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2005 was a challenging year for South Florida, Louisiana
and Mississippi, when Katrina, Rita and Wilma came to visit.
Americans came to the aid of displaced families with their
money, help and even sharing their homes.

NPI members in Broward and Palm Beach counties were hit
very hard.  During my visit to that area, I saw the destruction, trees down, roofs destroyed,
power outages and mounds of debris the size of small houses.  Many members had damage
to their homes and businesses.  Some without power for weeks.  Charlie Martin, Regional
Director for Palm Beach, brought together members of four chapters for a meeting at the Red
Lobster, which I can only describe as helpful, heartwarming and informative.  The knowledge,
caring and willingness to help is what I believe NPI is all about.  We stand by each other in
times of great need.

Despite a challenging year, NPI managed to post a 10-20% gain in membership for Florida.
Thanks to our excellent Regional Directors, Shelley Campbell, Eric Jacobson and Charlie
Martin, as well as many area directors throughout the state.  A special thanks to Jill Metlin, a
New York Life Agent, who moved from Palm Beach to Jacksonville and insisted on a chapter
to recreate the wonderful networking that she experienced in South Florida.   With a little
assistance from yours truly, Jill started the JACKSONVILLE MANDERIN CHAPTER, which
now exceeds 15 members and a new chapter on its way.
Thank you Jill.

We want to continue the quality, enthusiasm and positive attitude of our Florida members.
We know that NPI is a Florida Success Story.    We are now moving into Georgia where I
have just started four chapters in Atlanta.  We need your help to find great members who
would like to have the NPI experience.  Do you know professionals in that area?    Remember
there is a $50.00 credit on your next year’s dues when you bring in new members and you
also offer them the NPI experience.

Best wishes and continued prosperity to our members in 2006!!!!!
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Palm Beach County & Ft. Lauderdale
Charlie Martin, Regional Director

Growth, growth, growth is what the PB & FTL chapters are all about.
Now only in the chapters, but the number of chapters as well.   All that
growth, in spite of the devastation and aftermath of that Lady Wilma,
continued through the end of the year with FTL Oceanside adding five
new members in November and December, Jupiter with four, two in the
Boca Central Chapter, one in the Boca Glades chapter, You go guys!

Moving into 2006, our chapters have continued their momentum!
Our Boca Glades Chapter made it a concerted commitment to grow

their chapter and is doing it in many different ways. The Program Chair
designates the speakers for six weeks in advance and they publicize that
speaker to the professional categories that are missing from their chapter
and would gain the most from an alliance with the speaker.  Gemma
Pressinger, Vice President and former Membership Chair, assisted by
President Michael Liss, Esq, and former President, Rob Zeigen, CPA,
created this alliance building training to increase their sphere of influence
 The Boca Central Chapter made a mighty impact within their chapter,
now  celebrating their first anniversary with 15 members and a great
board led by President Amy Weishaus, BasketoBooks, and Vice President,
Dr. Paul Ratikin.   Amy enters her 2nd year with six members that she has
brought into NPI.  Guess what?  No membership dues!

The Ft. Lauderdale chapters, Oceanside is making their own powerful
statement in the Broward area.   With Eric’s Chapters in West Broward,
NPI has created a strong alliance and presence within that county.

New chapter, Deerfield Champions, headed by President Trent
Navaro, Mortgage Broker and Vice President, Nancy Meinholz, realtor
had their launch and member drive this month.    Another new Chapter,
the West Palm Beach Winners, headed by President Scott Miller, Financial
Advisor is ten strong into their 3rd meeting.

And all work and no play leads us to talk about quarterly mixers, a trip
to the Comedy Club, a black tie wedding (well, ok, so it wasn’t really a
chapter function, but Atlantis members were all there celebrating Terri
Sears Hansen’s unusual wedding stage production), a member’s 40th

celebrated in the Kravits Center, an oyster roast in a members home, a
dinner show on a ship, bowling, TGIF night, and Irish “pubbing”!

Not having a holiday party this year because of so many things
happening, Pam Orzan, Realtor, Boca East President and Regional Social
Chair, made the Holiday Party, the Party of the year, with celebration of
the Chinese New Year in January at the Jetsetters Lounge.  What a great
turnout!

It is clear, NPI members who receive the most referrals,  realizes the
value that socializing creates in getting to know, like and trust other members
and building strong and lasting relationships.

Don’t you just love when your fellow members really “get it”?  I am so
proud of each and every one of my members who work very hard to help
each other succeed by “Remembering a Member”.

What Is a Reverse Mortgage?
Lois Howard, Central Tampa Lunch Chapter

If you know anyone who is 62 years of age or older, owns their home,
even if they still have a mortgage, and would like to improve their cash
flow and never make another mortgage payment, please read on.

A reverse mortgage is a loan against the equity in the senior’s home
that provides tax-free cash advances, but requires no payments during
the term of the loan.  Since there are no monthly payments during the life
of the loan, the senior can never lose their home through foreclosure.

The loan is not due and payable until the last borrower no longer
occupies the home as a principle residence, i.e. the last surviving borrower
sells, moves out permanently or passes away.

Another benefit of a reverse mortgage is that they are “non recourse”
which means that no matter how high the loan balance grows, the borrower
or their heirs never owe more than the home’s market value.

The proceeds from a reverse mortgage can be used for anything:
daily living expenses; home repairs and improvements; medical bills and
prescription drugs; pay off existing debts; education; travel or long-term
health care.  In other words, the money is the seniors to use whenever
and however they chose.

The proceeds from a reverse mortgage are available as a lump sum,
fixed monthly payments for as long as the seniors live in the home, a line
of credit or a combination of these options.

The amount of benefit the senior will qualify for will depend on the youngest
borrower’s age at the time of application, the type of reverse mortgage
selected, the value of the home, current interest rates, and the location of
the home.  As a general rule, the older the senior and the greater the
equity in the home, the larger the reverse mortgage benefit will be.

The costs associated with getting a reverse mortgage are similar to
those with a conventional mortgage, such as origination fee, appraisal
and inspection fees, title policy, mortgage insurance and other normal
closing costs.  But, unlike a traditional mortgage where the borrower will
need cash to close, with a reverse mortgage all of these costs can be
financed as part of the mortgage.  There is no money out of pocket
required.  There is also no income requirement.  The home is what qualifies
for the loan, not the senior.

Now that you understand some of the benefits of this wonderful
option, start thinking about the seniors (62 or older) you know who
should receive more information.
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IT’S ALL IN THE CARDS!
Eric Jacobson, Regional Director of West Broward County and Owner of
BlackJack Delivery Service

Every net worker knows the key to great networking is to hand out
business cards. “It’s a numbers game” Right? The more cards you hand
out the more business you will get. Right? Nothing can be further from the
truth.

Networking is a “Marathon” not a “Sprint”. We must pace ourselves
and finish the race without skipping a beat. I am not sure I always believed
the above statement but after last month I am a true believer.

It was an after hours event I had on a Thursday. I had had both a
breakfast and a lunch meeting that day and was fully into this Chamber
event to recruit new members into my chapters. I was ready to go, with a
pocket full of cards and my $10. admission fee.

The Valet whisked my car to places unknown and I paid my way into
the event. I stopped at the desk to drop a card into the raffle bucket and
away I was to achieve my goal. As I put my stack of Business Cards in
my left rear pocket (left rear outgoing and right rear incoming) I felt a
strange edge on a card. I suddenly realized I had only a few of my own
cards and other cards were from my other networking that day. I quickly
took inventory and counted only five of MY cards for this three-hour
event. I was almost sorry I dropped one into the raffle bucket.

That is when I decided to give my five remaining cards only to those
who were true prospects for membership and not “waste” them. I spent
up to 15 minutes “interviewing” each prospect instead of the usual 1-2
minutes. If I had 50 cards, I wouldn’t have had the success I had that
Thursday might. You see, by carefully screening my targets for the
distribution of my remaining cards, I had “cherry picked” the best prospects
for membership.

I felt a great sense of accomplishment as we neared the end of the
event. I was further amazed when my card was pulled for the raffle prize
of a pocket calculator complete with a compartment for holding business
cards.

Of the five cards I gave out, I had three guests show up the following
week and two of them came on board as members.
The lesson learned is that…if you are doing the same thing everyone else
is doing, you must be wrong.

Give Your Sales Staff a Helping Hand
Charlie Martin, Regional Director

Do you realize that your infomercial is your most powerful tool to
increase the effectiveness of your NPI membership and success?   And,
did you know that you have just 30 seconds to get someone’s attention?
That’s why NPI does so much training to help you create the infomercial
that assist other members to know how they can help you.

This year, freshen up your infomercial by creating a variety of “did
you know(s)” about your business.  Think of ways to interject humor into
your infomercial. This is about business, but who said business can’t be
fun.  Explore new dimensions.  Be confident when you are speaking.

The word “powerful ” means “having great power or force or potency
or effect”, “strong enough to knock down or overwhelm,”  “ having the
power to influence or convince”.  And, isn’t that what you want to do with
your infomercial?

Power  words and power phrases  such as; “recommended for
professionals” “you asked for it, here it is”, “the mystery is solved”, “no
one does it better”, “committed to serving you”, “the professionals choice”,
“we mean business, your business”, “Times change and we change with
them”  is essential in gaining and keeping the attention of the listeners.

Use “catch phrases” to get your members attention.  One of my
members who sells life insurance ends his infomercial with “See me before
you go”.   The Acupuncture Physician  says “not seeing me could be
hazardous  to your health”.   A financial planner, “ Let me cover your ass-
ets”,  The Attorney  “I empower the powerless”.  The dietitian who says “I
teach people how to behave in front of food”.  Think about it and come up
with a memorable phrase – again, it’s fun!

Be specific about the people you want to talk to.   For example, “
Since my business is such a powerful value to medical professions, I
would like to talk to your doctor, your brother who is a chiropractor, or
your next door neighbor who is a dentist.”

You have stated two things in that one sentence, the fact that you
offer “value” and who would benefit from that value.  If you don’t ask, we
don’t know what we can give you.

A clear and concise infomercial is as essential as a business card.
You need to be able to say who you are, what you do, what you are
interested in doing and how you can be a resource to your listeners.  Not
only that, you need to be able to say it in a variety of ways so that your
members actually learn what you do and the referrals that work best for
you.

Most important, have a good time doing it!
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“I could use some extra money.  Can I just take the cash from my
401(k)?”
Yes you can take the cash, but you will be hit with a 10% IRS penalty if you
are under age 59½ and you will pay ordinary federal and state income tax
on the value of the account.  So if there is $20,000 in the 401(k) plan and
you take an early distribution, you could end up with only $11,000
(assuming 10% early withdrawal penalty and 35% combined state and
federal income taxes).  That is quite a hefty cost to access this money
that has been earmarked for your retirement, not to mention how difficult
it can be to re-start your retirement savings plan.
 
“Can I leave the 401(k) right where it is and let it continue to grow?”
Oftentimes you can leave the 401(k) money in your old employer’s plan,
especially if your account is over $5,000.  Some employers will force ex-
employees to move the smaller accounts out.
 
“If I can leave the money in my old employer’s plan, is that the best
solution?”
It depends.  Most 401(k) plans have limited investment options (5-20
different mutual funds or employer stock) and the quality of the investment
options (fees, performance, diversification, etc.) vary with each plan.
Many people, including me, decide that they can find more appropriate
investments outside of their 401(k).
 
“Can I roll the old 401(k) into my new employer’s 401(k)?”
Oftentimes you can do this, but then you would be subject to the limited
investment options of your new employer’s 401(k) program.  If you like
the investment choices in the new 401(k) program, this is a good idea.
Otherwise you may want to consider a Rollover IRA .
 
“How does a Rollover IRA work?”
If you want more control over how to invest the former 401(k) balance,
you can open up an IRA (Individual Retirement Account) at nearly any
investment company.  You pick the investment company that offers you
the type of investments that are best for you.  Your old employer will send
you a check for the balance of the 401(k) program, but the check will not
be made payable to you.  It will be made payable to the investment company
that you choose.
 
“Do I have to pay any taxes or fees for a Rollover IRA?”

As long as this rollover is executed as a “trustee-to-trustee transfer” you
will not have to pay any taxes.  The only fees you would pay would be
whatever fees (if any) that your new investment company may charge
you.
 

“How do I pick the best investment company for me?”
There are a variety of ways to do research for finding investment
companies.  Some people like to do their own research online, while
others ask the advice of family and friends.  In today’s world, where
retirement savings is so important, many people are seeking the advice
of a retirement specialist.
 
“What will a retirement specialist do for me?”
A retirement specialist will be able to help you determine the most
appropriate mix of investments for your retirement planning and continually
monitor the progress of both the investments you have made and your
progress toward reaching your retirement goals.
 
“How much does a retirement specialist cost?”
Some retirement specialists charge a flat or hourly fee.  Others receive a
commission directly from the investment company that you choose so
you don’t have to pay anything out of pocket.  A quality retirement specialist
should be very straightforward about how he/she gets paid and should be
happy to explain this when you ask.
 
“ How do I find a quality retirement specialist?”
You need to find someone that you are comfortable with and that you can
trust.  There are 3 main things you may want to look for:

(1) Someone who is independent can usually offer more objective
advice than someone who is not independent.  The best way to
get objective advice is to get an independent opinion (Would
you ask a Ford dealer who makes the best SUV?)

(2) Someone who has a dedication to investment advice and has
signed an oath of ethics.  The easiest way to find this is someone
who is a Certified Financial Planner™Professional and has the
initials “CFP®” at the end of his/her name.  You can look for a
local Certified Financial Planner™Professional at www.cfp.com/
search

(3) You want someone who is young enough to still be working by
the time you are planning to retire, so choose someone younger
than you.

  
Adam Gellis, CFP® is an author, public speaker, and CERTIFIED
FINANCIAL PLANNER ™Professional in Palm Beach Gardens, FL. 

401(k) FAQ’s After Leaving a Job
Adam Gellis, President of Central Palm Beach Chapter
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Giving A Gift That W ows!
Amy Weishaus, Vice President, Boca Central Chapter

It’s simple! We take a passion for books and people, add
intuition and gourmet treats, and create a sure-to-please,
personalized gift ready for local delivery or nationwide shipping.
And it’s always the right time to reach out and say, “I care.”
We design for both individuals and companies seeking a
uniquely memorable gift. Often we hear that the baskets are
too beautiful to open. Who wouldn’t enjoy discovering an array
of individually wrapped books, CD’s, or DVD’s artfully arranged
often with elegant tissue and silk flowers?

“We kept finding more and more as we went through the
contents,” said sports fan Larry Jerome of Colorado as he
opened his Denver Broncos theme basket including a team
hat, tee shirt, DVD and snacks. Owner/designer Amy Weishaus
works within each client’s budget and offers corporate
discounts. Baskets range from $50 to $200 on the average,
but requests have come in as high as $600 and $1,000. In
these cases we virtually become personal shoppers and
research librarians. Some baskets contain no books while
others no treats, depending on the profile and preferences
provided by the purchaser. And, yes, we create gifts for pets.
Whether one’s budget requires Godiva or Double Stuff Oreos,
wicker or a wooden chest, it’s the personalization that never
fails to wow! We also can incorporate books on tape, large-
type print or gift certificates.

The moods, occasions and designs are many, while an
upscale, one-of-a-kind gift is the goal. Besides Christmas,
Hanukkah, and New Year, baskets for new babies and children,
T.V. and movie lovers, history and political buffs, golfers,
and “just because” are big hits. Recent themes included
Tolkein, Harley Davidson, West Virginia, and James P
Patterson novels, cooking, and wine. Clients may include
items they have already purchased or special memories in
framed photos.

We love finding unique gift items, great CD’s and
stationery. Spiritual, religious, and inspirational themes are
always well received. It is a joy when clients ask to include a
favorite book, song, or movie that made a great impact in
their lives. This level of sharing makes the gift truly special.
Basket o’ Books~And More can be reached by phone 954
574 6718, email: basketobooks@bellsouth.net or web:
www.basketobooks.com.

When you want to make giving an art, contact Basket o’
Books..... It’s a novel idea!

How Can A CRM Help Y our Business
Scott Benninghoff, Hispanic Chamber Upper Tampa Bay Chapter

First off, let’s get some terms straight.  CRM stands for
Customer Relationship Management.  This is a system
designed to help an organization manage its customers,
prospective customers and other essential business
relationships. A CRM allows an organization’s relationships
to become more profitable by focusing your sales resources
on customers that truly affect your bottom line.

Benefits of using a CRM:

· Develop better communication channels
· Collect vital data, like customer details and order

histories
· Create detailed profiles such as customer preferences
· Deliver instant, company-wide access to customer

histories
· Identify new selling opportunities

Do you ever feel that you might have forgotten about that
important customer or possible sales lead?  A CRM will allow
you to schedule your contacts ahead of time and permit
anybody in your sales group to make that important contact
in a timely manner.  Unlike a contact manager, a CRM allows
a group of people to schedule contacts, assign sales leads,
manage sales campaigns and integrate with external systems
such as Accounting and Order entry systems.

A Web based CRM provides your organization the ability
to drop in a solution without disruption of your existing
technology infrastructure and doesn’t require any special
software on your Sales Team’s PC’s.  Your browser accesses
these systems and the number of simultaneous user is only
limited by the constraints of the server it is installed on and
the network connecting all the users of the system.

Is a CRM expensive to implement?  It doesn’t have to
be.  Open Source technology has provided new opportunities
and affordability for organizations of any size.  The key to
success is the adoption of the methodology of CRM to truly
achieve the benefits it can provide.
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Property Sellers May Be Sold Short
Thinking They Got A Good Deal
Nancy Meinholz, Realtor and Vice President of
Deerfield Beach Champions

It used to be “Caveat Emptor, ‘Buyer Beware!’” Today, it’s become
“Caveat Venditor, Seller Beware” — especially because the agent you
probably just hired, who perhaps is a productive agent, is representing
neither you nor the buyer, just the transaction.

So, how are you sold short?  Consider his scenario.
You’re ready to sell your property, so you call in several top real

estate agents. They all say the market is hot, and they can sell your
property, probably themselves. They all sound great — after all, they all
sell properties — so now you’re looking to find the one who will give you
the “best deal” on the fee. You even find some top agents who will cut you
a “better deal” if they sell it to their own buyer.  A few more advertise they
will give part of their fee back to the buyer. This is too good to be true!

So, you hire the agent with the “track record” who offered the best
fee deal, and sure enough, just as he/she said, the agent sells your
property to his/her own buyer. You’re thrilled. In less than 72 hours, your
property is off the market. No more hassle, and you feel like you just
saved $5,000, $10,000 or even $25,000 in commissions.

But don’t break out the champagne just yet. You may not have reason
to celebrate.

Did you ever find out if the agent you hired had a fiduciary responsibility
to represent you and your interests, or was it his/her job just to get your
property sold? If your property was listed and sold so quickly, how could
it ever have been on the market? Did the broadest range of buyers have
a chance to know about your property?

If you hired an agent because of the “reduced-fee” slogan and were
not aware that it was in his/her best financial interest to keep all other
agents working qualified buyers out of your property, did you end up
subsidizing your agent’s fee with a reduced-sale price? If you were in
your agent’s right pocket and his/her buyer was already in the left pocket,
who was working for whom? How much did you lose in your sales price?

Bottom line: Don’t allow your property to be sold short.
In this hot real estate market, you do not need to pay an agent to sell

your property.  But you do need a firm that will expose your property to the
entire market for an appropriate period of time so true market forces can
drive up your selling price 5, 10 or 15 percent beyond recent sales.

Let’s face it, the eyes of the world are on South Florida and demand
is great. Don’t allow super-aggressive sales practices cause you to
subsidize your agent’s fee by a depressed sales price.

You need a reputable firm looking out for you. Before you hire an
agent, more so a “top producer,” find how what his/her marketing and
negotiating strategies will be to sell your property at top price. Find out
how he/she will represent and protect you. Find out whether he/she will be
acting as what Florida law defines as a “Single Agent,” with a fiduciary
responsibility to you, or as a “Transaction Broker,” whose job is basically
to get the deal together.

Did you know that the foods you eat could affect your aches
and pains? If cold and damp seem to make your pains worse, we
recommended using certain foods and spices like cayenne pepper,
ginger, cinnamon, turmeric, chestnuts, beets, and beef to help.
Similarly, though, we would recommend against some foods that
will tend to make aches and pains from this sort of arthritis even
worse.

For example, you would be surprised at how many people
use ice cream as a source of calcium in their diet. The problem
with ice cream from the point of view of Chinese Medicine is that it
is cold, sweet, and full of milk or cream. Dairy products tend to
produce “dampness” within the body. If your arthritis seems to get
worse with damp weather, then you should avoid dairy - it makes
any problems aggravated by dampness even worse. This doesn’t
mean you should necessarily eliminate it entirely, but you should
look at reducing it. If you are concerned about your levels of
calcium, you can increase your intake of dark green leafy
vegetables like spinach, which also provide calcium. If you decide
you want to take a supplement, make sure you also get some
Vitamin D and magnesium, which help your body use the calcium.

The cold of ice cream causes your body to work harder to stay
warm. This tends to consume your Qi, especially your Spleen Qi.
Your Qi has many functions, including warming the body. When
the body is warm, the joints are supple. When you consume your
Qi, you make it harder to warm the joints, and keep them flexible.

The Spleen can also be hurt by too much sweetness. Some
sweetness in your diet actually helps the Spleen, but in general,
most of us consume WAY too much refined sugar. As a result, we
overtax our Spleens. Again the Spleen Qi can be harmed, making
it hard to warm the joints.

Our diets should not be fixed in stone. We need to be conscious
of how our activity levels change, how our environment changes,
how our stresses change. Subtly modifying your diet to
accommodate these changes can help the way you feel and your
overall health. In the winter, you should avoid too many foods that
tend to “Clear Heat,” such as pears, romaine lettuce, and mint. But
during the summer, you may wish to increase foods like this.

Similarly, you will likely want to avoid too much cayenne
pepper, ginger, ginseng, cinnamon, turmeric, chestnuts, beets,
and beef in the summer time, even though they may be helpful for
your arthritis in the cooler winter months.

We have no trouble understanding, that eating too much fat
can cause cardiovascular problems. It should come as no surprise
that food could affect your aches and pains, too.
 
.
 
 

-

 
 

-

Diet Can Affect Aches and Pains
Gwen Thomas, Acupuncture Physician, Sunrise Yacht Club Chapter
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Virtually every aspect of our lives centers on something financial.  A
key factor in our financial matters is income taxes.  In this article I will try
to stimulate you enough to do something about your taxes in a proactive
way, instead of a passive way.  In other words, let “make it happen” not
“let it happen.”
  We will explore some personal income tax issues as well as business
tax issues.  I hope when you finish reading this article you will have a
better insight into your tax situation and opportunities.

First let’s take a look at some key factors relating to you
personal taxes .
  Marginal Tax Rates – know your marginal rate.  This is the rate at
which you will be saving taxes when you generate deductions or reduce
income.

Consider Alternative Minimum Tax (ATM) – This is the minimum tax
rate which must be paid by all taxpayers.  If you have special tax
considerations or write offs in excess of certain limits, the ATM may be
activated.  Proper planning could reduce or eliminate ATM.

Taxes on Investments - Special rates are allowed for long term capital
gains and dividends.  Consider an installment sale to defer tax on capital
gains, especially large gains, since this could trigger ATM.  Try to group
capital gains and losses in the same year.  If you have rental property you
generally are allowed up to $25,000 of losses against your other income.
Tax-exempt securities may be an option.  Again be careful of the ATM.
Income from tax exempts is added back to determine ATM.

Shifting Income - timing the receipt of income is always a good planning
strategy, but not often obtainable.  Consider shifting income to children,
over the age of 13, and have it taxed at their lower bracket.  Children 13
and under are taxed at your highest rate on income over $1,700.

Retirement and Education - Always maximize your use of retirement
opportunities and education savings accounts / 529 plans to plan for your
future and your children’s education.  There are many options available.

Now let’s take a quick look at some business opportunities.
Business Structure – There are various forms of business structures

to consider.  Among them are C Corporation, S Corporation, Partnership,
Limited Liability Company, and Sole Proprietorship.  You need to know the
difference in each of these in order to determine the right structure for
you.

New Start up Rules – The start up costs for a new business can now
be written off as soon as the business begins operations (up to $5,000).
If you start up costs exceed $5,000 the balance must be written off over
180 months.

Sections 1244 Stock - In forming your business consider qualifying
stock issued by your company as “Section 1244” stock.  This would
enable you to deduct any future losses on the stock as ordinary instead
of capital losses, with limitations.  Being treated as ordinary losses will
allow a higher amount to be deducted in any one year.  Currently you can
only deduct $3,000 of net capital losses in one year.  The 1244 loss is
currently limited to $100,000 on a joint return.

Minimize Corporate Income - Look for way of reducing you corporate
income.  Paying salaries to stockholders; paying rent for the use of
stockholder equipment or property, and reimbursing business related
expenses paid for by owners are a few of the ways of reducing corporate
income. 

Maximize Deductions and Credits – Know what special tax provisions
apply to your business.  Credits for production activities, use of energy
efficient buildings, enterprise -zones, etc. are available for certain
taxpayers.  Special elections are available regarding the depreciation of
new equipment purchases.  The list goes on and on.

Conclusion
I hope that this article has made you realize that you need to plan

your future, not let your future plan you.  You need to take control of your
financial well being by planning the right steps to reach your goals.  If you
need help in doing this, please give us a call.

A New Y ear - Do Y ou W ant T o Let It
Happen (Again), Or Do Y ou W ant T o
Mak e It Happen. The Difference
Is Planning!!
Kenneth L. Brown, CPA, CVA, New Tampa Breakfast Chapter

Home-Based Businesses Need Insurance
Melissa Snively, Brandon Breakfast Chapter

The dream of owning a business is becoming a reality for thousands
of people each year.  For many of these would-be captains of industry,
that means starting the operation at home.  However, your enterprise
may be in jeopardy if you don’t have business insurance.

You need business insurance because most homeowner’s policies
place limits on business-related exposures.  For instance, a copier or fax
machine used for business and damaged in a fire may not be fully covered
because it is considered business property.

Also, the homeowner’s policy does not cover business liability, loss
of income, exterior signs and many other important items.  If a client were
injured at your home while conducting business, your homeowner’s policy
would not apply. Anyone who operates a home-based enterprise and
does not have the proper insurance coverage is putting his or her business
and personal assets at risk.

Business insurance may provide many or all of the coverages listed
below:

·Accidental direct physical loss coverage for business personal
property.

·Broader off-premises property coverage Loss of income coverage
·Extra expense coverage
·Contractual liability coverage
·Liability of employees while acting within the scope of their

employment.
Many entrepreneurs start their businesses on shoestring budgets

and try to cut corners by keeping expenses at a minimum. But when you
consider what you get, business insurance becomes a tool you can’t
afford to work without.

Security Systems • Access Systems • Camera Systems
Surround Sound • Structured Wiring • Pool Alarms

Home Theater Systems • Whole House Music

DCSI, Inc.
Security Solutions

Nelson Butera
Sales Manager

P.O. Box 292894 • Tampa • Florida 33687
Cell: (813) 267-2199 • Fax: (813) 661-8536

E-Mail: nbutera735@aol.com • Lic. # EZ11000120
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Are you concerned about your child’s thumb sucking and wonder if it

is harmful?  At what age should your child stop thumb sucking?  What

could happen if your child doesn’t stop?  Thumb sucking is one of the

most common habits of children.  Did you know that approximately 50 to

87 percent of children suck their thumbs?

The American Academy of Pediatric Dentistry states that most children

stop thumb sucking on their own between the ages of 2 and 4. Somewhere

between 85 and 99 percent of children have finished thumb sucking

spontaneously before the age of 4. Contrary to popular belief, research

has shown that no emotional trauma is suffered when a person stops

chronic sucking.

According to the American Dental Association, thumb sucking does

not cause permanent problems with the teeth or jaw line unless it is

continued beyond 4 – 5 years of age.

How can I tell if my child is thumb sucking?  The thumb or digit the

child uses will oftentimes have calluses and may even be longer than the

non-used finger or thumb.  Other signs your child may be too attached to

sucking will be tongue thrusting forward when swallowing, and speech

problems such as lisping.  Other common problems seen with prolonged

thumb sucking include open bite, where the upper and lower teeth do not

come together; and overjet, a protrusion of the front teeth otherwise

known as “buck teeth”.

In Memory of Rob Campayno
NPI lost a dear friend in October when Rob Campayno
died in an auto accident. Rob was a great friend of mine
and nearly everyone else he touched in his too short life.
Many of you will remember Rob with Bay Couriers and
as an NPI area director. I will always remember him for
his wonderful attitude, smile and willingness to help
everyone he met. We give our sympathy and prayers to
Dr. Lisa Marsh and family.

                               Dan Doody

Thumb Sucking
Donna O’Toole, RN, BEd, LMT, OM, Brandon Breakfast Chapter

Many children are referred to an orofacial myologist by their dentist,

their pediatrician or by family and friends. Orofacial myology is the study

of the muscles and skeletal structures of the mouth and face that affect

speech, swallowing, chewing and/or breathing.  Orofacial myology therapy

is aimed at any dysfunction of these muscles and structures.  Behavioral

modification and motivational therapy is successful when combined with

orofacial myology therapy.  This combination has proven to be the most

effective means of stopping these habits.  Statistics show that most people

modify their habits on the FIRST DAY!!!

Before Treatment After Treatment

Support Our Advertisers!
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Lake Worth, FL
561-439-6670

jeff@btb.com

For day , time and location please call

the contacts above or visit our website:

npiflorida.com

Network Professional Chapters
Pinellas / Pasco
Clearwater Largo

Breakfast
Downtown Clearwater

Breakfast
Dunedin Lunch
East Lake Breakfast
Feather Sound Breakfast
Gulfport Lunch
Icot Lunch
Mid-Pinellas Lunch
North Clearwater
Breakfast
Palm Harbor Lunch
Pasco/New Port Richey

Breakfast
Safety Harbor Breakfast
St Pete Lunch
St Pete Business Builders
St Pete Downtown

Breakfast
St Pete Power Lunch
Sunrise Yacht Club

Breakfast
Tarpon Springs Breakfast
Trinity Breakfast
Winner’s Circle Lunch
Yacht Club Breakfast

Duval County
Jacksonville Manderin

Lunch

Contact
Dan Doody

727.946.0772
or

Michelle Bell
727.459.1641

Hillsborough
Brandon Breakfast
Brandon Metro Breakfast
Central Tampa Lunch
Hispanic Chamber
Carrollwood
Hispanic Chamber
Westshore
Hispanic Chamber Upper
Tampa Bay
Hispanic Chamber West
Tampa
New Tampa Breakfast
North Tampa Breakfast
Plant City Lunch
South Brandon Lunch
South Tampa Breakfast
Valrico Lunch

Contact
Shelley Campbell

813.334.5652
Shelley@npiflorida.com

Atlanta, Georga
Canton Breakfast
Cumming Breakfast
Roswell Lunch
Woodstock Breakfast

Contact
Ann Farrell

678.294.2083
or

Dan Doody
727.946.0772

Palm Beach County
Atlantis Lunch
Boca Central Lunch
Boca East Lunch
Boca Glades Lunch
Boynton TBA
Central PB County Lunch
Deerfield Champions
Breakfast
FTL Oceanside Breakfast
Jupiter Abacoa Breakfast
WPB Winners Breakfast
Wellington TBA

Contact
Charlie Martin
561.213.1502

Charlie@npiflorida.com

Broward County
Coral Springs North

Lunch
Coral Springs South

Lunch
Parkland Breakfast
Plantation Lunch
Weston Lunch

Contact
Eric Jacobson
954.720.9600

Eric@npiflorida.com


