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It’s time to party! Join us November 21 as we we kick off the holiday season with our Annual Awards Celebration. 
This year is a special year as we revamp the event format, the dress code is business professional and we’ll have 
live music to keep the energy up. Come join us as we celebrate all the accomplishments of NJ’s Business Technology 
community, and extend a special congratulation to this year’s amazing honoree 
class. 

We’re wrapping up this year with four key events, which I want to call your 
attention to. First on November 12 in Eatontown from 8-12 for an invaluable 
session. Software is becoming a brand and your software is your product 
differentiator. Even if you think you’re not a software company, this program will 
be a wake-up call for your organization.

On December 5 our Regional Commercialization Summit at the Quorum University Science Center in Philadelphia. 
The conference has become a “must attend” event for anyone engaged in commercialization and tech transfer.

On December 10, at the Institute for Advanced Study in Princeton, NJ, we’ll kick off the first session of Innovators 
in Science, an ongoing presentation and networking series that has been developed with the support of the 
Rita Allen Foundation. The series will highlight cutting edge commercial life science centered innovation and 
technologies to spotlight groundbreaking researchers and entrepreneurs as they share their work.

And finally, on December 12, don’t miss the opportunity to make the connections and learn what’s happening in 
our region when it comes to aligning infrastructure efficiencies and Big Data business objectives with an IT Strategy 
at the NJTC’s Data Summit and Expo in Eatontown, NJ. 

Join me as we continue to learn, grow and celebrate NJ’s innovation ecosystem. n

     — Maxine Ballen, President & CEO, NJTC
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Find A Partner: 

Speed Networking, Anyone?
When was the last time you sat down with a company you wanted to 
partner with? How about sitting down with 8 or 9 potential partners? 
That’s what the Partnering Event was all about on October 9 in NYC. 
It was a wonderful gathering of active participants seeking partners in 
all different industries. The format was simple: Think speed dating meets 
high-level business networking. At the end people stayed to mingle. The 
mood was fun, upbeat and as one participant told me, “an incredibly 
valuable networking experience.” 
     —Jennifer Simoni
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Michael Zimbalist  @zimbalist
DSPs are the big beneficiaries as Google and Facebook brawl 
over proprietary pools of audience. adage.com/u/lS96cb

TechMASH

Free iBook App 
for NJTC Members 

Engineers Decide: 
Teaching Children About Engineering

Awaken the young engineer within your student or child! Ideal for ages five through ten, Engineers Decide 
explains that engineering isn’t about “things” but about individuals, inspired to bring forth the discoveries 
that will change our world. By instilling the joy of designing the future – whether as part of a team or working 
solo – Engineers Decide ignites children’s curiosity to the wonders of applying their imagination to meet fresh 
challenges. Engineers deciding upon solutions for product development, as well as all sorts of inventions 
familiar to children, are described simply and depicted with colorful artwork. And photos show children 
actively participating in the adventure of discovering next-generation technology. Filled with interactive 
graphics and videos, Engineers Decide stirs tomorrow’s engineers to realize their potential by exploring this 
exciting field.

“ I originally wrote the book in 2008, which is about the time my oldest 
child was old enough to have picture books read to him. Immediately, 
I noticed a large disparity between the number of books that are 
available about people that work in a limited few professions such 
as firefighters, artists, and athletes, and those that were about more 
prevalent professions. At that time, I found no children’s books related 
to engineering, one of the world’s most popular professions. So, I 
set out to develop it myself and recently released the book in the 
interactive iBooks format for the iPad.” —Dave Janosz

iBookstore: http://tinyurl.com/engineersdecide  
Price: Free (from Nov. 1-Nov. 15; $2.99 after Nov. 15)

iBiquity Digital Corp., the developer of 
digital HD Radio Technology for AM 
and FM audio and data broadcasting, 
announced that the all-new 2014 
Mazda3 is the first Mazda vehicle to 
launch integrated audio and free traffic 
flow images using Clear Channel’s Total 
Traffic HD Network (TTN) and HD Radio 
Technology.

The redesigned Mazda3 features a 
new display audio system (MAZDA 
CONNECT) that incorporates the latest 
HD Radio audio and data features 
including Artist Experience, allowing 
listeners to view images such as album 
art on their information screens and it’s 
even complete with free traffic maps, 
showing drivers green, yellow and red 
flow patterns, all delivered by HD Radio 
stations across the country.

NJTC Members Making History

1988:
It has a capacity equivalent to 40,000 

calls, 10 times that of the last copper 

cable. (Today’s cables have capacities 

equivalent to over 1 million calls.)

AT&T lays and opens TAT-8, the first 
fiber-optic submarine telephone 
cable across the Atlantic.
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Rich Napoli 
CEO, ObjectFrontier Software, USA

BY JENNIFER SIMONI

CORNER 
OFFICE

You have been at OFS for a little over three years 
now, recently promoted from COO to CEO. In that 
time OFS has experienced triple-digit growth. What 
do you attribute to such impressive numbers? 
OFS has always had outstanding product software engineers that were 
loved by their clients. All we did in the past few years was to focus our 
sales efforts towards those prospects who would benefit the most from 
our services—ISVs and other firms who drive revenue with software. 
Our growth came as much from saying ‘No’ to business that didn’t fit 
our model, as it did from saying ‘Yes’ to new clients.

OFS prides itself on its company culture, can you tell 
us a little bit about what makes OFS tick? 
I’ve worked for many companies over my 35+ year career but I’ve 
never encountered a place like OFS before. The culture flows from the 
three brothers who founded the company. Their strong faith and values 
can be seen everywhere—in how we treat our clients, our employees 
and their families, and our communities. Honesty, integrity, and trust 
may sound like corporate drivel to many but to us here at OFS, those 
are words that guide our every action. And it’s not just rhetoric, it’s 
good business—100% of our clients are referenceable, we have grown 
dramatically over the past few years, and we enjoy a very low employee 
turnover rate of only 6%, including our India team. Many of our 
employees have been here for more than 8 years. For me, I will never 
leave OFS because I know I will never find another place like it. 

You have more than 400 employees spread out across 
the globe. How do you keep everyone on the same 
page and engaged?
This has certainly been a challenge for us but thankfully modern 
technology has helped us stay in sync—audio and video conference 
calls, emails, etc. Our project teams do daily stand-up calls as part of our 
agile development methods and that helps to make sure we coordinate 
at that level. At the company level, I recently started a live video update 
to everyone where we review our goals, progress, and challenges. And 
then, there’s still the best way which is to meet with our folks face to 
face. So I do a lot of travel to our offices in the US and India. 

You’ve been in the enterprise software industry for 
a long time; you’ve seen the evolution. What do you 
think the challenges are today for IT departments? 
I am an old dog in this industry, having written my first software 
program over 40 years ago. I watched IT departments (called EDP 
–Electronic Data Processing departments, in my early days) go from 
writing all their own software—even databases and operating systems 
in the ‘70s—to more recently developing almost no custom code and 
just implementing packaged software.  Now, though, it’s changing 
again rapidly, as all companies, no matter what industry, are realizing 
that software is needed to help brand them and differentiate them from 
their competition.

Transactional mobile apps, social media, embedded software, and 
big data analytics are all key drivers in today’s markets. That presents a 
special challenge for IT departments, since much of their development 

talent has dwindled over the past 20 years of implementing packaged 
software like SAP, Oracle, and other business software suites. 

A few issues ago, you wrote an article in this publica-
tion on Gamification. It’s a topic that fascinates a lot 
of people, yet it seems companies are slow to imple-
ment it. Why do you think that’s the case? 
Although that was the case earlier, we’ve seen the pace of gamification 
pick up substantially in recent months. I was just speaking at the 
Enterprise Gamification Forum in NYC last month, and there were 
many presenters there from large companies who were showing off 
their success with gamification—Walmart, Cisco, Prudential, AXA, 
among others. I think part of the challenge has been with the term itself. 
When people of my vintage hear ‘gamification’, the first thoughts are 
of someone playing video games at work. The reality is that we leverage 
some of the motivations behind good games—competition, mastery, 
exploration, etc.—to drive the right behaviors of our customers and 
employees to improve revenues and productivity when using business 
software. 

What do you think will help companies embrace this trend? 
I think as more and more companies hear of the successes that large 
firms are having with gamification, the market will explode. The current 
situation with gamification reminds me of the time, back in 2005, when 
I was the moderator for an NJTC event on how to use social media to 
drive revenues. Back then, Facebook and others were just starting to 
be leveraged for consumer sales purposes and only a few companies 
had actually done it. Now, of course, it’s an essential part of everyone’s 
marketing strategy. I think the same will happen to gamification in the 
next year or so as we leverage yet another technology that the millennial 
generation has grown up with. 

What other things are you most excited about that 
OFS is working on? 
We’ve really been focusing on helping non-technology companies 
adapt to today’s reality that everyone is in the software business now, 
whether they like it or not. These days, whether a company makes cars 
or appliances, whether they sell insurance or rent apartments, they 
now need mobile apps, websites, transaction engines, and embedded 
software that let their customers digitally interact with their products 
and services. We are one of the leading companies offering product 
development services to help these companies compete in the digital 
world. Forrester Research recently started covering us in this space and 
I take that as a good sign that we’re on the right track. 

What do you see for OFS in the next year? 
We’ve done a lot of backfilling in our organization this year to 
accommodate the growth we’ve experienced by adding a CFO, HR 
head, and Sales and Delivery VPs. My hope is that this investment will 
allow us to continue to grow and expand our presence in the US to get 
us to the next level. And we will be certain to keep to our core principle 
of innovation with honesty and integrity so that we can stay true to our 
tagline, “We Build Software. And Trust.” n



I’m an inexperienced investor 
in New Jersey looking for 
investment opportunities.  What 
might be available to me?

You may be in luck!  NJ State 
Senators Ray Lesniak and Joe 
Kyrillos are currently proposing new 
legislation that will open the doors 
to new investment opportunities for 
individuals like you who can provide 
funding for New Jersey based 
businesses.  It’s called crowdfunding 
and it has been a hot topic in the 
business world in recent years.

Businesses will have access 
to funding beyond the traditional 
methods and investors can invest up 
to $5,000 individually and $1 million 
in aggregate.  Only NJ residents will 
be eligible to invest and unaccredited 
investors are eligible.  The proposed 
legislation for New Jersey is seeking 
to provide NJ resident investors 
and NJ based  businesses with new 
opportunities for investing capital 
and funding new businesses to 
stimulate the local economy.

ACCOUNTING Q&A

Takanari Tanahashi 
is a staff
I accountant in the
Morristown Office of
WithumSmith+Brown,
Certified Public
Accountants and
Consultants. Braun
may be reached at
973.898.9494 or
ttanahashi@withum.com.
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INNOVATION 
ZONE

mVisum Battles Alarm Fatigue 
BY MICHELE HUJBER

If you’ve ever spent time in an intensive care unit, you probably noticed that there is a constant 
chiming of various alarms. Nurses working in this environment all day long might hear as many 
as 13,000 alarms every day. Eventually, the nurses may become desensitized and not even hear 
the alarms, a condition known as “alarm fatigue.” The ECRI Institute, a federal patient safety 
organization of the US Department of Health and Human Services, has named alarm fatigue 
as the top technology hazard for 2013.

mVisum, a company located at the Rutgers Camden Business Incubator, has developed an 
alarm management platform that effectively addresses alarm fatigue. However, this product was 
not even on the drawing board when Praveen Dala founded mVisum in 2007. It was only after 
the company had launched other mobile products that Dala realized that he could develop a 
system that could solve the problem of alarm fatigue. 

Dala has always been interested in doing something new to solve a big problem; he points out 
that in health care, one can always see the need for technology adoption and how technology 
can change people’s lives and outcomes. With a background that includes a Ph.D. in Biomedical 
Engineering from Drexel University, Dala has been working on life-changing technologies, 
including an intracardiac echo and other technologies while employed at EP MedSystems. He 
has also founded three startup companies in addition to his latest venture, mVisum. 

One of mVisum’s first products was a Cardiology Communication System, which gets clinical 
data into a physician’s hand held device. With this device, the physician could be anywhere 
and still be able to respond to the patient’s ECG and medical information—which can be sent 
directly from an ambulance or an intensive care unit—immediately with life-saving instructions. 

The Cardiology Communication System has been used with great success in various hospitals. 
However, Dala’s experience with healthcare enterprise has led him to conclude that mobilizing 
data does not necessarily resolve the biggest needs of health care institutions. He discovered that 
if the technology doesn’t fit into the workflow, it’s not going to be successfully integrated. With 
this realization, mVisum has completely upended its system in the past two years, making their 
current system extremely strong on the workflow side.

 mVisum’s attention to how technology can improve the existing workflow in hospitals led to 
the creation of the new alarm management platform. Their technology had the unique capability 
of pushing data into a smartphone using their own engines in a reliable, very quick and unique 
manner. People working in the hospitals suggested that mVisum use their technology coupled with 
smartphones and the rules engine within their servers to manage the number and type of alarms. 
The system does this by sending only relevant alarms from patients to a specific nurse’s smartphone.

By using unique ringtones, the mVisum alarm management platform enables the nurses to 
recognize true emergencies and to more quickly respond to those emergencies. When there is a 
crisis alarm, a nurse typically only has four minutes to save the patient. Nurses using mVisum’s 
system typically respond within 10 seconds. This response rate is far faster and prevents more 
life-threatening situations than ambient alarms or pager systems.

Based on the feedback from nurses using mVisum’s platform, Dala knows that his product 
is indeed improving the workflow on ICUs and saving lives. On at least two or three occasions, 
nurses have told him that they were able to figure out the situation with a patient because of 
this system, and that that saved the patient’s life. Without this system, the nurse may never have 
realized that the patient was in a life-threatening situation.

Dala has been careful, making sure that the mVisum system works correctly. Now that the 
system has proven itself, the company is ready to expand. Dala notes that, now that he is getting 
feedback from the market that the product is what the users want, that it’s something that is saving 
lives and that it’s something that is improving workflow, he is almost morally obligated to expand.

Dala gives much credit to the Rutgers Camden Incubator for mVisum’s success. He notes 
that, in many ways, mVisum would not have gotten to where it is now without having the space, 
the incubator team and the incubator facilities. He mentions that Suzanne Zammit, director of 
the incubator, is an amazing sounding board and an amazing resource for raising funds. Dala 
anticipates that his next startup will also be located at the Rutgers Camden Business Incubator. n

For additional information about mVisum, go to www.mvisum.com. For additional information about the 
Rutgers Camden Business Incubator (NJBIN), which is a member of the New Jersey Business Incubation 

Network, go to www.rutgersbiz.com. For additional information about NJBIN, go to www.njbin.org.
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PLUGGED IN

In the now famous 2001 business book Good to 
Great, Jim Collins explains that one of the things 
you have to do to have a successful company is to 
“Get the right people on the bus.” 

Unfortunately, in the New Jersey tech world 
it sometimes feels like we’re driving around 
half empty buses—and no one is at any of 
the stops. We all know we need to hire great 
people, but where are they? 

As the vice president of R&D at a high-
growth tech company, I feel this pain every 
day … the classic case of supply not being 
able to keep pace with demand. Consider 
this, a 2012 NJ Career Builder report showed 
there were only .12 active candidates for every 
Java Developer job posted, which was nearly 
10,000 for the year. That’s not promising 
for a company like mine. Sparta Systems, a 
relatively small company of less than 250 full 
time employees, typically has a need to fill 20 
to 25 new jobs at any given time.

Craft Your Story
Companies seeking to hire for highly technical 
positions can no longer assume that by 
simply providing an offer letter the candidate 
will accept. Now, not only do you need to 
attract those that are not actively seeking new 
employment, but you also have to make them 
want to work at your company beyond the 
normal benefits. 

So how do you make your company stand 
out? The most important is to create a buzz 
around your company. Creating buzz is not 

something you can fake; it needs to be part 
of your culture. When job seekers come visit 
your office, they should be able to “feel” the 
excitement. From the passion in the people 
they talk with to the growth stats or great 
projects you may have to offer. For example, 
working on new and relevant technologies 
such as mobile and cloud computing can 
mean a lot to a potential candidate. 

The environment you have to offer is also 
important. Are you providing the latest tools 
and machines? Are the office surroundings 
light and airy or drab and boring? Are you 
providing office furniture from 1975 with huge 
CRT monitors on the desks, or up to date 
modern workstations with dual LCD monitors 
and wireless peripherals. Think about how you 
are presenting your office and its surroundings 
to prospects. Consider video conferencing, 
electronic whiteboards, and maybe a gaming 
area to blow off steam. 

I understand some of these things require 
an investment and that spend needs to be 
properly planned for and balanced with fiscal 
responsibility. But there are many things you 
can do to maximize what you already have to 
work with. Start with the surrounding area. It 
may not be a big deal for you that there is a day 
care right across the street, but for a working 
parent that is a huge perk to working in your 
office. Same goes for the local gym (where you 
might negotiate a company discount) or the 
easy access to a major highway. It is all part 
of your story. 

Engage Hires For Long Haul
How do you support your staff in building 
their careers? Does your company encourage 
employees to get involved in local conferences, 
networking events or speaking engagement? 
What about internal programs that allow 
employees to purchase technical books or to 
participate in low-cost training opportunities 
without a lot of red tape? 

Of course, you want the best and brightest 
people. Nothing attracts smart people as much 
as other smart people. Once you get a few stars 
in your organization, the networking effect 
of attracting other gurus is better than any 
recruiting program. Your company can do its 
part by creating the innovative incubator to 
allow creative people to thrive. We created the 
Sparta Innovation Program to help support an 
innovative culture, which will attract the very best 
candidates. The program encourages employees 
to develop patents, provides opportunities to 
participate in industry standards, and creates 
incentives for process improvements. 

Lastly, it is all of our responsibility to 
invest in the longer term sustainability of 
technology professionals in our region. Get 
involved! Sponsor university programs. Invest 
in sponsored research for students. Donate 
your time to your local high school or college 
to encourage young people to take an interest 
in engineering programs. Just like any great 
sports franchise, we need to invest in the 
feeder programs that will fuel our workforce 
for the next 10 years. n

BY BRUCE KRATZ

Bruce Kratz is vice president of research and development, Sparta Systems. www.spartasystems.com

Crafting Your Company’s Story 
The Key to Recruiting the Best Talent in NJ

Getting the right people to want to work at your company 
doesn’t have to be difficult or expensive. 
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Can New Jersey employers 
retaliate against employees for 
discussing pay at work?

Employees are not protected from 
adverse employment action unless 
the discussion of salary is somehow 
related to gathering information 
about possible discrimination. 

On August 29, 2013, Governor 
Chris Christie approved new 
legislation (P.L. 2013, c. 154) 
banning retaliation against 
employees who discuss their 
compensation with co-workers if 
the purpose of the discussion is 
to assist in investigating potential 
discriminatory conduct concerning 
“pay, compensation, bonuses, 
other compensation, or benefits.”  
The new legislation becomes part 
of the New Jersey Law Against 
Discrimination, which already 
makes it illegal to compensate 
employees differently based on 
their membership in a protected 
class, such as gender, race, creed, 
disability status, national origin, 
sexual orientation, religion or other 
protected classes.

Because it is not always easy 
for employers to ascertain an 
employee’s motives under these 
circumstances, employers must be 
careful to determine if employee 
discussion of compensation is 
protected under this new law, or 
other federal and state laws.  

Ryan S. Carlson is an 
Associate in Giordano, 
Halleran & Ciesla’s Labor 
& Employment Practice 
Group.  He can be reached 
at rcarlson@ghclaw.
com or 732.741.3900.

LEGAL Q&A
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5 Minutes With Mark Giamo 
of BDO USA

Meet one of NJBIZ’s 40 Under 40 Award Winners, and NJTC 

member, as he shares his best (and worst) leadership advice.  

Mark Giamo, Audit Managing Partner for the New Jersey office 
of BDO USA, is being celebrated as one of NJBIZ’s 40 Under 
40 winners. The NJBIZ competition celebrates 40 of New 
Jersey’s most accomplished young business professionals who 
share a commitment to business growth, professional excellence 
and communal involvement. 

Giamo has always been a champion of the state’s prominent 
role in the technology and life sciences sectors. As demand for 
innovation continues to rise, he is committed to encouraging the 
region to continue to nurture a robust slate of incubators and 
maintain its status as a leading technology center in the United 
States.

Mark leads BDO’s New York Metro Technology Industry 
Group, an industry group that focuses on servicing local 
companies in the technology and life sciences sectors. In this 

capacity, he leads a team that brings training, thought leadership and industry recognition to 
the local markets.

In addition to his leadership role among BDO’s NJ-based technology clients, Mark plays a 
prominent role within the New Jersey Tech Council through published thought leadership, his 
role as an advisor for the organization’s IT/Software industry group and his membership on the 
group’s Board of Directors. We sat down with Giamo for a few minutes: 

What’s the worst business advice you’ve gotten in your career?
Chase the cash … there are lots of other factors as that alone doesn’t result in a successful career.

What’s the best advice you’ve ever gotten? 
Build your network and know your clients.  

You’ve been with BDO for 16 years. That kind of commitment to a company is 
increasingly rare today. What’s your advice for this new generation of job-hoppers?
It’s all about culture and opportunity. Find a place where there is opportunity to grow and 
culture fits your profile, and build a career. Culture is often under-appreciated, but it has to 
come with available opportunity so you can continue to progress and grow. BDO has a great 
combination of both, so it was a great fit for me, and I never looked back. Once you find that 
place for you, build your brand and grow your knowledge base.   

Back in 1997, when you started at BDO, could you have ever imagined Twitter, Facebook, 
the Internet as it is today? What technological innovation has most impacted the way you 
do business? 
Wow! We have come so far so fast. I remember being excited about getting an email account and 
a laptop. Laptops, tablets, smart phones, etc. give us the ability to service clients from anywhere 
at any time and has transformed the way we operate. It has increased our ability to deliver faster 
and more efficiently. It has also significantly improved our ability to operate efficiently and 
effectively internationally. Social media has allowed us to market and communicate to broader 
audiences and in real time. I can’t wait to see where we are in another 16 years, but I do believe 
that picking up the phone and meeting face to face is still very valuable!  

40 under 40 is quite an honor. What’s next?
40 under 40 is a great honor for me. Is there a 50 under 50? I plan to continue to focus 
on growing the BDO practice in NJ and making sure NJ remains a leading destination for 
technology companies. n



TechNews   |   www.njtc.org   |   November 2013 11

Constellation: Green Tip of the Month!
Going solar can bring your organization and business real value.
Solar rebates and tax incentives can be confusing. Constellation’s experts help find and secure the rebates 
and incentives available from state agencies and utilities, and we help make the most of federal and state tax 
incentives and pass along the benefit of these rebates and incentives to our customers through their contracted 
energy rate.
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.

March 2014 may seem far away, with July 2015 even further out. 
However, for businesses running Windows XP Professional, Server 
2003 or Small Business Server 2003 these dates, which represent 
support end-of-life for these three popular products, should already be 
top of mind. More specifically, this is a perfect time for IT managers 
to get proactive by considering options and beginning the budgeting 
process for their next generation of business technology.

Of course, just because Microsoft stops supporting a particular 
product doesn’t mean the product will stop working. However, the 
company’s technical support people, who represent the first line of 
defense when a problem does arise, will no longer be able to help. 

In the case of XP, Microsoft will require the software be updated to 
Windows 7 before they can field a support call. While this may not be 
a major issue for companies with a few PCs, the cost can be significant 
for those that have a few dozen or hundreds of desktops, laptops and 
mobile devices. Server 2003 and Small Business Server 2003 (typically 
used by firms with 75 or fewer workstations) will need to be replaced 
entirely, and comparable on-premises mail or file-and-print servers are 
big-ticket items. 

So whether a company is facing an impending need to update 
software applications on a large number of devices, or is at a point 
where it must swap out an obsolete server or servers; it is time to start 
planning. However, before diving into purchasing apples-to-apples 
replacements, it is worth considering Microsoft Outlook 365, the 
company’s cloud-based option. 

At a cost of just $4 per user per month, a mere $40 for 100 
workstations, after setup and licensing fees, Outlook 365 presents a 
major potential cost savings. It also offers a built-in disaster recovery 
function. Microsoft automatically backs up to multiple locations, so 
if a user’s primary cloud goes down, they can put their data (and 

applications) back up via another path. And, importantly, Outlook 365 
users receive automatic software updates as well.

Who should transition to Microsoft’s cloud-based computing? Some 
would argue that any company with less than 500 employees would be 
crazy not to take advantage of this platform immediately. At IBS, our 
advice is not that black and white. 

First, while Microsoft talks about the simplicity of the transition, 
PCs need to be running Outlook 2013 in order for it to work. That 
means those running 2003 or 2007— i.e. the vast majority—need to be 
upgraded to the most current version. While this typically is a hurdle 
rather than a hindrance, it is important to understand.

Second, Outlook 365 is completely dependent on the Internet. 
Companies with poor connection reliability due to geography or 
less-than-stellar ISPs most likely should stick with buying their own, 
premises-based server and software.

Regardless of whether the choice is clear or cloudy, it is a good idea 
to partner with a Microsoft support agent that can help navigate the 
decision-making and implementation processes. They will help you lay 
out the pros and cons of migrating to the cloud and what the upgrade 
path would look like. For those that move forward, some partners 
are able to handle the entire shift, including working with Microsoft, 
migrating everything to the cloud and acting as a front-line support 
option on an ongoing basis. This type of full-service approach provides 
a seamless and painless transition. 

The bottom line? Whether in six months or two years, Microsoft is 
phasing out three key business products. In turn, companies are faced 
with the need to invest in their technology. By starting to think about it 
now, smart organizations have time to thoroughly explore their options, 
and potentially make some changes that will save them money for years 
to come. n

IT Managers: 
What Will Your PCs and Laptops Run Next?

Approaching end of life for Windows XP, Server ‘03 and SBS ‘03 
opens doors for change. Are you prepared?

BY SCOTT DONNELLY

Scott Donnelly is the director of sales and marketing of Integrated Business Systems (IBS) located in Totowa, N.J. www.ibsre.com
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How do Chief Financial Officers effectively manage their professional 
and personal relationships with their CEOs, investors and Boards of 
Directors? The answer is not simple or one-dimensional.

This was the question asked at a recent “closed door” CFO-only 
event entitled “Managing your CEO, Investor and BOD Relationships.” 
The highly experienced panel of CFOs hailed from a vast range of 
businesses, including venture-backed companies, public companies, 
privately-held firms, and ones created by mergers. 

The event moderator’s first question to the panel was about the 
CFO’s role at the Board level—how does it compare to and integrate 
with the CEO’s involvement? The consensus is that a CFO tries to 
take the emotion out of discussions in order to understand where the 
opportunities are. One of his or her responsibilities is to keep the facts 
straight and the discussions on track, and to use the right data for the 
right decisions. If extra time is necessary to ensure that the next venture 
will go smoothly and make forward progress for the company, it is 
absolutely worth it.

When a CFO is working for a public company and multiple Board 
committees are involved, he or she should be asking each of these 
committees their opinion on any given issue. This ties into a common 
theme spanning both public and private companies—much of a CFO’s 
work is done prior to any Board meeting. In the case of a public 
company, conversing with Board committees adds to the requirement 
that the CFO enters a Board meeting thoroughly prepared.

Meetings themselves can be truly dramatic, but if material is 
prepared outside of the Boardroom, they will be infinitely more 
productive and successful. For a CFO, there should be absolutely no 
surprises at a Board meeting; if there is, it is his or her own fault. While 
some will say that the liveliest meetings are driven by an unforeseen 
event, it is generally agreed upon that a prepared approach works best. 
Furthermore, consistency in meeting format is essential for trimming 
the fat off of bloated, drama-intensive sessions. This concept leads to 
the next inquiry from the moderator in the evolving dialogue—“what 
kinds of information do you prepare, and how do you use it to manage 
the meeting process?”

Instead of focusing on trivial (but not necessarily insignificant) details, 
a CFO would benefit from a concentration on milestones involving 
large-scale topics. These considerations include where the company is 
headed and whether it has the right people to get there. Many of the 
market metrics presented at a Board meeting are simplified to place 
an emphasis on a wider strategy. For example, instead of harping on 
one precise statistic from a quarterly report, a CFO may want to look 
at the quarterly report as a whole and examine how it will affect the 
rest of the year. This allows executives to more closely monitor the 
value that your customers are receiving, and how a company’s product 
or service fits into that. Therefore, the minute statistics become less 
important for strategic sessions, allowing the meeting to concentrate on 
the company’s current progress in comparison with its overall goals. n

Chief Financial Officers: 
Finding Your Effective Board Strategy

What role should the CFO play when it comes to the Board of Directors meeting? 

BY THOMAS V. GIANNONE & GREG MICHAELS

Thomas V. Giannone is the Managing Principal and Greg Michaels is the Marketing Coordinator at Cresa. www.cresa.com
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At Rutgers’ recent Second Annual Flavor, Fragrance, and 
Perception Symposium, a team of the university’s faculty 
members presented their research and discoveries in aroma, 
taste, and sensory sciences to nearly 400 people from 

industry and academia and shared their perspectives on the state of the 
associated industry.

More than 120 companies from across the country sent representatives 
to the symposium, including a wide array of leading flavorists, 
perfumers, and product and business developers. The event’s Gold 
Sponsors were Chromocell Corporation and Q Research Solutions. 
Matthias Guentert, president of Symrise’s Flavor and Nutrition 
Division NA, was the keynote speaker. 

The flavors and fragrances industry is a significant element of the 

state’s economy, with more than 125 companies in the sector. About 
34,000 people in New Jersey, which is 1% of the workforce, are 
employed by those companies, according to a recent study by Rutgers 
analysts. These jobs pay an average of $88,000, far above the statewide 
average. The companies in this sector contribute over $4.2 billion in 
economic activity to the state.

“These data clearly illustrate that the flavor and fragrance 
manufacturing industry is an essential component of our state’s 
economy,” said Michael Van Wagner, executive director of the New 
Jersey Business Action Center.  “And this point is further demonstrated 
by a cluster analysis for the region, conducted by the Rutgers team, 
which shows a three-fold higher concentration of companies in this 
space than nationally.”

BY GREG DELL’AQUILA

Flavor and Fragrance Event 
at Rutgers Highlights 
Innovative Research for 
Key New Jersey Industry Conducting a sensory evaluation test in her 

Department of Food Science lab, Prof. Beverly 
Tepper guides graduate student Lumeng Jin.
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For more information about the Center, please contact Thomas Richardson, Ph.D., Office of Public-Private Partnerships, thomrich@rutgers.edu.

Rutgers’ sensory sciences researchers, along with global leaders 
in the flavor and fragrance industry, have been building a public-
private partnership over the past year that includes faculty from each 
of the university’s campuses: New Brunswick, Newark, Camden 
and the Rutgers Health Sciences Campus at Newark. At the recent 
symposium, the Rutgers team announced their commitment to form a 
new University Center for Sensory Sciences and Innovation in January. 
Church & Dwight, Givaudan, and Symrise, all with operations in New 
Jersey, will be among the first companies to become charter members.

Margaret Brennan-Tonetta, associate vice president for Public-
Private Partnerships at Rutgers University, stated  that “the proposed 
Center for Sensory Sciences and Innovation is an outstanding example 
of Rutgers’ commitment to creating partnerships that benefit industry, 
the university and New Jersey. The first charter members recognized 
early on the value of this center and its unique focus. Many other 
companies have expressed interest in joining the center as well. It will 
be a true win-win for all the partners involved.”

Among the Rutgers faculty members who gave presentations at the 
symposium was Beverly Tepper, professor of food science, director 

of the Sensory Evaluation Laboratory and co-founder of the new 
University Center for Sensory Sciences and Innovation.

“The new center promises to be a true universitywide initiative with 
the degree of industry involvement required to encourage bold and 
creative research that will make a real difference,” Tepper said. “We‘re 
very appreciative of the support provided by our three charter corporate 
sponsors, who recognized the necessity for innovation in their business.”

Jeannette Haviland-Jones, professor of psychology, director of the 
Human Emotions Laboratory and another of the center’s co-founders, 
said: “The flavors and fragrance industry is a major contributor to New 
Jersey’s economy, directly and indirectly. The center’s work is intended to 
help the industry continue to flourish and even grow in coming years.”

Jim Simon, professor of plant biology and pathology also is one 
of the key scientific leaders of this new center. He is director of the 
university’s program on New Use Agriculture and Natural Plant 
Products Program, working cooperatively with research groups around 
the world, nationally, and in New Jersey developing standardized 
botanical products for health and nutrition and searching for new 
natural aromas and flavors. n
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Going through your daily routine at home 
and at work, if you stop and notice, you 
will find that software is playing an ever 
larger role in your everyday activities. 
No longer is software confined to your 
computer. It is spreading to meet your 
needs wherever you are and whenever you 
need it. Software is on your phone, your 
car dashboard, your refrigerator door, your 
home security system, even your athletic 
shoes! It’s replacing the need for books, 
televisions, GPS’s, checkbooks, and other 
standalone items. With the combination 
of mobile, smart products, social media, 
data visualization and analytics, software 
is starting to invade every aspect of our 
lives as businesses realize the incredible 
opportunity it offers them to provide their 
products and services in a new way.  

With this pervasion of software in 
today’s world, even though your firm may 
not be in the tech business per se, you are 
starting to see that software is becoming 
a daily means by which your customers 
engage with your business. Software that 
gives your customers new, easier, faster 
access to your products and services is 
becoming a major way to differentiate yourself 
from your competitors, regardless of what you make 
or do. Having innovative features and a compelling design 
that engages your customers actually gets you new business in today’s 
fast-paced, mobile world. That’s because no one has time today to 
tolerate anything less than the convenience that good software brings. 

For example, a bank that provides a mobile app with the ability to 
deposit checks while on-the-go, or an auto insurer with an easy-to-use 
mobile app for capturing photos and data at a collision scene will now 

drive new customers to their business based 
primarily on the ease and accessibility that 
their company’s software innovation provides. 
This is especially true with the millennial 
generation, who only interact with companies 
that let them conduct their entire relationship 
through a mobile device. Therefore, software 
must now be considered an integral part of 
a company’s brand regardless of what their 
underlying product or service actually is. 

In effect, because of this new reality, 
software is now what defines your brand. 

Forrester Research has used the phrase 
“software-is-the-brand” to describe such non-
tech companies who are finding that more 
and more of their business value is coming 
from software-based products and services:

It is the software that operates at key mobile 
customer touchpoints, defines the interaction 
with the consumer, and, ultimately, acts as the 
main product differentiator.

(Forrester Research, Inc., Non-Tech Companies 
Become The New Market For Software Product 
Development Services, August 2013).

Forrester names the following four industries 
especially as becoming “increasingly software-

centric”: Information Services, Retail and 
eCommerce, Financial Services, and Media and 

Entertainment. Below is ObjectFrontier’s highlight of the 
software endeavors that companies in each industry are finding they 
must undertake in order to stay competitive.

Information Services - Companies in this industry are using software 
to go beyond just presenting data; they are actually helping their users 
to visualize and interpret data through the use of advanced software 
platforms. By merging data from numerous sources and interpreting it 
in a way that’s valuable to their customers, information service providers 

For those who think they’re not in 
the software business, it’s time to 
think again…

Software 
  is Now 
     Your Brand

BY TORI COONS
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can enhance their 
offerings and brand 
their company as a 
technology forerunner 

in today’s modern 
world.
Retai l  and 

eCommerce - Retailers are 
utilizing omni-channel software 

platforms to unify their brands’ products, prices, and promotions across 
all shopping channels – websites, mobile apps, television, bricks and 
mortar, catalogs, etc. The software also manages customer interactions 
by tracking purchases, website visits, loyalty program participation, and 
social network usage in order for retailers to gain the most insight into 
their consumers and to create an optimal customer experience for each. 
Location-awareness technology presents another way to personalize a 
shopper’s experience. Stores can digitally welcome shoppers, suggest 
products based on their personal shopping history, point them toward 
sales, and track their movement in the store to further analyze their 
behaviors.

Financial Services - Mobile banking has become a critical avenue 
for financial services to engage customers today. Individuals can check 
their personal accounts, transfer money, make a deposit, and pay their 
bills whenever and wherever they want. Businesses can view their 
financial management dashboard, including real-time stock prices, 
news and alerts that help them quickly make informed and strategic 
decisions. Insurance firms’ apps let customers easily find an agent, 
pay a bill, update their policies, and make a claim at any time. All of 
this software in the financial services industry also requires advanced 
security controls and monitoring to protect customer money and 
information.

Media and Entertainment - Cable providers and media distribution 
companies must change the way they deliver, manage, and bill for their 
content, as consumers are adopting new ways of consuming media, 
for example by using mobile devices instead of their televisions. 
Additionally, digital rights management software is needed to place 

advanced “digital locks” 
on music, videos, and 
other media to fight 
copyright infringement. 
Complex software is 
also required by film 
studios, who desire film 
production software 
that reflects the latest 
advancements in 21st 
century technology.  

All of these industries 
are finding new ways to 
use software technology 
to enhance their 
offerings, thus making 
software an essential part 
of their brand. Because 
of this, businesses must 
consider software like one of 
their products and put the same 
innovation and design into it as they do 
their underlying offerings. To fulfill their software aspirations, however, 
firms in these industries will “need the discipline, agile processes, 
and technical know-how associated with PDS [Product Development 
Services] firms, which is separate from traditional IT services,” as 
Forrester emphasizes in the report mentioned above. 

This means thinking of their software projects like a product company 
does rather than an IT department. IT departments have traditionally 
focused more on integrating 3rd party software packages rather than 
building new, revenue-driving software from scratch. Because of this, 
IT departments generally don’t have the UX/UI designers, software 
developers, or software architects needed to build complex, user-friendly, 
revenue-driving software across all the modern technology platforms. 
Forrester explains in the same report that any “attempts to assign 
these activities to internal IT departments — which have traditionally 
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focused on maintaining and developing slower-changing 
environments — have led to problems and, ultimately, 
the creation of a separate product development/software 
company” within the organization. Therefore, a product 
mindset is essential to developing branded software, as it 
allows you to: 

1. Create a top-notch user experience (UX) - 
Because of the way Apple revolutionized software UX with 
the iPhone several years ago by introducing a clean, simple, 
attractive, and most importantly intuitive UI, there’s now 
an expectation for today’s technology to provide a similar 
experience. In the report mentioned above, Forrester declares, 
“As software becomes the interface to the company in more 
and more industries like retail, banking, and even automotive, an 
excellent user experience is becoming a top requirement.”  It’s 2013 
and mobile users no longer have the patience to struggle through 
inadequately designed apps and interfaces, so good UX/UI designers 
are a must on a project.   

2. Adapt to user feedback - An increase in customer communication 
in recent years, facilitated by online open forums, blogs, and social 
media, provides companies with a constant stream of user feedback. 
Listening and responding to it results in more satisfied customers, better 
product ideas, and increased revenue in most instances. Neglecting it 
will often cause your brand to be lambasted unapologetically all over 
social media. Traditional IT shops don’t have experience with the rapid 
releases needed in order to adapt to continuous feedback and avoid this 
public flogging.

3. Adopt an agile methodology – Product companies use agile 
in their development because it allows for rapid response to change 
in a project. You can release software quicker by beginning work 
immediately without full requirements and then adding various features 
later as they are decided upon. Work is focused and prioritized into 
short sprints and testing is conducted throughout the project. The tight 
feedback loops characteristic of agile produce regular and measurable 
results, minimizing overall risk and helping you meet your deadlines.

4. Redesign and rebuild the backend – Product companies know 

the importance of taking the 
time to construct a product 
architecture that will last 
rather than one that will have 
to be rebuilt next year when 
a new technology comes out. 
Software must be engineered 
to be scalable, configurable, 
multi-tenant, multi-platform, 
and multi-market in order to 

accommodate the many users 
and situations the software will 

need to handle.
5. Release software in a 

disciplined manner – Software now affects 
the bottom line in non-technology companies, so it must be treated 
as a crucial component to success. The processes of building a 
product roadmap, planning releases, managing the software builds, 
and performing specialized testing are all necessary parts of product 
development that go into making high-quality software that will last in 
your organization.

A product mindset is the only way to develop the software that is 
defining brands today. Product development companies specialize in 
building innovative, revenue-driving software and they are increasingly 
being tapped by non-tech, “software-is-the-brand” companies to 
bring that same expertise to their software projects in order to engage 
customers and drive revenue. 

ObjectFrontier, sponsor of NJTC’s November ‘Software is Now 
Your Brand’ event, is one of these product development companies 
and has been designing and building market-driving software in large 
corporations such as HanesBrands and Wolters Kluwer for over 15 years.

To discover more insight on this topic, attend the upcoming NJTC 
event “Software is Now Your Brand”, sponsored by ObjectFrontier, 
featuring John McCarthy, a Forrester VP and Principal Analyst, 
on Tues. Nov. 12 from 8am-12noon at Yorktel, 61 Corbett Way, 
Eatontown, NJ 07724. n



Accelerate your Success
in the Cloud

Let our experts help you with Cloud Strategy,
Cloud Assessment and Implementation

As Microsoft’s preferred Windows Azure Systems Integration Partner,  
Hanu has helped its clients in developing new custom applications for the Cloud 

and migrating existing applications to the Cloud.

Free 1 hour phone consultation
Contact Hanu to schedule a free phone consultation 
to see how cloud computing can help move your 
business forward.

Barry Atlas | barry@HanuSoftware.com | (609) 945.1652
www.HanuSoftware.com

Azure_1/2pgColor_Layout 1  2/7/13  10:31 AM  Page 2



20 TechNews   |   www.njtc.org   |   November 2013

© 2013. Constellation Energy Resources, LLC. 
These materials are provided by Constellation 
NewEnergy, Inc. Any offerings described herein are 
those of Constellation NewEnergy, Inc., a subsidiary 
of Exelon Corporation. Brand names and product 
names are trademarks or service marks of their 
respective holders. All rights reserved. Errors and 
omissions excepted.

855.233.3620
constellation.com/NJTCAD1

Count on a Customized 
Energy Solution to  
Meet Your Needs.

U.S. Data Center: 
Markets Strong Demand 

With Sporadic Oversupply
BY SEAN BRADY

Activity is up—but lots of window shopping. 
Many of the top tier data center markets in the U.S. have struggled with on again/off again 
leasing activity in the first half of 2013. Market swings in the data center segment can be swift—
one large deployment can dramatically shift a market from oversupplied to undersupplied, and 
this phenomenon was especially true over the past several 
months in markets like Santa Clara, which saw several 
large deals swing the market at year-end only to be at a 
lull in activity with few large (greater than 1 MW) tenants 
currently in the market. On a national basis, that volatility 
is diminishing as tenant activity in most major markets 
is showing renewed vigor in recent months, although 
requirements are currently clustered at the large and small 
ends of the spectrum mega-wholesale (5+ MW) driven by 
the cloud services, healthcare/insurance and social/digital 
media verticals and local/regional demand in for retail/
colocation in the100-300 kW range.

Several markets currently sit at key inflection points, most notably New 
Jersey and Manhattan. 
Leasing activity in New Jersey was particularly slow in 2012 by historical measures, with the 
estimated leasing volume representing only half of the annual average of the past several years. 
Obviously, Hurricane Sandy had a dramatic impact on the data center market in the entire 
New York area, essentially putting all transactions on hold. However, activity in wholesale and 
colocation requirements throughout the greater New York area is already showing a sharp bounce 
back, although transactions have been slow to manifest.

The national construction pipeline remains full. 
Underscoring strong underlying fundamentals, the supply pipeline is increasing in nearly three-
fourths of the nearly twenty data center markets tracked by C&W. Emerging data center markets 
in the U.S. have generally seen the highest level of new construction activity recently, including 
Portland, Las Vegas and Phoenix. Oregon has been a high profile data center magnet recently, with 
giants like Facebook, Apple and Google all expanding facilities in the Columbia River Valley and 
central Oregon. Southern California wholesale demand also continues to migrate to desert locales, 
spurring a swell of new supply in Phoenix and Las Vegas. Markets like Atlanta, Texas and North 
Carolina also continue to see tenants window shopping for large deployments.

National pricing is being pushed downward despite healthy demand. 
On average, national wholesale rates decreased just over 5% nationally in 2012 and currently 
range between $140-$170 per kilowatt per month gross on a national basis. Average colocation 
rates currently range at a multiple of 1.7 to 2.5 times wholesale rates, with a wide range of 
variability depending on a variety of factors, including the size of deployment, the tier rating and 
connectivity of the facility. The continued emergence of the wholo market—the blending of price 
bands in the wholesale and colocation segments that often involves wholesale providers lowering 
their size requirements and pricing to compete with colocation providers—has also undermined 
national pricing trends and continues to be an evolution of the multi-tenant data center market 
that is not strictly a function of traditional supply and demand dynamics. n
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Aligning Infrastructure Efficiencies 
and Big Data Business Objectives 

with an IT Strategy 
#DATASUMMIT
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DATA CENTER 
MARKET REPORT

Sean Brady is Co-Founder Global Data Center Advisory Group and Senior Director—East Rutherford, NJ. Cushman & Wakefield. www.cushmanwakefield.com

Site selection in general continues to change 
dramatically, and nowhere is that more 
obvious than in data centers. I addressed 
the changing environment recently as a 
Mission Critical Webinar hosted by BNP 
Media and moderated by Caroline Fritz, 
editor of Mission Critical and Engineered 
Systems magazines.

Technology has changed more in the past 
five years than in the previous 20 years and 
this has made the process more complicated 
because the options have tripled. To meet 
the challenges, Cushman & Wakefield’s 
Data Center Advisory Group has developed 
a comprehensive site selection process, 
which we recently applied for a client 
that had acquired several firms over the 
past decade and wanted to consolidate its 
centers down to two, one each on the East 
Coast and West Coast.

The key players in this process include the 
real estate professional who is aware of all the 
options like a legacy data center, an industrial 
conversion, container, colo, managed services 
or cloud; the engineer and general contractor, 
who can perform due diligence on the new 
facility and assess current data centers to 
determine the cost to upgrade; and the IT 
consultant who can recommend the leading-
edge solutions. Not all engineers and IT 
consultants have had experience with all these 
types of solutions, so it is important to hire 
the one that has the broadest experience.

This comprehensive process has two 
phases that begins with preparing the New 
Data Center Site Selection Road Map and 
concludes with Executing the Transaction.

Phase I includes defining the project, 
setting goals, assembling the team, evaluating 
the current data centers, preparing a model 
and site selection criteria, and analyzing state 
incentives, taxes, labor and utility rates. When 
this is done, the cost to upgrade a current 
data center can be determined and used as a 
benchmark against the new options, creating 
a program for the future and informing a 
recommended solution to senior management 
for them to understand the cost, timeframe and 

Data Center Site Selection: 
A Rapidly Changing Process

•  Not creating the proper team up-front

•  Not clearly understanding current facility programs

•  Failure to take total cost of ownership into account

•  Poor cost-to-build estimating

•  Improperly setting design and performance criteria

•  Selecting a site before design criteria are in place

•  Space planning before design criteria are in place

• Designing into a dead-end

•  Misunderstanding PUE and LEED certification

• Overcomplicated designs

include highway and rail access, airport or 
flight corridors, and vulnerability to human 
and natural disaster.

After a general contractor is brought 
on board, construction cost estimates are 
finalized and lease/purchase analyses are 
completed, it is important to perform a 
financial analysis, which leads to finalizing 
business terms, beginning construction and 
eventual move-in. That doesn’t conclude the 
process, however. It is important to create 
an annual 12-month follow-up meeting, to 
validate the Landlord’s actions against the 
signed agreement. n

benefits for the Phase II begins by revisiting 
the road map and top options in the market, 
performing a more thorough due diligence 
on each candidate property, submitting new 
proposals to the best properties exposing 
the client’s name, performing layout and 
preparing a new construction cost estimate.

Key questions in the process to determine 
criteria include everything from the tier level 
desired, to the level of redundancy, power 
requirements, availability of fiber, ceiling 
heights, rack sizes, cooling and fire suppression 
preferences and more. Over and above facility 
requirements, geographic considerations 

Top 10
data center site selection 
and planning mistakes:

BY SEAN BRADY
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EXPERT
VIEW

Engaging in global trade requires adherence to the many laws and 
regulations around the world. Screening for sanctioned parties (known 
as restricted party screening, or RPS) is the foundation of a strong 
compliance program. Organizations involved in international trade 
must check whether a trading partner has been placed on any official 
denied persons or illegal trans-shipper list; blocked from import or 
export transactions; or sanctioned by a government for illegal acts such 
as involvement in international terrorism, narcotics trafficking, money 
laundering or weapons proliferation. Shipping to embargoed countries, 
such as Cuba and Iran, also falls under restricted party screening.

However, organizations face several challenges when it comes to 
restricted party screening (RPS): 

•  Accurate and current content: Organizations frequently don’t know 
which lists to consult, nor do they know when those lists change. 
Many do not have someone within the organization who monitors 
and manages the updates.

•  Advanced screening methods: If screening is done manually, it may 
be unclear how a compliance professional should compare names 
and addresses of trade parties to entities on the lists. There is also 
the problem of data entry mistakes and screening of partial names. 

•  Real-time screening as lists change: Organizations with many 
thousands of trade partners must continuously re-screen them 
against changing lists. 

•  Workflow: It may not be clearly defined how a compliance 
professional handles situations where a trade partner matches an 
entity on the list. How are matches resolved or cleared if they are 
in error?

Despite its complexities, RPS is a necessity, not a nice-to-have, for 
any company engaging in global trade. Failure to screen can result 
in sanctions or fines for both small and large companies as well 
as incarceration for executives. Here are some examples of what 
happens when a company breaks U.S. law (information from the 
Treasury Department’s Office of Foreign Assets Control (OFAC), 
Customs’ monetary penalty statute 19 U.S.C. § 1592, and Commerce 
Department’s Bureau of Industry and Security):

Import
•  Criminal charges of up to 20 years in prison and/or penalty fines of 

$1,000,000 per violation 
•  Civil penalties up to $250,000 or twice the amount of the 

transaction violating the law
•  For gross negligence, Customs can assess four times the loss of lawful 

duties, taxes and fees or the domestic value of the merchandise, 
whichever is less, or 40 percent of the appraised value of the 
merchandise if the violation did not affect the assessment of duty

Export 
•  Criminal charges of up to 20 years in prison and/or penalty fines of 

$1,000,000 per violation 
•  Civil charges of up to $250,000 for each violation for individuals, or 

twice the value of the transaction, whichever is greater 
•  Denial of export privileges and/or exclusion from practice 
•  Seizure/forfeiture of goods 

3 Recent Court Cases 
1.  A managing director of a paint company was sentenced to a year 

in prison for conspiring to export high-performance epoxy coatings 
to a nuclear reactor owned and/or operated by the Pakistan Atomic 
Energy Commission, a barred entity. In addition to prison time, he 
must pay  $300,000 in criminal and civil fines with another $50,000 
suspended; perform 500 hours of community service; and  has been 
placed on the Department of Commerce’s Denied Persons’ list for  five 
years with an additional five years suspended.  His conviction is related 
to the conviction of the paint company and its parent company, which 
paid $3.75 million in criminal and administrative fines and more than 
$32,000 in restitution

2. A global courier paid $370,000 for shipping to a person in the United 
Arab Emirates who is on a restricted party list and allegedly facilitating 
unlicensed exports to a Chinese university on a barred entity list

3.  A scrap metal provider and two freight forwarders were fined a 
total of $78,000 for exporting scrap steel to a steel mill in Pakistan that 
is on a restricted party list

Solution
Companies and their executives can avoid fines, sanctions and 
imprisonment by demonstrating reasonable care when screening 
for restricted parties. A strong RPS program, which demonstrates 
reasonable care, incorporates the following:

•  Screens trading partners against over 200 government-issued lists 
from around the globe, which are constantly updated with restricted 
parties, entities embargoed countries and debarred individuals. 

•  Extends restricted party screening to other business entities, such as 
contractors, employees, visitors, and suppliers.

•  Resolves match quickly so shipments are not delayed. 
•  Uses processes and technology to prevent illegal transactions. 

Automation can allow you to batch screen hundreds, or even 
thousands, of partners at one time. This ability is critical if you 
subscribe to multiple sanctioned party lists or have an extensive 
and changing partner or customer base. You’ll also have the ability 
to manually screen as needed.

•  Uses a system with an accurate and configurable algorithm to detect 

BY TY BORDNER

Global Trade: 
The Value of Restricted Party Screening

Despite its complexities, RPS is a necessity, not a nice-to-have, for any company 
engaging in global trade
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Ty Bordnerv, vice president, solutions consulting, Amber Road, www.AmberRoad.com

close matches. The algorithm should also not create too many “false 
positives,” burdening the compliance team with unnecessary work. 

•  Recognizes and screens against foreign character sets like Chinese 
and Japanese.

•  Preserves an audit trail of screening activity to reduce corporate risk 
and demonstrate reasonable care. When matches occur, you should 
have an efficient resolution program that uses routing, alerts and 
escalations to resolve potential issues. 

•  Integrates information with other enterprise systems to perform 
real-time screening and synchronize RPS information and actions.  
For example, integrating screening with order management allows 
you to accept an order before the potential customer has been 
checked against the RPS lists.

•  Has a central repository of this information accessible by all 

relevant parties, including individual contacts, parent and subsidiary 
companies and their relationships to each other. With centralization, 
RPS screening results can be automatically added to partner and 
contact records.

Restricted party screening is a must-have procedure for any 
organization engaging in global trade. The risks associated with not 
having a system in place are becoming increasingly large when you 
consider the possible sanctions, fines, and penalties associated with 
doing business with a denied party. A strong RPS program manages 
multiple restricted party lists from different sources; automates the 
screening process; integrates with other systems and processes, such 
as ERP and order management; minimizes false positives; and enables 
users to focus on clearing holds and speeding shipments rather than 
researching numerous matches. n

Move Your 
Career Forward

Rowan University o�ers the following options 
for technology professionals seeking 
career growth or educational development. 
• Master of Business Administration
• M.S. in Computer Science
• M.S. in Engineering: Electrical & Computer
• Master of Engineering Management

College of Graduate & Continuing Education

RowanCGCE.com/Programs

Programs feature highly credentialed and accessible faculty, reasonable tuition, 
and convenient evening or online courses. Specializations and focus areas help tailor 
your education to meet specific interests and career goals. To learn more visit:
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INNOVATORS IN SCIENCE

December 10, 2013
Institute for Advanced Study

Princeton, NJ

Presented by the Rita Allen Foundation
and the New Jersey Technology Council
 
Innovators in Science is an ongoing 
presentation and networking series that has 
been developed with the support of the Rita 
Allen Foundation. The series will highlight 
cutting edge commercial life science centered 
innovation and technologies.
 
Our mission is to spotlight groundbreaking
researchers and entrepreneurs as they 
share their work and discoveries with a 
multidisciplinary and diverse audience and 
network members of the regional technology 
and life sciences community.

NJTC REGIONAL 
COMMERCIALIZATION 

SUMMIT

December 5, 2013
University City Science Center-Quorum – 

Philadelphia, PA
 
At colleges and universities throughout 
the region, there are exciting technologies 
on the verge of commercialization.  This 
is a must-attend event for university 
representatives in NJ/PA/NY/DE looking for 
ways to highlight opportunities for technology 
transfer before an audience of entrepreneurs 
and investors including venture capitalists, 
angel investors, business development officers, 
licensing officers, and others.

presents...

SIGNATURE 
EVENTS



TECHNOLOGY FORECAST 2014

 “Innovation – Capital – 
Disruptive Technologies”

Friday, January 24, 2014
Westin Princeton, Princeton, NJ

The NJTC Technology Forecast 2014 will bring 
together some of the most influential entrepreneurs, 
innovators, members of the investment community, 
technology executives,  members of academia and 
professional service providers in New Jersey and the 
region.
 
The goal of the NJTC Technology Forecast 2014 
is to provide awareness and elevate discussion 
and participation among the groups listed above 
to address issues of relevance to the technology 
community.   Conference participants will be 
exposed to some of the most dynamic, enterprising 
and informative speakers discussing current and 
future issues pertinent to the economic growth and 
development of their companies and NJ’s technology 
community.

MARK YOUR 
CALENDAR 

TODAY!
REGISTER AT 

WWW.NJTC.ORG

NJTC DATA SUMMIT
 “Aligning Infrastructure 
Efficiencies and Big Data 

Business Objectives with an 
IT Strategy”

December 12, 2013
Fort Monmouth, NJ

The Data Summit will bring together data center 
infrastructure and operations IT professionals, and 
those responsible for business continuity and disaster 
recovery with senior business and technology leaders 
who recommend business intelligence and analytical 
systems and solutions that run against large and 
complex data sets



NJTC NEW MEMBERS As of September 2013
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CXO
Glenn Vraniak
1216 Fox Run Drive
Plainsboro, NJ  08536
513-476-2669
Seasoned Healthcare Executive, formerly 
the President of Aprecia Pharmaceuticals, a 
venture-backed, technology-enabled specialty 
pharmaceutical company utilizing 3D Printing 
to produce product. Prior to that he was the 
CFO of the authorized generic company Prasco 
Labs out of Cincinnati. His background also 
includes tenure as an executive officer within 
GE Capital where he managed a 350 member 
North American high-technology service 
delivery business unit, focused on Fortune 1000 
companies.

INFORMATION TECHNOLOGIES
Damco Solutions Inc.
3240 E State Street Ext.
Hamilton, NJ  08619
609-632-0350
www.damcogroup.com
Sachin Bedi, Vice President
sachinb@damcogroup.com
DAMCO Solutions is a leading IT Solution and 
Services company based out of New Jersey, 
USA with global presence in UK, Luxembourg, 
Australia and India. Damco is Microsoft Gold 
Certified partner with certification in CMMi 
Level 3 and ISO 9001:2008. With more than 17 
years of high quality IT experience, Damco is an 
emerging leader in onsite/ offshore technology 
services.

Innosolutions LLC
57 S. Main St., Suite 271
Neptune, NJ  07753
732-527-5226
http://innosolutions.org
Damon Mason, CEO
dmason@innosolutions.org
Innosolutions brokers patents, copyrights, 
domains and mobile apps businesses/tech. We 
turn intangible assets into traffic solutions and 
innovations by connecting the right buyers 
and sellers. We also develop apps and provide 
development resources.

Kuratur
68 White Street
Suite 7-315
Red Bank, NJ  07700
732-676-3183
http://kuratur.com
Kirsten Lambertsen, Founder  
kirsten@kuratur.com
Kuratur is the painless, easy to always have 
fresh, relevant content on your website.

Software Technology, Inc.
100 Overlook Center, Suite 200
Princeton, NJ  08054
732-890-3022
www.stiorg.com
Scott Mandel, VP Sales & Business Development
Scott.Mandel@stiorg.com
STI is a full service management and technology 
consulting firm that specializes in providing 
consulting services for management, various 
applications, IT infrastructure and more. We also 
provide staffing services to organizations of all 
kinds- Large or small, private or public and also non-
profit organizations.

Technology Management Leaders LLC
19 Creek Trail
Branchburg, NJ  08876
908-566-5936
James Longo, President - jim.v.longo@gmail.com
Executive IT Management Consultants Specializing 
in: • Cloud & Unified Computing Services • 
Datacenter Transformation • Operational Excellence 
through IT Service Management Best Practices • 
Business Continuity and Disaster Recovery Planning 
• Complex Program Management • Strategic 
Advisors to IT Executives

Vision Wireless Mobility Management
1450 Greene St. Ste 135
Augusta, GA  30901
Michael Saville, 
Business Consultant 
msaville@vwpcs.com
Vision is a leading mobility management firm 
specializing in Wireless Device and Telecom Expense 
Management (TEM) solutions for commercial 
customers, government agencies and other large 
organizations. Vision brings benefits directly to your 
organization’s bottom line, by providing increased 
visibility into and control over your enterprise 
wireless assets and associated expenses, leveraging 
our value-added applications and proven best 
practices to automate the management of your 
wireless environment.

Wexford Systems LLC.
7-1 Vernon Court
Waldwick, NJ  07463
201-675-1290
www.wexfordsystemsllc.com
Gerard La Tournerie, President
wexford2001@aol.com
The WMS wireless telemetry medical monitoring 
device is state of the art, cutting edge, yet not 
“bleeding edge” Beta Site technologies. Traditionally 
WMS integrates its customized industrial strength, 
multi-functional designed HW/SW devices with the 
most recent commercially proven technologies.

SERVICE PROVIDERS
CBS Technologies
240 State Hwy 17 South
Lodi, NJ  07644
201-843-8070
www.cbstechnologies.com
Rebecca Reyes, Sales Contact
info@cbstechnologies.com
CBS Technologies is a leader in simple and easy 
to use accounting software “ERP” for small and 
midsize companies.  As a business partner, CBS 
Technologies help companies leverage SYSPRO 
ERP and SYSPRO CRM software solutions to gain 
a competitive edge. With our diverse experience 
in various industries, we bring innovative and 
cutting edge solutions to help you save time and 
money. “We take pride in helping our business 
partners leverage technology to work smarter & 
grow faster. Your success is our business greatest 
reward”

Janney Montgomery Scott, LLC
1717 Arch Street
Philadelphia, PA 19103
215-665-6000
www.janney.com
Tom McCrohan, Managing Director
Janney Montgomery Scott is a full service 
brokerage and wealth management firm serving 
the needs of individuals and institutions across 
the United States. The firm has been in existence 
for over 180 years.

Lenox Consulting
60 Roseland Avenue
Caldwell, NJ 07006
973-228-1325
www.lenoxconsulting.com
Steve Lenox, President -
steve@lenoxconsulting.com
Lenox Consulting is an international, boutique 
strategic communications consulting firm that 
provided clients public affairs, government 
relations, business development, and digital 
strategy services.

TWO95 International, Inc
1101 N. Kings Hwy, Suite # 200
Cherry Hill, NJ  08034
856-528-3312
www.two95intl.com
Mahesh Menon 
mahesh.menon@two95intl.com
A technology firm specializing in BPM, Mobility, 
Cloud, Analytics, E-commerce & Social serving 
large Fortune 500 and mid-market companies 
with IT Solutions & Professional Services.
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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

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
Charlene Brown, AT&T

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.
Bob Olanoff, Systech International
Gregory Olsen, GHO Ventures, LLC
Kevin Pianko, WeiserMazars LLP

Philip Politziner, EisnerAmper LLP
Ari Rabban, Phone.com

Marianna Rabinovitch, ECI Technology
Govi Rao, Noveda Technologies, Inc.

Jeffrey H. Rosedale, Woodcock Washburn LLP
Douglas Schoenberger, Verizon

David Sorin, SorinRand LLP
Stephen Waldis, Synchronoss Technologies

NJTC 
BOARD OF DIRECTORS

TELECOMMUNICATIONS
Constant Hostings, LLC
100 Matawan Road
Suite 420
Matawan, NJ 07747
848-480-1000
www.constant.com
David Gucker – Vice President - info@constant.com
Constant® Hosting provides industry leading 
Internet hosting products. Collocation, Managed or 
Unmanaged Dedicated Servers, and Cloud products 
are all backed by our world class infrastructure.

myPlanet Digital
207-90C Centurian Drive
Markham, Ontario
Canada L3R 8C5
866-232-7456
www.myplanetdigital.com
Dustin Walper, Director of Business Development 
dustin@myplanetdigital.com
myPlanet is your digital companion. It pulls 
everything in your life together—people, places, 
events and things—and lets you manage them all 
in a single, private application. It’s one solution for 
all that matters in your life.

NON-PROFIT
BioAdvance
3711 Market Street
8th Floor
Philadelphia, PA  19104
215-966-6214
www.bioadvance.com
Jennifer Smith, Director of Administration 
jsmith@bioadvance.com
BioAdvance provides funding to startup life sciences 
companies through its $20 million Greenhouse Fund. 
We invest in therapeutics, devices, diagnostics and 
platform technologies focused on human health.

Palestinian IT Association of Companies (PITA)
Ougarit Building, 4th Floor
Irsal Street
Al Bireh, Ramallah
www.pita.ps
Hanan Khaldi, Program Officer
Based in Ramallah, PITA was founded in 1999 by a 
group of Palestinian entrepreneurs with the vision 
of creating a non-profit organization to advance the 
interests and positive societal impact of Palestine’s 
Information and Communication Technology (ICT) 
sector. A new generation of forward thinking 
entrepreneurs with a heritage that takes them back 
thousands of years in history is bringing together 
profound change to the technology and startup 
landscape.

RENEWALS
American Clean Energy LLC
 www.amcleanenergy.com
Ben Franklin Technology Partners, SE PA
 www.sep.benfranklin.org
CheckMark Network
 www.checkmarknetwork.com
ClassLink, Inc. • www.classlink.com
CobbleStone Systems Corp.
 www.CobbleStoneSystems.com
Comodo Group, Inc. • www.comodo.com
Connotate, Inc. • www.connotate.com
DaVinci Technology Corporation (DaVinciTek)
 www.davincitek.com
Global Academy of America
 www.globalacademyofamerica.com
Go!Foton Corporation • www.gofoton.com
Grant Thornton LLP • www.grantthornton.com
iLevel Solutions • www.ilevelsolutions.com
JJSarojaGroup, LLC • www.jjsarojagroup.com
Meadowlands Regional Accelerator 
at Bergen Community College
 www.njmcaccelerator.com
Microsoft Corporation • www.microsoft.com
Nastrac Group • www.nastracgroup.com/
New York Internet • www.nyi.net
NewSpring Capital
 www.newspringcapital.com
Open Data Centers • www.opendatacenters.net
Parter International, Inc.
 www.parterinternational.com
Patel Consultants Corporation
 www.patelcorp.com
PRISM - Princeton University
 www.prism.princeton.edu
JoAnn Saitta (JMS Consulting) 
Select Greater Philadelphia
 www.selectgreaterphila.com
Senesco Technologies, Inc. • www.senesco.com
SnapOne, Inc. • www.snapone.com
Sparkway • www.sparkway.com
Sugarloaf Associates LLC
 www.sugarloafassociates.com
Wall & Tong, LLP • www.walltong.com
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NJTC PHOTO GALLERY

Life Science 
Leaders 

Breakfast
Life Science/Medtech 
Industry Network Sponsors
•  DrinkerBiddle
•  Fox Rothschild LLP
•  McGladrey

Keynote Speaker 
•  Roberto De O. Marques, 

Company Group Chairman 
for Johnson & Johnson

Participating Partnering 
Companies and Institutions
•  Bavarian U.S. Offices for 

Economic Development, 
www.bavaria.org

•  CANNON DESIGN 
www.cannondesign.com

•  Comodo 
www.comodo.com

•  Hong Kong Trade 
Development Corporation 
www.hktdc.org

•  Invest Quebec 
www.investquebec.com

•  Level 3 Communications 
www.level3.com

•  Lightpath 
www.golightpath.com

•  Locus Energy 
www.locusenergy.com

•  New York Institute of 
Technology 
www.nyit.edu

•  PDI, Inc 
www.pdi-inc.com

•  Verizon Terremark 
www.terremark.com

•  Windstream Communications 
www.windstream.com

Making Connections: 
Partnering for Technology Companies

Hosted by 
•  McGladrey, New York, NY  

Life Science/Medtech 
Industry Network Sponsors
•  DrinkerBiddle
•  Fox Rothschild LLP
•  McGladrey 

IT/Software Industry 
Network Sponsor
•  BDO 

Telecome/Media Industry 
Network Sponsor 
•  Verizon 
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CFO Closed Door Session
A panel of seasoned CFOs openly discussed their experiences in managing 
CEO, board and investor relationships. Our thanks to Ernst & Young for 
hosting the program and for sponsoring the NJTC CFO Peer Network along 
with Cresa. 

t  Panel L-R MODERATOR: Bob Olanoff, Co-Chair NJTC CFO Network; Jim Spencer, CFO, iBiquity 
Digital Corp.; Baldeep Dua, CFO, Kirusa; Larry Irving, CFO, Synchronoss Technologies and 
Dave Kaminsky, CFO, Vidyo. NOT PICTURED: Tom Edwards, CFO, FieldView Solutions 

q L-R Bob Olanoff, Maxine Ballen and Tom Giannone, Managing Principal, Cresa

NJTC / Davinci 
Technology 
Corporation 

Breakfast Series
Another very successful breakfast program 
presented by the NJTC and DaVinci 
Technology Corporation was held in 
Morristown, NJ. We have received feedback 
from many attendees congratulating us 
for producing a fun, content-filled and 
worthwhile session. One expression used 
was “a galvanizing event”. Thank you to all 
who participated and to DaVinci Technology 
Corporation for your support of the NJTC. p  R-L: Featured speaker Dennis Bone, Director – Feliciano Center for Entrepreneurship, Montclair State University; 

Anthony Curlo, President & CEO, DaVinci Technology Corporation; Timothy Dougherty, Mayor, Morristown, NJ
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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:
EisnerAmper

Woodcock Washburn LLP
Contact: 

Paul Frank • Ext 222
pfrank@njtc.org

Ellen Stein • Ext 228
ellen@njtc.org

Enviro-Energy Industry
Patron Sponsors:

WeiserMazars LLP
Woodcock Washburn

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

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

THE SOFTWARE IS THE BRAND 
November 12 • 8:00 am - 12:00 pm  

Yorktel 
81 Corbett Way, Eatontown, NJ

Members $50.00 • Non-Members $200.00 
Professional Service Providers $150.00  

Software is becoming a brand and your software 
is your product differentiator. Even if you think 
you’re not a software company, this program will 
be a wake-up call for your organization . . .

Featured Speaker: John C. McCarthy, Vice 
President and Principal Analyst, Forrester 
Research, Inc.

For more and more companies, its software assets 
represent a key part of the brand experience and 
the firm’s differentiation. Whether it’s mobile 
banking apps from Citibank, infotainment 
systems in Ford cars, or the proactive diagnostics 
running in GE wind turbines software represents 
a key part of how customers experience a 
company’s product and services. This creates 
huge new requirements around how products are 
developed, mobile apps are built and IT systems 
are designed. This session looks at the services 
and business implications and opportunities 
behind the software is the brand dynamic.

With 27 years of experience at Forrester, John 
McCarthy is a key contributor to Forrester’s work 
on predicting the business impact of technology. 
John has more than 12 years of insight into the 

development of a global delivery model for IT 
services and product development.

AGENDA
8:00 – 9:00am - Registration and Networking
9:00 – 11:00am - Guest Speaker
11:00 – 12:00pm - Guest Speaker Mingle

NJTC SOFTWARE ENGINEERING LEADERS 
PEER NETWORKING GROUP - 

LUNCH MEETING
November 13 • 12:00PM - 2:00PM

PDI, Inc.
Morris Corporate Center 1, Building A

300 Interpace Parkway
Parsippany, NJ 07054

Members:  Free • Non-Members $20.00

Attendance is limited to VP and Director level 
leaders of Software Engineering product 
development teams

In this session we will review the DevOps 
movement and explore the latest trends and best 
practices. How long will it be before in-house 
IT operates like cloud-based companies? What 
technologies are being used? Should you pursue 
a product, or open source alternative? What skills 
are needed to make DevOps successful?

MAKING CONNECTIONS: 
PARTNERING SESSIONS FOR IT, TELECOM, 

ELECTRONICS & ENERGY FIRMS 
November 14 • 4:00 PM - 6:00 PM  

Woodcock Washburn 
Cira Center, 12th Floor, Philadelphia, PA

Members $30.00 • Non-Members $60.00
Incubator Tenant Members $10.00

Exhibitors $45.00  

Partnering can help us to achieve better business 
results. Through the globalization of business, 
collaboration will become even more of a 
continued success factor for business. Partnering 
and collaboration concepts are universal and are 
built and sustained on mutual trust and respect 
aligned around common objectives. We don’t do 
this alone – we partner with local universities, 
other companies and research organizations. Join 
with NJTC as we explore potential collaboration 
and partnering and what it can bring to our 
regional economy. 

Anchor companies  
(companies seeking meetings with other companies)
•  Datacore Systems, www.datacoresystems.com, 

Information Technology 
•  Delta Corporate Services, www.deltacorp.com, 

Information Technology 
•  mPower Managed Services,  

www.mpowerss.com, Information Technology 
•  Petra Solar, www.petrasolar.com, Energy 
•  Rutgers University, www.rutgers.edu, Education
•  Verizon Terremark, www.terremark.com, 
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Information Technology 
•  Windstream Communications,  

www.windstream.com, Telecommunications 
More to be announced shortly. 
If you are interested in being an Anchor Partner, 
please contact Paul Frank at pfrank@njtc.org 
WorkGroups include: Cyber Security, Micro/Smart 
Grids and Nanotechnology

NJTC AWARDS CELEBRATION 
Princeton Hyatt

102 Carnegie Center, Princeton, NJ

For more information visit our website at
www.njtc.org and see page 13 of this issue

REGIONAL COMMERCIALIZATION 
SUMMIT

December 5 • 8:00 AM - 2:00 PM 
University City Science Center-Quorum 

3711 Market Street, 8th Floor
Philadelphia, PA 

Members $60.00  •  Non-Members $60.00  • 
Incubator Tenants $40.00 • Students $25.00  

See page 24 for more information

CFO DISCUSSION:  MANAGING M&A 
INTEGRATION - CFO PEER NETWORK
December 10 • 8:30AM - 10:00am

Ernst & Young
99 Wood Ave South, Iselin, NJ 

Members: Free • Nonmembers $25.00           

A report released in August by Deloitte and 
Corporate Board Member magazine indicated 
that, “By a wide margin, post-deal integration is 
the most often-cited concern that could impact 
the success or failure of an M&A transaction . . 
. .”  Survey results showed that the greatest risk 
to integration is achieving cultural fit followed 
by synergy capture, customer retention, and 
workforce transition. Our panel will approach this 
topic from a legal, accounting and real-time best 
practices point of view. This session is informal 
and audience participation is encouraged. 

INNOVATORS IN SCIENCE
Institute for Advanced Study 

Princeton, NJ
December 10, 2013 • 9:00AM – 11:00AM

Presented by the Rita Allen Foundation 
and the New Jersey Technology Council

Innovators in Science is an ongoing presentation 
and networking series that has been developed 
with the support of the Rita Allen Foundation.

The series will highlight cutting edge commercial 
life science centered innovation and technologies. 
Our mission is to spotlight groundbreaking 
researchers and entrepreneurs as they share their 
work and discoveries with a multidisciplinary and 
diverse audience and network members of the 
regional technology and life sciences community.

Please join us on December 10 at the Institute 
for Advanced Study for presentations by:

Arnold J. Levine, Ph.D, Professor Emeritus, Simons 
Center for Systems Biology, Institute for Advanced 
Study, and Professor, Pediatrics and Biochemistry 
Departments, Rutgers Cancer Institute of New Jersey

 Dr. Levine has made significant contributions in 
the field of oncology in his research on the causes 
of cancer in both humans and animals. He was the 
first to discover the p53 tumor suppressor gene, 
which acts to protect individuals from developing 
cancer. Following his discovery, thousands of 
researchers have followed in Dr. Levine’s footsteps, 
seeking to focus on the p53 gene, which is 
the most commonly mutated gene in cancer. Dr 
Levine has received numerous awards, prizes, and 
honorary degrees around the world, and has had 
a wealth of experience in the pharmaceutical and 
biotechnology world.

Harlan Robins, Ph.D., Associate Member, Fred 
Hutchinson Cancer Research Center, and Founder, 
Adaptive Bio Technologies

 Dr. Robins obtained his bachelor’s degree at 
Harvard University (1995) as a physics major with 
a concentration in mathematics. He then obtained 
his Master’s and Ph.D. in theoretical physics (string 
theory) from the University of California Berkeley, 
with a visiting appointment to the California 
Institute of Technology (“Caltech”). 

 For more information on this program and to 
register go to www.njtc.org/events.  

  

NJTC DATA SUMMIT & EXPO
December 12 • 8:00 am - 4:00 pm 

Gibbs Hall, Ft. Monmouth 
2000 Lowther Drive, Eatontown, NJ

Members $60.00 • Non-Members $90.00  
The Data Summit will bring together data 
center infrastructure and operations IT 
professionals and those responsible for 
business continuity and disaster recovery 
with senior business and technology leaders 
who recommend business intelligence and 
analytical systems and solutions that run 
against large and complex data sets in finance 
and healthcare. 

The day opens with a plenary networking 
session, breakfast and keynote address. 
Attendees will then have the opportunity 
to attend thought leadership seminars/
roundtables/discussions developed specifically 
for their network. Tentative topics include: 

Data Center Infrastructure  
and Operations Track 
•  Data Center Market Overview
•  Key Factors in Sourcing Facilities – Power 

Panel 
•  Innovations in Energy Efficient Design & 

Development
•  Collocation – Hosted Solutions – What’s Best 

for My Data 

Big Data Business Intelligence and 
Analytical Systems and Solutions Track 
•  The Big View of Big Data
•  Finding Opportunities in the Intersection of 

Education, Business and Big Data
•  Healthcare/Life Sciences and Big Data: A 

Look Back From 5 Years Ahead
•  Financial Services and Big Data: Lessons from 

the Cutting Edge

Contact Judy Storck for Exhibit and 
Sponsorship Opportunities at jstorck@njtc.org 

 

SAVE THE DATE
NJTC TECHNOLOGY FORECAST 2014

January 24, 1014
The Westin Princeton, Princeton, NJ
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Comcast Business is a new breed of speed. With Ethernet speeds from 1Mbps to 10Gbps getting to the Cloud is faster 
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