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Register Today for the 2017 CMSA Convention 
at The Westin Mission Hills Golf Resort & Spa 

Searching for that next 
business opportunity?  

 
Explore new business  

ideas at the 2017 CMSA  
Convention in Rancho Mirage! 

Join CMSA members in 
“Operation O.A.S.I.S.” for the 
tools and insight you need to 
have a successful 2017 year! 

 

Register today by visiting the 
online 2017 CMSA Convention 
Kiosk or call the CMSA office at 

(562) 865-2900. 
 

NEW SPEAKER 
 

Gregg Garfinkel of Stone | Dean, LLP 

"How to win in Small Claims Court" 



 

 

 

Stereotypes and Catch 
Phrases 
 Sounds like the title of 
a long-lost Willie Nelson 
album, doesn’t it? The 
dictionary defines a stere-
otype as “a preconceived 
notion, especially about a 
group of people.” You 

know that our industry is riddled with stereo-
types, whether justified or not. Most of our 
customers certainly have a preconceived 
notion of what they may expect during their 
moving experience. Most of those precon-
ceived notions are negative, based upon 
what they’ve seen or heard in the news, in 
the movies or from friends and neighbors 
who have had bad experiences. We must, 
as an industry, constantly strive to reassure 
our customers of the value of hiring a li-
censed and insured mover. At the same 
time, we need to assure them that the quali-
ty of the people who represent our compa-
nies are not what their stereotypical or pre-

conceived notions are. 
 A fun way to reassure our customers is 
to create a tagline or catch phrase that rep-
resents who and what we are. These catch 
phrases can be whimsical or funny, profes-
sional or serious and should convey a mes-
sage that you want to get across. 
 Years ago, it became apparent that I 
needed to write a brief overview to different 
groups that I wanted to introduce my com-
pany to. These were Chamber of Commerce 
groups, network marketing groups, real es-
tate groups (among others) and I wanted it 
to be memorable. I had remembered read-
ing something somewhere that stated that if 
you wanted to grab a small group’s atten-
tion, you should use the “Did-You-Know-
Well-and-So” technique. Here’s what I came 
up with: 
 

“DID YOU KNOW — [That] not all mov-
ers were created equal. We’ve all heard 
the horror stories and seen the stereo-
types. The ones where the movers are 
smelly, grouchy, offensive, careless and 
moon you while picking up your  
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CHAIRMAN’S CORNER 
By Robert Fraser 
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 As I have frequently 
shared at CMSA chapter 
meetings, having attend-
ed Association meetings 
and events for more 
than 30 years, I still find 
value in every opportuni-
ty to meet. I always 

leave with a takeaway, be it a guest speak-
er, an industry insight or a meeting with a 
colleague. Annually, I have the privilege of 
joining the CMSA Chair on his or her visits 
to the 12 chapters. It is a great time to visit 
member facilities and hear from those that 
the Association serves. Early this chapter 
season, we heard from a member who was 
rightfully displeased with a California Public 
Utilities Commission (CPUC) audit and 
voiced the same concern that the Associa-
tion regularly shares with regulators: Are 
you enforcing the rules with the same vigor 
against illegal operators as you do against 
those who work every day to be in compli-

ance? 
 Several years ago, CMSA gave the 
CPUC the tools needed to answer this ques-
tion in the affirmative in the Household 
Goods Carriers Act, though in my opinion 
their actions are not there yet. We legisla-
tively changed the opening paragraph in the 
Act to state in no uncertain terms that all the 
rules and regulations apply to anyone 
providing or booking moving services: per-
mitted carriers, brokers and illegal opera-
tors. 
 One issue that was a takeaway for me 
was that some movers had honest confu-
sion about the signature page of the 
“IMPORTANT INFORMATION FOR PER-
SONS MOVING HOUSEHOLD GOODS 
within California” booklet. The booklet con-
tained a signature of receipt on the back in-
side cover and at least a few carriers were 
still requiring sales staff to get signatures on 
this page and bring it back, which added to 
a large pile of paper records for the moving 
process. In a CPUC audit, the carrier had 
several files where the Agreement for Ser-
vice was lacking a signature for the booklet, 

PRESIDENT’S COMMENTS 
By Steve Weitekamp 

(PRESIDENT’S COMMENTS continued on page 4) 



 

 

 

furniture. 
 

WELL – [We] at Redwood Moving & Storage 
strive to break that perception of these 
[stereotypical] movers. Our men are profes-
sionally trained and qualified to provide qual-
ity services, at a reasonable cost, on time 
and with positive attitudes! We provide ser-
vices for all of your moving needs, whether 
local or long distance, large or small, resi-
dential or commercial. 
 

SO - Why See The Moons Of Other Movers 
When You Can See The Sunshine Of Ours!” 
 

 Believe it or not, I came up with my catch 

phrase while taking an early morning show-
er. The sun was just coming up and I really 
don’t know where the moon aspect came 
from! Obviously, my message is to direct 
consumers, in a roundabout way, to do their 
due diligence and hire legitimate movers. 
That’s the signal that we all need to send. 
What better way to do that than with a mes-
sage and a memorable catch phrase that 
touches our customers funny bone or emo-
tions and at the same time breaks that stere-
otypical mover barrier! 
 Come to Rancho Mirage to learn other 
marketing/sales techniques at the 99th annu-
al CMSA Convention. 
 Looking forward to seeing you all in May! 
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but they had a signed booklet back page. 
They were upset to be written up for what 
they believed to be an inaccurate offense. 
Unfortunately, in this particular case, the first 
paragraph of the booklet is very clear on this 
issue: 
 

“The carrier ultimately performing your 
move must (1) provide this booklet to you 
at first in-person contact, (2) mail the 

booklet to you (time allowing) if the move 
was arranged and confirmed by mail or 
telephone and no in-person contact is 
made prior to the day of the move, or (3) 
obtain your assurance that you received 
it from some other source.  In any case, 
you must initial a statement, on the Con-
sumer Protections and/or Waivers sec-
tion of the Agreement for Moving Ser-
vices (Agreement), indicating you have 

(CHAIRMAN’S CORNER continued from page 2) 

(PRESIDENT’S COMMENTS continued from page 3) 
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 On February 24, Governor Edmund G. 
Brown Jr. announced a series of immediate 
and longer-term actions to bolster dam safe-
ty, improve flood protection and fix the 
state’s aging transportation and water infra-
structure. 
 “We are gratified that Governor Brown is 
committed to expanding investment in Cali-
fornia’s infrastructure — in both the short 
and long term,” said CalChamber President 
and CEO Allan Zaremberg. “Damage 
caused by the recent storms underscores 
the need for better water storage, flood con-
trol, and delivery in the state, but also high-
lights other areas where we are falling 

short.” 
 Governor Brown discusses his proposal 
to spend $437 million on flood control and 
emergency response. 
 
Water 
 The governor visited the Incident Com-
mand Post at the Oroville Dam and sur-
veyed the regional flood control system, in-
cluding areas recently impacted by flooding. 
This followed the state of emergency the 
governor declared and the presidential 
emergency declaration the governor se-
cured to bolster the state’s response. 
 In a February 24 news release, the  

Governor Brown Announces Infrastructure Plan 

(GOVERNOR’S INFRASTRUCTURE PLAN continued on page 6) 

received the booklet.  If your carrier does 
not ensure you have this booklet, you are 
eligible for a $100 refund from your carri-
er.” 
 

 The result of this discussion was CMSA 
reviewing the booklet with legal counsel and 

acquiring CMSA Board approval to request 
the printer to remove the signature page 
from the booklet.  
 To stay informed on other legal regula-
tions, I encourage you to attend the 2017 
Convention at The Westin Mission Hills Golf 
Resort & Spa. Hope to see you in Rancho 
Mirage. Register today! 

(PRESIDENT’S COMMENTS continued from page 4) 
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governor announced a four-point plan to bol-
ster dam safety and flood protection: 
 

 Invest $437 million in near-term flood 
control and emergency response ac-
tions by redirecting $50 million from 
the General 
Fund and re-
questing a $387 
million Proposi-
tion 1 appropri-
ation from the 
California Leg-
islature as soon 
as possible. 

 Require emer-
gency action 
plans and flood inundation maps for 
all dams. 

 Enhance California’s existing dam 
inspection program. 

 Seek prompt regulatory action and 
increased funding from the federal  
government to improve dam safety. 

 

 According to the governor’s office, even 
with the February 24 action, California has 
nearly $50 billion in unmet flood manage-
ment infrastructure needs. To address these 
needs, the administration will continue to 
work with the legislature through the budget 
process on solutions, including potential 

changes to Proposition 
218, which continues to 
prevent local govern-
ment from fixing core 
infrastructure. 
 
Transportation 
 The governor’s of-
fice notes that recent 
storms have not just 
damaged the state’s 
flood control system; 

they also have hammered the state’s roads 
and bridges. During the storm season alone, 
Governor Brown’s emergency declarations 
have enabled the California Department of 
Transportation to begin more than $595 mil-
lion in repairs to the state’s roads and  

(GOVERNOR’S INFRASTRUCTURE PLAN continued from page 5) 

(GOVERNOR’S INFRASTRUCTURE PLAN continued on page 7) 
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bridges damaged by erosion, mud and rock 
slides, sink holes and flooding. 
 “California needs solid reforms that will 
improve the integrity of our roads, highways 
and bridges to improve transportation and 
goods movement and reduce traffic conges-
tion,” Zaremberg said. “Sound infrastructure 
is a key component of maintaining and im-
proving California’s economy for everyone’s 
benefit. We look forward to working with the 
[a]dministration and the [l]egislature to ad-
dress California’s short- and long-term infra-
structure issues.” 
 Beyond the current storm season, Cali-
fornia faces a broad array of transportation 
infrastructure challenges: $59 billion in de-
ferred maintenance on highways and $78 
billion on local streets and roads, according 
to the news release. To fix these roads and 
bridges, Governor Brown and legislative 
leaders are currently working to meet the 
goal they set to complete a transportation 
funding package by April 6. 
 As mentioned in his State of the State 
address, Governor Brown is committed to 

working with Washington, D.C. to invest in 
California’s infrastructure. Governor Brown 
sent a letter to the President on February 24 
seeking expedited environmental review un-
der Presidential Executive Order 13766. 
This request covers 10 projects: nine high-
priority transportation projects and recon-
struction of the Oroville Dam spillways. 
 The February 24 request to the President 
includes projects on the initial list of 51 prior-
ity infrastructure projects, which California 
submitted to the federal government earlier 
in February. The Brown administration is re-
viewing additional projects to submit for ex-
pedited review. 
 For additional information on the Gover-
nor’s four-point plan to bolster dam safety 
and flood protection, and on California’s on-
going flood management, see the fact 
sheets at www.gov.ca.gov. 
 
Source: California Chamber of Commerce, 
 Alert 
 
Staff Contacts: Amy Mmagu, Valerie Nera 

(GOVERNOR’S INFRASTRUCTURE PLAN continued from page 6) 
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By Matt Schiefferly, Paul Hanson Partners 
 Specialty Insurance 

 The best way to control long-term claims 
costs is to establish 
and train employ-
ees on the proper 
method for acci-
dent investigation 
and reporting. Acci-
dent investigation 
and reporting are 
critical in reducing 
the costs of both 
workers’ compen-
sation and vehicle 
accidents. A good 
report provides the claims adjusters with all 
of the information needed to handle a claim 
properly. This allows for quicker and more 
accurate settlement, less complications with 
litigation and a happier customer. These fac-

tors all attribute to an overall reduced claims 
costs. 
 In reporting a claim, it is important to pro-
vide the basic facts in a clear and concise 

matter. A company-
wide claim form 
should be devel-
oped that pertains 
to both vehicle ac-
cidents and work-
ers’ compensation 
claims. All employ-
ees should be 
made aware of the 
forms and how to 
properly complete 
them. 

 An accident investigation kit should be in 
every vehicle. This kit should include a pen, 
a report form that includes all of the infor-
mation requested below, business cards of 
the company’s safety officer, witness cards 

Accident Investigation/Claims Reporting 

(ACCIDENT/CLAIM REPORTING continued on page 9) 
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and a disposable camera. 
 The involved party should make time im-
mediately following the incident to complete 
the basic information on the form. This must 
include the following: date and time of loss, 
name and phone numbers of those in-
volved, location of accident, estimate of 
damages, name and department (sheriff, 
city police , CHP) of police officer if a report 
was made, weather conditions, a brief de-
scription of the accident, the name and 
phone number of witnesses (if none, the first 
person on the scene) if persons were in-
jured. 
 Do not move the vehicle until all pictures 
are taken. Take pictures of all damaged ve-
hicles, the area and road conditions, stop 
lights, intersection, etc. Take all the pictures 
you need (You can never have too many.) 
and the camera will not be used again. 
 Do not speak to anyone regarding the 
accident besides the officer on scene. Show 
your driver’s license, and give the business 
card of a contact at the company’s safety 
department. 
 Remember these three rules: promise 

nothing, admit nothing and don’t argue. Act 
like the professional driver that you are. Do 
not provide theories or admit guilt. 
 This information needs to be reported to 
the company’s safety department as quickly 
as possible and forwarded to your insurance 
provider.  
 Once the employee is back to the office, 
ask him or her to write a detailed description 
of the accident. This is important for all 
types of accidents: workers’ compensation, 
traffic, cargo, property damage, etc. This re-
port should include as much of a narrative 
as possible. This information will be useful 
in the claim settlement. If the accident re-
quires, make sure the proper drug and alco-
hol testing is performed via the DOT re-
quirements. 
 This information will give a clear picture 
of what took place and make the claims pro-
cess go much smoother. These same princi-
ples can be applied to cargo and property 
damage claims. It will give your customers 
the feeling of comfort and that something is 
being done to settle their claims. 

 NEWCASTLE — Auburn Moving & Stor-
age recently joined Bekins Van Lines’ agen-
cy network as a prime interstate agent. Pre-
viously affiliated with American Red Ball, Au-
burn Moving & Storage joins more than 150 
Bekins agents across the country. 
 Auburn was established in 2005 by own-
ers Sean Minor and Robert Huckins. Prior to 
starting the company, Minor spent 16 years 
in the moving industry, eight of which were 
spent with working for a Bekins agent. 
 “We look forward to a successful partner-
ship with the Auburn team,” said A.J. 
Schneider, Executive Vice President of 
Wheaton | Bekins. “They have an outstand-
ing reputation for quality service, and we are 
thrilled to welcome them into the agency 
family.” 
 Serving the Sacramento, Calif. area, Au-
burn is very customer focused with 67 per-

cent of their business coming from referral 
and repeat customers.  In 2014, they re-
ceived the prestigious Angie’s List Super 
Service Award and have an A+ rating with 
the BBB. Auburn is a member of the Auburn 
Chamber of Commerce and participates in 
the Festival of Lights and Fourth of July pa-
rades in its local area. 
 Auburn is involved in several local com-
munity charities, including the Interfaith 
Food Closet turkey/canned food drive and 
sponsoring Placer High School. Additionally, 
the company proudly delivered 1,300 
wreaths during the holiday season to a local 
cemetery to honor fallen veterans in con-
junction with Wreaths Across America. 
 Auburn is located at 10000 Hillview Rd., 
Newcastle, CA 95658. They can be reached 
at 530-823-8685, 888-233-8685, or online at 
auburnmoving.com. 

Auburn Moving & Storage Joins Bekins Van Lines 

(ACCIDENT/CLAIM REPORTING continued from page 8) 
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By Mark Hunter, “The Sales Hunter” 
 
 The first 30 minutes of the workday will 
set the tone for the entire day. For most peo-
ple, the first half hour of the day consists of 
settling into the office rou-
tine by grabbing a cup of 
coffee, checking the inter-
net and, of course, chat-
ting with others. Now, I will 
never be one to say we 
have to avoid coffee and/
or socializing, but I will be 
the first to say it is advan-
tageous to put these activ-
ities aside until later. 
 One of the ways that 
top-performing salespeople separate them-
selves from others is by effectively using the 
first 30 minutes of the day. It is highly benefi-
cial to your productivity to know exactly what 
you are going to accomplish during this peri-

od. Therefore, you must determine the day 
before what you intend to do when you first 
arrive in the morning. 
 For anyone in sales, this means one 
thing: Start the day by making a mini-

mum of three sales 
calls before you do any-
thing else. 
 To begin using this 
strategy, your objective 
today (and every day in 
the future) should be to 
identify three people you 
want to call first thing to-
morrow morning. There is 
no better way to start the 
day than by calling cus-

tomers. If you are the type of person who ar-
rives in the office early, your phone calls will 
wind up going straight to voicemail. Great! In 
fact, using voicemail is an effective way to 
demonstrate to others that you are a  

Sales Motivation: The First 30 Minutes of the Day 

(FIRST 30 MINUTES continued on page 13) 
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hard-working individual and you take your 
relationships seriously. For those of you who 
have a large number of clients, this is also a 
perfect way to personally reach out to them 
while not having to wind up in a long, drawn-
out telephone conversation. 
 In addition to beginning the workday 
more productively, you will also find yourself 
warmed up to make additional phone calls 
throughout the day. This will help you over-
come a very common problem among any-
one in sales: the initial reluctance to make 
the first call of the day. Many studies have 
shown that people waste on average 15 
minutes each day just getting ready to make 
that first call. It is ironic to think that you will 
have made three phone calls in the time it 
takes the average salesperson to even start 
making his or hers. 
 An additional benefit of this plan will 
come when you begin applying this same 
principle to the first 15 minutes after return-
ing from lunch. Use that time to make three 
prospecting calls. Again, you will find your-

self becoming productive faster and you will 
be less likely to find yourself at the end of 
the day looking back to realize that you did 
not make the phone calls you needed to. 
 By establishing these habits, you will in-
crease the number of phone calls you make 
every day from utilizing time that, in the past, 
was unproductive. Make it part of your rou-
tine at the end of each day to identify both 
the three people you intend to contact the 
next morning and the three you’ll contact af-
ter lunch. Do not fall into the trap of thinking 
you’ll come up with the names the next day, 
because the chances of you actually con-
tacting those people will fall dramatically. 
 
Mark Hunter, The Sales Hunter, is author of 
“High-Profit Selling: Win the Sale Without 
Compromising on Price.” He is a consulta-
tive selling expert committed to helping indi-
viduals and companies identify better pro-
spects and close more profitable sales. To 
get a free weekly sales tip, visit TheSales 
Hunter.com. Read the first chapter of his in-
stant-classic “High-Profit Selling.” 

(FIRST 30 MINUTES continued from page 12) 
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 LOS ANGELES — Federal, state and 
local government and private industry part-
ners conducted a demonstration of partial-
ly automated truck pla-
tooning, or Cooperative 
Adaptive Cruise Control 
(CACC), at the Los An-
geles Port complex and 
along Interstate 110 to 
give partners and stake-
holders a first-hand ex-
perience of this rapidly 
maturing technology that 
could enhance safety, 
increase transportation 
system capacity and re-
duce greenhouse gas 
emissions. 
 The technology, developed by the Uni-
versity of California, Berkeley Partners for 
Advanced Transportation Technology 
(PATH), in coordination with Volvo Group 

of North America’s platooning activities, 
was demonstrated as trucks drove the 
freeway safely in closer proximity than usu-

al by using forward-
looking sensors and 
vehicle-to-vehicle com-
munication to maintain 
automated speed and 
spacing. 
 “Once again Cali-
fornia is leading the 
nation in advanced 
technology,” said Cal-
trans Director Malcolm 
Dougherty. “[W]e saw 
a demonstration of a 
truck technology that 

promises to improve California’s existing 
freight system by enhancing truck safety 
and increasing capacity on existing high-
ways.” 

(PLATOONING DEMONSTRATION continued on page 15) 

Truck Platooning Demonstration at Port of LA 
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 The demonstration simulated real-world 
conditions as three big-rig trucks drove 50 
feet apart at speeds of 55 miles per hour 
while hauling cargo containers, similar to 
those that shuttle between the port and in-
dustrial centers throughout Los Angeles 
County. Radar-detected vehicle cut-ins by 
a staged vehicle to demonstrate how it 
handles traffic. 
 “Through the use of vehicle-to-vehicle 
communication (V2V), platooning reduces 
the reaction time for braking and aerody-
namic drag between vehicles, thereby im-
proving safety and fuel economy,” said 
Volvo Group North America Senior Public 
Affairs Vice President Susan Alt. 
“California faces some of the worst traffic 
congestion in the nation, a contributing fac-
tor in the state’s air quality problems. The 
Volvo Group is committed to developing 
advanced technology solutions, such as 
platooning, which can provide sustainable 
economic, environmental and safety bene-
fits for truck fleets and the communities 
where they operate.” 

 “Our technology planning and traffic 
simulation work suggests connected vehi-
cle and truck platooning technologies may 
eventually facilitate the ability to operate 
up to 50 percent more trucks on these 
lanes — essentially giving the capacity 
equivalent of a third lane of freeway in 
each direction,” said CACC partner Mark 

(PLATOONING DEMONSTRATION continued on page 16) 

(PLATOONING DEMONSTRATION continued from page 14) 
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Jensen, Cambridge Systematics. 
 CACC is an enhancement to Adaptive 
Cruise Control (ACC) technology that pro-
vides closer and more accurate control of 
the gap and differences between trucks 
than conventional 
ACC. Still, as the truck 
drivers explained dur-
ing the demonstrations, 
there exists the occa-
sional need to override 
the system, although 
this would soon be 
remedied by incorpo-
rating additional side 
sensors, and by better 
understanding driver 
behaviors. 
 
“Truck platooning can improve traffic flow 
and safety while reducing costs for the 
freight community,” said acting Deputy 
Federal Highway Administrator Butch Wai-
delich. “This cutting-edge method can be a 
win-win for the nation’s trucking industry 

and everyday drivers alike.” 
 CACC technology aims to significantly 
increase the capacity of dedicated truck 
lane facilities while reducing congestion, 
potentially resulting in significant benefits 
for goods movement to and from major 

ports, and long-haul 
cross-country routes. 
Other potential bene-
fits include reduced 
emissions, improved 
traffic flow, and faster 
responses to hard 
braking while main-
taining safety. 
 “The California 
Highway Patrol (CHP) 
supports the research 
and development of 

new technologies that may have a positive 
impact on traffic safety,” said Chris 
O’Quinn, chief of the CHP’s Southern Divi-
sion. “Truck Platooning and other  
advances in vehicle technology have the 
potential to enhance truck safety in  

(PLATOONING DEMONSTRATION continued from page 15) 

(PLATOONING DEMONSTRATION continued on page 17) 
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California. The CHP is working with Cal-
trans and the industry to test these technol-
ogies. We are excited to observe the tech-
nology in action and we look forward to re-
viewing the findings of the research.” 
 “As the technology continues to rapidly 
progress, Metro is proud to be a partner in 
the development of this new technology 
geared toward the trucking industry, poten-
tially resulting in significant benefits for 
goods movement to and from the major 
ports of this region,” said Metro Board Chair 
and CACC partner John Fasana. “We look 
forward to further demonstrations that can 
advance this technology into reality.” 
 Moving forward, PATH will test truck 
driver preferences among multiple gap set-
tings on Bay Area freeways this spring, and 
simulating impacts on traffic and energy 
savings on the Interstate 710 corridor. “This 
technology will become available for use in 
the coming years, and when it does it should 
be embraced due to its numerous benefits,” 
said Steve Shladover, PATH representative.  

(PLATOONING DEMONSTRATION continued from page 16) 
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Our receptionist came in after the holiday 
weekend with “crazy hair.” She dyed it bright 
pink — it isn’t remotely a natural color. Can 
we ask her to change the color to a more 
natural hue or tone down the color? 
 
 While changing hair color to a “crazy” 
color is increasingly popular, it isn’t always a 
protected practice in 
the workplace. Em-
ployers are still free to 
mandate that employ-
ees maintain a busi-
ness-like appearance. 
 
Job Expectations 
 Nevertheless, a 
policy banning an un-
natural hair color 
should take into con-
sideration the job the 
employee is performing. If you have an em-
ployee working in a warehouse with no con-
tact with the public, it might be acceptable 
for him/her to change his/her hair to a 
“crazy” color. 
 In the instant situation, however, this em-
ployee is greeting the public and is the face 
of the company — the first person guests 
encounter, so a more business-like appear-
ance is a realistic requirement of the job. 
 
Religious Protections 
 Additionally, an employer must not take 
action if the change in hair color is related to 
a religious practice. Although few such prac-
tices, if any, appear to be on record, caution 
should be used before mandating a change. 
 Certain styles, however, are protected if 
tied to race or culture. For example, many 
people wear their hair in dreadlocks, which 
is culturally based. Hair length also can be 
protected, as with Nazirites whose religion 
forbids them to cut their hair. 
 
 

Proceed with Caution 
 Further, if the employee isn’t required to 
change his or her hair color, an employer 
must be careful not to perceive the employ-
ee as a “ditz.” Impressions are everything in 
the workplace, but employers need to take 
action based on job performance, not based 
on crazy hair color. 

 Bottom line: Em-
ployers need to be 
cautious in today’s 
world when address-
ing grooming stand-
ards. “Neat and clean” 
is good, and leaves 
the employer free to 
address individual 
cases that come up 
as opposed to having 
a standard that is dis-
criminatory on its 

face.  
 

Source: California Chamber of Commerce, 
 Alert 

Make Sure Grooming Standards Consider 
Job Needs, Protected Practice 
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Classified Advertising 
CHARGES: 1-5 lines $15; $2 each additional line. CMSA box number $5. Special heading/setup extra.  

Email Renee Hifumi at rhifumi@thecmsa.org to place your advertisement. 

BUSINESS WANTED 
 

We are interested in purchasing all or a 
part of your business. We are able to 
provide quick cash for certain assets. 
We can assist in an exit strategy. Major 
CA markets are desired. Discussions 
will be in strictest confidence. Send 
information to CMSA, Box J1, 10900 
E. 183rd St., #300, Cerritos, CA 90703. 

EMPLOYMENT OPPORTUNITY 
 

Looking for managers in L.A./Orange 
and Northern Bay Area. Must be 
extremely computer literate. Must be 
good with people and should have 
experience in the Moving and Storage 
Industry. Send resumes and letters of 
inquiries to: CMSA, Box J2, 10900 E. 
183rd St., #300, Cerritos, CA 90703. 

EMPLOYMENT OPPORTUNITY 
 

Santa Clarita based agent for Stevens 
Worldwide Van line looking for driven 
sales person to perform in-home 
estimates, close sales, and generate new 
business through various networking 
opportunities.  Please email resume to 
wmsads@yahoo.com or call 
888.928.4424. 

SUBHAULING OPPORTUNITY 
 

Top rated 24 year L.A. and Ventura 
County office and HHG mover is 
looking to contract with QUALITY 
licensed and insured SUBHAULERS. 
Mostly local moving. Top 
compensation and top rates in the 
area.   For more info email 
abcmoving99@gmail.com – ABC 
Moving Systems. 

CHILDREN… 
MAKE A DIFFERENCE 

 

Kids To Go Box Kit: 
Kids To Go Box 

Crayon Set 
Your “brand” on each box 

As low as $3.00/kit 
KIDSTOGOBOX.com. 

EMPLOYMENT OPPORTUNITY 
 

Ernie's Van & Storage (Atlas) is 
interviewing for the following position: 
Operations Coordinator.  Please send 
resume & cover letter to 
careers@evsmoving.com. 

 We are pleased to an-
nounce the promotion of 
Michael Sarro as Vice 
President of The Blue Chip 
Family of Companies. 
Mike has been with Blue 
Chip Moving and Storage 
for 18 years, during which 
time he has held positions 
in sales and as general 
manager.  As vice presi-
dent, Mike will have the 
direct responsibility for all 
four of our locations: Blue 
Chip Moving & Storage, 

Conejo Valley Moving and 
Storage, SAV ON Moving 
and SAM Portable Stor-
age. 
 We value all our em-
ployees and are especially 
pleased to watch Mike 
take on the challenges 
presented by the compa-
ny’s growth. Please join us 
in congratulating Mike on 
his new position as vice 
president. 

Mike Sarro Announced as VP 
of Blue Chip Family of Companies 

COMPANY FOR SALE 
 

Well established M & S Co. for sale 
Central Coast area. Full service, stg., 
Major Van Line Affiliation, Milt 
Approved 15,000 sq ft leased whse. All 
genuine offers entertained. Reply to: 
CMSA, Box W3, 10900 E. 183rd 
Street, Ste. 300, Cerritos, CA 90703 

EMPLOYMENT OPPORTUNITY 
 

Fuller Moving Services (North 
American) is hiring for an Experienced 
Residential Salesperson for Sacramento 
area. Email resume to 
nathan@fullermoving.com 

EMPLOYMENT OPPORTUNITY 
 

Fuller Moving Services (North 
American) is hiring Experienced 
Drivers and Movers. Background / 
Drug, alcohol screening required. Email 
resume to nathan@fullermoving.com 

EMPLOYMENT OPPORTUNITY 
 

Rebel Van Lines is looking to hire an 
experienced O & I Salesperson and 
Modular Furniture Salesperson. 
Please email resume to: 
nan@rebelvanlines.com. 

EMPLOYMENT OPPORTUNITY 
 

Rebel Van Lines is looking to hire an 
experienced and aggressive residential 
Household Goods Salesperson/Estimator 
for Los Angeles and Orange County 
areas. Email resume to: 
nan@rebelvanlines.com. 

EMPLOYMENT OPPORTUNITY 
 

Rebel Van Lines is looking to hire Class 
A & B drivers. To apply, please email 
nan@rebelvanlines.com or call 800-421-
5045. 

Dennis Doody and Michael Sarro 
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February–May Ventura/S. Barbara 
 Fundraiser Raffle 

 
Tue., March 14 Mid Valley Chapter 
 Meeting 
 
Thu., March 16 O.C./Beach Cities 
 Chapter Bowling  
 Tournament 
  
Tue., March 21 Twin Counties 
 Chapter Meeting 
 
Wed., March 22 Central Coast 
 Chapter Meeting 
 
Wed., March 29 Monterey Bay 
 Chapter Meeting 
 
Fri., March 31 Northern Region  
 Chapter Bocce Ball 
 Tournament 
 
 

Sat., April 1 North Bay Chapter 
 Bocce Ball  
 Tournament 
 
Sun., April 2 Greater Los Angeles 
 Day at the Races 
 
Wed., April 5 Mid Valley Chapter 
 Spaghetti Fundraiser 
 
Thu., April 13 Twin Counties  
 Chapter Shoot Off 
 Fundraiser 
 
Fri., April 14 Sacramento Chapter 
 Golf Tournament 
 

2017 CMSA Convention ♦ May 2–7 
The Westin Mission Hills 

Golf Resort & Spa in Rancho Mirage 
 

Fri., October 6 Monterey Bay  
 Chapter Golf & Bocce  
 Tournament 

Calendar of Events 


