
2013
APRIL

www.norwalkchamber.com  info@norwalkchamber.com

VOLUME 2 ~ NUMBER 1

Norwalk Chamber of Commerce
12040 Foster Road, Norwalk, CA  90650

APRIL 2013

PRSRT STD
U.S. POSTAGE

PAID
Permit No. 55
Norwalk, CA

In a partnership with City of Norwalk staff, March 14th, 2013 
found Norwalk Chamber members leaving their computers, cell 
phones, appointment calendars and meetings to return to High 
School for the day! 

Chamber members Lupe Hernandez of El Clasificado, Mary 
Jane McIntosh of Churchill Composites, Rob Cazares of Outback 
Restaurant, Omar Ramirez of Norwalk Community Hospital, 
Joe Derthick of AFLAC, Carmen Lizarraga of SE ROP and Chris 
Pflanzer, School Board Member were invited to share their time 
and experiences with students.

Norwalk High School Counselor Irene Rifilato orchestrated an 
assembly event for approximately 70 students who were selected 
and invited by their counselors. The “Positive Outlook: Moving 
Forward”.” assembly was designed to motivate and educate 
students of the importance of making good decisions and setting 
personal goals. Several additional topics were covered through 
video presentations and panel presentations on School Safety, 
cyber bullying, social media netiquette and the importance of 
maintaining a positive on-line reputation. 

The assembly was held in the multi-purpose room and began 
with student volunteers presenting personal testimonials about 
a choice they made in the past, the consequences, what they 
learned and how the experience helped them when making future 
decisions. It was clear from the stories they told their message 
was “the choices we make dictate the lives we lead.”

Focus Topic- Good Decision School Safety panelists included:
Carlos Ramos, Director of Public Safety City of Norwalk
Joshua Yordt, Management Analyst City of Norwalk
Oscar Caberera, Deputy Probation Officer
Jaime Pinon, Deputy Probation Officers
Mercedez Quintanilla, PRIDE Youth Program Coordinator
Arthur McKibben, Clergy Council
Anthony Garcia, Community Worker, City of Norwalk
Ken Menchaca Community Workers City of Norwalk
Sal Ortiz City of Norwalk
Several videos were shown to the students on the legal 

consequences of bad choices. Many panelists shared personal 
stories of choices they made, many with terrible consequences 
for themselves and others. Students were encouraged to ask 
questions of the panelists. The core message of many of the 
panelists shared - the bad choices they made were motivated 
by peer pressure –feeling obligated to do something you don’t 
want to do. Bullying issues were also discussed by the panelists 
including how to anonymously report instances of bullying. Any 
aggressive behavior with the intent of hurting or having power 
over another person whether on social media or the schoolyard 
should not be tolerated by students. 

At the conclusion of the panel discussions students proceeded 
to break-out groups to interact with our chamber members in 
a goal-setting exercise. Students were encouraged to write one 
short-term goal, an action plan showing what they need to do 

NORWALK CHAMBER MEMBERS RETURN TO HIGH SCHOOL TO 
MOTIVATE STUDENTS

MESSAGE FROM THE PRESIDENT
“Happy Birthday” Norwalk Chamber Members!  You may be wondering 
why I am saying “Happy Birthday?”  Well, it is because our Norwalk 
Chamber of Commerce is celebrating a very special birthday this year.  
This month the Norwalk Chamber will turn 90 years old!  The Chamber 
has been in existence in one form or another even longer than the 
City of Norwalk has been incorporated.  In 1902 a Board of Trade 
Committee was formed, with an initial membership of 23 merchants.  
They banded together “for the purpose of promoting business 
interests.”  James Hay became the organization’s first Chairman.  Hay 
also served on the Los Angeles County Board of Supervisors.  The early 

success of the Board of Trade was due in large part to the efforts of James Hay.  In 1912, the 
Board of Trade became the Norwalk Commercial Club with the purpose being the improvement 
of Norwalk and beautification of the town.  There were a total of 59 men and 21 “ladies of the 
vicinity” as members of this club.  By 1914 the membership had increased to over 100 members 
and they had established several committees, including a Clean-up, Fire Protection, Street Signs 
and Good Roads committees.  As more businesses and residents moved into Norwalk, the 
community wanted more control of their local affairs, so in April 1923, the Norwalk Commercial 
Club formed a Chamber of Commerce.  With a membership of 213, they elected E.E. Shacklett 
as their first President and J.R. Hunt was hired as the Chamber Secretary.  The new Chamber 
was instrumental in the early efforts of incorporation for the City of Norwalk.  Although it would 
take another 34 years before the City of Norwalk was incorporated the Norwalk Chamber of 
Commerce continued to support the community by dealing with citizen complaints, promoting 
business growth and supporting improvements in roads and parks throughout the area.  Today 
your Norwalk Chamber of Commerce continues to foster business growth and development 
in Norwalk.  Our Mission Statement:  “It is the mission of the Norwalk Chamber to promote 
and maintain a profitable business environment that produces a quality lifestyle in Norwalk, 
California.” And the vision of the Norwalk Chamber of Commerce is to be a unified, proactive 
source for our business community, providing political and business leadership, which fosters a 
healthy environment for business growth, retention and success.  Through creating community 
partnerships with the public and private sectors in an effort to cooperatively identify and resolve 
local and regional issues, providing members a vehicle in which to network and grow their 
business and serving as a business resource center for the community, the Norwalk Chamber of 
Commerce is a vital part of the economic development in Norwalk.  

I encourage you to become an active member of the Norwalk Chamber.  We have a number 
of upcoming events designed to bring local businesses and residents together for networking 
and community support.  Visit our website at www.norwalkchamber.com to learn more about 
our upcoming “State of the County” and “State of the Nation” luncheons or Networking Mixers.  
Also mark your calendars for our special birthday party event, at our Annual Installation and 
Awards Dinner on June 13th, at the Norwalk Arts & Sports Complex. For additional information 
about these and other upcoming events, contact the Norwalk Chamber by email at info@
norwalkchamber.com.  

I look forward to meeting you at one of these events!

Lynda Fisher
President
Norwalk Chamber of Commerce

LOS ANGELES, March 12, 
2013 – Los Angeles County 
Supervisor Don Knabe, in a 
joint motion with Supervisor 
Gloria Molina, today put forth 
a motion to stop the Clean 
Water, Clean Beaches initiative 
in its current form and work 
with stakeholders to develop 
a new measure that addresses 
the concerns voiced by the 
public over the last several 
months.  The Board also asked 

KNABE STATEMENT ON FUTURE OF 
CLEAN WATER, CLEAN BEACHES 

INITIATIVE

Measure Stopped and Sent Back for Overhaul

for quarterly progress reports and a target election date of June 
or November 2014.  He issued the following statement on its 
approval:

“While I have long supported efforts to ensure clean water and 
beaches, I have been against this measure from the beginning 
as it was not fair and transparent in content or process,” said 
Supervisor Knabe.  “We must start over.  Unfortunately, our 
stormwater problem is exacerbated by the expensive, and often 
unrealistic, demands placed on us by the Regional Water Quality 
Control Board which increased the Total Maximum Daily Loads 
(TMDLs) from two pollutants in the old permit to 33 pollutants, 
which would cost this region tens of billions of dollars to comply 
with in the next 20 years alone.  

A regional, integrated approach to this issue is absolutely 
critical to develop an economically feasible solution.  However, 
the current measure did not outline a specific list of projects.  
Voters have a right to know where their money is going.  Also, 
it was a fee with no end date.  I believe more accountability is 
necessary for voters to support this program.  That is why I asked 
that our Department of Public Works continue its outreach to 
cities, school districts, non-profits and the business community, 
our job creators, to address their concerns about rate reductions 
and double-taxation issues on those already making efforts to 
capture and clean their storm water under existing State and 
Federal mandates.

Finally, should this Board in the future decide to move forward 
with a new Clean Water, Clean Beaches measure, it should be put 
before the voters in a general election ballot and not through a 
mail-in ballot, as was originally proposed.  I appreciate the public 
taking the time to attend our board meetings and voice their 
concerns through the many messages and phone calls to our 
offices.  The approval of today’s motion shows that you were 
heard.”

to work towards their goal and at least 3 expected results of 
these actions. Chambers members guided the students through 
the process and asked the students to determine what effect(s) 
this one goal will have on their lives in the long term. Chamber 
members Lupe, Rob, Joe, Chris, Mary Jane, Carmen, and Omar 
each shared their background with the students in their break-out 
groups telling the student how they started in their respective 
businesses, how they set goals, how they overcome struggles, 
remain positive and what success means to each of them. 

It’s About You! The Chamber members provided written 
affirmations to each of the students and their efforts in reaching 
their goal. Follow your passions, ask “why” – it’s your job, your 
choices matter and keep a positive outlook. 

At the conclusion of the event, students who earned raffle 
tickets for their participation in the question and answer section 
were awarded with prizes donated by chamber and community 
members and snacks provided by Northgate and Fresh and Easy 
Markets. 

Don’t Miss An Event!

www.NorwalkChamber.com

What are Advanced 
Meters? Southern California 
Gas Company is upgrading its 
system by adding an advanced 
meter communication device 
to all residential and business 
natural gas meters. The 
advanced meter device will 
read and transmit your natural 
gas usage information back to 
SoCalGas. However, until our 
communication network is fully 
operational in your area we will 
need access to manually read 
your meter for a few more 
months. 

The advanced meter 
device, will be installed on 
your existing analog meter, is 
battery-powered and turns on 
for only a fraction of a second 
a day, for a total of less than 
two minutes a year. Advanced 

 Southern California Gas (SoCalGas) Company 
Advanced Meter Program

meters cannot turn on or turn 
off your gas service. With this 
upgrade, you will have access 
to more frequent and detailed 
information about your gas 
consumption at socalgas.com 
enabling you to have better 
control over your energy usage 
and potentially save money. 
SoCalGas is scheduled to install 
the advanced meter device on 
approximately 6 million natural 
gas meters through 2017.

What if I don’t want an 
Advanced Meter? SoCalGas 
supports customer choice 
and recognizes that some 
residential customers may 
prefer not to have an advanced 
meter installed and would 
rather have their gas meter 
manually read each month. If 
you do not want an advanced 

meter installed, you should 
immediately call our Customer 
Contact Center at 1-800-427-
2200 and request to be added 
to the “advance meter deferral 
list.” If you defer installation 
now, SoCalGas will contract 
you once the California Public 
Utilities commission (CPUC) has 
ruled on our advanced meter 
opt-out program. You can 
decide at that time, based on 
the rate approved by the CPUC, 
whether you want to formally 
opt-out and pay the applicable 
fees or allow the installation 
of an advanced meter at no 
incremental cost. 

Where can I find more 
Information? 

Visit sogalgas.com (search 
“ADVANCED”)
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NEW & RENEWING MEMBERS

38 Years
Southern California Edison
David Ford
323-720-5290
www.sce.com

18 Years
ABC Unified School District
Dr. Mary Sieu
562-926-5566
www.abcusd.k12.ca.us

NORWALK CHAMBER
 BUSINESS CONNECTIONS (NCBC)
is the Official Publication of the 
Norwalk Chamber of Commerce.

Norwalk
Chamber of Commerce

12040 Foster Road,
Norwalk, CA 90650
Phone: 562.864.7785
FAX: 562.864.8539

Monday - Friday 9am - 5pm
www.norwalkchamber.com
info@norwalkchamber.com

Facebook:  
http://on.fb.me/oB5EUM

EXECUTIVE DIRECTOR
EDITOR,  NCBC

VIVIAN HANSEN
MEMBERSHIP SERVICES 

DIRECTOR
CAREN SPILSBURY

The following companies and individuals 
renewed their membership with the 

Norwalk Chamber of Commerce and 
the services we provide are made 

possible by  their support.

16 Years
Juan Great Fiesta
Robert Blake
562-945-1782
www.juangreatfiesta.com

15 Years
Tam’s Super Burgers
Angelo Makris
562-864-3373

14 Years
John’s Sweeper Repair
John Ozonian
562-860-0604

Villa Elena Healthcare Center
John Javier
562-868-0591
www.villaelenahealthcare.com

12 Years
Thompson & Associates
Karla Butler
562-868-2231

DON’T MISS THESE UPCOMING EVENTS!
Thursday, April 11, 2013 - State of the County Luncheon Address with Supervisor Don Knabe - 11:30am - 1:00pm
Norwalk Arts & Sports Center, 13200 Clarkdale Avenue, Norwalk, Call (562) 864-7785 to reserve space
- - - - - - - - - - 
Sunday, April 14, 2013 - Norwalk Moose Lodge Fundraiser Party - Bingo - 12:00pm - 4:00pm
Norwalk Moose Lodge, 13305 Imperial Highway, Whititer
- - - - - - - - - - 
Sunday, April 14, 2013 - Soroptimist International Live Your Dreams Awards Tea & Luncheon, 1:00pm - 3:00pm
Norwalk Arts & Sports Center, 13200 Clarkdale Avenue, Norwalk, Call Cynthia Stephens (562) 237-1870
- - - - - - - - - - 
Tuesday - April 23, 2013 - Mega Mixer: Passport to Success - Connecting with Business - 5:00pm - 7:30pm
Cerritos College Student Center, Call Toni Grijalva (562) 860-2451 ext. 2798 to reserve a table
- - - - - - - - - - 
Wednesday - May 1, 2013 - Kaleidoscope 2013 - 5 Chamber Mixer & Silent Auction - 4:00pm - 7:00pm
Norwalk Doubletree Hotel, 13111 Sycamore Drive, Norwalk, Call Erin Hodges (562) 693-8826 ext. 3007

5  Years
Sam’s Club
Joseph Diaz
562-697-9281
www.samsclub.com

Brennan Screen Printing, Inc.
Jim & Judy Brennan
562-884-1470

4 Years
Norwalk Moose Lodge
562-944-8160
www.norwalkmoose.org

3 Years
Starbucks Coffee
Angela Marksbury
562-807-3715
www.starbucks.com

2 Years
Starbucks 
Daniel O’Marah
562-465-0148
www.starbucks.com

For More Information, please call the Norwalk Chamber of Commerce at (562) 864-7785

The Member–to–Member Discount Program is a special Chamber program that encourages 
members to do business with fellow Chamber members. The program helps our members 
to save money and to increase their exposure. These businesses are offering discounts to 
Norwalk Chamber Members. Your current Chamber Membership Card must be presented 
when requesting the discount

CAR SALES
BUDGET RENT-A-CAR AND TRUCK & SALES
Phil Arey OR Craig Wicks
12541 Rosecrans Ave.
Norwalk (562)407-2800
$500 Gas Voucher with purchase of car.
While supplies last.

LODGING
RED LION HOTEL 
Manny Irizarry
1850 S. Harbor Blvd 
Anaheim (714) 383-6185
$79 Single-Double Occupancy + 17% 
Occupancy tax & $1 CA Tourism Resort Fee. 
Includes 2 full breakfasts and Parking. Call: 
1-800-733-5464 Pride Rate code: CM6

PAINT
DUNN EDWARDS PAINTS
Mark Campos
12125 Imperial Hwy, Unit B
Norwalk (562) 864-7162
(in Paddison Square - next to Applebee’s)
A 40% discount on paint only.  It’s Simple - Just 
mention that you are a  Norwalk Chamber 
Member

FLORIST
NORWALK FLORIST 
Gary Murphy 
11947 Firestone Blvd. 
Norwalk (562) 863-4478
www.floristnorwalk.com
15% discount off all telephone or walk-in 
floral orders. 

OFFICE MACHINES
FIRST CLASS COPIERS
Isaac or Tammie
Downey (562) 928-5091
10% off First Service Call
10% off 1st Supply Order

PAYROLL SERVICES
PAY ADVANCE PAYROLL 
Dean Harako 
721 W. Whittier Blvd. Ste. O 
La Habra (562) 697-7920 
New Clients receive one month of Free 
Payroll Services.

BICYCLE SHOP/PARTS
PAT’S 605 CYCLERY 
Ron Patterson 
12310 Studebaker Road 
Norwalk (562) 864-0740 
10% of all products. Show Chamber 
Membership Card for Discount.

HALL RENTAL
NORWALK MOOSE LODGE 
Don Luepritz 
11305 Imperial Hwy. 
S. Whittier (562)864-6867
$100 off Hall Rental + 
1/2 off Yearly Membership - only $30 Call for 
more details

OPTOMETRIST
Dr. PAUL S. CRISMON, O.D.
Jackie Garcia
13800 San Antonio Dr.
Norwalk (562)864-6535
15% off Eye Exam & Glasses

PLUMBING HVAC
NORWALK/LA MIRADA PLUMBING 
HEATING & AIR CONDITIONING 
Teri Bazen
11661 Firestone Blvd
Norwalk (562) 868-7777
5% off all work

SEWING & VACUUM SERVICES
NORWALK VACUUM & SEWING MACHINE - 
SALES & SERVICE
Bill Sanning
14529 S. Pioneer Blvd.
Norwalk (562) 864-7781
15% OFF on service for vacuum & sewing 
machines.

TIRE SERVICES
PRO TIRE & PREMIER TIRE
Rudy Garcia 
16102 Pioneer Blvd
Norwalk (562) 404-8558
No Sales Tax on Purchases.

TROPHIES/AWARDS
WEST GROVE TROPHIES
Esmeralda Gallardo 
15602 Graystone Avenue 
Norwalk (562) 650-0838
10% off first order. 15% off for schools & 
churches.
On orders of $100 & up.

MEMBER TO MEMBER DISCOUNTS

CAPC, Inc. & DoubleTree Hotel present...Kaleidoscope 2013
On May 1, 2013 from 4:00-7:00pm, 5 local 

chambers of commerce will join together for the 
11th annual Kaleidoscope Fundraiser.  Called 
“Kaleidoscope,” this colorful blend of five cities 
will offer chamber and community members 
five times the networking opportunity!  Not to 
mention a ballroom full of excellent shopping 
opportunities and tasty samplings of local 
restaurants and caterers!

Represented at the mixer will be chamber 
members from the cities of La Habra, Norwalk, 
Pico Rivera, Santa Fe Springs, and Whittier.  
Each chamber has been assigned a color: La 
Habra is yellow, Norwalk is red, Pico Rivera is 
blue, Santa Fe Springs is green and Whittier 
is orange. City residents, business people 
and chamber members are encouraged to 

show their city pride by wearing clothing or 
accessories that correspond with the color of 
their chamber. Each chamber will host a table 
providing information on membership and 
upcoming events.

In addition to great chamber networking, 
the event also features hundreds of silent 
auction items to bid on. The DoubleTree 
Hotel Norwalk and other local food vendors 
will provide delicious appetizers for guests to 
enjoy, including no-host bars.  Guests will also 
be treated to entertainment by RMH Dance & 
Production. 

Businesses and community members can 
support this event many different ways. They 
can donate items to the silent auction, serve 
as a Corporate/Family/Friend Sponsor for $100 

and receive signage at the event and in the 
printed program or come with co-workers, 
family or friends to network and shop with us 
on May 1st! All the proceeds from the silent 
auction, raffle and Corporate/Family/Friend 
Sponsors will go directly to supporting the 
services provided by CAPC, Inc., an organization 
which specializes in empowering individuals 
with disabilities to maximize the quality of their 
lives in their homes and communities. 

The Doubletree Hotel Norwalk is located 
at 13111 Sycamore Drive, Norwalk, CA 90650.  
For additional information contact Erin Hodges 
at hodgese@capcinc.org or (562) 693-8826 
x3007.

Renewing Members

New Members
Pettit Insurance
Michael Pettit
PO Box 1253
Bellflower CA 90707
562-219-6266
www.dental5copay.com/3717
mpettitinsurance@aol.com

Renewing Members

EXECUTIVE BOARD 

PRESIDENT
LYNDA FISHER

Walmart

VP FINANCE  
KARLA BUTLER

Thompson Bookkeeping

PRESIDENT ELECT
TONI GRIJALVA

Cerritos College
Special Events Co-Chair

VP COMMUNICATIONS/
SECRETARY

ROB CAZARES
Outback Steakhouse

PAST PRESIDENT
JOSEPH DERTHICK

AFLAC

BOARD OF DIRECTORS
MICHAEL BATORY

Walgreens

LUPE HERNANDEZ
El Clasificado

CHRISTINA VICENCIA JONES 
Vicencia & Buckley Insurance Services

CARMEN LIZARRAGA
Southeast ROP

Special Events Co-Chair

RICHARD LeGASPI
TNT Fireworks

GARY MURPHY
Norwalk Florist/Flowers by Alan

TRACY POLLEY
Kelco Sales

Legislative Co-Chair

GORDON STEFENHAGEN
Norwalk Realty

●  ●  ●

LEGISLATION CO-CHAIR
JULIA EMERSON

Southern California Gas Co.
●  ●  ●

CITY COUNCIL LIAISON
COUNCILMEMBER CHERI KELLEY

●  ●  ●

NLMUSD LIAISON
SUPERINTENDENT 

DR. RUTH PEREZ
●  ●  ●
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If you’re selling products or 
services in a business to business 
environment, there has to be 
certain reasons why you should 
receive your prospect’s order – real 
business reasons. Don’t think that 
just because you have been their 
supplier for three, five or ten years 
that the order will always be yours. 
You need to earn their business on 
every order if you want to keep 
them as a customer. Don’t expect 
anything and work for each order 
as it comes up.

Don’t get too comfortable – 
whether you are aware of it or not, 
competitors are making continual 
contact with your customers and 
trying to capture their business. 
Don’t make the blunder of ignoring 
this and finding out later that they 
are gone. Then you’re the outsider 
trying to get back in, and it’s easier 
to defend your position while you 
have their business rather than 
trying to get it back.

One way to keep current 
customers and acquire new ones is 
to simply ask what they want. What 
are they not getting now from you 
or a competitor that would make 
them more satisfied?  Then if you 
want them as a long term customer, 
work on those requests and see 
where you can improve. Even little 
steps in the right direction should 
be appreciated because they will 
know you are trying.

Another area of concern for 
many buyers is how you handle 
problems on orders. Everyone 
and every company have order 
mishaps, but it’s what you do to 
make it right that really counts. 
Do you show empathy and quickly 
get to a solution that’s worth its 
weight in future orders?

So the next time you ask yourself 
why you should receive the order, 
have some internal answers ready.

LABOR LAW CORNER
Don’t Delay Pay If Employee Misses Deadline for 

Submitting Timesheet 

When employees do not submit their time record by the deadline 
or fail to sign their time record, may we delay payment until the next 
regular payday?

No. The temptation is to discipline the employee by withholding 
pay; however, it is not a legally acceptable solution.

Labor Code Section 204 requires employers to pay all wages 
earned in the current pay period on the designated payday. The only 
exception to this requirement is unscheduled overtime wages, which 
may be deferred to the next regular payday. 

Time Record Requirements
The time record requirements appear in both the Labor Code and 

Industrial Welfare Commission (IWC) orders, which state in part:
“A. Every employer shall keep accurate information with respect to 

each employee including the following:
“1. Full name, home address, occupation and Social Security number.

“2. Birthdate,  if under 18 years, and designation as a minor.
“3. Time records showing when the employee begins and ends each 

work period. Meal periods, split shift intervals and total daily hours 
worked shall be recorded. Meal periods during which operations 
cease and authorized rest periods need not be recorded.”

Pay Wages on Payday
Even though the employer delegates the timekeeping requirements 

to the employee, it remains the obligation of the employer to meet 
the requirements and pay all wages on the established payday. Failure 
by the employee to complete the time record does not alter the 
underlying legal requirement.

Motivating employees to comply with the company timekeeping 
rules is the goal. In an effort to resolve the problem, some companies 
choose to discipline employees for non-compliance with company 
policies.

Nevertheless, discipline is not always a satisfactory resolution. This 
is especially true if you value a particular employee and do not wish 
to risk the employment relationship. 

Timekeeping Strategy

To ensure that wages are paid, plan a strategy. For example, you 
may require supervisors to record hours worked and submit time 
records. Another avenue is direct contact with the employee through 
emails or phone calls to obtain an oral record of hours.

Of course, these methods are labor intensive, so it may be simpler 
to estimate wages based on the employee’s regular schedule. 

Employers ask why employees disregard the timekeeping policies 
and risk late payment or inaccurate payment of their own wages. 
It is hard to answer this question, and equally hard to provide a 
resolution.

Employee disregard for completing time records seems contrary to 
common sense, but is an ongoing and widespread problem. Each of 
the suggested resolutions has its drawbacks, but a combination of 
methods may work for you.

The Labor Law Helpline is a service to California Chamber of 
Commerce preferred and executive members. For expert explanations 
of labor laws and Cal/OSHA regulations, not legal counsel for specific 
situations, call (800) 348-2262 or submit your question at www.
hrcalifornia.com.

MEMBERS IN THE NEWS

On the heels of the recently announced superstore merger between 
OfficeMax and Office Depot, Cartridge World - Cerritos and other 
local retailers offering personalized, expert services to businesses 
and consumers are welcoming new big-box customers. “This mega-
merger has created new customer opportunities for Cerritos retailers, 
especially Cartridge World,” said Kunal Gorakshakar, owner of 
Cartridge World - Cerritos, a specialty retailer of ink and toner printer 
cartridges. “With a significant number of OfficeMax stores  expected 
to close across the nation and the uncertainty of what will happen 
here in the Cerritos area, their customers are going to look for an 
alternative.

Cartridge World is here to stay. We offer high-performance 

products, expert advice and customer service on a first-name basis.”
Through April 30, 2013, Cartridge World - Cerritos is offering a 

special discount to OfficeMax customers. Any customer who shows 
their MaxPerks card will receive double discount rewards on Cartridge 
World products.

With more than 1,600 stores across the globe, Cartridge World sells 
millions of high-performance ink and toner cartridges annually. The 
company makes it easier for businesses to save money by offering up 
to 30 percent off full-priced OEM printer cartridges, and special offers  
on printers, supplies and more. Cartridge World sells more than 3,000 
different cartridges for home and office printers, copiers and fax 
machines. Plus, every printer cartridge is 100-percent guaranteed.

For more information about Cartridge World’s eco-friendly products, 
visit your local Cartridge World store or www.CartridgeWorld.com. To 
learn how much your business can save on office printing costs, visit 
your local store or Cartridge World’s online savings calculator.

Contact Kunal Gorakshakar, owner of Cartridge World - Cerritos 
located at 13245 South St in Cerritos, at (562) 402-1035 or 
Cartridgeworldcerritos@gmail.com for complete discount details. The 
offer is good on all Cartridge World-brand products ($25 minimum 
order) at all participating Cartridge World stores through April 30, 
2013. There’s no limit to how much you can save. The offer is valid 
for new customers, does not include rebates for recycled cartridges, 
and cannot be combined with other discounts.

WHY PAY MORE TO PRINT?

CARTRIDGE WORLD - CERRITOS OPENS ITS DOORS TO OFFICEMAX CUSTOMERS

WHY SHOULD YOU GET 
THE ORDER?

Today, women-owned  
businesses are the fastest-growing 
segment of new businesses in our 
economy. In fact, an analysis by 
American Express suggests that 
the number of women-owned 
businesses has risen by 200,000 
over the past year alone, which is 
equivalent to just under 550 new 
women-owned firms created each 
day. Regardless of how you slice 
the data, we know that this trend 
is growing and that women are 
over-indexing in entrepreneurship.

As Administrator of the U.S. 
Small Business Administration 
(SBA), I travel all around 
the country meeting with 
small business owners and 
entrepreneurs. I see how their 
businesses are transforming 
their industries and rebuilding 
their communities following the 
economic downturn. These are 
businesses like UEC Electronics 
in South Carolina. Rebecca Ufkes, 
an engineer and the company’s 
president, is laser focused on 
growing her successful electronics 
manufacturing business. She 
is supplying products to major 
manufacturers, such as Boeing, 
Cummins Engine Co, as well 
as the U.S. Marines and Air 
Force. And she is creating good 
American manufacturing jobs in 

SBA has resources to help WOMEN BUSINESS OWNERS Succeed
the process. UEC employs 194 
workers, an increase of 49 percent 
since August 2011. And Rebecca 
is part of a growing American 
supply chain of innovative small 
businesses that is driving large 
multinational manufacturers to 
bring more production back to 
the U.S.

However, today, many women-
owned entrepreneurs face what 
we call the “missing middle.” 
For example, take my home 
state of Maine. According to the 
most recent census data, men 
owned 54 percent of businesses 
in Maine and women owned 26 
percent of businesses in the state 
(the remaining were co-owned). 
However, when you look at the 
receipts of these businesses, 
women owned businesses 
lagged behind, capturing only 
7 percent of receipts, compared 
to 78 percent of receipts earned 
by men-owned firms. There is a 
similar trend occurring in states 
across the country.

Clearly, women-owned firms are 
growing greater in numbers, but 
challenges persist in scaling their 
operations and garnering market 
share.

The Small Business Exchange 
introduces new programs in 2013

At the SBA, we have the proven 

BUSINESS ADVICE

tools needed to bridge that 
missing middle. And to ensure 
that all entrepreneurs have the 
tools they need to grow their 
businesses, reach new markets 
and realize their full potential.

Access to Capital According 
to the Urban Institute, SBA loans 
are 3 to 5 times more likely to go 
to women and minority owned 
businesses than conventional 
loans. And since President Obama 
took office, SBA has supported 
more than $12 billion in lending 
through more than 35,000 
SBA loans to women-owned 
businesses.

Contracting At the SBA, one 
of our priorities is making sure 
that more qualified women-
owned, veteran-owned and 
minority-owned small businesses 
have access to government 
and commercial supply chain 
opportunities. That’s why we 
put into place the Women’s 
Contracting Rule, which means 
that for the first time federal 
agencies can set aside contracting 
opportunities for women-owned 
small businesses in over 300 
industries where women are 
underrepresented.

Congress gave SBA this 
authority in 2000, but it was never 
implemented. Under President 

Obama’s leadership, we have 
made it a priority—and have 
gotten it done. And recently we 
expanded the limits to ensure 
that women-owned businesses 
are eligible for larger government 
contracts.

Counseling Our Office of 
Women’s Business Ownership 
oversees a national network of 
106 Women’s Business Centers 
(WBCs) that support women 
who want to start or grow their 
business. We’re connecting with 
more women every day and, in 
FY 2012 alone, we counseled and 
trained more than 136,000 women 
entrepreneurs.

We’re excited to announce 
another new counseling resource 
called “Encore Entrepreneurship 
for Women: An Introduction to 
Starting Your Own Business.” It is 
designed specifically for female 
“encore entrepreneurs,” who are 
over the age of 50 and ready 
to start a business as the next 
chapter of their careers.

We are committed to helping 
women entrepreneurs because we 
know how much potential they 
have to contribute to America’s 
economic growth. To learn more 
about how SBA can help you 
rbusiness, visit www.sba.gov.  

Source: U.S. Small Business 
Administration

The targets of regulations often know best how government 
requirements work in the real world. The California Chamber of 
Commerce would appreciate your help in identifying overlapping and 
duplicative state regulations affecting your business. Please email your 
comments to regs@calchamber.com.

Help CalChamber Identify 
Overlapping/Duplicative Regulations

In a recent case study conducted by one of the major search engines,. 
It was found that websites that contained videos were performing 
better than sites without this type of media. This is because people are 
more apt to watch the video than to read the content of the page. With 
this in mind, savvy business owners can increase their site traffic and 
conversion rate by implementing videos into their content. There are 
three categories of videos that are now must-haves for sites that wish 
to dominate the Internet.

1. Videos Introducing New Products
There is not a better way to captivate an audience than to show 

them how the product works. People are now more prone to purchase 
after seeing a demonstration than by trusting their own judgment 
from reading about a product or service. When you include videos 
that show your products in action, you will see your sales improve. 
This is particularly important when it come to a highly competitive 
market like technology. Videos for technology companies can make all 
the difference when a potential customer is ready to make a buying 
decision.

2. Videos Introducing Your Company
Many people still are a little leery of making purchases online 

because they feel no personal connection to the business. Websites 
can seem like mindless entities that are just there. By having a video 
that introduces your company and/or yourself, you make that personal 
connection with your potential customers that can “seal the deal.” The 
website will then have a face and a personality attached to it, and the 
buyer feels more trusting about the product or service.

3. “How-To” and Help Videos
Place instructional videos on your site that will give clients information 

on how to properly use your product, different things the product can 
be used for, or even what to do if there is a problem. The Internet is 
now the first place that people turn to when they have a problem with 
a product. If you can provide a solution, you will create loyalty in the 
person who viewed the video. Additionally, these videos can be used as 
a way to give your site more authority on a subject or product, allowing 
to rank higher on the search engines.

4. They’re Simple and Inexpensive
The great news is that these videos are not expensive to produce, and 

can be done quite quickly. It does not take months to produce a video, 
it takes hours. Videos are also very easy to upload to your site and can 
easily be replaced and updated when necessary. If you are not sure 
how to create a video on your own, there are companies available that 
specialize in creating web content videos. These companies can help 
you every step of the way from creation to editing. Videos do not have 
to be long or complicated. The average video is between thirty seconds 
and three minutes. While some of them are longer, they do not have to 
be “full length features” to promote your business. In fact, the average 
attention span will not exceed three minutes on an Internet video so it 
is best to keep them short.

If you are looking for a way to enhance your sales and your site 
ranking, you will do very well by adding videos throughout your website. 

Source: SBALoans-123.com

How Business Owners Can Increase Site 
Traffic Through Video

In California it is always hard to tell when winter ends and spring 
begins. One day it is 100 degrees and the very next 60 degrees – 
entirely unpredictable. However, we have been taught that March 
21 ushers in the start of spring… and with spring comes fresh new 
perspectives. Everyone has heard of the phrase “spring cleaning.” Well, 
that usually relates to cleaning out our garages, deep clean every nook 
and cranny in the house, or purge and deleting old files. But perhaps 
“spring cleaning” can mean ushering out the old and bringing in the 
new.

I am talking about “spring cleaning” your approach to marketing. 
Consumers think and function differently during spring and summer 
months. They are more laid back, eager to get out and play, and of 
course it is one of the busiest times for the travel industry. So keeping 
that in mind, I encourage you to look at your current marketing 
strategies and see what you can do to “spring clean” for the upcoming 
months. 

How can you tailor your message to: 1) be unique to you, 2) keep 
your current consumer’s attraction during the season change, and 
3) bring in new consumers who will come to think of you and your 
business every spring?

This does not mean that you need to do something drastically different 
from what you have been doing; however you may discover that some 
“spring cleaning” could be just the boost you have been looking for. 
Test yourself. If you are no longer interested in someone’s product ask 
“why?” Perhaps their marketing needs some “spring cleaning.” Good 
luck and enjoy the fresh season. 

 “Spring Cleaning” Your Marketing Strategies
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Duckett-Wilson Development Company is the property 
management company for the Paddison Square shopping 
center, located at the corner of Imperial Hwy and Norwalk Blvd.  
Chamber members Applebee’s Restaurant, Dunn-Edwards 
Paint, Union Bank and Tacos Don Chente are all located 
in Paddison Square.  Robert S. Wilson and A. C. Duckett, 
Jr., formerly of CB Commercial, ventured into partnership in 
1964 to form Duckett-Wilson Development Company. They 
focus primarily on neighborhood shopping centers and have 
developed, currently own, and manage 63 centers through 79 
partnerships, as well as 6 Fish Market restaurants, throughout 
California; Nevada; and Denver, Colorado. Their companies 
own over 1.8 million square feet of retail space and provide 
management services to retailers comprising over 2.8 million 
square feet. Presently, the Duckett-Wilson companies are 
still active in developing neighborhood shopping centers 
throughout California’s central coast, as well as Los Angeles 
and Orange counties.

SELACO WIB specializes in helping people gain the skills and 
confidence necessary to find job and career opportunities that 
lead to self-sufficiency and long-term employment. Together 
with that you’ll find a host of vital social services and life skills 
programs designed to help ensure life-long success and the 
health and well being of the family. But their mission is really 
two-fold, because workforce development also includes 
promoting the growth of business with specialized programs 
aimed at supporting needs of employers. They are proud to 
be recognized by both the U.S. Department of Labor and the 
State of California as a national model for community-based 
workforce and employment development. Beyond the personal 
gratification, awards and praise means rewards in the form of 
funding and incentive grants that allow them to develop new and 
better programs designed to help a wider range of individuals 
and businesses in need.  SELACO WIB is located at 10900 E. 
183rd St, Suite 350, Cerritos CA.  They can be reached at 562-
402-9336, or you can visit their website at www.selaco.com.

Americare West Home Health Services Mission Statement is 
“To provide quality and compassionate home health services.”  
They are Medicare certified, licensed by the Department 
of Public Health, and accredited by the Community Health 
Accreditation Program. They were founded in 2003, are 
headquartered in Norwalk, California and serve Los Angeles 
and Orange Counties. They offer a full range of Professional 
Services including:  Skilled Nursing Services, Certified Home 
Health Aide, Physical Therapy, Occupational Therapy, Speech 
Therapy, Social Work Services, Diet Counseling/Nutritional 
Services and  they have on-call nurses are available twenty-
four (24) hours a day, seven (7) days a week. To find out more 
about Americare West Home Health Services, please contact 
them at 562-466-1822 or info@americarewest.com.

In 1965 Artesia, Bloomfield, and Carmenita School Districts 
unified and became known as the ABC Unified School 
District.  The ABC Unified School District is representative 
of urban school districts throughout the United States. The 
community served by ABC Unified School District includes 
the cities of Artesia, Cerritos, Hawaiian Gardens, as well 
as portions of Lakewood, Long Beach, and Norwalk.  The 
ABC Unified School District is known throughout the State 
of California as a leader in educational planning and 
innovation. The District has received county, state, and 
national recognition for outstanding programs in counseling, 
alternative education, staff development, and labor relations. 
Their new superintendent, Dr. Mary Sieu, has spent 23 
years in the District, serving previously as District’s Deputy 
Superintendent, Assistant Superintendent of Academic 
Services
and Director of Special Programs and Services.  Their vision 
statement keeping “Student achievement—our main thing” 
will remain the priority of the District as they move forward 
with new Superintendent Dr. Mary Sieu at the helm!

Headquartered in San Francisco, UnionBanCal Corporation 
is a financial holding company with assets of $97 billion at 
December 31, 2012. Its primary subsidiary, Union Bank, 
N.A., is a full-service commercial bank providing an array of 
financial services to individuals, small businesses, middle-
market companies, and major corporations. The bank 
operated 447 branches in California, Washington, Oregon, 
Texas, Illinois, and New York as well as two international 
offices, on December 31, 2012. UnionBanCal Corporation is 
a wholly-owned subsidiary of The Bank of Tokyo-Mitsubishi 
UFJ, Ltd., which is a subsidiary of 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. The Norwalk Branch of Union 
Bank is 12221 Norwalk Blvd, in Paddison Square and the 
branch manager is Jose Carlos.  For more information about 
their banking services contact Union Bank at 562-863-3060.  
You can also visit www.unionbank.com for more information  

have a number of our local Starbucks locations as members!  
This April, they will kick off their third annual Global Month of 
Service where partners will lead community service projects 
focused on the individual needs of the neighborhoods where 
they live and work. They encourage you to check out the 
projects that are taking place near you, and invite you to get 
involved to make a positive impact in your community. To see 
what projects may be taking place during the Global Month 
of Service visit http://bit.ly/Zrzmfo.  You can also contact our 
Starbucks members directly to find out how to participate 
in any of their community service projects.  Visit www.
norwalkchamber.com and click on our Member Directory to 
find your nearest Starbucks location in Norwalk.  

Many of you will recognize 
this familiar logo as the 
symbol of Starbucks 
Coffee Company.  What 
many of you may not know 
is that Starbucks has a 
strong commitment to the 
communities that they are 
located in.  The Norwalk 
Chamber is fortunate to 

PIH Health to Host Medicare Forum
Attendees to Learn About New Options & Changes

As part of its commitment 
to providing excellent patient 
care and health information, PIH 
Health will host a Medicare Forum 
event for Medicare recipients, 
and for those who will be eligible 
soon. PIH Health will provide 
attendees with the most accurate 
information about Medicare plans 
and the changes that will occur in 
2013.

This event will feature 
representatives from PIH Health, 
the Center for Health Care Rights 
and Medicare expert, Fernando 
Muniz. The event is free, but 
reservations are required. Light 
refreshments will be served.

PIH Health Medicare Forum
Date: Saturday, April 13, 2013
Time: 9 am
Location: Flo and Frank L. Scott 

Conference Center at PIH Health 
Hospital, 12401 Washington Blvd., 

Customer service plays such an 
important role in business today. 
No one will ever argue that. 

What they will argue about, 
though, is how companies treat 
customers -- and how their staff 
communicates with them. Let’s 
start with things customers never 
want to hear - the REALLY, REALLY 
bad one. Ready? The worst is a 
simple 3-word phrase: “I don’t 
know.” That’s it. Looks harmless, 
doesn’t it? Yet, it drives customers 
up the wall. And it will drive them 
away from your company. 

To ask a simple question about 
your company or product and 
get a bland, “I don’t know” is 
inexcusable. I know what you’re 
thinking, What do I say instead?” 
Being new does not give you carte 
blanche to be bland. Use positive 
alternatives instead. “I don’t know” 
sounds like “I don’t care” to the 
customer. (Yes, it does!) Positive 
alternatives are readily available. 
And in this case, it’s a simple one. 

Things Your Customers Never Want to Hear
By Nancy Friedman, Telephone Doctor

Let’s say you’ve been asked 
something about a product 
and you have no idea what the 
customer is talking about. The 
problem is someone has asked 
you something you don’t have 
the answer to. (And trust me, it 
will happen to everyone at one 
time or another. We simply blank 
out. It’s not an age thing. It can 
happen at 23, 33, 63 or 103. We 
just lose it. Easy to do.) 

SOLUTION: Stop before you 
answer. Think. Then pick the 
positive alternative. “Gee, Mr. 
Customer, that’s a very good 
question, let me check and find 
out for you.” Because you can find 
out. There’s very little about your 
company that you aren’t able to 
find for someone. It may not be 
right away; that’s true. But we also 
have found that most questions 
don’t need an answer as soon as 
we ask it. So be sure to also ask 
“and, Mr. Customer, when did you 
need that information?” 

That’s it. Easy isn’t it? And yet 
every day, millions of people are 
saying: “I DON’T KNOW” to their 
customers instead. How sad. How 
unfortunate. How rude! “I DON’T 
KNOW” is total rejection. You 
might as well flat out say you 
don’t care. Because that’s what 
the customer hears. You can of 
course also tell the customer “I 
don’t know, but I’ll find out.” 

You can use that, of course, 
but “BUT” is the big eraser word. 
It erases everything you say 
afterwards. It is best to start our 
sentences in the positive – rather 
than the negative. 

So.. “I don’t know” is now a 
forbidden phase if you’ve read 
this article. Catch yourself when 
you say it and use the positive 
alternative. “Gee, Mr. Customer, 
that’s a great question, let me 
check and find out. Oh, and by 
the way, Mr. Customer, when did 
you need that information?” 

Whittier
Registration: RSVP by April 

1, 2013 by calling 562.906.5719. 
Space is limited.  For more 
information, visit www.pih.net/
seniors.

About PIH Health
PIH Health is a nonprofit 501(c)

(3) regional healthcare delivery 
network that was founded in 1959 
by volunteers who went door to 
door with coffee cans to raise funds 
to build a local healthcare facility. 
Over 50-years later, PIH Health 
has maintained that same sense of 
community and family-like culture 
where patients are the top priority, 
and employees and volunteers 
are proud to be affiliated with 
such an organization. PIH Health 
serves residents of LA and Orange 
Counties as well as the San Gabriel 
Valley area offering  a wide-range 
of services including over 150 
primary care physicians to provide 

general medicine and preventative 
care; access to emergency and 
urgent care, home health services 
and hospice; and a network of 
over 180 specialists in accessible 
and welcoming neighborhood 
locations. PIH Health is committed 
to remaining at the forefront of 
healthcare advances including 
technology, equipment and top-
notch facilities and amenities to 
benefit patients and staff alike. Its 
highly trained and compassionate 
physicians, nurses, clinicians, staff 
and volunteers work tirelessly 
and collaboratively every day to 
be the communities’ health and 
wellness partner. Those interested 
in supporting PIH Health and 
furthering its charitable purpose 
are invited to make an in-kind gift 
by visiting PIHHealth.org > click 
the “Donate Now” button or can 
call the PIH Health Foundation at 
562.698.0811 Ext. 14120.

Don’t Miss An Event!

www.NorwalkChamber.com
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