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IN THE RECENT days of our

nation’s horrific disaster we

have all seen and heard of end-

less news updates and break-

ing stories. It has directed our

minds and hearts to our coun-

try and specifically the South.

It has made us think less of

Iraq and even less about our

local states and cities. Problems? We don’t have any

problems. It has even caused us to look at our neighbors,

friends and colleagues, hopefully, with a little more “love”

and compassion.

We have witnessed what some categorized as a “bib-

lical catastrophe”. That’s shattering. “What can we do”?

We don’t want to make a “knee jerk” response. We want

to do something that is comprehensive.

I recently attended a meeting with the Mayor, local and

county agencies, faith- based leaders, business leaders and

some community organizations. This type of meeting was

probably being held in most cities across this country.

Sharing ideas, listening to stories and developing a plan.

Hearing about families relocating all across the country and

trying to reorganize their families and their lives is more

than we really can comprehend. How would you start to

Demand Success
By Roland Peterson, Chairman of Governmental Affairs

AS YOU have read in this

column many times and heard
from our fellow Berkeleyans,

the two issues that degrade
the quality of our city’s busi-

ness areas are inadequate
parking and unacceptable

street behavior. That’s old,
repetitive news. But one of

the main reasons they still
are news is that the city does not demand success and

thereby do not achieve it.  Too many of the city’s leaders
are content with the status quo, or in the case of parking,

to achieve some nonexistent car-free utopian vision, some

want to make things worse.

I remember hearing a presentation on homeless ser-
vices from a service provider in one of our nearby East Bay

cities a couple of years ago. The presenter stressed over
and over again the point that the purpose of the services

was to make the homeless person’s life whole. Instead of
being handed a check, the homeless were personally

counseled on job skills and assisted on searching for
housing. These clients were told repeatedly the goal was

success in restoring their life to wholeness. Finally, the
presenter said that she will know she has done her job well

when she no longer has a job, and made it clear that it was
achievable. Afterward, I asked her if she was familiar with

Berkeley and its homeless situation. She said she was. I
then asked if there was any advice I could pass along, and

she said that it was pointless. She then made a stinging
point. She said that most of Berkeley’s service providers,

particularly among city staff, don’t want to succeed.  (Note:
Specific exceptions were identified.) She said that provid-

ers mostly want to preserve their jobs and political ideolo-
gies with actual results a distant third.  I think you can

imagine the response a couple Berkeley service providers
gave me when I relayed this comment.

When it comes to parking, we have the same issue.
Businesses and business groups know that more parking

is necessary and ask for it. A handful of persistent and
vocal visionaries believe that a car-free utopia is possible.

Ignoring the obvious fact that shoppers vote with their feet
to prefer neighboring cities, they dismiss the impacts on

business. These visionaries disregard the fiscal impacts to
the city that threaten the funding of the programs they

revere. Failure in funding and loss of commercial vitality
are preferable to them over success.

The author C. S. Lewis once wrote approximately
these words—we are so prone to prefer to sit and make mud

pies that we can’t imagine a day at the beach. That is so apt
for much of Berkeley’s political leadership. With now the

third Chamber Leadership class begun, we hope that this
will be the springboard for a new class of leadership—a

class that demands success and jettisons failure.
A salute and a thought: Congratulations to a Berkeley

success story—Spenger’s Fresh Fish Restaurant. Spenger’s
celebrated their 110th anniversary the other day with hun-

dreds of invited guests. Interestingly enough, one of our
city’s most pro-boycott, progressive Council members was

there. Upon seeing this Council member, more than one
person asked me if the City didn’t still have an official

boycott of Spenger’s. To the best of my memory, the City
hasn’t revoked it. Does this mean even this Council member

will surreptitiously acknowledge that the boycott was a
failure? So, regardless of the political persuasion of its

patrons, congratulations to Spenger’s for 110 years of
culinary contributions to our city! I can honestly say that I

have enjoyed it for nearly fifty years myself and continue to
look forward to enjoying it many more times. �

regain your thoughts to develop a plan to support your

family? Medical care, housing, clothes, school, and yes

employment. Positive plans are still being developed to

offer some short term needs as well as long term care.

How can we help in our business community to

support a family perhaps making a new start in our part of

the country? And in our city? There will be difficult

decisions for the men and women who have been dis-

placed. Some might consider short term employment

while some might welcome an opportunity to rebuild their

lives in a new location. What can you offer?

Some of our larger corporations have already donated

money to the larger agencies and additionally matched

their employee’s giving. Some of the smaller businesses

have put out large containers to collect money and gener-

ously give to the needed relocated families. All of us feel

like we want to do something.

Let’s think about the adults who had a job the week

prior to Katrina’s fatal visit and now there are unemployed

(not even a pink slip given) indefinitely. Let’s start think-

ing about how we can really open our hearts and minds to

give employment to the many who have lost not only their

jobs but their entire homes.

Times like these there’s not always a lot to say but

certainly a lot to do. �

The Business Community Responds
Carolyn Henry-Golphin, Chairman of the Board
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Sunday, November 6TH, 2005
DOUBLETREE HOTEL, BERKELEY MARINA
2:00 P.M. – 5:00 P.M. • $40

Mark your calendars now
for an afternoon of sampling
the best in culinary dishes
and wonderful wines!
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Wendy Tokuda
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IN THE BLINK of an eye, life

can change dramatically. As

you read this newsletter, you

can count your blessings that

you are not experiencing all

the heartaches of those hard-

est hit by hurricane Katrina,

a name that will surely be

retired.

When disaster strikes, Cham-

bers of Commerce are there

to help. Unlike the Salvation Army, Red Cross and other

agencies, we do what we do best and that is put a call out

to our membership for donations to help those who

desperately need assistance. The Bay Area Chambers of

Commerce launched a relief effort campaign that began in

Oakland and grew to incorporate chambers up and down

the 880 Corridor and beyond. The money raised has been

dedicated to local organizations in New Orleans. The

organizations selected will be made by a panel of partici-

pating chamber presidents.

It will be months before the real picture of the damage

created by Katrina can be assessed and as that unfolds

before us, Californians must remember to walk the walk

when it comes to their own disaster preparedness. We

have been told for years to make preparations to go

without help for at least 3 days. We know now that it could

be as long as 7 days before direct help arrives. So, please

heed the advice you have heard so many times. It could

save your life and the life of those you love.

Here are 10 Ways YOU can be Disaster Prepared (Cali-

fornia Office of Emergency Services – www.oes.ca.gov):

1. Identify Your Risk - What are the hazards where you live

or work? Find out what natural or human caused disasters

pose a risk for you. Do you live near a flood plain, an

earthquake fault, or in a high fire danger area? Are you

prepared for an unexpected human-made disaster that can

strike any time? Does your neighborhood or community

have a disaster plan?

2. Create a Family Disaster Plan - Your family needs a plan

that tells everyone: where to meet if you have to evacuate;

who you’ve identified as an out-of-state “family contact”;

By Rachel A. Rupert, CEO

A Time to be Thankful and Generous
how to get emergency information in your community;

and how to take care of your family pets.

3. Practice Your Disaster Plan - After you have sat down

with your family and written your plan — practice it. Start

by having family members meet at a designated spot

outside your home — like you would after a fire or after

the shaking stops. Know how to respond in the event of

any disaster — whether to stay put indoors, or whether to

evacuate your neighborhood by car. If your family needs

to evacuate, know the proper evacuation procedures and

routes as determined by you local OES office.

4. Build a Disaster Supply Kit For Your Home and Car - If

you are stranded in your car or have to be self-sufficient at

home until help arrives; you need to have a disaster kit

with you.

5. Prepare Your Children - Talk to your kids about

what the risks are and what your family will do if

disaster strikes.

6. Don’t Forget Those With Special Needs - Infants and

seniors must not be forgotten.

7. Learn CPR and First Aid - Contact you local chapter of

the American Red Cross today and get trained on basic

first aid and CPR. Your training could save the life of a

loved one or neighbor following a disaster.

8. Eliminate Hazards in Your Home and The Workplace -

You must secure the contents of your home or office to

reduce hazards, especially during shaking from an earth-

quake or from an explosion.

9. Understand Post 9/11 Risks - Disaster preparedness

must now account for man-made disasters as well as

natural ones. Knowing what to do during an emergency is

an important part of being prepared and may make all the

difference when seconds count.

10. Get Involved, Volunteer, Bear Responsibility - Donate

blood, join a local Community Emergency Response Team

(CERT), educate your neighbor, or volunteer with you

local American Red Cross.

Be Smart. Be Responsible. Be Prepared. Be Ready! �

F R O M  T H E  C E O

Chamber Says Farewell to Linda

YES, WE HAVE SAID GOODBYE to Linda Jackson, our

ever-smiling front desk lady. Linda loved her work at the

Chamber but has answered the call to become the Director

of Victory Outreach’s Women’s Home. It is not a calling to

be taken lightly. Linda is ready to face the opportunities to

make a difference to the lives of women, and her church is

the rock that will provide the daily comfort she will need to

re-energize herself. Linda knows the home will provide aid

and comfort to women struggling with day-to-day survival.

I admire her very much and know the women who have yet

to know her will be truly touched by her gentle way of giving

them a firm hand to hold onto, while they regain their

confidence to stand firmly on their own. �
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Russell Bradford
Bradford Ins. Agency
6900 Koll Center Pkwy,
Suite 403
Pleasanton, CA 94566
(510) 333-8299

We offer a full range of insurance
products, including auto, home,
life, business and workers
compensation insurance. As a
Farmers Insurance Group Agent, I
am well positioned to function as
your personal insurance
consultant and risk manager. Call
me for a free review of your
insurance today!

Benjamin Buggs
The East Bay Daily News
2103 Woolsey St.
Berkeley, CA 94703
(510) 705-8509

The East Bay Daily News is a free,
daily community newspaper
serving Berkeley, Montclair,
Piedmont, Albany, Emeryville,
Rockridge and Oakland. Daily
News is part of the The Daily News
Group, six free daily newspapers
in the bay Area, owned by the
Knight-Ridder Corporation.

Subashbhai J. Patel
Loans Bancorp
1940 University Ave.
Berkeley, CA 94704
(510) 704-7777

Loans Bancorp is committed to
helping our clients realize the
American dream of home
ownership by tailoring the
financing to fit their needs. By
working closely with our clients,
we are able to determine the loan
program that comfortably fits
within their budget, yet allow them
to buy the house they can afford.
We can also help our clients with
refinancing their home or debt
consolidation.

N E W  M E M B E R S

When you visit a retail establishment and make a pur-

chase, how often does the clerk thank you for your

business? When you make a call to a company, how often

do you just receive a “Hello” and not a word about whom

you are calling? When was the last time you received a

thank you card when you brought your car in for servicing,

or when you bought a new outfit? All of the above falls

under the category of Customer Service.

No matter what type of business you have, good customer

service helps your bottom line. In this day and age, with

everyone vying for a customer’s dollar, there is one thing

you can offer that no one else can…great customer service.

What is customer service? It relates to every transaction

we have with a client. From the time we answer the

phone to answering an e-mail to confirming a project to

when a customer walks through our front doors. Every-

thing we do is evaluated by our clients. It’s all customer

service. With so many businesses streamlining and cost-

How To Increase Business Without Increasing Your Overhead
Richard Hom, Chief Ambassador, Mustard Seed Promotions

cutting: telephone calls automated, sales clerk that have

no knowledge of what they are selling, companies that

are anything but customer focused, it’s a wonder that

companies survive.

But think about what would happen with just a pleasant

demeanor, a helpful nature, an appreciation of your cus-

tomers or clients. After all, they are the reason you are in

business. A recent survey asked why customers would

leave a business relationship: 14% were dissatisfied with

the quality of product, 9% was because of price, 5% was

for “other reasons” and 72% left because of “indifference.”

That means they didn’t feel important.

Client/customer retention through dedicated customer

service is the easiest way to maintain current relation-

ships and develop new ones from referrals. Treat all your

clients as friends and you can’t help but increase and

retain them for your business. Need some ideas? Feel free

to contact me and we can talk. �

Kaye Jarrett
Mother Earth Doula
Services
2191 Sol St.
San Leandro, CA 94578
(510) 329-4164

We provide excellent doula
services for birth and postpartum.
At a birth we provide exceptional
labor support at home and in the
hospital. During the immediate
postpartum period we provide day
or night newborn care and help
the new mother to adjust and
recover.

Deborah Matthews
Our Land Realty &
Funding
1941 University Ave.
Berkeley, CA 94704
(510) 883-1321

Celebrating 15 years in business,
we are pleased to be part of the
Gate Way to the City here in
Berkeley. When selling,
purchasing or refinancing, you will
be provided with service and
excellent loan rates you will long
remember. Serving Berkeley,
Oakland, Piedmont, Montclair,
Claremont, Albany & Kensington.
Contact us for all your real estate
& financial needs.

Kevin Nash
Verizon Wireless
1109 University Ave.
Berkeley, CA 94702
(510) 540-7613

Verizon Wireless is the national
leader in telecommunications and
provides reliable, nationwide
service and world-class customer
service. We offer a variety of
services to meet your wireless
needs, including wireless high-
speed internet products. Come
visit us and see what Verizon
Wireless can do for you. Join in!

Berkeley Symphony Orchestra
‘05 –‘06 Season Subscription for Two

Hotel Durant
Queen Room for a Night with

Breakfast at Henry’s

Name the Occasion
Memory Basket

(included gift certificates for
DoubleTree and Hornblower Cruises)

Peets Coffee
12 Months of Coffee

Skates on the Bay
Dinner for 8 with Wine Paring

at your home by Chef Jarad Gallagher

Two-Star Dog
4-Piece Interchangeable Outfit

Thank you to
Wells Fargo,

Our Annual Dinner
Corporate

Sponsor!

THANK YOU TO THE FOLLOWING BUSINESSES FOR

DONATING LIVE AUCTION ITEMS



Chamber a vast range of experi-

ence and knowledge. For more than

20 years, Sandler has been recog-

nized as a leader in sales and sales

management training as well as

business development. With over

180 offices and training facilities

throughout the US and worldwide,

Sandler has trained thousands of

businesses. Sandler’s distinctive,

innovative selling system and highly

effective training methodology have

helped salespeople and sales man-

agers at every level in charge of the

selling process. Sandler training is

designed to create a lasting “perfor-

mance improvement” rather than

the motivational “quick fix” typical

of most seminar-based training ef-

forts. To do so, Sandler relies on

“ongoing reinforcement training”

that combines quality review mate-

rials along with access to ongoing

workshops and individual coach-

ing sessions. The Sandler Sales

System will allow you to more ef-

fectively sell your products, ser-

vices or ideas in today’s competitive

marketplace. �

For more information, you can con-

tact Joe directly at the following:.

Joseph Diliberto, Principal

Phone: (510) 530-5060

E-mail: joediliberto@sandler.com

Web: www.sandler.com
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  Return to:

October 20TH – Sunset Mixer
Spenger’s
1919 Fourth St.
5:30 P.M. – 7:00 P.M.

November 6TH – Crush Festival
DoubleTree Hotel
200 Marina Blvd.
2:00 P.M. – 5:00 P.M.

November 9TH – Meet & Greet
Rose Garden Inn
2740 Telegraph Ave.
8:00 A.M. – 9:00 A.M.

November 15TH – Vision:
“The Community and the University
Partnership for Berkeley's Future."
DoubleTree Hotel, 200 Marina Blvd.
11:30 A.M. - 2:00 P.M.

November 17TH – Sunset Mixer
Hotel Durant
2600 Durant Ave.
5:30 P.M. – 7:00 P.M.

November 30TH – Sunrise Mixer
Skates on the Bay
100 Seawall Dr.
8:30 A.M. – 10:30 A.M.

December 14TH – Meet & Greet
Rose Garden Inn
2740 Telegraph Ave.
8:00 A.M. – 9:00 A.M.

January 11TH, 2006 – Meet & Greet
Rose Garden Inn
2740 Telegraph Ave.
8:00 A.M. – 9:00 A.M.

January 19TH – Crab Feed
DoubleTree Hotel
200 Marina Blvd.
6:00 P.M. – 9:30 P.M.

February 8TH – Meet & Greet
Rose Garden Inn
2740 Telegraph Ave.
8:00 A.M. – 9:00 A.M.

February 16TH – State of the City
DoubleTree Hotel
200 Marina Blvd.
11:30 P.M. – 1:30 P.M.

February 23RD – Sunset Mixer
Location TBD

Spotlight on Sandler Sales Institute

JOE is the Principal and Owner of

the Sandler Sales Institute in the

East Bay market. His background

includes a wide range of experience

in sales, sales management, mar-

keting, strategic planning and busi-

ness development with both

Fortune 100 and start-up compa-

nies. He has held executive level

positions including Vice President

of Field Sales for the Eastman Kodak

Company. Joe has successfully built

and managed businesses both in

the US as well as internationally in

Europe, Asia and Latin America.

His experience includes working

with all size businesses from small

specialty businesses to large retail-

ers such as Wal-Mart, Target and

Best Buy. He brings a wealth of

experience to Sandler and to you.

As the owner of a Sandler Sales

Institute, Joe brings to the Berkeley
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SEEDesign

Award-
Winner

2005 HOW

International

Design Annual

Competition


