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Holidays Can be Opportunity to Reflect
On Enriching Our Lives – and Others

This year, the Christmas and Hanukkah holidays
fall within the same week, accompanied by the
cultural festival of Kwanzaa. It is a season awash in
lights, song and tradition – a time to celebrate one’s
own faith and heritage while coming together as a
community to reflect the many values we share.

Reflection and contemplation is not always a top
priority during the hustle-and-bustle of the holi-
days, which gets off to a bang the day after Thanks-
giving and typically doesn’t wind down until after
the last of the champagne glasses have been stored
away following New Year festivities.

There’s the decorating, the baking, the cards, the
parties, and, of course, the shopping. The cast of
“Survivor” had nothing on the millions of brave
souls who annually venture into the malls this time
of year, mentally beating back the specter of post-
holiday credit card bills. So much to do, so little
time.

While there is much on all our “to-do” lists right
now, we encourage everyone to try and make some
time for reflection and contemplation this month; to
consider what the December holidays mean to our
faith, our heritage or just to our daily lives. Regard-
less of whether an individual practices a certain
religion, or how in tune one may be with his or her
culture, the holiday season can be a opportunity for
discovery and self-renewal.

The journey toward self-renewal does not follow
just one path. Many find it at their house of worship,
or by gathering together for the holidays with family
and friends, sharing old memories and making new
ones. A sense of fulfillment may also be attained by
learning how one can help enrich the lives of others
in the community.

There are myriad volunteer opportunities in all of
our towns through which we can make a difference
in the lives of others — among them the young
patients of Children’s Specialized Hospital, the cli-
ents served by Mobile Meals of Westfield and the
callers who seek help from CONTACT We Care, a
Fanwood-based crisis intervention service staffed
by telephone volunteers, to name just a few.

Self-renewal can also be found just by being a
friend. To those who are frail, alone, disabled or
facing difficult financial straits, the holidays often
translate into just another struggle or just another
day. For many of these people, a call or a visit can
bring some welcome cheer, not just during the
holidays but all year long. It will not only buoy
someone with not much to celebrate, but will likely
make the person who initiated the gesture feel spe-
cial as well.

To all our readers, we wish you a safe, happy and
healthy holiday season and the very best for the new
year.

Why Doesn’t Westfield Offer Free Holiday
Parking As Does Other Communities?

The past few years, holiday shoppers may have
noticed something different in Westfield. No free
holiday parking. Up until a few years ago, Westfield
had bagged the on-street meters and some spaces in
municipal lots. That process was replaced with a
“courtesy” ticket program, whereby the first over-
time ticket was on the house.

It seems to us that Westfield needs to be kind to
shoppers who spend money in one of the most
successful downtowns in the region. Millburn, where
you can park for three hours for a quarter, offers free
shopper holiday parking.

Officials and council members have often said
their main objection to bagging meters is that
downtown employees will take the spaces. Perhaps
chalking the tires would solve the problem. After
all, the short-term spots are only good for two hours.

Town officials in the past have indicated that
bagging meters cost the municipal coffers thou-
sands of dollars that they count on in the revenue
side of the municipal budget. Don’t other towns
with meters lose money by bagging meters?

The Westfield Area Chamber of Commerce had
proposed implementation of free parking on a few
weekends around the holidays. The Mayor and
Town Council chose not to act on that request.

In future years, we hope the council will consider
re-implementation of the free holiday parking. A
letter to merchants asking that they instruct their
workers not to use the “free shopper ” parking
spaces would go a long way in our judgment. The
Chamber and Downtown Westfield Corporation
could play a significant role, thereby passing this on
to the business community.

MOXIE
When you feel fearful or discour-

aged, wouldn’t it be nice to have a six
pack of Moxie available in the fridge
to bolster your courage? While the
word moxie is often assumed to be of
Yiddish origin, it was actually de-
rived from the name of a soft drink
first bottled in New England in 1884.
To the best of our knowledge, Moxie,
which is listed in the dictionary as an
adjective as well as a trademark, is
still in production (any information
on the soft drink would be appreci-
ated. Taste wise, it has been described
as a bitter herbal carbonated drink or
a tart cola drink similar to root beer.

This American slang original, moxie,
has come to mean “courage of a very
high order.” How did the name for this
soft drink produce its gutsy slang sense?
The most convincing theory is this, it
was so bitter that it took a great deal of
courage to drink it.

While we would normally not rec-
ommend that you seek courage in a
bottle, perhaps a bottle of Moxie
might be an exception. Anyone know
where we can obtain the franchise?

Voters are Thanked
For Endorsement

Of Bond Referendum
Westfield voters have once again

showed their continued support of our
schools through the overwhelming ap-
proval of the bond referendum on De-
cember 12. By more than a 3 to 1 margin,
the voters expressed their approval of
the Citizens’ Advisory Committee rec-
ommendations to construct a new sci-
ence wing and make extensive renova-
tions to the existing 50-year-old high
school and to add a field house for our
female athletes at Kehler Stadium.

Whether you toured the high school,
visited the Web site, or read about the
proposals, the evidence was clear that
our growing high school population
warrants an improved facility. It is par-
ticularly gratifying that the timely affir-
mative vote will result in 30 percent
state funding for the Westfield projects.

On behalf of the entire Board of Edu-
cation, I would like to thank the Citi-
zens’ Advisory Committee and all those
who supported these projects. We are
grateful for the support of the voters and
the endorsement of The Westfield
Leader’s editorial board.

Darielle Walsh
President

Westfield Board of Education

Vertical Limit
This High Anxiety Isn’t Funny

POPCORN�

One Popcorn, Poor � Two Popcorns, Fair � Three Popcorns, Good � Four Popcorns, Excellent

By Michael S. Goldberger

2 & ½ popcorns
Following a viewing of Vertical

Limit, an action-packed, thrill-a-
minute, stomach-agitating adventure
yarn about climbing the world’s most
dangerous mountain, I am humbly in-
spired. Hence, for at least one week, I
will forego the elevator at work and
forge upward via the stairs (I think I
know where they are).

This is a respect thing. It’s the least I
can do after being witness to such re-
lentless hardship, pain and misery. And
as I ceremonially trudge to my second
floor destination, I will count my bless-
ings. I will be thankful that I’m not
24,000 feet up, suffering temperatures
well below zero, and sporting an ice-
enveloped mustache that gives me that
Dr. Zhivago look.

But most of all, I will give thanks that,
for all the interests and passions I have
thus far indulged, climbing the bald side
of a snow-covered mountain with little
more than a rope and a pickax has never
been one of them. Memories of scaling
the tall school yard fence when it was
locked on Saturdays still give me the
willies. That woven metal barrier was
my Mount Everest. But if you wanted to
play second base for the Yankees, there
was no way around it.

So convincingly fraught with peril at
every turn, it’s no wonder Vertical Limit
can conjure such personal recollections.
All of which gives testament to what a
fine job director Martin Campbell does
in evoking the utter danger that’s avail-
able to us in this world if we so choose,
or are just plain unlucky. Unfortunately
for armchair sociologists, he doesn’t
really get into why the climbing elite
who populate his scenario want to as-
cend mountains, other than the tacitly
and classically acknowledged, “Because
it’s there.”

Oh, there’s a bit of a Greek tragedy at
the root of this saga about a world fa-
mous mountain climber (Stuart Wilson)
and the uncomfortable legacy he leaves
his similarly inclined son (Chris
O’Donnell) and daughter (Robin
Tunney). In fact, doth protesting a bit too
much, the studio exhorts that Vertical
Limit is not just a mountain-climbing
movie. That it is a very serious drama
which simply plays out to the backdrop
of the great outdoors.

But the slight script amounts to no
more than the typical melodrama per-
functorily inserted to anchor the great
cataclysm at hand. And though the di-
rector seems to confuse the two, soap-
suds and snow don’t mix.

This is a disaster movie, despite what
froth the Hollywood spin doctors have
issued. And truth be told, there is so
much sturm und drang relentlessly con-
vulsing throughout this adventure that
any semblance of an honest-to-goodness
dramatic plot would prove incompatible
with the high-intensity action.

But if you like your agony and woe

piled high, rejoice. The story about a
brother and sister who can’t reconcile
their differences after Dad makes the
ultimate sacrifice only serves to make
matters on the slopes bleaker.

Portrayed by Robin Tunney, sis is
Annie Garrett, the darling of mountain
climbing. A Sports Illustrated cover girl,
of late she’s a special assistant to Texas
millionaire Elliot Vaughn (Bill Paxton).
His philistine quest? To conquer
Pakistan’s K2 and tie it all in with a new
airline venture.

Now, are you ready for the audience
manipulation of the year? In a coinci-
dence that takes more chutzpah to foist
upon viewers than scaling any daring
height, Annie’s brother Peter is on hand
for the much ballyhooed occasion. Yup,
played rather inconsequentially by Chris
O’Donnell, he has abandoned the vanity
of competitive climbing and just so hap-
pens to be on assignment for National
Geographic. This makes him mountain
climbing’s moral equivalent of a Na-
tional Public Radio personality: impas-
sioned and informed, but free from the
ego-challenging involvement of the big
time.

But let’s just imagine — not to say
this is the plot, mind you, but just imag-
ine — that sister dear gets in trouble up
there on K2? Would this stir Peter from
his neutral status and thus afford him the
opportunity for complete and total vin-
dication? Remember, she’s miffed, and
blames brother for dear old Dad’s unfor-
tunate fate. Surely it would take a
Herculean feat to change her stance.

But before you answer, and regardless
of your response, consider this: Assum-
ing that the studio wasn’t just giving us
the company line, and this were truly a
drama of complex relationships,
wouldn’t we all be a lot more comfort-
able if the setting were, for example, a
college campus. She could be a botanist.
He could be a philosophy prof. Then
they could thrash all this sibling stuff
around while seated in nice thick leather
chairs and having tea and crumpets. Some
big academic competition could be the
emotion-fomenting factor instead of
having that huge icy mountain (brr!)
serve as the catalyst. You could even
throw in a murder or two if you wanted.
How about an embezzlement, too? Who
cares whether or not it’s an improve-
ment. At least we’d be warm.

Obviously unconcerned that there is a
difference between action and agita, the
fabulously filmed and stunningly cho-
reographed Vertical Limit churns its an-
guish and privation with the single-
minded tenacity of a snow blower. And
that can leave you rather cold.

*  *  *  *  *
Vertical Limit , rated PG-13, is a

Columbia Pictures release directed by
Martin Campbell and stars Chris
O’Donnell, Robin Tunney and Bill
Paxton. Running time: 123 minutes

Letters to
the Editor

New Legislation Aimed at Getting
Fraudulent Telemarketers Out of State

By RICHARD H. BAGGER

When Samuel Morse demonstrated
his breakthrough, the telegraph, to
Congress in 1837, the first message
he tapped out was the question, “What
has God wrought?” Thirty-nine years
later, Morse’s fellow communications
revolutionary, Alexander Graham
Bell, was more peremptory: “Watson,”
he demanded of his assistant in the
next room, “come here.” Neither man
had any idea how their words and
deeds echo through our lives more
than 100 years later.

While the telegraph has disappeared
from our daily modern life, the tele-
phone is everywhere. We order pizza
over it and check on our families with
it. It links our computers and wires us
into the Internet. We send faxes over
it. It is hard to imagine that when our
grandparents were raising our par-
ents, a telephone was still a novelty.
Just before World War II, only 19
percent of the country had private
phone service. Many rural towns had
no service at all.

But all that has changed. Ninety-six
percent of American homes have phone
service and 23 percent have more than
one line. This doesn’t count millions of
Americans who are not only wired, but
connected wirelessly as well.

Except when we want peace and
quiet. And, invariably, that means when
the phone rings and it is someone at the
other end who wants to sell us some-
thing we don’t want. Who among us
doesn’t think, “what has God wrought,”
when we get the umpteenth phone call
of the night from a telemarketer who is
interrupting the family meal or the
children’s homework.

Back in the days when our grand-
mothers and families were raising our
moms and dads, this wasn’t a prob-
lem. If you didn’t own a phone, they
couldn’t call you. But they could send
a salesman out to your grandmother’s
house, and if that salesman could get
the proverbial foot in the door, your
grandmother was faced with a sales
pitch she didn’t want to hear or the
purchase of insurance policies or
chimney brushes she didn’t need.

These visits generated a lot of sales
and, along with them, a lot of annoy-
ance, ill will and fraud. They also
generated new laws to protect our
citizens. The Door-to-Door Sales Act
was part of the answer. It recognized
that the unrelenting knock at the door,
the high powered sales pitch that came
with it and the possibility of fraud and
abuse in door-to-door sales needed an
antidote.

It recognized that our citizens were
at a disadvantage when a slick seller
had them cornered in their own homes.
The new law leveled the playing fields
and gave these consumers the right to
cancel a transaction within three days,

and it required the salesmen to tell their
targets about their rights. It worked.

But around the very time our prede-
cessors were acting to fix an old prob-
lem, a new one was looming on the
horizon. The same year that new law
was enacted, a Princeton management
consultant named C. Dickey Dyer
coined a new term to describe a new
sales technique, then in its infancy, but
growing fast, which would be the death
of the door-to-door salesman. He
called it “telemarketing.”

Telemarketing is certainly no longer
the primitive tool described by Dyer.
Mr. Bell’s invention supports a
telemarketing industry estimated to
be a $500 billion a year business. An
estimated 14,000 telemarketing busi-
nesses operate. Everything from cere-
als to securities are sold over the phone.

All of these companies are making
a lot of phone calls. The AARP reports
that Americans over the age of 55
receive at least five telemarketing calls
a week. The New Jersey Division of
Consumer Affairs reported in its El-
der Fraud Task Force Report that New
Jersey seniors reported being inun-
dated with telemarketing calls. The
National Consumer League routinely
reports that telemarketing remains one
of the largest categories of complaints
it receives.

All those phone calls are annoying
people who don’t want to be bothered
in the first place. Worse, the
telemarketing call is, all too often, the
first step in the fleecing of America,
particularly elderly America. AARP
estimates 10 percent of the businesses
engaged in telemarketing are com-
mitting fraud.

The state’s Division of Consumer
Affairs reports a surge in telemarketing
complaints, making citizen complaints
about alleged telemarketing fraud one
of the division’s top 10 complaints.

As Morris County Prosecutor John
Dangler was once quoted as saying,
“A gun used to be what crooks used to
steal money from you. Now it’s a
phone and a lap top.”

AARP and the Federal Trade Com-
mission bear out this contention, esti-
mating that telemarketing fraud steals
$40 to $60 billion from Americans.
Law enforcement knows that
telescammers maintain lists of the most
gullible targets which they sell to each
other. Sam Morse’s question would
have to be amended to ask, “what has
Mr. Bell and the telemarketers
wrought?”

State and federal governments have
responded with rules and regulations.
By law, telemarketers have to main-
tain do-not-call lists and aren’t al-
lowed to call you if you tell them not
to. Because this wasn’t working well,
the federal government passed the
Telephonic Consumer Protection Act,

and said in it that if you told the
telemarketers they couldn’t call you
and they did anyway, you could take
them to court and get $500 fines for
each call they made to you after you
told them to stop.

The problem with this is that the
calls keep coming in. The frauds keep
piling up. The federal legislative fixes
don’t work. The time has come for two
changes to New Jersey’s laws which
will make a difference.

I am sponsoring two bills which
make things simpler for you and sim-
pler to law enforcement. The first bill
says a telemarketer can’t call you un-
less you give them permission to call.
This isn’t very hard. The good e-com-
merce companies are already doing
something like this. They’ll ask you
when you log on to their sites whether
you want to get return e-mail from
them. You initiate the contact, you make
the first move, you maintain control of
your life. You get a choice and they
know you’re a bona fide potential cus-
tomer. That helps you and it helps the
company avoid annoyance.

The other bill helps fight the fraud
generated from telemarketing. It would
require all telemarketing companies to
register with the state Division of Con-
sumer Affairs. The division would have
to maintain a list of all registered com-
panies and provide that information to
the public.

This would do several things. First,
it would require those telesalesmen
and women to register, so the state
would know ahead of time who was
lawfully doing business in New Jersey
and where to find them if they needed
to. Second, if the state came across
someone who wasn’t registered, the
Attorney General would be able to
prosecute right away for that viola-
tion. Third, if a telemarketing firm
needed to be registered to do business
in New Jersey, and committing fraud
or other deceptive acts could cost that
firm the right to do business in New
Jersey, that firm is more likely to play
by the rules and stay on the straight
and narrow.

These changes make sense and Gov-
ernor Whitman has endorsed them.
These aren’t very difficult laws for
honest business to obey, but they’re
very hard for crooked telemarketers to
follow. We want the honest
telemarketer to thrive and give our
citizens the convenience and ease of
the widest possible range of goods and
services. But we want the fraudulent
telemarketers to be out of business in
New Jersey.

*  *  *  *  *
Richard H. Bagger represents the

22nd Legislative District in the State
Assembly. He chairs the Assembly
Appropriations Committee.


