
 
 

Babs Sefiane, On Site Rep 
 
When Babs Sefiane, Director of Client Solutions at On Site Rep, joined the SMC Business 
Councils in October 2016, she was eager to move her career forward and take full advantage of 
the many member benefits that would help her do that. Two months later she changed jobs, 
and four months later she found herself connecting with new people and new opportunities to 
build her professional footprint. 
 
“In four short months, SMC has helped me grow my business with potential opportunities and 
making connections that otherwise would not have happened,” says Sefiane.  
 
The greatest benefit of her SMC membership, she says, is member-to-member interactions. One 
recent example: While attending SMC Business Council’s Annual Legislative Reception, Sefiane 
met a customer affiliated with her former employer, and ran a competitive bid to help him save 
a significant amount of money on utility costs. “He said that the process was so easy, simple, 
and painless; he couldn’t believe that it took him less than a 30-minute conversation with me, 
copies of utility invoices, and signing a paper to learn that he could save this much money on 
his utility bill for ‘basically doing nothing.’”  
 
Sefiane provides an even broader aggregate of services as Director of Client Solutions at On Site 
Rep, a newly-founded facility consulting and general contracting firm in Pittsburgh that works 
with contractors, vendors, and suppliers in the construction industry.  Her professional areas of 
expertise are sales, business development and lead generation, customer relationship 
management, contract management, training, and marketing.  
 
The SMC Business Councils has helped Sefiane grow her business through introductions to key 
decision makers who otherwise would not have been accessible to her. “The SMC is very good at 
connecting people together – especially business to business – and the right level of people to 
be connected with,” she says. “You receive such a personalized touch with each introduction and 
connection that is made. It’s invaluable.” 
 
“Many times you go to networking events and it’s you and just a bunch of other people, 
whereas SMC networking events are planned well and they help connect you with key decision 
makers so you can walk away with some worthwhile leads. Let’s be honest: Isn’t that why we all 
go to networking events? So we can increase our business, grow our business, and make the 
right business connections?”  
 



Besides making new connections through her SMC membership, Sefiane has access to the 
membership list to identify new contacts; Chris Heck, SMC Membership and Business 
Development Manager, then facilitates introductions. She also can utilize the SMC’s Cranberry 
Woods office space and conference room facilities. 
 
“You have so many benefits as a member,” Sefiane says. “It’s really up to you to take advantage 
of your membership and the benefits made available to you.”  



 

 

Guy Berkebile, Guy Chemical Company 

After eight years at the helm of Guy Chemical Company, Guy Berkebile realized in 2003 that his 
rapidly growing business needed more experienced help to solve increasingly complex human 
resource issues. That was the year Berkebile joined SMC, and it was the start of a partnership to 
develop the first Guy Chemical Company employee handbook. That partnership has evolved 
over the past 14 years to help Guy Chemical Company resolve employee time and attendance 
matters, comply with Affordable Care Act requirements, and establish a presence and voice with 
elected officials in Harrisburg and Washington, DC. 

“SMC has been a great resource to help guide us through a number of HR issues,” says 
Berkebile, president and owner of Guy Chemical. He also cites the value of the SMC’s collective 
government lobbying on concerns that affect small businesses. “The membership comes 
together for the common good of the business community,” he says. “My favorite is the bus 
load of members that goes to Harrisburg to meet face-to-face with our state senators and 
representatives to discuss not only issues that affect our companies, but also issues that are 
affecting the state of Pennsylvania in general, such as the state employee retirement account 
burden.” 

SMC has been a constant source of support for Berkebile, who has navigated a 500% growth in 
his company over the past decade. Located in Somerset, PA, Guy Chemical produces silicone 
gasket makers, silicone grease, and two-part epoxy adhesives that are packaged into squeeze 
tubes, cartridges, pails, and drums for sale domestically and internationally. The 120-employee 
company packages more than 100,000 squeeze tubes and 40,000 cartridges daily under its 
customers’ labels, and products are sold in major home improvement, hardware, and auto retail 
outlets in the U.S. At present, 60% of Guy Chemical products are exported outside of the U.S. 

Says Berkebile, “We offer products that are high in quality but low in price in comparison to our 
competitors. I do not have a salesperson on staff. All of our business comes from growth of our 
existing customer base and word-of-mouth.”  

Guy Chemical’s competitive stance in its industry is likewise reflected in the numerous accolades 
the company has received to date: the 2015 PA Governor’s Impact Award for Exporting; 2013 
Exporter of the Year by the U.S. Small Business Administration; one of the Top 100 Organizations 
of Central Pennsylvania by PA Business Central in 2009; and in 2001, inclusion in Inc. Magazine’s 



500 fastest growing privately owned companies in the U.S. and winner of the Pennsylvania 
Governor’s Export Achievement Award in the category of Manufacturing. 

Berkebile’s competitive drive is also evident in his personal goals: He has been a USA triathlon 
licensed athlete since 2001, and has completed 10 Ironman triathlons. He is a USA triathlon 
four-time All American; a 2014 USA triathlon aqua bike age-group national champion; and a 
2009, 2010, 2011, and 2012 age-group champion in the Ironman Executive Challenge, Ironman 
World Championships in Kona, HI. 

Business expansion, with a customer focus to provide high quality, competitively priced 
products, continues to be the goal at Guy Chemical, with ready support from SMC. That goal will 
be sustained in 2017 with the launch of a construction project to expand Guy Chemical’s 
physical plant with a new lab, new compounding room, and additional warehouse space. 

 



 

Lynch Law Group 

Since 2002, the Lynch Law Group (link: http://lynchlaw-group.com/) has experienced exponential 
growth while focusing on three primary initiatives: building an all-star team, advancing 
technological capabilities, and establishing new business relationships. Is it coincidence, then, 
that after the Firm joined SMC in 2013, it experienced 36% growth over three years, and 59% 
growth in 2016 alone? 

Michelle Ellery, Lynch Law Group Director of Marketing, does not attribute the Firm’s rapid 
growth solely to its SMC membership, but she does acknowledge that membership has had far-
reaching and decisive effects. “A significant investment in building relationships with the local 
business community, and partnering with select organizations, such as SMC, has further 
enhanced the visibility of the Firm and its reputation as a provider of the highest quality legal 
service with a reasonable rate structure,” she says.  

In fact, the Firm considers these relationship-building opportunities as their primary SMC 
membership advantage. Ellery explains: “SMC has a variety of member benefits, but the top 
benefit for our Firm has been the opportunity to meet and grow valuable relationships with the 
member companies. Through attending and partnering in events and programs, and 
contributing articles and content to its publications and newsletters, we have established many 
successful relationships with local manufacturers and supplies, as well as service providers.” 

Ellery identifies an important distinction for potential and existing SMC members - that despite 
the many available benefits, membership is only what you make of it. She says, “Participation 
has been a key factor. We try to get involved as much as possible. As with most anything, ‘you 
get what you give.’ Just joining an organization is not enough; actively taking part in events and 
programs is where the value is found.” 

Founded by Dan Lynch 15 years ago, the Lynch Law Group is a full-service business law firm that 
employs 14 lawyers and eight staff members who serve regional and national clients as advisors 
and advocates in Pennsylvania and neighboring states. It is based in Cranberry Township and 
operates a satellite office in Pittsburgh’s South Side. The Firm was named one of the Best Places 
to Work in Western Pennsylvania in 2012, 2013, 2015, and 2016, and it was selected as one of 
the Top 100 Fastest Growing Companies in the Region in 2012 and 2013. 

http://lynchlaw-group.com/


Beyond leveraging events and connections to build its network, Lynch Law Group employees 
have attended SMC educational workshops and have participated in SMC’s HR Checkup (link to: 
http://smc.org/services/human-resources/) assessment. The SMC regularly presents events that 
cover a broad spectrum of business topics, such as employment law, ISO quality management 
principles, navigational coaching, and increasing productivity, among others, some of which are 
open to non-members.  

 

http://smc.org/services/human-resources/


 

Tom Donofrio, Heartland Payment Systems 

Tom Donofrio, Relationship Manager at Heartland Payment Systems in North Huntington, PA, 
joined SMC more than two years ago with a clear goal: to establish new relationships with 
business owners who needed more secure payment systems and better technology to process 
credit card payments, billing, and payroll. 

As one of the top performers in the Heartland Payment Systems organization (since 2012, 
Donofrio had generated exponential growth and earned the company’s second highest sales 
honor for portfolio profit), he discovered upon joining SMC that he had gained unique access to 
a powerful networking partner – one that was dedicated to creating valuable opportunities to 
connect with businesses that could benefit from Heartland’s services and products.  

Donofrio describes his primary business drivers as “making connections with the right people 
that share similar core business values, sharing potential opportunities, and hard work and 
hustle to meet with companies that accept credit cards as a form of payment – knowing that in 
most circumstances I can improve their situations.”  

Donofrio first recognized the value of an SMC membership through a recommendation from 
Mark Shelleby, treasurer for Vista Metals and a former SMC board member.  While cold calling, 
Donofrio met Shelleby and, through that new connection, Donofrio set up a B2B program that 
generated a $40,000 financial benefit for Vista. The success of that program prompted Shelleby 
to encourage Donofrio to join the SMC, so Donofrio could offer similar help to other 
manufacturers and distributors in the area.  

As an SMC member, Donofrio has numerous services at his disposal, but he ranks the ability to 
connect with people who need his services as the greatest benefit. SMC has helped him grow his 
business through, he says, “many warm introductions to people who may not have given me an 
opportunity without the connection.” 

At the Heartland Payment Systems office in North Huntington, Donofrio specializes in assisting 
small- and mid-sized merchants in Pittsburgh and the surrounding area with credit/debit card 
and payroll processing, billing, human resources administration, mobile payment, and loyalty 
marketing challenges. Among those, secure payment processing solutions is the cornerstone of 



Heartland services. Systems comprising end-to-end encryption, tokenization, and EMV chip card 
support enable Heartland clients to better mitigate liability associated with fraudulent 
transactions and to remain compliant with Payment Card Industry Data Security Standard (PCI 
DSS) requirements, among other critical data security issues. 

 

 

 


