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Half-way through 2004, NPI is on
target for at least a 50% increase in
membership in Florida. Kudos to our team
Regional Directors (2), Area Directors (9),
and more than 750 members working
together with enthusiasm to reach our
goals both personally and professionally
for 2004.

Watch the mid-year tally in Pinellas
County of our friendly inter-chapter
rivalry for growth. Remember big $$$’s are
on the line, not to mention bragging rights.

NPI’s monthly after hours continue to
be a great opportunity for meeting
members of the other chapters while
increasing your own sphere of influence.
The June and July socials will be held on
the third Wednesday of the month, look
for announcements at your chapter
meetings. See you there!!!

The Director’s
Chair

Inside Network Ink. . .
Chapter Chatter ............................................................................................................. 2

NPI Members — Have You Ever Considered Team Marketing? ........................................ 3

Hire Your Kids This summer & Save Taxes ...................................................................... 4

Even Dr. Phil Has a Coach .............................................................................................. 5

What Is a Public Adjuster and Why You Need One ......................................................... 8

COOPETITION................................................................................................................ 8

How Important Are Your Credit Scores ........................................................................... 9

Bevv Beirl Takes Seat on the Board of PACE Center for Girls ........................................... 9

Don’t Fight City Hall Join Them .................................................................................... 10

While we enjoy our summer vacations,
so you don’t forget to network, an exciting
contest kicks off on July 4 until Labor Day
(Sept. 6) for members in Pinellas, Pasco,
Broward and Miami-Dade Counties. Any
member who sponsors 2 or more members
will receive $100 in cash from NPI. The
member who sponsors the most new
members will receive an additional $250
cash bonus. All winners will receive a free
business card size ad in Network Ink (with
the top winner enjoying a half page ad).
Area Directors excluded.

For Area Directors in Pinellas, Broward,
Pasco and Miami-Dade, the A.D. who has
the most new members join will receive
$250 cash in addition to their current com-
pensation.

Go team and thanks for all you have
done for NPI so far this year!!!!
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Kathy Gunderman
President
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26242 US Highway 19 North • Clearwater, FL 33761
727-723.1988 • Fax 727-723-8550

www.embroidmeline.com • clearwater@embroidme.com

• Embroidery • Screen Printing • Promotional Items
• Printed T-Shirts • from 1-10,000 • In-House Design

• Golf/Polo Shirts • Personalized Gifts • Sports Apparel
• Uniforms • Hats
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Isotonix®

Dietary Supplements
Drink your vitamins

ELSIE B. DeMOND
Phone: 727-527-9495

Cell: 727-215-7150
Email:

 Jazz.demo@tampabay.rr.com
www.jazzdemoforyou.unfranchise.com

Message from Hillsborough
Shelley Campbell, Regional Director

It’s June and networking is HOT in Hillsborough!  On May
14 nearly 50 members met for our first Networking Seminar.  It
was a motivating morning with member speakers Dr. Saralee
Fackelman with Personal Growth Coaching, Inc. speaking on the
28 Principles of Attraction for Success along with Terry Wood
and Joe Combs with Peak Performer, Inc. leading us in a reveal-
ing exercise on Creating All-Star Teams.  Our day was rounded
out by our very own Dan Doody presenting New Member Train-
ing and a session of Power Partner Networking.  If you missed it
this time, we will do it again.

I am so pleased to announce our first Area Director, Rick
Alvarez.  He has been a strong networker with NPI since Octo-
ber 2002 and will initially be working with the Downtown and
Town & Country chapters as he builds his Financial Advisor busi-
ness with Met Life.  Welcome, Rick!

We have a new chapter practically in my back yard. The
12th chapter in Hillsborough, the Valrico chapter, meets for lunch
on Wednesdays, 11:45-1:00, at 902 East, 902 E. Brandon Blvd.
Who do YOU know, like and trust who could become a contrib-
uting member of this chapter?

Taking the cue from our Executive Director, I would also like
to announce our “Summer Sponsors” Contest, July 4 - Septem-
ber 6 Labor Day. Any member who sponsors 2 or more members
will receive $100 CASH from NPI and the member who sponsors
the most new members will receive an additional $250 CASH
BONUS.  All winners will receive a free business card size ad in
Network Ink with the top winner receiving a half-page ad. The
summer is getting hotter!

Energetic, Enthusiastic, Ambitious.  Dedicated to building
Relationships, our Businesses and our Chapters.  That’s who we
are in Hillsborough.  Come take a look.
Palm Beach County
Charlie Martin, Regional Director Palm Beach County

This has been a very exciting quarter and we look forward to
enjoying even more success in the months to come.  Network
Professionals, Inc., has played a huge role in networking activi-
ties throughout Palm Beach and Broward County beginning with
the South Florida Business Expo that brought in at least six mem-
bers to our chapters.  Also, attending the Fast Pitch Networking
activity has done equally well in bringing in new members.

The growth we are experiencing is making the entire Net-
work Professionals network a very strong organization.   I chal-
lenge everyone to go to the website when you are looking for a
service not in your chapter - use the search category (found in

the Members and Chapters link) to find those who are nearest
you to meet your needs.  Those with unique categories, make an
effort to call the President of a chapter and set up a visit.  What
a great way to utilize the value of NPI.    “Remember a Member”

I have added a new Area Director.  Peter DeJoseph, President
of the Wellington Chapter, and Mortgage Broker for that chapter,
accepted the position of Area Director for Central Palm Beach.   I
am very fortunate to have Claudia Camacho (Grown Bank) and
Peter working together to add new chapters to our success story.
Peter will be adding the Jupiter Chapter and the Downtown WPB
Breakfast Chapter to our openings for the coming quarter.  He
already has members signed up for both chapters and is eagerly
searching for just the right places to meet.

This quarter -Claudia Camacho opened the Lake Worth West
Lunch Chapter, while I focused on launching the Clematis Street
Downtown Lunch Chapter and the Ft.Lauderdale Lunch Chapter
- all adding to the expansion NPI is experiencing this year.

We launched the Delray Beach Breakfast Chapter in April
and what a launch it was!  So many of my other chapter mem-
bers rallied to the launch giving accolades about what NPI is
doing for them in their chapters.  Because of this, the Chapter
has made a quick jump-start and has already established it’s
officers and the referrals are racing around the table.   President
Neil Nicolosi (State Farm Insurance) and his team are into some
great marketing plans for each other.

Two Chapters, the Boca Mizner Breakfast Chapter and the
Boca Glades Lunch Chapter have celebrated anniversaries this
year.  Leading these two chapters are Presidents Dr. David Maklan
and Bruce Silver (respectively).  These chapters are establishing
themselves in the networking world and the bonding that is tak-
ing place is producing the type of referrals that means success to
all.

The annual Spring Fling brought members of the Broward
and Palm Beach County together for the 2nd year and lots of
good networking took place at this event.  Please check out all
the photos in the following pages.

As I tell new members, the annual fee of NPI is buying you a
ready made sales staff.  Just as you have to train your sales staff,
you must train your fellow members in your products and ser-
vices.  This is what you think about when you offer your
infomercial and your presentation.  Teach us how we can sell
your product.  Tell us who are the best referrals for you.  Tell us
new things as they happen.   How many times have we heard “I
didn’t know you did that” after a presentation.  Get together with
your fellow members for coffee and talk about your businesses.

The secret to “networking” is working!   It’s working for me.....
is it working for you?
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NPI Members – Have
You Ever Considered
Team Marketing?
By: Dale W. Hutchings, APR
St. Petersburg Downtown Breakfast Chapter

    Recently I did a newsletter for fellow NPI member and
client Dr. John  Ferullo, DDS, MS, a St. Petersburg dentist
in the Bank of America Tower Building. The newsletter was
mailed to residents living in the downtown area.  To mea-
sure the effectiveness of this publication, I recommended
that Dr. Ferullo include in the newsletter a trivia contest.
Readers were asked to answer 10 true or false questions
and either mail or bring in their entries to Dr. Ferullo’s
office.  From those who correctly answered all 10 ques-
tions a winner was drawn.  What the winner would re-
ceive we decided was a fruit basket from Wilson-Lentz
Florist, another NPI member in our chapter.  When I asked
Liz Leber, owner of the shop, if she would team-up with
Dr. Ferullo for this promotion she was all for it.
    In mid-May a young woman, Tracey J. Gross, a health
services representative with the Florida Department of
Health, who had mailed in her entry was drawn as the
winner of the contest.  On the day Tracey was awarded
her big fruit basket at Dr. Ferullo’s office, her first com-
ments after walking into the dental office to Florist Liz Leber
were, “Oh, what a lovely fruit basket.  Thank you so much.
I want you to know I am getting married. I want to hire

Dental Trivia Contest
Winner Tracey Gross,
center, receives a giant
fruit basket, from St.
Petersburg Dentist Dr.
John A. Ferullo, left, and
Liz Leber, right, president
of Wilson-Lentz Florist,
who donated the winning
prize.

NPI Members contd. on 11

you, Ms. Leber, to do the flowers for my wedding.”
    A short time later she had yet another surprise.  This
one was for Dr. Ferullo.  It went something like this.  “Oh,
what a beautiful dentist office you have.  I want you to
clean and whiten my teeth so I’ll have a great smile when
I get married.”  Just like that  Dr. Ferullo got a new patient.
    The purpose of this little success story is to convey to
you the importance of what I call “team marketing” within
NPI.  A vast majority of us are small businesses.  We don’t
have big marketing budgets. But by working as a team
whenever possible with one or more NPI members, bring-
ing to the team our time, talents and a portion of the dol-
lars necessary for a particular marketing endeavor, end-
less possibilities await us that will benefit everyone on our team.
    Many of our chapters have a multitude of health care
professionals. Why go it alone when you participate in a
health fair?  Why not instead share the cost of a booth
with one or more other NPI health care professionals in
your chapter or from other chapters?  Better yet, why not
organize a health fair with several other NPI health care
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NEW BUSINESS TODAY
Business-to-Business in Palm Beach County

Christopher R. Freeman
Associate Publisher

7101 Eagle Terrace • Wests Palm Beach, FL 33412
T: 561.493.8919 • F: 419.844.0812

chris@newbuisnesstoday.com
www.newbusinesstoday.com
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RealtorCAST
The Integrated Marketing & Listing

Solution for Realtors

Peter Chiddy
President

Phone: 813.994.6646 • Fax: 813.994.6646
Email: peter@realtorcast.com
http://www.realtorcast.com

Hire Your Kids This Summer and
Save Taxes
by Thomas Wagner, Jr., C.P.A., C.V.A.
Program Chair for the Wellington Chapter

Here’s a great tax-saving idea for those who have teen-
agers who can work part-time in their businesses. Hire
the kids as legitimate employees. This strategy works best
if your business operates as: A husband-and-wife part-
nership (owned only by you and your spouse). A husband-
and-wife Limited Liability Company (LLC), which is treated
as a husband-wife partnership for federal tax purposes A
sole proprietorship. A single-member LLC, which is treated
as a sole proprietorship for federal tax purposes. This same
strategy also works well (though not quite as favorably)
for other types of business entities, such as a C or S cor-
poration, a partnership or LLC that’s not owned strictly by
a husband and wife. Let’s first see what happens in the
best-case scenario: the husband-wife partnership or sole
proprietorship.
As long as your employee-children are under age 18, wages
paid to them by the business are not subject to Social Se-
curity, Medicare, or federal unemployment (FUTA) taxes.
The news gets better. For 2004, a child can also shelter up
to $4,850 of wages from federal income tax with his or her
standard deduction. Bottom line: Your child will probably
owe little or no federal income tax at the end of the year.
Your side of the deal is equally appealing: You get a busi-
ness deduction for money that, as a parent, you probably
would have given your child anyway. This write-off re-

duces both your federal income tax and self-employment
tax bills. Your adjusted gross income (AGI) is lowered, which
means there is less chance that you'll be subject to unfa-
vorable AGI-based phase-out rules.
Meanwhile, your child can save some, or all of the wage
money, and invest it. The investment earnings and gains
will be taxed at your child’s low rates, usually no more
than five percent on long-term capital gains and qualified
dividends and no more than ten or fifteen percent on ordi-
nary income from interest and short-term capital gains.
(This assumes the "kiddie tax" doesn’t apply to your child’s
investment income). With good planning, some of this in-
vestment income can eventually be used to pay part of

U.S.
Merchant Services

Steve Norell
Account Executive

(772) 220-75515 • Fax (772) 223-7121
215 S. Federal Highway, Suite 200

Stuart, Florida 34994

steven@usmsllc.com

Law Office of David J. Ventura, P.A.
Personal Injury, Family Law & Civil Litigation

David J. Ventura
Board Certified Civil Trial Lawyer

Mizner Park Office Tower
225 N.E. Mizner Blvd., Suite 200, Boca Raton, FL 33432
Telephone: (561) 620-2657 • Facsimile: (561) 620-2658

dventura@pifamilylaw.com
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Michael Eisenrod & Ginger Eisenrod
Licensed Real Estate Broker                     REALTOR®

(561) 210-0506
WWW.Eisenrod.com

21312 St. Andrews • Boca Raton • FL 3433
Toll Free: (800) 226-6583 • Fax: (516) 210-0505

Cell: (561) 789-6632 • info@Eisenrod.com
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Hire Your Kids contd. on 9
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JULIA GALPIN REALTY, INC.

Julia Galpin
Broker - CRS, GRI. LTG, SRES, ABR

30347 US 19 N., Suite • Clearwater, FL 33761 • (in the Countryview Center)
email: julia@juliagalpin.com • web: www.juliagalpin.com

Residential Sales Specialist
Multi-Million Dollar Producer

24 hour line (727) 789-0555
Toll Free (877) 581-0411

Cell (727) 458-3014
Fax (727) 786-9532
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Even Dr. Phil Has a Coach!!!
By Sara Fackelman--Personal Growth Coaching, Inc.
Plant City Chapter, Hillsborough Region
     So just what is personal and/or business coaching?
Imagine a locker room and the coach of the football team
giving a few words of encouragement before the big game.
The team would not go out on the field without having a
coach to help them win.  The same goes for your personal
life and/or your business.  Coaching encourages the de-
velopment of an intimate relationship and to form a part-
nership that facilitates the growth and goal achievement
of the client.  In order to achieve a goal, we must first
conceive the idea, create a plan and know what it is we
want.  Having the idea is the first step in creating what we
want. We then must create a plan of action that will make
it possible for us to reach the goal.  But this is not enough.
It doesn't stop there.  The only thing that will move us
forward beyond a strong desire, is action itself.  By taking
action, we create the movement that is necessary to make
things happen.
     Hopefully, you are reading this and thinking, "So what?
I know this."  I think we all know this:  Action brings re-
sults.  The problem is that somehow just knowing it isn't
enough.  Knowing that we need to take action and actu-
ally taking action are two different things.  Most people
know what they need to do.  It is the not doing that gets in
the way.  What happens to many of us is that fear steps in
the way and stops us from moving forward.  We have to
face that fear and move forward.  Coaching clarifies where
you are now, helps you create what you would like to
achieve, have in your life or who you would like to be.  It
involves helping you develop strategies and specific ac-
tion steps to get there and to define success in your own
terms.  A coach often provides or facilitates clarity, sup-
port, accountability, focus, inspiration, challenge, lightness,
and direction.
     Coaching is not therapy, counseling or psychology, al-
though it draws from a range of disciplines.  Coaching is
more concerned with results rather than understanding or
processing.  The focus is on ACTION!!!  Coaching focuses
on the future rather than the past and takes people who
have achieved many of their goals in life and helps them
become exceptional.  A coach does not provide subject

PROPERTY DAMAGE?

Call...

Sunshine Adjustment Corp.
727.781.1572 • Cell 609.509.9677

Smoke • Fire • Smoke • Lightning
Wind • Water • Hail

Why Do You Need a Public Adjuster?
The insurance company hires

professionals to protect their interest,
so should you!

• Fee Consultation & Review of Your Home Owners Policy
• We’ll Get You the Maximum While They Offer the Minimum!

We Don’t Get Paid Unless You Get Paid!
 Licensed & Bonded in FL & NJ Ask for Mike

Even Dr. Phil  contd. on 11
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NOLAN’S
AIR CONDITIONING, INC.

Licensed & Insured A/C Contractors
CAC039709

Nolan Reif
35426 U.S. 19 N., #222
Palm Harbor, FL 34684

(727) 734-5700
Mid Pinellas (727) 399-1609

Fax (727) 738-5500
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Atlantic
Mortgage Loans, Inc.

13575 58th St. N. • Suite 128 • Cleawater • FL 33760

(727) 784-4667
Fax (727) 784-4887

KATIE HAWTHORNE
Senior Loan Officer
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LOIS K. HOWARD
Manager

15310 Amberly Drive, Suite 165, Tampa, FL 33647
813-632-7997   Fzx 813-975-2922   Cell 813-363-4204

lhoward@fountainheadtitle.com           www.fountainheadtitle.com

Hector Deleon, Palm
Beach Preferred
Chapter member (World
Class Entertainment and
evening's DJ) with
Andrew Hulbert also of
the Palm Beach
Preferred Chapter, and
his wife Kathleen of the
Wellington Chapter

Charlie Martin, Regional Director,
surrounded by Presidents Tom Kriete, Peter
DeJoseph (new Area Director), Claudia
Camacho (Area Director) Dr. Makland and
Bruce Silver at Spring Fling.

Dr. Shawda Morena, Social Chair with
Kathleen Hulbert, Membership Chair at the
Wellington Social event held at member Don
Carter's Bowling Center.

Greg Savidge, WPB Breakfast
Chapter and Brian Wheeler, PGA
Chapter speak with guest at recent
event.

Dan Doody's Goldmining Seminar with over 35
members and guest in attendance.

Connie Kros (Wellington), David Zatz,
(Boca Mizner) and Eric Jacobson, Area
Director Broward County

 David Zatz, Pam Orzan, Mr. & Mrs.
Don Wilk, Jordan Lechner, enjoy the
Mizner Chapter St. Patrick's day and
1st anniversary party of the Mizner
Chapter
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Toni Simon
Health and Nutrition Coach

4319 Tremblay Way
Palm Harbor, FL 34685

Home/Office: 727.934.2438
VoiceCom: 800.485.9027

fax: 727.934.5538

www.johnstownny.net\fitnessplus.html
email: tsimonjuiceplus@yahoo.com

www.juiceplus.com/+ts29912
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PROLINE SECURITY
24 Hour Central Station Monitoring

Residential & Commercial Security System

NELSON BUTERA
Cell: 813.267.2199

Monitoring: 800.447.9239 • Service: 800.428.2604
3001 N. Rocky Point Dr. East • Suite #200

Tampa. Florida 33607
www.prolinesecurity.com                                      Lic. # EF00001024
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Promotional Specialties
“The Best of Both Worlds...
        Price and Service”

Direct: 561.498.5541
Fax: 561.498.3154
Cell: 561.703.9696

Web site: www.PSpromos.com
E-mail: Sheryl@PSpromos.com

Sheryl Wilk-Sparrow

Dan Doody gives $25.00 gift certificate for
attendance award to Boca Glade's Chapter
President,  Bruce Silver and 0643, Michael
Eisenrod, Program Chair, Boca Glades
Chapter

Charlie Martin, Regional
Director is assisted by
Sheryl Wilk-Sparrow,

Boca Mizner Chapter during
the Spring Fling raffle of

door prizes.

Charlie Martin -
participating in

Chili Cook off (took
2nd place) for

Hospice Children's
Fund - sponsored

by the Ladies of
Harley, she is a

member

David Zatz, Dr.
Maklan, David
Ventura and
Darin Mellinger
view the tasty
chocolate treats
for the
anniversary
celebration.

Dr. Shawda Moreno ,
Cheri Knotterus,Tina
Kennedy and President
Peter DeJoseph at
Wellington's family
social evening.

Robert Zeigen,(Boca Glades) Gilbert & Lisa
Nau,(Delray Beach) Ana Bolanos (Boca
Glades) enjoy the 2nd Annual Spring Fling

Ana Bolonas (Boca Glades) Jordan Lechner
(BocaMizner) and Kathleen Hulbert
(Wellington) are hostesses with the mostest for
the Spring Fling

Eric Jacobsen and teh Coral Springs Chapter

The
Wellington

Chapter
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Behaviortest, Inc.
Psychological Profiling

Mario DeLara, Ph.D.

727.797.6121 • Fax 727.797.9480
P.O. Box 7807 • Clearwater, FL 33758
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COOPETITION
by Jane Bracken, Marill Security Services and Member of
The Wellington Chapter and PGA Chapter

No, this is not a typographical error but you won’t
find the word in the dictionary yet either.

Coopetition is a contraction, I suppose, of the words
cooperation and competition.  Let’s look at the definition
of the two words separately.  Cooperation is defined by
Webster’s as, “working or acting together for a common
purpose or benefit.” Competition is defined by Webster’s
as, “the act of striving to outdo another.”  Based on those
definitions, it is safe to say that these two words are ant-
onyms - opposites.  And, some would perhaps argue that
by combining these two words, we create something of an
oxymoron.  Well, I think we create a very interesting propo-
sition.

The definition of coopetition might be “working together
to outdo or improve each other for a common purpose or
benefit.”  The definition might be somewhat nonsensical,
but you can find some meaning in it.  Perhaps most im-
portant is the concept of a common purpose or benefit - a
goal.  Secondary to the concept of having a common pur-
pose is getting to the goal.  It is important that coopera-
tion forms the beginning letters of this new term because
essential to coopetition is the concept of working together.
What the new term takes from competition is the idea of
outdoing, performing beyond the current level of perfor-
mance.

Coopetition is something that we should all aspire to
bring into our work.  It is a healthy and friendly contest
among competitors that makes us all better at what we
do.  Even competing with yourself - to do a better job, be
more efficient, find ways to be more responsive - can bring
results to your client, your customer and your community.

What Is a Public Adjuster and
Why You Need One!
by Mike Gavlick, Sunshine Adjustment Corporation, Dunedin
Chapter

Are you a homeowner? If so, you more than likely have
homeowners insurance. Chances are you’ve dealt with your
homeowner’s insurance company, involving damage to
your home or personal property. After the experience, have
you ever felt cheated? Past history reveals that the insur-
ance company’s adjusters are trained to save the com-
pany money. Why shouldn’t you have an experienced ad-
juster who has expert knowledge on loss adjustments
working on your side? One who knows your homeowner’s
policy with all it’s “gray” areas.

Is your damage a result of a sudden and accidental
occurrence? Example: storm damage, fire, pipes burst, etc.
Or is it the result of a continuous and on-going situation?
Example: A slow leak in your drain pipe that only leaks
when you take a shower or do the dishes. Did you know
that your are not covered for a continuous situation?

When you notify your agent or company of a loss, it is
their duty to act promptly and fairly. The guide lines are
set forth within the conditions of a policy “which a home-
owner seldom reads”. These so called conditions are the
basis for payment and or denial of your claim. A licensed
and bonded public adjuster reviews your policy and is able
to read between the lines in regards to claims that may or
may not be covered. Once coverage is accepted by the in-
surance company, the public adjuster’s job is to obtain the
MAXIMUM amount recoverable thru the limits described
in your policy. The claim is basically handled from start to
finish by the public adjuster, including contacting the in-
surance company, preparing estimates, and meeting with
the insurance company’s adjuster and eventually negoti-
ating settlement to you claim. This removes the headache
from the homeowner allowing them to focus on their job
and family needs.

A professional public adjuster charges a small percent-
age of what the insured receives in settlement. They don’t
receive any fee until the insurance company actually is-
sues the check to you. So, basically, “they don’t get paid
until you get paid.” Their fees are usually “contingent”
and similar to how attorneys and realtors charge their fees.

What each homeowner needs to remember is: your
insurance company hires professionals to protect their in-
terest. WHY SHOULDN’T YOU?

SECURITY SERVICES
 Where your security is

our only business.

Jane E. Bracken, PCAM
Vice President

Residential Services

BROWARD 954-755-3773 • BOCA 561-939-1300
MIAMI 786-866-4000 • TOLL FREE 866-216-5347

FAX 561-939-1301

7000 WEST PALMETTO PARK ROAD, SUITE 400
BOCA RATON, FLORIDA 33433

A Division of  JMAR Group, Inc.
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Money Back
Guarantee

For safe, sensible, and
patented

weight loss

Mitch Garrison
Realtor

Direct: 813.263.6616 • Office: 813.584.0100 ext. 361
Fax: 813.864.2644 • Email: mitchg@realworkdsinc.com

Each office independently owned & operated
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The Art of Acupuncture
Peggy L. DeLara P.T.A, LAc., O.M.D.

Diplomat in Acupuncture

• Botanical Medicine • Physical Therapy
• Nutrition • Acupuncture • Bodywork

727.385.7528
3206 9th Street North • St. Petersburg, FL 33705

How Important
Are Your Credit Scores
by Christian Hering, National Credit Advisors,
Delray Beach Chapter Member

Credit scores weigh heavily on every critical aspect of
your life.  Lenders, landlords, employers, insurers, and fi-
nancial institutions all turn to the 3 major credit reporting
bureaus before making their decisions.  Unfortunately,
Experian, Equifax, Trans Union and the creditors that re-
port to them frequently make mistakes.  In fact, a national
study performed by the Public Interest Research Group
(www.pirg.com) found that 70% of credit reports contain
errors (!).  Fortunately for consumers, Congress enacted
the Fair Credit Reporting Act of 1996, which places the
burden of credit reporting proof solely on the creditors
themselves.  Effective credit repair companies utilize this
law to perform their duties and they are successful in re-
moving negative items from their customers credit reports.
When choosing a Credit Repair Company, look for positive
signs such as a 100% money-back guarantee and collec-
tion agency negotiation services.   An effective CRC plays
an integral role in your financial future, lowering your in-
terest rates and creating new opportunities.  National Credit
Advisors is one of the credit improvement companies that
takes care of just that for all their satisfied clients and their
clients.

B e v v Beirl Takes Seat on The
Board of PACE Center for Girls

B e v v Beirl, a long time advocate for empowering
young girls and women, and NPI member, was recently
elected to The Board of Directors of PACE Center for Girls,
Inc. PACE is a nonresidential, gender-specific program for
girls ages 12-18, who are experiencing difficulty or con-
flict in school and at home. PACE’s purpose is to intervene
and prevent high school drop-outs, juvenile delinquency,
teen pregnancy, drug and alcohol addiction, and welfare
dependency. PACE promotes and enables these young
women to complete their education, build self-esteem, and
develop personal, social and family relationship skills.
Building on this foundation, the students become produc-
tive citizens- through responsible decision making. There
is no charge for the students to  attend the centers. To get
-more information about PACE Center of Girls, Inc., please
call  or visit their website at: www.pacecenter.org

your child's college expenses, which means the savings
can stretch far into the future.

Another tax-smart idea: Have your child open a Roth
IRA and fund it with summertime earnings. They can use
these accounts to save money for college, a first home  and
even retirement. By socking away some of their earnings
in a Roth IRA, your youngsters can begin a savings plan
that can grow into a small fortune.

Hire Your Kids contd.from 4
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Tom Bannister
ASHI # 006204

Pinellas (727) 733-2435  • Hillsborough (813) 814-4449
518 Pinewood Dr., Oldsmar, FL 34677

Professional Home Inspections

“Dedicated to
Professional Service”

2234 Lithia Center Lane • Valrico, FL 33594

Pat Lathrop, Realtor® FRI, CSP

Broker Associate (813) 240-1086

Jim Lathrop, Realtor®

Broker Associate (813) 263-7984

Email: JimLathrop@Prodigy.net • On the web: www.PatLathrop.com
Fax: (813) 643-5776 • T/F (888) 270-7653 4/4
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Murdock Roofing, Inc.
“Roofing Done With Pride”
• Shingles • Tile • Torch • Wood Shakes

• Wood Replacement • Rubber

Free Estimates • Roof Inspections

Denice Lannon, Operations Manager

Cell: 727-439-7100

“Leak Repair Specialists”
Licensed & Insured • State Lic. # RC0067287

430 1/2 Douglas Ave. • Dunedin, FL 34698

Phone: 727-736-6824
Fax: 727-733-5394

Don't Fight City Hall... Join Them!
 by Bob Clark, Clearwater Printing
Downtown Clearwater Chapter

It's an election year. To some that's a huge turnoff. A
now deceased friend of mine used to re-read War and Peace
as his form of protest against the political system every
four years. But elections and politics are a fact of life in
America - Thank God!

The old maxim you can't fight City Hall couldn't be
further from the truth. What you need to do is join them!
What this means is get to know the people at City Hall or
get to know somebody who knows somebody at City Hall
(we use City Hall generically - the same applies to any
government agency). A few "best ways" to do this follow:

• Become familiar with government officials. How? Just
walk up and introduce yourself. Elected and appointed
officials appear at more events than you can shake a stick
at. Get to know them. If you have a specific issue you wish
to discuss, let them know. Public meetings are usually not
the best place to discuss issues because of time constraints.
But ask if you can call or  stop by their office and discuss
your issue.

• Support good candidates. Don't gripe about elected
officials who don't see business' point of view if you vote
for someone who has never made a payroll in their life.
How do you help? It's not always with your check book.
Candidates love folks who are willing to write letters on
their behalf, post a sign in their yard or work a phone
bank. Does working in a campaign buy you influence? No,
but at least local officials know your name when you come
knocking.

• Join your local chamber. Each of our local chambers
are active voices for their business members. Better yet,
join the government affairs committee or similar organi-
zation at the chamber. These groups deal on a day to day
basis with government - both staff and elected officials.
While on the subject of chambers, mark August 10th on
your calendar. That's the date of the Clearwater Chamber's
Politics in the Park at the Long Center on Belcher Road in
Clearwater. It's a great chance to network and meet virtu-
ally all the local candidates for office as well as some state
hopefuls.

• Finally, don't wait until you have a burning issue to

get to know City Hall. By then, it's often too late. Be proac-
tive about the people who represent you - and the people
who work for them.

(Bob Clark is President of Clearwater Printing and served
two terms as a Clearwater City Commissioner as well as Vice
Chairman for Governmental Affairs for the Clearwater Regional
Chamber of Commerce)

Remember

a Member

WAGNER & ASSOCIATES
CERTIFIED PUBLIC ACCOUNTANTS & CONSULTANTS

H. THOMAS WAGNER, JR., C.P.A., C.V.A.

12300 SOUTH SHORE BLVD.
SUITE 218
WELLINGTON, FL 33414

PHONE 561.204.5494
FAX 561.204.5495

TOM@WAGNERCPA.CC
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Kenneth L. Brown
Certified Public Accountant
Certified Valuation Analyst

• Business and Personal Income Taxes

• Small Business Accounting and
• Advisory Services

• Quickbooks Training and Assistance

• Business Valuations

• IRS Representation

15255 Amberly Drive, Tampa, FL  33647
813-978-1040

Schakolad®
Chocolate Factory

Handmade Fine Chocolate • Custom Chocolate Creations
Corporate Logos

118 NE. snd Street (Mizner Plaza)
561.362.6620 • Fax  561.362.6626

Email: BocaRaton@schakolad.com
www.schakolad.com

David Zatz

2/3

Northwood Plaza

2566D McMullen Booth Rd.

Clearwater, FL 33761

727-726-1600-

C-727-481-9884

Jerry Held
Massage Therapy

One Hour Massage $65.00

NPI Members $45.00

An Additional $10.00 Off

with this ad!

MA-34038 MM-11892

specific technical know-how or expertise, but helps you
find your own answers and actions to reach your goals.
Coaching  is usually done one session per week, by tele-
phone for 45 minutes and uses e-mail in between ses-
sions.  U.S. News & World Report published that coaching
was the runner-up for hottest consulting field in the U.S.
in 1997.  Coaches follow a certification process and re-
spect the Code of Ethics for Professional Coaches.  The
International Coach Federation and the International As-
sociation of Coaches are the major professional organiza-
tions for coaches and are innovative in designing the
credentialing process.

Even Dr. Phil  contd. from 5

Remember a Member

NPI Members contd. from 3
professionals and then invite other health care companies
to also participate?  This will give you, the NPI members
participating, more control over the event as well as pro-
vide more marketing dollars to promote the event to as-
sure its success.
    Another example of team marketing would be for sev-
eral NPI members in home-buying/home improvement to
do a “Home Expo” together. Possible team members for
such an endeavor might include: a realtor, an appraiser,
an architect, a home inspector, a mortgage writer, a roofer,
a home improvement/handy man and a title insurance
attorney.
    Get the point?  Good.  Then start thinking today how
you might work with other NPI members within your chap-
ter and other chapters to make the most of “team market-
ing.”  It may be the wisest marketing decision you make
this year in improving your bottom line.
    Note: It should also be pointed out in the opening sce-
nario presented that Dr. Ferullo’s newsletter was truly an
NPI project.  Besides the writing and photos I took for it,
the publication was designed by NPI member Kim Anton
and printed by NPI member Accent Printing.

Dale W. Hutchings operates his own public relations, mar-
keting and advertising firm and specializes in “out of the box”
marketing. No stranger to marketing communications, he has
been in this challenging business for 30 years.



Your Newsletter
Designed by

(727) 539-7110

Remember

 Our

Advertisers

Network Professionals Chapters
PINELLAS/PASCO
Countryside “Sunrise”
Tuesdays, 7:30 a.m.
Denny’s, Countryside

Seminole Breakfast
Tuesdays, 7:30 a.m.
Perkins

Tarpon Springs Breakfast
Tuesdays, 7:30 a.m.
Buddy Freddy’s

Palm Harbor Lunch
Tuesdays, 11:45 a.m.
Perkins

Icot Lunch
Tuesdays, 11:45 a.m.
Tucson’s Restaurant

East Lake Breakfast
Wednesdays, 7:15 a.m.
Maccaroni’s Cafe

Downtown Clearwater
Breakfast
Wednesdays, 7:30 a.m.
Clearwater Country Club

Yacht Club Breakfast
Wednesdays, 7:45 a.m.
St. Petersburg Yacht Club

New Port Richey Breakfast
Wednesdays, 7:30 a.m.
IHOP

Dunedin Lunch
Wednesdays, 11:45 a.m.
Kally K’s

Mid Pinellas Lunch
Wednesdays, 11:45 a.m.
Tuscon’s

Clearwater/Largo
Breakfast
Thursdays, 7:15 a.m.
Ronnie’s

St. Pete Downtown
Breakfast
Thursdays, 7:45 a.m.
St. Petersburg Yacht Club

Winners Circle Lunch
Thursdays, 11:45 a.m.
Steak & Ale

Tri City Lunch
Thursdays, 11:45 a.m.
Beef O’Brady’s

St. Pete Business Builders
Breakfast
Fridays, 7:45 a.m.
Denny’s, 34th St./50th Ave.

Central Clearwater
Breakfast
Fridays, 7:45 a.m.
Golden Coin

Largo Breakfast
Fridays, 7:30 a.m.
Panera Bread

Contact Dan Doody
(727) 946-0772
Dan@npiflorida.com

HILLSBOROUGH
New Tampa Breakfast
Tuesdays, 7:30 a.m.
Call for Location

Soho Lunch
Tuesdays, 11:45 a.m.
42nd St. Bistro

Brandon Metro Breakfast
Wednesdays, 7:45 a.m.
Mimi’s Cafe, Providence

University Lunch
Wednesdays, 11:45 a.m.
Ruby Tuesday, Univ. Mall

Valrico Lunch
Wednesdays, 11:45 a.m.
902 East, Brandon Blvd.

North Tampa Breakfast
Thursdays, 7:30 a.m.
Perkins, Bearss & 1-275

Town & Country Breakfast
Thursdays, 7:30 a.m.
Perkins, Waters & Anderson

Contact Lizette Cruz
(305) 385-6156
Lizette@npiflorida.com

PALM BEACH
Clematis Street Lunch
Tuesdays, 11:45  a.m.
Maison Carlos, WPD

PGA Lunch
Tuesdays, 11:45 noon
Abey Road Grille, PBG

Boac Mizner Breakfast
Wednesdays, 7:15 a.m.
Levy’s on the Park, Boca Raton

Lakeworth West Lunch
Wednesdays, 11:45 a.m.
Palm Beach Golf & Country Club

Ft. Lauderdal Sunrise Lunch
Wednesdays, 11:45 a.m.
IL Mulinos, 1800 E. Sunrise

Boca Glades Lunch
Wednesdays, 11:45 noon
Pete’s Restaurant, Boca Raton

Delray Beach Breakfast
Thursdays, 8:15 a.m.
Boston’s on the Beach

Wellington Green Lunch
Thursdays, 11:45 noon
T.G.I. Fridays, N. SR7

Palm Beach Preferred
Fridays, 7:15 a.m.
Palm Beach Golf & Country Club

Downtown WPB Breakfast
Boynton Beach
Jupiter Lunch
Royal Palm Beach
To Be Announced

Contact Charlie Martin
(561) 213-1502
Charlie@npiflorida.com

Plant City Breakfast
Thursdays, 7:30 a.m.
Park-Side Cafe

Central Tampa Lunch
Thursdays, 11:45 a.m.
Hops, Fowler Ave.

Brandon Breakfast
Fridays, 7:30 a.m.
Mimi’s Cafe, Providence

Contact Shelley Campbell
(813) 334-5652
Shelley@npiflorida.com

BROWARD
Central Broward Lunch
Tuesdays, 11:45 a.m.
Broward Mall, Ruby

Coral Springs Lunch
Wednesdays, 11:45 a.m.
Heron Bay, Marriott

Contact Eric Jacobson
(954) 720-9600
Eric@npiflorida.com

MIAMI DADE
Pincrest  Lunch
Tuesdays, 11:45 a.m.
Bennigan’s, Dixie Hwy.

Coconut Grove Lunch
Tuesdays, 11:45 a.m.
Friday’s, Dixie Hwy.

Doral  Lunch
Wednesdays, 11:45 a.m.
Longhorn Steakhouse

Coral Gables  Lunch
Wednesdays, 11:45 a.m.
Launching March 2004

Kendall Lunch
Thursdays, 12:15 a.m.
The Fish House

South Miami Lunch
Thursdays, 12:15 a.m.
Launching Feb. 2004

Website... npiflorida.com


