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A Special ‘Thank You’ to Our Partners 

 
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 

sponsors for their contributions and continued support of our association.  

Western Bowling Proprietors’ Insurance 

Larry Linder 

1535 E. Shaw Street, Suite 100 

Fresno, CA 93710 

800-200-9998 

Fax 559-227-4461 

BCSC PARTNERS 
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Clean Source 

Tony Fogo 

5580 E. Olympic Blvd. 

Commerce, CA 90022 

323-721-3800 

Fax: 323-721-4142 

www.cleansource.com 

tfogo@cleansource.com 

Pepsi 

Steve Wickman 

1200 Arroyo Street 

San Fernando, CA 91340 

818-838-1237 

steve.wickman@pepsi.com 

Herzog Insurance Agency 

Bob Herzog 

235 Main Street 

Pleasanton, CA 94566 

800-300-1303 

info@herzogins.com 

Elavon 

Alicia Umber 

7300 Chapman Way 

Knoxville, TN 37920 

865-403-8857 

Fax: 865-403-5857 

Alicia.umber@elavon.com 

Miller Lite  

Leigha Cornett 

2020 Main Street, Suite 850 

Irvine, CA 92614 

949-307-2567 

cornett.leigha@mbco.com 

US Bowling Corporation/ 

US Steltronic 
Mark Marchido 

5480 Schaefer Avenue 

Chino, CA 91710 

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 

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 

 

Dippin’ Dots 

John & Cheryl Hiller 

27530 Newhall Ranch Rd. 

Valencia,. CA 91390 

661-510-8348 •  661-857-3274 



 

Murrey International, Inc. 
Bill Snoberger 

14150 South Figueroa Street 

Los Angeles, CA 90061 

310-532-6091 • 800-421-1022 

Fax: 310-217-0504 

www.murreybowling.com  

sales@murreybowling.com 

Mischel & Company 

Bowling & Entertainment Centers - 

Full-Service Brokers, Appraisers 

and Financial Advisors 

Ken Mischel 

37 Tunapuna Lane 

Coronado, CA 92118 

619-423-2001 

Fax: 619-423-7850 
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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 

Boston Beer Company 

Samuel Adams 
Stephanie Landis 

30 Germania Street 

Boston, MA 02130 

619-206-1349 

Fax: 866-725-4758 

Business is More Than Business 
 
 Last week, I had the pleasure of spending the day with one of BCSC’s newest partners, Stephanie 

Landis of Sam Adams and the Boston Beer Company, and personally introducing her to some member 

centers. Stephanie wanted to get a better lay-of-the-land regarding this important and dynamic market. 

 I went into this day expecting to “enlighten” her by sharing everything I know about the bowling 

business. But as usually happens when I get too bigheaded, I ended up learning a lot more than I probably taught. 

 I learned about how difficult it can be for a “newbie” or “outsider” to get to the right person at a bowling center. 

It’s easy for me to pick up the phone and actually speak to you at the center. If I ask for a few minutes of a proprietor’s or 

manager’s time, whether by phone or in person, I’m rarely turned away. For this, I am extremely grateful and appreciative. 

 For some of our respected partners, this is a much more challenging task. Coordinating the drive to five or six cen-

ters for the day is relatively easy but actually getting to meet, and spend some time with, two or three proprietors or man-

agers takes a miracle. 

 I know what you’re thinking: “These vendors are simply trying to sell me something. I’m really not interested in 

another sales call.” And at the end of the day, you’re right. The vendors are there to sell you something. But the good 

ones—and our partners are the good ones—want to sell you something if and only if it makes good sense for you.  

 Does it? How will either party know unless they sit down, talk and listen over a cup of coffee or a beer? 

 What struck me was how sharp, knowledgeable, and passionate Stephanie is about her business and how she can 

immediately pinpoint whether her product, or in this case promotion, is a good match for the center. She is a consummate 

professional who practices the consultative approach to selling. No arm-twisting, no fast talk, plenty of thoughtful reflec-

tions and suggestions. 

 As a veteran 14-year bowling industry vendor myself, I ask every BCSC member to take a few minutes when 

called on by a valued partner—maybe even offer the rep something to quench their thirst. You’ll end up a little more 

enlightened after the meeting than before. Even if you decide not to buy, I guarantee you’ll make a new friend. I know I 

did. 

 

 

Scott Frager, Executive Director 

Bowling Centers of Southern California 
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President's Perspective: The Value Of a Business Relationship. 
 

 The most important ingredient for success in businesses is creating win-win-win 

relationships with your customers, vendors and employees. It's with these relationships that allow you to 

grow more successful each and every day. 

 I can say that I am very fortunate to have some really great business partners (vendors). It's through 

these relationships that I'm able to accomplish many promotional programs that I might otherwise not be 

able to do. An example would be advertising glow bowling on radio. Without the help of one of my vendors 

and leveraging their relationship with the radio station, I would not be able to create the event atmosphere for 

this particular promotion.  Without their partnership, I wouldn't have the ability to get the word out to 

enough people. As we all know, advertising in SoCal is very expensive. 

 Finding vendors is also a complex situation because you want to find the best vendor willing to give 

you the best price. Sometimes those two factors don't necessarily come together. Although in many cases 

they do. Let's take Pepsi for instance a top brand that we can promote at a very reasonable price (purchase 

products). I must say that the Pepsi relationship has been our longest standing relationship. BCSC has been 

endorsing Pepsi since 1993. This relationship is one that I have been most proud of. During the time I was 

E.D. I was involved in 2 negotiations with Pepsi. Both were tremendous learning experiences. (It should be 

noted that Charlie Kinstler was the point person on both negotiations and deserves much of the credit for the 

truly great program the association put together.) 

 I mention all of this because a few months ago your Board began the process of negotiating a new 

contract with Pepsi. Our current deal expires in 2009. I must say that the process has been somewhat       

challenging. It's my hope that we are able to continue our long-standing relationship with Pepsi.  

Pepsi brings an extraordinary value to the BCSC. Rebates provided to the association are essential in      

maintaining a healthy and vibrant BCSC office. We also use those funds to create new programs for      

members at or below cost. 

 On the same page, the BCSC provides Pepsi with equally extraordinary value. By naming Pepsi the 

BCSC exclusive and endorsed soft drink and water provider, Pepsi has close to 92% market penetration in 

this important and dynamic market. It’s a prime example of a true win-win-win relationship. 

As we continue to research and negotiate on your behalf, we hope you remain patient and supportive of our 

partners. We now need, more than ever, your support at the center level. By standing together, our partners 

will receive a clear message that doing business with the BCSC is a truly valuable experience. 

 

 

Jason Altman, President 

Bowling Centers of Southern California 
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Canoga Park Bowl’s Mimsie Rosenfeld Dies 
 

 Mimsie Rosenfeld was the one who made the three-hour roundtrip 

from Canoga Park to pick up the stamps, but she didn’t paste them in the 

books. Her customers did that who bowled on Blue Chip Bowling nights 

(Sundays) at Canoga Park Bowl in the 1960s. The house lights went down 

and bowlers won Blue Chip-brand redemption stamps for knocking over 

certain pins. 

 Mimsie, who died in June, and her husband, Nat, built the bowl in 

1958. It was Nat’s first venture into bowling and his base for a long and ac-

tive record with BCSC, including the presidency in the early 1970s. 

 During their tenure, Nat and Mimsie got away every year to Ha-

waii—but not just for fun. They accompanied winners in a Canoga Park 

Bowl juniors tournament. And for more than 30 years, Mimsie was active in 

the West Coast Junior Elims (Canoga Park was one of eight original partici-

pating centers), assisting the bowlers, helping with the paperwork for schol-

arships the kids could win, and more. It was a program of which she was 

very proud. 

 After Nat died in 1985, Mimsie ran Canoga Park for about a year and a half, then became a partner in 

and board member at Mission Hills Bowl. 
 

 Building upon the success of its recent westward expansion in 

Silicon Valley, STRIKE is now taking over Orange County. Let’s Wel-

come Strike O.C. as a new member to BCSC!  The manager’s name is 

Josh Davison. He may be reached at (714) 258-2695. 

  

  

  

  Bowladium Bowl in 29 Palms, is back in the BCSC membership! 

Let’s call to congratulate them.  Managers at the center are Daniel and 

Melissa Mintz. Their phone number is 760-367-9502. 

 

BCSC Briefs 

Welcome BCSC Members! 
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August 2008 

Sun Mon Tue Wed Thu Fri Sat 

     1 2 

3 4 5 6 7 8 9 

10 11 12 13 14 15 16 

17 18 19 20 21 22 23 

24 25 26 27 28 29 30 

31       

Angels vs.  

Seattle Mariners 

game today! 

Dodgers vs. 

Arizona  

Diamondbacks 

September 2008 

Sun Mon Tue Wed Thu Fri Sat 

 1 2 3 4 5 6 

7 8 9 10 11 12 13 

14 15 16 17 18 19 20 

21 22 23 24 25 26 27 

28 29 30     

Mark Your Calendars: 
 

 Bowling’s Fall Classic/BCSC Annual Membership Meeting  

 October 12-15, Reno, NV. Call for trade show information at 925-485-1855. 

 2008 BCSC/NCBC Joint Board of Director’s Retreat 

 November 17-19, Las Vegas, NV. 

 BPAA’s Bowling Summit 2009 

 January 18-22, 2009, Napa Valley, CA.  
 

Angels vs. NY 

Yankees Game 

today! 

Dodgers vs. SF 

Giants Game 

today! 

Dodger  

Merchandise  

Delivery by date 

today! 
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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 

gcf@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 

 

 

 

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 

 

 

 

 

 

 

 

 

BCSC HEADQUARTERS 

SCOTT FRAGER 
Executive Director 

scottf@socalbowling.com 

 

VICTORIA TAHMIZIAN 

Office Administrator 

 

13245 Riverside Dr., Ste 501 

Sherman Oaks, CA 91423 

P: 818-789-0900  

F: 818-783-2874 

bcsc@socalbowling.com 
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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 
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