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The Bowling Centers of Southern California would like to thank the following businesses for their support
and for being vital resources for our member centers. We encourage you to personally call and thank our

BCSC PARTNERS

A Special ‘Thank You’ to Our Partners

sponsors for their contributions and continued support of our association.
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PEPSI

Rosa Chacon

27717 Aliso Creek Road
Aliso Viejo, CA 92656
949-643-5793

Miller Lite

Stephanie Bauder

2020 Main Street, Suite 850
Irvine, CA 92614
949-689-6480
bauder.stephanie@mbco.com

Clean Source

Tony Fogo

5580 E. Olympic Blvd.
Commerce, CA 90022
323-721-3800

Fax: 323-721-4142
www.cleansource.com
tfogo@cleansource.com

Ebonite

Paul Enright

1813 W. 7th Street
Hopkinsville, KY 42241
702-561-0269
penright@ebonite.com

Royal Alliance Associates, Inc.

Vayle Floria

752 Town and Country Road
Orange, CA 92868
714-750-3090 ext. 110

Fax: 714-750-3091
vfloria@royalaa.com

Party Wirks

Paul Kriete
760-468-0424
www.partywirks.com
paul@partywirks.com
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IMSURANCE AGENCY

NOWA

INFORMATION SYSTEMS®

=Seomune

£8 Stetvtouie

festcrn Pacific Bowling Supply, Inc
gt & 5rcts L

Western Bowling Proprietors’ Insurance

Larry Linder

1535 E. Shaw Street, Suite 100
Fresno, CA 93710
800-200-9998

Fax 559-227-4461

Herzog Insurance Agency
Bob Herzog

235 Main Street
Pleasanton, CA 94566
800-300-1303
info@herzogins.com

NOVA Information Systems
Alicia Umber

7300 Chapman Way
Knoxville, TN 37920
865-403-8857

Fax: 865-403-5857
Alicia.umber@novainfo.com

US Bowling Corporation/
US Steltronic

Mark Marchido

5480 Schaefer Avenue
Chino, CA 913710
909-287-0712

Fax: 909-287-0718
mark@usbowling.com

Western Pacific Bowling Supply
Chuck Sager / Lee Haxton

1216 W. Grove Avenue

Orange, CA 92865

714-974-1733
chuck@wpbowling.com

Dippin’ Dots

John & Cheryl Hiller

27530 Newhall Ranch Rd.
Valencia,. CA 91390
661-510-8348 ¢ 661-857-3274
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BCSC PARTNERS, CONTINUED

American Consulting Group
Steven J. Ross

23361 Madero, Suite 220
Mission Viejo, CA 92691
800-747-8666
www.american-consulting.com

Mammoth Wholesale Brokers
Paul Rosenbaum
14405 North Scottsdale Rd. Suite C

Murrey International, Inc.
Bill Snoberger

14150 South Figueroa Street
Los Angeles, CA 90061
310-532-6091 « 800-421-1022
Fax: 310-217-0504
www.murreyintl.com
sales@murreyintl.com

1 Koo Mischel & Company
Scottsdale, AZ 85254 N A BUAEL Bowling & Entertainment Centers -
888-219-8500 A V1 P 1y Full-Service Brokers, Appraisers
www.glowmachine.com ! v ! r UJM AN and Financial Advisors

Ken Mischel

37 Tunapuna Lane
Coronado, CA 92118
619-423-2001

Fax: 619-423-7850

President’s Perspective

Last month, I mentioned doing a self-examination on the value of BCSC and
BPAA, in keeping with that theme, let’s look at one of the major programs the association
offers. PEPSI-COLA

Do you look at your invoices to make sure that you’re getting the proper discounts? Are your rebates
coming in a timely fashion? If there are things (donations, menu boards, glass front vending machines, etc.)
Pepsi can do for you, it’s important to let Scott know what you are looking for in the way of products & ser-
vices that Pepsi offers that you might not have received.

As with all businesses, Pepsi is not perfect, and one of the true benefits of our relationship with them
is that you can go to the association when things do not go well. If you ever have problems with getting
proper service or you have other issues with local Pepsi reps/bottler, I encourage you to call Scott at BCSC
and make him aware of the problems. He is there to help you if you can’t solve the problem yourself.

Along the same line, I think it’s important that you call BPAA before the next time they negotiate a
contract with Pepsi. The Pepsi program rebates should be based on a sliding scale in order to retain the value
of the Pepsi program. We have all experienced such cost increases since the program began. Yet our rebate
rate has not increased. I would encourage you to make a call to BPAA E.D. John Berglund (1-800-343-1329)
and let him know if you feel that the next Pepsi contract should include rebates that keep step with rising
business costs. It is only through your voice that BPAA will understand how you feel about each and every
program—good, bad or indifferent. And just as we do in BCSC, I know BPAA strives to provide value to its
members.

On a different note, I wish everyone a great summer season!

QZ—\JQZC\)

Jason Altman, President
Bowling Centers of Southern California
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The Road Show

I’m very excited to announce the rebirth of BCSC Regional Membership Meetings. As
you may be aware the BCSC is divided into 9 different regions. We understand how difficult it
can be for center owners, managers and other key personnel to take a half-day off (especially
when traffic is a factor) and join Board of Directors meetings as well as other membership gather-
ings.

w ! I

U |

So, we’re bringing the meetings to you this year, beginning on April 10" with Region 5 (San Bernardino/
Riverside). See page 5 for a full list of regions.

We’ll be contacting you soon to let you know when we’re coming to your region. The BCSC office staff
along with your regional Board of Director representative will look forward to meeting with you.
We’d like to discuss some key membership benefits and special programs that you may want to consider imple-
menting. Our main agenda item, however, will be to give you the opportunity to meet with other proprietors in
your area.

By participating in meetings like this, we’ll all have an equal opportunity share in BCSC’s success as the
best membership-driven proprietor association in the nation. We encourage everyone to personally invite non-
member centers as well. A classic definition of Team: Together, Each Achieves More.

. 7,;£I—£=ﬁ;:_\

Scott Frager, Executive Director
Bowling Centers of Southern California

USBC Releases Museum Deed of Trust

The United States Bowling Congress Board of Directors voted unanimously to release the deed of trust on the
property owned by the International Bowling Museum and Hall of Fame, giving the Hall of Fame the right to move
to a new location.

Over the past year, the IBM/HF has been in discussions with developers in St. Louis regarding redeveloping
the Bowling Museum and Hall of Fame within the proposed entertainment complex of Ball Park Village, a project of
the Cordish Group and the St. Louis Cardinals. Just this week, the USBC and BPAA submitted a formal proposal for
the Hall of Fame to move to Arlington into a facility being purchased by USBC and BPAA. This new alternative,
which is being analyzed and clarified, is also near a developing entertainment complex, as well as numerous sports
and entertainment venues.

“I believe moving the all of Fame to Arlington would be a great addition to our efforts to bring numerous in-
tegers under one roof” said Jeff Boje, President of the USBC. “We certainly hope the Museum’s Board agrees, but
we will respect any decision that it makes.” IBM/HF President, Pat Ciniello, was relieved to receive the release of
the deed of trust. “Now the real work begins as the Museum’s Board of Trustees weighs its options for the Hall of
Fame. We are fortunate to have two great new locations from which to choose.” A decision by the IBM/HF Board
regarding the facility’s location is expected in about 60 days.

The International Bowling Museum and Hall of Fame collects and preserves the rich history of bowling, and
uses that information to help promote the sport worldwide.

The International Bowling Museum and Hall of Fame
Contact Susan C. Ryan
314-304-6800 * susan.c.ryan@att.net
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26th Annual BCSC Golf Tournament

It’s that time again! The 26th Annual Golf Tournament is
scheduled for Wednesday, July 30. This year’s event will be held at: The Black Gold Golf Club, 17681 Lake-
view Avenue, Yorba Linda, CA 92886, (714) 961-0253.

The format is a four-person scramble, with the cost of $160 per person or $580 for a foursome (A savings
of $60 for bringing in a complete foursome).

Invitations will go out the second week of April.

ING ¢
P SUg

Dodgers and Angels Sports Club Ticket/Merchandise Orders

If you are participating in the Dodgers or Angels Bowling Club programs,
please refer to your Deadlines page from your How-to Manual for game ticket
order dates and deadlines.

The Dodgers ticket orders for the first game on May 11 vs. Houston Astros will be due on Monday, April 28.
The Angels ticket orders for the first game on May 18 vs. LA Dodgers will be due on Thursday, May 1.

Please submit your ticket orders early. The due dates are given in advance to allow your centers to collect and
submit payment at the time of the due dates. Fax forms to BCSC at 818-783-2874.

BCSC Regions

Region 1: Northern Los Angeles County
Region 2: Orange County

Region 3: San Diego/Imperial Counties
Region 4: Ventura/Santa Barbara Counties
Region 5: Riverside/San Bernardino Counties
Region 6: Southern Los Angeles County
Region 7: Outlying Areas— Nevada/Arizona
Region 8: Hawaii

Region 9: Kern County
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Tech Tip 1 b o -
'PARTYO

The Internet - King of Busi i
e Internet - King of Business _ ;;_WIRKS

It took the Yt
Telephone 38 years to reach 50 million users

Television 13 years to reach 50 million users

Internet 4 years to reach 50 million users

This is the fastest spread of any "technology" the world has ever seen.

However, the Internet is not just a collection of websites anymore. The website is also the fastest growing
Business Tool for Buying, Selling and Customer Service.

Here are three ways your bowling center can benefit from the Internet:

1. Make it easier for people to Buy. For example, if you sell gift cards sell them online. Gas prices and
traffic are sales barriers that hold sales down. Being easier to buy from is a competitive advantage.

2. Be easier to be “found”. With millions of websites available Google and Yahoo help consumers find
what they are looking for fast. Make sure your website is easy to find. If you are not “found” the race is over
before you get started.

3. Be easier to “Book™. Internet users are quick-fingered and unlikely to remain on “hold” or use voice-
menus and voicemail to get information. Time is money and people have less of both. Close the deal online
when you have their attention.

Bottom line, the Internet is King of Business because it is fast, available 24/7 and lets your customers do on
their schedule what you have paid people to do on yours.

Article by Paul Kriete
Party Wirks
760-468-0424
www.partywirks.com
paul@partywirks.com

USBC Board Postpones Changes in Awards Program
The United States Bowling Congress Board of Directors has decided to postpone any changes in the
awards program for one year, and has promised to review the previously-announced "once-in-a-

lifetime" proposal during that time.

That means the awards program currently in place for the 2007-08 season will remain in place for
2008-09 while the entire program is once again reviewed.
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Royal Alliance Associates, Inc. -\d\iSU[‘ Gmup

Providing Expertise for Your Retirement Needs and More
By Stacy Fisher ROVAL ALLIANCE ASSOC1yTes, INC,

Finding a competent and knowledgeable financial advisor is of paramount importance when you need the best advice possi-
ble in planning your retirement. After all, when you’re investing in your future, the wrong move could be disastrous.

Vayle Floria is a top-notch financial advisor with Royal Alliance Associates, Inc. of Orange, California. He’s worked for
the company for the past six and a half years. His approach involves a collaborative process that offers a broad range of fi-
nancial needs through detailed consultations, including retirement and 401K planning, life insurance, estate planning, and
health insurance plans for those who are self-employed and small business owners with under 50 employees.

Floria also gives advice related to mutual funds or securities investments. Royal Alliance Associates, which has been
around since the early 60s and is affiliated with Elite Financial, is the broker-dealer that oversees and clears all of Floria’s
securities business.

Floria earned his Masters in Business from Cal State, Fullerton, specializing in small business planning, he says. “My ex-
pertise is primarily with the small business owner,” which presently also includes bowling facilities.

“I have a couple of bowling centers as clients now,” he shares.

He’s been a bowler all his life, “both on a personal level and with a business interest within the bowling industry.” It’s a
relationship based on trust, which is the most important thing, Floria asserts.

There are a lot of people in the industry he’s known for a long time, he says.

“I'm a bowler myself and I love the bowling industry,” Floria enthuses. “I love the people. They re good salt-of-the-earth
folks.” It’s more than just friends, he insists, it’s a partnership. “I’m there for my clients over the long haul because I need

to know what’s going on in their lives so I can help guide them to the best decisions possible...

“I'm really in the business of leveraging assets,” he says. ““So whenever someone is trying to make a major financial deci-
sion, say someone who'’s trying to decide whether or not to purchase a bowling center, I will show them what kind of impact
that will make on their current retirement fund.” People’s retirement dollars is in many cases one of their most important

assets, he says, along with their home and business.

“What I can do if someone is looking to buy a bowling center -- or looking to sell their center -- if they’re presented a num-
ber of options, I can let them know which option is best based on leveraging their money.”

Floria never charges his clients to sit down with them for an initial consultation. “A lot of times when I sit down with some-
one it’s like an interview: they’re interviewing me, and I’m interviewing them. For example, if someone came into my of-
fice and said they want to know how to double their money within a year, that’s unrealistic, and I would tell them so. ’'m a
long-term financial planner. My job is not to make somebody rich, it’s to preserve your standard of living; to make sure you
never outlive your income.”

Contact: Vayle Floria

Royal Alliance Associates, Inc.
714-750-3090 ext. 110

cell 714-742-0820

752 Town and Country Road
Orange, CA 92868
viloria@royalaa.com

Page 7



. Volume 12, Issue 3

May 2008

1 Angels: Game 1 2 3
Tix Deadline
Today!
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Game Today!
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BCSC BOARD OF DIRECTORS

JASON ALTMAN, President

Surf Bowl

1401 S. Coast Hwy
Oceanside, CA 92054
P: 760-722-1371

F: 760-722-8693

surfbowl@surfbowl.sdcoxmail.com

TOM CRISTI, Vice President

Santa Clarita Lanes

21615 W. Soledad Canyon Road

Santa Clarita, CA 91350
P: 661-254-0540
F: 661-254-7562
scl4usc@aol.com

GARY FORMAN,
Secretary / Treasurer
Fountain Bowl

17110 Brookhurst St.
Fountain Valley, CA 92708
P: 714-963-7888

F: 714-965-1158
gforman@fountainbowl.com

MICKEY COGAN
Gable House Bowl
22501 Hawthorne Blvd
Torrance, CA 90505

P: 310-378-2265
F:310-378-6158
mcghb@aol.com

NICOLE ELLISON

Del Rosa Lanes

1499 E. Highland Ave

San Bernardino, CA 92404
P: 909-886-4675

F: 909-883-4665
nicole@delrosabowl.com
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BILL MOSSONTTE
Mission Hills Bowl

10430 Sepulveda Blvd
Mission Hills, CA 91345
P: 818-361-1221

F: 818-361-0321
missionbowl@verizon.net

DANIEL MUELLER
Buena Lanes

1788 S. Mesa Verde
Ventura, CA 93003

P: 805-656-0666

F: 805-656-0774
buenalanes1@earthlink.net

SCOTT PODDIG
Harley’s Camarillo Bowl
305 Arneill Road
Camarillo, CA 93011

P: 805-482-0747

F: 805-987-5170
cambowlscott@yahoo.com

BRAD ROSELING
Brunswick Zone Simi Valley
5255 Cochran St.

Simi Valley, CA 93063

P: 805-584-2695

F: 805-584-2661

brad.roseling@brunbowl.com

DOUG SVELA

Gage Bowl

3477 E. Gage Ave
Huntington Park, CA 90255
P: 323-587-3211

F: 323-587-3531
gagebowl@sbcglobal.net

RONDA TELLYER
Empire Bowl

940 W. Colton Ave
Redlands, CA 92374
P: 909-793-2525

F: 909-792-4182
ldybos2@aol.com

BOB WALLACE

AMF Bowling Centers
12141 Valley View Street
Garden Grove, CA 92845
P: 714-837-7733
rwallace@amf.com

BCSC HEADQUARTERS

SCOTT FRAGER
Executive Director

VICTORIA TAHMIZIAN
Office Administrator

13245 Riverside Dr., Ste 501
Sherman Oaks, CA 91423

P: 818-789-0900

F: 818-783-2874
besc@socalbowling.com



WBPI
Western Bowling

Proprietors Insurance

1-800-200-9998 « FAX (559) 227-4461

L.J. LINDER, Inc.
1535 Shaw #100
Fresno, CA 93710

The WBPI is Moving the Bowling Ind in
“EMPOWERING THE PR

Lot v o bt wee me umiguiely
prasitiomed Lo satisfy your insurance
necs. W Teve knowledgeable,
experienced slaff ready L answer vour
guestions. Please give us o eall,

Please Call 800-200-9998 for a Quote
Providing Bowling Proprietors with the breaks they need.




