
less than 2 years old to 

a minimum of 9% for 

businesses with at 

least two years of oper-

ating history. Rates are 

based on a floor of 5% 

and fluctuate. 

Our line of credit is 

meant to help busi-

nesses grow,” says 

McHenry, “So, we 

opened this program 

up to new businesses, 

and offer below market 

terms and conditions: 

our lines of credit are 

for a one year, renew-

able term, and there is 

no “clean-up” period.” 

For more information 

on the line of credit, 

contact Ellen McHenry 

at 908-527-1166 or 

info@ucedc.com.  

For small business 

owners with fluctuating 

cash flow needs, 

UCEDC now offers 

something new—a line 

of credit. 

UCEDC’s line of credit 

provides up to $20,000 

for supplies, inventory, 

or working capital. 

Lines of credit are dif-

ferent than typical 

loans: there are no 

monthly payments until 

you access 

the funds. 

“Our line of 

credit pro-

gram is a 

valuable 

tool for the 

business 

owner with 

fluctuating 

cash flow 

needs,” 

states Ellen McHenry, 

Director of Financial 

Programs at UCEDC. 

“Unlike a term loan, 

business owners can 

tap into the line when 

they need it, and are 

not tying up their cash 

flow to make monthly 

payments.” 

Interest rates range 

from a minimum of 

10% for businesses 

UCEDC Line of Credit Now Available  
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Robyn Samra of Picklicious 

(Teaneck, NJ), recently closed a 

line of credit for her business. 

NJBiz Selects Tinen as State Mover & Shaker  

In the June 22 issue of 

NJ Biz, New Jersey’s 

premier business 

magazine, UCEDC 

President Maureen 

Tinen was selected as 

one of the state’s 15 

“movers & shakers.” 

“The leaders profiled in 

our annual tribute have 

been making head-

lines, shaping stories 

and directing the pace 

of business over the 

past year,” writes NJ 

Biz magazine. 

Maureen Tinen was 

lauded for her 30 year 

career in the economic 

development field. 

Since joining the or-

ganization, Ms. Tinen 

brought a Procurement 

Center (one of two 

statewide) to Union, 

and earlier this year, 

relaunched the Entre-

preneurial Training 

Initiative, a six week 

business plan writing 

workshop, and began 

offering lines of credit, 

making UCEDC the 

first microlender in the 

state to do so.  

Read more about the 

other movers & shak-

ers at www.njbiz.com. 

Save the Date  

UCEDC Golf Classic  

25th Anniversary!  

October 7, 2009  

Galloping Hills Golf 

Course, Kenilworth  

 

Join us October 7th for 

UCEDC’s 25th Annual 

Golf Classic.   

It’s a win-win situation.  

You enjoy a fine day on 

the links and network with 

colleagues, while UCEDC 

raises funds to create 

growth opportunities for 

small business, grow lo-

cal economies and im-

prove the local business 

climate.  

For more information, 

contact Paige Sato at 

psato@ucedc.com 

 

mailto:info@ucedc.com


for Standardization (ISO) 
certification allows even 
the smallest companies to 
compete with larger coun-
terparts in both domestic 
and global markets.  

“ISO certification puts your 
company on a level playing 
field with even the largest 
domestic and international 

In any economy, busi-
nesses need to maximize 
their competitive advan-
tages.  UCEDC can help 
you gain a competitive 
edge by securing ISO 9001 
quality assurance training 
at minimal cost to your 
company.  

International Organization  

competitors,” states Adam 
Farrah, Vice President of 
UCEDC.  “But ISO is ex-
pensive.  Our group setting 
allows smaller companies 
to attain this high level of 
certification, without the 
significant cost.”  
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Success Story: Designer Antonio Da Silva  

ISO 9001: New Training Program at UCEDC  

Dress designer Antonio Da 

Silva will see his hard work 

rewarded when he appears 

on a new model search TV 

program for women over 

the age of 35.   Da Silva 

has been designing up-

scale women’s dresses 

since the 1970s.  This most 

recent success is a tribute 

to his focus and newly de-

veloped business acumen. 

Da Silva’s predicament is 

common among new entre-

preneurs.  His talent is 

dress designing, not cash 

flow analysis.  A savvy 

businessman, he knew to 

surround himself with pro-

fessional people who could 

fill in the gaps.  

Alex Marin, a UCEDC busi-

ness mentor, is that gap-

filler.  With Marin’s help, Da 

Silva completed a  busi-

ness plan, got his books in 

order, and narrowed his 

operational focus, resulting 

in a runway show at Bryant 

Park last spring, and an 

appearance on a model 

search reality TV show. 

“Without Alex’s help, I 

would still be floundering,” 

states Da Silva.  “His ad-

vice has been instrumental 

to my company’s growth.  

My main focus has always 

been my dresses.  Alex 

keeps me on track and 

makes me understand the 

bigger picture.”  

“Antonio’s experience with 

his business mentor is the 

rule, not the exception,” 

credits Erich Peter, Direc-

tor of Training & Technical 

Assistance at UCEDC.  

“Our mentors meet at the 

clients’ convenience, act as 

a sounding board, and of-

fer feedback, advice and 

suggestions to keep their 

business moving forward.” 

Business mentoring is not 

new, but as the economy 

tightens, these mentors are 

an even more valuable as-

set, especially for microen-

terprises—companies with 

fewer than five employees. 

“Mentors are very effective 

helping businesses without 

extra capacity,” continues 

Peter.  “Many clients need 

help setting up their book-

keeping system, or devel-

oping a strategic marketing 

plan—activities that larger 

businesses already have 

people for.” 

UCEDC provides business 

mentors to its loan clients, 

and mentors others on a 

case-by-case basis.  Da 

Silva’s and Marin’s mentor-

ing relationship started in 

late 2007.  “Working with 

Antonio is rewarding,” 

states Marin.  “He is eager 

to learn, and the effort is 

paying off.  He’s building 

his clientele base and 

brand, and now his busi-

ness is well positioned, 

even in this recession, to 

grow.”    

So, when the new program 

airs its next cycle, keep in 

mind that the models aren’t 

the only ones hitting their 

stride.   

Da Silva with model in 

one of his gowns.  
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If you thought having a 
company website placed 
you firmly in the 21st cen-
tury, think again.  Within 
the past year, a host of 
new tools, loosely defined 
as “social networking,” 
have taken over the Inter-
net landscape. 

What is social networking? 

In its simplest form, social 
networking is building an 
online persona for yourself, 
your company or your 
product.  These personas 
are developed through 
conversation, video, or 
photo sharing.  Social net-
working may have started 
as a way for students to 
connect, but companies 
have embraced the tech-
nology as a new way to 
market. 

Why would I want to do this 
for my business? 

When you join as an indi-
vidual, you collect people 
with similar interests: same 
high school  or hobby, for 
example.  By participating 

as a company, you collect 
fans of your product, ser-
vice, and/or mission.  
These are people who 
have actively chosen to be 
part of your network.  They 
want to hear your mes-
sage.  And when they do, 
all their contacts do, too, 
thus growing your  reach 
exponentially. 

Alright, How do I start? 

Start with your website.  
Update the content often.  
Do this by posting press 
releases, news articles,  
and links to your home 
page. Then make sure 
your website can talk to 
others by adding “share 
this” and RSS capabilities. 

Next, create profiles on 
other social networks.  
Three common networks 
are LinkedIn, Facebook 
and Twitter.  Each has its 
own personality and at-
tracts different types of us-
ers.  Your own industry 
may also have its own 
online social network, such 
as idealist.org for non-profit 

professionals.  After you’ve 
joined your networks, add 
those links to your website. 

Wow, how can I manage 
all this?   

There are free services 
that will aggregate all your 
accounts, and allow you to 
manage them from one 
spot.  One such service is 
Ping.fm—when you post to 
Ping.fm, that post appears 
on all your profiles.   

Ok, any rules to be aware 
of? 

Netiquette does exist.  
Here are a few rules of the 
road: 

Be creative when getting 
your message out; obvi-
ous and blatant advertis-
ing is not appreciated. 

Use websites like budurl        
to shorten long links. 

Build relationships on 
other networks and sites.  

Take time to comment 
and share. 

Social Networking, Can it Work for Your Business?  

businesses in a consortium 
setting.   

Now is the time to take ad-
vantage of this opportunity 
to strategically position 
your company beyond this 
recession. To register or 
learn more about the up-
coming ISO Consortium, 
contact Erich Peter at 908-
527-1166 or 
epeter@ucedc.com 

ISO 9001: New Training Program at UCEDC  

Cont. from page 2. 

ISO certification can be a  
valuable asset to your 
company. Already, UCEDC 
has successfully provided 
this training to over 100 
New Jersey companies.  
Once again, UCEDC has 
secured funding from the 
New Jersey Department of 
Labor to offer ISO certifica-
tion to New Jersey small 
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How Does  ISO Help My  Company?  

Makes the development, manufacturing 
and supply of products and services 
safer, cleaner, and more efficient 

Facilitates trade between countries and 
makes it fairer 

Shares technological advances and good 
management practices 

Disseminates innovation 

Want to Learn More?  

UCEDC can bring Social 

Networking 101 to your 

business group.   

UCEDC can teach you how 

to use social networking for 

your business, and provide 

step-by-step instructions on 

how to get started in the 

networks appropriate for 

you!  For more information, 

contact Erich Peter at 908-

527-1166 or 

epeter@ucedc.com 

http://www.budurl.com
mailto:epeter@ucedc.com

