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Mitsubishi UFJ Financial Group, Inc. Union Bank is a proud member of the
Mitsubishi UFJ Financial Group (MUFG, NYSE:MTU), one of the world’s largest
financial organizations. Visit www.unionbank.com for more information.

© 2012 Union Bank, N.A. All rights reserved. Member FDIC.

would like to begin by
congratulating all of the honorees of
the Orange County Business
Journal’s Family Owned Business
Awards. Every closely held business
wants to set itself up for success and

become one of the leading companies in
its industry. The leaders of these
companies have a clear vision of where
they want to go and what they need to do
to get there. But while their objectives and strategy for growth may be sound, they do
not always choose partners who can help them grow – especially when it comes to
financial services providers.

When a family owned company is being established, it is natural for the principals
to work with banking partners with whom they have a track record, and those are
often the banks where they have their personal accounts. These banks may provide
a high level of personal service and may have some of the resources needed to help
the company grow. But in many cases, the company will find that it needs to establish
additional banking relationships that offer the more complex solutions needed to
support rapid growth. If the transition to the new banking relationship is not a smooth
one, an inadvertent consequence may be an interrupted growth cycle during a crucial
period of development.

What to Look For in a Banking Partner
In addition to basic commercial banking services, make sure the banks you

consider offer the specialized capabilities you will need during every phase of your
company’s growth –– even if you don’t currently need them. Here are five key
capabilities you should expect from your banking partners:

� Proactive relationship management is key to a successful partnership. It is
important for the bank you choose to know your business and understand your industry,
so it can be sensitive to areas of strategic importance and develop banking solutions

I
Choosing a Banking Partner That Can Help You Grow Your Business

by Kjell Gronvold, Senior Vice President, Union Bank

that are pertinent to the unique needs of
your company. Having a historical
knowledge of your company from day
one enables quick turnaround times that
can be extremely vital to rapidly growing
companies.

� International trade capabilities are
something nearly every mid-size
company will need to manage its foreign

exposure. Partner with a bank that is knowledgeable about operating in foreign
countries and has the ability to provide financial solutions in these locations.

� Access to capital markets can be important to some large corporations that seek
a diverse funding source. Accessing various capital markets requires a banking partner
with specialized capabilities and proficiency in this area.

� Hedging strategies are critical for companies that need to manage the risks
associated with interest rate and foreign currency fluctuations. A banking partner with
expertise in these areas can develop and recommend hedging strategies to protect the
company’s capital base and minimize impact to their earnings.

� Sophisticated treasury management tools become essential as a company
grows and its operations become more complex. Robust treasury management
technology helps create efficiencies and provides the information reporting a company’s
financial management team needs to make informed decisions.

Whatever the phase of your company’s development, be strategic in your choice of
a commercial banking partner. It will pay off in the long run – helping your family
owned business grow faster and minimizing disruption along the way.

The foregoing article is intended to provide general information about choosing a
banking partner and is not considered financial or tax advice from Union Bank.
Please consult your financial advisor.

Kjell Gronvold

Kjell Gronvold is senior vice president and manager
of Union Bank’s Orange County Corporate Banking
Business. He can be reached at 949.553.7102 or
Kjell.Gronvold@unionbank.com.
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nfortunately, it is fairly common.  Despite all parties’ best intentions and
efforts, sometimes a business deal just does not work out the way it was
intended and some or all its participants lose money. This was especially true
of real estate investments pending at the start of the Great Recession.

In our increasingly litigious world, it is also
somewhat common that when an investor loses

money – for whatever reason – he or she looks to the
courts in hopes of recovering the losses. When one is sued
under these circumstances, regrettably he or she often has
no choice but to expend substantial resources to vigorously
defend against a baseless lawsuit.

This is exactly the situation that a pair of BKCG clients
recently found themselves in.

The BKCG Clients are the principals and founders of a
successful environmental remediation company based here
in Orange County that specializes in remediating
contaminated soil and ground water. During the real estate
boom in the early 2000’s, the two entrepreneurs
participated in a real estate venture with a social acquaintance (the “Developer”)  to
acquire a parcel of undeveloped land on a hillside in Palm Springs, with the plan to
build a high-end custom home to sell for a profit.

Although the BKCG Clients’ original investment plan envisioned that they would
acquire the property and the Developer would manage the development, various
development delays forced the parties to abandon their original venture and change
course. Under the new plan, the Developer would purchase the undeveloped land from
the BKCG Clients and develop the property himself. To facilitate the sale of the property
from the BKCG Clients to the Developer, the parties utilized the services of a local
escrow company. The Escrow Company was responsible for documenting the terms of
this complex real estate transaction, and escrow was opened in late 2005. Although the
BKCG Clients and the Developer did everything in their power to close this transaction,
they were unsuccessful and all parties involved suffered significant losses, albeit some
more than others. Ultimately, the project ran into the buzz-saw of the souring economy,
and in 2008, the escrow was cancelled by mutual instructions.

More than two years after the business deal was cancelled, the BKCG Clients were
surprised to find themselves defendants in a lawsuit filed by one of the parties to this
failed real estate transaction. The real shocker was that the BKCG Clients were not
sued by the Developer, the only person they ever dealt with on the transaction. No,
instead, they were sued by a stranger, who, unbeknownst to the BKCG Clients, had
been investing with the Developer on various real estate deals. Although the Investor
originally sued the Developer, the disgruntled investor looked for additional sources of
recovery after the Developer filed for bankruptcy protection. Just months after the
bankruptcy, the Investor added the BKCG Clients to the lawsuit against the Developer
that had already been pending for two years. The Investor and his lawyers concocted
an elaborate, but amorphous, complaint with over a dozen causes of action, premised
on the theory that the BKCG Clients were in a conspiracy with the Developer to steal
his money under the guise of a failed real estate transaction.

Looking down the barrel of a lawsuit, the Clients brought in their litigation counsel at
BKCG. Through the pre-trial motion process, BKCG was able to pare down the lawsuit
to just a few legal claims, but the Investor would not give up. Because the BKCG
Clients certainly had not engaged in any conspiracy, they were understandably
frustrated by the attorneys’ fees and costs they were forced to endure in order to
defend themselves in this frivolous lawsuit.

The BKCG Clients were being held hostage in manner all too common in business
litigation. Fortunately for the Clients, BKCG recognized that the Escrow Company had
negligently prepared the escrow instructions documenting the sale such that the
document made the transaction appear unusual and suspicious, when in fact nothing
improper transpired. BKCG filed a cross-complaint against the Escrow Company for its
clients, asserting that the Escrow Company’s negligence caused the BKCG Clients to
be sued by the Investor, and seeking a finding from the Court that the Escrow Company

Sometimes the Best Defense Is a Good Offense
by Alton Burkhalter and Dan Kessler, Partners, Burkhalter Kessler Clement & George LLP

should be required to reimburse the BKCG Clients for all the attorneys’ fees and costs
they incurred defending themselves in the lawsuit from the Investor.

BKCG Litigation department head, Dan Kessler, and litigation associate Joshua
Waldman handled the litigation and ultimately tried the case in Orange County Superior

Court.  After two years of pre-trial litigation, and then ten
weeks of trial, the legal costs of defending the Investor’s case
were substantial.

“When we get the call from a client that they have been
dragged into a frivolous case, it is tremendously frustrating.
Our job, however, is to look for the best solution to get them
out of the lawsuit, and hopefully get them whole.” says
Kessler.

Fortunately, BKCG’s strategy worked. Not only did the
Court properly find that the BKCG Clients were not involved
in any conspiracy, the Court also concluded that the Escrow
Company’s negligence caused the BKCG Clients to have to
defend themselves in this lawsuit to begin with. As a result,
the Court ordered the Escrow Company to reimburse the

BKCG Clients for all of the fees and costs they incurred defending themselves in the
lawsuit which proves the old adage is often true – sometimes the best defense is a
good offense.

About Burkhalter Kessler Clement & George LLP

Based in Irvine, BKCG is an entrepreneurial law firm focused on business
litigation, corporate law, employment and real estate development. Ranked among
Orange County’s top 50 law firms by the Orange County Business Journal, BKCG’s
litigation team, led by partners Alton Burkhalter and Daniel Kessler, has a strong
history of litigation and trial success at all levels of state and federal courts. Through

U

Burkhalter Kessler

Alton G. Burkhalter
Managing Partner

Alton Burkhalter is the founding partner of Burkhalter Kessler Clement & George
LLP, a business law firm with roots in Orange County since 1985. Mr. Burkhalter is
an AV rated lawyer, the top ranking in ability and ethics by Martindale-Hubbell. He
was selected as a Southern California Super Lawyer for Business Litigation in
2007, 2008 and 2009.

Mr. Burkhalter is a seasoned business trial lawyer, as well as a sophisticated
transactional attorney. Mr. Burkhalter has successfully prosecuted and defended a
wide array of business cases. He has received multiple “8 figure” jury trial awards,
as well as several “7 figure” verdicts. In addition to his litigation practice, Mr.
Burkhalter handles transactions, such as public offerings, mergers and acquisi-
tions.

Mr. Burkhalter obtained his Bachelor of Science in Accounting, cum laude, from
Northwestern State University in his home state of Louisiana. After becoming a
Certified Public Accountant with a big five firm, Mr. Burkhalter earned his law de-
gree at Pepperdine University, graduating magna cum laude and ranked fifth in his
law school class. He is admitted to practice in California and Arizona.

Daniel J. Kessler
Partner

Daniel Kessler is the head of the firm’s litigation department and one of the firm’s
founding partners. Mr. Kessler has litigated and tried a wide variety of business
cases ranging from development disputes to fraud to water rights. Mr. Kessler has
secured multiple million-dollar jury verdicts for his clients, including significant puni-
tive damage awards. In 2008, Mr. Kessler prevailed on a motion to dismiss the op-
position’s case in its entirety in a high-profile Orange County development trial. Mr.
Kessler is a strong advocate for alternative dispute resolution, as well, participating
both as an advocate, and a neutral mediator. Mr. Kessler has lectured on mediation
at the Straus Institute for Dispute Resolution at Pepperdine University School of
Law. Mr. Kessler also serves as an adjunct professor of law at Whittier Law School,
teaching trade secrets.

Mr. Kessler was born in New York City, but grew up in Los Angeles. Mr. Kessler
received his B.A. in Political Science from the University of California at Berkeley in
1991. Mr. Kessler attended Whittier Law School in Los Angeles, California where
he graduated magna cum laude and ranked fourth in the law school class. During
law school, Mr. Kessler was the recipient of numerous honors, competed nationally
on moot court and served as an editor of the school’s law review. Following law
school, Mr. Kessler was clerk to the Honorable Kenneth R. Harkins of the United
States Court of Federal Claims in Washington, D.C. Mr. Kessler has been a past
board member for the Robert A. Banyard Inn of Court and is a listed on The Na-
tional Registry of Who’s Who. Mr. Kessler is admitted to practice in all courts in
California, and has appeared in courts across the nation.

repeat appearances in Southern California courts, the firm has established a
reputation with judges and opposing counsel as being a firm of credibility, integrity and
skill. Both Alton Burkhalter and William George, head of estate planning, are ‘AV’ rated
by Martindale Hubble and have been repeatedly honored as Southern California Super
Lawyers.
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About SingerLewak LLP

The Partners at SingerLewak who work with Entrepreneur & Family Owned Businesses, have the
passion, desire and experience this unique segment of the market needs.  The firm is regularly
called upon to provide assistance with growth strategies, family dynamic resolution, transition

planning, succession planning, valuation services, estate and gift tax strategies and various
entrepreneurial business services.  For more information, please visit www.singerlewak.com

n life, it seems there is an education process for everything we do. Some
processes are required (K through 12th), some are elective (advanced
education), and lastly, the “school of hard knocks” that teaches us everything we
didn’t learn (or failed to comprehend the first time) up to this point in our lives.

As we pass businesses from one generation to the next, is there a curriculum
to help educate the next generation and prepare them, as best as can be done,

to assume their future roles? I believe there is and it should be a prerequisite with
responsibility assumed by both generations (the obligation to teach and to learn). Let’s
discuss what this looks like.

Required Education
Teaching the basics in several fields such as:
Accounting – What and why are financial statements needed? What are the basic

business cycles (such as sales, purchasing, payroll, expenses, etc.) and how do these
roll up into the financials? What are key performance indicators that serve to predict
the future? What are key measurements that indicate the current health of a business
and how does our business compare to others in our field?

Banking – The lifeblood
of most businesses. What
are bank covenants and
this concept of personal
guarantees? What does a
bank look for in granting
new credit or expanding
existing lines? What do
we mean by “forming a
relationship?”

Human Resources –
How does a business
successfully navigate the employment environment in our great state? How do we hire
the right people, fire the wrong ones and create a culture to continue the succession
of our company?

Insurance – What are the different types of insurance required in business
(including, but not limited to, general liability, workers compensation, health and
benefits, etc.)? How are premiums set; what affects premiums; effective use of
deductibles; understanding the small print, etc.?

Legal – Handshakes or contracts, does it matter? How does a business legally
protect its rights by doing things correctly up front (such as effective PO’s, sales
invoices, collection rights)?

The above are just a few examples of subjects that should be incorporated into the
required education of the generation being groomed to take over your business.

How Do You Make This Happen?
The best way is to have your trusted advisor in each field meet one on one with the

next generation and spend the required time to go over the subject matter. Previous
generations should not be present so that the next generation feels free to ask any
questions they feel are necessary (some which may be VERY basic).

An alternative approach is to find a source that utilizes a “university” approach to
this process. For example, our firm conducts classes, usually on a monthly basis, that
are taught by professionals. We use a classroom style setting where individuals from
several companies participate in a small, intimate atmosphere where learning takes
place not only from the instructor, but each other as well.

Specialized Training – An MBA from the School of Hard Knocks
Learning in a controlled environment is one thing, but putting knowledge to practical

use is another. The current generation of ownership has a responsibility to include the
next generation in significant meetings, presentations, problem resolution,
discussions, etc. Start slowly and look for signs of curiosity and other traits, assuring
you that your curriculum is on the right path. Signs of negativity such as apathy,
indecision or a general sense of disinterest are warning signs to either slow down or
conclude (at least for the time being), that the next generation is not ready (or perhaps
will never be ready). The keys to this “MBA” program are:

� Learning from real-life situations.

� Asking the next generation what they would do and WHY – how did you reach 
your decision?

� Working through how the current generation of leadership reached their decision 
and WHY, reconciling the two decisions.

� Learning from “the Good, the Bad & the Ugly” situations. By this I mean, don’t 
just bring them into bank meetings when everything is great. Proper learning 
must incorporate the “tough” meetings when things aren’t going according to plan.

The Ultimate Class – Family Dynamics
The hardest lesson to teach and learn from is the class on family dynamics as the

business is transferred to next generations. This includes such subtopics as:
� How is the business transferred both in ownership 

and control?
� How does the current generation learn to change roles from the #1 star 

quarterback and being the general on field to the role of coaching, mentoring, 
etc.? How many times have we seen where these transitions are not well 
thought out and bitter wars erupt leaving damaging scars that take years to heal?

� How does the next generation assume the leadership role? What is necessary 
to earn respect and credibility from family, employees, vendors, customers, etc.? 
How is accountability defined and monitored for the protection of everyone?

� How are changes to the vision, business strategies and methods, etc. 
communicated, accepted and implemented by the family team?

� What added value can family members count on from the business and 
distributions from cash flow so that current and future needs are appropriately 
balanced?

More Questions than Answers
Learning is a lifelong process. As lessons are conquered, new ones arise as our

environment continues to change. The education curriculum outlined above is
nothing more than a framework to be adapted and uniquely tailored for your
particular needs and current dynamics. To learn more, or for more guidance, feel free
to contact me.

David can be contacted at dkrajanowski@singerlewak.com or 949.261.8600.

I
Educational Curriculum For Family-Owned Businesses

by David Krajanowski, Co-Managing Partner, SingerLewak

B-52 ORANGE COUNTY BUSINESS JOURNAL                                                                    FAMILY OWNED BUSINESS AWARDS Advertising Supplement OCTOBER 8, 2012

David Krajanowski

David Krajanowski is the co-managing partner of
SingerLewak. As a seasoned financial professional with a
proven track record, David has more than 30 years of
experience in accounting. The scope of his expertise
ranges from directing assurance services and advising
clients on mergers and acquisitions, financing, strategic
planning, and other management issues. David has
coached and advised many businesses bridging the
succession questions whether it be sale or transfer among generations. David
has authored articles for publications such as the Orange County Register, the
Los Angeles Business Journal and others.

David graduated magna cum laude from California State University, Northridge
with a Bachelor of Science degree in Business Administration. David is a
dedicated community leader and is a member of numerous organizations
including: president of the Association for Corporate Growth (Orange County
Chapter) and SCR (South Coast Repertory Theatre). David recently served as
North American and World President of PrimeGlobal, an association of
independent accounting firms. He is a member of the American Institute of
Certified Public Accountants, California Society of CPAs and Beta Alpha Psi.

The current generation of ownership
has a responsibility to include the

next generation in significant
meetings, presentations, problem
resolution, discussions, etc. Start

slowly and look for signs of curiosity
and other traits, assuring you that

your curriculum is on the right path.
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t is a privilege to be entrusted with the safekeeping of wealth from generation to
generation. Therefore, we must ensure security, stability and peace of mind.”
- C.J. Walker, Founder, Farmers and Merchants Trust Co.

When C.J. Walker founded Farmers and
Merchants Trust Company in 1920, he set out

to help the members of our community build a legacy
that would span generations. The demands of modern
society and current challenges in the economy call for a
nimble, yet sophisticated approach to trust management.
This practice remains a very personal endeavor that
requires a commitment to ethics, local expertise and the
knowledge that can only be gained by more than 90
years of experience. These characteristics are in our
DNA at Farmers and Merchants Trust Company.

Service That Spans Generations
From left: Daniel Walker, Jay Ferrara, Christine Walker, Kevin Tiber, Sean Miller

Many of Farmers and Merchants Trust Company’s clients reach back to the mid-twentieth
century. This has taught us three valuable lessons:

1. Making conservative, long-term investments is the key to growing wealth
2. Clients should be treated like members of your own family
3. Educating future generations will promote long-term wealth

At Farmers and Merchants Trust Company, every client relationship has its own unique
history. We know this from firsthand experience. Farmers and Merchants Trust Company
spans five generations of the Walker family and the many experiences that contributed to
the family’s legacy directly translate into our client relationships.

It is true that much has changed after 90 years serving Southern Californians. However,
our commitment to service, community and legacy remains constant. It’s our promise to you
and the many generations that follow.

For more information, please call 949.900.8021 or visit www.fmtrust.com.

“I
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ells Fargo Commercial Banking congratulates each of the nominees of
the 2012 Family Owned Business Awards presented by the Orange
County Business Journal.  We are delighted to join in honoring these
outstanding and truly deserving individuals for their achievements in their
respective fields. We are proud to be able to support their efforts through
our capabilities in our Orange County commercial banking offices in

Anaheim and Irvine.    
When you work with Wells Fargo Commercial Banking, you work with an industry

leader. Our local, dedicated relationship managers focus on understanding your
company’s vision as well as the details for its operations. Our wide range of
commercial banking services gives us the flexibility to meet all your needs, no matter
where you are in the business cycle. We are committed to helping you build your
business with our mix of talented people, local service, tailored solutions, and industry
and regional expertise.

Wells Fargo serves local middle-market companies doing business around the world
through our Commercial Banking and Global Banking offices here in Southern
California. We have the infrastructure and expertise to provide our customers with
access to cross-border banking services, including lending and treasury management
services. With more than 30 overseas offices, Wells Fargo is currently ranked #2 for
worldwide market share for primary correspondent bank relationships and is one of the
largest providers of foreign exchange services in North America*.

Local Decision Making and Support For Your Business
Wells Fargo has relationship and lending managers strategically located in offices in

Anaheim and Irvine. Our local commercial banking team understands the local
economy and business environment and has the authority to make lending decisions.

Our Customers
Our customers are companies with annual revenues in excess of $20 million,

including manufacturers, real estate investors, wholesalers, retailers, distributors,
importers, exporters, technology businesses, life science businesses and services
companies. We also work with agribusiness and production agriculture businesses in
Southern California.

Our comprehensive suite of commercial banking services includes:
� Tailored financing (including lines of credit, term loans, investor real estate*, 

equipment loans, syndications, asset-based lending and more)
� Treasury management
� Global banking
� Risk management and insurance†

� Investment banking* and capital markets services*

� Commercial real estate
� Asset management
� Business valuation and succession planning
� Employee benefits†

� Wealth management
� Commercial Electronic Office® (CEO®) banking portal

The Wells Fargo Advantage
At Wells Fargo, we focus on building long-term relationships with our customers. You

work with a local relationship manager who is dedicated to understanding your
business nearly as well as you do. Wells Fargo’s strength, combined with our wide
range of products and services, mean we can support you through various economic
cycles and phases of your business.

For more information about Wells Fargo, please visit wellsfargo.com.

*Source: The Brand Finance Banking 500 report

Wells Fargo Wealth Management provides products and services through Wells

W
We Congratulate the 

2012 Family Owned Business Nominees
by Patty Juarez and Paul O’Mara, Regional Vice Presidents, Wells Fargo

Fargo Bank, N.A. and its various affiliates and subsidiaries.  Insurance products are
offered through Wells Fargo & Company affiliated non-bank insurance agencies
(California Insurance License #26-0070024).

† Wells Fargo Insurance is made up of the following licensed insurance entities:
Wells Fargo Insurance Services USA, Inc., Wells Fargo Insurance of WV, Inc., Wells
Fargo Special Risks, Inc. and Wells Fargo Insurance, Inc.

Insurance products are offered through non-bank insurance agency affiliates of
Wells Fargo & Company and are underwritten by unaffiliated insurance companies,
with the exception of crop and flood insurance. Crop and flood insurance may be
underwritten by Wells Fargo Insurance Services USA, Inc.’s affiliate, Rural Community
Insurance Company. Banking and insurance decisions are made independently and do
not influence each other.

Deposit and credit products are offered by Wells Fargo Bank, N.A. Member FDIC.

Patty Juarez
Regional Vice President

Patty oversees the commercial banking office in Anaheim
covering North Orange County. She can be reached at
juarezp@wellsfargo.com or 714.712.2500.

Paul O’Mara
Regional Vice President

Paul oversees the commercial banking office in Irvine
covering South Orange County. 

He can be reached at paul.a.omara@wellsfargo.com or
949.251.4152.

•   Largest Middle-Market Lender in the US (2011, Commercial Banking Momentum 
Monitor)

•   Largest Bank Agribusiness lender (2012 FDIC)
•   Second Largest Bank-Affiliated Equipment Finance Provider in the U.S. (Monitor 

100, 2012)
•   Best Mobile Solutions Provider (Global Finance Magazine, 2012)
•   Best Bank for Payments and Collections (North America, 2012) Global Finance 

Magazine
•   Highest Customer Satisfaction among American Large Banks (American 

Customer Satisfaction Index, 2011)
•   Excellence in Middle-Market International Banking Services (Greenwich 

Associates 2012)
•   #1 in Total Commercial Real Estate Originations in the US (Barron’s, 2011. 

Based on assets under management, accounts greater than $5 million)
•   Fifth Largest Insurance Broker (Business Insurance 2012)
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or most entrepreneurs, planning for the continuity of the enterprise is the ultimate
management challenge. All business owners will one day face the decision of either
selling their business or transferring ownership to a family member. If you don’t lay out
plans for the eventuality, it will be made for you by the IRS and the courts, as your
family members sit helplessly by and watch your life’s work disintegrate.

The first step is to sit down with your family members and key senior employees
and figure out where you want the business to go over the next 20 years. Think strategically
about what steps you’ll have to take to get there. Then decide what you can do for yourself and
where you’ll need professional help in planning your moves and executing them.

You will need to assemble a team of professionals that you trust. Attorneys, financial advisor
and your CPA should certainly be represented.

Here are some items your CPA can assist you with:
You will need a business valuation. This should be done on a periodic basis to be reflective

of the current value of your enterprise.
Structuring the agreement and deciding how you should be paid.
� Developing strategies that maximize your tax advantages and help you to reach your 

personal financial objectives
� Coordinating your business succession plan into your overall estate plan to assure 

compatibility and tax savings
� Recommending insurance products to protect your investment and pay for possible tax 

liabilities in the transfer of ownership
� Outlining investment options and opportunities to continue to maximize tax savings and 

protect your financial security after retirement
For more information or assistance with your business succession plan or your estate plan

call ELLS CPAs & Business Advisors.

F
The Importance of

Business Succession Planning

t was 15 years ago that the Ayres Hotels of Southern California established the core
values that would become the foundation and focal point of this family owned
business: caring about people, valuing teamwork and delivering results. These core
values, coupled with 107 years of business savvy, have led to a legacy of integrity,
teamwork and guest satisfaction that has allowed for the incremental expansion of
the hotel chain.

Construction has already begun on two new, beautiful hotels in Fountain Valley and
Orange, and with a resort set to open in Paso Robles in spring of 2014, the Ayres Hotels of
Southern California brand continues to establish itself as a leader in hospitality anchored by
impeccable service and the most comfortable accommodations. This expansion also means
the continued evolution of the hotel brand through increased exposure on various digital
forums, including online travel agencies and social media sites.

Over 100 years of experience means the Ayres family has mastered the art of venturing
intelligently into the new mediums that become vital for the success of their business. An
inimitable combination of longevity, judiciousness and adherence to well-defined principles
has laid the foundation for another 100 years of accomplishment.

To learn more about the Ayres Hotels online, prospective guests are invited to visit
www.ayreshotels.com, where they can view each of the hotels, make reservations and view
current specials. Planning an upcoming event? There’s even an online Request For
Proposal (RFP) for planners to easily submit their requirements and receive a timely
proposal in return.

I
Expansion, Exposure and Evolution of

the Ayres Hotels

The Ayres Family

Edward J. Lieber

Edward J. Lieber is managing partner and a tax shareholder at ELLS
CPAs. Ed’s area of expertise include corporate taxation, real estate tax
strategies, IRS and Franchise Tax Board representation, growth
strategies, business advisory services and retirement planning. Ed
works closely with clients to examine all aspects of their financial
portfolio and create a plan to protect wealth from excessive taxation. Ed
can be reached at 714.569.1000 or elieber@ellcpas.com.
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usiness owners can spend a lifetime building their enterprises, in the process
creating substantial value and significant income. Deciding when and how to sell
or transfer a business, therefore, can be a monumental decision. Selling it to a
third party is one approach, which brings with it numerous financial, tax and
personal considerations. However, for many entrepreneurs, their goal is to pass
their business on to family members as part of their legacy. This route is no simple

manner on many fronts, not the least of which is tax planning.

Maximize Your Exemption
If you do wish to transfer ownership to the next generation, starting such transfers sooner

rather than later can be a smart move tax-wise – especially this year. The 2012 federal gift
tax exemption is $5.12 million, but it’s scheduled to drop to $1 million in 2013.

By gifting interests now, you can potentially lock in the currently high exemption, plus
keep future appreciation out of your taxable estate. (Keep in mind, however, that any gift
tax exemption used during your life will reduce your estate tax exemption dollar for dollar.)
This can potentially be a very valuable aspect of the strategy, in the event that your
business is primed for future appreciation!

In some situations passing on full control of the company doesn’t make sense in the
near-term, for example when your children aren’t yet old enough or have enough
experience to run the company. If you’re not ready to relinquish operational control, simply
hold on to more than 50 percent of the ownership interests.

B
Transferring Ownership to the Next Generation? 

Now May Be the Best Time, Tax-Wise!
by Jeff Hipshman, Partner, HMWC CPAs & Business Advisors

An added benefit of retaining control is that the interests you’re transferring may be
eligible for minority and lack-of-marketability discounts, which reduce value for gift tax
purposes. You’ll need help from a professional appraiser to determine the fair market value
of your business and the appropriate valuation discounts.

Leverage Annual Exclusions
What if you are relatively young and want to be involved in running the business for

another 20 years or more, yet you definitely want to transfer ownership to your heirs? There
are several viable strategies available in this case. For example, you can transfer ownership
over time by systematically gifting interests equal to the annual gift tax exclusion (currently
$13,000 per recipient) each year. Even though such gifts are tax-free, they don’t count
toward your gift tax exemption.

So you can use your annual exclusions to make tax-free gifts in excess of your gift tax
exemption or to preserve your exemption for future use.

Form an FLP
If you’d like to transfer more than 50 percent of ownership yet remain in operational

control, consider a family limited partnership (FLP). You can gift limited partnership interests
to your heirs but retain a general partnership interest and continue to control day-to-day
operations. This can be done immediately or over time, applying your gift tax exemption or
exclusions and valuation discounts as appropriate. So this structure can be very beneficial in
that you can stay around and run the business, building its value and training your heirs in
its operations, while at the same systematically planning for the ownership transition of the
company according to your wishes and minimizing taxation for your heirs.

Be advised: The IRS often challenges the validity of FLPs. It’s important to structure and
operate yours in a way that will pass muster.

GRATS and IDGTs
Given the current economic and legislative environment, two other strategies to consider

are transfers to grantor retained annuity trusts (GRATs) and sales to intentionally defective
grantor trusts (IDGTs). These are “estate freeze” techniques and allow for the transfer of a
business’s future appreciation without significant use of federal estate and gift tax
exemptions. Closely held business interests are particularly well-suited for GRATs and
IDGTs, especially if minority and lack of marketability discounts can be applied to reduce the
value.

Get Started
These fundamental methods are a good place to get started thinking about how to take

advantage of your gift tax exemption and exclusions to transfer ownership of your business
to your heirs. Many more-complex options are also available that can help you further
leverage them.

Work with your CPA to pinpoint the best way to put the company you’ve worked so hard to
build safely in the hands of your chosen successors.

Jeff Hipshman

Jeff Hipshman is a partner at HMWC CPAs & Business
Advisors (www.hmwccpa.com). Contact him at 714.505.9000 to
discuss how your company or client could benefit from HMWC’s
services.

About HMWC CPAs & Business Advisors

For more than 40 years, HMWC CPAs & Business Advisors has specialized in
serving the financial and tax needs of privately held businesses and their owners
throughout Southern California. The firm is one of Orange County’s top 25
accounting firms as ranked by the Orange County Business Journal, and is the
largest in Tustin. The firm has also been named by the Tustin Chamber of Commerce
as the "2012 Small Business of the Year." Industries and markets served by HMWC
include real estate, contractors, health care, manufacturing, professional services,
financial services, not-for-profit, women-owned businesses and seniors.
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uccess, in my opinion, is based on three
simple questions. Success in life, in work, in
relationships – it all comes down to these
questions.

Are you ready? No, that wasn’t one of the
questions. Here you go.

What do you want? Can you see it? Are you willing
to work to get it?

In life, in your career, in your relationships – what is
most important to you? What are you doing today to
get you to where, or what, you want? Can you see it? What is standing in the way? My
belief is that people do not succeed or get what they want for one of three reasons. They
don’t know what they want; they can’t see what they want; or they aren’t willing to do the
work to get what they want.

Can You See It?
If you truly value something, you will do what you can to protect it

or to obtain it. But if you can’t see what you are seeking, if you have
no experience of what it feels like to have it, all the work in the world
probably will not get you any closer to obtaining the goal than if you
simply did nothing. Many people know what they want, and sit
around dreaming about it all day long, but do not work. Others bust
their humps all day, but really don’t have a vision of what they want.
They just work and work and work, yet are no closer to happiness.

I know some people who obtain houses, cars, boats, take
extravagant vacations and work tirelessly to be able to afford these
things, yet they are not happy.

Success and Happiness
I heard a quote recently, “Happiness brings success.” Too often, we twist that around to

“Success brings happiness.” My feeling is that, to be truly happy, we must know what is
important to us, see our lives surrounded by the things, people, or belief systems that are
important to us, and then work to get (and stay) there.

I play golf. Not as often, or as well, as I would like, but
since I was about 12 years old, I have enjoyed playing golf,
first with my Dad, then my friends, and now, also with my
wife. Many members of my family play golf as well.

Other than a year on a local college golf team, and a few
junior tournaments as a teenager, the joy and recreation of
golf are what have kept me going back for more, even though
I have never been good enough to make a living at it. Being a great golfer was not a value
of mine, so I did not put forth the effort to be a great golfer. I could see myself being great,
but it wasn’t so important to me that I put in the hours of practice to get there.

Visualize It
One life lesson that I learned from playing golf since I was 12 was about the power of

visualization. Often, after I have lined up my shot, I will take a couple of practice swings to
get the feel for what I want to do when I step up to the ball, and then I will close my eyes
before the live swing, and visualize what I want to accomplish with the shot.

I can’t tell you that it works 100 percent of the time because if it did, I would be making
millions on the PGA tour! What I will tell you, however, is that it works more often than it
doesn’t. Everything is created mentally and spiritually, before it is created physically.

Look around at the buildings near you. The developer didn’t just show up and start
building. He had a plan, an idea, a blueprint and many visions of what he wanted to build
before the first shovel broke ground and the foundation was poured.

The same holds true for anything we do in life. If we allow ourselves the time to ponder,
visualize, or even meditate on the results we are after, we will dramatically increase our
chances of success.

When we focus on avoiding the sand trap instead of on hitting the green, the results are
often disastrous, for it is impossible to think negative thoughts in a positive way.

Make sure your goals are specific and precise. I’ve heard it said that our goals must be
SMART (Specific, Measurable, Attainable, Results-oriented and Time-bound).

S
Identify Your Values, Create the Vision, Then Get To Work!

By Ed Hart, Director, Center for Family Business, Cal State Fullerton Mihaylo College of Business and Economics

“I want to make money” is not a SMART goal. “I
want to make $100,000 by December 31, 2012, is a
better example of a SMART goal. It is specific,
measurable, can be attained, produces results and
has a fixed timeframe.

As we visualize the results we are after, being
SMART in the way in which we visualize, we will begin
to see the results that we are after, in our personal,
family, professional, financial, spiritual and all other
aspects of our lives.

So, change your mindset from, “I want to hit a nice shot” or “I hope I don’t hit this one into
the water” to “I am putting this shot six feet from the hole,” and you will start seeing the
results that will bring dramatic improvement to your life. Visualization allows us to see
exactly what we want before we create it – it keeps our focus on what is most important to
us in that moment.

As Chairman of the Carlson Cos. Curt Carlson once noted, “Obstacles are those
frightening things you see when you take your eye off the target.”

Core Values
As the Director of the Center for Family Business here at Cal State Fullerton, my days are

spent working with family owned companies throughout Southern California. I have the
privilege of meeting with leaders, founders and executives of these companies on a regular
basis, and the ones who are the most successful share many common traits, one of which
is the power, and patience, to see things in their mind before they created them physically.
Of course, there have been obstacles, and the occasional detours, but ultimately one
characteristic that they all share is that they have kept the vision in their minds of where
they want to be. They have not lost focus of the dream. With that focus, they have worked
to get there.

Over 70 percent of all companies in America are family owned, so chances are you either
work for, or with, a family business in your day-to-day dealings. One of the characteristics I
see in America’s best businesses, family owned or not, is that they have an established set
of core values – principles and beliefs that drive everything they do. Successful family
businesses are known for sticking with their values, and operating their entire organization

around those values. Many people prefer to do business with
family companies for just that reason…they like the values for
which these companies stand.

Core values are the foundation of any successful organization.
As we identify what our core values are, we then visualize how
the organization, project, or event, will look, based on these
values. If a core value is discipline, then the company will be

known for how disciplined it is. If a core value of an organization is integrity, then that
organization will have a reputation for keeping its promises, every single time. Once we
establish the core values, we then visualize how our company will operate, driven by these
values and we execute the plan.

When a professional golfer sets his/her sights on being the best golfer in the world,
he/she sees what it will look like to see his/her name at the top of the world golf rankings, to
sink the winning putt at the U.S. Open, or to live in a big house that earnings have created.
To get there, core values must be centered on work, patience, diligence and fitness. Sure,
there are many other values to consider, but until establishing what the core values are, all
the visualizing in the world won’t do anything without acknowledging the effort it will take to
get there.

Just as success in your company or career, is based on the efforts you have put forth,
your ability to see what it is you want has played a partnership role in your work. Successful
businesses (family and traditional), from my research and experience, are led by people
who are consistent in their core values, are able to see their values driving the business,
and are gifted in hiring and/or developing people who share these same values and vision.

Three Questions
So, if you are not where you want to be today, in any aspect of your life, ask yourself

these three questions: What do you want? Can you see it? Are you willing to work to get it?
If you can answer these questions specifically, and using SMART goals, you are well on
your way to the success that happiness brings.

Ed Hart

The Advisory Board of the Cal State Fullerton Center for Family Business is comprised of family business leaders and service
providers from around Orange County.

“See it, feel it, do it.”

- Tom House
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f you’re interested in increasing the
value of your business,
management succession planning
should be one of your top strategic
priorities. It’s not just about the

person at the top – it’s an organization-
wide effort that can help ensure the
continued success of your business for
years to come. A formal plan develops key successors and enhances a company’s
performance, value and transferability. It can also ensure your business retains its
established business culture. There are five keys to success.

Develop a Plan
Your strategic plan should address how management succession fits into your overall

approach to attracting, developing and retaining key employees. Specifically, it should
address:

� Why management succession is important to the future of the company
� Who is included in the management succession program
� What steps comprise the management succession process
� When management succession will take place

Start Early
If you wait to address management succession until you start thinking about retirement,

you’ve waited too long. Management succession is a long-term process through which
potential future leaders are developed at multiple levels and across departments and
functions.

If yours is one of the many businesses that haven’t introduced a proactive succession-
planning program, you can jump-start the process by evaluating your senior management
team and the next highest level of managers, assessing your training and development
activities, and understanding your recruiting and retention track record. This will help you
design a plan that’s tailored to your business. And if current management isn’t performing at
its best, this can be a good opportunity to enact changes.

Build a Bench
It’s risky to have only one succession option available. You should strive to develop

multiple successor candidates for each key position. Middle-market companies can learn a
lot from the high-potential programs used by larger companies. These involve identifying
potential future leaders and applying rotational and training arrangements to enhance their
expertise in each major facet of the business, including finance, IT, customer service,
operations, sales and marketing, and product development.

I
Management Succession: 

Five Keys to Transitioning Your Business
by Corinne Baughman, Partner, and Mark Steranka, Director of Policy and Planning, Moss Adams LLP

Take a Long View
Management succession and

ownership transition are often confused
when the leader of a company is also the
owner. For family owned businesses
expecting to transfer ownership from one
generation to the next, sometimes the
best course of action is to separate

ownership from leadership, because even if you’re ready to transition ownership, the next
generation may not be ready to take on leadership.

In this situation you should identify the best candidate (internal or external) to run the
business and let the management succession program prepare the next generation to
eventually take over. This path will best serve the interests of the business, its employees
and your family in the long run.

Communicate Intent
Uncertainty can negatively impact employee morale. When business leaders approach

retirement age, especially when they’re owners, employees start to wonder about the future
of the company. As is human nature, employees tend to dwell on the worst-case scenarios.
As a result, it’s important to proactively and transparently communicate your organization’s
management succession plan.

Focusing on retention of key management leading up to and following any transition must
also be a top priority. You may need to provide additional incentives (typically financial) to
reassure key managers that you care about their well-being and value their ongoing
contributions to the company’s success.

The Bottom Line
If you’ve developed a management succession plan, instituted it well in advance of a

leadership succession event, created multiple succession options for core positions, taken
a long view toward business leadership, and communicated your plans to employees, then
you’re well on your way to successful management succession – and well ahead of most
businesses. Waiting until the last minute to address management succession issues will
limit your options.

Corinne Baughman

Corinne Baughman works with closely held and venture-
backed organizations on mergers and acquisitions, ownership
transitions, entity selection, compliance and reporting, and
federal, state, local, and international tax. She can be reached at
949.221.4048 or corinne.baughman@mossadams.com.

Mark Steranka

Mark Steranka specializes in management consulting services for businesses, not-
for-profits, and governmental entities. He can be reached at 206.302.6409 or at
mark.steranka@mossadams.com.
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ommitment to Clients
The Waltos Group’s mission is to deliver on

our promise to help create and secure legacies
in our community. Our crucial role at the Waltos
Group is to help clients choose the right
financial solution to address their needs. Our
advisors and financial representatives work

with our clients to help them prepare for their financial
futures. They do so by listening carefully as their clients explain their unique financial goals
and lifelong dreams, and providing solutions that include:

� Investment Services
� Financial Planning
� Employee & Executive Benefit Services
� Estate Planning
� Advisory Services
Among the products we offer are:
� Life Insurance
� Disability Income Insurance
� Long-Term Care Insurance
� Mutual Funds
� Annuities
Our organization focuses on risk-based solutions first; followed by wealth accumulation,

wealth preservation and wealth distribution. We really do this by developing long-term client
relationships; not by completing transactions. We focus on having consistent contact and
meaningful communication. This strategy works for our clients in all economic cycles.

The Waltos Group also has a reputation for excellence in the full range of brokerage and
consulting services we offer to employers to help manage their employee benefits programs
through our Strategic Employee Benefits Services¹. In addition to our own professional staff
and value-added services, SEBS is able to provide a wealth of resources to its clients
through prestigious national affiliations. SEBS is committed to
delivering tailored benefit solutions with thoughtful strategic
planning, valuable professional services and technology-based
solutions that result in sustained customer and employee
satisfaction. Through initiative and follow-through, SEBS helps
its customers find answers, implement solutions and anticipate
outcomes.”

Commitment to Career Development
The Waltos Group is continually taking active steps to grow in

order to keep pace with the growing demand for financial
security guidance, products and services. Over the next five
years, we plan on adding nearly 150 additional financial
representatives along with 100 additional people to serve those representatives. We are
excited to have recently signed lease extensions into 2022 and finished a remodel of nearly
30,000 square feet in Newport Beach in addition to our three other local offices.
Northwestern Mutual is proud to be named as “Best Place to Work in the Insurance
Industry” by Glassdoor.com’s “Best Places to Work” Survey, Dec. 2010.

In 2012, we plan to add 50 full-time representatives and 75 interns. We are excited to
offer our financial representatives exclusive access to a variety of innovative solutions and
services in an environment where their potential is as virtually unlimited as their energy,
commitment and drive.

In addition to doubling the number of financial representatives at our firm in the next few
years, we also have internships available. Northwestern Mutual’s internship program was
named as one of the Top 10 Internships in America, according to the 2011 Vault Guide to
Internships, for a good reason – it gives you real-world experience from day one. As a
financial representative intern, you are trained and mentored by industry veterans who know
what it takes to succeed. You learn how to run a business from one of the most respected
companies around. And you test drive a promising career where you can achieve your goals

The Waltos Group Makes a Difference in Orange County
The Waltos Group of Northwestern Mutual consists of over 100 financial representatives serving over 40,000

clients in Orange, Los Angeles, Riverside and San Bernardino Counties
and have an impact on people’s lives.

Commitment to Strength
Our financial representatives, advisors and specialists are

part of a network that has continued to stand strong in all
types of economies. Northwestern Mutual has been around
for 155 years, serving Orange County since 1886, and

since then has only had seven leaders, including the current managing partner, Bob Waltos.
Now operating as The Waltos Group this office remains strong, stable and committed to
doing the right thing for our policy-owners. We are proud that in March 2012, FORTUNE
magazine ranked Northwestern Mutual as one of the “World’s Most Admired Companies” in
the life insurance industry. In addition, Northwestern Mutual’s ratings are unsurpassed in the
industry from the four major ratings agencies². Although future dividends cannot be
guaranteed, the Board of Trustees of The Northwestern Mutual Life Insurance Company has
approved a dividend payout of nearly $5 billion for participating policy owners for 2012, an
increase of more than $125 million over its expected 2011 payout, which will be the second
highest payout in company history.  During the economic volatility of 2009 and 2010,
Northwestern Mutual maintained a strong capital position by focusing on the fundamentals
and remaining committed to its long-term perspective. We guard, protect and value our
reputation; it is both our legacy and our future.

Commitment to Community
The Waltos Group is an active member of the community. We are consistently involved

with a variety of local organizations including: Chapman University (Bob Waltos is chairman
of the board of counselors), The Tiger Woods Learning Center, Big Brothers Big Sisters of
Orange County, The Cystic Fibrosis Foundation, Mariners Christian School, Hoag Hospital,
CHOC, University of California Irvine Wealth Management School, CSUF, CSULB, Orange
County Young Executives, Working Wardrobes, the Santa Ana Chamber of Commerce,
Hillview Acres, Cure Duchenes and many more. We believe that it is critical to show how
passionate we are about giving back; not only through monetary means, but also through

the personal time commitments of the more than 100 financial
professionals in our organization. Our financial representatives
are continually spending their time giving back to a variety of
charity organizations, spending thousands of hours every year.
Many of our financial representatives are Bigs through the Big
Brother Big Sister Program and they spend hours with young
children making a difference in their lives. We are also proud to
host and sponsor many events throughout the year in hopes to
make our community a better place. The extent of our
commitment sets us apart from other organizations in our
industry.

The Waltos Group likes to think of our associates as “Quiet
Achievers,” a term coined and used to bestow an annual award

upon an OC individual who has demonstrated exemplary vision and leadership improving life
in the community for others at an event sponsored by O.C. Metro business magazine, also
supported by The Waltos Group.

For more information please call Bob Waltos, managing partner at 949.863.5851 and visit
our website www.waltosgroup.com.

1 Strategic Employee Benefit Services is a marketing program in which local independently
owned and operated companies that are not subsidiaries or affiliates of The Northwestern
Mutual Life Insurance Company provide comprehensive employee benefit services.
Strategic Employee Benefit Services provides Northwestern Mutual Financial
Representatives with access to a variety of top employee benefit companies.

2 A.M. Best Company A++(highest), 4/2012; Fitch Ratings AAA(highest), 6/2012; Moody’s
Investor Service Aaa (highest), 10/2012; Standard & Poor’s AA+(second highest), 6/2012.
Ratings are subject to change.

Waltos Group Recruiting

Bob Waltos

C

“We go about our business quietly and
get the job done, never losing sight of
the bigger picture – the welfare of
the entire community. We believe in 

working to make a difference for each
client individually. The success of one

can spread to success for many.” 
- Bob Waltos
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2012 Family Owned Business Nominees
Absolutely Fabulous Unique Gifts & Décor, Huntington Beach
Diane Silverstein, Owner
Ron Silverstein, Financial Officer
Ian Souter, Web/Marketing/Photography

Absolutely Fabulous was born six
weeks after Diane Silverstein saw a
for lease sign in Warner-Dale
square. Six weeks to buy all of the
product, purchase the hardware for
the store, enter inventory and open
the doors. Six years later,
Absolutely Fabulous has found
itself at the top of many national
awards. Diane has been honored
as top three in the nation for visual
merchandising twice and top three
for marketing once by Gifts &
Decorative Accessories Magazine –
the leader in the gifts and decorative accessories field. Last year, Absolutely Fabulous also
won a small business makeover from Pitney Bowes. From this honor, the business won
thousands of dollars in postage software and hardware, and as a result is now able to
complete e-commerce orders. The store’s success is not only reflected in its accolades, but
also in the yearly sales growth Absolutely Fabulous has experienced from 2007 to 2011.

Advance Beauty College Inc., Garden Grove
Tam Nguyen, President
Linh Nguyen, Vice President
Christine Nguyen, Human Resources Director

Advance Beauty College Inc. is a second-
generation business founded as Tam’s
Beauty Colleges in 1985 and with the
current owners taking over the business in
1999. There were many challenges in
transitioning a mom-and-pop family
business to a second-generation ownership
that would take the business mainstream.
The changeover was successful with the
addition of new programs as well as an
extra campus in Laguna Hills, Calif. The
business has grown from a total of three
employees and 20 initial students to 37
employees, approximately 500 students and over 25,000 graduates. Multiple members of
the family are involved in almost every aspect of the business and have served as
administrators and educators. The business was nominated by Senator Correa as
“California Small Business of the Year” in 2011 and in the same year was the Asian
Business Association of Orange County “JubilASIAN” Award Recipient.

Advanced Workplace Strategies Inc., Tustin
Joseph Gonzalez, President
Michael J. Gonzalez, Executive Vice President
Randy Gonzalez, Vice President of IT
Lyndsey Gonzalez, Accounts Payable

A strong family dynamic has
provided the proper mix of talent that
has helped Advanced Workplace
Strategies Inc. (AWSI) grow into one
of the leading national providers of
drug testing and background
screening services. From 2009 to
2012, the business has been
included in Inc. 5000 “Fastest
Growing Privately Held Companies”
list. AWSI President Joe Gonzalez
brings years of experience including
his time as president of Pacific Electricord. Joe’s eldest son Randy is the vice president of IT

and provides the backbone of AWSI’s IT department, having written all the software and the
web structure for the company. Joe’s other son Michael is executive vice president and has
a unique quality of identifying the specific needs of each client and ensures that AWSI
develops exact solutions for each client. Joe’s granddaughter Lyndsey is continuing the
family tradition and works on the accounting side of the business. AWSI began operations
in the bedroom Randy vacated when he moved out of the house and has grown to the
current 39 employees.

Aitken Aitken Cohn, Santa Ana
Wylie Aitken, Founding Partner/CEO
Darren Aitken, Partner
Christopher Aitken, Partner
Ashleigh Aitken, Senior Associate

Established in 1973 in Santa
Ana, Aitken Aitken Cohn’s success
in law is attributed not only to
founder Wylie Aitken’s passion for
law, but also the long hours
devoted to his injured clients to
obtain the best results. With three
children, it appears that Wylie was
a good role model because both
his sons and daughter obtained
their law degree and are members
of Aitken Aitken Cohn. The firm is
the recipient of numerous
prestigious awards, including
Franklin G. West Award, and it was recognized as one of the “Best Law Firms” by Best
Lawyers and U.S. News & World Report. In addition to running their firm, members of the
family also serve as board members or advisors to numerous organizations.

All Green Electronics Recycling, Tustin
Arman Sadeghi, President
Sidney Sadeghi, In-House Legal Counsel
Ellie Sadeghi, Director of Standards

Arman Sadeghi, born and raised
in Iran, moved to Orange County
with his family at the age of nine.
An entrepreneur to the core, he
started his own computer firm
when he was 16 years old. Now
Sadeghi runs All Green Electronics
Recycling, an organization he
founded in response to his
realization that much of the
electronics recycled in the United
States is sent overseas. Sadeghiʼs
desire to recycle the right way has
proven to be extremely successful.
With e-waste collection outposts in Northern and Southern California, as well as a
partnership with California State University campuses, Sadeghi and his staff routinely host
community e-waste collections. All Green offers free, proper and sale recycling of electronic
waste to ensure hazardous materials are not dumped into a landfill or sent to Third World
countries.

American Technologies Inc., Orange
Gary Moore, President
Jeff Moore, General Manager
Scott Moore, Project Manager
Ryan Moore, Project Manager

Just two years after Gary and Sherri Mooreʼs move to Villa Park, Calif., Gary decided to
open a specialty contracting company servicing the insurance industry on disaster recovery.
With a business plan in hand, Gary set out to secure a loan for his new venture. Instead of
walking away with a small business loan, Gary was advised to come back when he had an
established company. Undeterred, he took out an equity line of credit on his home and in
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2012 Family Owned Business Nominees
1989, American Technologies Inc. (ATI) was
born. ATI began with a three-person staff housed
in a small store-front office and warehouse.
Thanks to his technical expertise, marketing
acumen and commitment to customer relations,
Garyʼs reputation grew, and so did ATI, which
now has more than 700 full-time employees and
15 offices around the country. In the community,
the Moore family is dedicated to helping those
who are less fortunate. Each year, ATI hosts a
charity golf tournament where guests bring a toy
or gift card valued at $35 or more. All the toys
and gifts cards are then given to Orangewood
Childrenʼs Foundation. ATI also contributes to the
Child Abuse Prevention Center and the Second Harvest Food Bank, among many other
charities.

Arizona Tile, Anaheim
John Huarte, CEO/Owner
Eileen Huarte, Co-Owner
Matt Huarte, Vice President of Business Development
Mark Huarte, Vice President of Operations
Joe Kennedy, General Manager
Kelly Huarte

After graduating from Mater Dei
High School, being awarded a
scholarship to University of Notre
Dame, winning the Heisman
Trophy in 1964 and playing in the
NFL for seven years, John Huarte
looked for future opportunities to
dedicate himself to once he
completed his sports career. While
installing tile in a small entry way
and gaining much satisfaction from
it, John developed the idea of a tile
and distribution company. Along
with his wife Eileen, John founded
Arizona Tile in 1977 with one
location in Orange County. Today, Arizona Tile has become one of the largest independently
owned importers of stone in the United States. The company has 25 locations in seven
states, and international offices in Italy, the Czech Republic, Brazil and China. Despite the
growth Arizona Tile has experienced, the company’s familial culture is a great source of
pride for John. With his sons Matt and Mark, and other members of his immediate family
leading Arizona Tile into the future, the company culture is one where employees are valued
tremendously.

Ben’s Asphalt Inc., Santa Ana
Bill Skeffington, CEO
John Skeffington, CFO
Teri Braden, Vice President of Human Resources
Mike Taurinsky, Safety Director

In 1961, Benʼs Asphalt was
started using the back of a
pickup truck to pave residential
driveways in Laguna Beach. By
the mid-1960s, the company
slowly began taking on more
commercial projects, including
small apartment complexes and
shopping center parking lots.
Today, Benʼs Asphalt is involved
with grading and paving of new construction projects as well as repair and maintenance.
The company attributes its success to its having high customer satisfaction and to
maintaining excellent relationships with key suppliers who provide the highest-quality
materials available. From its humble beginnings to its status now as a multi-million dollar
construction company, the company is an active participant in the community, sponsoring
multiple Little League, softball and high school football teams to participating in numerous
fundraising events.

Bowermaster and Associates, Cypress
Michael Bowermaster, President/CEO
Craig Lester, CFO
Adam Bowermaster, Vice President, Sales and Risk Advisor
Tri Thi Nguyen, Vice President, Human Resources Consulting Division

Bill Bowermaster founded
Bowermaster and Associates in
1954, committed to creating an
ideal organization that focused
on their customers and on the
community in which they
worked and lived. After a few
years in the commercial
banking industry, Mike Bowermaster joined his father to help build the family insurance
agency business in 1975. Today, Mike oversees the fulfillment of the agency’s overall
strategic plan. Bowermaster and Associates is an insurance management organization with
local, national and international clients. With headquarters based in Orange County,
Bowermaster has five regional offices that serve the Southern California, North-Central
California and Nevada marketplaces. The company’s core strength lies in its ability to serve
mid-size clients with the same attention and responsiveness as its Fortune 500 clients.

Business Communications Solutions, Irvine
Afsaneh “Sunny” Rajab, CEO
Reza Khorramian, Vice President of Sales
Amir Rajab, Project Manager
Ari Rajab, Field Engineer

Wife and husband, CEO Sunny Rajab
and Vice President of Sales Reza
Khorramian, form the executive
management team at Business
Communications Solutions (BCS). They
are joined at the company by Sunny’s
two brothers, Amir Rajab and Ari Rajab,
and approximately 20 other employees
that they consider extended family. BCS,
founded in 2001, has achieved significant
milestones within the telecommunications
and IT industry. In 2010, Cisco awarded
BCS with the Cisco U.S. and Canada
West Region Small Business Partner of
the Year. Sunny Rajab was also a semi-finalist for the Ernst and Young Entrepreneur of the
Year Award, recognized as OC Metroʼs top 40 Entrepreneurs under 40 years old, and was
featured in American Expressʼs Open Book as a breakthrough business that continues to
grow. BCS supports the Orange County community by being involved with such
organizations as Athletes First and sponsoring local children’s sports teams.

Cafe Tu Tu Tango, Orange
James Hall, President
Heather Hall, Owner

Cafe Tu Tu Tango opened at The Block
of Orange in 1998. In 2008, the parent
company, The Tango Group, was
struggling financially and closed four
under-performing units. In 2008, James
Hall served as general manager for the
restaurant, which had turned a profit due
in large part to his leadership. Shortly
after that time, James and his wife,
Heather, decided to purchase Cafe Tu Tu
Tango with a partner. In 2011, the
husband-and-wife team decided the
restaurant was best suited as a family
owned and operated business. With new investors, James’s aunt and uncle and Heather’s
mother and father, James was able to buy out his partner and the business became 100%
family owned and operated. James runs the day-to-day operations and Heather manages
the restaurant’s accounting, finances and business development. Until recently, James’s
brother, Kevin, was also general manager at Cafe Tu Tu Tango. Last year, Kevin was
diagnosed with Lymphoma, and even during his treatment, he refused to miss one day of
work and has now been cancer free for nearly eight months. The restaurant is also proud to
support the local economy, schools, children’s hospitals, charities and young person sports
programs.

CoinSafe LLC, Orange
Bob Grau, Co-Owner/General Manager
Ella Grau, Co-Owner

CoinSafe has been serving the
numismatic industry since 1990
becoming a highly regarded supplier
of acrylic coin holders. Founder Bill
Grau, a tooling and plastics
engineer by trade, started the
business at the urging of one of his
customers for whom he had built a
capsule mold and produced
product. The low pricing along with
the high quality of the capsules led
to immediate referrals and orders
from companies all around the
country. By 1994, CoinSafe had developed nearly 10 different items. Today, the company
carries a variety of coin holders, with over 50 different items to choose from ranging from 10
mm containers to capsules that hold eight pound – 6” diameter coins. All products are made
in the U.S. by a local vendor with CoinSafe responsible for nearly 45 percent of that
company’s business. CoinSafe stands out with its continuous support and commitment in
working directly with clients to develop new products that satisfy customers’ ever-changing
needs.

Digital Eye Media, Costa Mesa
Gary Brewer, Principal/President
Kathryn Brewer, Principal/CFO
Jeff Brewer, Principal/COO

Digtial Eye Media is an award-winning Internet marketing firm
specializing in helping clients attract, retain, optimize and convert clients
on the web. Founded in 2001, the company has experience in a variety
of industries including consumer, professional services, industrial,
technology, entertainment, sports and health care. Digtial Eye Media’s
core specialty is in front-end web design and development, website
optimization, search engine optimization, social media management,
graphic design, networking, PC/Mac maintenance and support. The firm
recently formed a strategic partnership with Asparian, which specializes
in custom applications, cloud services and infrastructure services. This

FOB-Guide_Layout 1  10/5/12  12:54 PM  Page 64



OCTOBER 8, 2012                                                                                                                 FAMILY OWNED BUSINESS AWARDS Advertising Supplement ORANGE COUNTY BUSINESS JOURNAL B-65

2012 Family Owned Business Nominees
move was aimed at positioning Digital Eye Media to offer end-to-end enterprise
design/application services to clients looking for an integrated solution and single source.

Don the Beachcomber, Huntington Beach
Arthur Snyder, Owner
Delia Snyder, Owner/Executive Chef

Don the Beachcomber originated in the 1930s in
Hollywood and grew to incorporate 16 restaurants.
Founder Donn Beach (now deceased) is credited with
popularizing the “tiki culture” defined by a relaxed
ambience, tropical décor and exotic rum-based cocktails,
including the famous Zombie and Don’s Original Mai Tai.
None of the early restaurants exists today, but Arthur and
Delia Snyder have owned the brand since 2007. Delia’s
family was close to Donn Beach, and it’s important to the
couple to make sure that all elements of their restaurant
maintain the integrity of the original brand.

Earth Friendly Products, Garden Grove
Kelly Viahakis-Hanks, Vice President
Van Vlahakis, CEO/Founder
Jon Vlahakis, President

The mission of Earth Friendly
Products to support health, safety and
live environmentally conscious lives
goes well beyond the manufacturing of
the products. Kelly Vlahakis-Hanks,
along with her father and brother, have
been dedicated to helping causes
important to the Vlahakis family and to
most American families. The loss of
her mother created a lasting
impression on Kelly and the Earth
Friendly future. Each year the
company has become more involved in
supporting and promoting breast
cancer awareness and research. Earth
Friendly Products is a proud supporter of the Women’s Cancer Research Foundation.
Responsibility is the driving force behind the company’s every decision. The business has
succeeded in using 100 percent renewable energy in each of its five plants during the entire
manufacturing process. The energy success is the latest in a wave of ongoing responsibility
initiatives the company has mandated to continue to lead the green cleaning product
industry ahead of the curve and for the future of our children.

Elite Productions International, Laguna Niguel
Lili Shadab, CEO/Creative Director
Pawntra Shadab, Vice President of Marketing & Events
Arya Shadab, Operations & Logistics - Business Administration

Elite Productions International (EPI) is
an innovative, family owned business in
the special events industry. Lili, her
daughter Pawntra and son Arya Shadab,
have designed and produced large-scale
events all over the world, including a party
of 7,000 guests for eBay, as well as
events for Irvine Co., Roth Capital, State
Farm Insurance, The Ritz-Carlton Hotels,
Intel, and many other Fortune 500
companies and high-profile private clients.
The company has a proven track record
for success, including profit and revenue growth every year since its inception in 1993. EPI
has been recognized around the world with countless press mentions and coverage for its
forward-thinking work. Lili, Pawntra and Arya’s passion and eye for beauty and
sophistication have kept them in the forefront of the industry. Elite Productions International
is constantly evolving with its cutting-edge, yet timeless designs, innovative concepts and
attention to detail.

Epicuren Discovery, Laguna Hills
Colleen Lohrman, CEO
Michael Lohrman, President

Inspired by his own personal skin challenges over
the course of his life, Robert Heiman, an agricultural
engineer and developmental scientist, followed
numerous studies performed by top pharmaceutical
and cosmetic chemists. One study, conducted at the
Houston Burn Center, caught his eye. In this study,
severely scarred burn victims were misted with a
special protein solution and, ultimately, a positive
effect was observed. Robert realized if we can make
a difference and support the health of traumatized
skin using this unique solution, we could apply the
same concept on healthy skin to minimize the
trauma of aging. Robert took this new concept to Colleen Lohrman who, with over 45 years
of professional experience with Continental Airlines, knew firsthand about business integrity
and customer experience. She took her understanding and applied it to the development of
Epicuren Discovery®. At the time, Robert and Colleen did not have a distribution center or
manufacturing facility, so instead, they operated out of Colleen’s home where the business
remained for 10 years. The same passion that created Epicuren® still holds true and
remains ingrained in the company culture today.
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Floral Creations by Enzo, Costa Mesa
Vincenzo De Vita Enzo, Owner/Designer

Vincenzo “Enzo” DeVita Enzo has been in
the floral design business for much of his life.
He is a third-generation designer in the
family’s flower business. The family originally
started the Ikebana Flower Shop in 1955 in
Naples, Italy. In 1975, the DeVitas moved to
Rome and started another successful location
called The DeVita Flower Shop. Both
locations are still in successful operation. In
1987, Enzo came to the United States and
began working with the same Los Angeles-
area floral specialty shop until his entry into
the Orange County area and the opening of Floral Creations by Enzo in 1999. Enzo has
coordinated special events and weddings at locations such as The St. Regis, The Ritz-
Carlton, The Pelican Hill Resort, The Montage Resort and Spa, The Hilton Waterfront, The
Balboa Bay Club, The Hyatt Regency, Irvine, The Four Seasons, Carlsbad, The Orange
County Performing Arts Center, South Coast Repertory, Pacific Symphony Orchestra,
Disneyland Entertainment and the Cerritos Center for the Performing Arts.

Friedmann & Friedmann Insurance Services Inc., Newport Beach
Laverne Friedmann, President
Steve Friedmann, Vice President
Karen Elligood, Guest Relations & Office Operations
Domina Kellogg, Finance Director
Danyel Kellogg, Claims Administrator

Thirty years ago, Laverne Friedmann started her business in her
garage with her daughter. After finding success with Allstate and as the
first female insurance sales person with Mark McClellan Co., Laverne
started Friedmann & Friedmann Insurance while raising four kids by
herself. Today, 90 percent of employees at the firm are women with at
least 15 years of experience. Laverne is active in her industry, the local
Newport Beach business community and her commitment to ending
domestic violence through her passionate involvement with Laura’s
House.

FUTEK Advanced Sensor Technology Inc., Irvine
Javad Mokhbery, President/CEO
Mohammad Mokhberi, CFO
Navid Mokhberi, Business Development Associate

Futek is considered a leader in the sensor industry. The company manufactures sensors
for the aerospace, automotive, technology and
medical industries. Futek’s competitive
advantage is its focus on advanced
technologies and superior customer service.
These two characteristics has helped the
company win significant contracts from NASA,
JPL and other clients. Futek has little turnover,
which can be traced back to the company’s
ability to empower employees and offer them a
clear career path within the company. Javad
and Mohammad left Iran to start a new life in
the U.S. in the 1970s. Focusing on work ethic,
customer service, education and employee satisfaction, the brothers overcame significant
personal and professional hurdles to build Futek into what it is today.

Grande Bakery Inc., Santa Ana
Michael Gallegos, President
Kirsten Gallegos, Vice President
Ralph Gallegos, Vice President 
Scott Gallegos, Vice President
Heather Gallegos Marsh, 
Vice President

Leticia Gallegos Allman, Secretary

Grande Bakery has been offering
traditional Mexican foods to Orange
County for over 25 years. The
organization has built a reputation for
pan mexicano and savory tamales. As
traditionalists, all the foods the bakery
produces are still 100 percent handmade. The Gallegos family takes great pride in providing
products and services that offer superior quality and value. Since the bakery’s founding, the
goal has always been to provide customers with authentic Mexican foods.

Green Zahn & Associates, Seal Beach
Joan Green, President/CPA
Allison (Ali) Green, Senior Staff Accountant

Joan Green began her own practice in
1995. In 2009 she acquired another firm
and changed the name to Green Zahn &
Associates. Today Joan is president of
the firm and her daughter, Allison (Ali)
Green, is the office manager/senior staff
accountant. Together, Joan and Ali have
grown the firm to its highest revenue
level and enjoy a strong reputation
among their clients, colleagues and
peers. Based in Seal Beach, the firm’s

clientele draws mainly from the Long Beach and Orange County areas, but also includes the
greater United States, Russia and beyond. Green Zahn and Associates equips individuals,
businesses and fiduciaries with timely tax, accounting and business advisory services. The
firm is noted for its investment in its employees, providing expanded training and a working
environment in which they can individually thrive. Joan and Ali are active in the community,
most notably NAWBO-Orange County, Women’s Business Council of the Long Beach
Chamber of Commerce and Healing Odyssey. Ali was named to the 2012 list of “30 Women
to Watch” in Long Beach.

Happy Photos, Costa Mesa
Xuong (Song) Do, President
Margie Lin, CFO

Award-winning photographer Xuong Do and the staff at
Happy Photos strive to provide clients with the best in
customer service. Xuong has photographed people and
places all over the world from California to Florida and all
over Asia. He has also photographed Hollywood
celebrities on and off the red carpet. Over the last decade,
Happy Photos has served over 400 clients, with Xuong
photographing everything from weddings to corporate
events. The company has also been named the Wedding
Wire Bride’s Choice Award Winner two years in a row. In
the Orange County community, Xuong has donated his
time and services to charities such as Girls Inc., the
United Way, the Orange County Leukemia Society and
CASA.

Hendrick Boards, Anaheim
David Hendrickson, CEO/Founder
Donny Hendrickson, Director of Social Media
Darren Hendrickson, Director of Nonprofit Outreach

Hendrick Boards, the animal-
saving skateboard and apparel
company that gives back to
more than 150 animal shelters,
rescues and sanctuaries across
the nation, was inspired by a six-
pound rescue dog named
William. During the first six
months of his life, William was
poisoned via his mother who
had ingested household
chemicals. On the first day he
entered the local shelter in
Orange County, he set his eyes
upon a volunteer, David Hendrickson. David adopted him the same day and they both
changed each other’s lives forever. After three years of veterinarian visits, David slowly
nursed William back to health. David, Donny and Darren Hendrickson, 25-year-old identical
triplet brothers, founded Hendrick Boards in mid-2011. The company gives thousands back
every month through its network of more than 150 animal shelters, rescues and sanctuaries.
The company recently took home the grand prize in the American Express OPEN Big Break
for Small Business competition. Hendrick Boards has also been met with media coverage
across the nation including features in The Huffington Post, The Orange County Register
and Coast Magazine among others. In addition, FOX’s hit show, Glee, showcased Hendrick
Boards’ skateboards and apparel in its spring premiere.

Hosa Technology Inc., Buena Park
Mayumi Martinez, CEO
Sho Sato, Founder/Chairman of the Board

Hosa Technology is the leading
innovator of analog and digital
connectivity solutions for music, sound
and AV professionals. From its humble
beginnings in 1984, Hosa Technology
has developed into an internationally
recognized leader that provides a range
of cables and adaptors, audio interfaces,
stage boxes and more. Born in
Yokohama, Japan, Hosa’s founder, Sho
Sato moved to the U.S. in 1967 to work
for the TEAC Corporation of America as
a technician before rising to the position
of national sales manager. Sho came to
the United States in pursuit of the American Dream with only $500 in his pocket. In
September 2010, Sho’s daughter, Mayumi Martinez, joined the organization to manage the
overall business as her father transitioned to retirement. In the short time that Mayumi has
been managing the company, Hosa has hit record sales, launched several new product lines
and improved communication and efficiencies across the organization. The company is
currently tracking to increase sales by 22 percent over last year, the organization’s highest
increase to date.

Innovative Scientific Solutions & Innovative Staffing Resources, Tustin
Arlene Key, CEO
Keith Fiscus, Principal/COO
Kerry Fiscus, Payroll Manager

Since the company’s inception, Innovative Scientific (2002) & Innovative Staffing
Resources (2003) has focused on bringing a quality, family style business and approach to
its clients and employees. With a clear understanding of the importance of customer
service, dedication and loyalty to client and employee alike, Innovative has adopted a
business model to focus on quality rather than quantity. In a time when everybody is cutting
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back, Innovative provides its internal staff with 100
percent medical coverage, 100 percent 401K
matching, etc. The company continues to reinvest
in its employees with continued education
opportunities, and health & wellness programs.
Mother-and-son team Arlene Key and Keith Fiscus
approach their organization as business partners
first, but family always. Arlene is also passionate
and committed to the local community with her
continued involvement in philanthropy. She
currently serves on the board of directors for the Hoag 552 Hospital Foundation.

Kona Kai Private Reserve Water, Balboa
Kaiiwa Beaudoux, Owner/Thirst Technician
Jaana Beaudoux, President
Elise Beaudoux, Outside Sales Representative
Ava Beaudoux, Outside Sales Representative

“Kai the Water Guy” used to work for
a mutual fund company that always had
issues with its water service. When the
company moved out of state, Kai felt
that he could start a friendly, customer-
service-based water delivery business.
Kona Kai Water is the first water
delivery service in Orange County that
offers 16-ounce sports bottles made up
of 100 percent RPET recycled plastic.
As members of the community, Kona
Kai Water is always looking for ways to
give back. Be it through charity events,
fundraisers or self-help groups, Kai has always been interested in and involved with helping
people get a second chance.

MacKenzie Corp., Irvine
Don Vivrette, Founder/CEO
Jennifer Dinnen, Director of Business Development
Katie Rucker, Director of Operations
Ron Rucker, Production Manager
Carol Cromwell, Project Coordinator

Don Vivrette started MacKenzie
Corp., a market research/data analysis
company, in 1985. He is currently the
CEO, and married to another serial
entrepreneur, Jean, who serves on the
board of directors. Over the years,
clients have relied on MacKenzie for
the quality of its deliverables in
compiling market research, data analytics and systems reporting. The organization’s clients
have commented on the company’s ability to anticipate business needs and deliver on
expectations. Two years ago, Don and his daughters began diligently working on a
succession plan, a plan that would take them smoothly through the next decade ensuring
that the values and the relationships so critical to the success of the company would be
passed on to the next generation. They met with their employees and talked to their clients
to let them know that they were working on transitioning their family business for the future.
In the community, The MacKenzie Corp. and Vivrette family have provided much time and
financial support to many nonprofits including the Laguna Canyon Foundation.

Macres Florist, Santa Ana
Michael Macres, Owner

Harry and Albert Macres opened Macres Florist in December 1935.
Albert left the business for a time to go fight in the war, but when he
returned Harry handed the control of the store to him. Michael took over
the store in 1976 from his father, Albert. The Macres family was
instrumental in building and decorating floats for the Rose Parade in the
late 40s and early 50s for the City of Santa Ana. Macres has faced many
obstacles over the years, and despite the Internet having a profound
effect on the floral industry, Michael has kept up with technology. In the
face of these challenges, Michael has been successful in keeping the
business that his grandfather started 77 years ago alive through
constantly changing times.

Mark Co., Orange
Garrett Pack, Chairman
Brett Pack, President
Melinda Curtis, Controller
Linda Pack, Vice President
Debbi Pack, Vice President
Ken Curtis, Superintendent

Mark Co. was an asphalt paving
company founded in 1964 by the
Post family. In 1983, Brett Pack
started working for the organization
and helped to build it into a
multimillion-dollar company. In
1989, the Post family decided to
sell Mark Co. and Brett and his parents stepped in as buyers. Since that time, Mark Co. has
grown to add concrete and pipeline, making them a full-service contractor. The business
specializes in apartment sites, residential tracts and commercial sites. Mark Co. has also
built over 400 tracts in a five-county area: Los Angeles, Riverside, San Bernardino, Orange
and San Diego. 

Nakoma Mortgage Co. Inc., Tustin
Alexandra Lee, President/CEO
Abraham Lee, Executive Vice President

After a decade in the mortgage industry,
Abraham Lee realized that, as a rule, the
customer’s interests were not being considered
first. It wasn’t long before he realized he could do
better. Abraham and his wife Alexandra started the
Nakoma Mortgage Co. with the philosophy: Take
care of the customer, educate them and give them
the best interest rates possible. Building their
business on a relationship-based model rather than
a transaction-based one has allowed Nakoma to
thrive during a downturn in the industry. The
Nakoma’s family focus doesn’t stop within the walls
of their office, as members of the Orange County community, they support a number of
charities including the American Cancer Society and Relays For Life among others.

Neocell Corp., Santa Ana
Akram (Al) Quadri, CEO
Sarah Quadri, Operation Manager/Secretary
Dana Quadri, Art Director

Founder, lifelong
scientist and inventor Al
Quadri started Neocell in
1998, at the age of 70,
after major heart bypass
surgery and was having a
difficult time recovering.
His time spent in the
hospital had atrophied his
muscles and his overall
vitality was diminished. Al
had a friend that
suggested incorporating Collagen, which at this time was a very little know supplement, to
help with recovery. Within just a few weeks, Al began to rapidly recover and regain his lost
energy and vitality. Along with his recovery came a great passion to start a company in the
hopes that others could be helped by collagen supplementation, just as he had been and
thus Neocell was born. With over 50 employees, NeoCell can be found in over 30,000
stores worldwide, including Whole Foods Market, Mother’s Market, GNC and Vitamin
Shoppe. Under Al’s leadership, NeoCell is one of the best-selling nutraceutical brands in the
U.S.

FOB-Guide_Layout 1  10/5/12  12:54 PM  Page 67



B-68 ORANGE COUNTY BUSINESS JOURNAL                                                                    FAMILY OWNED BUSINESS AWARDS Advertising Supplement OCTOBER 8, 2012

2012 Family Owned Business Nominees
PacMin Inc., Fullerton
Fred Ouweleen, CEO
Dan Ouweleen, President
Janice Ouweleen, Inside Sales Representative
Jare Ouweleen, Owner

For over 60 years Pacific
Miniatures (PacMin) has served
the aviation and aerospace
industries, providing visually
dynamic marketing solutions to
customers. The companyʼs rich
history reaches back to the era of
classic prop-driven transports of
the 1940s and extends to todayʼs
advanced aircraft. PacMin was founded in 1946 by two Douglas Aircraft employees who
were responding to a demand from Boeing, Douglas and airlines at the time to depict the
luxury and excitement of commercial air travel. In 1946, very few people had flown
commercially and the industry was anxious to show the experience that awaited them, thus
PacMin was tasked with developing cut-away models showing the interiors of the DC-6 and
Boeing Stratocruiser. Today, PacMin works with all major business jet manufacturers. With
three manufacturing facilities and three satellite sales offices, employees work under the
vision, “Together, creatively giving life to vision and imagination.” The companyʼs core
competencies include prototyping, tooling, molding, preparation, painting, customizing,
graphics, printing, customer service and a dedication to bringing clientsʼ visions to life.

Pannolino OC Diaper Service, Huntington Beach
Laura Fortino-Zeni, Owner/Entrepreneur/Mom
Reuben Zeni, Co-Owner

Reuben Zeni and Laura Fortino-Zeni have a
great passion for the world’s ecosystem and
its cleanliness. Eight years ago with the birth
of their daughter, Isabella, they decided to
use cloth diapers. The family eventually
purchased a small cloth diaper service after
the birth of their son, Vincenzo, to help other
families who share their passion to lessen
their carbon footprint on the world and make it
easier for them to do so. Reuben manages
the company’s routes, diaper folding and
bagging while Laura handles the marketing,
customer relations and bookkeeping. Isabella
even lends a hand, often helping count
diapers and hanging covers to dry on the
racks. The Zenis are also hoping to start a
program for low-income families to receive lower cost or no-cost diaper service.

Prego Ristorante, Irvine
Tony Bedi, Co-Owner
Ruth Bedi, Co-Owner

Husband-and-wife team Tony and Ruth
Bedi took ownership of Irvine’s Prego
Ristorante in an effort to restore the
restaurant to its original status as a dining hot
spot. The goal of the Bedi family is to make
Prego one of the finest Italian restaurants in
Orange County, with an elegant, yet
comfortable atmosphere, attentive service
and cuisine that strikes the perfect balance
between traditional authenticity and
innovative preparations. The menu
emphasizes regional Italian cuisine and
features an extensive list of wines from Italy and California. Prego has received fine-dining
awards from the Restaurant Writers’ Association and the Wine and Food Society of
Southern California. It has been a culinary destination for more than two decades.

RadioActive Media, Orange
Jeff Pollak, Managing Partner
Steve Pollak, Principal

RadioActive Media grew out of two
brothers’ love of radio and desire to help
small to medium-sized businesses. Older
brother, Steve, had formal training in radio
sales working for Chancellor
Communications, CBS and ABC Radio.
Combined with Jeff’s experience with
business development and his MBA from
Seattle University made the brothers a
natural success. Together with long-time friend, Marc Jacobs, the three set out to help
clients advertise and gave them an unbiased approach to the media. In the community,
Steve has been a panel speaker at UC Irvine’s career center and provided guidance to
students who had an interest in the industry. RadioActive Media has hired many interns from
the local universities including: UCI, Chapman University and Cal State Fullerton.

Rice Drywall Inc., Santa Ana
Caren Laing, Director/Vice President
Kimberly Riker, CEO

Rice Drywall Inc. was incorporated on March 2, 1973 by Don Rice. Don had been working
in drywall and steel stud framing with his father, who was involved in creating the steel studs

used to frame buildings today, decided he was ready
to launch his own business. Don formed Rice and built
its first corporate office in El Monte. In 1977, Don’s
son-in-law, John Laing, joined Rice. John found he
enjoyed working in the construction industry and saw
an opportunity to realize his dream of owning a
business when his father-in-law retired. He started as
a carpenter’s apprentice and worked his way up the
ranks to management through the years. Eventually
John purchased the business from Don in 1990.
Caren, John’s wife, also became involved in the
business and enjoyed watching the business her
father built continue to grow. In November 2010, John
passed away from lung cancer and while it has been
difficult for Rice to overcome the loss of its heart and soul, John’s family has diligently
worked to maintain and build, the company that John loved.

Rockwell’s Bakery, Villa Park
Billy Skeffington, Principal
Laurie Skeffington, Owner

Beyond the quaint surroundings of the Café & Bakery, Rockwell’s has
come to be known for the elegance of its Chocolate Curl Cakes and
Rockwell’s Cakes Line. Rockwell’s has also become famous for the
artistry of its custom-designed creative cakes and wedding cakes. While
Billy Skeffington and his wife, Laurie continually strive to perfect and
expand their bakery line, they have also managed to successfully
develop the restaurant, catering and banquet venues into thriving sides
of the business. Located in the heart of a community that emphasizes
family events and strong traditions, Rockwell’s actively supports
community events, area schools, the local Rotary, Women’s League,
Fire Station #23 and the Make-a-Wish Foundation among many other institutions.

SABP Reprographics, Irvine
Colleen Howes, President/Owner

SABP Reprographics, originally known as Santa Ana Blue Print, was
established in 1946. Leonard Howes bought the business in 1973, and
with the help of his two sons Mark and Paul, ran a very successful blue
print company. Leonard’s oldest son, Mark inherited the company when
Leonard passed away. The company was incorporated in 1999 under
the name SABP Inc. After an arduous battle with cancer, Mark passed
away in 2001 at the age of 45. After Mark’s death, his wife Colleen
Howes made the decision to step in and continue running the business.
It was very challenging as Colleen knew nothing about the
reprographics industry. In less than six years, Colleen transformed a
mom-and-pop operation to a leader in the industry, establishing accounts with the Public
Works Department of many cities and water districts in Orange County. After the 2008
economic downturn, SABP Inc. opened a Litigation Support Division and gained the trust of
many top law firms in Orange County. In September 2009, SABP moved to a larger and
upgraded facility located near the Chamber of Commerce in Irvine.

Sambazon Inc., San Clemente
Ryan Black, Founder/CEO
Jeremy Black, Chief Brand Officer

During a trip to Brazil, local surfers
introduced Ryan and Jeremy Black to the
açaí berry. Amazed by the flavor and potent
nutrition of the local fruits, they wanted to
share these superfoods with the world –
but in a way that respected the people and
protected the natural resources of the area.
They discovered that sustainable growth
and harvesting of Amazon superfoods was
not only possible, but could also create
jobs and help protect the rainforest. Before
they left Brazil, they had a plan in place
and in early 2000, Sambazon was founded.
Sambazon uses ingredients that are sustainably grown, wild-harvested, collected and
manufactured in a fair-trade supply chain. The business has grown immensely over the past
12 years and today, Sambazon is the largest vertically integrated supplier and marketer of
açaí products.

Scooter’s Jungle, Aliso Viejo
Scott Diener, CEO
Sharon Diener, COO
Brian Diener, Events Staff
Brett  Diener, Events Staff

Scooter’s Jungle was founded in 2002
by husband-and-wife team, Scott and
Sharon Diener. While each had a
business background, Sharon loved to
plan birthday parties for their sons, and
that, coupled with the community’s need
for a family entertainment center that
was clean, safe and fun for the whole
family, led them to create Scooter’s
Jungle. The center’s facilities are video
game free, and its inflatables are
specially sized so that kids and adults can play on them together. Since opening the original
location in Aliso Viejo, Scooter’s Jungle has expanded to include locations in Placentia, El
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Segundo and Valencia. Its newest location will open in Simi Valley in November. Family
involvement has been invaluable to Scooter’s Jungle – the Dieners’ two young sons have
worked as event staff at the company.

Sharon & Sons Floor to Ceiling, Santa Ana
Sharon Brown-Barlow, President
Christopher Oddo, General Manager
Michael Oddo, Marketing Manager

As a child, Sharon Brown worked with
her dad and uncle in their flooring
business. Much later in life as a stay-at-
home mom, she wanted to find a way to
earn supplemental income. While her dad
encouraged her to start a flooring
business of her own, Sharon had no
money to invest. In 1984, Sharon sold her
Oldsmobile station wagon to raise the
seed money she needed and started
Sharon’s House of Carpets from her
home. During her start-up days, Sharon’s
dad served as her babysitter while she
learned all she could about carpets and how to make her business successful. Moving the
organization’s operations from her home, Sharon was able to lease a shop, and business
began to grow quickly.  In 2000, Sharon added her sons Christopher and Michael to the
business and expanded to include general flooring, and then kitchen and bathroom
cabinetry, and re-named the company Sharon and Sons Floor to Ceiling.

Spectrum Specialties and Awards, Lake Forest
Connie Visconte, Owner
Mary Visconte, Vice President

Spectrum Specialties and Awards is a certified
women-owned family business. The company has
established itself in the promotional products industry
having won several awards for creativity and sales
volume. The organization works with companies small
and large with clients that include Panasonic, OC Fair,
Henkel, ServiceMASTER and Horiba to name a few. In
the community, Mary Visconte is the president elect of
the Lake Forest Chamber of Commerce and founding
director.

Stonefire Grill, Irvine
Mary Harrigan, President
Kyle Lopez, Area Manager
Justin Lopez, Director of Marketing

Stonefire Grill is the culmination of a dream of two
sisters who defied the odds to make it in the restaurant
business. Armed with long-held family recipes, a vision
for revolutionizing the concept of family dining and
determination, Mary and Maureen Harrigan set out to
open their first restaurant, a fast-casual concept called
Stonefire Grill in 2000. Today, with seven locations,
Stonefire Grill also boast a catering division, which has
earned rave reviews including one from TV’s Style
Network that gave it a thumbs up for “catering a
scrumptious meal on a budget.” The inspiration for
Stonefire Grill can be traced to dinnertime at the
Harrigan household where all 11 members gathered
nightly to enjoy spirited conversation, delicious food and a sense of family unity.

Technologent, Irvine
Lezlie Gallaway, CEO
Tom Gallaway, Co-Owner

Lezlie Gallaway set a goal to make the lives of her
employees and their communities better and more
rewarding when she co-founded Technologent. In
2007, Technologent was honored as the fastest-
growing, women-owned, company on CRN’s Fast
Growth 100 list and also as VARBusiness’ VAR of the
Year. Under Gallaway’s leadership, Technologent
launched a new division dedicated to providing IT
solutions solely for the telecom industry. Tom Gallaway
has extensive knowledge and has had prior success in
mergers and acquisitions, organizational structure, and
development of go-to-market plans and solution
deliverables, all focused on achieving very rapid
organic growth. Under his leadership, Technologent has an established national presence.
Technologent’s primary goal is to simplify technology and focus on solutions for its clients.

The Nikols Co., Newport Beach
Carrie Nikols, Chief Lending Officer
Don Nikols, President
Sydney Nikols
Grant Nikols

Carrie & Don Nikols funded The Nikols Co.’s legal and licensure processes to establish
Nikols Mortgage Fund LLC in January 2007 and continue to own 100 percent of The Nikols
Co. today. Working from a single office, Don assembled an outsourced team of top
securities legal counsel, real estate legal counsel, auditing CPA firm, loan-servicing

company and marketing agency. Carrie joined Don
at the company when the bank commercial real
estate lending office where she worked was closed
in December 2007. In 2007, few foresaw the
catastrophic market conditions of the following
years that would purge the private money lending
industry of most of its participants. The Nikols Co.
has not only survived these years, but has grown
with management delivering eight to 10 percent
annualized yields for its investors across its
various funds since inception. The company was
recognized as #20 on the list of 100 Fastest
Growing Privately Held Businesses for 2011 by the
Orange County Business Journal.

The Training Spot, Huntington Beach
Paul Fetters, Co-Owner
Carolyn Fetters, Co-Owner
Mattison Fetters, Trainer

Carolyn and Paul Fetters founded The Training Spot studios to better serve their growing
clientele. The company’s new year’s goal every year
remains: To touch as many lives as possible with the
gift of health and fitness. To accomplish this, Paul and
Carolyn needed space and more staff to grow and
expand. The challenge they faced was doing this while
raising four young children and actively participating in
their lives. The family started by hiring and delegating
a great staff, which allowed them to reach out to the
community and still participate in their children’s
schools. The Fetters’ son joined his mother and father
in their business three years ago after expressing a
shared interest in their dream and vision of building a
positive and unified “family” through health and fitness. The Training Spot’s 28-day
TakeDown weight loss challenge has been a big hit with its clients, the community and has
starting to get traction on a national level.

Trinity Bat Co., Fullerton
Steve McKee, President
Jeff McKee, President
Jeremy McKee, Vice President
Tricia McKee, Vice President

Trinity Bat Co. was established in 2005
and founded by the McKee family. The
company’s facilities are located in Orange
County and consist of a state-of-the-art
manufacturing space and showroom. The
Trinity team is comprised of experienced
members within both the wood bat industry
and the professional playing field. Trinity’s
customized wood bats are handcrafted and
made using superior pro-graded maple, birch
or ash. The company’s mission is to treat
every person who walks through the
business’s doors with the same respect that Trinity gives to its big leaguers. The
organization has been built upon a passion to find the perfect handcrafted model for each
individual, whether in the big leagues or the amateur level.

VOLUSPA, Irvine
Traci Arntsen, Co-Founder/Creative Director
Troy Arntsen, Co-Founder/President

Since 1999, Southern California-based proprietors
Troy and Traci Arntsen have been crafting
VOLUSPA, a candle and home fragrance brand.
VOLUSPA’s candles, home fragrance and perfume
collections are coveted worldwide by celebrities,
media and retailers alike – including Jennifer Lopez,
Victoria Beckham, Halle Berry, Scarlett Johansson
and Jessica Alba among many others. Each hand-
poured candle features a highly refined blend of
quality waxes and custom-created fragrances that yield an extended burn time and lustrous
glow. VOLUSPA’s own Traci Arntsen creates every fragrance blend, as she combines each
fragrance element in her studio lab to achieve the balance and sophistication that VOLUSPA
is known for.

Zov’s Bistro, Tustin
Zov Karamardian, Chef
Gary Karamardian, Owner
Armen Karamardian, Director Of Operations
Taleene Karamardian, Catering Director

Zovʼs Bistro has earned the respect and admiration of local, regional
and national restaurant critics as well as the dining public. In addition to
being a full-service restaurant that boasts a menu of contemporary
Eastern Mediterranean cuisine, Zovʼs Bistro features an in-house bakery
and catering division. Zovʼs Bistro has earned esteem from the culinary
world by virtue of its cooking school. Noted chefs who have shared their
passion with Zovʼs pupils include Jacques Pepin, Jim Dodge, Barbara
Kafka and David Rosengarten. Zovʼs Bistroʼs gives back to the
community with their participation in organizations that include Hoag
Hospital Womenʼs Center, Olive Crest, Alzheimer’s Association and many others.
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