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RE/MAX Masters 
settles into new 
DeWitt office.     
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UTICA, ROME, OTHER CITIES TACKLE ZOMBIE-HOME PROBLEM
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CNYBJ Data & Details
COMING UP:
July 29 List: Leadership & Management 
Consultants

July 29 Special Report: Banking & Credit 
Union Report

August 5 List: Computer/IT Consultants

August 5 Special Report: Employee 
Bene� ts / HR / Insurance

August 12 List: Sta�  ng Firms

August 12 Special Report:
Construction / Real Estate

August 19 List: Lifestyle List: 
Fine Dining NEW!
August 19 Special Report: Hospitality/
Tourism NEW!

August 26 List: Energy Companies NEW!
August 26 Special Report: NextGen 
Southern Tier

September 2 List: Engineering Firms

September 2 Special Report: Small 
Business

September 9 List: Risk-Management 
Providers

September 9 Special Report: Energy/
Environment/Sustainability/Manufacturing

CNYBJ Briefs

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

What is your 
favorite 
summer 
month?

Total Responses: 

77

   CNYtweetstweets
SBA @SBAgov
Thinking about starting a #smallbusiness? We got you 
covered — http://ow.ly/97dH50v1r8z 

Rural Development @usdaRD
Put these hot summer days to work for you! USDA’s Rural 
Energy for America Program (REAP) can do just that by 
providing guaranteed loan � nancing and grant funding 
to agricultural producers and rural small businesses for 
renewable energy systems: https://www.rd.usda.gov/
programs-services/rural-energy-america-program-renew-
able-energy-systems-energy-e�  ciency

Energy Department @ENERGY
JUST ANNOUNCED: New R&D funding to 103 small businesses 
across America, helping to advance innovations used in energy, 
nuclear nonproliferation, environmental management, 
particle physics, and more. https://www.energy.gov/articles/
department-energy-announces-121-million-small-business-
research-and-development-grants

NFIB @NFIB
Whether you’re running an online business or expanding an 
existing brick and mortar online for the � rst time, using an 
e-commerce platform can take your sales, and your brand
presence, to the next level. Here’s how: https://www.n� b.
com/content/analysis/no-category/choosing-the-right-
ecommerce-platform-part-1-what-is-an-e-commerce-
platform-and-why-do-you-need-one/

Talkroute @Talkroute
How to Run Multiple Businesses from a Single Phone: 
http://bit.ly/2TTKN4o #BusinessOwner #SmallBiz

MHR @mhr_solutions
Are you ready to wake up to digital transformation? http://
ow.ly/IiKG50uH26X

US EPA Research @EPAresearch
Have a novel technology idea to help restaurants, grocery 
stores, or households prevent food waste? Learn how our 
#EPAsbir funding can make this innovative tech idea a 
reality. Details: https://www.epa.gov/sbir/sbir-funding-
opportunities

PwC @PwC
How can #blockchain help transport & logistics companies? 
Read on in our 22nd Annual #CEOSurvey. https://pwc.to/
CS2019-TnL

Sharlyn Lauby @sharlyn_lauby
Employees Need To Figure Out Their Workstyle - #HR 
Bartender #EmployeeEngagement #SHRM19 https://hrbar.
co/2MMPZEt

Mark C. Crowley @MarkCCrowley
The idea that internal competition drives greater perfor-
mance isn’t actually true. So instead of pitting people on the 
same team against one another (for ranking/pay/status) 
focus them on a meaningful goal, unite them as a team, 
foster collaboration & watch results soar.

Dave Ulrich @dave_ulrich
We know a lot about leaders and leadership: why they matter 
(to increase stakeholder value), what they know and do 
(leadership code and brand), and how to be a better leader 
and build leadership. But are good leaders necessarily good 
bosses? https://www.linkedin.com/pulse/how-can-good-
leaders-become-great-bosses-dave-ulrich/ 

Hannah Morgan @careersherpa
Is your work meaningful? If you aren’t loving 
your job, this may be why! Get tips by @3PlusInt: 
http://3plusinternational.com/2017/12/make-your-work-
more-meaningful/?utm_source=ReviveOldPost&utm_
medium=social&utm_campaign=ReviveOldPost

Scott Hamilton, CFP @HFPlan
The best places to own a home — and pay less in 
taxes. #Tips #PersonalFinance https://www.cnbc.
com/2019/06/25/here-are-the-best-places-to-own-a-
home-and-pay-fewer-taxes.html …

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

CNYBJ Briefs

CNYBJ CANVASS
Here are the results of the latest 

39%
July

22%
September

Mohawk Valley business receives service-dis-
abled veteran-owned business certification

New York Office of General Services (OGS) 
Commissioner RoAnn Destito recently an-
nounced that one Mohawk Valley business has 
been certified as a service-disabled veteran-
owned business (SDVOB).

The New York OGS Division of Service-
Disabled Veterans’ Business Development 
(DSDVBD) issued the certification to 
Leatherstocking Professional Services LLC, 
based in Frankfort in Herkimer County. The 
company provides estimating and project 
management services. 

Leatherstocking Professional Services was 
one of six newly certified business announced 
by OGS on July 12. The other five businesses 
are all located downstate. The DSDVBD was 
created by Gov. Andrew Cuomo in 2014 
through enactment of the Service-Disabled 
Veteran-Owned Business Act. As of July 12, a 
total of 678 businesses have been certified.

The law promotes and encourages partici-
pation of SDVOBs in New York State public 
procurements of public works, commodities, 
services and technology to “foster and advance 
economic development” in the state.

For a business to receive certification, one or 
more service-disabled veterans — with a ser-
vice-connected disability rating of 10 percent 
or more from the U.S. Department of Veterans 
Affairs (or from the New York State Division of 
Veterans’ Affairs for National Guard veterans) 
— must own at least 51 percent of the busi-
ness. Other criteria include: the business must 
be independently owned and operated and 
have a significant business presence in New 
York, it must have conducted business for at 
least one year prior to the application date, 
and it must qualify as a small business under 
the New York State program. Several more re-
quirements also need to be met. 
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Oneida County hotel occupancy rate rises 
nearly 5 percent in May

UTICA — Hotels in Oneida County were 
fuller in May than in the year-prior month, ac-
cording to a recent report.

The hotel occupancy rate (rooms sold as a 
percentage of rooms available) in the county 
rose 4.8 percent to 58.2 percent in May from 
55.6 percent a year ago, according to STR, a 
Tennessee–based hotel market data and ana-
lytics company. Year to date, the county’s occu-
pancy was up 1 percent to 49.6 percent.

Revenue per available room (RevPar), a 
key industry gauge that measures how much 
money hotels are bringing in per available 
room, jumped 7.4 percent to $65.96 in May 

from $61.41 
in May 2018. 
In the first five 
months of 
2019, Oneida 
County’s 
RevPar rose 
1.8 percent to 
$52.04.

Average daily rate (or ADR), which repre-
sents the average rental rate for a sold room, 
increased 2.5 percent to $113.36 in May from 
$110.55 a year prior. Year to date, ADR was up 
0.8 percent to $104.94.

13%
June

26%
August

CORRECTION
In the story, “AFRL renews partnership 

agreement with Griffiss Institute for anoth-
er five years” on page 2 of the July 15 issue 
of CNYBJ, there was an error in the second 
paragraph, due to an incorrect provided 
number. The corrected sentence is: The 
value of the new contract has a ceiling of 
$99.5 million over the 60-month period, 
according to the Griffiss Institute. 

mailto:ereinhardt@cnybj.com
mailto:arombel@cnybj.com
mailto:mcarbonaro@cnybj.com
http://ow.ly/97dH50v1r8z
https://www.rd.usda.gov/
https://www.energy.gov/articles/
https://www.n
http://bit.ly/2TTKN4o
http://ow.ly/IiKG50uH26X
http://ow.ly/IiKG50uH26X
https://www.epa.gov/sbir/sbir-funding-opportunitiesPwC
https://www.epa.gov/sbir/sbir-funding-opportunitiesPwC
https://www.epa.gov/sbir/sbir-funding-opportunitiesPwC
https://pwc.to/
https://hrbar
https://www.linkedin.com/pulse/how-can-good-leaders-become-great-bosses-dave-ulrich/
https://www.linkedin.com/pulse/how-can-good-leaders-become-great-bosses-dave-ulrich/
https://www.linkedin.com/pulse/how-can-good-leaders-become-great-bosses-dave-ulrich/
http://3plusinternational.com/2017/12/make-your-work-more-meaningful/?utm_source=ReviveOldPost&utm_
http://3plusinternational.com/2017/12/make-your-work-more-meaningful/?utm_source=ReviveOldPost&utm_
http://3plusinternational.com/2017/12/make-your-work-more-meaningful/?utm_source=ReviveOldPost&utm_
https://www.cnbc
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Utica, Rome other CNY cities 
tackle zombie-home problem 
with state grants 
BY ERIC REINHARDT
ereinhardt@cnybj.com

UTICA — More than 45 communities 
statewide — including Utica, Rome, 
Syracuse, and Binghamton — will use a 
total of $9 million in grant funding to try 
to reduce the number of “zombie” homes. 

Zombie homes are vacant or abandoned 
homes that aren’t maintained during a 
prolonged foreclosure proceeding, ac-
cording to the office of New York Attorney 
General Letitia James. The attorney gen-
eral announced the grants during a visit to 
Utica on July 10.

Besides Utica, Rome, Syracuse, 
and Binghamton, the cities of Auburn, 
Elmira, Fulton, Geneva, Ogdensburg, and 
Oneonta will also receive funding from the 
program dubbed “Zombies 2.0.”

The funding from “Zombies 2.0” will 
provide 48 municipalities with the re-
sources needed to address housing va-
cancy and blight, James contends. The 
program is a result of the $500 million 
settlement in 2018 between the attorney 
general’s office and the Royal Bank of 
Scotland. The settlement was over the 
bank’s “deceptive practice and misrep-
resentations to investors relating to the 
packaging, marketing, sale, and issuance 
of residential mortgage-backed securities 
(RMBS) that can lead to financial crisis,” 
the attorney general said.

“The City of Utica and the attorney gen-
eral’s office work for the same residents, 
and we will be vigilant in protecting our 
residents and their quality of life,” Utica 
Mayor Robert Palmieri said in a news 
release issued by the attorney general’s 
office. “This project and this partnership is 
an example of that vigilance and it gives us 
more tools to fight for our residents, our 
communities, and the beauty of our City 
and our great state.”

To be eligible, cities, towns, and villages 
had to have at least 5,000 residents and 
more than 100 vacant properties indi-
vidually, or combined in the case of joint 

applications. Through these funds, these 
municipalities should be able to improve 
data collection and analysis to track vacant 
and abandoned properties.

They’ll also be able to invest in new 
technology to better collect and analyze 
data to address the collective impact of 
vacant properties on neighborhoods. 

The communities will also have the 
means to create “zombie coordinators” 
and task forces to coordinate code-en-
forcement activities and resources. 

In addition, grant recipients can boost 
capacity of code enforcement and legal de-
partments to enforce relevant laws to hold 
lienholders accountable or seek remedies 
to improve housing quality; and connect 
at-risk homeowners to foreclosure-preven-
tion resources, the release stated.

“Too many communities throughout 
New York State are blighted by abandoned 
homes that decrease property values and 
threaten the safety of our neighborhoods,” 
James said. “These grants will go a long 
way in supporting municipalities and en-
suring they have the resources they need 
to combat this nuisance.”

The selected municipalities will use 
grants ranging between $50,000 and 
$500,000 each, based on the size of the 
community, the scale and severity of their 
zombie problems, and their proposed use 
of such funds. 

Program purpose
The grant awards continue the 2016 

Zombie Remediation and Prevention 
Initiative. The New York attorney gener-
al’s office created the program to address 
housing challenges, “especially vacancy 
and blight.” It also tracks and monitors va-
cant, abandoned properties to help cities 
and towns to clear out zombie properties, 
the attorney general said. 

The creation of the Zombie 
Remediation and Prevention Initiative co-
incided with the passage of the New York 
State Abandoned Property Neighborhood 
Relief Act of 2016, or what is known as the 

“Zombie Law,” per the release. 
It requires banks and other mortgagees 

to externally maintain vacant one-to-four 
family houses during the foreclosure pro-
cess or face a potential penalty of up to 
$500 per day per property. Zombie grant-
ees used funds to bolster legal efforts to 
enforce the Zombie Law by issuing cita-
tions to noncompliant mortgagees or in 
some cases taking mortgagees to court to 
enforce the law. 

The New York City–based Local 
Initiatives Support Corporation (LISC) 
handles the program with funds given 
by Columbia, Maryland–based nonprofit 
Enterprise Community Partners, the at-
torney general’s office said. 

LISC issued applications to municipali-

ties based on the number of abandoned 
residential properties, the proportion of 
such properties compared to the overall 
number of residential properties, and its 
level of general economic distress. 

“I would like to thank Attorney General 
Letitia James and the staff of LISC for 
allowing the City of Rome to continue 
its work in combating blight and hold-
ing absentee banks and landlords liable 
for abandoned property,” Rome Mayor 
Jacqueline Izzo said in the release. “The 
second round of funding will allow us 
to continue strengthening our codes en-
forcement, hold absentee landlords and 
banks accountable for neglected property, 
assist in controlling blight and ultimately 
transforming neighborhoods.”                

Officials from Utica and Rome joined New York Attorney General Letitia James in Utica as she announced $9 million in 
grant funding for 48 communities to deal with “zombie” homes, or those properties that are vacant or abandoned and 
aren’t maintained during a prolonged foreclosure proceeding.

BY JOURNAL STAFF
news@cnybj.com

N ew York state farmers have
 planted corn for all purposes
on 1.12 million acres this year, up 

almost 2 percent from 1.10 million acres in 
2018, the USDA recently reported.

However, the state’s corn growers ex-

pect to harvest 590,000 acres of grain corn 
in 2019, down 8.5 percent from 645,000 
acres last year.

Corn planted area for all purposes na-
tionwide is estimated at 91.7 million acres, 
up nearly 3 percent from 89.1 million acres 
last year, the USDA said, and growers ex-
pect to harvest 83.6 million acres for grain 
corn, up 2 percent from 2018.        

New York farm-
ers plant corn on 
nearly 2 percent 
more acres in 2019 
than last year

mailto:ereinhardt@cnybj.com
mailto:news@cnybj.com
http://www.centerstateceo.com/bbq
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Empire State 
manufactur-
ing index 
bounces back 
in July 
BY ERIC REINHARDT
ereinhardt@cnybj.com

A fter a steep decline in June, the
 Empire State Manufacturing
 Survey general business-condi-

tions index rebounded 13 points to climb 
to 4.3 and emerge from negative territory 
in July.

The general business-conditions index 
had plummeted 26 points to -8.6 in June, 
representing its “largest monthly decline 
on record.”

The July reading of 4.3, based on firms 
responding to the survey, indicates “busi-
ness activity rebounded modestly in New 
York,” the Federal Reserve Bank of New 
York said in its July 15 report. That beat 
economists’ expectations of an index num-
ber of 0.5, according to Econoday, a com-
pany that tracks economic reports.

A positive index reading indicates ex-
pansion or growth in manufacturing activ-
ity, while a negative number points to a 
decline in the sector. 

The survey found 30 percent of respon-
dents reported that conditions had im-

proved over the month, while 26 percent 
said that conditions had worsened, the 
New York Fed said.

Survey details
The new-orders index rose, but it re-

mained negative at -1.5. The shipments 
index moved slightly lower to 7.2, “point-
ing to a small increase in shipments,” the 
New York Fed said. 

Unfilled orders declined for a second 
straight month. Delivery times were 
“somewhat longer,” and inventories fell.

After falling below zero last month, the 
index for number of employees slid fur-
ther, dropping 6 points to -9.6, “pointing 
to a decline in employment levels.” The 
average-workweek index, at 3.8, signaled 
somewhat longer workweeks. 

The prices-paid index edged down 2 
points to 25.5, suggesting a slightly slower 
pace of input price increases than last 

month. The prices-received index was 
little changed at 5.8, pointing to ongoing 
modest selling price increases.

Indexes assessing the six-month out-
look were “generally somewhat higher” 
than they were last month. 

The index for future business condi-
tions increased 5 points to 30.8, and the 
index for future new orders also moved 
higher. Firms expected increases in em-
ployment levels but no change in the aver-
age workweek in the months ahead. 

After posting a “substantial” decline 
last month, the capital-expenditures index 
rose 9 points to 19.0, and the technology-
spending index inched up to 14.6.

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

General Business Conditions

VISUAL CREDIT: FEDERAL RESERVE BANK OF NEW YORK WEBSITE

New Baskin-
Robbins store 
formally opens 
near Horseheads
It’s the chain’s first 
“Moments” concept 
store in New York state 
BY JOURNAL STAFF
news@cnybj.com

HORSEHEADS — Baskin-Robbins, which 
says it’s the world’s largest chain of spe-
cialty ice-cream shops, on July 12 un-
veiled a “Moments” concept store near 
Horseheads. 

The new restaurant, located at 3317 
Chambers Road in the town of Big Flats, 
is the first of its kind in New York state. 
Baskin-Robbins says the “Moments” store 
concept is designed to deliver on its com-
mitment to giving customers “great fla-
vors and memorable moments.” 

The 2,700-square-foot Horseheads loca-
tion showcases the brand’s U.S. “store of 
the future, with an atmosphere purpose-
fully designed to make it easier than ever 
to connect with people over ice cream,” ac-
cording to Baskin-Robbins news release.

Manish Patel, CEO of Bapa Ice Cream, 
LLC, is the franchisee for this new Baskin-
Robbins restaurant. Krunal Patel is the 
franchisee and operator. The Patel family 
has been a franchisee of Dunkin’ locations 
in four states including the Dunkin’ store 
near Horseheads for more than 25 years. 
This marks the first Baskin-Robbins store 
for the Patel family, which has plans to open 
several others in the future, according to 
Baskin-Robbins, which is a unit of Dunkin’ 
Brands Group, Inc. (Nasdaq: DNKN).

The new Baskin-Robbins restaurant’s 
key elements include a modern design 
with bright colors; new ice cream dip-

ping cabinets; a modernized menu in-
cluding new items like chocolate-dipped 
bananas, individual Polar Pizza slices, ice 
cream bars, smoothie bars and hand-
dipped waffle cones; and a custom wall 
mural featuring artwork to celebrate the 
key attributes of each local community. 
The restaurant also has more flexible and 
comfortable seating and upgraded digital 
menu boards, the release stated. 

Open from 11 a.m. to 10 p.m. Monday 
through Sunday, the new Baskin-Robbins 
restaurant will employ about 12 people. 
It is located close to the Elmira/Corning 
Regional Airport.          
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Krunal Patel (center, holding scissors), Baskin-Robbins franchisee and operator, cuts the ceremonial ribbon while joined 
by family and local officials to celebrate the grand opening of New York’s first “Moments” Baskin-Robbins restaurant at 
3317 Chambers Road in Big Flats on Friday, July 12.

mailto:ereinhardt@cnybj.com
mailto:news@cnybj.com
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Join us on September 12 to find out who ranks #1! 
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PHOTO CREDIT: RE/MAX MASTERS

RE/MAX Masters settles 
into new DeWitt office
BY ADAM ROMBEL
arombel@cnybj.com

DeWITT — RE/MAX Masters, a local 
franchise of the international real-estate 
company RE/MAX, has a new home. 

After 27 years, the local brokerage 
in June moved to a new office at 5788 
Widewaters Pkwy in DeWitt from its 
long-time location at 108 Buchmans Close 
Circle in the town of Manlius.

RE/MAX Masters says 
it now occupies a newly 
renovated, modern office 
space on the first floor in 
the Widewaters Office 
Park. 

“We want to continue to 
serve the community and 
continue to grow,” Martin 

Carpenter, broker and owner of RE/MAX 
Masters, said in a release. “We thought 
this would be a good spot to do it.”

The firm’s new office is about 4,500 
square feet, while its previous loca-
tion was just under 5,000 square feet, 
Carpenter tells CNYBJ in an email. 

RE/MAX Masters has 16 real-estate 
agents and three support staff working 
from the DeWitt office, he says.

RE/MAX Masters serves the Greater 
Syracuse area and handles a variety of 
real-estate transactions, including single-
family homes, waterfront and luxury 
homes, farms, land, investment property, 
and commercial office space. 

The firm also has offices in Clay and 
Skaneateles. It has a total of more than 30 
agents across its three offices, according 
to Carpenter.         

Carpenter

Cazenovia College appoints 
Dannible’s Gardiner as board 
of trustees chair
BY JOURNAL STAFF
news@cnybj.com

CAZENOVIA — Cazenovia College 
announced recently that Kenneth C. 
Gardiner, partner at Dannible & McKee, 

LLP, has assumed the role 
of chair of the college’s 
board of trustees. 

He joined the board in 
2016 and has served on 
the finance and investment 
committees.

Gardiner, has worked in 
accounting for more than 35 years. He is 
the partner-in-charge of assurance ser-

vices and quality control at Dannible & 
McKee. His area of expertise is providing 
audit and accounting services to the con-
struction industry. He also offers services 
for architects, engineers, and manufactur-
ing companies and has extensive expe-
rience with audits of employee-benefit 
plans, according to a Cazenovia College 
news release.

Joining Gardiner on the executive com-
mittee are John A. Bartolotti as vice chair, 
John McCabe as treasurer, and Jeffrey H. 
Heath as secretary. Recent board chair 
Richard L. (Dick) Smith has been award-
ed trustee emeritus status, Cazenovia 
College said.           

Gardiner

mailto:circulation@cnybj.com
http://www.bizeventz.com
mailto:arombel@cnybj.com
mailto:news@cnybj.com
http://www.bizeventz.com
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Be a part of this premier digital and print 
magazine, spotlighting your company in 
revitalizing downtown Syracuse.
The publication’s coverage will include the following:

• Major players involved in downtown’s resurgence
• Key residential developments
• The next generation of developers
• Major business and office projects
• New restaurants & other downtown businesses
• Arts & culture — downtown theatre district
• Economic impact of downtown’s transformation

& what’s next

CONTACT US:       Dony Bardenett: dbardenett@cnybj.com   •   Kelly Bailey: kbailey@cnybj.com

Revitalize

THE DOWNTOWN TRANSFORMATION
SYRACUSE III

ADVERTISING DEADLINE: August 14
PUBLICATION DATE: September 23

Endorsed 
by:

SYRACUSE III
 Rev�a�ze

The landscape of Syracuse has changed 
drastically before our eyes in the last decade. 
From vacant and worn buildings to luxurious 
apartments and an influx of businesses moving 
into the downtown area, the impact on our 
region has been nothing but positive.

Upstate Cord Blood Bank to 
receive donations via Crouse  
BY ERIC REINHARDT
ereinhardt@cnybj.com

SYRACUSE — Crouse Health will give 
parents who deliver babies at the Syracuse 
hospital the chance to voluntarily donate 
the blood from their baby’s umbilical cord 
to the cord-blood bank at Upstate Medical 
University.

The Upstate Cord Blood Bank operates 
at Upstate’s Community campus at 4900 
Broad Road in Onondaga. 

The new partnership will “potentially” 
increase cord-blood donations that will be 
available for public use, Crouse Health said 
in a news release. 

“We are pleased to welcome Crouse 
Health parents to participate in donating 

their child’s umbilical cord blood to the 
Upstate Cord Blood Center at Upstate 
Medical University,” Dr. Matthew Elkins, 
medical director of the Upstate Cord Blood 
Bank, said in the Crouse release. 

Cord-blood donation is “completely safe” 
for mother and baby; labor and delivery is 
not affected, Crouse Health said. No blood 
is taken from a newborn. It is only removed 
from the umbilical cord after birth. The 
designation of Upstate Cord Blood Bank as 
a public blood bank is “important” in that 
there is no cost to donate and donated cord 
blood is available to anyone who needs it.

Thousands of critically ill patients with 
blood diseases such as leukemia and lym-
phoma are in urgent need of life-saving 
transplants. Umbilical cord blood, which 

is typically discarded as medical waste, 
is “rich” with the blood-forming cells that 
can give blood-cancer patients hope for a 

cure, the hospital added.

The process
Once donated, Upstate stores the cord 

blood in the bank, making it available to 
transplant centers in the U.S. and through-
out the world for patients in need. The 
cord blood units will be listed on national 
and international registries in order to be 
matched to the patients who need them. 

Any units collected that are not suitable 
for transplantation will be made available 
to researchers, both at Upstate Medical 
University and around the country, Crouse 
Health said.

Deciding whether to donate cord blood 
is “best done” during the early months of 
pregnancy. 

The expectant parents complete various 
forms and submit them directly to the cord-
blood bank no more than 30 days prior to 
delivery. Once reviewed and approved, the 
bank notifies Crouse’s labor and delivery 
unit, which reviews the potential donation 
with the mother before actual delivery. 
Once the blood is removed from the um-
bilical cord, the donation is then packaged 
and transported to Upstate’s 20,000-square-
foot facility that features a processing labo-
ratory and cryogenic storage containers, 
the release explained.          

Crouse Health says it will give parents the chance to donate the blood from the umbilical cord of 
their newborn children to the Upstate cord-blood bank. Crouse Health contends this new partner-
ship could “potentially” increase the availability of cord-blood donations for public use.
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Richard (Calvin) McNeely, III (left), president, and Zachariah (Zach) Yelle, VP, of Watertown–based Runningboards Marketing, which offers digital advertising on the trucks. 

Growing Watertown firm offers 
digital ads on its vehicles 

Now selling franchises & 
plans Syracuse location          
BY ERIC REINHARDT
ereinhardt@cnybj.com

WATERTOWN — Runningboards 
Marketing is a young Watertown–based 
marketing firm that offers clients the 
chance to advertise on a digital screen on 
the sides of its trucks. 

The message could be an advertise-
ment for a commercial product or service, 
a political ad, or a Happy Birthday mes-
sage, the company says.

Richard (Calvin) McNeely, III, presi-
dent and majority owner of Runningboards 
Marketing, which was launched in early 
2018, says it didn’t take long to figure out 
that the new company had franchise po-
tential. The firm is now selling franchises 
and seeking buyers.

Runningboards Marketing is headquar-
tered at 19138 U.S. Route 11 in Watertown, 
but has its eye on adding a Syracuse loca-
tion.

“We do plan on having a local address 
in Syracuse in the near future,” says 

McNeely, noting that the company already 
has a truck operating in Syracuse. He 
spoke with CNYBJ on July 16.

Runningboards Marketing current-
ly has 15 employees. McNeely says he 
hopes to hire another six people before 
the end of 2019. He declined to disclose 
any revenue information for his company.

Company origin
McNeely retired in September 2016 

from Hi-Lite Airfield Services, LLC in 
Adams Center — a company he had 
founded.

More than a year later, McNeely was 
surfing the internet in November 2017 
working to promote another business in 
which he was an investor. And he noticed 
a truck that really caught his eye. 

“I had never seen one of these trucks 
before, and I knew right then and there I 
had to do it,” he says.

That truck was similar to the type that 
Runningboards Marketing now uses.

McNeely, who is 58, also knew that he 
wanted Zachariah (Zach) Yelle, who is 23, 
to serve as his partner in the business 
venture and be the firm’s VP. 

McNeely knew Yelle from church, 

where the young man was responsible for 
sound and lights. Yelle had also handled 
some video work for McNeely along the 
St. Lawrence River. 

He described Yelle as a “whiz” at tech-
nology who has a background in mar-
keting, social media, videography, and 
graphic design.

“He’s got the skill set I lacked to make 
this a perfect business,” McNeely notes.

In early 2018, as the pair decided to 
move forward with their business idea, 
they had a company in the Midwest cus-
tom build a truck for Runningboards 
Marketing. 

The firm now refers to the truck as a 
digital advertising vehicle, or DAV (pro-
nounced Dave) for short.

The DAV was built on a Ford Transit 
chassis with three independent high-
resolution LED screens, per the firm’s 
website. McNeely and Yelle picked up 
the truck in late April 2018. They drove it 
back to Watertown and eventually started 
showing it to local businesses. 

“And when we showed the truck, we 
put an image up on the truck of the people 
we’re visiting before we visit them,” says 
McNeely.

They’d pull a logo, a picture, or another 
visual off a company’s website and put it 
on the truck. Their effort started attract-
ing clients for subscription advertising, 
including a car dealership, a bank, an 
insurance company, and a realtor. The 
company’s website lists clients that in-
clude Jefferson Community College and 
Watertown Savings Bank.

“It was probably about two months into 
it [June 2018] when we realized we had 
something special,” McNeely noted. “We 
might have something to franchise here.”

Franchising
McNeely then spoke to a friend in 

North Carolina, who retired to become an 
independent franchise consultant. After 
some research, McNeely’s contact told 
him he couldn’t find any similar company 
operating among 4,000 franchises operat-
ing in the U.S.

“So, he introduced me to the franchise 
world … consultants, attorneys, brokers,” 
McNeely recalls.

McNeely and Yelle then started re-
searching how they would build their 

PHOTO CREDIT: RUNNINGBOARDS MARKETING

SEE RUNINGBOARDS, PAGE 11  4
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F or many business owners, a 
 business sale is more than a trans-
 action; it’s a major life transition. 

Their business is often the largest asset 
that they own, as well as the key part of 
their financial and estate plans. What’s 
more — their business has likely played 

an important role in shaping their daily 
life and identity. A failure to fully align 
the sale of a company with their personal 
plans could potentially undermine the 
long-term wealth preservation and fam-
ily engagement opportunities afforded by 
the business deal. This is especially true 

for owners with charitable components to 
their plans.

At a recent forum I attended on the 
subject of business ownership, the main 
themes were collaboration and transitions. 
Preparing for a business sale involves as-
sembling a team of advisors, reviewing 
financial and estate plans, assessing the 
transition, and creating a plan of action. 
This work really needs to begin early 
in the business formation, because you 
never know when a transition will occur. 
Whether it is unexpected happenings like 
the “5 Ds” (death, disability, disaster, di-
vorce, and disagreements) or the planned 
changes such as retirement and incorpo-
rating the next generation into a family 
business, the earlier the planning begins 
with a collaborative team that works with 
the business owner’s values as its guide, 
the better chance of success. 

The forum also highlighted the ad-
vantages of having people-focused skills 
and how retaining an advisor with that 
specialty can be of value. That may mean 
a psychologist to help coach the business 
owner on how to have difficult conversa-
tions with key employees or a life coach 
to help plan a purposeful transition into 
retirement; both areas play a big role in 
overall success of a business transition if 
planned and executed well. 

Also, by incorporating effective chari-
table discernment and planning, business 
owners can reduce estate tax, avoid cap-
ital-gains tax, create a charitable income-
tax deduction, reduce tax to heirs and 
generate charitable resources to help the 
now former business owners and their 
family achieve their desired impact. 

How does it work?
In the simplest case, a cash gift to char-

ity can be made either before or after the 
sale of the business. As long as this is done 
in the same year as the sale, a tax deduc-
tion will help offset the income received. 
The needed tax deduction is often much 
greater than the client’s annual chari-

table giving. Using a 
donor-advised fund, 
the gift can be made 
in the year needed 
and grants may be dis-
tributed from the fund 
to support charities of 
the client’s choice for 
many years into the 
future.

The cash gift, while 
simple, does not maxi-
mize the tax advantag-
es of gifting. A preferred approach would 
be to gift stock or ownership shares to a 
donor-advised fund prior to the business 
sale. When the sale occurs, the fund re-
ceives the proceeds from the sale for its 
portion. This creates a charitable deduc-
tion similar to gifting cash, and also avoids 
taxation on any capital gains embedded in 
the ownership because the fund is admin-
istered by a tax-exempt public charity.

Using a donor-advised fund at a local 
foundation also provides ongoing charita-
ble-planning support. Whether it is legacy 
planning or engaging future generations 
in giving, there are often extensive re-
sources to deploy. 

There are also more complex plan-
ning tools that can be incorporated into 
a business sale. For example, charitable 
remainder trusts can be used to create 
income streams for heirs while ultimately 
creating a charitable resource. This type 
of trust planning can be useful for wealth 
distribution and addressing spendthrift or 
creditor concerns with heirs. Another tool 
is the charitable lead trust, which creates 
an initial charitable resource but allows for 
tax-efficient transfer of the trust corpus to 
heirs in the future.

Regardless of your charitable client’s 
needs, proper planning can result in a 
more tax-efficient and comprehensive re-
sult for their financial and estate plans as 
well as the inclusion of a steward to their 
charitable plan.           

Tom Griffith is VP of development at the 
Central New York Community Foundation. 
Contact him at tgriffith@cnycf.org or (315) 
883-5544.
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Utica Zoo, Utica Coffee Roasting 
Co. partner on lion conservation  
BY ERIC REINHARDT
ereinhardt@cnybj.com

UTICA — The Utica Zoo is working with 
Utica Coffee Roasting Co. to support con-
servation efforts for African lions.

The Utica Zoo used its annual member-
appreciation night and annual meeting 
to announce the collaboration on Lion’s 
Roast coffee.

Lion’s Roast, described as 
a “limited edition” coffee, is 
a single-source coffee from 
Tanzania, which boasts the larg-
est concentration of wild lions 
in Africa. 

The Tanzania Iyula coffee “of-
fers notes of nectarine and citrus, with a 
bright and sweet flavor and aroma,” the 
Utica Zoo said in a release.

The zoo said it will donate proceeds 
from the sale of the coffee to the Lion 
Recovery Fund. The coffee is available 

at the Utica Zoo gift shop, Utica Coffee 
cafés in Utica and Clinton, and Chanatry’s 
Hometown Market, per the release.

The Lion Recovery Fund supports or-
ganizations across Africa to double the 
number of African lions in the wild by 
2050. By supporting these various or-
ganizations, Lion Recovery Fund helps 
to protect wildlife, habitats, and local 

African communities. The Utica 
Zoo said it has chosen to sup-
port the Lion Recovery Fund 
to “ensure a future for Africa’s 
lions.”

“Supporting a cause such as 
the Lion Recovery Fund was 
an easy decision to make,” said 

Mark Simon, marketing coordinator for 
the Utica Zoo, said in the release. “The 
world has lost half of the population of 
lions in Africa over the last 25 years, so 
supporting an effort to double that popula-
tion over the next 30 years was something 

we all felt passionately about. Working 
with the team at Utica Coffee has been 
a great experience; their expertise and 
knowledge of coffee has also allowed 
us to collaboratively bring a product to 
market that we think the community will 
truly enjoy. Pairing a high quality product 

with a high quality cause is a recipe for 
success.”

The San Francisco, California–based 
Wildlife Conservation Network and the 
Leonardo DiCaprio Foundation are the 
founding partners of the Lion Recovery 
Fund, according to its website.                
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The Utica Zoo is working with Utica Coffee Roasting Co. on a project to benefit lion-conservation efforts. The zoo will 
donate the proceeds from the sale of Lion’s Roast coffee to the Lion Recovery Fund.

Business-Owner Transition and Charitable Planning 

TOM
GRIFFITH 

Viewpoint
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Startups begin work in AFRL 
Commercialization Academy   
BY ERIC REINHARDT
ereinhardt@cnybj.com

ROME — Four teams from the Syracuse 
area and two from Utica are among eight 
startup companies competing in the AFRL 
Commercialization Academy.

AFRL is short for Air Force Research 
Laboratory in Rome, which is more com-
monly known as Rome Lab.

The group of companies started their 
work July 15, says Dan Fayette, program 
manager for the AFRL Commercialization 
Academy who also works with the Griffiss 
Institute.

The companies are developing “in-
novations” in the cybersecurity, big-data 
analytics, information systems, and the 
unmanned aircraft 
systems (UAS) in-
dustry, the Griffiss 
Institute said in its 
July 12 announce-
ment. The startups 
were selected from a 
pool of applicant sub-
missions.

The AFRL 
Commercialization 
Academy is a Griffiss 
Institute entrepreneurial-education pro-
gram sponsored by the Air Force Research 
Laboratory Information Directorate. The 
Commercialization Academy pairs “high-
caliber founders with high-potential AFRL 
technologies with the goals of develop-
ing entrepreneurial leaders and launching 
new technology ventures.”

“We are under contract [with] AFRL 
to do technology transfer of intellectual 
property that was developed for a military 
application and then dual purpose it to 
a commercial application,” says Fayette, 
who spoke with CNYBJ on July 15.

How it works
During the cohort, the teams will be 

incubated while building their startups 

around Department of Defense intellec-
tual property from the AFRL Information 
Directorate in Rome.

“The idea is to help provide them the 
tools through the Commercialization 
Academy … help them get established, 
help them grab a go-to-market strategy,” 
says Fayette. “The only thing we ask 
them to do is use some of the intellectual 
property from AFRL as they build their 
company.” 

The startups in mid-July entered the 
Commercialization Academy and will go 
through an elimination process in the fall. 
The remaining selected teams will com-
pete live by pitching their tech businesses 
to a panel of judges at a Demo Day event 
for $300,000 in prize seed funding from 

IDEA NY.
“That was an 

agreement we had 
with New York 
State to help grow 
businesses in the 
Mohawk Valley,” 
says Fayette.

The overall win-
ner will claim a grand 
prize of $200,000, 
while the runner-up 

will win $100,000.
After Demo Day in early November, 

eligible teams will participate in the IDEA 
NY accelerator program that will incentiv-
ize promising entrepreneurs to create and 
grow viable commercial businesses in 
the Mohawk Valley, by requiring that the 
company’s primary office be located in the 
region for a 12-month period.

Startup teams
The startup teams include PreVision 

Corp. of Syracuse, which creates image-
processing systems that make “real-time 
precision imaging of large areas possible” 
from small unmanned aircraft. 

Seven Sundays of Syracuse provides 
digital options to the vacation rental indus-

try, which it says allows homeowners to 
“live life as if every day were a Sunday.” 

Counter Drone TrEx, also of Syracuse, 
aims to be the training and knowledge 
exchange platform for counter-drone 
courses and related content, community, 
and, commerce.

Koti of Cicero is a cybersecurity com-
pany focused on protecting the smart 
devices that automate your home, such as 
your security system, smart appliances, 
and Wi-Fi.

MyCloset of Utica is an app-based com-
pany dedicated in assisting individuals in 
the personalization of their closet, through 
styling and suggesting new items to pur-
chase via the app. 

On the Curb, Inc., also of Utica, is a da-
ta-architecture platform that says it makes 
data analysis, reporting, and new data 
products, “extremely easy” to develop and 
deploy, “and more powerful the more [it 
is] used.” 

Lake of Bays Semiconductor Inc. of 
Buffalo is using automotive-sensor tech-
nology to solve collisions with wildlife, 
which it says are a $5 billion problem for 
auto-insurance companies.

United Aircraft Technologies of Albany 
is creating a new class of clamp for aircraft 
wiring that is designed to reduce weight, 
improve safety, and simplify maintenance, 
through lightweight parts and augmented 
reality.           

Revive yoga and wellness studio 
opens in Binghamton area
BY JOURNAL STAFF
news@cnybj.com

VESTAL — A new yoga and wellness stu-
dio, called Revive – Mind Body Spirit, has 
recently opened in Vestal.

Revive — which offers yoga, medita-
tion, and fitness classes, as well as a 
lounge area — formally opened at 100 
Vestal Road on June 29 with a ribbon-cut-

ting event with the Greater 
Binghamton Chamber of 
Commerce.

Revive says its “mission 
is to help our students 
grow personally, spiritual-
ly, mentally, and physically 
through wholistic practic-

es,” according to a chamber news release.
Ryan Shelley is the owner and lead 

yoga instructor at Revive and Nathan 

Taber is its manager and certified yin yoga 
and meditation teacher, per its website.

Revive says its summer schedule of 
classes started July 1.          

PHOTO CREDIT: REVIVE INSTAGRAM PROFILE

Shelley

PHOTO CREDIT: SIMON EISENBACH PRODUCTIONS

Company leaders and staff of Go Figure (left) and SkyTubeLive (right) pose with their first place and second place 
checks, respectively, at a previous edition of the AFRL Commercialization Academy Demo Day and IDEA NY (Innovation & 
Development Entrepreneurial Accelerator) business accelerator competition on March 21 of this year.
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4 surprising facts about the SBA 7(a) loan guarantee program

T he United States runs on small
 business. In fact, small companies
 made up 99.9 percent of the na-

tion’s total businesses last year. If you own 
or manage one of these 30.2 million small 
businesses, you already understand that 
it’s a big task — it takes time, personal 
investment, hard work, capital, and the 
right partners. 

The U.S. Small Business Administration 
(SBA) exists to assist and protect the inter-

ests of American small 
businesses. When 
small-business owners 
need financial assis-
tance, they may look to 
leverage an SBA loan 
— its 7(a) loan guaran-
tee program is the most 
popular one.

Curious to know 
more about it? Here 
are four facts about the 
SBA’s 7(a) loan guar-
antee program that 

business owners may be surprised (and 
excited) to learn.

1. SBA gives rejected business-
loan applicants another option.

 It’s understandable that not everyone 
will be approved for a traditional business 
loan. This could be due to any number 
of factors, including a poor credit profile, 
lack of business history, or inadequate 
cash flow. It all comes back to the lender 
being confident in the borrower’s ability to 
repay the loan over time. 

 However, rejection for a traditional loan 
doesn’t mean your startup dream is over; 

another option for entrepreneurs in this 
situation is the SBA’s 7(a) loan guarantee 
program. This program is designed spe-
cifically to help business owners obtain 
the funding they couldn’t get through any 
other means. 

 Among other eligibility requirements, 
business owners need to exhibit that 
they cannot obtain the funding they need 
through other means and that an SBA-
backed loan is the only reasonable option 
left that will work for them. Often, the 
lender can satisfy this “credit elsewhere” 
requirement because the borrower has 
already been declined for traditional fi-
nancing. 

What makes this program possible is 
that the loans are backed by the govern-
ment. The SBA puts a 75 percent guaran-
tee on the debt, therefore reducing the 
risk for the lender. If the borrower ends 
up not being able to repay the loan, the 
financial institution isn’t solely respon-
sible for covering the loss; three-quarters 
will be covered by the SBA. That is, if 
the lender has followed all rules and 
regulations set forth in the standard op-
erating procedure, which is detailed and 
specific. The idea is to help financial 
institutions get more comfortable with 
lending to small businesses, particularly 
those owned by women or minorities, or 
in underserved areas. 

2. SBA loans can have high
amounts and long terms.

 SBA 7(a) loans can go up to $5 million 
with terms of up to 25 years. The maxi-
mum total loan amount enables small-
business owners to accomplish a variety 
of goals. The longer terms can help ease 
repayment pressure with lower payments. 
Funds may be used for just about any busi-

ness purposes, including the following: 
• Real-estate acquisition
• Business startup
• Renovation/expansion
• Equipment/inventory/supplies pur-

chase
• Business acquisition
• Commercial-debt consolidation
• Working capital
The SBA determines the terms of

the loan based on the use of proceeds. 
Blended terms are available when funds 
are used for multiple purposes. For the 
most part, the program follows the terms 
below:

• Working capital and non-equipment
and real estate use: up to 10 years

• Equipment purchases: up to 15 years
• Real estate: up to 25 years
Note that the final term is determined

by the lender, based on the cash flow of 
the business. The repayment period may 
be shorter than what is listed above, but 
never longer. 

Another interesting feature about the 
SBA 7A(a) loan is that borrowers can 
often receive 100 percent financing for 
a large-ticket item. For instance, a tra-
ditional loan may only finance up to 80 
percent of a piece of equipment, with the 
borrower on the hook for the rest. An 
SBA-backed loan can finance 100 percent 
of the purchase price if the lender feels 
that significant equity is involved in the 
transaction.

3. The SBA doesn’t directly lend
borrowers money.

In 2018, the SBA approved more than 
60,000 government-backed loans total-
ing more than $25 billion in funding. 
And while the SBA makes it easier for 
small-business owners to acquire capital, 

it doesn’t actually provide any of it.
So, where does the money come from? 

All the funding for an SBA-backed loan 
comes directly from your bank or other 
lending partner of choice, whether the 
loan is for $5,000 or $5 million. The SBA 
only places a partial guarantee on the loan, 
which is contingent upon the lender cross-
ing all its “t” s and dotting its “i” s. 

4. You don’t have to get an SBA
loan from a traditional bank.

The SBA lending process requires 
working with an SBA-approved lender to 
underwrite and provide the funding — but 
you don’t need to limit yourself to working 
with a traditional bank. While most of the 
nation’s thousands of banks may have 
an SBA program and offer the 7(a) loan, 
there are only 14 SBA-licensed non-bank 
lenders in the country. 

These alternative non-bank lenders can 
often offer more flexible credit require-
ments or a faster process, compared to a 
traditional bank. In some cases, you may 
be able to complete the entire process 
online or over the phone, saving you time 
from having to go to a bank.

Owning a small business comes with its 
own challenges and risks, and funding can 
often be the biggest hurdle. An SBA loan 
is a great option for entrepreneurs looking 
to start or grow their dream business, but 
can’t obtain a traditional business loan.    

April Brissette is president & chief credit 
officer at FundEx Solutions Group (FSG), 
which is one of only 14 licensed non-bank 
SBA lenders in the country. FSG is a wholly-
owned subsidiary of Bankers Healthcare 
Group, a provider of financing for health-
care practitioners and other licensed profes-
sionals.
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What You Don’t Say is as Important 
as What You Do Say
D ear reader: Do you know what

time it is? 
If you just looked at a clock and 

were prepared to tell me “It’s 8:30” or “It’s 
noon” or some other 
time, you’re prob-
ably just trying to be 
helpful. But that’s not 
always the best com-
munications strategy. 

When communi-
cating in business 
situations — especially 
when what you’re say-
ing is representing the 
entire organization — 
we must practice the 
following 3-step pro-
cess: first, really listen 

to the question that’s being asked; next, 
answer only the question that is asked; 
and then, stop talking. 

So, the answer to my first question 
would be either: yes, or no. What I asked 
was “Do you know what time it is?” Even 
though you can probably safely assume 
that what I really want to know is the 
actual time, for many reasons, making me 
ask the follow-up question “Ok, so what 
time is it?” can be beneficial for you. 

This creates a dialogue. The person 
asking you the questions may have a 
brief reaction of frustration after that first 
response, but by the end of the conver-
sation, she will notice how many of her 
questions you answered — because you 
gave her the opportunity to ask more 
questions. 

If your response makes an assumption 
about what the person’s question really 
means, or anticipates what other ques-
tions he might ask, then you take away 
his ability to feel like he was able to ask 
all his questions. And when they do think 
of other questions, you have no other 
information left to share. 

In sensitive or crisis situations, this 
discipline is critical to managing your 
message and reputation, and keeping au-
diences calm, informed, and supportive. 

We also use this strategy with good 
news. Even if we know all the details of 
a “good news” story, we may not want 
to give everything away all at once. This 
allows you to create a steady drip of 
continued positive stories and engage-
ment that will last far longer than if you 
shared all the details of the good news 
at one time.

There is another risk to oversharing, 

as well. By providing more information 
than what the question is asking, you 
may also be giving away information for 
which the individual didn’t even think to 
ask. The danger here is probably obvious 
for a crisis or sensitive situation. But why 
would this be a bad thing if you’re shar-
ing good news? By sharing more than 
you have been asked for (and more than 
you planned to share), you are robbing 
yourself of future news to share with your 
audiences and cutting short the potential 
longevity of your story.

The next time you are preparing for an 
all-hands forum with employees, a media 
interview, or a town-hall meeting with 
community members, remember to re-
ally listen to the questions that are being 
asked, answer only the question that is 
asked, and then stop talking. What you 
don’t say can be as important as what you 
do say.                          

Crystal DeStefano is president and di-
rector of public relations at Strategic 
Communications, LLC, which says it 
provides trusted counsel for public rela-
tions, including media strategy, media out-
reach, monitoring, and analysis. Contact 
DeStefano at Crystal@stratcomllc.com.

CRYSTAL
DESTEFANO 

The Strategic 
Minute

mailto:Crystal@stratcomllc.com
http://www.ravproperties.com
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4 tips for small-business owners to 
respond to negative online reviews
T his spring, small-business owners

 across the U.S. said business was
 booming, with 59 percent expect-

ing their revenue to 
increase over the next 
12 months, 67 percent 
looking to expand in 
the year ahead, and 24 
percent planning to hire 
in that same timeframe, 
according to our Bank 
of America Spring 2019 
Small Business Owner 
Report. 

According to our 
survey, which explores 

the perspectives, aspirations, and concerns 
of business owners across the country, a 
majority of business owners believe tech-
nology is a key contributor to their growth. 
Nearly two out of three entrepreneurs 
report that online reviews specifically are 
important to the success of their business, 
and 80 percent say a positive online review 
has led to a new business opportunity. 
Word of mouth has long been key to small-
business success, and online reviews pro-
vide a new, relevant channel to do so. That 
said, while more respondents say online 
reviews are more helpful than not, there is 
also awareness of the damage a negative 
write-up can have. Of those who have had 
a negative online review, nearly one-third 
say it led to a loss of business.

In the digital era, customer compliments 
and criticisms — whether on social plat-

forms or online review sites — hold tremen-
dous sway. Here are a few tips on making 
the most of the positive reviews, as well as 
mitigating the impact of negative ones.

1) Remember, the process starts 
before a review is even written. 
Whether good or bad, online reviews stem 
from everyday customer interactions. As 
these occur, encourage your staff to keep 
notes of why an experience was either 
positive or negative. If customers compli-
ment your business, take advantage of the 
moment by asking them to share that feed-
back in a review or on a social platform. If 
a customer recommends an improvement, 
write it down and make a point to follow 
up. By taking notes you’ll have a cheat 
sheet should a customer comment online, 
enabling you to respond accurately and 
quickly. 

2) Have a response plan for nega-
tive reviews. According to our survey, a 
majority of business owners who have had 
a negative online review believe respond-
ing as soon as possible is key to mitigating 
impact. And the key to a timely response is 
having a plan. Think about the most likely 
comments you’d get and write sample re-
sponses to keep on file. While every com-
ment scenario will be unique, you’ll at least 
have a head start on a response and can 
customize accordingly. To avoid getting 
into a back and forth, consider a response 
that addresses the issue and recommends 
moving the conversation offline.

3) Monitor platforms to track what’s 

said — and respond. A major benefit of 
online reviews is that, as a business owner, 
you can respond directly and in your own 
voice. Look to engage with comments of all 
kinds, showing appreciation for positive feed-
back, and approaching negative reviews with 
humility and a resolution in mind. 

4) Amplify the positive on social 
media. A rave review is a huge boon for 
your business. To extend the reach of 
these testimonials, create a template in-
cluding the text of the review and a picture 
of the product or service to be shared for 
your social channels. If available, provide a 
link back to the product or service when 
posting the review on Twitter, Facebook, 
LinkedIn, or in your Instagram bio. This 
type of amplification is essentially free 
marketing. 

Entrepreneurs must embrace the world 
of online reviews and learn to strategi-
cally use them to their advantage. As small-
business owners anticipate a year of steady 
growth, embracing online reviews as a tool 
in a marketing kit can be helpful in achiev-
ing these plans.                         

Ted Janicki is a VP and upstate New York 
market manager for the small business 
banking team of Bank of America. For more 
than a decade, Janicki has worked with 
business customers in the Buffalo/Niagara 
region, and recently transitioned to leading 
a team of 11 banking professionals across 
the Buffalo, Rochester, Syracuse, Albany, 
and Hudson Valley markets.

TED
JANICKI 
Viewpoint

own trucks. They also knew they’d 
need computer software and pursued 
those options as well. 

As of this past April, Runningboards 
Marketing is approved to sell franchis-
es in 35 states and Washington, D.C. 

The firm has DAVs in Watertown, 
Syracuse, and Nashville, Tennessee, 
but has yet to sell any franchises, 
according to McNeely, but the com-
pany is in conversations with about 
20 prospects.

Runningboards’ website includes 
its requirements for purchasing a 
franchise, including startup costs 
between $70,500 and $255,000; net-
worth requirements of $50,000 in 
liquid capital and a net worth of 
$150,000; and a royalty of the greater 
of 6 percent of gross revenue per 
month or $500 per month.

Knowing that they may have to 
host potential franchisees at some 
point, the business partners then 
pursued a place to operate and were 
able to secure a 10,000-square-foot 
facility in Watertown that had once 
functioned as a car dealership. They 
moved in last December. 

Jamestown Community College 
connected Runningboards Marketing 
with Keyes Information Technology 
in Watertown for software develop-
ment, which the company calls RBM 
Velocity. It keeps track of client times 
and schedules, when the ads play, 
and generates reports for the clients 
as well.                                        

STARTUP:   The firm 
has DAVs in Watertown, 
Syracuse, and Nashville                                                              
            Continued from page 7

http://www.usherwood.com
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THE LIST
Research by Vance Marriner

vmarriner@cnybj.com 
(315) 579-3911

Twitter: @cnybjresearch

Just Missed the List:
Sean Burdick Web Design 1

Web Design by Rick 1                         

Upcoming Lists
July 29 
Leadership & Management  
Consultants

August 5 
Computer/IT Consultants

ABOUT THE LIST
Information was provided by representatives 
of listed organizations and their websites. 
Other groups may have been eligible but did 
not respond to our requests for information. 
Organizations had to complete the survey by 
the deadline to be included on the list. While 
The Business Journal strives to print accurate 
information, it is not possible to indepen-
dently verify all data submitted. We reserve 
the right to edit entries or delete categories 
for space considerations.

 

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

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

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

WEB-DESIGN COMPANIES
Ranked by No. of CNY Web Designers

Rank

Name
Address
Phone/Website

CNY:
Web Designers

Employees

No. of
Websites
Designed
in 2018 Services Offered Top Executives

Year
Estab.

1.
Pinckney Hugo Group
760 W. Genesee St.
Syracuse, NY 13204
(315) 478-6700/pinckneyhugo.com

22
80

56 website strategy and development, UX design and research,
content strategy, analytics strategy, microsites, digital

advertising, social media, email-marketing programs, online
contests and promotions, digital presentations, SEO, landing

pages, blogs, custom dashboards, marketing automation,
CRM development, accessibility compliance, VR, AR, AI

Douglas Pinckney, President
Aaron Hugo, Chief Operating Officer

Christopher Pinckney, Executive
Creative Director

1940

2.
FreshySites - Website Design
34 Front St.
Binghamton, NY 13905
(607) 238-2789/freshysites.com

16
19

291 website design, website development, SEO, website hosting,
domain names, website backup, website security, graphic

design

Ben Giordano, Founder 2011

3.
LP&M Advertising
120 E. Washington St.
Syracuse, NY 13202
(315) 476-1646/lpm-adv.com

13
17

7 website development, mobile responsive design, website-
strategy planning, web/digital brand integration, digital

advertising, social media, SEO/SEM, blogging, email
marketing, behavioral targeting/retargeting, video pre-roll

Michael J. Ancillotti, President
Bill Patrick, VP Operations/Finance

Andy Collins, Creative Director

1993

4.
Breakthrough Design Group Inc.
2610 S. Salina St.
Syracuse, NY 13205
(315) 233-9283/breakthroughdesign.com

11
11

18 web strategy & consultation, web design, SEO, web-app
design, user-interface design, user experience (UX) design,
landing page optimization, conversion optimization, lead-

generation optimization

Tison Kelley, President 2001

5.
Quadsimia LLC
412 Main St.
Utica, NY 13501
(315) 768-4974/quadsimia.com

10
15

40 software development, website design & development,
online application design & development, database

development, mobile development, SEO, social media

Mike Spina, Partner 1997

6.
Mower
211 W. Jefferson St.
Syracuse, NY 13202
(315) 466-1000/mower.com

8
75

23 corporate, promotional, contest/sweepstakes sites; email
marketing, landing pages, targeted microsites, dynamic/
tailored websites, social-networking pages, information

architecture dev., usability evaluation/UX design, campaign
management and analytics, custom dashboards, content

solutions, database, marketing automation, CRM
development

Stephanie A. Crockett, Executive VP,
Managing Director

1968

7.
Romanelli Communications
2 College St.
Clinton, NY 13323
(315) 853-3941/romanelli.com

7
11

28 responsive websites, mobile, e-commerce, new media,
digital marketing, remarketing and SEO, PPC, social media,

interactive & integrated online solutions for retail

Joseph Romanelli, President 1973

.
ACS Web Design & SEO
7453 Morgan Road
Liverpool, NY 13090
(315) 451-5405/acs-web.com

7
10

50 small to medium-size business services; digital marketing,
responsive e-commerce website design, responsive ADA-
compliant website design, affordable online bill pay, CRM

development, custom web application development, domain
name, DNS and email support.

John Wilson, President/Owner 2001

9.
Digital Hyve
126 North Salina St., 5th Floor
Syracuse, NY 13202
(315) 412-0988/digitalhyve.com

5
37

NA website design and development, SEO, search-engine
marketing (pay-per-click), social media, retargeting, targeted

online advertising, reputation management, email
marketing, video pre-roll, online PR

Jeff Knauss, Co-Founder
Jake Tanner, Co-Founder

2014

10.
ABC Creative Group
235 Walton St.
Syracuse, NY 13202
(315) 471-1002/abcideabased.com

4
14

12 mobile-friendly, dynamic, mobile apps, interactive,
promotional, e-commerce, social

Travis Bort, Creative Director &
Owner

1986

.
Cowley Associates, Inc.
407 S. Warren St.
Syracuse, NY 13202
(315) 475-8453/cowleyweb.com

4
10

20 digital strategy, website design & development, custom web
animation and motion video, micro-sites, web optimization,
digital sales presentations, campaign landing pages, digital

marketing, PPC, SEM, social-media management

Paul J. Cowley, CEO/Creative
Director

1975

.
Syracuse Design Group, LLC
235 Harrison St. #32
Syracuse, NY 13202
(315) 263-8707/syracusedesign.com

4
5

40 B2B, B2C, website responsive design, development, hosting,
content-management systems, SEO, e-commerce,
WordPress, SilverStripe, custom web-application

development

Frank Smith, Principal 1996

.
EPOCH Advertising Agency, Inc.
888 E. Brighton Ave.
Syracuse, NY 13205
(315) 492-3270/epoch-adv.com

4
6

26 responsive website design & development, SEO, SEM,
analytics, security, social-media marketing, email marketing,

e-commerce, CMS, blogs, content creation, total brand
management.

Thomas Epolito, President
Butch Braun, EVP

1989

.
MPW Marketing
12½ E. Park Row
Clinton, NY 13323
(315) 853-1080/mpwmarketing.com

4
19

20 digital strategy, website design & development, custom web
animation and illustration, search-engine marketing, search

engine optimization, paid search (Google Certified PPC
specialists), landing pages, analytics evaluation, social

media, email marketing, A/B testing, mobile optimization &
conversion optimization, accessibility compliance,

geotargeting & geofencing

Matt Wilson, Managing Partner
Daniel Acker, Managing Partner
Geoff Storm, Managing Partner

2006

.
Grey Goose Graphics, LLC
633 Valleyview Drive
Endwell, NY 13760
(607) 743-3509/greygoosegraphics.com

4
5

NA custom web design and development, print design, Google-
certified, 360 degree photography & videography, video

production, FAA-certified drone pilots on staff, media buying

John J. Hussar, Owner 2006

.
IDEA KRAFT
45 Lewis St.
Binghamton, NY 13901
(607) 235-5855/idea-kraft.com

4
6

NA branding, web design and development, digital advertising,
corporate communications, graphic design, video production

Ewelina Zajac-Holdrege, Founder &
Creative Director

2011

17.
Site-Seeker, Inc.
8369 Seneca Turnpike
New Hartford, NY 13413
(315) 732-9281/site-seeker.com

3
13

5 website design & development, search-engine optimization,
pay-per-click management, reporting & web analytics,
database-driven websites, social-media marketing &
advertising, video production, lead nurturing, email

marketing, strategic digital marketing planning, digital
advertising

Brian Bluff, CEO
Eddie Bluff, Co-founder, VP Key

Accounts
Matthew Ford, President

2003

.
Professional Media Services, Inc.
Canal Park
Utica, NY 13502
(315) 797-8236/promediaonline.com

3
10

NA B2C, B2B, interactive & Flash, CMS, custom designs for
commercial & nonprofit clients, SEO, SEM & hosting

Kenneth F. Roser, Jr., President 1981

.
Paige Marketing Communications
Group, Inc.
258 Genesee St., Suite 204
Utica, NY 13502
(315) 733-2313/paigegroup.com

3
16

NA consumer, B2B, public information, strategy, design, copy,
site mapping and wire-frame development, programming,

search-engine optimization

Nancy M. Pattarini, President & CEO 1968

.
CCNY Tech
11206 Cosby Manor Road
Utica, NY 13502
(315) 724-2209/ccnytech.com

3
30

NA web design, Wordpress, web applications, mobile
applications, and progressive web apps

Scott Fluty, CEO & President 1988

.
Total Advertising, Inc.
250 S. Clinton St.
Syracuse, NY 13202
(315) 451-5540/total-advertising.com

3
12

NA strategy development, web design, application
development/programming; content creation (copywriting,
photography, video production); SEO, SEM, social media,
online advertising, e-commerce, creation of correlating

traditional materials, media management

Mark VanApeldoorn, President 2001

22.
Forward Business Solutions/Avant-IT
Consulting
70 Travis Ave.
Binghamton, NY 13904
(607) 677-1863/
ForwardBusinessSolutions.com

2
16

5 complex data-driven websites, e-commerce solutions,
responsive design, web-hosting services, easy update

interfaces. all pages include search engine optimization
coded in the site at no additional cost

Brian Hunsinger, President 2002

.
The Lab Creative Studio
509 West Fayette St.
Syracuse, NY 13204
(315) 412-0972/https://tothelab.co

2
3

15 brand and identity development, website design and
development, brand strategy, campaign strategy, and SEO

strategy

Andy Orr, Partner 2015

mailto:vmarriner@cnybj.com
mailto:vmarriner@cnybj.com
https://tothelab.co
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A  few years ago, I heard a professor
 condemn book-banning. This was
 in a public lecture. She condemned 

Christian groups in the 
hinterlands, because 
they wanted to ban 
books from school li-
braries. Books on same-
sex relationships, for 
example.

An audience mem-
ber asked if the profes-
sor and her ilk would 
ever do the same. 
Would they ever ban 
any books? “Yes,” she 
shot back, “We would 

ban the Bible and other books on reli-
gion.”

Since she was against the Christian 
sects banning books, how could she justify 
doing the same? “Because I know we are 
right,” the prof boasted.

The temperature in the auditorium 
plunged 20 degrees. I pitied her students.

Over the years, this type of thinking 
has grown fashionable in America. If you 
follow the news, you will see evidence of it 
almost every day.

More than 1,000 Google employees 
recently signed a petition to ban Breitbart, 
the news and commentary platform. They 
wanted to banish Breitbart from Google 
searches and label its articles as “prohib-
ited content.” This would starve Breitbart 
of Google-generated ad revenue.

Facebook employs thought-police today 
— to ban content it deems unworthy. 
YouTube does the same. And, they love to 
ban stuff from conservatives.

San Francisco’s Board of Education 
voted to destroy murals in the George 
Washington High School. Murals that de-
pict our first president — because he 
owned slaves.

You remember how critics destroyed 
statues to Civil War figures. And how anti-
religious zealots have destroyed crosses 
and plaques of the Ten Commandments, 
and other religious symbols in public 
places.

Books like “Huckleberry Finn,” 
“Catcher in the Rye,” and “Little House 
on the Prairie” — they have to go. So say 
other zealots.

Banish Christ the infant at Christmas. 
Banish Columbus and Columbus Day 
— so says Columbus, Ohio. Meanwhile, 
Charlottesville, Virginia. banished Thomas 
Jefferson Day.

A CNN analyst just called for a new 
cadre of young liberal journalists — to be 
trained to do away with the likes of Tucker 
Carlson’s commentary on Fox News. To 
do away with conservative media.

Climate-change warriors do all they can 
to ban papers from scientists who ques-
tion any of the climate dogma. They vote 
down tenure for them at universities. They 
ban their papers from science journals. 
They squelch thoughts of public debates 
on climate issues. They work to banish 
dissent from what they falsely claim 97 
percent of scientists agree upon.

Ban the Pledge of Allegiance from city 
council meetings. Ban the singing of the 
National Anthem. Ban the displays of the 
American flag. Ban that flag’s appearance 
on pairs of sneakers. All of these have 
been done in our nation recently.

Banish conservative speakers from 
campuses. Ban them from commence-
ment podiums. This is what is happening 
across America.

Ban words that offend someone’s ears. 
Especially on campuses where wimpy 
student ears are more tender. Ban calling 
her a her or him a him. Create safe zones, 
where kids are protected from such hor-
rible words.

Banish any thoughts that came from 
dead white men — like the Constitution, 
Bill of Rights, and Declaration of 
Independence. Banish Kate Smith’s rendi-
tion of God Bless America. 

Somali-born Congresswoman Ilhan 
Omar, of Minnesota, dislikes conservative 
Tucker Carlson’s commentary on Fox 
News. She calls for advertisers to abandon 
him and kill his show.

Many readers of this column have 
begged newspapers to banish my writ-
ing from their pages. Sack that Morgan, 
they’ve said.

We used to be a people who disagreed 
but discussed. We used to deploy opinions 
as points of view, not as hatchets. When 
did this urge to banish and destroy leak 
into our blood? And how did it get there?

Do you suppose we can ever return 
to civil discussion? Oh no, banish the 
thought.

From Tom…as in Morgan.         

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

America’s Banning Obsession

A  few years ago, I was at a polling
 place here in Indiana where a
 long line of people stood waiting to 

vote. A woman recognized me and called 
me over. “Why is it,” 
she asked, “that you 
politicians make it so 
hard and inconvenient 
to vote?”

We have an archaic 
registration process, 
restrictive voting prac-
tices, voting systems 
bedeviled by outdated 
technology, inadequate 
budgets for the voting 
infrastructure, and an 

entire nation’s worth of overloaded local 
elections staff. There are robust efforts 
afoot, by many people and groups, to sup-
press — not encourage — votes; much ef-
fort in this country goes into keeping some 
groups of people from having a say in the 
conduct of their government. 

It’s also distressingly common to find 
officials who are uninterested in promoting 
a fair and convenient vote, but instead are 
looking for ways to manipulate the system 
so that their preferences emerge from the 
voting. Too few of them believe in Abraham 
Lincoln’s formulation at Gettysburg: “gov-
ernment of the people, by the people, for 
the people.” They define “people” so as to 
exclude voters they don’t like.

So let’s remember: the ballot is the foun-

dation of our democracy. It’s our best way 
to gauge the public’s will. If we fail to get 
the ballot box right, then our democracy 
fails. 

Elections are not the sum total of “de-
mocracy.” An independent judiciary, an in-
formed public, institutions such as schools, 
labor unions, business groups, and the 
news media — all are necessary as well. 
Democracy is a hugely complex phenom-
enon. But at its heart is one thing: the vote.

We’ve come a long way on this front. 
The Founders thought that rule by the 
people was tantamount to anarchy. So they 
restricted the vote early on to white males 
who owned property. In a sense, our his-
tory as a nation has been written in terms 
of extending the franchise to more and 
more people.

But that’s not the only requirement. 
Over time, I’ve come to look at a good elec-
tion not so much in terms of who wins or 
loses — liberal or conservative, Republican 
or Democrat — but in terms of the process, 
and whether it was fair and democratic. 
Sure, I’m disappointed sometimes in the 
results of voters’ decisions at the ballot box. 
But I’m always reminded that our system 
is designed with the capacity to correct er-
rors. In a lot of ways, we’ll be strongest as a 
country not by means of a strong military 
or a strong economy, but when our battle 
cry is, “Let the people vote!”

If you look across the state and local 
landscape, you’ll find efforts to make voting 

more accessible and more verifiable that 
offer hope in the midst of voter suppression 
and election meddling. But these need to 
be a national aspiration that’s pursued at 
every level: to protect voting infrastructure, 
provide a paper trail for every vote, ensure 
adequate resources for the conduct of elec-
tions, and vow to ensure that state and local 
elections systems are run fairly, on behalf 
of everyone who is entitled to vote. Our 
governments have to work constantly at 
what that woman in line wanted to see — 
making voting accessible and convenient. 
Yes, we need to protect the integrity of the 
vote. But we also need to make it a positive 
civic experience, not a burden.

Elections have consequences. The win-
ners get political power that enables them 
to change the course of history. Our chief 
way to have a say in this is to vote in every 
election, every time, for every office. Let’s 
make sure we can, and that when we do, 
our vote matters.                            

Lee Hamilton is a senior advisor for the 
Indiana University (IU) Center on 
Representative Government, distinguished 
scholar at IU Hamilton Lugar School of 
Global and International Studies, and pro-
fessor of practice at the IU O’Neill 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.

LEE  
HAMILTON 

Opinion

Let’s Not Just Focus on Elections, 
But Also on How We Elect

TOM 
MORGAN 
Money Talk
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JULY 23

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

AUGUST 7

 Educational Seminar: Determining 
the Correct Retirement Plan for 
Your Business from 9-10 a.m. or 12-1 
p.m. at the Cayuga County Chamber 
of Commerce, 2 State St., Auburn. The 
seminar will provide a short update on 
pending legislation (the SECURE Act) 
by the U.S. Congress that could impact 
401(k) plans and other retirement ac-
counts. It will offer an overview of the 
different types of retirement plans avail-
able to business owners as well as the key 
features that businesses should consider 
when choosing a retirement plan for the 
firm and its employees. For more informa-
tion, visit: https://cayugacountychamber.
com/event/educational-seminar-deter-
mining-the-correct-retirement-plan-for-
your-business/

AUGUST 9

 Lean Six Sigma White Belt Program 
from 8 a.m. to 12 p.m. at the Alliance for 
Manufacturing & Technology (AM&T) of-
fice at 5 South College Drive in the town 
of Dickinson. In this half-day seminar, 
attendees will gain a broad understand-
ing of the Lean Six Sigma improvement 
methodology, concepts, and language. 
This course provides an overview of Lean 
Six Sigma concepts and language and 
an introduction to the Define-Measure-
Analyze-Improve-Control (DMAIC) pro-
cess improvement cycle. Registration and 
continental breakfast at 7:30 am. Register 
at https://www.amt-mep.org/events/lean-
six-sigma-white-belt-program/#register. 
For more information, contact Kathy 
Peacock at (607) 774-0022, ext, 308.

AUGUST 12

 CNY ATD Learning Roadshow @ 
Crouse Health from 8:30-11:30 a.m. at 
Crouse Health Marley Education Center, 
765 Irving Ave., Syracuse. CNY ATD visits 
local organizations for a sharing of learn-
ing and development ideas. Cost for CNY 
ATD members is $25; non-members pay 

$40. Register at cnyatd.org. For more in-
formation, call (315) 546-2783 or email: 
info@cnyatd.org

AUGUST 13

 Summer Give-Back BBQ from 4-8 p.m. 
at Traditions at the Links LLC at 5900 N. 
Burdick St. in the town of Manlius. This is 
an all-new summer event for the business 
community, combining food, networking, 
fun, and an opportunity to give back to 
some of the community’s charitable or-
ganizations and nonprofits. Golf options 
also available. The cost for BBQ only is $75 
per member and $85 for non-members. 
The cost for golf + BBQ is $175 per indi-
vidual member and $200 per individual 
non-member. The cost for golf + BBQ for 
foursomes is $600 for members and $700 
for non-members. For more information, 
visit: http://www.centerstateceo.com/
news-events/summer-give-back-bbq

AUGUST 19

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

SEPTEMBER 10

 7 Habits of 7 Highly Successful 
People 2019 from 3 to 6 p.m. at a 
Syracuse–area location to be announced. 
Don’t miss this chance to hear from seven 
of the region’s most influential executives 
and community leaders. Each will share 
seven lessons that they have learned and 
used throughout their careers. Through 
wisdom, expertise, and candor, take 
away 49 principle-centered approaches 
to be more effective and impactful in 
your personal and professional life. Cost 
is $25 for CenterState CEO members 
and $35 for non-members. For more in-
formation, email: Lisa Metot at lmetot@
centerstateceo.com. Register at https://
centerstateceonycoc.weblinkconnect.
com/events/7-habits-7-highly-successful-
people-2019-2873/register

SEPTEMBER 12

 North Country Innovation & 
International Connections conference 
of the Upstate Capital Association of 
New York from 1-5 p.m. at Saranac Hotel,

100 Main St., Saranac Lake. This event 
is presented in partnership with Point 
Positive, the New York State Adirondack 
Park Agency, and the North Country 
Chamber of Commerce. Topics and 
agenda include the North Country’s
transportation and aerospace manu-
facturing sector, startup community, 
and making connections with investors, 
entrepreneurs, and business leaders in 
upstate New York. It will include a tour 
of historic Saranac Lake’s redevelop-
ment projects. For more information 
or to register, visit: https://upsca.mem-
berclicks.net/index.php?option=com_
jevents&task=icalevent.detail&evid=15 

SEPTEMBER 20

 2019 Upstate Unleashed Conference 
at Turning Stone Resort in Verona. Join 
UVC, partners, and more than 400 entre-
preneurial leaders for this event, where 
you can meet the top CEOs of upstate 
New York’s fastest growing companies 
and celebrate startup ecosystem build-
ers across the region during an awards 
luncheon. For more information, contact 
Kathryn Cartini at (315) 400-2611 or 
Kathryn@UVC.org or visit:: https://uvc.
org/event/2019-upstate-unleashed-
conference/?instance_id=149789

SEPTEMBER 24

 Disney’s Approach to Employee 
Engagement presented by CenterState 
CEO from 9 a.m. to 5 p.m. at Marriott 
Syracuse Downtown. The one-day event 
will allow area professionals to explore 
ways in which they can shape their or-
ganization’s culture based on desired 
employee behaviors, and select people 
who are a right-fit for the company’s cul-
ture. This day of Disney Institute training 
uses business insights and time-tested 
examples from Disney parks and resorts 
worldwide to inspire individuals and 
organizations to enhance their own cus-
tomer experience using Disney principles 
as their guide. For more information, 
contact Lisa Metot at (315) 470-1870 or 
lmetot@centerstateceo.com

OCTOBER 34

 3rd Annual Concept to 
Commercialization Boot Camp at the 
Central New York Biotech Accelerator at 
841 E. Fayette St., Syracuse in its high-
tech 250-plus seat Theater-in-the-MIND. 
The boot camp includes expert speakers 
and panels relevant to startups who are 
planning to or are currently commercial-
izing their biotech innovation. For more 
information, contact Kathi Durdon at dur-
donk@upstate.edu

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 infor-
mation, visit the website at 4998.toastmas-
tersclubs.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 con-
tact 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 in-
crease referral business? For more informa-
tion, call Matthew Hunt at (315) 416-8881, 
or email: huntm24@nationwide.com

 Every Wednesday, 1 Million Cups at 9
a.m. at Syracuse CoWorks, 201 E. Jefferson
St., 2nd floor, Syracuse. 1 Million Cups is 
a weekly educational program designed 
to engage, educate, and accelerate local 
startups/unique businesses. No cost 
to attend. For more 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, ext. 1217.

 Every third Wednesday, CNYMaster
Connections.com from 12:30-1:30 p.m. 
at The Spinning Wheel in North Syracuse. 
No membership fees, just bring your busi-
ness cards and get ready for some referral 
business. 

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

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

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

 Every second and fourth Thursday
of the month, The North Star 
Toastmasters from 11:45 a.m. to 1 p.m. 
at CXtec, 5404 South Bay Road, North 
Syracuse. The contact is: Linzy Frank, 
(315) 400-5275, linzy.frank@yahoo.com

 Every second and fourth Thursday
each month Business Referral Network 
(BRN), from 7:30 to 8:45 a.m. at St. 
Michael’s Lutheran Church, 5108 W. 
Genesee St., Camillus. Contact Heather 
Mulhall at (315) 752-6881.

 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

Business Calendar
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DECEMBER 12

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

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

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

DECEMBER 13

 54th Annual Meeting of the
University Hill Corporation from

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

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

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

JANUARY 10

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

JANUARY 16

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

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

JANUARY 26

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

ONGOING EVENTS

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Consulting Session

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

FREE NETWORK
CONSULTING SESSION

We let you concentrate on the business you know best.

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

• Human Resources
• Employee Bene�ts
• Workers Comp

Administration
• Payroll

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

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

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

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

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

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

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

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

KEN JARDIN has joined 
Solvay Bank as its chief 
lending officer. He has 
more than 30 years of in-
dustry experience build-
ing banking relationships 
across New York state. 
JOHN GIBBS has been pro-
moted to senior commercial 
loan officer and commercial 
team leader. He was previ-
ously a commercial lender 
and has been with Solvay 
Bank for 16 years. ANDREW 
MARCH has been promoted 
to VP, senior commercial 
loan officer and real-estate 
team leader. He joined 
Solvay Bank in 2017 and 
has extensive expertise in 
the commercial real-estate 
sector.

CONFERENCE & MEETING 
FACILITIES

Christ the King Retreat 
and Conference Center has 
named CHRISTOPHER J. 
SPILKA as the new Retreat 
House director. He is the 
first lay Retreat House di-
rector. Spilka replaces Rev. 
John Rose in this position. 
Spilka previously worked as youth min-
istry director at Holy Family Parish in 
Fairmount. He also has experience in the 
hospitality industry, working as an events 
manager at Turning Stone Resort Casino. 
Spilka has a bachelor’s degree in public 
relations from SUNY Oswego. 

EDUCATION & TRAINING

STEVIE WATSON has 
been appointed dean of 
the School of Agriculture, 
Business & Technology at 
SUNY Morrisville. He is the 
first dean of Morrisville’s 
School of Agriculture, 
Business & Technology, 
one of two new schools within the college 
formed after reorganizing and restructur-
ing programs previously spread across four 
schools. Watson most recently was dean 
of the School of Business at Edgewood 
College, in Madison, Wisconsin, and 
chair of the Department of Management, 
Marketing & Public Administration at 
Bowie State University in Maryland. Prior 
to Bowie State University, Watson served 
as a full-time marketing faculty member 
at Rutgers Business School (New Jersey) 
and the University of Dayton (Ohio). He 
also served on the faculty at St. Cloud State 
University in Minnesota, the University 
of Wisconsin-Superior, and Medgar Evers 
College in Brooklyn. Watson has additional 
work experience as a financial analyst, 
business information specialist and mar-
keting analyst at Bryan Foods, a Sara Lee 
company. In 2010, he was named as one 

of five national recipients 
of the prestigious Ernst & 
Young Inclusive Excellence 
Award for accounting and 
business school faculty. 
Watson earned his bache-
lor’s degree in business ad-
ministration in marketing, 
an MBA degree, and a doctoral degree in 
business administration (marketing) — all 
from Mississippi State University. ANÍBAL 
TORRES BERNAL has been named the new 
dean of the School of Liberal Arts, Sciences 
& Society at SUNY Morrisville. He is the 
first dean of Morrisville’s School of Liberal 
Arts, Sciences & Society, one of two new 
schools within the college formed after 
reorganizing and restructuring programs 
previously distributed across four schools. 
Most recently, Torres served as associ-
ate dean of the Division of Counseling 
and Family Therapy at Regis University 
in Colorado. Prior to that, he was men-
tal health program director at Indiana 
University-Purdue University Columbus. 
Throughout his career, Torres has held 
academic, administrative, and clinical ap-
pointments at the University of Nevada 
Las Vegas, Syracuse University, Fairfield 
University, Indiana University, and Indiana 
University-Purdue University Indianapolis. 
Torres earned a bachelor’s degree in psy-
chology from Universidad Interamericana 
de Puerto Rico, and a master’s degree and 
doctor of philosophy in marriage and fam-
ily therapy, both from Syracuse University.

GAMING

Del Lago Resort & Casino 
has promoted LANCE 
YOUNG, VP of gaming oper-
ations, to executive VP and 
general manager. He will be 
assuming the role formerly 
held by Mark Juliano, who 
left to become chief gam-
ing officer at Baha Mar, a luxury casino 
and resort in Nassau, Bahamas. Young 
has been a part of the del Lago Resort & 
Casino leadership team since August 2016, 
before the casino resort opened. He began 
his del Lago career as VP of table games 
where he designed the layout of the gam-
ing floor and table-games equipment and 
developed internal controls, policies, and 
procedures. He was also responsible for 
helping to develop the company culture 
and core values as well as staff training. As 
VP of gaming operations, Young managed 
capital projects including the upcoming 
sportsbook, totaling over $6 million. In 
2018, he managed the property during 
the general-manager transition, overseeing 
all operations and marketing of del Lago 
Resort & Casino. Young has more than 25 
years of experience in the gaming indus-
try and held executive roles at Meadows 
Racetrack & Casino in Pennsylvania and 
Cannery Casino Resorts in Las Vegas.

HEALTHCARE FINANCE

Bankers Healthcare Group (BHG) has 
added eight new employees in its Syracuse 

office. SEAN 
KATKO has 
joined as an 
AVP, bank 
sales. He is a 
recent grad-
uate from 
N i a g a r a 
University’s MBA program and is also 
commissioned as an infantry officer in the 
Army National Guard. MERSADIZ HAYNES
and DANA BLYTHE have come aboard as 
junior funding coordinators. Haynes re-
cently finished her MBA at Le Moyne 
College, where she also was a graduate as-
sistant on the women’s soccer team. Prior 
to BHG, Blythe graduated with a degree in 
social work from Carleton University and 
worked in positions focusing on helping 
patients navigate insurance and referral 
processes to obtain medical care. OCTAVIA 
LEE has joined as a documentation special-
ist. Before BHG, she worked for Arise 
Child and Family Services for nine years 
in Syracuse. MARIA C. PENCE has joined 
as a placements specialist. She previously 
worked in the corporate world for about 
10 years. JODI BREWER has come aboard 
as an executive assistant. She has more 
than 20 years’ experience as an executive/
administrative assistant, most recently with 
Aspen Dental. ANTHONY PECORIELLO
joined as a junior credit analyst. He is a re-
cent graduate of Clemson University with 
bachelor’s degrees in accounting and finan-
cial management. MARY CAMMILLERI has 
joined as an account executive. She spent 
the last four years in auto sales, starting 
as a cashier and working her way up to an 
internet sales manager.

INSURANCE

SHEILA DION has joined 
Northwestern Mutual- 
Dean Ripley of Phoenix, 
as marketing coordi-
nator. Dion comes to 
Northwestern Mutual from 
Dale Carnegie of CNY. She 
received a liberal arts & sci-
ence degree from Holyoke 
Community College.

LAW

Bousquet Holstein PLLC has named ERIKA 
H. HOOKER as an attorney in the Trusts and
Estates and Agriculture Practice Groups of 
the law firm. Her background growing 

up has provided her with 
the experience to address a 
diversity of legal matters as-
sociated with family farms. 
Hooker is a 2019 graduate 
of the Syracuse University 
College of Law. As a law 
student, she represented 
clients in the Elder and Health Law Clinic 
for elder financial-abuse cases and also 
served as a research assistant to Professor 
David Driesen, working mainly in the area 
of constitutional law. Hooker earned a 
bachelor’s degree in communications and 
international agriculture and rural develop-
ment from Cornell University. She gained 
experience interning with the Volunteer 
Lawyers Project of Onondaga County, 
Inc. and also interned with a law firm in 
Syracuse, working in the areas of corporate 
law and estate planning with family farms 
across New York state. Prior to law school, 
Hooker served as an agriculture extension 
agent with the Peace Corps in Senegal for 
two years.

NONPROFITS

CHRISTOPHER PETERSON
has joined Hillside Family 
of Agencies as the organiza-
tion’s chief financial officer. 
Peterson is assuming the 
duties that Paul Perrotto 
had previously handled for 
Hillside. Perrotto retired 
on June 30, after 21 years with the orga-
nization. As CFO, Peterson will provide 
fiscal analysis and oversight for Hillside, a 
multi-affiliate organization with budgeted 
operations of $138 million as of fiscal-year 
2020. He will also be a member of Hillside’s 
chief executive team. A resident of Webster 
in Monroe County, Peterson brings to 
Hillside nearly 25 years of experience in 
financial leadership, Hillside said. His ex-
perience includes 12 years as a member 
of the finance team of Rochester Regional 
Health (RRH) and the former Unity Health 
System. As VP of finance, he managed 
RRH’s general accounting, reporting, pay-
roll, grants, foundation, audit and treasury 
functions. Prior to joining Unity Health in 
2007, he worked for MVP Health Care and 
for a medical system in his home state of 
Indiana.

BOB ELLIS has been appointed executive 
director of the Greater Syracuse Business 
Development Corporation (GSBDC), a 
nonprofit certified development company. 
Ellis has been on the job since April when 
he replaced Peggy Adams who retired 
after 20 years of service in the role. Ellis 
comes to GSBDC with more than 30 years 
of experience in banking and commercial 
lending and has an “extensive” managerial 
background. As executive director, Ellis 
will oversee and manage the day-to-day 
operations and will report to the organiza-
tion’s board of trustees which consists of 
local business leaders and professionals.  
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Upgraded lighting 
strengthens security and 
makes your bottom line shine.
With expert advice and up to 60% of your project paid for by 
National Grid, it’s easier to see more possibilities for your business.

From enhancing safety to creating a more welcoming atmosphere, an outdoor lighting 
upgrade is a smart, cost-effective way to open up new opportunities. Not only will 
the incentives pay for a substantial portion of your project, our team of experts will help 
implement your upgrades, which will help your business:

See the possibilities
at ngrid.com/smallbusiness or call 800-332-3333.

Reduce your energy 
costs and improve 
your ability to serve 
customers.

Create a more 
comfortable 
atmosphere and 
customer experience.

Improve employee 
satisfaction and 
retention.
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