
Artist Armando Campero talked passionately about his messages to youth in the mural just unveiled
in the lobby of the Sylmar Juvenile Court - the importance of education in preparing for the versatility
of professions and achievements that are possible for them; sports as one of the means of establishing
fair play, cooperation, physical and mental agility, for the growth of understanding of how character is
built; and Lady Justice holding a sword and scale showing the balance of equality and justice.

Campero spoke at the
unveiling and dedication of
the Sylmar Mural on July 29.
The mural, entitled Justitia, is
the first of four murals to be
presented by the San Fernando
Valley Bar Association to the
Valley’s courthouses in Van
Nuys, Sylmar, San Fernando
and Burbank in commemora-
tion of the SFVBA’s 75th

Anniversary.
"The goal of the Court

Mural Project is to beautify
our local courts and enhance
community respect for the
law," proclaimed SFVBA
President Lyle Greenberg.
"The murals will inspire the
public and our profession for
years to come."

Greenberg presented a commemorative plaque to Juvenile
Court Supervising Judge Michael Nash and Sylmar Judge
Morton Rochman.   "The vibrant art will be something 
beautiful to look at for the thousands of people who visit our
local courthouses daily, many we know who come for less
than pleasant reasons.  We hope that teachers will want to
take their classes on field trips to view the murals, to educate
the students about our justice system." 

Armando Campero was commissioned to design the Sylmar
and San Fernando murals.  Born in Mexico City, he was an
apprentice of world-renowned artist Diego Rivera.  His power-
ful murals are displayed in Chicago, St. Louis, Spain, France,
Mexico and Guatemala.  His works include The Kennedy Saga
in Mexico City and murals at the Compton courthouse, East
Los Angeles Public Library and the University of Southern
California’s School of Medicine. 

The San Fernando mural will be unveiled in September.
The Sylmar mural was funded with a grant from the Valley
Community Legal Foundation, the fundraising arm of the
SFVBA. 
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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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As the summer turns into fall, we are ending another successful year for the San
Fernando Valley Bar Association.  I have truly enjoyed and have been proud to be the
President of the San Fernando Valley Bar Association.  I am happy to say that many of the
goals we set at the beginning of our term have been met with the help of our hard-work-
ing Officers, Trustees, staff and volunteers.  The support that I have received has been
extraordinary, and I count myself very fortunate to have had the confidence and commit-
ment of such fine dedicated people.  I most appreciate the personal and professional rela-
tionships that were developed and strengthened during this past year.  Thank you.

A bar association is successful if it has an energetic and enthusiastic staff, Board of
Trustees, section and committee chairs, and if it is committed to being responsive to its
members and to a tradition of excellence.  At the SFVBA, we are very fortunate to have staff
as well as volunteer leaders who each year re-dedicate themselves to making this bar the
best it can be, standing out in our community and in our profession, and providing bene-
fits and services to our members.

This message is a "thank you" to our members and staff for what you have accomplished
to date, to our Past Presidents for your continued interest, commitment and support, and,
a word of encouragement for those of you who have just begun to participate in our organ-
ization.

While we can certainly count our successes by reviewing our fiscal stability and strength,
our membership numbers, and the like, our greatest strength and asset are the members
who participate in our activities and who seek leadership positions in our organization, as
well as the consistently high level of dedication by our staff to our bar and our programs.
Because of these individuals, we are successful and have continuity in our Bar.  This

Our Strength is Your Involvement 
In our Bar - Thank you

JACK TRIMARCO & ASSOCIATES
POLYGRAPH/INVESTIGATIONS, INC.

9454 Wilshire Blvd. 6th Floor
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

continued on page 14
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Today, intangible property is more important and valuable
then ever.  And business is as challenging as ever. So there are
many reasons why companies that are secure in their own
operations decide to license their intellectual property to oth-
ers. 

For businesses that focus on intangible property, licensing is
a usual part of operations. For others, licensing can be a new
income source, without heavy new capital investment.  It can
be a way to get others to develop a valuable technology.
Through licensing, a company can get others to introduce its
own products into distant markets faster.  Whatever the rea-
sons, licensees must be selected who meet the licensor’s needs,
and agreements are needed to accomplish licensor goals and
encourage full performance by the licensee.

Most business people want agreements to be short and sim-
ple. But a well-planned agreement helps parties understand
their rights and duties, especially when events take unexpect-
ed turns. Parties could be frustrated if a license is silent on key
points, like what happens if sales are higher, or lower, than
expected, whether sublicenses are allowed, limits on cus-
tomers or geographic areas where a licensee may sell, grounds
to end the license, who fixes problems with
goods, and how much a licensee can modify the
licensed property. 

Recently, some intellectual property giants
relearned these lessons.  Comic book publisher
Marvel granted 20th Century Fox a license to
make movies based on X-Men comics.
Afterward, Marvel started publishing a new
comic called "Mutant X" with characters related
to the X-Men, and authorized a broadcaster to
do a TV series using Mutant X characters.  After
releasing the X-Men movie in 2000, Fox claimed
Marvel’s Mutant X licensing invaded its X-Men
rights.

In an injunction motion, a court said Fox’s
view that a Mutant X TV series would hurt the
popularity of an X-Men sequel, was equally plau-
sible with Marvel’s view that the TV show would
benefit Fox by widening the audience for "X-
Men." These issues could have been avoided by
better license negotiation. (20th Century Fox v.
Marvel 277 F.3d 253 (2d Cir. 2002)). 

Taco Bell and some creative artists faced a
similar problem, which better licensing arrange-
ments could have avoided. Shields and Rinks
conceived the "psycho Chihuahua," a feisty dog
with an attitude.  Taco Bell asked about licensing
the Chihuahua for advertising. The parties dis-
cussed ideas, like a TV commercial with a male
dog passing a female dog to get to Taco Bell
food.   Focus groups showed the ad concept
would work. The parties also discussed license
fees but didn’t set a price and no license was
signed. 

When Taco Bell made the Chihuahua its national ad center-
piece, the artists had to sue, claiming an implied contract enti-
tling them to be paid.  Taco Bell defended saying copyright
law preempted the claim. A trial court agreed, but an appeals
court rejected the defense, holding that the plaintiffs might be
entitled to the reasonable value of what they created and leav-
ing it to a costly trial to decide. (Wrench LLC v. Taco Bell 256
F.3d 446 (6th Cir. 2001)). 

Here are some key starting points for most intellectual 
property licenses.

• Identify Licensed Property. Step one is to define the
property involved.  Examples include web content made
available to others (like the Google search engine), the
image of a famous person (Joe Dimaggio selling coffee
makers), a brand name ready to appear on collateral prod-
ucts (like Disney being licensed for toys), a cartoon 
character (Scooby Doo), a patent, a copyrighted writing (a
computer program for managing inventory), a trade secret
(a pizza recipe), or commercial know-how (a manufactur-
ing process).  Step two is defining the "license package."
This includes items and help that licensees may need to
fully use the licensed property, like technical documenta-
tion, history and attributes of a character, training, or
camera-ready art.

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

BY DAVID GURNICK
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• Candidates for Licenses. Unlike sales of consumer prod-
ucts or raw commodities, licensing involves continuing rela-
tionships. Licensors need to carefully choose whom they
will work with as licensees.  One way is to create a profile of
the ideal licensee, listing their experience, reputation, credit
history, and other characteristics that make them just right
to use the licensed property. For example, it is unreasonable
to expect a company that always made low-end consumer
products to suddenly produce top quality goods.  So a trade-
mark previously associated with high-end goods should not
be licensed to such a manufacturer.  Similarly, a company
whose goal is to receive ongoing royalties, should not
license to a company with a history of credit or dishonesty
problems.  

• Territory and Market Sector. To maximize the value of a
license, the owner should decide what market sector or geo-
graphic territory to let the licensee use the property.  If the
territory is too large, the property won’t be fully exploited
and profits and distribution scope will be lost. If too small,
the licensee will be unable to maximize its own distribution.
A related question is whether the licensee’s rights will be
exclusive within the defined market.

• Duration. The right term of a license requires more then
just choosing 5, 10 or 25 years as a round number.  It is
linked to the property’s natural life span, how long is needed
before the property will need to be improved or updated,
and how long the licensee will need to earn a reasonable
return on its investment. 

• Royalties. How much to charge is always a key question. It
can be a one-time lump sum, periodic fixed amounts, or

ARC
HAS
MOVED.
MORE CONFERENCE ROOMS.

MORE BREAKOUT SPACE.

MORE SETTLEMENTS.

New address as of September 1, 2002:

11601 Wilshire Blvd. • Suite 1950
Los Angeles, CA 90025
Same phone and fax:

Tel 310-312-6002 or 1-800-347-4512

Fax 310-473-4074 • www.arc4adr.com

MORE THAN 100 DISTINGUISHED

NEUTRALS AVAILABLE, INCLUDING:
Hon. Herbert L. Ashby
Hon. Manly D. Calof
Hon. Eli Chernow
Hon. Robert D. Fratianne
Hon. Etta O. Gillivan
Hon. Arnold H. Gold
Hon. Robert H. London
Hon. Irwin Nebron
Hon. George P. Schiavelli
Hon. Harvey A. Schneider
Hon. Bruce J. Sottile
Hon. Robert Wallerstein
Richard M. Brown, Esq.
Charles I. Dolginer, Esq.
Eugene C. Moscovitch, Esq.
John O’Meara, Esq.
Gordon Wallack, Esq.

Amy Newman,
President

C O N F L I C T  R E S O L U T I O N
F O R  T H E  21ST C E N T U RY
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ongoing royalties based on a percentage of licensee sales. The
royalty approach is common because it lets the licensee pay
only to the extent the property generates income, while link-
ing licensor income to benefits the licensee derives. To assure
that correct amounts are paid, royalty terms usually include a
right to audit licensee sales records.

• Ownership of New Matter. A license should state who will
own new data or creations that are derived from the licensed
property. 

• License Review. Build into the agreement a process for
license review. This may be a right for the licensor to impose
new usage standards, or an agreed time for the parties to
negotiate adjustments in good faith to make the licensing
arrangement more effective for everyone. 

• Risk Management. A license may require parties to have lia-
bility insurance in case of claims, and assign responsibility for
defense if a nonparty to the agreement claims either the
licensed property or its use infringes their rights.

• Breach and Remedies. A good license tells what happens if a
party breaches, what steps must be taken to cure, and what
remedies will be used if the cure is not accomplished.

• Solving Disputes. Disputes are possible in any relationship
and the traditional way to solve them is litigation. But
increasingly alternative methods are used, like mediation and
arbitration. A license can require that any mediator or arbitra-
tor be someone with experience in the industry or type of
licensed property involved. 

• Negotiating Strategies. A good first negotiating step is to
obtain a confidentiality agreement requiring the potential
licensee not to disclose information learned from the licensor.
This lets the parties negotiate more freely.  Another step is to
research each licensee’s background. Today’s privacy laws
sometimes require prior consent depending what kind of
background check is conducted.  A third step is to exchange
a summary of proposed terms that may be used as an outline
that will evolve into the definitive agreement. 

Intellectual property licensing can provide benefits to
licensees and their customers, and new sources of revenue for
licensors. Careful planning, negotiation and adherence to intel-
lectual property license agreements, can avoid disputes and
help all parties maximize the benefit from their arrangements.

DIRECTOR VCLF OF SFVBA 1980 - 2001

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
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Neither life nor litigation comes with guarantees.  The best we
can do for our clients is counsel them in the odds of winning, the
costs of losing, the risks of waging a war with an uncertain out-
come, and our best advice on how to resolve the legal dispute at
hand to their greatest advantage.  In undertaking that task, con-
sider counseling your clients on the advantages of engaging a pri-
vate mediator, even where the court makes a pro bono mediator
available to you.  This could be the most valuable advice that you
give your client.  Here’s why:

Choosing a private mediator is the first indication that
both sides are willing to consider compromising their posi-
tion for the benefit of settling the case before trial. When the
court appoints a mediator, it’s relatively easy for one side or the
other to appear, sit patiently and dispassionately for three hours,
and then declare that they have no interest or willingness to set-
tle.  On the other hand, when both sides agree to choose a pri-
vate mediation, you’ve already cleared the first hurdle by estab-
lishing that both parties are willing to be there to consider a com-
promise in order to end the risk and the expense of litigation.

The very fact that both parties are willing to participate in
mediation validates the optimistic view that at the very least
both parties agree that the case is sufficiently substantial that it’s
worth investing in attempting to resolve the case without further
litigation.  Essentially, the bargaining "posture" of both sides is
leveled by the time they arrive at a mediation where they’ve
agreed to hire a mediator.   This can save hours or sometimes
months of tactical maneuvering and begin the difficult task of
resolving the dispute.

Paying for a mediator’s time motivates both sides to get to
their best offer sooner. Although the Mediation process can at
times seem agonizingly long, when the parties or their counsel
are paying for a Mediators time, they will invariably be more
forthcoming about their best offer or settlement range earlier in
the session.  The expense factor matters.

Scheduling a private mediation will reflect that the timing
for settlement is right. If both parties agree upon a private
mediation, they are also agreeing that the case is "ripe" for settle-
ment discussions  (however they evaluate that timeline).  That is,
they will have already determined their chances of recovery, their
client’s factual and legal defenses, and realistically evaluated the
damages in the case before arriving at the hearing.

The parties will come to the private mediation with a real-
istic expectation of the costs of going forward with litiga-
tion. When you sit your clients down to recommend hiring a

private mediator, you will undoubtedly also
discuss with them the costs of going forward
with the case, as against the costs of the pri-
vate mediation.  Thus, whoever is financing
the litigation will begin to appreciate the
future costs of trial preparation and trial, in
the event the case doesn’t settle.   They will
then balance the value of the private media-
tion, and if the case is "worth it", proceed
with setting a hearing in an attempt to fix the
costs, instead of continuing to incur them!

Agreeing upon a mediator is the first
step towards compromise.  Sharing the fee
is the second step. When choosing a pri-
vate mediator, the attorneys will have to com-
municate with one another, and search out
someone who has a reputation as intelligent,
sensitive, efficient, skillful, available and
affordable.  Often, this will mean agreeing to
set the hearing before someone that only one
of the parties’ knows, or that one of the par-
ties has been before for previous matters.
This is an obvious show of good faith on the
other party’s part to accept this initial recom-
mendation.  It is the beginning of a compromise
that opens the doors to settlement. Moreover, by
both parties agreeing upon the mediator, they
have taken the first step towards showing
that they are desirous of negotiating the set-
tlement "in good faith".  There are no oppor-
tunities to make accusations to the contrary,
if both parties agree to participate before a
particular mediator.

The parties will need to work as a team in
selecting a mediator who not only has expert-

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

BY JAN FRANKEL SCHAU, ESQ.
Jan Frankel Schau is a former business and employment 
litigator.  She is now devoting full time to the practice of
Private Mediation and Arbitration of Civil Business and
Personal Injury disputes with Valley Mediation Services 
in Encino.  Ms. Schau can be reached at (818) 379-1789 
or JFSMediator@aol.com.
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Where does the fiscal year go?  On October 1, we will begin
our new fiscal year.  In the upcoming columns I will talk about
LRIS results of this past year.

We have taped two of the several cable television shows we
developed to promote the SFVBA/LRIS.  One program is on
restraining orders and the other is a tour of the Chatsworth
Courthouse with Judge Michael Knight.

This past year, we had set a goal to film a second series of
cable television shows.  We have done this.  We had set a goal to
increase our signage in local court facilities and we have done
this.  This coming year, my goal is to develop a plan to increase
service to the community through some program that will assist
those referral callers who need  "brief or unbundled" legal servic-
es.  The LRIS Committee has recommended that time be spent
exploring these and other options as a way to further serve the
community and to provide panel members additional opportuni-
ties for clients.

We are in the middle of the budget process for the Bar
Association and the Referral Service.  This year the process
includes an even more detailed examination and an evaluation of
each line of the budget.  Included in this evaluation is a study of
our Yellow Page advertising.  We want to use our annual $30,000
yellow page budget in the most effective manner.

The LRIS Committee and the SFVBA leadership are scrutinizing
the LRIS budget.  They tell me that they have found a fiscally
responsible budget.  Strong and continuing support for LRIS has
been reflected in responses to each of the two surveys we con-
ducted in recent years. However, we justify that support by being
wise in our planning and in our budgeting.  Recently, another
California bar association-sponsored referral service ceased oper-
ations because of budget problems.  We know we must focus on
developing new opportunities and services if we are going to be
a part of the centennial celebration of the SFVBA.

This year I am serving as the President of Haven Hills, Inc., the
domestic abuse shelter and counseling program.  Many of you
have worked with Haven Hills.  It is also my challenge this year
to help guide this program during difficult times for public chari-
ties.

LRIS and Haven Hills, Inc. are not in crisis by any means.  They
are both established programs providing the quality of services
that the public needs and expects.  However, these are times that
need thoughtful planning, preparation and self-examination.  The
work LRIS and Haven Hills do must continue because quite sim-
ply their services are needed.

We have commissioned murals in our Valley court facilities
showing "The Faces of Justice."  At the referral service each day
we hear their voices asking for help in a world where we have
one lawyer for every 380 people in general and one legal servic-
es attorney for every 4300 persons living in poverty.  Study after
study shows that 80% of the legal needs of the poor are unmet
and it is becoming rapidly the same statistic for the middle class.
The California Judicial Council and the ABA in its Law Day
theme speak of the goal of "access to justice."  LRIS will continue
to implement programs and provide services that play a role in
achieving access to justice and equal justice.

ise in the particular type of case, but also someone who they have
confidence can convene the matter efficiently and timely, and
someone who is affordable within the confines of the case.  In
other words, if your opposing counsel won’t agree to select a par-
ticular mediator due to his/her rate, you already know that he is
not valuing the "amount in controversy" in the same range as you
are.  Agreeing to share a particular fee is the second important
step to showing your good faith intention to attempt to end the
litigation through mediation.

The negotiations don’t have an automatic "breakdown"
after three hours. I have found in my practice that the reluctant
participant in the judicially appointed mediation will often sit
patiently for the three hours, acting as though they are conduct-
ing themselves in good faith—but once the clock strikes four,
they are out the door!  The unfortunate reality of the pro bono
system which the courts have set up for purposes of giving nearly
every case a chance at a mediation hearing, is that lawyers have
come to expect that they have the power to terminate the hear-
ing, and suspend all further negotiation after the initial three
hour conference, even where real progress is being made!

If the parties agree to participate in a private mediation, the
negotiations may certainly still break down, but not before all
possibilities of settlement are exhausted. 

The next time you’re ordered to mediate, consider these fac-
tors, and the wisdom of guiding your clients to get the best value
from their buck.   Recommend hiring a private mediator to your
clients, and take the first step towards settling their case.  You
may be surprised by the added value in cost saving and maximiz-
ing your clients’ advantages while minimizing the risk and uncer-
tainty of trial.  Invariably, this will enhance the value of your
cases and your practice by delivering the best service for your
clients.  There are no guarantees in litigation, but good advice is
our most valued commodity.  Give it wisely.
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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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The hardest things to evaluate accurately are racehorses and
lawsuits.  Both have huge industries built up around them.
But lawsuits are harder.  The difficulty in pricing a racehorse
lies in the innumerable variables associated with these magnif-
icent and delicate animals.  Someone buys a colt for $50,000
and, against all odds, he wins the Oaks.  Totally unpredictable,
and rare. Suddenly his worth is $5 million.  Someone pays
$500,000 to have her mare impregnated by a Triple Crown
winner – the pregnancy is guaranteed – but the offspring is a
dud, sells for $25,000, or breaks a leg and has to be retired.
What an enterprise.

Civil lawsuits are not necessarily harder in practice, but the
theory of pricing lawsuits is far more complicated. It is more
complicated because lawsuits are subject to two of the three
great systems of exchange extant in the western world. The
first and oldest system is theft. The most complicated defini-
tion of theft ever drafted is found in the Larceny Act 1916
(U.K.), which reads: "A person steals who, without the con-
sent of the owner, fraudulently, and without a claim of right

made in good faith, takes and carries away, anything capable
of being stolen, with intent, at the time of such taking, perma-
nently to deprive the owner thereof."  Proving each of those
elements – ten, by my count - was quite a chore.  Theft as a
method of acquiring things of value has been around a long
time; indeed all the great empires were acquired that way.  But
fortunately for us, this is not the way lawsuits are valued.

Disregarding theft, in the legal profession we have to deal
with two methods of pricing lawsuits. They are, respectively,
the market price and the just price. These methods do not
complement each other; they are in competition. The market
price is what a willing buyer will pay a willing seller. The will-
ing buyer and seller are like the reasonable man: they only
exist as concepts or ideals. Maybe the buyer is desperate, the
seller predatory, or vice versa; the market doesn’t care a fig
about the "just price," even though the great Scottish 18th
century writer, Adam Smith, believed that an "invisible hand"
was at work to ensure that everything came out all right in the
end. Nowadays we don’t believe in invisible hands, only
countless hands creating the complex system we call capital-
ism. In the law, we deal with market prices every day. Every
time a case settles out of court, it settles for the price a willing
buyer was prepared to pay a willing seller. The concept of
market price is the foundation of capitalism, and capitalism
finds its way into the legal system at every turn. 

In economic theory, one talks of the exchange of
"goods." Anything that can be exchanged is a
"good" (noun), even if it is not what we would
ordinarily describe by the adjective "good." For
example, pollution can be an exchangeable com-
modity, a "good." In nearly all lawsuits, one half
of the transaction has already taken place,
allegedly; that is to say, the defendant has
received a "good" from the plaintiff. But the
plaintiff, allegedly, has not been paid. Here we
can speak of a willing buyer and a willing seller
only in the most attenuated sense. Usually, the
plaintiff claims the defendant has taken some-
thing of value from her, but the language used is
different.

The language of the law is not the same as the
language of economics. Instead of claiming the
defendant has received something of value, the
plaintiff alleges that she, the plaintiff, has been
"wronged." The language of fault is imposed on
the concept of exchange. The plaintiff lost some-
thing of value, e.g. her health, her business, the
roof of her house, for which the other party to
the event or transaction failed to pay the price,
in spite of requests. The defendant must be
made to pay the price. But what is the price,
when and if there was an exchange, yet no will-
ing buyer, no willing seller? 

The legal system is the great bastion (outside
of Cuba), of the other competing theory of value
– the just price – and unlike Cuba (where capi-
talism is just waiting for Castro to "exit Stage
Left") the legal system will always have to deal
with "the just price," because justice is what the

BY CHARLES B. PARSELLE 
A graduate of Oxford's Honor School of
Jurisprudence, Charles Parselle was called to the
English bar in 1966 by the Honorable Society of the
Middle Temple, and has practiced law in California
since 1983. An experienced litigator, his practice is
now devoted to mediation and arbitration.
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legal system is all about. When a case goes to trial, there is no talk
of market price. The willing buyer and willing seller fade away. In
their place, the demanding "seller" (the plaintiff) and the uncon-
ceding "buyer" (the defendant) step forward.  These parties must
present, explain, justify, cajole, plead and persuade a jury of
twelve skeptical third parties why each side’s version of "the
price" of the case is the "just price."

The theory of the just price has antecedents, both ancient and
modern, and they make strange bedfellows. Religious and secular
authorities in the Middle Ages were intensely interested in estab-
lishing criteria for the prices of things. The feudal system depend-
ed on it. They did not believe that matters would take care of
themselves. The medieval scholastics, though deeply religious and
living a life of Faith, did not believe in an "invisible hand." How
ironic that the thoroughly metaphysical concept of an invisible
hand should be left to an 18th century rationalist, Adam Smith.
The true metaphysicians of Christendom did not believe that
prices should be left to whatever the market would bear; they
believed, in short, in a price that was "just." And so did Karl
Marx!  The great enemy of capitalism devoted much thought to
the same enterprise that occupied the intellects of his great ene-
mies, the Churchmen. Marx was equally against capitalism and
religion, but both Marx and Catholicism struggled mightily to
develop theories of pricing that would be "just" in the circum-
stances. And both failed. How strange that we in legal practice,
while eschewing grand theories, also struggle mightily on a case-
by-case basis to arrive at the value for a case that satisfies the
demands of justice.

Whereas in trial, the concept of the just price takes over and
dominates the proceeding, in mediation the concept of the willing
buyer and willing seller once again makes its appearance. In medi-
ation, one can watch the conflict and tension between the just
price and the market price as it plays out in the negotiating
process. Mediation is the only forum in which this occurs. In the
business world, the market rules – anything and everything is
exchanged for "what the market will bear." No matter if the seller
has to dump her products at a loss, no matter if the buyer is
forced to pay a huge premium due to shortages, everything
depends on supply and demand. In the courtroom, the market is
banished and everything depends on the judge or jury’s view of
the just value to be placed on the transaction in dispute. But
mediation always occurs with trial as a potential option – there-
fore in mediation, the parties must perform the considerable intel-
lectual feat of negotiating using both the concept of willing
buyer/willing seller and the concept of the just price at the same
time. That is why it is so fascinating. One watches day by day as
parties work with these twin ideas – what will the market bear,
what is the just price?

Usually, plaintiffs initially talk in terms of justice, the just or
correct amount, while defendants calculate what the market (i.e.
the plaintiff) will bear. During the course of the mediation, plain-
tiffs find themselves moving towards a "market price" – find
themselves obliged to calculate the relative value of the offer now
"on the table," compared with how much they would have to win
at trial to "net" the same amount. Both sides have to calculate the
costs involved in taking the case to trial, (though sometimes carri-
ers insulate their adjusters by deliberating removing litigation
costs from the calculus as a matter of policy). Yet defendants also
use the calculus of the just price, because they have to – they have
to because that is how the jury will evaluate the claim if it doesn’t
settle. Therefore, one sees both sides using a complex mixture of
rationales to move from one position to another. 

However the parties choose to negotiate, they are always work-
ing with these twin ideas – what is fair and just in the circum-
stances, versus what the other side will accept given the stresses
and strains of litigation. It is complicated, but in the final analysis,
racehorses are riskier!

Installation 
Gala

Installation of President
Stephen T. Holzer

Presentation of President’s
Award to 
Michele C. Morley
by Outgoing President
Lyle F. Greenberg

Comedy Provided by
Channel 7 Sportscaster

Bill Weir

Saturday, September 28, 2002

6:00 p.m. Cocktail Reception 
7:00 p.m. Dinner

Warner Center Marriott Hotel
Woodland Hills

$80 Individual Tickets 
$800 Table of Ten

Call Linda Temkin at (818) 227-0490 ext 105
for reservations.
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"strength from within" assures us of our future, the continuity
in our programs, and the consistency in delivery of our mission
statement to our members and the public at large.  Our success
is not the work of any one person, but rather, the combined
efforts of our trustees, officers, staff, and many volunteers who
have generously devoted their time and effort to our organization
and community.

Our Executive Director Liz Post and our LRIS Director
Michele Morley are operating a bar office that is friendly, effi-
cient, and which strives to be on the cutting edge of technolo-
gy and efficiency. Linda Temkin, our Events Coordinator, LRIS
Counselors Valeria Ledezma and Gayle Linde, and Rosie Soto,
are all to be commended for their dedicated efforts to our bar,
its programs and members.  They are simply the best bar staff
and the successes of our organization, as well as our attentive-

ness to our members, can be traced to their devotion.  Thank
you.

Throughout the year, we have focused on building upon our
past successes and the programs and activities that our bar has
done so well, as well as enhancing communication and interac-
tion among all of our members, leadership development (we
held two Volunteer Leadership Conferences, with these pro-
grams to continue into the future), and promoting the SFVBA
and its members to get more involved in county, state and
national bar activities. 

Our Officers, including Steve Holzer, James Felton, Marcia
Kraft, and Christine Lyden, have been spectacular to work with
this year and I commend each of them for their hard work and
dedication.

Following our 75th Anniversary celebration, we have had an
extraordinary year of accomplishments.  Our Membership and
Marketing Committee (Chairperson, Trustee Alice Salvo) have
done an excellent job, spending the entire year working on
developing our future state-of-the-art website.  The work of our
Conference of Delegates (Co-Chairs, Trustee Tamila Jensen and
Past President Bernard Grossman) has again been recognized
for their excellence as they prepare for the State Bar meeting in
October.  In the midst of a downturn in our national economy
and decreased membership in other organizations, our bar has
seen an increase in membership (now exceeding 2,100) as well
as an increase in participation in our programs and section
meetings. Our Bench-Bar Committee, Co-Chaired by Trustees
Michael Convey and Judith Simon, have done an excellent job
in addressing bench and bar concerns in the context of bi-
monthly meetings with the judicial officers of our courts in San
Fernando, Van Nuys, Burbank, Glendale, and now expanding to
Pasadena.  New sections and committees were highly success-
ful, including Government Affairs (Chair and President-Elect
Steve Holzer), Health Care (Chair Alan Sedley), Intellectual
Property and Internet Law Section (Co-Chairs Holli Fillbach
Simcoe and Deborah Sweeney), and Small Firm and Sole
Practitioner Section (Co-Chairs, Trustee Cynthia Elkins Hogan
and Lilianne Chaumont).  Thank you.

Our Programs Committee (Co-Chairs Susanne Bendavid-
Arbiv and Patricia McCabe) are to be congratulated and
thanked for their very special efforts throughout the year to
make our Annual Judges Night, Stanley M. Lintz Award &
Community Recognition Dinner, and upcoming Installation
very special and meaningful.  Again, congratulations to Barry T.
Harlan, our 2002 Lintz honoree, Assemblyman Robert
Hertzberg, our Jerold Krieger Public Service awardee, and
Cynthia Berman, our Volunteer of the Year.

Our Past Presidents have remained active and have been
available to give guidance and I am very thankful for their assis-
tance, particularly Lee Alpert, Gary Barr, Mark Blackman, David
Gurnick, David Hagen, Barbara Jean Penny, Robert Weissman,
and most of all, my predecessor, Christine Lyden.  Her guid-
ance, perspective and wit provided me great assistance through-
out the year.  Out of the fortuity that brought us together on the
Board and placed us side by side, following each other as
President, I have made a lifelong friend and confidante.

We have worked to complete projects started as part of our
75th Anniversary program, including our history project and
court murals project (Co-Chairs, Treasurer Marcia Kraft, and
Judge Alice Hill).  The mural at the Sylmar Courthouse has
been installed and unveiled, and we anticipate doing the same

Wanted: Television Show Ideas and Panelists

Legal Forum, the cable television show sponsored 
by the SFVBA, is once again filming. The show is
designed to educate the public on various legal issues,
promote the Lawyer Referral and Information Service,
and to entertain viewers. Some members may remember
that several shows were produced a number of years ago.
If you are interested in viewing tapes of these shows, 
they can be obtained from the Bar Office. If you have
any ideas for topics or panelists for current shows, con-
tact the show’s host, David Hagen, at (818) 992-1940 .  

Look for Legal Forum on the public access channel of the
Adelphia and Time Warner Cable Systems this fall.

President’s Message continued from page 3

WIN-WIN MEDIATIONS
• HIGHLY RECOMMENDED BY PLAINTIFF 

AND DEFENSE BARS
• OVER 30 YEARS EXPERIENCE
• $125/HR. PER SIDE, NO SET-UP FEES
• BUSINESS, CONSTRUCTION, DIVORCE,   

EMPLOYMENT, IP, INSURANCE, PI, 
PROBATE, PRODUCTS, REAL ESTATE

• NUMEROUS REFERENCES AT
WINWINMEDIATIONS.COM

Charles B. Parselle, Esq.
Mediation and Arbitration Services

(818) 981-2132

Oxford University Law 1963

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

Encino Escrow Company

Margarita F. Billings 16200 Ventura Blvd. #228
Certified Escrow Officer Encino, CA 91436

continued on page 18

September Barnotes  8/19/02  11:12 AM  Page 14



Whenever a transaction results in the issuance
of securities (an "Issuer Transaction"), the
attorney representing the Issuer must review

both Federal and applicable state securities laws to determine
whether the Issuer Transaction is exempt from the registration
requirements of Section 5 of the Securities Act of 1933 (the
"Securities Act") and qualification under state law.

There are a number of Issuer exemptions set forth in the
Securities Act and state securities laws.  Some of these exemp-
tions are based on the type of security that is being issued,
while others are based on the nature of the Issuer Transaction.
This article will be limited to a discussion of those Federal and
California securities exemptions most commonly used by
securities attorneys in Issuer Transactions. While this article
only discusses the most common California securities exemp-
tion, readers are cautioned that in an interstate Issuer
Transaction, the securities laws of each state where prospective
purchasers reside must be reviewed to determine whether the
Issuer Transaction is exempt under applicable state law.  

Federal Law
The Section 4(2) Exemption

Section 4(2) of the Securities Act exempts
from registration "transactions by an issuer not
involving any public offering."  A party claiming
this exemption has the burden of proof to estab-
lish its availability.

Unfortunately, the availability of the Section
4(2) exemption depends primarily upon judicial
and administrative interpretations of this statu-
tory provision.  The benchmark Supreme Court
decision in SEC v. Ralston Purina Co., 346 U.S.
119 (1953), established the basic principle that
the private offering exemption is available only
for offerings made exclusively to persons able to
protect themselves. The ability to protect oneself
depends on (1) access to the same kind of infor-
mation as that which would be included in a
registration statement and (2) the sophistication
of the offerees.

Lawyers should be specifically aware that the
Section 4(2) exemption is a "private offering"
exemption and not a "private sales" exemption.
Accordingly, the exemption will be lost if any
offeree fails to meet the preceding criteria.  This
will result even if (1) the offeree does not ulti-
mately purchase the securities and (2) all pur-
chasers meet the standards described above.
Regulation D

In view of the subjective legal standards an
attorney must consider in evaluating the avail-
ability of the Section 4(2) exemption, and the
vagaries of ultimately being dependent on judi-

cial and/or administrative interpretations of this exemption,
securities attorneys have clamored for the adoption by the
SEC of specific "safe harbor" rules that objectively can be
relied upon in determining whether an Issuer Transaction is
exempt from registration under Section 5 of the Securities Act.
This has resulted in the SEC’s adoption of Rules 501 through
508 under the Securities Act.  These regulations are collective-
ly referred to as "Regulation D".  

Rules 501 and 502 of Regulation D set forth material defini-
tions and common elements shared by more than one of the
specific exemptions.  Rule 503 provides for the filing of a
notice on Form D with the SEC no later than 15 days after the
first sale of securities in reliance on the Regulation D exemp-
tion.  Rule 507 contains a disqualifying provision for an Issuer
if the Issuer or any of its predecessors or affiliates has been
subject to any order, judgment, or decree of any court tem-
porarily, preliminarily or permanently enjoining such person
for failure to comply with Rule 503.  Finally, Rule 508 keeps
Issuers from losing the Regulation D exemption where there
are insignificant deviations from a term, condition or require-
ment of Regulation D.  
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Richard Gordon is Of Counsel to Lewitt, Hackman, Shapiro, Marshall & Harlan. He has practiced securities and business transactional
law in Los Angeles for more than twenty years and has served as the Chief Regulatory Counsel for the Los Angeles Regional Office of
the Securities and Exchange Commission and as a Branch Chief in its Washington, D.C. headquarters. To make comments about the
article, call (818) 990-2120 or e-mail RGordon@lewitthackman.com.

BY RICHARD GORDON

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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The substantive exemptions set forth in Regulation D are
contained in Rules 504 through 506.  These rules are briefly
summarized below.  
Rule 504

The Rule 504 exemption is available for all Issuer
Transactions, other than offerings by companies subject to
SEC reporting requirements, investment companies and
"blank check" companies (i.e. development stage companies
that either have no specific business plans or purposes or have
indicated that their business plans are to engage in mergers or
acquisitions with unidentified companies).  A Rule 504 offer-

ing cannot exceed $1 million during any 12-month period.
While Rule 504 does not impose any specific disclosure stan-
dards as a condition of the exemption (note that all securities
transactions are subject to the general anti-fraud disclosure
requirements of Federal securities laws), and does not man-
date any limitation on the number of investors, the rule does
generally require compliance with the terms and conditions of
Rules 501 and 502.  These include:  

1.Normal SEC "integration" standards will be applied in
determining whether purported separate offers and sales
of securities should be integrated for purposes of evaluat-
ing whether the Rule 504 exemption is available.  In this

regard, offers and sales of securities that
are made more than six months before
the start of the Rule 504 offering or are
made more than six months after com-
pletion of the offering will not be consid-
ered part of the offering, so long as dur-
ing those six months there are no offers
or sales of securities by or for the Issuer
that are of the same or similar class as
those offered or sold in the Rule 504
offering.  These integration standards
apply to all other Regulation D offerings.
2. With limited exceptions beyond the
scope of this article, neither the Issuer
nor any person acting on its behalf may
offer or sell the securities by any form of
general solicitation or advertising.  The
prohibition on general solicitations or
advertising applies to all other
Regulation D offerings.
3. With limited exceptions, securities
acquired in a Rule 504 offering will have
the status of "restricted securities"
acquired in a transaction under Section
4(2) of the Securities Act and cannot be
resold without registration under the
Securities Act or an exemption there-
from.  The same restricted securities sta-
tus also applies to any securities issued
pursuant to Rules 505 or 506.    
Rule 505

Rule 505 is available for Issuer
Transactions of not more than
$5,000,000 in any 12 month period.
The exemption cannot be used by invest-
ment companies or an Issuer disqualified
because of certain prior conduct of per-
sons affiliated with the Issuer or a party
receiving remuneration in connection
with the offering.  The specific disqualifi-
cations are detailed in Rule 262 under
the Securities Act.

A Rule 505 offering can be made to an
unlimited number of offerees, provided
there is no general solicitation or adver-
tising. The offering can involve an
unlimited number of "accredited
investors" as well as a maximum of 35
non-accredited investors.  The term
accredited investor is defined in Rule
501(a) of Regulation D.  As to natural
persons, an accredited investor is any
person whose individual net worth, or
joint net worth with that person’s
spouse, at the time of the purchase
exceeds $1,000,000; or any person who

SAN FERNANDO VALLEY BAR ASSOCIATION
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had an individual income in excess of $200,000 in each of the
two most recent years, or joint income with the person’s
spouse in excess of $300,000 in each of those years, and has a
reasonable expectation of reaching the same income level in
the current year.

Non-accredited investors do not have to meet any sophisti-
cation or suitability requirements.  However, if the offering is
sold to any non-accredited investors, the Issuer must furnish
written disclosure information that is specified in Rule
502(b)(2) at a reasonable time prior to sale.  The specific
mandated disclosures differ depending on the dollar amount
of the offering and the nature of the Issuer.  If the offering is
sold only to accredited investors, no specific disclosure is
mandated.  
Rule 506

The Rule 506 exemption is identical to
Rule 505 except the offering can be unlim-
ited in dollar amount; there are no Issuer
disqualification standards; and each pur-
chaser who is not an accredited investor,
either alone or with his purchaser repre-
sentative(s), must have such knowledge
and experience in financial and business
matters that he is capable of evaluating the
merits and risks of the prospective invest-
ment, or the Issuer must reasonably
believe immediately prior to making any
sale that such purchaser comes within the
description.

California Law
Section 25102(f)

Section 25102(f) is the most commonly
relied upon exemption under the
California Corporate Securities Law of
1968 (the "California Act").  This section
exempts from the Issuer qualification
requirements of Section 25110 of the
California Act any offer or sale of any
security in a transaction that meets the
following criteria:  

1.Sales of the security cannot be made
to more than 35 persons, including
persons outside of California.  Rule
260.102.13 excludes from this count
certain enumerated investors includ-
ing "any person who comes within
one of the categories of an accredited
investor in Rule 501(a) of Regulation
D".

2.All purchasers must have either a
preexisting personal or business rela-
tionship with the offeror or any of its
affiliates, or by reason of their busi-
ness or financial experience or the
business or financial experience of
their professional advisors, they can
be reasonably assumed to have the
capacity to protect their own interests
in connection with the transaction.
If any one purchaser fails to qualify,
the exemption is unavailable.

3.Each purchaser must represent that
he is purchasing the security for his
own account and not with a view for
the sale or distribution of the securi-
ty.

4.The offer and sale of the security cannot be accomplished
by the publication of any advertising or other general
solicitation.  

In addition, under Rule 260.102.14, the Issuer who relies on
Section 25102(f) is required to file, no later than 15 calendar
days after the first sale in California, a notice with the
California Department of Corporations either by filing a sepa-
rate copy of the Form D notice filed with the SEC or by utiliz-
ing the form specified in the rule.  The fee required by Section
25608(c) of the California Act must accompany the filing.

The exemptions described in this article are technical and detailed, and
necessitate careful analysis and understanding of Federal and state securities
laws to assure compliance with their requirements.  This legal responsibility
should not be undertaken by attorneys generally unfamiliar with these
requirements.
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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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Environmental Transactions &
Litigation Since 1982

STEPHEN T. HOLZER
(Pres. Elect of SFVBA)

Parker, Milliken, Clark, O’Hara & Samuelian,
a prof. corp.

Phone: (213) 683-6671
E-mail: sholzer@pmcos.com

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”

in San Fernando in the near future.  Van Nuys and Burbank will
follow.  These are our gift to our courts and our community;
they will commemorate our 75th anniversary as well as cele-
brate our key role in the San Fernando Valley.  During this year
we also had the honor of being invited to participate in the ded-
ication of the new Chatsworth Courthouse.

I am becoming an Immediate Past-President. I have thor-
oughly enjoyed the privilege of serving as your leader this past
year.  It has been gratifying to see the organization grow and see
the pride that our members have in being associated with a suc-
cessful organization.  I look forward to being your Immediate
Past-President and participating and contributing to the organ-
ization on that level.  I want to thank each and every one of you
for your support and your individual contributions.  I have had
a rewarding term as President and realize that we would not
have accomplished as much as we have without the help of our
volunteers.

Over the past year we undertook to address numerous issues
and projects  - we have a long list of successes as well as a long
list of things to be done.  While disappointed that we could not
complete every project that we started, I have great satisfaction
in knowing that we were faced with challenges and handled
them well and with integrity, that our organization is stronger
by any definition today and we have a great deal of promise for
our future.    As we march forward into the 2002-2003 term and
beyond, we will proudly announce new programs, additional
benefits, and opportunities for our membership’s participation.
While I was President, we completed tasks and projects started

by our predecessors, and certainly our future leaders will fulfill
projects that the Board of Trustees of 2001-2002 began.  I was
very fortunate to have had a Board of Trustees that worked so
well together, a cohesive group focused on the betterment of
our community, our organization, and upholding our mission
statement.      

We have arrived at this point because we had the benefit of
being lifted on the shoulders of those who preceded us.  One of
the greatest compliments that was shared with me this year was
from a group of Past Presidents who were complimentary,
impressed and appreciative of our efforts on behalf of this
organization.  They expressed gratitude for our efforts to main-
tain the integrity and excellence of this bar association, and felt
that we had fulfilled our commitment as trustees of this special
organization.  If we are measured by what we have accom-
plished as well as the attitude and conviction by which we
approached our tasks and challenges, we have done well and I
am proud to be a member of this organization.  Thank you.

Finally, I want to thank my wife Monique, my children
Rebecca, Stephen and Lauren, and my law partner Alan Sedley,
for their support and commitment to me, which in turn allowed
me to work on behalf of our bar and the challenges that we
faced this year.  

I wish our 2002-2003 President, Steve Holzer, much luck,
and I will support his efforts as President as others supported
mine.  Once again, thank you for allowing me to serve as
President and for all of your efforts on behalf of our Bar and
community.

President’s Message continued from page 14
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Jonathan D. Arnold
Boeing-Spectrolab, Inc.
12500 Gladstone Avenue 
Sylmar, CA 91342
(818) 838-2629 
Fax (818) 361-5102
jon.arnold@boeing.com
Government, Intellectual
Property

Russell L. Baker
20234 Cantara Street No. 103
Winneka, CA 91306
(818) 723-3579 
Civil Litigation

Matthew L. Boardman
Law Offices of Kristi Weiler Dean
20564 Ventura Blvd. Suite 214
Woodland Hills, CA 91364
(818) 346-6138
Insurance Defense

Carmela B. Camp
Templeton & Associates
8619 Reseda Blvd. Suite 106
Northridge, CA 91324-4062
(818) 709-6400 
Fax (818) 709-6500
cbclegal@socal.rr.com
Probate

Arthur G. Crabtree
Law Offices of Arthur G. Crabtree
22916 Lyons Avenue Suite 2
Santa Clarita, CA 91321
(661) 254-9080 
Fax (661) 254-9079
arthurc@caldivorcelaw.com
Family Law, Real Property

Anahid Dolbashian
6312 Yarmouth Avenue 
Encino, CA 91316
(818) 705-4298
dolbashian@yahoo.com
Law Student

Christy L. Donorovich
25540 Wilde Avenue 
Stevenson Ranch, CA 91381
(818) 398-8599
cdonorovichlapd@hotmail.com
Law Student

Aaron B. Fluss
Mosten Mediation Centers
15250 Ventura Blvd. Ste. 1010
Sherman Oaks, CA 91403
(818) 380-0456 
Fax (818) 380-0214
afluss@mostenmediation.com
Insurance, Mediation, Personal
Injury

Frances Franco-Valdez, CPA
Hemming Morse, Inc.
2815 Townsgate Road Suite 110
Westlake Village, CA 91361
(805) 381-0500 
Fax (805) 381-0501
valdezf@hemming.com

Peter Hong
Hong & Yang
3600 Wilshire Blvd. Suite 1212
Los Angeles, CA 90010
(213) 252-1661 
Fax (213) 252-1662
peeeeete@aol.com
General Practice

Laura L. Horton
Law Offices of Laura L. Horton
4165 E. Thousand Oaks Blvd. Ste. 201
Westlake Village, CA 91362
(805) 277-0186 
Fax (805) 446-4135
llhorton@ix.netcom.com
Civil Litigation

Birgit B. Jarsen
5807 Lake Lindero Drive 
Agoura Hills, CA 91301
(818) 874-9299
Law Student

Harry S. Kaloustian
Kaloustian & Associates
5850 Canoga Avenue Suite 400
Woodland Hills, CA 91367
(818) 594-0739 
Fax (818) 594-0852
hkaloustian@hotmail.com
General Practice

Ronald P. Kaplan
5850 Canoga Avenue Suite 400
Woodland Hills, CA 91367
(818) 710-2720 
Fax (818) 710-2721
ronpkaplan@aol.com
Appellate

Illyse Zesch Knott
6546 Buffalo Avenue
Van Nuys, CA 91401
(818) 782-0857 
Fax (818) 782-7118
teresez@aol.com
Litigation, Bankruptcy

Jena Lee
Wellpoint Health Networks
4553 La Tienda Dr. No. T1-2H6
Thousand Oaks, CA 91362
(805) 557-4295 
Fax (801) 640-6289
leejena@hotmail.com
Intellectual Property

David Harris Lieberthal
Even, Crandall, Wade & Lowe
5428 Francisca Way 
Agoura Hills, CA 91301
(818) 991-9892
d@lieberthal.net
Insurance Defense, Litigation

Michael D. Margolin
19001 Olympia Street 
Northridge, CA 91326
(818) 368-3921
margolinlaw@aol.com
Civil, Criminal Law

Terri L. Masserman
Rushfeldt, Shelley & Drake LLP
12925 Riverside Drive 2nd Flr.
Sherman Oaks, CA 91423-2209
(818) 906-1441 
Fax (818) 906-2532
tlm@rsdlaw.com
Employment Litigationt, Medical
Malpractice, Premises Liability

Dmitry Mazisyak
Law Office of Dmitry Mazisyuk
3699 Wilshire Blvd. Suite 880
Los Angeles, CA 90010
(818) 355-2704
dmitrym@adelphia.net
General Practice

Andrew M. Meinzer
Law Office of Stuart D. Zimring
12650 Riverside Drive 
North Hollywood, CA 91607
(818) 755-4848 
Fax (818) 755-4853
ameinzer@elderlaw.com
Elder Law, Estate Planning,
Probate

Violetta B. Mordukhay
Law Offices of Violetta B. Mordukhay
16530 Ventura Blvd. Suite 206
Encino, CA 91436
(818) 907-9769 
Fax (818) 907-9763
vmordukhay@att.net
Immigration & Naturalization

Jennifer L. Nassiri
Greenberg & Bass
16000 Ventura Blvd. Suite 1000
Encino, CA 91436-2730
(818) 382-6200 
Fax (818) 986-6534
jnassiri@greenbass.com
Bankruptcy, Commercial
Transactions

Douglas Mitchell Neistat
Greenberg & Bass
16000 Ventura Blvd. Suite 1000
Encino, CA 91436-2730
(818) 382-6200 
Fax (818) 986-6534
dneistat@greenbass.com
Bankruptcy

Mia D. Noble
5118 Shoshone Avenue 
Encino, CA 91316
(818) 784-2250

Darrin R. Radcliff 
Associate Member
Legal One Copy Services
15910 Ventura Blvd Suite A-01
Encino, CA 91436
(818) 501-7232 
Fax (818) 501-8034
legalwon@pacbell.net

Stephen M. Rinka
11220 Moorpark St. Suite 101
North Hollywood, CA 91602
(818) 509-8591 
Fax (818) 509-8591
srinka@iwon.com

Tori L. Robinson
Old Republic Title Company
450 N. Brand Blvd Suite 800
Glendale, CA 91203
(800) 228-4853 
Fax (818) 549-4328
torirobinson@earthlink.net

Alexander P. Ross
14416 Hamlin Street Suite 102
Van Nuys, CA 91401
(818) 787-2080 
Fax (818) 787-2288
terrimackster@aol.com
Criminal Law

Steven Christopher Sapera
5810 Ranchito Avenue 
Valley Glen, CA 91401
(310) 655-5508 
Fax (818) 786-0212
dexro@earthlink.net
Civil Litigation, Criminal Law,
Personal Injury

Maryellen Sebold CPA
Hemming Morse, Inc.
2815 Townsgate Road Suite 110
Westlake Village, CA 91361
(805) 381-0500 
Fax (805) 381-0501
seboldm@hemming.com

Geoffrey Taylor
Landegger & Barron, APC
15760 Ventura Blvd. Ste. 1200
Encino, CA 91436
(818) 986-7561 
Fax (818) 986-5147
geoffrey@landeggeresq.com
Labor & Employment

Cheryl K. Templeton
Templeton & Associates
8619 Reseda Blvd Suite 106
Northridge, CA 91324-4062
(818) 709-6400 
Fax (818) 709-6500
cherylt@socal.rr.com

Jennifer Dawn Turk
Los Angeles City Attorney
14410 Sylvan Street Room 106
Van Nuys, CA 91401
(818) 756-8881 
Fax (818) 756-9444
jturk_esq@hotmail.com
Criminal Law, Juvenile

Jeffrey E. Wulkan
Law Offices of Jeffrey E. Wulkan
19528 Ventura Blvd. Suite 352
Tarzana, CA 91356-2917
(818) 883-8084 
Fax (818) 883-8053
jwulkanesq@yahoo.com
Creditors Rights, Employment,
Real Property
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THE FOLLOWING JOINED THE SFVBA IN JUNE AND JULY:

Valley Cityhood:
Good Idea or Bad Idea?

The Woodland Hills Chamber of Commerce,
San Fernando Valley Bar Association &

Woodland Hills - Warner Center Neighborhood Council

Invite you to attend a special 
debate on Valley Cityhood.

Thursday, September 26, 2002
6:00 to 8:00 P.M. 

at the Warner Center Marriott Hotel

Debate Participants include:

PROPONENTS:
Richard Katz: Co-chair Valley Independence
Laurette Healey: Co-chair Valley Independence
Jeff Brain: President, Valley Vote

OPPONENTS:
Cindy Miscikowski: LA City Council member
Rusty Hammer: President LA Area Chamber
Jeff Daar: One LA

Moderated by Lee Kanon Alpert

Your participation is encouraged. 
Cards for questions will be provided.
FREE TO THE PUBLIC.

RSVP to 
Woodland Hills Chamber Office

(818) 347-4737.

September Barnotes  8/19/02  11:12 AM  Page 19



20 • Bar Notes www.sfvba.org September 2002

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.

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 Mike at (818) 371-9933 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.

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

Serving our clients with a

focus on intellectual property,

real estate, employment, 

litigation, corporate, franchising

and tax law.

The Only National Law Firm in the 
San Fernando Valley

Contact:
David C. Gurnick

Direct Dial:  818.596.2211

5959 Topanga Canyon Blvd., Suite 244,
Woodland Hills, CA 91367

818.712.0036  |  Fax  818.346.6502

www.arterhadden.com

Cleveland | Columbus | Dallas | Dayton
Irvine | Los Angeles | San Diego | San Francisco 

Washington, D.C. | Woodland Hills

Arter & HaddenLLP was recently recognized as one
of the top ten law firms in the U.S. for client service
in an independent survey of Fortune 1000 companies

conducted by the BTI Consulting Group. 

for business today and tomorrowSM

Solutions
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ATTORNEY TO
ATTORNEY REFERRALS…
EMPLOYMENT LITIGATION
Sexual Harassment Discrimination,
Wrongful Termination, QuiTam/
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.

RESEARCH/WRITING/BRIEFS
Attorney available for research, briefs, court
appearances, etc.  Careful and meticulous
work.  Call Diane Jurdi, Attorney at Law
(818) 368-7081.

EXPERT…
STATE BAR DEFENSE-RISK EXPERT
Legal Malpractice Expert, Preventative Law.
Brd. Cert. Specialist Prof Negligence Legal
ABPLA/ABA. Former State Bar Prosecutor,
former 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.
www.legalmalpracticeexpt.com

SPACE AVAILABLE…
CANOGA PARK

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

One 14’x16’ window office and/or one
10’x11’ interior office available.  Amenities,
possible overflow, free parking.  Call Garry
Williams at (818) 715-9212.

ENCINO

Single office available in the ENCINO LAW
CENTER.  Law Library and conference
room on each floor, valet parking for
clients.  Call George (818) 788-3651.

WOODLAND HILLS

Warner Center Executive Office. Large
executive window office with secretarial.
Full service. Small law firm
atmosphere. Call Lisa for
appointment. (818) 888-
7731

One/two large offices +
secretarial bay, confer-
ence room, library, copier,
etc., friendly atmosphere
in five lawyer suite.  Mina
(818) 438-7170.

New Practitioner/retiring
attorneys: Ventura Blvd.
Executive Suite available.
Conference room, copier,
name on door, library.
Monthly/hourly OK.
Mina (818) 438-7170.

Beautiful penthouse in Warner Center with
great views.  Window offices with secretari-
al bays, large conference rooms, full ameni-
ties included.  Call Jean (818)716-7200x150.

Conference Rooms available for mediations
or special meetings.  Donna (818) 593-
6300 ext. 207.

Unique and professional office setting.
Offices available or sections of the suite.
Temporary office space also available incl.
conference room. Call (818) 593-6300, ext.
207.

Executive offices with secretarial area, com-
mon reception, conference, library, free
client parking. Ventura Blvd. at Winnetka.
Contact Mike Booser (818) 610-8787.

2 Large Warner Center window offices in 4
attorney suite.  Secretarial,conference, free
parking. 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

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.notaryofthe-
valley.com

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.

WANTED: TALENTED TEACHERS
A reputable and outstanding paralegal 
program is seeking people experienced 
in teaching paralegal skills for the Fall 2002
and Spring 2003 terms.  If you are energetic,
well qualified, and prepared, please email 
me at Goldmaa@lavc.edu for application 
and information packet.  

Interviews to begin immediately.

ATTORNEYS
CPA’S

TAKE NOTICE
• PRESTIGIOUS ENCINO ADDRESS •
Executive Office • Fireplace • Private
Balcony • Secretarial Office • Storage

Two Law Libraries • Three
Conference Rooms 

ENCINO LAW CENTER
Security • Parking 

Beautiful Courtyard Setting 
on Each Floor

Heart of Valley Financial Center 
Close to Shops – Restaurants 

15915 Ventura Blvd. P H 1
Encino, CA 91436

Contact: Patrick Francis, Esq.

Tel: 818-990-8600
Fax: 818-995-6391
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Looming In Your Horizon?

Investigate Lawyers’ Mutual. Call us directly at (800) 252-2045.
Find us at www.lawyersmutual.com

Email us at lmic@lawyersmutual.com

11 carriers have withdrawn from the California market. Will your carrier be next?

The changes in the marketplace are troubling. It is an unknown future.

Non-renewals are commonplace. Some carriers can’t secure

sufficient reinsurance to operate their professional liability programs.

A major carrier was recently declared insolvent. Other carriers have been

downgraded by A.M. Best. Severe underwriting restrictions are

now being imposed. Dramatic rate increases are certain.

It’s all very unsettling.

Is A Malpractice Insurance Crisis

LAWYERS’ MUTUAL INSURANCE COMPANY                134 N. Kenwood Street    Burbank, CA 91505-4263

Are You Ready?

Secure Your Future.
Insure With Lawyers’ Mutual.

 CHECKLIST

You owe it to yourself to find the answers to these critical questions!

Will your carrier still be writing professional liability policies
in California at your next renewal?

Will your carrier impose a substantial rate increase at your next
renewal due to unstable market conditions?

Will your carrier continue to insure “your type” of practice
at your next renewal?

Will your carrier leave the marketplace because they can’t secure
sufficient reinsurance for their professional liability program?

Will your carrier offer you a tail of unlimited duration if
they decide to leave the market?

Our policyholders don’t need to worry about these questions. Do you?

Be Prepared. Be Informed.
Lawyers’ Mutual Policyholders Are.

Is A Malpractice Insurance Crisis
Looming In Your Horizon?

Are You Ready?

Secure Your Future.
Insure With Lawyers’ Mutual.
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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

Healthcare Law Section
Topic: Patient Advocacy: Who Speaks For The Patient?
Speaker: Martin Gallegos, Director/California Patient Advocate
Date: September 18
Time: 6:00 p.m. Dinner and program
Place: West Hills Hospital, Physicians’ Dining Room, Ground Flr
Cost: $30 members prepaid; $35 at the door

$35 non-members prepaid; $40 at the door
MCLE: 1 Hour

Litigation Section
Topic: How To Successfully Mediate: What are the Ethical 

Concerns?
Speaker: Steve Cerveris, Mediator
Date: September 19
Time: 6:00 p.m. Dinner and Program
Place: SFVBA Conference Room, Woodland Hills
Cost: $30 members prepaid; $35 at the door

$35 non-members prepaid; $40 at the door
MCLE: 1 Hour Ethics

Intellectual Property & Internet Law Section
Topic: Risky Business:  What Every Attorney Needs to Know 

About Information Security
Speaker: Dr. Stan Stahl
Date: September 20
Time: 12:00 p.m. Lunch 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

Family Law Section and Criminal Law
Section
Topic: How To Best Represent the Client in Cases Involving 

Domestic Violence:
What are the Family Law and Criminal Law 
Consequences?

Speakers: Judge Susan Speer; Peter Walzer, Esq.,CFLS; 
and Chris Melcher, Esq.

Date: September 23
Time: 5:30 p.m.
Place: Encino Glen Restaurant, Encino
Cost: $38 members prepaid; $45 at the door

$45 non-members prepaid; $50 at the door
MCLE: 1 Hour

Probate and Estate Planning Section and
Business Law Section
Topic: What the Valley Economic Development Center Can Do 

To Help You and Your Practice
Panel: William Powers, Esq.; Roberto Barragon, President 

VEDC; Vladmir Victorio, Program Manager SFV Financial 
Development Corporation

Date: September 10
Time: 12:00 Noon
Place: Radisson Hotel, Sherman Oaks
Cost: $30 members prepaid; $35 at the door

$35 non-members prepaid; $40 at the door
MCLE: 1 Hour

ADR Section
Topic: Taking the Leap from Part-Time and Pro Bono to 

Building a Private ADR Practice
Speaker: Stephen Mason
Date: September 12
Time: 6:00 p.m. Dinner and Program
Place: SFVBA Conference Room, Woodland Hills
Cost: $30 members prepaid; $35 at the door

$35 non-members prepaid; $40 at the door
MCLE: 1 Hour

Harriett Buhai Center for Family Law
Training for Pro Bono Volunteers
Date: Saturday, September 14, 2002
Time: 8:00 a.m. to 4:30 p.m.
Place: Loyola Law School
MCLE: 6.5 Hours
For more information call (323) 939-1444, ext. 321.

Workers’ Compensation Section
Topic: Wrongful Termination in Compensation Cases? Think 

Fair Employment & Housing Act
Speaker: David Cohn, Esq.
Date: September 18
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

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 ________________________
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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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KRYCLER, ERVIN, SCHREIBER & WALHEIM
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