pbj.com | JUNE 8-14, 2012

SOUTH JERSEY SUMMIT

What was the best business advice
you ever received?

“Outperform the competition while pro-
viding the utmost in customer service and

professionalism.”
Charles D. Grimley llI
CEO, Grimley Financial Corp.

What was the best business advice
you ever received?

“Many years ago, I was fortunate enough to receive
advice from the late Rick Flaster, In a particularly
trying time, Rick reinforced the ‘golden rule’ —
treat others as you would want to be treated your-
self. While it may seem simple, his reinforcement
of that concept has served well as a compass for
conducting business in an ethical manner. Over the
course of the years, 1 have reflected back on Rick’s
words to me as a 20-something entrepreneur and
have used those words to help guide me through dif-
ficult decisions on many occasions.”

Brian Samelson
CEO, eMaint Enterprises
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What was the best business advice
you ever received?
“‘Often wrong, but never in doubt.” While I try to limit
the ‘often’ portion of this statement, this piece of advice
has provided me with the realization that while all the
decisions you make may not be cor-
rect, don't be afraid to make the hard
choices and take the calculated risks.
Have the conviction and faith that
the decisions you make are the right
course of action.”

Carlos Santiago
Vice president,
Para-Plus Translations Inc.

Y OoUR PARTNER IN PHILANTHROPY

The Philadelphia Foundation is a trusted
WHAT YOUR COLLEAGUES SAY

resource for clients and a partner for ABOUT WORKING WITH US

those who advise clients on matters of
wealth: financial planners, attorneys,
accountants and others. “An incredible
resource for the
nonprofit

We offer your clients a full range of
community.”

philanthropic services to meet specific

needs, such as developing a giving T —
aura N. Solomon, Founder,

strategy or identifying the most effective Laura Solomon, Esq. & Associates
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organizations to support. Your clients
receive the best tax advantages allowed
“A rewarding and
efficient way to help
my clients have a
major impact.”

by law.

Special opportunities are available for
American Funds brokers and Merrill

LynCh Financial Advisors. Richard Fox, Partner and Chair,

Philanthropic & Nonprofit Group

We help you build stronger relationships iR RIS

with your clients by addressing their
charitable needs in the broader context of

a financial or estate plan. o
‘A win-win for

everyone.”
Our expertise can help your clients create

an enduring legacy through permanent
Peter Rohr, CFP®, CIMA®, CPWA®, CSNA
) ) ) ) Managing Director - Investments,
charitable purposes in their name or their Merrill Lynch Private Banking

funds that perpetually fulfill their

family’s name. and Investment Group

Through our careful investment
management and low overhead achieved

“Offers a wealth of
services.”

by economies of scale, more of your
clients’ dollars will benefit the causes they
care about.

Michelle J. Hong
Director of Wealth Planning
Brown Brothers Harriman & Co.

Your clients can use the Foundation to
support multiple charities -- locally,
nationally, or internationally.

Contact us to join our Professional

Advisors Network and to gain access to “A great home for
resources that expand your expertise and charitable giving.”

increase your offerings to your current

and prospective clients!
J. Douglas Moran,
Senior Vice President — Investments,
Merrill Lynch Wealth Management
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OUR Community, Made Better The Power of Endless Possibilities:
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WWW.PHILAFOUND.ORG | (215) 563-6417
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Para-Plus can say ‘growth’ in more than 100 languages

PETER VAN ALLEN
STAFFWRITER

BARRINGTON — You don’t find many companies that
had startup capital of $100.

But that’s the case with Para-Plus Translations Inc.,
which Sonia M. Santiago founded in the back of her house
in 1980.

“My desk was a coffee table,” recalled Santiago, presi-
dent of the company. “I had a portable typewriter my fa-
ther gave me in seventh grade.”

Last year, Para-Plus had sales of $2.6 million, up from
$2.3 million the year before, earning it a place on the
Philadelphia Business Journal’s list of fastest-growing pri-
vate companies in South Jersey. It has a dozen employees.

Para-Plus offers translation-and-interpretation services
in more than 100 languages. It calls on literally hundreds
of subcontractors — people who know languages but may
also have specialities in medical, legal or scientific fields.

Clients include the U.S. Department of Justice, U.S.
Customs, the Drug Enforcement Agency, Social Security
Administration, FBI, the states of New Jersey and Dela-
ware, Met Life, Kennedy Memorial Hospital, AIG Life
Cos., among others.

Santiago is semiretired now, but son Robert Santiago,
a civil engineer by training, serves as chief operating of-
ficer. Another son, Carlos Santiago, was recruited from
his job as a high school physics teacher to handle sys-
tems work, as well as sales and translation work. Each
son had his own career before joining Para-Plus.

Rob Santiago, who joined the com-
pany three years ago, said he and
his brother share a respect for
what their mother built.

“Especially as a product of
what was going on at the time in
the ’70s. ... As a woman to take
herself out of a law firm where
she had a good job; it was a big
risk,” said Rob Santiago.

While working as a paralegal, Sonia Santiago, a native
of Puerto Rico, was frequently asked to handle transla-
tion in court or for depositions.

“I worked with attorneys and judges and they were
asking me to step in — all for free,” she said. “Attorneys
saw me in court and said, ‘Can you help me?”

That’s when Santiago struck out on her own, adopting
the “para” in paralegal to offer translation services.

“No one else was providing the service,” she said. “I
worked out of my house. I dressed in my best suit and
had a briefcase. I would hand out cards and flyers. I
would tell [prospective clients] I would do the first job
for free. I had no fear at the time.”

Her first client — still on board — was the Social Secu-
rity Administration, which would ask her to provide
translation services for administrative courts through-
out New Jersey.
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No. 21

Para-Plus Translations Inc.

430 CLEMENTS BRIDGE ROAD

BARRINGTON, N.J. 08007

FOUNDER: Sonia M. Santiago.

DESCRIPTION: Para-Plus is a translation and interpretation
company offering global translation and interpretation services for
businesses and the legal, government, financial, health care and
educational industries in more than 100 languages.
FOUNDED: 1980.

STARTUP CAPITAL: $100.

PROFITABILITY: 11-15 percent.

REVENUE GROWTH 2009-2011: 8 percent.

“First it was Spanish, then Greek, then Italian,” she
recalled.

Eventually the service grew to more than 100 lan-
guages, which created challenges in finding skilled in-
terpreters. “Once we started, people started seeking us
out. But we’d also go to colleges or we’d look for interna-
tional programs,” she said.

It became more complex as clients asked for someone
who was familiar with, say, a specific language but who

7 1
ERION

Catering & Special Events

veee DPLlovce oo Orera

mie e
CAPONE PHOTOGRAPHY LLC
e

THEMERION.COM
856.829.2111 ¢« CINNAMINSON, NJ

NOSANH 14nd>

Sonia M. Santiago, president of Para-Plus, with her
sons Robert (left) and Carlos, who now run the busi-
ness.

was also familiar with courtroom procedures or medical
specialties.

“We needed someone who could speak the language,
but then we’d also have to prepare them for court,” she
said.

These days, Rob said, translation-and-interpretation is
a big business, a $1 billion industry. There are state reg-
ulations. It’s subject to accreditation by medical boards,
courts and other bodies.

“A lot of people can speak Spanish and speak Spanish
very well. But it doesn’t mean we’d send them into a
hospital,” he said.

A linguist or translator may need to know Slavic but
also have familiarity with engineering.

There’s no end to the factors affecting translation.

“We try to marry up the language and marry up the
skill set,” Rob said. “If you took a language, you could
have all sorts of variations. You could have Mexican
Spanish, which is different from Puerto Rican Spanish,
which is different from Spain Spanish. It’s also different
from the Spanish that’s spoken in the suburbs of New
Jersey.”






