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As Norwalk Chamber celebrates 90 years of serving the business 
community in the City of Norwalk, I want to assure you that your 
Norwalk Chamber is devoted to being the ultimate business resource 
for our members.  Whether through networking, promotion, or 
advocacy we are committed to helping your business and our 
community thrive in Norwalk.    I encourage you to become an 
active chamber member and take advantage of all that Norwalk 
Chamber has to offer.   

Our Chamber attended the Mayor’s Prayer Breakfast, where we 
heard inspiring words from the founder of Homeboy Industries, 

Father Gregory Boyle.  Homeboy Industries was founded in 1988 and is now the largest 
gang intervention, re-hab and re-entry program in the United States.  Fr Boyle held our 
attention while he shared the successes Homeboy Industries has had with obtaining jobs for 
gang members who want to break out of that lifestyle.  From laughter to tears, he kept the 
audience enthralled with the stories that he shared.  If you would like to find out more about 
Homeboy Industries visit their website at www.homeboyindustries.org.  

At this year’s State of the City Address, I was invited to make a presentation about the 
“State of the Norwalk Chamber of Commerce.”  I want to thank the Norwalk Community 
Coordinating Council for inviting me to speak and share some of our Norwalk Chamber 
successes.  Additionally we heard from City Manager Mike Egan and Norwalk Sheriff’s Station 
Captain Curtis Jensen.  Both presentations provided positive information about where the 
City of Norwalk is headed in the future and the successes of the last year.  

“Dine out Norwalk,” held on February 26th was a great success.  This first time event 
encouraged businesses and residents to visit our Norwalk Chamber restaurants and eateries 
on Wednesday, February 26th to support our local economy.  Receipts from that day can 
be brought to the Norwalk Chamber office until Monday, March 24th to be entered in to a 
drawing for a prize package worth over $500.00!  

March is a busy month for the Norwalk Chamber of Commerce and there are many great 
events that you can participate in.  March 12th is the next Women in Business luncheon 
and the topic is “Self-Defense for Women.”  March 20th is our “State of Higher Education” 
luncheon, featuring Cerritos College President, Dr. Linda L. Lacy as our speaker. Last is our 
March 25th Evening Mixer, which will be at Agave Junction Cantina (Formerly Scoreboard) 
from 5pm to 7pm.  Information on all of these events can be found on our website at www.
norwalkchamber.com or you can contact the Chamber directly at 562-864-7785.

On behalf of my Norwalk Chamber Board of Directors and Ambassadors, I want to thank 
you for your chamber membership.  We look forward to serving you, your business and our 
community in the coming months!  
 

Sincerely, 

Toni Grijalva
2013-14 President
Norwalk Chamber of Commerce

Norwalk Chamber 
President Toni Grijalva was 
invited to speak at the Annual 
State of the City address 
on February 21st.  Held at 
the Norwalk DoubleTree 
Hotel, the event was filled 
to capacity by Chamber 
members, business and city 
leaders, representatives of 
various organizations and 
local residents.  President Toni 
was able to share with the 
audience the accomplishments 
of the Norwalk Chamber of 
Commerce over the last year.  
She also shared information 
about services the Norwalk 
Chamber of Commerce 
provides to local businesses.

Following President 
Grijalva, we heard from 
Norwalk Sheriff Station 
Captain Curtis A. Jensen and 
Norwalk City Manager Mike 
Egan.  Captain Jensen spoke 
about the many successes the 
Sheriff’s Department had this 
last year in Norwalk.  Statistics 
showed that almost all crime 
categories had decreased 
from the previous year 
and that arrests made had 
increased showing an overall 
positive direction for the 
Sheriff’s station.  The Norwalk 

Station patrols not only 
Norwalk, but also La Mirada 
and unincorporated Whittier, 
so they are responsible for 
over 200,000 citizens and 
businesses.  

City Manager Mike Egan 
shared much information 
about the City of Norwalk 
and their accomplishments 
during this last year. He then 
went on to highlight the Five 
Year Strategic Action Plan, 
the focus City Hall is making 

Members of the Norwalk Chamber of Commerce, Board of Directors and Ambassadors with Norwalk Sheriff’s Captain Curtis Jensen.

MAYOR’S PRAYER BREAKFAST
The Annual Mayor’s 

Prayer Breakfast took place 
on Wednesday, February 
12th at the DoubleTree 
Hotel here in Norwalk.  This 
event is produced by the 
Mayor’s Prayer Breakfast 
Committee, this year chaired 
by Pastor Arthur McKibbon 
of the Norwalk Church of 
the Nazarene.  Those that 
participated in this wonderful 
occasion had the pleasure of 
hearing songs, messages and 
prayers from many of the 
Houses of Worship here in 
Norwalk.  One highlight was 
the National Anthem sung by 
the a cappella group “Out of 
Sight,” while another was the 
shared readings and prayers 
from the Norwalk High School 
Bible Club.  The featured guest 
speaker for this event was 
Father Greg Boyle, Founder 
and Executive Director of 
Homeboy Industries.   Father 
Boyle started Homeboy 
Industries in 1988 and it 
is now the largest gang 
intervention, rehab and re-
entry program in the United 
States.  Every year over 15,000 
gang members walk through 
their doors seeking jobs and 
a way out of that life. Father 
Greg is the author of the 
New York Times bestselling 
book, “Tattoos on the Heart:  
The Power of Boundless 
Compassion.”  For the work 
he has done, he has received 
many honors including the 
California Peace Prize and the 
Civic Medal of Honor.  

Father Boyle was both 
entertaining and startling 
while sharing some serious 
thoughts with the audience.  
He started with the statement 
that we have “Forgotten we 
belong to each other.”  Stating 

that kinship with each other 
seeks to bridge the distance 
that divides us, he shared 
how rival gang members 
who become co-workers 
in one of the Homeboy 
Industries businesses can 
get past those rivalries and 
become connected and even 
become friends with each 
other.  That thousands of rival 
gang members had worked 
together over the years, some 
with deep seated hatreds, but 
working together brought 
them to a different place.  
Kinship creates peace was 
the message.  His final words 
spoke of compassion for all.  
The breakfast was not the 
place that we come to, but 

the place we go from and in 
going we should “stand in awe 
of the burden the poor carry, 
not in judgment.”  Profound 
words from an amazing man 
who everyday provides hope 
to those in need and brings 
peace to those in trouble.  

Past Chamber President, Joe 
Derthick of AFLAC pictured 
with Ambassador Virginia 
Zuno, of the DoubleTree Hotel, 
Norwalk.

Enjoying the breakfast and speakers are Joseline Nucum, 
Doubletree Hotel, Chamber President, Toni Grijalva, Cerritos 
College, VP Finance, Karla Butler, Thompson Bookkeeping and 
Ambassador Chair, Lynda Fisher, Walmart.

Ambassador Lourdes Chavez of 
Illusion Bridal with Art Sanchez 
of Sanchez Catering.

Attending the Norwalk Mayor’s 
Prayer Breakfast, Art Sanchez, 
Sanchez Restaurant & Catering, 
Craig Wicks, Budget Car Sales 
and Julia Emerson, Southern 
California Gas Company.

(1) Chamber members attending the State of the County are Tracy Polley, Kelco Sales, Bob Arthur, 
Cerritos College Board of Trustees,Christina Jones, HUB International, Adriana Apodaca, Keller 
Williams Realty, Gary Murphy, Norwalk Florist and Henry Veneracion, The Downey Patriot; (2) 
Norwalk Chamber President, Toni Grijalva, Cerritos College pictured with Republic Services General 
Manager James Castro and Chamber Board Member Francella Aguilar; (3) Attending the State 
of the City Address, from CR&R are Dan Stepanian GM and Norwalk Chamber Board Member 
Richard Fierro; (4) Attending the State of the City Luncheon are (left to right) Natalie LeGaspi, 
Board Members Francella Aguilar, Republic Services, and Richard LeGaspi, TNT Fireworks; and (5) 
Norwalk Chamber President Toni Grijalva pictured with Immediate Past President Lynda Fisher.

Norwalk Chamber President, 
Toni Grijalva of Cerritos 
College, with Norwalk City 
Manager Mike Egan after the 
State of the City address.

on customer service and the 
clean up that will be done 
to the Tank Farm.  Mr. Egan 
gave a positive outlook for 
the City of Norwalk for the 
coming years, with a special 
focus on supporting business 
growth and development.  
The Norwalk Chamber of 
Commerce looks forward 
to working with the City 
of Norwalk on business 
development as they move 
forward with their Strategic 
Action Plan!
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NEW AND RENEWING MEMBERSNORWALK CHAMBER
 BUSINESS CONNECTIONS (NCBC)
is the Official Publication of the 
Norwalk Chamber of Commerce.
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DIRECTOR
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EXECUTIVE BOARD 

PRESIDENT
TONI GRIJALVA

Cerritos College

VP FINANCE  
KARLA BUTLER

Thompson Bookkeeping

PRESIDENT ELECT
CARMEN LIZARRAGA

Southeast Regional 
Occupation Program

VP COMMUNICATIONS/
SECRETARY

ROB CAZARES
Outback Steakhouse

PAST PRESIDENT
LYNDA FISHER

Walmart

BOARD OF DIRECTORS
ADRIANA APODACA

Keller Williams Realty

MICHAEL BATORY
Walgreens

Special Events Co-Chair

CHRISTINE CONSUNJI-CHEN
DoubleTree by Hilton Los Angeles Norwalk

JOE DERTHICK
AFLAC

JULIA EMERSON
Southern California Gas Company

Legislative Co-Chair

RAFAEL GARCIA
Republic Services

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

DR. RUTH PEREZ
Norwalk-La Mirada Unified School District

TRACY POLLEY
Kelco Sales • Legislative Co-Chair

GORDON STEFENHAGEN
Norwalk Realty

●  ●  ●

CITY COUNCIL LIASION
MAYOR LUIGI VERNOLA

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.

19 Years
Southeast ROP Program
Gil Montano
562-860-1927

18 Years
Norwalk Vacuum & Sewing
Bill Sanning
562-864-7781

15 Years
Alba Rapid Tax
J.Alexander Alba
562-868-3518

Norwalk Printing & Graphics
Steven Ives
562-864-3216

New Members
Blue Zou Creations
Mary Jane McIntosh
12033 Olive St.
Norwalk CA 90650
562-868-2607
www.bluezoucreations.com

Renewing Members

Pawnmart
C. Rae Goldsmith
562-929-2377

John’s Sweeper Service
John Ozonian
562-860-0604

8 Years
Fiesta Taxi
Erika Hernandez
310-851-5005

7 Years
Norwalk Community Hospital
Omar Ramirez
562-863-4763

AMBASSADORS CORNER - SUPPORTING OUR LOCAL ECONOMY

Susan Arthur
Community Member

5 Years
St. Linus Catholic School
Sister Catherine Casey
562-921-0336

3 Years
Personal Care Medical Clinic
Robert Salatinjants
562-406-7070

2 Years
Pettit Insurance Services
Mike Pettit
562-219-6266

Norwalk Chamber Ambassadors held their 
monthly meeting and “Lunch Mob” at the 
Norwalk DoubleTree Hotel on Wednesday, 
February 26th.  This was held in conjunction 
with the “Dine out Norwalk” event which 
supported local chamber restaurants and 
eateries by offering a chance to win a prize 
package if you visited one of the member 
restaurants on February 26th.  Those that 
participated can bring their receipts from 
that day to the Chamber office and receive a 
raffle ticket for the drawing which will be held 
on March 25th, at Agave Junction Cantina 
during the “After Hours Mixer.”  Receipts must 
be turned in by March 24th to be eligible for 
the drawing.  Winner need not be present. 

The Norwalk Chamber Ambassadors 
attend many events here in Norwalk to 
support our members.  From Ribbon Cuttings 
to Chamber Luncheons, they are the “good 
will” arm of the Chamber.  If you would like 
to find out more about the Ambassadors 
program, contact the Norwalk Chamber at 
562-864-7785. 

L & W Service Co. Inc.
James Etherton
11827 Front St.
Norwalk CA 90650
562-868-9339
www.bluetowels.com

Denny’s Restaurant
Ali Reza
12616 Pioneer Blvd.
Norwalk CA 90650
562-868-3422
www.dennys.com

Norwalk Chamber Ambassadors supporting “Dine Out Norwalk”  from left to right, Ambassador 
Chair, Lynda Fisher, Walmart, Christine Consunji-Chen, Norwalk DoubleTree Hotel, Susan Arthur, 
Virginia Zuno, DoubleTree Hotel and Joe Derthick, AFLAC.

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

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.

CLEANING SERVICES
ServiceMASTER Professional Home &
Disaster Cleaning Services
10% Discount to all Chamber Members
Carpet & Upholstery Cleaning
Must show membership card.

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

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

FLORIST
NORWALK FLORIST 
Gary Murphy 
11947 Firestone Blvd, Norwalk 
(562) 863-4478
mynorwalkflorist@yahoo.com • www.floristnorwalk.com
15% off all phone or walk-in floral orders. (Excludes wire 
orders ,Valentine’s Day, Mother’s Day and Christmas) 
50% off wire fee. Discounts Cannot be used in addition to 
any other promotional offers. 

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

CLEANING SERVICES
MERRY MAIDS
Julie or Sandra
13923 San Antonio Drive, Norwalk
(562)929-6177
$10 off your first 10 cleanings

HAIR SALON
THE CUTTING EDGE
Mariloly Martinez
10933 Firestone Blvd., Norwalk
(562)929-7696
15% off any service or product, must show
Chamber membership card to receive
discount.  

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

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

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.

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

MEMBER TO MEMBER DISCOUNTS

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
We Pay Your Sales Tax on Purchases
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These have been challenging times more most business people. Remember that “when business is slowing, customers aren’t showing and dollars aren’t flowing” 
that’s the time you need to maximize the use of your Norwalk Chamber membership. Here is a reminder to help you not just survive, but to thrive. 

Write a press release or article about something happening in your business, a new product, a new employee, a promotion, recognition by an association, at 
great sale, whatever. Send it to ceo@norwalkchamber.com for consideration of placement in the next Norwalk Chamber Business Connections newsletter. It’s FREE 
and members and community members do read you announcements. Make the headline snappy and attention grabbing for best results. We are always looking to 
promote our members in written and electronic form. Our print newsletter goes out to nearly 20,000 each month. Why not yours?

  

-Vivian Hansen

MESSAGE FROM THE EXECUTIVE DIRECTOR

Who: Targeting local small businesses, Goldman Sachs 10,000 Small Businesses is a 
business management education program that helps small business owners develop the 
skills needed to grow their business.

What: Goldman Sachs 10,000 Small Businesses partners with Long Beach Community 
College District and Los Angeles City College to provide a practical business management 
education program that helps small business owners develop the skills needed to grow 
their business. Small business owners selected for the program will receive a scholarship 
to attend the business and management education program, and get one-on-one 
sessions from dedicated business professionals to help the entrepreneur develop a 
tailored business growth plan.  For additional information regarding the program visit 
http://www.SoCal10KSB.com

Applicants should meet the following criteria:
•  Applicant must be an owner or co-owner of a business
•  Business in operation for at least two years
•  Business revenues between $150,000 and $4.0 million in the most recent fiscal year
•  Business with a minimum of four employees (full-time, part-time, temporary)

About the Goldman Sachs 10,000 Small Businesses Program in Southern California 
Goldman Sachs 10,000 Small Businesses is a $500 million investment to help small 
businesses create jobs and economic opportunity by providing them with greater 
access to business education, financial capital, and business support services. The 
program is based on the broadly held view of leading experts that greater access to 
this combination of education, capital and support services best addresses barriers 
to growth.

Participants attend a highly practical 11-session business management education 
program geared toward their business. The benefits of the program include:

• Practical Business Education: Learn practical and immediately applicable skills to 
grow your business

•  Business Support Services: Receive one-on-one business advising to help develop 
a strategic and tailored plan for growth

•  Potential Capital to Expand: Opportunity and tools to position your business to 
access capital

•  Network of Support: Access to a team of entrepreneurs (nationally and locally) with 
similar experiences and challenges

•  Alumni Services: Opportunities to participate in business services and networking 
events after completing the program

For more information visit: Error! Hyperlink reference not valid.>, email 10000sb@
lbcc.edu<mailto:10000sb@lbcc.edu> or call 562-938-5054.

GOLDMAN SACHS 
10,000 SMALL BUSINESSES OPEN ENROLLMENT

LABOR LAW CORNER

Can we interview potential 
job candidates online through 
a video or Internet-based 
system, instead of having 
them come to our office in 
person? If not, do we have to 
pay people who travel to our 
office for a job interview?

Yes, using a video or 
Internet-based system to 
interview candidates is an 
alternative to the “face-to-
face” interview that can save 
employers and job candidates 
time and money. 

Laws Still Apply
The same rules for the 

interview regarding potential 
discrimination issues would still 
apply using these alternatives, 
such as asking all candidates 
the same, nondiscriminatory 
questions; providing 
reasonable accommodation 
for the interview, as required 
by the federal Americans with 
Disabilities Act (ADA) and 
California’s Fair Employment 
and Housing Act (FEHA); and 
ensuring the interviewer takes 
objective, proper notes during 
the interview.

Furthermore, you must 
ensure the required postings 
for applicants (all of which 
are included in the California 
Chamber of Commerce all-
in-one 2014 California 
and Federal Employment 

Notices Poster) are visible 
to the candidate during the 
interview.

Employers want to be 
cautious when mandating 
the use of technology 
for interviews—if certain 
candidates are not “tech-
savvy” or do not have the 
appropriate equipment to 
participate in the video 
interview, a disparate impact 
on a particular protected class 
may result. Therefore, it is 
recommended that employers 
limit video interviews to 
an option for potential job 
candidates rather than a 
requirement (unless use of the 
technology is required of the 
job for which the interview is 
being conducted).

Recordings
In addition, California 

law prohibits recording of 
conversations without the 
consent of all parties present. 
If employers intend to record 
the interview (whether on 
video or online-based, or a 
face-to-face interview), all 
parties present must provide 
consent, either in writing or 
verbally on tape, the former 
being preferable. 

Compensation
Finally, employers do not 

need to pay job candidates for 
their travel to or attendance 

at the job interview unless 
the employer requires the 
candidate to work.

The Division of Labor 
Standards Enforcement will 
look at whether the candidate 
is required to demonstrate 
a particular skill or if the 
candidate is required to 
engage in some form of 
training that will benefit 
the employer—sometimes 
referred to as “try-out time.”

In general, however, job 
candidates attend an interview 
for their own benefit and do 
not need to be paid for their 
time or travel. 

More Information
More information on 

interview protocol, required 
postings, and try-out time is 
available on HRCalifornia.
com. 

The 2014 California 
and Federal Employment 
Notices Poster is available at 
calchamber.com/2014Poster.

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.

Job Interviews May Be Conducted Online; 
Employment Laws Still Apply

TAKING YOUR BUSINESS 
TO THE NEXT LEVEL

At some point, every small 
business owner comes to a 
crossroads: “Are we going to 
stay small, or will we strive 
to grow?” Here are four 
important goals to help your 
business rise to the next level:

Establish a Culture of 
Creativity. A small business 
that doesn’t continually 
innovate runs the risk of falling 
behind. So be sure to cultivate 
a creative organization that is 
encouraged—and possibly 
incentivized—to look for new 
opportunities, find ways to 
become more efficient, and 
find new ways to promote 
your products and services.

Stay current on your 
industry—and your 
customers—by subscribing 
to industry publications, 
attending webinars, taking 
continuing education courses, 
etc. Understand and use best 
practices in your profession.

Collaboration is critical. 
It means more than just 
assembling a task force, 
assigning responsibilities and 
reporting back to you. A well-
assembled team should be 
more agile, creative, efficient 
and productive than the sum 
of its members.

GAME PLAN: Actively seek 
out employees with diverse 
backgrounds and perspectives, 
and whose respective talents 
and viewpoints, strengths and 
weaknesses will complement 
each other’s.

• Challenge your team 
with projects designed to 
transform their knowledge 
into fresh business ideas.

• Ask for feedback from 
employees, and remember to 
actively seek their opinions 
and insights.

• Regularly provide 
access to educational 
seminars related to your 
industry through business 
associations or community 
groups.

TAKE CALCULATED RISKS
Let’s face it. You couldn’t 

have started your business in 
the first place if you were afraid 
of risk. So avoid becoming 
too conservative once your 
business is beginning to 
grow. First, determine your 
acceptable level of loss. Once 
that’s established, create 
a strategic document that 
outlines where you’d like to 
see your business grow. Then, 
get out of your comfort zone, 
research the possibilities, and 
make strides in that direction. 
Be sure your people are doing 
the same—don’t tolerate 
complacency.

Of course, whenever you 
take risks, you’re bound to 
have bumps in the road. It’s 
part of the equation. Not every 

move you take or decision 
you make will succeed. Allow 
room for missteps. (After all, if 
you or your people are afraid 
to fail, you’ll never want to 
take the risks that propel the 
business forward.) Then learn 
from those failures—why 
didn’t it work?—and use that 
knowledge to try something 
else.

 GAME PLAN: Want some 
quick tips on taking smart, 
prudent business risks? Check 
out The Harford’s 7-Step 
Guide to Taking Calculated 
Risks at: www.thehartford.
com/smal lb izahead/hub-
article/success-study-small-
business-risk-guide

PRIORITIZE TASKS AND 
DELEGATE THEM TO YOUR 
TEAM

You’ve probably seen it 
already: As your business 
grows, there are more issues 
tugging at your precious time. 
So it’s critical to use your 
time more wisely. Prioritize in 
the most fundamental way. 
Divide tasks into two buckets: 
essential and non-essential. 
Once you’ve identified your 
most critical issues and 
initiatives, focus on those. And 
the less essential tasks? The 
ones that eat up your time and 
leave you wondering where 
the day went? Those should 
be delegated to others.

A critically important 
corollary to prioritizing is 
delegating. One of the most 
difficult challenges for a 
small business owner—and 
not coincidentally, one of the 
keys to successfully growing 
a business—is letting go of 
some business decisions, and 
turning them over to others. 
But it’s essential to getting 
a business to the next level. 
Empower key employees to 
make some decisions, give 
them clear expectations…and 
step away. Trying to do it all 
doesn’t promote growth; it 
prevents it.

 GAME PLAN: Begin by 
focusing on and answering 
key questions, such as:

• What are critical tasks 
or business decisions that you 
need to make, and which can 
you give to someone else? 
Don’t be afraid to write it 
down—see how long your list 
of tasks is, and estimate the 
time each week or month you 
spend on each item. See how 
delegating can free your time.

• Can the task be used 
as an opportunity to develop 
team members, and increase 
what they’re able to do for 
you? Create job descriptions 
for each member of the team 
that lists their functions and 
responsibilities. Consider 
periodic meetings to check 
progress, and set regular due 
dates.

BEST BUSINESS PRACTICES
EXPAND (OR DEVELOP) 

YOUR BUSINESS PLAN
Since so many small 

businesses start in a spare 
bedroom or a garage, they 
may not have ever developed 
a formal business plan. But 
once your business begins 
to grow, a formal, expanded 
business plan is essential—
especially when you apply for 
financing). Here are its basic 
components:

• Executive Summary. 
The first section, typically 
written last, gives an overview 
of all other sections in the 
business plan.

• Company Description. 
Outlines vital facts about 
your company, such as your 
location and size, what you 
do, and what you wish to 
achieve.

• Products or Services. 
Describes products and/
or services you’re selling, 
emphasizing their value to 
customers.

• Market Analysis. 
Overviews your marketplace 
and industry, including 
statistics to support your 
claims.

• Marketing Strategy. 
Explains where your business 
fits into the market and how 
you’ll price, market and sell 
your product or service.

• M a n a g e m e n t 
Summary. Describes how your 
business is structured, your 
team members and external 
resources, and how the 
business is managed.

• Financial Analysis. 
Shows your business’s 
revenues, how it’s financed, 
the funding you’ll need to 
grow, and an estimate of your 
operating expenses.

• Appendix. Graphs, 
charts, statistics, research 
and other relevant data 
that supports statements in 
the other sections of your 
business plan

GAME PLAN: Developing 
a business plan is an 
excellent start to take your 
business to the next level. 
Your most important step, 
however, happens between 
your ears. It’s your mindset. 
Before crafting your business 
plan, start thinking big—
like a company, not just an 
entrepreneur.

• Set a meeting with 
your core team or partners to 
discuss your business plan.

• Assign someone 
to draft it, and ensure that 
everyone takes the time to 
review it.

• Once created, revisit 
your business plan often—
especially as your business 
and opportunities grow and 
evolve.

SAVE THE DATE
WOMEN IN BUSINESS CONFERENCE

In Cooperation with 
Congresswoman Linda Sanchez &
Assemblymember Cristina Garcia
Friday, May 16th, 8:30 AM – 2 PM

Workshops & Resource Fair
Continental Breakfast & Luncheon 
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BEST BUSINESS PRACTICES: 10 STEPS FOR DEFINING YOUR TARGET MARKET
Have you heard of the 

80/20 rule, better known as 
the Pareto Principle? Then, as 
you may know when applied 
to your business, 20% of your 
customers more than likely 
buy 80% of your products or 
services. So, how do you target 
that 20% of your business’ 
best customers? Follow the 10 
steps below to observe your 
best customer’s behavior and 
develop a target market for 
your business. 

1. The Average Sale: 
Do you know how much 
the average person spends 
when purchasing a product 
or service at your business? 
Begin with tracking your 
average sale in day, a week, 
and month for starters. Then, 
once you have a figure for the 
average sale, begin to track 
how many of your customers 
purchase over that amount, 
by how much (dollar amount), 
and how often. For example, 
If the average person spends 
$35 in your boutique, your 
top customers may spend $75, 
come back weekly, and may be 
more likely to refer a customer. 
Start tracking!

2. C o m m o n 
Characteristics of the 20%: 
Once you have your average 

figure and track every time 
someone spends over the 
average $35 from our previous 
example, begin assessing 
similarities in the customer’s 
characteristics. For example, the 
age, location, gender, marital 
or family status, income level, 
ethnic background, and needs 
(particularly for services.)

3. Why and What: 
Why do your customers buy 
from you, what do they care 
about, and what are they 
willing to pay? Why are your 
customers choosing you over 
your competitors - engage 
your customers with a simple 
survey after purchasing or at 
the counter through friendly 
conversation. Is it because you 
are local, is it for a social cause, 
quality, convenience? If your 
competitors charge more or 
less, check out their business 
and assess what makes your 
business different.

4. Where:  Where do your 
customers buy your product 
or service? If you have a store 
front and online shop, where 
are most of your sales coming 
from online or in-store? Why? 
Maybe your customer service 
sets you apart. In our previous 
example, your customers may 
enjoy a personal shopper to 

help with their purchases or 
enjoy in-store only discounts 
or promotions. For service 
based businesses, where is the 
sale coming from? Are your 
customers answering cold calls, 
online ads, referred by friends, 
looking at our website? Assess 
and track.

5. When: When do your 
customers buy? Is it seasonally, 
in the morning, evening, once 
a week, twice a month? In our 
example, maybe you find that 
many of your best customers 
come in after work from 5pm 
to 7pm, but your store is only 
open until 7pm, maybe you 
can stay open another hour or 
have an invite only promotion 
for your best customers where 
from 7pm-8pm the store 
exclusively stays open to your 
best customers once a month 
and perhaps offer a special 
promotion during that time.

6. Returning: Why will 
your customers come back? 
Did your customers receive 
great service, do they celebrate 
a special occasion with a 
purchase at your business, is it 
need based, did the experience 
give your customer something 
to talk about to their friends 
or family? What reason are 
you giving your customers to 

GETTING SMART ABOUT 
SMARTPHONES:

Our phones have become 
pocket computers. Think of the 
information your smartphone 
holds: call logs, text messages, 
your location, your contacts, 
photos, videos, and your web 
browsing history. Think of what 
it can do: stream movies, hail a 
cab, make purchases, and talk 
to you, among other things.

If, like many Americans, you 
say your life is in your phone, 
then it’s time to get smart 
about how you use it. Your 
safety depends on it.

SMARTPHONE RISKS: 
REALITY CHECK

Smartphones (and tablets 
and other portable devices 
that can access the Internet) 
bring privacy risks, like their 
desktop counterparts. They 
can be targets for malware 
and spyware and vulnerable 
to hackers. Even so, many 
consumers do not protect their 
phones with security software 
– or even with a passcode. 

Smartphones hold very 
personal information that we 
want to keep private, such as 
text messages, photos, and our 
friends’ contact information. 
If you use your phone for 
online banking, your account 
password may be stored on 
the phone. And some of the 

apps that make our phones 
so useful have been found to 
capture a wide range of our 
personal information.

SMARTPHONE PRIVACY: 
OWN IT 

Your privacy may be at risk 
even if you keep your phone 
with you at all times. Avoid 
complacency and take steps to 
protect yourself today. See the 
basic tips below and then go 
to the For More Information 
section at the end of this sheet 
for additional resources.

FIRST, SECURE YOURSELF
In public places, be alert 

when using your phone: 
smartphones are valuable. 
Criminals snatch phones from 
distracted texters and talkers, 
frequently hurting the victims. 
Stolen smartphones not only 
have value on the resale 
market, they are also valuable 
to identity thieves who use 
stored personal information to 
commit crimes. 

In the driver’s seat, turn 
off your phone. If you need to 
make a call or send a text, pull 
over to do it. Powering down 
your smartphone when you 
are behind the wheel can save 
lives – including your own. 

SECURE YOUR PHONE
• Know where your phone 

is at all times. Don’t let people 
you don’t know have access 

ONLINE SAFETY - GET SMART ABOUT SMARTPHONES

to it – malware, spyware, or 
tracking apps can be installed 
in just a few minutes.

• Protect your phone with a 
password or pin. 

• Install security software. 
Make sure to keep the software 
updated. Keep your phone’s 
operating system up to date. 
This will protect you with 
patches for newly discovered 
bugs or hacks. 

• Use an app or a service 
that lets you remotely erase 
the information on the phone 
if it’s lost or stolen. You must 
set this up in advance, before 
the phone goes missing. 

• Back up your smartphone’s 
contents to your computer or 
to mobile cloud storage. Device 
manufacturers and others offer 
mobile cloud storage. 

• You can also better protect 
your private information 
by using your smartphone 
“settings.” 

• Auto-lock: Phones are 
small and easy to lose. Set 
yours to auto-lock within five 
minutes, with a password to 
unlock it. 

• Location Services: Your 
phone can track your location 
for many useful purposes – 
giving you driving directions 
and traffic updates, finding 
the closest restaurant, getting 
weather reports. You can allow 

come back? If all else fails, ask 
your returning customers why 
they come back. If Saturday 
is your best sales day, ask 
your customers to come 
back on Tuesdays for special 
promotions or exclusive deals. 
Get your customers in the 
habit of coming back.

7. Your Portfolio: Do 
your customers know all of 
the products and services 
you offer? Assuring your 
team members inform your 
customers of all your products 
and services is crucial. It doesn’t 
hurt to train your staff to say 
for example, “Don’t forget we 
cater” or your insurance agent 
who primarily sells commercial 
insurance to say “We also sell 
home and auto insurance” 
or simply display signage or 
reminders on your website. 
The simple fact that your 
customers are familiar with 
conducting business with you, 
purchasing from you may just 
be convenient, but they can’t 
buy from you if they don’t 
know!

8. Reaching the 20%: 
Now that you’ve studied the 
20%, how do you reach them? 
What marketing channels 
work best to communicate 
with that group? Let’s say 

your best customers at your 
convenience store are mostly 
retired individuals or senior 
citizens. The best channels 
to communicate with this 
audience may be through 
local newspapers, direct mail, 
and radio. Pay attention to the 
group’s behaviors and interests 
and use corresponding 
channels.

9. Ask for Referrals: Now 
that you may know the faces or 
names of your best customers, 
track them in a CRM system, 
and market directly to them. 
Ask them in person or through 
the appropriate channels to 
refer you to their friends or 
family. Your best customers 
already like your product or 
service and they may already 
be referring you. So, institute 
a referral program to reward 
your customers or give them 
an incentive to refer business.

10. Cross Promote: Cross-
promote through partnerships 
with other businesses that 
do not offer similar products. 
Sometimes aligning your 
business with a larger company 
may give your business added 
credibility or alternatively 
selling complimentary 
products may offer your 
customers convenience. When 

you search for partners, assure 
you both have the same target 
customers, but complimentary 
products. For instance, if you 
own a marketing or creative 
consulting company prized 
on customer service, partner 
with a local, quality print shop 
and offer next day delivery 
of creative designs to your 
customer’s doorstep. 

Stay tuned for the next 
10 steps for attracting new 
customers to your business 
coming in April. For now, start 
with the ten steps above to get 
closer to your target customer 
and remember, the LA Regional 
SBDC is always ready to assist 
you with extra expertise at 
1-866-588-SBDC.

The SBDC is a group of 
successful small business 
owners helping fellow 
entrepreneurs start, sustain, 
and grow their business 
through low-cost workshops 
and free one-on-one consulting 
in business planning, finance, 
marketing, and various other 
specialty areas (Spanish 
speaking consultants available).  
To make an appointment 
call:  (562) 938-5100, or email:  
sbdcinfo@lbcc.edu

access to your location when 
you want, but you don’t have 
to make it available all the 
time. 

• On an Android phone, 
go to Settings, then Location 
and uncheck the boxes. You 
will then be able to choose 
whether to turn location 
services on when an app asks 
for access. 

• On an iPhone or other iOS 
device, find Location Services 
under Privacy in Settings. You 
can turn it off. You can also 
choose which functions and 
apps to give access to your 
location. 

• On a Windows phone, 
you can disable all access to 
location information by apps 
and collection of your location 
information by the Windows 
Phone location service. Go to 
Settings, then Location, and 
toggle the location switch to 
off. 

• On a BlackBerry 10, select 
the Settings icon on the main 
screen, then Location Services 
from list, and use Location 
Services toggle button to turn 
on/off location services. 

• On a BlackBerry 7 and 
earlier devices, on the home 
screen, select Options, then 
Device, then Location Settings. 
Use the toggle switch to turn 
on/off location services and 
GPS assistance. 

CHECK YOUR NETWORK 
Be careful about banking 

where you buy your latte. 
Free public Wi-Fi is normally 
not secure, and information 
thieves know it. They sit in 

cafes, shopping malls, and 
other public places monitoring 
how you use the Internet. Your 
passwords, account numbers, 
and photos can fall prey to 
hacking. When using Wi-Fi 
hot spots, stick to window-
shopping. 

CHECK OUT APPS 
Over a million mobile apps 

are available today. They let us 
do many wonderful and useful 
things. They can also access 
our personal information and 
even our phone’s functions. 
Pause a moment and check 
out the features of the latest 
cool app before you download 
it. 

• In the app platform/store, 
look for a link to the app’s 
privacy policy. Look through 
the policy for what it says 
about personal information 
they collect and how they use 
and share it. If you don’t like 
what you see, don’t download 
the app. 

• On Android phones, the 
Permissions tab on app pages 
in GooglePlay store displays 
the information and features 
that the app can access on 
your phone. For example, it 
may show that an app can 
make phone calls and incur 
charges. If you don’t like the 
permissions, don’t download 
the app. 

• Once you’ve downloaded 
an app, pay attention to 
any notices asking for your 
permission to access your 
location or other information. 

• Look for a privacy policy 
and privacy settings within the 

app after you’ve downloaded 
it. You may be able to make 
choices about what information 
an app collects or how it uses 
it. 

• California law requires 
apps to have a privacy policy.1 
If you can’t find an app’s 
privacy policy, or if you have 
a complaint about the app’s 
privacy practices, report it. 

• For apps in the Microsoft 
Windows store: Look for a 
link labeled “Report app to 
Microsoft” or “Report concern 
to Microsoft.” 

• For apps in the Apple 
AppStore: Go to www.apple.
com/privacy/contact/. 

• For apps in GooglePlay: 
Visit the app’s description page 
to “Flag as inappropriate” or 
go to https://support.google.
com/googleplay/android-
developer/contact/takedown. 

• For apps in BlackBerry 
World: Send an email to 
privacyoffice@rim.com.

• Report to the California 
Attorney General: www.oag.
ca.gov/contact/consumer-
complaint-against-business-or-
company 

For More Information 
App Reviews, Common 

Sense Media, available at www.
commonsensemedia.org/app-
reviews

“How to clear your data 
off a device,” Com¬puterworld 
(August 2012), available at 
http://www.computerworld.
com/s/article/9229969/How_
to_c lear_your_data_of f_a_
device 

“Before It’s Gone: Steps to 
Deter Smartphone Thefts & 
Protect Personal Info,” CTIA (the 
wireless association), available 
at www.ctia.org/consumer_
info/index.cfm/AID/12084.

“The Best Mobile Security 
Apps,” PC Magazine (May 2012), 
available at www.pcmag.com/
article2/0,2817,2402099,00.asp

“How to Remotely Disable 
Your Lost or Stolen Phone,” PC 
Magazine (April 2012), available 
at http://www.pcmag.com/
article2/0,2817,2352755,00.asp.

Reprinted from California 
Department of Justice

Kamala D. Harris, Attorney 
General

State of California 
This fact sheet is for 

informational purposes and 
should not be construed as 
legal advice or as policy of the 
State of California. If you want 
advice on a particular case, 
you should consult an attorney 
or other expert. 
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