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With the polar vortex behind us,
suburban experts forecast

a strong finish in 2014
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Beauty in Gurnee
Patrick O’Brien, CEO of Paris
Presents, a Gurnee beauty ac-
cessories manufacturer, develops
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Blue skies ahead
The Polar Vortex put a major chill on the suburban economy at
the beginning of 2014. But as we enter the final quarter of the
year, suburban experts are seeing better days ahead. Page 10
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Gene Faut, president of 3D Exhibits,
talks with Editor Kim Mikus about his
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Health care reform
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As the Jan. 1, 2015 dead-
line for compliance of the
Affordable Care Act nears,
there are still a number of
issues that have yet to be
resolved, from reduced costs
and increased quality of care
to switching from fee-for-
service to bundled payment
plans. Local experts explain.
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By Eric Peterson
Daily Herald Business Ledger Writer

The market forces prompting Roo-
sevelt University to significantly scale
back its Schaumburg operation are the
result of a “tectonic shift” in higher edu-
cation in Illinois that is being felt by col-
leges throughout the state, experts say.
It is the result of both changing

demographics and corporate cutbacks
in the wake of two recessions, and the
challenges are even more pronounced
for private and suburban universi-
ties, said James Applegate, executive
director of the Illinois Board of Higher
Education.
Roosevelt University’s Schaumburg

campus, once the largest four-year
university in the Northwest suburbs,
will be reduced to the College of Phar-
macy by the end of 2014. Every other
course of study will be relocated to
the main campus in Chicago, and the
empty space in Schaumburg will be
rented.
“This is not an unusual situation.

We’re seeing a tectonic shift in higher
education,” Applegate said.
Charlie Gregory, executive vice pres-

ident of Benedictine University, said
the school’s private Lisle campus is
feeling many of the same forces that

led Roosevelt to scale back its subur-
ban presence.
“I thinkwe’re all feeling this is one of

the toughest yearswe’ve had,” Gregory
said. “Everyone’s looking for that silver
ring of enrollment. It’s a different cli-
mate than it used to be.”
Benedictine University has seen

a downturn in transfers from com-
munity colleges but has widened its
search for four-year students through-
out the region. That’s resulted in its
second-biggest freshman class in his-
tory — a success story that never-
theless cost the university money to
achieve.
Most likely, not every institution is

capable of mounting the same effort,
Gregory said.
“If the balance sheet is not very

strong, it prevents you from being stra-
tegic,” he said. “It really is a challeng-
ing time, but the question comes down
to where an institution is putting its
resources.”
Many factors contribute to the situ-

ation, but one of the most basic is the
state’s aging population, Applegate
said. Fewer young people are heading
off to college.
“We’re not young in Illinois andnot

See Roosevelt on Page 20

Roosevelt’s move
a ‘tectonic shift’
in education

P a t r i c k k u n z e r / pkunzer@dailyherald.com

The sun sets at the Roosevelt University Albert A. Robin Campus in Schaumburg.
The Chicago-based school announced it is scaling back its suburban opera-
tions.

Top Story
For John Blyth, Sr, every day is a great day at work.
That’s because his brother, daughter and son work
alongsidehimatParallelMachine. It’snotaboutbeing
the biggest, largest or slickest machining company
around. John is perfectly content that his family and
company are closely knit together and carving out
their own niche. Parallel Machine relies on Palatine
Bank & Trust, a Wintrust Community Bank, because
of our local focus and strong customer service.With
a banking relationship that provides comprehensive
financial solutions with an ease of understanding,
it also feels a little bit like banking with family.
THAT’S PARALLEL MACHINE’S STORY.

Banking products provided by Wintrust Financial Corp. banks ©2014 Wintrust

( )

TO FIND AWINTRUST COMMUNITY BANK NEAR YOU,
VISIT WWW.WINTRUST.COM/FINDUS

PROUD TO BE WINTRUST.We are nearly 3,500
community and commercial bankers, home
loan officers, financial advisors and specialty
lenders focused solely on our customers and the
communities where they live. We all have the
same mission: To provide best-in-class financial
services to all of our customers, be the local
alternative to the big banks, and to improve the
communities which we call home.

www.wintrust.com

CHICAGO’S BANKS FOR BUSINESS™

Pictured (from left to right): John Blyth Sr, Jim Blyth, Quinn Blyth and John Blyth Jr,
of Parallel Machine located in Palatine.
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Maintaining a patient,
conservative approach to
growth is an important role
for Gene Faut, president of
3D Exhibits, a company
that has seen huge success
over the years.
“Our focus is to grow our

people. We don’t look to
acquire other companies,”
said Faut, who recently
moved his exhibit design,
fabrication and manage-
ment company into its new
250,000-square-foot Scha-
umburg headquarters. He
added that he does not
want to acquire the prob-
lems of other companies,
instead growing organi-
cally is his goal. “Our focus
is on our employees and providing them tools they
need to succeed,” said Faut, 48, who bought amajor-
ity share of the company nearly 10 years ago.
Co-owner Bill Dixon started the company in Elm-

hurst 20 years ago with about 17 people. Faut came
onboard about 18months later and the exhibit com-
pany grew to two locations in Elk Grove Village. Sev-
eral weeks ago the business moved its Elk Grove
locations to the new state-of-the art headquarters
to 800 Albion Drive in Schaumburg. “It’s nice to be
under one roof,” Faut said.
He added that their new home “creates opera-

tional efficiencies, inspires collaboration and stim-
ulates creative ideation.” A highlight includes a
30-foot tall free-standing red cube that serves as a
conference and meeting space for the company that
does projects around the globe through a network of
partners.
Faut’s conservative, innovative approach seems to

beworking for 3DExhibits.
The company now has 155 employees and expects

sales to be at $70 million this year. There are about
110 employees in Schaumburg, while others work
at a production facility in Las Vegas and sales and
design offices inMilwaukee, Cleveland, Indianapolis
and Salt LakeCity.
Faut grew up in Schaumburg and graduated from

high school there before going to Columbia College.
He is a triathlete and training to compete in a half
IronMan inCozumel,Mexico.
Faut says it’s not his desire to exercise that drove

the workout facility and showers at the new head-
quarters. “We demand a lot from our employees,”
he said, adding that the facility makes it easier for
his staff to exercise. He added that they also encour-
age their workers to give back to the communi-
ties through volunteer work, weather it be coach-
ing youth sports or getting involved in Habitat for
Humanity or the Ronald McDonald House, two
organizations the company has supported for years.
Meanwhile, Faut said the company caters to com-

panies of all sizes.He added that they treat clients the

same, whether they are spending $1,300 or over $1
million. “The small client doesn’t’ feel lost or under-
served,” he stressed.

Let’s go shopping

Northbrook-based Pine Tree Commercial Realty
LLC acquired Poplar-Prairie Stone Crossing, a shop-
ping center in Hoffman Estates. The acquisition is
Pine Tree’s 70th and brings the company’s current
portfolio to 3.4 million square feet in 19 separate
properties.
The 312,000 square foot shopping center has

access from I-90 and Route 59 and is anchored by
Target and features retailers including TJ Maxx,
Michaels, Ross Dress for Less, PetSmart, Lane Bry-
ant, and Sports Authority.

Senior living

Great Lakes Region of Ryan Companies US Inc.
based in Naperville started construction of Clar-
endale of Mokena, a $31.7 million, 156-unit, age-
restricted senior living community that will offer
independent living, assisted living andmemory care.

It is the first senior living community inMokena.
A groundbreaking ceremony was held earlier this

summer on the 11.4-acre site at 21536 S. Wolf Road
inMokena.
“Ryan’s goal is to offer anappreciably different and

distinct choice for residential and supportive care
options to older adults who wish to continue com-
fortable, connected and secure living in the area they
call home,” says David Erickson, director of develop-
ment, RyanCompanies.
When complete, the three-story buildingwill com-

prise of three lifestyle neighborhoods under one roof
— 60 independent living residences, 56 assisted liv-
ing residences and 40 memory care residences, as
well as commonareas for dining and activities.

From wine to ballet

Three new businesses recently opened in historic
downtownLongGrove.
Chatterbox of Long Grove, at 330 Old McHenry

Road, is the most recent addition to Long Grove’s
dining scene, which opened under the ownership of
Steve Besbeas. Chatterbox’s menu, created by Exec-
utive Chef Chris Rybicki, features small plates, flat-
breads, weekly specials, andmore.
In Motion Dance, at 404 Robert Parker Coffin

Road, is ownedby JessicaWielondek, orMiss Jessica,
as her students know her. The business offers stu-
dents ages 2½ to 18 the opportunity to learn a variety
of dance styles including: ballet, contemporary, hip-
hop, jazz, lyrical,musical theater, poms and tap.
Broken Earth Winery, owned by The Forsythe

family (longtime residents of Long Grove), is located
in theMill Pond Shops ofDowntownLongGrove.
This new winery, set to open just in time for Apple

Fest, Sept. 26, 27, 28, will offer wine tastings, wine
club memberships, video gaming and full service

dining featuring appetizers, burgers and
small plate samplings, along with wine,
beer, and other beverages.
The family’s Paso Robles winery pro-

duces estate grown and harvested unique
wines, from vines first planted in 1973,
and bottled in their winery in Paso Robles,
California.
Long Grove becomes home to their

first expansion of their winery outside of
California.
Other recent changes in Long Grove

include: Beans & Leaves Coffee and Tea
Café and the Long Grove Café, both
under new ownership; and the addition
of State Farm Insurance, Ryan Messner
Agency, as a new service provider.

3D Exhibits designs, moves into
new Schaumburg headquarters

R E n D E R i n g C o u R t E S y o f R y a n C o m p a n i E S

Ryan Companies started construction of a $31.7 million age-
restricted senior living community in Mokena.

m a R k W E l S h / mwelsh@dailyherald.com

Gene Faut, owner of 3D Exhibits in Schaumburg.

From the Editor

Kim Mikus is editor of the Daily Herald
Business Ledger.
Follow her on LinkedIn, Facebook and Twitter.
Share your business news with her at kmikus@
dailyherald.com.

Kim
Mikus
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Baxter International refutes
reports of move to Boston
DEERFIELD — Deerfield-based

Baxter International does not plan to
move headquarters of either of its spi-
noff businesses to the Boston area, a
spokeswoman said, refuting a report in
theBostonBusiness Journal.
“As we stated in March, when we

announced plans to create two sepa-
rate, independent global health care
companies, the corporate headquar-
ters of both companies will be located
in northern Illinois,” Deborah Spak,
Baxter’s director of global communi-
cations, said in an email.
The Boston Business Journal,

quoting unnamed real estate sources,
is reporting Baxter used the code
name “Project Tiger” to seek 150,000
to 200,000 square feet of office space
for a headquarters in Cambridge,
Mass. The journal wrote on Wednes-
day that the company expects to sub-
sequently add 200,000 square feet
more inCambridge.
Baxter in March announced plans

to split into two units next year, with
one focusing onmedical products and
the other on pharmaceuticals. “Given
Baxter’s size and scope, as well as our
many partnerships and collabora-
tions, there are often rumors circulat-
ing,” Spak wrote in the email Thurs-
day. “As a matter of course, we do not
comment on rumors or speculation.”

Village approves renovation
of 98-year-old building

GRAYSLAKE- The village of Gray-
slake voted in favor of a $100,000 eco-
nomic development incentive agree-
ment with Grayslake-based Nage One
LLC to revitalize what’s commonly
known as the Cupola building at 2 S.
LakeSt.NageOne’s JayKolli saidaban-
quet facilitywill open in the structure.
Grayslake officials said the deal with

Nage One is justified because the ren-
ovation will be for a new business
bringing jobs and economic activity to
downtown.
Trustee Bruce Bassett said the eco-

nomic development incentive is simi-
lar to a facade grant program the village
previously offered to downtown busi-
nessesmakingbuilding improvements.

Camping World/Good Sam
plans expansions in 2015

LINCOLNSHIRE — Camping
World, the nation’s largest RV and
outdoor retailer, and Good Sam, the
world’s largest RV owners organiza-
tion, announced additional markets
for their 2015 SuperCenter expansion
and future development.
The newest developments raise

the total number of Camping World
SuperCenters to just under 120 nation-
wide. Additionally, the company is
under contract with land owners and
existing dealerships actively pursu-
ing new markets and acquisitions that
will be announced over the next six
months.
Plans are underway to expand the

company within the following mar-
kets during 2015: Jackson,Miss.; Idaho

Falls, Idaho, Greensboro, N.C.,; Wen-
tzville, Mo. (St. Louis area); Lexington,
Ky.; Charlotte, N.C.; Texas City, Texas;
Savannah, Ga.; Newman, Ga.; Conroe,
Texas; Erie, Pa.; andPittsburgh, Pa.
“CampingWorld and Good Sam are

committed to offering quality outdoor
products and services to the customers
and travelers of these markets,” said
Marcus Lemonis, CEO and Chairman
of CampingWorld and Good Sam and
star of CNBC’s The Profit. “As part of
our growth strategy, the brand is mak-
ing major investments in the qual-
ity of its dealer network. From facil-
ity upgrades to new store openings,
the company’s network will continue
to expand and evolve while serving as
our customers’ one-stop location for
everything outdoor andRV.”

G E O R G E L E C L A I R E / gleclaire@dailyherald.
com

Baxter officials say they do not have
plans to move to Boston.
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Join Us!
Got Business? Get Connected

WIth the GLMV network of 550+ Member Businesses

“
Your Business
Gateway:

250+ programs
* Grow Your Buisness
* Build Connections
* Awesome Networking
* Marketing Options
* Free Mixers
* Free Web page & listings
* Social Media
* Referrals
* Ribbon Cuttings
* Grand Openings
* Network Groups
* Golf Outing
* Golf Networking
* Annual Awards &

Recognition Dinner
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* Member Events
* EXPOs
* Roundtables
* Legislative Events
* Education
* Committees
* Leadership
* Women’s NetworkGroup
* Fall Fashion Show
* Lake County Young Pros
* Member Discounts
* NEW! Save Local Now
Digital Marketing Platform
* Shop Local Programs

Green Oaks, Libertyville, Mundelein, Vernon Hills
BUILDING BETTER BUSINESS

Contact Us! GLMV Chamber of Commerce, 1l23 S. Milwaukee Ave., Libertyville, IL 60048
Ph: 847-680-0750 www.glmvchamber.org info@glmvchamber.org
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GLMV Women’s Network Group
FALL FASHION SHOW LUNCHEON
September 9, 2014 | 11:30 -1:30 pm
White Deer Run Golf Club Vernon Hills

Sponsored By:

Tee Off With the Chamber

GLMV ANNUAL GOLF OUTING
Monday, August 25, 2014 10 - 7 pm
Hawthorn Woods Country Club

1 Tournament Drive, Hawthorn Woods

Golf & Sponsorships Available
Bring clients, customers, colleagues for the ultimate golf event !

18-holes golf, lunch, beverage cart,cocktail reception,
buffet dinner, contests, prizes, raffles, networking, camaraderie

Hole-in-1 contest for Harley Motorcycle
Golf Outing Event Sponsor:



Golf entertainment venue
expanding to new suburb

NAPERVILLE — A golf entertain-
ment venue that’s made its presence
felt in Wood Dale for the past seven
years is expanding intoNaperville.
TopGolf recently broke ground on

its second suburban location where
golfers— and novices— of all skill lev-
els can play competitive games best
described as “bowling meets darts
meets golf,” spokeswoman Adrienne
BrowneChance said.
The Naperville location, at the

northwest corner of I-88 and Route
59, will be larger than the facility in
WoodDale, offering 102 hitting bays in
65,000 square feet on three floors.
The Naperville location will have

more space for corporate events than
is available inWoodDale.
Chance wouldn’t say how much

TopGolf is investing in the new facility,
but said it’s a number in themillions.

Food bank trying to help
struggling suburbanites

GENEVA—Leaders of the Northern
Illinois FoodBank say the organization
provides about 50millionmeals a year
to hungry people all over the suburban
areas it serves.
That’s good, they say, but not nearly

good enough.
The Geneva-based organization

wants to increase the number of meals
it provides to 75 million annually by
2020. Reaching that level would close
a “meal gap” that exists in the group’s
service area, said Julie Yurko, the food
bank’s president andCEO.
There’s a sense of urgency behind

the group’s growth efforts. A 2014
study titled “Hunger In America,” con-
ducted by the hunger-relief charity
Feeding America, showed that hun-
ger continues to be a serious problem
in the food bank’s service area, Yurko
said.

Veteran administrator in line
to be named village manager

OAK BROOK — A veteran adminis-
trator, Riccardo “Rick” Ginex, is in line
to become Oak Brook’s next village
manager.
Ginex began his career as a police

officer in Downers Grove and rose
through the ranks to become chief. In
2001 he was named Downers Grove
villagemanager and served in that post
until 2005 when he was named village
manager of Brookfield.
He replaces interim manager Art

Osten, who was appointed in July
after former manager Dave Niemeyer
stepped down inMay to take theman-
ager’s position in Tinley Park.

City considers giving $41,000
to downtown organization

WHEATON — The Downtown
Wheaton Associationmay receive sup-
plemental funding from the city’s gen-
eral fund this year after experiencing a
shortfall in revenue.
Most city councilmembers said they

would grant the group’s request for
$41,000 for fiscal 2014-15.
City Manager Don Rose said that’s

the amount the group is losing due
to a decline in property values in the
downtown tax increment financing
district that generates money for the
association.
Council members, however, said

they would like to see the organization
work onways to increase its revenue.
Executive Director Paula Barrington

said the shortfall led the association to
limit advertising and promotional sup-
port budgets for the 10 events it hosts
annually.

Northwestern, Cadence
complete merger

WINFIELD — Chicago-based
Northwestern Memorial HealthCare
completed its merger with Winfield-
based CadenceHealth.
Cadence operates Central DuPage

Hospital in Winfield and Delnor
Hospital in Geneva. Northwest-
ern operates Northwestern Memo-
rial Hospital in Chicago and North-
western Lake Forest Hospital in Lake
Forest.
Harrison will remain president

and CEO, and Mike Vivoda, Cadence
Health’s president and CEO, will be
Northwestern Memorial HealthCare
regional president for the Western
Region.

Cadence was formed inMarch 2011
as a result of the merger between
333-bed Central DuPage and 1549-
bed Delnor. About 1,400 physicians
are on staff at the two hospitals, and
the group includes 289 primary care
doctors and specialists with offices
throughout the suburbs.
Northwestern Memorial Hospital

has 894 beds and Northwestern Lake
Forest has 201.
The system includes 900 faculty

physicians of the Northwestern Uni-
versity Feinberg School ofMedicine.

Local residents lobbying to
preserve country club site

ITASCA—Fearing the Itasca Coun-
try Club property could be developed,
a group of residents is trying to get
the village and DuPage County Forest
Preserve District involved in an effort
to protect the site.
Members of Conserve Itasca Open

Space started contacting elected offi-
cials after the country club’smortgage

was sold to an individual whose iden-
tity has not beenmade public.They’re
concerned themortgage holdermight
gain ownership of the site at 400 East
Orchard St. and then seek to develop
it.
Itasca resident Mariann Krewenka

wrote in a recent email to forest pre-
serve commissioners that the coun-
try club, founded in 1926, “is being
threatened by development.”
Itasca Village President Jeff Pruyn,

however, said the mortgage holder
has assured the village the golf course
will remain as it is “for some period of
time.”

Mariano’s Fresh Market plans
for its next suburban store

NAPERVILLE — Mariano’s
Fresh Market has found its way to
Naperville.
A company spokesman confirmed

that the upscale grocer’s parent com-
pany, Roundy’s Supermarkets Inc.,
signed a lease with Bradford Real
Estate Companies for a space in Fox
Run Square shopping center.
The store will move into the former

Dominick’s location at 1212 S. Naper
Blvd., just north of 75th Street. It has
been vacant since Dominick’s closed
late last year.
James Hyland, Roundy’s vice pres-

ident of investor relations, corpo-
rate communications and public
affairs, said Mariano’s is still “moving
through the municipal approval pro-
cess.” He didn’t provide any further
comment.
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C o u r t e s y o f t o p G o l f

TopGolf is building its second suburban location at the northwest corner of I-88
and Route 59 in Naperville. The 65,000-square-foot golf entertainment venue is
expected to open late next spring with 102 hitting bays on three floors.

s C o t t s a n d e r s / ssanders@dailyherald.com

Itasca Country Club property winds its way around nearby houses.



Joe Caputo & Sons Fruit Market
grows, set to open Oct. 15

ELK GROVE VILLAGE — The new
Joe Caputo & Sons Fruit Market com-
ing to Elk Grove Village is expected to
open Oct. 15, Mayor Craig Johnson
said.
“We’re looking forward to them

becoming part of the village,” the
mayor said.
The 72,000-square-foot store at

980 Elk Grove Town Center is one of
four former Dominick’s locations that
Caputo purchased after Dominick’s
owner Safeway closed the stores and
left the Chicago market. Caputo offi-
cials announced their acquisition of
the stores in January.
Two locations have already opened:

at 325 E. Palatine Road in Arlington
Heights and 4125 Dundee Road in
Northbrook.
Theother location soon to be open is

at 1555 Lee St. inDes Plaines.

First Hospitality Group places
on Inc. Magazine list

ROSEMONT — First Hospitality
Group Inc., a hotel management and
development company, announced
that it placed No. 4735 on Inc. Maga-
zine’s 33rd annual Inc. 500|5000, an
exclusive ranking of the nation’s fast-
est growing private companies.
The list represents a comprehensive

look at themost important segment of
the economy — America’s indepen-
dent entrepreneurs. Companies such
as Yelp, Pandora, Timberland, Dell,
Domino’s Pizza, LinkedIn, Zillow,
and many other well-known names
gained early exposure as members of
the Inc. 500|5000.
The 2014 Inc. 5000, unveiled online

at Inc.com and with the top 500 com-
panies featured in the September
issue of Inc. (available on newsstands
through Nov. 30), is the most com-
petitive crop in the list’s history. The
average company on the list achieved
a mind-boggling three-year growth of
516 percent. The Inc. 5000’ s aggre-
gate revenue is $211 billion, generat-
ing 505,000 jobs over the past three
years.

Private equity firm buys
Berlin Packaging LLC

CHICAGO — Private equity firm
Oak Hill Capital Partners announced
Monday that it will buy Berlin Pack-
aging LLC, a supplier of packag-
ing products, from Investcorp SA for
$1.43 billion.
Founded in 1898, Berlin Packaging

makes rigid plastic, glass and metal
containers.
The Chicago-based company with

operations in Arling-
ton Heights has
annual revenues of
about $800 million,
Chairman and CEO
Andrew Berlin said
in a recent interview
with the Daily Herald
Business Ledger.
Berlin Packaging’s

services include struc-
tural and brand design, worldwide
sourcing, warehousing and logistics
and capital financing.
Berlin said his products are in

every household. “We supply over
35,000 different kinds of plastic, glass
and metal bottles and jars and con-
tainers and the closures that go with
them. We sell to dozens of different
industries,” he said in the interview.
Tyler Wolfram, managing part-

ner at Oak Hill, said he will work
with Berlin to continue to grow the
company.
The transaction is expected to

close in the third quarter of 2014.

Northwest Community Hospital
to open rehab unit in 2015

ARLINGTON HEIGHTS — Early
next year Northwest Community
Hospital will open a 17-bed inpa-
tient physical rehabilitation unit at
its main Arlington Heights location,
officials said.
NCH got approval for the rehab

unit on Wednesday from the Illinois
Health Facilities and Services Review
Board, according to a news release.
The plan passed the board 5-2 with
two members absent, at the board’s
meeting in downstate Normal.

The unit will have a physical and
occupational therapy gym and an
activity day room along with individ-
ual rooms for patients to recover and
get services without leaving NCH.
The $3 million project will take up

the entire third floor of the original
building on the NCH campus, 800 W.
Central Road, and will open in early
2015, officials said.

Des Plaines hires new
economic development chief

DES PLAINES — Des Plaines has
hired an economic development
coordinator to assist the city’s efforts
in bringing businesses to town.
Lauren Pruss, who has been an

economic development professional
and planner for 16 years, will begin
her new role in Des Plaines Sept. 8.
Pruss, a Hanover Park native, has

been planning division chief for the
city of Gaithersburg, Maryland since
2007.
Previously, she was assistant direc-

tor of community development in
Elgin.

Chiropractor, wife sentenced
for health fraud scheme

LAKE IN THE HILLS — A former
Lake in the Hills chiropractor and his
fitness instructor wife were recently
sentenced to federal prison for a $1
million health fraud scheme, officials
said.
Andrew Carr, 45, was sentenced

to eight years, while Wendy Carr,
43, received a 28-month sentence
for the scheme that they continued
for a year after they were indicted in

2011, the U.S. attorney’s office said in
a release.
Carr worked as a chiropractor at

Premier Health in Palatine, Commu-
nity Physical Medicine and Rehabil-
itation in Mundelein, Allied Health
in Mundelein, Edgewater Rehabilita-
tion and Wellness Center in Lake in
the Hills, and Fusion Health and Fit-
ness in Lakemoor.
“They pretended to be the vic-

tim patients’ friends, convinced
the victim patients to take their fit-
ness classes, and convinced the vic-
tim patients to get treatment from
(Andrew Carr) when the classes
caused physical pain or injury,”
Assistant U.S. Attorney Shoba Pillay
said in a statement.
Between 2005 and June 2011,

Andrew Carr submitted health insur-
ance claim forms for at least 376
patients totaling more than $4.2 mil-
lion for services not provided, receiv-
ing more than $865,000 for those
claims.

Village sees growth in
new restaurants in town

HUNTLEY — A new Italian bistro
is coming to Huntley — the latest in
a line of restaurants and businesses
opening in that town.
Work already has begun to

remodel the former Niko’s Grill &
Pub at 11900 Freeman Road to make
way for Marsala’s Italian Kitchen.
The property, east of Route 47 just

north of the Huntley Outlet Center,
was purchased by Jameson restau-
rant group, which operates Jameson
Charhouse at Sun City senior living
community in Huntley, and six other
restaurants in the suburbs, including
Crystal Lake andMount Prospect.
Huntley has had several new res-

taurants open within the last year,
including Rookies Sports Bar & Grill
at 12220 Princeton Drive, and Star-
bucks, Jimmy John’s and Little Cae-
sars in nearby shopping centers, said
Margo Griffin, village business devel-
opment coordinator.
McDonald’s opened its second

location at 12242 Route 47 near Wal-
Mart at the end of June.
In addition,Wicho’s Tacos is under

construction at 10749 Dundee Road
near theWing Pointe subdivision.
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J O E L E W N A R D / jlewnard@dailyherald.com ¬

Northwest Community Hospital in Arlington Heights plans to add a 17-bed
inpatient physical rehabilitation unit to its facility in 2015.
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Bolingbrook chamber
director resigns

BOLINGBROOK—TheBolingbrook
Area Chamber of Commerce Exec-
utive Director Michael Carpanzano
has resigned to pursue a new oppor-

tunity in the private
sector, the chamber
announced.
Carpanzano

accepted a regional
director of sales posi-
tion with PT Solutions
and will remain in the
Bolingbrook and Will
County area.
He had been exec-

utive director for 17
months, serving theBolingbrook cham-
ber’s 600 members, His accomplish-
ments include radically increasing
the chambers communication reach
to businesses, residents, and govern-
ment through email marketing, social
media, and the chamber’s new visibil-
ity at community and local nonprofit
events, the chamber said in a release.
In addition, member engagement
and retention grew as he believed in
home-based businesses and entrepre-
neurs just asmuch as he did large scale
corporations.

“Michael has done good things for
our chamber,” said Mir Ali, chair-
man of the chamber’s board of direc-
tors and director of operations for The
Shamrock Companies. “During his
time as executive director, Carpan-
zano has been an advocate for busi-
nesses of all sizes spurring economic
growth in Bolingbrook while cultivat-
ing vital relationships throughout the
region. We wish him well in his future
endeavors.”
A search committee is currently

being formed and the process to find
Carpanzano’s replacement will begin
immediately. Application information
will be posted on the Chamber’s web-
sitenextweekaswell as other outlets.

Citgo employees raise funds
to help fight Multiple Sclerosis

LEMONT — Team Citgo, the
employee volunteer team at the Citgo
Lemont Refinery, cycled between 35
and 200 miles recently to raise more
than $28,000 in the 33rd Annual Bike
MS: Tour De Farms Event recently
hosted by the Greater Chicagoland
Chapter of the National Multiple Scle-
rosis Society.
A total of 58 Team Citgo cyclists and

volunteers participated in the ride and

beat last year’s fundraising record by
more than$10,000.
“Team Citgo is a great example of

what Bike MS is all about — com-
ing together as a team to ride and
raise money to one day end MS.” said
Melissa Foley, development manager
of theNationalMS Society Chicagoland
offices.
In addition to its fundraising victory,

TeamCitgo won the best tent award, as
their superhero theme proved to be a
hit. It was the sixth time in seven years
thatTeamCitgopwon theaward,
The Citgo Lemont Refinery has been

a part of the Bike MS event for the past
17 years.

CompuSystems, HIMSS
agree to 3-year deal

BROADVIEW — The Healthcare
Information andManagement Systems
Society (HIMSS) has rewarded Com-
puSystems, Inc. with exclusive rights to
provide registration and lead retrieval
services for their annual conference
and exhibition through 2017. Compu-
Systems is excited to be partnering with
HIMSS to help deliver the best show
experience.
HIMSS Annual Conference is the

largest health IT event in the industry.

Health care professionals, clinicians
and executives from around the world
gather to explore the value of health IT
through education, networking and
solutions-discovering new ways to
advance innovation, make a greater
impact and improveoutcome.
CompuSystems has been servicing

the trade-show industry for 38 years.
Handling some of the industry’s big-
gest shows and events year in and year
out has put CompuSystems at the top
of its class. Providing the registration for
theestimated30,000attendeesand lead
retrieval for the estimated 1,000 exhibi-
tors of HIMSS adds to CompuSystems’
status as an industry leader.
CompuSystems services more TSNN

250andTradeShowExecutiveGold100
events than any other registration ser-
viceprovider in theexhibition industry.
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BE A PART OF THE
FOCUS SECTION ON
ENERGY MANAGEMENT

OCTOBER 13
Publication Date

SEPT. 26
Space Reservation

OCTOBER 1
Ad DeadlineContact Andy Zielonka Today!

630-955-3592 • azielonka@dailyherald.com

This focus section provides advertisers
targeted editorial content and the
opportunity to showcase their products
and services to potential clients.

Global forces and
challenging economic
conditions are key issues
that affect the energy
and utilities industries
and their impact on
business and consumers.
From sources to
generators, alternative
providers to users, we
run the gamut on energy
information. It will also
feature a list of local
energy providers.
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Coffee Break |

Want more? Visit dhbusinessledger.com for
an archive of past Coffee Breaks.

Q:Tell us about the company.
A: Paris Presents Inc. is transform-

ing into a high growth branded beauty
company with a fun, winning work
style. We were recently recognized by
Boston Consulting Group and IRI as
the fastest growing health and beauty
company under $1 billion, which
is very exciting. We attribute our suc-
cess to focusing on our three core
brands (EcoTools, Real Techniques
and Body Benefits by Body Image) as
well as leveraging consumer insights
and launching innovation that
delights our consumers.

Q: What is one funny thing that has
happened to you in your career?
A: We had an aggressive sales goal

for quarter one this year and I prom-
ised the team that we would bring in
Vienna Beef hot dogs when we made
the quarter. My brother is the presi-
dent of Vienna Beef so there was a
family connection! People were work-
ing extra hard to get those hot dogs.

Q:What’s new this year?
A: Our big innovation this year is

a new line of hair brushes under our
flagship brand, EcoTools. We know
that two big concerns for women as it
relates to their hair are: the amount of
time it takes to blow dry and the dam-
aging impact heat styling has on their
hair.
Our new high performance brushes

allow you to blow dry your hair in 20
percent less time, thereby reducing the
damage on your hair. There are five
new brushes in our lineup, each one
is geared to address a different hair
styling need including detangling and
adding volume.
All brushes are made with materi-

als that make women feel good about
buying them — bamboo handles,
repurposed aluminum ferrules, syn-
thetic, cruelty free bristles and they are
packaged in paper that is 80 percent
post consumer recycled and 100 per-
cent recyclable.

Q: Are you planning to hire addi-
tional staff or make significant capital
investments in the next year?
A:We are constantly looking for tal-

ent that will help us grow even faster.
Right now, we have a special focus on
building out our commercial team for
continued growth in the U.S. as well as
worldwide.

Q:Whatwas your first job?
A: A paper route for the Milwaukee

Journal.

Q: What will your company’s main
challenges be in the next year?
A: We are always looking for inno-

vative ways to help our consumers
look and feel more beautiful. We put a

strong emphasis on education.
We know that women are always

looking for information on how to use
make upbrushes.
We show them how via online tuto-

rials on ourwebsites andYouTube.We
are constantly striving to listen, learn
and be curious. As we say, “Beauty
starts with a Brush.”

Q: What is the hottest trend in your
industry?
A: We continue to see a lot of con-

sumer excitement around make up
with multi functional benefits, like
BB (beauty balm) and CC (color cor-
recting) cream.
To build on this trend, we intro-

duced an EcoTools brush specifi-
cally designed to work with bb and cc
creams— the Skin Perfecting Brush.

Q:Doyouhave a businessmantra?
A: Yes. “It’s a journey, not a

destination.”

Q:What is one interesting fact about
the company thatmostmay not know?
A: There is a huge penetration gap

between the number of women buy-
ing color cosmetics every year and the
number of women buying cosmetic
brushes.
Finding ways to fill that gap is one of

the things that getsme excited to come
here every day.

Q:What do youdo in your free time?
A: I enjoy laughs and fun times with

my wife and three children and hiking
withMaxx; ourGoldenDoodle.

Q:What book is onmynightstand?
A: “The Alliance: Managing Talent in

theNetworkedAge.”

Q:Whodo you look up to?
A: We gain insights from the larg-

est Beauty players such as L’Oreal and
Revlon plus firms such as YouTube
andGoogle.

—KimMikus

Patrick O’Brien, CEO of Paris Presents Inc., Gurnee

Make sure that your team is hungry to win
Patrick O’Brien
Chief Executive Officer
Paris Presents Inc.

3800 Swanson Court,
Gurnee Illinois
Industry: Manufacturer of
beauty accessories
Age: 55
Annual sales: $100 million
Number of employees: 100
Website: www.parispresents.com
Family information: Wife
Betsie, three children: Casey,
Kelsey and Michael

Q:What is one tip you would give a
rookie CEO?
A: Get the best team you can, don’t
compromise on your talent. Make
sure that they are hungry to win.
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Cover Story

By Anna Marie Kukec
Daily Herald Business Ledger Writer
akukec@dailyherald.com

The Polar Vortex may have frozen
the first quarter of the year in eco-
nomic time, but the rest of the year has
warmed up and likely will continue to
move forward, experts said.
Andbarring any global catastrophes,

our economy is set to keep moving
ahead and that could spell a profitable
year as we approach the fourth quarter
andhead to the finish line.
Even the Institute for Supply Man-

agement-Chicago Inc.’s business
barometer rose to 64.3 in August, com-
pared to 52.6 in July. That means busi-
ness activity in the Chicago area, espe-
cially in manufacturing, will continue
to climb. Yet while manufacturing has
been picking up, it isn’t necessarily
adding a lot of jobs at this point. Yet,
corporations are said to be doing well,
overall, and that could mean more
jobs down the line, experts said.
And once more jobs are created,

more money from consumers will go
back into the local economy, meaning
more purchases at retailers and ser-
vices,more homes acquired,more stu-
dents in college, and more construc-
tion on the horizon.
Still, consumer spending in the

United States dropped in July, for the
first time in six months, according
to a Bloomberg report. That should
keep analysts on their toes for a while.
But such a blip on the radar may not
impact the rest of the year. While we
focus heavily on the Chicago suburban
market, it’s not alone in the economic
world. What happens globally domi-
noes onto our country, state and local
region, experts said.
Here are some thoughts by Wall

Street analysts who view the world
through local eyes each day, and their
forecast for the rest of this year.

Diane Swonk, senior managing direc-
tor and chief economist at Mesirow
Financial
Q: How have things gone so far for

the economy this year, compared to
the sameperiod a year ago?
A: The Polar Vortex represented a

chink in the armor of an economy that
seemed to be healingmore rapidly late
last year.There is more optimism than
we saw a year ago, as hiring appears to
have more of a self feeding momen-
tum than we saw. That said, improve-
ments are easy to find when we are
comparing from a low base. We still

have a long way to go
to heal from the Great
Recession, and the
healing we are seeing
remains painfully high
inventories, but it is
occurring. A concern is
the euro zone, risks of
deflation, and the risks
to gas prices for Ger-
many and Italy asso-
ciated with Russia’s
incursion into the Ukraine. We are not
an island and can’t carry the flow of
the economyonour own.
Q:What do you expect regarding the

economy during the final quarter of
this year?
A: The stage looks set for the econ-

omy getting back to the 3 percent
range on growth. More importantly
is the composition of growth which
appears to be improving with invest-
ment finally picking up along with
spending by state and local govern-
ments. Most states, with some obvi-
ous exceptions, are running a surplus,
which is creating a tail wind instead

of headwind to growth; teachers that
faced draconian cuts in recent years
are finally being hired again.
Q: How do you see jobs/unemploy-

ment, manufacturing and other sec-
tors during the final quarter of this
year?
A: I think we have hit a point where

we can sustain somewhere between
220,000 and 250,000 average on job
creation. The critical issue is quality of
jobs being create. We have someman-
ufacturing picking up, particularly in
the transportation sector — autos,
trucks, rail. Still a little slower than I
would like in housing construction,
which is limiting the spillover effects
to construction materials and equip-
ment. It’s is positive, just not as much
as I would like for a manufacturing
boom.

Jack Ablin, chief investment officer,
BMO Private Bank
Q: How have things gone so far for

the economy this year, compared to
the sameperiod a year ago?

A: The U.S. economy is progress-
ing at an impressive clip, consider-
ing the situation in the global econ-
omy. Aggressively low interest rates
have helped propel asset values, like
housing and stock portfolios, and has
improved confidence incrementally.
Employers have created more than
200,000net new jobs eachmonth since
February and incomes are rising, albeit
slowly.
Q:What do you expect regarding the

economy during the final quarter of
this year?
A: We expect U.S. economic growth

to continue through the remainder
of the year. The direction of Europe’s
economy is an important influence,
however. Nearly half of large company
revenues are derived abroad. Recur-
ring weakness and the prospect of
sanctions against Russia is a real risk
to their recovery. The European Cen-
tral Bank has vowed powerful action. It
remains to be seen how effective their
effortswill be.

Economy warms up after Polar Vortex

Diane Swonk

D A I L Y H E R A L D F I L E P H O T O

Jack Ablin, chief investment officer for BMO Private Bank, says the U.S. economy is progressing at an impressive clip.
Local economists say things are picking up following the Polar Vortex.

Continued on Page 11
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Q: How do you see jobs/unemploy-
ment, manufacturing and other sec-
tors during the final quarter of this
year?
A: While we are creating jobs,

the quality of the jobs we’re cre-
ating is below what we’ve had in
the past. U.S. manufacturing has
rebounded, but it hasn’t created
many jobs. Investments in technol-
ogy and productivity enables mod-
ern manufacturing facilities to pump
out products with fewer people.
There are currently more than 8 mil-
lion fewer U.S. manufacturing jobs
than there in the mid-1970s. New
home sales are running about 500,000
units belowwhat demographicswould
suggest. That’s costing us about 1.2
million potential jobs.

David J. Klein, senior vice president/
financial adviser, The Auctus Group,
RBC Wealth Management
Q: How have things gone so far for

the economy this year, compared to
the same period a year ago? andWhat
do you expect regarding the economy
during the final quarter of this year?
A: We believe the economy has the

ability to grow above-trend in com-
ing quarters. We also
believe that Europe
should continue to
mend although their
recovery from their
recession has been
very sluggish. U.S. pro-
ductivity accelerated
sharply in the past
quarter which coin-
cides with a pickup
in overall economic

growth. GDP (growth domestic prod-
uct) which has been hovering around
an anemic growth rate of 2 percent
for the past five years was recently
revised upward to 4.2 percent for
the second quarter of this year.
GDP growth of 3 percent to 3.5 percent
per annumfor theU.S. looksachievable
through the next year or two at least.
Durablegoodsorders for Julygrewatan
impressive rate of 22.6 percent in July.
These numbers beat consensus
estimates.

Q: How do you see jobs/unemploy-
ment, manufacturing and other sec-
tors during the final quarter of this
year?
A:Not all sectors however are grow-

ing at the same pace. While home-
builder confidence was up, hous-
ing fundamentals are still somewhat
weaker than expectations. And,
while recent gains have been made
in autos and civilian aircraft, the larg-
est decline was inmachinery. But U.S.
corporations, as a whole, are doing
very well. Corporate earnings are
solid, and they are flush with cash on
their balance sheets.
The U.S. private sector, which com-

prises approximately 80 percent of
the economy, has already been grow-
ing at better than 3 percent each of
the past two years. Stronger growth
does seem to lie directly ahead.
For the S&P 500 companies, we

are projecting earning per share pro-
gressing from $110 per share last year
to an estimated $119 this year and
$130 in 2015. This latter figure is even
$4 below consensus estimates.

Thomas Rowen, director of
Institutional Portfolio Management,
Fifth Third Bank
Q: How have things gone so far for

the economy this year, compared to
the sameperiod a year ago?
A: At this point in 2014 the U.S.

economy has improved com-
pared to this same point in 2013.
After a weak first quarter due to bad
weather across most of the country,
second quarter GDP (gross domes-
tic product) grew by 4.2 percent. Even
though the first quarter could pull
down full year GDP to a level similar
to 2013, the reality is that the econ-
omy is growing at amuch better pace.
Employment continues to improve,
with the unemployment rate at 6.2
percent and weekly unemployment
claims now averaging below 300,000,
and both manufacturing and service
sectors are performing very strongly.
Even though consumer activity has
slowed a bit at the start of the third
quarter, we expect GDP to grow in the
3 percent range for the remainder of
the year.
Q: What do you expect regarding

the economy during the final quarter
of this year?
A: The final quarter of 2014

will likely be an interesting time
with the midterm elections and
the probable end of quantita-
tive easing by the Federal Reserve.
Still, with the underlying strengths in

employment, manufacturing, service
industries and the coming holiday
retail season, we expect the economy
to accelerate at a 3 percent or greater
pace.
Q: How do you see jobs/unemploy-

ment, manufacturing and other sec-
tors during the final quarter of this
year?
A: The recovery in U.S. employ-

ment is becoming highly evident.
Monthly job creation has been

consistently higher than 200,000
for months and weekly jobless
claims have trended down nicely.
We have no reason to believe that
will change going into the final quar-
ter of 2014, barring a severe geo-
political or other negative surprise.
U.S. manufacturing has been very

strong due to both domestic and
global export demand, and we con-
tinue to see re-shoring of man-
ufacturing to the United States.
Further, domestic energy pro-

duction is very healthy with
U.S. combined oil and natu-
ral gas production now surpass-
ing both Saudi Arabia and Russia.
Despite some slow readings in June,
U.S. housing demand has returned
to a healthy pace, which we expect to
continue for the foreseeable future.

D A I L Y H E R A L D F I L E P H O T O

Thomas Rowen, vice-president of Fifth Third Bank in Chicago spoke during a recent Business Ledger Newsmakers Forum
about banking and the economy.

Continued from Page 10

David Klein

Analysts see
positives in
coming year
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SalesMoves

Selling is a rigorous profession that
inherently drains energy from any
salesperson at a rapid rate. It takes an
incredible amount of focus and disci-
pline to be consistently successful and
salespeople must learn to recognize
when they are running on fumes.
I have just returned from a seven-

day fly fishing trip in Colorado. This
was my opportunity to unplug and
immerse myself in an activity totally
unrelated to selling. For five of the
seven days, I had no cell or Inter-
net services and was disconnected
from the fast-paced world I normally
inhabit.
The first few days were rough as I

was continuously wondering what was
happening in my company as well as
with my clients. I didn’t sleep and felt
like I should be working. On the third
day, I began to feel relaxed and was
able to focus on the purpose of the trip
… catching elusive rainbow trout. As I
stepped into the river, I felt an incredi-
ble sense of calm coming overme. I no
longer worried about anything except
reading the stream conditions, select-
ing the right fly andmaking the perfect

cast. With each
succeeding cast,
I began to exclu-
sively concen-
trate on the strat-
egy associated
with catching
fish. I changed
flies, reposi-
tioned myself in
the stream and
worked on my
“drift”. About
midday, I felt like

a weight was lifted off my shoulders
and no longer concerned myself with
business issues.
By the time I landed my first fish,

an 11 inch brook trout, I was totally
absorbed in the activity in front of me.
Six fish later, I realized I had walked a
mile downstream and darkness was
falling. I decided it was time to leave
and head back to the cabin. That eve-
ning, I sat on the front porch of the
cabin, lit a great cigar, poured a Crown
Royal and enjoyed an evening listen-
ing to the sounds of nature fill the air.
Four days later, I was a changed

man and felt a sense of renewal like
I hadn’t experienced in a long time.
I had stepped out of the sales world
and was no longer Bill Bartlett, train-
ing and development specialist. I slept
like I hadn’t in years and had the clear-
est thoughts I have had in a long, long
time. By the time I boarded the plane
to go home, I felt at peace.
You may ask, why I would write an

article like this in a sales column since
it appears to have little to do with sell-
ing? High performing salespeople live
in a world of constant activity, moving
from one selling situation to another.
This perpetual motion has a dulling
effect and eventually wears down the
senses.
My trip to Colorado was like a shot

of adrenaline to my existence. I came
back ready to finish the year strong
with amental sharpness I hadn’t felt in
a while. When I ask myself why it had
not occurred to me to do this more
often the answer was clear, it did occur
to me, I just hadn’t given myself per-
mission to do it. I convinced myself
that my job was to sell, train and
repeat. Just like the directions on the

back of a shampoo bottle: lather, rinse,
repeat.
I kept a journal of my thoughts and

would like to share a fewwith you:
1. Life’s too short. There is no better

time than now to enjoy the things we
love.
2. Balance doesn’t have to be the

first casualty of success. Physical and
mental balance are the key to sustain-
ing success.
3. I can give myself permission to

relax and plug regular time off into the
calendar at the beginning of the year
before it gets full.
4. Any machine needs a break or it

wears down. The brain, too, needs to
decompress or it becomes overloaded.
5. Productivity actually improves

when a restorative vacation is over!
Don’t wait until the signs of burn-

out are all around you. Take time away
from the job, unplug from technology
and refresh your mind. The benefits
are immeasurable. Go conquer your
worlds!
•Bill Bartlett ownsCorporate Strategies,
A Sandler TrainingCenter inNaperville.
Contact himat bbartlett@sandler.com.

It’s time to refuel the sales engine

BILL
BARTLETT

Sales start before your salesperson calls.

“I don’t know who you are.
I don’t know your company.
I don’t know your company’s product.
I don’t know what your company stands for.
I don’t know your company’s customers.
I don’t know your company’s record.
I don’t know your company’s reputation.

Position your business with the executive readers of the Business Ledger. We provide
access to decision makers through print, digital and events. For additional information
on our marketing programs, contact Andy Zielonka, Manager of Sales & Operations,
at 630-955-3592 or azielonka@dailyherald.com.

Now, what was it you
wanted to sell me?”
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923 S. Main Street • Algonquin, IL 60102
www.WolfAutomation.com • Sales@WolfAutomation.com

Tel: 847-658-8130 • Fax: 847-658-0960

HAVE YOU NOTICED THIS SIGN
AND WONDERED

 IGN STHISD OTICE NYOUVE HA

What do they do?
Marshall Wolf Automation is an industrial automation distributor for everything
from pushbuttons, circuit breakers and power supplies to light towers, variable
frequency drives and PLC’s-programmable controls.

Our company consists of three main divisions to better serve you:

• Outside sales force calls on local customers, whether OEM’s (original equipment
manufacturer) to MRO (maintenance, repair, operations).

• E-commerce site, www.WolfAutomation.com, ships from local stock worldwide.

• Systems Engineering Division (panel shop) that is an extension of many of our customers
engineering department.
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SuburbanBizTech

Rich
Klicki

DuPage County’s manufacturing technology
innovationcenterhas foundahome.
Rev3 Innovation Center, the suburban-based

business incubator being supported by the
county’s economic development group Choose
DuPage, is starting itself up within the Northern
IllinoisUniversity’sNapervilleCampus at 1120E.
Diehl Road. The center will lease a total of 9,500
square feet fromtheuniversity to setup shopand
growRev3’s vision of becoming the county’s pre-
miere place to help entrepreneurs develop and
grow new businesses in the manufacturing and
technology industries.
Thecenter recently openedabout 3,500 square

feet of the facility as a shared space area, which
provides desk space and facilities for members
to work and collaborate, according to Nic Zito,
Choose DuPage business
development director, who is
spearheading the Rev3 initia-
tive. In addition to the shared
space area, a fully-equipped
teleconference room that can
accommodate up to 55 peo-
ple is open to provide Rev3’s
upcoming classes, confer-
ences andmeetups.
Over the next several

months, the group will con-
vert the remaining 6,000
square feet of space into
shared and private office
space and collaboration
areas to meet the needs of its
membership.
The focal point of the new

facility, however, will be the
laboratory that will house the
equipment and tools needed
for new start ups to develop
their products. Bryan Gay,
Choose DuPage economic development direc-
tor, said the lab will eventually house a metal
shop,wood shopandelectronics lab.
The lab will be just off Rev3’s main entrance,

and a floor-to-ceiling windowwill be installed to
view thebuddingnewbusinesses atwork.
“You’ll be able to look inand see theworkhap-

pening,” Gay said. “You can see our entrepre-
neurs starting their businesses.”
The offices, shared work areas and confer-

ences roomswill bebuilt out in a fashion thatwill
allow Rev3members to interact with each other,
share knowledge and help one another in devel-
oping ideas into businesses. Zito and Gay point
out the goal is to provide entrepreneurs and start
up businesses in the suburbs with the services
and collaboration that incubators in Chicago
offerwithouthaving to godowntown.
“The idea is getting the community in here

and using the space ... collaborating together in

these groups,” Gay said. “This
is the first of its kind in the sub-
urbs where people can just get
together, talk shop and get their
workdone.”
Rev3’s interest has grown

since its start earlier this year,
Zito notes. The center cur-
rently has 10 members, but has
drawn interest from hundreds
since it began holding meetups
throughout the county to get the
wordout.
Now that Rev3 has a place

to call home, Zito expects more people who
expressed interest to sign up. Likewise, Gay adds
the facilitywill also helpRev3 in expanding its list
of corporate supporters beyond it current num-
berof 30.
“It was kind of a chicken-and-egg thing,” Gay

said. “Nowwe have the space andwe’re ready to
go.
“Now that they can get in here, they can touch

it, they can see it and I thinkwe’ll be getting a lot
of traction from it,” he added.
Membership in Rev3 starts at $200 a month

for a shared desk and additional amenities such
access to Rev3 programs and meeting space, a
mailboxwith aRev3 address and answering ser-
vices. A private desk is $350 a month. Once the
lab is open, Zito said, rates will be $350 amonth
for shared space and $450 amonth for a private
desk. Private office space will range from $800
to $1,000 amonth.

DuPage’s start-up center
gets started in Naperville

P h o t o C o u r t e s y r e v 3 I N N o v a t I o N C e N t e r

Rev3’s Nic Zito speaks to a group attending a recent training session on WordPress design at
Rev3’s new center in Naperville.

• Rev3 Innovation Center
has settled into about 9,500
square feet of space at the
NIU Naperville Campus, 1120
E. Diehl Road.
• The new facility will be
designed to develop a
collaborative environment
for suburban entrepreneurs
to develop and start new
businesses
Take a tour of the new
Rev3 Innovation
Center and hear from
a Rev3 member at
dhbusinessledger.com

TakeAways

It takes a ‘tech’ village
While the Rev3 Innova-

tion Center is getting finan-
cial and expertise support
from more than 30 corporate
and government supporters,
it’s success will depend on its
members.
Bryan Gay, economic

development director of
Choose DuPage, notes the
core of the Rev3 initiative is
to bring together entrepre-
neurs to share their experi-
ence and expertise with the
goal of developing their own
businesses.
“Thecommunity itself is the

ecosystem,” Gay said. “We’ll
provide a number of shared
services, but then again it’s
the community itself that will
provide the rest of it. They
learn to use each other and
grow as a group, as opposed
to individuals.”
In fact, the current

membership is helping shape
the development of Rev3’s
new home on the North-
ern Illinois University Naper-
ville campus, 1120 E. Diehl
Road. In addition to providing
sweat equity, such as helping
design and install the IT net-
work in the facility, members
have suggested ways of devel-
oping parts of the facility. For
example, Gay said, an odd-
shaped area with some dead
space will be transformed
into a digital studio, complete
with editing equipment and
green screen, for the creation
ofpodcasts or videos.
But it will be that sharing

among members that will
drive the center’s success,Gay
said.
“That’s what so great ... you

can come here without a skill
you have and find someone
else that’s proficient in it.”

Rich Klicki is Director of Content Development of the
Daily Herald Business Ledger. Follow him on LinkedIn,
Facebook and Twitter, or email your
business technology news to rklicki@dailyherald.com
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Health Care Reform

As the nation starts to sift through the Affordable
Care Act and look to the future of health care, one
thing is clear: the way providers charge consum-
ers and payers is going to change. The exact shift is
unknown but it is likely everyone (providers, pay-
ers, and consumers) will benefit. The current model
of payment is fee-for-service. In this model, provid-
ers such as physicians and health care institutions
bill their patients based on the quantity of services
(tests, procedures, office visits) provided rather than
the quality of those services. As expected, the fee-for-
service model provides the incentive for providers
to offer more treatments to patients in an attempt to
increase their profitability.
In comparison, the bundled payment model is

becoming increasingly popular among the payers,
ie insurance companies and employers, in that it
attempts to reduce costs. This model provides a sin-
gle predictable price for all services rendered rel-
evant to a specific surgery, for example. This may
include travel to/from your hometown to the health
care facility, review of your medical records, screen-
ing, testing, office visits, hospital stay, anesthesiology
services, prescriptions, postoperative care, tests, and
readmissionswithin a certain time-frame (such as 90
days).
Currently, institutions offering the bundled pack-

aging to employers or insurance companies are
limiting this option to very specific surgeries such
as orthopedic surgeries. This is for reason that it is

extremely difficult for an insti-
tution to determine their costs
of care, requisite for determin-
ing a profitable bundled pay-
ment price. Further, it is advan-
tageous to limit the surgical
offerings in order to establish a
well experienced team of pro-
viders that develop increased
positive outcomes which
reduces the overall cost of the
procedure.
How are payers, winners in

the bundled payment model?
Employers constantly strug-
gle with unpredictable health
care costs due to increased pre-
mium rates or poor provider
performance. Insurance com-
panies risk the same unpre-
dictability with the possibility
of having one poor outcome
patient costing the insurance company millions of
dollars.With the bundled paymentmodel, variability
is drastically reduced. Because of increased screen-
ing through the bundled payment model, many
unnecessary or wrongly diagnosed procedures are
prevented. Finally, because of the better outcomes,
employees are able to return to work at an earlier
date, increasing productivity in theworkplace.

So, you ask yourself: How are we, the consumers,
winners in the bundled payment model? Perhaps
most importantly to the afflicted, health care institu-
tions in all likelihood will increase expertise in spe-
cific procedures from an increased frequency. Sec-
ondly, employers or insurance companies provide

The implications of the Affordable Care
Act on businesses at large have yet to be
revealed. Costs began to reveal themselves
earlier this year when businesses with active
group plans received monthly invoices that
included passed-on fees from the health
insurance sector.
Though many businesses absorbed these

costs, others may have been forced to pass
them on to employees in the form of pre-
mium contributions. Given the complex-
ity of the law and its numerous changes and
deferred effective dates, it is no wonder con-
fusion looms on. As the January 1, 2015 com-
pliance date draws near, many businesses
with more than 100 employees are consid-
ering how to mitigate cost implications and
still remain competitive. Despite their des-
ignation as large businesses, many of these
businesses thrive with seasonal or part-time

workers and are not as able to easily absorb
cost increases into the revenue stream.
This complexity forces businesses to

review their staffing options as well as the
administrative burden of maintaining com-
pliance. The business challenge continues
to build as demographic shifts in talent force
small and large businesses to compete for
skilled employees. The total rewards often
round out the employee value proposition.
Total rewards collectively define an orga-
nization’s strategy to attract, motivate, and
retain employees. As insurance benefits are
a common factor, it is not easy for businesses
to just forsake their plans and pay the much
less expensive penalty fee.This can put busi-
nesses in a bit of quandary if they were not
already offering insurance to the majority of

Implications of Affordable Care Act still unraveling

• Reduced cost and increased quality of care for patients
• The shift from fee-for-service to bundled payments

The Winners and the Losers
How are the institu-
tions, such as hospi-
tals, winners in the
bundles payment
model? This payment
model encourages
hospitals to seek
designations as Cen-
ters of Excellence in
order to be attractive
to payers. JenniferHammer, executive director of the Illinois

Chamber ofCommerceHealthcareCouncil

Nicole Martin, CEO of HRBoost LLC in Libertyville

As the January 1,
2015 compliance
date draws near,
many businesses
with more than
100 employees are
considering how to
mitigate cost im-
plications and still
remain competitive.

Continued on Page 16

Continued on Page 17
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Wellness programs can offer incentives

It’s no secret that health insurance costs have
become difficult to manage for employers, and
in particular, to smaller businesses that don’t
have the same amount of resources as their larger
counterparts.
The average annual health insurance premium

is now $5,884 for employee-only coverage and
$16,351 for family coverage, according to a survey
conducted last year by the Kaiser Family Founda-
tion and the Health Research & Educational Trust.
That makes health insurance costs the second larg-
est expense after payroll formany small businesses.
However, as the health care reform law unfolds,

new and innovative options are becoming available
for small businesses.
These options usually come in the form of an

“Exchange.”
The basic idea behind an Exchange is that

health insurance should not be a one-size-fits-all
approach.
Exchanges, typically through an online platform,

give employees the ability to pick a health plan from
a number of different options. Employers typically
provide employees with a fixed contribution that
can be used toward the purchase of coverage, and
employees pay amounts in excess of the employer
contribution on their own.
Exchanges attempt to create a win-win approach

for employers and employees. Employers save
money because their contributions are fixed in
advance, and employees are provided with choice
so they can select a plan that meets their needs and
budget.

SHOP Exchange

The health care reform law created the Small
Business Health Options Program (SHOP
Exchange), which is currently available to busi-
nesses with up to 50 employees.

The SHOP Exchange offers a key feature that no
other Exchange platform can deliver. It allows eli-
gible businesses to take advantage of tax credits
for up to two consecutive years. The tax credits are
available on a sliding scale based on employer size
and average wages. The maximum tax credit can
be as high as 50 percent of the employer premium
contributions.
Unfortunately the SHOP Exchange has had some

delays and setbacks.
In particular, the ability to offer health plan

options from more than one insurance company
will not be available in Illinois until at least 2016.
Despite this delay, the tax credits may still provide
valuable savings.

Private Exchanges

Private organizations such as consulting firms
and insurance companies also have created their

own Exchange-type solutions. Most of the private
Exchanges early to market were built for larger busi-
nesses, but insurance companies are now leading
the way toward private Exchange options for smaller
businesses.
Many insurance companies are targeting 2015 for

the roll out of their small business Exchange plat-
form. Someof these
Exchange options will even include other benefits

employees can choose from including dental, vision
and life coverage.

Individual Health Plans

For small businesses that still don’t find these
new options affordable, there is another avenue to
explore.
That Exchange option consists of providingmoney

to employees and letting them obtain an individual
health insurance policy. This would allow employ-
ees to choose any plan in the individual market,
and it would let eligible employees take advantage
of government-provided premium and cost sharing
subsidies.
There are several benefits to this approach, but the

contribution to the employee will generally need to
be treated as taxable income.

Opportunities Abound for Small Businesses

While health plan affordability seems like it will
always be a challenge, there are several new options
for small businesses to consider.
In fact, there are more options than ever before.

It’s a good time to take a look at what’s out there,
especially with so many health plans coming up for
renewal on or around January 1st.

•David Lindgren is compliance officer at Flexible Benefit
Service Corporation (Flex) in Rosemont.

Three new insurance options for small businesses

David Lindgren, compli-
ance officer at Flexible
Benefit Service Corpora-
tion (Flex) in Rosemont

The basic
idea behind
an Exchange
is that health
insurance
should not be
a one-size-
fits-all ap-
proach.

their workforce prior to the law.
There is, however, a silver lining. Businesses can

integrate wellness strategies to not onlymitigate costs
but also improve employee productivity and well-
being in a number of ways. Wellness plans can cre-
ate a dual bottom line for employees and employers.
It seems evident that larger companies are the ones
primarily implementing more complex or outcome-
based wellness programs while roughly 50 percent of
all businesses have some form of a participatory well-
ness approach. All businesses should weigh the ben-
efits of a participatory wellness approach versus an
outcome-based wellness approach. All is well and
goodwhen it comes to improving culturewithpartici-
patory programs, but the return on investment is truly
found inoutcome-basedprograms.

The Affordable Care Act allows employers to offer
financial incentives to employees for participating
in a wellness program and meeting certain health-
related standards, with rewards of up to 30 percent
and potentially increasing to 50 percent of the cost of
coverage. Such rewards and programs must comply
with requirements applicable to health-contingent
wellness programs in addition to nondiscrimination
provisions.
A report from a study by the Rand Corp. earlier this

year cited that disease-management programs pro-
vided a much greater return on investment than life-
style management. More specifically, the return on
investment cited $136 per participating member per
month in contrast to $6 per participating member
per month. The report also found statistically signifi-
cant and clinically meaningful improvements among
program participants in exercise frequency, smoking

behavior, and weight control, but not cholesterol
control.
While return on investment means savings to an

employer, the results benefit the overall health of an
employee. It can be difficult for employees to find
time outside of work to exercise or prepare nutri-
tiousmeals. Giving employees the resources needed
to achieve their health goals could also translate
into reduced costs through factors such as fewer
health care claims, decreased absence due to illness,
and improved job satisfaction as it relates to total
rewards. A study released by the Society of Human
Resource Management last year cited the top three
benefits to leverage as health care, retirement plan-
ning, and flexible work arrangements. However, it is
important to note that preventive health and well-
ness continue to increase in importance.
•Nicole Martin is CEO of HRBoost LLC in Libertyville.

Continued from Page 15

HealthCareReform
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HealthCareReform

incentives to the consumer/patient
that chooses the bundled payment
option.
These incentives include such fea-

tures as the elimination of any and all
out-of-pocket costs.
The employer or insurance com-

pany will also cover the patient’s
travel costs.
Additional advantages to the con-

sumer include the elimination of
confusion during the entire process.
For example, there is likely to be a
single point of contact at the hospi-
tal or institution that will guide them
through their medical procedure and
stay.
As we all know, the health care

industry is ever evolving and chang-
ing and any measures that reduce
the confusion associated with it will
be welcomed with open arms by the
patient or consumer.
How are the institutions, such as

hospitals, winners in the bundles
paymentmodel?
This payment model encourages

hospitals to seek designations as
Centers of Excellence in order to be
attractive to payers.
In other words, these institutions

will have an expert team in specific

surgeries or
conditions.
This will

encourage their
employees and
providers to
reduce the cost
of health care by
providing higher
quality.
Hospitals will

also have the
potential to gain
domestic medi-
cal tourism con-
tracts with out-
of-state patients
who might oth-
erwise seek care
elsewhere.
Illinois is starting to see the trend

emerge away from fee-for-service.
For instance, Rush University Medi-
cal Center recently contracted with
a large employer, Whirlpool Corp.,
based in Benton Harbor, Michigan
for orthopedic and spine surgeries.
“The Rush program provides

employers and their employees
more predictability in costs and cost
avoidance related to unnecessary
procedures, increased employee
satisfaction with less out-of-pocket

costs, better
outcomes and
improved recov-
ery time, while
at the same
time creating
incentives for
Rush providers
to deliver high
quality medi-
cal services by
encouraging
collaboration
among physi-
cians and hospi-
tals,” said Kathy
Najarian, vice
president, con-
tracting Rush
Health.

Earlier this month, Blue Cross and
Blue Shield of Illinois announced
three new, strategic agreements
aimed at improving patient care
while slowing health care cost
trends.
“These (three new) arrangements

represent a continuing shift in the
evolving nature of how we pay for
medical services, and it moves reim-
bursement away from costly and
uncoordinated fee-for-service pay-
ments to those that are payments for

value,” saidWilliamPatten, divisional
vice president for Network Manage-
ment, BCBSIL.
“In addition, the arrangement

enables the providers to utilize clin-
ical data and best practices to help
drive medical decision-making,
enhance patient safety and improve
quality of care — all support-
ing the goals of better health and
improved outcomes for our BCBSIL
members.”
Point in case — if you’ve experi-

enced a significant medical event in
recent times and subsequently found
yourself sifting through a dozen or
more bills— then rejoice.
That may soon be a thing of the

past. As we continue our support for
the transition to the bundled pay-
ment model, the Illinois Chamber of
Commerce Healthcare Council will
continue to strive to connect payers
and providers.

• Jennifer Hammer is the executive
director of the Illinois Chamber of
CommerceHealthcare Council.The
purpose of the council is to develop
and take actions to achieve affordable,
accessible, efficient, high quality health
care for the employers and residents of
our state.

Continued from Page 15
LET US HELP YOU MANAGE

OBAMACARE

Email us at kmikus@dailyherald.com
with questions about the ACA. t
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the Newsmakers’ Forum. The list

will highlight our area’s largest

manufacturers.
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targeted editorial content and the
opportunity to showcase their products
and services to potential clients.

Contact Andy Zielonka Today!
630-955-3592 • azielonka@dailyherald.comRe
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HealthCareReform

In the employee benefits world,
the fourth quarter of the year is usu-
ally the busiest time. Many employer
health plans renew on January 1, and
that results in a flurry of activity in the
last few months of the year. In 2014,
the “fourth quarter” feels much more
like the fourth quarter of a cham-
pionship football game, where one
team trails the other by two points
and needs to march down the field
with time running out. Those types of
games can stretch a 15 minute quar-
ter of football into an hour of excite-
ment. It’s the same in the benefits
world where the fourth quarter began
in August, and will likely last well into
January.
The reason? The Affordable Care

Act goes into effect for a wide num-
ber of employers on Jan. 1, 2015.
With it comes virtually the entire
set of rules and regulations regard-
ing the employer mandate, which
requires employers to offer health
insurance that meets certain require-
ments regarding levels of coverage
and affordability. For some employers,
this represents nothing more than the

status quo; the
plans they offer
to their employ-
ees meet these
requirements. To
others, the man-
date represents a
major change to
theway they offer
benefits and,
importantly, who
they offer them
to. As is typical
with the ACA,

employers are also facing some new
paradigm shifts in theway they admin-
ister their benefits.
Most employers offer coverage

to “full-time” employees and have,
up until now, not had to deal with a
federal definition of what that term
meant. Forty hours per week is the
typical definition most Americans are
familiar with, but the ACA sets the bar
at thirty “hours of service” per week as
the standard full-time employee. That
is a significant change itself. On top of
that, however, the ACA also introduces
a new way employees are viewed:

once they’ve been employed through
a certain time frame, called a Standard
Measurement Period, they’re no lon-
ger considered to be full-time, part-
time, or any other status— they’re now
considered to be “Ongoing Employ-
ees” and must have their hours of ser-
vice measured on an annual basis
to determine their eligibility for the
upcoming year. Job title alone — long
used as a benchmark of eligibility — is
no longer meaningful when it comes
to health insurance benefits. As long as
someone accumulates enough hours,
they’re eligible for coverage.
Some employers are just now sit-

ting down with their consultants to
determine how best to abide by these
new rules and integrate new concepts
into their benefits packages. That is
good, as time is relatively short. Janu-
ary 1 may be when the mandate kicks
in for employers, but they cannot wait
that long to get the process in place.
Employers with plans that renew Jan-
uary 1 will effectively need to look
back to hours worked as early as Octo-
ber 2013 through September 2014 in
order to properly identify who to offer

coverage to effective January 1. There
are also rules regarding when employ-
ers can conduct their open enroll-
ments — there’s a 90 calendar day
window prior to the first day of cover-
age and employers will need to make
sure open enrollment happens during
that time frame. While this is typically
not a problem for small employers,
large employers often start their pro-
cessmuch earlier.
Starting early is allowed, but care

must be taken to ensure the employer
doesn’t cut the enrollment period off
too early.
Employers who haven’t started eval-

uating their workforce and benefit
plans in order to align with the ACA’s
requirements are like the team that’s
down two points with eighty yards
left and no timeouts. The two minute
warning has come and gone. There’s
still some time left, but it’s precious
and little. It’s time to embrace and
adapt to theACA’s changes.

•MarkLam is vice president, benefits
compliance atAssurance in Schaum-
burg.

The ACA paradigm shift — employee status

MARK
LAM

Themajor provisions of the Afford-
able Care Act took effect earlier this
year and we are seeing some obvious
trends emerging in the small group
market.
The ACA defines the “small group

market” as businesses with 50 or
fewer full-time equivalent employ-
ees. A full-time employee is defined
as someone working 30 hours a week
or more and all employees, even
part-time, are counted toward this
number.
It’s important to note that more

than 78 percent of the of the nation’s
28 million small businesses have no
employees. Of the 22 percent that do
have employees, approximately 85
percent offered health insurance in
2013.
The majority of small businesses

came into 2014 with the intention
of keeping their group health plan,
as health insurance is still a key
driver in attracting and retaining key
employees. Currently, it appears that
the majority of small businesses have
held true to this, with the following
trends emerging:
The first trend is that very few

grandfathered plans remain. Grand-
fathered plans are those that were

in place prior to
the Affordable
Care Act being
signed into law
on March 23,
2010. These
plans have to
comply with
some but not
all of the provi-
sions of the Act.
If you do not
know the sta-

tus of your plan or which parts of the
law affect your coverage, you can call
your insurance carrier or broker for
guidance.
Secondly, many small employers

took advantage of the early renewal
option in 2013 and, therefore, have
the opportunity to renew their cur-
rent, non-grandfathered, group
health plans on Dec. 1, 2014. This
means non-grandfathered plans
have another year to transition. By
the end of 2015 there will only grand-
fathered or Affordable Care Act
plans.
Small businesses are being diligent

and looking to compare their options
and costs. As a broker, the greatest
value that I provide to my clients is

help in understanding of what their
current plan covers and comparing
that with their Affordable Care Act
plan options. It is important to con-
sider the needs of the business, as
well as, their employees.
Some small businesses are also

exploring self-funded plan options.
Self-funding in the small group mar-
ket has changed dramatically over
the last few years and is not as pro-
hibitive as it once was.
It can be a very good solution for

some employers and I suggest busi-
ness owners discuss this option with
their broker. Not all insurance com-
panies offer this option and the plan
design can vary across carriers, with
the greatest difference being in how
any dividends are paid out.
Another trend that is emerging is

an increased interest in gap plans
that help reduce the group health
plan out-of-pocket costs. There is
also increasing interest in telemed-
icine and voluntary benefits that
enhance the employer group health
plan with little or no cost to the small
business owner.
While many small businesses have

maintained their group health plans,
some elected not to. This is most

common when the business has
fewer than 10 employees. The dem-
onstrated trend in this category is
to opt out of providing group health
benefits and to forego the adminis-
trative and compliance burden that
is associated with offering group
benefits.
The ACA now allows employees to

purchase individual health plans on
a guaranteed-issue basis and with-
out exclusions. In some cases, the
employees find that they can qualify
for a premium tax credit; this results
in a win-win for both the employer
and the employee.
Lastly, the role of the benefits bro-

ker is changing and we are being
tasked to educate both employers
and employees on the Affordable
Care Act. While the majority of provi-
sions are already in place, some pro-
visions of the Act take effect in the
future.
This evolution will continue to

be a hot and complex topic. Hav-
ing a trusted broker to help your
small business navigate the chang-
ing health insurance landscape can
make all the difference.
•Carrie Espinosa ofHorizonBenefit
Services.

How the ACA is affecting small businesses

CARRIE
ESPINOSA
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Wintrust Financial is a proud sponsor of Chicago Gourmet.
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Continued from Page 3

having enough kids to replace our-
selves,” he said.
Applegate also agrees with Roo-

sevelt University President Chuck
Middleton’s assessment that urban
campuses are having more success
attracting students than those in the
suburbs.
One reason why, according to con-

ventional wisdom, is that members

of the Millennial generation -- those
born between 1980 and 2000 -- are
less interested in the suburban image
of a housewith a yard and commuting
towork by car, he said.
“The collar counties of Chicago are

suffering a bit, but Chicago itself is on
the upswing,” Applegate said.
He hopes the effect of this “reverse

migration” won’t be like that of the
original suburban growth that began

in the 1950s, to the detriment of the
inner city left behind. Applegate said
he doesn’t want to see the suburbs
hollowed out by a full-scale return of
business and educational institutions
toChicago.
In hopes of reversing the trend and

making their campuses more attrac-
tive to today’s students, suburban
schools are turning to specialization.
Benedictine, for example, is

constructing a new College of Busi-
ness building, opening in the fall of
2015. Officials hope the business
school attracts students in the same
way as Roosevelt’s College of Phar-
macy in Schaumburg.
On the other hand, North Central

College in Naperville required only
marginal expansion of its recruitment
efforts towindupwith its second-larg-
est freshman class this fall.
Their success came in spite of a

dwindlingnumber of high school grad-
uates in the Chicago area that is being
recruitedmore aggressively by colleges
in other parts of the country, particu-
larly the Northeast, said Marty Sauer,
North Central’s vice president for
enrollmentmanagement andathletics.
“I think North Central has always

had a good understanding of its place
in themarket,” Sauer said.
Tom Karow, Roosevelt’s assistant

vice president of public relations, said
the university’s entry into the health
care sector through the College of
Pharmacy three years ago was a stra-
tegicmove that reflected the changing
times.
“Roosevelt University has always

geared its academic programs to the
marketplace, and this has been espe-
cially true in the Northwest suburbs,”
he said in an email. “In the mid-1990s
when the campus opened, we served
many of the large employers in the
area, a number of which had corpo-
rate reimbursement programs.”
But beginning in 2002, in response

to a recession, many corporations and
suburban school districts eliminated
tuition reimbursements or greatly
restricted them,Karow said.
Harper College spokesman Phil

Burdick said the Palatine-based com-
munity college has been struggling
more with enrollment in its adult pro-
grams for those 25 and up than with
traditional 19- to 25-year-old students.
Reaching out to older students

has become a new area of focus for
Harper, Burdick said. As a taxing
body, the college can’t simply aban-
don a segment of its mission to serve
the public, he added.
Harper will miss the relationship

it’s had with Roosevelt’s Schaumburg
campus, Burdick added. About 100
Harper graduates each year transfer to
Roosevelt to continue their studies --
making it about the fifth or sixth most
popular choice, he said.
What’s happening to suburban uni-

versities is having an impact on their
host communities as well, Gregory
said. He believes educational institu-
tions are like the gyms of their com-
munities -- where their future work-
force “works out” and trains.

Top Story
Roosevelt: Millennials less interested in suburban experience

Thursday, October 2
11:00 a.m. – 1:30 p.m.
OAK BROOK HILLS RESORT
3500 Midwest Rd, Oak Brook

11:00 a.m. Registration & Networking
11:30 a.m. Buffet Lunch
12:15 p.m. PRESENTATIONS/

PANEL DISCUSSION
1:30 p.m. Adjournment

RSVP by Sept. 29 at dhbusinessledger.com

CORPORATE SPONSORS

PRESENTING SPONSORS

Discussion Topics:
• Manufacturing - An economic
revival.

• Attracting skilled workers – a
major issue

• What’s driving the surge in
manufacturing

• Global business concerns
• Expanding overseas – pros
and cons

PRESENTED BY PARTNERS

David T. Carlson
Senior Vice President
Marsh USA Inc.

Michael M. Massaro
CPA, CGMA, Partner
Porte Brown LLC

David Boulay
President

Illinois Manufacturing
Extension Center

The Technology &
Manufacturing Assoc.

Valley Industrial Assoc.
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In partnership with the DuPage Convention & Visitors Bureau In partnership with Meet Chicago Northwest

Learn what it takes for a successful meeting, luncheon, conference, retreat or party.
The Chicago suburbs have a wealth
of facilities and accommodations

to meet any needs — large or small,
business or personal. The 2014

Hospitality EXPOS will showcase
the best that the suburbs have to offer.

You’ll have the opportunity to
meet with more than 150 local

representatives who can help you
plan your next meeting or event.

Last year, more than 1,500 people
registered to attend!

Come for the food, come for the
refreshments, come for the terrific raffle
prizes, but come to the 2014 Hospitality

EXPOS. Registration is required—
visit dhbusinessledger.com.

You have two EXPO* events to choose
from, each featuring complimentary
food and beverages from the best
restaurants and venues in the area.
Call Chris Craven at 630-955-6161

for details (and packages).

…and, that’s just the beginning! don’t MISS the EXPOS of the YEAR…

Thursday,
November 13th
3-7:30 pm
TheMeadows Club,
Rolling Meadows

Thursday,
October 9th
3-7:30 pm
Abbington Distinctive
Banquets, Glen Ellyn
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Philanthropy

Today’s most successful nonprofits
in the Chicago area have a clear mis-
sion, a knowledgeable and diverse
board, a fine-tuned strategy, and
an accommodating financial pro-
file. Moreover, they’re prudent about
securing credit while maintaining a
financially-stable organization. As
senior vice president, client manager
at Bank of America, I haveworkedwith
nonprofits for 10 years in the health
care and institutional sector.
Currently, throughout Illinois we’re

seeing considerable interest from non-
profit organizations, including cul-
tural institutions and social service
organizations. Cultural institutions
that have either deferred maintenance
or expansion plans typically have
high capital needs and have histori-
cally relied on a generous donor base.
Meanwhile, social service organiza-
tions’ increased needs are a result of
various unmet needs of communities
within the state. Whichever the type
of organization, there are key funda-
mentals that nonprofits should keep in
mind to ensure financial success.

Nonprofits are businesses:While there
are clear differences in resources and
missions, nonprofits should never-
theless adhere to rigorous business
management disciplines. Banks look
at nonprofits no differently than any
other business requiring financial

support. Strong
ma n a g emen t
and a successful
history are key
factors, especial-
ly when trying
to establish the
reliability of an
uncertain source
of repayment.

Ensure the or-
ganization has
a clear financial

strategy:Thecore of all nonprofits is to
deliver upon their mission and serve
their key constituents. This requires a
sound financial strategy that is con-
sistent with its mission strategy. How-
ever, sometimes the financial strategy
does not take into consideration the
resources needed and the current fi-
nancial situation of the organization.
Nonprofits must be deliberate in pur-
suing their mission under a financial
lens for success and should revisit
their long term financial strategy on
an annual basis.

Question if a loan is right for the orga-
nization: For any organization, a thor-
ough evaluation of strategic spend-
ing and access to capital is critical.
Market pressures, however, will often
shortchange the process which may
lead to a rushed decision. Within the

nonprofit sector, it may be even more
important for organizations to be
cautious when committing to capital
spending before a project is fully eval-
uated. A large part of this evaluation
entails reviewing the project against
the donor base, financial resources,
strategy and mission, and not over re-
lying on any one resource, long term
forecasts or even a pending capital
campaign.
Management and Finance Com-

mittees need to feel confident with
the resulting forecasts and capital
campaigns. In fact, most lenders will
require campaigns to be substantially
complete before discussing borrow-
ing alternatives. After a full assess-
ment the organization will be better
able to assesswhether borrowing is the
appropriate strategy for them.

Keep thinking toward the future: In
the last three to five years, as we’ve
worked through recessionary pres-
sures, the mindset of the industry
has shifted. Nonprofits, like all busi-
nesses, are finding ways to be more
efficient with limited people and re-
sources and are quickly adopting
technology that was accepted earlier
in other industries. One example is
the rapid move toward a paperless
environment by adopting electronic
payments saving both time and mon-
ey needed in a paper-based process.

Further, nonprofits are taking advan-
tage of other new technologies such as
online banking and remote deposits,
and redeploying resources as nec-
essary to ensure financial success.
Adopting new ways of doing business
helps reduce costs ultimately paving
the way for an organization to achieve
itsmission.

Be deliberate in supporting the mis-
sion: Successful nonprofits, large and
small, are all very focused on address-
ing each need of the organization in a
deliberate manner. Nonprofits should
also be deliberate in building their
teams, maintaining their boards and
in choosing their partners by selecting
those that will best help it achieve its
mission.
Nonprofits are increasingly focused

on building diverse boards with mem-
bers of varying backgrounds, includ-
ing legal, finance and marketing, to
strengthen the professional coun-
sel needed for success. Likewise, the
selection of a financial service provider
should be one that truly understands
nonprofits as well as brings the skills
and resources needed to succeed.

•GregoryMojica, LakeZurich resident
and senior clientmanager at Bankof
America, is focused exclusively on the
health care and institutional not-for-
profit sector in theupperMidwest.

The key to financial success for nonprofits

GREG
MOJICA

James A. McClean, CPA

Aspen, Allan &Associates, Ltd.
616 North Court, Suite 130

Palatine, IL 60067
P: 847-358-3909
C: 847-707-0885
F: 847-705-4896

E: jim@AspenAllan.comCertified PublicAccountants
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recycle

relocate

remarket

Copiers, Printers, Computers & IT Assets
Secure Chain of Custody

Documented End-of-Life Data Security

224.214.3012
Email: JDATKULIAK@ARCOAUSA.COM
Lake County’s Only Certified Electronics Recycler

ASSET RECYCLING COMPANY OF AMERICA
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14,000 square ft. of meeting space

FREE Parking

All meeting space on one level

Convenient location at I-90 and Barrington Road
(20 Minutes from O’Hare)

Full service banquet and catering

Full service conference staff

In-house AV provider

Convenient loading dock access to the ballroom
for oversized items (vehicles, appliances, etc.)

FEATURING:

2401 W. Higgins Road | Hoffman Estates, IL 60169 | www.thestonegate.com| 847.884.7000

Call Eileen Quinn or Deanna Moser for details!
20 person minimum required. Not valid on previously booked events. Must mention offer at time of booking. Offer valid on meetings that are booked and take place by 12/31/14.

CONFERENCE & BANQUET CENTRE

THE

to book your meeting space

1 Call

Select the set-up of your flexible meeting
space with 14’-20’ ceilings and no
obstructions

Choose your menu from our All Day
Package, ½ Day Package or A La Carte
Options prepared by our full service
in-house kitchen staff

2

3

Plan your meeting details with your
dedicated Catering Manager

Arrive on the day of your program and
let our Banquet Staff and AV Department
handle the details

Relax and take care of business in your
seamlessly executed event

4

5

6

Keys to a Great Meeting

Special:
PICK A PERK PLUS complimentary WiFi for all

• Upgrade to Hot Breakfast Buffet • Upgrade Lunch Buffet
• Upgrade Afternoon Break • 10% Discount off AV
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Campaign 2014

In their words
The Daily Herald, the sister publication of the Daily Herald Business Ledger, asked the major two-party
candidates for governor to provide essays outlining their economic proposals for the next four years. Here is
what the candidates had to say.

PatQuinn,whobecamegovernor of Il-
linois in 2009, is seeking re-election tohis
second full term

“There are no shortcuts to any place
worth going.”—HelenKeller
From growing up in Hinsdale to my

days running cross country at Fenwick
High School to launching a grass-roots
organization — the Coalition for Polit-
ical Honesty — to achieve important
reforms and consumer protections for
the people of Illinois, this principle has
always been close to my heart. And it’s
served me well as your governor these
past five years.
When I took the oath of office, Illi-

nois was in a state of emergency. We
had two corrupt governors in a row, a
fiscal crisis caused by decades of mis-
management and the worst reces-
sion since the Great Depression. We
all knew that repairing damage that
had been done over decades would
not happen overnight. It would require
tough, unpopular decisions and it
would take time.
But I didn’t hide from those chal-

lenges — I tackled them. And we’ve
been getting the job done to turn Illi-
nois around.
I cut state spending by $5 billion,

attacked waste and fraud in Medic-
aid, suspended legislators’ paychecks
and refused my own to push through
pension reform and reduce the back-
log of unpaid bills. I enacted work-
ers’ compensation reform and unem-
ployment insurance reform to achieve
cost-savings and improve our business
climate. I did the hard things to stabi-
lize our finances that my predecessors
ignored.
But this wasn’t just about govern-

ment getting its fiscal house in order.
This was about creating the conditions
that encourage businesses to come
and thrive. Supporting job growth has
beenmy top priority. It’s about jobs —
andwe’vemade progress on this front.
Earlier in August, we received

encouraging news that our state’s
unemployment rate had fallen to 6.8
percent, the lowest in six years. In
the last 12 months, our unemploy-
ment rate has experienced its steepest
decline in 30 years.
According to Site Selection Maga-

zine, Illinois ranks third in the country
for corporate expansions and locations
(up two spots from 2012), and we lead
theMidwest in newbusinesses created
— more than 32,000 more businesses
are registered in Illinois today than in
2009. Based on the facts, Illinois’ busi-
ness climate has improved since I
took office and our economy contin-
ues to improve every day. More than
263,000 private sector jobs have come
to Illinois since our economic recov-
ery began — and we have more work
to do.
Entrepreneurship and innovation

are growth industries in Illinois. As
your governor, I have invested heav-
ily in job training to keep our work-
ers’ skills at a top-notch level, and I
directed the largest road construction
program in the country to improve

See QuInn on Page 26

Quinn: Economic future
is in creating jobs

BruceRauner is theRepublicannomi-
nee for IllinoisGovernor.

It hasn’t been an easy five years for
the people of Illinois.
Pat Quinn promised to make things

better for you and your family. He
promised to create jobs, invest in
schools and end the culture of corrup-
tion that landed his two predecessors
in federal prison. But Pat Quinn didn’t
keep his promises.
Instead of delivering jobs and qual-

ity education, Quinn delivered record
tax hikes, high unemployment, mas-
sive education cuts and lower take-
home pay. Instead of reform, Quinn
spent five years preserving a broken
system and now finds himself under
federal investigation.
It’s time to shake things up in

Springfield.
Over the summer, I presented a

series of structural reforms that, taken
together, will transformour state.
To get there, we need tomakemajor

changes to our tax and regulatory
structures — and we need to invest in
innovation, workforce development
and small businesses of all kinds. If
we fundamentally shake up our state’s
jobs climate,we canbringback Illinois.
That starts with rolling back the

Quinn-Madigan 67-percent tax hike
over the next four years — lowering
your state income tax from 5 percent
to 3 percent. Pat Quinn’s tax hike costs
the average family more than $1,000
every year. But the true cost is even
worse.
Despite the damage already done,

Pat Quinn wants to break his prom-
ise and make his tax hike permanent.
That’s the wrong approach. We need
to get rid of the Quinn-Madigan tax
hike and I’ll get that done in my first
term.
No tax hurts middle class families

more than our out-of-control property
taxes. Illinois has some of the highest
property taxes in the country — and

they’ve gone up underQuinn. Inmany
cases, homeowners have seen their
property taxes rise even as their home
values fall. That’s outrageous, and Pat
Quinnhas done nothing to stop it.
Homeowners bear the majority of

the property tax burden in Illinois. In
2012, residential property taxes topped
$17.5 billion. According to the Tax Pol-
icy Center, the average homeowner in
Illinois paysmore than $4,400 in prop-
erty taxes each year.
We need a property tax freeze that

protects and empowers homeown-
ers. Before any community increases
property taxes, homeowners deserve
a detailed explanation as to how the
money will be spent and the oppor-
tunity to approve or disapprove at
the ballot box. My administration will
stand for a simple principle: no more
property tax hikes without taxpayer
approval.
We’ll also do much more to put

the interests of hardworking families
ahead of the special interests. We’ll
close tax loopholes for Big Oil, race-
horses, jet planes and yachts. We’ll
end Pat Quinn’s taxpayer handouts to
companies that lay offworkers. I will

See RauneR on Page 26

Rauner: Economic
future is in cutting taxes

Patrick Quinn

Bruce Rauner
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By Kerry Lester
Associated Press

SPRINGFIELD— An influential busi-
ness advocacy organization made its
first-ever endorsement for Illinois trea-
surer,choosingRepublicanTomCross,a
move that signifies the unusual intensity
of a normally lackluster race for the lone
statewideseatwithoutan incumbent.
Illinois Chamber of Commerce Presi-

dent and CEO ToddMaisch told report-
ers the group chose the treasurer’s race
because of the office’s expanding role in
thebusinesscommunity,noting that for-
mer treasurer Democrat Alexi Giannou-
lias and current Republican officeholder
Dan Rutherford — have “increasingly
become spokesmen for the fiscal integ-
rityof thestate.”
The group, which describes itself as

nonpartisan, supports Republicans’
efforts to lower taxes and opposesDem-
ocrats’ push to raise the state’s mini-
mum wage — both big issues in the
Novemberelection.
It’s only endorsed congressional can-

didates in recent years, but Maisch said
thegroup feels theneedto“engage

across a broader spectrum of
government.”
In endorsing the former House

Republican Leader, the group high-
lighted the Oswego attorney’s opposi-
tion to a tax increase and a proposal to
shift to a graduated income tax, plans
which have been supported by Demo-
cratic candidate and state Sen.Michael
Frerichs. Cross alsowas the 2012 recip-
ient of the chamber’s “Champion of
Free Enterprise” award.
Maisch called Frerichs, the former

Champaign County auditor, a “consci-
entious legislator” and praised his pro-
posal to extend enterprise zones, des-
ignated areas designed to encourage
economic development. However,

he said, the candidates’ “policy differ-
ences aremarked, especially in financial
areas.”
Cross pledged to use the office to

require the legislature to enact a bal-
anced budget, as well as to review state
financial documents to ensure their
accuracy.
Meanwhile, Frerichs campaign man-

ager Zach Koutsky said in an emailed
statement that Cross is the “ultimate
Springfield insider”whohas voted “over
the past 20 years with the special inter-
ests and against the interests of Illinois
families.”

In recentmonths, the treasurer’s race
has seen more activity than is usual.
Frerichs has far outraised Cross in fun-
draising, and reserved a $1.1 million
ad buy this week — one of the largest
commitments outside of the governor’s
race.
Cross, meanwhile, has been on the

offensive, accusing Frerichs of finan-
cial mismanagement in his previous
role as auditor, and highlighting a dis-
pute over unpaid taxes over Frerichs’
legislative office.
Frerichs has disputed the

accusations.

State chamber backs Cross for treasurer

26
D

A
IL

Y
H

E
R

A
L
D

B
U

S
IN

E
S
S

L
E
D

g
E
R

s
e
p
t
e
m

b
e
r

1
5
,
2
0
1
4

Quinn
Continued from Page 24

commutes and ensure efficiency in
shipping.
We’ve been especially active help-

ing companies expand in the sub-
urbs. I’ve had the honor to work with
such companies as Weber Grill in
Huntley and FER-PAL Construction
in Elgin, where our partnership has
been vital to their hiring. My admin-
istration has provided responsible,
targeted incentives to bring quality
jobs to Schaumburg, Bartlett, Down-
ers Grove and Naperville, to cite just
a few of our growth investments from
recentmonths.
But job creation is about more than

cutting ribbons or celebrating a par-
ticular company’s success. It is about
making the tough decisions to get Illi-
nois back on track, and that’s exactly
what I’ve done.
Today Illinois has a lower individ-

ual income tax rate than most states
and our overall business tax burden
is lower than about half the country.
If elected, I will hold the line on taxes
exactly where the current rates are
today. This will allow us to not only
provide property tax relief to home-
owners but also properly fund our
schools, which is critical to ensuring

Illinois’ economic competitiveness.
You wouldn’t know that from my

opponent’s ads, of course, but most
of what he says is in conflict with
basic facts. He talks about cutting
taxes, yet he wants to make people
pay a whole new tax on services that
have never been taxed before. He says
he’s against corporate welfare, yet
he’s profited from corporate welfare
throughout his entire career. He pur-
ports to want excellent schools, yet he
proposed a tax plan that would slash
education by $4 billion.
For all of his millions of dollars he’s

poured into the campaign, he hasn’t
bought a dime’s worth of good ideas.
With your support, I hope to con-

tinue our progress. I have proposed a
90 percent reduction in the filing fee
for businesses as part of my commit-
ment to help innovators set up shop
here. I supportmeasures that will give
small business greater access to job
training funds and to tax incentives
that will help themprovidemore jobs.
If I am honored to serve another

term as your governor, I will finish
what we’ve started, creating more
jobs, delivering stronger educa-
tion for our children and building an
economy that works for everyone —
not just the elite.
There is much more work to do but

it can be done. It’s what you demand
andwhat our children deserve.

Rauner
Continued from Page 24

veto special insider tax deals that
funnel your taxpayer dollars to a
select few corporations. And we’ll
modernize the sales tax. It doesn’t
make sense that luxury items like
charter jet services are untaxed
while you pay sales tax on neces-
sities like clothes, shoes and fur-
niture. I’ll protect middle class
families.
It’s no surprise the political

insiders and career politicians in
charge of Springfield oppose our
plan. They know the days of spe-
cial deals are coming to an end.
And they’re even more afraid of
our term limits initiative that puts
you, the people, back in control of
state government. Term limits will
encourage a citizen legislature. Pat
Quinn and Mike Madigan oppose
our term limits initiative but I
know you, the people, strongly
support it.
When I’m governor, we’ll root

out waste and reform our bro-
ken and outdated systems of gov-
ernment. We’ll make Springfield
more transparent and account-
able — eliminating political slush

funds and restricting outside
employment of legislative lead-
ers. We’ll consolidate local gov-
ernments, merge the offices of
treasurer and comptroller, over-
haul the government procure-
ment process and ensure our
social safety nets serve the people
who need them most.
Unlike Pat Quinn, I’ll actually

live in Springfield — so taxpayers
will no longer be forced to subsi-
dize the largest private jet fleet of
any state in America — a fleet I’ve
promised to reduce. I won’t take
a salary and I won’t take a pen-
sion. And unlike Pat Quinn, I’m
not running just to keep my job;
I’m running to make sure you can
always find one.
Now, you and I both know

that none of this will be easy. Pat
Quinn and Mike Madigan dug a
hole and kept on digging. But I’m
ready to roll up my sleeves and
work with anyone in this state
who shares my vision for a boom-
ing economy where taxes are low
and job opportunities are high —
where our children receive a world
class education and world class
job opportunities after that.
Time is running out. We need to

shake things up before it’s too late.
In November we’ll change direc-
tion — and then we’ll get to work.

Tom Cross Michael
Frerichs

Illinois Chamber of Commerce President and CEO Todd Maisch
said the group chose the treasurer’s race because of the office’s
expanding role in the business community, noting that former
treasurer Democrat Alexi Giannoulias and current Republican
officeholder Dan Rutherford — have “increasingly become

spokesmen for the fiscal integrity of the state.”

Campaign 2014
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71,500 PEOPLE EACH WEEK
NEED YOUR HELP.

September is Hunger Action Month.
Learn how you can help Solve Hunger in your

community at SolveHungerToday.org

$1 provides $8 of groceries
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Corporate Entertaining

By Tom Witom
Contributing Writer

Schnitzel Platz is gearing up for
Oktoberfest, its biggest shindig of
the year. The Glendale Heights res-
taurant, known for its authen-
tic German cuisine and imported
beers, has commemorated the event
annually since it opened for busi-
ness in 1998.
This year’s celebration will run

from Sept. 5 to Nov. 2, and the res-
taurant — owned and operated by
Wolfgang Beyer and his wife Elfriede
— offers diners a broad selection of
favorite entrees from schnitzels and
roasted pork with sauerkraut to sau-
erbraten and thuringers with potato
salad and fresh pretzel rolls.
Originally conceived as a festival

to mark Crown Prince Ludwig’s mar-
riage to Princess Therese in 1810, the
holiday was characterized by merry-
making: time off from work for dog
and horse races and other amuse-
ments including feasting and beer
quaffing.
“Today, Oktoberfest translates to

people having a good time,” says
Beyer.
In addition to the in-house fes-

tivities, 2014 again will see Schnit-
zel Platz’s participation in Glen-
dale Heights’ Oktoberfest from Sept.
12-21, where it will operate the beer
garden and food concession.
Beyer, who has spent his entire

career in food service, honed his
culinary skills in Germany, Switzer-
land and elsewhere and once was
chef-operator at the now-closed
Plentywood Farm Restaurant in
Bensenville.
He continues to tweak the menu

at his 165-seat restaurant, which is
open for lunch and dinner.
One recently added specialty dish

is the Prince Leopold Platter for Two
that features braised pork shank (a
favorite among customers) along with
the addition of schnitzel, smoked

pork chop, German chopped pork
and veal steak, bratwurst and smoked
Thuringer sausage. Sides include red
cabbage, sauerkraut and homemade
dumplings.
A second newcomer is the Kai-

ser in the Neighborhood entry,
prepared only for six or more din-
ers. Served family style, this dish
has braised pork shank at its cen-
terpiece plus smoked pork chops,
chicken and pork schnitzels,
fleischkäse and various sausages
and assorted sides.

Elfriede’s homemade apple stru-
del, fresh-made on the premises, has
a loyal following. Beyer adds: “We
also offer a special plum cake, a late-
summer/early-fall seasonal treat.”
Black Forest tort rounds out the des-
sert list.
Diners can expect to pay on aver-

age $10-$12 for lunch and $25 for
dinner, excluding beverage.
Schnitzel Platz doesn’t offer off-

site catering but on request will pre-
pare large pickup orders for parties
of 20 to 100.
Its kitchen also accommodates

advance orders for whole pigs, which
require six to eight hours’ roasting
time. Served in the restaurant on a
six-foot-long wooden board, the pigs
typically feed groups of 25 or more.
The charge starts at $25 per person
and includes side dishes.
While there is no private banquet

space on the premises, Beyer says
one can reserve a quarter or half of
the restaurant’s capacity for large
functions.
On Tuesdays, when the venue is

normally closed, its facilities occa-
sionally are booked for private
parties.
The full-service bar includes a

number of imported wines and
five German beers on draft, includ-
ing Oktoberfest from Hofbräuhaus;
Radeberger Pilsner from Saxony;
light and dark Hefe Weiss Bier from
Bavarian State Brewery Weihen-
stephan, and Spaten lager.
Local singer-musicians provide

entertainment Thursday through
Sunday, starting at 10 p.m.

Schnitzel Platz kicks off Oktoberfest festivities

M a r k B l a c k / mblack@dailyherald.com

Alpine Thunder members Gabe Kasperek and Cornell Schumacher perform tradi-
tional German music at the Schnitzel Platz Restaurant in Glendale Heights.

For the third year the Village of Glendale Heights and Schnit-
zel Platz Restaurant are presenting the Glendale Heights Okto-
berfest at Camera Park, 101 E. Fullerton, fromSept. 12-21.
The restaurant will run the beer garden and food concession.

Some of the dining options include, pork shank, schnitzel sand-
wich with grilled onions, bratwurst, half-pound burgers, roasted
chicken and large hot pretzelswithmustard.
Three German beers — Original Hofbrau Oktoberfest, Wei-

henstephan Hefe Weiss and Schöfferhofer Grapefruit Weiss —
aswell as premiumwine and soft drinkswill be served by dirndl-
dressed servers.
A special reservations-only VIP package— tables for 10 at $60

to $80 a person depending on the day — includes VIP seating,
parking and a full-service restaurant-style meal including appe-
tizer, entree and twodrink vouchers.
Strolling “oompah” players, AlpineThunder, Paloma and oth-

ers will perform. Children’s activities will be available on site,
weather permitting.
The event will be open from 5-10 p.m. Mondays-Thursdays; 5

p.m.-midnight Fridays; noon-midnight Saturdays; and noon-10
p.m. Sundays.

a third time participant

SCHNITZEL PLATZ
RESTAURANT

729 North Ave.
Glendale Heights,
(630) 942-9900
www.schnitzelpltz.com
www.schnitzelplatz.com

Hours: Sunday- Monday and,
Wednesday-Thursday, 11 a.m. to 9
p.m.; Friday-Saturday, 11 a.m. to 10
p.m.
Popular items: Pork shank, petite
pork and veal burgers
Also: Full bar. Entertainment
Thursday-Sunday night. Free
parking.
Accepts: Reservations, Major credit
cards.

M a r k B l a c k / mblack@dailyherald.com

Wolfgang Beyer owner of Schnitzel Platz Res-
taurant offers corporate dining options.



I spend a lot of time talking with
U.S. companies with revenue of
$10 million to $1 billion about their
international business and the
impact their foreign currency pay-
ables and receivables have on their
bottom lines. Often I hear, “Mitch,
wedoall of our overseasbusiness in
U.S. dollars (USD) so we don’t have
any risk.”But this is notnecessarily true.
Although aU.S. companymay be buying or selling

goods and services abroad inUSD, there is a very real
exchange risk.
To understand the risk, look at the transaction from

the perspective of the overseas supplier or customer.
For example, say a suburban Chicago-based com-
pany is purchasing product from a supplier in China.
When the contract is negotiated and payment terms
are reached, the Chicago-based company is invoiced
in USD. When the company in China receives USD
payment, they will have to convert USD to their
local currency which is Chinese Yuan (CNY). As the
USDCNY exchange rate fluctuates, the profit margins
will increase or decrease when viewed from the over-
seas supplier.The risk is that as CNY strengthens and
the Chinese company receives much less CNY than
anticipated. Often times this leads them to increasing
the price of their product. So the Chicago-based com-
pany could bemaking consistent purchases and pay-
ing more for the exact same quantity of goods. Above

is anexampleof fluctuations:
As you can see, the Chinese supplier has been

receiving substantially less CNY as it has appreciated
versus USD. Consequently, the Chicago-based com-
pany received notification that their 5,000 units of
product with an invoice date of 11/16/13 will have a
price of $1,085,000, an 8.5 percent increase.This situ-
ation is based on a real scenario and I often receive
calls from clients asking about solutions for similar
foreign exchange challenges.
One popular solution is that the Chicago-based

company negotiates a contract in CNY to manage
their foreign exchange risk.TheChicago-based com-
pany may consider a product called a “forward con-
tract,” where a foreign exchange adviser provides the
company a contract to buy a specific amount of CNY
at a fixed-exchange rate to be delivered to their ben-
eficiary on a specific date. In other words, they are
locking up today’s exchange rate for future use and
there is no settlement until value date (also known as
delivery date).

There are many potential ben-
efits to this approach. First, the
Chinese company may provide a
price reduction due to the ease of
receiving its local currency. Addi-
tionally, the Chicago-based com-
pany knows exactly how much its
product will cost — allowing them
to fix its profit margins and budget

accordingly.
In today’s volatile foreign exchange markets, it

is imperative that all international businesses are
equipped to manage this exposure. Associated
Bank works individually with each company to help
understand its motivations and ensure that they
achieve themost profit.
(The information in this article is not tax or legal

advice and should not be construed as such. Nei-
ther Associated Banc-Corp nor any of its affiliates
give tax or legal advice. Consult with your tax and/
or legal adviser for information specific to your situ-
ation.This article is for informational purposes only.
The article does not create a binding contract on the
parties and does not impact terms and conditions of
applicable service agreements. Cases and examples
are illustrations only. Equal Opportunity Lender.
Member FDIC and Associated Banc-Corp. (7/13)
6323)
•MitchClements, senior vice president, foreign ex-
change sales and tradingwithAssociatedBank.

Managing the risks of foreign exchange rates

is exampleof fluctuations: accordingly.
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Banking& Finance

Product purchased Price in USD Invoice Date USDCNY CNY received by
Rate Chinese supplier

5,000 units of product $1,000,000 07/16/2013 6.1761 6,176,100
5,000 units of product $1,000,000 08/16/2013 6.1589 6,158,900
5,000 units of product $1,000,000 09/16/2013 6.1439 6,143,900
5,000 units of product $1,000,000 10/16/2013 6.1238 6,123,800

Live Entertainment by Bob & Hank
Every Friday, Saturday & Sunday
Alpine Thunder Thursday at 6pm

Hours: Sun, Mon, Wed, Thurs: 11am - 9pm
Fri, Sat: 11am - 10pm, Closed Tuesdays

Be Sure to Make Your Reservations Early!

schnitzelplatz.comschnitzelplatz.com

Sept. 5-Nov. 2, 2014

Li E t t i t b B b & H k

729 E. North Avenue
Glendale Heights

(630) 942-9900

ChefChef
Wolfgang’sWolfgang’s
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Networking | Notes of Congratulations Not on the list? Read more online:
www.dhbusinessledger.com

• Itasca-based First Midwest Ban-
corp has appointed Mark G. Sander
to its board of directors. Sanders cur-
rently is the company’s Senior Exec-

utive Vice President
and Chief Operating
Officer, and is a direc-
tor and President of
First Midwest Bank,
the company’s pri-
mary subsidiary.
He was appointed
to the class of direc-
tors whose term will
expire in 2015 and
will stand for re-elec-

tion as a director of the company at its
2015 annual meeting of stockholders.
Sander joined First Midwest in June,
2011 and has 34 years of commercial
banking experience, with over 25 years
in senior leadership positions.
“Since joining us, Mark has been

integral in the development and exe-
cution of our corporate strategies and
has contributed significantly to our
success,” said First Midwest Bancorp
President and CEO Michael L. Scud-
der. “This appointment will enable
Mark to provide additional insight
and value to us as a director of the
company.

•Meet Chicago Northwest, the des-
tination marketing organization for
Chicago’s northwest suburbs based
in Schaumburg, has named Heather

Larson, CMP to spear-
head the organiza-
tion’s sales efforts as
the newly-appointed
Director of Destina-
tion Sales.
Larson joined Meet

Chicago Northwest in
2010.
During this time,

she has worked as a
senior account execu-

tive specializing in corporate meeting
and convention sales.
Larson has been able to market the

northwest suburbs to meeting and
convention planners across the coun-
try through trade show marketing and
relationship building. Larson also sits
on the board of directors for Meeting
Professionals International’s Chicago
AreaChapter.
She is a commissioner with the city

of Des Plaines Special Events Com-
mission, and also volunteers as a Girl
Scout Leader andwith her church.
She lives in Des Plaines with her

husband and two children.

• United Stationers Inc. based in
Deerfield announcedPaul Barrettwill
serve as chief operating officer indus-
trial. “Paul has been president of our
janitorial and sanitation business, and
recently president of national and stra-
tegic accounts. I have the utmost con-
fidence in Paul’s proven ability to lead
growth organizations, leverage collab-
oration with our shared services, and
build a strong culture in our industrial
business,” said Cody Phipps, president
and chief executive officer.
In addition, the company appointed

Christian Wiltrout general manager
industrial, and Mark Prox as divi-
sional senior vice president of opera-
tions and location leader for the indus-
trial business in Tulsa.They will report
to Barrett.

•TheCollege of LakeCounty Foun-
dation announced Jamie Samsel of

Gurnee will become
its newdirector, devel-
opment. She will be
instrumental in exe-
cuting the founda-
tion board’s new
strategic direction
to grow funds avail-
able for scholarships
and grants by build-
ing philanthropic
relationships with

donors. She joins the foundation with
over 12 years of experience as a devel-
opment professional for educational,
grass-roots and national organizations
including Indiana University and the
Sierra Club. Samsel is a Lake County
native, having attended both Deer-
field and Stevenson high schools, as
well as the College of Lake County. She
holds an M.S. in recreation and parks
administration from Indiana Univer-
sity and a B.S. in recreation, parks and
tourism administration from Western
Illinois University.

• First Bank & Trust and its hold-
ing company, First Evanston Bancorp,
Inc., announced the election of Ste-
phenH.Hagerty to the board of direc-
tors to serve a three-year term, effec-
tive Sept. 1. Hagerty is the founder and
CEO of Hagerty Consulting, a com-
pany that consults with municipali-
ties nationwide on preparing for and
recovering from disasters. Hagerty is
also involved with many local non-
profit institutions.
He is a board member of Youth

Organizations Umbrella; executive
committee boardmember of Evanston
Investure; and past president of the
Evanston Chamber of Commerce. He
holds a Bachelor of Science and aMas-
ter’s in Public Administration from
SyracuseUniversity.

• Skokie-based LanzaTech has
appointed Gregg Clevenger chief
financial officer, responsible for lead-
ing all aspects of the company’s cor-
porate finances. Clevenger was most
recently executive vice president and
CFOofGXSCorp.
He has more than 25 years of inter-

national finance experience, having
served as CFO and board director of
both privately held and public com-
panies across the technology and tele-
coms sectors and as an investment
banker at Goldman Sachs andMorgan
Stanley in New York, Hong Kong and
Singapore. .

• Oakbrook Terrace-based Molto
Properties recently hired Anthony
“Tony” Cincinelli as director of con-

struction and develop-
ment. Cincinelli brings
more than 15 years of
engineering, construc-
tion and project man-
agement experience to
the company.
In the past decade,

he has supervised and
managed more than
$100 million in con-

struction projects throughout theMid-
west. He joins Molto from McShane
Construction Co., where he was proj-
ect executive and director of business
development.
Prior to joining McShane Construc-

tion, Cincinelli was a project manager
with Trammell CrowCo. inChicago.
He began his career as a field engi-

neer with Turner Construction. Cinci-
nelli holds a bachelor’s degree in civil
engineering with a minor in construc-
tion management from the University
of Illinois Champaign-Urbana.

• HR Green has appointed Ste-
ven Schwarz as a technical adviser.
Schwarz, originally from Palatine and
now a Cary resident, brings more than
15 years of experience in prestressed
concrete design, roadway, grading,
and drainage design and construction
toHRGreen’s TransportationBusiness
Linewhere hewillmanage awide vari-
ety of transportation projects. Schwarz
joins HR Green’s McHenry office with
an extensive background in construc-
tion, civil engineering and structural
engineering.
Additionally, he previously served as

the head of the Engineering and Draft-
ing Department at Prestress Engineer-
ing Corporation. Schwarz earned his
Bachelor of Science in Civil Engineer-
ing at Southern Illinois University at
Carbondale. In addition he is a mem-
ber of the Precast/Prestressed Con-
crete Institute and is an active partici-
pant in theCommittee onBridges.

Heather
Larson

Anthony
Cincinelli

Mark G.
Sander

Jamie Samsel

Business-to-Business Advertising Sales
Daily Herald Business Ledger, suburban Chicago’s premier business
newspaper, is seeking an advertising sales account executive.

Responsibilities include selling print and digital advertising, plus event
sponsorships, in an outside sales capacity to new and existing clients.
Previous sales experience is a must, preferably in a business-to-business
environment or in other forms ofmedia (print, niche, broadcast or Internet).

Based out of our Lisle office, Daily Herald Business Ledger publishes bi-
weekly. Our readers, and our clients are “C” level executives from suburban-
based businesses. As our Account Executive, you will be calling on business
owners, marketing managers and other top executives. You must be able to
prospect, qualify and build account relationships.

Compensation is a base and commission structure.

Check out our web site at www.dhbusinessledger.com to learn more about
our company.

Daily Herald Business Ledger is a division of the Daily HeraldMedia Group,
and offers a full package of benefits.

To be considered, submit your resume and cover letter with salary
o:t tenemirqure

m.coldrahelyai@dngaffist

M/F/H/VE/EO
.eduireqk rhecd cunrokgacl bnamirid canenrescugDr

ng ly
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Networking | After Hours
Email your event photos to afterhours@dailyherald.com.

View more pictures at
dhbusinessledger.com

using the QR code.

Familia Fresh Market, a newly renovated family grocery store
at 3308 S. Oak Park Ave., returned to Berwyn’s Depot District
with a focus on fresh produce, meats and an assortment of
dry goods. In partnership with the City of Berwyn and Berwyn
Development Corporation, Familia Fresh Market held a grand
opening recently.

Governor Pat Quinn joined Mayor Dave Kaptain and other Elgin
city leaders to celebrate the grand opening of Riverside Drive
Promenade in the heart of Elgin’s downtown riverfront.

The Schaumburg Business Association recently celebrated
the opening of At Home at 1325 N. Meacham Road along with
Mayor Al Larson, and Village Trustee Frank Kozak and Trustee
Marge Connelly.

Aurora Mayor Tom Weisner, left, and Sherry Eagle, executive
director, Aurora University Institute for Collaboration, partnered
to read the genesis of AU’s John C. Dunham STEM Partnership
School at a recent open house on the east campus. (Al Benson
photo)

The Orland Park Area Chamber of Commerce marked the one
year anniversary of Orange Theory Fitness with a ribbon cutting
celebration. From left are Orland Park Trustee Ed Schussler,
Brad Morris, Orange Theory Fitness; Barbara Morris, Orange
Theory Fitness and Orland Park Area Chamber of Commerce
President Rob Wehmeier.

Heather Warthen and Kelo-
ryn Putnam show off their
discoveries during the annual
Orland Park Area Chamber
of Commerce Fine Art Fair
held at Orland Park Crossing.
Warthen is chairwoman of
the chamber’s Fine Art Fair
committee and Putnam is the
chamber’s executive director.
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