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NNEEWW YYOORRKK — Credit card is-
suers are offering some of their
biggest sign-on bonuses ever.

As the competition to attract
customers intensifies, banks are
promising an extra helping of re-
wardswhennewcustomers spend
a set amount in the first three
months.TheChaseFreedomcard,
for example, is offering $200 cash
backwhen customers spend $500.
BritishAirways is offering 50,000
miles — the equivalent of two do-
mestic flights — when customers
spend $2,500. The Citi ThankYou
Premier card offers $250 in gift
cards after customers spend
$1,500.

“These are some of the biggest
incentives we’ve ever seen,” said
AndrewDavidson ofMintel Com-
peremedia, which tracks card of-
fers.

The generous deals come as
banks step up their courtship of
customers with good to excellent
credit records.These cardholders
are especially prized in uncertain
economic timesbecause they tend
to spend big yet pose little risk of
default.

So if you’re looking for a card
aheadof theholiday shopping sea-
son, it’s worth checking those of-
fers in your mailbox.

Here’s how to weigh your op-
tions:

Rewards
As tempting as it is to simply

cash in on themost generous sign-
on bonus, you want to be sure
you’re getting a card that works
best for you over the long haul.
For many, that means finding the
card with the richest rewards.

The good news is that rewards
programs have become so com-
monplace that card issuers are
trying to distinguish themselves
by offering new or faster ways to
rack up miles or points. But this
has also made comparison shop-
ping a bit trickier.

Take the most popular type of
rewards card, the cash back card.
Acommonrewards rate formany
cards is 1 percent back for every
$1 spent. But many card issuers
now tout accelerated rewards on
select spending categories.

As a point of reference, a study
byBankrate.comearlier this year
found that more than a quarter of
the cashbackcards on themarket
offered higher payouts for spend-
ing at certain places, such as at
gas stations or supermarkets. But
the caps on those accelerated re-
wards can vary significantly, so
be sure you understand exactly
how much you’ll be able to earn
when comparing cards.

For example, the Chase Free-
dom and Discover More cards
both give 5 percent cash back on
select categories that rotate every
three months.

The Chase card caps its accel-
erated rewards in each three-
month period to $1,500 in pur-
chases, which translates to $75
cash back.

Discover’s caps, by contrast,
ranged from$300 and$800 inpur-
chases this year, depending on the
categories. That translates to a
maximum of $15 to $40 cash back
every three months. Even with
the lower cap, however, you may
prefer the card’s schedule of ac-
celerated rewards categories.

In other cases, there may be a
spending threshold you have to
meet before you start earning the
advertised rewards rate. For ex-
ample, cards may give back just
0.25 percent cash back until you
spend at least $3,000.

Another key term to watch is
the amount of timeyouhave to re-
deem your rewards; about half of
cash back cards impose an expi-

Rewards
cards offer
big bonuses

CandiCE Choi
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Onceupona timewehad inbox-
es and out boxes. They sat nicely
stacked on our desks and, as the
week went along, more memos,
copies and little yellow phone
messages came in than went out.
The in box filledwith paper detri-
tus and raised our general stress
levels.

Thencameemail. It sent thepa-
per memo to the same crumply
grave as folder tabs and carbon
paper.Thephysical in andoutbox-
es were used less and less fre-
quently.

It was going to make our lives
simpler. Neater. More organized.

For all the ballyhooed change,
the horror of the in box is really
worse than ever. It’s now a single
word (inbox), and is no longer
made of gun metal or cherry
wood. But we fear not being able
to find an important email and be-
lieve we should be organizing our
inboxes.

You can buy a book that will
give you a “system” to get all
those emails to their rightful
place. Or, you candownload a pro-
gram, an app or, heaven help us,
you can take a class at the com-
munity college. All promise to
help you take back your inbox.

But I’ll share a little secret. You
don’t really need to “get organ-
ized” to take control of all that
email.

Mostly, you just need to take
some steps to keep most of it out
of your inbox.

Here are some things you can
do now to help:

» Stop trying to follow a com-
plicated system. Email programs
have plenty of room these days.
When you want a specific email,
search for it. The key is to use
good subject lines. No color cod-
ing, file tabs or alphabetizing.

» If that’s not enough for you,
make folders in your email pro-
gram for email from family, co-
workers, clients, theboss, etc.Use
your email program’s filtering ca-
pabilities to automatically place
email from a particular person
into the appropriate folder.

» Control email from your so-
cial networks. Don’t let Facebook
send you an email every time
Aunt Wilma plays “Words With
Friends.” Turn off all optional no-
tifications anddon’t let yourFace-
book (or MySpace or LinkedIn)
messages get forwarded to your
main inbox.

This week, Facebook an-
nouncedon its ownFacebookPage
that it is testing a new feature to
let you reduce notification emails
even more.

It’s in test mode for now, but
more than 33,500 people have hit
the “like” button on that an-
nouncement, so it’s likely to be on
its way to broad adoption.

» Stop wasting time with Un-
subscribe and start using Block
Sender.Unsubscribing takes time,
is generally too complexandoften
doesn’t work. Not everyone plays
nice. Block Sender is immediate.

You just have to convince your-
self it isn’t unkind to block some-
one. Don’t want those press re-
leases, jokes of the day, constant
mass updates or chain messages?
Just make them stop.

Many proprietary email pro-
grams include a simple Block
Sender button. Use yours without

remorse. The widely available
email systems sometimes require
a couple of simple steps.

To block a sender in Gmail, fol-
low the Create A Filter link near
the search buttons. Type the de-
sired email address under From.
Youcanblockanentire domainby
entering just the domain name.
When you’re done, click Next
Step.Make sureDelete is checked
under Choose action.

InOutlook, you can quickly add
a name to the Blocked Senders
List by right-clicking on their un-
wanted e-mail message. Then, on
the shortcut menu, point to Junk
Email and click Add Sender to
Blocked Senders List.

Of course, the text, the tweet
and other faster, briefer commu-
nicationmethods are lying inwait
to hasten the demise of email as
we know it.

But don’t expect that to put an
end to the clutter. There will be
new problems. And when that
time comes, you can count on me
to be here for you with new solu-
tions.

Kim Komando’s column is published
on Sunday. Reach her at
gnstech@gannett.com.

Get organized to keep your inbox in order

KiM KoMando
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By Craig Wolf
Poughkeepsie Journal

It was a very simple business
plan that led to creating HV
Shred.

There was no local document-
shredding company, but there
was a growing need for the serv-
ice.

Judith Papo said the idea came
fromherhusband, Jeff,whoseTu-
minaro Pharmacy in Hopewell
Junction tried to findaway to out-
source the chore of grinding up
confidential data.

“He got a quote,” she said. “He
wasn’t happy about the idea that
they were coming from out of
town. It seemed really expen-
sive.”

So, the Papos and his father,
Fran, began to study what the
market would be like and how
they could serve it. They turned
entrepreneur in 2007.

Hudson Valley Shred was born
and a bit of enterprise has been
kept within the local economy.

The company has been given
theBusinessExcellenceAward in
the entrepreneur category by the
Dutchess County Economic De-
velopment Corp. Winners will be
feted at an awards event Oct. 18.

Papo believes that one leg un-

der the company’s success is that
“buy local” is a genuine motiva-
tion.

“There is so much support for
local businesses,” she said. “Peo-
ple in this area look for that.”

The same reality helped the
pharmacy business, too.

“He opened up his door and
people really wanted to patronize
the pharmacy because they were
local. They were run by the own-
ers.”

Despite that, the world of busi-
ness has become one in which
chains are common, both in the
drugstore business and in the
shredding game. Judith Papo’s
outfit has competition from big
companies such as IronMountain
and Shred-its.

Papo said her service has been
able to take some clients away
from bigger companies, but the
main stimulus for growth has
been the rise in rules affecting
firms that deal with confidential
personal data.

These include lawyers, doctors,
pharmacies, accountants, com-
munity banks and the like.

Other clients includemanufac-
turers and other businesses that
need occasional shredding.

HV Shred’s territory covers
Dutchess, Ulster, Orange, Put-
nam, Westchester and Columbia
counties and would go farther if
analysis proved that it’s cost-ef-
fective.Distance is a factor in any
business that depends on a truck
covering a route, however.

“We’re all in thebusiness of try-
ing to have dense routes,” she
said.

The shredding deal starts with
determining whether the service
needs to be regular or occasional.
If regular, a locked bin is provid-
ed that the client fills until the
truck comes and does the grind-
ing, usually in the customer’s
parking lot.

The costs work out to between
10 and 20 cents a pound, but can

thE WinnERS
The winners of the 2011
Business Excellence Awards
given by the Dutchess County
Economic Development Corp.
are:
Grand award: Health Quest
innovation: Hudson Valley
Clean Energy
agriculture: Mavada Farms
(Crown Maple)
nonprofit: Astor Services for
Children and Family
newcomer: Karma lounge
Entrepreneur: Hudson Valley
Shred
Manufacturing: Dorsey
Metrology
tourism: Art Along the
Hudson
Small Business: niche
Modern

Fran Papo and his daughter-in-law Judith Papo are the co-owners of Hudson Valley Shred of Hopewell Junction. The company has earned
the Dutchess County Economic Development Corp.’s Business Excellence Award for entrepreneur. DARRyl BAuTiSTA/POuGHKEEPSiE JOuRnAl
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if you Go
What: The Business Excellence
Awards Event
When: 5-9 p.m. Oct. 18
Where: The Grandview, 176
Rinaldi Blvd., Poughkeepsie
Reservations: Required, $135 per
person; $1,200 for table of 10
information: Call Mary Kay Vrba
at 845-463-4000; email
mkv@dutchesstourism.com

HV Shred wins Business Excellence Award for entrepreneurs

Firm is a better shredder

See ShREd, 10G

“There is so much support for local businesses.
People in this area look for that.”

Judith PaPo | ccoo--oowwnneerr,, HHuuddssoonn VVaalllleeyy SShhrreedd
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RBC
imited

HEALTHCARE &
MANAGEMENT
CONSULTANTS L

Hurricane Irene is gone
but what’s next?

Is your business prepared
for the next disaster?

RBC Limited can assist your
organiza on with:

Review and analysis of your exis ng plan•
Con nuity of opera ons plans•
Hazard vulnerability assessments•
Business impact analysis•
Tabletop Exercises, Educa on Programs•
Crisis Leadership workshops•
Assis ng Employees Develop Personal•
Disaster Plans
Planning for• Special Needs Popula ons

CONTACT US

845.889.8128
rbc@netstep.net
www.rbclimited.com

PK-0000125060

PK-0000125127
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Sept. 27
Dutchess County Regional
Chamber of Commerce
Business After Hours ––
Melting Pot, 2001 south road,
Poughkeepsie. 5-7 p.m. Moved
to tuesday in observance of rosh
hashanah. networking event
with appetizers and cash bar.

Free for members, nonmembers
and guests to attend. 845-454-
1700.
Sept. 28
Southern Ulster Chamber of
Commerce Mixer –– Buttermilk
Falls inn & spa, 220 north road,
Milton. 5:30-7 p.m. networking
event with complimentary

snacks and an open house. $5
members, $10 nonmembers.
registration required. 845-691-
6070.
Sept. 30
Dutchess County Regional
Chamber of Commerce
Ribbon Cutting –– Bacco
restaurant, 718 Dutchess tpke.,
Poughkeepsie. 4:30-5 p.m.
Celebration for the one year

anniversary. 845-454-1700.
OCt. 1
Dutchess County Regional
Chamber of Commerce
Ribbon Cutting –– lime kiln
recreation Facility, old lime kiln
road, hopewell Junction. 11-
11:30 a.m. Celebration of the
town of east Fishkill’s new
recreation center.
845-454-1700.

Business calendar

MONEY: Consider credit cards with no fees
ration date, according to the
Bankrate.com study. Anoth-
er 31 percent give cardhold-
ers five years to redeem re-
wards. In some cases, card
issuers may also erase or
withhold rewards when cus-
tomers are late on a pay-
ment.

So in addition to having a
clear sense of howmuchyou
could earnwith a card, be re-
alistic about your own
spending and payment
habits.

Fees and terms
The majority of rewards

cardsdon’t charge anannual
fee. The exceptions are air-
line loyalty cards or rewards
cards marketed to frequent
travelers, which offer perks
that customers may feel are
worth paying for.

For $125 a year, for exam-
ple, the Citi ThankYou Pre-
mier card offers an array of
benefits designed to appeal
to globetrotters.

The benefits include an
accelerated 1.2 points for
each dollar spent in certain
categories year round and
one complimentary domes-
tic airline ticket for a com-
panion each year.

The card also waives the

foreign transaction fee,
which is usually 3 percent of
any purchase made over-
seas.

But as dazzling as the
bells and whistles on a card
may sound, be realistic on
howmanyof themyou’ll end
up using. Otherwise, you
might bebetter offwith a re-
ward card that doesn’t
charge a fee.

The other types of cards
that come with annual fees
are co-branded airline or ho-
tel rewards cards.

The competition in this
spacehas beenheatingupas
well, with airline card is-
suers such as British Air-

waysVisaSignature card of-
fering sign-on bonuses of as
much as 50,000 miles and
Continental Airlines
OnePass offering 40,000
miles, according to Card-
Hub.com.

Card issuers are alsobeef-
ing up on the ongoing perks
theyoffer,whether it’s a free
checked bag, priority board-
ing or access to lounges.

On the Money is published
every Sunday. Provided by The
Associated Press, the column
by Candice Choi gives tips and
information on personal
finance. She can be reached at
www.twitter.com/candicechoi

Continued from 9g

SHRED: Clients like convenience, reliability
vary depending on volume
and frequency.

What happens to themass
of tiny strips that the shred-
ding produces? That’s recy-
cled, Papo said, usually
through companies in New-
burgh and Peekskill that
pack and bale it and sell it to
mills that turn it into new
products.

“It does get a second life,”
Papo said.

Donna Morrissey, admin-
istrator at the McCabe &
Mack law firm in the City of
Poughkeepsie, remembers
the days before 2008 when
they hired HV Shred.

“We did it ourselves,” she
said. “It was massive.”

The annual chore would
be “hours and hours and
days of work,” she said.

They still have the big docu-
ment shredder in the office
and use it “once in a blue
moon,” but theheavywork is
left to HV Shred.

“It’s now a regular
process because of all the
government laws,” Morris-
sey said.

And, she likes the fact that
it’s a local company.

“It makes 100 percent
sense. As we always say, lo-
cal first,” Morrissey said.

Sherry Thomaselli, ad-
ministrator at the account-
ing firm of Vanacore,
DeBenedictus, DiGovanni &
Weddell, said: “I looked at
different shredding compa-
nies. I learned how commit-
ted she was to ensuring how
things were done properly
and how she started her
business … and how essen-
tial confidentiality was to

them; I knew we had found
the right company.”

The verifiability of a
truck-based service was
what impressed P.J. Walker,
president and CEO of
Bridgeway Federal Credit
Union, based in the Town of
Poughkeepsie.

“We had another compa-
ny,” Walker said.

“They would come and
pick it up and go we didn’t
know where. You never
knew exactly what was hap-
pening to what you wanted
shredded.”

But with the HV Shred
truck grinding away in the
parking lot, “it was a guar-
antee that your items were
getting destroyed.”

Reach Craig Wolf at 845-437-
4815 or cwolf@poughkeep-
siejournal.com.

Continued from 9g

Judith Papo says rules for firms that deal with confidential data have fueled growth of
Hudson Valley Shred, which she runs with Fran Papo. Darryl Bautista/PoughkeePsie Journal




