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The Conversation
You're Not Actually Having

Most conversations aren't conversations.
They're two people taking turns talking,
each one waiting for their moment to jump
back in.

doing it, because it doesn't feel like not lis-
tening. It feels like listening. It's just listen-
ing with an agenda.

The four ways we fake it

You know the feel-
ing from the other side
of it. You're telling
someone about a hard
week, and you can see
it in their eyes; they're
not with you anymore.
They've already moved
on to what they want to
say next. Maybe

There's a pattern to
how this shows up,
and once you see it,
you can't unsee it:
e Judging before
understanding.
Someone shares a
problem, and before
they've finished, you've
already decided wheth-

they're building an ar-
gument. Maybe they're thinking of advice.
Maybe they're just waiting for a pause so
they can talk about something similar that
happened to them. Either way, you stop
talking, and you feel a little more alone than
before you started.

This happens constantly, in families, in

offices, in friendships that have gone quietly

stale. And almost nobody notices they're

er they're right or
wrong, overreacting or justified.

o Redirecting. You ask questions, but
they're really steering the conversa-
tion toward what you find interesting,
not what matters to them.

e Fixing. They wanted to be heard.
You gave them a five-step plan. Now
they feel more managed than under-
stood.

(THE CONVERSATION continued on page 9)
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CHAIRWOMAN’S CORNER
By: Griselda Gonzalez

| live in what my
family jokingly calls
the Republic of Davis,
California, where
summer temperatures
| regularly reach 107
degrees. And yet,

1 without fail, at least
once a week one of my two children asks
for chicken soup.

Our version starts with fresh ginger, gar-
lic, green cardamom, onion, cilantro, orega-
no, carrots, celery, and, of course, chicken.
Depending on the day, they'll ask for ramen,
udon, or traditional pasta noodles.

They've had chicken soup in restaurants.
They've had it at friends' homes. They've
tasted recipes from family and neighbors.
But this is the one they call "Mom's chicken
soup."

It made me think about our industry.

If you gathered fifty moving companies
from across California and asked each one

how they operate, you'd probably get fifty
different answers.

Some companies insist every estimate
must be completed in person. Others have
embraced virtual surveys. Some invest
heavily in technology and digital paperwork.
Others still prefer a handshake, a clipboard,
and a printed Bill of Lading. Some focus ex-
clusively on household goods while others
specialize in office relocations, laboratories,
military moves, storage, or logistics.

None of those approaches is automati-
cally right or wrong.

They're simply different recipes.

When | first entered the moving industry,
| spent a lot of time looking around wonder-
ing who had the "right" recipe. | wanted to
know how successful companies answered
the phone, quoted jobs, hired employees,
managed claims, marketed themselves,
priced storage, and built relationships with
customers.

What | eventually learned was something
much more valuable.

Successful companies don't all use the
same recipe.

(CHAIRWOMAN’S CORNER continued on page 4)
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PRESIDENT'S COMMENTS
By Steve Weitekamp

August has arrived,
and with the heat and up-
swing in moving activity,
the familiar energy of an
Association is gearing up
for a busy fall. Our chap-
ter and board meetings
are on the horizon, and

the work we do this month sets the tone for
everything that follows.

Mid-month, our chapter leadership will
gather to review meeting protocol and best
practices. | always look forward to this
meeting. There is something genuinely in-
spiring about watching our volunteer leaders
come to the table ready to work, sharing
new ideas, offering fresh perspectives, and
thinking about how we can improve and in-
tegrate better ways of doing things across
our chapters. Their energy is a reminder of
why this Association runs as well as it does:
because people show up and give their time
to make it better. Please remember that if

you are not currently involved with Associa-
tion leadership at either the chapter or
board level and want to get involved, please
get in touch with me. | promise you that you
will get more out of the experience than you
imagine.

This month, we're also hosting a paper-
work workshop covering all Bureau of
Household Goods and Services (BHGS) pa-
perwork, and this one comes with a change.
Unlike past workshops, this session is free
to all CMSA members. We know the past
year has asked a lot of our members. Busi-
ness has been challenging for many, and
we wanted to do something to help. So,
whether you're new to the paperwork side of
the business and ready to learn, or a sea-
soned hand who just wants a refresher,
come join us. There's value in the workshop
either way.

August is busy not only for our member-
ship who are generally seeing an upswing in
business, but for the CMSA as well. For us
it's a good kind of busy, the kind that comes
from an Association preparing to do its best
work. | hope to see many of you at both our

(PRESIDENT'S COMMENTS continued on page 7)
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CHAIRWOMAN'S CORNER continued from page 2)

They understand the ingredients that
matter and then create something that re-
flects their values, their customers, their
market, and their community.

That is one of the greatest benefits of be-
longing to CMSA.

We have the opportunity to peek into
someone else's kitchen.

Of course, those conversations happen
within the framework of our Code of Ethics
and antitrust guidelines. We don't exchange
competitively sensitive information. What we
do share is something just as valuable: ex-
perience.

Within CMSA you'll find community, net-
working, mentorship, and a genuine willing-
ness to help one another become better op-
erators.

You may be familiar with organizations
like Vistage, EOS, or Mastermind groups,
where business leaders intentionally learn
from one another. The good news is that
many of us already have access to some-
thing similar through our association.
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It’s simple,

Maybe you're a little shy. (Or as my kids
would say, a "shy Ronnie.")

Ask Steve or me for a warm introduction
to another mover you've always been pro-
fessionally curious about.

Have you built a successful residential
moving company but wonder what everyone
is talking about during military peak sea-
son? Get your feet wet. Reach out to one of
our Transportation Service Providers. Ask
guestions. Learn the process. Yes, military
work comes with additional paperwork and
requirements, and while some shipments
may even take you onto NASA or Space
Force facilities...

Moving is not rocket science.

Perhaps you've been turning away inter-
national opportunities because they seem
intimidating. | understand. But there are
several outstanding international forwarders
within our CMSA network that | would hap-
pily introduce you to.

Maybe your curiosity is commercial mov-
ing, office installations, warehouse opera-
tions, records management, storage, or ex-
panding into a new market. Chances are

CHAIRWOMAN S CORNER continued on page 5
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(CHAIRWOMAN’S CORNER continued from page 4)

someone in our association has already
walked that path and would gladly share
what they've learned. If you're in a different
part of the state, you'll probably find people
especially willing to open up because
you're not competing for the same custom-
ers. But don't let geography stop you. I've
reached out to movers in my own region
and have been met with generosity, practi-
cal advice, and recommendations for re-
sources more times than | can count. That's
the kind of culture we have at CMSA, and
it's something worth protecting.

You don't have to copy someone else's
entire recipe.

Maybe you borrow one ingredient. May-
be you add two.

Maybe you realize the way you've al-
ways done something is exactly right for
your customers.

That's the beauty of learning from one
another.

Every chapter meeting, convention ses-
sion, committee meeting, warehouse tour,

webinar, or conversation over coffee is an-

other opportunity to improve your own reci-
pe. The knowledge is already in the room.
Sometimes all it takes is introducing your-
self and asking a question.

Heck, just last week | called another
mover to ask about...Christmas trees.
That's how rich and valuable this network
is. Sometimes the conversation is about
military peak season. Sometimes it's about
warehouse operations. And sometimes it's
about something completely unexpected.
You never know who has the answer you're
looking for until you ask.

So what's stopping you from reaching
out?

If you'd like an introduction to another
member, I'd be happy to help. Email works
best, but you can always text me.

After all, my children have tasted plenty
of chicken soups over the years.

They still ask for mine. Not because it's
the only good recipe. Simply because it's
ours.

Will your chicken soup ever taste exactly
like mine? Probably not.

(CHAIRWOMAN’S CORNER continued on page 7)
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Employee Comp
Speak in Forei

lains Coworkers
gn Language:

What Now?

We have nine employees in one office
area. One employee complained that three
of their coworkers speak to each other in
another language. The employee is uncom-
fortable and feels excluded. Can we require
everyone in this work group to speak only
English?

Section 11028(a)(3)).
Steps to Address Issue
1. Identify the employee’s specific con-
cerns.

Whenever an employee reports being
uncomfortable because of their coworkers’
behavior, it is important to find out the

Issues re-
lated to lan-

AVIGATING CALIFORNIA WORKPLACE LANGUAGE RESTRICTIONS IS i)

source of that

guages spo-
ken in the

LEGAL FRAMEWORK:
FEHA & “BUSINESS NECESSITY”

Ak

(5 STEPS TO ADDRESS A COMPLAINT Does the
IDENTIFY SPECIFIC CONCERN employee feel

@ Probe the source of discomfort.

workplace
arise in multi-
ple contexts
and must be
handled care-
fully. “English-
only” rules risk
claims of na-
tional origin

FEHA PRESUMPTION
Policy limiting any language
is presumed UNLAWFUL.

t=

NO ALTERNATIVES

No other way to
achieve purpose.

BUSINESS NECESSITY
Must show overriding
legitimate business ~ ==
purpose.

narrowly
tailored

AN EMPLOYER CANNOT

BASED ON EMPLOYEE
\
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RESTRICT ANOTHER LANGUAGE

DISCOMFORT ALONE.
J

left out only
because they
do not under-
stand the lan-
guage being
spoken? Or
are there oth-
er reasons for
their concern?

Are work discussions, Meetings, feets - -
safety info involved? T AL
FOCUS ON BEHAVIOR AND COMMUNICATIONS,
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Cohesiveness, clear communication, @
CONSULT COUNSEL
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= or idle chatter issues?
PROCEED CAREFULLY & ﬁ
Complexity requires expert guidance.
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discrimination.

For exam-

Language Restrictions

California’s Fair Employment and Hous-
ing Act (FEHA) presumes that policies limit-
ing the use of any language in the work-
place are unlawful. Employers have the bur-
den of showing that restrictions are justified
by business necessity and narrowly tailored
to achieve their purpose (California Code of
Regulations, Title 2, Section 11028(a)(1)).

“Business necessity” means an overrid-
ing legitimate business purpose. Employers
also must demonstrate that they have no
alternative but to establish language re-
strictions (California Code of Regulations,
Title 2, Section 11028(a)(2)).

Most importantly, an employer cannot
restrict the speaking of another language
because an employee is uncomfortable
(California Code of Regulations, Title 2,

ple, do they believe their coworkers are talk-
ing about or ridiculing them? Is work-related
information being shared in a foreign lan-
guage? Do the conversations disrupt the
working environment?

It is critical to understand the complain-
ing employee’s precise issue to determine
your response.

2. Determine whether the employee is
being harassed or intentionally isolated.

An employer should investigate any alle-
gation that coworkers are mocking or ostra-
cizing other employees. A foreign language
should not be used to exclude someone
from work opportunities, meetings, training
or other job-related communications.

Poor conduct is always a concern —
whether it's occurring in English or another
language.

(FOREIGN LANGUAGE continued on page 7)




(CHAIRWOMANS CORNER continued from page 5)

And that's exactly the point. Borrow an
ingredient. Share one of your own.

Keep improving your recipe. That’s how
we all get better.

(PRESIDENT'S COMMENTS continued from page 3)

paperwork webinar and our chapter leader-
ship orientation.

Looking ahead, September brings an-
other opportunity to connect. Some of you
will see Chairwoman Griselda Gonzalez
and me as we kick off our annual chair and
president tour of all twelve CMSA Chapters.
The beginning of September will start right
off with visits to Twin Counties, San Diego,

and Orange County/Beach Cities Chapters.
As always, visit the CMSA website calendar
of events for more information on upcoming
meetings and events. It's one of my favorite
traditions of the year, a chance to hear and
share the latest industry news straight from
the source and to visit with old friends
across the state. Hope to see you there!

(FOREIGN LANGUAGE continued from page 6)

3. Assess whether a common language
is necessary for business communica-
tions.

Employers can require that work-related
communications be conducted in English
when there is a legitimate operational rea-
son or business necessity. Such reasons
include:

+ Daily interactions where work infor-
mation is shared.

* Team meetings.

« Safety instructions.

The focus should be on ensuring effec-
tive business communication, not on pro-
hibiting employees from speaking their na-
tive language.

Language restrictions must be tailored
narrowly to meet the identified business ne-
cessity. It must be clear that employees are
free to speak another language during
breaks, meals and personal conversations.
4. Address team dynamics.

This employee’s complaint may be less
a language issue and more an employee
relations and work team issue. The employ-

O

er may need to remind the team of the im-
portance of team cohesiveness and clear
group communications.

There also may be a legitimate concern
that the employees are engaging in idle
chatter when they are supposed to be
working. This is disruptive and has nothing
to do with the language spoken.

5. Proceed carefully.

The law protects the right of employees
to speak languages other than English in
the workplace. However, an employer may
have a legitimate business reason to re-
quire employees to communicate in a com-
mon language when engaged in business
discussions.

The important distinction is that an em-
ployee feeling excluded is a legitimate em-
ployee relations concern, while coworkers
speaking other languages generally is pro-
tected and, alone, does not support an
English-only policy.

Because of the complexity of this issue,
it is recommended that an employer consult
with employment counsel before establish-
ing any language restrictions.

Employees may speak languages
other than English at work.

Business necessity — not discomfort —
must justify restrictions.
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(THE CONVERSATION continued from page 1)

« Explaining them to themselves.
"You're just saying that because..."
You've decided you know their mo-
tives better than they do.

None of these are malicious. They usu-
ally come from a good place, wanting to
help, wanting to relate, wanting to move
things forward. But they all skip the same
step: actually finding out what's going on for
the other person before responding to it.
Diagnosis before treatment

Think about what
you'd want from a doctor.
If you walked in with
chest pain and they wrote
you a prescription before
examining you, you'd
walk straight back out.
Yet in conversation, peo-
ple do this constantly, of-
fering the fix before
they've understood the
problem.

The habit worth building is almost em-
barrassingly simple to describe and genu-
inely hard to do: understand first, re-
spond second. Not because it's polite, but
because it's accurate. You can't solve a
problem you don't understand, and you
can't comfort a feeling you haven't recog-
nized.

What real listening actually sounds like

Real listening isn't nodding along. It's not
"uh-huh, right" while your mind drifts to your
own to-do list. It's not even attentive listen-
ing, where you're absorbing the words but
running them entirely through your own ex-
perience, this reminds me of the time |...
Real listening reflects back what you're
hearing, including the feeling underneath it.
Something like:

"It sounds like you're not just annoyed
about the schedule, you're feeling like your
time isn't being respected.”

That single sentence does something ad-
vice never can. It tells the other person: /
was actually here with you. Nine times out
of ten, being understood matters more to
people than being fixed.

it sounds like you're
feeling like your time isn't
being respected...

Where this gets hard, and where it mat-
ters most

Anyone can listen well when the stakes
are low. The real test is disagreement.
When your partner is upset with you, when
a coworker is pushing back on your idea,
when your kid says something that stings,
that's exactly the moment the instinct kicks
in to defend your position first.

Try reversing the order instead. Under-
stand their side completely, even if you
— think they're wrong, be-
fore you say a word
about your own view.
Most arguments aren't
actually about the thing
being argued. They're
about two people who
don't feel heard, both
talking past each other in
growing frustration. Slow
down long enough to un-
derstand the other person, and you'll often
find the actual disagreement is smaller, or
different, than it first appeared.

Then, and only then, say your piece

None of this means staying silent forever
or losing your own voice in the conversa-
tion. Once you've genuinely understood
someone, you've also earned something:
the right to be heard in return, and the cred-
ibility to be taken seriously when you speak.
Say what you think, clearly, honestly, but
from inside their frame of reference, using
terms they'll actually recognize, not just
your own.

This idea has a name in a well-known
framework; Stephen Covey called it "seek
first to understand, then to be understood”
but you don't need the label to use it. You
just need to notice, in your very next con-
versation, the moment you're about to re-
spond before you've actually understood.
Pause there. Ask one more question. Re-
flect back what you heard before you say
anything about yourself.

It's a small shift. It changes almost eve-
rything about how people experience talk-
ing to you.




X ‘U

Warm Greetings from our California Team--People, Products, & Exceptional
Service You Can Count On. You can be assured that our greatest concern
will always be you and the growth and success of your business.

115 Years of Dedication to the Moving & Storage Industry
Los Angeles : 13571 Vaughn St. (818) 686-7020
San Leandro: 1501 Doolittle Drive (510) 562-2563

20 Nationwide Locations. www.newhaven-usa.com




The Case for Real Succession Planning

By Ben Julianel, Navigators Advisory Group

Many business owners have given or
heard some version of the same promise.
“When I’'m ready to step back, it’s yours.”
Usually sealed with a handshake, however,
rarely put in writing. Ben Julianel of Naviga-
tors Advisory Group has spent his career
watching what hap- ;
pens next. In a re-
cent conversation,
he walked through
one succession sto-
ry from start to fin-
ish. The throughline
is simple, a busi-
ness is only worth
what its valuation
says, and a seller is
only as safe as their
exit readiness al-
lows.

A Verbal Promise, Seven Years in the
Making

Two founding owners of a C corporation
had promised, roughly seven years earlier,
to sell the business to three key employees,
a deal originally meant to close in three
years. There was no written agreement and
no real deadline, until one key employee
threatened to walk. Therefore, a transaction
discussed for years had to be structured,
priced, and signed under pressure nobody
had planned for.

A Valuation Built on Hope, Not Analysis

The ownership split was set, one buyer
at 51%, two others at 24.5% each, but the
price wasn'’t built from a rigorous, risk-
adjusted valuation. The group of five, none
of them valuation experts, worked backward
from what the business could afford to pay
over a 10-year installment period based on
cash flow at that moment. Everyone signed
off believing the deal was fair, but it left al-
most no cushion. Free cash flow was thin,
and the structure quietly assumed the busi-
ness would keep growing. No one planned
for what would happen if that assumption

failed.
When the Cushion Disappeared
Three years in, the company lost one of
its largest customers. Cash flow couldn’t ab-
sorb the hit, and scheduled payments to the
sellers had to be deferred repeatedly over
the next four years.
Renegotiations fol-
lowed, and the par-
ties eventually
agreed to a lower val-
uation that let the
sellers walk away
reasonably and let
d the buyers complete
the purchase without
sinking the company.
¥l It wasn'’t clean, and
tension ran high for
the rest of the ten-year term.
The Cost Nobody Priced In
One founder stayed on for six years after
closing, far longer than the two years ex-
pected, because his client relationships
mattered too much to walk away from.
When the company later needed to cut
costs, his role was the one eliminated. He
had to leave California and scale back his
lifestyle significantly. Ben had recommend-
ed he complete an exit readiness analysis
before stepping back. But the founder de-
clined, assuming the “gravy train” would
keep running. It didn’t, and by the time that
became clear, there was no room left to ad-
just. The other founder, more financially
minded, stayed on about twelve months to
help with the transition, then exited cleanly.
What Exit Readiness Analysis Actually
Means
An exit readiness analysis is a full finan-
cial planning exercise built around the exit
itself. Consisting of estimated gross and net
sale proceeds, a waterfall of how proceeds
get distributed, projected incomes, sustaina-
ble withdrawal rates, and a clear-eyed com-
parison of assets and income against real

(SUCCESSION PLANNING continued on page 12)
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(SUCCESSION PLANNING continued from page 11)

lifestyle costs. Done well, it models 20 to 30
years of retirement spending so an owner
knows in advance what they can actually
afford. It matters because most closely held
business owners are comfortable writing
large checks from the business but far more
cautious writing them personally. The analy-
sis manages that shift from two checkbooks
to one before it happens under pressure.
The Buyers’ Side of the Ledger

The three buyers spent ten years cutting
costs and limiting their own pay to keep
payments to the sellers on schedule. Now
that the buyout is complete, they can finally
pay themselves what the business supports.
The majority owner remains optimistic, es-
pecially with a new line of business ex-
pected to add roughly $1 million in profit.
But of course, Ben still wonders how the two
minority buyers, in hindsight, would answer
whether it was worth it.
The Takeaway

This deal worked out, but despite its
structure, not because of it. A valuation built
backward from thin cash flow, rather than

from a sober look at risk, left no room for the
one thing every business eventually faces:
change. And a founder who waved off a real
look at his own retirement finances paid for
that decision years later, with far fewer op-
tions. The lesson for any owner eyeing an
internal succession: get the valuation right
before signing, build in room for unexpected
events, put the plan in writing before some-
one forces the issue, and treat an exit readi-
ness analysis as a requirement, not an op-
tion. A verbal promise and a hopeful num-
ber can carry a deal for a while. They
shouldn’t be what it’s built on.

. NAVIGATORS

ADVISORY GROUP

CA DOI License #0B01094 | www.iwins.com

mINTERWEST

P INSURANCE SERVICES, LLC

New routes, additional services, and
business growth can create new exposures.

Make sure your coverage keeps pace.

Will Lawrence

Moving & Storage Insurance Specialist
wlawrence@iwins.com

Agent License # 0K46633

925-977-4113
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CMSA ALERT

Reshipping Fraud AKA Product-Diversion Scam

1. The stolen card purchase. A fraudster buys goods online using a stolen or cloned credit card but
has them shipped to a third party: often a moving company, freight forwarder, or a private individual
acting as a "reshipping mule."

2. The mover as unwitting middleman. The mover is hired (sometimes through a legitimate-looking
job posting or a "warehouse receiving” contract) to receive packages and forward them, often
overseas or to another domestic address, with no idea the goods were bought fraudulently.

3. The chargeback hits the supplier. Once the real cardholder disputes the charge, the
retailer/product supplier eats the chargeback, having already shipped the goods (a total loss unless
they can claw the merchandise back, which they usually can't once it's been reshipped).

4. The mover gets stuck too. If the mover already paid to receive, store, or ship the goods (or
extended any invoice/receiving credit), they're often unpaid or exposed. Sometimes the mover's
own account or systems get used to legitimize the transaction (making it look like a real shipment),
which can also flag the mover's business with card networks or shipping carriers for suspicious
activity.

Both parties lose: the supplier loses the merchandise and eats the chargeback; the mover can lose
fees, get blacklisted by carriers, or become an unwitting party to a fraud investigation.

Red flags for movers
- Rush shipping requests paired with reluctance to provide ID or a verifiable address history
- Billing address that doesn't match shipping/delivery address, especially international destinations

- New customers requesting drop-off/hold-for-pickup at a warehouse rather than a residential
delivery

- Payment method changes late in the transaction, or a request to route payment/receiving through
a third party

- Orders significantly above a customer's typical volume or value with no moving-history
documentation

13
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Hiviv business independently — but now with
the backing of a nearly 100-year legacy.”

Tom & Karen Mantzouranis,
800.323.3135 Co-Owners, Main Street Movers
NationalVanLines.com National Van Lines Partner Since Early 2025

GROW YOUR OWN BRAND - KEEP YOUR INDEPENDENCE - KEEP CONTROL OF YOUR BUSINESS - REACH NEW MARKETS -
ACQUIRE NEW CUSTOMERS - SUPPORT FROM AN INDUSTRY EXPERT - ADD BRAND RECOGNITION OF A NEARLY 100 YEAR OLD
COMPANY - GROW YOUR SALES TEAM - KEEP MORE OF YOUR REVENUE - HAVE A VOICE!




MEMORIAL BULLETIN

It is with profound sad-
ness that we share the
passing of Peter Paul
Mazzetti, Jr. ("PJ"), who
passed away unexpected- | =
ly on June 28, 2026, at 23
the age of 58.

Peter served as Presi-
dent of Nor-Cal from 2004
through 2022. For nearly
two decades, he led the
company with integrity,
vision, and a deep com-
mitment to the people
who made Nor-Cal what it w0
is. He believed that a suc- ‘
cessful company was built 2 )
on strong relationships,
hard work, and doing the
right thing. His leadership, steady guidance,
and genuine care for employees earned
him the respect and admiration of col-
leagues throughout the organization and
across the industry.

PJ was also deeply committed to the
moving and storage industry beyond Nor-
Cal. He was an active member of the Allied
Agent Association, serving on its Board of
Directors and contributing to several com-
mittees dedicated to supporting the agents
of Allied Van Lines. He believed in collabo-
ration, mentorship, and strengthening the
agency network, and he generously shared
his time and expertise to help others suc-
ceed.

While Peter was an accomplished lead-
er, those who knew him best knew that his
greatest source of pride was his family. He
was a devoted father to Sarah, Peter IlI,
and Jack, and nothing brought him more joy
than supporting his children. Whether
coaching their teams, cheering from the
sidelines, or celebrating life's milestones,
Peter embraced fatherhood with the same

~

!

4

passion and dedication
that he brought to every
aspect of his life.

Born on April 15, 1968,
in Washington, D.C., Pe-
ter grew up in both Dan-
ville, California, and
Wheaton, lllinois. He at-
tended Boston College
before earning his law de-
gree from New York Law
School. Throughout his
life, he built lasting friend-
ships, loved sports, and
was known for his gener-
ous heart, competitive
spirit, quick wit, and ability
to make people feel wel-
come.

Peter leaves behind a legacy that ex-
tends well beyond his professional accom-
plishments. He touched countless lives
through his kindness, mentorship, and
friendship. Those who had the privilege of
working alongside him will remember not
only his leadership, but also the respect he
showed others, his approachable nature,
and the positive impact he made on the Nor
-Cal family and the Allied network.

Peter is survived by his beloved chil-
dren, Sarah, Peter lll, and Jack; his par-
ents, Rosemary and Peter Paul Mazzetti,
Sr.; his siblings, Michael ("Mickey") Mazzet-
ti, Patricia ("Tricia") Hiserote, and Scott
Mazzetti; and many cherished extended
family members and dear friends.

On behalf of everyone at Nor-Cal, we
extend our heartfelt condolences to Peter's
family and loved ones. We are grateful for
the years we shared with him, for the exam-
ple he set, and for the legacy he leaves be-
hind. He will be deeply missed and fondly
remembered by all who have the privilege
of knowing and working with him.
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TRUCKS

A Toyota Group Company

« Side Doors Both Sides of Truck
« Translucent Roof

« Loaded with Tie Downs

« Attic Storage
« Loading Ramp
« Air Ride Suspension

« 5 Year/250K Mile Engine Warranty

« More Photo's online
1015 Timothy Drive
San Jose, CA 95133 Financing/Leasing Available

TRUCK CENTER 1-418-2750500 www.monarchtruck.com
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lNAﬂONAL

EXPRESS

YOUR NEXT MOVE

POWERED BY
NATIONAL VAN LINES

Your Success.
Our Support.

With NationalExpress Move

Earn more on every lead. Unlimited referrals. Real support, real commissions.

Join The Network

Built For Independents
Who Move Fast.

Earn more on every referral No contracts No limits Get paid fast

Start today at
NationalExpressMove.com

g e]

L

855.5175310
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CLASSIFIED ADVERTISING

ADVERTISING CHARGES:

1-5 Lines $15;
$2 each addt’l line. CMSA
box # $5.

Special heading/setup is
extra.

To place your ad, contact
Gale Ilwashita by email:

giwashita@thecmsa.org
or
call (562)865-2900.

OPPORTUNITY TO SELL YOUR
MOVING & STORAGE
BUSINESS

A well-capitalized buyer is ac-
tively seeking to acquire all or
part of your established moving,
storage, or related service firms
in major CA markets. We offer:

e Rapid, fair-market cash of-
fers for select assets

e Flexible transaction struc-
tures to fit your exit timeline

e Seasoned transition support
from an experienced team

All inquiries are handled with the
utmost confidentiality.

Kim (858) 245-8925

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.

INSURANCE
I[A GROUP

@ TrANSGUARD,

ANSWERS FOR

California’s strength comes from its people -
and so does ours. For more than half a century,

we've protected the people who keep California

moving with diverse coverage solutions.

Beyond the policy, our Underwriters act as risk
advisors, our Loss Control Specialists help
mitigate risk at the source, and our steadfast
Claims team is there when it matters most.

AUTO LIABILITY - PHYSICAL DAMAGE - CARGO
GENERAL LIABILITY - WAREHOUSE LEGAL - PROPERTY CRIME - MOVING

EQUIPMENT - UMBRELLA

Scan the QR code to connect with a local California agent or visit
us online at www.iatinsurance.com and select "Find an Agent"




CALENDAR OF EVENTS

Wed., Aug. 12 MAX 4 Tariff Paper-
work Workshop Fri., Oct. 2 Monterey Bay
Chapter
Tues., Sept. 1 Twin Counties Cardinale Classic
Chapter Meeting Bocce and Golf
Tournament
Wed., Sept. 2 San Diego Chapter
Meeting Sat., Oct 3 Central Valley
Chapter Cornhole
Thurs., Sept 3 OC/Beach Cities Tournament
Chapter Meeting
Fri.-Sun. CMSA Fall Board
Thurs., Sept. 10  Monterey Chapter Nov. 6 - 8 Meeting
Meeting

Tues., Sept. 22 Mid Valley Chapter Some dates and times may have
Meeti
eeting changed, Ge sure to check our

Thurs., Sept. 24  Central Coast website for updates.
Chapter Meeting

CALIFORNIA, %)
COVERED

NORTHERN CALIFORNIA Fresno

(800) 817-5581 Salinas Q Tulare
cstr@victorypackaging.com

SOUTHERN CALIFORNIA F Ontario
(800) 288-5100 Los Angeles

csla@victorypackaging.com Corona

Victory
©2022 Victory Packaging. VICTORY PACKAGING and the Victory Packaging f:fk_agmg
A Comy

Logo are trademarks owned by WestRock Company. All rights reserved.
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'H'unvger Leaderboard Report

CA Leaders for the
Month

Daly Movers 300 Ibs. 8 3\ m@%

» ] Ylll Hire Dave Iloslo

Total

123 Moving & Storage 100 lbs. j ’

Beltmann Relocation 87 Ibs. MT - GMJ.TUIHW'

Group - LA/OC {%/ @davethemogul | § .com/sioragewarrior

CMSA Report > L avehestrauctioneetcom
Food Collected and Delivered

Year to
Date

487 45,702 2,723,585
Ibs. Ibs. Ibs.

Monthly All Time

406 38,095 2,269,654
meals meals meals

AN EXPERT TEAM TO HELP g gg‘;ﬁg‘[{{w&
YOU MOVE ANYWHERE B e

A DEWITT COMBANY "
~ We offer twice weekly service to all islands. Our rates include surcharges and
delivery services up to 50 miles from the ports of Oahu, Maui, Hilo and Kona

GUAM

We have been proudly serving Guam since 1983.
Our all in rates include fuel surcharges and delivery
services anywhere in Guam

ALASKA

Our all in rates include fuel surcharges an delivery > s ok _i'.'ﬁmlﬂ'hmi [
services up to 50 miles from the Port of Anchorage. i ey

INTERNATIONAL

DeWitt manages over 15k over water moves annually.
Globally known due to our high volume of United States Government work.

CONTACT US FOR YOUR FREE QUOTE @
www.DeWittMove.com T
info@DeWittMove.com | (858) 290-5144

Royal Hawaiian Movers — ROYAL ALASKAN MOVERS  Zoviirt i

MOVE WORLDWILIE




