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The San Fernando Valley Bar Association reached a historic milestone in December, surpassing
2,000 members for the first time.

"We are really proud that the SFVBA continues to be one of the largest and fastest-growing bar asso-
ciations in the country," proclaims SFVBA President Lyle Greenberg.  "Our larger membership means
greater influence in the legal and policy-making communities, as well as increased buying power for
money-saving services and member benefits."

Almost immediately, the SFVBA becomes a stronger advocate for San Fernando Valley attorneys.
With 2,000 members, the SFVBA is eligible for a seat in the American Bar Association’s House of
Delegates, which is the policy-making body of the ABA.

"Our tremendous growth in recent years has not diminished the qualities that makes our organiza-
tion stand out among other bar associations," continues Greenberg.  "The SFVBA continues to culti-
vate our close relationship with local judges, nurture the special camaraderie among Valley lawyers,
and provide unique and personal service to members and the public that is hard to find in larger
organizations."

Among the exclusive benefits offered to SFVBA members are an outrageously inexpensive 25-hour
MCLE Marathon (just $99); an extensive MCLE tape lending library; attorney resource centers at the
Van Nuys and San Fernando courts; and networking events like February 21st Judges Night providing
members the opportunity to socialize with local judges and colleagues.

Meet the SFVBA’s 2000th Member

The San Fernando Valley Bar Association’s 2000th member, Sarit Ariam, is a
graduate of Georgetown University School of Law and was admitted in December
to the State Bar of California.  Sarit’s bar number is 217,399.  It is befitting that our
2000th member applied to the SFVBA using our website’s on-line membership
application.

Sarit was born in Israel and served in the Israeli Army Office of the Chief of
Staff.  She moved to Woodland Hills from Northern Virginia about a year ago with
her husband and two children, both of whom have special needs.  She founded the
TOMI Center in Israel, which is a nonprofit organization dedicated to helping chil-
dren with autism and PDD.  As an attorney and advocate, Sarit represents parents
and children with special needs to help them obtain services and benefits they are
entitled to from school districts, insurance companies, and government entities.

"I joined the San Fernando Valley Bar Association to get to know other attor-
neys," says Sarit.  "I am pretty new to the Valley and practice in a very specialized
area of law.  It is important for me to meet my colleagues."

SFVBA Admits
2000th Member!
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We specialize in areas you don’t ...
and in returning your satisfied clients to you.
Proving you can have your cake and eat it, too.

important part of our job is sustaining their
allegiance to you.

So if you have a client who has needs in any
one of the areas listed above—we have years
of in-depth experience in every one of them—
don’t hesitate to give us a call.

You can be sure that we’ll give your clients
excellent service.

And then we’ll send them back to you.

Lewitt, hackman, Shapiro, Marshall & Harlan
A Law Corporation

16633 Ventura Boulevard, Eleventh Floor • Encino, California  91436 • (818) 990-2120 • FAX (818) 981-4764
Info @lewitthackman.com • www.lewitthackman.com

Sometimes the best way
to keep a client

is to send them to us.

Sometimes the best way
to keep a client

is to send them to us.

R           eferring a client can make attorneys
nervous. Expose them to another firm? Maybe
to never see them again? Forever?

Not when you refer them to Lewitt, Hackman.
For thirty years, referrals have been an

important part of our practice. That’s why, when
we receive referrals, we adhere to two key
principles. First, we consider them your clients,
on a loan to us. And second, we believe that an
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Once in a while, several issues arise and I am not able to dedicate my President’s Message
to just one subject.   This is such an occasion and I would appreciate your review of these
topics as I think you will find them interesting and perhaps even, life changing.

An Independent Judiciary

One of the roles our bar association is mindful of is speaking out on behalf of the courts
and judges when they are attacked in the media.  In the history of our bar association up
until the early 1960s, this did not appear to be an issue.  At the beginning of 1960, nearly
300 attorneys were regular members, with a Valley population of more than 840,000.

At the same time our nation was grappling with the Civil Rights Act of 1964, the 1965
voting rights bill, and Lyndon Johnson’s "Great Society" legislation, our bar association
began exploring adoption of its own policy on civil rights in 1963.  In March 1964, the
Board of Trustees passed a resolution that supported the judicial system and pointed out to
the public the difference between the right to disagree with a judge’s decision and the
impugning of his or her character because of that disagreement.  At that time, and unfor-
tunately ever since, attacking judges over unpopular decisions has become a regular media
event.  A second resolution was passed in the early 1990s confirming our bar’s position
supporting the independence of the judiciary.

So with this background, we find ourselves in 2002 with similar issues facing us as prac-
titioners and facing the judges in our Courts.  While our judges are constrained to respond
to media comment, our bar association is not.  It is our obligation as attorneys and as mem-
bers of this association to explain to litigants and to the public that our system of govern-
ment provides for the separation of powers, including a judiciary that is independent of the
influences of the executive and legislative branches.  When clients and the public raise
their voices against decisions that the local papers publicize, this is our opportunity to
stand up and explain how the system works.

The SFVBA celebrates Judges’ Night each year, honoring our Judiciary and renewing our
commitment to an independent judiciary. Please join us on February 21.

Our 2000th Member and an ABA Representative!

In 2002, our Valley boasts a population of 1.7 million and I am very proud to announce
that our bar association has recently had our 2000th member join and we just surpassed
2100!   

Congratulations to our past and present Board for the numerous five-year membership
plans that led to this accomplishment, and to our Executive Director Liz Post, who has
worked tirelessly for our bar to achieve this goal.

Three Important Announcements

continued on page 16

Commissioner Mitch Block
introduces guest speaker, actor
Christian Slater, at the Drug
Court’s graduation 
ceremony on December 12.
Block supervises the Van Nuys
program, which provides drug
treatment, and rehabilitation
services to non-violent felony
drug defendants and is a 
cooperative effort between the
court and Tarzana Medical
Center.  The Drug Court’s 
graduation ceremony was 
funded by a grant from the
Valley Community Legal
Foundation of the SFVBA.
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THE 2001-2002 LAW REVIEW BOARD OF EDITORS
INVITES YOU TO SUPPORT YOUR LOCAL COLLEGE OF LAW BY SUBSCRIBING TO THE

JOURNAL OF LEGAL ADVOCACY & PRACTICE

Dedicated to providing practicing professionals in the legal field with cutting edge informative commentary
relative to legal advocacy and practice.

The BENEFIT OF YOUR BARGAIN:
• Access to scholarly articles on evolving new issues
• An introduction to emerging talent in the legal field

To order Volume 3 of the Journal, please send a check or money order for $16.00 to:

JOURNAL OF LEGAL ADVOCACY & PRACTICE, INC
Law Review

San Fernando Valley College of Law
Attn: Business Editor · 21300 Oxnard Street · Woodland Hills, CA  91367 · (818) 883-0529 

Thank you for supporting the JOURNAL OF LEGAL ADVOCACY & PRACTICE

TERESA BREMAN
Editor-In-Chief

LINA MCMEANS-MULOWAY
Business Editor

SHAMICA DOTY
Supervising Staff Editor

AYMAN EL-SHARKAWI
Contributing Editor

THE ART OF NETWORKING TO
INCREASE YOUR CLIENT BASE
Save the Date:  March 20

An SFVBA section-wide dinner meeting and networking
seminar will be held on March 20 at the Sportsmen’s Lodge.
The keynote speaker will be Mel Kaufmann, founder of The
Million Dollar Formula.  Mel is well known for his lectures
on "NETWORKING."

Mel is an expert in the development of mutually beneficial
business and professional relationships. He has spoken before
numerous organizations on the subject of networking, includ-
ing law firms and lawyers’ groups, and published the "the
Millionaire’s Handbook."

Not everyone is a natural at "making business and profes-
sional connections" or "turning casual conversations into
more productive ones."  Mel Kaufmann will give you invalu-
able tips that can work for you.  This meeting is a must,
unless you are so overwhelmed with business that you don’t
need more clients or connections to potential clients.

SFVBA Trustee and Criminal Law Section Co-Chair Gerald
Fogelman invited Mel to speak at a Chamber of Commerce
breakfast last year and it was one of the organization’s most
highly attended breakfasts in 2001. He was entertaining and
captivating and the presentation was incredibly informative. 

A 6:00 p.m. mixer will precede dinner, with the network-
ing presentation commencing at 7:30 p.m.  Visit the SFVBA
website at www.sfvba.org or look in the March Bar Notes for
further details and registration information.

SFVBA member Ernestine Fields was featured in January’s Family
Circle magazine as a recipient of the publication’s 2001 Halo Award.
The award recognizes people who go to extraordinary efforts to help
others.  Ernestine is the Founder and President of Comfort for Court
Kids, Inc., a nonprofit organization that has given away an estimated
250,000 teddy bears since 1990 to every child who appears in
Dependency Court.

Ernestine’s efforts
were recognized by
the SFVBA in 1995
with the awarding of
the President’s
Award.  The Bar and
our Foundation has
also provided finan-
cial support for the
program.  

Members interest-
ed in learning more
about Comfort for
Court Kids or who
would like to make a
donation can visit the
program’s website at
www.courtkids.org.

 CCK 2002
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The SFVBA has formed a new Healthcare Law Section,
responding to the requests of members who practice in this 
burgeoning specialty of law.

"The breadth of the practice of Healthcare law often seems
to be without borders," says Alan J. Sedley, partner in the
Woodland Hills firm of Greenberg & Sedley, and chair of the
Healthcare Law Section.  "The multitude
of issues confronted by today's physician
or hospital administrator extends from
the civil courts, to an administrative
forum, from criminal law concerns, to
legislative lobbying our state's elected
officials. Our section does not seek to
cover the entire spectrum of issues, but
rather, focus upon those issues that are
most urgent and meaningful to today's
healthcare provider, and the lawyers who
are called upon to advocate on their
behalf, and protect their interests."

The Healthcare Law Section’s focus will
be quite expansive in offered topics, rang-
ing from the business and operational
practice of physicians, hospitals and allied
health professionals (exclusive contracts,
employment contracts, risk management,
patient care, medical records, privacy and
confidentiality) to administrative law
(credentialing, privileges, medical staff
issues and hearings) to regulatory compli-
ance (issues of antitrust, fraud and abuse,
and price fixing by healthcare providers). 

The inaugural program will focus on
the issues of Fraud and Abuse in health-
care practice: the common misconcep-
tions and pitfalls, prosecution and penal-
ties, and prevention.  Fraud and Abuse
law impacts the manner in which health-
care providers operate their business,
from limiting or prohibiting physician
referrals, to critical requirements relating
to patient billing and reimbursement.
Violation of this complex law could
result in civil or criminal penalties.

Los Angeles City Councilmember Jack
Weiss will lead the discussion.  Weiss
represents the 5th District and is a for-
mer Assistant U.S. Attorney who prac-
ticed as a member of the Public
Corruption and Government Fraud
Department. He will present a spirited
and informative talk on federal fraud and
abuse concerns as they effect the day-to-
day operations of hospitals and physician
practices. Attendance is a must for
lawyers who represent, or intend to rep-

resent those in the healthcare field. Doctors, hospital adminis-
trators and other healthcare professionals will also be encour-
aged to attend.

The Healthcare Law section will present this inaugural pro-
gram on Tuesday, February 19, 2002 at 6:00 p.m. The loca-
tion of this first meeting will be at the SFVBA office.

Please call Judicate West 
for further information or 

to schedule a hearing
818-708-1529
310-407-5333 Alternative Dispute Resolution

Century City • Pasadena • Santa Barbara • Santa Ana
and other convenient locations throughout California

www.adjudicateinc.com
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Amy Newman, President

310-312-6002
800-347-4512
www.arc4adr.com

Hon. Bruce J. Sottile is an easygoing jurist 
who insists on civility and fairness, traits which serve
him well as a mediator, arbitrator and discovery referee. 
After a successful 35-year legal career at the Superior 
Court and the City Attorney’s office, his practice focuses 
on complex matters involving business and contractual 
issues, medical malpractice, products liability, con-
struction defect, employment and personal injury.

Hon. George P. Schiavelli brings excellent 
settlement skills, a strong personality, and a keen under-
standing of complex civil litigation issues to his conflict 
resolution practice. His tenure in the Los Angeles 
Superior Court’s Fast Track department, coupled with 
20 years as a civil trial lawyer, makes him an ideal neutral 
for high-stakes business, insurance, construction, 
intellectual property and discovery disputes.

Additional ARC neutrals available in the Valley include:
Hon. Richard Amerian • Hon. Robert D. Fratianne 
Hon. Irwin Nebron • Hon. Harvey A. Schneider
Hon. Robert Wallerstein • Richard M. Brown, Esq.
Charles I. Dolginer, Esq. • Eugene C. Moscovitch, Esq.
John O'Meara, Esq. • Natt Portugal, Esq.

The Finest
Neutrals
Around.

ARC co
ngra

tulates
 th

e S
FVBA

on its
 75th Annive

rsa
ry!

© 2001 West Group. The trademarks shown within are used under license.

Stay current. Stay available. Stay put.

Time is on your side with West LegalEdcenter,™ the online
CLE service from West Group. West LegalEdcenter gives
you access to hundreds of California accredited programs
online. Take MCLE from anywhere, anytime. 

• Get participatory credit for viewing live Webcasts and
self-study credit for completing archived Webcasts or
audio programs.*

• Each program provides printable program materials
for your reference, as well as exclusive links to the
cited documents on Westlaw.®

• Fulfill your requirements for Ethics, Substance Abuse
and Professionalism. 

• Receive a Certificate of Attendance when you
complete each program.

California approved MCLE programs are available from
such prestigious providers as PLI, ALI-ABA, ABA-CLE,
Rutter Group and many others. For added convenience,
program access is yours for 30 full days from the date 
of purchase.

*For information on California MCLE credit requirements, see 
the state requirements page on www.westlegaledcenter.com.

The Deadline Is Fast Approaching...
Earn Your California MCLE Credits Online.

www.westlegaledcenter.com
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Price fixing has been in the news frequently in
recent years. In December, the chairman of world
famous Sotheby’s auction house was convicted

for conspiring with a competitor to fix fees charged to art auc-
tion clients. Not only major auction houses, but also vitamin
manufacturers, prescription drug makers, alcoholic beverage
makers, metal producers, record labels, and commodities pro-
ducers have been accused, convicted or held liable for unlawful
price fixing. With substantial product manufacturing and distri-
bution in the San Fernando Valley, the issue is important to
practitioners and clients in this region. 

The law against price fixing is seemingly so clear and well
established that even non-lawyers know it.  A seller cannot agree
with another to set a certain price or to limit their prices for
products or services. Similarly, a manufacturer or supplier can-
not tell distributors what price to resell a product for. That
would be an automatic violation of federal and
state antitrust laws, exposing violators to treble
damages.  

But the law against price fixing is not quite
as fixed as many people think.  In recent years,
the US Supreme Court partially changed the
time-honored rule. The Court held that a sup-
plier or manufacturer may set a ceiling on how
much its distributors can resell a product for.
State Oil Co. v. Khan 522 U.S. 3 (1997). The
Supreme Court said antitrust laws exist to
encourage competition and lower prices. The
court found that letting a supplier set a maxi-
mum resale price, may advance the law’s pur-
pose, by tending to keep prices low.  Therefore,
maximum price fixing is not automatically ille-
gal. Rather, the price fixing arrangement
between a manufacturer or franchisor and its
distributors or franchisees, is now evaluated for
reasonableness, a standard that more often
than not results in an arrangement being
upheld as lawful.

Normally, setting minimum prices - prices
that a seller cannot go below – is automatically
illegal.  Continental TV v. GTE, (1977) 433 U.S.
36, 51n.18; Dr. Miles Med. Co. v. John D. Park
& Sons (1911) 220 U.S. 373. However, even this
bright line rule does not prevent all steps that a
supplier can take to maintain or increase the
level of resale prices.  Recently the California

Court of Appeal reaffirmed a time honored rule that lets suppli-
ers also set minimum resale prices for their products. Chavez v.
Whirlpool Corp. 93 CA4th 363 (2001).

Whirlpool, the famous appliance maker, set minimum resale
prices for its products. Their retail distributors complied with
the minimum price policies Whirlpool announced.  They did so
because Whirlpool also announced that they would stop selling
Whirlpool products to any retailer who failed to comply with
their minimum pricing policy.  As a result, retailers did not dis-
count Whirlpool products, and one retailer that previously had
been a discounter, stopped doing so.

In an action brought by a consumer under state antitrust
laws, both the trial and appeal court ruled that the actions of
Whirlpool and its distributor were lawful. The courts applied a
rule established in 1919, that a company can unilaterally
announce a price policy, and a retailer can unilaterally comply
with the policy, and these actions are not an agreement or
antitrust conspiracy.  This principle was first announced in the
case of U.S. v. Colgate (1919) 250 U.S. 300, and is thus known
as the Colgate Doctrine. It is part of a broader principle that a

BY DAVID GURNICK

David Gurnick is managing partner of the
Woodland Hills office of Arter & Hadden.

1

Bankruptcy
Refer clients with confidence

Call for our free desktop reference: The Basics of Bankruptcy for Attorneys

Serving the Valley continuously since 1988

Don t get
blind-sided
by a bankruptcy
issue!
We offer
free
consultations
for all
SFVBA
members.

Merritt & Hagen

              David R. Hagen, Past SFVBA President          Lawrence D. Simons

(818) 992-1940 http://www.bk-info.com

“

’

”
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manufacturer or any company, can decide unilaterally who it
will deal with, announce policies regarding who it will deal with,
and refuse to deal with those whose actions conflict with its
policies. 

The Colgate Doctrine does not permit all actions designed to
maintain or set resale pricing. For example, the court of appeal
has held that an express agreement between a franchisor and
franchisee to maintain resale prices was a per se antitrust viola-
tion. Mailand v. Burckle (1978) 20 Cal.3d 367. An unlawful
agreement to maintain prices could even be inferred by conduct
of parties. Monsanto v. Spray-Rite (1984) 465 US 752.  But
antitrust laws do not prohibit independent action. Therefore as
long as a supplier’s announcement of a policy, and a retailer’s
compliance with the announced policy, each occur independent-
ly, and are not part of an agreement, these practices intended to
maintain a minimum resale prices, are lawful.

With the combination of the State Oil v. Kahn decision per-
mitting a supplier to set maximum prices, and the Colgate
Doctrine permitting compliance with policies concerning mini-
mum pricing, there are some strategies manufacturers can use
to lawfully manage resale pricing ranges of their products and
services.  Agreements that are reasonable in setting maximum
prices will be upheld as lawful. With regard to setting minimum
prices, a manufacturer (also a licensor, franchisor or any other
company in the vertical chain of product and service distribu-
tion) may, as permitted since 1919, announce a policy requiring
distributors (as well as licensees, franchisees or anyone else far-

ther down the vertical distribution chain) to sell only at or
above a set minimum price, or even to adhere to a specific set
resale or suggested prices.  The manufacturer may announce it
will refuse to deal with anyone who does not adhere to that pric-
ing policy; and may act on that announced policy by ending its
relationship with anyone who does not comply.  

The Supreme Court views this not as a price fixing agreement,
but as a company’s unilateral decision who it will and will not
do business with. Of course, a company cannot refuse to deal
with another company for any unlawful reason, which would
include breaching an existing contract, or the many forms of
unlawful discrimination.  Also, an agreement on minimum pric-
ing is also unlawful. To avoid converting a lawful Colgate
Doctrine announcement and unilateral decision into an unlaw-
ful price fixing conspiracy, the manufacturer should normally
refuse to discuss or negotiate the policy, particularly with any
company that may be affected by it, and should not use any
unlawful means to enforce its unilateral policy. 

This article discusses only "vertical" agreements. Those are
agreements between companies at different levels of the distri-
bution or supply chain.  Agreements between companies at the
same level of distribution are known as "horizontal" agreements.
All horizontal agreements to fix prices, whether minimum or
maximum, continue to be unlawful. Arizona v. Maricopa County
Medical Society (1981) 57 U.S. 332; U.S. v. Socony Vacuum Oil
Co. (1940) 310 U.S. 150. 

ACTION DISPUTE RESOLUTION SERVICESSM

PROVIDING THE JURISTS YOU NEED FOR THE JUSTICE YOU DESERVE

Lucie Barron, Executive Director
2049 Century Park East, Suite 350

Los Angeles, California 90067-3239
(310) 201-0010     (310) 201-0016 FAX

Hon. Thomas Schneider, recently retired Supervising Judge of the Northwest District, is now 
available for mediation, arbitration, and discovery reference appointments. Known for having 
exceptional knowledge of the law while on the bench, Judge Schneider also established a 
reputation for himself as an excellent settlement judge, particularly in real estate, 
construction, and complex business matters.

With over twenty-five years experience as a businesswoman, real estate professional and 
lawyer, Linda Bulmash is a recognized expert in negotiation and mediation and writes a 
monthly column for the Los Angeles Daily Journal, "Negotiate Like the Winners". She has 
successfully mediated several hundred complex disputes involving employment/workplace 
(including sexual harassment, discrimination and wrongful termination); serious injury torts 
and product liability; business; real estate; professional liability; insurance; construction 
defect matters.

HON. THOMAS SCHNEIDER

LINDA BULMASH, ESQ.
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"Hey Jules.  It’s Brian. Just 
remember that I love you, 

and I want you to live your 
life and have fun..."

These words are from a phone message that Brian Sweeney
left his wife shortly before his plane, United Flight 175,
slammed into the World Trade Center.  The thought of this just
blows me away.

There are many lessons to be learned from September 11,
2001.  Some of these lessons were learned by us as a nation.
Some of these lessons we are still learning.  However, there were
also some very important personal lessons that we can take with
us as we move forward in our lives.  It would indeed be a fitting
tribute to those who died if we can learn from this incident and
have these lessons add more meaning to
our lives. 

When Brian Sweeney left this message,
he indicated that his plane had been
hijacked and that it didn’t look good.  He
knew that, most likely, he would die in the
ensuing minutes.  He had one last opportu-
nity to communicate with his wife.  She
wasn’t home so he left a message. He want-
ed to be sure that she got this message. His
words give us a very touching and powerful
insight into what a person in this situation
would want to say to those he is about to
leave behind.  I find it very enlightening
that his final message to his wife would talk
about love, living, and fun.

Allocating your "life-time" between love,
family and fun as opposed to work and
responsibility is a difficult task. I tend to
think that if I allocate more time to work, it
will not cause the time allocations in the
other segments of my life to suffer.
Unfortunately, this is not the case. Our time
each day is like a pie chart. As one slice gets
bigger, the other pieces must decrease. We
just can’t make a bigger pie. Time manage-
ment experts used to tell us to be more
organized so that we can have many, many
more small pieces in our pie. More recent
time management people (Steven Covey,
for example) now tell us that we can’t in fit
more pieces of pie so we must prioritize the
pieces that we can include. 

Personally, this is something with which I continually strug-
gle and I’m not always successful in this regard.  Balancing love,
living and fun against work and responsibility, as well as bal-
ancing short and long-term goals, is very difficult to do. For me
it is one of the most fundamental issues I deal with in trying to
lead a balanced life

As lawyers, we are constantly faced with this issue.  This is
due to the responsibility that we have to our clients and the
time sensitive nature of many of the things that we do.  It seems
as though everything is a "rush case." Think about how many
times you have used a messenger or overnight mail in just the
last month. Is your practice on "rush" as well? 

We also have a tendency to fear that our backlog of cases may
run out.  I find most attorneys will almost always take on "that
additional case," even those with practices that are well estab-
lished.  I would suggest that every time we take in a new case
we not be as concerned about the retainer, the uniqueness of the
case or even whether we like the client, but whether we cur-

10 • Bar Notes www.sfvba.org February 2002

Dave Hagen is a principal at Merritt & Hagen. The firm’s practice focuses on representing individuals and small businesses
in bankruptcy. He speaks to attorneys often on the areas of bankruptcy, the marketing of legal services, and the practice of law.
He welcomes your comments to this series of essays.

Wisdom From Someone’s Last Thoughts
BY DAVID R. HAGEN

DOES YOUR CLIENT HAVE 

CHILD OR SPOUSAL SUPPORT PROBLEMS?

The Support Group
For the collection of Delinquent Child and Spousal Support

We collect:

¥ Past Due Child Support

¥ Past Due Spousal Support

¥ Unpaid Property Orders

¥ Interest on Delinquent Amounts

¥ Attorney Fees on Contingency

¥ Small Fee to Open File

Your Clients Deserve Their Support

Lawrence C. Samuels, Esq. (818) 789-4932
Stanley S. Lopata, Esq. (800) 331-0489

Referral Fees paid per Bar Guidelines
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“Clean it up!

Who are you going to call?

Steve Holzer!
15 years experience in environmental

compliance, transactions and litigation.
Phone: 818-222-5812 • 213-683-6671
FAX: 818-222-5812 • 213-683-6669

e-mail: sholzer@pmcos.com
Parker, Milliken, Clark, O’Hara & Samuelian, a prof corp

333 South Hope Street, Suite 2700, Los Angeles, California 90071

When they say

”
(and we don’t care that you haven’t
owned the property since 1961)...

Being arrested
for Drunk Driving
doesn’t have to be

a devastating experience,
nor are these cases
automatically lost.

Many DUI cases
can be successfully defended!

Being arrested
for Drunk Driving
doesn’t have to be

a devastating experience,
nor are these cases
automatically lost.

Many DUI cases
can be successfully defended!

www.topgundui.com                                                          duilaw@topgundui.com

Law Offices of

MYLES L. BERMAN
4630 Campus Drive, Suite 200

Newport Beach, CA 92660

(714) 640-1860

 Office locations also in
Los Angeles and Westlake Village

(888) 4-TOPGUN(888) 4-TOPGUN
(Toll Free Statewide)

      rust your case to
      the largest DUI
criminal defense firm in
Southern California.
 We are experienced
and aggressive criminal
defense attorneys
who know how to win.

Since 1988, my office has successfully
represented doctors, lawyers, professional
athletes, celebrities, business people and
others accused of Drunk Driving.

There is an alternative to pleading guilty.
Shouldn’t you have that option available?

You will be trusting your case to proven
result getters!

T

Law Offices of

MYLES L. BERMAN
9255 Sunset Boulevard, Suite 720

Los Angeles, CA 90069

(310) 273-9501

20th Year of Service to the 
San Fernando Valley/Southern 

California Legal Community

Messenger Service
Discounts to SFVBA Members

• Process Serving Per Your
Exact Specifications

• Court Filings/Last Minute Court 
Filings in All Southern California 
Courts

• Mobile Notary
• Custom Courier Routes
• Regular, Rush and Hot Rush 
• Licensed/Bonded/Insured 

Uniformed Messengers
(818) 774-9111 • (323) 851-7500

(310) 273-3002

“We Don’t Promise Anything 
We Can’t Deliver”

rently have an appropriate balance
between work and play in our life.  

A noted law office management
author, Jay Foonberg, suggests that
when agreeing to accept a new case, an
attorney should place a picture between
themselves and the client. I thought he
would suggest having the picture turned
towards the client so they can see that
the attorney supports a family with their
fees and not balk at making a retainer
payment. Interestingly enough, he sug-
gests that the picture face the attorney.
This is so that the attorney can see his
family and clearly understands what the
real price will be for taking on the new
case. I do this and it really helps,
although not all the time.

As I have said before, you don’t hear
too many people on their deathbed say,
"Gee, I wish I had worked a whole lot
more".  

There are many lessons that we all
should take with us from September 11.
This will be one of the lessons I intend
to take with me.  The next time I con-
template taking on a particularly time-
consuming or difficult case, I will con-
sider the last words of Brian Sweeney
and consider what taking the case will
cost me in terms of love, living, and fun.
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For the first quarter of the Bar’s fiscal year, LRIS referrals are
121 ahead of last year.  We are optimistic that this will be
another rewarding year for LRIS panel members.  LRIS staff
wants panel membership to be rewarding on all levels. We
remind you that we want to hear from you if a scheduled client
does not keep an appointment; we may be able to make a rota-
tion adjustment.  We want to hear from you if you have not
heard from us in sometime; there may be a computer or insur-
ance problem that is keeping you from receiving referrals.  We
want to hear from you if you have marketing ideas.

New ideas and changes invigorate our work.  We like to
believe that staff provides responsive and excellent service to
the public and panel members.  Test us any time and be sure
to let us know how we are doing.

It’s been one month since we made our New Year’s
Resolution.  How are we doing?  Have we made the right res-
olutions, the ones that are worth the time and effort to pursue?

In the January edition of the magazine Fast Company,
philosopher and business consultant Peter Koestenbaum dis-
cusses resolutions we should be making and the questions we
should be asking.  He believes one question we should ask is,
"what does it mean to be a successful human being?" He con-
tinues, "Unless the distant goals of meaning, greatness, and
destiny are addressed, we can’t make an intelligent decision
about what to do tomorrow morning… Nothing is more prac-
tical than for people to deepen themselves. You have to ask
yourself, Am I an ethical person, first and foremost, always and
with no exception?  We must resolve to work with greatness
and never forget to do so again.  Every workday is a concert, a
Nobel-prize ceremony, or an Olympic victor."

The movie "Beautiful Mind" is an excellent example of what
can be accomplished day by day.  Koestenbaum writes, "More
than ever, we should celebrate the artists in business, the
reformers in life, and the missionaries in organizations."

"Ask yourself the big questions: What have I done wrong in
my life? What must I now do right? What have we done wrong
as a society, as a team, as a family? What must we now do
right?"

Then Koestenbaum concludes, "…take time to redefine
yourself and how you work.  Write down your new work-life
description.  Revise it.  And make that revision an oath, a con-
version.  What you are promising is to become the person that
you were meant to be.  It’s the ultimate New Year’s resolution." 

MBNA offers members the exclusive Platinum 
Plus MasterCard. Call 1-800-457-3714. 
Mention priority code OMKA.

Contact the SFVBA office to receive a package of
discount coupons & membership cards for Southern
California’s major theme parks and attractions

Chase Manhattan Mortgage gives members 1/2
point fee discount on fixed and adjustable rate 
programs. Call John Bartnicki at (818) 226-0888.

Kelly Staff Leasing offers members a 15% discount off
the regular price of their HR support and employee
administration service.  Call Manny at (818) 717-1867

SFVBA members save $10 on new AAA
Membership and a discount on auto insurance. 

Call John Hernandez at (805) 306-8181

Attorney Services of Southern California offers
SFVBA Members who open new accounts a  30%

discount off their current rates. Call (818) 772-4795.

Now Messenger Service offers members who open
new accounts a 5% discount off their current rates.

Call (818) 774-9111

Mercury Office Machines offers members discounts
and flexible lease options on all Panasonic copiers,

printers, and fax machines. Call (818) 782-1221.

To obtain fleet pricing on your next car, call 
Gina Lopez at Keyes Express at (818) 907-4490.

Save 20% on investigative services. Contact
Consumer Investigative Group (818) 704-9925.

Courtroom Xpress Graphics offers 20% discount
on large-format prints. Free pick-up and delivery.

Call (818) 780-2177, ext. 304.

SFVBA rents its Executive Boardroom for depositions
and hearings. Amenities include breakout room, 
beverage service, and free parking. Only $125 per day

Receive 5% monthly discount and special equipment
pricing through AT&T Wireless Services. 
Call (818) 807-7160 for details.

Join Southland Civic Federal Credit Union and gain
access to great interest rates on deposits and loans, no

fee traveler checks, and more. Call 1-800-426-1917.

SFVBA attorney members receive free library privileges
at the San Fernando Valley College of Law in Warner

Center. Call 883-0529 for library hours.

WIN-WIN MEDIATIONS
• Highly recommended by both plaintiff and     

defense attorneys;
• Over 30 years experience;
• Reasonable, starting at $250/side;
• Business, Construction, Divorce,   

Employment, IP, Insurance, PI, Probate, 
Products, Real Estate

Charles B. Parselle, Esq.
(818) 981-2132

WWW.WIN-WINMEDIATIONS.COM

Oxford University Law 1963
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Invites You to Attend Our Annual

Judge Howard Schwab
Los Angeles Superior Court, 

North Valley District

2002 SFVBA 
Judge of the Year

Associate Justice 
Carlos Moreno

Supreme Court of
California

Guest Speaker

Name(s):

Firm Name:

Phone:

We accept checks, Visa, MasterCard, American Express, & Discover

Credit Card #: Exp. Date:

Authorized Signature:

Please return with payment by February 15 to:
SFVBA, 21300 Oxnard Street, Suite 250, Woodland Hills, CA 91367 • FAX (818) 227-0499

For additional information call (818) 227-0490, x105.

Please reserve

____ ticket(s) at $55 each

____ table(s) at $550 each*

*Please allow two seats for judicial officers.
Attach a list of names of your guests.

Thursday, February 21, 2002
Warner Center Marriott

21850 Oxnard Street
Woodland Hills

5:30pm Reception
6:30pm Dinner & Program

Special Recognition to 
Judge John Gunn and 

Commissioner Manly Calof 
on their retirements from the 
Los Angeles Superior Court
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With more lawyers than ever battling each other — and now
other professionals — for business in our robust economy, just
doing a good job seems no longer good enough. "What have you
done for me lately" is an old saw that's heard more and more as
clients consider their expanding legal options. Maybe it's time to
go beyond the normal, to break out and exceed your clients'
expectations to grab or hold on to their business.

If some of this seems a little basic, don't let that fool you. As
famed basketball coach John Wooden used to say, it's the execu-
tion of basic skills, not fancy dunks, that wins ball games.

1. CHANGE YOUR ATTITUDE
Law is a business, and all successful businesses understand that

they exist to serve customers. But clients believe that lawyers have
forgotten who they serve and why they are there. "It's the cus-
tomer, stupid." What's needed is a mental shift to a customer- or
client-oriented attitude. Accountants have already figured this out,
which is why they're taking away legal work at an alarming rate.

So how does a lawyer become more customer-oriented? A
proven way is simply by asking clients what they want. One lawyer
I know sends out a one-page evaluation form with the client's first
bill, usually 30 days after the engagement letter is signed. And he
asks right then: "How are we doing?" Now, there may not be much
substantive progress in the matter at this initial stage, but asking
for early feedback accomplishes a couple of things. First, it shows
you care, and second, it gives you time at the very beginning of
the relationship to make shifts in your strategies and performance.
(And not incidentally, a positive evaluation in your file might even
help deflect any future malpractice claims or disciplinary actions.
It can't hurt.)

You can also provide a customer survey or evaluation form after
you conclude your representation. It doesn't have to be long and
complicated. Usually, the best forms are one- or two-page ques-
tionnaires. And, if you have difficulty creating one, many State Bar
associations offer such forms. For example, the State Bar of
California sells a client survey and companion computer disk cre-
ated by a marketing consultant.

2. REDUCE COMPLAINTS & COMMUNICATE
These two go hand in hand since, by definition, if you commu-

nicate with your clients, you will reduce potential irritation and
stress. Clients appreciate communication; the more, the better. In
fact, failure to return phone calls or to respond to letters or faxes
is the number-one complaint against attorneys received by state
bar associations across the country. So return those phone calls! 

And don't use the "I'm too busy" excuse. One attorney colleague
receives more than 125 calls a day. He's developed a system where
his receptionist routes the calls according to last name initial to
three different paralegals. He discovered that more than 75 per-

cent of all telephone calls from clients were process-oriented:
what's happening? when's the deposition? what should I wear?
what's the next step? These weren't substantive legal questions,
and if he could get these questions answered immediately by
someone, the client would be satisfied and would go away happy.
For the 25 percent of the calls that require his attention, parale-
gals set up telephone appointments so he can talk directly to the
clients at a more convenient time.

The same prescription goes for written communication. Even if
there's nothing much to say, send something to the client. One
good idea is a regular evaluation or status report. This is a one-
page form that indicates the current status of the case or matter.
It can have boxes to be checked and lines or blank spaces for brief
handwritten or typed comments. It can be easily reproduced by
copying, by making a template in your word-processing program
and laser-printing it as needed, or by reproducing it at an instant
printer as a personalized business form. (Contact the author if you
want a sample.) Status reports can take as little as two minutes to
fill out and send off. Doing it on a regular basis lets you communi-
cate directly with the client in an efficient yet meaningful way.
Each month, it is a reminder for the client of who you are, that
you've looked at their file and thought about their case or matter,
and that you are doing what needs to be done to reach the client's
objectives. The client rests more easily knowing that you are on
top of things. 

3. SHOW CLIENTS YOU CARE & RESPECT THEM
It's important to make sure that your clients feel you care about

and respect them. Appropriate gifts and hospital visits are just the
starting point to interacting with clients in a way that bonds them
to you.

I learned an important lesson about caring and respect several
years ago when I called up an attorney colleague across the coun-
try. We had never met and had only spoken by phone once or
twice before. The receptionist told me he wasn't in and asked if
she could take a message. I agreed and started to spell my name.
"Oh, that's all right Mr. Poll. I know who you are." I was surprised
since I had never spoken to her before. But I was also impressed
and very pleased; I felt important. When I mentioned this to the
attorney later, he said that every staff member has a sheet of paper
in front of them with the names of all people who are important
or likely to call. The list has the correct spelling and pronuncia-
tion of difficult names, contact numbers, etc. 

Realize that your office operations, like a good cycling team, are
a team effort, and that clients want to know they have a solid team
working for them. Personally introduce your staff, and make it
clear that they, you — and the client — are all on the same team,
a team whose goal is to successfully reach the objective of the
client.

Make your office and the ways of reaching you more friendly

Edward Poll, J.D., M.B.A., CMC, is a certified management consultant and coach in Los Angeles. He is the author of Secrets of the Business of Law:

Successful Practices for Increasing Your Profits and The Profitable Law Office Handbook: Attorney's Guide to Successful Business Planning; and he is the

creator of Law Practice Management Review: The Audio Magazine for Busy Attorneys. He is also the author of the ABA book, Attorney & Law Firm Guide

to The Business of Law: Planning & Operating for Survival & Growth, and developer of The Tool Kit for Buying or Selling a Law Practice. For ordering

information or to make suggestions or comments about this article, call (800) 837-5880 or E-mail edpoll@lawbiz.com. You can also visit Ed Poll on the

web at www.lawbiz.com.

BY EDWARD POLL, J.D., M.B.A., CMC
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and welcoming. First impressions are sometimes lasting ones. For
example, voice mail can be a valuable tool, but not when the client
feels trapped by it. Make sure that a receptionist or secretary — a
real person — answers the phone personally. If you're available,
take the call. If you're not, have the same person give the caller
the option of leaving a voice mail message or a message with the
operator. Clients feel more respected and empowered by dealing
with human beings rather than machines.

And don't keep people waiting for an appointment. It shows a
lack of respect and implies inefficiency and lack of organization on
your part. If you can't even be on time for a simple appointment,
how are you going to handle more com-
plex and important issues?

4. GUARANTEE SATISFACTION
As every lawyer knows, you can't guar-

antee the outcome of a legal matter. But
you can — and should — guarantee the
satisfaction of your clients with the
process of dealing with you. Although it's
still almost unheard of, more and more
attorneys are exceeding client expectations
by saying: "We guarantee that you will be
happy dealing with us as lawyers in the
process of pursuing your objective. We do
not guarantee results; but we guarantee
your satisfaction." You can even amaze
your clients — and your colleagues —
more by adding: "And if you're not satis-
fied, we will give you your money back."
The theory, of course, is that you are
removing any doubt in the customer's
mind by telling them that you KNOW your
service will be valuable to them. And
you're backing it up with an offer they
can't refuse.

Now if you think that this is a large-firm
phenomenon, think again. I know a sole
practitioner in Dayton, Ohio, who provides
exactly the same guarantee. He says his
business has gone up by more than 30 per-
cent in just a few months of making his
public aware of his satisfaction-guaranteed
offer. 

5. CREATE MORE VALUE
"Adding value" is a management term

that's been popular in the business world
for some time, and lawyers are finally
catching on too. Creating more value in
the minds of clients differentiates your
service from others in your profession. If
another lawyer provides X, you provide X
+ Y. 

Bill Gates says (in Business at the Speed
of Thought) that customer service is a pri-
mary value-added function in every busi-
ness. Customer service is exactly that:
serving the customer. If that means hand-
delivering a package of documents, do it. If
that means adding financial planning as a
service to your estate planning or family
law practice, do it. If that means offering a
training seminar to keep your business
clients out of trouble when dealing with

their staff, do it! You may even have to raise your rates if there is a
substantial increase in the added service provided, but since legal
work is not that price sensitive, that shouldn't be a problem.

CONCLUSION 
All potential and current buyers of your service go through a

mental exercise routine that basically ends up with the question:
"Am I getting enough value for the time and money I'm investing
in this attorney, or should I look elsewhere?" Exceed their expecta-
tions, provide the value, and they will stick with you!

SAN FERNANDO VALLEY BAR ASSOCIATION



The Practice of Law and Life

Law schools, working as an associate in a firm, and the gen-
eral every day education that we receive when we practice law,
help us become better attorneys.  But what do we do to enhance
our personal lives and the relationships that we have?   How do
we become better fathers and mothers, friends and siblings?

Take a breath; this is a true story.  This is not the usual mes-
sage written by a bar president.  Frankly, what I am about to
share with you is so unusual that it may well have changed my
life forever.  Perhaps it will have an impact on yours.

I was recently requested by another lawyer to undertake a
case that was set for trial.  I was asked to represent the plaintiff.
I arranged to meet her on a Friday, have her deposition taken
the following Wednesday, and continue preparing the case.  I
knew within moments of my first meeting with Minne Kendrick
that she was going to be a wonderful witness.  She was intelli-
gent, polite, well spoken, and had a smile and warmth that
would charm anyone having the pleasure of meeting her.  She
was also extremely nervous about the lawsuit and the upcom-
ing deposition. She was 68-years old, a retired LAUSD teacher,
and involved in her community by participating in numerous
organizations.  In our first meeting I shared with her a little
about myself and she did the same with me.  When I share with
a client, I don’t talk of prior cases, education, experience, etc.;
they want to know about me.  I could see with Minne that she
didn’t want my resume.  I showed her pictures of my family and
she shared pictures of hers.  We spoke of our pets and our hob-
bies.  Once Minne felt more comfortable, we talked about the
case, the elements, the facts, how the accident had impacted her
life, and her expectations both of the case and beyond.

Our meeting lasted several hours and when complete, I
offered her my hand.  She had a firm warm handshake, much
like her smile.  I offered her the opportunity to call me at any-
time and confirmed our meeting for Wednesday.  I called
defense counsel and introduced myself, advising him that I
would be undertaking Ms. Kendrick’s representation.  We talked
about the case, the fact that the adjuster would attend the dep-
osition in order to evaluate the case, and perhaps even begin a
discussion about settlement, and, caught up as we have over the
years had several cases together.  I spoke with Minne several
times before the Wednesday deposition and knowing that it was
her habit to arrive early for meetings, I arrived even earlier so
that she was not alone and waiting on me at defense counsel’s
office.   I felt it would be a good day and a good deposition; after
all, she was a wonderful person and would make an excellent
impression, and, I had the opportunity to catch up on "old
times" with a group of attorneys that I had not seen in several
years but always enjoyed seeing and speaking with.

When a deposition is taken of my client, I sit close to them,
trying to give them some comfort knowing that I am so close.
Minne became comfortable with the deposition process almost
immediately and we were moving through the various subjects
and she was impressing defense counsel and the adjuster with
her memory, her description of events and the impact this inci-
dent had on her, but most of all, her humanity.  They liked her.
She was on a roll; she was the kind of witness that despite my
admonition not to volunteer, she felt compelled to "tell the
whole story" of her life.  It was one of those depositions where
everyone was enjoying themselves as Minne explained things in
a way that would on occasion make everyone smile, laugh, and
feel sadness.  She was telling us a story that brought to life the
impact the accident had on her.

I like to have my witnesses take a break every hour.  It helps
them focus, catch their breath, and in the case of Minne, she
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wanted to get a little snack at each break.  That was fine, we
were going to spend the day and Minne, now that she was feel-
ing comfortable with the deposition process (almost too com-
fortable), was not going to be rushed.  She had the patience of
a big league ballplayer – she waited for the pitch knowing that
there were no questions that could hurt her.  While she would
not have said so, I think she enjoyed having the audience.

Although we had several snack breaks, we also took a lunch
break.  Because I enjoyed her company and did not want her
sitting alone, I went to grab some fruit and brought it back to
the conference room where she was already eating the lunch
she brought.  We talked of our families and our goals, her
expertise as an AP English teacher and a school expert in dis-
cipline.   We laughed together at how in some ways our lives
were so similar, and in some we had traveled different roads.
As lawyers we are sometimes accused of talking too much; I
found myself being a good listener as Minne went from one
subject to another.  The last subject we spoke of was how she
loved to travel, particularly by train. 

As we were finishing lunch, she seemed to faint, and because
I was still sitting next to Minne, I caught her before she
slumped to the table.   It was clear from the outset that this was
not a minor event.  I called to defense counsel to call 911.  She
was breathing, she had a pulse, both slight.  I held her in my
arms until the paramedics arrived, talking to her, and while
receiving no response, probably even begging her to stay with
me.  After the paramedics took Minne to the hospital, I called
Minne’s daughter and asked her to go to the hospital and meet
me there.  This was the first time I had ever spoken with her
daughter.  I was a total stranger and her mother spent the last
moments of her life with me.  From then to the end of the day,
the events are and will forever be remembered by me.  I attend-
ed the funeral several days later and have been in touch with
her family.

I am reminded of the country song, "If Tomorrow Never
Comes." Minne’s daughter’s first words to me at the hospital
(where I arrived before she did and had to tell her that her
mother passed away), were that she just wanted to talk with
her mom.  At that moment I realized that if there was a life
plan that the design was for me to be the last person to speak
with Minne, hold her, and be her friend.  I was clearly not pre-
pared to do this as a lawyer and I felt terrible that I had the last
precious moments of this fine lady’s time when it should have
been shared with family, not a stranger that she knew for only
five days.

Why me?  Perhaps because I could share a message with all
of you.  We live each day rushing from client to emergency and
back again, never enough time and always on the run. Quite
frankly, despite that description, I consider myself as having
done pretty well at taking time for some personal time and lots
of family time along the way.  Despite this description, the
message I want to share with you is actually a quote that I cut
out of a magazine article and I have carried in my wallet for
many years (I have actually lost count of the years).  I share it
periodically and I share it again with you as I hope it may,
along with this story, have an impact given its simplicity and
accuracy:

At the end of your life, you will never regret not having
passed one more test, not winning one more verdict or not
closing one more deal.  You will regret time not spent
with a husband, a child, a friend or a parent. (Barbara
Bush at Wellesley’s commencement)

Minne: thank you for the message.
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CHAIRMAN SFVBA WORKER'S COMPENSATION

UCLA LAW SCHOOL, 1971

FORMER TRUSTEE OF SFVBA

20% REFERRAL FEE PAID PER STATE BAR RULES 

SECTION SINCE 1987

  

William J. Kropach
WORKERS’ COMPENSATION

STATE CERTIFIED SPECIALIST

818-609-7005, EXT. 25
http://home.earthlink.net/~wkropach

BY CYNTHIA ELKINS HOGAN

As always, with the coming of the new year, there are changes
affecting the workplace including changes in wage and hour
laws and other personnel related matters.  The following is a
brief overview of the most significant changes affecting
California employers:

MINIMUM WAGE UPDATE

Effective January 1, 2002, the California Minimum Wage will
increase from the current wage of $6.25 to the new minimum
wage of $6.75.   All non-exempt employees must be paid at least
minimum wage.

EXEMPT EMPLOYEE INCREASES

Exempt Salary Increase: With the increase in the minimum
wage, the base monthly salary for exempt employees will also
increase to $2,340.00 per month.

Wage Increase for Computer Professional Exemption:
Currently, computer professionals are exempt from overtime if
paid a wage of $41.00 per hour.  As of January 1, 2002, these
employees must be paid $42.64 per hour to maintain their
exempt status. 

NEW POSTER REQUIREMENTS
The following posters will change effective January 1, 2002:

• Minimum Wage
• Discrimination in Employment (DFEH-162)
• Worker’s Compensation Insurance
• Cal/OSHA "Safety and Health Protection on the Job"

In addition to the new poster, there are new forms and report-
ing requirements from Cal/OSHA.  Employers can obtain some
of these posters from the State of California Industrial Welfare
Commission’s web site: www.dir.ca.gov/iwc.

NEW LAWS FOR 2002

Limitation on English Only rules: It will be unlawful for an
employer to enforce a policy that limits or prohibits the use of
any language in the workplace, unless both of the following two
conditions are met:  1) the language restriction is justified due
to "business necessity"; and 2) the Employer has notified its
employees as to the circumstances and time when the restric-
tion must be observed and the consequences for violating the
restriction.  AB 800, Government Code §12951

"Lactation Accommodation" Now Required by Employers: All
employer must reasonably accommodate any employee for pur-
poses of "lactation" while at work by providing a reasonable
amount of break time to accommodate an employee for lacta-
tion purposes.   If possible, the break can coincide with regularly
scheduled break times; if not, additional break times can be
unpaid.   A room in close proximity to the employee’s work area,
other than toilet facilities, must be provided so that the employ-
ee can express the milk in private.   Violations of this require-
ment will result in a $100 penalty for each occurrence.  An
employer may seek an exemption if the business operations
would be seriously disrupted by the provision of additional break
time to employees desiring to express milk.  AB 1025, Labor
Code §1030 et seq.

Retaliation Against Employees Prohibited for Lawful Off
Duty Conduct: Current law prohibits an employer from discrim-
inating against any employee because the employee has filed a
claim with the Labor Commissioner, has testified before the
Labor Commissioner or the employee exercised their rights as
provided by the Labor Code.  Now, AB 1015 provides the same
protection to applicants for employment who are refused
employment, not selected for training, or discriminated against
in any other manner. AB 1015, Labor Code §98.6

Sick Leave May be Used for Domestic Partner’s Illness:
Labor Code Section 233 provides that employees have the right
to use up to 50% of their annual accrual of sick leave to provide
care for their family members (otherwise known as "kin care").
As of January 1, 2002, this is extended to include "domestic part-
ners" or a child of a "domestic partner".   A "domestic partner" is
defined in the California Family Code that provides a strict test
that must be met before a "domestic partner" relationship will
be acknowledged. AB 25, Family Code §297, Labor Code §233.

Cynthia Elkins Hogan provides counseling for employers and practices
employment litigation in Woodland Hills.  To make comments about this
article, call (818) 598-6771 or send email to chogan@employer-Law.com

(818) 990-3565 Fax: (818) 990-2680

Encino Escrow Company

Margarita F. Billings 16200 Ventura Blvd. #228
Certified Escrow Officer Encino, CA 91436
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8338 Ducor Avenue 
West Hills, CA 91304
(818) 887-6909
garenaa@ix.netcom.com
Civil Litigation

Sarit Ariam Esq.
4615 Winnetka Circle 
Woodland Hills, CA 91364
Tel (818) 253-5305 
Fax (310) 388-3077
sarit@tomi.org
Special Education

William H. Brawner
1534 N. Moorpark Road No. 138
Thousand Oaks, CA 91360
(805) 647-0840
whb@federaladvocate.com
Employment, 
Workers' Compensation

Gail A. Forman
24704 Calle Altamira 
Calabasas, CA 91302-3004
(818) 591-1434
gaforman@aol.com
Civil, Criminal Law

Brett Garner
Michelman & Robinson LLP
15760 Ventura Blvd Suite 500
Encino, CA 91436
Tel (818) 783-5530 
Fax (818) 783-5507
bgarner@mrllp.com
Intellectual Property, Litigation

Jeremy M. Golan
Lewitt Hackman et al.
16633 Ventura Blvd. 11th Floor
Encino, CA 91436
Tel (818) 990-2120 
Fax (818) 981-4764
jgolan@lewitthackman.com
Transactional Law

Brett A. Greenfield
14515 Dickens No. 403
Sherman Oaks, CA 91403
(818) 554-1631
brettesq1@aol.com
Business Law, Civil Litigation

Abbas Hadjian
Law Offices of Abbas Hadjian
15250 Ventura Blvd., Ste 500
Sherman Oaks, CA 91403
Tel (818) 783-3330 
Fax (818) 783-3408
counsel@abbashadjian.com
Family Law

Harry N. Kane
Early, Maslach & Rudnicki
700 S. Flower St., Ste. 2800
Los Angeles, CA 90017-4215
Tel (213) 615-2612 
Fax (213) 615-2698
Civil Litigation

Fran C. Kippen
4915 Palo Drive 
Tarzana, CA 91356
Tel (818) 557-3538 
Fax (818) 841-1755
fran@kippen.com

Gregory Lederman
Law Offices of Gregory J. Lederman
4726 Park Granada No. 215
Calabasas, CA 91302
(818) 223-8857
nesngreg@pacbell.net
Business Law, Estate Planning,
Probate

Lawrence S.L. Lin
5971 Rod Avenue 
Woodland Hills, CA 91367
(818) 884-7942

John S. Nelson
Bollington Stilz et al.
6301 Owensmouth Ave., Ste. 240
Woodland Hills, CA 91367
Tel (818) 715-6594 
Fax (818) 932-6810
johnnelson@i21.com
Insurance Defense

Robert K. Peterson
P.O. Box 7748 
Thousand Oaks, CA 91359
(818) 597-0817

Thomas D. Peterson-More
Law Offices of Peterson-More
130 N. Victory Blvd. No. 103
Burbank, CA 91502
(818) 841-9103

Martin Pines
18190 Andrea Circle North, No. 2
Northridge, CA 91325-1108
(818) 873-5955
valleylaw@aol.com
Civil Litigation, Immigration

Rochelle Popowitz
9426 Aldea Avenue 
Northridge, CA 91325
(818) 772-6903
popowitz@earthlink.net

Josephine E. Powe
801 Malibu Meadows Drive 
Calabasas, CA 91302
Tel (818) 591-6749 
Fax (818) 591-6772
powejo@aol.com

Sanford Raab
5640 Fallbrook Avenue 
Woodland Hills, CA 91367-4244
(818) 348-8307

Mark Rabinovich Esq.
17337 Ventura Blvd., No. 200
Encino, CA 91316
Tel (818) 990-6991 
Fax (818) 990-1844
markushkin@yahoo.com

Evelyn Ann Retamal Ret.
4258 Murietta Avenue 
Sherman Oaks, CA 91423-4225
(818) 981-4375
evieand@aol.com

James A. Reynard
250 Lupe Avenue 
Thousand Oaks, CA 91320
Tel (805) 376-0123 
Fax (805) 376-0123
jareynard@aol.com

Dennis L. Riley
9810 Amestoy Avenue 
Northridge, CA 91325-1920
(818) 885-7990
lawyerriley@yahoo.com

Richard D. Rome
7100 Hayvenhurst Avenue PH C
Van Nuys, CA 91406
Tel (818) 994-8761 
Fax (818) 994-1891
richrome@aol.com

Andrew Said
Los Angeles Free Clinic
8405 Beverly Boulevard 
Los Angeles, CA 90048
Tel (323) 653-8622 208 
Fax (323) 658-6773
asaid@lafreeclinic.org
Bankruptcy, Family Law,
Immigration

Mark A. Schenkman Esq.
12430 Rye Street 
Studio City, CA 91604
Tel (818) 380-1440 
Fax (818) 380-1441
schenkmanlaw@aol.com

Salvatore Sciortino
6740 Agnes Avenue 
North Hollywood, CA 91606
Tel (818) 982-2392 
Fax (818) 982-4497

Scott Seiden
Seiden & Merkle
6400 Canoga Avenue Ste. 271
Woodland Hills, CA 91367
Tel (818) 384-0926 
Fax (818) 673-6999
scottjseiden@earthlink.net

Allan Milton Shapiro
18401 Burbank Blvd., Ste. 202
Tarzana, CA 91356-2824
Tel (818) 342-9946 
Fax (818) 342-9948
allanmshapiro@earthlink.net

Norman D. Shaw
Polk, Scheer & Prober
6400 Canoga Avenue Ste. 350
Woodland Hills, CA 91367
Tel (818) 227-0100 
Fax (818) 227-0101
nshaw@psplaw1.com

Joan Mussoff Singer
6209 Calvin Avenue 
Reseda, CA 91335
Tel (818) 345-5685 
Fax (818) 702-9819

Albert P. Siu
IRN Realty
556 W. Las Tunas Drive Ste. 101
Arcadia, CA 91007
Tel (626) 447-5100 
Fax (626) 447-9521
siu@albertlawyer.com
Real Property

Don L. Slayton
Law Offices of Don L. Slayton
6355 Topanga Canyon Blvd. Ste. 331
Woodland Hills, CA 91367
Tel (818) 992-5674 
Fax (818) 992-5676
donlslayton@msn.com

Christopher L. Smith
Fonda, Hilberman & Fraser, LLP
111 N. Brand Blvd., Ste. 310
Glendale, CA 91202
Tel (818) 543-1380 
Fax (818) 543-1389
csmith@fhflaw.com
Civil Litigation, Medical
Malpractice

Melvin C. Spry
10835 Sierra Highway 
Agua Dulce, CA 91390
Tel (661) 268-8165 
Fax (661) 268-1720
mcspry@sprynet.com

Louis A. Stearns Jr.
Law Offices of Louis A. Stearns
17425 Devonshire Street 
Northridge, CA 91325-1544
Tel (818) 360-0732 
Fax (818) 360-4750
ljr@attglobal.net

Louis A. Stearns Sr.
Law Offices of Louis A. Stearns
17425 Devonshire Street 
Northridge, CA 91325-1544
Tel (818) 360-0732 
Fax (818) 360-4750
lsr@attglobal.net

Amy L. Stein
5203 N. Topanga Canyon Blvd.
Woodland Hills, CA 91364
Tel (818) 992-5582 
Fax (818) 992-5232
alstein@prodigy.net

Craig S. Steinberg
6863 Lasaine Avenue 
Van Nuys, CA 91406
Tel (818) 776-8535 
Fax (818) 609-8318
craig@odlawyer.com

Jonathan Stewart
P.O. Box 2050 
Thousand Oaks, CA 91358
(805) 480-9743

Jo Ann D. Stipkovich
20001 Romar Street 
Chatsworth, CA 91311
Tel (818) 718-8440 
Fax (818) 718-2116
joann@stipkovich.com
General Practice

Amy Summers
Vileisis, Brush & Goldflam
21031 Ventura Blvd., No. 320
Woodland Hills, CA 91364
Tel (818) 598-6730 
Fax (818) 598-6737

Dale E. Van Camp
Law Offices of Dale Van Camp
P.O. Box 17675 
Encino, CA 91416-7675
Tel (818) 783-8421 
Fax (818) 996-1946
daleesq@socal.rr.com
Civil, General Practice

John G. Vileisis
Vileisis, Brush & Goldflam
21031 Ventura Blvd., No. 320
Woodland Hills, CA 91364
Tel (818) 598-6730 
Fax (818) 598-6737

Carlos Von Mecklenburg
Law Offices of Carlos Von Mecklenburg
PO Box 802303 
Santa Clarita, CA 91380
Tel (661) 291-2401
Fax (661) 291-2408
cvmlaw@aol.com

Natasha Wadiaeff
14506 Benefit Street No. 304
Sherman Oaks, CA 91403
(818) 788-6658

E. Gail Willhardt
6208-D Tapia Drive 
Malibu, CA 90265
Tel (310) 457-1973 
Fax (310) 457-1973
gailwillhardt@hotmail.com

Jeffrey L. Willis
P.O. Box 2023 
Thousand Oaks, CA 91358
Tel (805) 379-4870 
Fax (805) 379-3301

Steve Wolfson
Law Office of Steve Wolfson
22010 Nordhoff Street 
Chatsworth, CA 91311
(310) 962-1943
Business Law

Geoffrey W. Wright
Law Offices of Geoffrey W. Wright
608 A North Mariposa Street 
Burbank, CA 91506
Tel (818) 563-2379 
Fax (818) 563-2379

Rafael Zepeda
American Golf Corporation
2951 28th Street 
Santa Monica, CA 90405
Tel (310) 664-4273 
Fax (310) 664-6163
rzepeda@americangolf.com

Darryl Zilberstein
Westoaks Commercial Group
951 S. Westlake Village Blvd., No. 101
Westlake Village, CA 91361
Tel (805) 497-4557 
Fax (805) 496-3589
dzilberstein@cs.com

THE FOLLOWING JOINED THE SFVBA IN DECEMBER:

United States Bankruptcy Court
Public Notice Re: Judicial Practices Survey

A judicial task force is currently studying the impact of varying judicial practices upon practitioners in the Central District of California and
is inviting public comment through a Judicial Practices Survey. Survey respondents are asked to rank several possible uniform judicial practices
based upon their ability to reduce confusion, inconvenience or expense for parties and practitioners.

The Judicial Practices Survey may be completed online through the Court’s web site www.cacb.uscourts.gov. To view and/or complete this form,
click on Publications on the left-hand side of the home page. Click on Judicial Practices Survey. Comments should be submitted no later than
Friday, February 15, 2002.  Completed surveys may also be faxed to the attention of Marty Bracciotti at (213) 894-0416.
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RICHARD GORDON
Expertise in Federal and California Securities Laws

Compliance – Regulatory – Enforcement
SEC – Department of Corporations

• former Branch Chief with the SEC in Washington, D.C.
• former Chief Regulatory Counsel in SEC/Los Angeles Regional Office
• Arbitrator for National Association of Securities Dealers
• 20+ years private practice experience

OF COUNSEL

LEWITT, HACKMAN, SHAPIRO, MARSHALL & HARLAN
A LAW CORPORATION

16633 Ventura Boulevard • 11th Floor • Encino • CA 91436
(818) 990-2120  •  FAX (818) 981-4764

www.lewitthackman.com

Direct Dial:  (818) 907-3271
RGordon@lewitthackman.com

RICHARD GORDON

• former Branch Chief with the SEC in Washington, D.C.
• former Chief Regulatory Counsel in SEC/ Los Angeles Regional Office
• Arbitrator for National Association of Securities Dealers
• 20+ years private practice experience

LEWITT, HACKMAN, SHAPIRO, MARSHALL & HARLAN
A LAW CORPORATION
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WOODLAND HILLS

Unique and professional office setting.  Offices
available or sections of the suite.  Contact
Donna Lloyd (818) 593-6300, ext. 207.
Executive offices with secretarial area, common
reception, conference, library, free client park-
ing. Ventura Blvd. at Winnetka. Contact Mike
Booser (818) 610-8787.
2 Large Warner Center window offices in 4
attorney suite.  Secretarial,conference, free park-
ing. Shared amenities.  Available 11/01. 
Call Stan or Larry (818) 719-9000.

Ventura Blvd. Window office in 4 office lawyers’
suite, includes secretary bay, phone system. 2nd

office with 2nd secretary bay possible. 
(818) 884-9994

VAN NUYS

Possible space for attorney time arrangement.
Two window office(s) in attorney suite, CA
library, conference room, breakroom, reception.
Telephone ans., copy and fax available.  Free
parking.  Art (818) 895-8234.

ATTORNEY TO
ATTORNEY REFERRALS…
EMPLOYMENT LITIGATION
Sexual Harassment Discrimination, Wrongful
Termination, Qui Tam/Whistleblower, Overtime
Violations, etc. 25% Referral Fee paid to 
attorneys per State Bar Rules. Law Offices of Jill
B. Shigut (818) 708-6655.
STATE BAR CERT. WORKERS COMP SPECIALIST
Over 25 years experience-quality practice. 
20% Referral fee paid to attorneys per State 
Bar rules. Jack Goodchild, PLC 
(818) 380-1600.
WORKERS’ COMP & SOCIAL SECURITY
DISABILITY SPECIALIST
Over 20 Years Experience. 20% Referral Fee 
paid to Attorneys per State Bar Rules. 
State Bar Certified. Robert Lee Finestone 
(818) 879-9950 • (805) 496-3477.
WRONGFUL TERMINATION
25% Referral Fee paid to attorneys per State Bar 
Rules on Wrongful Termination, Sexual
Harassment, Discrimination, and Federal False
Claim Cases. 20+ years experience; Heavy Jury
Trial Experience. Danz & Gerber 
(818) 783-7300.
TAX LAW SPECIALIST
Income and Estate Planning, Tax Controversy
Representation at IRS and Tax Court by
Certified Tax Specialist, California State Bar
Board of Legal Specialization. 
Richard A. Block, Esq. (818) 716-1585.
STATE BAR DEFENSE-RISK MANAGEMENT
Legal Malpractice Expert, Preventative Law.
Brd. Cert. Specialist Prof Negligence Legal
ABPLA/ABA. Former State Bar Prosecutor, for-
mer Judge Pro Tem. B.S., M.B.A., J.D.,
C.A.O.C., A.S.C.D.C. 33 years exp., fmr. Chair
SFVBA Ethics; Litigation. Law Offices of Phillip
Feldman (818) 986-9890.
CIVIL/WORKERS COMPENSATION
Workers’ Comp claims with construction, 
product liability, and other third party actions:
Workers’ Compensation Claims and/or UEF
Claims Referral Fee, 20 years Exp. 
Edward J. Howell, ALC. (818) 906-1976.

SPACE AVAILABLE…
CANOGA PARK

Congenial office space. Amenities, 
possible overflow (wills, trust, estate planning). 
Contact Ron at (818) 340-3116.
ENCINO

View office with secretarial area in congenial
attorney suite.  A-rated building, receptionist,
DSL, digital copier, conference room, kitchen,
storage.  Available immediately.  
(818) 905-6088.
SHERMAN OAKS

Ventura/Sepulveda. Single, large window office 
space to sublet, in Estate Planning, Probate &
Trust firm.  Will consider time for space.
Contact Maurine (818) 789-7079.

SUPPORT SERVICES…
NOTARY OF THE VALLEY
Traveling Notary Public. 24 hours-7 Days.
Attorneys’ Office • Clients’ Office • Homes •
Hospitals • Jails. David Kaplan(818) 902-3853
SFVBA Assoc. Mbr. www.notaryofthevalley.com
FREE MONTHLY RETAINER
Valley-based attorney service offers free
court filing with minimum process service. 
SFV Bar Associate member. 22 yrs. In the Valley.
Excellent references. Daily pick-up. Call for 
free copy of Court Filing Requirements. 
(818) 772-4795. www.processnet1.com
PARALEGAL
Part-time/Overflow assignments - Family Law,
Bankruptcy, and Civil Litigation - My office or
yours. Free pick-up and delivery (within 5
miles). Over 17 years exp. (818) 709-5645.
WORD PROCESSING
Full Legal word processing service available 
days, evenings, weekends; 24-hour fax, 
remote dictation, e-mail capabilities; 
20 years legal experience, reasonable rates. 
Call Sheila (818) 788-6693.

JACK TRIMARCO & ASSOCIATES
POLYGRAPH/INVESTIGATIONS, INC.

9454 Wilshire Blvd. #525
Beverly Hills, CA 90212

(310) 247-2637

1361 Avenida De Aprisa
Camarillo, CA 93010

(805) 383-8004

email: jtrimarco@aol.com

Former Inspector General Polygraph Program
Office of Counter Intelligence
U.S. Department of Energy.

Jack Trimarco, President
Former Polygraph Unit Chief

Los Angeles, F.B.I. (1990-1998)

CA. P.I. #20970

Member Society of Former Special Agents
Federal Bureau of Investigation
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Leon Bennett

Alyse Golden Berkley

Howard Bodenheimer

Susan R. Bulfinch

Linda Bulmash

James Curry

Katherine Edwards

Janet Fields

Gerald Gerstenfeld

Lyle Greenberg

Barry Harlan

Marcy Howard

Andrew Hyman

Tamila Jensen

David Karen

Laurel Kaufer

Adrienne Krikorian

Alfred Lakritz

Leonard Levy

Christopher Mahan

Ronald J. Mandell

Kevin McIvers

Christine Masters

Rhonda Rauch Miller

Hamid Naraghi 

Jeffrey Palmer

Charles Parselle

Cynthia Pasternak

Patricia Said

Myer J. Sankary

Andrew L. Shapiro

Joaquin Sosa

Eleanor Southers

Ellen-Jo Friedman Tinero

Steven M. West

Select from our panel of experienced 
and well-trained mediators:

The Los Angeles Superior
Court with the cooperation of

the San Fernando Valley Bar
Assocation has created a

Mediation Panel to help 
attorneys and their clients

find qualified mediators. 

For a referral to an experienced

mediator in all areas of law, call 
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c a l e n d e r  a n d  M C L E  e v e n t  l i s t i n g s

Workers’ Compensation Section
Topic: Case Law Update
Speaker: Mark kahn, Esq., WCAB
Date: February 20
Time: 12:00 Noon
Place: Encino Glen Restaurant, Encino
Cost: $30 members prepaid; $35 at the door

$35 non-members prepaid; $45 at the door
MCLE: 1 Hour

Barristers Section 
Topic: Bankruptcies & Assignments for the Benefit of Creditors 

An Overview and Comparison
Speaker: Alan Nahmias, Esq. & Nigel Hamer
Time: 12:00 Noon
Place: SFVBA Conference Room, Woodland Hills
Cost: $15 members prepaid; $20 at the door

$20 non-members prepaid; $25 at the door
MCLE: 1 Hour

Intellectual Property & 
Internet Law Section
Topic: Trademark Trial and Appeal Board Practice
Speaker: Christopher Larkin, Esq.

Small, Larkin, LLP
Date: February 22
Time: 12:00 Noon
Place: SFVBA Conference Center, Woodland Hills
Cost: Brown Bag Lunch!

$5 members prepaid; $10 at the door  
$10 non-members prepaid; $15 at the door

MCLE: 1 Hour

Family Law Section
Topic: Procedures in Department 2

Presiding Judge Aviva Bobb will be on hand for a 
question and answer session and will offer an update on 
Department 2.

Speakers: Hon. Aviva Bobb
Date: February 25
Time: 5:30 p.m.
Place: Encino Glen Restaurant, Encino
Cost: $35 members prepaid; $40 at the door

$40 non-members prepaid; $45 at the door
MCLE: 1 Hour

Business Law & Real Property Section
Topic: Buying and Selling Assets of Bankruptcy Estates
Speaker: Wesley Avery, Esq.

Sulmeyer, Kupetz, Baumann, & Rothman
Date: February 27
Time: Noon
Place: Bankruptcy Court, Room 302, Woodland Hills
Cost: Brown Bag Lunch!

$5 members prepaid; $10 at the door  
$10 non-members prepaid; $15 at the door

MCLE: 1 Hour

Probate and Estate Planning Section
Topic: Mental Health and the Courts

This seminar will focus on Department 95A 
Conservatorships.

Speaker: Judge Harold Shabo
Date: February 12
Time: 12:00 Noon
Place: Radisson Hotel, Sherman Oaks
Cost: $25 members prepaid; $30 at the door

$30 non-members prepaid; $35 at the door
MCLE: 1 Hour

Litigation Section
Topic: Making The Case for Mold

Injury claims based on the exposure to mold at home 
and in the workplace are rising. Learn what to look for 
in a mold case.

Speaker: Russ Nassof
Date: Wednesday, February 13
Time: 6:00 P.M.
Place: SFVBA Conference Center, Woodland Hills
Cost: $25 members prepaid; $30 at the door

$30 non-members prepaid; $35 at the door
MCLE: 1 Hour

Healthcare Law Section
Topic: Fraud and Abuse in Healthcare Practice

Join us for this inaugural program. The seminar will 
cover the common misconceptions, prosecution and 
penalties regarding healthcare abuse.

Speaker: Councilman Jack Weiss
Date: February 19
Time: 6:00 p.m. Dinner and program
Place: SFVBA Conference Room, Woodland Hills
Cost: $25 members prepaid; $30 at the door

$30 non-members prepaid; $35 at the door
MCLE: 1 Hour

Information & Reservations 818•227•0490

SEND CHECK TO SFVBA
21300 Oxnard St., Suite 250
Woodland Hills, CA 91367

FOR MORE INFORMATION 
CALL (818) 227-0490

Food and beverages served at every MCLE event!

SIGN ME UP!

* Please note that no credit will be given unless notice of 
cancellation is provided 48 hours before scheduled event

SECTION ____________________________________
NAME ______________________________________
STATE BAR # __________________________________
TELEPHONE # ________________________________
CHARGE IT! CC # ________________EXP. DATE ____

SIGNATURE ________________________



(Formerly Getz, Krycler & Jakubovits)

Litigation Support
Expert Witness • Forensic Accountants

Family Law Matters • Business Valuations
Loss of Earnings • Damages

OFFICIAL SPONSORS OF THE 
SAN FERNANDO VALLEY BAR ASSOCIATION

When you need more than just numbers
...you can count on us.

Call Mike Krycler or Ken Walheim
Phone: (818) 995-1040 • Fax: (818) 995-4124

15303 Ventura Boulevard, Suite 1040
Sherman Oaks, CA 91403

21300 Oxnard Street, Suite 250
Woodland Hills, CA 91367
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