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2007 Board of Directors 

President 
Mark Milstein 
Capital Auto Body 
773-342-3100 

Executive Vice President 
John Miller 
Passport Software 
847-729-7900 

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

V.P. Membership 

Ira Chislof 
Chislof Chiropractic Center 
847-588-0800 
V.P. Programs 
Les Kutchins 
Rite Lock & Safe 
847-676-0046 

V.P. Business Development 
Kevin O’Reilly 
Coupon Cash Saver 
847-537-6420 

Past President 
Stuart Plusker 
Square One Production 
847-677-9844 
 

Directors at Large 

Susan Baylin 
Folio Press 
847-299-0600 
Susan Chesler 
Signs for Success of IL 
847-564-3360 

Ken Fox 
NW Mutual Investment Serv. 
847-966-2046 

Alan Levin 
Laner Muchin 

312-467-9800X133 
Larry Mandel 
Piser Funeral Services 

847-679-4740 
Marko Ratic 
No. Shore Motor Works 

847-647-8717 

 

 

 

Meeting Time & Location 

March 28, 2007 

6:00 pm—Reception 

7:00 pm—Program 

 

Lou Malnati’s  
6649 N. Lincoln Ave. 

Lincolnwood, IL 
847-673-0800 

 
 

Please RSVP  

using the reply form on  

the back page . 

Our members;  Artistic Digital, AZBS and Passport will 
present a program focusing on EGL’s website & blog.   

 
Business blogs will soon be as necessary as websites and 
cell phones.  What do blogs do? 

⇒ Take customer communication to a new level. 

⇒ Generate qualified sales leads. 

⇒ Compliment or replace public relations programs 

⇒ Enhance new product rollouts. 

⇒ Facilitate customer service and technical support. 

⇒ Create new revenue streams 

⇒ Boost search engine marketing results. 

 
Our technology gurus will educate us on how this 
technology can work for your business. 

They will also touch on other elements of our website. 

 

Bring your questions... 

HOW TO USE THE EGL BLOG 
TO YOUR ADVANTAGE 



 

 January 24 Table Top Networking Gusto Italiano Restorante 

 February 28 Closed—Members Only  Café Lucci 

 March 28 EGL & Technology—Artistic,AZBS, Passport  Lou Malnatis  

 April 25 Spring Clean Up—Panel 

 May 23 Open 

 June 27 Table Top Networking—Member Drive 

 July 25 Open 

 August 22 Golf Outing—New Members  Marriott-Lincolnshire 

 September 26 Open 

 October 24 Showcase 

 November 14 Open 

 December 12 Holiday Dinner/Installation 

2007 General Meeting Calendar 

Page 2 

To participate in a program contact the V.P. of Programs, Les Kutchins—847-676-0046 

Marketing Agency 

P. R. Firm 

Security System Sales and Repair 

Employment Agency 

Luggage & Leather Goods 

Optometrist 

Podiatrist 

Ladies Clothing 

 

Health & Fitness Center 

Veterinarian 

 

Cellular Phone Sales & Service 

Caterer 

Pension Plan Consultant 

Restaurant—Hotel 

Residential Realtor 

 

Open Categories: 
Q. What kind of man was Boaz before he married Ruth? 
A. Ruthless. 
 
Q. What do they call pastors in Germany? 
A. German Shepherds. 
  
Q. Who was the greatest comedian in the Bible? 
A. Samson.  He brought the house down. 
 
Q. What excuse did Adam give to his children as to why he  no longer lived in  Eden? 
A. Your mother ate us out of house and home. 
  
Q. Which servant of God was the most flagrant lawbreaker in the Bible? 
A. Moses.  He broke all 10 commandments at once. 
  
Q. Which area of Palestine was especially wealthy? 
A. The area around Jordan the banks were always overflowing. 
 
Q. Who is the greatest babysitter mentioned in the Bible? 
A. David.  He rocked Goliath to a very deep sleep. 
 
Q. Which Bible character had no parents? 
 A. Joshua, son of Nun. 
 
Q. Why didn't they play cards on the Ark? 
A. Because Noah was standing on the deck. 
 
PS...  Did you know it's a sin for a woman to make coffee? 
             Yup, it's in the Bible.  It says . . . "He-brews"  
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Top 10 Reasons Salespeople Fail…And What to do About it! 

Submitted by Jody Williamson, Total Selling Solutions 
 

Reason #3  - Sales people talk too much. 
A sales VP recently told us, my sales reps 
listening skills aren't where they need to be - 
someone says something and they don't find out 
the real reason or intent behind the question, 
which leaves the prospect feeling like my sales 
people don't understand them or their issues. 

Of course, when we sent them to the college of 
Product Knowledge, filling them with features 
and benefits and then sent them out to make 
their quotas, we should have expected this 
result. The marketing department has given the 
sales team the company line extensible, 
scalable, user-friendly all from an industry 
leader. 
 

So what’s the problem telling our story? First, 
people buy for their reasons, not the sales 
rep’s reasons. Second, most high-tech companies 
feature and benefit presentations sound the 
same to the buyer, and when they sound the 
same, low price becomes the determining 
factor in getting the business. 

The solution? Asking questions is the answer. 
Learn to ask questions and stop pitching. Teach 
your sales people the 70/30 rule your 
prospective customer should be talking 70% of 
the time and the sales rep should be talking 30% 
OR LESS. 

 
Reason #4 will appear in the April Newsletter 

Here is our 2006 report - the top 10 reasons sales people fail and what to do about it - based on 
our research and observations of selling teams.   

 

WHAT DOES IT MEAN TO PRE-PLAN A FUNERAL? 

 

⇒ Never having to confront death without a plan 

⇒ Never having to confront a death without the funds to pay for the funeral 

⇒ Never having to feel lost at a difficult time in your life 

Larry Mandel  1-847-679-4740 

piserfunerals@aol.com 



An essay published on Jan. 2, 2007 on the New York 
Times Web site1 makes the observation that Americans 
are besieged with more diagnosis than ever before. 
Titled “What’s Making Us Sick Is an Epidemic of 
Diagnosis,” the authors make the initial statement that:  

“The larger threat posed by American medicine is 
that more and more of us are being drawn into the 
system not because of an epidemic of disease, but 
because of an epidemic of diagnoses.”  

The essay continues on to discuss two areas that are 
contributing to the diagnosis epidemic: the 
“medicalization of everyday life” and the 
“medicalization of childhood.” The authors note that:  

“Everyday experiences like insomnia, sadness, 
twitchy legs and impaired sex drive now become 
diagnoses: sleep disorder, depression, restless leg 
syndrome and sexual dysfunction.”  

Their concerns are heightened for the “medicalization 
of childhood”:  

“If children cough after exercising, they have 
asthma; if they have trouble reading, they are 
dyslexic; if they are unhappy, they are depressed; 
and if they alternate between unhappiness and 
liveliness, they have bipolar disorder.”  

The authors cite another source of potentially 
unnecessary diagnosis and treatment, the “at risk” 
diagnosis:  

“While diagnoses used to be reserved for serious 
illness, we now diagnose illness in people who have 
no symptoms at all, those with so-called pre-disease 
or those ‘at risk.’ Two developments accelerate this 
process. First, advanced technology allows doctors 
to look really hard for things to be wrong. Second, 
the rules are changing. Expert panels constantly 
expand what constitutes disease; thresholds for 
diagnosing diabetes, hypertension, osteoporosis and 
obesity have all fallen in the last few years. The 
criterion for normal cholesterol has dropped 
multiple times. With these changes, disease can now 
be diagnosed in more than half the population. If 
more than half of us are sick, what does it mean to 

be normal? Many more of us harbor ‘pre-disease’ 
than will ever get disease, and all of us are ‘at 
risk.’”  

At this point, one has to ask what’s behind this 
“epidemic of diagnosis”? As it usually does, the answer 
probably comes down to money:  

“The epidemic of diagnoses has many causes. More 
diagnoses mean more money for drug 
manufacturers, hospitals, physicians and disease 
advocacy groups.”  

Coincidentally enough, nine days after the essay was 
published, a for-profit company calling itself U.S. 
Preventive Medicine, sent “A letter to the American 
Public” to The Wall Street Journal (it also appeared in 
USA Today). In its letter, the company describes itself 
as “a new company dedicated entirely to prevention.” 
This letter focuses on the benefits of prevention by 
saying that:  

“The prevention model of healthcare holds 
enormous promise for individuals, employers, 
healthcare providers and policy makers.”  

A review of its Web site 
(www.uspreventivemedicine.com) provides a unique 
approach to the business of health.  

“U.S. Preventive Medicine, a privately owned 
company, is organizing and commercializing the 
market for proactive preventive health services in 
partnership with established hospitals and physician 
groups. The Company licenses its proprietary 
methodology, technology and branding assets to a 
health provider, which operates a local point-of-
care – The Center for Preventive Medicine – in a 
geographic territory on an exclusive basis.”  

Simply stated, this company is going to sell hospitals 
and physicians groups on the advantages of opening a 
“Center for Preventive Medicine” in their area using its 
methods. It is so convinced of the profit potential this 
approach will yield that it will only license these 
businesses on “an exclusive basis.”  

Continued on P. 5... 
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An “Epidemic of Diagnosis” 
And the 

“Commercializing” of Preventive Health Services 
Submitted by Ira Chislof, Chislof Chiropractic & Wellness Center 



Page 5 
VOLUME 46,  ISSUE 3 

Health care in the United States has now become the 
business of medicine. This business has all of the same 
demands of every other business: growth of at least 25-
30 percent every year. This means that for the hospitals, 
physicians groups, managed care organizations and drug 
companies to be considered successful, they must earn 
more every year. The best way to earn more money is to 
sell more services. But who’s to say which health 
services are needed and which are not? Does good health 
really mean that you take drugs to  
avoid illnesses you might get?  

Clearly, there has to be a conflict of interest within a 
system whereby those recommending the services and 
those selling the services are making money off of 
people who are less than able to debate if the services 
are truly required. This situation is even more 
complicated by the fact that many of the drugs 
prescribed are later shown to have serious adverse 
consequences. The most recent of which is the reduction 
of the incidence of breast cancer coinciding with the 
reduction in the application of hormone replacement 
therapy.  

As was noted by the authors of the Times essay:  

“But the real problem with the epidemic of 
diagnoses is that it leads to an epidemic of 
treatments. Not all treatments have important 
benefits, but almost all can have harms. Sometimes 
the harms are known, but often the harms of new 
therapies take years to emerge – after many have 
been exposed.”  

The focus seems to be to convince the American public 
that they can’t truly be healthy unless they constantly 
are being assessed for illnesses and conditions for which 
they may be “at risk” and taking the currently 
recommended drug to reduce that risk. Is this the goal of 
the health care industry… to have every person, 
regardless of age, taking regular prescription drugs for a 
minimum of 3-6 conditions they might get?  

It would appear that the health care industry is seriously 
confused about the definition of health. As the authors 
of the Times essay suggest:  

“Perhaps someone should start monitoring a new 
health metric: the proportion of the population not 
requiring medical care.”  

Utilizing the tax benefits of Health Savings Accounts and 
Long Term Care Insurance just got a whole lot easier and 
more valuable.  Health Savings Accounts (HSA’s) were 
created by the Medicare Act of 2003.  This allowed 
contributions to an HSA to be made on a pre-tax basis,  
and allowed for withdrawals for non-reimbursed, qualified 
medical related expenses, to be taken tax-free.  Qualified 
Long Term Care Insurance (LTCI) premiums are a  
qualified medical expense.  As a result, an individual may 
withdraw money, tax-free from their HSA to pay for 
qualified LTCI premiums. 
 
In 2007, the Tax Relief and Health Care Act of 2006 went 
into effect.  This Act vastly increased the limits for which 
and individual and family can contribute to their HSA.   
The indexed limits for 2007 are $2,850 for an individual 
and $5,650 for a family.  As long as an individual and/or 
family purchases a High Deductible Healthcare Plan which 
is compatible with an HSA, they may contribute up to the 
maximum limits allowed by law. 
 
In that LTCI benefits are received tax free, by purchasing 
the LTCI plan with pre-tax premiums, one insures 
themselves against a long term care claim with very 
inexpensive dollars.   

Consider the alternative of self insurance.  If one were to 
invest $1,500 per year into a 7% vehicle for 30 year, the 
money would grow to roughly $142,000; not factoring in 
taxes. 
If one considers that today, the average annual cost of a 
nursing home is $70,000, and the average length of stay is 
2.6 years, the average cost would be $182,000 in today’s 
dollars.  In 30 years, considering a 5% inflation rate, the 
cost of a nursing home stay of 2.6 years is $803,000.  The 
LTCI plan would cover the individual day one and the 
benefits would increase with inflation.  The premiums 
would be paid tax-free and the benefits would be collected 
tax-free. 
 
The federal government has given us a gift when planning 
for our future.  We need to be smart enough to recognize it 
and act on it.  Please contact Total benefit Services if you 
wish to learn more about HSA’s or Long Term Care 
Insurance, as they may pertain to you, your family, or your 
business; or if you know anyone who could use such advice. 
 
We may be reached at 847-853-8800, by Email @ 
tbs@totalbenefitservices.com, or via our web site. 

Long Term Care Insurance and Health Savings Accounts 
Submitted by Randy Sable 

An “Epidemic of Diagnosis” continued from p.4 
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 Metro Mortgage Services, Inc. 
1 East Northwest Hwy, Suite 215 

Palatine, IL 60067 

847-776-8070 fax 847-776-8489 
 

TO ALL OF MY CURRENT AND FUTURE CLIENTS!   
 

Please read the information below regarding credit 
reporting!   If you have any concerns please call me!   

 
OPT Out 

 
Did you know that every time you order a credit report, the information on your borrower 

is put on a lead list and sold to anyone that is interested in buying a lead list within 48 
hours after you ordered credit. Your competitors can obtain the list and call your clients 
soliciting them away from you. How can this be stopped, have your customer or you can 

on behalf of your customer, if you have there written permission, to call 888-567-8688 and 
Opt Out from the sale of their name to anyone. The person will receive a letter confirming 

they want to Opt Out and they can confirm and actually say they want it permanently. 
This will take care of all three Agencies.    

 
 PLEASE DON'T FORGET ABOUT OUR HOME EQUITY LINES 

OF CREDIT ABSOLUTELY FREE TO BUSINESS OWNERS!   

March 21st marks the 4th year running that I will be the 
chairman for the River North Association Spring Fling and 
Annual Meeting. Its always a fabulous event, that in past years 
has found me working with guest speakers Alderman Burton F. 
Natarus (42nd Ward), Charles Reiss (Donald Trumps project 
manager for new Trump Tower construction project),  
Paul Green (political analyst WGN TV/Radio), Mark Giangreco 
(sports anchor-ABC 7), Allison Rosati (news anchor WMAQ 5), 
and Bill Zwecker (entertainment reporter CBS 2/Chicago Sun-
Times). 
 
This year’s event, to be held at the trendy night spot Sound-
Bar, will feature a key note address from newly elected 
Alderman Brendan Reilly, who recently defeated the renowned 
Alderman Natarus after 36 years of impeccable service to the 
River North area.  As always, the event will consist of a short 
presentation highlighting last year’s achievements, the 
induction of the 2007 Board of Directors and the presentation 
 of our Best of 2006 Awards, voted on by members and 

residents.  The award categories include Favorite Restaurant, 
Favorite New Restaurant, Favorite Business or Service,  
Favorite Retailer and Favorite Art Gallery. 
 
Square One Productions was responsible for finding and 
negotiating terms with the venue, program development, 
restaurant sponsors, Audio/Visual services, on-site logistics, 
securing necessary rental items, and production of the Power 
Point presentation which runs in conjunction with the meeting 
& award ceremony (many thanks to Brian Whyers of Artistic 
Digital for creating and running the Power Point). 
 
I would also like to take this opportunity to once again thank 
Leslie Stern, who inadvertently introduced me to the River 
North Association over 4 years ago.  The association continues 
to be a great client as well as a resource for new business.   

 
Stuart Plusker 



 

March 8 Bruce Pellegrini, Ideal Coffee idealcoffee@hotmail.com 

March 15 Kris Keller, National Realty Network kkeller@nationalrealtynetwork.net 

March 16 Howard Gallay, ACM Associates 

March 18 Bernie Dyme, Perspectives, Ltd. bsd@perspectivesltd.com 

March 19 Mike Moran, American Chartered Bank mmoran@americanchartered.com 

 

Birthday Wishes to... 

Executives Guild, ltd. 
118 N. Clinton Street 

Suite 307 

Phone: 312-604-5018 

Fax: 312-604-5014 

E-mail: paksmi@rcn.com 

 

Member Name:  

Member Company: 

Guest(s): 

I will be bringing a prospective member to introduce to the Guild. 

Prospect Name: 

Prospect Company: 

Address: 

City/ST/Zip: 

Phone Number:      eMail: 

Category represented: 

Food Choice:    Pizza Party—Food for all 

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

We’re on the Web 

www.theexecutivesguild.org 


