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By Dawn Abbey

Mesa resident John Rhode lost 
220 pounds and won a quarter-
million dollars as this season’s 

Biggest Loser on NBC’s TV reality show, 
which aired its fi nal episode on Dec. 13. 

According to his wife, Jill, when John, 
weighing in at 445 pounds, won a spot as 
a contestant on the show last spring, it was 
life changing, not just for him, but also for 
the entire family.

Jill, left home alone with their two sons 
for most of the summer and fall, gained a 
new sense of strength and independence. “I 
became aware of what it’s like to be a mili-
tary wife or single mom,” said Jill. “We all had 
to grow and learn new ways of coping with 
our day-to-day lives, while John struggled 
through his weight-loss competition.”

During the fi nale, John voiced his 
emotional appreciation for the support of 
his amazing wife and children (who were all 
wearing Team John T-shirts), saying, “Th ank you 
from the bottom of my heart for letting me do this.” 
He also acknowledged Jill’s struggle at home as a single 
parent. She mouthed back, “I love you.”

Participants in the show are cloistered for about the 
fi rst three months, while they go through the Biggest Loser

weight-loss regimen, Jill explained. “Rules of the show only 
allow contact between contestants and their families by mail. 
So, it became really diffi  cult to discuss anything with John, and 
we all missed having him around, his physical and emotional 

support,” Jill lamented. “It was so hard,” she 
exclaimed, “I couldn’t even leave the house at 
night to do the grocery shopping like I used to 
when John was there.”

In addition, the couple had just adopted 
a 4 1/2-year-old special needs child from 
Ukraine the previous summer. According to 
Jill, although he is very bright, he was unable 
to talk. She felt even her own background as 
a speech pathologist wasn’t always enough. 
Th eir 8-year-old son had been adopted as an 
infant from Russia. “And even though he didn’t 
have the same issues as his brother, it wasn’t a 
surprise that after a while, the older boy really 
began acting out about missing his dad,” she 
acknowledged.

 Staying at home with the boys all summer 
wasn’t as tough, she related, as school was out, 
her parents came to visit for a while, and her 
sister lives nearby. But once school started, Jill’s 
job as a speech pathologist for Gilbert schools 
began again, the boys were in class, and also 
involved in football, piano lessons and other 
activities. Scheduling became a challenge. Jill got 

a reprieve to work part time at her job, and with the help 
of her sister and church friends, she worked out a system 
to handle it all until the show concluded. “Despite all the 
hardships to the family,” she admitted, “it was worth it.”

“I always knew he would make it,” Jill said. “Th at was 
his goal, and he puts 100 percent into whatever he’s doing. 
His nickname is Never Say Die. I supported his decision 
entirely, and I know he supports me in whatever I do,” she 
continued. “We feel like we’re a team in everything. We 
have the same goals and interests. We have a really good 
marriage.” 

FAMILY MEMBERS OF MESA’S 
Biggest Loser winner all win big

A DAY JUST FOR HERSELF
By Dawn Abbey

While watching Mesa contestant John Rhode on the 
latest NBC TV Biggest Loser reality show, Sandy 

Barbetta became aware of John’s family story and wife 
Jill’s situation. Sandy felt Jill could use some pampering 
and time out for herself. As co-owner with husband 
Cosmo of Cosmos Salon and Day Spa, Sandy invited Jill 
to the salon and off ered her the complimentary services 
of herself and her staff  to do a complete makeover for Jill.

About a week before the show’s fi nale, Jill spent 
almost an entire day at Cosmos, receiving a new hair-
style and color, complete makeup application, wardrobe 
colorizing ideas, and lots of tips on how to style and 
care for her new hairstyle and makeup while handling 
her busy family schedule. KTVK 3TV 
reporter and anchor Tess 
Rafols with cameraman 
Gibby Parr came out 
to Cosmos to cover the 
makeover and did an 
interview with Jill.

TV INTERVIEW
KTVK 3TV anchor and reporter Tess Rafols (left) interviews Jill about her family’s 

experiences during her husband John’s appearance on the Biggest Loser reality TV show.

CHOOSING COLORS
Tess Rafols looks on as Jill, Sandy and Kim decide on the most 

fl attering hair colors for Jill’s new hairstyle.

A NEW COLOR AND CUT
A deeper brown with bright blonde highlights 

was chosen for a shorter, more youthful cut. 

Jill also wanted her hair long enough to tie 

back in a pony tail.

FINISHING TOUCHES
Sandy and Amy add the fi nal professional fi nishing touches 

to Jill’s makeover.

MAKEUP APPLICATION
Makeup artist and stylist Amy Larsen shows 

Jill how to perfect her makeup with fresh 

colors and shading.

BEFORE

Sandy Barbetta, (right) co-owner of 

Cosmos Salon and Day Spa, assesses 

makeover choices with Jill Rhode (seated) 

and colorist/stylist Kim Blake.
BEAUTIFUL
Jill shows off  her new colorized look wearing a gold top from Bella Blue gifted from Sandy to accentuate Jill’s darker dramatic hair shade and highlights.
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BEAUTY

By Dawn Abbey

Has wearing 
sandals 
and going 

barefoot all summer 
made your feet rough 
and calloused? Are you 
embarrassed to slip on 
those glittery, party, 
strap heels? Have you 
always struggled with 
rough feet and thought 
there was nothing you 
could do about it? Now 
there is a solution.

“Cosmos Salon 
and Day Spa is offering new 
advanced treatments for rough 
feet, and also for hands that are dry 
and cracked, or just not as smooth as 
you’d like them to be,” said Margaret 
Midlick, Cosmos esthetician.

“Smoothing treatments work for both 
men and women,” Margaret continued. 
“ The five-step process uses a series 
of products, and takes about 30 
minutes to complete. It’s pain-
free and involves no down time,” 
she said. “It only requires that 
the product be left on the 
skin undisturbed for 12 
hours. Then, the skin is 
cleansed, and nothing more 
is needed except moisturizer 
and sunscreen.” 

Hand treatments are lighter and done only on the 
top of the hands. It is best performed at the end of the 
day, so one can be at home or not have to be using their 
hands excessively. “If clients need to use their fingers or 
want to wash them before the 12 hours is up, we can 
leave the fingers free of product,” Margaret suggested. 

“ The hand peel is 
effective in ridding 
the hands of sun 
damage, dryness 
and fine lines, 
and producing 
a more youthful 
appearance.”

The foot 
treatment is done 
on the bottom and 
sides of the feet. 
“ The skin will start 
flaking after about 
five days, and 

usually continues 
to rejuvenate through 

day 10,” Margaret said. 
“It rids the feet of dry, 

calloused skin, leaving 
them smooth and 
baby soft. Less than 
five percent of clients 
require a second peel to 
achieve their desired 
results, and most can 

go a full six months 
before noticing 
new buildup,” she 

continued. “In fact, 
I’ve only had to do it twice on two clients, so far.” 

During January and February, Cosmos is 
discounting the hand or foot treatments at a special 

rate of $49 each. “And if a second treatment is needed,” 
Margaret said, “we will offer the $49 price to them after 
February, as well.” 

For more information about Cosmos Salon and Day 
Spa, or to make an appointment, call (480) 844-0707, or 
visit the salon at 2837 N. Power Road. You also can visit 
their Web site at cosmosalonandspa.com.
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Pretty feet are just a few days away

Congratulations Jill Rhode 
on your husband’s great  
accomplishment of winning  
The Biggest Loser title!

JANUARY SPECIALS
15% OFF  
all Short Hair Perms  
starting January 10th

FOOT PEEL  
only $49 

Seniors &
Winter Visitors
WELCOME!

www.CosmosSalonAndSpa.com  •  480-844-0707
  Cosmos Salon & Day Spa  •  2837 N. Power Road Mesa, AZ

Become a  

friend of Cosmos 

on Facebook!

Check out our  

contests with 3-TV
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EDUCATION SPORTS

By Cori Fabian
Director and Co-founder of 
Bridges Preschool

What are you looking for? I 
have been in Early Childhood 
Education for more than 20 years. 

I have my bachelor’s degree in education, and 
have worked in daycare centers, taught public 
kindergarten, and have been invited to speak 
at several Early Childhood conferences. As 
parents on the search for a quality program, 
you have told me you are 
looking for a social, yet educa-
tional experience. You want 
a physically and emotionally 
safe environment, and you 
want to know that the 
teachers have the necessary 
talents and skills to enrich 
your child’s curious mind. 

How do you identify a 
socially enriched program?
You have to ask about 
the unwritten curriculum.
Children are experimenting 
with independence, and 
learning the fact they have a cause and eff ect 
on their environment. With this comes social 
responses like sharing, taking turns and 
knowing how to get their shovel back on the 
playground. Find out how the school intends 
on teaching communication skills during this 
critical time, when your child is learning how to 
communicate eff ectively. Along with this comes 
assertiveness training, whereby children learn 
how to identify and express their emotions 
eff ectively. Age appropriate, positive discipline 
teaches children how to use problem-solving 
skills in order to get their needs met without 

infringing on the rights of others. A positive, 
socially rich environment is very important for 
your child’s development.

Curriculum:  What will my child 
learn? Th e magic of a quality program is 
the teacher’s ability to make learning purely 
exponential! We know scientifi cally that 
children learn best when they are moving and 
using all of their senses. A quality curriculum 
has as much breadth and depth as it does 
simple A-B-Cs and 1-2-3s. For example, 

science experiments, 
cooking projects and 
gardening activities 
off er a myriad of 
dendrite connections 
versus a worksheet 
of the letter Aa. Such 
activities also provide 
opportunities for 
phonics, reading, and 
mathematical and social 
skill building. Th row 
in a little Spanish and 
Sign Language, and you 
have an excellent recipe 

for genius! Meaningful experiences are stored 
in the long-term memory. It is in meaningful 
curriculum and experiences that your tuition 
becomes an investment. 

Please visit Bridges Preschool and 
Kindergarten at bridgespreschool.com. Bridges 
has limited enrollment opportunities for the fall, as 
well as enrollment wish lists for future semesters. 
Our East Mesa campus off ers aff ordable and 
professional preschool (starting at age 2) through 
private kindergarten. You are invited to call (480) 
924-8008, or you can take a tour at any time. 

HOW TO CHOOSE A GOOD 
Preschool Program for your Child
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Submitted by Las Sendas Golf 
Academy

On Dec. 5, in LaQuinta, Calif., 
lifelong Mesa resident and Red 
Mountain High School graduate 

Charlie Beljan qualifi ed for the 2012 PGA 
Tour, a feat few aspiring golf professionals 
rarely accomplish.  

Charlie’s road has 
been full of twists, turns 
and plenty of expecta-
tions.  He remained 
poised and confi dent 
over three tenuous 
qualifying stages—what 
many revere as the 
most grueling process 
in competitive golf.  
Since turning pro in 
the summer of 2007, 
he proved this year he 
was up for the challenge 
more than ever. Charlie 
is the only professional to 
qualify for the 2012 PGA 
Tour residing in Arizona, 
an incredible statistic, 
with our state being the 
home of the second most touring profes-
sionals behind Florida.   

He scored an astounding 25 under 
par over 14 rounds of golf in three 
diff erent cities.  “Charlie displayed 
resilience and will power that most profes-
sional athletes can only dream about,” said 
Ben Weir, director of instruction at Las 
Sendas Golf Club and one of Charlie’s 
mentors and coaches. 

Charlie endearingly credits his fi ancé 
Merisa Hansen, her parents, his parents 
Dennis and Anne, the entire Beljan clan, 
Alta Mesa Golf Club’s entire community, 

Cleveland Golf Corporation, and all his 
high school, college, and swing coaches for 
much of his success.  

“With my father recently being 
diagnosed with Parkinson’s disease, I 
played inspired on every shot,” Charlie 
said. “He is my hero. I couldn’t have done 

it without all the love 
and support around 
me,” he continued. “It’s 
been overwhelming 
with everyone giving 
me the inner strength 
to pull through all my 
challenges.”

His major 
accolades include 
the 2002 U.S. Junior 
Amateur Champion, 
three-year Arizona 
state high school 
individual champion, 
2007 Arizona State 
Amateur Champion, 
2008 and 2009 U.S. 
Open participant, 
as well as the 
most decorated 

recruit ever to sign with the University 
of New Mexico. Charlie’s accomplish-
ments also include 2010 Gateway Tour 
Championship winner and money list 
champion, as well as two-time event 
winner on the 2011 Gateway Tour. 
Furthermore, Golfweek Magazine heralded 
him as the No. 1 mini-tour player in the 
nation spanning the past three years.

If you would like to follow Charlie 
on Facebook, Twitter, or catch his weekly 
statistics on pgatour.com, you can begin 
from Jan. 12 through 15 at the Sony Open 
in Hawaii. 

Mesa’s own Charlie Beljan Earns PGA Tour Card
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Charlie Beljan (left), and Ben Weir (right)

  

MOST  INSURANCE PLANS  ACCEPTED – AFFORDABLE   TREATMENT PACKAGES

Call for an appointment

480.924.7632

www.RedMountainFamilyChiropractic.com

RED MOUNTAIN FAMILY 
CHIROPRACTIC 

 

Chiropractic Services  •  Cold Laser Therapy

Physio Therapy  •  Medical Massage/Reflexology

2044 N. Recker Rd. (McKellips/Recker)

2044 N. RECKER RD.
(Just north of the McKellips/Recker 

intersection, facing the dentists office -  
on the West side of Recker)

COMPLIMENTARY CONSULTATION 
FOR AFFORDABLE CHIROPRACTIC CARE.  

Financing is  
NO INTEREST  

204
(Ju

inter

Financing
NO INTER

gg

Call today 
and avoid 

paying high 
deductibles!

WE’VE MOVED! 

NEW 
LOCATION!

AT RECKER/
MCKELLIPS
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Submitted by Th e Preschool at Red Mountain 
United Methodist Church

Is your 3-year-old ready for preschool this winter?  
Sometimes that young 3-year-old is just not 

ready to go to a group or school setting in the fall, 
but come the middle of the school year, every month 
makes a diff erence in their growth and readiness. 
Th ey may be ready to enjoy a group setting and begin 
developing those important social skills.  

Th e Preschool at Red Mountain United 
Methodist Church on Power Road, just north of 

McDowell Road, is adding 
a new 3-year-old class in 
January. If your child turned 
3 by December 2011, and is 
potty trained, this is a chance 
to start preschool mid-year. 
Th is class provides a fun 
morning of activities, new 
friends and exploration of 
the world around us, in a 
Christian setting.  

The new class will start on Feb. 2, and meet 
on Tuesday and Thursday mornings from 9 a.m. to 
noon. Tuition is $150 per month. The preschool 
opened six years ago, and the program is growing.  
Last year, Spanish was added to the curriculum, 
and this year, a special music and movement class 
was added. 

For more information about the program, you may 
stop by for a tour of the facility during regular school 
hours. 

Please note the school will be closed for the holiday 
break, through Jan. 3. You also can learn more when you 
visit the Web site at www.redmtUMCpreschool.com.

FOOD EDUCATION

Preschool at Red Mountain 
United Methodist Church 
ADDS MID-YEAR CLASS
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Banks Have an Army  
on Their Side...

Who’s Fighting For You?

Lorraine Ryall
Realtor CDPE, CSSN
Coldwell Banker Trails  
& Paths Premier Properties

www.ArizonaShortSaleToday.com

CONTACT ME TODAY 
for a Confidential Consultation

CELL 602-571-6799

EMAIL Lorraine@ArizonaShortSaleToday.com

I am. 
When I started doing short sales almost 
4 years ago I had no idea it would turn 
from a job into a passion. Many Realtors 
hate doing short sales, I love them. Why? 
Because they are a challenge and I get the 
chance to fight for the underdog, stand 
up for what’s right, and win. Every short 
sale is unique, everyone’s hardship or 
situation is a little different, but they all 
have one thing in common, they just need 
someone who has the knowledge and 
experience to negotiate a successful short 
sale and someone who won’t accept no 
for an answer.

Whether you are still current, behind 
on your mortgage payments, or are just 
upside down and need to sell, give me a 
call. Even if you already have a foreclosure 
notice, it may not be too late.

96% 
SUCCESS RATE

CERTIFIED SHORT 
SALE NEGOTIATOR 

specializing in Las Sendas 
and the East Valley

Testimonial

“As soon as I met Lorraine I felt like a weight 

was lifted from my shoulders. Just know-

ing Lorraine would be in my corner with my 

struggle with the banks gave me huge peace 

of mind. Right from the beginning, she took 

the reins and she was full throttle until the very 

end. I would recommend (and I do) Lorraine 

Ryall to anyone and everyone. Not only is she 

VERY good at what she does but she is VERY 

good to her clients.  Lorraine genuinely cares 

about her clients! I truly felt her compassion 

and concern about my situation and me.“ 

REAL ESTATE

By Lorraine Ryall, Realtor®, Certifi ed Distress Property 
Expert (CDPE), CSSN
Coldwell Banker Trails and Paths Premier Properties

There has been a lot of buzz about 
the new government program—Home 
Affordable Refinance 

Program (HARP). 
Th is is not a new program, 

but rather a revamp by the federal 
government of the existing one, 
which had too many restrictions to 
do much good.  Th e revisions have 
been made in an attempt to help 
struggling homeowners, who have 
stayed current on their mortgage, 
and would benefi t from 
a refi nance at today’s low 
interest rates. It is expected to 
help 1.8 million borrowers, 
according to the Federal 
Housing Finance Agency.  

Although it was 
supposed to be in eff ect on 
Dec 1, a fi rm date has still 
not been set, and the latest 
information on the start 
date is the fi rst quarter 2012. 
Th e program will be off ered 
through Dec. 31, 2013.
BIGGEST CHANGE IN THE PROGRAM

Th e original program failed to meet expectations and 
help many homeowners when it was launched in March 
2009.  One of the main reasons was it couldn’t help home-
owners, who were deeply under water.  You were not eligible 
unless your loan to value was less than 125 percent.  

Well, that certainly didn’t help most homeowners here 
in Arizona, where the housing market has been one of the 
hardest hit.  Now, with the new guidelines, if you have a 

fi xed rate mortgage with a term of up to 30 years, the cap 
has been removed, and it doesn’t matter how upside down 
you are.  Th is will now open the program up to many more 
homeowners, who previously wouldn’t have been eligible.
CHANGES IN FEES

Th e new guidelines have reduced the closing costs 
previously charged, but one of the biggest diff erences 
is in the appraisal fee.  Borrowers will not need a new 
property appraisal if Fannie and Freddie have enough 
data in their automated valuation system to estimate 
the value of the property. Th is not only speeds up the 
refi nancing process, but also eliminates the appraisal fee.
ELIGIBILITY
You may be eligible if you meet all the following:
• You have a mortgage owned by Fannie Mae or  

   Freddie Mac.
• Th e mortgage must have been sold to Fannie 

or Freddie on or before May 31, 2009.
• Th e mortgage cannot have been refi nanced 

under HARP previously, unless it is a Fannie 
Mae loan that was refi nanced under HARP 
between March and May 2009. 

• You are current on your mortgage, and have 
not been more than 30 days late in the past 
year.

• Th e current loan to value (LTV) must be 
greater than 80 percent. 

• Th e refi nance will improve the long-term 
aff ordability or stability of your mortgage.

• You have the ability to make the new 
payments. 

For more information on HARP and short sales, or for 
a free confi dential consultation, contact me directly, or visit my 
Web site at www.ArizonaShortSaleToday.com. You also can 
call my cell at (602) 571-6799, or send an e-mail to 
Lorraine@ArizonaShortSaleToday.com. Visit the Web site at 
www.ArizonaShortSaleToday.com.

Are You Eligible for the New Home 
Aff ordable Refi nance Program?
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Lorraine Ryall

Three’s Class  
 NEW!! T/Th Class Beginning Feb. 7th

T/Th 9:00am to 11:30am or  
M/W/F 9:00am to 11:30am

Four’s/Five’s Class
M/W/F 9:00am to noon or M-F 9:00am to noon

Young Learners
M-F 9:00am to 1:30pm

Stay ‘n Play  M-F 11:30 - 1:30

at Red Mountain United Methodist Church

2936 N. Power Rd.  •  480-981-3833
Visit our website  

redmtumcpreschool.org
ENROLL  
NOW!

Envision Math  •  Zoo Phonics  •  Music  •  Spanish
OWL (Open the World Learning) Curriculum         
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Information gathered from the Arizona Regional Multiple Listing Service is deemed reliable, but not guaranteed.
Sales Information provided By John Karadsheh, ABR, CRS of Coldwell Banker Trails & 

Paths Premier Properties.  www.BuyAndSellAZ.com 

Real EstateReal Estate
brought to you by: Mesa Uplands Area

Market Report
Sales over $250,000 for the 

Month of November 2011 John Karadsheh

Submitted by Las Sendas Quilt Club

Making charity quilts and 
distributing them to needy 
organizations throughout 

the Mesa area has been a part of the Las 
Sendas Quilt Club since 2005, with 
AZ Blankets 4Kids, 
House of Refuge 
and Taft Elementary 
School quilt recipi-
ents in past years.  

Recently, on 
behalf of the Las 
Sendas Quilters, 
Cheri Maniz, 
Karen Plante and 
Audrey Good 
delivered 23 
beautiful hand-
made quilts to 
Phoenix’s Ryan House. Learning about 
the need for welcoming quilts for children 
with life-threatening conditions through 
a newspaper article, we called to fi nd out 
more about Ryan House and how the club 
could help.

Located in Central Phoenix, Ryan 
House is a non-profi t children’s hospice 
home, the only such facility in the 
Southwest.  Alexandra Paul, development 
coordinator, welcomed the opportunity to 
explain the services at Ryan House, guided 
by the principles of pediatric palliative 
care.  Th is philosophy of comfort care 
addresses not only physical pain, but also 
emotional, spiritual and social needs of the 
child and family.  Th e mission is to provide 
essential care in a home-like setting where 
children with life-threatening conditions 

and their families may come for 
respite and, as needed, end of life 
care.

Th e home-like setting greets 
you at the door. A warm family/
great room includes a library, 
reading corners, comfy sofas and 
open views to the outdoors.  Each 
of eight children’s bedrooms 
opens to a playground area and 
has accommodations for a family 

member, friend, or sibling to stay if they 
wish. Rooms for hydrotherapy, sensory 
development, music, crafts, as well as a 
wheelchair accessible playground and patio 
all say kids. Families also have bedrooms, 
a living room and refl ection rooms to help 
them cope with the challenges they face.

To welcome every child staying at 
Ryan House, a quilt is placed on each bed. 
Th at quilt goes home with the child upon 
leaving.  Th ese quilts become special to 
each child and their families in diff erent 
ways, and are a special, personal memory of 
their stay.  

Learn more about this very special place 
called Ryan House. Visit the Web site at 
ryanhouse.org.

COMMUNITY

LAS SENDAS QUILT CLUB SEWS 
Holiday Cheer for Ryan House
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REAL ESTATE

Address
Square 

Feet
Community Sold Price

Short Sale 
or REO

1420 N. Drexel Cir. 2,470 Saguaro Mountain $260,000

8246 E. Willetta St. 1,890 Valley View $269,000

9437 E. Mallory St. 2,245 Boulder Mountain $275,000

2914 N. Kashmir St. 3,031 Mesa Desert Heights $280,000

3508 E. Fairfield St. 4,077 The Groves $290,000 X

8336 E. Indigo St. 2,001 Mountain Bridge $293,950

6225 E. Camelot Dr. 3,031 Camelot $300,000

2016 E. Norcroft St. 2,915 Groves of Hermosa Vista $310,000

1247 N. Faith 2,249 Saguaro Mountain $328,900

8331 E. Ingram St. 1,986 Mountain Bridge $330,000 

3221 E. Fairbrook St. 3,108 The Groves $330,000

3111 E. Fairbrook Cir. 3,004 The Groves $339,000

3634 E. McDowell Rd 3,343 County Island $358,000

9414 E. Nora St. 2,548 Boulder Mountain $379,000

7532 E. Laurel St. 4,463 Saguaro Vista Estates $382,500 X

3340 E. Jacaranda Cir. 3,207 Arboleda $385,000 X

3737 E. Ellis St. 3,338 Trovita Estates $416,118

3526 E. Indigo Cir. 3,416 Arboleda $417,500 X

3850 E. Menlo St. 5,022 El Camino Dulce $424,000 X

3716 E. Mallory St. 4,039 El Camino Dulce $425,000

5345 E. McLelland Rd. #97 4,121 Alta Mesa $440,000

3657 E. Enrose St. 3,338 Trovita Estates $446,856

3665 E. Enrose St. 3,179 Trovita Estates $449,663

1653 N. Channing 3,932 Mountain Bridge $500,000

4122 E. McLellan Rd. #13 4,160 Highgrove Estates $540,000 X

3961 E. Norcroft Cir. 7,000 Rosewood Estates $915,000

in Mesa Uplands

By John Karadsheh 

At long last 
we are 
seeing more 

consistent positive 
signs in the real estate 
market. 

As I mentioned 
in my October Up 
Close article, the law 
of supply and demand would eventually 
take over, and prices had to start coming up 
because of the low inventory. In November, 
we saw the median sales price climb for the 
fi rst time in a year. At the same time, inven-
tory has continued to drop and remains very 
low. Th e inventory of single-family homes 
actively on the market in the middle of 
December was only 19,000 homes compared 
to almost 22,000 in August. 

Many of my clients have been waiting 
for prices to inch up so they can upgrade or 
downsize. Given that you may want to list your 
home in the next year, now is the time to make 
a plan for getting your house in great shape to 
sell. With busy schedules and limited budgets, 
a plan is always helpful. Here are a few things 
you may want to put on your to do list to help 
your house sell when that time comes.

• Do an assessment. Go room by 
room, and make a list of all the 
little things that need to be done 
inside and out, and formulate your 
plan of attack.

• Start to declutter. We all seem to 
accumulate a lot of stuff . Take this 
time to streamline, and get rid of 
the stuff  you aren’t using. 

Buyers will be looking for location 
and layout, but they also are looking for a 
home. Th ey try to imagine themselves living 
in your space. Th ink about what you love 
and don’t love about your house. Th en ask 
a friend to give you an honest assessment of 
your space. Try to imagine how others will 
perceive your home.

• Cosmetic surgery. Consider making 
some minor interior upgrades. For 
example, plant fl owers, repaint, add 
some interesting houseplants and 
also consider minimizing scents. I 
have had buyers walk out of homes 
that are so scented with room 
sprays and pungent candles that 
it was hard to breath. Plus, these 
heavy odors make buyers wonder 
what other smells you might be 
trying to hide.

• Clean the carpets, touch up the 
baseboards, restain the side gate, 
clean the ceiling fans, scrub and seal 
the grout, etc.

• Organize your closets. Th is will 
help them to appear larger.

Th ese tips are all things you should be 
able to do yourself, and trust me, you will be 
happy you started well in advance. 

John Karadsheh is a licensed REALTOR® 
with Coldwell Banker Trails And Paths 
Premier Properties. He also is an Associate 
Broker, Accredited Buyers Representative and a 
Certifi ed Residential Specialist. You can contact 
John with any of your real estate questions. Call 
him at (602) 615-0843, or go to his Web site 
at www.BuyAndSellAZ.com. 

y
pJohn Karadsheh

HOUSING MARKET LOOKS 
good for the New Year
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LAW

By Billie Tarascio of Tarascio and Del Vecchio Legal 
Firm in Mesa

Just hearing the D word, divorce, can bring strong, 
emotionally charged feelings to mind. 

Th e word mediation has a much diff erent feeling to 
it. It is a positive word that can be brought into the painful 
process of divorce. Mediation is about deciding, with a neutral 
third party, what is best for you and your 
children in regard to prop-
erty, assets and custody. 

After spending fi ve 
days in a 40-hour mediation 
training by the Arizona 
Attorney General’s Offi  ce, I 
can truly tell you my perspec-
tive on family law has shifted. 
Th e biggest factor for me is 
that families splitting up are 
restructuring, not ending. 
What better way to restruc-
ture in this New Year then 
through beginning to commu-
nicate, and make decisions on 
your own, with the help of a trained mediator?

Why choose a mediator, such as the experts at your 
neighborhood law fi rm Tarascio and Del Vecchio, for 
family law issues?

1Cost. Th is is a given and the one that most people 
think about. Litigation is extremely expensive, and the 

average divorce costs $20,000 per person. Th at’s $40,000, 
which is no longer available to a family already strapped 
fi nancially by slipping assets and adding an additional 
household for which to pay. Th e average cost to mediate a 
divorce is $2,500. Th e initial payouts are just part of the 
equation, though. Many couples continue to return to court 
after a divorce to settle issues like enforcement and modifi -
cations, which brings me to my next point.

2Relationship. If you have children, there is no 
such thing as a clean break. You and your partner will 

continue to be co-parents. Th erefore, you will need some sort 

of relationship. Litigation pits two sides against one another 
in an adversarial relationship. Judges decide who wins and 
who loses. In families, everyone loses. Each parent and your 
children will suff er the ramifi cations of litigation. In litigation, 
it is an attorney’s job to present you in the best possible light, 
and also place the opposing party in the worst possible light. 
Th e result, as you can imagine, is a family that is splitting up 

becomes even more broken.

3Constraints. In a 
traditional family, you make 

up your own rules. You are not 
bound to parent or co-habitate 
in accordance with statutes or a 
judge’s ruling. Why, then, should 
co-parents, who don’t live 
together, be constrained to work 
within the statutory frame-
work? In mediation, you can 
come up with any agreement 
that works for your family. 
Each family is unique, and so, 
too, should their agreement be 

moving forward.

4Confidentiality. A court case is open to the public, 
and a record of all of the proceedings is then available. 

Many families would prefer not to have all of their personal and 
fi nancial information readily available to the public. In media-
tion, all statements within the mediation remain confi dential, 
and cannot be used in court, in the event litigation takes place 
afterward.

Tarascio and Del Vecchio off er low cost and limited 
scope legal services. Th ey off er a pay-as-you-go plan in some 
cases instead of a retainer. Th eir fi rm has a wide variety of 
legal experts, who are happy to help with your legal needs, 
and will make sure you get the justice you so deserve. 

For more information, contact Tarascio and Del Vecchio, 
located at 1 N. MacDonald St., Suite 201. Call (480) 649-2905. 
Check out the Web site at www.TandDlawoffi  ces.com, or send an 
e-mail to Billie.Tarascio@TandDlawoffi  ces.com.

The Diff erence a Word Can Make 

and your be
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True Essence Salon 
is truly appreciative
By Kim Phillips

True Essence Salon displayed true appre-
ciation on Wednesday, Dec. 7, honoring the 
salon’s loyal clients with a gala holiday Client 

Appreciation Night Party, featuring yummy hors 
d’oeuvres, wine and other beverages, free massages, and 
drawings for gifts.

“We have been here since 2000,” said salon owner 
Maytee Green. “In this economy, we have to be thankful 
for our customers.”

“We appreciate the loyalty,” she added.
Th e entire staff  was on hand to off er free consulta-

tions on all types of services and products, and the 
relaxation stations with mini-spa specialties, such as 
moisturizing hand relief treatments, neck massages, 
and refl exology, were wonderful.

Debbie Arden, a longtime client, said she thought 
the party was fabulous. She commented, “Th ey treat 
you beautifully, and you feel beautiful when you leave.”

True Essence Salon is the only Aveda Concept 
Salon in Mesa, where Aveda’s natural, botanical-based 
hair, skincare and makeup is available.

For more information on the only Aveda Concept 
Salon in Mesa, call (480) 396-3112, or visit the Web 
site at www.trueessencesalon.com. 

Using innovative legal solutions to save you money.

Attorney services starting at $99/hour!

Family Law  •  Real Estate  •  Criminal Law
Estate Planning  •  Immigration  •  Business

1 N. MacDonald St., Suite 201, Mesa  •  480-649-2905

www.TandDlawoffices.com

*Licensed in Oregon only

2910 North Power Road #101
Mesa, Arizona 85215  •  NW Corner of Power & McDowell

www.trueessencesalon.com
Call to Schedule Your Appointment  480-396-3112

20% OFF
ANY SERVICE 

(first time clients only) Offer expires February 1, 2012
Please present this Up Close ad at time of service to receive this 

discount. Discounts or specials can not be combined.
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By AnnElise Makin

Come 4 p.m., the local Kumon Center in Superstition 
Springs really gets busy, with children buzzing in to 
pick up their package from the honeycomb compart-

ments behind the reception desk. 
Learning is sweet at Kumon, it seems. Kids just sit down 

and do it.
“Each child learns at a diff erent speed and rate,” stated 

Kathy Leano, owner and executive director. “We cater to each 
child’s individual math or reading ability. Once the student has 
achieved mastery of a concept, he is moved on to the next level.”

If you’re quick and accurate, let’s say, solving 140 
problems in 30 minutes max, you have mastered the level. 
Students enjoy this self-directed challenge, because they only 
have to compete with themselves.

At the starting point, students receive a placement test. 
Th en, they are gently eased into a performance curriculum. 
Regardless whether students seek remedial coaching or 
enrichment, they soon catch up to their best potential—or a 
grade level above.

 “Here at Kumon,” Kathy said, “you can be advanced and 
not be stressed. Students can progress as far as they want, and 
not be limited by their grade or age. Schools don’t have the 
manpower for such an individualized approach.”

Kathy, originally from Hawaii, has lived the Kumon 
creed for many years. She has an MBA in fi nance and 
marketing, and was a longtime fi eld consultant for 
Kumon corporate, ensuring U.S. centers correctly 
applied the method. Kathy bought the 
Superstition Springs location three years 
ago, because she wanted to be involved 
with students again.

“We provide precise math and 
reading curricula for students 
K through 12, and even into 
college,” the director said. In 
the process, students build up 
concentration, focus and mental 
acuity, as well as time manage-
ment and test-taking strategies.

 “We tell students to preview 

each test, and put the hardest problems last as to not lose points 
on easy questions,” Kathy continued. “At the higher levels, we 
teach students to solve problems in a more effi  cient way and 
explore strategizing.”

Kumon sometimes has to patch signifi cant academic gaps. 
“A lot of kids are struggling in fi rst grade, because they suddenly 
are expected to read, but they never learned the blended sounds 
and vowel combinations in kindergarten,” Kathy pointed out.

“We are always strict on grammar and punctuation,” she 
said. “We can’t let the standards go just because they write 
beautifully. Th e handwriting has to be neat, as well.” Th e 
pencil grip! Defi nitely. It is not just an outdated technique. 

At the center, students work quietly and independently, 
while parents sit by or run errands. Sixth-grader Alex pulls 
a pre-algebra packet he has not fi nished, and fourth-grader 
Rachel works on decimal conversions. 
Th ey go right to it.

Shraddha Patel, mom of Shivam, 
who is in the fi rst grade, and Shrey, 
who is in the fourth grade, at Franklin 
Elementary School, had specifi c goals in 
mind when she enrolled her sons. “Shrey 
had a problem in preschool. He was 
bilingual, and we were unfamiliar with the 

teaching style,” she said.
So, a friend recommended Kumon 

to Shraddha. Both boys started the program at 4 years old, and 
have been very happy with their accomplishments. “Our goal is 
to get Shrey into level G, Algebra I, before he is in fi fth grade.”

“I challenged myself to do the package within time limits,” 
said Shrey, who wants to be a doctor. His younger brother, 
Shivam, is just as ambitious. “He is so fast in his tasks and 
helpful that his teacher loves him,” Shraddha stated.

No limits to the top indeed. Ayush, a second-grader, 
from Cambridge Academy, has been attending Kumon 
studies for two years. He has become a wizard at division, 
so much so that everybody in class wants to get the right 
answers from him.

And what does he want to be when he grows up? “A 
Kumon instructor,” he said without hesitation. Th at’s how 
much he has come to love learning and mentoring there. 

ARTARTEDUCATION

Kumon Philosophy Prepares Students for Lifelong Learning

ABOUT KUMON
Since 1954, when Toru Kumon developed teaching materials for his son, who was struggling in math, 

the methodology has spread to 46 countries worldwide. Th ere are more than 26,000 Kumon centers world-
wide, and well above 4 million students enrolled. Th e Kumon success principles are based on three 

pillars—the level of material must correspond to the student’s ability; the rate of progress is deter-
mined by the student, not the teacher; and the material must be organized into a logical progression.

Stop in for a visit on Monday or Th ursday afternoons, from 3:30 to 7 p.m. at the 
Superstition Springs Kumon Center, located at the southeast corner of Power Road and 

Southern Avenue. To fi nd out more about Kumon learning strategies and availability, call Kathy 
Leano at (480) 807-5515.

achievements far beyond a
great report card.

Realizing your child’s potential means
more than bringing home a good
report card.

With Kumon her age and grade level
never hold her back from going as far
as her ability takes her.  She can even
pursue advanced study.

That means she can do much more
than get better grades. She can be
truly amazing. 

©2011 Kumon North America, Inc.

877.586.6671                                www.kumon.com

KUMON MATH AND READING CENTER

MESA - SUPERSTITION SPRINGS
480-807-5515
1229 S Power Rd., Suite 104

Mesa, AZ 85206

Imagine...
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Red Mountain Ranch
By AnnElise MakinG ermanic expatriates don’t dream of 

a White Christmas. Snow is just 
expected. But more important than a 

white Christmas night is probably a silent and 

holy one.
A little Germanic Christmas is filled with 

magic—wrapped around the Advent wreath, 

St. Nikolaus on Dec. 6, and the most elusive 

Christkind (Christmas Eve). These memories 

are carried forth in the hearts of children to 

last a lifetime.Some of the European customs are 

increasingly shared in this country. Don’t get me 

wrong. Everybody loves Santa. But as much as 

we anticipate this jolly old man—the rich fabric 

of Germanic traditions runs far deeper than the 

North Pole.
On a perfectly brilliant Arizona morning, fi ve Red 

Mountain Ranch residents of Germanic descent remi-

nisced about their Christmases past. Some Christmases 

had not been that easy or, let’s say, rather meager, but all 

had been very special. As Hilde Drexler, Heide Bieser, Gisela Munro, Inge 

Otto, and Doris Torres swapped memories, several experi-

ences struck a deeply shared chord.
THE SIGNIFICANCE OF ORANGES

A bunter Teller, or cookie variety platter, plays 
a central part in Germanic 
Christmas traditions. When Hilde Drexler was a little girl, oranges were an exotic addition to the homegrown apples and nuts in the traditional potpourri.

“After the war, when I was 5 or 6 years old, there were no candies, no cakes, but always an orange,” Hilde recalled. She 
and her husband, John, are 

Red Mountain Ranch pioneers. Th ey were among the fi rst 

six families to build here 21 years ago. Hilde, born in East 

Prussia, came to the U.S. with her parents and sister by 

boat in 1952.Hilde still remembers her fi rst golden-glazed impres-

sions of New York Harbor. “My family made Christmas 

very special.” For her, the meaning always came through 

with the nativity play, reenacting the Bible story with lots 

of angels. 
“When I was 9 years old," Hilde remembered, “I got 

my fi rst real present, a red-black-white sweater my mother 

had knitted.” Bacon grease on rye bread was a much-

cherished delicacy then.“My parents have passed on,” Hilde said. “I still miss 

them very much. Th ey always kept God in their hearts, 

but they went through so much.” During Christmastime, 

she feels especially connected to her parents and her 

childhood.IMPROVISATIONS IN THE TOY WORKSHOP

Heide Bieser also had an orange experience. “When 

I tasted my fi rst orange [in Germany], I was 8 years old, 

and I found it terribly sour,” Heide reported. So, her father 

sprinkled sugar on the tangy delight. Th at helped a lot.

Heide and her husband, Herbert, moved to Red 

Mountain Ranch 5 years ago from Chicago. Heide 

emigrated to the U.S. in 1968 from southern Germany. Part 

of her early childhood was spent in post-war living quarters 

in the beautiful Black Forest area.
“In the fi rst few years of my life, there were no men 

around for Christmas, only women,” Heide said. Th e men were caught up in the war or its aftermath. Th e earliest Christmas Heide remembers includes her mom and several imme-diate family members.“We had special family-favorite Christmas cookies, apples and nuts, but no chocolates or candy, rarely meat but egg dishes and potato salad,” Heide recounted. 

Her mom crafted dolls’ clothes from curtain fabric. When 

Heide, at the age of 6, received her fi rst set of colored 

pencils, “It was like magic.” Heide’s father, missing for two years, came home in 

1946. Th at made all the subsequent Christmases even more 

special. Dad went to task in Christkindl’s shop and skillfully 

fabricated the toys, among them a miniature washboard, for 

the season.NIKOLAUS DOES NOT HAVE ELVES

The Germanic St. Nikolaus is fashioned after the 

historic figure of the legendary bishop of Myra. This 

saint usually appears before the children, accompanied 

by his alter ego Knecht Ruprecht, the strict discipliner 

and (sometimes) hit man, on Dec. 6. 
So, what does Santa do with naughty chil-

dren? Withhold presents. Nikolaus is quite 

another story. It’s either treats or beats. So 
Gisela Munro would fi nd out.

“We used to put our shoes in the window for 

St. Nikolaus,” Gisela recalled. Sometimes, however, 

the holy man would drop a piece of coal in the shoe 

instead of treats. Th ose shoes also served as postal 

boxes for the wish lists addressed to the Christkind.

Gisela and her husband, Bill, a leader for hikes 

with the Social Club, have lived in Red Mountain 

Ranch for 16 years. Gisela was raised in northern 

Germany, near Hamburg. Th e couple settled in 

1964 in Lincolnshire, Ill.“Th at one year, St. Nikolaus came and put 

me in the sack because I had been naughty,” Gisela 

said with a poker-faced demeanor. And continued 

laughter, “So, he dragged me down the road, kicking 

and screaming, until he had to let me go.”
“Th at’s probably because he had it all written 

in his big golden book,” Heide concluded. Parents 

usually slipped the holy man a piece of judgment paper. 

When St. Nikolaus came, children had to sing and pray. 

So did Heide, until one day she discovered behind that white 

beard was her aunt.REAL TREES WITH BLAZING CANDLES

Although Dec. 24 comes every year, not everybody 

always got their Christmas. “By the time there was no 

Christmas any more, I was 10 years old,” said Inge Otto. 

Between 1942 and 1954, Inge became one of the 

millions of displaced persons in central Europe. She lived 

in eastern and northern Germany before she moved to the U.S. in 1958 with her husband, Karel. Th e couple has resided in Red Mountain Ranch for eight years.
“For a while, we lived in a hotel after we escaped from East Germany,” Inge said. “We lit a few candles, and went to the Christmette (midnight mass).” During those tough years, hambone and pea soup 

were the luxury of the season. Food was scarce.

“What does Christmas mean?” Inge pondered the 

question. “I did not miss the toys, but I enjoyed the festive 

atmosphere from a piano performance or songs and games.” 

Inge also loves the Austrian tradition of caroling across 
town to go to the cemetery, where the 

gravesites are ablaze with little 
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European Christmas at Red Mountain Ranch 

OLD WORLD MEMORIES ARE CHERISHED

Hilde Drexler

Winternacht in Germany

Heide Bieser and Diego Torres

Gisela Munro

Inge Otto

Continued on page 4 
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By Dr. Lisa Gold and Dr. Everett Bailey

Drs. Lisa Gold and Everett Bailey, two of Arizona’s 
most experienced and well-respected couples 
therapists, will present a workshop from Jan. 

26 through 28, at Psychological Counseling Services, 
Downtown Scottsdale, 
7530 E. Angus Drive.

Th e workshop fee 
is $450 per couple, 
with an early registra-
tion discount, before 
Jan. 10, of $400 per 
couple. Register at 
www.azcouples.com.

Workshop 
sessions are 
Th ursday, Jan. 26, 
from 6 to 9 p.m.; 
Friday, Jan. 27, from 
9 a.m. to 4:30 p.m., 
with a 1.5-hour 
lunch break; and Saturday, Jan. 28, from 8:30 to 11:30 a.m.

Love and what makes it last are no longer a mystery. 
New technology has made it possible for us to study 
romantic love—where it goes wrong, how to repair rifts, 
and how to keep a good thing going. We now know how 
to make love last.

Learn real solutions for resolving confl ict, feeling 
closer and improving physical intimacy. Don’t just settle 
for getting by. Discover what keeps love alive.

Dr. Sue Johnson, one of the founders of Emotionally 
Focused Th erapy and author of Hold Me Tight, developed 
this workshop. Emotionally Focused Th erapy is based on 
the latest research of love, and how to help couples create 
the relationship they want. It is the most successful form 
of couple therapy, with a 75 percent success rate versus 
the 35 percent success rate of traditional couple therapy.

Here’s what men who have attended these workshops 
are saying:

“Now I understand how to get out of the argu-

ments that would go round and round without end…
finally!” “I was dragged there by my girlfriend, but was 
glad to find out it wasn’t what I thought it would be...
This stuff really works.”

Women who have 
attended are saying:

“I fi nally feel like we 
understand each other.” 
“We aren’t where we want 
to be yet, but now we have 
a map of how to get there.”

Th e most common 
response from both men 
and women is: “We wish 
we would have known all 
of this sooner!”

Dr. Gold and Dr. 
Bailey are licensed 
therapists and founding 

members of the Arizona Community for Emotionally 
Focused Th erapy (EFT). 

Th ey have been trained 
by some of the world’s best 
couples therapists, including 
Sue Johnson (one of the founders 
of EFT) and Dr. Lisa Palmer-
Olsen (the family therapist on Dr. 
Drew’s Celebrity Rehab).

Dr. Gold is the founder 
and clinical director of Desert 
Vista Counseling Services, 
and Th e Arizona Relationship 
Institute. She is the fi rst 
Arizona therapist to 
become certifi ed as an EFT 
therapist, and the fi rst EFT 
supervisor in Arizona. She 
has been practicing as a therapist 
for 15 years, working with indi-
viduals, couples and families. 

In addition to her practice as a therapist, Dr. Gold 
supervises and teaches other therapists, serves as an expert 
consultant to the Mesa and Phoenix vet centers, and 
provides workshops and retreats for couples. Her special-
izations include relationship diffi  culties, infi delity and 
sexual diffi  culties. (You may know her from her monthly 
column published in the formerly circulated magazine, 
Sonoran Spotlight).

Dr. Bailey is one of the senior therapists at Psychological 
Counseling Services (PCS), where he provides therapy to 
individuals, couples and families, and he supervises and trains 
other therapists. He also facilitates the intensive outpatient 
treatment programs off ered at PCS. 

He has been treating individuals, couples and families 
for 18 years. His specializations include addictions, relation-
ship diffi  culties and sexual diffi  culties. He is particularly 
skilled at working with men who are skeptical of therapy.

Both Dr. Gold and Dr. Bailey have taught at some 
of the country’s best universities, and their 

writing has been published in professional 
journals. Th eir clients include corporate 
executives, stay-at-home moms, other 
therapists and professional athletes. Many 
of their clients drive several hours and 
even travel from out-of-state to work with 

them, specifi cally because of their expertise 
as couple therapists. 

If you would like to be happier 
in your relationship, or you want 
to ensure that the happiness you 

already enjoy continues, this is 
the workshop for you. We look 

forward to seeing you there. 

For more information, 
visit our Web site, which 

is indicated above for 
registration, or send 
an e-mail to 
dr.gold@azcouples.com.

NEW TECHNOLOGY Makes Lasting Love Possible
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Dr. Everett Bailey

Dr. Lisa Gold

“Making Love Last”

Register at: www.azcouples.com

$450 PER COUPLE 
Early registration discount available!

For more information, visit our website  
www.azcouples.com or email: dr.gold@azcouples.com

Presented by  
Dr. Lisa Gold and  
from Desert Vista Counseling

Dr. Everett Bailey 
from Psychological Counseling Services

Held at Psychological  
Counseling Services 
7530 E. Angus Drive
(Old Town Scottsdale)
Scottsdale, AZ 85251

WHEN?
January 26-28 
Thursday, January 26 
6:00 pm - 9:00 pm

Friday, January 27 
9:00 am - 4:30 pm 
(1½ hour lunch break)

Saturday, January 28 
8:30 am -11:30 am

COUPLES RETREAT

THE NEW SCIENCE OF LOVE

2733 N. Power Rd., ste 102                                       M-F 8:30am - 7:00pm 
Mesa, AZ 85215                                                           Sat 9:00am - 5:00pm 
480.641.1744                                        www.theupsstorelocal.com/3690 

PARENTS  

KNOWLEDGE IS POWER

10% OFF! Mention this ad to receive 
10% off your first session!

Mary Martha  
Gingerella 
Experienced Coach  
& Family Partner

azleadersandlearners@gmail.com

Call 

(480) 329-0450

Learn TODAY what you and your teen should be  

doing to plan for high school & college years.

• Connect interests and academics with opportunities

• Investigate careers, scholarships and internships

HOW One-on-one info/coaching sessions can help 

increase a student’s opportunities.

WHEN NOW. Avoid missing critical to-do’s, key 

academic courses & scholarship deadlines.
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The Leader in Full Service, High-Tech Dentistry
Providing the Most Comprehensive Care  

in Implant and Cosmetic Restorations

WWW.LASSENDASDENTALHEALTH.COM

CALL TODAY!
(480) 283-5854

EMERGENCIES SEEN SAME DAY!

WHITER TEETH IN UNDER ONE HOUR
In Office Whitening: $250, PLUS take-
home whitening trays: $599 Value!

ZOOM! 
Tooth Whitening

• Dentistry for the whole family
• Now offering evening hours
• Offering Itero Cadent impressions, 

the worlds most accurate impressions
• Cosmetic Smile Enhancements 

Veneers & Porcelain Crowns
• Implants - Placement & Crowns
• Root Canal Therapy
• Oral Surgery 

Including Wisdom Teeth
• Afraid of Dentists? 

Nitrous Oxide Sedation Available
• A Team of Professionals Here to Help 

You Smile

Dr. C. Martin Farnsworth, DMD
Dr. Derek Farnsworth, DMD 

2947 North Power Road  
Suite 103, Mesa

We accept most insurance plans, credit  
cards, & E-Z payment plans, o.a.c.

Has Dr. Farnsworth  
designed your new smile?
Let the leader in cos-
metic and implant 
restorations make 
you feel confident in 
your smile again.

Call now to schedule a FREE Cosmetic and Implant Consultation, 
X-Rays, Pictures, Models Included and Radiograph Scan ($700 value)

HEALTH

Submitted by HIT Center

The HIT Center is unlike any fi tness 
facility or gym in the entire Valley. 

I recently had the chance to 
visit their Mesa location, and was astounded 
at their facility and scope of services. Th is 
state-of-the-art facility includes a human 
assessment laboratory, world-class equipment 
and degreed fi tness professionals, who have 
helped hundreds of Mesa residents get 
some truly amazing 
results.  

Tim O’Neil is a 
managing partner at 
the HIT Center. A 
native Arizonan, with 
a lifelong involvement 
in the fi tness and health 
industry, he also is the 
track and fi eld coach 
for the Brophy and 
Xavier preparatory 
schools, and has coached dozens of world class 
athletes. What Tim really wants everyone 
to know, however, is that they are passionate 
about helping people reach their goals, and 
they specialize in making fi tness fun again. 
Whether you are a world class athlete, or just 
want to lose a little weight, their programs 
are designed for optimal results. In fact, they 
guarantee results. 

Th e 12,000-square-foot facility is not 
a typical gym. All staff  members possess 
exceptional credentials. “All of our fi tness 
professionals hold degrees in exercise science, 
kinesiology, physiology or athletic training,” 
Tim said. “Th ey are not your basic certi-
fi ed personal trainers.” Th e staff  includes a 
seasoned assortment of trainers, including 

those with bachelor’s and master’s degrees and 
one working on his PhD. Th e HIT Center 
off ers one-on-one and semi-private personal 
training, as well as programs for weight loss, 
boot camp, kid’s fi tness, general fi tness, retire-
ment fi tness, sports conditioning, nutrition 
consultation, fi tness evaluation and testing 
services and much more. 

Health and nutrition evaluation 
programs at the HIT 
Center utilize state-
of-the art machines 
and techniques 
that determine 
body fat, pounds 
of lean muscle, 
how many calories 
you need each 
day versus how 
many calories you 
are burning (yes, 

they can measure 
your metabolism), optimal training heart rate 
and complete metabolic profi les. Of course, 
any eff ective weight loss or training program 
needs a nutrition plan and the HIT Center 
can provide counseling and develop personal-
ized meal plans, including those with special 
dietary requirements. Th ere are no contracts 
or long-term commitments. 

You must see the HIT Center for 
yourself. Arrange for a tour, and meet some 
of the trainers at the HIT Center, located 
at 4811 E. Julep St., Suite 110 (Greenfi eld 
Road, north of McKellips Road). Learn more 
at www.MesaPersonalTraining.com, or call 
(480) 981-0600 to schedule a free, no obliga-
tion fi tness consultation.

HIT CENTER OFFERS WIDE RANGE 
of health and fi tness services

sa residents get
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LOCAL BUSINESS

By Michael S. Seaver

Are you in career transition, have 
a job but are looking to change 
employers or on the 

verge of a promotion? 
Enhancing your resumé 

can help you progress to the 
next stage in securing your 
dream career. Eff ective resumés 
provide recruiters and Human 
Resources (HR) professionals 
with a reason to invite you in 
for an interview. Th e best ones typically 
include the following:

• Keywords, which match those on 
the job description.

• Th e scope of your previous 
responsibilities. 

• Quantifi able results, which entice 
recruiters to want to learn more.

KEYWORDS
Especially in today’s economy, recruiters 

and other HR professionals are constantly 
inundated with as many as hundreds of 
resumés for one position. To save time, orga-
nizations explicitly state what they are looking 
for in their job descriptions. Th ey are trained 
to look for specifi c keywords when narrowing 
the list of viable candidates. To increase the 
chances of your resumé reaching the top of the 
heap, take the company’s job description, and 
select seven to 10 keywords important to or 
repeated in the description. Tailor your resumé 
to that company and that job by using those 
keywords throughout your resumé to best 
explain your valuable experiences.
SCOPE

Th e Experience section of strong resumés 
speaks not only to how well something was 

done, but also to the quantifi able scope 
of the work. As a recruiter, it is much 

easier to form a mental picture 
of an applicant’s experiences if 
she says, “Managed a project 
team of 12, with a $250,000 
budget…” versus “Managed a 
project team.” Explain experi-
ences in such a way that a 
recruiter can understand the 
breadth and depth of your 
work, and envision you in the 

role before meeting you.  
RESULTS

Quantifying results of one’s work 
can be diffi  cult, but it is very important. 
A strong bullet point on a resumé begins 
with a past tense action verb, describes the 
action taken, and details the impact of that 
action. An average bullet point may be, 
“Increased annual sales.” A strong bullet may 
be, “Increased annual sales by 25 percent 
year-over-year, exceeding stretch targets and 
securing $500,000 of new revenue.”     

I recently spoke to a recruiter for 
one of the largest employers in the state 
of Arizona. Th e organization annually 
receives more than 500,000 applications 
for fewer than 8,000 job openings. Use 
the above tips to help your resumé get the 
recruiter’s attention, and give her no option 
but to schedule you for an interview for 
your dream career.  

Michael S. Seaver, MBA, SPHR, is the 
founder and CEO of Seaver Consulting, LLC. 
If you would like to learn more about career 
and life coaching, leadership training or busi-
ness consulting, visit www.michaelsseaver.com.

THE RESUMÉ THAT WILL LAND 
YOU YOUR NEXT CAREER

 Appointment Only personal training by degreed fitness professionals
 All exercise and nutrition programs individually designed to fit your needs
 State of the art training center
 Results guaranteed

HIT Centers Personal Training

480-981-0600
4811 E. Julep St. #110, Mesa

(S of McKellips, between Greenfield & Higley)

www.MesaPersonalTraining.com

Ready to make your LAST fitness resolution?
AMAZING F

THIS

MONTH

ONLY

No obligation.  Offer good for new clients only. 
One coupon per customer.  Not to be combined 

with any other offers.  Expires 2/28/11

FREE FITNESS EVALUATION 

FREE FITNESS EVALUATION 

FREE 
WEEK 

Buy 4 Weeks, Get 1 Free

FREE 
Meal Plans, E-Books 

and Newsletter. 

GO TO
www.MesaPersonalTraining.com/FREE

Personal Training – we’ve helped 100’s lose 100’s of pounds!

Boot Camp – simply the best indoor boot camp anywhere

Sports Programming – Jr High, HS and World Class Athlete Training

HitMen – A new program for guys who love sports and 
competition & hate treadmills bikes and spin classes

Youth Fitness Program – for Jr. High kids who want to get in shape

FEATURED IN

Men’s Journal, Ch 12, 

Ch 10, Arizona Republic

Ch 3
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HEALTH

Submitted by Reed Chiropractic

According to the Centers for Disease 
Control, more than 6 million women 
in the United States are infertile, and 

over 9 million use some kind 
of infertility service. 

Recently, a series of 
research papers published 
in the Journal of Vertebral 
Subluxation suggested 
chiropractic adjustments 
performed by chiropractors 
to address nerve interference 
caused by spinal distortions, 
can off er hope to many of 
these women. Positive results were found in 12 
studies, regardless of the women’s age, number 
of infertile years, medical intervention or 
health history (including miscarriage, blocked 
fallopian tubes, amenorrhea, colitis or trauma). 

In explaining how chiropractic care 
could aff ect fertility, Dr. Reed, from Reed 
Chiropractic, responded, “Chiropractic care 
is not a treatment or cure for any particular 
condition or disease. It merely eliminates 
stress on the nervous system, and allows the 
body to function properly,” he continued. “If 
there is not an organic reason for a woman to 
not be able to get pregnant, chances are the 
nervous system might be the answer.” 

Dr. Reed was asked if pregnant women 
should continue receiving chiropractic care 
during their pregnancy. He responded by 
explaining that women who continue care 
during pregnancy typically have easier and 
less complicated births. He went on to discuss 
his unique certifi cation in the Webster 
Turning Technique. Research shows a 92 
percent success rate of breech or transverse 

babies turning using this chiropractic 
technique. 

“I have had mothers come in for 
treatment as late as 37 weeks pregnant with 

breech babies, and still had success 
with the babies turning head down 
prior to birth,” Dr. Reed said, “With 
this protocol, the baby is never 
touched. Th e technique is designed 
to reduce any pelvic torsion or soft 
tissue structural distortions that are 
preventing the baby from going head-
down,” he continued. 

Babies should naturally go head 
down, Dr. Reed further explained. 

“Th ey are just not able to when there are 
imbalances or stress within the pelvis,” he 
continued. “Most mothers report that their 
babies turn within just three to10 visits. 
However, it is much easier to keep the pelvis 
free of stress and tension throughout the 
pregnancy so the baby never is at risk of 
being breech.”  

So, whether you are having trouble 
getting pregnant, or want to have a safer, 
easier birth, chiro-
practic care has been 
proven to help. Dr. 
Reed is Webster 
Technique certifi ed, 
and a member of 
the International 
Chiropractic Pediatric 
Association.  

For your free 
evaluation, contact Reed 
Chiropractic at (480) 
721-0099.

Chiropractic can help those having 
TROUBLE GETTING PREGNANT
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Submitted by Saguaro Lake Ranch

Saguaro Lake Ranch Trail Rides, 
located at historical Saguaro Lake 
Ranch, only 30 minutes north of 

downtown Mesa and one mile south of 
Saguaro Lake, on the Tonto National 
Forest, off ers some of the 
best Arizona trail riding 
with spectacular views of 
Saguaro Lake. 

Surrounded by the 
Goldfi eld Mountains and 
Bulldog Cliff s, trails will 
take you along Saguaro 
cactus-studded mesas, 
across and along the 

Salt River, and up creosote-covered hills 
overlooking Saguaro Lake.

Rides are available by reservation six 
days a week, from Oct. 1 through the end 
of April. Whether an experienced rider, or 
you have never been on a horse before, our 
experienced guides will help make your fun-

fi lled and scenic ride through the Sonoran 
Desert both relaxing and enjoyable. Th is 
is a wonderful way to entertain and show 
out-of-town guests a memorable time when 
they visit Arizona. In addition, we off er gift 
certifi cates, which are great gift ideas for the 
holidays, birthdays and special occasions.

We off er rides 
of varying durations, 
ranging from 90 minutes 
to two hours, to two 
and one-half hours and 
fi nally, rides of four 
hours. 

For more informa-
tion, or to make your 

reservation, call us at (480) 984-0335. 
You also can visit our Web site at 
www.saguarolaketrailrides.com.

For overnight accommodations, 
Saguaro Lake Ranch offers comfortable, 
rustic ranchettes. Information can be found 
through a link on our Web site. 

LOCAL BUSINESS

Saguaro Lake Ranch Rides 
off ers scenic riding trails

o

Ladies Consignment Boutique

6039 E. University Dr. 
Mesa, AZ 85205

480-275-2480
HOURS Monday THRU Friday: 10am TO 5pm

Saturday: 10am TO 3pm

Is your closet over overflowing with designer items that just aren’t you any  
longer, or never were you from the start? Stop by today to check out our  

newest arrivals, or schedule an appointment to consign your designer items!

m

10% OFF
any purchase

Sweet Repeats

L di C i t B tit B

Sweet Repeats

Wellness Care
Family Care
Sports Injuries
Auto & Work Injuries

Convenient New Mesa Location:  

6025 E. McKellips Rd. #102, Mesa  AZ
480-721-0099     

www.ReedChiroAZ.com

Dr. David T. Reed
Chiropractor

Affordable Rates  •  Discount Plans Available  •  Insurance Accepted

New 
Patient Special!

Exam, X-Ray & Adjustment

                  for only $29
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HEALTH EVENT

By Dawn Abbey

Every New Year, we all resolve to exercise more, lose 
weight and eat right, so this year, why not really do 
something about getting in better shape by attending 

Karve classes at k Pilates and Karve Studio.
Th e Karve Method is the creation of studio owner 

Kendra Jordan, who says Karve literally carves your body by 
sculpting, reshaping and elongating the major muscles. 
Kendra explained that she melded the dance-like exer-
cises of famed ballerina Lotte Berk with callenetics, 
Pilates and yoga to create the Karve technique. “Th is 
approach is the fastest, most eff ective and safest way to 
change your body from the inside out. It really sculpts 
those vanity muscles,” Kendra claimed.

“Th is technique can help you create a high, lifted 
seat, lean, shapely thighs, beautiful 
shoulders and triceps, and a trim 
waist, all without jumping, jarring or 
damaging movements,” Kendra said. 
“It also increases metabolism and 
stamina, and provides cardiovascular 
benefi ts.”

According to Kendra, Karve is a 
unique, interval-training-based class 
designed to develop the physique of 
a dancer—long, lean muscles that are 
strong, yet fl exible. “All major muscle 
groups are worked in a one-hour 
class of carefully designed strengthening and orthopedic 
stretching techniques,” she said. “Karve fuses highly focused 
and controlled movements through ballet barre work, yoga 
and Pilates. It’s all based on core strengthening,” Kendra 
continued. “When you have strong abdominals, it’s the 
foundation for strengthening all the muscle groups.” 

Using high repetition, small range of motion, accuracy 
and focus, each muscle group is worked thoroughly and 
completely, and then stretched to create long, lean lines. Th e 
entire body is challenged throughout the class, which quickly 
improves posture and body alignment, and creates a body 

equal in strength, beauty, balance and youthful vitality. “Our 
classes are small, so instruction is very individual, depending 
on your goals and fi tness level,” Kendra said.

According to Kendra, k Pilates is Mesa’s only Pilates 
and fi tness studio off ering authentic Pilates instruction on 
Classical Pilates spring-based equipment. “Since 
classes have only fi ve or six members, everyone 

has their own 
piece of equip-
ment to use. All our 
instructors have been 
trained in the Classical 
Pilates technique 
designed the way 
Joseph Pilates himself 
originally intended, and 
all are Pilates Method 
Alliance Certifi ed. Our 
staff  carefully watch to 
make sure everyone is 
properly executing their 

exercises for the most eff ective results,” Kendra said, 
“Our mission is to provide personal attention to 
each individual’s form, in limited, semi-private class 
sizes to ensure rapid results.”

Kendra has more than10 years of fi tness, Pilates, 
sport medicine and athletic experience. She holds a 
degree in kinesiology and a master’s degree in sport 
management from the University of San Francisco. 

Kendra has certifi cations in Pilates Method Alliance, the 
NSCA and as an athletic trainer (sports physical therapy). 
Kendra also owns a Karve Studio in Old Town Scottsdale, 
and a licensed Karve Studio recently opened in Lindon, 
Utah. In addition, two future Karve licensed studios are set 
to open in Gilbert and North Scottsdale. 

For more information about k Pilates and Karve Studio, 
located at 3514 N. Power Road, call (480) 840-1860, or visit 
kpilates.com. 

Cut-a-thon to benefi t 
SUNSHINE ACRES 
CHILDREN’S HOME

FOLLOW YOUR NEW YEAR’S FITNESS 
resolution to k Pilates and Karve Studio
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By Dawn Abbey

The holidays may be over, but the need 
for charitable giving still remains, and 
that’s why Mike Magri, owner of Mike’s 

Barbershops, is planning a fund-raising haircut-a-
thon on Sunday, Feb. 19, from 10 a.m. to 4 p.m., to 
benefi t Sunshine Acres Children’s Home.

All proceeds from haircuts done that day at 
Mike’s Barbershops, 5057 E. McKellips Road, 

will go to the children. In addition, Mike plans 
to park his pickup truck outside the shop 

with a sign saying, Fill the bed for Sunshine 
Acres. “Everyone is encouraged to bring 

clothes, toys, donations or whatever for the home,” 
said Mike. 

For more information, call Mike’s Barbershops at 
(480) 218-5964.
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We are a traditional Barber 
Shop with Licensed Barbers!   

(Not Hairdressers.)

Want a REAL Haircut?
 

5057 E. McKELLIPS RD.
Just west of Higley, South side of street

(480) 218-5964

OPEN 
7 DAYS 
A WEEK 

MEN’S CUT 

$11
$13
Not valid with any other offers.  
With coupon only. Expires 1/31/12.

Not valid with any other offers.  
With coupon only. Expires 1/31/12.

Includes: Shave around the neck and 
ears and relaxing shoulder massage.

YOUNG
MEN’S CUT 

SENIOR’S CUT 

Age 10 and under.

Age 65 and over.

$15

HAIRCUT  
& SHAVE
$35

Not valid with any other offers.  
With coupon only. Expires 1/31/12.

Includes: Full face straight razor 
shave with aromatherapy massage.

reg. 
$40

reg. 
$14

reg. 
$18

Not valid with any other offers.  
With coupon only. Expires 1/31/12.

3514 N Power Rd., Suite 101
Mesa (Power/Thomas)  

480-840-1860
www.kpilates.com

K Pilates Where the 
East Valley’s Ballet  
Barre Fitness  
Craze began

New Client Special  
3 Karve Classes for $45
or unlimited 30 days of Karve for $100

FITNESS
CHALLENGE

Begins 
Jan 16!

k Pilates
• Karve Ballet  

Barre Classes
• Authentic Pilates  

Equipment Classes
• One-on-One Pilates

ALTA MESA 
GOLF CLUB  

ALTA MESA 
GOLF CLUB  

START THE NEW 
YEAR OUT RIGHToffers: golf ing at Financially Secure Club, Debt Free

A Challenging Traditional Course
Golf Lessons & Clinics
Walking Permitted
Couples Events
Variety of Men’s Groups
Warm & Casual Atmosphere
Beautiful Clubhouse
Active Women’s Organization
Yardage from 5500-7100
Host of USGA & AGA Qualifiers
State of the Art Practice Facility
Strong Junior Program
Social Events for the Whole Family

Great Memberships Available!
Call Kim in membership for details at 480-832-3257x100www.AltaMesaGolf.com
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By Mary Martha Gingerella

While the re-entry into the everyday routine after 
the holidays is a stark reminder January has 
arrived, this month also signifi es the start of 

the second semester for schools, and for high school seniors, 
a sudden reality check commences.

January is a pivotal month for seniors, their parents, 
counselors and teachers. The pace is notably different 
between first and 
second semesters in a 
high school. It’s as if 
someone picked up the 
slow-moving wind-up 
toy and twisted it 
tightly, forcing it into 
overdrive mode. There 
are now pages of to-do 
lists for everyone. 
The relaxing holidays 
have ended, and the 
fast-approaching high 
school graduation 
and college plan-
ning, admission and 
financial aid dead-
lines hit both students and 
parents hard. No more procrastinating on scholarship 
research and submissions for students. And the financial 
fear factor for how to pay for college is in full swing for 
parents. 

January also is a key financial aid month. High 
schools will host their Financial Aid Night. Counselors, 
college representatives and financial aid experts will 
discuss the Free Application for Student Financial Aid 
(FAFSA) and other financing options available through 
the universities/colleges (e.g., private scholarships) and 
educational loan partners. The FAFSA is required for all 
prospective college students seeking Pell grants, scholar-
ships, work-study programs and student loans.

A COUPLE OF RECOMMENDATIONS 
REGARDING FINANCIAL AID:
GET A PIN NUMBER EARLY 

Go to the FAFSA Web site at www.fafsa.ed.gov to 
register for a pin number (the response is immediate, 
but may take longer if you wait till later months). You 
must have a PIN to submit the FAFSA electronically. 
While you’re on the Web site, print a copy of the FAFSA 
worksheet to use as reference for the information you will 

need to complete the FAFSA application (e.g., tax 
information).
COMPLETE YOUR TAXES IN JANUARY
(or as early as possible) in order to apply 
for FAFSA 

While you’re waiting to receive your W-2s, read 
through the worksheet to see what other information 
you can locate in advance. Set a time in advance with 
your son or daughter to sit down 
together and complete 
the FAFSA worksheet. 
Th e worksheet serves 
as a facilitator in the 
discussion about 
fi nances, Expected 
Family Contributions 
and many other topics 

(and acronyms). Once the 
worksheet is completed, the 
information can be transferred 
easily and quickly to the online 
application for submission. 
SEEK ADDITIONAL 
ASSISTANCE, IF NEEDED
for completing the FAFSA 
application 

Help is available through college 
fi nancial aid offi  ces (and through AZ 
Leaders and Learners). Also, during 
February each year, there is one weekend 

when parents and students can get answers to questions and 
one-on-one help with the FAFSA. In 2012, this assistance 
(called College Goal Sunday) will take place on Saturday, 
Feb. 11, at Mesa Community College and Sunday, Feb. 12, at 
Arizona State University Polytechnic Campus. You can obtain 
more details at www.collegegoalsundayusa.org. 
DON’T HAVE A HIGH SCHOOL SENIOR YET?

You can still benefi t from getting familiar with and plan-
ning for this critical time for your teen’s senior year. Although, 
the school year for most students begins in August each year, 
for junior high and high school students, the planning for 
the next year is now (January through March). Th ey will be 
registering for next year’s classes, and prudent planning and 
good decision-making for these classes (and preparing for life 
after high school) also is now. Happy new semester to you and 
your family. 

For more information, call 
(480) 329-0450, or e-mail 

azleadersandlearners@
gmail.com. 

EDUCATION
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Mary Martha Gingerella

Begin preparing for college early for best results

Coldwell Banker Trails And Paths Expands Even In This Market
Submitted by Coldwell Banker Trails And Paths

Solid expansion is the mark of a healthy business, but 
it’s not always common in today’s environment. 

We have all witnessed the shortfalls of today’s 
paradigm of business in the wild fl uctuations in all asset 
classes and markets. However, a strong business is capable 
of providing value and thus producing a profi t and growth, 
no matter the circumstances. On rare occasions, when a 
company pulls this off , you may be lucky 
enough to catch a glimpse of something great, 
indeed.

Th is certainly has been the case with 
Coldwell Banker Trails And Paths. Trails And 
Paths is a real estate brokerage, owned and 
operated by the Brown family, living in the Las 
Sendas area for the past 15 years. And with all 
the headwinds in the real estate market these 
days, they still have managed to expand.

Th is is no small feat.
Th e company has grown to support four 

primary businesses. First off , you have the 
regular resale business division. Secondly, Trails 
And Paths now off ers an in-house mortgage 
division. Th irdly, they feature full service in the 
areas of short sales and lender-owned, or REO properties. 
And lastly, Trails And Paths has added a division with a 
focus on the investor, which features a REAL ESTATE 
INVESTMENT SPECIALIST.

Of course, many of us are familiar with the fi rst area. 
Th at being your normal real property transaction, which 
takes place absent any unconventional procedures. Th is is, 
of course, the standard transactional business, which occurs 
between your everyday buyers and sellers. But what you 
may not be familiar with is that this transaction accounts 
for only a small part of today’s market. Some estimates 
show this to be 30 percent to 35 percent or so. With this 
being the case, maybe normal isn’t the best word to describe 
this area anymore. 

Which leads us to the second division—mortgage. Ron 
Brown and his team have worked to ensure those afore-
mentioned normal real estate transactions do not fall apart 

at the fi nancing level. Having the in-house mortgage division 
allows for more personal interaction with underwriters, who 
ultimately decide whether or not a client is a good risk. When 
coupled with high-tech service and extremely competitive 
rates, this mortgage division helps support buyers, sellers and 
agents by allowing for the highest probability of mortgage 
approvals, which, of course, leads to a greater degree of 
closed deals. Th is, of course, is in the best interest of all 

principles involved, but also creates 
more income opportunity for agents of 
Trails And Paths.

In developing our third division, a great deal of thought 
went into how the short sale market could best be served. 
Contrary to popular belief, the short sale market is quite 
large, and it exists in all areas. No one has been immune. 
Areas that we tend to think of as affl  uent or wealthy, like 
Las Sendas, have a short sale market, which needs to be 
serviced, and Trails And Paths is doing just that. 

Th ey have agents whose primary focus is short sales. 
Th at is important to note. A short sale transaction is 
completely diff erent from other more standard real estate 
transactions. Th ey require a greater time commitment and 
timely follow-up in addition to meeting the deadlines and 
documentation requirements of today’s lenders. When 
done properly, a short sale creates a win-win-win scenario, 
whereby the lender gets to recoup some of its cash, the 
borrower gets freedom from a burdensome loan or an 
upside down loan-to-value ratio, and a new buyer gets a 
deal on a great property.

Successful short sales are not accidents. A quality short 
sale agent is the only guarantee that a seller can rely on to 
create the best chance at a positive outcome and avoiding 
foreclosure. Anything less, and a seller could fi nd himself in 
a foreclosure.

Finally, we come to the division focusing on REAL 
ESTATE INVESTMENT. I am reminded of an old 
business adage: In business, you only get what you negotiate. 
Th ere is a great deal of power in that idea. And for an 
enterprising seller, buyer or real estate agent, who under-
stands this, a great many doors open.

What if your transaction was in trouble? 
Maybe due to fi nancing or foreclosure or whatever 
reasons you can imagine. Th en, you realize you 
have access to investors. Perhaps an investor would 
be your lender, or perhaps you structure your 
transaction another way. But the point is you now 
have more options. Th at’s what the real estate 
investment division is all about. Having access to 
this division gives all principles and agents a greater 
possibility of a closed transaction.

And let’s not forget about the benefi t to 
investors. Many of the Trails And Paths investors 

are earning double-digit returns on their money. 
Contrast that with today’s returns in other 
markets, and you’ll see a strong opportunity 
for yourself as an investor. 

For details on 
these four divisions, 
and specifi cs on 
how you can 
benefi t from 
working with 
Coldwell Banker 
Trails And Paths as 
a buyer, seller, agent or 
investor, give Ron Brown 
a call today at (480) 
355-4700. 

REAL ESTATE
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LOCAL BUSINESS

By AnnElise Makin

Another episode has been added to the amazing race of 
Makins’ travel stories, but it almost did not get that far. 

Our most recent adventure was made possible 
only through the dependability and extra eff ort of our neigh-
bors and our local Th e UPS Store. Th e rest was synchronicity.

We were set for a trip around the world in the summer of 
2011. Our plan was to spend 10 days in New Delhi with the 
family of my husband, Inder, and then hop over to Germany, 
trading the blistering Arizona summer for fresh Alpine breezes 
at my mom’s house.

Th e suitcases were packed, the bills paid in advance, the 
house sitter arranged, the groundskeeper scheduled, the neigh-
bors informed, the mail put on vacation hold, and the travel 
papers tucked into a secure compartment in the carry on. On 
that memorable June morning, a taxi bus dropped us, luggage 
included, at United Airlines.

All went well until we handed our passports over the 
counter. Th e attendant asked, “Alien cards, please!” At this 
point, it would be a light year’s deviation to explain the 
convoluted visa procedures for non-resident Indians, which 

had already cost us thou-
sands of dollars over 

the years.
Inder 

looked at me, 
“You got them, 

right?” 

No, I did not! I can’t even explain 
the hot and icy commotion of panic and remorse pulsing 
through my nerves. What to do? What to do? Th e airline would 
not take us, but a whole family entourage was expecting us in 
New Delhi. Not enough time to go back and get the alien cards.

“But, look,” I said to the attendant with a spark of intuition, 
and opened up the decisive passport pages. “We still have the 
multiple-entry tourist visas.” Th at worked! We got to New 
Jersey without problems.

We had a long wait in Newark. Inder cultivated a skeptical 
premonition, but I felt confi dent. Th e adults’ papers were fi ne, 
and they would not decline the kids, right? It seemed we had 
entered India already, as much jostling as was going on at the 
counter.

But the offi  cer was uncompromising. “We can only board 
the adults, but not the children. Sorry! You have 10 minutes to 
decide. One of you may want to go.” Yeah, that’s nice! Th e airline 
could be fi ned $10,000 by the Indian immigration offi  ce for 
each documentation error, the offi  cer said. So, there was no way 
they would take our load.

What now? Backtracking over spilled milk. We should 
have gone right back home there in Phoenix to get the papers 
and take a gamble on catching the connecting fl ight. Now, we 
were stuck in New Jersey.

Th e airline was partly to blame for the faux pas. So, they 
gave us a hotel room and food coupons. We got the chance to 

try for the same fl ight again the next day. But how were we 
going to get the paperwork from home?

In such moments of distress, sometimes a light bulb 
goes off  in your head. It was late afternoon there in New 

Jersey. How late was it in 
Arizona?

Inder rang up our 
neighbor, Casey. Yes, he was home. We had him 
go over to the house and rummage through our offi  ce fi les. 
Th rough remote direction, he located the alien cards in the 
telephone cabinet drawer.

Almost simultaneously, Inder rang up Steve Moog from 
Th e UPS Store. At that precise moment, the last pick-up for 
the day was in progress. “Hold the UPS guy right there, until 
Casey gets in.” And that’s what Steve did, fortunately.

UPS had the precious papers overnighted to our friends 
Bob and Bridget in New Jersey. Bob wasn’t home, but Bridget 
was. She off ered to stand by for UPS delivery, and even brought 
the package to our hotel the next morning.

Needless to say, with this much help and coincidence, we 
managed to fl y out the next day. We had a great time in India 
and Europe, and pictures to prove it. Had we not gotten the 
papers in such a timely manner, we would have quite another 
story to tell, or no story at all.

For Th e UPS Store people, each package going out is the 
most important thing at the time. Without their extra eff ort, 
holding the pick-up man right there, we might have been 
bumped off  yet another plane. Th anks, guys! 

If you need shipping services, check out Th e UPS Store on the 
southeast corner of Power and McDowell roads, at 2733 N. Power 
Road. For more information, call (480) 641-1744.

THE UPS STORE’S EXTRA EFFORT Saves World Travel
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LOCAL BUSINESS

CLASSIFIEDS
HOME SERVICES

Integrity Pools LLC, cleaning service and repairs. Professional, 
Personal and Affordable pool maintenance and pool repairs; 
including filter clean-outs, acid washes, salt cells, etc. 
480-818-3832. 

MK Remodeling & Design
Specializing in Custom Kitchen & Baths
Any Large Additions to Small Projects & Repairs. 
Licensed & Bonded ROC237798. Member BBB.
Contact Mike for a free estimate (480) 285-6443
Web site: www.mkremodeling.com
Email: mike@mkremodeling.com

“Just Call Mike” Home Maintenance & Repair. Plumbing, 
electrical, water heaters, disposals, RO systems, fans, lights, 
switches, sockets, irrigation timers & valves, etc… 
Mesa, (480) 628-2757.

ALL PRO TREE and LANDSCAPE SERVICE. Tree Trimming, 
Removal’s, Stump Grinding, Bushes, Shrubs, Yard Clean Ups, 
Landscaping, and Deep Root Fertilization, Etc. 
FREE ESTIMATES, Very Professional, INSURED & BONDED. 
Mention This Ad and Receive 15% OFF! We accept credit 
cards. Please Call (480) 354-5802

Mesa Home Maintenance and Repair.
Plumbing, electric, irrigation, garage doors, water heaters, 
tile and drywall repairs, carpentry, handyman lists, and other 
services. All work guaranteed. 
Sean Sornberger (480) 699-7990.

Clearview Window Cleaning
Professional window cleaning that’s affordable
Residential/Commercial
Call Rick at (928) 978-0234

RESUME AND TERM PAPER SERVICES AVAILABLE
Van Dyke Communications Inc. offers the following 
services:
•  Write and design a professional resume
•  Write an accompanying cover letter
•  Edit term papers using APA style
•  Edit manuscripts
•  Produce camera-ready layout of edited manuscripts
For more information, call (480) 219-3830

SPECIALTY SERVICES

GOLF MEMBERSHIPS

GOLF MEMBERSHIPS
Exclusive Golf Memberships at the Las Sendas 
Golf Club. Call (480) 352-1279
Mention Up Close
KimPhillips@LasSendas.com
www.LasSendas.com

CHILD CARE SERVICES

IN HOME CHILD CARE. Full or part 
time. Excellent references, over 9 years 
experience. Educational activities, large 
daycare room, full industrial playground 
in backyard. CPR certified, fun and safe 
environment! 
Please call Sue (480) 357-8944

LOCAL BUSINESS

Local company provides
servicing of fi replaces,
patio heaters and much more
Submitted by Th e Fireplace Guy

At Th e Fireplace Guy, we have more than 26 years of 
fi replace experience in Arizona, and we specialize 
in the maintenance and repair of gas fi replaces, 

barbeques, fi re pits and patio heaters. 
Because we are locally based, we have a very fast response 

time. Even if you are having a party and can’t get the fi replace 
lit, we will come out and get it going for you. If you need us to 
light the pilot light, you will be given a discounted rate. If your 
appliance isn’t working 
properly, chances are it 
can be fi xed with one 
service call at a very 
low cost. 

If you have had 
your fi replace for over 
a year, you can prob-
ably see a white fi lm 
on the glass. We safely 
can remove the glass 
and clean it off  for you. While doing 
this, we will clean out your pilot assembly, add new embers 
and check for gas leaks. In addition, we will make sure your 
fi replace is safe and in good working condition. 

Additional services off ered by Th e Fireplace Guy include 
the installation of fi replaces and gas logs, running gas lines, 
welding and various other jobs, which might be found on a 
honey do list. 

Such jobs include hanging and wiring light fi xtures, 
installing towel racks and window coverings, as well 
as hanging pictures. We also install sinks and garbage 
disposals. Just ask. If we don’t know how to do it, we prob-
ably know someone who does. 

We are licensed, bonded and insured. So, you can feel 
confi dent in the work we do. We look forward to working 
with you. 

Call us today at (480) 265-7270. 

h l d

By Dawn Abbey

With temperatures cooling, it’s time to get in 
the backyard and enjoy the evenings and 
weekends, but weekend fun shouldn’t have to 

include putting in a winter lawn, constant watering, and 
worst of all, mowing, over and over again. 

Instead, now is the time 
to go green with artifi cial 
turf.

“Real grass is a constant 
battle in Arizona,” claimed 
Dan Bjorkman, owner of 
AZGrassman. “A green lawn 
can be a thing of beauty, but 
quality artifi cial turf gives 
the look and enjoyment of 
a green lawn without the 
hassles,” he continued. “We 
live in a desert, especially 
out here in the East Valley. 
It takes a lot of water to keep a lawn growing green and 
healthy.” 

Turf pays for itself in three to fi ve years in water 
savings alone. According to Dan, the average Valley lawn 
requires approximately 61,000 gallons of water each year, 
which is approximately 70 percent of a homeowner’s 
water bill.

“Artifi cial turf can keep your free time relatively 
maintenance-free,” Dan said. “Th ere’s no more dirt, mud, 
burnt grass or unsightly pet stains. You can just sweep or 
blow leaves off  turf,” he continued. 

“Turf is very pet and kid friendly,” Dan said. “Since 
it is used on professional football fi elds, it is cushiony 
enough to absorb falls. With a wide range of grass types 
and colors, the plush green appearance of your lawn looks 
authentic, enhancing the value of your home and yard.”

Dan believes turf is a great alternative to gravel, as 
well. “It’s not easy keeping gravel looking neat, and it 

requires chemicals to kill weeds, which are constantly 
cropping up,” he said. “It’s certainly not as usable or attrac-
tive for playing or relaxing as a soft turf cushion.”

There also are other ecological benefits. Turf is 
made from recycled materials and uses no chemicals. 
AZGrassman also uses an environmentally friendly 

product underneath their turf. In 
addition to a bed of sand, they 
add Durafil, made of 99 percent 
silicone dioxide. It is resistant 
to bacterial spore growth, does 
not absorb pet urine or other 
contaminants, and it contains 
no heavy metals. Some installers 
have come under criticism from 
environmentalists for using 
fill made from shredded tires. 
Durafil also can be some 30 
degrees cooler to the touch in 
direct sunlight.

In addition, artifi cial turf can turn an ugly brown 
space into a putting green. AZGrassman off ers a textur-
ized nylon turf, which allows the ball to land similarly to 
that on a real green.

“To budget for artifi cial turf, calculate the square 
footage of the area (multiply length by width) and esti-
mate $4 to $7 per square foot for the turf and installation. 
An average installation takes one to two days,” Dan said. 
“Although the upfront cost to install turf is not small,” he 
admitted, “it quickly pays for itself.”  

For more information, an estimate, or to see the new 
AZGrassman outdoor showroom, located at 16628 N. 
Saguaro Blvd., in Fountain Hills, and featuring nine 
diff erent lawns and putting greens, call Ozzie Strand at 
(480) 363-2154. 

You also can view turf options and get a free quote by 
visiting www.azgrassman.com.

IT IS POSSIBLE TO GO GREEN 
WITHOUT GROWING GREEN

se   
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ONE CALL DOES IT ALL!

• House Cleaning
• Truck Mounted Carpet Cleaning
• Natural Stone & Tile & Grout Cleaning/Sealing
• Window Cleaning

Insured, Bonded & Triple Certified since 2001

Call today for a free estimate! 
480-324-1640

www.TheMastersTouchCleaningService.com
www.TMTCSI.net

SERVICE DIRECTORY

Director of Instruction Ben Weir

Contact Ben @ 602.391.7100

or benweir@pga.com

Las Sendas Golf Academy

Mention this ad and receive

$10 OFF
YOUR NEXT LESSON!

swing
A New and Improved

for the New Year

Welcome Home 
Pool Services

Let a trusted neighbor 
care for your pool.

Professional pool service with 
outstanding customer care.

Call or email me to set up a time for 
your free estimate.

Mike Sterling

480-241-4206
msterling1@gmail.com

www.azwelcomehome.com

Up CloseBy Jamie Larson

In a time and market where only the strong survive and 

consumers are leery, genuine experience, dedication and 

knowledge of the Valley and real estate trends make John 

Karadsheh and Christina Ovando, of Coldwell Banker Trails 

and Paths Premier Properties, true gems and trusted allies in 

the real estate world.  

Christina started selling real estate more than 25 years 

ago, and joined Coldwell Banker in 1983. Her son-in-law, 

John joined forces with her in 2002 after selling his restaurant. 

Th ough he joined the business only seven years ago, John 

admitted real estate has always been a part of his life. 

“I actually started my career as a restaurant owner,” John 

said. “My parents opened Th e Middle Eastern Bakery and 

Deli in Phoenix, and then I took it over, and ran it for about 

10 years.” He said real estate was always in his blood, however. 

From a young age, John was involved in the purchase, sale and 

rental of investment property.

 “Th e allure for me of real estate was independence, and 

to be my own boss, while still having that interaction with 

people,” John said. 

“Plus, I want to have time for my kids and 

my wife, too,” John continued. 

John’s customer service background 

gives him an edge in the industry. Real 

estate can be an extremely personal expe-

rience, and it is important to have a realtor 

to whom one can talk and open up. 

“It’s a very unique experience to help 

people fi nd a home,” stated Christina. “It’s the 

most exciting thing to fi nd the perfect house 

for someone.”
“Or to help someone who is selling a home get their 

asking price, and help them to move into the next stage of their 

lives,” John added.

Experience, dedication and being well educated, coupled 

with a strong base, make it all possible. 

With a focus and a drive for customer service, both 

Christina and John see being agents for Coldwell Banker, one 

of the largest real estate companies, as a huge asset. 

“I really felt it was a very solid company when I started,” 

admitted Christina. “Th ere are a lot of protections built in for 

the buyer and the seller.” 

Having worked with Coldwell Banker for more than a 

quarter of a century now, Christina has maintained her loyalty, 

and only added to her praise for the company.

“Th ey are extremely concerned about agents, and they 

are very ethical,” 

Christina continued. “Th ey are very hands-on, and are totally 

dedicated to the work.” 

“It allows us to service any level of the market,” John 

added. “We can reach a vast group, anywhere from $99,000 to 

$1 million plus.”

And for John and Christina, real estate really is their life. 

“It’s wonderful for me to work with John because I can always 

call on him on a Sunday because he is family,” Christina said. 

“And vice versa. I can always call on Christina to help 

me out, which is part of what makes us such a great team,” 

continued John.

“Plus, he is very high tech,” said Christina of John, who 

has taught her how to utilize the Internet as a major resource 

for their business. 

“I can’t imagine working with the old Multiple Listing 

Service (MLS) books,” laughed John. 

“Real estate has really come a long way,” Christina 

said. “We used to meet once a week with our MLS 

books, and we would discuss what had been sold and 

what was still available. If you lost your MLS book, it 

was a nightmare,” she admitted. “We didn’t have lock 

boxes, either. It has been a big learning curve for my 

generation,” Christina laughed. 

Of course, being a family-run business has 

additional perks. Th e fl exibility allows John to take 

the kids to work with him or squeeze in 15 to 20 

minutes of phone calls between the park and home. 

John readily admits his 7-year-old son helps him 

out with real estate. 

“Just this weekend, he [ John’s son] put lock 

By Rachel Weishaar

As  an owner of Coldwell Banker Trails and 

Paths Premier Properties, Ron Brown relies on 

his experienced, knowledgeable team of agents 

and more than a decade of experience in all areas of real 

estate in the Valley. He is proud to be associated with the 

leading real estate company in the area.

“Helping people fi nd their dream home is the most 

satisfying part of my job,” Ron says. He points to a key 

relationship with US Bank to off er customers access to a 

variety of programs and competitive rates off ered by a strong, 

customer oriented fi nancial institution. 

A trusted relationship with local custom home builder 

Signature Homes, among others, contributes to the success 

Coldwell Banker Trails and Paths enjoys in successfully 

assisting buyers and sellers to achieve a smooth, enjoyable real 

estate experience. 

Th is relationship allows buyers to save an additional .25 

percent on a premier fi nancing package through US Bank. 

In addition, the association with Signature Homes provides 

them the peace of mind of working with a local builder who 

knows the building codes, city inspection require-

ments and the market very well. “Th e benefi t of 

working with Signature Homes is, they are very 

customer oriented and build a spectacular custom 

home,” Ron said.

He also believes people don’t realize that now 

is the perfect time to buy a home site and build a 

custom home. Lot prices have dropped dramati-

cally, and the total time required to build a new 

home is much shorter than a few years ago. 

Coldwell Banker Trails and Paths Realtors 

Stephanie Natichioni and Lee Courtney report permits from 

the City of Mesa can now be approved within weeks. Once 

fl oor plans have been approved, buyers can be in their custom 

dream home within a year. Th ey also note even high-end lots 

with a view in Las Sendas are really aff ordable right now.

Materials, such as roofi ng tiles, lumber, and concrete, are 

more readily available as are skilled, quality subcontractors, 

creating a real opportunity for a customer who plans to build 

at this time. Aside from lower overall building 

costs, interest rates are at an all-time low, as well.

“People aren’t aware of the great fi nancing 

packages available,” noted Ron. “Buyers will 

have tremendous edge by building a custom 

home now.” Th is is a more attractive option 

than buying a foreclosure, which may be gutted 

or otherwise distressed. 

Whether people are looking to build on 

an existing home site, acquire a home site or 

buy or sell an existing home, Coldwell Banker 

Trails and Paths can facilitate the process. Ron believes 

prices won’t stay this low for long, and building now is a 

great equity move for buyers in this advantageous market. 

To reach Ron Brown or pursue an opportunity 

with Coldwell Banker Trails and Paths, please call 

(480) 355-4700. 
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“People aren’t aware of the great financing fifi

packages available,” noted Ron. “Buyers will 

have tremendous edge by building a custom 

home now.” This is a more attractive option 
ThTh

than buying a foreclosure, which may be gutted 

or otherwise distressed. 

Whether people are looking to build on 

an existing home site, acquire a home site or 

buy or sell an existing home, Coldwell Banker 

Trails and Paths can facilitate the process. Ron believes 

prices won’t stay this low for long, and building now is a 

great equity move for buyers in this advantageous market. 

To reach Ron Brown or pursue an opportunity 

with Coldwell Banker Trails and Paths, please call 

(480) 355-4700. 
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Christina Ovando and John Karadsheh Continued on page 14 

Ron Brown

By Rick Senff nerT he public is invited to attend the Commemorative 

Air Force’s (CAF) Arizona Wing Aviation 

Museum’s Mustangs and Muscle Charity Car 

Show, sponsored by Berg Ford on 
Saturday, Feb. 13. Th e Mustangs and Muscle 

Charity Car Show will be held at 
the CAF Arizona Wing Aviation 
Museum, located at Falcon Field 
Airport. Th e museum is located 
at 2017 N. Greenfi eld Road. 
Doors will open at 10 a.m. and 
close at 4 p.m. Th e show’s theme features 

WWII P-51 Mustang fi ghters, 
along with both classic and new cars. Th e car show is 

open to all makes, models and years of muscle cars, 

street rods, 4x4s, exotics, imports and motorcycles. 

For more information about showing your car or 

registering, please visit Hot Rod Planet Promotions online at 

www.hotrodplanet.com. Since registration is limited to the fi rst 

225 cars, all vehicles must be pre-registered for the show prior 

to Feb. 13. 
Warbirds on display during the car show include the 

B-17 Sentimental Journey, B-25 Mitchell Bomber, North 

American SNJ/T-6 and Stearman trainers and many 

more. Exhibits include a tribute to the B-17 Chow Hound, 

honoring fallen airmen and the 91st Bomb Group, the 

Tuskegee Airmen, the Flying Tigers, the China Burma 

India Th eater and Women in Aviation, including the 

Women’s Air Force Service Pilots of WWII and others.

In addition, there will be Hot Wheels racing for the 

kids, sponsored by KMJ Diecast, as well as music provided 

by a local DJ, who will play hits from the 70s, 80s and 90s. 

Food and beverages will be available.
Admission prices range from $10 for ages 13 to adult; 

$9 for seniors 62 and older; $3 for ages 5 to 12. Children under age 5 are admitted free 
of charge. In addition, rides are avail-

able on the WWII B-17, C-45 and SNJ/T-6 

trainer. Gift certifi cates may be purchased for fl ights on 

Sentimental Journey or other warbirds. 
Th e museum’s gift shop features many unique aviation 

items available for purchase. Th e CAF Arizona Wing is a 501(c)(3) non-profi t 

volunteer organization dedicated to celebrating our 

heritage of freedom through fl ight, education, exhibi-

tion and remembrance. For more information on the 

Commemorative Air Force Aviation Museum, please call 

(480) 924-1940, or visit the Web site at www.azcaf.org. 

AVIATION MUSEUM SPONSORS CAR SHOW

Present a New Look for the New Year

By Edith PittsF or some women it’s enough 
to pull a comb through your hair, dab a bit of blush 

on your cheeks and you’re good 
to go, but for those of us of a 
certain age, sometimes, a lot more 
is necessary. 

On a recent visit to Salon 
Azul, I noticed a poster stating, 
You’re still beautiful with the passing 
years. As we get older, we like to 
think we are wiser and beautiful 
inside, but beautiful inside or not, 
it gives one a boost to look stylish 
and put together.  What’s going to be big 

in 2010?  According to Stylist 
Arthur Federico, big this year 
includes, “… more texture, more refi ned hair styles, bigger 

hair, more volume, more distinct hairdos with less separa-

tion.” One concern of many women is thinning hair. Arthur 

recommended new powder products, like dry shampoo and 

texturizer.
As far as a more up to the 

minute look, Ashley Mueller, 
another stylist, said, “Coloring 
makes a world of change.”  She also 
mentioned, “Perms are coming back, 
looser, more of a body wave.”  

Both agreed fashion is moving 
away from straight hair, with curly 
hair getting more popular. What about long hair for 

older women? At one time, women 
thought they had to wear short 
hair after 30, an edict comparable to 
the no white shoes after Labor Day. 
Today, that’s all passé, according 
to Arthur and Ashley. “Long hair 
is fine for older women,” Arthur 

stated. “Wear your hair to suit your 

personality and lifestyle.”A customer being styled by Shanna Dyer, owner-

stylist of Salon Azul, agreed with Arthur. 
“I’m over 65,” she said, “and anyone past 60, we’ve 

paid the price. We can have a ball and be daring. I’m dong 

my hair long with big gobs of highlights.”  
She looked great. Shanna nodded. “Older people are 

getting more daring, stretching out and doing fun stuff.” 

What’s new in makeup? Arthur recommends cream 

blush for a youthful appearance and glow, as well as more 

moisturizer. “Last winter, dark reds were the thing,” he 

said. “Now, we’re seeing oranges, tangerines and peachy 

colors becoming popular.”  Every year, there is a new look. It’s up to us to embrace 

it or not. Nevertheless, the idea of being more daring and 

“doing fun stuff ” is certainly appealing. 

New sushi menu just the beginning at Zushi 
Submitted by ZushiS top into Zushi any day of the week, and expe-

rience the new sushi menu from the owner of 

the famous Sushi Kee! Enjoy all new rolls and menu items! Not a 

sushi lover? Th at’s OK. Zushi has a great bar with 

awesome drink specials and entertainment every 

weekend. Come in on Th ursdays, from 8 p.m. until 

midnight for Karaoke, or every other Saturday for 

live bands. 
Zushi is open Sunday, from 3:30 to 10 p.m.; 

Monday through Wednesday, from 11:30 a.m. to 

10 p.m.; and Th ursday through Saturday, from 

11:30 a.m. to midnight.Zushi is located at 6727 E. McDowell Road, 

Suite 110, at the southwest corner of Power and 

McDowell roads.Check out our upcoming events and specials on 

Facebook at www.facebook.com/zushibistroaz.

For more information, call Zushi at

(480) 981-2727. 

CALL TODAY FOR FREE ESTIMATE!
(480) 332-0892  • (480) 241-5380

Licensed and Bonded! License # ROC 186462

• Masters of 
Construction

• 31 yrs. of satisfi ed customers
• Additions, Renovations
• Custom Homes, Small Commercial
• Kitchen and Bath Remodels
• Pools and Hardscape

Please call for your courtesy  
“Meeting of the Minds” consultation.
I learn how best to serve your 
pool needs and you learn my 
honest intentions to do so. 

Choose from variable service plans  
including customized versions. 

1st service call is free for new customers.  
Referrals are always appreciated and rewarded!

Call Marilyn Smith 
(602) 290-8774

I have 20+ years pool experience

PINNACLE  DECORATING

PAINTING

FREE ESTIMATES!

480-265-7803
pinnacledecorating@gmail.com

PROFESSIONAL PAINTING AT 
NON PROFESSIONAL PRICES

Garett Tardiff
Professional Painter  
20 YEARS EXPERIENCE

ATING

803
mail.com

IENCE

• Plant Installation 
& Maintenance

• Turf Installation & 
Maintenance

• Spring & Fall Clean Up

• Drip & Sprinkler 
System Installation & 
Maintenance

• Senior & Military 
Discounts

WESTERNSKIESAZ@GMAIL.COM
 602-380-8983

Not a licensed contractor.

We have a new 
Web site!
Read articles 

online, download 
PDFs, and more!

www.UpCloseAZ.com

Saguaro  Lake  Ranch 

Trail  Rides

(480) 984-0335
www.saguarolaketrailrides.com

HERLEHY’S
COMPLETE AUTO REPAIR

Got Car Problems?
Competitive Prices To Fit Your Budget
Got Car Problems?
Competitive Prices To Fit Your Budget

• All Repairs-  
All Makes/Models

• Custom & Duel Exhaust
• FREE Estimates
• FREE Brake Inspection
• FREE A/C Check
• FREE Tire Rotation  

with Oil Change

480-396-1785
2442 E. McKellips Rd. (between Lindsay & Gilbert)

12 months
12,000 miles

WARRANTY 
coast-to-

coast

Shut Off the Water, Toss the Mower, Lets Go Green!
Give your Home a Facelift

Pays for Itself, and No More Maintenance!
Kids and Pets Love It!

10% OFF 
if Installed by Christmas

 in Fountain Hills only

Dan Bjorkman 
Bjorkman Turf Systems, LLC

602-448-6080 
 http://www.azgrassman.com

ROC 255089

10% OFF 

Office (480) 396-4000    7555 E. Eagle Crest Drive, Mesa AZ 85207    www.lassendas.com

For More Information on Our Exclusive Membership Opportunity, Call Kim Phillips

(480) 352-1279 or email KimPhillips@LasSendas.com

Play FREE for one year 
when you buy a membership*

Financing as low as $499 a month*

New Ownership… 

New Vision

 
(Coming Soon)

 
Limousine Service

Experience Las Sendas as an 

3966 4000 7555 E Eagle Cr

(
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