
out" v arious functions of y our business. It
doesn't necessaril y mean t hat you will be con -
tr acting out w ork to foreign countr ies because
there are many Amer ican com panies that pr o-
vide outsour cing services. The vendor s who
suppl y outsour ced services can be self-
emplo yed contr actors, consulting fir ms, tem-
porary emplo yee services or professional serv-
ice fir ms.

I can clearly see the day coming when w e, as
a rent al indus tr y, outsour ce much of our labor
and services.  Many of us already outsour ce
man y of our adminis tr ation functions.  I, f or
one, have outsourced our payroll f or man y
years, and after speaking to my account ant, I
bet you t hat our pa yroll com pany that we out-
source to, most lik ely is outsour cing as well.
How man y of you are already using temporary
emplo yees?  Isn’t t his a form of outsour cing?
Here is a list of typical indus tr ies that use out -
sourcing: 
• Succession planning 
• A ccounting and t ax preparation 
• Inf ormation tec hnology (IT) 
• Consulting (i.e. due diligence, 

business planning) 
• Distr ibution ser vices
• Pension management 
• Manufactur ing 
• Assembly
• Staffing g rounds maintenance
• Estate and income t ax planning 
Wh y Ou tsourcin g Can W or k f or Y our
Business:

Wit h fier ce competition aff ecting t he profit
margins of man y businesses, companies are
finding t hat t hey canno t afford the adminis -
tr ativ e cost of oper ating t heir cor e business.
They are realizing t hat outsour cing pr ovides
alter nativ es to doing everyt hing t hemselves. 

Inf ormation tec hnology (IT) is a good
example of t his. The cost in per sonnel, bene -
fits and tr aining t o keep pace in the rapidl y
changing w orld of inf ormation tec hnology is
prohibitiv e for most pr iv ately owned busi -
nesses. By outsourcing t his function, manage -
ment is fr ee to focus its energies on the core
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The other day I received an e-mail fr om m y
accounting fir m t hat asked if it w ould be all
right t o outsour ce my United States Federal
Tax retur n to India.  The e-mail w ent on t o
explain t hat t his would save me money and it
would be done q uic ker.  Apparentl y, this is the
tr end for large service businesses now.  

Before this happened, m y new Dell monit or
(less then a mont h old) failed.  I called tec h
suppor t and af ter t he usual “pr ess this and
press that, ” I w as connected to a tech suppor t
center in, y es, you guessed it, India! I am no t
going t o go int o detail t o explain what and
how long it t ook, and t he str ess level I reached
to explain a sim ple fact t hat I needed a new
bleeping monit or. 

The trend toward outsour cing is incr easing
dramaticall y. According t o a recent report, as
muc h as 45% of Nor th Amer ican inf ormation
technology w ork will be outsour ced by 2006.
And t here are good reasons behind t his tr end.
This same report suggests companies can gen-
erate 20-30% savings t hr ough outsour cing.
This substantial savings po tential isn't easil y
overlook ed, yet it isn't t he number one r eason
companies are choosing t o outsour ce right
now. In a recent survey by The Outsour cing
Institute, t he pr imar y reason behind out -
sourcing is to im prove company focus. Other
mo tiv es include fr eeing up inter nal resources,
accessing top-no tch capabilities and acceler -
ating time t o market. The survey also indicat -
ed that 55% of fir ms who outsour ce do so
wit hin inf ormation tec hnology mor e than
any other area.

Has outsourcing gone t oo far?  I find it har d
to believe it’s cheaper to send work overseas,
have it done t here and then send it back and
still tur n a profit. What is happening t o the
Amer ican w ay of doing t hings? Have
Amer ican com panies pr iced themselves right
out of t he market? I think it ’s time t hat we
take a good look at outsour cing and ho w it
can affect us. Here are some interesting facts I
have uncovered wit h my thoughts on t hem.
Wha t is Ou tsourcin g? 

Outsour cing sim pl y means "contr acting
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Continued on page  2



Good af ternoon Mr . Chair man and member s
of t he committee. My name is R on Sworen
and I’m t he Mayor of t he Borough of
Frencht own in Hunter don County . I am here
today in m y capacity as Vice-President of t he 
New Jersey Conf erence of Mayors to comment
on Governor Corzine’ s proposed budget for
Fiscal Year 2007. I sincerely appreciate the
oppor tunity t o present this testimon y on

Hunt er don 
County N ews
Frenc ht own Ma yor t estif ies 
about s t at e budg et

aspects of the business—those that pr ovide
revenue generating pr oducts and services-and
leave the other areas to vendor s who specialize
in per forming t hose functions. 
Benefits of Ou tsourcin g :

Proponents of outsour cing cite a variety of
reasons for "le tting o thers do." Here are some
of t he most im por tant : 
1. Cost savings

2. Quality of ser vice

3. Mor e capital funds available for other 
projects

4. State-of-t he-art technology

5. Price stability

6. Mor e time t o focus on core business 
activities

Let us be honest.  Cost, alt hough no t t he
onl y reason for outsour cing, seems to be head-
ing t he list.  So in order to save cost, lik e my
accounting fir m as well as Dell, Micr osoft, HP
and Apple t o name a few  have done, some fac-
tors might ha ve been overlook ed, such as loss
of contr ol, less flexibility , questionable savings
and t he risk of over dependence on too few
vendor s and  communication difficulties.
Also, let’ s consider layoff s of existing em plo y-
ees, staff mor ale for fear of less job security , the
inter nal ability t o provide t he basic product or
service you off er and the considerable man-
agement time needed t o supervise an out -
sourcing fir m. 

One of t he biggest com plaints b y companies
that have outsourced is that t here has been a
miss betw een expectations and r eality .
According t o one research fir m, half of t he cur-
rent outsour cing pr ojects will no t meet t he
company's expectations (no t to mention t he
end users!)  and will be consider ed failur es.
It ’s interesting t o note, that I couldn ’t find
inf ormation an ywher e on how the cost of
these failures adds up.  My opinion of Dell has

drasticall y changed, as has my opinion of our
accounting fir m.  

I believe this is a trend t hat is no t going t o
go away.  I suspect that it will t ake a major
shif t in our political cultur e as well as a whole
new attitude of t he Amer ican people before
we realize what we are doing.  Maybe if our
cost for healt h insur ance, workman ’s comp,
business liability and tr anspor tation w eren’t
incr eased by double digits eac h year, we could
afford to do man y of t he things w e now out -
source. There was a time when “Made in
Amer ica” meant some thing.  N ow we can’t
afford to make it in Amer ica.  While shopping
at JC Penney recentl y, I did some tag search-
ing on clo thing.  N ot even Levi’ s®are made in
Amer ica anymor e; they are made in Columbia
(no t t he one in Sout h Carolina).  Ar izona®
jeans are made in Thailand, and Doc kers®are
made in China.

I hope I have given you something t o pon -
der.  I’m going t o go pick up my dry cleaning
now.  It was done in 24 hour s; apparentl y it
was outsourced to Pakistan. (Just kidding, I
think .)
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behalf of t he mor e than 50 0 New Jersey mayors
we represent. I realize that you, your colleagues
in t he State Legislature and Governor Corzine
are dealing wit h an enor mous budget deficit.
To ignor e it, or to attem pt some kind of budge t
fix t hat fur ther delays confronting t he prob-
lem, w ould be easy, and politicall y viable. To
deal wit h it in a w ay that is fair t o the citizens
of our state, both no w and in t he futur e, will
requir e difficult c hoices. Among t hose difficult
choices is the issue of state aid, whic h of cour se
dir ectly im pacts our property t axpayers. 

Under Governor Corzine’ s proposed budget,
state aid to municipalities is no t being cut.
Some people—lik e those, perhaps, who r epre-
sent the institutions of higher education in our
state—might sa y we ought t o be grateful f or
that. Giv en the dir e financial situation in
whic h t he state is mired, maybe we ought t o
be. However, as you all kno w, by the state
maint aining t he same level of funding t o
municipalities—y et again, f or t he sixt h 
year in a row—t he rising costs of providing
services at the municipal le vel means that—y et
again—w e mayors will be faced wit h t he reality
of cutting ser vices and raising pr operty t axes.
Mayors have appeared before this committee
for years, saying t he same thing. I’m concer ned
that t he repetition of t his same point might
somehow lessen its seriousness. Therefore
allo w me to take a moment t o tell y ou about
the situation in m y town. Though in one sense
uniq ue among all t he other municipalities in
the state in ter ms of the specific budgetary
issues we have, we are also very typical in t he
fact t hat we have increasingly difficult, some -
times insur mount able problems, when t he
state does not pr ovide adequate assistance.
Dur ing t he fiv e years while we have been held
to flat funding, F rencht own has been forced to
cut our police O/E budge t by fif teen percent. 

Our budge t for t his im por tant service is
down t o $25,000. This includes t he leasing of
police car s. If the situation w eren’t bad
enough, w e are furthermor e requir ed to incur
the expense—thank s to an illeg al action b y 
the former att orney general to be requir ed to
pur chase an “alcoholtes t” mac hine f or
$13,000. Our Supreme Cour t has opined t hat
we will ha ve to spend $5,000 to create a video
studio f or inter viewing all suspected off enders.
How can we be expected to do this? I don ’t 
kno w. Perhaps someone on t his committee can
make a suggestion. Ho w about an additional
$18,000 appropr iation t o pay for t hese state
mandated expenses? We have also cut funding
for str eets and roads by twenty per cent in t he

Continued on page 12

last fiv e years. Now, we can only afford to do
basic repairs, unless we can get a grant. 

This situation w as made worse by two major
floods w e suffered, occurring six mont hs apart.
We received no aid for t he Apr il 2 005 flood,
whic h was the worst, in ter ms of the damage
incur red, in over a decade. We had about half a
million dollar s in damage. Even though w e
onl y have a budget of $1.3 million, someho w
the $500,000 repair bill w e are faced with does
not seem to fall under an y request for extr aor-
dinar y aid. We have furthermor e cut our build -
ings and grounds budge t by thir ty percent. We
have cut our parks budget by seventy -fiv e per-
cent. Thr ee major par ks improvements have
been put on hold. W e have applied for, and
been denied, a grant t o complete these proj -
ects. As a mayor, it mak es me feel as if our kids
don ’t count. These are but a few examples of
the reasons why, given fiv e years of no addi -
tional financial help fr om t he state, our local
taxes have increased twenty -tw o percent. This
year, incr eased costs for insur ances, fuel, utili -
ties and salaries will r aise our local tax by over
nine cents. These are costs over whic h we have
no contr ol. The onl y way to lower this number
is to cut back mor e from our base programs. 

Typicall y we mayors hear—quite of ten, I
might add—t hat t here’s too man y towns, pro-
viding t oo man y individualized ser vices. This
is not tr ue in Frencht own. W e share our tax
assessor, our t ax collect or, zoning officer and
our chief financial officer wit h other munici -
palities. W e have only two full-time police offi -
cers, thr ee part-time police officer s, and two
full-time people in t he office. W e had to make
our par t time office per son full-time, t o handle
the incr eased workload r equited b y the state.
In shor t, we are doing everyt hing humanl y
possible to keep costs down in F rencht own.
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Small Business Health Plan S1955 in t he
Senate will merge wit h t he house bill HR525,
if passed.  The support of t his bill will off er a
balanced appr oach t hat will r educe health
care costs for all r ent al businesses nationwide.
Wr ite t o your Senators to suppor t S1955.

Liability r eform has not come before the
Senate but let your cong ressional representa-
tiv es know that you suppor t a comprehensive
litig ation r eform, and especiall y, liability
reform for small businesses. Let your Senator
kno w that HR420 was adopted by the House

and you ask for t heir suppor t of a similar bill
in t he Senate.  HR420 was passed also down
party lines.

You may recall the e-mail blasts last year ask-
ing f or you to cont act your representativ es to
suppor t t he additional slo ts for mor e H2B
Guest Worker Visas “Guest Worker Visa or
Save our small and Seasonal Business HR4740
and S2281.” Immig ration Labor is t he back-
bone of t his countr y and rent al is an integ ral
part of t his work force.

This is not an immig ration issue, it is an eco-
nomic issue. If all immig rants (especially the
Latin community who come o ver for general
labor jobs), leave this countr y, then rent al
companies, landscapers, constr uction sites,
restaurants, ho tels, shrim ping and cr abbing
indus tr y, etc. will close do wn.  Cur rentl y, the
above bills are being intr oduced t his year. As
wit h other issues in Washingt on, sometimes
these bills end up as attachments t o others.
Last year’s bill w as attached to the Iraq War
funding appr obations. Cur rentl y, Senator
Mik ulski of Mar yland, who sponsor s this bill,
is looking f or a bill t o attach t his wording.
Once we know what it will be w e will f orward

Going t o t he Hill
Suppor t t he im por t ant causes

By:  Megan Jones, Legislativ e Chair NJARA

ARA Caucus in
Washingt on DC w as
very exciting t his year
even in t he absence of
t he Legislators who
were in recess. Going
to the hill and pr e-
senting y our position
on issues that aff ect
your business is trul y

an inspir ing and em powering exper ience.
One person does in fact make a difference,
especially when t hat one per son has a voice
wit h t he backing of an org anization lik e ARA. 

We presented four f ederal issues that aff ect
our businesses and that ARA has identified as
the most im por tant and time sensitiv e issues
today to the legislativ e directors and other
staff member s of the tw elve NJ House of
Representativ es and the two Senators.
Issues
• Federal Taxes and Tax Reform
• Liability R eform
• Small Business Health Plan
• Guest Worker Visa (new issue brought t o
ARA from NJ)
• Surge brakes

The Death Tax Repeal Permanency A ct  HR
8, Lawsuit Abuse Reduction A ct HR420 and
Association Healt h Plans HR 525 were passed
in t he House down par ty lines (R-230 yes; D-
160 no).

The Senate is scheduled f or a vote on t he
estate (death) t ax por tion. N o bill number
intr oduced at t his time. You should wr ite t o
your Senators and tell t hem t o suppor t t he
elimination of es tate taxes on small business
so that certainty is r etur ned to the planning
associated with t he intergener ational tr ansfer
of business assets. Not to mention it ’s double
taxation on ear ned income and t hat ’s just
plain wr ong!

Ot her t axation issues you should ask for sup-
por t on in bo th t he house and senate is for leg-
islation t hat creates certainty in t he tax system
for businesses and encourages investment in
long-ter m economic g rowt h. Extending t hese
provisions will pr ovide some level of certainty
for all businesses. We support passage of a tax
reconciliation t hat extends cur rent expensing
levels for section 179, and t he 15 percent rate
for dividends and capit al gains.
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Associat e Members

A-1 Tablecloth Co.
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201/727-8987

Atlas Copco
Tom Butler
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BilJax, Inc.
Sam Jacobs
707/432-1173
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Br ian T r imble
410/688-4173
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Bob W oods
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Pat Cor r
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Tom Hennig an

973/778-7531

Hub International
Northeast Limited
Br ian Higgins
973/835-8 439

J K Data Systems
Kalki Joisher
201/818-0185

M & R Sales, Inc.
Ho w ar d Heller
908/508-0658

Maywood Furnitur e
Ken P er rson
800/238-6 797

Millennium S teel
Sam Hof fman
212/594-2190

North Jersey Bobcat
Vincent R yan
201/703-8866

RLM Agency, Inc.  
Roy Per ag allo
973/835-6 171

RSS Distr ibut ors
Ross Wiggins
800/233-0 175

Sales To Industry
Joan K ennedy
800/336-4 784

Tarantin Tank & Equipment
Tom T ar antin
732/780-9340
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Ted V atr ini

800-526-2403

Wacker Corp
Mic hael K emmlein

973/442-1551

Wayne R. Cleven C.P.A.
Wa yne Cle ven
732/240-9700

Former associates not listed have
not paid t heir dues.  Contact Carl,

poppicar l@aol.com 
regarding r einstatement

that inf ormation t o you so you can encour age
your representativ es to suppor t it.  Please do
not confuse t his Guest Worker Extension Bill
wit h Immig ration Reform t hat is cur rentl y in
the news. It is a separate issue and will no t be
att ached to the immig ration bill. That is legis -
lation t hat will be in discussion f or some time.
A f ew facts y ou should kno w:

This is an election y ear. We were told no th-
ing happens in an election y ear. When wr iting
to your representativ es who will be r unning
encour age them t o bring issues to a vote if
they want your suppor t.

The 109t h Cong ress is scheduled t o be in
session this year for 97 days. This is the lowest
number of w orking da ys of any congress to
date. 

Want t o stand out and mak e your voice
heard?  Contact your representativ e and invite
him t o your place of business. Cont act the dis-
tr ict office.

As you are asking for suppor t, when wr iting
to your representativ e include a personal story
that per tains to the issue you are asking sup-
por t.

For inf o on bills and who suppor ted t hem
go to http:t homas.loc.go v This is the Libr ary
of Cong ress Web site. Enter the bill number
under “sear ch.”
New on t he W eb

To learn mor e about the above issues dis-
cussed, go to the newl y added NJARAPAC page
on our W eb site.  This section (still in de velop-
ment) includes inf o on t he economics of
rent al in New Jersey that you can use when
wr iting t o your representativ es, who your rep-

In the Senate Hearing Room, Megan Jones, NJARA Legislative Chair discusses H2B Visa Guest Worker extension issues with Erin
Corcoran, Counsel to Senator Mikulski and a group of ARA members including Matt Holt, NJARA and ARAPAC member, John
McClelland VP Government Affairs and Christine Wehrman CEO of ARA.

resentativ es are, federal and state legislators,
and ho w to cont act them.  The site also
includes issues we are tracking on t he federal
and state level. 
Ten t permit committ ee upd ate

We will be including updates on t he tent
permit committee’ s investig ation of s tandard-
izing t he permitting pr ocess. We have met
several times and, mos t recentl y, wit h tw o
local officials. W e received some very valuable
inf ormation as t o wher e to proceed and the
committee will be discussing t his in Apr il.

You will r eceive an email blast once t he
political committee section is com pleted as
well as updates on issues.



Rent Out Y our Bod
New adv er tising idea

There was talk a while bac k that baseball
team owner s were considering r enting space
on pla yers' unif orms to advertisers. I took t his
as a personal affr ont and pulled out m y poison
pen to wr ite a nasty le tter t o the Kings of
Greed - owner s and players. How dare they
sull y a fine sport wit h commer cialism! Ho w
dare they reduce an honor able game to dollar s
and cents! I was shocked. SHOCKED!

I'm no t shocked anymor e (I have a short
shock span). I remembered that "spor t" and
"game" are words alien to professional teams.
We have professional baseball, professional
football, pr ofessional basketball, and on and
on and on, but t here's no such t hing as a pro-
fessional sport. Kids play for t he love of the
game, professionals play for t he love of money
(and t o suppor t t heir steroid habit).

OK, I'v e vented m y spleen. No matter , I'v e
done an about face and conclude no w that ads
on unif orms is a wonder ful idea. Golf ers
already do it. They sell themselves to sponsors
and wear apparel wit h t heir sponsor' s name or
logo on t hem. The possibilities ar e endless for
baseball team owner s as they would no t need
to be confined t o makers of sporting goods.
Anyt hing r elated to the image of a baseball
will do. Ho w about a chewing t obacco ad?
That'll w ork. Or an ad for a brand of joc k itc h
medication. F ans could see the results of the
advertised product in use (or lac k thereof) as
they watch a game.

If you stop to think about it, w e already
advertise in public on our o wn clo thing and
we do it for fr ee. In fact, we pay for t he pr ivi -
lege. Don't t hink so? Then t hink Cal vin Klein,
Ralph Laur en and Tomm y Hilfiger . Their
names are all over a ton of t hings. It is time w e
put a stop to being used as walking billboar ds.
If designer s expect us to tell t he world we're
wearing t heir clo thes, they should pa y for t he
pr ivilege.

Manufactur ers take advant age of us because
we've allowed them t o. Have you ever bought
a car that didn't ha ve the maker's name
emblazoned on it? Ev en worse, the auto deal-
er adds his decal on a conspicuous place so the
world will kno w you bought y our lemon
there.

Let' s band together and bill an y company
who adds undele table advertising t o our
clothing. W e can write something lik e, "Dear
Mr . Bluejeans, please find enclosed a bill f or

our advertising ser vices. Your name has
appeared on my backside for man y years now
and you have reaped the benefits of t he wide
spread advertising outle t my r um p affords.
Please remit t he amount no ted on our
in voice. Our ter ms are net, 30 days. Thank you
for your pr ompt attention t o this matter , etc.,
etc., etc."

What if t he mone y doesn't start rolling in
and t hey shrug off t he request? Well, t hen you
have no alternativ e but to add a label adjacent
to their s that says "This item w as manufac-
tur ed in a thir d world countr y by under paid
child labor under int olerable conditions."
Once Calvin Klein or an y of t he others see
that no tice parading around on t heir clo th-
ing, t hey'll see the error of t heir w ays and pay
up.

The problem no w becomes, how muc h to
charge. it' s obvious t hat t he space on your
chest, back or sleeve are as prime an advertis-
ing area as my backside. Shoes are hot spots,
too, if t he color s and design of the shoes
scream out something lik e "NIKE!" And outer -
wear should no t be the onl y apparel consid -
ered - there is a market for under wear wit h a
message. Of course, that mar ket would be lim -
ited t o your doct or or your spouse though I
imagine t hat in mos t mar riages there's not
muc h to be advertised to a spouse. However,
the medical field r emains wide open since
doct ors are some of the few people lik ely to
get a peek at you in y our under wear if you'r e
not quic k wit h t hat paper gown. An under -
wear message for a doctor might r ead:
"Patients who use Milk of Magnesia ar e happy
patients." Messages from golfing suppl y man -
ufactur ers and stock brokers would also be
appropr iate for doct ors.

There are options, t oo, for people wit h a
swinging lif esty le or nudis ts. Advertising mes -
sages could be tatt ooed on t heir bodies.
Natur ally charges would be higher because
tattoos are expensive and rather permanent.
An advertiser might w ant a message that
reads: "If you wore Vision King g lasses, you'd
see lots more."

You'll ha ve to excuse me now, I'm going t o
wr ite t o Calvin, Ralph, Levi, and Tomm y and
send them bills f or advertising ser vices. I
already have plans for t he mone y. By the way,
does anyone kno w wher e I can reach t hat f el-
low called Fruit o Theloom?
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By:  Carl Sparacio

Tent P er mits

Spring is here and tents are

going up all o ver the state.

Your tent permit committ ee

has a bit of insider advice we

learned from a local building

official.

All state documents for per-

mitting ar e the same.

For easier access to documents

for permitting y our tents, go

to: http://www .state.nj.us/

njbiz/f_lis t.shtml - community

Not sure who to contact about

getting per mits? Go to 

http://www .state.nj.us/dca/co

des/misc/munir oster.htm



This one is

pretty slic k

since the

crook s pro-

vide YOU

wit h all t he

inf ormation, ex cept t he one piece they want. 

Note, the callers do not ask for your credit

card number; t hey already have it. This inf or-

mation is w or th reading. By under standing

how t he VISA and MasterCard telephone

credit card scam works, you'll be be tter pr e-

pared to protect your self. 

Here's a story passed along the www: b y a

concerned citizen: 

One of our em plo yees was called on

Wednesday from "VIS A", and I r eceived a call

on Thur sday from "Mas terCard". 

The scam works like this: person calling

says, "This is (name), and I'mcalling fr om t he

Security and Fraud Department at VIS A. My

badge number is 12460.  Your card has been

flagged for an unusual pur chase pattern, and

I'm calling t o verify t he purchase. This would

be on your VISA card whic h was issued by

(name of bank).  Did y ou pur chase an anti-

telemar keting de vice for $497.99 from a mar-

keting com pany based in Arizona?"  When

you say no, t he caller continues wit h, "Then

we will be issuing a credit t o your account. ”

This is a company we have been watching and

the charges range from $297 to $497, just

under

the $500 purchase pattern t hat flags most

cards. Before your next s tatement, t he credit

will be sent t o (gives you your addr ess), is that

correct?" 

You say yes.  The caller continues, "I will be

starting a fr aud in vestig ation. If y ou have any

questions, y ou should call t he 1- 800 number

listed on t he back of your card (1-800-VISA)

and ask for security . 

You will need t o refer to this contr ol num -

ber.”  The caller t hen giv es you a six digit

number . "Do y ou need me to read it again?" 

Here's the IMPORTANT par t on ho w the

scam works. The caller then says, "I need to

verify y ou are in possession of your card.”

He'll ask you to tur n your card over and look

for some number s. “There are seven number s;

the fir st four are part of your card number , the

next t hr ee are the security number s that veri-

fy you are the possessor of the card”.  These

are the number s you sometimes use to make

inter net pur chases to prove you have the card.

The caller will ask y ou to read the thr ee num-

bers to him. 

Af ter you tell t he caller t he thr ee numbers,

he'll say, "That is cor rect, I just needed to ver-

ify t hat t he card has not been lost or stolen,

and t hat you still ha ve your card. Do you have

any other questions?"  Af ter you say no, t he

caller t hen t hank s you and states, "Don't hes -

it ate to call back if you do," and hangs up. 

You actuall y say very little, and t hey never

ask for or tell y ou t he Card number . But after

we were called on Wednesday, we called back

wit hin 2 0 minutes t o ask a question. Ar e we

glad we did! The REAL VISA security depar t-

ment t old us it w as a scam and in the last 15

minutes a ne w pur chase of $497.99 was

charged to our card. 

Long story made shor t - we made a real

fraud report and closed t he VISA account.

VISA is reissuing us a new number . The scam-

mers are looking f or t he thr ee digit PIN num -

ber on t he back of t he card. Don't giv e it to

them. Ins tead, tell t hem you'll call VIS A or

MasterCard dir ectly for verification of t heir

conversation. The r eal VISA told us that t hey

will ne ver ask for anyt hing on t he card as they

already know t he inf ormation since t hey

issued the card! If you give the scammers your

thr ee digit PIN number , you t hink y ou'r e

receiving a credit. Ho wever, by the time y ou

get your statement, y ou'll see charges for pur -

chases you didn't mak e, and by then it' s

almost too late and/or mor e difficult t o actu-

ally file a fr aud report. 

What mak es this mor e remarkable is that

on Thur sday, I got a call from a "Jason

Richardson of MasterCard" wit h a word-for-

word repeat of the VISA scam. This time I did -

n't le t him finish. I hung up! W e filed a police

report, as instr ucted by VISA. The police said

they are taking several of t hese reports daily!

They also urged us to tell everybody w e know

that t his scam is happening. 

Please pass this on t o all your famil y and

fr iends. By inf orming each other, we protect

each other.

Point of Pur chase
Add-On Selling

By: Bob Hibler

There are a number of plati -

tudes I could summon up and

repeat, like “Imitation is t he

sincerest form of f lattery”,

“Don ’t reinvent the wheel”

and others, but I think I would

rather use that line from an

old, w ell-known musical,

“ There is no business like

show business”. 

The rental departments of a

well known big bo x store

chain (to be unnamed 

but whic h rhymes with

“r epo”), ha ve a clever way of

increasing their rental rev-

enues incrementally by pack-

aging sale items with their

equipment. For example, a

demo saw will ha ve a package

tied to its handle cont aining

gloves, sound attenuating ear

muf fs and safety gogg les. The

hint t o buy is obvious and the

sale is easy. The items are con-

sumables so they can be sold

every time t he item goes out

at a nice margin. The package

is not mandat ory but a safety

accessory. 

Hard hats, rain suits and

boots are also easy items to

promote to the home handy

people and t o contractors.

Put boots next to that trash

pum p and see if they don’t

sell to the person wit h the

muddy sit e.  How about ha v-

ing a display of small gas,

diesel, kerosene cans and oil

mix packages suggestively

near the rental counter to

remind t he customers that

what t hey rent won’t run long

on what is in t he tank.

The accessory packages are

silent sales people, do not cost

much to inventory and add

incrementally to that bottom

line.  Try it.

War ning . . . N ew Cr edit Car d Scam
Tak e car e of y our cr edit car ds By:  Megan Jones Holt, Legislativ e Chair NJARA
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Inf la t ables
The New Jersey Department of Community

Affair s held thr ee information sessions
(Mill ville, Fair field, and T int on Falls) dur ing
March.  They say they will pr obably be putting
on a four t h pr ogram in Trent on (date
unkno wn).  The pr ogram revolves around
state legal requir ements, safety, fees, and fines.
It is im por tant inf ormation t hat any ride oper-
ator should ha ve.  Contact the DCA at 609-
984-7974 to enroll and t o check the date-
there is no charge for t he program.  Don't ge t
caught in a bind!
Pr ofile of Gr and R en t al Sta tion:

Founded in 1 995 by Greg and Karen
Ackerson, Grand Rent al Station, Blair stown
was founded as a compliment t o their Blue
Ridge Lumber Com pany.  The idea was to pro-
vide a service that t he lumber com pany could -
n't pr ovide.  The Grand Rent al store (today
run by manager Tom Petr y) was begun, and
remains a stand alone unit acr oss the parking
lot fr om t he sister lumber s tore.

A new Hackettstown store, a show place run
by Steve Lusby, (who started wit h Blue Ridge
Lumber 21 years ago as a part-timer) opened
May, 2005, because it was decided they had

outg rown t he existing store and market.  The
new store, a beautiful & his tor ic facility has
lots of space on an acre of land.  The building
was an old mill, built in t he 19th centur y, and
has been totall y renovated wit h a current look
and includes a 6,0 00 square foot showroom.
It is called Gr and Rent al Station & Special
Occasions (to add notation t o the party side).

Upon q uerying manager Steve Lusby about
the new store, Steve was quic k to point out t he
key to the success they have experienced has
been the group eff or t among t he eight full
time em plo yees.    He cited the pr imar y goal of
the company is to str ive for t he best, wit h
quality ser vice for t he customer and, at t he
same time, to stay abreast of t he latest in tec h-
nology .

Uniq ue feelings of gratification come b y fill -
ing special needs of satisfied customer s.
Common inter est among t he staff when out -
side the store:  hunting.

Cong ratulations t o Greg and Karen for a
successful operation and f or your one year
anniv ersary at the new store!

We look forward to the October meeting in
Hackettstown!

Jersey Talk
Don ’ t miss t his ne ws

By: Howar d Heller

“Ultimat e
Cleaning
Mac hine”

By Judy Boelhouwer, Friendly Rental
Center

While visiting m y first ARA

show in 15 years, I came across

a product t hat customers have

been asking for, low pr essure

steam cleaning.  You can clean,

disinfect, deodor ize and sani-

tize almost every surface in

your home, using r egular tap

water.  When hot (284

degrees) vapors contact cooler

surfaces, they expand explo-

sively, loosening dir t, grease

and grime.  It instantly kills

bacteria, mold spores, and

dust mit es.  The machine is

called the Wizard, and is safe,

effective, and environment ally

friendly.  It does not require

any chemicals.  The Wizard has

already been rented out t o

clean tile/g rout, r estaurant

kitchens, concrete masonry

and patio fur nitur e.  The man-

ufacturer even claims that it

takes out mildew from tents,

but w e will f ind out soon

enough.  As an allergy sufferer,

the cleaning is a process that

does not leave a residual from

soaps, detergents or cleaning

fluid, so surfaces are left clean-

er and bacteria-free. 

Vapor lux Cor p

800-467-6229

www .vapor lux.com.

Dave Van De (left), Ken Persson (middle) and Jack DeSaussure (right) at the New Jersey Social in Olando, FL



Each year on November 1st, a giant sigh of
relief and possibl y even a cheer or tw o can be
heard thr oughout t he hallo wed halls of
Hallo ween retail locations.  The sigh occur s
because in most cases the frantic search for
that per fect costume or accessory is over.  The
consumer s are happy or at least have compro-
mised to a certain extent and ha ve moved on
to the next holida y – Thanksgiving.  If y ou
hear cheering, a successful Halloween season
has ended wit h t he bott om line in t he
black….way in t he black.

Hallo ween is a very im por tant season for a
lot of retailers and one that, if done cor rectly,
can yield a great profit margin.  Ho wever, it is
no t an easy holiday and in ventory can be
overwhelming.  U nlik e most other holida ys,
when Hallo ween is over you canno t just put
everyt hing a way and wait for September t o
think about it ag ain.  To get t he best pr icing
for t he next Hallo ween season, purchasing
needs to be done in Mar ch at t he annual
Hallo ween Show in Chicago.  This is a four
day event held at t he Donald E. Stephens
Convention Center (f ormerly the Rosemont
Convention Center) fr om 9:0 0 a.m. to 5:00
p.m.  

I don ’t kno w about t he vendor side of t he
show, but fr om t he buyer’s perspective, it ’s
no fun.  I ha ve always gone well-pr epared
wit h my in ventor ies of what I need t o pur -
chase from last years sales.  That way all I
need to see are the new items.  I also always
have a list of items t hat w e for some
unkno wn r eason never had and my cus-
tomer s requested.  How an individual could
possibly attend t his show wit hout kno wledge
of t heir needs is just inconceiv able.  It takes at
least one full da y to walk t he trade show floor
and see everyt hing.  Even then you are not
sure of some of the things y ou are seeing.
There are hundr eds of vendor s showing
everyt hing fr om costumes and accessories to
bales of str aw.  More than one boo th shows
vampir e teeth and coagulated blood capsules
and t he choices for sexy costumes mor e than
tr ipled fr om t he previous year.  If you attend
this con vention f or t he fir st time no t kno w-
ing what t o expect, it is overwhelming.  Y ou
need to kno w your customer base and have a
budget to work wit hin.  It ’s also impor tant t o
kno w what mo vies will be coming out jus t
pr ior t o Hallo ween and whic h vendor has t he
licenses.  Another im por tant fact or is know-
ing your com petition.  This fact or can make
or break your season.  Price is not alw ays the

most im por tant decision t o that Mom whose
son needs to be George Washingt on and can ’t
find t he right wig, or f or t hat Dad whose
daughter w ants to be a cheerleader and the
skir ts are too flimsy .  The price may be right,
but in t he end, quality almos t alw ays wins.

Every once and awhile, t here is nothing
exciting happening in t he movie indus tr y
right bef ore Halloween and, therefore, stan-
dard costumes are a must.  There are always
new witc hes, wenches, devils and pir ates.
Adding specialized accessories are the key to
customer care and profits.  Going t hat extr a
distance for your customer and being imagi -
nativ e and well inf ormed helps t hose who jus t
don ’t have a clue of what to do or who t o be.

Hallo ween used to be primar il y a young
people’ s holida y.  Now, however, mor e area
schools are limiting what c hildr en can wear
and adults are becoming mor e involved in t he
celebration.  Ther e has definitel y been a
change in t he pur chasing po wer for
Hallo ween parties.  College students and
young adults ar e spending t he big bucks and
not just on costumes.  Props and decorations
are hot tic kets and “mus t haves” for t he party
supplier .  These items can definitel y be found
at the Hallo ween Show, especially in t he Dark
Zone.  Everyt hing fr om t he tame black lights
and mood music t o vomiting witc hes and
decapit ated zombies can be found at t he vari-
ous booths thr oughout t he convention.  

If you are looking f or something in par ticu -
lar, it may take awhile, but mor e than lik ely
you will be able t o find it and pr obably in
mor e than one place.  This con vention is best
attended wit h an open mind and mone y to
spend.  And don ’t forget to wear comfor table
shoes!

Hallo ween in Mar ch
Seeking Hallo ween sales

By: Valer ie Ruch

Stor e Appeal

By: Kristin Redmond

We all need a little store

appeal—you know t hat extra

something t hat shows your

customers that you DO care

(at least 75% of the time).

They know you care because it

comes through on y our show-

room pr esentation.  No matt er

how big or small y our show-

room is, you an always make it

appealing.  Some of the things

I’ve learned along t he way to

help me make the most of my

space-

1. Use your employees—don’t

just go by what you like.

Sometimes my gals make a

display that is, let’s just say,

not what I lik e (ugly is more

like it).  Wouldn ’t you

know- the next customer

that walks in loves it!  For

example, one Thanksgiving,

one of my staff did a table

display wit h these god

awful g old chairs (and I

ain’ t talkin chiavari).  These

“Har vest Gold” c hairs were

ugly even when t hey were

new.  Before I could take

them away, they were rent-

ing like hotcakes. By the

time Thanksgiving rolled

around t hey were all gone.

So remember, you are not

always the best judg e.

2. Make the most of lighting-

add in some spotlights or

track lighting. Sho w of f

your new equipment! It ’s

cheap and easy to do.

3. Make sure your area is

clean- and paint of ten.  It’s

amazing what a little bleac h

and paint can do.

Continued on page  10
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 It comes as no surpr ise that we have a high-
ly litigious socie ty. The seriousness of the situ -
ation becomes mor e evident as insur ance
companies urge their customer s to prepare
“policy s tatements” of all sor ts for diff erent
dail y operations t o protect t hem and t heir
clients fr om law suits for harassment, use of
cell phones, hir ing pr actices, and other issues.
It indicates insur ance companies are facing
claims fr om t heir customer s for unclear or
questionable manager ial dir ection in t hese
and other matter s. 

Evidentl y, insur ers are trying t o advise man-
agement of com panies they insur e how to
avoid some of t he costl y legal entanglement.
Fir st, t hey suggest a method of oper ating and
then t hey fur ther suggest management put it
in wr iting as “policy” t o all emplo yees. That
must mean no t having “policy s tatements” is
causing emplo yees to claim damages due to
misunder stood expect ations fr om t heir com -
pany such as: “They made me answer my cell
phone while I w as driving, whic h is why I had
an accident. ” 

The trend seems to be popping up a lo t
mor e recentl y. Some of the need for t hese new
policies is related to technological c hanges,
some due to work circumstances, life pressures
and incr eased emplo yee expectations, and
expanded legal protections f or emplo yees.
Some are just common sense r esponses to
needs for safe methods of oper ation wit h t he
problems t hat ne w technology pr esents.
However these conditions came t o pass,
today’s management mus t be prepared to pro-
tect itself fr om litig ants of all sor ts.

If you t hink t he cell phone suit is sill y and
that it ’s not going t o get worse, consider the
incr easing use of the phone fr om jus t ten
years ago. Everyone needs answers fast. Mor e
and mor e people own cell phones and use
them t o provide fast results. We need the pro-
ductivity cell phones can pr ovide for our busi -
nesses. However, if you don ’t restr ict t heir use
to safe conditions, y our com pany may be held
responsible for damages incur red while speak-
ing t o your emplo yee driver thus causing
“inattentiv e driving” accidents.

One regular annual cus tomer came int o our
rent al store this year for his or der. I asked him
“what w as new”. He happens t o own a “mon -
ument” business (he mak es gravestones). He
said, regrett ably, “There is a trend of muc h
younger people needing m y services these
days and most times it ’s related to car acci-
dents caused by inattentiv e driving while on
cell phones. ”

Have a cell phone policy at y our business!
Put it in wr iting! Enf orce it! Protect your com -
pany! A recent study b y the National Safety
Council sho wed 42% of all worker fatalities
were the result of mo tor vehicle accidents.
Man y are caused by distr acted driving.
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4. Play music and burn can-

dles—energize the shopper’s

senses. The music should be

soft and calming (Perry

Como w orks wonders). No

loud and r aucous music to

annoy your customers (50’s

music should be played “in

da club”).

5. Offer food, beverage and

entertainment.  No thing

works better than food- so

run t hat popcor n machine

and get a coffee urn started.

Customers will love you

(and keep the kids under

control too).  Plus, isn’ t it

great to walk into a store

wit h that wonder ful pop -

corn smell?  For entertain-

ment, pla y a DVD of a tent

being installed or how a

stum p grinder w orks.  If

you are busy helping o ther

customers, they won’t mind

waiting a few minut es while

they eat, drink and are

entertained.

6. Move around your displays.

I know every store has

them- piles of stuf f that you

just don ’t have the energy

to go through.  Even if you

don’t disperse them, just

move them.  You know it ’s

there but your customer

won’t (unless you keep

moving it).

Make sure your business has

store appeal—it will not onl y

keep you happ y and energized

but your staff and most of all

customers- a little bit of ef fort

goes a long way.  Onwards

and upw ards!

Com pan y Cell Phone P olicy
Ensur e safe w or king pr ocedur es

By : Dave Hinck



Int er net Scams Be w ar e
If it ’s too g ood t o be tr ue . . . 

By: Brian Higgins

ARA N ational
Political Action
Council

By: Matthew Holt, ARA PAC Member
2006

The American Rental

Association Political Action

Council (ARAPAC), of which I

am a member for 2006, met

last week in Washington, D.C.

Our mission w as to outline t he

national agenda items which

ARA wishes to tackle in D.C.,

lobbying for changes within

the legislature.  

Our issues for 2006 are:

1. Continued lobb ying for

surge brake legislation

2. Continued lobb ying for

small business taxation

issues such as depreciation,

capital gains tax, and most

impor tantly, total repeal of

the estate or death tax

3. Changes in legislation con-

cerning vicar ious litig ation

to assist in eliminating la w-

suits that have no concrete

basis

4. Immig ration reform to assist

in the temporary worker

program and rental busi-

nesses nationwide.  Having

better access to temporary

help when needed

Needless to say, our mem -

bers did a fantastic job, cover-

ing t he hill in tw o days, with a

great deal of walking from

office to office pitching our

ideas to as many members of

the House and Senate as we

could.  In New Jersey, Megan,

Joe and I hit every congres-

sional office and both Senate

offices with the information

from ARA.

As you are all aware, we can

lobby as hard as we want, but

unless we help the right peo -

ple get int o office, it is an

uphill battle.   Part of what w e

do on t he council is look

nationwide at all of t he con-

gressional and Senate races to 

Continued on page 12

Recentl y I placed an ad on t he inter net to sell
my car. I received quite a few inq uir ies; the
fir st of whic h I t hought w as an actual request
for inf ormation. The “pr ospectiv e buyer”
wanted t o kno w how man y miles were on the
car, if it w as in good condition, e tc. and stated
they were inter ested in t he car for a relativ e. I
responded thinking t hey might actuall y be
inter ested and received the follo wing email:

Goodday, thank s for your response. He’s
off ering $2,50 0 USD. Please fill in the follo w-
ing
Beneficiar y Full N ame….
Mailing addr ess…..
Physical address….(if as above indicate y es)
Cont act Phone Number…..
They, then pr oceed wit h t he follo wing pr em-
ise: I came home this mor ning and saw a US
mone y order payment of $9,80 0 quite above
the asking pr ice. This is a valid mone y order to
be mailed wit hin 48 hour s. The remaining
funds are to take care of the pickup and ship -
ping of t he vehicle.

You are to deduct your $2,50 0 USD for your
car. The shipper is a nonr esident of t he US and
will be t here doing business for his customer s
and could no t cash any form of check or
mone y order.

Having tr ust in y ou wit h your inf ormation
you will submit he’ s assured of safely receiving
the shipper s’ funds t hr u Western Union
mone y tr ansfer or mone y order. Will f orward
the shipper s/agents details to you once you

receive the pay order.
I had t o read this twice bef ore I figured it out

because I couldn’t believe what I was reading.
A few days later I received an email fr om t he
website I had the car listing on w arning no t to
accept certified funds f or mor e than t he ask-
ing pr ice, do not accept a deal to wir e money
to the buyer, and to onl y use reput able, well-
kno wn escrow web sites i.e. PayPal.

A few weeks later I received an email fr om
“Chase Bank” stating t here was suspicious
activity on m y account. The y told me t o go to
their w ebsite and verify m y social security
number and o ther inf ormation. This email
look ed like it really came from Chase so I
called t hem and t hey told me t here was no
problem wit h t he account but if t here was I
would be cont acted by phone.

I didn ’t get scammed but t he possibility is
out t here and the mor e you use the inter net
the greater the risk. Be careful of an y emails
that you don ’t kno w who t hey came from and
if anyt hing look s suspicious, it probably is a
scam.

If you are a victim or if someone tr ies to
scam you, report t he activity t o:

Consumer Response Center
Federal Trade Commission
600 Pennsylv ania Avenue NW
Washingt on, DC 2 0580
Phone: (877) 438-4338
To file a complaint online: FT C.gov
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Cutting ser vices any fur ther is simply no t an
option. I hope I ha ve demonstrated, clearly,
that wit hout an incr ease in state aid, property
taxes will go up. My comments ar e no doubt
echoed t hr ough t he major ity of municipalities
in New Jersey. Most of us have been cutting
back for t he past fiv e years, and sharing as
man y services as possible. Our residents are
asking us for mor e services, and expecting
mor e. That is why we need increased state aid,
particular ly in our non- Abbott dis tr icts. A cer-
tain economic le vel was requir ed to become an
Abbott dis tr ict, and no w man y of t hem are well
above that level—in some cases higher than
non- Abbott t owns. I believe it is time t o pro-
vide t he many non- Abbott dis tr icts wit h a
greater portion of whate ver funding is a vail -
able. In Frencht own, school funding has been
flat f or fiv e years. In that time, our sc hool t axes
have increased by for ty -t hr ee percent! Yet
another reason why the property t ax problem
in New Jersey has reached crisis propor tions.
Education of all of our c hildr en should be a pri-
or ity . There are many Abbott dis tr icts that are
in desperate need of all t he school aid t he state
send them—no q uestion about it. Ho wever,
four Abbott dis tr icts have a family median
income g reater than Frencht own ’s—one by
$15,000 per household. The y get sixty -fiv e to
eighty -fiv e percent of t heir school cos ts paid by
the state. Frencht own pr operty t axpayers pay
over sixty -fiv e percent of our school cos ts. 

Eight additional A bbott dis tr icts have
income wit hin ten per cent of our s. They are
getting $1 2,000 to $15,000 per student; w e are
getting $2,80 0. I believe these numbers indi -
cate that non- Abbott dis tr icts are in need of,
and entitled t o, additional financial assis tance
from t he state. The mayors of this state need
mor e help—no t onl y in t he immediate futur e,
wit h t he FY 07 Budget, but in ter ms of a perma-
nent, long-ter m solution t o our local budge t
problems. 

Specificall y, we need this legislatur e to final -
ly address this state’s over-reliance on pr operty
taxes to fund local ser vices and schools. If it
doesn’t happen, I can assure you t hat next
year, and the year after t hat, ma yors like myself
will be f orced to continue t o come to you, hat
in hand, asking f or help in t he form of addi -
tional aid. Ther e is, in fact, agreement among
the mayors of this state as to how to fix t he
proper ty t ax problem. The pr oposal by
Assembly Speaker Roberts, to have a constitu -
tional con vention f or property t ax reform, is
one that we believe will r esult in per manent
and meaningful pr operty t ax relief. We have
heard talk of a special session of the legislatur e

to address property t ax reform, but wit h all
due respect to the member s of this commit -
tee, it has not been explained ho w a special
session will someho w mo tiv ate state legisla-
tors to fix a pr oblem t hey haven’t been able to
fix f or decades. We believe the less political
forum of a constitutional con vention is t he
answer to fixing t he property t ax problem.
You don ’t need a degree in economics t o
kno w that pr operty t axes are regressive. They
hur t most t he people least able to afford
them - senior citizens and families of lo w and
moder ate income. This descr ibes over fif ty
percent of Frencht own ’s proper ty owner s.
For t heir sake, for t he sake of fairness to all
the people who liv e or own a business in t his
state, we need to do something about t he
problem, and w e need to do it no w. Every
year that goes by in whic h t he state fails to
address our overreliance on pr operty t axes
means hardship and, in man y cases, displace-
ment fr om t heir homes f or too man y New
Jerseyeans. Wit hout ser ious reform, t he prob-
lem is going t o get a lot worse. We can do bet-
ter. The people of t his state deserve better . In
conclusion, our message t o the legislatur e is
this: Right no w, we need help - more than is
being off ered in Governor Corzine’ s pro-
posed budget. We don’t lik e to say it. I’m sur e
you don ’t lik e to hear it. Ma ybe next y ear
we’ll be on our w ay to realizing per manent
property t ax reform in our s tate, and we’ll be
able to come to you a year or two later wit h
the good news that you’ve given us all the
help w e need to serve our citizens. Until t hat
time, w e come to you, hat in hand. N ot for
ourselves, but for t he proper ty t axpayers
we’re elected to serve. 
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see which races may have the
greatest impact on our ability
to get legislative changes that
are pro-business.  This takes 

MONEY.........

At our fundr aiser last

Monday evening in D.C., I

made a plea to the members

in attendance and they

increased their personal dona-

tions by 46% in 2006 vs.

2005.

At the next ARA of New

Jersey board meeting, I  will be

requesting t hat every board

member make a donation to

the ARAPAC in the amount of

$20.00 per mont h.    This is

less than $1.00 per day and

can be set up t o be billed

mont hly on your credit card.

While a small amount t o most,

when combined wit h a nation-

wide ef fort, amounts t o a

great deal of money wit h

which we can help make

changes.

In addition, I  ask all mem-

bers of ARA of New Jersey to

help make us a leader nation-

wide, and f or all of you to rec-

ognize your im pact.  Suppor t

ARAPAC and the work we all

are doing.  Email me at

matt@celebrationpartyrental.c

om and I will send y ou the

form to send in to ARA to

donate.    

Remember, before you pass

this article over, your voice,

my voice, and all of our voices

do matt er and can make a big

dif ference.   Donate today.

Thank you.

Continued from page  3



Mar ch 2006
Unit ed Rent all

1. Vern Mott, Paul Neuwir th,

Howard Heller, Tony Perrota

2. Bob Hibler, J.R. Weiss

3. Vern Mott

4. Curly Boelhouwer, Joan

Boelhouwer, Brian Higgins,

Ron Galon

5. Lisa Lucas, Mike Yamrock,

Dave Hinck, Jeff Hinck,

Linda Kohn

7. Curly Boelhouwer, Joan

Boelhouwer, Brian Higgins

8. Vern Mott, Paul Neuwir th

9. Derrick Mayo and staff from

Ocean Party Rental

1. 2.

4.

3.

5. 6.

8.7.

9.
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American Rental Association of New Jersey
28 Refy Avenue
Ramsey, NJ  07466
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