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2008 Board of Directors 

President 
John Miller 
Passport Software 
847-729-7900 

Executive Vice President 
Kevin O’Reilly 
Coupon Cash Saver 
847-537-6420 

Treasurer 
Morry Dyner 
Fischel & Kahn, Ltd. 
312-726-0440 

V.P. Membership 

Ira Chislof 
Chislof Chiropractic Center 
847-588-0800 
V.P. Programs 
Ken Dermer 
Remred Business Promo 
847-677-1999 

V.P. Business Development 
Larry Mandel 
Piser Funeral Svcs. 
847-679-4740 

Past President 
Mark Milstein 
Capital Auto Body 
773-342-3100 
 

Directors at Large 

Jenny Lee 
Woodland Flower Shop 
847-913-0500 

Alan Levin 
Laner Muchin 
312-467-9800x5133 
Jerry Mayster 
Mayster & Chaimson, Ltd. 
312-444-9648 
Mike Moran 
American Chartered Bank 
312-492-1104 
Kirsten Mormino 
Mormino Landscape Svs 

847-955-0113 
Sheldon Seidman 
SMILECHICAGO 
312-644-4321 
 

 

Meeting Time & Location 

March 26, 2008 

6:00 pm—Reception 

7:00 pm—Program 

 

Hackney’s 
241 S. Milwaukee Ave. 

Wheeling, IL 
847-537-2100 

 
 

Please RSVP  

using the reply button  

on the last page . 

 

Our presenter this evening with be Edie Jerome, Metro 
Mortgage Services, Inc. 
 
With everything that has been happening in her industry she 
felt that this was a good time to discuss current changes and 
future trends.  She will be speaking about credit scoring, and 
changes in the mortgage industry over this past week.   
 
She will also be talking about much money is now needed to 
be put down in order to purchase a new home.  Or if you 
want to get cash out of your home, what kind of credit 
score do you need, what kind of job, and other 
requirements.    
 
How often should you request a credit report and if 
requested too often does it have an affect on your score.   

 

What does have an affect on your score? 

 



 

 March 26 Metro Mortgage  Hackney’s—Wheeling 

 April 30 Green Technology  TBD  

 May 28 Speed Networking  Valley Lo 

 June 25 American Chartered Bank  TBD 

 July 23 Possible River Cruise  TBD 

 August 27 Golf Outing—New Members  Marriott-Lincolnshire 

 September 24 Heartfelt Charity Cards  TBD 

 October 22 Special Event - In discussion  TBD 

 November 19 Kutchins, Robbins  TBD 

 December 10 Holiday Dinner/Installation   TBD 

2008 General Meeting Calendar 
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To participate in a program contact the V.P. of Programs,  Ken Dermer 847-677-1999 

 

• St. Patrick was actually of Scottish descent, not Irish, and contrary to popular folklore he never chased any snakes out 
of Ireland. 

• Green is associated with St. Patrick's Day because it is the color of Spring. 

• The city with the largest population of Americans of Irish descent is Boston (23%). 

• On average, every American consumes 22 gallons of beer per year. 

• It is considered lucky to find a four leaf clover on St. Patrick's Day. 

• At one time, there were more Irish living in New York City, than in Dublin, Ireland. 

• Corned beef is strictly an American invention, the Irish don't actually eat it to celebrate the day. 

• St. Patrick’s isn’t a big drinking holiday in Ireland. In fact, many of the local pubs are closed for the day. 

• Leprechauns are the official shoe makers of the fairy kingdom. 

• Shamrocks are the national flower of Ireland and are picked on St. Patrick's Day and worn on the shoulder. 

• 34.5 million U.S residents claim Irish ancestry that is 9 times the current population of Ireland. 

• Over 41.5 billion pounds of beef are produced each year for St. Patrick's Day, with the majority of it coming from 
Texas and over 2.5 billion pounds of cabbage are produced with the majority grown in California. 

• Over 8 million St. Patrick's Day cards are exchanged in America making today the ninth-largest card selling occasion in 
the US. 

• The original Guinness Brewery in Dublin has a 9,000 year lease. 

• Bailey's Irish Cream, which was launched in Ireland in the early seventies, is now the most popular liqueur in the world. 
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During times of economic recession it is especially 
critical to create or maintain customer relationship 
programs that drive loyalty and show your 
customers you appreciate their business.  Clients 
cutting back on your services or being wooed away 
by a competitor’s tactics are much more likely in 
such circumstances.   

There are three steps to improving customer 
relationships:  

 

1. Create a Vision of the Customer Relationship.  
Determine the ideal relationship between your 
organization and purchasers: who is involved and 
how they should interact.  Go beyond your sales 
representatives -- include executive management, 
operations and customer service.   Define how you 
build a long-term, sustainable conversation at each 
of these critical interactions.  

 

2. Evaluate your Customer Retention Rates.  
Stratify your customers in terms of how critical 
they are to the success of your business -- usually 
AA, A, B, and C categories.  For each of these, 
determine your retention rate, the percentage of 
clients that bought from you in both the past two 
years, and then set a goal for the future.  Better 
analysis can also be provided by further segmenting 
those that increased their purchase activity versus 
those that decreased (potential defections), by 
industry vertical, or other means appropriate to 
your business. 

 

3. Implement a Focused Customer Appreciation 
Program.  Determine a series of actions and 
timeframes for each of the categories defined 
above.  Provide items of value that express 
appreciation for your customers’ business.  Include 
your current marketing initiatives; however, make 
sure the message is 
appreciation, not an 
offering of new products.   

 

An example of a program for the A customers 
would be: 

• an annual item that can be shared by the 
decision makers and users of your product -
- food and snacks work well, 

• a quarterly relationship-building greeting 
card with a customized message, 

• items of value for each of the key people in 
your customers’ organization from the 
correspondent person in your organization, 
delivered on a rotational basis throughout 
the year.  

 

Items of value can be useful or unique promotional 
items (not the ‘standard’ stuff with your name on 
it), business books, e-mail links to industry articles, 
whitepapers of interest to the client (not 
necessarily written by your organization), coffee 
gift cards, and greeting cards.  They should not be 
promotional emails, company brochures or direct-
mail offers.  While they have their purposes in your 
marketing plan, these are not considered “items of 
value” in building relationships with your clients.   

 

A successfully implemented Client Appreciation 
Program will improve customer loyalty, 
differentiate your company and drive continued 
business from long-term clients – and thus, higher 
client retention rates-even in tough economic 
times. 

 

Heartfelt Charity Cards is a marketing service that 
sends charity greeting cards to increase customer 
retention and build referral business for clients.  
10 % of the sale of each card benefits a nationally 
recognized charity.  Visit their website at 

www.CharityCards.com to view 
the customized high touch 
greeting card programs. 

Fostering Customer Relationships is Critical during Economic Downturns 
By Nicki L. Schuh, President, Heartfelt Charity Cards 
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With your tax refund in your hands, your first impulse may be to 
spend this "found" money on fancy clothes or a big-screen TV. But 
wait. Before you do this, consider the other ways you could 
intelligently use your money to improve your life. 
 
While many people view their refund check as a gift from the 
government, the money was actually yours all along. You just gave 
the government an interest free loan by allowing Uncle Sam to 
withhold too much money from your paycheck. So think of your 
refund check as a second chance to do something smart with your 
money. Here are some ideas: 
 
1. Start an emergency fund. Most financial experts recommend 
that you set aside three to six months of income in an emergency 
fund. Without an emergency fund, you could end up dipping into 
your investments or relying on credit cards to see you through a 
bout of unemployment or a wave of unanticipated expenses. Keep 
this money in a savings or money market account that you can 
easily access in an emergency. 
 
2. Destroy debt. If you already have an emergency fund, this is 
the next place to invest your refund. One of the best ways you can 
use your tax refund is to pay down credit card debt. Not only will 
you reduce or eliminate your credit card payments, think of all the 
interest you won't be paying. If you have several credit cards, pay 
off the one with the highest interest rate first, then work your way 
down.  
 
But don't rush to pay off any debt that the government lets you 
deduct interest payments, such as mortgages and home-equity 
loans. The tax advantage makes those debts cheaper than they 
look. 
 
3. Increase your 401(k) contribution. Once your debts are 
under control, put your tax refund toward your most important 
long-term goal: retirement. If your company offers a tax-sheltered 
retirement savings plan, such as a 401(k) or 403(b), increase your 
2008 contributions by the amount of the refund. If you're not 
participating already, arrange to have a percentage of your income 
roughly equal to your refund deposited in an account during the 
year.  
 
4.Invest for retirement. If you don't have a 401(k) at work or 
you're already contributing the maximum, consider using your 
refund to open or add to a traditional or Roth Individual 
Retirement Account (IRA). Both offer tax advantages and can help 

ensure a secure retirement. The contribution limit for 2008 is 
$5,000. Taxpayers who are age 50 or older can contribute an extra 
$1,000.  
 
If you're not eligible for a traditional or a Roth IRA, you may want 
to consider a deferred annuity to set aside money for retirement. 
These offer tax-deferred growth and have no IRS contribution 
limits. 
 
5.Save for an education. Since education is always a good 
investment, you could also invest in an education IRA or 529 plan 
for your children's education. You could also use the refund to pay 
tuition for courses that will increase your future earning power as 
well.  
 
6.Invest in your health. Use your tax refund to have medical 
work done that you've been putting off or to get a gym 
membership.  
 
7.Improve your home. If you're a homeowner, one of the best 
ways to spend your tax return is to invest it in maintaining or 
improving your home. A fresh coat of paint, an updated bathroom 
or kitchen, or new landscaping not only increases the value of your 
home, but improves your quality of life.  
 
8.Take stock. You could invest your return in a good growth 
mutual fund or further diversify your investments by adding 
international stocks. Your financial representative can help you find 
the best place for your money.  
 
9.Do some good. Donate a portion of your refund to your 
favorite charity. Not only will you be helping someone in need, but 
you may earn a tax deduction for next year's return.  
 
10.Indulge yourself. If you've managed to keep your debts under 
control and your savings on track, reward yourself by buying 
something extravagant, such as a big-screen TV, a vacation, or even 
just a weekend trip to relax and recharge.  
 
Now that you know how you're going to spend this year's tax 
refund, consider adjusting your withholding so your paycheck will 
be bigger and you'll break even next tax time. Just be sure that you 
have a plan in place to wisely use that extra money in your 
paycheck for investing, saving for retirement or college, or avoiding 
debt.  

 

Submitted by: Ken Fox, Northwestern Mutual 
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Antique Sales & Restoration 
Appliance Repair 
Appliance/Electronic Sales 
Appointment Scheduling 
Automotive Dealership 
B to B Telemarketing 
Beauty Salon & Spa 
Building Materials & Millwork 
Business Consultant 
Caterer 
Cellular Phone Sales & Service 
Children's Store 
Coffee & Vending Company 
Commercial Photographer 
Consulting & Investigative Svs 
Corporate Communications 
Dermatologist 
Direct Mail 
Disaster Restoration 
Employment Agency 

Executive Recruiter 
Exterminator 
Fitness Trainer 
Framing Gallery 
Health & Fitness Center 
Home Health Care 
In-Home Elder Assistance 
Ladies Clothing Store 
Lighting Supplies & Services 
Luggage & Leather Goods 
Mailing Service 
Marketing Agency 
Marketing-Branding 
Moving & Storage Company 
Optometrist 
Out Placement 
P. R. Firm 
Pension Plan Consultant 
Personal Shopper 
Personnel Agency 

Pest Control Services 
Phone Equipment 
Photographer 
Podiatrist 
Property Management 
Public Relations 
Rehabilitation Facility 
Relocation Specialist 
Residential Realtor 
Restaurant—Hotel 
Retail Lighting 
Security System Sales and 
Repair 
Temporary Staffing 
Turnaround Services 
Vending Machine Sales 
Veterinarian 
Videographer 
Wardrobe & Closet Consultant 
Women’s Clothing Store 

2008 Open Categories 

The following applications were received after our very successful February meeting.  Please review 

the applicants and if you have any question or concerns please contact the V.P. of Membership,  Ira 

Chislof at 847-5888-0800 

Yehuda Cohen 
Century 21 Sussex & Reilly 
4762 N. Lincoln Avenue 
Chicago, IL  60625 
 

Category:  Residential Realtor  

Sponsor: Burt Horowitz 

Services:  Residential Real Estate Brokerage and 

Relocation Services. 

Bonnie Axelson 
The Seafood Merchants, Ltd. 
900 Forest Edge Dr. 
Vernon Hills, IL 60061 
 

Category:  Wholesale Seafood Distribution  

Sponsor: Jenny Lee  

Services:  Handles fresh fish, some imported fish.  

They carry pastas, rice, vinegars, oil, spices, and 

Asian products as well. 



Page 6 
VOLUME 47,  ISSUE 3 

Business Valuation Services 
If you own a business, want to protect your wealth, or need to know how 
much an asset is worth, you will at some point need professional valuation 
services. It may be to: 

• Sell your business at a price commensurate with its value 
• Determine buy/sell agreement amounts 
• Provide a lender with financial statements for a business loan 
• Plan for a merger, acquisition or stock offering 
• Develop and estate or tax plan to protect your wealth 
• To comply with IRS gifting and estate regulations 
• Create a succession plan 
• Determine the value of assets and liabilities for a divorce settlement 
• Provide an expert opinion on the valuation of a business litigation matter 
• Assist attorneys in litigation 
• File an insurance claim 

• Set up an Employer Stock Ownership Plan  (ESOP) 

Provide expert witness services 

Whatever its purpose, valuation is a widely used discipline that can play a key 
role in helping you achieve your financial goals. The business valuation 
professionals at Kutchins, Robbins and Diamond, Ltd. can give you the 
answer.  Contact Allen Kutchins or e-mail him at 
akutchins@krdcpas.com. 

Larry and Nancy Boucha of Scuba Systems had a very successful 
show at the Our World-Underwater scuba expo in mid-
February.  Larry's HD video, "Splendid Sulawesi" received rave 
reviews. The DVD  features the bizaare camoflagued marine life in 
North Sulawesi Island, Indonesia.  Larry will again be a featured 
presented at next year's show. 
  
John Chatterton and Richie Kohler, the subjects of "Shadow 
Divers" autographed books along with author Robert Kurson at the 
Scuba Systems booth.   
  
The DVD's and books are available at Scuba Systems. 3919 Oakton, 
Skokie, Illinois 60076. 847/674-0222  www.scubasystems.org 

847-840-1040x413 

847-674-0222 



April 6 Jerry Mayster, Mayster & Chaimson jmayster@sbcglobal.net 

April 24 Nicki Schuh, Heartfelt Charity Cards nlschuh@charitycards.com 

April 28 Marko Ratic, North Shore Motor markonsmw@sbcglobal.net 

April 30 Susan Chesler, Sign for Success signsuccess@fsi.net 

April 30 Ken Dermer, Remred ken@remred.com 

Birthday Wishes to... 

 

 

 

 

If you are considering bringing a guest don’t forget to contact the office or  

.P. Membership before extending your invitation.) 

Prospect Name: 

Prospect Company: 

Phone Number:      eMail: 

Category represented: 

Food Choice:    Buffet—Food for everyone 

 Guest Reply Form  Fax to: 1-312-604-5014 

Executives Guild, ltd. 
118 N. Clinton Street 

Suite 307 

Phone: 312-604-5018 

Fax: 312-604-5014 

E-mail: patkelps@globalgds.com 

We’re on the Web 

www.theexecutivesguild.org 

ON MARCH 28, 2008 WILL BE MOVING TO  

 600 GREENBAY ROAD, KENILWORTH, ILLINOIS 60091  

 OUR NEW PHONE NUMBER WILL BE 847 853 7150   

OUR NEW FAX NUMBER WILL BE 847 853 7154 

WE WILL BE LOCATED INSIDE THE OFFICES OF KENILWORTH ASSET 

MANAGEMENT!  DONT FORGET TO UPDATE YOUR RECORDS!    

 PLEASE STOP BY AND VISIT OUR NEW SPACE!   

   

Edie Jerome, President   Metro Mortgage Services, Inc.   "Opening doors one loan at a time"  


