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: DEADLINE

New Internet Web
Platform Launch
Focusing on China

With the launching of the
newly-built web portal platform
AmeriChi B 2B

(www.americhinab2b.com) and

na

its potential benefits for U.S.

businesses across Massachusetts

and the country. local businesses
have begun to recognize this
iU vher product as an
mternational resource for assist
ing them to sell into the Chinese
market. AmeriChinaB2B.com
a web platform designed to pres

ent a business Internet message
to Chinese buyers, functions as
a “sales lead generation™ tool for
small- and medium-sized U.S
businesses. The sales and mar
keting web platform is the cre
ation of Dr. Ben Lee, an electn
cal engineer, who lives in Palo
Alto, California.

Lee. along with a partner in
Massachusetts (a former Boston
marketing information special-
ist) and a consultant and educa
tor, Dr

Boston,

James Noonan in

have established and

continued on page 6

Feminist Gloria
Steinem to Speak

Considered one of the fore-
most leaders of the modern
feminist movement, author,
Journalist and political activist
Gloria Steinem will speak at
_Cal State San Bernardino on
March 13.

Sponsored by the CSUSB

continued on page 24

$2.00

PRESORTED STMOMO
*ERAUTO**SCH 3-DIGIT 92¢ ;
Ingrid Anthony ; O M{ A
6511 CRISTA PALMA DR ‘nunu; '|
HUNTINGTON BEACH, CA 92647 6617 bttt |
YTy P PP P P e 1 P P 111 Y

March 2007

Behind the scenes of
a corporate scandal

By Dan Blacharski

I'here are cases in corporate
America today that rightfully

enrage the American public
Corporate accountability is at an
all-time low, and despite new
legislation designed to promote a
higher level of accountability in
the corporate sector. the board
room still has not won back the
hearts and minds of the American
public. Small wonder, with cor-
porate CEOs raking in record

sh salaries. while employees

¢o without raises. pensions or
acceptable healthcare benefits

A corporate CEO makes an
casy target indeed, and it's easy
to point the finger of blame when
things go belly-up. To be truth-
ful. that finger of blame 1s often
Wall
Street’s recent history of lies.
malfeasance and outright theft
make us feel righteous in our

correctly  aimed. and

indignation. That's why it was so

continued on page 7

UCR Scientists Receive Funding
From the California Institute
for Regenerative Medicine

Two UC Riverside faculty

members have each received
funding from the California

Institute for
Medicine, California’s stem cell
research initiative, to conduct
research on the growth of human

Regenerative

embryonic stem cells in the labo-
ratory, and to explore whether a
type of RNA - a single-stranded
molecule that translates genetic
information — can help stem cells
differentiate into specific kinds
of cells.

continued on page 22
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Executive Time-Out:

Ontario’s State
of the City
By Joe Lyons

Red Skelton

Seattle, as he observed the ongo-

once said of
g construction of its downtown
arca. “This will be a nice town
when they get it finished.”

The same could be said of
Ontario.

In just the past decade,
Ontario has seen the opening of
terminal. the
Ontario Convention Center, The
Mills  Mall, the

Mountain Avenue corridor proj-

IS new  airport

Ontario

ect, including the new Gateway
Center at 6th and Mountain and
the new police station where the
old Fedco was. Believe it or not,
the Ontario Auto Center is near-
ly two decades old already.

And yet, the city is still
growing.

Now comes that time of the
year when cities present their
Mayor’s State of the City lunch-
es where the reports are that

continued on page 17
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CVB Financial Corp. Announces Merger

Christopher D. Myers, presi-
dent of Citizens Business Bank
and Don M. Griffith, chief execu-
tive officer of First Coastal Bank,
N.A., jointly announced today
that the two financial institutions

I'he
transaction 1s subject to share

stock. stock, as the case may be

Accordingly, the shareholders of

s o Business Bank the opportunity o
expand our geogray
mto the South B

Angeles

ohic
ay and West Los
areas  of

presence

First Coastal Bancshares will be holder and regulatory approval

subject to proration procedures in - and other customary conditions
the event that the First Coastal
Bancshares make

elections for more than half of the

Southern

It is expected to be completed California

ILis also synergistic
during the second quarter or carly — with our plans (o open new |

third quarter of 2007.

shareholders usi

have executed a definitive merger J
g ness financial center locations in

March 2007
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Ontario’s Airport Just
Keeps on Growing

By Joe Lyons

Pomona Valley Heart Victims
Are Headed for PVHMC

Los Angeles County ambu
lances are now instructed to take
patients, within a 30-minute
radius, who are experiencing a

ST-Elevated Myocardial

services available at that facility

It is important to note here
that the Journal has learned the
30-mile radius will
into San Bernardino County. A

not cover

agreement. This agreeme )- i - . On Feb. 5th a small Brazilian tions available out of LA/ONT. : R o o

” s Fuomeni oe merger consideration to be paid “The merger with First Torrance and Century City.” stat : ) T p Infarction, to Pomona Valley spokesman for PVHMC stressed
vides for the merger of First 2 - . p 1 SUE passenger jet called an Embraer, This marked one of two : § Y ok thic e AL o L e
5 5 in cash or CVB Financial Corp. Coastal provides Citizens ed Chris Myers % aneadel : X Hospital Medical Center and its ¢ a Los Angeles y
Coastal Bancshares with and 2 came into its final approach to major steps in Los Angeles

into CVB Financial Corp. and

LA/Ontario International Airport.

Mayor Antonio Villaraigosa's

Stead Heart and Vascular Center.
As a result of this designation,

program, although it is quite
possible that individual cases

the merger of First Coastal SR On board were the mayor of drive for a regional approach to paramedics in the field now work ~¢an be accommodated.

Bank tonthlantiintay Cilens ,\{‘/\s\ n\,’ Ontario, along with the mayor of n‘wclmg il travel demand in ity With hospilal GberEeicy Through support and a $3
Business Bank. with Citizens & A Los Angeles and Jim Ream, the Southern California. , ph\\lc-mn\. I ond ol million grant from the
Business Bank surviving as the president of Expresslet, which ROSGIMGR 10+ Nalanizoes, nicians to diagnose {\;1(|L~;\1\_ Annenberg  Foundation and

L’U”llllllll]f_‘ h.ll]kl”:,‘ operation.
T'he

provides that each outstanding

definitive .l}‘l\'L'HICHI

years of .. 7/

owns the aircraft.
As the
ground, ONT experienced the

wheels touched

Houston-based Expresslet, the
nation’s largest regional airline,
and one of Fortune Magazine's

T'he type of heart attack known
ST-elevated myocardial
infarction (STEMI), or an acute

as a

American Heart Association, Los
County Emergency
Medical Services Agency was

Angeles

: . o T L S ATae ; -
share  of  First Coastal largest expansion of air service in  Most ~\d“l-l'l'.kd Airlines, has heart attack caused by blood clots. able to provide essential 12-lead
Bancshares will be converted its 84-year history. Expresslet selected ONT as the focus city ; electrocardiograms (EKGs) to all

73 in cash or $276.73
CVB
Corp. common stock (based on
a volume weighted average
trading

into $276

in value of Financial

Relationship

price for a period of 20

had
Ontario became the company’s
Southwestern base, and with that
comes an immediate 25 percent
increase in

claimed a new home.

daily departures,

for a new airline it is launching
this spring. ExpressJet will inau-
gurate 29 daily flights at ONT
14,

which will serve 14 new nonstop

between April 2 and May

can permanently damage heart
muscle without early intervention.
If a STEMI is determined, para-
medics are required to bypass non-
designated hospitals and transport
to a designated STEMI Receiving

program, patients suffering from a

LA County and City Fire
Departments. The county’s
Board of Supervisors approved
an additional $4 million in
September 2006. The goal is that

transportation vehicles will have

- : .
trading days prior to consum- £ y along with a 63 percent jump in destinations. Center (SRC). Prior to the SRC by June 30, 2007, all emergency
mation of the merger) at the ey €2 N B \ the number of nonstop destina continued on page 26

Coastal
The
total purchase price of approxi-
mately $35 million will be paid
half in cash and half in CVB

Land Sells for

First
Bancshares shareholders.

election of

Frankie Barouti

Frankie Barouti is excited that Giant RV is the

largest RV dealership in the country! -

\When Frankie and his
father, Bob needed
help managing a

'\ growing business,
they got valuable
assistance with

Citizens On-Line
Banking, Bank Card
processing and a
Construction Loan...the
TOP Business Bank in the Nation
— US Banker Magazine.

A Great Relationship for 17 years
helped Giant RV get even bigger!

Giant RV

Hard Rock
Condo Hotel

After almost a year of over-
coming challenges, a sale of a
1.8-acre parcel of land located at
700 E. Tahquitz Canyon Way for
$5.81 million is the last parcel
needed for the development of a
10-acre, 499-room Hard Rock
Hotel in downtown Palm
Springs. The Hard Rock Condo
Hotel will change the face of
Palm Springs by bringing a hip
new demographic to the desert
and will spur other complimen-
tary area development.
Construction is expected
to commence early 2008 with
completion anticipated for 2009.
The property is located on the

Mamber

%
§

Acdo s Az o Baifcws evecy g o 2

Inland Empire,
We Mean Business.

Cal National Bank has underwritten and
provided Working Capital Financing for:

ClassicPlan Premium Financing, Inc.
Insurance Premium Financing

$50,000,000

Working Capital Credit Facility

Cal National Bank stands ready to fulfill the needs of the Inland
Empire business community with a host of products, services
and o dedicated team of business banking professionals

For more information, please contact:

Doug Martins- Business Development Officer
(909) 803-1083

Josh Lyons- Relationship Manager
(909) 803-1082

STEMI were taken to the nearest
hospital regardless of the cardiac

* 2 Lasers on Site

- State Of The Art Equipment
« CK & Traditional LASIK

* Pre & Post Op. Care

Face Lift

» Ask About CHRFIoM! 1™ LASIK
LASER COSMETIC SURGERY

Facial Rejuvenation

a 12-Lead EKG.

continued on page 14

PROFESSIONAL
s QUALITY
= RESULTS
® AFFORDABLE

*Prices vaiid for candidates with -1.00 to -1.50 myopia.
No astigmatism. CK & CustomVue extra. Nidek Only.
Must present ad at booking surgery.

FrREe CONSULTATION

Botox & Coll;

67 Neighborhood Branches
calnational.com

Eve Lids & More
Ask for Ro

Ipting - Chemical Peel - Acne Rosacea

central boulevard, Tahquitz
Canyon Way, which connects
the airport to downtown Palm
Springs. It is also adjacent to
the expanded convention center.

or Sabina

1-888-4-CBBANK
www.cbbank.com

CITIZENS

BUSINESS BANK

| Se Habla Espaniol.$0 Down OAC. Regular $495 per eye
1-800-585-4393
= e ————

9496 Magnolia Ave. #1024 Riverside, A 92503

www.lasikempire.com
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This March in the Inland Empire
Business Journal!

News and Features

Behind the Scenes of a Corporate Scandal With corporate
CEOs raking in record high salaries, while employees go without
raises, pensions or acceptable healthcare benefits, corporate
accountability is at an all-time low.

Negotiate to Win: Win-Win is for Losers! Win big/win small
means getting what you came for while still making sure the other
party’s needs are met as well

Marcus & Millichap 2007 Annual Report for Riverside-San
Bernardino  The local population has grown dramatically in
recent years, as new residents have been drawn to the area by com-
paratively affordable housing prices. Robust growth continues to
attract developers to the Inland Empire

Corporate Profile: Glen Ivy - Swimming in History The pop-
ular Glen Ivy Hot Springs has a rich history starting with a
Spaniard tribe. It has faced its ups and downs in the past. Today
it employs over 550 throughout the chain ................. 13

Quoite of the Day-
Theodore Roosevelt’s ideas on mmu\ rants and being

an American in 1907
“In the first place, we should insist that if the immigrant who comes here in good
faith becomes an American and assimilates himself (o us, he shall be treated on
an ex act equality with everyone else, for it is an outrage to discriminate against
any such man because of creed, or birthplace, or origin. But this is predicated
upon the person’s becoming in every facet an American, and nothing but an
American.....There can be no divided allegiance here. Any man who says he is an
American, but something else also, isn’t an American at all. We have room for
but one flag, the American f1ag....we have room for but one language here, and
that is the English language....and we have room for but one sole loyalty and that
is a loyalty to the American people.”
-Theodore Roosevelt 1907

—
Columns
—_— —
Real EState INOES: » « < :s s slesivmsion e s nsnssrsnncnmiuiiy 6
Investments and Finance ... ..c..oeeeeeeeniniiiiiii ] 9
COMMENIATY . .« vevnrnnrssannnssnssees 12
Corporate Profile: ... ... cveiiunaniane o 13
R L e e e A S R PR 16
Computer Technology . ....cooooveeeecee L, 18
MENAGINGT o1 o/ ssns 5 2 5 ala slainioiciaieisinn e sx s ge e s oesne s 20

The Lists:
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IDIANABIPITE 1k 5 e cinisiaosraisin s a5 0x s = 4 vove o s s amnid 25

MBA Executive Programs in the Inland Empire .. ... .. 26

Business & Liability Insurance Agencies ... ... .29
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Deal or No Deal:

The Anatomy of Making Good Decisions

By Deanne DeMarco

Phil was recently promoted to
500
Tina is the
new call center director in a utility

line manager i a ['()HUHC

manufacturing plant
company: John was promoted to
vice president of clinical research
T'he
aptitude to make sound decisions

in a pharmaceutical company.

for each of these managers is criti
cal for their respective companies
and also for their careers and abili-
ty for future advancement.

Every day we are confronted
with decisions that affect our lives
Without effec-
skills

even the most talented

in varying degrees
tive decision-making and
strategies,
and brilliant can experience crush-
ing disappointments. It is clear that
the ability to make sound decisions
is critical in today's world of quick
fixes and superficial solutions.
When a crisis occurs or tough
choices need to be made, the abili-
ty to make accurate judgments is
essential. At times the choice is
between two defined alternatives,
at other times there are many alter
natives. Decision, choice or judg-
ment errors can have grave conse-
quences. Here are some tips that
can help you make sound deci-
sions, no matter what the situation.

Deal: Strategies for Making
Good Decisions

1. Analys
good decision-making is the abili-
ty to conduct proper analysis of
the problem. All too often deci-
sion-makers rely on opinion rather
than facts. Unfortunately we are
often plagued with inconsistent
messages and incomplete data.

Another issue is the problem of

self-serving bias. Managers will
often listen to the people who
share a common viewpoint and
disregard information that con-
flicts with their position.

Another analysis issue is bad
data. According to a recent nation-
wide survey by Harris Interactive,

they concluded that 75 percent of

s: At the heart of

workers made business decisions
that were later determined to be
wrong The
recounted that 94
U.S.
their data, and did not seek addi-
tional

due to faulty data
Harris survey
percent of workers trusted
when
Workers

making bad decisions on informa-

sources making a

decision. admitted to
tion that was inaccurate, incom-
plete or contradictory.

2. Utilize decision-making
tools routinely. There are a num-
ber of effective decision-making
tools. One easy to use tool is the
I-chart

identify the
and cons.

pro/con Before making

decisions outcome
pros After a list has
been generated, go back and put a
items. By
writing it down you will be more

likely to see the value of the out-

value on each of the

comes for the decision.
Another excellent tool 1s the
fishbone diagram suggested by
Ishikawa. The fishbone diagram is
used to identify the causes and
effects of the problem. If a decision
is made to correct the w Tong cause,
the problem will not be solved and
new problems may develop. To
construct the fishbone diagram,
draw a long horizontal line that rep-
Then draw
diagonal lines from the horizontal
line. Label each line with issues
that relate to the problem, for
example, people, machines, materi-
als, and methods are typical prob-
lem issues. From each of the diag-
onals draw shorter lines that run
parallel to the problem line. On
these lines identify specific issues
that affect the larger problem. This
visual analysis diagram is one way
of helping the decision maker ana-
lyze the problem’s cause and effect.
3. Identify criteria for a good
decision. What would a successful
decision look like? What is
required of the solution? When the
decision is between a set of alter-
natives, first identify the criteria
required for the ideal solution. By
continued on page 35

resents the problem.

Having trouble keeping your website up-to-date?

[

|

I

| Does it take forever to get your website updated?
Is your web staff overworked?

c tllhﬂSﬂ’dt@g l [P Sy

-- Content management solutions

-- E-commerce tools and services

-- Online shopping carts and credit card transactions

-- Website planning, design and implementation

-- Website project management services

-- Website hosting

-- Custom search engines, directories and catalogs
Our content management tools can help you decouple the
look-and-feel of your site from the informational content.
Your clerical staff can keep your content up-to-date;

they won't have to wait for your overworked web experts
to do it.

For more info see us at www.csz.com
Call today for a free consultation!
909-920-9154 x27
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REAL ESTATE NOTES

Panattoni Development Company’s retail division, headquartered
in Irvine, announced that Plano, Texas-based JCPenny has signed a
lease to open a 103,525-sq.-ft. store at Rancho del Chino,
Panattoni’s new $90 million retail development project, which is
under construction in Chino. Currently, Home Depot is under con-
tract to purchase 9.2 acres from Panattoni and is expected to open a
106,278-sq.-ft. store plus a 34,760-sq.-ft. garden center. Home
Depot and 39,000 square feet of retail shop space are slated to open
in Jan. 2008. JCPenney is expected to open on Oct. 5, 2008. Upon
completion, the 42-acre project is expected to include an electronics
retailer and office supply store as well as additional retail shops and
restaurants. Located at the northeast corner of Ramona Avenue and
Chino Hills Parkway, the new retail development is being built on
one of the last commercially developable pieces of land along the 71
Freeway........... Marcus & Millichap Real Estate Investment
Brokerage Co. recently announced the sale of Betania Apartments
in Riverside. This well-maintained apartment community command-
ed a sales price of $1,190,000. Cray Carlson and John Collins,
investment specialists in Marcus & Millichap’s Ontario office, had
the exclusive listing to market the property on behalf on a CA-based
private investor. The Betania Apartment complex is located at 4617
Jurupa Ave. in the city of Riverside........... In Victorville, Atlanta-
based Newell Rubbermaid leased a 407,600-sq.-ft., build-to-suit
facility at the Southern California Logistics Airport (SCALE), a
master-planned 8,500-acre multimode transportation hub supported
by air, ground and rail connections. The 10-year deal has a total
value of roughly $15 million, or about $0.31/sq. ft/month. The
building is one of several warehouse and distribution buildings to be
developed during Phase I construction at the logistics center, a devel-
opment of Starling Capital Investments, a joint venture between
Foothill Ranch-based Starling Enterprises and Denver-based DCT
Industrial Trust Inc. Phase I development is being supported
through a $350 million investment from Starling Capital
Investments. Construction of the Newell Rubbermaid distribution
building, which will create about 150 jobs, is expected to commence
last quarter of 2007 with move-in planned for Sept. 2007. Overall
Phase I development plans at SCALE include the construction of
approximately 6.4 million square feet of industrial facilities on over
350 acres of land. The new industrial space will be built on a spec
basis and will be comprised of diverse product types including large
scale distribution and multi-tenant facilities. Phase I aims to create
13,150 direct and ancillary jobs.

This column provides a review of the latest commercial real estate
activity throughout the Inland Empire. It is produced in a joint media
effort between the Inland Empire Business Journal and Rentv.com.
For more commercial real estate information from around
California, go to www.rentv.com.

Web Platform...

continued from page 1
developed their web product, and
its attributes. while constructing
effective management and sales
teams-- literally across the globe.
Company offices include Boston.
Palo Alto (headquarters) and
Beijing, China.

The platform services will
provide AmeriChinaB2B
(www.americhinab2b.com)
clients integrated marketing and
sales-focused portals to deliver
their sales messages o Chinese
businesses in addition to sourc-
ing opportunities as well as offer-
ing a unique competitive advan-
tage. “The new platform offers
online and offline marketing pro-
motions and credential investiga-
tions of Chinese buyers.
Additional features include mar-
keting research, website, and
documentation---as ~ well  as
Chinese translation, local domain
hosting services, sales assistance
and offshore feasibility
research,” said Dr. Ben Lee,
president of the new Internet
marketing start-up
AmeriChinaB2B
(www.americhinab2b.com).

Lee explains that by estab-
lishing an easy-to-use web
approach, AmeriChinaB2B
(www.americhinab2b.com) can
offer integrated sales and multi-
applications for businesses for
business content, selling and
sourcing.

“Using the latest information
technology, we are able to capi-
talize on delivering to small- and
me lium-sized U.S. businesses
mel10ds to finally overcome bar-
rier. and to sell directly to
Chi a’s vast industrial and busi-
ness markets,” Lee added.

" - reports that many small-
or u.>. businesses, lacking the
resources of large multinational
corporations,  still have the
desire in selling to potential mar-
kets in China. “Unfortunately,
these businesses do not know
how to get started and
AmeriChinaB2B
(www.americhinab2b.com) can
assist them to undertake this
process,” Lee commented.

These small businesses look
at the Chinese market and con-
clude its too difficult o enter,
They find few options “Now
AmeriChinaB2p
(www.americhinab2b.com) wil]
deliver their buying, selling angd
inquiring options directly into
the heart of the world’s largest
market.” says Lee

Lee explains, “The unique-
the  AmeriChinaB2B
pmducl offers the opportunity for
U.S. companies to present their
sales messages both in English
and Chinese to millions of busj-
nesses in China.  U.S. manufac-
turers and service companies will

ness of

benefit from direct sales inquiries
generated from their sales mes-
sages hosted on the platform and
seen by Chinese buyers.” he says,

Lee said that he and his part-
ners, that  many
American businesses believe
they must sell to markets like
China, “with maturing markets
and more competition attacking
domestic markets, these busi-
nesses will have to seek out new
growing markets to stay in busi-
ness,” Lee said.

Accepting that U.S. small
business can no longer avoid
selling to China because of con-
cerns over trade barriers, Lee
suggests that there is great oppor-
tunity for selling industrial busi-
nesses and consumer goods to a
nation starving for new and inno-
vative products.

“Instead of importing cheap
made goods from China, instead
of seeking out sourcing loca-
tions, we can now begin to
export; to sell to China---and that
helps America,” Lee insists, “and
just maybe we can even be able
to impact the trade deficit we
have with China.”

“Small- and medium-sized
U.S. firms have long been rec-
ognized as the backbone of eco-
nomic activity, offering jobs to
Americans and contributing to
overall economic  growth.
Some businesses sell to various
overseas markets, and many
now are beginning to sell to
Chinese markets,” said the 37-
year-old engineer.

continued on page 34
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NEGOTIATE TO WIN:
WIN-WIN IS FOR LOSERS!

By Michael Soon Lee, MBA, CSP

Nearly every negotiating
book ever written takes a win-win
approach to agreements.

However, master negotiators
know that win-win is for losers. In
reality. nobody believes in win-
win because people play to win -
not to tie, and certainly not to lose.

In martial arts, for example,
whether you are sparring for
practice or in a tournament, you
do not
win. Even if the person across
the mat from you is your best
friend or your brother or sister,
you still don’t want them to beat
you. There's nothing wrong with
this attitude because the need to
win is human nature, for both
men and women, and it’s what
drives people to do their best.

But let’s be clear - winning
doesn’t mean breaking even. If
you are an avid gambler, you
would not consider yourself a
winner if you went to Las Vegas
and played blackjack with $100
for three hours and left the table
with $100.
soccer team ends an important
game in a tie do you consider it a
win? Martial artists play to win
and so do you.

Contracts are signed with
each party’s own interests in
mind. Leading up to the contract
is the negotiation, and the win-
ning attitude must start there.
This is not to say that the oppos-
ing party does not get what she
wants out of a deal as well, but an
experienced negotiator lets her
have it on his own terms. The
mark of a master negotiator is to
walk away from the table with
what he came for while letting the
other party feel she got a good
deal as well. Now that’s skill.

Win-win suggests a tie
wherein you, in the best case sce-
nario, end up with a dissatisfying
compromise. On the other hand,
win big/win small means getting
what you came for while still
making sure the other party’s
needs are met as well. You will

want your opponent to

If your hockey or

always get the best deal in bar-
gaining if you follow more of a
win big/win small philosophy.

When you truly win, it means
you got all of your needs met and
obtained as many of your wants
as possible. You must recognize
the difference between wants and
needs and how to keep them at
the forefront of your mind.

Too many people feel guilty if
they win big by obtaining more of
what they want from a deal than
the opposite party seems to. Don’t
fall into that trap. They aren’t
going to agree (o any deal where
you are the only one to benefit.
For all you know, they may be
going through a divorce, job
transfer, illness, need cash, have
tax problems, or some other situa-
tion that you are helping them to
resolve. There was a story in the
newspaper a few years back about
a man who was running off with
his secretary after telling his wife
Before he
left town to vacation with his new
sweetheart. he hastily called his
wife told her to sell his
Mercedes for “as much as you can
get” and send him the money in
the Bahamas. She sold the brand
new car for one dollar. Now, the
buyer of that Mercedes definitely
got a good deal, but he needn’t
have felt bad. The wife found
immeasurable satisfaction in
sending her ex-husband a check
for a single dollar. There could
literally be a million reasons why
someone wants (o buy or sell, the
fairness of which is not our con-
cern. Obviously, if they are men-
tally infirm you should not take
advantage.

Bargain with your own inter-
ests in mind and assume the other
party will do the same. One fam-
ily had some large, unused items
cluttering up their garage so they
called a company to come over to
see how much it would cost to
haul it away. After looking at the
freezer, file cabinets, and other

continued on page 14

he wanted a divorce.

and

Corporate
Scandal...

continued from page 1
easy, in one case, for a much
larger corporation like Federal
Express to hide in the shadows,
while a lesser-known company
took the fall for FedEx's own
misdeeds. While America
shaking its fist at the
Francisco-based payroll tax
Hamilton Taft and
Company, and its flamboyant
CEO, Connie “Chip” Armstrong,
FedEx was pulling the strings to
make sure that blame stayed
rightfully
should have been placed: square
at the Hamilton Taft's
biggest client, Federal Express
Corporation.

In what The Wall Street
Journal called “the white collar
scandal of the decade,” a whirl-

was
San

provider,

away from where it

feet of

wind of activity. a rush to judg-
ment, and a trial by media killed
Hamilton Taft and imprisoned its
CEO. Remarkably, in the rush to
put this company out of business,
courtroom protocol was not fol-
lowed, a court-mandated eviden-
tiary hearing never took place,
and the facts of the law itself
were manipulated time and again
10 suit the prosecution.

Internal government memos
showed that no crime had been

committed. Yet, to avoid being
held accountable for its own very
large mistake that led to the
demise of Hamilton Taft, FedEx
perpetrated the illusion of scan-
dal against Hamilton Taft and
Chip Armstrong. But the true
scandal isn't  what  Chip
Armstrong did. Chip Armstrong
ran a successful company, which
fulfilled all of its corporate and
obligations. Then
despite claims to the contrary,
government’s own internal docu-
ments showed that Hamilton Taft
was within the law as to how it
handled funds. No--the
true that Federal
Express Corporation killed off a
viable company and caused a
man to go to prison so that they
would avoid being held account-
able for their mistake.

contractual

client
scandal is

The Collapse

As has been reported previ-
ously in print, and on
radio talk show discussions, the

online

case can be summarized as fol-
lows. As a payroll tax processor,
Hamilton Taft’s business model
was to handle the often enor-
complex payroll tax
paperwork and payment proce-
dures for Fortune 500 clients.
Hamilton Taft advised clients as
to their liabilities for each period,
clients submitted those funds to

continued on page 16
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Cancer Survivor to Call for New Patient Protection
Rules After Insurer Canceled Policy and Refused
to Pay for $65,000 Surgery

Patients whose health care
policies were retroactively can-
celed when they got sick, leaving
them uninsured, uninsurable and
hundreds of thousands of dollars
in debt, will urge state regulators
today at a public hearing in Los
Angeles to implement tough new
rules on health insurers.

Sal D’Anna’s
PacifiCare, canceled his coverage
when he got kidney cancer,
claiming D'Anna had failed to
disclose his disease when he
enrolled. However, D’Anna did
not find out that he had cancer
until after the insurance coverage
began. As a result of PacifiCare’s
illegal cancellation of coverage,
D’Anna was left to pay for a
$65,000 surgery on his own. To
read more about D’Anna go to:
http://www.ConsumerWatchdog.
org/resources/Saldanna.pdf

A public hearing was con-
vened by the Department of
Managed Health Care (DMHC)
to create new rules to ban the
practice of canceling coverage
when patients get sick. The
Foundation for Taxpayer and
Consumer Rights (FTCR), which
petitioned for the new rules, wel-
comed the opportunity to put an
end to the anti-consumer practice.

“It is good news that regula-
tors are going to crack down on
insurers who pull the rug out from
under patients when they need
coverage the most leaving them
uninsured and bankrupt. Without
specific rules, it is clear that insur-
ers will continue to flout the law.
Insurance isn’t insurance if you
can’t count on it to provide cover-
age when you get sick,” said Jerry
Flanagan of FTCR. “California
patients are at the mercy of profi-
teering HMOs and insurance
companies that drop patients to
boost their bottom line.”

Consumer advocates said that
new regulations and other actions
are necessary because Blue
Cross, Kaiser, Blue Shield,

insurer,

Health Net, PacifiCare and likely
others are illegally revoking
health care polices when patients
get sick. The overwhelming evi-
dence demonstrates a routine and
flagrant violation of state law that
bars insurance companies from
retroactively canceling policies

“The only thing these health
insurance companies are ensuring
is that the consumers who buy
these empty promises will end up
with bills they cannot pay.” said
Jen Flory, an attorney at the
Western Center on Law &
Poverty.

FTCR said that there are huge
financial incentives for insurers
to revoke coverage when patients
are hit with big medical bills.

For example, Blue Cross of
California. one health insurer
against whom hundreds of patient
complaints have been filed, paid
$1.4 billion in shareholder divi-
dends to its parent company since
2002. Read Blue Cross financial
documents showing transfer of
$1.4 billion in shareholder divi-
dends since 2002:
http://www.ConsumerWatchdog.
org/resources/BC_dividends.pdf

Currently insurers cancel
coverage due to so-called “omis-
sions” on a patient’s enrollment
application — induced by the
intentionally vague and mislead-

ing questions on the applications
~ regardless of whether patients
intentionally misrepresented
their
According to depositions in pre-
vious cases against Blue Cross.
1.500 policies were reviewed
each week by the insurer’s
“retroactive review department”
which was dedicated to finding
reasons to cancel policies.

Read FTCR's petition to the
DMHC calling for the new rules
at: http://
www.ConsumerWatchdog.org/re
sources/rescissionspetition.pdf

In the petition to the DMHC
calling for the new rules, FTCR

medical histories

wrote:

“Insurance companies and
HMOs are preying on the 2 mil-
lion to 3 million Californians cur-
rently enrolled in individual poli-
cies. The companies know those
consumers have no employer to
protect them and no ally when
they are sick and need coverage
the most. The companies also
know that for many, legal action,
including a lawsuit, is not a real-
istic remedy when facing large,
unpaid medical bills.

In addition to new regulations
banning so-called “retro-active
rescissions”™ and “postclaims
underwriting,” FTCR called for:

1. Full investigations of aj
cancellation complaints

2. Clear and unambiguous
insurance enrollment applications,

3. Regulations 1o remove
financial incentives for illegal
rescIssions

4. Additional penalties and
fines for the illegal cancellations.
Read more about lllcgal
insurance cancellations at: http://
www.consumerwatchdog.org/hea
Ithcare/StopCancellation

FTCR is California’s leading public
interest watchdog organization. For
more information, visit their web at:
hitp:/Mwww.ConsumerWatchdog.org
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THE GAINERS

Top five. by percentage

THE LOSERS

Top five, by percentage

Company Current  Beg.of Point % Change Company Current Beg.of Point %Change
Close Month  Change Close  Month Change
Watson Pharmaceuticals Inc 2931 27.22 2.09 7.7% National RV Holdings Inc 3.07 425 -1.18 -27.8%
(‘thw]l Commercial Corp 3.82 3.55 027 7.6% Modtech Holdings I;u' 424 4.67 -0.43 -.‘) 2%
HOT Topic Inc 11.19 1041 0.78 1.5% Fleetwood iinlcr}"n\c\ Inc 8.83 9.21 -().};‘4 -4.;’:
American States 7\\..1(-[ Co  40.02 39.19 0.83 2. 1% Keystone Auto. Indstr. Inc 35.04 35.85 -0.81 -2.3%
CVB Financial Corp 12.64 12.50 0.14 1.1% Pacific Premier Bancorp Inc 11.70 11.96 -0.26 r._‘.ul’v
Ticker 2/2[/07. 1/31/07 % Chg. 52 Week 52 Week Current P/E Exchange
Close Price  Open Price  Month High Low Ratio
American States Water Co AWR 40.02 39.19 2.1 43.79 32.39 30.1 NYSE
Channell Commercial Corp CHNL 3.82 3.55 7.6 525 2.38 NM NASDAQ
CVB Financial Corp CVBF 12.64 12.50 1.1 15.68 12.01 148 NASDAQ
Fleetwood Enterprises Inc. FLE 8.83 921 4.1 12.33 6.33 95.7 NYSE
Hansen Natural Corp. HANS 37.88 38.09 0.6 52.72 22.16 42.8 NASDAQ
HOT Topic Inc. HOTT 11.19 10.41 715, 15.64 943 31.1 NASDAQ
Keystone Automotive Ind. Inc KEYS 35.04 35.85 23 46.92 29.80 21.8 NASDAQ
_Modtech Holdings Inc. (L) ~ MODT 4.24 4.67 9.2 10.95 4.15 NM NASDAQ
National RV Holdings Inc. (L) NVH 3.07 4.25 -27.8 7.05 2.60 NM NYSE
Pacific Premier Bancorp Inc. PPBI 11.70 11.96 2.2 12.70 10.75 14.1 NASDAQ
PFF Bancorp Inc. PFB 33.38 33.87 -1.4 39.49 30.87 14.8 NYSE
Provident Financial Hldg. PROV 27.75 1.8 3315 27.09 15.1 NASDAQ
Watson Pharmaceuticals Inc. WPI 29.31 Tl 30.65 21.35 259 NYSE

Notes: (H) - Stock hit fifty two week high during the month, (L) - Stock hit fifty two week low during the month, NM- Not Meaningful

Duff & Phelps, LLC

One of the nation’s leading investment bank-

ing and financial advisory organizations. All

stock data on this page is provided by Duff &

Phelps, LLC from sources deemed reliable.

No recommendation is intended or implied.
(310) 284-8008.

onth Vo‘lurmre

| Stock

: Hansen Natural Corp.

| HOT Topic Inc

| Watson Pharmaceuticals Inc
Fleetwood Enterprises Inc
CVB Financial Corp

46,739,926
13,977,576
11,659,276

5,702,496
3,144,134

Advances
Declines
Unchanged
New Highs
New Lows

N OO oW

MANNERINO

L A W O EFREIL-CAELS

“Laws were made 1o be broken”
Christopher North, May, 1830

“Had laws not been, we never had been blam ‘d; for
not to know we sinn ‘d is innocence”
Sir William Davenant
1606-1668

9333 BASELINE ROAD, SUITE 110 RANCHO CUCAMONGA CA 91730
(909) 980 1100 = FAX (909) 941-8610
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Bighorn’s Employee Enhancement Program 1

The Man In Charge of a Fantasy

By Joe Lyons

Bighorn Golf Club has proud-
ly graduated its first 10 English as
a second language students in
January at the Canyons restaurant
in Palm Desert.

Funded by Bighorn members
Judy Allen and Jim Hummer, the
two reached out to the College
of the Desert in a divine inspi-

language and how to use 1t In
everyday life. Once again ISSE
will instruct the program. Further
classes are already planned.
Bighorn Chairman R. D.
Hubbard was so impressed with
Allen and Hummer's contribution
that he formed Bighorn Golf Club

Charities, a 501lc-3 organization
dedicated to offering college
scholarships to valley students.
Currently, nine people are going
through a full season’s classes at
the College of the Desert. Plans
(0 expand the program are in the
future after a $2 million endow-

ment fund 1s raised
Bighorn 1s a private golf ¢lub
situated high above the Coachella
Valley. in the Santa Rosa
Mountains, just three miles from
El Paseo in prestigious South
Palm Desert. The exclusive com-
munity offers a limited number
continued on page 25
e ———

ration to provide hardworking
Bighorn employees with the
opportunity to enhance their
communication skills.
Instructor Elham Shahidi,
from the Institute for Sales and
Service Excellence (ISSE),
began the six-week program

teaching English to 10
Mountains course mainte-
nance workers.

“The employee never

missed a class,” the Business
Journal was told by Human
Resources Director Norman
Castaneda. “They approached
their studies so enthusiastically
and have learned a tremendous
amount of English in such a
short amount of time.”

“My team has more confi-
dence and is proud to show off
their new language to others,”
states Chito Velasquez, golf
course superintendent. “We
are so grateful to the members
who initiated this wonderful
program.”

Bighorn has an ongoing
commitment to providing their
employees the tools to advance
and succeed in each of their
positions. This program is truly
unique in that employees are
offered the classes at their work-
site making it convenient to their
work and family schedules. Not
only will this class help them
succeed in their positions at
Bighorn, but will also assist
them as they do their personal
business in the community.

The second class has
already begun and includes 22
staff members from the mainte-
nance and housekeeping depart-
ment. They will graduate after
6 weeks with an even better
understanding of the English

Marcus g Millichap
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2007 Rank: 16

2007 Annual Report

2006 Rank: 10

Robust Growth Continues to Attract
Developers to the Inland Empire

Inland Empire retail market in 2007. The local population has grown

Connnued employment and population growth will again drive the

dramatically in recent years, as new residents have been drawn to the
area by mmp.:ra’nvely affordable housing prices. While home prices have
escalated and household growth is expected to slow this year, the retail climate
remains quite strong. The region’s dramatic growth has resulted in higher
demand for population-related employment fields, particularly professional
and business services, and educational and health services. Accelerated
expansion in these sectors has actually caused a shift in the areas of growth in
the metro. Until recently, many transplants to the Inland Empire chose to
reside in the western part of the metro and commute to jobs in Orange County.
A broadening local economy is creating new jobs, homes and retail opportuni-
ties to the east along I-10 and to the south along I-15. The lack of significant
barriers to entry is enabling developers to remain active, as they try to stake
claim to prime locations in the path of growth. New construction is expected
to push vacancy higher in the near term, but rent gains w ill likely maintain

current NOI levels.

The metro’s outstanding prospects for sustainable long-term growth will
drive investor demand for retail properties. Investment activity declined in
2006, but much of the slowdown was attributable to nsing interest rates and
declining cap rates in the first half of the year. Interest rates have since fallen
and are forecast to remain relatively stable through 2007. This year, the buyer
pool is expected to include a large number of local owners who have built up
high levels of equity in recent years and are now looking to upgrade or expand
their holdings. Out-of-area buyers will also remain active, though many will
focus on higher-quality assets and/or locations. Marketwide, cap rates are
expected to hold relatively stable this year in the high-6 to low-7 percent range.

2007 Market Outlook

.

2007 NRI Rank: 16, Down 6 Places. The Inland Empire falls out of the top
10 this year due to slower household growth and sluggish retailer demand.

Employment Forecast: Above-average employment growth is forecast for

the Riverside-San Bernardino metro again in 2007. Employers are expected
to increase payrolls by 2 percent this year, adding 25,200 new jobs. In 2006,

28,000 positions were created.

.

Construction Forecast: The expanding population is keeping developers

active. New retail construction is expected to total 5.1 million square feet
this year, after 4.5 million square feet came online in 2006

« Vacancy Forecast: The delivery of new retail space will push vacancy
higher for the second consecutive year. Vacancy is expected to rise 70 basis
points to 10.7 percent by year end, after a 70 basis point increase in 2006.

.

Rent Forecast: Despite rising vacancy, owners will be able to increase

rents due to the delivery of more expensive retail space. Asking rents are
expected to rise 4.8 percent to $22.30 per square foot, while effective rents
will gain 4.3 percent to $20.30 per square foot.

+ Investment Forecast: Investor interest will focus on opportunities in Palm
Springs and in the Colton/Redlands submarket, where household and
employment growth are expected to outpace the metro average this year.

Paul Ryan is the general man-
ager of The
Resort Casino in Palm Desert

Fantasy Springs

He began his career in
Atlantic City. In his early *20s he
and his brother
nightclub when the legal gam-

were running a

bling laws were passed in New
The

development were fascinating to

Jersey. new growth and
him. He would head down to the
boardwalk to watch the giant casi-
nos going up along the shoreline.

When those resorts started to
open up, one of his friends who
had landed a job at The Golden
Nugget kept calling him to ask
questions about the business. Just
about the time that he and his
brother were selling off the night
club, the asked him to
come over as food and beverage
director and handle all of those
questions directly

He did.

That is how Paul Ryan began
more than 25 years of casino and
hotel management experience in
Atlantic City, NJ., with such
notable corporations as Trump
Hotels & Casino Resorts, Golden
Nugget Hotel Casino, Merv Griffin
Hotels and Resorts International.

Since December 2003, Ryan
has served as executive vice presi-
dent of hotel, food and beverage
operations for Trump
Entertainment Resorts Inc., owner
of the 1,250-room Trump Taj
Mahal Casino Resort, the 728-
room Trump Marina Hotel Casino
and the 903-room Trump Plaza
Hotel & Casino. His duties
involved overseeing a staff of
3,000 including six upper-level and
six property-level vice presidents.

friend

Ryan became general manag-
er, the top executive officer of
Fantasy Springs Resort Casino in
March 2006. Ironically, the
Spotlight 29 Casino just across
the Interstate was called Trump
29 and there was Ryan's ex-
boss’s face looking down at him.

Since then the name has

back,
intimidated Ryan

changed but it never
As Paul Ryan tells the story to
the Inland Empire

Journal, he had 12 major casino

Business

facilities in AC competing for the
crowd. The town still managed to
do some $5 billion in business. He
is quick to point out that Las
Vegas has more than twice as
many major destinations along
the Strip and is still outperformed.,
he claims, by Atlantic City.

One thing he acknowledges is
that the Indian casino business is
not nearly as competitive. In fact,
he speaks in very complimentary
tones about such other Coachella
Valley locations as The Spa and
Agua Caliente. Even the
Spotlight 29 Casino is seen as a
brother in the trade instead of a
competitor. Part of that warm atti-
tude Ryan’s
approach to the target market for
Fantasy Springs.

comes from

According to him, many of
the other casinos in the valley are
primarily locations,
although each has some other
amenities to recommend them.

gaming

Fantasy Springs however is a
“complete entertainment pack-
age” with major talent booked
each weekend in the new indoor
Special Event Center as well as
the new 100,000-square-foot con-
vention center.

He also lists the 24-lane
bowling alley, which, he tells us,
no other center in the valley has,
along with the New York-style
nightclub, the Improv Comedy
Club, plus what
Ryan calls “the best

Paul Ryan,
General Manager

No. 7 Hole at the Fantasy Springs Resort and Casino

bingo in the valley.”

Before you ask. no, he did not
tell us what standard he uses to
rate the bingo, but the bowling
alley is being upgraded to 60
lanes. It must be a hit

There are also four restau-
rants plus a Pizza Kitchen and a
Starbucks.

So, how is working for the
Cabazon Band of
Indians different from a group of
Atlantic  City  stockholders?
According to Ryan, it’s not that
different. Back east he answered
to a group of stockholders. Here

Mission

his business is overseen by a
group called the East Valley
Tourism  and
Agency. (EVTDA) They repre-
sent the interests of the tribe

Development

According to Ryan, it’s not
that much different from the
stockholders, although here the
real stockholders, he tells us, is
the Cabazon Band itself.

As for the popularity of gam-
ing, he spoke of the technology of
things like slots. They
change the games peri-
odically to keep things
fresh, but the machines

4

themselves change as well.

Multi-denominational machines
now let you play nickels, quarters
or what-have-you. There is a
strange popularity growing for
penny slots right now, and he is
about to add halfpenny slots.

Poker continues to grow in
popularity. TV has helped to pro-
mote the game and that last James
Bond movie didn’t hurt either. The
poker tables have traditionally
been in the back somewhere. Ryan
is moving them out onto the floor.

Overall he compares the pop-
ularity of gaming to the attraction
we all enjoyed as kids playing
games in the arcade.

“It 1s,” Ryan declares, “a
social environment.”

Fantasy Springs Resort Casino in
the Coachella Valley is located in
eastern Riverside County north of
Interstate 10 at the Golf Center
Parkway exit near the city of
Indio--- approximately 22 miles
east of Palm Springs.

Fantasy Springs
Resort and Casino
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COMMENTARY

In Praise of the
Sharp Quill

By Joe Lyons

Dan Bernstein knows the
difference between humor and a
joke. A joke is what you tell too
many times at a party even
though it stops being funny after
the second telling. Humor can
last forever. Stories related by
Bill Cosby or Bob Newhart are
funny 40 years after you've first
heard them.

Dan Bemstein writes humor
for the Riverside Press
Enterprise. Like national colum-
nists such as Art Buchwald or
Dave Barry, Bernstein finds the
best stories in tales of politics or
pomposity. What would be bor-
ing to you or me, strikes him in
a different light. He writes with
wit, not venom, and often as not,
he strikes a stronger blow in the
process.

One recent example was a
tale of the Riverside School
District contracting with a New
Jersey company for student
transportation. The fact that the
company lacked busses, drivers

or a bus depot had little to do
with the contract. (You can’t
make this stuff up.)

Bernstein dealt with the
folly, not the frustration, and in
the process he made the entire
situation look as ludicrous as it
truly is.

Some two decades ago when
he and I flew into Ontario from
New York together on the
Concorde, 1 was able to see that
Dan is not the sort whose abili-
ties rise on paper but not in per-
son. In fact, he can be just as
pleasant on a cross-country
flight as he can be when you are
reading the paper with your
momning coffee.

An old Latin phrase, In Vino
Veritas, says there is truth in
wine. Dan Bernstein finds his
truth in humor.

There may not be funny
things going on here in the
Inland Empire, but if there is, we
can count on Bernstein’s column
to tell us about it.

&

NATIONAL A SSOCIATION OF
‘WomeN Bu: OWNERS
NAWBO-Inland Empire Monthly Lunch Meeting
"Tax Strategies for the Self-Employed”
WHEN
Thursday, March 15, 2007 11:15 AM - 1:15 PM

Doubletree Hotel Ontario Airport
222 North Vineyard Avenue
(off 10 freeway and Vineyard)
Ontario, CA 91764

FEES
NAWBO Member

Registration $30.00
Non-NAWBO Member/Walk-ins

Registration $35.00

SINESS

Grey Lady Down

By Joe Lyons

Please, make no mistake here.
I have always been a big fan
of Ben Bollinger’s Candlelight

Pavilion. That's why the tales of

its gradual decline break my heart.

I was there on the star-stud-
ded opening night. They may
not have been A-list stars, but
there were some TV celebrities
there. I was impressed. 1 was
also impressed to see what had
been an old gymnasium convert-
ed into the best dinner theater |
had ever seen. It featured a great
stage, an impressive sound sys-
tem, a fine dining experience
and a classy atmosphere.

I was back for the fifth
anniversary celebration. Ben
himself, owner, entrepreneur
and creative director, got up on
stage to perform “If I Were a
Rich Man.” Counting more than
just money, you could look
around the room that night and
believe that Bollinger was truly
rich beyond measure. As were
we for having this temple of the
performing arts in our area.

In the years since then I have

enjoyed many shows and many
dinners. I specifically rcmcmbc'r
seeing a performance of “Evitg™
that was stunning. Understand, |
have seen “Evita” performed by
the first national touring mmpu.-
ny at the Fifth Avenue Theater in
Seattle. I have seen it in a barn
with a piano. base and drum
band out on Nantucket Island.
And I saw it done in the
California Theater in  San
Bernardino. | never saw a per-
formance quite like the first pro-
duction at the Candlelight.

I have also had the honor of
MC’ing events from the stage
for private parties at the
Pavilion. And, yes, | have
reviewed the dinner and show
here in the pages of the Business
Journal. Some shows were good,
some not so good.

Then, about five years ago, |
hosted a dinner party in one of
the private suites.
Things did not go well. There
was no rum in the rum and coke.
One of the Champagne flutes
had lipstick on the rim. And one

continued on page 38
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Glen Ivy — Swimming In History

By Joe Lyons

Last year the Inland
Empire Business Journal told
you the story of the Temecula
Valley. One chapter that we
left out was the story of the
fabled and historic Glen Ivy
Hot Springs. Granted,
Southern California is doted
with many hot springs. It has
to do with the arid desert
regions and the underground
aquifers. Many people have
moved to such towns as
Desert Hot Spring or Murrieta
Hot Springs because of physi-
cal conditions like arthritis.

Just south of what would
eventually become Corona,
Native Americans enjoyed
the blend of warm and cool
waters flowing naturally from
Coldwater Canyon.

It was, to them, a sacred site,
and the only man-made struc-
tures that they built were dome-
shaped mud saunas around the
artesian hot springs. The Glen
Ivy area was home to the tribe
the Spaniards later called
Luisefos, who named the valley
where the I-15 freeway now
passes Glen Ivy Hot Springs
Spa, “Temescal,” an Aztec word
meaning “sweat lodge,” refer-
ring to the adobe saunas the
Indians constructed. Tradition
held that conflict was not
allowed at a hot springs; it was a
deeply safe and peaceful place.

The first reference to the
commercial use of Glen Ivy's
waters appeared in the Los
Angeles Star in September,
1860: ~ an advertisement for
Temescal Hot Springs, inviting
tired Overland Stage Company
travelers to relax at the soothing
mineral springs. From the early
1870s until it burned down in
1884, the small Coldwater Hotel,
one-half mile north of the canyon
mouth, catered to early spa-
goers. In 1879, Glen Ivy Hot
Springs Hotel was built, closer to
the actual springs. Mr. & Mrs. W.
G. Steers managed the inn at the

Mrs.  Steers 1890,
renamed the property Glen Ivy
Hot Springs. She was originally
from England, where a canyon is
often called a “glen,” and wild
grape ivy grew profusely in
Coldwater Canyon; hence the
name, Glen Ivy.  During the
1890s, Glen Ivy Hot Springs
became a resort, coming again
into prominence for the first time
since the days of the Luisefios. In
the 1890s, the price of a swim
was 25 cents, including bathing
suit and towel! In 1913, Frank
and Mabel Johnson bought Glen
Ivy Hot Springs with the dream
of further developing the country
resort, and Glen Ivy gradually
flourished under their ownership.
The Johnsons expanded the orig-
inal Glen Ivy Hot Springs Hotel,
brought in electricity and natural
gas, added guest cottages, built a
bathhouse, and rebuilt “The
Plunge” or swimming pool with-
in the 1880s rock-and-mortar
shell. Today's newly recondi-
tioned lap pool is constructed
inside the walls of the pool Glen
Ivy’s guests have enjoyed for
well over a century! Thus it is
said that guests are literally
swimming in history.

who, in

With the Johnsons’ vision,
Glen Ivy Hot Springs grew in
popularity. A dirt airstrip was put
in along Glen Ivy Road, and
Hollywood notables discovered
this oasis of tranquility. Paul
Muni and W. C. Fields were reg-
ular guests, and Ronald Reagan
stayed for a week while filming
on location in the area. Former
President Herbert Hoover was a
guest at the spa in 1933.

Glen Ivy enjoyed its third
heyday in the 25-year Johnson
era, and later its fourth under
Danish hotelier and restaurateur,
Axel Springborg, who pur-
chased the Glen Ivy property in
the late 1930s and operated it
successfully for nearly three
decades. Axel’s Sunday smor-
gasbord buffets were famous,
and he was a well-loved host. As
a nonagenarian, Axel used to say
that he was living testimony to
the healthful benefits of Glen
Ivy’s waters. He retired in 1964
and sold Glen Ivy Hot Springs to
Corona’s  Temescal Water
Company. By then the hotel and
spa were beginning to show their
age and were in need of costly
upgrades required by new build-
ing codes.

In 1969, a sudden rainstorm

in the Santa Ana Mountains
above Glen Ivy brought a
flash flood, which washed
away a number of cottages
and damaged the spa
grounds. The Water
Company halted their
restoration work, the proper-
ty was vandalized, and
Springborg regained control
of his beloved Glen Ivy. In
one of the darker times in
Glen Ivy’s history, Axel was
forced to begin the search for
a suitable new owner.

It was not until well after
1977. when Axel re-sold the
property and private share-
holders incorporated the spa,
that Glen Ivy Hot Springs
Spa began its fifth and cur-
rent ascendance. Until his
death in 1992, Axel lived near
the hot springs and delighted in
the renewed life of the property
and the developing spa business.

Without sacrificing histori-
cal charm, Glen Ivy’s facilities
and grounds have been updated,
upgraded, and expanded in
recent years, and the progress
continues.

Travelers now can find the
Glen lvy exit off of Interstate 15
easily enough. The ever-growing
Tom’s Farm attraction marks the
turnoff. The facility has devel-
oped the nickname “Club Mud”
because of the red clay mud
baths. This name, in turn, has
become a sort of trademark for
the hot springs. It is even their
toll-free phone number.

The red clay of the mud bath
is indigenous to the area but is
shipped in to the bath. That’s
why the big pile in the middle
never seems to diminish.

John Grey, CEO, tells the
Business Journal that they wel-
come the attention that Tom’s
Farms gives to the area. It gives
people two destinations at the
same exit. He also is happy to
see the Shea home development
continued on page 17
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WIN-WIN...

continued from page 7

assorted pieces of furniture the
company quoted $200. The fam-
ily told them they would have to
think about it and reminded the
company that if they had to come
back to do the job, it would cost
more time and money for gas. At
that point, the haulers offered to
drop the price down to $175. The
family stalled, suggesting that
they might call in a non-profit
group who would gladly accept
the items and take them away for
free. After a little more back and
forth the two parties eventually
settled for $110. The family was
prepared to pay at least $150 -
the minimum cost of having to
do the job themselves -- so they
won big. On the other hand, the
hauling company still got $110
which, for them, meant they won
a little as well. Certainly this was
not a win-win but more of a win
big-win small result.

To win big you must see an
opening and go for it without
hesitation. If a martial artist is
going to break a brick with his
hand, he cannot hesitate or he is
more likely to break his wrist

PVHMC...

continued from page 3

“This program was estab-
lished to treat acute heart attack
patients with the most critical
symptoms,” explains Dr. Bill
Koenig, medical director of LA
County Emergency Medical
Services Agency. “Without the

than the brick. If you are selling a
house and are still thinking of all
of the fond memories it contains,
you will not get the best deal
because your emotions will make
you hesitate. It's probably better
to wait until your focus is on
your next house before putting
this one on the market.

Believe it or not, many people
negotiate with the intention to
fail. Watch the words you say or
think when a negotiating oppor-
tunity arises. If you hear yourself
using such phrases as, “I'll try” or
“I'll do my best” you are defeated
before you even begin. These
words say that you are playing to
lose because you're giving an
excuse for not winning. Instead,
replace defeatist scripts with such
phrases as, “When I win
“When I get the best deal..

The principle here is “Always
negotiate for the best deal you
can for your side. Do not be con-
cerned about fairness as long as
the other party can protect his
own interests.” Start out with the
intention of getting the best deal
you can and you will.

Michael “Soon" Lee'’s Website is
www. EthnoConnect.com.

120 minutes after a heart attack is
critical and often referred to as the
“golden window.”

“It is critical for these patients
to be expedited through the ER
and into the Cardiac
Catheterization Lab,”

[EXECUTIVE NOTES|
[EXECUTIVE NOTES|

Victoria Gardens has appointed
Brian Colacarro as 1ls new
assistant general manager. In
this position, Colacarro will
assist the general manager,
Christine Pham, in handling
day-to-day operations at
Victoria Gardens including the
property’s personnel, mainte-
nance, security, marketing and
budgeting........... Barry A.
Wolfman is the new senior vice
president and executive director
for Kaiser Foundation
Hospital/Health Plan, Fontana
and Ontario Vineyard Medical
Center, announced Benjamin
Chu, MD, MPH, president of
Kaiser Foundation Health Plan
Southern

As its senior vice

and  Hospitals,
California.
president and executive director,
Wolfman will oversee the daily

operations of Kaiser
Foundation Hospitals,
Fontana, an acute-care 440-bed
facility and the Kaiser

Foundation Health Plan, serv-
425,000 Kaiser
Permanente members in San

ing over

Bernardino County as well as the
construction of a new 224 bed
hospital in
ONEALHO 4 setiinion Kathleen

Howard, senior vice president
and branch manager of the firm'g
Palm Desert office. was honored
by NAI Global, the world’s pre-
mier network of commercial real
estate service providers, with its
Award.
NAI Global manages a network

Council Appreciation
of 5,000 professional and 350
offices in 45 countries around the
world.  The award recognizes
Howard’s leadership as chair-
person of the NAI Investment
2006 NAI

councils are working groups of

Council during

specialists from across the NAI
network who come together to
share experience and develop
best practices that result in the
highest
clients......... Contractor Douglas

level of service for
E. Barnhart, Inc. is currently
Golf
Resort at Indian Wells club-

underway on the new

house by the City of Indian
Wells. Barnhart is the contrac-
tor for the $22 million project,
which features a contemporary
design with banquet rooms, mul-
tiple bars and cafes and a circular
restaurant with panoramic views
of the Santa Rosa Mountains.
A golf cart-storage basement is

continued on page 33

explains  Deborah
Keasler, director of
the Stead Heart and

When Planning Your
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PVHMC...

continued from page 14

prepared o treat these patients
within the golden window. Our
cardiologists and cardiac sur
geons can quickly diagnose the
problem and provide the highest
quality outcomes possible.”

As a designated receiving
center, the Stead Heart and
Vascular Center at PVHMC is
required to have both an interven
tional cardiologist and a cardio
vascular surgeon on call

The Stead Heart and Vascular
Center has also established a
Cardiac Alert response team proto-
from the ER,
Stead Heart and Vascular Center’s
Cardiac Catheterization Lab, car-

col utilizing staff

to be 18 SRCs in LA County by
carly February and we are
encouraging other qualified facil
ties to apply and be part of the
program,” adds Dr. Koenig. “Our
goal is to provide patients in the
field with the quickest and high-
est quality experience possible. A
lot of work is left to do, but we
are certainly encouraged by our
progress to date.”

While it is expected addition-
al hospitals will be designated
throughout the county, the Stead
Heart and Vascular Center’s des-
ignation in early January marks
yet another first it brings to the
Inland Valley. In addition to being
the region’s first heart and vascu
lar center, last year the center was
the first in the region to begin uti

lizing the da Vinci robotic-assist
ed technology for cardiothoracic
[Hnu'thnc\

“I think this designation from
Los Angeles County reflects the
quality and breadth of services
we bring to the region,” explains
Rich E
Hospital Medical Center’s presi-

Yochum, Pomona Valley

dent/chief executive officer
“Last October, the heart and vas-
cular center celebrated 20 years
of service. We will not rest on our
past successes, as we are continu-
ally looking for new ways to
bring the best patient care to the
Inland Valley.”

Having performed more than
50,000 diagnostic and interven-
tional

procedures and nearly

6.000 open-heart procedures, the

2007 EDITORIAL SCHEDULE

Stead Heart and Vascular Center
has long been one of the most
comprehensive  cardiovascular
centers in the region.

While the success of the heart
program has been evident for
years by the many “firsts™ it has
brought to the region, the vascu-
programs are
impressive and recog-

lar and stroke
equally
nized in the industry. In fact, the
heart failure and stroke programs
recently earned a five-star rating,
the  highest  possible, by
HealthGrades®. The stroke pro-
gram was also recognized as
being ranked among the top five
percent in the nation in 2006.

T'he Stead Heart and Vascular
Center is a preeminent cardiovas-

continued on page 28

diovascular  clinical
SUPErvisors, and
charge nurses. Since

its designation in carly
January, six patients
have been transferred
to PVHMC with

STEML
“The Cardiac
Alert Team. along

with our on-call car-
diologists and car-
diac surgeons. has
drastically
our door-to-balloon
times,” adds
Deborah  Keasler.
“We are now averag-
ing less than 90 min-
utes, which
lives are being saved
and families are
spared the tragic loss
of a loved one. That

lowered

means
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support of the county board of
directors and the foundation
grant, we would not have the
equipment necessary to quickly
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is what this program
is all about.”

Today, there are
10 receiving centers in

Vascular Center at
PVHMC. “Time is
muscle and we are
continued on page 15
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es:

Selling Isn’t What You
Might Think It Is

By Lenann McG

Doug Jones was excited!
Today was the big day --- his
chance to meet with a prospec-
tive client he’d wanted to know
for years. The guy had agreed to
a conversation over lunch. Doug
drove to the restaurant with his
hopes high, and then made one of
the biggest mistakes of his pro-
fessional life.

He began with “1.”

“I just wanted to make you
aware of the new regulation.”

“Our new service...”

“The new product...”

“The new division of our
company...”

“Our approach to client serv-

ookey Gardner

Doug thought he’d put his
best foot forward, that he'd begun
a relationship. In reality, he had
just set himself up for what hap-
pened next --- his prospective
client eating and seeming to lis-
ten, and Doug talking about him-
self and his firm. And that was
the end of it. Doug never saw the
guy again, and his phone mes-
sages went unanswered.

Out of Date Selling
Methods Kill Business

Development Efforts
If you're in the professions,
chances are you realize that rela-
tionship development should be
ongoing. That your financial
continued on page 27
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Corporate
Scandal...

continued from page 7

Hamilton Taft, and then
Hamilton Taft paid out the funds
to the various taxing agencies.
Clients, in exchange for enjoying
a low-fee structure, agreed to
allow Hamilton Taft to have use
of the funds in the period
between when they received
them from each client, and when
they paid them out to the taxing

authorities. Since funds were
commingled into a general

investment account, as a point of

law, the funds were not legally
trust funds held for each client,

but were legally the property of

Hamilton Taft. As per contract,
Hamilton Taft had discretion to
invest those funds, so long as
they fulfilled their contractual
obligation to pay the payroll
taxes. And Hamilton Taft did ful-
fill those obligations, up until the
time that FedEx itself rendered it
impossible to do so by forcing
the company into involuntary
bankruptcy. Clients agreed to,
and signed off on this model, in
exchange for the low fees they
paid for the service. Most of the
funds, or “float,” was put into
secure, very short-term bond
issues, but a small percentage
was put into longer-term,
growth-oriented notes, in much
the same way any fund manager
would invest funds to realize a
balance of good return with
strong security and liquidity.

A former employee, having
been dismissed for drug use on
company premises, made a
claim that the funds were being
misused for Armstrong’s per-
sonal benefit. In fact, this claim
was later shown to be false, and
the funds that the employee and
others had claimed were miss-
ing, were all accounted for. But,
because of the former employ-
ee’s position, clients, led by
Federal Express, took him at his
word and immediately started
withdrawing their funds from
Hamilton Taft, causing a “run.”
In fact, none of Hamilton Taft’s
other clients were willing to take
the extreme step of closing the

company until FedEx stepped
forward and took the lead. By
the time the dust settled and

FedEx realized the error, it wag
too late, and too much damage
had been already done. In the
weeks and months ahead, FedEx
led the charge to circumvent
law, procedure, and due process
to illegally force Hamilton Taft
into involuntary bankruptcy and
put Armstrong in prison. Why?
To avoid being held liable for
having caused a thriving compa-
ny to go under

A Viable Company
Down
Interestingly.

Shut

when  the
trustee shut down Hamilton Taft,
the company was still a viable
company. The intent of a Chapter
11 bankruptcy, whether it is
forced or voluntary, is not to
automatically liquidate a compa-
ny. Liquidation is a last resort. A
more proper use of these bank-
ruptcy statutes is to determine the
viability of a company and allow
it to reorganize so that it may
continue doing business.

When Chip Armstrong first
took over Hamilton Taft, it was
doing about $3.4 billion dollars a
year in payroll tax processing
business. Within a short
years, he took it to about the $7
billion level. The accusations of
FedEx did convince many clients
to pull out, and Hamilton Taft
lost about half of its business in
just a matter of a few days. But
many of the clients had cooler
heads, and did not break their
contracts. As a result, when the
trustee made the decision to close
Hamilton Taft for good, the com-
pany still had contracts to handle
$3.4 billion dollars a year in pay-
roll taxes--about the same as it
had when Armstrong first took
over. Clearly, the company was
still viable, and the liquidation
was improper.

few

FedEx Makes Its Own
Rules

Federal Express is no stranger

to payroll tax related difficulties.

Hamilton Taft was forced by

FedEx into involuntary bankrupt-

continued on page 19
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The Power of Persistence:
4 Steps to Reach Any Goal

By Valerie Greene

If you had the power to see
your future, and you discovered
that you would be victorious over
all your challenges and living the
life you always dreamed, would
you give up after encountering
your first setback? Of course not!
You would persevere through any
adversity, knowing the wonderful
outcome you would experience.
Unfortunately, no really
knows what the future holds. And
when we're in the midst of a chal-
lenge. getting through it some-

one

times seems impossible. So while
few people start a task or endeay
or expecting to give up, we often
do simply because we lose sight
of what’s possible—of the final
victory.

Everyone’s life is like a large,
round key ring. holding all the

Ontario’s
State of the
City...

continued from page 1

business is up and crime is down.
Ontario, however, does an entire-
ly different presentation.

Much like a Disneyland or
Universal Studios’ ride. Ontario
takes over its convention center
and does a multi-media overview
of new developments followed
by a buffet chat fest in the next
room. It is a night of lights, mir-
rors, music, and outside investors
who have come to look at this
land of new growth in the heart
of Southern California. In past
years, | have found myself talk-
ing to investors and developers
from Singapore and Oslo.
There’s no telling who will be
coming this year.

So when does the mayor of
Ontario get to give his ‘crime-is-
down, business-is-up’ speech?

You missed it.

He spoke to the Ontario
Chamber of Commerce at their

keys to unlock the doors you

want to open. You have many
keys on your key ring, but only
will unlock the

seek. When you become discour-

one door you
aged of trying key after key and
not making any progress, just
realize that the next key could be
the one that unlocks the door.

Persistence means refusing to
give up. Just when you’re ready
to give up, the next phone call,
the next person you meet. or the
next step you take can be the one
that leads to success. Remember
that everything changes every
moment. So while we all get dis-
couraged from time to time, tell
yourself that giving up is simply
not an option. You must always
try one more time.

No matter what you're trying

lunch on Feb. 13th.

But the story was so impres-
that the Business Journal

decided to speak to Mayor Leon

Sive

about the latest plans for the city
in advance of the State of the
City event on March 21.

Ontario, according to his
honor, is not only the economic
engine of the Inland Empire; it is
the Global gateway to
Southern California. Key to this,
he explains, is the airport, as well
as the highway and rail connec-
tions, which have generated the
distribution and logistic centers.

Thus, he adds, Ontario is
attracting a lot of attention from
some of the largest companies in
the world.

Economically then, Ontario
has taken the lead in the Inland
Empire, surpassing both
Riverside and San Bernardino, as
business, commerce and industry
has settled in Ontario.

The largest upcoming devel-
opment for the city would have
to be the new event center.
Contracts and sub-contracts have
been let. The site has been set as

also

continued on page 22

to accomplish, whether it’s recu-
perating from a major illness,
finding a new job, or looking for
a new romantic partner, having
persistence can make all the dif-
ference. Following are some tips
to help you stay focused:

1. Set a goal and have a
plan.

You won't get very far if you
don’t know where you're going.
That’s why you need to identify
the ultimate end point you want
to achieve. See the big picture in
your mind, and then write down
that grand goal. If you're a visual
person, find pictures in maga-
zines that represent the goal you
want to achieve, cut them out,
and paste them on a wall so you'll

see them every day

Glen Ivy...
continued from page 13

Trilogy as a neighbor. He sees
both the visitors and the new
residents of the area as positives
for the springs.

“I just wish they would
widen the 15, he confided to
us. He likens it to the 91, and
not in a good way. Today, the
warm waters are combined
with professional body treat-
ments and skin care services,
along with that outdoor red
clay mud bath, and The Grotto,
a body moisturizing treatment,
underground.  Enjoying the
spacious subtropical setting
with palm blooming
bougainvillea, and sparkling
waters, visitors can see why
Glen Ivy Hot Springs Spa has
become known as Nature’s Day
Spa. Except for individual spa
treatments and the
“Grotto™ experience, use of all
facilities is included in the
daily admission fee. The hotel
does not exist now, and there
are no plans, at this juncture, to
build a new one.

trees,

social

Once you know what you
want, you can determine the spe-
cific steps you need to take to
make that goal a reality. Be spe-
cific. For example, suppose your
goal is to get a new sales job.
What specific steps do you need
to take to get that new job?
Depending on your situation, you
may need to update your resume,
buy a new suit, join some net-
working groups, etc. So now
rather than say, “I need to get a
new job,” which lacks clear
direction, you can say, “Today I
need to update my
tomorrow | need to buy a suit.”
Now you have specific action

resume:;

steps that will get you to your
goal. The more action steps you
take, the more progress you feel

continued on page 19

Glen Ivy Hot Springs Spa
was featured as one of the “Top
24 Spas in North America” by
National Geographic Traveler
and the recipient of the
“Distinguished Day Spa of the
Year 2002 national award from
The Day Spa Association.

It has also generated other
day spa sites in the area. They
located in Brea Mall,
Valencia and Hermosa Beach.
Hermosa Beach also features a
24-hour fitness facility.

There are 350 people
employed at the main Glen Ivy
facility, with about 550 total
throughout the chain. Many are
massage therapists, whom you
might not even notice if you are
just there to soak in the hot
springs.

are

Reservations for a visit to Glen
Ivy Hot Springs can be made
through the toll-free number: 1-
888-CLUB-MUD. The price for
a day’s visit is $35 Mondays
through Thursdays and $48
Fridays through Sundays, includ-
ing holidays. The reservation and
sales office is located in Corona.
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This column has been dedi-
cated, over the past decade or
s0, to discussing the hardware,
software and peripherals of the
new computing technology that
most of us would have access
to. Occasionally we find our-
selves covering things of such a
nature that most of us would
never run into.

Such is the case of the “super
computer.”

You may remember the sto-
ries of Univac, the giant dinosaur
of computers from back in the
late ‘50s. It was a city block long
and was powered by some sever-
al thousand vacuum tubes. For all
of its vaulted abilities, it could do
little more than your average
handheld calculator today.

Tom Clancy’s early novels,
like “The Hunt for Red October™
made the Cray computer in the
basement of the Pentagon
famous. This was the computer
that could work with a satellite in
synchronous orbit over the Earth
to track a Soviet nuclear sub or
read your license plate.

Today, your desktop comput-
er connected to Google “Earth”
can do just about as much.

Now the University of
California, Riverside has intro-
duced the new super computer
for the 21st century. Correctly, it
is now called a High Performance
Computer, or HPC. It’s the SGI
Altix 4700. It works with a series
of blades, which are like trays.
Each tray has two 48-gigabit
memory drives connected togeth-
er. This is rather like two comput-
ers in each blade, which slide into
the racks of the device.

The computer is, effectively,
lied to. It doesn’t see all of these
little computers. It is told that it has
one giant 512 terabit hard drive.

It can be lied to even more by

D MPUT

Why I Left for LA. When the Super
Computer Came to Riverside

By J. Allen Leinberger
off of the industry standard Linux
system.

Sl

being made to believe that there
are actually several smaller com-
puters working together. Thus it
could think that there were four
computers working on four dif-
ferent jobs, simply by dividing
the operation into quarters.

This machine can follow
weather patterns and predict cli-
mate as no blow-dried comic
weatherman on TV can. It can track
hurricanes. It can reduce DNA test-
ing time from days to minutes. This
will bring reality in line with all of
those forensic TV shows.

Dr. Eng Lim Goh of SGI
spoke with me at lunch that day on
the UCR campus. He explained
that each 48-gig blade worked like
a sports car. It is fast, but you
could only use it to bring a carton
of milk home from the store.

If, however, you need to
transport a jet engine, the doctor
explained, you need an 18-wheel-
er to haul the load. The option
would be to slice the engine up
into small parts that would fit
into a fleet of those sports cars.

UCR’s Professor Thomas
Payne mentioned anecdotally
that back in the ‘60s, when the
campus received its first com-
puter, they had to sign a promise
not to buy any more for fear
that the device would deter
the educational and
research mission of the
school.

“There is some-
thing  satisfying
about outlasting
your enemies,” he
joked.

It was
also point-
ed out at
the presen-
tation that
the  Altix
4700 would run

“Linux,” one presenter men-
tioned, “is the greatest single
advance in computing since the
punch card.” (Punch cards were
first used in the French garment
industry about 200 years ago to
standardize dress designs.)

So just what is Linux and
what does it mean to us?

For that I headed to the fifth
annual Southern California Linux
Expo, or SCALE, held in L.A. on
Feb. 10 and 11.

Linux, it turns out, is an
Unix-like computer operating
system separate from, but com-
patible with, Windows and Mac.
From the late ‘90s onward, Linux
has been gaining the support of
corporations such as IBM, Sun
Microsystems, Hewlett-Packard,
and Novell, Inc., all of which,
along with Dell, Google and oth-

ers, were in atten-

dance. Linux
is a promi-
nent exam-
ple of free
software
and of
open
source
devel-

J

opment. Its underlying source
code is available for anyone to
modify, and redistribute
freely, and in some instances, the
entire operating system consists
of free/open source software.

use,

Linux was created by Linus
Torvalds in 1991. Despite the
limited functionality of the early
versions, it rapidly accumulated
developers and users. Early on,
the Minix community contributed
code and ideas to the Linux ker-
nel, and today it has received
contributions from thousands of
programmers.

Open-source software is an
antonym for closed source and
refers to any computer software
whose source code is available
under a license that permits users
to study, change, and improve the
software, and to redistribute it in
modified or unmodified form.
(Gates and Jobs would never let
you do this.) It is often developed
in a public, collaborative manner.
It is the most prominent example
of open source development and
often compared to user-generated
content.

In 1998, a group of individu-
als advocated that the term “free
software” be replaced by open-
source software (OSS) as an
expression that is less ambiguous
and more comfortable for the cor-
porate world. Software develop-
ers may want to publish their soft-
ware with an open-source soft-
ware license, so that anybody may
also develop the same software or
understand how it works. Open-
source software generally allows
anybody to make a new version
of the software, port it to new

operating  systems and
processor architectures,
share it with others or market
it. The aim of open source s to let
the product be more understand-
continued on page 35
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Corporate
Scandal...

continued from page 16

cy in 1991, but there’s still anoth-
er hability that’s not being talked
about, and which FedEx has done
In 1992, shortly
after FedEx killed its own payroll

its best to hide.

tax processor, FedEx started
using contract labor for the bulk
this
action is causing FedEx no end of
legal problems, and with good

cause: the move to contract labor

of its driving force. Today,

was nothing more than a calculat-
ed effort at avoiding payroll tax
liability and other employee-
related obligations.

FedEx drivers have brought
several suits against the compa-
ny, claiming that while they are
brought in as “contract labor,”
they are de facto employees. The
courts agree, and today, Federal
Express faces major losses as a
result of these lawsuits. These
losses are substantial, and big
enough to leave FedEx stock-
holders reeling.

In a note from the IRS dated
July 12, 2006, the agency reaf-
firms an opinion that a FedEx
Ground driver, operating as a
contractor, was in fact an employ-
ee. In fact, there have been hun-
dreds of lawsuits brought against
FedEx by drivers, and the courts
have levied assessments against
FedEx for over $100 million. A
class-action drivers lawsuit, filed
in South Bend, Indiana, will sub-
stantially increase that total to
well over a billion dollars once
the decision is applied to every
one of the 15,000 or so drivers in
FedEx’s stable.

The courts have been in
agreement in dozens of individ-
ual suits against FedEx: in a
major ruling in California, the
California Unemployment
Insurance Appeals Board said
that a former FedEx driver was
eligible for unemployment com-
pensation, despite being a con-
tract employee. The Appeals
Board noted that the individual
“was clearly an employee of
FedEx.” The board ruled that the
person had been misclassified as
a subcontractor, and the company

failed to deliver on its promises
that he would be autonomous. In
fact. FedEx wielded total control
over his driving “business,” and
was required to obey strict guide-
lines and was not free to regulate
his work schedule. The driver’s
attorney is quoted as saying,
“This is another example of how
FedEx Ground has shifted the
huge expense burden from the
corporation to the backs of hard
working men and women. The
drivers’ and the courts
decision, have borne this out: in
fact, the

claim,

status™ of
FedEx drivers is little more than a
sham designed to avoid responsi-
bility for payroll taxes and other
standard employee obligations.

Despite the court decisions,
FedEx to date continues to con-
sider its drivers as contract labor.
Yet in these days of enhanced
corporate accountability and new
regulations, the specter of share-
holder lawsuits looms large. In
fact, FedEx dodged hundreds of
millions of dollars worth of pay-
roll tax obligations, which in
effect made the bottom line
appear to be more favorable than
it really was--and that’s what
makes sharcholders upset, and
what forms the basis of share-
holder fraud.

Simply put, by claiming its
driving force was contract labor,
FedEx avoided paying for pay-
roll taxes and other employee-
related expenses, which were
expenses that FedEx should have
legitimately borne. By making
the “contract employee” argu-
ment, FedEx has been able to
consistently  understate  its
expenses, and defraud its stock-
holders, for nearly 15 years. The
courts have ruled that the drivers
are employees, and FedEx is
responsible for all payroll taxes
and ERISA payments. With the
existing judgments, along with
the class-action suit and a poten-
tial shareholder suit, FedEx
could be liable for well over a
billion dollars. But it doesn’t stop
there. If the potential loss from
its liability in the Hamilton Taft
case were factored in, FedEx

“contract

continued on page 27

Persistence...

continued from page 17

that you're making, and the more
likely you are to persevere to the
final outcome.

Whatever goal you make, be
sure it’s realistic yet a bit lofty
Why? if you make a
lofty goal and come shy of it,
you're still further ahead than if
you had made a smaller goal
Remember that
attained overnight, so be patient
and take small steps.

Because

few goals are

2. Recognize your accom-
plishments.

In order to keep your motiva-
tion high and your perseverance
going strong, honor the small
milestones you accomplish on
your way
Celebrate key accomplishments
by treating yourself to something
special, such as a nice dinner, a
trip to the movies, or whatever
helps you that your
accomplishment, no matter how
small, is important.

Another option is to track all
your small accomplishments on a
progress board, much like how
fund-raising companies track
how much money they've
brought in throughout the year.
Display the board in a place
where you'll see it often. That
way when you feel your perse-
verance waning, you can quickly
remind yourself of how far
you've come, and that success is
just around the corner.

towards your goal.

realize

3. Set up a support net-
work.

You likely have friends and
family who constantly cheer you
on and encourage you to reach
your goals. Identify these people
in your life and make them a part
of your support network. Share
with them everything you want
to accomplish, and ask them to
hold you accountable for reach-
ing your goals.

Why is a support network so
important to help you persevere?
Because most people give up too
soon. We have so many things
going against us, such as tough
competition in business and neg-

ative messages about life in gen-
eral coming at us from many dif-
All that negativity
works against us and causes us (o
give That’s why
everyone needs support systems.
Even if only able to
advance a little bit, share that
with your support network so
they can congratulate you and
help you stay true to what you
ultimately want to accomplish.

ferent tronts.
up too soon.

you're

4. Make a commitment to
yourself.

Decide once and for all that
you will see this through to the
end and that you will reach your
goal. Commitment comes from
within. So commit with all your
heart and muster all your
willpower to persevere, no mat-
ter what. Remember, if you want
something bad enough, you will
find a way to achieve it. Decide
that you will make it and claim
your victory!

Press On...And On...And
On....

We all have challenges to
overcome. While some people
have what seem like bigger
mountains to climb, all our
efforts are equally rewarding
once we reach our goal. The
human spirit is powerful beyond
comprehension. So decide to
start taking steps towards your
goal, and soon you’ll be looking
back at them and admiring all
you’ve accomplished. Whenever
you feel like giving up, just
remember that it’s always darkest
before dawn. Believe in yourself,
and never give up!

For more information, please
visit www.thefirewithin.net.

SUBSCRIBE
TO THE
INLAND EMPIRE
business joumna
SEE PAGE 12
FOR DETAILS




BUSINESS JOURNAL « PAGE 20

March 2007

A N A I IN

“But Where Do I Find the Right People?”
Apply Talent Management

By Dan Coughlin

Sally, the regional vice-presi-
dent of sales in a national retail
organization, said, “Dan, I know
it's important to have the right
people ‘on the bus,” but who
exactly are the ‘right people” and
how am I supposed to find them
and keep them?”

Good question.

I define the “right people™ for
an organization as “employees
who have the appropriate business
talent.” What is business talent?
The capacity to help your cus-
tomers achieve their goals in ways
that generate sustainable, prof-
itable growth for your business.

The VSPs of Business
Talent

An employee’s business tal-
ent consists of his or her VSPs:
values, skills, and passions.

- Values are beliefs that
determine behaviors.

- Skills are the ability to do
certain types of work.

- Passions are what trips a
person’s trigger, what drives
him or her to do the very best.

The function of every manag-
er is to recruit, reward and reener-
gize employees with relevant
business talent so they help opti-
mize their organization’s bottom-
line outcomes.

The Three R’s for
Optimizing Business
Talent

RECRUIT by being a talent
scout, not a position-filler.

Post or hunt.

When you have an opening on
your staff, there are two ways to
find a new employee:

- You could post the opening,
wait for applications, review
resumes, set up interviews,
and pick the best candidate
for the job.

- You can be on the hunt
everyday for the type of talent
you want for each position in
your organization.

Which method do you think
will produce the best results? If
you follow the first method, you
will only hire people not coveted
by other organizations. Not the
best way to bring in optimally tal-
ented individuals who will cata-
pult your company’s effective-
ness.

To get the right talent requires
hunting for it everyday. First,
write down the VSP (Values,
Skills, and Passions) needed to be
extraordinarily efficient and
effective at each position in your
organization. Then consciously
look for this particular talent each
day. Let other people know the
types of people you want if the
position were to ever open up.
Keep a list of people you meet at
industry  conferences, trade
shows, and meetings who could
potentially fill different positions
in your organization. Build rela-
tionships with those people by
staying in touch with them on a
regular basis.

Make it daunting to get
inside your doors.

My first boss said to me, “If
you make getting hired seem too
easy, candidates will wonder if
they found the right place to
work.” I asked him what he
meant by that and he said, “You
don’t want the candidate to think
you’re desperate to get him or her
on board. Be patient so the candi-
date feels privileged to work for
our organization rather than like

another warm body.”

He went on to say, “Make the
hiring process respectful, but also
evident that you and the other
members of the hiring committee
take the process very seriously
and don’t just hire anyone. Show
up on time to conduct the inter-
views, have multiple people
interview the candidate, and, if
possible, place the candidate in a
variety of settings to see how the
person interacts with others.”

He then explained the impor-
tance of carefully building inter-
view questions, role plays, and
case studies to ensure we selected
the right talent for a given role in
our organization.

Finally, he warned me about
being careful not to “fall in love”

with a candidate based on his or
her charisma, charm, enthusiasm,
past jobs, or referrals. He said,
“Make sure the person brings the
combination of values, passions,
and skills we need for that posi-
tion. Be willing to prolong the
search to find the right person.”

REWARD those who do it,
not those who talk it.

Hiring talented people is one
thing. Getting those individuals
to apply their values, skills, and
passions in ways that generate
sustainable, profitable growth is
another. The first
money, and the second one makes
money. Clearly
what you expect in terms of

continued on page 32
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Please allow us 10 introduce ourselves: Triton Communications, Inc., a full
“w service telecommunications company. Oniginally formed in 1981, and
Incorporated on August 12th 1982, We began as a contractor providing
installation service for Rolm of California. In 1985, Triton
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UCR
Scientists...

continued from page |

Michael Pirrung. a professor
of chemistry
the UC Presidential Chair 1n
Chemistry at UCR, will receive
$543.987 for a two-year project
entitled “Stem cell survival and
differentiation through chemical
The project will test
whether chemical compounds
similar to conventional pills are
able to keep human embryonic
stem cells growing and multiply-
ing in the laboratory, thereby
helping them become one of the
specialized types of cells, like
spinal cord cells, found in the
human body.

Frank Sauer, an assistant pro-
fessor of biochemistry, will
receive $595.469 for a two-year
project entitled “Non-coding
RNA as tool for the active con-
trol of stem cell differentiation.”
The project will assess whether
non-coding RNA can induce
stem cell differentiation. Unlike
traditional RNA, which is copied
from DNA and translated into
protein, noncoding RNA mole-
cules are never translated into
proteins, but induce cell identity.

Pirrung explained that neu-
rotrophin, a protein originally
discovered in the brain, can stim-
ulate the growth of stem cells in
culture. “But proteins typically
are not what we’d like to use in
large quantities in the lab
because they are expensive,” he
added. “We will work on finding
chemicals that mimic the action
of neurotrophin. Compared to

genetics.”

Ontario’s
State of the
City...

continued from page 17

the location of the old Ontario
Motor Speedway, just west of the
Ontario Mills Mall, between
Milliken and Haven.

It will incorporate the
Piemonte development, a mixed-
use project, along with at least
one five-diamond, high-rise
hotel. The event center itself will

and the holder of

proteins, chemicals compounds
are much easier and cheaper to
make in a very pure form.”

In his project, Sauer will use
non-coding RNA to control the
developmental identity of stem
cells in order to form any desired
kind of human cell
this will provide a tool to pro-

“We hope

duce different cell types for use
in biomedical research,” he said
The start date for both proj-
ects i1s April 1, 2007. Pirrung and
Sauer are among 72 awardees for
funding by the
Institute  for
Medicine. Pirrungs’ project will
be done in collaboration with UC
Irvine’s Peter Donovan, a profes-

California
Regenerative

sor of biological
Sauer will
Noboru Sato, an assistant profes-
sor of biochemistry at UCR.
UCR recently established a
Stem Cell Biology Center to
advance basic and translational
stem cell research through syner-
gistic integration of UCR
researchers in multidisciplinary
fields.
“The
understanding basic mechanisms
that control stem cell functions
by studying mammals and other
organisms that give useful funda-
mental insight into how stem
cells maintain pluripotency -
their ability to develop into many
different cell types of the body -
or how they differentiate into
adult cell types,” said Prudence
Talbot, director of the Stem Cell
Biology Center. Her laboratory is
developing methods to culture
human embryonic stem cells in
culture systems without animal
products such as protein.

chemistry.

collaborate with

center focuses on

seat 11,000 people and promises
to bring in perhaps minor league
hockey and/or basketball or arena
football. Maybe we will see a
Disney-On-Ice show. There is
even talk of some pre-season
Lakers’ exhibition games. Plans
are for city ownership with the
operations handled by AEG, the
same people who run the Staples
Center in L.A.

It is hoped that this will allow
for acts performing in L.A. to
also book a night out here, giving
us a chance to enjoy the enter-

tainment without having to drive
50 miles to the west of us in the
middle of the week

(For concerts the center can
be re-configured for 13.000.)

Naming rights for the center
have been with
Ontario-based Citizens Business
Bank. Mayor Leon speaks highly
of the value that CVB brings to
the center with its profile in
Southern California based 1n
Ontario.

contracted

Leon also speaks highly of

such Maglite,
which has had the opportunity to
move its assembly plant to China
where the labor pool is cheap
Owner Maglica chose to
remain in Ontario, marking each
flashlight as “Manufactured in
Ontario, USA.” In fact he has
chosen to build his two new man-
ufacturing plants totaling almost
30 acres here in his hometown
base of Ontario.

Mayor Leon boasted to the
Business Journal that, “Anthony
Maglica is a committed American

companies  as

Tony

who believes in American values
and believes in the American peo-
ple, and believes in those who
have stuck with him all of these
years, growing his business and
choosing to expand right here in
the city of Ontario.”

Then there is the Maglev or
Bullet Train. This high-speed,
magnetic levitation train has been
promised, or at least speculated
on for about two decades. Where
it goes is always a question. Las
Vegas to ONT has been a popular
route, but so has San Diego,
through L.A. to Sacramento. Paul
Leon has been in conversations
with the mayor of Anaheim to
pursue the prospect of a
Disneyland to ONT train. This
would effectively make LA/ONT
the airport of Disneyland.

Empty fields along Interstate
10 have grown overnight into
what Leon describes as, “a series
of developments.” Part of this is
the aforementioned Piemonte
project, which encompasses
mixed-use residential over retail,
mixed-use office over retail,
straight-use retail, straight-use
residential and including that
event center.

This is a part of the plan to lay
out the future of his city, so that ;l
1S no l(in:.l&'l necessary o \‘h.xll}.’\‘
zoning laws to allow apartments
to pop up in the middle of a sin
gle-family housing area as hap
pens in older sections of town

He added, “We are endeav
oring to lay out the city of
in the future
We are making sure that all of

Ontario correctly

the developments are complete
and secure and they will endure
in perpetuity.”

While

there are areas of any city the size

Leon concedes that

of Ontario that have their own
character, he and the city council
are striving to maintain continuity

Political wards, he continues,
bring nothing but divisiveness to
the city.
political

Says Leon, “Every

leader needs to be
accountable to every section of
the city so that it can be an even-
playing field. ”

Also

Interstate are the new

noticeable along the
H\H‘I;‘C
style offices that surround the
new Carpenter Union Hall. This
is part of an ongoing develop-
ment, cited by a number of may-
ors, wherein people are going
back over areas to find unused
land in the middle of new growth.

Other projects upcoming in
Leon’s city include the Historic
District, reported here
first in July of 2006. The
Ontario Town Square revitaliza-
tion is also earmarked. The State
of the City presentation will
show off the time line for the
New Model Colony housing and
commercial development, which
has been on the drawing boards
for nearly a decade.

Some 4 million square feet of
office development are planned, as
well as educational development
including nationally recognized
universities and training facilities.

The theme of the State of the
City event is: “Heaven and Earth-
--What We Are Willing to Move”

The presentation will take
place beginning at 5:00 p.m.,
March 21st, at the Ontario
Convention Center. Expect Paul
Leon and his people to be there to
show the world the best their city
has to offer.

Guast
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NAI Capital to Secure Investors for China

China’s  Nanpu Economic

Area
(NEDA) has appointed Christine

Irade Development
A. Lee, executive vice president
and cofounder of NAI Capital's
Rim

exclusive commercial real estate

Pacific Division, as the

representative for the region’s
trade development zone. Lee will
act as a consultant to
investors, developers, enterpris-
es and financial institutions to
invest in NEDA.

“This is an unprecedented
contract for NAI Capital,” said
Bennard Gillison, senior vice
president and director of the
firm’s corporate services divi-
sion who is working with Lee to
secure contracts from U.S. cor
porations interested in doing
“Christine’s
relationships with China and
this exclusive agreement with

business in China.

NEDA present an extraordinary
opportunity for NAI Capital
and NAI Global
invest in China.”
Within 130  miles of
Beijing, the port city of Nanpu
has a population of 7 million
Itis located in an urban
area comprised of over 299
million people.
The Nanpu
Development Area is located in
the Hebei Province of China, 12

clients to

people.

Economic

miles from Caofeidian port.
Newly constructed and now one
of China's largest ports,
Caofeidian was built to service
major iron, steel, chemical and
petrol industries. The city of
Nanpu supports the infrastruc-
ture and growth of Caofeidian’s
ports. Development in the port
has been expedited in anticipa-
tion of the 2008 Olympic
Games, as companies such as
Shougang Iron and Steel Group
will move its Beijing plant to
Caofeidian. The city of Nanpu
is also home to Nanpu Salt
works. Tangshan  Sanyou
Alkali  Company., several
Korean hi-tech companies, and
the manufacturing and distribu-
tion centers for titanium and
ceramics industries.

“Nanpu is an ideal location

secure

for industries interested in “Christine understands

expanding their activities in Chinese and Japanese culture and  For more information about
China,”  said Lee. “With is an asset to NAI Capital clients  investment and  development
Caofeidian’s deep-water, ice-free looking to invest in the Nanpu opportunities in the Nanpu
port along the Bohai Sea receiv- region,” said Gillison. “Her rela-  Economic Development Area,

please contact Christine A. Lee of
NAI Capital at (310) 871-7979;
clee@naicapital.com.

ing up to 300,000-ton capacity
vessels and housing two 250,000
ton ore berths, international trade
businesses should take a serious

tionships throughout Asia afford
NAI Capital clients with unique
access 1o opportunities that might — e-mail:
otherwise be missed due to lan-

guage and cultural barriers.”

look at Nanpu,” noted Lee.

This Holiday Season,
ive The Gift OLA

Today, millions of children in developing countries are suffering with cleft lip and
palate. Condemned 1o a lifetime of malnutrition, shame and isolation.

T'he good news is that virtually all of these children can be helped. This is the
mission of The Smile Train. We empower local surgeons to provide this life changing
free cleft surgery which takes as little as 45 minutes and costs as little as $250. It
gives desperate children not just a new smile—but a new life.

100% of your donation goes toward programs — 0% goes toward overhead.

YES. I want to give a child a second chance at life.

7 $250 Provides cleft surgery for one child. ) § 50 Provides medications for one surgery.
73 $125 Covers half the cost of one surgery. [ §

Make check out to
“The Smile Train.”

We'll gratefully accept any amount.

Namwe Address

City State Zip

Telephone Mail

Charge my gift to my credit card: 0 Visa 2 MasterCard 0 AMEX 0 Discover
Account No. Exp. Date

Signature

o ~\ . _r« .

I'heSmileTrain
1-877-KID-SMILE
www.smiletrain.org

Send this coupon with your donation to
The Smile Train
P.O. Box1979
Rancho Cucamonga, CA, 91729-1979 Z05121003ZFBNC

T Tl anprogram expenscs. sch o overhoad toul Turud-raising. are. peid for with atart-up Erants from our founsding supporiers: The Smile Train ix a 501 (c)3) neaprofi
e by the TS, and oIl denations o The Sl Trath e txi-dedractible in sccerdence with IS vegulations. © 2005 The Semila Traia
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Penguin Love:
It’s a Hot Topic

']'hc)"rc SO
cute, so cuddly,
so  adorable
But
can

penguins
also  be
controversial
Roy
Silo, two male

and

penguins in
New York's
Central  Park
Zoo, had an
affair that
sparked a hot
debate over the

to defuse tense

situations, even

with members
of the same
sex, said Zuk

“Sexuality is a
lot broader than

what people
would like to
think.” Zuk
said.

In the popu-
lar  documen-
tary. “March of
the Penguins.”

nature vs. nur-
ture theory of
homosexuality.
It is a topic that evolutionary
and UC Riverside
Professor Marlene Zuk recently
addressed when she delivered a
guest lecture, titled. “Penguin
Sexual Politics,” at the San
Bernardino County Museum.
Roy and Silo built a nest
together, incubated a rock. and
when provided with a real egg.
were able to raise a chick. Gay-
rights activists used the pair as
proof that homosexuality occurs

biologist

in nature.

But Zuk, whose work focus-
es on behavioral ecology, and
more specifically sexual selec-
tion, said there is a larger point.

“If we use animals as poster
children for ideology. we not
only end up in meaningless
arguments over whose examples
are more significant, but we also
risk losing sight of what is truly
interesting and important about
their behavior.” Zuk wrote in an
essay for the February 2006
issue of Nature magazine.

The importance, according
to Zuk, is not whether or not a
family headed by two male pen-
guins proves that homosexuality
is natural, but rather whether it
offers a larger view of the pur-
pose of sex.

Bonobo chimpanzees use sex
not just for procreation, but also

Professor Marlene Zuk

the filmmakers
follow the lives
of emperor penguins as they
travel 70 miles in subzero tem-
peratures to get to their nesting
grounds. Once there, they mate
and raise their chicks.

Conservatives hailed “March
of the Penguins™ for its strong
family values, pointing to the
male penguins fidelity and sacri-
fice to guard the chicks.

But Zuk said that
sacrifice is the way penguins
guarantee the survival of their
own genetic code.

. the Penguins are perfect
little Darwinians, selfish as can
be,” Zuk wrote in the Nature
article. “No one seemed to ques-
tion why the birds took such
pains on their return to the
breeding grounds to find their
own mate, their own chick, in a
crowd of thousands of look-
alikes. It seemed human, after
all, like sailors returning from
war eagerly seeking their fami-
lies among the throng on shore.”

kind of

Professor Zuk is the author of
“Sexual Selections: What We
Can and Can't Learn About Sex
from Animals” (University of
California Press, 2002). Her
next book, due for release this
month, is “Riddled With Life:
Friendly Worms, Ladybug Sex
and the Parasites that Make Us
Who We Are.” (Harcourt).

Available Now
Class-A Properties
for 1031 Exchanges

Brokers Earn 3% on Equity

SCI Recal Estate Investments,
11C is a Real Estate Principal
with a portfolio valued at over
S1.5 Billion

fractional-deed real estate.

worth of closed

We buy Class-A Institutional-

Quality properties nationwide
and, working exclusively with

Real

sionals, we scll co-ownership

Licensed Estate Profes-

real estate interests to aceredited

individual buyers

BEDBATH &

Lynette Sohl, Regional Director

Isohl@sciproperties.com
ph. (626) 665-2649
sciproperties.com

Steinem...

continued from page |
Women's Resource Center, “An
Evening With Gloria Steinem”
will feature a lecture from 7 to
8:30 p.m. followed by a book
signing at the university’s
Santos Manuel Student Union
Event Center.

The event is free to students,
faculty and staff with proper
identification, and a $5 admis-

sion charge to the public.

e ‘
|

woll |
Own Big. Own Better i

Parking is $4 per vehicle.

Steinem is the
Ms. Magazine, author of five
books and countless essays. She

founder of

is also a founder of several
organizations, including the
Coalition of Labor Union

Women, Voters for Choice and
National Women's Political

Caucus.

For more information, contact
Janet Honn-Alex at (909) 537-
PTIS
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Commercial Real Estate Brokers Serving the

Company Name
Address
City, State, Zip

LE. Commercial Property
Leased/Sold (total $ volume
Oct. 1, 2005 - Sept. 30, 2006

Listed Alphabetically

# of Commercial Projects
Represented in the
Inland Empire

Baxley Properties, Inc.
73-712 Alessandro, B-4
Palm Desert, CA 92260

The Bradco Companies
PO. Box 2710
Victorville, CA 92393

CB Richard Ellis
4141 Inland Empire Blvd., #100
Ontario, CA 91764

CDM Group, Inc.
31309 Highway 79 South, Suite 100
Temecula, CA 92592

Coldwell Banker Commercial - Almar RE Group
27708 Jefferson Ave Ste: 200
Temecula, CA 925%0

Coldwell Banker Commercial - Inland Empire
8311 Haven Ave,, Ste. 200
Rancho Cucamonga, CA 91730

Colliers Seeley International

3401 Centrelake Drive, Ste. 150
Ontario, CA 91761

73-733 Fred Waring Drive, Suite 110
Palm Desert, CA 92260

Commercial Realty Advisors, Inc.
3200 Inland Empire Blvd., Ste. 170
Ontario, CA 91764

Cushman & Wakefield
3800 Concours
Ontario, CA 91764

Grubb & Ellis
3401 Centrelake Dr. Ste. 500
Ontario, CA 91761

Lee & Associates
3535 Inland Empire Blvd
Ontario, Ca 91764

Marcus & Millichap
3281 E. Guasti Rd. Ste: 800
Ontario, Ca 91761

Sperry Van Ness
800 N. Haven Ave. Ste. 100
Ontario, CA 91764

135,154,612 9
109,337,708 132
2,371.500,628.36 886
80,000,000 75
75,000,000 152
78 million 17
522,924,568 134
76,000,000 8
201.863,381 103
$766,185,692.00 248
$887.4 Million NA
$14 N/A
$650 million 205

Inland Empire

# of Active Licensed # of Offices Year Founded in IE Top Local Executive
Commercial Agents In LE. In LE. Year Founded Nat. Title
# of Employees (IE) Phone/Fax
E-Mail Address
13 1 1989 Dick Baxley
3 1989 President
(760) 773-3310/773-3013
dbaxley @baxleyproperties.com
9 1 1989 Joseph W. Brady CCIM
11 1989 President
(760) 951-5111X101951-5113
Jbrady @ thebradcocompanies.com
116 3 1998 Jefl Moore
64 1906 Senior Managing Director
(909) 418-2035/418-2050
Jjeff. moore@cbre.com
10 1 1988 Charles L. Nichols
12 1988 President
(951) 676-6168/699-8219
12 1 1999 Allen L. Nunez
4 1906 Executive Vice President
(951) 296-9800/296-9801
10 1 1983 Daniel W. Richards
12 1983 Owner/Broker
(909) 980-6868/ 987-8183
dnchards @stephendaniels.com
1 2 (Ont)1976 Rick Chichesters
S (PD.) 2000 President/CEO
1908 (909) 605-2400
Palm Desert (760) 773-2432
www.colliers.com/losangeles
2 1 1993 James R. Panting
4 1993 Owner/Broker
(909) 484-9800/484-9803
9 1 1980 Joe Vargas
15 1917 Senior Managing Director
(909) 980-7788/989-4440
joe_vargas@cushwake.com
39 2 1985 Mark A.Piscitelli
16 1958 Exec. V/P/Managing Dir.
(909) 605-1100/(909) 390-8646
Mark Piscitelli @ grubb-ellis.com
24 1 1987 Paul R. Earnhart
24 N/A President
(909) 989-7771/909) 944-8250
www.lee-assoc.com
35 1 1989 Kevin A. Assel
Regional Manager
(909) 605-1800/605-1832
www.marcusmillichap.com
38 NA 1989 Bill Hardy
9 1987 Regional Manager
(909) 466-2500/(909) 466-2512
billhardy @svn.com

N/A = Not Applicable WND - Would not Disclose na = not available. The information in the above list was obtained from the companies listed. To the best of our knowledge the information supplied is accurate as of press time.
While ever effort is made 10 ensure the accuracy and thoroughness of the list, omissions and typographical errors sometimes occur. Please send corrections or additions on company letterhead to: The Iniand Empire Business
Journal, P.O. Box 1979, Rancho Cucamonga, CA 91729-1979. Researched by Robin Powers. Copyright IEBJ

BigHorn
continued from page 10

of custom home sites currently
from $2.295 million, residences
from $2.295 million.
Membership to Bighorn fea-
tures two championship golf
courses: the Tom Fazio-designed

Canyons and the Arthur Hills-
designed Mountain  course;
13,000-square-foot European spa
and salon with state-of-the-art fit-
ness center, pilates and aerobics
studio, three world-class jets to
transport members to and from
Bighorn; a 40,000-square-foot

clubhouse with a top 100 golf
shop, 2005 PGA's teacher of the
year Peter Krause, seven
indoor/outdoor dining restaurants
including a new 5-star Canyons
fine dining restaurant and a 600
item  Marketplace  serving
Starbucks coffee, luxurious locker

rooms, tennis courts, a calendar
full of social events, fitness class-
es and a variety of concierge serv-
ices to enhance everyday living.
To experience Bighorn in person,
Business Journal readers can con-
tact Bighorn properties at (800)
551-5578 for your private tour.
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MBA/Executive Programs in the Inland Empire

Listed Alphabetically

Name

Address MBA/Enrl.
City/State/Zip Executive/Enri.
California Baptist University Ycs/15

8432 Magnolia Ave. Yes/22
Riverside, CA 92504

Cal Poly, Pomona Yes/300

3801 West Temple Ave. Yes/17
Pomona, CA 91768 (Pro. MBA Program)

Programs Offered Faculty to Student Ratio Type of Institution

Tuition & Fees:

# Full Time Faculty Year Founded  MBA Prog.: CA Res/Non-CA Res.  # Yrs. WK. Exp. Reg. for
# Part Time Faculty Exec. Prog.: CA Res/Non-CA Res. Admittance
1:15 University $18,000/Same $4,200 Per Year/None
6 1950 $18,000/Same
6
1:12 Public S900 per Qu/S2, 100 per Qur $1,034
110 1938 $325 per Univ/$325 per Unit 2 Years
65 Managenal/Supervisory

Professional MBA program contact: Andrew Truong (909) 869-3551/869-4559

Cal. State Univ., San Bern.* Yes/324 1:18 Public $4,000 (per qtr./$12,000 (per gtr.) $9,600 Per Year
5500 University Parkway Yes/28 1966 $18,500/518,500 5+ yrs supervisory for
San Bemardino, CA 92407 1 (for entire two year program) Exec
Cal. State Univ., San Marcos  Yes/150 1:16 State University $14,696/$36,392 N/A
333 S. Twin Oaks Valley Rd. No 30 1989 (+Books, Parking, Catered Lunches) 3-5 Years
San Marios, Ca 92096 5 N/A
La Sierra University Yes/69 1:10 University $540/Unit $1,958
4500 Riverwalk No/35 12 1922 $540/Unit N/A
Riverside, CA 92515-8247 2
1:12 Private $1,142 Per Univ/Same $800
84 1925 $1,310 Per UnivSame 0
88
of L 1:12 Private $18,000/$19,500Per Unit/Same N/A
! No 25 1891 NA 3 Years
La Veme, CA 91750 45
University of Redlands*
School of Business Yes/476 1:12 Private University $584 Per UnivSame N/A
1200 East Colton Ave. No 28 N/A N/A
Redlands, CA 92374 288
1:04 Public TBD $10,00 per Qir
2 1954 NA 0
17
University of Phoenix Yes/153 118 Private $372 per Unit N/A
337 North Vineyard Ave., Ste. 100 No 7 1976 N/A MBA-3
Ontario, CA 91764 162
by deadline- &
" " ofp While every effor the of the list, omissions
Empire Business Jownal, P.0. Bax 1979, Rancho Cucamonga, CA 91729-1979. Researched by Robin Powers. Copyright 2007 IEBJ.

.
Ontario

.
Airport...
continued from page 3

Expresslet will become the
14th airline to serve ONT. It is
important to note that the airport
was named “Best Alternate
Airport” in Southern California
by Forbes.com. It served 7 million
passengers in 2006 and is forecast
to serve 30 million by 2025.

“l am elated that ExpressJet
chose LA/Ontario International
as the hub for its West Coast
flight operations,” Villaraigosa
told the Business Journal.

The ExpressJet ONT opera-
tion is expected to create more
than 600 direct jobs for the
Southern California economy,
including pilots, flight attendants,
aircraft mechanics, ramp workers
and passenger service personnel
based on ONT.

Ontario Mayor Paul Leon
stated that, “The exceptional
partnership between the City of
Ontario and Los Angeles World
Airports is mutually beneficial.
With construction and expansion
of new facilities and service,
ONT is on track to become
Southern California’s next major

gateway. Express Jet’s new cor-
porate service will fill the
demand of Ontario’s growing
resident and business population
and further enhance Ontario’s
role as Southern California’s next
urban center.”

Expresslet’s President Jim
Ream will be back in town for
the Ontario Chamber of
Commerce’s Aviation Summit,
scheduled to take place at
LA/ONT’s Terminal 1 on March
27. The County of San
Bernardino Economic
Development Agency, Guardian
Jet Center and LA/Ontario

P Please send corrections or additions on company

On Campus Rm. & Board.  Av. Grad. Starting Satary: - Top Local Executive

MBA Program Title

Executive Program  Phone/Fax
E-Mail Address
$50,000 Andrew Herrity
$75,000 MBA Director
(951) 3434361
gradservice @calbaptist.edu
N/A Dr. Eric J. McLaughlin
Director
(909) 869-2363/869-4559
directorgba@csupomona.edu
N/A Larry R. Sharp
N/A CEO
(909) 537-5703/537-7582
mba@csusb.edu
$62.000 Keith Butler

N/A Dir. of College Operations
(760) 750-4266/750-4263
mba@csusm.edu

$65,000 Johnny Thomas
NA Dean
(951) 785-2064/(951) 785-2700
$75,000 Cornelis DeKloyoes
Dean Of Students
(909) 483-9360/048-3197
drucker@cgu.edu
$68,000 Abe Helou
N/A Associate Dean
(909) 593-3511ext.4211/392-2704
ulv.edu
N/A Peter Bergevin
N/A Graduate Programs Director
(BER) 999-9844/(909)335-5325
NA Y. Peter Chung
NA Interim Dean
(951) 827-6200/827-3970
mba@agsmmail ucredu
NA Jennifer Cisna
N/A Campus Director
(800) 888-1968

(909) 937-2424

last year. The information in the above list was obtained from the colleges listed. To the best of our knowledge, the

letterhead to: The Inland

International Airport will also
sponsor that event.

Expresslet’s new nonstop
destinations from ONT include
Albuquerque, Austin, Boise,
Colorado Springs, El Paso,
Fresno, Kansas City, Monterey,
Omaha, Oklahoma City, San
Antonio, Spokane, Tucson and
Tulsa. The service to Omaha and
Tulsa will be the only nonstop
flights from any airport in
Southern California, including
LAX.

Villaraigosa also announced
that PMD (LA/Palmdale) will re-

continued on page 28
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Sales...

continued from page 16
well-being 1s a function of a con
sistent flow of new clients to join
your existing client base, making
up for natural and
allowing you to achieve your
firm's growth goals

attrition,

But suc-
cessful rainmaking isn’t what it
is in the movies, and outdated
approaches to business develop-
ment can undermine your best
efforts to expand!

There are Few “Timeless
Truths” in Selling

Do you believe that there are
a few “sales principles” that
should always be used in attract-
ing new clients? Think again!
There have been more studies
about what’s really working in
sales, and it’s probably not what
you expect. If haven’'t
learned these new selling princi-
ples, your rainmaking efforts are
undoubtedly less successful than
they might otherwise be.

Fix this problem by learning
what’s working now. Here are
three outdated sales practices
and how to move them into the
21st century.

you

1. Overcoming Objections

It used to be a fundamental
principle of selling: you must
overcome your prospect’s objec-
tions to get their work.

No more!

Studies show that prospective
clients hate fighting --- they don’t
want you arguing and working to
overcome their concerns; they
want you to listen to their prob-
lems, understand the impact of
those issues, and then offer to
help, if you are able. That’s a
world away from the combative
old-style approach to selling!

Today, when we hear an
objection, we state the problem
in different words, simply to let
the prospective client know that
we heard and understand it.

For example, “Ms. Jones,
you're concerned that you are
already working with someone in
my profession, and you would
prefer not to have to disappoint
that person and let them know that
you have selected another advisor,

it T understand you properly.”

If we don’t understand why
something they've stated is a
problem, we ask about that “*Mr
Smith, you've said that you're
concerned that I'm located two
states away: may | ask why that
1s a problem?”

When we fully understand
the objection, and the pain that
underlies it, then and only then
can we offer to be of help. “Ms.
Jones, perhaps this does not
involve dismissing your current
advisor. I'm concerned particu-
larly with the X issue; might I be
of service to you just in that
area?” or “Mr. Smith, I under-
stand that you're concerned that I
be accessible to you, available
when you need me. Now if I
heard you correctly, that means
that your phone calls get returned
promptly, the same day, not so
much that we must be located
down the road from one another.
Is that correct?”

2. Arguing on Behalf of
Your Firm
For years, professional serv-
ices providers have taken the
approach that new client devel-
opment will require making an
argument for using their firms.
Sales research, however, shows
that such an approach is doomed,
probably because it involves too
much talking on your part!
Today’s successful rainmakers
follow “The 90-10-90 Rule.”
This says that, ideally, in a con-
versation with a prospective
client, that prospective client is
speaking 90 percent of the time.
Concerning the 10 percent of the
time that you, the professional
services provider, are speaking,
you should spend 90 percent of
that 10 percent asking questions!
Let that sink in: the prospec-
tive client should be speaking 90
percent of the time, and when
you're speaking, you should most-
ly be asking questions, not talking
about yourself or your firm.
There's a big exception to
The 90-10-90 Rule: you can
talk as much as you like if
you're answering your prospec-
tive client’s questions. But if he
or she isn’t asking, you should-
continued on page 34

Corporate
Scandal...

continued from page 19

itself could face bankruptey.

Shareholder Disclosure
Shareholders have historical-
ly demanded more accountability
and more information from the
corporations in  which they
invest, and it’s not just the big
shareholders that should get
access. For example, in the past,
major shareholders had a higher
level of access to quarterly finan-
cials and transcripts of share-
holder meetings: today, publicly-
held companies are required by
make that information
generally accessible, generally
by posting it on the company
web site. To their credit, most
companies have stepped up to the
plate and have gone to great

law to

lengths to make this sort of infor-
mation more transparent.

But FedEx hasn’t been keen
on talking about its payroll tax
liabilities with its shareholders,
and very few realize that not only
will FedEx be held liable for well
over a hundred million in payroll
taxes, they could also still be held
liable for the demise of Hamilton
Taft and Company. In fact, when-
ever a lawsuit is filed against a
publicly-held company, and that
lawsuit has the potential of hav-
ing material financial
quences, the board must notify
shareholders. And further, SEC
rules state that the public must
also be notified. And while one
may argue that the driver lawsuits
have become common knowl-
edge, FedEx's duplicity regarding
Hamilton Taft--and its potential
liability--has been swept under
the rug. FedEx’s 2006 annual
report contains several very nice
photographs of people at work,
trucks and airplanes, and exotic
destinations, but says absolutely
nothing about the liabilities the
company may face.

At the time FedEx was
acquiring Kinko's, the law firm
representing  Kinko's, Piper
Rudnick, knew of the potential
liability FedEx faced due to
Hamilton Taft, yet FedEx made

conse-

no disclosures to the public or to
the shareholders who would be
materially affected. Here's the
connection: In 2003, Armstrong
former
Dick Armey. through one of his
Jean Campbell.
Although Armey was reluctant to
become involved in anything
political at the ime due to having
just left Congress, Ms. Campbell,
a government liaison for the law
firm of Piper Rudnick, agreed to
meet  with  Armstrong. Ms.
Campbell stated that she would
need to check for any potential
conflicts with FedEx before
agreeing to help Armstrong, and
then she came to the prison to
meet with him in September
2003. After a lengthy meeting,
Ms. Campbell took with her
many of the materials Armstrong
had received under the Freedom
of Information Act, and began
discussing a strategy to bring in
political power to  help
Armstrong. In January 2004,
Armstrong received a short letter
from Piper Rudnick, informing
him that they would not be able to
represent him any longer because
FedEx had purchased Kinko's.

Interestingly, Kinko’s had
been one of Piper Rudnick’s
biggest clients, and it would have
been unlikely that they would
have been unaware of any poten-
tial acquisition by FedEx at the
time they were meeting with
Armstrong. The question is,
since Piper Rudnick had repre-
sented to Armstrong that there
was a potential liability to
Hamilton Taft on the part of
FedEx, did Piper Rudnick dis-
cuss this with their client? FedEx
knew from the beginning that
they could face liability for shut-
tering Hamilton Taft, and may
well have been aware that
Armstrong was planning to pur-
sue legal action against them to
hold them accountable.

contacted congressman

associates, Ms

The
FedEx
FedEx has been up front
about the fact that it works close-
ly with the government, specifi-
cally turning themselves into a
continued on page 32

Government and
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Ontario
Airport...

sive growth plans for LA’s
regional airports and ensure that
LAX will no longer have to carry

PVHMC...

continued from page 15
cular center in the Inland Valley.

Angeles and  Western  San
Bernardino counties. Staffed by
more than 600 physicians, 1‘4()(')
employees and 800 volunteers,
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Business & Liability Insurance Agencies Serving the L.E.

Ranked by Value Premiums Written 2006

continued on pg. 39

S . D) the burden of meeting a greater- G e
mnlum.uifmm pu‘ue__() he il L E‘ 2 Thewhusrd, winnitg: nationalty i | ! offe ¥ Company Name $ Value Number # Licenced Agents LE.  Coverage Offered Headquarters Top Local Executive
open with the start of new service han-necessary share of region’s e award g, né ally  the hospital offers a comprehen- Address ; Premiums  Premiums  # Employees LE. Year Established LE. Title
by United Airlines on June 7, demand for air service.” renowned heart and vascular cen-  sive mix of medical services. City, State, Zip Written LE Written LE. Phone/Fax
2007. United will provide The City of Los Angeles and | ter, became Pomona Valley including Centers of Excellence e pus FMallAddrcn
regional jet service to San LAWA will aggressively support Hospital Medical Center’s first in Cancer, Heart and Vascular E :lnh lr{tx;r:ulmnnl (;f(‘nli{urnia $357 Million 15,000 83 Commercial Property & Liability, Chicago Roy H. Taylor
3 B . < N » - 5, e % . Financial Services, Inc otk ers srias = P g S
oy & g X both airports with unprecedented recognized Center’s of and Women'’s health. Fo g 115 Workers' Compensation. Personal Auto & 1988 President
Francisco International Airport I o s nllonce dn 1986, Stead Hes e ; tinded in L Lattiam 51 Homeowner, Group Life & Health (951)788-8500/(951)788-8502
(SFO). The effort to initiate com- ™Marketing, advertising and out-  Excellence in 1986. Stea :m 1903, PVHMC is accredited by IV er CA a0t www hubinternational com
i i : eac : 3 J a ‘ascular Center provides . 3 i " .
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TIME MANA E IN

Time Management: It’s Not About Checklists
and Quadrants, It’s About Your Boss

By Vince Thompson

For years we've heard that
time management is about quad-
rants, action items, and prioritiz-
ing tasks. In fact, go to just about
any time management seminar,
and the trainer will spend lots of
time showing you how to analyze
your calendar, log your time
spent in activities, plan your
workweek, etc.

And at such a seminar you'll
likely realize that you do indeed
spend too much time on e-mail,
on the phone, and on urgent activ-
ities (fire fighting). So you'll
plan your calendar better, define
your activities in quadrants, and
prioritize your workload. But
then the trainer leaves, and within
a week you fall right back into
your place on the treadmill.

Why does this happen?
Because no matter what your
actual job is, you likely tend to do
those things that you think your
boss expects you to do. So even
though an important part of your
job may be to write business
plans, you know that your boss
also expects you to answer her e-
mails within 15 minutes or to be
available on Instant Messenger.
Your boss expects you to pick up
the phone when needed and to
help senior management deal
with those last minute emergen-
cies. Very often, these expecta-
tions come before the important
tasks you need to do. And while

communication and helping sen-
ior management is important, if
you're truly going to have the
time to spend on tasks that move
the company forward, then
you'’re going to need to gain more
power over your schedule and
apply it to your day.

Rather than reel with inter-
ruption after interruption, you
need to have a conversation with
your boss about the various activ-
ities you are expected to do. The

purpose of this dialogue is for
both of you to reach agreement
on what success is. Then, you
must constantly manage expecta-
tions.

Manage Your Manager,
Not Your Time

In order to take back your
time, your life, and your career,
you need to step into the realm of
managing your manager, thereby
altering their expectations related
to your time. The goal is to
achieve complete alignment
between what your boss wants
and perhaps needs you to do and
what you believe you really
should do. Here’s how you do it:

1. Analyze your bosses’
needs.

You need to know what your
bosses expect of themselves and
what your boss’s boss expects of
him. What goals do your bosses
have? What can you do to help
them be more successful?

Unfortunately, a lot of people
in business assume that “meeting
the boss’s needs” means doing
exactly what the boss wants them
to do---accepting the boss’s
vision and direction wholesale.
Wrong! This assumption is a little
too simplistic and dangerous. It
sets the stage for aligning one’s
lips with their boss’s backsides
rather than meeting the needs
that’ll actually make a difference.

Real “managing upward”
demands a more serious and sub-
tle analysis of human needs,
which starts with the realization
that needs come in two forms-—
explicit needs and implicit needs.

Explicit needs are easier to
understand. They may be stated
in the strategic plan diffused by
the company or the division, or
they may be announced by your
boss whenever the team gets

together for the all-too-often
strategy session. They may sound
something like this:

- “We need to expand our
business internationally.”

- “We need to create a
shipping policy that will save
us some money.”

- “We need to commerce-
enable our Web site.”

Implicit needs are more sub-
tle. People don’t talk about them.
Sometimes they're not
aware of them. Most of the time
they are things that people would
deny if confronted with them.
They sound like this:

cven

- “Make me look good in
front of my boss so that when
he gets kicked upstairs he’ll
recommend me for his job.”

- “Help me demonstrate my

creativity by coming up with

some ideas for next year’s
marketing campaign that |
can tweak a little and take on
as my own.”

- “Help me feel more like a

leader and less like the kid

who was always picked last
in the schoolyard basketball
games.”

While explicit needs tend to
run a linear path, implicit needs
tend be random, triggered by
emotion and circumstance. And
although you will never actually
talk to your boss about his or her
implicit needs, it's a fun exercise
to sit down with a sheet of paper
and try listing your boss’s implic-
it needs. Paying attention to
implicit needs is serious, as these
often drive the issues that’ll keep
us up at night. From the first day
you meet your new boss through
the last day you work together,
devote enough of your time and
thinking to really understanding

you boss’s implicit needs. Then
spend time on the needs that you
can feel good about supporting to
further your company’s interest

as well as your boss’s career.

2. Adopt a Management
Value Added mindset.

The concept of Management
Value Added (MVA) is based on a
simple question that you should
ask whenever you're making a
decision about how to invest your
time and energy: “What value
does management add?”

One way to start using the
concept of MVA is by sitting
down with your boss to discuss
his or her explicit needs (the ones
written down as part of the com-
pany’s strategy or the division’s
official mandate). It shouldn’t
take long for the two of you to
agree on what they are and to pri-
oritize them appropriately. Then
ask your boss, “How do you feel
I can add the most value?” If your
boss responds, “Huh?" you can
flesh out the question with addi-
tional questions like these:

- “What are the activities | am
engaged in when I am
contributing the most?”

- “What are the activities that
you and the company most
need me to do?”

- “What do you consider to be
the best and most productive
use of my time?”

- “What do you think is the
special contribution that I am
best positioned to offer to
you and the company?”

- “Of all the things that I'm
engaged in on behalf of this
company, what are the three
areas where you believe that
I can contribute the most?”

Listen carefully to your boss’s
continued on page 32
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Management In Print
“Crunch Point: The 21 Points to

Succeeding When It Matters Most.”

by Brian Tracy; AMACOM,
New York, New York;
2007; 116 pages; $17.95.

According to author Brian Tracy., who makes his living as a
speaker and a “success consultant™ for business, most H!dl\}dll;ll\
and organizations have a crisis point about once a quarter during the
year. Each of these crises, or “crunch points,” has the potential for
putting you or your business against the wall, with your emotional
or financial success hanging in the balance. )

It makes little difference whether your business is very small or
the size of Ford Motor Company. If you fail to deal quickly and
effectively with the crunch points, they have the potential to place
both you and your organization in jeopardy. Responding quickly
seems clear enough, but the heart of the matter lies in understanding
what “effectively”™ means. Author Tracy offers one method to under-
standing effectiveness. As he puts it...

“The key to performing at your best during the crunch times of

your life is for you to focus single-mindedly on the solutions

rather than the problems. The more you think about possible
solutions, the more solutions will occur to you -— and the
better they will be. The more you think about solutions rather
than the problems, the more positive, focused, and creative you
will become. The more you think about specific actions you can
take, the more in control you will be.”

Among the so-called “21 Secrets™ are: “Stay Calm, Dare to Go
Forward, Be Confident in Your Abilities, Concentrate on Priorities,
Close More Sales, and Generate Cash Flow.” These are hardly
secrets, and, in one form or another, many of them were written on
clay tablets or papyrus about 3,000 years ago. The fact that these are
truisms hoary with age doesn’t detract from the author’s advice,
though if these thoughts were all that the author provided, it would
subtract from the book’s value.

Fortunately, the author briefly summarizes some vital steps to
help focus the reader’s thinking about solutions. Some elements are
quite specific and excellent reminders. Others are a bit too general to
offer much real help. For example, in the chapter titled, “Focus on
Key Area Results,” the author offers eight good points to stimulate
problem solving. Unfortunately, under “Crunch Point Actions™ in
the same chapter these are summarized as:

“1. Determine your most important and profitable products,

services, and activities and focus your time and energy on them.

“2. Determine your most important customers, markets, and sell-

ing methods and dedicate 80 percent of your time and money on

maximizing your results with them.”

That kind information is a bit too general, even for a summary.

On the other hand, one of the most valuable features of Tracy’s
book is going over ground that is well-plowed, but casily forgotten.
One example of this is in the chapter titled, “Care for your
Customers.” The author states:

“Customers always want to know the answers to two basic ques-
tions with regard to your product or service. First, “Why should I buy
this product or service at all?’ and, second, “Why should I buy it
from you?’ You must be able to answer these questions in the first 30
seconds of your sales conversation or gieeting with the customer.”

Let’s face it! There is (and should be) a certain natural suspicion
toward any book whose sub-title implies that it offers secret approaches
to business management. The approaches offered by author Brian Tracy
was old news when the Roman Empire was young. The value of Tracy’s
book rests on two pillars. First, the ideas presented are well and concise-
ly addressed. Second. if you are one of the business owners or executives
facing a crunch point. there is reassurance in learning that you are not the
first to face a business crisis, and that there are ways out of the problems
you face if you address them with dedication, imagination, and persisten-
cy. In the long run, the book is worth the price of the assurance you need.

-- Henry Holtzman

(Bestselling Business Books )

Here are the current top 10 bestselling books for business.
The list is compiled based on information received from retail
bookstores throughout the U.S.A.

1. *The Long Tail: Why the Future of Business Is Selling Less
of More,” by Chris Anderson (Hyperion...$24.95) (1)* Why a
growing number of products are generating unending sales.
2. *“Freakonomics: A Rogue Economist Explores the Hidden
Side of Everything,” by Steven D. Levitt (HarperCollins...$25.95)
(2) Why you shouldn’t accept the official version of anything.
3. *Jim Cramer’s Mad Money Handbook,” by James J. Cramer
with Cliff Mason (Simon & Schuster...$25.00) (6) Wall Street’s
angry man diversifies from TV to more books.
4. “Death by Meeting: A Leadership Fable About Solving the
Most Painful Problem in Business,” by Patrick Lencioni (John
Wiley & Sons...$22.95) (3) Why meetings should have a purpose
beyond getting together.
5. *“Jeffrey Gitomer’s Little Red Book of Sales Answers,” by
Jeffrey Gitomer (Pearson Education...$19.99) (4) Sales guru offers
answers to sales questions.
6. “The Five Dysfunctions of A Team: A Leadership Fable,” by
Patrick M. Lenclon  (John Wiley & Sons,..$22.95) (7) Common
problems that prevent teams from working together.
7. “The World Is Flat [Updated and Expanded]: A Brief
History of the Twenty-First Century,” by Thomas L. Friedman
(Farrar, Straus & Giroux...$27.50) (5) Why business globalization
has arrived and is likely to stay.
8.  “Good to Great,” by Jim Collins (HarperCollins...$27.50)
(10) Climbing the steps from being good to being great.
9 *“Crucial Conversations: Tools for Talking When Stakes Are
High,” by Kerry Patterson, Joseph Grenny, Al Switzler, & Ron
McMillan (McGraw-Hill...$16.95) (8) Why open discussions in dif-
ficult situations are essential.
10. *“Execution: The Discipline of Getting Things Done,” by
Larry Bossidy & Ram Charan...(Crown Publishing...$27.50)(9)
The key to transforming dreams into reality.

*(1) -- Indicates a book’s previous position on the list.
** __Indicates a book’s first appearance on the list.
*** __ Book previously on the list is on the list once again.
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Corporate
Scandal...

continued from page 27
government asset for spying on
the American public without
warrants. Naturally, this makes
them a valuable resource worth
protecting. When the Hamilton
Taft “whistle blower” struck out
with the FBI and the IRS, he
appealed to Congresswoman
Nancy Pelosi, who saw fit to pro-
tect the shipper, and orchestrate a
trial by media in conjunction
with The Wall Street Journal.

Interestingly, Armstrong had
been approached by attorney Gare
Smith of the Washington law firm
of Foley Hoag in October 2004 in
an unsolicited request to represent
him; Smith has worked closely
with Pelosi in the past on several
liberal issues. One may speculate
that Pelosi had sent in Smith to
get information and make sure
Armstrong stays behind bars as
long as possible.

Here are just a few examples
of how Federal Express functions
as a de facto arm of the American
government: The Wall Street
Journal disclosed in 2005 that
FedEx’s information technology
plays a major role in the govern-
ment’s hunt for terrorists; the
company has opened up portions
of its customer database to gov-
ernment officials, who cross-ref-
erence shipper’s names, address-
es, and credit card information
with data in their own databases.
In fact, the Journal article refers

to FedEx as “one of homeland
security’s best friends.”
Furthermore, the same article
makes note of the fact that FedEx
has actually created its own pri-
vate police force, which is recog-
nized by the state of Tennessee
and works closely with the FBI.
Furthermore, the companies
250,000 employees (and contrac-
tors?) are trained to be “spotters”
for the feds-—-the next time the
FedEx man delivers a package, if
he decides you look like a terror-
ist, your friendly neighborhood
delivery guy may go back out to
his truck and report directly to
the FBI. In fact, as reported by
the Journal, the heightened level

of cooperation is not advertised.
and most customers aren’t aware
of it. For example, while the U.S.
Postal Service has strict regula-
tions about inspecting packages,
FedEx has no such regulations
governing it, and whenever you
ship a package via FedEx, you
automatically consent to having
the contents of your package
inspected without a warrant. The
Journal notes that this is a legal
“gray zone” that has never been
tested in the courtroom, and
according to an analyst inter-
viewed for the story, such rela-
tionships could undermine priva-
cy laws that are currently in
place. Interestingly, last year
FedEx signed an $8 billion deal
with the U.S. Postal Service, in
which FedEx carries large quan-
tities of U.S. Postal Service
Priority, Express, and First-Class
mail. When one sends a package
via the U.S. Postal Service, one
assumes a certain level of priva-
cy exists; but when that mail falls
into the hands of FedEx, that
constitutional right to privacy
disappears. One may assume,
understanding FedEx’s level of
cooperation and information
sharing with the government,
that this has become standard
practice among all shippers.
Nothing could be further from
the truth, and other shippers,
including UPS, have consistently
refused to grant the same level of
access without court order.

In short, FedEx, though a pri-
vate corporation, functions in
many respects as an arm of the
federal government, often cir-
cumventing due process and con-
stitutional protections against
unlawful search. FedEx needed
for its mistakes--the fact that they
pushed to have Hamilton Taft
shut down improperly--to be hid-
den, and the American govern-
ment complied.

Placing a Revolving Door

on the Law
Hamilton Taft and Company
was illegally put into involuntary
bankruptcy, and there are several
areas that show where the courts,
mostly at the urging of FedEx,
continued on page 37

.
Managing...

continued from page 20
behaviors and results. Then when
your employees move the busi-
ness forward in the right ways,
reward them. Give them public
and private recognition, awards,
bonuses, pay increases, and pro-
motions. Rewarding the success-
ful application of talent is critical
to managing the talent pipeline.

REENERGIZE the right
stuff to retain top talent.

“I'm dying on the vine here.”

Tom was the vice-president
of the business unit and earning
over $220,000 per year, and yet
he felt unimportant. He felt his
professional growth had come to
a standstill. He said, “Dan, I'm
dying on the vine here. No one is
looking out for my growth or my
future. I'm going to start looking
around for another job.”

If you want to keep your best
business talent, make sure they
constantly grow as individuals.
Provide hands on coaching, inter-
nal mentoring, outside education-
al sessions, and mounds of real-
world experience to strengthen
the skills of your employees.
Create an environment that
encourages people to show what
they’re passionate about.

Emotionally, not physical-
ly, embrace your employ-
ees every day.

Let talented people know

Time
Management...
continued from page 30
answers. Using them as a guide,
you can begin to understand
exactly how your boss views
your contributions. It's quite
likely that the way he or she
measures your value is different
from the way you might measure
it.

3. Implement what you
learn.

You can use the information
your boss shares with you to help
you determine how to spend yoyr

how important they are (g the
success ol the  organization,
You've worked incredibly harq
to attract, select, develop, ang
reward the right talent for your
organization. You now haye an
organization that is humming
along. However if your employ-
ees leave your organization o
take similar jobs elsewhere for
similar amounts of money, thep
you know you've blown i
Retaining key talent is a critica]
business driver.

Write a handwritten note 1o
each member of your group once
a quarter. In a world of e-mail and
text messages, handwritten notes
stand out like a bright spotlight,
At company social gatherings, 20
up to the spouse of an employee
and talk about the great things she
brings to the organization. Stop
an employee in the hallway and
ask about his family. Go by a per-
son’s desk and ask how she is
doing. Find ways every day to let
your employees know they are
important to you, regardless if
they are the highest or lowest
paid employee.

The Fuel
Results

“The task of building a truly
creative society is not a game of
solitaire. This game, we play as
a team.”

for Future

To reach Dan, e-mail dan@the-
coughlincompany.com, or visit
www.businessacceleration.com.

time, which projects to support,
and which meetings to attend. So
if your boss replies, for example,
that your most important areas of
contribution are your ability to
1) hire, nurture, and guide
talent;
2) build capacity; and
3) stay close to the
customers, then before
committing to any new
activity, you can ask yourself,
“Will this activity help me
achieve my priorities? Will it
help me put the right people in
the right jobs? Will it help me
build capability? Will it help me
know and connect with our cus-
continued on page 33
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Time
Management...

continued from page 32

tomers?” If the answer
avoid the
sounds otherwise
appealing, or fun.
Abiding by the MVA concept
helps you maintain a focus on the
things that matter while carning
the support of those you serve.
Then, when your boss or some-
one else in the organization asks
you to commit time or energy (o

IS no,
actuvity—even if 1t
mteresting,

an area that falls outside of the
MVA priorities you've estab-
lished, you can talk to your boss
about how the new commitment
may affect your main goals and
reach a joint decision as to
whether a shift in priorities is
warranted. Each time you and
your boss are out of alignment,
you have an opportunity to fur-
ther understand your boss’s
needs and goals. Expect this

Restaurant
Review...

continued from page 36
and not know that the sushi bar is
over in the corner past the meet-
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approach to help you remove
many useless meetings from your
agenda, but also realize that
sometimes, often as a result of
implicit needs, you'll be required
to go along for the ride.

Manage Your Future for
Success

When you follow this process
and gain agreement. you'll have
a clearer understanding of where
your focus should be each day.
With  clear comes a
renewed purpose,
because you're now spending
your time on what truly mat-
ters—both to you and to your
And when
needs are being met in a way that
supports the company’s vision,
the result is a more productive
and happier work environment.

focus
sense  of

boss. everyone's

For more information, please
contact: www.beignited.com.

ing room on the far right hand
side. Maybe better
would help.

Then there is Omokase at the
southwest corner of Foothill and
Haven in Rancho Cucamonga.

signage

Full Page...$3,750

7)

Inland Empire

GET A JUMP ON YOUR
COMPETITION...

secure your space in the Inland Empire’s
premier reference tool

TODAY.

Sponsorship Packages...$6,000
e Half Page...$2,750

For details, contact your account manager at
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continued from page 14 istrator for human
announced the appointment of
DeAnna  Avey-Motikeit as
director of the Department of
Children’s Services (DCS).
Avey-Motikeit replaced Cathy

Cimbalo who is retiring March

The facility,

Douglas

also featured

designed by
Frederickson of
scheduled to open in November
of 2007.

part of the $55 million golf resort

Phoenix, is

The new clubhouse is

15 after dedicating 32 years to
DCS. Avey-Motikeit began her
career with San Bernardino
County in 1988 as a Children’s
Services social worker and has
held leadership positions in a
variety of human services depart-
ments, including deputy director
of Aging and Adult Services.
Avey-Motikeit left her position
as assistant director with the
Department of Behavioral
Health to head DCS on Feb. 19.

renovation, which includes two
18-hole golf courses and practice
facilities. Team members
include Tim Wassil, City of
Indian Wells Public Works
Director as well as Douglas
Fredrickson and Jim Harrison
from Douglas Fredrikson
Architects. Barnhart team mem-
bers include Layne Arthur,
Mark Chappell, Glen Farlow,
Owen Whiteman, Jeff Pickles
and Shari Lacy.. .Linda
Haugan, assistant county admin-

bean-like thing that actually has
lent Philly Roll. Their California  soybeans inside. Kamiyama
Roll comes with extra salmon serves them fresh and raw.
eggs on top. Some may think Omokase serves them steamed
that that makes it taste a little with salt. Both styles have their
salty, but it really goes well with own fans.
a cold beer. Speaking of which, I have indicated before that
they have cold Japanese Karin my taste for sushi has been grow-
beer on tap. ing as well qualified locations
Omokase makes a really continue to pop up and contribute
great Cali Roll with lobster and to the local dining experience.
crabmeat. There are enough now that
This is a new venture by a everyone is able to choose their
young couple that does not have a  favorite. Ontario Mayor Paul
big restaurant chain behind them, Leon, at a chamber lunch recent-
but they know how to make peo- ly, announced that his favorite is
ple feel welcome. Lunch has the Toro Sushi & Grill, newly
become a popular attraction in the opened in his city’s Gateway
area around Omokase, where a Center at Sixth and Mountain. Of
couple of good restaurants have course, Mayor Leon is more
been wanting for a long time. acquainted with luncheon chick-
I used to have an office en and besides, he’s a politician,
across the street in Barton Plaza not a critic.
and it was frustrating, back in the Let him get his own column.
eighties, to have to drive into l
Ontario to find as much as a Kamiyama is located inside the
Mickey D’s. The new restaurants Market Broiler at Ontario Mills
at this corner have added muchto  Mall, 4553 East Mills Circle,
the workplaces around them as Ontario. (909) 373-4013.
well as to the residential area just Omokase is at Foothill and
up the road. Haven. 8220 Haven Ave. #102,
Both restaurants, in fact, most Rancho Cucamonga CA (909)
sushi bars start you off with a 94/-41]].
bowl of edamame. That’s a string

Omokase also does an excel-
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Sales...

continued from page 27
n’'t be talking, you should be
asking!

3. Waiting for Your Phone
to Ring

The people who call you are
often “price shoppers™ and not
your best prospects. People
who are your best prospects
aren’t calling, because your
competitors are calling on them!
To attract the most desirable and
most profitable business, most
professional services providers
need a program of outreach to
the prospective clients they
could best serve. Such a pro-
gram needs to be discreet and
tasteful, and it needs to generate
interest in your firm.

The comerstone of such a
program is positioning. You need
to develop a positioning state-
ment that contains the most pow-
erful, provocative messages
about your firm that you could
hope to get into the minds of your
best prospects. There are typical-
ly four to six messages in a posi-
tioning statement, and the entire
thing should fit on half a sheet of
paper. If you haven’t worked to
hone those four to six messages,
and if you and your colleagues
don’t agree on what your mes-
sages are, you're probably all
saying different things and thus
making no impact. In fact you're
likely saying pretty much what
your competitors are saying, so
there’s no competitive differenti-
ation. Undertake a strategy ses-
sion to hone the messages and
deliver them consistently!

Cultivate your curiosity
about what s really working now
in business development. Learn
the new skills, and challenge
yourself to abandon out-of-date
approaches that move your best
prospects further away from
you, rather than closer. And
reap the rewards!

For more information, please
contact Lenann at
Lenann@ YouCanSell.com or at
505.828.1788.

Web Platform...

continued from page 6

Helen Murphy, vice presi-
dent of operations for
AmeriChinaB2B in Hudson,
MA and a native of China, and
now a U.S. citizen, daily coordi-
nates the technical part of the
web platform and the organiza-
tion operation of the company,
out of the Boston office.

“We try to insure that all
locations are connected, and we
meet weekly by Internet confer-
ence,” Murphy said. “Product-
building partnership relations,
marketing and sales strategies,
promotion and publicity that are
all handled in separate locations
are reviewed here in the U.S.
and in China.”

Additionally, Murphy sees
AmeriChinaB2B being located
across many U.S. states as a sig-
nificant plus, especially since it
can connect so easily to local
U.S. businesses. Most Internet
marketing platforms are foreign

run and operated. The
AmeriChinaB2B is American
based, American run.

“American companies would
rather work with other American
companies,” she added.

Léttér to the
Editor...

continued from page 39
personnel across the country
will be confronted with. Will
they be trained in the scenarios
they’ll have to face? Will they
know which agency, in more
than 100 countries, they will
have to contact for verification -
and how to do it? How long will
it take to obtain verification,
how much will it cost, and who
will pay for it? How will verifi-
cation be obtained from coun-
tries like Libya where we once
had a sizeable military presence
- but with whom we no longer
even have diplomatic relations?
Or countries that no longer exist
- like Yugoslavia?

These are questions that
need to be answered.

|
|

Winer Purk...
continued from page 43

kets as the musher guides the
sled along the 45 minutes trail
run. 1 was pleasantly surprised
(and most of all relieved) to con-
firm that even when a squirrel
passed along the side of our trail,
the dogs obediently stayed on the
trail — resisting a much-desired
game of chase between the trees.
There are also tours in which you
can learn how to mush yourself,
as well as the “twilight ride.”
The twilight ride is offered three
days a month around the full
moon and includes dinner and a
bonfire at the trailhead.

Tubing and Ice Skating at

Snow Mountain
Ranch/YMCA of the
Rockies:

Popular with large church
and school groups. the YMCA
seems to be a bit of a secret to
those visiting the area. For just
$10, you can tube all day. Add
another $5 and you can ice skate
— ice skate rentals included. We
had a blast building jump ramps
on the tube park (not sure if it's
encouraged, but it wasn't
stopped), and my son joined the
kids from the local church
group for a game of ice hockey
(quite impressive given that it
was his first time on skates).
The views are great and you can
watch the cross-country skiers
make their way along the near-
by trails. Pack a lunch and
make a day of it!

Snowcat Tours:

For those that don’t ski or
board (or even for those that do),
a tour on a heated 13-passenger
snowcat provides a great way to
enjoy the mountain views and
learn about the history of the
Winter Park Resort. Our guide
was knowledgeable, friendly and
a great driver (winding through
the narrow trails, sometimes in
reverse)! Also note that non-
skiers can take a chairlift ride to
the Lodge at Sunspot, which is
great for meeting the family for
lunch on the mountain.

Dinner at the Lodge at
Sunspot:

The Lodge at Sunspot sits
10,700 feet atop the mountain
and has both an upscale cafeterig
and a formal dining area that usy-
ally only serves lunch. However,
for special occasions (in our case
it was Valentine’s Day) the for-
mal dining room is open for din-
ner. We were the first up the
mountain and had a great table
by the window, providing views
of city lights below. Check
schedule and availability prior to
booking your vacation.

My family had four days of
skiing mixed with a variety of
winter activities. Although we
were simply out of time, if we
had just a few more days, we
would have ventured to try cross-
country skiing, a snowmobile
tour or even snowshoeing. The
snow was great and the winter
activities plentiful. The “secret”
of Winter Park will soon be
spreading beyond the snowy bor-
ders of Colorado. If I had the
funds, I would look at investing
in a vacation home (I heard the
summers are even more beautiful
than the winters), as I really
believe that Winter Park is one of
the last undeveloped resorts. But
come visit the resort and “see for
yourself.”  Just don’t tell too
many people about it...maybe by
the next phase of condos I'll have
enough saved!

Where to Stay: Zephyr Mountain
Lodge offers slope-side accommo-
dations. This is the closest lodg-
ing to the mountain. Call 800-
979-0332. Dog Sled Rides of
Winter Park Tele: 970-726-8326.
Wirnels b5 it @ %
www.dogsledrides.com/winter-
park. Tubing & Ice Skating: No
reservations required. Entrance is
12 miles past Winter Park on the
west side of the US 40. Snowcat
Tours & Charlift Ride to the
Lodge at Sunspot: Advance Tour
Reservation & Information: 800-
729-7907. Day-of-tour tickets:
visit Guest Services inside
Balcony House Special-Occasion
Dinners at the Lodge at Sunspot:
Tele: 970-726-1446.
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Deal or No
Deal...

continued from page 5

utilizing a written clear set of cri-
teria, and then weighing solution
alternatives against the criteria,
can make the process more accu-
rate.

4. Come up with a list of pos-
sible solutions. All too often deci-
sion makers will stop at the first
solution. Develop a list of possible
solutions -
ideas. By developing a list of solu-
tions, the ability for creative prob-

even zany, off-the-wall

lem solving increases. Further
analysis is completed by reevalu-
ating the solutions for the best
alternative or process that would
solve the problem.

No Deal: Decision Making
Warnings

1. Emotional decisions.
Emotions often override our better
judgment and ability to make
sound decisions. When a situation
triggers an emotion, need. or temp-
tation, we will very often make a
bad decision. The sports stars
clearly demonstrate how emotion
can lead to bad decision-making.
There was one top basketball play-
er making millions a year in salary
and endorsements. He had a beau-
tiful wife and new baby --- and
was one of the most respected ath-
letes of the day. His emotional
decision to have sex with another
woman, regardless of consent, put
everything at risk. On the court this
player was emotionally, mentally.
and physically prepared. Off the
court, he made a thoughtless, emo-
tional, poor choice.

2. Time-pressure decisions.
Time pressure or clock crunching
leads to faulty decision-making
and bad choices. Time restraints
puts added stress on the decision-
maker, and often times force the
manager to make a judgment
based on incomplete analysis.
When a quick decision needs to be
made, it is often a bad choice.

3. Overconfidence. While
confidence is good in many situa-
tions, having too much confidence
can work against you when it
comes to making good decisions.

The overconfident person feels
that if his or her actions will influ-
ence a situation and the outcome
will be positive. then the resulting
outcome will be judged as overly
high. Many times people are blind-
ed to alternatives and other points
of view because of overconfidence
bias. This type of individual is
often surprised to learn that their
probability judgments are incor-
rect and their ability to accurately
predict outcomes is unrealistic.

4. Reluctance to ignore
invested costs (sunk cost bias).
The fear of wasting money and
time invested in a project often
prevents us from looking at the
project objectively. Managers will
often ignore the problem or
progress of a project. As VP, you
have sunk $500.000 into a project
that is not delivering on its prom-
ises. Choice one: you scrape the
project and start again. Choice
two: you sink additional money,
time and company resources, hop-
ing that the project will deliver. In
most cases, because of sunk cost
bias, choice two is the road that is
followed. In hindsight you knew
the project was doomed for fail-
ure. On paper this appears (o be a
foolish mistake--—-however. this
scenario is all too real.

Shall we flip a coin?

Making sound decisions is
more than using luck or common
sense. Utilizing a systematic
process of analysis for decisions
enables decision-makers to make
more informed choices. The
important point is not to push one
particular method for problem
identification and analysis, but
rather to encourage the use of
decision-making tools for making
better decisions.

For more information, please
visit: www.breaking-
boundaries.com or call 866-91-
COACH.

PVHMC...

continued from page 28

has earned the 100 Top Hospital
designation more than four
times.

Computers/
Technology...

continued from page 18

able, modifiable, duplicatable,
reliable or simply
while it is still marketable.

accessible,

The “open source™ label came
out of a strategy session held in
Palo Alto in reaction (0O
Netscape’s January 1998
announcement of a source code
release for Navigator
Mozilla). They used the opportu-
nity before the ‘
Navigator's source code to clarify
a potential confusion caused by
the ambiguity of the word “free”
in English. The Free Software
Foundation (FSF) started in 1985,
intended the word ‘free’ to mean
“free as in free speech™ and not
“free, as in free beer.” Since a
great deal of free software
already was (and still is) free of
charge, such free software
became associated with zero cost,
which seemed anti-commercial.

(as

release of

Thus it was that any numbers
of people in attendance were
freelance computer code writers
who generate their own program-
ming. It beats the heck out of
paying for Vista.

Meanwhile. back at UCR,
Professor Qing Jiang is develop-
ing a computer that boots up
immediately on powering up,
that writes data directly onto its
hard drive, making saving a thing
of the past.

In fact, Jiang, a professor of

mechanical engineering at the
Bourns College of Engineering,
home to the new Altix 4700, is
designing the building blocks
for this type of memory device
using telescoping carbon nan-
high-speed, low

power microswitches.

otubes as

The design would allow the
use of these binary or three-stage
switches to become part of molec-
ular-scale computers. Jiang, and
co-author Jeong Won Kang, have
published an article outlining this
design, titled “Electrostatically
telescoping nanotube nonvolatile
memory device,” online in
January by the Institute of
Physics. The article should be out
in print in the March 7 edition of
the journal Nanotechnology.

Deceptively ~ simple, the
design involves inserting one hol-
low nanotube, closed at both ends,
into a slightly larger one, open at
both ends, creating a telescoping
motion using an electrostatic
charge. That contact between the
nanotube and the electrodes cre-
ates a conduction pathway with
three possible positions.

Unix, which is similar to
Linux, is the base of the relative-
ly new Mac OSX platform. The
chances of Apple converting to
open source Linux in the near
future though seem slim. The
512-terabyte computer, however,
will probably be small enough
for your desktop in another
decade or so.

That’s progress.

BANK FOM OVER A DECADE WELLS
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For more Information call
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RESTAURANT REVIEW

Sushi Vs. Sushi

By Joe Lyons

There are so many sushi bars
popping up here in the Inland
Empire that it reminds me of the
pizza parlor boom of the early
‘60s. Just this past January we
reported on the new facility in the
new downtown Pomona building
across from their city hall.

Now I'm back to tell
about two more.

First is Kamiyama. It’s hard
to find because it is a restaurant
within a restaurant. It is inside the
Market Broiler at the Ontario
Mills. The owner/manager and
executive sushi chef is a warm
conversationalist and entrepre-
neur named Travis Kamiyama,
who started with his first site as a
freestanding restaurant and then

brought the idea to the Market
Broiler. He got his start in the
restaurant business at 14, under
the direction of several “itamae™
chefs (Japanese culinary experts).

you
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the roll has become a popular

He is particularly proud of his
light yellowtail capriccio and his
dark tuna.

His best attraction is called a

A
New York Grill.,

909 / 987-1928

950 Ontario Mills Drive, Ontario

Mon / Thur 11:30 a.m. - 9:30 p.m.
Fri 11:30 a.m. - 10:30 p.m. ® Sat 4:30 p.m. - 10:30 p.m.
Sun 4:00 p.m. - 9:30 p.m. ®* Reservations Recommended

It’s New York without the attitude! This award-winning
restaurant is where famous fare is finely defined. Our menu
features prime steaks, Australian lobster tail, garlic roasted
chicken, rack of lamb, prime rib and fresh seafood
specialties. Join us for jazz in our Manhattan Room where
acclaimed artists have made us the Inland Empire’s most
intimate jazz experience! We take care of every detail with
innovative menu items, specialty dishes, dramatic desserts,
outstanding wine selection and entertainment to comple-
ment your dining experience - and discover our magnifi-
cent banquet rooms, perfect for hosting your next event.

third item. Clearly the Philly roll,
which has no connection to either
Philadelphia or the orient, is a big
seller everywhere.

Also
Kamayami are the Tuna Tataki
Roll and the Spicy Tuna in Soy
Paper. His California roll is h.\
#1 seller, but 1 more
impressed with the Crunch Roll,
which has a shrimp tempura

very enjoyable at

was

sauce and sesame seeds

Mike Ranney of the Market
Broiler has told me that they
intend to include a Kamiyama
Sushi Bar in all of their new facil-
ities, and they will be adding

them to their existing restaurants

as upgrading allows.
“SLUR.” That stands for Salmon Still, Thave to hope that the
Lovers Ultimate Roll. In fact,
although sushi bars are supposed
to specialize in sushi and sashimi,

new ones are more visible than
the one at the Mills. You could
visit the Broiler a dozen times

continued on page 33

THE HISTORIC

GALLEANO WINERY

CUCAMONGA VALLEY SINCE 1927

We can
custom
design
a label
just for you
using:
Photos
Logos
Colors
Invitations

Weddings « Anniversaries
- Birthdays - Special Events
» Graduations - Holiday Gifts

GALLEANO WINERY
4231 Wineville Road

Mira Loma, CA 91752
(951) 685-5376 or (951) 360-9180

www.galleanowinery.com

Wine Tasting Available Daily

Tour the Historic Winery weekends from 2:00 pm to 4:00 pm or by appointment
Listed in the National Register of Historical Places
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Corporate
Scandal...

continued from page 32
made an end run around the law
Bankruptcy law states that it
takes three companies to place a
company into involuntary bank
ruptcy. At first glance, there are
indeed three companies placing
Hamilton Taft into bankruptey;
FedEx, Stanford Hospital and
Stanford
a chent of

Stanford University

University was not

Hamilton Taft at the time. and
had not been for over six
months. The bankruptcy docu

ments given as evidence were
signed by only two clients: not
the required three

And besides that, Hamilton
Taft didn’t owe anybody any
money. In fact, FedEx did not
lose any money with Hamilton
Taft in payroll taxes or penal-
ties. until they took the responsi-
bility of putting the company
into bankruptcy

The smoking gun lies in the
treatment of an arcane poimnt of
law that was bandied back and
forth by the courts and the court-
appointed trustee. In
Hamilton Taft’s case
hinged on their contention that
Hamilton Taft funds were, in fact,
trust funds, even though no trust
relationship had been forged.
Hamilton Taft’s whole business
model, which was put out for all
to see from the very beginning,
was created around those funds
explicitly not being trust funds.
The basis of each Hamilton Taft
contract was that Hamilton Taft
was to have dominion over the
funds for the purpose of making
short-term The
clients understood this, and bene-
fited from it in the form of lower
fees. If the funds trust
accounts, Hamilton Taft would
not have had the ability to invest
the funds as it did, and claims of
mismanagement would have
been legitimate. The forced bank-
ruptcy, and Armstrong’s criminal

short,

accusers’

investments.

were

case, all hinged on the Orwellian
concept of calling something that
1L was not. :

T'he court itself went back and
forth on the issue, changing their
View [\HIH[ on l]l\' trust 1ssue
depending on what it needed to
\L'\L‘|

before in a court of law has such a

accomplish at the time

shell game been successfully and
so blatantly carried out by the
government. The first example is
in the issue of preference pay
ments. This is a bankruptcy law
term referring to payments that
were made by the bankrupt entity
just prior to the bankruptcy
Preference payments can be legal
ly recalled by the trustee, and
added back to the bankrupt’s
estate for the purpose of equitable
distribution. But, recalling these
payments requires the money o
have belonged to the bankrupt
entity in the first place. The court-
appointed trustee sought to recall
some $39 million in preference
that
Hamilton Taft had made as part of

payments--payments

its contractual obligation to 1ts
clients. But in order to do so, the
trustee had to convince the courts
that the funds had belonged to
Hamilton Taft, and were not trust
funds. If the funds were defined
as trust funds, then they could not
be recalled, because by definition,
they were not Hamilton Taft prop-
erty to begin with. The court
agreed with the trustee, at least
temporarily, issuing a ruling that
overturned the previous court
decision that that the funds were
held in trust. Preference payments

were collected, and the estate of

Hamilton Taft was enriched with
funds that had already been paid
out on its obligations. and the

trustee earned a bigger piece of

the pie in the process.

Shortly afterwards, a motion
was filed by the government, and
the Ninth Circuit Court mysteri-
ously vacated its ruling, noting
simply that it is “with the best
interest of all parties.” Clearly, it

was not in the best interest of

Chip Armstrong, or the business
entity of Hamilton Taft. No fur-
ther explanation or justification
bizarre
The

temporarily suspended the rule of

for this vacateur was

offered court, In essence,

law for the benefit of a few rich
lawyers. But it did so at its own
peril, because in so doing, the
duplicity of the government
When the

Ninth Circuit Court, at the behest

becomes obvious
of the trustee, ruled in the case of
in re. Hamilton Taft that the funds
were the property of Hamilton
laft and not the trust. they in
essence lent credence 1o
Armstrong’s own defense. which
that the
Hamilton
When the

Ninth Circuit overturned the pre-

correctly stated funds

were the property of

l'aft and not the trust

vious decision that the funds were
held in trust, they were stating
that the funds were the property
of Hamilton Taft, and therefore
tacitly agreed that no crime had
been committed, since Hamilton
Taft had fulfilled all of
tractual obligations

I'he ruling that the funds were
of Hamilton Taft,
and the ruling’s mysterious and

IS con-

the property

unexplained vacateur, was not
allowed to be admitted in court in
Armstrong’s  defense, and
Armstrong was denied the only
way he had available to prove
himself The
duplicity in the matter was hidden
from the public.

Remarkably, this is not the
only instance where the govern-
ment spoke out of both sides of
its mouth. The government relied
upon the fact that the preference
payments, which were enabled
only out of the vacated in re.

innocent. courts

Hamilton Taft decision, to prose-
cute Armstrong and justify the
illegal shutdown of the company.
Yet, Armstrong was denied the
opportunity to use that same deci-
sion in his own defense.
Remarkably, even as the gov-
ernment argued in Armstrong’s

trial not to allow the Ninth

GABRIEL ENVIRONMENTAL

Reliable & Timely Service Nationwide
866-4-PHASE I -

mwww.gabriel-envlronmentll.com

951-545-0250

Circuits decision that funds were
Hamilton Taft property to be used
in Armstrong’s defense, the gov-
ernment also argued at the same
time. successfully, that the prefer-
ence payments that were made
possible by the Ninth Circuit’s
decision, served as evidence of
loss. and therefore that a crime
had been committed. Those same
preference payments were also
used as the basis for enhancing
Armstrong’s sentence from six
months to nine years.

In short, the government on
one hand, argued that the decision
of the Ninth Circuit that the funds
were Hamilton Taft property was
valid. But, at the same time, they
also argued that the decision was
invalid when Armstrong wanted
1o use that argument for his own
benefit. It is illogical for a deci-
sion (o be both valid and invalid
at the same time, yet the govern-
ment, in a classic example of
doublespeak, made it so.

In  brief, the
relied on actions that were taken
by the were
dependent on a decision of law
stating that the funds were the
property of Hamilton Taft in
order to prosecute based on loss;
yet at the same time, the govern-
denied the which
enabled the collection of prefer-
ence payments to be used in
Armstrong’s defense. Ironically,
the very same federal district
judge that ruled that the prefer-
ence payments could not be col-
lected because they were trust,
later allowed those preference
payments to be introduced as evi-
dence of loss during the trial. This
is ill founded, illegal, and uncon-
stitutional, and that this shell
game was allowed to persist is
beyond belief.

government

trustee, which

ment law

Note: All facts in this article are
documented through the gov-
ernment’s own documents, The
Wall Street Journal and court
documents.
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th  Searching for that
special item or service
and didn’t know

where to begin? The Palm
Desert Chamber of Commerce
Annual Table Top Expo provides
tremendous  possibilities  for
shoppers. Signups are now being
taken for Palm Desert Chamber’s
upcoming Table Top Expo on
Sat.,, March 10th at Westfield
Palm Desert: local businesses
can showcase their goods and
services to the public from 11:00
a.m. to 4:00 p.m. Located on the
upper level of Westfield among
the glass bridges, various busi-
nesses will display their goods
and services to the shoppers
walking through Westfield. The
high-energy, fun expo is geared
toward service, home-based and
professional businesses, as well
as nonprofit organizations to get
wide exposure during a peak vol-
ume day at Westfield. For more
information and to reserve a spot,
call the Palm Desert Chamber at
(760) 346-6111.

th: Fisher & Phillips
LLP will present a
“Legally  Required

Sexual Harassment Training”
seminar from 9:00 to 11:00 a.m.
at the Ontario Airport Marriott at
2200 E. Holt Blvd. A “Train the
Trainer” session will follow from
11:15 - 1:30 p.m. The “Train the
Trainer” session is for human
resources professionals and will
provide attendees the necessary
tools to personally provide sexual
harassment training to their
organizations. The event cost is
$75 per person or $65 per person
for two or more from the same
company for the first session, and
$250 per person to attend both
sessions. To register or for infor-
mation, call (949) 851-2424.
Business Workshop Series
Presented by SCORE
“Counselors to America’s
Small Business” and Riverside
Public Library
A series of workshops is
being offered to small business
entrepreneurs on Wednesdays

from 5:30 p.m. to 8:30 p.m. at the
Riverside Public Library, Main
Library Auditorium (2nd Floor),
3581 Mission Inn Avenue,
Riverside, CA 92501. The work-
shops are oriented to owners and
managers who wish to improve
their effectiveness and enhance
the profitability of their enterpris-
es. This series is being held dur-
ing March through June 2007. It
will be conducted by the Orange
County Chapter of SCORE and is
sponsored by the Riverside
Public Library. The cost is $30
per workshop with online pre-
registration or $40 cash or check
at the door. To register, contact
SCORE at www.scorel 14.org.
Workshop schedule is:

March 2007

th: “Develop a
Winning Business
Plan.” Step by step

development of your business
plan to implement your goals and
vision. Want to appeal to
investors?  Want an operating
map? You will understand every
aspect of your business and be
able to monitor your progress.
Your plan is your road map to
growing your business the way
you want it to grow and will put
you in front of events.

April 2007

th: “Marketing and
Promotion---Finding
Your Niche,” How

can you compete against all those
other businesses that do what you

Commentary...

continued from page 12

of my guests was a little too
vocal in his complaints. I have
not been back since.

Recently  the
Journal received an invitation to
return. Our representatives who
went were told that the entire
evening would be complimenta-
ry, as guests of the Bollinger’s.

Alas, when the bill arrived,
my told that
there was no comp. It began to
sound like a bait-and-switch
deal. The manager shrugged his
shoulders. I prefer to think that it
than bad
internal communications, as the
manager claimed only the entree
is complimentary. There was no
need for this miscommunication.

But the reports that come
back paint a bleak picture.

I understand that the kinds of
shows that will attract a
audience are limited. That’s why
“Fiddler on the Roof,” *Annie”
or “Sound of Music” show up
often. And, I understand, that
mounting a major production like

Business

associates were

was no more some

local

do? By developing a marketing
program designed to build on
your strengths and exploit the
weaknesses of your competitors.
They will teach you how to think
like a marketer. Learn how to
create a value premise that will
bring customers to your door.

May 2007
th: “Selling Techniques
That Work!™ It’s about

being in front of some-

Andrew Webber’s
“Phantom™ or “Ms. Saigon” ig

Lloyd

just not economically possible,

Likewise, the fees to be paid for
“Rent” or “Dreamgirls™ may be
out of sight. So the number of
available cheery G-rated musi-
cals is smaller than we might like,

But the selection of dinner
entrees should not be as tightly
controlled. Most
change the menu on some regular
basis. The old New York Steak
gets replaced by the new London
Broil. The selections at the
Candlelight Pavilion, unfortu-
nately, are hardly different from
that premier night.

Then too, the facilities are not
being kept up. Carpeting is worn,
Some paneling is being held
together with duct tape. Paint is
desperately needed in spots.

The Candlelight Pavilion is
one of the great jewels of the
Inland Empire. Its dinner-and-a-
show concept surpasses any such
theater | have attended. Its sup-
port, both internally and exter-
nally, is important to the area. It
doesn’t need to be torn down, but
I pray that it can be built back up.

restaurants

one who can buy your product or
service whether they just walked
into your store or you flew across
the country to meet in their
office. What do you say first?
Hint....it’s not “How are you?"”
How do you get their attention?
Overcome an objection? This
workshop will help you learn the
skills to get past these hurdles
and make more sales.
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Company Name
Address
City, State, Zip

Desert Southwest

17. Insurance Brokers, Inc.
78010 Man St. Ste. 200
La Quinta, CA 92253

Paul J. O'Brien Insurance Services
18. 6864 Indiana Ave., Ste. 100
Riverside, CA 92506

Cisneros Insurance Agency
19. 21900 Barton Rd Ste 105
Grand Terrace, CA 92313
Insure HiTech
20. 1800 Century Park East, Ste. 600
Los Angeles, CA 9006

Business & Liability Insurance Agencies Serving the LE.

Ranked by Value Premiums Written 2006

$ Value
Premiums
Written LE

Number
Premiums
Written LE.

2006 2006
$1.3 Million 325 5
3

$1.2 Million WND
$1.1 Million i 3
9
N/A N/A 15

# Licenced Agents LE.
# Employees LE.

Coverage Offered

Business Insurance, Personal
Insurance, Employee Benefits,
Life, Health, Workers Compensation

Small Commercial
& Personal Lines

Auto, Home, Business, Commercial,
Rental, Motorcycle, Boats, Bonds, Life,
Medical/Dental, Long-Term Care

Business Insurance
D & O, EPL, Network
Secunty, Hackers

Insurance

Headquarters
Year Established LE.

Temecula
1992

Riverside
1975

Grand Terrace
1999

Princeton, NJ
2000

continued from pg. 29

Top Local Executive
Title

Phone/Fax

E-Mail Address

Bradley J. Salute

President
(760)771-5550/(760)771-5755
www.desertswinsurance.com

Paul J. O'Brien
Owner
(951) 682-0431/784-5098

Patricia Cisneros
Owner
(909)777-0060/(909)777-0061

L. Walsh/J. Plascencia
V.Ps, Sales
(RO0)858-0110/(609)987-0490

Info@jnsurchitech.com

N/A = Not Applicable WND - Would not Disclose na = not available. The information in the above list was obtained from the companies listed. To the best of our knowledge the information supplied is accurate as of

press time. While every effort is made

Empire Business Journal, PO. Box 1979, Rancho Cucamonga. CA 91729-1979. Researched by Robin Powers. Copyright IEBJ.

0 ensure the accuracy and thoroughness of the list, omissions and typographical errors somenimes occur. Please send corrections or additions on company letterhead to: The Inland

ErETTETERITO THE EDEEL

Real ID Act - Real Nightmare

By Gerard P. Keenan, USN, Retired

Opposition to the Read ID
Act has pointed out obvious pri-
vacy issues, trampling of civil
liberties, exorbitant and runaway
costs, and the hassle and incon-
venience for millions of drivers.

But there are other worries.

For the average American my
family’s situation
unique, even extremely unusual,
but for millions of service person-
nel, diplomats, civil servants,
businessmen and other ex-pats
who have lived overseas since the
end of World War II, my story is
neither unique nor unusual.

I served 20 years in the US
Navy, followed by a further five
years as a civilian with the Navy.
For 23 of those years I served in
Europe. My first wife was British,
and we had two daughters and a
son, all born in Londonderry,
Northern Ireland, and all issued
British birth certificates; though
one of those daughters passed
away many years ago. My second
wife is American who also served
in the US Navy. We also have two
daughters and a son. Both girls
were born in London, England,
and have British birth certificates.

So I have four children with
British birth certificates; two hold

may seem

current British passports, one
holds a current US passport, and
one does not hold any current
passport at all.

All four possess the FS-240 -
Consular Report of Birth Abroad
of a Citizen of the USA - issued
by the US Department of State:
two by the Consul General,
Belfast, Northern Ireland,
two by the US Embassy, London.
All four have SSNs issued by the
US Embassy, London.

My son, from my first mar-
riage, was raised in Northern
Ireland, but enlisted in the US
Navy and served four years. After
discharged he remained in the US,
fully employed, for about 10
years before returning to Northern
Ireland. He also held driver’s
licenses issued by two of the three
states in which he resided.

What if he decided to take up
permanent residence in the US
again? He previously held a US
passport, but now holds a British
passport; he previously held dri-
ver’s licenses in two states, but
now holds a British license; he
possesses a SSN (and has paid
into Social Security); he has a
British birth certificate, but is cer-
tified by the US Dept. of State as

and

a US citizen; and he can produce
a Certificate of Discharge (DD-
214) verifying four years service
in the US armed forces.

Now suppose my daughter
decided to resettle in the US. She
only lived here for a year when
she was a child. She has a British
birth certificate, British passport,
British driver’s license, and also
possesses a valid SSN and Dept.
of State Certification of US
Citizenship. She is married to a
British citizen and her two chil-
dren possess British birth certifi-
cates and passports, but they may
be considered US citizens as chil-
dren of an American citizen the
exact same situation that existed
at the time of her own birth.

Under Sec. 202 (¢) (1) and (2),
the minimum standards for issuing
driver’s licenses are laid out.
However, it is Sec. 202 (c)(3) -
Verification of Documents - where
the problems will become evident.

Sec. 202 (¢)(3)(A) - “Before
issuing a driver’s license or
identification card to a person,
the State shall verify, with the
issuing agency, the issuance,
validity, and completeness of
each document required to be
presented by the person under

paragraph (1) or (2).”

According to the Christian
Science Monitor (CSM), 9 Feb.
2007, there are about 245 million
licensed drivers in this country -
nearly all of whom will also be
required to be re-licensed/re-cre-
dentialed under the provisions of
the Real 1D Act.

To effect this, and to issue
new driver’s licenses and ID
cards, each person will have to
produce the required documents
listed in Sec. 202 (c). The DMV
is then required to “verify, with
the issuing agency, the issuance,
validity, and completeness of
each document.”

Also according to the CSM,
there are at least 16,000 issuers
of birth certificates in this coun-
try alone from which the DMVs
will have to obtain verification.
Then there are the 50+ DMV’s
(including US territories) that

issue driver’s licenses and IDs.
Throw into this mix the millions
of Americans in similar situa-
tions to my own family and you
are asking the impossible of
DMV personnel.

My family is only one situa-
tion among millions that DMV

continued on page 34
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NEW BUSINESS County of San Bernardino

'l CAN DIG IT'
CONSTRUCTION

ICAN DIG IT
CONSTRUCTION, INC
42189 BIG BEAR BLVD
BIG BEAR LAKE. CA 92315

ACTION PAINTING
COMPANY

PATTERSON JAMES
PATTERSON TERI

236 W. ORANGE SHOW RD
SAN BERNARDINO, CA
92408

ADVANCED POWER
SYSTEMS INC
ADVANCED POWER

SYS S INC

8429 WHITE OAK AVE #105
RANCHO CUCAMONGA,
CA 91730

AEON ENGINEERING
ENTERPRISES
MALHOTRA SUNIL K
3131 CHAMPION ST
CHINO HILLS, CA 91709

ALL UNITED
LANDSCAPING SERVICE
AGUILAR FIDEL N

7646 BARBERRY AVE
YUCCA VALLEY. CA 92284

AUTO STOP

ASCHE VERNE

16747 FOOTHILL BLVD
FONTANA, CA 92335

BEBOS CLEANING
SERVICES

RIOS AURELIO

17835 SANDHURST AVE
FONTANA, CA 92336

BERMUDEZ AUTO BODY
BERMUDEZ VICTOR M
1288 N MT VERNOM AVE.
COLTON, CA 92324

BIG BEAR PREMIER
RESORT RENTALS

BIG BEAR PREMIER

REAL ESTATE, INC

40754 VILLAGE DRIVE
BIG BEAR LAKE, CA 92315

BLACK PEARL

12255 CANYON MEADOWS

DRIVE
RANCHO CUCAMONGA.
CA 91739

BURBUJA DRYWALL
STOCKERS

CREMATION ASSOCIATES
D & B PROVISIONS, INC
1179 CALGARY DR

LAKE ARROWHEAD, CA
92352

CENTURY 21

ROSE REALTY

ROSE REAL ATE, INC
15885 MAIN ST. STE 100
HESPERIA, CA 92345

CHERRY BLOSSOM
FLORIST

VILLA DANIEL M
7426 CHERRY AVE
SUITE 190
FONTANA, CA

CHINO BARBERS &
HAIR SALON
VILLALOBOS MARIBEIL
FONTANA, CA 92336
3757 RIVERSIDE DR
UNIT C

CHINO, CA 91710

CHINO HILLS

ORAL SURGERY

LARRY J. MOORE. D.DS .
M.S.. A PROFESSIONAL
CORP.

4200 CHINO HILLS PARK
WAY # 805

CHINO HILLS, CA 91709

CHOICE IMAGING
ETHERIDGE RODNEY S
17151 MAIN STREET
HESPERIA. CA 92345

CONTROL SYSTEM
SERVICES

TJ UNLIMITED CORP.
16202 SAGEW STREET
HESPERIA, CA 92345

CRH BILLING &

HARRIS CYNTHIA R
1790 N. ENCINA
RIALTO, CA 92376

CROWN ENTERPRISE
DRESP DONNA R
DRESP MELVIN D

6213 MOONSTONE AVE
ALTA LOMA, CA 91701

ARCHITECTURAL
LIGHTING

DESIGN GROUP

LIGHT PERSPECTIVE
LIGHTING DESIGN
WHOLESALE &
ELECTRIC SUPPLY
TAHERKHANI SEAN
8939 VERNON AVE STEN
MONTCLAIR, CA 91763

EBP BUSINESS CENTER
JR POWERS ENTERPRISE,
INC

9581-J FOOTHILL BLVD.
RANCHO CUCAMONGA,
CA 91730

ED'S FILTER EXCHANGE
HERRERA EDWIN

8806 WHEELER AVE.
FONTANA. CA 92335

ELTACO Y LA PUPUSA
CANDY'S

15770 MOJAVE DR SUITE H
VICTORVILLE, CA 92394

EL VAQUERO GUERO
ZAMORA EDUARDO
10880 CEDAR AVE
BLOOMINGTON, CA 92316

oy —

ELMER SYMONS
MEMORIAL

SIERRA EMPLOYERS
ALLIANCE, LLC

32557 PINE CONE COURT
RUNNING SPRINGS, CA
92382

EMPORIUM OF FINE
WEAPONTRY

SSELL CANDELORIA R
RUSSELL WESLEY S

1605 FULLERTON DR
SAN BERNARDINO. CA
92407

EQUITY POINT LENDING
CARDENAS EDDIE
CARTER STEPHEN R

9354 PRADERA ST. STE 3
MONTCLAIR, CA 91768

EXCELLENCE APPRAISAI
INCORPORATED
EXCELLENCE APPRAISAIL
INCORPORATED

13368 REDWOOD DR
RANCHO CUCAMONGA,
CA 91739

EXOTIC AMAZONIAN
WOODWORKS
MONZON DESIREA E
11251 EXETER ST
LOMA LINDA, CA 92354

FARMER'S MARKET
HAIFA IYAD

MILBES ADIB

2337 SIERRA WAY

SAN BERNARDINO, CA
92405

FAST LIFE CLOTHI?
SOTELO DAVID

267 VERDUGO WAY
UPLAND, CA 91786

FMBB BONDING CORP
FREDDIE MARTINEZ
BAIL BONDS

FMBB BONDING CORP
10064 CITRUS AVE B
FONTANA. CA 92335

G&M PARTY SUPPLIES
ARTEAGA GUSTAVO
CARDENAS MARTHA
1111 PENNSYLVANIA AVE
COLTON, CA 92324

GENESIS MUSICK
WILLIAMS DOUGLAS W
1088 MEDICAL CENTER DR
SAN BERNARDINO, CA
92411

GIFT OUTLET STORE

E & F ENTERPRISES, INC.
34428 YUCAIPA BLVD.,
STEF

YUCAIPA, CA 92399-2482

HALLER MASONRY
HALLER JOHN FREDERICK
1805 E. CITRUS AVE
REDLANDS, CA 92374

HEALTH & SENIOR
SERVICE CONSULTANTS
HSS CONSULTANTS

SKY VIEW
COMMUNICATIONS
MARTINEZ REBECCA
2299 CRESCENT CIRCLE
COLTON, CA 92324

HEALTH WATER BEAUTY
E & F ENTERPRISES. INC
34428 YUCAIPA BLVD,
SUITE F

YUCAIPA, CA 92399

HEAVEN REALTY
MEDRANO DINA
110 S CYPRESS AVE
ONTARIO, CA 91762

HOME SAVERS AND
INVESTMENTS
BECERRA MANUEL
GREMARD REBECA
POLANCO HECTOR S
1264 S. WATERMAN AVE
STE.I8

SAN BERNARDINO, CA
92408

HYDRAULIC SHOP. INC
HYDRAULIC SHOP, INC
753 S. VISTA AVE #9
RIALTO, CA 92316

IMPERIAL AUTO CARE
DIAZ GONZALO

5498 MISSION BLVD
UNIT "D”

ONTARIO, CA 91762

INSPIRE REAL ESTATE
BEGGS JULIANNE C
55860 SUNNYSLOPE
YUCCA VALLEY, CA 92284

IRON MASTER
FABRICATION OF
SOUTHERN CALIFORNIA
GARCIA MICHAEL

1111 W. RIALTO AVE.
SUITE D

RIALTO. CA 92376

ISLAND TANNING SALON
ISLAND TANNING INC
461 TENNESS! T.

STE. K-L.
REDLANDS, CA 92373

J & DAUTO DETAILING
LEMAY DANIEL R

179 W. MILL STREET
SAN BERNARDINO, CA
92408

JB MOTORSPORTS
BARRY JUSTIN R

19685 OSHKOSH RD.
APPLE VALLEY, CA 92307

JOY PERSONAL CARE
& HOUSECLEANIN
SERVICE
ANDERSON-TANUDJAJA
JOY A

871 CARDINAL LANE
REDLANDS, CA 92374

KEL-RIC PAINTING
KOBLE KELLY E
286 E. MERRILL AVE
RIALTO, CA 92376

KING OF KINGS
TRANCEPORT

JIMENEZ CYNTHIA A
11042 HILLSBOROUGH CT
ADELANTO, CA 92301

KINGDOM
CONSTRUCTION
BECKHAM RICHARD C
31001 PEBBLE ST.
MENTONE, CA 92359

LA HACIE
PEREA CARINA

1653 N. MT. VERNON AVE
SAN BERNARDINO, CA
92411

LIFE PLUS GROUP
SALAZAR DEANNA R
SALAZAR LAWRENCE W
56783 FREE GOLD DRIVE
YUCCA VALLEY. CA 92284

LLOYD LEE
COLLINS ALVIN [
COLLINS GALE |
3034 CENTRAL AVE
HIGHLAND, CA 92346

LOCAL REVERSE
MORTGAGE

BUFFAM RANDALL P
6949 SAN FRANCISCO ST
HIGHLAND, CA 92346

MAXIMUM EQUIPMENT &
TECHNICAL SERVICES
MAXIMUM TECHNICAIL
SERVICES, INC

5550 BROOKS STREET
MONTCLAIR, CA 91763

MBJ AUTO WRECKING
LOPEZ VALENTIN G
15614 172 ARROW RT
FONTANA, CA 92335

MDJAR DEVELOPMENT
ARTEAGA MARIE
13641 BRYANT
YUCAIPA, CA 92399

MEDLIN LANDSCAPE
SERVICE

HOLLANDS LEE A
10286 JUNIPER AVE
YUCAIPA, CA 92399

MILLS MARKETE
MULTI-MILLS TRU
INC

985 KENDALL DRIVE,
A235

SAN BERNARDINO, CA
92407

ING,

MINISTERIO UN REGALO
DE DIOS “NO LUCRATIVO”
CALDERON LOURDES

ON ROLANDO

S STREET

SAN BERNARDINO, CA
92410

MOANA POOL SERVICE &
REPAIR

RABANAL EDWIN

7375 DAY CREEK BL

STE 103-211

RANCHO CUCAMONGA,
CA 91739

MOYA TRUCKING
MOYA ADALBERTO
MOYA YOLANDA
7241 COYOTE TRAIL
OAK HILLS, CA 92344

MQ BUSINESS SERVICES
QUINTANILLA MARIA E
12405 CENTRAL AVE
CHINO, CA 91710

MY WIRELESS

5 E. CITRUS AVE STE 1024
REDLANDS, CA 92373
HOMES RAQUEI

RAQUEL ROMULO §

NAIL TYME

NGUYEN LYNH X
2083 CHINO AVE. STE A9
CHINO HILLS, CA 91700

NATIONWIDE

REAL ESTATE &
COMMERCIAL LENDERS
WESLEY Q. LUI

& ASSOCIATES

LUI' WESLEY QUON

870 E. BERMUDA DUNES CT
ONTARIO, CA 91761-8714

NATURE'S FRUIT STAND
FERIA OSCAR

9349 SIERRA AVE
FONTANA. CA 92335

NICA AUTO TRANSPORT
DIAZ JOSEFA R

MATUS CESAR

7965 LOCUST AVE
FONTANA, CA 92335

NOODLICIOUS DESIGNS
VILLARREAL NATALIE Y
3009 TIFFANY LANE
COLTON, CA 92324

OMEGA DESIGN GROUP
WAUHOB MICHAEL P
15972 BEAR VALLEY ROAD
VICTORVILLE, CA 92395

PBAND J

SNACK SERVICE
RAMOS DEBRA J

265 E. HOLLY STREET
RIALTO, CA 92376

PAMELA'S HAIR DESIGN
SANTOYO FRANCISCO A
755 S. MOUNTAIN AVE
STE. B

ONTARIO, CA 91762-5972

PIERCE CONCRETE
CUTTING

PIERCE DANNY C
PIERCE XOCHITL C
9260 HIGHLAND AVE
RANCHO CUCAMONGA,
CA 91701

POR FIN LLEGUE
CASTILLO SERGIO
8644 WHEELER AVE
FONTANA. CA 92335

PUBLIMEX USA
ORTIZ MARIO A
16002 ROSEMARY DR
FONTANA, CA 92335

R & R INVESTMENT
GROUP OF AMERICA
BRANDEN JOHN
ROBERTS RICHARD
15263 HOOK BLVD #B-37
VICTORVILLE, CA 92394

RANCHO
TRANSMISSIONS
WERNDLE MIKE K

9377 9TH STREET # A
RANCHO CUCAMONGA,
CA 91730
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o,

NE

RANIA N, REFAAT, D.D.S,
A PROF DENTAL CORP
TRANIA N. REFAAT, DD S
A PROF DENTAL CORP
388 CARNELIAN ST STE ¢
RANCHO CUCAMONGA
CA 91730

RECKLESS
GONZALEZ WILLIAM G
RODRIGUEZ OFELIA J
215 W BLUE JAY WAY
ONTARIO, CA 91762

REMINGTON HOMES
KERNEY MICHAEL R
REMINGTON RICK R
10966 LARKSPUR WAY
YUCAIPA, CA 92399

ROYAL REALTY
REYES REBECCA
6057 CAROL AVE
ALTAL LOMA, CA 91701

RP MI RENACIMIENTO
AGUILAR MARIA

1108 E. CHERRY HILL ST
ONTARIO, CA 91761

SERENITY NAIL & SPA
NGO HA 'V

330 N. SIXTH ST #102
REDLANDS, CA 92374

BUSINES

W B

SIGNATURES OF STYLE
3654 E. HIGHLAND AVE #22
HIGHLAND, CA 92346
HUMMEL DONALD
HUMMEL LOUISE M
RESCHKE TAMMIE |

SIGNINGS UNLIMITED
MCNEELY STACEY |
15881 SNOWY PEAK LANE
FONTANA, CA 92336

SOS WIRELESS
MIRANDA RICHARD
1980 W. FOOTHILL BLVD
UNIT ¢

UPLAND, CA 91786

STAGING WORKS
JAHROMI SHAHLA

511 GOLDENWEST DRIVE
REDLANDS, CA 92373

STEPPING STONE
PROPERTIES

ODOM NANETTE W

12221 POPLAR ST. UNIT 18
HESPERIA, CA 92344

STORAGE WEST

14337 BASELINE AVE
FONTANA, CA 92335
FONTANA SELF STORAGE
LIC

STORAGE WEST
RANCHO CUCAMONGA
SELF STORAGE, L1

23 MILLIKEN AVE
RANCHO CUCAMONGA
CA91730

STORMTEK COMPUTING
ARCHER STORM

9719 PLEASANT VIEW DR
ALTA LOMA, CA 91701

SUBSCRIBER PROVIDER
PARTNERS

SMITH DONNELL 1

11902 CENTRAL AVE
CHINO, CA 91710

SUBWAY #3315
CHAAMPA ENTERPRISES
INC, ACA CORP.

2026 N. RIVERSIDE AVE
STE D

RIALTO, CA 92377

THAT FITNESS TRAINER
THOSE FITNESS
TRAINERS
MCCLENAHAN DONNA
LYNN

1662 GARLAND CT
UPLAND, CA 91784

TLN ASSOCIATES
MCCORMICK MARVELITTA
| SRRS-150 MAIN ST

PMB 264

HESPERIA, CA 92345

County o)

TRANSEND
TRAN SEN

157 E. PHILADELPHIA ST
#22

ONTARIO, CA 91761

TRUCKER TAX
VILLASENOR ALBERT F
243 E. EDGEHILL RD
SAN BERNARDINO, CA
92404

U.S. PREFERRED
LENDERS

MYERS LANE RAY
14322 MAIN ST
HESPERIA, CA 92345

ULTIMATE PARTY TOOLS
GARABAY MICHELLE

7816 AMADOR PLACE
RANCHO CUCAMONGA
CA91730

VILLAGE KEEPERS OF
THE INLAND EMPIRE
BAER DAVID (
HOLMES RITAM
SEIFERT ROSE M
WILKINSON DANK70 E
532 CAJON STREET
REDLANDS, CA 92373

WEST END

MATERIAL SUPPLY
K.OB. . INC

11839 8TH ST

RANCHO CUCAMONGA.
CA 91730

San

gt e

A HOMES REALTY
AGUIRRE JORGE A
11515 CEDAR AVENUE

STE A

BLOOMINGTON, CA 92316

A PROFESSIONAL POLY-
GRAPH GROUP/EAGLE
INVESTIGATION
GIBSON CHRIS E

2130 N ARROWHEAD
SUITE 104A

SAN BERNARDINO, CA
92405

AGAPE HOME CARE, INC.
AGAPE HOME CARE COR
PORATION

1004 W. FOOTHILL BLVD.
STE 202

UPLAND, CA 91786

ALANIZ TRANSPORT
ALANIZ FRANK (
DREPS PAULAE

36755 FOOTHILL ROAD
LUCERNE VALLEY, CA

92356

ALL ABOUT CUSTOM
AUTO REPAIR
BUENO RAYMUNDO R
546 W. FIRST STREET
UNIT #5

RIALTO, CA 92376

_County of Riverside

Bernardino

ALL AMERICAN
TECHNOLOGIES
KAITZALAN B

840 W 9TH ST., SUITE J"
UPLAND, CA 91786

ALLABOUT CUSTOM
AUTO REPAIR
BUENO RAYMUNDO R
46 W. FIRST STREET
UNIT #5

RIALTO, CA 92376

ALMON (HANDYMAN)
15815 BARREL CACTUS LN
VICTORVILLE, CA 92394
LITVIN MARIA

LITVIN MIKHAIL

AMERICAN HOME DECOR
BLAZEVICH LEE R

15701 GREVILLEA ST
FONTANA, CA 92335

ANDRE'S ROOFING
COMPANY
CARDOZA ANDRE
754 HARTZELL AVE
REDLANDS, CA 92374

BEAR'S CONCRETE
PUMPING

GRAHAM JR

WALTER ROBERT

1323 COURTSIDE ST
VICTORVILLE, CA 92392

BLISS.COM

DIXON, JOHN EDWARD
DIXON, ROBIN LYNN

41920 SIXTH ST, STE G
OLD TOWN TEMECULA, CA
92590

JOHNSON AND
ASSOCIATES
BARNES, SHANTEY
PATRIC
JOHNSON, KENNARD
GERALD

1020 DAVIDS RD
PERRIS. CA 92571

D. F. S. SERVICES
AHLO, PUANANI
DEBRA RAE

3905 LA SIERRA AVE #40
RIVERSIDE, CA 92505

QZAY
BOREN, SHAY ARON
20030 SMITH RD
PERRIS CA, 92570

JERLA & ASSOCIATES
JERLA JR. PAUL JEFFERY
16855 LAKE VICTORIA DR.
MORENO VALLEY, CA
92551

CARPET CLEANING AND
MORE

JIMENEZ, MARIA
GUADALUPF
MALDONADO

CINDY ALEJANDRA

24590 POLARIS DR
MORENO VALLEY. CA
92551

INLAND PSYCHIATRIC
MEDICAL GROUP INC.
INLAND PSYCHIATRIC
MEDICAL GROUP INC
1001 LATHAM AVE
HEMET, CA 92543

D-ZINER EYEZ

NOLTE, ROBERT ARTHUR
SPINA-NOLTE,
LORU RACH
24131 CRUISE CIRLCE DR
CANYON LAKE, CA 92587

DEPENDABLE

HOME CARE

LUMABAS, MARICAR ELIS
45720 ELM PLACE

TEMI CA 92592

A LAKESIDE SMOG

& REPAIR

NINO, ESSA GEORGE 15100
TEAKWOOD ST.

LAKE ELSINORE, CA 92530

MAGALY'S TRUCKING
DELCID, AMALIA MAGALY
DEL CID, REY
MAGAXDAVID

23296 DUNHILL DR
MORENO VALLEY, CA
92551

AMERECARES

ENEM. CAROLE MARIE
ORUCHE, OSITA
APPLEWOOD PL
MURRIETA, CA 92562

LOS AM S
PRODUCTIONS
ASCENCIO, CARLOS
ALBERTO
844 PATHF|
CORONA,

DER WAY
A 92880-844

D AND O HAULING

15223 DONALD RAY DAVIS
528420 SUGAR PINE

PINE COVE, CA 92549

PERMAFROST
REFRIGERATION
15224 SOQUES
MIRANADA, MICHAEL

JOHN 25060 HANCOCK AVE.

MURRIETA, CA 92562

AP BLINDS FOR LESS
PACHONPALEXX 29682
29280 CENTRAL AVE
SUITE C

LAKE ELSINORE, CA

CONSTRUCTION
27545 GREENWALD AVE
PERRIS, CA 92570

PACKING BOX, THE

7 CHI, SUNG CHI 901 S
6TH AVE # 135

RIVERSIDE DR

LAKE ELSINORE. CA

PREFERRED WATER
TRUCK

DI THOMMASO SR, JOHN
38245 MURRIETA

HOT SPRINGS RD #0106
MURRIETA, CA 92562

PREFERRED WATER
TRUCK

DI THOMMASO,
SUSAN LYNN

38245 MURRIETA HOT
SPRINGS RD #0106
MURRIETA, CA 92563

PEAPOD CREATIONS
FORMOE. LORI ANNE
40923 BLZAING STAR CT
MURRIETA, CA 92562

MC TRANSPORT
WARNER, CHRISTOPHER
THOMAS

WARNER. MELISSA JEAN
42082 WAGON WHEEL LN
MURRIETA, CA 92562

PRIME FUNDING GROUP,
INC

SUITABLE REALTY AND
LOANS

PRIME FUNDING GROUP,
INC

495 E RINCON,

SUITE 212

CORONA, CA. 92879

DENTS AWAY

MASELOW, DEBRA DIANE
MASELOW, RICHARD
WAYNE

LODGE CIR
CORONA, CA 92881

PRETTY HOMES
CLEANING SERVICE
DEBRA LYNN SEARS
40090 PORTS MOUTH RD.
TEMECULA, CA 9259

COVERQUEST.COM
BARBARA ANN STONE
STONE, EDWARD ALLEN
249140 WASHINGTON AVE
#306

MURRIETA, CA 92564

CREATIVE TILE &
STONE DESIGNR
MARTIN, CHRISTOPHER
MATTHEW

17810 GRAND AVE #E
LAKE ELSINORE, CA 92530

FAMILY TREE REALTY
CURTIN, SEAN DALE
CURTIN, TIFFANY ERENA
702 SHAFFER ST.
CORONA, CA 92879

MC TOWING SERVICES
CARRASCO, MOISES,
21518 OLD ELSINORE RD
LAKE ELSINORE, CA

DIGITALONE
ENGINEERING

VEGA, PABLO ZAZUETA
3961 PIERCE ST

#642

RIVERSIDE, CA 92505

SNACK SHACK, THE
MITCHELL, JUSTIN SHANE
313 GOLDEN LN.

LAKE ARROWHEAD, CA
92352

CANELA SOFTWARE
TALLUTO, MARIA
CLARECE

TALLUTO. MARK
ANTHONY

33968 BAYSTONE ST
TEMECULA, CA 92592

DC JUNUS

DC JUNUS

159 HOLSTEINER CIR.
SAN JACINTO, CA 92582
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JJ'S CART'S & RAIL'S
SILVIA SR., JOHN DAVID
SILVIA, LORETTA JEAN
29627 COOL MEADOW DR
MENIFEE, CA 92584

ROYALE PHOTOGRAPHY
STUDIO

LOPEZ, ROY

1700 HAMNER

STE. 108

NORCO, CA 92860

SKYLIGHT WEB
SOLUTIONS
SKYLIGHT LEARNING
INCORPORATION
29910 MURRIETA HOT
SPRINGS RD

SUITE G231
MURRIETA, CA 92563

EMPIRE CONSTRUCTION
SALES

GREEN, KARLA AZUCELY
1577 MOUNTAIN VIEW TRL
BEAUMONT, CA 92223

LATINO PRIMERO
TUNISON, AARON
MATTHEW

7197 BROCTON AVE. #5
RIVERSIDE, CA 92506

FERNANDEZ AND SON'S
STONEVENEER
FERNANDEZ, IRMA MARIE
19387 DAY ST

PERRIS, CA 92570

EXTCHING TRANSPORT
MASQUEDA, LINDA JEAN
SAINZ, PAUL BRYANT
12114 SHADOWMARK LN.
MORENO VALLEY, CA
92555

DEE'S JEWELRY FASHION
ACCESSORIES

HONORE, DEIETRA
GENEINE

HONORE, REGINALD
ANDREW

16407 ABEDUL ST
MORENO VALLEY. CA
92551

VARKIT

ANDERSON. MARIE
GERTRUDE

23613 JEFFERSON AVE
MURRIETA, CA. 92562

CFC PROPERTY MANAGE-
MENT CO

CHARLES, CARLYN
FRANCIS

23869 BLUE BILL CT
MORENO VALLEY, CA
92557

1675 N. PERRIS BLVD # A-8
PERRIS, CA 92571

UNDERGROUND
PRODUCTIONS
RAMDEPOT.COM LLC
41355 CALLE BANDIDO
MURRIETA, CA 92562

UNDERGROUD
RECORDING
MAMADAWA PUBLISHING
INC

41355 CALLE BANDIDO
MURRIETA, CA 92562

UNDERGROUD, THE
BOOTDISK RECORDS LLC
41355 CALLE BANDIDO
MURRIETA, CA 92562

ALCO LIGHTING CO.
WERFT, RICHARD EDWARD
4133 WEST WILSON #156
BANNING, CA Y.

ONE SOURCE ROAD
SWEEPING

CABRERA, JAVIER LUIS
OVALLE, ROSA MARIA
1210 MANDARIN PL
PERRIS, CA 92571

AIRHEAD KUSTOMS
AIRHEAD ENTERPRISES
INC.

1535 CONSUMER CIR
CORONA, CA 92880

RODEO CAFE
CASTELLON. JESUS
FLORES, MARIA

5164 ETIWANDA AVE
MIRA LOMA, CA 91752

M & M MOTORSPORTS
MCNETT ENTERPRISES
INC

11694 IVY LN

MORENO VALLEY, CA 92557

FRANK SINATRA
CELEBRITY
INVITATIONAL

PALM SPRINGS CHARITIES
FOUNDATION

39000 BOB HOPE DR
RANCHO MIRAGE, CA 92270

KO & ASSOCIATES, INC.
KO & ASSOCIATES, INC.
73-318 A SHADOW
MOUNTAIN DR

PALM DESERT. CA 92260

MONEY MART
MONETARY MANAGE-
MENT OF CALIFORNIA,
INC.

3590 ADAMS ST.
RIVERSIDE, CA 92504

PREMIER HOME
MANAGEMENT &
MAINTENANCE

PETERS, KEVAN OWEN
54295 AVENIDA MADERO-
LA QUINTA CA, 92253

A SOFTWARE HOUSE
VIEGAS, RANDALL JOHN
44090 MARIPOSA CT.

LA QUINTA, CA 92253

DON DIEGO RESTAURANT
P&R RESTAURANT
ENTERPRISES, LLC

74969 HWY 111

INDIAN WELLS, CA 92210

J. STRONG AND
ASSOCIATES
NAZARIAN, JOSEPH
116 VIA DEL SIGNORIA
RANCHO MIRAGE, CA
92270

ESTIGATIVE

ASTILLO, TROY
200 S. CIVIC DR
PALM SPRINGS, CA 92263

ANGULO'S PARTY
RENTAL

ANGULO, ABDELI
83294 MARIANA AVE
COACHELLA, CA 92236

ARC

WATERS, CRAIG PARNELL
79-934 MORRIS AVE

LA QUINTA. CA 92253

MONEY MAILER OF
COACHELLA

VALLEY

74133 EL PASEO #10
PALM DESERT, CA 92260

JACOB RICHARD
31475 AN ARDO AVE
CATHEDRAL CITY, CA 92234

LAURITA'S SHOES
FLORES VILLEGAS.
51-671 HARRISO!
COACHELLA CA 92236
VERDE VALLEY PALZA

ROSTICERIA SANTA FE
SANTA FE FOODS INC
49305 GRAPEFRUIT BLVD
SUITE #3

COACHELLA, CA 92236

CG MOTORS
GOFFMAN, ELI DAVID
18360 BERRY RD
RIVERSIDE CA 92508
6117 BROCKTON AVE
SUITE 104-5
RIVERSIDE, CA

LUXA ON THE GREEN
LUXA MARKETING GROUP
2700 E MESQUITE AVE
PALM SPRINGS, CA 92264

MESQUITE COUNTRY
CLUB

NORRIS & BAILEY LLC
2700 E MESQUITE AVE
PALM SPRINGS, CA 92264

ATTITUDE BEAUTY
SALON

BURK, ESPERANZA
BONDAD

34030 DATE PALM DR.
CATHEDRAL CITY, CA
92234

MONTANA CAFE
LEMKE, ALAN JAMES
LEMKE, REBECCA LYNN
78670 ALDEN CIR.

LA QUINTA, CA 92253

e

SOUTHWEST LANDSCAPE
CASTREJON, JOEL CASTRO
85-480 VALENCIA LN
COACHELLA, CA 92236

WINDSOR CAPITAL
YESTER, SANFORD
EDWARD

41990 COOK ST

UNIT 'G

PALM DESERT, CA 92211

FLAT RATE TOWING
SANTIBANEZ, CARLOS
JUAN

600 WILLSON AVE

PALM SPRINGS, CA 92262

KUEHLER, INC.

3755 KUEHLER, INC

44489 TOWN CENTER WAY
R

PALM DESERT, CA 92260

AUTHORS ON TOUR
AUTHORS ON TOUR, LLC
555 S. SUNRISE #201
PALM SPR CA 92264

PEPPERTREE
BOOKSTORE
BOOKSTORE LLC

155 S. PALM CANYON DR
#A2

PALM SPRINGS. CA 92262

ACE POOL TILE
CLEANING

LITTLE, JOSHUA JAY
47804 CALLE ROSARITO
INDIO, CA 92201

M

"H BERGERON
S

DESERT MOTORSPORTS
TOURING & RENTALS,
72009 METROPLEX DR
THOUSAND PALMS, CA
92276

D&D OASIS MOBILE
HOME PARK

DAVIS. RONALD
DOMINGUEZ SR.,
RICHARD PAUL
76-025 PIERCE ST
THERMAL, CA 92274

POOL PRO
JACKSON, STEVEN
SAMUEL

50-105 MONROE ST
INDIO, CA 92201

EXTREME TRUCKING
JODY WAYNE WIBLE
74607 GARY AVE

PALM DESERT. CA 92260

AUSTIN TILE COMPANY
AUSTIN TILE AND
INTERIORS, INC

25341 TAHQUITZ RD.
IDYLLWILD. CA 92549

JULEE AUSTIN INTERIORS
AUSTIN TILE AND
INTERIORS, INC.

25341 TAHQUITZ RD
IDYLLWILD, CA 92549

CHAPARRAL
PERFORMANCE
NOBLE, DENNIS LLOYD
24850 QUAIL RUN ROAD
HOMELAND, CA 92548

NEW IMPROVED
ENTERTAINMENT
FLEISCHMAN, ALAN
BARRIE

16216 PROVENCE DR
MURRIETA, CA 92562

CLUB Z HOME
TUTORING SERVICE
LLAMOS, GARY
LAMOS, ROBBIE

915 SUNBURST DRIVE
BEAUMONT, CA 92223

MBK TEMECULA LLC
41780 BUTTERFIELD STAGE
RD

TEMECULA, CA 92593

G-TOURS

FERNANDEZ, AMPARO
VIRGINIA

17726 CAMINO DEL REY
MORENO VALLEY, CA 92551

ALBERT F. RICHARDSON
DCIAT
N HEARING

EUGENE
BROCKTON AVE
RIVERSIDE. CA 92506

MARIA'S GARDENING
DIAZ NIDO, MARIA
MAGDALENA

30111 STATE ST

HEMET CA 92543

LUJAN SWAN
PUBLISHING

SWAN, ANNA MARIE
39651 SAN IGNACIO RD.
HEMET. CA 92544

OREMUS PRODUCTIONS
ESCANDON, PAUL JOHN
FELIX VALDEZ AVE

PO. BOX 671

TEMECULA, CA 92593

CUSTOM UPHOLSTERY
BY STOYANR

STOJAN ENTERPRISES INC
32831 HWY 79 S,
TEMECULA, CA 92592

VIP TOUCH OF CLASS
JOHNSON, LATOSHIA
TRNEE

24825 ALESSANDRO BLVD
SUITE §

MORENO VALLEY, CA
92553

K&J MEDICAL CLAIMS
RIOS, LETICIA

RIOS, RANDY RUBEN
4315 CLOUDYWING RD.
HEMET, CA

92545

SFS, STRIVING FOR
SUCCESS

SFS INC.

1853 HEMET ST.

SAN JACINTO, CA 92583

GUARANTY MORTGAGE
SERVICE, INC,

ANZA VALLEY

REAL ESTATE. IN(

26490 YNEZ RD.

SUITE ¥

TEMECULA, CA 9259

C&C HANDYMAN
SERVICES

GH BUILDERS &
ASSOCIATES IN(

13687 SCHAYLEEN CT
MORENO VALLEY. CA

92553

MSR MEXICAN FOOD
MALDONADO, MARIA LUZ
21408 WAITE ST
WILDOMAR, CA 92595

VIRTUAL MAGIC STUDIO
CHUNG, YAN

2285 TREEHOUSE LN
CORONA, CA 92879

ENERGY & DUCT
SYSTEMS

FARMER. JANE ELLEN
FARMER, NARC STEVEN
40492 CLARK DR
HEMET. CA 92544

STELLAR NOTARY
JAURE. ANDREA KRISTEL
365 WHIPPORWILL DR
RIVERSIDE CA 92507

BASKET BOUTIQUE, THE
CLARKE, TERI LYNN
38245 MURRIETA HOT
SPRINGS RD

P10

MURRIETA, CA 92563

GOLF PERFORMANCE
STUDIO

NACEY ENTERPRISES, LLC
41421 DATE ST

SUITE 101

MURRIETA, CA 92562

JUST KIDS FAMILY CHILD
CARER

JENNINGS, JILL KATHLEEN
1230 GUNSMOKE RD
NORCO, CA 92860

HEAVENLY ANGELS
JOHNSON, ANGELA
MARCELLA

54560 AVENIDA VALLEJO
LA QUINTA. CA 92253

USSSA SO CAL UMPIRES
ORNDORFF, JIM ALAN
2239 CALLE AVELLA
TEMECULA CA 92592

HAIR ILLUSIONS
SANDERS, TAMARA
VANESS

40825 ROBARDS WAY
MURRIETA CA 98256

ECHO JEWELRY
WHITE, JOHN RUSSELL
25521 LINCOLN AVE
#36

HEMET CA 92544
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Here's the thing about Winter
Park
just

IU's so incredibly cool. It
doesn’t

Vail,
Telluride, and you'll get the

know 1t yet.
Mention Aspen  or
agreeable head nod accompa-
nied with the deep-sighed
“Ahhh.” Mention Winter Park,
and you’ll get a somewhat puz-
zled look accompanied by the
question, “Now where is that?”
So when 1 told friends about my
upcoming assignment in Winter
Park, sure enough, the reaction
was an almost guarantee “Now
where 1s that””
Winter Park

northwest of Denver

miles
and 85

miles from Denver International

15 67

Airport, the closest major ski
resort to Denver. And although
wildly popular with the skiers
from the
Winter Park is relatively undis-
covered by
Colorado.

local Denver area,

skiers outside of
Sure, the resort gets
some out-of-state visitors (prima-
rily from Texas, Arizona and in
Southern
California), but the majority of
the skiers are from the Colorado
Front Range. And while the local
Front Range skier is a very
important market segment for the
resort, the resort is poised for
some major growth in the next 10
years... growth as a premier des-
tination ski resort.

Winter Park has been owned
by the City of Denver since it
opened in 1940. In late 2002,
Intrawest Corporation, the largest
real estate developer of mountain
resorts in North America, signed
a 50-year lease to operate Winter
Park. They also received an
option to buy most of the 186
acres at the base of the mountain.
Then just recently, (on October
17th, 2006) Intrawest’s share-
holders voted to approve an
arrangement whereby Intrawest
would become a wholly-owned
subsidiary of a corporation indi-

lesser numbers,

Winter Purk Resorh -
Inyest vr Just Come kv Phy
By Christine Rolfe

rectly  owned by Fortress

Investment Group LLC Funds.
With

money in their pockets,

mountain will be accompanied by
$50 million invested in enhance-
ments to the mountain and resort.

Winter Park has been investing
“on and off™ the mountain for the
last few years and has plans that
extend into the next decade.

With Intrawest as the devel-
oper, it 1s no surprise that the
plans not only include additional
lodging, but the signature
Intrawest “Village.” The Village
at Winter Park Resort is a master
plan that claims to be “gritty-yet-
sophisticated.” The sales materi-
als for the first stage of develop-
ment
Founders Pointe) headline “More
like Colorado than any other vil-
lage you've ever known” and
continue to explain that the vil-
lage is “a reflection of its people
~ rugged, authentic and welcom-
ing.”  The village will include
condominium units, restaurants,
shops, a tubing hill and a pond for
ice-skating in the winter and fish-
ing in the summer. The village is
at the base of the mountain with
casy access to the ski lifts. The
studio condominium units start at
$259,900; one bedrooms start at
$339,900; and two bedrooms
start at $563,900.

The real estate developments
being made at the base of the

(Fraser Crossing and

Improvements include:

* New Super Gauge Express
Six-Pack Chairlift (completed)

* New Parsenn Express Six-
Pack Chairlift

¢ A new chairlift on Parsenn
Bowl (in progress)

* A new skiway from the top
of Winter Park to Mary Jane

* New surface lift in the
Railyard Terrain Park

* Refurbished Club Car
Restaurant (complete)

* New mountain bike park

« Increased snowmaking

* Enhanced tree skiing

These enhancements are just
the “icing on the cake™ given the
great skiing and activities that the
resort already offers. Winter Park
consists of four adjacent moun-

tains: Winter Park, Mary Jane,
Vasquez Cirque and Vasquez
Ridge, making it one of the
largest ski resorts in Colorado.
Given all the media surrounding
the ongoing snowfall in the
Denver area, it’s common knowl
edge that Colorado has some
great snow. But “knowing™ and
“experiencing” are just not the
same. The snow was simply the
best that I've skied. with knee
deep powder so soft and fresh
that we made our own trail down

almost every mountain.  Given

with over 30 feet of light
Colorado powder every year.
© Winter Park Resort

the lack of snowfall in Southern
California this year, I welcomed
every run and even enjoyed the
falls — a blanket of snow was
nature’s cushion.

In addition to skiing, there are
plenty of activities available to give
your thighs a day to rest. Although
we didn't try it all, my family gave
it their best shot, keeping busy with
the following activities:

Dog Sled Rides of Winter
Park:

One of our favorite activities
was dog sledding. Dog Sled
Rides of Winter Park has over 80
Siberian and Alaskan huskies,
each dog anxiously waiting for
their pack to be chosen for a run.
Each sled holds two passengers,
who snuggle under warm blan-

continued on page 34



Harvey Beesen Steve Bohannon Jeff Chiate Rick Ellison Bill Griebenow
The Kiabin Company Trammell Crow Company Cushman & Wakefield Cushman & Wakefield NAI Capital Commercial
{310) 337-7000 (310) 765-2600 (310) 474-4004 (949) 474-4004 {310) 532-9080

Mitchell Katz John Kolich James Min Sean O'Donnell Mike Quagletti

Trammell Crow Company Kolich & Company Colliers International Grubb & Ellis Indistrial Realty
(973) 437-2095 (310) 378-7177 (310) 787-1000 (310) 491-2000 (310) 546-8110

Although there are plenty of good commercial real estate brokers, these guys are among the very best.
Thanks again for your business in 2006.

Congratulations on a job well done!

||||l ”:” WATSON LAND COMPANY

“||| “l ‘“ www.watsonlandcompany.com
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