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Chapter 24  

 Board of  

Directorsô 

Meeting  

June 8, 2010  

For additional infor-

mation on our Board 

meetings, contact 

Stuart Terry @  

619 -287 -4215  

Be a Part of  

What Makes Chap-

ter 24 Great!  

Attend Your  

Meeting!  

 

Tuesday  

June 15, 2010  

Please Take Note of The 

Meeting Time  

Dinner: 6: 30 P.M.  

Meeting: 7:00 P.M.  

Location:  

Cuyamaca College  

900 Rancho San Diego Parkway  

El Cajon, California 92019  
619 -660 -4000  

 

 

Join us in June:  

2010  

Calendar  

On  

Page 3  

 

Bryan Fikes, Managing Partner of  

Zenergy Works, The Preferred Provider of 

Website and SEO Services for ASCCA  

 

 

¶ Discussion of NEW ASCCA.com website powered by Zenergy Works  

¶ Basic structure of your shop website  

¶ How to Attract More Qualified Leads to your Shop's Website by Using 

SEO (Search Engine Optimization)  

¶ How to Use Social Media to Bring More Qualified Customers to Your 

Shop  

¶ After his presentation, Bryan will be available to answer any questions 

you may have on Websites, Internet Marketing and how to improve 

your online marketing efforts.   

PLEASE NOTE:  No 
Shows for a dinner 
reservation will be 
charged for that res-
ervation. When you 
make a reservation, 
we order a meal for 
you and the Chapter 
24 treasury must pay 
for it, WHETHER OR 
NOT YOU SHOW 
UP. Your compli-
mentary meal only 
applies if you actu-
ally attend the meet-
ing. In addition, all 
nonmembers attend-
ing a Chapter 24 
meeting will be 
charged $35.00, this 
does not include 
applied for or pro-
spective  members. 
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PO Box 261669 San Diego, CA 92196 - 1669  

Newsletter Advertising  

Disclaimer: San Diego Chapter 24, their officers, Board 
members, employees, members, and affiliates in no way 
warrant the quality, competency, or merchantability of any 
goods or services advertised in this publication.  In addition, 
ASCCA Chapter 24 in no way warrant or insure the goods or 
services described herein and every individual utilizing these 
services is forewarned that ASCCA Chapter 24 have con-
ducted no investigation into any representations made in any 
advertising., literature, or ad distributed by the advertisers in 
this publication. 

 

Chapter 24 Byways Advertising Rates 

Per Issue:                     Member          Non-Member 

Full Page - (7.5" w x 9.5"h)  $60            $90 

Half Page  (7.5" w x 4.5"h)               $45            $65 

Quarter page  (3.5" w x 4.5"h) $30            $50 

Business Card                   $15             $25 

 

San Diego Byways  
San Diego Byways is published monthly by San Diego Chapter 24 of the Automo-

tive Service Councils of California.  You are strongly encouraged to submit both 

original articles and clippings from other publications.  

San Diego Byways c/o Stuart Terry  

Stuart Terry Auto Repair 4858 El Cajon Blvd. -   

San Diego, CA 92115  

Tel./Fax 619.287.4215  

Submission of Materials  
Associate Members are entitled to have their business card included at no charge.  

All members are entitled to a 5 - line classified ad at no charge; others will be 

charged $5 for 25 words and 50 cents a word for all additional words.  Please sub-

mit all display ads in camera - ready -copy.  For more information, contact Newslet-

ter Editor, Stuart Terry at 619.287.4215.  

www.ascca24.com   

ASCCA State Contact List 

ASCCA Office  800-810-7462 

Jackie Miller - Executive Director  

jmiller@amgroup.us,  ext: 108 

Gloria Peterson - Asst. Exec. Director 

gpeterson@amgroup.us,  ext: 104 

Connie Payne - Director of Finance 

cpayne@amgroup.us, ext: 103 

Paul Simmons - Director of Membership 

psimmons@amgroup.us, ext: 113 

Heather Vigil - Membership Services 

Coordinator 

hvigil@amgroup.us, ext: 151 

Monique Rice - Event Manager 

mrice@amgroup.us,  ext: 107 

Melissa Hensley - Communications and 
Website Editor 

mhensley@amgroup.us,  ext: 131 

ASC Insurance Services (ASCIS)  

General Info: 

Using Services of InterWest  
Insurance Services, Inc. 
3636 American River Drive, 2nd Floor 

Sacramento, CA 95864 
ASC Insurance Services License 
#0D35073 

InterWest License #0B01094 
 
Phone: (916) 609-8396  

Fax: (916) 488-3492 

ASC Insurance Services Staff: 

Chuck Coppage - Manager 

ccoppage@iwins.com 

Shannon Blakeman - Workers'  
Compensation 

stblakeman@iwins.com 

mailto:jmiller@amgroup.us
mailto:gpeterson@amgroup.us
mailto:cpayne@amgroup.us
mailto:psimmons@amgroup.us
mailto:hvigil@amgroup.us
mailto:mrice@amgroup.us
mailto:mhensley@amgroup.us
mailto:ccoppage@iwins.com
mailto:stblakeman@iwins.com


PLEASE NOTE:  No Shows for a dinner reservation will be charged for that reservation. When you make a reservation, we order a meal for 

you and the Chapter 24 treasury must pay for it, WHETHER OR NOT YOU SHOW UP. Your complimentary meal only applies if you actually 

attend the meeting. In addition, all nonmembers attending a Chapter 24 meeting will be charged $35.00, this does not include applied for or 

prospective  members. 

Date and Time  Location  Topic  Speaker  

June 15 th , 2010  
Dinner: 6:30pm 
Meeting: 7:00pm 

Cuyamaca College  
900 Rancho San Diego 

Parkway   
El Cajon, California 92019  
619 -660 -4000  

Websites, Search Engines & 
Social Media  

Bryan Fikes, Manag-
ing Partner of  
Zenergy Works  

July, 2010  Padres game and Happy Hour ðDate announced once baseball schedule is out, 7:05 Game time.  

August 17th, 2010  
Registration/Social 5:30 
Seminar: 6:00pm  

HOLIDAY INN MISSION  
VALLEY-STADIUM  
3805 MURPHY CANYON RD  
SAN DIEGO, CA 92123  

Nominations of 2011 Chapter 24 
Officers and "Shop Marketing"  

Maylan Newton, (ESI)  
Educational Seminars  
Institute  

September 21st, 2010 
Dinner: 6:30pm 
Meeting: 7:00pm 

We will be looking for a 
shop to volunteer to hold 
the meeting  

Election of Officers  

Human Resources  

Erica Tofson, Human  

Resources Specialist  

October 19th, 2010 
Registration/Social 6:30 
Meeting/dinner:7:00pm  

HOLIDAY INN MISSION  
VALLEY-STADIUM  
3805 MURPHY CANYON RD  

SAN DIEGO, CA 92123  

Installation of officers  

New legality issues facing  

Auto Repair Businesses in 
California.  

David Gregory, Attorney,  

Automotive Service 
Councils of California  

November 16th, 2010 
Registration/dinner 6:30 
Meeting: 7:00pm  

HOLIDAY INN MISSION 
VALLEY-STADIUM  

3805 MURPHY CANYON RD  
SAN DIEGO, CA 92123  

Phone Etiquette/Skills for 
Auto  

Repair industry.  

Margie Scifer  

ByWays Newsletter Seeking New Editor 

Chapter 24 is seeking a new Editor. Stuart Terry has been the Editor for more than 5 years. If you would like to find out 

more about what this important job entails, please contact Stuart at  619-287-4215 

http://www.cuyamaca.edu/
http://maps.google.com/maps/ms?ie=UTF8&hl=en&msa=0&msid=115462941343600496477.000447db3518a949cbf3b&t=h&ll=32.744114,-116.941309&spn=0.00767,0.014505&z=16
http://maps.google.com/maps/ms?ie=UTF8&hl=en&msa=0&msid=115462941343600496477.000447db3518a949cbf3b&t=h&ll=32.744114,-116.941309&spn=0.00767,0.014505&z=16


 

 

 

¶ Convoy Auto Repair &  

Towing : David Ely  

 

 

¶ National Petroleum Inc. 

David Golokow  

 

 

 

¶ CarQuest General Parts Inc.  

Ken Yuraitis  

¶ Mitchell 1 

Mitchell P. Mendenhall 

¶ Jim Custeau  

Cuyamaca College  

¶ Pat Garity 

Cuyamaca Colleg 

¶ Auto Tech Auto Repair 

Thomas Yocum 

¶ Banny Hon Enterprises 

Banny Hom 

¶ Becka Automotive 

Robert Nieto 

¶ Bob Bowenôs Services 

Bob Bowen 

¶ Bob Stivers Shell 

Robert Stivers 

¶ Boulevard Automotive 

Ed Abraham 

¶ C & D Autocare 

Dara Bakhshandeh 

 

 

 

¶ D & R Automotive 

David Flohr 

¶ Daveôs Auto Service 

David Stump 

¶ Del Mar Automotive 

Todd Phillips 

¶ Dennstedtôs Auto Repair 

Larry Dennstedt 

¶ Dieter Fischerôs Mercedes 

Dieter Fischer 

¶ Dieterôs Independent Porsche 

Roger Castle 

¶ Dualtone Automotive, Inc. 

Richard Feitas 

¶ Ed Hansonôs Muffler Service 

Ed Hanson 

¶ Griffinôs Auto Truck Air 

Tom Chavez 

¶ Hans Foreign, Inc. 

Mike Hercelinsky 

¶ Harloff Automotive 

Brad McCombs 

¶ Haroldôs Automotive 

Harold Jenkins 

¶ James Automotive 

James Justus 

¶ Johnôs Automotive Care 

John Eppstein 

¶ Pacific Auto Repair 

Leon Celeste 

¶ Peteôs Precision Auto 

Pete Peinado 

 

 

 

¶ Samco of Kearny Mesa 

Lenny Baker 

¶ Stuart Terry Auto Repair 

Stuart Terry 

¶ Summit Transmissions 

Jerry Kubitsky 

¶ The Dyno Shop 

Mark Mac Neil 

¶ Valley Trans-Valtran, Inc. 

Greg Boehm 

¶ Vanôs Automotive 

Steve Vanlandingham 

¶ Woodôs Automotive 

Mike Dunbar 

¶ Zwhizz Aero Auto Repair 

Gary Anderberg 

 

 

 

¶ National Processing 

Bill Barger  

¶ Chris Branton 

Cuyamaca College 

¶ TLC Auto 

Jim Clark 

Huge 

Thanks to  

Dave 

Newkirk  

of Hontech 

Automotive  

For  

Providing 

Lunch to 

Participants 

&  Volunteers  

 

ðððððððððððððð- 

 

Great Big 

Thanks to:  

Griffin's 

Automotive 

Air  

For  

Providing 

Breakfast  

for Attendees 

& Volunteers  



June is National Safe 

Driver Month.  

The easiest way to celebrate Na-

tional Safe Driver Month is to learn 

more ways to be a safe driver. These 

are great tips for teenagers and older 

drivers alike. 

Instructions 

       Step 1 

Do not talk on your cell phone while 

driving. If an urgent call has to be 

answered or made pull over to the 

side of the road or into a parking lot. 

         Step 2 

Make sure not to let passengers be-

come distracting. Don't turn around 

in your seat while you are driving to 

see what the passengers in the back 

of the car are doing. 

         Step 3 

Avoid blaring the radio. This makes it 

harder to hear ambulances or other 

emergency vehicles that are on the 

road. Loud music also takes a 

driver's focus off of the road. 

         Step 4 

ALWAYS wear your seat belt. Yes, 

they do save lives! 

         Step 5 

Watch your speed. Speeding is a 

major reason for traffic tickets and 

traffic accidents. 

June is ñNational 

Monthò Calendar 
Many countries adopt causes or a 
special interest group to promote 
during a calendar month. The United 
States is particularly prolific at creat-
ing "national month" events to pro-
mote business interests. 

The following events are observed 
calendar month-long: 
  

¶ Dairy  Month 

¶ Great Outdoors Month 

¶ National Adopt-A-Cat Month 

¶ National Drive Safe Month 

¶ National Fresh Fruit and  

Vegetable Month 

¶ National Iced Tea Month 

¶ National Rose Month 

¶ National Safety Month 

¶ National Tennis Month 

¶ Potty Training Awareness Month 

¶ Turkey Lovers Month 

¶ Zoo and Aquarium Month 

 

 

Is there a way your business 
can benefit by promoting it-

self during "June is"  

national month?  
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CELL PHONE USAGE  

While Driving.  

Crashes from cell phone use are on the 

rise. Both handheld and hands-free de-

vices increase driver reaction time and 

are equally as dangerous. As of January 

1, 2010, seven states have implemented 

handheld cell phone bans and 19 have 

text messaging bans for all drivers. Donôt 

wait for legislation to drive safely. 

Itôs important to: 

¶ Silence your phone before you  

begin your drive 

¶ Set up a voice mail message that ex-

plains youôre on the road, 

practicing safety to protect yourself 

and fellow drivers 

¶ Stop texting while driving. Research 

shows drivers who text are 8 to 23 

times as likely to be involved in a 

collision 

¶ Pull over and park if a call is 

absolutely necessary 

¶ Encourage your friends and family 

to leave their phones out of reach 

while driving. 

OSHA monitors worker safety and health along the Gulf Coast during oil spill cleanup 

OSHA personnel are in Louisiana, Mississippi, Alabama, and Florida working with the U.S. Coast Guard and other federal agen-
cies to ensure that the safety and health of workers taking part in BP's oil spill cleanup operations are being properly protected. 
OSHA continues to monitor the situation to ensure that BP is providing workers with necessary protection from hazards. OSHA is 
also ensuring that workers are being given safety training in languages they can understand. OSHA and the National Institute of 
Environmental Health Sciences have developed a safety and health guide--available in English, Spanish and Vietnamese--that is 
being distributed as an easy reference for cleanup workers. The guide explains the potential hazards involved in oil cleanup and 
the responsibilities of employers to provide workers with appropriate protection. For more information, visit OSHA's . 
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Automotive Aftermarket Industry Objects to Misleading Public Relations Initiative by 

AutoMD, a Division of US Auto Parts Network 

Sacramento, CA - May 12, 2010 - The following is a joint state-
ment by the Automotive Service Association (ASA) and Auto-
motive Service Councils of California (ASCCA). The organiza-
tions are national and statewide membership organizations, 
respectively, of aftermarket service repair facilities and repre-
sent thousands of small business owners. 

Recent public relations initiatives by AutoMD, a division of US 
Auto Parts Network, warrant a strong and clear response from 
the automotive repair and service industry. The company's re-
cent activities include a press release ranking US cities accord-
ing to the "honesty" of auto repair facilities in each city, as well 
as a television segment on the CBS Early Show. In both of 
these PR efforts the company makes several claims and pro-
motes a set of conclusions that are inaccurate and based on 
flawed logic and biased methods. 

We take particular issue with two of AutoMD's efforts: 

In a press release (February 24, 2010), the company reported 
that it had "conducted a fairness check of over 600 shops in the 
top-50 DMAs" (including a range of dealers, independent 
shops, and franchises like Pep Boys)" to create a "Repair Shop 
Fairness Report" that ranked the "best and worst cities for auto 
repair." A company that distributes auto parts knows better 
than anyone that parts quality and price varies substantially by 
brand, often 100% or more, and no mention of parts brand or 
quality was included in the survey. It also failed to account for 
differences in technician training, warranties included with the 
parts used, quality of equipment used and level of service pro-
vided by each type of facility. Furthermore, in each of the 50 
cities included in their survey there are thousands of dealers, 
independent shops and chain stores. Their survey included an 
average of 12 shops per city, a number not anywhere close to 
what is needed to get an accurate or representative sample. 
Using biased methods allows US Auto Parts to reach whatever 
conclusions it desires.  

In a segment on the CBS Early Show (April 14, 2010), the com-
pany brought its specially prepared vehicles to shops and deal-
erships in several states, asking for quotes on a front brake 
pad replacement at several shops. The CEO, Shane Evangel-
ist, claimed the job should cost "about $180" and stated em-
phatically that mechanics were ripping off consumers by charg-
ing more than $180. One mechanic that offered to do the job 
for $169 was widely praised for his honesty. Once again, no 
mention of parts quality, technician training or the quality of the 
equipment used in the facility was ever made, especially since 
quotes were being compared across multiple cities, each with 
different labor rates. More important, at no time during the 
broadcast was it revealed that AutoMD is owned by US Auto 
Parts, and according to its CEO during investor presentations, 
is using AutoMD as a lead generation platform for selling its 
parts. Taking the auto repair industry to task for its lack of 
transparency while failing to disclose its own self-serving mo-
tives is misleading.  

Overall, US Auto Parts' publicity campaigns are misleading to 
consumers and undermine our longstanding efforts to educate 
the motoring public and continually improve the professional-
ism of the industry. They perpetuate consumer mistrust of auto-
motive professionals, devalue the development of expertise 
through ongoing training and education, ignore best practices 
and promote a race to the bottom. US Auto Parts' attacks put 
repairers in a bad light and undermine the work of honest and 
reputable automotive service shops.  

For further information, contact: 

Jackie Miller, Executive Director  

Automotive Service Councils of California  

One Capitol Mall, Suite 320 

Sacramento CA 95814 

800.810.4272 

May Powerball  

Winner of $100!  

Joseph Rhome  

(Bob Bowenôs Auto Service) 

Congratulations Joseph!!  

June Power Ball is $50.00  

Remember, you must be present at 

the Regular Meeting to be eligible to 

win the Powerball.  

The odds are very good  It could be yours!  

Attention Members:   We would like to know what you are up to.  

What causes or adventures are you involved with?  Let Chapter 24 

Byways know and we would be happy to feature you and them in 

an upcoming issue.  Send an email to  

chapter24@earthlink.net  

Ron Pyle, President  

Automotive Service Association  

PO Box 929  

Bedford TX 76095  

800.272.7467  

OSHA will require safety training to be offered in a  

language workers understand  

OSHA issued an enforcement memorandum directed at protecting Latino 

and other non -English speaking workers from workplace hazards. It directs 

compliance officers to ensure they check and verify that workers are re-

ceiving OSHA required training in a language they understand. "This direc-

tive conforms with Secretary Solis' clear and urgent goal of reducing inju-

ries and illnesses among Latino and other vulnerable workers," said Assis-

tant Secretary Michaels. OSHA will require safety training to be offered in 

a language workers understand  
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Social Media  

The Marketing Tool of the 21 st  Century  
by Arthur Schwartz www.technopowermarketing.com/ 

Social Media has a broad footprint in how 
business and corporate America are con-
necting today.  Twitter, Facebook, You-
Tube, LinkedIn, et al are not just a means 
of sharing videos, pictures, music and 
other items of interest to the electronics 
generation.  Many commercial enter-
prises recognized very early that social 
media sites are a great way to enhance 
their relationships with their customers.  
The Social Media is infinite; there are no 
limits to the volumes of information, com-
munications and applications that can be 
shared with huge numbers of people.  
Any company or organization that wants 
an inexpensive means to reach pros-
pects and customers had better get into 
social media in a big way. 

 

Social Media takes many different forms.  
Some of the technologies include:  Blogs, 
picture and music sharing, wall postings, 
e-mail, instant messaging and voice-over 
IP.  Many of these services may be inte-
grated into platforms like Plaxo.  Social 
Media applications include:  Blogs, Social 
Networking, Events, Wikis, Social News, 
Opinion Sites, Photo-Sharing and Video-
Sharing. 

 

The advantages of Social Media versus 
the traditional broadcast or mass media 
are: 

¶ Cost ï Social media is relatively  
      inexpensive and may be accessed 
      by anyone. 

¶ Reach ï both Social and Industrial/ 
      Traditional media provide broad  
      reach 

¶ Time Lag ï Social media may be  
      nearly instantaneous versus days or   
      weeks for traditional media. 

 

Flexibility and Editorial Availability ï 
Once enacted, traditional media is set in 
stone.  Social Media may be commented 
on, added to or edited at any time. 

Social Media allows for interaction be-
tween companies, organizations and indi-
viduals.  It allows marketers to talk to 
their customers and adjust their market-
ing in an instant from the data collected.  
Companies like Ford Motor Company 
have begun to enhance their relationship 
with consumers through sites like Twitter 
to ñtalk upò new product offerings. Ford 
recently had a huge ñtweet-upò to an-
nounce the new Fiesta model. 

Most of the major players on the internet 
have social media operations: 

¶ Google has the video-sharing site,  

      YouTube 

¶ Yahoo has a photo-sharing site, 

      Flickr 

¶ Digg is a content aggregator 

¶ EBay has StumbleUpon 

 

Using social media in a corporate mar-
keting program requires skill, time and 
money.  Though the cost of using a so-
cial network and much of the software is 
free or very low cost, the program 
needed to put together an effective cam-
paign does have costs similar to those of 
any good promotional plan.  Fortunately, 
there are many specialists out there in 
media-land who have the expertise to 
formulate and initiate a great social me-
dia program. 

 

The author, Arthur Schwartz is founder of 
Techno Power Marketing, a social media 
company.  He conducts seminars and 
provides consulting and implementations 
on an international basis for his clients.  
He can be reached at  

aschwartz@technopowermarketing.com 

  

ASCCA, Chapter 24ASCCA, Chapter 24  

  Corporate Sponsorship Corporate Sponsorship   

ProgramProgram 

The Corporate Sponsorship Program 

will enable our Association to continue 

providing programs and meetings as 

well as expand member benefits.  

Corporate Sponsorship  

Levels are: 

Platinum $2,500    

Gold $2,000   

 Silver $1500 

This includes state and  

chapter membership 

For a list of what is included at each 

level, please contact James Justus or 

Stuart Terry and they will immediately 

send you an ASCCA, Chapter 24  

Corporate Sponsorship Packet 



Sacramento, CA - May 13, 2010 - The 
Automotive Service Councils of Califor-
nia (ASCCA), California's largest state 
organization representing independent 
automotive repair has entered into an 
agreement with Armstrong & Association 
to continue the association's insurance 
program. This comes after a long search 
for a reliable company to replace 
ASCCA's insurance program formerly 
offered through InterWest Insurance Ser-
vices.  
 
Armstrong & Associates has a reliable 
history of working with the automotive 
aftermarket industry, including the Cali-
fornia/Nevada/Arizona Automotive 
Wholesalers Association (CAWA). Arm-
strong & Associates brings to the 
ASCCA experience, energy and a team 
of professionals located in offices 
throughout the state to better serve our 
members. Armstrong & Associates is 
equipped to provide you with a variety of 
exclusive workers' compensation safety 
& claims services coupled with employee 
benefits and HR administrative services. 
Receive the utmost care and service 
along with the most competitive and 
comprehensive insurance programs.  

¶ Workers' Compensation  

¶ Health  

¶ Dental  

¶ Vision  

¶ Group Life and Disability  

¶ Personal Lines  

The ASCCA has enjoyed working with 
InterWest Insurance Services, Inc., and 
wishes the InterWest team the best of 
luck in its endeavors. The association 
has been afforded a great partnership 
with InterWest; however, both parties 
agreed that it was time to make a 
change. ASCCA would like to extend a 
special thank you to Chuck Coppage, 
Lorraine Wright, Deseree Carter, Tom 
Cox and Chairman of the Board Tom 
Williams not only for their valued service, 
but also for their professionalism and 
efforts to work with ASCCA to insure a 
smooth transition.  
 
 
The InterWest team will assist you with 
the transition by providing you with the 
necessary loss run information. To obtain 
your loss run details contact Dianne 
Newland by phone at (916) 609-8354 or 
by e-mail at . Armstrong & Associates is 
ready to get you a quote.  

Simply contact: 
 
Brad Davis 
Armstrong and Associates Insurance 
Services 
2520 Venture Oaks Way, Suite 240 · 
Sacramento, CA 95833-4228 
 

Office 916.923.5070  
Cell 916.524.6855 

Fax 866.913.7073 

CA License #: OF42919 

www.armstrongprofessional.com 
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Help Our Membership Grow  

See last page of newsletter for a handout you can use to promote our next 

meeting and encourage prospective members to join us!!  

ASCCA Announces New Insurance  

Partner  

Department of  Labor 

Working For You  

Eighteen-year-old Na-

than Herron has be-

come a renaissance 

man because of Job 

Corps.  

A high school dropout, 

Herron studied at the 

Montana Kicking 

Horse Job Corps Center, earning both his 

GED and automotive repair certificate. He 

also found time to research his interests 

in automotive engineering, locksmithing 

and building computer circuit boards. He 

was so ñdedicated and positive,ò said 

Center official Shelly Fyant that he was 

asked to serve as a role model and moti-

vate other students.  

Herron now studies at Utahôs Clearfield 

Job Corps, taking advanced automotive 

excellence repair programs taught by the 

United Auto Workers. One of six siblings, 

Herron said his plans include college and 

a good job designing cars to help him 

support his family. ñJob Corps prepared 

me for my future,ò he said.  

US Department of Labor 

Website  

www.dol.gov  
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10 Ways To Get Out Of Your Comfort Zone  

By Barbara Eldridge 

It is easy in any economy to get stuck in a 
comfort zone.  When things are going 
well, you stop doing the necessary things 
consistently; prospecting, following up 
and saying thank you, In a slow economic 
time, fear sets in, you stop investing in 
the things that keep you visible; network-
ing, advertising, asking for testimonials.  
Your Success is built on a variety of 
choices you make, review the following to 
tap the potential you have barely 

scratched the surface of. 

 

Redefine your Goals: Get crystal clear about the goals that 
motivate you to do the work it takes to grow your business. 
Also know the reason why you want it. If it's to make a certain 
amount of money every month, you need to have a reason. No 
reason or desired reward, no motivation, more complacency.  
 
Recognize the effects of not taking action: Get very clear 
about the cost of not achieving that goal. If you don't get this 
goal, there are consequences. Know what they are.  

 

Make commitments to others: Use the power of what Napo-
leon Hill called a driving force- a master mind group helps 
you be accountable, as you hold your employees/
subcontractors accountable. Valuable support is provided by 
other business leaders who know what it takes to stay fo-
cused. 

 

Acknowledge your fears: When you acknowledge your feel-
ings of fear it points your awareness to areas where you need 
to improve and grow.  Do something to move you in the direc-
tion of growth. 
 
Ask for Help: Asking for what you need is the most underuti-
lized tool for unlocking that comfort zone complacency.  
Whether its money, information, support, assistance, or time, 
donôt be afraid to ask for what you need in order grow.  

Learn to say ñNo:ò Do you spend too much of your time on 
projects and activities that you really donôt want to do simply 
because you fall into the trap of pleasing others? (an easier 
comfort zone then focusing on your own goals). You are going 
to have to create stronger boundaries about what you will and 
won't do. 

 

Do 1 thing that makes you uncomfortable every day ï 
work toward stretching those ñgoal achievement musclesò. 

 

Create something new for your business: Be open to 
change. Change is goodðit helps you grow.  Develop a new 
product, a better system, redo your work space, makeover 
your marketing. They can reignite your momentum and your 
speed at which you succeed at your goals. 

Set and meet deadlines for yourself: Set reasonable dead-
lines for all jobs and stick to them. Hold yourself accountable, 
itôs true that work expands to fill the available time, so set ex-
pectations. 

 

Invest in Win-Win Relationships: A great way to build the 
foundation for a relationship with referral partners is to hook 
them up with others in your  

network. Invite them to a workshop, seminar or networking 
function where they can make valuable new contacts them-
selves.  This keeps you alert and aware of others needs. 

 

The Challenge: Identify an area of your work or business 

that needs some new energy or change and set an intention to 
update or refresh it, then do it! 

 

Barbara founded Mind Masters in 1991 as an organization for entrepreneurs to master the challenges they face in 

an ever-changing market place. Barbara has a vision of Mind Masters to provide a value based program so that 

business owners could harness the power of each members' success, make wise business decisions and realize 

their dreams.   Visit Barbaraôs Website at www.mindmasters.com 



Another successful Skills Day completed ï thatôs 31 

years, if you are keeping track, that Cuyamaca College 

and ASCCA, Chapter 24, San Diego have partnered to 

put together what is arguably the best high school com-

petition in the state. Started in 1980 by John Skinner, for-

mer Chapter 24 shop owner (Rite-Time Automotive of 

Spring Valley) and yours truly, the competition has 

evolved over the years from a single division, one stu-

dent competing from each participating school, to a two 

division (basic and advanced) contest. The basic division 

students compete in teams of two students each, with up 

to three teams per school. On the advanced side, stu-

dents compete individually, with up to three students per 

school. This year we had 60 students competing from 

eight schools. 

If you have never attended one of these competitions, 

you are missing out on an opportunity to be a judge or 

help Dave and Suzie Newkirk ,owners of Hontech Auto-

motive Inc., serve up their renowned hamburger lunch ï 

paid for and prepared by Dave and Suzie, I might add.  

Can we count on seeing you next year? 

I asked during the awards part of the ceremony, ñHow 

many of you here today, attended the first Skills Day in 

May of 1980?ò. Well, I raised my hand, as Iôve been at 

every event for 31 years and was joined by long time 

Chapter 24 members, Larry Dennstedt ï Dennstedt's 

Auto Repair and James Justus, of James Automotive. 

My hat is off to Larry and James for their many years of 

service to this association and support of Skills Day. 

James has made it his mission to help find donations of 

money, tools and other items to help us award some very 

nice prizes to the top three finishers in each of the divi-

sions. I recently attended the Skills USA California State 

Finals and Iôm happy to report, the prizes we award at 

our competition blows away the State Finals awards, by 

a mile! 

Thanks, Chapter 24, for your awesome support for over 

30 years. On behalf of my college and the thousands of 

young men and women who have competed, I say thank 

you. I hope to see you all at next yearôs event. 
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by Jim Custeau  

Advanced: 
1st place  

Granite Hills, Kyle Warren 
 

2nd place  

Monte Vista, Gustavo Sanchez 

 
3rd place  

Ramona, Matt Tallman 

 

Basic: 
1st place  

Grossmont 
Mike Mc Ewen and Joe Marley 

 

2nd place  

Granite Hills   
Brandon Slysh & Dylan Miller-Sanchez 

 
3rd place  

Poway  
Keri Cavender & Cameron Meyer 
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