
The Southern California Institute is very excited and proud to present the California Forum – Creating Opportunity program here in San 

Diego on July 16th and 17th, 2010.  As you know, during these confusing and difficult times it is even more important that we gather together 

to share insights, education and collegiality. 

This program is designed to help accountants, attorneys, bankers, life professionals, financial advisors, and other wealth advisors build client 

teams that provide optimum service with atypical strategies and solutions for their clients. The processes and solutions we teach in this fast-

paced, two day program will demonstrate how to attract more opportunities and close more business.

Program Moderators: 
Joseph Strazzeri, Esq. and Stephen Mancini, Esq.

Program Dates, Location and Accommodations: 
Date: July 16th and 17th, 2010

Time: 8:00 a.m. - 5:15 p.m. both days

Program Costs: $220

Venue and Accommodations: 
Hyatt Regency La Jolla, 3777 La Jolla Village Drive, San Diego, CA 92122

Phone: 	 858-552-1234

Southern California Room Rate: 	 $189 per night

Room Rate Cut Off Date: 	 June 24, 2010

Please RSVP: 	 858-200-1911 

	 or email events@scinstitute.org 

	

For further information about the CA Forum or additional programs offered by the Southern California Institute, please contact  

Shelley Lightfoot at 858-200-1911, ext. 118 or sl@scinstitute.org.  You may also visit our website at www.scinstitute.org.

California Forum 2010
Creating Opportunity 
July 16th and 17th, 2010



DAY ONE
Friday, July 16, 2010

7:30 – 8:00 	 Continental Breakfast

8:00 – 8:30 	 Opening Comments

8:30 – 12:15	 Plenary Session (with break)

	 Dr. George Pransky Dr. Pransky, a specialist in the field of relationships, is one of the pioneers introducing the importance of the human factor in wealth and business 
planning.  He partners with planning professionals to help them address internal quality of life issues with their clients. His book on relationships and his extensive experience has 
made him a popular speaker for professional organizations and conferences. 

	 Dr. George Pransky - Attracting Great Clients & Their Advisors
	 Dr. George Pransky shares drivers behind clients’ choices to become interested in and invest with advisors – as well as plan collaboratively.  George believes that all things that really 

matter to advisors -- referral rate, receptivity of clients to your ideas, client satisfaction -- are linked to depth of rapport with clients.  What does it take to have a deeper rapport with 
clients and prospects?  George has intriguing and useful answers to this question - answers that have made him a sought-after speaker in the advisor field.

	 Dr. George Pransky - Converting Current Clients
	 George continues the discussion now about the human dynamic of clients – understand what is behind the choice to move forward and why they may choose part or all of 

your advice.  Explore how to attract and engage these clients through an understanding and appreciation of their needs and perspectives in today’s new environment.

12:15 – 1:45  	Lunch
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Breakout Sessions
1:45 – 2:45 David Reyes, Financial Architect – The Truth about 

Roth Conversions
Conversions are more than merely looking at the current tax bracket and whether 
we move up the bracket, also known as “bracket creep”.  Come learn why any 
Roth Conversion calculator is the first step, not the last. Consider such things as 
estate tax, future income tax rates and the health care reform act; and why your 
clients should convert as much as possible in year 2010.  Finally, techniques 
will be discussed to minimize - and in some cases, eliminate the taxes on Roth 
Conversions...A tax free Roth Conversion.

Scott Stewart, Esq. & John Jenkins, AEP®, EA, CFP® – 
Adding Elder Care to Your Practice
Considering adding a complementary line of business to your practice? Elder Planning 
is a natural fit.  Scott & John have made it into an art.  Learn how to spot critical long 
term care issues and how to implement solutions into your planning strategies.  Avoid 
common mistakes and pitfalls about Medi-Cal eligibility such as ignoring important 
Government Programs/Benefits or thinking it’s too late to plan.  Help your clients 
develop comprehensive solutions that will allow them peace of mind for their future 
physical and financial health.

2:45 – 3:15 Break
3:15 – 4:15 Jeff Matsen, Esq. & Joe Strazzeri, Esq. - Develop 

Asset Protection in Your Practice
Everyone can benefit from understanding how to protect their assets from 
lawsuits, taxes, divorces, and a myriad of other threats.  Often clients seeking 
out asset protection share some common characteristics such as:  wealth, 
business ownership, real estate ownership, considerable income and estate 
tax exposures, and high risk professions or other potential liabilities that keep 
them up at night – or should.  Explore how to attract and engage these clients 
through an understanding and appreciation of their needs and perspectives.  
Learn how to market for, organize, and help these clients in today’s landscape.

Jeff Groves, CRCP & Shelley Lightfoot, Executive Director 
- Did you say the “C” Word?  Commitment, Consistency 
and Comfort…Compliance! 
Whether you are an advisor with a big firm or a smaller independent advisory firm, 
discover how to use compliance to your advantage.  Reduce regulatory risk and explore 
ways to use compliance as a way to stand out and attract clients and other advisors. 
Today, our clients have a heightened expectation that professional investment firms 
proactively seek methods of keeping their investments safe.  Review actual cases 
with Jeff and Shelley to learn what not to do as well as discover easy and inexpensive 
solutions. This course will not only help you be prepared for the coming visit by the 
regulators and avoid hefty fines, but also prepare you to answer client questions about 
the operations of your firm and the safety of their investments.

4:15 – 5:15 Laura Stees, CPA & Kim Vawter, Esq. – Trust 
Administration Meets Trust Accounting 
Estate administration is one of the fastest growing areas for estate attorneys 
and financial advisors.  There is a generation of clients now becoming 
incapacitated or passing away, leaving a surviving spouse and/or family in need 
of transition and ongoing help.  The opportunities for the financial advisor, 
attorney, and CPA are only surpassed by the needs of the clients and this 
fast growing area.  Laura and Kim will not only share the rules and an overall 
understanding of the trust administration process through a case study, but 
they will also share how to blend the needs and opportunities.  

Sal Capizzi & Diedre Braverman, Esq. – Trust Services for 
Special Needs Trusts 
Financial advisors are finding a fast paced growing need for families that are planning for 
a parent, sibling, spouse or child with special needs.  The investment choices, insurance 
needs, and legal planning can often relieve great stress for the family once solved.  
Collaboration with an estate attorney to integrate legal planning is essential to not only 
qualify for services but also to not disqualify the family member for services or impoverish 
the family.  The choice of who to put in charge, such as a trust company, now and/or in 
the future, not only has technical and legal ramifications but can also affect the family 
dynamics.  Join Sal & Diedre for actual case studies to understand this strong interplay.

6:00 – 9:00 BBQ Pool Party (Hyatt Aventine, Pool Area) Come join SCI, friends, families, and ICAs, as well as Strazzeri Mancini’s FamilyCare™ Program and 
FamilyCounselor™ Program clients for our annual outdoor BBQ, drinks, music, entertainment, and Smores!



DAY TWO
Saturday, July 17th

7:30 – 8:00 	 Continental Breakfast

8:00 – 8:30 	 Opening Comments

8:30 - 12:15	 Plenary Session (with break)

	 Mark Merenda founded Smart Marketing in 1994. It has since grown to be one of the nation’s leading marketing and consulting firms for attorneys and financial 
professionals, with clients in 30 states. Smart Marketing’s services include strategic planning, coaching, and practice development, as well as the development and implementation 
of seminars, brochures, newsletters and e-newsletters, advertising campaigns, corporate identity and image, direct mail, websites, search engine optimization, client base marketing, 
referral source marketing, and more. Merenda’s SmartBlog (http://www.lawfirmhelp.com) is a popular resource for attorneys and financial professionals.

	 Mark Merenda - Four Great Marketing Strategies and the Psychological Experiments That Support Them
	 Wealth professionals are an analytical, bright, and skeptical lot, and it’s often the case that they can’t fully commit to something until they know the whys and wherefores. This 

session will show through famous psychological case studies and experiments why people might hire you just because you have a nice brochure or wear expensive business 
clothes; why you have such a high closing rate with referred clients, and how to get more of them; why seminars remain the best way to drive immediate business (and what 
you can do in the seminars to dramatically increase your results); why your prices are probably too low — and what will happen when you raise them.

	 Mark Merenda - I’m Not Interested In What You Had For Breakfast, or Blogging, Twitter, Facebook, YouTube, 
LinkedIn — Why Should I Care?

	 In this session, we will explore so-called “social media”, whether it is worth your time, how to measure the ROI, whether you can effectively delegate or outsource it, and 
whether the best advertising is still word of mouth.  We’ve noticed our client market has changed – let’s be just as effective within that market as we were two years ago.  By 
the end of this session, you might have changed your mind about what is trivial and what isn’t. 

12:15 – 1:45  	Lunch
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Breakout Sessions
1:45 – 2:45 Dr. Carl Sheeler, PhD, CBA, AVA & Teofla Rich, CFP™ 

- Achieving a “Midas” Advisor Status with Business 
Owner Clients
The SBA reports 99% of closely held and family owned businesses are “small”. 
Your clients and ours.  For every one with $50 million-plus in sales, there’s 
hundreds with $5 million or below.  Unless our clients and their advisors 
identify and increase their clients’ equity value or guide them in structuring 
their balance sheet,  they’re unlikely candidates for significant lending, growth 
or future sale.  This presentation will help you assist your clients to optimize 
their value by learning how the “cash flow and  balance sheet” are relied upon 
by creditors for risk assessment.  Carl and Teofla will share how a valuation 
expert examines and quantifies this risk, as well as identifying the client that 
needs this help and your role as an advisor.  Business owners need their 
wealth advisor’s help, though they may not even know it.

Vito Lanuti, Esq. & Susan Katzen, Esq. – Heggstad Practice 
Procedure & Update
“DISPOSITION: The probate court’s order declaring that the property identified as ‘100 
Independence Way, Menlo Park, San Mateo County,’ is included in the living trust is 
affirmed.”   Did you know that since 1993 Estate of Heggstad has been cited in over 
20 published and unpublished decisions? We have uncovered some very interesting 
information regarding these procedures in the last year and we know you have a lot to 
add, so come and share your Heggstad experiences as Vito & Susan walk you through 
a sample petition; a sampling of requirements from court rules north & south, and fact 
scenarios uncovered in the case law; all in one jam-packed hour.  If you are growing 
your trust administration practice, this is a must see program!

2:45 – 3:15 Break
3:15 – 4:15 Bill Fortner, Director & Trey Fairman, JD – Why Life 

Insurance Strategies are Important to the Way you 
do Business
Did you hear?  We as wealth planners have planned for almost every business 
and affluent client over the last decade.  Did you also hear?  Almost all the 
plans that we put in place are either irrelevant or need help.  Review the 
current opportunities for advisors to help wealthy families and business 
owners.   Legal, financial, tax, and insurance solutions may offer the wealth 
advisor more opportunities than they have had in the last decade.   

Steve Mancini, Esq. & Alex Matuk, Esq. – When Trust 
Administration becomes Litigation
As reviewed previously, trust administration is a fast growing practice area.  More and 
more often the administration is becoming side tracked over disagreements that are 
solved through negotiation or probate court litigation.  Concerns range from undue 
influence during the grantor’s life, to “the sibling trustee must have done something 
wrong,” and even to “I just didn’t get enough.”  Steve and Alex will review actual case 
studies along with how to bridge a practice into this expanding arena.

4:15 – 5:15 Joe Strazzeri, Esq. & Lori Adasiewicz, Esq. – Adding 
International Wealth Planning to your Practice
National boundaries do not contain our clients ... or their holdings. 
International and non-domiciliary clients need specialized advice with regard 
to their legal, tax, financial and wealth preservation concerns. What do you 
need to know as a wealth planning professional to attract and serve this niche 
market? We will discuss the opportunities and landmines that this niche market 
represents as you add International Wealth Planning and build your practice.

Janice Amato, CFP & Shelley Lightfoot, Executive Director – 
Who’s in Control of the Money?
Assisting the suddenly single – Jan focuses on financial planning for San Diego women 
and lift the confidence level of women handling their finances for the first time.  Recent 
widow, divorcee, or business owner – their stories may be different but their needs are 
the same.  Join Jan and Shelley as they review how to increase your presence in this 
area of financial and legal planning as well as how to understand the language of this 
new and growing market place.   



The Southern California Institute is very excited and proud to present the California Forum – Creating Opportunity program here in 
San Diego on July 16th and 17th, 2010.  As you know, during these confusing and difficult times it is even more important that we 
gather together to share insights, education and collegiality. 

This program is designed to help accountants, attorneys, bankers, life professionals, financial advisors, and other wealth advisors build 
client teams that provide optimum service with atypical strategies and solutions for their clients. The processes and solutions we teach 
in this fast-paced, two day program will demonstrate how to attract more opportunities and close more business.

SCI Participation Fee: $220 per person

_____ I have enclosed my $220.00 check

_____ I authorize the Southern California Institute to charge my credit card for the Participation Fee of $220.00 (info below)

_____ I will attend the BBQ Pool Party on Friday evening. 

Registration and Billing Information:
(Please print name and address as it appears on credit card)

Cardholder’s Full Name___________________________________________________________________________________________________

Address & Suite _________________________________________________________________________________________________________

City ________________________________________________________    State ___________________   Zip ____________________________

Credit Card Number ___________ - ___________ - ___________ - __________	 Expiration Date _______ /__________ 

3 or 4 Digit Validation Code __________ 

Cardholder Signature ________________________________________________        Date: ____________________________

Email address ____________________________________________________________     Phone # ___________________________________

Exhibitor/sponsorship opportunities are available:

Platinum $5000 - includes 30 min lunch presentation and all of below
Silver $2500 - double booth, colored marketing insert, logo on website, and all of below
Gold $1250 - ($500 for SCI members and fellows and Charities) - booth, two attendee passes, black & white marketing insert

Please contact us at the below phone number or email for more information

Program Accommodations:					   
Hyatt Regency La Jolla
3777 La Jolla Village Drive
San Diego, CA 92122

Phone: 858-552-1234

Please sign your completed form by July 2, 2010 and mail or fax with your payment to:

Southern California Institute, 3636 Nobel Drive, Suite 450, San Diego, CA 92122
Phone: 858 200-1911 Extension #118 - Email: sl@scinstitute.org

California Forum 2010
Creating Opportunity 

Registration Form



Lori Adasiewicz, Esq., Wealth Strategies Attorney, 
Bay Laurel Law Group, LLP, Ms. Adasiewicz is a wealth strategies 
attorney and partner with Bay Laurel Law Group, LLP in San Mateo, CA. Lori 
has practiced exclusively in the areas of estate and business planning and 
administration since 1998, when she earned her JD from Hastings College of 
the Law. Lori serves on the Board of the Peninsula Estate Planning Council and 
is a Laureate Circle Member and Fellow of the Southern California Institute.

Janice Amato, CFP®, Financial Planner, Woodbury Financial 
Jan is a Certified Financial Planner™ practitioner with over 27 years of 
experience. A graduate of Rutgers University and the College of Financial 
Planning, Jan specializes in financial planning for “suddenly single” women. 
Ms. Amato has conducted seminars for organizations including Xerox 
Corporation, Children’s Hospital, and UCSD. Her office is located in San Diego.

Diedra Wachbrit Braverman, Esq., Attorney and Counselor at 
Law, The Law Offices of Diedre Wachbrit Braverman, APC
Diedre is a Board Certified Specialist in Estate Planning, Trust, and Probate 
Law focusing her practice on Estate Planning, Special Needs and Asset 
Protection. Quoted in the Wall Street Journal, the New York Times and Time, 
Mrs. Braverman and her Westlake Village based firm were touted by Working 

Mother Magazine as one of the top 25 small Companies in the US.

Sal Capizzi, Chief Sales and Marketing Officer, 
Dunham & Associates, Salvatore M. Capizzi is Chief Sales & Marketing 
Officer for Dunham & Associates Investment Counsel, Inc.  Mr. Capizzi is a 
seasoned industry veteran with over 26 years of financial services experience.  
He possesses a wealth of expertise in global sales and distribution leadership, 
marketing, business development and strategic planning.

Trey Fairman, JD, Principal, Highland Capital Brokerage
As the Managing Principal of the Highland Capital Brokerage-San Diego office, 
Trey Fairman partners with independent and institutional financial advisors helping 
them increase productivity by providing insurance-based solutions to their high net 
worth clientele. His office is responsible for all of Highland’s relationships in San 
Diego, Orange, Riverside, San Bernardino, and Imperial counties.

William Fortner, Director, Private Wealth Management, 
The Hartford, Bill helps banks‚ financial representatives understand and 
deliver effective life insurance strategies for their clients. He is knowledgeable 
in the uses of life insurance for wealth transfer, income protection, retirement, 
and business strategies. Bill was recognized as the company’s number one 
producer of life insurance sales through banks in 2010, based on premium.  
He not only led the pack of over 230 Hartford account executives, he set a 

new record for life insurance production through banks in a single year.

Jeff Groves, President, ComplianceWorks, Inc.
Mr. Groves consults broker dealers and investment advisors on various issues 
regarding SEC and FINRA regulations, assists in the preparation for regulatory 
audits and consults on business issues as they relate to compliance. Mr. 
Groves also served as a lead consultant with ComplianceMAX Financial, a large 
compliance technology firm in San Diego.

John Jenkins, AEP®, EA, CFP®, President and CEO, 
Asset Preservation Strategies, Inc., John is a Certified Agent for the 
California Partnership for Long Term Care and an Enrolled Agent (EA), having 
successfully passed the exam administered by the IRS. He is also a Laureate 
in Wealth Strategies graduate and Fellow of the Southern California Institute.  
John has 26 years industry experience as a Registered Investment Adviser.  

Vito Lanuti, Esq., Attorney at Law, The Law Offices of 
W. Vito Lanuti, W. Vito Lanuti practices law exclusively in the area of estate 
planning and business planning. He is certified as a specialist in estate 
planning, trust, and probate law by the State Bar of California, Board of Legal 
Specialization. He is experienced in planning and administering high net 
worth estates and is active in a number of estate planning organizations, and 
speaks locally and nationally on the subject.

Shelley Lightfoot, Executive Director, Southern California 
Institute, Shelley is responsible for driving seven high-quality, collaborative, 
educational, and informational programs through the SCI platform.  Shelley’s 
unique combination of experience, passion, and creativity lend themselves to 
SCI’s objective of helping wealth advisors attract and engage clients through 
collaborative efforts with other advisors.   

Stephen Mancini, Esq., Partner, Strazzeri Mancini, LLP
Principal & Founder: Law Firm of Strazzeri Mancini LLP.  Educator and author, 
Steve is an Instructor for the Academy of Multidisciplinary Practices, courses 
accredited by the Estate and Wealth Strategies Institute at Michigan State 
University; Instructor, Paralegal Courses; Speaker for Continuing Education 
for Financial Professionals, including Certified Public Accountants, Attorneys, 
and Financial Planners.  Laureate Circle Member and Fellow of the Southern 
California Institute.

Jeffrey Matsen, Esq., Partner, Wealth Strategies Counsel
Jeff is the founder of “Wealth Strategies Counsel”, the Estate Planning and 
Business Transactions Department of the Orange County California law firm of 
Bohm, Matsen, Kegel & Aguilera,  “Wealth Strategies Counsel” provides legal 
services in the areas of estate planning, asset protection, business formation and 
transactional matters, probate and trust administration and real property law.  

Alejandro Matuk, Esq., Partner, Strazzeri Mancini, LLP
Mr. Matuk is a partner of Strazzeri Mancini LLP.  He started his professional 
career in the San Diego City Attorney’s Office.  Mr. Matuk was a Senior Deputy 
City Attorney for the City of San Diego in the City Attorney’s Civil Litigation 
for eight years.  Mr. Matuk was the principal attorney in numerous cases 
involving property, zoning, government contracts, land use, personal injury 

and various governmental matters. Mr. Matuk also served as Special Deputy Counsel for the 
Redevelopment Agency of the City of San Diego, negotiating and litigating eminent domain 
cases for the Agency. 

Mark Merenda, President , Smart Marketing
Mark Merenda founded Smart Marketing in 1994. It has since grown to be 
one of the nation’s leading marketing and consulting firms for attorneys and 
financial professionals, with clients in 30 states. Smart Marketing’s services 
include strategic planning, coaching, and practice development, as well as 
the development and implementation of seminars, brochures, newsletters 

and e-newsletters, advertising campaigns, corporate identity and image, direct mail, websites, 
search engine optimization, client base marketing, referral source marketing, and more. 
Merenda’s SmartBlog (http://www.lawfirmhelp.com) is a popular resource for attorneys and 
financial professionals.

Dr. George Pransky, President, Pransky and Associates 
Dr. Pransky, a specialist in the field of relationships, is one of the pioneers 
introducing the importance of the human factor in estate planning.  He 
partners with estate planning professionals to help them address internal 
quality of life issues with their clients. His book on relationships and his 
extensive experience has made him a popular speaker for professional 
organizations and conferences. 

David Reyes, President and CEO, Reyes Financial Architecture, Inc,
Reyes Financial Architecture, Inc. is a financial architectural firm specializing in 
tax reduction, asset preservation, estate & retirement planning. David works
with leading CPA’s, attorneys & advisors to design & implement strategic tax
& wealth plans for high net-worth individuals, families & business owners.
David has been a nationally recognized advisor, author & speaker for over 15
years. Contact David at info@reyesplan.com.

Teofla Rich, CFP®, Senior Vice President, Torrey Pines Bank
Teofla’s responsibilities at Torrey Pines Bank includes advising high net worth 
clients, business owners and their businesses, and corporate executives on 
banking products and services and coordinating investment and trust services 
with the Bank’s affiliates.  

Laura Stees, CPA, Partner, Cobb, Stees & Company LLP
Laura is a CPA, Business Strategist and Partner at Cobb, Stees & Company, 
LLP, with offices in Rancho Bernardo and San Marcos, CA. Laura’s expertise 
is focused on helping business owners gain control and direction in their 
businesses while improving their profit potential and business growth. 

Carl Sheeler, PhD, CBA, AVA, Managing Partner, Allison 
Appraisals and Assessments, Inc.
Dr. Sheeler is a 20+ year, court/IRS qualified, Business Valuation & 
Discounting expert having conducted over 800 engagements and testifying on 
135 occasions.  

Richard Scott Stewart, Esq., Attorney at Law,
The Elder Care Law Firm
Scott has concentrated his law practice on solving the legal problems affecting 
the California senior population. These problems include Medi-Cal benefit law, 
estate planning and asset protection and retention. 

Joseph Strazzeri, Esq., Partner, Strazzeri Mancini LLP
Principal and Founder, Strazzeri Mancini LLP, practicing in Estate Planning, 
Business Succession, Charitable Planning, Asset Protection and Retirement 
Issues; Former Partner, Law Office of N. Munro Merrick; Principal of The 
Founders Group, a Business Strategies Collaborative.  Frequent educator 
and author, Joe is also a Laureate Circle Member and Fellow of the 
Southern California Institute and serves on the board of several foundations 
including Sharp Healthcare. 

Kimberly Vawter, Esq., Attorney, Strazzeri Mancini LLP
Kim is the Lead Attorney for the Trust & Probate Department of Strazzeri 
Mancini, LLP.  She is a member of Wealth Counsel & Advisors Forum as well as 
a Laureate Circle Member and Instructor for the Southern California Institute.
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Southern California Institute
Programs 

We look forward to seeing you at the CALIFORNIA FORUM 2010 - CREATING OPPORTUNITY, July 16th and 17th, 
2010.  The Southern California Institute also provides the following types of programming:

Wealth Advisor Curriculum
We provide programming where advisors share uncommon knowledge and expertise with other 
advisors to increase their opportunities with clients through the Wealth Advisor Curriculum of:  

Practice Developer Programs
Institutional sets of 1½ hour to day-long courses
 

Thursday Insights
Weekly 1½ hour complimentary educational workshops

California Forums
Annual two and three day events

Counselor Days
Institutional day-long programs  

Clarity Workshops and Retreats
We also collaborate with these advisors to increase their opportunities with their 
clients by providing Clarity Workshops and Retreats:  

FamilyCare Workshops
1½ hour informational courses 

Gone Fishin’ for a Better Business, a Better Life
Annual five-day business owner retreat in Jackson Hole, WY

The Balanced Life, A Clarity Retreat in Hawai’i
 Bi-annual week-long affluent family retreat 

The Southern California Institute provides high-quality, collaborative educational and informational events, relying on active 
professional experts. This collaboration enables the Institute to consistently present materials in a team-teaching environment. As a 
result, advisors and their clients are able to gather the best facts, opinions, judgments, and perceptions for diverse, reliable sources.
SCI strives to improve the lives of our Institute Members and Fellows through continuous education and collaboration.  Our 
mission focuses on assisting professionals to grow their practices, build their confidence, enhance their credibility, and solidify their 
relationships with clients and colleagues.

For more information about how we can help, please go to www.scinstitute.org, or contact: 
ShellEy Lightfoot, Executive Director, sl@scinstitute.org | 858-200-1911             
3636 Nobel Drive, Suite 450 | San Diego, CA  92122

© 2010 The Southern California Institute. All rights reserved.

                 


