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Health Care
Scholarship

Desert \'.||]c_\ Medical
Group founder Dr. Prem Reddy
$105.000 to Cal

State San Bernardino to estab-

has donated
lish an endowed scholarship to
help students in the High Desert
pay for their health care educa-

tion at the university

Nancy Williams Joins
Palm Springs
Convention Center

Nancy Williams has joined
the Palm Springs Convention
Center as sales manager for
Northern California and the
Pacific markets.
Williams, a Southern California
native, is returning to Southemn
California from the
Monterey/Pebble Beach area,
where she worked in conference

Northwest

services and catering manage-
ment. “I'm really happy to be
back in Southern California,”
Williams commented.
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EMPIRE LAKES TO BUILD NEW CLUBHOUSE

Long- anticipated new clubhouse to be ready for the
2007 Nationwide Tour event

Ugene Park, owner and gen-
eral manager of the Empire
Lakes Golf Course, announced
that the Rancho Cucamonga
course will add a new clubhouse
starting this fall

T'he
will begin immediately after the

construction project

Stephen Wagner said. “Empire
Lakes Golf Course has always
had the reputation of a being a
first-class design with superbly
maintained fairways and greens.
T'he addition of the new club-
house will complete the total

package.”

Mark
Charity Classic, presented by

October

Christopher

the County of San Bernardino,
and will be completed in time
for the 2007 Nationwide Tour
event

The 7,500-square-foot addi-
tion the
The

California-prairie design will

will be attached 1o

existing pro-shop area.
consist of a new bar/restaurant
that will seat 74 and a banquet
room that can accommodate
320 for tournaments, outings,
weddings and banquets. In
addition, new restroom facili-
ties, a kitchen, storage facilities,
and a small conference room
will be added.

“The construction of the
new clubhouse will allow the
PGA Tournament to finally
complete the total presentation
and hospitality environment that
it deserves,” Executive Director

(800) 56

y Staffing

As part of the
announcement,
Brandon White was
named Empire
Lakes Golf Course’s
new tournament co-
ordinator.

“I am extremely
the
future of Empire Lakes Golf
Course. With the plans of the
new renovation and expansion

excited for

of the clubhouse, we will have
the proper accommodations to
assist in tournaments, company
and ban-
quets,” said White, who noted
that Empire Lakes Golf Course
is now pre-booking dates for the
new facility.

The Mark Christopher
Charity Classic is a 72-hole
Nationwide Tour event that
sports a $500,000 purse. For the
fourth straight year, the tourna-
ment will be televised by the
Golf Channel.

Tickets and sponsorships to
the 2006 Mark Christopher
Charity Classic, which is Oct 2-
8 at Empire Lakes Golf Club,
are available by calling (909)
948-5565 or by E-mail at mcc-
classic@aol.com.
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Substance Abuse;

The Costofthe  AppleOne: Where
Crutch the Jobs Are
page | page §

The Cost of the Crutch:
Addiction in The
Inland Empire

On Aug. 29, some 200 peo-
ple joined together for the San
Army
Center

Bernardino Salvation
Adult Rehabilitation
(ARC) dinner. Most In

were, by

atten-
their
Some had
stayed clean and sober for over
30 Some had only
achieved two days. All praised
“The Sal’s” program of disci-
pline and faith in helping them
get back.

Getting back, it tums out, is
no easy trip. Many at the dinner

dance own

admuission, addicts.

years.

referred to getting “sick and
tired of feeling sick and tired.”
But there are others, not at
the dinner, which might dis-
agree. One heroin addict told
this reporter that there was no
greater high, no more amazing
rush, than “riding the ‘horse.™
There are, it turns out, not
only a lot of substance abusers,
but also a lot of substances to
abuse. Consider the recent sta-
tistics of obesity in this country,
caused by saturated substances.
Consider the number of lung
cancer victims who abuse
continued on page 7
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Skills Shortage Paying Off

It appears professionals may
have more negotiating power
with employers than they think.
Fifty-five percent of hiring man-
agers surveyed for this year's
Employment Dynamics and
Growth Expectations Report
said it was difficult to find qual-
ified candidates 12 months ago;
81 percent said recruiting is
equally or more challenging
today. More than half of hiring
managers who are having trou-
ble recruiting cited a shortage of
qualified professionals as the
primary culprit. Nearly two-in-
five hiring managers plan to
increase starting salaries in the
next year to attract new talent.

Although the balance of
power may have shifted some-
what to favor highly-skilled
workers, employees themselves
are still feeling cautious about
the job market and are less will-
ing to negotiate higher salaries.
Four-in-ten survey respondents
categorized the job market as
difficult 12 months ago and 85
percent said it is equally or more
challenging today. Nearly one-
in-five workers said they are
less likely to ask for more
money from a potential employ-
er in the next 12 months, and the
number of those who were more
likely to negotiate increased
compensation dropped signifi-
cantly compared to one year
ago.

In addition to stepping up
measures to attract new talent,
businesses are focusing on
retention. Twenty-one percent
of hiring managers reported
their employee turnover rate is
higher than it was 12 months
ago; the same percentage expect
it to be even higher 12 months
from now. Thirty percent of hir-
ing managers reported their
firms have instituted new poli-
cies and programs to increase
staff retention rates in the last 12
months, up from 23 percent this

time last year. The primary
measures taken included offer-
ing pay raises, bonuses, better

benefits and more flexible
schedules

Investing in retention efforts
1s well-advised. Twenty-six
percent of employees stated
they are currently looking for a

new job. Nearly three-in-ten

plan to change jobs in the next
year and two-in-five expect to
do so in the next three years,
similar to last year’s findings.
The job benefits workers value
mosl are health insurance, flexi-
ble work schedules and 401(k)

plans

The survey and report were
Robert Half
International staffing firm and

developed by

CareerBuilders.com For com-

plete survey, visit www.rhi.com
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E-Band Communications
Shows Promise

When California high-tech
communications firm E-Band
Communications Corp. first
went looking for financial help
to develop their proprietary
wireless radio communication
system, investors basically said,
“Looks great, but this is very
complicated millimeter wave
technology which has only been
used by Department of Defense
in the past and requires very
specialized engineering skills to
develop. Can you really do it?”
That’s how E-Band co-founder
and VP of Technology Jim
Plante starts his E-Band story.

E-Band

has now, in fact, developed a

Communications

prototype lransceiver system
that operates in the millimeter-
wave region at 71-76GHz and
81-86GHz (the “E-Band™). This
is important because this pro-
vides

over other

significant advantages
millimeter-wave
wireless technologies. For one
thing, signals in this band suffer
much less loss of signal strength
as distance increases. Adverse
weather affects, such as fog,
dust, snow or desert sun, basi-
cally have very little if any
affect on this technology. This is
especially important for defense
and national security related
applications such as port securi-
ty, where fog is a consistent
presence and always an enemy
of communication and security
systems.

The E-Band transceiver is
now positioned to be the core
for a high-speed radio commu-
nications link serving as a low-
cost alternative to fiber optic
cable installation for border and
port security applications, as

well as intelligence gathering,
communications interoperabili-
ty, and information sharing.

“This is the only wireless
technology able to transmit 1 to
10 Gbps data-rates at distances
up to 6 miles. This technology
opens up a number of new
opportunities and enables appli-
cations previously possible only
with fiber optic connections,
which typically cost several
times more and can take months
if not years to implement. Using
E-band wireless, we can set up
‘fiber-like” network in a matter
of days,” says co-founder and
Chief Marketing Officer Saul
Umbrasas, “and that makes our
technology stand out from the
crowd.”

E-Band has been able to
demonstrate a working proto-
type, thanks to two grants
awarded by Cal State San
Bernardino’s Office of
Transfer  and
Commercialization (OTTC).
The first was for $75,000 for
prototype development, testing

Technology

and evaluation. Results provid-
ed proof of concept for the tech-
nology and E-Band applied for
follow-on funding to handle a
couple additional improve-
ments. OTTC then provided a
$50,000 follow-on commercial-
ization award that allowed E-
Band to complete its prototype.

Thanks to the OTTC/CCAT
grant, E-Band has been able to
significantly increase its ability
to attract institutional capital. As
this report goes to press, E-
Band’s principals are now in
discussions with a group of ven-
ture capital and strategic
investors.

WILLIAM CARNEY NAMED PRESIDENT and
CEO of INLAND EMPIRE ECONOMIC
PARTNERSHIP

The Inland Empire
Economic  Partnership has
named William Carney presi-
dent and CEO. For the past 17
years Camney has held senior
executive positions in the eco-
nomic development field, all in
regional not-for-profit organiza-
tions within California. For the
last three years, Carney has been
the CEO of the San Gabriel
Valley Economic Partnership
where that organization experi-
enced significant growth during
his tenure. “I am looking for-
ward to leading one of the most
respected economic develop-
ment organizations in California
and working in what has
become  California’s  most
dynamic and growing region,
the Inland Empire,” Carney
said. His previous experience

includes managing the econom-

« 2 Lasers on Site

- State Of The Art Equipment
+ CK & Traditional LASIK

* Pre & Post Op. Care

o Ask About Cizfomel ue™ LASIK

ic development programs for the
San Diego Regional Economic
Development Corp., the Orange
County Business Council, and
the Stanislaus County Economic
Development Corporation.
Carney will officially begin
working at the IEEP in October.

“Camney is well known and

respected in the economic
development field, and his
knowledge of Southern

California’s unique economic
development climate will allow
him to hit the ground running,”
said Buck Long, chairman of the
Inland Empire  Economic
Partnership. “We look forward
to his leadership if attracting
high-tech and corporate head-
quarter companies into the
Inland Empire.”

continued on page 5
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Quote of the Month (thanks to Bill Leonard, member State Board of Equalization)

“Nearly all men can stand adversity, but if you want
to test a man'’s character, give him power.” Abraham
Lincoln, 16th U.S. President
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County Welcomes
Steve Harrington
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Ira Jackson: In the Shoes of the

Management Guru

Many call it the Drucker
Institute.

It is, correctly, The Peter F.
Drucker and Masatoshi Ito
Graduate School of
Management at the Claremont
Graduate Institute.

The new dean is Ira Jackson,
and he still gets goosebumps
when you refer to him as inherit-
ing the mantle of Peter Drucker.

Drucker published his first
book, “The End of Economic
Man,” back in 1939. He wrote
some 35 books in all before his
passing last year at the age of 95.
Jackson has published his own
works but he bows to Drucker,
as so many do, as the “guru of
modern management.”

This is part of the reason that
Jackson stresses the Drucker
School is a management school
and not a business school. There
is a difference. Management is
leadership. according to
Jackson, and a business course
does not teach the ethical side of
it.

In fact, he agreed with the
Business Journal when we sug-
gested that business ethics might
be an oxymoron. Still, it is true,
he tells us, that some leadership
qualities can be “toxic.” Corrupt
leaders, like Stalin. Hitler and in
our own times, Quadhafi or
Hussein do have the ability to
lead people in the wrong direc-

tion. This is because, as he
described it to us, there is lead-
ership, and then there is “follow-
ership.” It is that combination
that gives us Irag, as well as
Enron.

Jackson is an avid reader of
history. He believes in the adage
that those who won’t learn from
history are condemned to repeat
it. Here, he believes, are the les-
sons of leadership. He lists

Truman and Churchill as exam-
ples. Churchill, Jackson reminds
us, was able to ask his nation for

“blood, sweat and tears” and get
it.

He also believes in the Peter
Principle, in which qualified
people get promoted until they
reach a level of inadequacy.

“They re all alone there,” he
tells us. “They are in an area
which they haven't been trained
for.” This, again, is because
business e —
schools
don’t teach
manage-
ment, or
ethics.

He sites
the Johnson
& Johnson
Company,
who did not
set out to
ma k e
money for
their share-
holders-
they set out
to provide
medical
supplies to nurses. Their inten-
tion was to do good. The money
and the success followed.

Ira Jackson himself is a suc-
cess story.

He grew up a Bostonian. He
attended Harvard, worked for
the mayor of Boston and helped
to fight the bigotry of that town
where, especially on the
Southside, it is almost leg-
endary.

His work there even led him
to create a mayoral management
school at Harvard that continues
today.

Later, at BankBoston, he
generated a financial program to
allow the community to develop
their economic dreams. That
earned him the Ron Brown
Award for Corporate
Citizenship. Following that, he
doubled the endowment and
fund-raising efforts of Arizona

State University as president and
CEO of the school’s foundation.

This eventually led him to
Claremont.

Jackson, like Drucker before
him, believes that the most
important asset of any organiza-
tion is its people. Are there com-
pany managers out there who
believe that people are easily

g replaced?
Of course
there are.
Those com-
panies,
however,
pay a high
price in
recruitment
| and training
and exit
strategies
and even
unemploy-
m e n
because

they don’t
see the
value of

managing the people that they
have.

One of the first things that
you learn in any management
class is “resistance to change.”
You can’t move the employees
will say, because they have
never faced that direction
before.

Jackson points out that man-
agers also have a resistance-to-
change element in them. They
expect that everything should
run the same way and they insist
on treating every employee the
same. Some of those people may
need a “pat on the head” rather
than a “kick in the butt,” but
many managers in the corner
office don’t understand the dif-
ference.

Jackson also subscribes fto
the theory, fostered by a number
of 21st century companies, of
getting the manager out of that

comer office and of getting the
people out into the community.
Not in the old-fashioned door-
to-door manner; rather in the
community involvement man-
ner.

Drucker once said that the
fax, the phone and the modem
are the office of today. Jackson
agrees. A Blueberry and a text
capable phone in the middle of
gridlock lets today’s busi-
nessperson conduct business,
But service to the community in
which the company does busi-
ness is both a way to pay back
and a way to keep fresh.

This is why the Drucker
Institute has created the Leader
To Leader Institute.

The Leader To Leader insti-
tute's mission is to strengthen
the leadership of the social sec-
tor. Established in 1990 as the
Peter F. Drucker Foundation for
Nonprofit Management, the
institute furthers its mission by
providing social sector leaders
with the essential leadership
wisdom, inspiration and
resources to lead for innovation
and to build vibrant social sector
nonprofit organizations.

It is this essential social sec-
tor, in collaboration with its part-
ners in the private and public
sectors, that change lives and
builds a vigorous society of
healthy children, strong fami-
lies, decent housing, good
schools and work that dignifies—
all embraced by the diverse,
inclusive, cohesive community.

Jackson and the Leader To
Leader Institute believe that a
healthy society requires three
vital sectors: a public sector of
effective government: a private
sector of effective businesses:
and a social sector of effective
community organizations.

The mission of the social
sector is changing lives. It

continued on page 12
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Southland Home Sales Slowest in
Nine Years; Price Gains Lower

Southland home sales downshifted last month to the slowest pace in
nine years as the rate of appreciation fell to the lowest level since fall
1999, a real estate information service reported.

A total of 22,712 new and resale homes sold in Los Angeles,
Riverside, San Diego, Ventura, San Bernardino and Orange counties
last month, DataQuick Information Systems reported. That was
down 22.3 percent from 29,237 sales in June and down 26.9 percent
from 31,069 sales in July last year.

Last month’s sales total marked the lowest for a July since 1997,
when 22,302 homes sold, and fell below the July average of 24,669
going back to 1988. The strongest July was in 2003, when 33,561
homes sold, while the weakest was in 1995, with 15,077 sales.

While sales generally decline from June to July, last month’s 22.3
percent drop was the biggest since DataQuick began tracking the
market in 1988, The 26.9 percent year-over-year decline in last
month's sales compared with July 2005 was the sharpest year-over-
year drop since August 1992, when sales declined 29.9 percent.
Southland sales have declined for eight consecutive months on a
year-over-year basis.

“The relatively large drop in sales last month may be nothing more
than a statistical blip, but it could also be a sign of fast-petering
demand for homes at today's prices,” said Marshall Prentice,
DataQuick president.

“Our sense has been that many who bought homes in recent years
purchased them sooner than they otherwise would have because of
very low interest rates and a great sense of urgency, given the fear of
being priced out forever or missing out on a great investment. That
phenomenon helps explain why there’s not more demand today.
Whether July’s data also signal something more ominous at work in
the market-something that would cause a severe correction in home
valués—is unclear to us. We'll know a lot more in a few months.”

The median price paid for a Southland home was $492.000 last
month. That was down 0.2 percent from June's record $493,000, and
up 4.9 percent from $469,000 in July last year. Last month’s 4.9 per-
cent annual increase in the Southland median was the smallest since
October 1999, when the $191,000 median rose 3.8 percent.

DataQuick, a subsidiary of Vancouver-based MacDonald Dettwiler
and Associates, monitors real estate activity nationwide and provides
-information to consumers, educational institutions, public agencies,
lending institutions, title companies and industry analysts.

The typical monthly mortgage payment that Southland buyers com-
mitted themselves to paying was $2,437 last month, the same as the
previous month and up from $2,052 a year ago. Adjusted for infla-
tion, current payments are about 6.2 percent above typical payments
in the spring of 1989, the peak of the prior real estate cycle.

Indicators of market distress are still largely absent. Financing with

adjustable-rate mortgages has trended lower over the past year.

Foreclosure activity is rising but is still low in a historical context.
continued on page 13

The Cost of the Crutch:

continued from page |
tobacco.

Still drugs and alcohol hold
the center spotlight as the big
hitters.

Alcohol could have started
with a simple social drink that
leads to an ocean of misery.

Drugs could have started
from a simple joint after school
or from a painkiller from the
dentist. Whatever started it, it
becomes a crutch, and more. It
becomes a way of life.

True, there are many people
who could not even identify the
distinctive sickly sweet smell of
pot. These people probably con-
sider cherry-flavored Alka-
Seltzer to be a recreational drug.
Their strongest drink may be
Red Bull, or a Starbuck’s double
caffeinated latte.

But others might go so far as
to sell a kid for a fix.

Yes, right here in the Inland
Empire.

San Bernardino's former
District Attorney, Dennis Stout
made abundantly clear, many
times, that this is the
Methamphetamine capital of
America. He also pointed out
that the “meth labs™ are not just
in trailers up in the high desert.
Police have busted rolling labs
in trucks running through our
cities.

State Superior Court Judge
Tara Reilly pointed out to the
Business Journaal that it gets
even worse with the kitchen labs
that exist right here in our neigh-
borhoods. Judge Reilly was the
keynote speaker at the Salvation
Army dinner and told the audi-
ence “I don’t know what the
Army does, but they work mira-
cles.” Actually Judge Reilly has
five or six residential programs
that she can direct defendants to,
as well as an 18-month program
called “Pride.”

What price does business
pay and who actually carries the
cost burden?

Estimates for a first offense
DUI can run anywhere from
$3,000 on up, depending on
court costs, cost of legal council,
fines, lost wages, etc.

Second and third offenses
multiply greatly.

But the cost does not end
there.

Consider the cost of the
courts. That’s taxpayer dollars.
Then there is the cost to the
company. Missing employees
can create down time, not to
mention the cost of temps or
replacement and just the lost
man-hours.

Costs for bigger infractions
can be even worse. Drug posses-
sion and drug possession court
costs and imprisonment get
more expensive consistently.

If the substance abuser has
not been caught and is not *in
the system,” he or she may still
be causing slowdowns in the
workplace, even expensive mis-
takes.

Law and technology have to
keep pace as well. What are
known as designer drugs create
legal problems. The law defines
criminal drugs by specific word-
ing. A kid with a dangerous
knowledge of chemistry can
change the recipe by as little as
one molecule and the drug runs
outside of the law’s definition.
Just the cost of keeping up with
the latest chemical fades can
cost tax dollars, both in law and
forensics.

Simply making everything
illegal doesn’t work. That was
tried with alcohol during
Prohibition and it created a great
criminal underground. Much the
same exists today in illegal drug
trafficking.

Total bans create forbidden
fruit.

Then there are those who
want to decriminalize lesser
abuse offenses. No less than
John Walsh, of America’s Most
Wanted, has stated that it would
be better to get cops off of the
high school pot beat and free
them up to pursue worse crimes
like kidnapping and child
molestation.

So.

Business wants to know,
what is the answer?

There are no easy answers.
At the Salvation Army dinner

continued on page 17
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AppleOne, Where the Jobs Are

AppleOne was founded in
1964, and built on a policy of
helping quality individuals
achieve their employment goals;
AppleOne has grown to become
the single largest privately-
owned employment service in
North America.

Offering full-service career
assistance and numerous special
benefits, AppleOne has helped
potential employees with every-
thing from temporary projects to
direct hire (permanent place-
ment) positions. And, with over
200 offices located throughout
the United States and Canada,
there's always an AppleOne
close to the places where people
live and work!

Here in the Inland Empire,
the company’s regional vice-
president, Shane Riley, oversees
the several AppleOne offices.
Riley spoke about the company,
the competition and the state of
business in our area as seen from
his window.

In the beginning there were
no computers in offices.
Secretaries needed shorthand
skills and the ability to type 90
words a minute. Today the sign
outside the Rancho Cucamonga
AppleOne office seeks someone
skilled in Microsoft Word and
PowerPoint. Riley believes that
the company’s private owner-
ship gives it the ability to waich
for such trends over the years
and be able to adapt to them.

Originally when the compa-
ny began in Los Angeles, they
only had to deal with full-time
hires, not part-time or short-term
project hires. All of that came
about later.

The company's founder
believed on being just a jump
ahead of the industry and is still
today involved with the busi-
ness. Being able to accommo-
date what’s happening now,
Riley told us, comes from plan-
ning for it years ago. What will
happen by 2010 is what they are

preparing and forecasting for
now.

Of course, the unexpected
cannot be planned for. While
AppleOne was not affected by
Katrina in New Orleans, they
did have to deal with the job
losses and confusion in New
York and New Jersey after 9-11.
These forecasts have to deal
with the vagaries of not just the
Inland Empire. The company
has to plan from Gléndale where
they are based, through Orange
County, the Midwest and on
back to New York.

“You multiply that by a
nationwide factor because we
have multiple regions,” Riley
explained. Certainly it would
have been possible to see the
growth of the Carolinas over the
last decade, with their acquisi-
tion of an NFL franchise and the
job and population growth. Then
there is Harlem. What happened
when Bill Clinton decided to
open his office and move up
there changed the area’s econo-
my.

Nonetheless, the owner still
goes into the local offices to sit
down with the people in the
trenches, taking an interest in
their families and how they are
doing. The company policy is
one of mentoring, culturing,
developing and bringing up
from the entry level to the top.
Fortune 500 companies call
Apple One, and Riley has to
wonder why they never thought
to develop talent internally.

Riley points out that they
often cost themselves business
by suggesting such ideas to other
companies. When they get a call
for VP talent, their first question
is to find out if there isn’t some-
one inside whose ready for the
move up. Think of a Rancho
Cucamonga Quakes’ player who
gets that call from the Angels
right in the middle of the season.

The AppleOne model is to
bring their own people up. A

lady may start as the front desk
receptionist, but she is groomed
to move to the next level
Likewise, Riley says, all compa-
nies should establish mentoring
programs where people are
encouraged to find people under
them who are ready and willing
to learn.

This, he continued, makes
tenure at AppleOne amazing in
an industry known for very high
furmover.

From the sales standpoint, he
admits that it’s a matter of bring-
ing good companies together
with good people. If you don’t
do a good job on that, then your
clients end up losing revenue
and turning over their staff. At
AppleOne, because of their
development policies, their
upper management has worked
their way up and knows all of
the ropes and pitfalls of the com-
pany.

What Riley finds
exciting is what they refer to as
authentic success. It involves
being happy in the workplace
and being happy at home.
AppleOne really tries to create
an environment that brings
about a happy balance. People
with a happy home life will out-
perform their coworkers in the
workplace. Conversely, people
who are not happy at work have
a tendency to take their prob-
lems home with them.

Riley believes - that the
employers who try to squeeze
what they can out of employees
pay a price that they don’t
understand. AppleOne” under-
stands.

AppleOne is more than just a
job. It’s a place where people
can find the flexibility to pursue
their interests while building a
career! AppleOne is committed
to its employees and its clients.
They can assist people through-
out their interviews and their
new jobs, and to listen 1o the

really

thoughts and needs of people

when they are ready to make g
change. They also listen to the
needs of the employer.

Should the person in the job
that they filled leave, through
termination, self-termination or
advancement, they are ready to
take on the responsibility of
refilling the slot. AppleOne
takes pride in their screening
process and realizes that not
everyone who is unemployed is
necessarily employable.

Shane Riley agrees with Dr.
John Husing that the Inland
Empire is a labor rich environ-
ment, but he proudly points out
that a company like AppleOne
can do much more in providing
and screening employees than
many companies who don’t have
those vital four decades of expe-
rience.
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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 25.29 22.39 2.90 13.0% Hansen Natural Corp 290.51 4599 -16.48 -35.8%
Pacific Premier Bancorp Inc 12,22 11.13 1.09 9.8 Keystone Auto Industries Inc 34.68 42.65 -7.97 -18.7%
Channell Commercial Corp 315 300 0.15 5.0% HOT Topic Inc 11.97 14.70 273 -18.6%
tEL Banoorp Jac 826 3755 071 19% | Modtech Holdings Inc 538 660 122 -185%
American States Water Co 37.04 37.85 -08l1 219 National RV Holdongs Inc 4.00 4.70 -0.70 -14.9%
Ticker 8/21/06 7/31/06 % Chg. 52 Week 52 Week Current P/E Exchange
Close Price  Open Price Month. High Low Ratio
American States Water Co AWR 37.04 31785 0N 43.79 28.65 214 NYSE
Channell Commercial Corp (L) CHNL 315 3.00 5.0 10.25 2.97 NM AMEX
CVB Financial Corp CVBF 14.49 14.89 2.7 7.30 13.78 14.9 AMEX
Fleetwood Enterprises Inc FLE 6.88 7.12 34 13.69 6.42 98.3 NYSE
Hansen Natural Corp. HANS 20.51 45.99 ~35:8 S T2 9.89 33.3 AMEX
HOT Topic Inc HOTT 11.97 14.70 -18.6 16.30 10.78 36.3 AMEX
Keystone Automotive Ind. Inc KEYS 34.68 42.65 -18.7 46.92 25.22 23.6 AMEX
Modtech Holdings Inc (L) MODT 5.38 6.60 -18.5 11,27 531 NM AMEX
National RV Holdings Inc NVH 4.00 4.70 -14.9 7.05 4.00 NM NYSE
Pacific Premier Bancorp Inc PPBI 12.22 W 9.8 13.25 10.58 13.1 AMEX
PFF Bancorp Inc (H) PFB 38.26 37.55 1.9 39.49 27.01 17.2 NYSE
Provident Financial Hldg PROV 29.72 30.81 -3.5 33.15 25.04 124 AMEX
Watson Pharmaceuticals Inc WPI 25.29 22.39 13.0 36.93 21.35 21.4 NYSE

Searh o Commerial Spa
onease/Stease

For offce,retal industial and executive sues

SUD 4638, con”

04140404
2101 Washingon B 4260 Lo Angee, G 0066
www.sublezse.com

Notes: (H) - Stock hit fifty two week high during the month, (L) -

Duff & Phelps, LL.C

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.

Five Most Active Stocks

Stock
Hansen Natural Corp.
| Hot Topic Inc.
Watson Pharmaceuticals Inc
Fleetwood Enterprises Inc.

Keystone Autmotiveo Industries Inc

1

Month Volume

53,276,393
19,842,322
16,114,400
7,138,800
5,196,400

| D&P/IEBJ Total Volume Month 209,190,476
Monthly Summary
8/21/06

Advances 4
Declines 9
Unchanged 0
New Highs 1

.

New Lows

Stock hit fifty two week low during the month, NM- Not Meaningful

MANNERINO
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o oy

c

E 8

“Laws were made to 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-B610




Union Bank of California
2. 400 California St.
San Francisco, CA 94104

Bank of the West
3. 12545 Central Avenue
Chino, CA91T10

City National Bank
4. 400 N. Roxbury Dr.
Beverly Hills, CA 90210

California Bank & Trust
S 4320 La Jolia Village Drive
San Dicgo, CA 92122

Citizens Business Bank
6. 701 N. Haven Ave., Ste. 350
Ontario, CA 91764

PFF Bank and Trust
7. 350 8. Garey Ave.
Pomona, CA 91766

Valley Bank
8. 1498 Main St.
El Centro, CA 92243

Community Bank
9. 790 E Colorado Bivd.
Pasadena, CA 91101

Bank of America
10. 3650 14th Street
Riverside, CA 92501

Vineyard Bank
1L 1260 Corona Pointe Ct
Corona, CA 92877

Wells Fargo Bank
12. 420 Montgomery St.
San Francisco, CA 94163

Foothill Bank
13. 5105, Grand Ave.
Gilendora, CA 91741

Union Bank of California
14. 140 S. Amowhead Ave.
San Bemnardino, CA 92408

Temecula Valley Bank
15. 27710 Jefferson Ave., A-100
Temecula, CA 92590

Community National Bank
16. 4381 Kalmia
Murrieta, CA 92562

17. 12530 Hesperia Road, Suite 101

Palm Desert National Bank
18. 73-745 El Paseo
Palm Desert, CA 92260

15t Ce ial Bank
19. 218 E. State St
Redlands, CA

American Security Bank
20. | MacArthur Place, Suite 110
Santa Ana, CA 92707-5938
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Banks in the Inland Empire

Assets Size § (Millions)

45 841
9

30813
85

13,271

9,682
10

4.356
24

1601

LI51
R9

5

Return on Average
Equity (R.OE.)

1540

19.39

8.16

17.10

1430

1626

5.70

1376

10,99

473

1446

1072

2502

1597

1096

15.61

10.19

10.25

Ranked by Total Assets as of September

Core Capital
As o % of Assels

739

846

£13

642

7.89

812

8.46

8.17

11.27

961

9.60

~
Ln
v

9.64

1087

9.10

8.26

747

2005

Nonperforming loans
& Debt Secs. asa %
of Core Capital &
Loans Loss Reserves

30

10

10

Income Before
Extraordinary
Ttems (S000)

1,436,064

379,179

200473

102248

20,348

4275

9,745

4988

7469

K854

4938

3735

5,503

2059

2187

1.819

1,731

continued on paee 33
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Top Local Executive/Title
Address (LE.) if different
City, State. Zip
Phone/Fax

E-Mail Address

Dawn Pather/Brinch Manaper
27280 Jefferson Ave., Ste. 100
Temecula, CA 92590

(951) 296-6330/296-6527

Greg R. Adamson/ Regional V. p
3403 10th St,, Ste, 605

Riverside, CA 92501

(951) 321-3854/321-3858
greg.adamson(@uboc.com

Linda V. Reed/BranchManager/V.p
12545 Central Ave,

Chino, CA91710

(909) 627-7601/627-6020

Ireed@ bankofthewest com

Karen Carver/BranchManager
3484 Central Ave.

Riverside, CA 92506
(951)276-8800/276-887

Lorie Schulenberg/St. Vice Presi
41615 Winchester Rd. i
Temecula, CA 92590

(951) 296-2422/296-2412
Ischulenbei@calbt.com

Christopher D. Myers
Presidenty CEO

(909) 980-4030/481-2130
wivw.cbbank.com

Kevin Mc Carthe
President/CEO
(909) 623-2323/620-0296

www,pff.com

Keith Goff/Exccutive V.P.
74-199 E. Paseo Dr., Ste. 102
Palm Desert, CA 92260
(760) T76-4100/674-2516

Sue Cornejo/Executive VP

200 E. Citrus Ave.

Redlands, CA 92373

(626) 568-2129/568-2115
marketing(@chank com

Barbara Robinson

L. E: Market President/Southwest Div. Exe,
(949)760-4692/760-4640

barbara. | robinson(@ bankofamerica.com

Norman Moralkes
PresidentCEQ
(9511271-4279817-0316
dsmart@vineyardbank.com
Andy Wong /Market President
1000 Lakes Drive, Suite 305
West Covina, CA 91730

(626) 919-3221

andy.wong@ wellsfargo.com

Matt Wagner

President/ CEO
(310)M458-1521/451-4555
mwagner@ foothillbank com
Takshi Morimura
President/CEO

(909) 888-2265/885-6173
alan@busmesshank co

Stephen H. Wacknitz
President/CEQO

(909) 694-9940/694-9194
swacknitz@temvalbank.com

Mike Perdue/President/CEO
900 Cantebury Place
Escondido, CA 92025
(T60M32-1100/432-1119
bballwey@mycnbonline.com

Ronald L. Wilson/Chairman/Pres / CEO
14800 La Paz Drive, Victorville.CA 92392
(760) 243-2140/243-0310
rwilson@dcbk.ong

Randall D. Miller
President/CEO
(760)340-1145/340-1387
solutions@pdnb.com

Tiqpume

President/CEQ
(909) 798-3611/798-1872
tvessey@ | stcent.com

Jim Verplaneke/S V.P./Manager
123 E, 9th Street, Ste. 102
Upland, CA 91786
(909)919-2545/982-8319
bstevenseni@ amsecbank.com
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Forgive me for yet another
iPod article.

Most of the contacts | have
in the computer industry agree
that the iPod and its associated
products, like speakers and belt
packs, are the biggest thing
happening in the computer
world today.

Granted, Apple has
switched from Motorola to Intel
chips and made the Mac com-
patible with Windows through
its Boot Camp program, but
that is half cosmetic and half
white flag.

So, let’s get back to the
1Pod.

I owe you a field test. |
recently sang the praises of the
Bose Quite Comfort 2 head-
phones as a replacement for the
little plastic ear buds that come
with the MP3 unit. But I men-
tioned in the article that the
Bose headset was originally
designed as a deterrent to noise
in tanks, aircraft and other mili-
tary vehicles.

So, recognizing my respon-
sibility to you, the IEBJ reader,
I climbed aboard a Southwest
Airlines flight from Ontario to
Las Vegas to test the design on
a plane.

By way of gratuitous plug,
Southwest is the largest airline
flying out of Ontario, represent-
ing over 50 percent of ONT'’s
passenger load. They have
curbside check-in and all of the
dry roasted peanuts and soda
pop you can consume while on
board. There is no first-class
seating, but the coach seats
seem to have more legroom
than most planes.

I will not say that Southwest
is noisy, but any commercial
flight has some audible sound,
what with the engines and the
wind outside. It is inevitable.

The worst flight I ever had
for noise was an Air Force C-
130, flying over the North Pole

by J. Allen Leinberger

in the middle of January many
years ago. It had no sound-
proofing. No insulation.
Nothing but a thin aluminum air
skin between the elements and
me. The powerful C-130 turbo
prop engines roared through the
cabin. And one of them was out
of sink with the other three. The
din was deafening. 1 could not
only hear it, I could feel it

But I digress.

Aboard Southwest [ began
my test with step one. Regular
ambient cabin noise. It's not
bad but you do have to speak up
in order to order your club soda
with lime.

Step two was to put the
Bose headset on. There is an
immediate noticeable decrease
in noise.

Step three is to throw the
switch on the headset. This
engages the circuitry in the
headset that Dr. Bose designed
to mute the outside sounds.
There is an amazingly notice-
able drop in engine noise.

The last step is to turn on
the music. The brassy opening
riff of John Barry’s orchestra
and the soaring voice of Dame
Shirley Bassey singing
“Goldfinger” effectively cuts
out all of the leftover sounds.

The Bose QC2 is remark-
ably effective with the iPod on
or off of a plane. If there is a
drawback, it is that I never did
hear the captain’s message over
his scratchy speaker system
telling us that we were prepar-
ing to land in Vegas.

Bose now makes a smaller
QC3 headset, which fits on top
of the ears instead of around
them. 1 am equally impressed
with these little “cans.” Both
sets are not only better than the
stock ear buds; they are also
superior to the Koss Sport head-
phone that I have been using.
The Koss phones, however, are
smaller and carry easier.

Meanwhile, for those of
you who prefer to listen to your
MP3 player back here on the
ground, Apple has announced
that it has teamed up with Ford
Motor Company, General
Motors and Mazda to deliver
seamless iPod integration
across the majority of their
brands and models, making it
easy for iPod users to enjoy and
control their iPod’s sound
through their car’s stereo sys-
tem. With the addition of these
models, more than 70 percent
of 2007-model U.S. automo-
biles will offer iPod integration.

“We're delighted that
Ford, General Motors and
Mazda will support iPod con-
nectivity in nearly all of their
new models,” said Greg
Joswiak, Apple’s vice president
of Worldwide iPod Product
Marketing. “Now more than 70
percent of 2007-model US
automobiles will offer iPod
integration, with  General
Motors alone making it avail-
able on all 56 of its models, rep-
resenting millions of cars and
trucks.”

This will eliminate the
one small complaint that I have
with the Sonnet Podfreq FM
system that I use now. Once in a
while it will pick up interfer-
ence from some random college
radio station.

Ford and General
Motors will feature iPod inte-
gration in the majority of their
2007 models in the U.S. begin-
ning later this year, while
Mazda’s entire global 2007
lineup of cars and SUVs will
offer iPod connectivity. iPod
offerings for Ford, General
Motors and Mazda provide
drivers with outstanding sound
quality while charging the iPod,
while conveniently storing the

iPod in the glove compartment.
Seamless iPod integration also
allows drivers to use their car’s

multifunction controls to select
their music using artist, album,
play list or shuffle songs, as
well as to easily skip between
tracks and play lists. You can
find more by checking
www.apple.com/ipod/ipody-
ourcar/.

You may recall that a
couple of months ago I predict-
ed that the video iPod would
change the way TV 1s produced.
Well, the revolution has begun.

“Aguaman,” a show
from the people who brought us
“Smallville,” was supposed to
begin this fall. With the merger
of UPN and the WB, it got can-
celled. Nevertheless, the pilot
episode was added to the
iTunes video library for pur-
chase at $1.99. Tt immediately
became the number one video
download on the net.

Other programmers and
producers will see this and take
note. Watch for download-only
programs coming soon lo a
computer near you.

And if all of that isn't
enough, the iPod is coming to
the Inland Empire. The Podcast
and Portable Media Expo is
scheduled for Sept. 29 — 30 at
the Ontario Convention Center.

This international event
promises to bring together pod-
casters, media, corporate exec-
utives and device makers. Their
Website is www.portablemedia-
expo.com

That’s all for the iPod
from me.

For now.

SUBSCRIBE
Now!

Get the news
you need.

See pagel3 for details!
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L EDITORIAL ]
Healing the 9-11 Wounds

It has been five years since
Sept. 11, 2001.

Like the assassination of
JFK or the attack on Pearl
Harbor, 9-11 has been a genera-
tional high water mark. A
“where were you when?" event.
Even, dare I say, a redefinition
of the times? It made us change
our attitudes about security, pro-
filing, civil liberties and just
what constitutes the “home-
land.” It has brought the tribal
feud of the Middle East back to
center stage. It has changed
what people were calling “the
end of history.” For many it was
the official beginning of the
twenty first century.

But what has happened in
the last five years?

Speaking in Riverside last
month, former House Speaker
Newt Gingritch reminded us
that in the five years after Pearl
Harbor, we liberated Africa,
Europe and the South Pacific,
launching a two ocean navy in
the process, and then brought
the troops home and cut the mil-
itary by some 90 percent.

Today. like Russia before
us, we have gotten mired in
Afghanistan, we can’t get out of
Iraq and the Hezbollah is sneak-
ing up behind us. Meanwhile,

North Korea is lobbing missiles
into the ocean half a world
away. And there is no telling
what will be happening in Cuba.

Five years ago everything
seamed clear. Police and fire-
fighters were heroes. New York
Mayor Rudy Giuliani was con-
sidered for sainthood and the
American flag flew everywhere.
Our country was united as sel-
dom before. Left and right
agreed that we needed to find
Bin Laden. “Don’t tread on
me!”

Then, like the resistance to
$3 gas, everything smoothed
out. Emotions settled and we
focused more on important
internal things, like who would
win “American [dol.”

If this fifth anniversary
proves anything, it proves that
time does more than just heal
wounds. It eventually generates
an atmosphere of complacency.

Perhaps that is why the
recent August airlines plot took
us so much by surprise. Still,
they caught it in time. As one
speaker at  last  year’s
Bakersfield Business
Conference pointed out, “There
hasn’t been a 9/11 since 9/11."

We pray it stays that way.

Ira Jackson:

continued from page 6
accomplishes this mission by
addressing the needs of the spir-
it, the mind and the body — of
individuals, the community and
society. The social sector also
provides a significant sphere of
individuals and corporations to
practice effective and responsi-
ble citizenship.

Dean Jackson points out that
the Leader To Leader concept
came about when Drucker did
the math and discovered that
fully 10 percent of the GNP
(Gross National Product) was in
nonprofit funding. Abuse of that
much financial power has led to
embarrassment and scandals in

the nonprofit arena and that need
not, should not, happen.

Today Dean Ira Jackson is
thrilled to be tackling the chal-
lenge that the Drucker Institute
has taken on.

“We need to have the
courage to, with imprecise
measures, tackle and speak to
the phenomena that is taking
place today and developments
that can take place tomorrow,”
he said in a recent interview.
“We are focused on having
effective and ethical leaders and
are not embarrassed about that.
It’s at the_core of Peter’s think-
ing. It is a privilege to be associ-
ated with his legacy.” =

Generating Energy

by Brian Tracy, Web Site www.briantracy.com

You may have a thousand
different goals over the course
of your lifetime, but they all will
fall into one of four basic cate-
gories. Everything you do is an
attempt to enhance the quality
of your life in one or more of
these areas.

The first category is your
desire for happy relationships.
You want to love and be loved
by others. You want to have a
happy, harmonious home life.
You want to get along well with
the people around you, and you
want to ean the respect of the
people you respect.

The second category is your
desire for interesting and chal-
lenging work. You want to make
a good living, of course, but
more than that, you want to real-
ly enjoy your occupation or pro-
fession.

The third category is your
desire for financial independ-
ence. You want to be free from
worries about money. You want
to have enough money in the
bank so that you can make deci-
sions without counting your
pennies. You want to achieve a
certain financial state so that
you can retire in comfort and
never have to be concerned
about whether or not you have
enough money to support your
lifestyle.

The fourth category is your
desire for good health, to be free
of pain and illness and to have a
continuous flow of energy and
feelings of well being.

The common denominator
of these four goals, and the
essential  requirement  for
achieving each of them, is a
high level of energy. The
achievement of even a small
amount of success in any one of
these areas requires the develop-
ment and expenditure of energy.
Energy is a critical fuel and the
one ingredient without which no
other accomplishment is possi-
ble.

Building and sustaining
your energy level is imperative.
Since your energy is ceniral to

everything you accomplish, yoy
should be very sensitive 1o
things that either build or
deplete it. Here are six keys to
building and maintaining a high
level of energy and vitality:

1. Proper weight. Carrying
extra weight on your body is
like carrying a pack loaded with
bricks on your back - uphill.
Excess weight tires you out. [t
taxes your heart, your lungs, and
your muscles. Extra weight
forces your body to burmn up
more energy than it normally
would just to maintain life and
proper functioning.

2. Proper diet. The foods
you eat have a tremendous
impact on your energy level
throughout the day. Changes in
your diet can make you feel
fresher, more alive, more alert,
and filled with greater vitality
than you can imagine.

3. Proper exercise. The
more regularly you exercise, the
more energy you have, the bet-
ter you feel, and the longer you
will live. Regular exercise
enhances  your  digestion,
reduces the number of hours
that you need to sleep, and
increases your vitality in the
physical, mental, and emotional
realms.

4. Proper rest and recre-
ation. On average, you need
seven to eight hours of good,
solid sleep each night. Some
people can get by on less. But
you should plan and organize
your evenings so that you are
“early to bed and early to rise.”
Remember, nature demands bal-
ance in all things. If you are
going to work hard during the
day, you must take time off 1o
rest and recuperate in the
evenings and on the weekends.

5. Proper breathing. By
breathing, [ mean deep
diaphragmatic breathing, where

continued on page 20
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Chamber-Opposed Prop. 86 Jeopardizes
Critical Funding, Sets Bad Precedent

The California Chamber of Commerce is
opposed to Proposition 86, the Tobacco Tax
Act of 2006, which will appear on the Nov. 7
general election ballot.

The Tobacco Tax Act of 2006 increases the
state’s excise tax by 300 percent, adding a
$2.60 per pack tax on the price of cigarettes,
with increases on other tobacco products sold
in California.

STOP HE

TAX H|KE The estimated $2.1 billion from the new
tax will be allocated to a variety of public
health programs, smoking prevention and cessation programs, as

well as children’s health insurance. and various public health
research programs.

The largest share of the new tax revenues, approximately 40 per-
cent, will go to hospitals to pay for emergency services. Less than 10
percent will actually go toward helping smokers quit or keeping kids
from starting.

[n addition, Proposition 86 throws millions at program after pro-
gram without adequate legislative or governmental oversight.

“The California Chamber of Commerce opposes Prop. 86 - the
Tobacco Tax Act of 2006. It is a poorly written and conceived pro-
posal that deserves a *NO" vote on Nov. 7, 2006,” said Chamber
President Allan Zaremberg.

“Prop. 86 mandates $2.1 billion in new taxes with virtually no
accountability on how the funds will be spent. What's worse - it ties
massive spending mandates to this new, unstable tax source, jeop-
ardizing our general fund revenue and expenditures and leaving
fewer options for funding critical programs like education and trans-
portation, especially during economic downturns,” Zaremberg said.

“Further, it would establish a dangerous precedent by sanctioning
the use of the initiative process to allow one business segment to
arbitrarily tax another business segment. Other industries could
become the targets for more new taxes the next time some special
interest group is looking for funding.”

Unstable Revenue Source

Proposition 86 creates new government programs and spending
that becomes locked into the state budget.

When revenues drop, the costs for these new programs continue
and other new taxes or revenue sources will have to be tapped to
make up the difference.

When smokers act on the increased incentive to seek out alterna-
tive purchasing channels, in-state taxable sales fall, further challeng-
ing the stability of this revenue source.

Since 2000, federal and state governments have increased their
cigarette tax rates 65 times. In only six cases of 32 states that raised
the tax did the 2004 state tax revenues actually meet or exceed the
estimates. The other 26 states fell short of projections by as much as
59 percent.

Increased Illegal Activity

The increase in price of cigarettes will provide additional incen-
tives for smokers to seek alternative venues to purchase cigarettes
where state taxes are lower or can be illegally evaded. Law enforce-
ment agencies such as the Bureau of Alcohol, Tobacco, Firearms and
Explosives have concluded that there is a direct relationship between
an increase in a state’s excise tax and an increase in illegal traffick-
ing.

According to a study by the Board of Equalization, California
already loses hundred of millions of dollars annually in tobacco taxes
because of smuggling and tax evasion.

No Education Funding

In 1988, voters passed Proposition 98, which set a funding prior-
continued on page 32

Southland Home Sales

continued from page 7

Down payment sizes are stable, as are flipping rates and non-owner
occupied buying activity, DataQuick reported.

All Homes No Sold No Seld Pct. Median Median Pct.

> © July-05 July-06 Chg July-05 July-06 Chg
Los Angeles 10,711 8,040 -24.9% $488K $520K 6.6%
Orange County 4,341 2779 -36.0% $601K $639K 6.3%
San Diego 4,765 3,370 -29.3% $496K $487K -1.8%
Riverside 5,762 4420 -233%  $385K $414K 7.5%
San Bemardino 4,084 3216 -21.3%  $328K $366K 11.6%
Ventura 1406 887 -369% S$579K $634K 9.5%
So. California 31,069 22712 -269%  $469K $492K 4.9%
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A Short Overview of Low Desert Communities

I’s been called the Low
Desert or the Palm Springs area,
Some people even think it is a
part of the Inland Empire. It has
been the home to desert rats and
rattle snakes. The tracks of
General Patton’s tanks from his
training days can still be seen.

It you stand in the right spot,
you can see The Angel on the
Mountain. It has been the home
to many Hollywood glitterati,
some of which got streets names
after them, although it is doubt-
ful that young people today rec-
ognize Fred Waring.

The hot springs drew the
crowd. After the war, Charley
Farrell’s Racquet Club and TV
show helped to make it famous.
Actually the show was Gale
Storm’s, but Farrell was elected
mayor. He wasn’t the only
famous Palm Springs’ mayor
either. Years later, pop star
Sonny Bono would also hold
that honor.

Other names commonly
associate with it include Frank
Sinatra, Bob Hope and Elvis
Presley.

The area has some of the
most expensive housing in

Substan

Southern California. It has
enough date palms to generate
an annual festival. It also has

some of the best restaurants
around.
On the map it is the

Coachella Valley. and while pri-
marily it is part of eastern
Riverside County, it functions as
its own separate world. Business
there relies on such groups as the
Coachella Valley Economic
Partnership.

The  Coachella  Valley
Economic Partnership’s purpose
is to expand and diversify the
regional of the
Coachella Valley without com-
promising each community’s
integrity and quality of life.

Its mission is to utilize a
team of investors, community
leaders, consultants and staff, to
market, facilitate and provide
economic information to its
clients, investors and communi-
ty for additional economic
opportunities for all residents
and businesses.

They recognize and cele-
brate individual community eco-
nomic identity, competition and
interests through their values of

economy

relationship building, shared
vision and ethics.

Among the communities In
the partnership are the follow-

ing:

Palm Springs

The City of Palm Springs is,
as we have established, interna-
tionally known as the play-
ground of the Hollywood stars.
It is a quintessential town where
you can walk down the scenic
and historic Palm Canyon Drive
for shopping, dining and people
watching.

The Palm
International Airport brings hun-
dreds of thousands of travelers
annually to the Coachella Valley.
The year 2004 was a record year
with 1.4 million passengers.
Served by 12 airlines with 55
daily flights to 16 non-stop des-
tinations, Palm Springs Airport
is just but one connection from
most markets across the United
States.

The airport’s airfreight facil-
ities, Interstate 10, and Union
Pacific Railroad provide multi-
ple transportation choices. The

Springs

Ranked by Number of Professional Staf]

] 1001 Yes

Yes

i

Yes

i

Yes
Yes

b

Palm Springs  Convention
Center recently doubled in size
with a $34.7 million expansion.

The city’s population is just
over 45, 000. That's a 6.8 per-
cent growth rate since 2000,

The Agua Caliente Band
of Cahuilla Indians operates
another of the city’s most
sought-after attractions, the Spa
Hotel and Casino

Palm Springs is the most
popular valley city for television
and film production. In 2004,
there were 781 days of produc-
tion throughout the valley, gen-
erating $22 million.

Wind farms, that dot the
land on the outskirts of Palm
Springs and the Green Energy
Peaker Plant, provide alternative
energy sources.

The Palm Springs
International Film Festival,
spearheaded by the late Mayor
Sonny Bono, draws more than
70,000 movie lovers and
moviemakers and Hollywood

celebrities  annually  every
January.
Cathedral City

The city of Cathedral City is

Abuse Programs in the Inland Empire

Adolescent Program (ther Services Top Local Executive
Group Sessions Title
Family Counscling Phooe/Fax

E-Mail Address

Yes Dr. Temetry A. Lindsey

Yes Presideny/CEQ

Yes (909) 881.6146/881-0111

No Art Earfl

Yes Chronic Pain-Medication Dependency Program Recovery Services Director

Yes (909) S58-9200/558-9262
www.llubme com

Yes Booker Bledsoe

Yes Admunistrator

Yes (909) 865-2336/865- 1831
bhs-inc.arg

No John Schwarziose

Yes President/CEO

Yes (760) TI3-4101/T73-4141
www beyfordoerierong

- .

No Detox, Outpatient, Sober Living, Rodger Talbott

Yeu DUl Prognam Chief Executive Officer

Yes (951) 421-7120421-7128
ralbon@cedarhouse. org

Yes Stacy L, Smith

Yes Domestic Violence, DUI Executive Director

No (909) 932-1069/579-0243
wwww.inlandvalleyrecovery ont

Yes ‘Residential Detox for Men, Residential Women Derrick Bruce Harvey

You ~ wiChildren, DUI Program, Esecutive Director

Yo Parenting Classes (951) 674-5354/674-5227

Yes Deborah Service

Yes Drug Count, Prop, 36 Administrative & Clinical Director

No (909) 989-9724/989-0249

deborah® matrixinstitute.ong
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the second largest city in the
Coachella Valley, enjoying its
reputation as a major business
center with large vacant devel-
opable
Interstate 10 and the

properties along
Union
Pacific Railroad’s transportation
corridor. New homes and a
newly created downtown with
city hall, an IMAX theater and a
mixture of national retail chain
stores and “mom and pop™ busi-
nesses help make Cathedral City
a small town community with
big city atmosphere between
Palm
Mirage.
“Cat” city’s population is
around 50,000. That’s an 18.7
percent growth rate since 2000,
Cathedral City has a good
inventory of vacant land for

Springs and Rancho

business development, including
retail and light manufacturing.

Downtown has been
reshaped into a business-friend-
ly locale of retail shops and
businesses.

A new city hall anchors a
redevelopment of the city's core
business district.

City of Coachella

The City of Coachella is
touted as “City of Eternal
Sunshine - Gateway to the
Salton Sea.” The optimistic slo-
gan understates the tremendous
large inventory of affordable
land, including large tract agri-
cultural acreage being converted
to meet the demands of business.
Coachella -- including the adja-
cent unincorporated communi-
ties of Thermal and Mecca -- are
surrounded by more than 70,000
acres of land irrigated by the
Colorado River via a strategic
canal system. The water has his-
torically been used to grow
some of many of California’s
largest crops of grapes, lemons,
oranges, avocados, figs and per-
simmons. Tomorrow, it will be
used to grow new business and
industry such as the proposed
entertainment district that could
include a theme park, hotels, a
sports stadium, junior college
and two Indian tribe-owned
casinos.

Its population is 30,764.

That’s a 354 percent growth
since 2000.

The city is located within the
Coachella Valley Enterprise and
Empowerment Zones, offering
tremendous state and federal tax
incentives for relocating busi-
nesses.

Highway 86, nicknamed
“NAFTA Highway,”
hundreds of truck trailers
between the United States and
Mexico through the center of
Coachella creating new prof-
itable import/export markets.

carries

Coachella is also poised to
take advantage of new develop-
ment surrounding the Salton
Sea, the largest body of water in
California. Some $1.2 billion is
committed to the Salton Sea
Restoration Project, which will
attract geothermal, and other
new energy development and
multiple new business parks.

The Imperial Irrigation
District supplies electricity at
lower rates than other energy
companies serving the
Coachella Valley.

Indian Wells

The City of Indian Wells,
touted as one of the wealthiest
per capita cities in America, is
home to the internationally tele-
vised Pacific Life Open Tennis
Masters Tournament at the
Indian Wells Tennis Garden, the
second largest tennis facility in
the nation. Organizations from
Fortune 500 to the Republican
National Committee flock here
for conferences. It’s no surprise
that the top banks, stock broker-
ages and accounting offices
have created a major financial
district here for the Coachella
Valley. Gated country clubs and
million dollar estates are plenti-
ful.

The Indian Wells population
is just under 5,000. That is a
25.3 percent growth since 2000.

Combined, there are 1,500
hotel rooms at the Renaissance,
Hyatt Grand Champions,
Miramonte and Indian Wells
Resort Hotels.

No.l in Riverside
County for income/capital and
bank deposits per capita, this is

the Coachella Valley’s financial
district, enticing brokerage,
accounting and banking firms.

Desert Town Hall Indian
Wells features
national and international fig-
ures such as Vice President Dick
Cheney, President Bush Sr.. for-
Britain  Prime
Minister Margaret Thatcher and
former Israeli Prime Minister
Benjamin Netanyahu.

lecture series

mer  Great

Indio

The City of Indio, known for
its International Tamale Festival
and Riverside County Fair and
National Date Festival, is the
largest and fastest-growing city
in the Coachella Valley. There is
plenty of available land for com-
mercial development. The city is
redeveloping its downtown to
attract more business, especially
retail. The Imperial Irrigation
District provides affordable
electrical rates for industry and
residential customers.

Indio’s population is just
over 66, 000. This represents a
34.6 percent growth rate since
2000. It has a straight link to
Interstate 10 (Los Angeles-East
Coast) and Hwy. 86 (the contro-
versial “NAFTA Highway™) to
Mexico. It's the center of the
Coachella Valley Enterprise and
Empowerment Zones, offering
tremendous state and federal tax
incentives for relocating busi-
nesses,

Indio has 606.9 acres of
available land for commercial
and residential development.
The number of firms in Indio
has risen from 837 in 1991 to
1,019 in 2003, a gain of 182
firms or 21.8 percent with a
large surge in 2003. Retail has
been the largest increase. The
City of Festivals hosts the
International Tamale Festival,
the Southwest Arts Festival,
Native American ceremonial
“pow wows” as well as world-
class polo tournaments,

Light manufacturing compa-
nies are the majority businesses
moving to Indio because of
available, affordable land and
lower energy rates.

La Quinta

The City of La Quinta, nick-
named the “Gem of the Desert,”
is consistently ranked as one of
the fastest-growing cities in
California. The city also has the
fastest-growing business center.
Over the last decade, there has
been a strategically planned
surge in retail and commercial
development, including the first
Super Wal-Mart
California.

La Quinta's population is
just over 36,145, which is a 52.5
percent growth rate since 2000.

SilverRock  Resort  has
opened with the 7,553-yard
Arnold Palmer-designed golf
course. The master plan calls for
another 18-hole golf course, a
high-quality hotel, a boutique
hotel, and retail shopping and
recreational facilities for the
community.

T h ¢ H i g Hiw ey
111/Washington Street corridor
is one of the fastest-growing
commercial areas in the
Coachella Valley because of
plentiful developable land.

The La Quinta Resort and
Club, opened in 1926, is one of
the best-known international
resort getaways for celebrities,
pro athletes, and industry lead-
ers.

store  in

La Quinta boasts some of the
world’s finest golf courses,
including PGA West and Rancho
La Quinta, home of the national-
ly televised SKINS Games.
Each year the La Quinta Ars
Festival welcomes the world to
view the works of over 250
North American artists in the
open-air atmosphere of town
center.

Since 1997, La Quinta has
generally added jobs faster than
the surrounding Inland Empire,
which is California's fastest-
growing major metropolitan
region.

Rancho Mirage
The City of Rancho Mirage
is one of the most vibrant busi-
ness centers in the Coachella
Valley with $94.9 million in
continued on page 20
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PXECEI T INE " NOTE'S

Golf Courses in the Inland Empire

continued on page 25

Listed Alphabetically

Mgmnt. Co. or Owner

Green Fees:

Length of Course (Yds.)

Year Built

Top Local Pro or Manager

The City of Rancho Cucamonga has again been awarded the

Certificate of Achievement for Excellence in Financial Reporting by

o r Type of Course Weekdays # Rounds played Yearly  Course Designer Title :
City, State, Zip Membership Fees Weekends Reservation Phone I’_h{-ng.’l'al\ the Government Finance Officers Association (GFOA) of the United
el Alkcioon States and Canada for its comprehensive annual financial report
Caliente Springs R.V. Resort Tim Manthei $12 785 1957 Dan Blomberg (CAFR), bringing it to 18 consecutive vears that the I ceive
& Golf Course Resort/Semi-Private $12 na Ray Ramirez General Manager [ - S ¢ years that the city has received
70-200 Dillon Rd. N/A (BRR) 894-7727 (760) 329-2979/251-2672 this award. The Certificate of Achievement is the highest form of
Desert Hot Springs, CA 92241 calientesprings@calientesprings.com recognition in the area of governmental accounting and financial
Calimesa Country Club Calimesa Country Club, Inc. $27 (w/cart) 5,970 1965 3 Troy Burton reporting, and its attainment represents a significant accomplishment
1300 S. Third St. Public : $35 (w/cart) 40,000 William Bell General Managet W a4 gover : geme . : . b :
B Y iy A c B Sty AR I__\ 1 government and its management Dan Duir, CPA, a
- Claremont resident and partner at Parke, Guptill & Company, LLP, FULL SBERVICE GRAPHICSB
Cathedral Canyon Country Club  Club Corp. $40 - $85 6,502 1972 Robert Burk CPAs, has been appointed as treasurer of AYSO. Rep 4 3
68311 Paseo Real Semi-Private $45 - $85 68,000 David Rainville General Manager Clare Park ; I a1 RO AN > Lk B, Wel oy o .
Cathedral City, CA 92234 $1.500 - $2,500 (760)325-6571 (760) 328-6571/328-6716 aremont. Parke, Guptill & Company, LLP is a CPA firm. found e g g
ed in 1964. The firm recently moved to : g : * Web Design
Colton Golf Course $15 3,108 1961 Tad Juday We : i oYGs 1 H.N oMidmg-m Onrio  Databasing
1901 W. Valley Blvd. Public $20 70,000+ Robert Trent Jones Sr.  GM/Superintendent from West Covina. Dan currently resides in Claremont with his wife, = smmence
Colton, CA 97324 N/A 909) 877-1712 (909) §97-1712/877-2226 - : Y B e
. CA 9732 N/ (909) 877-1712 877-1712/877-2226 Kelly, and their three sons, The Duir family is involved in several + Web Hosting
Cross Creek Golf Club Links M - $60-565 6.803 2001 Raidy Shantion sports, school and community activities. Dan is starting his eleventh « Graphic Desigr
43860 Glen Meadows Semi-Private $85 N/A Arthur Hills General Manager year of AYSO soccer. His wife, Kelly. serves on boards at the kids® * Corporate Ildentity
Temecula, CA 92590 $17-20,000 (909) 506-3402 (951) 506-3402/506-6802 . i ) : « Animated Logos
crofacreekgolfchub.com school lhe North San Bernardino Rotary Club has present A ek ;:” Tr R R
ed to Russell Fritz, one of the highest honors the club can bestow ting Collateral
Date Palm Country Club M.H.C. $45/935*% 3,083 1972 Victor Falo Fr | | . .
36-200 Date Palm Dr. Semi-Private $45/635% 35.000 Ted Robinson General Manager H-(./. W lur 15 also commanding officer of the San Bernardino chapter
Cathedral City, CA 92234 §2,000 (*Twilight) (760) 328-1315 (760) 328-6514/321-2473 of The Salvation Army, received the Jack R. Freeman Service Above Be Noticed!! Increase Business
G e $100 - W46 e Self .-\\\An.{l He received this award at the club’s annual award’s with Custom Design
19-300 Palm Dr. Public $110 45,000 Robert Trent Jones Jr.  General Manager meeting.The purpose of this award is to recognize individual
Desert Hot Springs, CA 92240 $200 (760) 251-5370 ggg:ﬁz;ig‘fj"”” Rotarians who have demonstrated exemplary humanitarian service,
in any form and at any level. It emphasizes personal volunteer efforts NMention this ad for a free consultation
Desert Willow Golf Resort Kemper Sports $65-875 7,056/6,913 1997/1998 Rodney Young and active involvement in helping others through Rotary. Fritz has
38995 Desert Willow Dr. Resort 75,000 Michael Hurzdan, General Manager i 5 YW 9 o 9 3 3 B 3 1 7
Palm Desert, CA 92211 N/A Dana Fry, John Cook  (760) 346-7060/346-7444 been a member of the North San Bernardino Rotary Club since mov . - =
(760) 346-7060 info@desertwillow.com ing to San Bernardino 10 years ago. He has been involved with www.mindseyes.net
Eagle Glen Golf Club Troon Golf M-Th $75/860/545 6930 1999 Phil I Rotary International since 1969. The Inland Empire Business Journal
1800 Eagle Glen Pky. Public F-S $100/$85/560 na Gary Roger Baird General Manager, PGA profiled Maj. Fritz in a recent close up article. . . 1
Corona, CA 92883-0620 N/A (909) 2724653 (951) 272-4653/278-0322
eagleglencg.com Having trouble keeping your website up-to-date?
. Naval Hospital in Long Beach, ;
El Prado (2 Courses) | $24 6,508/6,671 1976 Bruce Janke The Cost of the Crutch: i ORE St Does it take forever to get your website updated?
6355 Pine Ave. Public $32 55.000/57.000 H. & D. Rainville  General Manager continued from page 7 Mrs. Ford talked to her friends
ino, CA 91710 N/A (909) 597-1753 909) 597-1753/393-5( : , s paad for & tredtme 4
! i e many former addicts confessed ~ about the need for a treatment Fasr Weh RTaff SHSsmCCERe
5‘5‘;&““‘&'@“ erhouse, foc, $25 6,844 Y S John Crooker to dropping out of the program  ¢enter that emphasized the spe-
ngnn.m b Dr. !I;uI:hc (5:'0! ) 33,000 mgg{‘gﬂ; g‘o’;‘;“s’;s"g%?_uus at least once before making a  cial needs of women. Her good We can help!
& personal commitment. friend. Ambassador Leonard
El Rivino Country Club El Rivino Country Club, Inc. $I8 6,437 1956 William Anderson o 5 - Firestone, encouraged Mrs. Ford '
5530 El Rivino Rd. Public 31 na e s Golf Pro A.A. offers its 12-step pro- ) P W
Riverside, CA 92519 $48 (909) 684-8905 (951) 684-8905/684-7964 gram, but even that is not with- 10 pursue her dream and in 1982, E E[ trﬂte l€5 -------------------------------------
Empire Lakes Golf Course Crown Golf Properties $55/835% 5,200/6,923 1995 Eugene Park out some controversy. l,h“.\ co-founded the non-profit intemet commerce solutions [l
11015 Sixth St. Public $80/350* na Amold Palmer General Manager There are dozens of govern-  Betty Ford Center in Rancho ;
Rancho Cucamonga. CA 91730 Yes (*Twilight) (909) 481-6663 (909) 481-6663/481-6763 o s - = Mirage, California.
de@ebsisstakan ook ment run and faith-based pro- ey el °
S ' s iy e From its earliest days, the i
General Old Golf Course Donovan Bros. Golf $20/513* 6,753 1956 Sue Clionan 3 . there are the better.  Betty Ford Center has treated - Content management solutions
6104 Village West Dr Publi 205180 y Then there are the better- > i
pin e i § SEN318 o - General Manager ST women and men suffering from -- E-commerce tools and services
Riverside, CA 92518 N/A (*Twilight) (909) 697-6690 (951) 697-6690/697-6694 known facilities. The ones you b < ' : .

e : think of when vou hear the word  ¢hemical dependency. The cen- -- Online shopping carts and credit card transactions
llrﬁ Wm U\II! ‘llillu  Wells ik gg}ﬁ %Mmkeg.) ’}‘:dukobilmm Allenlo;ldu “rehab.” i ter has always saved 50 percent -- Website planning, design and implementation
mmm 10 N/A (760) 346-4653 (760) 346-4653/773-9032 Perhaps the greatest of these of its space for women and 50 -- Website project management services
e o i R AT O, S S 58 e is out in the desert---The Betty pcn:nl for _1'1_1_cn. Treatment 1? -- Website hosting
5215 Green River Rd. Public : $37 150,000 Lawrence Hughes General Manager Fo >nte is facility h: gender-specitic; women  anc -- Custom rch i
Corona, CA 92880 N/A (Jr. $10) (909) 737-7393 (951) T37-7393/737-7432 b;g:ma::"\:; ET ':l: )\':;'ll:ft ::: men reside in separate halls SHSICh SNgINS, (INSErorii RN

e so well knc a ; : :
‘ ' # 5 ur content
Green Tree Golf Course City of Victorville $19 6,643 1964 Janie Lynch almost a punch line for celebrity ~ Today the Betty Ford Center e e R
14144 Green Tree Bivd, 21 32,000 3 uch s stap 1€ 104 CEICDIT, LA 4 i look-and-feel of your site from the informational content.
144 Green Tree Blvd. ~ Public . Bill Bell Golf Activities Supervisor addiction offers programs for the entire
& ,]m ('m) 245-4860 (760) 245-4860/955-5279 clon. i ? i = ' e Your clerical staff can kECP your content up-to-date;
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“You're Hired!” Eight Ways to Ensure You’'re Saying These Two
Critical Little Words to the Right People

by Ruth Haag

In a tough marketplace
defined by intense global com-
petition and razor-thin profit
margins, your people are every-
thing. Think  about it
Competitors can steal your
ideas, copy your products, and
go after your customers—but
they can’t replicate the men and
women who make your compa-
ny work. Your employees are the
innovators who come up with
the next big idea that keeps your
company a step ahead of the
rest. That's why it's so critical to
hire the right people, says Ruth
Haag. And when you start look-
ing for that perfect employee,
you'll find that you have your
work cut out for you.

“Any interviewee can look
good for the brief time of an
interview,” says Haag, author of
“Hiring and Firing: Book
Three.” “When you are inter-
viewing someone, you are really
looking to avoid the 100 percent
failure points.

“There are two main princi-
ples I urge employers to follow,”
she adds. “One, realize that you
can’t identify the right person
for you, but you can screen out
the wrong person for you. And
two, if you do realize you've
made a mistake, get rid of the
non-performer quickly. Low
performers can destroy your cul-
ture and, ultimately, your com-
pany.”

First things first: hiring. In
her book, Haag lays out what
employers should and shouldn’t
do during the hiring process,
from reading the resumés to ask-
ing the right interview ques-
tions. Take a look at a few of her
easily executed tips that are sure
to help you find better employ-

ees for you and your company:

Set crystal clear hiring
goals. Before you do anything,
from placing a help wanted ad to
conducting the first interview,
make sure you know exactly
what you want in a new employ-

ee. Not only does the person
need to have the necessary expe-
rience, he or she will also need
to share your basic work philos-
ophy. *You must determine what
you want out of a new employee
with regard to both experience
and work ethic,” says Haag.

tion to what your applicants’
resumés say can make a huge
difference when it comes time to
decide who would make the best
employee for your organization.
“No one can read a resumé and
determine if the candidate will
succeed in his company,” says

“You may not
find someone
who meets all
of your hiring
goals, but hav-
ing goals will
help you weed
out those who
don’t fit with

“It's more important than ever
that you hire people who give
your company a critical edge.
Author Ruth Haag explains
how to separate the wheat
from the chaff.”

Haag. “But you
can look at a
resumé and be
100 percent
sure someone
will not suc-
ceed. Look out
for red flags that
indicate some-

you at all.”

Never hire anyone until
you've conducted a thorough
interview. Interviews provide a
way for you to assess whether
the candidate completely lacks
skills, knowledge, and attitude
that are necessary to perform the
job. “Some supervisors tell me
that they hire everyone and let
the training sort them out. They
feel that there is a ‘niche’ for
everyone,” says Haag. “But
there really are some ‘nicheless’
people.”

Know the right questions
to ask. To get all of the informa-
tion out of the interview that will
help you make the right hiring
decision, you have to ask the
right questions. Make sure you
learn all that you can about the
person’s training, job experi-
ence, and perhaps most impor-
tant, work ethic. “Remember to
keep the interviewee's personal
life out of the interview.” says
Haag. “Make sure that you
clearly explain to him what you
want out of the person you hire
for the job and then allow the
interviewee to determine if his
personal life will be able to han-
dle your requirements.”

Reading the resumés. It
may not be your idea of great
reading, but it is necessary read-
ing when choosing a new
employee. Paying close atten-

one isn't right for you. Things
I'm always on the lookout for
include gaps of unemployment,
a lot of job hopping, or an inap-
propriate presentation. Reading
the resumés is a great way to
find out who will definitely not
work, so that you can weed them
out of the hiring process.”

Never make it sound like a
candidate already has the job.
Sounding overly sure you are
going to hire someone happens
for many reasons. Sometimes
inexperienced interviewers may
commit this sin out of nervous-
ness, or experienced interview-
ers may want to avoid making
poor candidates feel bad. Or an
interviewer may jump the gun
because she really likes a candi-
date and gets excited about
snatching him out of the job
market. “Regardless of the rea-
son, take care to avoid giving a
candidate a false belief that you
will hire him,” says Haag. “Even
if you think someone is perfect
for the job, don’t hire him in the
heat of the moment. Tell him
you will call him in a few days
so that you have time to really
think about all of your options.”

Always ask about a candi-
date’s past work experiences.
Be sure to listen closely to what
she says about the topic. You
might discover that she claims to
have had an experience at a

company that just doesn’t add
up. “A candidate may tell you
that she left her previous job
because her fellow employees
were complaining to her super-
visor that she wasn't working
hard enough,” says Haag, “Of
course, she will hasten to reas-
sure you that that isn't true. But
think about your past work
experiences. Most likely, when-
ever there has been a complaint
about someone not working hard
enough, she really wasn't work-
ing hard enough. If you take the
time to consider the story, you
may think twice before deciding
to hire.”

Reference checks usually
aren’t worth your time. The
problem with reference checks
is that most of the people you
call as references aren’t being
forthright. Previous employers
don’t often say bad things about
their departed employees. If the
person’s employment ended
poorly, chances are his employer
is happy to get rid of him and
may give him a good reference
to make sure he stays away.
“While the information can be
useful on some levels, you
should never base your final hir-
ing decision on a reference call,”
says Haag, “They are simply too
unreliable.”

Too much concern about
money is not good. A sure sign
that someone isn’t the right per-
son for the job is a preoccupa-
tion with how much money
comes with the job. If she is
overly concerned about money
during the interview, chances are
that attitude will carry over into
the job itself. Look for people
who are enthusiastic about what
they bring to the table and who
express an interest in profession-
al growth. “You want to find
someone who wants the work
itself, not just the paycheck,”
says Haag.

Not only is taking steps to
continued on page 26
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Taking Flight in the Inland Empire

by Joe Lyons

Back in the days of the bi-
plane. all you needed in order to
land was an open field. A cow
pasture would do nicely. So
would a county fairground, as
many barnstormers proved.

As air navigation, passenger
service and jet travel developed,
airports became more sophisti-
cated, with longer and thicker
runways and jetways so people
could get on the plane without
the inconvenience of stepping
outside.

Ever since then, things have
changed. Security measures
introduced after 9-11 changed
the operation of even the newest
facility

Still, the Inland Empire has
any number of facilities. Some
are state of the art. Some are lit-
tle more than landing sites.

The queen of the Inland
Empire airports would have to
be Ontario Intemational Airport.
ONT is a medium-hub, full-
service airport with commercial
jet service to major U.S. cities
and through service to many
international destinations. ONT
is located here in the Inland
Empire. approximately 35 miles
east of downtown Los Angeles
in the
California. The airport is proud

center of Southern
to be the centerpiece of one of
the fastest-growing transporta-
United
service area

tion regions in the
States. ONT’s
includes a population of six mil-
lion people living in San
Bernardino and  Riverside
Counties and portions of north
Orange County and east Los
Angeles County. Passenger traf-
fic at ONT has been increasing
steadily for the past 10 years. In
2005, 7.2 million passengers
used the airport and 561,756
tons of airfreight were shipped.

ONT’s 224 daily flights pro-
vide service to every major city
in the U.S. ONT's airlines
include AeroMexico, Alaska,
American, Continental, Delta,
jetBlue, Lineas Aereas Azteca.

Southwest, ATA, United, and
US Airways. The "new" Ontario
International Airport opened
Sept. 27, 1998. The $270 mil-
lion project included two new
terminals at 265.000 square feet
each for a total of 530,000
square feet, a new ground trans-

portation center. an additional

parking lot and new roadway
system, airfield improvements,
landscaping, and a site storm-
drain system. The new termi-
nals are eight times larger than
the former terminal and can
accommodate up to 10 million
passengers a year. When pas-
senger traffic at ONT reaches

10 million in two consecutive
years, the third terminal will be
constructed in-between the
other two.

ONT is also the center of a
rapidly developing freight
movement system that includes
the airport, two railroads, four

continued on page 38

Name

City

Telephone

Charge my gift to my credit cand: 0 Visa

Account No.

Signature

03 £250 Provides cleft surgery for one child.
M £125 Covers half the cost of one surgery. 1 §

This Holiday Season,
Give The Gift OLASmile.

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

[ $§ 50 Provides medications for one surgery.
We'll gratefully aceept any amount.

Address

State Lap

eMail

0O AMEX

Exp. Date

O MasterCard

Send this coupon with your donation

The Smile Train
P.O. Box1979
Rancho Cucamonga, CA, 91729-1979

.......................................................................
* Al panpeogram expenees, such ss overheml and fund-mising. ere paid S with stan-up
crcognesed by the TRS, ad all donations o The Smzle Train are fax<bedectihl

0 Discover

2051 21003ZFENOY !

ants {rem our leanding sapporiers. The Sesile Train is @ 501 (eX3) monpeodit

in sccondance with TRS regalations. € 2005 The Seile Train.

Make check out to
“The Smile Train.”

Wy
T'heSmilelrain

Chayging The Workd Ulse Sonile A8 A Tiene

1-877-KID-SMILE

www.smiletrain.org
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COMMENT

by Bill Leonard
Member State Board of Equalization

One of the choices voters
will face on this November’s
ballot is Prop. 1D, a $10+ billion
school bond. Knowing that, I
read with interest an Ohio
Legislative Service Commission
study about the costs of school
construction in that state. The
study found that a 1997 law

exempting public school con-
struction from prevailing wage
laws reduced the cost of school
construction by more than 10
percent. I suspect the difference
in California would be more
pronounced, and imagine what
an extra $1 billion could build.

Low Desert
Communities

continued from page 15

retail sales (3rd quarter 2004).
Smartly designed, gated country
clubs, golf courses and luxury
million dollar estates make the
city a highly-touted address for
chief executive officers.

Its population is almost
17,000. That’s a 23.9 percent
growth since 2005.

Eisenhower Medical Center
has been recently named one the
top 100 hospitals in the nation.
‘Bhe center’s family of services
includes the celebrated Barbara
Sinatra Children’s Center and
Betty Ford Center.

The River at Rancho Mirage
is a themed retail center with
national, regional and local busi-
nesses including several well-
known Southern California
restaurants.

The Lodge hotel at Rancho
Mirage has been the location for
several national television spe-
cials.

Bermuda Dunes

Bermuda Dunes is primarily
a residential area of about 3,000
residents and home to the
Bermuda Dunes Airport, a pri-
vate airfield. 4

Mecca - Thermal - Oasis

Situated in the heart of the
farming
community, the unincorporated
communities of Mecca, Thermal
and Oasis are now poised o also

be a major business and residen-
tial corridor.

There are approximately
2,500 developable acres for
commercial, light manufactur-
ing and business parks in the
corridor, according to the
Riverside County general plan.

Interstate 10, Highway 111,
the Highway 86 Expressway, the
Pacific Union Railroad and the
Jacqueline Cochran Regional
Airport, whose main runway has
been extended to 8,500 feet to
accommodate large aircraft,
strategically serve this area.

New transportation routes
also include the proposed East
Valley Expressway; a proposed
six-lane, nine-mile expressway
would connect Monroe Street to
Highway 86 along Avenue 62
that would benefit long-term
business transportation. The
proposed $26.5 million project
would be included in Riverside
County General Plan.

A 157-acre business park
and a 30-acre business complex
are proposed for the area.

Workforce training will be
enhanced by the creation of a
new 100-acre College of the
Desert Eastern Valley campus in
Thermal. Classes are expected
to begin in fall 2006.

The developing residential
community of Vista Santa Rosa
is located nearby.

There are of course, many
other desert communities, and
the Journal will profile them at a
later date. (Date! Get It?)

MAXIMIZE YOUR
HIRING INTELLIGENCE

*Narrow the External Candidate Pool to

= .

CHARACTER AND BEHAVIOR CO !

CALLTODAY

the Best Possible Matches with
RS FOR YOUR
«Compare the Character Qualities of
-Build Stronger Teams of Compliment -
and Compalibh?m";oyen a ==i ‘I=

E=E s
-Enhance Individual Job Performance and £ a2
Ovmlleducﬁvlty A-CHETCK
+Increase Employee Retention and America, Inc.
Reduce the Cost of Turnover www.acheckamerica com

The MERIT Profile from A-Check America provides character & behavior assessments
Comistently identify quality people with the most likelihood of sucoess for you

Maximizing EmpLoYEE RESOURCES..

. IMPLEMENTING TRANSFORMATION
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SAN BERNARDINO COUNTY
Food Facility Closures within the last two (2) months

TRITON

Communics

Incorporated on August

customerns.

staff and our installation and service technicians have an
lowing is 4 list of our services

« Sales and Service of refurbished (Nortel, Toshiba) & new (NEC) ielephone sysiems and equipment

» Complete System cabling of voice, dats, and computer

« Voice Mail and Paging systems to Video conferencing and Call Accounting systems

« Providing Local Dial Tone, T1, Long Distance and 800
« VoIP solutions

P Ve T =

Triton Communications, Inc.

663 Brea Canyon
Walnut, CA

Phone:900 594 5895
Fax:909.598.2832
WWw ritoncomm.com

| Please allow ux 1o introduce ourselves: Triton Communications, Ine., o full
= service telecommunications company. Originally formed in 1981, and

installation service for Rolm of California. In 1985, Triton
Communications, Inc. became an interconmect and began to serve its own

=y . W are very proud to say that many of our original customers are still with
us today. Please review the list of services and qualifications below. We are certam you will find that Triton
Communications, Inc. can be of assistance to you and your company. We have a very well trained 1echnical

itions, Inc

12th 1982, We began as a contracior providing

average of fifieen years experiénce cach, The fol-

networking.

numbers

Road Ste. 4
91780

Apple Valley

SUNRISE DONUTS
21691 Yucca Loma Rd.
Date Closed: July 6, 2006
Reason for Closure: Vermin
infestation

Date Reopened: July 7, 2006
Comments: Permission granted
to reopen at 10:00 PM on 7/7 to
start operations for the next
day's business

Big Bear lake

B's BACKYARD BARBEQUE
350 Alden Rd.

Date Closed: June 2, 2006
Reason for Other
unsafe conditions; lack of a valid
health permit

CLUB THE

40671 Village Dr.

Date Closed: May 8, 2006
Reason for Closure: Lack of hot

Closure:

walter
Date Reopened: May 8, 2006
Comments: Hot water restored

Bloomnigton

MOON LIGHT FARMS

10510 Cedar Ave.

Date Closed: May 19, 2006
Reason for Closure: Vermin
infestation

Date Reopened: May 22, 2006
Comments: Pest control services
have been contracted to trap
rodents; cleaning of droppings
done

Fontana

PESCADERIA MR. FISH
16339 Arrow Blvd.

Date Closed: August 1, 2006
Reason for Closure: Lack of hot
water

Date Reopened: August 2, 2006
Comments: Hot water restored.

Highland
TACOS Y BIRRIA APATZIN-

GAN
26498 Baseline St., Ste. D

Date Closed: July 7, 2006
Reason for Closure: Unsafe food
temperatures; other unsafe con-
ditions

Date Reopened: July 10, 2006
Comments: Critical violatons
corrected

Needles

RANCHO TACO SHOP

1127 E. 4th St.

Date Closed: June 23, 2006
Reason for Closure: Unsafe food
temperatures; insanitary condi-
tions; other unsafe conditions
Date Reopened: June 27, 2006
Comments: Critical violatons
corrected

JACK IN THE BOX

2217 St.

Date Closed: July 6, 2006
Reason for Closure: Sewage
contamination

Date Reopened: July 7, 2006
Comments: Sewage line repairs
made, floor restored, all surfaces

cleaned and sanitized
Ontario

MARY'S MEXICAN FOOD
1437 N. Mountain Ave.

Date Closed: August 15, 2006
Reason for Closure: Unsafe food
temperatures; insanitary condi-
tions; other unsafe conditions;
vermin infestation

PANDERIA JALLISCO

1825 4th St.

Date Closed: August 11, 2006
Reason for Closure: Other
unsafe conditions

MR. YOU CHINESE RESTAU-
RANT

978 N, Mountain Ave.

Date Closed: May 18, 2006
Reason for Closure: Other
unsafe conditions

Date Reopened: May 19, 2006
Comments: All non food contact
surfaces have been cleaned; all
food contact surfaces have been
cleaned and sanitized. All
exposed food items have been
properly discarded.

Rancho Cucamonga

WOO JUNG OAK BBQ

9339 Foothill Blvd. Unit |

Date Closed: June 15, 2006
Other
unsafe conditions; other unsafe

Reason for Closure:
conditions

Date Reopened: June 19, 2006
Comments: Critical violations
corrected

Redlands

EL TACO MIO

416 W. Colton Ave.

Date Closed: August 23, 2006
Reason for Closure: Unsafe food
temperatures
Date Reopened:
2006

Comments: Refrigeration has

August 25,

been repaired.

San Bernardino

LYRICS BAR & GRILL

471 W. 4th St.

Date Closed: May 24, 2006
Reason for Closure: Unsafe food
temperatures; insanitary condi-
tions; sewage contamination;
vermin infestation

Date Reopened: May 26, 2006
Comments: Critical violations
corrected

LAS TORTAS
FOOD #1

1014 N. Waterman Ave. #A
Date Closed: April 28, 2006
Reason for Closure: Lack of hot
water; unsafe food temperatures;
insanitary conditions

Date Reopened: May 15, 2006
Comments: Critical violations

MEXICAN

corrected

ZABELLA'S

855 Alabama Ave.

Date Closed: July 18,
2006

Reason for Closure:
Sewage contamination
Date Reopened: July 19,
2006

Comments: Sewage clog
has been repaired.

Rialto

BAYOU CLASSIC CUISINE
883 E. Foothill Blvd.

Date Closed: May 16, 2006
Reason for Closure: Insanitary
conditions; unsafe food temper-
atures; vermin infestation

Date Reopened: May 17, 2006
Comments: Refrigeration has
been repaired; some cleaning
has been done

Running Springs

LLOYD!S: JOF
SPRINGS

32114 Hilltop Blvd.
Date Closed: May 19, 2006
Reason for Closure: Unsafe food
temperatures; other unsafe con-

RUNNING

ditions

Date Reopened: May 23, 2006
Comments: Critical violations
corrected

BAMBOO GARDEN

228 W. Hospitality Lane

Date Closed: April 28, 2006
Reason for Closure: Lack of hot
water; vermin infestation; insan-
itary conditions

Date Reopened: May 9, 2006
Comments: Facility met stan-
dards to be reopened

Victorville

THE NEW REFLECTIONS
14961 Circle Dr.

Date Closed: August 17, 2006
Reason for Closure: Lack of a
valid health permit

Date Reopened: August 18,
2006

Comments: Permission granted
to reopen. Payment received in
full on August 17, 2006.

Riverside County Environmental
Health Services does not list
food facility closures.
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Choosing the right
health care coverage plan
shouldn’t be a pain in the neck.

(Don’t worry, we offer chiropractic coverage.)

We help make it easy for you to give your employees the right plan at the right price.

We offer a broad range of affordable plans designed to fit almost any budget. Plus, when you
select health care coverage plans from UnitedHealthcare, now sold by PacifiCare, you gel access PacifiCare

to online tools that make benefit administration a snap. And if you still think you need chiropractic

erage, we can take care of that, too

To find out which of our plans is right for you, please visit www.pacificareandyou.com/Inland
or call us at 1-800-701-1393 or contact your PacifiCare broker.
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Attention:
Teacher wanabees
Local class starts
September 8th

Instructors Needed:
Get Paid to Teach What
You Already Know!

Just four hours a week for
14 weeks and you qualify for a
California designated subject
teaching credential, in your
field. Skilled professionals
can be teaching career and
technical education courses
starting in January 2007 at the
non-profit Academy for Career
Training adult/vocational
school or any public/private
adult school, community col-
lege or Regional Occupation
Program with one course in
teaching techniques to be
offered locally starting Sept. 8,
2006. The Friday night class
runs from 5-9 p.m. and meets
at the ROP Center, 47-2366
Oasis Street, Indio. The State
of California  recognizes
“whom better to teach skills
training than someone who has
worked in the field for at least
five years and has a high
school or GED diploma.”
Because of the drastic need for
more skilled professionals, the
state will give you credit for
your work experience. Help
deserving adults to reach their
potential while helping your
community to grow and pros-
per. These classes are offered
by University of San Diego,
Fast-Track Teacher
Credentialing Programs, 74-
140 El Paseo, Ste. 4247, Palm
Desert, CA 92260
guzzetta@dc.rr.com

Riverside Community Health Foundation
cordially invites you fo its

M@l MlelRrS
f1or Night and Cool Fun
ar the Gala

Saturday, September 30, 2006
5:30 to 11:00 p.m.

Riverside Community Health Foundation
4445-A Magnolia Avenue * Riverside, California

National Association of

Women Business Owners

September 21 LUNCH meeting
Registration at 11:15am, Lunch at 12:00pm
Doubletree Hotel Ontario Airport

EMPLOYMENT LAW:; SPEAKER: Laura Petroff
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Wednesday,
September 20

Women in Leadership
Development Present
“Top of the Ladder
Series” CATFIGHT!
Women on Boards .the
debate!

Sponsor: College of
Business and Public
Management University of
La Verne

Time: 3:30 pm until 5 pm
Place: Pacific Palms

Address: One Industry
Hills Parkway, Industry
Price: $40

Please RSVP: Erica Arias
at ariase@ulv.edu or
(909) 593-3511 ext. 4202

LR
Save thi\.;l)ate!
Saturday, October 14, 2006 at 6:00 p.m.
For A Unique Evening of Imagination & Exploration
at the NEW Vietoria Gardens Cultursl Center in Rancho Cucamonga
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Handling objections effec-
tively is often the hardest thing a
salesperson will have to do
What they often don’t realize is
that an objecting customer is a
good thing--it means the cus-
tomer is interested enough in his
solution to talk about it. An
objecting customer is handing
something to you on a silver
platter—an opportunity for a
“precious moment,” a chance o
differentiate yourself as a sales
superstar. In order to gain the
customer’s trust and to proceed

hand-in-hand toward a win-win

Overcoming Objections:
7 Easy Steps to Vaporize a Customer's Objections

by Daniel Adams

solution, the salesperson needs
to be prepared to vaporize any
objections. Here are seven sim-
ple steps to “Vaporizing” any
customer objection.

1. Anticipate

Step one in handling any
objection is to ensure that you
are not surprised, and therefore,
perhaps defensive. Work with
your marketing department or
find a veteran rep that can help
determine the top five objections
you may be facing. Research!

Put yourself in your customer’s
shoes and ask what might be
undesirable about the proposed
solution. Role-play until you are
very comfortable addressing
each objection. Even the most
complex and technical products
and solutions end up having only
a handful of key objections.

2. Confirm the Issue

You need to thoroughly
understand your customer’s
articulated issue. Let’s say your
customer gives you the standard

“your price is too high™ objec-
ton.

If you are an ‘average rep,’
you sprint back to your manager
and request an additional 10
points of discount. Your manag-
er is already at his discount
limit, so he must call corporate
headquarters to obtain permis-
sion for the deep discount. After
receiving a “yes” from the CEO,
your manager calls you at home
with the great news. The next
morning, you dart into your cus-

continued on page 33

Golf Courses in the Inland Empire

Listed Alphabetically

continued from page 16

continued on page 36

Course Name Mgmnt. Co. or Owner Green Fees:

Situated on expansive homesi

opportunity to live the life

Pricing starts in the low $1,000,000's.

Brokers Welcome 3%"*

PHASE i
NOW SELLIN
Visit today & walk

the breathtaking
homesites.

Hurry so y¢ | don't

REDLANDS

THLE

W SUMMAT

o

SUMMbBT

Up to six bedrooms
Up to 4,959 Sq. Ft
(909) 794-8393
Summit-Redlands.com

MODELS NOW OPEN

(=)

Address

City, State, Zip

Hidden Spring Country Club
15500 Bubbling Wells Kd.
Desert Hot Springs, CA 92240

Hidden Valiey Golf Club
10 Clubhouse Dr
Norco, CA 91760

Indian Hills Golf Club
5700 Clubhouse Dr.
Riverside, CA 92509

Indian Palms Country Club
48-630 Monroe St
Indio, CA 92201

Indian § Golf & Country Club
46-080 Jefferson St.
La Quinta, CA 92253

Indio Golf Course
83-040 Ave. 42
Indio, CA 92201

Jnrulﬁ Hills Country Club
6161 Moraga Ave,
Riverside, CA 92500

La Quinta Dunes Course
49-499 Avenida Vista Bonita
La Quinta, CA 92253

La Quinta Mountain Course
49-499 Avenida Vista Bonita
La Quinta, CA 92253

Marriott’s Rancho Las Palmas
42000 Bob Hope Dr.
Rancho Mirage, CA 92270

Marshall Canyon Golf Club
6100 N. Stephens Ranch Rd.
La Vemne, CA 91750

I'ype of Course
Membership Fees

Public
N/A

Riverside Golf Courses
Public
N/A

Cox/West Properties
Public
$80 (Men's Club)

Dave Weimert
Resort
£2,100

Roger Snellenberger
Semi-Private
IN/F

City of Indio
Public
N/A

Robela Corp.
Public
N/A

KSL Recreation
Resort
N/A

KSL Recreation
Semi-Private
N/A

Marriott
Private/Resort
$5,300

James Duffin 11
ublic

N/A

Wedkdays
Weekends

$10-$15
$10-815

£70
$90

$29
$47
(w/cart)

$45-570
$45-870

$65 (N.-D.)/$75 ().-Mar.)
$75 (N.-D.)/$85 ().-Mar.)

S15

$15

$27 (Sr. $24)

S44

(wfcart)

5145 (Nov. - Apr.)

$145 (Nov »\prl

$235 (Nov. - Apr.)
$235 (Nov. - Apr.)

5109
S119

$20
$25

Length of Course (Yds.) Year Built Top Local Pro or Manager

# Rounds played Yearly

Course Designer

Title

Reservation Phone

1,054 1977
na Unknown
(760) 329-8816

72

Phone/Fax
E-Mail Address

(760) 329-8816/329-4414
hiddenspringsce@ juno.com

6. 1997 Jason T.L. Wood
51,000 Casey O'Callaghan l)lrv:nlnr nl Golf/GM
{909) 737-1010 (951) 737-1010/737-2424
jwood@ huhkm alleygolf.com
6,140 1965 Paul Dietsche
60,000 Harold Heers Head Golf Pro PGA
(909) 360-2090 (951) 360-2090/685-0990
karenv l@earthlink.net
6,400 1948 Mark Schiebach
40,0004+ Cochran/Detweiler General Manager
(760) 347-2326 (760) 775-4444
6,713 (Gold Tees) 2000 Neil Finch
30,000 Dave Ginkel PGA, GM, Dir. of Golf
(760) 775-3360 (760) 775-3360/775-3363
3,004 1964 Mike Carroll
50.000 Larry Hughes PGA Golf Professional
(760) 347-9156 (760) 347-9156/347-5282
6,020 1960 Jason Tayor
na Biily Bell Director of Golf, PG
(909) 685-7214 (951) 685- 7214/6“-475”
6,750 1985 Paul McCormick
30,000 Pete Dye General Manager, PGA
(800) 742-9378 (760) 564-7686/771-5735
6,750 1985 Paul McCormick
40,000 Pete Dye General Manager, PGA
(800) 742-9378 (760) 564-7686/771-5735
6.089 1977 Steve Schaller
45,000 Ted Robinson Director of Golf
(760) 862-4551 (760) 862-4551/862-4582
sschaller@ezlinksgolf.com
6,100 1966 Dan Larsen
80,000 Adams, Latham, Kripp & Wright  PGA Professional

(909) 593-8211

(909) 593-8211/593-3050
www,marshallcanyon.com

GABRIEL ENVIRONMENTAL SERVICES

-

ABRIEL

ENVIRONMENTAL SERVICES W W W

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

wgabrielTemyiTonmental

951-545-0250

- €C O m

* Phase Il * Mold

* Asbestos * Lead
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Building Blocks for a Successful Team

by Lawler Kang, Website www.lawlerkang.com

The key to management is
making teams work. It doesn’t
matter if you are a hospital
administrator running a wing or
an order-entry manager looking
for six sigma perfection. If you
can’t make a conglomeration of
skills, experiences, back-
grounds, values and mindsets
called a ‘team’ be productive
both your organization and your
personal success will be severe-
ly thwarted. :

So how does this collective
catharsis come about? Here are
a few building blocks for creat-
ing a team that not only dents
the door of poor performance,
but potentially blows it off its
hinges.

The first and most important
building block is to make sure
you, the leader, are passionate or
inspired about the focus of this
effort. This is absolutely critical
as the leader sets the tone and
culture for the team. How do
you identify and align your per-
sonal passions with this mis-
sion? Look back through your
range of life experiences to cull
out those brilliant nuggets of
what you absolutely loved about
particular experiences. Look
for patterns in these nuggets and
connect the dots with your cur-
rent mission.

If this doesn’t tie out, then
you may not be the best person
to run this particular team.
Although this may seem like
career suicide,
believe taking on projects you
could care less about will boost

do you really

your tareer without burning you
out? It may be heroic to boldly
shoulder projects and teams that
are heavier than a black hole,
but the odds of your energy
being sucked over the time hori-
zon, never to return, are quite
real.

The second building block
is to ask potential team mem-
bers to go through a similar
exercise to explore their person-
al passions and current mission.
The reason behind this is sim-
ple. A surefire way to minimize
risk of team dissonance is to
align the missions and passions
of the leader with those of the
rest of the team. Once you all
are on the same impassioned
page. the ability for group
speed-reading with excellent
retention and comprehension
will suddenly appear.

Building block three is to
take a good inventory of your
potential team member’s offer-
ings, bearing in mind that you
want to emphasize their assets
while minimizing their liabili-

ties. Ask them to fill out a “per-
sonal balance sheet.” List short-
term assets and liabilities that
are skill sets. Take a close look
at the functions they excel at
and those that repeatedly appear
on performance reviews as
‘areas for improvement.’

Separate the long-term
entries into two categories: val-
ues and experiences. Values are
those qualities with which team
members respectively love and
hate to work. Experiences, on
the asset side, are those life
experiences you want to draw
on all day. The liabilities entries
are those life experiences you
still want to have (your
dreams!). The reason they are
“liabilities” is that they haven't
been realized yet and they are
accruing lifetime interest.

Why is this detailed and
squishy information so impor-
tant? A few reasons. First, you
want your team not to be
agglomeration of pitchers; you
want the best pitcher, the best
catcher, first baseman, etc. you
can find for your specific needs.
Matching up requisite skill sets
with those on their balance
sheets is a good way to select
your squad.

Second, skill sets are only a
small part of what makes teams

really thrive. Having a common
set of values is absolutely criti-
cal to the
efforts. Additionally, the more
your team members can draw

success of your

on their life experiences in their
daily affairs, the more fulfilled
(and productive) they will be.
Once the team has come
ln:_'c'lhcr.
statement for the
Something short, sweet and per

generate a mission

group.

haps a little sassy that plainly
spells out how you will measure
your combined success

The more you can align
your team members’ dreams
with the goals or outcomes of
your project, the more of their
personal passions you will be
able to draw on. It could be
something simple, like giving
someone who has always want-
ed to visit the Grand Canyon a
free ticket for outstanding per-
formance. It could be giving a
team member a savings bond to
help send their child to college.
Being able to undersiand the
real reasons why your team
members are going to give this
project their best is understand-
ably a blessing in terms of moti-
vating and compensating them
for their (impassioned) efforts.

Generating Energy
continued from page 12

you fill your lungs to the count
of 10, hold to the count of 10.
and then exhale to the count of
10. If you do this seven to 10
times, two or three times per day,
you will be amazed at how much
fresher and more relaxed you
feel.

6. Proper attitude. Positive
Mental Attitude seems to go
hand in hand with great achieve-
ment and success in every walk
of life. The more positive you
are, the more energy you have.
The more posmvc you are, the

happier you are. The more posi-
tive you are, the more positive
are the people and situations you
attract into your life. The more
positive you are, the easier it
seems for you to get the cooper-
ation of other people. The more
positive you are, the more effec-
tively you perform.

Everything that you do
counts in some way. Nothing is
neutral. Everything either helps
you or hurts you. Everything
either adds up or takes away.
Everything either propels you
toward your goal or moves you
away from it. Everything counts.

“You’re Hired!™

continued from page 18
find the right person good for
your company in a “big picture”
way, it yields a “small picture”
benefit as well: it keeps you
from having to say those two
awful words. (*You're fired.”)
“Firing employees is one of
the most unpleasant experien-
ces for many supervisors,” says
Haag. “Donald Trump may
enjoy it, but a majority of super-
visors do not. If you know what
to do before and during the hir-
ing process, you will be able to
avoid those dreaded words by

hiring the right employees who
will last for years at your organ-
ization.”

For more information, please
visit www.haagpress.com.

ORDER YOUR
SUBSCRIPTION
TODAY!

See page 13 for details!
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continued on page

Hotel
Address
City, State, Zip

Renaissance Esmeralda Resort & Spa
44-400 Indian Wells Lane
Indian Wells, CA 92210

Hyatt Grand Cham muh Resort & Spa
44-600 Indian Wells
Indian Wells, CA ‘h“lll

Pechanga Resort and Casino
45000 Pechanga Pkwy
Temecula, CA 92595

DoubleTree Hotel Ontario
222 N. Vineyard Ave
Ontario, CA 91764

Wyndham Palm Springs
888 E. Tahquitz Canvun Way
Palm Springs, CA 92262

Marriott
3400 Market St
Riverside, CA 92501

Marriott Ontario Airport
2200 E. Holt Blvd
Ontario, CA 91761

Doral Palm & SPrmgx Resort
67967 Vista Chino
Cathedral City, CA 92234

Mission Inn Hotel & Spa
3649 Mission Inn Ave.
Riverside, CA 92501

Hilton San Bernardino
285 E. Hospitality Ln
San Bemardino, CA 92408

Sheraton Suites Fairplex
601 W. McKinley Ave
Pomona, CA 91768

Double Tree Claremont
555 W, Foothill Blvd.
Claremont, CA 91711

Hotel Zoso
150 S. Indian Canyon Dr.
Palm Springs, CA 92262

Ayres Hotel & Suites
1945 E. Holt Blvd
Ontario, CA 91764

Courtyard by Marriott
1510 University Avenue
Riverside, CA 92507

Northwoods Resort
40650 Village Dr.
Big Bear Lake, CA 92315

Suites Ontario Mills
4370 Mills Circle
Ontario, CA 91764

Best Western Heritage Inn
8179 Spruce Ave.
Rancho Cucamonga, CA 91730

SR o
Ontario, CA91764 N

Ayres Inn
2260 Griffin Way
Corona, CA 92879

# of Rooms
# of Suites

285
13

239
29

0
247

180

165
5
0

167

163

148
9

101
0

Inland Empire’s Largest Hotels

Ranked by Number of Rooms

Total Meeting
Sq. Ft.
Largest Group

S§2.000)
2,000

8,000
2,500

43,000
2,000

25,000
1,200

30,000

14,000
300-500

22,0

State Bar/NASCAR

23,000
600

15,100
240

13,000
600

11,000
SO0

13,500
400

22,500
2501

10,000
400

1,500
80

9,000
400

2,300
175

750
30

Max. Sq. Ft
Exhibit Area

18500

20,000

12,800

12,571

1,540

22,000

N/A

23.000

2,684
N/A

6,400
105,600

13.500
N/A

4,000

1,200

4,000

1,190

700

750
N/A

Rate Range
* May be
Seasonal

$139-399%

$99-1.205

$109-469

$79-229*

$149 and up

$79-299

$195-1 800*

$119-199+

$199-260*

$109-139

$139

$109-599+

$125.375

$94.159*

$99-119

Amenities

AStar, 4Diamond,
Luxury Resort

7 Pools, 30,000 sq. ft Spa,
24 hr Fitness Center, 18 hole
Championship Golf

3 Gift Shops, Health Spa,
Shoe Shine, Concierge Service

Full Service Hotel,
Pool, Gym, Fine Dining

Largest Pool in Palm Springs,

(‘ont;hed to Palm Springs
“onvention Center

Full Service Hotel,
Fine Dining, Lounge,
Proudly Brew Starbuck’s

l’lnl!h Club, Pool, Tennis,
m Service, Gift S|
Fine Dlning, Deli, Concierge

Golf
24 hr Room Service, Fitness Center,

Cable, High Speed Internet, Same
Day Laundry, Golf

Fitness Center, Gift S Pool,
ks Sho%' Sauna,

Internet, Microwave,
tor, 2 Televisions

32 in. Flat Panel LCD T.V,,
Refrigerator, Coffee & Tea in Room

vg Modern Decor, 42" Plasma
Tele lons. 350 thread Count Linens,
High Speed Wireless Internet

American Breakfast, Daily Paper,
Free High Speed Internet

Top Local Executive
Title

Phone & Fax
E-Mail Address

Bob Walsh
General Manager

(760) 773 /836-1287
www renaissancesmeralda.com

Lori Shooks

Director of Sales/Marketing
(760) 674-4095/674-4384
saleschamp@hyatt.com

John James

General Manager

(951) 770-2500/695-7410
mfo@pachenga com

Bassam Shahin

General Manage:

(909) 937 ()‘H[%/‘N” 0999
www.ontanoairport. doubletree com

Duane Rohrbaugh

General Manager
l'?()m 416-2914/416-2973
rohrbaugh@ wyndham.com

Tom Donahue

Genersl Manager

(951) 786-T108/369-7127
desparza@ sunstonchotels com

Jim Morrissey

General Muna T

(909) 975-. 75-5051
awontca@sunstonchotels.com

Eli Zod

General Manager

(760) 322-6862/322-6853
doralpalmsprings.com

Joe Wancha
V.P./General Manager
(951) TR4-0300/782-7197
sales@missioninn.com

Tim Jenkins
General Manager
(909) 889-0133/381-4299

Wally Price
General Manager
(909)622- 22-1028
www.sheraton.com/fairplex

Andrew Behnke
General Manager
(909) 445-1824/624-0756

Jeff Brown

General Manager

(760) 969-661
dfolkeson@hotelzoso.com

Abduh El-Mekhgiange
General Manager

(909) 390-7778/937-9718
czappia@ ayershotels. com

Free High Speed Internet Jim Larsom
951) zvzmn-sns
desparza@sunstonchotels.com
Pool, Spa, Restaurant, Lynne Baker
Trading Company General Manager
(909) ﬂﬁﬁ-}l:ﬁxﬁ(\—lfﬁl
info@northwoodsresort.com
(909) “l%m&tﬂm
- 12 Pool, § SR: HSIA, Jennifer Morgan
Comg luxe C; I General M
Breakfast (909) 466-1111 ext. T10/466-3876

Linen, Setup, A/V,
Coffee &

d.diomedes@ greatwestemhotels com

General

(909) 937 9900372070
czappia@ayershotels.com
Larry E

General ;liu

(951) 734-2140/734-4056
lewing@ayershotels.com
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otel
Address
City, State, Zip

Marriott's Desert Springs Resort & Spa
74855 Country Club Dr
Palm Desent, CA 92260

La Quinta Resort & Club
49-499 Eisenhower Dr
La Quintu, CA 92253

Palm Springs Riviera Resort
1600 North Indian Canyon Dr.
Palm Springs, CA 922624602

Westin Mission Hills Resort
71333 Dinah Shore Drive
Rancho Mirage. CA 92270

Marriott's Rancho Las Palmas Resort & Spa
41000 Bob Hope Dr.
Rancho Mirage, CA 92270

Hilton Ontario Airport
700 N. Haven Ave
Omntario, CA 91764

Shilo Hilltop Suites & Hotel
3101 T Ave
Pomaona, CA 91768-3283

Palm Springs Hilton Resort
400 E. Tahqguitz Canyon Way
Palm Springs, CA 92262

The Ramada Resort and Conference Center
18300 E. Paim Canyon Dr,
Palm Springs, CA 92264

The Lodge at Rancho Mirage
68-900 Frank Simatra Dr.
Rancho Mirage, CA 92270

Clarion Hotel San Bernardino
205 N.“E" Su
San Bemardino, CA 92401

Spa Resort Casino
100 N. Indian Canyon Dr.
Palm Springs, CA 92262

Mirnmonte Resort
45-000 Indion Wells Ln.
Indian Wells, CA 92210

Residence Inn by Marriott
2025 Convention Center Way
Ontario, CA 91764

hh.\mn-ll;m
Lake Arowhead, "'uozasz
Sheraton Ontario Airport Hotel

429 N. Vineyard Ave.
Ontario, CA 91764

Indian Wells Resort Hotel
76-661 Hig il
Indian Wells, CA 92210

La Quinta Inn & Suites Ontario Airport
3555 Inland Empire Bivd,
Ontario, CA 91764

0,-?!9 F
Ontario, CA 91764

AmeriSuites Ontario

4760 E. Mills Circle

Ontario, CA 91764

Big Bear Lake, CA 92315

Inland Empire’s Largest Hotels

Haotels Below Did Not Respond and are Ranked by Previous Number of Rooms

# of Rooms
# of Suiles

S84
51

B0
117

261
129

260

241
14

219

230
24

230

20

8R

200
200

177
4

=8

Total Meeting
Sqg. Fu
Largest Group

51.000

3,050

66,000
1.800

50,000
1,000

Max. Sq. FL.
Exhibit Area

24 816

19,670
88 Rx10's

Rate Range
* May be
Seasonal

£175-408

£225.3.250

$89-219

Amcnitics

B.C.CREFPG.GS,
HLLL N PR T.W

B.C,CREFPGGS HLL,
NOCPRRSSSRST,TLW

B.CEFPGSHLL,
N,OC,PR,RS, TX

CLOSED FOR RENNOVATIONS UNTIL FALL 2007

65,000
1,500

41,000
1,950

15,685
160

11200
6lx)

15.000
0

8.037
400 (theater style)

14,200
1,000

19.000
1,300
6,500

200

10,400
400

675
40

1,000
1,000
57

2,700
150

17325

12,900

5300

2430

6,000

10,000

3,105

8,400

12,996

1,800

N/A

(to be determined)

5,000

3,000

4300

675

N/A

N/A

$175-275

*May be Seasonal

$99.290

$102-198

£59.225

$50 95-189.95

$125-1.250

$150-350

$60-199

$99-349

$89-399

$79-190

$119-299

$79-149

WND

$99-210

B,C.FFP.G,GS HLLNOC,
PR.RSSSASTTW

B.C,CB,CR,F.FPH,LLN,
P,R.RS.SSASDSR, WX

C,CRFP.GS H.LLF,
NPR WX

B.CRF.G.FPG
LNOCPRS

B,C.CR.EFP,G.GS HLLN,
OC,PRRSSSASDSR,T,WX

FPN,GS.R,L,CR.H,
LEW,X

CR,FFP.GS H,
N,PX.LR.RS

B,FPN,C.G,P,GS,R,
HT.CRLFL

CRFFPGS,HLLN,
PR IT.W.0CSDST

B.C,.CB,FPN.P.CR,LR,
FL.H.CH WX

C,GS,T,RFP.GC,B.CB,G,
CBFCHCRNPLRLIX

FPN.P,CB,H,
W,C,CRLEX

CB,CR,FPHN,PX

continued from page 27

Top Local Executive

E-Mail Address

Ken Schwartz
General Manager
(760) 341-2211/341-1872

ken.schwanz@ marriol. comn

Paul McCormick
General Manager
(7600) 564-4111/564-7625

pmecormick@ laguinta.com

(760) 327-8311/325-8572

Kent Pilgram
General Manager
(760) 328-5955/770-2138

kent.pilgrami@ westin con

Victor Woo

General Manuger

(760 S6R-2727/568-5845
vwoold rancholaspalmas com

Ken Murakami
General Manager
(909} 481-1700

Heinz J. Gehner

General Manager

(909} 598-T666/598-5654
heinz.gehnen@ shiloinns. com

Aftab Dada
General Manager

760) 320-6868/320-2126
adads@ hiltonpalmsprings.com

John Yzaguirre

General Manager

(760) 323-1711/322-1075
sales | psramada@aol.com

Herbert Spiegel

Managing Director

(760) 321-8282
herbert.spiegel@ rockresorts.com

Aha Jehmiaki Satar
General Manager
(909) 381-6181/381-5961

Jim Thompson

General Manager

(760) 325-1461/325-3344
jthompson@ sremal net

Richard Behr
General Manager
(760) 341-2200/568-0541

Carlos Mendoza
General Manager
(909) 937-2464/937-2462

ontariogmi@ inkeepershospitality.com

Manager
(909) 336-1511/336-1378
Bonnie gardner

Geperal Manager
(909) 937-8000/937-8028
bgardner@ sheratononi.com

Brad Weimer

General Manager

(760) 345-6466/772-5083
brad@indianwellsresort.com

Alice Oh

General Manager

(909) 476-1112/476-1121
lq01 70gm@ laguinta.com

Hudson Wong
General Manager
(909) 986-8898/986-1377

Bonnie Gardner
General M;mﬁer

(909) 980-2200/980-4433
bgardner@sheratonont.com

General Manager

(909) 866-6666/866-8988
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REAL ESTATE NOTES

William Fox Group, Inc. announced the purchase of a 64,425 sq. ft.
industrial building located on 3.64 acres of industrial land in
Montclair between the 10 and 60 Freeways. The building is occu-
pied by Rochester Midland, a New York-based janitorial supply
company......... Jeremy McChesney and Eric Werner of Hanley
Brown Group represented the buyer and seller in the sale of a neigh-
borhood shopping center in the city of San Jacinto in Riverside
County. The purchase price was $3,500,000 at a 6.98% cap rate. The
14,400-sq.-ft. shopping center, known as San Jacinto Center, is
located at the intersection of San Jacinto Ave. and Esplanade Ave.
The center, which is 100% occupied, was built in 1981 and features
Cardenas Market, Del Taco and Bank of Hemet at an excellent, high-
ly visible signalized corner location. According to Eric Werner,
“This transaction represented a historically high cost per square foot
for the city of San Jacinto while at the same time procuring a favor-
able cap rate in today's market for the incoming buyer.” The buyer
was a family trust based in Orange County and the seller was a pri-
vate investor based in Hemet.. .......... Rolling Ridge Plaza, an
85,575-sq.-fi. grocery anchored shopping center in Chino Hills was
sold on behalf of Passco Rolling Ridge Plaza, LLC of Irvine for
$21,500,000. RJAN, LLC of Buena Park was the purchaser in this
transaction. The seller was represented by REZA Investment
Groiup Inc. The buyer, an affiliate of Ranch 99 Market, plans to
replace the existing 36,300-sq.-ft. Ralph’s Grocery store with a new
Ranch 99 Market, which will cater to the affluent and rapidly grow-
ing Asian community in the area.......... Greystone Drive Ontario
Properties, LLC has sold a 34,697-sq.-ft. industrial building for
$3.6 million. The property is located at 4021 E. Greystone Drive in
the city of Ontario............ In development news, an entity of Modaro
LLC is set to build a pair of eight-story, Class A office buildings in
Victorville, which, once completed, will be the tallest buildings in
this Inland Empire city. Located on the northwest corner of Civic Dr
and Seneca Rd in the heart of the city’s central business district, the
towers will be within walking distance of the courthouse, the county
building, the newly expanded City Hall, and just a few hundred yards
from I-15. The twin buildings will be situated on a nine-acre office
park-like setting and will be delivered in two phases. Phase I (the
South Tower) will consist of 160,000 sq. ft. of office and retail space.
Phase II (the North Tower) will also include 160,000 sq. ft. of office
space, along with a 3- level parking structure, for a total of roughly
320,000 sq. ft. of space. The first phase is anticipated for delivery in
early 2008. Ware Malcomb, the busy architecture, planning, interi-
or design and graphic design firm, based in Irvine, is providing archi-
tectural and design services for Civic Towers LLC, the develop-
er.......In Redlands, IDS Real Estate Group has acquired a 21 .4-acre
site at Park Ave and lowa St, about one-half mile south of the I-10,
with plans for a diverse industrial project. The project, which will be
called Park Avenue Business Center, will feature three, free-stand-
ing industrial buildings totaling 270,000 sq. ft. The development is

continued on page 34

The Cost of the Crutch:

continued from page 17
member is chemically depend-
ent. Family members are offered
support and education through
their five-day Family Program
I'he Children's Program is for
children ages 7 to 12 who are
not themselves addicted. but are
living with chemically depend-
ent family members.

In Riverside, Aegis Medical
Systems, Inc., owns and oper-
ates the network of
Narcotic Treatment Programs
(NTP’s) in California. They
treat heroin and other drug
dependencies on an outpatient
basis. Methadone detoxifica-
tion and maintenance programs
are available in all of their facil-

largest

ities as well as medical care,
drug and general counseling

Another Inland Empire
source for help would be The
High Road Program, Inc. which
was founded in 1976 as one of
the first organizations to provide
diversion [pre-conviction] DUI
education and counseling serv-
ices for individuals convicted of
driving under the influence in
California. The founder, Robert
T. Dorris Sr. was a pioneer in the
field of DUI treatment services.

High Road began expanding
its services in the mid-1980s to
include misdemeanor drug
diversion, domestic violence
and anger management counsel-
ing services, federal DOD/DOT
substance abuse program (SAP)
service, as well as habilitative
services for parolees.

While most of their services
relate to providing substance
abuse counseling and treatment
to individuals referred through
the California criminal justice
system, High Road also pro-
vides low cost, affordable out-
patient counseling and treat-
ment to the general public. The
organization has grown to be
one of the leading providers of
outpatient substance abuse
counseling and treatment servic-
es in Southern California.

High Road believes that not
every individual who uses alco-
hol and/or other drugs is alco-
holic or addicted. Nor do all

problems relate to substance
abuse. Many people have prob-
lems dealing with anger that
often manifests itself in domes-
alcohol
and/or other drugs become the
escape valve used to deal with
anger and feelings of lack of
control. There are many behav-

tic violence, where

1ors that can lead to a .pcrmn
eventually becoming addicted
to alcohol and/or other drugs.

They believe that providing
early stage education, counsel-
ing and family support can help
intervene in behaviors that
could eventually lead to prob-
lems with substance abuse and
later on to addiction.

They also believe that alco-
holism, drug addiction and other
compulsive disorders are pro-
gressive diseases that affect all
levels of society. We further
believe that they are diseases
that are treatable and from
which the person can recover.
We know that the primary indi-
cator of the disease is the indi-
vidual’s inability to control the
intake of alcohol, drugs, or other
substances and the behavior
exhibited while under the influ-
ence.

In Upland the Inland Valley
Drug and Alcohol Recovery
Services (IVRS) is a not-for-
profit corporation that has been
providing low to no-cost sub-
stance abuse recovery and coun-
seling services since 1962. First
incorporated as Counseling
Associates, the agency has
grown in size and stature.

IVRS has grown into a con-
tinuum of care network offering
an array of substance abuse
services including detoxifica-
tion, residential and outpatient
treatment, aftercare, education,
individual and group counsel-
ing, along with primary and sec-
ondary prevention services. In
addition, we operate licensed,
court-approved drinking-driver
programs and domestic violence
batterer’s treatment alternatives.
The agency is guided by the fol-
lowing motto: “At IVRS we
offer more than solutions, we
provide results.” Each year, IV-

continued on page 32
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THE 10 COMMANDMENTS OF NEGOTIATIONS

by Daniel Adams, Web Site www.trusttriangleselling.com

Imagine for a moment that
you are preparing for a heated
final negotiation to secure a
very ifiportant deal for your
company. What will you do if
your customer asks you to:
“lower your price by X dollars
in return for the deal?” Should
you bring in your manager lo
assist? What will prevent your
customer taking your negotiated
offer and sitting on it forever?
Or worse, what if your customer
allows the expiration date of the
offer to expire but still requires
the negotiated deal? The fol-
lowing 10 commandments of
negotiations will help you close
the sale and still give your cus-
tomer all that they are looking
for.

1. Know Who You Are Dealing
With

Do your homework; know
your customer; know your com-
petition. Make sure you investi-
gate the personalities of all the
players. Learn who your cus-
tomers and competitors are as
professionals. What is their
negotiation history? What has
been your competitor’s sales
strategy? What solutions have
they offered?

2. Negotiate Only With
Decision Makers

Sometimes an apparent
decision maker is merely a ‘gate
keeper’ in disguise. Ask probing
questions to discover who is
really in charge. One such
question to ask is: *“Who has
sign-off authority for an invest-
ment of this size?” Refuse to
negotiate with people who do
not have the ultimate decision-
making authority.

3. Timing is Everything

Do not negotiate if your cus-
tomer is not ready to buy. Make
sure your deal is fully baked! If
you negotiate too early, you will
end up negotiating two, three,
four, or more times. If you drop

the price any time before the
final negotiation, you will end
up competing against yourself.
A major mistake.

4. Preparation - Review All
Possible Scenarios

Know all possible moves
that the customer may make.
Plan your move in advance in
each instance. Be prepared to
eliminate yourself from the
negotiation, if  necessary.
Review the circumstances under
which it would be necessary to
walk away from the situation in
order 1o secure long-term rela-
tionships and to protect your
company’s resources.

5. The Lone Ranger Is Dead

After you compile
the trade matnx,
review it in
detail with
your manager
l o n g
before the
negotia-
tions
begin. A
superstar
never conducts a

b

major final nego-

tiation alone. There

are many reasons for
this:

- Customers do not believe
that a sales rep has the authority
to produce a great deal. They
think that unless a manager is
involved they will not get a bot-
tom-line deal.

- Two sets of eyes and ears
can better pick up the all-impor-
tant nonverbal cues coming
from the customer.

The negotiations can get
heated. By allowing the manag-
er, at times, to take on the bad-
guy role, the superstar can keep
his relationship with the cus-
tomer untarnished (“I wish I
could give that to you, but my
management won't allow it”).

6. Understand Your

Contribution Margin. Don’t
Drop Price!

As a superstar, you should
never drop the price; instead,
offer additional products or
services that equal or exceed the
requested discount. The impact
of a price drop on your net
income would be substantial,
whereas providing a product or
service decreases your net
income only by the wholesale or
internal cost (not the retail
price) of that extra product or
service. When choosing which
products or services to offer in a
negotiation, choose those with
high contribution margins such
as software, maintenance, and
warranty.

7. Give Slowly and
Reluctantly
During final
negotiations,
whenever you
offer a price
concession,
do not make
/ major reduc-
\ tions. Any
major
shift in price
or  position
signals to customers that
much greater conces-
sions could be had for the
asking. And believe me, they
will ask.

8. Never Negotiate Piecemeal
Insist that the buyer put all
the issues onto the table before
addressing any of them. That
way, one can assess what's at
stake and fashion an offer,which
balances the totality of the
requests with what the seller is
able to concede. If the buyer
presses, an effective reply is, “I
may be able to ask my manager
to make some small conces-
sions, but until I can entertain
all of your outstanding issues [
will be forced to say ‘No’ to
each of your requests. Certainly
you can understand my posi-

tion.”

9. Be Humble-- Be an
Advocate!

Avoid flaunting your super-
star status during the negotia-
tions. If you let slip the fact that
you are a veteran negotiator
who has been through this a
million times, you will feel a
brick wall rising up between
you and the customer. Present
yourself as a non-expert (only
with regard to the negotiation
process, not to your product or
service expertise). You will be
astonished at how much the
customer wants to help you.
The negotiation instantly takes
on a win-win feel when the cus-
tomer does not feel vulnerable,
Remind him that you are in this
process together, working
toward a mutually beneficial
solution. Assure him that you
will advocate for the best solu-
tion your company can offer.

10. Finalizing the Agreement

It would be a major mistake
to make an offer to your cus-
tomer and let him “think about
it” for an indefinite amount of
time. Each offer must have a
mutually determined expiration
date. Further, your offer must
be all-inclusive. You must
specify that any additional
items not included in the offer
will be available only at an
additional investment. This
way, you avoid piecemeal nego-
tiation mentioned above, as
well as negotiation after the
fact.

These commandments will
help you meet all the customers
needs without losing money or
the sale. By following these 10
best practice steps, you will be
well on your way to sales super-
stardom. Good luck to you, and
remember, “Close ‘Em!”
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“The Long Tail: Why the Future
of Business Is Selling Less of More,”

by Chris Anderson
Hyperion, New York, New York: 2006: 238 pages; $24.95

Once upon a time, perhaps as long ago as 1990, there was
mainstream composed of limited media (television, FM radio,
and print); a river of products designed to be sold through those
media; and a steady flow of buyers who were influenced by the
same media (especially television). '

Then, in less than a decade, there came personal computers,
the Internet, broadband computing, cell phones, iPod, MP3,
TiVo, and on-line shopping. As impossible as it may seem, six-
teen-year olds can’t recall a world without these. The result,
according to author Chris Anderson. isn’t a single mainstream
but an incredible number of small creeks all flowing in multiple
directions into more niche markets than any past marketers
thought possible.

Anderson, currently the editor of Wired Magazine. has cre-
dentials as editor of publications such The Economist. Nature.
and Science magazines. He uses the book to point out what
should have been obvious at the turn of the 21st Century

“TV shows were more popular in the *70s than they are now
not because they were better, but because we had fewer alterna-
tives to compete for our screen attention. What we thought was
the rising tide of common culture, actually turned out to be less
about the triumph of Hollywood talent and more to do with the
sheepherding effecting of broadcast distribution.

“The great thing about broadcast is that it can bring one show
to millions of people with unmatchable efficiency. But it can’t do
the opposite — bring a million shows to one person each. Yet that
is exactly what the Internet does so well. The economics of the
broadcast era required hit shows — big buckets — to catch huge
audiences. The economics of the broadband era are reversed....

“There’s still demand for big cultural buckets, but they're no
longer the only market. The hits now compete with an infinite
number of niche markets, of any size. And consumers are
increasingly favoring the one with the most choice. The era of
one-size-fits-all is ending, and in its place is something new, a
market of multitudes.”

Anderson goes on to state that the sales result of this “market
of multitudes” was unlike anything he had ever seen before. He
graphed the hard data supplied to him by Rhapsody (one of the
on-line music companies) and “it started out like any other
demand curve, ranked by popularity. A few hits were down-
loaded a huge number of times, and then it fell off steeply with
less popular tracks. But the interesting thing was that it never fell
to zero. I'd go to the 100,000th track, zoom in, and the down-
loads per month were still in the thousands. And the curve just
kept going. No store could ever carry this much music.

Way out at the end of the curve, tracks were being down-
loaded just four or five times a month, but the curve still wasn't
at zero. In statistics; curves like that are called ‘long-tailed dis-
tributions,” because the tail of the curve is very long relative to
the head.”

The staggering scope of making everything available to
everybody on the planet is mind boggling. As we are rapidly dis-
covering, the situation isn't an industrial versus non-industrial
situation. Despite the barbarity of terrorists in all parts of the

world, they aren’t neo-Luddites and they are looking for choice. It's
the choices they want to impose on others that appears puzzling to us.
They may not want iPods, but they have put cell phones to use as
both communication devices and triggers for weapons.

As Anderson puts it, “The secret to creating a thriving long-tail
business can be summarized in two imperatives: 1. Make everything
available. 2. Help me find it.”

Although there hasn’t been much disagreement among econo-
mists about the long-tailed distribution effect, there are a growing
number of questions about correct interpretation and impact on retail
economics. Although the jury is still out on Anderson’s view of the
future relationship of culture, marketing, and entertainment, he
makes a thought-provoking case, one that is well worth the reading.

-~ Henry Holtzman

—

CBestsellingﬂ 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 World Is Flat [Updated and Expanded]: A Brief

History of the Twenty-First Century,” by Thomas L.

Friedman (Farrar, Straus & Giroux...$27.50) (1)*

Why business globalization has arrived and is likely to stay.

“The Five Dysfunctions of a Team: A Leadership Fable.”

by Patrick M. Lenclon (John Wiley & Sons...$22.95) (2)

Common problems that prevent teams from working

together.

3. “Secrets of the Millionaire Mind: Mastering the Inner
Game of Wealth,” by T. Harv Eker (HarperCollins...$19.95)
(3) “The missing link between wanting wealth and achieving
it

4. “Freakonomics: A Rogue Economist Explores the Hidden

Side of Everything,” by Steven D. Levitt

(HarperCollins...$25.95) (4) Why you shouldn't accept the

official version of anything.

“Who Moved My Cheese? An Amazing Way to Deal With

Change in Your Work and in Your Life,” by Spencer Johnson

(Penguin...$19.95)(6)*** Motivational book becomes popu-

lar once again.

6. “leffrey Gitomer's Little Red Book of Sales Answers.” by
Jeffrey Gitomer (Pearson Education...$19.99) (5) Sales guru
offers answers to sales questions.

7. “The Little Book That Beats the Market,” by Joel
Greenblatt (John Wiley & Sons...$19.95)(5) How to achieve
a successful investing strategy at any age.

8. “Good to Great,” by Jim Collins (HarperCollins...$27.50)
(9) Climbing the steps from being good to being great.

9. “Empire of Debt: The Rise of an Epic Financial Crisis,”
by Bill Bonner and Addison Wiggin (John Wiley &
Sons...$27.95) (8) Why America’s future is fast approaching
an economic crisis.

10. “Blink: The Power of Thinking Without Thinking,” by
Malcolm Gladwell (Little, Brown & Co...$25.95) (10)
Why instant judgments aren’t as fast as you believe.

(o]

tn

*(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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The Cost of the Crutch:

continued from page 29

RS serves approximately 4,000
individuals through a variety of
substance abuse recovery, treat-
ment and prevention services. A
qualified, caring multi-discipli-
nary team of administrators,
counselors, therapists and sup-
port staff staffs IVRS, including
bilingual English/Spanish, who
meet the California Department
of Alcohol and Drug Program’s
licensing &  certification
requirements.

Even as we prepared this
article word came over the
Internet to us about women who
are pregnant and abusing drugs
who now have a safe place
where they can be treated for
their addictions. It is called
Save the Babies, a part of the
Miracles in Recovery program,
which offers an intensive prena-
tal residential treatment program
for 12 pregnant women.

Pregnant women have spe-
cial treatment needs, according
to Beverly Smith, executive

director of Miracles in
Recovery. This program offers
the specialized treatment they
need, and makes sure they and
their babies are off to a good
start once the addiction is treat-
ed.

These women will live with
up to five others who are also
pregnant and in treatment or
recovery, in one of two homes
maintained by Miracles in
Recovery in San Bernardino.
These homes are licensed by the
state, and are staffed 24 hours a
day. Women in the program will
also receive prenatal care, and
health care for them and their
babies after the birth.

Many of the clients will be
minority women. Miracles in
Recovery is part of a consortium
of social service and health care
agencies working together to
increase the number of African-
American and Latino women
receiving prenatal care, which
will help decrease infant mortal-
ity and low birth weights.

continued on page 42

Join Opposition

Chamber-Opposed Prop. 86

continued from page 13
ity requiring that approximately 40 percent of all new tax revenue
first be set aside for public education.

Under Proposition 98, some $840 million of the $2.1 billion in
new tax revenue Proposition 86 is expected to generate should be
going to California’s schools. None of this new tax will go to educa-
tion, however, because the measure amends the state Constitution to
exempt this tax from the requirements and therefore avoids the
required allocation of dollars to school funding.

This same $840 million per year would put $2,700 into every
classroom every year for books, supplies and computers, or it could
be used to hire 23,000 new teachers.

The Chamber urges members of the business community and
their supporters to join the campaign to oppose Proposition 86. For

information on how to get involved, please

-
EMPIRE = IMAGING
SOURCE

=

www.stop86.org. Staff Contact: Jeanne Cain
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continued from page 10

Bank Name

Assets Size $ (Millions)

Banks in the Inland Empire

Ranked by Total Assets as of September 2005

e | Return on Average Core Capital Nooperforming loans Income Before Top Local Executive/Tithe
Address (Headquarters) Assets % Change Equity (ROE.) Asa % of Assets & Debt Secs. a8 a % Extraordinary Address (LE.) if different
City, State, Zip (12 Month) of Core Capital & Items ($000) City, State. Zip
Loans Loss Reserves Phone/Fax
E-Mail Address
The Bank of Hemet* k1) 2.69 897 0 4,320 Kevin Farrenkopl
21. 3715 Sunnyside Dr. ) K e
Riverside, CA 92506 (951)248-2002/778-0253
kf: ph@ b ith com
First Bank & Trust 285 8.22 j
22. 7710 Limonite Ave -19 g . B3 :;hnfhlcqj.ﬂ
Riverside, CA 92509 (951) 361-6480/361 6496
diana.lej.sbol.com
Pacific Bank 281 1633
23 845 IV, Buchid Ave. s 3 1038 0 2,106 I.?oqu-d
Ontario, CA 91762 (909) 983-4600/292-2871
smil
FirstBank 243 27.73 3 2 Fisher
24. 73000 Highway 111 20 - ’ g m::km}tﬁ()
Palm Desert, CA 92260 (760) 341-7000/836-3566
Rancho Bank 23 577 | i
25. 530 W. Bonita Ave. 6 g : " 2009 W, Foothill Bivd.
San Dimas, CA 91773 Upland, CA 91786
(909) 599-1213/394-0031
U)nnnﬁlhnk of California 209 21.35 762 0 3,183 Kathryn Hage/Branch Manager/V. P.
26. 1248 hfth A\:rnm‘ 7 188. N. Euclid Ave., Upland, CA 91786
San Rafael, CA 94901 (909) M46-0551/946-4071
katherine hage@ uboc.com
Canyon National Bank 183 19.36 132 Stephen Hoffmann
27. 171 F.P;Irn Canyon Dr. 20 y b President /CEQ
Palm Springs, CA 92264 (760) 325-4442/325-1138
First Mountain Bank 118 11.69 9.05 ] 637 i
28. 40865 Big Bear Blvd 11 .f"::l:n:::/':;{:()
Big Bear Lake, CA 92315 (909)866-5861/866-0973
Jbriner@ firstmountainbank . com
Inland Empire National Bank 97 2732 836 0
29. 3727 Adington Ave., Ste. 200A 19 < andewcoom‘"m
Riverside, CA 92506 (951) 788-2265/788-9683
Valley Bank Adan Gonzales
30, 24010 St President/CEO
Morerno \ 1059
ey u;‘h- sl 1]
Pacific Western Bank 89 19.88 10.95 0 871 Arthur La;
31, 100'N. Euclid Ave. 13 PtuldamC!g.O
Upland, CA 91786 (909) 946-2265/982-5124
Chino Commercial Bank 882 32 751 na 1,009,486 Dann H. Bowman
32. 14345 Pipline Ave 14.4 President/CEO
Chino, CA 91710 (909) 393-8880/465-1279
service@commercialbank com
Inland Community Bank 66 6.54 631 0 137 James S,
33 399 Il?lnud Empire Blvd. 21 1
Ontario, CA 91764 (909)481-8706/481-9928
Jjevopen@ inlandcommuniybank .com

Overcoming
Objections:

continued from page 25

tomer's office to excitedly
announce “I got the additional
discount you requested on the
equipment. When can we get the
purchase order?” The customer
smiles and says, “Thank you
very much for that, but I was
referring to your maintenance
and support cost being out of
line. While 1 appreciate your
help on the equipment side, what
can you do for me on the main-
tenance and support?”

Quch!

Why did this scenario occur?
Itis simply because you failed to
clarify the customer’s objection.

When the price objection is
raised, a superstar rep will ask,
“Our price is too high?
Compared to what?”" Or, “Can
you explain that?” Question
your customer fully. Ask for
their help in understanding
every aspect of the objection.

3. Credibility Preface

When a customer presents
an objection, you have two
options: protest and tell them
they are wrong, or use the cir-
cumstance to gain credibility. By
arguing the objection, you put
the customer in the position of
having to defend their stance.

The other option is to simply
step out of the way. A credibility
preface allows you to prevent a
confrontation with the customer.

The simplest credibility preface
to use with most objections is to
say, “l can understand why
you'd feel that way. I would also
feel that way, if [ were you.”

Simply agreeing that a cus-
tomer has a right to make an
objection helps to diffuse the
customer’s  discomfort and
opens an air of trust between you
and the customer.

After acknowledging your
customer’s position, ask your-
self whether the customer is mis-
informed or correct. If he is
indeed misinformed, you can
gently correct him with unbiased
proof of your position. Be deli-
cate---correcting a customer is
risky business and you should do
so only if you believe he can see
the error.

4. Confirm the Underlying
Need

This is your most important
step. You must uncover the
underlying need that is causing
the customer’s objection. Let’s
say you are selling cars. Your
potential buyer walks in and
says, “I don’t like that car. It
doesn’t have enough horse-
power.” You provide a credibili-
ty preface, by responding, “It is
true that there are cars out there
with more horsepower than this
one.”

Then you seek the underly-
ing need by asking, “Can you
tell me why horsepower is so
important to you?" He says, “I
need to accelerate quickly for
passing on the highway.” Now
continued on page 39
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REAL ESTATE NOTES

continued from page 29

slated to contain a 130k-sq.-ft. building designed for a single tenant,
and two 70k-5q.-ft. buildings earmarked for multi-tenant occupancy
from 8k sq. ft. and up. The remainder of the site is planned for 80k
sq. ft. of flex/industrial condominiums ranging from 2k sq. ft. to 4k
sq. ft., designed for small businesses seeking to own their facili-
ties. v And in Lake Elsinore, a partnership of Fairway
Commercial Partners of Manhattan Beach and Adler Realty
Investments has acquired an 18-acre site located near the Hwy 74/1-
15 interchange. The venture currently plans to develop 255,000 sq.
ft. of industrial and showroom buildings on the site, but build-to-suit
facilities will also be considered. Ultimately, the new development
is expected to cost approximately $30.5 mil. The site is located less
than one mile from a new commercial hub at Central Ave, consisting
of more than 850,000 sq. ft. of new retail space, now home to Home
Depot, Lowe's, Costco, Staples, Pet Smart, Pet Co, Target, Bed, Bath
and Beyond and numerous restaurants........ Bixby Land Company
has acquired Archibald Business Center, an 18-acre business campus
located at 2021 South Archibald in Ontario, for $18 mil. The prop-
erty includes a renovated, 231,400-sq.-ft. warehouse/distribution
building and a 140,000-sq.-ft. building soon to be developed on 6.5
acres. Archibald Business Center has immediate access to Hwy 60,
Interstates 10 and 15 and is less than five miles from Ontario
International Airport......... ARAMARK Uniform and Career
Apparel, which rents and sells professional uniforms and career
apparel to businesses worldwide, purchased a 107,900-sq.-ft. indus-
trial building for $8.9 mil ($82/sf). The property. which is a new loca-
tion for the firm, is located at 1135 Hall Ave in the Agua Mansa
Industrial Center. ARAMARK is currently preparing the facility for

its business, which will include a commercial laundry. ......And in
leasing news, Kenco Group Inc, one of the nation’s LH’LL\[ third-
party logistics providers, has taken a Class A 170,700-sq.-ft., free-
standing industrial building located at 14651 Yorba Ave, within the
1.8 msf master-planned Centerpointe Chino Business Park in
Chino. The five-year transaction has a total value of $5 mil,
around $0.49/sq. ft./mo.

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,
g() [0 www.rentv.com
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ALERT

Legislative Outlook

An update on the status of key
||]\LL11L~ on other legislaton. Staft

Sacramento, CA 95814, Be sure 1o incl

de your

Chamber-Opposed
Bill to Limit Land Use
Heads to Senate Floor

Bill Providing New
Reasons to Sue
Employers Awaits
Action

OPPOSE

legislation affecting

businesses, Visil win

ontacts listed below can be reached at (916) 444-6670. Address

company name and location on all correspondence

California Chamber of Commerce-op-
posed legislation that limits land use and
could bring building projects to a halt for
an undisclosed period passed the Senate
Appropriations Committee this week and
will be considered next by the full Senate.
AB 2641 (Coto: D-San Jose) halts de-
velopment indefinitely by requiring open-
ended consultation and ultimate land use
decision by an advocacy commission for
Native Americans
The Chamber and a coalition of busi-
ness, agriculture, taxpayer and other in-
dustry groups opposes AB 2641 because
it will hurt the state's economy and will:
® substantially increase taxpayver costs
or future infrastructure ts:
® delay and undermine the delivery ol
critical infrastructure projects:

Projects:

@ create greater uncertainty in the land
use approval process; and
e threaten future job-generating proj

A California Chamber of Commerce-op-
posed bill that could subject employers to
lawsuits for issues that they neither know
about nor control is aw &lllll]‘g action in the
Assembly

SB 1745 (Kuehl; D-Santa Monica)
establishes a new ability to file employ-
ment-related lawsuits, possibly under
a variety of laws. As just amended, SB
1745 establishes a statutory statement of
public policy prohibiting any person from
discharging or harassing any individual,
or otherwise discriminating or retaliating
against any individual in compensation,
or in other terms, conditions or privileges
of employment, because the individual is
a victim of domestic violence, sexual as-
sault or stalking.

If SB 1745 is enacted, it will allow
plaintiffs and their attorneys (o use the
bill’s provisions to try out new legal theo-
ries of liability against employers in em-
ployment discrimination lawsuits. Even
when employers are found not guilty of
violating a law or public policy. employer
legal defense costs easily may reach

calchamber.comiposition letters Tor more information, sample letters and
correspondence to legislators at the State Capitol,

ects and housing developments through
out California

Key Vote

T'he August 7
vote was [0-2

Ayes: Murray (D-Los Angeles); Alar-
con (D-San Fernando Valley): Alquist
(D-Santa Clara): Battin (R-La Quinta);
Dutton (R-Rancho Cucamonga); Escutia
(D-Norwalk): Florez (D-Shafter; Ortiz
(D-Sacramento); Romero (D-Los Ange-
les): Torlukson (D-Antioch)

Noes: Aanestad (R-Grass Valley);
Ashburn (R-Bakersfield).

Absent/abslaining/not voting: Poochi-
gian (R-Fresno)

Action Needed
Write or call your senator to voice

your opposition (0 AB 2641.
Stalf Contact: Valerie Nera

Senale Appropriations

$50.000 to $60,000.

Existing law already prohibits em-
ployers with 25 or more employees from
discharging or discriminating against
an employee who takes time off to seek
medical attention, obtain services from
a domestic violence shelter or rape crisis
center, obtain psychological counseling or
participate in safety planning.

Remedies for violations include rein-
statement, reimbursement for lost wages,
mterest and reasonable attorney fees, plus
court costs, as well as the ability 1o seek
large civil penalties through “sue your
boss™ lawsuils.

In addition, positive tools — many cre-
ated with Chamber assistance and input

already exist to help employers protect
employees from outside harassment by
former spouses and partners.

Action Needed

Ask your Assembly representative 10
oppose SB 1745,
Staff Contact: Julianne Broyles
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continued from page 25

Golf Courses in the Inland Empire

Listed Alphabetically

Course Name Mgmnt. Co. or Owner Green Fees:

Address T'ype of Course Weekdays
Clity, State, Zip Membership Fees Weekends
Marshall Canyon Golf Club James Duffin 11 $20

6100 N. Stephens Ranch Rd. Public $25

La Veme, CA 91750 N/A

Mesquite Golf & Country Club
2700 E. Mesquite Ave,
Palm Springs, CA 92264

American Golf Corp. S30-$80/525-860*

Resort $30-$90/$25-S60*

$2,500 Single/$4.500 Fam. (2)  (Scasonal)
(*Twilight)

Mission Hills North - G. Player Crse. Troon Golf $140
70-705 Ramon Road Resort $160
Rancho Mirage, CA 92270 N/A

Mission Lakes Country Club
8484 Clubhouse Blvd
Desent Hot Springs, CA 92240

Equity Owned by Members 355
Semi-Private $75
Must Be Property Owner

Moreno Valley Ranch Golf Club  Atsugi Kokusai Kanko (USA) 542 ($45 Fn.)
28095 JFK Dr. Pu;ﬁ- $65

Moreno Valley, CA 92555 N/A

Mountain Meadows Golf Course  American Golf Corp $20

1875 Fairplex Dr. Public $25

Pomona, CA 91768 N/A

Mountain View Golf Club Privately Owned $35

2121 Mountain View Dr. Public $45

Corona, CA 91720 N/A

530-S89
(Seasonal)
(Twilight Available)

Mountain Vista Golf Course Sun City Palm Desert
At Sun City Palm Desert Semi-Private

38180 Del Webb Bivd. N/A

Palm Desert, CA 92211

ecedles Municipal Golf Course $25 (Jan. - Mar.)
?44 Manra Dr. Public $25 (Jan. - Mar.)
Needles, CA 92363 N/A

North Golf Course Semi-Private Corp. $17/515 Seniors

$20/517 Seniors

26660 McCall Blvd. y
6 Vanes

Sun City. CA 92586

Semi-Private Equity
Sun City, CA 92586

fength

# Rounds played Yearly

6,100
20,000

6,328
na

7,062
40,000+

6,737
40,000

6,898

na

6,440
100,000

6,500
50.000

6,700
65,000

6222

Ldeds

56,000

4010
50,000

continued on page 43

Year Built Top Local Pro or Manager
Course Designer ll'il' 8 "
servation Phone one/Fax

- E-Mail Address

1966 Jamie DufTen

Adams, Latham, Kripp & Wright ~ General Manager

(909) 593-8211 (909) 593-8211/593-3050
www.marshallcanyon.com

of Course (Yds.)

1985 Kenny ‘l‘:\lllu
Bert Stamps (_.‘cnul,v\ Manager .
(760) ‘:II‘J”T (760) 323-9377/323-7108

1991 Ryan “"il;.un
Gary Player General Manager
13«','«1. 770f':'um (760) 770-2908/321-5927

1971 Sandy Sisnowski
Ted Robinson General Manager
(760) 329-8061 (760) 329-8061/329-9286

1988 JefT Johnson
Pete Dye General Manager
(909) 924-4444 (909) 924-4443/247-7191

na Chad Hackman
Ted Robinson General \I.u_\.n;.:u
(909) 623-3704 {909) 623-3704/469-1179

1960 E. Gibson
Billy Bell General Manager
(909) 737-9798 (951) 737-9708/371-0721

1992 Tony Chavez
Billy Casper & Greg Nash Director of Golf
(760) :(u{ 2200 (760) 200-2200/200-2230

1961 J.C. Bacon

na PGA Professional

(760) 326-3931 (760y 326-3931/326-6606

ndlsgoll@ctaz.com

1970 Gene Campbell

Del Webb Pro Shop Operations Mer
(951) 679-9668/same

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 artitude! This award-winning
restaurant is where famous fare is finely defined. Our menu
features prime steaks, Australian lobster rail, 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.

GALLEANO WINERY

- Graduations » Holiday Gifis

GALLEANO WINERY

(951) 685-5376 or (951) 360-9180

Tour t

Personalized Wine Labels for any Occasion by

THE HISTORIC

CUCAMONGA VALLEY SINCE 1927

We can
custom
design
a label
just for you
using.
Photos
Logos
Colors
Invitations
I'hemes

Weddings « Anniversaries
Birthdays - Special Events

4231 Wineville Road
Mira Loma, CA 91752
www.galleanowinery.com

Wine Tasting Available Daily

he Historic Winery weekends from 2:00 pm o 4:00 pm or by appointment
Listed in the National Register of Historical Places
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Fat Times at Fat Daddy’s

by Joe Lyons

What constitutes great bar-
beque? Many people feel it is a
geographical thing. Memphis,
New Orleans, Texas, Carolina,
even Chicago. Let’s not forget
your own backyard. Some peo-
ple will tell you it’s a racial
thing. African-American ribs
are better than Caucasian ribs.
Go figure.

Most rely on the old-family
recipe theory. Grandpa used
molasses. Karo syrup, honey or
maybe a cup of Jack Daniel’s

Barbeque restaurants have
to build their reputation based
Many

have been covered in these

on such assumptions.

pages before. Fat Daddy’s BBQ
Bistro in Corona is one more on
the list.

Actually, Fat Daddy’s sits in
the Mervyn’s Plaza on that
stretch of Main Street that is
North of the 91 Freeway. Many
people think that all of that area
is Norco. It is not.

Much of the menu is what
you would expect to find in any
barbeque restaurant. To avoid
arguments, we went for the plat-

ter order, which gave us sam-
plings of much of the faire.

I am personally not a great
rib man. That being said, the St.
Louis-style ribs were excellent.
The BBQ chicken was deli-
clous. 1 do
like brisket,
but the order

we g(rl was a

little dry.
Maybe |
needed 1o
add more

homemade
secret recipe
BBQ sauce. I did love the hot
links. They were served sliced
and grilled.
Many New

barbeque restaurants sweeten

Orleans-style

their ice tea with fructose syrup.
Such is the case at Fat Daddy’s.
It is positively addictive. They
also have great corn bread,
served in small loaves, wrapped
in plastic. The sweet potatoes
are truly sweet.

Other treats include the rich
tasting pulled pork, the deep-
fried and breaded okra and very

good coleslaw and potato salad,
made on site.

Meats at Fat Daddy's are
smoked for four hours and
spend four more hours in the

oven.,

That was
about the
extent of the
preparation
secrels we
were able to
get out of our
host, The C-
man (I think
his real name
is Clarence). Everything else is
a family secret.

Desserts included a great
peach cobbler and an amazing
banana cream dish that was
thick and sweet and didn’t last
long at our table. The only thing
missing is pecan pie. They told
me that that is a seasonal treat.
Other desserts include some-
thing called a Famous Cake
Shake.

What we did not try, and
should have, was the seafood.
Catfish, of course, is a BBQ sta-

ple. Fat Daddy’s also features
halibut, snapper and tilapia. The
side dishes include mac &
southern  greens,
momma’s yams, baked beans,
black-eyed peas, fries and hush
puppies.

There is also a threat on the
menu called the Great Grand
Daddy Burger. It is described as
two pounds of meat with
cheese, bacon, lettuce, tomato

cheese,

and pickle. It is eight inches of
“hamburger heaven™ for $14.95
and includes two side dishes.
The menu asks, “Are you up to
the challenge?” I wimped out.
The staff of the Inland
Empire Business Journal has
visited many BBQ facilities in
and around the Inland Empire.
We all agreed that Fat Daddy’s
is possibly the best we have

been to.

Fat Daddy’s BBQ Bistro is
located at 718 North Main St.,
Suite #102 in the Mervyn’s
Plaza in Corona, north of the 91
Freeway. The phone number is
951-736-3510

Park City, Utah

continued from page 44

Park City, or have a few hours °

before your flight, be sure to
visit the Grand Spa located on
the third floor of the superb
Grand America Hotel. This 1s a
spa with all the panache that can
possibly be offered. They cover
every aspect and service avail-
able. Their therapists are certi-
fied and well trained. 1 will go
into more detail about this spa
and hotel in my next article on
Salt Lake City.

All the spas mentioned
above will be in my book in
detail “Alk About Spas of the
World™ upon publication

Let them entertain you
Park City Resorts offers

accommodations, biking, hiking,
biking, fly fishing, boating, hot-
air balloon rides, music concerts
and art festivals and more.

The Deer Park Resort offers
concerts in a beautiful natural
amphitheater with the Utah
Symphony or artists like Kenny
G or a jazz festival while enjoy-
ing quail or filet-of-beef in a
gourmet picnic basket with all
the trimmings from the Royal
Street Café.

Where to stay

The Snowflower condomini-
ums in Park City is located with-
in a hop, skip and a jump from
the ski lift and a free bus ride
downtown. They include
jacuzzis, blenders, VCR/DVD
players and cable TV. They are
available in two and three bed-
room comfortable configura-

tions. A complete onsite fitness
center is available to guests.

For reservations and infor-
mation call 800-852-3104 or
visit  http:/www.snowflower-
parkcity.com/. For more info on
condos and accommodation’s
visit www.parkcityinfo.com

Park City is a definite desti-
nation that no one should miss
winter or summer. Prices range
by season and accommodation
location. Very kid
friendly.

and dog

HOW TO GET THERE

By air: Southwest Airlines
and Delta to Salt Lake City from
Los Angeles. Pick up All Resort
Express provides a limo or shut-
tle for a short ride to Park City.
Call 1-800-457-9457 for reser-
vations.

Once in Park City easy-free
transportation is available if you
don’t rent a car.

AAA has detailed maps for
campers and automobiles.

The Park City Chamber &
Visitors Bureau is one of the
most  accommodating  and
friendly in any area in the
U.S.A. Craig McCarthy, their
communications manager, 1s the
most “can do” person you will
ever meet, You have a challenge,
he and his staff will solve it -
guaranteed. Call them at
435/640-3890 or e-mail him at
craig@ parkeityinfo.com.

Camille Bounds is the travel
editor for the [nland Empire
Business Journal and the
Western Division of Sunrise
Publications.
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Taking Flight

continued from page 19

major freeways, and an expand-
ing network of freight for-
warders. Nine major U.S. air-
freight  carriers  including
Airborne Express, Ameriflight,
DHL, Empire Airways, Express
Net, Federal Express, West Air,
Union Flights, and United Parcel
Service serve ONT.

ONT is a member of the Los
Angeles World Airports system
and is ideally situated as an air-
freight center for Pacific Rim
and European cargo. The airport
is less than 50 miles from Los
Angeles and Long Beach
Harbors.

CHINO Airport is the largest
airport operated by the Airports
Department of San Bemardino
County and is also classified a
“Reliever Airport,” due to its
proximity to Ontario
International Airport and John
Wayne Airport down in Orange
County. This airport is currently
the site of several improvement
and expansion projects and
promises to assume an increas-
ingly important role in meeting
the flying needs of the bustling
region it serves.

Chino is unique in that it
boasts all the amenities of the
Inland Empire region and the
neighboring metropolis of Los
Angeles, while maintaining a
quaint rural flavor of its own.
The airport is a “Warbird

Haven™ and houses some 900+
aircraft. Fuel is available at
Chino 24 hours per day. Chino is
home to the Planes of Fame
museum and Flo’s Café

One of the more unique air
stories of the Inland Empire
would have to be family found-
ed, owned and operated Cable
Airport of Upland. Cable Airport
today is situated on 105 acres
and is home for over 450 air-
craft. It is home for several busi-
nesses, homebuilders, and a pri-
vate museum.

Cable Airport is a haven for
many airplane watchers. On the
northeast corner of the airport, a
special parking space has been
set up for them. They are close
to the threshold of runway 24
and have the best possible van-
tage point for viewing planes
taking off and landing. Many
people like to park their cars
near the cafe, while others enjoy
sitting on the cafe patio. Either
place affords a perfect view of
all flight activities.

On weekends, families come
out to have breakfast or lunch at
the cafe. Then they stroll over to
the aviation art gallery to see
what is new. The gallery has
prints, books, models, and does
custom framing. And if you just
want to talk airplanes, that’s the
place to go.

The Cable Airport staff goes
out of their way to make every-
one feel welcome. They also

strive to be good neighbors with
the surrounding community and
work with the pilots to keep it
that way.

You will often find Paul or
Dave Cable conducting tours for
grade school classes and other
organizations.

Of the original land purchas-
es, only 105 acres is currently
designated as airport property.
The Cable Land Company owns
an additional 15 acres, seven to
10 acres of which will be devel-

- oped. The remaining acreage has

been sold.

Cable is classified as an
uncontrolled field, which means
there is no one in the tower
directing traffic into and out of
the airport. There are exceptions
for special events, like the Air
Fair, when the FAA sets up a
temporary control tower for the
day. At all other times pilots are
responsible for watching for
other aircraft in the pattern.
They follow rules for operating
out-of-uncontrolled fields,
which all pilots know; they use
common courtesy, and commu-
nicate with others in the area via
radio. This is the same tried and
true procedure used safely for
the last 60 years at uncontrolled
fields throughout the country.

The Ontario Police
Department helicopter flies out
of Cable and the airport is a part
of the evacuation plan for the
Claremont Colleges.

But not all is well at Cable.

According to the Inland Valley
Daily Bulletin, the city of
Upland is considering a 355-
home development near Cable
Airport. If it goes through, Bob
Cable believes the airport’s days
are numbered.

“I'm dead,” said Cable, the
airport’s president. “It’s as sim-
ple as that. In the next 10 to 12
years, there will be no more
Cable Airport.”

The Planning Commission,
acting as the Airport Land Use
Committee, has approved the
Upland Crossing Development.
Cable said even if homeowners
sign waivers acknowledging
they live in an airport zone,
human nature makes complaints
inevitable.

“You can sign all the waivers
you want,” he said. “The fact is,
lawsuits are filed every day. This
is a family operation, and we
don’t have deep pockets to han-
dle the suits.

“Our top concern is the sec-
ond- and third-generation own-
ers. The first generation will be
pretty well-educated about air-
ports.”

The Lewis Group of Upland
is planning to build the 355
townhouses and single-family
houses at the southwest comer
of Cable Airport. The homes are
expected to sell from the low
$400,000s to the mid-$500,000s.

=
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Overcoming
Objections:

continued from page 33

you can respond: “So what vou
are really looking for is speed
and responsiveness.” In other
words, you have identified his

real need as performance

5. Apply the
Matrix™

Vaporizer

Now that you have uncov-
ered your client’s underlying
use the Vaporizer Matrix™ . This
martrix

needs, you are in a position o
mntegrates  your cus-
tomer’s high-level needs with
your company's advantages,
allowing you to immediately
address your customer’s stated
needs. There are typically six
high-level needs for most busi-

ness-to-business purchases.

1. Performance - Quality
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2. Ease of Use

3. Reliability-Service
4. Futures-Upgradeability

5. ROI/TCO
Investment /Total

(Return on
Cost  of
Ownership)

6. Risk

Now to utilize yout
Vaporizer, simply locate the area
that is Immportant (0 your cus-
tomer and begin to share with
them your advantages that are
related to his key need. “Mr
Customer, if performance is a
priority for you, let me highlight
Just a few of our advantages
which are exclusive to our offer-
ing. We something
called Turbo Boost. Even though

provide

this car doesn’t have as much
horsepower as that other one, its
Turbo Boost accelerates the car
from 0 to 60 in 6 seconds!”

If you fail to meet all of the

customer’s needs with your
unique performance, you may
now utilize the advantages high-
lighted under the other columns.
For example, you will now
stress your trade—in value and
large market share. in addition to
the performance offered by your

automobile.

6. Confirm

Make certain you have per-
suaded your customer to his sat-
1sfaction. Confirm that you have
addressed his concern by simply
asking, “Have | been able to
address your needs to your satis-
faction?” If not, then you will
discover another aspect of the
objection, which you can dis-
cuss. If you have satisfied the
objection, you have achieved a
significant accomplishment.

You have made the customer
feel that you care 1o and are able
to thoroughly respond to his
worries. In other words, you

have earned his trust.

7. By The Way ....

Now that you have succeed-
ed in meeting your customer’s
objection, you can segue way
into other matters, bringing you
closer to your sale. An effective
way to move on to the next issue
at hand is to simply use the tran-
sition statement: “By the way,
have we discussed your delivery
requirements for this car?”

By following these seven
casy steps. handling a cus-
tomer’s objections will become
an opportunity instead of a prob-
lem. These concrete suggestions
will have you well on your way
to superstardom in your sales
career! Good luck to you, and
remember, “Close ‘Em!”

For more information visit
www.trusttriangleselling com or
call (603) 215-5090

Inland Empire: Local Warehouse

Development activity in the
Inland Empire industrial market
is exploding as builders respond
to high levels of warehouse
demand. Tenant demand has
been especially strong among
large users, as many major com-
panies continue to set up distri-
bution facilities in the region due
to its lower operating costs and
excellent transportation infra-
structure.  Additionally, the
region is widely recognized as a
primary distribution hub for the
United States.
Companies including: Ashley
Furniture, Quicksilver and UPS
all signed leases recently for
spaces greater than 600,000
square feet. Submarkets includ-
ing the Airport, Riverside and
East San Bemardino are regis-
tering some of the most signifi-

western

cant leasing activity this year,
which is helping to offset much
of the new construction. Last
year, net absorption for these
three submarkets totaled to 13

million square feet, with another
8.9 million square feet absorbed
in the first half of 2006. While
demand for local warehouse and
distribution strong,
there are some supply-side con-

space is

cemns. Developers have more
than 43 million square feet
planned around the Southern
California Logistics Airport in
Victorville alone.

Transaction velocity s
expected to remain robust in the
Inland Empire as investors seek
1o establish a presence in one of
the strongest industrial markets
in the nation. With few excep-
tions, buyers are picking up
nearly all properties coming to
the market. Investor competition
drove the median price up 15
percent in 2005 to $88 per
square foot; buyer optimism
remains apparent, with prices up
another 7 percent to date in
2006. The Ontario Airport area
remains a favorite location for

Market Continues to Grow

many buyers as tenant demand is
high and rents continue to rise
steadily. The median price in the
submarket increased 20 percent
in 2005 to $85 per square foot
and has since climbed above the
$90 mark.

* Vacancy Forecast: Tenant
demand is robust but it is fore-
cast to fall short of new supply,
which is on track to reach a
decade-high level in 2006.
Overall, a 100 point
increase to 7.2 percent is expect-
ed.

basis

* Rent Forecast: New space
is filling relatively fast, and rents
continue to rise. Asking rents are
expected to increase 4 percent
this year to $5.43 per square
foot.

+ Investment Forecast:
Longer-term growth potential
will support prices even as
vacancy rises. In spite of price

appreciation, there are still
upside opportunities. In San
Bernardino, for example, cap
rates exceed the market average
and tenant demand is strength-
ening.

Marcus & Millichap
Industrial Report 2006

When Planning Your
2007 Advertising
Budget, Consider ...
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For Advertising
Information
Call (909) 483-4700 or

Visit our Web site at:
www.busjournal.com




BUSINESS JOURNAL « PAGE 40

September 2006

A. K. AUTO SALES
RAZON ALVIN R
TRUHLLO DALA M
16743SDST#RB
VICTORVILLE, CA 92395.
3139

ABBYS' GIFTS

HERRERA PONZIO AVIGE-
HEIN

8622 DUMOND DR.
FONTANA, CA 92335
(909)770-4161

ADVANTAGE APPRAISAL
SERVICES

BUCHANAN MISSY NEELY
58460 SIERRA VISTA
YUCCA VALLEY, CA 92284

AJ O'CONNOR LADDER
Cco

GONZALEZ ABRAHAM S
1541 W BROOKS ST UNIT B
ONTARIO, CA 91762

(909) 983-1600

ALL AROUND LANDSCAP-
ING

MONTEZ JR RAUL
MORENO EDUARDO

19440 KATYDID AVE
BLOOMINGTON, CA 92316
(951) 686-3287

ALPINE TAX & FINAN-
CIAL SERVICES
SNOWBALL BRADLEY Q
737 ROSE LANE

TWIN PEAKS, CA 92391

AUTUMN BREEZE
ENTERPRISES
GRIFFITH BARBARA D
GRIFFITH DAVID T
60433 LORRAINE ROAD
LANDERS, CA 92285

BEADED FASHIONS
BOLD22 INTERNATIONAL
INC

12192 CHANTRELLE DR #3
RANCHO CUCAMONGA,
CA 9739

BEYOND THE SKY
JUMPERS
MARKHAM JUDE T
STEWARD REGINA
262 E CERRITOS ST
RIALTO, CA 92376
(909) 586-5796

BIG STARS TRUCKING
RAGSDALE ALEC D
211 E LURELANE ST
RIALTO, CA 92376
(323) 595.7050

BO BO CHINESE
RESTAURANT
LAM HON CHEE
WONG SHIAO PING
9870 STERRA AVE #D
FONTANA, CA 92335

CD WATER WORKS
HANSON CURTIS
HANSON DEBBIE

61079 PRESCOTT TR.

OSHUA TREE, CA 92252

CHAFFEY HIGHLANDS
OPTOMETRIC EYECARE
RICHARD A, GILKISON,
0D

6403 HAVEN AVE, STE. #102
RANCHO CUCAMONGA,
CA91737-3837

CONSTRUCTIVE FITNESS
ARMAS VANESSA M
CHAVEZ MIRANDA E

5475 PHILADELPHIA ST
CHINO, CA 91710
(909)728-8948

DANNY'S PIZZA
KEELING HOWARD D
33089 YUCAIPA BLVD
YUCAIPA, CA 92399

DESERET GRAIN
STORAGE

CORP OF THE PRESIDING
BISHOP LDS

791 N. PEPPER AVE
COLTON, CA 92324
(909)824-0505

DETAILING BROS
ALCANTAR URIEL
9782 ROBINIA ST
FONTANA, CA 92335
(818)730-6539

DIEGO CLOTHING
ESCAMILLA MARIO A
169 ALABAMA STREET
REDLANDS, CA 92373
(909)538-1246

DIKUZA

BOLD22 INTERNATIONAL
INC

12192 CHANTRELLE DR #3
RANCHO CUCAMONGA,
CA 91739 L

DIVA SOFAS

SKOVBY CORPORATION,
INC

5470 BROOKS ST.
MONTCLAIR. CA 91763
(714)271-7913

DOUBLE S EXPRESS
GORHAM-HENDRICKS
STEPHANNEE

HENDRICKS STEVEN
14563 GAYHEAD RD
APPLE VALLEY. CA 92307

DRAGGIN' IT RACING
SCHOOL

TORRES JORGE

11619 RANCHO RD #2
ADELANTO, CA 92301

E PLURIBUS UNUM

INVESTMENT
RHODEN BRIAN A
137 S LORETTA
RIALTO, CA 92376
(909)471-2479

EAGLE FENCE COMPANY
SOPER DEAN W

7478 BANNOCK TRAIL
YUCCA VALLEY, CA 92284

ED'S LANDSCAPE SER-
VICE
COOPER EDMOND

COOPER PAMELA
6465 COLUMBINE ROAD
OAK HILLS, CA 92344

G & M GENERAL
MECHANIC

GUZMAN HILARIO

647 N. MT. VERNON AV
SAN BERNARDINO, CA
92411

(909)884-5721

GOOFY ICE CREAM
CORNEJO JUAN PEDRO
1184 W. BASELINE AVE
SAN BERNARDINO, CA
92411

GROUPTEN REALTY
SALAZAR ROSA

9227 HAVEN AVE, STE 270
RANCHO CUCAMONGA,
CA91730

GUARANTEED TRUSTFI-
NANCIAL

SALAZAR ROSA

9227 HAVEN AVE, STE 270
RANCHO CUCAMONGA,
CA 91730

GUARANTEED TRUST-
MORTGAGE

SALAZAR ROSA

9227 HAVEN AVE, STE 270
RANCHO CUCAMONGA,
CA 91730

HANNAH NOTARY SER-
VICE

HANNAH B

1546 W. 20TH ST

SAN BERNARDINO, CA
92411

HARRY'S JEWELRY
GUEVREYAN HERAYR
10730 FOOTHILL BLVD #150
RANCHO CUCAMONGA,
CA 91730

HESPERIA GARDEN
APARTMENTS

ALFRED L. ARNOLD TRUST
CHARLENE K GLIKBARG
TRUSTEE GLIKBARG
CHENEY THERESA L
DANIEL OSCHIN TRUSTEE
M.O. TR UWO HELEN

ARNOLD TRUST
GLIKBARG 1987 REVOCA-
BLE TRUST

MICHAEL H OSCHIN REVO-
CABLE TRUST

MICHAEL H OSCHIN TR
MICHAEL H OSCHIN REV
TRUST

MICHAEL H OSCHIN
TRUSTEE M.O. TR UWO
HELEN OSCHIN
MICHAEL OSCHIN TRUST
U/W/O HELEN OSCHIN
OSCHIN D, RACHEL
OSCHIN R.W.

RICHARD H O'HARA
TRUSTEE M.O. TR UWO
HELEN OSCHIN

WM. K GLIKBARG
TRUSTEE GLIKBARG 1987

REV TRUST
8939 "G" AVENUE
HESPERIA, CA 92345

HORMONE TESTING
NISLY ROSS E
34569 NEWELL §

SUITE 204

YUCAIPA, CA 92399

HR CLEANING SERVICES
RUIZ GLORIA O

RUIZ HILARIO

670 S. MARCELLA AVE.
RIALTO, CA 92376

IMPIRE ENTERTAINMENT
BALDWIN OBADIAH

191 SOUTH 'E' ST #205

SAN BERNARDINO, CA
92418

(951)880-4889

INTERNATIONAL FUGIL-
TIVE RECOVERY AGENCY
MITCHELL JULIE A

9590 ACACIA AVE #13
FONTANA, CA 92335
(909)770-4409

J & L WIRING

BATTS LARRY R

LEWIS JACK J

14178 MANZANO ROAD
VICTORVILLE, CA 92392-
5001

(760)241-6190

JENNE'S JEWELS
FLORES JENNIFER L

3296 N, AMBERWOOD AVE
RIALTO, CA 92377
(909)823-5420

JUANITO'S RESTAURANT
APARICIO SAMUEL
LOPEZ ELIZABETH E
LOPEZ JUAN F

2055 E. HIGHLAND AVE.
STED

SAN BERNARDINO, CA
92404-4655

(909)425-5229

KELLER WILLIAMS
CHINO HILLS

PACIFIC EQUITABLE PART-
NERS INC

4200 CHINO HILLS PARK-
WAY #3235

CHINO HILLS, CA 91709

LAS CAZUELAS MEXICAN
GRILL

SALAZAR JOSE ¥

630 W. BASELINE ROAD
RIALTO, CA 92376

LASER CARTRIDGE
SERVICE

NICKROO ALMA D
13552 4TH ST.
YUCAIPA, CA 92399
(909)801-9385

LAY N PIPE PLUMBING
co

STENNIS EDWARD M
3154 HERRINGTON AVE
SAN BERNARDINO, CA
92405

LEGACY BUSINESS
SERVICES
STUDEBAKER SANDRA
11373 VERBENA RD

e

NEW BUSINESs County of San Bernardino

VICTORVILLE, CA 92392

MARCOENTS

MOHLER MARLENE RUTH
318 EAST 'F STREET

UNIT A

ONTARIO, CA 91764-3765

MOUNTAIN SOURCE
KEARNEY DENNIS J
27488 CEDARWOOD DR
LAKE ARROWHEAD, CA
92352

(9091336-6563

NIXA COUNTRY
NIXACOUNTRY.COM
NIXA KEVIN M

RYE VALERIE J

6195 GARFIELD STREET
CHINO, CA 91710

POOP ALERT

POOP AWAY

LANG TIMOTHY C
LEAVITT TARAJ

15930 NISQUALLI RD #5E
VICTORVILLE. CA 92395
(760)553-2648

PRECISION ONE REAL
ESTATE SERVICES
PRECISION ONE MORT-
GAGE, INC

10737 LAUREL ST. #140
RANCHO CUCAMONGA,
CA 91730

(909)373-2040

RC PLANES AND TRAINS
HENDERSHOT MICHAEL W
17129 MAIN ST. SUITE A
HESPERIA, CA 92345
(760)513-9018

ROD'S MOBILE LUBE
BEYDLER MYRNA L
BEYDLER RODNEY F
10701 9TH AVE
HESPERIA, CA 92345

HORMONE TESTING
NISLY ROSS E

34569 NEWELL ST. SUITE
204

YUCAIPA, CA 92399

ROUTE 66 AUTO REPAIR
ANY DREAM WILL DO, INC
1775 W. FOOTHILL BLVD.
UPLAND, CA 91786

RUBIN MARKET

BUAL CORPORATION
16617 MERRILL AVENUE
FONTANA, CA 92335

SAINT FRANCIS
CATHOLIC BOOKSTORE
URRUTIA MARIA E

462 W. HIGHLAND AVE.
SAN BERNARDINO, CA
92405

(909)886-867 |

SERRANO'S TRANSPORT
SERRANO ELISEO §

4219 MAPLE ST.

CHINO, CA 91710

SHAKIES BARBER &
BEAUTY

MANALAC MARIA C
8254 SIERRA AVE.
FONTANA, CA 92335

SHOPPE247

BOLD22 INTERNATIONAL
INC

12192 CHANTRELLE DR #3
RANCHO CUCAMONGA
CA 91739

SPORTSTECH INTERNA-
TIONAL

WIMBERLY JAMES

12414 BUTTERCUP WAY
RANCHO CUCAMONGA
CA 91739

(909)731-8994

SUPERIOR PARALEGAL
SERVICES

HANNAH B

1546 W. 20TH 51

SAN BERNARDINO, CA
92411

T & HSHUTTLE
RANGELSANTIAGO M
SALAZAR HELENE
413 W. MANZANITA ST.
RIALTO, CA 92376

TACO'S TORRE'ON
CATERING

RODRIGUEZ HERBERT G
RODRIGUEZ SANDRA V
1000 W, 4TH ST. #367
ONTARIO, CA 91762
(909)975-1514

TANGLES

TRONT WENDELL JAY
FORD TRACY

LAUDER JANINE L
12421 HESPERIA RD #16
VICTORVILLE, CA 9239

THE GREEN EDEN
GUERRERO FRANCISCO
5542 W MISSION BLVD
ONTARIO, CA 91762
(909)627-6536

THE MELTING POT
RESTAURANT

HODGIN REALTORS INC
12469 FOOTHILL BLVD
RANCHO CUCAMONGA,
CA 91739

THE NANNY PLUS
DAVIS SANDRA G

1512 E STH ST SP 210
ONTARIO, CA 91764-2166
(909)983-3475

TU IMAGEN BEAUTY AND
BARBER SHOP

SOTO JUANITA

7993 SIERRA AVE SUITE B
FONTANA, CA 92336

VIC'S CONCRETE
PUMPING

CLOUD VICTOR B
1041 CIMARRON DR
REDLANDS. CA 92374

VIDEO FLICKS

VIDEO TRON

LEE JAE-YOUNG D

6403 HAVEN AVE #104
RANCHO CUCAMONGA,
CA 91737-3837

WALTZ SHOES

RHO MYUNG

5144 MONTCLAIR PLAZA
LANE

MONTCLAIR. CA 91763
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WATER SOLUTIONS
CORTEZ CONSTANTINO |
229 5. RIVERSIDE AV
STEK

RIALTO, CA 92376

WHEEL KONNECTION
MORALES JOSE §

2213 E.4TH §1
ONTARIO, CA 91764

WIMBERLY &
ASSOCIATES
WIMBERLY JAMES
12414 BUTTERCUP WY
RANCHO CUCAMONGA
CA 91739

(909)731-8994

WINCHELLS DONUT
HOUSE

PERALTA JIMMY R
PERALTA LIGDELIA

2094 W. REDLANDS BLVD
REDLANDS, CA 92374

WIRELESS AND
COMPANY

JARA GERALD

2215 S MOUNTAIN AVE
ONTARIO, CA 91762

5STAR SERVICES
COLE KEITH V

6174 OLIVE AVE

SAN BERNARDINO, CA
92407

VIP NOTARIES
WRIGHT. TOOD
79794 EAGLEBEND
INDIO CA 92201

AGORA MIRAGE ASSIST-
ED LIVING

OCEAN STREET CORPORA-
TION

8941 ATLANTA AVE STE 303
HUNTINGTON BEACH, CA
92646

ORGAN MATCHING CEN-
TER

ALLEN I1L. ALBERT

38850 BAILIFF RD

ANZA CA 92539

ORGAN MATCHING
CENTER
HILL-ALLEN, SHERRY
BERNADETTE

38850 BAILIFF RD
ANZA'CA 92539

CALIFORNIA DESERT
REGIONAL THEATRE, INC
CALFORNIA DESERT
REGIONAL

THEATRE, INC

39540 KIRKWOOD C1
RANCHO MIRAGE CA 92270

HISPANO NETWORK
CAIPO. MANUEL

186 VEGA STREET

PALM SPRINGS CA 92264

== % =

NEW BUSINESS

A VALLEY CABOUSINE
ACE TAX]

AIRPORT TAXI
AMERICAN CAB
BIGHORN TAX1

CITY CAB
CLASSICAB
COUNTRY CLUB TAXI
EXECUTIVE TAXI
INDIAN WELLS CAB
LA QUINTA CAB
MIRAGE TAXI

R&C EXPRESS CAB
STAR TAXI

UNITED TAXI

USA CAB

VIP EXPRESS TAXI
THOMSON RONALD E
64146 HWY 62

JOSHUA TREE, CA 92252

A.C. ERECTORS
CRITTENDEN ALAN LEF
CRITTENDEN TERRI LYNN
1369 REDWOOD AVE
NEEDLES, CA 92363

AARON'S "KEEPIT
CLEAN"

MANSER AARON E
MANSER GINA M

7155 NAPA AVE
RANCHO CUCAMONGA,
CA 91701

ABC INVESTMENT GRP
BOYD TOSHA )
2436 N. ELUCLID AVE

NEW BUSINES

CALIFORNIA TIRES AND
WHEELS INC.
CALIFORNIA TIRES AND
WHEELS INC

83406 LONESOME DOVE
INDIO CA 92201

NORTH SHORE HAWAIIAN
SHAVE ICE

PERRY, VIOLET ROSE
69949 WAKEFIELD ROAD
CATHEDRAL CITY CA 92234

AMERICAN SAVER

R M MARKETING LLC
80648 CAMINO SAN LUCAS
INDIO CA 92203

RM MARKETING LLC

RM MARKETING LLC
80648 CAMINGO SAN LUCAS
INDIO CA 92203

SAN ANTONIO DENTAL
OFFICE

ELVIA JUAREZ A DENTAL
CORPORATION

51-335 HARRISON ST.
SUITE 167

COACHELLA CA 92236

INDIO DENTAL GROUP
EIDELSTEIN, ALEXANDER
30702 HILLTOP WAY
SAN-JUAN CAPISTRANO

CA 92675

UPLAND, CA 91784
YN6O8-7725

ACCESS MOTORS
MURRAY JASON W
8174 SKYLINE DR
PINON HILLS, CA 92372

AMBER'S BARGAIN
ENTER
MCGRANAHAN BILL
6063 ROSARIO ST
CHINO, CA 91710

AMCOT COOLING
TOWER COMPANY
VIGOR MACHINERY COM
PANY

LIANG CHI USA CORPORA
TION

350 N. PONDEROSA AVE
ONTARIO, CA 9176

AREA 51 DELIVERIES
GEBHARDT TAMARA |
1101 GOLD MOUNTAIN DR
BIG BEAR CITY, CA 92314
(909)584-2554

ART CLASS STUDIOS
ALLEN KIRSTEN
27385 RUSTIC LANE
HIGHLAND. CA 92346
(909)864-3685

AUDIO VIDEO SPECIAL-
IST
IBRAHIM IBRAHIM

LILY OF THE VALLEY
FLORAL & GIFT BOU-
TIQUE

HOLANDA, CHRISTINE

ALLISON

45155 DESERT VIEW CT
LA QUINTA CA 92253

DESERT CANCER CARE,
INC.

DESERT CANCER CARE,
INC

29 CALLE LA REINA
RANCHO MIRAGE CA 92274

MURALS BY PAMELA
ALMS, PAMELA LEE

38703 VISTA DR
CATHEDRAL CITY CA 92274

G & G HOUSE KEEPING &
MORE

CANTU, GUADALUPE
83056 LONG COVE

INDIO CA 92201

G & G HOUSE KEEPING &
MORE

MONTES. GLORIA GOMEZ
83056 LONG COVE

INDIO CA 92201

A&R MEDICAL BILLING
SERVICES

AARON, JARRIET JAMES
38579 CLEAR SKY WAY
PALM DESERT, CA 92211

Count

4015 HOLT BLVD
MONTCLAIR, CA 91763

B AND J MANAGEMENT
CO.

BOYCE JEANNE BOILEAL
BOYCE WILLIAM RUSSELL
56862 LA CADENA RD
YUCCA VALLEY. CA 92284
1380

BATES MOTORSPORTS
BATES JAMES HERBERT
521 DART CANYON RD
CRESTLINE, CA 92325

BEST TERIYAKI

PAK SUNG H

424 E. HOSPITALITY LN, #B-
1

SEN BERNARDINO, CA
92408

BLANKETS WITH A
BLESSING

DEVRIES SYLVIA

1456 E. PHILADELPHIA #289
ONTARIO, CA 91761

BROUGHT TO YOU BY
LINDA, GIFTS

HALL BELINDA KAY
9448 PIEDRAS TR
MORONGO VALLEY, CA

92256

CHANNEL 69 T.V.
M.B.T.V,

IBSTY CLEAR SKY WAY
PALM DESERT CA 92211

RAINBOW HOME CLEAN-
ING SERVICES

LOPEZ. CARLOS ALBERTO
68200 33RD AVE. #136
CATHEDRAL CITY CA 92234

RAINBOW HOME CLEAN-
ING SERVICES

LOPEZ, MELANIA

68200 33RD AVE. #136
CATHEDRAL CITY CA 92234

AAA ADVERTISING &
FLAG CO.

JORDAN MCCLELLAND,
JAMES ALLAN

1911 §. CADIZ CIRCLE
PALM SPRINGS CA 92264
9210

CREATIVE CONCRETE &
LANDSCAPE

TEMECULA VALLEY LAND-
SCAPE

+CONSTRUCTION, INC
26301 STEINHOFF AVE.
HEMET, CA. 92545

Lof San

MEBTV69

MORONGO BASIN T.T.
MORONGO BASIN TELE-
VISION

JOHNSON R. LEF
MOREHEAD PAUL

58384 STARLIGHT MESA RD
YUCCA VALLEY. CA 92284

CHRISTINA MAROCCO
HAMILTON CHRISTINA M
MAROCCO ANNE M

5 EAST CITRUS SUITE 103
REDLANDS, CA 92373

COLTON AUTO WORKS
MARQUEZ VICTOR H
466 FOGG ST

COLTON, CA 92324
(909)363-5869

D & K ENTERPRISES
DOUGAN KRISTIE E
DOUGAN JR DONALD 1
4056 YUCCA MESA RD
YUCCA VALLEY. CA 9228

DEL ROSA FRESH MEX
PEREZ SALDIVAR RICAR-
DO

1631-C E. HIGHLAND AVE
SAN BERNARDINO, CA
92404

(909)888-5100

DESERT AUTOBODY
GORWIN GREGORY )

ernardino

e ] e p——

6R68 PINE AVE
TWENTYNINE PALMS, CA

02277

DYNASTY IN FURNITURE
CORTEZ BERTHA

585 BIRCH CT. # 1
COLTON, CA 92324
(909)370-3394

E P INVESTMENTS
EMERALD PEARL INVEST-
MENTS, LL.C

22545 BARTON ROAD
SUITE 113

GRAND TERRACE, CA
92313

(909)825-7327

E.M.B HUNTING
CONSULTANT

BURDEN ERIC M

10950 CHURCH ST #521
RANCHO CUCAMONGA,
CA 91730

(951)966-1548

ECHO PRODUCTS
LAYTON VALEN A

47121 SILVER VALLEY RD.
NEWBERRY SPRINGS, CA
92365

EL MATADOR

RICO ROGELIO

4603 BROOKS ST. #3
MONTCLAIR. CA 91763

County of Riverside

e e

DON'S DISCOUNT BLINDS
& SHUTTERS

GREENE, DON FRICARDIO
9960 SOFIA COURT
MORENO VALLEY, CALIF

92557

S & D TRUCKING
AUTHIER, DIANNA KAY
12183 DEERWOOD LN
MORENO VALLEY CA 92557

S & D TRUCKING
AUTHIER, STEVEN RENE
12183 DEERWOOD LN
MORENO VALLEY CA 92557

INL

INL CONSTRUCTION, INC,
1700 VIA'SEVILLA ST
CORONA, CA 9288)

GOLGOTHA WEAR
GARCIA. MARTIN PATRICK
39562 MILLSTREAM RD
MURRIETA CA 92563

INTERNATIONAL IMMI-
GRATION

WE IMMIGATE, INC.

1410 THIRD STREET #3
RIVERSIDE, CA 92507

ALFA REALTY, THE
ALFARO, HERIBERTO
ALFONSO

4773 TYLER ST #2F
RIVERSIDE, CA 92503

AMN HOME INSPECTIONS
& HOME APPRAISALS
NUNEZ, ARTURO

11626 SAYWARD CIR
RIVERSIDE, CA 92503

AMN HOME INSPECTIONS
& HOME APPRAISALS
NUNEZ, SYLVIA CALOCA
11626 SAYWARD CIR
RIVERSIDE. CA 92503

HEAVENLY AIR

COUCH, JASON SHANE
10211 COUNTRY CLUR DR
MIRA LOMA, CA 91752

STYLIST/FURNITURE
CONSULTING

AVILA. JUAN PEREZ
7228 RIDGELINE DR
RIVERSIDE, CA 92500

AUDITRON

WVU ASSOCIATES. INC
4505 ALLSTATE DRIVE,
SUITE 105

RIVERSIDE, CA 92501

continued on page 42
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SALON ENVIOS
SOTELO, MAYANIN
569 S. YORBA
ORANGE CA 92869

GLOW GAUGES

CA SR ENTERPRISES INC
500 S. STATE ST #203
SAN JACINTO CA 92583

STREETRACERPARTS
oM

CA SR ENTERPRISES INC
500 S. STATE ST #203
SAN JACINTO CA 92583

ABC MORTAGE-REALTY
AND PROPERTY MAN-
AGEMENT CORPORA-
TION

ABC MORTAGE-REALTY
AND PROPERTY MANAGE-
MENT CORPORATION

670 E. PARKRIDGE AVE
SUITE 100,

CORONA, CA 92879

AUTOMOTIVE MOBIL
SERVICE

ARRANBALES, BALERI-
ANO PERALTA

127 N. BUENA VISTA AVE #]
CORONA CA 92882

6TH STREET ANTIQUES &
TOYS

SANJO GROUP INC

3601 MARKET ST
RIVERSIDE, CA 92501

OEM NETWORK
GHARIDI, ELHAM

846 HEARST WAY
CORONA, CA 92882

TIRE AND AUTO REPAIR
CEH-EHUAN, GONZALO
LAKE ELSINORE, CA 92530

ANGELZ DESIGN
HOLLEMAN, FATIN
“BILLEH"

25723 LOS CABOS DRIVE
MORENO VALLEY CA 92551

PRECISION AUTO ELEC-
TRIC AND AIR CONDI-
TIONING

TRASJ, MICK
CHRISTOPHER

24687 LINCOLN AVE
MURRIETA CA 92562

ROCKINGHORSE DAY-
CARE, THE

WOLTER, SUSAN ANN
26776 HANFORD ST
MENIFEE CA 92584

CIMA
RODRIGUEZ, CLAUDIA
LIZETH

12137 CALLE SOMBRA 216
MORENO VALLEY CA 92557

EXCEL HEATING & AIR
CONDITIONING

EXCEL HEATING & AIR
CONDITIONING
REYNOSO, FERNANDO
40728 CLANCY COURT
MURRIETA CA 92562

JC INVESTMENTS
HERNANDEZ, JUAN
CARLOS

12604 TORREY PINE RD
MORENO VALLEY CA 92555

ARLINGTON LIATHING
AND PLASTERING
SORIA, JR., ARMANDO
ANDREW

29543 WILLIAMETTE WAY
SUN CITY CA 92586

ARLINGTON LIATHING
AND PLASTERING
SORIA, SUZANNE JANE
29543 WILLIAMETTE WAY
SUN CITY CA 92586

PRESTIGE SWIMMING
POOL

CONTRACTORS, INC
PRESTIGE POOLS INC
45624 VIA PUEBLA
TEMECULA CA 92592

ANYTIME HANDYMAN
NEHRING, LINDA MARI-
ANNE

5505 TOWER ROAD
RIVERSIDE CA 92506

ANYTIME HANDYMAN
SPRAGUE, JON CLAYTON
5505 TOWER ROAD
RIVERSIDE CA 92506.

ANYTIME HANDYMAN
STEWART, DAVE DANIEL
5505 TOWER ROAD
RIVERSIDE CA 92506

MOORE INCREDIBLE
CRETE

MOORE, RICHARD
28350 HAMPSHIRE DR,
QUAIL VALLEY CA 92587

KELTEX ENTERPRISE
GARCIA, DAVID GILBERT
29120 ALICANTE AVE
MORENO VALLEY CA 92555

REALTY WORLD PRE-
MIER PROPERTIES
MOUNTAIN VIEW REALTY
13550 PALM DRIVE,
DESERT HOT SPRINGS, CA
92240

EMPIRE MORTAGE
PACHECO

PACHECO, EILEEN MARY
12303 BALTIMORE AVE
MORENO VALLEY CA 92557

SHOWCASE AUTO GLASS
SALDANA, ADRIAN

3920 RUBIDOUX BLVD
RIVERSIDE CA 92509

SHOWCASE AUTO GLASS
SALDANA, ISRAEL

3920 RUBIDOUX BLVD
RIVERSIDE CA 92509

GRANDMA ANN'S HOUSE
BUTLER, ANN

29225 PARADISE CANYON
DRIVE,

MENIFEE CA 92584

BLACK MARKET
OFFROAD
GRIGSBY, BRYAN
MICHAEL

18764 CHICKORY
RIVERSIDE CA 92508

PRIORITY APPRAISALS
HUNTSMAN, JOSHUA
WAYNE

1042 CANYON VIEW PLACE
NORCO CA 92860

DANDA BUFFET FM

Y2ZK INC

12912 BROOKHURST ST
#310

GARDEN GROVE CA 92540

AIYA

CHANG, JOHN

13165 BRIGHTON WOOD ST
MENIFEE CA 92584

PEAK PERFORMANCE
CHIROPRACTIC
HALL, BOBBIE ELAINE
1821SAVED

PERRIS CA 92570

EAGLE PAVING COMPA-
NY

CS), INC

2870 EAST LA CRESTA
AVENUE

ANAHEIM CA 92806

BUTTERFIELD ANIMAL
HOSPITAL

TRI-CITY VETERINARY
CLINIC,INC

1929 W. VISTA WAY
VISTA CA 92083

BUTTERFIELD RANCH
ANIMAL HOSPITAL
TRI-CITY VETERINARY
CLINIC,INC.

1929 W. VISTA WAY
VISTA CA 92083

BUTTERFIELD RANCH
VETERINARY CLINIC
TRI-CITY VETERINARY
CLINIC,INC.

1929 W. VISTA WAY
VISTA CA 92083

BUTTERFIELD VETERI-
NARY CLINIC

TRI-CITY VETERINARY
CLINIC,INC,

1929 W. VISTA WAY
VISTA CA 92083

AT THE VILLAGE
HERNANDEZ. GUILLERMI-
NA 11795 CARMINE ST
RIVERSIDE CA 92505-

3563 MAIN STREET
RIVERSIDE, CA 92501

CHERRY RODEO

GOOD, JANET KAY

23392 SONNET DR
MORENO VALLEY CA 92557

BIZTEK SOLUTIONS
ANDERSON, DEREK
WAYNE

13241 ACACIA AVENUE
MORENO VALLEY CA 92553

BIZTEK SOLUTIONS
ANDERSON-BURNS,
JAEALYN CHRISTINE

26280 MOUNTAIN RANCH
RD

MORENO VALLEY CA 92553

BRIDGE 21 OF RIVERSIDE
ANDERSON, DEREK
WAYNE

13241 ACACIA AVENUE
MORENO VALLEY CA 92553

BRIDGE 21 OF RIVERSIDE
ANDERSON-BURNS,
JAEALYN CHRISTINE

1285 TRADE CENTER
DRIVE

RIVERSIDE, CA 92507

HOME-DESIGNER
FURNITURE

LAIL MIKE

31660 GRAPE ST # D
LAKE ELSINORE CA 92532

HOME-DESIGNER
FURNITURE

NGUYEN, EDDY

31660 GRAPE ST #D

LAKE ELSINORE CA 92532

HOME-DESIGNER FURNI-
TURE

SAM, KIMBERLY THI
31660 GRAPE ST #D

LAKE ELSINORE, CA 92532

JOE'S ENGINE REPAIR
CHEBAT, LODY

29770 BRADLEY RD, STE |
SUN CITY, CA 92586

JOE'S ENGINE REPAIR
CHEBAT, VOE

29770 BRADLEY RD. STE 1
SUN CITY. CA 92586

SUIT EXCHANGE
IBRAHIM, MUSSA “S"

2280 GALLERIA AT TYLER,
RIVERSIDE, CA

YOUR PERSONAL
SHOPPER

HILL, CARRIE ANITA
45728 CORTE LOBOS
TEMECULA CA 92592

NOVACOM

CALVADA ENVIRONMEN
TAL SERVICES

INC

1560 COMMERCE ST
UNIT D

CORONA CA 92880

KC WHOLESALE FLOOR-
ING

CARLTON, DAVID
FRANKLIN

11944 MISSION TRAIL
BLVD

LAKE ELSINORE, CA 92530

AMERICAN HOME
HEALTHCARE CORP
AMERICAN HOME
HEALTHCARE CORP
6710 BROCKTON AVE
RIVERSIDE CA 92506

B & D HEATING & AIR
COLON, CHRISTOPHER
1710 PALMYRITA AVE #5
RIVERSIDE. CA 92404

B & D HEATING & AIR
DAVIES, RONALD ANTHO.
NY

1710 PALMYRITA AVE #5
RIVERSIDE. CA 92404

ESQUIVEL SERVICES
CENTER

ESQUIVEL, BRENDA
3105 MARKET ST
RIVERSIDE, CA 92501

WEARMYPOLITICS.COM
BOURBONNAIS, MELISSA
ANN

16253 GREENLEAF CT
RIVERSIDE CA 92503

WEARMYPOLITICS.COM
BOURBONNAS, JASON
MATTHEW

16253 GREENLEAF CT
RIVERSIDE CA 92503

PREMIER DENTAL
LAM, KELLY

2488 HAMNER AVE #100
NORCO, CA 92860

PREMIER DENTAL CARE
LAM, KELLY

2488 HAMNER AVE #100
NORCO, CA 92860

PREMIER DENTAL GROUP
LAM, KELLY

2488 HAMNER AVE #100
NORCO, CA 92860

The Cost of the Crutch:
continued from page 32

Besides making sure they
and their babies are healthy, the
pregnant women who are treated
through Miracles in Recovery
have access to resources they
need to succeed in a drug-free
lifestyle. This aspect of the pro-
gram is similar to that offered at
six transitional living homes
Miracles in

operated by
Recovery.

The
offers
counseling,

treatment
individual and group
education about
drug addiction and preventing
relapses, 12-Step programs such
an Alcoholics Anonymous and
Narcotics Anonymous meetings
especially designed for pregnant
women, parenting classes, life

education, including stages of
pregnancy and infant develop-
ment. Former clients who are
now living independently can
also use most of these resources.

There are many other pro-
grams available in our area.
There are also companies who
specialize in drug screening to
avoid problems before the per-
son is even hired.

Of course all of this costs

money, which comes off of the

program

skills classes, yoga and health

top in business and ultimately
comes down to you and me.

In the end the one great truth
holds firm, no matter what route
you take to deal with substance
abuse. And it’s a personal one
that no program can hand you.

Acknowledging the problem
is half of the cure.
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continued from page 36

Course Name
Address
City, State, Zip

Oak Valley Golf Club
1888 Clubhouse Dr.
Beaumont, CA 92223

Pala Mesa Resort
2001 Old Highway 395
Fallbrook, CA 92028

Palm Desert Country Club
77-200 California Dr.
Palm Desert, CA 92211

Palm Desert Resort Country Club
77-333 Country Club Dr
Palm Desert, CA 92211

Paradise Knolls Golf Club
9330 Limonite Ave
Riverside. CA 92509

PGA WEST
PGA Blvd
La Quinta, CA 92253

Quail Ranch Golf Club
15960 Gilman Springs Rd
Moreno Valley, CA 92555

Rancho Mirage Country Club
18-500 Bob Hope Dy
Rancho Mirage, CA 92270

Redhawk Golf Club
45100 Redhawk Parkway
Temecula, CA 92592

Riverside Golf Club
1011 N. Orange St
Riverside, CA 92501

San Bernardino Golf Club
1494 S. Waterman
San Bernardino, CA 92408

The SCGA Members® Club
38275 Murrieta Hot Springs Rd
Murrieta, CA 92563

Shandin Hills Golf Course
3380 Liule Mountain Dr.
San Bernardino, CA 92407

Sierra Lakes Golf Club
16600 Clubhouse Dr.
Fontana, CA 92336

Soboba Springs Royal Vista Golf Crse.
1020 Soboba Rd
San Jacinto, CA 92583

Tahquitz Creek Golf Resort
1885 Golf Club Dr
Palm Springs, CA 92264

Temecula Creek Inn
44501 Rainbow Canyon Rd
Temecula, CA 92592

Upland Hills Country Club
1231 E. 16th Street
Upland, CA 91784

Westin Mission Hills Pete Dye Crse.
71-501 Dinah Shore Dr

Rancho Mirage, CA 92270
Whispering Lakes Golf Club

2525 Riverside Dr

Ontario, CA 91761

Golf Courses in the Inland Empire

Mgmnt. Co. or Owner
Iype of Course
Membership Fees

Oak Valley Mgmnt,, LLC
Public
N/A

Resort Public
N/A

GP Golf
Semi-Private
$2.500 Full/$1,500 Single

Guymo Mngt. Corp
Resort
$3,.500/Full

American Golf Corp
Public
N/A

KSL Recreation
} Private/2 Reson
$100.000

Inovative Business Mgmi.
Semi-Private
N/A

RMDI Corp
Semi-Private
Varies

Pacific Golf
Public
$2,750-53,250

Howard Smith Corp.
Public
N/A

J.G. Golfing
Public
$40 (Men's Club)

So. Cal. Golf Association
Public
N/A

American Golf Corp./GEI
Public
$29.95-549.95/560

Donovan Brothers Golf Inc
Public
N/A

Roval Vista Golf Courses
Semi-Private
Variable

Armold Palmer Golf Mgmnt
Public
N/A

JIC Resons
Public/Resont
Call for Details

American Golf Corp
Semi-Priv./Publ. & Memb.
$2.200 - $3,740

Troon Golf
Resort
N/A

City of Ontario
Public
N/A

Listed Alphabetically

Green Fees:
Weekdays
Weekends

$50-532
$75-842

570
90

$20-875
(Seasonal)
(Twilight Available)

$25-590

£33
$46

$235-5250
$235-8250

$29
$40

$25-580

$50 ($60 Fri.)
$70

$19 Walk/$31 Ride
524 Walk/$36 Ride

$19
$28

$45 Member/$60) non-member
360 Member/$75 non-member

$20-827
$23-%30
(cars extra)

$39-552
$65

$35
$50

$20-$35/825-550
$30-365/$50-380
(Legend/Resort)

$50 ($60 Fri.)
$80

$36
$47
(w/can)
$140
S160

$19

$23

Length of Course (Yds.)
# Rounds played Yearly

7,003
4,000

6,502
65,000

6.800 (Blue Tees)
40,000

6,585

36,000

6.200
65,000

All Championship Length
250,000

6,804
40,000

6,111
40,000

6,755 (Blue Tees)
42 000

6,760
70,000

5,779
75,000

7,060
60,000

6,517
68,000

6,805
N/A

6,888
60,000

6,775/6.705
90,000

6,605/6,690/6,784
85.000

5.827
60,000

6.706
40,000+

6.700
70,000+

Year Built
Course Designer
Reservation Phone

1990
Landmark Signature Design
(909) 769-7200

1964

Dick Rossen
(760)728-5881
1958

Bill Bell Sr
(760) 345-2525

1980
Joe Mullenux

(760) 345-2791

1961
M. Wood
(909) 685-7034

1986-1999

Dye, Nicklaus, Palmer
Weiskopf, Norman
(760) 564-7606

1964
Desmond Muirhead
(909) 654-2727

1983
Harold Heers

T60) 324-4711

1990
Ron Fream
(800) 451-HAWK

1948
Gordon Brunton
(909) 682-3748

1967
Dan Brown
(909) 885-2414

1971
Robert Trent Jones Sr
(909) 677-T446

1982
Henry Bickler
(909) 886-0669

2000
Ted Robinson
(909) 350-2500

1967
Desmond Muirhead
(909) 654-9354

(L) 1957/R) 1995
Billy Bell/Ted Robinson
(760) 328-2375/324-8122

na
Dick Rossen/Ted Robinson
(909) 676-2405

1980

David Raineville
(909) 946-4711
1988

Pete Dye

(760) 328-3198
1960

Wm. A. Tucker
(909) 923-3673

Top Local Pro or Manager
Title

Phone/Fax

E-Mail Address

Kai Chang

General Manager

(909) 769-7200/769-1229
oakvalleygolf.com

Jan McCormick
Head PGA Professional
(760) 728-5881/723-8292

Scott Johnson
General Manager
(760) 345-2655/345-6558

Alan Marietta
General Manager
(760) 345-2781/345-6523

Muare McGinnis
General Manager
(951) 685-7034/685-8504

Deave DoerlLsa Tagzat

Head Golf Professionals, POA
(760) 564-T1M0/564-7156
ltaggart@kslmail.com

Doug Dannerik
GM/Head Pro, PGA
(951) 654-2727/654-5692

Eric Charos
Head Golf Pro
(760) 324-4711/324-1165

Mark Stevens
General Manager
(951) 302-3850/302-3851

Debie Eschrich
General Manager
(951) 682-3748/682-9567

Tom Self
General Manager
(909) 381-7557

Patrick G. Kimball
Director of Golf

(909) 677-T446/677-7449
golfi@scgamembersclub.com

Ryan Kimberling
General Manager

(909) 886-0669/881-2138
americangolf.com

Rick Danruther

General Manager, PGA
(909) 350-2500/350-4600
www,siermralakes.com

Karl Reul

General Manager

(951) 654-T111
sobobasprings.com
Brian Stewart

General Manager
(760)328-2375/324-8122

Greg Botti

Head Professional

(951) 676-2405/506-9640
gbotti@ jeresorts.com
Tom Garrett

General Manager

(909) 946-4711/946-1961
Bill O'Brien

Director of Golf

(760) 328-3198/770-4984
Tim Walsh

Head PGA Professional
(909) 923-3673/923-369
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Park City, Utah—-Eden With an Attitude

by Camille Bounds

Be ready for a difference

If you are ready for adven-
ture - if you are ready for
serendipity — if your are ready to
be entertained, fly, drive, and/or
run to Park City, Utah. It has
everything rolled up in one fine,
classy package with something
tor everyone, summer or winter,
For those of you that might say
think
2002 Winter Olympics, consid-

Park City where/who?---

ered one of the most successful
Winter Olympics in the history
of the event.

Think summer and winter

Just don’t think winter---def-
initely think summer and among
hundreds of other summer activ-
ities as well. The Utah Olympic
Park 1s a venue of 389-acres that
covers the area where the skiers
competed in ski jumping, and
the sliding sport competitions
like bobsledding, skeleton and
the luge.
visitors can take a bobsled ride

During the summer,

(on wheels) careening down the
actual 15-curve track with a for-
mer Olympic contender. (We
had a Russian that decided to
stay and assist in training oth-
ers.) Trust me, this is more
exciting than any roller coaster
ride anywhere! There is freestyle
aerial ski jumping into a
750,000-gallon pool, an amaz-
ing fete, and a sight that must be
seen to really appreciate and
understand.

Park City was a former silver
mining town idyllically nestled
into the mountainside and can be
found in an easy 35-mile ride
east of Salt Lake City’s
International  Airport. This
delightful town has the charm of
a relaxed village with a subtle
tempo of really being complete-
ly with it. There are all the
amenities, outdoor recreation
and entertainment of a big city
with the laid back feeling of
choices of just how fast and how

Travel Editor

much one might want to partici-
pate. This is a spot on the plan-
el that one might think is a great
place to visit-—but how do [ get
to live here?

Just think, no earthquakes,
no floods, no hur-
ricanes—all  this
and some of the
most fantastic
restaurants  and
entertainment
(What
more can any one

ask?)

anywhere

Gourmet heaven

A visit to Jean
Louis Restaurant
al Gateway
Center 1s a gour-
met experience
that matches The
Four Seasons in
Paris. The glori-
ous menu offers
mussels, in a
unique wine
sauce, which is to
die for.
Traditional

Moroccan Tajine

(spicy lamb
sausage, lamb
chop in a saffron,
cumin and
turmeric  broth)
gives lamb a new
vision. Peruvian

escabeche is mar-
inated sea bass
with a touch of
Peruvian aji
broth. A delight-
ful soup sampler
is offered. Master
Chef Regis Perret
is from Peru who
immigrated  to
Paris, and, as they say, the rest to
Park City’s advantage is history.
Perret fell in love with the area
and left the hustle bustle of the
big city restaurant stress and set-
tled in Park City to relax and run

a restaurant (with his

Peruvian/French/ Moroccan
infusion) at his own pace. Perret
is one chef who really enjoys
life. Many more ultimate gour-
met main courses are available
with a decadent

dessert menu and

an extended,
exciting, excel-
lent wine list.

This restaurant 1s
perfection  and
service is flaw-
less. If Zagat has-
n't found Jean
Louis Restaurant
and Chef Perret,
they don’t know

what they are
missing The
gourmet world-

wide bar has been
raised.

Wahiso's 1s an
upscale beautiful
Oriental restau-
rant. Their food
is luscious and
presented so artis-
tically that the
guest almost
want (o
disturb the pic-
ture presented.
The idea of a
soup sampler,
(an order of lit-
tle bowels of all
the soups on the
menu, usually
three or four)
seems fo be
catching on and
is a delight.
Wahiso's Miso
is delicate as is
nourishing.
Delightful
wines are available to add to the
lovely ambiance of a fine meal.

Lunch at the Windy Ridge
Café is an adventure---their
wraps and salads are tasty and
filling. Their outdoor dining area

doesn’t

nEAINg SIONSTA/JGUIEY) Al YR 1 JO ASILMOD S010UJ

is charming and comfortable.

If you are looking for break-
fast or lunch, visit the Morning
Ray Café---everything from a
generous platter of lox and
bagels to omelets and eggs as
you like them. Great sandwich-
es. salads, freshly squeezed
orange juice and a superb coffee
makes this place a real winner
I'he Morning Ray Café becomes
the La Luna Park City’s only
Sonoran Mexican restaurant in
the mid-afternoon and evening.

Park City offers more than a
hundred restaurants that surely
must offer good food or else
they could not survive the com-
petition.

Then there are the glorious
spas.

There are spas galore avail-
able to be rejuvenated after a day
of skiing in winter or horseback
riding, biking, swimming or hik-
ing or flying down a bobsled in
summer.

Marc Raymond Wellness
Luxury Spa and Salon covers it
all with class and can be located
in the Chateaux Resort
Complex. For appointments
call 435/647-0500. For more
info, visit www.marcraymondsa-
lonspa.com

Papillon the spa at Westgate
Park City offers a relaxing
atmosphere and well-trained
therapists. Call 435/655-22266
for more info visit papillon-
parkcity@ wgresorts.con

The Mountain Body Spa
offers green tea facials, as well
as ancient stone and massage
therapies. They have their own
fine line of herbal spa and body
products made in Park City.
They can be ordered by calling
1-800-417-2365 or you can
order on line at www.mountain-
body.com

If you happen to be in
Salt Lake City going to or from

continued on page 37
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