
      On numerous occasions I have reflected on my 25-year career history 
as a paralegal before becoming an attorney and realize what a great catapult 
my affiliation with SBPA and other paralegal associations was for my career 
advancement.  Starting out as a paralegal in 1980 with three years of legal 
secretarial experience and a paralegal certificate from UCSB (one of the earli-
est schools in the nation to offer a paralegal program), I knew I needed con-
tact with others with greater experience to lead the way.  It was a new career 
field and few had even heard of a paralegal, much less what they were allowed 
to do or how attorneys could effectively use their legal training.                                            
[CONTINUED ON PAGE 2] 

    

Our New Year  has begun and with it comes the 
renewed spirit of not only the Santa Barbara Paralegal Association, 
but that of our own community and the country.  With our economy 
in such bad straits, it takes a special type of individual to look into 
the face of adversity and search for the bright spots in the hopes of 
what lies ahead.  We welcome our new Board Members this year 
knowing that they will bring renewed vigor to the SBPA energizing 
us all. I am very pleased to announce your 2008-2009 SBPA Board 
of Directors as follows: 

 

• Tommie Josephson -    VP Programs 

• Elizabeth Seidel -     VP Membership 

• Barbara Liss -     Secretary 

• Rebecca Riggs -    Treasurer 

• Josefina Martinez -     CAPA Primary 

• Debra Wheels -    CAPA Secondary 

• April Henderson -     NALA Liaison 

• Rebecca Riggs -     Parliamentarian 

• Sandra Biesinger -     Newsletter Editor 

• Bea Dunn -      Job Bank 

• Matt Theule / Sandra Biesinger    Website Manager(s) 
 
Having been re-elected as the President of the SBPA, I can only 

say how honored and grateful I am for all the support that the 
(Continued on page 2) 
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M e s s a g e  f r o m  t h e  P r e s i d e n t . . .  
B y  D e b b i e  R e b e r  

organization has given me during the past 
year.  This year promises to be an even more 
exciting one than last year and I’m in hopes 
that many new ideas and projects will begin to 
take shape during the coming months. 

 
As most, if not all, of you know our annual 

Springtime MCLE Conference (hosted in 
conjunction with the Ventura County 
Paralegal Association - VCPA) will be held on 
March 28th, 2009 at the Four Points Sheraton 
hotel in Ventura, CA.  This conference looks 
to be one of the best that we’ve had with 
topics of interest for just about everyone. This 
conference will enable you to receive up to 
five (5) hours of MCLE credit which include 
two (2) hours of Ethics credits.  We also want 
to attract the student population who are 
embarking on a profession in the legal arena.  
We’re hoping to have a large turnout and 
we’d welcome your input with ideas for 
possible vendors and sponsors.  If you have 
someone or a business in mind that you feel 
would be interested, please contact me 
(dr@ppplaw.com) or Josefina Martinez 
(jmartinez@sbcourts.org) with their contact 
information.  I cannot stress enough how 
important this MCLE conference is, both to 
our organization but to you as paralegals.  If 
you have not already registered, I urge you to 
do so at your earliest opportunity.   

 
In addition, plans are in the works for the 

SBPA to support and assist the Santa 
Barbara Legal Secretary’s Association 
(SBSLA) with their Second Annual Law Bowl, 
a fund raiser to benefit the Teen Court in 
Santa Barbara as part of the annual Law Day 
activities here in Santa Barbara.  This function 

is scheduled for Saturday, May 16th, 2009 at 
Zodos Bowling Alley in Goleta.  There will be 
more information forthcoming, but mark your 
calendars to come out and support the Teen 
Court as well as the SBPA.  Several of the 
SBPA members helped out last year and it 
was a very worthwhile endeavor --- not to 
mention a whole lot of fun!   

 
As many of you know, the Governor of 

California sets aside one day in the year as 
Paralegal Day.  We plan to have another 
wonderful celebration later this year and hope 
that all of you will plan to attend.  More to 
come so stay tuned…… 

 
Our organization, the SBPA, exists 

because there are individuals dedicated to 
further the paralegal profession in our 
community.  We are but one organization of 
several in California that strive to further our 
profession. Still, as hard as it may be to 
realize, there are still those employers that 
underutilize their paralegals within their 
organization because they simply are not 
informed.  By our presence in and our support 
of the SBPA, we can better arm ourselves 
with the educational tools, expertise and 
knowledge to not only better ourselves but to 
better our employers as well.  We have 
unique skills.  We have a unique place within 
the realm of the legal world.  All of you should 
be proud of your achievements and seek to 
make yourself known as being an integral part 
of your firm or organization.   

 
As with any organization, it requires all of 

us working together to make things work.  It 
cannot be left to the “few” to get the job done.   

(Continued from page 1) 

(Continued on page 15) 
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2 0 0 9      C  A  L  E  N  D  A  R 

JANUARY 

X 
FEBRUARY 

12– Lincoln’s Birthday (Court 
Holiday) 

16– Presidents’ Day (Court Holiday) 

 

MARCH 

7– 2pm Taste for Justice 
(Legal Aid Foundation) 

28— Springtime MCLE 
Program, Ventura, CA (Earn 
up to five hours of MCLE 
credit, including two hours of 
ethics)  

31- César Chávez Day (Court 
Holiday) 

APRIL MAY 

SBPA Luncheon—TBA 

16- 2nd Annual Law Bowl to Benefit 
Teen Court event at Zodo’s from 
12:30pm-2:30pm (SBLSA) 

16– 50th Anniversary  Grand 
Celebration, 5:30 pm, Sunken 
Garden of the Courthouse (Legal Aid 
Foundation) 

25- Memorial Day (Court Holiday) 

JUNE 

SBPA Happy Hour—Paralegal 
Day—TBA 

27- CAPA Conference: 
Treasures of Success, hosted 
by OCPA  (Queen Mary, Long 
Beach)  

 

JULY 

3- Independence Day (Court 
Holiday) 

8-11—NALA’s 34th Annual 
Convention in the Gaslamp 
District of San Diego 

 

AUGUST SEPTEMBER 

7-  Labor Day (Court Holiday) 

15- SBPA Luncheon 

OCTOBER 

12- Columbus Day (Court 
Holiday) 

NOVEMBER 

SBPA Luncheon—TBA 

11- Veteran's Day (Court Holiday) 

26– Thanksgiving (Court Holiday) 

27– Day after Thanksgiving (Court 
Holiday) 

DECEMBER 

25– Christmas (Court 
Holiday) 
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Parking Enforcement Has New Tool 
Source: SBPD 

Be aware that when you move your cars, they need to move specific 
distances and not just pulled into another space in the same block or to 
the other side of the same street.  

 

 

 

 

 

 

 

 

 

SANTA BARBARA, CA 2/2/2009  

On 02/02 the Santa Barbara Police Department began utilizing an electronic chalking system to 
monitor parking enforcement. The system named “autoChalk” is manufactured by Tannery Creek 
Systems, Inc. of Vaughan, Ontario, Canada. The system utilizes photographic, laser, and GPS 
orientation to identify parking violators. This system is currently installed on one of ten parking 
enforcement vehicles. 

The autoChalk system utilizes color photographs to provide proof of an offense. These photographs 
are coupled with the system’s unique technology to determine vehicle length, vehicle color, and 
survey quality GPS positioning. The system utilizes this information to determine the length of time 
a vehicle has been parked at a specific location. AutoChalk prompts the Parking Enforcement Officer 
that a violator has been identified so the officer can issue a citation. This system can be operated in 
inclement weather which further enhances the efficiency of parking enforcement. 

In 2007 the Santa Barbara Police Department requested proposals from vendors utilizing this and 
similar technology in an on-going effort to reduce serious and repetitive stress injuries associated 
with traditional tire chalking methods. The autoChalk system permits Parking Enforcement Officers 
to electronically identify violators from the safety of their vehicle while traveling with the flow of 
traffic. 

(Continued on page 8) 
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N E W S & A D S 

The autoChalk system also possesses license plate reading technology to identify 
habitual parking offenders and stolen vehicles through the California Law Enforcement 
Terminal System, (CLETS). The autoChalk system, which costs $60,000, was paid for partially 
through auto theft grant funds as well as salary savings from unfilled positions in the Parking 
Enforcement Unit. The Santa Barbara Police Department will continue to use traditional chalking 
methods in addition to the autoChalk system. 

The Santa Barbara Police department is committed to providing a safe environment for its 
employees while continuing to provide efficient and effective parking enforcement for the 
community. If anyone has further questions on the autoChalk system feel to contact Sergeant 
Lorenzo Duarte at (805) 897-2332 or by e-mail at lduarte@sbpd.com 

(Continued from page 7) 

If you would like to post your advertisement on the 
SBPA website and have it published in the SBPA 
newsletter, please e-mail your advertisement to Sandra 
Biesinger at sb@ppplaw.com and mail your payment 
to SBPA, Post Office Box 2695, Santa Barbara, CA 
93120. The cost is $125 for January through December 
and the newsletter is published every other month. Your 
advertisement should be in a .jpg format and can be 
up to 4” by 4”.  

SBPA LUNCHEONS 
 All luncheon membership meetings are held at Santa Barbara Bank & Trust, 
located at 1021 Anacapa Street, Santa Barbara.  The cost of the catered buffet 
luncheon is $18 for members and $20 for non-members. 

 Please note that the cost of the luncheon is for the CLE credit and the food is 
gratuitous.  If you would like to attend the meeting, please RSVP to Tommie 
(tjosephson@hardincoffin.com).  Every person in attendance must pay the mem-
ber or non-member fee, whether you wish to eat or not.  When you make your 
reservation, please indicate if you would like to eat lunch.  
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10 Tips for Maximizing Your Vendor Relationships 

  

  It’s  the 
beginning 
of a new 

year; a time when many of us are evaluating our 
daily routines and habits in an attempt to 
improve our lives. Why not start by developing 
some work habits that can save you time and 
relieve stress? Parasec, a nationwide document 
filing and retrieval company, has developed 10 
tips for cultivating your vendor relationships. We 
suggest that you print this out and use this as a 
guide for helping you maintain a happy, 
beneficial relationship with all your vendors. This 
is one New Year’s resolution that pays to keep! 

 

1. Understand That Service is Not “Selling” – 
Don’t fall into the trap of vendors who are 
obviously just trying to sell you more services 
than you need.  Take the time to communicate 
your needs and expectations – a truly service-
oriented vendor will be genuinely interested in 
understanding your needs so he or she can 
successfully address them in an appropriate 
manner. 

 

2. Establish a Partnership - Talk about your 
basic expectations and educate your vendor 
about your firm’s culture and your own work 
process. This will help establish clarity in your 
working relationship. Get any questions or 
concerns addressed up front, and communicate 
that teamwork between the two of you is key in 
getting the job done. 

 

3. Communicate, Communicate, Communicate!  
Legal professionals must provide vendors 
sufficient information to get the job done 

adequately.  Share information with your vendor 
so they will understand how they can best serve 
you, even if you don’t think a particular detail 
will make a difference.  Ask your vendor to re-
iterate your request back to you to make sure 
what you have said has been heard correctly. 

 

4. Be Honest, and Expect Honesty in Return - 
Provide honest details in establishing true, 
accurate deadlines whenever possible and 
giving precise details as to what the finished 
product or solution should look like. This will 
ensure that your vendors can assess whether 
they can help and under what terms.  By the 
same token, you’ll want your vendor to be 
honest enough with you to bring up possible 
problems, limitations, or alternatives – even if it 
means referring you to another resource if 
necessary to meet your parameters. 

 

5. Plan Ahead - Either out of skepticism, lack of 
time or inexperience, many legal professionals 
don’t get their vendors involved early enough in 
the process. Planning ahead can help ensure 
that your project goes smoothly and that 
important deadlines can be met. 

 

6. Don’t Be Afraid to Ask Questions - Some legal 
professionals don’t realize that as much 
experience as they might have, vendors often 
have more experience and knowledge in their 
specific specialized areas.  Vendors’ knowledge 
can be invaluable because they deal with 
certain situations daily that some legal 
professionals encounter much less frequently – 
say only once a week, once a month or even 
once a year. 

 
(Continued on page 10) 
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10 Tips for Maximizing Your Vendor Relationships 

  

7. Demand Quality Control – Your vendor should 
have a quality-control process in place. Even the 
slightest error on documents submitted to 
agencies may result in delays and unexpected 
results. Inquire as to what kind of quality 
assurance your vendor offers. 

 

8. Expect Pro-Active Error Resolution – Even 
with systems in place to ensure a job well done, 
mistakes occasionally do happen. Any vendor 
that says otherwise is being unrealistic, and is 
unprepared or reluctant to be flexible when an 
error occurs. It’s important that your vendor 
handles the situation properly. A vendor should 
practice pro-active problem solving with clients, 
and have procedures in place that allow its staff 
to make amends for any problem resulting from 
a mistake. 

 

9. Rely on Your Vendor For New Resources - Ask 
your vendors to remind you of their other 
services that you might not need as frequently, 
or that you currently fulfill via a different vendor. 
If you have established trust with them, and 
they know how you like to work, it’s easier for 
you to work with fewer vendors.  Often times if 
your vendor can’t provide the service 
themselves, they will happily suggest another 
resource who can. If you trust your vendor, 
chances are good that you can trust their 
recommendations. 

 

10. No-Surprise Pricing – There should never be 
surprises when it comes to what services you’re 
getting for the price you are paying. Make sure 
your vendor is providing you with an itemized 
invoice, so it’s clear what you (and ultimately 

your client) are paying for – including document 
fees and service charges. A breakdown 
approach to invoicing can save you from paying 
for services you may not have used. 

 

 

 
Author Bio: Lynn Conner has been with Parasec, 
a public records research company, for more 
than 20 years, and has been the  president for 
16 years. Her background includes a Bachelor 
of Science in Botany and a Masters in Business 
Administration.   

 

As president, Lynn oversees the direction and 
growth of Parasec. Her philosophy has always 
been that outstanding service wins customers 
for life, and Parasec works hard to adhere to 
that philosophy. 

(Continued from page 9) 
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NALA NEWS 
   

NALA’s 34th Annual Convention 

July 8 to 11, 2009 

At the Weston Gaslamp Quarter 

in San Diego, CA 

 

 Educational sessions are slated to include: 

              

 

Essential Skills: a condensed version of the CLA/CP Short Course for persons preparing for the CP 
Exam, and those teaching review programs for their associations. 

Room Rates: $179 Single or Double (plus applicable taxes) (discount available until 6/5/09) 

 

NALA District 9 will be hosting an Early Bird Reception on July 7th from 6:00 p.m. at the Westin 
Gaslamp.  SBPA will be participating in this Reception.  District 9 decided on a cruise theme and 
SBPA will have a Port of Call.  We will be providing a poster board with various pictures of Santa 
Barbara and donating two centerpieces for the tables.  Lisa Carter of Behind the Scenes has 
generously offered to donate 2 beautiful centerpieces for our tables that will represent SBPA.  So 
please drop Lisa an email at behindthescenes@aol.com if you have the need for any floral 
arrangements for future personal or firm events.  She does amazing work. 

 

More details when they become available. 

 

 

(Continued on page 14) 

Institutes: 
Litigation:  Mock Trial 
Human Resources 

 

Educational Tracks: 
Entertainment/Sports/Branding 
Family Law                                    
Hot Topics: 
    Maritime/Admiralty 
    Energy/Environmental  
    Immigration 

The Educational programs of the NALA 
Convention run each morning from 8:30 or 
9:00 a.m. until noon. 
 
Institutes are 3 day programs, each day 
builds on the material covered the previous 
day. 

Tracks sessions are different each day, all 
related to the general subject matter. 
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NALA Campus Live 
 

Studying for the CLA/CP exam or need CLE credit? 

  

NALA Campus LIVE! Spring 2009 begins Friday, February 6th. These presentations offer real-time 
instruction by acknowledged educators on various topics ranging from CLA/CP review courses to 
advanced courses is substantive law areas. Don’t forget the phone call is TOLL FREE. 

  

For more a complete schedule, course information, and registration links please visit 
www.nalacampus.com. The cost of a NALA Campus LIVE! course is $80 for NALA members and $105 
for non-NALA members. 

  

February 

  

Thursday, February 19th-Basic Ethics with Vicki Voisin, ACP, at Noon Central Time. 

Thursday, February 19th-Civil Litigation: Part 1 with Karen Sanders-West, ACP, JD, at 3 p.m. Central 
Time. 

Friday, February 20th-Written Communications with Virginia Koerselman, Attorney, at 11 a.m. Central 
Time. 

Tuesday, February 24th-Civil Litigation: Part 2 with Karen Sanders-West, ACP, JD, at 3 p.m. Central 
Time. 

Thursday, February 26th-Civil Litigation: Part 3 with Karen Sanders-West, ACP, JD, at 3 p.m. Central 
Time. 

 

Discount for Group Registrations – A minimum of two people from the same site is required to qualify 
as a group. Group members must use the same telephone line and same computer.  The first 
registrant is full price ($80 for NALA members and $105 for non-NALA members) and each additional 
registrant is $45. To register your group or if you have questions concerning group registration 
contact Mariah Williams (mwilliams@nala.org) at NALA Headquarters. 

  

CLE Credit- Many of these courses are approved by the NALA Certifying Board toward maintaining the 
CLA/CP credential. Most courses have also been approved by the Texas Board of Legal 
Specialization, Montana State Bar, State Bar of California, the North Carolina State Bar, and for 

(Continued from page 13) 

(Continued on page 15) 
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Florida Registered Paralegals. For more information please visit www.nala.org or contact NALA at 
918-587-6828 or nalanet@nala.org.   

  

Need your CLE credit recap? You can request your CLE recap form be e-mailed to you from the NALA 
web site at http://www.nala.org/cle_recap_request_form.htm.  

  

NALA Headquarters 

This program is designed so that a reply to this message ends up in never-never land.  To contact us 
about this newsletter, write to nalanet@nala.org or call NALA Headquarters.  We are interested in 
hearing from you and your comments on how you like this means of communication. Also, let us 
know if you do not want to receive these newsletters or would like them directed to an alternate e-
mail address. 

April Henderson, NALA LIAISON  

(Continued from page 14) 

M e s s a g e  f r o m  t h e  P r e s i d e n t . . .  
B y  D e b b i e  R e b e r  

 
This year, I hope that each of you will look within yourself and ask the question:  How can I 

serve the SBPA and our community?  Don’t wait to be asked to help --- volunteer.  You just 
might find that it’s a very satisfying feeling to know that you’ve made a difference.  The SBPA is 
not just here to provide your MCLE credits --- it’s here for you to network, share, utilize and 
bring your unique talents to the organization itself.  All ideas are welcome --- change is good.  
Change is the life blood of an organization --- without change it become stagnant and soon 
disappears.  I’m counting on each of you to give of yourself to the SBPA.  We need you.  

 
I’m looking forward to a great year and if you have any questions or would like to contact 

me, please do so at dr@ppplaw.com .  Thank you and Welcome To 2009! 
   

Deborah L. Reber, President, Santa Barbara Paralegal Association 

(Continued from page 2) 
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CAPA (California Alliance of Paralegal 
Associations) held its first meeting of 2009 
on February 7-8 in Pismo Beach. 
 

W hile the board conducted its regular 
business, which included reviewing and 
approving its 2009 budget, identifying 2009 
committee chairs, and reporting on upcoming 
events, an interesting exercise was also 
conducted, in which all board members 
participated. 
 
The exercise is based generally on the Myers-
Briggs personality test, and is the subject o a 
book called The Personality Compass, by 
Diane Turner and Thelma Greco.  All board 
members were asked to identify with one of 
the four compass points, North, East, South, 
or West.  Each compass point represented a 
dominant personality characteristic, such as 
North=Action,  West=Structure, etc.  The 
groups then broke out to create a quick and 
general definition of their strengths, 
weaknesses, and how they work with the 
other personality types. 
 
The most important lessons gleaned from this 
exercise came, I believe, not from identifying 
where everyone else put themselves on the 
compass, but from doing a rough and quick 
self-analysis, and being forced to identify one 
dominant characteristic.  Knowing one’s 
strengths is paramount to developing powerful 
and fruitful business relationships.  Working 
within the knowledge of one’s weaknesses 
can make one a better manager, better 
employee, better co-worker. 
 
While in fact some individuals (can you guess 
who?) probably felt more balanced and 
integrated than such a test would suggest, the 

exercise forced an acknowledgement that the 
differences in personality styles - and working 
styles - need to be seen as valid.  All the 
personality types have strengths as well as 
weaknesses, all have a contribution to make, 
and all deserve understanding and respect. 
 
Why, you may ask, is this taking up some 
much space in this report?   Because it 
represented a rare team-building opportunity, 
and a growth opportunity, which one does not 
often encounter at a board meeting.   It may 
be something worth trying within your own 
organization.  Does that structure and detail 
driven individual in your firm drive you nuts, 
because he doesn’t seem to ever look at the 
big picture, and it seems to take him (groan) 
forever to complete a task?  Or does that 
partner (and she should know better!) always 
seem to just jump in and take over, scattering 
and sometimes trampling the troops in the 
drive to just get it done?   Broadening our 
understanding can ease frustration and 
deepen respect.   And respect is something 
we need to cultivate in our work environments, 
especially as we seek to advance the 
paralegal profession, which is CAPA’s goal. 
 
On another note entirely, CAPA’s annual 
educational conference is approaching.  It will 
be held on June 27, 2009, aboard the Queen 
Mary in Long Beach.  Early bird registration is 
available via the CAPA website at http://
www.caparalegal.org/index.html.  Ship-board 
rooms are available at a great rate, and this is 
shaping up to be a festive and well-attended 
event.   It’s a great venue, so sign up early 
and join the fun! 

 Debra Wheels,  
CAPA Secondary Representative  

 CAPA NEWS 
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Endings and Beginnings  
By Vicki Voisin, ACP   

 

As 2008 ends and 2009 begins, it's tempting to 
make resolutions for the New Year. Organize 
your office? Increase your billable hours? Lose 
weight? Be on time for work? Sit for a 
certification exam? Whatever you have in mind, 
read on... 

It's common knowledge that resolutions rarely 
work. Yes...that's the unfortunate truth. All those 
good intentions seem to fall by the wayside by 
the middle of January...all that's left are the guilt 
and regret that once again you're not able to 
keep your resolutions. By next December you'll 
be making the same resolutions all over again. 
 
It's time to change the pattern. Resolutions 
don't work because they're usually a very broad 
statement: This year I'll lose 20 pounds. This 
year I'll learn to speak French. This year I'll look 
for a new job. You've got the 'what' down...you 
know what you want to do. The problem is that 
you're only looking at the big picture. 
 
Instead of making resolutions, set goals. A goal 
is something you commit to fully and work 
toward all year long. Take a few minutes right 
now to visualize your top three goals for 2009. 
Then take out a piece of paper and write those 
goals down. 

Make a plan. Once your goals are set, decide 
what you have to do to reach each goal and 
then plan each step toward your goal from 
beginning to end. For instance, if you want to 
learn French this year your first step might to be 
to search for a class. The next step might be to 
enroll in the class. The next step might be to buy 
your study materials. Your next steps would be 
to attend each class and do your homework. Do 
you see how each step you take helps you reach 
your end goal? This process will work for any 

goal you might want to reach. 

Take this one step further. Schedule each step 
in your planner...make an actual appointment. 
This ensures that you will set aside the time to 
accomplish each step. Don't make the mistake 
of putting the steps on 'to do' lists because a 'to 
do' list is just a wish list and you will invariably 
run out of day before you run out of list. The 'to 
do' list just goes on and on. Your planner is a 
real guide for accomplishing your goals. 

Your challenge: Plan to make 2009 your best 
year ever. Take a few minutes to set your goals. 
Break the goals down into achievable mini-
goals. Decide when each mini-goal must be 
accomplished to reach the main goal by the end 
of the year. Enter those mini-goals in your 
planner. Make appointments with yourself for 
completing each one. If you do your planning 
and then do your scheduling, you can 
accomplish absolutely anything you want and 
this time next year you'll be celebrating the fact 
that you actually reached your goals. Here's to 
out with the old...in with the new...to endings 
and to beginnings. Happy New Year! 
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Vicki Voisin, also known as The Paralegal 
Mentor, publishes the bi-weekly ezine 
'Strategies for Paralegals Seeking 
Excellence' where she offers tips for 
paralegals and others who want to 
create lasting success in their personal 
and professional lives. Get tips and 
information at no cost at 
www.paralegalmentor.com. 
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