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Were you or someone you know possibly part of the Target scandal that involved hackers 
accessing millions of people’s data? Does your company’s security keep you up at night? As 
the hackers get smarter, and our companies’ vulnerabilities grow larger, there’s a lot to worry 
about. 

Hear the latest on cyber and mobile security and next generation cloud computing when 
you sign up for this year’s CIO Conference on February 27. You’ll learn from one of the best: 
Keynote speakers Jill T. Singer is the Federal Chief Information Officer Emeritus, not to mention 
former CIO, National Reconnaissance Office; and the Former Deputy CIO, CIA.

We’ll also be celebrating our CIO’s with our Annual CIO Awards. It’s a great chance to 
come and honor the region’s premier CIOs. And remember, it’s not 
too late to sign up for our annual Tech Trek to Washington on 
February 11 to 12. It’s your chance to meet with our elected federal 
representatives and be heard in Washington DC. 

We are always working to present the events you want to attend, 
and cover what’s most important to our members. Have an idea? 
Feedback? Drop us a line. We want to hear from you! n

     — Maxine Ballen, President & CEO, NJTC
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New Jersey to Host 
2014 Special Olympics USA Games

During the week of June 14-21, 3,500 athletes from all 50 states will take part in the largest USA 
Games in Special Olympics history, right here in the Garden State. 

In 2010 Special Olympics New Jersey constructed a bid to host this national event and was 
selected over major cities throughout the United States, finally beating out Boston, Massachusetts 
to win the bid. 

The 2014 USA Games will require the Games Organizing Committee to raise in excess of $15 
million to ensure free participation for every athlete attending the Games, an event that has the 
potential to generate more than $116 million in economic impact to New Jersey businesses.  More 
than 12,000 volunteers will be required to conduct the Games, and as many as 80,000 family 
members and spectators are expected to attend events throughout the greater Mercer County area.

The 2014 USA Games will celebrate the Special Olympics Movement, promote the ideals of 
acceptance and inclusion through sport, and showcase the abilities of athletes with intellectual 
disabilities. 

Special Olympics New Jersey provides year-round sports training and athletic competition in 
24 Olympic-type sports for more than 23,000 children and adults with intellectual disabilities, 
completely free of charge, giving them continuing opportunities to develop physical fitness, 
demonstrate courage, experience joy and participate in a sharing of gifts, skills and friendship with 
their families, other Special Olympics athletes and the community. n

Visit www.sonj.org for more information.
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TechMASH

SCIENCE OF
THE BIG GAME

Some of the technology 
under the hood at 
MetLife Stadium

•  MetLife has full Wi-Fi access, one of only 
12 of 32 NFL stadiums that can make this 
claim. The remaining 20 NFL stadiums 
depend upon slower cellular network 
infrastructure to provide Internet connectivity.

•  MetLife is the first fully next-generation-
network stadium in the NFL (also known 
as “all IP”). This means all information 
(video, sounds, emails, etc.) in the stadium 
flows through IP packets, none through 
traditional physical telephone lines or 
systems. (Someday, perhaps within 5 years, 
most of our nation’s phone and other 
systems will probably work this way, too.)

•  There are more than 2,000 personal TV 
screens at selected seats in the stadium, 
each connected via VoIP network.

•   About 50 miles of fiber-optic cable, 
and nearly 500 miles of other 
cable, connect it all together. 

•   Nearly half a mile of four-foot high LED 
lighting tracks encircle the stadium rim. 

•   A ‘solar ring’ of 1,350 panels encircle the 
stadium to help power the LED board. 

—Stevens Institute of Technology (stevens.edu) 

Jim Bourke @JimBourke
AOL to acquire firm that personalizes content for $83-mln 
is.gd/SRMyPG

Constellation: Green Tip of the Month!
Efficiency Made Easy: Program Benefits
Constellation’s Efficiency Made Easy (EME) allows businesses to implement energy efficiency measures 
without a capital expenditure. The costs of efficiency measures are factored into the price per kilowatt hour and 
are reflected on the electricity bill.

The New Jersey Technology Council has teamed up with Constellation as its endorsed power supplier to help 
members like you intelligently buy, manage and use energy. 
Learn more at www.constellation.com/NJTCAR1.

The New Jersey Technology Council is your conduit to the 
colleges and universities in the region. In December we hosted the 
Regional Commercialization Conference that brought together an 
audience of university tech transfer officers, entrepreneurs and 
investors, the event included presentations from ten of the 35 
Colleges and Universities that are NJTC Members.
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David DeWolf
CEO, 3Pillar Global  

A self-proclaimed workaholic (and father of 6!), DeWolf has 
grown 3Pillar from nothing to over 600 employees in just 7 years. 
The passionate, self-aware leader sits down with the NJTC to 
discuss his early startup days, how he manages a board, and les-
sons he has learned along the way.

Can you tell me briefly about how 3Pillar came about?
I’ve always had a passion for building software products and working 
with high-performing teams to do so. Early in my career I worked as a 
consultant for regional, mid-sized consulting companies. After several 
successful years, I decided it was time to strike out on my own as an 
independent consultant so that I could choose the types of products I 
built and the teams I got to work with. 

The idea of starting my own company really came about by accident. 
Because of my consulting connections, I used to get asked frequently 
if I could recommend developers. Once after doing what I considered 
nothing more than matchmaking, the hiring company asked me 
essentially, “When can he start?” After trying to back out of being the 
“middle man,” the client convinced me it was in their best interest. 

This trend continued until there were 6 employees working with me. 
I remember this fact hitting me in the face one day and wondering if it 
was time to form a company. As I stepped back to determine whether to 
move forward, I discovered what we believe is a huge void in the market. 
It was at that point in time that we began deliberately building 3Pillar 
into a full lifecycle product development company.

Did you bootstrap it yourself, or were there investors 
early on?
We did bootstrap for the first 3 years. I took out a personal loan for $40,000 
when I struck out on my own and didn’t pay myself for the first six months. 
We were cash-flow positive from day one because of this decision.

In 2009, we acquired our first international delivery center, which 
is in Romania. When we did this, we took on a small amount of angel 
funding in order to complete the acquisition. In 2013 we raised our 
first institutional round of growth capital with the intent of funding a 
national growth campaign.

On your blog (daviddewolf.com), you say, “My intent 
in starting the firm was simply to have the opportu-
nity to pick the products I worked on and the people 
I worked with.” When you go from 6 to more than 
600 people, what’s your hiring strategy? How do you 
maintain hiring people you truly want to be part of 
your company and share in your vision?
I won’t fool you, it’s not easy. One of the biggest challenges for an 
entrepreneur is how to scale and delegate. You can’t delegate culture. 
You can’t delegate vision. But, what you can do is hire people that 
you trust to perpetuate the vision and culture. Don’t give in to the 
temptation to water either down.

Many people interview for competency. Too few people interview for 
vision and culture fit. I’ve been intentional about hiring executives and 
a leadership team who are as dedicated and almost as passionate as I 
am about both. You then have to trust them and hold them accountable 
to living it.

3Pillar has grown rapidly over the past five or so 
years; such rapid growth can be daunting. What lead-

ership skill do you think has proven most helpful in 
navigating such growth?
Humble Confidence. It’s a trait that I have actually made my “personal 
battle cry,” if you will. It sounds contradictory but I think it makes sense 
if you really analyze it. 

Early on I was successful because I was unconsciously competent. I 
didn’t know what I didn’t know, but I also realized that I had no idea 
what I was doing when it came to running and growing a business. 
We’re talking about a guy who went from writing software 80 hours a 
week to running an international company.

Because of this, I sought out advice. I was confident enough in my 
abilities to plow forward and believe in my vision. But I was also humble 
enough to find mentors, hire leaders that were smarter and more 
experienced than me, and truly listen to their advice. So many people 
talk about the stubbornness of the successful entrepreneur. I would 
agree there’s a definite advantage to being able to ignore the naysayers, 
but, I don’t believe you can be successful by being exclusively bull-
headed. I believe that the best leaders know how to listen and navigate 
their vision based upon what the market tells them.  They know how 
to compliment their own strengths and weaknesses and build high 
performing teams.

Any lessons learned along the way you want to share 
with other CEOs?
Hire people who are smarter and more experienced than yourself. 
Great talent attracts great talent, and high performers don’t take 
pride in being the smartest person in the room. Rather, they enjoy 
collaborating with those that they can learn from.

Stay close to your customers. As your business grows and hits a 
tipping point, many people will urge you to delegate, rely on others, and 
to spend more time on strategy and “out in the market.” There are all 
sorts of reasons for this, and it is generally good advice if you interpret 
it the right way.

I didn’t, at first. I didn’t want to be “that entrepreneur” that couldn’t 
give up control, so I delegated and trusted to manage our customer 
relationships. I spent more time on strategy and being “in the market” 
before I realized that there is no better market than the one you already 
have. You can delegate and trust others without losing the pulse of the 
customer. Spending time with your current customers is one of the best 
ways you can “be in the market.”

You have impressive board members. What best prac-
tices do you use to manage your board?
Be deliberate. Be proactive. When I started building the board at 3Pillar, 
a lot of people laughed at me. I still owned 100% of the company, had 
less than 10 employees, and had no more than $2M in revenue. I didn’t 
need a board. The most common question I got at the time was, “Why 
would you subject yourself to a board when you don’t have to?” Simply 
put, I convinced myself that if I couldn’t convince 2 people that were 
smarter and had more experience than me that my idea was a good 
idea, then I should probably listen to their advice for my own sake.

This proved to be the right move. I have what I consider to be a 
high-performing board. I’ve been able to attract individuals who are 
seasoned and well respected and simultaneously believe in our vision 
and add value – not just cache. I’ve been intentional about recruiting 
the best of the best – not “brand names” necessarily, but individuals 
who I respect, can learn from, and will work well together.
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What’s your company culture like, and what’s the 
key to keeping up that company culture?
We hear from employees in our offices around the world that we have 
a very unique environment at 3Pillar. It’s a culture that values each 
and every employee as a person, not just an employee. This leads to 
a familial feel, I think. Our employees live integrated lives where the 
office feels like a home away from home. It’s not uncommon for my 
wife to drop my son off at the office before we head out to one of 
his baseball games. Other employees feel the same freedom to live a 
holistic, or what I call an integrated, life.

That’s not to say we don’t work 
hard. We are a very driven and 
passionate company. We enjoy 
working together. We work 
hard and play hard. We are a 
fairly collaborative company. We 
value high performing teams, 
not individual heroics. Integrity 
and doing the right thing are 
woven into our DNA. So many 
companies talk about integrity; 
unfortunately, few allow ethics 
to hold a veto right in business 
decisions. We do.

I believe that culture has to be 
authentic. It can be encouraged 
and developed and influenced, 
but once it is established, it is not 
something that can be changed 
overnight.

Innovation is one of the 
keys to 3 Pillar’s success. 
How do you keep inno-
vation fresh and people 
working towards inno-
vation?
First, it’s important to really 
understand what innovation is. 
Innovation is not just about 
technology.  Innovation is 
about applying technology that 
already exists to real world 
problems and opportunities. 
Too many people mistake 
innovation with invention. True 
innovation requires a deep understanding of technology. This allows 
us to know what is possible. Unfortunately, too many technologists 
think from the technology up. The secret of innovation is to think 
from the market down.

We teach our employees to operate with a Product Mindset. If you’re 
looking at an existing or potential software product with the Product 
Mindset, you aren’t thinking about the technology first. You are 
thinking about it in a business context. You are focused on the market, 
the consumer, and the specific opportunity in question. The Product 
Mindset starts with the question why, not how. If you first understand 
what is needed, it becomes much easier to fill in the blanks of whether 
it’s possible. 

Innovation requires strategic thinking – that you connect the dots. 
Connecting the dots starts with collecting the dots. We teach our team 
members to ask questions.  Be curious. Dive deep. Understand why. 
Don’t assume, ask. Dots are so much easier to “connect” when you 
have a lot of them. The more data, the more information, the more 
understanding, the clearer the picture becomes.

That said, innovation also requires action. It requires experimentation. 
You can’t collect dots forever.  You need to embrace risk, make a 
hypothesis, and then go validate it. Listen to your customers. Listen 
to the market. They will tell you if what you have “brainstormed” is 
of value.  

 
You are a self-proclaimed 
workaholic, CEO of a 
rapidly growing top com-
pany, and the father of 
6 kids! Any advice on 
achieving work-life bal-
ance?
Don’t try. Seriously. I 
fundamentally don’t believe in 
the concept of a work-life balance 
because to me it means one must 
come at the expense of the other. 
When I hear “work-life balance,” I 
picture an old-fashioned scale. Two 
very distinct items, placed at two 
opposite ends of a machine, one 
working to offset the other. The 
objects are almost a contradiction.

My faith, my family, and my 
friends are all important to me. 
But, I don’t consider any one of 
them to be a detriment to my 
profession. In fact, they enhance 
my profession, and my work 
enhances those relationships. 
I consider myself a father, even 
when I’m in a staff meeting at 2:00 
in the afternoon. I consider myself 
a husband even when I’m traveling 
for business and away from home.  
I consider myself a CEO even 
when I’m putting my kids down to 
bed or coaching my son’s baseball 
team. I try to live an integrated life 

where I don’t have to compartmentalize work life and family life.
Two years ago I took a conference call while I was coaching 3rd 

base. I was in the midst of closing an acquisition and the only time the 
lawyers in India, London, and DC could all be on the phone together 
was something like Saturday at 10AM. I had two responsibilities – 
both of them critical. Being a good dad and being there for my son 
is important to me, but I simply couldn’t postpone this call. If I were 
trying to balance, I would have had to choose one or the other. By 
living an integrated life, I found a way to do both. Does that mean I’m 
too connected? Maybe. But a little creativity allowed me to duck out 
of active participation in the game for a short period of time and never 
miss an at-bat. n
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The professionals at WS+B who dedicate 
themselves to servicing clients in the New 
Jersey tech space are passionate about 
helping bright entrepreneurs achieve their 
dreams. 

Like you, we believe there is nothing 
more exciting than taking the seed of an 
idea and watching it grow into a thriving 
business. Whether in startup phase or as 
an established company, our professionals 
have a unique understanding of this 
space, and will work with you as a 
strategic partner throughout your journey 
of growth and success.

TAKE A SEED OF AN 
IDEA AND WATCH 
IT GROW INTO A 
THRIVING BUSINESS

withum.com

Jim Bourke, CPA.CITP, CFF, CGMA
Partner, Practice Leader
Technology Services                   
732.842.3113 • jbourke@withum.com

Chris DeMayo, CPA, MBA
Team Leader
Startup and Emerging Growth Services             
973.898.9494 • cdemayo@withum.com
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TranSEND Integrated Technologies: 
Successfully Revolutionizing the POS Terminal

BY MICHELE HUJBER

You’re out shopping and swipe your credit card to make the purchase. During the two seconds 
it takes for the transaction to be approved, the data is travelling a distance that is equivalent to 
going to the moon and back. It goes first to your credit card company, then to your bank, and 
then to credit checking organizations. Then, the authorization travels back to the point of sale.

You may not give much thought to this amazing journey, but Amit Chhabra and his 
employees think about it every day. Chhabra notes that we all take it for granted while shopping, 
but there are many nuances in that process that depend on the efficiency of the software that’s 
inside the box.

Amit Chhabra is CEO of TranSEND IT, a company located at the Burlington County 
College Business Incubator that is well on its way to establishing itself in the point of sale (POS) 
terminal industry, providing efficiency and innovation. 

When Chhabra first started TranSEND, some of his family, friends and colleagues were 
skeptical. People would say to him, “it’s a credit card terminal. Aren’t they already out there? 
Don’t people have what they need? What else do you have to do? You swipe a card and it works.” 
But Chhabra explains that every six months, the credit card companies update their rules, so 
there is a rotating door of activity just to keep up with what they’re changing.

TranSEND supplies its software for many of the POS terminals in the marketplace. POS 
terminal manufacturers typically sell the terminals with their own stock software that’s unique 
to that device, but when credit card processing service providers purchase the POS terminals 
from the manufacturers, they can install different software. TranSEND’s customers are now 
placing thousands—and in some cases tens of thousands—of card readers with TranSEND 
software in the field every month. Chhabra credits their software’s superior capability, design 
and architecture for their success in the market.

In addition to the quality of the software itself, service providers also benefit from having 
the same software product in all of its POS terminals, despite having terminals from different 
manufacturers. Whereas in the past the service provider would field help desk calls that could 
involve numerous software products, a service provider can now sell devices from different 
manufacturers but only deal with calls about TransSEND software.

The ease of help desk service is a high priority for Chhabra, who, as an employee at several 
startup companies, was frustrated when his employers would cut corners only to later suffer 
from a customer support standpoint. Chhabra’s frustration led him to go out on his own as 
CEO of TranSEND. He founded the company in 2003 and, in 2005, moved from New York 
City to Mount Laurel, New Jersey. He bought a house there and worked out of his basement. 
He hired his first employee in 2005 and then, later that year, moved into the Burlington County 
Business Incubator. He now has 10 employees and has expanded into two additional suites at 
the incubator. 

He notes that the incubator has been “phenomenal.” He also comments that the incubator 
provides an impressive environment for meetings with people from Fortune 500 companies. 
The incubator also suits his needs because of the labor pool that surrounds the area’s high 
concentration of universities and technology companies. 

TranSEND is growing. The first version of their platform is now in the market and there 
are several people that are using it actively. The feedback from customers is that the product 
is helping them to cut costs in their infrastructure and incorporate social media participation. 
It serves the trend of different entities—such as Twitter, Facebook and Groupon—who want 
to reside at the point of sale and engage with the buyer. The platform enables a conventional 
credit card terminal to bridge social media to local service providers. The platform is “building 
a bridge to the future” and this, says Chhabra, is what gets him excited every day. n

For additional information about TranSEND IT, go to http://www.transendit.com/. For 
information about the Burlington County College High Technology and Life Science Incubators 
in Mount Laurel, NJ, go to http://incubators.bcc.edu/pages/1.asp. For information about other 

incubators in the New Jersey Business Incubation Network, go to http://www.njbin.org.
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The NJTC Technology Forecast, 
held this year on January 24th, 

brought together thought leaders from around our region 
to discuss the future of technology. 

Four of those leaders sound off here.

The Future of Disruptive Technologies
Shawn Giordano, Vice President Sales, TechXtend 

There’s no question that technology will continue to have a 
transformative—sometimes disruptive—effect on business, the economy 
and our lives.  While there’s a steady flow of ‘the next big thing’ ideas 
in information technology, we believe that two in particular—mobile 
device and information management—will have a significant impact on 
business well into the next decade.

The expanding mobile workforce and its need to access enterprise 
data is placing tremendous strain on information technologists and 
their budgets.  With the advent of smart devices and wireless networks, 
a mobile worker may not even leave the building!  They may be working 
‘un-tethered’ in conference rooms, in a colleague’s office, on the shop 
or warehouse floor—anywhere within the reach of a secure network 
connection.

So with the growing range of devices and user interaction scenarios, 
are ‘everything everywhere’ strategies achievable? It’s certainly not easy 
to ensure that each worker has secure access to the right applications 
and business data—regardless of the device and network they use.  
Essential to the solution will be common technologies for building 
applications that run on any device— mobile or otherwise—and can 
access any back-end service or store of data or information.  We believe 
that with maturing technologies such as Embarcadero’s RAD Studio 
and SAP’s Mobile Platform and emerging platforms such as coRe 10’s 
data operating system, it’s now possible to build robust applications that 
run across the entire range of Microsoft, Apple and Android devices 
without sacrificing quality, connectivity or performance.

The Future of Capital Raising

Phil Politziner, Chairman Emeritus, EisnerAmper LLP
2013 was a strong year for fund raising.  In some areas it approached 
a post 2008 financial crises record.  2014 will also be a strong year.  
From the fund side, many limited partners are consolidating some of 
their relationships and we anticipate that trend will continue in 2014.  

Angel groups are becoming a more valuable source of seed capital 
and are filling a very important need and this should continue.

There has been a strong appetite for fund backed IPOs in 2013 and 
2014 is expected that this trend will continue.  The increase in market 
value of these portfolio companies have generated strong results for 
those funds and should make capital raising more attractive thru LPs 
and more capital available to companies.  

In addition, we anticipate a stronger impact from crowdfunding. 
Capital raising over the internet should also become more prevalent.  

Future of Disruptive 
Technologies & Innovation

Maria Maccecchini, Ph.D., CEO, QR Pharma
I believe that there will always be innovations and disruptive technologies, 
because people use their brains to come up with beautiful ideas and 
they use all the resources at their disposition to develop them into 
realities. The capital raising question is harder to answer, because we 
have seen investors from all levels of the development chain get more 
risk averse and invest in progressively more advanced companies. That 
is where economic development is coming in and playing a pivotal role 
to help these companies to grow, so they are palatable to investors.

The Future of Innovation
Steve Abramson, Universal Display Corporation

Technology and innovation go hand in hand. Whether it is building a 
new gadget, platform, algorithm, reinventing the methods of human 
interface or developing the next disruptive display material technology, 
innovation drives technology. Capital is drawn to innovation, but it 
takes persistence to move from idea to lab, lab to fab, and fab to market. 
Take Universal Display for example. We started almost 20 years ago 
with 3 people, no capital, no offices, but a grand idea of developing 
this little green OLED dot we saw at Princeton University for the 
commercial market. After years being an R&D company, several rounds 
of financing, lots of hard work, we have grown into a leading global 
OLED materials and technology company.

For any company, innovation is being driven by what they hear from 
their ecosystem - customers, partners and their stakeholders - and 
each instance of innovation is a step towards disruption. Universal 
Display, like many companies, looks at innovation at every level of 
the organization, including how materials science can help us make 
breakthroughs at the molecular level, how advances in technologies 
can support customers’ innovation at the product design level and new 
markets for our materials. We’ve taken that little green OLED dot and 
built a portfolio of colors (red, green, yellow, blue and white). We have 
made OLEDs more energy efficient, brighter, and long lasting. Further, 
we’ve taken the original idea for using OLEDs in traditional displays 
and developed the materials for other markets and potential disruptive 
applications like flexible electronics. We’re not just seeing innovation 
in our labs. We’re creating opportunities for innovation throughout the 
OLED supply chain.

In the end though, it’s the people working on myriad challenges who 
execute innovation. There are a lot of talented and technically proficient 
individuals who can support goals, but it takes creative and passionate 
people to advance ideas and push past perceived boundaries. I believe 
an executive has to embrace failure as valuable learning experiences 
and support people who want to try new things in pursuit of a goal. n
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Pat Grillo is President & CEO of Atrion Communication Resources in Branchburg, NJ. www.atrioncomm.com

Technology is the perfect sector for hiring 
veterans. The military is fast paced and high 
demand. Technology is fast paced and high 
demand. When any vet leaves the service, there 
is an excellent chance that he or she would 
make an excellent candidate to dynamically 
participate in our technology sector on many 
levels. 

I am a U.S. Marine Corps veteran of 
Viet Nam. I am also the CEO of Atrion 
Communication Resources (Atrion) in 
Branchburg. Our company is a proud member 
of the New Jersey Technology Council. As a 
vet, I understand what it is like to transition 
from the military into civilian life. We are 
surrounded in this country by thousands of 
military veterans who want to find meaningful 
work that can move them forward following 
their service to our country.

Atrion would like to challenge every member 
of the council to engage with veterans in a 
program to get them into our New Jersey tech 
sector. The benefits of rising to this challenge 
will be manifest for all involved.

We first became engaged in veterans’ affairs 
when our largest customer helped us gain 
recognition as a veteran owned small business. 
After that, in partnership with that customer, I 
represented Atrion in the customer’s mentoring 
program that aids vets in employment. As part 
of that, we attended the national veterans 
conference in Las Vegas. What an eye opener 
that was!  We are now fully motivated. 

The benefits in rising to the challenge to 
engage with veterans via hiring, mentoring and 
charitable initiatives are circular. They increase 
the more you become engaged. Our largest 
customer has placed substantial additional 
orders with Atrion because we are veteran 
owned. In return, we sent a percentage of our 
profits to the Wounded Warrior Foundation, 
which has been a focus of Atrion and my 

family for years. 
There are a lot of ways to give back to 

vets in addition to hiring and mentoring. We 
co-sponsored a golf outing with Beaver Brook 
Country Club that raised approximately 
$11,000 for “Tee it up for the Troops” which 
went to the families of New Jersey service 
members who made the ultimate sacrifice of 
giving their lives to our nation.

If just a few more tech sector companies 
in New Jersey ran special events that raised 
similar amounts, the aggregate totals for those 
affected families of those service members 
would swiftly mount up. 

At the 2013 Atrion golf outing we raised 
approximately $1250, which Atrion matched. 
We sent the $2500 to the Wounded Warrior 
Foundation.

In 2014 we are planning two fundraisers at 
Beaver Brook Country Club.  The first will be 
at our annual company golf outing, likely to be 
conducted in June. The second will be another 
golf event that we will co-sponsor with Beaver 
Brook tentatively in the fall.  Hopefully we can 
surpass the funds raised at our previous golf 
events.  

Recently we decided to team up with 
VeteraNetwork.org, a non-profit organization 
that helps mentor and place veterans, mainly in 
the Information Technology/Telecom industry 
nationwide.  VeteraNetwork also waives all 
recruiting costs to the companies that hire 
veterans via their program. They operate in the 
best interest of the veterans and we appreciate 
that type of mindset. We plan to donate use 
of our classroom to them and we are working 
on ways to offer our classes, like our extensive 
training in Internet security threat mitigation, 
to veterans via their programs. 

Getting started the right way is the best way 
to meet the challenge of engaging vets via your 
companies. First, if you donate to a veteran 

related charity, make sure the organization 
is fully legitimate and that all the funds 
you donate are going directly toward aiding 
veterans in a tangible manner. 

Carefully check out the programs any 
veteran related charity runs to determine the 
value before donating. That was our biggest 
challenge when we got started.  

Be careful, there are many companies that 
just use the “veterans” nametag to get after 
the available GI Montgomery Bill money. It’s 
very hard to find nonprofits that truly care 
about veterans and truly deliver something 
of high quality. VeteraNetwork is one of those 
organizations and we are excited to partner 
with them.  

We share their vision for the future: To 
change veterans’ lives for the better.

I always hoped that I would never see 
another time when veterans returning from 
war overseas would come home and find they 
are not being supported as they try to readjust 
to civilian life. As a Marine Viet Nam veteran 
who returned home in 1967, it was painfully 
obvious to me that many returning servicemen 
and women did not get the type of support 
they needed. Unfortunately, it’s happening 
again.

I certainly hope our efforts today will help 
a number of veterans, but if we help even one 
veteran or family of a veteran of the Iraq or 
Afghanistan wars have a better life, it’s more 
than worth the effort.  

This is why I have challenged my firm 
and many others to make the effort to help 
these vets. It is imperative to give back to the 
people who have served us all. Their service 
and many sacrifices can never be appreciated 
enough. However, by bringing veterans into 
our growing technology sector we can create 
positive outcomes across the board. n

NJTC Members Giving Back
Atrion Communications Resources 

has made it part of its company mission to 
help returning veterans find jobs and acclimate to civilian life. 

BY PAT GRILLO
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My company intends to maintain 
credit card data from its customers. 
What are our data security 
obligations?

Consider utilizing a third party vendor 
to process credit card information in 
order to limit liability.  Alternatively, 
your company should comply with 
the Payment Card Industry (PCI) Data 
Security Standard. These extensive 
guidelines are created by the PCI Data 
Security Standards Counsel. The PCI 
Standards set six goals which are 
then focused into detailed security 
obligations: (1) Build and maintain 
a secure network and system; (2) 
Protect cardholder data; (3) Maintain 
a vulnerability management program; 
(4) Implement strong access control 
measures; (5) Regularly monitor and 
test systems; and (6) Maintain an 
information security policy. A sample 
of the compliance obligations are:  
installing and maintaining a firewall 
and anti-virus software; creating 
a personnel policy addressing 
maintenance and access to data; 
implementing software programs 
for encryption and tracking of 
data; regularly updating passwords 
and other security measures; and 
continually testing the system to 
locate weaknesses. As is evident in 
recent news stories, creating a secure 
system is not easily accomplished.  
Vendors should limit their exposure by 
complying with the PCI Standards.

Melissa V. Skrocki is 
a senior Associate at 
Giordano, Halleran & 
Ciesla, P.C. and member 
of the Intellectual Property 
& Technology and 
Corporate & Business 
Law Practice Areas. 
She can be reached 
at (732) 741 3900 or 
mskrocki@ghclaw.com.
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Spending on information technology increased in 2013, and more businesses are expected to 
maintain or grow that investment in 2014, according to the results of DATA Inc.’s IT Decision 
2013 survey of IT professionals released today. It is DATA Inc.’s second annual survey. 

In this year’s survey, 81 percent of respondents indicated that their firm’s IT spending 
increased from the previous year, a 13 percent jump over last year, when 68 percent reported 
an increase in IT spending.

This year’s survey participants were also more optimistic about the upcoming year, as 95 
percent stated that IT spending would either increase, or stay the same. Last year, 88 percent 
felt that 2013 spending would trump 2012’s budget. 

“The pace of technology change hasn’t slowed, and calls for a continued strong investment 
in information technology,” said Conrad Leao, DATA Inc. Vice President of Operations. “While 
there’s a newfound optimism among business executives in general, IT executives have held an 
optimistic outlook for several years, as most companies view their IT assets as a competitive 
differentiator.”

The optimistic outlook builds off a 2013 in which more corporate IT projects were awarded than 
the previous year, and an 8 percent increase (to 21 percent) in projects exceeding  $100M million.

DATA Inc., a globally recognized information technology software and service provider, 
conducted the survey from September through mid-November.

It includes responses from close to 225 IT professionals in a range of positions, including 
CIOs, senior IT directors, project directors and programmers. Participants were surveyed on a 
variety of topics including IT spending, employment, and technology directions in 2013. They 
were also asked their perspective on expected trends in 2014.

Application development (66 percent), and application testing/quality assurance (61 percent) 
were the top two areas of IT investments in 2013, and should continue to be among the top 
priorities in 2014, according to survey respondents. Among the areas expected to increase 
most substantially in 2014 are service oriented architecture (SOA) and mainframe migration/
re-engineering, as they were named as a focus by 55 and 44 percent of respondents, respectively, 
in 2014.

In 2013, just 45 percent of respondents said significant investment was made in SOA, and 
just 35 percent in mainframe migration, in 2013. Mobile apps will also be a priority in 2014.

“Custom application development continues to be an area of investment and interest from 
survey participants,” said Ashis Bhisey, Vice President of Technology at DATA, Inc. “We’re also 
seeing this among our corporate customer base as well. With an increase in computing platforms, 
there’s an ongoing need to ensure that information can be shared across the enterprise, resulting 
in the need for custom applications.”

Other findings from the survey:
•  Corporate satisfaction with IT vendors is down.  This year, just 25 percent of survey 

respondents stated that they were “very satisfied” with their vendors, vs. 56 percent from last 

DATA Inc. 
‘IT Decision 2013’ 

Survey 
IT Spending increased in 2013

Strong outlook for 2014
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career growth or educational development. 
• Master of Business Administration
• M.S. in Computer Science
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year. A majority (66 percent) said they were “satisfied” with their IT 
service provider in 2013. 

•   While there’s an assumption that offshoring is a part of every major 
project, 54 percent of project awarded or won did not involve this 
strategy, say respondents.

•  Cost was cited as the top challenge encountered in implementing 
solutions (53 percent); with support and maintenance of a provided 
application also named.

•  The trend in supplier diversity is hitting IT as 58 percent of corporate 
survey respondents ranked Minority / Small / Disadvantaged 

Business status as a strong factor in their evaluation criteria. Of 
course, IT vendor’s experience/expertise ranked as most important, 
accounting for 84 percent of the responses.   

•  Employment among respondents was up 8 percent, to 89 percent in 
this year’s survey, supporting the continued growth of IT budgets.

“The results of this year’s survey indicate that technology is still front 
and center at many organizations,” said Leao. “From Big Data, to cloud 
computing to enterprise-wide systems to “bring your own device,” 
corporate IT departments and the IT service firms that support them 
will continue to be busy throughout 2014.” n
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In the world of startup/emerging growth 
technology there is a reoccurring accounting 
question that inevitably requires serious 
consideration; should I be capitalizing my 
software development costs or should I 
expense them all/or a portion of them? If you 
are also asking this question, take comfort 
in that determining whether to capitalize 
software costs is no walk in the park. Although 
the accounting standards specifically address 
this issue at great length, applying the rules is 
a matter of subjectivity and opinion. However, 
a well-informed CEO/CFO/Controller needs 
to understand the accounting standards 
surrounding capitalized software costs, in 
order to determine, and more importantly 
support, your company’s policy on software 
capitalization costs. 

You may be wondering, “Why do I care?” 
Simply put, high tech startups generally 
devote a significant amount of their time 
and money into software development; the 
treatment of these costs will most likely have a 
huge impact on not only your current financial 
performance but future financials as well.

There are a few distinctions that need to be 
made prior to diving into the accounting rules. 
First, the accounting standards under GAAP 
define two types of software: software to be sold, 
leased, or marketed and software for internal-
use. The standards provide specific, differing 
accounting rules for each type of software. It is 
important to determine which type of software 
is being developed in order to properly ascertain 
the amount of costs that should be expensed 
or capitalized. Second, for purposes of this 
article, I will be addressing the accounting rules 
under GAAP and not under the IRS Code. 
However, it is important to note that whatever 
determination is made regarding company’s 
treatment of software development costs under 
GAAP, that determination does not necessarily 
influence your company’s treatment of the costs 
under the IRS Code (i.e. capitalizing for GAAP 
and expensing for tax may be ok). Third, this 
article will only address the basics of the rules 
surrounding software to be sold, leased, or 
marketed (not internal-use software) and will 
be a good starting point. This article does not 
substitute the need to consult with your CPA 
firm prior to making any significant decisions.

Software to be Sold, Leased, or 
Marketed
If your company is developing software to 
eventually sell, lease, or market to the general 
public this section is for you. This software 
is developed with the intention of earning 
future revenues and should not provide 
benefit to the internal operations of your 
firm (internal-use software is outside the 
scope of this article). When I speak to clients 
about which development costs to capitalize 
or expense relating to software to be marketed 
externally, the most important question I 
ask is: When did the software project achieve 
“technological feasibility”? This is important 
because the accounting standards state that all 
costs incurred on a software project prior to 
the establishment of technological feasibility 
are to be expensed as incurred. The standards 
also state that costs incurred subsequent to 
the establishment of technological feasibility 
may be capitalized. Capitalization of the costs 
should cease when the software is available 
for general release to customers. Any future 
costs relating to the software project should be 
expensed as incurred. 

What is technological feasibility? 
Technological feasibility is a term used to 
describe a certain point during a software 
project when the research and development 
phase has substantially been completed. The 
standards provide specific guidance as to 
when a project has achieved technological 
feasibility. 

The following is an excerpt directly from 
the standards:

…the computer software product includes a 
detail program design (defined below) [which 
incorporates] all of the following:

1.  The product design and the detail 
program design have been completed, 
and the entity has established that the 
necessary skills, hardware, and software 
technology are available to the company 
to produce the product.

2.  The completeness of the detail program 
design and its consistency with the 
product design have been confirmed 
by documenting and tracing the detail 
program design to product specifications.

BY ERIC WILSON

Insights from a CPA: 
How Tech Companies Deal with 

Software Development Costs
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WithumSmith+Brown’s start-up/emerging growth technology team.  Eric Wilson at ewilson@withum.com

3.  The detail program design has been reviewed 
for high-risk development issues (for 
example, novel, unique, unproven functions 
and features or technological innovations), 
and any uncertainties related to identified 
high-risk development issues have been 
resolved through coding and testing.

A Detail Program Design is defined by the 
standards as follows:

The detail design of a computer software 
product that takes product function, feature, 
and technical requirements to their most 
detailed, logical form and is ready for coding.

I’ll now pause so you can take an accounting 
breather … Ok. As with any accounting topic, 
the above guidance is open for management’s 
interpretation. In the profession you will find 
companies that have significant capitalized 
software development costs and others that 
have expensed all of their software development 
costs. Many companies take the position that 
technological feasibility is established at the 
same time the software product can be used or 
consumed in any form by the public, thus they 
expense most development costs. This position 
is typically the most conservative position and 
will likely face less scrutiny from your auditors. 
Others take the position that technological 
feasibility occurs prior to the product being 
available for sale.

The costs that are eligible for capitalization, 
post technological feasibility, are as follows:

1.  Programmer’s compensation for time 
directly attributable to coding the 
software.

2.  An allocated amount of indirect costs, 

such as overhead related to programmers 
and the facilities they occupy.

3.  Costs associated with testing the software 
for market (i.e. alpha, beta tests).

4.  Other direct production costs that are 
incurred to bring the software to market.

Some other points of consideration are: 
1.  Costs of maintenance, bug fixes, and 

customer support are to be expensed as 
incurred. 

2.  We have seen clients factor in inefficiencies 
when determining the amount of 
programmer’s compensation to capitalize 
(i.e. total reduced by a percentage).

3.  The accounting rules also touch upon a 
concept known as a working model, which 
was left out of this discussion. In our 
experience the working model concept 
does not influence the majority of our 
client’s decisions with respect to whether 
or not to capitalize software costs.

4 Points to Consider
One point of consideration is that if you 
capitalize your company’s software 
development costs, management must be able 
to support these capitalized costs with hard 
numbers, spreadsheets, and the logic behind 
it all. The process also typically results in the 
need to track developer’s time by hour and by 
project. If you capitalize software make sure 
your company has the tracking system and 
organization in place in order to support your 
capitalized costs.

A second point of consideration relates to 
significant enhancements made on software 
developed to be sold, leased or externally 

marketed. For example, if your company has 
an established software product being sold to 
the public and your developers are working on 
adding new functionality to this product, this may 
be a significant enhancement. Each significant 
enhancement should be treated the same as the 
base product in that all costs prior to technological 
feasibility are to be expensed, all costs post 
technological feasibility may be capitalized. It is 
important to note that technological feasibility 
may be achieved earlier in the development 
process for significant enhancements, when 
compared to new software products. The logic is 
that mostly all the technological, hardware, and 
high-risk development issues were already vetted 
during the initial product development. Also 
keep in mind that product enhancements are 
only eligible for capitalization if they are deemed 
significant to the overall product itself (i.e. new 
functionality). 

A third point of consideration is that 
once costs are capitalized they are generally 
amortized over the useful life of the product or 
software. The capitalized costs are then subject 
to an impairment analysis for each reporting 
period. Amortization rules differ between 
internal-use software and software for external 
sale. These rules are outside the scope of this 
article (I have to stop writing at some point!).

The last point of consideration is that for 
software developed for sale or public use, the 
majority, if not all, of research and development 
costs are to be expensed. There are fairly 
narrow pockets of time that capitalization 
can occur. It is important to note that every 
company’s process may differ; consequently 
the application of the accounting rules is 
specific to each entity. n

Your enterprise Information
Technology assets are at risk!
•	Gain	expertise	in	IT/network	security	and	risk	management
•	Proactively	manage	increasingly	sophisticated	hacking	threats
•	Acquire	the	basic	tools	to	achieve	the	CISSP/CAP	Security	Accreditation	

IT	Risk	Management/Cyber	Security	Certificate	Program
The	Center	for	Continuing	Studies	at	Mercer	County	Community	College

West	Windsor,	New	Jersey

Beginning March 3, 2014

Information:	Read	Langan	at	langanr@mccc.edu	or	609-570-3278

Insights continued from page 14



TechNews   |   www.njtc.org   |  February 201420

When many people think of Liberty Science Center, the hands-on exhibits are often the first thing to spring to mind. To 
complement these interactive experiences, Liberty Science Center also houses three theaters: the 300-seat Joseph D. 
Williams Science Theater, which uses RealD 3D technology to bring films to life; the 100-seat Interactive Theater, 
which connects students and local hospitals during live surgical procedures via videoconferencing; and the 400-
seat IMAX Dome Theater. 

Of the three, the IMAX Dome is the most highly visible. In addition to the 600,000 annual visitors to 
the Center, the exterior 10,000-square-foot dome on the north side of the facility is seen by millions of 
people monthly visiting Liberty State Park or traveling to Manhattan by way of the Holland Tunnel via 
the New Jersey Turnpike. 

Movies By The Numbers
At over six stories high, LSC’s IMAX Dome is the largest in the nation. It has a diameter of 27 
meters (88 feet, 7 inches). Very few theaters in the world match the screen in size—one in each 
South Korea and Vancouver. The only IMAX Dome Theater in the world larger than the 
Center’s is a 30 meter dome (about 98 feet) in China.

The IMAX name is derived from the words “MAXimum Image.” As described on the 
IMAX website, IMAX is “an entertainment experience so real you feel it in your bones, 
so magical it takes you places you have never been; so all-encompassing you’re not just 
peeking through the window, but part of the action.”

Liberty Science Center runs 15/70-sized film horizontally at six feet per second, 
projected though a customized fisheye lens for exceptional clarity. The projector’s 
brilliant 15,000-watt xenon arc lamp can reach a temperature of nearly 11,000°F.  

The projector is the size of a small car and weighs about one ton. It uses a unique 
“rolling loop” transport mechanism to gently advance film through the projector at 
336 feet per minute (24 frames per second).

The fisheye lens transforms the rectangular pictures on the film into images that 
virtually fill the audience’s field of vision. The image is spread horizontally across a 
180-degree arc and vertically across a 120-degree arc on the massive dome screen. 

The screen is made of perforated aluminum panels attached to a geodesic frame. 
Approximately 550 panels of varying shapes and sizes are precisely fitted together 
to form the hemispherical “skin” on which gigantic images are projected. When 
a light shines from behind the screen, it becomes transparent allowing guests a 
peek at what lies behind giant screen. Moviegoers are treated to this view during a 
popular preshow experience that showcases the in-theater audio technology. The 
theater has a six-channel surround sound system with 44 speakers and a separate 
sub-bass speaker cabinet, and produces over 15,000 watts of audio power. 
Sound envelops the theater and low frequencies provide powerful vibrations that 
audiences can feel.

Film, Beautiful FIlm
Liberty Science Center carefully selects entertaining and educational films for 
museum guests to choose from. The selections typically run about 45 minutes—
and are brought to viewers on three miles of film. The loaded film platters are 4 
feet in diameter and typically weigh over 200 pounds. While digital films offer 
some benefit—ease of distribution, for example—movie buffs argue that the 
quality of traditional film is  unequaled. 

In fact, LSC was selected to premiere the Dark Knight Rises because of 
the quality of our theater and Director Christopher Nolan’s commitment to 
making his work available to fans on real film. “When I look at a digitally 
acquired and projected image, it looks inferior against an original negative 
anamorphic print or an IMAX one,” he said in an interview on the Directors 
Guild of America website. n

Liberty Science Center’s IMAX Dome
The technology behind the largest IMAX theater in the nation, 

the second-largest in the world.

BY MARY MELUSO

Mary Meluso, media marketing manager, Liberty Science Center, mmeluso@lsc.org
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Trailers and more detailed scheduling information 
can be found online at www.lsc.org/imax. 

•  Island of Lemurs: Madagascar takes audiences 
on a spectacular journey to a remote and wondrous 
world as it tells the incredible true story of nature’s 
greatest explorers – lemurs. Narrated by Morgan 
Freeman.

•  Back by popular demand, Hubble takes viewers on 
a fantastic space voyage alongside astronauts as 
they make critical repairs to the space telescope that 
provided insight that profoundly impacted the way 
you’ll view the universe, and yourself. Narrated by 
Leonardo DiCaprio.

•  Great White Shark explores the predator’s place in 
our imaginations, in our fears, and in the reality of its 
role at the top of the oceanic food chain. Narrated 
by Bill Nighy.

Dust Busters: 
Cleaning The Dome

Every few years, a team of five trained rappellers 
equipped with backpack vacuums cleans the 
screen. They dangle from structural support 
beams around the back side of the dome screen 
and remove up to 10 pounds of feathery dust. 

Fun Fact

April IMAX Schedule
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Ancero is now authorized to resell services 
from one of the leading worldwide providers 
of IP-based communications to businesses.

AT&T Partner Exchange
 Platinum Solution Provider

AT&T Partner Exchange
 Gold Solution Provider

AT&T Partner Exchange
 Silver Solution Provider

AT&T Partner Exchange
 Solution Provider

Transform your business with  
solutions powered by AT&T.

Learn more at www.ancero.com

• AT&T Virtual Private  
Network Service

• AT&T Synaptic 
Storage as a 
ServiceSM

• AT&T Managed 
Internet Service 

32462_Ancero NJTC_FIN.indd   1 6/4/13   12:09 PM

Today’s business landscape is vastly different from 50 years ago, 
particularly in terms of the tools that are used to manage information. 
For the first half of the 20th century, information was largely paper-
based and processed by human hands, sometimes in concert with 
tabulating machines, an early precursor to the computer.  

Then, in the 1950s and 60s, banks and insurance companies led the 
adoption of computer technology in the private sector, as their volume 
of business transactions could no longer be processed by armies of 
clerical staff.  During this early phase, application software was mostly 
custom-developed. The high-cost of computer hardware, and the 
people that knew how to program it, limited the use of computers and 
software to only the very largest corporations and government entities.

Today, the benefits of low-cost computing devices and communication 
technology have enabled businesses of varying sizes to use computer 
software for a variety of business processes ranging from accounting 
and billing, to product design, manufacturing planning and plant 
automation. As the information technology industry matured, the 
need to develop custom software diminished significantly, as software 
companies sprang up to develop software products ranging from word-
processors and email solutions to complex ERP systems.

We now have a wide choice of COTS (Commercial off the Shelf) 
software and SaaS (Software as a Service) products to meet a plethora 
of business requirements. Yet many companies still choose to develop 
custom software applications in-house, or outsource the development of 
custom applications to one or more application development vendors. 
The decision to build a custom application, buy an existing software 
product, or some combination of the two (buy an existing product and 
then configure/customize parts) can be confusing given the bewildering 
choices available.

A closer look at the customization spectrum (COTS, customized COTS, 
custom) highlights differences in a number of key areas, including:

• Degree of Application “Fit:” A “vanilla” COTS implementation 
is least likely to fit the business requirements, while a customized 
COTS implementation would have a better fit. A custom software 

implementation would have the best fit to specific business requirements.
• Implementation Cost:  Generally speaking, a COTS solution would 

have the lowest implementation cost as the profit model of the software 
vendor does not pass the entire development cost to a single licensee. 
In the case of a custom application, however, the entire development 
cost is borne by the user organization. The cost of implementing a 
customized COTS solution would fall somewhere between these two.

• Support and Maintenance Cost: Typically, a COTS solution 
costs less from an on-going maintenance perspective than a custom 
application, although the cost of upgrades of many enterprise-class 
applications (including subscription options in many cases) can exceed 
those for custom applications. Also the degree of customization in a 
customized COTS solution can impact the upgrade costs significantly.

• Implementation Time:  Since a COTS application has been 
developed and tested by a software vendor, the implementation 
time tends to be significantly shorter than for a custom application 
whose implementation time includes the entire development cycle. A 
customized COTS implementation would take longer than a “vanilla” 
COTS implementation but still have a shorter implementation time-
line than a custom application.

• Internal IT Competencies:  A COTS solution is primarily 
implemented and supported by vendor staff.  As such, the business 
using the software application does not require significant expertise 
in software development and support. Custom software, on the other 
hand, requires in-house competencies in software development and 
support, although it is possible to outsource both development and 
support. Many businesses that opt for custom applications these days 
outsource the bulk of the development and support effort.

The above comparison indicates that the “buy” approach enjoys 
many advantages over the “build” approach, yet examples abound 
of custom application development. In fact, in a recent IT survey 
conducted by DATA Inc., 66 percent of the respondents listed custom 
application development as their top investment priority. So what 
factors are driving the choice to build rather than buy?

Application Software: Build or Buy? 
Should you build a custom application, buy an existing software product, 

or some combination of the two (buy an existing product and then configure/customize parts)? 
That is the question perplexing many chief executives. 

BY ASHIS BHISEY
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A common driver for businesses to choose the build option is the 
absence of available COTS solutions to adequately meet their business 
requirements – a case of poor fit. Frequently, a custom application is 
required to support a process unique to the business. A major benefit 
of a custom application is the ability of the business to easily modify 
the software as the organization makes further improvements or 
changes to its business process. Most organizations that use custom 
applications cite the ability to support unique business requirements 
and continuously improve both business process and applications as a 
key driver for the build decision. 

This leads us to the core theme behind choosing to build or buy. 
Build is the clear choice when the application supports a unique 
business process that gives the organization a significant competitive 
advantage. Business processes that are part of an organization’s “core 
competency” are typically those supported by custom applications, 
as they create differentiation. In this case, the benefits of custom 
application development significantly outweigh the disadvantages in 
the long term. Non-core processes are usually well served by COTS 
applications as they do not form a basis for competition. It is worthwhile 
to point out here that ERP systems such as SAP are nominally COTS, 
however most businesses that implement an ERP system spend very 
significant amounts of time and money to configure and even customize 
the system to best suit their unique business requirements creating what 
is arguably a custom system based on a COTS package.

Having identified the primary criteria for the build decision, let’s review 
the factors that help a business successfully build a custom application:

• The ability to clearly document business requirements. In the event 
that in-house business analyst resources are not available, it is possible 
to outsource the documentation of requirements to a consulting firm 
that will work with the business users to articulate and document 
requirements.

• The ability to design, develop, test, and deploy the custom application 
and manage the entire project. Many businesses have internal IT 
organizations with the capability to execute such a project in its entirety 
or outsource parts of the project to partners. It is common today for 
businesses that have a significant portfolio of custom applications to 
keep the core business knowledge in-house while outsourcing most of 
the development and testing work to a vendor. In such cases, a team of 
in-house subject matter experts (SMEs) works with vendor personnel. 

Regardless of whether the application is developed in-house or by a 
vendor, it is critical to ensure continuity of internal expertise and plan 
for employee turnover. Professional application development vendors 
use software development best practices that require a level of formal 
documentation that mitigates attrition risk. That said, it is critical that 
the application development vendor be carefully selected, with an 
established track-record within the end-user’s industry.

• The ability to provide end-user support and application support and 
maintenance. This includes basic help-desk support as well as technical 
support to manage production issues, resolve problems, upgrade 
software components, and add new features and enhancements.  
Support is another process that can be delivered through in-house 
resources, through vendor personnel, or a combination of both.

• The ability to continuously improve business processes and the 
custom applications that support them. When a business builds custom 
applications to support processes that create competitive advantage, it 
is essential to continuously improve on both, in order to maintain that 
advantage. Software applications need to be modified not just to add 
new features, but also to adapt to new technology that is constantly 
being developed.

In the context of application software, businesses have sourcing 
options across the buy/build spectrum from COTS software, through 
customized COTS to fully custom-built. One-size does not fit all. 
COTS software products are available for a variety of business 
processes, with varying features at different price-points. For basic/
support business processes that do not differentiate the business or 
deliver competitive advantage, standard COTS products yield benefits 
of short implementation cycles, and moderate implementation and 
support costs. For processes that clearly differentiate the business and 
provide competitive advantage, a well-implemented customized software 
application is a better long-term solution. It may be possible to take a 
customized COTS approach if there is a product that is flexible enough 
to be configured/customized to meet the exact business requirements. 
Absent such a product, a custom application built specifically to meet 
business requirements can deliver the desired results.

While custom applications require a greater degree of in-house 
involvement and oversight, the significant business benefits that are 
derived justify the costs and efforts. This is borne out by the large 
number of businesses that continue to invest in custom applications. n

Ashis Bhisey serves as the Vice President of Technology at DATA Inc., an IT solutions provider based in Montvale, N.J., with offices across the globe. 
He brings 28 years of experience in the IT industry spanning application development, product development, program management, offshore delivery 

center management, and technology consulting practice management. He can be contacted at 201-802-9800, or at info@dataincusa.com. 
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Electronics

Eaton / Wright Line
160 Gold Star Blvd.
Worcester, MA 01606 
609-953-2300 
www.eaton.com
Charles Duffy, Account Representative
charlesduffy@eaton.com
Eaton Corporation is a diversified power 
management company with more than 100 
years of experience providing energy-efficient 
solutions that help our customers effectively 
manage electrical, hydraulic and mechanical 
power. With 2011 sales of $16.0 billion, Eaton 
is a global technology leader in electrical 
components, systems and services for power 
quality, distribution and control; hydraulics 
components, systems and services for 
industrial and mobile equipment; aerospace 
fuel, hydraulics and pneumatic systems for 
commercial and military use; and truck 
and automotive drivetrain and powertrain 
systems for performance, fuel economy and 
safety. Eaton has approximately 72,000 
employees and sells products to customers in 
more than 150 countries.

Individual – CXO
Deirdre Abramowitz
453 River Park Drive
Raritan, NJ  08869
732-672-7913  
Senior Corporate Recruiter with over 10 
years of experience in Human Resources 
leading complicated global recruiting 
and sourcing resolutions at Contract 
Research Organizations, Fortune 500, and 
Biotechnology Companies. Demonstrates the 
ability to manage, guide, improve, all level 
corporations meeting stringent deadlines with 
strategic problem solving in a rapid paced 
environment. Known expertise in all facets of 
full-life cycle recruiting, interpersonal skills, 
organizational and leadership competence. 
Successfully staffed over 140 positions in 
a nine-month period resulting in a 200% 
growth rate for companies. Outlines specific 
strategic staffing plans for individual clients 
giving special attention to requirements. 
Builds valuable relationships with Human 
Resources to further satisfy and reassure 
essential company needs.

Information Technologies
Adaptive Systems
182 Nassau St., Ste. 204
Princeton, NJ  08542
609-688-6848
www.adaptivesystemsinc.com
Raj Soni, President
rsoni@adaptivesystemsinc.com
Adaptive Systems Inc is an IT consulting firm 
based in Princeton, NJ.

C2V Solutions, Inc.
162 Coburn Road
Pennington, NJ  08534
845-671-0439
www.c2vsolutions.com
David Shapiro, President
david.shapiro@c2vsolutions.com
C2V Solutions is a software and consulting 
company designed to assist you in meeting 
regulatory and compliance requirements of your 
IT infrastructure. We offer a unique solution to 
increase efficiently and speed qualification time 
with Server Compliance software and expert 
consulting – specific to the FDA and SOX-
regulated environments.

Carponents
990 Cedarbridge Ave., Ste B7-161
Brick, NJ  08723
www.carponents.com
Robin Bhattacharyya, CEO
info@carponents.com
Carponents.com is an automotive media and 
social networking site providing enthusiasts, 
vehicle owners, and automotive businesses with 
entertaining and informational content as well 
as an online platform to share, connect, and 
expand beyond the traditional automotive website 
experience.

Indotronix International Corp.
101 Morgan Lane, Ste 210
Plainsboro, NJ 08536
609-750-0700
www.iic.com
Venkat S. Mantha, Senior Vice President
bd@iic.com
IT Consulting Services around IT infrastructure, 
Data Center Consolidation, Managed IT Services

Joining the NJTC
Paul Frank • Ext 222 • pfrank@njtc.org

Membership Services
Judy Storck • Ext 246 • jstorck@njtc.org

Member Relations Manager
Ellen Stein • Ext 228 • ellen@njtc.org

Life Sciences

ChinaLight
(Guandong Consun 
Pharmaceutical Group) 
Shiliugang Road NO.3
Room 709, Floor 9 
Guangzhou, CHINA 510308 00001 
86-20-89237601, ext818 
www.clipcanton.com
Penny Wang, Marketing Executive
penny@clipcanton.com
Established in 1997, Guandong Consun 
Pharmaceutical Group certified with national 
GMP certification, consists of three factories and 
one R & D branch company.

Polydamas LLC
66 Witherspoon Street
Suite 308
Princeton, NJ 08542 
609-334-6143 
http://polydamasllc.com
Adrian Trevisan, Principal
trevisan@polydamasllc.com
Polydamas offers commercial and marketing 
support to healthcare related start-up companies.

Telecommunications/Media

AetherPal, Inc.
1 Cragwood Road, Suite 305
South Plainfield, NJ  07080 
908-688-1700 
www.aetherpal.com
Ras Adhvaryu, VP-Operations
AetherPal is transforming the support experience 
for mobile device customers. The world’s most 
respected mobile operators and device OEMs 
rely upon AetherPal’s Smart Care™ products to 
engage directly and authentically with customers to 
quickly resolve issues, augment device performance 
and improve productivity, resulting in satisfied 
customers, fewer device returns, and lower support 
costs.The Smart Care™ suite supports all major 
mobile and computer platforms.  Powered by 
in-house developed patent-pending algorithms, we 
differentiate ourselves as a faster, lighter and more 
secure solution to remotely manage smart devices 
utilizing real-time data while ensuring complete 
user privacy. These characteristics of our products 
allow us to deliver a superior experience resulting 
in increased brand loyalty and fewer device 
returns while significantly reducing support costs.  
AetherPal Inc., backed by leading venture capital 
firms, is based in New Jersey near New York City, 
with office in Chennai, India also. 
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Huawei Enterprise
2 Rolf Drive
Danbury, CT  06810
203-885-1104
http://enterprise.huawei.com/us/
Anthony Yim, Enterprise Account Manager
anthony.yim@huawei.com
Huawei Technologies is a leading Global IT and 
Communications technology  (ICT) solutions 
provider serving Enterprise and Carrier 
customers, and Consumers.  In 2012, Huawei 
achieved over $ 35 billion in annual revenue 
and is growing revenues at a rate of 10% 
annually. We serve 45 of the 50 largest Telco 
Service Providers and thousands of Enterprise 
customers worldwide. By leveraging our vast 
R&D resources of over 70,000 technical 
personnel worldwide, Huawei is able to deliver 
innovative market leading solutions. Huawei has 
achieved global leadership positions in market 
share, performance and innovation in optical 
networking (#1 globally), Enterprise Routing 
(#2 globally), Ethernet Switching (# 3 globally), 
SAN and NAS Storage (fastest Annual Growth 
of revenues in 2012) and High Performance 
Computing Servers.  Our data center solutions 
are built to carrier grade reliability specifications 
and Huawei is known as a performance leader.  
Our Storage solutions out-perform many of our 
competitors in areas such as input/output speeds 
(IOPS).  Our networking solutions are leaders in 
performance and energy efficiency. Huawei just 
released the first programmable SDN campus 
LAN switch in the industry. Our technology 
solutions are incorporated in the most demanding 
data center environments in the world. Huawei 
is committed to serving as the most innovative 
and optimal Data Center technology partner for 
global enterprises. 
 

XTel Communications
401 Route 73 North 
Bldg 10, Ste 106 
Marlton, NJ  08053 
856-596-4000 
www.xtel.net
Jeffrey Boyer, Director of Sales - jboyer@xtel.net
Xtel is a leading regional facilities-based voice, 
internet, data and cloud based service provider to 
the small, medium and enterprise markets since 
1994.

Renewals
3i Infotech, Inc. • www.3i-infotech.com 
Advanced Technology Solutions 
 www.atsolutions.com 
Applechem, Inc. • www.applechem.biz 
Billtrust (Factor Systems) • www.billtrust.com
Binary Tree, Inc. • www.binarytree.com 
BlackLight Power, Inc. • www.blacklightpower.
com
C-Metric, Inc. • www.c-metric.com 
Communication Devices, Inc.
 www.commdevices.com 
CSC Communications LLC • www.cscmgt.net
ElizaNor Polymer, LLC • www.ElizaNor.com
Ericsson • www.ericsson.com  
Fintelligent, LLC • www.fintelligent.com 
Gearhart Law, LLC • www.gearhartlaw.com
Global Pharmaceutical Services 
 http://globalpharmaceuticalservices.com
ICG, Inc.- iThreat Solutions • www.icginc.com 
iMiller Public Relations • www.imillerpr.com 
Kean University • www.kean.edu 
MicroDysis Inc. • www.microdysis.com 
mPower Software Services • www.mpowerss.
com 
Natcore Technology, Inc. • www.natcoresolar.
com
NEI Corporation • www.neicorporation.com 
Nightstar Partners • www.nightstarpartners.
com Nistica • www.nistica.com 
 
Ocean Power Technologies, Inc.
 www.oceanpowertechnologies.com
Peckar & Abramson • www.pecklaw.com 
Philadelphia Technology Park
 www.philadelphiatechnologypark.com
Phone.com • www.phone.com  
ProCure Proton Center  • www.procure.com 
Psilos Group Managers, LLC • www.psilos.com 
Pyramid Consulting • www.pyramidci.com 
Rutgers, The State University
 www.rutgers.edu  
Sigma Design Company LLC
 www.sigmadesign.net  
StartUpValley • www.startupvalley.com 
Symbiomix Therapeutics, LLC
 (fka LifeQual ) • /www.Symbiomix.com 
Teknicks, Inc. • www.teknicks.com 
Tri Net Teledata • www.trinetteledata.com 
USLI • www.usli.com  
WattLots, LLC • www.wattlots.com 
Wells Fargo Bank N.A.
 www.wellsfargo.com 

Chairman of the Board
Simon Nynens, Wayside Technology Group, Inc.

Co-Chair
Virginia Alling, PNC Bank

Board Members
Mel Baiada, BaseCamp Ventures

Maxine Ballen, New Jersey Technology Council
Joel Bloom, New Jersey Institute of Technology

Robert Bothe, Opera Solutions
James Bourke, WithumSmith+Brown, PC

Skip Braun, Deloitte
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Leslie Browne, Senesco Technologies, Inc.
Michael Christman, Coriell Institute 

for Medical Research
John Clarke, Cardinal Partners

Mark Clifton, SRI Sarnoff Corporation
Steven Cohen, Morgan Lewis
Kathleen Coviello, New Jersey 

Economic Development Authority
Saki Dodelson, Achieve3000, Inc.

Patricia Donohue, Mercer County Comm. College
Chris Downie, Telx

Nariman Farvardin, Stevens Institute of Technology
Ronald Gaboury, Yorktel

Mark Giamo, BDO USA, LLP
Andrew Gilbert, DLA Piper

Richard Goldberg, R² Associates
Ian Goldstein, Drinker Biddle

Darren Hammell, Princeton Power Systems
Paul Hoffman, Liberty Science Center

John Houghton, Nephros, Inc.
Brian Hughes, KPMG LLP

Carl Kopfinger, TD Bank, N.A.
Flint Lane, Billtrust (Factor Systems)

John Lanza, McGladrey
John Martinson, Edison Ventures

Dan McGrath, Maloy Risk Services
Stephen Muretta, Ernst & Young LLP
Richard Napoli, ObjectFrontier, Inc.

Robert Olanoff
Gregory Olsen, GHO Ventures, LLC
Kevin Pianko, WeiserMazars LLP

Philip Politziner, EisnerAmper LLP
Ari Rabban, Phone.com

Marianna Rabinovitch, ECI Technology
Jeffrey H. Rosedale, Woodcock Washburn LLP

Douglas Schoenberger, Verizon
David Sorin, SorinRand LLP

Stephen Waldis, Synchronoss Technologies
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NJTC TECH TREK 2014

February 11 and 12
Washington, DC

NJTC Members are invited to join us in Washington, 
D.C. on February 11-12, 2014. In our ongoing effort 
to advance not only New Jersey’s technology agenda 
but national interests as well, we are once again 
partnering with TECNA (Technology Councils of North 
America) and CompTIA (Computing Technology 
Industry Association.).
 
This 2 ½ day event will offer the opportunity to meet 
technology leaders from across the country, as well as 
New Jersey’s elected Federal representatives one at a 
time. You will also gain firsthand information on tax 
issues, STEM and data security.

presents...

SIGNATURE 
EVENTS

MID ATLANTIC LIFE SCIENCES 
SYMPOSIUM

Thursday February 20, 2014         
Kean University, Union, NJ

The conference will address the latest developments in 
this rapidly evolving field and look beyond to the next 
generation of tools, methods and technologies to aid 
research.  Join us in the exhibit hall for a networking 
reception with a breathtaking view of the NY skyline

“Trends in Research and Making Connections”  Power 
Panel with representatives from pharma, medical 
device, biotech and academia who will discuss industry 
trends in research and how to develop partnerships 
between companies and universities.  Also companies 
will be selected to make presentations focusing on 
Research Projects in the fields of Pharmaceuticals, 
Medical Devices or Biotechnology which are in the 
early – mid development stages.



NJTC CIO CONFERENCE

“Keeping Up 
with Rapid Changes”

Thursday February 27, 2014
Bridgewater, NJ

The 2014 CIO Conference will focus on the top four 
priorities facing IT professionals in the coming year:  
Rapid implementation of Cloud Services – Analytics – 
Mobility – Security.

The Conference will feature:
•  Keynote speaker  

Jill T. Singer, Former CIO Emeritus (CIO, National 
Reconnaissance Office & Deputy CIO, CIA)

• Speakers from Comcast Business and Oracle
•  CIO Panel Discussion   

Cloud Services / Security Strategy
• CIO of the Year Awards
• and plenty of networking . . . .

SPONSOR OPPORTUNITIES ARE AVAILABLE – Contact 
Karen Lisnyj, 856.787.9700 or  karen@njtc.org

CFO AWARDS BREAKFAST

Thursday June 12, 2014
Monroe Township, NJ

The NJTC CFO Awards honor financial professionals 
for outstanding contributions to their respective 
industries, as well as New Jersey’s technology 
business community. Awards are presented in four 
categories:   Deal of the Year Award, Financier 
of the Year Award, CFO of the Year Award and 
Financier of the Year Award.

MARK YOUR 
CALENDAR 

TODAY!
REGISTER AT 

WWW.NJTC.ORG
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NJTC PHOTO GALLERY

NJTC DATA CENTER SUMMIT
Photo #1:  “New Jersey at the Center of the Digital Universe” Panel 

L-R:  Sean Brady, Sr. Cushman & Wakefield; Chris Kinum, 
Cushman & Wakefield; Timothy Lizura, President & COO, NJEDA; 
Mayor Michael Skudera, Mayor of Tinton Falls; Amit Mukherjee, 
Principal, Verisk Analytics; Steve Emanuel, CIO, State of New 
Jersey; Laura Teller, Chief Strategy Officer, Opera Solutions.

Photo 2:  Data Center Market Forecast 
Presenters:  Jeff West and Sean Brady, Cushman & Wakefield

Photo 3:  “Key Factors in Selecting Facilities” Panel 
L-R:  Moderator: Chris Downie, President and CFO, Telx; Mark 
S. Evanko, Principal, BRUNS-PAK; Peter F. Skae, a principal, 
Skae Power Solutions LLC; Saro Jahani, CIO, Direct Edge; 
David Gucker, Vice President, Constant Hosting; Denoid 
Tucker, Senior Vice President of Technology, Xand

Photo 4:  “Big Data – Big View – Fireside Chat” Panel 
Moderator: Laura Teller, Chief Strategy Office, Opera Solutions (middle 
standing) 
Panel:  Dr. Donald H. Sebastian is the Senior Vice President for 
Research & Development, NJIT; Bill Bartzak is the president, 
CEO, and founder of MD On-Line, Inc.; Dr. David Belanger, 
Senior Research Fellow at Stevens Institute of Technology 
and Katia Walsh, Prudential’s Global Strategic Research

Photo 5:   “Finding Opportunities in the Intersection of Education, 
Business & Big Data” Panel 
Moderator: Chris Kinum, Cushman & Wakefield L-R:  Barbara 
Reagor, Monmouth University; Vince Sgro, Connotate; Mitchell 
Koza, Rutgers; Joe Montemarano, PRISM, Princeton University

Photo 6:   “Innovations in Data Center Construction & Dcim” Panel 
Moderator: Randy Ortiz, Internap; Peter Sacco, PTS; Robert 
Quadrini, ATS/Snyder Electric; Matt Gleason, Coresite; Jakob 
Carnemark, Aligned Energy; David Schirmacher, DRT

Photo 7:  “What’s Best for My Data:  Wholesale? Collocation? Managed 
Services? Cloud?” Panel 
Moderator: Craig Cuyer, Cushman & Wakefield (standing); William 
O’Byrne, NJ-HITEC; Josh Vallario, BlackRock; John Lalli, Blue Hill 
Data Services; Chris Connors, Comcast; David West, CommVault

(Not Pict ured): Big Data, Business Intelligence and Analytical Systems & 
Solutions Track Panel “Healthcare/Life Sciences and Big Data: A 
look back from 5 years ahead” 
Speakers: Kurt Anderson, Giordano, Halleran & Ciesla; 
Matt Stapleton, Health Management;Aaron Truchil, Camden 
Coalition of Healthcare Providers; Samantha Kleinberg, 
Stevens Institute of Technology; Rao Teki, Wipro

Photo 8:  “Financial Services and Big Data: Lessons from the Cutting 
Edge” Panel 
Speakers L-R:  Moderator:  Mark Giamo, BDO; Rich 
Williams, Opera Solutions; Gretchen Guandolo, Clearsight 
Advisors; Vincenzo La Ruffa, Susquehanna Growth Equity; 
Hillary Frisch, ClearBridge and Dr. Ajay Mookerjee

Photo 9:  Town Hall Migrating to the Cloud; Reflections from the Day’s 
Content 
Presented by Joe Weinman, SVP, Cloud Services & Strategy, Telx

Photo 10:  Chris Kinum, Cushman Wakefield and Tim Lizura, NJEDA
Photo 11:  David Nuse, Director, Real Estate Development, FMERA
Photo 12:  Gold Sponsor:  Cushman Wakefield
Photo 13:  Host Sponsor:  FMERA, Scott Oliva, Communications Coordinator, 

NJEDA and Katie Hodes, Marketing & Development Officer, FMERA
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NETWORKS
NJTC Industry Networks present programs 
about opportunities and challenges facing NJ 
technology companies by industry segment. 

Electronics, Advanced Materials 
& Manufacturing

Patron Sponsors:
Baker & Hostetler LLP 

EisnerAmper
Contact: 

Paul Frank • Ext 222
pfrank@njtc.org

Ellen Stein • Ext 228
ellen@njtc.org

Enviro-Energy Industry
Patron Sponsors:

Baker & Hostetler LLP 
WeiserMazars LLP

Contact: 
Paul Frank • Ext 222

pfrank@njtc.org
Ellen Stein • Ext 228

ellen@njtc.org

IT/Software
Patron Sponsor:

 BDO
Contact: 

Leo Mennitt • Ext 227 
lmennitt@njtc.org

Judy Storck • Ext 246 
 jstorck@njtc.org

LifeSci & MedTech
Patron Sponsors:
Drinker Biddle

Fox Rothschild LLP 
McGladrey

Contact: 
Leo Mennitt • Ext 227 

lmennitt@njtc.org
Ellen Stein • Ext 228

ellen@njtc.org

Telecommunications/Media
Patron Sponsor:

Verizon New Jersey
Contact: 

Paul Frank • Ext 222
pfrank@njtc.org

Judy Storck • Ext 246 
 jstorck@njtc.org

NJTC Peer Networks bring together like-minded 
technology professionals to share common issues, 
learn best practices and gain perspective across all 
technology industry segments. 

CEO Forum
Patron Sponsors:

Morgan Lewis • TriNet 
WithumSmith+Brown

Contact: 
Karen Lisnyj • Ext 229

karen@njtc.org

CFO Peer Network
Patron Sponsors:

Cresa NJ – North/Central LLC 
Ernst & Young, LLP

Contact: 
Karen Lisnyj • Ext 229

karen@njtc.org

CIO Peer Network
Patron Sponsors: 

Oracle • telx
Contact: 

Karen Lisnyj • Ext 229
karen@njtc.org

Government Affairs
Contact: 

Karen Lisnyj • Ext 229
karen@njtc.org

Software Engineering Leaders
Peer Network
Patron Sponsor:
Sparta Systems

Szaferman, Lakind, Blumstein & Blader, PC
Contact: 

Leo Mennitt • Ext 227 
lmennitt@njtc.org

For updated information or to register for NJTC events, visit www.njtc.org

MAKING CONNECTIONS: PARTNERING 
SESSIONS 

February 6 • 4:00 PM - 6:30 PM  
Delta Corporate Services 

129 Littleton Road
 Parsippany, NJ

Members $25.00 • Non-Members $60.00
Anchor Partner $45.00  

Join with NJTC to explore opportunities for 
collaboration and partnering with innovative 
companies, research organizations, and 
universities. Partnering and collaboration are 
key drivers to innovation, better results, and the 
growth of our region as a tech hub. Through 
the globalization of business, collaboration will 
become even more of a continued success factor 
for business. The concepts are universal and are 
built and sustained on mutual trust and respect 
aligned around common objectives. 
Anchor Partners include the following (to date): 
Delta Corporate Services; New Jersey Institute 
of Technology Petra Solar; PTS Data Center 
Solutions; Stevens Institute of Technology; Verizon 
Terremark; Windstream Communications 
For more information on being an Anchor Partner, 
contact Paul Frank at pfrank@njtc.org 

TECH TREK TO WASHINGTON 
February 11 & February 12

NJTC Members Only - $300.00 
 
NJTC Members ONLY are invited to join us in 
Washington, D.C. on *February 11-12, 2014. 
In our ongoing effort to advance not only New 
Jersey’s technology agenda but national interests 
as well.  Once again we are partnering with 
TECNA (Technology Councils of North America) 
and CompTIA (Computing Technology Industry 
Association.). This 1-1/2 day event will offer the 
opportunity to meet technology leaders from 
across the country, as well as New Jersey’s 
elected Federal representatives one at a time.  
The following priorities will be raised:  STEM/
Workforce issues, SMB Tech Entrepreneur Tax 
issues, Security and H1B Immigration Support 
Reform.  Participants will have the opportunity to 
introduce their own priorities as well.
* The Tech Trek runs from February 11-12. 
Members are invited to join us for ALL or PART of 
the Agenda.

MID ATLANTIC LIFE SCIENCES 
SYMPOSIUM 

February 20 • 2:00 - 6:30  
Kean University 

STEM: New Jersey Center for Science, 
Technology, and Mathematics

Union , NJ

Members $30.00 • Non-Members $60.00 
Students $30.00

  
The NJTC is proud to present this year’s Mid 
Atlantic Life Science’s Industry Symposium. The 
conference will address the latest developments 
in this rapidly evolving field and look beyond 
to the next generation of tools, methods and 
technologies to aid research. Join us in the 
exhibit hall for a networking reception with a 
breathtaking view of the NY skyline
What you will learn about: 
“Trends in Research and Making Connections” 
with representatives from pharma, medical 
device, biotech and academia who will discuss 
industry trends in research and how to develop 
partnerships between companies and universities. 
Companies will be selected to make 
Presentations Focusing on Research Projects in 
the fields of Pharmaceuticals, Medical Devices 
or Biotechnology which are in the early – mid 
development stages. If you are interested in 
presenting visit our website at www.njtc.org
2014 Life Science Forecast:  In conjunction with 
Kean University will feature survey responses 
from NJTC members and non-members 
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throughout the mid-Atlantic. The presentation 
will compare and contrast the results among the 
states and prior years. The forecast covers such 
topics as research spending, business climate and 
leading areas of research and therapeutics. 
Agenda 
2:00 – Registration; Work Groups
3:15 - Power Panel; Forecast; Presentations
5:30 - Meet the Presenters Reception 
As part of this program, we are conducting a Life 
Science Survey to gather a sampling of people’s 
view of the industry and it future.  To participate 
in the survey, visit our website at:  www.njtc.org
 

NJTC CIO CONFERENCE 
February 27 • 8:00 AM - 2:00 PM  

Synchronoss 
200 Crossing Blvd. 8th FL 

Bridgewater, NJ

Members $150.00 • Non-Members $195.00    

NJTC CIO CONFERENCE 
February 27 • 8:00 AM - 2:00 PM  

Synchronoss 
200 Crossing Blvd. 8th FL 

Bridgewater, NJ

Members $150.00 • Non-Members $195.00    

Attendance at this event is exclusively for 
CIOs, CTOs, IT Directors, Senior IT executives, IT 
Managers, other senior business executives and 
sponsors/exhibitors. 
KEEPING UP WITH RAPID CHANGES 
The role of today’s CIO is one of leadership in 
innovation driving critical business transformation. 
Many are at a crossroads faced with aging legacy 
systems requiring capital investment vs. moving 
to the CLOUD. Rapid implementation of tools and 
systems to ANALYZE INFORMATION is becoming 
more and more of a challenge. MOBILITY is also 
a top priority, not just managing BYOD but the 
development of mobile applications enabling 
customers to access products and services using 
their mobile devices. And, of course, SECURITY 
continues to be top of mind for all of us.

See pages 15-17 for details.

SOFTWARE ENGINEERING LEADERS 
SaaS Architecture & Multi-Tenancy 

March 4 • 12:00 - 2:30  
Billtrust 

100 American Metro Boulevard 
Hamilton, NJ

Members $0.00 Non-Members $50.00 
 
The NJTC launched this peer networking 
group to bring together VP and Director level 
leaders of Software Engineering teams. This is 
a great opportunity to share experiences and 
learn from other leaders across our region. 
Today’s presentation on SaaS Architecture & 
Multi-Tenancy is being led by Billtrust.
Meetings are open to VP and Director level 
leaders of Software Engineering teams at product 
companies. 
Network Sponsors: Sparta Systems, Inc. and 
Szaferman, Lakind, Blumstein & Blader, PC

NJTC’S BIG CHALLENGE 2014 
March 13 • 3:00 PM - 7:00 PM  

Bergen Community College 
400 Paramus Road, Paramus, NJ  

Members $25.00 • Non-Members $50.00
  
2014 will see many new dynamics for technology 
companies through the mid Atlantic states. Join 
NJTC for an interactive discussion regarding the 
topics that keep CEO’s and others up at night. 
Some of the issues to be discussed include 
Access to Capital, Access to Qualified Employees, 
Intellectual Property, Regulations and other 
issues. Enjoy these discussions and others in an 
un-Conference format preceded by Workgroups 
in Aviation Technology, Manufacturing and Cyber 
Security. 

ESSENTIAL CLOUD SKILLS 
IN AN EVOLVING WORKPLACE
March 20 • 3:00PM-5:00PM

Robert Half International, Inc.
10 Woodbridge Center Drive, Suite 200

Woodbridge, NJ 07095

Member: $25.00 • Non-Member:  $50.00
Essential Cloud Skills in an Evolving Workplace
Cloud computing is transforming how companies 
approach their IT resources, whether that be 
an in-house staff or from an outside services 
firm.  With on-demand applications companies 
are moving towards a lighter and more flexible 
IT infrastructure. However moving to the cloud 
is not a panacea to enable cutting your IT staff 
or eliminating your services provider.  At today’s 
program we look at the components that a high 
value IT department brings to the company such 
as innovative ways IT can provide business value, 
personnel engagement, understanding how the 
business functions, and providing security protocol

Who should attend?  IT Department Managers, 
IT Services Providers, and IT professionals

LIFESCI & MEDTECH 
LEADERS BREAKFAST

May 21 • 8:30 AM - 10:00 AM  
DrinkerBiddle 

105 College Road East, Princeton, NJ 

Members $0.00 Non-Members $20.00  

Attendance is open to executives at Life 
Science, Healthcare, Digital Health and IT 
Companies. 

SAVE THE DATE
SOFTWARE ENGINEERING LEADERS 
May 20 • July 29 • November 18

Locations:  TBD

Members $0.00 Non-Members $50.00  

The NJTC launched this peer networking 
group to bring together VP and Director level 
leaders of Software engineering teams.  This is 
a great opportunity to share experiences and 
learn from other leaders across our region.  
Meetings are open to VP and Director level 
leaders of Software engineering teams at 
product companies.

CFO AWARDS
June 12

Forsgate Country Club
Monroe Township, NJ

DIGITAL HEALTH SUMMIT
July 10

ANNUAL MEETING
July 16

DATA CENTER SUMMIT
December 11



Office, Lab, GMP Space, Medical 
Princeton Forrestal Center 

1 Research Way, Princeton NJ

52-75,000SF, 15’ Clear, 4,000 Amps

Office, Lab, GMP Space, Medical 
Located next to Mercer Airport 

 7 Graphics Drive, Ewing NJ

6,000SF Office, 12,000SF Warehouse; 22’ Clear, 800 Amps

Office, Lab, GMP Space, Medical 
Matrix Corporate Campus 

259 Propect Plains Rd, Cranbury NJ

8,000-50,000 SF for Sale or Lease, 800 Amps
located at NJ Turnpike Exit 8A

GMP Space, Warehouse 
827 Ridgewood Avenue, North Brunswick NJ

27,629 SF, 22’ Clear, T2G’s, new EPDM Roof,
Power: 800 Amps, Fully Air-conditioned

Office, Warehouse, Commercial 
1226 Route 130, Robbinsville NJ

10,000 SF zoned; Highway Commercial; 
1200 Amps, Fully Air-conditioned

GMP, Office, Lab, Medical
104 Morgan Lane, Plainsboro NJ

42,728 SF; 16’ clear; Fully air-conditioned; 
two backup generators; 2000 Amps.

www.fennelly.com | email: fennelly@fennelly.com

 Phone: 609-520-0061

SALE

SALE

is...


