
 

2 East Court Street | Doylestown, PA 18901 | 215-348-9031 | www.bcedc.com

INSIDE THIS ISSUE

News & Noteworthy .......................2

The Bottom Line ..............................3

Financial Toolbox ............................7

Welcome New Members ................7

SEWN ................................................8

Companies on the Move.................9 

The Local Chambers’ Exchange ...10

BCEDC Business Happenings .......11

Members’ Corner ..........................12

Board of Directors .........................14

Griff Paper and Film has Expanded its Contract Converting Operation

Click to view this recipe.

Griff Paper and Film (GPF) offers custom coating, lam-
inating, converting, metallizing, extruding and more, 
with papers, films and other substrates as the core base. 
Popular with such industries as graphics, medical, tape, 
label, industrial manufacturing and composites, GPF 
manufactures everything from release papers to deco-
rative films. ISO 9001 Certified, our company’s goal is to 
assist customers in improving profitability.

GPF recently acquired an industrial building at 9 Headley Place 
in Fallsington, PA. This has allowed greater expansion into the 
custom converting industry. Utilizing state of the art machinery, 
this allows companies to make cost-effective choices to expand 
their converted products portfolio. GPF offers many services in-
cluding: slitting, rewinding, die-cutting and sheeting, as well as 
warehousing, packaging, and shipping products both domesti-
cally and internationally. 

Griff Paper and Film was started in Fort Washington, PA, in 1977 
by S. E. Griffith and Alex Phinn Sr. as a two-person operation 
before moving to Bucks County in 1983. Now owned and op-
erated by Alex’s four sons, Alex Jr., Todd, Bob and John, this 
company has grown to a diverse business comprising multiple 
locations in Pennsylvania and New Jersey and employing close 
to 100 people.

The company recently received a loan from the Pennsylvania 
Industrial Development Authority (PIDA) in the amount of 

$572,000, to fund the purchase of 9 Headley Place. This is one 
of three buildings in Bucks County owned by Griff Paper and 
Film. The acquisition of this location created 12 new jobs, with 
the potential for an additional 10+ positions.

Griff Paper and Film will continue to create new jobs for the 
people of Bucks County. With the advent of the new custom 
converting facilities, Griff has opened the doors to businesses 
that haven’t previously looked to Bucks County for converting. 

For more information on Griff Paper and Film’s various subdivisions, 
please call toll-free 1-800-872-7549, visit www.thegriffnetwork.com, or 
e-mail us at inquiry@paperandfilm.com. 
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Don’t Forget 
BCEDC’s Annual Dinner!

Spring Mill Manor 
Cocktails at 5:00 PM 
Dinner to follow

www.bcedc.com
http://doylestown.webhealthyrecipes.com/Health-eCooking-HEC/Videos/Health-eCooking/Festive-Seafood-Stew-Recipe-Video.html
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NOTEWORTHY NEWS

Kreischer Miller Survey Finds Greater Philadelphia Manufacturers’  
Profitability Being Driven by Strengthening Economy, R&D Investment

Good News Tempered by Potential Cybersecurity Risks

Kreischer Miller, a leading independent accounting, tax, and 
business advisory firm serving the Greater Philadelphia 
area since 1975, Manufacturing Industry Group has re-
leased the results from its third annual Greater Philadelphia 
Manufacturing Survey. Key areas of the survey included 
2015 expectations for the economy, revenue growth, capital 
investments, and hiring. It also examined trends in research 
and development, exporting, workforce compensation and 
training, business improvement initiatives, key operational 
and production measures, and information security.

According to the survey, middle market manufacturers in 
Greater Philadelphia are very optimistic about the economic 
outlook for 2015. Over two-thirds of respondents (68 percent) 
expressed some level of optimism toward the economy, which 
may be playing a part in their positive outlook for organiza-
tional growth. Over 92 percent of respondents expect revenues 
to increase in 2015, with 42 percent predicting an increase of 
greater than ten percent.

Investment in research and development activities is another 
driver of manufacturing growth and profitability. When asked 
about the methods used to increase profitability in 2014, 63 
percent cited new product development, with 35 percent stat-
ing they invested more than five percent of 2014 sales in R&D. 
In addition, 25 percent indicated they plan to increase spending 
on development activities in 2015.

“Middle-market manufacturers in the Greater Philadelphia re-
gion are very optimistic about their growth outlook for 2015, 
and with good reason,” said Michael A. Coakley, a director in 
Kreischer Miller’s Audit & Accounting practice and head of the 
firm’s Manufacturing Industry Group. “They are coming off a 
year in which they realized appreciable growth. However, sus-
taining that momentum will require significant and continuing 
investments in talent, capital equipment, and innovation.”

One area for concern is the risk for information technology and 
cybersecurity breaches. Less than half of respondents (46 per-
cent) conduct periodic IT risk assessment and intrusion detec-
tion exercises. Given the importance of reliable and secure IT to 
any manufacturing enterprise, and the impact of recent high-
profile security breaches, this should be a focus area for manu-
facturers in the region.

Other notable findings from this year’s survey:

•  Over half of respondents (58 percent) plan to increase head-
count in 2015.

•  Labor turnover in 2014 was relatively low, with 78 percent 
of respondents experiencing less than five percent turnover. 
A growing number (nearly 30 percent) are partnering with 
vocational schools, high schools, and community colleges to 
develop the next generation of skilled laborers.

•  While 81 percent of respondents indicated some level of in-
ternational sales activities (exporting), only 13 percent of their 
revenues, on average, are generated internationally.

Kreischer Miller distributed electronic surveys to middle mar-
ket manufacturers in the Greater Philadelphia region, including 
southeastern Pennsylvania, southern New Jersey, and Delaware. 
Respondents included companies with annual revenues rang-
ing from less than $1 million 
to $650 million, and averag-
ing $49 million. Respondents 
represented a diverse cross 
section of the manufacturing 
sector, including companies 
in aerospace and govern-
ment, industrial equipment 
and machinery, machining 
and metal fabrication, chem-
icals, food and consumer 
nondurable packaged goods, 
pharmaceuticals and biotech, 
and specialty packaging.

Kreischer Miller is a leading independent accounting, tax, and advisory 
firm, serving the Greater Philadelphia area since 1975. The firm is built 
to respond to the unique needs of growth-oriented private companies, 
helping them smoothly transition through growth phases, business cy-
cles, and ownership changes. Kreischer Miller offers a wide range of ser-
vices, including Audit & Accounting, Tax Strategies, Business Advisory, 
Human Capital Resources, and Technology Solutions across an array of 
industries, including manufacturing, distribution, construction, real es-
tate, not-for-profits, media, government contracting, professional ser-
vices, family-owned businesses, and investment firms. The firm provides 
insight and creative services to organizations that need to be able to 
quickly adapt and respond to changing market opportunities and chal-
lenges. To learn more, call us at 215.441.4600 or visit www.kmco.com

www.bcedc.com
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Growing Your International Business While Managing Global Risk
It’s been quoted numerous times, that 95 percent of the 
world’s consumers live outside of the United States. So, 
common sense would dictate that if U.S companies are sell-
ing domestically, these companies are limiting their sales 
potential. The good news is, according to the chart on the 
right (Published on Economics and Statistics Administration 
(www.esa.doc.gov) that exporters are getting the message.

Although these statistics are an encouraging sign, I’m often 
asked by aspiring exporters a seemingly easy question such as, 
“How do I get started?” I referred to that question as easy, but 
the fact is that this is a critical juncture for the new –to- trade 
person or company. 

I’m sure we’ve all attended seminars and workshops with the 
good intentions of taking the “fear” out of exporting. However, 
often times these programs begin by pointing out the risks of 
exporting before getting into the benefits. I can speak to this, as 
early on in my career I was guilty of doing the same. 

For the purpose of this newsletter, I’ve broken the process down 
to three basic stages. For some readers, this may appear to be 
an overly simplistic approach. However, it’s been my experience 
that these are the essential three steps in getting started.

The first step in getting your company started in global trade 
is to contact the U.S. Commercial Service - Philadelphia U.S. 
Export Assistance Center. They offer export and market entry 
counseling and work with their counterparts in the 127 U.S. Em-
bassies and Consulates overseas to provide access to resources 
designed to assist businesses in their global sales efforts. Mar-
ket entry services such the Gold Key Matching Service (GKS) 
provides an appointment schedule arranged before you travel 
overseas. The program pre-screens potential agents, distribu-
tors, sales representatives, etc. in your targeted export market. 
The International Partner Search (IPS) helps identify qualified 
international buyers, partners or agents without traveling over-
seas. Thus saving the new exporter time and expense. These 
are but two of the many programs that U.S. Exporter Assistance 
Center offers. 

For more information, please contact the following:

Tony Ceballos Primary Industries: Education & Training, Travel & Tour-
ism Director, Email: Antonio.Ceballos@trade.gov Phone: 215-597-7141

Sam Cerrato Primary Industries: Aerospace & Defense Technology,  
Aircraft & Aircraft Parts, Sr. Trade Specialist Information & Communi-
cations , Electric Power, Safety & Security, Telecommunications, Email: 
Samuel.Cerrato@trade.gov Phone: 215-597-6120

Theo Hunte Primary Industries: Architecture, Construction & Engineer-
ing, Consumer Goods,Sr. Trade Specialist Industrial Chemicals & Equip-
ment, Mining, Oil & Gas, Textiles & Apparel, Email: Theo.Hunte@trade.
gov Phone: 215-597-6105

Iris Kapo Primary Industries: Automotive & Transportation, Coal, Drugs 
& Pharmaceuticals, Trade Specialist Healthcare Technology, Lab Instru-
ments and Equipment, Veterinary Medicine, Email: Iris.Kapo@trade.gov 
Phone: 215-597-6127

Kennia Somerville Primary Industries: Agribusiness, E-commerce, Food 
& Food Processing, Machine Tools, Commercial Officer Non-ferrous 
Metals, Paper & Pulp, Printing, Plastics Materials , Renewable Energy 
Email: Kennia.Somerville@trade.gov Phone: 215-597-6128

Bob Elsas U.S. Small Business Administration - Credit Insurance and 
Trade Finance, Sr. Loan Officer, Email: Robert.Elsas@mail.doc.gov 
Phone: 215-597-6110

The second step is to find a freight forwarder who can manage 
your shipments and provide you with the expertise on compli-
ance, documents, incoterms and industry specific information. 

I’ve had one client comment that they interview potential 
freight forwarders as if they were potential employees of their 
company. A forwarder does not actually move the goods but 
acts as an expert in the logistics network. A forwarder contracts 
with carriers to move cargo. Freight can be booked on a vari-
ety of shipping providers, including ships, airplanes, trucks, and 
railroads. It is not unusual for a single shipment to move on 
multiple carrier types. International freight forwarders typically 
handle international shipments. International freight forwarders 
have additional expertise in preparing and processing customs 
and other documentation and performing activities pertaining 
to international shipments.

THE BOTTOM LINE A Regular Feature to Help Your Business Improve Its Profitability

Continued on page 4 u

www.bcedc.com
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Growing Your International Business continued
Information typically reviewed by a freight forwarder includes 
the commercial invoice, shipper’s export declaration, bill of lad-
ing and other documents required by the carrier or country of 
export, import, and/or transshipment. Much of this information 
is now processed in a paperless environment.

The third step is finding a bank that has the expertise in fi-
nancing and processing your international trade transactions. 
For exporters that require working capital to either manufac-
ture and/or source raw material, the SBA and The Export-Import 
Bank of the United States have programs that give banks the 
added assurance of securing or guaranteeing payment of work-
ing capital loans.

One such program is the Working Capital Program. This pro-
gram guarantees 90% of the exporter’s working capital loan, 
thus allowing banks to increase their lending to a qualified 
exporter. 

Trade Credit Insurance is another tool that’s available for ex-
porters to mitigate the risk of offering open account terms to 
their overseas customers. This option delivers a dual benefit, as 
the exporter can offer their customer better terms. As the re-
ceivables are insured, the bank can be named as “loss payee” 
and now feel more comfortable lending against those now in-
sured receivables. 

Understanding who bears the risk of each basic international 
payment method can best be illustrated on the following chart:

There is no single payment solution for engaging in interna-
tional business. Client/country risk and competition for your 
product or service will influence which payment method is best.

Cash In Advance

The applicability for Cash In Advance is for high-risk trade re-
lationships or export markets. Virtually no risk for the exporter, 
as the burden of risk in on the importer. The exporter receives 
payment before shipment; however, your competitors may be 
offering better terms causing you to lose business.

Open Account

Open Account terms may be the only way for the exporter to do 
business with certain customers in competitive markets. These 
terms may also be used in secure trading relationships. This 
method of payment is a competitive tool and can be the differ-
ence in winning/losing relationships. The risks of open account 

can typically be mitigated by insuring these buyers through the 
use of trade credit insurance.

Letters of Credit

While most exporters have had some level of experience with 
Letters of Credit, this method of payment offers both the im-
porter and exporter the optimal level of risk mitigation. Involv-
ing your bank and freight forwarder early in the process will en-
sure a properly worded letter of credit and instrument by which 
payment will be expedited. Letters of credit are applicable with 
new or less established trade relationships, in which the export-
er is satisfied with the creditworthiness of the importers’ bank. 
Risk is balanced between buyer and seller if all terms and condi-
tions are adhered to. The letter of credit provides a wide variety 
of payment, financing and risk mitigation options. If not proper-
ly negotiated, they can be costly and labor intensive. However, 
as mentioned, getting your bank and freight forwarder involved 
early will virtually eliminate all of the negatives.

THE BOTTOM LINE A Regular Feature to Help Your Business Improve Its Profitability

Continued on page 5 u
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Growing Your International Business continued

Documentary Collections

Documentary collections are best used in estab-
lished and stable markets and for ocean ship-
ments. Ocean shipments under a bill of lading 
are title documents. Whoever is named on the 
bill of lading holds title (ownership) of the goods. 
Having the bills of lading consigned properly 
and in a manner that the exported is protected, 
ensures that the importer will not receive goods 
until paid. This is a low cost alternative to letters of 
credit as they do not carry the obligation of a bank. However, 
both the importer and exporter’s banks are involved and pro-
vide assistance in facilitating payments

Managing Foreign Exchange Risk

There is foreign exchange risk to someone in virtually every in-
ternational transaction-even those payable in U.S. dollars. The 
four basic risks are:

• Fluctuation risk

• Transaction risk – cash flow risk

• Economic risk – operating risk vs. competitors

• Translation exposure-accounting risks

As an exporter, quoting in foreign currency to your overseas cli-
ents may increase your global sales, as the importer is bearing 

the risk of the US Dollar. If you choose to invoice in 
USD overseas, you continue to have FX risk, but 

indirectly as it manifests itself in how competi-
tive your pricing is abroad, perhaps being det-
rimental to sales. Understanding and manag-
ing foreign exchange risk (direct and indirect) is 
a key component to your global business. First 

Niagara has the tools and expertise to help you 
mitigate foreign exchange through our competi-

tive consultation services.

The International Trade Services Group of First Niagara Bank, 
N.A. is well positioned to help aspiring and established import-
ers and exporters with a full complement of trade products 
and services. Whether you are a company or individual seeking 
working capital, or structing complex transactions, First Niagara 
can assist you in achieving global success.

In summary, the development of an international sales plan will 
always be a work in progress. However, once the basics are in 
place, you can rely upon you team of experts from the govern-
ment, freight forwarder, trade organizations and your bank to 
help grow your business and mitigate global risk. 

Written by First Niagara’s International trade specialist, Ralph Bocchino, 
Vice President, International Trade Services, Ralph.Bocchino @fnfg.com, 
585-770-1673.

Managing your company’s online reputation in the Infor-
mation Age has become a process that is as delicate as it is 
complex. A positive review is a single brick in the continu-
ous process of building your business, but a negative review 
can raze your hard work to the ground in a single blow. 

The modern marketplace is filled with fickle customers present-
ed with an abundance of competing options. Even when you 
can be sure the negative experience of an unhappy customer 
was an isolated incident, potential customers with a limited per-
spective will only see that review as emblematic of a typical ex-
perience with your company. 

Dealing with negative reviews is an essential part of manag-
ing your reputation and strengthening your online presence. 

Fortunately, the process for doing so can be clearly outlined out 
in five simple steps.

Listen to the Reviewers

The Internet offers no shortage of outlets for people to express 
themselves, and a myriad of sites amass candid reviews of busi-
nesses of all sorts. Depending on the type of product or service 
you provide, you’ll need to pick the sites your team monitors. 

Anyone who takes the time to leave a review, be it positive or 
negative, should be seen as a valuable resource. There was a time 
when companies had to actively solicit feedback in order to de-
termine what was working and what wasn’t. Now, that feedback 
comes to you. Listening to your reviewers can offer valuable in-
sights into your company from the people that matter the most. 

THE BOTTOM LINE A Regular Feature to Help Your Business Improve Its Profitability

Continued on page 6 u

5 Steps to Dealing with Negative Reviews

www.bcedc.com
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5 Steps continued

THE BOTTOM LINE A Regular Feature to Help Your Business Improve Its Profitability

Get All the Facts

Unlike other marketing mediums, the Internet offers an unprec-
edented opportunity to engage with not just potential custom-
ers, but past ones as well. Take advantage of this fact to do some 
investigating into the causes of the negative review. 

When people are disappointed or angry with the interaction 
they’ve had with your company, they tend to fall back on su-
perlatives. “That was the WORST experience I’ve ever had!” Your 
task now is to look past this person’s original, visceral reaction, 
and dig more deeply for the facts by asking some important 
questions, like:

1.  Who did the customer deal with, and what did he buy?

2.  Was this a case where the customer’s expectations didn’t 
match what you offer? 

3.  Did you sell a defective product?

Reach out to the reviewer and be apologetic while making it 
clear that you are very interested in correcting the problem. 
Don’t get defensive. Allow him to explain the situation again; he 
has probably had a chance to reflect on the experience and can 
offer a more articulate explanation than his initial review. 

Find a Desired End Point

You’ve established what the problem was, now it’s time to rec-
tify it. The unhappy customer may not have considered what, if 
anything, would remedy the situation, so it will be important to 
engage him and offer some possible solutions. The nature of 
the problem will help guide this conversation. 

Was it a faulty product? A bad customer service interaction? A 
miscommunication in the order? Whatever the issue was, offer 
some options that directly address the crux of the complaint 
and let him express his desired end point. 

Maybe it’s a replacement, a refund, or just an apology. Short of 
an unreasonable demand, you should be willing to find an end 
point that’s fair. This isn’t a take-it-or-leave-it scenario, but rath-
er a conversation about what will make him happy. Proposing 
the solution should sound like exactly that: a proposal. If your 
offer isn’t accepted, continue working to find another.

Take the Solution a Step Further

You and the customer have established the solution that would 
make up for the original, negative experience. But you aren’t 

looking to break even, begrudgingly responding to a negative 
review for fear of its impact on your business. You’re looking to 
prove to him that this was an anomaly, and that you truly care 
about your customers.

After you’ve fulfilled that desired resolution, take it a step fur-
ther. This additional good deed can take several forms, from a 
free voucher for your service to a handwritten note. The custom-
er will recognize that you could have called the case closed with 
the originally agreed upon resolution, but that you are genuinely 
interested in making him happy. In a world of increasingly auto-
mated transactions and canned responses, a personal touch can 
show customers that they aren’t a line on a spreadsheet. 

Engage with a Follow Up

So far, you’ve listened objectively to the complaint, assessed the 
circumstances of the customer’s interaction with your company, 
agreed on a proper resolution, and gone one step further. Now, 
it’s time to reconnect with the customer and gauge how effec-
tive the solution was. Make it clear that this issue has remained 
on your radar, and will continue to until you have confirmed that 
the customer is happy. 

Your follow up should reinforce that you are not pleased with 
how your company performed and that the underlying issue 
has been addressed. After all, what good is an apology without 
making it clear that it won’t happen again?

Express your regret that you let him down, review the resolution, 
and ask if there is anything else that would help make the situ-
ation right. Explain that the negative experience with your com-
pany is not typical, and that while you let him down this time, it 
certainly won’t happen again.

A simple reality that all businesses must face is that you will nev-
er please every customer. Whether the negative reviews stem 
from something you can control (like a faulty product) or some-
thing you can’t (someone’s personal taste), it can be tempting 
to write off the reviewer as wrong. But engaging such a review-
er with humility and determination isn’t just about mitigating 
the adverse effects on your reputation - it’s about proving that 
you’re the kind of company that is proactive, considerate, and 
attentive. Those are the traits that don’t just negate bad reviews, 
but reverse them. 

Article by Scott Setzman, Web Marketing Specialist. For more informa-
tion about FocusMX, contact Deb Rosica, Marketing & Web Specialist, 
215.489.5460, x.355 or deb@focusmx.com.

www.bcedc.com
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FINANCIAL TOOLBOX

Date:  June 11, 2015 

Location:  Harrisburg, PA

Join CDFA for the fourth annual CDFA Pennsylvania Financing Roundtable Conference on June 11, 2015 as we focus 
on “Development Finance Solutions for Every Community.” This one-day event will feature a number of economic 
development finance experts from around the Commonwealth discussing new development finance tools, authori-
ties, resources and approaches, and how these methods can affect the Pennsylvania economy going forward.

The conference will be held at the Hilton Harrisburg and is supported by dozens of the state’s finest development 
finance leaders. 

To register or learn more: www.cdfa.net/cdfa/cdfaweb.nsf/0/180C261B874B73F288257D8E004F2ABA

2015 CDFA Pennsylvania Financing Roundtable Conference 
Development Finance Solutions for Every Community
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BCEDC WELCOMES NEW MEMBERS
Missy Decker 

American Breadcrumb Company

Joe Donovan 
Genesis Industrial, LLC

Joe Flynn 
Signature Systems

Scott Henderson 
Nappen & Assoc.

Lukasz Kaniewski 
OKNA Windows & Doors Mfg.

Andy Lansman 
A&L Foods, Inc.

Chris Lewis 
NAI Summit

Mark Mangini 
Pulse Technologies

Jeffrey Mordas 
MP Filtri USA

John Payne 
RD&S

Robert Phinn 
Griff Paper & Film

Edward Silverthorn 
Evenlite, Inc.

The rates will be in effect for loan applications received 
through June 30, 2015.

For Real estate loans financing eligible land and building costs, 
borrowers will have the following two interest rate options:

1.  Fixed interest rate for the full term of the loan (up to a 15-yr. 
period). This option is calculated using the 10-year treasury 
yield +100 basis points.  Based on the current 10-year treasury 
yield, the fixed rate option is 3.00% for the life of the loan.

2.  Fixed interest rate for a seven (7) year period set at the 10-
year treasury rate. After seven years, the rate will reset to the 

10-year treasury rate. Please note, the reset rate is limited to 
a 200 basis point increase/decrease and has a floor of 2.25%. 
The reset rate is then fixed for the duration of the loan.

For this option, the rate is fixed for (7) years at 2.25% and will 
reset to the 10-year treasury rate after the (7) year period. The 
reset interest rate is capped at 4.25% (200 point increase) with a 
2.25% floor and will be fixed for the remaining term of the loan.

For Equipment loans – 3.00% fixed rate for the full term of the loan.

For Working capital and accounts receivable lines of credit – 
3.00% fixed rate for 12 month period.

New Rates for State Loan Programs just announced

www.bcedc.com
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A recent survey of businesses 
making changes in their supply 
chain revealed that “staying com-
petitive” was the major driving 
force for the move. Unfortunately, 
this call to action is usually pre-

cipitated by a customer advising you that your pricing is too 
high compared to other quoted responses. While quality and 
performance are significant factors, allowing a competi-
tor to gain a strategic advantage through different sourcing 
options is deemed unacceptable. Once this communication 
has been received, the implied segment of your response will 
be your decision to make the supplier change to the lower-
cost provider and offer a significant portion of the savings as 
a pass-through to your customers.

This difficult supplier dilemma has been an ever-increasing and 
repeating theme among Bucks county clients over the past 
couple of years. Painfully, the reasons for making the change 
are often delivered after the opportunity to do something 
about it has already passed. The only customer-saving alterna-
tive is to make the change, quickly and without much notice to 
all the parties involved. 

One of the advantages of ongoing, multi-level customer com-
munications is being able to detect the building requirement for 
supplier changes before they become reality. Unfortunately, most 
small businesses are focused on the “right now” and aren’t able 
to be proactive. Our rapidly changing digital marketplace fur-
ther complicates the situation for regional small businesses. The 

advantage of being local is significantly diminished by Internet 
transactions. In the past, customers invested time and money in 
bringing their local suppliers into compliance with their latest 
requirements. However, with the digital visibility of competitors 
outside of our region and the speed with which goods are able 
to be moved today make outside options more viable. 

While very little of this scenario is new, it continues to play itself 
out again and again. Also, the best response to this problem in 
the past is still the best answer in 2015. There is no substitute 
for having effective relationships with fellow business leaders. 
Successfully managing the day-to-day requirements of your 
business is critical. However, it is equally important to cultivate 
and maintain on-going dialog and interactions with your peers. 
The ability to pick up the phone to ask for help or to commu-
nicate some market intelligence to a colleague is often the dif-
ference between handling a customer “fire drill” or a seamless 
transition.

Many local organizations provide networking opportunities. One 
of the newest opportunities is the Manufacturers Alliance of Bucks 
and Montgomery counties. This organization is run by manufac-
turers, for manufacturers and is dedicated to creating a network-
ing vehicle for local business leaders. No fees are charged, and 
the only requirement for membership is your involvement. For 
additional information and to join forces with your fellow busi-
ness leaders, you may contact Anthony Newberry, anewberry@
buckscareerlink.org, (215) 874-2800 ext. 107.

Contact Gregory Olson, Director, SEWNSE Region, 215-458-7580, 
sewnse@steelvalley.org , to learn more www.steelvalley.org.

STRATEGIC EARLY WARNING SYSTEM

In Order to Compete
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Date: May 21, 2015 Time: 8:00 AM - 10:30 AM
Location: Upper Bucks Campus of Bucks County Community College, Perkasie

PREP (Partnerships for Regional Economic Performance) is a statewide network of partners designed to work in 
concert to deliver vital business assistance services across ten regions of the Commonwealth of Pennsylvania.

The event is for small business owners and manufacturers.

For more information www.bcedc.com/news-events/economic-pathway-to-success

Economic Pathway to Success – PREPping Your Business for Growth!
A free event thanks to funding from PREP and the PA Department of Community  
and Economic Development.

www.bcedc.com
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COMPANIES ON THE MOVE

Roddy Inc., the Bensalem, PA industrial and commercial 
real estate brokerage firm represented Fotiou Frames South 
Corporation in the leasing of 12,575 square feet within the 
53,128 square foot modern one story building located at 
2500 Pearl Buck Road, Bristol, PA.

Sean Durkin of Roddy Inc. advised Fotiou Frames, established 
in 1972, will occupy the space for the manufacturing and ware-
housing of framing materials. Fotiou Frames has three locations 
in Ontario, Canada, California and Tennessee which include 
over 65,000 square feet of combined showroom, production 
facilities, warehouses and office space. The company’s product 
selection consists of over 1,800 designs imported from artisans 
throughout the world. 

Headquartered in Bensalem Township, Bucks County, PA, 
Roddy Inc. is a marketer, manager and developer of industrial 

and commercial real estate throughout Eastern Pennsylvania 
and Southern New Jersey. Their clients include regional, na-
tional and international companies and financial institutions. 
For more information about the company, visit the corporate 
website http://www.roddyinc.com

For further details, contact Sean Durkin at 215-245-2600 or  
sean@roddyinc.com

Sean Durkin of Roddy Inc. Leases 12,575 Square Feet at Keystone Business 
Center II, 2500 Pearl Buck Road, Bristol, Bucks County, PA

2 East Court Street | Doylestown, PA 18901 | 215-348-9031 | www.bcedc.com

Bristol
 Industrial   12,575 
 Grand Total    12,575 sq. ft.

Trevose
 Office   5,738 
 Grand Total    5,738 sq. ft.

 
Warminster 
 Industrial   2,414 
 Grand Total    2,414 sq. ft.

Bucks County Lease Activity February 2015 - March 2015
Information provided by Colliers International.

Date & Time:  Monday, April 27, 2015 
  7:30 AM Registration

Location:  Makefield Highlands Golf Club!

Information:  Download the registration &  
  sponsorship form HERE or 
  call 215-244-9082 or email  
  dave@bctma.com

TMA Bucks Foundation  
Golf Outing Benefitting  
The Scholarship Fund
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www.bcedc.com
http://www.rushbus.org/tmawebsitetemp/8th%20Annual%20Golf%20Outing%20Registration%20Email.pdf
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Change is coming to Upper Bucks

THE LOCAL CHAMBERS’ EXCHANGE

“I believe for too long, residents felt there would never 
be change here,” said Tara King, Executive Director of the 
Upper Bucks Chamber of Commerce, located in Quakertown 
Borough. That perception of stasis is turning around. The 
polestar of Upper Bucks County, Quakertown is geographi-
cally situated as a central cog surrounded by several radi-
ating spokes to larger business and commerce markets.

From as far east as Dublin Borough to its Milford Township north 
western borders which touch Lehigh, Berks and Montgomery 
counties, Upper Bucks includes 19 municipalities located in three 
public school districts: Palisades, Pennridge and Quakertown. 
“What happens in Quakertown effects everyone. When people 
need something, they typically come to Quakertown and the 
Route 309 corridor for it,” King said.

It makes sense that increasing Quakertown’s business commu-
nity and economic vitality is a win for everyone. “We are creating 
synergy between the organizations and agencies that are here to 
provide the tools necessary for businesses to want to be here,” 
King said. Now at the conclusion of a growth planning process, 
Quakertown Borough officials have a roadmap to attract new 
businesses, support existing ones, offer tax incentives and af-
fordable commercial real estate across a variety of industries.

Delta Development Group, Inc., a consulting management firm 
based in Mechanicsburg, created the “Borough of Quakertown 
Urban Vision and Revitalization Plan,” which aims to bring new 
prosperity to the area. Those positive effects in Quakertown’s 
downtown would affect its municipal neighbors, many of whom 
have their own programs in place to attract and retain business, 
industry and commerce.

From the heavily traveled Route 309 and Route 663/313 corri-
dors to the Northeast Extension of the Pennsylvania Turnpike, 
local government officials and planners have created zoning to 
accommodate business, industrial, commercial and residential 
areas. “We have high tech, retail and service businesses, indus-
try, manufacturing and logistics right here,” King said. Carefully 
considering and altering zoning overlay districts and classifica-
tions to better integrate business and residential for growth and 
development have been regional hallmarks, according to King.

According to www.areadevelopment.com the top 10 most desir-
able qualities an area can possess when attracting business and 

commerce include: Availability of skilled labor, highway accessi-
bility, labor costs, occupancy or construction costs, availability of 
advanced information communication and technology services, 
(reasonably priced) available buildings, corporate tax rate, state 
and local incentives, low union profile and (reasonable) energy 
availability costs. King said Quakertown already has the report’s 
assets.

In 2011, Bob Podraza AAMS®, a financial advisor with Edward 
Jones Investments, located his business in Quakertown for many 
of the report’s top reasons. “I looked into other places, but 
Quakertown is an attractive tight knit-community with quality 
housing and affordable costs,” Podraza explained. Easy access 
to just about all markets, from Turnpike access to Philadelphia, 
Route 309 access to Montgomery County and the Lehigh Valley, 
and Route 313 access to Doyelstown and points south in Bucks 
County, Quakertown’s geographic location is affordable, prime 
real estate, according to Podraza. “Upper Bucks is underserved 
and has a lot of potential, regardless of what business you’re in, 
and the area is an ideal place to grow business and industry,” 
Podraza said.

Continued on page 11 u

www.bcedc.com
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Ed Scholl, an economic development consultant based in 
Quakertown, has been involved with planning and recruiting 
efforts to bring in new business to reinvigorate abandoned or 
vacant buildings and help craft Quakertown’s future economic 
vision. “We’ve overcome a lot of the negatives,” said Scholl, a life-
long Quakertown native. Current and proposed projects dem-
onstrate Quakertown’s commitment to moving forward, Scholl 
said. One project currently in the works is a proposed three-sto-
ry, roughly 30,000-square-foot mixed use building on the site 

of downtown public parking. No construction start details have 
been released by Developer David Halliday of Village Centre 
Properties based in Blooming Glen. “The perception is this 3-sto-
ry building is the only project, but there are several buildings and 
projects in the works,” Scholl said. “Our goal is to bring in new 
people but keep what we’ve got and add to it,” Scholl said.

Written by Tara King, Executive Director, Upper Bucks Chamber of 
Commerce, www.ubcc.org.

HADCO Metal Trading Co., LLC has been approved to bor-
row $2,250,000 from PIDA to purchase a building in Bensa-
lem Township. The company will consolidate two other loca-
tions into the 378,000 square foot building located at 555 State 
Road, Bensalem. 

HADCO Metal Trading is a distributor and supplier of plastics 
and metal products including Aluminum, Stainless Steel, Mag-
nesium and related alloys which serves aircraft and aerospace, 
defense, hi-tech industries and machine shops. The project will 
result in creating 110 jobs.

HADCO Metal Trading Co., LLC

BCEDC BUSINESS HAPPENINGS 

THE LOCAL CHAMBERS’ EXCHANGE

NEW FINANCING APPROVED IN 2015
Municipality Loan Program Amount 

Borrowed
Square Foot Reason for Loan Jobs 

Retained
Jobs 

Created

Bensalem Township PIDA $2,250,000 378,000
Building acquisition,  
related costs

0 110

LBCCC’s Bucks County Ball was named 
WINNER of the Best Business or Cham-
ber Event in Bucks Happening’s Best Of 
Contest!

 and...

 LBCCC was named A FINALIST in the Best 
Chamber or Networking Group in Bucks 
Happening’s Best Of Contest!

Thank you to everyone who voted! We 
definitely feel the love!

Lower Bucks County Chamber of Commerce

Change is coming to Upper Bucks continued

www.bcedc.com
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St. Mary Medical Center in Langhorne, Pa. and Nazareth Hos-
pital in Northeast Philadelphia, both part of Trinity Health, 
announce a new partnership to strengthen regional excellence 
in cardiovascular care. Now St. Mary interventional cardiolo-
gists will be available onsite at Nazareth Hospital to perform 
emergency cardiac catheterizations as well as scheduled cath-
eterization procedures. Dr. Mrugesh Patel, PhD, will serve as 
Medical Director of Nazareth’s Heart and Vascular Lab.

Cardiac catheterizations performed by interventional cardiolo-
gists are life-saving interventions used to open a blocked ar-
tery and restore blood flow to stop a heart attack and minimize 
damage to the heart muscle. The safety, survival and long-term 
outcomes of patients with a potential heart attack coming to 
the emergency room are greatly increased with the availability 
of physicians skilled in these intricate interventions. In addition, 
patients identified at risk for a heart attack because of block-
ages in blood vessels can schedule a catheterization to be per-
formed in the Nazareth catheterization lab to prevent a heart 
attack from occurring.

Experienced cardiologists at the St. Mary catheterization labo-
ratories perform more than 3000 procedures annually and con-
tribute to St. Mary being among the most successful hospi-
tals nationwide in performing emergency angioplasty. Having a 
dedicated team of highly skilled interventional cardiologists on 
site at Nazareth enhances patient safety and the overall health 
interests of those in the community.

“Working together, Nazareth, St. Mary, and the medical cardi-
ologists of Mercy Cardiology will build on Nazareth’s nationally 
recognized cardiovascular care. Through our partnership with 
St. Mary, patients have access to a broader and more compre-
hensive continuum of heart care services,” said Nancy Cherone, 
FACHE, Executive Director of Nazareth Hospital.

Nazareth has a well-established heart and vascular center with 
experienced medical cardiologists to diagnose and treat the 
full spectrum of cardiovascular diseases. Interventional cardiol-
ogists from St. Mary will work in collaboration with the medical 
cardiologists at Nazareth to expand and advance treatments 
for heart disease.

“We are pleased to work with Nazareth Hospital to expand ac-
cess to cardiovascular care in the community,” says Dr. Mrugesh 
Patel. “Time is the most important element when you’re treat-
ing a heart attack patient, and we will work collectively and col-
laboratively to have the appropriate protocols and staffing in 
place to provide the best patient outcomes.”

Although most heart attacks can be treated successfully with 
catheterization and angioplasty, for some open-heart surgery 
is the best option. St. Mary has the exceptional surgical capa-
bility to provide that option in the event that a patient needs 
open-heart surgery. Complex intervention cases also can be 
transferred to St. Mary as needed.

In joining forces to regionalize services, Nazareth will now be 
able to offer expanded specialty heart care backed by the St. 
Mary Heart and Vascular Center, which has distinguished itself 
as a regional leader in providing leading-edge treatment for 
heart disease. Through the partnership, patients also will have 
access to the entire range of cardiothoracic surgery and elec-
trophysiology programs that St. Mary offers.

Heart disease remains the leading cause of death for both men 
and women. About 600,000 people die of heart disease in the 
United States every year – that’s 1 in every 4 deaths.

For more information contact Christy McCabe, cmccabe@mercyhealth.
org, 215.962.9893,www.MercyHealth.org and Kathleen Smith, ksmith@
stmaryhealthcare.org, 215.710.2090, www. StMaryHealthcare.org.

St. Mary Medical Center and Nazareth Hospital are Partnering  
to Expand the Scope of Regional Heart Care

www.bcedc.com
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• Ability to go up to 100% financing
• Option to fix interest rates
• Construction and renovation loans
• Property acquisition and refinancing options 

• Business financing up to $5,000,000 (collateral shortfall - no issue)
• Multi-use or special-use properties
• Debt refinance to improve cash flow
• Both SBA 7a and 504 loans fully amortized with no balloons

In 1964, Eugene “Chuck” Charlton worked as a truck driver 
delivering coal. He worked his way up and throughout the 
years bought several area fuel com-panies specializing in 
home heating oil delivery and service, as well as diesel and 
gasoline delivery. Ultimately he added propane to his list of 
specialty services when purchasing Blue Flame Gas Service 
in 1988.

Today, he owns and operates this business with his sons, Chuck 
Jr. and Mike.

“Our family has been in the energy business our entire lives,” says 
Chuck Jr. “Unlike natural gas companies, in which you’re dealing 
with a large conglomerate, we are a small family business.”

As opposed to servicing 25,000-plus customers that are treated 
like just another number, Blue Flame makes a point of getting to 
know each customer by name.

It has very loyal, long-term customers, many of whom have been 
with them since Chuck Sr. bought the business.

Blue Flame Gas is truly a business of local family owners, all of whom 
live in Bucks County. “We live in the area we service,” adds Chuck 
Jr. “You’ll see us in the grocery store and at your local bank. We are 
not living in some distant, remote location; we are your neighbors.”

Customer service is, and has always been, the cornerstone of the 
Charlton’s business. “That’s what we’re all about,” explains Chuck 
Jr. “We are here for our customers.”

Blue Flame is a full service propane gas company providing pro-
pane delivery, service, and installation.

It offers continued automatic delivery, meaning its drivers will 
come to your house when it’s time to replenish your propane, so 
you don’t have to worry about it.

Service tech-nicians are available 24/7, every day of the year for 
emergency needs, such as a disruption to your heat or hot water 
service. Many of Blue Flame’s employees have worked there for 
15 to 20-plus years, developing a comfortable rapport with their 
customers.

Service technicians and drivers arrive in uniform, clean and pro-
fessional, and are trained to answer any of your questions. 

“We have no hidden costs or gim-micks,” says Chuck Jr. “We are 
kind, courteous professionals. What you see is what you get, and 
most importantly, we are a local business that stands by our work.”

Blue Flame Gas Service meets your propane needs throughout 
Bucks County and in portions of Montgomery County.

In addition to residential service, the Blue Flame staff are experts 
in all uses of propane, including forklift cylinders, gas grill ex-
changes, bottle and bulk deliveries, and service for commercial 
and agricultural needs as well, servicing many local retail stores, 
restaurants, and small businesses you probably frequent. Lastly, 
through its sister companies, the Charltons can handle your heat-
ing oil, diesel, and gasoline needs, as well.

If you’re looking for a quality company to handle your propane 
needs, contact Blue Flame Gas Service, a local family business lo-
cated right in your own community.

Call 215-249-3575 or visit www.blueflamegasservice.com. Written by June 
Portnoy and reprinted with permission from the February 2014 Edition of 
the Doylestown Observer.

JKS Financial Consultants, Inc. Continues to Go National
We are currently able to place SBA loans nationwide through our close relationships with our lender groups.
Program Highlights:

Blue Flame Gas Service: A family business offering premier customer service

The folks at Blue Flame Gas Service, from left, Josh Knepper, Loren Byelich, 
Dave Patton, Ben Cheshire, Nate Knepper, Debbie Mayes, Chuck Charlton, Jr., 
Donna Snider-Sitler, and Chris Fulk

Contact us today to learn more! Jeffrey S. Krum, jeff@jskfc.com, 215.953.5250.

www.bcedc.com
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Economic Development Corporation 
(BCEDC).

Bucks County Economic Development 
Corporation (BCEDC) is a non-profit, 
non-political economic development 
organization established in 1958 to 
support economic growth in Bucks 
County. BCEDC is a Commonwealth  
of Pennsylvania certified economic  
development agency. BCEDC offers 
low cost financing options for land/
building, machinery and equipment. 
These and other incentive programs 
offered through BCEDC create a 
strong and vital economy for Bucks 
County and in return create and  
retain jobs for Bucks County residents.
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EXECUTIVE BOARD OF DIRECTORS

GENERAL BOARD OF DIRECTORS

President 
James Bleakly, Jr. 
The Continental Bank

Vice President 
James Tyrrell 
Univest Trust & Company

Secretary 
Gerald C. Forest 
Buckingham Valley Vineyards

Treasurer & Assistant Secretary 
Clair M. Raubenstine 
Raubenstine Consulting

 

Assistant Treasurer  
& Assistant Secretary 
Phil Eastman 
PECO

Past President 
Dr. Kathleen Dominick 
DCS Group

Members at Large  
Carl N. Wallnau, Jr., Esq. 
Wallnau Associates

Robert Steinhart 
Colliers International

David R. Breidinger 
Comcast

Kenneth E. Heydt, P.E. 
Carroll Engineering

Gregory F. Krug 
Lampire Biological Laboratories

Karen Lasorda 
Bucks County Bank

Peter P. Liebert, IV 
Colliers International

Ed Lydon 
E.K.L. Machine, Inc.

Patricia Mulligan 
MileStone Bank 

Richard B. Millham, Sr. 
Millham Companies, Inc.

George Niblock 
Niblock & Associates

Daniel J. Reavy 
Verizon

Lenora G. Seigle 
RBS Citizens

Anthony F. Visco, Jr., Esq. 
American Arbitration Association

To submit an article with business advice suitable to the Bucks Prospectus,  
please contact Kelly Doughty at 215.348.9031 or KellyD@bcedc.com.

Opinions expressed within this newsletter are not necessarily the opinions held by the BCEDC.

Publishing Deadline for The Bucks Prospectus

Deadline Date Publish Date Edition

5/19/2015 6/23/2015 June

7/21/2015 8/18/2015 August

9/22/2015 10/20/2105 October
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