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Keeping tradition alive, more than 120 dance and choral teams participated in the 28th Anmual Greek Orthodox Folk Dance
& Choral Festival held recently at the Ontario Convention Center: Photos provided by the Ontario Convention Center

AT DEADLINE

Teri Ooms
Resigns From
IEEP

The Inland Empire Eco-
nomic Partnership (IEEP) has

by Tera Zelinger

announced that its CEO/Presi- .
dent Teri Ooms has resigned The Ontario Convention Center
from the organization. hosted the 28th Annual Greek Or-

thodox Folk Dance & Choral Festi-
val on February 12 -15. The event
included more than 120 dance and
choral teams from seven states, in-

Ooms and her family have
decided to move to the East
Coast to be near family. Ooms

MW f ap?:rm:nmaisv:@- cluding: California, Oregon, Wash-

Fasiit urha;n B Gl ington, Nevada, Arizona, Georgia
and Florida.

continued on page 42 The event’s festivities included

Greek Orthodox Folk
Dance & Choral
Festival Was Big Fat
Greek Celebration

folk dance and choral competitions,
as well as evening entertainment
with Glendi-Ziyia dancing for the
adults, DJ Dance for the kids, and
Basile, a nationally-renowned
Greek-American comedian.

St. Prophet Elias Church of San
Bernardino, was the only Inland Em-
pire church that participated in the
dance festival.

continued on page 2

China’s Two Faces
— Part 2 of 3

by Dieter Farwick

China as a “country in the
center”” has no tradition in “power pro-
jection” beyond the “near abroad.” On
the contrary, China has experienced
repeated invasions from the North
(Japan, the United Kingdom, France,
and to a lesser extent, Germany), lead-
ing to the defensive “Great Wall”
started in the |5th century.

Tibet and Taiwan fall under the
“one-China-doctrine,” which is popu-
lar and supported by ordinary Chi-

continued on page 3
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Tribal Myths
Versus Facts —
One Tribal
Leader’s
Perspective

by Chairman Deron Marquez
San Manuel Band of Mission Indians

As a tribal leader | take a very se-
rious stance with regard to govern-
ment-to-government  relationships
with both the federal government and
the state of California, and it is my

continued on page 6
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Greek Orthodox Folk Dance & Choral Festival Was Big Fat Greek Celebratiop

continued from page |

“I like that I get to meet Greek
people from other places,” stated
Redlands High School student and
St. Prophet Elias member, Vicki
Dasakis. “It’s cool because we all
share the same heritage, and every-
body understands me. It’s a lot dif-
ferent than hanging out with the kids

“ RIVIRSIDI

Community Hospital

from around here.”

California cities that were repre-
sented during the competition in-
cluded: Anaheim, Belmont, Cardiff,
Castro Valley, Downey, Fresno, Long
Beach, Los Angeles, Marin County,
Modesto, Northridge, Oakland,
Pasadena, Redondo Beach, Sacra-
mento, San Bernardino, San Diego,
San Francisco, San Jose, Santa Bar-

bara and Santa Cruz.

“It takes dedication from all of
these kids to attend this event. It's
fun, but it’s hard work practicing for
hours each week, earning money for
costumes, and fund raising for the
registration,” explained  Cathy
Halfhill, instructor for St. Prophet
Elias Advanced Juniors’ dance team.
“My only hope is to see these kids

March is
Colorectal Cancer
Recognition Month

According to the American Cancer
Society, Colorectal Cancer is the
second leading cause of cancer death
and the third most common cancer
overall. This rcar more than 113,000

new cases will

be diagnosed.

Early detection can significantly
improve your diagnosts.

WHo SHouLp BE SCREENED?

* Both men and women over 50
® People with a family history of

colorectal cancer

¢ Patients with Inflammatory Bowel
Disease including Ulcerative Colitis
and Crohn’s Disease

® Other risk factors include obesity
and lifestyles that include a high fat
dier, physical inactivity, smoking or

heavy alcohol use.

If you see yourself in the above
description, The Cancer Center at
Riverside Community Hospital urges

you to be screened.

There are several screening methods
recommended by the American Cancer
Society. Please discuss which one is

right for you with your family physician.

It you would like more information on
colorectal cancer, please contact the

American Cancer Society at (800)

ACS-2345 or contact the Cancer
Center at Riverside Community

The Cancer Center,
Riverside, CA 92501

For physician referral call (909) 788-3463,
Monday-Friday, 9 a.m. to noon, 1 pm. o4 pm.

- 4500 Brockton Avenue, Suite 101 3

Hospiral at (909) 788-4318.

'ANCER
ENTER

For more information, please contact

RIVERSIDI

(909) 788-4318 + (909) 788-4796 Fax

become instructors and teach the
Greek culture. We need to keep the
Greek traditions alive

More than 5,000 People were i
attendance for the weekend’s festiy-
ities.

“This was the fifth year that the
Greek Orthodox Folk Dance &
Choral Festival came to the Ontario
Convention Center, booking almost
3,000 rooms throughout the city”
stated Amita Patel, OCVB% director
of sales and marketing. “Each year
the event continues to grow, and we
look forward to having them back in
2006 and 2008

The weekend’s events brought
approximately $1.7 million in rey-
enue for Ontario. Preliminary results
showed that hotel revenues generat-
ed more than $265,000 while hote]
catering earned $223,000. Conces-
sions and catering at the Ontarip
Convention Center brought in more
than $130,000.

Basing the average daily ex-
penses of an out-of-towner at $99
per day, Ontario Convention and Vis-
itors Bureau estimated that visitors
spent more than $1 million during
the four-day festival. Those numbers
did not include cost of flights from
the LA-Ontario International Air-
port, one of the main reasons the
Greek Orthodox Dance Festival has
returned multiple times to the Inland
Empire.

“With its proximity to the air-
port, the Ontario Convention Center
is a prime location for the festival,”
said Peter Preovolos, chairman of the
board emeritus and founder of the
Greek Orthodox Youth Folk Dance
& Choral Festival. “More than 40
percent of the competitors travel
from northern California, and anoth-
er 20 percent attend from other states
and countries.”

The Greek Orthodox Folk
Dance & Choral Festival Ministry is
dedicated, through Orthodox Christ-
ian Fellowship and committed lead-
ership, to promoting,. encouraging
and perpetuating Greek heritage and
culture among individuals, families
and communities — expressed in folk
dance, folk art, music and language.
For more information, please visit
their Web site at www.gofdf.org or
call 888-FDF-YOUTH.

continued on page 6
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Small Business Owners Optimistic Despite
Slow Recovery

Survey: Greatest Concern is Rising Cost of Workers’ Compensation Insurance

While the state’s economic recov-
ery has not yet reached every part of
the business spectrum, 72 percent of
California small business owners
polled are expecting 2004 to be an
overall better year than 2003, accord-
Ing to an annual statewide survey just
released by Union Bank of California,
N.A. On the subject of employment,
for example, only about 10 percent of
respondents laid off workers in 2003,
and about 37 percent anticipate their
staffing levels to increase in 2004. In
Riverside County, 40 percent expect
their staffing levels to be higher in
2004. In San Bernardino County, 38
percent expect their staffing levels to
be higher in 2004.

However, nearly half of the re-
spondents stated California’s current
economic climate is one of their key
concerns, and about a third comment-
ed that rising health care costs and

state and local business regulations are
additional pressing challenges for their
businesses.

Respondents were also asked to
identify the principal advantages of
owning a business in California: Op-
portunities for growth (26 percent),
family ties (22 percent) and the cli-
mate (16 percent) proved to be the top
three reasons for staying in the state.

“As a group, small businesses ac-
count for roughly half of California’s
employment, and they continue to be
the backbone in the state’s economy,
having generated most of the new
business formations and employment
growth in recent years,” said Union
Bank Vice Chairman Richard C. Hart-
nack. “This annual survey, which we
have conducted since 2001, is an ex-
cellent tool to help us take the pulse of
California’s small business owners to
determine their biggest concerns for

2004, both regionally and statewide.”

According to the survey, the is-
sues surrounding workers' compensa-
tion reform continue to be a chief
concern of most small business own-
ers: 65 percent of businesses polled
identified the rising cost of workers’
compensation insurance as one of
their top challenges of owning a busi-
ness in California.

“California’s workers’ compensa-
tion system must be reformed if we
intend to lure businesses back to the
state. The current system lacks the
predictability and stability companies
have been seeking. The results of this
survey show that we must fix this sys-
tem now. California’s economy cannot
afford to wait any longer.” said Cali-
fornia Insurance Commissioner John
Garamendi.

Last month, Union Bank sur-
veyed more than 1,300 small business

owners statewide. Respondents were
asked questions regarding their com-
pany's sales performance, hiring plans,
health benefit costs and other finan-
cial and economic issues affecting
them. For this survey, small business-
es were defined as California compa-
nies in operation for at least two years,
with annual sales under $5 million for
the fiscal year 2003.

“The survey’s results show that
small business owners are becoming
more optimistic about the national and
state economies rebounding,” said
Union Bank of California Senior
Economist Keitaro Matsuda. “Despite
the fact that the state’s economy is still
the second greatest concern among
California small business owners, al-
most half of the respondents are mak-
ing plans to invest in land, buildings,
equipment and inventory, showing

continued on page 9

Study Finds Nearly 40 Percent of California
Companies Plan to Move Jobs Out of State

Most Moves Are Inside the U.S.

Nearly 40 percent of companies in
California are planning to move jobs
out of state, according to the California
Competitiveness Project, a new study
for the California Business Roundtable.
The comprehensive analysis, conduct-
ed by Bain & Company, the global
business consulting firm, also found
that a startling 100 percent of senior ex-
ecutives interviewed view the business
climate in California unfavorably.

The California Competitiveness
Project included in-depth analysis of a

views with various policy experts and
with senior decision-makers in compa-
nies of varying sizes doing business in
California. The goal of the study was to
assess both the current state and antic-
ipated trajectory of California’s com-
petitiveness and enable the California
Business Roundtable, an organization
comprised of chief executive officers of
the state’s leading corporations, to de-
velop a set of policy and legislative op-
tions that can improve the state’s com-

broad range of factors, as well as inter-

petiti and performance in the
coming years.

Companies interviewed included
small businesses with as little as $1.5
million in revenue to large corporations
with as much as $90 billion in revenue.
These companies represent more than
95 percent of the state’s industry sectors
and employ nearly half a million instate
workers,

“This research reveals that ‘busi-
ness as usual’ is not working in Cali-
fornia and that there are distinct areas
the state must address to improve the
competitiveness and keep high value
jobs in the state.” said Dick Kovace-

vich, chairman and CEO, Wells Fargo
and Company, and chairman, Califor-
nia Business Roundtable. “The tech
bubble merely masked the erosion of
California’s competitiveness and Bain’s
its edge. Looking forward, if nothing
changes, things are likely to get worse.”
More Than One-Fourth of
California Jobs Are in Vulnerable
Areas  Bain’s  analysis  of

continued on page 14

Prescription Cards for Uninsured Extended Into 2004

(Family Care, in association with
Advance PCS.) One of the nation’s
largest pharmacy benefit managers, is
extending the distribution of prescrip-
tion discount cards at no charge to
uninsured California residents, re-
gardless of age or income,

The free prescription card is ac-

cepted at more than 40,000 pharma-
cies, including Rite Aid, Walgreens,
Vons, Walmart, etc. The prescription
card is available to any uninsured
California resident. There is no ex-
piration date. The cardholder and
family members will receive both
generic and brand name prescrip-

tions, with prescription discounts of
up to 60 percent.

Family Care is a national associ-
ation that has established an alliance
of members and healthcare providers.
Formed in 1983 by a group of physi-
cians, and based in Houston, Texas,
the association’s primary goal was to

maintain a patient advocacy program
that addresses managed care issues,
helps preserve the doctor-patient rela-
tionship, and provides access to low
cost quality healthcare.

To request a free prescription
free 877-306-6300. - i
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This March in the Inland Empire Business Journal!

News and Features

Greek Orthodox Folk Dance and Choral Festival - a big, fat
Greek celebration rocked the rafters at the Ontario Convention
Center recently. Awards were given to several dance teams, but
those who were there said that all who attended were winners, per-
formers and audi alike 1

China’s Two Faces (Part 2) continues this in-depth report on the
culture and business atmosphere of the huge nation and opens our
eyes to the cultural differences and similarities between China and
the US. It is especially valuable in gaining insight into the busi-
ness practices of that nation for those in the Inland Empire who
plan to or already engage in trade with China 1

Tribal Myths and Facts — an important perspective presented by
Deron Marquez, chairman of the San Manuel Band of Mission
Indians of Highland 1

Small Business Owners Optimistic despite slow recovery, sur-
vey says. The greatest concern is the rising cost of Workers' Com-
pensation Ins 3

Meetings Resume at City Hall following temporary relocation
of business at city hall due to a major construction project. Nec-
essary information on the proper time and place — (No more your
place or mine? Now, it’s business as usual).

Top Performing Local Printing Company joins elite group ded-
icated to providing excellence in customer service ................ .18

California-Nevada Maglev Project remains viable candidate for
federal funding. What are the prospects of this happening in our
collective lifetimes? Optimism is a good thing.........................21

Editor’s Note:

- Brainstorming at the Inland Empire Business Journal goes on
all the time. Sometimes the ideas we come up with are pretty
crazy and we try them and they work. However, sometimes we
~ spruce up an “oldie but goodie” Our former profiles page is re-
born this month as Inland Empire Innovators. And, a page or
~ twooor three is dedicated to Local News, the editor’s idea. There
in‘iﬂmhmmmmdedawmm
focus on the action in our own W...Mnuguu...
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China’s Two Faces

continued from page |

nese. Without the United States’ back-
ing of Taiwan this issue would already
have been solved by China. Today,
Taiwan is a very important trade part-
ner and investor. Taiwanese people are
welcomed to buy expensive apart
ments in China. Trade between Chi-
na and Taiwan almost equals that be
tween China and the European Union
Is there a danger of a Chinese invasion
in the light of the current sabre rattling
by China’s officials

Most observers believe that the
“re-integration” of Taiwan is not a
question of “whether,” but of “when
and “how.” China does not seem to
feel pressure regarding a time line. It
can wait. A Hong Kong style re-inte-
gration of Taiwan is perhaps the most
likely approach

There is not much hope for Tibet
to get more than its people have to-
day — a certain degree of autonomy
But Tibet and the autonomous Xin-
jlang province in the West are
sources of concern for the Chinese
leadership. China’s world image suf-
fers from the suppression of freedom
movements in those two areas. To
justify its actions, China uses the la-
bel “anti-terrorism™ and sees itself in
a worldwide “anti-terror-coalition,”
even with the United States

Another bone of contention is
China’s hold on the Spratly, Paracel
and Diaoyu Islands, which it claims
by law as Chinese territory since
1992. That view is not accepted by
neighboring countries such as Viet-
nam, Malaysia, Taiwan, Brunei and
the Philippines. It is not the territory
of these islands itself that makes
them interesting but their rich de-
posits of crude oil. The outcome of
this territorial dispute is an open
question.

Without any doubt, China wants
to be a global “indispensable power,”
but “power projection” based upon
military capabilities is not expected
for the foreseeable future. The Amer-
ican military “Blitzkrieg,” based
upon so far unseen military superior-
ity must be a nightmare for the Chi-
nese leaders. With their over-manned
“old army,” equipped with outdated,
heavy armament and modern but al-
most useless nuclear weapons with
far-reaching delivery needs, China is
far away from any significant capa-

Part 2 of 3

bility for major military interven-
tions. It has to avoid any military
clash with American forces wherev-
er that might be possible

To compete militarily with the
United States would mean to multiply
the country’s defense budget, which
would eat up sacred resources needed
to mitigate internal crises. China can-
not have it both ways. It cannot solve
its internal problems and finance a
military build-up at the same time

Muddling through™ is a more likely
scenario for the next decades than any
“major jump” to face the United
States eyeball-to-eyeball

China wants to be taken as a se-
rious and powerful member of the in-
ternational community. Chinese peo-
ple are proud of their more than
2000-years-old history. The country
will inevitably become a serious
competitor beyond Asia. For these
reasons, the United States should not
regard China as a “natural enemy”
but seize the “golden opportunity” to
dev Clﬂp a cautious co-operation w ith
China — strategically orchestrated
with its allies and partners in the re-
gion — with the goal of stabilizing the
Far East. A positive example in this
direction is the handling of the cnisis
with North Korea.

For all Western and Asian coun-
tries, China is and will be an attrac-
tive market. It is in the interest of the
whole world, therefore, that China
does neither explode nor implode
Europe and Russia should not try to
misuse China to solve their problems
with the “hyper puissance” (exces-
sive power or might) US.A.. and
China should not fall into this trap.
In sum, the 55-nation country of Chi-
na is a huge construction site. No-
body knows for sure how long it will
take for that construction to be com-
pleted and what the final face of Chi-
na will look like.

The Chinese high-tech market is
booming, prompting a gold rush on
the part of Western venture capitalists
and tech companies.

Planes flying into Chinese cities
like Shanghai are packed with Euro-
pean and U.S. venture capitalists and
tech company executives eager to tap
into what is expected to shortly be-
come the biggest market for every-
thing from mobile phones to semi-
conductors. “Frenzy is beginning to be
the right word,” said Hermann Hauser,

director of Amadeus Capital Partners,
a Cambridge, England venture capital
firm that has its eye on China

A number of factors are driving
the market: labor costs — including
salaries for highly educated engineers

are one-fifth of what they are in
Europe. The boom in technology and
telecommunications  infrastructure
building there comes at a time when
sales are lagging in the West. And the
sheer size of the market means it will
have an influence on technology stan
dards. For example, China, which has
250 million mobile phone subscribers,
is already the world’s largest mobile
market. Thus, the standards it choos-
es for the roll-out of third-generation
mobile services next year are expect-
ed to have global repercussions

“It will happen in the world if it
happens in China.” said Lothar Pauly,
the Siemens board member responsi-
ble for business in China. The German
electronics conglomerate is one of a
string of companies that has invested
$10 billion in the Chinese cellular
phone sector over the past three years.

Of course, entrepreneurs and
multinationals have had visions of
selling products to a billion Chinese
consumers ever since the former U.S.
President Richard Nixon's diplomat-
ic breakthrough with China in 1972
Most have walked away bruised and
disappointed because doing business
in China remains difficult.

Major unresolved issues that par-
ticularly concern technology compa-
nies are that intellectual property is
not protected and piracy is rampant.
Other problems include the fact that
the government continues to suppress
free speech and censor the Internet
and that Chinese start-ups are limited
by currency exporting restrictions.

But venture capitalists like Joe
Schoendorf, a partner at Silicon Val-
ley venture capital firm Accel Part-
ner, say they have the impression that
“a lot of the risk is behind us.” To se-
cure access to portions of China’s
fast-growing high tech market,
dozens of foreign multinationals are
setting up research partnerships. U.S.
and European start-ups are selling
into China by filling technology gaps
that local companies have missed.
And there is much talk about start-
ups within China’s borders, new in-
ternational joint ventures and initial
public offerings.

For example, the British and Chi-
nese governments in October wound

up a contest they jointly sponsored for
the best business plans from Chinese
technology entrepreneurs. Of the 18
submitted, six were considered top-
rate and may end up being funded by
European venture capitalists, said
Hauser, who 1s chairman of the com-
mittee

“It reminds me of Silicon Valley
in the late 1960s. There is an electric-
ity in the air; things are bubbling,”
said Schoendorf, a partner at Silicon
Valley venture capital firm Accel
Partner, by telephone. Accel Partners
1s pressuring the companies it funds to
have a strategy for selling into China

Indeed, venture capital firms
such as Intel Capital and Britain’s 3i
invested in 66 mainland China com-
panies in the first half of 2003 for a
total of $332 million, up 30 percent
from a year earlier and up 104 per-
cent from the second half of 2002, ac-
cording to Zero2ipo, a Chinese mar-
ket research firm,

“Yeah, there are challenges,”
Schoendorf said, “this is still a place
where you don’t have democracy, and
intellectual property does not have the
same respect as it does in the West
But those things are moving in the
right direction.”

In the meantime, Western in-
vestors are finding ways to bypass
some of the problems posed by Chi-
nese regulations, or lack of them.

Lawyers in the Cayman Islands
and elsewhere are setting up offshore
corporations that are joint ventures be-
tween Chinese and Western compa-
nies, with all of the intellectual prop-
erty being held by the offshore entity,
said Dixon Doll, a co-founder of
DCM-Doll Capital Management, a
Silicon Valley-based venture capital
firm that is active in China. The set-
up also neatly sidesteps currency ex-
porting restrictions and makes it easi-
er for Chinese companies to list on
foreign exchanges.

Setting up offshore corporations
known as hybrids, “has been the cor-
porate vehicle of preference for virtu-
ally all the Chinese companies that
have gone public on Nasdaq or in
Hong Kong.” said Doll, who has in-
vested in several large venture deals in
China this year. “The main conse-

quence of going offshore is that it is
more cumbersome, more complicated
and more costly, but it is the only way
to satisfy institutional investors and do

continued on page 14
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USAID Contract Award —

Development (PED)

-Increasing the ability of the people to cause their own development” 10C project,

MARTECH International, Inc. of
Hemet, has announced that its team
for the project led by the Internation-
al Institute of Education (IIE) in
Washington D.C. received the USAID
Contract (“DOT-1-00-04-00003-00")
award on Feb. 2. This is a five-year,
$33 million (approximately) 1QC
Prime Contract to 1IE through which
MARTECH will be providing servic-
es as a subcontractor.

The USAID Office of Energy
and Information Technology (EIT)’s
“PED" Project is designed to help de-
veloping countries and economies in

transition by facilitating more effec-
tive knowledge management in the
energy sector focusing on specific ar-
eas of interest within the broader
themes of democracy and governance,
economic and social development,
and the environment. Specific areas of
activities will include:

(1) Institutional strengthening;
(2) Energy policy reform;

(3) Environmental and related infra-
structure;

(4) Promoting greater efficiency of energy

production, distribution and use, and
(5) Fostering the:
(a) Commercialization,

(b) Use of renewable energy
technologies, and

(¢c) Demonstrating appropriate
technologies to reduce energy-
related environmental degra-
dation and mitigate emissions
of greenhouse gases, and

“People, Energy, and

(6) Stakeholders’ roles and participation,
MARTECHS successfil Project ex-
perience through the World Bank,
the Asian Development Bank, and
the United Nations, on energy, enyi.
ronment. and information technolg-
gy will be utilized for implemeng.
tion of different task orders under
this USAID contract

Note: MARTECH has recently moved jis
head office to Hemet, from Sun Dimas
and is located at 111 North Buena Vist :;
St Suite 102, phone: 909-994-4564,

Greek Orthodox Folk Dance & Choral Festival Was Big Fat Greek Celebration

continued from page 2

Contemporary in design and one
of the most technologically advanced
facilities in the nation, the Ontario
Convention Center boasts more than
225,000 total square feet. An ideal
venue for conventions, tradeshows,
exhibits and meetings, the center
provides a full-range of high tech
services, including video-conferenc-
ing, satellite capabilities, computer-
networking and Internet access. For
more information about the Ontario
Convention Center, go to www.on-

The “Akrites " team, from St. Demetrios Greek Or-

thodax Chiach in Seattle, was the recipient of rwo
awards, The dancers received the Senior Advanced  +  h e
Choral Award for Best Music composition. and also

won third place in the Senior Advanced Division,

tariocc.com or call 909-
937-3002.

Both the Ontario Conven-
tion and Visitors Bureau
and the Ontario Conven-
tion Center are managed
by SMG. Headquartered in
Philadel-

facility management company in the
world, With 143 venues, SMG man-
ages convention centers such as The
Moscone Convention Center in San
Francisco. Hawaii Convention Cen-
ter in Honolulu and the Miami
Beach Convention Center:

pPhia,
Penna.,
SMG  is

largest
private -

Subscribe Now! Call Today q
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Tribal Myths Versus Facts — One Tribal Leader’s Perspective

continued from page |

sincere hope that a precedent can be
set that will help other tribes nation-
wide. There is an immense sense of
responsibility on my part, and on oth-
er tribal leaders, to communicate with
and to educate political leaders, the
public and members of the media re-
garding the paramount importance of
sovereignty. That being said, many
myths and half-truths are circulated
daily and need to be addressed.

Myth: The state of California, acting in
according with federal law, has every
right to demand gaming revenues from
tribes to alleviate budget shortfalls.

Fact: Actually, it is contrary to fed-
eral law. Tribes should not be asked to
solve a budget deficit not of their
making — and in accordance with fed-
eral law, states are not in a position to
tax tribes in any way. The Indian
Gaming Regulatory Act outlined spe-
cific provisions for revenues from
tribes with casinos to pay for tribal
government operations, to provide for
the general welfare of the tribe and its
members, to support economic devel-
opment, to make charitable contribu-
tions and to fund local government
agencies such as fire departments, po-
lice departments and others,

Myth: All tribes are one collective group
and act as one unified onganization.

Fact: Native American tribes are each
individual, sovereign nations. Each tribe
may have its own set of beliefs, values,
relationships and other factors that could
be represented in different choices.

Myth: Sovereignty is Just a word
and really has no modern meaning.

Fact: Sovereignty is a fundamental
right of Indian nations and as such is
the foundation from which tribes es-
tablish the structure and goals of their
respective governments. Sovereignty
is critical to the San Manuel Band of
Mission Indians as it is what has al-
l?wad our people to strive for self-re-
liance, self-determination and self-

governance. We, the members of the
San Manuel Band of Mission Indians
would close our casino if it meant
conceding our sovereignty.

Myth: Tribes don’t pay taxes. ¢

Fact: Many people are led to believe,
albeit via the mainstream media or
other sources, that tribes do not pay
taxes and are not required to follow

state and federal laws. Nothing could
be further from the truth. As a sover-

eign government, casino and other

revenue is used in the form of taxation

to support tribal government, business
operations, and to build and maintain
our nation’s economy. Tribes in Cali-

continued on page 8
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Creative and Lasting Aspects of Engineering

Appeal to CEO April Morris

by Cliff Morman

April Morris, CEO of Ontario-
based Associated Engineers, Inc., has
utilized not only the influence of her
engineer father but also her own en
thusiasm for the profession to help ad-
vance the company, over the past 25
years, to the point of making average
annual sales revenues of $6-$8 million
Morris also attributes this accomplish-
ment to what she describes as the com-

pany’s honesty and in-

ment which is responsible for the rap-
id mapping of such development sites.
besides its general land development
department

Morris has been fascinated by

engineering for a considerable peri-

od of time, she said. “I grew up with

it, with my father,” Morris said,
adding that what most brought her
closer to the profession was “the idea
of creating something that would live

longer than I do, hopefully. The cre-

Before beginning work at
Associated Engineers, Morris
worked as a registered dental as-
sistant and in a veterinary office
as well as delivering
the Los

community at night. The process

copies of

ingeles Times to her

of becoming a registered civil
engineer is comparable to being
a law student, Morris said, in that
one undergoes schooling and
then works for two years under a

licensed engi-

tegrity, as well as the va-
riety of services it of-
fers

Morris, a registered
civil engineer, became
the company’s CEO in
1985 upon the retire-
ment of her father,
Robert Mills, the for-
mer Ontario city engi-
neer who founded the
company and guided its
development for 30
The company
employs approximately

years.

50 engineers and staff

members and counts

Cal Trans, the San Bernardino Associ-
ation of Governments, much of San
Bernardino County and parts of River-
side and Los Angeles counties, as well
as schools, airports, and various pri-
vate developers as clientele. Company
employees have served as consulting
engineers on such projects as the
Kaiser/Penske California Speedway in
Fontana, the Ontario Convention Cen-
ter, and the Ontario 6th and Mountain
Edwards Theater Complex.

The company is currently work-
ing on The Colonies at San Antonio
and construction surveys for the
Route 30 Freeway besides serving as
“in house”™ engineering consultant to
Cal Poly Pomona and San Bernardi-
no State University. The company
has a land survey department which
sends four or five crews of engineers
out each morning to do land surveys,
which involve the evaluation of such
factors as boundaries, elevation, and
topography for a specific piece of
land, as well as a right-of-way depart-

Associated Engineers building

ative aspects of it.” Her enthusiasm at
the company is shared by its execu-
tive vice president, Jim Imbrowski.
“It's a wonderful place to work,” said
Imbrowski, adding that he has
worked there for 30 years and that
Morris is “very nice” to work with.
“She knows what we're doing
here. She has a very good under-
standing of engineering as well as the
business side of it. We have a close
working relationship as she does with
all the employees. It's been a real
pleasure working for April all these
years,” Morris graduated from Cal
State Los Angeles with a bachelor of
science degree in zoology. After her
children — Jeff, now a computer video
game designer living in South Caroli-
na and Jennifer, a hair stylist living in
New York, started school, Morris at-
tended classes at Cal State Long
Beach and received her bachelor of
science degree in civil engineering in
1980. She had begun her work at As-
sociated Engineers the previous year.

neer before tak-
ing a profession-
al exam.

One of her earliest
experiences at the com-
pany was working as
project manager and
overseeing the structur-
al design of the Upland
Hills Country Club.
“My previous work
wasn't really work,”
she said of her pre-en-
gineering employment.
“It was odd jobs. I
doesn’t compare.” Her
path was easier than
that of most others, she admits. “See-
ing as how it was my father’s company,
it wasn’t too difficult.” she said. “The
company’s here and it’s very success-
ful, perseverant. We're based on hon-
esty and honorability.” Economic diffi-
culties are sometimes apparent, she
pointed out, but not prevalent. “The
wear and tear of this cyclical business
i1s difficult.” she said, “but it's no more
difficult for me than anybody else
The company itself makes any poten-
tial difficulties worthwhile, she said.
“It’s very challenging and very reward-
ng,” she stated, “when I see young en-
gineers coming right out of school and
becoming project managers and good
citizens and family people and matur-

April Morris

served on the State Board of Directors
of Consulting Engineers and Land Sur-
veyors of California for 11 years and
has also served as president of the On-
tario and Upland Chambers of Com-
merce (she still serves on the board of
directors for the Upland chamber as di-
rector emeritus. In addition, she will
serve as the Inland Empire Economic
Partnership’s president for 2005 and is
a member of the board of the Los An-
geles County Fair Association and
chair of the building committee for a
structural addition to Casa Colina Hos-
pital. Morris also works on numerous
standing advisory committees.

She plans to continue mentoring
young engineers, she said, and move
the company into more water resources
development venues (water distribution
planning involving the design of pump
plots, and reservoir planning). A
Pomona native who owns two parrots
and three cats, Morris describes herself
as an “obsessive woodworker” in her
spare time, mostly making wooden
bowls. A table she recently created won
second place at a woodworking contest
at the Ontario Convention Center.

Morris hopes that her own enthu-
siasm for the profession will spread to
her employees and enthusiasm for the

ing into leaders of the co ity”  company’s p hropic venues, as
There are not many women in the busi-  well as its conventional business ven-
ness however, she added. ues, thus establishing community sup-

Having earned honors in college  port for such companies as Associat-

while a member of Tau Beta Phi and
Chi Epsilon, Morris continues her
community involvement while manag-
ing Associated Engineers, having

ed Engineers, so that the essence of
the profession will outlive those in-
volved, as well as their more memo-
rable structural designs.
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Motivation, Ethics and Loyalty are Key Words in
Cliff Cummings’Personal Lexicon

by Georgine Loveland

Clifford R. Cummings works at a
whirlwind pace. He has a passion for

Base closed, it ruined the economy
and had to rebuild. The base is slowly
coming back.”

There are several reasons for

and appreciate the ges-
ture and feel valued.
“The people who work

here and in Indio are ab-

Does Your Estate Plan Leave Your Business in
Good Hands?

by Jonathan Watts

Small business owners are mor-

tal, just like everyone else. And be-

But Amber has a

Kathy's corporate shares are not pub-

problem

licly traded, so buyers are hard to find
Seeing Amber’s problem, Kathy's

all the difference

For example, assume that Kathy
had decided that Amber was too
young to run the business, and should

should run the business, and how the
rest of the family should be provided
for. You also need to be sure that there
will be enough liquid assets to pay es-

his industry — he has been the owner 2 ps’ success in this most com- solutely  stella and
N iy n nes (uxpmmg 5“"“'\_ | : £ = : AR cause they often have sizeable estates business partner, Iris (w ho owns the be able to liquidate her shares for a tate taxes and other estate expenses
of Toyota of San Bernard S petitive dustry. Ethics and loyalty urnover 18 mal. S S for
. ernarding since petitive dustry yalty good price. To put this plan into ef- otherwise, your heirs may be forced to

April 1997,

Prior to that, he served as general
manager of the franchise from Sep-
tember 1990 to March 1997. He has
also owned San Bemardino Hyundai
since August 2003. Recently, Cum-
mings has offered the Toyota-built
“Scion,” a “franchise within a fran-
chise,” car built by Toyota for the
youth market, which is rapidly grow-
ing in popularity in its genre, espe-
cially since the introduction of the
third model, he noted. ... And, there
are many more irons in the fire.

Cummings has been in the car
dealership business for a long time
and has witnessed many changes in

stand high on the list. Cummings is
adamant about customer service and
loyalty to his employees. He credits a
large part of his philosophical direc-
tion to his lifelong love of golf. “1
grew up in golf, with its nuances and
rules, where you're your own refer-
ee,” he said. This approach is reflect-
ed by the people Cummings hires, in
every department,

Customer service and loyalty and
individual honesty (operating as one’s
own referee) underlie the base of the
business. “The employees are motivat-
ed in an ethical way,” Cummings ex-
plained. “We instill in our employees
that they cannot make every deal. (Our

Some of our key people
have been here for 20,
25, and even 37 years.”
Cummings is also
proud of the quality of
the Korean-made
Hyundai. “It fills a niche
in the marketplace.” he
said, “and comes with a
100,000 mile guarantee.”
To better service its
customers, the organiza-
tion provides multi-lingual
employees proficient in:
French, Arabic, Chinese, German,
Spanish, Korean, various dialects and
“occasionally English™" As of March 1,

Cliff Cummings

around, he added. “We have growing
pains, and our expanded hours on Sat-
urdays and nights was terrible at first,
It cost a ton. But a little bit of pain is

made up mostly of business assets,
they need to take extra care to be sure
that their estate plans provide for their
businesses appropriately

The consequences of leaving
things to chance can be severe. For ex-
ample, suppose Kathy, who is 46 years
old, is president and half owner of a
corporation that runs a growing chain
of specialty markets. She also owns a
home with substantial equity and a
large mortgage. Because the business
has only recently become profitable,
Kathy has few other assets, no life in-
surance, and no formal estate plan
Her daughter Amber, who just turned
20, 1s in her third year of college.

Kathy meets an untimely end in

other half of the corporation), gener-
ously offers to bail her out by pur-
chasing Kathy's shares for 50 cents on
the dollar. Believing that she has no
other option, Amber accepts. Iris,
who lacks Kathy's business sense,
quickly runs the business into the
ground, while Amber is left with only
half of her inheritance

Kathy could have avoided this
outcome with a little careful plan-
ning. (Of course, looking before
changing lanes would have helped,
t00.) While thinking about one’s
own demise is unpleasant, small
business owners, even more than
most people, need to make some fun-

damental choices about what will

fect, Kathy would probably had to en-
ter into a detailed buyout agreement,
obligating Iris or the corporation itself
to repurchase Kathy's shares on her
demise. Life insurance may be nec-
essary to ensure that money is actual-
ly available to repurchase the stock.
Kathy might have also decided to set
up a trust to manage the sale proceeds
(and the rest of the estate) until Am-
ber was older.

On the other hand, many people
want to leave their businesses to their
family. This also requires careful con-
sideration. Obviously, it is important
to decide which family members

the Inland Empire, both in San  customers) know that ‘we're not going  a whole new Central American sales-re-  worth it for the long term. If our cus- an auto accident, leaving Amberand  happen when they are gone.
Bem. - m.(he sty cs: | - e mym!‘wcma}wajm e g thasmmmbhshal lomcrs are97.9 pcrc_cm happy, they the business in difficult circum- The most basic issue involves AYTOWheadS
panding Palm Springs, desert re- tomer base and rectify any mistakes we Cummings plans to expand ina  will come back or refer others. stances. Amber needs cash, immedi-  deciding what will happen to your Know

gions. He is operating partner of the
I-10 Toyota and the 1-10 Hyundai
dealerships in Indio, and investigat-
ing new opportunities in that rapidly
expanding market.

Cummings has weathered many
storms during his years with Toyota,

may make. It is part of our evolution.
“Spending $30,000 to buy a car
from someone you do not know can
present a not-so-pretty picture. Our
product is so good that we attract the
best talent pool.” A cohesive team is
very important to Cummings and har-

“measured manner.”" Due to the 2004
economy, the dealership intends to
strengthen its home base and domi-
nate the local market, rather than
growing willy-nilly and undermining
its foundation. A person of precision
and detail, Cummings addresses cus-

“1 feel fortunate with the people I
have. It’s a great staff, great stuff, and
great customers. When a business is
small, mistakes stand out. When it is
very big, mistakes can be buried in vol-
ume.” A stickler for perfection, while
realizing that everyone makes mis-

ately, to keep Kathy's house from go-
ing into foreclosure while she tries to
sell it. Because of the business’s re-
cent surge, the value of Kathy’s in-
terest (approximately $2 million), to-
gether with the equity in her home,
subjects her estate to the federal es-

business when you are gone. Do you
want family members to succeed
you? If so, who? Or would you pre-
fer to have your business partners
buy out your shares, leaving your
family with cash? If you fail to plan
ahead, your family (like Kathy’s) may

There's Only

One Place You
Need To Go.

liquidate the business

Putting your wishes into practice
with careful consideration, as well as
some professional estate, tax, and
business planning advice from your
accountant and attorney can help you
ensure that your business ends up in
the right hands.

Jonathan Watts practices law at the
Riverside office of The Partners, an
Incorporated Law Firm. His practice
emphasizes business planning, busi-
ness law, and estate planning. He can
be reached at 909-684-8400.

and holds the highest respect for the ~ mony among the players is vital, asis  tomer service issues such as the phone takes, Cummings’ motto is to “try to be tate tax. So Amber needs money to  not obtain the benefit of either op- F g =
popular auto/truck facturer. Un-  loyalty to their management and prod-  system. “We want people to deal with  a small store doing big business.” pay the IRS, too. ) tion. But a little planning can make At Arrowhead Credrt Union y WE
der his stewardship and tenacity, sales  uct. To that end, Cummings makes  people.” he stated. “We don’t want ' : help you build a secure future.
increased by $19 million in 1990 at  certain that his employees know that  people caught in ‘phone hell."™ The Toyota, Hyundai dealerships and
the San Bernardino Toyota dealership  they are appreciated. The company is also extending  the Tovota Truck Center, which han- Small Business Owners Opti mistic # Trust and Investment Services
and by $160 million in 2003, “a “I sell a memory to my staff” he  service hours to increase availability  dles the Scion, are all located off the " . :
tremendous increase,” he commented.  said. He employs a personal touch,  for the customer, not to make it easi- 215 in the San Bernardino Auto Plaza, Desplte Slow Recovery # Business Services
w;bm wer;: series ‘;i ‘ups and ptese:tzing a;hiivers w"l'ﬂ\l’ giTt;s. such e for the dealership. Customer serv- 765 Showcase Drive in San Bernardi- B R e T e Pl B # Tax Planning and Preparation
* through the years" he recalled.  as a 42-inch plasma TV, They re- ice should be designed around the  no, jisst north of the I-10. Call Tovota coranv gges AL pe = B o 1 :
“When the former Norton Air Force  member that “Cliff gave that to me.”  customers’ needs, ngcnx the other way  of .S{un Barnmz):/'nrcl;"u: ;09-(3;1-4?44, 29, s ol those, 30 EEEEERL A *Homm Logkx & Main Equny LII‘lQS‘Of'CfedIf

Tribal Myths Versus Facts — One Tribal

Leader’s Perspective

they anticipate an increased demand
for services and products. But in or-
der to keep small business owners in
the state, the rising cost of workers’
compensation insurance and health

to spend more than what they did in
2003. In Riverside County, 57 per-
cent of respondents reported greater
sales in the fourth quarter of 2003
over the same period in 2002. In San

# All Forms of Insurance
® FREE Online banking
® 17,000 FREE CO-OP ATMs nationwide

continued fiom page 6 the Special Distribution Fund in Cal- ividual tri 5 . ;
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fornia ae slso required by the stateto.  pact established fund that San Mwl b pay federal income tax-  sion [“‘?'3“9 15 one ofthe- largest em- About 59 percent of business  spondents reported greater sales in ‘ . -
S celep it I iy pays into, Addic I m,b;::;me eamed' Sotosay that  ployers = ‘he_ Inland Empire of South- - owners surveyed reported greater  the fourth quarter of 2003 over the ' Ew

faxes o ﬁndlnmlpm iding olmf the” i ‘employmcrsmn);n e pay taxes is not accurate. em F‘a]lfoml& am.i every yedr POUSS | sales in the fourth quarter of 2003  same period in 2002. Arrowheads Know Q
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What is the Future of
Senior Health Care?

by Dave Schmidt, Chief Executive Officer, SCAN Health Plan

In light of the changes in Medicare that result from last year’s legislation, we
should all be asking, “What is the future of health care for seniors in Southern
California?" Unquestionably, the intent of Congress is to move more seniors into
private health plans and reduce reliance on Medicare. As a result, the key in de-
termining whether seniors get the care that they need is to ensure that there is a
diversity of health plan choices in the marketplace. Simply put, seniors deserve
a wide spectrum of plans to choose from, and seniors also need to shop careful-
Iy to ensure that the plan they choose best fits their needs.

Health plans also have an obligation to recognize the wide range of seniors’
needs and respond with options that meet varying individual needs and circum-
stances. The senior population cannot be stereotyped. Seniors want choices. Se-
niors want health plans to respect them as individuals. Seniors want health plans
that will be uniquely responsive to their needs. They want to know that their plan
has strong relationships with health care providers that are experts in geriatric
medicine.

Changes in Medicare will increase the responsibility among health plans to
demonstrate a higher level of expertise and responsiveness to seniors. Health
plans should expect that seniors will become much more “active™ consumers who
will seek out detailed coverage information about what their plans do and do not
cover. Ultimately, those plans that are most successful under the new Medicare
legislation will be those that provide the highest level of certainty and afford-

Fundamentally. it is in the interest of health plans to actively respond to the
growing clout of seniors. In the U.S., the population of those aged 65 and older
is projected to double over the next three decades — from 35.3 million to near-
ly 70 million. Overall, across the U.S. in 2030, people 65-plus are expected to
make up 20 percent of the population. The Census Bureau projects the 65-plus
population to be 39.7 million in 2010, 53.7 million in 2020 and 70.3 million in
2030.

The population aged 85 and older is the fastest-growing segment of the old-
er population. In 2000, it was estimated that persons 85-plus made up two per-
cent of the population, and by 2050, the percentage of this age group is project-
ed to grow 1o be five percent of the population. What was a four million 85-plus
population in 2000 will grow to 19 million in 2050.

Today, California is home to 3.6 million older Americans. In Southern Cal-
ifornia, these numbers are even more striking, as more than one-and-a half-mil-
lion seniors over age 65 live in Los Angeles, Orange, San Bernardino and River-
side counties.

How Do Health Plans Respond?
Many seniors have adopted the view that health plans are there for them as |
long as they are healthy, but become inaccessible and difficult to manage when
meygctswk.SCANHealﬂlPlanmsfomdcdbyl2Smm-nCahformasmom
meSymagownhavaydlﬁﬂmtpxmnse SCAN's goal was to provide a |
significant contribution to seniors” ability to remain healthy, independent and in |
control of where they live and how they live. SCAN now serves seniors across |
Southern California with comprehensive medical benefits, including routine phys-
icals, vision care, hearing exams and prescription drug coverage. Members can |
MMmmmdhmpmlsﬁmneomdmvelmofSCANm |

*.mmuhbdmhmMMMW
mmmefmabvﬁnmhmmdsmmm

. continued on page 18 h

What Does g
‘Philanthropy’ Really
Mean to You?

by 5. Eric Anderson Ph.D. MBA

Does philanthropy really exist? Significant contributions given for the
unglamorous chore of keeping an organization going are few and far between,
as most donors give funds for a particular project or with strings attached, What .
makes donors think that they know how to better allocate the resources thanthe |
person running the institution? If contributors don’t trust the ananZall(mlo
spend the money wisely then why give to them in the first place?

The truth is that donors give not to make a difference in the lives of others,
but to create awareness. How else do you explain why corporations spend upto
a $100 million for a 30-second commercial during a football game, to announge
that they have made two $5.000 contributions in honor of the players of fhe
game. Ifa philanthropist’s only intention was to make a difference in the live
of others, then more than a half of one percent of contributions would be anony-
mous.

When was the last time you ever gave a large dollar amount anonymously?

Do you know anyone who has ever anonymously made a large contribution? If
you do — then it isn't anonymous — is it? When it does happen, it is more likely
due to the fact that the donors don’t want anyone to know they have contributed,
for fear that others will come asking for money.

Be honest. Would you put money into a tip jar if it wasn’t right next to the
cash register? Do you wait until the cashier is able to view your putting money
into the tip jar? People give to be noticed.

How else can one explain why celebrities support fashionable high-profile
causes such as Tibet, HIV and landmines and not a single one has dedicated time |
and money to reducing the number of deaths from diarrhea, a killer throughout
the developing world and easily treated by simple, low-technology interventions?

It’s My Opinion...

At home, above my computer, hangs a picture of an old lion. His mane i
mangy and his eyes are half shut. The caption below him reads, “It is my opin-
ion...and it’s very true.”

The point of the piece is that opinions are like chairs. There is one for every-
one. And much as it pains me to say so, my opinion may not always be right.

Tknow what I believe about abortion, capital punishment and inter-league play. |
Your opinion may be different. Many people I know never discuss politics or reli- {
g\mbecameﬂtyhavcoomemmuiamndmm&emmnwcrgdmivedﬂ {
only cause fights. g |

Thus it is that [ express my opinion within these pages on occasion in the hopes =
that you may see what | see — even if you do not normally see things that way. The.
column is clearly labeled as “‘commentary.” not news. Truth to say, these daysalot
of what is sold to us as news is very slanted one way or the other because of some-
one’s opinion which overrides objectivity. Of course, that’s just my opinion.

So now we come down to the issue at hand. [ have written several pieces about
how foolish 1 think the Acker . the city of Ontario thing is. Gag orders, threats
ammwmm&mwwamwcmmmm
ing night and rehashed in the Daily Bulletin soon after.

wrmlhavewnumhcremmnmmjommmmusmﬂsh!

continued on page 13

CCWD’s Name Change
Represents Commitment

The Cucamonga County Water
District (CCWD) officially launched
its new name, Cucamonga Valley Wa-
ter District, at a ceremony at the dis-
trict’s headquarters on Jan. 28. Sever-
al government and industry officials
attended the event.

Many of CVWD’s Inland Empire
partners are located within the Cuca-
monga Valley, a term that dates back
to the region’s wine-making roots, and
incorporating it into the district’s name
is symbolic of the district’s growing
use of strategic regional and statewide
partnerships to achieve its objectives.

“The district’s leadership is in-
vesting in wide-ranging partnerships
beyond our service area boundaries
— both inside and outside of the Cu-
camonga Valley — to ensure suffi-
cient water supply and infrastructure

are in place to meet the needs of our
growing customer base. The name
change represents this commitment
to regional leadership, as well as lo-
cal service,” said CCWD Board
President Hank Stoy.

CVWD’s service area is expect-
ed to grow by 75,000 people in the
next 20 years, and already estab-
lished relationships and an influential
voice in the legislative process are
proving imperative.

“Our efforts to partner with other
water agencies and to have our voice
heard in Sacramento and Washington
have allowed the district to contain
costs through regional solutions that
help us avoid shouldering financial
burdens alone,” said CVWD Vice

continued on page 17

Glencrest Investment
Advisors Inc. Offers

Strategies

Glencrest Investment Advisors
Inc. announces its list of Top Tax Re-
duction Strategies as tax preparation
season fast approaches. Glencrest de-
veloped this list of tax planning rec-
ommendations on the heels of a 2003
research study that indicated tax re-
duction strategies were one of the top
three financial concerns of Inland
Empire residents, along with retire-
ment planning and estate planning.

“Reducing taxes continues to be
one of the main concerns of our

clients,” said Tom Steffanci, senior
managing director and chief investment
officer of Glencrest. “We are pleased to
share our best strategies with those who
are planning for next year and want to
keep more of what they have earned.”

Glencrest offers the following ad-
vice and considerations for 2004 tax
planning:

1. Take advantage of the maximum

continued on page 18

PFF Bank & Trust

Supports TRACKS
Program in Claremont

PFF Bank & Trust recently do-
nated funds to equip a new computer
lab at El Roble Intermediate School in
Claremont. It’s all part of an after-
school program operated by the city
of Claremont in cooperation with the
Claremont Unified School District.
TRACKS (Teaching Responsible Ac-
tive Claremont Kids Self-Worth)
reaches daily more than 1,100 sev-
enth- and eighth-grade students resid-
ing in Claremont and/or attending El
Roble Intermediate School. Activities
include sports, dances, groups, excur-
sions, workshops, support programs
and special events.

And, thanks to a new partnership
between the city and the Claremont
Unified School District, a new activ-
ity center recently opened its doors at
El Roble Intermediate School en-
compassing approximately 3,395
square feet, including computer lab-
oratory facilities.

PFF Bank & Trust recognizes re-
search findings that show middle
school students who participate in su-
pervised activities like those provided
through TRACKS possess a higher
level of self-esteem; have fewer be-
havioral problems and perform
stronger academically than those
youngsters who spend several hours
alone after school.

PFF President/CEO Larry M.
Rinehart commented, “When learn-
ing about the new TRACKS Activity
Center, our community bank found a
great opportunity to assist the city
and school district, but most impor-
tantly, our youth in Claremont.

TRACKS and the new activity cen-
ter will make all the difference in en-
couraging youngsters in Claremont
to become lifelong learners and high-
ly skilled adults.”

The grand opening featured the
unveiling of a new gymnasium com-
plex featuring a fitness room, dance
room, music room and the TAC.
Dick Guthrie, director of Claremont’s
Human Services, noted, “Almost 10
years ago, Claremont initiated a de-
liberate journey to become a
munity known for supporting youth
by providing services and programs
that enrich and sustain young people
and their families. This effort, the
Claremont Youth Master Plan, also
called for a strong partnership be-
tween the city, the Claremont Uni-
fied School District, and the com-
munity-at-large.” The inclusion of
PFF Bank and Trust in this project is
meaningful as they enabled a “space™
earmarked as a computer lab to be
fully functional while demonstrating
the value of the community-at-large
“pooling” resources.

com-

Headquartered in Pomona, PFF Bank
& Trust is one of the few locally based
banks and has served the Inland Em-
pire for more than a century. The
community bank operates 26 branch-
es in eastern Los Angeles, Northern
Orange, San Bernardino and River-
side counties. From its branch in
Claremont, PFF also offers trust/in-
vestment services and expertise in
wealth management.

FREE Income Tax Assistance for Elderly, Low
Income, and Disabled February 21 through Aprit 10

Get your income tax returns
completed with the assistance of
the Volunteer Income Tax Assis-
tance Program (VITA) at the
Pomona Public Library.

The IRS-trained volunteers are

available on Saturdays from 1:30
p.m. to 5 p.m. to assist elderly, low-
income, and disabled citizens with
completing their income tax re-
turns. The FREE service began
Feb. 21 and will be available every

Saturday through April 10, 2004.
Participants should bring this
year’s tax package, W-2 and 1099s,
last year’s tax return, and addition-
al tax income information.
This service is available on a

first-come, first-served basis and
no appointment is necessary. For
additional information, please con-
tact the Pomona Public Library
Reference Dept. at 909-620-2043,
ext. 2701.
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Meetings Resume at City Hall Location in
Rancho Cucamonga

Since Feb. 18, all regularly
scheduled City Council, Planning
Commission, and Historic Preserva-
tion Commission meetings have been
held in the City Council Chambers at
City Hall, located at 10500 Civic
Center Drive in Rancho Cucamonga,
California 91730.

Since July 2003, due to a seismic
retrofit, the regularly scheduled City
Council, Planning Commission, and
Historic Preservation Commission
meetings were held in the Cucamon-
ga County Water District (CCWD),
now the Cucamonga Valley Water
District (CVWD) boardroom, locat-
ed at 10440 Ashford Street in Ran-
cho Cucamonga. The retrofit of the
Council Chambers is now complete,
but construction activity continues at
the Civic Center. Customers are en-
couraged to observe the signage
around City Hall.

City Council Meeting RCTV-3
Cable Broadcasts

Regular City Council meetings
are held on the first and third

Wednesdays of every month and are
normally available to those with cable
television service, live on RCTV-3
(the government access channel for
the City of Rancho Cucamonga). Be-
cause of the retrofitting of City Hall,
there were adjustments in the airing
of City Council meetings on cable tel-
evision. City Council meetings re-
sumed their normal schedule, which
includes a live broadcast on the first
and third Wednesdays at 7 p.m., for
those with cable television access.
The normal, regularly scheduled re-
plays of City Council meetings will
continue to air on RCTV-3 on the
second and fourth Wednesdays of
each month at 11 a.m., and 7 p.m.

City Council Meetings Available
on Web site

Recently, the city has also added
the option for customers without cable
access to view the City Council meet-
ings “on-demand” from their comput-

camonga.ca.us/whatsnew.htm. This
new feature will provide three-to-four
months of City Council meetings inan
archived format for those with high-
bandwidth (DSL/Cable Modem) or low-
bandwidth (dial-up) Internet service.
The Administrative Services De-
partment — Information Systems Di-
vision, has brought this new Web site
feature to the city to provide additional
viewing options for our community.
This option offers those without cable
television service the opportunity to
watch a City Council meeting. The
archived council meetings are not avail-
able live, but are available one week af-
ter the meeting, in accordance with the
city’s normal cable television re-play
schedule on the second and fourth
Wednesdays of each month. (It is im-
portant to note that the picture and au-
dio components can be adversely af-
fected by many factors, including the
user’s Internet service provider, band-
vndrh, and the original video quality).

ers. The added feature of “S

g Cc ission and His-

Video on Demand” is available on the
city's Web site at www.ci.rancho-cu-

toric Preservation Commission meet-
ings — regularly scheduled Planning

Commission and Historic

tion Commission meetings :mm:r;:
second and fourth \Acdnesdays of
each month. Since Feb, 25 2004,
these meetings have resumed gt City
Hall in the Council Chambers,

For further Information

Should you have further ques-
tions or inquiries about the City
Council or City Commission and/or
board meetings, please contact the
city clerk’s office at 9()‘)477.2700'
2023. For infommim
about the airing of City Council
meetings on RCTV-3 or construction
activity at City Hall, please contaet
the city manager’s office at (909)
477-2700, Extension 2011,

For questions or inquiries about
Planning Commission or Historie
Preservatior “"ommission meetings,
the Planning Division
at (909) 477-2750. Information i
also available on the Internet at
www.ci.rancho-cucamonga.ca.us and
on the electronic bulletin board dis-
played on RCTV-3.

extension

please conta

Tribal Myths Versus Facts — One Tribal

continued from page 8

real estate and development. Whether
it is a sister tribe working toward self-
reliance, local organizations in need of
resources, or municipalities struggling
to find additional resources, the San
Manuel Band of Mission Indians con-
tinues to seek out worthy causes, and
as a philanthropic leader strives to in-

still hope to neighboring areas,
Contributions made by the San
Manuel Band of Mission Indians il-
lustrate our commitment to our neigh-
borhoods and community. Our tribe
provides funding though donations for
cultural, social, and economic projects
to benefit the common good of the
San Bemardino community. We've
made a significant commitment to im-

INLAND EMPIRE

BOOK OF LISTS
Get a jump on your competition by securing your space
hhllmi E@m’spremwrrefermcetooim

Paekagos...ss,

2004

Leader’s Perspective

proving the lives of the residents of
San Bernardino through our efforts
and donations made to education, lo-
cal municipalities, area beautification,
the environment and more.

Myth: Sovereignty is just an excuse for
tribes to do whatever they want and there
is no real responsibility that comes with it.

Fact: The San Manuel Band of Mis-
sion Indians feels a tremendous sense
of responsibility to take a firm posi-
tion on issues such as sovereignty,
revenue sharing and legal jurisdiction.
This is a particularly important issue,
and [ strive to communicate with and
educate other tribal leaders through
my speaking appearances at Harvard,
UCLA, and with the media who are
hot on covering these issues. As
chairman of the San Manuel Band of
Mission Indians, I feel that it's my
duty and responsibility to protect the
tribe’s sovereignty in order to protect

and secure our future as a nation

Myth: The San Manuel Band of Mis-
sion Indians is not really interested in
relationships with the community.

Fact: Throughout my chairmanship,
I have been privileged to have an open
and positive relationship with local
government and the community of San
Bernardino. The San Manuel Band of
Mission Indians respects the relation-
ships with local communities and gov-
ernment, and strives to ensure posiive
relations using every means possible:
The tribe is an active community Sup-
porter and a good neighbor, and mail-
taining good relations is critical

About the author: Deron Marquez 18

chairman of the San Manuel Bandof

Mission Indians, a NanveAM‘
tribe located on the San M
Reservation near Highland, Calif
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COMPUTERS/TECHNOLOGY

T

Return of the Big Picture

by J Allen Leinberger

The state of computer technology
is hitting one of its malaise points

Except for a few new packaging
ideas, like smaller iPods to compete
with the bigger ones, not much new is
out there

But

The technology of the computer
is fast becoming the technology of en-
tertainment without you realizing it
It took a long time for us to real
ize that a computer could sit on our
desk, instead of in its own air-condi
tioned room. Now we have a hard
time realizing that just about anything
electronic is computerized. This is es-
pecially true in our entertainment
equipment. Do you even know what
computer technology is sitting in your
living room right now?

I have spoken before about the
I'V and

photography. Well, the revolution is

digital revolution in music,

over and the digits won. Your CD
player, your camera, your camcorder
and your TV are all based now on
computerized digital technology. For

that matter, so are your alarm clock
and your car key

And here is where things are
happening

Some years ago, I told you that
the new digital wide-screen TV pic
tures were on the way. but the exact
type of HDTV broadcast was up in
color TV

Originally, the

the air, much like the old
battle of the *60s
channels were going to have to use
two high-end UHF channels in order
to get the wide-screen picture with
extra viewing lines into your living
room. Not to0 many I1Ssues ago. |
pointed out the irony of the fact that
in order to get HDTV into your new
$10,000 plasma set, you would have
to resort to old *50s era rabbit ears
Well, forget that. Adelphia and other
cable systems are now able (for a
price) to bring HDTV into your
homes. Most of the broadcast net-
works and many cable channels are
now running in wide-screen format
50 you have programming to view on
your set, and the cost of the sets is go-
ing down, 1 have seen 40-inch-wide-

screen sets for as little as $2,000

It’s My Opinion...
continued from page 10

called “smart ass” by some. Others
have asked me to submit it to the Dai-
Iy Bulletin for reprint, as if it doesn’t ex-
ist unless it runs in their pages

And now, finally, I have been
asked by no less a personage than On-
tario City Manager Greg Devereaux
himself ...

Retract my opinion?

I would as easily change my polit-
ical party! What [ believe is happening
in Ontario City Hall is what | believe.
What Greg Devereaux believes is go-
ing on is his interpretation of the facts.
In America, we are both entitled to
those beliefs.

Even Mrs. Acker has taken um-
brage at my observation that she may
not be the sharpest pencil in the box,
50 1 am obviously upsetting both sides
in this matter,

Nonetheless, both I and the pub-
lisher of the Business Journal have
suggested to Mr. Devereaux that if he

to retract my opinion.

disagrees with me, he should write a
letter to the Journal for publication.
Mr. Devereaux has so far declined. It
was even suggested that he have one
of his city employees write the letter
for him. He has so far declined that
option as well.

What he wants is for me to retract
my earlier column because he believes
that it is not supported by the articles in
the Daily Bulletin or by the public
record of the city.

(This same public record has been
falsified to lie about me before, in an
unrelated issue.)

Had I written a news article and
was found in error on my facts, | would
have to correct it. But that is not the
case. It is my opinion that Greg Dev-
ereaux has it in for Debbie Acker. |
stand by that opinion.

Greg Devereaux has informed
me that he no longer has any respect
for me.

He has a right to his opinion.

Asdo L.

Of course, the buyer must still be-
ware. Some sets require extra equip-
“HDTV ready” and “HDTV

may or may not mean to

ment
compatible”
you what it means to the salesman
“HDTV

Often as not, you may have to buy ex-

What it does not mean is

tra equipment in order to get the pic-
ture you want. And dish subscription
'V is an entirely different issue

Then there is the issue of the
blank screen. You may recall an arti-
cle I wrote back around 1995 about
screen savers, OUn L‘\VTI)]"H"UI\ th:- are
almost unnecessary. On a TV screen
they may have to make a comeback
a wide-screen pic-
has black

bands on the top and bottom. Con-

The reason is this

ture on your regular TV

versely, a regular picture on a wide-
screen monitor will have black bands
on the sides. Either way, after a while
you will develop some sort of shadow
on your set.

Many perfectionists, like film

critic Roger Ebert, think that the wide-
screen, or 16x9 ratio picture, is the
right way to go, and a lot of movies
“"Ben-Hur”
will

from the chariot race in
to the dance scenes in “Grease,”
bear that out. Other people, like Den-
nis Miller, feel that such pictures are
much like looking through the slit in
1 mailbox and Miller points out that
they only produce porn in full screen
This may speak more for Miller’ taste
than it does in film production

I said five years ago that | was
going to wait five years before |
bought a new TV. | may wait another
five years. Prices are down, technolo-
gy is up and there is every reason to
believe that very soon the home en-
tertainment center computer advances
will be up to the job of running all 24
hours of the “Lord of the Rings” tril-
ogy DVD in full sound and picture to
make you the envy (or enemy), of the
entire neighborhood.
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China’s Two Faces — Part 2 of 3

continued from page 5

50 in a legal way"

Several ways of doing business

is generating Western interest:

U.S. and European start-ups are

starting to enter the Chinese market by
filling technology gaps. For example,
Cambridge Broadband, a three-year-
old British company, won contracts in
July to sell its fixed-wireless access
equipment to China Mobile, China
Unicom and China Netcom. The three
Chinese operators recently were
awarded licenses to operate in the 3.5
gigahertz band and the Cambridge,
England company is one of the few in
the world to be able to supply this
technology. “There are huge opportu-
nities even for small European and
American companies if they can come
up with the right solutions for China,
Hauser said.

There is an increase in joint ven-
tures because Western companies want
access to the Chinese market and Chi-
nese companies want market access in
the West. Mtone, a Santa Clara, Cali-
fornia-based company with significant
operations in China that specializes in
games and short-text messaging for
mobile phones, is looking to partner
with European companies.

Less formal arrangements be-
tween Chinese and Western compa-
nies are also bearing fruit. For exam-
ple, Beijing-based IVT, which sup-
plies turnkey solutions for products
based on the Bluetooth wireless stan-
dard to Chinese manufacturers, gets
its Bluetooth chips from European
companies such as STMicroelectron-
ics, Infineon, Cambridge Silicon Ra-

dio and Philips, as well as American
companies like National Semiconduc-
founder.

There is a deepening of joint re-
search and development. Like most
semiconductor companies, STMicro-
electronics first entered China to low-
erits wodwuon costs, But it is part-

“Are valuations and expectations
running too far ahead of reality?”
asked Duncan Clark, managing direc-
tor of BDA China, an independent
tech consultancy based in B
“Maybe, but the fact is that multina-
tionals and increasingly small- and
medium-sized enterprises in technol-
ogy need to have a China strategy.” he
said. “If you don’t come to China, at
least to understand what's going on,
China may come to you — in the
form of a lower-cost supplier based in
China, for example.”

JHiE-

East Asian international orders
Before we deal with the future, [
would like to briefly survey the past.
In the century prior to Industrial Rev-
olution and Western onslaught, inter-
national relations in the region were
fairly undeveloped due to the isolation
of Japan and the limited amount of in-
ternational intercourse between China
and the non-Asian world. At times,
Japan was actively involved in conti-
nental affairs (Hideyoshi invasions,
wako piracy). It was also the recipient
of Korean and Chinese culture but
East Asia never had an international
order similar to the one that developed
in Europe after the Westphalian set-
tlements and set the tone for world
politics in the following centuries.
From the mid-19th century to
1945, the international order in the re-
gion was based on the peaceful or vi-
olent balance of power between a few
major players ... periods of peace
punctuated by wars. Some equilibri-
um was achieved after the Russo-
Japanese War. It was anchored on the
Anglo-Japanese alliance, a weak Chi-
na, limited Russian and U.S. power
but unclear how stable this situation
was. Anyhow it was shattered by
‘World War I, which led to the dramat-
ic decline in British power and con-
comitant rise in Japan’, as well as to
the Bolshevik revolution and in-

creased Chinese nationalism. From -

1919 to 1945, Northeast Asia was ei-
ther at war or preparing for conflict.
From 1945 to the late 1980s, there
was the “Cold War” and partial US.
primacy. Despite the partial nature of
U.S. hegemony — due to the Soviet
challenge — the key elements of a
U.S. hegemonic system were in place
by the mid-1950s,

Japan-U.S., ROK(Republic of
Korea)-U.S., and Taiwan-U.S
alliances.

«  Taiwan relationship was special,
evolved as China shifted from foe
to friend to potential antagonist.

+  ROK alliance ... bulwark against
communist expansionism, pro-
vided opportunity for South Ko-
rea to develop economically and
politically.

« Japan alliance ... Performed
several tasks: Provided military
anchor for U.S. in Asia. Solved
the question of Japan's relations
with Asia which had been unre-
solved since Meiji and led to
Japan’s near destruction in
Showa. The US. alliance would
provide Japan security, sparing it
the need to get militarily in-
volved in Asian affairs. Thus, it
allowed Japan to participate eco-
nomically in Asia without the
baggage of imperialism.

Evolution since 1945

»  Economic rise of Japan, ROK, and
Taiwan from poor to rich nations.

*  Political transformation of ROK and
Taiwan into liberal democracies.

+ Evolution of China’s position
from enemy to ally against the
Soviet Union, to potential adver-
sary but with important econom-
ic ties to the U.S. and Japan.

«  Collapse of USSR. Lmof‘m
ical event than it was jp E
even prior to 1991 almogt
productive Asia in the Us,
and Soviet Union digd 10t hay,
satellites in the region while e

Russian Far East was an unpopy.
lated, poor region,

all of

But what has remained .
changed has been American Primg.
cy. It has created, for the fj first time
since the Industrial Revolution, 4
peaceful international order i in lhe
developed regions of Northeast
allowing countries to trade with each
other and the rest of the world under
the umbrella of the U.S.-led milj
alliance systems which allows them
not to worry about their neighbors or
other powers attacking them, It hag
disconnected economics from inter-
national politics.

What are bases of U.S primacy
in Asia?

*  Enormous US. military superioriy.

+  Partnership, not vassal-like rela-
tions, with Asian allies, primarily
Japan and ROK (Taiwan special).

*  Wealthy Japan ... ensures that
America’s no. | partner is strong.

*  Challenges to U.S. hegemony?
Rising China, declining Japan,
and U.S. policy failures.

Dieter Farwick, BrigGen (ret), isa

Jormer director of Germany's *Feder-

al Armed Forces Intelligence Office"
and Global Editor-in-Chief of %
securitynetwork.com.

S

Study Finds Nearly 40 Percent of
California Companies Plan to Move

Jobs Out of State
continued from page 3

California’s employment land-
scape revealed that 27 percent of
California jobs are in *“mobile
sectors,” including manufactur-
ing, software programming, and
insurance underwriting.
Companies in mobile sectors can
move operations from California
to other locations. Consequently,
these four million “mobile” jobs
are those in the most danger of
being relocated outside
California,

According to the analysis, jobsin
“mobile sectors” tend to be 35 percent

more valuable to the California econo-
my than jobs in non-mobile sectors.

a result, California’s future
potential will be heavily influenc
California’s ability to retain and
these high-value “mobile” jobs.

The Future of California Jobs 1§

in Serious Jeopardy
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GETTING ORGANIZED

Who Has Time for Success? You Do ...When You
Follow 5 Success Principles

by Dr. Emma Etuk

Most people claim that they want
to be “successful,” yet few know what
kind of success they desire or how to
achieve it. They wish their lives were
“the profiles of success” or that they
could “make it a winning life,” but
they have no clue how to turn that de-
sire into reality.

Realize that what you do today
has a direct impact on whether you'll
be successful in life later. How you
manage your time, plan your goals,
and take action will make or break
your future. Unfortunately, between
40+ hour work weeks, the push to “do
more in less time,” and increasing per-
sonal and business obligations, few
people actually make the time to fol-
low their dreams. Instead, they resign
themselves to their unsuccessful
habits of the past, and then wonder
why they can’t make any progress.

The fact is that many people do
not succeed in life because they think
they do not have the time to be suc-
cessful or to follow success principles.
But we all have the same number of
hours per day. Oprah Winfrey and Bill
Gates, two of the richest and most
successful people in the world, do not
have an extra number of hours in the
day, yet they have achieved more than
most people can imagine. The only
difference between them and the
masses is that they made the time for
success and followed proven success
principles. You can, too. The follow-
ing guidelines will help.

1. Know what kind of success
you desire,

Just saying you want to be “suc-
cessful” is fruitless. It’s non-specific
and causes you to waste your time in
multiple pursuits. The key is to focus
on the specific kind of success you
want. Six varieties of success exist:

Economic success: the desire to
make money and accumulate wealth.

Political success: the desire for po-

Social success: the desire to
change the world for the better and
to be known as a social reformer,

philanthropist, and benefactor.

Intellectual success: the desire to
gain knowledge and be able to
unravel the mysteries behind cer-
tain ideas.

Spiritual success: the desire for
complete spiritual fulfillment.

Physical success: the desire for
inner and outer beauty or athletic
superiority,

Obviously, each success category
has positive and negative aspects. For
example, someone with a desire for
economic success can use his or her
money for good deeds, or can cross
the line to greed. The key is to know
the kind of success you desire and
then focus your time on the positive
aspects of that desire. Those who are
truly successful take the time to define
the exact success they want and what
they will do with it. They create their
vision for the future and devote time
to attaining that vision each day.

2. Get your act together.

To be successful, you must take
the time to organize yourself and your
life. Realize that success does not
chase after a disorganized individual.
Being organized or getting your act
together means doing the right things
in the right order. In other words, you
must take the time to prioritize your
daily activities so you focus on what
will truly make you successful.

Unfortunately, our modern array
of gadgets and technology do not help
people simplify or organize their life.
While television, the Internet, and cell
phones are tools that can aid us in
achieving our goals, if not used prop-
erly, they can add to an already infor-
mation overload, thus making it diffi-
cult to carve out time each day to ded-
icate to our individual goals.

To truly get your act together, you
must start with the internal, which in-
volves setting priorities and commit-

ting to them. Once that internal or-
ganization is complete, the external
process is somewhat easier, which in-
cludes cleaning up the clutter in your
life, scheduling, time management,
and manifesting the outward qualities
of persistence and commitment. Only
then can you plan and follow your
route for success.

3. Respect your time.

To the degree that you appreciate
and respect time is the degree to
which you will succeed. If you abuse
time, you will surely fail and regret
your lack of discipline, In fact, no one
can truly succeed without a proper at-
titude towards time. We each have 24
hours per day, 168 hours per week,
and 8,736 hours per year to devote to
our dreams, so we all must schedule
our time wisely.

For example, if you were to sleep
56 hours per week, play for 42 hours,
work for 70 hours, and earn $10 per
hour, you are likely to earn $36,400
per year. In 20 years, you'd have
earned over $700,000. If you save
only 10 percent of that, you'd have
$70,000 sitting in the bank. Realize
that most people work for more than
20 years during their lifetime, and that
$700,000 does not include bonuses,
salary increases, pensions, 401K
plans, overtime, gifts, or interest from
investments. Now, would you consid-
er yourself unsuccessful today if you
had at least §70,000 in the bank?
Probably not.

The point is to schedule your time
and your life so you're devoted to suc-
cess 100 percent of the time. Think
long-term and plan everything. The
small time infraction you make today
may seem small, but the small things
add up, compound over time, and af-
fect us profoundly.

4. Be single-minded.

People who are successful devote
their time to mastering the one most
important detail that will lead them to
the type of success they ultimately de-
sire. To be single-minded means you:

Have your eyes set on the prize;
Devote your time to your pur-
pose:

Have a driving ambition:

Are determined;

Are dedicated:

Have a singularity of purpose.

Most people start something but
never complete it because they get
distracted. The distraction may have
been a phone call, a negative criticism,
a word of discouragement from a so-
called friend, or a personal fear that
we may fail. In order to not let dis-
tractions interfere with your success,
you must enhance your quality of sin-
gle-mindedness, which means you de-
vote your time to one pursuit for one
endeavor, not break your time up
among many activities or goals. Don’t
be a “jack of all trades and master of
none.” Stand up for one thing and go
for it consistently.

5. Cultivate a proper work habit.

If you intend to succeed in life,
you must cultivate a proper work
habit. You must make up your mind
that no substitute for hard work exists.
Cutting corners to save time on your
journey will only delay you in the end.
No matter what anyone promises you,
when you work less time or less pro-
ductively, you produce lower volume
of goods and services. But if you have
a proper work habit, you produce and
achieve more. In the end, your attitude
towards work reflects your attitude to-
wards life and your propensity to suc-
ceed or fail.

How do you cultivate a proper
work habit? Realize that a proper work
habit involves a change in your mental
attitude. If you love to work, then you
will likely succeed. If you don’t love
your current work, then find a profes-
sion or cause that excites you. When
your work is enjoyable, you will com-
mit more time to it and will succeed.

continued on page 24
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by John Strelecky

One of the most common mis-
takes companies make when they are
trying to boost their profits, is to try
and get new customers, Typically, this
behavior is a reflection of their histo-
ry. When they were new, they proba-
bly had zero or just a few customers.
To survive, they had to increase that
number. Getting new customers made
sense.

For companies that are out of sur-
vival mode, and are instead trying to
boost their profitability, acquiring new
customers is not the best strategy.
Studies by Cap Gemini and the Gart-
ner Group have shown that, depend-
ing on the industry, it costs three-to-
seven times more money to acquire a
new customer than it does to target an
existing customer for the purpose of
making a new purchase

The best profit-boosting opportuni-
ties lie in optimizing the relationships
you have with your existing customers.
Here are four simple steps to do just that.

« Step #1 Find and Strengthen

Your Pillars

Do you know which five of your
customers contribute the most to your
bottom line each year? Can you name
them off the top of your head? Can all
the employees in your company name
them? If not, that is a problem to be
addressed, and addressed quickly. De-
pending on the size of the organiza-
tion, a loss of any of the top five cus-
tomers can range from serious to cat-
astrophic. These clients are the “pil-
lars™ supporting your company. Think
of your business as a structure sitting
in the middle of shark-infested waters.
Five pillars are arranged in a circle
and your business balances on top of

CORNER ON THE
Boost Profits With Four Simple Steps

them. What happens if one or two of
those pillars shrink? What happens if
one of them goes away completely?

Part of the key to optimizing prof-
its is securing your pillars. If you look
at the amount of time your organiza-
tion spends on customer service, and
break it down by customer, would you
find that your “pillars™ are the five
customers who get the most service?
Most likely they do not. “Problem”
customers usually command the most
attention, followed closely by efforts
to get new customers.

Change that. Focus a proportion-
ate amount of attention on customers
based on how critical they are to your
business! Take the resources being
applied to the problem customers and
focus them on the pillars. Task those
people with making your relationship
with the pillars so strong that they will
never crumble. Challenge them to
find ways to help the pillars be suc-
cessful. Be a pillar to your pillars!

*  Step #2 Inventory Your

Offerings

Starting with your pillar cus-
tomers, take an inventory of all the
products and services that you cur-
rently provide. Rank them in order of
profitability. When all the offerings
have been identified, categorize them
from one to five. Ones should be the
20 percent of the offerings that are
most profitable. Twos will be the next
20 percent, on down to five, which
will be those products and services
that are in the bottom 20 percent in-
terims of profitability.

Now comes the interesting part.
Create a grid with clients across the
top, and offerings down the left side.
Arrange the clients in order of how
much they impact your bottom line.

The most impactful client should be
the first one, and the least impactful
client should be the last. For the offer-
ings, which are on the left side of the
gr;d keep them in order of most prof-
itable to least profitable. When you
have finished creating the grid, go
through it and for each client put
check marks on the products and serv-
ices you provide for them. This is your
profitability map

«  Step #3 Attack the Gaps

Look at your pillars. How are you
doing in terms of providing your full
suite of offerings to them? Any boxes
without checks represent an opportu-
nity for you to solidify your relation-
ship. Start with the offerings that are
ranked one, and not being used by
your pillars, and focus on getting
those blanks filled in. Now look at the
rest of your map. Where are the
check marks? Where are the gaps?
Every gap represents an opportunity
to boost your profits. Start with the
more profitable clients, and try to fill
in all the ones and twos. Educate those
customers about the additional prod-
ucts and services you offer. Find out
what needs they have and identify
ways you can fill them. These efforts
will not only strengthen your relation-
ships, but it will also make them more
profitable clients for you.

« Step #4 Learn From Your

“Lovers”

As you are implementing step #3,
take another look at your graph. Find
the five customers who use the great-
est percentage of your products and
services. These are the customers who
Just love what you do. They represent
a tremendous learning opportunity.
There is some reason or group of rea-

sons that these customers

lnveywso
much. If you can find out those req

sons, you can apply that kn()\\‘lcdgc o
the way you interact with the Test of
your customers I’crhnpa a particulay
salesperson has figured out somelhing
that is really working. Maybe the go.
count representative or customer sery.
ice contact is particularly good, W
ever the reason is, you need to know,
Interview those “lovers” and leam
from them. If they say it is because of
a particular person in your company,
interview that person and find out
what they do that is working so well

Within those interviews lies
profit-boosting information, Gather
it and then apply this knowledge t
the way you interact with your other
customers. Again, start with the pil-
lars and then work your Way across
the customer list.  Most organiza-
tions acquire customers by fillinga
single particular need. The key to
boosting profits is not to go out and
get more of those customers, Find
and strengthen your pillars so that
your organization is well-supported;
inventory your offerings; fill the
gaps, and learn from your “lovers
Because those four steps are the way
to boost your profits!

John Strelecky is the author of “The
Why Are You Here Café" and is a na-
tionally recognized speaker on the
topic of “Creating the Perfect Com-
pany.” A graduate of Northwestern
University’s MBA program, he has
served as a business strategist for n-

merous Fortune 500 companies, and
hil, s
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EDUCATION

UCR Names New Executive Vice Chancellor/Provost

University of California, River-
side Chancellor France A. Cérdova re-
cently announced the appointment of
Ellen A. Wartella to the position of
executive vice chancellor and provost
effective July 1, 2004

“It gives me great pleasure to an-
nounce that Dr. Wartella has accepted
my invitation to serve as UCR'S exec-

utive vice chancellor and provost,”

said Cordova. “She brings a strong
record of administrative and academ
ic accomplishments to UCR and we
look forward to working with her”
Since 1993, Dr. Wartella has served
as dean of the College of Communica-
tion at the University of Texas, the
largest and most comprehensive com-
munication college in the country, Un-

der her leadership, the college has be-

come one of the most sought after UT
colleges among prospective students; the
college’s endowment has more than
doubled:; and college faculty, depart-
ments and programs have achieved na-
tional recognition for excellence

As a result the college has
carned a reputation for high academ-
ic standards, innovation in the use of

technology, creativity across and

within disciplines, and strong indus-
try partnerships

“This is an incredibly exciting
time to be joining UC Riverside,” said
Wartella. “I'm looking forward to
playing an active role in helping shape
its future and assisting Chancellor

Cordova in achieving her vision.”

University of La Verne Opens Victorville Campus

As part of its continuing commit-
ment to improve access to higher ed-
ucation, the University of La Verne re-
cently opened its new High Desert
Campus in Victorville

Under the guidance of regional
director, Ms. Arely Rivas, the High
Desert campus is located at 15447
Anacapa Road, Suite 100. It present-
ly includes administrative offices and
three classrooms, with three addition-
al classrooms scheduled for comple-
tion this spring.

There were 168 registrations for
the 10-week winter term, an increase
of 29 students. Along with current of-
ferings in child development, liberal
studies, organizational management,
health administration and business ad-
ministration (both BBA and MBA),
applications are now being accepted
for two new programs coming to Vic-

torville in the next academic year: a
bachelor’s degree in public adminis-
tration and a master’s degree in lead-
ership and management. By adding
these two programs, ULV will in-
crease educational opportunities for
working adults living in High Desert
communities. The total number of de-
grees available will be six undergrad-
uate and two graduate, all with
evening or Saturday classes that meet
once a week.

In addition to the new regional
campus, ULV continues to provide
distance learning options to aid those
professionals with heavy travel or un-
predictable work schedules. Two on-
line bachelor’s degree programs (or-
ganizational management and public
administration) and one on-line grad-
uate degree (master of business ad-
ministration) are available.

CCWD’s Name Change Represents

Commitment

continued from page 11

co-founded the business p )

practice at Morningstar Consulting
Group LLC. He can be reached
through his Web site at www.why-
cafe.com or by calling 407-342-4181.

Small Business Owners Optimistic
Despite Slow Recovery

continued from page 9

business owners. Approximately half
(52 percent) currently offer health
benefits, and of those, 21 percent said
they shifted a higher portion of health
care costs to their employees last year;

12 percent reduced health benefits. In
addition, only about 31 percent of re-
spondents said they offer their em-
ployees a retirement plan, such as a
401(k) plan or employee stock owner-
ship plan (ESOP).

“This survey is an excellent way

to gauge the performance, needs and
concerns of small business owners in
San Bernardino County,” said Paul
Magana, senior vice president of
Union Bank of California for the In-
land Empire. “It helps us understand
what they expect and need from their

Other survey results showed that
58 percent of respondents purchased
or upgraded technology applications

for their businesses, and of those, 35
percent spent more than $10,000 in
2003. In Riverside County, 52 percent
of respondents purchased or upgrad-
ed technology applications for their
businesses, and of those, 37 percent
spent more than $10,000. In San
Bernardino County, 68 percent of f&-
spondents purchased or upgtlded

continued on page20.

President James Curatalo Jr.

“In addition, the change will help
eliminate confusion some customers
had regarding the word ‘county,’ as it
caused many to believe the district
was an arm of the county of San
Bernardino, or for some newcomers,
to believe that there was actually a
‘county of Cucamonga.™

In 1955, when the district was
formed, “county™ was put in its name,
reflecting that it was formed under the
“County Water District” governance
provisions of the California water
code. The district’s governance struc-
ture will remain the same following

the name change.

CVWD also took this opportuni-
ty to change its logo, as new artwork
proudly displays the flow of surface
water through local canyons.

CVWD delivers high quality, re-
liable drinking water to the city of
Rancho Cucamonga, portions of Up-
land, Ontario and Fontana, and some
unincorporated areas of San Bernardi-
no County. The district also maintains
an extensive sewage collection system
for residential, commercial and in-
dustrial users. The district serves
161,000 customers within a 47-
square-mile area, which includes
42,000 water connections and 32,000
sewer connections.

With 112 years of experience,
ULV understands the needs of work-
ing adults seeking to obtain college
degrees. Utilizing an accelerated 10-
week semester system, courses are
conducted once a week in the evening
1o better accommodate students with
demanding work and personal sched-
ules.

Founded in 1891, the University
of La

Doctoral/Research intensive institu-

Verne is a Carnegie

tion, enrolling more than 9,000 stu-

is Inspirational

dents. An carly pioneer in lifelong
learning programs, it remains dedicat-
ed to providing sound, people-cen-
tered, values-oriented education. ULV
has offered programs to professionals
in the High Desert since 1986.

For additional information on the
ULV High Desert campus and its of-
ferings, contact Inge Kendall Maran-
to at 760-843-0086 or e-mail kendal-
lit@ulv.edu

See why lrvine is

UC Irvine's MBA Prog: fo g F
inspired thousands to earn an MBA while continuing their career
momentum. If you are an early to mid-career professional, a
business executive, or a dedicated health care professional,

UC Irvine has an MBA program designed to fit your career

path — and inspire you to succeed.

have

I. Attend an Inf i

FEMBA: » Tues, Feb. 24, 6:30 pm
* Sat, March 13, 10:00 am
EMBA/HCEMBA: + Sat, Feb. 28, 10:00 am
* Sat, March 13, 11:00 am

Call 949.824.7505 or register online at
www.gsm.uci.edu/go/programs.

@ UClrvine

Graduste School of Mansgement



BUSINESS JOURNAL « PAGE 18

Organization _
Top performing printing company joins elite group to provide excellent customer service,

Printing Resources of Southern
California in Upland has been induct-
ed as a founding participant of Certi-
fied Printers International (CPrint™)
— a new organization of printers
throughout the United States and
Canada assisting printing customers
by using Internet support, high levels
of traditional customer service and
training and certification of workers.

Tom Crouser, president of
CPrint™, said that Printing Resources
completed the first phase of certifi-
cation in this unique education and
training program for commercial

printers over the last two years. This
required the company to submit to a
number of onsite evaluations, to com-
plete certain training courses and meet
equipment and software standards.

“Printing Resources has shown
through its performance that it be-
longs among  the top printers in North
America. Additionally, the company is
pledging to uphold its performance
level by seeking even higher level of
certification.

Being a CPrint™ participant is a
significant investment of time, energy
and resources to assure that high stan-

dards are maintained for the local
business community. No other organ-
ization has such standards.”

Nancy DeDiemar, owner of Print-
ing Resources, said, “Our participation
in CPrint™ requires that our compa-
ny continue to maintain up-to-date
printing technology as well as cus-
tomer service procedures, which is
very important to print buyers in lo-
cal area as they compete on a more
global scale.

“Through CPrint™, we have al-
ready reorganized our company to as-
sure better service and now we able

EXEFCUTIVE EDUCATION

Local Printer Founder in International Printing |

to accept more clients who wish to
streamline and reduce costs jp their
print procurement processes*

Printing Resources has been serving
Inland Empire businesses, organizg-
tions and individuals since 197, The
family-owned business is located g
893 W. 9th Street in Upland, Busi.
nesses interested in learning more
about the CPrint™ program may
contact Nancy DeDiemar at 909-98].
3715 or visit the. Company s Web site
at www.printingresources.com,

What is the Future of Senior Health Care?

continued from page 10

that offers a combination of health care
and personal care services for seniors,

at home through its Independent Liv-
ing Power™ program. Collectively,
these services have helped many sen-
iors stay out of nursing homes.

Where From Here?

The new Medicare legislation pro-
vides an important foundation from
which health plans should be able to

direction, insurers will be expected to
meet a growing array of needs once
left to Medicare. Health plans should
be expected to respond competitively
to this challenge

Like many other health plans,

now called “Medicare Advantage.” In By keeping seniors out of nursing  more effectively respond to the needs ~ SCAN has announced that effective
addition to expanded pharmacy bene-  homes, we are helping them maintain  of seniors. March 1, we will enhance a range of
fits and other traditional health care  their independence, preserve choices, Probably the first lesson under the  benefits, including lower premiums
benefits, SCAN provides in-home  and protecta quality of life all of usseck  new Medicare formula is that not all  and reduced pharmaceutical costs for
care, homemaker services, transporta-  every day. Additionally, the compre-  PPOs or HMOs are alike. Benefits  our members. The objective in
tion, home delivered meals, short-term  hensive services that SCAN offersare  will vary widely and consumers will  strengthening a wide array of services
institutional care, adult day care to  saving taxpayers money by keeping sen-  be increasingly active in seeking de-
make it possible for seniors to remain  iors out of institutional care programs. tails about their benefits. At Congress’ continued on page 26
Glencrest Investment Advisors Inc. Offers Strategies
continued from page 11 installment method versus a cash the annuitant (or note). Mark Kenny CFP, a managing director,
sale as one way to shift the recog- 9. Consider the benefits of self insur-  has 27 years of experience in financial
15 percent tax bracket on income nition of income into future tax ing a portion of your liability in-  planning, asset management, tax plan-
from stock dividends and capital years. surance via a private (Captive) In-  ning and wealth transfer strategies.
gains. surance Company, which offers at-  Lawrence Rutherford CFP, also a man-
6. Review your tax and estate plan- tractive tax benefits. aging director, brings more than 25
2. Review your Alternative Mini- ning for large IRAs. The com- years of experience to Glencrest in
mum Tax situation — higher in- bined tax rates can resultinaloss 10, Consider p 1 tra i wealth management and employee
come taxpayers may find they are of 70 percent of your IRA to tax- with your IRA since there are hun-  benefits,
now subject to AMT under the es. dreds, even thousands, of prohib-
new tax rules. ited transaction exemptions are  With offices in Claremont, Irvine and
7. Consider an Offshore Variable An- granted each year. Indian Wells, Glencrest Investment Ad-
3. Closely examine the decision to ‘nuity and/or Offshore Variable Life visors is a wholly owned subsidiary of
hold tax-exempt versus taxable Insurance Policy to defer income Dr. Steffanci has more than 30 PFF Bancorp, a $3 billion NYSElist-
bonds. tax. years of experience in investment man-  ed financial institution. Specializingin
. y : L ot agement and portfolio strategy. Asa  wealth management, Glencrest at_
4. Consider small business deprecia- 8. Utilize Private Annuities and  former senior manager with Fidelity  www.gleninvest.com offers clients -
tion incentives, which dramatical- SCINS (Self Canceling Install-  Investments, he is one of the few peo-  vanced financial planning and com-
ly increased to $100,000 this year. ment Notes) to defer taxes by ple inthe US. to have been responsible  preensive asser management through
spreading the tax over the life of  for $100 billion in investment assets.

5. Consider selling real estate on the
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Fighting ‘Fires’ at the Office

‘Crisis Mode’is Standard for Most Managers, Survey Shows

Managers spend a good portion
of their week “putting out fires™ at
work, leaving less time to tend to
strategic business issues, suggests a
recent survey by Accountemps. Sev-
enty-one percent of executives polled
said they respond to unexpected
crises at least a few times a week, in-
cluding 35 percent who address such
issues every day

The survey was developed by
Accountemps, the world’s first and
largest specialized staffing service
for temporary accounting, finance
and bookkeeping professionals. [t
was conducted by an independent re-
search firm and includes responses
from 150 executives — including
those from human resources, finance
- with
the nation’s 1,000 largest companies.

and marketing departments

Executives were asked, “How of-

ten, on average, do you find yourself
responding to unexpected crises at
work?” Their responses:
*+ A few times a day ........19 percent
* Once a day 16 percent
* A few times per week....36 percent
* Once a week...... 9 percent
* A few times per month....19 percent
* Once a month....

Which equals 100 percent.

1 percent

“It’'s difficult to foresee and
proactively address potential crises
when you're caught up in day-to-day
demands,” said Max Messmer, chair-
man of Accountemps and author of
“Managing Your Career for Dum-
mies*”" (John Wiley & Sons, Inc.). “A
good manager identifies ways to mit-
igate routine problems and respond
quickly to unexpected ones, freeing up

more time for bigger-picture issues.”
Messmer offered several tips for su-
pervisors on how to better prepare for
and manage crises at work:

+  Conduct “fire drills.” Develop
detailed plans that include solu-
tions for handling worst-case
scenarios and practice them with
your team.

»  Delegate. Assign responsibilities
to your staff and give them the
authority to handle some prob-
lems on their own.

« Define. Is the situation really a
crisis? Don't treat every bump in
the road as a disaster. It can

cause undue stress and leave you

and your staff unprepared for a

true emergency.

—_—

« Cushion project schedules.

Overdue deadlines are a com-
mon concern. Create project
timelines and adhere to them, but
build in contingencies for unex-
pected setbacks.

+ Evaluate business needs. Take
time to assess your department’s
goals and adopt
change rather than reacting to

proactively
what is most pressing.

Accountemps has more than 325 of-
fices throughout North America, Eu-
rope, Australia and New Zealand, and
offers online job search services at
<htip://www.accountemps.com/>
www.accountemps.com.

Keys to Unlocking Leadership in Your

Organization

by Joanne G. Sujansky, Ph.D.

As we lead groups and organiza-
tions in the 21st century, it's not sur-
prising that autocratic and hierarchi-
cal leadership styles and methods no
longer work. The changes in organi-
zational structures, workforce compo-
sition, technological systems, and cus-
tomer expectations have created a
concomitant need for a different lead-
ership approach.

There has been much research on
what it takes to be a leader. Person-
ality theorists argued that great lead-
ers are born. The behavioral-based
studies observed leaders in terms of
task-orientation and relation-orienta-
tion. Strong leadership was seen to
depend on adjusting one's style to the
situation or style of the other. In the
last decade, principles have become
the hallmark of sound leadership.
We’ve seen the distinction between
leaders (who do the right thing) and
managers (who do things right).
Leaders as servants and developing
leaders from the inside also have
emerged as significant themes.

While we are informed and en-
riched by more then 70 years of ex-
ploration into leadership, there are
five key components to leadership
that are demonstrated by effective
leaders. These form a framework to
unlock the leadership within an or-
ganization by developing existing
and emerging talent.

KEY #1: Begin With Your Self
While it has been said in many
ways, successful leadership begins
with the individual. Successful lead-
ers share a set of traits or principles,
including a high degree of integrity,
authenticity, courage, and curiosity.
Effective leaders are congruent.
They know what they stand for and
they have the courage to convey it and
the consistency to live it. Their fol-
lowers can trust them, as they know
who they are and what they stand for.
Successful leaders are willing to
take risks with visibility and vulnera-
bility. They demonstrate and build
courage through this willingness.
Leaders learn to take complete re-
sponsibility for their decisions and ac-

tions, while sharing credit. Masterful
leaders learn, live by, and communi-
cate these principles. They create con-
fidence, respect, and loyalty by oper-
ating with integrity and authenticity.
This is more than a personality pro-
file; it's a way of being and behaving,
based on core principles that truly
work and that can be developed.

KEY 2: Shape and Share a Vision
Given the indisputable evidence
on the significance of vision, how can
leaders still try to operate without
one? Navigating with vision is anoth-
er basic key to effective leadership and
those at the helm who try to lead
without one are seriously crippled.
Organizational members need to
know where the organization is going.
Without direction, they flounder. To
have direction, motivation and con-
gruence, employees must see the big
picture. Employees need a vivid sense
of the future that compels them to ac-
tion. When they are committed to the
vision and align it with their personal
objectives, a synergy is created that
Iifts, fuels, and propels them forward.

Dynamic leaders consistently de-
velop, articulate, and reverberate from
a clear, concrete, inspiring, vision. They
draw out natural desire and build unity
and momentum through an exciting
and colorful picture of possibility.

KEY 3: Practice Partnering

In the last decade, the practice of
partnering emerged as a key to suc-
cessful leadership. When we actively
align with others to achieve mutually
desired results, we are partnering.
Successful leaders think and talk in
terms of “we,” actively sharing infor-
mation, power, involvement and re-
sponsibility for decisions that affect
the business.

Willing leaders select partners
with different perspectives, talents and
interests. A diversity of talents and
perspectives is clearly an advantage,
when tapped appropriately. If leaders
fail to acknowledge and value each
person as bringing a unique set of
skills and experiences to the work-
place, they lose a natural resource and

continued on page 26
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CIOs Project Increase in Second Quarter 1T Hiring

Demand for Talent Strongest in Pacific and South Atlantic States, Survey Shows

Eleven percent of chief informa-
tion officers (C10s) interviewed for
Robert Half Technology s Information
Technology Hiring Index and Skills
Report plan to add full-time staff to
their information technology (IT) de-
partments in the second quarter of
2004, while 2 percent anticipate per-
sonnel reductions. Eighty-seven per-
cent of survey respondents expect to
maintain current staff levels in the up-
coming quarter. The net 9 percent hir-
ing increase compares with a net 3
percent forecast last quarter and is the
largest net increase reflected in the
survey since the third quarter of 2002.
The national poll includes responses
from more than 1,400 CIOs from a
stratified random sample of U.S. com-
panies with 100 or more employees.

4

most optimistic about future hir-
ing activity, followed closely by
those in the South Atlantic region.

*  Networking is the specialization
experiencing the strongest growth.

“A growing number of ClOs are
recognizing the need to increase staff
in order to accommodate business
growth, improve customer support,
and address systems security concemns
and regulatory requirements,” said
Katherine Spencer Lee, executive di-
rector of Robert Half Technology.
“But many executives remain cautious
about hiring full-time staff, frequent-
ly choosing to use project profession-
als to handle rising workloads as they
watch for signs of continued econom-

-

ic n

It was d by an independ:
research firm and developed by
Robert Half Technology, a leading
provider of IT professionals on a proj-
ect and full-time basis.

Key Findings

* A net9 percent of CIOs said they
plan to hire additional full-time
staff in the second quarter, the
largest net hiring increase forecast
since the third quarter of 2002.

*  Business expansion continues to
be the leading factor driving IT
hiring and its influence is grow-
ing. It was cited by nearly 25 per-
cent more respondents than in last
quarter’s survey.

* (ClOs in the Pacific states are

Among CIOs who plan to hire in
the second quarter, 46 percent said busi-
ness growth is the primary factor driv-
ing their decision, up from 37 percent
in last quarter’s survey. Twenty percent
of respondents cited a heightened focus

on customer and end-user support as
the major impetus for hiring. (Full sur-
vey results, including additional charts,
are available at www.roberthalftechnol-
ogy.com/PressRoom.)

Skills in Demand

When asked which technical skill
sets were in shortest supply within
their IT departments, 79 percent of
ClOs reported a need for Microsoft
Windows (NT/2000/XP) administra-
tors. SQL Server administration was
also a sought-after skill, receiving 39

percent of the response. Thirty-four
percent of executives selected network
administration as a high-demand area
of expertise. (Note: Survey respon-
dents were allowed multiple answers.)

When ClOs were asked which
specialties were most in demand with-
in their IT departments, 21 percent
said networking. “Network architects
and engineers with security expertise
are highly valued” Lee explained. “A
growing number of companies are up-
grading outdated systems, and execu-
tives also want to ensure that their net-
works are secure from attacks by the
latest virus or worm.”

Help desk/end-user support was
identified as the second most
sought-after job category, with 16
percent of the response. Applica-
tions development ranked third with
11 percent of executives singling out
this area of expertise.

Regional Outlook

The Pacific[1] region of the Unit-
ed States is expected to lead the nation
in technology hiring activity during
the second quarter. Fourteen percent
of CIOs plan to expand their IT de-
partments and |1 percent anticipate
personnel cutbacks. The net 13 per-
cent increase is up 12 points from the
region’s first-quarter forecast.

“The strong showing in the Pa-
cific states is in contrast with the pri-
or two quarters when hiring opti-
mism was relatively low in the re-
gion. This is a welcome trend as the
area has historically been a leader in
the creation of IT jobs,” Lee said.

“Growth in the IT and hmlechno|ogy
industries as well as increased ven-
ture capital investment are stimulat.
ing hiring in the region”

CIOs in the South Atlantic States
also forecast hiring activity well
above the national average, Fifteen
percent of technology executives in
this region expect to add staff, and 3
percent anticipate reductions in per-
sonnel, resulting in a net 12 percent
hiring increase.

Industries Hiring

CIOs in the retail sector are the
most optimistic of any industry about
hiring in the second quarter. Seven-
teen percent of CIOs in this segment
expect to increase hiring, while 2 per-
cent plan to cut staff. The 15 percent
net increase is six percentage points
above the national average for all in-
dustries.
Also well above the national average
is the business services sector. Four-
teen percent of technology executives
expect to add personnel, while none
anticipate staff reductions.

With more than 100 locations in North
America and Europe, Robert Half
Technology is a leading provider of IT
professionals on a project and full-
time basis, for initiatives ranging from
Web development and multi-platform
systems integration 1o network engi-
neering and technical support. For
more information about Robert Half
Technology or to learn about online
Job search opportunities, please visit
www.roberthalftechnology.com.

Small Business Owners Optimistic
Despite Slow Recovery

continued from page 16

technology applications for their busi-
nesses, and of those, 46 percent spent
more than $10,000.

Survey Methodology
From Jan. 5 to Jan. 16, 2004, Union
Bank of California’s Small Business Di-

with 1,399 small business owners. For
more details regarding the survey, please
call the contacts listed above.

Based in San Francisco, UnionBan-
Cal Corporation (NYSE:UB) is a
bank holding company with assets of
$42.5 billion at Dec. 31, 2003, Its pri-
mary subsidiary, Union Bank of Cal-
ifornia, NA., has 280 banking offices

in California, four banking offices in
Oregon and Washington, and 21 in-

ternational facilities. The bank’s Web
site is www.uboc.com.

- competition by securing

’s premier reference |
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California-Nevada Maglev Project Remains

Viable Candidate for Federal Funding

by Bruce Aguilera, chairman, Califor-
nia-Nevada Super Speed Train Com-
mission, and M. Neil Cummings, pres-

ident, American Magline Group

Over the past several years, the
public-private partnership working to
develop a high-speed magnetic levi-
tation (or maglev) train system that
eventually will link Las Vegas and
Southern California has carefully de-
veloped tremendous support among
representatives from both Nevada
and California at the state and feder-
al levels.

Based on this support, notably
that of U.S. Sen. Harry Reid (D-Nev.),
ranking Democrat on the Senate
Committee on Environment and Pub-
lic Works, and U.S. Rep. Don Young
(R-Alaska), chairman of the House
Committee on Transportation and In-
frastructure, the California-Nevada
Super Speed Train Commission,
(CNSSTC) and its private sector part-

ner, American Magline Group
(AMG), are looking forward to re-
ceiving funding for the project’s “first
40 miles,” from Las Vegas to Primm,
when the House and Senate this year
reauthorize the Transportation Equity
Act for the 21st Century (TEA-21).

However, recent media reports
misstated some facts surrounding this
potential funding, as well as issues
surrounding environmental studies
for the Las Vegas-Anaheim, Calif,,
project and similar projects proposed
in Pittsburgh and in Baltimore-Wash-
ington, D.C.

In particular, these reports re-
ferred to actions that took place more
than three years ago when federal of-
ficials in the outgoing Clinton admin-
istration selected the two East Coast
projects to receive funding for per-
formance of environmental impact
statements.  Since that time, the
CNSSTC and AMG, with the assis-
tance of Congress and the Bush ad-

ministration, have successfully se-
cured sponsorship from the Federal
Railroad Administration (FRA)
working with the California and
Nevada departments of transportation

to perform a similar study for the
Las Vegas-Anaheim route

Under terms of the sponsorship,
the FRA is acting as the lead agency
and federal sponsor for a Program En-
vironmental Impact Statement and
Report(PEIS/EIR) applicable to the
entire 269-mile maglev corridor oper-
ating between Las Vegas and Ana-
The PEIS/EIR will include a

site-specific construction level envi-

heim

ronmental impact statement (EIS) for
“The First Forty Miles™" (i.e., Las
Vegas-Primm, Nev.)

The CNSSTC has received feder-
al grant funding to begin preparation
of the PEIS/EIS, and to further ad-
vance pre-construction design, engi-
neering and public outreach/support
for the full project. The CNSSTC

also has received funding from and
has entered into cooperative agree-
ments with all the cities on the route,
as well as the Regional Transportation
Commission of Southern Nevada
(RTC), Orange County Transportation
Authority (OCTA), San Bernardino
Association of Governments (San-
BAG), and the Mojave Desert Air
Quality Management  District
(MDAQMD).

The FRA’ sponsorship is a clear
endorsement of our efforts, lends
credibility to the project, and shows
that we are on our way.

Additionally, the assertion of
these media reports that the Califor-
nia-Nevada project is unlikely to re-
ceive federal construction funding is
simply not correct. Presently, the
House and Senate transportation com-
mittees are marking up language in
the TEA-21 reauthorization bill -

continued on page 33

Community Bancorp
Initiates a $0.05
Quarterly Cash

Dividend

Community Bancorp Inc. (the
“Company”) (Nasdaq: CMBC) a
community bank holding company
with $477 million in total assets re-
cently announced that its board of di-
rectors has approved a $0.05 per
share cash dividend on its common
stock to stockholders of record on
March 15, 2004, payable on or about
March 31, 2004.

“The declaration of a cash divi-
dend reflects the confidence of the
board and management in the future
direction of the company,” stated
Gary W, Deems, chairman. “In the
past, we issued stock dividends to
build stockholder value while al-
lowing the company to focus on in-
creasing our capital position and
earnings. Now that we have
achieved progress in these areas, we

feel it is appropriate to initiate a
quarterly cash dividend.”

The company announced record
2003 4th quarter and year-end earn-
ings on Jan, 29, 2004.

Community Bancorp Inc., is the $477
million holding company for Com-
munity National Bank, and is head-
quartered in Escondido. The bank’s
primary focus is community banking
and commercial lending, with an ad-
ditional SBA lending niche. The bank
serves Northern San Diego County
and Southwest Riverside County with
retatl banking offices in Fallbrook,

Have Bonds
Course?

by Brian W. Matthews, CFA

Market-driven events-such as in-
terest rates, unemployment, and infla-
tion/deflation-—are often key in helping
investors decide whether to favor
stocks or bonds in their portfolios. At
Payden & Rygel, we believe that in-
vestors can reap the most benefit from
a long-term approach, via a diversi-
fied portfolio that includes both stocks
and bonds, regardless of market con-
ditions. The question is not whether to
own bonds right now but rather, what
type of bonds to select. In our view, a
diversified portfolio of intermediate-
term bonds, also known as a core
bond portfolio, is a compelling choice
for investors in virtually every market
environment.

E it Fund "

Temecula, Escondido, B !l and
Vista, and has an additional six SBA
loan production offices that originate
loans in California, Arizona, Nevada
and Oregon. Visit www.comnb.com.

With interest rates at lows not seen
in decades, investors are understandably
concerned about holding bonds in their
portfolios. Should investors seek high-

Run Their

er returns by moving assets into the eq-
uity market? If interest rates and/or in-
flation start to rise, will it decrease the
value of bonds? Most corporations con-
tinue to operate below optimal capaci-
ty, and corporate profits are not expect-
ed to grow rapidly enough to support
current market prices.

Faced with tepid sales growth,
companies are cutting costs to man-
age profits. Many have little or no
pricing power, and are caught in a cy-
cle of pressuring their suppliers to re-
duce prices. This downward pressure
on prices supports our view that in-
flation is not a near-term threat. Con-
ventional wisdom says that interest
rates have nowhere to go but up, since
they currently are at such low levels.
Despite the largest fiscal and mone-
tary stimulus in history, the best we
have seen is poor job growth, uncer-
tain economic traction, and a lack of
pricing power (i.e., declining infla-

continued on page 48
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Jaime Wesolowski Welcomes the Challenges of a

Vibrant Medical Institution

by Cliff Morman

Jaime Wesolowski, Riverside
Community Hospital’s CEO, assumed
leadership of the hospital last year. He
was appointed to the position after
heading other hospitals in different
parts of the country. Wesolowski was
drawn to the hospital largely by what
he recognized as its more comprehen-
sive medical services.

Wesolowski was appointed to the
position by the Hospital Corporation
of America, enabling him to manage
the operations of the 103-year-old,
374-bed hospital, which employs a
medical staff of approximately 400, as
well as 1,400 additional employees.
The facility admits an average of 237
patients daily; it admitted 18,065 peo-
ple in 2003, and was voted the “2002
Top Company to Work for in the In-
land Empire” by the Business Press
newspaper.

Wesolowski served as CEO of
Meadowcrest Hospital in New Or-
leans for 10 years before becoming
CEO of Tampa, Florida’s Oakhill Hos-
pital in 1999, a position he held until
his transfer to Riverside. His current
post appeals to him more than his ear-

lier ones, Wesolowski said. “I saw a
growing community that was chal-
lenging from a medical providers

standpoint,” adding that the hospital

has a tradition of “over 100 years of

excellence,” numerous, wide-ranging
health care programs, and impressive
physicians.

This is reassuring to potential pa-
tients, said Ann Matich, the hospital’s
vice president of marketing. “There’s
a huge commitment to quality and
safety.” she said. “It really says a lot
for the organization.”

The extent of the hospital s health
services is far greater than that of the
hospitals he previously managed, said
Wesolowski. The other hospitals had
fewer rooms and did not offer such
options as open heart surgery, a trau-
ma center, transplant surgery, or a
“real” cancer center.

A native of South Bend, Indiana
and graduate of Indiana University,
Wesolowski received his M.A. in hos-
pital administration from Xavier Uni-
versity in Cincinnati, Ohio, and orig-
inally planned a clinical career path
before an undergraduate colleague
changed his mind. 1 was very inter-
ested in doing something in health

care)” he commented, adding
that he had first studied to be-
come a nurse before his friend
piqued his interest in the busi-
ness aspect of health care, some-
thing he had always been at-
tracted to.

A business aspect of River-
side Community Hospital that is
particularly challenging is main-
taining a sufficient staff, said
Wesolowski. A law requiring
stringent staff—patient ratios
went into effect this year. “We're
having difficulty meeting ratios,”

he stated, adding that more than
90 percent of the hospitals mon-
itored by the CHA are reporting
similar difficulties.

The requirement of having a
rigidly set amount of nurses per pa-
tient is difficult to enforce because if
one nurse needs to take a short break,
another must be found to replace that
nurse during that time, he explained,
and the hospital’s typical schedule is
not consistent in a way that would ac-
commodate the law. For example, he
pointed out, the hospital’s pace is ex-
tremely fast around 8 a.m., but is
slower at 3 a.m. The hospital has also

Jaime Wesolowski

recently unionized, Wesolowski stat-
ed, and negotiation of its contract with
Service International
Union is itself a new and daunting
task.

The hospital has been a presence

Employees

in Riverside and its surrounding area
for more than 100 years and looks for-
ward to a future filled with growth
and promise for those it serves. Jaime
Wesolowski is pleased to be in the po-
sition to influence the hospital’s future
in a way that increases its service to
the community it serves,

Dean Susan Summers Has Promoted CSUSB’s

by Cliff Morman

Susan Summers, the interim
dean of Cal State San Bernardi-
no’s College of Extended
Learning, has utilized the de-
mand for continued education
to help the college to continue
providing this vital service to
Inland Empire businesses and
residents — in spite of previous
revenue loss during her year
and a half in the position.

The college is funded by the
fees charged for its non-credit
courses, said Summers, which
can range from $45 to several

hundred dollars and suffered a setback
when the state recently decided to su-
pervise the summer courses in the col-
lege’s place, although the college will
again run the program this coming
summer, said Jerrold Pritchard,
CSUSB' associate provost for aca-
demic programs, The college offers
courses on such topics as financial re-
sponsibility, marketing, strategic
group planning, English or foreign
languages, geology, and art or Web
design for children. The school has a
mailing list of approximately 40,000
and average annual earnings of ap-
proximately $3 million.

Summers, who majored in politi-

College of Extended Learning

cal science at CSUSB and took grad-
uate courses in international relations
at USC, originally planned to become
a professor or work in government
service before deciding that she was
not made for such jobs. “What I'mre-
ally much better at is administration,”
she said, “trying to establish goals and
vision. 1 really love working in higher
education. You're surrounded by a lot
of great people who aren’t there just
marking time.”

The continuing education field:
she adds, is particularly satisfying. 4

like its variety,” she said. “Nothing

continued on page B
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INLAND EMPIRE BUSINESS JOURNAL / Duff & Phelps, LLC STOCK SHEET

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 Close Month Change Close

l-‘lclct\\'fmd Enterprises Inc 13.26 12.200 1.060 8,7% Channell Commercial Corp 4.5 4760 -0.260 -55%
Wi e | dess anie oyt iose. [ HoTTmsR ol
American States Water Co 257 25 ;3()(! nibbH > \“ Key stone Automotive Industries Inc ~ 26.739 28 3(_\() -1 5;] -5.4%
Provident Financial Hldgs 232 1.‘\ 033 0 ;(»'r 0.7% SES Refcuip Tno ““ SEEy e S

- b Modtech Holdings Inc 8.93 9360 -0.430 -4.6%
Name Ticker 02/20/04  01/30/04 % Chg. 52Week 52Week  Current Exchange

Close Price Open Price Month High Low P/E Ratio

American States Water Co AWR 25.000 25.30 0.8 28.95 22.05 224 NYSE
Channell Commercial Corp CHNL 4.500 4.760 -5.5 6.42 2.10 22.5 NASDAQ
CVB Financial Corp (H) CVBF 20.371 20.000 1.9 21.10 16.15 18.2 NASDAQ
Fleetwood Enterprises Inc (H) FLE 13.260 12.200 8.7 15.10 3.06 NM NYSE
Foothill Independent Bancorp FOOT 22.420 23.000 2.5 2344 15.83 18.8 NASDAQ
HOT Topic Inc HOTT 28.820 30.470 -54 32.30 13.60 334 NASDAQ
Keystone Automotive Industries Inc KEYS 26.739 28.260 -5.4 29.95 15.76 24.5 NASDAQ
Modtech Holdings Inc MODT 8.930 9.360 -4.6 9.75 6.55 24.1 ! DAQ
National RV Holdings Inc NVH 10.000 10.040 -0.4 12.10 3.75 NM NYSE
Pacific Premier Bancorp Inc (H) PPBI 13.680 14.000 -2.3 14.30 4.25 42.8 NASDAQ
PFF Bancorp Inc¢ PFB 36.000 37.950 -5.1 40.61 21.89 152 NYSE
Provident Financial Hldgs PROV 23.200 23.033 0.7 25.33 18.34 10.7 NASDAQ _
Watson Pharmaceuticals Inc (H) WPI 46.950 46.510 0.9 50.12 26.90 24.6 NYSE

Notes: (H)-Stock hit 52-week high during the month, (L)-Stock hit 52-week low during the month, (S)-Stock split during the month, NM - Not Meaningful

Duff & Phelps, LLC

One of the nation’s leading investment banking

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.

Chino Commercial Bank,
N.A. Announces Proposed
3-for-2 Stock Split

Dann H. Bowman, president
and chief executive officer of Chino
Commercial Bank, N.A., has an-
nounced that the bank’s board of di-
rectors has proposed a 3-for-2 stock
split of the bank’s common stock.
The stock split is subject to the ap-
proval of the bank’s shareholders and
will be issued to the owners of
record as of May 20, 2004, the date
of the shareholders’ meeting at
which time shareholder approval will
be solicited. Assuming the stock split
is approved by the sharcholders,
owners of record as of May 20 will
receive one additional share of stock
for every two shares owned on that

date. It is anticipated that the addi-
tional shares will be issued on or
about June 17, 2004.

This is the bank’s first stock split
since beginning operations on Sept.
1, 2000. The bank reported net earn-
ings for the year ending Dec. 31,
2003 of $500,509 or $0.88 per dilut-
ed share on an asset base of $58.6
million. The bank reported a return
on average equity of 9.66 percent
and a return on average assets of
0.99 percent for the year ended Dec.
31, 2003. Shares of the bank are list-
ed on the OTCBB under the ticker
symbol “CKNA". (OTCBB:CKNA)

Five Most Active Stocks
Month Volume

Stock

Fleetwood Enterprises Inc
Watson Pharmaceuticals Inc

HOT Topic Inc

Keystone Automotive Industries Inc

National RV Holdings Inc

D&P/IEBJ Total Volume Month

17,846,900
12,893,500
10,093,014
972,175
848.000

44,714,090

Advances 5

Declines 8 |
:

Unchanged 09

New Highs 4

New Lows 0 |
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Community Bancorp Reports 96% Increase in
Annual Net Income

Community Bancorp Inc. (the
“Company™) (Nasdag: CMBC), a
community bank holding company
with $477 million in total assets, has
announced record financial results
for the fourth quarter and year ended
Dec. 31, 2003.

Net income increased 105 per-
cent in the fourth quarter 2003 to
$1.9 million compared to $928,000
in the fourth quarter 2002. Earnings
per share (EPS) increased 58 percent
in the fourth quarter 2003 to $0.41
per diluted share compared to $0.26
per diluted share for the fourth quar-
ter 2002,

For the full year of 2003, the
Company’s net income increased 96
percent to $5.9 million compared to
$3.0 million for the full year 2002.
EPS increased 69 percent to $1.42 per
diluted share in 2003 compared to
$0.84 per diluted share for the full
year 2002. These results include the
impact of the shares issued in a private
placement of Company stock during
the third quarter of this year.

The Company’s return on aver-
age equity (ROE) and return on ay-
erage assets (ROA) for the fourth
quarter of 2003 were 20.98 percent
and 1.65 percent, respectively, com-
pared to 18.38 percent and 0.93 per-
cent, respectively, for the fourth quar-
ter of 2002. For the full year 2003,
ROE and ROA were 21.34 percent

and 1.34 percent, respectively, com-
pared to 16.00 percent and.0.77 per-
cent respectively, for 2002,

*“Our continued focus on generat-
ing quality assets and low cost core
deposits contributed to the improve-
ment in our net interest margin pro-
ducing excellent results in 2003,” stat-
ed Michael J. Perdue, president and
CEO. “Our net interest income in-

creased 28 percent in 2003 over 2002,
Our net interest margin increased 60
basis points from 4.40 percent in
2002 to 5.00 percent in 2003, and we
ended the year with a 5.28 percent net
interest margin in the fourth quarter
of 2003, an increase of 54 basis
points over the fourth quarter 2002.
This improvement in the net interest
margin is a result of the combined
team effort of the lending and retail
banking operations, where we have
been able to generate new loans while
maintaining the yield on the loan
portfolio through the use of interest
rate floors. We also continued to re-
structure the Company's liabilities by
focusing on increasing core deposits
through our branch network.”

Other operating income in-
creased 18 percent to $7.7 million in
2003 compared to $6.5 million in
2002. “While gain on sale of loans in-
creased $751,000 over 2002, as a per-
centage of total revenue (net interest
income before provision plus non-in-
terest income), our gain on sale of
loans declined to 18.23 percent in
2003 compared to 19.50 percent in
2002,” stated Bruce Mills, senior vice
president and CFO. “Excluding gain
on sale of loans, other real estate
owned (OREO) and other repos-
sessed assets, other operating income
increased $336,000, or 15.8 percent,
in 2003 compared to 2002. In the fu-
ture, we intend to continue the reduc-
tion in gain on sale of loans as a per-
centage of gross revenue by increas-
ing net interest income through asset
generation and continued focus on fee
income from sources other than gain
on sale of loans

Loan production, excluding mort-
gage loans, increased 23.23 percent to
$318.4 million for 2003 from $258.4

million for 2002, Of these totals, SBA
loan originations totaled $106.5 mil-
lion in 2003 compared to $85.1 mil-
lion during 2002. For the fourth quar-
ter 2003, SBA loan originations were
$41.1 million compared to $24.7 mil-
lion for the fourth quarter 2002, The
Company sold $16.9 million, or 41
percent of originations, in the fourth
quarter 2003 compared to $13.6 mil-
lion, or 55 percent of originations,
during the fourth quarter of 2002. For
the year, it sold $63.4 million, or 60
percent of SBA originations, com-
pared to $64.8 million, or 76 percent
of SBA originations, in 2002.

“In late 2002, the Company be-
gan to develop a separate SBA 504
lending division, utilizing separate
loan origination, processing and sales
staff to concentrate on the efficient
origination of this product,” stated
Perdue. “In 2003, the SBA 504 prod-
uct accounted for 47 percent of the
Company’s SBA loan production, or
$49.7 million, which is a significant
increase over prior years. While there
is some concern over the future loan
generation and revenue streams for all
SBA 7a originators as a result of
changes in the government’s funding
of, and limits on, the SBA 7a loan
product, our Company can now shift
a significant portion of the demand
for the larger real estate secured loans
from the 7a program to the SBA 504
loan product, which has been unaf-
fected by the government’s limitations
on 7a loans. As a result, if we gener-
ate fewer 7a loans and have less gain
on sale revenue in future periods due
to governmental restrictions on 7a
lending, we expect the increased in-
come from our expanded SBA 504
portfolio will help to lessen the im-
paet of the restricted 7a program

During the fourth quarter of
2003, total interest meome was $7.0
million, a 9 percent increase over $6.5
million for the fourth Quarter 2007,
For the year ended Dec. 3], 2003, to-
tal interest income was $26.8 million,
an 8 percent increase over $24.8 mil-
lion for the year ended Dec, 31,2002,
The increases were the result of the in-
creases in average interest eaming -
sets for the quarter and for the year,
partially offset by decreases in the
yield on those assets,

Total interest expense for the
fourth quarter of 2003 was $13 mil-
lion, a decrease of 33 percent com-
pared to $2.0 million for the fourth
quarter of 2002. For the year ended
Dec. 31, 2003, total interest expense
was $6.2 million, a decrease of 29
percent compared to $8.7 million for
the year ended Dec. 31, 2002, Interest
expense was reduced due to the de-
cline in cost of average deposits as a
result of increases in the average bal-
ances of transaction accounts (interest
bearing checking accounts, demand
deposits, savings and money market
accounts) and the repricing of CDs in
the current lower interest rate envi-
ronment, partially offset by the in-
crease in average balance of interest
bearing deposits.

Stockholder’s equity increased 80
percent to $37.1 million as of Dec. 31,
2003 compared to $20.6 million as of
Dec. 31, 2002. Book value per share
increased to $8.50 per share as of
Dec. 31, 2003 compared to $5.81 per
share as of Dec.31, 2002. During the
third quarter of 2003, the Company
completed a private placement of
725,000 shares of common stock ata
price of $15.00 per share. Net pro-
ceeds totaled $10.1 million.

Who Has Time for Success? You Do ...When You Follow 5 Success Principles

continued from page 15

The time is right for success

. Consider today what you really
want to be remembered for — what
type of success you desire. Dedicate
and rededicate yourself, your time,

and your energy to this one pursuit,
cause, or ambition for the rest of your
life. Do not give up or rest until you
reach your goal. Only then will you
attain true success and leave a lasting
legacy to the world.

Dr. Emma Samuel Etuk is a powerful
Speaker who was educated in Nigeria
and the United States. He has taught
history at Howard, Dillard and Mor-
ga State Universities, as well as at
Bethune-Cookman College. He has
written seven books, been heard on

more than 400 radio talk shows and
television programs covering the

USA., Canada, the Caribbean and
Europe. He can be reached at (:W;{

333-8755 or www.Emidal.com.
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California Commercial Loan Delinquency Ratio
Remains at Low Level

—Seventeen of Eighteen Companies Report No Delinquencies —

For the 21st consecutive quarter,
the California Commercial Loan
Delinquency Ratio is below one half
of one percent
Dec. 31, 2003 Quarterly Delinquency

According to the

Survey conducted by the California
Mortgage Bankers
(CMBA), 99.65 percent of the Cali-
fornia commercial real estate loans
serviced by 18 mortgage banking
firms were either current or only one

Association

payment delinquent. This translates
into a delinquency ratio of .35 percent
and compares to a delinquency ratio
of .29 percent three months ago and

.14 percent a year ago. Seventeen of

the 18 companies reported no loans

more than 30 days delinquent

Of the $59.8 billions of loans be-
ing serviced by the 18 California
commercial mortgage bankers, $212
million, consisting of 21 individual
loans, was two or more payments past
due. The three largest loans, repre-
senting 40 percent of this total, were
a $34.4 million loan on an office
building, a $32.5 million loan on a ho-
tel and a $17.5 million loan on a sin-
gle purpose property. The 21 delin-
quent loans represent .21 percent of
the 9,954 commercial real estate loans
included in the survey

A table that compares delinquen-
cies by type of property is available.
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For a copy of the data please contact
Marcella Rojas at (916) 446-7100 or
marcella@cmba.com. For survey pur-
poses, a loan is considered delinquent
if it is two or more payments past due
Loans in the process of foreclosure
are included, regardless of the number
of payments past due

Eighteen income property mort-
gage bankers participated in the
CMBA survey. These companies orig-
nate and service loans on apartments,
retail, industrial and other commercial
properties for institutional investors
such as life insurance companies and

pension funds

Founded in 1955, CMBA is the Cali-
fornia association representing the
real estate finance industry before all
government and regulatory agencies

Headquartered in Sacramento, CMBA
promotes fair and ethical lending
practices through a wide range of ed-
ucational programs, services and in-
dustry publications. CMBA provides
its members a competitive edge by ef-
fectively aggregating political, eco-
nomic and marketing power. Its mem-
bership of companies includes all el-
ements of real estate finance. For
information,

more please  visit

CMBA's Web site: www.cmba.com
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IF PERSONAL SERVICE AND BUSINESS
RESOURCES ARE AT THE TOP OF YOUR LIST,

YOU’VE FOUND
THE RIGHT BANK

Inland Empire National Bank understands your needs and more
importantly can deliver a financial solution that meets those
requirements. We take the time to understand your business and help
you meet your goals. We have the experience supported by the most
resources and services available.
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What is the Future of Senior Health

Care?

continued from page 18

is to provide seniors a greater sense of
confidence and security by making
health care costs more predictable and
affordable.

In addition to enhanced pharma-
ceutical benefits, in Riverside and San
Bernardino counties, for example,
SCAN will eliminate the monthly $30
per month premium, effective March
1. SCAN will also provide trans-
portation services with no co-pay-
ments for 12 trips to health care serv-
ices providers.

SCAN welcomes new opportuni-

ties to expand its combination of
health care and in-home personal care
service to more seniors in Souther
California. Plans for the future are
very simple and straightforward. We
will work ever more closely with ex-
perts in geratric care (o ensure thyt
SCAN continues to offer the kind of
health plan that is responsive to sen-
iors when they are well and wh«.nlhey
need help. As a local, not- -for-profit
health plan, we believe that we haye
arrived at a model for health care that
is uniquely responsive to seniors’ indi-
vidual medical needs and which saves
taxpayers money.
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Keys to Unlocking Leadership in Your Organization

continued from page 19 zation can be viewed as a large, or-
ganic team. The leaders provide the
damage the organization. strategic game plan, the encourage-
Partnering involves clarifying ex-  ment and recognition, the grooming
pectations and tasks, and building re-  of necessary competencies. A coach-
lationships. It is a powerful p for  ing approach also bal task and
gaining commitment, building loyal-  relationship. Effective coaching re-
ty, strengthening retention, and lead-  quires trust and respect for the coach
ing through collaboration. Yet, as with  and for the team member. Employees
vision, it is not enough to simply clar-  benefit from clear directions but only
ify and articulate expectations. if tempered by acknowledgement of
As needs and circumstances their vital role on and their contribu-
change, expectations must be clarified  tions to the team.
and communicated. This is where an This is where the well-known
adaptive style furthers the collabora-  practice of using mistakes as learn-
tion. Proficient partners are flexible  ing opportunities provides a key to
and responsive to situational needs  unlocking talent. Winning leaders en-
and changes, but still share the com-  courage their people to take risks. to
mitment to a common goal. pick themselves up, to use mistakes
as learning opportunities, When peo-
KEY #4: Continually Coach ple know that mistakes are under-
Another key to unlocking leader-  stood as a part of the experience,
ship is through coaching. An organi-  they'll be more creative and take

more risks. They allow for their own
mistakes as well as those within their
group, using fumbles to become
stronger and more adept.

Winning leaders practice becom-
ing masterful coaches. They endeavor
to develop and improve their coaching
skills and benefit from being coached.
They become masterful listeners and
keen observers to catch people suc-
ceeding and to openly praise them,

KEY #5: Build Resilience
Finally, a key to enduring leader-
ship is resilience. Successful leaders
learn to listen to their own system and
to provide the elements that sustain
them. Resilience, or the ability to
bounce back from crises, sudden or
continuous changes, and the intense
demands of today’s organizations, re-
quires a relaxed and healthy system.
There is nothing new about the im-

portance of balancing good nutrition,
sufficient rest, and playtime. What we
know is that it is a key of successful
leaders. They live with great chal-
lenges and demands; the ones that ride
the unexpected with composure are
those who have built a buffer. They
maintain their reserves, being able to
make energy withdrawals WM
breaking the bank.

Joanne G. Sujansky, Ph.D., CSP (Cer-
tified Speaking Professional) is the’

founder of KEYGroup® and the au-

thor of six books, including, *

Keys to Mastering Leadership.” KEY-

Group® provides Dr. Suj

keynote speeches, books and tapﬂ as

“Unlocking Ihe Leader W «,
Reach her at 724-942-7900 or
www.joannesujansky.com.

MARCH 2004

BUSINESS JOURNAL +« PAGE 27

=

INVESTMENTS & FINA

= —ﬁ—‘vié =

NCE

Arrowhead Trust Tabs New Senior VP

The Inland Empire’s leading independent trust company names Sue Counts
Senior Vice President and Chief Operating Officer.

In a move to strengthen its al-
ready strong management team, Ar-
rowhead Trust Incorporated has
named Sue Counts new senior vice
president and chief operating officer,
CEO Tom Huettner announced
Wednesday.

In fier new position, Counts will
be responsible for directing, coordi-

nating and administering ATT's daily
operations, She also is the company’s
chief fiduciary officer, responsible for
compliance and administration of all
personal and employee trust accounts.

“We are excited at the level of in-
dustry experience Sue brings, and
we're confident she will help us con-
tinue to provide the best trust and in-

vestment service in the Inland Em-
pire,” said Huettner. “Having a talent-
ed team in place is a key to providing
great service and Sue is a big part of
that here at Arrowhead Trust.”
Counts, who came to Arrowhead
Trust in July 2002, brings more than
25 years of experience in the trust and
related financial industries. She has

been employed as a manager of em-
ployee trusts, trust operations manag-
er and personal trust administrator
with companies in lowa and in her na-
tive Southern California, including
Norwest Bank and PFF Bank & Trust.

“This position allows me to use

continued on page 33

Vavrinek, Trine, Day Merges with Pearson, Del Prete

Vavrinek, Trine, Day & Co., LLP
(VTD) of Rancho Cucamonga, a top
100 public accounting firm, has an-
nounced its merger with Pearson, Del
Prete & Co., LLP (PDP) of Palo Alto.

With estimated combined net rev-
enues of more than $22 million, of-
fices in six cities statewide, 1,800
clients and more than 170 employees,

the merger is expected to place VTD
among the top five California-based
accounting firms.

The merger significantly expands
VTD?s service offerings and footprint
in the Northern California market, a
region it first entered seven years ago
Today, Northern California is the
firm’s fastest-growing region. All of

PDP’ partners and employees will re-
main with the combined company and
will continue to operate out of the
firm’s Palo Alto offices.

According to Thomas Brewer, a
partner in VTD’ San Jose office, the
merger provides immediate synergies
for each firm and their clients, and
provides prospective clients a sensi-

ble alternative to the national ac-
counting firms.

For more information about Pearson,
Del Prete & Co, LLE go to
www.cpas.net. For Vavrinek, Trine, Day
& Co, LLP, go to www.vtdcpa.com.

Independent

Independent

thought.

Payden & Rygel, one of the largest independently
owned investment managers, offers investment advice
that is free from conflicts of interest. Founded in
1983, the firm is a leader in the active management of
fixed-income and equity portfolios for a diversified
client base. Payden & Rygel provides a high level of
professional service and expertise to:

Corporations

Foundations and endowments

Colleges and universities

Private, primary and secondary schools
Non-profit institutions/charities

Hospitals and healthcare organizations
Individuals (including trusts and family offices)

e For a free proposal, please contact Rich Cowan
at 800 644-9328.

Payden&Rygel

I nve.rtment Management

Los Angeles « London s« Dublin « Frankfurt
payden.com
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Canyon National Bank Elects New Advisory
Board Members

Canyon National Bank has elect-
ed five local business and communi-
ty leaders as new members of the
bank’s advisory board, announced
Stephen G. Hoffmann, president and
CEO.

Joining the 68-member board are:
Blaine King, retired  vice
president/construction loan officer, of
Twenty-Nine Palms; Tom Davis, chief
planning officer for Agua Caliente
Band of Cahuilla Indians, Palm
Springs: Richard Altman, owner/op-
erator of The Cathedral City Boys
Club Resort; Kimberley Yang, Ph.D.,
executive director of Desert Family
Medical Center, Palm Springs, and
William Beck, owner, The Red Toma-
to and The House of Lamb, Cathedral
City.

“We are pleased to welcome these
dedicated community leaders with
proven business expertise to our advi-

sory board. All advisory board mem-
bers, serving as true ambassadors,
provide valuable outreach and feed-
back in keeping our organization
abreast of the ongoing needs and per-
ceptions of the greater community,”
said Hoffmann.

Blaine King recently retired from
Canyon National Bank as a construc-

tion loan officer with many years of

banking and lending experience. A
retired colonel from the United States
Marine Corp, where he served 27
years of active duty, he holds a bach-
elor of arts degree in political science
and history from UCLA and a master
of arts degree in psychology from the
University of Northern Colorado. He
also served two years as the president
of the Twenty-Nine Palms Chamber of

. Commerce and chaired the Econom-

ic Development Team for the city of
Twenty-Nine Palms for four years.

Tom Davis has served as the chief
planning officer for the Agua Caliente
Band of Cahuilla Indians in Palm
Springs for the past 11 years. He re-
ceived his bachelor’s degree in land-
scape architecture at California State
Polytechnic University in Pomona;
has completed postgraduate course-
work in real estate development and is
certified by the American Institute of
Certified Planners. He is a past vol-
unteer of two chambers of commerce
and has served on the executive board
and as volunteer for the Boys and
Girls Club.

Richard Altman, who owns and
operates a 43-room resort hotel in
Cathedral City, has more than 30
years experience in the hospitality in-
dustry. He attended City College of
New York, business management. Alt-
man served as president and board di-
rector for the Cathedral City Boys and

- O

.

\, At Busmass Bank of California we can he
¥ t Ioan for your business needs.

Girls Club, board director of the Unit-
ed Way of the Desert, board director
for the Cathedral City Chamber of
Commerce, vice president and board
director for the Palm Springs Youth
Center. He also served as chairman of
the Cathedral City Financial Respon-
sibility Taskforce and vice chairman,
Cathedral City
Commission.

Communications

Kimberty Yang is the executive di-
rector for the Desert Family Medical
Center in Palm Springs. Yang received
a bachelor of arts degree from the
University of California, Davis and a
master of arts and Ph.D. from Colum-
bia University in New York City. She
has served as a visiting assistant pro-
fessor for the University of Redlands
and assistant professor for Adelphi
University in Garden City, New York.

continued on page 36
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Bull or Bear?

by J Michael Fay, CFPR

There is general rejoicing over the
rise of the various stock indexes last
year, and many assume that recovery
;s all but assured. If that is the case,
this will be the shortest bear market
since the great depression. Cyclical
pull and bear markets have to run their
course, and why isn’t it possible that
the bear has been beaten back?

From the period of April, 2000
through March, 2003, the market went
down approximately 40 percent. It is
making a Herculean effort to recover
since last March when the war in Iraq
began, and since presidential election
years have historically been fairly
good years for the market, many com-
mentators believe that we are well on
the way to recovery.

What | want to compare this with,
however, is the period of 1973-1974.
During that period, the market went
down approximately 40 percent. That
was the period of extreme oil price in-
flation, and petroleum-based indus-
tries account for about 25 percent of
the inflation index (CPI), a negative
for the stock market. In addition, then
President Nixon was dealing with the
Watergate crises, and political crisis is
also a negative for the stock market.
When these dual crises ended, the
market recovered its confidence and
its losses in approximately 18 months.

When looking at why the market
went nowhere after 1976, and the
bear market continued, we have to

look at the economic forces at work.
The word stagflation was coined to
describe a stagnant economy endur-
ing high inflation. This was caused
in large part by the “guns and butter”
philosophy of the Johnson adminis-
tration and pursued by the Nixon ad-
ministration, that opined that we
could wage the Vietnam War and
concurrently increase spending for
social programs without raising tax-
es to pay for it all

In fact, because of a stagnating
economy, tax revenues went down,
thus requiring massive borrowing by
the government as well as increasing
the money supply. Thus came high
inflation, a cruel tax that devalued the
dollar, encouraged consumption be-
fore prices went up further, and there-
by affected individual savings. While
savers may have been enjoying high
interest rates on savings, inflation was
taking it back.

As earnings fundamentally drive
stock prices, the stagnant econo-
my-along with inflation-encouraged
the bear market to continue. It was-
n’t until Paul Volker was appointed to
be the Federal Reserve head, that his
Federal Reserve Board adopted a
high interest rate monetary policy
that discouraged business expansion,
created a recession, and ultimately
broke the back of rising inflation.
Thus began the second longest bull
market of the century.

What is similar about that period
and now is the waging an expensive

war without the additional revenues to
pay for it. Not only is there no in-
creased revenue but also the tax cuts
of the last few years, meant to stimu-
late the economy, are causing massive
deficits. New to the equation is the
enormous outsourcing of manufac-
turing and technical labor to low
wage countries, creating a jobless re-
covery from the recession, which
translates into fewer of our citizens
paying taxes to fund the government
This is what I see as a V in the mar-
ket, similar to 1973-76, that will be
followed by a continuing bear market
until the monetary situation vastly
improves, Policymakers, both in
Washington and California, seem to
be hoping that an economic recovery
will cure these ills,

Current Fed policy is to keep in-
terest rates low to continue con-
sumerism, but rising rates in Europe
and Australia are competing against
our government’s borrowing require-
ments. This will ultimately result in
higher interest rates, which are bad for
both the stock and bond markets, and
the enormous debts will be put off for
another generation. In addition, the
Social Security funds have been used
in part as a borrowing source, and the
reform of it and Medicare are also put
off, just as the “baby-boomer genera-
tion” will lay claim to its benefits.
With all of this coming to a head con-
currently, the seeds of inflation are be-
ing sown now, and may well affect all
of our retirement plans.

When interest rates do rise, bond
prices are negatively impacted be-
cause they are inversely related to in-
terest rates. When interest rates rise,
and inflation recurs, stock prices tend
If the
economy doesn’t undergo a major ex-

to be negatively impacted
pansion now, we may experience
stagflation again. Let’s hope not

Again, | would encourage you to
read the January edition of the /nland
Empire Business Journal where | have
outlined the “Seven Steps to Retire-
ment Success” for some hints on how
to cope with all this on a personal lev-
el. You will read therein that counting
on inflation is part of prudent plan-
ning, as well as other strategies.

For more strategies, you might
well consider consulting with a CER-
TIFIED FINANCIAL PLANNER™,
practitioner. In addition, in a future
article | will review a new book that [
have written the foreword to that cov-
ers in-depth strategies for dealing with
uncertain market environments.

People don't plan to fail, they just
fail to plan. Revise your plan now!

The Claremont Financial Group Inc.
is located at 464 N. Indian Hill Blvd.
in Claremont. Michael Fay may be
reached by calling 909-624-9200. Fay
teaches free investment courses
through the Claremont Adult School.
For more information, please call the
above number:

superloanarama

- FOOTHILL INDEPENDENT BANK .

Amazing ability to loan lots of money 1o just about everyone for anything, It just another way of saving Foothill has the best employees, service and products in town
Chino » Claremont » Corona  Covina  Glendale » Glendora » Irwindale » Monrovia « Ontario * Rancho Cucamonga ¢ Temecula » Upland » WOmmmnﬁmlmm-mem-cﬂ“.mmmm
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Molina Healthcare Tackles Language Barriers
Robert Wood Johnson Foundation awards $850,000 grant

by Leona J. Christensen

Across the United States, com-
munication barriers between doctors
and patients who do not fluently speak
English are a seemingly insurmount-
able obstacle to providing quality
medical care. Home to the nation’s
sixth-largest Latino population, the In-
land Empire’s health care providers
have discovered a key component to
healthy patients is speaking the pa-
tient’s language.

In an effort to improve health care
quality and access by enhancing com-
munications with Latino patients who
speak little English, Molina Health-
care of California has been awarded a
grant totaling $1 million from The
Robert Wood Johnson Foundation, as
part of a national program called
Hablamos Juntos, or We Speak To-
gether. Molina Healthcare of Califor-
nia was one of 10 demonstration sites

in the U.S. and the only California re-
cipient.

“People with a limited ability to
communicate in English face signifi-
cant stumbling blocks to quality health
care and health outcomes,” said
Martha Bernadett, M.D., M.B.A,, an
executive vice president at Molina
Healthcare and the principal investi-
gator of Molina Healthcare'’s Hablam-
os Juntos effort. “We can’t heal pa-
tients if we can’t communicate with
them. More than half of Latinos in
the Inland Empire prefer to speak
Spanish rather than English. To en-
sure the health of our patients, it is es-
sential that physicians, nurses and pa-
tients speak the same language.”

As the Hispanic population con-
tinues to grow, so do the hurdles that
keep these patients from accessing
medical care. During the planning
phase and the initial research studies,
Molina Healthcare discovered physi-

cians who cannot communicate with
their patients tend to run more tests
and conduct more procedures to reach
a diagnosis. This can lead to unnec-
essary costs, misunderstandings about
patients and their medical needs and
in some cases ... medical errors.

By adding a 24-hour medical in-
terpreter contact center, aggressively
recruiting Spanish-speaking nurses,
assessing patient information and po-
tentially including universal pictures
and symbols, Molina Healthcare has
taken steps to diminish language bar-
riers many Latinos face when access-
ing medical treatment. Patients who
speak little or no English often have
trouble conveying their health con-
cerns to their doctor or understanding
what the doctor or nurse is saying in
response. Frustrated, one in five of
these patients do not seek care; some
are reluctant to return to health care
providers they can’t understand at the

risk of their own health

“In the Inland Empire where a
large portion of our patients speak
Spanish, good communication means
having nurses and doctors who know
how to ask, “Where does it hurt?’ or
*What happened?” in a patient’s native
language,” said Gustavo Estrella,
M.D., a family practice physician on
staff with Molina Medical Center in
Fontana. *“With inadequate commu-
nication, diagnoses are certainly
missed or are made incorrectly. Too
often there’s a tendency to order more
tests than necessary to determine the
health problem.”

The two-year award of up to
$850,000 follows Molina Healthcare
of California’s yearlong planning
grant from The Robert Wood Johnson
Foundation to study central issues af-
fecting health care access and com-

continued on page 37
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your family’s health
is our specialty

By choosing Loma Linda University Medical
Jenter as your partner in health, you choose
the Inland Empire’s most preferred hospital®
with comprehensive services for you and
every member of your family.

For more information, call

1-877-LLUMC-4U
or 1-877-558-6248.

LomA LINDA UNIVERSITY MEDICAL CENTER

*As determined by National Research Corporation for the year 2001.
“*Only Level 1 Regional Trauma Center nationally aceredited by ACOS (American College of Surgeons).
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Deductible Health Plans

Blue Cross of California (Blue
Cross) has announced it will offer
High Deductible Health Plans (HDH-
Ps) that are compatible with Health
Savings Accounts (HSAs) to individ-
uals and group employees. HSA-en-
abling legislation became effective as
part of the Medicare Prescription &
Modernization Act signed by Presi-
dent Bush on Dec. 8, 2003

HSAs are the latest “consumer-
driven” strategy for managing the ris-
ing costs of health care expenses
HSAs allow individuals and families
who have a qualified High Deductible
Health Plan (HDHP), to put aside
money in a tax-exempt HSA account
to cover qualified medical expenses.
Individuals who purchase or enroll in
an HDHP can make a pre-tax annual
contribution to an HSA of up to
$2,600 with families allowed a maxi-
mum contribution of $5,150.

Individual purchasers are not eli-
gible for an HSA if they qualify for
Medicar
person’s tax return or are covered as

are covered under another

an individual, spouse or dependent
under another comprehensive health
plan that is not an HDHP. Employers
may make part or all of these allow-

able contributions on behalf of their
employees and covered dependents
only if they are enrolled in a qualified
HDHP and meet all other eligibility
requirements, HDHP plans are de-
fined as health plans with at least a
$1,000 deductible for individuals with
an out-of-pocket maximum of $5.000
or a $2,000 deductible for a family
with an out-of-pocket maximum of
$10.000 (including deductible, co-in-
surance and co-pay amounts). Quali-
fied medical expenses are any health
care costs as defined by the Internal
Revenue Code (IRC Section 213(d))
that are not covered by insurance.

For employees, an employer
must offer an HDHP that is compat-
ible with an HSA. HSA advantages
include:

*  Contributions are tax deductible

* Interest on an HSA account is
tax-deferred

* HSA withdrawals can be used to
pay for qualified medical expenses

* HSAs are portable and owned by
the individual, contributions can-
not be taken away

.

Unspent balances carry over
and can accumulate over a life-

Blue Cross of California Establishes High

time to be used at retirement to
pay for uncovered Medicare ex
penses. (However, consumers
may not contribute once they
reach age 65.)

HSAs may be passed on to bene-
ficiaries tax free — if the account
holder should pass away

According to David Helwig, pres-
ident of Blue Cross, “Providing con-
sumers with options to manage their
health care spending will continue to
be an important component of our in-
dustry as the landscape changes and
costs continue to escalate. Health sav-
ings accounts are yet another impor-
tant building block in this evolution
and we are pleased to begin offering
them as an option.”

For more information on these or
other Blue Cross products, consumers
may call sales support at 800-678-
4466 for individual and small em-
ployer groups (less than 50 employ-
ees). Large group inquiries may con-
tact their broker or their Blue Cross
sales representative. Consumers can
also obtain information via the Inter-
net by visiting www.bluecrossca.com.

Blue Cross of California and its Cal-
ifornia affiliates, with more than 7.1
million medical members, is an oper-
ating subsidiary of WellPoint Health
Networks Inc., one of the nation's
largest publicly traded health care
companies. WellPoint serves the health
care needs of more than 15 million
medical members and approximately
46 million specialty members nation-
ally. Blue Cross of California can be
found on the Web at www. bluecross-
ca.com. Blue Cross of California is an
independent licensee of the Blue

Cross Association

Blue Cross High Deductible Health
Plans are not HSAs. The HSA,
which must be established for tax-
advantaged treatment, is a separate
arrangement between the individual
and a bank or other qualified insti-
tution. You must be an eligible indi-
vidual under IRS regulations to re-
ceive HSA tax benefits. The IRS has
not yet issued HSA or High De-
ductible Health Plan regulations or
determined that Blue Cross High
Deductible Health Plans are quali-
fied. Consultation with a tax advi-
sor is recommended.

Rx for Rising Drug Costs

by Nancy Stalker. Pharm.D., Blue
Shield of California

Spending on prescription drugs
increased 13.2 percent in 2002, total-
ing more than $162 billion, according
to the centers for Medicare and Med-
icaid services. Yet the good news is
that the rate of increase in drug spend-
ing actually declined during the last
few years, and prescription drug
spending is now only the second-
largest driver of overall health care
spending after inpatient hospital costs.

Despite the trend, drug costs re-
main high enough to drive more
Americans, particularly seniors with-
out drug coverage, to look for alter-
nate solutions. This includes purchas-
ing drugs from Canadian pharmacies,
where brand name prescription drugs

are 40 percent less expensive than in
the U.S. Since the Food and Drug Ad-
ministration prohibits the purchase of
prescription medication abroad for
regular use in the U.S., health plans
typically do not provide coverage for
these prescriptions.

Whats more, the decision by
Congress to prevent the federal gov-
ernment from negotiating discounts
directly with drug manufacturers as
part of the Medicare drug benefit ap-
proved last fall, is shaping up to be a
big issue in the upcoming presidential
election. Adding fuel to the fire, in
late January the Bush administration
adjusted the price tag of the drug ben-
efit upward to $534 billion, a third
more than it had originally forecast.
Clearly, the cost of prescription drugs
is a hot button issue that shows no

‘)

signs of abating.

What Drives Drug Costs?

So, with that preamble, what
drives the cost of drugs ever upward?
According to the pharmaceutical in-
dustry research firm IMS Health, the
main drivers are increased utilization,
price inflation, and the development
of new medicines. Of the three, uti-
lization is by far the largest compo-
nent, accounting for almost 60 percent
of rising drug costs.

Utilization is driven by a number
of factors, including:

*  Promotional advertising, such as
the many ads for erectile dys-
function medications that saturat-
ed the airwaves during the Super
Bowl

* An aging population that has
come to rely on medications to
treat symptoms, control disease,
and extend life

*  New medical guidelines that call
for more aggressive treatment of
diseases

* New outpatient injectable med-
ications that can cost $10,000 or
more a year

+  Increased use of drugs for off-la-
bel (non FDA-approved) uses

* The other two factors that con-
tribute to drug costs - rising prices

continued on page 38
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employees want:
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* Prescription drug plans
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California-Nevada Maglev Project Remains Viable Candidate for Federal Funding

continued from page 2

which includes funding earmarked for

deployment of a1 eV project some-
where in the United States

The CNSSTC and AMG are
seeking $1 billion in pre-construction
and construction grant mmhn\; m
connection with the six-year reau-
thorization of TEA-21, and are ex-
ploring additional funding opportu-
nities presented by other federal, state
and local ground, rail and air trans-
portation programs

The goal is to begin construction
at both ends of the project and work
toward the middle, much the same as
the Union and Southern Pacific rail-
roads accomplished in the building of
the Transcontinental Railroad

By continuing to work with our
supporters on Capitol Hill, we re-
main hopeful that the California-
Nevada project will receive this fund-
ing when the final federal trans-
portation bill goes before President
Bush to be signed into law, possibly
in March or April

Through a concerted effort of the
CNSSTC and AMG, we are confi-
dent that the California-Nevada In-
terstate Maglev Project will receive
this vital funding to begin construc-
tion on what promises to be the most

exciting, advanced, and efficient
transportation system linking two of
the fastest-growing and most vibrant
areas of the country — Las Vegas and
Southern California

The California-Nevada Interstate
Maglev Project offers other significant
advantages over all other maglev proj-
ects currently under consideration for
federal funding, including those in
Pittsburgh and Baltimore-Washington
D.C., in that the full 269-mile corridor

will enable and illustrate

a.  Maximum availability and use of

the Interstate 15 right-of-way;

b.  Minimum average cost per mile

(maximizing federal funding);

¢. [Ease and predictability of con-
struction,

d.. Minimum environmental issues;

e. Strong ridership, revenue and

economic benefits;

f.  Relief of a heavily congested In-
terstate 15 highway; and

(]

True intercity demonstration of
magley technology

I'he California-Nevada Maglev
project is sponsored and being built by
the California-Nevada Super Speed
Irain Commission (CNSSTC) and
American Magline Group (AMG), a

public-private partnership

Public Sponsors:
«  (City of Anaheim
*  City of Ontano
»  City of Victorville
* City of Barstow
* City of Las Vegas

* Southern California Association
of Governments (SCAG)

* Orange County Transportation
Authority (OCTA)

*  Regional Transportation Commis-
sion of Southern Nevada (RTC)

*  San Bemardino Associated Gov-
ernments (SANBAG)

*  Mojave Desert Air Quality Man-
agement District (MDAQMD)

«  California Department of Trans-
portation (Caltrans)

* Nevada Department of Trans-
portation (NDOT)

Private Sponsors:
L American Magline Group
*  Hirschfeld Steel Co
«  MNC & Associates
»  Parsons Transportation Group
*  General Atomics
= Salomon Smith Barney
*  Transrapid Intemational-USA, Inc

{s published in Volume 2, Issue 1 ~
Feb. 4, 2004 of Maglev Mileposts, a
publication of the California-Nevada
Super Speed Train Commission and

{merican Magline Group. Visit
www. maglev-train.com. For informa-
tion regarding the Maglev Mileposts
newsletter, e-mail thradley@hbrown-

partners.com.

Dean Susan Summers Has Promoted CSUSB’s College of Extended Learning

continued from page 22
ever stays the same. It’s akin to a
small business because it’s self-sup-
porting. There are the same concerns
and challenges, trying to meet needs
out there, staying a step ahead, and
constantly trying to build a resource
pool with experts in and out of the
organization. It has great challenge
and variety.”

In her 15 years at the university,

Summers has served as associate
dean of the college and assistant
dean, as well as director of the uni-
versity’s extension programs and ex-
pects to be a candidate for the per-
manent position of dean

Summers is not the only member
of the CSUSB community with a
good impression of the college, as is
indicated by Pritchard. “It’s clearly a
valuable auxiliary of what we do with
state education,” he said, describing

Summers as a “valuable member” of
the university administration. “It gives
us the flexibility to move very quickly
to yield to new demands for training.
We're extending the reach of our uni-
versity beyond the bounds of campus.™

The college is an asset to the area,
said Fred Jandt, interim dean of the
university’s Palm Desert campus who
has taught courses in negotiation skills
and mediation for the college. “I think
they provide a wonderful service to

the community,” he said. “It’s a way
that we can offer non-baccalaureate
courses to the community based on
the demands in the community.™
Financial difficulties have appar-
ently not greatly hindered the colleges
usefulness to the community and
could be offset by more streamlined
marketing, continuing the influence of
alternate education in the region,

Arrowhead Trust Tabs New Senior VP

continued from page 27

all of the experience and financial
knowledge I've been fortunate
enough to gain over the years.” said

Counts. “I'm excited at the opportu-
nity to help ATI grow and be recog-
nized as a real financial asset for the
people of the Inland Empire.”
Counts attended Basic Trust

School at the University of Nebraska
and National Trust School at North-
western University and holds numer-
ous certifications from nationally rec-
ognized trust institutions.

Headquartered in San Bernardino,

Arrowhead Trust was formed in 1996
and is the largest independent trust
company based in the Inland Empire.
With more than $500 million in as-
sets, ATI provides personal trust serv-
ic

. portfolio management and em-
ployee benefit plans.

Subscribe Now! Call Today Inland Empire Business Journal (909) 989-4733
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The Top HMO’s

Ranked By Inland Empire Enrollment

Offices: Contracts: IE Hosp. Patient Care Fac.: Top Local Exec.

Company Name Membership: Profile

Address Inland Empire Model Type Inland Emp. Companywide Hosp. Group LE. Title
City/State/Zip Companywide LE. Employees Companywide Physicians LE. Hosp. LE. Phone/Fax
Companywide Employees  Fed. Qualified?  Physicians Companywide Hosp. Total E-Mail Address
Kaiser Permanente Medical Centers 550,728 Managed Care 5 31 17 Gerald McCall, St. VP/Area Mg
: 8 9961 Sierra Ave., Footana, CA 92335 9,100,000 6,900 337 N/A 2 (909) 427-5269/427-793]
10800 Magnolia Ave.. Riverside, CA 92505 na Yes 645 20 (Calif.) (909) 353-3601/353-3002
11.345
PacifiCare of California 332,400 Network I 21 50 Chris Wing
2 5995 Plaza Dr. 2,400,000 50 20 29 28 President/CEO
Cypress, CA 90630 3,000 Yes 2416 229 (714 11 26-3025
31,000
Aectna U.S. Healthcare of Calif,, Inc. 233,169 IPA/Group | 32 28 Ed Tanida
3 9500 Cleveland Ave, 4963412 159 30 4513 32 General Manager
Rancho Cocamonga, CA 91730 47,000 Yes 3,208 4513 (714) 972-3351/972-3390
na
Health Net 220,928 IPA/Group 1 pi} B Gene Rapisardi
4 650 E. Hospitality Lane, Ste. 200 1,717,000 25 25 275 23 Regional Vice President
San Bernardino, CA 92408 1000 Yes 3,300 298 (909) 890-4100/890-4163
36.000
Inland Empire Heaith Plan 185,000 IPA 1 23 N/A Richard Bruno
5. 303 E. Vanderbilt Way, Ste. 400 185,000 245 1 23 23 CEO
San Bernardino, CA 92408 245 No 2,000 2 (909) 890-2010/890-2019
2,000
Blue Cross of California 136,720 Mixed Model (Network, IPA) 1 30 31 Richard Asheroft
6. 685 Carnegie Dr. 1,711,398 8 23 30 Mgr. Grp. Sales, So. Reg
San Bernardino, CA 92408 5,233 No 375 (909) 888-8554/884-2180
Blue Shield of California 101,706 IPA/Group 1 26 N/A Michael D. Boyett
H 3400 Central Ave., #300 866,813 18 18 300 N/A District Sales Manager
Riverside, CA 92506 4,100 Yes 2,141 350 (909) 686-0251/341-2020
27418 michael.boyett@blueshieldea.com
Molina Healthcare of CA 90,000 Managed Care WND WND WND George Goldstein
8. One Golden Shore Dr. 248,537 na President
Long Beach. CA 90802 9915 (562) 435-3666
www.molinahealthcare.com
Cigna Healthcare of Calif. 50,000 TPA/Network 0 15 N/A Bud Volberding
9 505 N. Brand Blvd. 700,000 0 6 265 President
Glendale, CA 91203 500 Yes N/A (818) 500-6262/500-6480
18,000
PruCare of California 20,860 IPA/Group 0 0 24 Susan Hallett
10. 5800 Canoga Ave. 439,287 0 13 203 18 President
Woodland Hills, CA 91367 2918 No 1,506 293 (818)992-2000/992-2474
31,737
Maicare 15.942 Network i 2 51 Warren D. Foon, PharmD., MPA
1 1149 South Broadway 296.278 2 3 198 23 Vice Pres./General Manager
'Los Angeles, CA 90015 400 Yes 961 198 (213) 365-3451/365-3499
7,886PCP/12,100SPC marketing@maxicare.com
Universal Care 7477 Stafi/Mixed 1 18 14 Jay B. Davis
12. 1600 E. Hill St. 150,000 7 3 145 18 Executive Vice President
Signal Hill. CA 90806 910 No 1,300 145 (562) 981-4028/981-4096
5.000PCP/15,000SPC
- UHP Healthcare WND IPA/Group 1 2 35 Dr. Clyde Oden
13 3405W. Imperial Hwy. 90,000 15 5 ul 2 President/CEO
Inglewood, CA 90303 : 280 Yes 20 n (310) 671-3465/412-4198
1,700
One Health Plan of California WND IPA/Group WND 17 NA Kurt Hoekendorf
14 330 N. Brand Blvd., #875 WND WND 158 V.P/Executive Director
Glendale, CA 91203 No 1,995 (800) 284-7132/(818) 545-9238

yle on Di vnload Now f
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Dyson & Dyson Debuts “Best of the Best”

Dyson & Dyson Real Estate re-
cently debuted a new TV magazine
show - “Dyson and Dyson Presents
the Best of the Best of the Coachella
Valley,” showcasing the best of the
desert’s homes, country clubs and
lifestyle, on Channel 20, Time Warn-
er Cable

“We are excited about our new
magazine-style TV show to spotlight
the desert’s finest homes for sale, leas-
ing opportunities at all the great coun
try clubs and our unique desert
lifestyle,” said company founder and
owner Bob Dyson. *“*We have created
a new company, Dyson & Dyson
Broadcast Services, to produce an in-
house real estate show like none oth-
er on local television.”

The 30-minute shows will air
mornings and evenings seven days a
week on Channel 20, the CBS affili-

ate on Time Warner Cable

Loraine Dyson, company co-
founder, business partner and TV
personality, will host the informative
show that will in the future profile
the valley’s cities, charities, events

and people, from the interesti

community and business persona
ties to outstanding young pcuy\lr
who excel in academics, sports and
community activities

‘Best of the Best" will present
Dyson & Dyson's prime properties
and their 100 agents as the main focus
of the show, said Shaun Hynes, exec-
utive director of broadcast projects

“We will also feature informative
tip segments on interior design, land-
scaping, how to find a mortgage

lender ... news you can use,” he said

“Best of the Best” will air:

8 a.m. Monday through Friday

9:30 a.m. Saturday and Sunday

3 p.m. Sunday

9 p.m. Saturday

9:30 p.m. Monday through Saturday
11:30 p.m. Monday through Friday
1:05 a.m. Tuesday through Friday

Hynes has assembled a veteran
team of television and media profes-
sionals, including: Gene Jenkins, chief
videographer; Larry Pedersen, lead
videographer second unit and music

composer, and his wife — voice ac-

tress Cat Pedersen
Veteran broadcaster Alan Schultz
was named sales and marketing director.

Dyson & Dyson also has offices
in Palm Desert, Indian Wells, La
Quinta, Desert Falls Country Club in
Palm Desert, Palm Valley Country
Club in Palm Desert, the Club at
Momingside in Rancho Mirage,
Desert Horizons Country Club in In-
Hills Country
>, Gamner Val-

dian Wells, Mission
icho Mire

ley in Mountain Center and oper

ites

two offices in Las Veg

Bob Dyson also is the developer of
Stone Creek Ranch in La Quinta, 76 up-
scale Tuscany-styled homes in a gated
community priced from the $900,000s.

For more information about Dyson &
Dyson, eall 760-779-0999 or visit on-

line at www.dysonanddyson.com.

Dr. Richard N. Merkin
Receives Sol Azteca Award

Richard N. Merkin, M.D,
founder of Desert Medical Group &
Oasis IPA, was among a select group
of individuals honored at the
8th Annual International Hispanic
Awards held at the Esmeralda Resort
in Indian Wells. He was recognized
for showing a consistent effort and
dedication to providing quality, af-
fordable health care to the Hispanic
community of the Coachella Valley.
Dr. Merkin was selected out of hun-
dreds of nominees from throughout

cent

the Coachella Valley for this award.
All nominees are members of the
community who have effected a pos-
itive influence on the Hispanic com-
munity in various ways, including
education, health, sports, law en-
forcement and community service.
Final nominees were selected based
on their abilities to improve the qual-
ity of life for Hispanic residents.
These recipients were honored with
the Sol Azteca award.

DaVida VanderPloeg
Named News Director

DaVida VanderPloeg has been
named news director of KMIR-TV,
Journal Broadcast Group, Inc.s NBC
affiliated television station in Palm
Springs. KMIR 6 vice president and
general manager, Guyanne Taylor, re-
cently made the announcement.

Taylor stated, “DaVida is enthusi-
astic, creative and a true news pro.
DaVida's experience will enable our
news product to grow even stronger.”

VanderPloeg noted, “This is a
dream opportunity for me as a news
manager. | look forward to joining the

Journal Broadcast Group and the
KMIR 6 team, and I expect | will
continue to grow alongside a dynam-
ic group of people who share my love
for this business. Together. 1 expect
we will excel and have an exciting
time doing so. Returning to Southern
California to lead a news savvy news-
room in Palm Springs is the realiza-
tion of many years of hard work.
Look out for us in the Coachella Val-
ley, we're just getting started”

continued on page 42
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Reality of Financial Trouble Hits Hard for Employees

Employees’ financial picture has

worsened significantly

year, according to ComPsych Corpo-
ration, the pioneer and worldwide
leader in GuidanceResources® (em-
ployee assistance programs, managed
behavioral health, work-life and cri-
sis intervention services). Calls for
financial help have risen 69 percent
from 2002 to 2003, with the majori-
ty of calls related to debt, refinanc-

ing and failed investments.

In a Tell It NowSM survey, em-

Make A
Lasting Imp

since last

ployees also reported a general lack of
health in their financial picture. When
asked how they would describe their
financial situation, employees replied
« 27 percent — | am one major set-

back away from financial disaster.
* 22 percent — | am worse off than
last year, with less savings/in-
come and more debt than before.

= 23 percent — | am about the same

Full Color Printing

Responsive and Accurate

Impressive Quality

Affordable

8656 Utica Ave. Suite 100
Rancho Cucamonga, CA 91730
909.980.1577

as ]l\l year, with no gh ange
savings/income or debt
+ 22 percent — | am better off than
last year, with more savings/in-
come and less debt than before
+ 6 percent — | am in the best fi-
nancial shape ever, with bountiful
reserves and very little debt
“Unfortunately, employees are
grappling with the reality of
unchecked spending,” said Dr.
Richard A. Chaifetz, chairman and
CEQ of ComPsych. “Couples in par-
ticular are dealing with exploding debt
as they try to maintain two-income
lifestyles, even afier one partner is laid
off, or is working but underemployed.
“Many of these employees have
been hit hard with the reality of their
financial situation, and have called
FinancialConnectSM
service for help. Through a combina-
tion of financial, legal and even mar-

ComPsych’s

ital counseling, we focus on Providing
unbiased information for getting indj-
viduals on the right financial track, so
that their financial problems will not
follow them to work

The survey was conducted from
Jan. 12 to 26, 2004, receiving re-
sponses from employees of ;I\Orc
than 700 ComPsych client compa-

nies nationwide

Founded in 1984 and headquartered in
Chicago, ComPsych provides its pro-
grams to more than 1,000 companies
throughout the U.S. and 90 countries
covering more than 1l million individ-
uals. The company offers a full range of
employee assistance, behavioral health
and work-life services, creating “Build-
to-Suit" programs, which help employ-
ers attract and retain employees as well
as improve employee productivity and
performance. Visit www.compsych.com
or call 312-595-4048

THE-ALL-NEW
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BOOK OF LISTS

Get a jump on your competition by securing your
space in Inland Empire’s premier reference tool
TODAY.
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For details, contact your account manager at

(909)989-4733

Half Page...$2,250
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Canyon National Bank Elects New Advisory Board Members

continued from page 28

Yang is the president-elect for the Ju-
nior League of the Palm Springs
Desert Communities, a board of
trustee member for the Children’s Dis-
covery Museum of the Desert and ed-
itorial advisory board member for the
Teachers College Record.

William Beck is owner of The Red
Tomato and The House of Lamb and
has been in the restaurant business for
30 years, with great success in Chica-
go, Miami and Hermosa Beach. The
Red Tomato and The House of Lamb
have served the desert for more than 18
years. Beck’s restaurants host many
fund raisers to give back to the com-

munities they serve, most recently for
the Cathedral City Fire Department.

Canyon National Bank is a full-serv-
ice commercial bank and member of
the FDIC. The Palm Springs branch is
located at 1711 East Palm Canyon
Drive inside the Smoke Tree Village
Shopping Center; the Palm Desert
Branch is located at 74-998 Country

Club Drive. Shares of the bank's com-
mon stock are traded on the Over the
Counter Bulletin board — symbol
CYNA. Further information can be
obtained at the bank’s Web site:
www.CanyonNational.com, or by call-
ing Stephen G. Hoffman, president
and CEO, at 760-325-4442, or via e-
mail: info@CanyonNational.com.
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Molina Healthcare Tackles Language Barriers

30

‘-unrmm\/ from pa,

munications for Latinos in the Inland
Empire The data collected during the
planning phase of Hablamos Juntos
resulted in a program that will be im-
plummui throughout the next two
years with the ultimate goal of sus
;znnahlln_\ after the end of the grant
period in September 2005

“The language and cultural and
lmgulsll( needs within underserved
communities have been amplified by
the demographic
throughout California

shifts observed
As diversity
has increased throughout our commu-
nities, language barriers have in-
creased dramatically, creating obsta-
cles that keep patients from a

essing
quality health care services,” ex-
plained Dr. Bernadett
ly high rate of uninsured, limited

“The relative-

health care access, poorer health sta-
tus and the cultural and linguistic
needs demonstrated by Latinos are
more than enough reasons to demand
an intervention of this magnitude.”
With Latinos comprising about

I8

percent of the Inland Empire’s
ilation, The Robert Wood John
Molina

ographic project

poy

son Foundation selected

Healthcare whose

service area for the Hablamos Juntos
program is Riverside and San
Bernardino counties, collectively
known as the Inland Empire. Among
the area’s 3.1 million population,
Latinos account for about 1.2 million
with the majority of them reporting
Mexico as their country of origin
Fifty-seven percent listed Spanish as
their preferred language, according
to Molina’s initial study

According to the U.S. Census
Bureau, 47 million Americans
nearly one in five speak a lan-
guage other than English at home
The Spanish-speaking population
rose by 62 percent between 1990 and
2000 to 28.1 million.

“The demographic shift in the
Inland Empire requires health plans,
hospitals, community clinics and the
public health delivery system to in-
clude sufficient linguistic access with

the services they provide,” added Dr,

Bernadett Hablamos Juntos National Advisory

T'he Robert Wood Johnson Foun- ( mittee, consisting of 12 nation-
dation, based in Pr is the ally nized experts in the field of
nation’s largest ph T svoted health care and Latino health care is-
exclusively to health and health care sues. Of the 10 awarded demonstra-

It concentrates its grant-making in tion sites, Molina is the only for-prof-

four goal areas: to assure that all it entity selected

Americans have access to basic Molina Healthcare of California
is owned by Molina Healthcare, Inc
(NYSE:MOH), a publicly-held com-

pany and is among the most experi-

health care at reasonable cost; to im
prove care and support for people
with chronic health conditions: to
promote healthy communities and enced managed health care compa-

lifestyles: and to reduce the person- nies serving patients who have tradi-

al, social and economic harm caused tionally faced barriers to quality

by substance abuse — tobacco, alco- health care including individuals
hol and illicit drugs covered by Medicaid and other state
administered health programs for

Molina Healthcare, In¢

Molina Healthcare of California
children
operates health plans in California,
Utah and Michigan
T'he company’s corporate headquar-

provides care to more than 95,000
Medi-Cal members in the Inland Em-
pire area, operates eight medical staff ~ Washington,
model clinics and contracts with a net-
work consisting of 590 primary care  ters are in Long Beach, California.
providers, 4,510 specialists and 24
contracted hospitals. More information on Molina can be

Grant funding by the foundation  obtained at www.molinahealth-
care.com or call Janice Hopkins at

562-435-3666, ext. 7002

was approved only after a rigorous
review of Molina's implementation
plan and business plan by the

Study Finds Nearly 40 Percent of
California Companies Plan to Move

Jobs Out of State

continued from page 14

companies interviewed have explicit
policies to halt employment growth in
the state. These growing companies
plan to simply do their expanding
new factories, new design centers —
elsewhere. Nearly 40 percent of the
companies (55 percent of companies in
mobile sectors) plan to relocate jobs
from California.

Reverse Gold Rush

California has already lost jobs to
Texas and abroad in the motion picture
business, Since 1997, motion picture
production days have plunged in Cali-
fornia by slightly more than 60 percent,
the study found. Meanwhile, over the
same period, they have skyrocketed in
Texas by close to 300 percent; Ireland
and the UK. (nearly 400 percent ), and
Australia, New Zealand and Canada
(over 60 percent ). Because location de-
cisions are made with greater frequen-
¢y in the movie business, this industry
should be viewed as a leading indica-

tor of what is likely to happen over time
across many of the mobile sectors.

Small Businesses Hit the Hardest

The higher cost of doing business
in California hits smaller, low-margin
companies particularly hard. For ex-
ample, a typical small manufacturer in
California with $20 million in revenue
and operating income of $200,000
would be earning more than a $1 mil-
lion, if it were located in a lower-cost
state like Nevada, Georgia or South
Carolina.

Regulatory Environment
Impedes Job Growth

The study found, by a large mar-
gin, that California’s regulatory envi-
ronment is the most costly, complex
and uncertain in the nation. For exam-
ple. California enacted 15 statutory
changes to labor law per year between
1992 and 2002. This rate is four times
the average for all states over that same

continued on page 38
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Study Finds Nearly 40 Percent of
California Companies Plan to Move

Jobs Out of State

continued from page 37

period and three times the average for
New York.

“California is in a league of its
own in terms of complex and unpre-
dictable regulation,” added Kovacevich.

Residential construction provides
a good example of this complexity. Ac-
cording to the study, there is only a six
percent probability in California of hav-
ing a subdivision project approved
with no modifications. By contrast, in
Texas and Anizona, there is nearly a 75
percent chance of project approvals
with no required modifications.

Furthermore, approvals require sig-
nificantly more time than Texas or Ari-
zona with California averaging 33
weeks, compared to 16 in Arizona and
eight in Texas. This massive uncertain-
ty deters investment in the state. Indeed,
California has experienced chronic un-
der-investment in residential construc-

tion, with a cumulative shortfall of
more than 500,000 units since 1995

“California has been a classic ‘sat-
isfactory under-performer’ for years,”
said Jeff Melton, a partner in Bain’s San
Francisco office who led the California
Competitive Project analysis, “Despite
having so many distinct advantages
such as the sixth highest level of US
worker productivity, the third largest
concentration of U.S. science and tech-
nology workers, and 40 percent of all
US. venture capital, California has
been losing ground to other states”

For more information or a copy of
the California Competitive Project
analysis, please contact: Cheryl
Krauss, e-mail:
cheryl krauss@bain.com or phone:
646-562-7863, mobile: 917-783-0013
or visit www.cbrt.org,

The California Business Roundtable is
a H("Fp(ll'll.\'(l" assocwanon L'Ulnl)l'l.\'(’(l

of chief executive officers of the state §
leading corporations with a combined
workforce of more than 700,000 Cali
fornia emplovees. Since 1976, the
Roundtable has provided essential lead:
ership on high-priority public policy is-
sues and is a compelling advocate for
a strong economy and a healthy busi-
ness climate in California. For more in-

formation visit www.cbrt.org

Bain & Company is one of the world s

leading global business msulting

firms, serving clienis across Six

nents on issues of strateg

technology. organization and mervers
and acquisitions. It was founded in
1973 on the principle that consultants
must measure their suceess in terms of
the clients ' results. Bain's clients have
out performed the stock market 3 to |

For more information visit

www. Bain.com

b
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Rx for Rising Drug Costs?

continued from page 31

and development of new medica-
tions — play roles, but fewer
blockbuster drugs and an increase
in patent expirations on brand
name drugs actually have com-
bined to moderate rising prices.

Searching for Solutions
Employers, too, are concerned
about the cost of prescription drugs and
are searching for solutions. According
to a recent survey from Hewitt Associ-
ates, a surprising number of employers
— 43 percent — favor giving con-
sumers the ability to purchase pre-
scription drugs from foreign countries.
But before you gas up your car
and head to the great frozen North,
you should be aware that methods al-
ready exist to help contain drug
spending. Health plans are introduc-
ing new prescription drug plans that
offer incentives to consumers to make
more cost-effective decisions. Strate-
gies include: increasing co-payments
and deductibles on certain more cost-
ly drugs, changing benefit designs to

emphasize the most cost-effective
therapies, and providing incentives to
use less expensive, effective over-the-
counter (OTC) medicines such as
Claritin (for allergies) and Prilosec
(for heartburn).

Steering patients to OTC Claritin,
when appropriate, helped Blue Shield
of California shave three percent off
the increase in drug costs in 2003.

The Generic Advantage

Perhaps one of the most effective
ways to help manage drug costs is an
often-overlooked solution: generic
medications. Generics, which contain
the same active ingredients found in
brand-name drugs and are manufac-
tured to the same standards as brand-
ed pharmaceuticals, offer from 20 to
80 percent savings over brand name
drugs. Using a generic medication, in-
stead of a brand name, one can save
on member co-pays and collectively
can make a significant impact on
overall health care costs. For example,
a one-percent increase in generic pre-
scriptions as a percentage of all pre-
scriptions results in $6 million savings

for Blue Shield. In fact, in 2003 the
company was able to reduce drug
costs by approximately $30 million
through increased use of generics, and
it’s now poised to save even more
through an exciting new program.

Launched in September 2003, the
Generic Advantage is a collaborative
effort of four major California health
plans to hold the line on prescription
drug spending. As part of the pro-
gram, educational materials and
coupons good for co-payment
waivers, for first-time generic pre-
scriptions, are distributed through
physicians’ offices and mailed direct-
ly to select members.

More Work to Be Done

While generics are one of the
least painful and most cost-effective
ways to help contain health care
costs, they won’t solve the problem
of exploding health care costs on
their own. Health plans are already
actively engaged in managing the
pharmacy benefit, which is essential
to keep it affordable for employers to
be able to continue to include pre-
scription drugs in the benefit pack-
age. The promotion of cost-effective

alter I 3 when P ibl

reserves pharmacy benefit costs for
unique, new therapies that may
change the course of a disease

Controlling prescription drug
spending requires these and other new
strategies aimed at consumers, physi-
cians, and pharmaceutical manufac-
turers. Among other things, the adop-
tion of technologies such as electron-
ic prescribing, which has shown great
potential to improve the quality of the
prescribing process and the rate of
drug benefit inflation by highlighting
appropriate, cost-effective therapeutic
alternatives, needs to be accelerated.
The utilization of existing resources
like generic medications, with a
proven track record of saving money
for individuals and society as a whole,
must also be ramped up.

Nancy Stalker, Pharm.D., is vice pres-
ident of Pharmacy Services at Blue
Shield of California. Headquartered
in San Francisco, the not-for-profit
corporation has more than 2.7 million
members, 4,200 employees, and 20 of-

fice locations throughout California.

For more information about the
Generic Advantage program, visit
www.mylifepath.com
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SAVE THE DATE MAY 7TH, 2004

WOMEN & BUSINESS EXPO

TOYOTA DEALERS

OF SOUTHERN CALIFORNIA

PRESENTED BY
NLAND EMPIRE l

UsINess journa

&b

KEYNOTE SPEAKERS

Whether you're a woman
with a dream of starting your
own business, moving up in
the corporate world, expand-
ing an existing company or
simply  determined to
improve upon your personal
development and leadership
skills, this conference is
designed to meet your needs.

#1 Stephanie Edwards*

#2 Lynne Cox**
#3 To Be Announced

April 2nd

You will not
want to miss #3

*Stephanie Edwards - Co-Commentator with Bob

Eubanks for the Rose Parade for 25 years

** Lynne Cox - Endurance swimmer and author of the
newly-released “Swimming to Antarctica: Tales of a

Long-Distance Swimmer.”

For Sponsorship & Booth Info,
Contact Mitch Huffman at

909-989-4733

REGISTRATION - WOMEN & BUSINESS EXPO

Registration fee includes:
lunch, three leamning workshops,
keynote speakers and networking

LOCATION: Ontario Convention
Center

MAIL PAYMENT AND
REGISTRATION FORM TO:
Inland Empire Business Journal
PO Box 1979

Rancho Cucamonga, CA 91729
(909) 989-4733

Fax (909) 989-1864

Name

Title

If you make just one
investment all year, make it
in yourself... and join the
other dynamic women who
are taking action to reach
their goals.

ps

.

e

Company/Organization.

Addres
Cty.

Telephone

Fax

State/Zip

Conference Registration is $89 per person

Groups of 10 or more are $85 per person

COMPANY TABLE OF TEN $850
I am enclosing my check/money order for the amount of $

Please charge my (circle one)

#

MasterCard VISA

Exp. Date

E-mail: iebj@h com

WHEN: Friday, May 7, 2004
7:30 am. 1o 4:30 p.m.

Canceltations: ln the unlikely fvent that yow are uashle 4o aticod, we
wit be m

All canc

Tcksty

ol

o0 n

witlig and tecetved by May | 6

Girst-come, firsv-served basés. Early rogiatration roceives best seatiag location
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Company Name

Enrollment

Address Inland Emp.
City/State/Zip Companywide
CON 405,251
1. 5251 Viewnidge C1., 8.4 mullion
San Diego, CA 92123
The fullowing orpanizations are now part of CCN: MedView
Private Healthcare Systems, Inc.
2 1345 Michelson Ave., Ste. 200 213,559
Irvine, CA 92715 5.291.357
Blue Cross of California
- € 21555 Oxnand St., 146,77
Woodland Hills, CA 91367 2.819.782
Capp Care, Inc. 71,760
4 East Tower, 5000 Birch St., Ste. 420 3.5 million
Newport Beach, CA 92660
Blue Shicld of California 53.000
s 3400 Central. Ste. 300 1.9 million
Riverside, CA 92506
Aetna US. Healtheare, Inc. 53,292
6. 2409 Camino Ramon 31,504,409
San Ramon, CA 94583
United Healthcare of California, Inc. 15,207
7. 4500 E. Pacific Coast Hwy,, Ste. 120 2381567
Long Beach, CA 90804
Interplan Corp. 15,000
8 2575 Grand Canal Blvd., 2nd Floor 1.2 million
Stockton, CA 95207
BPS Healthcare 11,660
9. 888 S. Figueroa St., Ste. 1400 275,800
Los Angeles, CA 90017
Health Net 7500
10. 650 E. Hospitality LN 88,000
San Bernardino, CA 92408
Pru Network 6423
1. 5800 Canoga Ave., 130.637
‘Woodland Hills, CA 91367
PruCare of California
12 5800 Canoga Ave..
Woodland Hilis, CA 91367
PacifiCare of California 1,162
13 5995 Plaza Dr. 16678
Cypress, CA 90630
Admar Corporation WND
14, 1551 N. Tustin Ave., Ste. 300
Santa Ana, CA 92705
! PTPN WND
15, 20935 Wamer Center Lane 27 million
‘Woodland Hills, CA 91367
One Health Plan of California WND
16. 330 N. Brand Bivd., #875

Glendale, CA 91203

’ nm*mﬂmt Tist,
M mmw mmmmmumuummu—qu

Lists i\‘IILII)IL on Disk, Call 909 "\‘) 4733 o1

The Top PPO’s

Ranked By Inland Empire Enrollment

Staffing LE.
Staffing Companywide
LE. Offices
Total Offices

0
1,500
0
62

Services, OneSource Heolth Network. PO Alliance

200

1.083

19
4,000

29

159
47,000

110

"=Physical Therapist. mwm hmmﬂuwwﬁmhmw To the best of our knowledge the.
send corrections

Contracts:

LE. Hospitals
Physicians LE.
Physicians Companywide

1)
2,640
235,624

vantage. MedNet and Premier Medica

95

15,002

331,883

3
2791
42818

2]
2.503

218.209

2300
48,000

)
3333

262,771

21,980

N/A
N/A
41,073

2
2,155
30,263

3,648

121,127

NIA
N/A
3,000 (PTs)

17
2322
36,152

I)u\\nlu.ul Now

Profile:
Parent Company
Headquarters
Year Founded LE.

Columbia/HCA Healthcare Corp

Nashville, TN

na

Netwark
Healthcare Systems, Inc

Waltham, MA
1985

WellPaint Health Networks, Inc
Thousand Oaks, CA
1937

Capp Care, Inc
Newport Beach
1987

Blue Shield of CA
Sun Francisco, CA
1939

Actna Inc
Hartford, CT
1981

United Healthcare Corp.
Minnetonka, MN
1986

N/A
Stockton, CA
1984

BPS Healthcare
Los Angeles, CA
1982

Foundation Health Systems
Woodland Hills, CA
na

Prudential Ins. Co.
Newark, NJ
1991

Prudential Ins. Co
Newark, NJ
1986

PacifiCare Health Systems, Inc.

Santa Ana, CA
1978

The Principal Financial Group
Santa Ana, CA
1973

NA
Woodland Hills
1985

Great West Life
Denver, CO
na

Top Local Executive
Title

Phone/Fax

E-Mail address
Richard M, Mastelar
CEO

(800) 247-289R/(858) 278.1262

Richard BellofY
CEQ

Ronald A. Williams
President
(R18) 703-2395/703-2848

"H 2004 .
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Fifth Annual Apex
Awards Are Held

Accompanied by drum rolls and Original Apartment Magazin
ginal Apartment Magazine

cheers, winners of the fifth annual

N
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

Apex Awards (Apartment Association *  Vendor of the Year Company

Greater Inland Empire) made their Brook Furniture Rental

way to the stage to be greeted with

enthusiastic applause for a year’s * Maintenance Person of the Year
1-150 Units

worth of hard work in their specific Dave Anderson

categories. The evening’s celebration Lewis Apartment Commu-
on Feb. 20 at the Ontario Convention nities * Village Green Apartments
Center was resplendent with beautiful

*  Maintenance Person of the Year It's New York without the attitude! This award-winning
Everyone had a grand time. The pro- 151-350 Units Roberto

gram was emceed by Debbie Maier, a Reynoso — Southern California

evening gowns, music, and great food

restaurant is where famous fare is finely defined. Our menu

features prime steaks, Australian lobster tail, garlic roasted

leading industry customer service Housing « Sycamore Springs

Michelyn McCavern
Sale

Jessica McDonald
District Manager
(909) 341-2016/341-2020

Ed Tanida
General Manager

3390

Emery Dameron
oo
(562) 951-6400/951-6646

Daniel Sheehy

President

209) 473.081 1/473-0863

www orp.com

Barbara E. Rodin, Ph. D.
President/CEO
(800) 421-8113/(213) 4897973

Gene Rapisardi
Regional Vice
(909) 890-4100/890-4163

resident

Susan Hallett
President
(818) 992-2093/992-2474

Susan Hallett
President
(818) 992-2000/226-3025

Chris Wing
President/CEO
(714) 952-1121/226-3914

Virginia Pascual
Co0
(714) 953-9600/953-6309

Michael Weinper, MPH, PT
President
(818) 883-PTPN/598-3270

Kurt Hoekendor{
V.P/Executive Director
(800) 384-7132/4(318) 545-9238

w‘lm

Information
waﬂﬁnumkﬂahedwmhwm

W“-ﬁu

from www.TopList.com

trainer and popular keynote speaker
and consultant

Winners were:

Vendor of the Year Individual

Sandra Colon-Williams, The

For Insight on Inland Empire Business

Subscribe Now. (909) 989-4733

chicken, rack of lamb, prime rib and fresh seafood
Maintenance Person of the Year
351+ Units — Craig Rutherig specialties. Join us for jazz in our Manhattan Room where

e sk pecsinet Son e acclaimed artists have made us the Inland Empire’s most
continued on page 48 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.

Southern California Business Services

Southern California Business Services

Southern California Business Services

Located in Rancho Cucamonga.
we have been helping business
professionals for over 25 years
No matter how large or small
your business, we provide
quality service to meet your
individual needs. We take pride
in the personal attention that

we give to our clients. Our
knowledgeable staff stays current
in regards to all tax law changes,
which provides you with the
assurance that the job will be
done right. We offer payroll
services to everyone, even non-
bookkeeping clients. At SCBS,
serving you is our top priority.
Our mission

is to be competent,

ethical, and professional.

Enrolled to practice befox the Internal Revenue Service

e Tax Consulting e Payroll Processing
® TaxPlanning © Sales Tax Returns
e Bookkeeping @ QuickBooks Training | .y, . seety, £a, cFP
e Accounting e IRS Representation PRESIDENT

@ Financial Statements “We are here to support

and educate our clients in
order to help them achieve

all of their business goals!"

Call us today for your free initial consultation at Marilyn Seely

Phone: 909.980.8884

Fax: 909.980.6101
E-Mail: scbs@scbscorp.com

WWW.SCBSCORP.NET

8632 Archibald Ave., Suite 207 Rancho Cucamonga, CA 91730 )+
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At Deadline: Teri Ooms Resigns From IEEP

continued from page 1

Ooms said, “Tt was a very difficult de-
cision to leave 13 years of my career
and life in the Inland Empire. Work-
ing at IEEP has been an incredible
experience. The level of support and
commitment I received for myself, the
overall organization and its mission
was incredible.”

IEEP’s 2004 Chairman Roman
Alvarez said. “While we are extreme-
ly disappointed in Teri Ooms leaving
this organization, we certainly respect
her position on her desire to be closer
to her family, because at the end of the
day. that is the most important com-
ponent, family. Teri has committed to
assist in the search for her replace-
ment and offer her assistance as need-
ed to ensure that IEEP moves forward
in all its endeavors.”

Mark Ostoich, IEEPS 2003 chair-
man stated, “Teri will be dearly
missed at IEEP. but 1 applaud her
commitment to her family.”

Ooms will assist with the search.
Interested candidates should contact
the Human Resources Office at [EEP
and speak with Meredith Maloney re-
garding the application process.

Ooms leaves the organization at
the end of March.

Eighth Annual
Golf Tournament
Benefits Hungry/
Homeless

The Inland Valley Council of
Churches (formerly the Pomona In-

land Valley Council of Churches) an-
nounces its eighth annual golf tourna-

ment, “Changing Lives Golf Classic.”
Once again, this year’s tournament
will be held at the prestigious Sierra
La Verne Country Club, 6300 Coun-
try Club Drive in La Verne, on Thurs-
day, April 29. Registration begins at
11 a.m. with the shotgun start at noon.

After a day of golfing, the social
hour and silent auction begin at 5
p.m., with dinner following at 6 p.m.
Golfers receive a full day of fun that
includes carts, a tee package, refresh-
ments, many opportunities for tro-
phies and prizes, and a gourmet din-
ner. Prizes will be awarded for: hole-
in-one, closest to the pin, straightest
drive, putting, circle hole, and the
longest drive.

All proceeds from this tourna-
ment go to support the programs of
the Council of Churches. The council
offers an array of services for those in
need, including: Our House Emer-
gency Shelter, transitional living, a
hunger program with three food secu-
rity sites, and many other support
services. This work is provided for
70.000 people annually, half of whom
are children,

For more information on the tourna-
ment or on the Inland Valley Council
of Churches, please call 909-622-
3806, ext. 223,

California
HealthCare
Foundation
Awards IEHP
$500,000 Grant

IEHP, Inland Empire Health Plan,

received a $500,000 grant for the
Riverside Healthy Kids Program. The
grant is one of six health insurance
subsidy grants totaling nearly $4 mil-
lion, awarded by California Health-
Care Foundation (CHCF) for 2004

“The funds from CHCF will al-
low us to help an additional 450 chil-
dren over the next year,” said Richard
Bruno, chief executive officer, IEHP.
“With so many budget cuts for health
care in California, we're glad to know
that funding is available to cover fam-
ilies who work hard just to make ends
meet.”

Roy Wilson, Riverside County
board chairman, said, “This grant will
allow us to continue to provide much
needed health coverage for youngsters
in Riverside County. It’s great that our
locally initiated program has received
support from a state-wide organiza-
tion. It speaks a great deal for our
partners in this project.”

Initiated by the Riverside County
Board of Supervisors, the Healthy
Kids Program was launched in August
2002 through a partnership of the
board, the Children and Families
Commission (First 5), Riverside Com-
munity Health Foundation and IEHP.
The program offers comprehensive
health, dental and vision insurance to
Riverside County children who do not
qualify for Medi-Cal or the Healthy
Family Program, and whose family in-
come is less than 250 percent of the
federal poverty level (approximately
at or below $3,924 per month for a
family of four).

“This is great news!” said Dr.
Dan Anderson, vice president of pro-
grams, Riverside Community Health
Foundation, formerly known as Com-
munity Health Corporation. “It has
been our hope to attract other funds to
expand coverage to more uninsured

children. This gives us something to
build on in our landmark cooperative
effort between public and private sec-
tors, to provide health insurance to
those children in the insurance gap

The CHCF is an independent phi-
lanthropy committed to improving the
way health care is delivered and fi-
nanced in California, Formed in 1996,
its goal is to ensure that all Californi-
ans have access to affordable, quality
health care. Says Mark Smith, M l):.
president and CEO, CHCF, “This year
we are providing premium subsidy
support to established community-
based coverage programs that have se-
cured funding to cover many Califor-
nians, but whose successful outreach
and enrollment efforts have resulted in
greater demand than they can meet
with their current funds.”

Total funding sources of
$6,400,000.00 for the year 2004 will
allow IEHP to cover approximately
6,000 uninsured children in Riverside
County. Along with the $500,000
grant from CHCF, the County of
Riverside has given $2,500,000; First
S Riverside has given $2,000,000;
Riverside County Health Foundation
has given $400,000: and IEHP has set
aside $1,000,000 specifically for
Healthy Kids Riverside

IEHP, a Knox-Keene licensed
Health Plan located in San Bernardi-
no, is organized as a not-for-profit
public agency. The IEHP service area
includes San Bernardino and River-
side counties and currently serves
more than 270,000 members in the
following three distinct programs
Medicaid (called Medi-Cal in Cali-
fornia), the Healthy Families Program,
and the Healthy Kids Program.

IEHP is located at 303 E. Vanderbilt
Way, Ste. 400, San Bernardino, CA
92408; phone 909-890-2000 or visit
www.iehp.org.

DaVida VanderPloeg Named News Director

continued from page 35

VanderPloeg comes to the Journal
Broadcast Group from WOIO-WUAB
in Cleveland, Ohio, where she was ex-
ecutive editor of news. Prior to that
she served as a network executive pro-
ducer at CNN Headline News in At-
director at KCAL 9 News in Los An-
geles, from September of 1997 to No-

vember of 2001. She has also held tel-
evision news management positions at
KCOP-TV in Los Angeles and for the
Chicago Land TV News 24-hour ca-
ble news station. Earlier in her career,
VanderPloeg produced newscasts for
WTAE-TV in Pittsburgh, Pa,
WDSU-TV in New Orleans, La, and
WTKR-TV in Norfolk, Va. She also
worked as assignment editor at
WTKR-TV. VanderPloeg's broadcast

career began in 1979 when she
worked as a promotion assistant for
the ABC television network. Her first
broadcast news job was producing
and writing newscasts for WGST Ra-
dio in Atlanta.

VanderPloeg is a cum laude grad-
uate of the E.W. Secripps School of
Journalism at Ohio University, where
she also earned a master’s degree in
communication law.

Journal Broadcast Group owns 38
radio stations and six television sta-
tions in 11 states. The broadcast
business of Journal Communications
Inc., Journal Broadcast Group is
headquartered in Milwaukee, Wis.
Journal Communications is a diver-
sified media and communications
company with operations in publish-
ing, broad g i
tions and printing services.
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Management in Print
“Winning Without Losing Your Way:
Character-Centered Leadership,” by

Rebecca Barnett; Winning Your Way

.

Inc.; Bowling Green, Kentucky; 201

pages; $19.99,

Enron... WorldCom
Rite Aid...Sunbeam. The past three

Iyco

years have yielded a melancholy
iitany of companies whose executives
left their ethical values at home
where the dog apparently ate them
along with the homework

There’s nothing new about poor
business ethics. Ancient Babylonian
codes of law emphasized maintaining
many of the same fundamental values
that are violated daily. With 4,000
years of historical precedence demon-
strating the value of business ethics,
why do we go through cycles where
the only ethical value is winning?

According to author Rebecca
Barnett, we keep forgetting that:
“codes of conduct don’t prevent mis-
conduct. Even Enron had an ethics
handbook. Up to this point business
ethics has largely been a legal issue
because of the mandatory sentencing
guidelines established in 1991 by the
US. Sentencing Commission.”

Although this may be somewhat
of an overstatement, Barnett makes a
good point in claiming that legal is-
sues are driving corporate ethical
standards. She states:

“Company codes of conduct are
often written in ‘legalese’ by the legal
or internal audit department. Drafted
only to protect the organization from
potential vulnerability, they poorly

cover everything from discrimination
to sexual harassment, from overseas
bribery to m,\ldcr(mdmg Frequently,
these codes of conduct are drafted
without commitment from senior
management or the involvement of
those doing the work. This approach
misses the opportunity to strengthen
the company culture and reputation. A
survey by the Ethics Resource Center
shows corporate ethics statements
may actually lower morale if workers
perceive them as nothing more than
paper tigers.”

One of the book’s most interest-
ing chapters deals with bridging dif-
fering values of two generations: the
Baby Boomers and Generation X
The author draws the scope of the
generation gap this way

“Gen Xers are unwilling to sacri-
fice life and family for a career. They
are not willing to climb the corporate
ladder when they feel the rungs are
crumbling.... This generation has a
strong desire to balance work and life
for a better quality of life.”

The most telling criticism in the
book is the failure of business lead-
ers to foster loyalty among employ-
ees during the past 15 years. That
loyalty virtually disappeared with the
parade of scandal-tainted executives
culminating with Enron.

Author Barnett’s thoughts are

For Insight on Inland Empire Business...
Subscribe Now

(909) 989-4733

~ Complaints... Praise!
. Suggestions?

ournal.com

= S0,

Best-selling |
Business Books

Here are the current top five best-selling books for business. The list is compiled based

on information received from retail bookstores throughout the US.A

1. “First 90 Days: Critical Success Strategies for New Leaders,” by Michael
Watkins (Harvard Business School...$24.95) (3)* Why the first three months

on the job are essential

2. “Moneyball: The Art of Winning an Unfair Game,” by Michacl Lewis (WW.
Norton & Co...$24.95) (1)* The Oakland A’s profitable new approach to hiring
and managing people

3. “Good to Great,” $27.50) (2) Climbing the

steps from being

" by Jim Collins (HarperCollins

4. “How to Work for an Idiot: Survive and Thrive ... without Killing your
boss,” by John Hoover (Career Press...$14.99)** Bring a sense of humor to
work and avoid the msanity

5. “Financial Reckoning Day: Surviving the Soft Depression of the 21st Century,”
by Bill Bonner (John Wiley & Sons...$27.95)

*(4)— Indicates a book's previous position on the list
** — Indicates a book’s first appearance on the list.
*** _ Indicates a book previously on the list is back on it

challenging. If you're up to that chal-
lenge, “Winning Without Losing
Your Way,” is worth the effort.

Henry Holtzman

Statler's Best Bets

.MLZAM KCAA 1050 AM

Saturdays & Sundays 6 AM &1 PM

LOOKING FOR
SOMETHING TO DO?
STATLER'S GOT THE

ANSWER!
Civic Events
Family Outings
Movie Previews
Theatre Scene
Travel Tips

Kids Korner
Anthony & Lyon's

Restaurant Review

KCAA...the station
that leaves no
listener behind.

Spansoned by
: HTS A —
(RN CimemaSTan [T

L | B i i

NBCNEWSRADIO  Statler's Best Bets 909-885-3290
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Company
Address
City, State, Zip

Coldwell Banker Real Estate Corp.
6 Sylvan Way
Parsippany, NJ 07054

Dyson & Dyson Real Estate Associates
74-910 Hwy, 111
Indian Wells, CA 92210

Becker & Becker Realty
44311 Monterey Ave
Palm Desert, CA 92260
RE/MAX of the Desert
72608 El Paseo, #4

Palm Desert, CA 92260

Coldwell Banker Assoclates Realty
9988 Hibert St #300
San Diego. CA 92131

Century 21 Lois Lauer Realty
1998 Orange Tree Lane
Redlands, CA 92373

Coldwell Banker Kivett-Teeters Associates
35006 Yocaipa Bivd.

Yucaipa, CA 92399

Shear Realty

18564 Hwy. I8, Stc. 205

Apple Valiey, CA 92307
Prudential California Realty
6809 Magpolia

Riverside, CA 92506

Century 21 Fairway Realty, Inc.
18484 Hwy. |8, #150

Apple Valley, CA 92307

Rancon

Estate
27740 Jefferson Ave., Ste. 100
Temecula, CA 92590
Coldwell Banker Kivett-Teeters
3654 #10 E. Highland Ave.
Highland, CA 92346
Century 21 Prestige
1024 W. Foothill Blvd.
Upland, CA 91786
Lily Rock Realty - Garner Valley Realty
54790 No. Circle
Idyliwild, CA 92549
Ben Hinkle Real Estate, Inc.
21930 Hwy. 13
Apple Valley, CA 92307
Coldwell Banker Bear Creck Properties
32395-B Clinton Keith Rd., #14
Wildemar, CA 92595
Prudential California Realty

Palm Springs, CA o

Coldwell Banker Sandpiper Realty
45000 Club Drive
Indian Wells, CA 92210

92506
Prudential California Reality
72-757 Fred Waring Dr.
Palm Desert, CA 92260

Coldwell Bank y
501 . Indian Canyon, Palm Springs, CA 92264
72027 Desert Dr., Rancho Mirage, CA 92270

Coldwel er Wright Realty
610 E. Florida Ave., Ste. A
Hemet, CA 92343

gk Foass e 1)
Caoldwell Banker Inland Brokers Realty
600 Central Ave,, Ste. E
Lake Elsinore, CA 92530

I'he Book of |

Residential Real Estate Brokers

Ranked by Number of Offices in Inland Empire

# Offices

Inland Empire
Companywide

23

3,000

e

W AN Wi

(e

(o

e

on Disk,

# Agents
Inland Empire

592

124

30

36

68

23

28

all 909-989-47

Sales Volume
2003
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Year Founded
Inland Empire
Headquarters

1906

1998
San Dicgo

1981
Palm Desert

1995

1997

1982
Yucaipa

979

Apple Valley

1988
Riverside

1964
Victorville

1971
Temecula
1982
1982
Upland
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Palm Springs
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Riverside
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1986

1975
Banning
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Speciality

Full-Service Residential

High-End Residential Sales

Escrow Management
Concierge Service

Residential Sales

Reside

Residential Real Estate

Residential Real
Estate Sales

Residential Real
Estate Sales

Full Service Real Estate

Residential/Commercial Real Estate

Property Management

Full-Service Real Estate
Sales and Relocation and
Property Management
Full-Service
Real Estate

Full-Service Residential
Residential and Income
Real Estate
Full-Service Residential
Full-Service
Company

Full-Service
Residential

Full-Service
Residential Rental
Commercial
Full-Service Residential

VA/FHA, Repos

Residential/Commercial Real Estate

Full-Service Residential

Full-Service Residential
and Commercial

Full-Service Residential
Full Time & Vacation
Rentals
Full-Service Residential

Full-Service Residential

Full-Service Residential

Sales Exclusively in Sun Lakes

Top Local Executive
Title

Phone/Fax

E-Mail Address
Mike Lancaster
Regional Director, West. Region
(949) 367-2625, 2675

tmeyer @coldwellbanker.com
Robert Dyson

(760) 346-55
Lorenzo Lomb:

0) 8§36-1872/836-3227
lorenzol @ carthi 1
Thomas R. Hoffman
coo

Teeters

Broker
1909) 797,
Bob Sher
Owner
(760) 242
Robert Braun
Owner/Broker

(909) 787-7088/787-8397
Janie Phillips
Owner/Broker

(760) 242-3617/242-8482
Mike Diaz

Vice President

(909) 676-5736/695-0387
Garey Teeters

B T
(909) 889-0621/862-1251
Willard E. Elliott
Owner/Broker

(909) 981-2208/982-8610
Maureen Jones

Broker

(909) 659-4515/659-0086
Jack L. Harrison

Broker

(760) 247-2654/247-0733
Mary B. Kirk

Broker

(909) 609-1212/609-1214
Hank Hampton
Owner/Broker

(760) 323-5000/323-1793
Brenda Fulmer

President

(760) 345-2527/360-0229
tomsnassot @ aol.com

Robert Hughes

President

(909) 781-3600/781-3766
Mel Rudman

President

(760) 773-4400/773-4419
prurcplmdsrt @ worldnet-att net
Bill Johnson

Broker

(909) 676-4081/699-0167
Jerry R. DuBois

Managing Broker

(760) 778-5500/323-7832
chear@coldwellbanker.com
Jim Grimes

Owner/Broker

(909) 867-7001/867-4543

Bill Page

Broker

£909) 658-2149/658-0859
chwr@chwr.com

Sheila Cannon

15117979134

Broker

1909) 792-4147/792-0803
scannon @ coldwellbanker.co
Ron Restad

Broker

(909) 674-8631/674-8639
Joyce McRae

ker/Owner
(909) 845-7378/845-7179
sunlakes @discover.net

rupplied is accurate as. of press time. While every effort ix made to ensure the
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REAL ESTATE NOTES

—
Myers Power Products, manufactur-

ers of electrical switch gears and me-

tering devices, has paid $5.450,000
for a 114.000-sq.-ft. industrial build-

ing in the Riverside County commu-

nity of Corona for consolidation of

three facilities under one roof and re-

Jocation of its headquarters from Los
Angeles County, announced GVA
paum. Chris Migliori, SIOR, exec-
utive vice president in the Anaheim
office of GVA DAUM, reports that
Myers Power Products plans a mid-
February occupancy of its new head-
quarters located on a 7.6-acre site at
725 Harrison St., Corona. Migliori
represented Myers Power Products

Rick John of Collins Commercial
represented DJP Family Partners,
the sellers...Ground was broken on
four European-influenced model
homes and a sales center at Montele-
na, a new luxury home community
adjacent to the Miramonte Resort in
Indian Wells. Developed by Trans
West Housing, the community’s 71

homes are anticipated to be priced
from the mid $550,000s. Models are
expected to be completed in early
summer... With an 18-hole Nicklaus
Design championship golf course as
its centerpiece and nine neighbor-
hoods of magnificent homes priced
from the high $600,000s to the low $1
millions, The Retreat at Temescal
Valley is currently making its debut,
fulfilling Empire Companies’ vision
1o create the Corona area’s most pres-
tigious and most exclusive private res-
idential community. The Retreat is a
development of Empire Companies,
a union of several successful real es-

tate-related businesses, including Em-
pire Land, Empire Commercial
Real Estate, Prestige Homes, ISIS
and Guardian Air. Headquartered in
Ontario, Empire Companies is most
active in real estate ventures in the in-
land regions of Southern California
and in Arizona.. Seripps Invest-
ments & Loans, Inc., a La Jolla-
based private lender, arranged $13.1
million in acquisition and dev elop-
ment financing for Ashbrook Desert
Trace LP, in Indio. The financing is
structured as a 12-month loan secured
by a 1* Trust Deed. Desert Trace is a
148-acre master-planned community.
Located just west of the Indio Coun-
try Club, Desert Trace is planned for
490 single-family homes in an area of
Indio which is seeing tremendous
growth.. Oltmans Construction Co.
of Whittier announced the completion
in Rancho Cucamonga of an $18 mil-
lion build-to-suit expansion to the
headquarters of Bradshaw Interna-
tional, Inc., a leading marketer of
kitchen ware and related products
Oltmans officials report that the new
460,000-sq.-ft. distribution facility, lo-
cated adjacent to Bradshaw’s head-
quarters, occupies a 22-acre site at
Buffalo Ave. and 4* St.. CB Richard
Ellis (CBRE) announced its repre-
sentation of LaSalle Investment
Management, advisor to Mano
Management Company, Inc., in the
sale of the Inland Center Mall in
San Bernardino. The anchor, 1.4-mil-
lion-square-foot regional mall was
sold to a joint venture between Wal-
ton Inland Investors IV, LLC and
The Macerich Company. The

CBRE team of senior vice president,
Lawrence H. Krasner, along with
managing director, William Palmer
and executive vice president, David B.
Doupe, represented LaSalle Invest-
ment Management. Walton Inland
Investors and The Macerich Com-
pany were represented in-house. The
property management and leasing of
Inland Center will be the responsi-
bility of The Macerich
Company.. Scripps Investments &
Loans, a La Jolla-based private
lender, has arranged $13 million in ac-
quisition and development financing
for The Villages at Andreas Ranch

in Indio. The financing is structured
as two loans — the first is a $10 mil-
lion loan secured by a 1* trust deed for
13 months. The second is a $3 million
loan secured by a 2* trust deed for 12
months. The Villages at Andreas
Ranch will be a 285-acre, master-
planned gate-guarded community lo-
cated in Indio, a rapidly developing
community in the Palm Desert area.
The builder is TR Co., a division of
Rielly Homes focused on the devel-
opment of master-planned communi-
ties. The site is between 37" and 38
Streets just north of the 38" Street/Jef-
ferson Avenue intersection.
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ECUTIVE NOTES

RBF Consulting’s (RBF) Executive
Committee and Corporate Manage-
ment Committee announced the pro-
motion of five new senior associates.
Charlie Marr, Cindy Miller, Greg
Rende and Sal Sheikh from the
Irvine office and Steve Wragg from
the San Diego office were promoted
to senior associates. RBF also ap-
pointed six new members of the man-
agement team who recently joined
RBF to senior associates and associ-
ates company-wide. Gloria Root
from the San Jose office and Pal
Hegedus from the Sacramento office
were appointed to senior associate.
Herman Chang and Yeong Shih
from the Irvine office, Bob Davis

from the Carlsbad office and James
Quirk from the Ontario office were
appointed to associate. These promo-
tions mark an important milestone in
their careers, as well as a significant
step in the leadership of the firm...For
the fifth consecutive year, Rick John
has been named the top producing
broker for 2003 at Collins Commer-
cial Corporation, according to Steve
Peloso, COO of the 20-year- old com-
mercial, industrial and investment real
estate brokerage firm. During his ca-
reer, including 20 years at Collins
Commercial, John has completed
real estate transactions in excess of 32
million sq. ft. of building space and
4,300 acres of land representing three

quarters of a billion dollars in total
consideration. He is the regional man-
ager and senior vice president for
Collins Commercial’s Inland Empire
office located in Ontario. John is a
graduate of the University of South-
ern California and a past president of
the Orange County/Inland Empire
Chapter of the SIOR...Ocatillo Pic-
tures, a video production company in
Temecula won a gold award for its
marketing DVD produced for Op-
tivus Technologies. Optivus Tech-
nologies has created a proton radia-
tion-based cancer treatment system
and works closely with Loma Linda
University Medical Center. The
DVD was designed to promote this

highly effective, non-invasive cancer

therapy. The Optivus system has

been in operation at Loma Linda

Medical Center for about 10 years

and has been treating more then 150

patients each day. Unfortunately, some

in the medical community have been

slow to acknowledge this treatment

and this informational DVD will help
to communicate the value of this med-
ical device. The award was presented
to Terry O’Brien and Kathleen
Swain, owners of Ocatillo Pictures at
the annual Finest Awards ceremony
for the Health Care Communicators
of San Diego (HCCSD.ORG.)
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ALPHA MANAGEMENT CON-
SULT, 25636 CATALEJO LN,
MORENO VALLEY;, CA, 92551~
1909

ACTIVE THERAPY CENTER,
13800 HEACOCK ST STE C212,
MORENO VALLEY, CA, 92553~
6266

CLEAR BLUE POOL SVC, 25592
SAN THOMAS ST, MORENO
VALLEY. CA, 92557-5800

DLM ENTERPRISE, 22123
NAPLES DR, MORENO VAL-
LEY, CA, 92557-5906

SUGARFLOAF CAFE & MKT,
70111 STATE HIGHWAY 74 #
100, MOUNTAIN CENTER, CA,
92561-3903

ANDYS GLASS & WINDOW CO,

41585 CHERRY ST, MURRIETA,
CA, 925629193

EBENEZER MOTORS, 27578

"ROSEBAY CT, TEMECULA,
CA, 92591-6115

A &T PLUMBING &
nmncmwm&mn
TEMECULA, CA, 92592-9598

VAN GO ENTERPRISE, 33534
BRECKENRIDGE TR,
WILDOMAR, CA, 92595-8481

CLINTON KEITH VET HOSPI-
TAL, 32395 CLINTON KEITH
RDSTE 1B, WILDOMAR, CA.
925958509

MOON FREEZE, 31365 HAM-
_ WINCHESTER,
92596.9245

VALS CORRALS, 31 120 AARON
RD, WINCHESTER, CA, 9259%-

GIRLIG TRINKETS & MORE,

L

LA P ENTERPRISES, 813 0SO
DR, CORONA, CA, 92879-8837

STEVE MESNER AND KEVIN
BUSHEYS ROAD, 170N
MAPLE ST STE 109, CORO-
NA, CA, 92880-1749

FILTER SUPPLY CO, 3418
MAPLE ST, CORONA, CA,
92880-6907

PAL-TECH TRAINING
SCHOOL, 1303 W 6TH ST STE
101, CORONA, CA, 92882-3196

CORONA INFO.COM, 1723

LONGVIEW DR, CORONA, CA,

92882-5131

INDIO AUTO STORE, 83170 US
HIGHWAY 111, INDIO, CA,
92201-5644

PHOTO BY ROBERT FURTADO,

54 PAYSON CIR, PALM
DESERT, CA, 922114202

WHATTABARGAIN.COM, 43255
TEXAS AVE, PALM DESERT,
CA, 92211-7522

HELPING HANDS, 40784
NORTHMOOR DR, CHERRY
VALLEY, CA, 92223-6005

PERFORMANCE BEARING,
10157 CACTUS DR, DESERT
HOT SPRINGS, CA, 92240-2419

TRI GENERATION DEVELOP-
ERS, 78120 CALLE ESTADO
STE 204, LA QUINTA, CA,
92253-2981

OUTBACK POOL SVC, 53605
AVENIDA ALVARADO, LA
QUINTA, CA, 92253-3597

DESERT HOME CONCIERGE,
78830 VIA VENTANA, LA
QUINTA, CA, 92253-6415

ULTIMATE EVENTS, 40973
SANDPIPER CT W, PALM
DESERT, CA, 92260-2375

AMERICAN LEGAL SVC, 225 §
CIVIC DR STE 2-16, PALM
SPRINGS, CA, 92262-7228

AFFAIRES TO REMEMBER, 942
S VELLA RD, PALM
SPRINGS, CA, 92264-3469

HARD ROCK AUTO SALES,

ORCHIDS ALS, 16320 RANCHO
ESCONDIDO DR, RIVER-
SIDE, CA, 92506-5810

CONTRACT BY HUNTINGTON,

3245 TRADE CENTER DR,

RIVERSIDE, CA, 92507-3432

A PERFECT CONNECTION,
1439 KIRKMICHAEL CIR,
RIVERSIDE, CA, 92507-8404

ADJUSTERS INVESTIGATIONS,

18324 BERT RD), RIVERSIDE,
CA, 92508-8806

ED INCIONG & ASSOC, 3967
STONEHEDGE DR, RIVER-
SIDE, CA, 925090712

YESTERDAYS FOREVER PHO-
TO, 3155 VINTAGE PL, RIVER-
SIDE, CA, 92509-1070

REAL TACO, 2431 RUBIDOUX
BLVD STE 23, RIVERSIDE, CA,
925002141

EASTSIDE LRT CONSTRUC-
TORS, 1995 AGUA MANSA
RD, RIVERSIDE, CA, 92509
2405

SUNSHINE EXCAVATIONS, 9095
S6TH ST, RIVERSIDE, CA,
92509-3806

RODRIGUEZAUTO ELECTRIC,
5310 MISSION BLVD, RIVER-
SIDE, CA, 925094626

CA LEGAL SVC, 24829 DANUBE
CT, HEMET, CA, 92544-9187

A LITTLE SHOP DOWNTOWN,
42030 C ST, MURRIETA, CA,
92562-6248

PLAYFUL THINGS, 23237 SUN-
NY CANYON ST, PERRIS,
CA, 92570-7105

LA ROCA, 771 W 7TH ST, SAN
JACINTO, CA, 92582-3818

KNEADED THERAPY, 31682
RAILROAD CANYON RD,
CANYON LAKE, CA, 92587-
9481

DAKOTA TRADER, 28924 OLD
TOWN FRONT ST STE 202,
TEMECULA, CA, 92590-2857

CEILING A R T, 43264 BUSINESS

BAAKARI, 26111 YNEZ RD STE
BI2 TEMECULA, CA, 92591~
6029

CRYSI'ALCOUI‘URE,JI639 VIA

CARLOS, TEMECULA,
CA.92592-I620

US RAILROAD SVC INC, 35233
GATU CT, WILDOMAR, CA,
925959694

CORIOSO NOTARY SVC, 36245
CORSICA CIR, WINCHESTER,

SNAP LOGISTICS, 4640 PEDLEY
AVE, NORCO, CA, 92860-1533

MONTANA TRUCKING, 2130
HIGHRIDGE DR APT 136,
CORONA, CA, 92879-1256

HOTSPOT FLOAT FINS, 1612
JENKS DR, CORONA, CA,
92880-2513

ROCK HAMMER, 3750 PLANTA-
TION CIR, CORONA, CA,
92881-4473

CATHYS KITCHEN, 16%0W 6TH
ST STEA, CORONA, CA, 92882-
210

MAGNIFICS, 1721 LIND TER,
CORONA, CA, 92882-5129

M J D TRUCKING, 1985
LONGVIEW DR, CORONA, CA,
92882-5133

B C M SALES, 8970 SUGARCANE
CT, CORONA, CA, 92883-9152

BRICKER DESIGNS, 77777
COUNTRY CLUB DR, PALM
DESERT, CA, 92211-0452

CELEBRITY CARPETS, 385 E
6TH ST, BEAUMONT, CA,
92223-2213

MELOS POOL, 69723 STAFFORD
PL, CATHEDRAL CTTY, CA,
92234-2547

ALLABOUT COMPUTERS,
68905 ORTEGA RD# A,
CATHEDRAL CTTY, CA, 92234-
4609

PRIZMAC MOTORSPORTS,
68350 KIELEY RD, CATHE-
DRAL CITY, CA, 92234-7205

NAVAS FREIGHT SVC, 84553
LAS LUNAS AVE,
COACHELLA, CA, 92236-
32713

BUSINESS COMPUTER SOLU-
TIONS, 15685 PALM DR SPC
36, DESERT HOT SPRINGS,
CA, 92240-6970

HOMEADVANTAGE, 44570 PALA
CIR, LA QUINTA, CA, 92253
5923

DEL TECH, 78970 CABRILLO WAY,
LA QUINTA, CA, 922536262

KEN- SAC INVESTORS, 47059
MARRAKESH DR, PALM
DESERT, CA, 92260-5845

M & S SERVICES, 150 S SATUR-
MINO DR, PALM SPRINGS,
CA, 92262-7164

PARALLEL MEDIA GROUP,
1951 S ARABY DR, PALM
SPRINGS, CA, 922644805

M & H EQUIPMENT, 58625 VAN
BUREN ST, THERMAL, CA,
922748741

FINE DESIGNS, 55870 FILLMORE
ST, THERMAL, CA, 92274-9486

REALTY WORLD EXPERTS, 544
MYRTLEWOOD DR, CALIME-

SA, CA, 92320-1505

THE EXECUTIVES JANITORI-
AL CO, 5598 HAROLD ST,
RIVERSIDE, CA, 92503-2551

CLICK PHOTO BY ARLYNE,
15367 REGATTA WAY, LAKE
ELSINORE, CA. 92530-1228

KARS TRUCKS & MORE, 3434
CHERRY BLOSSOM [N, LAKE
ELSINORE, CA, 925301845

DUNN RITE CARPET CO, 29193
ALLAN ST, LAKE ELSINORE,
CA, 92532-2312

DONNAS DOOLITTLES, 41717
L. CAMINO DR, HEMET,
CA, 92544-2504

CLAUDIAS CLEANING SVC,
25850 KARISA CIR, MORENO
VALLEY, CA, 92551-1968

POWER PAC WORK OF GOD,
12697 HEARTLEAF ST,
MORENO VALLEY, CA,
4767

92553-

OPERATIONAL CONSULTING.,
29234 CAMPBELL AVE,
MORENO VALLEY, CA, 92555-
7210

BORA INVESTMENT, 24021
BLUE RIDGE PL, MORENO
VALLEY, CA, 92557-2944

COSTA LUZ TRAVEL, 23900
IRONWOOD AVE, MORENO
VALLEY, CA, 92557-7151

CARING FUNERAL SOLU-
TIONS, 29991 PEACH TREE
CT. MURRIETA, CA, 925634702

A & C ENTERPRISES CO, 29555
SQUAW VALLEY DR, SUN
CITY, CA, 92586-3448

DM MOTORSPORTS, 27840 DEL
RIORD# D, TEMECULA, CA,
92590-2618

UPGRADED INTERIORS, 27488
ENTERPRISE CIR W STE 1,
TEMECULA, CA, 925904827

OCEAN BLUE, 41120 VINTAGE
CIR, TEMECULA, CA, 92591~
2106

TEVA PURE AIR, 41989 MAR-
GARITA RD APT 95, TEMEC-
ULA, CA, 92591-2824

ULA, CA, 92591-3615

DEMARS MEGA SNACKS, 44836
MARGE PL # C, TEMECULA,
CA, 92592-1405

CASTLE NETWORKING, 30030
CABRILLO AVE, TEMECULA,
CA, 92592-2403

ANABELS DELIGHTS, 31580 PIO
PICO RD, TEMECULA, CA,
925922749
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DESIGN, 32858 CHARMES CT
TEMECULA, CA, 92592-9364

KELLYS KLEANING SVC, 33472
CQORTE FIGUEROA, TEMECT
LA, CA. 92592-9473

TCA DOCS, 758 YORKSHIRE WAY
CORONA, CA, 92879-3166

L & T SERVICES, 3190 MANGU-
LARAVE, CORONA, CA, 92882-
5125

MUSCLE CARS USA. 692 BUNDY
WAY, CORONA, CA, 92882-6849

WEISER COMPUTING, 27134
SHADOWCREST LN, CATHE-
DRAL CITY, CA. 92234-3405

R P 1, 65893 6TH ST, DESERT HOT
SPRINGS, CA. 92240-3034

MARRIOTT VACATION CLUB
INTL, 400 PINEHURST LN,
PALM DESERT, CA, 92260-1640

KRISSTYLE, 1139 CLARK ST,
RIVERSIDE, CA, 92501-1465

INLAND
TAS

SIDE, CA, 92501-3357

ECONOMY INN, 9878 MAGNO-
LIA AVE, RIVERSIDE, CA,
92503-3524

SANTA MONICA OBSERVER
WEEKLY, 12995 REINDEER
CT RIVERSIDE, CA, 925034522

FACETED PASSION, 12880 MAG-
NOLIA AVE UNIT 22, RIVER-
SIDE, CA, 925034573

THOREAU LN, R[\’l J(.SIDI
CA, 925044322

AGUILAR DESIGN GROUP,
10800 HOLE AVE STE 15,
RIVERSIDE, CA, 92505-2760

LITTLE CAESARS, 4553 LA SIER-
RAAVE, RIVERSIDE, CA,
92505-2900

1& 1 RECORDS, 6054 ELINOR ST,
RIVERSIDE, CA, 92506-2533

CHAPOODLES N CABOODLES
CO, 6677 TYSON CT, RIVER-
SIDE, CA, 92506-5657

JUANA MASIA IMMIGRATION
CONSULT, 1845 UNIVERSI-
TY AVE STE A, RIVERSIDE,
CA, 92507-5326

ESCARENOS PAINTING, 8890
CHUMASH LN, RIVERSIDE,
CA, 92509-3113

MALIBU CONSTRUCTION,
31640 SHIRLEY DR, LAKE
ELSINORE, CA. 92530-5178

DIAMOND VALLEY LAND-

EILAND VIDEO
PRODUCTIONS, 26 VISTA

TOSCANA. LAKE ELSINORE,
CA. 9253240215

BIG L TRANSPORT, 1040 ROS-
ALIA AVE, HEMET, CA. 92543-
2764

RICHARD W BRADLEY, 475 W
STETSON AVE # |, HEMET
CA, 92543-7070

SUNRISE M H P, 1920 E FLORIDA
AVE, HEMET, CA, 925444732

R GREGORY HOWE CON-
STRUCTION, 3822 W
THORNTON AVE, HEMET, CA,
92545-9127

WORD OF GOD COMMUNITY
CHURCH, 3575 MURRAY
HILL WAY, HEMET, CA,
925459260

LIL ANGEL, 13373 PERRIS BLVD,
MORENO VALLEY, CA,
925534206

ROYAL ESCROW DIV, 14420
ELSWORTH ST STE 112,
MORENO VALLEY, CA,
92553-9028

CYNTHIA L WARD CERTIFIED
WEDDING, 21584 ALCORN
DR, MORENO VALLEY, CA.
925578528

CJ MINISTRIES, 40980 CALIFOR-
NIA OAKS RD# 272, MURRI-
ETA, CA, 92562-5747

MURRIETA VOLKSWAGEN,
41300 DATE ST, MURRIETA,
CA, 92562-7031

RU\'\I B:\‘VIBINO, 25021 MADI-
# 102, MURRIETA,
,‘\. 92562-8916

CAL-WEST POOL SVC, 41450
LOS ALAMOS RD, MURRI-
ETA, CA, 92562-9700

FIREPLACE FACELIFTS, 39580
CURRANT CT, MURRIETA,
CA, 92563-5381

WIZARD MASTER HIGH PRES-
SURE STEAM CLEAN,
19565 UNA ST, PERRIS, CA,
925709141

BOWMAN ENTERPRISES, 29561
CATANO RD, MENIFEE, CA,
92584-8629

PURE ESSENTIALS, 31360 WIL-
LOWOOD WAY, MENIFEE,
CA, 92584-8726

SOLANO BEAUTY SALON, 28286
OLDTOWN FRONT ST
TEMECULA, CA, 925%0-1812

STRZ N SKRZ, 26451 YNEZ RD
STE D, TEMECULA, CA, 92591~
4684

STEVEN Z BARTON CON-

PILLAR TO POST PROF HM IN-
SPECT, 32217 CORTE CAR-
MONA, TEMECULA, CA,
92592-3655

STERLING SHUTTLE SV(
32163 CAMINO MAREA,
TEMECULA, CA, 92592-6491

ADV BUILDING CONCEPTS.
34795 JENNIFER DR, WILDO-
MAR, CA, 925958699

FARMS OF TA-DAE, 31260
SCOTT RD, WINCHESTER,
CA, 92596-9311

IMANS IMPORTS, 400 RAMONA
AVE STE 2125, CORONA, CA.
92879-1443

K2 FABRICATION, 13375 ES-
TELLE ST CORONA, CA,
92879-1881

SPEED TIRES, 1359 W 6TH ST # B,
CORONA, CA_92882-3168

REDS MOBILE DETAILING
SVC, 917 AQUAMARINE LN,
CORONA, CA_ 92882-3845

CORONA TEES, 1739 WALDORF
DR, CORONA, CA, 928824524

SIGNATURE TRUCK TOPS,
82573 INDIO BLVD, INDIO, CA.
922013132

DON MCINTYRE POOLS, 68895
BS 3, CATHEDRAL CITY,
CA, 92234-2615

REAL HEALTHCARE, 32335
NAVAJOTRL, CATHEDRAL
CITY, CA, 922344039

ARTEAGAS GNRL CLEAN SVC,
68605 CORRAL RD # A3,
CATHEDRAL CITY, CA,
922344124

NEW MILLENNIUM AV RENTAL
& STAGING, 31200 LANDAL
BLVD APT 3010, CATHEDRAL
CITY, CA, 92234-5148

B & B MINISTRIES, 64689 PINE-
HURST CIR, DESERT HOT
SPRINGS, CA, 92240-1345

ALL N ONE JANITORIAL & DE-
TAIL SVC, 66935 VISTA PL #
A. DESERT HOT SPRINGS,
CA, 92240-3273

GATEWAYS, 47330 VIA RAVENNA,
LA QUINTA, CA, 922532110

TAN-O-RAMA, 73710 ALESSAN-
DRO DR # A3, PALM
DESERT, CA, 92260-3604

MANTRAP NAILS, 73850 HIGH-
WAY 111 STE C, PALM
DESERT, CA, 922604015

NICOLE AT SALON DARCY, 45120
SANPABLO AVE, PALM
DESERT, CA, 922604345

CA BAGGAGE SVC, 2384 E
ROGERS RD, PALM
SPRINGS, CA, 92262-2473

TESOROS DEL PUEBLO, 515 N
PALM CANYON DR, PALM
SPRINGS, CA, 92262-5524

A WEDDING & EVENT PLAN
CENTER. 777N PALM
CANYON DR STE 205, PALM
SPRINGS, CA, 92262-5548

INTL HEART & LUNG INST, 555
ETACHEVAH DR STE
3W103, PALM SPRINGS, CA,

92262-574

US SPORTS, 401 S EL CIELO RD
APT 134, PALM SPRINGS,

CA, 92262-7911

BCS VACUUM & JANITORIAL
SUPPLY, 938 S VELLA RD,
PALM SPRINGS, CA, 92264-
3469

GREAT WHITE POOL SVC, 607
STHORNHILL RD, PALM
SPRINGS, CA, 922647878

NATURES RX NATURAL HLTH
FOOD, 555 S SUNRISE WAY
STE 301, PALM SPRINGS,
CA, 92264-7891

INDOOR BILLBOARDZ, 10
CROWN CT, RANCHO M1-
RAGE, CA, 92270-1622

REBEL SKATE & SURF, 6700
VAN BUREN BLVD, RIVER-
SIDE, CA, 92503-1500

RED PERSIMMON SALON &
SPA, 1295 GALLERIA AT
TYLER, RIVERSIDE, CA,
925034139

THE Bh\f NAILS, 2102 GALLE-
AT TYLER, RIVERSIDE,
( "A, 92503-4146

COMMANDER DOC, 3525 DIXIE
N, RIVERSIDE, CA, 925034607

NATIONAL INST FOR
HEALTHCARE EDUCA-
TION, 17130 VAN BUREN
BLVD # 302, RIVERSIDE,
CA, 92504-5905

RB CONSULTING, 17944
SCOTTSDALE RD, RIVER-
SIDE, CA, 92504-9410

DISTRICT LASERING. 6168
HILLARY CT, RIVERSIDE, CA,
92506-2139

MISSION GROVE
OPTOMETRY, 66%0
ALESSANDRO BLVD #B,
RIVERSIDE, CA. 92506-5327

REASONABLE CABINETS, 3006
VINE ST, RIVERSIDE, CA,
925072632

RIVERSIDE PT ASSOC, 2375
CHICAGO AVE, RIVERSIDE,
CA, 92507-6902

PRIORITY ONE PROTECTION,
19646 CRESTMONT PL,
RIVERSIDE, CA, 92508-6147

STERLING ELECTRIC, 17845
ROBERTS RD, RIVERSIDE, CA,

92508-8978

EJB ENTERPRISE, 6219 BAKER
ST. RIVERSIDE, CA, 92509-5064

BODY THERAPEUTICS, 508
CHANEY ST # B, LAKE ELSI-
NORE, CA, 92530-2711

HARKSEN & ASSOC. 31644
BOULDER VISTA DR. LAKE
ELSINORE, CA, 925320109

FEET FIRST SHOES, 39772
GIBBEL RD, HEMET, CA,
92543-9651

HEMET CIGAR CLUB, 1985 E
FLORIDA AVE, HEMET, CA,
925444750

PRIMARY COLORS PAINTING,
23810 NEW ENGLAND DR,
MORENO VALLEY, CA,
92553-6061

BALUNATICS, 39589 SUNROSE DR,
MURRIETA, CA, 925624122

MURRIETA INTL MKT, 39605
LOS ALAMOS RD, MURRIETA,
CA, 92563-5042

HEALING TOUCH MASSAGE
THERAPY, 39324 VIA MON-

Il \1L('L'I_‘\. CA, 92591~ | 539

BATTER UP, 30213 DEER MEAD-
OW RD, TEMECULA, CA,
92591-1607

K & M BUSINESS SVC, 34224
OLIVE GROVE RD, WILDO-
MAR, CA, 925959130

HONOLULU HARRYS ISLAND
GETAWAY RESTAURANT, 370
N MCKINLEY ST, CORONA,
CA, 928791282

SIMPLY B, 2105 HIGHPOINTE DR
APT 108, CORONA, CA,
92879-5960

CREATIVE PLACEMENTS, 1925
MADERA CIR, CORONA, CA,
928798212

STAR PHYSICAL THERAPY, 1820
FULLERTON AVE STE 320,
CORONA, CA, 92881-3175

COOK ISLANDS, 1454 POMONA RD,
CORONA, CA, 92882-1709

ESHAC, 1360 COMBS WAY, CORO-
NA, CA, 92882-6058

STENO SOLUTIONS, 1151 POMONA
RD STE D, CORONA, CA.

THE CANDLE COTTAGE, 3067
WISHING WELL CT, MIRA
LOMA, CA, 91752-2826

M & D PERFORMANCE SALES,
5206 SAVANNAH DR, BAN-
NING, CA, 92220640
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Have Bonds Run Their Course?

continued from page 21

tion). Hence, we believe that interest
rates will most likely trade within a
range for some time,

Diversification: the Value of Bonds

Bonds offer a combination of sta-
ble income and relatively low price
volatility. They bring attributes to a
portfolio not found in other asset

classes. The collapse of the equity
markets over the past three years has
demonstrated how crucial diversifica-
tion in different asset classes can be.
Core bond funds, historically, are the
best-performing bonds over time and
are currently yielding approximately
4.50 percent versus money market
yields, which are hovering below 1.00
percent. It is important to select a core
bond fund that is diversified across

sectors and securities in order to min-
imize potential price volatility.
Core Bond Strategies: Benefit
From Active Management

Core bond managers can oppor-
tunistically enhance returns by imple-
menting tactical shifts within the port-
folio. These shifts might include ex-
tending or shortening duration and/or
increasing or reducing exposure to
specific sectors, For example, we cur-
rently believe that the corporate bond

| Michael Medved

- Midnight

News Talk 590 KTIE

Helping Inland Empire Businesses Grow

Laura Ingraham
Mornings
6-9

Dennis Prager

9 am - Noon

Hugh Hewiit

Afternoons
3-5

The Savage Nation
with Michael Savage

5 pm-8pm

SSOKTIE.eom

Call Michael Reichert at 909-885-6555 ext.101

area is attractive relative to other sec-
tors and are able to weight the portfo-
lio accordingly. A well-managed fund
can implement tactical moves that in-
dividual investors cannot employ in a

cost-efficient manner

Brian W Matthews, CFA managing
principal, Payden & Rygel portfolio
manager, Pavden Core Bond Fund, di-
rects the core bond strategies at Pay-
den & Rvgel. The firm is one of the
largest, privately-owned global invest-
ment managers and received Global
Investor s Award for Excellence in the
US. bond category for 2003,

Fifth Annual
Apex Awards Are
Held

continued from page 41

Del Mar Apartments

»  Maintenance Supervisor of the
Year 151-350 Units
Pearsall
Communities * Homecoming

Leonard
Lewis Apartment

* Maintenance Supervisor of the
Year 351+ Units Charles
Stumpf — Terra Vista Apartments

*  Groundskeeper/Porter of the
Year — Stacey Wolf
Apartment
Homecoming

Lewis
Communities *

*  Leasing Consultant of the Year 1-150
Units — Sonya Duncan — Lewis
Apartment Commumities * Rosewood

* Leasing Consultant of the Year
151-350 Units — Nicole Mur-
phy — Southern California
Housing * Rancho Verde Village

* Leasing Consultant of the Year
351+ Units — Sheri McCallum
— Lewis Apartment Communi-
ties * Jamboree Apartments

*  Assistant Manager of the Year
151-350 Units _ Arlene Ortiz —
Southern California Housing *
Mountainside Apartments

*  Assistant Manager of the Year
351+ Units — Jennifer Soliz —

continued on page 54
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EXECUTIVE TIME OUT
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Chico — an Enchanting Surprise

by Camille Bounds, Travel Editor

Flamboyant, relaxed, historical,
llN.‘» crusty, aggressive, passive arty,
charming, educational, industrial
pick an adjective, any one and
that’s Chico

How it all began

Founded by John Bidwell, who as
a young, ambitious 22-year- old, led
th;: first overland expedition to Cali-
fornia. He struck gold and bought
28,000 acres beside Chico Creek and
Chico was born in 1860

An innovative farmer and horti-
culturist, he grew wheat, assorted
gmins. nuts, olives, raisins and more
than 400 varieties of fruit. Bidwell
served in the US. Congress from
1865-1867. He met and married An-
nie Ellcott Kennedy. The Bidwells ad-
vanced ideas for women’s rights, elec-
tion reforms and control of business
monopolies; they were controversial
and way ahead of their time.

Their generosity — they actually
gave land to anyone who requested
acreage — led Chico to grow into the
vibrant and colorful town it is today.

Chico State University is born

In 1887, Bidwell donated the land
for the state teachers college that later
became California State University,
Chico (one of the oldest institutions in
the California State University sys-
tem). It numbers more than 14,000
students and offers more than 128 un-
dergraduate majors, with options to
graduate programs.

The ultimate park

Bidwell Park, donated in 1905,
covers approximately 3,600 acres and
is the largest municipally-owned park
in the United States. It is vast and
beautiful and offers many diverse ar-
eas of entertainment for the public to
enjoy. The (original) “Adventures of
Robin Hood” with Errol Flynn was
filmed here. Horseback riding, swim-
ming; picnicking, biking, golfing and
fishing are a few of its many offer-
ings, which include a special area for
children. Park maps are available at
the Chico Visitor Center in Chico.

A mansion with a mission

The Bidwells built their home
(the Bidwell Mansion) in the style of
an Italian villa, and it was appointed
with the most modern “newfangled
technology™ of the day, including the
first indoor bathroom ever installed in
California. The mansion is opened
daily with docent-led tours,

Art is everywhere

Chico wasn’t named one of the
*100 Best Small Art Towns in Amer-
ica” without good reason. The Chico
Art Center that sits next to the Amtrak
depot at the site of the old Chico rail-
road depot is worth a visit. There is a
constant exhibition of local artists’
work and continuing classes are al-
ways in progress. Art in just about
every form can be found everywhere
— studios abound in town, on the out-
skirts, in homes, lofts and in shops -
turn around and you are near some
form of art display. There is usually
some special spotlight in Chico's
monthly schedule.

An exercise in perfection

The Sierra Nevada Brewing
Company is a pure tribute to hard
work and the entrepreneurial abilities
of Ken Grossman who founded and
built the beer brewery company from
scratch. It is a superb example of a
business that is run with utter perfec-
tion. A visit to this establishment is an
unexpected adventure. A gift shop and
first rate taproom and restaurant are
also available.

Scheduled fascinating tours of the
brewery with its magnificent copper
kettles are worth the time spent. (And
I don’t even like beer.)

Great food galore

The Upper Crust Bakery and
Cafe on Main Street has walls cov-
ered with local art and baked goods
that will topple any visitor’s will. Try
the chocolate cake, you will never be
the same. Cory’s on Third Street of-
fers a Sunday brunch that will give
new meaning to great food and enor-
mous portions. A meal can be made
out of one of their huge cinnamon
buns.

The Red Tavern on the Es-
planade serves a lovely, varied menu

with fine food and wine, comple-
mented by great service

The Black Crow Grill and Tap-
room on Salem Street offers a chang-
ing well-done bill of fare, including a
wine list that pleases and an innova-

tive chef. You can’t go wrong here

Let them entertain you

Go see a well-done theatrical pro-
duction at the Blue Room located
above Collier’s Store,
which, by the way, is one of the oldest

Hardware

and best hardware stores in California
(Do not miss this remarkable gem.)
Or, in the summer spend an evening
with Shakespeare in the park

Where to stay

Everything from The Music Ex-
press Inn, to delightful bed and break-
fasts and comfortable modern accom-
modations at the Oxford Inn are just a
few of the town’s lodging offerings.

We have space to just scratch the
surface of Chico — whimsical, his-
torical and, at the same time, all are
very serious

lage comes to life for 24 hours once
every 100 years, and then the whole
village disappears into the Scottish
mist for another 100 years. Well folks,
Chico is more than 100 years old and
it’s here to stay in the California mist.
Come be enchanted and charmed —
you will be glad you did.

Location and how to get there:

Chico is located in the mid-
northern part of California, approxi-
mately 160 miles NW of San Fran-
cisco (near the Oroville Dam). Unit-
ed Airlines has connecting flights
from Ontario and Orange County. A
call to AAA will offer land options. A
travel agent can arrange transporta-
tion and lodging. For brochures and
information, call the Chico Chamber
of Commerce at 1-800-852-8570 or
visit www.chicochamber.com

Camille Bounds is the travel editor for
the Western Division of Sunrise Pub-
lications and the travel editor for the
Inland Empire Business Journal.

about its

veryday
business.
There 1s an
old cliché that
says, “That

was a great

rel;ontheﬁrstnmll:e
in security.

place to visit
but I would
never want to
live there”

Chico turns
that old bro-
mide around
because there
is a strong
feeling that
draws you in
and an emo-
tional  pull
that creates a
desire to find
a realtor and
settle down
and stay.

In the
Broadway
musical
“Brigadoon,”
a charming,
enchanted vil-
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eaded in 2004?
You’ll hear about the Inland Empire’s growth areas and trends for different industries

including media entertainment, real estate, health care, the financial markets,
interest rates, retail sales and the job market.

You’ll also have the opportunity to question the experts
Inland Empire executives.

d to network with top

REAL ESTATE

IDENTIAL—NEW HOME GROWTH
John Eagan of Pac West Development

COMMERCIAL OFFICE OUTLOOK
Jim Brooks of Empire Companies

| INDUSTRIAL AND DISTRIBUTION PROJECTIONS

THE OUTLOOK FOR INLAND
EMPIRE CITIES, SAN BERNARDINO
COUNTY, BEEERSIDE-COUNFEY AND
THE STATE OF CALIFORNIA /59 e -

/”/ﬂr\f‘y/ SR s

HEALTH CARE INSURANCE 2004
Mark Williams of Riverside Community Health Foundation

TOURISM 2004

Jamie Wolcott of Big Bear Lake Resort Association

W‘ March 19, 2004
Fmme; 11:30 a.m. ——j-
NemwerDoubleTree Hotel 212 N. Vineyard, Ontario, CA 91764

o e e e e e ey

1 1

| tame ve
1 Company: 1
8 Ciy: State: Zip: .
1 1
5 : Phone: Fax: D T :
1 Enclosed is my check for $ No. of tickets @ $45 each g T N
Pty s g REGISTER [
1 A4Y ]

1 Make check payable to: TODAY I
: Intand Empire Business Journal, PO. Box 1979, Rancho Cucamonga, CA 91729-1979 :
1 Chargemy:  MasterCard_____ Visa______ ! O O 4 i

: Lo e e i g R Expiration: - :

1 Economic |
3 Signature: N I

Conference

FOR FASTER SERVICE FAXTHIS FORMTO (909) 989-1864, FOR MORE INFO CALL (909) 989-4733
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B STATLER’S BEST BETS

Statler’s Best Entertainment Bets

reporter and has been the ente

the Inland Empire entertainment sce
an internationally

& www.cruisechallenged.com. Y

known magician

wu can hear Statler’s Bes

S. Earl Statler

t Bets on K(

is the Inland Empire Business Jour
tainment editor of the “Inland F mpire TV News" for the last five years. He
*ne for more than 30 years and is also an ace omplished stage and TV actor
and mentalist. Check out his entertainment Website at www.Statler

{4 1050 AM on Saturdays

wal entertainment critic and

associares.com

has reported

as well as

from Il to 2 p.m

by S. Earl Statler

1 apologize to “both of you'™ who
missed my column last month! [ have

no idea where the month of January

went? I have found that doing a five
day week “talk format™

and a weekend

radio program
entertainment radio
program Is, from time to time, more
can handle

than this “retired” senior

Besides doing my radio show 1 have
been having more than my share of
“senior’’ moments. To add insult to in-
Presidential

(Pardon the

jury. following America’s
|)l1m;\l'\ season IS taxing

pun.) One thing | have learned from

following the Democratic race for th
White House is that there are two
sides to every question and a good

politician takes both

“Joseph” Hits the
Boards at
Pechanga Resort!

On to a few good things to do in

Temecula, March 9-14. “Joseph”

s
based on the story of Joseph in the
book of Genesis from the Bible. The
story of Joseph is about the favored
son of 12 brothers who has the ability
to interpret dreams, His jealous broth-

ers sell him int

There, under

the direction of his master, Potiphar,

Joseph is wrongly accused of a crime

As in life it
appears that Joseph has bad luck. Yet

and thrown into prison

his ability to interpret dreams draws
his attention to the pharaoh of Egypt
In the pharaoh’s presence, Joseph in-
terprets the dreams of the pharaoh and
earns a place of prominence in the
palace. Being a just man, Joseph for-
gives his brothers and is reunited with
his beloved father.

The history of “Joseph and
the Amazing Technicolor
Dreamcoat”

March 1, 1968, saw the first per
Amazin

Dreamcoat” at

formance of *Joseph and the

Technicolor Colet
Court School in London. Andrew
Lloyd Webber and Tim Rice had been
commissioned by the schools head-

master to create an original musical

March... piece for
Joseph the end-of-
Henson term con-
and  his cert. The
partner result was
Alan the first
Evenson at version of
Theatrical “Joseph
Arts Inter- | and the
national in Amazing
§ a n Technicol-
Bemardino | or Dream-
at the Cali- coat™ — all
fornia The- | of 15 min-
atre of the utes long.
Performing | A

Ansin San | Over the
Bemnardino years, the
i bgsy The colorful musical has been a prasical
feas favorite of audiences since 1968 b
anew mu- panded

sical. Their new production of Andrew
Lloyd Webbers production of “Joseph
and the Amazing Technicolor Dream-
coat” will be presented at the
Pechanga Resort and Casino in

and the record-breaking production
which opened at the London Palladi-
um on June 12, 1991 starring Jason
Donovan, ran for more than two ycars,
was seen by over two million people

and the box
office took
n more
than £47
million. It is
this per-
forming
version
which re
cently en-
joyed highly
successful

tours in the

US, UK and
Canada. A
special pro-
duction of

‘Joseph

was filmed

in 1999 for

Osmond
Richard At-

tenborough,

Mar
Friedman
and Joan
Collins
Performances held at the
Pechanga Resort & Casino will begin
at8 pm March 9-12; March 13
2 p.m. and 8 p.m.; March 14-2 p.m
and 7 p.m, Tickets range from $30 to
$65. For tickets call 909-885-3290.

Disney’s New
Snow White
Musical!

“Snow White
New Musical.”
that brings to life the lovable charac-
ters and memorable songs that make
this one of Disney’s all-time classics,
is now performing at the Fantasyland
Theatre inside Disneyland in Ana-
heim. Matt Ouimet, president of the
Disneyland Resort said, “Our Snow
White theatrical production is the
most elaborate musical ever produced

— An Enchanting
an all-new stage show

ia The classical story of Snow White, now a charming musical

stage production, brings life to a tale beloved by generations

at Disneyland, continuing to build on
Walt Disney's vision of offering inno-
vative and magical entertainment for
our guests. This enchanting new pro-
duction will delight families and im-
merse park guests in the fun, romance,
humor, adventure and magic of ‘Snow
White and the Seven Dwarfs," and fea-
tures classic songs and characters, in-
cluding: Doc, Grumpy, Happy. Sleepy,
Sneezy, Bashful and Dopey. first in-
troduced in the1937 film.”
Award-winning actor Patrick
Stewart, best known for his roles on
TV's “Star Trek” and on the stage, is
the voice of the Magic Mirror, It is
presented several times per day and
is free to park guests with paid ad-
mission to Disneyland. “Our goal is
to bring extraordinary talents who
have made their reputations both on
Broadway and in the theatre, and that
have created some of the most spec-
tacular attractions here at Disneyland

continued on page 54
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Do You Have What It Takes to

8 Be a Successful Leader? Have

you ever thought that you

would make a great leader, but haven’t
been given the opportunity to learn
how to develop your leadership skills?
Heres your chance to do just that.
Robert J. Sternberg, creator of many
popular and successful psychological
theories, including the Triarchic The-
ory of (Successful) Intelligence, Tri-
angular Theory of Love and the The-
ory of Successful Leadership, will
speak to students and faculty on “A
Model for Developing Leadership.”
The public also is invited to attend.
Sternberg will be on the Cal State
campus at 10:30 a.m. in the Santos
Manuel Student Union Events Center.
Seating is limited, please RSVP at
imafordmom@msn.com. Include in
subject line “RSVP Sternberg Talk™
and in the main text list the number of
guests attending with names, nature of
interest and contact information. Park-
ing at the university is $1.50 per vehi-
cle. For more information please con-

d

Don Imus

KCAA 1050AM

Inland Empire
wevies Balanced Talk Radio!

Start your morning with IMUS in the Mommg
Weekdays 6 - 9 AM

G. Gordon Liddy "The G-Man"
Weekdays 1-2 PM

Rev. Barry Lynn

"A Tireless Campaigner”
Weekdays 2 - 3 PM
S. Earl Statler
"Statler At-Large" Chuck Harder
Weekdays 5 PM "For the People”
Weekdays 3 - 4 PM

Lacey Kendall - Ray Peyton
Local News Up-Dates
Weekdays 8 AM - Noon - 5 PM
KCAA 1050 AM Talk Radio

Local News & Entertainment
.the station that leaves no listener behind!
909-798-9000 - info@KCAARADIO.COM

tact Roja Dilmore-Rios at imaford-
mom{@msn.com or call the Learning
Center Institute at (909) 850-6476.

“The. 32 Rules of
Prospecting” — Do you
find yourself missing

out on opportunities? Want to get
more value from your efforts? You
will discover tips and ideas for
prospecting your way to success,
better control of the prospecting
process to identify opportunities
quickly and proven techniques for
getting the most from your process
Come prepared for a discussion and
bring plenty of business cards to this
strategic sales workshop! Wed., 10
a.m, — noon, Plaza Office Building
(Beach & Warner), 17011 Beach
Boulevard, Suite 900, Huntington
Beach. Eugenie Brown of Sandler
Sales Institute will host this work-
shop. Cost: $§99 prepaid includes
free book. For more information and

for reservations please call (714)
841-9849.

The Los Angeles County
Irish Fair & Music Festi-
val returns to Fairplex

22, 7A and portions of the grounds,
with a fun, traditional and entertaining
event that will appeal to the Irish in us
all. It will run through the 14th. For
more information please contact
Sharon Autry at (909) 8654262

The Great American
Train Show will make an
appearance in Fairplex 7

and 7A through the 21st with hundreds
of G-scale trains, remote-controlled
trains and railroad displays presented
by hobby shops and train specialists
For more information please contact
Sharon Autry at (909) 865-4262.

The Small Business De-
velopment Center is of-
fering the following four-

hour workshop, “Developing Your
Business Plan.” This four-hour in-
depth workshop will cover each of the
business plan components with hands-

WEB SITES

Aviastar Communications, Inc.

Agncultural Export Program ( \U’Lfahf I)cp\ of Food and \mm]m.n “

on exercises. Sat., 9 am.-
S. Park Avenue, Suite
Fee: $40 per persc

| pm,, 363
101, Pomona
n (includes work-
book, which is required) reserva-
tions required, also, For information
and registration call the Mt. San An-
tonio College Small Business Devel-
opment Center at (800) 450-7232

Aerospace, defense and
manufacturing  profes-
sionals, as well as the gen-

eral public, are invited to attend WEST-
EC, one of the 100 largest tradeshows
in North America, to experience a vir-
tual factory on the show floor. The expo
features more than 1,000 companies
from throughout Los Angeles, Orange,
San Bernardino, Riverside and Ventura
counties as well as exhibitors from
around the globe, who will be show-
casing the world’s related technologies.
Expo runs through the 25th. Los Ange-
les Convention Center, 1201 S.
Figueroa. For more information please
call Janis Elspas from The Bohle Com-
pany at (310) 785-0515 ext. 246

WWwaviasiarnet
wwwatinetong/aep

Best Bets of Things to do.com . searlstatier.com
Business Bank of California . www businesshank.com
California State Government Home Page.... WWW.CA OV
Center for | | Trade Develop www.resourcesdu. com/citd/
City Business Guide CTTIVU Rancho Ct mmmga i WWWCHIVILCOM
Columbia Chino Valley Medical Center .... .hwww.evme.com
First Feceral Savings of San Gabriel Valley wwwfi 2
PFF Bank & Trust Swvwwplfbankcom
LE. Small Business Dev. Ctr ... wwwieshdc.org
Marnage & Family Therapist www.cl ling.com
i i WWWIESHIC. O
www.whitehouse. gov

senator CagV
California Center for Health lmg Lcom
Inland Emypire I | Business A ibatrade@aol.com
US. Government Printing Office, GPO Access ZPoacoessaZpO gV

e nodorand

1 s syt

Alices Wonderand: Arser racho, Psion s Renesade suport, CD-ROM, No Ratics, Onvline s, acive message
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Mission Oaks Bank Named Gold Business of the Year

Mission Oaks National Bank was
named Gold Business of the Year by

the Temecula Valley Chamber of

Commerce at an awards banquet held
at Pechanga Resort & Casino.

Mission Oaks, a Temecula-based
community bank that is entering its
fourth year, was selected for the top
honor from a list of seven other nom-
inees in the medium-sized business
category.

“It’s a real honor to be nominated
for the award and it’s especially grati-

fying to win it with so many deserv-
ing nominees.” said Gary Votapka,
Mission Oaks president and chief ex-
ecutive.

This years winners were selected
by a panel of educators from local
universities and colleges. The new se-
lection criteria with its independent,
outside judges makes the process
much more objective and the award
that much more coveted, the chamber
said.

In addition to the chamber award,

the bank recently was named an
Emerging Lender in the San Diego
District by the Certified Development
Corporation (CDC) Small Business
Finance. Mission Oaks last year re-
ceived a reaffirmation of its five-star
rating from Bauer Financial Inc., the
bank rating service's highest rating.
The Small Business Administration
also expanded the bank’s Preferred

Lending status to include most of

Southern California. The sought-after
designation allows Mission Oaks to

streamline its SBA loan process

Tim Freese Named Sr. VP/Credit
Administrator

Tim Freese, a veteran banker with
strong community ties, was promoted
to senior vice president and credit ad-
ministrator at Mission Oaks National
Bank. Previously he was senior vice
president and commercial loan officer
responsible for developing and ad-

continued on page 55

Fifth Annual Apex Awards Are Held

continued from page 48

Western National Group * Castle
Park Resort Apartments

*  Community Manager of the Year
1-75 Units — Gloria Velto —
Southern California Housing «
Corona de Oro

»  Community Manager of the Year
76-150 Units — Nina Jimenez —
Allen Properties * Concord Place
Apartments

«  Community Manager of the Year
151-350 Units — Emmy Lou
Maldia — Archstone Smith
Communities « Woodsong

»  Community Manager of the Year
351+ Units — Mondi Durrough
— Southern California Housing
* Mountainside Apartments

* Support Person of the Year —
Linda Gomez — Southern Cali-
fornia Housing * Corporate Office

»  Regional Manager of the Year —
Kareem Salama — Southern Cali-
fornia Housing * Corporate Office

*  Lease Up Community of the Year
— The Village at Sierra —
Southern California Housing

+  Most Improved Community of
the Year — Cathedral Palms
Apartments — Southern Cali-

fornia Housing

+ Community of the Year 1-75
Units — Heritage Point Apart-
ment Homes (Seniors) — South-
ern California Housing

*  Community of the Year 76-150
Units — Village Green Apart-
ments — Lewis Apartment Com-
munities

+  Community of the Year 151-350
Units — Sunscape Apartments
— Lewis Apartment Communi-
ties

* Community of the Year 351+
Apartments — Mountainside
Apartments — Southern Califor-
nia Housing

A check in the amount of $7,500
was presented to The Children’s Fund

of San Bernardino. The organiza-
tion’s mission is “to ensure that chil-
dren who are at-risk in our commu-
nity due to abuse, neglect, poverty, or
abandonment, receive adequate food,
shelter, clothing, medical care, edu-
cation, and are provided equal op-
portunity for social development.”
The Web site is www.childrens-
fundsb.org; call 909-387-4949

In Memoriam: Jerrold A. Glass
(Aug. 7, 1931 Nov. 2, 2003), for-
mer chairman of the board of West-
ern National Group, was fondly re-
membered for his infectious enthusi-
asm and compassion for people, as
well as his continual commitment to
raise the level of professionalism and
further the education and training of
those in the industry.

Statler’s Best Bets: Disney’s New Snow White Musical!

continued from page 51

— to the making of a musical experi-
ence that brings to life one of our
company’s most beloved stories for
all families — and the child in all of
us,” Ouimet added.

“Snow White — An Enchanting
New Musical,” has been created by
Walt Disney Parks and Resorts Cre-
ative Entertainment, headed by exec-
er, as a piece of theatre for families
with younger children. The team as-
sembled by Creative Entertainment for
“Snow White" is led by one of musi-
cal theatre’s most important new fig-
ures, Eric Schaeffer, who has directed
‘more than 20 musical productions, on

Broadway and in the West End.

Schaeffer is artistic director of the
Signature Theatre in Washington,
D.C., one of the country’s leading mu-
sical theatres. Last year, Schaeffer
also was the artistic director of the ac-
claimed Stephen Sondheim Celebra-
tion at The Kennedy Center. For that
festival, he directed “Passion™ and
“Sunday in the Park with George.”
among eight of Sondheim’s works he
has directed during his career.

The choreographer is Karma
Camp, who has both Broadway and
off-Broadway credits, and as Schaef-
fer’s artistic associate at Signature The-
atre, she has collaborated with him on
more than 10 productions. The libret-
1o is by stage and television writer Dar-
rah Cloud, winner of NEA and Rock-

efeller grants and the Frederick Loewe
Musical Theatre Award, and Norman
Allen, the recipient of a Charles
MacArthur award for outstanding New
Play and two regional Emmy awards.
The costumes are by Broadway and re-
gional designer Ellen McCartney: the
lighting is by Paulie Jenkins; orches-
trations by Jonathan Tunick, and the
musical composer and arranger is Tim-
othy Mark Williams. Michael Curry,
who is the co-designer of the masks
and puppets of “The Lion King” on
Broadway, designed the Magic Mirror.

The scenery is by Tom Butsch,
who designed the spectacular and
memorable “Fantasmic!” and “The
Hunchback of Notre Dame Festival
of Fools” at Disneyland. Butsch has
based the look of the production on

the visual art of Maxfield Parrish
(1870-1966), whose work was very
popular at the time of the release of
the original film. Parrish created an
immersive world of nature with his
work, and his aesthetic helped define
the visual style of the early half of
the 20th century.

The score, with music and lyrics
by Frank Churchill and Larry Morey,
is one of the best known of any mu-
sical. “Whistle While You Work,”
“I'm Wishing,” “One Song,” “Heigh
Ho,” “The Washing Song (Bluddle-
Uddle-Um-Dum),” “The Silly Song.”
and “Some Day My Prince Will
Come” are all performed in this new
production. For general information
call (714) 7814565 or visit www.dis-
neyland.com.
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Mission Oaks Bank Named Gold

Business of the Year

continued from page 54

ministering a $25 million commercial
and real estate loan portfolio at the
Temecula-based community bank.

*“This promotion is in recognition
of Tim’s knowledge, assistance, hard
work and dedication to the bank.” said
Gary Votapka, Mission Oaks presi-
dent and chief executive.

In his new role, Freese will con-
tinue to oversee his own loan portfo-
lio but also serve as a resource for
other lenders in the bank to assure that
new and existing loans are structured
and managed properly.

Freese, a Temecula resident and
graduate of San Diego State Uni-
versity, has more than 25 years of
experience in banking, most recent-
ly assisting small- and medium-size

Subscribe Now! Call Today
LAND EMPIRE
bu

businesses in Southwest Riverside
County with commercial and real
estate loans

Active in community affairs,
Freese is the chairman elect of the
Murrieta Chamber of Commerce and
member of the citizens advisory and
general plan advisory committees for
the city of Murrieta. He also served as
a volunteer for several non-profit or-
ganizations in the Temecula Valley.

Mission Oaks National Bank is an
award-winning, community-based, fed-
erully chartered bank that is committed
to serving consumers and businesses in
Southwest Riverside and Northern San
Diego counties. The bank offers per-
sonalized services and products
through two full-service branch offices
and loan production offices in San
Diego and Phoenix
For more on Mis-

sion Oaks National

sness joumal it g

(909) 989-4733

United States.

costs but improve
your service
levels as
well.

site at missionoaks-
bank.com

lobalstride is a premier customer service solutions
company. Globalstride designs, builds and implements out-
sourced call center solution programs for our clients. We
currently offer voice (inbound and outbound), live chat, and
email management solutions. With full US support, our off-
shore service centers in Asia, we can generate significant
cost savings for our clients. Typically, our customer service
solutions save our customers up to 30% of comparable
operating costs for customer contact centers based in the

Globalstride hires only the most qualified representatives
and has 24/7 capabilities. All solutions are scalable to

fit your business needs. Globalstride has built the
offshore operations for multinationals such
as America Online and Citibank. We

are confident that we can develop
a solution for you that can not
only lower your operating

MANNERINO
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“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) 941-8610

stantial Cost Savin,

LER

script development, tracking and training
Globalstride can provide custom solutions as well.

We can also provide assistance in \
i
|
|

We offer flexible pilot and testing
programs to guarantee our initial
service levels. At Globalstride,
we are confident that you
will find that we can
offer world class
customer [
service,

Markefing
714.371.4035
909.236.66
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Real People
Real Relationships

Amrep Inc. is a truck body
manufacturer located in
Ontario, California. They
build truck bodies for
garbage trucks that are
purchased by businesses
and governments. Vivian
Ford, Chief Financial Officer
of Amrep, has found that
Citizens Business Bank
provides the same level

of customer service and *
personal attention that they
give their customers.

CITIZENS

BUSINESS BANK

The Bank Business Banks On

Start a real relationship with
Citizens Business Bank today!

www.chbank.com
1-877-4-CBBANK

Vivian Ford, CFO
Amrep, Inc.

Reluse Truck Manufacturers
Ontario, CA MEMBER FDIC
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