
“As we celebrate our
70th anniversary, my ini-
tial response would be
to maintain our long-
standing customer fo-
cus—a commitment
built on knowledge,
quality and service. This
year, however, the sta-

tus quo is not enough. My second resolu-
tion stems from the recognition that busi-
ness is far more global in scope and the
importance of expanding beyond the tra-
ditional boundaries. For Bloom, that
means expanding our horizons across the
country and not only across the bridge.
This greater reach is more than geograph-
ic but also a look to new industries. For
example, companies specializing in
‘green’ energy are replacing traditional
manufacturing firms. So for 2015, my New
Year’s business resolution will include a
broader view of ‘our’ world and the posi-
tive impact it can have on the community
we’ve been a part of for seven decades.”
Frank Martin
President, The Bloom Organization

“My 2015 resolution
strangely looks a lot like
2014’s and maybe quite
a few years’ before that.
Like many businesses,
ours gets the feeling of
a fresh start the first day
back after Dec. 31.
CPAs start right up with

our busiest four months, when we com-
plete 60 to 70 percent of what we do for
the entire year. I’d like to jump right in at
the beginning of January and get as
much accomplished as early as possible.
The more that gets finished and out of
the way quickly in January and February,
the less stress exists at the time we’re
busiest, late March and early April.”
R. Dennis Vogt, CPA
Partner at Alloy Silverstein

“For this New Year’s resolution our main
goal is to continue the diversification and
expansion of our clientele between both

public and private enti-
ties and the respective
sectors of our industry.
Such diversification
helps to insulate our-
selves to the extent
possible from the im-
pacts of a poor and
fluctuating economy,

while enabling us to grow.”
Teal Jefferis, Principal,
Jefferis Engineering Associates

“Looking back, 2014
was a good year for 1st
Colonial Community
Bank. It is anticipated
that 2015 will be even
better as our service
reputation envelops
southern New Jersey.
Further augmenting my

conviction that we will continue our
growth in size and profitability is the im-
age that some of our competition is por-
traying in our market. Legions of shoe
salesmen are not the secret to success in
growth. It’s knowledge, maturity and pro-
fessionalism on the part of our officers. I
look forward to being of service.”
Gerard Banmiller, President and CEO,
1st Colonial Community Bank

“Our business
plans/goals are to pro-
mote our exceptional
level of service both in
the commercial and
residential realm, ex-
pand our market pres-
ence into new geo-
graphical areas and

prepare for the new changes coming in
the title insurance industry. Focusing on
these areas will help us grow our revenue
and increase our profit margins. With the
new regulations coming forth in the title
industry we are preparing to be leaders
amongst the changes ahead.”
Keith Langan
Executive Vice President,
Surety Title Company
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The beginning of each year brings renewed optimism in the business
sector. That’s why we reached out to five South Jersey executives to
find out what they’re hoping for in 2015 as well as the resolutions
they vow to keep.

The key to being a
good negotiator is
knowing when to bend
without breaking.
Compromise is impor-
tant in any discussion,
but how can you know
when you’re making
the right choice versus
the acceptable one?
We asked Francis
Manning, partner-in-
charge at the Cherry

Hill location of Stradley Ronon Stevens &
Young, to give us some tips for when it comes
time to sit down at the table. 

On preparing before sitting down to nego-
tiate: Significant preparation is required because
negotiating is not just an exercise in compromise.
“Getting to yes” is hard. It requires knowing
and understanding a client’s goals, the facts,
and the law. This allows the attorney to be
confident and credible in responding to the
points made by the other side. Negotiating
without significant preparation can undermine
the client’s negotiating position because, simply
put, bluster won’t cut it.

How to compromise without giving up too
much:A client doesn’t give up too much if the
client is comfortable with the end result.

Ending talks on a good note: It often de-
pends on the parties’ relationship after the
negotiation.  If, for example, the negotiation
results in the need for the parties to work
together on a go-forward basis, leaving the
table with firm handshakes and good feelings
is always preferable.  

Dealing with facts and not emotions:
Emotions are never too far from the front,
even in “pure” business negotiations, be-
cause people operate companies. They
place themselves and their reputations on
the line when negotiating, and so frustration,
pride, indignation, and other emotions are
natural. Attorneys can best handle client
emotions that may impede a negotiation
by redirecting the focus to the goals, the
facts, and the law—on which the attorney
has a firm grasp because of the significant
preparation he or she has done.

Francis Manning
Partner, Stradley Ronon Stevens & Young
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