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I have a proven track record in the competencies being sought in creative services profes-
sionals today. Here is a brief list of my talents, skills and experience:

•	Team Leader: I have headed up several creative teams in an agency setting, corporate 
in-house departments, and my own graphic design/advertising studio for eleven years. I 
enjoy the mentoring, guiding, and developing those I have worked with.

•	Director: Coordination and direction of a wide range of creative services that required, 
collaboration with other creative professionals such as illustrators, photographers, 
copywriters and developers to provide print and interactive advertising communications 
solutions.

•	Skills: Strong visual communication skills that include graphic design proficiency, art 
direction, and illustration. Expert level use of the latest Adobe Creative Suite applications 
for both print and interactive/online. Ability to create strategic marketing solutions that 
promote brand awareness, open doors and add to the bottom line.

•	Production: Proficient in the current options for producing final print and interactive/
online marketing materials. Proficient in the prepress print production of collateral, 
promotional, advertising and packaging. Competent in the digital production of interactive/
online documents using HTML & CSS coding, digital, and e-publishing applications.

I Move Clients Ahead of their Competition!
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Logos: Corporate Identity
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LInteractive/Online: BEVESPI Online Savings Card (Interactive PDF) &  
BYDUREON Online Savings Card (HTML Files) • PSKW, Bedminster, NJ

Example of other online CRM brands here:
https://www.azhelps.com/offers.html

BEVESPI AEROSPHERE is a registered trademark of the AstraZeneca group of companies. 
©2016 AstraZeneca. All rights reserved.    3313900    12/16

ELIGIBILITY
You may be eligible for this offer if you are insured by commercial insurance and 
your insurance does not cover the full cost of your prescription, or you are not 
insured and are responsible for the cost of your prescriptions.
Patients who are enrolled in a state or federally funded prescription insurance 
program are not eligible for this offer. This includes patients enrolled in Medicare 
Part D, Medicaid, Medigap, Veterans Affairs (VA), Department of Defense (DOD) 
programs or TriCare, and patients who are Medicare eligible and enrolled in 
an employer-sponsored group waiver health plan or government-subsidized 
prescription drug benefit program for retirees.
If you are enrolled in a state or federally funded prescription insurance program, 
you may not use this savings card even if you elect to be processed as an 
uninsured (cash-paying) patient.
This offer is not insurance, is restricted to residents of the United States and 
Puerto Rico, and to patients over 18 years of age. If you use a mail-order 
pharmacy, please contact your pharmacy provider to confirm if this offer will 
be accepted.

TERMS OF USE
Eligible commercially insured patients with a valid prescription for BEVESPI 
AEROSPHERE® (glycopyrrolate/formoterol fumarate) who present this 
savings card at participating pharmacies will receive 100% off their out- 
of-pocket costs for each 30-day supply (1 inhaler). If you pay cash for your 
prescription, you will receive up to $100 in savings on your out-of-pocket 
costs for each prescription. This offer is good for 12 uses and each inhaler 
counts as 1 use. Patient is responsible for applicable taxes, if any. Card  
expires on 12/31/17. If you have any questions regarding this offer, please  
call 1-844-798-3617.
Non-transferable, limited to one per person, cannot be combined with any other 
offer. Void where prohibited by law, taxed or restricted. Patients, pharmacists, 
and prescribers cannot seek reimbursement from health insurance or any third 
party for any part of the benefit received by the patient through this offer.
AstraZeneca reserves the right to rescind, revoke, or amend this offer, eligibility 
and terms of use at any time without notice. This offer is not conditioned on any 
past, present or future purchase, including refills. Offer must be presented along 
with a valid prescription for BEVESPI AEROSPHERE® at the time of purchase.
If your commercial insurance plan does not cover BEVESPI AEROSPHERE®, 
use of this offer permits your healthcare provider or pharmacy to share limited 
information with certain AstraZeneca vendors to determine if additional 
resources may be available to you; and to act on your behalf to initiate any 
processes that may be necessary to access these resources.

BY USING THIS CARD, YOU AND YOUR PHARMACIST UNDERSTAND AND 
AGREE TO COMPLY WITH THESE ELIGIBILITY REQUIREMENTS AND TERMS  
OF USE.
Pharmacist Instructions for a Patient With an Eligible Third-Party Payer: 
For Insured/Covered Patients: Submit the claim to the primary  
Third-Party Payer first, then submit the balance due to Therapy First 
Plus as a Secondary Payer COB with patient responsibility amount  
and a valid Other Coverage Code of 8. This will reduce the eligible 
patient’s out-of-pocket costs to $0 on a 30-day supply. 
For Insured/Not Covered Patients: Submit the claim to the primary  
Third-Party Payer first, if the primary claim submission shows a managed 
care restriction (step-edit, prior authorization or NDC block), continue the 
claim adjudication process and submit the balance due to Therapy First 
Plus as a Secondary Payer COB with patient responsibility amount and a 
valid Other Coverage Code of 3. This will reduce an eligible patient’s  
out-of-pocket costs to $0 on a 30-day supply. Reimbursement will be 
received from Therapy First Plus.
Pharmacist Instructions for a Cash-Paying Patient:  
Submit this claim to Therapy First Plus. A valid Other Coverage Code (e.g., 1)  
is required. The card will cover up to $100 per 30-day supply. Reimbursement  
will be received from Therapy First Plus. Valid Other Coverage Code Required. 
For any questions regarding Therapy First Plus online processing, please call 
the Help Desk at 1-800-422-5604.
Program managed by PSKW, LLC, on behalf of AstraZeneca.

Please see full Prescribing Information including Boxed 
WARNING and Medication Guide at www.BEVESPI.com, and 
discuss with your doctor.

$0 CO-PAY 
If you have commercial health insurance with prescription coverage, and are eligible, you can get 
BEVESPI AEROSPHERE® (glycopyrrolate 9 mcg/formoterol fumarate 4.8 mcg) with a $0 co-pay 
every month with the BEVESPI AEROSPHERE $0 Guarantee Program. This offer is good for up to  
12 uses and each inhaler counts as 1 use. Offer not valid for prescriptions purchased under 
Medicaid, Medicare, or similar state or federally sponsored programs. Other restrictions may apply.  
Cash-paying patients may save up to $100 per 30-day supply.

Questions about BEVESPI AEROSPHERE? 
Visit www.BEVESPI.com or call 1-800-236-9933.

BEVESPI
AEROSPHERE

$0  GUARANTEE PROGRAM*

BIN# 

PCN# 
GRP#  
ID#  

For Eligible Commercially Insured Patients

004682
CN

*See eligibility rules below. Restrictions apply.

GET YOUR FIRST YEAR OF 
BEVESPI AEROSPHERE FREE*

Please print full Prescribing Information including Boxed WARNING and Medication Guide

FOR ELIGIBLE COMMERCIALLY INSURED PATIENTS

$0BEVESPI
AEROSPHERE

$0  GUARANTEE PROGRAM*

( Interactive PDF ) ( HTML Online Web Page )

8.5” x 11”

You are encouraged to report negative side effects of prescription drugs to the FDA. Visit www.FDA.gov/medwatch or call 1-800-FDA-1088.
If you are without prescription coverage and cannot afford your medication, AstraZeneca may be able to help. If you would like additional information regarding AstraZeneca products, please contact the Information Center at AstraZeneca 
in the US at 1-800-236-9933 , Monday through Friday, 8 am to 8 pm ET, excluding holidays, or visit AstraZeneca-us.com
BYDUREON and BYETTA are registered trademarks of the AstraZeneca group of companies. 
Program managed by PSKW on behalf of AstraZeneca. Product dispersed pursuant to program rules and federal and state laws. 
©2017 AstraZeneca. All rights reserved. US-10626 Last Updated 5/17

  This product information is intended for US consumers only.

Just $25 for the first 
12 weeks, with the
12-Week Turnaround 
Program Savings Card

SAVINGS ELIGIBILITY REQUIREMENTS
You may be eligible for this offer if you are insured by commercial insurance and your insurance 
does not cover the full cost of your prescription, or you are not insured and are responsible for the 
cost of your prescriptions.
•  Patients who are enrolled in a state or federally funded prescription insurance program are not 

eligible for this offer. This includes patients enrolled in Medicare Part D, Medicaid, Medigap, 
Veterans Affairs (VA), Department of Defense (DOD) programs or TriCare, and patients who are 
Medicare eligible and enrolled in an employer-sponsored group waiver health plan or 
government-subsidized prescription drug benefit program for retirees.

•  If you are enrolled in a state or federally funded prescription insurance program, you may not use 
this savings card even if you elect to be processed as an uninsured (cash paying) patient.

•  This offer is not insurance and is restricted to residents of the United States and Puerto Rico. You 
must be 18 years of age or older.

PROGRAM TERMS OF USE
•  Eligible patients with a valid prescription for BYDUREON who present a registered Savings Card 

at participating pharmacies may be able to pay $25 for their first 3-month (84-day) supply, 
consisting of either a 28-day initial supply plus 2 refills or 84-day initial supply, followed thereafter 
by $25 for each 28-day supply for up to 24 months. Maximum savings per each 28-day supply 
is $100. Offer not applicable to out-of-pocket expenses of $25 or less. Offer valid for up to a total 
of 26 refills within 24 months, as prescribed. Every year thereafter, patients will be required to 
renew eligibility. 

•  Patient must register in the program before redeeming the savings offer. This offer will expire 
on December 31, 2017.

•  Patient must receive a 12-week supply (84-day) of BYDUREON over the first 3 months on 
BYDUREON prior to claiming a money-back offer.

•  The program covers patient out-of-pocket co-pay cost up to a maximum of $100 per 
28-day supply.

•  Patient must complete the rebate form online at www.12WeekTurnaroundProgram.com 
within 60 days if they are not satisfied with their progress at the end of their initial 3 months 
of treatment.

•  Non-transferable, limited to one per person, cannot be combined with any other offer. Void 
where prohibited by law, taxed, or restricted.

•  Patients, pharmacists, and prescribers cannot seek reimbursement from health insurance or any 
third party for any part of the benefit received by the patient through this offer.

•  AstraZeneca reserves the right to rescind, revoke, or amend this offer at any time without notice.
•  This offer is not conditioned on any past, present, or future purchase, including refills.
•  Offer must be presented along with a valid prescription for BYDUREON at the time of purchase. 

If you have any questions regarding this offer, please call 1-855-687-2069.
BY USING THIS CARD, YOU AND YOUR PHARMACIST UNDERSTAND AND AGREE 
TO COMPLY WITH THESE ELIGIBILITY REQUIREMENTS AND TERMS OF USE.

MAIL-ORDER INSTRUCTIONS
If you use a mail-order pharmacy (or if your pharmacy does not accept the BYDUREON Savings 
Card), then follow the steps below:
1.  Call your mail-order pharmacy to see if they accept the BYDUREON Savings Card. If they do, 

provide them with your BYDUREON Savings Card number after they receive your prescription. 
You will receive your rebate when the pharmacy processes your prescription payment.

2.  If your mail-order or retail pharmacy does NOT accept the BYDUREON Savings Card:
a.  Call 1-855-292-5968 to request a patient rebate form, or go to www.patientrebateonline.com 

to download a form.
b.  When you receive your form, complete and sign it. Next, attach the original mail-order receipt 

and return it to the address listed on the form.
c.  Remember to keep a copy of your receipts for your records. You should receive your rebate 

check in 3 to 4 weeks.
3.  You will need to request/download a form each time you get a refill of your prescription and 

complete steps 2a and 2b to receive your rebate.

IMPORTANT SAFETY INFORMATION
INDICATION AND LIMITATIONS OF USE
BYDUREON is indicated as an adjunct to diet and exercise to improve glycemic control in adults with 
type 2 diabetes mellitus
•  Not recommended as first-line therapy for patients inadequately controlled on diet and exercise
•  Not a substitute for insulin, should not be used in patients with type 1 diabetes or diabetic ketoacidosis
•  Not recommended for use with insulin
•  BYDUREON and BYETTA® (exenatide) injection contain the same active ingredient, exenatide. Do not 

coadminister with BYETTA
•  Not studied in patients with a history of pancreatitis. Consider other antidiabetic therapies in patients 

with a history of pancreatitis

WARNING: RISK OF THYROID C-CELL TUMORS
•  Exenatide extended-release causes an increased incidence in thyroid C-cell tumors at clinically 

relevant exposures in rats compared to controls. It is unknown whether BYDUREON causes 
thyroid C-cell tumors, including medullary thyroid carcinoma (MTC), in humans, as the human 
relevance of exenatide extended-release-induced rodent thyroid C-cell tumors has not 
been determined

•  BYDUREON is contraindicated in patients with a personal or family history of MTC or in 
patients with Multiple Endocrine Neoplasia syndrome type 2 (MEN 2). Counsel patients 
regarding the potential risk of MTC with the use of BYDUREON and inform them of symptoms 
of thyroid tumors (e.g., mass in the neck, dysphagia, dyspnea, persistent hoarseness). Routine 
monitoring of serum calcitonin or using thyroid ultrasound is of uncertain value for detection 
of MTC in patients treated with BYDUREON

CONTRAINDICATIONS
•   Personal or family history of MTC, patients with MEN 2
•  Prior serious hypersensitivity reactions to exenatide or product components

WARNINGS AND PRECAUTIONS
•  Pancreatitis Exenatide has been associated with acute pancreatitis, including fatal and 

non-fatal hemorrhagic or necrotizing pancreatitis. After initiation, observe patients carefully 
for symptoms of pancreatitis. If suspected, discontinue promptly and do not restart if 
confirmed. Consider other antidiabetic therapies in patients with a history of pancreatitis

•  Hypoglycemia BYDUREON increased the risk of hypoglycemia when coadministered with 
insulin and insulin secretagogues. Consider lowering the dose of these agents when coadministered 
with BYDUREON

•  Renal Impairment Altered renal function, including increased serum creatinine, renal impairment, 
worsened chronic renal failure, and acute renal failure, sometimes requiring hemodialysis and kidney 
transplantation has been reported. Not recommended in patients with severe renal impairment or 
end-stage renal disease. Use caution in patients with renal transplantation or moderate renal failure

•  Severe Gastrointestinal Disease Because exenatide is commonly associated with 
gastrointestinal adverse reactions, not recommended in patients with severe gastrointestinal 
disease (eg, gastroparesis)

•  Immunogenicity Patients may develop antibodies to exenatide. In 5 registration trials, attenuated 
glycemic response was associated in 6% of BYDUREON-treated patients with antibody formation. 
If worsening of or failure to achieve adequate glycemic control occurs, consider alternative 
antidiabetic therapy

•  Hypersensitivity Reports of serious hypersensitivity reactions (eg, anaphylaxis and angioedema). 
If this occurs, patients should discontinue BYDUREON and promptly seek medical advice

•  Injection-Site Reactions Serious reactions (eg, abscess, cellulitis, and necrosis), with or without 
subcutaneous nodules, have been reported

•  Macrovascular Outcomes No clinical studies establishing conclusive evidence of macrovascular 
risk reduction with BYDUREON or any other antidiabetic drug

ADVERSE REACTIONS
Most common (≥5%) and occurring more frequently than comparator in clinical trials: nausea (16.9%), 
diarrhea (12.7%), headache (8.0%), vomiting (6.8%), constipation (5.9%), injection-site pruritus (5.9%), 
injection-site nodule (5.3%), and dyspepsia (5.1%)

DRUG INTERACTIONS
•  Oral Medications BYDUREON slows gastric emptying and may reduce the rate of absorption of 

orally administered drugs
•  Warfarin Increased international normalized ratio (INR) sometimes associated with bleeding has 

been reported with concomitant use of exenatide with warfarin. Monitor INR frequently until stable 
upon initiation of BYDUREON

PREGNANT AND NURSING WOMEN
•  Pregnant Women Based on animal data, may cause fetal harm. Use during pregnancy only 

if the potential benefit justifies the potential risk to the fetus. Report drug exposure during 
pregnancy at 1-800-633-9081

•  Nursing Women Discontinue BYDUREON or discontinue nursing

Please click here for Medication Guide, and click here for Full 
Prescribing Information for BYDUREON 2 mg, including Boxed 
WARNING about possible thyroid tumors including thyroid cancer.

BIN#  004682 
PCN# CN
GRP#    
ID#  

Please see accompanying Medication Guide and US 
Full Prescribing Information for BYDUREON 2 mg, 
including Boxed WARNING about possible thyroid 
tumors including thyroid cancer. 

Program managed by PSKW, LLC, on behalf of AstraZeneca.  
BYDUREON is a registered trademark of the AstraZeneca group of companies.
©2016 AstraZeneca. All rights reserved. 3289409  9/16

12-Week Turnaround Program

Savings Card
To start saving,  
Enroll online at 12WeekTurnAroundProgram.com  
Or by phone at 1-855-687-2069. 
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LInteractive/Online: Symbicort Online Savings Card (Interactive 
PDF & HTML Files) • PSKW, Bedminster, NJ

8.5” x 11”

GUARANTEE 
PROGRAM*

$25
SYMBICORT

1.  Present this offer to your pharmacist, along with
a valid prescription.

2.  With this offer, eligible patients will pay $25 per
30-day supply (1 inhaler) of SYMBICORT if their
out-of-pocket cost is more than $25.

New and current eligible commercially insured patients pay no more than $25 for each prescription, 
including those with restrictions on prescription benefit coverage.* 

new patients may also be eligible to receive their first fill free.

This offer expires 12/31/2015

*Subject to eligibility rules below; restrictions apply.

ELIGIBILITY

You may be eligible for this offer if you are insured by commercial insurance and 
your insurance does not cover the full cost of your prescription, or you are not 
insured and are responsible for the cost of your prescriptions. 

Patients who are enrolled in a state or federally funded prescription insurance 
program are not eligible for this offer. This includes patients enrolled in Medicare 
Part D, Medicaid, Medigap, Veterans Affairs (VA), Department of Defense (DOD) 
programs or TriCare, and patients who are Medicare eligible and enrolled in 
an employer sponsored group waiver health plan or government-subsidized 
prescription drug benefit program for retirees.

If you are enrolled in a state or federally funded prescription insurance program, 
you may not use this savings card even if you elect to be processed as an 
uninsured (cash-paying) patient.

This offer is not insurance, is restricted to residents of the United States and 
Puerto Rico, and to patients over 12 years of age. This offer is not valid for  
mail order.

TERMS OF USE

Eligible commercially insured patients with a valid prescription for 
SYMBICORT® (budesonide/formoterol fumarate dihydrate) who present 
this savings card at participating pharmacies will pay $25 per 30-day supply 
(1 inhaler) if their out-of-pocket cost is more than $25. New commercially 
insured patients will receive 100% off their out-of-pocket cost for the first 
inhaler. If you pay cash for your prescription, you will receive up to $100 in 
savings on your out-of-pocket costs that exceed $25 for each prescription. 
This offer is good for 12 uses and each inhaler counts as 1 use. Other 
restrictions may apply. Patient is responsible for applicable taxes, if any. 
Card expires on 12/31/2015. If you have any questions regarding 
this offer,  please call 1-866-421-2848.

Non-transferable, limited to one per person, cannot be combined with any 
other offer. Void where prohibited by law, taxed or restricted. Patients, 
pharmacists, and prescribers cannot seek reimbursement from health insurance 
or any third party for any part of the benefit received by the patient through this offer.

AstraZeneca reserves the right to rescind, revoke, or amend this offer, eligibility  
and terms of use at any time without notice. This offer is not conditioned on any  
past, present or future purchase, including refills. Offer must be presented 
along with a valid prescription for SYMBICORT® at the time of purchase.

SYMBICORT is a registered trademark of the AstraZeneca group of companies. 
©2015 P.S.K.W. & Associates, Patent Pending.
©2015 AstraZeneca. All rights reserved. 3156802 08/15

FOR ELIGIBLE COMMERCIALLY INSUREd PATIENTS

If your commercial insurance plan does not cover SYMBICORT, use of this 
offer permits your healthcare provider or pharmacy to share limited information 
with certain AstraZeneca vendors to determine if additional resources may be 
available to you; and to act on your behalf to initiate any processes that may be 
necessary to access these resources.

BY USING THIS CARd, YOU ANd YOUR PHARMACIST UNdERSTANd 
ANd AGREE TO COMPLY WITH THESE ELIGIBILITY REQUIREMENTS ANd 
TERMS OF USE.

Pharmacist Instructions for a Patient With an Eligible Third-Party Payer:  
For Insured/Covered Patients: Submit the claim to the primary Third-Party 
Payer first, then submit the balance due to Therapy First Plus as a 
Secondary Payer COB with patient responsibility amount and a valid Other 
Coverage Code of 8. This will reduce the eligible patient’s out-of-pocket 
costs to $25 on a 30-day supply. For Insured/Not Covered Patients: Submit 
the claim to the primary Third-Party Payer first, if the primary claim 
submission shows a managed care restriction (step-edit, prior authorization 
or NDC block), continue the claim adjudication process and submit the 
balance due to Therapy First Plus as a Secondary Payer COB with 
patient responsibility amount and a valid Other Coverage Code of 3. 
This will reduce an eligible patient’s out-of-pocket costs to $25 on a 30-day 
supply. Reimbursement will be received from Therapy First Plus.

Pharmacist Instructions for a Cash-Paying Patient: Submit this claim to 
Therapy First Plus. A valid Other Coverage Code (e.g., 1) is required. The 
card will cover up to $100 per 30-day supply. Reimbursement will be received 
from Therapy First Plus.

Valid Other Coverage Code Required. For any questions regarding Therapy 
First Plus online processing, please call the Help Desk at 1-800-422-5604.

Program managed by PSKW, LLC, on behalf of AstraZeneca.

BIN# 004682 
PCN# CN 
GRP#

GUARANTEE 
PROGRAM*

$25
SYMBICORT

Id# XXXXXXXXXXXX

For Eligible Commercially Insured Patients

Click here for full Prescribing Information and
Medication Guide and discuss with your doctor.

 ECXXXXXXXX

2. With this offer, eligible patients will pay $25 per
30-day supply (1 inhaler) of SYMBICORT if their
out-of-pocket cost is more than $25.

This offer expires 12/31/2015

If your commercial insurance plan does not cover SYMBICORT, use of this 
offer 

 004682
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Payer first, then submit the balance due to 
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For Eligible Commercially Insured Patients
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If your commercial insurance plan does not cover SYMBICORT, use of this 
permits your healthcare provider or pharmacy to share limited information 
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available to you; and to act on your behalf to initiate any processes that may be 
necessary to access these resources.
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Pharmacist Instructions for a Patient With an Eligible Third-Party Payer:

*Subject to eligibility rules below; restrictions apply.
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For Eligible Commercially Insured Patients
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With this offer, eligible patients will pay $25 per
30-day supply (1 inhaler) of SYMBICORT if their
out-of-pocket cost is more than $25.

This offer expires 12/31/2015

*Subject to eligibility rules below; restrictions apply.
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For Insured/Covered Patients:
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Secondary Payer COB with patient responsibility amount and a valid Other 
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For Eligible Commercially Insured Patients

With this offer, eligible patients will pay $25 per
30-day supply (1 inhaler) of SYMBICORT if their
out-of-pocket cost is more than $25.

This offer expires 12/31/2015

*Subject to eligibility rules below; restrictions apply.

If your commercial insurance plan does not cover SYMBICORT, use of this 
permits your healthcare provider or pharmacy to share limited information 

AstraZeneca vendors to determine if additional resources may be 
available to you; and to act on your behalf to initiate any processes that may be 

these resources.

BY USING THIS CARd, YOU ANd YOUR PHARMACIST UNdERSTANd 
ANd AGREE TO COMPLY WITH THESE ELIGIBILITY REQUIREMENTS ANd 

Pharmacist Instructions for a Patient With an Eligible Third-Party Payer:
For Insured/Covered Patients:

BIN# 004682
PCN#
GRP#

You may be eligible for this offer if you are insured by commercia
r insurance does not cover the full cost of your prescription
ed and are responsible for the cost of your prescriptions. 

tients who are enrolled in a state or federally funded prescription insurance 
gram are not eligible for this offer. This includes patients enrolled in Medicare 

rt D, Medicaid, Medigap, Veterans Affairs (VA), Department of Defense (D
grams or TriCare, and patients who are Medicare eligible and enroll

er health plan or government-subsidized 
Payer first, then submit the balance due to 
Secondary Payer COB with patient responsibility amount and a valid Other 

Id#

For Eligible Commercially Insured Patients

*Subject to eligibility rules below; restrictions apply.

Pharmacist Instructions for a Patient With an Eligible Third-Party Payer:
For Insured/Covered Patients:

( Interactive PDF ) ( HTML Online Web Page )
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Collateral: CSL Plasma Donor 
Rewards Card Holder & Visa Debit 

Card • PSKW, Bedminster, NJ

Collateral: CSL Plasma Donor Rewards 
Package • PSKW, Bedminster, NJ

Important CSL Plasma Information Enclosed
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CSL PLASMA
1515 E CENTRAL AVE
WICHITA  KS  67214-4131
PACKAGE ID: 174059   EXP:   00/00

Enjoy your CSL Plasma Visa® Prepaid Card Today!
Welcome to your CSL Plasma Visa Prepaid Card Program! Enjoy your reward and thanks for your support!

IMPORTANT CARD INFORMATION

• THIS IS NOT A CREDIT CARD. It is a Visa prepaid card, good 
anywhere Visa debit cards are accepted.

• THIS CARD HAS ATM ACCESS. To use this cash access 
feature you must set up your PIN by calling 1-877-CSL-8100. 
Please use the postal code that at your local plasma donation 
center has on file for you to set up your PIN.

• Visit www.CSLPlasma.com online to manage your card, check 
your balance and view your transaction history.

• Sign the back of your card now.

Our goal is to reduce the time it takes to donate. The reloadable CSL Plasma Visa Prepaid Card means your donation fee is loaded 
directly on your card after you complete the donation process and will be ready for use anywhere Visa debit cards are accepted.

Please hold on to your card after each time you donate. Your donation fee will be loaded to the card. You can only 
spend up to the card’s value.

The reloadable CSL Plasma Visa Prepaid Card is a smart and cost-effective alternative to carrying cash. The CSL Plasma Visa 
Prepaid Card offers you the following benefits:

• Flexibility: Unmatched reward options (card purchases and ATM)

• Control: Ability to access your balance toll free and online.

• Security: “Zero Liability” protection against loss, theft, or fraud

• Convenience: 24/7 instant access to funds

• Ease: Ability to make purchases at millions of locations online or in store – everywhere Visa debit cards are accepted

For additional information regarding the program, please visit www.CSLPlasma.com to obtain your card balance, access your 
card history, and view/download a printable statement. You may also call 1-877-CSL-8100.

Cards are issued by University National Bank pursuant to a license from Visa U.S.A. Inc. This card can be used anywhere Visa debit cards are accepted.

Good for You. Great for Life.

3PEA PREPAID SERVICES
PO BOX 530492
HENDERSON, NV 89053

• PLEASE NOTE: Your card is already activated; you can 
begin using it immediately. You do not need to phone 
Customer Service in order to begin using your card.

• Review the enclosed 3Pea Prepaid Services Prepaid Card 
Agreement and Privacy Notice. Your Schedule of Fees 
and any Supplemental Terms of Use are printed on the 
back of this card carrier.

• You can pay for purchases by:
1. Selecting “debit” and entering your confidential PIN 

number into the keypad or;
2. Selecting “credit” and signing the receipt.
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FREQUENTLY ASKED QUESTIONS
FREQUENTLY ASKED QUESTIONS

How does my reloadable Visa prepaid card work?
Because it is a prepaid card, spending is limited to the amount of money loaded on the card. Remember: The more you donate, the more you 
earn. Plus, as it carries the Visa logo, you can use it anywhere Visa debit cards are accepted- in stores, online or over the phone. Each time you 
use your card, the purchase amount will be automatically deducted from your card balance.

Do I need to activate my new Visa?
No, the card is instantly usable for signature (simply swipe and sign) purchases. The fi rst signature purchase transaction per donation is FREE 
however there is a $0.25 fee for each signature purchase made after the fi rst free transaction.

How do I get cash at an ATM with my reloadable Visa prepaid card?
To get cash at the ATM, insert your card into the machine and enter the PIN you selected. (Select your PIN by calling 1-877-CSL-8100.)

Select “checking” to make a withdrawal and enter the amount of cash you want to withdraw. Then, take your cash, card, and receipt to keep 
track of your balance. An ATM fi nder is available at www.CSLPlasma.com.

Please note: There is a fee for using the ATM. Please refer to the fee schedule on this sheet

How do I make a purchase with my reloadable Visa prepaid card? 
Each time you use your card, the purchase amount is automatically deducted 
from your card balance. IMPORTANT: Check your card balance before you 
shop by calling 1-877-CSL-8100 or visiting www.CSLPlasma.com.

At the time of purchase, give the card to the cashier and ask to sign the 
purchase receipt. Or, swipe the card through the keypad and push the 
“credit” button, then sign the receipt. First signature spend transaction per 
donation is FREE.

To get cash back when making a purchase, swipe your card and choose the 
“debit” button, then select the cash back amount you want from the screen 
options and enter your PIN. Remember to take your cash and your receipt.

Please note: There is a fee for making purchases. Please refer to the 
fee schedule on this sheet.

What if I want to purchase an item that costs more than the balance on my reloadable Visa prepaid card?
To make a purchase greater than the balance on your card, you will need to use a second payment method – cash, check, or a different credit 
card – to cover the difference. However, not all merchants can handle these “split tender” transactions, and, if you try to purchase an item of 
greater value than your card balance, your card will be declined.

Please note: A fee will be applied if your card is declined. Please refer to the fee schedule on this sheet.

What should I do if my reloadable Visa prepaid card is declined?
If a transaction is declined, the merchant will let you know. A fee will be applied if a transaction is declined. To help prevent this, keep track 
of your balance by visiting www.CSLPlasma.com or calling the Customer Service number (1-877-CSL-8100). It is always a good idea to check 
your balance.

Where can I check my balance for free?
Call 1-877-CSL-8100 or visit www.CSLPlasma.com at any time to check your balance for free, you can also question a charge, change your PIN, 
or to report a lost or stolen card. The call is always free. If there is no card activity for a period of three (3) months, a $2.95 inactivity fee every 
month thereafter will be deducted from the card.

Where can I use my reloadable Visa prepaid card? 
You can use your card online, over the phone and at the millions of places that accept Visa debit cards – including supermarkets, pharmacies, 
clothing stores, drug stores, to make utility payments, other one-time or recurring bills and more. There are some guidelines for special 
transactions that you should be aware of before you shop:

Gas stations - The self service terminals at gas stations pre-charge a defi ned amount prior to pumping gas, therefore it is necessary to 
go inside to pay depending on your balance.

Restaurants - Restaurants may pre-charge the gratuity to your bill, exceeding your balance. This will cause your card to decline. Make 
sure you understand the restaurant’s policy, then verify that you have enough funds on your card to cover the dining bill, including any 
pre-charged gratuity.

Hotels - Hotels may put a “hold” on the amount of your estimated bill, making that amount unavailable for other 
purchases. When you check out, that hold may take a few days to be removed.

Auto Rentals - You may use your card for fi nal payment for a rental car bill, 
however a credit card may be necessary to reserve a rental car.
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IMPORTANT CARD INFORMATION FOR YOU!
IMPORTANT CARD INFORMATION FOR YOU!

Please read the important tips below to learn about your card.
For more detailed information, visit the website listed on the back of your card.

Gas Stations: Always present your card to an attendant inside 
the service station. Your card may not work at the gas pump!

ATMs: All cards with ATM access will have a label attached 
with a telephone number to call to set your PIN number. Your 
card will not work at an ATM without setting your PIN before-
hand. Select “CHECKING” as the option to withdraw money.

To find the nearest ATM go to:

www.CSLPlasma.com

Checkout: You can make retail card purchases two different ways:

1. Select “CREDIT” and sign your name to authorize your 
purchases.

2. Select “DEBIT” and enter your PIN to authorize your 
purchases. Some merchants will allow you to get cash 
back with this payment method.

Remember that you can only spend 
up to your available balance.
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For customer service call: 1-877-CSL-8100 or help@3pea.com
Balance & Account Information: www.cslplasma.com

(logo) 1234567 HC (09/11) cpi-co  ©2011 3PEA International Inc. All rights reserved   ELECTRONIC USE ONLY

This Card remains the property of the issuing institution and the privilege of its use may be withdrawn at any
time. This card is issued by University National Bank pursuant to a license from Visa U.S.A. Inc.

AUTHORIZED SIGNATURE - NOT VALID UNLESS SIGNED
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How do I get cash at an ATM with my reloadable Visa 
prepaid card?

To get cash at the ATM, insert your card into the machine 
and enter the PIN you selected. (Select your PIN by calling 
1-877-CSL-8100.)

Select “checking” to make a withdrawal and enter the 
amount of cash you want to withdraw. Then, take your 
cash, card, and receipt to keep track of your balance. An 
ATM fi nder is available at www.CSLPlasma.com.

How do I make a purchase with my reloadable Visa 
prepaid card? 

Each time you use your card, the purchase amount is 
automatically deducted from your card balance. 
IMPORTANT: Check your card balance before you shop by 
calling 1-877-CSL-8100 or visiting www.CSLPlasma.com.

At the time of purchase, give the card to the cashier and ask 
to sign the purchase receipt. Or, swipe the card through the 
keypad and push the “credit” button, then sign the receipt. 
First signature spend transaction per donation is FREE.

To get cash back when making a purchase, swipe your card 
and choose the “debit” button, then select the cash back 
amount you want from the screen options and enter your 
PIN. Remember to take your cash and your receipt.

Please note: There is a fee for making purchases. 
Please refer to the fee schedule on the back panel.

How do I get cash at an ATM with my reloadable Visa 
prepaid card?

To get cash at the ATM, insert your card into the machine 
and enter the PIN you selected. (Select your PIN by calling 
1-877-CSL-8100.)

Select “checking” to make a withdrawal and enter the 
amount of cash you want to withdraw. Then, take your 
cash, card, and receipt to keep track of your balance. An 
ATM fi nder is available at www.CSLPlasma.com.

How do I make a purchase with my reloadable Visa 
prepaid card? 

Each time you use your card, the purchase amount is 
automatically deducted from your card balance. 
IMPORTANT: Check your card balance before you shop by 
calling 1-877-CSL-8100 or visiting www.CSLPlasma.com.

At the time of purchase, give the card to the cashier and ask 
to sign the purchase receipt. Or, swipe the card through the 
keypad and push the “credit” button, then sign the receipt. 
First signature spend transaction per donation is FREE.

To get cash back when making a purchase, swipe your card 
and choose the “debit” button, then select the cash back 
amount you want from the screen options and enter your 
PIN. Remember to take your cash and your receipt.

Please note: There is a fee for making purchases. 
Please refer to the fee schedule on the back panel.

How do I get cash at an ATM with my reloadable Visa 
prepaid card?

To get cash at the ATM, insert your card into the machine 
and enter the PIN you selected. (Select your PIN by calling 
1-877-CSL-8100.)

Select “checking” to make a withdrawal and enter the 
amount of cash you want to withdraw. Then, take your 
cash, card, and receipt to keep track of your balance. An 
ATM fi nder is available at www.CSLPlasma.com.

How do I make a purchase with my reloadable Visa 
prepaid card? 

Each time you use your card, the purchase amount is 
automatically deducted from your card balance. 
IMPORTANT: Check your card balance before you shop by 
calling 1-877-CSL-8100 or visiting www.CSLPlasma.com.

At the time of purchase, give the card to the cashier and ask 
to sign the purchase receipt. Or, swipe the card through the 
keypad and push the “credit” button, then sign the receipt. 
First signature spend transaction per donation is FREE.

To get cash back when making a purchase, swipe your card 
and choose the “debit” button, then select the cash back 
amount you want from the screen options and enter your 
PIN. Remember to take your cash and your receipt.

Please note: There is a fee for making purchases. 
Please refer to the fee schedule on the back panel.
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CSL CARDHOLDER

4000

GOOD
THRU 01/13

DEBIT
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IMPORTANT CARD INFORMATION

• THIS IS NOT A CREDIT CARD. It is a Visa prepaid 
card, good anywhere Visa debit cards are accepted.

• THIS CARD HAS ATM ACCESS. To use this cash 
access feature you must set up your PIN by calling 
1-877-CSL-8100. Please use the postal code that 
your local plasma donation center has on fi le for 
you to set up your PIN. 

• Visit www.CSLPlasma.com online to manage 
your card, check your balance and view your 
transaction history.

• Sign the back of your card now.

Cards are issued by University National Bank pursuant to a license 
from Visa U.S.A. Inc. This card can be used anywhere Visa debit 
cards are accepted.

SCHEDULE OF FEES

Description Fee

ATM Withdrawal Fee1 $1.50 per withdrawal

PIN Point-of-Sale (POS) Transaction $0.35

Signature Point-of-Sale (POS) Transaction $0.25 
 (One free per donation)

Point-of-Sale Decline / ATM Transaction  $0.25/$0.60
Decline and Balance Inquiry 

Card Replacement Fee $5.95 per incident

Account Inactivity Fee2 (if applicable) $2.95 per month

International Transaction Fee3 3% per transaction

1Depending upon the ATM machine used, the ATM provider may 
impose charges for your transaction that are in addition to the ATM 
fees listed above.

2Account Inactivity Fee: Account Inactivity Fee: Subject to 
applicable law, a monthly inactivity fee will be applied. Fees will be 
postponed if either of the following criteria is met: 1)There have been 
funds added to your account in the last three months; 2) There have 
been purchases made with your account in the last three months. The 
charge will be recurring each month unless the account is active as 
stated above or the balance of the account is $0.00.

3International Transaction Fee: A 3% fee will be applied to all 
transactions made outside the United States. This fee is included in 
the total amount of the settled transaction. See the Terms of Use for 
additional information regarding Foreign Transactions.

CSL Plasma Prepaid Card

Holder for your reloadable 
Visa prepaid card

Instructions and information for 
redeeming & using your prepaid card 
are inside. Use this holder to protect
and keep your card safe.
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Debit Card • PSKW, Bedminster, NJ

RxBIN:  601341
RxPCN:  OHCP
RxGrp:  OHC360108
RxID:  00000000000
Suf:  01

6048 2401 0000 00016048 2401 0000 0001
Good Thru: 04/0904/09

Up to $10 off your Durezol supply 

Good Thru:

Please refer to package insert for full prescribing information.

08-0858_Durezol_LoyaltyRX_Card.indd   1 8/3/08   5:51:19 PM

Instant Savings up to $10 OFF 
your Durezol supply

This is not a sample. There is no product inside.

Instant Savings up to $10 OFF  
your Durezol supply

Instant Savings up to $10 OFF  
your Durezol supply

© 2008 SIRiON Therapeutics,  All rights reserved. www.durezol.com
DIF8-030                           Printed in the U.S.A. 08/08

Instant Savings on out-of-pocket 
expenses on your Durezol supply.

This is not a sample. There is no product inside.
Please refer to package insert for full prescribing information.

PATIENT INSTRUCTIONS:
Hand this card, card holder & Durezol™ prescription to the pharmacist.

Offer is good for qualified customers of  Durezol™ and may not be used for any othered 
product. Offer is not valid for all government assisted patients and as prohibited by law.

Please refer to package insert for full prescribing information.
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A 30-Minute Interactive Teleconference Discussion

ADHD is a psychiatric disorder of childhood that may persist into adulthood for many patients.1,2   

ADHD is a disorder that could be affecting patients that you see in your practice.

Program Format and Meeting Overview

These teleconferences will feature ADHD experts who will review a 30-minute slide presentation 

based on the diagnosis and treatment of Adult ADHD. Our ADHD expert will then open the 

discussion by taking questions relevant to ADHD in your practice. Presenters are paid consultants 

of SHIRE.

At the conclusion of the teleconference, you may elect to receive a complimentary educational item 

relevant to your practice.

Listed below are the available dates and times of the teleconferences. 

Please circle the date and time of your choice. All times are Eastern Time.

Date Time
October 13, 2010 1:30 PM ET
October 14, 2010 1:30 PM ET
October 15, 2010 12:30 PM ET
October 15, 2010 1:30 PM ET
October 19, 2010 3:30 PM ET
October 20, 2010 12:30 PM ET
October 21, 2010 1:30 PM ET
October 22,2010 12:30 PM ET
October 22,2010 1:30 PM ET
October 25, 2010 12:30 PM ET
October 26, 2010 3:30 PM ET
October 27, 2010 12:30 PM ET
October 28, 2010 1:30 PM ET
October 29, 2010 12:30 PM ET
October 29, 2010 1:30 PM ET
November 1, 2010 12:30 PM ET
November 1, 2010 1:30 PM ET

Date Time
November 2, 2010 1:30 PM ET
November 3, 2010 12:30 PM ET
November 4, 2010 1:30 PM ET
November 5, 2010 12:30 PM ET
November 5, 2010 1:30 PM ET
November 8, 2010 12:30 PM ET
November 9, 2010 1:30 PM ET
November 10, 2010 12:30 PM ET
November 10, 2010 1:30 PM ET
November 12, 2010 1:30 PM ET
November 15, 2010 12:30 PM ET
November 15, 2010 2:30 PM ET
November 16, 2010 1:30 PM ET
November 17, 2010 1:30 PM ET
November 18, 2010 12:30 PM ET
November 22, 2010 1:30 PM ET
November 23, 2010 12:30 PM ET

Date Time
November 24, 2010 12:30 PM ET
November 24, 2010 1:30 PM ET
November 29, 2010 12:30 PM ET
November 30, 2010 1:30 PM ET
November 30, 2010 3:30 PM ET
December 1, 2010 12:30 PM ET
December 2, 1010 1:30 PM ET
December 6, 2010 1:30 PM ET
December 7, 2010 12:30 PM ET
December 8, 2010 3:30 PM ET
December 9, 2010 12:30 PM ET
December 14, 1010 12:30 PM ET
December 15, 2010 12:30 PM ET
December 15, 2010 1:30 PM ET
December 16, 2010 1:30 PM ET
December 17, 2010 12:30 PM ET

To register

Fax this form to:  
1-800-819-2292

OR

Call us at:  
1-800-325-9042, Program 5500

Complete and fax this form to 1-800-819-2292.

First Name  Last Name  

Degree(s)  Specialty 

Address  Suite 

City  State   ZIP 

Phone  Fax 

E-mail Address 

Other registrants from this practice:

 Degree  Specialty 

 Degree  Specialty 

 Degree  Specialty 

 Degree  Specialty 

 Degree  Specialty 
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Program Format and Meeting Overview

These teleconferences will feature ADHD experts who will review a 30-minute slide presentation 

based on the diagnosis and treatment of Adult ADHD. Our ADHD expert will then open the 

discussion by taking questions relevant to ADHD in your practice. Presenters are paid consultants 

of SHIRE.

At the conclusion of the teleconference, you may elect to receive a complimentary educational item 

relevant to your practice.

Listed below are the available dates and times of the teleconferences. 

Please circle the date and time of your choice. All times are Eastern Time.

Date
October 13, 2010 1:30 PM ET
October 14, 2010 1:30 PM ET
October 15, 2010 12:30 PM ET
October 15, 2010 1:30 PM ET
October 19, 2010 3:30 PM ET
October 20, 2010 12:30 PM ET
October 21, 2010 1:30 PM ET
October 22,2010 12:30 PM ET
October 22,2010 1:30 PM ET
October 25, 2010 12:30 PM ET
October 26, 2010 3:30 PM ET
October 27, 2010 12:30 PM ET
October 28, 2010 1:30 PM ET

1-800-828-2088 www.shire.com
©2010 Shire US Inc., Wayne, PA 19087 VYV-01939 08/10
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Clinical Consults:
A Review of Clinical Data in Treating 
Adults With ADHD

A 30-Minute Interactive 
Teleconference

References: 

1. Mental health in the United States: prevalence of diagnosis and medication treatment for attention-defi cit/hyperactivity disorder, United States, 2003. 
MMWR. 2005;54(34):842-847. 

2. Pliszka S et al. J Am Acad Child Psychiatry. 2007;46:894-921.
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Clinical Consults:

A Review of Clinical Data in Treating 

Adults With ADHD

A 30-Minute Interactive Teleconference
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Reimbursement Mailer • PSKW, Bedminster, NJ

Dear Patient,

On behalf of Duke Clinical Research Institute, thank you for enrolling in the ODYSSEY OUTCOMES study. The purpose of this study is 
to evaluate the ability of an investigational drug, called SAR236553, to lower LDL cholesterol and prevent heart attacks or strokes in 
people who have CHD (Coronary Heart Disease) and have been hospitalized recently for a heart attack or unstable angina (unexpected 
chest pain).

As part of the ODYSSEY study, you will attend clinic visits according to the study schedule. You will be reimbursed for your 
expenses related to attending the scheduled clinic visits. To that end, we are pleased to provide you with the attached ODYSSEY 
Reimbursement Visa Debit Card. 

Getting Started:

Step #1: Your Visa debit card will be activated by the clinic, upon 
your first clinic visit.

Step #2: Immediately following each clinic visit, your coordinator will 
load the Visa card with the approved amount as described 
in your informed consent form.  

Step #3: Use your Visa debit card at checkout. Select “CREDIT” and 
sign your name to authorize your purchases. Please note 
that that you can only spend up to your available balance.

You can check your card balance easily, by calling 1-877-651-5801 or you can log onto a secure website  
odysseyoutcomes.mycardview.com and follow the simple instructions.

Important Information for Use of your Visa Debit Card:

	You can use your card anywhere Visa debit cards are accepted, including supermarkets, pharmacies, clothing stores, etc. There 
are some guidelines for special transactions that you should be aware of before you shop:

o Gas stations - The self-service terminals at gas stations pre-charge a defined amount prior to pumping gas, therefore it 
is necessary to go inside to pay depending on your balance.

o Restaurants - Restaurants may pre-charge the tip to your bill, exceeding your balance. This will cause your card to 
decline. Make sure you understand the restaurant’s policy, and verify that you have enough funds on your card to cover 
the dining bill, including any pre-charged tip.

o Hotels - Hotels may put a “hold” on the amount of your estimated bill, making that amount unavailable for other 
purchases. When you check out, that hold may take a few days to be removed.

	Each time you use your card, the purchase amount will be deducted from your card balance.

	Each time you attend a scheduled clinic visit, the funds will be loaded onto your card.

This is a reloadable card that will be activated after your scheduled clinic visits, so keep your card – even after the balance is depleted. 

Should you have any questions regarding the use of this card, please contact our customer service department at 1-877-651-5801.

Sincerely,

The ODYSSEY OUTCOMES Study Team
Version 1.0, 5 December 2012

Duke-Odyssey_Letter_final.indd   1 1/11/13   10:34 AM

ODYSSEY Patient Reimbursement Visa Card

Duke-Odyssey_Envelope_final.indd   1 12/27/12   9:49 AM

ODYSSEY Patient Reimbursement 
Visa Debit Card Program

Member
ID# 00000000000

4000

GOOD
THRU

4000 1234 5678 9010

00/00
DEBIT

Study Site Coordinator 
Informational Brochure

Study Coordinators: This brochure contains all 
of the information you need to know about the 
Patient Reimbursement Visa Debit Card Program.  

Please review this information carefully.

ODYSSEY  
Savings Card Program
(for US sites only) 

As part of the ODYSSEY study, you will be distributing 
savings cards to each patient. Each card can be redeemed 
at the patient’s local pharmacy and is valid towards one 30 
day supply of Atorvastatin or Rosuvastatin. Your part in 
the program is simple.   

Instructions

Step #1: Following the patients’ initial clinic visit, please 
provide the patient with enough savings cards to last until 
their next clinic visit. Each card is valid toward one 30 day 
supply of Atorvastatin or Rosuvastatin.  

Step #2: Let the patient know that they must present the 
savings card to their local pharmacist along with a valid 
prescription for Atorvastatin or Rosuvastatin to receive their 
30 day supply.

Step #3: Continue to provide savings cards to the patients 
as long as they are enrolled in the ODYSSEY Outcomes Study. 

Customer Service
Study Coordinators: For any questions related to the 
program, use of the Visa cards, or to order additional Visa  
and/or Savings Cards, please contact 1-877-651-5801 and 
press option #4 or email ODYSSEY@pskw.com

Patients: Patients can call the toll-free # 1-877-651-5801  
to obtain the current balance on their card, hear a 
detailed list of recent transactions or press option #3 to 
speak to our customer service representatives. They can 
also login to odysseyoutcomes.mycardview.com to obtain 
the same information. The customer service number and 
website have been provided to patients.

Lost cards should be reported immediately by calling 
1-877-651-5801 and press option #3 for customer service.

Duke-Odyssey_Brochure_Final.indd   1 1/11/13   10:12 AM
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The Next Generation of CoPay from 800.270.1553
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Advertising: Full Page Magazine Ad • American Helicopter Museum, West Chester, PA

The Sky’s 
The Limit!

The American Helicopter Museum and Education Center
The nation’s largest all helicopter museum.

Open:  Wed – Sat  10 - 5pm • Sun – Noon - 5pm

1220 American Boulevard • West Chester, PA  19380 
(610) 436-9600

www.helicoptermuseum.org

06-0511_AHM_Philly_Style_Full.in1   1 7/19/06   3:34:13 PM

Advertising: Environmental Bus Shelter  
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Advertising: Billboard • The Desmond Hotels, Malvern, PA & Albany, NY

Experience a stop back in 
time. Enjoy the comfort of 
unique 18th century four 
poster canopy beds.

Unwind in our billiard 
room, fi tness center or 
one of our pools.

Our extensive conference 
facilities are unique and 
include a state-of-the-art 
amphitheatre.

www.desmondhotels.com • 800.448.3500
660 Albany-Shaker Road (I-87 Exit #4) • Albany, NY 12211

Voice: 518.869.8100 • Fax: 518.869.7659

…a room for a night …a conference for a week
…your daughter’s wedding

★  ★  ★  ★

If it’s important to you…trust it to us!

Colonial Charm. Contemporary Comfort.

Whether it’s a wedding, a conference or a meeting, we will make every 
event distinct and outstanding.

This is the place!

Albany’s premier meeting and conference center.
Certifi ed by the International Association of Conference Centers.

660 Albany-Shaker Road  •  Albany, NY 12211  •  518.869.8100 
Also The Desmond Hotel & Conference Center, Great Valley (Philadelphia area)  •  1.800.575.1776  •  www.desmondgv.com 

To arrange a tour, or schedule your next meeting call us at
1.800.448.3500 or email conferencecenter@desmondhotels.com

ex.traor.di.nary - adj
1. used by meeting attendees to describe 
 their experience at the Desmond Hotels.
2. for more defi nitions go to: 
 www.desmondhotels.com

★  ★  ★  ★

If it’s important to you…trust it to us!
Our unique 107 seat amphitheatre

04-0290_Albany_Desmond_ad.indd   1 2/3/05   3:20:36 PM

Advertising: Full Page Magazine 
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IT’S TIME TO PULL THE PLUG 
ON THE INTErNET, cabLE aNd 
PHONE cOMPaNY MONOPOLY.

Every Pennsylvanian deserves equal access.
Contact your state representative at choice4PA.org

Cable, Internet and phone companies decide who 
and where they serve – with no oversight or 
regulation of how much they charge or how often 
they can raise rates. (Looked at your cable and 
Internet bills lately?). 

Through a virtual monopoly these providers are 
free to decide which services you can have – and 
which ones you can’t. Even worse, they “bundle” 
services, forcing customers to take products they 
don’t want or need. 

Right now legislation is before Pennsylvania 
lawmakers that will ensure that everyone has 
equal access to affordable Internet, digital cable 
and phone services – regardless of income or 
geography. You can help make it the law.

Demand change! Log on to choice4PA.org NOW!

IT’S TIME TO PULL THE PLUG ON 
THE INTErNET, cabLE aNd PHONE 

cOMPaNY MONOPOLY.

Every Pennsylvanian deserves equal access.
Looked at your cable and Internet bills lately? 

Cable, Internet and phone companies decide who and where they serve – with no oversight or  
regulation of how much they charge or how often they can raise rates.  

Demand change NOW! Log on to choice4PA.org

IT’S TIME TO PULL THE 
PLUG ON THE INTErNET, 

cabLE aNd PHONE 
cOMPaNY MONOPOLY.

Every Pennsylvanian deserves equal access.

Looked at your cable and Internet bills lately?
Cable, Internet and phone companies decide who and where they serve – with no oversight  

or regulation of how much they charge or how often they can raise rates.  

Demand change NOW! 
Log on to choice4PA.org
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Advertising: Poster & Print Ads   
First Priority Bank, Malvern, PA

Welcomes you  

to a higher level  

of banking.

www.FPBK.com

2 WE S T LI B E RT Y BO U L E VA R D ~ MA LV E R N

 Lock In Now!

*Annual percentage rate (APY) e�ective October 15, 2007.  Rates subject to change without notice.
Minimum balance to open and obtain the stated APY is $2,000. Substantial penalty for early withdrawal.

5.05%
12-MONTH CD

APY*

ount on First Priority for more than just great rates - like this 12-month personal
or IRA CD (Minimum deposit $2,000). We also provide a level of service 
that’s head and shoulders above most banks. We invite you to see for yourself.
TO LEARN MORE, CALL 610.280.7100. OR VISIT FPBK.COM

C
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Mid Atlantic Capital, Marlton, NJ
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w w w.1877915r e f i .c o m

1.877.915.REFI
w w w.1877915r e f i .c o mG

a
r

y
 B

r
a

c
k

e
t

t
 •

 L
B

Licensing Information
  Licensed to conduct business in every state except Texas

Copyright 2007 - Mid Atlantic Capital. All Rights Reserved

WINNING
MORTGAGES
From Gary Brackett

Mortgage transactions can be complicated and 
confusing. Mid Atlantic Capital can help you 
select the best type of loan to meet your needs. The 
following are just a few of the many purchase loan 
and refinance products Mid Atlantic Capital offers its 
clients. As you can see, we have an extensive depth 
and scope of flexible programs which ultimately 
means that we can find the right loan for you.

Residential Financing Loan Programs:

 • No points fixed and adjustable rate loans available

 • Cash-out refinances

 • FHA/VA loans

 • Condominium financing

 • Zero down, low owner-occupancy condos

 • Zero down payment loans available

 • Financing experts for self-employed individuals

 • No income, no asset verification mortgages

 • Rehab loans available

 • Construction to permanent financing

 • Home improvement construction loans

 • Investor properties with cash-out to 90% LTV

 • 10% down, investor multi- family properties

 • Cash-out on non-owner occupied properties  
  (1 to 4 units)

1 Eves Drive • Suite 169 • Marlton, NJ 08053

TF: 1.877.915.REFI
P: 856.797.8007

F: 866.635.2701
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ADVANCED MOBILE 
DEVICES EXCEED 
EXPECTATIONS 
SALES – APPS – CAPABILITIES…
BUT WHAT ABOUT THE SECURITY?

Secure Email for 
a Competitive 
Advantage - 7

  The BioTech 
  Niche - 8-9

Measure Twice, Cut 
Once. Why Metrics 
Matter - 10
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Biotech a Great Place to Be

Biotech is an exciting place to be in New Jersey and neighboring states. New biotech 
fi rms are sprouting in and around New Jersey with an array of new products that have 
the potential to signifi cantly contribute new products to the well-established healthcare 
product base. Large pharmaceutical companies like Merck, Bristol Meyers, Johnson 
& Johnson, Novartis, AmerisourceBergen and many more now have opportunity to 
reach out to the new biotech growth fi rms for leading products like new drug delivery 
systems, new non-invasive treatments and drugs that are more effectively used by 
the body.  These types of leading products can now be readily added to existing 
pharmaceutical product lines.  Some examples of new and leading biotech growth fi rms 
that contribute to this niche market space include: 3D Biotech, WellGen, BioClinica, 
and many more.

Potential for Acquisition

These fi rms are driven by industry-leading pioneers who seek to bring new consumer 
healthcare products to market. Many operate under a new organizational umbrella 
of fast-paced drug or product testing and trials with support from venture capital, 
major banking or premier private investors. This operating model is crucial during 
their product development lifecycle. Once the product passes clinical trials, it can be 
reviewed by the pharmaceutical industry as an acquisition product.

Faster products; quicker to market

The new biotech growth fi rms use a combination of state programs, and private 
investors to get their products tested and through the fi rst phase of clinical trials. They 
are using external laboratory services and, in some cases, partnerships with others 
who have gone this route in the past for expertise and guidance. Once these biotechs 
advance their products to the clinical trials success phase, companies who may be 
interested in these leading products start a review progress. Since the biotechs operate 
outside the traditional framework of large pharmaceutical organizations, they can more 
rapidly produce new and innovative products and still get the trial level approval that 
is needed.  Pharmaceutical companies today recognize and appreciate advantage-to-
market that biotech growth fi rms provide. Once a new product is acquired from a 
biotech, the pharmaceutical company’s advanced product delivery infrastructure can 
support a rapid-to-market deployment for wide-reaching global sales.

BY VALERY HERRINGTON

BUSINESS & STRATEGY

Michael Pintabone
Are there any additional 
taxes on the horizon 
for medical device 
companies?

The Health Care and Education 
Reconciliation Act of 2010 
(“the Act”) imposed a 2.3 

percent excise tax on the sale price 
of any taxable medical device by the 
manufacturer, producer, or importer 
effective for sales subsequent to 
December 31, 2012 (IRC §4191).

Taxable medical devices are defined as 
any device (as defined in section 201(h) 
of the Federal Food, Drug, and Cosmetic 
Act) intended for humans but specifically 
excludes the following: 1) eyeglasses, 2) 
contact lenses, 3) hearing aids and 4) 
any other medical device determined 
by the Secretary to be of a type which 
is generally purchased by the general 
public at retail for individual use.

Exporters of medical devices are 
generally exempt from the excise tax 
under IRC §4221 provided both the 
seller and purchaser have a Certificate 
of Registry or Letter of Registration 
in effect as required by IRC §4222. 
Taxpayers should use Form 637 to apply 
for excise tax registration.

Given the current political climate, there 
is always a chance this excise tax is 
repealed prior to its effective date.

A

Q
The BioTech Niche

Michael Pintabone, CPA, is a 
partner in the New Brunswick 
Office of WithumSmith+Brown, 
Certified Public Accountants 
and Consultants and is a 
member of the firm’s Life 
Sciences Group. Pintabone may 
be reached at 732.828.1614 or 
mpintabone@withum.com
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New Niche Role Potential

These biotech fi rms with leading and successful products have 
established a niche market role. Pharmaceutical organizations 
now seek new sources of leading products for their revenue 
streams from new biotech growth fi rms. Pharmaceutical 
companies are prepared to quickly review and consider what the 
biotech growth fi rms have to offer. At the same time, leading 
biotech growth fi rms are well-positioned to receive recognition 
and substantial rewards from larger pharmaceutical companies 
with aggressive product line expansion initiatives. These market 
demands have led to the establishment of biotech growth fi rm’s 
as sourcing centers for the pharmaceutical industry.

Biotech Sourcing Economics – A Symbiotic 
Business Model

Biotech growth fi rms have established a new niche market 
space. Pharmaceutical companies that recognize this potential 
can continue with ROI-driven internal down-sizing and 
reorganization initiatives on their existing product development 
programs. This is a competitive step that pharmaceutical 
companies are taking in light of dwindling internal product 
lines. This effort to down-size and reorganize quickly becomes 
a “double-win” as pharmaceutical companies simultaneously 
move to obtain new product lines from trusted biotech growth 
fi rms. This new form of biotech sourcing for pharmaceutical 
companies is part of a leading symbiotic business model that 
carries signifi cant economic potential for New Jersey and 
surrounding state’s pharmaceutical industry. The new biotech 
growth fi rms are external sourcing centers for pharmaceutical 
fi rms at a time when new product lines are needed. This 
symbiotic relationship between new biotech growth fi rms and 
pharmaceutical companies will continue to dominate the New 
Jersey and surrounding state’s healthcare fi eld with leading 
products that will continue improve and enhance lifestyles and 
health for people around the globe.   

The list of new biotech growth firms is, like any market-
driven entity, subject to change. The following firms are 
just a couple of the recent NJTC biotech organizations. 
They are growing biotechs registered and active 
members of NJTC.  

• WELLGEN, INC., a front runner with scientifically 
developed natural products. 
URL: http://www.wellgen.com

• SENESCO TECHNOLOGIES, INC., a front runner 
with regulation of existing human genes. 
URL: http://www.senesco.com 

• BIONANOMATRIX, INC., a front runner with 
nanochannel array chip for use with DNA. 
URL: http://www.bionanomatrix.com

Under the new biotech sourcing model, biotech firms 
like the ones cited above face many challenges 
in their product growth and sales cycle. The most 
significant hurdle is the upfront funding requirement 
that support the development, clinical trials and FDA 
review process required to bring a product to large-
scale pharmaceutical standards. In addition, they 
are competing with other biotech’s for a piece of 
the large-scale enterprise pharmaceutical investment 
dollars. These dollars are judiciously allocated since most 
companies are engaged in a balancing act between 
payroll increases and upcoming off-patent product 
revenue drops. There is a high level of scrutiny on any 
sourced biotech product and program. The large-scale 
enterprise Pharmaceutical companies want to ensure 
their investment is profitable and leads any competition 
for long-term growth. However, once a biotech succeeds 
in making a trusted in-road with a large-scale enterprise 
pharmaceutical company, the long-term relationship 
potential is significant for both parties and the working 
model is validated for future products.

Valery Herrington, is CEO of Herrington Technology© and can be reached at http://www.herringtontechnology.net.

NJTC Firms Lead the Pack

Everyone is talking about “the cloud” but most companies are only 
scratching the surface of the benefits available from these innovative tools. 

Hosted VoIP phone service. Colocation of data, software, and hardware. 
Efficient disaster recovery solutions. As a Global Top 100 Managed IT Service 

Provider, Ancero is at the forefront of the cloud movement. 

Contact Ancero today to ensure that your business is achieving 
maximum results from all of today’s and tomorrow’s technologies.   

AnceroNJTC-CloudAd-052511.indd   1 5/25/11   12:09:05 PM
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The old saying of measuring twice and 
cutting once may just seem like good, 
old fashion fatherly advice.  Yet, this 
wisdom is a very relevant message for 

clinical trial management teams worldwide.  In 
order to avoid the pitfalls common in today’s 
fast-paced, results-driven study environments, 
it is imperative that teams first take the time 
to establish objective, meaningful metrics to 
ensure quality results. 
Surprisingly, this common sense approach to 
properly measuring a trial’s success is still not 
adopted across the board within our industry, 
causing unnecessary costs that eat away at 
profit margins, get passed on to consumers, 
and cause healthcare costs to rise. 
Trial costs can be kept under control when 
studies are managed and measured properly. 
And, it all starts with an experienced and 
efficient trial management team.  
Getting started
Setting high level milestones during the start-
up phase of a trial is imperative to success.  
Typically we’ve seen the most success when 
a sponsor and their clinical trial management 
partners collaborate to create these milestones 
and set the pulse of the study during start-up.  
Once metrics are established, and set against an 
ambitious yet realistic timeline, the maintenance 
phase of a trial can begin.  In the maintenance 
phase, a sponsor’s management partner should 
be reporting metrics results to the sponsor on a 
quarterly basis at minimum, and use the same 
metrics to assess, encourage and empower their 
own internal team members.   
Encouraging your trial’s team
Getting your internal staff on board to meet 
or exceed the metrics set for a clinical trial is 
critical - perhaps the biggest key to success.  It 
takes a team to complete a trial on time, and 
a team that is motivated and pulling together 
towards common goals is certainly bound to 
be more successful.  Whether you’re a sponsor 
managing your trial in house, a clinical research 
organization (CRO) or a trial management 
partner within a specific specialty - such as a 
technology platform provider - encouraging 
trial team members needs to be a top priority.  
When goals are met, team members should be 
recognized for their efforts.  Positive reaction 

from other team members and leaders needs 
to become a part of the company culture.  This 
recognition could happen during a weekly team 
meeting, on an individual basis or during an 
organized monthly team-building exercise. 
Communicating successes along the way
Discussing and recognizing success needs to 
also occur between trial partners and the 
sponsors they support.  Sponsors should 
expect their trial management teams to 
closely monitor study metrics and report the 
status regularly.  Typically, we’ve found that 
weekly discussions about the study’s status 
keep sponsors informed and trial management 
partners accountable. 
One of the biggest reasons that we set 
metrics within studies, other than ensuring 
accountability, is to establish a process for 
effective patient management. At BioClinica 
we’re currently working with a large sponsor 
on a rheumatory arthritis (RA) study. This 
sponsor is utilizing our imaging core lab to 
collect, log and analyze the patient eligibility 
component data to then report back to the 
sponsor.  In this, and other similar studies, 
this eligibility component is critical, patient-
centric data.  The metric that we’ve set with 
the sponsor is a 48-hour turn-around time 
to log, analyze and report eligibility data.  By 
meeting this turn-around time, the sponsor is 
able to efficiently manage patient enrollment, 
one important factor in reducing overall study 
durations and ultimately getting drugs to 
market faster.
Standardization
Great work is being done to standardize the 
metrics that are creating efficiencies and 
reducing trial costs industry-wide.  Along with 
other industry leaders, board membership with 
the Metrics Champion Consortium (MCC), 
the recognized body created to develop 
performance metrics within the biotechnology 
and pharmaceutical industry, has allowed 
our firm to play a pivotal role in working 
to implement new metrics to establish best 
practices within our industry.   
When used properly, metrics are powerful, 
objective tools that allow studies to come 
to completion faster and study teams to 
continuously improve upon their performance.  

 

By Dana a. CurCio, anD Jennifer SChiCk

Measure Twice, Cut Once.
Why Metrics Matter

BUSINESS & STRATEGY

Melissa V. Skrocki is 
a senior associate at 
Giordano, Halleran & 
Ciesla, P.C. in the firm’s 
Corporate & Business Law 
and Intellectual Property 
and Technology Practice 
Areas. She can be reached 
at (732)741-3900 or at 
mskrocki@ghclaw.com.

Melissa V. Skrocki

Our company has hired an 
independent contractor 
to create a logo, content 
and code for our website 

and other related works. We own 
these works, correct?

In the absence of a work 
for hire agreement, it is 
unclear whether or not your 

company would own these works.  
Pursuant to the 1976 Copyright 
Act (the “Act”), a copyright is 
established in its creator once a 
work is created in a fixed medium.  
Original literary, dramatic, musical 
and artistic works are all protectable 
under the Act, including computer 
software, architecture designs, 
writings, artwork and photographs.  
Accordingly, when utilizing a non-
employee to create any work 
for your company, it is critical to 
confirm in writing that the work was 
commissioned by your company in 
order to avoid confusion regarding 
with whom ownership vests.  It is 
also important to confirm in your 
agreement with the contractor that 
they will only provide original works 
and will indemnify your company if 
any claim of infringement arises 
with regard to the work that they 
provided to your company.

A

Q

Authored by Dana A. Curcio, Project Director, RA/Inflamatory Disease at BioClinica, Inc. (jennifer.schick@bioclinica.com)  
and Jennifer Schick, Project Director, Oncology at BioClinia, Inc. (dana.curcio@bioclinica.com).
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By Scott Mahnken

ADVANCED MOBILE DEVICES 
EXCEED EXPECTATIONS

Sales – Apps – Capabilities…
but what about the security?

Ever wonder what Alexander 

Graham Bell would be thinking 

if he saw today’s smartphone? Even 

with his insightful manner one might 

question if Mr. Bell would have 

ever imagined his invention offering 

today’s scope of capabilities.

NJTC_LST_Dec_Issue_Final.indd   11 11/22/11   2:01 PM
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E It’s hard to fathom now, but there was a time, a long time actually, when super-

heroes were the colorful embodiment of the American cause. In the comic book 

world, from roughly 1938, with the introduction of Superman in Action Com-

ics, until at least 1975, superheroes were invariably drawn as arms of the Ameri-

can state. And although comic books fell out of favor in the mid-’70s, the char-

acters they introduced lived on and even fl ourished on the small screen. There, 

too, superheroes worked hand in velvet glove with established political authority. 

There was, after all, a Bat Phone on Commissioner Gordon’s desk. Batman worked 

for the Gotham police. Wonder 

Woman worked for the U.S. 

Army. The Six Million Dol-

lar Man and Bionic Woman 

were themselves government 

projects.

by JAMES R. HARRIGAN

INTERCOLLEGIATE REVIEW · Spring 2016 39intercollegiatereview.com

Somewhere along the way, 
things changed.

State authority, once pre-
sented as a force for good, is now 
only a force. And it is a force 
that runs roughshod over the 
lives and rights of those it was 
designed to protect. Superheroes 
no longer serve as handmaidens 
to the establishment; they use 
their powers as much against 
entrenched political interests as 
they do against supervillains.

Consider Tony Stark’s asser-
tion that he has “privatized 
world peace” as he testifies 
before Congress in Iron Man 
2, crossing swords with Garry 
Shandling’s Senator Stern, 
a Hydra agent. Or Captain 
America’s perpetual unease 
regarding the growing power 
of S.H.I.E.L.D. in Captain 
America: The Winter Soldier. Or 
Robert Redford as Alexander 
Pierce in the same film, head of 
the World Security Council and 
himself a Hydra agent. Or Gen-
eral Ross in The Incredible Hulk, 
a military man whose sole goal, 
it seems, is to harness the power 
of the Hulk and turn it against 
America’s enemies, regardless of 
what that might mean to Bruce 
Banner. 

Everywhere one looks in the 

superhero universe, one 
sees only the threat of 
the unfettered power of 
government. Even the 
example of one good 
man standing athwart 
the corruption, Gotham 
district attorney Harvey 
Dent, yields to dark-
ness as he becomes the 

maniacal, coin-flipping Two 
Face. The lesson? Nothing pure 
can last when it is imbued with 
governmental authority. As 
Dent himself said, “You either 
die a hero, or you live long 
enough to see yourself become 
the villain.”

We have come to the point 
where no self-respecting super-
hero would align himself with 
this sort of power. Not by a long 
shot. 

Why? Because the American 
people themselves are, relatively 
quickly and in growing num-
bers, coming to view the govern-
ment as the enemy.

Pop Culture Imitates Life
With all due respect to Oscar 
Wilde, who famously asserted 
that life imitates art, it is pop 
culture that imitates our shared 
experience. Recent depictions 
of the superhero universe on the 
silver screen reflect the fact that 
Americans no longer trust their 
government the way they used to. 

A recent Pew Research 
Center Poll confirms this trend 
of growing distrust. Today 
27 percent of registered Ameri-
can voters think of the federal 
government as an enemy. This is 
up 8 points since 1996. Further, 
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James R. Harrigan is director of academic programs at 
Strata, in Logan, Utah.
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22 percent express feelings of anger toward the 
government, while 57 percent express frustra-
tion. Only 18 percent say they are content with 
things as they are. A majority of the people, it 
seems, don’t think that the American way has a 
whole lot to do with truth and justice anymore. 

This is not exactly a partisan issue, either. 
While Democrats have remained relatively 
stable in their outlook, with only 12 percent 
seeing government as an enemy, 35 percent of 
Republicans and 34 percent of independents 
now view the government as an enemy, up 
from 22 percent and 21 percent, respectively, 
in 1996. Most tellingly, only 19 percent of the 
total electorate thinks the government “is run 
for the benefit of all the people,” while 76 per-
cent believe it is “run by a few big interests.” 
Lincoln’s government of, by, and for the people 
is, in the opinion of the people themselves, a 
thing of the past.

And is it any surprise? With warrantless NSA 
searches, anonymous drone strikes abroad that 
target and kill even American citizens with no 
due process, police who specialize more in asset 
forfeiture than in fighting crime, and a host of 
other abuses and usurpations, it is a wonder this 
loss of faith took as long as it did.

This is the society reflected in the recent 
spate of superhero movies. We have come a 
long way from Superman’s battle with airborne 
Nazis in the pages of Action Comics in 1941, 
or Captain America’s punching Hitler on the 
cover of the first issue in his series. Gone is the 
moral certitude of a simpler time, when heroes 
and villains were very clearly defined. In its 
place we find only postmodern power, which 
operates on us all but is ultimately tamable by 
no one man. Not even a superhero.

Everywhere one 
looks in the superhero 

universe, one sees only the 
threat of the unfettered 
power of government.
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THE PATH FROM
POVERTY TO 
PROSPERITY

A t 11:00 a.m. on May 29, 1953, beekeeper Edmund Hillary and his 
Sherpa guide, Tenzing Norgay, reached the summit of Mount Everest, 

the highest point on earth. Hillary, a native of mountain-and-glacier-draped 
New Zealand, was part of a much larger British expedition led by John Hunt. 
He was one of ten elite climbers picked for their mountaineering prowess. 

The 1953 expedition established its fi rst base camp in March, eventually 
reaching its fi nal base at South Col in Nepal, 25,900 feet up. While on the 
mountain, the team had slowly adapted to the frigid and rarefi ed air while 
waiting for the relative warmth of late spring.

But they still had more than 3,000 feet to go. 

by JAY W. RICHARDS
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Even today, a shot at Everest’s sum-
mit involves years of preparation, 
hundreds of thousands of dollars, and 
many weeks on and around Ever-
est. But no subsequent attempt has 
been as bold as that one in the spring 
of 1953, for the simple reason that 
in 1953 it hadn’t been done before. 
Hillary and Norgay were the first to 
get to the top and live to tell about it.

There are other ways up Everest, but 
none were known in 1953 and prob-
ably none are as conducive to success 
as Hillary’s basic route. Indeed, in 
the intervening years, thousands of 
mountaineers have retraced Hillary 
and Norgay’s steps in their own efforts 
to reach the top. Along the way, they 
have established many base camps 
that were not there before, making 
the route more accommodating for 
future expeditions. We now know, 
in detail, as Hillary and Norgay did 
not, the best way up the mountain.

The cultural path from widespread 
poverty to widespread prosperity is 
like that route up Mount Everest. 
For centuries, most people lived in 
subsistence poverty, near sea level on 
the upward path to wealth creation. 
Over the past two centuries, how-
ever, more and more cultures have 
climbed that path from the low-lying 
flatlands and hills up to the sum-
mit, creating new base camps along 
the way and eradicating absolute 
poverty in their midst (though not, 
of course, relative poverty, which 
we will always have with us).

Many around the world still lan-
guish in absolute poverty. At the level 
of culture, however, we know how 
poverty is alleviated and wealth is cre-
ated. We know the path to the sum-
mit of culture-wide wealth creation, 
and it is now well traveled by climb-
ers from different places of origin. 

What is so maddening is how 
many well-meaning people con-
tinue to commend other routes that 
have been well trod to their bitter 
ends, over a cliff or into a crevasse.

This is crazy. Surely the better 
course is to encourage others to 
take the same route to the top that 
we have taken. There are ten key 
factors that allow such cultures to 
alleviate poverty and create wealth. 
The more of these a culture has, the 
more likely it is to be prosperous.

10 KEYS TO 
PROSPERITY 

1. 
 Rule of Law

Contrary to the stereotype that a 
free market is akin to anarchy, the 
rule of law is a precondition of rather 
than a hindrance to a free market. 
As Adam Smith recognized in the 
eighteenth century, the market order 
needs a system of rules that prods 
even selfish motives toward socially 
beneficial outcomes. The butcher, 
the brewer, and the baker may 
primarily have regard for their own 

interest, but in a free market their 
self-interest encourages them not to 
steal from or defraud their custom-
ers but to provide beef, beer, and 
bread that others will freely buy.

2. 
 Limited Government

Widespread economic freedom 
requires a government strong 
enough to maintain the rule of law 
but limited enough not to tram-
mel the rule of law under its boots. 
Neither the law of the jungle nor the 
arbitrary rule of despots allows a 
population to prosper. The United 
States has prospered because the 
American Founders sought to avoid 
these extremes with checks and bal-
ances. Two chambers in the legisla-
tive branch, a separate judiciary and 
executive branch, strictly enumer-
ated powers for the federal govern-
ment, and individual states all act 
as a counterweight to one another 
and to the federal government.
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D
eciding to divorce or reacting to a spouse’s divorce request is never easy, especially after a 
long marriage. And while there’s never a good time to let loved ones know you’re divorcing, 
many hold off until after the holidays. Frequently this is done to spare the pain until after the 
celebrations and rituals are over. But there are mixed reviews regarding the impact.

The Non-Intimidating Divorce:  
Is It Possible?

Our Experts Say Yes!
By Jackie Pantaliano

Right Timing
Divorce mediator Roseann Vanella of Advanced Mediation 
Solutions in Voorhees definitely sees an increase in couples 
seeking a divorce after a major holiday like Christmas, “because 
the holidays are supposed to be a happy family time. Generally 
there’s a boom in people seeking divorce assistance after the 
New Year, because it’s a traditional time to start fresh.”
“I’m not so sure people look at dates,” says Williamstown attorney 
Leonard T. Schwartz, Esq. of Slotnick & Schwartz. “It really just 
comes down to reaching that point when you decide it’s time to 
do it. Everything comes to a head, and it doesn’t seem to make 
sense to go any further with the marriage. When you’ve reached 
that point, it doesn’t matter if it’s January or April.”  
Kay Larrabee’s ex-husband announced his divorce intention 
at the beginning of February, 2008, after 20 years of marriage. 
She soon realized he’d started planning his exit in the fall. “The 
fact that he kept this from me throughout the holidays was very 
painful—a huge betrayal,” she says. 
When her then-husband broke the news, Larrabee, a mom 
of three, was starting up a non-profit charitable organization 
to provide interview clothing to women transitioning into the 
workplace. She received no salary at the time and had to 
cease plans for the business. Since then, Larrabee has turned 
her negative experience into a healing one. Three years after 
her divorce was finalized in September, 2010, she’s helping other 
women avoid the pitfalls she experienced as owner of Women 
on the Mend—a divorce concierge service. Her role is to help 
women who are likely already overburdened caring for aging 
parents, their jobs, mid-life issues and possibly grown or younger 
children. She helps with paperwork and every aspect of planning 
or reacting to a divorce. 
Larrabee pools together divorce attorneys, mediators, therapists, 
clergy, financial and other professionals, and literally and 
figuratively holds the divorcing woman’s hand 
through the process. 
Comfort is key for Schwartz’s 
clients, too. His office walls are 
lined with Beanie Babies, race 
cars, Howdy Doody memorabilia 
and trolls, all to put clients at ease. 
His most treasured toy is the one left 
behind by a six year old who came 
in with his mom. The child wanted 
his Happy Meal toy—a plastic 
Sebastian from “The Little Mermaid”—
to be a part of the collection. 
“A contested divorce is very difficult to 
handle emotionally because there are so 

many issues you’d rather not hear about,” says Schwartz, “But 
you still have some of that in a relatively simple divorce that is 
mediated or that the parties themselves put together, because 
you’ve been living with somebody for 20 years, or you’ve been 
best friends from high school, and now you’re getting a divorce.” 
Knowledge is Power
“Regardless of how confident and accomplished a woman 
may have been prior to, and whether she initiated the divorce 
or is blindsided by it, divorce seems to wreak havoc on women’s 
confidence, coping skills and self-esteem,” says Larrabee. “I help 
those women regain their power by de-mystifying the process 
and guiding them in the steps to move forward. Women often 
feel pushed around by their spouses and the entire divorce 
process. I help clients understand they can steer the process to 
their advantage, remaining true to their goals and saving money 
by using resources more efficiently.”
Vanella’s own divorce was also a catalyst for her business. “In 
my case, my ex-husband and I were actually able to resolve the 
divorce on our own. I wanted to use the skills and expertise I had 
built negotiating in the corporate world for 20 years along with 
the experience of mediating my own divorce, to help others.”
Schwartz agrees that in order to come out of a divorce relatively 
intact both financially and emotionally, a couple needs to try 
their hardest to be on the same page. “I’ve heard countless 
judges urge divorcing couples to compromise, stop arguing and 
stop the constant return to court in order to, once and for all, 
resolve the case. I couldn’t agree more. Arguing over the little 
things add up. That’s why divorce can be so expensive. And the 
emotional costs are, in many cases, even higher and  
more damaging.”  
According to Larrabee, clients who start working with her in the 
planning stages, before they file for divorce, have the smoothest 

transition and outcome. “Researching and organizing 
finances and creating a strong 
support network are much easier 
prior to filing.”
Larrabee has found that women 

considering divorce or who are 
newly divorced, often find 
solace speaking with others in 
the same situation. As a result, 
she offers free divorce support 
groups the second and fourth 

Tuesday evening of every month 
in Pitman, and the third Tuesday 

of every month in Mount Laurel.
Getting in Gear

Schwartz offers a straightforward way to 
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cut costs when fi rst sitting down with your 
attorney. “I strongly suggest you compile 
all the documents and details for your 
fi rst visit because it’s mandatory to fi le a 
Case Information Statement (CIS) with 
the divorce complaint. With everything 
in place at the fi rst meeting, you’ll save a 
lot of time at subsequent meetings.” He 
recommends you come prepared with:

• tax returns
• information pertaining to your 

children’s school if they are attending 
private school or college

• the deed to your house or houses
• knowledge of whose name the house 

and car are in
• all information on any bank accounts 

and investments
• all information on any profi t sharing 

and pensions plans.
Larrabee also advises before fi ling to:

• get medical and dental exams, 
purchase eyeglasses and have 
prescriptions fi lled

• check your healthcare coverage
• get a safe deposit box to store 

valuables and documents   
• pull your credit report
• have the house appraised
• check benefi ciaries on insurance 

policies and wills
• start thinking about a new will for 

yourself
According to Vanella, “Understand 
that once you decide to separate, you 
will have the expense of maintaining 
two households instead of one. Have a 
plan for your new lifestyle, especially if 
you have not been the ‘breadwinner’ 
and be educated on the duties that 
were your spouse’s, because now those 
responsibilities may become yours.”
Is Mediation Right for You?
Regarding the actual divorce procedure, 
all three professionals agree that 
mediation can save time, money and the 
stress of going to trial. To put their clients’ 
needs fi rst, Schwartz’s partner, Steven M. 
Slotnick, Esq., became a certifi ed divorce 
mediator.
Vanella says mediation saves between 
40% and 90% of the cost of a litigated 
divorce in court with two attorneys. “When 
couples agree to mediate, they come 
together to discuss, negotiate and settle 
the terms of their divorce,” she says. “This 
doesn’t mean the couples come in as 
best friends. There is often confl ict. The 
mediator is a neutral third party whose 
goal is to come to an agreement that is 
fair and equitable to both parties. After 
an agreement has been made, Vanella 
recommends that each party has its 
attorney review it, create a Property 
Settlement Agreement and proceed with 
the actual court fi lings.
What about the Kids?
When there are adolescent or older 
children, Larrabee notes that the main 
concern is, “will I be taken care of and 
how will the divorce affect me?” She 

adds that kids will take their cue from their 
parents’ behavior. “Many times kids are 
aware of the problems and relieved by a 
divorce.” 
“You have to be upfront with them,” 
says Schwartz.” They already know, if it’s 
been evident in the household, which 
normally it has been. You have to be 
upfront with what’s taking place, that 
what’s happening is not their fault and 
that you and your husband are going to 
do the best you can to continue to raise 
them together. And it’s most important 
that neither of you condemns the other. 
It’s extremely hard not to do that, and it 
happens too frequently. You should never 
say something like, ‘This is your father’s 
fault. If he hadn’t made us sell the house, 
we’d be able to stay here and you’d be 
able to continue going to school here.’ 
That can only hurt the children.” 
Vanella agrees, saying that, “People often 
believe that divorce damages children, 
when it’s actually the parental fi ghting 
that does this. When our clients come to 
mediation, we have a list of Parenting 
Rules we present to avoid these issues.”
Larrabee mentors clients to “look at 
divorce as a business transaction and not 
make decisions based on emotion, anger 
or revenge. Viewing the process as a series 
of steps and seeking the proper support 
systems will help you through the roughest 
days and lead you toward a brighter 
future.”  

Jackie Pantaliano, owner of 
ImPRessions, LLC in Voorhees, 
has written for regional and 
national publications. She is 
a Baby Boomer wife, mom, 
stepmom and dog mom. 
Contact her at jackiep@
impressionspr.net or visit 
www.impressionspr.net. 

Free Divorce Seminar
Join divorce concierge Kay Larrabee, 
Certifi ed Divorce Financial Analyst 
Lynn De Vasto and divorce attorney 
Scott J. Levine, Esq. on Tuesday, 
December 6, 2011, 7PM-9PM at the 
Voorhees Library for “Smart Divorce 
Strategies in Tough Economic Times,” 
a FREE seminar. For information or to 
register, contact Kay at 856-628-5272 
or www.TheDivorceConciergeOf
SouthJersey.com. 
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Interpreting Your Dreams
The 5 Most Common Recurring Dreams: 

What They Mean and the Lessons They Teach Us
by Lauri Quinn Loewenberg

E
very night, we leave the outer world behind and fall into our own 
inner world. Sometimes it’s a world of talking animals, sometimes 
it’s a world of monsters and hungry zombies, and sometimes it’s 
a world where we are rubbing elbows with celebrities. Whatever 

world in which you � nd yourself at night, it’s a world that’s uniquely your 
own. Well, most of the time!
While it’s true that our dreams are our very own individual and unique 
creations, there are a handful of dreams that we ALL � nd ourselves in 
from time to time, again and again. In fact, there are 5 dreams that are so 
common among us that they get reported to me on a daily basis. Let’s 
explore what these common dreams are, what they mean, why they keep 
happening and what we can learn from them.

1. Being Chased
In my research and experience I’ve found that the being chased dream is the 
most common recurring dream that women get. No matter who or what is 
hot on your heels in a dream,  chasing dreams are caused by “� ght or � ight” 
situations in waking life, where you choose “� ight” (avoidance) rather than 
“� ght” (confrontation).  
If this is a common dream for you, you need to ask yourself what issue you 
are currently running from rather than facing. Is it a confrontation you need 
to make? An obligation from which you want out? An issue you don’t know 
how to deal with? Or is it something from the past you are afraid will catch 
up with you?  

The lesson 
You can’t run forever. Avoidance is never a good way to handle an issue. All it 
does is prolong the pain and anxiety. These dreams will stop when you face 
and deal with whatever it is you fear during waking hours. 

2. Teeth falling out
This dream actually has nothing to do with your oral hygiene at all! Body 
parts in dreams are more about the emotional and psychological parts 
of your personality than the actual physical parts of you. That being said, 
to your dreaming mind, your teeth or any part of your mouth are actually 
about the part of you that communicates. When your teeth fall out in a 
dream, it usually means that, in waking life, you’ve allowed something out of 
your mouth that should have remained in there permanently. 
If this is a common dream for you, you need to ask yourself what you 
have recently let slip that you shouldn’t have. Did you gossip? Did you not 
tell the truth about something or someone? Did you divulge too much 
information? Did you say something to someone that you later realized was 
hurtful? What did you say without thinking about it � rst?

The lesson
Your dreams are trying to show you that you must be careful about what 
comes out of your mouth because once it is out, like a tooth, you can’t put it 
back. Paying attention to your teeth dreams helps you monitor and improve 
the way you communicate.

3. Flying
To soar high in the sky and be free of gravity, to feel the wind blowing on 
your face and whipping through your hair… sigh; nothing beats the � ying 
dream. The � ying dream is so common because it’s an expression of our 
innate need to break free from Earthly woes and from things that bring 
us down and make us feel heavy. So you may � nd yourself � ying in your 
dreams at night when you have broken free from a bad relationship or a 
heavy situation the previous day. The � ying dream is also connected to your 
ability to soar to new heights and reach a higher level in your life or career 
than where you are now. 

The lesson
 This dream is just about the best dream you can possibly have. Take it as 
a pat on the back from your subconscious for a job well done. But most 
importantly, when life brings you down, remember that this dream is 
showing your ability to rise above, and the ability to break free is very much 
alive and well within you.

4. Back at school
Even if you graduated ten, twenty, even � fty years ago, your dreaming mind 
keeps pulling you back into chemistry class wearing nothing but your Nikes, 
or roaming the halls trying to � nd your locker. It’s a very aggravating dream!
The reason school is such a popular dream locale is because the dynamics 
of the school setting continue on into your job or career and also into your 
social life.  School is where you � rst learn the importance of being on time 
and meeting deadlines. It’s where you learn how to prepare and “do your 
homework,” where you learn how to deal with scrutiny, how to move on up 
the ladder and how to � t in. Basically, it’s where you learn all your basic job 
and social skills. School dreams are most often connected to your work life 
and slightly less often connected to your social life.
When you � nd yourself back in those cinder-block halls at night, you need 
to ask yourself what is going on at work or in your career that reminds you 
of what went on in your dream. If you’re late for class in your dream, are you 
worried about a deadline at work? If you can’t � nd your class or your locker, 
are you not feeling like you’re where you’d like to be in your job or career? 
And if you have to take your senior year all over again, even though you 
know you already graduated years ago, ask yourself if you have to prove 
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yourself at work or to a new boss.

The lesson
There is probably some unpreparedness, uncertainty 
or even vulnerability with your job or career that 
needs to be addressed. There is a lesson to be learned 
here, so sit up straight and pay attention! Your 
dreaming mind is placing you back in school because 
it really wants you to “make the grade” in real life.

5. Naked in public
Ah, the good ol’ naked-in-public dream. How many 
times have you had THAT one?  Standing there in 
all your glory for the whole world to see is rather 
uncomfortable and embarrassing for sure, and it 
makes you feel vulnerable and exposed. Hellooo??? 
Insecurity!!! Not surprisingly, it is those very feelings 
in waking life that are often the cause of the dreaded 
naked-in-public dream. You will find that you have 
this dream when you are about to be or were recently 
in a waking life situation where all eyes were on you, 
such as when you gave a presentation in front of the 
board room, when it was evaluation time or when 
you hosted a dinner party for the in-laws. I had this 
dream the night before I went on Good Morning 
America! The root of the dream is connected to 
concern that others are going to see your flaws—not 
necessarily your physical flaws—but rather your 
performance flaws.
But have you noticed that no one else in the dream 
ever seems to give a flip that you’re naked and that 
you are the only one freaking out about it? This is the 
way your dreaming mind is reassuring you that there 
is no need to feel embarrassed or exposed. You are the 
only one giving so much thought and energy to this 
situation.

The lesson
Whatever it is that is causing you to feel insecure in 
your performance or abilities is not as bad as you 
think. Yes, certain situations can really make you feel 
vulnerable but know that these situations also make 
you more confident.
So, why are these dreams so common? And more 
importantly, why is it that these common dreams also 
keep coming back? It’s quite simple really. All these 
common dreams are directly connected to very 
common issues and behaviors we all share: mis-
speaking, avoidance of tough issues, a need to rise 
above what weighs us down, work anxiety and 
vulnerability. As long as the issues and behaviors keep 
showing up, so will the dreams. You see, our dreaming 
minds are happy to nag us to death about issues it 
wants fixed. Once you correct the issue and improve 
the behavior, you have not only ended the dream, 
you’ve also dramatically improved your life!   

For almost two decades, Lauri 
Loewenberg has been inspiring people 
to wake up to the power of their 
dreaming minds. Her groundbreaking 
work has made her a popular guest 
featured on The View, Good Morning 
America, The Today Show, CNN, Dr. 
Oz and countless radio shows. She 
is the author of three bestselling books on dreams, the latest 
being Dream On It, Unlock Your Dreams Change Your Life. www.
lauriloewenberg.com.
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• Have less stress?

Then, it’s time to work with an 
expert by your side and move 
you from bedlam to brilliance. 
You’ll love what happens! 

Home • Small Business • Downsizing

Contact Barbara Berman, Professional Organizer, TODAY!
                                                      info@bb-clutter-solutions.com

                                 856-912-0077
                                                              See how you can create order in your life!

                                  Visit www.bb-clutter-solutions.com and receive your FREE monthly organizing tips.

BRILLIANCE
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