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Focused On What Matters — Your Continued Legacy

A legacy isn’t built overnight or by pure luck. A legacy is earned—with hard 
work, countless hours, and thoughtful planning. 

An impressive amount goes into starting, running, and continuing the 
legacy of a family business. Over the years and generations, you have honed your cra�. 
You’ve focused on what makes you di�erent and stand apart from the rest. Whether it’s 
your customer service, your community support, or your innovation—you’ve stayed 
true to what really matters.

At NBT Bank, we’re proud to support many family-run and family-oriented busi-
nesses in Central New York, serving as a quality �nancial advisor, especially during 
times of transition from one generation to another. And because we know how im-
portant your business is to you, we’ve structured our company with the �exibility to 
o�er all the products, services and resources of a larger bank, while still maintaining 
personal relationships as a true community bank.

Our commercial bankers have become trusted resources for these businesses. We 
take time to understand each individual organization’s current �nancial position as 
well as their goals for transitions and business continuity. �is team then helps busi-
ness leaders build plans that consider timing, �nancial needs, ideal sale/purchase 
terms, and the continued legacy of each business.

NBT Bank is focused on what matters—so you can be, too. �at’s why we’re proud 
to be the presenting sponsor for the 2019 Family Business Awards of CNY. We’re 
excited to join you in recognizing the leaders who make the continued success of their 
family businesses possible.

Congratulations to the family businesses being recognized this year, and to all of 
you contributing to successful business in Central New York.

Richard Shirtz
Regional President,
NBT Bank

OUR Emcees:

Follow 
BizEventz on 

Twitter at

@bizeventz

Keynote:
Elizabeth Fallon Quilter, CFRE

From Strength to Strength: 
Family, Community, Success

Success in Family 
Business Leads 
to Stronger 
Communities.

Norm Poltenson
Publisher Emeritus 
Central New York 
Business Journal

Marny Nesher
President

Central New York 
Business Journal

Copyright © 2019, Excellus BlueCross BlueShield, a nonprofi t independent 
licensee of the Blue Cross Blue Shield Association. All rights reserved.

When you run your own business, every win adds 
up. It’s why more employers team with us for the 
confi dence they need to take on whatever life brings.

ExcellusForBusiness.com

CRUSHING YOUR 
GOALS. FEARLESS.

DOWNLOAD OUR APP

FAM LY
BUSINESS
AWARDS OF CNY

The Central New York 
Business Journal is a second- 

generation family business 
serving the CNY community 

for more than 30 years.

https://www.nbtbank.com
http://www.excellusforbusiness.com
http://www.twitter.com/bizeventz.com
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EVOLUTION EDGES
Evolution Edges is an innovative blade 

and edge manufacturing company spe-
cializing in standard and custom edges. 
Leadership saw a need for the standardiza-
tion and management of edge design and 
manufacturing. As a result, Evolution Edges 
— a company that is customer-focused and 
specializing in exceptional service — was 
born. 

Evolution Edges is a division of Chemung 
Supply Corporation, a multi-generational 
family business located in Elmira that 
specializes in pipe, guide rail & installa-
tion, signposts, structural steel, and winter 
wear parts for snowplows. The company 
was founded in 1931 by siblings David and 
Fanny Snowiss, then later led by Jerry and 
Myra Stemerman, and now under the helm 
of their son, Marc. 

Evolution Edges was founded in re-
sponse to the industry’s growing need for 
a streamlined parts-ordering process with 
fast delivery and has grown from a modest 
5,000-square-foot facility to 35,000 square 
feet, with two shifts and 32 employees. 
Since 2009, the company has been an 
authority on quality edges and winter wear 
products. The blades it manufactures utilize 
the latest technology to ensure a modern, 
high-performance operation. Evolution 
Edges ships to both original-equipment 
manufacturers and highway departments 
from coast to coast. To continue the mis-

sion of quality blades fast, Evolution Edges 
has expanded to two manufacturing facili-
ties with the original Elmira facility and an 
additional plant in Oswego.

Q: What are the guiding principles
  that you base your success on? 

           Are they the same now as when
           the business began? 
Our success is based on our relationships 
with our employees. We learned early on 
that aside from our customers, employees 
are one of our biggest assets. Our employees 
are some of the most dedicated, hardwork-
ing, and smart representatives we have 
to carry out our philosophy of customer 
relationships. 

Q: What is one piece of advice
   you would offer anyone just 

           starting out?
Be passionate about what you do, and 

success will follow. If you don’t believe in 
what you are doing, then no amount of 
money will help. Chase your passion.

BUSINESS INNOVATION

THE CHEF & THE COOK
In 2015, The Chef & The Cook started as a 

sole proprietorship catering company and 
meal delivery service and has grown into a 
restaurant, catering business, and two food 
trucks. The Chef & The Cook says it is a one-
of-a-kind culinary establishment with a menu 
inspired by the idea of a chef’s career. The busi-
ness has developed a unique dining experi-
ence using fresh and sustainable ingredients 
and cross utilizing them to show how a cook 
would present them and how a chef would 
present them. From classic recipes to new-age 
kitchen adventures. The Chef & The Cook takes 
customers on a culinary journey. The Chef & 
The Cook, based in Baldwinsville, is owned, op-
erated and managed by local chefs — DeAnna 
Germano and Mark Germano.

The Chef & The Cook is involved with the 
Central New York Food Bank, March of Dimes, 
In My Father’s Kitchen, Philanthropic Foodies, 
and donates time and packages worth more 
$10,000 every year. 

Q: What are the guiding principles
  that you base your success on? 

            Are they the same now as when
            the business began? 

The business has evolved over the years; 
however, its core values have always stayed 
the same — dedication, hard work, giv-

ing back to the community, taking care of 
employees, and creating a welcoming and en-
gaging service for customers. The Chef & The 
Cook strives to turn customers and employees 
into family and friends by providing the best 
service and products. 

Q: What is one piece of advice
   you would offer anyone just 

            starting out?
Don’t be afraid to pursue your dream. It is 

okay to fail, it is okay to trip, and you will trip 
and stumble. You won’t know your success until 
you try.

COMMUNITY SERVICE EXCELLENCE 

EST 1903

Thank You
      For Growing With Us For Over 115 Years

Visit our Garden Center this holiday season and discover gorgeous poinsettias 
from our greenhouses, handcrafted holiday decor, and more. 

MON. - FRI.  9AM - 6PM  •  SAT. 9AM - 5PM  •  SUN. 10AM - 5PM      13 Archie St., Auburn     Visit dickmanfarms.com

      For Growing With Us For Over 115 Years      For Growing With Us For Over 115 Years

MON. - FRI.  9AM - 6PM  •  SAT. 9AM - 5PM  •  SUN. 10AM - 5PM      13 Archie St., Auburn     

WESTELCOM
Since 1905, Chazy Westport Telephone has 

been an independent local telephone company 
with o�  ces in Chazy and Westport, New York. 
Westelcom was formed in 1982 as a wholly owned 
subsidiary of Chazy Westport Telephone with 
o�  ces in Watertown, Plattsburgh, Westport and 
Chazy. Since Westelcom’s inception, it has grown 
from a telephone-systems installation provider to
a regional telecommunication carrier providing 
highly advanced telecommunications solutions 
throughout the six-county region of Northern 
New York spanning from Lake 
Ontario to Lake Champlain. 
Westelcom’s professional sta�  
has more than 150 years of 
combined experience in the 

telecommunications and information technology 
industries, providing carrier-class communication 
solutions design, implementation, and support. 

Positive, measurable, and involved, Westel-
com is an integral part of the Northern New York 
landscape. The company understands the impor-
tance of a strong community and is committed 
to donating a portion of its net pro� t back to 
various businesses and organizations each year. 
Westelcom believes that its success is directly 
tied to the communities it serves. The company 
is dedicated to being a strong corporate citizen 
with deep seated roots in community contri-

bution and volunteerism. The 
leadership team and employees 
are active in and around North-
ern New York, including with 
nonpro� ts such as: American 
Heart Association, Adirondack 

for Kids, American Cancer Society, Plattsburgh 
Little League, Je� erson Leadership Institute, The 
United Way, The Red Cross, and area chambers of 
commerce (Malone, Watertown, North Country, 
Elizabethtown, Westport, Clayton). 

Q: What are the guiding principles
  that you base your success on? 

            Are they the same now as when
            the business began? 

We think bigger than we are. We are loyal 
and pride ourselves in doing what others won’t. 
We believe in family and strongly support work/
life balance. We take care of our employees and 
they take care of us. We believe technology 
will never replace human interaction, and that 

is one of our greatest assets. Our mission is to 
exceed our customers’ expectations. 

Q: What is one piece of advice
   you would offer anyone just 

            starting out?
Things change — and today they change fast. 

Keep your head up, create and cultivate partner-
ships, be � exible, and do what the big guys don’t. 

COMMUNITY SERVICE EXCELLENCE 

http://www.dickmanfarms.com
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CARL BYRNE - BYRNE DAIRY 
 In 1933, at the height of the depression, 

Syracusan Matthew Byrne started bottling and 
delivering high-quality milk to local families. 
People could stand on the sidewalk and watch 
Byrne milk being processed and bottled 
through the building’s large glass windows.

In 1946, bottling operations moved from 
West Genesee Street to a larger plant on 
Oneida Street. That same year, Matt Byrne 
turned the family dairy business over to three 
of his sons: John, William, and Vincent.

By 1977, modern food merchandising 
coupled with the mobile lifestyle of the times 
brought the end of home deliveries and that 
year Byrne Dairy developed its own line of ice 
cream. 

In 2004, Byrne Dairy opened Ultra Dairy 
— a new 40,000-square-foot ultra -pasteuriza-
tion manufacturing plant in DeWitt. It’s one 
of the very few independent family-owned 
and managed dairies to build an ultra-high 
temperature (UHT) plant for extended shelf-
life production. 

Today, Byrne Dairy is a fourth-generation, 
family-owned producer and distributor of 
Greek yogurt, conventional yogurt, sour cream, 
milk, cream, ice cream, and a variety of other 
dairy products. Based in Central New York, with 
its abundant supply of high-quality milk, Byrne 
Dairy works with local family farms. 

Q: What are the guiding principles
  that you base your success on? 

              Are they the same now as when
              the business began? 

You can always improve your listening 
skills. You have to show up and always swim 
upstream. Strong relationships with the farmers 
have been a cornerstone of Byrne Dairy’s busi-
ness, lasting through generations and bonded 
by handshakes, not contracts.

Q: What is one piece of advice
   you would offer anyone just 

            starting out?
Don’t run out of cash. 

FAMILY BUSINESS LEADER OF THE YEAR 

 FASTEST GROWING FAMILY BUSINESS

CELL PHONES FOR LESS, INC 
In 2005, Sulieman Almaliti, founder of Cell 

Phones for Less, borrowed $5,000 from his 
nephew to open a cell-phone store that sold 
prepaid phone plans and used phones. The 
strategy was simple but e� ective: o� er great 
service at a lower price than anyone else in 
town — staying true to the name. In 2009, 
the business stagnated and struggled so they 
expanded into cell-phone repairs. With $750 
and a dream, Musa drove to New York City and 
took an extensive three-day training in elec-
tronics repairs. Since that day, the company 
became one of the largest cell-phone repair 
centers in Central New York with more than 
35,000 devices � xed. 

In 2014, AT&T acquired Cricket. It did not 
take a business genius to realize that o� ering 
a service like AT&T at half the price would gain 
traction and become popular with consum-
ers. In � ve years, the two brothers became the 
largest authorized retailer for Cricket Wireless 
in Upstate New York with 25 locations and 
growing. 

Q: What are the guiding principles
  that you base your success on?

           Are they the same now as when
           the business began? 

• Integrity (Playing by the rules, doing the 
right thing and doing it when no one is watching, 
and honoring your word to yourself and your 
people)

• Passion for people (Our employees, custom-
ers, communities, and corporate partner Cricket 
Wireless)

• Performance: we will never be perfect, but 
we thrive to get better and advance overtime. 

These are the same guiding values and prin-
ciples that helped start and shape the family’s 
business culture and identity. 

Q: What is one piece of advice
   you would offer anyone just 

           starting out?
Start with the end in mind. If you have a 

vision of what that end looks like, it will guide 
your operating system and decision-making. It 
will serve as your north star and it will pull you 
in your darkest moments. If your vision is to 
scale your business, then build the infrastruc-
ture and invest in people development early on 
and don’t cut corners. 

Scaling a business is one of the hardest 
things to do in life and one of the most reward-
ing experiences. Your character will evolve 
throughout the process as you rise to the chal-
lenges you face along the way. You will fail, and 
you will fall on your face. It’s not a question of 
if, it’s when. And when it happens, pick yourself 
up and get back into the arena.

Carl Byrne has served as the company 
president since 2007.

Congratulations 
TO ALL OF THE 2019 FAMILY BUSINESS 

AWARDS HONOREES!

We are honored to be a part of the group!

Celebrating 100 
years in business!

315-478-3100
www.speachfamilycandy.com
2400 Lodi Street, Syracuse, NY 13208

http://www.speachfamilycandy.com
http://www.mountain-ice.com
http://www.speachfamilycandy.com
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that you base your success on?

DICKMAN FARMS AND 
GREENHOUSES LLC 

Dickman Farms was formed in 1903 when 
Theodore and Carl Dickman and their family emi-
grated from Essen, Germany to the United States. 
The brothers bought 25 acres of land just outside 
Auburn, and began a small truck farm.

Theodore’s sons, Herman and Carl, continued 
to grow the farming business. In 1929, they built a 
large glass greenhouse that operated for 32 years 
as The Club Dickman and featured live, big band 
music and “dancing under the stars.” From the 
1930s to the 1970s, the farm grew to 600 acres, 
the nightclub was converted to hot house tomato 
production, and the business added about 
another acre of greenhouses.

After serving in the U.S. Marine Corps (USMC), 
Richard Dickman (Herman’s son) returned to the 
family business, where he and his wife, Dorothy (a 
graduate of the nursing program at the University 
of Rochester) worked together and grew the farm 
to nearly 1,500 acres. They also built a few more 
acres of greenhouses to include � owering annuals 
for the wholesale and retail sales. In 1995, the fam-
ily decided to cease � eld farming operations and 
concentrate on the greenhouse business.

Dave, Jim, and Dave’s wife - Peggy followed 
their parent’s foot steps into the business by 
taking ownership. The greenhouse business 
has grown substantially to 65 full-time and 50 
seasonal employees. Today, the production 
greenhouse is a modern 12-acre facility supplying 
plants to growers, independent garden centers, 
and Wegmans Food Markets. 

After college and two tours of duty overseas in 
the USMC, Jim’s son, Bob, joined the business. He 
has been instrumental in growing the workforce, 
instituting updated shipping and production proto-
cols, and piloting a “biocontrol” program eliminating 
use of synthetic chemicals in the greenhouse.

And now generation six, Bob’s son Cole, age 3, 
when recently asked what he wants to be when 
he grows up replied,  “I want to grow mums.” 

Q:  
What are the guiding principles

 
           Are they the same now as when
           the business began? 

• Employees are the key to business success. 
Respect them, train them, give them the tools 
they need and turn them loose to make a few 
mistakes from which they will learn.

• Treat your suppliers as well as you treat your 
customers, maybe better.

• Learn from your customers, provide them 
value, and make their experience buying from you 
as simple as possible.

• Be honest in all your dealings and un� inch-
ing when it comes to business ethics.

• Yes, the principles are the same now as in 
the beginning. Today, we may say it a little more 
loudly, but the basic tenets have carried through 
the generations.

Q: What is one piece of advice
  you would offer anyone just

           starting out?
Do what you say you are going to do no matter 

what it takes or costs.

MULTI-GENERATIONAL FAMILY BUSINESS

Member FDIC

At NBT Bank, our goal is to help you reach yours. Our relationship managers 

have the expert guidance, capital and cash management solutions it takes to 

help grow your business. Our local perspective builds strong partnerships that 

maximize your potential for success. Let our experienced commercial banking 

team create real opportunity for your business. 

Partnering with New York’s future.
One business at a time.

connect today
Rick Shirtz
Regional President
315.475.7514
rshirtz@nbtbank.com

Business Journal
News Network

Thank you 
2019 sponsors!

mailto:rshirtz@nbtbank.com
http://www.nbtbank.com/commercial
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MCQUADE & 
BANNIGAN, INC 

Founded in 1907 by Michael T. Bannigan 
and Patrick J. McQuade, McQuade & Bannigan 
began as a coal and mason supply business in 
Utica. In 1917, the business was incorporated, 
and Patrick McQuade retired. Michael T. Ban-
nigan took over the company until his death in 
1935. His son George, then stepped in as president 
and was later joined by his youngest brother, 
Bernard (Bud) Bannigan, U.S. Air Force bombardier 
veteran of WWII.

The next 15 years saw structural change in the 
energy markets as oil slowly replaced coal. In the 
early 1960s, the old coal yard and trestle at 829 Noyes 
St., was appropriated by New York State as part of the 
present Route 12 North-South Arterial. The company 
relocated to its current site on Stark Street. This physi-
cal move cemented the company’s transition from 
being a coal supplier to serving as a supplier of equip-
ment and supplies to the construction market.

In 1968, Bud’s son-in-law, Tom Sebastian, 
became the � rst of the third generation to join 
the business. In 1977, Bud succeeded George as 
president. Over the next seven years, Bud’s sons — 
Robert, John, and Michael — returned to the busi-
ness to form the management team that would 
lead the company forward. 

The company established a Watertown branch 
in 1986 in response to the increased demand for 
suppliers, following the expansion of Fort Drum. 
By the late 1990s, members of the fourth genera-
tion (Keith, Kelly, Colleen, Mike, and Tim) entered 
the business. The � rm opened a Syracuse branch 
on Molloy Road in 2006. 

In 2012, McQuade & Bannigan added “The Sign 

Shop” based in Watertown. “The Sign Shop” o� ers 
tra�  c signs, custom signage, and imprinted ap-
parel to the company’s diverse customer base.

In 2018, the � rst of the � fth generation began 
working summers. With four generations of family 
members now in key roles, McQuade and Bannigan 
is poised to continue a family tradition of hard work 
and success set in motion more than 100 years ago. 

Q: What are the guiding principles
 that you base your success on? 

           Are they the same now as when
           the business began? 

Adhering to the old-fashioned principles of 
honesty, integrity, trust, dedication, and loyalty to 
employees, customers and vendors. Response is 
critical and we pride ourselves on providing the 
best customer service in the industry. It’s in our 
DNA. Whatever the challenges, our business will 
adapt to the world around us, embrace new and 
exciting products, and meet the everchanging 
needs of our clients. 

Q: What is SOME advice you would
  offer anyone just starting out?

“Just go make friends. The business will come.” 
Treat people fairly. Your customers are your 
livelihood so their loyalty and trust are what will 
keep you in business. The best way to build these 
relationships is through honesty, dedication, and 
willingness to go above and beyond. 

MULTI-GENERATIONAL FAMILY BUSINESS

MOUNTAINSIDE 
MEDICAL 
EQUIPMENT 

Founders Martin Zarnock, Sr. and 
Martin Zarnock, Jr. have been work-
ing together since Marty, Jr. graduated 
high school. The father/son duo began 
Mountainside in 2002, where they initially 
operated from Marty Jr.’s apartment. From 
their original focus on procuring supplies 
for nursing homes in Central New York, 
Mountainside has grown into a business 
that serves both U.S. and international 
customers and whose products consis-
tently top Google searches. It has also 
developed from a medical supplier into a 
manufacturer, having debuted earlier this 
year a uniquely formulated, topical pain 
gel called Mountain Ice.

Q: What are the guiding
  principles that you base

           your success on? Are they
           the same now as when the
           business began? 

Marty, Sr. discovered his passion for 
providing necessary and life-saving medi-
cal supplies while enlisted as a Sergeant in 
the United States Army and deployed in 
Vietnam from 1968 to 1970. His experi-
ences assisting injured soldiers taught 
Marty the value of accessible medical 
goods. Chronic health problems caused 

by exposure to wartime chemicals have 
only further strengthened his dedication 
to providing exceptional medical supplies 
and services to people, as well as assist-
ing and caring for veterans who have 
returned from duty.

These experiences shaped Marty, Sr.’s 
values, which he has handed down to 
his son and which govern the way they 
operate and manage Mountainside Medi-
cal Equipment. Their journey has always 
been grounded in their core values of 
honesty, dependability, and dedication. 
Mountainside is about understanding 
the needs of its customers, particularly 
those vulnerable populations who often 
go underserved by health care. The � rm 
focuses on consistently and quickly meet-
ing those needs with the highest quality 
medical supplies. 

Q: What is one piece of advice
  you would offer anyone just

           starting out?
Have a good business plan. Even the 

best ideas can be undone by disorganiza-
tion. Figure out how your business � ts 
into your industry and the marketplace, 
who your target audience is, where to 
source the best materials, and most 
importantly, how to move your business 
towards � nancial sustainability and how 
long it should take to get there. 

VETERAN-OWNED FAMILY BUSINESS 

METAL SOLUTIONS, INC. 
 Metal Solutions, formerly New Harford 

Sheet Metal, has been in operation since 
1954. The company was started by Joseph 
Cattadoris, Sr. and his partner in a small ga-
rage. Today, run by siblings Cathy Cattadoris 
Thiaville, CEO, and Joe Cattadoris, Jr., presi-
dent, and Kristen Sheppard, minority owner 
and business manager, the company has 
grown to over 100 employees and occupies 
100,000 square feet of manufacturing space. 
Metal Solutions provides fabricated-metal 
products to a wide variety of industries, 
including mass transit buses and trains, air 
conditioning, refrigeration, metal cabinetry 
and furniture, and lighting and air � ltration. 
Metal Solutions certi� cations include ISO 
9001: 2015, NYS WBE and NYS Department 
of Transportation DBE. 

Q: What are the guiding principles
  that you base our success on?

            Are they the same now as when
            the business began? 

Our success has been based on our empha-
sis on strong relationships with our customers, 
suppliers and employees, some who have been 
with us for decades. Our guiding principle is 

that business should not be conducted merely 
as a transaction. Strong long-term relationships 
and loyalty are key components to success.

Q: What is one piece of advice
  you would offer anyone just

           starting out?
Invest in your employees and provide them 

with the resources and support necessary to 
be successful. 

WOMAN-OWNED FAMILY BUSINESS

SMITH FAMILY
BUSINESS 
INITIATIVE

OUR TEAM
Daniel G. Van Der Vliet, Executive Director
Margarita Tsoutsoura, Academic Director
Erin A. Kelly, Assistant Director

From the corner store to the Fortune 500 firm, family businesses are the 
backbone of our economy and play a vital role within their communities. 
As diverse as the customers they serve, these businesses exemplify many 
things, among them: innovation, dedication, resilience, entrepreneurship 
and fortitude. On behalf of the Smith Family Business Initiative at Cornell 
University, we congratulate all of the 2019 CNY Family Business 
Honorees on your achievements and wish you all continued success for 
generations to come.

CONGRATULATIONS
2019 CNY FAMILY BUSINESS HONOREES

MAKE SURE YOUR TIME IN THE SPOTLIGHT 

LASTS FOREVER! 
Plaques available at bjnn-newsstand.com

or call (315) 579-3905

http://www.bjnn-newsstnd.com
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Speach Family Candy Shoppe 
stands the test of time
BY JOURNAL STAFF
news@cnybj.com

S tarted in 1920 by Michele Spicciati (Michael Speach),
 the Speach Family Candy Shoppe began as an oppor-
 tunity for a first-generation immigrant from Italy to

have something to call his own and a way to provide
for his growing family. 

As the business passed through four generations, every 
family member had a hand in the daily operations of produc-
ing, packaging, and delivering sweet treats all over Central 
New York and even exporting to Europe. 

Now in the hands of the fourth generation — president 
and head chocolatier, Michael Speach, Jr., along with his sister 
Connie — the business pulls from its deep roots honoring 
generations past and present. 

The business moved around Central New York with the vari-
ous brothers’ and sisters’ involvement until it found its current 
home on Syracuse’s Northside, only blocks away from where 
the first-generation homestead was located. The company 
has been at its current location, at 2400 Lodi St., since 1994. 
The store space is about 1,000 square feet and the workshop 
space encompasses about 2,000 square feet for a total of 3,000 
square feet.

Some of Speach’s famous products include the peanut clus-
ter, the cream nut bar, the “I’ll Be Dipped” chocolate covered 
potato chips, Sue’s Famous dessert truffles, and over 80 varia-
tions of chocolate brickle. 

In 2018, the Speach Family Candy Shoppe launched a new 
line of fruit convections called Fruit Workz, designing new ar-
rangements and flavors of fruit mixed with chocolate. Products 
in this line include Leaves and Pumpkin Fruits, PBJ berries, and 
chocolate covered strawberries.

Here are some thoughts from Speach Family Candy Shoppe 
leadership on the keys to its success and advice for others 
starting out in business.

Q: What are the guiding principles that you base
   your success on? Are they the same now as

           when the business began? 
Always offer high-quality service and products. Support the 

community that supports you. This has been ingrained in our 
business practices for every generation — including hiring 
immigrants in the early years to the current staff of friends and 
family members. 

Q: What is one piece of advice you would offer
   anyone just starting out?

As a small business, the best advice we can give is to be aware 
of other businesses around you. Every relationship you begin with 
a small business can always lead to new opportunities, new ideas, 
and collaborations that can be mutually beneficial for all involved. 
Sometimes thinking outside the box and outside of your opera-
tion can lead to an amazing future beyond anything you think is 
possible. Not losing your passion might mean changing the way 
you operate, but if you have the support of your staff, your family, 
your friends, and your community — success is always possible.   

Special Recognition- Celebrating 100 Years
SPEACH FAMILY CANDY SHOPPE 

mailto:news@Scnybj.com
mailto:news@Scnybj.com
mailto:news@Scnybj.com
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DOUBLE THE SPEED. 
DOUBLE THE PRODUCTIVITY. 

NEW
2X Faster 
Internet  
Speed

TOP PERFORMING INTERNET PROVIDER 
delivering faster, more reliable download speed.

2018 FCC Broadband Report°

Over 99.9% Network Reliability§

Get enough bandwidth for you, your employees and your customers.

Call 855-752-1854  |  Visit Business.Spectrum.com
Internet speed may not be avail. in all areas. Actual speeds may vary. Speed based on download speed on wired connection. Wireless Internet speeds may vary. °Based on Eighth Measuring Broadband America Fixed Broadband 
report completed by the FCC, https://www.fcc.gov/reports-research/reports/measuring-broadband-america/measuring-fixed-broadband-eighth-report. §99.9% network reliability based on average HFC Availability, January 
2019 - May 2019. Services subject to all applicable service terms & conditions, which are subject to change. Services not avail. in all areas. Restrictions apply. Call for details. © 2019 Charter Communications, Inc.

Spectrum Business Internet

https://www.fcc.gov/reports-research/reports/measuring-broadband-america/measuring-fixed-broadband-eighth-report
http://www.business.spectrum.com

	120919_Section B_01B



