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Looking Ahead
Community West Bank’s
Goleta Branch

20

After
Years
By Lynda Nahra

CEO and President,
Community West Bank

T

Still Leaving a Lasting Impression

wenty years ago, a group of local business people got together to establish Goleta National Bank.
With the prime rate at 10.5% and the California economic expansion of the 1990s still ahead, the one branch,
Goleta-based fledgling organization was poised for growth.
The 1990s was a flurry of activity. The SBA division was
launched and quickly expanded to include the southeastern United States; the creation of a mortgage division soon followed. Capitalizing on expanding opportunities, in 1996 a holding company,
Community West Bancshares, was established. In the next few
years, E- Pacific, a local technology company, was purchased, the
Bank’s second location in Ventura was opened, and Palomar Community Bank in Escondido was added to the company’s holdings.
The 1990s closed with some brief forays into securitizations and
short term consumer lending, along with the recognition of the
need to increase capital and restructure as the Bank prepared for
future growth.
As the new millennium began, the Bank was consolidated
and a new focus emerged on the core competencies of Relationship
Banking, SBA Lending and Mortgage Lending, which still holds
true today. Unrelated lines of business were exited as the emphasis
was placed on enhancing and growing these three basic business
lines. A well known and established group of SBA professionals
from Sacramento joined the Bank in 2003 and as the Bank became
intent on growing the branch franchise further, in 2004 the Bank’s
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name was changed to Community West Bank to better position
the company for that growth. In the subsequent two years, branches were opened in Santa Maria, Santa Barbara and Westlake Village, bringing the total count to five. By 2006, Community West
Bank had assets of $500 million and was firmly established as a
significant contender in the community banking market.
Until the unraveling of the financial markets in mid 2008,
Community West Bank was able to convert the growth of the previous years into a reliable income stream. The increased pressure on
margins as rates moved steadily downward, as well as the higher
level of loan delinquencies and the decreasing real estate values,
had a considerable impact on the Bank’s earnings. Once again the
Bank experienced some cost reductions and re-organization.
As Community West Bank celebrates its 20th year in business with assets now at $670 million,
we have a healthy respect for the
significant events that have molded
it and an appreciation of the loyal
shareholders, customers and employees who have created the sound,
community-oriented organization
it is today. After 20 years, Community West Bank continues to leave a
lasting impression, making banking
valuable again.
Community Voices

Worth Reading
Good to Great

Why some companies make the leap…
and others don’t
By Jim Collins
“You can accomplish anything in life, provided that you
do not mind who gets the credit.” –Harry S. Truman

E

ric Onnen, owner of Santa Barbara Airbus cites this quote as a
sort of motto that he lives by in work and life. He recalls reading it in one of his favorite business books, Good to Great, by
Jim Collins.
Good to Great is a five year study of 28 companies to answer
a simple question posed by the author. “What are the universal distinguishing characteristics that cause a company to go from good to
great?” As outlined on the Good to Great website (www.goodtogreatbook.com), “Collins and his research team identified those elite companies that have made the leap to great results and sustained those
results for at least fifteen years. How great? After the leap, the goodto-great companies generated cumulative stock returns that beat the
general stock market by an average of seven times in fifteen years,
better than twice the results delivered by a composite index of the
world’s greatest companies, including Coca-Cola, Intel, General Electric, and Merck.”
Good to Great compares these “great” companies with industry competitors that have not been able to achieve this same high-level
status. The goal of the book is to learn why some companies achieve

“great” status and some remain simply, “good.” Some of
the lessons learned include,
the types of leaders that are
required for a company to
achieve greatness known as
“Level 5 Leaders”; the role of
technology as an accelerator;
and a “Culture of Discipline”
which combines discipline
with the nurturing of entrepreneurship.
The book’s Level 5 Leadership really stuck with Eric Onnen. “I
believe to be an effective leader my job is to allow our staff to become
as valuable and productive as they choose to be. I strive to be a Level
Five Leader in this way. When I think of our successes at Santa Barbara
Airbus I simply point to everyone else within the organization.”
Publishers Weekly, “In what Collins terms a prequel to the
bestseller Built to Last he wrote with Jerry Porras, this worthwhile effort explores the way good organizations can be turned into ones that
produce great, sustained results. … While some of the overall findings
are counterintuitive (e.g., the most effective leaders are humble and
strong-willed rather than outgoing), many of Collins’ perspectives on
running a business are amazingly simple and commonsense. This is
not to suggest, however, that executives at all levels wouldn’t benefit
from reading this book; after all, only 11 companies managed to figure
out how to change their B grade to an A on their own.”

ShredRite offers green security.
Your documents go from your office
to our shredder, and are then
baled at our warehouse
and sent directly to a paper mill for
recycling.

Locally owned and serving Ventura and
Santa Barbara counties for over 12 years
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Homeowner Help

Open the Door

to Your Home Ownership
Dreams with an
FHA-Insured Loan
By Barbara Zirretta

Senior Underwriter, Community West Bank

C

ommunity West Bank now offers
FHA-insured loans. Community West Bank is now approved to
originate loans with the Federal
Housing Administration (FHA). The
benefits to consumers are tremendous:
• Down payments as low as 3.5%
of the purchase price
• Down payments may be 100% gifted
from a relative
• Non-occupant co-borrowers may
be included to help improve
qualifying ratios
• Maximum loan amounts are as high
as $729,750 in Santa Barbara
& Ventura counties
• Debt-to-income qualifying ratio
maximum is 55%
• Acceptable non-traditional credit
resources can be used when the
borrower does not have a FICO score
Who is the FHA?
The Federal Housing Administration,
generally known as the “FHA”, is the largest government insurer of mortgages in
the world, insuring over 35 million properties since its inception in 1934. A part of
the United States Department of Housing
and Urban Development (HUD) since
1965, FHA provides mortgage insurance
on single-family, multifamily, manufactured homes, and hospital loans made by
FHA-approved lenders throughout the
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United States and its territories. Currently, the FHA has 4.8 million insured single
family mortgages and 13,000 insured
multifamily projects in its portfolio.
What is FHA Mortgage Insurance?
For the homebuyer, FHA-insured loans
offer competitive rates, smaller down
payments, greater flexibility in calculating household income and payment ratios, and protection requirements against
foreclosures. For lenders, FHA mortgage
insurance protects lenders against loss
if the homeowner defaults on his or her
mortgage loan. While FHA insuredloans must meet certain requirements established by the FHA to qualify for the
insurance, lenders bear less risk because
the FHA will pay the lender if the homeowner defaults on his or her loan.
Why does FHA Mortgage
Insurance exist?
Unlike conventional loans, FHA-insured
loans require small down payments. There
is more flexibility in an FHA loan than
conventional loans in calculating household income and payment ratios. The
cost of the mortgage insurance is passed
along to the homeowner and typically
is included in the monthly payment. In
most cases, the insurance cost will drop
off after five years or when the remaining
balance on the loan is 78% of the value of
the property – whichever is longer.

How is FHA funded?
FHA operates entirely from self-generated income and costs the taxpayers
nothing. The proceeds from the mortgage insurance paid by the homeowners
are captured in an account that is used
to operate the program entirely. FHA
provides a huge economic stimulation
to the country in the form of home and
community development, which trickles
down to local communities in the form of
jobs, building suppliers, tax bases, schools,
and other forms of revenue.
Is an FHA-insured loan right for you?
With Community West Bank now being
able to offer FHA-insured loans, many
borrowers will be able to achieve the
dream of homeownership who may not
otherwise have been able to qualify for a
traditional mortgage loan. If you are looking at buying or refinancing a home up to
$729,750 and have a small or no down
payment,
need a cob o r rowe r,
or
could
use
help
with seller
paid closing costs
FHA-insured loans
may be a
good fit for
you.
Community Voices

Congress Extends
$250,000 Insurance
Coverage Through 2013

L

ast October, to help reassure depositors
about the safety of their money during
the economic crisis, Congress temporarily
increased the basic limit on federal
insurance coverage from $100,000 to
$250,000 per depositor through December
31, 2009. Now here’s important news,
especially for people who have or plan to
place long-term deposits. On May 19, 2009,
Congress extended the temporary $250,000
coverage through December 31, 2013.
That means that if you (or your
family) have $250,000 or less in all of
your deposit accounts at the same insured
bank, you don’t need to worry about your
insurance coverage—your deposits are
fully insured through at least 2013. And as
always, you may qualify for more than the
basic insurance coverage at one insured
bank because the FDIC provides separate
insurance coverage for deposits held in
different “ownership categories” such as
single accounts and joint accounts. Under
current law, certain retirement accounts
including IRA deposits will continue being
protected up to $250,000 even after 2013
because that is the permanent coverage
limit previously set by Congress for these
accounts in 2006.
Meanwhile the FDIC’s temporary
Transaction Account Guarantee Program
is in effect through December 31, 2009.
This program provides full coverage for
non-interest bearing transaction deposit
accounts at FDIC-insured institutions that
agree to participate in the program. The
transaction account guarantee applies
to all personal and business checking
deposit accounts that do not earn interest
at participating institutions.
For more information about
your FDIC insurance coverage, start at
www.myfdicinsurance.gov or call toll-free
1-877-ASK-FDIC (1-877-275-3342).

Unlimited FDIC
Coverage
Open a non-interest bearing transaction
account at Community West Bank
and obtain unlimited deposit
insurance today*.

Perfect for business operating accounts
like payroll!
Member FDIC. *Unlimited deposit insurance provided temporarily through December 31, 2009 as part of the FDIC’s new
Transaction Account Guarantee (TAG) program. All other deposit accounts receive $250,000 FDIC coverage through
December 31, 2013.Account terms and conditions apply.

5827 Hollister Ave, Goleta 683.4944
1501 State St, Santa Barbara 962.7420
2615 S. Miller St, Santa Maria 938.1690
1463 S. Victoria Ave, Ventura 650.1901
951 Westlake Blvd, Westlake Village 494.5172

www.communitywestbank.com

Save a Penguin.
Take the Airbus.
Why Penguins?

Because we are doing our part to help stop their
habitats from melting away. Each Airbus can
take up to 47 cars off the road.
Every 100
people that use
the Airbus to
LAX save our
planet over
22,000 lbs of
CO2 emissions!

—Source: FDIC Consumer News,
www.fdic.gov

From Goleta to Los Angeles (LAX)
Departs: 4:00am, 6:00am, 8:00am,
10:00am, 1:00pm, 4:00pm, 7:00pm
From Los Angeles (LAX) to Goleta
Departs: 8:00am, 10:30am, 1:00pm,
3:30pm, 6:00pm, 8:30pm, 11:00pm

Fares: (prepaid)
1 Passenger
2 Passengers

One Way

$44
$76

Round Trip

$84
$148

Santa Barbara Airbus
We move people.
(805)964-7759
(800)423-1618

www.sbairbus.com
TCP 1262A
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Building Equity
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The State of
Mobile Home
Financing
By Clay Dickens

Vice President, Mortgage at Community West Bank

I

get a lot of calls from people looking to save money on their mortgage
payments. I am not surprised—many
people have rates well above 9.00%. I
even refinanced a person recently who was
paying 15%!
With rates as low as 6.50%, now is
a great time to refinance a mobile home.
Buying a mobile home, while both prices
and rates are low, could turn out to be a
great decision.
Most people who are familiar with
mobile homes know that the financing
is very different from regular real estate
loans—but what can you get these days?
What recent changes in the mortgage
industry have spilled over to the mobile
and manufactured home loan niche?
Here is some updated information
you need to know when considering a
manufactured housing loan.

Age of the home

Financing for 1970 and newer homes is
common, even with very good rates as low
as 6.50%. However, for older homes (1969
and older), there is hardly any money
available. Though, if an older home was
completely remodeled, it should qualify for
financing.

Rates

6.50% is the lowest I have ever seen.
Normally, good credit, good income, and a
good equity position will get you qualified
for the lower rates. These can be from
6.50% to 8.75%, depending on all of the
factors listed here.
8

Down Payment or Equity

Most of the time, 20% or more equity
position is required. If you need cash out
from your home, you will certainly need
to have more equity and put down at least
30% or more.

Terms

Most people know that the best loan is a
30-year fixed rate loan. However, this is
just not available for mobile homes (even
on land!). Loan lengths are usually 5,
7, 10, 15, and 30 years. There are a lot of
combinations; no one loan is the best for
everyone. I recommend seeking the advice
of a professional, someone who can give
you many options and guide your choice
based on what your plan is for the future.

Credit

Nowadays, it is critical that you have good
credit to get a loan. This is especially true
for mobile home mortgages. Any problems
on your credit report must be explained
and payments made current for the last few
months, if not few years. Expect to pay a
higher rate if your credit is not very good.

Income

Surprisingly, people try to apply for a loan
who don’t have a job or source of income.
You must have twice as much gross income
per month as your loan payment, space
rent, and all auto and credit card payments
combined. One recent problem is for
self-employed borrowers—“stated income”
is long gone, so a lender will only use the
income you show the IRS on your taxes.

Reserves

It is always a good idea to have some cash
set aside for a rainy day. A lender will look
for two months or more of debt payments
in a retirement account or bank account.

Cash out

Yes, you can get cash from your Mobile
Home! Normally it is only given for paying
off other debts, or for home improvements,
but it is available.
The best idea for anyone considering a
Mobile Home loan is to call a professional
and discuss their situation. Lending is
like fitting a square peg in a round hole—
sometimes it fits, sometimes it doesn’t. Let
a professional help you decide what the
best loan to fit your situation is. They will
ask probing questions to determine your
qualifications. Then they will give you the
options best suited to you and your plans
for the future.
Clay Dickens
is Vice President,
Mortgage at
Community
West Bank in
Santa Barbara,
CA and can be
reached at (805)
681-3366.
(Article reprinted
from Upwardly
Mobile Magazine,
umhmag.com.)
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Having Children and Money

H

aving a child is a major event in your family and for your finances. As you prepare
for being a parent, be sure to consider the
financial impact that a child will have. The additional costs of buying diapers and baby food may
not seem too significant, but just wait. In 2007,
the US Department of Agriculture estimated that
the cost of raising a child from birth to age 18 was
over $204,000, and that did not include the costs
of college. Luckily, the costs in early years are lower
giving you time to build the costs into your financial plans.
Issues to consider

• Build some financial reserves before the birth.
Nature gives you and your baby nine months to
prepare for the birth. Once you know you are going
to have a baby, make sure to save some additional
money. It will be easier to cover those diaper costs
if you do not have to worry about having money
available. Some extra money in a savings account
will help reduce the stress of this exciting time.
• Check your medical insurance. If you do not
have medical insurance, buy a policy before you
become pregnant. Some policies require three or
four months of coverage before the start of your
pregnancy. Other policies limit the amount they will
pay, so be sure to check the terms of your policy.
• Check your employee benefits. Many compa-

nies have provisions for paid leaves for pregnancies for both the mother and the father. You may
even be able to combine vacation pay, disability
pay and sick days to maintain your income for a
few extra weeks before returning to work.

• Review your life insurance coverage. You are

going to have an additional person in your family that is dependent on your income. If you do not
have life insurance, now is a good time to get it. If
you have coverage, consider increasing it to recognize the additional financial responsibility you
will have. Many companies offer inexpensive life
insurance coverage as part of their employee benefit program and there are inexpensive term policies available from many life insurance companies
that you may want to explore.

• Talk to your employer. Be sure to know your employer’s maternity leave policy and talk with your
Community Voices

supervisor so the appropriate planning can
be done.

• Consider how you are going to handle
child care. If you plan to stay home with the
child and not return to work, you will have
less income. If you plan to use a day care
center, it will cost money. In either case, investigate your options and do some financial
planning before the delivery of your child.
• Write or revise your will. Even if you do
not have substantial assets, a will is necessary at this time. The will can designate
guardians in case you and your spouse are
unable to take care of the child. You should
also use this time to create a power of at-

torney for health care issues. This document
will spell out the type of care you will receive
in case you and your spouse are unable to
make those decisions.

• Start saving for college. College is ex-

pensive and the sooner you start saving,
the easier it will be. Once the child is born,
you may want to apply for a Social Security
number and open a savings account for the
child. It can be a convenient place to transfer
some money and if you make your family and
friends aware that the baby has an account,
maybe you will get gifts of money instead of
another picture frame or baby outfit you do
not really need.
—Source: Financial Wisdom

Open a Great Rate Checking
AccountSM with Community
powered by BancVue
West Bank
and walk away
a little greener.
• Nationwide FREE ATMs**

**
• Earn High Interest - UP
UP TO
TO 3.75% APY
APY

• No Minimum Balance
• No Monthly Fees
To earn our Great Rate, perform
the following reward requirements
each cycle:
• 10 Check CardTransactions*
• One Direct Deposit or
Automatic Debit
• Receive Electronic
Statements

www.communitywestbank.com
www.communitywestbank.com
Goleta
805.683.4944

Santa Barbara
805.962.7420

Santa Maria
805.938.1690

• Access Online Banking
Ventura
805.650.1901

Westlake Village
805.494.5172

* Annual Percentage Yield (APY) is 3.75% and is accurate as of July 1, 2009 and may change thereafter. 3.75% APY paid on daily balances up to
$25,000 and 0.55% APY paid on daily balances above $25,000 each qualifying cycle (Cycle) that all reward requirements are met. Account daily
balances will earn .25% APY when reward requirements are not met per Cycle. Rates subject to change after account is opened. Offer good on
personal accounts only. You must meet the reward requirements each Cycle to obtain ATM surcharge reimbursement of up to $5 per transaction
with a maximum of $20 per Cycle. Check Card transactions exclude ATM withdrawals. No monthly account maintenance fee.
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Our Community
Jared Shull, horn
(background Richard Rintoul, conductor)

Conducting
Dreams
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At the signal, he walks in with butterflies in
his stomach. Hearing the applauding audience, he bows acknowledging the warm reception, sits and adjusts the bench, looks at
the conductor who raises his baton and with
an appropriate swoosh, initiates the beginning of the performance.
Audiences that have attended the
concerts of the Thousand Oaks Philharmonic over the past nine years have
witnessed these scenarios more than
160 times. This unique organization
was founded in 2000 by Edward Francis
whose vision has been to provide outstanding students the chance to perform
with a professional orchestra.
“The opportunity for a young artist to
perform with a professional orchestra is rare
and generally the result of a grueling major
competition,” commented Mr. Francis.
“As a performing musician, I recognized the
personal benefit and artistic growth that results from a performance with a professional
orchestra, especially for a young musician,
which is part of what drove me to create the

Thousand Oaks Philharmonic.”
Mr. Francis, an accomplished pianist, serves on the faculty at several local universities and maintains a private
teaching studio in Thousand Oaks. In
2000, he teamed with Dr. Thomas Osborn, conductor of the Downey Symphony Orchestra and professor of music
at Pepperdine University, to plan the
initial performance. In 2006, after Dr.
Osborn’s untimely death, a search began
for his replacement. The 2-year conductor search involved thirty qualified applicants. Eventually, invitations were
extended to five finalists, each scheduled
to conduct one program. The selection
committee chose Dr. Richard Rintoul, a
renowned and respected conductor who
earned his doctoral degree in conducting from UCLA. He is an accomplished
educator, a performing musician, and an
Emmy Award winner. He has conducted
orchestras throughout Southern California for more than 10 years and is on
the faculty at the University of California
Community Voices
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A

fourteen-year old who has nurtured
an extraordinary passion for music since he was just five years old,
stands this evening in the wings of
the Scherr Forum Theater of Thousand Oaks
Civic Arts Plaza, waiting for his cue to enter
the stage and perform. Tonight he will play
a movement of Mozart’s Piano Concerto No.
19, KV 459 in F Major in front of a live
audience, accompanied by a professional orchestra. Having attended numerous concerts
with his family, he has always dreamt of this
moment but never really had imagined it
would come true.
While this sounds like a dream for
a select few, it has become a reality for
hundreds of young musicians throughout
Ventura County, all through the efforts of
the Thousand Oaks Philharmonic. Let’s
continue this 14-year-old’s journey...
The youth never thought this opportunity would become a reality, but the big
moment has indeed arrived. He has practiced two to three hours daily for the last six
months and memorized his piece; he is ready.

The Thousand Oaks Philharmonic

Santa Barbara, and the Colburn School
of Performing Arts in Los Angeles.
From the start, the enthusiastic
response from the public, the orchestral
musicians, young artists, and music teachers inspired more concerts that eventually
led to an annual series. The Philharmonic
features young soloists on various instruments who perform music of major composers such as Bach, Beethoven, Chopin,
Brahms, Mozart, Mendelssohn, Prokofieff, Shostakovich, and Rachmaninoff, as
well as more contemporary works by living composers. Each soloist is selected
based on formal auditions adjudicated by
panels of music professors and performing artists. Once selected, the performers
participate in a private one-on-one rehearsal with the Philharmonic’s conductor, supplemented by two rehearsals with
the orchestra, before presenting two performances for community patrons.
The Thousand Oaks Philharmonic is comprised of professional musicians
who perform as well as provide context
and experience for the gifted young soloists.
Over the years, the concept and the
proven viability of the original vision has
encouraged more teachers and students to
participate in the concerts. Additionally,
the audience, the community, and business support all continue to grow. The
Philharmonic’s board has also grown to
twenty volunteers. Comprised of a good
balance of artistic and business-minded
individuals, they continue to work to keep
the non-profit organization healthy and
creative. The high caliber performances
given by the Thousand Oaks Philharmonic and the gifted young artists have
become some of the most anticipated
experiences offered in the community.
Now, back to the 14-year-old…
The performance comes to a close, and
the audience delivers a standing ovation…
Truly, a dream has been realized for this
14-year-old, one which had been a flicker in
the mind of a five-year-old piano student.
Community Voices

Alec Cheng, violin

Evan De Long, violin
(background Richard Rintoul)

Jeffrey Zia, violin
Hans Gao, piano
(background Richard Rintoul)

11

Credit Tips

Blank Checks from Your
Credit Card Issuer
Carry Risks and Costs

Take precautions to avoid serious fees
and penalties if there’s a glitch when
you deposit a convenience check into
your checking account or send it to pay
a bill. Before you write a check, make sure
that it will not put you over your limit for
cash advances. Also find out what the current limit is in case your credit company
reduced the amount you may borrow on
your card through cash advances and you
forgot or did not notice.
“If the convenience check puts your
card balance over the new limit, your card issuer may not honor the check,” said Luke W.
Reynolds, Chief of the FDIC’s Community Outreach Section. “The returned check
12

could trigger overdraft fees from your bank,
returned-check fees from others and overlimit fees from your card issuer.”
His recommendations: “Understand
when your card company might not honor a
check. Consider calling your card company
to verify your understanding of its policies,”
Reynolds said. “In addition, you may want
to call your credit card company again after
you deposit the check into your bank and before you spend any of that money, to make
sure the card issuer has honored the check.”
Know the fees and the interest rate you’ll
pay. Expect to incur a transaction fee of
several percent of the amount of each
check. If the fee is five percent, you’d pay
$50 to write a check for $1,000. In addition, the interest rate on this loan to yourself can be much higher than the rate on
your card purchases, perhaps twice as high.
Most consumers believe that they will pay
off the debt before the introductory rate
expires, but many find they can’t.
Also consider that you may not

be allowed an interest-free period to pay
the loan without interest accruing. “Most
lenders will begin charging interest when the
check posts to your account, even if they otherwise give you at least a couple of weeks to repay your credit card purchases interest-free,”
said Irma Matias, an FDIC Community
Affairs Specialist.
Even if you are offered a low interest rate initially, find out what interest rate
you will pay when the introductory period
is over. And, think twice about repeatedly
transferring balances from one credit card
to another, because you could end up paying costly fees that more than offset the
attractive, promotional interest rate.
Remember that there may be fewer consumer protections when making purchases with convenience checks. When
you use your credit card for purchases, the
Fair Credit Billing Act gives you the ability, under certain circumstances, to withhold payment on defective goods until the
problem has been corrected. That protecCommunity Voices
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T

hose blank “convenience checks”
from your credit card company
offer a quick way to write yourself
a loan, pay bills or transfer other
loans to your credit card account. But be
aware that the use of a convenience check
is a “cash advance” that comes with high
costs and other potential pitfalls.

tion doesn’t exist with convenience checks, even though
they are related to your credit card account. Also, with convenience checks, you may not receive any rebates or points
as you would using a credit card.
Look for and shred convenience checks you don’t plan to
use. “Dishonest friends, family members or workers around the
house have found convenience checks very convenient for getting
a loan without going through the hassle of asking,” said David M. Nelson, a fraud examiner in the FDIC’s Financial
Crimes Section. “Also remember that thieves rummage through
trash looking for valuable papers such as convenience checks and
bank statements, so do your best to shred these documents before
you toss them away.”
Consider asking your card issuer to stop mailing you convenience checks if you’re sure you don’t want them. “This
saves paper, avoids the risk the checks might be stolen from your
mailbox or home, and helps discourage you from turning to the
checks as an easy fix,” said Reynolds. “Convenience checks can
be expensive and many consumers find that they should be used
sparingly, if at all.”
—Source: FDIC Consumer News, www.fdic.gov

Building a Savings
Nest-Egg
It often seems that saving money is almost
impossible. Unexpected expenses or the
temptation of some item or event can make
even the best plans unsuccessful. Yet having a financial cushion is one of the most important things you can do to feel financially
secure. Here are some ideas that may help:

amount as a regular “expense” and may not
even notice it is gone from your checking account. Over time, it will add up and that account will probably pay a higher interest rate
than your checking account. You can also use
a similar type program to have an amount
automatically deducted from your paycheck
and deposited into a savings account.

3

1

Contribute to your retirement plan at
work. Many companies offer employees
the opportunity to defer income into a 401(k)
plan and will also help with a matching contribution of some level.

Reduce high interest rate debt. If you are
paying interest on credit cards or some
other loan that has a high interest rate, find
a way to pay it off. Interest rates in the teens
make it hard to get ahead of the minimum
monthly payment required. You might also
consider finding another credit card with a
lower interest rate.

2

4

Sign up for an automatic savings plan at
your financial institution. If your institution transfers a set amount into a special
savings account from your checking account each month, you will come to view that
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5

Find a cheaper apartment. A less expensive place to live, even temporarily, can
help you save some money quickly.
Saving money is usually a case of self-discipline. It may be hard, but having a savings
cushion can provide financial peace of mind
and a source of funds if you need them.
—Source: Financial Wisdom

Skip a year’s vacation. As much as you
may look forward to a lovely trip, consider
staying home, visiting relatives instead or
going someplace less expensive.
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Eric Onnen
and Mark Klopstein
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Opportunity Meets Desire
for Over 25 Years
at Santa Barbara Airbus

D

esire has led the way around every
turn,” states Eric Onnen, co-owner with Mark Klopstein of Santa
Barbara Airbus, a 26-year thriving, local transportation business.
“Frankly, Santa Barbara Airbus is a historical
accident. Our desire to make this business work,
not necessarily our preparation, has set us up for
many opportunities over the years.”
Opportunity and great timing have
opened the doors for Santa Barbara Airbus’
ever expanding menu of services throughout the years. However, desire alone, without
business acumen and planning, would not
have positioned this company for the growth
and success that it continues to experience.
Desire is critical, but Mr. Onnen understates
the role that he and Mr. Klopstein have
played in making Santa Barbara Airbus what
it is today – a transportation service relied
upon by the entire community.

Photos Brent Winebrenner

It started in 1981

Eric Onnen graduated from the University of
California, Santa Barbara with his Bachelor’s
degree in Business Economics. That summer
left just one more piece of unfinished college
business, a graduation vacation in Cozumel,
Mexico, where he met Kelly, the woman of
his dreams, a beautiful flight attendant from
Canada. Within 6 months they were married
and living in Goleta.
Kelly’s hub was in Winnipeg, Canada,
but she could catch flights to Winnipeg from
LAX. Problem – Kelly did not drive in 1981
and the Onnen’s only had one car. So for the
next two years, Eric drove his wife to LAX
several times a month, mostly during the very
early mornings, and picked her up often in
the late evenings. That gave him a lot of driving time to think.
Community Voices

The visit to Canada
that changed everything

Eric and Kelly visited her parents in London,
Ontario, Canada. Eric needed to fly home
early, so his father-in-law drove him to the
local bus stop. A van pulled up to take Eric
directly to the Toronto Airport about two
hours away. “You need a service like this in Goleta,” stated his father-in-law. On the trip to
the airport, the van stopped several times and
Eric began counting passengers. By the time
he landed in Los Angeles he had a thumbnail sketch for Santa Barbara Airbus.
After writing a business plan, the next
step was to acquire capital. He approached his
employer, Country Meat Market, as a possible investor. However, his idea of providing
transportation from Santa Barbara to LAX
seemed like a difficult proposition. How large
was the market for this type of service? Could
airline passengers drive to LAX cheaper
than the cost of a ticket on his vans? Though
turned down, Eric saw the opportunity and
just needed someone to share his desire.

Enter Mark Klopstein

Mark, who worked at Country Meat Market with Eric, shared his vision. They each
put $10,000 into the business becoming copartners in Santa Barbara Airbus. Unfortunately, $20,000 capital was not much money
to begin a business that would require the
purchase of vans. Eric and Mark knew from
the beginning if their business was to succeed
they had to keep costs manageable. “Our focus
was on profitability month to month,” says Eric.
“So we kept our expenses down and retained our
full-time jobs ensuring steady personal income
during the early years.”
After waiting a year, Santa Barbara
Airbus was granted a license by the Public

Utility Code in 1983 to operate exclusive
transportation service between Isla Vista,
Goleta, Santa Barbara, Montecito, Carpinteria and LAX. It was time to purchase the
vans and hire the drivers.

Two Vans and a VW Rabbit

The new owners of Santa Barbara Airbus
hit the road looking for a commercial loan
to purchase two vans. Since they didn’t have
much in the way of collateral they were advised to each take out a personal car loan.
They were now the proud owners of their
first two company vehicles.
The starting locations of so many successful entrepreneurs are always of interest.
As reported in previous issues of Community Voices, Santa Maria’s PC Mechanical
began in Lew Parker’s garage and Camarillo-based Jolly Jumps started as an idea at
the kitchen table. Santa Barbara Airbus is
no different. Eric and Mark operated that
first year from their Goleta condominiums
which were conveniently close to each other.
In fact, they would feed Mark’s garden hose
over the fence to wash the vans parked on
the other side. Kelly, who had quit her job,
could be found most days sitting in a lawn
chair, phone to her ear, making reservations
and dispatching drivers.
After a year they were turning a profit
and realized the growing business needed
more space, so they moved into an office off
Fairview Avenue. By this time they were up
to four vans and eight drivers. Even with this
fleet, there were times when an extra vehicle
was needed because they were committed to
never missing a scheduled pick-up. Sometimes this meant that Eric would get into his
1981 Volkswagen Rabbit. Imagine the surprise on a passenger’s face when a compact
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Rabbit showed up to take them to LAX and
the gratitude when they realized that Santa
Barbara Airbus was there for them no matter what.

survived as the clear leader in airport transportation. “We kept our operating costs low
and we always showed up,” Eric stated firmly,
“even if that meant hopping in my Rabbit.”

Competitors enter and exit
the market

Expansion Happens

From day one, Santa Barbara Airbus had
competition. Though no one was exclusively serving the Santa Barbara market,
there was a company operating between San
Luis Obispo and LAX with stops in Santa
Barbara. Additionally, another competitor
opened shop in Santa Barbara marketing
themselves as the “airline on the road”. Their
overhead was high with fancier vehicles and
more elite services, but Eric and Mark stuck
to their business model focusing on monthto-month profitability and providing consistent, quality service. By 1985, the competition had failed and Santa Barbara Airbus
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With an exclusive hold on the local market,
Santa Barbara Airbus began expanding. In
1985, they bought a 28-foot mini-coach
that held 20 passengers and both Mark and
Eric were now working in the business fulltime. Additionally, they had built a strong
loyalty base with over 100 local travel agencies booking seats on their fleet. Soon this
made up 50% of their business.
By 1986 they were moving again, this
time to their current location on Thornwood
Drive. They started by leasing the 24,000
square foot lot; however, by 1992 Eric and
Mark had taken out a Small Business Administration (SBA) loan with Goleta Na-

tional Bank, now Community West Bank,
to purchase the property. They had plans
to increase their fleet and add larger buses;
owning the land allowed them to set up a
maintenance yard on site.
Marking the 10 year anniversary of
Santa Barbara Airbus meant no longer simply having “bus” in their name. They now
had two 40-foot buses in their fleet, thanks
to a business loan also provided by Goleta
National Bank. Soon they were expanding
again and by the mid-90’s, the fleet consisted of six buses, known as motorcoaches, and
a five mini-coaches. Gone were the vans and
the Rabbit which could no longer carry the
multitudes of passengers who were now not
only going to LAX but were also chartering
Santa Barbara Airbus for day trips.

Mistakes Happen

Conrad Hilton, founder of the Hilton Hotel
Community Voices
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Clockwise from upper left: S.B. Airbus maintains a fleet of 40-foot
motorcoaches; Original Ridership Ledgers; The 28-foot minicoach;
Fleet Manager Mike Boyer.

Chain, once said, “Success seems to be connected
with action. Successful people keep moving. They
make mistakes, but they don’t quit.”
Eric Onnen and Mark Klopstein
epitomize this statement. They continually
grow their business in their words “out of
desire and good timing.” Eventually though
mistakes can happen, as in the 1990’s when
Eric and Mark thought Santa Barbara Airbus could be the one-stop transportation
provider for the community. Soon they
had acquired the Airport Express, a doorto-door van service for Santa Barbara Airport travelers and Walter’s Limousine, for
higher-end travel needs. While the concept
was good the execution proved challenging.
Door-to-door service, for example, is more
like providing a taxi with higher overhead
and lower margins. Ultimately these services didn’t fit Santa Barbara Airbus’ strategies and they exited both businesses so that
they could focus on their core motorcoach
services. The lesson learned was to specialize
in what they did best and not try to be all
things to all people.
Living Mr. Hilton’s words, Eric and
Mark kept moving forward with innovative ideas and in 1996 attempted to take
their motorcoach business model into the
Monterey/Salinas market. They mistakenly thought they could launch in this new
market with seven 40-foot coaches, losing
sight at the face that 13 years prior, they
had started on a smaller scale with vans in
the undeveloped Santa Barbara market.
The Monterey clientele was not established
and the volume was not there. Before realizing their mistake, Eric and Mark had invested a half million dollars into the seven
bus purchase.
At the time, they had secured an
equipment loan through General Electric,
knowing they were probably up against
lending limits at Goleta National Bank. Eric
recalls then-bank CEO Lou Stone taking
the time to speak with him about the growing business. “Lou sat me down and gave me
a fatherly talk,” remembers Eric. “He wanted
to make sure that I knew what I was doing (by
adding seven new coaches). He cared about
the success of my business even though he wasn’t
doing the loan.” Eric continued, “That stuck
with me.”
By 1999, Santa Barbara Airbus shut
down their operations in Monterey/Salinas
and brought the seven coaches to Santa Barbara for their growing charter business. They
Community Voices

were the beneficiaries of excellent timing,
both from the charters and from their step
into fixed-route regional commuter service
known as Clean Air Express, a contract with
the Air Pollution Control District. They had
made a mistake but didn’t quit, just as Mr.
Hilton had advised so many years ago.

Day Trips, Long Distance Tours, and
School Services

A funny thing happened as charter service
became increasingly popular among Santa
Barbara Airbus customers. The J. Paul Getty
opened its new museum off the 405 freeway
and a Rotary friend chartered a bus. Eric
secured parking by reserving visitation dates
directly with the museum. Since he wasn’t
sure which date worked best for his client he
selected four. After his client confirmed one
date, it became obvious that Santa Barbara
Airbus could create day trips around the
three other dates and charge $20 per person.
Soon they were making 20 trips a month to
the Getty. Then came day trips to Dodger
games, wine country and The Lion King at
the Pantages Theater in Los Angeles. Before
they knew it, Santa Barbara Airbus was the
third largest purchaser of Lion King event
tickets. “All we did was run with the opportunity,” exclaimed Onnen.
By 2000, long-distance tours were
added to Santa Barbara Airbus’ repertoire.
In fact, they now take clients on an eight
day trip to the famous Albuquerque International Balloon Fiesta each October, which
is always a crowd pleaser.
In 2003, Eric and Mark pursued special licensing to provide field trip service to
local, K-12 schools. They work closely with
PTA’s and teachers to coordinate the service
since transportation is rarely paid for directly by schools. Then in 2004, Santa Barbara
Airbus began operating a 45-foot motorcoach, the largest in their fleet, to provide
transportation for the local university and
college athletic teams. In both situations
they saw a community need and knew they
could help.

Coming up the road

With airport service, charters, day trips,
tours, and specialized school services firmly in their grasp, what else could Eric and
Mark possibly offer?
On August 3rd of this year Santa
Barbara Airbus began a strategic alliance
with San Luis Obispo-based Silverado

Stages, who, prior to the partnership, was
only providing one to two daily trips to
LAX. Now Silverado runs six trips per day
to Santa Barbara where passengers then
transfer to larger, more comfortable 40-foot
coaches for the longer trip to Los Angeles.
More service for San Luis Obispo and more
passengers for Santa Barbara Airbus – a true
win/win.
And then there’s that little matter of
being elected to Goleta’s City Council. Eric
happened into local politics at the urging
of the business community and won a seat
on the City Council in 2006. His platform
of focusing on Goleta’s economic vitality
comes as no surprise. “I’ve been serving this
community for years as a business owner. The
way I see it, this is just another way of serving,”
Onnen states. Eric Onnen is slated to be the
City of Goleta’s mayor in December 2009.

Was it really a historical accident?

Eric Onnen maintains that Santa Barbara
Airbus’ success was a series of accidents. He
continually reminds us that his and Mark’s
desire, not always preparation, is what positioned them along the way for the many
opportunities that have arisen. According to
Onnen, “We have similar goals both in business and in our personal lives.” He continues,
“We’ve always believed in what we are doing
and are willing to see our decisions through.”
If there is one piece of advice Onnen would give businesses starting out it is
to ensure that their personal lifestyle does
not dictate business decisions. He suggests
that in order to keep business costs in check
the owner must also keep their personal
expenses down. “You must strategically place
yourself to survive during the start-up phase,”
he states.
Now with 60 employees, 23 vehicles
and over 25 years of service, Santa Barbara
Airbus is firmly rooted in our community.
They continue to blossom with new and inventive ways to fulfill their vision: to make
it convenient, enjoyable and beneficial for
all who use their services and to exceed
their customers’ expectations enabling
them to achieve their travel and transportation goals.
Santa Barbara Airbus
5755 Thornwood Drive
Goleta, CA 93117
Phone 805-964-7759
www.santabarbaraairbus.com
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Your Future

Baby Boomers Take Charge:
A Look into the Third Age

By Vanessa Patterson & Simon Livingston
Monarch Wealth Strategies
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Clearly, the challenges boomers
face are diverse. Olivia Mellan, an expert
in money psychology, writes how some in
this generation have young children, are
grandparents, and are supporting elderly
parents as well as their own children and
possibly grandchildren. We know this to
be true as we see this diversity every day.
No matter what your situation, it is possible for you to have a comprehensive retirement plan.
Wondering how to best get started?
Taking a holistic approach to retirement
planning provides a
more comprehensive
view of all the areas of
your financial life. That
clarity will allow you
greater freedom during
the next 30-plus years.
The first step towards
a truly comprehensive
and effective retirement plan is to move
away from considering

retirement planning as solely a numbers
game, a desired rate of return and how
much to withdraw annually to cover living
expenses. It also makes the entire process
more enjoyable and fulfilling.
Adopting a holistic approach that
focuses first on life goals and future aspirations before selecting investments may
increase the chances of living the retirement lifestyle that one desires. Within
many boomers portfolios, assets may exist
in compartments earmarked for retirement, savings, investments, real estate,

Photo istockphoto.com

L

ast year marked the 62nd birthday
for the first wave of the 78 million baby boomers. Old enough
to now draw Social Security,
these boomers are reinventing retirement.
It isn’t unusual for the boomers to reinvent
stages of life, and they are well known for
reinventing boundaries. This is the generation responsible for walking on the moon
and the Beatles, for example. They are the
wealthiest generation, are highly educated,
and feed off independence.
If only that meant they were financially organized.
A Money survey recently reported
that 90% of boomers said they hadn’t
done a great deal of retirement planning.
In our work, we find that many boomers
feel anxious about retirement planning,
and many avoid the topic all together.
But, for a generation that overcame historic impossibilities, such as the creation
of heart bypass surgery, we believe boomers have the power to confront and overcome their financial realities.
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insurance and trusts. This approach may lead to redundant strategies or exposure to unnecessary levels
of risk. Holistic financial consulting will help you
take a broader look at all assets and liabilities that
may improve your financial situation in a number
of ways. We have seen this flexible process help clients eliminate debt, better understand the financial
decisions that support their situation, and improve
family communication regarding money issues.
If you are among the 90% of boomers who
say they haven’t done much in the way of retirement
planning, it isn’t too late and you don’t have to do
it alone. By taking action and by putting your personal needs first you will be closer to the retirement
lifestyle that you desire. After all, like the Levi’s you
gave the world, you deserve to be comfortable.
Monarch Wealth Strategies
Vanessa Patterson & Simon Livingston
1501 State Street,
Santa Barbara, CA 93101
(805) 564-0800
www.monarchwealthstrategies.com

The Game
Has Changed

Independent financial advice and wealth strategies from
leading specialists. Learn how the game of investing and
financial planning has changed in one of our informational
workshops. Community West Bank and Monarch Wealth
Strategies will answer important questions such as:
 Have portfolio strategies such as buy & hold, asset
allocation, and dollar cost averaging gone out the window?
 How can you get unlimited FDIC insurance?
 What is a high-yield checking account and why would you
want one?
 How can a bank make banking valuable again?
Tuesday, October 13
noon & 5:30pm
The University Club
1332 Santa Barbara St
Santa Barbara

Tuesday, October 20
noon
The Tower Club
300 E Esplanade Dr
Oxnard

RSVP to 805.692.5821 by October 4

Investing in
2010 and Beyond
Community Voices

www.communitywestbank.com
www.monarchweathstrategies.com
Some products offered by Monarch Wealth Strategies are not a deposit, not FDIC insured, offer no bank guarantee,
may lose value, and are not insured by any government agency. Aaron Clark and Vanessa Patterson are registered
representatives with and securities offered through LPL Financial - member FINRA/SIPC.
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Time Management

10% Principle
for Thriving
By Gina Rae Hendrickson

W

e all seem to have more demands placed on us than there
is time as we are being asked
to do more with less. With
downsizing, furloughs and budget cuts, we
are working lean and mean, right down to
the bone. Rather than grab for the bottle
of aspirin, why not reach for the 10% principle instead to help reach your goals more
easily? The 10% principle goes like this: Of
the total amount of time we spend trying to
reach our goals, 90% is spent doing things
that eat up our time but don’t necessarily
create progress toward our goals. The reality is that only 10% of our efforts, the right
efforts, actually make progress toward our
goals and ultimately hit pay dirt.
In order to utilize the 10% principle,
it is important to reach for the most potent
activities and recognize nonproductive activities sooner. For instance, a department of
an organization decided to move the communication center to a different location
to open up much needed office space. The
marketing personnel who would be affected
felt threatened because their precious space
would be reduced by this change. Their ire is
ruffled and they are prepared to resist. Resolving this unexpected challenge is going
to take up precious time.
Huff and Puff Activity
When dealing with a conundrum that has
no apparent answer, we often move into
busyness, or huff and puff activities. The trap
of busyness is that we spend 90% of our time
doing things that don’t necessarily yield results. That is because busyness is often a
mixture of critical activities severely diluted
with unproductive time-eating efforts while
we huff and puff our way along, blinded by
our good intentions. Compounding the
situation, we can become tired and discouraged and maybe even give up in some ways
20

in the 90% activity area because of the lack
of progress.
A typical huff and puff time eater is
not considering who needs to be involved to
adequately understand and address a situation. A meeting with the department managers was set up to make decisions. They
found out during the meeting that no one
knew the technical issues enough to make
a decision. More time was spent deciding
that they couldn’t decide because the right
people were not there.
To compound things, we are likely
to respond to the negative situations by focusing on what we don’t want, complaining
about what is wrong and using up a lot of
energy venting to others, which may feel
good but can be a huge time eater because
it won’t get you closer to your goals.
Tap Into Ten Percent Activity Sooner
At the end of the meeting, one of the managers moved into the 10% area and suggested that front line technical staff who
would be implementing the communication center move be brought in to discuss
the pros and cons. Within minutes of their
arrival it was determined the antennae at
the proposed new location would not receive signal but that fiber optics would resolve that, which opened up several other
options. This correct action of having the
right people together accomplished more in
twenty minutes than the two hours spent
on the departmental managers meeting.
Common time eaters can be avoided
or minimized. Why not shorten the emotional venting time and focus sooner on
what you want and how to get it? Given
the benefit illustrated above of simply having technical people included in a technical decision, why not be quick to exit or
even forfeit the 90% area of non-productive
busyness and go right for the 10% activ-

ity of the most potent and effective action
sooner? You can do this by asking yourself
these questions:
• What do we need to better
understand?
• Who are the key people who need
to be engaged to provide the needed
understanding?
• Right now, are my efforts producing
results?
• Is this activity really essential
to reaching my goal?
• What is the most productive action
I can take?
Rather than moving right into problem solving activity you’ve typically taken in
the past, look for the most potent ways to
spend your time upfront. The 10% principle
requires that you be honest and scrutinize
which of your activities are time eaters and
which would be most productive. After all,
the speed at which you make progress in
real life is quite quick in the ten percent of
your efforts. As motivational speaker Barbara Vivne would say, “Don’t settle for less
than wonderful in your life. And don’t give up
five minutes before the miracle!”
Gina Rae Hendrickson helps people work
together and increase productivity. She is a corporate trainer
for building
negotiation
and conflict
management
skills. She can
be reached at
805-2526000 ginarae@ginarae.
com
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Safe Deposit Boxes

S

afe deposit boxes are handy tools. They
provide a safe place away from your home
or office to store valuables. When renting a
safe deposit box, make sure you choose the right
size. Many people start by renting a small box only
to discover that it quickly becomes filled. You also
need to determine who is allowed to access the
box. The institution will provide a key (or keys)
that must be kept in a safe place, but also a place
where you will remember. The contents of a safe
deposit box are not insured by the institution.
What to Keep in Your Safe Deposit Box
Safe deposit boxes are the best places to keep
items that are valuable. This includes jewelry,
cash, stamp and coin collections and negotiable
instruments like stock certificates and bonds.
They are also good places to keep items that are
not replaceable or that have sentimental value. A
household inventory (video taped or written), appraisals, listings of insurance policies and credit
card numbers should also be kept in a safe deposit box.
Examples of items that are valuable
• Valuable coin and stamp collections
• Negotiable investment instruments
like bonds, stock certificates
• Jewelry

• Confidential records
• Copies of important financial records
that you keep at home
• Copies of wills, living trust
documents, powers of attorneys
What Not to Keep in Your
Safe Deposit Box
It is important to remember that only you
can open your safe deposit box, without a
court order. Items that others may need to
obtain if you are not present should not be
kept in your box.
		 Original wills, powers of attorney, living trust documents and other trust documents should not be in your safe deposit

box. Insurance policies should usually be
available and not kept in the box.
Using Your Safe Deposit Box
Use your safe deposit box regularly and
keep a list of what it contains.
—Source: Financial Wisdom

Are your personal
documents safe?
Rent a Safe Deposit Box*
with Community West Bank!
Keep your personal
documents secure with
a Safe Deposit Box at
Community West Bank.

Examples of items that are not easily
replaced
• Family heirlooms, photos or historical
records that cannot be replaced
• Adoption papers
• Birth certificates
• Citizenship papers
• Military documents
• Divorce papers
Examples of items that should be safe
but available
• Vital back up data files from your PC
• Passports, if they are seldom used
• Important contracts and business
agreements
• Real estate deeds and mortgages

www.communitywestbank.com

Goleta
805-683-6944

Santa Barbara

Santa Maria

Ventura

805-962-7420

805-938-1690

805-650-1901

Westlake Village
805-494-5172

* Safe deposit box sizes and prices vary. $10 refundable key deposit required.
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Presentations

Preparing for a Business Speech

M

aking a speech in front of customers and prospects can be a
great opportunity. It is seldom
that you will have the attention of such a large audience. Delivering
the right speech in the right way can be a
very effective way to grow your business.
Like many other things, it takes planning
and effort.
Know Your Audience Spend time before the presentation to learn who will be
in the audience and try to identify what
their interests may be. It is also helpful
if there is a way to speak with some of
the audience before the presentation and
then include some reference to that discussion.

Tailor Your Presentation Make sure
your presentation is relevant for the audience. If the group includes major decision makers (not implementers), covering
extensive details may lose them. For that
type of higher-level audience, it is important to appear credible and knowledgeable
and not bore them with details they really
don’t understand or care about. You may
want to include a “trends in the industry”
section in your remarks. Decision makers
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are always interested in what is new and
what the competition is doing.
Don’t be afraid to use notes. Even
the President uses notes when he delivers his State of the Union Address. You
may want to have bullets rather than having your speech completely written out in
your notes. This will probably make the
speech delivery more natural. If giving
speeches is new to you, you may want to
consider having your first couple of sentences completely written out and then
only bullets. That way, you are sure of
starting the speech the way you intended.
Use Visuals and Handouts The effectiveness of your presentation can be greatly
enhanced by using images to help make
your points. The use of presentation software, like PowerPoint, has made creating
quality visuals much easier.
Be sure any visuals you use clearly
demonstrate your point. For example, if
you are talking about trends, a colorful
graph will likely make a more lasting impression than simply reporting the numbers. If you are using text images, keep
them legible. A few bullet points on the
screen are probably more effective than a
full screen of text.

It is also good to have handouts.
Copies of your slide presentation with
room for notes encourage the listener
to follow along and reflect on how your
topic may affect them. Make sure to include your name and contact information
on any handouts.
Be Comfortable Making the Presentation If at all possible, visit the podium
before the speech and try out any audio/visual equipment you will be using.
The podium should be about breastbone
height so the audience will be able to
clearly see you.
Make eye contact with the audience when you are making the presentation and don’t avoid questions. In fact you
may want to ask a question at the beginning of your presentation to involve your
audience and get a better understanding
of their interests.
Two Final Thoughts Make sure your
presentation is organized. It should have
a beginning, middle and end.
Practice your presentation. The
more comfortable you are giving the
speech, the more effective it will be.
—Source: Financial Wisdom
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Providing all businesses, big or small, an easy
to use method for accepting credit cards.

Subscribe
today!
Upwardly Mobile is the only magazine
solely devoted to the new essence of mobile,
manufactured, and modular living. The high
quality, glossy magazine covers lifestyle issues
with articles by nationally published writers, fine
photographers, and noted artists.

In bookstores and stands now,
or subscribe online at

mobile
Upwardly

The Magazine of Mobile, ManufacTured and Modular hoMe living

Living
the Dream

No longer at odds with the
revolution, the building industry
embraces industrialized homes
WingS above Malibu • Modular in The MeadoW
arroYo living • ProgreSSive ParTieS • gardening & More

www.umhmag.com

■ We use a consultative approach,
not a sales approach.
■ Interchange-Plus Pricing
■ No Contracts

SAGE PAYMENT SOLUTIONS will, at no cost
or obligation to you,review your credit card
statements and offer ways for you
to save money with your current
processing company.
Why do we do this? Call Rick. He’ll tell you.

(805) 413-1030 or
Toll Free (877) 514-1400
That 9 dollar lunch is worth more than you think.
Like 19,000 dollars more.
Thatyour
9 dollar
lunch
is of
worth
more
thana you
Pack
own lunch
instead
going out.
$6 saved
day x think.
5
Likea 19,000
more.
days
week x 10dollars
years x 6%
interest = $19,592. That could be
money
in your
Small changes
today.
bucks
Pack
your
own pocket.
lunch instead
of going out.
$6Big
saved
a day x 5
tomorrow.
Gox to
for free
savings That
tips. could be
days
a week
10feedthepig.org
years x 6% interest
= $19,592.
money in your pocket. Small changes today. Big bucks
tomorrow. Go to feedthepig.org for free savings tips.

Community Voices

Sage Payment Solutions provides all businesses, big or small, an easy to use method for
accepting credit cards. Sage Payment Solutions , Inc uses a consultative approach to insuring
that your credit card processing will be at the lowest effective rate possible. All businesses
will benefit from our rate review and analysis of your current credit card statement. If your
business is located in Thousand Oaks, Newbury Park, Conejo Valley, Westlake Village, Agoura,
Agoura Hills, Calabasas, Camarillo, or any of the surrounding areas of southern California; we
can schedule an appointment for a personal visit to discuss how we can benefit you.
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Let us open the
door to your dreams
with an FHA
Mortgage Loan.
Whether your first home or
retirement dream, we have
affordable financing options
that can help you purchase
your dream home.
• As little as 3.5% down
• Owner-occupied
• Up to $729,750 loans
• 96.5% loan-to-value
• Entire down payment
can be a gift
www.communitywestbank.com

• Up to 6% seller paid
closing costs

Dave Weinhold
Ventura County

Nancie Irvine
Santa Maria

Ken Doss
Santa Barbara

Terre Lapman
Santa Barbara

Clay Dickens
Santa Barbara

dweinhold@communitywestbank.com

nirvine@communitywestbank.com

kdoss@communitywestbank.com

tlapman@communitywestbank.com

cdickens@communitywestbank.com

Direct: (805) 650-8855

Office: (805) 934-4556 x102

Direct: (805) 692-4382

Office: (805) 966-2912
Cell: (805) 403-0909

Direct: (805) 692-4429
Office: (805) 681-3366 x1147

Example: A $203,500 loan with 5.735% APR would have 118 monthly payments of $1,184.10 and then 242 payments of $1,092.43 for a total of 360 payments.

