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The Road To ‘The Streets:’ 
Tony Shooshani On Downtown’s Rebirth
� By SAMANTHA MEHLINGER
Assistant Editor

W hen Shooshani Developers, LLC pur-
chased City Place Long Beach 12

years ago, Managing Member Tony Shooshani
knew that Long Beach was on the cusp of great
change. In the interim, there was a little hiccup:

the Great Recession. But now, Shooshani is see-
ing the potential in Long Beach – and in his
property – realized.
“Twelve years ago, we bought this project

through an exchange of a property that we sold in
San Diego,” Shooshani told the Business Journal.
“We had a development opportunity there that did-

Long Beach
Real Estate

Market 
Update

City Is ‘On Everyone’s
Radar Right Now’

� By SAMANTHA MEHLINGER
Assistant Editor

R esidential, commercial and
industrial real estate markets

in Long Beach and throughout Los
Angeles County continue to experi-
ence high demand, with both do-
mestic and foreign investments in
development projects ramping up.
Over the past few years, single-

family housing in Long Beach and
statewide has been in short supply
and high demand – dynamics that
seem to become more pronounced
as the recession fades further into
hindsight. As a result, sales prices

Exploring Some Of The Challenges Faced 
By Minority-Owned Businesses In Long Beach
� By BRANDON RICHARDSON
Senior Writer

I n the United States, histori-
cally, minority-owned busi-

ness owners have been
disproportionately underrepre-
sented in terms of gaining access
to capital to start and fund their
businesses due to years of racial
and economic discrimination.
“There are certain variables

that may act as obstacles for mi-
nority-owned businesses . . . es-
pecially when it comes to

borrowing money,” Seyed Jalali,
Long Beach economic develop-
ment officer, said. “We see and
we feel that a majority of the vic-
tims that fall into the predatory
funding trap are indeed minority-
owned businesses.”
Jalali said the country has

come a long way in the past 20

years but that immigrants coming
to the country still face chal-
lenges attributed to language bar-
riers, education level and cultural
norms. For example, he noted
Cambodian immigrants have an
inherent fear of government due
to government corruption and the
genocide of the Cambodian peo-
ple in the past. He explained that
this fear makes them less likely to
reach out for government assis-
tance while starting and main-
taining a business.
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Tony Shooshani, managing member of Shooshani Developers, LLC, believes Downtown Long Beach is in the midst
of a rebirth. His firm is reinvesting in the six-square-block property it owns in the heart of the area, formerly known
as City Place. Improvements to the portion of the project fronting 3rd Street at The Promenade are nearly complete.
(Photograph by the Business Journal’s Larry Duncan)

(Please Continue To Page 14)

(Please Continue To Page 4)

Fading Hope For Homeownership In California

Apartment
Rental Rate
Studies Vary
Location, Amenities,
Building Age, Etc.,
Impact Rental Price

� By BRANDON RICHARDSON
Senior Writer

S ince ApartmentList.com
released a report in Febru-

ary claiming Long Beach’s me-
dian rent for one- and
two-bedroom units was $1,400
and $2,100 per month, respec-
tively, rental rates have been a hot
topic amongst city staff, housing
advocates, residents and property
owners and managers.

My alma mater, Chapman University, and the
California Association of Realtors’ Center for Cal-
ifornia Real Estate just came out with a report that
is just about as pessimistically named as you can
get. Ready for it? 

“Fading Promise: Millennial Prospects in the
Golden State.” 
This gleefully titled summation of my future in

California was authored by Joel Kotkin, director of
Chapman’s Center for (Please Continue To Page 28)
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People In The News

Carolyn Caldwell has been
named president and CEO

of Dignity Health St. Mary

Medical Center, the 389-

bed hospital in Downtown

Long Beach. Caldwell has

30 years of health care in-

dustry experience, most recently serving as

CEO of Desert Regional Medical Center in

Palm Springs. She earned her master’s de-

gree from Texas Women’s University. She

joins St. Mary’s next month. . . . Kevin J.
Jackson is the new deputy
city manager for the City of

Long Beach. He currently

serves as neighborhood

services director for the

City of Champaign, Illi-

nois. Prior to that he

worked for the City of Glendale, Arizona.

Jackson earned his master and bachelor de-

grees from Arizona State University. He

starts June 26. . . . Brad Williams has been
promoted to CEO for Long

Beach-based Retail Design

Collaborative (RDC). He

replaces Steve Ruth, who
will continue to serve as

president and chairman of

the board. Williams is also

serving as CEO and chairman of the firm’s

Shanghai entity. He began with RDC in

1999, working with the company’s Studio

One Eleven brand. In 2013, Williams was

promoted to chief operating officer for

RDC. . . . The Long Beach Board of Harbor

Commissioners announced that Suzanne
Plezia has been promoted
to senior director of the en-

gineering bureau’s program

delivery group at the Port of

Long Beach, and that Tom
Baldwin has been promoted
to oversee the port’s capital

improvement program. Plezia, who joined

the port in 1996 as an in-

tern, also holds the title of

chief harbor engineer – the

first woman to hold the po-

sition. She is responsible

for four port divisions: pro-

gram management; con-

struction management;

survey; and project controls. Baldwin, a

port employee since 2002, is now responsi-

ble for the port’s capital improvement pro-

gram which includes dredging, wharf,

terminal, building, railroad, bridge, safety,

roadway and utility projects. . . . Susana
Gonzalez Edmond has joined the Long

Beach office of Ek, Sunkin,

Klink & Bai, a public af-

fairs, strategic communica-

tions and government

advocacy firm. The com-

pany also has offices in

Downtown Los Angeles

and San Pedro. Edmond previously worked

as a community liaison with Southern Cal-

ifornia Edison and as an aide to Long

Beach Mayor Robert Garcia. . . . Jim Rush-
ton has been named chief revenue officer
for the Los Angeles Chargers, which will be

playing its home games at StubHub Center

in nearby Carson. Rushton comes to the

Chargers from IBM, where he served as

partner and global leader of the sports and

entertainment consulting practice. . . . Tom
Huey has been promoted to partner in the
audit and assurance practice at Windes, an

accounting and advisory firm based in

Downtown Long Beach. He joined Windes

in 2007. Huey, a certified public account-

ant, earned his bachelor’s degree from

UCLA. . . . Senior Associate Guy Jimenez
and Associate Charles Thrash have been
named principals at c|a Architects, a health-

care, architecture, planning and design firm

based in Long Beach.  “This opportunity al-

lows me to expand my efforts as we con-

tinue to grow our client base and build

project capabilities,” Jimenez said. Thrash

added, “I'm excited for the opportunity to

support our team and grow our culture from

this new perspective, while continuing to

provide the highest level of service to our

clients.” . . . During the 20th Annual “En-

trepreneur of the Year” event presented by

the Long Beach Area Chamber of Com-

merce and sponsored by City National

Bank, the following individuals and com-

panies were recognized: as reported in a

edition, Rick and Trent Bryson, father and
son owners of Bryson Financial Group,

were honored as “City National Bank En-

trepreneur of the Year;” Signal Hill Petro-

leum received the “Holthouse, Carlin & Van

Trigt Corporate Citizen of the Year; Mort
(posthumously) and Susan Stuhlbarg re-
ceived the “Chick-fil-A Community Spirit

Award;” and Kimberly Gros of Steelcraft re-
ceived the “Long Beach City College

Shaun Lumachi Rising Star Award.”
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Wells Fargo employees presented a $75,000 check to the Memorial Medical Center Foundation to coincide with the annual Miller
Children’s and Women’s Hospital Long Beach’s Tour of Long Beach kick off last month. One of the activities is a trike race featuring
cancer patients – including the children pictured here – and the doctors and nurses who treat them. One of the veteran trike riders is
Ben Alvarado, Wells Fargo Southern California lead region president and a member of the foundation board. “This donation is in
honor of the Miller Children’s community, which is founded in a culture of caring,” Alvarado said. “It is a pleasure to be a part of this
trike race today and to know our Wells Fargo team will be participating in the Miller Children's Tour of Long Beach in May.” Pictured
from left are: Alvarado; Wells Fargo Treasury Management Analyst Gus Jimenez; Miller Children’s & Women’s Hospital Long Beach
CEO John Bishop; Wells Fargo Personal Bankers Maria Ramirez and Gladys Paz; Tony Cruz, former Olympian, professional cyclist,
community ambassador and trike race master of ceremonies; and Jacqueline Casillas, M.D., M.S.H.S, medical director, Jonathan
Jaques Children’s Cancer Center, Miller Children’s & Women’s Hospital Long Beach. (Wells Fargo photograph)

During ceremonies held last week at the home of California State University, Long
Beach President Jane Close Conoley, the Long Beach Rotary Scholarship Foundation
presented a one-time centennial scholarship in the amount of $15,000 to university stu-
dent Yasmeen Azam. It is the largest scholarship presented in the 60-year history of the
foundation. Azam, born and raised in Los Angeles, is working toward a bachelors in
international relations, with a double minor in economics and Middle Eastern/North
African studies. Last year she spoke at the United Nations during International Youth
Day. Pictured from left: Foundation President Jane Netherton; Azam; Conoley; and
Jayne Lastusky, Rotary president. (Photograph by the Business Journal’s Larry Duncan)
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of single-family homes continue to increase.
“I think we are still dealing with home-

owners who have no desire to sell if they
feel as though they can continue to recover
equity that they may have lost during the
Great Recession,” Robert Kleinhenz, econ-
omist and executive director of research for
Los Angeles-based firm Beacon Econom-
ics, told the Business Journal. This may be
a cause of the impaired inventory of homes
in the county and the state, he noted.
In Los Angeles County, only 28% of the

population can afford the median price of
a single-family detached home, according
to Kleinhenz. Given current lending stan-
dards, Kleinhenz estimated that a house-
hold would have to earn roughly $100,000
per year to afford monthly payments for a
median-priced home, which is about
$549,000 in L.A. County. 

William Yu, economist for the UCLA An-
derson Forecast, noted that the Federal Re-
serve is expected to raise interest rates two
to three times this year, although in modest
increments. The prospect of rising interest
rates should trigger even more heightened
demand for housing, Kleinhenz said.
While the state is contending with a

housing supply problem, construction of
new housing – particularly single-family
projects – is often hindered. “Because of
the California special CEQA regulation, we
have this kind of not-in-my-backyard men-
tality for most of the county,” Yu observed,
referring to a state regulation that requires
stringent environmental assessment before
developments can move forward. “So it’s
very difficult for a developer to get a per-
mit to build to meet the demand.”
Kleinhenz also pointed to CEQA as an in-

hibitor of new housing. “So that’s a challenge

that Long Beach and just about every city in
coastal California has to deal with – the idea
that it’s already a pricey place, and inhibiting
construction of new homes of any kind is
going to inhibit affordability,” he said.
New multi-family developments planned

in Long Beach will add some much-needed
housing stock to the market over the next
few years. Long Beach has seen an injection
of private investment into the multi-family
sector, according to Petra Durnin, Southern
California director of research and analysis
for CBRE. There are dozens of multi-family
and mixed-use projects planned and under-
way, mostly concentrated in downtown. 
“Long Beach has had everything in

place for a revitalization for so long, and
now it is actually coming to fruition,”
Durnin told the Business Journal. “So as
this area continues its revitalization with
new housing and new amenities, that in

turn brings new office opportunities, oc-
cupiers, companies and investors.”
Local real estate agents report that sales of

existing multi-family properties seem to be
increasing despite short supply. Rents con-
tinue to rise and interest rates remain low,
making the properties appealing to investors. 
The South Bay region as a whole experi-

enced a sharp decrease in office space va-
cancy rates in the first quarter. In the South
Bay, vacancy rates decreased from 18.75%
to 14.8% from the first quarter of 2016 to the
same time this year, according to Kleinhenz. 
In Long Beach, the vacancy rate of office

space decreased by about 2.4% in the first
quarter of 2016 to the same time this year,
according to data from Cushman & Wake-
field. The real estate firm’s quarterly report
notes that the 100 Pine Ave. office building
was removed from the overall market sup-
ply, as it is going to be converted to resi-
dential units.
Durnin speculated that as technology and

aerospace firms continue to grow through-
out the South Bay, they might eventually
turn to Long Beach. “It is important to note
that as these tech and tech-related compa-
nies are growing and emerging, they are
looking for the next great submarket to be
located in,” she said. 
“[Long Beach] has got the housing, it has

got a live-work-play environment,” Durnin
said. “I think that’s why it is on everyone’s
radar right now. . . . It has got that vibe, it
has got that feel. It has got those amenities
that will really make it viable for these cre-
ative types that are out there looking for the
next cool environment.”
The vacancy rate of retail space in Long

Beach is relatively flat, according to local
real estate professionals. Retailers large and
small are being forced to evolve thanks to the
increasing desirability of online shopping. 
“The reality is the industry as a whole is

evolving and becoming more efficient and
working to meet the changing needs of
consumers,” Durnin said. “And that may
mean going from a storefront to an online
presence, or opening a storefront to support
your online presence.”
Retail spaces are becoming increasingly

experience-driven in order to offer something
that the Internet cannot, according to Yu. Re-
tail projects planned and underway in Long
Beach, including the future 2nd + PCH proj-
ect and the repositioning of City Place as The
Streets, are focused on creating walkable, vi-
sually appealing environments that people
will want to stay and play in, rather than sim-
ply visiting to go into a store and leave.
The overall vacancy rate of industrial

properties in the South Bay is now below
1%, according to Kleinhenz. “It’s hard to be-
lieve vacancy rates can get as low as they
have over these last several quarters,” he said.
A strong manufacturing base in the region,
reliant in large part upon the aerospace sec-
tor, as well as new demand for space to cul-
tivate marijuana and the ongoing strength of
the regional goods movement industry, are
likely driving down vacancy, he observed.
Durnin pointed out that the growth of on-

line retail is likely creating more demand for
industrial space as companies seek to satisfy
their customers with quicker delivery serv-
ice by creating more distribution centers.
Overall, Kleinhenz is forecasting stability

for the regional real estate markets, citing
continued economic growth. “There is just
no reason to think at this point in time that
a recession is on the horizon,” he said.  �
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Tight Home Supply 
Continues To Drive 
Single-Family 
Market Dynamics 
� By SAMANTHA MEHLINGER
Assistant Editor

The sales volume of single-family
homes and condominiums in Long

Beach was hampered in the first quarter due
to low inventory of homes available for pur-
chase, according to local real estate profes-
sionals. Strong demand to purchase homes
in the city continues to drive up sales prices.
“It was a quiet first quarter, even by first

quarter standards, primarily because of the
lack of inventory,” Phil Jones, owner and
CEO of Coldwell Banker Coastal Alliance,
told the Business Journal. Typically, the
first quarter is known as the slow season in
single-family real estate.
“We’re seeing sales continue to be con-

stricted by very short inventory,” Jones
said. “At the end of March, there was only
a supply in single-family detached [homes]
of 1.9 months.” This means that given the
amount of demand at the time, all homes
on the market would have sold within that
time frame. In March, there were 2.3
months worth of inventory of condos for
sale in Long Beach, he noted.
Geoff McIntosh, president of the Cali-

fornia Association of Realtors and owner
of Long Beach’s Main Street Realtors,
pointed out that the inventory of mid-
priced homes is even lower. “If you’re
looking at entry-level [homes] up to about
$800,000, the inventory is truly days. It’s
probably 16 or 17 days,” he said.
“The number of closed sales in March

was identical to March of last year, but the
pending sales were down 32.5%,” Jones
said, calling the decrease “substantial.”
Pending sales of condos decreased by
29.9% from March of 2016 to the same
month this year, he said.
“There were only 573 properties total on

the market in Long Beach at the end of
March,” Jones noted. “Historically, we’re at
1,500 to 2,000.”
McIntosh estimated that there is about

two months of inventory of condos for sale
in Long Beach. Jones estimated the sales
prices of condos in Long Beach increased
by 3% from March 2016 to March 2017.

In April, Jones said his firm began to see
increased listing activity, which he said is
typical of the spring season, but cited as an
encouraging sign. 
Home prices in Long Beach have been

appreciating at a rate of 5% to 6% so far
this year, according to Jones. “Because of
the demand being so strong and the interest
rates so low, you would really expect to see
more rapid price appreciation, particularly
because we are seeing multiple offers on
virtually every transaction,” he explained.
“We are seeing moderate price increases,
which is healthy,” he said.
Moving forward, both McIntosh and

Jones expect similar market dynamics to
remain at play through the year. Each em-
phasized the need to increase the supply of
housing both in Long Beach and through-
out California. 
Jones supports rolling back state regula-

tions to encourage residential development.
“We need amendments to the California En-
vironmental Quality Act – CEQA,” he said.
CEQA is a state regulation that requires
stringent environmental assessments before
proceeding with development projects. “That
needs to be amended or gotten rid of because
it adds so much in cost to building and it adds
to the affordability issue,” he added.
“There is a lot of discussion going on in

Long Beach currently about how we en-
courage the supply of affordable workforce
housing. We’re having more problems hous-
ing the working population here,” McIntosh
said. “[In] the San Francisco Bay Area, for
example, people are commuting two hours

each way to work to get to affordable hous-
ing stock. And we’re in danger of similar
things happening here if we don’t find ways
to dramatically increase supply.”
McIntosh views increasing density of

housing as a solution but noted that many
people are opposed to this concept. “We
need to look at density because, as much as
many people frown on the idea of increas-
ing density due to the increase in traffic and
so forth, there are benefits to increasing
density. It brings in more retailers, which
brings in more tax revenue,” he said. “So
the city would actually perhaps experience
a more robust economy if we were to allow
an increase in density.”
Downtown Long Beach represents an op-

portunity to create housing density, accord-
ing to McIntosh. “I think that downtown has
probably a better chance of providing the
kind of density and redevelopment that we
need because people aren’t as opposed to re-
development in the more dense areas,” he ob-
served. “But we need housing of every kind.” 
Two proposals for single-family develop-

ments in Long Beach have been stalled by
litigation. The development of 131 single-
family homes near Bixby Knolls, a project
called Riverwalk, was initially proposed in
2015. But the plan was stalled when a citi-
zens group filed suit. The group was
granted concessions in November, which
included scaling back the three-story height
of the proposed buildings.    
Plans for another single-family develop-

ment, this one in East Long Beach on the
site of the now-shuttered El Dorado Park

Community Church, include 40 single-
family homes. That project is tied up in lit-
igation as the property owner negotiates a
settlement with Warren Blesofsky, a local
known for pursuing lawsuits against resi-
dential developments. 
“Everybody agrees we need more hous-

ing, but nobody wants it in their backyard,”
McIntosh observed. �

Sales Of Long Beach
Multi-Family Properties
On The Rise

� By SAMANTHA MEHLINGER
Assistant Editor

Although the inventory of available
multi-family properties for sale in

Long Beach remains low, local apartment
real estate specialists are seeing an up-
trend in sales transactions as sellers look
to cash in on their property equity and
buyers hope to capitalize on low interest
rates and rising rents. 
Steve “Bogie” Bogoyevac, f irst vice

president of investments with Marcus &
Millichap, recently sold a portfolio of
20 apartment buildings in Long Beach
listed by one seller for $40,955,000. The
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Steve “Bogie” Bogoyevac, first vice president of investments for Marcus & Millichap, recently sold a
portfolio of 20 Long Beach apartment buildings, including this 18-unit complex at 533 E. 11th St. (Pho-
tograph by the Business Journal’s Larry Duncan)

Portfolio Of Apartment Buildings
Sold By Steve “Bogie” Bogoyevac

Address Zip Code # Of Units
1086 Stanley Avenue 90804 9
1128 Stanley Avenue 90804 9
1636 6th Street 90802 8
5270-22 Lemon Avenue 90805 14
533 E. 11th Street 90813 18
910 Gaviota Avenue 90813 8
938 E. 6th Street 90802 10
1074 Saint Louis Avenue 90804 8
1092 Gladys Avenue 90804 9
468 Gaviota Avenue 90802 12
811-817 Rose Avenue 90813 16
1056 E. 6th Street 90802 9
1088 Alamitos Avenue 90813 22
1430 Elm Street 90813 14
526-528 Golden Avenue 90802 21
539 E. 11th Street 90813 10
1862-1868 Pine Avenue 90806 16
2201 Locust Avenue 90806 12
2275 Chestnut Avenue 90806 8
2350 Cedar Avenue 90806 8
Source: Marcus & Millichap

This portfolio of properties recently sold within 3%
of the asking price of $40,955,000. Steve “Bogie”
Bogoyevac, first vice president of investments for
Marcus & Millichap, represented the seller.

Development project Park Broadway (foreground) is under construction at 245 W. Broadway, between Cedar and Pacific avenues. The project consists of 222 residential units and 8,500 square feet of retail
space. Just behind Park Broadway is the site of the Sares-Regis Group project 3rd + Pacific. The eight-story, multi-family residential development includes 163 residential units and 261 subterranean parking
spaces. (Photograph by the Business Journal’s Larry Duncan)
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sales to multiple investors closed within
3% of asking price. 
“It’s kind of an interesting market in the

fact that it’s a good time to buy because
rates are still low and you can still get
good financing,” Bogoyevac told the
Business Journal. “There is opportunity
out there and lots of properties where you
can improve value and increase rents and

get a decent price in return. And for own-
ers that have been thinking about selling,
values are incredibly high and it’s a good
time for them, so it’s kind of an interest-
ing balance.”
Lenders increased interest rates in the

first quarter, which threw a wrench in a
few pending deals in which rates had not
been locked down yet, Bogoyevac noted. 

Eric Christopher, senior associate with
INCO Commercial, said that increasing
interest rates – and the anticipation that
the Federal Reserve will raise rates two to
three times this year – are creating a sense
of urgency among both buyers and sell-
ers. Buyers wish to take advantage of low
interest rates to create the best return on
their investment, and sellers recognize
that window of opportunity.
Robert Stepp, principal of Stepp Com-

mercial, said he is seeing a high velocity
of sales this year. Marketwide, he esti-
mated about $450 million in closed sales
have been made so far this year. His own
firm has closed about $90 million in
multi-family transactions. 
“We are on pace to do $250 million this

year. And last year we did $200 million,”
he said. “Prices are higher. That helps.
There is more velocity on the market.
That helps.”
While inventory is low, Stepp believes

property owners are warming to the
prospect of selling. 
“I think sellers want to cash in on their

equity,” he said. “They have got quite a
bit of equity in their buildings, and they
want to either exchange into bigger build-
ings and increase their cash flow, or they
just simply may want to cash out because
of the prices at today’s rate.”
Still, inventory is fairly tight, the real

estate professionals agreed. “We’re defi-
nitely seeing more off-market deals than

Long Beach Business Journal • May 9-22, 2017 • Page 7
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Oceanaire, the 216-unit apartment complex by Lennar, broke ground on December 6 at 150 W. Ocean
Blvd. at Pacific Avenue. The seven-story project includes 1,500 square feet of retail space and a massive
slide from the street level down to a new public dog park on Seaside Way. The project is slated for
completion in 2018. (Photograph by the Business Journal’s Larry Duncan)

(Please Continue To Page 8)
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we ever have before. I would say probably
35% of deals done right now are off mar-
ket,” Stepp observed.
Someone who bought an apartment

building in Long Beach in 2012 and made
no improvements to it would likely earn a
30% to 40% profit margin on the property,
Christopher said. That kind of organic
price appreciation has likely topped out,
he speculated. However, for owners who
continue to improve their properties and
raise rents, they will be able to continue to
push up their asking prices, he explained.
Bogoyevac pointed out that many prop-

erty owners in Long Beach are behind the
market when it comes to rental rates. For
this reason, despite rental rates increasing
citywide, “I think there is still potential
for a lot of properties to increase rents,”
he said.
“Rents are like anywhere else. They

have gone through the roof in Long
Beach,” Stepp said. Christopher estimated
landlords should be able to push for $25
to $50 rent increases every six months. 
All three pointed out that property own-

ers and prospective buyers are concerned
about rhetoric among local activist groups
pushing for rent control. 
“The pressure is on pretty much all over

metro areas in the state for rent controls.
And now we’re seeing that right here in
Long Beach,” Christopher said.
“I get a lot of phone calls from owners in

the market asking, ‘Is this really going to
happen? Are we really going to see rent
control? And if we do, how is that going to
affect my value?’” Bogoyevac said.
“There is a perception out there that

rent control is coming,” Stepp said. “It’s
not good for the City of Long Beach. It’s
not good for development. It would kill
development.” Stepp said he relayed this
concern to Mayor Robert Garcia, whom
he recently met with. 
“He told me that he is one hundred per-

cent positive that rent control will not
happen in Long Beach,” Stepp said.
In the coming months, rising interest

rates could act as a bit of a detractor to
market activity, but overall, Christopher
expects more of the same. “I think every-
body is scratching their head about, like,

what is the net effect of all these things
that [President] Trump is trying to do
[and] where does it land us.” he said. “But
if you drill down into like Long Beach
multi-family, I don’t see a lot that’s going
to change our dynamics in the next year
other than interest rates.” �

� By BLAKE CHRISTIAN
CPA/ MBT

As a long-standing advocate for economic growth in this
city, I was disappointed – but not surprised – to read the re-
cent Long Beach Business Journal article on resident War-
ren Belsofsky’s attempts to delay the residential development
project slated for the former church property (vacant for over
a year) located on Norwalk Boulevard near Wardlow Road. 
At first blush, this seems like just the latest iteration of

“greenmail” – an attempt by an individual, or group often
with no real connection to a project, to seek gain (either fi-
nancial or otherwise) by holding a project’s entitlements or
land-use approvals hostage under the guise of some nebulous
community benefit. With the city attempting to market itself
as very “business friendly,” these actions are very troubling. 
But this most recent attempt to delay a project that will

bring 40 much-needed, mid-priced, single-family resi-
dences to market, and which has received overwhelming
support from the community and city staff alike, is much
more. It is an abuse of the environmental review process
under the California Environmental Quality Act (CEQA)
and sets a dangerous precedent for future development and
business attraction and retention in Long Beach.  
I reached out to Mr. Belsofsky and did get some addi-

tional insights on his philosophy and anti-project focus. I
found that he is not anti-growth, but most concerned about
projects that destroy historically significant structures and
projects that do not go through all the necessary entitle-
ments processes. He is also open to fixing various housing
issues – including housing the homeless. 
After our discussion, I do not believe the aforementioned

Norwalk and Wardlow project conflicts with Mr. Belsof-
sky’s expressed values. While cash has been demanded on
other projects by Belsofky’s group to settle similar issues,
no mention of cash came up in our conversation. Therefore,
the developer and Mr. Belsofsky should be able to resolve
this matter in short order – possibly by memorializing the
role of church in Long Beach as part of the project. We dis-
cussed the possibility of placing a plaque and the classic
pole and window speaker used at drive-ins at the park or
in the greenbelt area of the development.
Yes, at its core, this recent challenge meets the classic def-

inition of “greenmail.” By all accounts the litigant – Blesof-
sky and his “association” – has no significant challenge to
this residential project. By his own admission he does not
live in the immediate area, has no prior record of involvement
with the church or surrounding neighborhood groups and did
not participate at all in any of the outreach efforts by the de-
velopers or even the environmental impact review process. 
It was not until the project was before the city’s planning

commission (which passed with unanimous support and
over 100 residents memorializing their approval for the
project) that he appeared on behalf of his  “anti-develop-
ment group” (with no California Secretary of State regis-
tration that I could find) to voice his concerns about the
Church’s “historical significance.” A theory which may be
an over-reach based on my discussions with local pastors,
although I do recall enjoying the spiritual “drive-in” nov-
elty as a youngster, I’m confident that the church attracted
many new members based on the drive-in convenience.  
This delay will cost the developers tens of thousands

of dollars (if not hundreds of thousands of dollars) in
legal fees, other costs attributable to delay and could
even derail this project and many others that Mr. Belsof-
sky is protesting if interest rates rise and the economy
tanks during the delay period.    
But this particular challenge has an even wider impact

in the macro sense. By signaling to other developers that
they can and will have their projects challenged on vir-

tually baseless grounds, it has a potential chilling effect
on future development and economic growth in our city,
as well as the entire state. This very significant impact
on our local economy is something that often goes over-
looked by those seeking short-term gain at the long-term
expense of a city’s key economic vitality.
Last year, the law firm of Holland & Knight did a canvass

of cities within the Southern California Association of Gov-
ernments region to tally the number of similar “greenmail”
claims. Housing projects like this one comprised the largest
share of CEQA lawsuits in the region – a staggering 33%.  
Against the backdrop of a city in desperate need of hous-

ing and dependent on the ability to attract new employers,
Long Beach cannot afford such last-minute challenges. Not
a week goes by at Long Beach City Council meetings where
the need for additional housing is not addressed. Yet when
developers come to town to risk their capital, create jobs
and provide critical housing, they are met with the very real
possibility of dubious challenges from local activists.
Think of just a few of the losses that come with filing

such claims like the one filed by Blesofsky:
• Loss of potential tax revenue to the city
• Loss of direct and indirect jobs
• Loss of much-needed single-family housing for large

employers such as Mercedes-Benz, Virgin Orbit, Boeing
and other local employers
• Loss of increased home values to the adjacent homeowners
So let’s hope this matter can get resolved quickly. If not,

Mr. Blesofsky and other like-minded community activists
may hope their use of California’s CEQA law to further
their “cause,” developers have and will take notice of these
additional business development hurdles and not view
Long Beach as “business friendly.” As a result, city hall,
local businesses and residents will very likely lose out on
much needed economic gains for years to come.
(Blake Christian, is a partner with the accounting firm

HCVT, which has offices throughout Southern California
and in Park City, Utah, and Fort Worth, Texas.) 
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As part of the Long Beach Civic Center development project, construction crews continue work on renewing Lincoln Park along Pacific Avenue between
Broadway and Ocean Boulevard. A new main library is planned for the northern portion of the park, adjacent to Broadway. At upper right is Landmark
Square office tower, which opened in 1992. (Photograph by the Business Journal’s Larry Duncan)
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Commercial 
Real Estate 
Remains Strong 
After Flat First Quarter

� By BRANDON RICHARDSON
Senior Writer

Across all sectors of commercial real
estate, experts say markets remain

strong and are poised for another year with
low vacancy rates and increasing prices,
despite a slow first quarter.

Office
Robert Garey, senior director at Cush-

man & Wakefield, said the office real es-
tate market was relatively flat during the
first quarter of 2017. However, he ex-
plained that he thinks the next 12 to 18
months will see trends of increased occu-
pancy, driving up rents as space becomes
more limited.
According to a first quarter report by

Cushman & Wakefield released on April
13, Los Angeles County has a historical
average of a 19.7% vacancy rate. At the
time of the report, Long Beach had a
14.6% overall vacancy rate in the office
market, with 9.8% in the suburban market
and 16.5% downtown.
“As employment rises it creates the fuel

for office demand. There’s a direct corre-
lation,” Garey said. “That’s what’s chang-
ing that historical average – employment
has been very good, so companies have

been adding office space to meet the de-
mand side of it.”
Year-to-date absorption was 100,302

square feet, and nearly 80,000 square feet
of office space is currently under con-
struction in the suburban market of Long
Beach. Approximately 187,900 square
feet of space has been leased citywide so
far in 2017.
“Overall, it’s got a bright future,” Garey

said. “Things are on a positive trend, and
I don’t see it changing in the near term.”
David Smith, senior vice president of

CBRE Inc., explained that building reno-
vations in the downtown area, such as The
Hubb at 100 W. Broadway, are exciting
and attractive to prospective tenants. He
said this type of high-quality, creative
space is the future of office space down-
town but that activity has been slower
than people had hoped.
However, Smith said current retail and

residential improvements underway
downtown will have a very positive im-
pact on the office market in the future.
“Rates overall throughout Long Beach

are doing very well,” Smith said. “We’ve
seen good escalation in rates as a general
rule because it’s still definitely a bargain
for the quality of space and the views and
everything else.”
Asking rent for Class A buildings in the

downtown area is currently $2.83 per
square foot, while Class B space is $2.08.
However, Smith noted that Class B has a
wide range of types, with the newly reno-
vated spaces pushing up on Class A rates.
Suburban Class A building asking rent is
currently $2.62 per square foot, while
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Construction continues on the Long Beach Civic Center development. The $533 million public-private partnership project includes an 11-story, 254,000-
square-foot city hall; an 11-story, 237,000-square-foot port building; a 92,500-square-foot main library; a 73,000-square-foot civic plaza with subterranean
parking structure; and a renewed Lincoln Park. The city hall, port and library buildings are expected to be completed in mid to late 2019. Additional devel-
opment is planned for future years, including a possible hotel/residential complex. The project is overseen by Plenary-Edgemoor Civic Partners. (Photograph
by the Business Journal’s Larry Duncan)
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Class B is $1.81, because very few have
been renovated.
Smith noted that the gap in downtown

vacancy rates between Class A and B build-
ings is also coming closer together due to
the renovations of Class B space, which is
causing lease rates for Class B space to in-
crease at a faster rate than Class A.
“I would call leasing activity reason-

able but not robust yet,” Smith said. “The
new developments at Douglas Park are
being very well received. For those that
are interested in that area, there is some
availability, but there aren’t multiple op-
tions like there are in other areas.”

Retail
According to a first quarter report by Lee

& Associates Commercial Real Estate
Services, retail space vacancy in Long
Beach and West Orange County rose
slightly to 3.36% overall. Suburban Long
Beach currently has a 3.5% vacancy, while

downtown and coastal areas have a 2.3%
vacancy. Additionally, the report shows
negative net absorption in Long Beach
citywide and average rents that decreased
slightly to $2.07 per square foot.
“I would say, if the first quarter was a

little more flat, the second quarter is a lit-
tle more bullish, as far as people out look-
ing to open up new stores and open up
new restaurants,” Doug Shea, president of
INCO Commercial, said. “I’m getting a
lot of calls on my retail products that are
in good areas and some that are in just
medium areas.”
Shea and Joe Linkogle, director of Mar-

cus & Millichap’s National Retail Group,
agree that apprehension by businesses has
eased due to the outcome of the presiden-
tial elections, which will lead to more ac-
tivity in the retail real estate market.
Linkogle said that despite an uptick in in-

terest rates by the Federal Reserve, buying
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Aman Lu and Joyce Chen celebrated the opening of their Chinese restaurant King Buffet on April 26.
The married couple’s 11,700-square-foot space at 520 Pine Ave. is part of the former City Place shop-
ping center, now marketed as “The Streets.” (Photograph by the Business Journal’s Larry Duncan)
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and leasing is still very strong, with a very
active and enthusiastic market.
“I think that people feel that the Trump

administration is going to promote legisla-
tion that is going to be favorable toward busi-
ness. That’s the macro feeling,” Linkogle
said. “So if there was any apprehension
prior to the election, that went away.”
The old adage “location, location, loca-

tion” was reaffirmed by Linkogle, who

noted the high rental rates of areas such as
Belmont Shore and how vacancy rates in
desirable areas will be much lower than in
less desirable areas. Even on the same
block, Linkogle said rents are typically
higher for a corner than a mid-block space.
The latest change to the Long Beach re-

tail market is the reintroduction of med-
ical marijuana dispensaries throughout
the city. Up to 32 dispensaries are going
to be allowed to operate in Long Beach,

and the application process for non-prior-
ity dispensaries ended last month. One
dispensary has already been approved for
a location on 2nd Street in Belmont
Shore, which Shea said will be terrible for
other retail along the block.
“We generally do not like dealing with

that at all,” Shea said. “There’s too much
uncertainty. There’s too much non-profes-
sionalism in that industry. They’re really
wasting a lot of our time. I would prefer
they never call my office.”

Industrial
The dynamics of the fourth quarter of

2016 have carried over to the first quarter
of 2017, according to Lance Ryan, senior
vice president of marketing and leasing for
Watson Land Company. Record low vacan-
cies with high demand throughout Long
Beach and the South Bay area are putting
upward pressure on rental rates.
In addition to low vacancy and high

rates, Ryan noted that many optimistic
companies with expansion plans are having
a difficult time finding space because there
is also a lack of land to construct new in-
dustrial space.
“We’ve seen a little bit more of existing

customers staying in place and renewing
leases that they might not have otherwise,
because a building is too large or too small
or not quite the right fit,” Ryan said. “But
because there’s such a lack of alternatives,
they end up staying in place.”
Since the middle of last year, rental rates

have increased almost 10% in every size
range, according to Ryan. He explained
that there is always a spread between Class
A space and Class B space due to function-
ality, location and the age of the building
but that rates are even outperforming pre-
recession levels.
“They’re moving up, but they’re mov-

ing up faster than they have in the past,”
Ryan said. “It seems to, rather than ta-
pered off, have accelerated up another
level. These are rates that haven’t been
achieved before in this market.
The Long Beach industrial real estate

market currently has a vacancy rate just
above 1% with rental rates around $0.82
per square foot for Class A building space.
At the same time, average sales price has
decreased to $121.62 per square foot.
The first quarter saw 182,677 square

feet of absorption with nearly 1.7 million
square feet of space under construction.
Additionally, there was $76.88 million in
sales transactions.
“The strong momentum that we had

coming out of 2016 has carried over to
2017,” Brandon Carrillo, principal at Lee
& Associates, said. “With that, we are see-
ing a lot of signals showing us that 2017
should be another standout year for com-
mercial real estate.”
Carrillo noted variables such as the

Trump administration’s take on trade,
which could potentially have a negative
impact on the market. However, he said
that the most recent rhetoric has backed

Retail Closures Cause Alarm 
A decade ago, trouble in the housing market caused a ripple effect

through the economy. Owners were in distress. Mortgages that had
been bundled into securities put Wall Street into a panic with defaults
as owners could not afford their loan payments, putting these bonds
in jeopardy.
Now, in a scenario that is almost déjà vu, changes in the retail industry

are threatening to throw the commercial loan industry into the same
kind of crisis, though for a different reason.
The home mortgage industry mostly failed because housing prices

had risen to the point that incomes could not support them or the mortgage payments.
The loss of jobs and the resulting inability to pay mortgages cut a huge swath in the
American economy. People wanted homes and needed them to live in but couldn’t afford
them in many cases.
Today, in the retail real estate arena, a fundamental shift in the way people purchase

things and the advent of technology have made the demand for retail space sparse in
many areas and certainly below the supply that is available. Someone once said that
people always need a place to live in, describing the chief attribute of investing in hous-
ing – be it single family or apartments.
But the same cannot be said of retail. People can shop from Amazon or a multitude

of other Internet sites without having to even look at their automobiles – and more
restaurants and grocery stores than ever are getting into the home delivery business. A
younger generation has learned to shop – and shop heavily – from their mobile device
or desktop, meaning there is less need for brick and mortar locations. If anything, there
is an increased need for warehouse space to establish large shipping centers for these
virtual retailers and less need for traditional retail locations.
The numbers for retail are not encouraging. Huge retailers like J.C. Penney, Sears and

Macy’s are closing hundreds of stores that used to anchor malls, so the residual impact
is not just with those companies. If large centers lose anchor tenants, then smaller ones
move out, and the owner can’t make payments on their mortgages, forcing defaults –
just like the result in the housing market at the start of the Great Recession.
Commercial mortgages are packaged into Commercial Mortgage-Backed Securities

(CMBS) that are more complex than residential securities and tend to be more volatile
in many ways. Morningstar predicts CMBS lending overall to drop about 15% – from
$70 billion last year to $60 billion this year.
According to Morgan Stanley, CMBS account for nearly 10% of the $3.6 trillion com-

mercial real estate mortgage market. But a Bloomberg study says 3,500 mall-based
stores will close in the next few months, and visits to shopping malls declined by 50%
between 2010 and 2013, according to Cushman and Wakefield. The U.S. has more stores
per capita than any other country, according to analysts. We have 23.5 square feet of re-
tail per person, compared to 16.4 square feet in Canada and 11.1 in Australia, noted a
report by Morningstar Credit Ratings.
Studies show that consumers are spending larger shares of their income on restaurants,

travel and technology – and less on retail staples like apparel and accessories.
“Malls are hard to turn around once they go downhill,” Steve Jellinek of Morningstar

said. As a result, many CMBS investments are getting wiped out, and “retail lending
has really taken a beating.” About $48 billion in loans backed by mall properties are at
risk of default, he added.
“This is a forever trend,” Jellinek said about the retail industry’s struggles. “When you

think about how things are going to look 10 years from now or 20 years from now – our
parents will be dead, our kids will be adults – [do] you think more people are going to
be shopping online or less? This is the Amazon effect, and it’s here forever.”
Like any real estate, location and quality can withstand some trends. Some observers

believe that the Class A malls with tenants like Nordstrom and Neiman Marcus in
wealthy areas will do fine, while the Class B, C and D properties will struggle. Green
Street Advisors estimates that 30% of all malls fall in the C and D classes, meaning that
a third of shopping malls are at risk.
If a massive retail property correction takes place – like we saw in housing in the last

decade – then it will be triggered by a change of culture, lifestyle and ways of living
with new technology rather than simply because of a lack of economic ability.
(Terry Ross, the broker-owner of TR Properties, will answer any questions about

today’s real estate market. E-mail questions to Realty Views at terryross1@cs.com or
call 949/457-4922.) �
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Realty Views

By Terry ross

Construction crews tilt a section of wall for the third and final building of the Pacific Pointe East project
at Douglas Park on May 4. Torrance-based Simplehuman, a privately owned designer and manufacturer
of kitchen, bath and beauty tools, has leased the 220,000-square-foot building, which is scheduled for
completion on September 1. (Photograph by the Business Journal’s Larry Duncan)

United Pacific President Joe Juliano said operations would begin at the company’s new headquarters
on May 15. The 41,000-square-foot building is located on the southeast corner of Cover Street and
Worsham Avenue in Douglas Park. (Photograph by the Business Journal’s Larry Duncan)
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off of certain positions, such as a trade
war with China, which is good news for
the industrial market.
Industrial space on the Westside of Long

Beach has experienced dramatic impacts
to prices due to the incoming medical mar-
ijuana businesses, according to Carrillo.
He said that with prices almost doubling in
the area, it’s like long-term property own-
ers in the area have won the lottery.
“We have seen a lot of property owners

testing the market and being pleasantly
surprised,” Carrillo said. “It's something
similar to what our Lee & Associates of-
fice saw in Denver, Colorado, a few years
ago when they passed the whole recre-
ational/medical marijuana use approval.”
Carrillo explained that there are win-

ners and losers in this situation, with the
losers being traditional industrial busi-
ness users who are getting priced out of
the area. He said the medical marijuana
industry can afford to buy and lease space
for much more than a typical business,
which is unfortunate for traditional users,
but he said he would be doing his clients
a disservice if he were not getting top dol-
lar for their space.
Between medical marijuana and watch-

ing how the Trump presidency plays out,
Carrillo said there are certain aspects to
keep an eye on, but he thinks the market
will remain strong with low vacancy and
high demand.
“Every company I’ve spoken with,

there’s a lot of optimism out there, which is
great,” Carrillo said. “I think the second
quarter is going to be another great quarter
for industrial real estate.”

Douglas Park
The former McDonnell Douglas/Boe-

ing property along Lakewood Boulevard
continues to evolve with industrial, office
and retail space, with several projects
nearing completion and new tenants
being announced.
On the southwest corner of Lakewood

Boulevard and Conant Street, Pacific
Pointe East has taken shape with two of
its buildings scheduled for completion on
June 1. Building 10 is 110,000 square feet
and leased by Human Touch, a therapeu-
tic furniture store relocating from its cur-
rent location at 3030 Walnut Ave. in Long
Beach. Building 9, at 140,000 square feet,
is also scheduled for a June 1 completion
and is still available.
Pacific Pointe East’s Building 11 is

scheduled for completion on September 1.
Torrance-based Simplehuman, a privately
owned designer and manufacturer of
kitchen, bath and beauty tools, signed a
lease for the 220,000-square-foot space ad-
jacent to Skylinks golf course.
United Pacific employees are moving

into the company’s new headquarters on the
southeast corner of Cover Street and Wor-
sham Avenue beginning May 15, according
to President and CEO Joe Juliano. He said
the finishing touches, including, cabinetry,
flooring, exterior concrete and landscaping,
will be completed on May 12. The 41,000-
square-foot space will serve as the com-
pany’s new headquarters, which is currently
located in Gardena.
According to Stephanie Zachan, market-

ing manager for Nexus Development Cor-
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poration, the company’s Hampton Inn and
Homewood Suites dual hotel project re-
cently had the roof completed and has
started exterior wall finishes and drywall
finish in guestrooms. Workers will begin
focusing on public space build-out in mid-
May and anticipate having four model
rooms completed by the end of the month.
Zachan said the hotel opening is estimated
for mid-September.

Long Beach Exchange – the largest Dou-
glas Park project, which will feature
266,000 square feet of retail and restaurant
space on about 27 acres of land – is pro-
gressing very smoothly, with most building
slabs completed or underway, according to
Scott Burnham, president of Orange
County-based Burnham USA, the devel-
oper of the project.
Burnham said major anchor tenants in-

clude Whole Foods 365, Nordstrom Rack

(relocating from the Lakewood Center),
T.J. Maxx, PetSmart and Lowe’s Orchard
Supply Hardware, as well as other major
names that have committed to the project
but are not ready to be announced. The
Long Beach Exchange is being built in a
single phase and is scheduled for comple-
tion in March or April of 2018.
The 32,027-square-foot office building

by 2H Construction located at 3849 Mc-
Gowen St. has most of its underground

work completed, as well as foundation
footings. MC2, a company based in Chest-
nut Ridge, New York, that designs, builds
and manages integrated marketing pro-
grams for events, exhibits and brand envi-
ronments, has signed a lease set to begin
when construction is completed, which is
estimated for November 1. According to a
company spokesperson, the location is the
company’s 16th location nationwide and
will be home to at least 20 employees. �

n’t happen. And I was looking
for a city and an environment
where I could actually make a
difference and be involved.”
Shooshani continued, “And

the exciting part here was that I
saw that there was change to
come. I knew that this was such
an amazing urban metropolitan
beachfront downtown that it was
just a matter of time for the rest
of the world to discover it.”
There are now more than 50

real estate developments
planned or underway throughout
the city, mostly concentrated in
downtown.
“You know, some cities go

through a resurgence or rebirth.
I think this is the birth of a brand
new downtown,” Shooshani said. “I think
we’re on the cusp of something amazing
and special.” 
The scale and design of the develop-

ments planned in downtown are like “noth-
ing we’ve ever seen before,” Shooshani
said. “Our skyline in five years is going to
be so modern and high tech, and we’ll be
the coolest downtown, I think, between San
Francisco and San Diego. And the oppor-
tunities are still immense here.”
Shooshani Developers, which is family

owned and operated, invested in City Place
because of the potential for growth in
Downtown Long Beach that is now coming
to fruition. But before City Place could un-
dergo its own transformation – one
Shooshani said he always knew would come
– there were some bumps along the way. 
“I was not anticipating for Walmart to

close its location. I was not anticipating
for Fresh & Easy to go bankrupt. And we
were not anticipating for Nordstrom Rack
to go dark and to vacate,” Shooshani said,
referring to what were once City Place’s
largest tenants.
First came the closure of Nordstrom

Rack in 2013, which Shooshani admitted
came as a shock. “But my thought was,

everything is an opportunity,” he said. “I
knew that I didn’t want to just put a dollar
store here and call it a day and move on and
just collect rent. I knew that we would have
to transform it.”
After Nordstrom Rack shuttered,

Shooshani found out that P+R Architects
(now known as Retail Design Collabora-
tive) and its subsidiary, Studio One Eleven,
were considering moving their offices from
the Landmark Square office tower when
their lease expired in 2016. 
“I personally reached out to them and

brought them down here, and we met,”
Shooshani said. “I shared with them what
my vision was. . . . I wanted very clean
buildings, modern buildings, steel, big win-
dows. A sense of architecture that really
didn’t exist, I think, in Long Beach. And
that would really upgrade the whole com-
munity and the whole downtown.”
Late last year, Retail Design Collabora-

tive and Studio One Eleven moved into the
old Nordstrom Rack, which has been trans-
formed into an open, creative office space.
They were the first tenant to move into the
redesigned portion of the project at 3rd
Street and the Promenade North. 
City Place was recently renamed “The

Streets” in a nod to what Shooshani hopes
will be achieved by the eventual, com-
plete repositioning of all six blocks – 3rd
to 6th streets and Pine Avenue to Long
Beach Boulevard.
“Where I think before City Place was

more of an island by itself, now it will be
an integral seamless part of what our down-
town is,” Shooshani said. To break up that
island, the various blocks of the projects
will feature different designs but with sim-
ilar aesthetics. When the project is com-
plete in five years, the idea is for The
Streets to feel more like an organic urban
core – a network of unique streets – than a
blocked-off shopping center.  
For Shooshani, who was born in Iran

and raised in Beverly Hills, real estate is
a passion. “It is not just a job for me, or
means of making a living. I love creating
neighborhoods,” he said. Shooshani holds
a degree in real estate, business finance
and insurance from California State Uni-
versity, Northridge. Second only to his
passion for real estate is his passion for
Ferraris, which he collects and often loans
to museums around the world.
Shooshani pointed out that he did not

start out at the top level that he holds today

with Shooshani Developers. He
worked his way up from the bot-
tom level of the company, which
his father founded. Shooshani
Developers owns several other
real estate developments, includ-
ing Venice Crossroads, a
160,000-square-foot “urban in-
fill project,” and numerous resi-
dential projects in West Los
Angeles and West Hollywood,
among others. 
“I learned the process of prop-

erty management from the
ground up,” Shooshani said. “I
started in the lowest position. I
was the local property manager
that would be there with the
plumber cleaning out restrooms.
And in one of the projects I was
valet attendant,” he said. He
eventually obtained licenses as a
broker and general contractor.  

Since taking over management of then-
City Place 12 years ago, Shooshani has not
only invested in Long Beach financially,
but he has also invested his time. He was
quick to join the board of the Downtown
Long Beach Associates, now known as the
Downtown Long Beach Alliance. “It [was]
for me an opportunity to be better ac-
quainted with the community. And that’s
something I had never done in any of our
other projects,” he said.
Recently, Shooshani purchased a home

in Long Beach. “I have always wanted to
have a home on the water, and I have al-
ways wanted to have a base and a home
here in Long Beach as well,” he said. Liv-
ing in the city where he works and invests
makes a difference “because you get to
see the culture and the diversity of a city
and a community much more if you’re
living in it,” he noted.
“I have grown to not only love and ap-

preciate and enjoy Long Beach, but this is
my home now,” Shooshani reflected. “I
truly can’t see myself living anywhere else.
I love living here. I love the water. I love
the people. I love the community. I love the
diversity. I love the food. . . . And I love the
direction it’s going.” �

Page 14 • May 9-22, 2017 • Long Beach Business Journal 

Real Estate Quarterly

The Hampton Inn and Homewood Suites dual hotel recently had the roof completed and exterior wall
finishes and guestroom drywalling has begun. Developers anticipate to have four model rooms com-
pleted by the end of the month and for the hotel to open mid-September. (Photograph by the Business
Journal’s Larry Duncan)

The 32,027-square-foot office building by 2H Construction located at 3849 McGowen St. in Douglas
Park has been leased to Chestnut Ridge, NY-based MC2, a company that designs, builds and manages
integrated marketing programs for events, exhibits and brand environments. Completion of the project
is scheduled for November 1. (Photograph by the Business Journal’s Larry Duncan)

Tony Shooshani, managing member of Shooshani Developers, stands on The Promenade North off of 3rd Street. This portion of his
company’s project, recently renamed The Streets, is undergoing contemporary facade and interior renovations. (Photograph by the
Business Journal’s Larry Duncan) Inset, the official logo for The Streets, formerly known as City Place. 
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Turnover In 
Belmont Shore:
New Franchises
Are Filling The 

Vacancies
� By SAMANTHA MEHLINGER
Assistant Editor

Some degree of turnover is inevitable in
any corridor that small businesses call
home. Longtime Long Beach residents can
surely recall many different iterations of the
various shopping districts around town, in-
cluding Belmont Shore, which has in the
past year seen a number of businesses close
or relocate, only to be swiftly replaced.
Fromex, which was located on 2nd Street

since 1982, was one of these businesses.
This year, owner John Albright moved his
photo printing and processing business to
a business park in Signal Hill.
“We opened as a franchise on July 2,

1982, on 2nd Street in Belmont Shore,” Al-
bright wrote in an e-mail to the Business
Journal. “It was the perfect location, high
traffic with both cars and pedestrians, af-
fluent neighborhood, and lots of retail busi-
nesses on the street.” He added, “Business
was good and grew to a peak in the ’90s.
All our customers and 100% of our sales
walked in the front door.”
The advent of the Internet caused Albright

to change his business model. “Fast forward
to today. The majority of our business comes
in over the Internet through our website and
from all over the country,” he wrote.
Albright continued, “We just didn’t need

to be in an expensive busy retail storefront
location any more. It made sense to move
to a larger space, better parking, easy free-
way access, and a lower monthly lease cost.
We found all that in PS Business Parks in
Signal Hill.”
The Pie Hole, a family-owned franchise

specializing in dessert pies and potpies, is
filling in Fromex’s ground floor space at
5277 E. 2nd St., according to Dede Rossi,
executive director of the Belmont Shore
Business Association. The Belmont Music
Studio, which is located upstairs, is ex-
panding its footprint into space formerly
occupied by Fromex as well, she noted.
Like The Pie Hole, several other new busi-

nesses opening on 2nd Street are franchises. 
Powell’s Sweet Shoppe, which recently

closed when its owners chose not to renew
their franchise agreement, has been re-
placed by Rocket Fizz, another franchise
candy shop. Sancho’s Tacos, a franchise
with locations in Huntington Beach, New-
port Beach and San Clemente, is set to
open where Le Donut & Croissant previ-
ously operated at 5272 E. 2nd St.
Urban Table, a market and café, closed a

few weeks ago at 5000 E. 2nd St. Rossi in-
dicated the owner, Carolyn Baer, also runs
a catering business and had been consider-
ing selling or closing Urban Table for some
time. It is slated to be replaced in June with
the first American location of Pietris Bak-
ery, which is based in Greece.

Lasher’s Kitchen, which was once lo-
cated on Broadway before being replaced
by The Attic, is set to open in a few weeks
at 5295 E. 2nd St., according to Rossi. “It’s
going to be really nice. Another high-end
but smaller place,” she said. The space was
formerly occupied by Pho-Nomenon.
A recent closure was Citibank, which oc-

cupied the building at 5345 E. 2nd St., ac-
cording to Rossi. “And I know there is a
lease up for Children’s Place,” she said, re-
ferring to the national retailer at 4801 E.
2nd St. “They had the lease for 20 years.
So their lease came up, and that corpora-
tion has decided not to re-up.”
Rossi observed, “I feel like we go

through a cycle every five years or some-
thing where we have a cycle of people leav-

ing.” She noted, “I know everyone always
blames the rents, but that’s not really the
case a lot of the time.”
Romance Etc., which has been located at

5209 E. 2nd St. for 20 years, is soon relocat-
ing to Parkview Village off of Viking Way.
Co-owner Deborah Fay, who said the shop
would remain open until the day after
Mother’s Day, cited overall cost increases and
online competition as reasons for the move.
“We couldn’t support the business with

the amount of money we’re making and
the overhead. That place just wasn’t work-
ing,” Fay said. 
“I would say the biggest double whammy

is the Internet affecting the normal retail
walk-in [traffic], and then the rent is just
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too high to sustain a business such as mine,”
Fay explained. “It’s not just the dollar per
square foot [rate]. It’s the fact that now in
retail or in commercial real estate, at least
in places like this, you’re responsible for the
entire maintenance of the building.”
Fay indicated that her lease was coming

up, and the building’s ownership indicated
that it would be seeking a similar rental rate
that the Children’s Place is expected to
fetch – about $5 per square foot. This
would increase Fay’s cost of doing business
by $36,000 a year, she explained.
Online competition has caused the shop

to lose out during the holidays in recent
years. “The last two years we have really
noticed a big hit with the Internet,” Fay said.
“We noticed it at the holidays. Last year, we
were down from the year before last . . . like
$40,000 for the month of December. And
this year, we were down $55,000.”
Romance Etc.’s new location at 5407 E.

Village Rd. should be open sometime in
June, Fay said. 

Kurt Schneiter, a partner in Maverick
Investments, owns property on 2nd Street,
including nearly the entire block with
Nick’s on 2nd, Le Creperie Cafe, AT&T
and other businesses off of St. Joseph Av-
enue. He said he has a waiting list of

prospective tenants for his Belmont Shore
properties. 
“We own retail throughout the United

States, but we live locally. And we have
over 40,000 feet of retail in Belmont
Shore,” Schneiter said. “And I will tell

you that today is by far the best retail mar-
ket we have had as far as demand for
space on 2nd Street.”
While vacancy may be a bit higher than

it has been in recent years, Schneiter noted
that it is still very low, historically, for the
area. “And the reason for the vacancy on
the street I don’t believe is really rent gen-
erated,” he noted.
“What we have going on in Belmont

Shore is very unique,” Schneiter said. Al-
though Fay and Rossi had cited online
competition as a source of struggle for
small businesses on the street, Schneiter
believes online shopping trends may ulti-
mately benefit the area. 
“I think this area is only going to get bet-

ter. Because as the Internet becomes
stronger in our day-to-day lives, places like
Belmont Shore will become more and
more important because people are dying
for an experience versus instant gratifica-
tion over an application,” Schneiter ex-
plained. “It’s a great place to see your
friends and neighbors and future friends,
and it will only become more dynamic.” �

� By SAMANTHA MEHLINGER
Assistant Editor

A vacant eight-acre parcel of land next to the closed-
down Fresh & Easy at the corner of Cherry Avenue and
Crescent Heights Street may be transformed in coming
years into a mixed-use development with luxury
apartments, retail and community space. 
Signal Hill Petroleum (SHP), which owns the

Fresh & Easy property and adjacent land, has en-
tered into an exclusive negotiating agreement
with the City of Signal Hill to purchase parcels
surrounding the property. Assuming a deal is
signed within the coming months, Signal Hill Pe-
troleum will begin fleshing out its conceptual
plans for the site into reality.
Renderings by architectural design and plan-

ning firm KTGY reveal a development, tenta-
tively dubbed Heritage Square, that would
hearken back to the history of Signal Hill as an
oil town but also integrate modern elements. 
“The idea behind this is very open concept,”

Kevin Laney, vice president of business devel-
opment for SHP, said. “It’s not your run-of-the-
mill strip center. . . . That’s not what we’re
going for here.”
Tentative plans for the site include 35,000 to

50,000 square feet of retail, which will be
mostly food-oriented and accessible and open
to the surrounding Cherry Avenue, Crescent
Heights Street and Bur-
nett Street. 
SHP hopes to de-

velop a two-story
restaurant fronting the
corner of Cherry Av-
enue and Burnett Street
for “a very reputable
restaurant group” that
has a location in Long
Beach and has ex-
pressed interest, Laney
noted. A covered com-
munity space will serve
as the development’s
center. 
“We and the city very

much feel this needs to
be kind of the town cen-
ter,” Laney said. “We
have worked hand-in-

hand with the city so far, and we will moving forward, as
well as with the community.”
At the rear of the site, SHP hopes to create a luxury

apartment complex with potentially 200 units wrapped
around a four-story garage to serve both residents and
shoppers, according to Laney. 

SHP is already in negotiations with multiple boutique
grocers for the former Fresh & Easy location. “The res-
idents of the hill are very excited about having another
nicer market coming in here,” Laney said. “It will be
somebody that has a lot of fresh fruits and vegetables,
probably a deli section, probably an outdoor dining patio

[and] that sort of thing.”
Because SHP already owns that site, the mar-

ket will open in advance of the new develop-
ment, Laney noted.
Perhaps unsurprisingly, given the city’s his-

tory, there are several oil wells on the site that
need to be abandoned (properly closed off) or
re-abandoned, Laney said. “They are kind of
scattered throughout. And there will probably
be a couple of producing wells that are retained
that stay within the project, which is something
that we’ve done all over town,” he said. This re-
mediation work, which Laney pointed out SHP
is well versed in, must take place before the de-
velopment breaks ground. 
Due diligence work associated with seismic

assessments must also be undertaken. “Right
now we are working on a fault study,” Laney
said. “The Cherry Hill Fault, which is a sliver
of the Newport Inglewood Fault system, runs
through Signal Hill. . . . You have to locate that
fault to know where it is in proximity to the
building you are going to build.”
An agreement with the city for the purchase

and development of for-
mer redevelopment
agency-owned parcels
within the proposed de-
velopment footprint is
being drafted, according
to Laney. “I would hope
we would have a signed
agreement within six to
nine months. . . . Then
we are full steam ahead,
actually investing in
construction drawings,”
he explained.
“Obviously, we want

to respect the heritage
of Signal Hill, and that
is kind of the main
theme of the entire proj-
ect,” Laney said. �
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Signal Hill Petroleum Hopes To Create New City Center With Mixed-Use Development

Kevin Laney, vice president of development for Signal Hill Petroleum, stands in the midst of a
vacant parcel of land off of Cherry Avenue between Burnett and Crescent Heights streets. The
oil company is planning to pursue a mixed-use development on the site. (Photograph by the
Business Journal’s Larry Duncan)

Dede Rossi, executive director of the Belmont Shore Business Association, stands in front of the future location
of Lasher’s Kitchen at 5295 E. 2nd St.. The restaurant formerly operated on Broadway. Previously located
here was the Vietnamese restaurant Pho-Nomenon. (Photograph by the Business Journal’s Larry Duncan)

Belmont Shore
(Continued From Page 15)

Signal Hill Petroleum’s proposed project off of Cherry Avenue would include a new market where Fresh & Easy once operated, as well as an adjacent
community center. This conceptual rendering shows what such a center might look like. (Rendering provided by Signal Hill Petroleum)
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After the report was released, property
managers immediately fired back saying
rents were much lower, citing data from
CoStar Group that showed median rents in
the city up to $500 less than Apart-
mentList’s claim. With so much data being
interjected into the topic, city staff was di-
rected to conduct its own research. Ulti-
mately, the research will result in an
in-depth report on Long Beach rental rates,
which already has a draft version available
with convoluted findings.
“Essentially, the numbers were all differ-

ent,” Patrick Ure, the housing development
officer for the city’s housing and commu-
nity improvement bureau, said. “So we’re
not comfortable saying what the real rates
are at this point in time.”
The draft report considered data from

REIS Inc., a commercial real estate infor-
mation company; the American Commu-
nity Survey, which is conducted annually
by the United States Census Bureau; Apart-
ments.com and Craigslist.org. The data
varies greatly depending on the source,
with citywide median rents ranging from
$1,122 to $1,863 depending on the source.
According to 2010 census data, Long

Beach has a total of 163,531 housing units.
Of those units, nearly 60%, approximately
95,582, were renter-occupied. These thou-
sands of rental units are dispersed through-
out dozens of individual neighborhoods,
each with its own demographics, culture and
vibe – some more desirable than others.
In addition to location, some property

managers, such as Spencer Pabst, a broker
at Pabst, Kinney & Associates, claim there
are too many factors at play to have city-
wide averages in rental rates and that num-
bers have to be broken down even further
– parking, amenities, age of the building,
renovations and size of the unit all need to
be taken into consideration.
“Different tenants have different ameni-

ties that they are looking for, as well as dif-
ferent neighborhoods. For example, the
Alamitos Beach area is very parking im-
pacted,” Pabst said. “I know for a fact if you
have a one-bedroom there with a garage,
you could probably get $200 to $300 more
in rent if it has a garage.”
Pabst refutes the ApartmentList numbers

and said the website typically showcases
newer luxury apartments, while most of the
units in the city are owned by individuals,
which are not represented in the website’s
figures. Additionally, he said apartment
management companies that manage thou-
sands of units are also not included in the
data. Pabst, Kinney & Associates alone
manages 3,200 units in Long Beach, most
with rents far below ApartmentList’s claim.
The report by ApartmentList has become

a rallying cry for housing advocates, such
as Josh Butler, executive director of Hous-
ing Long Beach. Butler often sites the re-
port, as recently as May 2 in a press release,
when discussing increasing rents and the
need for renter protections.
Robert Fox, who owns 25 units in Long

Beach, has been critical of Butler for citing
the ApartmentList report. Fox is part of Bet-
ter Housing for Long Beach (BHFLB), a
community organization composed of prop-
erty owners and residents, which opposes
many of Butler and Housing Long Beach’s
goals, such as certain renter protections.

“The implication of what Josh [Butler] is
saying is that our rents are just going up at
a skyrocketed rate, and this is terrible, and
we’re putting people out of apartments left,
right and center. And I didn’t find that to be
true,” Fox said.
In response to Butler’s use of the Apart-

mentList report, Fox and BHFLB began
reaching out to property owners citywide
to compile a list of rental rates separated
between one- and two-bedroom rental
units. After receiving data on more than
1,000 rental units, Fox said the citywide
average rent is around $1,450 per month,
with one-bedroom apartment rents being
$1,069 overall.
According to Fox, the housing crisis is

the result of high demand in the area and
an inventory that is not keeping up, which
affects people in all levels of income. The
issue is only exacerbated by the city’s ever-

increasing population, which the U.S. Cen-
sus Bureau estimated was more than
474,000 in 2015.
“We have all this extra population, and

whether it’s poor or rich or whatever, we
just didn’t build the housing. That’s the
essence of it. If the desire for housing is
strong and there’s not enough inventory to
satisfy the need citywide, then you have a
crisis. And we do.”
Fox said dishonest information being

presented to the city council as fact really
bothers him. He argues that most sites,
such as ApartmentList, Zillow and others,
do not offer information based on real
data but rather estimations or small sam-
ples from their very limited database. He
said BHFLB’s rent survey is composed of
real data, conveniently broken down by
ZIP code.
However, Tony Balasuriya, owner of

Terra Bella Property Management, which
manages between 600 and 800 units in the
city, said Long Beach neighborhoods are so
diverse that even breaking rental rates
down by ZIP code is not good enough, and
citywide averages are impossible.
“That’s not realistic. They are not match-

ing apples to apples,” Balasuriya said. “You
can’t take a brand new high-rise condo-
minium or a brand new on-the-ocean one-
bedroom that’s renting for $5,000 and
throw that into the mix with a regular
rental. You simply can’t do that.”
Terra Bella manages condos in the Inter-

national Tower downtown, which Bala-
suriya said get top-dollar rents – sometimes
up to $2,800 per month. But two blocks
away, he said he has a condo renting for
more than $1,000 less. Balasuriya also
cited the traffic circle area as having
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higher-end condos on one side and middle-
income apartments on the other.
“You cannot lock in one set of numbers

for the whole of Long Beach. That would
completely skew the perception of who
we are and what we are about in Long
Beach,” Balasuriya said. “Everybody has
a place in Long Beach. I think we have
the middle, lower and upper all coexist-
ing. If you don’t have those three properly
separated, I don’t think we will be able to
accurately look at the rents.”
Ure said he doesn’t think anyone dis-

agrees with the idea that rents are rising but
that city staff is uncertain as to how much,
how quickly and if increases are consistent
citywide. Due to the conflicting data being
presented to city staff by others and
through research, Ure said the city is mov-
ing forward with seeking a professional
real estate firm to be contracted to conduct
a full, in-depth citywide rental study. He
added that no decisions or time frames have
yet to be determined regarding the study.
When the study is complete, Ure said

city staff would add it to the report on
rental rates and present the findings to
city council.
“It’s a work in progress. I understand

that people are frustrated and concerned
about the numbers, and frankly, we are
too. We’re not comfortable with the num-
bers, and that’s why we took it out of the
housing report and decided to look at it
separately and invest a little bit more time
into getting it right.” �

Conditional 
Use Permit 

Study Underway
� By BRANDON RICHARDSON
Senior Writer

In December, 2nd District Councilmem-
ber Jeannine Pearce brought an agenda
item before the Long Beach City Council
in the hopes of streamlining the city’s con-
ditional use permit (CUP) process. The re-
quest passed, and a study is currently
underway by consulting firm Dyett & Bha-
tia Urban & Regional Planners, which has
a $95,000 contract with the city.
“Councilwoman Pearce had what she

called a business roundtable meeting back
in March,” Linda Tatum, planning bureau
manager for Long Beach Development
Services, said. “The consultant happened
to be there to start her work by listening to
the feedback that came from those on the
panel and those members of the public who
provided comment.”
Tatum explained that the scope of the

study has not changed from when the item
was introduced in December. The study will
focus on examining uses which require a
CUP, efforts to make the CUP process more
cost effective, streamlining the public notic-
ing process related to CUPs, expediting CUP
modifications for existing businesses, and
creating a simplified CUP process for exist-
ing businesses opening additional locations.
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According to Tatum, the study is about a
month and a half in, and she hopes to have
preliminary recommendations by the end
of summer. At that time, she said city staff
would have a clearer picture of the study
timeline and when there might be addi-
tional outreach meetings.
When the study is completed, it will be

presented to the planning commission be-
fore being voted on by the city council.
Tatum said the original estimates to come
back to city council were for early next year
but that city staff hopes it will be sooner.
“I think we’re excited about doing this

work,” Tatum said. “I think it’s something
that’s just going to benefit not only the city
but our business community as well. And
that’s kind of the whole point.” �

A Few Reactions To
Trump’s Rollback

Of Offshore Drilling
Restrictions

� By SAMANTHA MEHLINGER
Assistant Editor

On April 28, President Donald Trump
signed an executive order to expand off-
shore drilling opportunities. Dubbed the
“America-First Offshore Energy Strat-
egy,” the order also ordered a review “of
all designations and expansions of Na-
tional Marine Sanctuaries.”
The order reversed an action taken by

former President Barack Obama on De-
cember 20, 2016, which was meant to
prevent oil exploration within areas of
the Outer Continental Shelf of the United
States.
Following this action, on May 1, Interior

Secretary Ryan Zinke issued orders to re-
vise the 2017-2022 leasing plan for the
Outer Continental Shelf.
The moves were met with swift opposi-

tion by environmentalists and many on
the left. California Attorney General
Xavier Becerra, for example, issued a
statement indicating the state would “vig-
orously oppose new drilling off the shores
of our coast.”
The Business Journal sought reactions

from the Western States Petroleum Associ-
ation, Congressmember Alan Lowenthal,
and the Long Beach Area Sierra Club. They
are as follows:

Catherine Reheis Boyd, President 
Western States Petroleum Association
“While energy policy is discussed in

Washington D. C., we are focused on the
matters affecting our members in the
West. Our member companies proudly
operate in some of the toughest regulatory
environments in the country, where we
power economies and lead in environ-
mental protection.
“We value and are committed to work-

ing with the leaders, elected and other-
wise, in the communities and states in
which we operate to deliver our products
safely, efficiently and in ways that best
protect our environment now and in the
future.”

Congressmember Alan Lowenthal
California’s 47th District

“The president's proposal is a non-starter.
There is bipartisan opposition to this in
Congress. It took years to develop the
2017-2022 five-year leasing plan, which
called for a moratorium on oil and gas ex-
ploration in the Atlantic and Pacific oceans.
It is a really bad idea to throw out all of that
work and start from scratch to develop a
plan that will in no doubt be a handout to
the oil industry. I still remember the Santa
Barbara oil spill in 1969 from a platform
offshore. Beaches were fouled throughout
the Channel Islands and Santa Barbara and
Ventura counties. Thousands of birds were
killed as well as other sea life like sea lions,
dolphins and elephant seals. The spill is
still the third largest in U.S. history and led
to decades of bans on offshore drilling in
federal waters that the president is now
considering lifting. Opening up new areas
to leasing won’t bring us toward the
brighter future we want to leave for our
children. That is why this week I have au-
thored a bipartisan letter to Secretary of the
Interior Zinke urging him to not consider
offshore oil and gas leasing in the Atlantic
and Pacific as asked for in the president’s
executive order.”

Gabrielle Weeks, Chair
Long Beach Area Sierra Club

“The oil spill that sparked the modern-day
environmental movement and Earth Day
took place nearly five decades ago. This ex-
ecutive order will not undo the progress
we’ve made and, like most of Trump’s ac-
tions, is poorly thought out and likely to fail. 

Our hope is that Trump’s followers are
starting to realize that renewable energy
isn’t just better for wildlife, it’s better for
our economy and human health, employ-
ing more people and costing less than
fossil fuels.” �
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� By SAMANTHA MEHLINGER
Assistant Editor

The health care industry experienced a
shakeup on May 2 when Molina Health-
care’s board of directors announced the re-
moval of Dr. J. Mario Molina as chief

executive officer and chairman and John
Molina as chief financial officer. The
Long Beach-based, Fortune 500 company
provides government-sponsored health
plans in 12 states and Puerto Rico, and op-
erates multiple health clinics in California. 
The Molina brothers are the sons of
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Molina Healthcare Board Removes
Founding Family Members Mario And

John Molina From Leadership Positions 

Dr. J. Mario Molina and his sister, Dr. Martha Molina Bernadett, stand by a picture of their father and
founder of Molina Healthcare, Dr. C. David Molina. Last week, the company’s board of directors re-
moved Mario Molina as CEO and his brother, John Molina, as CFO. Bernadett remains as the firm’s
chief innovation officer. (August 2016 Business Journal photograph)

1_LBBJ_May9_2017_LBBJ  5/6/17  7:12 PM  Page 20



company founder Dr. C. David Molina.
Their sister, Dr. Martha Molina
Bernadett, remains in the position of
chief innovation officer. Asked if there
were plans to remove her as well,
spokesperson Paul Frankel told the Busi-
ness Journal, “We are focused on execut-
ing a successful CEO transition and have
no knowledge of additional leadership
changes at this time.”
Chief Accounting Officer Joseph W.

White has been selected to fill in as CEO
and CFO until permanent replacements
are found, according to a press release
from Molina Healthcare. Both Mario and
John Molina were expected to remain
board directors, but the former’s position
on the board is coming up for a vote at
the board’s annual meeting tomorrow,
May 10.
The abrupt removal of the Molinas

from company leadership came hand in
hand with the release of the firm’s first
quarter financial results, which Dale B.
Wolf, a director and now chairman of the
board, called “disappointing” in a com-
pany statement. 
According to the financial results re-

port from Molina Healthcare, the com-
pany’s income before taxes increased by
$67 million to $131 million in the first
quarter of 2017. “Income before income
taxes increased $67 million to $131 mil-
lion in the first quarter of 2017 from $64
million in the first quarter of 2016,” ac-
cording to the firm’s latest financial earn-
ings report.
MarketWatch reported on May 2 that

the Molina family retains 20% to 25%
ownership in Molina Healthcare. 
Following the announcement of the

leadership change, shares in the com-
pany – MOH on the New York Stock Ex-
change – rose by about 20%. Numerous
national publications have since specu-
lated that the company may be sold.
Molina Healthcare’s former CEO has

been in the headlines in recent months as
an outspoken critic of President Donald
Trump and his intended health care re-
forms. In an interview with POLITICO
following his firing, Mario Molina stated:
““I’ve been a very vocal critic of what’s
going on in Washington. I know the other
health plan executives have been afraid to
speak out. Maybe they’re smarter than I
am, but I’m not going to back off.”
In a statement, Chairman Wolf said,

“With the industry in dynamic transition,
the board believes that now is the right
time to bring in new leadership to capital-
ize on Molina’s strong franchise and the
opportunities we see for sustained
growth. The board is committed to
achieving operational excellence and im-
proving the Company’s financial per-
formance on behalf of our shareholders,
more than 20,000 employees and our over
four million members.”
Molina Healthcare experienced rapid

growth under the Affordable Care Act,
adding new locations, health plans, and
thousands of employees and office space
throughout the country and in Long
Beach Recently, it leased 100,000 square
feet of office space in San Pedro. �
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Prior to 1977, banks were known to “red-
line” certain neighborhoods within cities,
meaning they would not lend money to
those within these low- to moderate-in-
come areas. The Community Reinvestment
Act of 1977 was designed to discourage

these discriminatory credit practices, which
Jalali said worked overall and is no longer
an issue in Long Beach.
John Keisler, director of the Long

Beach Economic and Property Develop-
ment Department, said that through com-
munity outreach, his department has
determined the greatest challenge facing
minority-owned businesses other than ac-

cess to capital is confusion over the
process of starting a business.
“So confusion was the number one chal-

lenge, and that was because of, in some
cases, [lack of] linguistic familiarity with
the city itself, the network and knowing
who to call, and the mentors and those kind
of things. And lack of clarity,” Keisler said.
Sometimes, the challenges faced by mi-

nority-owned businesses are not at the gov-
ernmental level, but rather other companies
within the industry of the business. Such is
the case for Guy Barton, owner of Long
Beach-based Tahlequah Steel, named after
the Cherokee Nation city in Oklahoma.
Barton explained that leading competi-

tors in the reinforcing steel industry are
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Senior Writer

With a minority-majority population of
about 54% identifying as a race other than
white, according to www.suburbanstats.org,
it stands to reason that the City of Long
Beach would analyze methods to assist mi-
nority-owned businesses.
“One of the things that’s very prominent

in the city council’s blueprint for economic
development is economic inclusion,” John
Keisler, director of economic & property
development, said. “Looking at our eco-
nomic analysis from Beacon Economics,
there is tremendous opportunity to support
our minority-owned businesses to grow
and succeed.”
Keisler said this renewed and deliberate

focus on economic inclusion is meant to
develop and implement a plan for increas-
ing the number and size of minority-owned
businesses in the city. He explained that
once the economic blueprint is finalized,
inclusion would be a major part of his de-
partment’s work over the next year.
Some steps have already been taken to

assist minority entrepreneurs in navigating
the business startup process. Keisler ex-
plained that one major hurdle encountered
by minority-owned businesses is a potential
language barrier.
“An example of how we are trying to

reach our minority-owned businesses is that
we are trying to provide more navigators to
assist people that might struggle with lin-
guistic or cultural barriers,” Keisler said.
BizPort, an online portal to assist entre-

preneurs in starting and growing a business
in Long Beach that was launched in Octo-
ber of last year, acts as a digital navigator
through its translation into nine languages
– Armenian, Chinese, Filipino, Japanese,

Khmer, Korean, Russian, Spanish and Viet-
namese. Keisler said this feature is one of
the more innovative tools in the country
and received an award from the American
Planning Association.
As for other business support systems

currently offered by the city, Seyed Jalali,
economic development officer for the city,
explained that none are designed specifi-
cally to assist minority-owned businesses
but that outreach is strongest in communi-
ties with large numbers of small businesses
that are minority owned.
Jalali explained that the Small Business

Development Center and other assistance
programs reach out to minority-owned busi-
nesses in disenfranchised areas because they
are less likely to be aware of them. He said
the city also utilizes business improvement

districts (BIDs) to assist minority-owned
businesses, such as helping in the formation
of the Midtown and Uptown BIDs.
“Obviously, we have limited resources,

so the way we are going to [assist] is
through alignment and collaboration,”
Jalali said. “[We will] work with the
DLBA, Bixby Knolls, all of these business
associations that can sort of act as an advo-
cate and be out there to promote and help
deliver those services.”
Both Jalali and Keisler noted access to

capital as a challenge for minority-owned
businesses. The city already offers launch
grants and micro-loans for small busi-
nesses, but Keisler said his department is
looking into smaller-scale loans that are
even easier to access. He explained the city
is in talks with nonprofit micro-lenders,

such as the Opportunity Fund and Kiva In-
ternational, for assistance.
Through the new economic blueprint,

Keisler said the city is going to identify areas
that have a deficit of economic development
and investment, which lead to struggling to
support businesses or to generate sales.
“We are partnering with our develop-

ment services department, which manages
the Community Development Block Grant
funding,” Keisler said. “They are identify-
ing what are called place-based neighbor-
hood investment areas, which actually
overlay the same areas that we want to
focus on that have a high concentration of
minority residents and business owners.
Our goal is to provide them with technical
assistance, business outreach, outreach
with our loan programs.”
The city also provides technical assistance

to local groups in grant writing for under-
served communities, according to Jalali. He
said looking at the portfolio of city services,
many of the beneficiaries of those services
happen to be minority- and women-owned
businesses, which is partly due to outreach
efforts and partly due to the composition of
the business community in Long Beach.
Jalali said it is evident that more and

more minority and immigrant businesses
are opening in Long Beach and that it’s the
city’s responsibility to reach out and inform
them of the resources available in order for
them to succeed and grow.
“I would say the best is yet to come. It’s

very important that the city and our part-
ners in the community support our minor-
ity-owned businesses because they
represent an incredible opportunity for
growth,” Keisler said. “We think that you
are going to see a lot of exciting programs
coming out as part of our economic inclu-
sion focus area in the blueprint.” �

Saundra Christmas, owner of Mabel’s Gourmet Pralines on Pine Avenue, said her greatest challenge
is excessive fees imposed by the city when she wants to participate at farmers markets, festivals and
other city events. (Photograph by the Business Journal’s Larry Duncan)

Jackson and Mareni Khem, owners of Honeybee’s, a coffeeshop on the corner of Loma Avenue and
3rd Street, said they had to work especially hard and adapt to create a successful shop in a predomi-
nantly Caucasian neighborhood. (Photograph by the Business Journal’s Larry Duncan)

Challenges
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City Of Long Beach To Push Economic Inclusion 
And Continue Outreach To Minority-Owned Businesses

Romeo Chocolates has had a presence in Long Beach since November 2014, with owner Romeo
Garcia (left) selling his treats at local retailers and hotels. In March, Seyed Jalali, economic devel-
opment officer, (right) and the Long Beach Economic and Property Development Department
awarded Garcia with a $50,000 loan to open his first brick-and-mortar store at 460 Pine Ave.
(Photograph by the Business Journal’s Larry Duncan)
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disrespectful and claim the firm only ob-
tains business because of government
mandates to allocate business to minor-
ity-owned companies.
“So what we have to do as a minority

business – you’ve heard that cliché to
‘give 110%’ – well, we need to give 120%
in our work ethic and our building to
show our competition that we do just as
well or better service in building,” Barton
said. “It’s a greedy world.”
With 44 years in the industry and now

working under the tenth-largest steel com-
pany in the world, Gerdau, Barton said he
has heard it all but has become very thick
skinned. The company recently completed
work on part of the new Gerald Desmond
Bridge in Downtown Long Beach.
Jackson and Mareni Khem, owners of

Honeybee’s, a coffeeshop and market on
the northwest corner of 3rd Street and
Loma Avenue, said their biggest chal-
lenge was gaining a foothold and support
in the neighborhood, which they said is
mostly Caucasian.
“Sometimes people aren’t kind of sure

about the business, and people are a little
hesitant to come try it out. So it’s just a lot
of work for us to prove ourselves,” Mareni
said. “Before we took over, it was a mar-
ket. And it was owned by an Asian before,
and he didn’t really have a good reputation
here before. And now it was another group
of Asians coming in to take over.”
Jackson explained that the couple

adapted the business to the neighborhood
by asking residents what they were look-
ing for in the space. The couple cele-
brated the store’s one-year anniversary on

May 1 and said now that they have proven
themselves, the surrounding community
loves and embraces the shop.
“They keep telling me, ‘Please, do not

leave,’” Jackson said. “What we do here,
it was never our dream. It’s the neighbor-
hood dream.”
Leoh Sandoval, owner of Aguas Way, a

family-run cafe near the intersection of
Long Beach Boulevard and Platt Street in
North Long Beach, had the exact opposite
experience as the Khems. Sandoval ex-
plained that many of the businesses in the
majority-Hispanic neighborhood are pretty
worn down and beat up.
“Most of the Hispanics aren’t used to

the type of atmosphere that we have – a
little bit more hip and modern look. They
don’t travel downtown or to Bixby Knolls
to eat at a place like we have,” Sandoval
said. “So when they come to our estab-
lishment, they see it and they assume
right away that we are really high priced
because of the look, which we’re not.”
However, being a Hispanic-owned busi-

ness in a majority-Hispanic community
does have its perks. Sandoval explained
that many patrons, particularly the older
generation, enjoy being able to go into a
nicer establishment and speak Spanish
with the staff.
Sandoval also said he was not able to

finance his business and instead relied on
loans from family and friends to pay for
startup costs. Other than this small finan-
cial hurdle, he said the startup process
with the city was smooth.
Some minority business owners, such as

Saundra Christmas, owner of Mabel’s

Gourmet Pralines on Pine Avenue, do not
experience any challenges directly as a re-
sult of racial factors. Christmas explained
that her main challenges are the constant
fees imposed by the city, something every
business owner must endure.
“I’ve already met the guidelines that the

city says I have to in order to keep my store
open, but if I go to a farmers market or a
festival, I’m again hit with another fee,”
Christmas said. “If someone comes to do
business in Long Beach as an outsider, I’m
basically treated like them. I have to buy a
new permit, even though I have paid for a
permit at the store.”
Vice Mayor Rex Richardson thinks more

can be done to assist small businesses, par-
ticularly minority owned, in achieving their

dreams. He said the city has been working
to highlight and accentuate these busi-
nesses more to showcase Long Beach’s di-
verse and unique culture.
However, Richardson explained that he

would like to see the process of starting and
maintaining a business be made easier for
all, particularly small, minority-owned
businesses. 
“Given the diversity in Long Beach,

there’s really a niche here for minority-
owned businesses, and we should be just
a little bit smarter in how we leverage our
diversity and really highlight our cul-
ture,” Richardson said. “Support for mi-
nority-owned businesses has to be central
to any economic development strategy
that we have.” �
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� By SAMANTHA MEHLINGER

Assistant Editor

Long Beach has for many years been
known as one of the most diverse cities in
the nation, earning it the nickname “The
International City.” Its makeup of business
owners is a reflection of that diversity, with
people from all ethnic backgrounds head-
ing up successful ventures large and small.
These business owners have grown their

operations in a variety of ways over the
years. Some have expanded to multiple lo-
cations, and others have significantly
grown their revenues and employee-bases.
Although from different backgrounds, they

hold these traits in common: a drive to suc-
ceed, a refusal to make excuses, and a com-
mitment to their communities.
Servando Orozco, whose Long Beach

business Orozco’s Auto Service now has
three locations, told the Business Journal
that he had no skills when he came to
America. But a combination of fate and de-
termination led him to change the course
of his future.
When Orozco came to the United States

30 years ago, he was only supposed to stay
for three months as a roadie with a band from
Mexico. During that time, he stayed with a
friend in Compton who owned an auto shop.
“Two weeks before the end of the three

months, I got shot in Compton,” Orozco re-
called. “And everything [was] because I was
wearing a red collar.” Because he wasn’t from
the area, Orozco did not know that the color
red signified affiliation with a specific gang.
The police handling the investigation of

the crime told Orozco he had to stay in the
country for at least three months. “During
that three months when I stayed on in that
shop, that’s when I became interested in
being a mechanic,” he said.
Orozco had only attended school through

8th grade. In Mexico, he had earned money
by selling Chiclets, cleaning windshields
and pumping gas. “I had no skills,” he said.
Orozco decided to stay in America and

worked at his friend’s auto shop for three
years. He gained experience at a few other
shops before landing at a Shell station in
1989, where he worked for 10 years.
“When they lost the lease for the Shell, I
moved next door, which was my first
shop,” Orozco said. “And that’s where
Orozco’s started in December 1999.”
In 2007, Orozco purchased a second lo-

cation at 3619 Atlantic Ave. “Then in 2013,
I bought a business in Bellflower,” Orozco
said. “And then three months later, I bought
the property next door, a transmission shop.”
Although Orozco faced many obstacles

as an immigrant and a minority entrepre-
neur – he arrived with no skills, did not
speak English and knew nothing of running
a business – he said he learned not to make
excuses for any of the bumps along the
road to his success. “It’s easy to look for ex-
cuses and point to the other side and not
point to ourselves,” he said.
In 2005, Orozco hit one such roadblock

when he discovered he owed the IRS nearly
$10,000. Rather than throw in the towel, he
accepted that he needed assistance in learn-
ing how to run a business and enrolled in
classes. Now, 12 years later, he teaches
those same classes to other entrepreneurs.
Renee Quarles, who has owned Shades

of Afrika since 1997 when she assumed
ownership from her sister and the busi-
ness’s founder, Vonya Quarles, has a similar
attitude about overcoming obstacles as a
minority business owner: she refuses to let
them get in her way. 
“I do not look for excuses at all, mean-

ing if there is a racist person that I have to

go through to get where I’ve got to go, I
will find another way to do what I’ve got
to do,” she said. “I am black, white and In-
dian. I have a lot of blood running through
my veins, and I will not let race get in the
way of my success.”
Quarles said she has dealt with a number

of challenges in growing her business over
the years: a former location was taken by
the city through eminent domain, and in re-
cent years, she has endured various crimes
against the store, including a rock recently
thrown through a window. But despite these
challenges, she has grown the business.
“I was fortunate enough in ’07 to pur-

chase the building we are in today. This is
our building, so no one can take us out,”
Quarles said. In 2010, she opened a second
location in Corona. Revenues have grown
from $33 a day to about $300,000 a year.
“My whole approach is better products,”
she said, noting that she sources many of
her goods from local artisans.
“I want anyone reading this article to un-

derstand clearly that the sky is the limit
when you are your own boss,” Quarles said. 
Patricia Watts, founder and president of

FCI Management, began her career as a
temporary file clerk at Southern California
Edison (SCE). She eventually worked her
way up to manager of the firm’s commu-
nity relations division. After 22 years with
the company, she took an early retirement
but did not stay retired for long. 
“I thought I really would like to start a

company, and I had a passion for creating
jobs,” she said. Nineteen years ago, SCE
began downsizing and increasingly using
contractors for some of its services. Watts
saw it as an opportunity and formed a com-
pany to meet some of SCE’s needs. 
“Today we are one of the premiere

prime contractors with Edison and other
utilities providing what we call third-party
implementer services for their energy ef-
ficiency portfolio,” Watts explained. This
includes “lighting, retrofits, HVAC up-
grades, refrigeration upgrades, improved
building performance, renewable energy
technology such as solar, and electric ve-
hicle chargers,” she noted.
The company has grown organically and

now has offices in Atlanta and New York.
Pursuing leadership in various business or-
ganizations has helped Watts continue to net-
work, while also providing the opportunity
to mentor other business owners, she noted. 
“I take leadership roles in business or-

ganizations like the Minority Business De-
velopment Council, Women Business
Enterprise Council, the National Association
of Women Business Owners,” Watts said. “I
am very involved in both the trade level and
community-based organizations.” It is a strat-
egy she said she would recommend to other
minority business owners seeking success.
Luis Navarro, owner of Lola’s Mexican

Cuisine and co-owner of the Social List, said
he learned his work ethic from his mother,
Lola. She originally started Lola’s Mexican
Cuisine after saving up for many years. 
“She had many jobs, but for the majority

of her life, she cleaned homes and was like
a banquet server in a lot of the hotels here
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Long Beach Minority Business Owners 
Reflect On Their Paths To Success

Patricia Watts founded FCI Management after a successful career with Southern California Edison (SCE).
The company, which does contracted work for SCE, now has offices in New York and Atlanta. For more
information, visit www.fcimgmt.com. (Photograph by the Business Journal’s Larry Duncan)

Lola’s Mexican Cuisine was originally founded by the mother of current owner Luis Navarro. The 4th Street business now has a second location in Bixby
Knolls. Navarro’s family operates another restaurant, The Social List, as well. Pictured at the original Lola’s, from left, are family members involved in the
businesses: Nathalia Rivera, Brenda Rivera (wife to Luis), Luis Navarro, and Luis Navarro, Sr. For more information, visit www.lolasmexicancuisine.com and
www.thesociallistlb.com. (Photograph by the Business Journal’s Larry Duncan)

Julia Huang grew interTrend Communications from a small subsidiary into an independent advertis-
ing agency firm boasting Fortune 500 companies as clientele. She also runs Imprint Venture Lab.
For more information, visit www.intertrend.com and www.imprintventurelab.com. (Photograph by
the Business Journal’s Larry Duncan)

(Please Continue To Page 26)
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in Long Beach,” Navarro said of his
mother, who passed away from cancer a
few years after opening Lola’s on 4th
Street. When he was growing up, every day
his mother would take her children to
school. She would then clean homes until
she picked them back up from school and
made dinner, and then she would go off to
work again in her job as a banquet server.

Lola first arrived in the United States in
1974, speaking only Spanish and with just
$50 in her pocket, Navarro noted.
“But that was how she was able to kind

of get ahead, just by outworking everybody
else,” Navarro said. “And yeah, she was
able to buy her home and save some money
and follow her dream.” 
Navarro, who studied international busi-

ness in college, became involved in Lola’s
from the beginning when it opened in 2008.
When his mother became terminally ill, he

took it upon himself to advance his culinary
skills. He has taken multiple tours of Mexico,
where he has learned about Mexican cuisine,
and began refining Lola’s menu. “I kind of
learned it hands on, and it became more of a
passion for me,” he said. “I am now in a po-
sition where we have a really good team in
place. I am more or less steering the ship in-
stead of being the guy working on the ship.”
In 2014, Navarro opened The Social List

across the street with his sister, Erica Nor-
ton. Last year, he opened a second Lola’s
location in Bixby Knolls.

“One of the mottos we kind of run off of
is we never compromise on our quality,”
Navarro said. “And you know, last – and I
think it’s the most important – thing is, we
give back,” he said, noting that he and his
family are involved in giving to local
schools and events. “As it comes in to us,
we also distribute it back to the community
to make us all stronger.”
Julia Huang, president and CEO of in-

terTrend Communications and startup in-
cubator Imprint Venture Lab, has also made
it a point to become involved in and invest
in the community. Huang’s firm is one of
the co-sponsors of POW! WOW! Long
Beach, which for the past two years has
brought international artists to paint murals
throughout the city. 
“We host POW! WOW! Long Beach. We

have worked with the mayor’s office with his
Mayor’s Education Fund. We worked with
Musica Angelica, which is also a local Long
Beach music institution,” Huang said. Her
company has also physically invested in
Long Beach through its purchase and reha-
bilitation of its headquarters at 228 E. Broad-
way, one of the oldest buildings in the city.
Huang, a Taiwanese-American raised in

Japan, came to America for graduate
school in the 1980s. Her journey to becom-
ing a business owner was by chance. After
working for a mergers and acquisitions
firm for a number of years, she had the op-
portunity to start interTrend as an arm of
that company to service the advertising
needs of its client, Northwest Airlines. De-
spite having no background in advertising
herself, she later spun off the company and
has since amassed a legion of massive
brands including Toyota, JP Morgan Chase,
Disney, State Farm and many others.
Now, in addition to becoming involved in

the community, Huang is finding ways to as-
sist other entrepreneurs. Through Imprint
Venture Lab, she helped found Built By She,
a community of women entrepreneurs seek-
ing to assist one another and network. “Be-
cause of the fact that we are in Long Beach,
we started our focus on Long Beach-owned
businesses,” she said of Built By She.
“The great thing is this is a country that

really supports small business and small
business owners, and there are so many in-
frastructures people could reach out to [in
order] to get resources that were really not
available 20 or 30 years ago,” Huang said. �
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Shades of Afrika owner Renee Quarles has grown her business’s revenues and offerings since taking
ownership of the store in 1997. The shop specializes in African-American Books, natural body care
products, handmade collectibles and more. For more information, visit www.shadesofafrika.com. (Pho-
tograph by the Business Journal’s Larry Duncan)

Mexican immigrant Servando Orozco came to the United States with $20 in his pocket and few skills. He
now owns and operates three auto repair locations. For locations and other information about Orozco’s
Auto Service, visit www.orozcosautoservice.com. (Photograph by the Business Journal’s Larry Duncan)

Paths To Success
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Demographics and Policy, and Wendell
Cox, an urban planner and owner of con-
sulting firm Demographia.
The basic premise of the report is unsur-

prising: California housing is becoming in-
creasingly more unaffordable. According to
the report, it is the second-least affordable
state to live in for middle-income house-
holds after Hawaii. 
As of the fourth quarter in 2016, only

34% of Los Angeles-area residents could
afford to buy a house, according to the re-
port. Monthly mortgage payments in Los
Angeles and the Bay Area take 40% of
household income, compared with 15% na-
tionally, according to the report.

The homeownership rate among Millen-
nials in California is the third worst of all
the states, with only 25.3% owning
homes. Homeownership among 25- to 34-
year-olds in California has also been de-
clining faster than the U.S. average. 
Home prices in California continue to

rise due to high demand for housing and
short supply – a situation exacerbated by
stringent development standards. Just try
saying “CEQA” (the acronym for the Cal-
ifornia Environmental Quality Act)
around a real estate developer, and see
what it does to his or her expression.
Environmental impact fees for new de-

velopments are one issue, as are land-use
policies that impose “urban growth bound-

aries” to restrict new suburban housing
tracts, according to the report.
As housing prices rise, Millennials con-

tinue to be worse off financially than prior
generations. We earn $2,000 less than the
same age group did in 1980, according to
the U.S. Census Bureau. And more than
20% of Millennials aged 18 to 30 live in
poverty, compared with 14% in 1980.
Another woeful tidbit: “A millennial

with a college degree and college debt, ac-
cording to a recent analysis of Federal Re-
serve data, earns about the same as
someone of the Baby Boomer generation
did at the same age without a degree.”
Some have made the argument that

Millennials are simply less interested in

purchasing property. But as Kotkin and
Cox point out, both Fannie Mae and the
California Association of Realtors have
conducted recent surveys that showed
roughly 80% of Millennial renters believe
homeownership is a safe investment and
makes more financial sense.
I asked my Facebook friends whether

they felt buying a home was feasible for
them right now, and I received numerous
replies with varying degrees of frustration. 
A recently married friend, age 26, com-

mented that she and her husband just
moved to Washington State in the hopes of
eventually being able to buy a home. Rental
rates in California make it too difficult to
save for a down payment, she noted.
A high school classmate who studied at

UC Santa Barbara said buying a home in
California does not seem feasible unless
she and her spouse compromise and live
in a bad neighborhood. They might move
out of state.
A married college friend and her hus-

band have been approved for loans for
single-family homes and condos – but
only at the price points of $190,000 and
$230,000, respectively. “Just nothing ex-
ists in that price range,” she said.
Three friends, all former college peers,

managed to purchase homes with part-
ners. One, a married, 29-year-old school-
teacher, was able to purchase a $590,000
three-bedroom, one-bathroom home in the
City of Orange in 2016. The down pay-
ment was made with her savings, and her
husband’s income supplements monthly
mortgage payments.
Another friend purchased a $270,000

condo in Tustin in April 2016 with her
boyfriend. “I started thinking about sav-
ing for a house my senior year of college,
2012, and it took me four years and pay-
ing off $10,000 worth of debt to get
there,” she said. 
Perhaps the most unique situation among

these was a former college peer who is
married to an active-duty member of the
military. Due to the short supply of homes
available in California, she had a tough
time even finding one to make an offer on.
“Houses are gone within days, sometimes
hours, of going on the market,” she said. 
She and her husband eventually paid

$570,000 for a home in San Diego County.
The only reason they were able to afford
the home was that her husband qualified
for a VA loan, which requires no down pay-
ment, she emphasized.
All speculated that California is in a

housing bubble. But as someone who has
been covering real estate for four years, I
can tell you that experts agree – we are not.
Say the word “bubble” to a real estate agent
or an economist, and they’ll quickly wave
you off. The reaction is so predictable that
I gave up asking the question. 
With all that being said, I offer up this

note to my home state. 
Dearest California, 
If you want to keep your future work-

force here, you need to build more housing.
Release developers from your stranglehold.
Figure out how to do so responsibly, or you
might see an exodus of those of us who
aren’t willing to fork over half our pay-
checks to stay in the sun.
(Note: If you have a comment or sug-

gestion regarding Millennial Pulse,
please send an e-mail to the writer at:
samantha_mehlinger@lbbj.com.) �
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Solar Source
Jarrod Osborne moved to Long Beach in 2000 to pursue a business economics degree
at Cal State Long Beach. After graduation, he decided he was attracted to construction,
an industry his father and grandfather belonged to before him. In 2007, Osborne opened
Solar Source, a solar energy equipment supplier, at 4801 E. Anaheim St. “It’s important
that homeowners and businesses have energy choices and have the opportunity to buy
their own power and own their own energy,” Osborne said. “And it’s clean power, so it’s
kind of a win-win.” The company currently has nine employees and works with cus-
tomers from start to finish – energy and financial analysis, design, engineering, per-
mitting, installation and fulfillment with utility companies. It’s a true one-stop shop for
home and business owners looking to utilize solar energy. Many clients are located in
Long Beach, but Osborne said the company has worked as far as San Diego and Chico.
“The message we like to let people know is that we are a local, family-owned business.
We’re not a big Bay Area franchise that’s just focused on lead generation and sales quo-
tas,” Osborne said. “Our business was really built on referrals, word of mouth and our
reputation.” For more information, visit www.solarsourceinc.com.

Tom’s Automotive Service Center
On April 3, Tom Bennett opened Tom’s Automotive Service Center at 4401 E. Ana-
heim St., after more than 17 years operating in Signal Hill as Tom’s Tire Performance
Center. Bennett said he grew up in Long Beach and was around the auto repair in-
dustry his whole life. Prior to opening up shop in Signal Hill, Bennett was in business
in the San Gabriel area, commuting back and forth each day. When he lost his shop
to eminent domain, he decided to move closer to home. He explained that, having
been in the service business his whole life, he enjoys talking to people and helping
solve their problems most. “We are very customer service-oriented. We’ve always
been that way – even before Yelp and those review sites,” Bennett said. “I think the
expertise of our technicians and the expertise of our sales staff, our state-of-the-art
facility with the latest diagnostic equipment – our facility is brand new – [sets us
apart from other shops].” The shop offers a variety of services, including brakes,
alignments, diagnostics, auto repair and, of course, tires. Bennett said the family-
owned and -operated shop provides customers free rental cars or gives them a ride
home if needed. For more information, visit www.tomstire.com.

Roundin’ 3rd Sports Bar & GrillAfter about 20 years working in management in the restaurant indus-try, Geoff Rau and his wife, Karna, teamed up to open Roundin’ 3rdSports Bar & Grill at 4133 E. Anaheim St. “I was general manager atClaim Jumper for 15 years and Islands Restaurants for four years andthen Yard House for a couple of years, so I have been in the restaurantbusiness for a long, long time,” Geoff Rau said. “We always had thedream of not working for someone else. Both my grandparents ownedtheir own business – and my dad too – so it kind of runs in our fam-ily.” Rau takes pride in the restaurant’s menu, which his friend, an ex-ecutive chef based out of Colorado, helped him create. “Eightypercent of our menu is made from scratch, so it is a little bit higherend than most sports bars are going to get,” he said, noting that themenu features mostly burgers, sandwiches and salads. “The fact thatpeople can get here by walking is great. That area is really starting tocome alive,” Rau said of the location. Two years ago, the business wasdoing so well that the Raus opened a second location in Upland. Theyare hoping to open a third location in the City of Orange in the nearfuture. For more information, visit www.roundin3rd.com.

Paul’s Glass Co.
Paul’s Glass Co. has been

 located on Anaheim Stre
et since 1944.

The great-great-uncle of 
brothers and co-owners T

odd and Kory

Bersuch – the original Pa
ul – was the company’s f

ounder. It has

stayed in the family for f
our generations, and the 

Bersuch broth-

ers’ father is still involve
d, although he is semi-ret

ired. “We take

pride in our work, and we
 make sure it gets done ri

ght. We like to

get out there and get work
ing on jobs,” Todd Bersuc

h said. Paul’s

Glass handles both walk-i
n residential customers an

d commercial

jobs. “We have a big walk-in trade
 for single pane windows

, mir-

rors, table tops, and repl
acement glass for a lot o

f the property

management companies,”
 Bersuch said. The busine

ss “does a lit-

tle bit of everything,” with
 the exception of auto glas

s. It was orig-

inally located catty-corn
er to its spot at 2400 E.

 Anaheim St.

Because it has been based
 there for so long, the firm

 mostly does

business within the city, B
ersuch noted. “It’s high tr

affic, and it’s

a great spot for our comp
any,” he added. “I have to

 give credit to

our employees who have
 been with us for some ti

me, especially

our manager Sam. He ha
s been with us 30 years,”

 Bersuch said.

“It’s huge for us because 
that’s what it takes to kee

p our business

going – a good team.” F
or more information, vis

it www.pauls-

glass.com. Todd, left, is p
ictured with Kory.
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Small business Optimism Holds Steady In Q2 

Small business optimism held onto recent gains, the latest overall
Small Business Index score was 95 in April, down from 100 in Feb-

ruary when business owners reported being the most optimistic since the
start of the Great Recession. The drop is not statistically significant, and
small business optimism is still up significantly from a year ago when
the Index score was 64, as business owners continue to report improve-
ment across most survey measures. 
Many of the key metrics this quarter were almost unchanged from the

first-quarter survey. These included:
• Strong financial situation – Seventy-three percent said their current

financial situation is very or somewhat good, up slightly from 71% in February
• Healthy revenues –Almost half (46%) said their business’s revenue increased a little

or a lot over the past 12 months, nearly the same as in February when it was 45%. 
• Steady cash flow – Six in 10 (63%) said that their cash flow was very or somewhat

good over the past 12 months, down one point from 64% in February.
• Access to credit –Thirty-nine percent said that credit was somewhat or easy to obtain

over the past 12 months, about the same as February when it was 40%.
Small business owners were asked about their hiring plans and challenges and looking

ahead. About a third say they expect the number of jobs or positions at their company to

increase over the next year. More than half of those surveyed say that finding qualified
people to apply for open jobs is a top challenge. 
Small business owners also were asked about the rising popularity of companies

that provide on-demand businesses and services, which involves using the Internet
and smart phone apps to assign work to people who are not regular employees, but
are available to do tasks on an on-demand basis or as needed. Just 18% of those sur-
veyed describe their business as a provider of on-demand goods and services, yet
one in four (26%) believe the trend toward more on-demand labor will benefit their
business in the long run. Another 20% say their business currently faces competition
from on-demand companies, and another 27% expect to experience this competition
in the future.
When business owners were asked to identify the most important challenges facing

their business today, attracting customers and finding new business rose to the top of
the list at 13%, followed by hiring and retaining quality staff (11%) and the economy
(10%). Government regulations also was listed as a top challenge at 9%, down from
14% last quarter. These challenges have been consistently reported as the top concerns
of small business owners since early 2013, although the order of concerns shifts from
quarter to quarter. 
In April, the present situation score – how business owners gauge their perceptions

of the past 12 months – dipped to 36 from 40 in February, when it was the highest it
had been since January 2008. The future expectations score – how business owners
expect their businesses to perform over the next 12 months – remained relatively un-
changed at 59. 
(Ben Alvarado, a 26-year veteran of Wells Fargo, is the president of the bank’s So. Calif.

Region, which stretches from Long Beach to Orange, Imperial and San Diego counties.)  

Small Business Dollars & Sense

By Ben

AlvArAdo

Iguana Kelley’s
Four years ago, Steve and Melissa Guillen bought Iguana Kel-
ley’s, a bar located at 4306 E. Anaheim St. “I did pretty well
in my previous job and decided to take the leap out of the cor-
porate world,” Steve said. “So we basically cashed out on our
401(k) plan and rolled the dice by buying an existing busi-
ness.” Prior to purchasing the bar, Steve worked as a restaurant
consultant, helping restaurants such as BJ’s Restaurant &
Brewhouse and Elephant Bar open new locations across the
country. After a two-year search and several negotiations with
bars around Long Beach, the couple purchased Iguana Kel-
ley’s, and Steve quit his day job. Steve said his favorite time
of the year is tax season, when he gets to hand his six full-
time and four part-time employees their W2 forms and know
that he is helping provide for others and their families. He ex-
plained that he feels intertwined with the local community and
that other bars around the city inspire him to be better.
“There’s the old term the ‘dive bar.’ And we believe that we’ve
revolutionized the dive bar scene by getting away from being
the dirty, seedy place to being a fun, comfortable, clean estab-
lishment,” Steve said. For more information, visit www.face-
book.com/IguanaKelleys. Pictured from left: Melea, Melissa,
Stevie and Steve Guillen.

Support Local Small Businesses Articles by Assistant Editor Samantha Mehlinger 
and Senior Writer Brandon Richardson. 
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Planet Books
Bound by a love of books an

d knowledge, James Rappap
ort

(pictured) and business pa
rtner Michael Munns opened

Planet Books at 3917 E. A
naheim St. just before Tha

nks-

giving in 1998. “We knew each other from ha
nging out at

a collectibles store in Long
 Beach back in the ’80s,” R

ap-

paport said. “We liked the idea of storytelli
ng. Books don’t

let you down.” The name fr
om the shop came from its 

orig-

inal premise – a science fi
ction bookstore. Soon, tho

ugh,

the two branched out into o
ther areas. “We have always had

hundreds, or thousands, of 
high school yearbooks,” Ra

ppa-

port said. Planet Books als
o developed a following fo

r its

collection of township and
 military histories, he note

d. “I

always try to have really n
ice fiction and literature, e

spe-

cially award-winning boo
ks,” he said. The majorit

y of

books in the store are used
, and small paperbacks sel

l for

$1. Planet Books also carrie
s rare and signed books, as w

ell

as vintage metal toys. “My business partner, he has 
been

collecting them for a long
 time, and he has been sel

ling

them since the ’80s,” Rap
paport said. “You never k

now

what’s going to come in th
e store one day or what yo

u’re

going to sell the next. It’s a
 true adventure, that’s for su

re.”

For more information, call 
562/985-3154.

This edition features small businesses on East Anaheim Street from Cherry Avenue to Pacific Coast Highway 
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