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Canada’s loonie rising in value

Don’tlook now, but the Cana-
dian dollar (the loonie) is fast
reaching parity with its Amer-
ican counterpart.

Part of the reason is that our
northern neighbor’s economy is
cooking on all eight cylinders.
Whereas the loonie’s previous
high coincided with midyear
2008’s oil price peak, the current
surge reflects a much more
broad-based economic recovery.

Although Canada controls
the globe’s second-largest land
mass, its population base is
hardly 11 percent of America’s
307 million total.

However, the unpopulated
area, which comprises practically
all of the territory outside of a
100-mile swath bordering on the
US., is brimming with a mix of
natural resources that is in crit-
ical demand worldwide.

This includes oil, natural gas,
rare metals, copper, etc., and
massive agricultural surpluses,
especially wheat.
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But the current fuel powering
Canada’s upswing is the diversity
of the Dominion’s turnaround.
Such basic underpinnings as gross
domestic product growth, in-
creasing employment, exports
and manufacturing are sharply

on the upside.
The major key, however, to the
Canadians’  performance is

monetary conservatism, which
allowed Ottawa to escape the
ravages of financial meltdown
that impacted the U.S., Western
Furope and other developed
countries late last year.

Canada’s commitment to
prudence was the solid invest-
ment approach of that nation’s
five major banks, which make
up the bulk of its financial
institutional base.

Mortgage-backed  securities
and the sliced and diced deriva-
tives held by the multi-
billions in American banks were
hardly to be found north of the
border.

Such consistency during a
global near-calamity allowed
Canada’s banks to become the
world’s envy, as they climbed to
the upper echelon in world
bank standings. It’s a policy that
has made these banks cash-
heavy and proportionately light
in outstanding loans.

This masterful approach has
remained constant, as none of
the big banks has fallen prey to
exceeding its conservative in-
vestment approach, despite the
exponential deal offerings that
have come their way in the past

few months. It has allowed
these banks to offer increasingly
generous dividends to their loy-
al stockholders, without dis-
turbing their reserve ratios.

As leading American banks,
still supported by TARP injec-
tions, file their third quarter re-
sults, it’s likely that only a few will
match the superb achievements
of our neighbors to the north.

Morris R. Beschloss writes a regular
blog on mydesert.com. He can be heard
on KPS| Radio 920 AM from 8 to 9
am. every Friday and on KGAM Radio
1450 from 9 to 10 am. Saturday. He can
also be seen on KESQ Channel 3, and
on Time Warner Cable TV Channel T,

o Beschloss 24/7

Keep up with what
Morris Beschloss has to
say about current
happenings in the
finance world by reading
his blog at
mydesert.com

CE0: Room to grow in new place
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floor and everything in between
— tile and stone and vinyl and
carpet, there’s really no limit to
the kind of products we work
with. We can still install. We're
busy managing now. But Jerry
spends virtually all of his time
in the field on the jobs with the
installers.

Rusty takes care of most of
the commercial work. We stay
trained. We just had a group
of guys go to Chicago to train
for terrazzo.

Rusty: That’s one thing that
we make sure we do is keep
the guys up to date on all the
latest technology and then we
as owners, we don’t just send
them, we go with them.

Jerry: We participate in the
seminars as well as in the field.
When it’s necessary, we'll
throw our knee pads on and
get our tool belts on and jump
in with them.

Explain what terrazzo is?
What kind of tile is that?

Michael: It’s actually not tile.

Rusty: It’s poured-in-place
epoxy flooring. It’s virtually
green, it’s all recycled glass, recy-
cded marble chips. We're trying
to bring it back to the valley.

We used to do a lot of ter-
razzo here years ago?

Michael: Actually it’s always
been done. The entire airport.
It was the commercial product
that was used probably in ev-
ery commercial building. We
all went to schools that had
terrazzo. Now they’re bringing
it back. All the government fa-
cilities, hospitals, they love it
because it lasts for 50 years.

Rusty: It’s pretty much a
lifetime floor.

What are some of the
other things you’ve done to
stay competitive in this eco-
nomic environment?

Michael: One of the things
that we've done is we've stayed
diversified in flooring. When

new products come out, we've
learned how to do them, we've
stayed on top of them. It’s al-
lowed us to keep growing, to
stay steady. It also allows us to
work out of town. We'll work as
far as Long Beach, San Diego.

Rusty: It’s been word of
mouth, because we’ve never
advertised. We just pulled out
our first TV ad.

Michael: This is the first time
we've ever, ever advertised. Our
names are on our trucks. That’s
all we've ever done.

One of the things we wanted
to start doing was reintroduce
ourselves to the community.
The reason we say that is be-
cause the environment has
changed. It’s not the work-
walking-in-your-door type envi-
ronment, where people can just
grab as much as they can.

Being a part of the communi-
ty now is a very, very important
thing. In fact, it reminds us of
what it was like here in the
desert 15, 20 years ago before
shops just came in from every-
where. Many of the people that
we worked with, they’re still
here. Many of the flooring
stores that have been here for
25, 30 years are still here.

The kind of business that
sort of rode in on the wave of
new homes, they’re gone.
Many of them are out of busi-
ness now. But the ones that are
tried and true and have been
here forever are still here and
still working. So we started this
reintroduction to the commu-
nity where that’s what we think
is the future of business, being
part of the community.

What kind of changes
have you seen in your in-
dustry recently?

Michael: Recently, the big
push is going green, the recla-
mation, the recycling, green
products and we're actually
right on the cutting edge of
that. We have a business plan
in place that we’re working
with some of the cities, school
districts, hospitals for recycling

and reclamation.

Another change, and this is a
change we fight every day, is
the influx of out-of-state con-
tractors. But California is the
most expensive place to do
business, Nevada and Arizona
are not. Our toughest competi-
tion is out-of-state contractors.

When you talk about
changes, we’ve got the coming
of the green (initiatives). We
think that’s positive.

Rusty: That’s actually our

next main focus.

How will “going green” af-
fect your costs?

Michael: It’s a tough one
because at this stage of the
game, the reclamation and the
green for floor covering is still
sort of a labor of love. In other
words, we’ve got to want to do
it because there really isn’t
money in it yet. Maybe in the
future, maybe as the economy
does a little bounce, but right
now, it’s more of a shift. It’s a
redesigning of our company so
that we can service those kind
of industries.

What are some of the chal-
lenges in your business?

Michael: The bidding pro-
cess is extremely tough right
now. There are a lot of people
that are working off survival
economics and survival ac-
counting and that’s a danger-
ous place to be.

For our business, particular-
ly, we haven’t been too im-
pacted by the economy be-
cause we weren't in the new
home market. Everyone from
the new home market is trying
to get into our business. Com-
mercial business is not the
same so the bidding has really
toughened up, products aren’t
as readily available because
they’re stocking less.

Rusty: That’s a lot of the
things that are frustrating us
right now. (You can’t just call)
and get a product out of L.A.
or Georgia. Now we have to
wait for things to be produced.

Jerry: It’s not sitting on the
shelf in stock because it’s not
moving like it used to.

Michael: The other part of it
is we have to be much more
savvy on our accounting be-
cause everybody’s money’s
tight. You've just got to be
smart business people right
now to survive. Just getting
paid’s tough.

You've got to make some
tough decisions. We're fortu-
nate we haven’t had to lay
people off. We’ve been fortu-
nate enough to hire people.

But the truth is, I think ev-
erybody’s acclimating; they’re
learning how to move in this
environment. I think people
are learning how to do busi-
ness differently.

What don’t people know
about flooring that they
should know?

Michael: One of the things
that we do find in our partic-
ular business, and I can’t
vouch for other shops, but we
spend a lot of time educating
our customers because we can
answer those questions.

If it's somebody coming in
going, ‘Well, T heard that wood
floors aren’t good for the desert,
well, that’s not true anymore.
Twenty-five years ago, when
sand was blowing, that would
be the case. Now it’s fine.

You've got to ask the cus-
tomer ... when they come in
they go, ‘T want stone, I want
this, I want that,” and you
need to find out, what kind of
maintenance do you do, are
you willing to do maintenance
or do you want something
that takes care of itself?

How about carpets? How
often should somebody
change their carpeting?

Michael: If you vacuum a
lot, maybe not for 10, 15 years.
If you don’t vacuum a lot,
maybe every year. The vacuum
is the No. 1 thing for mainte-
nance of carpet. Dirt is abrasive,
it breaks down the backing.

BUSINESS: Revi Singh reopens restaurant
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“Lunch is busy, real busy,”
Sahagun said. “Business at
breakfast is picking up little by
little.”

Palace cuisine

Revi Singh has a way with
spinach, and he demonstrated
his culinary prowess at Friday’s
ribbon-cutting and grand re-
opening ceremony of Dehli
Palace Cuisine of India.

Singh bought the restaurant in
June, and reopened it two weeks
ago after spending some $90,000
on remodeling.

Singh comes to the desert with
many years of experience in San
Bernardino. He brought with
him a long line of specialty
vegetable dishes — spinach-
based entrées, especially.

“It’s wonderful to be here,” he
said. “Business has been
great.”

Special book

Here’s thelowdown on a special
book signing and meet-the-au-
thor reception Nov. 8 at Just Fab-
ulous in Palm Springs.

Judy Shepard will sign copies
of her new book, “The Mean-
ing of Matthew: My Son’s
Murder in Laramie, and a

MONICA TORLINE/THE DESERT SUN

José Sahagun stands outside his restaurant, The Palms Café, in
Rancho Mirage. This is the second location for the breakfast-and-

lunch eatery.

World Transformed,” after the
the Greater Palm Springs Pride
parade.

From 2 to 4 p.m.,, Shepard will
sign the book that tells her per-
sonal story in the wake of her son
Matthew’s brutal attack in 1998.

Creative recycling

Bookit over to the Miramonte
Resort & Spa in Indian Wells this
week to take part in a program
that honors National Book
Month and Mother Earth.

Hospitality management

company Destination Hotels
& Resorts launched the Read
& Reuse initiative to address
the thousands of pounds of
books travelers leave at hotels
every year.

The Miramonte has been col-
lecting books throughout Oc-
tober to donate to local libraries,
including the Rancho Mirage
Public Library. You don’t have
to be a guest to contribute to the
cause. Coachella Valley busi-
nesses and residents are wel-
come to drop off unwanted

books as part of the program.

Want more?

Interested in learning more
about the businesses featured in
this column? Try the following:

® Franz Tatum Wealth Man-
agement, NPC, 34220 Gateway
Drive, Suite 100, Palm Desert.
Phone: (760) 770-2003,
www.franztatum.com

B The Palms Café, 69-930
Highway 111, Rancho Mirage;
and 44-150 Town Center Way,
Palm Desert. Phone: (760)
770-1614 and (760) 779-1617,
respectively.

B Miramonte Resort & Spa,
45000 Indian Wells Lane.
Phone: (760) 341-2200,
www.miramonteresort.com

m Destination Hotels & Re-
sorts, 10333 East Dry Creek
Road, Suite 450, Englewood,
Colo. Phone: (303) 799-3830,
www.destinationhotels.com

m Rancho Mirage Public Li-
brary, 71-100 Highway 111.
Phone:  (760)  341-7323,
www.ranchomiragelibrary.org

m Just Fabulous, 515 N. Palm
Canyon Drive, Palm Springs.
Phone: (760) 864-1300.

m Dehli Palace Cuisine of In-
dia, 1422 N. Palm Canyon
Drive, Palm Springs. Phone,

(760) 325-3411.
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join the desert's ultimate social & news network today > mydesert.com

VERTICALS ¢ DUETTE® HONEYCOMB SHADES
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views, pool/spa, old world craftsmanship, soon to have
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* OFFER *

CARPET ar
COST + 10%

With Purchase of

Windowcoverings
(for entire house)

NEW ORDERS ONLY
EXP. 10/31/09

=)

Blinds Etc.

+«WINDOW COVERINGS - CARPET «
CATHY GUSTAFSON - OWNER
“Family Owned & Operated Since 1981”

NEW LOCATION
-275 HWY 111
(1/2 block East of LG's in Palm Desert)

340-4743

POWER RISE® REMOTE SHADES ¢ SILHOUETTE® WINDOW SHADINGS

rear

4BR/2.5BA. WOW!!! $174.00
this great tiled home with southwest
facing backyard. Pool,
2 heating/air conditioning newer units.
Huge Large corner lot. This home is a
fabulous sprawling ranch with 3-car
garage just waiting for the right family.
Gated front courtyard and privacy wall.

Evelyn

Pelico
(760)
861-1137

EPelico@aol.com

sq. ft. for

spa,

$465,000 2

Lifestyle Extate Collection

The Villas of Mirada
Eight estates starting $1,975,000
A Landmark 1/3 acre estate homes with mountain top

Ritz Carlton amenities.

The Springs Country Club

Doug Balog

$639,000

A Shaughnessy architectural showcase with private

pool, spa, 3 bedroom suites with private patios, double
fairway mountain views, upgraded throughout.

Sterling Estates
A Contemporary timeless architecturally designed
home with private outdoor courtyard living area,
pool/spa on 1/3 acre, complimenting the interior great LYo REys Rzl Pk}
room, 3 bedroom suites.

KELLER WILLIAMS REALTY
www.LifeStyleEstateCollection.com

MEMBER

$1,149,000

760.773.1111

Tarbell,
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SHEAVHS NIJTIOS YANDISIA
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Riviera

HERITAGE PALMS
COUNTRY CLUB

OPEN HOUSE

OCTOBER 24™ AND 25™
12:00 To 4:00

Start At 44-501 Saint Andrews Place
14 Homes Open

Food And Beverages Both Days

Drawing For A $100.00 Gift Certificate At
Bed Bath And Beyond

| @)

760-272-5389

§

West N/

REALTORS, INC.

www.rwrealtors.com

¢

George
Ker g

760.702.5092
www.georgekerpon.com \\/indermere

DirecToR

€ 33 years of
marketing expertise

€ Honest, ethical &
professional Real
Estate services

on
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REAL ESTATE
Coachella Valley
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GreenSwitch makes 1t Simple to SAVE
* Starts loweringyour energybill the moment its installed

save NoO0CY
Environment

_with One Simple Switch

* Reduces home energy bills by 15%-35%

¢ Cost-effectively controls the 3 largest energy consumers:

HVAC, unattended lighting and phantom power
* No monthly fees

Company
1D
Edison

GreenSwitch makes it Simple to GO GREEN

Estimated Savings

Annual Savings ~ System Cost Payout
$1,350.00 $2,700.00 2 years
$1,800.00 $2,700.00 1.5 years

GREENSWITCH'

SEWITCH TO

=]

Y EAN

(303) 246-7177

Call for a Free Consultation




