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MEMORANDUM FOR FOIA MISSOURI 

From: George G. Eberling 
Senior Adjudications Officer 
California Service Center 

Date: March 21, 2011 

Re: RCW1031910021 /Uberty West Regional Center 
RCW1 033650015/Velocity Regional Center (Amendment) 

Laguna·.Niguel, CA 92607-0526 

U.S. Citizenship 
and Immigration 
Services 

' ·'· 

This memo is in reference to request for two (2) regional proposal cases under the Freedom oflpformation Act 
~~- . 

Since the CSC currently maintains these W /RCW-files, please return theW /RCW-files to the California Service· 
Center, attention- SAO George Eberling, Work Station 22141, after your office has fulfilled the FOIA requests. 

·:i 
www.uscis.gov 

~ 
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Date: MAR 2 1 20~1 

David Keller 

Empyrean West, LLC 
17 470 N. Pacesetter Way 
Scottsdale, Arizona 58255 

Application: 
Applicant(s): 

Re: 

Request for Designation as a Regional Center 
David Keller 

Liberty West Regional Center 
RCW1031910021/W09001830 

.• U.S. Department of Homeland Security 
· 24000 Avila Road, 2"d Floor 

Laguna Niguel, CA 92677 

U.S. Citizenship 
and Immigration 
Services 

Pursuant to Section 610 of the Appropriations Act of 1993, on May 6, 2010, David Keller submitted a proposal 
seeking approval and designation by U.S. Citizenship and Immigration Services (USCIS) of the Liberty West 

Regional Center. 

USCIS hereby designates Liberty West Regional Center as a Regional Center within the Immigrant Investor Pilot 
Program and approves the request as described below: 

FOCUS OF INVESTMENT ACTIVITY: 

As depicted in the economic model, the general proposal, business plan and associated economic analysis, the 
Regional Center will engage in the following economic activities: to provide construction financing and/ or 

working capital for commercial real estate and mixed-use projects in the Regional Center. 

The Regional Center shall focus on offering EB-5 compliant capital investment opportunities into new 

commercial enterprises or a mix of commercial enterprises in the following target industry economic clusters: 

1. NAICS 721 
2. NAICS 722 
3. NAICS 623 
4. NAICS 8111 
5. NAICS 713110 
6. NAICS5615 

Accommodations 
Food Services & Drinking Places 
Nursing and Residential Care Facilities 
Automotive Repair and Maintenance 
Amusement and Theme Parks 
Travel Arrangement and Reservation Services 

www.uscis.gov 

~ 
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If any investment opportunities arise that are beyond the scope of the approved industry clusters, then an 
amendment would be required to add that cluster. 

GEOGRAPHIC AREA: 

The Liberty West Regional Center shall have a geographic scope to include the Arizona Counties of Apache, 
Cochise, Coconino, Gila, Graham, Greenlee, La Paz, Maricopa, Mohave, Navajo, Pima, Pinal, Santa Cruz, 
Yavapai and Yuma and the California Counties of San Bernardino, Los Angeles, Riverside, San Diego, Ventura, 
Orange, Santa Barbara, Imperial, Kern and San Luis Obispo. 

The geographic focus of this area may contain some High Unemployment Targeted Employment Areas (TEAs) 
as designated by the States of Arizona and California and rural TEAs, as defined in 8 CFR 204.6(e). Therefore, 
the minimum capital investment threshold for any individual immigrant investment into an approved 
commercial enterprise throughout the Regional Center shall be not less than $500,000, if the investment target 
is located within a TEA or $1,000,000 if it is located outside of a TEA. No debt arrangement will be acceptable 
unless it is secured by assets owned by the alien entrepreneur. A full capital investment must be made and 
placed at risk. · r 

For any alien requesting the reduced threshold of $500,000 based upon an investment in a Targeted 
Employment area, the alien must establish at the time of filing of the 1-526 petition that either the investment 
will be made in a TEA designated area or was in a TEA designated area at the time of the alien's initial 
investment into the enterprise. 

EMPLOYMENT CREATION 

The econometric model is IMPLAN. Immigrant investors who file petitions for capital investments in new 
commercial enterprises located within and affiliated with the Regional Center area must fulfill all of the 
requirements set forth in INA 203 (b) (5), 8 CFR 204.6, and 8 CFR 216.6, except that the petition need not 
show that the new commercial enterprises created ten new jobs directly as a result of the immigrant investor's 
investment. The determination whether the alien investor has met the job creation requirements will be 
established by a review of the required initial evidence at 8 CFR 204.6(j) and 8 CFR 216.6(a) ( 4) for the Form 
1-526 and Form 1-829 petitions, respectively. The capital investment and job creation activities outlined in the 
individual petitions must fall within the bounds of the final economic analysis that is contained as part of the 
approved Regional Center proposal and its indirect job creation model and multipliers contained within the 
final approved Regional Center application package. The immigrant investor must show at the time of removal 
of conditions that they performed the activities described in Form 1-526 petition, and· the activities must be 
based on the approved regional center methodology for demonstrating job creation. 

In addition, where job creation or preservation of existing jobs is claimed based on a multiplier rooted in 
underlying new "direct jobs", the immigrant investor's individual 1-526 petition affiliated with your Regional 
Center, should include as supporting evidence: 

• A comprehensive detailed business plan with supporting financial, marketing and related data and 
analysis providing a reasonable basis for projecting creation of any new direct jobs for "qualifying 
employees" to be achieved/realized within two years pursuant to 8 CFR 204.6(j)(4)(B). 

IJ 
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An alien investor's 1-829 petition to remove the conditions which was based on an 1-526 petition approval that 
involved the creation of new direct jobs or the creation of new indirect jobs based on a multiplier tied to 

underlying new direct jobs needs to be properly supported by evidence of job creation. To support the full 
number of direct and indirect new jobs being claimed in connection with removal of conditions, the petition 
will need to be supported by probative evidence of the number of new direct full time (35 hours per week) 

jobs for qualified employees whose positions have been created as a result of the alien's investment. Such 
evidence may include copies of quarterly state employment tax reports, Forms W-2, Forms 1-9, and any other 
pertinent employment records sufficient to demonstrate the number of qualified employees whose jobs were 
created directly. 

Additional Guidelines for individual Immigrant Investors Visa Petition (1-526) 

Based upon the review of your proposal, the Seven Oasis Hotel Resort, Generations Lifestyles of Globe, Car life 
Genesis and the Arizona Theme Park Project, are approved as Capital Investment Projects for your regional 

center. To demonstrate that an individual alien investor is associated with this project and your regional center, 
each alien entrepreneur petition, in conjunction with addressing all the requirements for that petition, shall 
contain supporting evidence relating to this project and the regional center designation, as follows: 

1. A copy of this letter, the Regional Center approval and designation. 

2. A copy of the USCIS approved Regional Center narrative proposal and business plan. 

3. A copy of the job creation methodology required in 8 CFR 204.6(j)(4)(iii), as contained in the final 
Regional Center economic analysis which has been approved by USCIS, which reflects that investment 

by an individual immigrant investor will create not fewer than ten ( 1 0) full-time employment 
positions, either directly or indirectly, per immigrant investor. 

4. A legally executed copy of the USCIS approved documents: 

a. Private Placement Memorandum 
b. Subscription Agreement 
c. Escrow Agreement 
d. Limited Partnership Agreement 

Samples/Drafts dated May 6, 2010 
Samples/Drafts dated May 6, 2010 
Samples/Drafts dated May 6, 2010 
Samples/Drafts dated May 6, 2010 

DESIGNEE'S RESPONSIBILITIES INHERENT IN CONDUCT OF THE REGIONAL CENTER: 

The law, as reflected in the regulations at 8 CFR 204.6(m)(6), requires that an approved Regional Center in 
order to maintain the validity of its approval and designation must continue to meet the statutory requirements 

of the Immigrant Investor Pilot Program by serving the purpose of promoting economic growth, including' 
increased export sales (where applicable), improved regional productivity, job creation, and increased domestic 
capital investment. Therefore, in order for USCIS to determine whether your Regional Center is in compliance 

with the above cited regulation, and in order to continue to operate as a USCIS approved and designated 
Regional Center, your administration, oversight, and management of your Regional Center shall be such as to 

monitor all investment activities under the sponsorship of your Regional Center and to maintain records, data 
and information in order to provide the information required on the Form I-924A supplement. Form I-924A, 

Supplement to Form 1-924 is available in the "Forms" section on the USCIS website at www.uscis.gov. 



• 
Liberty West Regional Center/RCW1 031910021 /W0900 1830 
Page 4 

• 
Effective November 23, 2010, the failure to timely file a Form I-924A Supplement for each fiscal years in 
which the regional center has been designated for participation in the Immigrant Investor Pilot Program will 
result in the issuance of an intent to terminate the participation of the regional center in the Pilot Program, 
which may ultimately result in the termination of the approval and designation of the regional center. 
Note: The requirement for the filing ofForm I-924A Supplement commences in fi~cal year 2011. Each 
regional center that remains designated for participation in the pilot program as of September 30, 2011 must 
submit the Form I-924A Supplement with the required supporting documentation on or before December 29, 
2011. 
If you have any questions concerning the Regional Center approval and designation under the Immigrant 
Investor Pilot Program, please contact the USCIS by Email at USCIS.ImmigrantlnvestorProgram@dhs.gov. 

Sincerely, 

Rosemary Langley Melville 
Director 

California Service Center 

cc: Edward C. Beshara, Esq. 

\ 
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::JOMB No. 1~15-0105; Expires 04/30/2012 

G-28, Notice of Entry of Appearance 
as Attorney or Accredited Representative 

Part 1. Notice of Appearance as Attorney or AccreditedRepresentative-
A. This appearance is in regard to immigration matters before: 

~ USCIS - List the form number(s): l_-2_9_0_8 ______ _ D CBP - List the specific matter in which appearance is entered: 

D ICE - List the specific matter in which appearance is entered: 

B. I hereby enter my appearance as attorney or accredited representative at the request of: 

List Petitioner, Applicant, or Respondent. NOTE: Provide the mailing address of Petitioner, Applicant, or Respondent being represented, and 
not the address of the attorney or accredited representative, except when filed under VA WA. 

Principal Petitioner, Applicant, or Respondent 1 A Number or Receipt I [g) Petitioner 

Name: Last First Middle I 
Number, if any 

Keller David 
I 0 Applicant 

Liberty West Regional Center I I 0 Respondent 

Address: Street Number and Street Name Apt. No. City State Zip Code 

17470 N. Pacesetter Wav Scottsdale Arizona 85255 
Pursuant to the Privacy Act of 1974 and DHS policy, I hereby consent to the disclosure to the named Attorney or Accredited Representative of any 
record pertaining to me that appears in any system of records ofUSCIS, USCBP, or.·~USICE. 

/( 

Signature of Petitioner, Applicant, or Respondent / J L Date J 
David Keller Mana in Director · · .:2 /1 -6 /:2 0 1/ 

· . - Part 2. Information about Attorney or Accredited Representative (Check applicable items(s) below) 

,_..,._ 

_./' 

A. [g) I am an attorney and a member ingood standing of the bar of the highest court(s) of the following State(s), possession(s), territory(ies), 

commonwealth(s ), or the District of Columbia: --'S~u,.,p ... r_,e,_,_m,_,_,e--'C=o,_,u,_,rt-':·_,o!<-'f'-F'-'-. .,_,lo~r,_,ic:d,_,a,___--:----,--------.,----,-----
I am not 0 or 0 am subject to any order of any court or administrative agency disbarring, suspending, enjoining, 

B. D 
restraining, or otherwise restricting me in the practice oflaw (If you are subject to any order(s), explain fully on reverse side). 

I am an accredited representative of the following qualified non-profit religious, charitable, social service, or similar organization 
established in the United States, so recognized by the Department of Justice, Board oflmmigration Appeals pursuant to 8 CFR 1292.2. 
Provide name of organization and expiration date of accreditation: 

f ------------------------------------------
~ 

c;;;~ · 0 I am associated with ----------------------------------------
The attorney or accredited representative of record previously filed Form G-28 in this case, and my appearance as an attorney or 
accredited representative is at his or her request (If you check this item, also complete item A orB above in Part 2, whichever is 
appropriate). 

Part 3. Name and Signature of Attorney or Accredited Representative 
I have read and understand the regulations and conditions contained in 8 CFR 103.2 and 292 governing appearances and representation 
before the Department of Homeland Security. I declare under penalty of perjury under the laws of the United States that the information I 
have provided on this form is true and correct. 

Name of Attorney or Accredited Representative I Attorney Bar Number(s), if any 

0363707 

2 o I ( 
Complete Address of Attorney or Organization of Accredited Representative (Street Number and Street Name, Suite No., City, State, Zip Code) 

Beshara, P .A. 555 Winderley Place, Suite 300 Maitland, FL 32751 
Phone Number (Include area code) Fax Number, if any (Include area code) E-Mail Address, if any 

407 571 6878 407 571 6879 ebeshara@besharapa.com 
Form G-28 (Rev. 04/22/09)N 

.---=-



Department of Homeland Security 

U.S. Citizenship and Immigration Services 

• • OMB No. 1615-0095; Expires 04/30/2011 

Form I-290B, Notice 
of Appeal or Motion 

r-- ~ :E~··~· ·•;o· .. lr· 

~~~· 
l ... t .. l 
l-~t-; ____ ,,. 
;::·'"'1 

~~~j: 
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In the Matter of: Form 1-2908; Liberty West Regional Center 

START HERE- Please Type or Print (Use black ink) 

Part 1. Information About Petitioner/Applicant (Individual/Business! 

Organization/Attorney/Representative filing appeal or motion) 

File Number: A- None 

For USCIS Use Only 

Returned Receipt 

i 
!'\ 

Family Name Given Name Middle Name Date ~ = 

I Edward II II Beshara I Date , ~ 
Name of Business/Organization (if applicable) b . d ~ ~ 

,~~ --
1 Beshara P.A. > ~ 
Mailing Address - Street Number and Name Apt. # Date :n = 

C'? 

1555 Winderley Place, Suite 300 II 
1 

~~~~: ~ 

I!!!!!!!!!!!!!!! 

Reloc Sent 

City :state or Province Zip/Postal Code 

I Maitland II FLORIDA 1132751 I Date ; ~~ 
Country Daytime Phone # (Area/Country Code) Date 

1 
.~: 

I USA 11407-571-6878 I Reloc Rec'd . ~ 
Fax # (Area/Country Code) E-Mail Address (if any) r 
1407-571-6879 II ebeshara@besharapa.com I Date 

~I am an attorney or representative. If you check this box, you must provide the 
following information about the person or organization for whom you are 
appearing. (NOTE: You must attach a Form G-28, Notice of Entry of Appearance 

Date 

Remarks 
!-as Attorney or Representative.) 

F 'I N a· N M'ddl N r U S DepartMent of Homeland Securih _,_ am1 y arne 1ven arne 1 e arne * · ).'( 
I II II I~ -APPROVED ~ 
Complete Name of Business/Organization/School (if applicable) 1:r 'k 
I Liberty West Regional Center I ,* dft MAR~ 9 2011· -k 
A #(if any) Daytime Phone# (Area/Country Code) *~~ 'k 
1 II I * oo31oo . ~ None 480-797-6475 u.s. Citizenship and ImmiGration Servi< ~ 
Fax# (Area/Country Code) E-mail Address (if any) ;;;;, 

l _ _ _ _ jjdkeller@empyreanwest.com _] 

Part 2. Information About the Appeal or Motion (Check one box below that best describes your request) 

NOTE: 

A. [g) 
If you indicate that you are filing an appeal, it may be considered by USCIS as a motion before it is forwarded to the AAO. 

I am filing an appeal. My brief and/or additional evidence is attached. 

B. 0 I am filing an appeal. My brief and/or additional evidence will be submitted to the AAO within 30 days. 

C. D I am filing an appeal. No supplemental brief and/or additional evidence will be submitted. 

D. 0 I am filing a motion to reopen a decision. My brief and/or additional evidence is attached. 

E. 0 I am filing a motion to reconsider a de.cision. My brief is attached. 

F. D I am filing a motion to reopen and a motion to reconsider a decision. My brief and/or additional evid~nce is attached. 

llllllllllllllllllll~lll~ llllllllll~llllllllllllllllllllllll~lllllllllllllllllllllllllllllllll~llllllllll L 
Form I-290B (Rev. 11/23/10) Y 
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In the Matter of: Form 1-2908; Liberty West Regional Center File Number: A- None 

Part 2. Information About the Appeal or Motion (Continued) 

Information on the relating application/petition. 

Application/Petition Form# Receipt# Date of Denial (mmldd/yyyy) USCIS Office Where Decision Issued 

11-2908 II RCW10319100211W09001830II 01/19/2011 II California Service Center I 

Part 3. Basis for the Appeal or Motion 

Motion to Reopen: The motion must state new facts and must be supported by affidavits and/or documentary evidence. 

Motion to Reconsider: The motion must be supported by citations to appropriate statutes, regulations, or precedent decisions. 

Appeal: Provide a statement explaining any erroneous conclusion of law or fact in the decision being appealed. 

Please see the attached Brief in support of Petitioner's Appeal 

·-
Part 4. Signature of Person Filing the Appeal/Motion or His or Her Authorized Representative 

Printed Name Date (mmlddlyyyy) 

..... ~ .._... / ~ ~ ':=TI Edward C. Beshara llro-2-/1-5/_2_0_11-------.,~ 

Make sure your appeal or motion is complete before filing. 

11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111~ ~1111111111 
Form 1-2908 (Rev. 11123/10) Y Page 2 

~ 
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ATT~NEYS AT LAW • BESHARA, P .A. A FULL SERVICE U.S. IMMIGRATION LAW FIRM 

Edward C. Beshara 
Managing Partner 
Attorney at Law 
B. Juris; LL.B. (Australia) 
Juris Doctor (U.S.A) 

Sent Via USPS Express Mail 

February 17, 2011 

\ 

U.S. Department of Homeland Security 
U.S. Citizenship & Immigration Service 
P.O. Box 10526 
Laguna Niguel, CA 92607-0526 

Vice President & Past President, AI LA Central Florida Chapter 
American Immigration Lawyers Association-Member 

Martindale-Hubbell Preeminent Attorney AV Rated 
Florida Bar Member, Law Institute of Victoria, Australia 

Law Society of New South Wales, Australia 

RE: APPEAL OF THE DECISION TO DENY THE LIBERTY WEST REGIONAL 
CENTER DESIGNATION AS A REGIONAL CENTER UNDER THE 
IMMIGRANT INVESTOR PILOT PROGRAM 
File No. RCW1031910021/W09001830 

Dear Sir/Madam, 

Please find enclosed the Appeal of the decision to deny Liberty West Regional Center's Application for 
designation as a Regional Center. The following is a list of the documents included in this filing: 

1. Check for I-290B Filing Fee ofUSD $630.00 
2. G-28 Notice of Appearance completed for and signed by David Keller, Managing Director of 

Liberty West Regional Center 
3. Completed Form I-290B signed by Edward Beshara, Attorney 
4. Brief in Support ofPetitioner's, Liberty West, Appeal 
5. Index and Exhibits for Liberty West Regional Center Designation 

If you need anything further, please contact our office. 

Sincerely, 

w~~~~ 

Edward C. Beshara, Esquire 

ENCLOSURES 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 
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United States Department of Homeland Security 

U.S. Citizenship and Immigration Services 
USCIS Administrative Appeals Office 

Washington, DC 20529 

In the Matter of Petitioner 
Liberty West Regional Center 

) 
) 
) 
) 
) 

File No. 
RCW103191002/W09001830 
Brief in Support of 
Petitioner's Appeal Form I-290B 

Introduction 

This is an Appeal of the Decision to deny the Liberty West Regional Center Application 

for Designation. Please find attached Exhibit 1 which is a copy of the Denial. 

The Decision to Deny the Regional Center Application for Liberty West erroneously 

concluded the Application for Regional Center Designation and the Petitioner's response to a 

Request for Further Evidence did not establish eligibility under the Pilot Immigration Investor 

Program. 

The Liberty West Regional Center has requested Designation as a Regional Center. The 

Application refers to the fact that foreign capital investment will be used to invest in separate and 

distinct five (5) commercial and mixed use real estate projects. In addition, the Application 

shows through the submitted Economic Analysis and the five (5) Business plans for each project, 

that as a result of the foreign capital investment stated for each project, the required U.S. jobs 

will be created dire~tly or indirectly for each project. The Application prepared and filed 

according to 8 CFR S204.6(m)(3)(ii) may be approved for Designation based upon one (1) 

business plan project being accepted, or two (2) or three (3) projects being accepted. The denial 

of one (1) project doesn't show the Application should fail or be denied for the other projects. 

The Denial Decision referred to the issue on one (1) project's business plan, the "Satori 

Development Fund/Satori World Medical Project". The Denial did not refer to any issues or 
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concerns with the other (4) projects. The Denial Decision therefore erroneously concluded with 

the Order "In summary it has not been shown that the Regional Center will be able to create the 

requisite number of permanent full time jobs using an economically and statistically valid 

economic model". 

Statement of Facts 

On May 6, 2010, the Petitioner Liberty West filed a Regional Center Application with the 

Director, California Service Center for Designation as a Regional Center pursuant to Pilot 

Immigration Program under Section 610 ofP.L. 102-395 and as amended by P.L. 107-273. 

The May 6, 2010 Application included Liberty West's cover letter referring to the 

geographical area and industry classifications to be covered in the Regional Center. The 

Application also enclosed an Economic Analysis detailing with data how the Foreign National 

investment funds that would be committed to projects would create the required U.S. jobs. 

On October 20, 2010, the USCIS California Service Center issued a Form I-797 Notice of 

Action Requesting Further Evidence (RFE) in support of the Regional Center Application by the 

Petitioner Liberty West. Please find attached Exhibit 2 which is a copy of the RFE. 

The RFE referred to questions concerning the Economic Analysis Report. The Response 

included an updated Economic Analysis and letter from the Petitioner Liberty West referring to 

an analysis of data clearly showing how the required job creation would be caused by the 

Foreign National Investor's funds. Please find attached Exhibit 3 which is a copy of the 

Petitioner's Response letter. 

The RFE requested from the Petitioner, Liberty West, an Executive Summary and 

Business Plans for each of the five (5) Projects to be managed by the Liberty West Regional 

Center. This is the first time the USCIS will review the Executive Summary and each of the 

Business Plans. The Liberty West Regional Center proposes to receive Foreign National funds to 

financially support the following (5) commercial and mixed use real estate project which are 
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clearly separate and distinct from each other. Please find attached Exhibit 4 which is a copy of 

the Executive Summary. 

The five (5) projects are: 

1. Satori Development Fund I, LLC/Satori World Medical 

2. Seven Oasis Hotel Resort 

3. Generations Lifestyle of Globe 

4. Carlife Genesis, LLC 

5. Arizona Theme Park 

The Response, as stated, included the specific and separate Business Plans for each 

project. Each separate Business Plan referred to the Economic Analysis of how Foreign 

National's investment funds would create the required number of jobs for that particular project. 

The Business Plan for each project included the valid multipliers applicable to an identified 

economic activity and job type in accordance with the regulatory requirements in particular 

8CFR S204.6(m)(3)(ii). 

The five (5) projects which were supported by the Business Plans for each project 

showed that as a result ofthe combination of all the five projects (even though they are distinct 

and separate),  will be created using the 

IMP LAN Economic Model. The operation or management of the Liberty West Regional Center 

is not dependent on the existence of five (5) projects occurring at the same time. The Liberty 

West Regional Center may be operational and viable whether there are one, two, three, four, or 

five projects. Each separate project is generating the required jobs from the Foreign National's 

investment funds according to the regulations. 

The Denial from the California Service Center dated January 19,2011 only referred to 

one (1) project, the Satori Development Fund I, LLC/Satori World Medical project. Please find 

attached Exhibit 5 which is a copy of the Satori Business Plan. 

(b) (4)
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The Denial referred to the Economic Analysis prepared by Wright Johnson, LLC and the 

Business Plan addressing the required job creation for the Satori Project. The Denial stated that 

the Satori Business Plan does not clearly show that the Foreign National's funds invested in the 

Satori Project will be used to create the required jobs. 

The USCIS did not send an RFE to the Petitioner with a request for clarification or 

explanation of the job creation data for the Satori Project. 

The USCIS did not question or present any adverse issues regarding the other four (4) 

Business Plan projects or the Economic Analysis Report prepared by Wright Johnson, LLC 

referencing the other four (4) projects. 

The USCIS Denied the entire Liberty West Regional Center Application as a whole only 

on the basis of the Satori Project which was separate and distinct from the other four (4) projects. 

The Denial Decision, dated January 19,2011 states: 

"Therefore, the (Regional Center) proposal fails to show that the investment vehicle to be 

undertaken by the Liberty West Regional Center can be reasonably expected to provide · 

the requisite permanent, full time job creation and create positive economic impact from 

EB-5 alien investors. 

In summary, it has not been shown that the Regional Center will be able to create the 

requisite number of permanent full time jobs using an economically and statistically valid 

econometric model. For this reason, the Regional Center Proposal is denied." 

Discussion 1: Appeal of the Denial of the Liberty West Regional Center Application 

The Denial Decision refers to the fact that the US CIS sent an RFE (Request for Further 

Evidence) to the Petitioner Liberty West, and requested from them for the first time, the 

Executive Summary and the Business Plans for each of the separate and distinct projects. The 
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Petitioner also responded to the RFE questions concerning the economic employment data with a 

full written explanation and referring to an updated Economic Analysis Report by Wright 

Johnson, LLC. 

The Denial by USCIS, California Service Center only referred to issues and questions 

concerning the Satori Business Plan Project in which the USCIS reviewed for the first time. 

The Denial implies without specifics that the Regional Center Application fails to meet 

the regulatory requirements of 8 CFR S204.6(m)(3)(ii), as a result of the issues in one separate 

and distinct Business Plan Project. 

However, the entire substance of the Denial addresses the fact that the Decision (Denial) is based 

upon incomplete information and the USCIS contravened its own policy of providing an 

opportunity to the Petitioner to respond to the issues raised by the USCIS in regard to the Satori 

Business Plan Project. The purpose of this Appeal is to obtain an Administrative Appeals Office 

Decision and action on a matter that has been decided in the absence of a complete record of 

evidence. Hence, the Denial in this case, deprived the Petitioner of any reasonable redress for the 

incorrect denial that was based on an incomplete record resulting from the Service's actions and 

through no fault of the Petitioner. 

The issues and questions raised for the first time by the USCIS in regard to the Satori 

Business Plan Project could have been clearly and distinctly addressed by the Liberty West 

Regional Center, the Petitioner, in its submission of economically and statistically valid data and 

analysis. 

In this regard, we attach to this Brief. Exhibit 6, which is a copy of the Petitioner's, 

Liberty West, response to the issues raised in Denial referring to the Satori Project. The 

Petitioner's response clearly shows the requisite job creation as a result of the Foreign National 

investment funds that will be committed to the Satori Project. 
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The position of the Petitioner is that where the Petitioner is not given the opportunity to 

rebut adverse evidence, and he proffers rebuttal evidence on appeal, the Denial will be reversed 

and the case remanded. Please refer to Matter of Cuello, 20 I & N Dec 94 (BIA 1989); Matter of 

Soriano, 19 I & N Dec 764 (BIA 1988). 

To date, the Petitioner was not given the opportunity to rebut adverse evidence and the 

US CIS has not reviewed the Petitioner's response to the issues raised in the Denial in respect to 

the Satori Project. 

The Petitioner proffers evidence (see Exhibit 6) with this Appeal to rebut the conclusion 

in the Denial that the Satori Project will not create the required jobs as a result of the Foreign 

National Investor's funds being committed to the Project. 

We herewith request reversal of the Denial and the cases remand to the USCIS. 

Matter of Cuello: Matter of Soriano. 

Discussion 2: Appeal of the Denial 

As an alternative position to Petitioner's arguments in Discussion 1, please note the 

following. 

First, the basis of the Denial by the USCIS California Service.Center was that the Satori 

Development Fund VSatori World Medical Project referred to in the Economic Analysis and 

specific Business Plan "did not clearly show the EB-5 capital funds will be used to create 

requisite jobs". 

Please note that based upon the Denial dated January 19,2011, there was no reference to 

problems or issues with the Economic Analysis and Business Plans in respect to the four (4) 

projects which remain. 
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Second, in the alternative to the Petitioner's request in Discussion 1, the Petitioner will 

WITHDRAW the Satori Project (Medical Travel Company NAICS activity code 5615) from the 

Application for Liberty West Regional Center designation. Therefore, the basis of the Denial has 

been withdrawn. 

As a result, the four (4) remaining projects referred to in the attached Economic Analysis 

and supported by four ( 4) separate Business Plans remain for Approval of the Liberty West 

Regional Center Application for Designation. 

The Petitioner is providing two (2) alternative positions (as stated in Discussion 1 and 2) 

for the purpose that the quickest and prompt decision be reached by the AAO, which would lead 

to the Liberty West Regional Center Application being approved. 

Conclusion 

Based upon Discussion 1, and in the alternative Discussion 2, we request a reversal of the Denial 

dated January 19, 2011. 

Dated this 16th day ofFebruary, 2011. 

Managing Partner 
BESHARA P .A. 
555 Winderley Place, Ste 300 
Maitland, FL 32751 
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EXHIBIT LIST 

LIBERTY WEST REGIONAL CENTER 

ITEM 

Copy of the USCIS Denial Decision letter dated January 19, 2011 for the 
Liberty West Regional Center for Designation 

Copy of the Request for Evidence dated October 20, 2010 . 

Copy of the Petitioner's Response letter to the Request for Evidence 
dated December 22,2010 

Copy of the Executive Summary for Regional Center Designation for 
Liberty West Regional Center dated December-20, 2010 

Business Plan for the Satori Development Fund 1, LLC/Satori World 
Medical Inc. 

Petitioner's, Liberty West, Response letter to the issues raised in Denial 
referring to the Satori Project, dated February 16,2011 and signed by 
David Keller, Managing Director 
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TO: 

Liberty West Regional Center 
C/0 David Keller 
174·70 N. Pacesetter Way 
Scottsdale, Arizona 85255 
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DATE: 

U.S. Dtpartmcnt of Homeland Sccurit~· 
P .. O. Box !052o 

Laguna P,:igud. CA 9 caQ7 .. o5ll:> 

U.S. Citizenship 
and Immigration 
Services 

JAN 1 9 2011 
Petition: Regional Center' Proposal 

File: RCW I 031910021 /W0900 1830 

Your Regional Cemer Proposal, filed in behalf of Liberty West Regional Center has been denied fcjr the 
fullowing reason(s): 

See Attachment 

If you desire w appeal this decision, you may do so. Your notice of appeal must be filed with this ofllce at the 
address at the top of this page within 30 days of the date of this notice. Your appeal must be filed on Form 
l-290B. A fee of$630.00 is required, payable to U.S. Citizenship and Immigration Services with a check or 
money order from a bank or orher institution located in the United Stares. If no appeal is filed within the time 
allowed. this decision '"'ill be the final decision in this matter. 

ln support of your appeal, you may submit a brief or other written statement for consideration by the 
revievving authority. You may, if necessary, request additional time to submit a brief An}' brief. wrirten 
<;tatement, or other evidence not filed with Form I-290B, or any request for additional time for the submission 
of a brief or other material must be sent directly to: 

U. S. Citizenship and Inm1igration Services 
Administrative Appeals Office MS 2090 
Washington, D.C. 20529-2090. 

Any request for additional time for the submission of a brief or other statement must be made directly to the 
Administrative Appeals Ofnce (AAO), and must be accompanied by a written explanation for the need for 
additional time. An extension of time to file the appeal may not be granted. The appeal may not be filed 
directly with the AAO. The appeal must be filed at the address at the top of this page. 

Sincerely, 

Rosemary Langley Melville 
Director, California Service Center 

cc: Edward C. Beshara, Esq. 

Enclosure: Form l-290B 

Fonn I-292 www.dhs.gov 
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This Notice is in reference to the Regional Center Proposal that was filed with the Director, California 
Service Cemer, on May 6, 2010, seeking designation as a Regional Center pursuant to Pilot Immigration 
Program under Section 610 ofP.L 102-395 and as amended by P.L. 107-273. 

On October 20, 2010 the USCIS issued Form I-797 Notice of Action requesting evidence in 
support of the Regional Center Proposal filed on May 6, 20 I 0. The USCIS noted the request did 
not contain sufficient evidence showing that the proposed regional center would meet the 
regulawry requiremems as a Regional Center. Multiple issues were addressed in the request for 
evidence and the evidentiary requirements for each of these issues were explained in detail. 
However, the evidence provided in response to the USCIS request did nor establish eligibility under 
the Pilot Immigrant Investor Program. 

The Liberty West Regional Center has requested designation as a Regional Center to be located within Stare 
of Arizona and California in twenty-five (25) counties. Capital investment will be used to invest in the 
construction financing and/or working capital of five (5) commercial and mixed-use real estate projects: 
Seven Oasis Hotel Resort, Generations lifestyles of Globe, Car Life Genesis, LLC, Arizona Theme Park and 
Satori Development Fund I, LLC/Satori World Medical. The specific job industries identified in the 
business proposal that are associated with the Regional Center projects are: accommodations (NAICS 7?. !), 
food service and drinking places (NAICS 722), nursing and residential care facilities (NAICS 623), auto 
repair and maintenance (NAICS 811! ). amusemenr and theme parks (NAICS 7 3111 0), and travel related 
services (NAICS 5615). 

Job Creation 

Section 61 O(a) of P.L. I 02-395 as amended by P.L. 107-273 describes the statutory basis for eligibility as a 
Regional Center 

a) Of the visas otherwise available under section 203(b)(5) of the Immigration and Nationality Act (8 
U.S.C. II 53(b)(5)), the Secretary of State, together with the Attorney General, shall set aside visas 
for a pilot program to implement the provisions of such section .... The establislurienr of a regional 
center may be based on general predictions, contained in the proposal. concerning the kinds of 
commercial enrerprises that will receive capital from aliens, the jobs that will be created direcdy or 
indirectly as a result of such capital investments and the other positive economic effects such capital 
investments will have ... 

Moreover, 8 C.F.R. 204.6(e) states in pertinent part: 

Commerciul enterprise means any for-profit activity formed for the ongoing conduct of lawful 
business including. but not limited to, a sole proprietorship, partnership (whether limited 
or general), holding company. joint venture, corporation, business trust, or other enrity 
which may be publicly or privately owned. This det1nition includes a commercial 
enterprise consisting of a holding company and its wholly-owned subsidiaries, provided 
that each such subsidiary is engaged in a for-prot1t activity formed for the ongoing 
conduct of a lawful business. This definition shall not include a non-commercial activity 
such as owning and operating a personal residence. 

ATTACHMENT 1-171 
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A regional center proposal must be supported by economically or statistically valid forecasting tools, 
including, but not limited co, feasibility swdies, analyses of foreign and domestic markers for the goods or 
services to be exporred, and job creation multipliers related both geographically and by job type. This 
requirement that a proposal include the valid multipliers applicable to an identified economic activity and 
job type is in accordance with the regulatory requirements, in particular, 8 C.F.R. § 204.6(m)(3)(ii). 

Whether a proposed regional center will foster sufficient job-creation and economic benefits to justify the 
regional center designation is an issue to be determined by USCIS during the course of evaluating regional 
center proposals. Regional center proposals should include evidence of the proposed regional center's 
evaluative economic models, feasibility srudies regarding projects and investments that are to take place 
\Nithin the geographic area of the proposed regional center, as well as statements and anestations from 
interested and supportive public agencies and private organizations located within the area of the regional 
center. 

In the instant proposal. Liberty West Regional Center will use EB-5 capital to invest in the construction 
financing and/or working capital of commercial and mixed-use real estate projects. The proposal described 
five (5) initial projects for EB-5 capital investment and job creation: Seven Oasis Hotel Resort, Generations 
Lifestyles of Globe, CarLife Genesis, LLC, Arizona Theme Park and Satori Developmenr Fund I, LLC/Sarori 
World Medical Project. 1,749 total jobs (753 direct jobs and 996 indirect jobs) will be created using the 
IMPLAN Econometric Model. 

Sutori Development Fund f/Satori World Medical Project 

According the Economic Analysis prepared by Wright Johnson, LLC, states that  
EB-5 capital investment into the Satori 

Developmenr Fund I/Satori World Medical Project. 

ATIACHMENT 1-171 
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Therefore, the proposal fails to show that the invesonent vehicle to be undertaken by the Liberty West can 
. reasonably be expected w provide the requisite permanent. full-time job-creation and create positive 

economic impact from EB-5 alien investors. 

In summary, it has not been shown that che regional center will be able to create the requisite number of 
permanent full- time jobs using an economically and statistically valid econometric model. 

For this reason, this Regional Center Proposal is denied. 

ATTACHMENT 1-171 
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I • U.S. Department ofHomeland Security 

U.S. C:.itizenshin and Immi~:~ration S · 
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Receipt# 
W09001830 
Notice Date 
October 20, 20 I 0 

Joseph C. McCarthy, Esq. 
P.O. Box 59 
Seal Beach, CA 90740 

I Page 
l of 6 

IMPORTANT: WHEN YOU HAVE COMPUED WITH 
THE INSTRUCTIONS ON THIS FORM, RESUBMIT 
THIS NOTICE ON TOP OF . ALL REQUESTED 
DOCUMENTS AND /OR INFORMATION TO THE 
ADDRESS BELOW. THIS OFFICE HAS RETAINED 
YOUR PETITION/ APPUCA TION WITH SUPPORTING 
DOCUMENTS. 

WS 24064/CSC3700 DIY III 

• 
f - -- - - - - - -- --- -· 

Application/Petition 
REGIONAL CENTER PROPOSAL 

Regional Center 
Libe:t"!J_West Regional_Cente_!_. __ 

Request for Evidence 

THE INFORMATION REQUESTED BELOW MUST BE 
RECEIVED BY THIS OFFICE NO LATER THAN EIGHTY
FoUR (&4) DAYS FROM THE DATE OF THIS. NQTICE. If 
YOU DO NOT PROVIDE THE REQUESTED 
DOCUMENTATION WITHIN THE TIME ALLOTTED, YOUR 
APPLICATION WILL BE CONSIDERED ABANDONED 
PURSUANTT08C.F.R.103.2(8)(13) AND, AS SUCH, WILL 
BE DENIED. 

RETURN THIS NOTICE ON TOP OF THE REQUESTED INFORMATION LISTED ON . 
THE ATTACHED SHEET. 

Note: You are given until January 12, 2011 in which to submit the information requested. 

Pursuant to 8 C.F.R. 103.2(b)(ll) failure to submit ALL evidence requested at one time may result in the 
denial of your application. 

For non-US Postal Service 
Attn: EB S RC Proposal 
24000 A villa Road, 2nd Floor 
Laguna Niguel, CA 92677 

You will be notified separately about any other applications or petitions you filed. Save a photocopy of this notice. 
Please enclose a copy ofit if you write to us about this case, or if you file another application based on this decision. Our 
address is: 

U.S. CITIZENSHIP AND IMMIGRATION SERVICES 
CALIFORNIA SERVICE CENTER 
Attn: EB S RC Proposal 
P.O~ BOX 10590 
LAGUNA NIGUEL, CA 92607-0526 

Form I-797 (8/06) 

111111111111111 
W09001835 

Please see additional information on the back. 
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The Immigrant Investor Pilot Program ("Pilot Program") was created by Section 610 of Public Law 102-
395 (October 6, 1992). This is different in certain ways from the basic EB-5 investor program. 

The Pilot Program began in accordance with a Congressional mandate aimed at stimulating economic 

activity and creating jobs for U.S. workers, while simultaneously-affording eligible aliens the opportunity to 
become lawful permanent residents. Through this innovative program, foreign investors are encouraged to 
invest funds in an economic unit known as a "Regional Center.'; 

A Regional Genter-is defin~d~as any economic unit, public or·privare. engaged in-tfl.epromotion~f--· 
economic growth, improved regional productivity, job creation and .increased domestic capital investment.: 

8 CFR 204.6 (m)(3) describes specific evidence that must be submitted before consideration for eligibility 
for this benefit may proceed. After review of your proposal in the light of these requirements, the 
following information, evidence or clarification is needed to proceed. 

It is always best to start with a cover letter that acts as an executive summary followed by a table of contents 
of the various tabbed sections to follow. 

Mandatory Evidence for the Basic General Proposal· 

Promotion of Economic Growth within the selected Geographic Area (8 CFR 204.6 (m} (3} (i)): 

8 CFR 204.6(m)(3)(i) requires that a proposal be submitted which: 

Clearly describes how the regional center focuses on a geographical region of the United States, 
and how it will promote economic growth through improved regional productivity, job creation, 
and increased domestiC capital investment; 

.. . 
You indicated that the designated geographic area for the regional center encompasses the States of Arizona, 
California and New Mexico but an economic growth analysis to show how economic growth will be 
promoted within this region has not been submitted. Moreover, a review of the proposal indicates that the 
regional center is divided into thirteen (13) separate geographic regions. 

Submit an Economic Analysis showing how the regional center will promote economic growth through 
improved productivity, job creation and increased capital investment with-in the designated region. Aspects 
of this element of the proposal may be combined with other issues listed below in a single economic 
analysis and job creation model. Please note that there should be one ( 1) Economic Growth Analysis for 
the aggregated geographic region. 

AITACHMD.'T TO I-797 

·-·-·- ·····---------------------
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Regional or National Impact of the Regional Center (8 CFR 204.6 (m)(3)(iv)): 

Regulations at 8 CFR 204.6(m) (3)(iv) require that the proposal contain: 

... a detailed prediction regarding the manner in which the regional center will have a positive 
impact ,on the regional or national economy in general as reflected by such factors as .increased 
household earnings, greater demand for business services, utilities, maintenance and repair, and 
construction both within and without the regional center; 

Although an Economic Analysis for the Liberty West Regional Center was submitted with the proposal, a 
review of the proposal indicates that a detailed prediction has not been provided regarding the manner in 
which the regional center will have a.positive impact on the regional or national economy as reflected by 
such factors as increased household earnings, greater demand .for business service!;;, utilities, maintenance 
and repair, and construction both within and without the regional center. 

Provide a detailed prediction, which includes the topics of regional or national impact on household 
earnings, greater demand for business services, utilities, maintenance and repair, and construction both 
within and outside the Regional Center. This can be combined with job creation and overall economic 
impact. Again, this impact statement relates to the Regional Center as a whole and it should address both 
the negative and positive impacts. The detailed prediction should be one (1) detailed prediction for the. 
aggregated geographic region and not detailed predictions for each individual geographic region. 

Indirect Job Creation (8 CFR 204.6(m)(3)(ii)): 

Under the provisions of the INA which apply to the Immigrant Investor Pilot Program and specific 
amendments to the statute, especially in the 2002 amendment Per Public Law 10,7-273, enacted November 
2, 2002, which clearly states: 

A regional center shall have jurisdiction over a limited geographic area, which shall be described in 
the proposal and consistent with the purpose of concentrating pooled investment in defined 
economic zones. The establishment of a regional center may be based on general predictions, 
contained in the proposal, concerning the kinds of commercial enterprises that will receive capital 
from aliens, the jobs that will be created directly or indirectly as a result ofsuch capital investments 
and the other positive economic effects such capital investments will have. 

Also 8 CFR 204.6(m)(3)(ii) requires you to: 

Provide in verifiable detail how jobs will be created indirectly; 

ATTACHMENT TO I-797 
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It is imperative to fully explain indirect job creation, as well as the direct and induced jobs, if any. The 
requirement of creating at least I 0 new full-time (3 5 hours per week) jobs per each individual alien 
investor may be satisfied by showing that, as a result of the investment and the activities of the new 
enterprise, at least 10 jobs per alien investor will be created directly or indirectly through an employment 
creation multiplier effect. The econometric model described in the case is the IMPLAN Model. 

A review of the proposal indicates that the Regional Center is divided into thirteen ( 13) geographic regions 
for job creation purposes and that Economic Analyses were submitted for each geographic region. 

·Dividing the-Regional Center-into thirteen (B)-separate and distinct geographic regions for-job ereation 
using IMPLAN will result in job creation inflation by a factor of at least thirteen ( 13). 

ATTACHMENT TO J-797 

(b) (4)
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T~ support the revised Economic Analysis submit either a hypothetical investment plan for each industry 
project type to show how an investment project will be capitalized and operated in a manner that will 
create 1 0 direct and indirect jobs or submit an actual investment plan for a specific proposed project. 
Please note that the Economic Analysis dated March 2 2, 20 1 0 refers to the creation of both aggregate direct 
and indirect jobs and direct and indirect fobs by individual geographic region but does not clearly identify 
the investment projects to be capitalized which are supported by hypothetical investmenr plans or an actual 
investment plan. 

--For niultip'le ini:hBmes· a combination-of hypotlfetical and acrual"pla.Us may-be-submitted:-The-plan-must -
clearly identify how the investor funds will flow to the job creating entity and how the jobs will be created. 
Ifyour exemplar plans are based on an investment in a Targeted Employment Area (TEA), you must submit 
evidence that the proposed plan is located within a designated Targeted Employment Area. See below for 
details on documenting a TEA designation. 

Provide a description with supporting data of how the underlying new direct jobs will be verified when the 
I-829 is filed. Clearly specify the timeframes (by month and year) when and how the direct and indirect 
jobs will materialize for each regional center project. Also, provide the timefrarne for completing each 
project, including project milestones and timelines for which direct job creation is based on and correlate 
these project milestone and timelines to direct and indirect job creation. 

When relying on econometric models for indirect job creation! it is imperative that "direct jobs" will be 
real identifiable jobs supported by wage reports or I-9 forms otherwise they must be explicitly identified as 
hypothetical in nature. Another method would be to predict jobs based on dollar amounr invested in d1e 
overall project and this too must be made clear. This distinction will be critical at the 17829 removal of 
condition stage of the immigration process. 

1 USCIS does not accept or credit creation of direct temporary "construction jobs" within a business plan or 

economic job creation forecasts activities which involve a limited duration construction phase of less than 2 years 

unless the scope, complexity, and the ongoing construction phase must be fully sustained for all the construction 
phase jobs for 2 years or more with respect to the size, scope, nature, engineering/technology challenges and breadth 
of the project--for example a massive-scale nuclear power facility, or major Dam or a giant oil refinery, or similar 
type of massive and expansive and major engineering project. Shorter term construction jobs less than three years in 

duration have been determined to be of such a short term in nature as to not be sustained and to decrease and 

disappear as the initial construction activities wind down to completion. Such shorter term construction jobs in 

many locations are seasonal at best. Nevertheless, for all capital investment expenditures for the construction phase, 

all capital-induced "down-stream" support activities and "indirect" jobs impacted and associated with the 

construction activities SJJCh as suppliers, transportation, engineering and architectural services, maintenance and 

repair services, interior design services, manufacturing of components and materials, etc., may be factored into the 
calculations for creation of indirect jobs. · 

ATIACHMENT TO I-797 
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The proposal must be signed by a principal of the Economic Entity filing the proposal. 

8 CFR 103.2 (a) (2) requires that the applicant or petitioner must sign their petition or application. While 

no specific form is required for a Regional Center Proposal, the proposal must include a signature of a 
principal and the point of contact of the proposed Regional Center, generally found on the letter requesting 
the benefit. In this case the requesting letter was not provided. Therefore, provide a new and updated 
request signed by a Regional Center principal. 

-·-~·General issues-related-to Regional-(;ent-ers---------·- ----·--------

Posting of Regional Center information on the USCIS Web site: 

If the regional center proposal is approved, then public information relating to the regional center will be 
posted on the USCIS web site. In order to provide accurate and updated information provide the 
following, as it relates to the Regional Center 

• Name of the Regional Center 
• Public address 
• Point of Contact 
• Phone/Fax 
• E-mail/Web Page 

Translations: 

.Any document containing a foreign language submitted to USCIS shall be accompanied by a full English 
translation that the translator has certified as complete and accurate, and by the translator's certification that 
he or she is competent to translate from the foreign language into English. 

Copies: 

Unless specifically required that an original document be filed with an application or petition, an ordinary 
legible photocopy may be submitted. Original documents submitted when not required will remain part of 
the record, even if the submission was not required. 

ATIACHMENTTO I-797 
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BESHARA, P .A. 
Edward C. Beshara 
Managing Partner 
Attorney at Law 
B. Juris; LL.B. (Australia) 
Juris Doctor (U.S.A) 

December 22, 2010 

U.S. Department of Homeland Security 
U.S. Citizenship & Immigration Service 
California Service Center 
Attn: EB-5 Regional Center Proposal 
P.O. Box 10590 
Laguna Niguel, CA 92607-0526 

• ATTORNEYS AT LAW 
A FULL SERVICE U.S. IMMIGRATION LAW FIRM 

Vice President & Past President, AI LA Central Florida Chapter 
American Immigration Lawyers Association-Member 

Martindale-Hubbell Preeminent Attorney AV Rated 
Florida Bar Member, Law Institute of Victoria, Australia 

Law Society of New South Wales, Australia 

RE: RESPONSE TO REQUEST FOR EVIDENCE (RFE) PROPOSAL FOR 
LIBERTY WEST REGIONAL CENTER DESIGNATION AS A 
REGIONAL CENTER UNDER THE IMMIGRANT INVESTOR PILOT 
PROGRAM 

Pursuant to Section 610 ofthe Appropriations Act of 1993, Liberty West Regional Center 
submits an Updated Proposal for Designation of Liberty West as a Regional Center which 
focuses exclusively now within the States of California and Arizona. 

The industry focus shall now be primarily as follows: 

1. Accommodation 
2. Food Service and Drinking Places 
3. Travel Related Services 
4. Nursing and Residential Care Facility 
5. Amusement and Theme Parks 
6. Auto Repair and Maintenance 

USCIS issued an RFE on October 20, 2010, for several items that needed clarification and 
expansiOn. 

The RFE Response contains the following evidence marked as Exhibits in support of the 
requested designation: 

1. An Executive Summary 

2. An Index of Exhibits and contents, and each Exhibit is tabbed. 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 
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3. An Updated Job Creation Analysis and Economic Model prepared by a professional 

economic analysis firm and supported by data and statistics publically available. The 
Updated Economic Analysis includes a properly defined geographic scope of the region 
in which the investments will be made and where inputs generate employment creation. 

4. Business Plans reflecting the timing, scale and planned use of the foreign national 
investor capital for the following Exemplar Projects. The Business Plans provide 
reasoned estimates for the inputs that are used in the economic analysis, which is 
fundamental to creating a quality job creation analysis for a given capital investment 
project. 

a. Seven Oasis Hotel Resort 
b. Generations Lifestyles of Globe 
c. CarLife Genesis, LLC 
d. Arizona Theme Park Concepts for West Phoenix & Williams Areas 
e. Satori Development Fund 1, LLC/Satori World Medical, Inc 

The Business Plans and Updated Economic Analysis are clearly transparent and reproducible 
(i.e. data and tables are included). 

Focus of Investment Activity and Capital Investment Threshold 

Based upon the information and exhibits provided in the Response, foreign national's investment 
capital will be generated in projects under the Liberty West Regional Center. 

The geographic focus of the Regional Center contains both Rural and High Unemployment Area 
Targeted Employment Areas (TEA's) as designated by the States of California and Arizona as 
defined in 8CFR 204.6(e). 

Employment Creation 

Based on this Response to the RFE, which includes updated information and documentation 
marked and tabbed as Exhibits, the employment creation prediction requirements have been 
compiled with as set forth in 8CFR 204.6. 

In this respect, the foreign national investor's immigrant I-526 Petition will be supported by a 
comprehensive detailed business plan for a specific project, and supporting financial, marketing 
and economic analysis providing a reasonable basis for projecting employment creation to be 
achieved and realized within two (2) years pursuant to 8CFR 204.6(i)(4)(B). 

That is, the supporting exhibits in this Response will allow the foreign national investor to show 
the potential creation of new direct jobs or the creation of new indirect jobs based on the 
IMPLAN model tied to the industries and projects and, based on the IMPLAN model, tied to 
underlying new direct jobs. 

Therefore, this will support the full number of direct and indirect new jobs being created as a 
result of the foreign national investor's investment. 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 
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PLEASE NOTE THE FOLLOWING RESPONSE TO THE LIBERTY WEST 

REGIONAL CENTER RFE FROM THE USCIS 
December 22°3

, 2010 

RFE is in Black Ink and the RESPONSE is in Blue Ink 

REQUEST 
Mandatory Evidence for the Basic General Proposal 

Promotion of Economic Growth within the selected Geographic Area (8CFR204.6(m)(3)(i»: 

8 CFR 204.6(m)(3)(i) requires that a proposal be submitted which: 

Clearly describes how the regional center focuses on a geographical region of the United States, 
and how it will promote economic growth through improved regional productivity, job creation, 
and increased domestic capital investment; 

You indicated that the designated geographic area for the regional center encompasses the States 
of Arizona, California and New Mexico but an economic growth analysis to show how economic 
growth will be promoted within this region has not been submitted. Moreover, a review of the 
proposal indicates that the regional center is divided into thirteen (13) separate geographic 
regions. 

Submit an Economic Analysis showing how the regional center will promote economic growth 
through improved productivity, job creation and increased capital investment with-in the 
designated region. Aspects of this element of the proposal may be combined with other issues 
listed below in a single economic analysis and job creation model. Please note that there should 
be one (1) Economic Growth Analysis for the aggregated geographic region. 

RESPONSE 
All of the New Mexico counties (8) included in the original submittal have been dropped. 
All of the counties in Arizona & California remain the same. Also dropped are all but 6 
activities of the originally submitted (15). The updated economic work reflects these 
changes. 

Liberty West has narrowed its scope to include the geographic areas and activities that 
have shovel ready projects. We will provide amendments in the future for additional 
projects, areas and activities outside ofthis approval. 

The Updated Economic Growth Analysis which is attached as Exhibit 1 to this RFE 
response includes detailed estimates of economic and EB-5 and total job impact analysis 
for five exemplar projects located in the newly defined and narrower regional center 
geography. This updated impact assessment analysis provides detailed evidence which 
clearly shows if the USCIS were to approve the updated regional center geography and 
the requested six activity areas, activity in the regional economy would increase 
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significantly through increased household earnings (income), total jobs and EB-5 eligible 
jobs, and through expanded demand for a variety of businesses services-including 
business services, utilities, maintenance and repair, and construction both within and 
outside the boundaries of the proposed regional center. 

See pages 2 through 4 of the updated Economic Growth Analysis dated December 8, 
2010. 

1. Executive Summary 

• All of the New Mexico counties (8) included in the original submittal have been 
dropped. All of the counties in Arizona & California remain the same. Also 
dropped are all.but 6 activities of the originally submitted ( 15). The updated 
economic work reflects these changes. 

• Liberty West has narrowed its scope to include the geographic areas and 
activities that have shovel ready projects. We will provide amendments in the 
future for additional projects, areas and activities outside of this approval. 

• The Liberty West Regional Center is seeking approval to engage in activities 
within the Accommodation (NAICS 1 721); Food and Beverage (NAICS 722); 
Healthcare (NACIS 623); Automotive (NAICS 8111); Amusement and Theme 
Parks (NAICS 73111 0); and Other Travel Related Services (NAICS 5615) 
industry clusters under the USCIS EB-5 Program. 

• The Liberty West Regional Center is seeking approval for a 25 county regional 
center in the state of Arizona and in southern California to include the following 
counties: San Bernardino; Los Angeles; Riverside; San Diego; Ventura; 
Orange; Santa Barbara; Imperial; Kern; and San Louis Obispo in California; 
and Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; Maricopa; 
Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma in Arizona. 

• Exemplar Project Analysis was completed for sample projects within each 
industry cluster including a Hotel and Restaurant, a Medical Travel Company, 
an Assisted Living Facility, an Amusement Park, and an Auto Repair Business. 
These are illustrative of the type of projects in the NAICS activity areas that 
Liberty West is seeking approval for. 

1 NACIS refers to North American Industry Classification System 
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• The Regional Center and list of activities if approved will result in growth in the 

regional economics in the proposed Liberty West Regional Center by the 
following; 

• EXHIBIT 2: The proposed Seven Oasis Hotel and Restaurant will 
increase investment in the region by . This impact analysis 
finds that the Hotel and Restaurant will generate significant and positive 
economic benefits for the economy of the regional center and for the 
U.S. economy. The three year total impact on economic output is 
projected to be  

 new EB-5 
eligible2 jobs within the region. 

• Exhibit 6: This impact analysis finds that the Satori Medical Travel 
Company Project will generate significant and positive economic 
benefit for the economy of the regional center and for the U.S. 
economy. The proposed Satori Medical Travel Company will increase 
investment in the economy of the regional center by  

 
 

 new jobs within the regional 
center. 

• Exhibit 3: This impact analysis finds that the Generations Lifestyles of 
Globe assisted living facility will also generate significant and positive 
economic benefits for the regional center's economy and for the U.S. 
economy. The proposed Assisted Living Facility will increase 
investment in the regional center by  

    
 

 new jobs within the 
regional center. 

• Exhibit 4: The impact analysis finds that the Car Life auto repair 
project will generate significant and positive economic benefits for the 
economies of the regional center and U.S. as a whole The proposed 
Auto Repair project will increase investment in the regional center by 

  
 within the regional 

2 In this case, EB-5 eligible means consistent with current EB-5 program regulations 
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center. Additionally, a net increase in full time employment is projected 
to produce  new jobs by year three of the project within the 
regional center. 

• Exhibit 5: Lastly, this impact analysis finds that the Arizona 
Amusement Park project will generate significant and positive 
economic benefits for the regional center economy and for the U.S. 
economy. The proposed Amusement Park will increase investment in 

 

• This report has been prepared for the Liberty West Regional Center, LLC by 
Richard March, PhD. Dr. March holds a PhD in economics and has worked for 
several governmental agencies and prepared a multitude of studies for clients 
such as the State of Florida and the Chesapeake Bay Commission. 

• This impact analysis finds that approval of the regional center designation 
application within the proposed geography and activities areas, would result in 
growth in the regional economy of the proposed LWRC by new direct 
and indirect jobs created by the 5 proposed projects within the L WRC's region 
(see chart on page 10 Economic Analysis) 

• The regional center and activities, if approved, would result in growth in the 
regional economy of the proposed L WRC by a gain of in regional 
household earnings created by the development and operation of the 5 proposed 
projects by LWRC. (see Exhibit 1-11 page 27 Economic Analysis) 

• The regional economy of the Liberty West regional center will experience 
increased need for business services of  annually ifthis application is 
approved. (see Exhibit 1-12 page 2~ Economic Analysis) 

• The proposed regional center's economy will also experience increased demand 
on utilities annually will be . (see Exhibit 1-12 page 28 Economic 
Analysis) 

• The regional center economy will also experience an increase in maintenance 
and repair services of . (see Exhibit 1-12 page 28 Economic 
Analysis) 
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The six industry clusters that are the focus of this analysis are listed below with NAICS 
codes and multipliers. 

Direct to Indirect Job Multiplier by Sector- Regional Center 

Accommodation 
Food Service and Drinking Places 
Travel Related Services 
Nursing and Residential Care Facility 
Amusement and Theme Parks 
Auto Repair and Maintenance 

REQUEST 

NAICS 
721 
722 

5615 
623 

713110 
8111 

Multiplier 
1.38 
1.32 
2.28 
1.29 
2.74 
1.48 

Regional or National Impact of the Regional Center (8 CFR204.6 (m)(3)(iv)): 
Regulations at 8 CFR 204.6(m)(3)(iv) require that the proposal contain: 

... a detailed prediction regarding the manner in which the regional center will have a positive 
impact on the regional or national economy in general as reflected by such factors as increased 
household earnings, greater demand for business services, utilities, maintenance and repair, and 
construction both within and without the regional center; 

Although an Economic Analysis for the Liberty West Regional Center was submitted with the 
proposal, a review of the proposal indicates that a detailed prediction has not been provided 
regarding the manner in which the regional center will have a positive impact on the regional or 
national economy as reflected by such factors as increased household earnings, greater demand 
for business services, utilities, maintenance and repair, and construction both within and without 
the regional center. 

Provide a detailed prediction, which includes the topics of regional or national impact on 
household earnings, greater demand for business services, utilities, maintenance and repair, and 
construction both within and outside the Regional Center. This can be combined with job 
creation and overall economic impact. Again, this impact statement relates to the Regional 
Center as a whole and it should address both the negative and positive impacts. The detailed 
prediction should be one (1) detailed prediction for the aggregated geographic region and not 
detailed predictions for each individual geographic region. 
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RESPONSE 

[See above. There is a detailed prediction for the re-defined geography for the proposed regional 
center in the updated Economic Growth Analysis] 

[See page 1 0 of Section 1-1 for the aggregated impacts summary of the five exemplar projects]. 

to,fal.Liti¢[~ West ·· · .~.,~~ - .IJ ··; 

. ··•.· '- ~ /,,', ,1~' ·~e~iondti~~'?rti~~ · Year<l 
. 

Y~af.2 ·YeaF·3·· 

Further, the updated Economic Growth Analysis presents detailed impact estimates for both 
inside the regional center and for the rest of the United States for each exemplar project in 
sections 1-2 through 1-6 on pages 11 through 15 ofthe updated Economic Growth Analysis. 

(Please See Next Page for the 1-2 Summary of Seven Oasis Hotel and Restaurant Impact Chart) 
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1-2 Summary of Seven Oasis Hotel and Restaurant Impact 
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1-3 Summary of Satori Medical Travel Impact 
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1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact 

(Please See Next Page for the 1-5 Summary of Car Life Auto Repair Impact Chart) 
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1-5 Summary of Car Life Auto Repair Impact 

(Please See Next Page for the 1-6 Summary of Arizona Amusement Park Impact Chart) 
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• 
1-6 Summary of Arizona Amusement Park Impact 

• 

Detailed predictions of the impact ofthese five exemplar projects on household earnings 
(Section 1-11 on page 27), and Utilities, Maintenance and Business Services (section 1-12 on 
page 27) are presented in more detail.] 

p 
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REQUEST 

Indirect Job Creation (8 CFR204.6(m)(3)(ii»: 

Under the provisions of the INA which apply to the Immigrant Investor Pilot Program and 
specific amendments to the statute, especially in the 2002 amendment Per Public Law 107-273, 
enacted November 2"ct, 2002, which clearly states: 

A regional center shall have jurisdiction over a limited geographic area, which shall be described 
in the proposal and consistent with the purpose of concentrating pooled investment in defined 
economic zones. The establishment of a regional center may be based on general predictions, 
contained in the proposal, concerning the kinds of commercial enterprises that will receive 
capital from aliens, the jobs that will be created directly or indirectly as a result of such capital 
investments and the other positive economic effects such capital investments will have. 

Also 8 CFR 204.6(m)(3)(ii) requires you to: 

Provide in verifiable detail how jobs will be created indirectly; 

It is imperative to fully explain indirect job creation, as well as the direct and induced jobs, if 
any. The requirement of creating at least 10 new full-time (35 hours per week) jobs per each 
individual alien investor may be satisfied by showing that, as a result of the investment and the 
activities of the new enterprise, at least 10 jobs per alien investor will be created directly or 
indirectly through an employment creation multiplier effect. The econometric model described in 
the case is the IMPLAN Model. 
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A review of the proposal indicates that the Regional Center is divided into thirt~en (13) 
geographic regions for job creation purposes and that Economic Analyses were submitted for 
each geographic region. Dividing the Regional Center into thirteen (13) separate and distinct 
geographic regions for job creation using IMPLAN will result in job creation inflation by a 
factor of at least thirteen (13). 

If the Regional Center desires to have separate and distinct geographic regions for job creation 
ptirposes, it would be appropriate have a Regional Center for each individual geographic region. 
Otherwise, the IMPLAN Model is being inappropriately used. Please note that job creation 
should be based on the aggregated Regional Center and not the sum of its individual parts. 

Moreover, although fifteen (15) industry clusters are identified in the Economic Analysis, 
hypothetical investment plans or individual investment plans were not submitted to show how 
each investment project will be capitalized and operated in a manner that will create 10 direct 
and indirect jobs. Please note that none of the IMPLAN scenario descriptions for the fifteen (15) 
industry clusters could be properly described as either hypothetical investment plans or an actual 
investment plans. 

RESPONSE 

[This deficiency has been rectified in the updated Economic and Job Creation analysis dated 
December 8, 2010 which re-defines the region and presents detailed economic and job impact 
estimates for this re-defined region in total. 

See Sections 1-1 through 1-6, pages 1 through 15 of the updated Economic Growth Analysis for 
the requested impact estimates]. 

I 

1-1 Introduction 

Wright Johnson, LLC. (WJ) has been retained by the Liberty West, LLC ("LWRC") to assess the 
economic impact of investment in six potential projects located within a 10-county area in 
California and a 15 County area comprising the state of Arizona. The following industry activity 
areas were analyzed as part of these projects: 

1. Accommodations- NAICS 721 
2. Food Service and Drinking Places- NAICS 722 
3. Travel Related Services- NAICS 5615 
4. Nursing and Residential Care Facilities- NAICS 623 
5. Amusement and Theme Parks- NACIS 713110 
6. Auto Repair and Maintenance- NAICS 8111 
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L WRC is proposing an EB-5 regional center, which will target these industries across a 
geographic area comprised of the contiguous counties of San Bernardino; Los Angeles; 
Riverside; San Diego; Ventura; Orange; Santa Barbara; Imperial; Kern; San Louis Obispo; 
Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; Maricopa; Mohave; Navajo; 
Pima; Pinal; Santa Cruz; Yavapai; and Yuma. Based on five (5) exemplar projects provided by 
L WRC, WJ performed an analysis for each of the target industry economic clusters in the 
proposed regional center's geographic area. IMPLAN Pro v3.0 was utilized. 
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NAICS Cluster 
Accommodation- 721 
Food Service - 722 
Travel Related Services - 5615 

Nursing and Residential Services- 623 

Amusement and Theme Parks - 713110 

Auto Repair and Maintenance - 8111 

e 

Project 
Seven Oasis Hotel 

and Restaurants 
Satori Medical 

Travel 
Generations 

Lifestyles of Globe 
Arizona 

Amusement Park 
Car Life 

Professional Auto 
Service 

Project Location 
Los Angeles, CA 

San Diego, CA 

Globe, AZ 

Williams, AZ 

Yuma,AZ 
Flagstaff, AZ 
Chandler, AZ 
Scottsdale, AZ 

Tempe, AZ 

(Please See Next Page for a Chart of the Summary of Regional Center Employment Impacts 
Charts) 
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SUMMARY OF REGIONAL CENTER EMPLOYMENT 1MPACTS3 

Operational Employment Charts for all projects were provided by the L WRC and will be verified 
at the 1-829 stage of the project through payroll verification, such as 1-9 and W-2 verification. 
The economic impact of all exemplar projects are based upon direct and indirect employment 
according to EB-5 regulations in place as of the time of this report. 

When some economists use the term "direct" jobs in the context of an economic/job impact 
methodology such as IMPLAN, what is meant are jobs created directly by revenues the business 
that receives investment capital. However, for the purposes of an EB-5 Regional Center project, 
many of these direct jobs in an economic theoretical sense will be categorized as indirect for EB-
5 program purposes, given that they are not the employees of the EB-5 enterprise, but rather 
tenants of the developments contemplated in this report. 

Detailed analysis within this report, confirms the following chart summarizing the total 
economic impacts of the proposed project in 2011 dollars. 

3 Direct Jobs are shown in the "Summary of Regional Center Employment Impacts" to provide transparency as to 

the use of the 1M PLAN model. Direct construction jobs were not used to calculated total jobs available for EB-5 

purposes per USCIS guidelines. 
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Outlined below is the total economic growth analysis for the aggregated geographic region. The 
following sections 1-2 though 1-6 present the economic growth analysis for the individual 
exemplar projects. 

r·()~~~ ~~IJ.~itf-~~sf~C,gt~~,ll~ic 
Cefi,te:r -. · :~:><t· :: " , o· ~i~~z<J ~{~'~'-··,t. c~,.~~arl Year2 Year3 · .. 

(Please See Next Page for the 1-2 Summary of Seven Oasis Hotel and Restaurant Impact Chart) 
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1-2 Summary of Seven Oasis Hotel and Restaurant Impact 

(Please See Next Page for the 1-3 Summary ofSatori Medical Travel Impact Chart) 
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1-3 Summary of Satori Medical Travel Impact 

e 
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1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact 

(Please See Next Page for the 1-5 Summary of Car Life Auto Repair Impact Chart) 
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1-5 Summary of Car Life Auto Repair Impact 

(Please See the Next Page for the 1-6 Summary of Arizona Amusement Park Impact Chart) 
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1-6 Summary of Arizona Amusement Park Impact 

(Please See the Next Page for the continued REQUEST/RESPONSE) 
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REQUEST 

Moreover, with respect to the inputs of the IMPLAN Model, it appears that the per square foot 
construction costs for each of the fifteen (15) industry clusters described in Economic Analysis 
are based on national average costs (that are adjusted locally) rather than regional average costs. 
Using nationally based inputs adjusted locally would result in job creation inflation in the 
aggregated Regional Center. 

RESPONSE 

[This deficiency has been addressed by the completion of detailed business plans for each 
exemplar project that are included with this RFE submission. 

See Exhibits 2 through 6 in this RFE response.] 

Exhibit 
2 
3 
4 
5 
6 

REQUEST 

Item 
Seven Oasis Hotel Resort Business Plan 
Generations Lifestyles of Globe Business Plan 
CarLife Auto Repair Business Plan 
Arizona Amusement Park Business Plan 
Satori Medical Travel Business Plan 

In addition, it would appear that efforts have not been taken to develop projects in any of the 
fifteen (15) industry clusters above based on page iii of the cover letter dated March 28, 2010. 
which states: "Presently, the Company has not yet identified specific projects with any of the 
above business sectors." 

RESPONSE 

[In the updated Economic Growth Analysis study, the inputs for each of the five exemplar 
projects are provided in the business plans which are attached to this RFE response as Exhibits 2-
6. 

Exhibit 
2 
3 
4 
5 
6 

Item 
Seven Oasis Hotel Resort Business Plan 
Generations Lifestyles of Globe Business Plan 
CarLife Auto Repair Business Plan 
Arizona Amusement Park Business Plan 
Satori Medical Travel Business Plan 
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In addition, Section 2. Methods and Assumptions (see pages 35-36), further elaborates on the 
assumptions employed in the IMP LAN impact assessment modeling.] 

2. Methods & Assumptions 

2-1 Assumptions 

Direct jobs will be supported by I-9/W-2 evidence and required to be EB-5 compliant. 
Additionally the Liberty West Regional Center shall obtain payroll records to assure a minimum 
of 35 hours per week was realized by the direct employee. 

Separate economic analysis will be completed for each specific project in each category to 
clearly show the direct, indirect and induced impact of the project and establish a conservative 
multiplier to assess the overall economic impact of the project. Simultaneously each projects 
geographic location will be researched to determine if the project is in a targeted employment 
area (TEA) or qualified rural area (RA) designating it as a $500,000 minimum investment or a 
$1,000,000 minimum investment. 

2-2 Simulation Inputs 

The relevant information and data was obtained from management of the L WRC and their 
consultants.' The data used includes an estimated construction timeline, expected development 
costs and a variety of industry and marketing information as well as public information from 
U.S. Government sources. Additional research and analysis was performed by WJ to 
substantiate client provided data for reasonableness. 

Industry and project related metrics such as output and employment were compared to national 
and regional data sources. 

Quality control checks and data sources provided were found to be reasonable for this economic 
and job creation impact assessment analysis within the proposed geographic area of the Regional 
Center applicant. 
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Information from the attached business plans for each proposed industry cluster were provided 
by L WRC and such information within the plans was evaluated and then incorporated into this 
analysis for area specific background and demographic purposes. 

Based on the data provided and corroborated, inputs were created for use in the IMPLAN system 
to model the economic impact of the construction and operations phases of each project. The 
relevant information and data used to develop the model inputs, including the timing and 
operational build out of each project were provided by the L WRC. 

Per USCIS guidelines, although construction activity will create jobs and income for the 
proposed Regional Center and for the US economy, this job creation is not being used in the EB-
5 investor job count. 

2-3 Estimation of Construction Jobs 

users guidelines state that direct construction jobs lasting less than two years should not be 
counted for the purposes of determining the EB-5 job count. However, the indirect and induced 
jobs can be counted. Liberty West Regional Center is not calculating any construction jobs 
within the exemplar projects submitted at this time. 

REQUEST 

Submit an updated Economic Analysis that shows and describes job creation for the aggregated 
regional center by industry cluster. Clearly identify the industry clusters (including the NAICS 
codes) and list the job creation multipliers. Moreover, for each industrial cluster described in the 
updated economic analysis, list the actual job creating activities. The analysis must clearly show 
the inputs to the model, and the calculations used to determine the jobs that will be created. 

RESPONSE 

[This deficiency is addressed through a detailed region-wide prediction of all NAICS categories 
for the re-defined geography for the proposed regional center in the updated Economic Growth 
Analysis 

[See Sections 1-2 through 1-6, pages 11 through 15) for the detailed impact estimates by each 
NAICS sector category for the five exemplar projects]. 
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1-2 Summary of Seven Oasis Hotel and Restaurant Impact 

(Please See Next Page for the 1-3 Summary ofSatori Medical Travel Impact Chart) 
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1-3 Summary of Sa tori Medical Travel Impact 

e 
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1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact 

(Please See Next Page for the 1-5 Summary of Car Life Auto Repair Impact Chart) 
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1-5 Summary of Car Life Auto Repair Impact 

(Please See Next Page for the 1-6 Summary of .Arizona Amusement Park Impact Chart) 
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1-6 Summary of Arizona Amusement Park Impact 

(Please See Next Page for the Continued REQUEST/RESPONSE) 
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REQUEST 

To support the updated Economic Analysis submit either a hypothetical investment plan for each 
industry project type to show how an investment project will be capitalized and operated in a 
manner that will create 10 direct and indirect jobs or submit an actual investment plan for a 
specific proposed project. Please note that the Economic Analysis dated March 22, 2010 refers to 
the creation ofboth aggregate direct and indirect jobs and direct and indirect jobs by individual 
geographic region but does not clearly identify the investment projects to be capitalized which 
are supported by hypothetical investment plans or an actual investment plan. 

RESPONSE 

[The description of how investments will be capitalized for each exemplar project can be found 
in the detailed business plans for each exemplar project in Exhibits 2 through 6. Very briefly, 
the Liberty West Regional Center plans to use a debt or equity approach depending on the 
project and client preference. 

Each project under the Liberty West Regional Center will be examined for its structure and 
financing entities. Some projects may be strictly a loan from the foreign immigrant investors 
formed entity. In other cases it may be an equity investment from the entity that the foreign 
investors own.] 

Exhibit 
2 
3 
4 
5 
6 

REQUEST 

Item 
Seven Oasis Hotel Resort Business Plan 
Generations Lifestyles of Globe Business Plan 
CarLife Genesis, LLC Business Plan 
Arizona Amusement Park 
Satori Medical Travel Business Plan 

For multiple industries a combination of hypothetical and actual plans may he submitted. The 
plan must clearly identify how the investor funds will flow to the job creating entity and how the 

. jobs will be created. If your exemplar plans are based on an investment in a Targeted 
Employment Area (TEA), you must submit evidence that the proposed plan is located within a 
designated Targeted Employment Area. See below for details on documenting a TEA 
designation. 

RESPONSE 

[At this time, the Liberty West Regional Center has not identified specific sites for the 
development of these exemplar projects in more detail than the municipal location for each 
exemplar project. The RC expects to develop all of its projects within a duly certified Targeted 
Employment Area (TEA) that will be established according to EB-5 program regulations and 
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Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 

34 



• • 
consistent with the state regulations-either Arizona or California-depending upon where 
specifically the project may be developed. The principals of the Liberty West Regional Center 
have worked closely with the Arizona Department of Economic Development and the California 
Business, Transportation and Housing Agency to develop-an EB-5 compliant methodology to 
determine high unemployment rate TEAs within these states.] 

REQUEST 

Provide a description with supporting data of how the underlying new direct jobs will be verified 
when the 1-829 is filed. Clearly specify the timeframes (by month and year) when and how the 
direct and indirect jobs will materialize for each regional center project. Also, provide the 
timeframe for completing each project, including project milestones and timelines for which 
direct job creation is based on and correlate these project milestone and timelines to direct and 
indirect job creation. 

RESPONSE 

This deficiency is addressed by the attached business plans for each exemplar project as 
contained in Exhibits 2 through 6 of this RFE response. 

The Liberty West Regional Center will use only eligible direct jobs to indirect jobs to satisfy the 
EB-5 job creation criteria. 

Totall._iberty West 
Regional Center Year1 Year2 
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REQUEST 

When relying on econometric models for indirect job creation! it is imperative that "direct jobs" 
will be real identifiable jobs supported by wage reports or I-9 forms otherwise they must be 
explicitly identified as hypothetical in nature. Another method would be to predict jobs based on 
dollar amount invested in the overall project and this too must be made clear. This distinction 
will be critical at the 1-829 removal of condition stage of the immigration process. 

RESPONSE 

We need to make it perfectly clear that we are not using job predictions based on dollar amount 
invested in any of our Liberty West projects. 

Empyrean West has developed for the Liberty West Regional Center a unique reporting system 
called "Liberty Tracker". With this system Liberty West provides the foreign investors the most 
comprehensive reporting possible on their EB-5 investment. 
Through Liberty Tracker investors will always be compliant, reporting quarterly progress on all 
job creation and expenditures. When it is time to complete the I-829 Liberty Tracker will supply 
the payroll data verifying the needed 35 hours per week per employee plus the 1-9 and W-2's 
required by USCIS. 
In addition this reporting system will complete the annual reporting utilizing the 1-924A USCIS 
form for each project. 

Below is a timeline by year of the job creation for each exemplar project 
submitted identifying the direct and indirect job creation. The exact job creation time line will be 
submitted when specific projects are submitted for approval by the USCIS. 
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The above information and exhibits enclosed in the Response answers the issues and requests for 
evidence presented by the EB-5 Unit of the USCIS. On this basis, we request that the USCIS 
approves the designation of Liberty West Regional Center. 

If you have any questions, please call the office directly. 

Sincerely, 

;;:;,;~tc 
Edward C. Beshara 
Managing Partner/ Attorney at Law 
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December 20t11
, 2010 

U.S. Department of Homeland Security 
U.S. Citizenship & Immigration Service 
California Service Center 
Attn: EB-5 Regional Center Proposal 
P.O. Box 10590 
Laguna Niguel, CA 92607-0526 

• 
·:e~sT 
:.;"', ·_'::~r;· ~, ·: ; . , •. 

RE: Executive Summary for Regional Center Designation for 
Liberty West Regional Center 

In support of the Liberty West Regional Center Application .for designation, please note the 
following Executive Summary. 

In addition, the Executive Summary and Liberty West Regional Center Application are 
supported by the attached exhibits which are tabbed. Each exhibit also includes a detailed index 
for your attention and review. 

EXECUTIVE SUMMARY 

• All ofthe New Mexico counties (8) included in the original submittat'have been 
dropped, All of the counties in Arizona & California remain the same. Also dropped 
are all but 6 activities of the originally submitted (15). The updated economic work 
reflects these changes. 

• Liberty Westhas narrowed its scope to include the geographic areas and activities that 
have shovel ready projects. Identified in the chart below are the six NAICS Industry 
Clusters and the five exemplar projects that Liberty West will demonstrate their 
economic impact throughout this response. 
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Accommodation- 721 
Food Service-722 
Travel Related Services- 5615 

. Nursing and Residential Services -
623 
Amusement and Theme Parks -
713110 
Auto Repair and Maintenance - 8111 

and Restaurants 

Satori World 
Medical 

Generations 
Lifeffi':!es of Globe 

Arizona 
Amusement Park 

Car Life 
Professional Auto 

Service 

San Diego, CA 

Globe, l\Z 

Williams, AZ 

Yuma,AZ 
Flagstaff, AZ 
Chandler, AZ 
Scottsdale, AZ 

Tem__2_e, AZ 

We will provide amendments in the future for additional projects, areas and 
activities outside of this approval. 

• The Liberty West Regional Center is seeking approval to engage in activities 
within; 

Accommodation 
Food Service and Drinking Places 
Travel Related Services 
Nursing and Residential Care Facility 
Amusement and Theme Parks 
Auto Repair and Maintenance 

721 
722 

5615 
623 

713110 
8111 

The Liberty West Regional Center is seeking approval for a 25 county regional 
center in the state of Arizona and in southern California to include the 
following counties: San Bernardino; Los Angeles; Riverside; San Diego; 
Ventura; Orange; Santa Barbara; Imperial; Kern; and San Louis Obispo in 
California; and Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; 
Maricopa; Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma in 
Arizona. 

Exemplar Project Analysis was completed for sample projects within each 
industry cluster including a Hotel and Restaurant, a Medical Travel Company, 
an Assisted Living Facility, an Amusement Park, and an Auto Repair Business. 
These are illustrative of the type of projects in the NAICS activity areas that 
Liberty West is seeking approval for. 
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• The Regional Center and list of activities if approved will result in growth in 
the regional economics in the proposed Liberty West Regional Center by the 
following; 

• The proposed Seven Oasis Hotel and Restaurant will increase 
investment in the region by   

 
 
 

  
 new EB-5 

eligible1 jobs within the region. (see Exhibit 2) 

• This impact analysis finds that the Generations Lifestyles of Globe 
assisted living facility will also generate significant and positive 
economic benefits for the regional center's economy and for the U.S. 
economy. The proposed Assisted Living Facility will increase 
investment in the regional center by  

   
 

 new jobs within the 
regional center. (see Exhibit 3) 

• The impact analysis finds that the Car Life auto repair project will 
generate significant and positive economic benefits for the economies of 
the regional center and U.S. as a whole The proposed Auto Repair 
project will increase investment in the regional center by  

   
 

 new 
jobs by year three of the project within the regional center. (see Exhibit 
4) 

• Lastly, this impact analysis finds that the Arizona Amusement Park 
project will generate significant and positive economic benefits for the 
regional center economy and for the U.S. economy. The proposed 
Amusement Park will increase investment in the region by  

    
 within the regional center. Additionally, a 

net increase in full time employment within the regional center is 

1 1n this case, EB-5 eligible means consistentwith current EB-5programregulations 

(b) (4)

(b) (4)

(b) (4)

(b) (4)
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projected to produce  new jobs by the end of year two of the 
project. (see Exhibit 5) 

• This impact analysis finds that the Satori Medical Travel Company 
Project will generate significant and positive economic benefit for the 
economy of the regional center and for the U.S. economy. The 
proposed Satori Medical Travel Company will increase· investment in 
the economy of the regional center by   

 
 

new jobs within the regional center. (see 
Exhibit 6) 

• This Updated Economic Analysis (see Exhibit 1) has been prepared for the 
Liberty West Regional Center, LLC by Richard March, PhD. Dr. March holds 
a PhD in economics and has worked for several governmental agencies and 
prepared a multitude of studies for clients such as the State of Florida and the 
Chesapeake Bay Commission. 

• This Updated Economic Impact Analysis finds that approval of the regional 
center designation application within the proposed geography and activities 
areas, would result in growth in the regional economy of the proposed L WRC 
by  new jobs created by the 5 proposed projects within the LWRC's 
regiOn 

• The regional center and activities, if approved, would result in growth in the 
regional economy of the proposed LWRC by a gain of in regional 
household earnings created by the development and operation of the 5 
proposed projects by LWRC. 

• The regional economy of the Liberty West regional center will experience 
increased need for business services of  annually if this application 
is approved. 

• The proposed regional center's economy will also experience increased demand 
on utilities annually will be  

(b) (4)

(b) (4)

(b) (4)

(b) (4)

(b) (4)

(b) (4)
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In addition, the six industry dusters that are the focus of this Updated Economic Analysis 
are listed below with NAICS codes and multipliers. 

Direct toindirect Job Multiplier by Sector -_Regional Center 

Accommodation 
Food Service and Drinking Places 
Travel Related Services 
Nursing and Residential Care Facility 
Amusement and Theme Parks 
Auto Repair and Maintenance 

If you have additional questions, please contact our office directly. 

Sincerely, 

~YelL-----
David C. Keller 
Managing Director 
Liberty West Regional Center, LLC 
dkeller@Empyrean West. com 

NAICS 
721 
722 

5615 
623 

713110 
8111 

Multiplier 
1.38 
1.32 
2.28 
1.29 
2.74 
1.48 
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A. EXECUTIVE SUMMARY 

A 1. Industry and Satori World Medical Overview 
Deloitte & Touche, (the second largest accounting firm in the U.S.) through their Center for 
Health Solutions published The Deloitte 2009 Survey of U.S. Health Care Consumers which 
revealed strong interest in outbound medical tourism (Medical Travel). The Deloitte Center for 
Health Solutions issued an industry update in October 2009 highlighting that 750,000 
Americans went outside the U.S. for medical care in 2007, including dental procedures, and is 
anticipating that number to grow to 1.6 million by 2012 with a sustainable annual growth of 
35%. 

Only Satori World Medical is positioned to quickly become the leader in this industry for these 
reasons: 

1. Satori has recruited a management team, with over 120 years of leadership experience 
in health services including, start-ups and developing companies, medical management, 
health plan management, health plan sales, insurance, network development and 
management, as well as, patient care. 

2. Additionally, we have established a leading group of advisors for our Board of Directors, 
Medical Quality Advisory Board and Strategic Advisory Board with over 275 years of 
successful health services entrepreneurship, medical management, patient care, health 
plan sales, health plan leadership, government and public policy and executive 
leadership. Satori is structured throughout with experienced, professional staff and 
collectively has assembled an unparalleled leadership team. 

3. Satori has assembled a network of Joint Commission International (JCI) accredited 
International Centers of Excellence with leading-edge technology, departments 
designed to cater to international patients, teams of US/UK or equivalently trained and 
board certified top physicians and English speaking nursing staff. Simply put, our 
network hospitals are "the best of the best". Our accredited hospitals are located 
globally, including Canada, Mexico, Costa Rico, India, Thailand, Singapore, Philippines 
and Turkey. We will prior to the end of 2010 have hospitals in China and South Korea. 

4. Satori has established a unique contract pricing model utilizing our global providers 
delivering 40% to 80% cost savings to plan sponsors and payors on common, high cost 
surgical procedures. Employer clients estimate their savings opportunity to be 
approximately five (5) to six (6) % of annual medical expense when the Satori Global 
Network is imbedded in their employee's medical plan. 

5. Satori has established a proprietary (patent-pending) shared savings model which allows 
financial and plan sponsors to share a portion of the savings generated through the 
Satori global network with their employees/members. This innovative approach is tax
advantaged and generates real dollars to all stakeholders. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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6. Satori is the only company with a "closed eco-system "meaning that all of our processes 

are handled internally so there are no external handoffs with all customer services 
delivered in a professional, seamless manner. 

7. Satori is the only company providing coordinated concierge medical travel services 
managed by bilingual Registered Nurse(s) with surgical experience performing as Nurse 
Patient Advocate(s) (NPA). Our in-house Travel Care Coordinator(s) (TCC) handle all 
logistics surrounding travel for the patient and a companion. 

8. Satori has built a Client Service Tool (CST), a software system that monitors, tracks, and 
records the patient flow longitudinally across all functions. This allows Satori to 
electronically interface with plan and financial sponsors as necessary on an efficient and 
effective basis. 

9. Each network provider hospital has been personally inspected by our Chief Medical 
Officer (CMO) and VP, Network Development & International Operations, who vetted 
the hospitals and doctors utilizing our rigorous multi-day due diligence process. Our 
multi-disciplinary quality model is unmatched in the industry and is led by Ron Johnson, 
M.D., F.A.C.S. a board certified surgeon and the company's full-time Chief Medical 
Officer. 

10. Satori is the only company to have contractually obligated all of our network providers 
to participate in ongoing quality audits, monitoring, credentialing and quarterly 
reporting. Our contracts with our network providers recognize the US payors regulatory 
obligations. 

11. Satori has assembled an industry-first, Medical Quality Advisory Board (MQAB), 
comprised of leading clinicians in their sub-specialty field who have established clinical 
guidelines around eligibility for medical travel, monitor the quality outcomes and 
reporting of our network. The MQAB serves as an advisor on various medical issues. 

12. Our Network Development department led by Naimeh Tanha, VP Network Development 
& International Operations has developed our network contracting philosophy of 
utilizing typical US payor style contracts with all of our international providers. 
Essentially all key aspects of our contracts mirror the critical functions required by US 
based payors. 

13. Our provider agreements have industry leading pay-for-performance provisions, as well 
as, the requirement that all healthcare personnel who interact with our patients must 
speak English. Among our many network innovations, is the requirement in our 
agreements, that the pricing of the surgical procedure is bundled (all inclusive- hospital, 
physician, ancillaries, devices, ground transportation), and negotiated as a fixed price 
case rate. 

14. Satori is the only company of its kind that does not charge a Per Employee Per Month 
(PEPM) network access fee or rental fee for our program. Rather, our clients' pay Satori 
only when they save money. We share the risks along with the benefits of the plan 
sponsor. Our goals from a quality and economic perspective are fully aligned with all 
stakeholders. 

15. The invoice for services from Satori is an all inclusive single bill in U.S. Dollars which 
includes a mark up for Satori to cover our overhead and profit. With this unique 
feature, a plan sponsor's claims adjudication expense drops dramatically and is very 
easy to process. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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16. Satori is focusing on a select group of high cost surgical procedures (e.g. Cardiovascular 

Surgery, Orthopedic, et.al) that have a potential available market value in the U.S. 
healthcare system well in excess of $500 billion. 

17. Satori has established a global cosmetic surgery program which provides access to a 
high quality network of leading plastic surgeons and hospitals. 

18. Satori has established a Dental program utilizing the same rigorous quality standards in 
each of network countries. 

19. The "Satori Cross Border Network ™" provides access to quality medical clinics and 
physicians along the California/Mexico border. 

Our Mission Statement: 

Satori World Medical is a payor supported, employer sponsored and consumer choice global 
healthcare network which provides individuals, employers, financial sponsors and insurers with 
world-class healthcare, excellent client service and significant financial benefit. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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A.2 The Company 

The Company is a privately held California corporation founded in 2007. The Company 
completed its startup fundraising round (Series A Preferred) in May 2008 with a round of 

 Series A follow-on round completed in 2009. From 
inception (April 2008) through June of 2010, Satori World Medical has focused on establishing 
the operations ofthe company. Among the items accomplished: 

• Established global headquarters in San Diego, California 
• Hired team of expert professionals for the management team with over 120 years of 

healthcare experience including operations in managed care, hospital management, 
insurance product sales, and network development and management 

• Established a leading group of advisors for our various Boards (Board of Directors, 
Strategic Advisory Board and Medical Quality Advisory Board) with over 275 years of 
successful leadership in various health services and leadership disciplines. This 
incredible resource is available to the management team and provides relevant 
guidance, business advice and input into our direction and focus 

• A team of Satori professionals performed on-site medical quality due diligence in 
twenty-six(26) hospitals in eleven (11) countries around the world and have five (5) 
more hospitals in three (3) countries scheduled for later in 2010. 

• Satori contracted with and completed a global network comprised of nineteen (19) 
International Centers of Excellence. Our world-class facilities are the "Best of the Best" 

• Developed and implemented a robust medical quality management system comparable 
to U.S. standards which includes quality measurement systems, audits and ongoing 
monitoring 

• Established patient medical travel guidelines and protocols 
• Established infrastructure, processes and policies on all facets of operations including 

billing, collecting, Information Systems, Client Relationship Management systems and 
management metrics 

• Developed and implemented an industry leading Nurse Patient Advocacy program 
including all protocols around patient care coordination (interface between physicians 
and patients), insurance verification, travel and hotel arrangements, and patient 
experience and satisfaction survey 

• Developed and implemented branding of the company, core values, key programs, logo, 
literature and corporate identity that distinguishes Satori World Medical 

• Filed a Patent with the U.S. Trademark & Patent Office in July 2008 on the Satori 
Business Method and Model 

• Developed and launched an innovative, consumer-driven web site 
(www.satoriworldmedical.com) coupled with a Search Engine Optimization (SEQ) 
campaign 

• Executed contracts with several plan sponsors, financial sponsors and strategic alliances 
which have begun to generate patients for program. A representative sampling of 
these arrangements are: 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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o SIMNSA Health Plan- a cross border licensed health plan 
o United Healthcare- Included in RFP for existing customer 
o McGregor & Associates- an Employer and Benefits Consultant 
o PS Health Solutions- a Third Party Administrator (TPA) 
o Integrated Health care- A technology platform strategic partner 
o Sharebridge Private Equity Consolidated -A consortium of private equity owned 

portfolio companies with over 4 million employees 
o UHA (a licensed health plan headquartered in Hawaii) 
o Imperial Valley Voluntary Employee Benefits Association (VEBA) 

• As of July 2010 we have sent dozens of patients for services in our international 
hospital provider network and have approximately thirty (30) individuals in evaluation 
which subsequently leads to the scheduling of surgical procedures all of which 
demonstrates acceptance of the business model 

• Since January 2009, when the Company launched its communication program, we have 
achieved a significant amount of visibility including being named in June 2009 by 
Entrepreneur Magazine as one of 11The 100 Brilliant Companies to Watch in 2009", as 
well as, the lead profiled company in the healthcare category (one of ten sectors) 

• The Company has developed an Implementation Program coupled with member 
communications materials for clients 

• Participated and responded to several Requests for Proposals (RFP) from large Health 
Plans and brokerage firms 

• Developed a Client Service Tool (CST) which is a longitudinal record of all patient 
interactions and a data warehouse which can electronically interface with plan sponsors 

• Successfully launched The Satori Cross Border Program™ in October 2009. Through the 
Cross Border program, employees will gain access to high quality providers which 
include SIMNSA physicians and clinics in Tijuana, Mexicali, Rosarito and Tecate. (See 
Exhibit XIII for The Satori Cross Border Program™) 

The healthcare industry has entered a time of dramatic transformation, fueled not only by the 
aging population, also known as the "silver tsunami", but also by the availability of new medical 
and information technologies, medical services, and drugs. The passage in March 2010 of the 
Patient Protection and Affordable Care Act (PPACA) is a watershed event that will ensure 
healthcare insurance coverage for the 47 million currently uninsured Americans. The PPACA 
provides an additional opportunity for the Satori Global Network to continue to provide service 
and revenue opportunities well into the future. It is virtually irrefutable, despite Washington's 
best efforts to "bend the cost curve" that healthcare costs will continue to significantly outpace 
inflation for the foreseeable future. 

The utilization and demand for surgical procedures are increasing due to the aging of America. 
Most people are provided with health insurance, individuals are more responsible for their own 
costs of health care, and the choices that they make are influencing how much they will pay. It is 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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estimated that U.S. spending for healthcare will rise from the current $2.3 trillion to $4 trillion 
by 2016.1 

As U.S. healthcare costs continue to rise, impacting U.S. households and companies throughout 
the nation, and medical premiums increasingly soar well above the general rate of inflation 
{medical insurance premium increases for 2009 averaged 9%), traveling for medical care 
outside the U.S. has increasingly become an attractive, viable and popular option. According to 
the Deloitte Survey, consumers are willing to travel to obtain care that is both safe and less 
costly. In fact, two in five survey respondents said they would be interested in pursuing 
treatment abroad if quality was comparable and the savings were 50 percent or more.2 

The shock of escalating healthcare costs in the U.S. is felt in every household and by every 
company. Even consumers with employer-sponsored health insurance are increasingly actively 
choosing medical travel outside of the U.S. as a feasible option. As patients are exposed to 
greater financial burdens resulting from higher co-payments, deductibles and paying for a 
larger percentage of their premiums, they are being forced to seek low-cost treatment 
alternatives such as medical travel.3 

Satori World Medical has established an international network of hospitals that are accredited 
by the Joint Commission International (JCI), an arm of the U.S. hospital accrediting body, the 
Joint Commission on Accreditation of Healthcare Organizations {JCAHO) including board 
certified physicians that provide world-class medical care at a fraction of the cost of the care 
delivered in the U.S. by domestic hospital networks. Our patent-pending model is attractive 
because all stakeholders {including the patient) share in the significant financial savings. This 
allows U.S. companies to be more competitive at home as well as on a global basis because 
their cost structure for health benefits is dramatically lowered and prospectively comparable to 
their international competitors. 

The Company's service offering can be described as a "closed eco-system". We provide a 
comprehensive, one-stop shop for all services needed for individuals to obtain their medical 
care within our global healthcare network of Satori International Centers of Excellence. The 
potential patient needs only to make one call to our Nurse Patient Advocate {NPA) and we 
provide all the services necessary for them to receive care in our network. Additionally, our 
NPA's will answers all their questions and provide ongoing guidance/communication to ensure 
that the individual is making an informed decision. See Exhibit I for a schematic of the Patient 
Flow Chart. 

A combination of factors has led to a substantial increase in popularity of medical travel; 
favorable clinical outcome results in JCI hospitals, the high cost of U.S. healthcare, an increase 
in the dollars that the patient is responsible for in their healthcare expenses, the ease and 
affordability of international travel, significant improvements in technology, hospitals, physician 

1 National Coalition on Healthcare. Facts on the Cost of Health Insurance and Health Care. 2008. 

<http://www .nchc.org/documents/Cost%20Fact%20Sheet-2009.pdf> 
2 Deloitte Center for Health Solution. Medical Tourism: Consumers in Search of Value. 2008. 

<http://www.deloitte.com/dtt/cda/doc/content/us_chs_MedicaiTourismStudy%283%29.pdf> 
4 Satori World Medical Proprietary Research. 
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and nurse training, and overall demonstrable improvements in transparency, measurement and 
quantification in the standards of care available globally. 

The Deloitte survey mentioned earlier highlights that 750,000 Americans went outside the US 
for healthcare in 2007 (including dental procedures) and is anticipating that number to grow to 
1.6 million by 2012, which is an average of approximately 4,500 patients per day. See figure 1 
below from the Deloitte 2009 Survey of U.S. Health Care Consumers. 

I. lU~~.Outbmni<lPntient Flow, :lo-Yenr P•~f~ctiOils(millimis)•••··· 
I> ~~-~:::;::-: ·:::J~---~-:.: _. ~--~--~~--------···------"·-··:~ .. -~_:. -·~ ___ .. _...:_.: _. ____ ·. --~~j~--~-·-:-~·--··--·--·---~--· ~-·--·:::::>:·: ·~---'-·~~:i~~j~-----.. -

i. 

L 
L 

L 
~ 

~ ---
~----~-~--.. ' ·I 

. 2008 200CJ. 2010 

*Source: Deloitte Survey of U.S. Outbound Patient Flow, October 2009 

Satori World Medical is the world's first global health care network and service company 
specifically designed to provide individuals access to high quality health care services, share the 
cost savings with all stakeholders, and deliver all medical travel services for individuals that 
need care. We are a values-driven organization and our business model and all aspects of our 
infrastructure are centered on quality, innovation, integrity, and excellence in client service. 
We believe in delivering a professional and highly personalized medical travel experience and 
we continually strive to exceed our clients' expectations in everything we do. We call our 
program, The Satori Experience™. Satori has established 4 core Pillars of Excellence which set 
the foundation for everything we do and is centered on all individuals having excellent 
outcomes and a superior Satori Experience™. 
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Our passion for excellence is the touchstone of the Satori Experience'M. 

Satori was specifically designed to provide the same high level of medical quality, network 
management services and infrastructure as any U.S. domestic hospital network at a savings of 
40-80% of the cost of same procedures performed in the U.S. The dollar differential is even 
more dramatic as the savings is calculated after the cost of airfare and hotel for the patient and 
a companion, all hospital and physician fees, a Personal Accident Insurance policy and Satori's 
mark-up for overhead and profit. 

For the first time, the employee/potential patient is able to share in the savings in a meaningful 
way, on a tax-free basis when selecting the Satori's Global Network™ for their medical 
procedure. Our patent-pending Business & Care Model provides for sharing the significant 
dollar savings generated (through utilizing Satori for a surgical procedure) with all stakeholders 
involved in the process. (I.e. the employer, health plan and employee) 

The revolutionary Satori approach will quickly become the benchmark 
of global healthcare. 
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Quality Care 

Satori World Medical is rapidly establishing itself as the preeminent global healthcare network. 
We have spent significant resources, time and effort in replicating the infrastructure that the 
financial sponsor or payor (Insurance companies, Self-funded Employers, Unions, Trust Funds, 
Public Sector Employers, et. al.) require in contracting for their membership to receive medical 
and hospital care by a network/provider organization. Our commitment to excellence is 
especially apparent in the Quality Assurance Program, led by Ron Johnson M.D., F.A.C.S. the 
company's full-time Chief Medical Officer (CMO). Our Quality program focuses on improving 
health outcomes and the quality of life of our patients. The mission of the Quality Assurance 
Program is in providing comprehensive oversight of Satori's health care delivery system, using 
the most current evidence-based clinical guidelines and best practices, to make international 
health care safe, cost effective, patient centered, timely, efficient and equitable. As CMO, Dr. 
Johnson is charged with the establishment, management and monitoring of all medical quality 
standards of the company. Satori utilizes outcome criteria, such as Leapfrog and Healthgrades 
for cardiac centers, American College of Surgeons and the American Society of Metabolic and 
Bariatric Surgery for Bariatric Centers, etc. 

Joint Commission International (JCI) accreditation is used as a minimum standard for selecting 
facilities to be Satori World Medical International Centers of Excellence. We utilize the "best of 
the best," and identify institutions that specialize in the procedures we offer, with outcomes 
that rival the leading U.S. institutions. Most of our International Centers of Excellence have 
affiliations with prestigious U.S. medical schools and hospitals, such as Johns Hopkins, Harvard 
Medical, Cleveland Clinic and Methodist International. Multi-day site visits are part of the 
selection process, with extensive hospital audits (see Exhibit Ill for Audit Check List), meetings 
with administration and medical staff leadership, touring of patient care areas including 
Intensive Care Units (ICU) and Operating Rooms (OR) (as well as scrubbing in for observing 
surgery), and experiencing the entire patient experience from airport to hotel to hospital and 
back. Our multi-disciplinary quality model is unmatched in the industry. No other Medical 
Travel Company has performed the intensive diligence done by Satori's Quality and Network 
Management Departments on all the hospitals and their physicians. 

The best of the medical staff is chosen. All physicians are US/UK or equivalently trained and 
board certified, experts in their specialty, and speak English. The institution's agreements to 
provide package pricing, accept our provider contract, and include pay-for-performance and 
periodic quality reporting requirements are all factored in. The selection is on-going, with 
quarterly reporting of quality data, annual site visits and quarterly teleconferences with medical 
directors all part ofthe ongoing process. 

Additionally, Satori has assembled an industry first, Medical Quality Advisory Board (MOAB see 
page 49 for MOAB Bios), comprised of leading clinicians in their sub-specialty field who have 
established clinical guidelines around eligibility for medical travel, monitor the quality outcomes 
and reporting of our network and serve as an advisor on various medical issues. 
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The initial list of procedures approved by the Medical Quality Advisory Board (MQAB) and Dr. 
Johnson for the Satori Global Network™ totals nineteen {19). The surgical specialties include 
cardiac, orthopedic, spine, bariatric, men and women's health. (See Exhibit IV for the Satori 
Global Network™ Provider Directory). It is anticipated within the next twelve (12) months 
additional surgical procedures will be added bringing the total number of different surgeries to 
approximately thirty {30) which will expand the company's reach and breath. 

Additionally, we have developed a dental network which was launched in June of 2010. Our 
dental network will mirror virtually all of the same quality requirements of our medical 
program. Initially our locations and dentists will be in the same city as our hospital network as 
we want to partner with dentists that have hospital privileges and credentials as one measure 
of quality. To date, we have established nine {9) providers in six (6) countries, which is the most 
robust dental network in the Medical Travel industry. 

Satori Global Network'M 

The initial number of hospitals in the Satori Global Network'M totals nineteen {19) hospitals in 
eight {8) countries. The minimum criterion for inclusion in our network is accreditation by the 
Joint Commission International (JCI), the International arm of the Joint Commission on 
Accreditation of Healthcare Organizations (JCAHO) which accredits all US hospitals. All 
nineteen {19) hospitals have passed our rigorous multi day due diligence process and have 
contractually agreed to participate in Satori's ongoing Quality Improvement Program. 

The Satori Global Network™ institutions and their affiliations include: (See Exhibit V for Satori 
Global Network™ Map and Hospital Images) 

• Canada 
o Centre Metropolitiain de Chirurgie 

• Costa Rica 
o Hospital Clinica Biblica, San Jose 

• India 
o Asian Heart Institute, Mumbai (Cleveland Clinic) 
o lndraprastha Apollo, New Delhi (Mayo Clinic & Johns Hopkins) 
o Wockhardt, Mumbai (Harvard Medical) 

• Mexico 
o Hospital San Jose Tee de Monterrey, Monterrey (Johns Hopkins) 
o ABC Hospital- Observatorio Campus, Mexico City 
o ABC Hospital- Santa Fe Campus, Mexico City 
o OCA Hospitals - Monterrey 

• Philippines 
o St. Luke's Medical Center, Manila (New York Presbyterian, Memorial-Sloan 

Kettering Cancer Center, Columbia University & Cornell) 
o The Medical City, Manila 

• Singapore 
o National University Hospital, Singapore 
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o Parkway Health - Gleneagles, Singapore (Johns Hopkins) 
o Parkway Health- Mount Elizabeth, Singapore (Johns Hopkins) 

• Thailand 
o Bangkok Hospital Medical Center, Bangkok 
o Bumrungrad International Hospital, Bangkok 
o Samitivej Srinakarin Hospital - Bangkok 

• Turkey 
o Ac1badem, Istanbul (Harvard Medical) 
o Anadolu, Istanbul (Johns Hopkins) 

The Company, as a guiding philosophy, will not seek to have network hospitals in dozens of 
countries. We are looking to have a tight, high performing hospital network so that Satori can 
partner effectively. Our goal is not be all things to all people, but be targeted, focused and 
specific. 

The Company will expand in several geographical locations over the next several years to meet 
client requests or to fill a market need.  

 
  

  
 

  
 

These additions will require the same rigorous criteria and process as our existing network 
locations. 

In June of 2008, the American Medical Association (AMA), in response to the growth and 
demand of medical travel, issued a set of recommended guidelines for patients to use as a 
reference when electing to travel outside of the U.S. for medical treatment. Satori World 
Medical's operating model meets or exceeds all of the recommended guidelines published by 
the AMA. (See Exhibit VI for a complete list of AMA guidelines) 

Additionally, Satori Global Network"" hospitals meet or exceed US quality of care guidelines 
including mortality rates, infection rates and complication rates. Recapped below is a sampling 
of Cardiac surgery mortality of three {3) of the network hospitals compared, on a risk-adjusted 
basis, to three {3) leading California hospitals. 
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Office of Statewide Health Planning & Developement. The California Report on Coronary Artery Bypass Graft &.trgery 

The Network Management department is tasked with developing, contracting and managing 
our comprehensive network of hospitals in order to provide broad international access, a stable 
network and an affordable and predictable product for payors and their members. 
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A3. Organization and Management 
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·e -A4. Concept 

Business & Care Model: Health & Shared Wealth Program ... 

Satori has established a contract pricing model delivering cost savings of between 40 and 80% 
on high cost surgical procedures when compared to the same procedures performed 
domestically.  

 
 Our innovative approach is to share the 

savings of global health care with all participants; individuals, plan sponsors and payors. We 
call this our Health & Shared Wealth Program™. Through our proprietary model (on July 14, 
2008 the company filed a business method patent with the US Patent & Trademark Office 
Application No. 12/172,941 Title: Satori Integrated Health and Financial Benefit System and 
Method. Our patent counsel is Mr. Timothy Lohse, Partner at the Palo Alto office of DLA Piper), 
for the first time the individual consumer is able to share in the savings in a meaningful way 
when selecting the Satori Global Network™ for their surgical procedure. 

The table below compares the cost for the US services with comparable procedures performed 
internationally.  
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e -A June 2009 Harvard University study reported that of all the bankruptcies filed in the U.S. in 
2007, 62% of those filings had medical debt. What is even more interesting was that 78% of 
that 62% (those who filed for bankruptcy) had some type of medical insurance. This will not be 
a statistic that employees will be in if they select Satori for their high cost surgical procedure 
due to the make-up of our product offering i.e. a 100% medical benefit and a sharing of the 
savings. An employer can make the bold statement "We are investing in our employee's 
financial future". 
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A5. History and Significant Events 

In 2004, healthcare coverage became the most expensive employee benefit paid by U.S. employers, 
according to a report by the Employment Policy Foundation. This ballooning dollar figures places a 
serious burden on U.S. companies and places them at a significant competitive disadvantage in the 
global marketplace. 

There are a number of trends influencing the state of the healthcare market today, including rising 
premiums, cost shifting of the burden of healthcare expenditures from the employer to the employee, 
an increase in the number of high deductible plans, and a increase in and demand for Consumer
Directed Health Plans (CDHP). 

Rising Premiums 

The cost of health care premiums is surging at an extraordinary rate. As a result, over the past five 
years, health insurance premiums for businesses have skyrocketed nearly five times faster than inflation 
and four times faster than wage growth, rising 87% since 2000. In 2009, the average annual premium for 
employer-sponsored health insurance totaled $4,824 for single coverage and $13,375for family 
coverage.4 Employees with financially sponsored healthcare coverage on average pay 17% of their 
overall premium for single coverage and 27% of their premium for dependant coverage. Every year 
health insurance becomes less and less affordable for companies, individuals and their families. Since 
employer health insurance premiums continue to rise at double digit rates, more and more firms are 
shifting the burden of these heavy healthcare costs to their workers. 

Cost-Shifting 

Employers have reacted to the inflation of health plan expense by increasing employee's share of 
premiums, deductibles, co-pays or other out-of-pocket expenses. Contributions by employees are not 
only increasing in terms of the number of employers instituting this policy, but also in an escalation in 
the absolute dollar amount employees pay for their coverage. In addition to escalating premium 
contributions individuals must pay, the majority of covered workers face significant additional 
expenditures when they use healthcare services. Most (68%) plans have a general annual deductible 
that must be met before all or most services are payable by the plan. Individuals must then cope with 
high co-pays, co-insurances, fees for uncovered services, hospitalization fees, and numerous other out
of-pocket payments throughout each year. 

4 Kaiser Family Foundation. Employer Health Benefits. 2009. 
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High Deductible Plans 

A high deductible health plan is a health insurance plan with lower premiums and significantly higher 
deductibles than a traditional health plan. This works in a similar fashion as automobile insurance. This 
type of health insurance plan will pay for basic preventative care but all other care is paid for by the 
policy holder until a very high deductible is reached, typically in concert with a Health Savings Account 
(HSA) or other tax-advantaged plan. The percentage of covered workers in a plan with a deductible of at 
least $1,000 for single coverage has grown from 10% to 18% over the last two years and, among small 
firms, the percentage of covered workers with a deductible of at least $1,000 has increased from 16% to 
35%.5 

Consumer-Directed Health Plan (CDHP) 

Consumer-Directed Health Plan (CDHP) is defined as healthcare plans that combine high-deductible 
insurance coverage with a tax-advantaged savings account, such as a Health Savings Account (HSA) or 
Health Reimbursement Account (HRA). CDHP is fundamentally about empowering healthcare consumers 
with control, choice, and information. The consumer driven healthcare model requires that consumers 
have access to information about provider price and quality so that they can make informed healthcare 
decisions. Such health plans are designed to give patients greater command over expenditures because 
most health costs will be paid directly, using the tax-advantaged account. 

Implications for Satori World Medical 

As healthcare costs for premiums, deductibles, and co-insurances continue to rise and the financial 
burden continues to shift from the employer to the employee, there is now more than ever, a need to 
provide access to low cost high quality alternatives that embrace a consumer-directed model. These 
healthcare trends create considerable angst in the marketplace; however they present a significant 
opportunity for Satori. Satori's model is designed to lower healthcare costs for all stakeholders through 
real dollar savings. It also allows, for the first time, the individual to share in the financial savings and 
embraces the consumer directed approach by allowing individuals to make an informed decision as to 
where to obtain their medical services based on quality and economic benefit. 

Healthcare is the final frontier for globalization. Historically, it has not held much promise, however, 
due to the significant development of quality programs overseas and greater transparency on quality 
outcomes, coupled with the dramatic and unrelenting increase in healthcare costs in the U.S., where it is 
becoming commoditized, a window of opportunity has opened for the unique, elegant, and innovative 
Business and Care Model of Satori World Medical. 

5 
The Kaiser Family Foundation. Employer Health Benefits. 2008 
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A6. Current Status 

Current State of Healthcare Economics 

According to The Economist, the United 
State's healthcare inflation has 
consistently outpaced economic growth, 
making it the most expensive health 
services market in the world6

. Because 
healthcare costs are increasing at 9% per 
year, well above the Consumer Price 
Index (CPI)7

, and the opportunity to 
receive high quality care overseas is 
becoming more widely accepted, global 
competition in the healthcare industry is 
rapidly emerging. 

• 

*Source: National Coalition on Hea/thcare 

Meanwhile, in 2008, President Barack Obama declared as part of his presidential campaign that 
reforming the U.S. healthcare system is one of his top priorities and he plans to tackle this issue by 
expanding healthcare coverage to all Americans and lowering costs. He achieved this goal in March 2010 
by signing into law the Patient Protection and Affordability Care Act (PPACA). 

The PPACA is very complex and phases in over a number of years. The key provisions are: 
• Guaranteeing eligibility by all health insurance plans by requiring insurance companies to cover 

pre-existing conditions so all Americans can receive comprehensive healthcare benefits at fair 
and stable premiums 

• Creating Health Insurance Exchanges to help Americans and businesses purchase private health 
insurance through a competitive bidding process and providing new tax credits to families who 
can't afford health insurance and to small businesses with a new Small Business Health Tax Credit 

• Requiring all large employers to contribute towards health coverage for their employees 

Although a key goal of the legislation was to reduce cost, virtually all agree that healthcare costs will not 
be abated. In fact some argue that they will accelerate at an even faster pace. This bodes well for Satori 

6 The Economist. Operating Profit. 14 Aug. 2008 <http:Uwww.economist.com/business/displaystorv.cfm?storv id =11919622> 
7 Deloitte Center for Health Solutions. Medical Tourism, Consumers in Search of Value. 2008. 
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as we are the low cost option and organizations will want to include our product to balance out the 
escalating costs of care in the US. 

Projected Premiums for a family purchasing insurance in the private market will increase from about 
$13,000 in 2010 to approximately $27,000 in 2019 with the affects of healthcare reform compared to 
$22,000 without the affects of healthcare reform. 
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Sticker Shock 
The average cost of a family health insurance plan, which now exceeds $13.000 a year, 
is still growing faster than inflation 
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There are two important implications for Satori World Medical. First and foremost, the legislation is 
about "insurance reform". Satori is not health insurance; we are a network of hospitals and doctors. As 
such we remain an unregulated organization. Secondly, we are the low cost provider which plan 
sponsors will seek out in order to lower their health care expenses. 

As the cost of healthcare services continues to grow, placing a significant burden on U.S. corporations 
and families coupled with the implementation of healthcare insurance reform, the opportunity for Satori 
to gain rapid penetration into the marketplace is realistic. The uninsured market will begin to shrink, 
virtually disappearing all together while Satori's target market, the insured, will grow. We also believe 
that sound business practices of efficiency, access, quality and cost effectiveness (which Satori provides) 
should thrive under the plan currently approved by Washington and any changes that may take place in 
the future. 
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A 7. Funding Requirement 

CONFIDENTIAL 
No. __ _ 

SATORI FUND 1, LLC 

e 
Limited Offering Memorandum 

Dated July_, 2010 

Preferred Shareholder of SA TORI WORLD MEDICAL, INC. 

 

14 CLASS A MEMBERSHIP UNITS 

AT  PER UNIT (BEING $500,000 PLUS  ISSUING EXPENSES PER UNIT) 

Minimum Offering  (4 Units)/Minimum Investment  (1 Unit) 

Satori Fund 1, LLC, an Arizona limited liability company (the "Company"), is offering for sale on a best efforts 
basis to a limited number of Accredited Investors, a total of 14 Class A Units (the "Class A Units") for a total 
offering of Class A Units (the "Offering") of $  The minimum required purchase of Class A Units is 

, One (1) Unit. 

The Company is raising funds for a single purpose - to fund Satori Fund 1, LLC, an Arizona limited liability 
company (the "Company"), which intends to purchase Series X preferred stock (the "Series X Preferred") 

from Satori World Medical, Inc., a California corporation ("SWM"). The terms of the Series X Preferred are 

set forth in more detail in this Memorandum but include, among other things:  
 
 

 

. 

Offering 

Expenses and 
Price to Investors Management Net Proceeds to 

Class A Capital (1)(2)(4) Fees<3) Company 
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(Footnotes appear on the following page) 

INVESTMENT IN THE UNITS IS SPECULATIVE, INVOLVES A HIGH DEGREE OF RISK, AND IS 
SUITABLE ONLY FOR PERSONS OF SUBSTANTIAL RESOURCES WHO MEET ACCREDITED 
INVESTOR QUALIFICATIONS, INVEST FOR THEIR OWN ACCOUNT, HAVE NO NEED FOR 
LIQUIDITY IN THESE INVESTMENTS, AND CAN BEAR THE ECONOMIC RISK OF A COMPLETE 
LOSS OF THEIR INVESTMENT. SEE "RISK FACTORS." THE OPERATIONS OF THE COMPANY 
INVOLVE TRANSACTIONS BETWEEN THE COMPANY, IT'S MANAGER AND AFFILIATES 
WHICH MAY INVOLVE CONFLICTS OF INTEREST. SEE "THE MANAGER AND AFFILIATES." 

THE EFFECTIVE DATE OF THIS CONFIDENTIAL PRIVATE PLACEMENT MEMORANDUM IS 

July-' 2010 

(Cover Sheet continues on the following page) 
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AB. Use of Funds 

Upon successful completion of the Private Placement Memorandum and the raise of , we 
will launch Satori World Medical spending the investment monies in the following four categories; 

1. Job creation through the hiring of new employees- Salaries and benefits 
2. Capital expenditures for office equipment and furniture 
3. Expanding office space 
4. Travel and travel related business expenses 

Providing significant staff will require office space, furniture and equipment (including computes, 
servers, phone systems, etc.). By selecting their office location in a targeted employment area (TEA) the 
minimum investment will be $500,000, but more importantly the Satori World Medical will promote job 
creation improving the economic impact in a distressed area of the country. 

Finally to obtain new accounts and grow the Satori World Medical quickly, there will be significant 
amount of travel, this travel will be focused on corporations that are currently medically self insured. By 
becoming a client of Satori, these corporations will lower their medical cost, with lower employee cost it 
will allow them to expand their business by adding jobs. 
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A9. Investment Considerations 

The Company's single purpose is to purchase Series X preferred stock (the ,Series X Preferred") from Satori 

World Medical, Inc., a California corporation ("SWM"). SWM is a California corporation engaged in the 

business of the United States medical travel industry, where patients receive medical care in qualified 

facilities in other countries. The terms of the Series X Preferred are set forth in more detail in this 

Memorandum but include, among other things: (

 

 

 

 A more detailed summary of SWM, its business, management and stock ownership are set forth 

in the Section entitled "Satori World Medical" below. 

The Company has entered into a Stock Purchase Agreement (the "Stock Purchase Agreement") dated 

__ __, which is attached hereto as Exhibit "_" for the purchase of the Series X Preferred. The purchase 

price for each Series X Preferred Shares has been set at  per share. 

As an owner of the Series X Preferred Shares, the Company will have the following rights with respect to such 

shares: 
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The rights ofthe Series X Preferred are set forth in more detail in the "Term Sheet" in the PPM document. 
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B. THE BUSINESS 

Bll. Legalform of Business 

~/2ll2\U.6 HI! 22 E02-'3G!l-EJ5.99 

.....&~-...... 
tlba'l' PIBtt:l! 
:~ IIBoU\UIII 

ali!NIJilllll, 0.1(EN'4ED't' 
lOB I1UIIU'" 

til. 01RP CO<HISSION 

~ OORFORAJJON' COM'MISSION 

June 1{1. ~1 0 

DAVID C KELLER 
10547E SA1.1'BUSHDil 
SOOTTSOAI...E. AZ ~~~ 

RE: SATOlU DEVELOPMENT :FUND I. LT.C 
Val~ 1\"lllrlbelr. L·Jro73.551 

• 

EJ!!III!llr'G.~Oif 

·-·l\0~ tlno;ll;lr 
JEFF~ 
D.

Ci;!p: ... u: Otwtc-
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Y ru mus.t pu;blish a Notioc of the films o:f)•m.rr Artlc1~:~< o( 0tG-'~.m.ticnt (14', alte.matl.wly, 
yQU May puM1:1h :flle Atlldes of Otgao12atitm in tl~~eir entirety .. For your oonvcrdic:nce, we: 
lave provided a: Notice fQrm tbat you can compli?!E 1md sufl:mit to the news.paper <.Yf your 
>eboiice. 'The p:~blicatioB rmtst tc in <!l lle>A",S,p.!fpcir of gcneru cirQalation iiD tb~ C:01.nrty of 
tbe.lmc'II.'D place of busi'Mss fut An;tO:na ·fc:Kr three o;:msecmive pubUe:alloas. Pul>UCll.iSoo 
rnt~s~ te 00011plctcd WrrHlN 60 DAYS ~" Ju.11e ~Oo 201 0. wJtlc:lt lis; the: date tl!le 
docllfltent WllS 3pproved for filiDE by the CQmlf.li;;sioll. ,>\ list of aca!ptaf;Jie lll.Eiwspapers 
l1t each O()U'ft!y Is endo$00 a:l!ldl b~ Ill so avai.la!ble on the Commissi:on website. lihe fimited 
l!l@jJity <COiil!iDniY roay be ~Wbject to< admin1matiw dissruotron if it fails to pu.lbliim. YoiJ 
wilil rwc:r .. oe an Affidavit Of !Pwblxcation from the new.spaper, lliiKII ~'QU rr,.:ay rue It w.Lltl. dle 
Comm:issi<m. 

W-e ~tr.Qftgly recommeL1d dial }"00 periodically monitor your t"Ompany'-5. :rerotd. '<Yitl\ [t;.e 
Comm1ssEor., which ca:Jii be ,·Jst.\o,ed at www~t..govlOivisioDBJ'C~oJUiog$. lt. .)''(Ju ha'·e 
.qu:c:stiOIJls or-need rnrtflet mf'Orn'nlliiO!l. plea!se cootac£. us tu ('602} ~In 
Plwc:mx. or Ton Free {AT:i:Um::J. RI!!.,MIMl'l~ 011ly) at 1~800·345.5819. 

Sincen=:l)', 

Yvon..;e CMt~$ 
E!xami.ner 
Corpl).tal:fom Division 

l..L!~3 
REV.OUl009 
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RE.V. Qt/2009 
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• • 812. Business Description 

Executive St11nn1ary 

Sabolfl Worfd ·Medial Is a payor-supported,. emptoyell'-s:poo:sored, c:onSL!Imet'-dTJ01fE' global tlealthcare 
network whld!l> provides nndivit:IU;al:s, employet-s:, a111d payot"!! W'lth wond-dass healthcare, excellent 
dfent. seM10e and srgnlncant: mnandiat benetllL Satot1 Is t111e nrst gf!llb.al healthc.are netwo~ ~peciililcalty 
deslgl!led' to denver hlgtll quality hea:lthcare :servroes, share Ute tremeiMIIOL!IS cnst sa\li':ngs wlt:h ;plan 
sponsor:s .and ther:r empt~Gyees .a:oo coordinate .a1l medic.al ltraltlef s.eNill:es for f.ndllilduals 'l&o .nil?li!!dl 
care~ T'j!pk:ally ttte cost for a. ma,r surg,rcal procedure r• 4CJ-IIO'IIIO less than, tha.t of the u.s., 
ln. :rnterna:Uona1 lhospltals that r&val top US ln.tltUtlons, .stalfedl wilh equal or hlgiher quallt'j!' 
doctot's1 and with: no out-of-pocket opense to the 1pat1ent. 

Satorl Wor1d Med1ica'l Is a values dl:"lven org•antza1llon. starti:Bg wrtn OL!IF IMf.s:slon Statement .a:oo core 
va:tues, our goaV 1s. to ~oVlde set'o'lces that ouft" :buSiness pat"trters and! Clients wii:J ibene1'ilt From and· 
v.a1ue .as part orlthelr medlc.al p!lalll. 

we strive to exceed our a:Jstomers· elljpettatlons In: evef)lli:JlJing we· dO. 111e oorner:stone or our 
phii'Mophy rs: ro provfde a high touCh Sl!t'VIi:e that 'defivers quality flealt!nc.a:re, consumer d!loi>ee, and· 
economic .sa'll'fngs ror au sta:kehorder.s un a prO'I'es.silonal, seamless rnaMer. we .are a •aosed eoo
system·~ All 4JI our processes are ,perrormed unterll!lil1ly so lthere are no elt'ternal! h!i!ndmfs. From the 
lnitlal phone calf to satol1, our 'Nurse P.atiient Adv'Oc.ate {NPA), a bilingual st~rgia~ly trained Reg£iStered: 
Nurse ~I coordinate every step or thelr care; a;nswerting tllllelr q•ll!estlons .a'bol:fl:. our hosp£ta1s, dodlors 
and program; communlc.atllng with, 1payor:s on ellglbiDty and authol1za1llon~ f.adlftatlng medfc.a1 r.ecct'd!> 
tr.ai!ISI'.er; coornLna1llng a phone call between the patilent and l:ntematlona1 physiCian!>; sd'l;edhl'llng thelr 
procedu·re .anc any ,necessary fdllow-u:p appointments witliT! t::helr U-5. physiCian. our ln,.house Travel 
care toordl'nato:rs handle . .a11 moglstrcs Jnd'udlng all1i:ne reseNii!l'tlons tor the ;patient .aoo a companion, 
hotel a>ecommooatlons_. and coordina1llng on-tlle-gmund concierge tra;nsport.atlon seN'Jces. Wl\en th'ey 
arrive In their destlnatlon oountt)' .. All l'lllteractlons: around the patient are documented •n Satortl's: 
anent Ser\li'~Ce Tool (CST), our softWare system whiCh n1onrtors, tracks, and reONds: the :patlent 1\loW' 
longitludlnalr:y across all· flJIIld3ons. 

Sat:crl ll!laS aS$em'bled a net:wor.k or Joint commlsSion lintematl\OO!ilt (JD) acc:Rd1ted h>O£plt!ls W'lth 
departments t:lesilgned to a:ter to u.s. patren:ts, starTed tv,' U.S./U.K. or equJ:var•eniJlly tralnedl and 
board! Clel"tmed' p'hy:Sld·ans and nurs.rmg starT that ar.e EngliSh speaking;. our netwCJrk ihospltaiiS are ~e 
best or the best: .... Each hlOS:!)ital has: been1 per:sonally lnspetted by our Chief' Medical Oflieetr (0'10) and' 
VP ar Netw.()fk: Dei.IE!I'Opment woo vetted the hospi:ta!ls .and doct:or:s 'Y'Ia; our rf'!JI)rous rnwltli-day due 
dllr,<gen.ce process. Outr rntlltJ-diSICilpirnatry quality model I:S unmatd'led in the i;ndustry a:oo ls. lied' by Ron 
Jonnson, M.D., F.A.C.S. a board certfflied suflgeOn .a:oo the oom,pa:rry's f\JII-tfme 0'10. Dr. Johnson has 
assembled an Industry nrst, 'Medical Quality Advisory Boardl {F<OQAB), comprrsed of leadllllg cJinldla:ns In 
their sub-specram:y filellll woo lbave· establlshed dlnlcal' gtlldelines: around medlcat tra11e1 e11gi'blllty, 
monitor the quallt:y GL!Itc:omes .a:oo n!\porting or our network: .and serve as .an ad...:lsor to the OOflllCI\?Irl'f' 
on ·v.a:rrous m edlc.at lis !>ties:. 

Satorl has Urnp1ernented a network: c:orttractl:ng phllosop'hy or il:fl:lrizlng' u.s~ pay« style contracts W'lth, 
all our fn'l:ematf;(l;111a~ provld:ers. We !'rave oontractu!i!Eiy obligat:.edi .all provfders ro partidpate ll't ongoing, 
quality audi~ monltol!1ng, aedentlalr:ng and qwart:!!!ny reportlng. Otlr contrar.ts. reco<gnlze u.s. payor:s• 
regurcat:oty oblfgat!lons;, Our agreements have lllldlllstry leadlng pat,t--ror-petrormanc:e pro~J,Js.fon::s as well 
as the requirement ·that all' h•ealtocare pefS)()Jlllllel that touCh our patient::s speak Engum,. Among our 
many oontract anno1Ja1llons, the pt'lldng' or the suti!J'Ii:al procedure ls bundled {all lndluSI\Ie - hospital, 
physldlan, aoolrarles) and negllt!li!ll:ed as a' fi!P!ed priCe case :rate. 

W0111d HuldquflrtoHII E.!li CilliMI!l deli" Rcir.a; Sli!c 4ll7, Silll!l ~. CA !12108 I 1)!11!rt7~ j-,lllllll~ean 
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we llli tll:lm proiJlde .a Slngl'e bll:r to the paVO'r w.hh:fl, ~:s iin u.s. ~Iars .a:!Mll ~s. ror trl<e tota1 expense 
tnclt.tdf:ITig our fl)!ed 'j)fiCle case ~e. all' tr.ave~ and lllMel oo.sts, cur mark:-t.tp ror cvemeaoCJ .and rpront., 
andt a Person,at .Ac.dt!errt Insufi!lna! Po:lle')' ror each patrent. 

The cost savings :by the UUI&mtlon af the satarl G'labal Netwofi\k.,. for a pmoedure Is; 
between 40-~ when ·oompared to the cost af the :same surgical :pi"'OIedu•re :performed 
In the u.s •.. Its .a res.utt, . .a major Sl!lFgiGU heanneare ecpense beCflmes.. ror ltlle 'first: .ltlme, .a trxedl 
~ !mown 1111 .aoCJv.anJOe,, amd S'ln"~Pie math. one tlill to the payer l"rom S.arorl,. one mea rrom the 
payor Ito S.atc.rL This. makes. ror a very low ccst d'alm ad.~udfGatlon process.. our program ils. easy· t:o· 
[mplernen't and Is: .as :simple· as apft.t;g .a:!Mll play•. Tyjlli<a1 d:Jent estfmat:es: .are a savings. opportunity of 
Dl!t'Ween .S-6% or annwar medlcan prentlum ecpense. 

our netwoll'k: strateg'p' revolves: around two (2} themes. FT:rst, we belfe\'e tl!lat: .a tightly structured! 
netw"'rk made up or a nlgJn, qu·.am:y, hlgl'l• pet1«mlng, ccllta:J»fi!ltl\'e group or l'los:p'ltals. and docto~ 
malices. lbu!ifn.ess .anoCJ qualJty se~n:se rorr Sirtott as. we£1 .a:s: tor o~Ur dlent:s. Th•e s.ec:ond· Is: t:o develop a 
oo1laboratli\l'e relationsfllip wl.1!h our network: l'losp'lti!ls.. we .are tln;e onty 0001pany lrl the :medlil:al tr.a\lel 
rooustry t:mat ttllltm :regular!y Sidleduled conrerenc.e calls wlt:lnl t:l'l•e k:ey leaderslllp of our network: 
partners. 

Integra~ t:o· our ccr;pofi!lte :p1rlllosopl'ly and v.aru<es: r:s tJI'Ia.t ali' stak:ehofders snare an the sa\II:DgS or 
globa~ hea1theare. Tbe Haith Ill ·shared Wealth Program .... Is a revolutronary model whiCh, 
:allows plan sponsors to share :a portion. of the sa~lnFJS with. ttlelr emplo.yees. For the first 
tllrne, t:l'le lndMoCJua~ 001lls.umer who seJ.ects Satof'l for tllllelr stJrglcal prOCleoC!wre win be elfgi~le for an1 
eoonomi'C. benent through, our :shared• sa\ll:lli!JS. model wlt:ll! a ccntfltiU.Uon t:o .an emp1oyee.'s Hea1tt11 
Relmbursemem.t .AccllotiJlJ!I: (.HIRA). R is. truly ,a, wln-Wln-wr:n !J)roposltllo:n. 

IB'f adding satot11 World Medial, an emplover I:S ln.vest~:ng In their <empi\Oyee·s. fii'Tii!nclal wen-being, by 
mallctng this optllo:n av.alla'ISie to tnem~ Ol!lr program orrerlng ~ a 100%. medica~ benefit. Patients: 
:are not going to !have any flfta:nelal ·dllffiWIUes e :a result ·of requiring an expensive 
surg,lCi!til proc:edure. 

satorli does not: char;ge .a1 Per" IBmpfCJyee Per MontJI'I ( PEPM), networllc .aOOI!!SS fee,. or rental 1ee ror our 
program. 'When satorl Is. selected ror a s:urgiea1 procedure by an emprovee the result Is the p1an1 
S\pon:sor saves money~ iti1Jen and' onl'tl thelll, does. Sat:of'l malice rnol!le't/. our emnomlcs: are such ttrtat: 
we only benel'it When an statehol.ders beneliit.. we are runy ali,giTieoCI witlll i!ll stakeholders on a quality 
and 'l'inandat lbasls.. Tl'lere ls. no dll.wnside Ito adding tllle Satot1 Global Network:"" !by .a:JYy" emplloyetr or 
ttealm plan :slnCJe we on1v get ;par~ when our serJJc.es are utilized. 

satorr ~s. a mmpany 'that I~ .a• mille wrd<e andi a mille deep. Sat:Cfl nas recru'lted a ~management team, 
with O'ller 1.20 years af ladersh'lp e.xperilence In healthcare servloe:s •. Addltlo.I'Tii!!ll'f, we have 
esta!b'llsl'led: a lleadilllg gro:l!lp of .advil:sors: f.or our vat1ous. !Boards: wrth over 275 years or s.ucce:ssf'ul 
helltll sef\liil:es emt:repreneurshlp, media1 managernerrt, patl.ent care. belltefilts,. lll:<ealtJI'I plan 
E<e.adlershlp, g(l\'emmemt .and rptlbllc P!Jilcy leadersll'lp. Satorll Is: structured' t:l'l:roughou!: witJI'I heanhcare 
expet1ienced, proresslonal staff. our member mmmLmlc.atllo:ms a!Mll enrollment strategies .are wen 
t:llmUght out;. ccllla:ooratl\'e, web and prl.nt based .a:ru! most ilntport;anll: or all, V<eF'f user fl11endl'f. we 
knCJw .and •t.mders:ta:!Mll qllla'llty hei?llttl.eare dei:Jvery .am.oCJ 1i'I'Tiil:ndng,. 

our program p:romcte:s the notion mat .a~n emplOyees.' have ao:::cess ~ ttf;gf'l qua!llty heanh are .a.t .a: 
reasonable ptilc.e and' .are empower<eoCJ to rnak:e an Informed choice around where to rece!i\l'e their 
h<ei!lltncare. By adopting a global he:altheare tlenent optloft, a ;plan sponsor will bring 
additional value to their organltdon (b'JI Increasing their ftet >Income thmugh the 
savings) al'lld their emplo·yees (WI'Io reoelve :an ec:onomle: benefit). Ol:lr prog:fi!lm embrac.es 
tJI'IIs. notlo:n and t:l'l:ls.: is: dernDnStrated iilll our. buslin<es:s and medical! model!. When sat:orl Wol'1d Medical 
r:s added Ito a hea1th. pl:al!ll, me organlza!llon Wlll tie working. wltJI'I a mn1pany tnat understands. the 
d~ of hf,g'h quality, patlent-c.entrlc llealtnare. 

'lll!ilfti· HiliHiqulll!tUrlil ~at.C~ di!t 12· Ri!IM;, SUiit. @7, Sllill'~.:.. CA !l21QS: I ('91!ll7~f-.w:!illiho•~ldli'll!!dleQI.!Mli'fl 
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813. Product/Service Description 

. . 
Sa.•ooWot.ld Medl(lfiii!Hll gltibii.lltL"lllchl!linHt.i!11Vt.l(d ~bill prhdtlit.es; quuntlfiabli!! rt'llldll!llh:.:un ~avh:'l(!:ll. :sllliLidM filf i!l'ltflliJoYi!tll 

.·by providing o..rncdicoltrttVCI·beoc:fll: amd S(I.'Viccs for Jrigh rost n.o~Hmcrgent sur:g~. Thisis·ao:mmp]ii!ibed 1brotJ.gb o. 
Wlirh,i·i:lil!lll;>~igli cpmlil}' II'II!IYit(Jd: ··~r Juinll Ci:ni:'lmissiioo lrillemlllicuml ii.C:ciedi~d. ~itl'll:fl. with ll$JUEC (11' eqm\;J!JII!IIIIy 
[f,8iJicd and lloard cenil!l:c.il phys.jcu ilhat. arc IE1~IIsh sp:uikirtg. Tlllll C'OtillJI81lY ~. us~bos:c:di .aoo has .a. roblli3t. l1!1dw:tey 

> lendiq Quz~lity l\i;Riri.lmtr: Pro,ornm din:~d by So•oor~ Otief IM.odicn.l Offi~er. Thronsh t'hijs nctwl:.'ll'k t'he employer: ·. 
·. ~1\ICS a'J I)Ot!M. IJtaiical btt\e:l'h wlah a Uil!lt saOJitiSS !iiltatlmg Ojlpuru:!ttil.y" Will• t.a. ctltlploye:t requited ni.Vilt!'tly fa;:. atuh> 

single ;jJI]~lusi'*'e bill ·(iin USD), So tOO providr:l'll:li~ tont:h o;~neicrgc: ;serviecs for Ill] IJllipocts: io.f'llu:. mcd~t:ol tTiiJI; iindudiin1 
JIIH,:IJUfll],)' lt~mi~'l\ll\lli,j,.mj 'Mr.;\ ~n.;'J '111-.',;! lJWi.l!l IIIII.OdlJlt•.IJtJ>, . 

Cqg: semce:t 
• N'(!lwork M:um€:cmer~t ofhospi:s.lj; and d•:octors 
• Mcdl(;fll M:llliiGCIYtCI'IL/QUll~icy· A!l:>tltll(ICC'J 

QtJI.Iilily M.nr""g.emem 
• Mcdicliltrrsvel 00111cicr~ se["'.·iccs 
• Si!n~l.e H:ted ]llfh.:i!' cii~ r.l.1~, itll·iatdti3i~>e bill. in US.I) 

NetwoFl'k oyeryiew 

• 2/llli ·ClriiiClii'IL:i:' !Sef'o.'iel!' 

• (:lii311t Se~TVit:l!' Tc~<ti/IT (llatl4mn dtir n.."JJorting 
• lmplemenhl1io'l pro:grmrn nndl tellm 
• Comnumlcat.ions n~utcrials 
• Cmnp;tnlmt prt:lgr.:tnrt 01~1 lnd~«lt!<l 

• tilC!llaltliMWml{ .tmllptiscl! of" I !i Jolm C.:nttllti!d]l.'ll • P:rmoid'cr contnH!ts. me~s US reg1.1l:atOI)' requirements 
Sata~·s l!tNs cuordinore aU asfl<:'Cts off' care. inclltdit~~g 
e<~~lls between f..:lllient nl!!d int.erM~1ioom:l physicians 
h1-l'to11Sc: 1t:':1VC'.1 de:pol.it11t~10iit t\."S~'Ill1i'lsltotc for all trfl'il(:l 
logistics for am• iem <1nd o;;om;po.11iool 

• 
• 
• .. 

lntc-ma.1toonl ocr • .accredited :OO.Spitnts. in 7 ootm1r.ics .. 
tJSJUIK lr:liw .. xl :t~tt:IIR~ard L'l!lftaliL.od pl~ysid(t]rs 
(~gli,;h ~ni:iilltS nuf"\ling l\'lnll' • 
Due dWigence si1e \'isii!i mode 1() :all ho5pi1al~ 
t}u:tti1J.• l""''wl':llitn 91"11 "'-"' f:hir,t' M.l'oilil":ll nfl11'o"'i' (Mn:~ 

. . 

AWriile(!: DIIMunts/Suln£SOpportunity . . 
• Ann.11a1 premium Si!'limg!'l t1ppcit1li.:uuity avm~ betl"""een ~ wilb nr;t i'eqt,~rret.B .ill'l(lnlhly or ii!!ullial.l'ft 
., ·· 40-8(1% sn~iEigs ~r •Dr: n.\<r:•mt!J= cbJtestlc lu:Jt;p.j~hmilphy!lli(,!iiJJl t~ ft.U if-tii:;· i.:llme !illilr.iliir;n~ CD$~ 
• All-4oc:losh.-c. fixed prioc sungica:1 casc:rn~ induding o:U smonccti for oompletc s!D',g;ical episode -of care 
• Pat~ ern & ootnpal'km - t.mel;, alrfat'C ... lfl:oou~MI;;i tra.t.~ai[on lliid o pCtiliOilali :&ecidelnt insut.atiiCC ·r:uJolf,ey 

. :·::/t:·:~.(!:!!i;i~:i:ii\.:':., 1 : • H::· ;,:-. ·. · · :··::~· ;,', · .. ';'-' ,_ . , ·. ,·~::·'I······,·'. :·i:V!y_ i•: 
Operatloml lmpirt=<:IIIQI ElgW==IQifd.bfiiLYBeqgiremmt ···": ~ ·. '" 
• . Mi niinutl resool'L'(!g f01iui:rtld firo:M, plarnpansa r for ll'ro.gnltl im pi~Jficm oti()l} :and cipCtil[i~n . . . . . . 
• Alliia'~"l!s ilt!mil~~~:a'i!i~te. ali1-lrtc:lmive l!itll ut USJ)'rc1~ e~~ coi+t!flli.'l!tiv~ adjuliii.-atlo.- urclairtu 
. .. Aulbon:mtimr pmcellil. is ~·:m.me .IIG donustic Ctlre,\ Satmi TeeeiWs .. uitnn:r.imtion :priM to si:helluJins !rul!l~r'!t' . 

Netw:Qfk A«ess t'ttiJ .. , ·:. . •·•... . . . ,,~;:~:~,· :J, ry:t\(;{,:1i!i:l\:·~;i' '. . . ,, 
• $fllftri iltM!S ntlt cl~M,gi!! a t'lct'!Jiltlt:li: titii:e~ t'et'lial m; Pet'Emp~t'!B Pet MMilt (PEPM)fee ·· 1 

• · S..tgri cirm5 ri:'Vem~ by irKI •• i;iinr;~'n~l'admiil'li~lr.iJi'J'e mtt.rli~;~p I)J1 ~r:gir.:ul p~l~;~tr: ~~ :J<lt.es 
• Sntai'l or.rly "mom rrmooy v.t11m p~lli:5flOII!ltlr!m\'l!!J.riiMtly:;,.;;:ii 

. · · ··:/;:.~r/'.r:;.. .· .. [:::·(./' 
,Regom ·. J;~ · .· .. . . . . . . . . ,. . . . .,.,,.. 
• :.·. Surorfli JT phtf'lllm Wlll}rovi~ infOI1lllltiQIII ilr IJ'oo'DQMrhmltlt Kit~wd, 11J. "W-;.ll,~5 ~~ml mBJiu~crnmtll.!JXI£1s 
• Sarorj w J'f'0\1ide :SB!tnple J:i~;p[iec case JltCS to ~e :sa:villlgS opj10ftUI1~t)' fur :platl 'sporoor 

Contact Information 

Yllli'ld ~rl!lr'il .OM CiminO dlllll Rei IlL 51ib140'L 5lm Dtlm), CA 921CG I •III1917011>200D I,.,.,,~ .j:Jioo:,.>mtdrr.ooG<!lMJm 
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Patient Flow Process 

. -- . ,..,. ·n this o:k .. J..tm..:nt i:::: •:•:•nfi;:l..:ntial 8:. pro:•pli..:ta~IY The inf•)nnatl .:·n ·-·-·ntatn_.lt '1r.·.O. I 
•I f"'"• 
. . 
Sat on 
WorldMedical 
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814. Industry Analysis 

Driven by rising health care costs at home, nearly 1 million Californians cross the border each year to 

seek medical care in Mexico, according a new paper by UCLA researchers and colleagues published in 

the journal Medical Care. 

An estimated 952,000 California adults sought medical, dental or prescription services in Mexico 

annually, and of these, 488,000 were Mexican immigrants, according to the research paper, "Heading 

South: Why Mexican Immigrants in California Seek Health Services in Mexico." 

The paper is the first large-scale population-based research ever published on U.S. residents who travel 

to Mexico for health services. It is based on an analysis of 2001 data from the California Health Interview 

Survey (CHIS), the nation's largest state health survey. 

"What the research shows is that many Californians, especially Mexican immigrants, go to Mexico for 

health services," said lead author Steven P. Wallace, associate director ofthe UCLA Center for Health 

Policy Research, which conducts CHIS. "We already know that immigrants use less health care overall 

than people born in the U.S. Heading south of the border further reduces the demand on U.S. facilities." 

Cost and lack of insurance were primary reasons both Mexican and non-Mexican U.S. residents sought 

health services across the border. 

Both "long-stay" Mexican immigrants (those in the U.S.' for more than 15 years) and "short-stay" 

immigrants (less than 15 years) have high rates of uninsurance: 51.5 percent of short-stay immigrants 

and 29 percent of long-stay immigrants do not have medical insurance. 

"This points to the importance of expanding work-based insurance in health care reform, since virtually 

all Mexican immigrants are in working families," said co-author Xochitl Casten ada, director of the Health 

Initiative of the Americas at the University of California, Berkeley. 

Both short-stay and long-stay immigrants have even higher rates of uninsurance for dental care: 77.6 

percent and 51.6 percent, respectively. 

Not surprisingly, dental care was the most common service obtained by immigrants. 

Among non-Latino whites, prescription drugs were the most common medical service obtained in 

Mexico. 

Long-stay immigrants used Mexican health services the most, with 15 percent reporting crossing the 

border during a year's time for health services. Half of these long-stay immigrants lived far- more than 
120 miles- from the border. 

Long-stay immigrants are more likely to be documented than short-stay immigrants, Wallace noted, 
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which makes it easier for them to travel back and forth to Mexico. 

Short-stay immigrants- those most likely to be undocumented -were also the least likely to need 

medical care in all areas, with one exception: mental health. 

"Undocumented immigrants tend to be younger, stronger and consequently healthier," Wallace said. 

"But they are also the most stressed out, as many are struggling economically, culturally and 

linguistically." 

Short-stay immigrants who sought treatment in Mexico were more often women and were more likely 

to tell their doctor they were feeling "sad or down." 

Other findings: 

• Immigrants who travel to Mexico for health services are not necessarily the poorest. One 

explanation: The cost oftravel may offset any financial savings, creating a disincentive for 

the very poor to travel. 

• Although cost was the primary factor in seeking health services, cultural and linguistic 
barriers and immigration factors were also important motivators. 

How often immigrants cross the border to Mexico for health services are particularly relevant to efforts 

to create and expand binational health insurance plans, Wallace said. 

Since 2000, several private insurance companies and at least one employer group have developed such 

plans, which cover an estimated 150,000 California workers who use Mexican medical facilities near the 

border. 

These plans may be both more cost-effective for employers and more culturally relevant for 

participants, Wallace said. 

"To the extent that binational plans encourage more people to access preventative and other health 

care, they should be encouraged," he said. 
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815. Strengths Opportunities and Strategic Advantages 
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Strengths Opportunities and Strategic Advantages (continued) 

Through our proprietary model (on July 14, 2008 the company filed a business method patent with the 

US Patent & Trademark Office Application No. 12/172,941 Title: Satori Integrated Health and Financial 

Benefit System and Method. Our patent counsel is Mr. Timothy Lohse, Partner at the Palo Alto office of 

DLA Piper, for the first time the individual consumer is able to share in the savings in a meaningful way 

when selecting the Satori Global Network™ for their surgical procedure. 
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• -816. Future Opportunity 

Satori focuses on several clinical specialties, one of which is the highly lucrative cardiac surgery market. 
The cardiac market is the largest disease segment in the U.S. and accounts for nearly $438 billion in 
medical expenditures in the U.S.8 In 2004, an estimated 6.4 million inpatient cardiac procedures were 
performed in the United States. 

Inpatient orthopedic cases are another clinical specialty offered by the Company. Hip replacements 
increased by 48%, from 153,080 procedures in 1997 to 225,900 in 2004, running up nearly $11 billion in 
hospital charges. First-time knee replacements grew by 63% from 264,331 in 1997 to 431,485 in 2004, 
billed at another $11 billion. It is projected that by 2015 the estimated numbers of these procedures will 
increase to 1.4 million knee replacements and 600,000 hip replacements preformed in the U.S.9 at an 
estimated billing of $35 billion. 

The first wave of the 80 million baby boomers heading towards retirement (this avalanche also referred 
to as the "Silver Tsunami") will result in a significant population shift and a considerable bulge in 
healthcare expenditures. Lawmakers and experts say that it will affect every aspect of municipal 
government, including transportation, health services and public safety.10 This represents a significant 
strong and growing market for both cardiac and orthopedic procedures, and other procedures that will 
be offered by the Satori Global Network™. 

Shoulders are the third most replaced joint in the United States. Patients in the baby boomer age 
account for the highest frequency of shoulder injuries and arthritis of any single group and is expected 
to drive the market extensively for the next 10 years. The number of patients age 45-64, represent 70% 
of the entire shoulder-related cases. By the end of 2020, the market is expected to see the total number 
of patients undergoing shoulder replacement increase to approximately 63,500. Shoulder replacement 
surgery represents a $2 billion market. 

There were nearly 400,000 spine procedures, including cervical and lumbar, in 2005. By 2030, it is 
projected to grow to 3.4 million surgeries. Spine procedures have grown from $300 million market in 
1995 to a $7 billion market in 2007. It is estimated that the spine market revenue will grow between 
12% and 14% annually over the next five years. By 2012, it is estimated to be $13 billion industry.11 

Bariatric surgery, also known as weight loss surgery, refers to the various surgical procedures performed 
to treat obesity by modification of the gastrointestinal tract to reduce nutrient intake and/or absorption. 
Approximately 205,000 people had bariatric surgery in 2007 representing over a $55 billion dollar 
market.12 1t is anticipated that this segment will reach $68.7 billion by 2010. 

8 Heart Disease and Stroke Statistics. American Heart Association. 2008. 
9 Elliott, Victoria. American Medical Association. Hip, knee replacement surgery rates skyrocket over 7 years. 5 May 2008. 
10 Gowen, Annie. Washington Post. Brave New Boomers. 16 Sep 2007. 
11 Ong, Kevin, et al, Proceedings of the 751

h Annual Meeting of the American Academy of Orthopedic Surgeons, Future Demand in Spine Fusions: US 
Projections to 2030. 
12 American Society for Metabolic & Bariatric Surgery. Metabolic & Bariatric Surgery. 2007. 
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A hysterectomy is the surgical removal of the uterus. It is the most commonly performed gynecological 
surgical procedure. Hysterectomies are the second most frequently performed surgical procedure for 
women of reproductive age in the United States. Approximately 600,000 hysterectomies are performed 
annually in the United States, and at approximately $27,000 per procedure, annual costs associated with 
hysterectomy surgery exceed $16 billion.13 

Satori World Medical currently is offering nineteen (19) procedures typically covered by health insurance 
as we head into 2010. We will be examining other "covered" clinical areas in 2010 that could be added. 
The financial criteria for the selection of new procedures are surgical procedures that cost more than 
$20,000 USD and those which Satori can save a plan sponsor in excess of $6,000 (with all Satori expenses 
included). A partial list could include In-Vitro Fertilization (IVF), Vascular Surgery, Ear, Nose and Throat 
(ENT), Limited Cancer Surgery (bone), and Partial Liver/Live Donor Transplantation among others. 

The total market opportunity for Satori for 2010 will be well in excess of . 

Satori has established a Dental Program in 2010. We will be utilizing many of the same provider 
selection criteria as we utilized in our medical program. We believe there are two (2) opportunities in 
this area. The first is to provide high cost dental procedures at a discount to dental plans much like our 
medical program. In addition, we believe that there can be a significant amount of "companion" dental 
revenue where an individual who is accompanying a medical patient decides they want to get veneers 
applied or some other elective procedure. The market opportunity in dental is north of . 

In July of 2009, the Company launched a Plastic Surgery program. Although we are focused on the 
insured marketplace and since plastic surgery is not a covered benefit under virtually all health plans, 
the Company believes that an opportunity exists where we can capitalize on Satori being offered 
through an employer or health plan. Individuals will become familiar with our services and those who 
have utilized our network will have had an excellent experience with Satori. Those individuals seeking 
plastic surgery procedures will be interested in selecting Satori for their elective procedure because the 
services would be seen as an adjunct to their existing health plan at a significantly lower price for the 
same procedure performed in the U.S. Again here we would be well positioned for "companion" pull 
through revenue. (See Exhibit VIII for our Global Plastic Surgery Program) 

Plastic Surgery is defined as a subspecialty of surgery that uniquely restricts itself to the enhancement of 
appearance through surgical and medical techniques. Nearly 11.7 million plastic surgical and nonsurgical 
procedures were performed in the United States in 2007, according to statistics released by The 
American Society for Aesthetic Plastic Surgery. Americans spent just under $13.2 billion on plastic 
surgery procedures in 2007. The top five surgical cosmetic procedures in 2007 were: liposuction 
(456,828 procedures); breast augmentation (399,440 procedures); eyelid surgery (240,763 procedures); 
abdominoplasty (185,335 procedures); and breast reduction (153,087 procedures).14 

13 National Uterine Fibroids Foundation. Statics on Hysterectomies.<http://www.nuff.org/health_statistics.htm> 
14 

The American Society for Aesthetic Plastic Surgery. Cosmetic Surgery National Data Bank Statistics. 2007. 
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One very unique opportunity Plastic Surgery procedure that has significant revenue potential is Gender 
Reassignment Surgery which we launched as part of our Plastic Surgery Program. Transgender is the 
state of one's "gender identity" not matching one's "assigned sex". "Transgender" does not imply any 
specific form of sexual orientation; transgender people may identify themselves as heterosexual, 

homosexual, bisexual or asexual. 

Most of the transgender community is uncomfortable or even miserable with the sexual organs they 
were born with. Because of this, they turn to Gender Reassignment Surgery also known as Sexual 
Reassignment Surgery (SRS). Along with this surgery there are a number of other procedures that are 
performed to make the transgendered person more "realistic", such as facial feminization for the 
transgendered woman or breast removal for the transgendered man. 

Reliable statistics are extremely difficult to obtain. Many sexual reassignment procedures are conducted 
in private facilities that are not subject to reporting requirements. Sexual Reassignment Surgery is often 
conducted outside of the United States. The number of gender reassignment procedures conducted in 
the United States is estimated to be up to 500 procedures annually. 

In the United States, a great number of sexual reassignment surgeries are performed in San Francisco, 
California by Dr. Marci Bower, a transgender woman herself. She performs surgeries 3 days weekly with 
an average of 300 yearly. She is currently booked for 14 months solid. 

A global center for this procedure is Bangkok, Thailand and the leading doctor is a Thai physician named 
Dr. Preecha. He is considered one of the top doctors in this field. We have reached a contractual 
agreement with him and are beginning to market this program through the transgender community. 
We believe that the market opportunity is such that we could be averaging as many as one (1) patient 
per week by the middle of 2011. 

In Vitro Fertilization (IVF) is a medical procedure in which egg cells are fertilized by sperm outside the 
womb, in vitro. The average cost of an IVF cycle in the U.S. is $12,400, according to the American Society 
of Reproductive Medicine. Infertility is an estimated $2 billion industry annually in the United States.15 

We believe this represents a significant market for opportunity for Satori. 

Within our primary target market of financially sponsored patients, Satori will launch focused cultural 
marketing programs, aimed towards select ethnic populations in the U.S. These programs will accelerate 
our growth opportunity, as well as, ensure an ongoing and growing stream of potential patients. Within 
the Satori Global Network™, there are many hospitals located in a country (Mexico, Philippines, India, & 
Vietnam in Q2 of 2010) with a significant ethnic populace living in the U.S. 

We feel that the Satori Global Network™ will be an attractive option to these groups and they will 
gravitate to their ancestral homelands for a number of reasons: 16 

15 
Infertility: A Public Health Focus on Infertility Prevention, Detection, and Management. Center for Disease Control and Prevention, 2008 

16 Satori World Medical Proprietary Research. 
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• Familiarity with country/city/region 

• Familiarity with hospital systems 

• No cultural barriers (e.g. language, customs, food) 

• Opportunity to travel to homeland (e.g. visit family and friends) 

• Comfort and peace of mind 

Asian Indians 
According to the U.S. Census Bureau, the Asian Indian population in the United States reached 2.8 
million in 2007. Asian Indians are among the fastest growing ethnic groups in the U.S making it the third 
largest Asian American ethnic group in the U.S. Additionally, immigration from India is currently at its 
highest level in history. Their average income is $68,00017

• 

Filipinos 
There are approximately 4 million Filipinos living in the United States. Filipinos remain one of the largest 
immigrant groups to date with 80,000 people migrating per annum. The Filipino community possesses 
an economic well-being with most belonging to the middle class. The average household income is 
$65,70018

• 

Hispanics 
Hispanics account for approximately 15.1% of the U.S. population or 45.4 million people. The Hispanic 
population is projected to nearly triple to 132.8 million by 2050. Their share of the nation's total 
population is projected to double, from 15% to 30% meaning that nearly 1 in 3 U.S. residents will be 
Hispanic. 19 The median household income for Hispanic Americans is $34,241 

Vietnamese (Vietnam will be added to the Satori Global Network TM in Q3 of 2011) 

The Vietnamese population in the United States is 1.65 million. As a relatively recent immigrant group, 
most Vietnamese Americans are either 1st or 2nd generation Americans, which makes them more likely 
to have families and strong ties in their home country. The median household income for Vietnamese 
Americans is $45,980. 

The Company believes there is a business opportunity in forming a division that could provide consulting 
services to organizations wishing to form Accountable Care organizations (ACO). An ACO is an 
organization that bundles the care for an episode of care, much like Satori has done with its 
international network hospitals and doctors. Having developed significant expertise and best practices 
the company will explore this opportunity in 2011. 

17 U.S. Census Bureau, 2004 American Community Survey, Selected Population Profiles, S0201. 
18 U.S. Census Bureau, The American Community-Asians: 2004. February 2007. <http://www.census.gov/ prod/2007pubs/acs-OS.pdf> 
19 U.S. Census Bureau. An Older and More Diverse Nation by Midcentury. 14 Aug 2008. 
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C. MARKET ANALYSIS 

C17. Target Market 

Satori's target market is comprised of individuals who have financially-sponsored healthcare coverage. 
According to the U.S. Census Bureau 255.1 million individuals were "financially-sponsored" or covered 
by some private health insurance (plan provided through an employer or a union, or purchased by an 
individual from a private company) in 2008, this excludes any government (state or federal) sponsored 
plans. The 255.1 million Americans is the gross opportunity for Satori World Medical. Within this gross 
opportunity the target individual who would utilize the Satori model would be age 40-64 with an income 
of less than $75,000 per annum. This population sub-set is segmented into several different payor or 
funding designs. This does not include the current uninsured population of 46.3 million who are the 
primary beneficiaries of US healthcare reform legislation (PPACA) that was signed into law in March 
2010. These new covered individuals will have access to insurance starting in 2014 through Exchanges 
(aka marketplaces). Satori plans on being active in the Exchanges as we are the low cost provider and 
will help the various organizations be very cost competitive. Recapped below is a description of the 
various types of financial sponsors. 

Health Insurance Plans 

A Health Insurance Plan that is offered by an Insurance carrier is a commercial enterprise licensed in a 
state to sell medical coverage insurance. Satori is targeting Payers with health plans that sell PPO, HMO, 
and to individual, small group and large employer group populations. 

• PPO- A Preferred Provider Organization is a medical care plan which arranges for the provision of 
covered services through a contracted network of participating providers. 

• HMO- Health Maintenance Organization is a type of managed medical care plan which usually 
provides full medical coverage in return for a prepaid monthly premium. Enrollees are limited to 
the HMO's network of participating providers except in certain emergency situations, or when 
services by non-participating providers are authorized by the HMO. 

• Individual- Individual plans are designed for individuals and families without employer
sponsored coverage. This means the individual pays 100% of premiums and all other out-of
pocket expenses. Typically these are medical plans with higher deductibles and out-of-pocket 
expenses than employer sponsored plans. 

• Small Employer Group- Small employer groups are businesses that are independently owned 
and operated with a small number (less than 100) of employees. 
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• Large Employer Group- A large employer group is a business that generally covers over 100 

employees. 

Self-Funded Employer Health Plans 

A self-funded employer health plan is one in which the employer assumes the financial risk for providing 
healthcare benefits to its employees as opposed to purchasing medical insurance through an Insurance 
company. In other words, the employers are providing their own insurance. In practical terminology, 
self-insured employers pay for each claim as they are incurred rather than paying a fixed premium to an 
insurance carrier. Typically, a self-insured (or self-funded) employer will set up a special trust fund or 
account to deposit money (corporate and employee contributions) monthly to pay incurred claims.20 

According to the Employee Benefit Research Institute, in 2008, 55% of workers with health insurance 
were covered by a self-insured plan .. Among firms with over 5,000 employees, 89% of workers were in 
self-funded employer health plans in 2008.21 

Satori will target self-funded employer health plans with more than 500 employees. The Company will 
focus in on this category because the plan sponsor (the employer) receives 100% of the financial benefit. 
Satori's model is easier to integrate into a self-funded employer benefit structure which has streamlined 
decision-making thus making it easier to execute on implementation. Additionally, Satori's economic 
shared savings model can be easily administered, in concert with the organizations' Human Resource 
department. 

The Company will also target self-funded employer health plan vendors, all of whom are integral to the 
success and operation of a self-funded plan: 

• Third Party Administrators - A Third Party Administrator (TPA) is an organization that processes 
medical claims for an employer. A TPA handles the claims processing for an employer that self
insures its employees. Satori's product will be attractive to TPAs because Satori claims are on a 
single bill, allowing for easier and less costly adjudication of claims. Satori also enables TPA's to 
offer an innovative solution to reducing claims costs for their client while reducing their own 
administrative costs. Since all claims are on a single bill in USD rather than multiple bills that 
arrive when the procedure is done in the U.S., this greatly reduces administrative burdens and as 
a result cost. 

• Stop-Loss Carriers- Stop-loss Carriers are companies that provide protection against catastrophic 
or unpredictable losses. Stop-loss Insurance is purchased by employers who self-fund their 
employee benefit plans but do not want to assume 100% of the liability for medical expenses 
that are catastrophic individually, or aggregate over a certain amount of expense. This segment 

20 Self-Insurance Institute of America, LLC. Self-Insured Health Plans. <http://siia.org/i4a/pages/index.cfm?pageid =3339> 
21 Employee Benefit Research Institute. Fast Facts 11 Feb. 2009. 
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could be an excellent opportunity for Satori, if the stop-loss carriers would price their coverage at 
a lower rate when an employer elects to include Satori in their self-funded employer health plan 
design. 

Unions & Associations 

According to the U.S. Department of Labor's Bureau of Statistics, in 2009, the number of workers 
belonging to a union approximated 15.3 million. 

Unionization rates are highest for workers over 55 years old. This is typical of unionized jobs, which on 
average provide workers with higher wages, greater job security, and excellent retiree benefits. All of 
this is associated with low employee turnover and generates an older workforce over time. Highest 
unionization rates include educational services (38.1%), protective services (35.6%), and utilities sectors 
(26.1%). 

The unions & associations' demographics correspond with Satori's target market demographics because 
they are mature employees, the majority being over 55 years of age, and have a net income of 
approximately $70,000 or less. Additionally, Satori's HRA model is available for all early retirees of 
unions and associations who are covered under the retiree medical plan, which comprise a significant 
portion of the population. 

Early Retirees 

Early Retirees (individuals who enter retirement prior to qualification for Medicare) are an outstanding 
target market for Satori because their demographic corresponds to the target age for diseases related to 
our medical procedures. Early retirees typically have extra time to travel, are on a fixed income and 
therefore would be receptive to receiving an economic incentive that can supplement their income, as 
well as, pay for future healthcare expense. Early retiree beneficiaries and medical plans qualify for HRAs, 
a key component of the Satori product. 

With health costs continuing to climb and on-going reports of companies scaling back on retiree 
benefits, the status of employer-sponsored retiree health coverage continues to be an area of 
considerable interest and concern. An estimated 3.8 million early retirees (ages 55 to 64) and 
dependents receive health coverage from an employer or union. 

Public Sector Employers 

Public sector employees are employed by departments or agencies of various government levels (state, 
county, local) or quasi-governmental organizations. Within the public sector, local government workers 
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had the highest union membership rate, about 43.3 percent in 2009.22 This group includes several 
heavily unionized occupations, such as school teachers, police officers, and fire fighters. 

The continuous, unrelenting growth of healthcare costs has become a critical issue for local 
governments, quasi-governmental entities and other public sector employers. Healthcare costs have an 
enormous impact on the financial condition of these organizations. Public sector employers have 
traditionally provided generous healthcare benefits to employees. These expenses have a significant 
impact on their ability to access capital markets to fund capital improvements and other liabilities, not 
only in the form of interest expense, but also their borrowing capacity. 

Other Postemployment Benefits, or OPEB, are benefits provided by a public sector employer to their 
employees. The largest segment of OPEB is retiree healthcare. OPEB also includes postemployment life 
insurance, disability, and long-term care. 

Due to the full implementation of Government Accounting Standards Board 45 (GASB 45), there has 
been drastic changes for the accounting of OPEB, moving it from a cash, pay-as-you-go basis to an 
accrual basis. GASB 45 is a mandatory accounting standard that requires Public sector employers to 
account for and report on an actuarially determined basis the estimated liabilities associated with 
postemployment healthcare benefits for all retirees. 

GASB 45 has uncovered some very large, hidden liabilities of public sector employers. There is an 
estimated $558 billion in unfunded OPEB liabilities for the 50 state governments and then an additional 
$951 billion for public sector employers (e.g. cities, counties, school districts, etc.). This amounts to over 
$1.5 trillion in unfunded liabilities.23 

Public sector employers are an excellent target market for Satori because they are a sector that places a 
great emphasis on value, typically have low employee turnover, a large early retiree population, 
employees with an income less than $75,000 and now with the introduction of GASB 45, have a financial 
incentive to contract with Satori. 

22 
U.S. Bureau of Labor Statistics. Union Members in 2009 Jan 2010. <http://www.bls.gov/cps> 

23 
Zion, David & Varshney, Am it. Credit Suisse. You Dropped a Bomb on Me, GASB: Uncovering $1.5 Trillion in Hidden OPEB Liabilities for State and Local 

Governments. 22 March 2007. 
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C18. Marketing Strategies 

Communications Plan 

Satori's Marketing & Communications Strategy will develop, maintain and continually heighten the 
visibility of the Company in order to establish the Satori brand ubiquitous and closely associated with 
the leadership position in the globalization of healthcare, much like Kleenex is synonymous with tissue. 

In early 2009, we invested significant dollars in a number of initiatives that were specifically designed to 
meet our Awareness Campaign goals. All of our dollars invested have yielded significant increases in 
web traffic, media coverage and sales lead generation as delineated below: 

Tactics for Brand Awareness 

In January of 2009, the Company launched an aggressive Communications program designed to develop 
awareness, create credibility and subsequently gain third party endorsements which contribute to the 
growth in stature of the Company. Our program is focused around leveraging the power of credible 
third-party media endorsements to create demand, educate the various constituencies, and generate 
excitement for the Company's Business & Care model. Key messages of the company are designed to 
bring meaning and understanding of the Satori World Medical brand in a way that resonates with our 
target audiences with the single minded goal of profitable growth. 

Specific tactics include: 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

55 

(b) (4)

(b) (4)



(b) (4)



e e 

Web: 

Any prospective patient, when making their decision as to where to have their surgery will utilize the 
web to help make that determination. Our website, which showcases our International Centers of 
Excellence and world-class teams of physicians, will help to instill confidence in their selection of one 
of our International Centers of Excellence for their medical procedure. 
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Satori's innovative website serves two purposes; first, to create creditability and enhance the 
visibility of the Company. The second key purpose is to facilitate patient selection of our network 
hospitals and providers. Satori's innovative website was designed to engage the consumer to make 
an informed decision as to where to get their healthcare based on quality and financial benefit. Key 
features of the website include the ability for patients to: 

• Access hospital information 
• View facilities via virtual tour 
• Review physician credentials 
• Meet their doctor via video 
• Understand cost savings opportunities and benefit structure 

Competitor Analysis 
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Sales & Distribution Plan 
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C19. Competition 

Competitor Analysis 
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Traveling outside the U.S. for medical care is becoming a viable option for many individuals, and as a 
result there is an increasing level of competition within the global healthcare market. Within the Medical 
Travel space, there are three types of Medical Travel companies: Medical Tourism Facilitators, Domestic 
Networks, and Global Healthcare Networks. 

Medical Tourism Facilitators 

Medical Tourism Facilitators are essentially travel agents that also schedule surgical procedures at 
international hospitals. They are in same market space as Global Healthcare Networks, but mainly target 
the cash market of the uninsured, underinsured individual or those individuals seeking Plastic Surgery 
procedures. Medical Tourism Facilitators emphasize the travel, vacation, and leisure segment and the 
majority of them arrange popular tours of the exotic country. Typically they focus on cosmetic and 
dental procedures. Examples of Medical Tourism Facilitators are World Med Assist, Med Retreat, and 
Planet Hospital. 

Domestic Networks 

Domestic Networks are health networks located within the United States that are designed to attract 
patients on the basis of price and to receive the medical service within the U.S. Although they have 
logistical and geographic proximity advantages, domestic providers cannot compete with Satori or other 
global networks on pricing. Because of Medicare Rules (42 U.S.C. 1320a-7(b}(6}(A)), domestic providers 
cannot offer medical procedures for less than Medicare payment, making average procedures 30% to 
50% higher than Satori's Global Network™ providers prior to physician fees, travel and hotel expenses~
Furthermore, some of the domestic networks are comprised of hospitals that are not accredited by the 
Joint Commission on Accreditation of Healthcare Organizations (JCAHO), or are small hospitals that do 
not have sufficient volume and have second tier quality programs. 

Global Healthcare Networks 

Global Healthcare Networks offer the U.S. network hospital model on a global level. This is the sector 
that Satori World Medical competes in. These full-service networks mainly select Centers of Excellence 
that are accredited by the Joint Commission International (JCI) and are often staffed by Western trained 
and board certified physicians. These networks claim to meet Payers needs by streamlining 
administrative functions such as provider sourcing, scheduling, travel planning and payment but do not 
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have any form of the quality assurance programs, network management and due diligence that health 
plans require for their membership nor the shared savings model unique to Satori. These global 
networks serve health plans, insurance carriers, employers, Third Party Administrators, and individuals 
accessing benefits. The largest Global Healthcare Networks are BridgeHealth International, Healthbase 
and Companion Global Healthcare. 

While some of our competitors share the same network hospitals as Satori, our approach and overall 
business model is unmatched in the industry. We built the company, infrastructure and all of our 
processes to be an extension of a US based health plan and as such, we mirror many of the critical 
functions required by health plans of domestic hospital networks. Additionally, because we are easily 
implemented, minimal resources are required by our clients to embed the program into their existing 
medical plans. 

Specifically, we provide competitive advantages that will accrue to our clients' benefits in two (2) main 
categories, Infrastructure and Product. 

Infrastructure Advantages: 

• Satori has a management team, with over 120 years of leadership experience in health services. This 
assures our clients that we know and understand what is necessary for quality health care, how to 
service clients, and what is important for their membership. 

• We have established a leading group of advisors for our various Boards (Board of Directors, Strategic 
Advisory Board and Medical Quality Advisory Board) with over 275 years of successful leadership in 
various disciplines. This incredible resource is available to the management team and provides 
relevant guidance, business advice and input into our direction and focus. 

• Our medical program is industry-leading, under the direction of our full-time Chief Medical Officer 
(CMO) and supported by our Medical Quality Advisory Board (MQAB). Our client's medical 
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leadership can feel comfortable that their membership is partnering with a company that utilizes a 
medical model as opposed to a financial model. Not only do we screen the ability of an individual to 
travel based on medical issues, we also receive, review and monitor our network hospitals quality 
measures on a quarterly basis. 

• Our Information Technology platform and capability for connectivity can be easily integrated and our 
clients will be able to review information regarding their membership or employees. Our Client 
Service Tool (CST) provides a longitudinal record of all interactions. 

• Our provider contracts have many features that payers require in domestic networks that no other 
company in the medical travel space has executed. Our VP, Network Development & International 
Operations has performed this same assignment for the last 20 years for Blue Shield of California, 
Aetna and HealthNet. For example, we have contractually obligated our all of our network hospitals 
to participate in quality reporting, quality audits, credentialing, and an industry leading pay-for
performance system. Our contracts address U.S. regulatory issues. Most unique from a competitive 
point of view, and very advantageous for our clients, is our negotiated all-inclusive fixed price case 
rates for surgical procedures. 

• We contract with the payers (our clients) and bill for all services on a single bill, in USD. Our fixed 
price case rate and the bill are easily adjudicated. There aren't multiple bills from different providers 
for different services. Health care expense becomes known and can be budgeted. Single bill, single 
payment. It can't get any simpler. 

• The sponsor, due to our unique single bill significantly lowers their claim processing expenses. 
• We are a "closed eco-system". Satori provides all services internally so there are no handoffs, no 

communications breakdowns, and care and service is delivered seamlessly. 

Product Advantages: 

• While other medical travel companies share some of the same providers in their network but we are 
the only organization that has made multi-day on-site due diligence visits which included our CMO 
(he actually scrubbed in and observed surgery) and a detailed audit of the facility policies, 
procedures and plan that was performed by our VP, Network Development & International 
Operations. 

• There are no fees (No PEPM or monthly access fee) to the payor or their clients for our program. 
Therefore, no Return on Investment (ROI) analysis is necessary to be performed at the end of each 
year. The Plan Sponsor can only save money. There is only upside from a sales force's or 
broker/consultant perspective in explaining the program to clients. We make our revenue only 
when the service is utilized so we do not get paid unless the service is utilized. 

• Our program is a 100% medical benefit. No out-of-pocket expenses are required from the employee 
when they select and utilize Satori. 

• We have developed a very novel and unique cost savings sharing program between the Plan Sponsor 
and the employee who utilizes our service. As mentioned earlier in the document, we have filed a 
patent around it. This provides Satori with a distinct competitive advantage. This program allows the 
employee to share in the savings (via a Health Reimbursement Account) i.e., in the difference in 
expense between the procedure being performed in the US compared to the cost internationally. 
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Even with all costs included, (travel, hotel, procedure, our overhead & profit) for the international 
procedure, the savings is between 40 and 80%. No other organization can provide this same tax
advantaged program. 

• Satori is the only organization that has Nurse Patient Advocates (NPA) who are surgically trained 
R.N.'s acting as the liaison between the patient, Health Plan and network provider. 

• All of our patients will stay at InterContinental Hotels and Resorts. This connotes a level of quality, 
amenities and familiarity for Americans. 

• We provide a Personal Accident Insurance Policy for all patients that provides a payment if there is 
an accident internationally or in the unlikely event of a bad outcome during surgery. 

• While other programs include companions to travel along with the patient, we educate and provide 
instruction for the companion to support the patient in the healing/recovery process. 

Satori is well positioned to lead the global healthcare market because of the 
competitive advantages we provide health plans in virtually every aspect of our 

innovative model. 
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D. MANAGEMENT 

021. Management Team 

Steven Lash, President & CEO 

Steven Lash is the Founder, President & CEO of Satori World Medical the leading global healthcare 
company that provides employers, health plans, plan sponsors and employees the opportunity to access 
world class quality healthcare at a fraction of the cost. Steve developed the Business Plan in the summer 
of 2007 and raised several million dollars of funding and opened an office in San Diego in April 2008. 
From inception through December 2008 he hired an outstanding management team, performed multi 
day on site due diligence of the hospital and physician network, executed agreements, filed a patent on 
the company's business model, developed the policies, processes and methodologies to provide a one 
stop shop, all inclusive service offering to plan sponsors. The Company started sending patients 
internationally for care in January 2009. 

Prior to founding Satori World Medical he was President of Woodward Laboratories an OTC 
dermatologic products company specializing in anti-microbial products. Under his direction he 
supervised an expansion of the facilities, an increase in eight (8) SKUs including the launch of two (2) 
new retail products and achieving national distribution in Albertson's Rite-Aid, Walgreen's and Wai
Mart. Revenues and cash flow more than doubled under his leadership. 

From 1999 to 2002 he was President & CEO of DermTech International a dermatological Contract 
Research Organization. During his tenure there he created a new business strategy and vision, recruited 
world class scientific staff, advanced their proprietary technology, and raised two (2) capital rounds (1 
angel and 1 venture). The new business strategy "From Concept to Commerce" created for the first time 
in the dermatology clinical testing industry a one stop shop for all services to bring a product from the 
bench to commercialization. The Company which was technically insolvent at the time of his 
employment dramatically improved its operation to the point where operations were cash flow positive, 
posted 8 (eight) consecutive quarters of revenue growth in excess of 800% and executed several long 
term agreements. 

Mr. Lash spent over 18 years with Sharp Healthcare, San Diego's leading and largest vertically integrated 
healthcare delivery system. His last position at Sharp was Executive Vice President for Institutional Care 
and was responsible for all acute care hospital operations (6 facilities) skilled nursing facilities (3 
locations) and the Sharp Health Plan, a federally qualified and licensed health Management 
Organization. Annual revenues were over $700 million and employed 6,000 employees. During his 
leadership he restructured operations eliminating 2 layers of management and created the 
organizations product line strategy and accountability which lead to a significant improvement in 
profitability. Prior to assuming his operational role he was the Senior Vice President for Business Affairs 
and Chief Financial Officer. In this position he was responsible for all aspects of financial reporting, all 
merger and acquisition activity, information systems and capital formation. 
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business plan that evolved Sharp from a single stand alone hospital to a multi-dimensional, vertically 
integrated healthcare delivery system. He executed in excess of $800 million in hospital and medical 
group acquisition financing transactions. Sharp Healthcare became nationally recognized as the model of 
healthcare delivery leading the transformation of the hospital industry in the 1990s and was 
prominently featured in many trade publications. 

Steven received his BS in Business from State University of New York at Binghamton and his Masters in 
Business Administration from the University of San Diego. Additionally, he joined Volunteers in Service 
to America (VISTA) and was assigned to the Watts area of Los Angeles. He provided loan packaging 
through the Small Business Administration to small and minority business people. 

He is past President of the Healthcare Financial Management Association and was the Founding Board 
Chairman of First Dental Health. He was a member of the Board of Directors of IDX (NASDAQ:IDXC) from 
1994 and was sold to General Electric in 2005. Additional Board service includes INC Research an 
international contract research organization. Previous Community Board service includes San Diego 
Hospice, San Diego Hall of Champions, a founding member of the San Diego Regional Cancer Center 
(subsequently named the Sidney Kimmel Cancer Center) and a founding member of the San Diego 
Downtown Breakfast Rotary. He is a frequent lecturer on healthcare trends at numerous industry 
seminars as well as a published author on capital formation in health care. 

Ron Johnson, M.D., F.A.C.S., Chief Medical Officer 

Dr. Johnson has been in private practice for 30 years in San Diego and has a long and distinguished 
career. He is a published researcher and has played a leadership role in several professional and 
business organizations. Highlights of his professional roles include President of the American College of 
Surgeons (San Diego chapter), President of the San Diego Society of General Surgeons, and Chief of the 
Medical Staff at Grossmont Hospital, a large trauma and tertiary medical center located in San Diego. 
His business affiliations include member of the Board of Directors, San Diego Hospital Association, 
member of the Board of Directors Grossmont Hospital, and President and member of the Board of 
Directors, Sharp Community Medical Group. Dr. Johnson has international surgery experience at the 
Hospital Mama Verno in Kinshasa, Zaire, Africa. Dr. Johnson is a graduate of the University of Illinois 
College of Medicine, Chicago, Illinois and is Board Certified in Surgery. 

Naimeh Tanha, VP, Network Development & International Operations 

Naimeh Tanha has over 20 years of professional health care experience primarily focused in managed 
care development and operations in the United States and abroad. Prior to joining the management 
team of Satori World Medical, Naimeh most recently acted as a health care consultant focusing on 
provider network development, contract negotiations, marketing, strategic planning, and management 
development for various physician organizations, health plans, and a pharmacy benefit management 
company. Throughout her career, Naimeh has held several executive positions in provider contracting, 
and network management roles with such prominent managed care companies as BSC of California, 
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HealthNet, CaiOPTIMA, and Aetna Health Plans of California. Naimeh has a Bachelor of Science degree 
from San Francisco State University, and a Masters in Health Care Administration from the University of 

LaVerne. 

Keith Mendoza, Director of Sales 

Keith Mendoza has over 17 years of health care industry experience primarily focused in the sales and 
service of medical and health and welfare benefits. During the last 8 years, Keith held a key position 
as an Aetna Senior Sales Director for large commercial groups. In addition, Keith has served in a similar 
capacity with other large US health plans and insurers in Southern California throughout his career. 
Keith has extensive experience successfully selling, servicing and implementing self-funded and fully 
insured medical plans. Keith has been recognized as a national sales leader. Keith holds a Bachelor-of 
Science in Business Administration with an emphasis in financial services from San Diego State Univ~ity 
and is licensed as a life and health insurance agent. 

Kevin Poling, Director of Travel & Customer Service 

Kevin Poling is a seasoned travel and customer service professional with over 20 years experience in the 
global travel industry. Kevin has undergone extensive training, specializing in the art and science of 
customer relationship management. Prior to joining the Satori World Medical management team, Kevin 
played a vital role in developing and implementing a robust corporate travel department which focused 
on client service excellence. Kevin has held key positions throughout his career with prestigious travel 
and client service management companies including American Express, Carlson Wagonlit Travel and TQ3 
Navigant International. Kevin obtained his degree in Travel & Hospitality from Hammel College in Akron, 
Ohio and is a member of the International Association of Travel Agents. 

Conni Nelson, Controller & HIPAA Security Officer 

Conni Nelson has over 30 years of co'rporate accounting experience, human resource management, and 
information systems management. Conni began her accounting and tax career with one of the Big 4 
firms, now known as Ernst & Young. Conni's experience includes a strong working knowledge of the 
health care industry, business analysis, and data systems solutions. Conni holds a Bachelor of Science 
degree in Information Systems and has used her knowledge to combine the accounting industry with 
more systematic and automated information systems. In addition, Conni is a member of the HIPAA 
Group and Satori's HIPAA (Health Insurance Portability and Accountability Act) Security & Compliance 
Officer. 
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022. Professional Relationships 

Strategic Advisory Board (SAB) 

Satori's Strategic Advisory Board (SAB) was established for the purpose of providing an important and 
sophisticated resource to assist the Board of Directors and senior management in perfecting its current 
tactics and to support in the design of our forward looking strategy. 

John A. McMahon - Chairman, see Board of Director Bio 

Stuart Altman, Ph.D. 

Stuart Altman is the Sol C. Chaikin Professor of National Health Policy at Brandeis University. Dr. Altman 
also serves as chair of the Health Industry Forum and the chair of the Council on the Economic Impact of 
Health System Change. He is an economist whose research interests are primarily in the area of federal 
and state health policy. In June 2004, he was awarded the Academy Health Distinguished Investigator 
Award, and for the past four years Modern Healthcare named him among the 100 Most Powerful People 
in Healthcare. In 1997, he was appointed by President Clinton to the National Bipartisan Commission on 
the Future of Medicare. Professor Altman previously served as interim President of Brandeis University 
from 1990-1991, and as Dean of The Heller School for Social Policy & Management from 1977 until July 
1993, and again from 2005 until June 2008. He served as the Chairman of the congressionally legislated 
Prospective Payment Assessment Commission (ProPac) for twelve years. ProPac was responsible for 
advising the U.S. Congress and the Administration on the functioning of the Medicare Diagnostic Related 
Group (DRG) Hospital Payment System and other system reforms. Professor Altman is a member of The 
Institute of Medicine of the National Academy of Sciences and their Committee on the Future of 
Emergency Care in the United States. He has an M.A. and Ph.D. degree in Economics from UCLA and 
taught at Brown University and the Graduate School of Public Poli.cy at University of California at 
Berkeley. 

Steven Shulman 

Steven Shulman is the operating partner at Water Street Healthcare Partners and Tower Three Partners. 
Mr. Shulman is the Chairman and former CEO of Magellan Health Services. During his tenure, Steve 
successfully brought the company back from bankruptcy and increased shareholders equity over tenfold 
-from $135 M to $1.6 B. In 2007, he was voted on "The Top Public Company Managed Care CEOs" by 
Institutional Investor. Prior to that, he founded and served as chairman and CEO of Internet Healthcare 
Group (IHCG), an early stage healthcare services and technology venture fund. IHCG created successful 
early stage companies, many of which were sold to larger healthcare organizations. He is the former 
chairman, President, & CEO of Prudential Healthcare, Inc. During his tenure, Steve engineered a major 
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turnaround of the company, improving operational results by $850 million in less than three years. He 
successfully sold the company to Aetna in 1999. In 1987, Mr. Shulman co-founded Value Health, Inc., a 
leading specialty managed care company. Prior to that, he served as President of Business Development 
for CIGNA Healthplan. He began his career at Kaiser Permanente as Director of Medical Economics. Mr. 
Shulman earned a B.S. in Economics and a M.S. from State University of New York at Stony Brook. 
Additionally, he completed the Advanced Management Program at Stanford University Graduate School 
of Business. He is a member of the Board of Directors of Magellan Health Services, Digital Insurance, 
CareCentrix, Access Mediquip and Health plan Holdings. In addition, he is a former trustee ofthe Crohn's 
and Colitis Foundation of America and the University of Hartford's Art School. 

Josef Woodman 

Josef Woodman is President of the Healthy Travel Media Company and author of Patients Beyond 
Borders. He spent more than three years touring 100 medical facilities in 14 countries, researching 
contemporary medical tourism. As co-founder of MyDailyHealth and Ventana Communications, 
Woodman's pioneering background in health, wellness, and Web technology has allowed him to compile 
a wealth of information about global health travel, telemedicine, and new developments in consumer 
and institutional medical care. A noted consumer advocate for the globalization of health care, 
Woodman has lectured at the Harvard Medical School and the UCLA School of Public Health, and has 
hosted more than a dozen seminars and workshops around the world on the topics of medical tourism 
and health travel. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

75 



e e 
Board of Directors 
Robert Erra 

Mr. Erra is the Chairman of the Board of Directors. He is currently the President of Integrated Health 
Care Strategies, a large health care consulting practice where he has held leadership roles since 1993. 
His distinguished career in health care management has emphasized organizational development, 
planning, team building and financial management. Previous executive positions include Chief 
Operating Officer, Scripps Clinic, and President of the University of California, San Diego hospital and 
Clinics. He has also served on a number of private and public company boards including Cardiometries, 
Quantum Health, TheraTx, EDIX, Cogent Health care, Vidamed, Alteer Corporation and Physcape. 

James E. Buncher 

Mr. Buncher is the retired Chairman and CEO of SafeGuard Health Enterprises, a dental and vision 
insurance company that was sold to Metlife in early 2008. Before joining Safeguard, Jim was Chairman, 
President and CEO of Community Care Network (CCN), a Worker's Compensation Managed Care 
Company which also offered medical and dental PPO networks. Prior to CCN, Jim and a group of 
associated founded Republic Health and Horizon Health where Jim was director at both companies. 
From 1974 through 1982, Jim served as President, COO and a Director of Hospital Affiliates International 
with CIGNA, was founding President and CEO of CIGNA HealthPians. Jim also serves as Director and 
Chairman of the Audit Committee of Odyssey HealthCare, a public company provided hospice services. 
Other companies for which Jim has held a Director position include VISTA Healthplans (a Florida HMO), 
United Dental Care and Alliance Imaging (a mobile imaging company). Mr Buncher is a CPA. 

Steven M. Lash 

Mr. Lash is the Founder of The Company and serves as its President & CEO. See Management section 
that follows for his summary Bio. 

John A. McMahon 

Mr. McMahon's successful career has primarily been in the Insurance Industry having begun in 1974 
working for Pacific Mutual Health & Pension. He joined Johnson & Higgins (J & H) in 1979 and rose 
rapidly in the organization. J & H was the largest insurance broker and employee benefits consulting 
company in the world with 800 of the Fortune 1000 companies as clients, 112 offices in 52 countries, 
and 15,000 employees. John was one (1) of 24 individual owners of the firm. J & H was sold to Marsh & 
Mclennan (NYSE: MMC) for $2 Billion in April of 1997. John is active in many charity and community 
organizations, and an active private equity investor with several large private equity groups including 
Lion Capital and HM Capital (formerly Hicks Muse Tate & Furst) and Carson Private Capital. 
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James P. Mertz 
Mr. Mertz is the Business Development Manager, Oil & Gas, for Amphenol, Inc. In addition, he is an 
investor and operator of his family's west Texas ranches. James received his Bachelors degree in 
Electrical Engineering from the University of Texas at Austin and received his MBA with Highest 
Distinction from the University of Michigan's Ross School of Business. While at Michigan, Mr. Mertz 
studied in Bulgaria though the Fulbright Program and is a member of Beta Gamma Sigma. Prior to his 
MBA, he had a very successful tenure at Freescale Semiconductor, Inc. 

Medical quality Advisory Board (MQAB) 

Satori World Medical has built a team of expert Board Certified physicians who are recognized leaders in 
their sub-specialty field. Together, with our Chief Medical Officer, Satori's Medical Quality Advisory 
Board continuously monitors and evaluates clinical procedures and guidelines to ensure that Satori 
Global Network™ hospitals and physicians continue to provide the highest level of quality care. 

Charles M. Cutler, M.D., M.S. Specialty: Internal Medicine 

Dr. Cutler recently retired from the position of Chief Medical Director for National Accounts at Aetna 
where he was responsible for the clinical strategy and clinical sales team that serves Aetna's largest 
customers. In that role he developed new programs to meet the needs of seif insured plan sponsors, 
such as a medical tourism pilot program. Prior to assuming this role, Dr. Cutler was the National Medical 
Director for Quality and Clinical Integration at Aetna, responsible for national quality strategy, 
accreditation, patient safety activities, quality measurement and improvement, and integrating clinical 
activities across Aetna's portfolio of products (medical, dental, disability, behavioral health and 
pharmacy). He also provided clinical leadership for quality related programs, such as pay for 
performance and selective provider networks. He served on Aetna's Racial and Ethnic Disparities Task 
Force, the NCQA Standards Committee, and the Ambulatory Quality Alliance. 

He was previously the Chief Medical Officer at the American Association of Health Plans, Washington, 
DC, and was responsible for clinical aspects of health care policy, chronic disease initiatives, 
development of collaborations of health plans and other stakeholders to improve quality of care. There, 
he led national initiatives to improve chronic disease care including partnerships with professional 
organizations and the development of local partnerships with health plans, medical societies and public 
health organizations. He provided clinical and health plan operations guidance to staff responding to and 
drafting health care legislation on the federal and state level. At AHIP he served on Aetna's external 
advisory committee on race and ethnic disparities. He has served on the editorial boards and published 
a number of articles in peer reviewed journals. Dr. Cutler has extensive experience in all phases of health 
care operations, health plan benefit design and administration, health care policy, and managing 
relationships between health plans, employers, regulators, physicians, physician organizations and other 
health care constituencies having served in senior leadership positions in various health care 
organizations, including Prudential Health care, Harvard Community Health Plan of New England, Rhode 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

77 



e e 
Island Group Health Association and has previously served on NCQA's Committee on Performance 

Measurement. 

David G. Jaimovich, M.D. 

Dr. Jaimovich is the President and Founder of Quality Resources International. As the former Chief 
Medical Officer and Vice President for International Accreditation Services for Joint Commission 
Resources (JCR) and Joint Commission International (JCI), Dr. Jaimovich realized the need to develop 
quality and performance improvement programs and patient safety initiatives as they relate to 
accreditation and improving the safety of patients in the hospital setting. He has overseen the 
development of these programs worldwide, and has worked closely with governments and healthcare 
agencies on 5 continents. His particular interest is in physician engagement of patient safety and quality 
in the hospital environment. He has presented at many state, national, and international meetings on 
such topics as performance improvement, accreditation operations, standards development and 
disaster preparedness. In addition, he has published numerous books and articles, and written chapters 
on Pediatrics, Transport Medicine, Healthcare Quality and Standards. 

Dr. Jaimovich is a board-certified pediatric specialist. After receiving his medical degree from University 
Autonoma de Guadalajara Medical School, Dr. Jaimovich completed his pediatric fellowships at Rush 
Medical College Division of Critical Care and Children's Memorial Hospital in Chicago, Illinois. Dr. 
Jaimovich is an associate professor of Clinical Pediatrics at the University of Illinois, and an honorary 
professor of Pediatrics at the University of Santiago de Compostela, Spain, where he received the 1999 
Gold Medal for Clinical Excellence in the Medical Field. He serves as co-chair of the Bioterrorism 
Pediatric Task Force for the Illinois Department of Emergency Medical Services. He is the recipient of 
numerous awards including the 2004 Ron W. Lee, M.D. Excellence in Pediatric Care Award, and the Top 
Doctors of Chicago Award for years 2001 through 2004 and Top Doctors in America in 2005. 

Jose Ramiro (J.R.) Lopez, M.D. Specialty: Internal Medicine, Cardiology 

Dr. J.R. Lopez received his M.D. degree from the Military Medical School, Lomas de Sotelo, Mexico D.F., 
did his Internal Medicine Residency at Catholic Medical Center of Brooklyn and Queens/Cornell 
University Affiliated in New York, his Cardiology Fellowship at Saint Francis/Catholic Medical Center Long 
Island, New York and has had a distinguished career in the practice of internal medicine and 
cardiology. He is a diplomat of the American Board of Internal Medicine and co-founder and Medical 
Director of Access Baja, first USA/Mexico HMO based in the US to be licensed by the State of 
California. Dr. Lopez has presented at many conferences, received many awards and has been frequently 
heard on the radio and TV programs "Medicina del Milenio." 

John G. Finkenberg, M.D., A.A.O.S. Specialty: Orthopedic Surgery, Spine Surgery 

Dr. John Finkenberg received his MD degree at the University of California Los Angeles, did his 
Orthopedic Residency at Harbor-UCLA Medical Center and his Spine Fellowship at Johns Hopkins 
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Hospital, in Baltimore, Maryland under Dr. J. Kostuik (President, North American Spine Society) and Dr. 
R. Davis and has had a distinguished career in Orthopedics and Spine Surgery in San Diego. He is Board 
Certified in Orthopedic Surgery and has Fellowship Training in Advanced Spinal Reconstruction 
Surgery. Dr. Finkenberg has had numerous honors and awards, research grants, extensive publications 
and several inventions and patents in the field of Orthopedics. 

Leland B. Housman, M.D., F.A.C.S., F.A.C.C. Specialty: Cardiac Surgery 

Dr. Leland Housman received his MD degree from Baylor College of Medicine in Houston, Texas, did his 
General Surgery Residency at the University of California San Diego, his Fellowship in Cardiopulmonary 
Surgery at the University of Oregon Medical School under Dr. Albert Starr, and has had a long and 
distinguished career in Cardiac Surgery in San Diego. He is Board Certified in Surgery and Thoracic 
Surgery, a Fellow of the American College of Surgeons, the American College of Cardiology, the 
American College of Chest Surgeons and the International Cardiovascular Society. Dr. Housman is a 
Clinical Associate Professor in the Division of Cardiothoracic Surgery, University of California at San 
Diego Medical School and has an impressive and extensive list of awards and publications. 

Louis J. Levy, M.D., A.A.O.S. Specialty: Orthopedic Surgery 

Dr. Louis Levy received his MD degree from the University of Texas Medical Branch at Galveston, did his 
Orthopedic Surgical Residency at the University of Texas Health Science Center-Parkland Memorial 
Hospital, Dallas, Texas and has had a long and distinguished career in Orthopedic Surgery in San 
Diego. He is certified by the American Board of Orthopedic Surgery, member of the American Academy 
of Orthopedic Surgery, the California Orthopedic Association and the Western Orthopedic 
Association. Dr. Levy has held numerous leadership positions and is a published researcher and clinical 
investigator. 

Jeffrey K. Williams, M.D., F.A.C.P. Specialty: Cardiology, lnvasive/lnterventional 

Dr. Jeffrey Williams received his MD degree from Hahnemann University, did his Residency in Internal 
Medicine at Mercy Hospital, San Diego, his Fellowship in Cardiology at Mercy Hospital and has had a 
distinguished career in the practice of invasive/interventional cardiology in San Diego and as Associate 
Professor of Medicine at UCSD Hospital/Medical Center. He is a diplomat of the American Board of 
Internal Medicine and certified by ABIM in Cardiovascular Medicine. Dr. Williams is a Fellow of the 
American College of Physicians and is a published researcher. 

Michael Buskirk, D.D.S. Specialty: Dentistry 

Dr. Michael Buskirk received his D.D.S. degree at the University of Southern California, Los Angeles and is 
in private practice of General Dentistry in La Mesa, California. He has been Dental Director of Sycuan 
Dental Clinic, Mercy Dental Clinic and on Dental Staff of Scripps Hospital and Mercy Hospital, San Diego. 
He is a member of the San Diego County Dental Society, the California Dental Society, the American 
Dental Society and the San Diego Implant Mini-Residency Study Club. 
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E. OPERATIONS 

E23. Financial Narrative & Assumptions 
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F27. SA TORI GLOBAL NETWORK™ MAP & HOSPITAL IMAGES 
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Forewo·rcl 

;tw~m\::HDimm h.;s T.I~Lilltom • mtug;. a~eusll'y Ill ;;m ;,tmpl;;h/n ;lt;:m;JM! fill •dl0:i'l<1 

Cd!01 JM's !1011'1! ond aB1 ~L'II'Il H rnm:Jnit.l!d ~ ~~.i'l\'!.11lh pl;l:~~ ard pr~n. 

1YID::l1::tlns;;.;pp;Ol".:rr'.S ;n lrrc;.mt;lll q:mn :1-::11' p;!l;mt ~IIJm"'\'t'i::,!'O'K'd Gl\l rul:i!;rl 

,.:~aqu;tn «rt".ll·ood:m l'lm:5s :D orxro 01 pmc..d131:1 Ln th;, Ll~,. or th:e.o,.,b:J ~ bY.~: prl~ 
v pn.JPIBiil'lia1 soatms ilh~ llol'Jmls PIJ"lUi1',rr.mbl !mB'l!ol11 ,~s ~il!IQI'jl- tlmU;#l 
woo sorJd1111, ~11X4Js ond cl>Oid.>::antil>:t and ihr~~~r.h ihmllwllh lie"l'!>.;m:li.'!ITIOOJl;Ts 
:b' ;t!.'l.!r.lllllk' al stot;; n::;~ L~ •.100: •mth u.s.-bu .. -d mli!:r..l!:~ns p;;.;- md po:rlt· 

PID:&"'ih.r~cl;. ~;.~":',;I •::1'-'ltn,'Tlm mr£ lll!lfOIIon;;t.a 1~"11~ th;.OOlllv";;[[lt ID:hrd~ 
of ~:.:-rrmc~-~::ll'niLiild with ir.s"..r.r.m tll'iil:;1Ji'l:r cc..12How-mk p.;~rz:mm.. 
a l::tOO:toi'!tlll rorrn;fr.rgoy,th m '!Tis~. 

'lfJh .imlh·::m t~m:r;o;s;na;,; g:oo::."fT! PI!F ~~ t:r tm n:~~t•::IGGt:li!, ;;r.d mmli:Mll 
i:L'!llm I!Hilll..'l;< SO'IL'l;S cf'!.IP In 7D prnm;t ~ lm'lll ml~ WfJ or.Udl!o1111lh;tth;;: 
L-rlistry wil 1'00:'!.'111' fn:m tho tll',;;m oo:n11;r.tc dt:rNlt!sn :~;II ;!Gin 35 JKitllit ;nrml Q'tFilitl 

mrnmL'"'i;'i':J:r.>. 

TiliHoo:;fli:Col' "\1k!li• h .ila;fr.,oz:.;ro lud n.....,.. Mlllibllmrtlm r.~l:!!; ~ 
mothm3m; l:r •.-aoo prJ:::.~·::rl hllillh c;r.-,~...s. 

~!9.t'. 

,1'~ 
(.(. . } 

!'::.d:H, ~ Alo.!lL 
!t"G;:c"..i1w Oi;;:ctm 

!JWIH;. D;;nt;:rf'IH If. J:h S.!F..rl-:r..s 

II• Lmd n it.t.~ • .._,. ,.,.,,. llokiti>'!LH'Inon• ........ .,...lilli_m,...::WtG:.i 
lm ••lolali.,fdou::lpi!an m itillriglh!n.s:iu'IH'li''r.loth·~lf.·or.dil:ii .. llt.ldm&-
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lntro·dtlction 

Mllribllrul1'!i:l15 ;n~~f111~"'1miD~IIlf 

midu r.;;rn ard tti:B;Itsnt:·i!D cr·lidurml a:m.md .,.,o;;t 
ll.rrm. r;, i'ldltrt.n< rrur m ~'nl!l tl-~ n;.:a.."tE 

, cmbounli: u.s. p;!l!h""tls.lrn.«;·.-,;,l!lctlm o:oo;U~;:s fill 
mmh::.!.•:a!:-

• l!DD!rl: Flh~ p;IIG!T1str:ll$«,;rb ift;.lU, n 
mmiiGII··::a~ 

• ~l\S.t:~l.l;~'lll~!~~flll 
mmb.-:d ~;:;;;;: 

In il11 D~ Olnlm y HG;;ti.il Sok!tlmS'" :P:DI! .:;:p:r!, 
MN'i!nt ib!S.tm: C!lo~ i1 So:!i:\·.d! 1!/l'lllrti.',' we 
rQY!I:lWJd tho!T'IIIlda I!IW!m :~rf ;m:l p;:J).-rll!d 

tHtlool.l'm'.•<~alm ;,nd 'l!."lil!ldol L"t!W'-'001:5 c~;m tho 
nm I•J·~~~ i'SO.IUJ<~=s t:;;a'I!IOO a"~ fill 
m.."tfrGI>tiim L1 ']!J:.q :'-' ~llllll il~' l:a."!lPQ!lnQI:t!Dr.; 

'i'..to:h ;;s suOJ:IIY riii'Sr.l.nts. lll'll'llilltll rrom hllillth pt;m, 
lrt:n.l.;~d CIJ.rr,ll!lk ~.iblll1; •7 J;Wimrr,ml3 X~~ 
we PfOI!Id l.toll •JUtb:Jmd m."d ~llmri !lTI •:>:li.!.ZI ma::.1 
u;m;rd~ Ill Hi Jrlllkr. p;;lk!rm by 21!11, WHVl!!S'arlot..la 
;c.nu;ll trow-' .. l'llll ?;S; :»~:;'111. ti:lntUl13llfy, irbomd 

m;;.ri!G'ltrv.lll3m '1M! !IX' rm;lt;;ty sm.·~ ID ;;:·p:ri:'!Jil 
to 55l;Dl tl~ b;· l'JH. 

e 

iih;o C1lll:il1il Ciro!i'l! l:r HG;tft 5ctl.JXru h;s ~lllml 

·m roorill:f lhl m;;.d:GI ~:L.~'T;»:IIl'STJ.ln llt.;;:tlllt'J'O&r, 
.rr;;;,ny t;ct~.n.~~~ L'lll!.rorm:!l im.g;:J"M",.'I;nd mgl.t:l:lon 

Olp;t»;rSl.l;l/3~ J-.:r ~:;I GII'IL In Ills rllPIII1. •lllQ·'Iil!3 

'I'Xl.!5 1:1~ th:~: l::ftlwn;t: 

• ~\X!}:lli:D!.I't!rn r,;IJ.~ 

• i'illln cthl!illlh p';ru tom:cll'J'r..lo:•.rr.llribl'l.ln'ti 
• Slilz' LT.::iU~ ID a:lopi ~!il;l:lon 

• Gltl'il'.'lillll'tll'lii\31'Hiilllilcal;!lil;is 

• trrpao:t nlthnll5. «l:riC.rrJk d·:r.~~nlllm. 

1 -.:ll'l:l:or<>:r>: ~., -"l''ibwo.llllalt.I:«Jorl'lll..-,'klt.tmnl. J:.=a.-=IJ·:>:~lnut. 
hl!;'\-;:ioatJo~.ll<iJ.-~1~~3!:<kfk'lSJJXl'l'lru.,mJ:!m.l 

'lll!liiiJl, ._!lll!l:m:ril.:n:om..--....... -o~~·lra':llrll:f!lo." -.!1<1i(P. C..::ll'. ~ 
-.c·-.,.~·.-e=a!f1.4mn: 

• ~ WI:•...C limoonw>ig.i't. "MII&D'l<ui!n .. :l«iilil1r..aolr.!»>:;Jala1~-rv..·l':'(n.inirii3Jmliloo. 
llol:>d!lK:MIIl' 
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Medic:al tot1rism gt1idelines 

(,_ 

A numl:m of D<";;Illlt.!;D:m~ Ylllnin tim L\S. h;v;-.~ 
pmt:Jroll: Ill~ p;~tmts wm m to ;;rrzsuJJX:~~ 
t'ilf? m...:L ~. lfus til ':hi! ~::;llm!ltlm 
~~·:sa ....tAll!! hils mmotn.-..:1 r!l>:liilt/ mli!nJrhlr~ 
'N'ilfmn I!Wiilll'IY,#iJI ~ Ill ~'"ll itt;; !li"::C1~ of 
p;;i!"l!•::pitbg ar,ra~. 

TI'iilro,rz ~, rru!:iukt.:J~.:r; ,rrr.:tJN In~ miida 
'l'::l!.llllrt'"ll !l'Jt lltllD iiiCb:IIL iilmmlt~, ih?.tll'mrnn IJ:i:D::o~l 
~mn l:h.MAl·~lltrml a~ nf niiii!PJ~ tlul 
!ill:luil!l:a fl:i1lctM:!d ~I~. ~tlllm!l:lilri:!i 
;;;oo cr.ha· lllltti3 !hot I..:U:.'XI a h:MIM.m ~:;I 
Glll.'•:Mlkk! of·Lt!G t;J S. IFill'lm 1) M;~ ;ora imm\11 th:t 
1~{1!Eii:lllllll!!SW.ti t:ro\'.tt>dimttl•NI 1or i:h;;:ll't:itWO,'O!'> II 

COI'I!lnmli'b:l !Jif!IW<nd.~:JP. 

,_,_""._t.,..!JrUd_,"""'.:mn::Jan!Aiot!u!-·-1 ~.-l>lft 
IIII::,_..........,.~JI!Tiilll':u<~:"..¥::11!:ml.~ 

'·:-.rfu;:;um~-·~uli!1!~n::l,..;""'-•:·l!.""""""'h'_.J,tl••'d'~T.l:!OI!,11"5}. 
-JI!:.hli;t • .__._,,.,....,.__,n_)af:dCl'll;,,::d! 

e 
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Role of- health plans to· incentivize 
medical tra,lel 
'.\t.t.> t1;;o/B1l;l ;;,l::.m;d :!or nwd!GI c.o:02~n be lY,II'!~ .. m11r 
1~·::>-:r.Jt.,•lt-.;n Gl::,~i0:! r., th:, L\~;, m::m: llo'llimto; 

rnly•::Jl L~.r hil;t'Jl ~s b:• d.:!tmrilll! 'iN±h tngtrr,m;t 

DW.JD."'li ;m ~·.~, Sil\1:!::.1 l.J?.::rcJs hn"'lla!ll:i.'Kld 
m:ldiGI ~3!1ism l!ibi p:.::r,;r.rns .,.,;frt,, th.3- hi!OIIIh bmllllm 
IF.iru (U:JH;;· :i'). h2!ne. ;111 ~tlt-.ot m~:h::ll :Du;:?.:r• 

Wll h..., In mdt!rll trn;~trr.mt r~IZ ;nci&mti"'!m m;:J!ll'!i. 

~~of-dk~m;;m ~~~ ·:.."'d\m~:dlilillh ·J:OIII roz It I'Jo 

~ to'bll c'!t.m!T'L'Kld 'lo'h;;iha thi!;a plats '!oil oo :d~m 
..,, ;a bn;d s.:zla arn:>M-ralf'iel m~n-·::1' p;oormv.'(J 
1002'!1111h;, ~to; of ll!l5ts ~;~s •t~ rOO. .. ·rm ::mmis'"4 
tll"'l!;v;:rmts cr d;:d!mt.;s. 

Rifum 2: M.."'IIG!IJ Tbulfmlli'\1111. Pmar.nm; wtthta HISI!th .Bm:ilftl5. m.IIS 

~HI!dG~ ·Fbr!ida nm;n;:~ar.Jdl. 'ih;ilic:ld 

~··· Apofkl Hmlitlls, bltJ 

Bb!<shldd .and' !ik::tth Ciflfan::l;;j Mm1Co 

Pkt'·'" 

Ht!11! ·Cn:!l£5 sooth Cl'dllr.&t Btmmlllr.ad. lha!tmd 
Hb!:shtdd11 

>::>~J e)~ l:o!i:tt.·~ u,::. ;.'lriQ!T:Io:,_:, 

1. -A:dz:IJI..-:mdB'1~ wti<U."S<"'tlnK 1 ir.&:DII'UI.::m:1:zrp:·~td.ii'VNfl'li .. tana.myS,. :1t'O?. 
~.r.: l1!l;IN-.12!1~'1·•~u:rn~~:~«<D~l;m);;.:l 

r ---=un:-·-U>I!R!Gr::u: ~.1\!-l:u..,..,~~ag . .v; 1. zoo~. 

• ·~~ s;;n;:l.lh;,arJl!i:rfrc;.of ~ioTac:>h. liL, a OO:JE>C!!il dillllt 
of A'li!I!!Tl ·~t:, I:J Apuib HIISil\bls f'nl•:mlili!:>ilkic"JMl 
t::r~l:'S; lh;;- :m;r.~mwn:ul •o~~~lh D:!:hl ;n:l B;..-.:;:llcrn 
~tm and t;m-~d 1n ;~~ }::;r;cr•mt»d ~ l!a.l~ 

• FOOt~ 'Nil m.<~ ;toot 100 g;:J~.SJ mredKr.; 
' N.l r.namia! d;;~ i'ldlldill,;· bowl il!ld m.."!!itill ill'loll,;m1."1rt5, 

.... m oo rr,;mo;;ill::¥ Al'db;;m W&i':l'oilt 

• ldr.!IJ p;:m:r.J!IQ nwdiCII :x:t~=• 1n :rrG:;;-tmn 2oo,ooc 
ll'liMdir.lls mM:!l:ld iliD'..I;h !.lil•h.r:d;d ~lh P'JI.S iln!:: !'>~'"' 

rr~-:m::l m;m 
• ·~ i!ixtll :m::oo p;llm!S 
• l"Do..r:.Lil on m~s that hi"G ;a ~ mrrbr of Milil:>:al 

L-r41li;;p;lr/3 

• .,_.. t!:'!t'lll' p;;~ tlltlCm±n!s ~&11.iri.rD:Ith;:l!gn Cl:lrr,p;;nn, 

Gnb;il11f-o&f' pi;IM•:Illo'lll' T.:rlit 

• '1'-'1 il~ CII'I~ l\'11!•'t:1lmtMJ!I•'I!it!l. wili.•~::t:ii"'..S ;Jif:b::!'l!lo ~~~ 

~.II:: h!!p;\'.:t.;.~!DU:m.a:rn'XII~"'--Pu!-~.hhll 

'·l'fllllfti,IA "Mo<!i:DI r.......,DIIun,Dft. tul lt=l\'!ib::.o.ri-,"~Cln •. 'lpri!JOH. -oft: l1!f;INNIVNrT'.&..._.:a:rlrllllllol.·:m:li'Gc:i!.Wio'II:11W':l·:::A,~ 
I·-T"-agobm><fklllb:lu!tl>RJ.I!.N.I:Illlol.....nUS.-<'II>;'mmTilt!!!il.t.\anl1~,}::0:>!1. 

~ott:h!!p.',--~,:zmrtc:W~~,~-

"""'"""""'""""'m-. .....:lmlll:l.atiTIIIIMitol. talJ.S ~"'!lmw~~\\::flli'nlky~.lu¥ 111. Jllm. 
--C.h!lp.Ym.w.u"""'-~~"m.u:mm~lllll:ll 

""ti>P:tm.• a~DI ~lh'!:.ld""' ~ ... ~;.~mfl.:lilrll.:rll'<!i:DilaJr'ltr!:·-v.:...o ~:!IJL!lp.lll, m~ 
-ott: h!!p.-~""""""'"-'T.!:~1~'1lp 
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.States' initiatives to· adopt legislatio'.n. 

M;n!"al ~ rm):N ·::..'mg;s In U.S. m;!lh,.:ml th;:t h.w:~ 
b;m ;d~~l!l:'k:wrtl1! IZi! !'.ONilr.ll•::klodas hw.Hr,.;'J;tm 
~till ~blil kw!. T~~ !.."'lilliOII :~~ lla'll II!CD!Irtmd 1m 
p:r!:it'J:.I ...all:~al h:.;,tL"' h!i'.m'~ in~rnL"rtn;;:.~:r..s ~ 

m::dGI1:J::hm 'lhooJ 1-..n'l! boon ·'!W:l dtt:~li'L'!> l'il: 
oo.;n;;ct:!!D(;t.I;00,"1 tl",;t~ dth;:r; ,Z."'t:f!£:1-:r lnoi:ntrll~., 

lr.s'~ tn il'lclllpm;tll rm:IGI :!llt!!Ps:rno'lii.iin th.;t hm;ilh 

bm:llm msns IFi!lliiG 31. 

Allum :3: :St:IID Hils tD b:h."'l!ti'itle ~ltilll rauf3m 

'Cd'Grildll"'· 07·1 143 

A'o(J;lrr. m ast:ablsh irmmll!!i f'I:!!CO!i'llfl!d,;~·nm il'lliC! m·±toil 
1110::l>::ol Gill r:t ~~ JI'OCmltlll!!;:ill 'a~ I! !!.3th Q11;11:i:lflm »:r;d:lni::irrl 
th;- l:lJT! C!h7m~"11lrillmat:orlll ():(! 

lntmrlilm !illli'JC'ttl: 

• W::.wr nl :~U tD-~Is :~~~.:::! d:d!~ IU'lffi:lnls 
• f'ilymnnl 'it mm:l1!""4l Ollil'iill! fill •llll'mro:l ~ ilf!d 0013.~. 
~ I!':IX'IIZ'lll '!he rtl?i!!,;m tl¥l.ll1t"y Ill!' th;;,.;:,li\'!I!'Gd 1!111~W :~nd 

~n!Jl.n 

• ~,TOOl'f! In ~·::c••mmlllll11~trt'!i t.rn;~ ~1:\' ~lam d!Y!i llllpai!!'Jd: 
lllilll.' 

• fir.t;:ID In oJ:ll.'lm:;•~ cl F!Dimo;;;·1il01'1• :ID t!lillmrL !II O:W. 5\'P;I'.i 

B!ltmoo'!I:IPl.':'m2007 

A'o(J;l:r; tn lltt>lllt. lrmnttRS til< tt;;u:n 11:::~s rnln:;d un:tt :.~ sbiD n;~ 

blnl!rt run •lihrMill!rt tn obur.:;m:k:;lla.::~lll a~~ .!u:J:lh Ql1;l ~;:.:Jtt# 

ll'hillll th;.-:J:Yil of Sl!ciJ l:iiil3P.; IDYAT 

•:<:PI'fl!tC &Jl)£\'Hii>biitt·C.Wb:::mrJ UC.Al.:>"',;b mJ!I"IH. 

"--tll:u;t. .rle1h~ al1i11P..u p;~ilfls pa~"'l. fillY sim\· 
tl!;t subJ l:!;;jli;ID!s ;~;;;>llif,'Llll;!ru:fn ;rt'.IHllD.1 In L"lll ~\ill!! 

or~!ll!C)::oltmr.m. Ealh bll5 \III!Ci!'l~ ;n~ Ire lmms 
cr ll!n1C'L-o rm.-rullntnnl:ilw.; f'l:!llLl'Jmls,am ,;r.+£0!-mo 

;.nd fi&,"r.;;ay hn'll boon oo" ll&'llk'l 1,1-hy :!..~· di:1.not pm. 

~~. lb.,~$~ ;'j billl:}lll U!l:fl ....t.t:f;, lu!>..JD 

b.lso:ar.i!JG~l 

··~·~>;i>,r.!a!P· ...... .....-mllllll::.;;nWUl'lm'_~'hl>l~'>~"i~hnm 

''~~J.!oorlmnn,~~ll::rimn~l"tUii:il4!¥.!' 
···~r.la!P.:uUilg:\•fll•~ll:lJ.-1".!!2ir.w-m:l!•l't>l' 

Ill Pl!"'..4mnd L"''l:l!nri!;t;' 
n !hi! H:....~ Ql.rr.rn:ttoo 
a.., ll!llmz l.oHtis:~oo 
Lob:r 
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e e 
Growtl1 of foreign n1edical sites 

In IMll" p;:Vi!MF.d~" WI! ~.-t!XI ih;;r. i:~"'l!:!r.ilh il1 th:< 
~ cf l~n n»::ild!l rmoo COUld ~ll;lm!l'fl 
inths mml~ l:!ulltw7, indum. lim:m'lL~slt:rNII-'"t 
lllCtl'lo mmflt&l! 'ioo!lm': ~;r l'l.~;d tc•qcw 3D 
IK'ftSII i:!!l!Sil;fftn,"!:, :11:® 1:11:21l15 . .,.(1tll m!lmitm:i !i'm 
11'11.-r l:sllOID :Gtm'lts •'i'!md lr.dlio'!O n»::~:al t'll!'!lmcur,ng 

lllil tl111 1\"1! llidltmmths nl ihn l:IJ;9 fi:IGI :,mtl frr:t< ~ 
PRP;,;irn;;! li:l! t'lls ~ ~D'II'itn iii'ld i!!JA lu has 1101: 
mma~t;md ;any ~~l! cmstr;ml3. 

\'1,'!-ilkdm mrn.mr or l~n rr£j,ld!l gl:l5 a:mmm~;, 
lnC1l&'lli IIWZ rmnll'l .m::.trt hll'iiYX•tmi mcnli.Il! •;:j!l;~ly; 
tho Join! Coorn:9m.lntwt;tb!IOINJC~ 11171! hs;lth~;;: 

lrnd!lrt.if'~ ll:t'l:t;l O!::tmx:'ltotm tm1'!!,11oo. II h111 ~.~~ 
tl'lNI.lliTb;>r nl a~:~~~n rm:lr::lio :rillS :'n:>ITI n:; ll'l 
l:JC\5 'tt)a>,'GI: :2:ID111 11n5i." 

PJ'.!111'113 B."'t'mmi ~" il:!Gitmf Ill du:»i Hml, l'.'lh"ttl 

aro!TQ,. ~..dnii!; ~ILl" ~l'l1 11-'"t:x:ml:tl!!d 
421:11lilo;n n»::u Stliii.1Ml}Zi';. 'it ll'llf~. !mid~...Wii ;r!Cl 
tr~·l'll! !il.:S. p;tmt. u~;:mg .i!IIlid "!::f em (J'igllml(l: 

f!VUm4: ~n Midl:;JJ snm lll:hr..ut'lod :trJ l';illl:nls ~d llllnlm 

nrazm 

lrdG 

ll'::gBand 

"~~do cn.::ni!C<, !>O!ll\'wo 
• Hco!!*..;J IT.;di.i•Ali:illi Ell'f!le~n_ 5i~C< Poum 
,. Hco!!*..;l So1m;att;n;,, Si.io FOlli!ll 

··ll&ifiii'l. Hmrt lnslm!:i11, B:lrrbi!f 
' ·~b Hcllllllall;. ~"ll'!ili 

•. rulr.P!•stha Ap:;l'll!· Hmptt.<i, [)a;.h1 

•· shz.:!ll E'f;;> llD~.il an!! WOC CI!IEl; B.:lm!JJ)i 
• wocthadi H~~ s.:m~;OO!l 
• •.'-'t:!cthal:!l Hospiltl; EI:4TI!J:Jy 

··ltlrr~;itol;; ~tmll'.'ID:;I Ql"''li!l, Bm;;!ttt 
•ltiml".lllllad lntwlaX!nol l!~;t ll;n~;ltol;; 

• s::rnl1'••1 sulrhunwll Hzllibl, ~gtoc 

F. -·i'.:L.......r·-T!IllrnhS..Z"r$-. ---1:!!·-Si:W!ilml, . .mn. 
.-a<Z~Ir>o4;.l!tt;:;.l.-·--luti:bllJ!llll,.!£1klU01J~:n1%:1!::l:!'<ld'll.l:IZ'l11MG,DD.ttnl 

f=J~ 

,.,_,_i<:lur!IMio'louOI'J'J•.!lll!cly:tll!~(Fl1rf""""""'':linn.ll11~.lal').-.::nlr>oJI<l!!:y.IJo<nr....-.,..n~.,.,..--..,_llil'ft~
t--_,__t:u.,,J;~:~~Iout'...J'<.?ID!I_tr.:,Y,l'li!O.JOilln:l•'''''"'**'"""''r.r:>nr.::i!l.m'll 

11 ~·= zc -- l'::utm:Thl!·lr......,..,~·m,....,JIJHt. K<::Y'l. :m:lll.--or.ll'\lUt.l'il!;'-~!mwnlrDllJ'IJ!:t'l'lJI:Il«<UI'IUJ.Ttl:Wl,lln'. 

"~~·""" 
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Sin~ 

ialwiln 

soolh~ 

Jc-f'dlan 

• 
• A!a;n:t;a l!~f~Ptll 

• ch;m;;IG~.I!fP.P'..;J 
• o:illll~illiloro Hmtll m:1 ~ic;il Ci:'l'lllu 

• il:ilru H~.t:L-a ~illi;IZOOI lnt;m;;rJ.:n;.j M::dita4 C;i!t;: 

• 10:: v.•~-s m:l d-.aiv:rrs H:JSP:tll 

• M:».ml El:z~th H~l 
• t.trtlon;t c:.r.nr Oll'm Slr.gaooro; 
• t.trllomt Uil'lill!Ol'f Hl:fi!ilit 

• Silg;p:rG ·GI!n!Gl Hcfi;tl:ll 

TO!ll~not; 

• Sl:r&J;n;:,;, Hmpl!;t ~ 

• AmlliGr. fbU..Oil. !luna; 

• C...~IHc~.;i 

• iltlrro.r.orial Modmn H~. &.b;;.t 

Glll'..P, 

• .~ud:lt'J ~.~m:k.;t ObY.tll, ~:'1 

• lstlntl'.i ~cral;;l Ha:.!il;.l 

' ~ni::HJlli:lr!;i~ '!rm:r 
• Gay:~l.'t!lDI3 Ac.::n:;;;.II1Qiltng;lo:l H~! .. lstlntl'..d 

• 11N:Lm fl.::r:illitll, Arrmm 
• ltn:l H!.l!m:ll r..e.'"l'E C;it~. k7m;n 

•mat ~a wdail':f!IE11a':'L~r.; VV1'tDiHiddlp:l'l.:&l:t:D:C~t::mili".::c:/'JTi'W'~.~~· 
c:.,....,..l;tJ:e.~zo::'J c.t:illo -;.-rwo:II!Jl::.i.frigt\!1. ,..,..-d. 

e 
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e • 
In1pact of tl1e U.S. eco·non1ic· 
do\\rnttlrn 
T.m p.r~ u.s. ~;x;351r.Al has had ;,'I ~!GI'!u~ oo 
11•~· ili:MY m ftlHZli'O>~:Jl£'rikill·::a:~'· ill!d.. by lkctq!"tior, 
!hi;~ ~or >IT.ilf'nlwrtmt 11. !008 mrf; r1~:oort;;d ~~ n 
IK1'trmlalml3rllli.l!.."'\ll!ilh:H:urrl»! •il'l !i"'O!; 1l!lY'~' 
!h!;,i" P'l:~n ..00 11 1!3!).."111 rut n;.:k oo ~ rurrJ:er at 
~~J<"&&''p-jim atllf.i lira; ':OOI:c"'~.l;tnr f:d fi:lt.J'ld th;t liP 

to:~ ~nt cl ~do:t'BJ>~ !J.rttr,g crl'fmo:b:l 
mi:dildll QI'G ." Tm rtumWT o!' ph~ ;rt ~~!i!S Ill 'lm U.S. !z 
d~ lmm 21l0ME'.l 20CI!l b,t r;g.-.:~ 70;1:00 11'!!' ~"'llh:" 

l~m;:rr~ h;Js ht;~!o th;, 
II'::l'll\(l;ll l'li.IITII:4'Irm·m~.:d trdlll us. OJto..m'll'!tJ;:. t'll; 
rll!t>il'l rrmft;Ji'.;;,;n'J r;;5 notdl.dimd;n pr~:m 1,) &..· 
IIF.::!;z;m 1n •t•::n!illl'l'lllf'frn::llllm. g"'~ ot:d ~m. 
pn.n~mw fli'f"u d:-c;sm ~· e1'!l!UII.o!''dl:ll ill'!o·~ 
&l!cidt Y::lf ,!l'llll:to::r.l1ii'ID::tN<"ii1Im~ !n,aoil!o:lli, tr;ns

~·::DSa.il;:;MJ~ ~ft:;n!!;·~r;;d tx:•;; yu 

~- ltils~· O.Hmlr&.nnn '2:< tm rli!dn:nn u.~. p;~trmn 
lr.Mllir~;;tl«~<"ilnd ium:l<'il '!~.'iT.~;~ ~.::;rl!i'b:l 

to1lt!tU, I'm nndeJi:~ 

Si!1ttll'!wl'i!l'lCIO'"~:Itl rm ,moocl !oumm hos n:n~ 
~rom! 'Kd:ey oOCi!t::d, ~ ITIClJ:Il"~alDl.l'b.YJTid ~..;J 
~pay ll"lt"'O'~ :l:4 !h!ir ll!lp;ll'flm.l!l ;;djJii."lfl, 

rro~:t.mml~ l:ll.llli".nJ e.i"rt..IO tlllloci:IYllpYl:IO::\l>:in~ not 
dQlll! ~'L-...~ ~~rz 1,rrJ'I'I0das d!llimm. ''ltD!:Ifn~.-. 
!h!;·r.anm!liltGn•:rt 'illt~ ocn."'IO'f.: 0011\'lt!llln ;r,d .:~'l!i:!tol!.'l 
fl!illlsrl cf•:Jt.'lb:ttnc;mml~ !oull':!i w~ttl~· mdl!(l;\'!j 

i!sgot~l!lln ZD!·:OCW.It ~'ll:llta'!r·!~ ~r~ 
g~E:IW'Jlln 2!l1Q. j)Jiliad by !MID.d~•:7::rtHI'£'f :.md 
llm .. ~ ;on:~ !nl:lt!O~·:>~·:Itl by ht!iltllll'W,' 
l'!rm;t!mb·:J~W!drm by l!l..S, ~mwti!l ~llilll II'!. 

!:iiro ~-utml'l£lll!!'ll>::til ~~ pcnt·up·::b:rw 
I'D! ~ .. ::ifCC>d:!Tm•~l¥ mtpotmt d!!Jl't{!,;nc' 
[Jl51Th."1k: Jli!X~; ;;nd ino::miS!!d pr.lll;· ;nd llll~· 
lnl'Brrr.iD:miby ~~·m ~;:!Qlo!Dr51'!·>~ilt.~ CDI.l!'ll:!k~. 
Ft::til: J.!,z;~ ,::;;;:;;, ~' ~"B In th;· lll:!al 'W:r• ~'1!1lti!Y 
tn.om'lli.!m m mmle~ ~:~~.~~m's g:.~-.. k<idl mlh.-bT.J 
11...'11. ,t l'l.ditflruil: In ;a=r;J.\\!i'l1.11r~:r::t .tea t:!Hl wiD: 
~ro • .am~ ;rtd:n:ltnhsl m~;:sl:?ii!J!'E! !;!. 

~m 5:: R«ll!ll!lon-~usm:ll ~n o1 U.S. o.:t.bor.:nl' MlldiGII 'TDurtsm 

RiKIJsSkJrKid)lstQdl 
FDRxolst ~ I·2C#lli 

Gmwlh 
!tim 

eva~ .;.35~ .;.35~ 

~~;~~;;;~;;~::~~:: -"""'·""''"'· '""" ~ ""' 

E(l!J!I\IIlM:!fllli~'U.::,Nr9ih·............t. 

U· ,"""'"l"-"--'Mia!:i:<,,!'1EC Olm\l!ll:fl:r.irorr-- ,..,.........,.;•IF.:J•Jc:lllml. 
-atl'll:l;:-..,tmJrm-~")::ollo'J·I:UJiJilcrlZ7•li'!lm:ll 

n ~; U.S.oo=-:nr-·t::fan...,..er,l'iilalll'i." ~..,._.B:Ior,aln.""""'c:mm.~ A>; u. ;~>D. 
-ntat;:n-,~'lmll_t~aa....,""""'~'-~)::fliM 

" 'lllnni!l L mi lcilnErfL ,._ """'""~i:lr&>.·:>::><:l:m l!!m dulllt:·!ld:""""'""¥.•!.i:IA IIM!::r. r:.tll. :i'IDI. 
-·n•tat;:Umm.'~"::mf_,...,.ttr.!!l!JfF>n.JC.-.-.,IIi_ll.l!lrr• 

" rl.r!1!nn.Y. -;:;;_,, .... ....., ....r.~ -=""·""~'~ l.illtllii t:il." --.lm..llml. !i>rl Zl·,.JW!I'l 
.......... rli'II:I;:1Jm'Jni.>lNijt!l:!!TI'~1llJ'I:ollllW..mt.l~.il'm 

.;]S~ 
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e • 
Health care const1n1ers' opinio~ns 
of n1edical tot1rism 
D:ibt!til'!& ~SUr~ ·1J/ ~~ C!LTG:flllll'7it'.!!i im:mdid 
~::D:iflt IJ!I!!Iiom Olb:!l.lt 11'1\ldcd 'foo!'!'!l'!\ rJO!i1 dn~ 
;vrd tn~!JI:Jn;JI ~ Rlllllt'l 6j. I<ITIDrQ 1m ~l'ld!tJ'i 

• it:<!'ltt! pmtmtaUOOJ ~~~SID lik"'l' ~ 
h~~:~:!h ca:;: mrnm.:n.rt~ 1lwlr:mrr«1;tn mrrm.ln~: 
om- 40 pm:mt s;~id il'>:y wooirl "Rom~~ 
1~1a':£·,;r~~:~ :!cf tan II :frm lll!y-J.::l;a!Uili:J:!lMIIl,Xlld 

Ita- iof "'SO ll'l!fm:l >O:FJ: s;rrJJ;;!i; orty 111'1 !> ~ 
oonot'ITI J!lootk~ tr.z o:mrnmtr; b;r;."!l oo ::a m:l;rr.ar 
Of ~;;11o SiT#iHi!ll!S. 

' ~ liZU!S'I.m."'f!i ~~'to ... dlltiiit OO&;tel 
Fll ~l'l p:5i 'l'M:Ij~ ~;n in E:Dill):h:;t,m:f'<JOi' Ill tr.z 
G."i:Jf!l;;; 21JV~t but •::nl:!' 1 In s g:J1:11<1r·~MN.En'l de !.11 

[l'!~lllill:!.im:. 

• On;;· ;m~oo1 m:ID!l>:!d IJ'Jrltl ;J!! !!ltllm:,;;· .ti!i!itill •C<IIl 
p!'~Mli~ •::0 pmrml ~ !lhoid ooi~l:."'l:; moose\ fl.l 
pm:~"'l: ~1! t:m(d 'ill! ~.ri:I:J:Iy lzl od !D. 

llla ~ !ll:#~ •IJP'!drs !n cndlr;;oo ;a m:JN t.'1!11i 
da::r;;nd 1a m;:ch:;nrumm th~n m~ t1r oih;! 
!i:ll.l~:·a71 il1s mJJd oodu;;; Ill r.unmt;;clll'101111: ccn:l:!ions 
Ill ·::r:hl!l'. un~P«tkil :~;;~ 

RDW'Il ·6: l!'l!r!t~11ifo ~ ootskb IJ:ia.U.S.1nr t:1m a~d mk~IID::d ol! dblna m 

li:allll!!d- !:1!£. i: t::::nU!wlh. -·=· 
·-·-i~r,!Jn1:34~ 

--lJ:S.!:D·:tr.w!l:\\'llhii•:!odU.~· 
lint cr ~:~?~.tv~ tntmwd i:r1lni :tl m::-rt%1 

II"""· 

.""" 

IIC!III::'~f»-'41lltn:;u>~<nll .•• :a ~i::·IP'br 
~.:lml.:r:ld:IW;I~Ili-.t::n·~ 

"1d:t Ur -~:titlf!llih:!';:rJn::q:a ::,~r,u ,1m'J'!Cpm.1l211 

lE!lll\."llloi-·~=-JIJJ ·~.b """"'~<!-

'"~1'<·~-bniolitF,_WMDI'~:m;;hmf,!:o:IU."-·u...ryO:.::i'.il_:ll)l)ll. 
.-ilt-~o-111'1.11111!~ 
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hd e 
~Gro~'\\rt , .• ~.rl''ers e 

~·• m"~Wi!L"IQ lM, ~«ttl G~~tJ nd!.!l"t;; 'l'!!l'i:?aru~ IWl 

lht;,.;b:;rii'ld l'ol rr~hl'l:l!!l1!m 

~dtlm'r.d /DfCII$atimf .Wt'li'a!)' 

l;ill m:miu ol o:L'Ip;~limt~y~l p;,'ZICI!C\..rus partr:rmm::r.n 
~'llnmt.l:5tillm:tm bpm trm 1!1>)61:1 2-~6.1n jOOfi 
okl!e. :m::m ,::;;;.,rrillJon ~ilud ll!llpiiiGnt ll!llliEY"' 
TM•;;JO'o'.'lh hii'JibRm.dl!e. m p;;.t1i, lo Glllt:rm:l tudmdcm• 
lfut ,..:r.vs.rr&lll!f IIJ'Jllllts ID·g:~·homD.J!~Isllllllr.ll•lo!.n 
;.r.:a; : IIOOi:d!J'II,.~;tho:-r l±ozn lbys l;t;z. 1tw n:~;.;~ln 
p;;I:Kb-r! di:'rn:~!d ,1of thOSG !W,lmt.ls h~ OOm Ol:·~kil:l 
111 iiugrJWth:>:rl D'~ ~ •:umn-s :n:l ll~ 
st;m::hr~;rt•tlltm :SntD ool:laliml !ll'lJ(II'i.S ~ 
ol~ :i' s ll'Qflliill ct ITI!!:Y..oilmlll3m p;OOi!dl!;;3 Olnd, li:!l 
m;,1'J cl <fur:.;:•, •:OOlUll'!lll' lll.ll"Ol~L'I.tOOJ:lm;;ms ;;m hdl. 
100·~ ct mml=-f tmmm ·Nolll ~ .• tlr'.IC7#.-. 

~:rq:~~ llf.rnt'dln11ewr.llrn ~lim 
rm roodn:al IDtri!m L\'t~:lm!rleo ~·w.th L"1C!11>1Ei 
omo:rD!n lll·Pilll~#;:..:;>l;,·::>xnl!ll:tlon.rl3k 
m;.'lii•;J!I'TIOOI. s;;l'lltj• ;;n.:l D'.i:CIIiii.:l llU.'lil:l!JTh."'lll; ;r,d 

tr.r.s:r;n.'li:Y. ru hc«m nll!rm;;roi.r.'p'i!'l'~rs m.'?lixr 
;,ctim ITI\ldl;::;;ltD:mm cojll:ll.'?!.I:J ~mt.ts J:CDT..rn5. :loos 

Ill t.i"lll!lll IN:JQ:illl'liWJ :!D:Dml m:n1 ~i2i'.Cblcl 

~'~rrur.d/Dr tkl:t.!J! £~t'IY 
M tm ~;11::11 0::411lmm 1!1 ;p;D, i.tl'l c'llr!Yr;;:i l:r d~.a 
S'~•:l:lltilUIH ID·,;JW.•,/l.l!.:l, g;;&IJlr iUm•:n lJIMf!lt.'!l 
~'ii·J ~·lncmi!lll tm rurrblr llll'ilits tD iio 
d<llltsi "~:n ~1!01'. tbr3 lilr:IJlclll I:rmt;;illi.'1JO:hllon ~ 
"siUlC:'~nl:~ c4'·::b."iim·'t:JIIlit;;HJ'>'II' llw>i'i>ZJ1 
2-J~"'.-::mk.ilti:Jumm cW:t ~»ill :o I&!.:• liB S'.Jll'!tr 

d•mmdmsW.. 

u;"'u!pt.D!r.l ""'""""'·!ri:ltllr ... ~.--G:lQf. 

.tn:m:ISed a\:rr.andftl,r ~ mJ'Ii'l'J)' 

Dl!.'nb I h.:! 5ko.YdO'Ilil'i •:rl tlr~d.;l.5, G'Dl::riT/; ·thll drngnd 
'1!7 o:JY.mtb:: p.;llC'Gii'u;2i. :ll!d'i 20!!'Gs1c ~·. h~ n:rt 

oo:m;53d."' nw . .-.n»:Gn SOO."'trb Al:!!.tllll!J: Pion: 
~trt;;'lli'J' ostm;ll:ls ilii!: MkliiGII".s SOO'It ;in~ $7132 !AcJ;, 

·:r.,.:l::r.;r.;a1c 217,1111h."'5il1 xc:r .,.:n;., i1 ilo UK., mlmutos: 
;rct;!d ilii! tn...wrrb.r-:rl ~"''Jc IN:Y.a!uli:5 n;&rlj• 

·::loti:lb:l rro;r• zoos tn 2001 ."'Tm ,;lllW'~ dc,;rii'ld rm 
~ p;.:xmilnos tllUd p:4;nnltl!t• bo;. ~::~ rmd;:;t 
t:Jumm. 

.tn:m:~Sed'a~ orlhr L'.S. ~ 
M::ltl tt.;n hOll'l c4'thi1U.S. wu..'l:l-:rn:~ Y&Jl to•:rl ~i:Gnd· 
t.'i:d;;~:n l:r!lVI ~mt:ln illl rml.25 ~B 1~ 
•::>-JIJ!IlillQ DIJ;t:mni:d •.'lms ".hr:lui!· .... rm !!~Qetmll!ll!ital 
!J'Otmlllm'ii'J m::m;.m 01s ra.'lontD pl;lnsar;;:>w.piT{m 
·WI IUD th:; •,v:.rl!fa.:~;-, ;;nc; OS th= dl:!l<lll'ilotlms ~ 

·::I.P..iu :o rmsn tc• bllr ;~ il'n."nnl rm ·~;·•~ tl."id;ns 
~•··:Uilr.L'!i.:tJm~IIlJl.;Jilt iillll ~r.:m ;oov:w. 

.tn:m:ISal:l'.:n:mr.~; IDDN-Cil~~~rt:bn 

1:~ 011 ·:OITIG."S ill!d S:O:UIIlH•Mit •ll1bn;;i~ m;;)M .;a 

•:o~T~G.-s M'!lllll'l;mn ;,ttzo; tnmooc.~ 'l-:J.o;l!;:;, oop:r-ttmms 
r:r u.s. a!lhasrciloalimts. 

-loiii:~'W-.I:<al,..""""''-'ir.r..n"':i::ln'HI!'l.'UI;~J~.t:iplo.;,li'm.Jlfl 

"'t.Hp.-111da~--=-m...ii!P 
••t.l!p•\~.-.lri;,!::ZI;>:'fllllm'l*l!l'i'IID;;'~~~J'Inlr>-I"'JM'J!l 

•rtjjptlnMI.bl>l:.m .. "b'<.-17151:zlt:i:tlm 
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F29. AMA Guidelines 

~&~~ 
ASSOCIATION 

NE'V .~\iA GUIDELINES ON MEDICAL TOURISM 

The A.\1..4. :advocates that employers, in:smmce companie,s= and other entities that facilitate or 
incentivize medical c:are outside the U.S. adhere to the follo,lw"ing principles: 

(a) Medical c.are outside of the U.S. mmt be voluntary. 

{b) Financial incattives to tra"·el outside the U.S_ for medical care should not inappropriately 
limit the diagnostic md·therapeutic alternatives·that :are offered to p:ati.ents, or restrict 
treatment or referral options. 

(c) Patients should only be referred for medical care to institutions that have been accredited 
by recognized international accrediting bodies (e.g., the Joint Commission International 
or :the International Society for Quality in Health Care)_ 

(d) Prior to .travel, local follow -up c.are should be coordinated :and financing should be 
arranged to ensure continuity of care \Yhen patients return from medical care outside the 
US. 

(e) Coverage for travel outside :the U.S. for medic.al care must include :the costs ofnecessary 
follow-up care upon return to the U.S. 

(f) Patients should be informed of their rights and legal recourse prior to agreeing to travel 
outside :the U.S. for medical care_ 

(g) Access tophy.sician licensing and outcome da~ as well as facilit~r accreditation and 
outcomes data, should be arranged for patients seeking medical care outside the U.S. 

(h) The transfer of patient medical records to and from facilities outside the U.S. should be 
consistent \Vith HIPAA guideline,s. 

(i) Patients choosing to travel outside the U.S. for medical care should be provided with 
information about the potential risks of combining surgical procedmes with long flights 
and "'a cation activities. 
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F30. Satori Cross Border Program 
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LIBERTY WEST 
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February 16th, 2011 

U.S. Department of Homeland Security 
P.O. Box 10526 
Laguna Niguel, CA 92607-0526 

Rifi Gl ONAl Cli.:'l'i!TI!.R 

RE: Notice of Appeal to Denial of Liberty West Regional Center 
File: RCW1031910021/W09001830 

This is to respond to the letter of denial for the Liberty West Regional Center. 

USCIS in their decision stated the only issues raised in the denial was that the Satori Business 
Plan did not clearly show that EB-5 capital funds will be used to create the requisite jobs 
(referencing page 32 and 33 of the business plan) for this project. Their letter states that it 
appears that: 

(b) (4)



(b) (4)



(b) (4)
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e • 
LIBERTY WEST 

'-'" - - . - .· ........ . ·.,_~ -. . ' . ' - . 
R!liGilONAL Cli!l"i!TI!.R 

With this new data clearly identify!ng the job crt?ation and investment expenditures required to 
support these jobs, we are requesting the approval of this appeal and the approval of the Liberty 
West Regional Center. 

Sincerely, 

pJc/~ 
David C. Keller 
Managing Director 
Liberty West Regional Center, LLC 
dkeller@Empyrean West. com 

cc. Edward Beshara P .A. 

(b) (4)
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Department of Homeland Security 

U.S. Citizenship and Immigration Services 

Cover Sheet 

Record 
of 

Proceeding 

NOTE: This is a permanent record of the U.S. Citizenship and Immigration Services. Any· 
part pf this record that is removed must be returned after it has served its purpose. 

Instructions 

1. Place a separate cover sheet on the top of each Record of Proceeding. 

2. Each Record of Proceeding must be fastened on the inner left side of the file jacket in 
chronological order. 

3. Any person temporarily removing any part of this record must make, date and sign a 
notation to this effect that must be retained in this record, below the cover sheet. The 
signer is responsible for replacing the removed material as soon as it has served its 
purpose. 

4. See AM 2710 for detailed instructions 

M-175 (Rev. 02/28/05) Y 
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TO: 

Liberty West Regional Center 
C/0 David Keller 
17470 N. Pacesetter Way 
Scottsdale, Arizona 85255 

• 

DECISION 

DATE: 

• ll.S. Department of Homeland Security 
. P .. O. Box 10526 

Laguna Niguel, CA 92607-0526 

U.S. Citizenship 
and Immigration 
Seryices 

JAN l 9 20ll. 

Petition: Regional Center Proposal 

File: RCW 1031910021 /W0900 1830 

Your Regional Center Proposal, filed in behalf of Liberty West Regional Center has been denied for the 
following reason( s): 

See Attachment 

If you desire to appeal this decision, you may do so. Your notice of appeal must be filed with this office at the 
address at the top of this page within 3 0 days of the date of this notice. Your appeal must be filed on Form 
I-290B. A fee of $630.00 is required, payable to U. S. Citizenship and Immigration Services with a check or 
money order from a bank or other institution located in the United States. If no appeal is filed within the time 
allowed, this decision will be the final decision in this matter. 

In support of your appeal, you may submit a brief or other written statement for consideration by the 
reviewing authority. You may, if necessary, request additional time to submit a brief. Any brief, written 
statement, or other evidence not filed with Form I-290B, or any request for additional time for the submission 
of a brief or other material must be sent directly to: 

U. S. Citizenship and Immigration Services 
Administrative Appeals Office MS 2090 
Washington, D.C. 20529-2090. 

Any request for additional time for the submission of a brief or other statement must be made directly to the 
Administrative Appeals Office (AAO), and must be accompanied by a written explanation for the need for 
additional time. An extension of time to file the appeal may not be granted. The appeal may not be filed 
directly with the AAO. The appeal must be filed ~t the address at the top of this page. 

Rosemary Langley Melville 
Director, California Service Center 

cc: Edward C. Beshara, Esq. 

Enclosure: Form I-290B 

Form I-292 www.dhs.gov 
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• 
This Notice is in reference to the Regional Center Proposal that was filed with the Director, California 
Service Center, on May 6, 2010, seeking designation as a Regional Center pursuant to Pilot Immigration 
Program under Section 610 ofP.L. 102-395 and as amended by P.L. 107-273. 

On October 20, 2010 the USCIS issued Form I-797 Notice of Action requesting evidence in 
support of the Regional Center Proposal filed on May 6, 2010. The USCIS noted the request did 
not contain sufficient evidence showing that the proposed regional center would meet the 
regulatory requirements as a Regional Center. Multiple issues were addressed in the request for 
evidence and the evidentiary requirements for each of these issues were explained in detaiL 
However, the evidence provided in response to the USCIS request did not establish eligibility under 
the Pilot Immigrant Investor Program. 

The Liberty West Regional Center has requested designation as a Regional Center to be located within State 
of Arizona and California in twenty-five (25) counties. Capital investment' will be used to invest in the 
construction financing and/or working capital of five (5) commercial and mixed-use real estate projects: 
Seven Oasis Hotel Resort, Generations Lifestyles of Globe, Car Life Genesis, LLC, Arizona Theme Park and 
Satori Development Fund I, LLC/Satori World Medical. The specificjob industries identified in the 
business proposal that are associated with the Regional Center projects are: accommodations (NAICS 721), 
food service and drinking places (NAICS 722), nursing and residential care facilities (NAICS 623), auto 
repair and maintenance (NAICS 8111), amusement and theme parks (NAICS 7 3111 0), and travel related 
services (NAICS 5 615). 

Job Creation 

Section 610(a) ofP.L. 102-395 as amended by P.L. 107-273 describes the statutory basis for eligibility as a 
Regional Center 

a) Of the visas otherwise available under section 203 (b) ( 5) of the Immigration and Nationality Act (8 
U.S.C. 1153(b)(5)), the Secretary ofState, together with the Attorney General, shall set aside visas 
for a pilot program to implement the provisions of such section .... The establishment of a regional 
center may be based on general predictions, contained in the proposal, concerning the kinds of 
commercial enterprises that will receive capital from aliens, the jobs that will be created directly or 
indirectly as a result of such capital investments and the other positive economic effects such capital 
investments will have ... 

Moreover, 8 C.F.R. 204.6(e) states in pertinent part: 

Commercial enterprise means any for-profit activity formed for the ongoing conduct of lawful 
business including, but not limited to, a sole proprietorship, partnership (whether limited 
or general), holding company, joint venture, corporation, business trust, or other entity 
which may be publicly or privately owned. This definition includes a commercial 
enterprise consisting of a holding company and its wholly -owned subsidiaries, provided 
that each such subsidiary is engaged in a for-profit activity formed for the ongoing 
conduct of a lawful business. This definition shall not include a non-commercial activity 
such as owning and operating a personal residence. 

ATTACHMENT 1-171 
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A regional center proposal must be supported by economically or statistically valid forecasting tools, 
including, but not limited to, feasibility studies, analyses of foreign arid domestic markets for the goods or 
services to be exported, and job creation multipliers related both geographically and by job type. This 
requirement that a proposal include the valid multipliers applicable to an identified economic activity and 
job type is in accordance with the regulatory requirements, in particular, 8 C.P.R.§ 204.6(m)(3)(ii). 

Whether a proposed regional center will foster sufficient job-creation and economic benefits to justify the 
regional center designation is an issue to be determined by users during the course of evaluating regional 
center proposals. Regional center proposals should include evidence of the proposed regional center's 
evaluative economic models, feasibility studies regarding projects and investments that are to take place 
within the geographic area of the proposed regional center, as well as statements and attestations from 
interested and supportive public agencies and private organizations located within the area of the regional 
center. 

In the instant proposal, Liberty West Regional Center will use EB-5 capital to invest in the construction 
financing and/ or working capital of commercial and mixed-use real estate projects, The proposal described 
five (5) initial projects for EB-5 capital investment and job creation: Seven Oasis Hotel Resort, Generations 
Lifestyles of Globe, Car Life Genesis, LLC, Arizona Theme Park and Satori Development Fund I, LLC/Satori 
World Medical Project. 1,749 total jobs (753 direct jobs and 996 indirect jobs) will be created using the 
IMPLAN Econometric Model. 

Satori Development Fund I/Satori World Medical Project 

According the Economic Analysis prepared by Wright Johnson, LLC, states that  
EB-5 capital investment into the Sa tori 

Development Fund I/Satori World Medical Project. 

ATTACHMENT 1-171 
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Therefore, the proposal fails to show that the investment vehicle to be undertaken by the Liberty West can 
reasonably be expected to provide the requisite permanent, full-time job-creation and create positive 
economic impact from EB-5 alien investors. 

In summary, it has not been shown that the regional center will be able to create the requisite number of 
permanent full-time jobs using an economically and statistically valid econometric model. 

For this reason, this Regional Center Proposal is denied. 

ATTACHMENT 1-171 



U.S. Department of Homeland Secur. 
U.S. €itizenship and Immigration Services 

' 
Receipt# 
W09001830 
Notice Date 
October 20, 20 I 0 

Joseph C. McCarthy, Esq. 
P.O. Box 59 
Seal Beach, CA 90740 

I Page 
1 of 6 

IMPORTANT: WHEN YOU HAVE COMPLIED WITH 
THE INSTRUCTIONS ON THIS FORM, RESUBMIT 
THIS NOTICE ON TOP OF ALL REQUESTED 
DOCUMENTS AND /OR INFORMATION TO THE 
ADDRESS BELOW. THIS OFFICE HAS RETAINED 
YOUR PETITION I APPLICATION WITH SUPPORTING 
DOCUMENTS. 

WS 24064/CSC3700 DIY III 

• Notice of Action 

Application/Petition 
REGIONAL CENTER PROPOSAL 

Regional Center 
Liberty West Regional Center 

Request, for Evidence 

THE INFORMATION REQUESTED BELOW MUST BE 
RECEIVED BY THIS OFFICE NO LATER THAN EIGHTY
FOUR (84) DAYS FROM THE DATE OF THIS NOTICE. IF 
YOU DO NOT PROVIDE THE REQUESTED 
DOCUMENTATION WITHIN THE TIME ALLOTTED, YOUR 
APPLICATION WILL BE CONSIDERED ABANDONED 
PURSUANT TO 8 C.F.R. 1 03.2(B)(13) AND, AS SUCH, WILL 
BE DENIED. 

RETURN THIS NOTICE ON TOP OF THE REQUESTED INFORMATION LISTED ON 
THE ATTACHED SHEET. 

Note: You are given until January 12, 2011 in which to submit the information requested. 

Pursuant to 8 C.F.R. 103.2(b) (11) failure to submit ALL evidence requested at one time may result in the 
denial of your application. 

For non-US Postal Service 
Attn: EB 5 RC Proposal 
24000 Avilla Road,. 2nd Floor 
Laguna Niguel, CA 92677 

You will be notified separately about any other applications or petitions you filed. Save a photocopy of this notice. 
Please enclose a copy of it if you write to us about this case, or if you file another application based on this decision. Our 
address is: 

U.S. CITIZENSHIP AND IMMIGRATION SERVICES 
CALIFORNIA SERVICE CENTER 
Attn: EB 5 RC Proposal 
P.O. BOX 10590 
LAGUNA NIGUEL, CA 92607-0526 

Form 1-797 (8/06) 

1111 Ill ~I m Ill 
W09001835 

Please see additional information on the back. 



Additional Information for Applicants and Petitioners. 

General. 

The filing of an application or petition does not in itself allow a 
person to enter or remain in the United States and does not confer 
any other right or benefit. 

Inquiries. 

If you do not hear from us within the processing time given on 
this notice and you want to know the status of this case, use Info Pass 
at www.uscis.gov to contact your local USCIS office or call our 
National Customer Service Center at 1-800-375-5283. 

You should follow the same procedures before contacting your local 
users office if you have questions about this notice. 

Please have this form with you whenever you contact a local office 
about this case. 

Requests for Evidence. 

If this notice asks for more evidence, you can submit it or you can 
ask for a decision based on what you have already filed. When you 
reply, please include a copy of the other side of this notice and also · 
include any papers attached to this notice. 

Reply Period. 

If this notice indicates that you must reply by a certain date and 
you do not reply by that date, we will issue a decision based on 
the evidence on file. No extension of time will be granted. After 
we issue a decision, any new evidence must be submitted with a 
new application or petition, motion or appeal, as discussed under 
"Denials". 

Approval for a Petition. 

Approval of an immigrant or nonimmigrant petition means that 
the beneficiary, the person for whom it was filed, has been found 
eligible for the requested classification. However, approval of a 
petition does not give any status or right. Actual status is given 
when the beneficiary is given the proper visa and uses it to enter the 
United States. Please contact the appropriate U.S. consulate directly 
if you have any questions about visa issuance. 

For nonimmigrant petitions, the beneficiary should contact the 
consulate after receiving our approval notice. For approved 
immigrant petitions, the beneficiary should .wait to be contacted 
by consulate. 

If the beneficiary is now in the United States and believes he or she 
may be eligible for the new status without going abroad for a visa, 
he or she should use InfoPass to contact a local USCIS office 
about applying here. 

G:.O U.S. GOVERNMENT PRINTING OFFICE: 2008-351-113 

Denials. 

A denial means that after every consideration, .USCIS concluded 
that the evidence submitted did not establish eligibility for the 
requested benefit. 

If you believe there is more evidence that will establish eligibility, 
you can file a new application or petition, or you can tile a 
motion to reopen this case. If you believe the denial is inconsistent 
with precedent decisions or regulations, you can file a motion for 
reconsideration. 

If the front of this notice states that this denial can be appealed and 
you believe the decision is in error, you can file an appeal. 

You can obtain more information about these processes by either 
using InfoPass to contact your local USCIS office, or by calling the 
National Customer Service Center. 

Form I-797E (Rev. 05/05/06) Page 2 



• Department of Homeland Security 

G-28, .ce of Entry of Appearance 
as Attorney or Accredited Representative 

art 1. Notice of Appearance as Attorney or Accredited Representative 
A. This appearance is in regard to immigration matters before: 

D USC IS- List the forn1 number(s): EB-5 Reg Center 

0 ICE -List the specific matter in which appearance is entered: 

0 CBP- List the specific matter in which appearance is entered: 

B. I hereby enter my appearance as attorney or accredited representative at the request of: 

List Petitioner, Applicant, or Respondent. NOTE: Provide the mailing address of Petitioner, Applicant, or Respondent being represented, and 
not the address of the attorney or accredited representative, except when filed under VA WA. 

Principal Petitioner, Applicant, or Respondent 

Name: Last First Middle 

A Number or Receipt I D Petitioner 
Number, if any 

0Applicant 

k'ELl.Ef(. DAVID C'A1At<U:S D Respomh:nt 

Address: Street Number and Street Name Apt. No. City State Zip Code 

/0401 C. /VV:·DO~vELL N\1 i<.AN'CH RD d:t-:z.-:?55 ~1/T5DAL£, A2- gs2-s-s-
Pursuant to the Privacy Act of 1974 and DHS policy, I hereby consent to the disclosure to the named Attorney or Accredited Representative of any 
record pertaining to me that appears in any system of records of USCIS, USCBP, or US ICE. 

Signature ofPijio"'~~ondent Date , 

o2j.2o /;o 

B. 

c. 

art 2. Information about Attorney or Accredited Representative (Check applicable items(s) below) 

D 1 am an attorney and a member in good standing of the bar of the highest court(s) of the following State(s), possession(s), territory(ies), 

commonwealth(s), or the District of Columbia: California and Washington 
~~--------~~--~~~~~--~---------------------

] am not 0 or 0 am subject to any o•·der of :wy court or administrative agency disbarring, suspending, enjoining, 

0 

0 

restraining, or otherwise restricting me in the practice of law (If you are subject to any order(s), explain fully on reverse side). 

lam an accredited representative of the following qu~lificd non-profit n:ligious, charitable, social service, or similar organization 
established in the United States, so recognized by the Department of Justice, Board oflmmigratiqn Appeals pursuant to 8 CFR 1292.2. 
Provide name of organization nnd expiration date of accrcdital ion: 

I am associated with ---------------------------------------------
The attorney or accredited representative of record previously Jilcd Form G-28 in this case, and my appearance as an attorney or 
accredited representative is at his or her request (Jfyotl check this ilelll. also complete item A or 8 above in Part 2. whichever is 
appropriate). 

Part 3. Name and Signature of Attorney or Accredited Representative 
r h:JVe read and understand the regulations and conditions contained in 8 CFR 103.2 and 292 governing appearances and representation 
before the Department of Homeland Security. I declare under penalty of perjury under the laws of the United States that the information I 
have provided on this form is true and correct. 

Name of Attorney or Accredited Representative Attorney Bar Number(s), if any 

268502 

Date 

ccredited Rqlresentative (Street Number and Street Narne, Suite No., City, State, Zip 0Jde) 

E-Mail Address, if any 

jmccarthy@mc2firm.com 

r.:nrm n-J~ iR,...v fM.:JI/fllHI\.1 
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The Immigrant Investor Pilot Program ("Pilot Program") was created by Section 610 of Public Law 102-

395 (October 6, 1992). This is different in certain ways from the basic EB-5 investor program. 

The Pilot Program began in accordance with a Congressional mandate aimed at stimulating economic 

activity and creating jobs for U.S. workers,while simultaneously affording eligible aliens the opportunity to 

become lawful permanent residents. Through this innovative program, foreign investors are encouraged to 
invest funds in an economic unit known as a "Regional Center." 

A Regional Center is defined as any economic unit, public or private, engaged in the promotion of 

economic growth, improved regional productivity, job creation and increased domestic capital investment. 

8 CFR 204.6 (m)(3) describes specific evidence that must be submitted before consideration for eligibility 

for this benefit may proceed. After review of your proposal in the light of these requirements, the 

following information, evidence or clarification is needed to proceed. 

It is always best to start with a cover letter that acts as an executive summary followed by a table of contents 
of the various tabbed sections to follow. 

Mandatory Evidence for the Basic General Proposal 

Promotion of Economic Growth within the selected Geographic Area (8 CFR 204.6(m) (3) (i) ): 

8 CFR 204.6(m) (3) (i) requires that a proposal be submitted which: 

Clearly describes how the regional center focuses on a geographical region of the United States, 

and how it will promote economic growth through improved regional productivity, job creation, 
and increased domestic capital investment; 

You indicated that the designated geographic area for the regional center encompasses the States of Arizona, 

California and New Mexico but an economic growth analysis to show how economic growth will be 

promoted within this region has not been submitted. Moreover, a review of the proposal indicates that the 

regional center is divided into thirteen (13) separate geographic regions. 

Submit an Economic Analysis showing how the regional center will promote economic growth through 

improved productivity, job creation and increased capital investment with-in the designated region. Aspects 
of this element of the proposal may be combined with other issues listed below in a single economic 

analysis and job creation model. Please note that there should be one ( 1) Economic Growth Analysis for 

the aggregated geographic region. 

AITACHMENT TO I-797 
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Regional or National Impact of the Regional Center (8 CFR 204.6 (m)(3)(iv)): 

Regulations at 8 CFR 204.6(m)(3)(iv) require that the proposal contain: 

.... a detailed prediction regarding the manner in which the regional center will have a positive 
impact on the regional or national economy in general as reflected by such factors as increased 

household earnings, greater demand for business services, utilities, maintenance and repair, and 
construction both within and without the regional center; 

Although an Economic Analysis for the Liberty West Regional Center was submitted with the proposal, a 
review of the proposal indicates that a detailed prediction has not been provided regarding the manner in 
which the regional center will have a positive impact on the regional or national economy as reflected by 
such factors as increased household earnings, greater demand for business services, utilities, maintenance 
and repair, and construction both within and without the regional center. 

Provide a detailed prediction, which includes the topics of regional or national impact on household 

earnings, greater demand for business services, utilities, maintenance and repair, and construction both 
within and outside the Regional Center. This can be combined with job creation and overall economic 
impact. Again, this impact statement relates to the Regional Center as a whole and it should address both 

the negative and positive impacts. The detailed prediction should be one ( 1) detailed prediction for the 
aggregated geographic region and not detailed predictions for each individual geographic region. 

Indirect Job Creation (8 CFR 204.6(m)(3)(ii)): 

Under the provisions of the INA which apply to the Immigrant Investor Pilot Program and specific 
amendments to the statute, especially in the 2002 amendment Per Public Law 107-273, enacted November 

2, 2002, which clearly states: 

A regional center shall have jurisdiction over a limited geographic area, which shall be described in 

the proposal and consistent with the purpose of concentrating pooled investment in defined 
economic zones. The establishment of a regional center may be based on general predictions, 

contained in the proposal, concerning the kinds of commercial enterprises that will receive capital 
from aliens, the jobs that will be created directly or indirectly as a result of such capital investments 
and the other positive economic effects such capital investments will have. 

Also 8 CFR 204.6(m) (3) (ii) requires you to: 

Provide in verifiable detail how jobs will be created indirectly; 

ATTACHMENT TO I-797 
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It is imperative to fully explain indirect job creation, as well as the direct and induced jobs, if any. The 

requirement of creating at least 10 new full-time (3 5 hours per week) jobs per each individual alien 
investor may be satisfied by showing that, as a result of the investment and the activities of the new 
enterprise, at least 10 jobs per alien investor will be created directly or indirectly through an employment 

creation multiplier effect. The econometric model described in the case is the IMPLAN Model. 

A review of the proposal indicates that the Regional Center is divided into thirteen ( 13) geographic regions 
for job creation purposes and that Economic Analyses were submitted for each geographic region. 
Dividing the Regional Center into thirteen (13Y separate and distinct geographic regions for job creation 
using IMPLAN will result in job creation inflation by a factor of at least thirteen ( 13). 

ATTACHMENT TO I-797 
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To support the revised Economic Analysis submit either a hypothetical investment plan for each industry 

project type to show how an investment project will be capitalized and operated in a manner that will 

create 1 0 direct and indirect jobs or submit an actual investment plan for a specific proposed project. 
Please note that the Economic Analysis dated March 2 2, 2 0 1 0 refers to the creation of both aggregate direct 

and indirect jobs and direct and indirect jobs by individual geographic region but does not clearly identify 

the investment projects to be capitalized which are supported by hypothetical investment plans or an actual 

investment plan. 

For multiple industries a combination of hypothetical and actual plans may be submitted. The plan must 

clearly identify how the investor funds will flow to the job creating entity and how the jobs will be created. 
If your exemplar plans are based on an investment in a Targeted Employment Area (TEA), you must submit 

evidence that the proposed plan is located within a designated Targeted Employment Area. See below for 
details on documenting a TEA designation. 

Provide a description with supporting data ·of how the underlying new direct jobs will be verified when the 

I-829 is filed. Clearly specify the timeframes (by month and year) when and how the direct and indirect 

jobs will materialize for each regional center project. Also, provide the timeframe for completing each 

project, including project milestones and timelines for which direct job creation is based on and correlate 

these project milestone and timelines to direct and indirect job creation. 

When relying on econometric models for indirect job creation 1 it is imperative that "direct jobs" will be 

real identifiable jobs supported by wage reports or I-9 forms otherwise they must be explicitly identified as 

hypothetical in nature. Another method would be to predict jobs based on dollar amount invested in the 

overall project and this too must be made clear. This distinction will be critical at the I-829 removal of 

condition stage of the immigration process. . 

1 US CIS does not accept or credit creation of direct temporary "construction jobs" within a business plan or 

economic job creation forecasts activities which involve a limited duration construction phase of less than 2 years 

unless the scope, complexity, and the ongoing construction phase must be fully sustained for all the construction 

phase jobs for 2 years or more with respect to the size, scope, nature, engineering/technology challenges and breadth 

of the project--for example a massive-scale nuclear power facility, or major Dam or a giant oil refinery, or similar 

type of massive and expansive and major engineering project. Shorter term construction jobs less than three years in 

duration have been determined to be of such a short term in nature as to not be sustained and to decrease and 

disappear as the initial construction activities wind down to completion. Such shorter term construction jobs in 

many locations are seasonal at best. Nevertheless, for all capital investment expenditures for the construction phase, 

all capital-induced "down-stream" support activities and "indirect" jobs impacted and associated with the 

construction activities such as suppliers, transportation, engineering and architectural services, maintenance and 

repair services, interior design services, manufacturing of components and materials, etc., may be factored into the 

calculations for creation of indirect jobs. 

ATTACHMENT TO I-797 
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The proposal must be signed by a principal of the Economic Entity filing the proposal. 

8 CFR 1 0 3. 2 (a) (2) requires that the applicant or petitioner must sign their petition or application. While 

no specific form is required for a Regional Center Proposal, the proposal must include a signature of a 

principal and the point of contact of the proposed Regional Center, generally found on the letter requesting 
the benefit. In this case the requesting letter was not provided. Therefore, provide a new and updated 

request signed by a Regional Center principal. 

General issues related to Regional Centers 

Posting of Regional Center information on the USCIS Web site: 

If the regional center proposal is approved, then public information relating to the regional center will be 

posted on the USCIS web site. In order to provide accurate and updated information provipe the 
following, as it relates to the Regional Center 

• Name of the Regional Center 
• Public address 

• Point of Contact 

• Phone/Fax 
• E-mail/Web Page 

Translations: 

Any document containing a foreign language submitted to USCIS shall be accompanied by a full English 
translation that the translator has certified as complete and accurate, and by the translator's certification that 
he or she is competent to translate from the foreign language into English. 

Copies: 

Unless specifically required that an original document be filed with an application or petition, an ordinary 
legible photocopy may be submitted. Original documents submitted when not required will remain part of 
the record, even if the submission was not required. 

ATTACHMENT TO I-797 
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SUBMISSION CONTAINS CONFIDENTIAL COMMERCIAL INFORMATION PER THE FREEDOM OF 
INFORMATION ACT (FOIA) (5 U.S.C. § 552(b)(4)), SUBMITTER REQUESTS PREDISCLOSURE 
NOTIFICATION PER EXECUTIVE ORDER NO. 12,600, 52 FED. REG. 23871 (JUNE 23, 1987) 

Petition for a Proposed: 

LIBERTY WEST 

REGIONAL CENTER 

Submitted to: 

United States Citizenship & Immigration Services I California Service Center 
Attn: EB-5 Regional Center Proposal 
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.-- 24000 Avila Road, 2"d Floor 

· Laguna Niguel, CA 92677 

Prepared by: 

Joseph C. McCarthy, MS JD 
PO BOX 59, Seal Beach CA 90740 
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• MCADAM & MCCART' 

A LAW FIRM 

JOSEPH C. MCCARTHY. MS JD 

P.O. Box 59 Seal Beach. CA 9074 1 (206) 898-0133 1 jmccarthy@mc2firm.com 

SUBMISSION CONTAINS CONFIDENTIAL COMMERCIAL INFORMATION. 

PER THE FREEDOM OF INFORMATION ACT (FOIA) (5 U.S.C. § 552 (b)(4)), SUBMITTER REQUESTS 

PREDISCLOSURE NOTIFICATION PER PRESIDENTIAL EXECUTIVE ORDER NO 12,600, 52 FED. REG. 23781 

(JUNE 23, 1987) 

United States Citizenship and Immigration Service I California Service Center 

Attn: EB-5 Regional Center Proposal 

24000 Avila Road, 2"d Floor 

Laguna Niguel, CA 92677 

March 28th, 2010 

RE: Liberty West Regional Center Proposal 

Dear USCIS Adjudication Officer: 

The Empyrean West, LLC ("EW" or "Company") respectfully submits the following attached documents 

for a proposed Liberty West Regional Center, LLC ("LWRC") under the EB-5 Immigration Program (8 

U.S.C. §1153{b)(5), 8 C.F.R. §204.6) and Immigrant Investor Pilot Program ("EB-5 Regional Center 

Program"). 1 Per the January 9th, 2009 USCIS Memo published in the Federal Register2
, the California 

Service Center is the USCIS office with suitable jurisdiction as required by 8 C.F.R. 204.6(b). 

This cover letter and included exhibits constitute a proposal within the meaning of 8 C.F.R. 204.6(m)(3) 

("Regional Center Proposal"). Under Executive Order No. 12,600 (June 1987), all departments and 

agencies subject to the Freedom of Information Act (FOIA) are directed to promulgate specific 

regulations that afford basic procedural protections to all persons or entities who submit "confidential 

commercial information." FOIA defines this term as "records provided to the government...that 

arguably contain material exempt from release under Exemption, because disclosure could reasonably 

be expected to cause substantial competitive harm." This Regional Center Proposal contains 

confidential commercial information, thereby warranting the protections accorded. 

This cover letter is intended to draw the USCIS Officer's attention to the relevant information that 

satisfies the requirements of the EB-5 Regional Center Program outlined in 8 C.F.R. § 204.6(m). 

Additional, more detailed information is provided within the accompanying exhibits. The proposal was 

prepared by Joseph C. McCarthy, MS JD; a G-28 Notice of Entry of Appearance is included in EXHIBIT A. 

1 
Section 610 Department of Commerce, Justice, and State, the Judiciary, and Related Agencies Act 

2 
Federal Register: January 9, 2009 (Volume 74, Number 6, pgs 912-913), U.S. Citizenship and Immigration Services (CIS No . 

2462-08; DHS Docket No. USCIS-2008-0076) 
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Communication 

All USCIS communication and published contact information may be addressed to the following 

individual: 

Liberty West Regional Center 

David C. Keller 

Empyrean West, LLC I www.libertywestusa.com 

17470 N. Pacesetter Way I Scottsdale, Arizona 85255 

Telephone: (480) 797-6475 I Fax: (603) 698-6475 I Email: dkeller@empyreanwest.com 

A complete list of the members of the Company, as well as the certificates from the Arizona Office of the 

Corporation Commission, is included in EXHIBIT B. 

Promotion of Economic Growth with the Select Geographic Area (8 CFR § 204.6(m)(3)(i)) 

The geographic boundary of the LWRC is defined by thirty three (33) contiguous counties that extend 

across three (3) states in the southwestern United States, within the economic impact study: 

New Mexico Counties (9) Mohave 

(10)Navajo 
(1) Hidalgo (ll)Pima 
(2) Grant 

(12)Santa Cruz 
(3) Luna (13)Yavapai 
(4) Sierra (14)Yuma 
(5) Dona Ana 

(6) Otero 
(15)Pinal 

(7) Eddy California Counties 

(8) Lea 
(1) San Bernardino 

Arizona Counties (2) Los Angeles 

(3) Riverside 
(1) Apache 

(4) San Diego 
(2) Conchise (5). Ventura 
(3) Coconino (6) Orange 
(4) Gila 

(7) Santa Barbara 
(5) Graham 

(8) Imperial 
(6) Greenlee (9) Kern 
(7) La Paz (10)San Louis Obispo 
(8) Maricopa 

The attached documents provide an overview map of the proposed regional center (FIGURE 1-4) . 

Liberty West Regional Center, LLC I Proposed Liberty West Regional Center Application 
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Indirect Job Creation (8 CFR § 204.6(mUiiU; Regional or National Impact of the Regional Center (8 CFR 

§ 204.6(m)(iv)); and Overall Economic Impact of the Regional Center US CFR § 204.6(m)(iv)) 

The Company retained an experienced EB-5, economic consulting firm, Wright Johnson, LLC (Wright 

Johnson). Included in the attached application materials, USCIS will find the econometric study 

performed by Wright Johnson that (i.) identifies the indirect job creation, (ii.) the regional and national 

impact of the regional center, as well as the (iii.) overall economic impact of the Liberty West Regional 

Center (EXHIBIT D). Wright Johnson's study examines the economic impact of fifteen {15) target 

industry economic sectors: 

1. Hotel 9. Education 
2. Restaurant 10. Retail 
3. Agriculture 11. Technology 
4. Residential Construction 12. Energy 
5. Manufacturing 13. Motion Picture 
6. Medical Office 14. Theme/Water Park, and 
7. Senior Care Facility 15. Office Building; 
8. Hospital 

Presently, the Company has not yet identified specific projects within any of the above business sectors. 

As such, the Wright Johnson report utilizes sample project ("hypotheticals") IMPLAN input-output 

models for each targeted industry economic sector to show how each EB-5 investment by an immigrant 

investor will directly or indirectly create at least 10 jobs within the regional center and positively impact 

regional and national economy. Input-output models use "direct" impact estimates, typically measured 

as new jobs created at the site of investment by employers who occupy space made useful by the 

investment. Input-output models also are used to estimate potential "indirect" employment impacts 

resulting from a multiplier process. IMPLAN has long been accepted by the USCIS (and many other 

governmental agencies) as a valid economic methodology that satisfies the requirements of 8 CFR § 

204.6(j)(4), 8 CFR § 204.6(m)(3)(iv) and 8 CFR § 204.6(m)(3)(v). 

Administrative Oversight (8 CFR § 204.6) 

Liberty West will manage and oversee all administrative functions of the LWRC (EXHIBIT E). At the 

recent USCIS forum held at the California Service Center, USCIS officials indicated that annual Regional 

Center reporting will be forthcoming. As such, Liberty West is taking their administrative responsibilities 

seriously. Mr. David Keller, an EW executive and international development consultant, will be the 

member responsible for administering the LWRC and responding to USCIS requests (see EXHIBIT B for 

Mr. Keller's biography). In order to develop a compliant administration plan, the law firm of McAdam & 

McCarthy obtained a copy of the June 2007, USCIS Chief Adjudications Officer Maurice Berez 

Administration Letter to the Metropolitan Milwaukee Association of Commerce (MMAC), which was 

republished by the American Immigration Lawyers Association {AILA). This letter provides strong 

guidance on the administrative expectations of USCIS. These expectations were confirmed by the recent 

compliance letter issued by USCIS to all existing Regional Centers on December 15
\ 2009. As such, the 
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attached regional center proposal contains a detailed description of the Company's plan to comply with 

itemized requirements outlined in the June 2007 MMAC letter. 

Additionally, EW will select experienced immigration attorneys to work with all EB-5 investors, in order 

to ensure consistent, high-quality 1-526 and 1-829 petitions to USCIS. The Company will work in tandem 

with immigration counsel to provide all the necessary regional center business and investor 

documentation as required by 8 C.F.R. § 204.6(j)(1)-{6) to facilitate USCIS adjudications of 1-526 and 1-

829 petitions. 

The Company will follow applicable U.S. Securities and Exchange Commission rules for classifying an EB-

5 investor as an "Accredited Investor," according to the definitions provided in Rules 501 of Regulation 

D. Each prospective EB-5 Investor will be required to complete a questionnaire that provides adequate 

supporting information to verify compliance with regulatory definitions. In addition to the securities or 

financial-related questions, the Company has provided a copy of its due diligence questionnaire which 

serves as early due-diligence to a pre-screen interested EB-5 investors for possible immigration issues. 

Finally, the Liberty West Regional Center will adhere to all USCIS rules and regulations relating to 

confirming the legal source of funds used for investments in ARC projects. The Company's designated 

escrow banks will comply with 31 U.S.C. 5318{i), "Due Diligence for United States Private Banking and 

Correspondent Bank Accounts Involving Foreign Persons." A list of banks intended to serve as escrow 

agents is provided (EXHIBIT F) . 

The Business Approach and Structure of the Regional Center (INC § 610(a)) 

The Company will sponsor projects that will involve one or multiple targeted industry economic clusters 

identified above. The total amount of capital raised will depend on the financial needs and job-creation 

potential for each individual project. Separate confidential offering memoranda, business plans, 

econometric analyses, and other offering memoranda will be prepared for each investment project 

(EXHIBIT F). 

The Company will organize a special purpose entity, such as a limited partnership {LP) or a limited 

liability company (LLC), in which immigrant investors will make their qualifying EB-5 investment for a 

share of the equity of such entity. An investor's ownership share (percentage ownership) will be based 

either on the capital investment proportional to the estimated cost of the project or simply based on a 

fixed percentage. Investors must invest $1,000,000 or $500,000 (if the project is located within a Target 

Employment or Rural Areas). Liberty West Regional Center projects will require a  

administrative fee. Depending on the specific terms of the investment agreement, the administrative 

fee may also be refunded minus a certain amount retained to cover fixed costs. Pursuant to previous 

USCIS decisions, the alien investors will be granted the rights normally accorded to limited partners 

under the Uniform Limited Partnership Act or to members under the Uniform Limited Liability Company 

Act, while the principals of the Company will perform the day-to-day management decisions of LWRC 

and the target enterprise . 
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The attached application includes sample legal documents (e.g. subscription agreements, private 

placement memoranda, etc.) to illustrate the investment structure for prospective EB-5 investors. 

Regional Center Capital Commitment and Marketing (8 CFR § 204.6(m)(3)(iii)) 

The principals of the Company will market the Liberty West Regional Center both domestically and 

internationally to maximize the economic and employment benefits within the regional center (EXHIBIT 

G). Internationally, the Company will market to potential EB-5 investors through seminars, trade shows, 

immigration consultants and law firms, and through direct & online marketing campaigns. Domestically, 

the Company endeavors a public relations campaign to raise the Regional Center's profile with local 

government officials and businesses. The members of the Company will provide the capital 

commitment necessary to launch the Regional Center promotion. More detailed information is included 

in the proposal. 

TEA Designations (8 C.F.R. § 204.6) 

Multiple economic development and labor agencies, designated by their respective Governors - in 

compliance with 8 C.F.R. § 204.6(i), as the agency authorized to identify the cities, counties, 

metropolitan statistical areas (MSAs) and geopolitical subdivisions (census tracts) that meet the "high 

unemployment" definition - provided letters certifying high unemployment areas or procedures for 

which these areas would be certified for future projects. These high unemployment areas qualify as 

Targeted Employment Areas (TEAs), which reduce the minimum EB-5 investment required under the 

regulations to $500,000. A letter from each state agency is included to delineate the respective TEAs 

within the Liberty West Regional Center (EXHIBIT H). This information or described protocol should be 

sufficient for USCIS to identify whether a proposed EB-5 investment opportunity is located in a TEA, or 

how the state agency will make known a specific project is located in TEA for a 1-526 exemplar, and 

therefore, qualified for the $500,000 investment amount permitted under 8 CFR 204.6(f)(2). A letter 

certifying the TEA qualifications for future specific EB-5 projects will be included as part of an 1-526 

exemplar. 

Post-Approval Amendment (USCIS 12/11/2009 Memo, Donald Neufeld) 

The included Regional Center proposal petitions for prospective investment based on hypothetical EB-5 

investment models in order to demonstrate how an actual EB-5 project will create new direct & indirect 

jobs and positively impact the economy. Section IV and V of the December 11th, 2009 USCIS Neufeld 

Memo amends the EB-5 Adjudicators Field Manual (AFM) to permit post-approval Regional Center 

amendments or 1-526 exemplars to be used for specific Regional Center investment projects. The 

amended AFM Chapter 22.4(a)(2)(C)-(E)(ii) outlines the procedures and benefits of amending the (1) 

Regional Center application, to ensure uniformity between 1-526, and (2) the Regional Center Proposal, 

and an exemplar 1-526, in order that USCIS may identify any potential issues before bona fide EB-5 

Investor 1-526 applications are submitted (EXHIBIT F) . 
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The principals of the Company are currently working with economic consultants from Wright Johnson to 

vet several prospective EB-5 projects. Once a project is finalized, the Company will submit a Matter of 

Ho compliant business plan, a specific econometric study for the new commercial enterprise, and all of 

the corresponding organizational documents, offering memoranda, and capital transfer agreements. 

Conclusion 

The proposed Liberty West Regional Center application satisfies the requirements of 8 C.F.R. § 204.6; 

therefore, we respectfully request USCIS approval in order to begin EB-5 investment into the declining 

southwestern U.S. economy as quickly as possible. 

Kindest Regards, ' c _t, 

h McCarthy, MS JD -

1 I 
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Figures 

Figure 1: Liberty West Regional Center (LWRC) Boundary Map (located in Exhibit C) 

Appendices 

Exhibit A: Joseph C. McCarthy, MS JD, G-28 Notice of Entry of Appearance 

Exhibit 8: Organization Documents & Member Resumes 

Attachments: Articles of Organization, Arizona Office of the Corporation Commission on 
March 91

h, 2010 

Exhibit C: Regional Center Geography 

Attachments: Figure 1 Liberty West Regional Center (LWRC) Boundary Map 

Exhibit 0: Regional Center Economic Impact Analysis 

Attachments: Wright-Johnson, Economic Analysis For A Regional Center encompassing the 
following Counties: California: San Bernardino; Los Angeles; Riverside; San 
Diego; Ventura; Orange; Santa Barbara; Imperial; Kern; and San Louis Obispo; 
Arizona: Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; Maricopa; 
Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma; New Mexico: 
Hidalgo; Grant; Luna; Sierra; Dona Ana; Otero; Eddy and Lea. Final Report 
(March 22nd 2010) 

Exhibit E: Regional Center Administrative Plan 

Attachments: June 2007, USCIS Chief Adjudications Officer Maurice Berez Administration: 
Letter to the Metropolitan Milwaukee Association of Commerce 
Empyrean West Investor Questionnaire 

Exhibit F: Regional Center Structure & Business Approach 

Attachments: Sample Subscription Agreement 
Sample Limited Partnership Agreement 
Sample Escrow Agreement 
Sample Private Placement Memorandum 

Exhibit G: Regional Center Capital Commitment & Marketing Plan 

Exhibit H: Regional Center TEA Designations 

Attachments: TEA Report from Fernando Jimenez, Analyst, Arizona Department of Commerce 
(April 2010) 
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Foreign Investor TEA Report, California Department of Business, Transportation 
& Housing (using data provided by the California Employment Development 
Department, Labor market Information Division), (April 2010) 

TEA Report from Tracy Shaleen, Analyst, New Mexico Department of Workforce 
Solutions (April 2010) 
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EXHIBIT 8 ORGANIZATION DOCUMENTS & MEMBER RESUMES 

Empyrean West, LLC ("Company") is an Arizona limited liability company with its principal place of 

business at: 

Empyrean West, LLC 

17470 N. Pacesetter Way I Scottsdale, Arizona 8S2SS 

Telephone: (480) 797-647S I Fax: (603) 698-647S I Email: dkeller@empyreanwest.com 

Empyrean West, LLC filed its Articles of Organization with the Arizona Office of the Corporation 

Commission on March 91
h, 2010. The Company is comprised of eleven (11) members. And USCIS will be 

notified to its membership. The biographies of the Company members are discussed below. 

Company Managers 

Bubba Cook Prior to joining the Company, Mr. Cook began his professional career as a certified public 

accountant with the international accounting firm of Price Waterhouse working in both the audit and 

tax departments. Mr. Cook traveled throughout the United States, Guam and Asia serving clients which 

included Exxon, Shell, Conoco, Thea Davies and Hamakua Sugar Company. Since leaving Price 

Waterhouse, Mr. Cook has been an entrepreneur for nearly 20 years. He has owned and operated a 

water purification, bottling and distribution company, six restaurants as a franchisee for a large 

restaurant chain in the US, and has invested in and developed real estate in Las Vegas, Nevada and 

Phoenix, Arizona. Mr. Cook also founded a consulting practice providing business turnaround services 

to clients in the Western Pacific. 

Jay Carter Mr. Carter brings over 30 years of experience in Business Development, Finance and Real 

Estate Investment. Prior to joining the Company, Mr. Carter managed business units for two "Fortune 

SO" international companies- General Foods and Kraft for 20 years. He has worked throughout the US 

and Canada in Marketing, Sales, Distribution and Manufacturing. 

In 1992 Mr. Carter purchased a Computer Training company growing it in eight years to one of the topS 

in the US. Mr. Carter has successfully owned and operated a several small business, while investing and 

developing real estate in Arizona. 

David C. Keller Mr. Keller has successfully worked for three "Fortune SO" Companies - Procter & 

Gamble, PepsiCo, and Sara Lee. In the last two of these, he held Executive V.P. positions responsible for 

Engineering, R&D, Outsourced Manufacturing and Business Development. 

In 1997 Mr. Keller left the corporate world and began his own Construction and Real Estate Company. 

Mr. Keller developed an international Portfolio, building condos in Costa Rica and selling property in the 

Dominican Republic and Mexico. Mr. Keller has since traveled to China and became familiar with foreign 

investment programs. He currently serves as an EB-S Consultant throughout the United States. In this 

role, he creates strategies for U.S. Developers participating in foreign investment programs. He obtains 
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United States Citizenship and Immigration Services Department project approval, markets to foreign 

investors and manages the approval process for foreign investors. Mr. Keller is becoming a member of 

the Sino-American Trade Development Association (SATDA) and is instrumental in increasing 

immigration investments into the US. 

Mimi Song Mimi Song is CEO of Mimi Song Realty Group (MSRG), a commercial real estate brokerage 

company, with offices in Los Angeles, Ontario, Victorville, and Orange County. MSRG is a franchise of 

Sperry Van Ness, one of the largest and most respected real estate brokerage firms in the United States. 

Ms. Song has served as Vice President of Sperry Van Ness for many years, specializing in investment, 

sales, entitlement and development of land throughout Southern California. Mimi was recently 

appointed by Governor Schwarzenegger to California's commission on Asian and Pacific Island 

Americans (APIA) affairs. Her role is to create a coalition of Pacific Americans and business leaders to 

communicate with the California state government and the Governor. Mimi is a sponsor of 

Reprogramming Foundation, which has been responsible for building two Agricultural Schools in 

Sakhalin Island and Vladivostok. These programs are to facilitate Korean Diaspora and to help juveniles 

within the region. 

Bonnie Halley, CCIM A banker for 20 years, Bonnie has successfully marketed commercial real estate 

assets, commercial market feasibility, site selection, location analysis, targeted demographic reports, 

sales and disposition, broker price opinions, commercial leases, marketing, advanced negotiations and 

contract assistance. To assist property owner's in their decisions, Bonnie provides financial comparative 

analysis for various strategies such as buy, sell, hold, and refinance and works collaboratively to achieve 

her clients' goals. Bonnie has managed several large offices, performed financial statement and cash 

flow analysis, handled both commercial and consumer loan portfolio origination and management, and 

prepared budgets and marketing. As a Certified Commercial Investment Member, Bonnie has achieved a 

prestigious designation in commercial investment brokerage education in the United States. 

Doug Remy An MBA, licensed real estate professional and former CPA, Mr. Remy possesses 25 years of 

business experience. He's been actively involved in various· forms of real estate ownership and 

management for the past 20 years. After completing his graduate studies at Harvard Business School, 

Mr. Remy began his real estate investing career as a partner with Trammell Crow Company in the late 

1980's. He has owned a series of real estate investment and management companies over the past 15 

years. 

Troy Rice An MBA, CPA and licensed real estate professional, Mr. Rice has over 20 years of business 

experience, much of it in the real estate world. A former partner with Trammell Crow Company, Mr. 

Rice also worked with the Staubach Company (now Jones Lang LaSalle) before joining Household 

Finance Corp in July 2007. Mr. Rice has held senior executive positions with the following public 

companies- Petsmart, CIBT Education Group and Comfort Systems USA. As part of his responsibilities 

with these companies, he handled the acquisition, development and operational startup of commercial 

and industrial real estate projects . 

Liberty West Regional Center Application I Organization Docs & Resumes 



• 

• 

• 

• • 
Ron Cahalan Mr. Cahalan brings 30 years of experience in mortgage banking, residential development 

and construction lending, both in corporate management and ownership of two different mortgage 

brokerages. He has also been an owner and principal in residential construction and development 

projects throughout the West Coast. He is an author of two books on mortgage banking, has had the 

opportunity to speak and train nationally on mortgage banking to audiences including the general 

public, peers in the mortgage industry and to government. He also has a strong background in marketing 

and PR in both the print and internet arenas. 

Brian Rogerson Mr. Rogerson has been in the mortgage industry since 1987, starting as a loan officer, 

progressing to sales management to running an entire company. He has extensive knowledge of the 

mortgage industry, and is a natural leader who commands and receives the respect and loyalty of his 

employees. He holds a bachelor's degree in Finance from Sacred Heart University, 1986. Northeast 

Mortgage received numerous industry awards and at its height employed over 200 people in 5 separate 

States. He has managed warehouse lines in excess of $75,000,000 while setting corporate policies and 

procedures. He has extensive experience in the purchase and negotiations of FDIC and Institutional 

pools of ~otes and properties. In the fall of 2009 Mr. Rogerson merged his operation into The lending 

Company to take advantage of leverage and growth opportunities that exist in an ever changing 

mortgage industry. 

Darren Davis CEO and founder of Blender Creative Advertising Agency, brings a solution-oriented 

approach to marketing and brand strategy. Darren has delivered creative solutions to marketing 

challenges for some of the world1s most recognized brands. Over his twelve-year career, Darren has 

managed projects for Foster Grant, DEll Computer, AOl, Continental Airlines, Adobe Illustrator, Sony 

Playstation, Revlon, Cisco Systems, Motorola, Kraft, Hewlett Packard, Procter and Gamble and 

Blockbuster Entertainment. Darren's unique approach to creative development is rooted in his affinity 

for collecting research and dissecting the details to reveal the essence of a company's brand. It is this 

perspective that Darren takes into managing his staff of dedicated and enthusiastic creative talent and 

leading them in all communication assignments. Darren's ability to create engaging communication art 

has not gone unnoticed by the highly competitive graphic design industry. His work has been recognized 

with ADDYs, Prismas, and Clios, and featured in respected creative forums including How, Print, and 

Communications Arts. 

Caleb Miller Results oriented Brand Manager /Marketing Director with 12 years of experience in Brand 

Management, Strategic Vertical Marketing, Viral Marketing, and Search Engine Optimization. Energetic, 

results-driven marketing and business development executive who excels in analyzing market needs, 

designing strategic plans to address those needs, building and/or re-organizing diverse teams required 

to execute plans, and creatively lead teams in successfully achieving targeted goals. Significant 

accomplishments range from creating and implementing multi pronged strategic marketing and 

advertising campaigns. 

Attachments: Articles of Organization, Arizona Office of Corporation Commission (March 9th, 2010) 
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ARTICLES OF AMENDMENT 
Pursuant to A.R.S. 29-633 (F) 

• RECEIVED 

MAR 0 4 2010 

•ltRIZOf« CORp C0MMISsro
111 C0RPof!!AnoNs DIVISION 

1. The name of the limited liability company is: 

/-};eJZd;tlCL {~/Ji-c~ f.rR. f8t-ch{/t) Jvt-1c_;1m~-J-~"- //t'"r-'·:..1 G/kf<·-<) f__/....C. 
I 

2. Attached hereto as Exhibit A is the text of the amendment. 

LL0022 

~ j 1../-
Dated this f day of jl? "i ;(. c~ l . Jo ;o 

-r/J e _L~-Iu:: "'~'-ha -""·::../ _T/V'i.'~>Tmco·,t.tt': (;~<>av'/) ;..__(c. 

Signature:~t? .: LJ tj c/C~ 
(/ -c--r( I) ··! /' .1-- 1 :r /J7 '" .. u.J /"'). J -·~ ;1. :vc "'-

Print Name: DctUtci C . Kc./lt:' /( 

Check One: t8 Member 0 Manager 

DO NOT PUBLISH THIS SECTION 
The amendment must be executed by a manager if management of 
the limited liability company is vested in a manager or by a member if 
management is reserved to the members . 

Rev: 1 0/2009 Page 2 of 3 
Arizona Corporation Commission 
Corporations Division 



• 

• 

• LL:0022 

• 
EXHIBIT A 

(Insert the text of the amendment) 

1. NAME CHANGE to: 

Liberty West Regional Center, LLC 

2. Change Management Structure to "Vested in Manager" 

Manager Name: Empyrean West, LLC 
17470 N. Pacesetter Way 
Scottsdale, Arizona 85255 

Rev·. 1 0/2009 Page 3 of 3 
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AZ. CORPORATION GOMMlSSION 
FILED 

S£P 1 0 2009 

02842425 

ALE NO L- /s-'S/ 3.2i-c) 
Do NOT WRITE ABOVE THIS LINE, FOR ACCUSE ONLY 

DO NOT PUBUSH 
THIS SECTION 
NOTE; A professional 
Qmited liability 
CQ111Pany Is an LLC 
organized for the 
purpose of rendering 
one or more categories 
of professional service. 
Professional service is 
defined as a service 
that may be lawfully 
rendered .2!J!x by a 
person licensed in this 
state to render the 
&en{ic:e. 

1. The LLC name rnust 
contain the worns 
"limited liability 
company or "lim~ed 
company" or the 
abbreviations "L.L.C.". 
"l.C. ", "LLC", or "LC'. 
The Professional LLC 

• 

name must contain the 
words "professional 
limited liability 
company or the 
abbreviations 
"P.LL.C.", "P.L.C.", 
"PLLC", or "PLC." 

2. Must be an Arizona 
address. DO NOT 
LEAVE THIS SECilON 
BLANK 

3. If the statutory 
agent has a PO BOX 
then they rnust also 
provide a physical 
address or descliption 
ollhe location. 

lhe agent .!!!l!!!l sign 
the articles or provide 
written consent to 
acceptance of the 
appoinbnent. 

ARTICLES OF ORGANIZATION 

~~ject one. This fonn may be used for: 
[JJ' ARIZONA LIMITED LIABILITY COMPANY (A.R.S. §29-632) 

0 ARIZONA PROFESSIONAL LIMITED LIABILITY COMPANY (A.R.S. §29-841.01) 

1. The name of th~ ~rganization: 

A. ~~~ 155 0"1'1f.- (p 
LLC Name Reservation File Number (If one has been obtained). If not, leave this line blank 

B. /trl"2p-N\ et_l\;ler -%- ~~~tl »...-tes:fn..~+ 1L:j of..t-1 ltAtiec- l..JJL 
Limited Uability Company Name 

2. Known place of business in Arizona (If address is the same as the street address of the statutory 
agent, write 'same as statutory agenr. DO NOT LEAVE THIS SECllON BLANK) 

Address t OCID\ _J"1c__tv Wt1\ _ ;'Ylir\_._ ~ q ~ l\.1-, 5'fc_ #o~l 
Zip~u;c City S(;tj\k~ State ~ 

3. The name and street address of the statutory agent in Arizona 
\ 

Name on I ;F-. =l 
Address b~ C' 'M ~ ~ ~N.L. _ I 
I City f.'U:)-tJtsJa\Q_ State fc?;; Zip ~1':£±_ I 
Acceptanc~ of Ap~ointment by Statutory Agent: 
I Oll ('t-l E. l,e.otL- Qr:: , having been designated to act as 

(Print Name of the Statutory Agent) 

Statutory Agent, hereby consent to act in that capacity until removed or resig1nation 
is submitted in accordanc~ona Revised Statute. 

Agent Signature: _ 
:;> 

If signing on behalf of a company, please print the company name here . 

• Ll:0004 Arizona Corporation Commission 
Corporations Division 

I 
Rev: 0912008 Page 3 of4 



• I DO NOT PUBUSH 
ntiS SECT10N 
4. Only required for 
professional 5milad 
liability company_ 
The piJIJlOSe must 
sfBte tile 
professional servire 
or seMCC5 ihat the 
<;Q~Tipany is 
organized ID 
perfoon. 
ProfessiOnal sefVice 
is defined sa a 
6GtVioe that may be 
Jawtu:ty rendered 
!!!.!!Y.'ayaperron 
licensed in this stale 
to render the 
setvica 

5. The latest date, If 
any, on which the 
Company must 
dissolve. 
If a dissolution date 
should include tile 
month, day and 
year. 
Perpatual mea/18 
continuing forever or 
incieMifeJy 

6. Cheel< Which 
management 
structure will be 

• applicable to your 
~:ompany. Provide 
name, title and 
add russ for each 
person. 

6A. If rese<Ved to 
the member(s), 
dleck 1tle member's 
box and provide the 
name(s) and 
addr~ (es) of each 
member. NOTE: if 
reseived to the 
member(s) you 
C311fiot list any 
man3ger. 

6B. It vested in 
manager(s) check 
ltle manager's box 
and provide the 
narne(s)and 
address (es) of each 
manager and each 
member who owns a 
twenty (20%) 
perrent or greater 
Interest In !he capital 
or profits or the LLCJ 
PLLC 

The person (s) 
executirg thls 
document need not 
be a manager or 
member of the 
rompany . 

• LL:0004 
Rev: 09/2008 

I 

• • --········ 
4. Purpose of this (Professional) Limited Liability Company is to provide the 

following (professional) service(s): (Only required for a Professional LLC Company) 

5. Dissolution: The latest date of Dissolution 

DJhe latest date to dissolve _/_/ (Please enter month, day and four digit year) 

filfThe Limited Liability Company is Perpetual 

6. Management Structure: (Check one box only) A.R.S. §29-632(5) 

A. RESERVED TO THE MEMBER(S) 
IF RESERVED TO THE MEMBER($), YOU MAY SELECT ONLY THE MEMBER BOX FOR EACH MEMBER LISTED. 

B. 0 VESTED IN MANAGER(S) 
IF VESTED IN ~HJJ MANAGER(S), AT LEAST ONE ENTRY BELOW MUST HAVE THE MANAGER BOX CHECKED. 

Name ~ ~-f,~ ])~tJw-f €e; u.dN~me flrAPlYVt/J.e, J, J) trd._ 
&i' Member 0 Manager (only if ·e· is sele~~1-~tr c::f'Member 0 Manager (only if "B" is £;elected a~ve) 
Address: ldft,l 'Mcl:b~tl f!\111. ~A-h f-<1. Address: S~/ E. Ajt-:~\4 1M 1/o 
City, ~~ftr State, itl:_ Zip: ~5"UJ" City. b .Jwt State, .ft:;, Zi1): g't;2-f~ 

Name R Dt) LA. h t I q Vl Name ·---------------------------
~ember 0 Manager (only if "B" is selected above) 0 Member 0 Manager (only if ·s· is selected above) 

Address: lv ~r ~a.\ Yl$.~ flac.e ~. fr'>~ Address: _________ _ 
i 

City, 6, 1\:o-± State. ft:j;_ Zip: g!J"l-1~ City, State, __ Zip:__ I 
IF YOU NEED loiORE SPACE FOR ~11NG UE"'BERS /1\11\HAGERS F'LEASEATIACH THE ADDITlONAL PA(;!; TO TllE ARTlCt..ES 0~ ORG~IZATION. I 

• - day of s~ '_!l:!lQj_ 

Executed by: -----7"~<'<--------- Print Name OlJ.J r Coo~ :J'r-

If signing on behalf of a company, please print the company name here. 

Phone Number: 6o~-31S"-- ~41 ] 

Page 4 of 4 

Fax Number: %o, st~ ./ SK: .~_] 

Ari7.ona Corporation Convnission 
Corporations Division 
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• 
STATE OF ARIZONA 

Office of the 

CORPORATION COMMISSION 

I, Ernest G. Johnson, Executive Director of the Arizona Corporation Commission, do 
hereby certifY that the attached copy ofthe following document: 

ARTICLES OF ORGANIZATION 

consisting of 2 pages, is a true and complete copy of the original of said document on file with 
this office for: 

ARIZONA CENTER FOR FOREIGN TNVESTJ\1ENT REGIONAL CENTER LLC 
ACC file number: L-1551328-0 

IN WITNESS WHEREOF, I have hereunto set my hand and affixed 
the official seal of the :'Hi zona Corporation Com mission on this date: 
Octobct· 15, 2009. 

~G~---~ 
Execut:ive Director 

·~ 
By:~A) 

DEANNA HORN 
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• 

~ 

• • 
ARIZONA CORPORATION COMMISSION 

CORPORATIONS DMSION COVER SHEET 

USE A SEPARATE COVER SHEET FOR EACH DOCUMENT 

\1-v 
1 

ARE YOU RUNG: 0 New Entity IZJ Change to exhltlng antlty 0 Re-submlsslon/Correctlon 

PLEASE COMPLETE ALL APPROPRIATE SECTIONS 
Type In~ Name: L-1~ 1·s 2 k-fJ 

0$5.00 laach 0$40.00 
( __ ) (Enter Qu•ntlty) 

D CORPORA noNS -Certified Copies* 
•If copln •r. fcwdltftnnt entlltla the ~lie roo IIPIIIIH 10 tiCII mt11V L ~ (Ent8r Quantity) 

0 LLCs • Certified Copies* 
"tr co, In.,.,.,, IIH~Kent qntitiH - ElrJIIIIIIt• fw •.-PI'" u.-" ~ 

Standing Certificate• 
C"rtlfle.t.s .,... for d!ffiNtlt ~ Itt• Elrr:>Hitt fitt IPPIIH 

OOtber. 

SELECT PAYMENT TYPE; 

0Check 

0 M.O.O. Acc:ouflt 

Ocash 

C~k# __________ __ 

MOOA~# ________ __ 

jB Credit card - for in-Person filings only 

0 No fee req1ulred 

Check Amount $.--:C=-.;0::;.....~-
Mod Amount $ --~---~ 
Cash Amount $ _____ _ 

cc Amount $------

SELECT ONE ~eTURN OEUVERY OPTION: 0 Mail 0 PickUp 0 Fax# (/-~IJ3) ~fR ~ Ci7 'I 
REQUIREJ:!: Ploase rESt tho person or company who wlll be pickillQ LIP the completed documents. 
~3 WlLL BE MAilEO IF THEY ARE NOT PICKED UP IN A TII!IEI.Y MANNER (APPROXIMATELY lWO WEEKS). 

Perso~or Company Name: & // Phone Number: 
. i),t(..v u/ C • · t< t tC .Y J? o - 71 7 - C '( 7 ¥ 

Addruss: • 
/t?Yt/f hle/J~'-"'dl' AT#, lfp..,.,ch .tf<>t'. ; · · -r/dl.:J./"".1" 

city: .S C..J) ?fs a4/e stu;: 2--- 21p: 

·.. . : ... · . ·. . , .. FO~ ARIZONA CORPORATION COMMISSION USE·-ONLY.i.· .... : .. ·. · .... ::: :. 
PlCK-U(.) BY::- . . . :: .. -.' ;'. · · <: . · · · .· .. · .- ·-·. ·-':·.· ·.·:.:-'~:A~~:,<' ; :;· .. ,-.:,• .~· .:· .. ·. . , : 

.. ! 

VkM cut'Tent procaa tlrnM at: WNW.azcC.g!iiYIOivll!l!cmi£Cornoratton9 

i#\ CF'C\ILR REV 0311:J1201)11 

I , I 
I 
i 
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• 

COMMIS'SIOf\IERS 
KRISnN K. Mll"\'ES- Chairtmn 

GARYPU!;RCE 
PAUL NEWMAN 

SANOPA 0. KENNEDY 
0013 S,TUMP 

March 9, 2010 

DAVID C KELLER 

• 
ARIZONA CORPORATION COMMISSION 

10401 MCDOWELL MTNRANCH RD 
#2355 
SCOTTSDALE, AZ 85255 

RE: UBERTY WEST REGIONAL CENTER, LLC 
File Number: Ll5513280 

• 
ERNEST G. JOH\ISON 
EJe~ille Or~tor 

JEFF GRANT 
Director 

Corll()rations Dvi!!ion 

We are pleased to notify you that your Amendment to Articles of Organization for the above referenced 
limited liability company HAS BEEN APPROVED. 

You must publish the Amendment in its entirety. The publication must be in a newspaper of 
general circulation in the county of the known place of business in Arizona for three consecutive 
publications. A list of acceptable newspapers in each county is enclosed and is also available on 
tbe Commission website. Pub1ication must be completed WITHIN 60 DAYS after March 9, 2010, 
which is the date the document wa~ approved for filing by the Commission. The limited liability 
company may be subject to administrative dissolution if it fails to publish. You must file with the 
Commi.ssion Affidavit of Publication you will receive from the newspaper. 

We strongly recommend that you periodically monitor your company's record with the 
Commission, which can be vie\:v·ed at www.azcc.gov/divisions/ corporations. lf you have questions 
or need further information, please contact us at (602) 542-3026 in Phoenix, or Toll Free 
(Arizona residents only) at l-800-345-5819_ 

Sincerelv, 
Yvonne ~~kFarlin 
Examiner, Corporations Division 

Cf:lO 
REV. Ol/2009 

1300 WeST WASHINGTON, PHOENI)(, ARIZONA 95007·2929 

~,<j:lp.~,.ao::t - GO:l--'4<-3026 
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• • 
, .. .AZ~ORPORATIOW COMMISSION 

FII.EO tillllnmflilrulllrnililiiill1mrlm 
03037253 

~ 04 2010 ARTICLES OF AMENDMENT 
Pursuant to A,R.S. 29-633 (F) 

ru Ne,L!£~42l.-o 

1. The name of the limited liability company is: 

i}tftZ"tJiL ("'.t.,Jit:,;( j;~_ fb~~~J AI JNuofA?,-,o~Y:.. £/l'"rJc,/ ~~~'-'<) /J..C 

2. Attached hereto as Exhibit A is the text of the amendment. 

ll:0022 

·rt J 
Dated this f day of f'? --t.te ell , Jo ;o 

-r/?e ..L~-1~.-::A,-~-f,~.,._,"J/ ..z;..,~.~.,Jrm,,...,;f- GAo...-/) f..._(C. 

Signature:~; .LJ J if~ 
J:t~ /J14"''.t-:.j,-tJ_) f..:.,c.-/rv.::A.. 

Print Name: Dt.n'td C . K~ji ~-<.. 
Check One: C! Member Q Manager 

RQ rJOT PUBLISH THIS SECTION 
The amendment must be executed by a manager if management of 
the limite<J liability company is vested in a manager or by a member if 
management is reserved to the members. 

Rw: 100000 P~ge 2af3 
Arizona Corporation Commission 
CofPO~na OMsiOn 
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I ._ 

LL:0022 

• 
EXHIBIT A 

(Insert the text of the amendment) 

1. NAME CHANGJ;. to: 

Liberty West Regional Center, LLC 

2. Change Management Structure to •·v ested in Manager"' 

Manager Name: Empyrean West, LLC 
17470 N. Pacesetter Way 
Scottsdale, Arizona 85255 

Rev: 1012009 Pllg8 3 af3 

• 
PAGE 04/07 

AriulnaCotpootllon CaJmb9iorl 
Cotpol"'ltk)ffa Dlvhklll 
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AZ CORP cm,1MISSIOH 

• 
ARIZONA CORPORATION COMMISSION 

CORPORATIONS DIVISION 

NEWSPAPER LISTING 

PAGE 05/07 

Tlli~ list is rnHinlalnllll by tbe Arizona Corporation Commission H~ a courtesy to ttl! cu~nmers. The l)ubli$hers ofthc ncm~papcr9 
appcarin~t on this list hAve attc.~tcd to the C:omml~~ion thllllhcy meet the statutory r"equircments for publishing document• filed with th~ 
Commi••ion. Thl~ li$t i~ 1101 intcndcd to be nor should it be con•idcrcd an cndor•emenl ofnny pnrti<T>I~r newspaper by the Comml•sion . 

'AP:~ciill·~y:~:y::'::::::' ·;···::~;y-r··~::: 
NAVAJO T1Mt::S 
P.O. BOX ~110 
WINDOW ROCK, AZ 86515 
928-871-6541 

WHITE MOUNTAIN 
INDEPEND:NT 
(APACHE EDITION) 
PO BOX 1570 
SHOWLOW, AZ 8S90:2 
928·537 ·5 77.l. 
c'Ocm~~if. ,. ·· 
ARJZONA FANGE NEWS 
122 S. HA~:KELL 
WlLCOX, AZ 85643 
520-3 84-3 ~)71 

THE BIS6E OBSERVER 
7 BISBEE f<.OAD, SUITE L 
BISBEF., A"i.: 85603 
520-432-7::54 

DOUGLll.S DISPATCH 
$30 11 T" STREE;T 
DOUGLAS, AZ 85608 
520-364-3•124 

MOUNTAIN VIEW NEWS 
1835 PASEI) SAN LUIS 
SIERRA VISTA, AZ 85635 
$20·459-3::40 

. :-. 

SAN PEDRC• VALLEY NEWS-SUN 
P.O. DRAWl:?.. 1000 
:;:oo S. OCCTil..I.O 
BENSON, A~ 85602 
520-586-3~82 

SIERRA VISTA HERALD 
BISBEE DAlLY REVIEW 
102 FAB AVENUE 
SIERRA VISTA, AZ 85635 
520-458-9440 

THE TOMBSTONE NEWS 
P.o. so:< 1:'60 
525 E. ALLEN STREET, #4 
TOMBSTONI~, AZ S563S 
57.0·457·.3086 

¢OGPN:1'NO'-: ',•:.·:·\:.·•·.··· 
,,_RIZONA D.~li.Y SUN 
1751 W. TH01'1PSON 
FLAGSTAFF, AZ 86001 
92S-774·•l545 

~lEO\fv'SP1\P~R LIHING 
REV: 2l2010 

.... 
'-' 

c()~()N'J:',N'q'¢6;ritiii(fud :::) 
LAKE POWELL CHRONICLE 
P.O. BOX 17l6 
PAGE, AZ 86040 
928-645·6888 

NAVAJO TIMES 
P.O. BOX 310 
WINDOW ROCK, AZ 86515 
928-871-6641 

SEDONA RED ROCK NF.WS 
29S VAN DEREN 
SEDONA, AZ 86336 
928-282-7795 EXT- 2l.3 

SOUTHERN UTAH NEWS 
26 N. ~1AJN 
KANAB, UTAH 84741 
435-644-2900 

WILI.IAMS·GRAND CANYON 
NEWS 
118 S. TI-IIRD STREET 
WILLIAMS, AZ $5045 
928-635-4426 

GiiA:~:· .. 
ARIZONA SILVER BELT 
298 PINE STREET 
P.O. BOX 31 
GI.06E, A7.. 85501 
928-425-7121 

COPPER BASIN NEWS 
366 AtDEN ROAD 
KEARNY, AZ 85237 

. 520-363-5554 

THE PAYSON ROUNDUP 
P.O. BOX 2520 
708 N. BEELINE HWY 
PAYSON, AZ 85541 
928-474-5251 

THE SAN CARLOS APACHE 
MOCCASIN 
298 N. PINE STREET 
GLOBE, AZ 85501 
928-425-7121 

Rir"' COUNTRY GAZETIE 
HC 4 BOX 16· 700 
PAYSON, A7. 85541 
9/.8-474-7819 

t;R:AJIAM" .···· , .. ··· 
EASTERN APJZONA COURIER 
30J.A E. HWY 70 
SAFFORD, AZ 85546 
928-428-2560 

. ·ijq~~~~~1~~imt~;~~;:::\1··~~~t~;r~:;:::~·:.~~:·~ 
THE COPPER ERA 
301A E. HWY. 70 
SAFFORD, AZ 85546 
928-428-2560 
···:;~;.~p""T~·''t.""·'·~···"''''r·· .... , .. ,,.,.~, : ~~;~~~~1f~·r:;~?;·~~~b~r~c~::~·;··~~-r::~~::' ::::\}/~~· 
PAP,KER PIONEER 
1317 JOSHUA AVENUE, SUITE L 
PARKER, AZ 85344 
928-559-2275 

:~~~·q~r.~1~i?~~:T:~~·?::~~:·. :~~: .. ~:·:T~::~. 
ARIZONA BUSINESS GAZETTE 
P.O. BOX 194 
PHOENIX, AZ 65001 
602-444-7315 

AIUZON,:>. CAPITOL TIMES 
1835 W. ADAMS 
PHOENIX, A"l.. 85007 
602-258" 7026 

ARIZONA CHINESE AMERICAN 
7328 N. ?t"AVENUE 
PHOENIX, AZ 65021 
602-269·3062 

ASIAN AMERICAN TlMES 
2011 SOUTH HENKel. ClRCL.i:: 
ji-1ESA, AZ 85202 
(480) S39·SD9 

BUCKEYE VALLEY NEWS 
122 S. 4TH ST 
BUCKEYE, AZ 853/.5 
623-366-44~6 

DAILY NEWS-SUN 
10102 SANTA FE DRIVE 
SUN CITY, AZ 85351 
623·876·2547 

GILA BEND SUN 
P.O. BOX 7. 
GILA BEND, AZ 85337 
623·386-7495 (Phoenix) 
ns·683·2393 

GLENDALE STAR 
7122 N. 59TH AVI;'NU~ 
GLENDAlE, AZ 8$301 
623-842·6000 

JEWlSH NEWS OF GREATER 
PHOENIX 
1625 E. NORTHF.RN AVE., n06 
PHOENIX, AZ 85020 
602·870-94 70 

/,rlz:Or'lr8 COtl'Ofalbn ConTJll91hXt 
Corporatlr.ns Dl\~~lon 
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PEORIA TIMES 
7122 N. 59ru AVENUE 
GLENDALf;, AZ 85301 
623-842-tiOOO 

THE FOUI'.TMN HILLS TIMES 
16508 E. I...ASER DRIVE, UNIT 
101 
FOUNTAIN HILLS, AZ 85266 
480-837-1925 

THE RECORD REPORTER 
1505 N. c;NTRAL AVENUE, 
#/.00 
PHOENIX, AZ 85004 
602·4l7·S·900 

THE WALL STREET JOURNAL 
4850 S. PI\RK AVENUE 
TUCSON, AZ 85726 
::2H·640-7939 

WEST VALLEY VIEW 
1050 E. RILEY DRIVE 
AVONDALE', AZ 85323 
623·535·8439 

WICKENBliRG SIJN 
180 Ill. WASHINGTON STREET 
WICKENBURG, Al. 85390 
928-684-5454 

iN[Q"if~jij::::~;t:::··;:~n:,;· .. ·~:;:;::.: ·~;:: 

BULLHEAD CI1Y BEE 
1905 LAKESIDE DRIVE 
BULLI'IEAD CITY, AZ 86447. 
928-763-9339 

KlNG1'1AN I)AII.Y ~1INER 
3015 STOCKTON HILL RD 
KINGMAN, AZ 86401 
928-753-6 397 

MOH.I.\VE Vli.LLEY DAILY NEWS 
~435 MIRACLE MILE 
BULLHEAD CI1Y, AZ 86442-
7311 
928-763-2 ~05 

THE STANC>ARD 
221 E. BEAI.E 
KINGMAN, AZ 86401 
928-753-1143 

TODAY'S NEWS HAROLD 
2225 W. ACOMA BLVD. 
LAKE HAVASU CITY, AZ 86403 
928·453·4:!37 

SOUTHERN UTAH NEWS 
7.6 N. ~1AIN 
KANAB, IJT.'\H 8•1741 
435-644-2900 

N"XVA',~ii~;;'::.'\::.:·;~;',::/?i·:·;:::F::·_ 
NAVAJO TH"lF.S 
P.O. BOX 310 
WINDOW ROCK, AZ 86515 
928-871-6Ml 

THE TRIBUI~E·NEWS 
P.O. BOX 670 
HOLBROOK, AZ 6602.5 
926·524·6~:03 

NEWSPAPER u:mNG 
REV: 2/2010 
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NAY::A:itf~9iitinl.~<l'>:··:>: 
WHITt; MOUNTAIN 
INDEPENDENT 
P.O. BOX 1570 
SHOW LOW, AZ 85902 
928-537-57:21 

.j).{iw.f~ 
AlO COPPER NEWS 
P.O. BOX 39 
AJO, AZ 85321 
520-387-7688 

ARIZONA CHINESE AM~RICAN 
7328 N. ;rH AVENUE 
PHOENIX, AZ 85021 
602-269·306::2 

ARJZOI'JA DAILY STAR 
P.O. BOX 26807 
TUCSON, AZ 85726 
520-573-4216 

GREEN VALLEY NEWS AND SUN 
P.O. BOX 567 
GREEN VALLEY, AZ. S567.l. 
520-547-9746 

THt; DAJLY TERRITORIAL 
3280 E. HEMlSPHF.RE I.OOP, 11.1.80 
TUCSON, AZ 85706 
520-294-1200 

THE RECORD REPORTER 
1505 N. CENTRAL AVE., #200 
PI-IOENIX, AZ 85004 
60/.·417·9900 

TI-lE WAll STR.Et;i JOURNAL 
4850 S. PARK AVENUE 
TUCSON, AZ 85726 
214-640-7939 

~·~At· 
ARIZONA CHJNt;SE Ar~EP..lCAN 
7326 N. 7111 AVENUE 
PHOENIX, AZ 85021 
602-269-3062 

ARIZONA CI1Y INDEPENDENT 
P.O. BOX 2014 
ARIZONA CITY, AZ 85223 
520-466·6277 
CASA GRANDE DISPATCH 
P.O. BOX 15002 
CASAGRANDE, AZ 8S230 
520-836-7461 

COOLIDGE EXAMINER 
P.O. BOX 128 
COOLIDGE, AZ 85228 
5/.0·723·5441 

COPPER ElASHJ NEWS 
366 Al.DEN ROAD 
KEARNY, AZ 85237 
520-363-5554 
ELOY ENTERPRJSE 
710 N. MAIN 
ELOY, AZ 85231 
5/.0 ·466-7 3 3 3 

FLORENCE REMINDER l't 
BLADE-TRIBUNE . 
190 N. MAIN STREET 
FLORENCE, AZ 85232 
520-850-5697 

2 

• 
ei~f\1.1:.~~:nti:ri~~d·•. 
MARICOPA MONITOR 
P.O. BOX 1347 
MARlCOPA, AZ 85239 
520-568-4198 

SAN MANUEL MINER 
P.O. 60X 60 
SAN MANUEL, AZ 85631 
520·385-2266 

SUPERIOR SUN 
467 MAIN STREET 
SUPER.IOR, AZ 8S273 
520·363·5554 

···.··. 
.. ,.::·.· ... 

·s!Jj(F~!1tRv~·;:-~::::· /}~~;:;::;; 
GREEN VALLEY NEWS AND SUN 
P.O. 60X 567 
GREEN VALLEY, AZ 85622 
s:w-547·9746 

NOGALES INTE;RNATI0NAL. 
268 W. VIEW POIIIIT DRIVE 
NOGALES, AZ 85621 
520-375-5706 

THE WEEKLY BULLETIN 
3280 E. HEMISPHERE LOOP, 
#180 
TUCSON, AZ 85706 
520·455·4 776 

~~~Yt~ij:;~;l~ll; .. ~;;~-!~~~1~:~~~~!~~:~::~):;~~~1:~~~ 
THE CAMP VERDE JOURNAL 
P.O. BOX 2048 
CAMP VERDE, AZ 8!5~22 
928·567·334l. 

HI~ DAiLY COURIER 
P.O. BOX 312 
PRESCOTI, AZ 86302 
928-445-3333 

THE WALL STREET JOURNAL 
4850S. PARK AVENUE; 
TUCSON, AZ 85726 
214-640·7939 

SEOONA RED ROCK NEWS 
298 VAN Dt;REN 
SEDONA, AZ 86336 
928-282-7795 EXT - 2J.3 

VERDE INDEPENDENT 
116 S. 1>1AIN STREET 
COTIONWOOD, AZ SS326 
928-634-2241 

(\~i\.1~5:s:;::::~;:;:r,:.:·~-;;·!·::·;······ 
THE SUN 
2055 S. l\RIZONA AVE 
YUMA, AZ S5364 
928-783-3333 

Ar1;o:onn CarparDtbn C¢rl"(';)i9Sk•n 
Corp~rati014 Dlvl.9ion 
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.ZONA COKI'ORATJON COMMJSSI 
CORPORATIONS DIVISION 
1300 WEST WASUII'JGTON 

PHOE1'HX.. ARJZONA 85007~2929 

CUSTOMER SURVEY 

PAGE 07/07 

The Arizona Corporation's Commission Division is committed to continually improving 
the services we provide. In an effort to improve our service. we J:'espedfuUy ask you to 
take a. moment to complete tbis questionnaire-

f'lea.se mark the box that indicates your level of satisfaction with the services we 
provided. Marn I\IA (Not Applicable) for any that does not apply to your contact with 
tbe Corporat'ions Division. 

LEVEL OF SATJSFACTIOl'4 

If seJVice is not used. please mark "N/A'" 

Unsatisfactory 
Needs J.mprovement 
Satisfactory 
.ExceJJent 

1~2 

3-4 
5~6 

7-8 

Questions 
l OveralL I was satisfied with my contact with 

the Corporations Division. 
2 The Co£Poratlons Division adequately 

answer;ed my questions relating to the filing 
process. 

3 The Corrporations Division provided 
satisfactory instructions to complete the 
appropriate fonns. 

4 I foundi the forms to be cl~ar and easy to 
work with. 

5 The Co:rporations Division treated me in a 
pJ:'ofes5ionaL courteous manner throughout 
the process. 

1 2 3 4 5 6 7 8 N/A 

Comments\Concenis\Suggestions: -----------__..;.---~-------

Your Name (1t>ptlonal): ---------------------------

Phone Number: ( 

Thank you for taking tbe time to participate in this important survey. You can retum 
this by mail to the address listed above or fax to (602} 542-4100 or you may bring it to 
any of the ditvision·s counter windows. · · 
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EXHIBIT C REGIONAL CENTER GEOGRAPHY 

Title 8 Section 204.6(m)(i) of the Code of Federal Regulations requires that a regional center application 

"[c]learly describes how the regional center focuses on a geographical region of the United States .... " 

The boundary for the proposed regional center is the thirty three (33) contiguous counties extending 

.through New Mexico, Arizona, and California. The 33 counties of the Liberty West Regional Center 

include: 

New Mexico Counties (9) Mohave 

(10)Navajo 
(1) Hidalgo 

(11)Pima 
(2) Grant 

(12)Santa Cruz 
(3) Luna 

(13)Yavapai 
(4) Sierra (14)Yuma 
(5) Dona Ana 

(6) Otero 
(15)Pinal 

(7) Eddy California Counties 

(8) Lea 
(1) San Bernardino 

Arizona Counties (2) Los Angeles 

(3) Riverside 
(1) Apache (4) San Diego 
(2) Conchise (5) Ventura 
(3) Coconino (6) Orange 
(4) Gila (7) Santa Barbara 
(5) Graham (8) Imperial 
(6) Greenlee (9) Kern 
(7) La Paz 

(8) Maricopa 
(10)San Louis Obispo 

The economic analysis submitted by Wright Johnson groups these counties into regions with similar 

economic indices and is described further in Exhibit D. 

Attachments: Figure 1-4 Liberty West Regional Center Map 

liberty West Regional Center Application I Regional Center Geography 
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Figure 1: Liberty West Regional Center Map (California Counties) 

Regional Center Counties 

s 

Imperial 

This map is an illustration of the Liberty West Regional Center boundary in satisfaction of 8 CFR § 204.6(m){3){iii) 
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Figure 2: Liberty West Regional Center Map (Arizona Counties). 

Regional Center Counties 

This map is an illustration of the Liberty West Regional Center boundary in satisfaction of 8 CFR § 204.6(m)(3)(iii) 
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Figure 3: Liberty West Regional Center Map (New Mexico Counties) 

Regional Center Counties 

This map is an illustration of the Liberty West Regional Center boundary in satisfaction of 8 CFR § 204.6(m)(3)(iii} 



N 

w<:C)Ga>E 

Figure 4: Overall Regional Center Map 

Regional Center Counties 

This map is an illustration ofthe Liberty West Regional Center boundary in satisfaction of 8 CFR § 204.6(m)(3)(iii) 
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LIBERTY WEST REGIONAL CENTER 

USCIS Economic Impact Requirements 

As part of determining the projected economic impact of the Regional Center, the USCIS Adjudicators 
Field Manual ("AFM") Section (a)(2)(B) 1 requires that regional center proposals must demonstrate: 

(ii) A detailed description of how EB-5 capital investment within the geographic area of the 

regional center will create qualifying EB-5 jobs, either directly or indirectly. This analysis must 

be supported by economically and statistically valid forecasting tools, including, but not limited 

to, feasibility studies, analyses of foreign and domestic markets for the goods or services to be 

exported [if any], and/or multiplier tables. 

(iii) A· detailed prediction of the proposed regional center's predicted impact regionally or 

nationally on household earnings, greater demand for business services, utilities, maintenance 

and repair, and construction both within and outside of the geographic area of the proposed 

Regional Center. 

USCIS adopted these procedures in satisfaction of the requirements set forth in 8 CFR § 

204.6(m)(3)(i),(iv), and (v). Empyrean West, LLC ("Company") has designated fifteen (15) target industry 

economic sectors for which the above impacts have been evaluated. 

Economic Impact Analysis & 1M PLAN Acceptability 

In 1992, when Congress conceived of the Pilot Program as a vehicle for attracting investment capital into 

specific regional areas, Congress permitted investors to rely on proof of indirect job creation in their 

petitions seeking permanent residence, based on "reasonable methodologies." 2 

The 2002 Amendment permitted. the establishment of a regional center may be based on general 

predictions, contained in the proposal, concerning the kinds of commercial enterprises that will receive 

capital from aliens, the jobs that will be created directly or indirectly as a result, and the other positive 

economic effects of such capital investments. Per USCIS general procedures, the Company defined 

specific business sectors (listed above) and hired a qualified economic consultant to analyze the general 

impact on the regional and national economy, using the regional economic modeiiMPLAN. 

IMPLAN has long been accepted by the USCIS (and many other governmental agencies) as a valid 

"economically and statistically valid forecasting tool" that satisfies the requirements of 8 CFR § 

204.6(j)(4), and 8 CFR § 204.6(m)(3)(i),(iv), and (v). 

1 Revised December 151
h, 2009 

2 Section 610 of Pub. L. 102-395 . as amended of Pub. L. 105-119 and section 

Liberty West Regional Center Application I Economic hnpact and Job-Creation Analysis 
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The Company retained Wright-Johnson, LLC to address the requirements set forth in USCIS procedures 

(AFM) and the Code of Federal Regulations (8 CFR § 204.6(m)(3)(i),(iv), and (v)). Wright-Johnson's 

report, entitled, Economic Analysis For A Regional Center encompassing the following Counties: 

California: San Bernardino; Los Angeles; Riverside; San Diego; Ventura; Orange; Santa Barbara; Imperial; 

Kern; and San Louis Obispo; Arizona: Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; 

Maricopa; Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma; New Mexico: Hidalgo; Grant; 

Luna; Sierra; Dona Ana; Otero; Eddy and Lea. Final Report (March 22"d 2010) is attached to this Exhibit 

("Wright Johnson Study'' or "Economic Impact Study"). 

Wright-Johnson is an economic and research consulting firm located in North Palm Beach, FL. The 

Liberty West Regional Center selected Wright-Johnson based on their experience with EB-5 econometric 

impact studies. The firm has successfully prepared economic studies, using complex predictive economic 

models such as IMPLAN, to evaluate and summarize the job-creation and economic benefits attributed 

to regional center designation. Based on prior government projects and peer-review, including EB-5 job

creation studies, Wright Johnson's methodologies and economic research is well-vetted and considered 

to be in accordance with the practices and standards of professional economists nationwide. 

Target Industry Economic Sectors 

Attached to EXHIBIT D, USCIS will find the econometric study performed by Wright Johnson that (i.) 

identifies the indirect job creation, (ii.) the regional and national impact of the regional center, as well as 

the (iii.) overall economic impact of the Liberty West Regional Center (attachment). Wright Johnson's 

study examines the economic impact offifteen (15) target industry economic sectors: 

1. Hotel 9. Education 
2. Restaurant 10. Retail 
3. Agriculture 11. Technology 
4. Residential Construction 12. Energy 
5. Manufacturing 13. Motion Picture 
6. Medical Office 14. Theme/Water Park, and 
7. Senior Care Facility 15. Office Building 
8. Hospital 

As the regional center grows, the number of sectors, and accompanying econometric studies, may be 

submitted for USCIS approval to amend the current list. 

Methodologies 

Sample analyses have been independently performed for each ofthe fifteen (15} target industry 

economic clusters in specific regions ofthe proposed regional center. The thirty-three (33) counties in 

Liberty West Regional Center Application I Economic Impact andJo~reation Analysis 
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California, Arizona and New Mexico have been divided into thirteen (13) regions which share similar 

economic indices. The counties have been aggregated into the following regions: 

1) Region A (Los Angeles, Ventura, Orange), 8) Region H (Gila, Greenlee, Graham), 

2) Region B (San Diego, Imperial), 9) Region I (Yavapai, Coconino), 

3) Region C (Riverside, San Bernardino, Kern), 10) Region J (Navajo, Apache), 

4) Region D (San Luis Obispo, Santa Barbara), 11) Region K (Dona Ana, Otero), 

5) Region E (Maricopa, Pinal), 12) Region L (Eddy, Lea), and 

6) Region F (Yuma, La Paz, Mohave), 13) Region M (Sierra, Luna, Hidalgo, Grant). 

7) Region G (Pima, Santa Cruz, Cochise), 

Wright Johnson utilized IMPLAN Pro v.3.0 with specific economic data for the Regional Center 

geography obtained from the Minnesota IMPLAN Group, Inc for the thirteen (13) distinct economic 

regions/counties listed above. The Minnesota IMPLAN Group compiles information that accounts for 

regional employment, income, value-added, household and government consumption. The IMPLAN 

data files are compiled from a wide variety of sources including the US Bureau of Economic Analysis, the 

US Bureau of Labor, and the United States Census Bureau. 

The Wright Johnson analysis separates the EB-5 investment expenditures into the construction phase 

and employment during the operational phase; both differ by economic region and type of proposed 

use (target industry business sectors). Wright Johnson used IMPLAN to model the total economic 

impact associated with various levels of site investment and operational employment. 

Economic Impact of Project Exemplars ("Hypotheticals") 

In accordance with the Congressional intent of the 2002 Amendment to the EB-5 Regional Center Pilot 

Program, and USCIS AFM procedures, the Wright Johnson Report evaluated the impact of the Liberty 

West Regional Center be based on general predictions concerning the kinds of commercial enterprises 

that will receive capital from aliens, the jobs that will be created directly or indirectly as a result, and the 

other positive economic effects of such capital investments. 

The analysis is divided between two phases to illustrate the temporal, non-static, economic effects of 

aspects of the exemplar projects. The first phase of impact analysis is the construction of the sample 

projects in each sub region (e.g. county) of the regional center. The second phase of analysis is the on

going economic impact and operational employment of each of the proposed sample projects. All 

phases are modeled as direct positive stimulants that help grow and develop the regional economy. The 

project sample input (the "hypothetical input") is described and summarized as Case Characteristics at 

the beginning of each subsection in Sections 4 -6. Empyrean West acknowledges that future projects will 

likely deviate from the simple analysis provided herein, and future economic studies will accompany 

actual EB-5 investment projects. 

• Liberty West Regional Center Application I Economic hnpact and job-Creation Analysis 
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• Job Creation Results 

A summary of the job creation results is provided in Sections 1-6 thru 1-18 of the Wright Johnson 

Report. 

The Wright Johnson study utilizes 1M PLAN to identify the 3 categories of job-creation: 

(1) Direct jobs are those jobs that establish an employer-employee relationship between the 

commercial enterprise and the persons that they employ. 

Section 203(b)(5) of the Immigration & Naturalization Act requires that the investment in a new 

commercial enterprise will create full-time employment for not fewer than 10 qualified employees. The 

INA further defines full-time employment as "employment in a position that requires at least 35 hours 

or service per week at any time, regardless of who fills the position." Full-time employment relating to 

the creation of direct jobs as defined in 8 CFR 204.6(e) means year-round employment and not seasonal 

full-time employment. Full-time employment consists of 35 hours a week; neither seasonal, 

intermittent, or temporary positions nor do independent contractors qualify for purposes of the full

time employment requirement for direct jobs.3 Historically, construction jobs have not been counted 

toward job creation because they are seen as intermittent, temporary, seasonal and transient rather 

than permanent. USCIS, however, now interprets that direct construction jobs may now count as 

permanent jobs if they: (1) are created by the petitioner's investment; and (2) are expected to last at 

• least two years, inclusive of when the petitioner's Form 1-829 is filed. 

(2) Indirect jobs are the jobs held by persons who work for the producers of materials, equipment, and 

services that are used in a commercial enterprise's capital investment 'project, but who are not 

directly employed by the commercial enterprise, such as steel producers or outside firms that 

provide accounting services. Regional centers typically use the RIMS II or 1M PLAN economic models 

to determine the number of indirect jobs that will be created through investments in the regional 

center's investment projects. 

(3) Induced jobs are a sub-set of indirect jobs that are calculated using economic models that are 

known as induced jobs. Induced jobs are those jobs created when direct and indirect employees go 

out and spend their increased incomes on consumer goods and services. 

Economic input/output (1/0) models, such as RIMS II or 1M PLAN, used to evaluate the calculation of the 

number of indirect jobs_(including induced jobs_) created through a commercial enterprise affiliated with 

a regional center do not distinguish between full-time and part-time jobs. In other words, the job 

creation results of the multipliers in the economic 1/0 models do not distinguish between the full-time 

and part-time nature of the positions. Therefore, according to the USCIS AFM, the number of indirect 

jobs_quantified through the 1/0 model analysis will be considered to be full-time and qualifying for EB-5 

purposes. Accordingly, determinations regarding whether jobs qualify as "full-time" are only relevant to 

• Liberty West Regional Center Application I Economic hnpact and Job-Creation Analysis 
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the analysis of direct jobs created by a commercial enterprise claiming the creation of direct jobs as a 

result of the EB-5 capital investment. 

General Economic Impacts 

Sections 4 thru 6 of the Wright Johnson Report summarize the short and long-term economic impacts 

resulting from the creation of, and the investment through, the Liberty West Regional Center. 

The econometric analysis will calculate the permanent increase in employment, output, and labor 

income by industry classifications for each of these fifteen (15) industry economic clusters. Result 

Charts list the economic and fiscal impacts of the various phases. The tables are arranged by project 

phase. Each table contains a set of case characteristic and impact result types. The set of case 

characteristics functions like a map key by providing information on items such as project expenditure, 

market conditions, geography, type of development and simulation period. The difference between the 

two phases is described as follows. 

• Phase One: Impact analysis is directly related to the construction of each targeted economic 

cluster, the construction costs and outputs derived from the actual construction. Further 

analysis computes indirect & induced economic output occurring from revenues and local 

spending generated from the construction. Direct construction impacts occur only while the 

project is being built. These impacts end when the project is complete. Consistent with current 

USCIS guidance and interpretation, only indirect and induced jobs from construction of the 

twelve independent economic clusters are counted. 

• Phase Two: The economic impact from the operation of each targeted economic cluster is "on

going" and accounted for in the scenario models on an annual basis. Impacts from each 

targeted economic cluster result from the direct employment of each sample project or the 

estimated gross product generated by each project. 

These evaluations provide a complete analysis of the positive employment and economic impact as set 

forth in requirements of 8 CFR § 204.6(j)(4), and 8 CFR § 204.6(m)(3)(i),(iv), and (v). 

Attachments: Wright-Johnson, Economic Analysis For A Regional Center encompassing the 

following Counties: California: San Bernardino: Los Angeles: Riverside: San 

Diego: Ventura: Orange; Santa Barbara: Imperial: Kern: and San Louis Obispo: 

Arizona: Apache: Cochise: Coconino: Gila; Graham; Greenlee; La Paz; Maricopa; 

Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma; New Mexico: 

Hidalgo; Grant; Luna; Sierra; Dona Ana; Otero; Eddy and Lea. Final Report 

(March 22"d 2010) 
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EXHIBIT E OPERATIONAL GUIDELINES & ADMINISTRATION 

LIBERTY WEST REGIONAL CENTER 

At the March 161
h, 2010 USCIS forum held at the California Service Center, EB-5 Program Manager, 

Alexandra (Sasha) Haskell, indicated that the federal agency will require annual administrative reporting 

and greater oversight of all approved EB-5 Regional Centers. As such, the Empyrean West, LLC (the 

Company) prepared the following administrative plan to comply with future USCIS requests. 

General Administration and Goals 

The USCIS Adjudicators Field Manual 22.4(a)(2)(B)(iv) outlines the administrative requirements for a EB-
5 Regional Center proposal, including a description of the plans to administer, oversee, and manage the 
proposed Regional Center, including but not limited to how the regional center will: 

• Be promoted to attract EB-5 alien investors, including a description of the budget for the 
promotional activity; (see Marketin~ Plan, EXHIBIT G) 

• Identify, assess and evaluate proposed immigrant investor projects and enterprises; 

• Structure its investment capital, e.g., whether the investment capital to be sought will consist 
solely of alien investor capital or a combination of alien investor capital and domestic capital, 
and how the distribution of the investment capital will be structured, e.g. loans to developers, 
venture capital, etc. (see Regional Center Structure & Business Approach, EXHIBIT F); and 

• Oversee all investment activities affiliated with, through or under the sponsorship of the 
proposed Regional Center. 

In June 2007, Maurice Berez, Chief Adjudications Officer for the USCIS Foreign Trader, Investor & 

Regional Center Program, provided more detail about the administrative expectations of USIC in a letter 

to the Metropolitan Milwaukee Association of Commerce (MMAC), a regional center in Wisconsin. The 

letter outlines 17 types of information that approved regional centers must track to keep their regional 

center designation (Attachment). Since the letter was issued, the American Immigration Lawyers 

Association (AILA) published the letter, and now, many immigration attorneys and Regional Center 

consider the MMAC letter to be standard for which all regional centers now must be administered. 

The Arizona Limited Liability Company, Empyrean West, LLC {"Company'') will administer the Liberty 

West Regional Center (LWRC) in accordance will the MMAC letter and the following objectives: 

1. Create increased US permanent employment within the thirty three (33) southwestern U.S. 

Counties listed in EXHIBIT C by promoting and sponsoring the creation of sustainable business 

projects; 

• Liberty West Regional Center Application I Administrative Plan 
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2. Raise foreign investment capital through the USCIS EB-5 Immigrant Investor Pilot Program to 

support the growth and development of these business projects; 

3. For certain projects, raise domestic capital as a supplement to EB-5 capital to support the 

initiation of these businesses; 

4. Provide business guidance to these new business projects; and 

5. Encourage the creation of new business opportunities consistent with the USCIS approved 

designation of LWRC that permanently stimulates the economies within the geographic scope of 

the Regional Center boundary. 

Administration and Management 

Mr. David C. Keller is a Member of Empyrean West, LLC and will be the individual responsible for 

administering the Liberty West Regional Center. Please review Mr. Keller's experience, as well as the 

other managing members of the Company in EXHIBIT B. Mr. Keller will manage and oversee all 

administrative functions (contact information, same as below) of the LWRC in tandem with consultants 

from Wright Johnson, LLC ("Wright Johnson") and attorneys from McAdam & McCarthy. The Company 

will retain additional personnel, as needed, to meet USCIS's requirements. 

The contact information and point of contact to be used for the USCIS website is: 

Liberty West Regional Center 

David C. Keller 

Empyrean West, LLC I www.libertywestusa.com 

17470 N. Pacesetter Way I Scottsdale, Arizona 85255 

Telephone: (480) 797-6475 I Fax: (603) 698-6475 I Email: dkeller@empyreanwest.com 

LWRC has retained the McAdam & McCarthy to ensure timely and accurate compliance with applicable 

USCIS Regional Center reporting requirements. Empyrean West, LLC will provide oversight and track 

job-creation that resulted from the placement into an approved EB-5 eligible business venture of each 

specific foreign investment capital. Specifically, the Company will maintain: 

(1) A list of each foreign investor's name, date of birth, country of nationality and number of 
dependents seeking immigrant visas through the 1-526 petitions. U.S. city and state of residence and 
foreign registration number of the investor who filed an 1-526 petition with USCIS and the most 
current disposition of that petition, whether approved, denied or withdrawn by the petitioner; 

(2) A list of each foreign investor's date and amount of investment as well as the date(s), nature and 
amount(s) of any payment/remuneration/profit/return on investment made to the alien investor by 
the commercial enterprise and/or LWRc'from when the investment was initiated to the present; 

Liberty West Regional Center Application I Administrative Plan 
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(3) The names and locations, by category as appropriate, of each job creating commercial enterprise 

that has received foreign and domestic investor capital by corresponding amount; 

(4) The identification of any domestic capital invested jointly with any foreign investor capital in any 
commercial enterprise identified above, specifically documenting the total invested capital while 
distinguishing between the two sources; 

(5) Total aggregate number of approved EB-5 foreign investor 1-526 petitions per federal fiscal year to 
date made through LWRC; 

(6) Total aggregate number of approved EB-5 foreign investor 1-829 petitions per federal fiscal year to 
date made through LWRC; 

(7) Total aggregate EB-5 foreign investment capital invested per federal fiscal year and federal fiscal 
year to date since regional center approval and designation; 

(8) Total aggregate number of new direct and/or indirect jobs created through EB-5 foreign investment 
capital per federal fiscal year to date since regional center approval and designation; 

In addition to collecting the information described above, the Company will also perform the following 
duties: 

(1) Provide an explanation to USCIS as appropriate in the event that a period of a full federal fiscal year 
transpires in which no additional EB-5 foreign investors submit 1-526 petitions on behalf of a 
commercial enterprise within the LWRC, identifying the root cause of such inactivity coupled with 
detailed corrective actions to create renewed interest; 

(2) Provide a hard copy of the LWRC's website. A packet containing all of LWRC's hard copy 
promotional materials such as brochures, flyers, press articles, advertisements, etc., when 
requested; and 

(3) Notify USCIS within thirty (30) days of any material change in administration, focus, structure, 
operations or any other activities of LWRC that would differ from the basis upon which the original 
or subsequent reaffirmation by USCIS of the regional center designation was issued. 

Additionally, LWRC will comply with all required reporting listed on the December 1, 2009 compliance 
and reporting letter issued by USCIS to all active Regional Centers. 

Immigrant Investor Counsel & Outside Service Providers· 

Preferred Immigrant Investor Counsel: To ensure quality and consistency of all immigrant investor 1-526 
petitions submitted to the USCIS, the Company is presently vetting a number of law firms to serve as 
preferred immigration counsel for all individual LWRC investors ("Preferred Counsel"). Preferred 
Counsel will also work with LWRC to assemble and draft all necessary regional center business and 
investor documentation required by USCIS for 1-526 petition approval. The Liberty West Regional Center 
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may select multiple immigration attorneys, based on their familiarity with the customs, language, and 
the source of funds documentation practices for different countries. 

Other Service Providers: In addition, LWRC will engage the services of outside accountants in order to 
prepare annual financial documents for all LWRC projects and 1-829 supporting documentation. 

Operational Guidelines 

Project Evaluation: LWRC will evaluate potential investment projects to ensure consistency with the 
USCIS regional center designation and the objectives of the Regional Center. LWRC will conduct an 
assessment of such projects collectively with in-house professionals as well as certain third parties to 
confirm consistency with LWRC's regional center designation, project viability, timetable, capital 
investment required, pro forma income projections, preliminary job creation potential, investor 
marketability and other elements that will bear on the success of LWRC and the projects it sponsors. 

Project Management: LWRC will maintain close contact with the management of entities that may be 
involved in projects underway within the regional center to ensure that financial and job creation 
targets are met. LWRC will provide assistance and guidance as appropriate to eliminate any variance 
between actual and target objectives and milestones. 

"Accredited Investor" Verification: LWRC will follow applicable U.S. Securities and Exchange Commission 
rules for classifying an EB-5 investor as an "Accredited Investor" according to the definitions contained 
in Rule 501 of Regulation D (see attachment). Two applicable definitions, either of which must be met by 
potential EB-5 investors, are as follows: 

• A natural person who has individual net worth, or joint net worth with the person's spouse, 
that exceeds $1 million at the time of the purchase; or 

• A natural person with income exceeding $200,000 in each of the two most recent years or 
joint income with a spouse exceeding $300,000 for those years and a reasonable 
expectation of the same income level in the current year. 

Each prospective EB-5 investor will be required to complete a questionnaire that provides adequate 
supporting information to verify compliance with either of these definitions. A copy of the LWRC 
Questionnaire is attached to this Administrative Plan (Attachments). 

Source of Funds: LWRC will adhere to all USCIS rules and regulations relating to confirming the legal 
source of funds ·used for investments in LWRC projects. LWRC's escrow bank will also comply with 31 
U.S.C. 5318(i), "Due Diligence for United States Private Banking and Correspondent Bank Accounts 
Involving Foreign Persons" (See Exhibit F for list of financial institutions). 

Structure of Investment Capital 

Delivery of Funds to Target Commercial Enterprise: LWRC will explain in detail the financial structure of 

a project- whether the investment capital to be sought will consist solely of alien investor capital or a 

combination of alien investor capital and domestic capital- and how the distribution of the investment 
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capital will be structured (e.g. loans to developers, venture capital, etc) in a Matter of Ho compliant 

business plan included in an exemplar 1-526. 

Legal Structure of Commercial Enterprise: In accordance with the definition of "commercial enterprise" 

provided in 8 C.F.R. § 204.6(e), Liberty West Regional Center, LLC will organize a special purpose entity, 

such as a limited partnership (LP) or limited liability company (LLC), in which immigrant investors will 

make their qualifying EB-5 investment for a share of the equity of such entity. 

Subscription or Administrative Fee: LWRC will require a  administrative fee to cover all 
subscription and offering expenses. Depending on the specific terms of the investment agreement, the 
administrative fee may also be refunded minus a certain amount retained to cover fixed costs, 
particularly if the Investor's immigration application (or status) is denied or revoked as a result of 
misrepresentation, fraud, or criminal activity. 

EB-5 Investor Management Participation: Pursuant to previous USCIS decisions and the "policy 

formulation" requirements of 8 C.F.R. § 204.6(j)(5)(iii), the alien investors will be granted the rights 

normally accorded to limited partners under the Uniform Limited Partnership Act or members under the 

Uniform Limited Liability Company Act, while LWRC will perform the day-to-day management decisions . 

Attachments: USCIS MMAC Letter, (2007) 

LWRC EB-Investor Questionnaire 
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INVESTOR SUITABILITY QUESTIONNAIRE 

[Partnership], LP 
a Arizona partnership 

SPECIAL INSTRUCTIONS 

You are being requested to answer questions in connection with the proposed offer and sale by 
[Partnership], LP (the "Company") of a limited partnership interest ("LP interest"). 

The LP interest are being offered pursuant to an exemption from the registration provisions of 
the Securities Act of 1933, as amended (the "Act"), and in particular, Regulation D promulgated 
under that Act. The following information is needed in order to assure that: (i) an investment in 
the Company by the Investor is suitable in light of the Investor's personal, financial, and tax 
position; and (ii) the Investor has such knowledge and experience in financial and business 
matters that the Investor is capable of evaluating the merits and risks of the investment. 

In order to establish the availability under federal and state securities laws of an exemption 
from registration or qualification requirements for the proposed offering, you are required to 
represent and warrant, and by executing and delivering this questionnaire will be deemed to 
have represented and warranted, that the information stated is true, accurate, and complete to 
the best of your knowledge and belief, and may be relied on by the Company. Further, by 
executing and delivering this questionnaire you agree to notify the Company and supply 
corrective information promptly if, prior to the consummation of your purchase of the 
securities in this Offering, any such information becomes inaccurate or incomplete. 

If the answer to any question is not applicable, please so state. 

Your execution of this questionnaire does not constitute any indication of your intent to 
subscribe for the LP interest offered. No offer of the LP interest will be made unless 
accompanied by the Subscription Agreement and Limited Partnership Agreement dated 
together with its supplements, if any, describing the proposed offering. All information 
contained in this Investor Questionnaire will be treated confidentially. However, Investor 
agrees that the Company may present this Questionnaire to parties deemed appropriate if 
called on to establish that the proposed offer and sale of the LP interest is exempt from 
registration under the Act. 

A subscriber who is a natural person must complete each Question except for 6 and 7. 

A subscriber that is an entity other than a trust must complete each Question except for 6 . 

Liberty West Regional Center 
-----·----·--
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A subscriber that is a trust must complete each Question except for 5 and 7. 

PLEASE RETURN THE COMPLETED QUESTIONNAIRE, SUBSCRIPTION AGREEMENT, CHECK, AND 
SIGNATURE PAGE OF LIMITED PARTNERSHIP AGREEMENT TO: 

Liberty West Regional Center 
·David C. Keller 

Empyrean West, LLC I www.libertywestusa.com 
17470 N. Pacesetter Way I Scottsdale, Arizona 85255 

Telephone: {480) 797-6475 I Fax: {603) 698-6475 I Email: dkeller@empyreanwest.com 

GENERAL INFORMATION 

All Subscribers 

1. Name(s) of prospective investor(s): 

2. Address: 

Residence Telephone No.: 

3. Address for communications (if different): 

Telephone No.: 

4. Type of Subscriber: 

liberty West Regional Center 
Page2 

Sample Questionnaire 

(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



• 

• 

• 

• • 

Subscriber: 

Signature 

{Printed name] 
-[Address] 

Social Security#: 

INDIVIDUAL(S) SIGN HERE: 

Date 

Number of LP interest subscribed for purchase: 

Spouse of Subscriber: 

Spouse Signature 

liberty West Regional Center Page 
10 

Date 

Sample Questionnaire 

(b) (4)



• 

• 

• 

• 
JUN 1 2 2007 

Mr. Peter Beitzel 
Metropolitan Milwaukee Association of Commerce 
756 North Milwaukee Street, Suite 400 
Milwaukee, WI 53202 

Dear Mr. Beitzel: 

• U.S. Department of Homeland Security 
20 Massachusetts Avenue, NW 
Washington, DC 20529 

U.S. Citizenship 
and Immigration 
Services 

HOOPRD 70/6.2.8 

By an email request to this office upon the May I, 2007 approval and designation of the 
Metropolitan Milwaukee Association of Commerce's Regional Center (MMAC-RC), you asked that 
this office provide you with additional information on its expectations relating to the expectations of 
the U.S. Citizenship and Immigration Service (USCIS) regarding the administration of a regional 
center entity. You noted your desire to follow the correct process, document the information 
needed, and be aware of reporting expectations, and MMAC's basic responsibilities to appropriately 
manage its regional center. The following information and guidance is provided to you in response 
to your request. 

DESIGNEE'S RESPONSIBILITIES INHERENT IN CONDUCT OF THE REGIONAL 
CENTER: 

The regulations at 8 CFR 204.6(m)(6) require that an approved regional center in order to 
maintain the validity of its approval and designation must continue to meet the statutory 
requirements of the Immigrant Investor Pilot Program by serving the purpose of promoting 
economic gro'N1h, including increased export sales, improved regional productivity, job creation, and 
increased domestic capital investment. Therefore, in order for users to determine whether your 
regional center is in compliance with the above cited regulation, and in order to continue to operate 
as a USCIS approved and designated regional center, your administration, oversight, and 
management of your regional center shall be such as to monitor all investment activities under the 
sponsorship of your regional center and to maintain records, data and information on a quatterly basis in 
order to report to US CIS upon request year to date for each Federal Fiscal Year1

, commencing with 
the current year as follows: 

1 A Federal Fiscal Year runs for twelve consecutive months from October I" to September 30'h . 
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I. The principal official and point of contact of the MMAC-RC responsible for the normal 

operation, management and administration of the regional center. 
2. How the MMAC-RC is administering its regional center and is actively engaged in 

supporting a due diligence screening of its alien investors' lawful source of capital and the 
alien investor's ability to fully invest the requisite amount of capital. 

3. How the MMAC-RC is actively engaged in the evaluation, oversight and follow up on any 
proposed commercial activities that will be utilized by alien investors in order to create 
direct and/or indirect jobs through qualifying EB-5 capital investments into commercial 
enterprises within the regional center. 

4. The name, date of birth, and alien registration number of each alien investor who makes an 
investment and files an EB-5 I-526 Petition with USCIS, specifying whether the petition 
was approved, denied, or withdrawn by the petitioner. 

5. The country of nationality of each alien investor who makes an investment and files an 
EB-5 I-526 petition with USCIS. 

6. The U.S. city and state of residence of each alien investor who makes an investment and 
files an EB-5 I-526 petition with USCIS. 

7. The categories of business activity within the geographic boundaries of your regional center 
that have received the alien investors capital, and in what amount 

8. The names and locations of the each job creating commercial enterprise located within the 
geographic boundaries of your regional center that has received alien investor capital. 

9. The amounts of alien investor capital and the amounts of other domestic capital that has 
been invested together in each job creatin~ commercial enterprise specified in item 8 above, 
distinguishing the separate totals for each. 

10. The total aggregate number of approved EB-5 alien investor 1-526 petitions per Federal 
Fiscal Year to date made through your regional center. 

11. The total aggregate number of approved EB-5 alien investor I-829 petitions per Federal 
Fiscal Year to date through your regional center. 

12. The total aggregate of EB-5 alien capital invested through your regional center for each 
Federal Fiscal Year to date since your approval and designation. 

13. The combined total aggregate of "new" direct and/or indirect jobs created by EB-5 investors 
through your regional center for each Federal Fiscal Year to date since your approval and 
designation. 

14. If applicable, the total aggregate of "preserved" jobs by EB-5 alien investors into troubled 
businesses through your regional center for each Federal Fiscal Year to date since your 
approval and designation. 

15. If for any given Federal Fiscal Year your regional canter does not have investors to report, 
then provide an explanation for the inactivity along with a specific plan which details 
timelines and steps to actively promote your regional center program, and recruit legitimate 
and viable alien investors. 

16. Notification to USCIS within 30 days of the occurrence any material change in the 
stmcture, operation, administration, focus, or activities relating to your regional center's 

2 A separate break out by aggregate amount of alien investor capital vs. aggregate amount of domestic capital invested 
where applicable . 
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• • 
basis for it's most recent designation and/or reaffirmation by USCIS. 

17. The total aggregate of EB-5 alien capital invested through your regional center for each 
Federal Fiscal Year. 

Given that this information and guidance would prove valuable to all currently operational 
regional centers within the Immigrant Investor Pilot Program, a copy of this letter is being provided 
to each one as well as to the EB-5 Committee Chair for the American Immigration Lawyers 
Association (AILA). 

Sincerely, 

~{(/-<:'&;; 
( ~r;rice R. Berez 

CC: AILA EB-5 Committee Chair 

Chief Adjudications Officer 
USCIS Foreign Trader, Investor & Regional Center Program 
Service Center Operations Business & Trade Services 

Other USCIS Approved Regional Centers 
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EXHIBIT F REGIONAL CENTER STRUCTURE & BUSINESS APPROACH 

LIBERTY WEST REGIONAL CENTER 

Structure of Investment Capital 

Delivery of Funds to Commercial Enterprise: USCIS Adjudicators Field Manual Chapter 22.4{a)(B)(iv) 

requests detail on how the EB-5 project will deliver funds to a commercial enterprise. LWRC will explain 

in detail the financial structure of a project- whether the investment capital to be sought will consist 

solely of alien investor capital or a combination of alien investor capital and domestic capital -and how 

the distribution of the investment capital will be structured (e.g. loans to developers, venture capital, 

etc) in a Matter of Ho compliant business plan included in an exemplar 1-526. LWRC intends to use a 

variety of financial mechanisms, depending on the project, including (but not limited to): loan 

agreements, venture capital, equity ownership, and hybrids of the potential options. 

Legal Structure of Commercial Enterprise: In accordance with the definition of "commercial ent~rprise" 

provided in 8 C.F.R. § 204.6{e), Empyrean West, LLC {"Company") will organize a special purpose entity, 

such as a limited partnership {LP) or limited liability company {LLC), in which immigrant investors will 

make their qualifying EB-5 investment for a share of the equity of such entity (Attachments Sample 

Operating Agreement, Sample Subscription Agreement, Sample Private Placement Memorandum). The 

offering documents will be provided in an 1-526 exemplar in order for USCIS to ensure it satisfies 

regulatory requirements, such as "at risk" investments (no buy-back or redemption agreements). The 

Company will serve as the Manager or General Partner for each special purpose entity organized to 

manage an EB-5 project; the offering documents will disclose any potential conflicts of interest or 

restrictions {if any) of the Company. 

Subscription or Administrative Fee: LWRC will require a  administrative fee to cover all 

subscription and offering expenses. Depending on the specific terms of the investment agreement, the 

administrative fee may also be refunded minus a certain amount retained to cover fixed costs, 

particularly if the Investor's immigration application (or status) is denied or revoked as a result of 

misrepresentation, fraud, or criminal activity. 

EB-5 Investor Management Participation: Pursuant to previous USCIS decisions and the "policy 

formulation" requirements of 8 C.F.R. § 204.6(j)(5)(iii), the alien investors will be granted the rights 

normally accorded to limited partners under the Uniform Limited Partnership Act or members under the 

Uniform Limited Liability Company Act, while LWRC will perform the day-to-day management decisions . 

Liberty West Regional Center Application I Regional Center Structure & Business Approach 
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To facilitate the transfer of, and provide evidence for, the actual investment of EB-5 funds, the following 

financial institutions will serve as capital transfer mechanisms (Attachment: Sample Escrow Agreement): 

Financial Institutions 

Visa Applications 

Empyrean West, LLC will clearly communicate to the investor that the qualifications for a U.S. visa are 

solely determined by the USCIS and/or the U.S. Consulate; and that the Company makes no 

representation that it has the authority to influence such U.S. government decision in any way. 

The Company, as the general partner in a new commercial enterprise in the Regional Center, will 

provide to the investor all reasonable assistance with the 1-526 petition proce~s, including the following 

documents: 

(i) Certificate of Limited Partnership; 

(ii) Limited Partnership Agreement; 

(iii) Private Placement Memorandum; 

• Liberty West Regional Center Application I Regional Center Structure & Business Approach 
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(iv) Bank documents evidencing the investor's deposit to escrow; 

(v) Comprehensive Business Plan following the USCIS guidelines of Matter of Ho; and 

(vi) Econometric analysis of job creation and regional impacts specifically tailored to the business plan. 

All such documents will be included as exhibits to the investor's 1-526 petition to meet USCIS's 

requirements for visa approval. 

Investment Risk 

U.S. immigration law requires the investor's investment to be at risk and subject to complete loss. 8 

C.F.R. 204.6(j)(2) and Matter of Ho, 22 I. & N. Dec. 206, Interim Decision 3362, 1998 WL 483979 (BIA). 

Under any business formation agreement (e.g. limited partnership), an investor is not guaranteed any 

return of the investor's investment, and, if the business entity suffers any losses, the amount of such 

losses will reduce the return of profit, capital investment, or equity interest, or any combination of all 

three, to the investor. 

For each investment opportunity, each investor will be urged to carefully read the private placement 

memorandum and the business formation agreement (limited partnership) for a description of certain 

risks associated with an EB-5 investment . 

Empyrean West, LLC cannot and will not guarantee a return on an investment. In the event that the new 

commercial enterprise produces or earns a net profit, such profit shall be allocated based on the 

agreement between the investor and commercial enterprise. 

Post Approval Exemplar and Amendments 

The included Regional Center proposal petitions for prospective investment based on hypothetical EB-5 

investment models in order to demonstrate how an actual EB-5 project will create new direct & indirect 

jobs and positively impact the economy. Section IV and V of the December l11
h, 2009 USCIS Neufeld 

Memo amends the EB-5 Adjudicators Field Manual (AFM) to permit post-approval Regional Center 

amendments or 1-526 exemplars to be used for specific Regional Center investment projects. The 

amended AFM Chapter 22.4(a)(2)(C)-(E)(ii) outlines the procedures and benefits of amending the (1) 

Regional Center application, to ensure uniformity between 1-526, and (2) the Regional Center Proposal, 

and an exemplar 1-526, in order that USCIS may identify any potential issues before bona fide EB-5 

Investor 1-526 applications are submitted. These documents will be submitted after the regional center 

proposal is approved and the Company has completed the accompanying documentation. 

The principals of Empyrean West, LLC are currently working economic consultants from Wright Johnson 

to vet several prospective EB-5 projects. Once a project is finalized, the Company will submit a Matter 

of Ho compliant business plan, a specific econometric study for the new commercial enterprise, and all 

of the corresponding organizational documents, offering memoranda, and capital transfer agreements. 

• Liberty West Regional Center Application I Regional Center Structure & Business Approach 
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Attachments: Sample Subscription Agreement 

Sample Limited Partnership Agreement 

Sample Escrow Agreement 

Sample Private Placement Memorandum 

• 
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CAPITAL CONTRIBUTION ESCROW AGREEMENT 

BETWEEN: 

Liberty West Regional Center 
(hereinafter called the "Promoter") 

-and-

[Financial Institution] 

(herein~fter called the "Escrow Agent") 

WHEREAS the Promoter has established an investment program to be known as Liberty West Regional 
Center ("L WRC"), as described in the Private Placement Memorandum ("PPM") to which this Escrow 
Agreement is attached, to permit investors to participate in the EB-5 immigrant investment program (the 
"Program") established under the United States Immigration and Nationality Act; 

AND WHEREAS L WRC will offer investment pursuant to the PPM to potential investors to make 
investments permitted under the Program: 

AND WHEREAS investors who wish to invest in L WRC are required to complete the Subscription 
Agreement for a unit offered pursuant to a PPM including payment of the subscription price (the 
"Subscription Proceeds"); 

AND WHEREAS the Subscription Proceeds are to be held in escrow in accordance with the terms of this 
Escrow Agreement; 

NOW THEREFORE it is agreed: 

1. Definitions 

All capitalized terms used herein and not otherwise defined shall have the meanings ascribed thereto in 
the PPM, as amended. 

2. Currency 

All dollar amounts expressed herein are in currency of the United States. 

3. Appointment of Escrow Agent 

The Escrow Agent is hereby appointed to act, and the Escrow Agent agrees to act, as Escrow Agent in 
accordance with the terms and conditions of this Escrow Agreement. 

4. Subscription Proceeds 

1 I Liberty West Regional Center I Sample Eiaow Agreement 
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Each investor who completes a subscription for a Limited Partnership until shall 
deliver {$ ) to the Managing Member ofL WRC for delivery to the 
Escrow Agent by certified check made payable to the Escrow Agent or to the Escrow Agent by wire 
transfer of funds, as payment of the Subscription Proceeds. 

5. Investor Requirements 
Each investor who completes a subscription for an L WRC Limited Partner unit, shall, in addition to the 
requirements of section 4, supply to the Escrow Agent, copies of such investor's I-526 Petition, passport 
and such other documentation that the Escrow Agent deems appropriate for the Escrow Agent to satisfy 
its "know your customer" requirements. 

6. Over Subscription 

In the event that an offering of units is over-subscribed, the Promoter shall promptly notify the Escrow 
Agent of the investor whose subscription cannot be accepted and the Escrow Agent shall promptly notify 
the relevant investors to such effect. 

7. Release of Escrowed Funds 

An investor's Subscription Proceeds shall be released by the Escrow Agent upon the earliest to occur of: 

(a) the Promoter delivering written notice to the Escrow Agent within xx days after approval 
that the 1-526 Petition of an investor who has completed a subscription for an L WRC 
Limited Partner Unit and the proposed Qualifying Investment of the LLC have been 
approved under the Program, to the LLC; or 

(b) the Promoter delivering written notice to the Escrow Agent that an investor's 1-526 
Petition has been refused, which notice the Promoter shall deliver within 7 days of 
becoming aware of such refusal, to the investor. 

The PPM may provide that it is a further condition ofthe release of an investor's Subscription Proceeds 
that such investor successfully complete the Visa Process and in such event, the delivery by the Managing 
Member of written notice to such effect to the Escrow Agent shall be a further condition for the release of 
an investor's Subscription Proceeds pursuant to subsection (a) above. 

8. Investment of Escrow Funds 

The Escrow Agent shall invest deposits and subscription balances as directed by the Promoter in writing, 
in income earning investments guaranteed by the United States of America. Investment Income earned 
shall be used first to pay the costs and expenses of the Escrow Agent required to be paid pursuant to the 
Escrow Agreement and the balance will be paid to the Promoter. 

9. Termination 

21 liberty West Re&ional Center I Sample Escrow .Agreemcut 
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The Escrow Agreement, other than Sections 12 and 13 shall terminate and cease to be of any further force 
or effect on the date that the last of the escrowed funds have been released pursuant to this Escrow 
Agreement. The provisions of Section 12 and 13 shall continue in effect indefinitely notwithstanding the 
resignation or removal of the Escrow Agent, the payment of all amounts required to be paid hereunder or 
the termination of this Escrow Agreement. 

10. Indemnification ofEscrow Agent 

The Promoter agrees to indemnify the Escrow Agent from, and to hold the Escrow Agent harmless 
against, any loss, liability, claims, damages or expense incurred or suffered by the Escrow Agent arising 
from a claim against it made by the parties hereto or a third party in connection with this Escrow 
Agreement, except to the extent that such loss, liability or expenses is the result of the gross negligence or 
willful misconduct of the Escrow Agent. The Escrow Agent shall be entitled to rely absolutely on 
documents and notices delivered to it pursuant to this Escrow Agreement without independent 
verification or inspection. The Escrow Agent shall not be responsible for any losses resulting from the 
sale or depreciation in the market value of such investment thereof. 

11. Rights. Duties and Immunities of Escrow Agent 

Acceptance by the Escrow Agent of its duties under this Escrow Agreement is subject to the following 
terms and conditions, which the parties to this Escrow Agreement hereby agree shall govern and control 
the rights, duties and immunities of the Escrow Agent . 

(a) The duties and obligations of the Escrow Agent shall be determined solely by the express provisions 
of this Escrow Agreement and the Escrow Agent shall not be liable except for the performance of such 
duties and obligations as are specifically set out in this Escrow Agreement, the Escrow Agent shall not be 
required to inquire as to the performance or observation of any obligation, term or condition under any 
Escrow Agreement or arrangement by the Promoter not a party to, and is not bound by, any agreement or 
other document out of which this Escrow Agreement may arise. The Escrow Agent shall be under no 
liability to any party hereto by reason of any failure on the part of any party hereto or any maker, 
guarantor, endorse or other signatory of any document or any other person to perform such person's 
obligations under any such document. The Escrow Agent shall not be bound by any waiver, modification, 
termination or rescission of this Escrow Agreement or any of The terms hereof, unless evidenced by a 
writing delivered to the Escrow Agent signed by the proper party or parties and, if the duties or rights of 
the Escrow Agent, L WRC affected, unless it shall give its prior written consent thereto. This Escrow 
Agreement shall not be deemed to create a fiduciary relationship between the parties hereto under state or 
federal law. 

The Escrow Agent shall not be responsible in any manner for the validity or sufficiency of this Escrow 
Agreement or of any property delivered hereunder, or for the value or collectability of any note, check or 
other instrument, if any, so delivered, or for any representations made or obligations assumed by any 
party other than the Escrow Agent. Nothing herein contained shall be deemed to obligate the Escrow 
Agent to deliver any cash, instruments, documents or any other property referred to herein, unless the 
same shall have first been received by the Escrow Agent pursuant to this Escrow Agreement. 

The Promoter shall deliver to the Escrow Agent a list of authorized signatories with respect to any notice, 
certificate, instrument, demand, request, direction, instruction, waiver, receipt, consent or other document 

31 liberty West Rc:W.onal Center I Sample &crow A3reement 



• 

• 

• 

• • 
or communication required or permitted to be furnished lo the Escrow Agent hereunder, and the Escrow 
Agent shall be entitled to rely on such list with respect to any party until a new list is furnished by such 
party to the Escrow Agent. The Escrow Agent shall be fully protected in acting or and relying upon any 
written notice, direction, request, waiver, consent, receipts or other paper or document which the Escrow 
Agent in good faith believes to have been signed and presented by the proper party or parties. 

The Escrow Agent shall not be liable for any error of judgment or for any act done or step taken or 
omitted by it in good faith or for any mistake in act or law. Or for anything which it may do or refrain 
from doing in connection herewith, except its own gross negligence or willful misconduct. 

The Escrow Agent may seek the advice of legal counsel in the event of any dispute or question as to the 
construction of any of the provisions. 

This Escrow Agreement shall be governed by and construed in accordance with the laws of Arizona and 
the laws of the United States applicable therein and the courts of Arizona shall have exclusive jurisdiction 
in connection with any disputes under this Escrow Agreement. 

17. Successors and Assigns 

This Escrow Agreement shall be binding upon and ensure to the benefit of the parties and their respective 
successors and assigns. 

18. Executing in Countemarts 

This Escrow Agreement may he signed in counterparts and each of such counterparts shall constitute an 
original document and such counterparts, taken together, shall constitute one and the same Escrow 
Agreement. 

19. Execution bv Facsimile 

The signature of any of the parties to this agreement may be evidenced by a facsimile copy of this 
document bearing such signature. 

[SIGNATURE PAGE FOLLOWS] 
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IN WITNESS WHEREOF the parties hereto have executed this agreement as of the date first above 
written. 

LIBERTY WEST REGIONAL CENTER 

By: 

Managing Member 

and 

By: ____________ _ 

Financial Institution, President 

sf liberty West Regional Center I Sample Escrow Agreement 



• 

• 

• 

• • 
AGREEMENT OF LIMITED PARTNERSHIP 

OF 

[Limited Partnership], LP 

January 30th, 2010 

Table of Contents 

ARTICLE I. GENERAL PROVISIONS INFORMATION FOR CERTIFICATE 
1.1 Formation of the Partnership. 
1.2 Name of the Partnership. 
1.3 Purpose. 
1.4 Office of the Partnership. 
1.5 Term. 
1.6 General Partner. 
1.7 Amendment to Certificate of Limited Partnership. 
1.8 Agent for Service of Process. 

ARTICLE II. DEFINITIONS 
2.1 Act. 

2.2 
2.3 
2.4 
2.5 

Adjusted Capital Contribution. 
Affiliate. 
Agreement. 
Capital Account. 

2.6 Capital Contribution. 
2. 7 Certificate. 
2.8 Code. 
2.9 Distributable Cash. 
2.10 Distributions. 
2.11 General Partner. 
2.12 Interest. 
2.13 Limited Partner. 
2.14 Majority of the Limited Partners. 
2.15 Operating Cash Expenses. 
2.16 Partners. 
2.17 Partnership. 

2.18 Person. 
2.19 Refinancing. 

2.20 Reserves. 

2.21 Sale. 
2.22 Sale or Refinancing Proceeds. 

2.23 Substituted Limited Partners. 
2.24 Terminated Partner . 
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2.25 Treasury Regulations. 

ARTICLE Ill. CAPITAL CONTRIBUTIONS 
3.1 Limited Partners. 
3.2 General Partner. 

(a) Initial Capital Contribution. 
(b) Additional Capital Contributions. 

3.3 Interest. 
ARTICLE IV. ALLOCATION OF DISTRIBUTIONS, INCOME, 

LOSSES, AND OTHER ITEMS AMONG THE PARTNERS 
4.1 Distributions to the Partners. 

4.1.1 Cash Distributions. 
(a) From Operations. 
(b) From Certain Sales or Refinancing Proceeds. 
(c) In Liquidation. 

4.1.2 Distributions in Kind. 
4.1.3 Deficit Balance. 
4.1.4 Timing. 

4.2 Allocation of Income and Losses. 

4.3 

(a) Allocation of Income. 
(b) Allocation of Losses. 
(c) Allocation of Gain on Sale or Disposition of Partnership Property . 
(d) Qualified Income Offset. 

Determination of Income; Adjustments. 
4.3.1 Computation of Income and Loss. 
4.3.2 Adjustments to Income and Loss. 

4.4 Tax Allocations: IRC § 704(c). 
4.5 Allocation Between Assignor and Assignee. 

ARTICLE V. RIGHTS AND DUTIES OF THE GENERAL PARTNER 
5.1 Management and Control. 
5.2 Compensation; Reimbursement. 
5.3 Contracts With the General Partner or Its Affiliates. 

5.4 
5.5 
5.6 
5.7 
5.8 

5.3.1 Contracts. 
5.3.2 Conditions. 
5.3.3 Financial. 
5.3.4 Validity. 

Right of Public to Rely on Authority of General Partner. 
Obligations of the General Partner. 
Good Faith. 

Liability; Indemnification. 

Dissenting Limited Partners. 

. ARTICLE VI. TERMINATION OF A GENERAL PARTNER 
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6.1 

6.2 

Death, Legal Incapacity, Dissolution, Removal, or Bankruptcy. 

Removal of a General Partner. 

6.3 Interest of Terminated General Partner. 

(a) Price. 

(b) Appraisal Procedure. 
(c) Terms. 

6.4 Indemnity. 

6.5 Termination of Executory Contracts With the General Partner or Affiliates. 

ARTICLE VII. RIGHTS AND OBLIGATIONS OF LIMITED PARTNERS 

7.1 No Participation in Management. 

7.2 Limitation of Liability. 

7.3 Transfer of a Limited Partner's Interest. 

7.3.1 Requirements. 

7.3.2 Limited Liability. 

7.3.3 Invalid Assignments. 

7.3.4 Payment of Expenses. 

7.3.5 Compliance with Applicable Statutes. 

7 .3.6 Rights of Assignor. 

7.4 Substituted Limited Partner. 

7.4.1 Admission as Limited Partner-Consent of General Partner. 

7.4.2 

7.4.3 

7.4.4 

7.4.5 

Documents and Expenses. 

Agreement Binding. 

Voting Rights. 

Effective Date. 

7.5 Indemnification and Terms of Admission. 

7.6 Death or Incapacity of Limited Partner. 

7.7 Withdrawal of Partner. 

ARTICLE VIII. DISSOLUTION AND TERMINATION 

8.1 Assumption of Agreements. 

8.2 Dissolution. 

8.3 Distribution Upon Dissolution or Liquidation. 

8.4 Allocation of Income and Losses in Liquidation. 

8.5 Winding Up. 

8.6 Cancellation. 

ARTICLE IX. BOOKS, RECORDS, AND REPORTS 

9.1 Books and Records. 

9.2 Delivery to Limited Partner and Inspection. 

9.3 Tax Returns. 

9.4 Designation of Tax Matters Partner. 

9.5 Tax Elections. 

ARTICLE X. FISCAL AFFAIRS 

10.1 Fiscal Year. 

10.2 Partnership Funds. 
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• 10.3 Accounting Decisions. 

10.4 Loans by the Partnership to the General Partner or Others. 

ARTICLE XI. AMENDMENTS OF PARTNERSHIP DOCUMENTS 1 11.1 Amendments in General. 
11.2 Amendments Without Consent of Limited Partners. 
11.3 Amendments Needing Consent of Affected Partners. 
11.4 Amendments After Change of Law. 
11.5 Limited Partners' Execution of Amendments. 

ARTICLE XII. MEETING AND VOTING RIGHTS 
12.1 Notice of Meeting of Limited Partners. 
12.1.1 Requirements for Calling Meeting. 
12.1.2 Record Date. 
12.2 Voting Rights and Procedure. 
12.2.1 Voting Percentage. 
12.2.2 Quorum. 
12.2.3 Proxies. 
12.2.4 Action Taken Without Meeting. 
12.2.5 Attendance. 
12.2.6 Conduct of Meeting. 

• ARTICLE XIII. POWER OF ATTORNEY 
13.1 Power of Attorney. 

13.1.1 General Partner. 
13.1.2 In General. 
13.1.3 Other Instruments. 
13.1.4 Termination of Appointment. 
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AGREEMENT OF LIMITED PARTNERSHIP 

OF 

[Partnership Name], LIMITED PARTNERSHIP 

AN ARIZONA LIMITED PARTNERSHIP 

THIS AGREEMENT OF LIMITED PARTNERSHIP is made as of the day of [DATE], by and 
between EMPYREAN WEST, LLC as General Partner, and {Name], [Name], and such other 

Limited Partners as may be added pursuant to the terms hereof as Limited Partners. 

ARTICLE I 
GENERAL PROVISIONS INFORMATION FOR CERTIFICATE 

1.1 Formation of the Partnership. The General Partner and the Limited Partners hereby 
agree to form a limited partnership under the Act. The General Partner shall from time 
to time execute or cause to be executed all such certificates and other documents, and 
do or cause to be done all such filings, recordings, publishings, and other acts as the 
General Partner may deem necessary or appropriate to comply with the requirements 
of law for the formation and operation of the Partnership in all jurisdictions in which the 
Partnership shall desire to conduct business. The Partnership shall at all times be 
governed by the Act. 

1.2 Name of the Partnership. The name of the Partnership is [NAME], LP, or such other 
name as shall be selected from time to time by the General Partner upon written notice 
to the Limited Partners. 

1.3 Purpose. The purpose of the Partnership shall be to operate a business for profit in 
order to create jobs on behalf of EB-5 investors. 

1.4 Office of the Partnership. The office of the Partnership required by the Revised 
Uniform Limited Parti1ership Act§ I 04 (RULPA) shall be located at [ADDRESS], or such 
other place or places in the state of Arizona, as the General Partner may from time to 
time designate by notice to the Limited Partners. In addition, the Partnership may 
maintain such other offices as the General Partner deems advisable. 

1.5 Term. As provided in the Act, the formation of the Partnership shall occur upon the 
filing of a Certificate in the office of the Secretary of Arizona. The Partnership shall 

continue until terminated upon the occurrence of any of the following events: 

(a) The passage of ninety {90) days after the dissolution, merger, death, withdrawal, or 
adjudication of incompetency or bankruptcy of the last remaining General Partner, 

unless all of the Limited Partners consent in writing to continue the business of the 

Partnership pursuant to§ 7.1; 
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(b) The sale, transfer, or other disposition of all or substantially all of the Partnership's 
assets as permitted by this Agreement; or 

(c) The vote of the Majority of the Limited Partners to dissolve the Partnership; 

provided, however, the Partnership shall not dissolve upon the dissolution, merger, 
withdrawal, death, or adjudication of incompetency or bankruptcy of less than all of the 
General Partners. The remaining General Partner hereby expressly agrees to continue 
the Partnership. 

1.6 General Partner. The name and place of business of the General Partner is as 
follows: Empyrean West, LLC. 

1.7 Amendment to Certificate of limited Partnership. The General Partner shall cause 
an amendment to the Certificate to be filed in the office of the Secretary whenever the 
name of the Partnership is changed, the street address of the office of the Partnership 
required by RULPA § 104 is changed, the name or address of the General Partner is 
changed, an additional general partner is admitted to the Partnership, the address or 
name of the agent for service of process is changed, business is continued under RULPA 
§ 801 after an event of withdrawal of a general partner, the date upon which the 
Partnership is to dissolve is changed, or a false or erroneous material statement has 
been discovered in the Certificate or any amendment thereto. The General Partner shall 
cause any amendment to the Certificate to be filed in the office of the Secretary. In 
addition, the General Partner shall take any other action that may be required or 
advisable to maintain the Partnership as a limited partnership existing under the Act. 

1.8 Agent for Service of Process. The name and address of the agent for service of 
process of the Partnership shall be: [AGENT], [ADDRESS]. 

ARTICLE II 
DEFINITIONS 

Unless otherwise expressly provided herein or unless the context otherwise requires, 
the terms with initial capital letters in this Partnership Agreement shall be defined as 

follows: 

2.1 "Act" shall mean the Revised Uniform Limited Partnership Act, codified at 
[CITATION]. 
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2.3 "Affiliate" shall mean any person or entity that directly, or indirectly through one or 
more intermediaries, controls or is controlled by, or is under common control with 
another person or entity. 

2.4 "Agreement" shall mean this Agreement of Limited Partnership. 

2.5 "Capital Account" shall mean the capital account to be maintained for each of the 
General Partners and each of the Limited Partners, which: 
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2.6 "Capital Contribution" shall mean, with respect to each Partner, the amount 
contributed by such Partner to the capital of the Partnership as described in §§ 3.1 or 
3.2. 

2.7 "Certificate" shall mean the certificate of limited partnership and any amendment . 
thereto described in § 1. 7. 

2.8 "Code" shall mean the Internal Revenue Code of 1986, as amended, or any 
corresponding provisions of succeeding law. 

2.9 "Distributable Cash" shall mean, with respect to any fiscal period, all cash receipts 

2.10 "Distributions" shall refer to cash or to other property, from any source, 
distributed to the Limited Partners and the General Partners by the Partnership, but 
shall not include any payments to the General Partners made under the provisions of§§ 
5.2 or 5.3. 

2.11"General Partner" shall mean Empyrean West, LLC or any other Person who may 
become a substitute or additional General Partner and who is elected or admitted 
hereto as a General Partner pursuant to the terms of this Agreement. Reference to a 
General Partner shall be to any one of the General Partners. 

2.12 "Interest" shall mean the entire ownership interest of a Partner in the Partnership 
at a particular time, including the right of such Partner to any and all benefits to which a 
Partner may be entitled as provided in this Agreement, together with the obligations of 
such Partner to comply with all the terms and provisions of this Agreement. 

2.13 "Limited Partner" shall refer to any Person who is admitted to the Partnership as a 
limited partner. Reference to a "Limited Partner" shall be to any one of the Limited 
Partners. 

2.14 "Majority of the Limited Partners" shall mean the vote of Limited Partners who 
own, in the aggregate, more than 50% of the total outstanding Limited Partners' 
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Interests. Each Limited Partner shall have a number of votes equal to the percentage 
described in§ 4.2(c)(3). 

2.15 "Operating Cash Expenses" shall mean, with respect to any fiscal period, the 

2.16 "Partners" shall refer collectively to the General Partners and the Limited Partners, 
and reference to a "Partner" shall be to any one of the Partners. 

2.17 "Partnership" shall refer to [Partnership], LP the partnership governed by this 
Agreement. 

2.18 "Person" shall mean any individual, partnership, corporation, trust, or other entity. 

2.19 "Refinancing" shall mean any refinancing or borrowing by the Partnership, secured 
by the Partnership's assets other than borrowings in the approximate amount of 
$500,000 initially made to finance the Partnership. 

2.20 "Reserves" shall mean, with respect to any fiscal period, funds set aside or 
amounts allocated during such period to reserves which may be maintained by the 
Partnership for working capital and to pay taxes, insurance, debt service, or other costs 
or expenses of the Partnership. 

2.21"Sale" means any transaction (other than the receipt of Capital Contributions) of 
the Partnership not in the ordinary course of business, including, without limitation, 
sales (including condemnations), exchanges, or other dispositions of real or personal 
property, recoveries of damage awards, and insurance proceeds (other than business 
interruption insurance proceeds), but excluding any Refinancing. 

2.22 "Sale or Refinancing Proceeds," "Sale Proceeds," or "Refinancing Proceeds" as the 
context requires, means all cash receipts of the Partnership arising from a Sale or 
Refinancing, less the following: 
(a) The amount necessary for the payment of all debts and obligations of the 

Partnership related to the particular Sale or Refinancing; 

(b) The amount appropriate to provide Reserves to pay taxes, insurance, debt service, 
repairs, replacements or renewals, or other costs or expenses of the Partnership 

(including costs of improvements or additions in connection with the property). 

2.23 "Substituted limited Partner" shall mean the entity or individual to whom a 
Limited Partner has transferred all or a portion of its Interest under Article VII . 
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2.24 "Terminated Partner" means any General Partner who dies, becomes legally 
incapacitated, dissolves, is removed, or becomes bankrupt, and any Limited Partner who 
withdraws under the provisions of§ 7.7. 

2.25 "Treasury Regulations" shall mean the Regulations promulgated under the Code, 
as amended, including corresponding provisions of succeeding Regulations. 

ARTICLE Ill 
CAPITAL CONTRIBUTIONS 

3.1 Limited Partners. The Limited Partners have made Capital Contributions to the 
Partnership in the following amounts: 

$500,000 per Unit for investment in new commercial job creating business located 
within USCIS approved high unemployment area; or 

$ 1,000,000 per Unit for investment in new commercial job creating business not 
located within USCIS approved high unemployment area. 

Receipt of such Capital Contributions is hereby acknowledged. No Limited Partner shall 
be required to make any additional Capital Contributions to the Partnership. 

3.2 General Partner. 

(a) Capital Contributions. 

The General Partner shall contribute in cash to the Partnership any amounts necessary 
or appropriate for the Partnership to pay, when due, any costs, expenses, or liabilities of 
the Partnership to the extent such costs or expenses are in excess of the cash receipts of 
the Partnership. 

3.3 Interest. No Partner shall be entitled to receive interest on its Capital Contribution 
or Capital Account balance. 

ARTICLE IV 
ALLOCATION OF DISTRIBUTIONS, INCOME, LOSSES, 

AND OTHER ITEMS AMONG THE PARTNERS 

4.1 Distributions to the Partners. 

4.1.1 Cash Distributions . 
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5.1 Management and Control. The General Partner shall have exclusive management 
and control of the business of the Partnership, and all decisions regarding the 

management and affairs of the Partnership shall be made by the General Partner. The 
General Partner shall have all the rights and powers of a general partner as provided in 
the Act and as otherwise provided by law. The signature or other action of the General 
Partner acting as such shall be the signature or other action of the Partnership. Except 
as otherwise expressly provided in this Agreement, the General Partner is hereby 

granted the right, power, and authority to do on behalf of the Partnership all things 
which, in its sole judgment, are necessary, proper, or desirable to carry out the 
aforementioned duties and responsibilities, including but not limited to the right, 
power, and authority from time to time to do those things specified elsewhere in this 
Agreement and the following: 
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ARTICLE VI 

TERMINATION OF A GENERAL PARTNER 

6.1 Death, Legal Incapacity, Dissolution, Removal, or Bankruptcy. The General Partner 
may not voluntarily withdraw as General Partner. Upon the death, legal incapacity, 
dissolution, removal, or bankruptcy of a General Partner, all of such Partner's rights and 
powers as a General Partner shall be terminated, except for any accrued rights to be 
compensated under§ 5.2 and its rights under§ 6.3, and such person shall cease to be a 
General Partner. Any of the remaining General Partners, if there are any, shall have the 
right to continue the business of the Partnership. 
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ARTICLE VII 
RIGHTS AND OBLIGATIONS OF LIMITED PARTNERS 

7.1 No Participation in Management. No Limited Partner (other than the General 
Partner in case it is also a Limited Partner) shall take part in the management of the 

Partnership's business, transact any business in the Partnership's name, or have the 

power to sign documents or otherwise bind the Partnership. The Limited Partners shall, 
however, have the power to vote upon the following Partnership matters: 
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ARTICLE VIII 
DISSOLUTION AND TERMINATION 

8.1 Assumption of Agreements. No vote by the Partners to dissolve the Partnership 
pursuant to§ 1.5(c) shall be effective unless, prior to or concurrently with such vote, 
there shall have been established procedures for the assumption of the Partnership's 
obligations under the agreements in force immediately prior to such vote regarding 
dissolution, and there shall have been an irrevocable appointment of an agent who shall 
be empowered to give and receive notices, reports, and payments under such 
agreements and hold and exercise such other powers as are necessary to permit all 
other parties to such agreements to deal with such agent as if the agent were the sole 
owner of the Partnership's interest, which procedures are agreed to in writing by each 

of the other parties to such agreements. 

8.2 Dissolution. The Partnership shall be dissolved upon the occurrence of any of the 
events identified in§ 1.5. No Partner shall have the right to dissolve or terminate the 
Partnership for any reason other than as set forth in§ 1.5 or to withdraw voluntarily 
from the Partnership other than as set forth in§ 7.7, or to partition any property of the 
Partnership. 

8.3 Distribution Upon Dissolution or l.iquidation. Upon dissolution of the Partnership, 
the affairs of the Partnership shall be wound up and all of its debts and liabilities 
discharged in the order of priority as provided by law. If the Partnership is dissolved and 
wound up or is "liquidated" within the meaning of Reg. § I. 704-1 (b)(2)(ii)(g), 
distributions shall be made in accordance with§ 4.1.1(c). Each such distributee shall 
receive his or her share of the assets in cash or in kind, and the proportion of such share 

that is received in cash may vary, all as the General Partner in its sole discretion may 
decide. 
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8.5 Winding Up. The winding up of the affairs of the Partnership and the distribution of 
its assets shall be conducted exclusively by the General Partner, or if none, the Limited 
Partners who are hereby authorized to do all acts authorized by law for these purposes. 
Without limiting the generality of the foregoing, the General Partner, or if none, the 
Limited Partners, in carrying out such winding up and distribution, shall have full power 
and authority to sell all or any of the Partnership assets or to distribute the same in kind 
to the Partners subject to§ 4.1.2. Any assets distributed in kind shall be subject to all 
operating agreements or other agreements relating thereto which shall survive the 
termination of the Partnership. 

8.6 Cancellation. Upon compliance with the foregoing distribution plan, the General 
Partner, or if none, the Limited Partners, shall file a Certificate of Cancellation and the 
Partnership shall cease to exist. 

ARTICLE IX 
BOOKS, RECORDS, AND REPORTS 

9.1 Books and Records. The General Partner shall keep at the Partnership's office the 
following Partnership documents required by RULPA § 104: 

{a) A current list of the full name and last known business or residence address of each 
Partner, together with the capital contribution of each Partner; 

{b) A copy of the Certificate and all amendments thereto, and executed copies of any 
powers of attorney pursuant to which any certificate has been executed; 

{c) Copies of the Partnership's federal, state, and local income tax or information returns 
and reports, if any, for the six (6) most recent taxable years; 

{d) Copies of this original Agreement and all Amendments to the Agreement; 

{e) Financial statements of the Partnership for the six {6) most recent fiscal years; and 

{f) The Partnership's books and records for at least the current and past three {3) fiscal 
years. 

9.2 Delivery to Limited Partner and Inspection . 
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(a) Upon the request of a Limited Partner, the General Partner shall promptly deliver to 
the requesting Limited Partner, at the expense of the Partnership, a copy of the 
information required to be maintained by§ 9.1{a), (b) or (d). 

(b) Each Limited Partner has the right, upon reasonable request, to do each of the 
following: 

(i) Inspect and copy during normal business hours any of the Partnership records 
required to be maintained by§ 9.1; and 

(ii) Obtain from the General Partner, promptly after becoming available, a copy of the 
Partnership's federal, state, and local income tax or information returns for each year. 

(c) The General Partner shall send to each Partner within 90 days after the end of each 
taxable year the information necessary for the Partner to complete its federal and state 
income tax or information returns. 

(d) Within 120 days after the end of each fiscal year, the General Partner shall provide 
each Partner with an annual report containing {1) a balance sheet as of the end of such 
fiscal year and statements of income or loss, Partners' equity, cash flow, and changes in 
financial position for such fiscal year which may, at the option of the General Partner, or 
will, upon request of a Majority of the Limited Partners, be audited; (2) a statement 
describing the amount of all fees, compensation, and distributions paid by the 
Partnership for such fiscal year to the General Partner or any Affiliate of the General 
Partner; {3) a statement of changes in Partners' Capital Accounts; and (4) a report of the 
activities of the Partnership during such fiscal year. 

(e) The General Partner shall, at the expense of the Partnership, prepare and file with 
appropriate state authorities and the SEC all reports required to be filed by the 
Partnership by the respective state's securities laws or said Commission, as the case may 

be. 

9.3 Tax Returns. The General Partner, at the Partnership's expense, shall cause to be 
prepared tax returns for the Partnership and shall further cause such returns to be 
timely filed with the appropriate authorities. 

9.4 Designation of Tax Matters Partner. The General Partner is hereby designated as 
the "Tax Matters Partner" under IRC § 6231 (a)(7), to manage administrative tax 

proceedings conducted at the Partnership level by the Internal Revenue Service with 
respect to Partnership matters. Any Partner has the right to participate in such 

administrative proceedings relating to the determination of partnership items at the 
Partnership level. Expenses of such administrative proceedings undertaken by the Tax 

Matters Partner will be paid for out of Partnership assets. Each other Partner who elects 
to participate in such proceedings will be responsible for any expenses incurred by such 
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Partner in connection with such participation. Further, the cost of any adjustments to a 
Partner and the cost of any resulting audits or adjustments of a Partner's tax return will 

be borne solely by the affected Partner. 

9.5 Tax Elections. The General Partner shall have the authority to cause the Partnership 
to make any election required or permitted to be made for income tax purposes if the 
General Partner determines, in its sole judgment, that such election is in the best 
interests of the Partnership. Notwithstanding the foregoing, the General Partner may 
cause the Partnership to make, in accordance with lRC § 754 (1954), as amended (the 
"Code"), a timely election to adjust the basis of the Partnership property as described in 
IRC §§ 734 and 743 in the sole discretion of the General Partner. 

ARTICLE X 
FISCAL AFFAIRS 

10.1 Fiscal Year. The fiscal year of the Partnership shall be October to September. 

ARTICLE XI 
AMENDMENTS OF PARTNERSHIP DOCUMENTS 

11.1 Amendments in General. Except as otherwise provided in this Agreement, this 

Agreement may be amended with the consent of the General Partner and by a majority 
vote of the Limited Partners . 
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ARTICLE XII 

MEETING AND VOTING RIGHTS 
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12.1 Notice of Meeting of limited Partners. 
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13.1 Power of Attorney. 

ARTICLE XIII 
POWER OF ATTORNEY 

13.1.1 General Partner. The Limited Partners, by their execution hereof, jointly and 
severally hereby make, constitute, and appoint the General Partner as their true and 

lawful agent and attorney-in-fact, with full power of substitutions, in their name, place, 
and stead to make, execute, sign, acknowledge, swear by, record, and file on behalf of 
them and on behalf of the Partnership (i) all certificates and other instruments deemed 
advisable by the General Partner to permit the Partnership to become or to continue as 

a limited partnership or partnership wherein the Limited Partners have limited liability 

in the jurisdiction where the Partnership may be doing business; (ii) all instruments that 
affect a change or modification of the Partnership in accordance with this Agreement, 
including without limitation the substitution of assignees as Substituted Limited 
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Partners pursuant to§ 7.4; (iii) all conveyances and other instruments deemed advisable 
by the General Partner to effect the dissolution and termination of the Partnership; (iv) 
all fictitious or assumed name certificates required or p~rmitted to be filed on behalf of 
the Partnership; and (v) all other instruments which may be required or permitted by 
law to be filed on behalf of the Partnership. 

13.1.2 In General. The foregoing power of attorney: 

(a) Is coupled with an interest and shall be irrevocable and survive the death or 
incapacity of each Limited Partner; 

(b) May be exercised by the General Partner either by signing separately as attorney~in
fact for each Limited Partner or, after listing all of the Limited Partners executing an 
instrument, by a signature acting as attorney-in-fact for all of them; and 

(c) Shall survive the delivery of an assignment by a Limited Partner of his or her Interest; 
except that, where the assignee of the Interest of such Limited Partner has been 
approved by the General Partner for admission to the Partnership as a Substituted 
Limited Partner, the power of attorney of the assignor shall survive the delivery of such 
assignment for the sole purpose of enabling the General Partner to execute, 
acknowledge, and file any instrument necessary to effect such substitution . 

13.1.3 Other Instruments. Each Limited Partner shall execute and deliver to the General 
Partner, within five days after receipt of the General Partner's request therefor, such 
further designation, powers-of-attorney, and other instruments as the General Partner 
deems necessary. 

13.1.4 Termination of Appointment. The appointment of the General Partner as 
attorney-in-fact pursuant to this power of attorney automatically shall terminate as to 
such entity or person at such time as it ceases to be the General Partner and from such 

time shall be effective only as to the substituted General Partner designated or elected 
pursuant to this Agreement. 

ARTICLE XIV 
MISCELLANEOUS 

14.1 Notices. Any notice, offer, consent, or other communication required or permitted 

to be given or made hereunder shall be in writing and shall be deemed to have been 
sufficiently given or made when delivered personally to the party (or an officer of the 
party) to whom the same is directed, or (except in the event of a mail strike) five days 

after being mailed by first-class mail, postage prepaid, if to the Partnership, to the 

offices described in § 1.4, or if to a Partner, to the address set forth on Schedule A. Any 
Partner may change his or her address for the purpose of this Article by giving notice of 
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such change to the Partnership, such change to become effective on the tenth (lOth) 
day after such notice is given. 

14.2 Governing Law; Successors; Severability. This Agreement shall be governed by the 
laws of the State of Arizona as such laws are applied by Arizona courts to agreements 
entered into and to be performed in Arizona by and between residents of Arizona, and 
shall, subject to the restrictions on transferability set forth herein, bind and inure to the 
benefit of the heirs, executors, personal representatives, successors, and assigns of the 
parties hereto. If any provision of this Agreement shall be held to be invalid, the 
remainder of this Agreement shall not be affected thereby. 

14.3 Entire Agreement. This Agreement constitutes the entire agreement between the 
parties; it supersedes any prior agreement or understanding among them, oral or 
written, all of which are hereby cancelled. This Agreement may not be modified or 
amended other than pursuant to Article XI. 

14.4 Headings, etc. The headings in this Agreement are inserted for convenience of 
reference only and shall not affect interpretation of this Agreement. Wherever from the 
context it appears appropriate, each term stated in either the singular or the plural shall 
include the singular and the plural, and the pronouns stated in either the masculine or 
the neuter gender shall include the masculine, the feminine, and the neuter . 

14.5 No Waiver. The failure of any Partner to seek redress for violation, or to insist on 
strict performance of any covenant or condition of this Agreement shall not prevent a 
subsequent act which would have constituted a violation from having the effect of an 
original violation. 

14.6 Counterparts. This Agreement may be executed in several counterparts, each of 
which shall be deemed an original but all of which shall constitute one and the same 
instrument. 

14.7 Other Business Ventures. Any Partner, or any shareholder, director, employee, 
Affiliate; or other Person holding a legal or beneficial interest in any entity which is a 
Partner, may engage in or possess an interest in other business ventures of every nature 
and description, independently or with others, whether such ventures are competitive 
with the Partnership or otherwise; neither the Partnership nor the Partners shall have 
any right by virtue of this Agreement in or to such independent ventures or to the 
income or profits derived therefrom. 

14.8 Venue. In the event that any suit is brought arising out of or in connection with this 
Agreement, the parties consent to the jurisdiction of, and agree that sole venue will lie 
in the state and federal courts located in [COUNTY NAME], Arizona . 
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14.9 Further Assurance. The Limited Partners will execute and deliver such further 
instruments and do such further acts and things as may be required to carry out the 
intent and purpose of this Agreement. 

14.10 Creditors. None of the provisions of this Agreement shall be for the benefit of or 
enforceable by any of the creditors of the Partnership or Partners. 

14.11 Remedies. The rights and remedies of the Partners hereunder shall not be 
mutually exclusive, and the exercise of any right to which a Partner is entitled shall not 
preclude the exercise of any other right he or she may have. 

14.12 Authority. Each individual executing this Agreement on behalf of a partnership, 
corporation, or other entity warrants that he or she is authorized to do so and that this 
Agreement will constitute the legally binding obligation of the entity which such person 
represents. 

IN WITNESS WHEREOF, the parties have executed this Agreement as of the date first 
above written. 

General Partner: limited Partner: 

By: By: 

Its Its 

SCHEDULE A 

PARTNERS' ADDRESSES FOR NOTICE 

Libet:_!Y West Region~ Cen_!~------ Page -~~!!!PJ.~_LP ~greeme.!!!_ ____________ _ 
34 



• 

• 

• 

[ALL BRACKETED TIIN THIS SAMPLE PRIVATE OFFER. MEMORANDUM IS 
SUBJECT TO CHANGE BASED ON FINAL DEAL STRUCTURE AND BUSINESS TERMS] 

CONFIDENTIAL 

PRIVATE OFFERING MEMORANDUM 
[Empyrean West], LP 

Dated , 20 

Empyrean West, LLC I www.libertywestusa.com 
17470 N. Pacesetter Way I Scottsdale, Arizona 85255 

Contact: David C. Keller at{###)###-#### 

PRIVATE OFFERING OF LIMITED PARTNERSHIP INTERESTS 

MINIMUM INVESTMENT: $500,000 

[Empyrean West] Limited Partnership, a Arizona limited partnership, was formed on 

[Date], to acquire and improve certain real property located in Scottsdale, Arizona upon which 
it will own, and Empyrean West, Inc. will manage [description of business] net rentable square foot 

flex use building comprised of retail and office space. The Managing General Partner of the 

Partnership is Empyrean West., a Arizona corporation. This Offering Circular is furnished by the 
Managing General Partner solely for use by prospective investors in evaluating the offering and the 

Partnership. The Managing General Partner will receive a syndication fee and reimbursement of 
expenses incurred in connection with this Offering Circular . 

THESE SECURITIES HAVE NOT BEEN REGISTERED UNDER THE 1933 ACT OR APPROVED OR 

DISAPPROVED BY THE SEC OR BY ANY STATE SECURITIES ADMINISTRATOR, NOR HAS THE SEC OR ANY 
STATE SECURITIES ADMINISTRATOR PASSED ON THE ACCURACY OR ADEQUACY OF THIS OFFERING 

CIRCULAR. ANY REPRESENTATION TO THE CONTRARY IS A CRIMINAL OFFENSE. 

These securities are subject to restrictions on transferability and resale and may not be transferred or 

resold except as permitted under the 1933 Act and applicable state securities laws, pursuant to 

registration or exemption therefrom. The information in this Offering Circular is furnished on a 

confidential basis exclusively for your use and retention and, by accepting this Offering Circular, you 

agree not to transmit, reproduce or make available to any other person (other than your legal, tax, 
accounting and other advisers) all or any part of this Offering Circular without the Managing General 

Partner's express written permission. This Offering Circular contains certain information about the 

Partnership that investors ought to know before they invest in the Partnership. Please read it 
carefully and retain it for future reference. 

THESE SECURITIES ARE SUBJECT TO A HIGH DEGREE OF RISK. SEE "CERTAIN RISK FACTORS." 

The date of this Offering Circular is January 2010 . 
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• PRIVATE OFFERING MEMORANDU. 

Securities: Limited Partnership Interest 
Unit Price: 
Maximum Offering 
Minimum Investment 
Administrative Fee 

 
$[###,###,###] 
$500,000 

 

Minimum Offering 
Minimum EB-5 Investment 

$500,000 
$500,000 

[Empyrean West], LP (the "Company"), a Arizona Limited Partnership was formed on _, to [activity of the 
company]. The Company is located in Maitland, FL, which will be the headquarters of the Companies 
manufacturing and leasing activities. 

The General Partner of the Company is Empyrean West (the "General Partner"), a Arizona limited liability 
company of [ADDRESS]. This Offering Memorandum is furnished by the Company solely for use by qualified 
investors in evaluating the offering described herein (the "Offering"). All subscription funds will be held in 
escrow prior to closing in accordance with the escrow agreement attached hereto ("Escrow Agreement") as 
Exhibit D. The Company will receive an administrative fee (the "Administrative Fee") for payment and 
reimbursement of expenses incurred in connection with this Offering ("Offering Expenses"). The 
Administrative Fee is not refundable, in whole or in part, and will not be held in escrow. The Administrative 
Fee will be applied to Offering Expenses immediately upon receipt. 

INVESTMENT IN SMALL BUSINESSES INVOLVES A HIGH DEGREE OF RISK, AND INVESTORS SHOULD NOT INVEST ANY 

FUNDS IN THIS OFFERING UNLESS THEY CAN AFFORD TO LOSE THEIR ENTIRE INVESTMENT. SEE "RISK FACTORS" BELOW 

FOR THE RISK FACTORS THAT MANAGEMENT BELIEVES PRESENT THE MOST SUBSTANTIAL RISKS TO AN INVESTOR IN THIS 

OFFERING. 

IN MAKING AN INVESTMENT DECISION INVESTORS MUST RELY ON THEIR OWN EXAMINATION OF THE ISSUER AND THE 

TERMS OF THIS OFFERING, INCLUDING THE MERITS AND RISKS INVOLVED. THESE SECURITIES HAVE NOT BEEN 

RECOMMENDED OR APPROVED BY ANY FEDERAL OR STATE SECURITIES COMMISSION OR REGULATORY AUTHORITY. 

FURTHERMORE, THESE AUTHORITIES HAVE NOT PASSED UPON THE ACCURACY OR ADEQUACY OF THIS OFFERING 

MEMORANDUM. ANY REPRESENTATION TO THE CONTRARY IS A CRIMINAL OFFENSE. 

THESE SECURITIES HAVE NOT BEEN REGISTERED UNDER THE SECURITIES ACT OF 1933 {THE "ACT") OR ANY OTHER 

APPLICABLE LAW OR APPROVED OR DISAPPROVED BY THE U.S. SECURITIES AND EXCHANGE COMMISSION {THE "SEC') OR 

BY ANY STATE SECURITIES ADMINISTRATOR. THE SEC DOES NOT PASS UPON THE MERITS OF ANY SECURITIES OFFERED OR 

THE TERMS OF THE OFFERING, NOR DOES IT PASS UPON THE ACCURACY OR COMPLETENESS OF ANY OFFERING CIRCULAR 

OR SELLING LITERATURE. THESE SECURITIES ARE OFFERED UNDER AN EXEMPTION FROM REGISTRATION; HOWEVER, THE 

SEC HAS NOT MADE AN INDEPENDENT DETERMINATION THAT THESE SECURITIES ARE EXEMPT FROM REGISTRATION. 

The information in this Offering Memorandum is furnished on a confidential basis exclusively for your use and 
retention and by accepting this Offering Memorandum you agree not to transmit, reproduce or make available 
to any other person (other than your legal, tax, accounting and other advisers) all or any part of this Offering 
Memorandum without the Manager's express written permission. 

NAME OF OFFEREE: _________ _ MEMORANDUM NO.: ______ _ 

Contact Richard Hostetter at(###)###-#### with questions or for more information. 
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• SECURITIES DISCLOSURE NOTICES • 

THIS OFFERING MEMORANDUM CONTAINS FORWARD-LOOKING STATEMENTS BASED ON THE MANAGER'S EXPERIENCE 
AND EXPECTATIONS ABOUT THE COMPANY'S BUSINESS PLAN. THOSE STATEMENTS ARE SOMETIMES INDICATED BY 
WORDS SUCH AS "EXPECTS," "BELIEVES," "SEEKS," "MAY," "INTENDS," "ATTEMPTS," "WILL" AND SIMILAR EXPRESSIONS. 
SUCH FORWARD-LOOKING STATEMENTS ARE NOT GUARANTIES OF FUTURE PERFORMANCE AND ARE SUBJECT TO MANY 
RISKS, UNCERTAINTIES AND ASSUMPTIONS THAT ARE DIFFICULT TO PREDICT. THEREFORE, ACTUAL RETURNS COULD 
DIFFER MATERIALLY AND ADVERSELY FROM THOSE EXPRESSED OR IMPLIED IN ANY FORWARD-LOOKING STATEMENTS AS 
A RESULT OF VARIOUS FACTORS. THE SECTION ENTITLED "RISK FACTORS" IN THIS OFFERING MEMORANDUM DISCUSSES 
SOME OF THE IMPORTANT RISK FACTORS THAT MAY AFFECT THE COMPANY'S RETURNS. PROSPECTIVE INVESTORS 
SHOULD CAREFULLY CONSIDER THOSE RISKS, IN ADDITION TO OTHER INFORMATION IN THIS OFFERING MEMORANDUM, 
BEFORE DECIDING WHETHER TO INVEST IN THE COMPANY. NEITHER THE MANAGER NOR THE COMPANY UNDERTAKES 
ANY OBLIGATION TO REVISE OR UPDATE ANY FORWARD-LOOKING STATEMENT FOR ANY REASON. 

THIS IS A PRIVATE OFFERING AND IS AVAILABLE ONLY TO INVESTORS WHO ARE "ACCREDITED INVESTORS" AS DEFINED IN 
REGULATION D PROMULGATED UNDER THE ACT. EACH SUCH INVESTOR MUST, EITHER ALONE OR TOGETHER WITH A 
PURCHASER REPRESENTATIVE THAT IS NOT COMPENSATED BY OR AFFILIATED WITH THE COMPANY OR THE GENERAL 
PARTNER, HAVE SUCH KNOWLEDGE AND EXPERIENCE IN FINANCIAL AND BUSINESS MATTERS THAT SUCH INVESTOR IS 
CAPABLE OF EVALUATING THE MERITS AND RISKS OF THIS INVESTMENT AND MUST BE ABLE TO BEAR THE ECONOMIC 
RISKS OF THIS INVESTMENT. NO OFFER IS BEING MADE HEREBY TO ANY PERSON WHO HAS NOT FURNISHED TO THE 
GENERAL PARTNER A COMPLETED AND SIGNED SUBSCRIPTION MATERIALS ATTACHED AS EXHIBITS TO THIS OFFERING 
MEMORANDUM, AND WHO IS NOT SHOWN BY SUCH INFORMATION TO MEET THE SUITABILITY STANDARDS FOR THIS 
OFFERING. 

THE UNITS HAVE NOT BEEN REGISTERED UNDER THE ACT, OR REGISTERED OR QUALIFIED UNDER ANY APPLICABLE STATE 
SECURITIES LAWS, AND ARE OFFERED IN RELIANCE ON EXEMPTIONS FROM SUCH REGISTRATION AND QUALIFICATION IN 
SECTION 4(2) OF AND REGULATION D UNDER SUCH ACT AND SIMILAR PROVISIONS OF SUCH STATE LAWS. A PURCHASER 
OF UNITS MUST CONTINUE TO BEAR THE ECONOMIC RISK OF THE INVESTMENT FOR AN INDEFINITE PERIOD BECAUSE 
UNITS HAVE NOT BEEN SO REGISTERED OR QUALIFIED AND ARE SUBJECT TO RESTRICTIONS ON TRANSFER PURSUANT TO 
SUCH ACT AND SUCH STATE LAWS AND OTHERWISE. UNITS CANNOT BE SOLD UNLESS THEY ARE SUBSEQUENTLY 
REGISTERED UNDER THE ACT AND APPLICABLE STATE SECURITIES LAWS OR EXEMPTIONS FROM SUCH REGISTRATION AND 
QUALIFICATION ARE AVAILABLE AND CERTAIN CONDITIONS ARE MET. NO MARKET FOR UNITS CAN BE EXPECTED TO 
DEVELOP. DO NOT CONSIDER INVESTING IF YOU ARE NOT FINANCIALLY SOPHISTICATED AND CAPABLE OF EVALUATING 
THE MERITS AND RISKS OF THE INVESTMENT, EITHER ON YOUR OWN OR WITH THE ASSISTANCE OF YOUR FINANCIAL 
ADVISOR. 

THE MANAGER RESERVES THE RIGHT TO ACCEPT OR REJECT ANY SUBSCRIPTION TO PURCHASE UNITS. THIS OFFERING 
WILL CONTINUE UNTIL TERMINATED BY THE MANAGER, WHICH MAY BE BEFORE SUBSCRIPTIONS FOR ANY MAXIMUM 
OFFERING OR MINIMUM OFFERING HAS BEEN RAISED. 

THIS OFFERING MEMORANDUM IS AN OFFER ONLY TO THE OFFEREE NAMED ON THE COVER PAGE, AND ONLY IF 
DELIVERY OF THIS OFFERING MEMORANDUM WAS MADE BY, OR AUTHORIZED BY, THE ISSUER. 

NO ONE HAS BEEN AUTHORIZED TO MAKE ANY REPRESENTATIONS ABOUT THE ISSUER OR THE SECURITIES, OTHER THAN 
THOSE REPRESENTATIONS MADE IN THIS OFFERING MEMORANDUM. THEREFORE, DO NOT CONSIDER ANY INFORMATION 

WHICH HAS BEEN DESCRIBED TO YOU ORALLY. PLEASE MAKE SURE THAT YOU INVEST SOLELY ON THE BASIS OF THE 
INFORMATION IN THIS OFFERING MEMORANDUM. THIS OFFERING MEMORANDUM IS NOT LEGAL, TAX OR FINANCIAL 
ADVICE. PLEASE CONSULT YOUR OWN PROFESSIONAL ADVISORS AS TO THE LEGAL, TAX AND FINANCIAL IMPLICATIONS 
OF THIS INVESTMENT AND AS TO YOUR SUITABILITY FOR THIS INVESTMENT. 

INVESTORS IN THIS OFFERING WILL INVEST GREATER AMOUNTS AND RECEIVE A PROPORTIONATELY SMALLER INTEREST 
IN THE PROFITS AND DISTRIBUTIONS OF THE COMPANY THAN THE GENERAL PARTNER. 

3 
Initial 

Smnple Private PI:1cemcnt Memonmdum (PPM) 

Empyrean West I Regional Center Application 



• 

• 

• 

THE GENERAL PARTNER WILL .ND TO ANY Q~ESTIONS YOU OR YOUR AD.S MAY HAVE CONCERNING THIS 

OFFERING AND WILL MAKE AVAILABLE FOR EXAMINATION BY YOU OR YOUR ADVISORS SUCH RECORDS AND FILES IN ITS 

POSSESSION AS MAY BE PERTINENT TO YOUR DECISION WHETHER TO INVEST IN UNITS . 

THE TERMS AND CONDITIONS OF THIS OFFERING, THE RIGHTS, PREFERENCES, PRIVILEGES AND RESTRICTIONS ON UNITS 

AND THE RIGHTS AND LIABILITIES OF THE GENERL PARTNER AND COMPANY ARE GOVERNED BY THE OPERATING 

AGREEMENT AND THE SUBSCRIPTION AGREEMENT BETWEEN EACH MEMBER AND THE COMPANY, THE FORMS OF WHICH 

ARE INCLUDED AS EXHIBITS HERETO, AND THE DESCRIPTION OF ANY OF SUCH MATIERS IN THE TEXT OF THIS OFFERING 

MEMORANDUM IS SUBJECT TO AND QUALIFIED IN ITS ENTIRETY BY REFERENCE TO SUCH EXHIBITS. 

THE OFFEREE, BY ACCEPTING DELIVERY OF THIS OFFERING MEMORANDUM, AGREES TO RETURN IT AND ALL RELATED 

DOCUMENTS TO THE MANAGER IF THE OFFEREE DOES NOT SUBSCRIBE FOR UNITS. THIS OFFERING MEMORANDUM DOES 

NOT CONSTITUTE AN OFFER TO SELL OR A SOLICITATION OF AN OFFER TO BUY ANY OF THESE SECURITIES IN ANY STATE 

TO ANY PERSON TO WHOM IT IS UNLAWFUL TO MAKE SUCH AN OFFER OR SOLICITATION IN SUCH STATE. 

THE GENERAL PARTNER RESERVES THE RIGHT TO ACCEPT OR REJECT ANY SUBSCRIPTION TO PURCHASE INTERESTS. THIS 

OFFERING WILL CONTINUE UNTIL TERMINATED BY THE GENERAL PARTNER, WHICH MAY BE BEFORE THE TOTAL AMOUNT 

OF FUNDS HAS BEEN RAISED. 

THIS OFFERING CIRCULAR IS AN OFFER ONLY TO THE OFFEREE NAMED ON THE COVER PAGE, AND ONLY IF DELIVERY OF 

THIS OFFERING CIRCULAR WAS MADE BY, OR AUTHORIZED BY, THE ISSUER. 

NOTICE TO RESIDENTS OF ALL STATES 

THE UNITS OFFERED HEREBY HAVE NOT BEEN REGISTERED UNDER THE ACT OR THE SECURITIES LAWS OF ANY STATE AND 

ARE BEING OFFERED AND SOLD IN RELIANCE ON EXEMPTIONS FROM THE REGISTRATION REQUIREMENTS OF SAID ACT 

AND APPLICABLE STATE LAWS. THE UNITS ARE SUBJECT TO RESTRICTIONS ON TRANSFERABILITY AND RESALE AND MAY 

NOT BE TRANSFERRED OR RESOLD EXCEPT AS PERMITTED UNDER SAID ACT AND APPLICABLE STATE LAWS PURSUANT TO 

REGISTRATION OR EXEMPTION THEREFROM. THE UNITS HAVE NOT BEEN APPROVED OR DISAPPROVED BY THE SEC, ANY 

STATE SECURITIES COMMISSION OR OTHER REGULATORY AUTHORITY, NOR HAVE ANY OF THE FOREGOING AUTHORITIES 

PASSED UPON OR ENDORSED THE MERITS OF THIS OFFERING OR THE ACCURACY OR ADEQUACY OF THIS OFFERING 

MEMORANDUM. ANY REPRESENTATION TO THE CONTRARY IS UNLAWFUL. 
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• • SUMMARY OF OFFERING TERMS 

The following is only a summary of certain of the information contained in this Offering Memorandum and is 
qualified in its entirety by reference to this Offering Memorandum, including the Exhibits hereto. 

The Company 

· General Partner 

EB-5 Regional 
Center Designation 

The Project 

Minimum Investment 
Minimum EB-5 Investment 
Use of Proceeds 

Administrative Fee 

Escrow of 
Capital Contributions 

Investor Qualification 

[Empyrean West], LP is a Arizona limited partnership of 17470 N. Pacesetter 
Way I Scottsdale, Arizona 85255 formed on [DATE]. 

· The General Partner of the Company is Empyrean West, LLC, a Arizona limited 
liability company of 17470 N. Pacesetter Way I Scottsdale, Arizona 85255. 

The Project is sponsored by Empyrean West, LLC, (the "Regional Center" or the 
"Empyrean West Regional Center"), a Arizona limited liability company of 
17470 N. Pacesetter Way I Scottsdale, Arizona 85255. The Regional Center is a 
regional center authorized by USCIS under the EB-5 ·Immigrant Investor Pilot 
Program ("EB-5 Pilot Program") to establish and solicit investment from foreign 
investors under the EB-5 Pilot Program. The Project is a qualifying investment 
under the EB-5 Pilot Program. The geographic scope of the Regional Center 
includes (Counties] (the "Regional Center Territory"). Members of the General 
Partner are also members of the Regional Center. See "Material Relationships 
and Contacts" below. 

The Partnership was organized [description of the project.] 

$500,000 (the "Capital Contribution") 
$500,000 (the "Capital Contribution") 

. The Partnership will use the proceeds of the Offering to [description of 
business activity and funds use], hire employees, and general and 
administrative cost. 

All Capital Contributions will be held in escrow pursuant to the Escrow 
Agreement attached hereto as Exhibit D. Capital Contributions will be 
distributed to the Company from escrow upon approval of each Investor's 1-526 
Petition by USCIS. The only condition upon which an Investor's Capital 
Contribution will be returned to him/her is the denial of his/her 1-526 Petition 
by USCIS. Capital Contributions are not refundable for any other reason. 

The Offering is being made by the Company and will continue until it is 
terminated in the General Partner's discretion. This Offering is made pursuant 
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Capital Accounts 

Additional 
Capital Contributions 

Transfer Restrictions; 
No Resale 

Distributions 

Dividends 

• an exemption from registration prov. by Section 4(2) of the Act, 
Regulation D promulgated thereunder, and exemptions available under 
applicable state securities laws and regulations. Persons desiring to invest in 
the Company ("Investors") will be required to represent and warrant to the 
Company that they qualify as an Accredited Investor, as defined by the Act, and 
to other matters described in the Subscription Agreement (Exhibit B) to 
purchase limited partnership units. 

Each Capital Contribution is credited to the contributing Company's Capital 
Account. Terms governing the maintenance of Capital Accounts are set forth in 
the Operating Agreement of the Company (Exhibit A). 

No limited partner is under any obligation to make additional Capital 
Contributions to the Company. Limited partners may make additional Capital 
Contributions upon consent of the General Partner and in accordance with the 
Operating Agreement of the Company (Exhibit A). 

limited partnership units may not be transferred without consent of the 
General Partner. There are other substantial restrictions on transferring the 
limited partnership units. No market for the limited partnership units exists and 
no market is expected to develop. See "Risk Factors" below. 
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Member Voting 

Commissions and Fees 

Tax Risks 

Risk Factors 

Investment in the Company involves substantial tax risks. Although the primary 
motive of investors should be for long-term appreciation, state and federal 
legislatures and tax authorities may alter and change the permissible 
deductions that may be taken with respect to the Project and its income, and 
may change the tax rates to less favorable rates. In addition, the state and 
federal tax authorities may be more likely to audit taxpayers with higher 
incomes or partnership income or loss. Since Investors generally fall into this 
category, the Company also has an increased risk of being audited. Such an 
examination could result in adjustments to items that are related to the 
Company. Investors may incur legal or other professional expenses in 
connection with such audit or the adjustments resulting from such audit. The 
Company has not obtained a legal opinion or ruling from any tax authority 
regarding any tax aspects of the Project, the Company or its business. The tax 
risks include, without limitation, the following: (i) Changes in federal income tax 
laws; (ii) Company status; (iii) Taxable income in excess of distributions; (iv) 
Allocation of tax items among Limited Partners; (v) Allocation of purchase 
price; (vi) Company termination; (vii) At risk limitations; (viii) Risk of audit; (ix) 
Profit objective; and (x) Limitations on passive losses. This tax discussion is not 
tax advice to lnv.estors. Each Investor is advised to consult with his or her own 
tax adv[sor regarding the tax consequences of investing in the Company. See 
"Risk Factors" below. 
An investment in Units of the Company involves substantial risks, including 
reliance on management, general market risks, limited transferability of Units, 
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Reports 

Immigration Risk 

Subscriptions Procedure 

Limited Partnership Units 

.iance on the services of third partie.d other matters. See "EB-5 
Immigration Disclosures and Risk Factors" and "Risk Factors" below for a 
discussion of some of these risks . 

Members will receive financial statements of the business including a profit and 
loss statement, and a balance sheet. 

Neither the Company nor the General Partner guarantees that any EB-5 
Member will be granted conditional or permanent residency in the United 
States as a result of their purchase of Units of the Company. Each Investor must 
evaluate and accept the risk that he/she may not be granted residency in the 
United States after making their Capital Contribution and being admitted as a 
Limited Partner of the Company. 

Investors may subscribe for Limited Partnership Units by executing and 
delivering the Operating Agreement (Exhibit A), Subscription Agreement 
(Exhibit B), Investor Questionnaire (Exhibit C), Escrow Agreement (Exhibit D), 
his/her Capital Contribution and the Administrative Fee to the Company. 
Acceptance of any subscription to purchase Limited Partnership Units is subject 
to (i) acceptance of the subscription in the General Partner's sole discretion; (ii) 
the availability of the accredited investor exemption for each proposed 
Investor; (iii) receipt of all documentation required by the Company being 
executed and received more than five days prior to the scheduled closing of 
this Offering; and (iv) availability and accuracy of documentation and 
information. The Company will have the right to accept or reject any 
subscription at any time at or prior to the closing of the Offering or such later 
date as they may determine. In the event that a subscription is not accepted or 
in the event the conditions precedent to the closing of the Offering are not 
satisfied or waived, in either case on or before the closing of the Offering or 
such later date as may be determined by the Company, subscription funds shall 
be returned, without interest or deduction. No interest will be paid on 
subscription funds. Upon closing, the Company will allot and issue to the 
Investor certificates representing the Units. 

This offering is comprised of Limited Partnership Units. The total number of 
units available is __ units. Units are entitled to up to a __ % preferred 
dividend. The Par value of the Units is $  per unit. The total amount of 
units authorized is __ units. Upon a Capital Event, Unit holders are entitled 
to, but no to exceed the Par value of $  per unit. 
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BUSINESS PLAN • • 
[Project Business Plan to be inserted] 
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• • ESCROW ACCOUNTS 

The Company will maintain an escrow account for the subscription funds in accordance with the Escrow 
Agreement (Exhibit D). An Investor's Subscription funds will remain in escrow until his/her 1-526 Petition is 
approved, and as otherwise provided in the Escrow Agreement. Upon approval of an Investor's 1-526 Petition 
his/her subscription will either be accepted or rejected by the Company, and, if accepted, his/her subscription 
will be closed and the Escrow Agent will release his/her subscription fund to the Company. Upon release from 
escrow, funds will immediately be used to finance the Project See "Use of Proceeds" above. 

EXIT STRATEGY 

The Company's strategy to return capital invested in this Offering to Investors is to sell the Business, or the 
business may choose to seek outside financing to purchase the Limited Partnership Units. There is no guaranty 
that the Company will be able to sell the Business on acceptable terms, or raise the financing necessary to 
repurchase the Limited Partnership units, or at all. The purchase of the Limited Partnership Units is a long term 
investment. 

Management, Advisers and Consultants 

[Description of Project Management, Advisors, and Consultants) 

General Partner 

__ , , __ are the members of the Manager. See "Material Relationships and Contracts" below. 

Kevin Wright, Wright Johnson 
Wright Johnson, LLC is a research and development company retained by the Company to assist in the 
preparation of the Project business plan, and the economic analysis required by the Regional Center. 

MATERIAL RELATIONSHIPS AND CONTRACTS 

[Description of Material Relationships and Contracts] 
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• RISK FACTORS • 
AN INVESTMENT IN THE COMPANY HAS CERTAIN ELEMENTS OF RISK DIFFERENT FROM AND/OR GREATER 
THAN THOSE ASSOCIATED WITH OTHER INVESTMENTS. THE HIGHER DEGREE OF RISK MAKES AN INVESTMENT 
IN THE COMPANY SUITABLE ONLY FOR INVESTORS (i) WHO HAVE A CONTINUING LEVEL OF ANNUAL INCOME 
AND A SUBSTANTIAL NET WORTH, (ii) WHO CAN AFFORD TO BEAR THOSE RISKS, (iii) WHO HAVE PREVIOUSLY 
MADE INVESTMENTS OF THE NATURE AND RISK OF THIS OFFERING AND, (iv) WHO HAVE NO NEED FOR 
LIQUIDITY FROM THESE INVESTMENTS. EACH INVESTOR SHOULD CONSIDER CAREFULLY THE RISK FACTORS 
ASSOCIATED WITH THIS INVESTMENT, INCLUDING, WITHOUT LIMITATION, THE FOLLOWING, AND SHOULD 
CONSULT HIS OR HER OWN LEGAL, TAX AND FINANCIAL ADVISORS WITH RESPECT THERETO. INVESTORS 
UNABLE OR UNWILLING TO ASSUME THE FOLLOWING RISKS, AMONG OTHERS, MUST NOT CONSIDER AN 
INVESTMENT IN THE COMPANY. 

EB-5 Immigrant Investor Pilot Program Risks. Investors in this Offering who have subscribed for Class A Units 
with the intention of applying for approval of an 1-526 Petition through the EB-5 Pilot Program should be aware 
of certain risk factors involving the EB-5 Pilot Program and its administration. A description of the risks below 
are based on information obtained by the Company from third parties who the Company believes are reliable. 
However, there can be no assurance that such information is accurate or current or that it includes all of the 
risks relating to the EB-5 Pilot Program for such investors. The Company and the Regional Center have no 
experience administering the EB-5 Pilot Program, which could lead to delays for investors in the process of 
obtaining a conditional or permanent green card. In addition, investors will be charged a nonrefundable 
Administrative Fee of $40,000 by the Company in connection with review of investors applications and 
expenses incurred in conducting this Offering. If an Investor's an 1-526 Petition is denied by the USCIS the 
investor will not receive a refund of any part of the Administrative Fee. 

Lack of Operating History. The Company is being formed for the specific purpose of developing and operating 
the Business. Accordingly, the Company has no operating history and limited experience upon which to base 
projections of future performance. The Company has described projections for this Project in this Offering 
Memorandum which are based primarily on its own knowledge and its experience, which have not been 
verified. 

Financial Projections. Since the Company has no operating history and is currently being formed, no balance 
sheet or income statement based on actual operations of the Company is available. The Pro Forma Financial 
Projections (Exhibit I) included in the Offering Memorandum are based upon what the Company believes to be 
reasonable assumptions concerning certain factors affecting the probable future operations of the Company. 
No assurances can be made that these Projections will prove to be accurate, and Investors are cautioned 
against placing excessive reliance on such projections in deciding whether to invest in the Company. In 
particular, construction and material prices and shipping rate costs can be volatile and may cause the Company 

to seek additional capital or alternative forms of capital which could result in a dilution of an Investor's 
ownership interest in the Company. 

General Risks of Real Estate Ownership. The Company's investment in the Property will be subject to the risks 
generally incident to the ownership of units in start up projects, including, without limitation, the following: 
uncertainty of cash flow to meet fixed obligations; adverse changes in general or regional economic conditions; 
relative appeal of particular types of products, lenders and investors; reduction in the cost of operating 
competing businesses; decrease in demand for the Companies Products; the possible need for unanticipated 
capital requirements; changes in tax rates and other operating expenses; changes in governmental rules and 

fiscal policies, acts of God, including tornados, which may cause uninsured losses; the financial condition of the 

purchasers of the Companies products; environmental risks; and other factors which are beyond the control of 
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the Company and the Mana.iquidation or dissolution of the Compan. be delayed until all purchase 
money loans which the Company may extend to a buyer of the buyer of the Company is repaid or sold. 
Decreases in product sales from expected amounts, or increases in operating expenses, among other factors, 
could result in the Company's inability to meet all its cash obligations. Any decrease in income received by the 
Company may reduce, and possibly eliminate, the amount of cash available for distribution to investors, since 
operating expenses, such as property taxes, utility costs, maintenance, and insurance are unlikely to decrease 
significantly, and other expenses such as advertising and promotion may increase. If the income from 
operation of the Business is not sufficient to meet operating expenses and/or debt service, the Company may 
have to dispose of the inventory on disadvantageous terms in order to raise needed funds. 

Future Market Value of the Business. The economic future of the Regional Center Territory, future business 
activity, interest rates, demographic changes, changes in tax laws and numerous other factors will determine 
the future market value of the Business. There is no assurance that the Business will increase in value . 

General Tax Risks. Investment in the Company involves substantial tax risks. Although the primary motive of 
investors should be for long-term appreciation, state and federal legislatures and tax authorities may alter and 
change the permissible deductions that may be taken with respect to the Project and its income, and may 
change the tax rates to less favorable rates. In addition, the state and federal tax authorities may be more· 
likely to audit taxpayers with higher incomes or partnership income or loss. Since Investors generally fall into 
this category, the Company also has an increased risk of being audited. Such an examination could result in 
adjustments to items that are related to the Company. Investors may incur legal or other professional 
expenses in connection with such audit or the adjustments resulting from such audit. The Company has not 
obtained a legal opinion or ruling from any tax authority regarding any tax aspects of the Project, the Company 
or its business. The tax risks include, without limitation, the following: {i) Changes in federal income tax laws; 
{ii) Company status; (iii) Taxable income in excess of distributions; {iv) Allocation of tax items among Members; 
{v) Allocation of purchase price; {vi) Company termination; {vii) At risk limitations; {viii) Risk of audit; {ix) Profit 
objective; and {x) Limitations on passive losses. This tax discussion is not tax advice to Investors. Each Investor 
is advised to consult with his or her own tax advisor regarding the tax consequences of investing in the 
Company. The Company has not obtained a legal opinion or ruling from any tax authority regarding any tax 
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aspects of the Property, the .pany or its business. Each Investor must .ult his/her own accountant or 
tax advisor with respect to the tax consequences of investment in the Class A Units . 

Illiquidity. The Limited Partnership Units are a highly illiquid asset in that they cannot be readily sold or 
pledged as collateral for a loan or other obligation. 

No Independent Counsel. No independent counsel has been retained to represent the interest of the Limited 
Partners. The Operating Agreement has not been reviewed by an attorney on behalf of the Limited Partners. 
Each Investor is therefore urged to consult with his own counsel as to the terms and provisions of the 
Operating Agreement and all other documents relating thereto as well as his own accountant as to the final 
information and projections provided. 

Potential Conflict of Interest. The obligations of the General Partner to the Company is not exclusive, and the 
General Partner need only devote so much time to the Company's affairs as the General Partner, in its sole 
discretion, determines to be necessary to manage the Company's business. The General Partner and/or their 
affiliates, may from time to time, be involved in development of other business ventures that may compete 
with [Empyrean West], LP. Commitments undertaken by the General Partner or its members and/or their 
affiliates, may in connection with such other business adversely affect its ability to manage the Project and the 
profitability of the Project and any investment in the Limited Partnership Units. 

No Firm Commitments to Purchase the Class A Units. No commitment exists by anyone to purchase all, or any 
portion of the Limited Partnership Units being offered. The Company can give no assurance that all or any of 
the Limited Partnership Units will be sold. 

Lack of Diversification. The Company will have all of its resources initially invested in the development of the 
business and marketing initiatives. 

Dependence on Management and Personnel. The Company will rapidly and significantly expand its operations 
and anticipates that significant expansion of its operations will continue to be required in order to address 
potential market opportunities. The rapid growth will place, and is expected to continue to place, a significant 
strain on the Company's management, operational, and financial resources. The Company's success is 
principally dependent on its current management personnel for the operation of its business. The Company is 
dependent upon the continued involvement of [key management personnel] in this Project personally. The 
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loss of either [key managem.ersonnel] services would have a materi.erse effect on the Company's 
business, financial condition and results of operations . 

The Company will also be required to hire and retain skilled employees at all levels of operations in a market 
where such qualified employees are in high demand and are subject to receiving competing offers. The 
inability to hire needed employees on a timely basis and/or the inability to retain those that are so hired could 
have a material adverse effect on the ability to meet the schedules of the strategic plan. 

Competition. The market for the Company currently has competition, or at a future date a similar businesses 
may be developed. This competition may reduce revenues arid net income. 

The Company cannot assure any investor that it will be successful in addressing the risks it may encounter, and 
its failure to do so could have a material adverse effect on business, and the financial condition and results of 
operations. The future of the Company depends on [key factors]. There can be no assurance that the 
Company's methods and procedures will be successful. 

Financial Risks. Developing and establishing a market share for the Company's business activity may require a 
substantial investment of capital and other resources. 

Delay of Profit Distribution. There can be no assurance that proposed operations of the Company will result in 
sufficient revenues to enable it to operate at profitable levels or to generate positive cash flow. The Company 
has formulated an exit strategy plan but there is no assurance that the exit strategy and/or the 
anticipated/projected return are feasible or likely to be achieved. 

Government Regulation. Regulations, regulatory actions and court decisions in the future could have both a 
positive and/or negative impact on the operations and financial condition of the Company and its ability to 
compete. The Company will be under substantial scrutiny by the USCIS . 
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SUBSCRIPTION-AGREEMENT: [LIMITED PARTNERHSIP], LP 

To: [limited Parntership], LP 

Liberty West Regional Center 
David C. Keller 

Empyrean West, LLC I www.libertywestusa.com 
17470 N. Pacesetter Way I Scottsdale, Arizona 85255 
Telephone: {480) 797-6475 I Fax: {603) 698-6475 I Email: dkeller@empyreanwest.com 

By signing the attached Limited Partner Signature Page and Power of Attorney ("Signature 
Page"), I tender my subscription and apply to purchase the number of limited partnership 
interests {"Units") in [Partnership Name], LP, a Arizona limited partnership (the "Partnership"), 
set forth immediately below my name on the Signature Page. 

I understand that a minimum purchase of one Unit[s] is required. In payment for the Units, I am 
. enclosing a certified check payable to [name of bank] (the "Bank") in the amount set forth 

below. I understand that my funds will be held by the Bank as escrow agent, and will be 
returned promptly, together with interest earned thereon, in the event that a minimum of one 
Units are not subscribed and paid for by [due date of sale of units], or such subsequent date, 
not later than [final date for sale of units], or the failure to gain approval of the 1-526 petition 
and visa issuance, as the Partnership and I may agree . 

I acknowledge receipt of a copy of the prospectus, as well as the Agreement of Limited 
Partnership of the Partnership (the "Agreement"), and specifically accept and adopt each and 
every provision of the Agreement and agree to be bound by the same. 
As a condition and in consideration of this tender, I represent, covenant, and warrant: 

1. I have carefully read the prospectus and have relied solely on the information contained in 
the prospectus and investigations made by me or my representatives in making the decision to 
invest in the partnership. 

2. I am aware that investment in the Units involves certain risks. Specifically, I have carefully 
read and considered the matters set forth in the Prospectus under the captions "Management 
Compensation," "Conflicts of Interest," "Risk and Other Important Factors," and "Tax Aspects of 
an Investment in the Partnership." 

3. I am at least 21 years of age (if a natural person); I have adequate means of providing for my 
current needs and personal contingencies, and have no need for liquidity in this investment. 

4. If executing this subscription agreement in a representative or fiduciary capacity, I have full 

power and authority to execute and deliver the same, and the individual, ward, partnership, 
trust, estate, corporation, or other entity on whose behalf I am executing this agreement has 

full right and power to perform pursuant to the Agreement. 

_!iber!fVVe~Region_a_I_C_en_t_e_r ____________ _ Sample Subscription Agreement 
Page 1 ------- ---
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5. I have the net worth, past income, and estimated future income indicated in the attached 

Investor Questionnaire. 

I further represent that I meet the suitability standards set forth in any sticker to the prospectus 
to the extent such standards are applicable. If I am subscribing in a fiduciary capacity, the above 
representations and warranties are being made on behalf of the person or persons for whom I 
am subscribing. 

I understand and recognize that: 

1. My subscription may be accepted or rejected in whole or in part by the general partner in its 
sole and absolute discretion, except that, if this subscription is accepted in part only, it will not 
be reduced to an amount less than $500,000. 

2. No federal or state agency has made any finding or determination as to the fairness of this 
investment, or any recommendation or endorsement, of the Units. 

3. There is no public market for the Units at the present time and it is unlikely a public market 
will develop in the future. There are also restrictions on the transferability of the units; 
accordingly, it may not be possible to liquidate my investment readily, if at all, in case of an 

emergency. 

I acknowledge and agree that I am not entitled to cancel, terminate, or revoke this subscription 
and that this subscription and all agreements connected with it will survive my disability or 

death. 

This subscription agreement and all rights under it will be governed by, and interpreted in 
accordance with, the laws of the State of California. 

In witness of the above, I execute and agree to be bound by this subscription agreement by 
executing the attached Limited Partner Signature Page and Power of Attorney on the date 
indicated. 

Instructions to Purchasers of Units 

Persons and entities interested in subscribing for Units in the partnership should carefully read 
and review the attached prospectus and, if desiring to subscribe, should take the following 

steps. 

1. Complete the Limited Partnership Signature Page and Power of Attorney. It is essential that 
all information be provided and that the purchaser's signature be notarized. If units will be held 

jointly, both purchasers must sign and both signatures must be notarized . 

_!.j_!;!er!Y_ West R~gio!!_<!_~ C~!'ter:-____________ Page z Sample Su~criptio.!l_1_greemen~------- ___ _ 
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2. The purchaser should deliver to the [Partnership Name], LP the completed, executed, and 

notarized Limited Partner Signature Page and Power of Attorney together with payment, in 
cash or certified check, payable to [name of bank}, in the amount of $500,000 for each unit that 
the purchaser desires to purchase. 

3. The form of acknowledgment on the attached Limited Partner Signature Page and Power of 
Attorney is a form suitable for individuals, partnerships, and individual fiduciaries signing on 
behalf of trusts, estates, and in other capacities. Persons signing on behalf of corporations and 
corporate trustees should complete and affix to the Limited Partner Signature Page and Power 
of Attorney the form of corporate acknowledgment attached to the Limited Partner Signature 
Page and Power of Attorney as Schedule [designation of schedule]. 

4. At the discretion of the General Partner, corporations, partnerships, and trustees, agents or 
persons acting in a representative capacity may be required to furnish appropriate evidence 
that the subscriber has authority to become a Limited Partner of the Partnership, or an opinion 
of counsel, acceptable to the General Partner, that the subscriber has such authority, such 
opinion to be attached as Schedule [designation of schedule]. 

[Partnership Name], LP 
LIMITED PARTNER SIGNATURE PAGE AND POWER OF ATIQRNEY 

Desiring to become a limited partner of [Partnership Name], LP, a Arizona limited partnership, 
pursuant to the provisions of the Agreement of Limited Partnership ("Partnership Agreement") 
included as Exhibit [designation of exhibit] to the Prospectus of the Partnership dated [Date] 
(the "Prospectus"), the undersigned accepts and agrees to be bound by all of the terms and 
conditions of the Partnership Agreement and the Certificate of Limited Partnership of the 
Partnership. By executing this instrument, the undersigned further executes the Subscription 
Agreement to which it is attached and makes the representations, covenants and warranties 
contained in that agreement. 

The undersigned further irrevocably constitutes and appoints the General Partners of the 
Partnership the undersigned's true and lawful attorneys-in-fact, with full power of substitution, 
and in the name, place, and stead of the undersigned, to make, execute, sign, acknowledge, 

swear to, deliver, record, and file any documents or instruments which may be considered 
necessary or desirable by such attorney to carry out fully the provisions of the Partnership 

Agreement, including, but not limited to, any amendment or amendments to the Partnership 
Agreement or the Certificate of Limited Partnership as contemplated by the Partnership 
Agreement (which amendment or amendments the undersigned joins in and executes, 

authorizing this Limited Partner Signature Page and Power of Attorney to be attached to any 
such amendment or amendments). This Power of Attorney is coupled with an interest; is 
irrevocable; and will survive the death, incapacity, insolvency, dissolution, or termination of the 

Liberty West Re_gional Center Sam~le Subscri~tion Agreement 
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undersigned or any delivery by the undersigned of an assignment of all or any part of the 
interest of the undersigned. The place of residence of the undersigned is shown below. 

ALL INFORMATION MUST BE COMPLETED 

{Name of limited partner] 

[Address of limited partner] 

{ID number af limited partner] 

[Number of units subscribed for] 

_ Liber!}' West Regio~ Center ___________ Page 
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EXHIBIT G LIBERTY WEST REGIONAL CENTER 

YEAR ONE MARKETING PLAN AND BUDGET 

Title 8 Section 204.6(m)(3)(iii) of the Code of Federal Regulations requires that a regional center 

application includes a "detailed statement regarding the amount and source of capital which has been 

committed to the regional center, as well as a description of the promotional efforts taken and planned 

by the sponsors of the regional center[.]" 

Liberty West Center Application I Marketing Plan 
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EXHIBIT H REGIONAL CENTER TEA DESIGNATION 

LIBERTY WEST REGIONAL CENTER 

Authorized State Agency 

California 

In accordance with Title 8, Code of Federal Regulations Section 204.6(i), the California Employment 

Development Department (EDD) and the Secretary of the Business, Transportation, and Housing agency 

have been delegated the authority by the State of California to designate the cities, counties, 

metropolitan statistical areas, and geopolitical subdivisions (census tracts) that meet the "high 

unemployment" definition and therefore qualify for the $500,000 minimum investment threshold as 

TEAs for EB-5 program purposes. 

Arizona 

Similarly, the Arizona Department of Commerce, Research Administration is the authorized Arizona 

agency to designate the cities, counties, metropolitan statistical areas, and geopolitical subdivisions 

(census tracts) that meet the "high unemployment" definition under Title 8, Code of Federal Regulations 

Section 204.6(i) . 

New Mexico 

And finally, New Mexico Department of Workforce Solutions is the New Mexico agency authorized to 

designate the cities, counties, metropolitan statistical areas, and geopolitical subdivisions (census tracts) 

that meet the "high unemployment" definition under Title 8, Code of Federal Regulations Section 

204.6(i). 

Regional Center TEA Designations 

In accordance to 8 CFR §204.6(i), the above state agencies have been designated to identify the cities, 

counties, metropolitan statistical areas (MSAs) and geopolitical subdivisions (census tracts) that meet 

the "high unemployment" definition provided in the Code of Federal Regulations. Unemployment rates 

for cities, counties and census tracts are published annually. These high unemployment areas qualify as 

Targeted Employment Areas (TEAs), which reduce the minimum EB-5 investment required under the 

regulations to $500,000 under 8 CFR 204.6(f)(2) .. 

Each of the above agencies has decided to use the most recent calendar year labor force and 

unemployment estimates to establish high unemployment rates and high unemployment areas; 

therefore, the unemployment rates for 2009 are used in these determinations (see Attachments). 

At the discretion of each agency, it may provide designations for Empyrean West, LLC when they can 

prove that the proposed investment area (city, county, or census tract) is within a targeted employment 

area (TEA). In order to be classified as a targeted employment area, the city, county or census tract 

Liqerty West Regional Center Application I TEA Designation 



• 

• 

• • 
must have experienced an unemployment rate that was equal to or exceeded 150% of the 2009 national 

employment rate. The attached reports include the geographic areas that qualify as TEAs within the 

proposed Liberty West Regional Center. This information should be sufficient to characterize the TEAs 

located within the Regional Center, and therefore, qualified for the $500,000 investment amount 

permitted under 8 CFR 204.6(f)(2). For actual EB-5 investments, the members of Empyrean West, LLC 

will included a TEA certification from the authorized agency for the address of the specific EB-5 project. 

Attachments: TEA Report from Fernando Jimenez, Analyst, Arizona Department of Commerce (April 
2010) 

Foreign Investor TEA Report, California Department of Business, Transportation & 
Housing (using data provided by the California Employment Development Department, 
Labor market Information Division), (April 2010) 

TEA Report from Tracy Shaleen, Analyst, New Mexico Department of Workforce 

Solutions (April 2010) 

• Liberty West Regional Center Application I TEA Designation 
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CALIFORNIA EMPLOYMENT DEVELOPMENT DEPARTMENT 

LABOR MARKET INFORMATION 

VIA 

SECRETARTY OF BUSINESS, TRANSPORTATION & HOUSING 

TARGETED EMPLOYMENT AREA (TEA) REPORT 

April 2010 
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• 
GOVERNOR ARNOLD SCHWARZENEGGER 

April 21, 2008 

Ms. Barbara Q. Velarde 
Chief 
Office of Servi_ce Center Operations 
U.S. Citizenship and Immigration Services 
20 Massachusetts A venue NW 
Room 2123 
Washington, DC 20529 

RE: State Designation of Agency 

Dear Ms. Velarde, 

Under section 203(b)(5) of the Immigration and Nationality Act, 8 U.S.C. § 1153(b)(5), 10,000 
immigrant visas per year are available to qualified individuals seeking pennanent resident status 
on the basis of their engagement in a new commercial enterprise. I urn writing to update your 
records as to the authorized California Agency to designate geographic areas as a high 
unemployment area ("targeted employment area") to comply with the components of the 
Immigration Investor Program. 

As Governor of the State of California, I select the Secretary of Business, Transportation·and 
. Housing (8TH), or his or her designee, to be the authorized entity empowered to certify 

identified targeted employment area that meet the qualifications to be designated for the 
Immigration Investor Program. The Secretary of BTH will, upon request, certify by letter to the 
U.S. Citizenship and Immigration Services that the areas where the investments are being 
directed meets the definition of"high unemployment," that the data reflects the unemployment 
rate for the area to be in excess of 150 percent of the national average and the "turgeted 
employment area" designation will remain in effect for the foreseeable future. 

Sincerely, 

Amold Schwarzenegger 

/Ia 

STATE CAPITOL • SACRAMENTO, CALir'ORNIA 95814 • (916) -+45-2841 

4~~-
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METROPOLITAN 
STATISTICAL 
AREAS (MSA) 

• • 
IMMIGRATION ACT OF 1990 

FOREIGN INVESTOR PROVISIONS 
QUALIFYING AREAS 

(Unemployment Rate 13.95% or greater) 

Source: Employment Development Department 
Labor Market Information Division 

Local Area Unemployment Statistics 
2009 Annual Average Unemployment Rates 

COUNTIES QUALIFYING CITIES and CENSUS 
COVERED DESIGNATED PLACES 
(BOLD IF 

(BOLD IF QUALIFYING) QUALIFYING) 

Bakersfield Kern 

Chico Butte 
Biggs city 
Concow COP 
Gridley city 
Magalia COP 
Oroville city 
Palermo COP 
South Oroville COP 
Thermalito COP 

El Centro Imperial 

Fresno Fresno 

Hanford-Corcoran Kings 

Los Angeles-Long Beach-Glendale Los Angeles 
Baldwin Park city 
Bell city 
Bell Gardens city 
Commerce city 
Compton city 
Cudahy city 
Desert View Highlands COP 
East Compton COP 
East Los Angeles COP 
El Monte city 
Florence-Graham COP 
Hawthorne city 
Huntington Park city 
Industry city 
Inglewood city 
Lake Los Angeles COP 
lancaster city 
lennox COP 
littlerock COP 
lynwood city 
Maywood city 
Palmdale city 
Paramount city 

Page 1 of 6 

RATE 

14.39% 

16.69% 
16.05% 
27.90% 
14.18% 
17.46% 
18.67% 
21.46% 
24.32% 

28.20% 

15.10% 

14.62% 

14.42% 
15.29% 
18.31% 
21.59% 
19.57% 
16.06% 
15.73% 
20.71% 
16.28% 
14.27% 
22.82% 
15.03% 
17.19% 
20.59% 
14.46% 
17.23% 
16.23% 
15.40% 
16.87% 
18.19% 
16.77% 
14.35% 
16.82% 



• • Los Angeles-Long Beach-Glendale Los Angeles South El Monte city 14.70% 
South Gate city 14.74% 

• South San Jose Hills COP 14.25% 
Valinda COP 15.82% 
Walnut Park COP 15.23% 
West Compton COP 18.75% 
Westmont COP 22.78% 
Willowbrook COP 19.04% 

Madera Madera 
Chowchilla city 15.72% 
Madera city 19.30% 
Parksdale COP 35.91% 
Parkwood COP 19.35% 

Merced Merced 17.21% 

Modesto Stanislaus 16.03% 

Napa Napa 

Oakland-Fremont-Hayward Alameda 
Cherryland COP 15.36% 
Oakland City 16.01% 

Contra Costa Bay Point COP 19.95% 
Bayview-Montalvin COP 19.37% 
Bethel Island COP 19.44% 
Crockett COP 20.24% 
Knightsen COP 21.34% 

• Pittsburg city 16.23% 
Richmond city 16.57% 
Rodeo COP 14.74% 
Rollingwood COP 22.45% 
San Pablo city 20.34% 
Vine Hill COP 14.95% 

Oxnard-Thousand Oaks-Ventura Ventura 
Piru COP 17.32% 
Santa Paula city 16.37% 

Redding Shasta 14.84% 

Riverside-San Bernardino-Ontario Riverside 
Banning city 15.47% 
Beaumont city 15.41% 
Blythe city 16.23% 
Cabazon COP 32.41% 
Coachella city 21.15% 
Desert Hot Springs city 18.96% 
East Hemet COP 14.09% 
El Cerrito COP 15.27% 
Glen Avon COP 15.10% 
Hemet city 16.98% 

Riverside-San Bernardino-Ontario Riverside Highgrove COP 17.09% 
Home Gardens COP 14.86% 
Homeland COP 25.86% 
Idyllwild-Pine Cove COP 17.59% 

• Indio city 14.66% 
Lakeland Village COP 21.23% 
Lakeview COP 16.09% 

Page 2 of 6 



• • Mecca COP 26.39% 
Moreno Valley city 15.65% 

• Murrieta Hot Springs COP 16.79% 
Perris city 20.79% 
Quail Valley COP 21.43% 
Romoland COP 21.07% 
Rubidoux COP 19.00% 
San Jacinto city 20.22% 
Sedco Hills COP 14.57% 
Sun City COP 14.48% 
Valle Vista COP 14.46% 
Winchester COP 19.65% 

San Bernardino 
Adelanto city 19.89% 
Apple Valley town 14.25% 
Barstow city 16.20% 
Big River COP 14.73% 
Bloomington COP 17.29% 
Bluewater COP 25.67% 
Colton city 14.07% 
Hesperia city 16.69% 
Highland city 16.38% 
Joshua Tree COP 14.64% 
Lenwood COP 23.41% 
MuscoyCDP 22.91% 
Nebo Center COP 27.30% 
Rialto city 16.61% 
San Bernardino city 17.40% 
Twentynine Palms city 15.63% 
Victorville city 15.66% 

• Sacramento-Arden-Arcade-Roseville El Dorado 
Diamond Springs COP 14.65% 
Georgetown COP 18.28% 
Placerville city 16.56% 
South Lake Tahoe city 15.28% 

Sacramento 
Florin COP 17.67% 
Foothill Farms COP 15.43% 
Galt city 18.29% 
Isleton city 14.97% 
North Highlands COP 17.54% 
Parkway-South Sacramento COP 19.75% 
Rio Linda COP 17.75% 
Walnut Grove COP 27.27% 

Placer 
Colfax city 14.95% 
Foresthill COP 17.25% 
Lincoln city 18.75% 

Sacramento-Arden-Arcade-Roseville Placer Tahoe Vista COP 17.30% 

Yolo 
West Sacramento city 17.27% 

Salinas Monterey 
Castroville COP 22.30% 
Chualar COP 29.88% 

• Gonzales city 22.42% 
Greenfield city 18.40% 
King City city 19.77% 
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• • Las Lomas COP 25.03% 
Moss Landing COP 25.80% 

• Salinas city 16.64% 
San Ardo COP 26.75% 
San Lucas COP 23.84% 
Soledad city 15.10% 

San Diego-Carlsbad-San Marcos San Diego 
Imperial Beach city 15.48% 
National City city 18.51% 

San Fran-San Mateo-Redwood City Marin 
Muir Beach COP 14.06% 
Tomales COP 21.12% 

San Francisco 

San Mateo 
Brisbane city 14.77% 
East Palo Alto city 19.75% 
North Fair Oaks COP 17.40% 

San Jose-Sunnyvale-Santa Clara Santa Clara 
Alum Rock COP 14.37% 
Buena Vista COP 22.39% 
Cambrian Park COP 16.91% 
Gilroy city 16.28% 
Morgan Hill city 14.08% 
San Martin COP 24.89% 

• Sunol-Midtown COP 16.65% 

San Benito 14.37% 

San Luis Obispo-Paso Robles San Luis 
Obispo 

Oceano COP 16.64% 

Santa Ana-Anaheim-Irvine Orange 
Santa Ana city 14.14% 
Stanton city 14.37% 

Santa Barbara-Santa Maria-Goleta Santa Barbara 
Guadalupe city 14.28% 
Lompoc city 14.74% 

Santa Cruz-Watsonville Santa Cruz 
Amesti COP 20.17% 
Freedom COP 20.05% 
Interlaken COP 23.39% 
Watsonville city 23.39% 

Santa Rosa-Petaluma Sonoma 
Cloverdale city 14.64% 
Fetters Hot Springs-Agua Caliente COP 14.54% 
Guerneville COP 18.46% 
Monte Rio COP 20.40% 
Occidental COP 14.52% 

• Roseland COP 18.83% 

Stockton San Joaquin 15.43% 
- ----
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• • Vallejo-Fairfield Solano 
Elmira COP 24.11% 

• Visalia-Porterville Tulare 15.26% 

Yuba City 17.12% 
Sutter 16.99% 
Yuba 17.31% 

..... 

• 
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• 

• 

• 

• • A RURAL AREA IS DEFINED IN THE IMMIGRATION ACT OF 1990 AS "ANY AREA OTHER THAN AN AREA 
WITHIN A METROPOLITAN STATISTICAL AREA OR THE OUTER BOUNDARY OF ANY TOWN HAVING A 
POPULATION OF 20,000 OR MORE." 

QUALIFYING 
RURAL AREAS 

Alpine 
Amador 
Calaveras 
Colusa 
Del Norte 
Glenn 
Humboldt* 
lnyo 
Lake 
Lassen 
Mariposa 
Mendocino 
Modoc 
Mono 
Nevada 
Plumas 
Sierra 
Siskiyou 
Tehama 
Trinity 
Tuolumne 

• All cities and towns in Humboldt County qualify, except Eureka . 
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• 
County 

Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 

2000 2000 
FIP Census Total 

Code Tract Pop. 
001 400800 3367 
001 400900 2457 
001 401000 5709 
001 401300 2920 
001 401400 
001 401500 
001 401600 
001 401700 
001 401800 
001 401900 
001 402100 
001 402200 
001 402300 
001 402400 
001 402500 
001 402700 
001 402800 
001 403000 
001 403100 
001 405400 
001 405500 
001 405600 
001 405900 
001 406100 
001 406201 
001 406202 
001 406300 
001 406400 
001 406500 
001 406600 
001 407000 
001 407100 
001 407200 

4765 
2578 
1768 
1768 
2063 

797 
1258 
1712 
413 

2628 
1695 
2008 
1863 
2602 
1676 
8381 
4147 
3734 
7883 
4301 
5802 
5084 
4410 
2267 
6262 
7805 
6652 
8376 
7132 

2000 
Labor 
Force 
Emp. 

1461 
1138 
2304 
1050 
1266 
770 
531 
707 
521 
359 
387 
495 
202 
750 
537 
746 
528 
728 
418 

3495 
1879 
1749 
2586 
1422 
1612 
1558 
1362 
667 

2355 
3095 
2562 
3021 
2406 

2000 
Labor 
Force 

Unemp. 
193 
118 
262 
144 
333 
290 
192 
83 

107 
35 

132 
172 
20 

115 
117 
99 
56 
71 
87 

302 
182 
169 
359 
144 
324 
190 
188 
110 
378 
307 
345 
515 
269 

• 
2000 

Unemp. 
Rate 

11.67% 
9.39% 

10.21% 
12.06% 
20.83% 
27.36% 
26.56% 
10.51% 
17.04% 
8.88% 

25.43% 
25.79% 
9.01% 

13.29% 
17.89% 
11.72% 
9.59% 
8.89% 

17.23% 
7.95% 
8.83% 
8.81% 

12.19% 
9.20% 

16.74% 
10.87% 
12.13% 
14.16% 
13.83% 
9.02% 

11.87% 
14.56% 
10.06% 

2009 AA 
Labor 
Force 

1825 
1357 
2793 
1322 
1915 
1341 
909 
862 
728 
423 
646 
833 
239 
969 
764 
933 
632 
859 
586 

4045 
2214 
2060 
3266 
1688 
2237 
1915 
1718 
877 

3077 
3662 
3214 
4008 
2908 

_. 

2009 AA:' 
Labor Force 

,, 
Emp. 

1437 
1119 
2266 
1033 
1245 
757 
522 
695 
512 
353 
381 
487 
199 
738 
528 
734 
519 
716 
411 

3437 
1848 
1720 
2543 
1398 
1585 
1532 
1339 
656 

2316 
3044 
2519 
2971 
2366 

1·~: •. · 2o.o9'M>--

· Labgr Fo·rce 
·.· Unemp: 

389 
238 
527 
290 
670 
584 
387 
167 
215 

70 
266 
346 

40 
232 
236 
199 
113 
143 
175 
608 
366 
340 
723 
290 
652 
382 
378 
221 
761 
618 
695 

1037 
542 

• 
.. 2009 AA 

Unemp. 2009 
Rate Qualify 
21.29% YES 
17.51% YES 
18.88% YES 
21.92% YES 
35.00% YES 

. 43.53% YES 
42.54% YES 
19.38% YES 
29.60% YES 
16.64% YES 
41.12% YES 
41.57% YES 
16.85% YES 
23.89% YES 
30.84% YES 
21.36% YES 
17.84% YES 
16.64% YES 
29.88% YES 
15.03% YES 
16.55% YES 
16.51% YES 
22.13% YES 
17.17% YES 
29.15% YES 
19.98% YES 
22.03% YES 
25.24% YES 
24.73% YES 
16.88% YES 
21.61% YES 
25.87% YES 
18.62% YES 

• 

• 



• 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 

001 407300 2423 
001 407400 4157 
001 407500 4388 
001 407600 6835 
001 407700 4599 
001 407800 2340 
001 408200 4388 
001 408300 4799 
001 408400 3782 
001 408500 5307 
001 408600 5232 
001 408700 7549 
001 408800 5174 
001 408900 3339 
001 409000 3282 
001 409100 2144 
001 409200 3130 
001 409300 5492 
001 409400 4455 
001 409500 3555 
001 409600 5235 
001 409700 5208 
001 409800 3250 
001 410200 3550 
001 410300 3728 
001 410400 3366 
001 422000 1255 
001 422100 2630 
001 422600 677 
001 422700 3802 
001 422800 5475 
001 423200 2939 
001 423300 3468 
001 423500 2967 
001 423700 2912 
001 424001 3938 
001 424002 1935 

930 
1272 
1305 
2452 
2074 
1188 
1732 
2333 
1267 
1447 
1956 
2222 
1370 
1105 
855 
558 
908 

1694 
1397 
1057 
1515 
1513 
1252 
1287 
1124 
1301 
693 

1306 
251 

1978 
2505 
1340 
1557 
1498 
1479 
1770 
724 

116 
260 
256 
350 
191 
99 

149 
188 
176 
273 
220 
472 
347 
196 
298 
115 
186 
211 
178 
103 
326 
216 
166 
148 
153 
152 
56 

118 
25 

214 
369 
140 
153 
185 
135 
170 
116 

• 
11.09% 
16.97% 
16.40% 
12.49% 
8.43% 
7.69% 
7.92% 
7.46% 

12.20% 
15.87% 
10.11% 
17.52% 
20.21% 
15.07% 
25.85% 
17.09% 
17.00% 
11.08% 
11.30% 
8.88% 

17.71% 
12.49% 
11.71% 
10.31% 
11.98% 
10.46% 
7.48% 
8.29% 
9.06% 
9.76% 

12.84% 
9.46% 
8.95% 

10.99% 
8.36% 
8.76% 

13.81% 

1148 
1774 
1799 
3116 
2424 
1368 
2003 
2673 
1600 
1973 
2366 
3135 
2046 
1481 
1441 
780 

1267 
2091 
1732 
1247 
2146 
1923 
1565 
1564 
1413 
1585 
794 

1522 
297 

2376 
3206 
1600 
1839 
1846 
1726 
2083 
945 

915 
1251 
1283 
2411 
2040 
1168 
1703 
2294 
1246 
1423 
1923 
2185 
1347 
1087 
841 
549 
893 

1666 
1374 
1039 
1490 
1488 
1231 
1266 
1105 
1279 

681 
1284 
247 

1945 
2463 
1318 
1531 
1473 
1454 
1741 
712 

234 
523 
515 
705 
384 
199 
300 
378 
354 
550 
443 
950 
699 
395 
600 
232 
374 
425 
358 
207 
656 
435 
334 
298 
308 
306 
113 
238 

50 
431 
743 
282 
308 
372 
272 
342 
234 

20.34% YES 
29.50% YES 
28.65% YES 
22.61% YES 
15.86% YES 
14.57% YES 
14.97% YES 
14.16% YES 
22.14% YES 
27.86% YES 
18.72% YES 
30.31% YES 
34.15% YES 
26.64% YES 
41.64% YES 
29.67% YES 
29.54% YES 
20.32% YES 
20.69% YES 
16.63% YES 
30.58% YES 
22.62% YES 
21.35% YES 
19.06% YES 
21.79% YES 
19.30% YES 
14.19% YES 
15.61% YES 
16.94% YES 
18.13% YES 
23.17% YES 
17.62% YES 
16.75% YES 
20.18% YES 
15.74% YES 
16.43% YES 
24.70% YES 

• 

• 

• 



• 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alameda 
Alpine 
Amador 
Amador 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 
Butte 

001 428400 4496 
001 432200 3939 
001 433102 3470 
001 433800 7100 
001 435102 5031 
001 435400 4365 
001 435600 9524 
001 436900 6868 
001 437200 6239 
001 437500 4872 
001 437900 2391 
001 438300 3815 
001 440200 6346 
001 440304 4841 
001 441700 6493 
001 444400 5193 
001 444500 6365 
003 10000 
005 100 5880 
005 402 4666 
007 502 4365 
007 603 3124 
007 604 4387 
007 1000 4970 
007 1100 4741 
007 
007 
007 
007 
007 
007 
007 
007 
007 
007 
007 
007 

1200 3604 
1300 4098 
1701 6192 
1702 5404 
2400 4770 
2500 4015 
2800 4365 
2900 6610 
3000 6863 
3200 3878 
3300 3930 
3400 2977 

2422 
1858 
1594 
3363 
2832 
1863 
3951 
2795 
2817 
1824 
1189 
1527 
2311 
2170 
3283 
2274 
3038 

2313 
1843 
2047 
1552 
2236 
2595 
1948 
1683 
1531 
1999 
1681 
1490 
1080 
1379 
2042 
1657 
1223 
1414 
1081 

282 
154 
127 
280 
232 
347 
462 
285 
313 
176 
95 

127 
240 
205 
314 
217 
250 

181 
108 
258 
226 
299 
376 
583 
218 
208 
302 
256 
181 
233 
248 
395 
406 
219 
168 
168 

• 
10.43% 
7.65% 
7.38% 
7.69% 
7.57% 

15.70% 
10.47% 
9.25% 

10.00% 
8.80% 
7.40% 
7.68% 
9.41% 
8.63% 
8.73% 
8.71% 
7.60% 

7.26% 
5.54% 

11.19% 
12.71% 
11.79% 
12.66% 
23.03% 
11.47% 
11.96% 
13.12% 
13.22% 
10.83% 
17.75% 
15.24% 
16.21% 
19.68% 
15.19% 
10.62% 
13.45% 

2949 
2137 
1823 
3871 
3252 
2531 
4815 
3322 
3400 
2148 
1360 
1757 
2756 
2547 
3861 
2673 
3491 

473 
3306 
2511 
2676 
2076 
2950 
3468 
3068 
2210 
2025 
2691 
2266 
1938 
1562 
1918 
2882 
2471 
1699 
1833 
1462 

2382 
1827 
1568 
3307 
2785 
1832 
3885 
2749 
2770 
1794 
1169 
1502 
2273 
2134 
3228 
2236 
2988 
407 

2691 
2144 
2278 
1727 
2489 
2888 
2168 
1873 
1704 
2225 
1871 
1658 
1202 
1535 
2273 
1844 
1361 
1574 
1203 

568 
310 
256 
564 
467 
699 
930 
574 
630 
354 
191 
256 
483 
413 
632 
437 
503 

66 
615 
367 
398 
349 
461 
580 
900 
336 
321 
466 
395 
279 
360 
383 
610 
627 
338 
259 
259 

19.25% YES 
14.51% YES 
14.02% YES 
14.56% YES 
14.36% YES 
27.60% YES 
19.31% YES 
17.27% YES 
18.53% YES 
16.49% YES 
14.06% YES 
14.55% YES 
17.53% YES 
16.21% YES 
16.37% YES 
16.34% YES 
14.42% YES 
13.95% YES 
18.61% YES 
14.62% YES 
14.88% YES 
16.80% YES 
15.64% YES 
16.73% YES 
29.33% YES 
15.23% YES 
15.85% YES 
17.32% YES 
17.43% YES 
14.42% YES 
23.03% YES 
19.96% YES 
21.15% YES 
25.36% YES 
19.89% YES 
14.14% YES 
17.73% YES 

• 

• 

• 



• 
Butte 
Butte 
Calaveras 
Calaveras 
Calaveras 
Calaveras 
Calaveras 
Colusa 
Colusa 
Colusa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 

007 
007 
009 
009 
009 
009 
009 
011 

3500 6873 
3600 3432 

110 7655 
210 7542 
220 4290 
300 6658 
400 4308 
100 4433 

011 200 
011 300 
013 301000 
013 305000 
013 306001 
013 307102 
013 307201 
013 307202 
013 307205 
013 310000 
013 311000 
013 312000 
013 313101 
013 313201 
013 314103 
013 314104 
013 314200 
013 315000 
013 316000 
013 334001 
013 335000 
013 336200 
013 351100 
013 352101 
013 352202 
013 357000 
013 358000 
013 364001 
013 365002 

4534 
4581 
3355 
6480 
8166 
5018 
3029 
4493 
7162 
4510 
4952 
2641 
7030 
7975 
5468 
7272 
6270 
3596 
1633 
4092 
3486 
9044 
8261 
3801 
2270 
3100 
5199 
5144 
4076 

2503 
1367 
3100 
3136 
1732 
2369 
1484 
1740 
1803 
1576 
1496 
2623. 
3320 
2022 
1064 
1807 
3475 
1578 
1902 
906 

2606 
3184 
2377 
2743 
2418 
1770 
404 

1921 
1635 
3878 

915 
1701 
987 

1716 
2271 
2014 
1211 

501 
168 
297 
287 
166 
225 
139 
253 
181 
283 
119 
197 
322 
170 
77 

165 
274 
243 
177 
93 

396 
293 
250 
381 
240 
131 
47 

162 
162 
326 
106 
351 
114 
155 
219 
173 
207 

• 
16.68% 
10.94% 
8.74% 
8.38% 
8.75% 
8.67% 
8.56% 

12.69% 
9.12% 

15.22% 
7.37% 
6.99% 
8.84% 
7.76% 
6.75% 
8.37% 
7.31% 

13.34% 
8.51% 
9.31% 

13.19% 
8.43% 
9.52% 

12.20% 
9.03% 
6.89% 

10.42% 
7.78% 
9.02% 
7.75% 

10.38% 
17.11% 
10.35% 
8.28% 
8.80% 
7.91% 

14.60% 

3559 
1781 
3984 
4001 
2226 
3040 
1900 
2865 
2772 
2725 
1848 
3213 
4241 
2520 
1296 
2283 
4288 
2231 
2412 
1170 
3672 
4029 
3083 
3779 
3102 
2163 

535 
2395 
2097 
4833 
1210 
2618 
1304 
2164 
2898 
2519 
1761 

2786 
1521 
3353 
3392 
1873 
2562 
1605 
2253 
2335 
2041 
1563 
2741 
3470 
2113 
1112 
1888 
3632 
1649 
1988 
947 

2723 
3327 
2484 
2867 
2527 
1850 
422 

2008 
1709 
4053 
956 

1778 
1031 
1793 
2373 
2105 
1266 

773 
259 
631 
609 
352 
478 
295 
612 
437 
684 
285 
472 
771 
407 
184 
395 
656 
582 
424 
223 
948 
702 
599 
912 
575 
314 
113 
388 
388 
781 
254 
840 
273 
371 
524 
414 
496 

21.72% YES 
14.56% YES 
15.83% YES 
15.23% YES 
15.84% YES 
15.72% YES 
15.53% YES 
21.35% YES 
15.78% YES 
25.10% YES 
15.42% YES 
14.68% YES 
18.18% YES 
16.15% YES 
14.22% YES 
17.30% YES 
15.30% YES 
26.08% YES 
17.58% YES 
19.04% YES 
25.83% YES 
17.41% YES 
19.42% YES 
24.14% YES 
18.53% YES 
14.50% YES 
21.05% YES 
16.19% YES 
18.50% YES 
16.15% YES 
20.98% YES 
32.10% YES 
20.93% YES 
17.15% YES 
18.10% YES 
16.45% YES 
28.14% YES 

• 

• 

• 



• 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
Contra Costa 
ElDorado 
ElDorado 
ElDorado 
ElDorado 
ElDorado 
ElDorado 
ElDorado 
ElDorado 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno· 
Fresno 
Fresno 

013 366001 4632 
013 366002 5856 
013 367100 5326 
013 367200 4372 
013 368000 9324 
013 369001 7065 
013 371000 5266 
013 373000 4290 
013 374000 
013 375000 
013 376000 
013 377000 
013 379000 
013 381000 

4517 
4502 
5959 
7596 
6329 
6222 

013 382000 7256 
013 389200 1645 
017 30101 283 
017 30102 4088 
017 30200 5072 
017 30300 5805 
017 30402 
017 30602 
017 30901 
017 31200 
019 100 
019 200 
019 300 
019 400 
019 500 
019 600 
019 700 
019 800 
019 900 
019 1000 
019 1100 
019 1201 
019 1202 

4155 
5786 
2726 
4824 
2613 
2708 
3472 
5495 
7372 
6769 
4110 

833 
6095 
3813 
2662 
5207 
4213 

1889 
2263 
2312 
1517 
2817 
2496 
2607 
1482 
1890 
1443 
1923 
2708 
1879 
2168 
2981 

905 
150 

1979 
2400 
3012 
2082 
2434 
1337 
2153 

52 
682 
893 

1389 
1713 
1464 
1171 

155 
1254 
836 
666 

1394 
1197 

173 
163 
221 
225 
323 
323 
202 
207 
136 
246 
238 
440 
318 
238 
371 

70 
21 

147 
193 
300 
188 
281 

98 
219 

32 
247 
286 
390 
569 
788 
327 

33 
390 
222 
186 
323 
186 

• 
8.39% 
6.72% 
8.72% 

12.92% 
10.29% 
11.46% 
7.19% 

12.26% 
6.71% 

14.56% 
11.01% 
13.98% 
14.47% 
9.89% 

11.07% 
7.18% 

12.28% 
6.91% 
7.44% 
9.06% 
8.28% 

10.35% 
6.83% 
9.23% 

38.10% 
26.59% 
24.26% 
21.92% 
24.93% 
34.99% 
21.83% 
17.55% 
23.72% 
20.98% 
21.83% 
18.81% 
13.45% 

2388 
2755 
2945 
2124 
3717 
3382 
3208 
2044 
2301 
2097 
2580 
3884 
2725 
2836 
4004 
1113 
217 

2546 
3124 
4063 
2761 
3378 
1717 
2915 

117 
1249 
1574 
2357 
3052 
3104 
1985 
246 

2191 
1398 
1129 
2254 
1785 

1974 
2365 
2416 
1585 
2944 
2608 
2724 
1549 
1975 
1508 
2010 
2830 
1964 
2266 
3115 

946 
166 

2185 
2650 
3325 
2299 
2687 
1476 
2377 

64 
843 

1104 
1717 
2118 
1810 
1448 

192 
1550 
1033 
823 

1723 
1480 

414 
390 
529 
539 
773 
773 
484 
496 
326 
589 
570 

1054 
761 
570 
888 
168 
52 

361 
474 
737 
462 
691 
241 
538 

53 
406 
470 
640 
934 

1294 
537 

54 
640 
365 
305 
530 
305 

17.35% YES 
14.17% YES 
17.97% YES 
25.36% YES 
20.81% YES 
22.87% YES 
15.08% YES 
24.25% YES 
14.15% YES 
28.09% YES 
22.09% YES 
27.13% YES 
27.94% YES 
20.10% YES 
22.19% YES 
15.06% YES 
23.76% YES 
14.19% YES 
15.18% YES 
18.15% YES 
16.74% YES 
20.45% YES 
14.03% YES 
18.46% YES 
44.97% YES 
32.48% YES 
29.84% YES 
27.16% YES 
30.61% YES 
41.69% YES 
27.05% YES 
22.04% YES 
29.23% YES 
26.07% YES 
27.06% YES 
23.53% YES 
17.11% YES 

• 

• 

• 



• 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno '
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 

019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 

1301 5981 
1302 8577 
1405 6554 
1500 2426 
1600 4468 
1800 4441 
1900 2645 
2000 5950 
2100 5590 
2400 4820 
2501 5210 
2502 5092 
2601 6074 
2602 3336 
2701 4253 
2702 6106 
2800 5142 
2901 8036 
2902 8061 
3001 3133 
3201 4089 
3202 5150 
3300 7934 
3400 5006 
3500 5489 
3700 7938 
3900 5508 
4000 9539 
4601 2634 
4703 3983 
4704 5123 
4800 8502 
5100 5337 
5202 3661 
5301 5404 
5304 5023 
5403 4524 

1553 
1888 
1972 
728 

1580 
1540 
965 

1617 
1927 
1171 
1212 
927 

1455 
1024 
1288 
1483 
1127 
2554 
2033 
1138 
1434 
1859 
2732 
1406 
2218 
2818 
1899 
3220 
1102 
1390 
1458 
2872 
2106 
1067 
1942 
2519 
1723 

350 
565 
407 
187 
314 
211 
162 
524 
310 
269 
339 
349 
348 
165 
265 
388 
203 
396 
478 
151 
207 
242 
380 
237 
333 
386 
320 
525 
136 
216 
262 
399 
291 
209 
282 
324 
302 

• 
18.39% 
23.03% 
17.11% 
20.44% 
16.58% 
12.05% 
14.37% 
24.47% 
13.86% 
18.68% 
21.86% 
27.35% 
19.30% 
13.88% 
17.06% 
20.74% 
15.26% 
13.42% 
19.04% 
11.71% 
12.61% 
11.52% 
12.21% 
14.42% 
13.05% 
12.05% 
14.42% 
14.02% 
10.99% 
13.45% 
15.23% 
12.20% 
12.14% 
16.38% 
12.68% 
11.40% 
14.91% 

2495 
3262 
3106 
1207 
2469 
2250 
1459 
2859 
2891 
1889 
2055 
1719 
2370 
1537 
2027 
2470 
1727 
3808 
3298 
1655 
2113 
2695 
4001 
2127 
3289 
4117 
2873 
4843 
1586 
2073 
2233 
4206 
3081 
1662 
2864 
3646 
2626 

1920 
2334 
2438 
900 

1953 
1904 
1193 
1999 
2382 
1448 
1498 
1146 
1799 
1266 
1592 
1833 
1393 
3157 
2513 
1407 
1773 
2298 
3377 
1738 
2742 
3484 
2348 
3981 
1362 
1718 
1802 
3550 
2603 
1319 
2401 
3114 
2130 

575 
928 
668 
307 
516 
346 
266 
860 
509 
442 
557 
573 
571 
271 
435 
637 
333 
650 
785 
248 
340 
397 
624 
389 
547 
634 
525 
862 
223 
355 
430 
655 
478 
343 
463 
532 
496 

23.04% YES 
28.44% YES 
21.51% YES 
25.44% YES 
20.88% YES 
15.40% YES 
18.23% YES 
30.09% YES 
17.61% YES 
23.38% YES 
27.09% YES 
33.34% YES 
24.11% YES 
17.63% YES 
21.46% YES 
25.79% YES 
19.31% YES 
17.08% YES 
23.80% YES 
14.98% YES 
16.09% YES 
14.74% YES 
15.59% YES 
18.29% YES 
16.63% YES 
15.39% YES 
18.29% YES 
17.80% YES 
14.08% YES 
17.11% YES 
19.27% YES 
15.58% YES 
15.51% YES 
20.65% YES 
16.17% YES 
14.59% YES 
18.88% YES 

• 

• 

• 



• 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Fresno 
Glenn 
Glenn 
Glenn 
Humboldt 
Humboldt 
Humboldt 
Humboldt 
Imperial 
Imperial 
Imperial 

019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 
019 

5408 870 
6000 6602 
6100 5695 
6200 8232 
6500 8767 
6601 9121 
6602 5565 
6700 4991 
6801 9907 
6802 3559 
6900 2720 
7002 4321 
7100 6871 
7300 4991 
7400 2877 
7500 4930 
7600 4469 
7700 4803 
7800 13105 
7900 2893 
8000 5500 
8100 4854 
8200 7463 
8301 3936 

019 8302 6092 
019 8401 7059 
019 8402 2275 
021 10200 4205 
021 10300 2234 
021 10501 3245 
023 100 4267 
023 200 6027 
023 1000 5348 
023 10101 2633 
025 10100 9586 
025 10200 2607 
025 10300 998 

255 
2564 
2066 
2601 
2530 
3114 
1486 
1831 
3170 
1090 
957 

1506 
2215 
1936 
1061 
1654 
1537 
1464 
2714 
986 

1989 
1757 
2205 
1075 
1927 
2103 

649 
1771 

841 
1238 
1862 
2244 
2728 
758 

1547 
857 
381 

427 
341 
424 
755 
759 

1062 
681 
311 
990 
311 
193 
275 
562 
273 
200 
282 
264 
290 
875 
219 
254 
363 
692 
478 
801 
556 
213 
213 
95 

192 
259 
321 
383 
243 
229 
198 
40 

• 
62.61% 
11.74% 
17.03% 
22.50% 
23.08% 
25.43% 
31.43% 
14.52% 
23.80% 
22.20% 
16.78% 
15.44% 
20.24% 
12.36% 
15.86% 
14.57% 
14.66% 
16.53% 
24.38% 
18.17% 
11.32% 
17.12% 
23.89% 
30.78% 
29.36% 
20.91% 
24.71% 
10.74% 
10.15% 
13.43% 
12.21% 
12.51% 
12.31% 
24.28% 
12.89% 
18.77% 
9.50% 

1016 
3730 
3250 
4455 
4374 
5593 
2955 
2774 
5544 
1858 
1500 
2313 
3661 
2842 
1640 
2508 
2334 
2286 
4792 

I 1579 
2876 
2768 
3862 
2114 
3697 
3513 
1152 
2194 
1031 
1609 
2159 
2614 
3168 
1056 
2693 
1732 
608 

315 
3170 
2554 
3215 
3128 
3850 
1837 
2264 
3919 
1347 
1183 
1862 
2738 
2393 
1312 
2045 
1900 
1810 
3355 
1219 
2459 
2172 
2726 
1329 
2382 
2600 
802 

1820 
864 

1273 
1827 
2202 
2676 

744 
1921 
1064 
473 

701 
560 
696 

1240 
1246 
1744 
1118 
511 

1626 
511 
317 
452 
923 
448 
328 
463 
433 
476 

1437 
360 
417 
596 

1136 
785 

1315 
913 
350 
374 
167 
337 
333 
412 
492 
312 
772 
668 
135 

68.98% YES 
15.01% YES 
21.42% YES 
27.83% YES 
28.49% YES 
31.18% YES 
37.84% YES 
18.41% YES 
29.32% YES 
27.48% YES 
21.13% YES 
19.52% YES 
25.21% YES 
15.77% YES 
20.02% YES 
18.46% YES 
18.58% YES 
20.83% YES 
29.98% YES 
22.78% YES 
14.50% YES 
21.53% YES 
29.42% YES 
37.13% YES 
35.57% YES 
25.99% YES 
30.36% YES 
17.03% YES 
16.16% YES 
20.93% YES 
15.41% YES 
15.77% YES 
15.53% YES 
29.56% YES 
28.68% YES 
38.56% YES 
22.19% YES 

• 

• 

• 



• 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Imperial 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 

025 10400 6520 
025 10500 5001 
025 10600 6156 
025 10700 4419 
025 10800 1485 
025 10900 6433 
025 11000 7787 
025 111 00 3660 
025 11201 3378 
025 11202 4731 
025 11300 6658 
025 11400 4212 
025 11500 6648 
025 11600 6976 
025 11700 5260 
025 11900 3938 
025 12000 9360 
025 12100 7020 
025 12200 7691 
025 12302 2128 
025 12400 1653 
025 12500 3387 
029 200 7543 
029 400 4188 
029 600 7026 
029 1102 6096 
029 1103 3854 
029 1201 3120 
029 1202 5761 
029 1300 7194 
029 
029 
029 
029 
029 
029 
029 

1400 7321 
1500 2732 
1600 1630 
2000 6197 
2100 3724 
2200 5707 
2301 7693 

1767 
1911 
2358 
1315 
538 

2313 
3219 
1148 
1416 
1557 
1761 
1099 
1661 
2285 
2103 
1255 
3100 
1988 
2413 

493 
258 
865 

2518 
1107 
2049 
1781 
959 
819 

1434 
1644 
1764 
650 
428 

1539 
913 

1328 
2248 

458 
274 
232 
239 

56 
264 
261 
144 
123 
305 
346 
309 
382 
296 
171 
228 
332 
430 
512 

78 
52 

189 
426 
326 
367 
338 
266 
268 
474 
546 
554 
252 

74 
306 
286 
369 
456 

• 
20.58% 
12.54% 
8.96% 

15.38% 
9.43% 

10.24% 
7.50% 

11.15% 
7.99% 

16.38% 
16.42% 
21.95% 
18.70% 
11.47% 
7.52% 

15.37% 
9.67% 

17.78% 
17.50% 
13.66% 
16.77% 
17.93% 
14.47% 
22.75% 
15.19% 
15.95% 
21.71% 
24.66% 
24.84% 
24.93% 
23.90% 
27.94% 
14.74% 
16.59% 
23.85% 
21.74% 
16.86% 

3739 
3297 
3710 
2439 
857 

3762 
4877 
1911 
2173 
2962 
3354 
2407 
3351 
3835 
3188 
2327 
4969 
3919 
4723 

875 
496 

1712 
4112 
2039 
3380 
2970 
1739 
1553 
2727 
3131 
3306 
1298 
702 

2589 
1710 
2409 
3797 

2194 
2373 
2928 
1633 
668 

. 2872 
3997 
1425 
1758 
1933 
2186 
1365 
2062 
2837 
2611 
1558 
3849 
2468 
2996 

612 
320 

1074 
3403 
1496 
2769 
2407 
1296 
1107 
1938 
2222 
2384 
878 
578 

2080 
1234 
1795 
3038 

1545 
924 
783 
806 
189 
891 
880 
486 
415 

1029 
1167 
1042 
1289 
998 
577 
769 

1120 
1450 
1727 
263 
175 
638 
709 
543 
611 
563 
443 
446 
789 
909 
923 
420 
123 
510 
476 
614 
759 

41.32% YES 
28.03% YES 
21.09% YES 
33.06% YES 
22.05% YES 
23.67% YES 
18.05% YES 
25.42% YES 
19.09% YES 
34.73% YES 
34.80% YES 
43.31% YES 
38.45% YES 
26.03% YES 
18.09% YES 
33.05% YES 
22.54% YES 
37.01% YES 
36.57% YES 
30.06% YES 
35.38% YES 
37.25% YES 
17.25% YES 
26.63% YES 
18.08% YES 
18.95% YES 
25.47% YES 
28.74% YES 
28.94% YES 
29.04% YES 
27.90% YES 
32.33% YES 
17.56% YES 
19.68% YES 
27.85% YES 
25.51% YES 
20.00% YES 

• 

• 

• 



• 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 
Kern 

029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 
029 

2302 2541 
2500 7117 
2600 3183 
2700 5194 
2815 4085 
2900 6662 
3000 6629 
3103 3551 
3121 7359 
3122 7239 
3303 1495 
3400 3557 
3500 5690 
3700 3038 
3900 3122 
4000 4279 
4101 4192 
4102 5315 
4200 1060 
4301 3810 
4401 6610 
4402 5065 
4500 3418 
4602 10977 
4700 10135 
4800 7939 
4901 5552 
4902 8106 
5000 9561 
5300 1800 
5504 68 
5900 3266 
6201 2458 
6202 1790 
6301 3954 
6302 8991 
6401 7425 

633 
1628 

981 
1900 
1677 
2295 
1824 
1062 
2648 
2585 

494 
1078 
2072 
1033 

222 
1133 
1393 
1231 
260 

1278 
2106 
1420 
1079 
1593 
2531 
1592 
1422 
2519 
2928 
318 

5 
1080 
738 
555 
990 

2271 
2236 

132 
570 
229 
341 
227 
318 
353 
248 
353 
385 

69 
252 
283 
146 
39 

384 
209 
415 

45 
249 
475 
606 
307 
545 
821 

1022 
768 
914 

1029 
45 

6 
182 
102 
133 
359 

1081 
496 

• 
17.25% 
25.93% 
18.93% 
15.22% 
11.92% 
12.17% 
16.21% 
18.93% 
11.76% 
12.96% 
12.26% 
18.95% 
12.02% 
12.38% 
14.94% 
25.31% 
13.05% 
25.21% 
14.75% 
16.31% 
18.40% 
29.91% 
22.15% 
25.49% 
24.49% 
39.10% 
35.07% 
26.62% 
26.00% 
12.40% 
54.55% 
14.42% 
12.14% 
19.33% 
26.61% 
32.25% 
18.16% 

1075 
3149 
1707 
3135 
2644 
3631 
3053 
1848 
4166 
4134 

782 
1876 
3271 
1639 
365 

2171 
2231 
2355 

426 
2142 
3637 
2928 
1969 
3060 
4788 
3853 
3201 
4926 
5670 

505 
17 

1763 
1167 
971 

1936 
4869 
3848 

855 
2200 
1326 
2568 
2266 
3101 
2465 
1435 
3578 
3493 

668 
1457 
2800 
1396 
300 

1531 
1882 
1664 
351 

1727 
2846 
1919 
1458 
2153 
3420 
2151 
1922 
3404 
3957 
430 

7 
1460 
997 
750 

1338 
3069 
3022 

220 
949 
381 
568 
378 
530 
588 
413 
588 
641 
115 
420 
471 
243 

65 
639 
348 
691 

75 
415 
791 

1009 
511 
908 

1367 
1702 
1279 
1522 
1714 

75 
10 

303 
170 
221 
598 

1800 
826 

20.44% YES 
30.14% YES 
22.34% YES 
18.11% YES 
14.30% YES 
14.58% YES 
19.26% YES 
22.35% YES 
14.11% YES 
15.51% YES 
14.68% YES 
22.36% YES 
14.41% YES 
14.83% YES 
17.80% YES 
29.46% YES 
15.60% YES 
29.35% YES 
17.58% YES 
19.36% YES 
21.75% YES 
34.46% YES 
25.96% YES 
29.66% YES 
28.56% YES 
44.17% YES 
39.96% YES 
30.90% YES 
30.22% YES 
14.85% YES 
59.66% YES 
17.19% YES 
14.55% YES 
22.80% YES 
30.88% YES 
36.97% YES 
21.47% YES 

• 

• 

• 



• 
Kern 
Kings 
Kings 
Kings 
Kings 
Kings 
Kings 
Kings 
Kings 
Kings 
Kings 
Kings 
Lake 
Lake 
Lake 
Lake 
Lake 
Lake 
Lake 
Lake 
Lassen 
Lassen 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

029 
031 
031 
031 
031 
031 
031 
031 
031 
031 
031 
031 
033 
033 
033 

6402 8557 
300 5753 
405 5764 
500 4394 
800 4811 
900 7681 

1002 4188 
1100 5993 
1300 3020 
1400 9462 
1601 4554 
1701 14762 
400 5690 
500 . 5533 
600 4014 

033 700 
033 800 
033 1000 
033 1100 
033 1300 
035 40100 
035 40200 
037 101210 
037 101220 
037 104103 
037 104107 

. 037 104202 
037 104310 
037 104320 
037 104401 
037 104610 
037 104620 
037 104701 
037 104702 
037 104820 
037 106114 
037 106404 

6760 
6616 
5723 
3579 
6050 
5554 
2900 
5993 
3101 
3840 

548 
7809 
3215 
5656 
4584 
3600 
3417 
4168 
6262 
5389 
5095 
4833 

2485 
879 

2182 
1566 
1765 
2523 
1245 
1539 
916 

1399 
1401 
2583 
2263 
1644 
1083 
1781 
1683 
2286 
1676 
2307 

536 
949 

2468 
1263 
1460 
294 

2707 
893 

1753 
1401 
1231 
1061 
945 

2291 
1652 
1889 
1541 

775 
193 
347 
290 
302 
601 
338 
520 
221 
336 
436 
804 
295 
277 
190 
261 
360 
295 
214 
265 
101 
175 
383 
161 
215 

33 
333 
108 
315 
205 
166 
159 
222 
262 
197 
237 
212 

• 
23.77% 
18.00% 
13.72% 
15.63% 
14.61% 
19.24% 
21.35% 
25.25% 
19.44% 
19.37% 
23.73% 
23.74% 
11.53% 
14.42% 
14.93% 
12.78% 
17.62% 
11.43% 
11.32% 
10.30% 
15.86% 
15.57% 
13.43% 
11.31% 
12.84% 
10.09% 

·10.95% 
10.79% 
15.23% 
12.76% 
11.88% 
13.03% 
19.02% 
10.26% 
10.65% 
11.15% 
12.09% 

4649 
1440 
3384 
2488 
2768 
4201 
2133 
2784 
1529 
2334 
2480 
4573 
2829 
2153 
1430 
2272 
2324 
2853 
2088 
2828 

789 
1391 
3316 
1641 
1943 
375 

3497 
1151 
2424 
1862 
1614 
1416 
1390 
2928 
2124 
2448 
2027 

3358 
1162 
2884 
2070 
2333 
3335 
1646 
2034 
1211 
1849 
1852 
3414 
2367 
1720 
1133 
1863 
1760 
2391 
1753 
2413 
622 

1102 
2702 
1383 
1599 
322 

2964 
978 

1919 
1534 
1348 
1162 
1035 
2508 
1809 
2068 
1687 

1291 
278 
500 
418 
435 
866 
487 
749 
318 
484 
628 

1159 
462 
434 
298 
409 
564 
462 
335 
415 
167 
289 
613 
258 
344 

53 
533 
173 
504 
328 
266 
255 
356 
420 
315 
380 
340 

27.76% YES 
19.31% YES 
14.77% YES 
16.80% YES 
15.72% YES 
20.61% YES 
22.84% YES 
26.92% YES 
20.82% YES 
20.75% YES 
25.33% YES 
25.34% YES 
16.33% YES 
20.14% YES 
20.80% YES 
17.99% YES 
24.25% YES 
16.19% YES 
16.05% YES 
14.67% YES 
21.13% YES 
20.77% YES 
18.50% YES 
15.72% YES 
17.72% YES 
14.10% YES 
15.25% YES 
15.03% YES 
20.81% YES 
17.63% YES 
16.47% YES 
17.98% YES 
25.57% YES 
14.33% YES 
14.85% YES 
15.51% YES 
16.75% YES 

• 

• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 106510 3651 
037 106520 5717 
037 107020 4258 
037 115102 5639 
037 115202 4674 
037 115302 4802 
037 117406 6894 
037 117510 4136 
037 119310 3108 
037 119330 5824 
037 120010 3457 
037 120030 2779 
037 120101 7527 
037 121010 4535 
037 121210 4853 
037 121220 4110 
037 121800 7451 
037 122000 5077 
037 122110 5421 
037 122200 5607 
037 122410 4041 
037 123010 4507 
037 123020 3317 
037 123203 4127 
037 123204 3355 
037 123420 4512 
037 123510 4872 
037 123602 3461 
037 124101 7509 
037 124102 4101 
037 124202 6261 
037 124300 4319 
037 124901 6058 
037 125320 4425 
037 125500 5948 
037 127520 3534 
037 127602 6490 

1324 
1941 
1450 
2070 
2417 
1531 
2335 
1094 
1183 
2020 
1171 
932 

2676 
1577 
1579 
1490 
2375 
1990 
1808 
2053 
1275 
1639 
1181 
1265 
1109 
1620 
1908 
1674 
2920 
1755 
2274 
1725 
3166 
1808 
3315 
1061 
2591 

163 
316 
172 

1920 
306 
210 
275 
274 
134 
237 
165 
112 
468 
240 
230 
322 
449 
294 
254 
247 
142 
258 
158 
241 
161 
200 
272 
193 
331 
230 
353 
209 
402 
215 
499 
161 
295 

• 
10.96% 
14.00% 
10.60% 
48.12% 

. 11.24% 
12.06% 
10.54% 
20.03% 
10.17% 
10.50% 
12.35% 
10.73% 
14.89% 
13.21% 
12.71% 
17.77% 
15.90% 
12.87% 
12.32% 
10.74% 
10.02% 
13.60% 
11.80% 
16.00% 
12.68% 
10.99% 
12.48% 
10.34% 
10.18% 
11.59% 
13.44% 
10.81% 
11.27% 
10.63% 
13.08% 
13.18% 
10.22% 

1711 
2631 
1863 
5341 
3136 
2013 
2997 
1637 
1510 
2591 
1546 
1200 
3679 
2111 
2097 
2147 
3319 
2650 
2386 
2643 
1623 
2208 
1546 
1771 
1472 
2094 
2525 
2142 
3727 
2290 
3055 
2223 
4110 
2324 
4429 
1420 
3309 

1450 
2125 
1588 
2266 
2646 
1676 
2557 
1198 
1295 
2212 
1282 
1020 
2930 
1727 
1729 
1631 
2600 
2179 
1980 
2248 
1396 
1795 
1293 
1385 
1214 
1774 
2089 
1833 
3197 
1922 
2490 
1889 
3466 
1980 
3630 
1162 
2837 

261 
506 
275 

3075 
490 
336 
440 
439 
215 
380 
264 
179 
749 
384 
368 
516 
719 
471 
407 
396 
227 
413 
253 
386 
258 
320 
436 
309 
530 
368 
565 
335 
644 
344 
799 
258 
472 

15.26% YES 
19.23% YES 
14.79% YES 
57.57% YES 
15.62% YES 
16.71% YES 
14.69% YES 
26.81% YES 
14.21% YES 
14.65% YES 
17.09% YES 
14.95% YES 
20.37% YES 
18.21% YES 
17.56% YES 
24.02% YES 
21.66% YES 
17.77% YES 
17.05% YES 
14.96% YES 
14.01% YES 
18.72% YES 
16.37% YES 
21.79% YES 
17.52% YES 
15.30% YES 
17.25% YES 
14.43% YES 
14.22% YES 
16.09% YES 
18.50% YES 
15.05% YES 
15.66% YES 
14.82% YES 
18.04% YES 
18.16% YES 
14.28% YES 

• 

• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

. Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 127910 4898 
037 127920 4078 
037 128100 8145 
037 128210 5194 
037 128600 6168 . 
037 131800 4664 
037 134304 2977 
037 134305 4142 
037 134710 5229 
037 134720 4490 
037 181600 5662 
037 183220 4363 
037 183510 2900 
037 183520 4138 
037 183810 4582 
037 183820 3784 
037 185310 3364 
037 186401 6239 
037 189400 2825 
037 189500 4473 
037 190100 5364 
037 190200 6177 
037 190301 5676 
037 190510 4189 
037 190520 4326 
037 190800 6310 
037 190901 4930 
037 190902 4621 
037 191000 3036 
037 191110 3818 
037 191120 4768 
037 191201 4774 
037 191204 2543 
037 191410 4957 
037 191500 5756 
037 191610 5009 
037 191620 2683 

1687 
1546 
3015 
1711 
2739 
1864 
1203 
1429 
1864 
2183 
2340 
1418 
1025 
1300 
1384 
1203 
1158 
1819 
1870 
2786 
3074 
2839 
2449 
1341 
1418 
2126 
1630 
1617 
1311 
1187 
1587 
1783 
986 

1616 
1869 
1933 
857 

267 
188 
419 
344 
314 
264 
202 
207 
362 
322 
280 
164 
115 
183 
219 
220 
182 
236 
211 
311 
365 
444 
425 
156 
236 
483 
305 
237 
169 
182 
278 
226 
154 
285 
250 
245 
139 

• 
13.66% 
10.84% 
12.20% 
16.74% 
10.28% 
12.41% 
14.38% 
12.65% 
16.26% 
12.85% 
10.69% 
10.37% 
10.09% 
12.34% 
13.66% 
15.46% 
13.58% 
11.48% 
10.14% 
10.04% 
10.61% 
13.52% 
14.79% 
10.42% 
14.27% 
18.51% 
15.76% 
12.78% 
11.42% 
13.29% 
14.91% 
11.25% 
13.51% 
14.99% 
11.80% 
11.25% 
13.96% 

2275 
1994 
3972 
2424 
3502 
2464 
1641 
1896 
2621 
2906 
3010 

. 1815 
1306 
1716 
1866 
1669 
1559 
2370 
2385 
3548 
3950 
3819 
3362 
1718 
1931 
3101 
2273 
2150 
1706 
1591 
2183 
2314 
1326 
2226 
2447 
2509 
1161 

1847 
1693 
3301 
1873 
2999 
2041 
1317 
1565 
2041 
2390 
2562 
1553 
1122 
1423 
1515 
1317 
1268 
1992 
2047 
3050 
3366 
3108 
2681 
1468 
1553 
2328 
1785 
1770 
1435 
1300 
1738 
1952 
1080 
1769 
2046 
2116 
938 

428 
301 
671 
551 
503 
423 
323 
332 
580 
516 
448 
263 
184 
293 
351 
352 
291 
378 
338 
498 
585 
711 
681 
250 
378 
774 
488 
380 
271 
291 
445 
362 
247 
456 
400 
392 
223 

18.80% YES 
15.10% YES 
16.89% YES 
22.72% YES 
14.36% YES 
17.16% YES 
19.72% YES 
17.48% YES 
22.12% YES 
17.75% YES 
14.90% YES 
14.47% YES 
14.10% YES 
17.07% YES 
18.79% YES 
21.10%YES 
18.69% YES 
15.95% YES 
14.17% YES 
14.04% YES 
14.80% YES 
18.62% YES 
20.24% YES 
14.54% YES 
19.58% YES 
24.94% YES 
21.49% YES 
17.65% YES 
15.86% YES 
18.32% YES 
20.40% YES 
15.64% YES 
18.60% YES 
20.51% YES 
16.36% YES 
15.64% YES 
19.17% YES 

• 

• 

• 



• • • 
Los Angeles 037 191710 3384 1179 232 16.44% 1662 1291 372 22.35% YES 
Los Angeles 037 191720 4093 1444 257 15.11% 1993 1581 412 20.66% YES 
Los Angeles 037 191820 3215 1267 211 14.28% 1725 1387 338 19.59% YES 
Los Angeles 037 192520 5454 2214 257 10.40% 2836 2424 412 14.51% YES 
Los Angeles 037 192610 4742 1750 201 10.30% 2238 1916 322 14.38% YES 
Los Angeles 037 192620 4253 1293 222 14.65% 1771 1416 356 20.07% YES 
Los Angeles 037 195400 4575 2448 304 11.05% 3167 2680 487 15.37% YES 
Los Angeles 037 195600 3553 1358 183 11.88% 1780 1487 293 16.47% YES 
Los Angeles 037 195710 4978 1482 398 21.17% 2260 1623 637 28.20% YES 
Los Angeles 037 195720 3233 1185 188 13.69% 1599 1297 301 18.83% YES • Los Angeles 037 195801 6087 2486 377 13.17% 3326 2722 604 18.15% YES 
Los Angeles 037 195802 2909 1088 259 19.23% 1606 1191 415 25.83% YES 
Los Angeles 037 197300 4679 1823 214 10.51% 2339 1996 343 14.65% YES 
Los Angeles 037 197410 2953 1551 191 10.96% 2004 1698 306 15.26% YES 
Los Angeles 037 197420 4165 1711 220 11.39% 2226 1873 352 15.83% YES 
Los Angeles 037 197600 2984 1182 132 10.05% 1506 1294 211 14.04% YES 
Los Angeles 037 199110 2644 897 192 17.63% 1290 982 307 23.84% YES 
Los Angeles 037 199120 3561 1021 225 18.06% 1478 1118 360 24.38% YES 
Los Angeles 037 199201 4444 1360 160 10.53% 1745 1489 256 14.68% YES 
Los Angeles 037 199202 3164 952 157 14.16% 1294 1042 251 19.43% YES 
Los Angeles 037 199300 4135 1582 218 12.11% 2081 1732 349 16.77% YES 
Los Angeles 037 199700 3298 1115 146 11.58% 1455 1221 234 16.07% YES 
Los Angeles 037 201110 1942 691 108 13.52% 930 757 173 18.61% YES 
Los Angeles 037 201120 5083 1661 206 11.03% 2149 1819 330 15.35% YES 
Los Angeles 037 201200 2655 935 115 10.95% 1208 1024 184 15.25% YES 
Los Angeles 037 201301 3678 1178 169 12.55% 1560 1290 271 17.34% YES 
Los Angeles 037 201401 4738 1589 187 10.53% 2039 1740 299 14.69% YES • Los Angeles 037 201504 2433 979 112 10.27% 1251 1072 179 14.33% YES 
Los Angeles 037 203100 4893 1140 299 20.78% 1727 1248 479 27.73% YES 
Los Angeles 037 203200 4961 1491 236 13.67% 2010 1632 378 18.80% YES 
Los Angeles 037 203500 3931 1152 251 17.89% 1663 1261 402 24.17% YES 
Los Angeles 037 203600 6554 1770 320 15.31% 2450 1938 512 20.91% YES 
Los Angeles 037 203710 3473 1111 146 11.61% 1450 1216 234 16.12% YES 
Los Angeles 037 203800 4898 1557 249 13.79% 2104 1705 399 18.96% YES 
Los Angeles 037 203900 3076 924 156 14.44% 1262 1012 250 19.80% YES 
Los Angeles 037 204110 3117 969 139 12.55% 1284 1061 223 17.34% YES 
Los Angeles 037 204120 2769 847 148 14.87% 1164 927 237 20.36% YES 



• • • 
Los Angeles 037 204200 3280 1009 163 13.91% 1366 1105 261 19.11% YES 
Los Angeles 037 204300 4995 1378 162 10.52% 1768 1509 259 14.67% YES 
Los Angeles 037 204420 3782 1191 155 11.52% 1552 1304 248 15.99% YES 
Los Angeles 037 204600 4083 1110 167 13.08% 1483 1215 267 18.04% YES 
Los Angeles 037 204700 4965 1544 228 12.87% 2056 1691 365 17.76% YES 
Los Angeles 037 204820 2321 732 105 12.54% 970 801 168 17.34% YES 
Los Angeles 037 204910 3223 838 196 18.96% 1231 918 314 25.49% YES 
Los Angeles 037 204920 2637 907 175 16.17% 1273 993 280 22.01% YES 
Los Angeles 037 205110 4098 1343 149 9.99% 1709 1470 239 13.96% YES 
Los Angeles 037 205120 3880 1071 220 17.04% 1525 1173 352 23.10% YES • Los Angeles 037 206010 3276 976 223 18.60% 1426 1069 357 25.05% YES 
Los Angeles 037 206030 898 306 48 13.56% 412 335 77 18.66% YES 
Los Angeles 037 206040 3391 1296 155 10.68% 1667 1419 248 14.89% YES 
Los Angeles 037 206050 2552 1038 138 11.73% 1358 1137 221 16.28% YES 
Los Angeles 037 206200 3467 765 837 52.25% 2178 838 1340 61.54% YES 
Los Angeles 037 206300 4995 1062 1338 55.75% 3306 1163 2143 64.82% YES 
Los Angeles 037 207100 5753 1632 217 11.74% 2134 1787 348 16.28% YES 
Los Angeles 037 207300 3804 847 205 19.49% 1256 927 328 26.15% YES 
Los Angeles 037 207710 1380 287 124 30.17% 513 314 199 38.72% YES 
Los Angeles 037 208000 4253 1211 285 19.05% 1782 1326 456 25.61% YES 
Los Angeles 037 208300 6893 2342 324 12.15% 3083 2564 519 16.83% YES 
Los Angeles 037 208400 5958 1923 252 11.59% 2509 2105 404 16.08% YES 
Los Angeles 037 208500 6418 2389 363 13.19% 3197 2616 581 18.18% YES 
Los Angeles 037 208610 4354 1718 196 10.24% 2195 1881 314 14.30% YES 
Los Angeles 037 208620 4734 1885 264 12.28% 2487 2064 423 17.00% YES 
Los Angeles 037 208720 3580 1287 266 17.13% 1835 1409 426 23.21% YES 
Los Angeles 037 208800 6450 2393 403 14.41% 3265 2620 645 19.76% YES •• Los Angeles 037 208903 4125 1326 182 12.07% 1743 1452 291 16.72% YES 
Los Angeles 037 209101 6739 2376 368 13.41% 3191 2601 589 18.47% YES 
Los Angeles 037 209401 3967 1375 213 13.41% 1847 1505 341 18.47% YES 
Los Angeles 037 209520 2801 1168 152 11.52% 1522 1279 243 15.99% YES 
Los Angeles 037 209810 2585 844 134 13.70% 1139 924 215 18.85% YES 
Los Angeles 037 209820 2708 919 210 18.60% 1343 1006 336 25.05% YES 
Los Angeles 037 211110 5779 2606 335 11.39% 3390 2853 536 15.83% YES 
Los Angeles 037 211200 6312 2368 412 14.82% 3253 2593 660 20.29% YES 
Los Angeles 037 211310 4197 1428 263 15.55% 1985 1564 421 21.22% YES 
Los Angeles 037 211320 3654 1242 176 12.41% 1642 1360 282 17.17% YES 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 211410 
037 211420 
037 211802 
037 211910 
037 211920 
037 212202 
037 212203 
037 212204 
037 212303 
037 212304 
037 212305 
037 212306 
037 212500 
037 212620 
037 212900 
037 213100 
037 213201 
037 213202 
037 213310 
037 213320 
037 213401 
037 213402 
037 214400 
037 216700 
037 216900 
037 218300 
037 218400 
037 218600 
037 218700 
037 218800 
037 218900 
037 219020 
037 219300 
037 219700 
037 219800 
037 220000 
037 220100 

3470 
4117 
4529 
4954 
6380 
4111 
2838 
3435 
3040 
2227 
3259 
3666 
6125 
4999 
4407 
2627 
3871 
4125 
3540 
2753 
5623 
5318 
2962 
3819 
5382 
5569 
5880 
3742 
4255 
2821 
5432 
4362 
3489 
3102 
4783 
5162 
2490 

1393 
1677 
1835 
2048 
2455 
1548 
1049 
1040 
1032 
1009 
1367 
1313 
2413 
1855 
1462 
1018 
1458 
1622 
1196 
864 

1884 
1852 
1976 
1770 
2709 
2001 
1858 
1276 
1521 
897 

1841 
1247 
1256 
1165 
1511 
1856 
1027 

160 
247 
227 
292 
418 
223 
183 
198 
162 
135 
187 
222 
301 
278 
357 
155 
166 
214 
144 
155 
391 
248 
240 
198 
338 
269 
300 
270 
202 
181 
360 
157 
215 
132 
217 
207 
145 

• 
10.30% 
12.84% 
11.01% 
12.48% 
14.55% 
12.59% 
14.85%; 
15.99% 
13.57% 
11.80% 
12.03% 
14.46% 
11.09% 
13.03% 
19.63% 
13.21% 
10.22% 
11.66% 
10.75% 
15.21% 
17.19% 
11.81% 
10.83% 
10.06% 
11.09% 
11.85% 
13.90% 
17.46% 
11.72% 
16.79% 
16.36% 
11.18% 
14.62% 
10.18% 
12.56% 
10.03% 
12.37% 

1781 
2232 
2373 
2710 
3357 
2052 
1442 
1456 
1389 
1321 
1796 
1793 
3124 
2476 
2172 
1363 
1862 
2119 
1540 
1194 
2689 
2425 
2548 
2255 
3507 
2622 
2515 
1829 
1989 
1272 
2592 
1617 
1720 
1487 
2002 
2364 
1357 

1525 
1836 
2009 
2242 
2688 
1695 
1149 
1139 
1130 
1105 
1497 
1438 
2642 
2031 
1601 
1115 
1596 
1776 
1309 
946 

2063 
2028 
2164 
1938 
2966 
2191 
2034 
1397 
1665 
982 

2016 
1365 
1375 
1276 
1654 
2032 
1124 

256 
396 
364 
468 
669 
357 
293 
317 
259 
216 
299 
356 
482 
445 
572 
248 
266 
343 
231 
248 
626 
397 
384 
317 
541 
431 
480 
432 
323 
290 
577 
251 
344 
211 
348 
332 
232 

14.38% YES 
17.72% YES 
15.32% YES 
17.26% YES 
19.94% YES 
17.40% YES 
20.33% YES 
21.78% YES 
18.67% YES 
16.37% YES 
16.67% YES 
19.83% YES 
15.43% YES 
17.98% YES 
26.32% YES 
18.21% YES 
14.28% YES 
16.18% YES 
14.97% YES 
20.79% YES 
23.29% YES 
16.38% YES 
15.09% YES 
14.06% YES 
15.43% YES 
16.43% YES 
19.10% YES 
23.63% YES 
16.27% YES 
22.79% YES 
22.24% YES 
15.55% YES 
20.02% YES 
14.22% YES 
17.36% YES 
14.03% YES 
17.12% YES 

• 

• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 221110 
037 221120 
037 221210 
037 221220 
037 221301 
037 221302 
037 221400 
037 221600 
037 221710 
037 221810 
037 221820 
037 221900 
037 222000 
037 222100 
037 222200 
037 222500 
037 222600 
037 224010 
037 224020 
037 224200 
037 224310 
037 224320 
037 224420 
037 224700 
037 226000 
037 226410 
037 227010 
037 228100 
037 228210 
037 228220 
037 228310 
037 228320 
037 228410 
037 228420 
037 228500 
037. 228600 
037 228710 

3836 
3358 
3209 
3613 
6069 
4472 
4350 
5036 
4694 
3138 
3167 
5612 
7314 
3738 
3878 
4437 
5428 
2602 
2354 
3067 
2282 
3249 
2430 
5230 
4232 
3990 
4297 
4929 
3404 
3904 
4774 
3112 
5270 
2840 
4506 
4667 
4031 

1128 
1159 
1414 
1237 
1989 
1412 
1109 
1615 
1502 
1008 
1347 
1923 
2533 
1247 
1371 
1548 
1621 
886 
778 

1004 
700 

1133 
905 

2091 
1337 
1135 
1340 
1354 
979 
976 

1498 
932 

1398 
792 

1350 
1249 
899 

281 
149 
158 
209 
477 
278 
499 
229 
241 
158 
269 
500 
399 
171 
222 
266 
325 
166 
94 

183 
132 
152 
101 
349 
565 
169 
190 
162 
200 
186 
281 
228 
219 
150 
191 
207 
185 

• 
19.94% 
11.39% 
10.05% 
14.45% 
19.34% 
16.45% 
31.03% 
12.42% 
13.83% 
13.55% 
16.65% 
20.64% 
13.61% 
12.06% 
13.94% 
14.66% 
16.70% 
15.78% 
10.78% 
15.42% 
15.87% 
11.83% 
10.04% 
14.30% 
29.71% 
12.96% 
12.42% 
10.69% 
16.96% 
16.01% 
15.80% 
19.66% 
13.54% 
15.92% 
12.39% 
14.22% 
17.07% 

1685 
1508 
1801 
1689 
2942 
1991 
2013 
2135 
2030 
1357 
1906 
2906 
3412 
1639 
1857 
2121 
2295 
1236 
1002 
1392 
978 

1484 
1153 
2848 
2369 
1513 
1771 
1742 
1392 
1366 
2090 
1386 
1881 
1107 
1784 
1699 
1281 

1235 
1269 
1548 
1354 
2178 
1546 
1214 
1768 
1645 
1104 
1475 
2105 
2773 
1365 
1501 
1695 
1775 
970 
852 

1099 
766 

1241 
991 

2289 
1464 
1243 
1467 
1482 
1072 
1069 
1640 
1020 
1531 
867 

1478 
1368 
984 

450 
239 
253 
335 
764 
445 
799 
367 
386 
253 
431 
801 
639 
274 
356 
426 
520 
266 
151 
293 
211 
243 
162 
559 
905 
271 
304 
259 
320 
298 
450 
365 
351 
240 
306 
332 
296 

26.71% YES 
15.83% YES 
14.05% YES 
19.82% YES 
25.97% YES 
22.36% YES 
39.69% YES 
17.18% YES 
19.01% YES 
18.65% YES 
22.61% YES 
27.55% YES 
18.73% YES 
16.71% YES 
19.15% YES 
20.09% YES 
22.68% YES 
21.51% YES 
15.02% YES 
21.05% YES 
21.62% YES 
16.40% YES 
14.03% YES 
19.62% YES 
38.20% YES 
17.88% YES 
17.18% YES 
14.89% YES 
23.01% YES 
21.80% YES 
21.53% YES 
26.35% YES 
18.64% YES 
21.69% YES 
17.15% YES 
19.51% YES 
23.14% YES 

• 

• 

• 



• • • 
Los Angeles 037 228720 4157 1141 212 15.67% 1589 1249 340 21.37% YES 
Los Angeles 037 228800 5354 1287 222 14.71% 1765 1409 356 20.15% YES 
Los Angeles 037 228900 3068 864 173 16.68% 1223 946 277 22.65% YES 
Los Angeles 037 229200 4313 1065 298 21.86% 1643 1166 477 29.04% YES 
Los Angeles 037 229300 4961 1467 273 15.69% 2043 1606 437 21.40% YES 
Los Angeles 037 229410 3274 1003 118 10.53% 1287 1098 189 14.68% YES 
Los Angeles 037 229420 4450 1140 208 15.43% 1581 1248 333 21.07% YES 
Los Angeles 037 231210 3523 1137 264 18.84% 1668 1245 423 25.35% YES 
Los Angeles 037 231220 3539 1034 218 17.41% 1481 1132 349 23.57% YES 
Los Angeles 037 231300 4561 1372 208 13.16% 1835 1502 333 18.15% YES • Los Angeles 037 231400 4256 1537 221 12.57% 2037 1683 354 17.38% YES 
Los Angeles 037 231500 4218 1318 374 22.10% 2042 1443 599 29.33% YES 
Los Angeles 037 231600 6364 1882 446 19.16% 2775 2061 714 25.74% YES 
Los Angeles 037 231710 4303 1139 274 19.39% 1686 1247 439 26.03% YES 
Los Angeles 037 231720 4194 1062 225 17.48% 1523 1163 360 23.66% YES 
Los Angeles 037 231800 5772 1817 224 10.98% 2348 1989 359 15.28% YES 
Los Angeles 037 231900 6092 1821 305 14.35% 2482 1994 488 19.68% YES 
Los Angeles 037 232110 2943 923 196 17.52% 1324 1011 314 23.70% YES 
Los Angeles 037 232120 3384 1058 136 11.39% 1376 1158 218 15.83% YES 
Los Angeles 037 232200 2877 999 215 17.71% 1438 1094 344 23.94% YES 
Los Angeles 037 232300 3924 1036 332 24.27% 1666 1134 532 31.91% YES 
Los Angeles 037 232400 6366 1991 331 14.25% 2710 2180 530 19.56% YES 
Los Angeles 037 232500 4249 1124 239 17.53% 1613 1231 383 23.72% YES 
Los Angeles 037 232600 5460 1620 313 16.19% 2275 1774 501 22.03% YES 
Los Angeles 037 232700 4614 1236 231 15.75% 1723 1353 370 21.47% YES 
Los Angeles 037 232800 4264 1219 290 19.22% 1799 1335 464 25.81% YES 
Los Angeles 037 234500 5373 1966 337 14.63% 2692 2153 540 20.05% YES • Los Angeles 037 234600 4813 1771 272 13.31% 2375 1939 436 18.34% YES 
Los Angeles 037 234700 3955 1426 176 10.99% 1843 1561 282 15.29% YES 
Los Angeles 037 234800 3314 1227 155 11.22% 1592 1343 248 15.60% YES 
Los Angeles 037 234900 7064 2025 541 21.08% 3084 2217 866 28.10% YES 
Los Angeles 037 235201 2666 974 208 17.60% 1400 1066 333 23.80% YES 
Los Angeles 037 235202 4783 1707 251 12.82% 2271 1869 402 17.70% YES 
Los Angeles 037 236100 5172 1623 280 14.71% 2225 1777 448 20.15% YES 
Los Angeles 037 236201 6289 1833 432 19.07% 2699 2007 692 25.64% YES 
Los Angeles 037 236202 5839 1858 444 19.29% 2745 2034 711 25.90% YES 
Los Angeles 037 236400 4375 1892 220 10.42% 2424 2072 352 14.54% YES 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 237100 6558 
037 237200 6071 
037 237300 5495 
037 237400 7899 
037 237500 3673 
037 237600 5750 
037 237710 3996 
037 237720 3457 
037 237800 4217 
037 238000 5887 
037 238100 4585 
037 238310 5281 
037 238320 4214 
037 238400 4160 
037 239200 6466 
037 239310 2635 
037 239320 2879 
037 239330 2648 
037 239500 5995 
037 239600 5167 
037 239700 5991 
037 239800 7563 
037 240010 3525 
037 240020 4273 
037 240200 5488 
037 240300 5945 
037 240400 5899 
037 240500 5896 
037 240600 4135 
037 240700 5240 
037 240800 3817 
037 240900 4678 
037 241000 5900 
037 241110 2653 
037 241120 5692 
037 241200 4835 
037 241300 2955 

2113 
1790 
1765 
2475 
953 

1600 
1331 
974 

1463 
2153 
1562 
1344 
959 

1530 
1791 

668 
753 
701 

1573 
1424 
1389 
1935 
672 

1069 
1571 
1495 
1461 
1476 
1035 
1428 
918 

1329 
1415 
656 

1404 
1410 
835 

323 
370 
321 
305 
221 
284 
213 
196 
206 
293 
254 
227 
284 
172 
340 
251 
121 
80 

345 
178 
253 
450 
160 
178 
279 
334 
325 
293 
234 
251 
209 
279 
346 
131 
223 
160 
168 

• 
13.26% 
17.13% 
15.39% 
10.97% 
18.82% 
15.07% 
13.80% 
16.75% 
12.34% 
11.98% 
13.99% 
14.45% 
22.85% 
10.11% 
15.95% 
27.31% 
13.84% 
10.24% 
17.99% 
11.11% 
15.41% 
18.87% 
19.23% 
14.27% 
15.08% 
18.26% 
18.20% 
16.56% 
18.44% 
14.95% 
18.54% 
17.35% 
19.65% 
16.65% 
13.71% 
10.19% 
16.75% 

2831 
2552 
2447 
3198 
1397 
2207 
1798 
1380 
1932 
2827 
2117 
1835 
1505 
1951 
2505 
1133 
1018 
896 

2275 
1844 
1926 
2839 

992 
1456 
2167 
2172 
2120 
2085 
1508 
1965 
1340 
1902 
2103 
928 

1894 
1800 
1183 

2314 
1960 
1932 
2710 
1043 
1752 
1457 
1066 
1602 
2357 
1710 
1472 
1050 
1675 
1961 
731 
824 
768 

1722 
1559 
1521 
2119 
736 

1170 
1720 
1637 
1600 
1616 
1133 
1564 
1005 
1455 
1549 
718 

1537 
1544 
914 

517 
593 
514 
488 
354 
455 
341 
314 
330 
469 
407 
364 
455 
275 
545 
402 
194 
128 
553 
285 
405 
721 
256 
285 
447 
535 
520 
469 
375 
402 
335 
447 
554 
210 
357 
256 
269 

18.27% YES 
23.22% YES 
21.01% YES 
15.27% YES 
25.33% YES 
20.61% YES 
18.97% YES 
22.74% YES 
17.08% YES 
16.60% YES 
19.21% YES 
19.81% YES 
30.22% YES 
14.12% YES 
21.73% YES 
35.47% YES 
19.03% YES 
14.30% YES 
24.29% YES 
15.46% YES 
21.04% YES 
25.38% YES 
25.83% YES 
19.59% YES 
20.62% YES 
24.63% YES 
24.55% YES 
22.50% YES 
24.85% YES 
20.45% YES 
24.98% YES 
23.49% YES 
26.34% YES 
22.61% YES 
18.85% YES 
14.23% YES 
22.74% YES 

• 

• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
LO!'i Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 241400 
037 242000 
037 242100 
037 242200 
037 242300 
037 242600 
037 242700 
037 243000 
037 243100 
037 265200 
o37 2o53o1 
037 265304 
037 265305 
037 269600 
037 272301 
037 275200 
037 275510 
037 275520 
037 276500 
037 277400 
037 291110 
037 291120 
037 291210 
037 293202 
037 294300 
037 294420 
037 294510 
037 294520 
037 294610 
037 294620 
037 294700 
037 294820 
037 294830 
037 294900 
037 296100 
037 296210 
037 296220 

4212 
3129 
2714 
5550 
3784 
4653 
4739 
5483 
4778 
6485 
7424 
3941 
2928 
6761 
3283 
4279 
2878 
2744 
3696 
4798 
3271 
2234 
4864 
6622 
7059 
3561 
4266 
3609 
3875 
3931 
3270 
3572 
3257 
3262 
1281 
2904 
3559 

1107 
777 
325 

1324 
935 
707 

1106 
1347 
880 

3341 
2489 
1939 
1398 
2659 
1655 
2031 
1279 
615 

1544 
2111 
1039 
640 

1926 
2370 
2496 
1280 
1399 
1185 
1252 
1210 
1001 
909 
925 
909 

56 
906 
692 

217 
198 
257 
275 
208 
319 
359 
370 
259 
378 

1018 
252 
231 
318 
225 
236 
153 
163 
812 
235 
135 
123 
257 
292 
311 
210 
201 
152 
231 
140 
149 
131 
230 
167 

15 
186 
257 

• 
16.39% 
20.31% 
44.16% 
17.20% 
18.20% 
31.09% 
24.51% 
21.55% 
22.74% 
10.16% 
29.03% 
11.50% 
14.18% 
10.68% 
11.97% 
10.41% 
10.68% 
20.95% 
34.47% 
10.02% 
11.50% 
16.12% 
11.77% 
10.97% 
11.08% 
14.09% 
12.56% 
11.37% 
15.58% 
10.37% 
12.96% 
12.60% 
19.91% 
15.52% 
21.13% 
17.03% 
27.08% 

1560 
1168 
767 

1890 
1357 
1285 
1786 
2067 
1378 
4263 
4356 
2527 
1901 
3421 
2172 
2602 
1645 
934 

2991 
2688 
1354 
898 

2520 
3063 
3231 
1738 
1854 
1541 
1741 
1549 
1335 
1205 
1381 
1263 

85 
1290 
1169 

1212 
851 
356 

1450 
1024 
774 

1211 
1475 
964 

3658 
2725 
2123 
1531 
2911 
1812 
2224 
1400 
673 

1691 
2311 
1138 
701 

2109 
2595 
2733 
1401 
1532 
1297 
1371 
1325 
1096 
995 

1013 
995 

61 
992 
758 

348 
317 
412 
440 
333 
511 
575 
593 
415 
605 

1630 
404 
370 
509 
360 
378 
245 
261 

1300 
376 
216 
197 
412 
468 
498 
336 
322 
243 
370 
224 
239 
210 
368 
267 

24 
298 
412 

22.28% YES 
27.15% YES 
53.63% YES 
23.30% YES 
24.55% YES 
39.76% YES 
32.19% YES 
28.66% YES 
30.09% YES 
14.20% YES 
37.43% YES 
15.97% YES 
19.46% YES 
14.89% YES 
16.59% YES 
14.53% YES 
14.89% YES 
27.94% YES 
43.48% YES 
14.00% YES 
15.97% YES 
21.94% YES 
16.33% YES 
15.27% YES 
15.42% YES 
19.35% YES 
17.37% YES 
15.80% YES 
21.25% YES 
14.47% YES 
17.88% YES 
17.41% YES 
26.67% YES 
21.18% YES 
28.15% YES 

· 23.09% YES 
35.20% YES 

• 

• 

• 



• • • 
Los Angeles 037 296600 5200 1840 229 11.07% 2381 2015 367 15.40% YES 
Los Angeles 037 297110 4351 1401 196 12.27% 1848 1534 314 16.99% YES 
Los Angeles 037 302103 6279 2325 275 10.58% 2986 2546 440 14.75% YES 
Los Angeles 037 302201 3577 1280 164 11.36% 1664 1401 263 15.78% YES 
Los Angeles 037 302202 5830 2277 261 10.28% 2911 2493 418 14.36% YES 
Los Angeles 037 302302 6034 2346 392 14.32% 3196 2569 628 19.64% YES 
Los Angeles 037 302400 6249 2395 297 11.03% 3098 2622 476 15.35% YES 
Los Angeles 037 302501 9466 3106 391 11.18% 4027 3401 626 15.55% YES 
Los Angeles 037 302502 7925 2928 394 11.86% 3837 3206 631 16.45% YES 
Los Angeles 037 320300 7201 2336 280 10.70% 3006 2558 448 14.92% YES • Los Angeles 037 400602 4627 1882 243 11.44% 2450 2061 389 15.89% YES 
Los Angeles 037 401901 4151 2105 671 24.17% 3379 2305 1075 31.80% YES 
Los Angeles 037 402101 4773 1471 199 11.92% 1929 1611 319 16.52% YES 
Los Angeles 037 402302 8061 2527 354 12.29% 3334 2767 567 17.01% YES 
Los Angeles 037 402401 7819 2468 396 13.83% 3336 2702 634 19.01% YES 
Los Angeles 037 402403 6549 2234 624 21.83% 3445 2446 999 29.01% YES 
Los Angeles 037 402404 12 0 7 100.00% 11 0 11 100.00% YES 
Los Angeles 037 402501 5173 1697 207 10.87% 2190 1858 332 15.14% YES 
Los Angeles 037 402502 6919 1996 311 13.48% 2683 2185 498 18.56% YES 
Los Angeles 037 402702 6581 2167 316 12.73% 2879 2373 506 17.58% YES 
Los Angeles 037 402801 4987 1373 182 11.70% 1795 1503 291 16.24% YES 
Los Angeles 037 402802 7750 2269 252 10.00% 2888 2484 404 13.97% YES 
Los Angeles 037 402902 6343 1895 250 11.66% 2475 2075 400 16.18% YES 
Los Angeles 037 403500 1502 603 77 11.32% 784 660 123 15.74% YES 
Los Angeles 037 404301 5652 1997 225 10.13% 2547 2187 360 14.15% YES 
Los Angeles 037 404302 2364 956 126 11.65% 1249 1047 202 , 16.16% YES 
Los Angeles 037 404502 7995 2935 427 12.70% 3897 3214 684 17.55% YES • Los Angeles 037 404702 6281 1960 222 10.17% 2502 2146 356 14.21% YES 
Los Angeles 037 404703 3595 1157 160 12.15% 1523 1267 256 16.82% YES 
Los Angeles 037 404803 1933 589 74 11.16% 763 645 119 15.52% YES 
Los Angeles 037 404901 5672 1860 217 10.45% 2384 2037 348 14.58% YES 
Los Angeles 037 404903 2944 971 169 14.82% 1334 1063 271 20.29% YES 
Los Angeles 037 405001 6354 2207 284 11.40% 2871 2416 455 15.84% YES 
Los Angeles 037 405002 3141 971 117 10.75% 1251 1063 187 14.98% YES 
Los Angeles 037 405101 5532 2117 282 11.75% 2770 2318 452 16.31% YES 
Los Angeles 037 405201 5102 1775 274 13.37% 2382 1943 439 18.42% YES 
Los Angeles 037 405203 3345 1249 174 12.23% 1646 1368 279 16.93% YES 



• • • 
Los Angeles 037 407002 3870 1365 164 10.73% 1757 1495 263 14.95% YES 
Los Angeles 037 407101 5277 1798 225 11.12% 2329 1969 360 15.47% YES 
Los Angeles 037 407500 8070 2830 315 10.02% 3603 3099 504 14.00% YES 
Los Angeles 037 407701 5864 2108 237 10.11% 2688 2308 380 14.12% YES 
Los Angeles 037 407800 8402 3152 370 10.51% 4044 3451 593 14.65% YES 
Los Angeles 037 408002 7575 3223 370 10.30% 4121 3529 593 14.38% YES 
Los Angeles 037 408102 8986 3289 369 10.09% 4192 3601 591 14.10% YES 
Los Angeles 037 408202 2598 664 98 12.86% 884 727 157 17.75% YES 
Los Angeles 037 408501 3217 1245 186 13.00% 1661 1363 298 17.93% YES 
Los Angeles 037 408800 3571 1081 146 11.90% 1417 1184 234 16.50% YES • Los Angeles 037 431100 6964 2611 328 11.16% 3384 2859 525 15.52% YES 
Los Angeles 037 432402 6368 2146 340 13.68% 2894 2350 545 18.81% YES 
Los Angeles 037 432602 4561 1647 195 10.59% 2116 1803 312 14.76% YES 
Los Angeles 037 432801 2097 717 99 12.13% 944 785 159 16.80% YES 
Los Angeles 037 432802 6519 2024 420 17.18% 2889 2216 673 23.28% YES 
Los Angeles 037 433200 6287 2193 254 10.38% 2808 2401 407 14.49% YES 
Los Angeles 037 433301 9992 3233 483 13.00% 4313 3540 774 17.93% YES 
Los Angeles 037 433403 5130 1406 209 12.94% 1874 1539 335 17.86% YES 
Los Angeles 037 433501 2185 574 79 12.10% 755 628 127 16.76% YES 
Los Angeles 037 433801 6263 2201 261 10.60% 2828 2410 418 14.78% YES 
Los Angeles 037 433901 5779 1635 323 16.50% 2307 1790 517 22.42% YES 
Los Angeles 037 433902 3980 1207 152 11.18% 1565 1322 243 15.55% YES 
Los Angeles 037 460900 7009 2654 326 10.94% 3428 2906 522 15.23% YES 
Los Angeles 037 461000 6000 2214 246 10.00% 2818 2424 394 13.98% YES 
Los Angeles 037 462000 9001 2961 520 14.94% 4075 3242 833 20.44% YES 
Los Angeles 037 463700 1710 685 86 11.15% 888 750 138 15.51% YES 
Los Angeles 037 481604 4017 1768 209 10.57% 2270 1936 335 14.74% YES • Los Angeles 037 481714 2478 875 101 10.35% 1120 958 162 14.44% YES 
Los Angeles 037 482401 3919 1410 227 13.87% 1907 1544 364 19.06% YES 
Los Angeles 037 482521 5525 2081 269 11.45% 2709 2278 431 15.90% YES 
Los Angeles 037 501000 7783 3056 348 10.22% 3903 3346 557 14.28% YES 
Los Angeles 037 501504 3526 1416 174 10.94% 1829 1550 279 15.24% YES 
Los Angeles 037 501801 7261 2616 386 12.86% 3482 2864 618 17.75% YES 
Los Angeles 037 502100 5917 1898 235 11.02% 2454 2078 376 15.33% YES 
Los Angeles 037 502500 4076 1338 172 11.39% 1740 1465 275 15.83% YES 
Los Angeles 037 502700 7177 2607 294 10.13% 3325 2854 471 14.16% YES 
Los Angeles 037 502902 3777 1254 211 14.40% 1711 1373 338 19.75% YES 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 504001 4784 
037 530004 3641 
037 530101 5208 
037 530202 3912 
037 530204 3659 
037 530301 2553 
037 530302 6304 
037 530400 3853 
037 530500 4576 
037 530602 1584 
037 530700 2187 
037 530901 3954 
037 530902 4010 
037 531000 5511 
037 531102 2975 
037 531301 5490 
037 531302 6568 
037 531501 7634 
037 531502 3367 

·037 531602 4407 
037 531603 3539 
037 531800 5274 
037 531901 6402 
037 532001 3182 
037 532002 3109 
037 532101 6593 
037 532302 4581 
037 532303 4453 
037 532304 3877 
037 532500 4343 
037 532603 3492 
037 532700 2777 
037 532800 4387 
037 532900 6389 
037 533000 7166 
037 533104 4219 
037 533105 2684 

2234 
1239 
1793 
1427 
1320 
819 

2075 
1181 
1215 
396 
636 
969 

1255 
1728 

951 
1838 
2029 
2207 
1053 
1319 
969 

1671 
1988 
989 
999 

2041 
1264 
1618 
1188 
1543 
1068 
749 

1105 
1602 
2076 
1384 
566 

339 
174 
200 
197 
154 
113 
349 
239 
209 
89 
93 

228 
148 
200 
153 
353 
316 
278 
190 
184 
157 
190 
240 
119 
115 
330 
181 
290 
305 
214 
135 
135 
255 
338 
261 
174 
208 

• 
13.18% 
12.31% 
10.04% 
12.13% 
10.45% 
12.12% 
14.40% 
16.83% 
14.68% 
18.35% 
12.76% 
19.05% 
10.55% 
10.37% 
13.86% 
16.11% 
13.48% 
11.19% 
15.29% 
12.24% 
13.94% 
10.21% 
10.77% 
10.74% 
10.32% 
13.92% 
12.53% 
15.20% 
20.43% 
12.18% 
11.22% 
15.27% 
18.75% 
17.42% 
11.17% 
11.17% 
26.87% 

2989 
1635 
2283 
1878 
1692 
1078 
2831 
1676 
1665 
576 
845 

1426 
1611 
2212 
1286 
2578 
2728 
2862 
1457 
1739 
1312 
2134 
2561 
1273 
1278 
2763 
1674 
2236 
1789 
2032 
1386 
1036 
1618 
2295 
2691 
1794 
953 

2446 
1357 
1963 
1562 
1445 
897 

2272 
1293 
1330 
434 
696 

1061 
1374 
1892 
1041 
2012 
2222 
2416 
1153 
1444 
1061 
1830 
2177 
1083 
1094 
2235 
1384 
1772 
1301 
1689 
1169 
820 

1210 
1754 
2273 
1515 
620 

543 
279 
320 
315 
247 
181 
559 
383 
335 
143 
149 
365 
237 
320 
245 
565 
506 
445 
304 
295 
251 
304 
384 
191 
184 
528 
290 
464 
488 
343 
216 
216 
408 
541 
418 
279 
333 

18.16% YES 
17.04% YES 
14.03% YES 
16.80% YES 
14.58% YES 
16.79% YES 
19.74% YES 
22.84% YES 
20.10% YES 
24.74% YES 
17.62% YES 
25.60% YES 
14.71% YES 
14.48% YES 
19.05% YES 
21.93% YES 
18.55% YES 
15.56% YES 
20.88% YES 
16.95% YES 
19.16% YES 
14.26% YES 
15.01% YES 
14.97% YES 
14.41% YES 
19.13% YES 
17.32% YES 
20.77% YES 
27.30% YES 
16.86% YES 
15.60% YES 
20.86% YES 
25.24% YES 
23.58% YES 
15.53% YES 
15.53% YES 
34.96% YES 

• 

• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 533106 
037 533107 
037 533201 
037 533202 
037 533402 
037 533403 
037 533501 
037 533502 
037 533503 
037 533601 
037 533603 
037 533701 
037 533702 
037 533703 
037 533801 
037 533803 
037 533901 
037 533902 
037 534001 
037 534002 
037 534101 
037 534102 
037 534201 
037 534202 
037 534203 
037 534301 
037 534302 
037 534403 
037 534404 
037 534502 
037 534700 
037 534804 
037 534900 
037 535000 
037 535101 
037 535102 
037 535200 

1923 
3781 
2992 
2862 
4111 
3390 
3362 
2468 
2220 
4670 
6463 
3877 
3663 
4213 
7909 
6404 
6588 
4251 
5686 
4196 
2305 
6884 
4562 
6290 
3292 
4533 
3927 
2975 
3875 
4222 
4194 
4082 
6544 
7915 
6768 
3792 
5358 

554 
1261 
954 

1010 
1322 
1250 
1079 
702 
729 

1274 
2143 
1128 
1290 
1405 
2664 
2122 
2049 
1213 
1572 
1292 
710 

2034 
1223 
1940 
1015 
1442 
1141 
1025 
1190 
1428 
1220 
1173 
1868 
2077 
1865 
965 

1285 

94 
169 
124 
112 
184 
159 
161 
199 
156 
200 
290 
158 
203 
262 
335 
238 
228 
138 
348 
177 
110 
325 
156 
247 
156 
210 
176 
130 
143 
265 
141 
197 
366 
351 
335 
184 
307 

• 
14.51% 
11.82% 
11.50% 
9.98% 

12.22% 
11.28% 
12.98% 
22.09% 
17.63% 
13.57% 
11.92% 
12.29% 
13.60% 
15.72% 
11.17% 
10.08% 
10.01% 
10.21% 
18.13% 
12.05% 
13.41% 
13.78% 
11.31% 
11.29% 
13.32% 
12.71% 
13.36% 
11.26% 
10.73% 
15.65% 
10.36% 
14.38% 
16.38% 
14.46% 
15.23% 
16.01% 
19.28% 

757 
1651 
1243 
1285 
1742 
1623 
1439 
1087 
1048 
1715 
2811 
1488 
1738 
1958 
3453 
2705 
2609 
1549 
2278 
1698 
954 

2748 
1589 
2520 
1361 
1915 
1531 
1330 
1532 
1988 
1562 
1600 
2631 
2836 
2578 
1351 
1899 

607 
1381 
1045 
1106 
1447 
1369 
1181 
769 
798 

1395 
2346 
1235 
1412 
1538 
2917 
2323 
2243 
1328 
1721 
1415 
777 

2227 
1339 
2124 
1111 
1579 
1249 
1122 
1303 
1564 
1336 
1284 
2045 
2274 
2042 
1057 
1407 

151 
271 
199 
179 
295 
255 
258 
319 
250 
320 
464 
253 
325 
420 
536 
381 
365 
221 
557 
283 
176 
520 
250 
396 
250 
336 
282 
208 
229 
424 
226 
315 
586 
562 
536 
295 
492 

19.88% YES 
16.39% YES 
15.97% YES 
13.96% YES 
16.91% YES 
15.69% YES 
17.91% YES 
29.31% YES 
23.84% YES 
18.67% YES 
16.52% YES 
17.00% YES 
18.71% YES 
21.43% YES 
15.54% YES 
14.09% YES 
14.00% YES 
14.27% YES 
24.46% YES 
16.69% YES 
18.47% YES 
18.94% YES 
15.72% YES 
15.70% YES 
18.35% YES 
17.56% YES 
18.41% YES 
15.65% YES 
14.95% YES 
21.35% YES 
14.46% YES 
19.72% YES 
22.27% YES 
19.82% YES 
20.81% YES 
21.81% YES 
25.90% YES 

• 

• 

• 



• • • 
Los Angeles 037 535300 6067 1642 327 16.61% 2322 1798 524 22.56% YES 
Los Angeles 037 535400 3002 767 181 19.09% 1130 840 290 25.66% YES 
Los Angeles 037 535501 3903 1096 122 10.02% 1395 1200 195 14.00% YES 
Los Angeles 037 535502 5096 1770 197 10.02% 2253 1938 315 14.00% YES 
Los Angeles 037 535603 4061 1210 206 14.55% 1655 1325 330 19.94% YES 
Los Angeles 037 535604 4556 1364 211 13.40% 1831 1493 338 18.45% YES 
Los Angeles 037 535605 4441 1346 165 10.92% 1738 1474 264 15.20% YES 
Los Angeles 037 535606 2120 652 105 13.87% 882 714 168 19.06% YES 
Los Angeles 037 535607 4824 1483 174 10.50% 1902 1624 279 14.65% YES 
Los Angeles 037 535701 6051 1944 245 11.19% 2521 2128 392 15.56% YES • Los Angeles 037 535702 5502 1933 261 11.90% 2534 2116 418 16.49% YES 
Los Angeles 037 535802 6869 2167 293 11.91% 2842 2373 469 16.51% YES 
Los Angeles 037 535803 4558 1333 233 14.88% 1833 1459 373 20.36% YES 
Los Angeles 037 535804 5682 1922 263 12.04% 2526 2104 421 16.68% YES 
Los Angeles 037 536000 3854 1164 212 15.41% 1614 .1274 340 21.04% YES 
Los Angeles 037 540000 7012 1984 328 14.19% 2698 2172 525 19.47% YES 
Los Angeles 037 540101 6441 2095 325 13.43% 2814 2294 520 18.49% YES 
Los Angeles 037 540201 2437 740 161 17.87% 1068 810 258 24.14% YES 
Los Angeles 037 540202 7209 1874 317 14.47% 2560 2052 508 19.83% YES 
Los Angeles 037 540203 5419 1461 248 14.51% 1997 1600 397 19.89% YES 
Los Angeles 037 540300 5656 1694 233 12.09% 2228 1855 373 16.75% YES 
Los Angeles 037 540400 1985 495 60 10.81% 638 542 96 15.06% YES 
Los Angeles 037 540501 6056 1575 280 15.09% 2173 1724 448 20.64% YES 
Los Angeles 037 540502 6751 1858 389 17.31% 2657 2034 623 23.44% YES 
Los Angeles 037 540600 3692 938 160 14.57% 1283 1027 256 19.97% YES 
Los Angeles 037 540700 3106 816 145 15.09% 1126 893 232 20.63% YES • Los Angeles 037 540800 5583 1666 213 11.34% 2165 1824 341 15.75% YES 
Los Angeles 037 540901 4738 1377 358 20.63% 2081 1508 573 27.55% YES 
Los Angeles 037 540902 4370 1321 194 12.81% 1757 1446 311 17.68% YES 
Los Angeles 037 541100 3184 958 220 18.68% 1401 1049 352 25.14% YES 
Los Angeles 037 541300 5696 1649 253 13.30% 2211 1805 405 18.33% YES 
Los Angeles 037 541400 6633 1819 268 12.84% 2421 1992 429 17.73% YES 
Los Angeles 037 541500 5202 1449 253 14.86% 1992 1587 405 20.34% YES 
Los Angeles 037 541603 2886 821 110 11.82% 1075 899 176 16.39% YES 
Los Angeles 037 541604 6110 1444 222 13.33% 1937 1581 356 18.36% YES 
Los Angeles 037 541605 5327 1462 276 15.88% 2043 1601 442 21.64% YES 
Los Angeles 037 541700 6404 2245 269 10.70% 2889 2458 431 14.91% YES 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 541801 
037 542000 
037 542101 
037 542102 
037 542402 
037 542501 
037 542601 
037 542602 
037 542700 
037 542800 
037 542900 
037 543000 
037 543100 
037 543202 
037 543305 
037 543903 
037 543904 
037 544000 
037 550000 
037 551100 
037 551300 
037 552300 
037 552601 
037 552602 
037 553501 
037 553502 
037 553601 
037 553602 
037 553701 
037 553702 
037 553801 
037 553902 
037 554101 
037 554102 
037 570100 
037 570203 
037 570301 

4963 
5507 
7033 
7669 
3143 
4126 
2936 
4927 
5288 
2996 
3239 
4336 
6753 
4977 
2530 
3786 
4426 
7698 

628 
9611 
5396 
8664 
5730 
4436 
8389 
4459 
5018 
4709 
4069 
5052 
4343 
5937 
3845 
8294 
2706 
4052 
6790 

1711 
1765 
2165 
2182 

894 
1033 
777 

1416 
1489 
892 
987 

1293 
1937 
1308 
1236 
1486 
1541 
2879 

268 
3423 
2169 
3211 
1751 
1597 
2783 
1469 
1701 
1685 
1283 
1615 
1246 
2148 
1173 
3108 

951 
1155 
2399 

289 
305 
347 
458 
135 
222 
167 
352 
297 
116 
169 
180 
376 
276 
147 
247 
203 
377 

42 
430 
310 
358 
306 
219 
386 
238 
216 
216 
162 
275 
201 
323 
183 
454 
131 
253 
333 

• 
14.45% 
14.73% 
13.81% 
17.35% 
13.12% 
17.69% 
17.69% 
19.91% 
16.63% 
11.51% 
14.62% 
12.22% 
16.26% 
17.42% 
10.63% 
14.25% 
11.64% 
11.58% 
13.55% 
11.16% 
12.51% 
10.03% 
14.88% 
12.06% 
12.18% 
13.94% 
11.27% 
11.36% 
11.21% 
14.55% 
13.89% 
13.07% 
13.50% 
12.75% 
12.11% 
17.97% 
12.19% 

2336 
2421 
2926 
3123 
1195 
1487 
1118 
2114 
2106 
1162 
1351 
1704 
2723 
1874 
1589 
2023 
2012 
3756 

361 
4436 
2871 
4089 
2407 
2099 
3665 
1990 
2208 
2191 
1664 
2209 
1686 
2869 
1577 
4130 
1251 
1670 
3160 

1873 
1932 
2370 
2389 

979 
1131 
851 

1550 
1630 
977 

1081 
1416 
2121 
1432 
1353 
1627 
1687 
3152 

293 
3748 
2375 
3516 
1917 
1749 
3047 
1608 
1862 
1845 
1405 
1768 
1364 
2352 
1284 
3403 
1041 
1265 
2627 

463 
488 
556 
733 
216 
356 
267 
564 
476 
186 
271 
288 
602 
442 
235 
396 
325 
604 

67 
689 
496 
573 
490 
351 
618 
381 
346 
346 
259 
440 
322 
517 
293 
727 
210 
405 
533 

19.81% YES 
20.18% YES 
18.99% YES 
23.49% YES 
18.09% YES 
23.92% YES 
23.92% YES 
26.66% YES 
22.59% YES 
15.98% YES 
20.03% YES 
16.92% YES 
22.11% YES 
23.58% YES 
14.82% YES 
19.56% YES 
16.16% YES 
16.07% YES 
18.65% YES 
15.52% YES 
17.29% YES 
14.02% YES 
20.36% YES 
16.71% YES 
16.87% YES 
19.16% YES 
15.66% YES 
15.79% YES 
15.59% YES 
19.94% YES 
19.09% YES 
18.03% YES 
18.58% YES 
17.60% YES 
16.77% YES 
24.27% YES 
16.88% YES 

• 

• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 

037 570303 
037 570304 
037 570401 
037 570502 
037 570601 
037 570602 
037 570603 
037 571600 
037 571701 
037 571702 
037 572301 
037 572302 
037 572500 
037 572800 
037 572900 
037 573001 
037 573002 
037 573201 
037 573202 
037 573300 
037 574601 
037 574700 
037 575101 
037 575102 
037 575103 
037 575201 
037 575202 
037 575300 
037 575401 
037 575402 
037 575801 
037 575802 
037 575803 
037 575901 
037 576200 
037 576300 
037 576401 

3867 
4824 
8298 
6338 
5159 
6382 
4776 
1980 
6114 
7626 
3653 
3411 
3700 

292 
5113 
7108 
4227 
5056 
5697 
4256 
1754 
400 

5196 
4810 
5480 
5085 
5347 
4919 
5476 
3758 
2747 
5436 
2939 
3825 
5670 
8912 
5066 

1177 
1459 
2650 
2334 
1852 
2108 
1622 
347 

2259 
2531 
1244 
1118 
903 

53 
1768 
2227 
1054 
1542 
1721 
1038 

587 
29 

1505 
1217 
2204 
1265 
1378 
1281 
1283 
872 
649 

1556 
855 

1442 
1801 
2736 
1217 

134 
185 
299 
304 
386 
344 
245 
107 
297 
344 
182 
138 
191 
190 
223 
412 
326 
202 
298 
244 
540 

57 
306 
222 
409 
280 
315 
208 
494 
286 
114 
404 
232 
257 
358 
412 
231 

• 
10.22% 
11.25% 
10.14% 
11.52% 
17.25% 
14.03% 
13.12% 
23.57% 
11.62% 
11.97% 
12.76% 
10.99% 
17.46% 
78.19% 
11.20% 
15.61% 
23.62% 
11.58% 
14.76% 
19.03% 
47.91% 
66.28% 
16.90% 
15.43% 
15.65% 
18.12% 
18.61% 
13.97% 
27.80% 
24.70% 
14.94% 
20.61% 
21.34% 
15.13% 
16.58% 
13.09% 
15.95% 

1503 
1894 
3380 
3042 
2646 
2859 
2168 

551 
2949 
3322 
1654 
1445 
1295 
362 

2293 
3098 
1676 
2012 
2362 
1527 
1508 

123 
2138 
1688 
3068 
1833 
2013 
1736 
2196 
1413 
893 

2351 
1308 
1990 
2545 
3655 
1702 

1289 
1597 
2901 
2555 
2028 
2308 
1776 
380 

2473 
2771. 
1362 
1224 
989 

58 
1936 
2438 
1154 
1688 
1884 
1137 
643 
32 

1648 
1332 
2413 
1385 
1509 
1403 
1405 
955 
711 

1704 
936 

1579 
1972 
2996 
1332 

215 
296 
479 
487 
618 
551 
392 
171 
476 
551 
291 
221 
306 
304 
357 
660 
522 
323 
477 
391 
865 

91 
490 
356 
655 
448 
504 
333 
791 
458 
183 
647 
372 
412 
573 

.660 
370 

14.28% YES 
15.64% YES 
14.17% YES 
16.00% YES 
23.36% YES 
19.27% YES 
18.10% YES 
31.08% YES 
16.13% YES 
16.58% YES 
17.63% YES 
15.29% YES 
23.63% YES 
83.98% YES 
15.58% YES 
21.30% YES 
31.15% YES 
16.08% YES 
20.21% YES 
25.59% YES 
57.37% YES 
74.19% YES 
22.92% YES 
21.06% YES 
21.35% YES 
24.46% YES 
25.06% YES 
19.19% YES 
36.03% YES 
32.42% YES 
20.44% YES 
27.52% YES 
28.41% YES 
20.68% YES 
22.53% YES 
18.05% YES 
21.73% YES 

• 

• 

• 



• • • 
Los Angeles 037 576402 5575 1335 408 23.41% 2115 1462 653 30.89% YES 
Los Angeles 037 576403 6082 1495 371 19.88% 2231 1637 594 26.63% YES 
Los Angeles 037 576501 3678 1427 174 10.87% 1841 1562 279 15.14% YES 
Los Angeles 037 576502 5083. 1897 242 11.31% 2465 2077 388 15.73% YES 
Los Angeles 037 576801 4682 2105 485 18.73% 3081 2305 777 25.21% YES 
Los Angeles 037 576901 6379 1962 429 17.94% 2835 2148 687 24.23% YES 
Los Angeles 037 576902 7877 2629 436 14.23% 3577 2878 698 19.52% YES 
Los Angeles 037 600100 6172 1573 255 13.95% 2131 1722 408 19.17% YES 
Los Angeles 037 600201 4208 1143 298 20.68% 1729 1251 477 27.61% YES 
Los Angeles 037 600202 6312 1529 342 18.28% 2222 1674 548 24.65% YES • Los Angeles 037 600301 7321 1920 376 16.38% 2704 2102 602 22.27% YES 
Los Angeles 037 600302 3378 1128 222 16.44% 1591 1235 356 22.35% YES 
Los Angeles 037 600400 4151 1621 237 12.76% 2154 1775 380 17.62% YES 
Los Angeles 037 600501 2716 1140 188 14.16% 1549 1248 301 19.43% YES 
Los Angeles 037 600502 2381 949 111 10.47% 1217 1039 178 14.61% YES 
Los Angeles 037 600602 3219 890 203 18.57% 1300 974 325 25.02% YES 
Los Angeles 037 600704 2996 1282 145 10.16% 1636 1404 232 14.20% YES 
Los Angeles 037 600902 7099 2622 360 12.07% 3447 2871 577 16.72% YES 
Los Angeles 037 600911 3690 1526 213 12.25% 2012 1671 341 16.95% YES 
Los Angeles 037 600912 5632 1979 233 10.53% 2540 2167 373 14.69% YES 
Los Angeles 037 601100 6482 2133 272 11.31% 2771 2335 436 15.72% YES 
Los Angeles 037 601211 2801 907 149 14.11% 1232 993 239 19.37% YES 
Los Angeles 037 601302 7005 2902 344 10.60% 3728 3177 551 14.78% YES 
Los Angeles 037 601401 5010 1744 339 16.27% 2452 1910 543 22.14% YES 
Los Angeles 037 601402 5361 1902 217 10.24% 2430 2082 348 14.30% YES 
Los Angeles 037 601501 4168 1206 148 10.93% 1557 1320 237 15.22% YES 
Los Angeles 037 601502 3899 1388 181 11.54% 1810 1520 290 16.02% YES • Los Angeles 037 601700 5695 1738 268 13.36% 2332 1903 429 18.40% YES 
Los Angeles 037 601802 4631 1481 173 10.46% 1899 1622 277 14.59% YES 
Los Angeles 037 601900 6324 1738 278 13.79% 2348 1903 445 18.96% YES 
Los Angeles 037 602002 3161 1171 159 11.95% 1537 1282 255 16.57% YES 
Los Angeles 037 602004 3961 1465 244 14.28% 1995 1604 391 19.59% YES 
Los Angeles 037 602103 7072 2520 369 12.77% 3350 2759 591 17.64% YES 
Los Angeles 037 602104 5702 2014 275 12.01% 2646 2205 440 16.65% YES 
Los Angeles 037 602404 5930 2073 254 10.92% 2676 2270 407 15.20% YES 
Los Angeles 037 602501 10772 3768 706 15.78% 5256 4126 1131 21.51% YES 
Los Angeles 037 602502 8928 3406 493 12.64% 4519 3729 790 17.47% YES 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles· 

037 602503 8776 
037 603001 6737 
037 603704 6245 
037 701100 666 
037 701702 2986 
037 701802 4659 
037 701900 2489 
037 900101 11870 
037 900200 1438 
037 900300 1737 
037 900501 6156 
037 900502 7621 
037 900503 7848 
037 900504 3958 
037 900602 3669 
037 900604 7937 
037 900605 4874 
037 900606 3510 
037 900607 3532 
037 900701 4843 
037 900803 6017 
037 900804 2988 
037 900806 3643 
037 900900 2310 
037 901004 4015 
037 901005 7733 
037 901101 4295 
037 910000 10968 
037 910100 1450 
037 910401 4831 
037 910403 2310 
037 910501 5487 
037 910502 3460 
037 910601 5147 
037 910604 7226 
037 910704 8356 
037 910706 3493 

3670 
2423 
2436 

113 
1792 
1978 
1103 
3719 

407 
687 

2096 
2903 
2872 
1522 
952 

3053 
1666 
1129 
1170 
1809 
2113 
907 
781 
887 

1758 
3235 
1781 
3592 

559 
2022 

774 
1233 
1050 
1447 
2481 
2991 
1303 

430 
269 
383 

30 
208 
297 
333 
496 
98 

102 
307 
389 
337 
214 
248 
397 
227 
172 
305 
257 
277 
141 
197 
155 
204 
388 
204 
697 

76 
254 
157 
608 
224 
280 
291 
373 
168 

• 
10.49% 
9.99% 

13.59% 
20.98% 
10.40% 
13.05% 
23.19% 
11.77% 
19.41% 
12.93% 
12.78% 
11.82% 
10.50% 
12.33% 
20.67% 
11.51% 
11.99% 
13.22% 
20.68% 
12.44% 
11.59% 
13.45% 
20.14% 
14.88% 
10.40% 
10.71% 
10.28% 
16.25% 
11.97% 
11.16% 
16.86% 
33.03% 
17.58% 
16.21% 
10.50% 
11.09% 
11.42% 

4707 
3084 
3281 

172 
2295 
2641 
1741 
4866 

603 
916 

2787 
3801 
3684 
2009 
1440 
3979 
2188 
1512 
1769 
2392 
2757 
1219 
1171 
1219 
2252 
4163 
2277 
5049 

734 
2621 
1099 
2324 
1508 
2033 
3182 
3872 
1696 

4018 
2653 
2667 

124 
1962 
2166 
1208 
4072 

446 
752 

2295 
3178 
3145 
1666 
1042 
3343 
1824 
1236 
1281 
1981 
2314 
993 
855 
971 

1925 
3542 
1950 
3933 

612 
2214 
847 

1350 
1150 
1584 
2716 
3275 
1427 

689 
431 
613 
48 

333 
476 
533 
794 
157 
163 
492 
623 
540 
343 
397 
636 
364 
275 
488 
412 
444 
226 
315 
248 
327 
621 
327 

1116 
122 
407 
251 
974 
359 
448 
466 
597 
269 

14.63% YES 
13.97% YES 
18.70% YES 
27.97% YES 
14.51% YES 
18.01% YES 
30.63% YES 
16.32% YES 
26.05% YES 
17.84% YES 
17.64% YES 
16.39% YES 
14.65% YES 
17.06% YES 
27.59% YES 
15.98% YES 
16.62% YES 
18.22% YES 
27.60% YES 
17.20% YES 
16.09% YES 
18.53% YES 
26.95% YES 
20.36% YES 
14.51% YES 
14.92% YES 
14.35% YES 
22.11% YES 
16.59% YES 
15.52% YES 
22.88°/~ YES 
41.90% YES 
23.78% YES 
22.06% YES 
14.64% YES 
15.43% YES 
15.87% YES 

• 

•• 

• 



• 
Los Angeles 
Los Angeles 
Los Angeles 
Madera 
Madera 
Madera 
Madera 
Madera 
Madera 
Madera 
Madera 
Madera 
Madera 
Marin 
Marin 
Marin 
Marin 
Mariposa 
Mendocino 
Mendocino 
Mendocino 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 

037 910707 
037 920026 
037 920033 
039 102 

4550 
367 
452 

4278 
039 200 11334 
039 300 7590 
039 502 7510 
039 508 6080 
039 601 8384 
039 602 4579 
039 800 6763 
039 900 7197 
039 1000 6325 
041 101200 2549 
041 105000 3771 
041 112200 11679 
041 122000 6362 
043 400 2203 
045 10100 2374 
045 10200 4005 
045 10300 4022 
047 304 7459 
047 504 5537 
047 505 5153 
047 601 5611 
047 602 3275 
047 603 6222 
047 701 3418 
047 902 5941 
047 1003 4749 
047 1004 3949 
047 1005 2370 
047. 1301 3704 
047 
047 
047 
047 

1302 3897 
1401 4158 
1402 4859 
1502 2960 

1480 
186 
179 

1559 
1569 
2558 
2554 
2058 
2493 
1290 
1967 
1823 
2529 
1386 
1783 
4702 

76 
1306 
841 

1715 
1853 
2561 
1525 
1786 
2179 
1354 
2431 
1254 
2023 
1525 
1584 
655 

1166 
1189 
1514 
1841 
819 

272 
21 
69 

260 
244 
454 
550 
437 
841 
464 
489 
733 
403 

83 
118 
464 

8 
504 
101 
208 
208 
503 
441 
431 
375 
174 
371 
253 
410 
247 
221 
141 
240 
158 
238 
243 
248 

• 
15.53% 
10.14% 
27.82% 
14.29% 
13.46% 
15.07% 
17.72% 
17.52% 
25.22% 
26.45% 
19.91% 
28.68% 
13.74% 
5.65% 
6.21% 
8.98% 
9.52% 

27.85% 
10.72% 
10.82% 
10.09% 
16.42% 
22.43% 
19.44% 
14.68% 
11.39% 
13.24% 
16.79% 
16.85% 
13.94% 
12.24% 
17.71% 
17.07% 
11.73% 
13.58% 
11.66% 
23.24% 

2056 
237 
306 

2511 
2502 
4160 
4292 
3450 
4625 
2435 
3399 
3551 
4047 
1526 
1993 
5655 

93 
2075 
1000 
2043 
2182 
3782 
2479 
2767 
3133 
1852 
3420 
1863 
3008 
2168 
2195 

987 
1740 
1635 
2141 
2529 
1349 

1620 
204 
196 

2139 
2153 
3509 
3504 
2823 
3420 
1770 
2699 
2501 
3470 
1309 
1684 
4441 

72 
1624 
848 

1729 
1868 
2976 
1772 
2075 
2532 
1573 
2825 
1457 
2351 
1772 
1840 
761 

1355 
1381 
1759 
2139 
952 

436 
34 

111 
372 
350 
650 
788 
626 

1205 
665 
701 

1050 
577 
217 
309 

1214 
21 

451 
152 
314 
314 
807 
707 
691 
602 
279 
595 
406 
658 
396 
355 
226 
385 
253 
382 
390 
398 

21.19% YES 
14.17% YES 
36.05% YES 
14.83% YES 
13.97% YES 
15.63% YES 
18.36% YES 
18.15% YES 
26.05% YES 
27.30% YES 
20.61% YES 
29.57% YES 
14.27% YES 
14.22% YES 
15.49% YES 
21.46% YES 
22.57% YES 
21.74% YES 
15.24% YES 
15.37% YES 
14.39% YES 
21.33% YES 
28.53% YES 
24.99% YES 
19.20% YES 
15.07% YES 
17.40% YES 
21.79% YES 
.21.86% YES 
18.27% YES 
16.15% YES 
22.91% YES 
22.13% YES 
15.50% YES 
17.83% YES 
15.41% YES 
29.48% YES 

• 

• 

• 



• 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Merced 
Modoc 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 
Monterey 

047 
047 
047 
047 
047 
047 
047 
047 

1503 4970 
1601 4073 
1602 3605 
1700 4694 
1802 1219 
1901 5198 
1902 2690 
2100 3896 

991 
1068 
943 

1633 
388 

1376 
830 

1514 
047 2201 6361 2020 
047 2202 7461 2670 
04 7 2302 7828 2832 
047 2400 8194 / 2384 
049 1 00 3506 1260 
053 103 3443 1400 
053 200 6922 2490 
053 500 9684 2898 
053 600 7614 2097 
053 700 14189 3878 
053 800 5708 1839 
053 900 5853 1710 
053 1300 2639 895 
053 1700 3798 1640 
053 10101 4756 1807 
053 10201 4979 1882 
053 10303 396 273 
053 10400 6693 2286 
053 10602 8179 2039 
053 10605 2567 904 
053 1 0801 9405 3531 
053 10802 1462 484 
053 11102 7406 2864 
053 11201 9145 3296 
053 11202 4832 1788 
053 11301 9560 3722 
053 11302 5325 1967 
053 14101 8358 2282 
053 14102 2018 728 

319 
391 
218 
234 

52 
480 
165 
308 
422 
400 
451 
497 
232 
164 
336 
772 
507 

1353 
445 
419 
204 
222 
224 
333 

45 
446 
508 
117 
653 
139 
331 
510 
256 
590 
275 
456 

96 

• 
24.35% 
26.80% 
18.78% 
12.53% 
11.82% 
25.86% 
16.58% 
16.90% 
17.28% 
13.03% 
13.74% 
17.25% 
15.55% 
10.49% 
11.89% 
21.04% 
19.47% 
25.87% 
19.48% 
19.68% 
18.56% 
11.92% 
11.03% 
15.03% 
14.15% 
16.33% 
19.95% 
11.46% 
15.61% 
22.31% 
10.36% 
13.40% 
12.52% 
13.68% 
12.27% 
16.65% 
11.65% 

1663 
1868 
1445 
2273 

534 
2369 
1229 
2253 
3024 
3744 
4014 
3567 
1438 
1899 
3451 
4642 
3274 
6738 
2872 
2679 
1377 
2274 
2471 
2738 

392 
3394 
3208 
1245 
5183 

792 
3878 
4675 
2502 
5302 
2742 
3406 
1005 

1151 
1241 
1096 
1897 
451 

1599 
964 

1759 
2347 
3102 
3290 
2770 
1199 
1629 
2898 
3373 
2441 
4513 
2140 
1990 
1042 
1909 
2103 
2190 

318 
2661 
2373 
1052 
4110 

563 
3333 
3836 
2081 
4332 
2289 
2656 

847 

512 
627 
350 
375 

83 
770 
265 
494 
677 
642 
723 
797 
239 
270 
553 

1270 
834 

2225 
732 
689 
335 
365 
368 
548 

74 
733 
835 
192 

1074 
229 
544 
839 
421 
970 
452 
750 
158 

30.77% YES 
33.57% YES 
24.19% YES 
16.52% YES 
15.61% YES 
32.51% YES 
21.54% YES 
21.93% YES 
22.39% YES 
17.14% YES 
18.02% YES 
22.35% YES 
16.62% YES 
14.20% YES 
16.01% YES 
27.35% YES 
25.46% YES 
33.02% YES 
25.48% YES 
25.72% YES 
24.36% YES 
16.06% YES 
14.91% YES 
20.00% YES 
18.89% YES 
21.61% YES 
26.04% YES 
15.46% YES 
20.72% YES 
28.87% YES 
14.04% YES 
17.94% YES 
16.83% YES 
18.30% YES 
16.50% YES 
22.02% YES 
15.71% YES 

• 

• 

• 



• • • 
Napa 055 200900 1102 20 20 50.00% 74 24 50 67.96% YES 
Napa 055 201002 3318 1396 109 7.24% 1921 1648 273 14.21% YES 
Napa 055 201800 1657 822 68 7.64% 1141 970 170 14.93% YES 
Nevada 057 105 2772 1156 112 8.83% 1545 1254 291 18.84% YES 
Nevada 057 402 6090 2638 189 6.69% 3354 2862 491 14.65% YES 
Nevada 057 802 6056 2737 193 6.59% 3471 2970 502 14.46% YES 
Orange 059 1202 3254 1193 112 8.58% 1519 1293 226 14.86% YES 
Orange 059 1401 5604 2234 476 17.56% 3380 2421 959 28.38% YES 
Orange 059 1802 7400 2920 265 8.32% 3699 3165 534 14.44% YES • Orange 059 1902 2927 1227 125 9.25% 1582 1330 252 15.93% YES 
Orange 059 1903 2998 1165 121 9.41% 1506 1263 244 16.19% YES 
Orange 059 11000 6502 2830 257 8.33% 3585 3067 518 14.45% YES 
Orange 059 111 01 3972 1789 157 8.07% 2255 1939 316 14.03% YES 
Orange 059 11401 2094 1019 89 8.03% 1284 1104 179 13.97% YES 
Orange 059 11602 5762 2115 233 9.92% 2762 2292 470 17.00% YES 
Orange 059 11720 7535 2594 233 8.24% 3281 2811 470 14.31% YES 
Orange 059 11722 3136 1366 145 9.60% 1773 1480 292 16.48% YES 
Orange 059 42106 1550 697 69 9.01% 894 755 139 15.55% YES 
Orange 059 62614 11539 5515 1371 19.91% 8740 5977 2763 31.61% YES 
Orange 059 62626 2762 1332 158 10.60% 1762 1444 318 18.07% YES 
Orange 059 62628 3284 1594 155 8.86% 2040 1728 312 15.31% YES 
Orange 059 62900 1811 791 69 8.02% 996 857 139 13.96% YES 
Orange 059 63701 6692 2721 276 9.21% 3505 2949 556 15.87% YES 
Orange 059 63808 6753 2938 294 9.10% 3777 3184 592 15.69% YES 
Orange 059 74003 2478 830 115 12.17% 1131 900 232 20.49% YES 
Orange 059 74006 5522 2793 253 8.31% 3537 3027 510 14.42% YES • Orange 059 74109 4032 1401 132 8.61% 1784 1518 266 14.91% YES 
Orange 059 74200 9611 3299 451 12.03% 4484 3575 909 20.27% YES 
Orange 059 74300 4415 1328 171 11.41% 1784 1439 345 19.32% YES 
Orange 059 74403 6374 1934 293 13.16% 2686 2096 590 21.98% YES 
Orange 059 74405 6965 2309 326 12.37% 3159 2502 657 20.79% YES 
Orange 059 74406 3838 1223 159 11.51% 1646 1325 320 19.47% YES 
Orange 059 74407 7687 2522 233 8.46% 3203 2733 470 14.66% YES 
Orange 059 74501 8233 2329 226 8.85% 2980 2524 455 15.29% YES 
Orange 059 74502 6280 2200 225 9.28% 2838 2384 453 15.98% YES 
Orange 059 74601 8861 2957 308 9.43% 3825 3205 621 16.23% YES 
Orange 059 74702 6680 2313 294 11.28% 3099 2507 592 19.12% YES 



• • • 
Orange 059 74801 6267 2140 223 9.44% 2769 2319 449 16.23% YES 
Orange 059 74802 6041 2022 244 10.77% 2683 2191 492 18.33% YES 
Orange 059 74805 6710 2521 221 8.06% 3178 2732 445 14.02% YES 
Orange 059 74901 10129 3668 443 10.78% 4868 3975 893 18.34% YES 
Orange 059 75002 9610 3007 430 12.51% 4125 3259 867 21.01% YES 
Orange 059 75003 8232 2274 340 13.01% 3150 2464 685 21.75% YES 
Orange 059 75004 5779 2187 224 9.29% 2822 2370 451 16.00% YES 
Orange 059 75100 10422 3046 270 8.14% 3845 3301 544 14.15% YES 
Orange 059 75202 6137 2188 243 10.00% 2861 2371 490 17.12% YES • Orange 059 75303 3430 1643 150 8.37% 2083 1781 302 14.51% YES 
Orange 059 75514 3923 1741 180 9.37% 2250 1887 363 16.12% YES 
Orange 059 75807 4640 2037 228 10.07% 2667 2208 459 17.23% YES 
Orange 059 76000 8752 4302 414 8.78% 5497 4662 834 15.18% YES 
Orange 059 76103 8639 3445 341 9.01% 4421 3734 687 15.54% YES 
Orange 059 86501 4748 1840 204 9.98% 2405 1994 411 17.09% YES 
Orange 059 86502 6678 2209 228 9.36% 2853 2394 459 16.10% YES 
Orange 059 86601 9872 3515 435 11.01% 4686 3809 877 18.71% YES 
Orange 059 86903 6014 2403 215 8.21% 3038 2604 433 14.26% YES 
Orange 059 87001 5403 2263 208 8.42% 2872 2453 419 14.60% YES 
Orange 059 87102 5862 2542 245 8.79% 3249 2755 494 15.20% YES 
Orange 059 87106 4990 1811 188 9.40% 2342 1963 379 16.18% YES 
Orange 059 87200 7371 3001 266 8.14% 3788 3252 536 14.15% YES 
Orange 059 87403 3735 1250 156 11.10% 1669 1355 314 18.84% YES 
Orange 059 87404 3785 1279 163 11.30% 1715 1386 328 19.16% YES 
Orange 059 87704 4734 2178 237 9.81% 2838 2360 478 16.83% YES 
Orange 059 87803 6442 2236 268 10.70% 2963 2423 540 18.23% YES • Orange 059 87901 3272 1373 132 8.77% 1754 1488 266 15.17% YES 
Orange 059 87902 5983 2245 225 9.11% 2886 2433 453 15.71% YES 
Orange 059 88106 4450 1925 193 9.11% 2475 2086 389 15.71% YES 
Orange 059 88301 5991 2357 262 10.00% 3082 2554 528 17.13% YES 
Orange 059 88501 6584 2619 272 9.41% 3387 2838 548 16.19% YES 
Orange 059 88502 5023 2125 221 9.42% 2748 2303 445 16.20% YES 
Orange 059 88701 6314 2673 255 8.71% 3411 2897 514 15.07% YES 
Orange 059 88801 8206 3631 354 8.88% 4649 3935 713 15.35% YES 
Orange 059 88901 6763 2555 329 11.41% 3432 2769 663 19.32% YES 
Orange 059 89105 7081 2287 266 10.42% 3015 2479 536 17.78% YES 
Orange 059 99222 4671 1853 174 8.58% 2359 2008 351 14.87% YES 



• 
Orange 
Orange 
Orange 
Orange 
Orange 
Orange 
Orange 
Placer 
Placer 
Placer 
Placer 
Placer 
Placer 
Placer 
Placer 
Placer 
Placer 
Plumas 
Plumas 
Plumas 
Plumas 
Plumas 
Plumas 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 

059 99249 4443 
059 99402 8726 
059 99502 707 
059 99802 4057 
059 110401 4634 
059 110500 8599 
059 110606 4841 
061 20101 755 
061 20102 1102 
061 20106 2072 
061 20200 5794 
061 20300 4711 
061 20702 7189 
061 20704 1873 
061 20901 2855 
061 21006 5326 
061 21402 6960 
063 100 5441 
063 201 1818 
063 202 1297 
063 300 4659 
063 400 2929 
063 500 4680 
065 10100 2830 
065 10600 2179 
065 30300 4845 
065 30400 5966 
065 30501 4597 
065 30502 2035 
065 30503 4325 
065 30700 5463 
065 31300 2606 
065 31401 6008 
065 31402 6026 
065 31501 6219 
065 31502 7091 
065 31600 9087 

1592 
3263 

98 
1584 
2064 
3502 
1799 
424 
721 

1175 
2730 
2248 
3084 
1023 
1155 

691 
3027 
2521 

595 
562 

1932 
1026 
1884 
1042 

590 
1418 
1913 
1462 
666 

1211 
2578 
924 

2636 
2398 
2527 
2647 
3337 

168 
338 

20 
174 
182 
334 
194 
25 
45 
94 

178 
134 
192 
94 

101 
41 

272 
230 
67 
83 

180 
155 
178 
134 
58 

242 
320 
295 
129 
226 
220 
118 
304 
263 
371 
302 
346 

• 
9.55% 
9.39% 

16.95% 
9.90% 
8.10% 
8.71% 
9.73% 
5.57% 
5.87% 
7.41% 
6.12% 
5.63% 
5.86% 
8.42% 
8.04% 
5.60% 
8.24% 
8.36% 

10.12% 
12.87% 
8.52% 

13.12% 
8.63% 

11.39% 
8.95% 

14.58% 
14.33% 
16.79% 
16.23% 
15.73% 
7.86% 

11.32% 
10.34% 
9.88% 

12.80% 
10.24% 
9.39% 

2064 
4217 

147 
2067 
2604 
4468 
2341 

667 
1144 
1943 
4360 
3542 
4891 
1738 
1942 
1088 
5118 
2838 
693 
690 

2182 
1266 
2132 
1704 
920 

2469 
3314 
2660 
1198 
2157 
3933 
1509 
4221 
3806 
4248 
4231 
5246 

1725 
3536 

106 
1717 
2237 
3795 
1950 
572 
973 

1585 
3683 
3033 
4161 
1380 
1558 
932 

4084 
2423 
572 
540 

1857 
986 

1811 
1365 
773 

1858 
2507 
1916 
873 

1587 
3378 
1211 
3454 
3142 
3311 
3469 
4373 

339 
681 

40 
351 
367 
673 
391 

95 
171 
357 
677 
510 
730 
357 
384 
156 

1034 
415 
121 
150 
325 
279 
321 
338 
146 
611 
807 
744 
326 
570 
555 
298 
767 
664 
936 
762 
873 

16.40% YES 
16.15% YES 
27.51% YES 
16.96% YES 
14.09% YES 
15.06% YES 
16.70% YES 
14.25% YES 
14.96% YES 
18.40% YES 
15.53% YES 
14.39% YES 
14.93% YES 
20.57% YES 
19.78% YES 
14.33% YES 
20.21% YES 
14.61% YES 
17.44% YES 
21.69% YES 
14.87% YES 
22.08% YES 
15.05% YES 
19.85% YES 
15.92% YES 
24.73% YES 
24.36% YES 
27.98% YES 
27.17% YES 
26.44% YES 
14.11% YES 
19.74% YES 
18.17% YES 
17.44% YES 
22.04% YES 
18.01% YES 
16.64% YES 

• 

• 

• 



• 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 

065 31703 
065 40100 
065 40201 
065 40202 
065 40203 
065 40204 
065 40301 
065 40303 
065 40501 
065 40602 
065 40603 
065 40703 
065 40901 
065 40903 
065 41001 
065 41002 
065 41004 
065 41100 
065 41201 
065 41203 
065 41300 
065 41404 
065 41405 
065 41407 
065 41408 
065 41410 
065 41500 
065 41600 
065 41703 
065 41813 
065 41909 
065 42009 
065 42010 
065 42202 
065 42209 
065 42210 
065 42211 

2901 
8005 
4514 
2343 
3785 
3508 
6634 
2562 
5764 
4551 
2260 
2597 
3282 
2579 
2918 
3009 
4159 
8026 
3781 
3085 
7105 
3388 
3874 
5041 
3832 
2903 
2206 
6777 
5226 
5949 
4754 
4522 
4267 
1530 
3031 
4088 
3571 

1382 
2674 
1815 
963 

1095 
1144 
2278 
1008 
2139 
1619 

683 
1295 
1316 
1128 
1223 
1225 
1733 
2601 
1287 
1318 
2526 
1283 
1640 
2080 
1538 
1022 
753 

2323 
1897 
2396 
1980 
1650 
1207 

601 
1114 
2014 
1306 

139 
240 
202 
118 
322 
118 
266 
111 
245 
139 
142 
136 
148 
134 
109 
107 
188 
357 
143 
145 
246 
136 
161 
189 
155 
131 
124 
250 
268 
223 
168 
160 
293 
188 
189 
214 
193 

• 
9.14% 
8.24% 

10.01% 
10.92% 
22.72% 

9.35% 
10.46% 
9.92% 

10.28% 
7.91% 

17.21% 
9.50% 

10.11% 
10.62% 
8.18% 
8.03% 
9.79% 

12.07% 
10.00% 
9.91% 
8.87% 
9.58% 
8.94% 
8.33% 
9.16% 

11.36% 
14.14% 
9.72% 

12.38% 
8.51% 
7.82% 
8.84% 

19.53% 
23.83% 
14.50% 
9.61% 

12.88% 

2162 
4110 
2888 
1560 
2247 
1797 
3656 
1601 
3421 
2472 
1253 
2040 
2098 
1816 
1878 
1875 
2745 
4309 
2047 
2093 
3931 
2024 
2555 
3203 
2407 
1670 
1300 
3675 
3162 
3702 
3019 
2566 
2321 
1262 
1937 
3179 
2198 

1811 
3504 
2378 
1262 
1435 
1499 
2985 
1321 
2803 
2122 
895 

1697 
1725 
1478 
1603 
1605 
2271 
3408 
1687 
1727 
3310 
1681 
2149 
2726 
2015 
1339 
987 

3044 
2486 
3140 
2595 
2162 
1582 
788 

1460 
2639 
1711 

351 
606 
510 
298 
813 
298 
671 
280 
618 
351 
358 
343 
373 
338 
.275 
270 
474 
901 
361 
366 
621 
343 
406 
477 
391 
331 
313 
631 
676 
563 
424 
404 
739 
474 
477 
540 
487 

16.22% YES 
14.74% YES 
17.65% YES 
19.09% YES 
36.15% YES 
16.57% YES 
18.36% YES 
17.49% YES 
18.07% YES 
14.19% YES 
28.59% YES 
16.82% YES 
17.80% YES 
18.62% YES 
14.65% YES 
14.40% YES 
17.28% YES 
20.90% YES 
17.62% YES 
17.48% YES 
15.79% YES 
16.95% YES 
15.90% YES 
14.89% YES 
16.25% YES 
19.80% YES 
24.08% YES 
17.17% YES 
21.39% YES 
15.20% YES 
14.04% YES 
15.73% YES 
31.85% YES 
37.59% YES 
24.62% YES 
16.99% YES 
22.15% YES 

• 

• 

• 



• 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 

065 42213 5033 
065 42300 6051 
065 42401 2308 
065 42404 1822 
065 42405 4204 
065 42406 4161 
065 42407 3096 
065 42409 3176 
065 42411 2847 
065 42504 2808 
065 42505 3212 
065 42509 3240 
065 42510 4793 
065 42511 3217 
065 42514 2718 
065 42515 3348 
065 42516 3257 
065 42518 2577 
065 42519 1652 
065 42520 3630 
065 42521 4649 
065 42602 4220 
065 42603 14534 
065 42605 18387 
065 42606 3670 
065 42710 3913 
065 42711 4860 
065 42713 4231 
065 42717 2911 
065 42718 4997 
065 42719 3641 
065 42720 2950 
065 42723 4347 
065 42800 6451 
065 42901 5289 
065 42902 3829 
065 42903 3929 

2261 
2253 
1071 
668 

1697 
1706 
1167 
1178 
1314 
843 
999 

1090 
1761 
1286 
1037 
824 

1049 
997 
502 

1152 
1697 
1444 
4706 
7311 
1482 
406 
790 

1757 
1101 
1663 
1461 
1091 
1328 
2025 
1617 
1272 
1134 

209 
377 
104 
105 
219 
205 
109 
118 
121 
205 
132 
136 
156 
132 
116 
204 
209 
109 

75 
225 
171 
129 
620 
670 
132 
50 

135 
172 
120 
200 
129 
149 
142 
392 
243 
152 
221 

• 
8.46% 

14.33% 
8.85% 

13.58% 
11.43% 
10.73% 
8.54% 
9.10% 
8.43% 

19.56% 
11.67% 
11.09% 
8.14% 
9.31% 

10.06% 
19.84% 
16.61% 
9.86% 

13.00% 
16.34% 
9.15% 
8.20% 

11.64% 
8.39% 
8.18% 

10.96% 
14.59% 
8.92% 
9.83% 

10.74% 
8.11% 

12.02% 
9.66% 

16.22% 
13.06% 
10.67% 
16.31% 

3490 
3904 
1666 
1140 
2776 
2753 
1804 
1841 
2027 
1622 
1642 
1772 
2701 
2018 
1652 
1595 
1902 
1582 
847 

2077 
2655 
2218 
7731 

11271 
2275 

658 
1376 
2736 
1746 
2684 
2240 
1806 
2099 
3643 
2732 
2050 
2044 

2963 
2952 
1403 
875 

2224 
2236 
1529 
1544 
1722 
1105 
1309 
1428 
2308 
1685 
1359 
1080 
1375 
1306 
658 

1510 
2224 
1892 
6167 
9581 
1942 
532 

1035 
2302 
1443 
2179 
1915 
1430 
1740 
2654 
2119 
1667 
1486 

527 
951 
262 
265 
553 
517 
275 
298 
305 
517 
333 
343 
394 
333 
293 
515 
527 
275 
189 
568 
431 
326 

1564 
1691 
333 
126 
341 
434 
303 
505 
326 
376 
358 
989 
613 
384 
558 

15.11% YES 
24.37% YES 
15.75% YES 
23.23% YES 
19.90% YES 
18.79% YES 
15.24% YES 
16.17% YES 
15.06% YES 
31.89% YES 
20.28% YES 
19.37% YES 
14.57% YES 
16.50% YES 
17.72% YES 
32.28% YES 
27.73% YES 
17.39% YES 
22.34% YES 
27.33% YES 
16.25% YES 
14.68% YES 
20.24% YES 
15.00% YES 
14.64% YES 
19.17% YES 
24.76% YES 
15.86% YES 
17.35% YES 
18.80% YES 
14.53% YES 
20.82% YES 
17.07% YES 
27.15% YES 
22.44% YES 
18.71% YES 
27.29% YES 

• 

• 

• 



• 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 

065 42904 6877 
065 43001 3873 
065 43003 6122 
065 43006 4046 
065 43212 5651 
065 43304 5851 
065 43306 3846 
065 43307 5090 
065 43308 2596 
065 43309 2807 
065 43310 3052 
065 43312 3561 
065 43313 3289 
065 43401 5675 
065 43403 2810 
065 43405 
065 43503 
065 43505 
065 43506 
065 43507 
065 43509 
065 43510 
065 43511 
065 43600 
065 43701 
065 43703 

3708 
4361 
2826 
2793 
5056 
4153 
5378 
4727 
7981 
3162 
2332 

065 43704 2801 
065 43802 5033 
065 43805 3441 
065 43806 7876 
065 44000 1905 
065 44101 
065 44200 
065 44300 
065 44401 
065 44402 
065 44403 

2631 
4822 
4019 
3908 
4679 
3250 

1936 
1423 
2105 
1412 
2005 
2160 
1240 
1362 
829 
875 

1056 
1366 
1283 
1835 
1026 
830 

1084 
564 
891 

1500 
1386 
1574 
1602 
2304 
1088 
683 
996 

2046 
1210 
1686 
540 

1137 
1531 
1110 
1777 
1569 
1071 

290 
121 
241 
158 
236 
220 
115 
242 
105 
136 
131 
132 
112 
181 
116 
146 
160 
88 

103 
283 
122 
219 
142 
539 
120 
65 
97 

227 
192 
242 

73 
102 
251 
154 
183 
146 
121 

• 
13.03% 
7.84% 

10.27% 
10.06% 
10.53% 
9.24% 
8.49% 

15.09% 
11.24% 
13.45% 
11.04% 
8.81% 
8.03% 
8.98% 

10.16% 
14.96% 
12.86% 
13.50% 
10.36% 
15.87% 
8.09% 

12.21% 
8.14% 

18.96% 
9.93% 
8.69% 
8.87% 
9.99% 

13.69% 
12.55% 
11.91% 
8.23% 

14.09% 
12.18% 
9.34% 
8.51% 

10.15% 

3269 
2170 
3367 
2249 
3223 
3386 
1915 
2395 
1351 
1490 
1714 
2123 
1964 
2861 
1637 
1456 
1824 

961 
1427 
2680 
2124 
2615 
2458 
4379 
1729 
1059 
1550 
3254 
2070 
2820 
892 

1747 
2640 
1843 
2790 
2424 
1709 

2537 
1865 
2758 
1850 
2627 
2831 
1625 
1785 
1086 
1147 
1384 
1790 
1681 
2405 
1345 
1088 
1421 
739 

1168 
1966 
1816 
2063 
2099 
3019 
1426 
895 

1305 
2681 
1586 
2209 
708 

1490 
2006 
1455 
2329 
2056 
1403 

732 
305 
608 
399 
596 
555 
290 
611 
265 
343 
331 
333 
283 
457 
293 
368 
404 
222 
260 
714 
308 
553 
358 

1360 
303 
164 
245 
573 
484 
611 
184 
257 
633 
389 
462 
368 
305 

22.39% YES 
14.07% YES 
18.06% YES 
17.73% YES 
18.48% YES 
16.40% YES 
15.15% YES 
25.49% YES 
19.61% YES 
23.03% YES 
19.28% YES 
15.69% YES 
14.39% YES 
15.96% YES 
17.88% YES 
25.30% YES 
22.13% YES 
23.10% YES 
18.21% YES 
26.65% YES 
14.49% YES 
21.13%YES 
14.58% YES 
31.06% YES 
17.52% YES 
15.49% YES 
15.79% YES 
17.60% YES 
23.40% YES 
21.65% YES 
20.65% YES 
14.73% YES 
23.99% YES 
21.08% YES 
16.55% YES 
15.20% YES 
17.87% YES 

• 

• 

• 



• 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Riverside 
Sacramento 
Sacramento 

065 44504 3970 
065 44507 4428 
065 44508 4795 
065 44509 2675 
065 44510 4828 
065 44601 6198 
065 44701 3514 
065 44804 3051 
065 44904 2427 
065 44906 6657 
065 44915 5360 
065 44916 3375 
065 45000 4352 
065 45106 5338 
065 45207 4452 
065 45301 4213 
065 45302 4705 
065 45400 7279 
065 45502 4239 
065 45603 9505 
065 45604 10064 
065 45605 7195 
065 45702 7899 
065 45703 3916 
065 45704 2786 
065 45705 2412 
065 45706 4802 
065 45800 11137 
065 46000 1607 
065 46101 2965 
065 46102 2232 
065 46200 3335 
065 46402 
065 46404 
065 940100 
067 600 
067 1000 

3898 
2524 

199 
930 
609 

1108 
1453 
1876 
888 

1839 
2401 
1459 
1274 
1046 
2680 
1931 
1301 
1948 
2423 
1634 
1444 
1660 
1996 
1250 
3402 
3475 
2649 
2840 
1157 
1113 
668 

1449 
909 
624 

1291 
746 

1121 
1367 
847 
32 

434 
190 

109 
188 
199 
135 
198 
209 
130 
116 

91 
259 
254 
168 
202 
225 
176 
186 
190 
417 
156 
476 
671 
355 
352 
i 51 
107 
93 

242 
107 

69 
149 
80 

192 
202 
80 

3 
40 
74 

• 
8.96% 

11.46% 
9.59% 

13.20% 
9.72% 
8.01% 
8.18% 
8.35% 
8.00% 
8.81% 

;.; .62% 
11.44% 
9.40% 
8.50% 
9.72% 

11.41% 
10.27% 
17.28% 
11.10% 
12.27% 
16.18% 
11.82% 
11.03% 
11.54% 
8.77% 

12.22% 
14.31% 
10.53% 
9.96% 

10.35% 
9.69% 

14.62% 
12.87% 
8.63% 
8.57% 
8.44% 

28.03% 

1727 
2378 
2961 
1504 
2909 
3674 
2240 
1962 
1600 
4165 
3171 
2129 
3062 
3743 
2585 
2362 
2655 
3668 
2032 
5659 
6247 
4367 
4610 
1897 
1729 
1110 
2509 
1461 
992 

2068 
1179 
1953 
2301 
1312 

50 
565 
360 

1452 
1904 
2458 
1164 
2410 
3146 
1912 
1669 
1371 
3512 
2530 
1705 
2553 
3175 
2141 
1892 
2175 
2616 
1638 
4458 
4554 
3471 
3722 
1516 
1459 
875 

1899 
1191 
818 

1692 
978 

1469 
1791 
1110 

42 
485 
212 

275 
474 
502 
341 
500 
527 
328 
293 
230 
654 
641 
424 
510 
568 
444 
469 
479 

1052 
394 

1201 
1693 
. 896 

888 
381 
270 
235 
611 
270 
174 
376 
202 
484 
510 
202 

8 
80 

148 

15.93% YES 
19.95% YES 
16.96% YES 
22.64% YES 
17.17% YES 
14.36% YES 
14.64% YES 
14.92% YES 
14.35% YES 
15.69% YES 
20.21% YES 
19.91% YES 
16.64% YES 
15.17% YES 
17.18% YES 
19.87% YES 
18.06% YES 
28.69% YES 
19.38% YES 
21.22% YES 
27.10% YES 
20.51% YES 
19.27% YES 
20.08% YES 
15.62% YES 
21.14% YES 
24.33% YES 
18.48% YES 
17.55% YES 
18.18% YES 
17.12% YES 
24.80% YES 
22.15% YES 
15.39% YES 
15.29% YES 
14.17% YES 
41.10% YES 

• 

• 

• 



• 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramel}to 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 

067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 

1100 920 
1200 2980 
1800 5316 
1900 2898 
2000 2685 
2100 2584 
2200 4232 
2700 3921 
2800 3510 
3102 3295 
3201 8383 
3202 4778 
3501 2845 
3600 3054 
3700 4651 
4100 5199 
4201 5722 
4202 5842 
4203 4861 
4300 7132 
4401 4421 
4402 4433 
4500 8183 
4601 7869 
4602 5364 
4700 8093 
4801 5578 
4802 4422 
4903 6896 
4905 6980 
5001 7982 
5002 6310 
5102 4514 
5201 2770 
5300 1483 
5502 5611 
5506 2989 

513 
1661 
1896 
1672 
1277 
1060 
1346 
1106 
956 

1175 
2362 
1588 
1182 
1090 
1100 
1650 
1932 
1525 
1525 
1837 
1311 
1082 
2168 
2669 
1448 
2725 
1602 
1656 
1997 
2262 
2710 
1769 
1653 
1380 
274 

2346 
1507 

56 
157 
250 
182 
174 
154 
167 
201 
163 
156 
266 
207 
142 
122 
297 
196 
214 
222 
238 
287 
165 
217 
449 
304 
303 
320 
258 
177 
378 
263 
319 
286 
169 
637 
412 
219 
160 

• 
9.84% 
8.64% 

11.65% 
9.82% 

11.99% 
12.69% 
11.04% 
15.38% 
14.57% 
11.72% 
10.12% 
11.53% 
10.73% 
10.07% 
21.26% 
10.62% 
9.97% 

12.71% 
13.50% 
13.51% 
11.18% 
16.71% 
17.16% 
10.23% 
17.30% 
10.51% 
13.87% 
9.66% 

15.92% 
10.42% 
10.53% 
13.92% 
9.28% 

31.58% 
60.06% 
8.54% 
9.60% 

685 
2169 
2618 
2231 
1774 
1492 
1837 
1637 
1394 
1624 
3170 
2188 
1604 
1461 
1823 
2235 
2586 
2147 
2179 
2626 
1794 
1643 
3320 
3589 
2223 
3683 
2305 
2203 
2986 
3052 
3665 
2548 
2184 
2816 
1130 
3058 
2003 

573 
1855 
2117 
1867 
1426 
1184 
1503 
1235 
1068 
1312 
2638 
1773 
1320 
1217 
1228 
1843 
2157 
1703 
1703 
2051 
1464 
1208 
2421 
2980 
1617 
3043 
1789 
1849 
2230 
2526 
3026 
1975 
1846 
1541 
306 

2620 
1683 

112 
314 
500 
364 
348 
308 
334 
402 
326 
312 
532 
414 
284 
244 
594 
392 
428 
444 
476 
574 
330 
434 
898 
608 
606 
640 
516 
354 
756 
526 
638 
572 
338 

1275 
824 
438 
320 

16.36% YES 
14.48% YES 
19.11% YES 
16.32% YES 
19.62% YES 
20.66% YES 
18.19% YES 
24.57% YES 
23.40% YES 
19.22% YES. 
16.79% YES 
18.94% YES 
17.71% YES 
16.71% YES 
32.61% YES 
17.55% YES 
16.56% YES 
20.69% YES 
21.85% YES 
21.87% YES 
18.40% YES 
26.44% YES 
27.07% YES 
16.95% YES 
27.27% YES 
17.38% YES 
22.40% YES 
16.07% YES 
25.33% YES 
17.24% YES 
17.42% YES 
22.46% YES 
15.48% YES 
45.27% YES 
72.93% YES 
14.33% YES 
15.98% YES 

• 

• 

• 



• 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 

067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 
067 

5605 3677 
6003 4687 
6101 4851 
6201 6720 
6202 3912 
6300 4462 
6400 5290 
6500 5890 
6600 6417 
6702 7745 
6800 7884 
6900 4869 
7001 3097 
7007 5601 
7008 1186 
7207 3965 
7208 4130 
7209 3457 
7402 6244 
7403 4594 
7404 4073 
7406 6981 
7413 6332 
7416 4123 
7423 5019 
7424 3760 
7503 5185 
8136 2354 
8300 6828 
8800 520 
8908 4998 
9007 2484 
9008 5341 
9103 3235 
9110 1615 
9316 3219 
9318 2499 

1660 
1829 
1989 
2698 
1439 
1695 
1759 
1782 
1966 
1795 
2256 
1839 
982 

1972 
538 

1512 
1772 
1455 
2248 
1581 
1470 
2546 
2111 
1542 
2225 
1641 
2022 
968 
401 
113 

2136 
967 

1949 
1235 
729 

1405 
1038 

197 
243 
322 
276 
210 
267 
253 
163 
311 
279 
314 
266 
135 
264 
55 

201 
208 
154 
269 
233 
208 
303 
301 
196 
299 
165 
216 

93 
1138 

127 
208 
115 
181 
113 
68 

169 
108 

• 
10.61% 
11.73% 
13.93% 
9.28% 

12.73% 
13.61% 
12.57% 
8.38% 

13.66% 
13.45% 
12.22% 
12.64% 
12.09% 
11.81% 
9.27% 

11.73% 
10.51% 
9.57% 

10.69% 
12.84% 
12.40% 
10.64% 
12.48% 
11.28% 
11.85% 
9.14% 
9.65% 
8.77% 

73.94% 
52.92% 
8.87% 

10.63% 
8.50% 
8.38% 
8.53% 

10.74% 
9.42% 

2248 
2529 
2865 
3565 
2027 
2427 
2471 
2316 
2818 
2563 
3148 
2586 
1367 
2730 

711 
2091 
2395 
1933 
3049 
2232 
2058 
3449 
2960 
2114 
3083 
2163 
2690 
1267 
2725 
380 

2802 
1310 
2539 
1605 
950 

1907 
1375 

1854 
2042 
2221 
3013 
1607 
1893 
1964 
1990 
2195 
2004 
2519 
2054 
1097 
2202 

601 
1688 
1979 
1625 
2510 
1766 
1642 
2843 
2357 
1722 
2485 
1833 
2258 
1081 
448 
126 

2385 
1080 
2176 
1379 
814 

1569 
1159 

394 
486 
644 
552 
420 
534 
506 
326 
622 
558 
628 
532 
270 
528 
110 
402 
416 
308 
538 
466 
416 
606 
602 
392 
598 
330 
432 
186 

2277 
254 
416 
230 
362 
226 
136 
338 
216 

• 
17.54% YES 
19.23% YES 
22.49% YES 
15.49% YES 
20.73% YES 
22.01% YES 
20.49% YES 
14.08% YES 
22.09% YES 
21.78% YES 
19.96% YES 
20.58% YES 
19.77% YES 
19.35% YES 
15.48% YES 
19.24% YES 
17.38% YES 
15.94% YES 
17.66% YES 
20.89% YES 
20.23% YES 
17.58% YES 
20.35% YES 
18.55% YES 
19.41% YES 
15.27% YES 
16.07% YES 
14.69% YES 
83.57% YES 
66.82% YES· 
14.86% YES 
17.57% YES 
14.27o/o YES 
14.09% YES 
14.32% YES 
17.73% YES 
15.71% YES 

• 

• 



• 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 
Sacramento 

067 
067 
067 
067 
067 
067 
067 
067 

Sacramento 067 
Sacramento 067 
Sacramento 067 
San Benito 069 
San Benito 069 
San Benito 069 
San Benito 069 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 

9320 4051 
9501 2669 
9502 6843 
9503 3123 
9504 1859 
9601 6856 
9605 467 
9606 7331 
9608 2749 
9700 2896 
9800 1934 

300 4063 
400 6234 
500 11413 
700 8044 
301 7938 
401 6418 
602 8710 
808 5921 
900 11623 

1000 10497 
1301 10264 
1303 14549 
1400 2172 
1500 12684 
1600 7333 
1702 4693 
1703 5368 
1801 13752 
2203 4795 
2204 5244 
2301 7006 
2401 7453 
2502 6724 
2601 5030 
2602 7409 
2800 13604 

1776 
936 

2920 
1205 
772 

2329 
216 

2722 
1343 
1335 
795 

1663 
2759 
4784 
3297 
2463 
2723 
3331 
2698 
4851 
4074 
3861 
5455 

780 
4223 
2369 
2062 
2547 
4667 

916 
1796 
2339 
2369 
2023 
1886 
2768 
4129 

180 
148 
312 
212 
126 
215 
24 

307 
122 
151 

91 
259 
248 
355 
277 
374 
301 
334 
272 
512 
433 
387 
630 
109 
595 
434 
250 
252 
601 
184 
336 
238 
248 
504 
231 
295 
615 

• 
9.20% 

13.65% 
9.65% 

14.96% 
14.03% 
8.45% 

10.00% 
10.14% 
8.33% 

10.16% 
10.27% 
13.48% 
8.25% 
6.91% 
7.75% 

13.18% 
9.95% 
9.11% 
9.16% 
9.55% 
9.61% 
9.11% 

10.35% 
12.26% 
12.35% 
15.48% 
10.81% 
9.00% 

11.41% 
16.73% 
15.76% 
9.24% 
9.48% 

19.94% 
10.91% 
9.63% 

12.96% 

2343 
1341 
3885 
1770 
1114 
3031 

289 
3654 
1744 
1793 
1070 
2064 
3035 
5101 
3585 
3503 
3661 
4414 
3578 
6477 
5445 
5116 
7385 
1092 
5919 
3509 
2814 
3369 
6435 
1387 
2673 
3106 
3159 
3247 
2578 
3701 
5850 

1983 
1045 
3261 
1346 
862 

2601 
241 

3040 
1500 
1491 
888 

1509 
2503 
4340 
2991 
2800 
3095 
3786 
3067 
5514 
4631 
4389 
6200 
887 

4800 
2693 
2344 
2895 
5305 
1041 
2041 
2659 
2693 
2299 
2144 
3146 
4693 

360 
296 
624 
424 
252 
430 

48 
614 
244 
302 
182 
555 
532 
761 
594 
703 
566 
628 
511 
963 
814 
728 

1185 
205 

1119 
816 
470 
474 

1130 
346 
632 
448 
466 
948 
434 
555 

1156 

15.37% YES 
22.08% YES 
16.07% YES 
23.97% YES 
22.63% YES 
14.19% YES 
16.60% YES 
16.81% YES 
14.00% YES 
16.85% YES 
17.02% YES 
26.90% YES 
17.52% YES 
14.92% YES 
16.57% YES 
20.08% YES 
15.46% YES 
14.23% YES 
14.29% YES 
14.87% YES 
14.95% YES 
14.22% YES 
16.04% YES 
18.78% YES 
18.90% YES 
23.26% YES 
16.71% YES 
14.07% YES 
17.56% YES 
24.94% YES 
23.63% YES 
14.41% YES 
14.76% YES 
29.19% YES 
16.85% YES 
14.99% YES 
19.77% YES 

• 

• 

• 



• 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino · 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San Bernardino 071 
San·Bernardino 071 
San Bernardino 071 

2901 4102 
2902 5911 
3100 9503 
3300 9943 
3401 6451 
3402 8543 
3501 13569 
3502 15355 
3601 17548 
3602 12652 
3700 3266 
3800 13498 
3900 4680 
4000 12760 
4100 14130 
4201 5999 
4202 4645 
4300 8313 
4502 17846 
4601 6974 
4602 10279 
4700 5345 
4800 2983 
4900 6807 
5000 1793 
5300 4844 
5400 5516 
5500 7600 
5600 6336 
5700 1147 
5800 3538 
5900 1142 
6000 1611 
6202 8146 
6301 5069 
6302 7438 
6401 2597 

1360 
1869 
2710 
3409 
2348 
2974 
4475 
5507 
6112 
4669 

939 
4605 
1546 
4077 
3613 
1558 
1156 
2429 
7494 
3147 
4146 
1490 
678 

1978 
603 

1510 
1499 
1823 
1466 
262 
916 
327 
492 

2432 
1152 
2188 
705 

200 
207 
390 
356 
296 
340 
524 
666 
812 
510 
121 
643 
175 
562 
774 
331 
153 
304 
738 
342 
545 
323 
140 
402 

98 
232 
302 
453 
406 

78 
164 
33 
75 

492 
136 
345 
170 

• 
12.82% 
9.97% 

12.58% 
9.46% 

11.20% 
10.26% 
10.48% 
10.79% 
11.73% 
9.85% 

11.42% 
12.25% 
10.17% 
12.11% 
17.64% 
17.52% 
11.69% 
11.12% 
8.97% 
9.80% 

11.62°(o 
17.82°/o 
17.11% 
16.89% 
13.98% 
13.32% 
16.77% 
19.90% 
21.69% 
22.94% 
15.19% 
9.17% 

13.23% 
16.83% 
10.56% 
13.62% 
19.43% 

1922 
2514 
3814 
4544 
3225 
4020 
6072 
7512 
8474 
6266 
1295 
6443 
2086 
5691 
5562 
2393 
1602 
3333 
9906 
4220 
5737 
2301 
1034 
3004 

870 
2153 
2272 
2924 
2430 

444 
1350 
434 
700 

3689 
1565 
3136 
1121 

1546 
2124 
3080 
3875 
2669 
3380 
5086 
6259 
6947 
5307 
1067 
5234 
1757 
4634 
4107 
1771 
1314 
2761 
8518 
3577 
4713 
1694 
771 

2248 
685 

1716 
1704 
2072 
1666 
298 

1041 
372 
559 

2764 
1309 
2487 

801 

376 
389 
733 
669 
557 
639 
985 

1252 
1527 
959 
228 

1209 
329 

1057 
1455 
622 
288 
572 

1388 
643 

1025 
607 
263 
756 
184 
436 
568 
852 
763 
147 
308 

62 
141 
925 
256 
649 
320 

19.57% YES 
15.49% YES 
19.23% YES 
14.73% YES 
17.26% YES 
15.90% YES 
16.23% YES 
16.67% YES 
18.02% YES 
15.30% YES 
17.57% YES 
18.77% YES 
15.77% YES 
18.57% YES 
26.17% YES 
26.01% YES 
17.96% YES 
17.15% YES 
14.01% YES 
15.24% YES 
17.86% YES 
26.40% YES 
25.46% YES 
25.16% YES 
21.19% YES 
20.27% YES 
25.00% YES 
29.13% YES 
31.42% YES 
33.00% YES 
22.85% YES 
14.31% YES 
20.14% YES 
25.08% YES 
16.34% YES 
20.69% YES 
28.52% YES 

• 

• 

• 



• 
San Bernardino 071 6402 4608 
San Bernardino 071 6500 6688 
San Bernardino 071 6600 12546 
San Bernardino 071 6700 4065 
San Bernardino 071 6800 856 
San Bernardino 071 6900 2962 
San Bernardino 071 7000 7150 
San Bernardino 071 7107 2516 
San Bernardino 071 7406 10312 
San Bernardino 071 7407 3422 
San Bernardino 071 7408 3785 
San Bernardino 071 7601 6386 
San Bernardino 071 7602 8252 
San Bernardino 071 8001 5645 
San Bernardino 071 8002 7126 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 

071 8404 4034 
071 8707 7572 
071 8800 6312 
071 9104 24441 
071 9106 9276 
071 9300 1358 
071 9400 2955 
071 9500 6819 
071 9708 3675 
071 9709 5385 
071 9710 5652 
071 9712 5003 
071 9713 5854 
071 9714 2841 
071 9716 5867 
071 9800 4524 
071 9901 11425 
071 9903 9231 
071 10010 4890 
071 10011 4035 
071 10013 6573 
071 10014 3801 

1243 
1463 
4565 
1497 
268 
868 

2289 
988 

4087 
819 

1270 
1882 
3140 
2400 
2400 
1991 
2908 
2639 
7025 
3514 

457 
862 

2683 
1383 
1875 
1853 
1636 
2156 
1107 

.1762 

1287 
3739 
2837 
1851 
1338 
2348 
1137 

247 
376 
611 
180 
56 

127 
306 
102 
602 
157 
236 
345 
396 
268 
267 
257 
310 
274 
968 
414 

66 
155 
280 
205 
274 
277 
192 
221 
149 
322 
215 
519 
458 
232 
164 
282 
268 

• 
16.58% 
20.45% 
11.80% 
10.73% 
17.28% 
12.76% 
11.79% 
9.36% 

12.84% 
16.09% 
15.67% 
15.49% 
11.20% 
10.04% 
10.01% 
11.43% 
9.63% 
9.41% 

12.11% 
10.54% 
12.62% 
15.24% 
9.45% 

12.91% 
12.75% 
13.00% 
10.50% 
9.30% 

11.86% 
15.45% 
14.31% 
12.19% 
13.90% 
11.14% 
10.92% 
10.72% 
19.07% 

1877 
2370 
6338 
2040 

410 
1225 
3177 
1315 
5777 
1226 
1887 
2788 
4314 
3232 
3230 
2746 
3888 
3515 
9805 
4773 

644 
1271 
3576 
1957 
2646 
2627 
2221 
2866 
1538 
2608 
1867 
5226 
4086 
2540 
1829 
3199 
1796 

1413 
1663 
5189 
1702 
305 
987 

2602 
1123 
4645 

931 
1444 
2139 
3569 
2728 
2728 
2263 
3305 
3000 
7985 
3994 

519 
980 

3050 
1572 
2131 
2106 
1860 
2451 
1258 
2003 
1463 
4250 
3225 
2104. 
1521 
2669 
1292 

464 
707 

1149 
338 
105 
239 
575 
192 

1132 
295 
444 
649 
745 
504 
502 
483 
583 
515 

1820 
778 
124 
291 
527 
385 
515 
521 
361 
416 
280 
605 
404 
976 
861 
436 
308 
530 
504 

• 
24.74% YES 
29.83% YES 
18.13% YES 
16.59% YES 
25.69% YES 
19.49% YES 
18.11% YES 
14.59% YES 
19.59% YES 
24.08% YES 
23.51% YES 
23.27% YES 
17.26% YES 
15.59% YES 
15.54% YES 
17.60% YES 
14.99% YES 
14.66% YES 
18.56% YES 
16.31% YES 
19.28% YES 
22.93% YES 
14.72% YES 
19.69% YES 
19.47% YES 
19.83% YES 
16.26% YES 
14.50% YES 
18.21% YES 
23.21% YES 
21.65% YES 
18.68% YES. 
21.08% YES 
17.17%YES 
16.86% YES 
16.58% YES 
28.05% YES 

• 

• 



• 
San Bernardino 071 10015 4296 
San Bernardino 071 10016 4055 
San Bernardino 071 10018 3594 
San Bernardino 071 10019 4013 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Bernardino 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 

071 10020 5190 
071 10021 5187 
071 10024 4212 
071 10300 13617 
071 10403 7685 
071 10409 2847 
071 10410 2473 
071 10411 5624 
071 10414 7430 
071 10500 699 
071 11700 1453 
071 11800 6393 
071 11900 3644 
071 12000 11690 
071 12100 11241 
073 1600 6126 
073 1700 4915 
073 2201 3715 
073 2202 5075 
07-3 2301 3023 
073 2302 6709 
073 2402 5102 
073 2501 6107 
073 2601 6293 
073 2602 4649 
073 2707 6618 
073 2708 7093 
073 2709 4212 
073 2710 4174 
073 2801 3776 
073 2804 4477 
073 2904 6704 
073 2905 3794 

1622 
1424 
1257 
1427 
1637 
1903 
1538 
2750 
2491 

894 
791 

1796 
1921 
273 
376 

2568 
1198 
4260 
4080 
2447 
2495 
1227 
1530 
1283 
2221 
1287 
1995 
1983 
1482 
1937 
2083 
1167 
1094 
1544 
2138 
2967 
2109 

177 
168 
137 
170 
232 
219 
219 
325 
338 

88 
84 

216 
254 

38 
101 
281 
243 
487 
597 
259 
245 
120 
167 
189 
261 
238 
295 
233 
186 
290 
335 
162 
206 
775 
461 
967 
214 

• 
9.84% 

10.55% 
9.83% 

10.64% 
12.41% 
10.32% 
12.46% 
10.57% 
11.95% 
8.96% 
9.60% 

10.74% 
11.68% 
12.22% 
21.17% 

9.86% 
16.86% 
10.26% 
12.76% 
9.57% 
8.94% 
8.91% 
9.84% 

12.84% 
10.52% 
15.61% 
12.88% 
10.51% 
11.15% 
13.02% 
13.85% 
12.19% 
15.85% 
33.42% 
17.74% 
24.58% 
9.21% 

2176 
1934 
1686 
1942 
2297 
2575 
2160 
3737 
3467 
1182 
1057 
2448 
2661 

382 
617 

3447 
1819 
5758 
5760 
3273 
3300 
1622 
2056 
1819 
3020 
1918 
2830 
2697 
2038 
2755 
3007 
1635 
1638 
3247 
3313 
5230 
2803 

1844 
1619 
1429 
1622 
1861 
2163 
1748 
3126 
2831 
1016 
899 

2041 
2183 

310 
427 

2919 
1362 
4842 
4638 
2772 
2826 
1390 
1733 
1453 
2516 
1458 
2260 
2246 
1679 
2194 
2360 
1322 
1239 
1749 
2422 
3361 
2389 

333 
316 
258 
320 
436 
412 
412 
611 
636 
165 
158 
406 
478 

71 
190 
528 
457 
916 

1123 
501 
474 
232 
323 
365 
505 
460 
570 
450 
360 
561 
648 
313 
398 

1498 
891 

1870 
414 

15.29% YES 
16.33% YES 
15.28% YES 
16.46% YES 
18.99% YES 
15.99% YES 
19.07% YES 
16.35% YES 
18.33% YES 
14.00% YES 
14.94% YES 
16.59% YES 
17.95% YES 
18.72% YES 
30.77% YES 
15.33% YES 
25.13% YES 
15.90% YES 
19.49% YES 
15.30% YES 
14.35% YES 
14.30% YES 
15.70% YES 
20.09% YES 
16.71% YES 
23.99% YES 
20.15% YES 
16.70% YES 
17.64% YES 
20.35% YES 
21.54% YES 
19.15% YES 
24.32% YES 
46.14% YES 
26.90% YES 
35.74% YES 
14.76% YES 

• 

• 

• 



• 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 

073 3001 3967 
073 3004 4813 
073 3101 3718 
073 3105 4167 
073 3111 6186 
073 3202 4547 
073 3301 3522 
073 3302 9347 
073 3303 3582 
073 3403 4284 
073 3404 4880 
073 3501 4059 
073 3502 4645 
073 3601 2840 
073 3602 2979 
073 3603 4192 
073 3901 4098 
073 3902 5078 
073 4000 5036 
073 4502 2700 
073 4600 2253 
073 4800 4831 
073 4900 5014 
073 5000 2616 
073 5100 3288 
073 5200 2492 
073 5300 5518 
073 5700 1610 
073 6400 681 
073 6600 1911 
073 8305 7240 
073 8800 6762 
073 9106 3962 
073 10004 4911 
073 10005 7390 
073 10009 5794 
073 10013 5547 

1377 
1685 
1295 
1384 
1861 
1670 
1054 
2676 
1004 
1355 
1339 

971 
1262 

751 
905 

1095 
964 

1215 
1466 
1083 
1215 
1555 
1520 
768 
799 

1142 
1530 
796 

63 
415 

3079 
2619 
1809 
2017 
2392 
1694 
1474 

160 
185 
129 
143 
253 
189 
154 
413 
202 
149 
225 
177 
197 
166 
99 

218 
163 
233 
278 
114 
120 
172 
244 
110 
476 
112 
166 
119 
28 
55 

818 
302 
581 
198 
289 
229 
338 

• 
10.41% 
9.89% 
9.06% 
9.36% 

11.97% 
10.17% 
12.75% 
13.37% 
16.75% 
9.91% 

14.39% 
15.42% 
13.50% 
18.10% 
9.86% 

16.60% 
14.46% 
16.09% 
15.94% 
9.52% 
8.99% 
9.96% 

13.83% 
12.53% 
37.33% 

8.93% 
9.79% 

13.01% 
30.77% 
11.70% 
20.99% 
10.34% 
24.31% 

8.94% 
10.78% 
11.91% 
18.65% 

1869 
2266 
1716 
1844 
2597 
2257 
1492 
3830 
1528 
1823 
1952 
1442 
1810 
1172 
1217 
1662 
1407 
1827 
2198 
1447 
1608 
2094 
2194 
1083 
1825 
1510 
2054 
1132 

125 
576 

5069 
3551 
3172 
2668 
3268 
2362 
2323 

1560 
1909 
1467 
1568 
2108 
1892 
1194 
3031 
1137 
1535 
1517 
1100 
1430 
851 

1025 
1240 
1092 
1376 
1661 
1227 
1376 
1761 
1722 
870 
905 

1294 
1733 
902 

71 
470 

3488 
2967 
2049 
2285 
2710 
1919 
1670 

309 
358 
249 
276 
489 
365 
298 
798 
391 
288 
435 
342 
381 
321 
191 
421 
315 
450 
537 
220 
232 
333 
472 
213 
920 
217 
321 
230 

54 
106 

1581 
584 

1123 
383 
559 
443 
653 

16.55% YES 
15.78% YES 
14.53% YES 
14.99% YES 
18.83% YES 
16.19% YES 
19.96% YES 
20.85% YES 
25.56% YES 
15.80% YES 
22.29% YES 
23.73% YES 
21.04% YES 
27.39% YES 
15.73% YES 
25.36% YES 
22.40% YES 
24.66% YES 
24.45% YES 
15.23% YES 
14.42% YES 
15.88% YES 
21.51% YES 
19.64% YES 
50.42% YES 
14.34% YES 
15.62% YES 
20.33% YES 
43.13% YES 
18.45% YES 
31.20% YES 
16.44% YES 
35.41% YES 
14.35% YES 
17.10% YES 
18.75% YES 
28.13% YES 

• 

• 

• 



• 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 

073 10103 5420 
073 10104 3298 
073 10112 4799 
073 10200 7199 
073 10300 4419 
073 10401 2493 
073 10501 1477 
073 10502 5562 
073 11400 4367 
073 11602 3207 
073 11700 6274 
073 11801 3950 
073 11802 6475 
073 11902 4758 
073 12001 2294 
073 12002 3408 
073 12003 2960 
073 12102 3382 
073 12304 3190 
073 12401 3391 
073 12500 8175 
073 12700 4745 
073 13204 3906 
073 13205 2085 
073 13206 5713 
073 13308 3804 
073 13310 2290 
073 13802 3254 
073 13906 4588 
073 13907 3948 
073 13908 3232 
073 14001 4632 
073 14400 3686 
073 15404 7337 
073 15701 5500 
073 15703 6335 
073 15704 3851 

1998 
1314 
1535 
3004 
1770 

972 
559 

1920 
.728 
1162 
2149 
1235 
1797 
1739 
950 
971 

1072 
1265 
1309 
1279 
2884 
1864 
1356 
693 

2064 
1476 
943 

1224 
1904 
1566 
1059 
1950 
1426 
3250 
2194 
2082 
1443 

196 
161 

"225 
676 
185 
114 
83 

217 
97 

119 
225 
208 
263 
242 

93 
120 
191 
159 
128 
147 
386 
204 
190 

81 
198 
172 
99 

123 
211 
178 
105 
304 
188 
337 
326 
265 
200 

• 
8.93% 

10.92% 
12.78% 
18.37% 
9.46% 

10.50% 
12.93% 
10.15% 
11.76% 
9.29% 
9.48% 

14.41% 
12.77% 
12.22% 
8.92% 

11.00% 
15.12% 
11.17% 
8.91% 

10.31% 
11.80% 
9.86% 

12.29% 
10.47% 
8.75% 

10.44% 
9.50% 
9.13% 
9.98% 

10.21% 
9.02% 

13.49% 
11.65% 
9.40% 

12.94% 
11.29% 
12.17% 

2642 
1800 
2174 
4710 
2363 
1321 
794 

2594 
1012 
1546 
2869 
1801 
2544 
2438 
1256 
1332 
1584 
1740 
1730 
1733 
4013 
2506 
1903 
942 

2721 
2005 
1260 
1624 
2565 
2118 
1403 
2797 
1979 
4333 
3116 
2871 
2021 

2263 
1488 
1739 
3403 
2005 
1101 
633 

2175 
825 

1316 
2434 
1399 
2036 
1970 
1076 
1100 
1214 
1433 
1483 
1449 
3267 
2111 
1536 
785 

2338 
1672 
1068 
1387 
2157 
1774 
1200 
2209 
1615 
3682 
2485 
2358 
1635 

379 
311 
435 

1307 
358 
220 
160 
420 
188 
230 
435 
402 
508 
468 
180 
232 
369 
307 
247 
284 
746 
394 
367 
157 
383 
333 
191 
238 
408 
344 
203 
588 
363 
652 
630 
512 
387 

14.34% YES 
17.29% YES 
20.01% YES 
27.75% YES 
15.14% YES 
16.68% YES 
20.22% YES 
16.17% YES 
18.53% YES 
14.88% YES 
15.16% YES 
22.33% YES 
19.99% YES 
19.19% YES 
14.32% YES 
17.42% YES 
23.32% YES 
17.66% YES 
14.30% YES 
16.40% YES 
18.60% YES 
15.74% YES 
19.30% YES 
16.63% YES 
14.07% YES 
16.59% YES 
15.20% YES 
14.64% YES 
15.91% YES 
16.25% YES 
14.47% YES 
21.02% YES 
18.37% YES 
15.04% YES 
20.23% YES 
17.85% YES 
19.13% YES 

• 

• 

• 



• 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego 
San Diego· 
San Diego 
San Diego 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 

073 16301 
073 16302 
073 16502 
073 18300 
073 18400 
073 18512 
073 18603 
073 18611 
073 18612 
073 18905 
073 19205 
073 19208 
073 19404 
073 19602 
073 20009 
073 20108 
073 20207 
073 20212 
073 20601 
073 20805 
073 21100 
075 10600 
075 11400 
075 11500 
075 11700 
075 11800 
075 12200 
075 12300 
075 12500 
075 15500 
075 15700 
075 17601 
075 17602 
075 17800 
075 17902 
075 20100 
075 20800 

4976 
5114 
6711 
2788 
3612 
3294 
6244 
4944 
3588 
6425 
5436 
2945 
3516 
5623 
9008 
5931 
4557 
9960 
4987 
3491 
6506 
4218 
3171 

763 
1724 
1551 
7035 
6205 
7727 
3623 
6875 
5756 
335 

5829 
1455 
6340 
7371 

2191 
1981 
2528 
1527 
1437 
714 

2424 
2040 
1514 
2337 
181.0 
1308 
1372 
2358 
3107 
2358 
1678 
3233 
1880 
1516 
2177 
2378 

996 
284 
773 
650 

3845 
3285 
2507 
1499 
4251 
2351 

273 
2351 
1012 
2721 
3993 

253 
196 
290 
158 
159 
82 

294 
290 
200 
277 
433 
134 
176 
269 
424 
228 
270 
450 
203 
156 
224 
189 
101 
38 
73 
80 

325 
279 
496 
130 
432 
636 
22 

285 
94 

419 
353 

• 
10.35% 
9.00% 

10.29% 
9.38% 
9.96% 

10.30% 
10.82% 
12.45% 
11.67% 
10.60% 
19.30% 
9.29% 

11.37% 
10.24% 
12.01% 
8.82% 

13.86% 
12.22% 
9.75% 
9.33% 
9.33% 
7.36% 
9.21% 

11.80% 
8.63% 

10.96% 
7.79% 
7.83% 

16.52% 
7.98% 
9.22% 

21.29% 
7.46% 

10.81% 
8.50% 

13.34% 
8.12% 

2971 
2623 
3424 
2035 
1935 
967 

3314 
2872 
2102 
3183 
2887 
1741 
1894 
3191 
4339 
3112 
4423 
4532 
2522 
2019 
2899 
2706 
1177 
354 
903 
797 

4414 
3774 
3450 
1727 
5026 
3579 

311 
2873 
1179 
3504 
4615 

2482 
2244 
2864 
1730 
1628 
809 

2746 
2311 
1715 
2647 
2050 
1482 
1554 
2671 
3520 
2671 
1901 
3662 
2130 
1717 
2466 
2325 

974 
278 
756 
636 

3760 
3212 
2451 
1466 
4157 
2299 

267 
2299 

990 
2661 
3905 

489 
379 
561 
305 
307 
159 
568 
561 
387 
536 
837 
259 
340 
520 
820 
441 
522 
870 
392 
302 
433 
380 
203 

76 
147 
161 
654 
561 
998 
262 
869 

1280 
44 

574 
189 
843 
710 

16.46% YES 
14.45% YES 
16.37% YES 
15.01% YES 
15.88% YES 
16.39% YES 
17.15% YES 
19.52% YES 
18.40% YES 
16.83% YES 
28.99% YES 
14.88% YES 
17.96% YES 
16.30% YES 
18.89% YES 
14.16% YES 
21.55% YES 
19.20% YES 
15.56% YES 
14.94% YES 
14.94% YES 
14.06% YES. 
17.27% YES 
21.59% YES 
16.27% YES 
20.21% YES 
14.82% YES 
14.88% YES 
28.94% YES 
15.15% YES 
17.30% YES 
35.76% YES 
14.23% YES 
19.97% YES 
16.05% YES 
24.06% YES 
15.39% YES 

• 

• 

• 



• 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
Sah Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 

075 22703 
075 22902 
075 23002 
075 23101 
075 23103 
075 23200 
075 23300 
075 23400 

5140 
2932 
2443 
1223 
4657 
4490 
2498 
3492 

075 25403 4443 
075 26303 4529 
075 26401 3733 
075 26402 4109 
075 30500 3338 
075 32800 8034 
075 33201 3184 
075 60502 
075 60900 
075 61000 
077 100 
077 300 
077 401 
077 402 
077 500 
077 600 
077 700 
077 800 
077 900 
077 1200 
077 1300 
077 1400 
077 1500 
077 1600 
077 1700 
077 1800 
077 1900 
077 2000 
·on 21 oo 

3393 
158 

2542 
4566 
2634 
3305 
4982 
2985 
2420 
5312 
1604 
5765 
5638 
5109 
4723 
6005 
2126 
3692 
3504 
5218 
3917 
5059 

2731 
1408 
718 
455 
946 

1497 
1071 
1176 
1998 
1883 
1529 
2034 
1041 
4291 
1502 
868 

64 
1073 
1384 
878 

1400 
1599 
855 
673 

1614 
441 

2140 
2430 
2038 
1483 
2161 

748 
1206 
1291 
1435 
1197 
1357 

239 
120 
100 
106 
270 
160 

91 
112 
214 
181 
181 
178 
230 
348 
125 
89 
21 
90 

420 
161 
165 
422 
214 
288 
363 
108 
315 
898 
238 
304 
311 
117 
247 
208 
398 
290 
405 

• 
8.05% 
7.85% 

12.22% 
18.89% 
22.20% 

9.66% 
7.83% 
8.70% 
9.67% 
8.77% 

10.58% 
8.05% 

18.10% 
7.50% 
7.68% 
9.30% 

24.71% 
7.74% 

23.28% 
15.50% 
10.54% 
20.88% 
20.02% 
29.97% 
18.36% 
19.67% 
12.83% 
26.98% 
10.46% 
17.01% 
12.58% 
13.53% 
17.00% 
13.88% 
21.71% 
19.50% 
22.99% 

3152 
1618 
903 
658 

1468 
1786 
1230 
1375 
2384 
2206 
1859 
2347 
1481 
4896 
1720 
1028 

105 
1230 
2368 
1310 
1921 
2621 
1380 
1305 
2530 

707 
3051 
4452 
2792 
2271 
3068 
1079 
1846 
1873 
2387 
1915 
2310 

2671 
1377 
702 
445 
925 

1464 
1047 
1150 
1954 
1841 
1495 
1989 
1018 
4196 
1469 
849 

63 
1049 
1601 
1015 
1619 
1849 
989 
778 

1867 
510 

2475 
2810 
2357 
1715 
2499 

865 
1395 
1493 
1660 
1384 
1569 

481 
241 
201 
213 
543 
322 
183 
225 
431 
364 
364 
358 
463 
700 
252 
179 
42 

181 
768 
294 
302 
771 
391 
527 
664 
197 
576 

1642 
435 
556 
569 
214 
452 
380 
728 
530 
740 

15.26% YES 
14.92% YES 
22.28% YES 
32.41% YES 
37.00% YES 
18.03% YES 
14.88% YES 
16.39% YES 
18.06% YES 
16.52% YES 
19.59% YES 
15.26% YES 
31.26% YES 
14.30% YES 
14.62% YES 
17.42% YES 
40.31% YES 
14.72% YES 
32.42% YES 
22.47% YES 
15.70% YES 
29.44% YES 
28.35% YES 
40.35% YES 
26.23% YES 
27.91% YES 
18.88% YES 
36.87% YES 
15.58% YES 
24.47% YES 
18.53% YES 
19.82% YES 
24.46% YES 
20.30% YES 
30.48% YES 
27.69% YES 
32.05% YES 

• 

• 

• 



• 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 
San Joaquin 

077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 
077 

2200 7938 
2300 5112 
2400 6911 
2501 3681 
2502 6705 
2701 5807 
2702 3940 
2800 3023 
3113 6072 
3215 3692 
3306 4318 
3307 4801 
3308 1809 
3309 7271 
3310 4363 
3311 3846 
3404 6327 
3405 4632 
3406 4255 
3407 2832 
3601 3329 
3602 3032 
3700 3145 
3803 5541 
3900 2435 
4001 3000 
4204 3084 
4302 6013 
4500 6841 
4600 5517 
4701 2772 
4800 4113 
5109 3873 
5115 7742 
5119 1376 
5123 3054 
5202 2853 

1900 
1551 
2264 
1218 
1942 
1644 
1319 
874 

1836 
1937 
1663 
1729 
716 

1699 
1609 
1217 
1846 
1300 
1155 
795. 

1260 
954 

1079 
1100 
778 

1158 
1371 
2213 
2548 
2231 
1173 
1648 
1286 
3002 

504 
1413 
1260 

764 
457 
457 
137 
340 
369 
239 
246 
238 
202 
256 
180 
147 
367 
232 
126 
234 
228 
172 
160 
133 
121 
200 
497 
838 
146 
147 
227 
398 
238 
274 
191 
212 
466 

66 
190 
135 

• 
28.68% 
22.76% 
16.80% 
10.11% 
14.90% 
18.33% 
15.34% 
21.96% 
11.48% 
9.44% 

13.34% 
9.43% 

17.03% 
17.76% 
12.60% 
9.38% 

11.25% 
14.92% 
12.96% 
16.75% 
9.55% 

11.26% 
15.64% 
31.12% 
51.86% 
11.20% 
9.68% 
9.30% 

13.51% 
9.64% 

18.94% 
10.39% 
14.15% 
13.44% 
11.58% 
11.85% 
9.68% 

3594 
2629 
3454 
1659 
2868 
2576 
1962 
1461 
2559 
2610 
2391 
2329 
1097 
2636 
2285 
1638 
2563 
1920 
1650 
1212 
1700 
1325 
1614 
2181 
2432 
1606 
1854 
2974 
3674 
3015 
1858 
2255 
1875 
4324 

704 
1982 
1704 

2197 
1794 
2618 
1409 
2246. 
1901 
1525 
1011 
2123 
2240 
1923 
2000 
828 

1965 
1861 
1408 
2135 
1504 
1336 
919 

1457 
1103 
1248 
1272 
900 

1339 
1586 
2559 
2947 
2580 
1357 
1906 
1487 
3472 

583 
1634 
1457 

1397 
835 
835 
250 
622 
675 
437 
450 
435 
369 
468 
329 
269 
671 
424 
230 
428 
417 
314 
293 
243 
221 
366 
909 

1532 
267 
269 
415 
728 
435 
501 
349 
388 
852 
121 
347 
247 

38.86% YES 
31.78% YES 
24.19% YES 
15.10% YES 
21.68% YES 
26.19% YES 
22.27% YES 
30.79% YES 
17.01% YES 
14.15% YES 
19.57% YES 
14.13% YES 
24.50% YES 
25.45% YES 
18.56% YES 
14.06% YES 
16.69% YES 
21.71% YES 
19.05% YES 
24.14% YES 
14.30% YES 
16.70% YES 
22.66% YES 
41.66% YES 
63.00% YES 
16.62% YES 
14.49% YES 
13.95% YES 
19.80% YES 
14.43% YES 
26.97% YES 
15.48% YES 
20.67% YES 
19.70% YES 
17.15% YES 
17.53% YES 
14.48% YES 

• 

• 

• 



• 
San Joaquin 
San Luis Obispo 
San Luis Obispo 
San Luis Obispo 
San Luis Obispo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
San Mateo 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Barbara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 

077 5303 
079 10901 
079 12200 
079 12401 
079 12800 
081 600100 
081 600500 
081 602100 
081 606200 
081 610201 

. 081 610302 
081 610400 
081 610500 
081 610601 
081 611700 
081 611800 
081 611900 
081 612000 
081 612100 
081 613800 
083 700 
083 900 
083 1301 
083 2303 
083 2304 
083 2403 
083 2702 
083 2903 
083 2911 
085 500100 
085 500200 
085 500300 
085 500800 
085 500901 
085· 500902 

4543 
5659 
7124 
5580 
1415 
3784 
7775 
3828 
7917 
5966 
2272 
5612 
5478 
6492 
6095 
4780 
8847 
7955 
8782 
4783 
7018 
3219 
3581 
6451 
5994 
6035 
7580 
5991 
5622 
5360 
5068 
2204 
1940 
2851 
3696 

085 501000 5544 
085 501200 4792 

1896 
1834 
3003 
2262 

107 
2227 
3668 
1768 
3241 
2699 
1178 
2848 
2397 
2819 
2469 
1835 
3401 
2820 
3886 
2652 
3042 
1507 
1570 
2285 
2259 
2177 
2373 
3196 
2605 
2338 
2060 
1115 
1005 
1426 
1939 
2587 
2277 

273 
1095 

331 
241 

19 
138 
216 
166 
264 
167 
92 

186 
213 
208 
148 
139 
270 
307 
244 
270 
834 
345 
298 
329 
333 
377 
424 
789 
777 
183 
153 
63 
64 

155 
197 
221 
166 

• 
12.59% 
37.38% 

9.93% 
9.63% 

15.08% 
5.84% 
5.56% 
8.58% 
7.53% 
5.83% 
7.24% 
6.13% 
8.16% 
6.87% 
5.66% 
7.04% 
7.35% 
9.82% 
5.91% 
9.24% 

21.52% 
18.63% 
15.95% 
12.59% 
12.85% 
14.76% 
15.16% 
19.80% 
22.97% 

7.26% 
6.91% 
5.35% 
5.99% 
9.80% 
9.22% 
7.87% 
6.79% 

2692 
4051 
4022 
3015 

156 
2469 
4038 
2109 
3760 
2992 
1356 
3183 
2827 
3213 
2725 
2101 
3927 
3474 
4317 
3218 
4602 
2183 
2186 
3032 
3009 
2980 
3267 
4711 
4031 
2681 
2339 
1210 
1111 
1757 
2351 
3018 
2576 

2193 
2095 
3431 
2584 

122 
2107 
3471 
1673 
3067 
2554 
1115 
2695 
2268 
2667 
2336 
1736 
3218 
2668 
3677 
2509 
3411 
1690 
1761 
2562 
2533 
2441 
2661 
3584 
2921 
2165 
1907 
1032 
931 

1320 
1795 
2395 
2108 

499 
1955 
591 
430 

34 
362 
567 
436 
693 
438 
241 
488 
559 
546 
388 
365 
709 
806 
640 
709 

1191 
493 
426 
470 
476 
538 
606 

1127 
1110 
516 
431 
178 
180 
437 
555 
623 
468 

18.54% YES 
48.27% YES 
14.70% YES 
14.28% YES 
21.73% YES 
14.67% YES 
14.04% YES 
20.66% YES 
18.43% YES 
14.65% YES 
17.81% YES 
15.34% YES 
19.77% YES 
16.99% YES 
14.26% YES 
17.36% YES 
18.05% YES 
23.19% YES 
14.83% YES 
22.02% YES 
25.88% YES 
22.57% YES 
19.47% YES 
15.49% YES 
15.81% YES 
18.07% YES 
18.54% YES 
23.92% YES 
27.53% YES 
19.24% YES 
18.44% YES 
14.68% YES 
16.24% YES 
24.86% YES 
23.62% YES 
20.64% YES 
18.16% YES 

• 

• 

• 



• 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 

085 501300 4165 
085 501501 4232 
085 501502 4392 
085 501600 7435 
085 501700 5671 
085 501900 3309 
085 502002 5017 
085 502102 7395 
085 502201 5831 
085 503103 8059 
085 503106 9263 
085 503108 6187 
085 503110 4883 
085 503112 3378 
085 503113 4980 
085 503204 7810 
085 503212 4224 
085 503213 4794 
085 503218 4479 
085 503304 7258 
085 503305 7254 
085 503306 4411 
085 503315 7711 
085 503322 4374 
085 503323 4669 
085 503401 5796 
085 503402 5179 
085 503504 6666 
085 503506 6551 
085 503507 2405 
085 503508 6017 
085 503510 6388 
085 503601 3128 
085 503702 8349 
085 503706 7354 
085 503708 3035 
085 503709 6358 

2185 
1701 
1810 
3344 
2229 
1481 
2381 
3834 
3242 
3865 
4256 
2896 
1809 
1753 
1991 
3380 
1866 
1741 
1844 
2998 
3220 
1669 
3847 
2136 
2088 
2258 
2001 
2404 
2147 
910 

2397 
2668 
1276 
3019 
2815 
1175 
2402 

252 
247 

99 
243 
241 
132 
164 
242 
315 
284 
252 
230 
126 
102 
247 
217 
156 
99 

111 
227 
286 
109 
209 
118 
126 
268 
145 
263 
207 
84 

169 
174 
85 

249 
247 

93 
180 

• 
10.34% 
12.68% 
5.19% 
6.77% 
9.76% 
8.18% 
6.44% 
5.94% 
8.86% 
6.85% 
5.59% 
7.36% 
6.51% 
5.50% 

11.04% 
6.03% 
7.72% 
5.38% 
5.68% 
7.04% 
8.16% 
6.13% 
5.15% 
5.24% 
5.69% 

10.61% 
6.76% 
9.86% 
8.79% 
8.45% 
6.59% 
6.12% 
6.25% 
7.62% 
8.07% 
7.33% 
6.97% 

2733 
2271 
1955 
3781 
2743 
1743 
2667 
4232 
3890 
4379 
4651 
3330 
2030 
1911 
2540 
3741 
2167 
1891 
2020 
3416 
3788 
1853 
4151 
2310 
2288 
2846 
2261 
2967 
2571 
1079 
2696 
2961 
1421 
3497 
3303 
1350 
2731 

2023 
1575 
1676 
3096 
2064 
1371 
2205 
3550 
3002 
3579 
3941 
2681 
1675 
1623 
1843 
3130 
1728 
1612 
1707 
2776 
2981 
1545 
3562 
1978 
1933 
2091 
1853 
2226 
1988 
843 

2219 
2470 
1181 
2795 
2606 
1088 
2224 

710 
696 
279 
685 
679 
372 
462 
682 
888 
800 
710 
648 
355 
287 
696 
612 
440 
279 
313 
640 
806 
307 
589 
333 
355 
755 
409 
741 
583 
237 
476 
490 
240 
702 
696 
262 
507 

25.99% YES 
30.65% YES 
14.27% YES 
18.11%YES 
24.76% YES 
21.34% YES 
17.33% YES 
16.12% YES 
22.83% YES 
18.28% YES 
15.27% YES 
19.47% YES 
17.49% YES 
15.05% YES 
27.41% YES 
16.35% YES 
20.29% YES 
14.76% YES 
15.49% YES 
18.73% YES 
21.28% YES 
16.58% YES 
14.19% YES 
14.40% YES 
15.52% YES 
26.54% YES 
18.07% YES 
24.98% YES 
22.69% YES 
21.94% YES 
17.67% YES 
16.56% YES 
16.86% YES 
20.07% YES 
21.08% YES 
19.42% YES 
18.57% YES 

• 

• 

•• 



• 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Clara 
Santa Cruz 
Santa Cruz 
Santa Cruz 

085 503802 7353 
085 504101 3912 
085 504102 5529 
085 504318 4312 
085 504410 4398 
085 504411 5602 
085 504412 4862 
085 504417 2482 
085 504602 2304 
085 504700 566 
085 505005 5914 
085 505202 6061 
085 505302 4215 
085 505304 3218 
085 506401 3365 
085 506402 5756 
085 506501 7373 
085 506606 4502 
085 508506 7970 
085 508900 5371 
085 509108 4770 
085 511604 7758 
085 511605 229 
085 512100 1808 
085 512304 8444 
085 512306 9224 
085 512307 6257 
085 512402 4791 
085 512505 5302 
085 512506 
085 512508 
085 512601 
085 512602 
085 512700 
087 100400 
087 100700 
087 110100 

5949 
7736 
8773 
3149 
807 

4179 
1870 
5861 

3333 
1631 
2200 
2197 
2186 
2937 
2495 
1308 
1082 

64 
3317 
2861 
2180 
1738 
1816 
2957 
3743 
2420 
4388 
2813 
2574 
3326 

41 
761 

3910 
4209 
3033 
2363 
2441 
2436 
3675 
3574 
1418 
474 

1572 
1076 
2112 

201 
204 
129 
125 
165 
162 
202 
127 
137 

8 
186 
167 
125 
100 
115 
165 
204 
130 
293 
156 
167 
920 

11 
62 

218 
384 
162 
247 
146 
246 
201 
366. 
125 
34 

497 
92 

291 

• 
5.69% 

11.12% 
5.54% 
5.38% 
7.02% 
5.23% 
7.49% 
8.85% 

11.24% 
11.11% 
5.31% 
5.52% 
5.42% 
5.44% 
5.96% 
5.29% 
5.17% 
5.10% 
6.26% 
5.25% 
6.09% 

21.67% 
21.15% 
7.53% 
5.28% 
8.36% 
5.07% 
9.46% 
5.64% 
9.17% 
5.19% 
9.29% 
8.10% 
6.69% 

24.02% 
7.88% 

12.11% 

3653 
2085 
2401 
2387 
2489 
3176 
2880 
1569 
1388 

82 
3596 
3120 
2371 
1891 
2006 
3203 
4041 
2607 
4889 
3044 
2854 
5673 

69 
879 

4235 
4980 
3265 
2884 
2672 
2949 
3969 
4341 
1665 
535 

2619 
1291 
2758 

3086 
1510 
2037 
2034 
2024 
2719 
2310 
1211 
1002 

59 
3071 
2649 
2018 
1609 
1681 
2738 
3466 
2241 
4063 
2605 
2383 
3080 

38 
705 

3620 
3897 
2808 
2188 
2260 
2256 
3403 
3309 
1313 
439 

1615 
1106 
2170 

567 
575 
364 
352 
465 
457 
569 
358 
386 

23 
524 
471 
352 
282 
324 
465 
575 
366 
826 
440 
471 

2593 
31 

175 
614 

1082 
457 
696 
412 
693 
567 

1032 
352 

96 
1003 
186 
587 

15.51% YES 
27.58% YES 
15.15% YES 
14.76% YES 
18.68% YES 
14.38% YES 
19.77% YES 
22.81% YES 
27.82% YES 
27.56% YES 
14.58% YES 
15.09% YES 
14.86% YES 
14.90% YES 
16.16% YES 
14.52% YES 
14.23% YES 
14.05% YES 
16.89% YES 
14.44% YES 
16.49% YES 
45.71% YES 
44.96% YES 
19.87% YES 
14.51% YES 
21.74% YES 
13.99% YES 
24.14% YES 
15.40% YES 
23.51% YES 
14.27% YES 
23.77% YES 
21.16% YES 
17.92% YES 
38.31% YES 
14.38% YES 
21.30% YES 

• 

• 

., 



• 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Santa Cruz 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Shasta 
Sierra 
Siskiyou 
Siskiyou 
Siskiyou 
Siskiyou 
Siskiyou 

087 110200 
087 110300 
087 110400 
087 110501 
087 110502 
087 110600 
087 110700 
087 120700 
087 122500 
087 123100 
087 123300 
089 10100 
089 10400 
089 10500 

7204 
7683 
5224 
7218 
6165 
7544 
3616 
5234 
6546 
2480 
1350 
1606 
4134 
4688 

089 10701 7090 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
089 
091 
093 
093 
093 
093 
093 

10702 
10900 
11200 
11600 
11700 
11900 
12000 
12100 
12200 
12302 
12303 
12500 
12601 
12602 
12701 
12702 

100 
200 
300 
400 
500 

3789 
3854 
5377 
3528 
7802 
4265 
4799 
5429 
4988 
4824 
3842 
1610 
4665 
5807 
4703 
3548 

1443 
1884 
4030 

743 
2182 

3041 
2969 
2016 
3002 
2261 
2803 
1501 
2618 
2688 
1050 
548 
625 

1775 
1872 
3133 
1319 
1395 
2113 
1436 
2953 
1741 
1741 
2113 
2016 
1922 
1673 
678 

1804 
2076 
1727 
1188 

547 
690 

1464 
243 
633 

264 
612 
235 
334 
450 
395 
149 
277 
370 
124 
104 
152 
227 
197 
305 
123 
150 
214 
141 
403 
184 
226 
243 
251 
232 
177 
65 

212 
262 
211 
210 

95 
74 

163 
47 

147 

• 
7.99% 

17.09% 
10.44% 
10.01% 
16.60% 
12.35% 
9.03% 
9.57% 

12.10% 
10.56% 
15.95% 
19.56% 
11.34% 
9.52% 
8.87% 
8.53% 
9.71% 
9.20% 
8.94% 

12.01% 
9.56% 

11.49% 
10.31% 
11.07% 
10.77% 
9.57% 
8.75% 

10.52% 
11.21% 
10.89% 
15.02% 

14.80% 
9.69% 

10.02% 
16.21% 
18.85% 

3658 
4286 
2546 
3759 
3232 
3678 
1843 
3249 
3509 
1329 
773 
984 

2387 
2433 
4023 
1683 
1820 
2730 
1846 
4022 
2265 
2348 
2788 
2698 
2557 
2177 
869 

2389 
2785 
2303 
1713 
1626 
682 
787 

1680 
311 
849 

3125 
3051 
2072 
3085 
2323 
2880 
1542 
2690 
2762 
1079 
563 
682 

1936 
2042 
3418 
1439 
1522 
2305 
1567 
3221 
1899 
1899 
2305 
2199 
2097 
1825 
740 

1968 
2265 
1884 
1296 
1379 
531 
669 

1420 
236 
614 

533 
1236 
474 
674 
908 
797 
301 
559 
747 
250 
210 
302 
451 
391 
606 
244 
298 
425 
280 
800 
365 
449 
482 
498 
461 

. 351 
129 
421 
520 
419 
417 
247 
152 
118 
260 

75 
235 

14.57% YES 
28.82% YES 
18.63% YES 
17.94% YES 
28.11% YES 
21.68% YES 
16.32% YES 
17.21% YES 
21.29% YES 
18.83% YES 
27.16% YES 
30.68% YES 
18.88% YES 
16.08% YES 
15.05% YES 
14.51% YES 
16.37% YES 
15.56% YES 
15.16% YES 
19.90% YES 
16.13% YES 
19.11%YES 
17.31% YES 
18.47% YES 
18.01% YES 
16.15% YES 
14.86% YES 
17.62% YES 
18.68% YES 
18.19% YES 
24.34% YES 
15.19% YES 
22.23% YES 
15.00% YES 
15.48% YES 
24.14% YES 
27.65% YES 

• 

• 

• 



• 
Siskiyou 
Siskiyou 
Siskiyou 
Siskiyou 
Siskiyou 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Solano 
Sonoma 
Sonoma 
Sonoma 
Sonoma 
Sonoma 
Sonoma 
Sonoma 
Sonoma 
Sonoma 

093 600 
093 702 
093 900 
093 1100 
093 1200 
095 250200 
095 250300 
095 250501 
095 250701 
095 250800 
095 250900 
095 251000 
095 251100 

1749 
4044 
6388 
2486 
1691 
3876 
3367 
2242 
3261 

156 
3110 
2816 
3436 

095, 251200 3186 
095 251400 5450 
095 251500 
095 251600 
095 251701 
095 251803 
095 251902 
095 252502 
095 252604 
095 252605 
095 252606 
095 252607 
095 252608 
095 253300 
095 253402 
097 151900 
097 152000 
097 152100 
097 153002 
097 153101 
097 153703 
097 153704 

3852 
2986 
4068 
5242 
6381 
2342 
4012 
5125 
4591 
3632 
3983 
2907 
5561 
3282 
2377 
3218 
6836 
8096 
4080 
4105 

097 153801 5743 
097 153902 4605 

626 
1462 
2403 

817 
597 

1542 
1364 
872 

1145 
85 

1043 
1269 
1361 
1161 
2404 
1589 
1252 
1693 
2096 
2552 

608 
1624 
1969 
1503 
1324 
1574 
1177 
2264 
1626 
1129 
1251 
3020 
3236 
2037 
2094 
2977 
2194 

73 
187 
351 

96 
88 

143 
149 
115 
138 

8 
142 
175 
144 
217 
215 
227 
147 
232 
206 
247 
125 
169 
222 
180 
149 
188 
231 
227 
137 
211 
147 
250 
393 
251 

\ 

163 
202 
151 

• 
10.44% 
11.34% 
12.75% 
10.51% 
12.85% 
8.49% 
9.85% 

11.65% 
10.76% 
8.60% 

11.98% 
12.12% 
9.57% 

15.75% 
8.21% 

12.50% 
10.51% 
12.05% 
8.95% 
8.82% 

17.05% 
9.43% 

10.13% 
10.70% 
10.12% 
10.67% 
16.41% 
9.11% 
7.77% 

15.75% 
10.52% 
7.65% 

10.83% 
10.97% 
7.22% 
6.35% 
6.44% 

724 
1717 
2891 

946 
720 

2004 
1819 
1204 
1554 

111 
1449 
1768 
1806 
1735 
3108 
2230 
1691 
2356 
2748 
3338 

932 
2149 
2641 
2038 
1775 
2133 
1782 
2978 
1989 
1666 
1633 
3684 
4254 
2687 
2529 
3522 
2601 

607 
1418 
2331 

792 
579 

1708 
1511 
966 

1268 
94 

1155 
1406 
1508 
1286 
2663 
1760 
1387 
1875 
2322 
2827 

674 
1799 
2181 
1665 
1467 
1744 
1304 
2508 
1653 
1148 
1272 
3070 
3290 
2071 
2129 
3026 
2230 

117 
298 
560 
153 
140 
296 
308 
238 
286 

17 
294 
362 
298 
449 
445 
470 
304 
480 
426 
511 
259 
350 
460 
373 
308 
389 
478 
470 
336 
518 
361 
614 
965 
616 
400 
496 
371 

16.10% YES 
17.39% YES 
19.38% YES 
16.20% YES 
19.52% YES 
14.77% YES 
16.95% YES 
19.77% YES 
18.38% YES 
14.96% YES 
20.28% YES 
20.49% YES 
16.51% YES 
25.88% YES 
14.32% YES 
21.07% YES 
17.99% YES 
20.39% YES 
15.52% YES 
15.32% YES 
27.75% YES 
16.28% YES 
17.40% YES 
18.29% YES 
17.37% YES 
18.25% YES 
26.83% YES 
15.78% YES 
16.91% YES 
31.10% YES 
22.10% YES 
16.66% YES 
22.68% YES 
22.93% YES 
15.82% YES 
14.08% YES 
14.25% YES 

• 

• 

• 



• 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 

099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 
099 

202 3377 
203 7238 
301 1904 
302 2808 
303 5119 
304 4884 
803 5087 
909 4561 
910 6924 

1002 3369 
1100 4019 
1500 6993 
1601 4652 
1603 5903 
1604 3919 
1700 2818 
1800 2249 
1900 5510 
2002 4238 
2004 6439 
2100 4302 
2200 6552 
2301 7251 
2302 3809 
2400 9275 
2501 3189 
2502 8124 
2602 4806 
2604 3951 
2605 3800 
2702 7089 
2801 4349 
2802 6733 
2902 4945 
3002 5711 
3100 4099 
3201 5275 

1356 
2917 

504 
1162 
1926 
1858 
1449 
1836 
2803 
1457 
1569 
2289 
1310 
1910 
855 
665 
601 

2269 
1328 
2343 
1139 
1735 
1837 
1121 
2778 

837 
2975 
1552 
1084 
1490 
2552 
1672 
2681 
1882 
1842 
1329 
1919 

218 
394 
211 
284 
293 
407 
393 
247 
314 
164 
266 
402 
346 
514 
452 
194 
184 
272 
374 
348 
457 
584 
741 
439 
588 
260 
585 
341 
329 
298 
506 
203 
340 
276 
361 
233 
443 

• 
13.85% 
11.90% 
29.51% 
19.64% 
13.20% 
17.97% 
21.34% 
11.86% 
10.07% 
10.12% 
14.50% 
14.94% 
20.89% 
21.20% 
34.58% 
22.58% 
23.44% 
10.70% 
21.97% 
12.93% 
28.63% 
25.18% 
28.74% 
28.14% 
17.47% 
23.70% 
16.43% 
18.01% 
23.28% 
16.67% 
16.55% 
10.83% 
11.25% 
12.79% 
16.39% 
14.92% 
18.76% 

1901 
3966 

921 
1789 
2673 
2783 
2295 
2495 
3705 
1927 
2222 
3265 
2060 
3019 
1717 
1076 
987 

3028 
2126 
3238 
2048 
2935 
3309 
1998 
4128 
1380 
4347 
2327 
1775 
2185 
3736 
2236 
3609 
2595 
2689 
1895 
2912 

1542 
3318 

573 
1322 
2190 
2113 
1648 
2088 
3188 
1657 
1784 
2603 
1490 
2172 
972 
756 
684 

2581 
1510 
2665 
1295 
1973 
2089 
1275 
3159 

952 
3384 
1765 
1233 
1695 
2902 
1902 
3049 
2140 
2095 
1512 
2183 

359 
649 
347 
468 
482 
670 
647 
407 
517 
270 
438 
662 
570 
846 
744 
319 
303 
448 
616 
573 
752 
962 

1220 
723 
968 
428 
963 
561 
542 
491 
833 
334 
560 
454 
594 
384 
729 

18.88% YES 
16.36% YES 
37.74% YES 
26.14% YES 
18.05% YES 
24.08% YES 
28.20% YES 
16.30% YES 
13.95% YES 
14.01% YES 
19.71% YES 
20.27% YES 
27.66% YES 
28.04% YES 
43.35% YES 
29.69% YES 
30.71% YES 
14.79% YES 
28.96% YES 
17.70% YES 
36.74% YES 
32.76% YES 
36.87% YES 
36.18% YES 
23.46% YES 
31.02% YES 
22.16% YES 
24.13% YES 
30.53% YES 
22.45% YES 
22.30% YES 
14.95% YES 
15.51% YES 
17.51% YES 
22.10% YES 
20.24% YES 
25.05% YES 

• 

• 

• 



• 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Stanislaus 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Sutter 
Tehama 
Teham 
Tehama 
Tehama 
Tehama 
Trinity 
Trinity 
Trinity 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 

099 
099 
099 
099 
099 
099 

3202 6941 
3300 4551 
3400 1467 
3500 7535 
3801 8479 
3802 5744 

099 3803 3504 
099 3906 4904 
101 50101 5152 
101 50102 4737 
101 50201 3104 
101 50202 4063 
101 50301 2543 
101 50302 6113 
101 50501 4170 
101 50504 6374 
101 50700 8408 
101 50800 3440 
101 50900 1605 
103 300 3938 
103 700 6667 
103 800 4001 
103 900 3502 
103 1100 6871 
105 200 2076 
105 300 2848 
105 400 837 
107 201 7905 
107 202 2058 
107 302 3356 
107 401 4019 
107 402 5253 
107 501 6440 
107 502 2833 
107 600 5578 
107 702 4734 
107 800 7300 

2674 
1432 
458 

2496 
3242 
1650 
940 

1870 
2099 
1449 
1184 
1538 
1075 
2052 
1581 
2808 
2529 
1346 
675 

1417 
2534 
1390 
1185 
2205 

690 
896 
194 

2409 
632 

1072 
1508 
2078 
2078 
842 

1712 
1434 

. 2456 

430 
585 

81 
472 
443 
399 
267 
301 
271 
302 
207 
292 
213 
429 
262 
314 
549 
182 

81 
173 
328 
207 
148 
304 
142 
174 
99 

761 
102 
332 
240 
313 
729 
240 
614 
285 
499 

• 
13.85% 
29.00% 
15:03% 
15.90% 
12.02% 
19.47% 
22.12% 
13.86% 
11.43% 
17.25% 
14.88% 
15.96% 
16.54% 
17.29% 
14.22% 
10.06% 
17.84% 
11.91% 
10.71% 
10.88% 
11.46% 
12.96% 
11.10% 
12.12% 
17.07% 
16.26% 
33.79% 
24.01% 
13.90% 
23.65% 
13.73% 
13.09% 
25.97% 
22.18% 
26.40% 
16.58% 
16.89% 

3749 
2592 

654 
3616 
4417 
2534 
1509 
2622 
2836 
2157 
1694 
2240 
1581 
3057 
2237 
3710 
3803 
1833 

901 
1752 
3162 
1778 
1470 
2781 

804 
1031 
296 

4345 
984 

1923 
2342 
3198 
3864 
1477 
3205 
2318 
3987 

3041 
1629 
521 

2839 
3687 
1877 
1069 
2127 
2367 
1634 
1335 
1734 
1212 
2314 
1783 
3166 
2852 
1518 
761 

1478 
2643 
1450 
1236 
2299 
635 
825 
179 

3127 
820 

1392 
1958 
2698 
2698 
1093 
2222 
1862 
3188 

708 
963 
133 
777 
729 
657 
440 
496 
469 
523 
359 
506 
369 
743 
454 
544 
951 
315 
140 
274 
520 
328 
235 
482 
169 
206 
117 

1218 
163 
531 
384 
501 

1167 
384 
983 
456 
799 

18.88% YES 
37.16% YES 
20.38% YES 
21.49% YES 
16.52% YES 
25.93% YES 

-29.14% YES 
18.90% YES 
16.55% YES 
24.25% YES 
21.17% YES 
22.58% YES 
23.34% YES 
24.31% YES 
20.29% YES 
14.66% YES 
25.01% YES 
17.20% YES 
15.56% YES 
15.65% YES 
16.44% YES 
18.46% YES 
15.95% YES 
17.32% YES 
20.96% YES 
20.02% YES 
39.68% YES 
28.03% YES 
16.59% YES 
27.63% YES 
16.40% YES 
15.66% YES 
30.19% YES 
26.00% YES 
30.66% YES 
19.68% YES 
20.03% YES 

• 

• 

• 



• 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tulare 
Tuolumne 
Tuolumne 
Tuolumne 
Tuolumne 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 

107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
107 
109 
109 
109 
109 
111 
111 
111 
111 
111 
111 

900 6749 
1004 7553 
1100 7617 
1200 1152 
1302 5774 
1601 5146 
1602 5724 
2202 3918 
2500 3226 
2601 4266 
2602 5329 
2800 2362 
2901 3478 
3001 4428 
3002 3442 
3100 3422 
3300 7161 
3802 4319 
3901 6737 
3902 4949 
4000 884 
4101 7756 
4102 1586 
4200 4894 
4300 6746 
4400 6611 
4500 6411 
3200 5545 
4100 4795 
4200 3905 
5100 7596 

100 843 
200 2413 
302 6343 
400 6564 
500 2364 
600 6066 

2015 
2225 
2170 
466 

2159 
1560 
1865 
1042 
1252 
1413 
1754 
735 
902 

1199 
1219 
1107 
2452 
1335 
2345 
1591 

0 
2363 
505 

1368 
1765 
1544 
1967 
2307 
1740 
1402 
2930 
386 
965 

2378 
2462 

645 
2102 

287 
504 
541 
116 
304 
356 
335 
190 
190 
196 
331 
133 
201 
284 
234 
178 
333 
247 
436 
303 
102 
594 
113 
323 
798 
838 
654 
275 
166 
150 
328 

37 
132 
205 
238 

78 
188 

• 
12.47% 
18.47% 
19.96% 
19.93% 
12.34% 
18.58% 
15.23% 
15.42% 
13.18% 
12.18% 
15.88% 
15.32% 
18.22% 
19.15% 
16.10% 
13.85% 
11.96% 
15.61% 
15.68% 
16.00% 

100.00% 
20.09% 
18.28% 
19.10% 
31.14% 
35.18% 
24.95% 
10.65% 
8.71% 
9.66% 

10.07% 
8.75% 

12.03% 
7.94% 
8.81% 

10.79% 
8.21% 

3075 
3695 
3683 

791 
3289 
2595 
2957 
1657 
1929 
2148 
2807 
1167 
1493 
2011 
1957 
1722 
3716 
2128 
3742 
2550 

163 
4018 

836 
2293 
3568 
3345 
3600 
3100 
2258 
1851 
3896 

514 
1373 
3113 
3281 
895 

2767 

2616 
2888 
2817 
605 

2803 
2025 
2421 
1353 
1625 
1834 
2277 
954 

1171 
1557 
1582 
1437 
3183 
1733 
3044 
2065 

0 
3068 

656 
1776 
2291 
2004 
2554 
2570 
1938 
1562 
3264 

430 
1075 
2650 
2743 
719 

2342 

459 
807 
866 
186 
486 
570 
536 
304 
304 
314 
530 
213 
322 
454 
374 
285 
533 

14.93% YES 
21.83% YES 
23.51% YES 
23.48% YES 
14.79% YES 
21.95% YES 
18.13% YES 
18.35% YES 
15.76% YES 
14.60% YES 
18.87% YES 
18.24% YES 
21.55% YES 
22.60% YES 
19.13% YES 
16.54% YES 
14.34% YES 

395 18.57% YES 
698 18.65% YES 
485 19.01% YES 
163 100.00% YES 
951 23.66% YES 
181 21.62% YES 
517 22.54% YES 

1277 35.79% YES 
1341 40.08% YES 
1047 29.07% YES 
530 17.10% YES 
320 14.17% YES 
289 15.62% YES 
632 16.23% YES 
84 16.26% YES 

298 21.69% YES 
463 14.87% YES 
537 16.37% YES 
176 19.67% YES 
424 15.34% YES 

• 

• 

• 



• 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Ventura 
Yolo 
Yolo 
Yolo 
Yolo 
Yolo 
Yolo 
Yolo 
Yolo 
Yolo 
Yuba 
Yuba 
Yuba 
Yuba 
Yuba 
Yuba 

111 
111 
111 
111 
111 
111 
111 
111 
111 
111 
111 
111 
111 
111 
111 

700 9143 
1204 2400 
1507 3964 
2102 1754 
2300 6906 

·2400 2315 
3201 4531 
3202 3654 
3401 5427 
3402 6926 
3700 6759 
3800 8640 
3900 6787 
4101 6296 
4102 2568 

111 4501 8995 
111 4503 3508 
111 4600 3060 
111 4703 8085 
111 4704 1456 
111 4705 8659 
111 4706 1834 
113 10101 5665 
113 10102 7256 
113 10203 5370 
113 10501 4521 
113 10703 6584 
113 1 0800 41 00 
113 1 0902 624 7 
113 11001 6544 
113 11400 3784 
115 40100 4606 
115 40300 8483 
115 40400 5343 
115 40500 3772 
115 40600 5318 
115 40700 2926 

3918 
1060 
1863 
1057 
2542 
1145 
1825 
1293 
2231 
2768 
2493 
2962 
2789 
2465 

971 
2684 
1318 
447 

3155 
681 

3559 
471 

1738 
2362 
1782 
1406 
2680 
1551 
2604 
2856 
1565 
1625 
2653 
1412 
1080 
1635 
1095 

363 
98 

191 
92 

434 
219 
240 
156 
198 
244 
225 
375 
289 
214 
87 

251 
147 
50 

331 
64 

357 
323 
241 
322 
326 
687 
293 
274 
283 
290 
177 
296 
346 
282 
268 
282 
131 

• 
8.48% 
8.46% 
9.30% 
8.01% 

14.58% 
16.06% 
11.62% 
10.77% 
8.15% 
8.10% 
8.28% 

11.24% 
9.39% 
7.99% 
8.22% 
8.55% 

10.03% 
10.06% 
9.50% 
8.59% 

. 9.12% 
40.68% 
12.18% 
12.00% 
15.46% 
32.82% 

9.86% 
15.01% 
9.80% 
9.22% 

·10.16% 
15.41% 
11.54% 
16.65% 
19.88% 
14.71% 
10.69% 

5185 
1402 
2507 
1385 
3812 
1770 
2575 
1793 
2933 
3635 
3286 
4147 
3760 
3230 
1278 
3557 
1800 

611 
4263 

903 
4772 
1254 
2452 
3322 
2663 
2914 
3632 
2299 
3526 
3828 
2132 
2471 
3770 
2194 
1779 
2455 
1534 

4366 
1181 
2076 
1178 
2833 
1276 
2034 
1441 
2486 
3084 
2778 
3301 
3108 
2747 
1082 
2991 
1469 
498 

3516 
759 

3966 
525 

1996 
2713 
2047 
1615 
3078 
1781 
2991 
3280 
1797 
1903 
3107 
1654 
1265 
1915 
1283 

819 
221 
431 
208 
980 
494 
542 
352 
447 
551 
508 
846 
652 
483 
196 
567 
332 
113 
747 
144 
806 
729 
456 
609 
616 

1299 
554 
518 
535 
548 
335 
567 
663 
540 
514 
540 
251 

15.80% YES 
15.77% YES 
17.19% YES 
14.99% YES 
25.70% YES 
27.92% YES 
21.03% YES 
19.64% YES 
15.24% YES 
15.15% YES 
15.46% YES 
20.41% YES 
17.35% YES 
14.95% YES 
15.36% YES 
15.93% YES 
18.43% YES 
18.47% YES 
17.53% YES 
15.99% YES 
16.89% YES 
58.14% YES 
18.59% YES 
18.33% YES 
23.15% YES 
44.58% YES 
15.25% YES 
22.53% YES 
15.18% YES 
14.32% YES 
15.70% YES 
22.96% YES 
17.59% YES 
24.63% YES 
28.88% YES 
22.01% YES 
16.37% YES 

• 

• 

• 



• 
Yuba 
Yuba 
Yuba 

115 40800 3151 
115 40902 5641 
115 41100 4583 

1269 
914 

1552 

134 
155 
248 

• 
9.55% 

14.50% 
13.78% 

1743 
1368 
2293 

1486 
1071 
1818 

257 
297 
475 

14.73% YES 
21.72% YES 
20.73% YES 

• 

• 

•• 
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• • • NEW MEXICO DEPARTMENT OF WORKFORCE SOLUTIONS 
ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 for the Most Recent 12-Month Period /1 

2009 2010 ANNUAL 
APR MAY JUNE JULY AUG SEPT OCT NOV DEC JAN FEB MAR AVERAGE 

UNITED STATES 
Civilian Labor Force 2/ 153,834 154,336 155,921 156,255 154,897 153,617 153,635 153,539 152,693 152,957 153,194 153,660 154,045 /3 
Employment 140,586 140,363 140,826 141,055 140,074 139,079 139,088 139,132 137,953 136,809 137,203 137,983 139,179 
Unemployment 13,248 13,973 15,095 15,201 14,823 14,538 14,547 14,407 14,740 16,14 7 15,991 15,678 14,866 

Rate 8.6% 9.1% 9.7% 9.7% 9.6% 9.5% 9.5% 9.4% 9.7% 10.6% 10.4% 10.2% t·' :;· :~"9:7%! 
Seasonally Adj. Rate 8.9% 9.4% 9.5% 9.4% 9.7% 9.8% 10.1% 10.0% 10.0% 9.7% 9.7% 9.7% • NEW MEXICO 

Civilian Labor Force 949,331 949,846 961,368 965,648 958,858 954,614 959,037 964,238 958,849 954,978 960,250 961,298 958,193 
Employment 890,407 885,676 887,791 890,102 884,570 882,393 884,644 889,650 883,307 870,332 874,917 874,583 883,198 
Unemployment 58,924 64,170 73,577 75,546 74,288 72,221 74,393 74,588 75,542 84,646 85,333 86,715 74,995 

Rate 6.2% 6.8% 7.7% 7.8% 7.7% 7.6% 7.8% 7.7% 7.9% 8.9% 8.9% 9.0% 7.8% 
Seasonally Adj. Rate 6.6% 6.8% 7.1% 7.4% 7.6% 7.8% 8.0% 8.1% 8.2% 8.5% 8.7% 8.8% 

Albuquerque MSA 4/ 
Civilian Labor Force 407,970 407,349 410,785 413,327 410,368 409,385 410,962 414,645 412,157 409,266 410,925 411,285 410,702 
Employment 381,888 379,051 378,293 379,990 377,648 377,316 378,242 382,109 379,606 372,745 373,980 373,557 377,869 
Unemployment 26,082 28,298 32,492 33,337 32,720 32,069 32,720 32,536 32,551 36,521 36,945 37,728 32,833 

Rate 6.4% 6.9% 7.9% 8.1% 8.0% 7.8% 8.0% 7.8% 7.9% 8.9% 9.0% 9.2% 8.0% 
Seasonally Adj. Rate 6.9% 7.0% 7.1% 7.3% 7.6% 7.9% 8.2% 8.5% 8.6% 9.1% 8.8% 9.2% 

Farminqton MSA 5/ 
Civilian Labor Force 57,224 57,263 58,444 57,563 56,392 57,091 57,108 56,962 56,286 56,228 56,446 56,597 56,967 
Employment 53,811 53,306 53,732 52,608 51,490 52,226 51,980 51,706 50,969 50,423 50,473 50,539 51,939 
Unemployment 3,413 3,957 4,712 4,955 4,902 4,865 5,128 5,256 5,317 5,805 5,973 6,058 5,028 

Rate 6.0% 6.9% 8.1% 8.6% 8.7% 8.5% 9.0% 9.2% 9.4% 10.3% 10.6% 10.7% 8.8% 
Seasonally Adj. Rate 6.3% 6.6% 6.9% 7.4% 8.0% 8.8% 9.4% 10.0% 10.5% 10.5% 10.7% 11.3% 

Las Cruces MSA 5/ • Civilian Labor Force 90,627 91,472 91,240 90,454 91,115 90,973 92,102 92,460 91,881 90,250 92,508 92,655 91,478 
Employment 85,003 85,308 84,382 83,541 84,335 84,567 85,323 85,797 84,804 82,204 84,300 84,303 84,489 
Unemployment 5,624 6,164 6,858 6,913 6,780 6,406 6,779 6,663 7,077 8,046 8,208 8,352 6,989 

Rate 6.2% 6.7% 7.5% 7.6% 7.4% 7.0% 7.4% 7.2% 7.7% 8.9% 8.9% 9.0% 7.6% 
Seasonally Adj. Rate 6.3% 6.5% 6.8% 7.1% 7.5% 7.8% 8.0% 8.3% 8.4% 8.4% 8.1% 8.5% 

Santa Fe MSA 6/ 
Civilian Labor Force 76,700 76,773 78,532 79,685 78,925 77,281 77,437 77,619 77,262 76,885 77,568 77,591 77,688 
Employment 72,509 72,326 73,460 74,382 73,680 72,206 72,241 72,500 72,115 70,995 71,649 71,629 72,474 
Unemployment 4,191 4,447 5.072 5,303 5,245 5,075 5,196 5,119 5,147 5,890 5,919 5,962 5,214 

Rate 5.5% 5.8% 6.5% 6.7% 6.6% 6.6% 6.7% 6.6% 6.7% 7.7% 7.6% 7.7% 6.7% 
Seasonally Adj. Rate 5.7% 5.8% 5.9% 6.2% 6.5% 6.8% 7.0% 7.2% 7.4% 7.5% 7.2% 7.6% 

1/ Estimates are not seasonally adiusted unless noted 4/ Metropolitan Statistical Area- Bernalillo. Sandoval. Torrance & Valencia Counties 
2/ Numbers in thousands 51 Metrooolitan Statistical Area - San Juan County 
3/ Source: U.S. Dept. of Labor. Bureau of Labor Statistics 5/ Metropolitan Statistical Area- Doiia Ana County 

6/ Metropolitan Statistical Area - Santa Fe County 
·Estimates are subject to revision 

1/09 Benchmark 
4/26/2010 



• • • • NEW MEXICO DEPARTMENT OF WORKFORCE SOLUTIONS 
ECONOMIC RESEARCH AND ANALYSIS 

TABLE A - Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 for the Most Recent 12-Month Period /1 

2009 2010 ANNUAL 
APR MAY JUNE JULY AUG SEPT OCT NOV DEC JAN FEB MAR AVERAGE 

Bernalillo County 
Civilian Labor Force 313,813 313,384 315,859 317.703 315,599 314,741 316,045 318,813 316,870 314,606 315,739 316,112 315,774 
Employment 294.469 292,282 291,697 293,006 291,200 290,944 291,658 294,640 292,710 287,419 288,372 288,046 291,370 
Unemployment 19,344 21 '102 24,162 24,697 24,399 23,797 24,387 24,173 24,160 27,187 27,367 28,066 24,403 

Rate 6.2% 6.7% 7.6% 7.8% 7.7% 7.6% 7.7% 7.6% 7.6% 8.6% 8.7% 8.9% 7.7% 

Catron County • Civilian Labor Force 1,627 1,684 1,745 1.713 1,722 1,720 1,695 1,649 1,652 1,633 1,600 1,605 1,670 
Employment 1,516 1,562 1,609 1,573 1,580 1,578 1,532 1,476 1,471 1,445 1,414 1,426 1,515 
Unemployment 111 122 136 140 142 142 163 173 181 188 186 179 155 

Rate 6.8% 7.2% 7.8% 8.2% 8.2% 8.3% 9.6% 10.5% 11.0% 11.5% 11.6% 11.2% 9.3% 

Chaves County 
Civilian Labor Force 28,178 28,158 28,463 28,441 28,245 28,449 28,584 28,652 28,542 28,786 28,726 28,796 28,502 
Employment 26,637 26,476 26.466 26,310 26,169 26,455 26,488 26,547 26.409 26,385 26,352 26,405 26,425 
Unemployment 1,541 1,682 1,997 2,131 2,076 1,994 2,096 2,105 2,133 2,401 2,374 2,391 2,077 

Rate 5.5% 6.0% 7.0% 7.5% 7.3% 7.0% 7.3% 7.3% 7.5% 8.3% 8.3% 8.3% 7.3% 

Cibola County 
Civilian Labor Force 12,427 12,368 12,375 12,435 12,253 12,244 12,331 12,487 12,411 12,585 12,602 12,600 12,427 
Employment 11,737 11,64 7 11,508 11,533 11,369 11,435 11.467 11,608 11,508 11,566 11,573 11,549 11,542 
Unemployment 690 721 867 902 884 809 864 879 903 1,019 1,029 1,051 885 

Rate 5.6% 5.8% 7.0% 7.3% 7.2% 6.6% 7.0% 7.0% 7.3% 8.1% 8.2% 8.3% 7.1% 

Colfax County 
Civilian Labor Force 6,324 6,586 7,539 7,652 7,505 6.441 6,437 6,369 6,483 6,723 6,697 6,722 6,790 
Employment 5,870 6,103 7,011 7,127 6,990 5,912 5,910 5,825 5,933 6,101 6,074 6,084 6,245 
Unemployment 454 483 528 525 515 529 527 544 550 622 623 638 545 • Rate 7.2% 7.3% 7.0% 6.9% 6.9% 8.2% 8.2% 8.5% 8.5% 9.3% 9.3% 9.5% 8.0% 

Curry County 
Civilian Labor Force 21,710 21.736 21,637 21,831 21,652 21,647 21,891 22,108 22,130 22,060 22,113 22,210 21,894 
Employment 20,957 20,936 20,678 20,796 20,617 20,680 20,876 21 '120 21,004 20,770 20,860 20,980 20,856 
Unemployment 753 800 959 1,035 1,035 967 1,015 988 1,126 1,290 1,253 1,230 1,038 

Rate 3.5% 3.7% 4.4% 4.7% 4.8% 4.5% 4.6% 4.5% 5.1% 5.8% 5.7% 5.5% 4.7% 

De Baca County 
Civilian Labor Force 928 945 936 937 919 910 914 917 917 925 923 931 925 
Employment 889 909 896 891 870 870 869 871 865 859 865 873 877 
Unemployment 39 36 40 46 49 40 45 46 52 66 58 58 48 

Rate 4.2% 3.8% 4.3% 4.9% 5.3% 4.4% 4.9% 5.0% 5.7% 7.1% 6.3% 6.2% 5.2% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

4/26/2010 



• NEW MEXICO DEPARTME. WORKFORCE SOLUTIONS • ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 for the Most Recent 12-Month Period /1 

2009 2010 ANNUAL 
APR MAY JUNE JULY AUG SEPT OCT NOV DEC JAN FEB MAR AVERAGE 

Eddy County 
Civilian Labor Force 28,322 28,211 28,675 28,949 28,641 28,680 29,118 29,518 29,465 29,480 29,359 29,226 28,970 
Employment 26,947 26,690 26,911 27,142 26,876 26,897 27,292 27,738 27,689 27,510 27,423 27,284 27,200 
Unemployment 1,375 1,521 1,764 1,807 1,765 1,783 1,826 1,780 1,776 1,970 1,936 1,942 1,770 

Rate 4.9% 5.4% 6.2% 6.2% 6.2% 6.2% 6.3% 6.0% 6.0% 6.7% 6.6% 6.6% 6.1% 

Grant County • Civilian Labor Force 12,256 12,289 12,145 12,155 11,868 11,973 12,022 11,985 11,785 11,872 11,820 11,850 12,002 
Employment 10,847 10,792 10,514 10,499 10,301 10,425 10,480 10,489 10,350 10,338 10,345 10,363 10,479 
Unemployment 1,409 1,497 1,631 1,656 1,567 1,548 1,542 1,496 1,435 1,534 1,475 1,487 1,523 

Rate 11.5% 12.2% 13.4% 13.6% 13.2% 12.9% 12.8% 12.5% 12.2% 12.9% 12.5% 12.5% 12.7% 

Guadalupe County 
Civilian Labor Force 1,816 1,809 1,857 1,855 1,831 1,842 1,836 1,860 1,873 1,872 1,866 1,886 1,850 
Employment 1,709 1,695 1,717 1,708 1,683 1,709 1,689 1,705 1,699 1,679 1,676 1,700 1,697 
Unemployment 107 114 140 147 148 133 147 155 174 193 190 186 153 

Rate 5.9% 6.3% 7.5% 7.9% 8.1% 7.2% 8.0% 8.3% 9.3% 10.3% 10.2% 9.9% 8.3% 

Hardinq County 
Civilian Labor Force 425 414 418 403 403 399 452 459 445 412 416 414 422 
Employment 410 402 401 383 381 378 429 437 421 386 394 394 401 
Unemployment 15 12 17 20 22 21 23 22 24 26 22 20 20 

Rate 3.5% 2.9% 4.1% 5.0% 5.5% 5.3% 5.1% 4.8% 5.4% 6.3% 5.3% 4.8% 4.8% 

Hidalqo County 
Civilian Labor Force 2,690 2,748 2,896 3,092 2,952 2,990 3,203 3,277 2,955 2,754 2,765 2,713 2,920 
Employment 2,480 2,514 2,676 2,858 2,726 2,756 2,947 3,022 2,721 2,511 2,519 2,483 2,684 
Unemployment 210 234 220 234 226 234 256 255 234 243 246 230 235 • Rate 7.8% 8.5% 7.6% 7.6% 7.7% 7.8% 8.0% 7.8% 7.9% 8.8% 8.9% 8.5% 8.1% 

Lea County 
Civilian Labor Force 29,037 28,687 28,903 28,800 28,545 28,347 28,480 28,559 28,331 28,733 28,702 28,579 28,642 
Employment 27,150 26,523 26,359 26,213 25,946 25,755 25,916 26,043 25,900 26,121 26,160 26,047 26,178 
Unemployment 1,887 2,164 2,544 2,587 2,599 2,592 2,564 2,516 2,431 2,612 2,542 2,532 2,464 

Rate 6.5% 7.5% 8.8% 9.0% 9.1% 9.1% 9.0% 8.8% 8.6% 9.1% 8.9% 8.9% 8.6% 

Lincoln County 
Civilian Labor Force 10,813 11 '141 11,636 11,984 11,913 11,342 11,269 11,292 11,246 11,224 11,156 11,095 11,343 
Employment 10,275 10,576 11,002 11,337 11,254 10,733 10,603 10,593 10,496 10,362 10,279 10,222 10,644 
Unemployment 538 565 634 647 659 609 666 699 750 862 877 873 698 

Rate 5.0% 5.1% 5.4% 5.4% 5.5% 5.4% 5.9% 6.2% 6.7% 7.7% 7.9% 7.9% 6.2% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1109 Benchmark 

4126/2010 



• NEW MEXICO DEPARTME. WORKFORCE SOLUTIONS • ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 for the Most Recent 12-Month Period /1 

2009 2010 ANNUAL 
APR MAY JUNE JULY AUG SEPT OCT NOV DEC JAN FEB MAR AVERAGE 

Los Alamos County 
Civilian Labor Force 9,778 9,844 10,002 10,301 10,279 10,143 10,144 10,198 10,179 10,183 10,196 10,127 10,115 
Employment 9,513 9,576 9,674 9,948 9,914 9,847 9,818 9,880 9,814 9,717 9,763 9,703 9,764 
Unemployment 265 268 328 353 365 296 326 318 365 466 433 424 351 

Rate 2.7% 2.7% 3.3% 3.4% 3.6% 2.9% 3.2% 3.1% 3.6% 4.6% 4.2% 4.2% 3.5% 

Luna County • Civilian Labor Force 11,967 12,561 13,542 13,812 14,652 14,231 13,449 13,013 12,187 12,038 12,286 12,548 13,024 
Employment 9,836 10,294 11,284 11,765 12,765 12,336 11,611 10,645 9,961 9,484 9,607 9,661 10,771 
Unemployment 2,131 2,267 2,258 2,047 1,887 1,895 1,838 2,368 2,226 2,554 2,679 2,887 2,253 

Rate 17.8% 18.0% 16.7% 14.8% 12.9% 13.3% 13.7% 18.2% 18.3% 21.2% 21.8% 23.0%G .\1~·c~o] 

McKinley County 
Civilian Labor Force 27,250 27,366 28,026 27.564 27,772 27,474 27,353 27,518 27,645 27,815 27,743 27,832 27,613 
Employment 25,479 25,455 25,639 25,045 25,263 25,127 24,943 25,104 25,136 25,061 24,936 24,999 25,182 
Unemployment 1,771 1,911 2,387 2,519 2.509 2,347 2,410 2,414 2,509 2,754 2,807 2,833 2,431 

Rate 6.5% 7.0% 8.5% 9.1% 9.0% 8.5% 8.8% 8.8% 9.1% 9.9% 10.1% 10.2% 8.8% 

Mora County 
Civilian Labor Force 2,033 2,078 2,113 2,122 2,122 2,086 2,115 2,098 2,079 2,097 2,090 2,117 2,096 
Employment 1,833 1,854 1,862 1,864 1,852 1,803 1,820 1,786 1,771 1,772 1,759 1,760 1,811 
Unemployment 200 224 251 258 270 283 295 312 308 325 331 357 285 

Rate 9.8% 10.8% 11.9% 12.2% 12.7% 13.6% 13.9% 14.9% 14.8% 15.5% 15.8% 16.9% 13.6% 

Otero County 
Civilian Labor Force 26,136 26,229 26,057 26,534 26,332 26,105 26,331 26,391 26,644 26,728 26,753 26,447 26,391 
Employment 24,745 24,732 24,275 24,657 24,459 24,299 24,454 24,586 24,730 24,599 24,682 24,395 24,551 
Unemployment 1,391 1,497 1,782 1,877 1,873 1,806 1,877 1,805 1,914 2,129 2,071 2,052 1,840 • Rate 5.3% 5.7% 6.8% 7.1% 7.1% 6.9% 7.1% 6.8% 7.2% 8.0% 7.7% 7.8% 7.0% 

Quay County 
Civilian Labor Force 4,207 4,129 4,238 4,253 4,206 4,158 4,258 4,288 4,266 4,316 4,357 4,313 4,249 
Employment 3,993 3,904 3,960 3,971 3,931 3,903 3,977 3,975 3,911 3,912 3,940 3,896 3,939 
Unemployment 214 225 278 282 275 255 281 313 355 404 417 417 310 

Rate 5.1% 5.4% 6.6% 6.6% 6.5% 6.1% 6.6% 7.3% 8.3% 9.4% 9.6% 9.7% 7.3% 

Rio Arriba County 
Civilian Labor Force 20,439 20,530 21,028 21,323 20,766 20,704 20,927 20,924 20,910 20,874 20,905 21,035 20,864 
Employment 19,151 19,186 19,465 19,730 19,171 19,193 19,335 19,302 19,225 18,973 18,988 19,072 19,233 
Unemployment 1,288 1,344 1,563 1,593 1,595 1,511 1,592 1,622 1,685 1,901 1,917 1,963 1,631 

Rate 6.3% 6.5% 7.4% 7.5% 7.7% 7.3% 7.6% 7.8% 8.1% 9.1% 9.2% 9.3% 7.8% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

4/26/2010 



• • • NEW MEXICO DEPARTMENT OF WORKFORCE SOLUTIONS 
ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 for the Most Recent 12-Month Period /1 

2009 2010 ANNUAL 
APR MAY JUNE JULY AUG SEPT OCT NOV DEC JAN FEB MAR AVERAGE 

Roosevelt County 
Civilian Labor Force 9,752 9,504 9,154 9,174 8,988 9,319 9,408 9,461 9,355 9,336 9,525 9,663 9,387 
Employment 9,415 9,134 8,683 8,669 8,469 8,868 8,921 8,993 8,805 8,704 8,933 9,075 8,889 
Unemployment 337 370 471 505 519 451 487 468 550 632 592 588 498 

Rate 3.5% 3.9% 5.1% 5.5% 5.8% 4.8% 5.2% 4.9% 5.9% 6.8% 6.2% 6.1% 5.3% 

Sandoval County • Civilian Labor Force 55,936 55,803 56,469 56,968 56,389 56,307 56,383 56,886 56,482 56,062 56,401 56,421 56,376 
Employment 51,968 51,582 51,479 51,710 51,391 51,346 51,472 51,998 51,657 50,724 50,892 50,834 51,421 
Unemployment 3,968 4,221 4,990 5,258 4,998 4,961 4,911 4,888 4,825 5,338 5,509 5,587 4,955 

Rate 7.1% 7.6% 8.8% 9.2% 8.9% 8.8% 8.7% 8.6% 8.5% 9.5% 9.8% 9.9% 8.8% 

San Miquel County 
Civilian Labor Force 13,563 13,234 13,405 13,522 13,198 13,578 13,632 13,672 13,629 13,573 13,822 13,897 13,560 
Employment 12,819 12,399 12,364 12,429 12,110 12,517 12,542 12,612 12,535 12,350 12,602 12,667 12,496 
Unemployment 744 835 1,041 1,093 1,088 1,061 1,090 1,060 1,094 1,223 1,220 1,230 1,065 

Rate 5.5% 6.3% 7.8% 8.1% 8.2% 7.8% 8.0% 7.8% 8.0% 9.0% 8.8% 8.9% 7.9% 

Sierra County 
Civilian Labor Force 5,955 5,892 6,266 6,182 6,248 6,095 6,507 6,575 6,370 6,099 6,106 6,108 6,200 
Employment 5,663 5,604 5,956 5,852 5,910 5,778 6,146 6,209 5,970 5,636 5,652 5,649 5,835 
Unemployment 292 288 310 330 338 317 361 366 400 463 454 459 365 

Rate 4.9% 4.9% 4.9% 5.3% 5.4% 5.2% 5.5% 5.6% 6.3% 7.6% 7.4% 7.5% 5.9% 

Socorro County 
Civilian Labor Force 9,611 9,603 9,624 9,687 9,525 9,559 9,624 9,706 9,739 9,717 9,750 9,742 9,657 
Employment 9,216 9,178 9,093 9,126 8,966 9,060 9,098 9,209 9,203 9,094 9,129 9,143 9,126 
Unemployment 395 425 531 561 559 499 526 497 536 623 621 599 531 • Rate 4.1% 4.4% 5.5% 5.8% 5.9% 5.2% 5.5% 5.1% 5.5% 6.4% 6.4% 6.1% 5.5% 

Taos County 
Civilian Labor Force 17,403 17,075 17,530 17,712 17,361 17,255 17,266 17,385 17,823 18,238 18,279 18,485 17,651 
Employment 16,021 15,462 15,873 16,093 15,804 15,699 15,650 15,708 16,229 16,515 16,505 16,644 16,017 
Unemployment 1,382 1,613 1,657 1,619 1,557 1,556 1,616 1,677 1,594 1,723 1,774 1,841 1,634 

Rate 7.9% 9.4% 9.5% 9.1% 9.0% 9.0% 9.4% 9.6% 8.9% 9.4% 9.7% 10.0% 9.3% 

Torrance County 
Civilian Labor Force 6,981 6,952 6,994 7,010 7,001 6,972 7,020 7,091 7,095 7,075 7,088 7,034 7,026 
Employment 6,416 6,369 6,356 6,384 6,345 6,339 6,355 6,420 6,378 6,263 6,283 6,276 6,349 
Unemployment 565 583 638 626 656 633 665 671 717 812 805 758 677 

Rate 8.1% 8.4% 9.1% 8.9% 9.4% 9.1% 9.5% 9.5% 10.1% 11.5% 11.4% 10.8% 9.6% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

4/26/2010 



• • NEW MEXICO DEPARTMENT OF WORKFORCE SOLUTIONS 
ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 for the Most Recent 12-Month Period /1 

2009 
APR MAY 

Union Countv 
Civilion Labor Force 2,166 2,169 
Employment 2,091 2,081 
Unemployment 75 88 

Rate 3.5% 4.1% 

Valencia County 
Civilian Labor Force 31,239 31,211 
Employment 29,034 28,819 
Unemployment 2,205 2,392 

Rate 7.1% 7.7% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1109 Benchmark 

412612010 

JUNE 

2,159 
2,050 

109 
5.0% 

31,463 
28,761 
2,702 
8.6% 

JULY AUG SEPT OCT NOV DEC 

2,188 2,160 2,190 2,185 2,194 2,199 
2,062 2,040 2,062 2,047 2,056 2,055 

126 120 128 138 138 144 
5.8% 5.6% 5.8% 6.3% 6.3% 6.5% 

31,646 31,379 31,365 31 ,513 31,854 31,710 
28,890 28,712 28,687 28,757 29,051 28,861 
2,756 2,667 2,678 2,756 2,803 2,849 

8.7% 8.5% 8.5% 8.7% 8.8% 9.0% 

• 
2010 ANNUAL 
JAN FEB MAR AVERAGE 

2,274 2,245 2,230 2,197 
2,114 2,084 2,081 2,069 

160 161 149 128 
7.0% 7.2% 6.7% 5.8% • 31,522 31,698 31,718 31,527 

28,339 28,433 28,401 28,729 
3,183 3,265 3,317 2,798 
10.1% 10.3% 10.5% 8.9% 

• 



• • • NEW MEXICO DEPARTMENT OF WORKFORCE SOLUTIONS 
ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 /1 

ANNUAL 
JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC AVERAGE 

UNITED STATES 
Civilian Labor Force 2/ 153,445 153,804 153,728 153,834 154,336 155,921 156,255 154,897 153,617 153,635 153,539 152,693 154,142 /3 
Employment 140,436 140,105 139,833 140,586 140,363 140,826 141,055 140,074 139,079 139,088 139,132 137,953 139,877 
Unemployment 13,009 13,699 13,895 13,248 13,973 15,095 15,201 14,823 14,538 14,547 14,407 14,740 14,265 

Rate 8.5% 8.9% 9.0% 8.6% 9.1% 9.7% 9.7% 9.6% 9.5% 9.5% 9.4% 9.7%(: · · 9;3°({] 
Seasonally Adj. Rate 7.7% 8.2% 8.6% 8.9% 9.4% 9.5% 9.4% 9.7% 9.8% 10.1% 10.0% 10.0% 9.3% • NEW MEXICO 

Civilian Labor Force 949,041 953,708 946.301 949,331 949,846 961,368 965,648 958,858 954,614 959,037 964,238 958,849 955,904 
Employment 892,221 892,276 885,256 890,407 885,676 887,791 890,102 884,570 882,393 884,644 889,650 883,307 887,358 
Unemployment 56,820 61,432 61,045 58.924 64.170 73,577 75,546 74,288 72,221 74,393 74,588 75,542 68,546 

Rate 6.0% 6.4% 6.5% 6.2% 6.8% 7.7% 7.8% 7.7% 7.6% 7.8% 7.7% 7.9% 7.2% 
Seasonally Adj. Rate 5.9% 6.1% 6.3% 6.6% 6.8% 7.1% 7.4% 7.6% 7.8% 8.0% 8.1% 8.2% 7.2% 

Albuquerque MSA 4/ 
Civilian Labor Force 408,613 409,208 406,249 407,970 407,349 410,785 413,327 410,368 409,385 410,962 414,645 412,157 410,085 
Employment 383,207 381,515 378,846 381,888 379,051 378,293 379,990 377,648 377,316 378,242 382,109 379,606 379,809 
Unemployment 25,406 27,693 27,403 26,082 28,298 32,492 33,337 32,720 32,069 32,720 32,536 32,551 30,276 

Rate 6.2% 6.8% 6.7% 6.4% 6.9% 7.9% 8.1% 8.0% 7.8% 8.0% 7.8% 7.9% 7.4% 
Seasonally Adj. Rate 6.3% 6.6% 6.8% 6.9% 7.0% 7.1% 7.3% 7.6% 7.9% 8.2% 8.5% 8.6% 7.4% 

Farminqton MSA 5/ 
Civilian Labor Force 57,611 57,767 57,282 57,224 57,263 58,444 57,563 56,392 57,091 57,108 56,962 56,286 57,250 
Employment 54,582 54,528 54,012 53,811 53,306 53,732 52,608 51,490 52,226 51,980 51,706 50,969 52,913 
Unemployment 3,029 3,239 3,270 3,413 3,957 4,712 4,955 4,902 4,865 5,128 5,256 5,317 4,337 

Rate 5.3% 5.6% 5.7% 6.0% 6.9% 8.1% 8.6% 8.7% 8.5% 9.0% 9.2% 9.4% 7.6% 
Seasonally Adj. Rate 5.3% 5.7% 6.0% 6.3% 6.6% 6.9% 7.4% 8.0% 8.8% 9.4% 10.0% 10.5% 7.6% 

Las Cruces MSA 5/ • Civilian Labor Force 88,428 90,642 90,255 90,627 91,472 91,240 90,454 91,115 90,973 92,102 92,460 91,881 90,970 
Employment 82,804 84,601 84,332 85,003 85,308 84,382 83,541 84,335 84,567 85,323 85,797 84,804 84,566 
Unemployment 5,624 6,041 5,923 5,624 6,164 6,858 6,913 6,780 6,406 6,779 6,663 7,077 6,404 

Rate 6.4% 6.7% 6.6% 6.2% 6.7% 7.5% 7.6% 7.4% 7.0% 7.4% 7.2% 7.7% 7.0% 
Seasonally Adj. Rate 6.0% 6.1% 6.2% 6.3% 6.5% 6.8% 7.1% 7.5% 7.8% 8.0% 8.3% 8.4% 7.0% 

Santa Fe MSA 6/ 
Civilian Labor Force 76,339 77,429 76,719 76,700 76,773 78,532 79,685 78,925 77,281 77,437 77,619 77,262 77,558 
Employment 72,179 72,924 72,358 72,509 72,326 73,460 74,382 73,680 72,206 72,241 72,500 72,115 72,740 
Unemployment 4,160 4,505 4,361 4,191 4,447 5,072 5,303 5,245 5,075 5,196 5,119 5,147 4,818 

Rate 5.4% 5.8% 5.7% 5.5% 5.8% 6.5% 6.7% 6.6% 6.6% 6.7% 6.6% 6.7% 6.2% 
Seasonally Adj. Rate 5.3% 5.5% 5.6% 5.7% 5.8% 5.9% 6.2% 6.5% 6.8% 7.0% 7.2% 7.4% 6.2% 

1/ Estimates are not seasonallv adiusted unless noted 4/ Metrooolitan Statistical Area- Bernalillo. Sandoval. Torrance & Valencia Counties 
2/ Numbers in thousands 51 Metrooolitan Statistical Area - San Juan Countv 
3/ Source: U.S. Deot. of Labor. Bureau of Labor Statistics 51 Metrooolitan Statistical Area - Dona Ana Countv 

61 Metrooolitan Statistical Area - Santa Fe Countv 
Estimates are subiect to revision 

1/09 Benchmark 
3/24/2010 



• NEW MEXICO DEPARTME. WORKFORCE SOLUTIONS • ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 /1 

ANNUAL 
JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC AVERAGE 

Bernalillo County 
Civilian Labor Force 314,321 314,756 312,479 313,813 313,384 315,859 317,703 315,599 314,741 316,045 318,813 316,870 315,366 
Employment 295,487 294,182 292,124 294,469 292,282 291,697 293,006 291,200 290,944 291,658 294,640 292,710 292,867 
Unemployment 18,834 20,574 20,355 19,344 21 '1 02 24,162 24,697 24,399 23,797 24,387 24,173 24,160 22,499 

Rate 6.0% 6.5% 6.5% 6.2% 6.7% 7.6% 7.8% 7.7% 7.6% 7.7% 7.6% 7.6% 7.1% 

Catron County • Civilian Labor Force 1,600 1,556 1,584 1,627 1,684 1,745 1,713 1,722 1,720 1,695 1,649 1,652 1,662 
Employment 1,474 1,421 1,449 1,516 1,562 1,609 1,573 1,580 1,578 1,532 1,476 1,471 1,520 
Unemployment 126 135 135 111 122 136 140 142 142 163 173 181 142 

Rate 7.9% 8.7% 8.5% 6.8% 7.2% 7.8% 8.2% 8.2% 8.3% 9.6% 10.5% 11.0% 8.5% 

Chaves County 
Civilian Labor Force 27,853 27,856 27,732 28,178 28,158 28,463 28,441 28,245 28,449 28,584 28,652 28,542 28,263 
Employment 26,361 26,257 26,147 26,637 26,476 26,466 26,310 26,169 26,455 26,488 26,547 26,409 26,394 
Unemployment 1,492 1,599 1,585 1,541 1,682 1,997 2,131 2,076 1,994 2,096 2,105 2,133 1,869 

Rate 5.4% 5.7% 5.7% 5.5% 6.0% 7.0% 7.5% 7.3% 7.0% 7.3% 7.3% 7.5% 6.6% 

Cibola County 
Civilian Labor Force 12,443 12,454 12,319 12,427 12,368 12,375 12,435 12,253 12,244 12,331 12,487 12,411 12,379 
Employment 11,696 11,684 11,580 11,737 11,647 11,508 11,533 11,369 11,435 11,467 11,608 11,508 11,564 
Unemployment 747 770 739 690 721 867 902 884 809 864 879 903 815 

Rate 6.0% 6.2% 6.0% 5.6% 5.8% 7.0% 7.3% 7.2% 6.6% 7.0% 7.0% 7.3% 6.6% 

Colfax County 
Civilian Labor Force 6,753 6,686 6,620 6,324 6,586 7,539 7,652 7,505 6,441 6,437 6,369 6,483 6,783 
Employment 6,334 6,240 6,178 5,870 6,103 7,011 7,127 6,990 5,912 5,910 5,825 5,933 6,286 
Unemployment 419 446 442 454 483 528 525 515 529 527 544 550 497 • Rate 6.2% 6.7% 6.7% 7.2% 7.3% 7.0% 6.9% 6.9% 8.2% 8.2% 8.5% 8.5% 7.3% 

Curry County 
Civilian Labor Force 21,623 21,838 21,776 21,710 21,736 21,637 21,831 21,652 21,647 21,891 22,108 22,130 21,799 
Employment 20,847 20,975 20,960 20,957 20,936 20,678 20,796 20,617 20,680 20,876 21,120 21,004 20,871 
Unemployment 776 863 816 753 800 959 1,035 1,035 967 1,015 988 1,126 928 

Rate 3.6% 4.0% 3.7% 3.5% 3.7% 4.4% 4.7% 4.8% 4.5% 4.6% 4.5% 5.1% 4.3% 

De Baca County 
Civilian Labor Force 895 916 900 928 945 936 937 919 910 914 917 917 919 
Employment 854 866 852. 889 909 896 891 870 870 869 871 865 875 
Unemployment 41 50 48 39 36 40 46 49 40 45 46 52 44 

Rate 4.6% 5.5% 5.3% 4.2% 3.8% 4.3% 4.9% 5.3% 4.4% 4.9% 5.0% 5.7% 4.8% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

3/24/2010 



• • NEW MEXICO DEPARTMENT OF WORKFORCE SOLUTIONS • ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 /1 

ANNUAL 
JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC AVERAGE 

Eddy County 
Civilian Labor Force 28,423 28,429 27,974 28,322 28,211 28,675 28,949 28,641 28,680 29,118 29,518 29,465 28,701 
Employment 27,324 27,164 26,646 26,947 26,690 26,911 27,142 26,876 26,897 27,292 27,738 27,689 27,110 
Unemployment 1,099 1,265 1,328 1,375 1,521 1,764 1,807 1,765 1,783 1,826 1,780 1,776 1,591 

Rate 3.9% 4.4% 4.7% 4.9% 5.4% 6.2% 6.2% 6.2% 6.2% 6.3% 6.0% 6.0% 5.5% 

Grant County • Civilian Labor Force 11,637 11,732 12,098 12,256 12,289 12,145 12,155 11,868 11,973 12,022 11,985 11,785 11,995 
Employment 10,580 10,609 10,560 10,847 10,792 10,514 10,499 10,301 10,425 10,480 10,489 10,35Q 10,537 
Unemployment 1,057 1 '123 1,538 1,409 1,497 1,631 1,656 1,567 1,548 1,542 1,496 1,435 1,458 

Rate 9.1% 9.6% 12.7% 11.5% 12.2% 13.4% 13.6% 13.2% 12.9% 12.8% 12.5% 12.2% 12.2% 

Guadalupe County 
Civilian Labor Force 1,799 1,799 1,787 1,816 1,809 1,857 1,855 1,831 1,842 1,836 1,860 1,873 1,831 
Employment 1,664 1,657 1,667 1,709 1,695 1,717 1,708 1,683 1,709 1,689 1,705 1,699 1,692 
Unemployment 135 142 120 107 114 140 147 148 133 147 155 174 139 

Rate 7.5% 7.9% 6.7% 5.9% 6.3% 7.5% 7.9% 8.1% 7.2% 8.0% 8.3% 9.3% 7.6% 

Hardinq County 
Civilian Labor Force 419 422 427 425 414 418 403 403 399 452 459 445 424 
Employment 404 405 410 410 402 401 383 381 378 429 437 421 405 
Unemployment 15 17 17 15 12 17 20 22 21 23 22 24 19 

Rate 3.6% 4.0% 4.0% 3.5% 2.9% 4.1% 5.0% 5.5% 5.3% 5.1% 4.8% 5.4% 4.5% 

Hidalqo County 
Civilian Labor Force 2,804 2,730 2,656 2,690 2,748 2,896 3,092 2,952 2,990 3,203 3,277 2,955 2,917 
Employment 2,624 2,543 2,456 2,480 2,514 2,676 2,858 2,726 2,756 2,947 3,022 2,721 2,694 
Unemployment 180 187 200 210 234 220 234 226 234 256 255 234 223 • Rate 6.4% 6.8% 7.5% 7.8% 8.5% 7.6% 7.6% 7.7% 7.8% 8.0% 7.8% 7.9% 7.6% 

Lea County 
Civilian Labor Force 29,957 29,871 29,226 29,037 28,687 28,903 28,800 28,545 28,347 28,480 28,559 28,331 28,895 
Employment 28,744 28,355 27,558 27,150 26,523 26,359 26,213 25,946 25,755 25,916 26,043 25,900 26,705 
Unemployment 1,213 1,516 1,668 1,887 2,164 2,544 2,587 2,599 2,592 2,564 2,516 2,431 2,190 

Rate 4.0% 5.1% 5.7% 6.5% 7.5% 8.8% 9.0% 9.1% 9.1% 9.0% 8.8% 8.6% 7.6% 

Lincoln County 
Civilian Labor Force 10,896 10,845 10,686 10,813 11 '141 11,636 11,984 11,913 11,342 11,269 11,292 11,246 11,256 
Employment 10,369 10,271 10,153 10,275 10,576 11,002 11,337 11,254 10,733 10,603 10,593 10,496 10,639 
Unemployment 527 574 533 538 565 634 647 659 609 666 699 750 617 

Rate 4.8% 5.3% 5.0% 5.0% 5.1% 5.4% 5.4% 5.5% 5.4% 5.9% 6.2% 6.7% 5.5% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

3/24/2010 



• NEW MEXICO DEPARTME. WORKFORCE SOLUTIONS • ECONOMIC RESEARCH AND ANALYSIS 

TABLE A- Civilian Labor Force, Employment, 
Unemployment and Unemployment Rate 2009 /1 

ANNUAL 
JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC AVERAGE 

Los Alamos County 
Civilian Labor Force 9,850 9,860 9,713 9,778 9,844 10,002 10,301 10,279 10,143 10,144 10,198 10,179 10,024 
Employment 9,542 9,525 9,413 9,513 9,576 9,674 9,948 9,914 9,847 9,818 9,880 9,814 9,705 
Unemployment 308 335 300 265 268 328 353 365 296 326 318 365 319 

Rate 3.1% 3.4% 3.1% 2.7% 2.7% 3.3% 3.4% 3.6% 2.9% 3.2% 3.1% 3.6% 3.2% 

Luna County • Civilian Labor Force 11,746 11,854 11,857 11,967 12,561 13,542 13,812 14,652 14,231 13,449 13,013 12,187 12,906 
Employment 9,578 9,643 9,615 9,836 10,294 11,284 11,765 12,765 12,336 11,611 10,645 9,961 10,778 
Unemployment 2,168 2,211 2,242 2,131 2,267 . 2,258 2,047 1,887 1,895 1,838 2,368 2,226 

Rate 18.5% 18.7% 18.9% 17.8% 18.0% 16.7% 14.8% 12.9% 13.3% 13.7% 18.2% 18.3% 

McKinley County 
Civilian Labor Force 27,471 27,159 26,849 27,250 27,366 28,026 27,564 27,772 27,474 27,353 27,518 27,645 27,454 
Employment 25,578 25,188 24,971 25,479 25,455 25,639 25,045 25,263 25,127 24,943 25,104 25,136 25,244 
Unemployment 1,893 1,971 1,878 1,771 1,911 2,387 2,519 2,509 2,347 2,410 2,414 2,509 2,210 

Rate 6.9% 7.3% 7.0% 6.5% 7.0% 8.5% 9.1% 9.0% 8.5% 8.8% 8.8% 9.1% 8.0% 

Mora County 
Civilian Labor Force 2,088 2,071 2,059 2,033 2,078 2,113 2,122 2,122 2,086 2,115 2,098 2,079 2,089 
Employment 1,862 1,840 1,838 1,833 1,854 1,862 1,864 1,852 1,803 1,820 1,786 1,771 1,832 
Unemployment 226 231 221 200 224 251 258 270 283 295 312 308 257 

Rate 10.8% 11.2% 10.7% 9.8% 10.8% 11.9% 12.2% 12.7% 13.6% 13.9% 14.9% 14.8% 12.3% 

Otero County 
Civilian Labor Force 26,638 26,705 26,332 26,136 26,229 26,057 26,534 26,332 26,105 26,331 26,391 26,644 26,370 
Employment 25,199 25,172 24,858 24,745 24,732 24,275 24,657 24,459 24,299 24,454 24,586 24,730 24,681 
Unemployment 1,439 1,533 1 ,474. 1,391 1,497 1,782 1,877 1,873 1,806 1,877 1,805 1,914 1,689 • Rate 5.4% 5.7% 5.6% 5.3% 5.7% 6.8% 7.1% 7.1% 6.9% 7.1% 6.8% 7.2% 6.4% 

Quay County 
Civilian Labor Force 4,169 4,159 4,078 4,207 4,129 4,238 4,253 4,206 4,158 4,258 4,288 4,266 4,201 
Employment 3,942 3,904 3,843 3,993 3,904 3,960 3,971 3,931 3,903 3,977 3,975 3,911 3,935 
Unemployment 227 255 235 214 225 278 282 275 255 281 313 355 266 

Rate 5.4% 6.1% 5.8% 5.1% 5.4% 6.6% 6.6% 6.5% 6.1% 6.6% 7.3% 8.3% 6.3% 

Rio Arriba County 
Civilian Labor Force 20,370 20,414 20,246 20,439 20,530 21,028 21,323 20,766 20,704 20,927 20,924 20,910 20,716 
Employment 18,965 18,971 18,856 19,151 19,186 19,465 19,730 19,171 19,193 19,335 19,302 19,225 19,213 
Unemployment 1,405 1,443 1,390 1,288 1,344 1,563 1,593 1,595 1,511 1,592 1,622 1,685 1,503 

Rate 6.9% 7.1% 6.9% 6.3% 6.5% 7.4% 7.5% 7.7% 7.3% 7.6% 7.8% 8.1% 7.3% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

3/24/2010 
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Roosevelt County 
Civilian Labor Force 9,719 9,864 9,691 9,752 9,504 9,154 9,174 8,988 9,319 9,408 9,461 9,355 9,449 
Employment 9,364 9,500 9,346 9,415 9,134 8,683 8,669 8,469 8,868 8,921 8,993 8,805 9,014 
Unemployment 355 364 345 337 370 471 505 519 451 487 468 550 435 

Rate 3.7% 3.7% 3.6% 3.5% 3.9% 5.1% 5.5% 5.8% 4.8% 5.2% 4.9% 5.9% 4.6% 

Sandoval County • Civilian Labor Force 56,035 56,094 55,724 55,936 55,803 56,469 56,968 56,389 56,307 56,383 56,886 56,482 56,290 
Employment 52,147 51,917 51,554 51,968 51,582 51,479 51,710 51 ,391 51,346 51,472 51,998 51,657 51,685 
Unemployment 3,888 4,177 4,170 3,968 4,221 4,990 5,258 4,998 4,961 4,911 4,888 4,825 4,605 

Rate 6.9% 7.4% 7.5% 7.1% 7.6% 8.8% 9.2% 8.9% 8.8% 8.7% 8.6% 8.5% 8.2% 

San Miquel County 
Civilian Labor Force 13,317 13,679 13,626 13,563 13,234 13,405 13,522 13,198 13,578 13,632 13,672 13,629 13,504 
Employment 12,546 12,861 12,833 12,819 12,399 12,364 12,429 12,110 12,517 12,542 12,612 12,535 12,547 
Unemployment 771 818 793 744 835 1,041 1,093 1,088 1,061 1,090 1,060 1,094 957 

Rate 5.8% 6.0% 5.8% 5.5% 6.3% 7.8% 8.1% 8.2% 7.8% 8.0% 7.8% 8.0% 7.1% 

Sierra County 
Civilian Labor Force 5,814 5,847 5,878 5,955 5,892 6,266 6,182 6,248 6,095 6,507 6,575 6,370 6,136 
Employment 5,509 5,517 5,566 5,663 5,604 5,956 5,852 5,910 5,778 6,146 6,209 5,970 5,807. 
Unemployment 305 330 312 292 288 310 330 338 317 361 366 400 329 

Rate 5.2% 5.6% 5.3% 4.9% 4.9% 4.9% 5.3% 5.4% 5.2% 5.5% 5.6% 6.3% 5.4% 

Socorro County 
Civilian Labor Force 9,686 9,676 9,564 9,611 9,603 9,624 9,687 9,525 9,559 9,624 9,706 9,739 9,634 
Employment 9,262 9,231 9,141 9,216 9,178 9,093 9,126 8,966 9,060 9,098 9,209 9,203 9,149 
Unemployment 424 445 423 395 425 531 561 559 499 526 497 536 485 ., 

Rate 4.4% 4.6% 4.4% 4.1% 4.4% 5.5% 5.8% 5.9% 5.2% 5.5% 5.1% 5.5% 5.0% 

Taos County 
Civilian Labor Force 17,901 18,059 17,962 17,403 17,075 17,530 17,712 17,361 17,255 17,266 17,385 17,823 17,561 
Employment 16,722 16,814 16,731 16,021 15,462 15,873 16,093 15,804 15,699 15,650 15,708 16,229 16,067 
Unemployment 1,179 1,245 1,231 1,382 1,613 1,657 1,619 1,557 1,556 1,616 1,677 1,594 1,494 

Rate 6.6% 6.9% 6.9% 7.9% 9.4% 9.5% 9.1% 9.0% 9.0% 9.4% 9.6% 8.9% 8.5% 

Torrance County 
Civilian Labor Force 7,008 7,002 6,943 6,981 6,952 6,994 7,010 7,001 6,972 7,020 7,091 7,095 7,006 
Employment 6,438 6,410 6,365 6,416 6,369 6,356 6,384 6,345 . 6,339 6,355 6,420 6,378 6,381 
Unemployment 570 592 578 565 583 638 626 656 633 665 671 717 625 

Rate 8.1% 8.5% 8.3% 8.1% 8.4% 9.1% 8.9% 9.4% 9.1% 9.5% 9.5% 10.1% 8.9% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

3/24/2010 



• 
JAN FEB 

Union County 
Civilian Labor Force 2,180 2,182 
Employment 2,105 2,096 
Unemployment 75 86 

Rate 3.4% 3.9% 

Valencia County 
Civilian Labor Force 31,249 31,357 
Employment 29,135 29,006 
Unemployment 2,114 2,351 

Rate 6.8% 7.5% 

1/ Estimates are not seasonally adjusted unless noted 

Estimates are subject to revision 
1/09 Benchmark 

3/24/2010 
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APR MAY JUNE JULY AUG 

2,166 2,169 2,159 2,188 2,160 
2,091 2,081 2,050 2,062 2,040 

75 88 109 126 120 
3.5% .4.1% 5.0% 5.8% 5.6% 

31,239 31,211 31,463 31,646 31,379 
29,034 28,819 28,761 28,890 28,712 

2,205 2,392 2,702 2,756 2,667 
7.1% 7.7% 8.6% 8.7% 8.5% 

• 
ANNUAL 

SEPT OCT NOV DEC AVERAGE 

2,190 2,185 2,194 2,199 2,178 
2,062 2,047 2,056 2,055 2,069 

128 138 138 144 109 
5.8% 6.3% 6.3% 6.5% 5.0% • 31,365 31,513 31,854 31,710 31,424 

28,687 28,757 29,051 28,861 28,876 
2,678 2,756 2,803 2,849 2,548 
8.5% 8.7% 8.8% 9.0% 8.1% 
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• !.) 
STATE OF ARizoNA 

jANICE K. BREWER 

Gov:ERNO& 

ExEcUTIVE 0FF1CE 

October 6, 2009 

. Chie£: Office of Service Center Operations, MS 2060 
U.S. Citizenship and Immigration Services 
20 Massachusetts A venue, NW 
Washington, DC 20529-2060 

Re: State Agency Designation 

To the attention of the Chief, Office of Service Center Operations, MS 2060: 

Under the requirements of the Immigration Act of 1990 (Public Law 1 Ol-469), States 
must designate a responsible agency to certify high unemployment areas. 

As Govemor of the State of Arizona, I designate the Arizona Department of Commerce 
as the agency authorized to certify areas of high unemployment as Target Employment 
Areas for the purposes of fulfilling the requirements ofU.S.C.I.S. and the EB-5 Regional 
Center Program. 

;{!.~ 
Govemor 

1700 WEsT WASHINGTON STREET, PHOENIX, AruzoNA 85007 

6o2-542-433.1 • BA..x 6o2-54;2.-76"0::>. 



• 

• 

• 

• i.\ 
' / 

Arizona Areas of High Unemployment and Rural Areas for 2009 

For purposes of the EB-5 program, Areas of High Unemployment are those areas in which the 

unemployment rate exceeds 150% of the national rate. In order to identify these areas, we used the 

unemployment rate for the period July 2008 through June 2009. This is the same time period which is 

used to calculate the Areas of Substantial Unemployment, and the estimated unemployment rates are 

based on the same data. The average national unemployment rate for these 12 months was 7.6%, so all 

areas with a 12-month average over 11.4% qualify as areas of high unemployment. Rural Areas are 

areas which are not part of an MSA and are outside a city with a 2000 Census population of 20,000 or 

greater. Rural Areas and High Unemployment Areas both qualify as Targeted Employment Areas. We 

have reviewed unemployment rates for the Metropolitan Statistical Areas, the counties, and for all 

cities, places, and Census tracts for which unemployment rates are available. 

The following counties are not part of any MSA and do not have any city with a 2000 Census population 

over 20,000. These counties qualify as rural areas: 

Apache County 

Gila County 

Graham County 

Greenlee County 

La Paz County 

Navajo County 

Santa Cruz County is not part of an MSA, and it contains one city with a population over 20,000, which is 

Nogales. All of Santa Cruz County outside of Nogales qualifies as a rural area. 

Also, Santa Cruz County qualifies as a high unemployment area with an unemployment rate of 12.3%. 

Cochise County is not part of an MSA, but there is one city in the county with a population over 20,000, 

and that is Sierra Vista. All of Cochise County outside the city of Sierra Vista qualifies as a rural area. 

The following counties are in MSAs, so no part qualifies as a rural area: Coconino, Maricopa, Mohave, 

Pima, Pinal, Yavapai, and Yuma. 

Yuma County, however, qualifies as a high unemployment area with an unemployment rate of 19.4% . 

1 
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In addition to the qualifying counties and county parts listed above, the following places qualify as high 

unemployment areas. These are in the counties which do not qualify in their entirety as TEAs: 

county place 
county fips place name fips rate 
Coconino 005 Bitter Springs COP 06470 24.9 
Coconino 005 Cameron COP 09340 13.2 
Coconino 005 Kaibito COP 36640 30.6 
Coconino 005 Lechee COP 40415 16.2 
Coconino 005 Moenkopi COP 47330 14.8 
Coconino 005 Tonalea COP 74470 41.1 
Coconino 005 Tuba City COP 76010 13.1 
Coconino 005 Winslow West COP (part) 83960 31.6 
Maricopa 013 Gila Bend town 27050 19.7 
Maricopa 013 Guadalupe town 30270 18.2 
Maricopa 013 Sun City COP 70320 12.4 
Maricopa 013 Sun City West COP 70355 12.9 
Maricopa 013 Sun Lakes COP 70530 12.9 
Maricopa 013 Youngtown town 85400 17.5 
Mohave 015 Arizona Village COP 03915 26.1 
Mohave 015 Desert Hills COP 18740 14.0 
Mohave 015 Dolan Springs COP 19630 19.9 
Mohave 015 Golden Valley COP 28195 17.8 
Mohave 015 New Kingman-Butler COP 49270 13.1 
Mohave 015 Peach Springs COP 53770 17.7 
Mohave 015 Willow Valley COP 83570 13.9 
Pima 019 Ajo COP 00870 11.7 
Pima 019 Pisinemo COP 56470 30.0 
Pima 019 Santa Rosa COP 64310 12.4 
Pima 019 Sells COP 65490 33.0 
Pima 019 South Tucson city 68850 17.7 
Pinal 021 Blackwater COP 06820 25.3 
Pinal 021 Chuichu COP 13190 11.5 
Pinal 021 Coolidge city 15500 15.0 
Pinal 021 Eloy city 22360 12.8 
Pinal 021 Mammoth town 43990 13.5 
Pinal 021 Sacaton COP 61720 32.1 
Pinal 021 San Manuel COP 63540 12.0 
Pinal 021 Santan COP 64100 24.0 
Pinal 021 Stanfield COP 69130 19.2 
Pinal 021 Superior town 71300 17.6 
Yavapai 025 Ash Fork COP 04440 23.7 
Yavapai 025 Cordes Lakes COP 15765 13.0 
Yavapai 025 Mayer COP 45180 13.7 
Yavapai 025 Peeples Valley COP 53910 26.7 
Yavapai 025 Yarnell COP 84980 12.4 

2 
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In addition to the places listed above, the following Census tracts qualify as high unemployment areas. 

These are in the Counties which do not qualify in their entirety as TEAs: 

county tract 
county tips tips rate 
Coconino 005 941200 14.2 
Coconino 005 942200 28.4 
Coconino 005 944500 20.1 
Coconino 005 944600 13.1 
Maricopa 013 020201 36.8 
Maricopa 013 020202 19.7 
Maricopa 013 030329 21.8 
Maricopa 013 040507 20.5 
Maricopa 013 040509 13.9 
Maricopa 013 040510 12.1 
Maricopa 013 050603 18.6 
Maricopa 013 050700 12.0 
Maricopa 013 061002 12.2 
Maricopa 013 071504 16.7 
Maricopa 013 071505 28.9 
Maricopa 013 071600 17.5 
Maricopa 013 071700 14.1 
Maricopa 013 082010 12.4 
Maricopa 013 092600 12.8 
Maricopa 013 092711 14.1 
Maricopa 013 092900 11.9 
Maricopa 013 093102 12.0 
Maricopa 013 093104 15.8 
Maricopa 013 103305 23.3 
Maricopa 013 103615 15.5 
Maricopa 013 104502 11.5 
Maricopa 013 107201 13.5 
Maricopa 013 107400 13.2 
Maricopa 013 108801 16.3 
Maricopa 013 108802 12.9 
Maricopa 013 109000 11.8 
Maricopa 013 109100 12.3 
Maricopa 013 109601 14.2 
Maricopa 013 110001 12.9 
Maricopa 013 110002 19.4 
Maricopa 013 110100 17.3 
Maricopa 013 110200 27.7 
Maricopa 013 110701 17.5 
Maricopa 013 111203 14.1 
Maricopa 013 111401 17.9 
Maricopa 013 111402 12.6 
Maricopa 013 111501 16.3 
Maricopa 013 111502 12.9 

3 
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• Maricopa 013 112100 14.6 
Maricopa 0"13 112202 14.4 
Maricopa 013 112301 11.7 
Maricopa 013 112302 11.6 
Maricopa 013 112502 13.0 
Maricopa 013 112504 14.9 
Maricopa 013 112507 15.6 
Maricopa 013 112602 16.5 
Maricopa 013 113201 12.6 
Maricopa 013 113202 23.9 
Maricopa 013 113203 14.4 
Maricopa 013 113300 18.8 
Maricopa 013 113500 18.8 
Maricopa 013 113601 11.8 
Maricopa 013 113602 12.1 
Maricopa 013 113700 12.8 
Maricopa 013 113800 14.4 
Maricopa 013 113900 24.2 
Maricopa 013 114200 20.7 
Maricopa 013 114301 19.3 
Maricopa 013 114302 17.3 
Maricopa 013 114401 18.0 
Maricopa 013 114402 14.8 
Maricopa 013 114500 15.8 
Maricopa 013 114600 17.7 • Maricopa 013 114701 33.6 
Maricopa 013 114702 65.8 
Maricopa 013 114703 18.5 
Maricopa 013 114800 22.6 
Maricopa 013 114900 22.3 
Maricopa 013 115000 14.9 
Maricopa 013 115200 14.0 
Maricopa 013 115300 22.8 
Maricopa 013 115400 17.6 
Maricopa 013 115600 20.3 
Maricopa 013 115700 14.2 
Maricopa 013 115802 16.2 
Maricopa 013 115900 15.1 
Maricopa 013 116000 20.3 
Maricopa 013 116100 11.6 
Maricopa 013 116203 12.7 
Maricopa 013 116400 12.3 
Maricopa 013 116602 19.3 
Maricopa 013 319300 11.7 
Maricopa 013 319704 11.5 
Maricopa 013 320002 18.2 
Maricopa 013 422106 12.1 
Maricopa 013 522708 13.2 
Maricopa 013 522735 15.4 
Maricopa 013 723302 20.3 

• 4 
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• Maricopa 013 940700 82.4 

Maricopa 013 941000 49.3 
Mohave 015 940400 24.5 
Mohave 015 950400 14.0 
Mohave 015 950600 16.0 
Mohave 015 950702 14.2 
Mohave 015 952400 13.5 
Mohave 015 952700 11.7 
Pima 019 000100 16.9 
Pima 019 001000 14.7 
Pima 019 001100 14.7 
Pima 019 001200 12.9 
Pima 019 001301 12.1 
Pima 019 001302 12.3 
Pima 019 002100 12.3 
Pima 019 002200 15.7 
Pima 019 002300 17.7 
Pima 019 002501 13.1 
Pima 019 003702 13.6 
Pima 019 003802 13.1 
Pima 019 003902 11.5 
Pima 019 004106 11.6 
Pima 019 004111 13.8 
Pima 019 004407 12.9 
Pima 019 004900 20.3 • Pima 019 005000 11.7 
Pima 019 005100 22.5 
Pima 019 940600 21.1 
Pima 019 940700 40.7 
Pima 019 940800 31.2 
Pima 019 940900 21.4 
Pinal 021 000400 17.4 
Pinal 021 000700 12.0 
Pinal 021 001000 18.6 
Pinal 021 001500 15.6 
Pinal 021 001900 16.2 
Pinal 021 940600 25.3 
Pinal 021 941100 25.7 
Pinal 021 941200 26.8 
Yavapai 025 000100 16.5 
Yavapai 025 000300 12.6 

Arizona Department of Commerce 

Research Administration 

• 5 
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Decision Processing Worksheet 

"'~ t .·.b-~~·--~, 
.. ·"'.:- ._' . 
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--

,f. 

Officer Name: George Eberling 
Receipt#: RCW1031910021/W09001830 , 

Officer Stamp#: 3700 
Liberty West Regional Center 

D Pending Name Check 

D Abandonment 

D Withdrawal 
··::·"'-'""'nq'i@:f. 

Officer Received Date: 

v ------Officer Prepares or 
Completes (Notice 
Ordered) 
RFE ITD/30 ITR/30 

1

0 D D 
I 
I 
i {I '1 Initial & Last Name) 
I 
I 
! (Date & Time) 

'Mailer Enclosed? y 
'""<OoAA oA"".• 

Officer's Comment: 
Recommended Approval 

D Appeal 

Divi~io~: .~. =· I,,Tea~:. 1 

D RFE Additional 

D RFE Initial & Additional 

030 042 084 

D Revocation 

D Auto-terminate 

D Auto-revocation 

D Relocate 

AST Action Completed: 

1-924 Processing 
.. 
Clerical/Officer RFE/ITD/ITR 
Completes Response Received 
RFE/ITD/ITR 
(Notice Sent) 

(I" Initial & Last Name) (I 51 Initial & Last Name) 
G.EeE/2U~ 
(~~ia!MiiZ/1 

(Date & Time) (Date & Time) (Date & Time) 

N SCAO Review: Final Decision: 
~ ~--~~ . .,_,. ~"'""v,•v.-<>. ..... o-.•~ 

VEIUFi 
Supervisor Review and Comments: 

Initials/Date: 2nd Review . 3rd Review 
U/J; Initials/Date: Initials/Date: 

D ITR 

····•·~w=······" • 

Clerical/Officer 
Completes Final 
Action (Notice Sent) 

~1 
• 

Last Name) 
II 

«'< .,.,. 

f· 

I 

I 
l 
i 

; 
I 
I 

I Clerical Proce~:Completed: Initials/Date: I.e ' " 

File Room Processing 

To: 103 Hold Shelf 
Ca~l-Up Date: _____ _ r 

\ 

\ 





.us&Js ·, RRU Review R~f~r~nce fret 

All reasons for review: 
I can not file any case relate to the RCW1031910021 OR W09001830. Please advise. Thanks. 

__ Reject: 

__ OK to Process and Mail Reject Letter Attached: 

Other: 

rbf--c(" 

ALE LDc~IJJ!t/' 
It!'-!- 5f- s--;z. 

5Cl5 ,r>!b/p-~ 

Note: If case is OK to process, place the completed CIS/RRU Cover Sheet inside the file on the non
r~cords side for documentation purposes. 

1L)&~ 
_,£61/_} 

s/0 f 1o 

\ 
I /Ju~L 0

1/lf; IJ \ 
~. 

Page 1 of 1 
Rev. 07/29/10 

Document Control: The master copy of this document is stored at the location identified in the Document Control Master List. Any 
other copy, electronic or paper, is an uncontrolled copy and must be deleted or destroyed when it has served its purpose. 

SCOSS Sensitive Information: Use or disclosure of the data contained in this sheet is subject to restrictions in contract HSSCCG-07-D-00007. 
<;:t~nlP" TP•.:nn TntP.rn".ll 
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Department of Homeland Security 

U.S. Citizenship and Immigration Services 

Cover Sheet 

Record 
of 

Proceeding 

NOTE: This is a permanent record of the U.S. Citizenship and Immigration Services. Any 
part pf this record that is removed must be returned after it has served its purpose. 

Instructions 

1. Place a separate cover sheet on the top of each Record of Proceeding. 

2. Each Record of Proceeding must be fastened on the inner left side of the file jacket in 
chronological order. 

3. Any person temporarily removing any part of this record must make, date and sign a 
notation to this effect that must be retained in this record, below the cover sheet. The 
signer is responsible for replacing the removed material as soon as it has served its 
purpose. 

4. See AM 2710 for detailed instructions 

M-175 (Rev. 02/28/05) Y 
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Decision Processing Worksheet 

Officer Name: George Eberling 
Receipt#: W09001830/RCW1 031910021 

Officer Stamp # : 3 700 
Liberty West Regional Center 

0 Approval 
D No Record 

D Pending Name Check 

0 Abandonment 

0 Withdrawal 

Date Received: 

Officer Received Date: 

Officer Prepares or 
Completes (Notice 
Ordered)· 
RFE ITD/30 ITR/30 

D D D 

( I'' Initial & Last Name) 

(Date & Time) 

Mailer Enclosed? \;' 

O Appeal 0 RFE Additional 

0 RFE Initial & Additional 

030 042 084 

3 I Team: 1 

0 Auto-terminate 

0 Auto-revocation 

0 Relocate 

~:-'-', <,' "'_W""%W..--~w~t<1F'M~.~":2- ' '"'<":...>w<#;l'">f!,_l'f:t, ·"'~-'-.· .>' , "<t;-:.:y:< "': 

.,~~~;~gA~:~E~pectif~~/rro~t!,!?!iing: -~ 
#of Un-Named Beneficiaries: #of Named Beneficiaries: 

Clerical/Officer 
Completes 
RFE/ITD/ITR 
(Notice Sent) 

(I '1 Initial & Last Name) 

(Date & Time) 

AST Action Completed: 

1-924 ·Processing 

RFE/ITD/ITR 
Response Received 

(I" Initial & Last Name) 

(Date & Time) 

Officer Completes 
Final Decision (Notice 
Ordered- Approval/Denial) 

N SCAO Review: 

Clerical/Officer 
Completes Final 
Action (Notice Sent) 

·11 

Officer's Comment: I 
Regular Denial. 

Supervisor Review and Comments: .. 

2na Review 
Initials/Date: 

3ra Review 
Initials/Date: 

[Clerical Processing Completed: Initials/Date: I 
File Room Processing 

To: 103 Hold Shelf 
Call-Up Date: _____ _ 
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Decision Processing Worksheet 

~ficer Name: George Eberling I Receipt #: w09001830 

ficer Stamp # : 3 700 
Liberty West Regional Center . 

' i--~ 
Fom1 Type: I-924C Division: 3 Team: 1 WS: 24064 

-~ 'ct-.1-A"m~-~;,,;.:·'f;s·::ll:H~·. · ,~; ·;~ 
~-,~)', ".;M .. ~.J.~;->.~. ,· ·' :• ·;:<-~ •• ;_./.{_,Y· ·'··s::<,_·/·. •---1 

0 Approval 
D No Record 

D Pending Name Check 

0 Abandonment 

0 Withdrawal 
·:..<:; 

Date Received: 

Officer Received Date: 

'· ~~ --~ h. 

Officer Prepares or 
, Completes (Notice 
. Ordered) 

~~TD/30 ITR/30 

;G.~ft 
I (I ~'SEfJ' Iff.?t Nan2fJ10) I ( ,_ . . ~:;, ~1 , 
I (Date & Time) 

O Appeal RFE Additiona 

0 RFE Initial & Addif 

0 Revocation 

0 Auto-terminate 

D Auto-revocation 

0 Relocate 

. . .. · ... ··. ~~t0:\>'!· ~~. ·+ ~,z :- . ~,; .· .<:.. .t;-.' l. [_&?· ~ _- 1' ' ' • 

,1:-,~~~J~~-l!P~:d•t~::if'rc>~~-~s•ng: .. 

0 Denial 

0 lTD 

0 ITR 

#of Un-Named Beneficiaries: # ofNamed Beneficiaries: 

AST Action Completed: 

1-924 PP Processing 
.,.,.~ ... . .... ·~··· -···· ~··»·•»• ··=··· .. ~. ' -- . ...... "'" "" ·•··· 

Clerical/Officer RFE/ITD/ITR Officer Completes Clerical/Officer 
Completes Response Received Final Decision (Notice Completes Final 
RFE/ITD/ITR Ordered- Approval/Denial) Action (Notice Sent) 
(Notice Sent) 

,,. 
(I" Initial & Last Name) (I'' Initial & Last Name) (I" Initial & Last Name) I ::; & '"" N•mcl _ 

(Date & Time) (Date & Time) (Date & Time) . (Date&': fime) 

.,. 

j 

l Mailer Enclosed? y N J.s~AO Review: J Final Decision: 
"' "' ~ ··~-~- ••'< --· .~ ...... J 

~--------------------------------------------------------------------------------------, 

lOfficer's Comment: l 
Regular RFE. . _ 

Supervisor Review' and Comments: 

Initials/Date: 211 Review 13'' Review 
~ Initials/Date: . Initials/Date: 

I Clerical Processing Completed: Initials/Date: J 
File Room Processing 

To: 103 Hold Shelf 
Call-Up Date: :::rfiN~ /;J, aol/ 

J J 

.. 
. , pti}"' 1•' 
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Department of Homeland Security 
U.S. Citizenship and Immigration 

RECEIPT NUMBER 
W09001830 
RECEIPT DATE 
May 6, 2010 

1 Joseph C. McCarthy, Esq. 
P.O. Box 59 
Seal Beach, CA 90740 

PAGE 
1 of 1 

CASE TYPE 
Regional Center Proposal 
REGIONAL CENTER NAME 
Liberty West Regional Center 

Notice Type: 

~> 

. . .· 

. ~ ~ 

.. J-797C, Notice of Acl'ton .· · 
. - , 

Receipt Notice 

Receipt Notice- This notice confirms that USCIS receivedyo~·r Regional Center Proposal. If any of the above 
information is incorrect, send an e-mail to: USCIS.ImmiqrantlmiestorProgram@dhs.gov. This notice does not grant any 
immigration status or benefit. It is not even evidence that ~his case is still pending. It only shows that the application or 
petition was filed on the date shown. "' .'1!' · 

1': I 
Processing Time- The current processing time for this case Js estimated at 120 days. Unlike other case types, 
verification or tracking of this case is not available electroni(;.aliy or on our website. We will notify you by mail when we 
make a decision on this case or if we need something from you. If you do not receive an initial decision or update from 
us within our current processing time, you may send an e-mail to! USCIS.ImmigrantlnvestorProgram(rudhs.gov. or 
contact us at the address below. 

Address Change - If your mailing address changes while your case is pending, you may send an e-mail to: 
USCIS.ImmigrantlnvestorProgram@dhs.gov. Otherwise, you might not receive notice of our action on this case. 

Please save this notice and a copy of any papers that you send to us along with proof of delivery. 

U.S. CmZENSHIP & IMMIGRATION SVC 
CALIFORNIA SERVICE CENTER 
Attn: EB-5 RC Proposal 
P.O. BOX 10526 
LAGUNA NIGUEL CA 92607-10526 

Form I-797C (Rev. 01/31105) N 
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0 Please save this notice for your records. Please enclose a copy if you have to write us u . S. Consulate about this case, 

. 
or if you file another application based on this decision. 

8 You will be notified separately about any other applications or petitions you have filed. 

Additional Information 

GENERAL. 

The filing of an application or petition does not in itself allow 
a person to enter the United States and does not confer any 

other right or benefit 

INQUIRIES. 

You should contact the office listed on the reverse side of this 
notice if you have questions about the notice, or questions 
about the status of your application or petition. We recommend 
you call. However, if you write us, please enclose a copy of 
this notice with your letter. 

APPROVAL OF NONIMMIGRANT PETITION. 

Approval of a nonimmigrant petition means that the person for 
whom it was filed has been found eligible for the requested 
classification. If this notice indicated we are notifying a U.S. 
Consulate about the approval for the purpose of visa issuance, 
and you or the person you filed for have questions about visa 
issuance, please contact the appropriate U.S. Consulate 
directly. 

APPROVAL OF AN IMMIGRANT PETITION. 

Approval of an immigrant petition does not convey any right 
or status. The approved petition simply establishes a basis 
upon which the person you filed for can apply for an immigrant 
or fiance( e) visa or for adjustment of status. 

A person is not guaranteed issuance of a visa or a grant of· 
adjustment simply because this petition is approved. Those 
processes look at additional criteria. 

If this notice indicates we have approved the immigrant 
petition you filed, and have forwarded it to the Department 
of State Immigrant Visa Processing Center, that office will 
contact the person you filed the petition for directly with 
information about visa issuance. 

In addition to the information on the reverse of this notice, 
the instructions for the petition you filed provide additional 
information about processing after approval of the petition. 

For more information about whether a person who is already 
in the U.S. can apply for adjustment of status, please see 
Form I-485, Application to Register Permanent Residence or 
Adjust Status. 
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SUBMISSION CONTAINS CONFIDENTIAL COMMERCIAL INFORMATION PER THE FREEDOM OF 

INFORMATION ACT (FOIA) (5 U.S.C. § 552(b)(4)), SUBMITTER REQUESTS PREDISCLOSURE 

NOTIFICATION PER EXECUTIVE ORDER NO. 12,600,52 FED. REG. 23871 (JUNE 23, 1987) 

Attachment to Exhibit D: 

Wright-Johnson 

~ . 

Economic Analysis For A Regional Center encompassing the following 
Counties: California: San Bernardino; Los Angeles; Riverside; San Diego; 
Ventura; Orange; Santa Barbara; Imperial; Kern; and San Louis Obispo; 
Arizona: Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; 
Maricopa; Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma; 
New Mexico: Hidalgo; Grant; Luna; Sierra; Dona Ana; Otero; Eddy and 
Lea. Final Report 

(March 22"d 2010) 

Prepared by: 

Wright Johnson, LLC 

631 US Highway One, Suite 412., N. Palm Beach, FL 33408 

Telephone: (561) 602-1992 Fax: (561) 841-1845 

e-mail: info@wrightjohnsonllc.com 
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Economic Analysis 

For A Regional Center encompassing the following 

Counties: California: San Bernardino; Los Angeles; Riverside; San 

Diego; Ventura; Orange; Santa Barbara; Imperial; Kern; and San 

Louis Obispo; Arizona: Apache; Cochise; Coconino; Gila; Graham; 

Greenlee; La Paz; Maricopa; Mohave; Navajo; Pima; Pinal; Santa Cruz; 

Yavapai; and Yuma; New Mexico: Hidalgo; Grant; Luna; Sierra; Dona 

Ana; Otero; Eddy and Lea 

Final Report 

Prepared for 

Empyrean West 

By 

Wright Johnson, LLC 

631 US Highway One, Suite 412., N. Palm Beach, FL 33408 

Telephone: (561) 602-1992 Fax: (561) 841-1845 

e-mail: info@wrightjohnsonllc.com 

March 22, 201 0 
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International Investment Regional Center Economic Impacts 

PHASE TWO 

5. ECONOMIC IMPACTS OF ENERGY 

EXPLORATION 

The following 14 charts summarize the energy exploration project sector 
impacts. 

The summaries represent the employment and output benefits to each region 
in the study area. Results charts have been organized in an regional format . 
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Empyrean West Regional Center Economic Impacts 

PHASE THREE 

LONG TERM ECONOMIC IMPACTS 

The following 238 charts summarize the project sector impacts. 

The summaries represent the employment and output benefits to each county 
in the study area. Results charts have been organized in a region by region 
format . 
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EXHIBIT 1 

A Summary of the Processes and Calculations within the IMP LAN Program 
Used to Perform the Econometric Studies 

Final consumption drives input-output models. Industries respond to meet demands directly or 
indirectly. Each industry that produces goods and services generates demands for other goods 
and services and so on. Multipliers describe these repetitive actions. There are two different 
multipliers developed for predictive modeling: Type I and Type II. We start with deriving a 
matrix by dividing each industry element by the total of all industry elements. This matrix is 
known as the A Matrix. The A Matrix then provides us with production functions. A 
·production function shows where an industry spends and in what proportions to generate each 
dollar of output. 

Through imbedded algorithmic computations within the A Matrix, IMPLAN derives the 
multipliers. The resulting equation is the predictive model: 

X= (I- A)-1 * Y 
Where: 
X = Total industry output 
I= Identity matrix 
A=AMatrix 
Y = Final Demand. 

This can also be interpreted as: 

~X = (I - A)-1 * ~ Y or Change in Total Industry Output = (I - A)-1 * Change in Final Demand. 
The predictive model shows how output will change with a given change in final demand. 

Multipliers report the effects on economic activity through three components: 

1. Direct effects are the changes in the industries to which a final demand change was made. 

2. Indirect effects are the changes in inter-industry purchases as they respond to the new 
demands of the directly affected industries. 

3. Induced effects typically reflect changes in spending from households as income increases or 
decreases due to the changes in production. 

The Type I multiplier measures the direct and indirect effects of a change in economic activity . 
It captures the inter-industry effects only, i.e. industries buying from local industries. 
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A Type II multiplier captures direct and indirect effects. In addition to the inter-industry effects, 
the Type II also takes into account the income and expenditures of households. The household 
income and the household expenditures are treated as industries. This internalizes the household 
sector, including the induced or household spending effects. The Type II multiplier is calculated 
by dividing household expenditures by the total of all household incomes. The Type II 
multiplier says that for a one dollar change in final demand for an industry, increases occur in 
inter-industry economic activity (as in Type I). But it also says the incomes of people employed 
producing the output of that industry increase. These people spend their increased income on 
personal consumption, which leads to demands from local industries. Households that live in the 
region, make consumption expenditures with only disposable income as well as making 
payments to taxes as well as savings. These refined calculations result in a more complete and 
realistic presentation of total economic activity. 

Income multipliers are derived from the relationship between income and output. In the 
IMPLAN study area data there is total industry output and total income for each sector. From 
this data we can calculate income per dollar of output. An employment multiplier is created in 
the same manner as the income multiplier, but using output per worker ratios instead of output 
per dollar of income. 

Input-output modeling is based on several assumptions: 

0 Constant Returns to Scale 
0 No Supply Constraints 
0 Fixed Commodity Input Structure 
0 Homogenous Sector Output 
0 Industry Technology Assumption 

The first assumption is that the production functions (an industry's list of expenditures) are 
assumed to have constant returns to scale. This means the production functions are considered 
linear; if additional output is required, all inputs increase proportionately. 

No supply constr,aints means supplies are unlimited. An industry has unlimited access to raw 
materials and its output is limited only by the demand for its products. 

A fiXed commodity input structure implies that price changes do not cause a firm to buy 
substitute goods. This structure assumes that changes in the economy will affect the industry's 
output but not the mix of commodities and services it requires to make its products. 

The fourth assumption is that there is homogeneous sector output. In other words: the 
proportions of all the commodities produced by that industry remain ~he same, regardless of total 
output. An industry won't increase the output of one product without proportionately increasing 
the output of all its other products. 
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The industry technology assumption assumes that an industry uses the same technology to 

produce all its products. 

Economic impact analysis involves applying a final demand change to a predictive economic 
input-output model, and then analyzing the resulting changes in the economy. A concise 
definition of impact analysis is: 

An assessment of change in overall economic activity as a result of some change in one or 
several economic activities. 

In practice, economic impact analysis can mean many different things. It might measure the 
impacts of a new factory moving into an area. It might involve estimating the local impacts of a 
professional football team moving into an area or the effects of tourist spending. Governments 
use impact analysis for policy decisions and planning. 

Researchers use impact analysis to study relationships of different elements in an economy. An 
impact analysis begins by converting a project to a set of economic issues and those elements 
involved with the impact. Once the issues have been identified, the elements involved can be 
identified and their actions converted to a set of expenditures. These expenditures are the initial 
changes that stimulate further economic activity. The actions and the economic activity they 
stimulate are the impact. 

If the expenditure dollars are for a year different than the model's data, a deflator is applied. 
Deflators account for the changes in actual value of the dollar over the years. Price changes need 
to be accounted for otherwise the impacts will be estimated incorrectly. 

Please review the following sample computations to further illustrate the calculations involved. 
These calculations are an example of employment calculation of the sports and recreation 
industry cluster in the economic report. 

For further review, please see the attached industry multiplier charts. We have included the 
multiplier charts for employment, output, LABOR INCOME and TOTAL LOCAL & STATE 
INDIRECT TAX REVENUE. The basis for impact remains constant, as represented below. 

Senior Care Facility Industry Cluster Region B (San Diego, Imperial) 

Step One: 

A. Construction costs per square foot are derived from the 31st Annual RS Means "Cost per 
Square Foot" guide 2010 Edition . 
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U.S. Department of Homeland Security 
U.S. 0itizenshiQ_anci Immigration Services Notice of Action 

~ 

Receipt# 
W09001830 
Notice Date 
October 20, 20 I 0 

Joseph C. McCarthy, Esq. 
P.O. Box 59 
Seal Beach. CA 90740 

I Page 
I of 6 

IMPORTANT: WHEN YOU HAVE COMPLIED WITH 
THE INSTRUCTIONS ON THIS FORM, RESUBMIT 
THIS NOTICE ON TOP OF ALL REQUESTED 
DOCUMENTS AND /OR INFORMATION TO THE 
ADDRESS BELOW. THIS OFFICE HAS RETAINED 
YOUR PETITION/ APPLICATION WITH SUPPORTING 
DOCUMENTS. 

WS 24064/CSC3700 DIY III 

Application/Petition 
REGIONAL CENTER PROPOSAL 

Regional Center 
Liberty West Re_gi_onalCentel' ______ 

------

Request for Evidence 

THE INFORMATION REQUESTED BELOW MUST BE 
RECEIVED BY THIS OFFICE NO LATER THAN EIGHTY
FQUR (84) DAYS FROM TH,E DATE OF THIS _NQTICE. IF 
YOU DO NOT PROVIDE THE REQUESTED 
DOCUMENTATION WITHIN THE TIME ALLOTTED, YOUR 
APPLICATION WILL BE CONSIDERED ABANDONED 
PURSUANT TO 8 C.F.R. 1 03.2(B) (13) AND, AS SUCH, WILL 
BE DENIED. 

I 

RETURN THIS NOTICE ON TOP OF THE REQUESTED INFORMATION LISTED ON . 
THE ATTACHED SHEET. 

Note: You are given until January 12, 2011 in which to submit the information requested. 

Pursuant to 8 C.F.R. 103.2(b)(ll) failure to submit ALL evidence requested at one time may result in the 
denial of your application. 

For non-US Postal Service 
Attn: EB 5 RC Proposal 
24000 A villa Road, 2nd Floor 
Laguna Niguel, CA 92677 

r··---- ---·- -----
; 

\ 

'I\ 

-------------- ·---- -----~ 

\ 
I 

You will be notified separately about any other applications or petitions you filed. Save a photocopy of this notice. 
Please enclose a copy of it if you write to us about this case, or if you file another application based on this decision. Our 
address is: 

U.S. CITIZENSHIP AND IMMIGRATION SERVICES 
CALIFORNIA SERVICE CENTER 
Attn: EB S RC Proposal 
P.O. BOX 10590 
LAGUNA NIGUEL, CA 92607-0526. 

Form I-797 (8/06) 

1111111 11111111 
W09001835 

Please see additional information on the back. 
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Liberty West Regional Center/W09001830 
Page 2 

• 
The Immigrant Investor Pilot Program ("Pilot Program") was created by Section 610 of Pllblic Law 102-
395 (October 6, 1992). This is different in certain ways from the basic EB-5 investor program. 

The Pilot Program began in accordance with a Congressional mandate aimed at stimulating economic 

activity and creating jobs for U.S. workers, while simultaneously .affording eligible aliens the opportunity to 
become lawful permanent residents. Through this innovative program, foreign investors are encouraged to 
invest funds in an economic unit known as a "Regional Center." 

A Regional Genter-is defined-as any economic unit, public or private, engaged ln the promotion-of
economic growth, improved regional productivity, job creation and .increased domestic capital investment. 

8 CFR 204.6 (m)(3) describes specific evidence that must be submitted before consideration for eligibility 
for this benefit may proceed. After review of your proposal in the light of these requirements, the 
following information, evidence or clarification is needed to proceed. 

It is always best to start with a cover letter that acts as an executive summary followed by a table of contents 
of the various tabbed sections to follow. 

Mandatory Evidence for the Basic General Proposal 

Promotion of Economic Growth within the selected Geographic Area (8 CFR 204.6 (m) (3) (i)): 

8 CFR 204.6(m)(3)(i) requires that a proposal be submitted which: 

Clearly describes how the regional center focuses on a geographical region of the United States, 
and how it will promote economic grovvth through improved regional productivity, job creation, 
and increased domestic capital investment; 

You· indicated that the designated geographic area for the regional center encompasses the States of Arizona, 
California and New Mexico but an economic growth analysis to show how economic growth will be 
promoted within this region has not been submitted. Moreover, a review of the proposal indicates that the 
regional center is divided into thirteen ( 13) separate geographic regions. 

Submit an Economic Analysis showing how the regional center will promote economic growth through 
improved productivity, job creation and increased capital investment with-in the designated region. Aspects 
of this element of the proposal may be combined with other issues listed below in a single economic 
analysis and job creation model. Please note that there should be one ( 1) Economic Growth Analysis for 
the aggregated geographic region. 

ATTACHMENT TO 1-797 
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Regional or National Impact of the Regional Center (8 CFR 204.6 (m)(3)(iv)): 

Regulations at 8 CFR 204.6(m)(3)(iv) require that the proposal contain: 

... a detailed prediction regarding the manner in which me regional center will have a positive 
impact on the regional or national economy in general as reflected by such factors as increased 
household earnings, greater demand for business services, utilities, maintenance and repair, and 

construction both within and without me regional center; 

Although an Economic Analysis for the Liberty West Regional Center was submitted with the proposal, a 
review of the proposal indicates that a detailed prediction has not been provided regarding the manner in 
which the regional center will have a positive impact on the regional or national economy as reflected by 
such factors as increased household earnings, greater demand for business services, utilities, maintenance 
and repair, and construction both within and without the regional center. 

Provide a detailed prediction, which includes the topics of regional or national impact on household 
earnings, greater demand for business services, utilities, maintenance and repair, and construction both 
within and outside the Regional Center. This can be combined with job creation and overall economic 
impact. Again, this impact statement relates to the Regional Center as a whole and it should address both 
the negative and positive impacts. The detailed prediction should be one ( 1) detailed prediction for the 
aggregated geographic region and not detailed predictions for each individual geographic region. 

Indirect Job Creation (8 CFR 204.6(m) (3) (ii) ): 

Under the provisions of the INA which apply to the Immigrant Investor Pilot Program and specific 
amendments to the statute, especially in me 2002 amendment Per Public Law I 07-273, enacted November 
2, 2002, which clearly states: 

A regional center shall have jurisdiction over a limited geographic area, which shall be described in 
the proposal and consistent with the purpose of concentrating pooled investment in defined 
economic zones. The establishment of a regional center may be based on general predictions, 
contained in the proposal, concerning the kinds of commercial enterprises that will receive capital 
from aliens, the jobs that will be created directly or indirectly as a result of such capital investments 
and the other positive economic effects such capital investments will have. 

Also 8 CFR 204.6(m) (3) (ii) requires you to: 

Provide in verifiable detail how jobs will be created indirectly; 

ATTACHMENT TO I-797 



;· 
,I 

ij 

II 

II 
1: 
I 

l 
I 

I, 

i: 
I' 

I· 
I 
!. 
I, 

li 
'! 

• 
Liberty West Regional Center/W0900 1830 

Page 4, 

e 

Il is imperative to fully explain indirect job creation, as well as the d,irect and induced jobs, if any. The 
requirement of creating at least 10 new full-time (35 hours per week) jobs per each individual alien 
investor may be satisfied by showing that, as a result of the investment and the activities of the new 
enterprise, at least 1 0 jobs per alien investor will be created directly or indirectly through an employment 
creation multiplier effect. The econometric model described in the case is the IMPIAN Model. 

A review of the proposal indicates that the Regional Center is divided into thirteen ( 13) geographic regions 
for job creation purposes and that Economic Analyses were submitted for each geographic region. 
Dividing the Regional Center-into thirteen (-13)-separate and distinct geographic regions for job-oreation 
using IMPLAN will result in job creation inflation by a factor of at least thirteen ( 1 3). 
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To support the revised Economic Analysis submit either a hypothetical investment plan for each industry 
project type to show how an investment project will be capitalized and operated in a manner that will 
create 10 direct and indirect jobs or submit an actual investment plan for a specific proposed project. 
Please note that the Economic Analysis dated March 22, 2010 refers to the creation of both aggregate direct 
and indirect jobs and direct and indirect jobs by individual geographic region but does not clearly identify 
the investment projects to be capitalized which are supported by hypothetical investment plans or an actual 
investment plan. 

For multiple industfres a combination··of hypotlfetical and a·cmal-plaus may be submitted:--"'Fhe-plan -must~
clearly identify how the investor funds will flow to the job creating entity and how the jobs will be created. 
If your exemplar plans are based on an investment in a Targeted Employment Area (TEA), you must submit 
evidence that the. proposed plan is located within a designated Targeted Employment Area. See below for 
details on documenting a TEA designation. 

Provide a description with supporting data ofhow the underlying new direct jobs will be verified when the 
I-829 is filed. Clearly specify the timeframes (by month and year) when and how the direct and indirect 
jobs will materialize for each regional center project. Also, provide the timeframe for completing each 
project, including project milestones and timelines for which direct job creation is based on and correlate 
these project milestone and timelines to direct and indirect job creation. 

When relying on econometric models for indirect job creation I it is imperative that "direct jobs" will be 
real identifiable jobs supported by wage reports or I-9 forms otherwise they must be explicitly identified as 
hypothetical in nature. Another method would be to predict jobs based on dollar amount invested in the 
overall project and this too must be made clear. This distinction will be critical at the I-82 9 removal of 
condition stage of the immigration process. 

1 USCIS does not accept or credit creation of direct temporary "construction jobs" within a business plan or 

economic job creation forecasts activities which involve a limited duration construction phase of less than 2 years 

unless the scope, complexity, and the ongoing construction phase must be fully sustained for all the construction 
phase jobs for Z years or more with respect to the size, scope, nature, engineering/technology challenges and breadth 
of the project--for example a massive-scale nuclear power facility, or major Dam or a giant oil refinery, or similar 

type of massive and expansive and major engineering project. Shorter term construction jobs less than three years in 

duration have been determined to be of such a short term in nature as to not be sustained and to decrease and 

disappear as the initial construction activities wind down to completion. Such shorter term construction jobs in 

many locations are seasonal at best. Nevertheless, for all capital investment expenditures for the construction phase, 

all capital-induced "down-stream" support activities and "indirect'' jobs impacted and associated with the 

construction activities such as suppliers, transportation, engineering and architectural services, maintenance and 

repair services, interior design services, manufacturing of components and materials, etc., may be factored into the 

calculations for creation of indirect jobs. 
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The proposal must be signed by a principal of the Economic Entity filing the proposal. 

8 CFR l03.2(a)(2) requires that the applicant or petitioner must sign their petition or application. While 
no specific form is required for a Regional Center Proposal, the proposal must include a signature of a 
principal and the point of contact of the proposed Regional Center, generally found on the letter requesting 
the benefit. In this case the requesting letter was not provided. Therefore, provide a new and updated 
request signed by a Regional Center principal. 

- · General issues-1·elated-to Regional-Gentcrs-- --

Posting of Regional Center information on the USCIS Web site: 

If the regional center proposal is approved, then public information relating to the regional center will be 
posted on the USCIS web site. In order to provide accurate and updated information provide the 
following, as it relates to the Regional Center 

• Name of the Regional Center 
• Public address 
• Point of Contact 
• Phone/Fax 
• E-mail/Web Page 

Translations: 

Any document containing a foreign language submitted to USCIS shall be accompanied by a full English 
translation that the translator has certified as complete and accurate, and by the translator's certification that 
he or she is competent to translate from the foreign language into English. 

Copies: 

Unless specifically required that an original document be filed with an application or petition, an ordinary 
legible photocopy may be submitted. Original documents submitted when not required will remain part of 
the record, even if the submission was not required. 

ATTACHMENT TO 1-797 
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Department of Homeland Security 

OMB No. 1615-0105; Expires 04/30/2012 

G-28, Notice of Entry of Appearance 
as Attorney or Accredited Represen.tative 

Part 1. Notice of Appearance as Attorney or Accredited Representative 
A. This appearance is in regard to immigration matters before: 

1v1 . Response to RFE 
~ USCIS -List the form number(s): ----------

D CBP - List the specific matter in which appearance is entered: 

0 ICE - List the specific matter in which appearance is entered: 

EB-5 Regional Center Application 
B. I hereby enter my appearance as attorney or accredited representative at the request of: 

List Petitioner, Applicant, or Respondent. NOTE: Provide the mailing address of Petitioner, Applicant, or Respondent being represented, and 
not the address of the attorney or accredited representative, except when filed under VA WA. 

Principal Petitioner, Applicant, or Respondent I A Number or Receipt I 0 Petitioner 

Name: Last 

Keller 
First 

David 

C/0 Libery West Regional Center 
Address: Street Number and Street Name 

17470 N. Pacesetter Wav 

Middle 

Apt. No. City 

Scottsdale 

Number, if any 
(g) Applicant 

NONE 
0 Respondent 

State Zip Code 

AZ 85255 
Pursuant to the Privacy Act of 1974 and DHS policy, I hereby consent to the disclosure to the named Attorney or Accredited Representative of any 
record pertaining to me that appears in any system of records ofUSCIS, USCBP, or USICE. 

sign/jr:Jctitio Date 

lei -c) l-OIOLO 
Part 2. Information about Attorney or Accredited Representative (Check applicable items(s) below) 

A. [8] I am an attorney and a member in good standing of the bar of the highest court(s) of the following State(s), possession(s), territory(ies), 

commonwealth(s), or the District of Columbia: --'S=u,po.:.r..:ec:..m:..:..:e--'C=oc:::u:..:rt..:.....::o=-=f--'F:.....:.;IO""'r'-'i-=d'-=a'--_--------------
I am not [8) or D am subject to any order of any court or administrative agency disbarring, suspending, enjoining, 

B. D 

c. D 

restraining, or otherwise restricting me in the practice of law (If you are subject to any order(s), explain fully on reverse side). 

I am an accredited representative of the following qualified non-profit religious, charitable, social service, or similar organization 
established in the United States, so recognized by the Department of Justice, Board oflmmigration Appeals pursuant to 8 CFR 1292.2. 
Provide name of organization and expiration date of accreditation: 

I am associated with ----------------------------------------
The attorney or accredited representative of record previously filed Form G-28 in this case, and my appearance as an attorney or 
accredited representative is at his or her request (If you check this item, also complete item A orB above in Part 2, whichever is· 
appropriate). 

Part 3. N arne and Signature of Attorney or Accredited Representative 
I have read and understand the regulations and conditions contained in 8 CFR 103.2 and 292 governing appearances and representation 
before the Department of Homeland Security. I declare under penalty of perjury under the laws of the United States that the information I 
have provided on this form is true and correct. 

Name of Attorney or Accredited Representative Attorney Bar Number(s), if any 

0363707 
Date 

1:2 /:<a/c2ot o. 
Complete Address of Attorney or Organization of Accredited Representative (Street Number and Street Name, Suite No., City, State, Zip Code) 

Beshara, P.A. 555 Winderley Place, Suite 300 Maitland, FL 32751 
Phone Number (Include area code) Fax Number, if any (Include area code) E-Mail Address, if any 

407 571 6878 407 571 6879 ebeshara@besharapa.com 
Form G-28 (Rev. 04/22/09)N 
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ATT,RNEYS AT LAW • BESHARA, P .A. A FULL SERVICE U.S. IMMIGRATION LAW FIRM 

Edward C. Beshara 
Managing Partner 
Attorney at Law 
B. Juris; LL.B. (Australia) 
Juris Doctor (U.S.A) 

December 22,2010 

U.S. Department of Homeland Security 
U.S. Citizenship & Immigration Service 
California Service Center 
Attn: EB-5 Regional Center Proposal 
P.O. Box 10590 
Laguna Niguel, CA 92607-0526 

Vice President & Past President, AI LA Central Florida Chapter 
American Immigration Lawyers Association-Member 

Martindale-Hubbell Preeminent Attorney AV Rated 
Florida Bar Member, Law Institute of Victoria, Australia 

Law Society of New South Wales, Australia 

RE: RESPONSE TO REQUEST FOR EVIDENCE (RFE) PROPOSAL FOR LIBERTY 
WEST REGIONAL CENTER DESIGNATION AS A REGIONAL CENTER 
UNDER THE IMMIGRANT INVESTOR PILOT PROGRAM 

To Whom It May Concern: 

Please find the following documents enclosed in this package: 

1. RFE Notice dated October, 20, 2010 in front of this letter 
2. G-28 Form in front of this letter 
3. RFE Response from Beshara P .A. 
4. Executive Summary for Liberty West Regional Center 
5. Updated List of Exhibits 
6. Tabbed Exhibits 1-6 

Thank you for your time and attention to this matter. 

Please contact me directly if you have any questions. 

~·. 
Edward C. Beshara 
Managing Partner/ Attorney at Law 

ENCLOSED 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 
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BESHARA, P .A. 
Edward C. Beshara 
Managing Partner 
Attorney at Law 
B. Juris; LL.B. (Australia) 
Juris Doctor (U.S.A) 

December 22, 2010 

U.S. Department of Homeland Security 
U.S. Citizenship & Immigration Service 
California Service Center 
Attn: EB-5 Regional Center Proposal 
P.O. Box 10590 
Laguna Niguel, CA 92607-0526 

• ATTORNEYS AT LAW 
A FULL SERVICE U.S. IMMIGRATION LAW FIRM 

Vice President & Past President, AI LA Central Florida Chapter 
American Immigration Lawyers Association-Member 

Martindale-Hubbell Preeminent Attorney AV Rated 
Florida Bar Member, Law Institute of Victoria, Australia 

Law Society of New South Wales, Australia 

RE: RESPONSE TO REQUEST FOR EVIDENCE (RFE) PROPOSAL FOR 
LIBERTY WEST REGIONAL CENTER DESIGNATION AS A 
REGIONAL CENTER UNDER THE IMMIGRANT INVESTOR PILOT 
PROGRAM 

Pursuant to Section 610 of the Appropriations Act of 1993, Liberty West Regional Center 
submits an Updated Proposal for Designation of Liberty West as a Regional Center which 
focuses exclusively now within the States of California and Arizona. 

The industry focus shall now be primarily as follows: 

1. Accommodation 
2. Food Service and Drinking Places 
3. Travel Related Services 
4. Nursing and Residential Care Facility 
5. Amusement and Theme Parks 
6. Auto Repair and Maintenance 

USCIS issued an RFE on October 20, 2010, for several items that needed clarification and 
expansion. 

The RFE Response contains the following evidence marked as Exhibits in support of the 
requested designation: 

1. An Executive Summary 

2. An Index of Exhibits and contents, and each Exhibit is tabbed. 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 
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3. An Updated Job Creation Analysis and Economic Model prepared by a professional 

economic analysis firm and supported by data and statistics publically available. The 
Updated Economic Analysis includes a properly defined geographic scope of the region 
in which the investments will be made and where inputs generate employment creation. 

4. Business Plans reflecting the timing, scale and planned use of the foreign national 
investor capital for the following Exemplar Projects. The Business Plans provide 
reasoned estimates for the inputs that are used in the economic analysis, which is 
fundamental to creating a quality job creation analysis for a given capital investment 
project. 

a. Seven Oasis Hotel Resort 
b. Generations Lifestyles of Globe 
c. CarLife Genesis, LLC 
d. Arizona Theme Park Concepts for West Phoenix & Williams Areas 
e. Satori Development Fund 1, LLC/Satori World Medical, Inc 

The Business Plans and Updated Economic Analysis are clearly transparent and reproducible 
(i.e. data and tables are included). 

Focus of Investment Activity and Capital Investment Threshold 

Based upon the information and exhibits provided in the Response, foreign national's investment 
capital will be generated in projects under the Liberty West Regional Center. 

The geographic focus of the Regional Center contains both Rural and High Unemployment Area 
Targeted Employment Areas (TEA's) as designated by the States of California and Arizona as 
defined in 8CFR 204.6(e). 

Employment Creation 

Based on this Response to the RFE, which includes updated information and documentation 
marked and tabbed as Exhibits, the employment creation prediction requirements have been 
compiled with as set forth_ in 8CFR 204.6. 

In this respect, the foreign national investor's immigrant I-526 Petition will be supported by a 
comprehensive detailed business plan for a specific project, and supporting financial, marketing 
and economic analysis providing a reasonable basis for projecting employment creation to be 
achieved and realized within two (2) years pursuant to 8CFR 204.6(i)(4)(B). 

That is, the supporting exhibits in this Response will allow the foreign national investor to show 
the potential creation of new direct jobs or the creation of new indirect jobs based on the 
IMPLAN model tied to the industries and projects and, based on the IMPLAN model, tied to 
underlying new direct jobs. 

Therefore, this will support the full number of direct and indirect new jobs being created as a 
result of the foreign national investor's investment. 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 
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PLEASE NOTE THE FOLLOWING RESPONSE TO THE LIBERTY WEST 

REGIONAL CENTER RFE FROM THE USCIS 
December 22na, 201 0 

RFE is in Black Ink and the RESPONSE is in Blue Ink 

REQUEST 
Mandatory Evidence for the Basic General Proposal 

Promotion of Economic Growth within the selected Geographic Area (8CFR204.6(m)(3)(i»: 

8 CFR 204.6(m)(3)(i) requires that a proposal be submitted which: 

Clearly describes how the regional center focuses on a geographical region of the United States, 
and how it will promote economic growth through improved regional productivity, job creation, 
and increased domestic capital investment; 

You indicated that the designated geographic area for the regional center encompasses the States 
of Arizona, California and New Mexico but an economic growth analysis to show how economic 
growth will be promoted within this region has not been submitted. Moreover, a review of the 
proposal indicates that the regional center is divided into thirteen (13) separate geographic 
regions. 

Submit an Economic Analysis showing how the regional center will promote economic growth 
through improved productivity, job creation and increased capital investment with-in the 
designated region. Aspects of this element of the proposal may be combined with other issues 
listed below in a single economic analysis and job creation model. Please note that there should 
be one (1) Economic Growth Analysis for the aggregated geographic region. 

RESPONSE 
All of the New Mexico counties (8) included in the original submittal have been dropped. 
All of the counties in Arizona & California remain the same. Also dropped are all but 6 
activities of the originally submitted (15). The updated economic work reflects these 
changes. 

Liberty West has narrowed its scope to include the geographic areas and activities that 
have shovel ready projects. We will provide amendments in the future for additional 
projects, areas and activities outside ofthis approval. 

The Updated Economic Growth Analysis which is attached as Exhibit 1 to this RFE 
response includes detailed estimates of economic and EB-5 and total job impact analysis 
for five exemplar projects located in the newly defined and narrower regional center 
geography. This updated impact assessment analysis provides detailed evidence which 
clearly shows if the USC IS were to approve the updated regional center geography and 
the requested six activity areas, activity in the regional economy would increase 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 
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significantly through increased household earnings (income), total jobs and EB-5 eligible 
jobs, and through expanded demand for a variety of businesses services-including 
business services, utilities, maintenance and repair, and construction both within and 
outside the boundaries of the proposed regional center. 

See pages 2 through 4 of the updated Economic Growth Analysis dated December 8, 
2010. 

1. Executive Summary 

• All of the New Mexico counties (8) included in the original submittal have been 
dropped. All of the counties in Arizona & California remain the same. Also 
dropped are all but 6 activities of the originally submitted (15). The updated 
economic work reflects these changes. 

• Liberty West has narrowed its scope to include the geographic areas and 
activities that have shovel ready projects. We will provide amendments in the 
future for additional projects, areas and activities outside of this approval. 

• The Liberty West Regional Center is seeking approval to engage in activities 
within the Accommodation (NAICS 1 721); Food and Beverage (NAICS 722); 
Healthcare (NACIS 623); Automotive (NAICS 8111); Amusement and Theme 
Parks (NAICS 731110); and Other Travel Related Services (NAICS 5615) 
industry clusters under the USCIS EB-5 Program. 

• The Liberty West Regional Center is seeking approval for a 25 county regional 
center in the state of Arizona and in southern California to include the following 
counties: San Bernardino; Los Angeles; Riverside; San Diego; Ventura; 
Orange; Santa Barbara; Imperial; Kern; and San Louis Obispo in California; 
and Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; Maricopa; 
Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma in Arizona. 

• Exemplar Project Analysis was completed for sample projects within each 
industry cluster including a Hotel and Restaurant, a Medical Travel Company, 
an Assisted Living Facility, an Amusement Park, and an Auto Repair Business. 
These are illustrative of the type of projects in the NAICS activity areas that 
Liberty West is seeking approval for. 

1 NACIS refers to North American Industry Classification System 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 
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• The Regional Center and list of activities if approved will result in growth in the 

regional economics in the proposed Liberty West Regional Center by the 
following; 

• EXHIBIT 2: The proposed Seven Oasis Hotel and Restaurant will 
increase investment in the region by  This impact analysis 
finds that the Hotel and Restaurant will generate significant and positive 
economic benefits for the economy of the regional center and for the 
U.S. economy. The three year total impact on economic output is 
projected to be  

 new EB-5 
eligible2 jobs within the region. , 

• Exhibit 6: This impact analysis finds that the Satori Medical Travel 
Company Project will generate significant and positive economic 
benefit for the economy of the regional center and for the U.S. 
economy. The proposed Satori Medical Travel Company will increase 
investment in the economy of the regional center by  

 
 

 new jobs within the regional 
center. 

• Exhibit 3: This impact analysis finds that the Generations Lifestyles of 
Globe assisted living facility will also generate significant and positive 
economic benefits for the regional center's economy and for the U.S. 
economy. The proposed Assisted Living Facility will increase 
investment in the regional center by  

   
 

 new jobs within the 
regional center. 

• Exhibit 4: The impact analysis finds that the Car Life auto repair 
project will generate significant and positive economic benefits for the 
economies of the regional center and U.S. as a whole The proposed 
Auto Repair project will increase investment in the regional center by 

2 In this case, EB-5 eligible means consistent with current EB-5 program regulations 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 
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center. Additionally, a net increase in full time employment is projected 
to produce  new jobs by year three of the project within the 
regional center. 

• Exhibit 5: Lastly, this impact analysis finds that the Arizona 
Amusement Park project will generate significant and positive 
economic benefits for the regional center economy and for the U.S. 
economy. The proposed Amusement Park will increase investment in 

 

• This report has been prepared for the Liberty West Regional Center, LLC by 
Richard March, PhD. Dr. March holds a PhD in economics and has worked for 
several governmental agencies and prepared a multitude of ·studies for clients 
such as the State of Florida and the Chesapeake Bay Commission. 

• This impact analysis finds that approval of the regional center designation 
application within the proposed geography and activities areas, would result in 
growth in the regional economy of the proposed LWRC by new direct 
and indirect jobs created by the 5 proposed projects within the L WRC's region 
(see chart on page 10 Economic Analysis) 

• The regional center and activities, if approved, would result in growth in the 
regional economy of the proposed L WRC by a gain of  in regional 
household earnings created by the development and operation of the 5 proposed 
projects by LWRC. (see Exhibit 1-11 page 27 Economic Analysis) 

• The regional economy of the Liberty West regional center will experience 
increased need for business services of  annually if this application is 
approved. (see Exhibit 1-12 page 28 Economic Analysis) 

• The proposed regional center's economy will also experience increased demand 
on utilities annually will be  (see Exhibit 1-12 page 28 Economic 
Analysis) 

• The regional center economy will also experience an increase in maintenance 
and repair services of  (see Exhibit 1-12 page 28 Economic 
Analysis) 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
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The six industry clusters that are the focus of this analysis are listed below with NAICS 
codes and multipliers. 

Direct to Indirect Job Multiplier by Sector- Regional Center 

Accommodation 
Food Service and Drinking Places 
Travel Related Services 
Nursing and Residential Care Facility 
Amusement and Theme Parks 
Auto Repair and Maintenance 

REQUEST 

NAICS 
721 
722 

5615 
623 

713110 
8111 

Multiplier 
1.38 
1.32 
2.28 
1.29 
2.74 
1.48 

Regional or National Impact of the Regional Center (8 CFR204.6 (m)(3)(iv)): 
Regulations at 8 CFR 204.6(m)(3)(iv) require that the proposal contain: 

... a detailed prediction regarding the manner in which the regional center will have a positive 
impact on the regional or national economy in general as reflected by such factors as increased 
household earnings, greater demand for business services, utilities, maintenance and repair, and 
construction both within and without the regional center; 

Although an Economic Analysis for the Liberty West Regional Center was submitted with the 
proposal, a review of the proposal indicates that a detailed prediction has not been provided 
regarding the manner in which the regional center will have a positive impact on the regional or 
national economy as reflected by such factors as increased household earnings, greater demand 
for business services, utilities, maintenance and repair, and construction both within and without 
the regional center. 

Provide a detailed prediction, which includes the topics of regional or national impact on 
household earnings, greater demand for business services, utilities, maintenance and repair, and 
construction both within and outside the Regional Center. This can be combined with job 
creation and overall economic impact. Again, this impact statement relates to the Regional 
Center as a whole and it should address both the negative and positive impacts. The detailed 
prediction should be one ( 1) detailed prediction for the aggregated geographic region and not 
detailed predictions for each individual geographic region. 
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RESPONSE 

[See above. There is a detailed prediction for the re-defined geography for the proposed regional 
center in the updated Economic Growth Analysis] 

[See page 1 0 of Section 1-1 for the aggregated impacts summary of the five exemplar projects]. 

~i~;~~~~~'l~~est 
,., 

·Year l . J ":Y:~at2 Yeat 3 

Further, the updated Economic Growth Analysis presents detailed impact estimates for both 
inside the regional center and for the rest of the United States for each exemplar project in 
sections 1-2 through 1-6 on pages 11 through 15 of the updated Economic Growth Analysis. 

(Please See Next Page for the 1-2 Summary of Seven Oasis Hotel and Restaurant Impact Chart) 
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1-2 Summary of Seven Oasis Hotel and Restaurant Impact 
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1-3 Summary of Satori Medical Travel Impact 
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1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact 

(Please See Next Page for the 1-5 Summary of Car Life Auto Repair Impact Chart) 
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1-5 Summary of Car Life Auto Repair Impact 

(Please See Next Page for the 1-6 Summary of Arizona Amusement Park Impact Chart) 
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1-6 Summary of Arizona Amusement Park Impact 

Detailed predictions of the impact of these five exemplar projects on household earnings 
(Section 1-11 on page 27), and Utilities, Maintenance and Business Services (section 1-12 on 
page 27) are presented in more detail.] 
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REQUEST 

Indirect Job Creation (8 CFR204.6(m)(3)(ii»: 

Under the provisions of the INA which apply to the Immigrant Investor Pilot Program and 
specific amendments to the statute, especially in the 2002 amendment Per Public Law 107-273, 
enacted November 2nd, 2002, which clearly states: 

A regional center shall have jurisdiction over a limited geographic area, which shall be described 
in the proposal and consistent with the purpose of concentrating pooled investment in defined 
economic zones. The establishment of a regional center may be based on general predictions, 
contained in the proposal, concerning the kinds of commercial enterprises that will receive 
capital from aliens, the jobs that will be created directly or indirectly as a result of such capital 
investments and the other positive economic effects such capital investments will have. 

Also 8 CFR 204.6(m)(3)(ii) requires you to: 

Provide in verifiable detail how jobs will be created indirectly; 

It is imperative to fully explain indirect job creation, as well as the direct and induced jobs, if 
any. The requirement of creating at least 10 new full-time (35 hours per week) jobs per each 
individual alien investor may be satisfied by showing that, as a result ofthe investment and the 
activities of the new enterprise, at least 10 jobs per alien investor will be created directly or 
indirectly through an employment creation multiplier effect. The econometric model described in 
the case is the IMPLAN Model. 
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A review of the proposal indicates that the Regional Center is divided into thirteen (13) 
geographic regions for job creation purposes and that Economic Analyses were submitted for 
each geographic region. Dividing the Regional Center into thirteen (13) separate and distinct 
geographic regions for job creation using IMPLAN will result in job creation inflation by a 
factor of at least thirteen (13). 

If the Regional Center desires to have separate and distinct geographic regions for job c~eation 
purposes, it would be appropriate have a Regional Center for each individual geographic region. 
Otherwise, the IMPLAN Model is being inappropriately used. Please note that job creation 
should be based on the aggregated Regional Center and not the sum of its individual parts. 

Moreover, although fifteen (15) industry clusters are identified in the Economic Analysis, 
hypothetical investment plans or individual investment plans were not submitted to show how 
each investment project will be capitalized and operated in a manner that will create 10 direct 
and indirect jobs. Please note that none ofthe IMPLAN scenario descriptions for the fifteen (15) 
industry clusters could be properly described as either hypothetical investment plans or an actual 
investment plans. 

RESPONSE 

[This deficiency has been rectified in the updated Economic and Job Creation analysis dated 
December 8, 2010 which re-defines the region and presents detailed economic and job impact 
estimates for this re-defined region in total. 

See Sections 1-1 through 1-6, pages 1 through 15 of the updated Economic Growth Analysis for 
the requested impact estimates]. 

1-1 Introduction 

. I 

Wright Johnson, LLC. (WJ) has been retained by the Liberty West, LLC ("LWRC") to assess the 
economic impact of investment in six potential projects located within a 1 0-county area in 
California and a 15 County area comprising the state of Arizona. The following industry activity 
areas were analyzed as part of these projects: 

1. Accommodations- NAICS 721 
2. Food Service and Drinking Places- NAICS 722 
3. Travel Related Services- NAICS 5615 
4. Nursing and Residential Care Facilities- NAICS 623 
5. Amusement and Theme Parks- NACIS 713110 
6. Auto Repair and Maintenance- NAICS 8111 
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L WRC is proposing an EB-5 regional center, which will target these industries across a 
geographic area comprised of the contiguous counties of San Bernardino; Los Angeles; 
Riverside; San Diego; Ventura; Orange; Santa Barbara; Imperial; Kern; San Louis Obispo; 
Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; Maricopa; Mohave; Navajo; 
Pima; Pinal; Santa Cruz; Yavapai; and Yuma. Based on five (5) exemplar projects provided by 
L WRC, WJ performed an analysis for each of the target industry economic clusters in the 
proposed regional center's geographic area. IMPLAN Pro v3.0 was utilized. 
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NAICS Cluster 
Accommodation - 721 
Food Service- 722 
Travel Related Services - 5615 

Nursing and Residential Services - 623 

Amusement and Theme Parks - 713110 

Auto Repair and Maintenance - 8111 

e 

Project 
Seven Oasis Hotel 
and Restaurants 
Satori Medical 

Travel 
Generations 

Lifestyles of Globe 
Arizona 

Amusement Park 
Car Life 

Professional Auto 
Service 

Project Location 
Los Angeles, CA 

San Diego, CA 

Globe, AZ 

Williams, AZ 

Yuma,AZ 
Flagstaff, AZ 
Chandler, AZ 
Scottsdale, AZ 

Tempe, AZ 

(Please See Next Page for a Chart of the Summary of Regional Center Employment Impacts 
Charts) 
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SUMMARY OF REGIONAL CENTER EMPLOYMENT IMPACTS3 

Operational Employment Charts for all projects were provided by the L WRC and will be verified 
at the 1-829 stage of the project through payroll verification, such as 1-9 and W-2 verification. 
The economic impact of all exemplar projects are based upon direct and indirect employment 
according to EB-5 regulations in place as of the time of this report. 

When some economists use the term "direct" jobs in the context of an economic/job impact 
methodology such as IMPLAN, what is meant are jobs created directly by revenues the business 
that receives investment capital. However, for the purposes of an EB-5 Regional Center project, 
many of these direct jobs in an economic theoretical sense will be categorized as indirect for EB-
5 program purposes, given that they are not the employees of the EB-5 enterprise, but rather 
tenants of the developments contemplated in this report. 

Detailed analysis within this report, confirms the following chart summarizing the total 
economic impacts of the proposed project in 2011 dollars. 

3 Direct Jobs are shown in the "Summary of Regional Center Employment Impacts" to provide transparency as to 

the use of the IMP LAN model. Direct construction jobs were not used to calculated total jobs available for EB-5 

purposes per USCIS guidelines. 
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Outlined below is the total economic growth analysis for the aggregated geographic region. The 
following sections 1-2 though 1-6 present the economic growth analysis for the individual 
exemplar projects. 

,~~~~~\~~~1~e~~fRegiQnai . Year ·1 I · .;£ear).:. . . ,I· ;z?Ye;i;J/~;~~. 

(Please See Next Page for the 1-2 Summary of Seven Oasis Hotel and Restaurant Impact Chart) 
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1-2 Summary of Seven Oasis Hotel and Restaurant Impact 

(Please See Next Page for the 1-3 Summary ofSatori Medical Travel Impact Chart) 
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1-3 Summary of Satori Medical Travel Impact 

-
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1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact 

(Please See Next Page for the 1-5 Summary of Car Life Auto Repair Impact Chart) 
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1-5 Summary of Car Life Auto Repair Impact 

(Please See the Next Page for the 1-6 Summary of Arizona Amusement Park Impact Chart) 
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1-6 Summary of Arizona Amusement Park Impact 

(Please See the Next Page for the continued REQUEST/RESPONSE) 

555 Winderley Place, Suite 300, Maitland, Florida 32751 U.S.A. 
Phone: (407) 571-6878 Fax: (407) 571-6879 

WWW.BESHARAPA.COM 
ebeshara@besharapa.com 

25 

(b) (4)



e e 
REQUEST 

Moreover, with respect to the inputs of the IMPLAN Model, it appears that the per square foot 
construction costs for each of the fifteen (15) industry clusters described in Economic Analysis 
are based on national average costs (that are adjusted locally) rather than regional average costs. 
Using nationally based inputs adjusted locally would result in job creation inflation in the 
aggregated Regional Center. 

RESPONSE 

[This deficiency has been addressed by the completion of detailed business plans for each 
exemplar project that are included with this RFE submission. 

See Exhibits 2 through 6 in this RFE response.] 

Exhibit 
2 
3 
4 
5 
6 

REQUEST 

Item 
Seven Oasis Hotel Resort Business Plan 
Generations Lifestyles of Globe Business Plan 
CarLife Auto Repair Business Plan 
Arizona Amusement Park Business Plan 
Satori Medical Travel Business Plan 

In addition, it would appear that efforts have not been taken to develop projects in any of the 
fifteen (15) industry clusters above based on page iii of the cover letter dated March 28, 2010. 
which states: "Presently, the Company has not yet identified specific projects with any of the 
above business sectors." 

RESPONSE 

[In the updated Economic Growth Analysis study, the inputs for each of the five exemplar 
projects are provided in the business plans which are attached to this RFE response as Exhibits 2-
6. 

Exhibit 
2 
3 
4 
5 
6 

Item 
Seven Oasis Hotel Resort Business Plan 
Generations Lifestyles of Globe Business Plan 
CarLife Auto Repair Business Plan 
Arizona Amusement Park Business Plan 
Satori Medical Travel Business Plan 
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In addition, Section 2. Methods and Assumptions (see pages 35-36), further elaborates on the 

assumptions employed in the IMP LAN impact assessment modeling.] 

2. Methods & Assumptions 

2-1 Assumptions 

Direct jobs will be supported by I-9/W-2 evidence and required to be EB-5 compliant. 
Additionally the Liberty West Regional Center shall obtain payroll records to assure a minimum 
of 35 hours per week was realized by the direct employee. 

Separate economic analysis will be completed for each specific project in each category to 
clearly show the direct, indirect and induced impact of the project and establish a conservative 
multiplier to assess the overall economic impact of the project. Simultaneously each projects 
geographic location will be researched to determine if the project is in a targeted employment 
area (TEA) or qualified rural area (RA) designating it as a $500,000 minimum investment or a 
$1,000,000 minimum investment. 

2-2 Simulation Inputs 

The relevant information and data was obtained from management of the L WRC and their 
consultants. The data used includes an estimated construction timeline, expected development 
costs and a variety of industry and marketing information as well as public information from 
U.S. Government sources. Additional research and analysis was performed by WJ to 
substantiate client provided data for reasonableness. 

Industry and project related metrics such as output and employment were compared to national 
and regional data sources. 

Qliality control checks and data sources provided were found to be reasonable for this economic 
and job creation impact assessment analysis within the proposed geographic area of the Regional 
Center applicant. 
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Information from the attached business plans for each proposed industry cluster were provided 
by L WRC and such information within the plans was evaluated and then incorporated into this 
analysis for area specific background and demographic purposes. 

Based on the data provided and corroborated, inputs were created for use in the IMPLAN system 
to model the economic impact of the construction and operations phases of each project. The 
relevant information and data used to develop the model inputs, including the timing and 
operational build out of each project were provided by the L WRC. 

Per USCIS guidelines, although construction activity will create jobs and income for the 
proposed Regional Center and for the US economy, this job creation is not being used in the EB-
5 investor job count. 

2-3 Estimation of Construction Jobs 

USC IS guidelines state that direct construction jobs lasting less than two years should not be 
counted for the purposes of determining the EB-5 job count. However, the indirect and induced 
jobs can be counted. Liberty West Regional Center is not calculating any construction jobs 
within the exemplar projects submitted at this time. 

REQUEST 

Submit an updated Economic Analysis that shows and describes job creation for the aggregated 
regional center by industry cluster. Clearly identify the industry clusters (including the NAICS 
codes) and list the job creation multipliers. Moreover, for each industrial cluster described in the 
updated economic analysis, list the actual job creating activities. The analysis must clearly show 
the inputs to the model, and the calculations used to determine the jobs that will be created. 

RESPONSE 

[This deficiency is addressed through a detailed region-wide prediction of all NAICS categories 
for the re-defined geography for the proposed regional center in the updated Economic Growth 
Analysis 

[See Sections 1-2 through 1-6, pages 11 through 15) for the detailed impact estimates by each 
NAICS sector category for the five exemplar projects]. 
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1-2 Summary of Seven Oasis Hotel and Restaurant Impact 

(Please See Next Page for the 1-3 Summary of Satori Medical Travel Impact Chart) 
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1-3 Summary of Satori Medical Travel Impact 

e 
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1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact 

(Please See Next Page for the 1-5 Summary of Car Life Auto Repair Impact Chart) 
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1-5 Summary of Car Life Auto Repair Impact 

(Please See Next Page for the 1-6 Summary of Arizona Amusement Park Impact Chart) 
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1-6 Summary of Arizona Amusement Park Impact 

(Please See Next Page for the Continued REQUEST/RESPONSE) 
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REQUEST 

To support the updated Economic Analysis submit either a hypothetical investment plan for each 
industry project type to show how an investment project will be capitalized and operated in a 
manner that will create 1 0 direct and indirect jobs or submit an actual investment plan for a 
specific proposed project. Please note that the Economic Analysis dated March 22, 2010 refers to 
the creation of both aggregate direct and indirect jobs and direct and indirect jobs by individual 
geographic region but does not clearly identify the investment projects to be capitalized which 
are supported by hypothetical investment plans or an actual investment plan. 

RESPONSE 

[The description of how investments will be capitalized for each exemplar project can be found 
in the detailed business plans for each exemplar project in Exhibits 2 through 6. Very briefly, 
the Liberty West Regional Center plans to use a debt or equity approach depending on the 
project and client preference. 

Each project under the Liberty West Regional Center will be examined for its structure and 
financing entities. Some projects may be strictly a loan from the foreign immigrant investors 
formed entity. In other cases it may be an equity investment from the entity that the foreign 
investors own.] 

Exhibit 
2 
3 
4 
5 
6 

REQUEST 

Item 
Seven Oasis Hotel Resort Business Plan 
Generations Lifestyles of Globe Business Plan 
CarLife Genesis, LLC Business Plan 
Arizona Amusement Park 
Satori Medical Travel Business Plan 

For multiple industries a combination of hypothetical and actual plans may he submitted. The 
plan must clearly identify how the investor funds will flow to the job creating entity and how the 
jobs will be created. If your exemplar plans are based on an investment in a Targeted 
Employment Area (TEA), you must submit evidence that the proposed plan is located within a 
designated Targeted Employment Area. See below for details on documenting a TEA 
designation. 

RESPONSE 

[At this time, the Liberty West Regional Center has not identified specific sites for the 
development of these exemplar projects in more detail than the municipal location for each 
exemplar project. The RC expects to develop all of its projects within a duly certified Targeted 
Employment Area (TEA) that will be established according to EB-5 program regulations and 
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consistent with the state regulations-either Arizona or California-depending upon where 
specifically the project may be developed. The principals of the Liberty West Regional Center 
have worked closely with the Arizona Department of Economic Development and the California 
Business, Transportation and Housing Agency_to develop an EB-5 compliant methodology to 
determine high unemployment rate TEAs within these states.] 

REQUEST 

Provide a description with supporting data of how the underlying new direct jobs will be verified 
when the I-829 is filed. Clearly specify the timeframes (by month and year) when and how the 
direct and indirect jobs will materialize for each regional center project. Also, provide the 
timeframe for completing each project, including project milestones and timelines for which 
direct job creation is based on and correlate these project milestone and timelines to direct and 
indirect job creation. 

RESPONSE 

This deficiency is addressed by the attached business plans for each exemplar project as 
contained in Exhibits 2 through 6 ofthis RFE response. 

The Liberty West Regional Center will use only eligible direct jobs to indirect jobs to satisfy the 
EB-5 job creation criteria. 

Toted Liberty West 
Regional Center Year1 Year::.2 
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REQUEST 

When relying on econometric models for indirect job creation! it is imperative that "direct jobs" 
will be real identifiable jobs supported by wage reports or I-9 forms otherwise they must be 
explicitly identified as hypothetical in nature. Another method would be to predict jobs based on 
dollar amount invested in the overall project and this too must be made clear. This distinction 
will be critical at the I-829 removal of condition stage of the immigration process. 

RESPONSE 

We need to make it perfectly clear that we are not using job predictions based on dollar amount 
invested in any of our Liberty West projects. 

Empyrean West has developed for the Liberty West Regional Center a unique reporting system 
called "Liberty Tracker". With this system Liberty West provides the foreign investors the most 
comprehensive reporting possible on their EB-5 investment. 
Through Liberty Tracker investors will always be compliant, reporting quarterly progress on all 
job creation and expenditures. When it is time to complete the I-829 Liberty Tracker will supply · 
the payroll data verifying the needed 35 hours per week per employee plus the I-9 and W-2's 
required by USCIS. 
In addition this reporting system will complete the annual reporting utilizing the I-924A USCIS 
form for each project. 

Below is a time line by year of the job creation for each exemplar project 
submitted identifying the direct and indirect job creation. The exact job creation timeline will be 
submitted when specific projects are submitted for approval by the USCIS. 
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The above information and exhibits enclosed in the Response answers the issues and requests for 
evidence presented by the EB-5 Unit of the USCIS. On this basis, we request that the USCIS 
approves the designation of Liberty West Regional Center. 

If you have any questions, please call the office directly. 

Sincerely, 

?kdC l 
Edward C. Beshara 
Managing Partner/ Attorney at Law 
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LIBERTY WEST 

c'~.~'GIO;\'\·J<.L Cl! NY,l;Jt 

December 20t11
, 2010 

U.S. Department of Homeland Security 
U.S. Citizenship & Immigration Service 
California Service Center 
Attn: EB-5 Regional Center Proposal 
P.O. Box 10590 
Laguna Niguel, CA 92607-0526 

e 

RE: Executive Summary for Regional Center Designation for 
Liberty West Regional Center 

In support of the Liberty West Regional Center Application for designation, please note the 
following Executive Summary. 

In addition, the Executive Summary and Liberty West Regional Center Application are 
supported by the attached exhibits which are tabbed. Each exhibit also includes a detailed index 
for your attention and review. 

EXECUTIVE SUMMARY 

• All of the New Mexico counties (8) included in the original submittal have been 
dropped. All of the counties in Arizona & California remain the same. Also dropped 
are all but 6 activities ofthe originally submitted (15). The updated economic work 
reflects these changes. 

• Liberty West has narrowed its scope to include the geographic areas and activities that 
have shovel ready projects. Identified in the chart below are the six NAICS Industry 
Clusters and the five exemplar projects that Liberty West will demonstrate their 
economic impact throughout this response. 
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. -~ .. " ·NAICS Chister • ... ' . · ·· Project . · ... ·. · :Proj¢cfLocation · · .. , . 

Accommodation - 721 Seven Oasis Hotel Los Angeles, CA 
Food Setvice-722 and Restaurants 

Travel Related Services- 5615 Satori World San Diego, CA 
Medical 

Nursing and Residential Services - Generations Globe, AZ 
623 Lifestyles of Globe 
Amusement and Theme Parks - Arizona Williams, AZ 
713110 Amusement Park 
Auto Repair and Maintenance - 8111 Car Life Yuma,AZ 

Professional Auto Flagstaff, AZ 
Setvice Chandler, AZ 

Scottsdale, AZ 
Tempe, AZ I 

We will provide amendments in the future for additional projects, areas and 
activities outside of this approval. 

• The Liberty West Regional Center is seeking approval to engage in activities 
within; 

)nd.us#y 'Clusters; .: .. · : . ··· · '· · , ... ' . · · 
Accommodation 
Food Service and Drinking Places 
Travel Related Setvices 
Nursing and Residential Care Facility 
Amusement and Theme Parks 
Auto Repair and Maintenance 

NAics·· 
721 
722 

5615 
623 

713110 
8111 

• The Liberty West Regional Center is seeking approval for a 25 county regional 
center in the state of Arizona and in southern California to include the 
following counties: San Bernardino; Los Angeles; Riverside; San Diego; 
Ventura; Orange; Santa Barbara; Imperial; Kern; and San Louis Obispo in 
California; and Apache; Cochise; Coconino; Gila; Graham; Greenlee; La Paz; 
Maricopa; Mohave; Navajo; Pima; Pinal; Santa Cruz; Yavapai; and Yuma in 
Arizona. 

Exemplar Project Analysis was completed for sample projects within each 
industry cluster including a Hotel and Restaurant, a Medical Travel Company, 
an Assisted Living Facility, an Amusement Park. and an Auto Repair Business. 
These are illustrative ofthe type of projects in the NAICS activity areas that 
Liberty West is seeking approval for. 
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• The Regional Center and list of activities if approved will result in growth in 
the regional economics in the proposed Liberty West Regional Center by the 
following; 

• The proposed Seven Oasis Hotel and Restaurant will increase 
investment in the region by   

 
 
 

  
 new EB-5 

eligible1 jobs within the region. (see Exhibit 2) 

• This impact analysis finds that the Generations Lifestyles of Globe 
assisted living facility will also generate significant and positive 
economic benefits for the regional center's economy and for the U.S. 
economy. The proposed Assisted Living Facility will increase 
investment in the regional center by  

   
  

 new jobs within the 
regional center. (see Exhibit 3) 

• The impact analysis finds that the Car Life auto repair project will 
generate significant and positive economic benefits for the economies of 
the regional center and U.S. as a whole The proposed Auto Repair 
project will increase investment in the regional center by  

   
 

 new 
jobs by year three of the project within the regional center. (see Exhibit 
4) 

• Lastly, this impact analysis finds that the Arizona Amusement Park 
project will generate significant and positive economic benefits for the 
regional center economy and for the U.S. economy. The proposed 
Amusement Park will increase investment in the region by  

   
ithin the regional center. Additionally, a 

net increase in full time employment within the regional center is 

1 In this case, EB-5 eligible means consistent with current EB-5 program regulations 

(b) (4)

(b) (4)

(b) (4)

(b) (4)
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projected to produce  new jobs by the end of year two of the 
project. (see Exhibit 5) 

• This impact analysis finds that the Satori Medical Travel Company 
Project will generate significant and positive economic benefit for the 
economy of the regional center and for the U.S. economy. The 
proposed Satori Medical Travel Company will increase investment in 
the economy of the regional center by   

 
 

 new jobs within the regional center. (see 
Exhibit 6) 

• This Updated Economic Analysis (see Exhibit 1) has been prepared for the 
Liberty West Regional Center, LLC by Richard March, PhD. Dr. March holds 
a PhD in economics and has worked for several governmental agencies and 
prepared a multitude of studies for clients such as the State of Florida and the 
Chesapeake Bay Commission. 

• This Updated Economic Impact Analysis finds that approval of the regional 
center designation application within the proposed geography and activities 
areas, would result in growth in the regional economy of the proposed L WRC 
by  new jobs created by the 5 proposed projects within the LWRC's 
region 

• The regional center and activities, if approved, would result in growth in the 
regional economy of the proposed LWRC by a gain of  in regional 
household earnings created by the development and operation of the 5 
proposed projects by LWRC. 

• The regional economy of the Liberty West regional center will experience 
increased need for business services of  annually if this application 
is approved. 

• The proposed regional center's economy will also experience increased demand 
on utilities annually will be  

(b) (4)

(b) (4)

(b) 
(4)

(b) (4)

(b) (4)

(b) (4)
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In addition, the six industry clusters that are the focus of this Updated Economic Analysis 
are listed below with NAICS codes and multipliers. 

Direct to Indirect Job MultiQlier by Sector- Regional Center 

Accommodation 
Food Setvice and Drinking Places 
Travel Related Setvices 
Nursing and Residential Care Facility 
Amusement and Theme Parks 
Auto Repair and Maintenance 

If you have additional questions, please contact our office directly. 

Sincerely, 

~ .J (!!£___---
David C. Keller 
Managing Director 
Liberty West Regional Center, LLC 
dkellen'lV,Empyrean West. com 

NAICS 
721 
722 

5615 
623 

713110 
8111 

Multiplier 
1.38 
1.32 
2.28 
1.29 
2.74 
1.48 
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UPDATED LIST OF EXHIBITS 
Liberty West Regional Center 

e 

(Updated 12/21/10 at 2PM) Economic Analysis Report from Wright Johnson, 

1. Executive Summary ..................................................................................................................... 2 

1-1 Introduction ............................................................................................................................ 7 

1-2 Summary of Seven Oasis Hotel and Restaurant Impact.. .................................................... 11 

1-3 Summary ofSatori Medical Travel Impact ......................................................................... 12 

1-4 Summary of Generations Lifestyles of Globe Assisted Living Impact.. .......................... ~ .. 13 

1-5 Summary of Car Life Auto Repair Impact ·······································································_::.J4 
1-6 Summary of Arizona Amusement Park Impact.. ................................................................. 15 

1-7 Background .................. ." ....................................................................................................... 16 

1-8 Industry Cluster Definitions ................................................................................................ 22 

1-9 Output Per Worker & Employee Compensation ................................................................. 25 

1-10 Discussion of Commuter Patterns in the Region ............................................................... 26 

1-11 Effect of Household Earnings ............................................................................................ 27 

1-12 Utilities, Maintenance and Business Services ···················································~···············27 

1-13 Discussion of Unemployment. ........................................................................................... 28 

1-14 Location Quotients ............................................................................................................. 30 

1-15 Regional Model Baseline ................................................................................................... 32 

1-16 RegionafFinal Demand ....................................................................................... : ............. 33 

1-17 Top Ten Regional Industries ............................................................................................. 34 

2. Methods & Assumptions ........................................................................................................... 35 

2-1 Assumptions ........................................................................................................................ 35 

2-2 Simulation Inputs ................................................................................................................. 35 

2-3 Estimation of Construction Jobs ......................................................................................... .36 

3. About IMPLAN .................. · ....................................................................................................... 37 

4. Results .......................... : ....... .-..................................................................................................... 40 
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4-1 Economic Results Definitions ............................................................................................. 40 

4-2 Detailed Results Increase in Employment- Hotel & Restaurant ....................................... .41 

4-3 Detailed Results Increase in Output- Hotel & Restaurant ................................................. .42 

4-4 Detailed Results Increase in Labor Income-Hotel & Restaurant.. ..................................... .43 

4-5 Detailed Results Increase in Employment -Assisted Living .............................................. .44 

4-6 Detailed Results Increase in Output - Assisted Living ...................................................... .45 

4-7 Detailed Results Increase in Labor Income- Assisted Living ........................................... .46 

4-8 Detailed Results Increase in Employment - Satori Medical .............................................. .4 7 

4-9 Detailed Results Increase in Output - Satori Medical.. ...................................................... .48 

4-1 0 Detailed Results Increase in Labor Income - Sa tori Medical .......................................... .49 

4-14 Detailed Results Increase in Employment- Car Life ....................................................... 50 

4-15 Detailed Results Increase in Output- Car Life ................................................................. 51 

4-16 Detailed Results Increase in Labor Income- Car Life ...................................................... 52 

4-17 Detailed Results Increase in Employment- Amusement Park ......................................... 53 

4-15 Detailed Results Increase in Output- Amusement Park ................................................... 54 

4-16 Detailed Results Increase in Labor Income- Amusement Park ............................ , .......... 55 

EXHIBIT 1- A Summary of the Processes and Calculations Used within the IMPLAN 
Program to Perform the Econometric Studies ................................................................. 56 

EXHIBIT 2 - Identifying The National Impacts of L WRC Through Multiregional Analysis. 59 

EXHIBIT 3- Description of Job Creation and Timeline .................................................. 61 

EXHIBIT 4 - Detailed Discussion of Unemployment throughout the Region ...................... 64 
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Exhibit 2: Seven Oasis Hotel Resort Business Plan 

A. EXECUTIVE SUMMARY 

B. COMPANY SUMMARY 

c. HOTEL & LOUNGE OVERVIEW 

D. MARKET ANALYSIS 

E. COMPETITIVE ENVIRONMENT 

F. STRATEGY & IMPLEMENTATION 

G. PROMOTION STRATEGY 

H. FINANCIAL PLAN 

I. RESUME 
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Exhibit 3: Generations Lifestyles of Globe Business Plan 

A. EXECUTIVE SUMMARY 

1. Industry Overview 
2. The Company 
3. Organization and Management 
4. Concept 
5. History and Significant Events 
6. Current Status 
7. Funding Requirements 
8. Use of Funds 
9. Investment Considerations 
10. Exit Strategy 

B. THE BUSINESS 

11. Legal Form ofBusiness 
12. Business Description and Structure 
13. Product/Service Description 
14. Industry Analysis and Trends 
15. Strengths, Opportunities & Strategic Advantages 
16. Future Opportunities 

C. MARKET ANALYSIS 

1 7. Target Markets 
18. Marketing Strategies 
19. Competition 
20. Competitive Advantages 

D. MANAGEMENT 

21. Management Team 
22. Professional Relationships 

E. OPERATIONS 

23. Financial Narrative & Assumptions 
24. Financial Objectives 
25. Economic Impact Analysis & Job Creation Study 
26. Profit Projections 

F. APPENDIX 

27. Site Plan 
28. Zoning Map 
29. Elevations 
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Exhibit 4: CarLife Genesis, LLC Business Plan 

A. EXECUTIVE SUMMARY 

1. Industry Overview 
2. The Company 
3. Organization and Management 
4. Concept 
5. History and Significant Events 
6. Current Status 
7. Funding Requirements 
8. Use of Funds 
9. Investment Considerations 
10. Investor Exit 

B. THE BUSINESS 

11. Legal Form ofBusiness 
12. Business Description 
13. Product/Service Description 
14. Industry Analysis 
15. Strengths, Opportunities & Strategic Advantages 
16. Future Opportunities 

C. MARKET ANALYSIS 

1 7. Target Markets 
18. Marketing Strategies 
19. Competition 
20. Competitive Advantages 

D. MANAGEMENT 

21. Management Team 
22. Professional Relationships 

E. OPERATIONS 

23. Financial Narrative & Assumptions 
24. Financial Objectives 
25. Economic Impact Analysis & Job Creation Study 
26. Development Budget and Project Capitalization 
27. Profit Projections 

F. APPENDIX 
27. Plan Views 
28. Elevations 
29. Site Layout 

-
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Arizona Theme Park Concepts for West Phoenix & Williams Areas 
Feasibility Study 

INTRODUCTION 

CHARACTERISTICS OF A THEME PARK 

SITE LOCATION 

MARKET SIZE & COMPOSITION 

COMPETITION 

SEASONALITY OF OPERATION 

RIDE/ATTRACTION/SHOW CAPACITIES 

ATTENDANCE POTENTIAL 
West Phoenix Concept - The Zones 
The Zones Illustrative Attendance Potential -Table 1.0 
Scream Zone Illustrative Attendance Potential - Table 1.1 
Hot Zone Illustrative Attendance Potential- Table 1.2 
Freeze Zone Illustrative Attendance Potential- Table 1.3 
Breathe Zone Illustrative Attendance Potential - Table 1.4 
Battle Zone Illustrative Attendance Potential - Table 1.5 

Williams Concept - Grand Canyon Country 
GC Country Attraction Illustrative Attendance Potential- Table 2.0 
GC Country Theme Park Illustrative Attendance Potential- Table 2. I 
GC Country Route 66 Experience Illustrative Attendance- Table 2.2 
GC Country Amphitheater Illustrative Attendance Potential - Table 2.3 

I. PER CAPITA EXPENDITURES 

J. POTENTIAL ECONOMIC PERFORMANCE 
Five Year Summary- Table 3.0 
West Phoenix Concept - The Zones 
The Zones Preliminary 5-Year Operating Pro forma- Table 4.1 
The Zones Annual Operating Pro forma- Tables 4.2-4.6 
The Zones Conceptual Details- Cost & Revenue- Table 4.7 
Williams Concept Option - Grand Canyon Country 
GC Country Preliminary 5-Year Operating Pro forma- Table 5.1 
GC Country Annual Operating Pro forma- Tables 5.2-5.6 
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GC Country Component Revenue & Capital Cost- Table 5.7-5.8 

K. APPENDIX TABLES 
West Phoenix Market Population & Demographics 

Appendix Tables 1.0 - 1.3 
Williams Market Populations & Demographics 

Appendix Tables 2.0 - 2.2 
Grand Canyon Visitation & Visitor Characteristics 

Appendix Tables 3.0- 3.5 
Arizona Visitor/Tourist Markets 

Appendix Tables 4.0 
Traffic Counts on 1-40 at Williams Region 

Appendix Tables 5.0 - 5.1 
Maricopa County Entertainm~nt/Recreational Facilities 

Appendix Table 6.0 
Map of Maricopa County Entertainment/Recreational Facilities 

Appendix Table 6.1 
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Exhibit 6: Satori Medical Travel Business Plan 

A. EXECUTIVE SUMMARY 

1. Industry Overview 
2. The Company 
3. Organization and Management 
4. Concept 
5. History and Significant Events 
6. Current Status 
7. Funding Requirements 
8. Use ofFunds 
9. Investment Considerations 
10. Exit Strategy 

B. THE BUSINESS 

11. Legal Form ofBusiness 
12. Business Description 
13. Product/Service Description 
14. Industry Analysis 
15. Strengths, Opportunities & Strategic Advantages 
16. Future Opportunities 

C. MARKET ANALYSIS 

1 7. Target Markets 
18. Marketing Strategies 
19. Competition 
20. Competitive Advantages 

D. MANAGEMENT 

21. Management Team 
22. Professional Relationships 

E. OPERATIONS 

23. Financial Narrative & Assumptions 
24. Financial Objectives 

• 

25. Economic Impact Analysis & Job Creation Study 
26. Profit Projections 

F. APPENDIX 

27. Satori Global Network Map & Hospital Images 
28. Deloitte Report 
29. AMA Guidelines 
30. Satori Cross Border Program 
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Hotel Resort 
BUSINESS PLAN OASIS RESORT 

65 000 Windy Lane Dr. 
Las Angeles, CA. 

e 

The Seven Oasis outlines how it will provide quality hospitality services, cost-effectively, 
in a popular Southwest US. lake resort environment. This plan successfully raised 
capital for property acquisition, renovation, and company start-up related costs. 

• EXECUTIVE SUMMARY 

• COMPANY SUMMARY 

• HOTEL & LOUNGE OVERVIEW ' 

• MARKET ANALYSIS 

• COMPETITIVE ENVIRONMENT 

• STRATEGY & IMPLEMENTATION 

• PROMOTION STRATEGY 

• FINANCIAL PLAN 

• RESUME 

EXECUTIVE SUMMARY 

We seek funds for the acquisition and renovation of Seven Oasis, an adult-marketed, 17-
room "boutique style" hotel specializing in a couples' "getaway" to provide relaxation and 
recreation in Orange County, a popular tourism spot located next to the state of California 
Hosana Lake. Moderately priced between the high-line hotel properties and the older 
motel strips, Seven Oasis shall fill an affordability niche not presently available in 
Orange County. 

Combined with an on-site lounge, grill, poolside beverage service, and morning 
continental breakfast bar, we are seeking investment funds to renovate the hotel building, 
build-out a piano bar/lounge area with dance floor, and construct an outdoor pool 
adjacent to the indoor pool. With this refurbishment and other new amenities, Seven 
Oasis will form the basis of a highly profitable hotel venture. We are seeking funds to 
develop and expand the business in a phased approach, as highlighted within this 
document. 

Seven Oasis's owner, Steve M. Blackburn, has an extensive business background, 
incluqing over 14 years of experience developing a variety of businesses. Mr. Blackburn 
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received his B.A. in Business Economics, and currently is an M.B.A. candidate at the 
University of California. Desiring to return to his own business, he wishes to establish 
Seven Oasis, Inc. in 1999. 

The foundation for the plan is a combination of primary and secondary research, upon 
which the marketing strategies are built. Discussions and interviews were held with a 
variety of individuals involved with other similar businesses to develop the proforma 
data, review the market potential, and competitive situation. 

Renovation in the Prairie Style period, our hotel's design elements and furniture will 
reflect this "organic" approach and provide an overall comfortable experience. Seven 
Oasis shall specialize in meeting an individual or couple's needs. As growth warrants, the 
1 0-acre site would allow for future expansion of the lodging portion of the resort (Phase 
II). 

Business Plan Purpose 

Introduction 

In today's highly competitive environment, formal business planning is an essential 
element in achieving business success. A well-written business plan is primarily a 
communication tool used to obtain financing. In certain instances, particularly with our 
early stage company, this business plan also serves as a strategic plan. 

Considering that lenders are inundated by numerous investment opportunities from which 
they choose only a few, this business plan describes our story and how we intend to grow. 
Seven Oasis, Inc. management team has made an in-depth analysis of its opportunities 
and weaknesses and it has concluded that the company has an excellent chance to 
succeed. 

Methodology for Business Planning 

Sophisticated business planning helps management answer questions, such as: What will 
be our record of achievement? How have we fared compared to our competitors? Are we 
setting realistic and attainable goals and objectives? 

Constructive and useful business planning requires a broad-based understanding of 
changes taking place in the marketplace in which the company competes, or plans to 
compete, and the ever-changing financial markets. In-depth technical skills in a variety of 
disciplines such as financial analysis, sales and marketing, latest technology, and 
managing growth are critical components in assessing a company's opportunities and 
risks. 

Developing the Business Plan 
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The management of Seven Oasis, Inc. has developed this disciplined planning 
methodology to help the company anticipate its start-up costs and other critical 
information to arrive at this realistic plan. 

Guidance from Outside Professionals 

Mr. Blackburn has sought legal assistance and advisors to develop the Seven Oasis 
concept. Steve will maintain an active management involvement in every aspect of daily 
resort operations. This plan reflects his vision. 

Five Objectives of Seven Oasis, Inc. 

1. Attract $1.0 million mortgage/investment capital; 
2. Obtain $3MM in EB-5 construction financing 
3. Focus ideas and establish goals; 
4. Identify and quantify objectives; 
5. Track and direct growth; 
6. Create benchmarks for measuring success. 

The business of Seven Oasis, Inc. is the creation of and funding of an adult couples' 17-
room hotel, specializing in a "getaway" atmosphere to provide relaxation and recreation 
in the Greater Orange County/Hosana Lake area. Management is soliciting commercial 
finance partners who share its vision and desire to participate in this exciting business 
opportunity in the resort community of Orange County, California. The integration of 
these disciplines results in extensive and innovative services, set in a unique Prairie Style 
surrounding for our prospective guests. 

Ideal Property Location 

The preferred location is a 1 0-acre parcel with 8 acres of woods. Of the 18 rooms, 3 are 
executive suites, with Jacuzzi tubs, and one of them will be converted to an onsite 
manager's apartment. Each room has individual climate control, direct-dial phones, and 
televisions. The facility has a large main lobby area, indoor pool/Jacuzzi/sauna, lighted 
tennis court, 2-car garage, storage shed, ample parking, and all equipment necessary for 
operation of the motel. The separate onsite manager residence and meeting room 
complex will serve as a future lounge/grill space. The grounds are beautifully landscaped. 

The motel is located in the motel district of Orange County and is situated on 9.43 
beautifully landscaped, wooded acres. Approximately 7 of the 9.43 acres are wooded and 
undeveloped, which creates an opportunity for significant expansion or potential for an 
entirely new enterprise. 

This facility consists of one building, built in two phases: a 22- and 15-year-old two- and 
one- story wood frame 18-unit motel and manager's! owner's apartment, which when 
combined, total approximately 14,787 square feet ofliving area. The 18-unit motel 
includes a lobby with a fireplace, reception area, storage area, laundry room, bathroom, 
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meeting rooms, a balcony, 18 room units, a men's and women's bathroom, kitchen, a 
whirlpool/sauna room, an indoor swimming pool, and mechanical room. The motel has a 
partial basement and includes a laundry room with two washers and two dryers. 

The manager's apartment (future piano bar and basement bar/meeting room area) offers a 
living room, kitchen, dining area, family room, half bath, and gift shop on the first floor 
with 3 bedrooms and 2 baths on the second floor. The home has a concrete block 
basement that is partially finished with a recreation room and a 3/4 bathroom. 

The exterior is cedar and the roof is pitch and pebble. The building is seated on a poured 
concrete and a concrete block foundation. Interior walls are concrete block and drywall. 
The flooring is carpet and ceramic tile. There are casement windows and wood storms 
and screens. There is a basement area under the living quarters and a portion of the motel. 

Other improvements include a 2-car garage with 2 electric door openers. A detached 
storage shed is located to the rear of the manager's apartment. Land improvements 
include a blacktop driveway and parking lot with 23 parking spaces, concrete sidewalks, 
a lighted tennis court, street signage, and beautiful landscaping with a mature variety of 
trees and shrubs. 

Mechanical systems include five gas hydropic, two gas forced air furnaces, electric 
baseboard heat, individual heat, and central air for each unit; 120-gallon hot water heater, 
600-amp electrical service, intercom system, two central vacs, water softener, sump 
pump, 4-camera security system, cable television, smoke alarms, and telephone system. 

Mission Statement 

Seven Oasis, Inc.'s mission is to provide quality hospitality services to our guests in a 
comprehensive and cost competitive manner, providing the finest accommodations in 
Orange County, California. 

Company Business Plan Objective 

This business plan serves to detail the direction, vision, and planning to achieve our goal 
for providing superior and comprehensive hotel and lounge services. Our plan objectives 
are: 

• Attract  property mortgage 
• Obtain $  in EB-5 monies 
• Focus ideas and establish goals 
• Identify and quantify long-term expansion 
• Track and direct growth 
• Create benchmarks for measuring success 

Seven Oasis shall fill a niche not presently available, namely a moderately priced (under 
$130 per night, summer rate) resort. Combined with an on-site lounge, a grilled food 

(b) (4)
(b) (4)
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service, an indoor and outdoor pool bar, and a morning continental breakfast offering, we 
shall differentiate ourselves by becoming a "boutique style" resort versus simply another 
motel. With the construction of an outdoor pool adjacent to the present indoor 
pool/whirlpool/sauna complex and our other refurbishment and new amenities, Seven 
Oasis will form the basis of a highly profitable venture set in a Prairie Style environment. 

COMPANY SUMMARY 

Company Ownership 

Mr. Steve Blackburn founded Seven Oasis, Inc. hotel and lounge in 1998 as a California 
Subchapter "S" Corporation. Since 1985, Steve has had extensive experience in creating 
and managing organizations for environmental and economic development-oriented 
companies involved in nationwide projects. 

Steve consults with area businesses in development-related issues, including finance, and 
is a United States SBA counselor at the Small Business Development Center at the 
University of California. Past SBA clients include service and manufacturing 
organizations. He is a certified SBA Fast Track program instructor, a California licensed 
loan solicitor, with a specialty in commercial finance, and a guest lecturer at U-M for 
Business Plan Writing Workshops. He has started previous business and corporate 
subsidiaries and looks forward to managing Seven Oasis on a daily basis. 

Currently, Steve is an M.B.A. candidate at U-M and holds a Bachelor of Arts degree in 
Business Economics with a minor in chemistry from Notre Dame University. 

Key Advisors to the Company 

Seven Oasis, Inc. has additional key staff members and advisors to assist during the 
development, planning, and initial planning phases. They include an architect trained at 
the University ofNotre Dame, CPAs, and former managers of bar and Bed and Breakfast 
style properties. 

Management & Organizational Summary 

Mr. Steve Blackburn will manage all aspects of the business and service development to 
ensure effective customer responsiveness. Qualified resort associate professionals will 
provide additional support services. Support staff will be added as guest and/or patron 
load factors mandate. Blackburn has joined the American Hotel and Motel Association. 

Corporate Development Plan 

For purposes of this Business Plan document, Seven Oasis, Inc.-Phase I and Phase II for 
developmental growth are defined below: · 
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Phase I 

This phase involves preparation and development of Seven Oasis. Until the ideal property 
is acquired, Seven Oasis, Inc. offices will be housed at the home of Mr. Steve Blackburn, 
its founder. The property will establish its own Prairie Style identity, management 
directives, and capital. Incorporating a total quality management approach and a guest 
appreciation program, Seven Oasis will develop key repeat guests and lounge patrons. 
Through word of mouth and advertising, our reputation as an affordable "boutique style" 
resort shall grow. 

Property renovation will include the makeover of 18 to 17 rooms (with 3 suites) and the 
conversion of the present onsite property manager's house to lounge gathering space. 
New construction includes a bar room addition, extra parking lot build-out, and an 
outdoor pool. [Phase I capital (start-up) funds are documented later on in this business 
plan.] It is anticipated that the funding and transfer of this property will happen in spring 
1999. Operation "as is" of the facility would continue through the summer and fall. The 
hotel will close for the winter months for its build-out and renovation. 

Phase II 

Continue implementation of sales, advertising, and marketing strategies developed in 
Phase I. Identify and pursue additional guest markets, i.e. Internet room guarantee 
services. Seven Oasis shall evaluate its room occupancy position to determine if a facility 
expansion is warranted. Seven Oasis anticipates additional support staff would be needed 
at the proper time (Phase II). This Plan does not contain funding needs for this Phase. 

HOTEL & LOUNGE OVERVIEW 

Establishing a hotel and lounge business clientele will take some time, as the research 
revealed word-of-mouth /recommendations /referrals and value as the primary way in 
which hotel and lounge services are selected by new guests. People who are completely 
new to the area, or who have few established connections, may look to the Yell ow Pages 
or other advertising to establish available services, then call for information or pricing. 

A good portion of the past guests to the property will no longer return, as the present 
ownership has operated the property as a Christian retreat-style motel. 

Competitive Advantage 

Strengths of Seven Oasis, Inc. include Steve Blackburn's broad base of experience in 
managing different types of companies. He has extensive development experience and a 
track record of hiring the right people and training them. Blackburn understands the . 
service sector business, has traveled extensively frequenting numerous lodging 
establishments, and has gained invaluable exp~rience in organizational management. 
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Currently, a mid-size "boutique" resort niche is vacant in the Hosana Lake market, with 
present lodging on the high end, averaging $225 per night (and up) down to older motel 
properties of $79 per night. Several B&B establishments may fall into the middle, 
however, Seven Elms, as a resort-style property, will serve its niche by itself. 

Industry Keys to Success 

1. A property designed for the guest and/or lounge patron 
2. Frequent Guest Award Program 
3 ~ Controlled overhead and operational costs 
4. Regular and ongoing guest feedback 
5. Latest technology/software capacity 
6. Weekend lounge (piano bar, dance floor) entertainment 
7. Unique, timeless and comfortable environment 
8. Dedicated management and associate support staff 

MARKET ANALYSIS 

Seven Oasis, Inc. like all businesses, is affected by forces and trends in the market 
environment. These include economic, geographical, competitive, legal/political, and 
technical. 

Economic Environment 

Positive forces include the generally prosperous economy that is currently in place, full 
employment, rising wages, and low inflation, leading more people to be able and willing 
to spend money and to get away for some time. The close locality of Orange County 
Airport offers an affordable alternative to a flyaway destination. 

Geographical/Competitive Environment 

Located just two blocks from Hosana Lake and downtown Lake grove, the area has 
several golf courses, water recreation activities, numerous dining establishments, various 
retail and specialty shops, art galleries, theatre entertainment venues, and the beauty and 
serenity of Hosana Lake, which has made this county a famous Southwest tourist 
destination. Many homes and estates date back to this era and several enormous "summer 
cottages" were built on the lakeshore and are still in evidence today. 

Seven Oasis shall fill a niche not presently available, namely a moderately priced (under 
$130 per night), resort-type establishment. Combined with an on-site lounge, a grilled 
food service, an indoor and outdoor pool bar, and a morning continental breakfast 
offering, we shall differentiate ourselves by becoming a "boutique style" resort versus 
simply another motel. 
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Our Prairie Style surroundings will attract and retain guests who appreciate such refined 
environments. 

Legal/Political Environment 

Seven Oasis management will not move the project forward until it has obtained an 
option to acquire one of the 19 Orange County, California, liquor licenses. As faced by 
all businesses, the proper insurance needs shall be met and all operations and policy 
manuals shall be reviewed by appropriate legal experts. The facility will obtain all the 
necessary building permits prior to construction. Present facility zoning allows for this 
proposed use, including a bar, cabaret, grill, and dance floor space. 

Technology Environment 

Computer programs greatly simplify the financial recordkeeping for today's businesses. 
As a small business, Seven Oasis will need to watch its expenses closely. By utilizing the 
existing software packages available in the hotel industry, including: room and facility 
management database, controlled bar and inventory measuring systems, and room key 
cards that allow patrons to charge directly to their room account, this technology shall 
assist management in controlling costs, reducing cash management, and maximizing 
revenue. Seven Oasis shall attract the resources necessary to train and operate the system 
in order to generate the reports and manage the inventory. 

COMPETITIVE ENVIRONMENT 

A listing of the hotel and motel properties in Orange County, California (sourced through 
Midwest and the Ameritech Directories) is as follows. (Note: Other properties on Hosana 
Lake, but outside the city limits, are not included): 

High Line ($139-$750 per night, depending upon season) 

The Cove of Hosana Lake ($145-$225) 

Grand California Resort and Spa ($139-$750) 

The Harbor's Edge ($139-$199) 

The California Inn ($215-$350) 

The Strike Hotel ($200) 

Motel ($59-$119 per night, depending upon season) 

Breezy Chateau Inn 
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Budget Time Motel 

Hosana Lake Motel 

Lakewood Motel 

Misty Motel 

Pine Tar Motel 

Plaza Motel 

Shady Drive Motel 

The Stirrup Motel 

Swiss Motel 

Bed & Breakfast (B&B) 

Dahlia House 

The Mixer House 

Precious Times Inn 

Hotel and motel properties in adjacent communities are not listed, however, they do 
advertise in the Yell ow Pages. 

Seven Oasis hotel and lounge is attempting to carve out a fourth segment in the lodging 
market; that of a "boutique" style, high-line property at mid-line pricing geared towards 
adult couples and not marketed to families. 

A review of competitors' marketing strategies reveals no one targeting this market 
segment. Hotel and lounge is a referral-driven business-new business can be obtained 
by encouraging and rewarding present guests to refer future guests. Networking within 
business and civic groups is important; even if the business results are not immediately 
felt, it is an excellent public relations opportunity. Live piano, or jazz style trio, on the 
weekends will add excitement to the resort and draw community residents and guests 
from other properties. 

~arketltesearch 

A hypothetical behavior sequence model for a new customer (future guest) contemplating 
using a hotel and lounge service for the first time might look something like the 
following (based on discussions and interviews with potential guests): 
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Individual or couple decided to getaway for a few days. This may happen as a result of a 
need for a change of pace, vacation, or a celebration purpose. The need can arise anytime 
year round. Even in the late fall and winter months people are thinking "getaway" to 
break the weather doldrums. 

Individual or couple investigates hotel services. In most cases, this means the they will 
consider first any recommendations that they are knowledgeable of through prior 
association (relative, friend, or social group). If the individual or couple is new to the area 
or otherwise has not made any close connections with people, he/she would look in the 
Yell ow Pages for a listing, or perhaps look in a newspaper for advertising. 

Acting on the advice of friends (or own knowledge), the individual or couple will call the 
recommended property to obtain information that will help him/her decide if this place is 
the best for them. Criteria for selection include: (1) amenities (pool, on-site food service, 
nonsmoking rooms, bar lounge area, etc.); (2) reputation (what kind of persons usually 
stay here?);(3) physical plant (how recent the renovation, upkeep, etc?); ( 4) courtesy 
(professional and attentive staff?); and (5) pricing (is the place affordable?). 

Based on the information received, the individual or couple makes a decision and either 
schedules an appointment to view the property or makes a reservation. 

The individual's satisfaction with his/her decision and with the service itself is largely a 
function of their interaction with the staff during their stay. Everyone associated with 
Seven Oasis will do everything possible to ensure a satisfactory experience for the guest, 
so that future business (and a future referral) is not at risk. 

Marketing strategies will build on this model, taking advantage of precipitating events, 
fostering word-of-mouth recommendations, and creating satisfaction through interacting 
with the future or present guests. 

Summary of Opportunities and Threats in the Environment 

Overall, the environment appears very positive for Seven Oasis, Inc. The forces driving 
market demand, mainly economic and geographical, are strong, with more people staying 
closer to home for shorter getaway trips and their comfort level of visiting Hosana Lake, 
one of the Midwest's premiere travel destinations. On the negative side, there is 
competition, and it will take a while for Seven Oasis to get "established" in its market 
niche. 

STRATEGY & IMPLEMENTATION 

The business is driven by referrals and repeat business, so for the first few years Seven 
Oasis will need to be aggressive in attracting new guests. The marketing strategy is 

. subject to change upon guest feedback and surveys. 

Marketing Strategies 
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RESUME 

This is the resume of Steve Blackburn, the future owner of Seven Oasis Steve Blackburn 
has demonstrated experience in business and sales organization development. Developed 
and secured funding for own organization, author of several successful RFPs, business 
and market development plans. Has expertise in customer retention programs, sales 
training seminars, project planning, benchmark analysis, and forecasting and budgeting. 
Designed and implemented computer applications including: customer database service 
frequency schedules, truck routing, customer retention surveys, accounting and 
commission salary programs. 

(b) (4)
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EMPLOYMENT HISTORY 

University of California, California 
Small Business Development Center 
1996-present 

e 

As a United States SBA counselor I assist clients in sales and business development and 
other related matters including: Sales, Marketing, Manufacturing and Productivity 
Analysis, Regulations Compliance, and Regulatory Program Development. 

MRT Environmental, Inc., Cleveland, Ohio 
1992-1995 

Co-founder, Business Development, Marketing, and Sales. A consulting and facilities 
development organization for environmental services clients in the health care industry. 
My responsibilities included: development of project opportunities and clients, sales 
personnel and training, advertising and promotion, and financial record keeping. 

Pride & Barrow Industries, Inc., Dallas, Texas 
1985-1992 

Vice President - Sales and Development. $80 million subsidiary of a $3 billion public 
company. Created the new medical services division; integrated third year revenues 
exceeded $4.5 million and employed over 25 employees. Market development and direct 
sales management for all regional special services subsidiaries. Developed region's first 
comprehensive medical waste service organization by identifying and marketing to the 
healthcare industry an emerging service bundle of packaging, transportation, in-service 
training, and treatment of medical wastes. Serviced all sectors of the healthcare industry 
from physician offices through major medical centers. 

Market Development Representative and Environmental Specialist. Analyzed new 
business development opportunities in all service areas. Municipal waste contracts, waste 
company acquisitions, landfill development, and expansions and ancillary specialty 
services. Responsible for training, sales functions, regulatory data submittal, and special 
waste stream permitting. Created computer applications and processing systems to 
maximize efficiency and minimize errors. 

Education 

University of California, 1998, M.B.A. candidate. 

Notre Dame University- Graduated 1985. B.A. in Business Accounting and Economics. 
Completed a course of study for a B.S. in Chemistry. 
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A. EXECUTIVE SUMMARY 

A1. INDUSTRYOVERVIEW 

The US nursing homes and assisted living industry includes about 75,000 establishments (single-loci;ition 
companies and branches of multi-location companies) with combined annual revenue of about $175 billion. 

It is no secret that the need for housing for seniors has been driven by potent demographic forces. The 'aging 
of America changes' in the approach to caring for seniors and the emergence of a more affluent elder 
generation have heightened the attention placed on seniors. 

The post World War 2 'baby boom' and increased longevity due to technological and medical advancements 
have made the graying of America inevitable. US Census Bureau data indicate that in 1990, 31 million 
Americans were over the age of 65. It is estimated that these numbers will increase to 80 million by the year 
2050! 

Even more dramatic than growth of the .§5 or older population is that of those 85 or older, 'the fastest growing 
segment of the US population'. 

Historically, families would care for their' own members within the family setting, today however, a gradual 
progression of family and societal changes have dramatically altered the manner in which seniors are cared for 
in this country. These changes include the advancement of women in the work force, reduction in the number 
of people choosing to marry and increase in the divorce rate and single parenthood. 

During the past ten years, assisted living has been the fastest growing sector of housing for seniors. Its 
popularity can be attributed to the fact that it has allowed itself to be shaped by the consumers' demands and 
it has learned to respond to their changing needs. 

For real estate investors, this is a new ni(;he to be capitalized upon. There are fewer assisted living 
communities than the demand requir~s. 

Senior Housing Profile 

Residents 

The typical resident of all senior healthcare housing (independent living, assisted living, memory care, and 

continuum of care facilities) is between the age of 70 and 90, with an average age of 82.6. The average age by 

facility type is as follows: 81.7 for independent living, 83.8 for assisted living and 80.4 for continuum of care 

facilities (Seniors Housing Absorption Stvdy: 1991 to 1998, American Seniors Housing Association, p.11}. The 

following table summarizes the typical r~esident profile of independent and assisted living residents according 

to gender. The majority of independent and assisted living residents are women. 
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Aver39e Age of Seniors Hou5ing Resident at l'llove-in 

Property Type 
Independent Living 
Assisted living 
CCRC 
M F'roperties 

Average Age 
at Move-In 

81.7 
83..1 
77:). 
~6 

11ocuro0: 3enl""' Hc...ma 3t!!51lcal Hlrldbollk, 6:!111tn m 

Services 

Resident can be classif.based on three major 

categories: active seniors (go-go), intermediate seniors 

(slow-go) and dependent seniors (no-go). Average Age of 

Seniors Housing Resident at Move-in Internal Average Age 

Property Type at Move-In Independent Living 81.7 Assisted 

Living 83.1 CCRC 77.2 All Properties 82.6 Source: Seniors 

Housing Statistical Handbook, Edition Ill 

Base services provided for each level of care (independent living, assisted living, memory care, and continuum 

of care facilities) typically include meal(s), housekeeping and linen service, recreational and social activities, 

transportation, security systems, and emergency call systems. Active seniors require limited services, but 

demand recreational amenities such as golf courses, tennis courts, fitness centers, bicycle paths, pools and 

saunas, cultural activities, and larger units with standard housing amenities such as full kitchens and laundry 

facilities in the unit. Many CCRC communities include large campuses where many of these recreational and 

cultural activities are available and, as such, 'hey often attract a younger generation in their mid-to-late 

seventies. Because intermediate seniors are less activE;!, recreational amenities are mostly indoor lounges, 

television and game rooms, large social rooms, libraries, and auditoriums/theatres at stand-alone independent 

and assisted living facilities. The difference between independent living and assisted living occurs when a 

resident begins receiving assistance in the activities of daily living (ADLs). Usually, the first tier of service, 

shifting a resident from independent living to assisted living, begins with medication management and/or 

dispensing of medication. 

ACO .. tJ' ur.,...., L.tulllgl- L111tbg -- PIU!IIIo 

LBm Ntllllber otAOI..s 

Rmlonlilge ~R~ by AD!. Cbll\lilcaim; 
Ballhg 
o-•o 
Talai.ng 
Pei&IIIBl: HygEue· 
l.ac:cmotian 
Ea&.g 
Mecka'llcn Renmders 
M!dc:a1lm Dlopenshg 

2.8 

61.& 
46.~ 
27.:B 
42Jl'llo 
2!ifi 
16.S'llo 
51.3'llo 
7Q.B'llo 

Most residents of assisted living facilities require limited 

to moderate assistance with the five major ADls 

(bathing, dressing, transferring, toiJ,eting, and eating). As 

presented in the following table, the average assisted 

living resident needs assistance wi~h 2.8 ADls. Bathing 

and medication assistance are the two most common 

ADls. 

Sluca: o.-iao' cd l'mi!ted LifW:u lnllldJv20H: Al.fll 

As shown in the table to the right, not all residents at an 

assisted living facility need assistance with ADls. Almost 

40.0 percent of assisted living residents do not need 

assistance, or need assistance with just one ADL. 

However, acuity levels of residents have been increasing 

as residents' age in place and competitive market forces 

compel operators to keep residents as long as possible. 
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The ac.uity mi~ of a facility is reall.luenced by three major components:.te regulations, 

management methodology (operational strategy and rate structure), and length of stay most new facilities 

start with an overall low acuity mix, which tends to increase as residents "age in place." Many assisted living 

and CCRCs facilities also cater to seniors with special needs, such as those, with symptoms generally 

associated with Alzheimer's or dementia, as explained below. In the industry, this type of care is commonly 

referred to as specialized assisted living or memory care. 

In addition to requiring assistance in the activities of daily living, sufferers of dementia require substantial 

ongoing supervision and specialized activities such as household activities (vacuuming, laundry, cleaning, 

supervised cooking, yard work etc.) and psycho/social activities (reminiscing, singing, playing games etc.). 

Some of the more difficult behaviors caregivers are faced with include wandering, rummaging, hiding and 

hoarding, sundowning (phenomenon by which the person with Alzheimer•s disease may become highly 

agitated, active, confused, combative, anxious and/or restless in the late afternoon or evening) and 

aggression. Many CCRCs will also include a skilled nursing unit; here the staffing level is higher and involves 

licensed nurses, therapists and administration. 

While home care and informal caregivers provide an alternative to seniors housing for some seniors, we do 

not consider these alternatives to be primary competition. Adult day care is another alternative that continues 

to grow at significant rates. However, this service is only practical for elderly persons who are not living alone. 

Our demand model and the HUD demand model only consider age-qualified persons living alone as part of the 

qualified demand perspective for assisted living. 

Other alternatives include nursing care and adult-family homes. According to the American 

Health Care Association's (AHCA) publication, Facts & Trends: The Nursing Facility Sourcebook, 2001, the 

average nursing facility patient requires assistance with 3.7S ADLs. Similarly, according to The National Center 

for Assisted Living's (AHCA's affiliate organization) publication, Facts & Trends: The Assisted Living Sourcebook, 

1998, the average assisted living resident needs assistance with 1.70 ADLs. The ADL data suggest that nursing 

facilities and assisted living facilities care for very different residents/patients. While assisted living facilities 

occasionally compete with nursing facilities as well as other alternatives for low-acuity patients, competition 

occurs mainly among assisted living facilities. Where overlap does occur, the assisted living facility often has a 

competitive advantage due to lower pricing. While assisted living is a relatively new concept, adult-family 

homes have been serving elderly residents for several years. They are pervasive in almost all markets 

throughout the United States. These facilities cater to patients at an acuity level that is similar to assisted living 

facilities. However, they offer very different lifestyles choices. Adult-family homes provlde a more residential 

setting, while assisted living facilities generally offer superior amenities and privacy. 

The Saturation Analysis in this report measures the impact of these other alternatives qn assisted living and 

memory care demand. Saturation rates measure peoples' preference for assisted livin& over other alternatives 

such as nursing care, adult-family homes, home care and family support. 
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A2. THE COMPANY e e 
Invest in Excellence 

Savvy investors understand that an investment is only as sound as the people who make it happen. At 

Management Construction and Development (MCD), our management team 

possesses over a century of collective experience in commercial development and construction that has 

included hospitality, senior living, retail and office facilities throughout the United 

States. Over the years, we've learned to identify opportunities for profitability and to maximize them, while 

avoiding the pitfalls that can undermine less seasoned teams. Through our Pennsylvania-based sister 

company, Development, Construction and Management (DCM), we maintain a strong in-state presence. This 

gives us a clear perspective on local real estate development, particularly in the fast growing sector of senior 

housing and assisted living. We've built our reputation on reliability and a commitment to quality. By 

consistently delivering uncompromising value, we've earned the business of such major brands as Holiday Inn 

and Choice Hotels. And perhaps even more significantly, we've gained the steady backing of top financial 

institutions including Pinnacle Bank, Stearns Bank and Great Western Bank. It is our expertise in all phases of 

construction and management that sets MCD apart. This coupled with our extensive track record of 

achievement over time provides investors with the peace of mind of knowing they are truly investing in 

excellence. 

Meeting the needs of the growing senior housing market 

As the Baby Boom generation reaches retirement age, demand for assisted living and senior residence 

facilities is only increasing. MCD is ideally positioned to capitalize on this burgeoning growth sector. We built 

our first assisted living facility over four decades ago, and have since successfully developed such properties 

nationwide. Through a subsidiary company, Generations Lifestyle, we also manage the day to day operations 

of these properties. So you can be sure our expertise in this arena runs deep. MCD specializes in identifying 

under served, rural areas where the demand for senior housing is especially strong. The scope of such projects 

tends to be smaller than those in major metropolitan areas, approximately 50 -150 units. However the 

returns are typically significantly more assured. This is because we're not just another player in the market. 

We build facilities that meet a need not currently being addressed. Pre-approved 

by the Department of Housing and Urban Development (HUD), these assisted living and senior residents projects are 

generally embraced by local municipalities and designed to thrive. 

Proven construction methodology maximizes profitability 

Our decades of experience pay off in the development process. We begin with a comprehensive marketing 

study to determine the true viability of each particular senior housing project. If the profit margin isn't there, 

we walk away. Upon approval, we move forward with our team of seasoned professionals. Working with our 

proven, long-time architectural partner, we design the senior living facility for maximum cost effectiveness 

and quality. Based on our comprehensive industry understanding, we know exactly how to achieve both 
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efficiency and value. Unlike other.ilders, we never simply bid out jobs t.bcontractors. We use precise 

budgeting to ensure the returns are built in to the project. Through established relationships with in-state 

subcontractors, we can avoid expensive errors and delays, and keep projects on time and within budget. In 

addition, we exercise our considerable buying power to purchase materials, appliances and furniture directly 

from the manufacturers, further containing our costs. In all, it's our time-tested methodology that enables us 

to offer such attractive terms to our investors. 

Earn exceptional returns on your investment dollar 

The senior living sector clearly offers compelling earning opportunities. Baby boomers entering their 

retirement years are driving the growing need for additional facilities. Through our due diligence and 

development savvy, MCD has refined an approach that allows us to consistently reward investors at a rate far 

and above typical opportunities of this kind. While projects vary on an individual basis, it's not unusual for 

MCD investors to earn up to 30% return annually and more. And this is in addition to the significant tax write 

off due to depreciation as an equal percentage of your stake. Each investor receives a pro forma report in 

writing that clearly outlines the expected return for that particular senior housing project. While this is not a 

guarantee, it does represent a thorough analysis of the opportunity. Since launching this 

program, every investment has yielded projected returns, paying out investors within approximately 3.5 years. 

No surprise that more and more investors are taking advantage of this opportunity to tap into the lucrative 

senior housing market. Simply put, there is not another like it in America today. 
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John P. Hauser 

CEO 

A leader in his field, John possesses over fifty years of experience in commercial construction and business 

development. John's career began in service to his country in the US Navy's 

Construction Battalion. Later, he studied business law and construction management at Temple University and 

the University of Georgia, where he then taught construction management. He has directly managed the 

building of numerous residential developments, hotels, retail and other facilities throughout the US, for such 

major brands as Cendant, Choice Motels and the Schwinn Bicycle. Company. John also has a close working 

familiarity with HUD 236 and HUD 221 D3 housing, which cover the senior living facilities that will be built. As 

CEO of MCD, John brings this extensive ability and business acumen to bear on each project, ensuring they are 

selected and managed for optimum profitability. In 2003, John's exceptional career was recognized with the 

presidential appointment as Co-Chairman of the Business Advisory Council. 

Barry L. Olpp 

President 
Barry is a highly accomplished construction executive with over three decades of hands-on experience in 

commercial development and property management. Past projects have included residential building, sub

division development, assisted living, hospitality and office construction. Barry also was the manager and 

superintendent for a water and sewage processing plant, where he oversaw all operations on a daily basis. 

Experienced with building codes throughout the US, 

Barry has managed projects in Arizona, Minnesota, Montana, Nebraska, Nevada, North Dakota, Pennsylvania 

and South Dakota. Drawing on this wealth of knowledge, Barry excels at steering projects through the 

development process smoothly and efficiently. 

Thomas J. Williams 

VP Operations Management 
Tom is a detail-oriented manager who excels at the consistency required to realize profitable business 

ventures. Tom has managed and operated many residential complexes as well as owner-operated businesses. 

In his role at MCD, Tom is instrumental in all aspects of development. These duties include: on-site acquisition, 

development, pre-opening sales and marketing and establishing relationships with local government, 

organizations and businesses. Tom has successfully managed operations for MCD in Arizona, Nebraska and 

Wyoming. A native Nebraskan and a Corn husker fan, Tom has a unique understanding of our local markets 

and their needs. 

Deborah Garcia 

President, Generations Lifestyle, LLC 
Deborah has been managing senior housing facilities for over 15 years. She began as the business manager for 

a full service senior community and then rose to become the Director of Operations for the Netwest 

Development Corporation in Tucson. There she oversaw multiple communities, honing her leadership abilities 
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in this .arena .. Today, Deborah is tAanager of our senior housing and as.d living facilities through our 

subsidiary company, Generations Lifestyle. A licensed real estate agent in Arizona, Deborah provides 

invaluable expertise in identifying senior living needs within markets, developing proforma budgets and 

implementing policies and procedures for the operation of these facilities. 

Randy D. Blanchard 

Project Manager 

As a former owner of his own construction company, Randy oversees each project with a keen sense of 

responsibility and reliability. Randy has over 25 years experience in the industry 

with a skilled understanding of architectural design as well as all carpentry trades from framing to finished 

carpentry, electrical, plumbing and HVAC. He maintains full project control, overseeing daily operations and 

coordinating employees and sub contractors. As a result, Randy plays a critical role in bringing projects in on 

time and within budget. 

Advisory Committee 

Heckman & Laudeman, LLC 

Certified Public Accountants 

Established in 1992, Heckman & Laudeman, LLC provides a complete array of financial services to small 

businesses from bill paying, payroll and financial statement preparation services to management advisory 

services and acting as the de facto Chief Financial Officer to the small business client. Their clientele includes 

hotel and entertainment businesses, medical facilities, construction companies, manufacturers and 

restaurants. The firm currently has 17 employees and possesses expertise in such areas as debt and equity 

structuring, business valuation, management advisory services, financial statement projections for startup and 

expanding businesses, as well as compilation and reviewed financial statement preparation services for 

established businesses. Tax planning and return preparation, as well as financial planning for business owners 

and high net worth individuals round out the services provided by the firm. 

Lipkin, Marshall, Bohorad & Thornburg, P.C. 

Attorneys at Law 

Founded in 1950, Lipkin, Marshall, Bohorad & Thornburg, P.C. is a full-service law firm representing individuals 

as well as large and small businesses and corporations, including hospitals, physicians, local governments and 

school districts, the textile, banking, coal, energy, recreation, retail, real estate development and construction 

industries and title insurance agencies. Alvin B. Marshall has been practicing for more than 40 years and is the 

president and senior member of the firm. His areas expertise and special interest include employment and 

labor relations law, business and commercial financing, corporate and business law, real estate, business 

acquisitions and mergers, estate planning, elder law and taxation, acquisitions, financing, and development. 

He is a member of the Directors Advisory Council of the Eastern Pennsylvania Division of M& T Bank. He is also 

a former Chairman and a current member ofthe Board of Directors of Schuylkill Economic Development 

Corporation (SEDCO), and also servers as a director of other corporations both public and private. 
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A4. CONCEPT • • 
Subject Property Description 

The Generations Lifestyles of Globe memory care facility will be a three-story, wood frame structure with 

stucco exterior walls. The building will contain a gross floor area of 33,562 square feet, which is 541 square 

feet per unit. The facility will feature 39 assisted living units/beds, and 33 memory care units/beds. A 

subsequent table shows a breakdown of the unit types. 

Common areas will be found on the ground floor, and a portion of the second and third floors, and resident 

rooms are located on floors two and three. The common areas will feature, but not necessarily limited to: 

lobby/reception area; marketing and management offices; library; mail room; resident laundry room; beauty 

shop, commercial laundry room; multi-purpose room; living room; and sundry store. In addition, the food 

service area will be found on the first floor and will feature the kitchen, main dining room, private dining 

room; loading dock; dietary storage and dietary office. The residential corridors will share generally 

comparable floor plans, comprised mostly of resident units. In addition to the units, the resident corridors will 

feature sitting areas and living rooms. The subject will offer various unit floor plans with the standard unit 

averaging approximately 332 square feet. A schedule of unit types is found in the table below. The size of 

these rooms will be typical for Alzheimer's care because this special resident population typically cannot 

prepare even simple meals without assistance, so it would be imprudent to offer kitchenettes or larger units. 

However, the units are small for assisted living but appropriate in this case based on the low-income 

socioeconomics of the area. 

Building Area utilization -Unit BrPakdown and Common Area 

iNet 
#of 

TFO 
#d 

Beds 
Unit Sizes in Square Feet Rentllte 

U.ni1s T~ and Care Units !Low .!:!is!! Average kea 

Assisted Living 
Semiprivate 
S1udio 

T otaii'Aver:agi!'S 

Memory Carl!" 
Semiprivate 
S1udio 

T otaii'Aver:agi!'S 

Totals 

CcmmcnArea 
P..ming Garage'l.ktfnished BasemEn! 
Finished Partion of Buildirg 
Total Gross Bidding Area (GSA) 

6 12 4()5 

27 '21 274 
33 39 274 

4 B 4()5 

25 25 264 
29 33 2&4 

62 12 

Percent Commm ArN Exdluding ParD!g G3rage1Unfinislled Basement 
Gross Bidding Area per Unit less Parking Gar.lge/Unmislled Basement 

405 
386 
405 

405 
36B 
405 

Alll!lage Vn.'t Sizes {Soorce: O'w'!!Wiew of Assisted Livioolndustty 2001: /JUA l 
Median GSA per Unit Independent Livirg 
Median GSA per Unit AssiS!ed Living 
Median GSA per Unit based on Sut1ect Mix and ALFA Data 

% of Commm ArN !Source: Stated SeniDf5 Housing 2009) 
Median Sq. R. %of Ccmmon Area CCRC 
Median Sq. R. 'll. of Ccmmon Area Independent living 
Median Sq. R. 'l'. of Cammon Area Assisted Living 
Median Sq. R. %of Ccmmon Area based on Sll'bjed Mix: and /JUA Data 
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405 
306 
336 

405 
2QQ 
325 

319 

11 

2.430 
8,.261 

10.691 

1.620 
1.~ 

9.069 

19.780 

13,782 
0 

33.562 
33.562 
41.1% 

541 

1.228 
744 
744 

28.1"!. 
31.0':'. 
42..5"1. 
42..5% 

In addition to providing a breakdown 

of the various types of units, the above 

table provides industry data for 

comparison to the subject relative to 

gross building area (GBA) per unit and 

common area. The subject facility will 

have 541 square feet of GBA per unit, 

which is considerably lower than the 

industry average of 744 square feet. 

The subject facility will have common 

area amounting to 41.1 percent of the 

GBA, which is comparable to the 

industry average of 42.5 percent. 

Assisted living units will feature: full 

bathrooms with grab bars in 

tubs/showers; wall-to-wall carpeting; 

walk-in; individually controlled heating 

and air-conditioning; kitchenette 



(refrig~rator, ~icrowave, and sin~nd emergency medical alert system. -assisted living units include 

tub/shower combinations in the units. This is functionally obsolete for assisted living and the tub/shower 

combinations should be replaced with roll-in showers. 

Memory care units will feature: full bathrooms with grab bars in tubs/showers; wall-to-wall carpeting; walk-in; 

individually controlled heating and air-conditioning; kitchenette (refrigerator, microwave, and sink), and 

emergency medical alert system. Floor plans of selected units are provide~ in the addenda .. 
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A5 .. HISTORY AND SIG~CANT EVENTS e 

Arizona Regulatory Overview 

In the Spring of 1997, the Arizona Department of health Services' Office of Home and Community Based 

Licensure established a 28-m ember task force to help consolidate five of six licensing classifications (adult care 
; 

homes, supported residential living centers, supervisory care homes, unclassified homes and adult family care) 

into a single assisted living category. Rules governing these various assisted living facilities took effect in 1998. 

Service categories under the "assisted living" umbrella are based on the size of the facility and supplemental 

requirements depending on the level of service provided. The core requirements address facilities serving 10 

or fewer residents, eleven or more residents, and adult foster homes, which serve 1-6 residents. Facilities are 

licensed to provide one of three levels of care (supervisory care services, personal care services, and directed 

care services) and must meet supplemental requirements. As defined in the state regulations, supervisory care 

service means general supervision, including daily awareness of resident functioning and continuing needs, the 

ability to intervene in a crisis and assistance in the self-administration of prescribed medications. Personal care 

service means assistance with activities of daily living that can be performed by persons without professional 

skills or professional training and includes the coordination or provision of intermittent nursing services and 

the administration of medication and treatments by a licensed nurse. Directed care service means programs 

and services, including personal care services, provided to persons who are incapable of recognizing danger, 

summoning assistance, expressing need or making basic care decisions. (The directed care level serves people 

with Alzheimer's disease or dementia.) 

Medicaid/Government Funding 

The Medicaid program in the state of Arizona operates under a managed care model overseen by the Arizona 

Health Care Cost Containment System (AHCCCS). As one of the last states in the country to establish a 

statewide program of health care for its poor, Arizona received waivers from the Health Care Financing 

Administration that exempted it from many of Medicaid's program requirements. These exemptions allowed 

for the implementation of a managed care system. Arizona's Medicaid managed care system for long-term 

care is known as Arizona Long Term Care System (ALTCS) and provides reimbursement for the full continuum 

of care services from home care to assisted living through nursing care. ALTCS is funded by federal, state and 

county monies. Historically, the county contribution was established by the Legislature and the 

counties paid most ofthe State share. However, in 1997 the Legislature froze the county's contributions at SFY 

1997/1998 levels and required the State and counties to each pay 50 percent of any increase. Ultimately, 

funding for the state's 60.0 percent portion of this system derives primarily from ad valorem property taxes 

collected by each county. The federal government contribution is 40.0 percent of the program costs. 

The current state reimbursement system for assisted living facilities identifies four basic levels of care (1, 2, 3 

and 4), plus Alzheimer's/Dementia. Residents are assigned to one ofthese levels on the basis ofthe number 

and severity of their dependencies and the presence of medical conditions requiring skilled supervision. The 
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mana~er of t.he subject facility, D.ie Garcia, indicated she has been in cAct with the rate setter, and 

based on the conversation, the rate setter, Susan Murphy, indicated that the Medicaid rate for the assisted 

living units would be  and the Medicate rate for the memory care units would be . This rate could 

vary, as each resident will be assessed, and assigned a level of care, and there is a specific rate for each level of 

care. However, in terms of projections, the average level of care was determined to be two. Certificate of 

Need: In most states assisted living is not subject to Certificate of Need (CON) requirements. The CON process 

involves an evaluation by government of the need, or market support, for a particular project. CON controls 

serve to limit the number of health care related capital projects and thus conserve government 

reimbursement and capital funds, which might otherwise have gone to the development of unneeded health 

care facilities. In addition, a CON serves as a potential barrier to entry for potential competition. Potential 

competitors are prevented from developing comparable projects by the c;;oN requirement to demonstrate 

need and market support for their project. There is currently no certificat_g of need (CON) for assisted living 

units/beds in Arizona. 
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A6 .. CURRENT STATUS e e 

Highest and Best Use Analysis 

Highest and best use may be defined as: The most profitable likely use to which a property can be put. The 

opinion of such use may be based on the highest and most profitable continuous use to which the property is 

adapted and needed, or likely to be in demand in the reasonably near future. However, elements affecting 

value that depend upon events or a combination of occurrences that-- while within the realm of possibility-

are not fairly shown to be reasonably probable should be excluded from consideration. Also, if the intended 

use is dependent upon an uncertain act of another person, the intention cannot be considered. That use of 

the land, which may reasonably be expected to produce the greatest net return to land over a given period of 

time. The legal use, which will yield to land the highest present value, sometimes called .. optimum use ... The 

highest and best use of the land if vacant and available for use may be different from the highest and best use 

of the improved property. This will be true when the improvement is not an appropriate use and yet makes a 

contribution to total property value in excess ofthe value ofthe site. In estimating highest and best use, there 

are essentially four stages of analysis. 

1. LEGALLY PERMISSIBLE- What uses are permitted by zoning and deed restrictions on the site in 

question? 

2. PHYSICALLY POSSIBLE- To what use is it physically possible to put the site in question? 

3. FINANCIALLY FEASIBLE- Which possible and permissible uses will produce any net return to the owner 

ofthe site? 

4. MAXIMALLY PRODUCTIVE- Among the feasible uses, which use will produce the highest net return or 

the highest present worth? 

Highest and best use may be either that of the land alone (assuming the improvements are demolished) or 

that of the land as presently improved. 

Highest and Best Use -As If Vacant 

The 1.38-acre site of the subject is irregular in configuration. The site's topography is sloping and not 

conducive to development. However, it has direct frontage on a freeway, and via the use of existing retaining 

walls, the site is developable. There are no physical limitations for improvements that can be contained within 

the dimensions of the site. The site is located along a major street in a small community where land use is 

conducive to developments. The C-2, General Commercial zoning of the property permits numerous 

commercial uses, and the proposed subject development is an outright permitted use. The zoning designation 

is the most restrictive aspect of this analysis. Given these considerations, it is our opinion that the highest and 

best use of the subject site, if vacant and available for an alternative development, is as a use that conforms to 

the zoning designation. 
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High~st and .Best Use -As lmpro. e 
The subject site is planned to be developed with a 72-unit/bed, assisted living and memory care facility. The 

improvements are specifically designed for this use. As discussed in the analysis of competitive facilities, the 

occupancy levels for area facilities are adequately high, and the forces of supply and demand indicate 

favorable market conditions into the future. There is no supply in the primary market area, and the proposed 

size, payor mix and rental levels are such that the facility will capture all of the private pay demand, and a 

large portion of the Medicaid demand residing in the primary market area. The typical buyer of an assisted 

living and memory care facility is an operator with numerous facilities desiring to increase economies of scale. 

Given these conditions, the highest and best use of the property is its continued use as an assisted living and 

memory care facility. 

Highest and Best Use - Conclusion 

The as-improved highest and best use of the subject property is its present use as an assisted living and 

memory care facility. There is no alternative use of the site alone, or of the improved property that will 

generate a sustainable net operating income, and/or community benefit, that will exceed the return achieved 

under the current use. Thus, we conclude that the highest and best use is as an assisted living and memory 

care facility. 
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A 7 . . FUNDING REQUIRE.NTS 

Cost Summary 

e 
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A9 .. INVESTMENT CONS,ERA TIONS e 
This is a simple loan investment to construct an Assisted Living Facility in Globe, Arizona. Per the marketing 

materials included in the business plan, it is obvious that there is a market demand for this type of health care 

facility in this geographic area. 

Additionally it is clear that this development company and management team has years of experience in this 

activity and is well qualified not only to build the facility but operate it as well. 

The developer has contributed  the monies for this project and the EB-5 raise represents  the 

funds required. EW- GLOG, LLC will monitor the funds to the contractor assuring that the monies are utilized 

in the manner intended and shown. Chicago Title Company will hold the monies in escrow and manage the 

draw process for the Lending, LLC. Chicago Title Company will also record a deed of trust against the property 

as added protection for the foreign investor (lending, LLC). The physical facility will be the collateral for the 

foreign investor, against the loan. 

Job creation is ident.ified in the Economic Study Manual and will be tracked by our proprietary software and 

reported by Liberty West Regional Center quarterly. This assures success in job creation prior to the 1-829 

(permanent green card) process, which begins 21 months after loan activation. 

The foreign investor will receive a  only return on the monies invested. This 

interest payment shall be paid quarterly by the developer and after 3 years of operational data, the facility will 

be refinanced using a USA Government Program (HUD) Department of Housing and Urban Development loan 

as a method to return the foreign investors capital. 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 
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A 10. EXIT STRATEGY e e 
GIM, LLC will pursue re-financing of the EB-5 Loan with a US Department of Housing and Urban Development 

(HUD) Section 232 Loan that is specifically set aside for Nursing Homes and Assisted Living Projects. 

The program allows for long-term, fixed rate financing (up to 40 years) for new and rehabilitated prc;>perties 

and (up to 35 years) for existing properties without rehabilitation that can be financed with Government 

National Mortgage Association (GNMA) Mortgage Backed Securities. 

HUD requires profitable operation of a project for the three years prior to the application for re-finance, 

additionally it takes HUD approximately a year to process the re-finance. It is our expectation that a re-finance 

of the first mortgage will occur in year 5 of the project. 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 
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e e 
811. LEGAL FORM OF BUSINESS 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 
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812: BUSINESS DESCI~JnoNS & STURCTURE e 
• Liberty West Regional Center, LLC is the sponsor of the assisted living project, Generations 

Lifestyles of Globe. 

• Liberty West is has created a fund LLC, Generations Lifestyles of Globe Fund, LLC in which the 

foreign investor's will place their investment money. 

• EW-GLOG, LLC shall be the manager of this LLC and this entity will monitor/manage the funds, 

utilizing Chicago Title Company as the Title Company, escrow holder and administrator of all loan 

draws. 

• EW-GLOG, LLC shall manage the interest payments paid quarterly to each foreign investor. 

• Some time after year three (3) the Developer shall refinance, utilizing US Department of Housing 

and Urban Development (HUD) Section 232 Loan. 
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B13~---PRODUCTISERVI~DESCRIPTOIN -
Subject Profile 

Because the spectrum of amenities and services at assisted living and memory care can vary significantly from 

facility to facility, the following profile of the subject facility provides a point of reference. Our market analysis 

focuses on competitive facilities offering amenities and services that are most similar to the subject. 

Subject Services 

In addition to the physical plant amenities (profiled in the Improvement Description), services included with 

the base monthly rental fee are as follows: 
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e e 
Additional Care Services: 

After moving to an assisted living facility, a resident generally receives an assessment aimed at determining 

the level of service needed to help them function within the facility and to determine if additional charges 

(over the base rental rate) will be needed to adequately provide this service. Some states require the facility to 

develop a written service plan in conjunction with the resident to coordinate the delivery of needed services. 

Additional care services are handled in a variety of ways and most management companies have very specific 

and unique 

ways to handle this additional care charge. The basis for these methodologies can be very basic, ranging from 

an all-inclusive to a tiered system. Companies generally tend to develop models that cater to their 

management philosophies, acuity levels, primary market, etc. 

While the base assisted living rental rates include the above services, additional services such as walking, 

bathing, grooming, etc. is available at an additional charge. Additional assistance in the activities of daily living 

is offered via a tiered system. Prior to move in, a comprehensive evaluation of each resident is conducted to 

determine the level of service needed. 

The memory rates at the subject facility are all inclusive. There is no additional charge for additional care. 
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814. INDUSTRY ANAL YS/S 

Demand Trends 

Current Economy's Impact on Senior Housing and Healthcare 

The regional economy, along with rest of the nation, has been affected by the downturn in the national 

economy. The following graph displays the downward trend in the Dow Jones Industrial, Nasdaq Composite 

and S&P 500. 

As portrayed above, all three major indices have all lost more the 35.0 percent over the past year. Senior 

housing residents often rely upon investments real estate and other investments to fund their stay. According 

to the Urban Institute article, "How Is the Economic Turmoil Affecting Older Americans", only 25.0 percent of 

the assets held by people in retirement accounts over the age of 70 are exposed to stocks. For people 65 and 

over, income from assets (stocks, bonds, money markets, certificates of deposit etc.) only account for 24 

percent of middle to high income households and only 7.0 percent for low-income households (Source: The 

Urban Institute: Older American's Reliance on Assets). These economic conditions will have the greatest 

impact on independent living units as these units are not entirely need driven. Given the fact that most seniors 

have owned their homes for many years experiencing substantial increases in values over the last decade, the 

recent downturn in home values has a lesser impact. Most seniors have very low home mortgages and, as 

such, prospective residents will still be able to sell their homes to fund their senior housing stay. Overall, the 

current recession and housing crises will impact demand for senior housing but it will be largely mitigated as 

prospective residents will still have sufficient assets to draw upon to fund their stay in a senior housing 

community. 

National Trends 

Industry analysts substantially agree that demand for senior housing and long-term care services will continue 

to expand as the elderly population grows. There are several key factors which will impact the extent of this 
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gro~th, inciuding: eld~rly popula.n growth; health ofthe elderly; incom.fthis segment of the population; 

and competition from other care options (i.e. SNF, home health or home care). 

For near term demand growth, the population segment aged 85 and over is expected to increase 

approximately 36.0 percent between 2000 and 2010, while the 75 and over population is expected to increas~ 

by only 12.0 percent. The impact of the "baby boomer" generation is often discussed relative to seniors 

housing as if the "baby boomer" generation is on the verge of needing seniors housing. The "boomer" 

generation is currently age 43 to 62- at least a decade away from demanding independent and assisted living. 

Demand stemming from the 

"boomers" will not substantially affect the industry until about 2020 when the first wave of "boomers" turns 

75 years of age. Beyond 2020, the seniors' population increases dramatically. The affect on demographic 

trends by the "boomers" is especially apparent for the 75-plus-aged population between 2020 and 2030, and 

for the 85 and over population between 2030 and 2040. As shown below, the old-age dependency ratio is 

expected to increase from 10.0 percent in 2000 to 17.0 percent in 2030. In total population, the 75-plus age 

cohort will essentially double between 2000 and 2030, while the "economically productive" age cohort will 

increase only 18.7 percent over the same 30-year period. 

Dllpsntlillncy Population and RaUoafOr tne u.s. Populallon -:moo ami 2030 

D-19 
21l- 64 
65+ 
Retln;.ment-aged Depenclency R:.l!lo' 
75+ 

OIO.aged Depe<lnenc:y R:.l!lo2 

TDtall Dependency R311o' 

.2IJ!Ill 
80,473,265 

165.956,888 
34,991,753 

21.1% 
16,600,767 

10;0% 
69c6% 

(1) Retm""~d~dency rollo ·~65m!IIO'o'et'IA!Je2D-64:X100 
(2) ~~cy~ •All!! ES orncf<l'IBI Age2J- 64 X1CIJ 

(l)~cyl'!3!1:>••Age...-:<D-+A!JeESmd~lo'V;ge:ro-64)X·1!!0 

95,103,876 
197,027,0135 
71,453,471 

36.3% 
33,505,536 

17.0% 

84.5% 

~ouroe: u.~. cen&us Bureau. Population Dlll&lon. llttenm Pcpul.lllon Prqee'!lons, 2005 

The growth in the elderly segments of the U.S. population will certainly place considerable need for the 

development of more senior housing facilities in the coming decades. As the dependency ratios suggest, 

funding this demand, both privately and publicly, is expected to become increasing difficult. Dependency 

Population and Ratios for the U.S. Population - 2000 and 2030 2000 2030 0 -19 80,473,265 95,103,878 20- 64 

165,956,888 197,027,086 65+ 34,991,753 71,453,471 Retirement-aged Dependency Ratio121.1% 36.3% 75+ 

16,600,767 33,505,538 Old-aged Dependency Ratio2 10.0% 17.0% Total Dependency Ratio3 69.6%84.5% (1) 

Retirement-aged dependency ratio =Age 65 and over I Age 20- 64 X100 (2) Old-aged dependency ratio= Age 

65 and over I Age 20- 64 X100 (3) Dependency Ratio = (Age under 20 +Age 65 and over) I (Age 20-64) X 100 

Source: U.S. Census Bureau, Population Division, Interim Population Projections, 2005 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 

12/8/2010 34 



Pri~ary Market Demand T.ds e 
Demand for all senior housing is indisputably tied to demographic forces. In order to forecast the base growth 

in demand, we have reviewed the total population trends and isolated the 75-plus and the 50-64 age cohorts 

since this group impose the greatest impact on demand. 

Total Population: The following table presents the total population trends. 

Total Pcpulation 2009 
Total Pcpulation 2014 

lwwal Tala! Population Gromb Rate 
200Q to 2014 

Source: ESRI, 2009 

Total Populaion Trends 

GJa Primaly 
Arizcm County Martet Area 

6,e64,707 
7,520,757 

2..45% 

54.249 
.5..'\857 

0.~ 

19,915 
20;233 

0.42% 

For Arizona, the total population is forecast to increase at 2.45 percent annually from 2009 to 2014 -

surpassing the national trend. The population within Gila County is forecast to increase at 0.59 percent 

annually. For the primary market area, the population is forecast to increase at 0.42 percent annually-- a 

similar trend as the county. 

75-Pius Age Cohort: While the total population of the primary market area should be considered, the most 

important component is the elderly population. The total population and the adult children population 

substantiate the viability of an area to attract and maintain a senior population, but the 75-plus age group 

actually drives demand. The following table presents the demographic data for the 75-plus age group. 

Total Population Ages 75+ 
2009 
April.1.2010 
2014 

Annual Chang~ 

Source: ESRJ, 2009 

Poputation Trends fur 75+ Age Cohort 

Arizona 

437.712 
446.834 
ID2..173 

2.79"/o 

GJa Primaly 
County Martet Area 

5.255 1,660 
5.315 1.672 
5.688 1,742 
1.52% D.97'lli 

According to the demographic forecasts for 2009 to 2014, the 75-plus age group within Arizona is forecast to 

increase at an annual rate of 2.79 percent. The 75-plus population within Gila County is forecast to increase at 

an annual compounded rate of 1.52 percent. More specifically, the 75-plus population within the primary 

market area is forecast to increase at 0.97 percent annually-- a lower growth rate compared to the county. 
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50-64 ,Age Cohort: Adult children can 

have a profound effect on the demand 

for seniors housing. The importance of 

this population of segment is illustrated 

in the following table. 

As seen in the table above, adult 

children are heavily involved in the 

Total Population Ages 50-65 
2009 
April. 1. 2D10 
20f4 

hmual Change 

Source: ESRI. 2009 

e 

Population Trends ftw ~Age Cohort 

ArizoiB 

1,1301.176 
1.626.149 
1.775.035 

2.08'% 

Gla Prima:!y 
County MaJtet Area 

16,004 4.264 
15.942 4.258 
15..597 4.222 
-0.51% -0.20% 

decision process to move a senior into a retirement housing facility. In addition, they often provide substantial 

financial assistance at all care levels. Industry studies, along with our interviews with senior operators, suggest 

that 20.0 to 40.0 percent of residents will come from outside the geographic market area of the property, 

primarily to be near one or more of their children. A particularly different change in the adult children 

population within the primary market provides further insight into the 75-plus population trends. The 50-64 

age cohort is profiled in the table below. 

Total Population Ages S0-65 
200G 
Apll. 1. 2010 
2014 

Annual Chilnge 

Source: ESRI. 2009 

Population Trends ftw :i0-64 Age Cohort 

Alima a 

1.601.176 
1 •. 626.149 
1.775.035 

2.08'% 

Gla Primaly 
COunty Madlet.Area 

16,004 4.264 
15.942 4.258 
15..597 4.222 
-0.51% -0.20% 

According to the demographic forecasts for 2009 to 2014, the 50-64 population within the primary market 

area is forecast to decrease at an annual compounded rate of -0.20 percent. Because this growth rate is 

similar to the county trend, demand should not be disproportionately affected by this age cohort. 

Due to real estate trends in the primary and secondary market coupled with declines in migration patterns 

throughout the Unites States driven by the weak economy, we have forecasted a decline in growth rates in the 

primary market area from the data provided by Claritas, which currently does not take into account the impact 

on migration patterns throughout the United States driven by the weak economy and housing market. 
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815. STRENGTHS, OPPITUNIT/ES & STRATEGIC A8fANTAGES 

Subject Strengths and Weaknesses 

In a given assisted living and memory care facility market, each property possesses strengths and weaknesses 

relative to the competing facilities. In this instance, the subject is perceived to have the following strengths 

and weaknesses. 

Major Strengths: 

• A location near hospitals and medical facilities that are resident referral sources 

• A location along a main street allowing high visibility and easy access 

• A location adjacent or in close proximity to retail services 

• Physical plant considerations 

o Newer-- effective age of 0 years 

o Good construction quality 

o Residential apartment design including kitchen or kitchenette, individual thermostats, 

private bathrooms with shower, balconies 

• Complimentary care levels offered including assisted living and memory care, which provides a wider 

variety of healthcare choices and the option to age in place, increasing the potential resident pool 

for the subject facility 

Major weaknesses: 

• Modest affluence within the neighborhood, limiting prospects for private-pay utilization and 

sufficient rental rates 

• Remote to public transportation, which is mainly important for attracting low-wage personnel 

• Physical plant considerations 

• No one and two-bedroom units, which are preferred by private-pay residents; inclusion of 

semiprivate units for assisted living, but in this case is reasonably due to the low-income niche of 

the proposed facility. 
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B1B. FU.TURE OPPORT,ftTIES -
The future intentions of DC&M, LLC (Developer), MC&D, LLC (General Contractor) and Generations Lifestyles, 

LLC (Manager) is to continue to plan, develop, build and operate Assisted Living projects in Arizona, Nebraska 

and Pennsylvania. The partnership with another Assisted Living Owner/Manager, Randall Residence based in 

Michigan has further allowed our companies to build and manage new properties. 

Randall Residence owns and manages five properties in Michigan and Ohio. The companies are also building 

another Arizona project in Quartzsite, and have plans for another project in Casa Grande. 

Exploration of new markets is continuing on an on-going basis. 
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c. ·MARKET ANAL vsf e 
C17. TARGET MARKE1S 

Market Summary 

According to the demographic forecasts for 2009 to 2014, the 75-plus age group within Arizona is forecast to 

increase at an annual rate of 2.79 percent. The 75-plus population within Gila County is forecast to increase at 

an annual compounded rate of 1.52 percent. More specifically, the 75-plus population within the primary 

market area is forecast to increase at 0.97 percent annually-- a lower growth rate compared to the county. 

 

 

There are currently no assisted living or memory care products within the primary market area. Based on our 

saturation analysis, there is demand for a mix of private pay for ALand MC, as well as a much larger portion of 

Medicaid demand for both ALand MC. The following tables summarize specific market supply and demand 

information for the primary market as well as the rates, mix and o~cupancy forecasts for the subject facility. 

Summary olf Competitive Fac:ilifies 
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C1B. MARKETING STRA,GIES e 
Developers typically make great efforts to market a new facility. Those efforts often include introducing 

various healthcare professionals to the facility to demonstrate its attributes, as well as marketing the facility to 

the general public through various forms of media. According to ASHA, the typical developer will begin 

marketing a project six months prior to opening, with an average pre-lease marketing budget of $1,530 per 

unit (Seniors Housing Absorption Trends, Edition Ill, 1999). Our absorption forecast assumes competent 

management; therefore, an analysis of the budget-specific factors impacting the absorption is beyond the 

scope of our analysis. 

We have relied upon industry data and primary market data to arrive at a pre-leasing estimate that we believe 

is appropriate for the subject. The industry information is profiled in the following table. The NIC MAP data 

(National Investment Conference; www.nic.org) pre-lease estimate has been extrapolated based upon the 

difference over the last two quarters between the average monthly absorption for new facilities opened for 6 

to 24 months and the average monthly absorption for all new facilities. The NIC move-in and move-out data is 

presented subsequently under Summary and Conclusions. 
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Turnover Rate: The absorption rate is based on a turnover theory. According to the ASHA, State of Seniors 

Housing 2009, the median annual turnover for all assisted living residents is 39.9 percent; it is Median percent 

for low-to-moderate-acuity residents, and it is 35.6 percent for high-acuity residents. Overall, the subject 

facility caters to moderate-acuity assisted living residents. 

Market Unit/Bed Demand: The current market unit/bed demand is the current actual number of occupied 

units/beds in the market. 

Market Discharges/Admissions: Market discharges are the product of the quarterly turnover rate and the 

quarterly unit/bed demand. Market admissions are based on the difference generated by the increase in 

demand (product of the market demand calculated earlier in the report). 
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Admissions Market Share: The subject's market share of admissions is the product of the subject's fair market 

share and the admissions penetration rate. 

Subject Admissions Captured: This is the product of the subject admissions penetration rate and the estimated 

quarterly market admissions. This figure is added to the previously calculated (number of pre-leased units in 

the first quarter of operations) census to arrive at the end-of-period census. 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 

12/8/2010 48 

(b) (4)

(b) (4)



Summary and Conclusions e e 
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C19. COMPETITION e e 

Market Area Supply 

The following tables summarize the salient data for the subject and competitive facilities. The competitive 

occupancy rates, resident mixes, and private-pay rates are derived from a survey by Tellatin, Short & Hansen, 

Inc. Subjective scores are assigned for location, physical plant, and market status to arrive at an 11 0Verall 

comparability rating 11 from one to 30 for each competitor and the subject. The location ratings are based on 

our observations as well as the average household income for the respective ZIP codes. The physical plant 

ratings are based on our observations- the age, quality of construction, condition, and overall appeal. The 

market status rating emphasizes is based on the overall perception of the facility in the market. 

Currently, there are not assisted living or memory care facilities in the primary market. The proposed subject 

facility will be the only facility in the primary market area once completed. 

The following pages include several maps and numerous tables that profile the competitive facilities. These 

maps and tables are outlined as follows. 

Competitive Maps 

• Primary Market Area 

• Primary Competitors 

• Proposed Competitors 

Competitive Tables 

• Profile of the Primary Competitors 

• Assisted Living 

o ALF Operating Statistics for Primary Competitors 

o ALF Secondary Competitors 

• Memory care 

o MC Operating Statistics for Primary Competitors 

o MC Secondary Competitors 

• Individual Competitor Profiles 

• Profile of Proposed Supply 
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Detailed analysis of competitors can be obtained upon request. 
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C20. COMPETITIVE ADVANTAGE 

There are multiple competitive advantages that Generations Lifestyles of Globe benefit from in the 

marketplace. 

1. Only multi-be assisted living facility in Globe 

2. New Facility 

a. Latest technology 

b. Latest services 

c. Latest standards 

d. Latest standards 

3. Experiences Developer, General Contractors and Operator of assisted living facilities 

4. Location and access 

a. Near hospitals and medical facilities 

b. Immediately off main street; high visibility and easy of access 

c. Adjacent to retail services 

5. Complimentary care levels 

a. Assisted living 

b. Memory care 
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D. Management 
e 

D21. Generations Lifestyles, LLC 

Deborah Garcia 

President, Generations Lifestyle, LLC 

e 

Deborah has been managing senior housing facilities for over 15 years. She began as the business manager for 

a full service senior community and then rose to become the Director of Operations for the Netwest 

Development Corporation in Tucson. There she oversaw multiple communities, honing her leadership abilities 

in this arena. Today, Deborah is the manager of our senior housing and assisted living facilities through our 

subsidiary company, Generations Lifestyle. A licensed real estate agent in Arizona, Deborah provides 

invaluable expertise in identifying senior living needs within markets, developing proforma budgets and 

implementing policies and procedures for the operation of these facilities. 

Generations Lifestyles, LLC management provides and manages housing and supportive services to older 

adults who want to retain their independence in their own apartment home, but who may also require 

assistance with activities of daily living such as bathing, dressing, medication administration, dining, 

transportation and more. 

The management team of Generations Lifestyles collectively brings over SO years of practical, industry

centered experience to the Assisted Living projects that it manages. That experience includes planning, 

development, various types of financing and construction experience of many successful projects, as well as 

the delivery of caring, quality service to the residents, operations and management, but above all profitable 

returns to the investors and owners. 

Our dedication to long-term strategy, attention to the market, financial objectives, care of the residents and 

their families, employees, projects and business partners has established our team as an authority in senior 

living. 

We understand the complexity of senior housing and have developed the expertise in new construction, 

financial management, operations management, quality assurance, training and marketing. We have worked 

closely with the U.S. Department of Housing and Urban Development on projects. We understand the 

complicated processes associated with these projects. We have the talent, knowledge and experience 

required to manage successful senior living projects. 

Generations Lifestyles develops specific expertise in the marketplace and develops a marketing and sales 

strategy that answers all the needs of the project and the community. We design and implement a 

comprehensive plan that includes branding, collateral materials, advertising and web sites and creative 

community outreach planning. 
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Ge~eratio~s Lifestyles believes in .iching the lives of those we serve, ou.ployees and industry partners 

with compassion, respect, integrity and excellence. Our team takes ownership and has great pride in 

everything we do. We recognize that good people make the difference and are the key to our success. We 

work together as a team, and provide meaningful rewards to our residents, our employees and our investors. 

Generations Lifestyles puts the resident first and knows that this philosophy will insure a satisfactory bottom 

line for our stakeholders and investors. Our experience reduces the risk and increases the reward to our 

investors. 
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022. PROFESSIONAL R.LTIONSHIPS 

Heckman & Laudeman, LLC 

Certified Public Accountants 

e 

Established in 1992, Heckman & Laudeman, LLC provides a complete array of financial services to small 

businesses from bill paying, payroll and financial statement preparation services to management advisory 

services and acting as the de facto Chief Financial Officer to the small business client. Their clientele includes 

hotel and entertainment businesses, medical facilities, construction companies, manufacturers and 

restaurants. The firm currently has 17 employees and possesses expertise in such areas as debt and equity 

structuring, business valuation, management advisory services, financial statement projections for startup and 

expanding businesses, as well as compilation and reviewed financial statement preparation services for 

established businesses. Tax planning and return preparation, as well as financial planning for business owners 

and high net worth individuals round out the services provided by the firm. 

Lipkin, Marshall, Bohorad & Thornburg, P.C. 

Attorneys at Law 
Founded in 1950, Lipkin, Marshall, Bohorad & Thornburg, P.C. is a full-service law firm representing individuals 

as well as large and small businesses and corporations, including hospitals, physicians, local governments and 

school districts, the textile, banking, coal, energy, recreation, retail, real estate development and construction 

industries and title insurance agencies. Alvin B. Marshall has been practicing for more than 40 years and is the 

president and senior member of the firm. His areas expertise and special interest include employment and 

labor relations law, business and commercial financing, corporate and business law, real estate, business 

acquisitions and mergers, estate planning, elder law and taxation, acquisitions, financing, and development. 

He is a member of the Directors Advisory Council of the Eastern Pennsylvania Division of M& T Bank. He is also 

a former Chairman and a current member ofthe Board of Directors of Schuylkill Economic Development 

Corporation (SEDCO), and also servers as a director of other corporations both public and private. 
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E. OPERATIONS e e 
E23. FINANCIAL NARRATIVE & ASSUMPTIONS 

Assisted Living Occupancy and Revenue Forecasting 

This section ofthe Market Analysis specifically focuses on Assisted Living, and it features the following outline. 

• Occupancy Rate Analysis 

o Saturation Analysis 

• Qualified Demand Analysis 

• Supply Analysis 

• Implications and Conclusions 

o Competitive Market Survey 

o Occupancy Rate Forecast 

• Absorption Analysis 

• Resident Mix Analysis 

• Rental Rate Analysis 

Occupancy Rate Analysis- Assisted Living 

In developing our occupancy forecast, we have first considered the market saturation rate for assisted living 

residents. Since the subject represents additional competitive supply to the market, and the subsequent 

saturation analysis will provide measures into the demand depth in the market, a credible occupancy forecast 

will emerge from the analysis of supply and demand. The market saturation rate proves to be a very useful 

guide in forecasting occupancy levels for the market and the subject. 

Saturation Analysis-- Assisted Living 
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• Re.nt and .additional care se.es (all-inclusive rent; tiered syste~; ".carte," etc.) 

Memory Care Occupancy and Revenue Forecasting 

This section of the Market Analysis specifically focuses on Alzheimer/dementia or memory care, and it 

features the following outline 

Occupancy Rate Analysis 

• Saturation Analysis 

o Qualified Demand Analysis 

o Supply Analysis 

o Implications and Conclusions 

• Competitive Market Survey 

• Occupancy Rate Forecast 

• Absorption Analysis 

• Resident Mix Analysis 

• Rental Rate Analysis 

Occupancy Rate Analysis- Memory Care 

Please refer to the previous saturation analysis for assisted living for a general overview of a saturation rate 

analysis. It is important to note that the method of qualifying demand is not the most critical aspect of our 

analysis. The key and strength of our analysis is the consistency in the application of our demand model 

between the primary market area for the subject facility and the development of the empirical data. 

Qualified Demand Analysis- Memory Care 
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Summary and Conclusions 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 

12/8/2010 97 

(b) (4)

(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



(b) (4)



- e 
E24. FINANCIAL OBJECTIVES 

Expense Analysis by Department 

In order to estimate the non-wage-related stabilized operating expenses and test the forecasted salaries and 

wages for the subject facility, we have relied upon proforma expenses of the subject and the expenses for 

comparable facilities. On the preceding page, Table H-1 summarizes proforma operating expenses of the 

subject. These expenses were obtained from Copper Sands, Inc .. 

On the following pages, Table E-1 and E-2 summarizes the expenses for facilities that are considered 

comparable in structl,lre (market served, services, etc.) as a percentage of effective gross income and on a per 

resident day basis; these expense statistics were compiled from financial statements for these comparable 

facilities. These expenses and the subject expenses are inflated to beginning-year March 31, 2011 dollars in 

order to make a more accurate comparison. Variations in salaries, wages and employee benefits between the 

subject property and the comparables have been accounted for utilizing the Center for Medicare and 

Medicaid published wage index by geographical location. Table E-3 presents additional comparative analysis 

showing the inflated expenses from Table E-3 in terms of the differentials between the subject expenses and 

the comparable means, minimums and maximums of the line item ranges, and standard deviations. The 

following table identifies the facilities selected for the comparative expense analysis. Some operators have 

requested that the information be ~ept "Confidential," so we have only provided the locations. 

1 Caalttenllal 
2 CcHIIilltnilll 
3 COtlldmlial 
.a COtlldmlial 
6 Caalitlonlial 
6 Callidanial 
"1 c .............. 
8 Cclllldl!nilll 

lda~oo at IIIII Fa•deilseciBd lltw C-JIIIIllhfa liape- Dala 

Qflldaee,.AZ 
Suatt Jtndlm. UT 
TiJllomllil, U1" 
(Jgclm. UT 
I..Dg;m.UT 
SanBemanmo. CA 
;....~w.m,All 

Frlllldl"olEICI:I. TX 

THE CONTENTS OF THIS BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 

INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF EMPYREAN WEST. 

12/8/2010 107 



(b) (4)



(b) (4)



(b) (4)



(b) (4)



e e 

E25. ECONOMIC IMPACT ANALYSIS & JOB CREATION STUDY 
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E26. PROFIT PROJECTIONS 
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APPENDIX e e 
E27. Site Plan Exhibit D 
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A. EXECUTIVE SUMMARY 
Al. Industry Overview 

Introduction 

National 

e 

The US auto repair shop industry includes about 170,000 firms with combined annual 
revenue of $90 billion. Large companies include Midas, Monroe Muffler Brake, and 
Belron US (Safelite Autoglass, Diamond Glass), Firestone, Goodyear, Jiffy Lube, Pep Boys. 
The industry is extremely fragmented: the 50 largest companies hold less than 10 
percent of the market. As recently as 2006, there were only 10 companies with annual 
revenues exceeding $100 million. 

Competitive Landscape 

Demand depends on car usage and the number of cars on the road. The profitability of 
individual companies depends on convenient location and good marketing. Large 
companies can maximize use of expensive diagnostic equipment and have advantages in 
purchasing, distribution, and marketing. Small companies can compete effectively by 
providing superior customer service or offering specialized services. The industry is 
labor-intensive: average annual revenue per worker is about $100,000. Competition 
includes other venues that provide automotive services, including some gas stations, car 
dealerships, and branches of chain stores, like Sears and Kmart. Auto repair shops 
perform an estimated 70 percent of repairs for out-of-warranty vehicles, according to 
the Automotive Service Association (ASA). 

Products, Operations & Technology 

About 70 percent of industry revenue comes from mechanical repair and 30 percent 
from collision repair. Mechanical jobs include repairs to "undercar" systems (mufflers 
and exhausts, transmissions, brakes, and shock absorbers) or in "underhood" systems 
(engines, electrical systems, radiators). Body work includes exterior and interior repair 
and glass replacement. Other services include oil changes and car washes. Companies 
may sell parts for do-it-yourselfers (DIY). The industry includes national and regional 
chains, franchises, and independent operators. The majority of auto repair shops are 
independently owned, although many are franchises of large companies. Car repair 
shops may specialize in a particular field of repair, such as brake jobs or collision repair, 
because of the specialized knowledge and equipment required. Most companies in the 
mechanical field provide generalized services, such as regular maintenance, in addition 
to specialty services. In auto repair shops, estimators review vehicles and give 
customers quotes on the approximate cost of a repair. Estimators may rely on car 
makers' recommendations or computer software to help develop an accurate estimate. 
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Repairs sometimes uncover other problems, resulting in additional work and charges in 
excess of the estimate. Regardless of the cause of error, inaccurate estimates have 
resulted in unhappy customers and general mistrust of the industry. 

Mechanical repair shops deal mainly with deterioration of parts due to normal wear. 
Common repairs involve air conditioning, brake, transmission, and electrical systems. 
Because of the increased technological complexity of newer cars, most shops have 
specialized diagnostic equipment to identify and fix problems. Shops typically keep an 
inventory of replacement parts or have arrangements with quick delivery parts 
suppliers. Experienced, well-trained auto technicians are critical to quality repair work. 
Companies may also employ apprentice or entry-level technicians. A typical mechanical 
repair shop has seven service bays and averages 5,300 square feet, according to the 
Automotive Service Association (ASA). The average number of repairs ranges from 
about 200 to 250 per month. A typical body shop has 17 service bays and averages 
12,000 square feet. Body shops average about 85 repairs monthly. Fewer than 5 percent 
of auto repair shop customers return for additional work on the same problem 
("comebacks"). The majority of comebacks are due to defective parts. The average body 
shop generates about $600,000 annually, according to Body Shop Business. Auto repair 
shops may buy replacement parts and supplies from full-line vendors, such as NAPA, or 
have supply arrangements with multiple distributors. Some large companies have 
purchasing contracts with specific suppliers. Chains of repair shops often maintain parts 
distribution centers to minimize the parts inventory needs at individual stores. With 
hundreds of parts needed for thousands of car models and production years, individual 
stores can't keep complete inventories. Shops may install OEM or aftermarket parts 
(rebuilt). 

Many shops use computerized information systems to help manage point-of-sale, 
inventories, purchasing, accounting, and customer relations. Database programs give 
companies fast access to customer and vehicle information and repair histories. 
Electronic cataloging allows companies to research maintenance requirements and 
specific parts needed for a vehicle's particular make, model, and mileage. Diagnostic 
computer systems are essential equipment for mechanical repair shops because 
modern cars are filled with sensors and onboard diagnostics (OBD) - a vehicle's self
diagnostic system. 

Sales & Marketing 

Almost 80 percent of mechanical repair shop and 60 percent of collision repair shop 
customers are repeat according to the Automotive Service Association (ASA). Auto 
repair shops typically draw customers from a 20 to 30 mile radius. Because companies 
depend on repeat business, customer satisfaction is key to generating loyalty. Shoddy 
or unnecessary repairs by some unscrupulous shops have resulted in general mistrust of 
the industry. Companies rely heavily on customer referrals. An honest reputation can 
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generate positive word-of-mouth. Many shops offer warranties on repairs, in case 
problems arise. 

Many shops have websites that communicate basic information, including hours of 
operation and basic services performed. Some companies allow customers to schedule 
appointments or obtain estimates online. Recommendations and links from consumer 
ratings websites, such as Angieslist.com, can help generate referrals. Repair "tickets" 
range from $275 to $400 for mechanical repair shops, split about evenly between parts 
and labor. The average ticket is about $2,000 for body shops, split about evenly 
between parts and supplies and labor. Mechanical repair shops service the same car 
about three times annually. 

Finance & Regulation 

While cash flow is generally even, some mechanical repair shops have higher sales in 
summer (when consumers tend to drive more), and some collision repair shops have 
higher sales in winter (when more crashes occur). Most repair shops have low 
receivables, since payments are generally made when repairs are complete. However, 
shops that perform insurance-related work may carry some receivables as they wait for 
insurers to process payment. Replacement parts inventory turns rapidly: average 
inventory levels are between 10 and 15 days sales. Many large companies try to 
minimize inventory on hand to reduce tying up cash. Gross margins range from 40 to 50 
percent of sales. 

Companies may have large investments in tools and specialized equipment, such as lifts, 
compressors, painting systems, and computer diagnostics like gas analyzers, engine 
analyzers, scanning tools, and crash data retrieval systems. Some larger companies that 
service foreign cars may buy directly from foreign suppliers, and consequently have 
exposure to foreign currency fluctuations. Some large chains, such as Midas and Jiffy 
Lube, are mainly franchise operations. Owners of a franchise typically pay an initial 
franchise fee, monthly royalty payments, and advertising fees. The franchiser generally 
helps with operations systems, personnel training, and advertising; connects the 
franchisee to its centralized inventory management system; and sells parts and 
equipment at discounted prices. Franchisers may own the land and buildings of its 
locations and lease property to franchisees. Franchise agreements may run for up to 20 
years and are often protected by strict state franchise laws. 

Because repair shops usually handle motor oil, gas, antifreeze, lubricants, paints, and 
solvents, companies must adhere to various state and federal environmental pollution 
regulations, mainly concerning toxic waste disposal, ground contamination, and 
underground storage tanks (USTs). In the case of body paint shops, government 
regulations try to minimize air emissions and worker exposure to hazardous fumes. 
Various state laws penalize repair shops for overcharging, performing needless repairs, 
and using poor-quality replacement parts. Shops that handle insurance business are 
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subject to state insurance laws that focus on inflated claims estimates and other types 
of insurance fraud. 

Human Resources 

Owners and managers of repair shops are usually experienced mechanics who directly 
oversee the technicians who do most of the actual repair work. Technicians can receive 
various grades of certification from professional groups like the American Institute for 
Automotive Service Excellence (ASE). To gain experience, many workers start as 
apprentice technicians. A mechanical repair shop employs about half a dozen 
technicians, while a collision repair shop employs about eight, according to the 
Automobile Service Association {ASA). 

Because average hourly wages are about 15 percent below the national average, 
turnover, particularly among entry-level workers, can be high. The industry injury rate is 
about 20 percent lower than the national average. 

Industry Employment Growth 
Bureau of Labor Statistics 
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A2. The Company 

Carlife Genesis is the financial and real estate company that will facilitate the opening 
of 5 Carlife Professional Auto Service centers in the greater Phoenix, Arizona 
marketplace. 
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A3. Organization and Management 

(b) (4)
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MANAGEMENT 

Management of the Partnership shall vest solely with Eddie Mrok, Darryl Robinson and 
Coby W. Orr. 

Executive Officers 

Eddie Mrok 

Chief Executive Officer 

Mr. Mrok will serve as Chief Executive Officer and oversee operations and planning for 
Carlife. Eddie Mrok was born May 24, 1968 in Covington, GA, and was raised in 
Germantown, TN. He _attended Baylor University in Waco, TX from 1986 - 1992 
pursuing his undergraduate degree in Psychology followed by a Masters Degree in 
Business Administration. In late 1992, Eddie began work for National Serv-Ice. NSI 
planned to go public and hired Eddie to write manuals for human resources and 
operations. He also edited much of the IPO and worked on market expansion projects 
as well as route sales and service. 

In the fall of 1995, Mr. Mrok came back to Tennessee to work with his Dad in operations 
and development of Community Convenience Stores. Two new stores were completed 
under his direction. These projects were valued at nearly $4 million. During this time, 
he spun off a new company out of the Community Convenience Stores operations. 
Hupo LLC was begun in 1999 by Mr. Mrok to begin wide scale distribution and service of 
Mark VII car wash equipment. He handled all business aspects of his start up from 
financing, sales, billing and accounting. As it grew he primarily handled the sales and 
distributor representative functions, turning much of the service and financial duties 
over to new hires. Through mid 2003, Mr. Mrok sold more than $6 million in equipment 
and supplies, and managed a service crew and supplier arrangements. 

As mergers in gas companies became prolific, Mr. Mrok sought out other opportunities, 
then deciding to purchase a Christian Brothers Automotive franchise in the Memphis 
market. He selected his site and CBA completed construction in December 2003. 
Opening in January 2004, Mr. Mrok owned his franchise just short of five years. He grew 
his business to a top performer with the CBA network. 

In December 2006, Mr. Mrok began developing an idea for a new automotive concept. 
He has spent much time researching markets from coast to coast to evaluate the best 
method to develop this company. Eddie is married and h~s relocated to the Phoenix, 
Arizona area from Germantown, TN in July 2009. 
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Coby W. Orr 

President and Chief Financial Officer 

Mr. Orr will serve as President and CFO of Carlife working largely on financing and 
growth strategies. Coby W. Orr is the owner and Chairman of Diversified Maintenance 
Systems, Inc. Mr. Orr, along with a partner, founded the company in 1997. Diversified 
Maintenance Systems, Inc. is a national janitorial service company specializing in retail, 
commercial, industrial and transportation markets. The company is headquartered in 
Tampa, FL with regional offices across the country serving all 50 states. Diversified 
currently employs over 4,100 people and utilizes over 400 contractors throughout the 
nation. Mr. Orr was instrumental in helping grow Diversified into a $100 million 
national company in just under nine years. Diversified has forecasted revenues of over 
$118 million in 2009 and $135 million in 2010. 

Mr. Orr began his career cleaning windows in the summers of his high school and 
college years. He began to realize the potential of the cleaning industry at an early age. 
After graduating from the University of Alabama, with a degree in Corporate Finance 
and Investment Management, he started a ServiceMaster franchise in Collierville, TN. 
He then became the National Account Sales Manager for the ServiceMaster Res/Com 
division and later worked as the Regional Account Manager for Service Management 
USA. 

In 1997 he ventured out to partner with Mitchell Spurlock to form Diversified 
Maintenance. In April 2004, Mr. Orr, Mr. Spurlock and Jim Barnes formed Integrated 
Process Technologies Holding Company, LLC that acquired the assets of Integrated 
Process Technologies (IPT), a seven-year-old facilities repair and maintenance service 
company. Mr. Orr sold his shares of IPT in 2007 to Jim Barnes. He made just over 276% 
return on his investment in the 3 years. 

Mr. Orr was also Vice Chairman of the Board of Trustees for Carolwood Day School and 
on the finance committee for his church, Idlewild Baptist while residing in Tampa, FL. 

Darryl T. Robinson 

Chief Development Officer 

Mr. Robinson will serve as Chief Development Officer for Carlife, where he will focus 
the development and oversight of the real estate portfolio. 

Mr. Robinson co-founded Oak Hill Advisors in 2008 with a focus on providing a complete 
spectrum of real estate advisory services ranging from consulting, leasing, marketing, 
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development, investment sales, tenant representation, facilities management and 
capital advisory services for a select group of clients. He has represented clients in 
numerous complex transactions in all major property types located throughout South 
Florida, as well as in Tampa, Orlando, Jacksonville, California, Georgia, New York, North 
Carolina and Texas with an estimated transaction value in excess of $1 billion. 

Over the past 10 years and in concert with various equity partners, Mr. Robinson has 
been involved in the investment of office, multi-family residential, retail, in addition to 
land development projects. Mr. Robinson's responsibility as a general partner in these 
developments include equity raising, financing, the oversight of in-house and third party 
leasing, asset management, architectural and functional design, construction 
management and end sales. 

Mr. Robinson previously served as Vice President for Transwestern, Inc. where he co
opened and developed the Miami Office and prior that Director of Commercial 
Brokerage for Cushman & Wakefield where he represented a diverse range of high
profile companies. 

Mr. Robinson was responsible for the 18 month lease up of the Four Seasons Hotel and 
Tower in Miami, Florida, a 1.5 million square foot mix use project, that includes 250,000 
square feet of Class A Office. In 2004 Mr. Robinson was awarded Cushman & 
Wakefield's Top 100 Producer Nationally along with South Florida's Office Deal of The 
Year award. In addition he was named NAIOP's Broker of the Year in 2004. 

Mr. Robinson earned a Bachelor of Science in Business Administration from the 
University of Alabama in 1991, where he specialized in Real Estate Finance. 

Mr. Robinson is actively involved in the community and serves as a trustee on a number 
of boards while residing in both Miami, Florida and Houston, Texas. 

Board of Advisors 

Donald A. Ritcheson 

Mr. Ritcheson is a Senior Managing Director and Chief Financial Officer of Wunderlich 
Securities, Inc. a full service broker-dealer headquartered in Memphis, TN his 
responsibilities include all Financial and Human Resources activities of the firm. Prior to 
joining Wunderlich Securities, Ritcheson was the Director of Reporting/Compliance for 
Davidson Hotel Company, a nationwide hotel management company. Ritcheson's 
responsibilities included all reporting requirements mandated by parties external to 
Davidson Hotel Company (i.e. lenders, owners, governmental agencies, etc.), as well as 
maintaining financial compliance with all of DHC's activities. Previously, Ritcheson was 
Executive Managing Director and Chief Operating Officer of FTN Midwest Securities 
Corp., an institutional equity broker dealer owned by First Horizon National Corporation, 
in addition to being a member of the Board of Directors, he was ultimately responsible 
for the Finance, Compliance and Operations areas of the firm. Prior to being named 
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Chief Operating Officer of FTN Midwest Securities, Ritcheson was the Chief Financial 
Officer of FTN Financial Securities Corp., an institutional fixed income broker dealer 
owned by First Horizon National Corporation. Prior to joining ·First Horizon, Ritcheson 
was Chief Financial Officer for Legacy Securities Corp, a boutique investment banking 
and retail brokerage firm. While at Legacy, Ritcheson was directly responsible for the 
Finance, Administration, Compliance and Operations areas of the firm and par:ticipated 
in several investment banking transactions. Ritcheson was Chief Financial Gfficer of 
Llama Company, the Walton Family's (of Wai-Mart fame) brokerage and investment 
banking firm. He was a member of the Executive and Management Committees and 
was responsible for the daily supervision of Operations, Accounting, Personnel, 
Compliance and Systems Groups. Prior to joining Llama, Ritcheson was a staff auditor 
with KPMG Peat Marwick with a specialty in broker/dealers and financial institutions. 

Paul Marsh 

Mr. Marsh is Chief Financial Officer (CFO) for Dagley Insurance and Financial Services, a 
leading multi-location insurance agency with seven locations in the state of Texas. Mr. 
Marsh also consults with additional multi-unit businesses, manages a commercial real
estate development company and is a founding partner in Encompass Lending Group, a 
mortgage company in Houston, Texas. Prior to his current role Mr. Marsh, as CFO for 
Christian Brothers Automotive Corporation (CBAC), spearheaded the company's 
acquisition of more than $75 million in construction financing and debt restructuring 
from numerous institutional and non-institutional sources. This acquisition of financing 
was an integral element in the company's growth for more than 45 locations during Mr. 
Marsh's tenure with CBAC. Mr. Marsh is a Certified Public Accountant in the state of 
Texas and received his Bachelor of Science in Accounting and Bachelor of Business 
Administration in Economics degrees from the University of North Texas. He is a 
member of the Texas Society of CPAs, the American Institute of CPAs, and Financial 
Executives International. He was also recognized in 2004 in the National Register's 
Who's Who in Executives and Professionals, and was a finalist for CFO of the Year by the 
Houston Business Journal in 2007. Mr. Marsh has been active in his community working 
with youth at camps and various churches for over fifteen years. Along with serving on 
the Board of Advisors, Marsh will serve Carlife as a financial consultant leveraging his . 
experience in commercial finance and setting up multi-unit finance and accounting 
systems. 
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A4. Concept 

Carlife Genesis purpose is to provide capital for the creation of five Carlife Professional 
Auto Service centers a Arizona Limited Liability Corporation based in Phoenix. Carlife is 
forming to serve the public in the automotive repair industry. Carlife is an automotive 
repair operation dedicated to unparalleled customer communication and vehicle 
service. Carlife sets itself apart from the majority of its competitors by focusing on 
repair of vehicles. While so many in the industry stress maintenance, tires, brakes or 
batteries, the consumer responds well to a source for more competent solutions to 
challenging repair needs who can also handle the more basic items. 
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AS. History and Significant Events 

In July of 2008, Mr. Mrok sold his auto repair business in Memphis for four times 
earnings having started building the framework and recipe for the model which would 
become Carlife. After much market research in Charlotte, Raleigh/Durham, NC, 
Greenville, SC and other cities, it was conclude that the most productive market due to 
ease of entry and availability of promising locations was Phoenix/Maricopa County 
Arizona. An initial private equity raise generated enough capital for Mr. Mrok to build 
or lease his first location in Arizona. At the conclusion of this raise, August 2009, Mr. 
Mrok began discussion with Mr. Orr about joining him in this venture. 

At that time in 2009 Mr. Orr was in the process of selling a majority of his interests in 
Diversified Maintenance. Mr. Orr was very interested in devoting his time to Carlife so 
he hired a CEO to run Diversified Maintenance which would help in this transition. In 
March of 2010 Mr. Orr completed a recapitalization led by Frontenac Company out of 
Chicago IL. Mr. Orr is moving to Asheville NC to develop the southeast operations of 
Carlife and continue working the financial strategies of Carlife Corporate. 

In December 2009 Mr. Robinson is introduced to Mrok through close friend Orr to 
discuss Carlife business venture. In March 2010 - After a thorough review of the 
business model Robinson agrees to help the partnership on an advisory role in assessing 
all potential sites in addition to providing strategic direction on site acquisitions and 
future capital raising. In June 2010 Mr. Robinson discusses with Mrok and Orr about 
taki11g a more active role in the company as Chief Development Officer which Robinson 
agrees to and joins the Carlife team. 
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A6. Current Status 

Currently Carlife is opening its first location in Glendale, AZ as the training center. This 
facility is in a high traffic area and will give the Carlife brand the opportunity to prepare 
for the opening of the next 5 stores in Arizona. Carlife brought Lee Pinson on in 
February of 2010 and started his training in the automotive industry at a high end repair 
facility in Tennessee. Mr. Pinson will be the owner/proprietor of the training center. 
Also in early 2010, Carlife began a working relationship with Gary Winberry. Gary has 
vast experience in automotive equipment sales, service and training. Mr. Winberry is 
currently procuring equipment for the training center and working on best practices 
guide for technicians. 

Beyond the training center, Messrs. Orr, Robinson and Mrok are in various stages of 
entitlement and procurement of property for the development company MORCL, which 
will then deliver the developed assets to Carlife Genesis. 
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A7. Funding Requirements 

(b) (4)
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A9. Investment Considerations 

Dependability of Assumptions and Forecasts 

The description of the contemplated results of operations of the Partnership as 
described in this Memorandum, including the Desired Returns and Summary attached 
hereto, are based on various assumptions concerning many facts over which the 
Partnership will have no control, including without limitation: 

(1) the profitability and successful operation of the Carlife locations; 

(2) the success and ability of the Partnership to obtain desirable retail 
space in the target areas; 

(3) the feasibility of acquiring or leasing multiple locations within the 
state of Arizona; 

(4) the actual proceeds received from operations of the various 
Carlife locations specifically provided for herein; 

(5) the capabilities ofthe General Partner ofthe Partnership. 

Dependence on Management 

The success of the Partnership will depend primarily on the talents and efforts of Eddie 
Mrok, Darryl Robinson and Coby W. Orr. The inability of Messrs. Mrok, Robinson and 
Orr to perform their respective obligations on behalf of the General Partner will have a 
material adverse effect upon the Partnership. 

Governmental Regulation 

The Partnership is subject to various federal, state, and local laws and regulations 
affecting the establishment of multiple retail automotive repair locations. The 
Partnership is subject to a wide range of federal, state and local laws and regulations, 
such as local licensing requirements, consumer protection laws, and environmental 
requirements governing discharges to the air and water, the storage of petroleum 
substances and chemicals, the handling and disposal of wastes, and the remediation of 
contamination arising from spills and releases. The Partnership does not anticipate that 
the cost of compliance with such regulations and laws will have a material adverse 
effect upon the Partnership. 

Economic and General Risks of Investment 

The automotive repair market is highly competitive and is subject to numerous inherent 
risks, including changes in the economy and the local automotive retail market, and 
other factors that are beyond the control of the General Partner. Many of these 
inherent risks may be intensified by recession and by other existing and potential 
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economic developments and u'ncertainties, including, but not limited to, those discussed 
herein. 

The profitability of the Partnership is subject to general economic risks, the ability of the 
General Partner, competition, and other factors relating to the retail automotive repair 
industry. Business will depend upon many factors that cannot be predicted with any 
degree of certainty at this time and which may, and in many cases will, be beyond the 
control of the Partnership. 

Conflicts of Interest 

The General Partner has a fiduciary responsibility to conduct the affairs of the 
Partnership in the best interest of the Partnership and, consequently, must exercise 
good faith and integrity in handling Partnership affairs. However, the managers, 
officers, and employees of the General Partner, as well as the General Partner as an 
entity, are also involved in other related activities requiring a portion of their time and 
whose interests may sometimes be inconsistent with those ofthe Partnership. 

Competition 

The retail automotive repair industry and market is highly competitive. The Partnership 
will be competing with various other large automotive repair companies, including 
service center chains, vehicle dealerships, and independent service and repair shops. 
We also compete with a number of regional or national chains that offer selected parts 
or services at prices that may be lower than our prices. We cannot guarantee that our 
strategy will be more effective than the strategies of our competitors. See "Overview of 
the Industry." 

No Voting Rights 
(b) (4)



e e 
AlO. Exit Strategy 

The investor exit is anticipated in years 6-8. Recapitalization of the assets or the 
purchase of the assets with cash generated from operations is the most likely avenue. 
Carlife Genesis will escalate returns to the EB-5 investor by 2% annually in years eight 
and following with a cap of 12% if recapitalization has not occurred. We believe that 
with the substantial balance cash reserves of the company and/or of Journey Equity 
Partners that recapitalization could occur at anytime. 
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B. THE BUSINESS 
B11. Legal Form of Business 

The Partnership was organized under the laws of the State of Arizona on 
2010, for the purpose of investing in an automotive repair business, with up to five (5) 
initial locations in the Phoenix, Arizona area, under the name "Carlife." The Partnership 
has done exhaustive research on the Phoenix, Arizona market and has identified 
strategic areas to locate the initial five store locations in 2010 through 2011. The likely 
locations are: 

Ray and Priest, Tempe, AZ 
Indian Bend and Pima, Scottsdale, AZ 
Ocotillo and Arizona, Chandler, AZ 
Yuma, AZ 
Flaggstaff, AZ 

The Partnership 
The partnership will consist of the 3 classes of investor with the Class C group being the 
General Partner. 

Class A 
EB 5 Investor 

Class B 
Empyrean West 

Class C 
The Journey Equity Partners consists of Eddie Mrok- Operations and Planning, Coby Orr 
-Financial and Management, and Darryl Robinson- Real Estate and Development. 
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812. Business Description 

Facilities 

Designed to maximize customer interaction and comfort, our facilities are attractive 
from the street and may not appear at all to be an automotive shop. The aesthetics and 
cleanliness of operation make a tremendous impression upon our customer base. 

Customer Service 

It is well assumed that since we go to great lengths to care for. our street image and 
presentation, then Carlife will go to the same lengths to care for the consumer's needs. 
Not a single vehicle has ever driven itself onto the lot of a repair facility and asked for 
help. People come to our facilities for help with their cars. Customer care is driven by 
hiring staff in non technical roles that excel in sales and service. 

Automotive Expertise 

Carlife cannot be superior if all we do is care for the customer in the office. The 
customer's auto care needs must be addressed in an incredibly efficient manner, with 
excellence. Our facilities not only aid in attracting quality customers, they attract quality 
technicians as well. A top mechanic is a professional with many tens of thousands of 
dollars invested in tools and training. These professionals long to work in an 
environment that is clean, efficient and elite as well. Well compensated for their 
proficiencies and excellence, Carlife' technical expertise will set us apart from the 
typical auto care facility that simply focuses on maintenance items only dabbling in real 
repairs and diagnosis. This competency advantage is a large part of our marketing 
message. 

Marketing Mission 

Carlife marketing model differs greatly from others in our field. Television, radio and 
print media have long been the prime method of repair industry marketing. These 
industry ads serve often to reinforce the customer's negative perception of the auto 
repair industry with their bait and switch and low price mantra. Carlife will use limited 
broadcast media targeting key audiences with a message devoted entirely to customer 
service and image. These spots are more about branding for Carlife than advertising or 
marketing. The key marketing element that drives customer growth is our invitation 
marketing method. In our experience, very few people have ever been asked by a repair 
service facility for the opportunity to earn their business. We ask people for their 
business, and then we invite those customers to invite their circle of friends and co
workers. 
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813. Product/Service Description 

Complete Automotive Repair and Maintenance- Carlife does not rebuild engines or 
transmissions and does not perform paint and body collision work. The general 
description is "Light Automotive Repair". Below is a list that is not exhaustive but 
informational. 

AC Evacuation and Recharge Service 

Brakes 

Hoses 

Computerized Engine Analysis 

Emissions Testing and Repair 

Alignments 

Transmission Flush 

Engine Tune Up and Service 

Belts 

Lights, Wipers, and Accessories 

Steering & Suspension 

Climate Control 

Auto Education 

Engine Diagnostics 

Comfort and Convenience Systems 

Transmission Replacements 

AC Repair 

Vehicle Inspections 

Batteries 

Coolant System Flush 

Oil Change 

Fuel System Flush 

Tires 

Shocks and struts 

Travel Inspections 

Mufflers & Exhaust 

Engine Cooling 

Fleet Service 

Preventative Maintenance Electrical 

No Start Diagostics 

Engine Replacement 
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814. Industry Analysis 

Overview of the Industry 

National 
The US auto repair shop industry includes about 170,000 firms with. combined annual 
revenue of $90 billion. Large companies include Midas, Monro Muffler Brake, and 
Belron US (Safelite Autoglass, Diamond Glass). The industry is extremely fragmented: 
the 50 largest companies hold less than 10 percent of the market. As recen~ly as 2006, 
there were only 10 companies with annual revenues exceeding $100 million.~ 

Competitive Landscape 

Demand depends on car usage and the number of cars on the road. The profitability of 
individual companies depends on convenient location and good marketing. Large 
companies can maximize use of expensive diagnostic equipment and have advantages in 
purchasing, distribution, and marketing. Small companies can compete effectively by 
providing superior customer service or offering specialized services. The industry is 
labor-intensive: average annual revenue per worker is about $100,000. Competition 
includes other venues that provide automotive services, including some gas stations, car 
dealerships, and branches of chain stores, like Sears and. Kmart. Auto repair shops 
perform an estimated 70 percent of repairs for out-of-warranty vehicles, according to 
the Automotive Service Association (ASA). 

Products, Operations & Technology 

About 70 percent of industry revenue comes from mechanical repair and 30 percent 
from collision repair. Mechanical jobs include repairs to "undercar" systems, (mufflers 
and exhausts, transmissions, brakes, and shock absorbers) or in "underhood" systems 
(engines, electrical systems, radiators). Body work includes exterior and interior repair 
and glass replacement. Other services include oil changes and car washes. Companies 
may sell parts for do-it-yourselfers (DIY). The industry includes national and regional 
chains, franchises, and independent operators. The majority of auto repair shops are 
independently owned, although many are franchises of large companies. Car repair 
shops may specialize in a particular field of repair, such as brake jobs or collision repair, 
because of the specialized knowledge and equipment required. Most companies in the 
mechanical field provide generalized services, such as regular maintenance, in addition 
to specialty services. In auto repair shops, estimators review vehicles and give 
customers quotes on the approximate cost of a repair. Estimators may rely on car 
makers' recommendations or computer software to help develop an accurate estimate. 
Repairs sometimes uncover other problems, resulting in additional work and charges in 
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excess of the estimate. Regardless of the cause of error, inaccurate estimates have 
resulted in unhappy customers and general mistrust of the industry. 

Mechanical repair shops deal mainly with deterioration of parts due to normal wear. 
Common repairs involve air conditioning, brake, transmission, and electrical systems. 
Because of the increased technological complexity of newer cars, most shops have 
specialized diagnostic equipment to identify and fix problems. Shops typically keep an 
inventory of replacement parts or have arrangements with quick delivery parts 
suppliers. Experienced, well-trained auto technicians are critical to quality repair work. 
Companies may also employ apprentice or entry-level technicians. A typical mechanical 
repair shop has seven service bays and averages 5,300 square feet, according to the 
Automotive Service Association (ASA). The average number of repairs ranges from 
about 200 to 250 per month. A typical body shop has 17 service bays and averages 
12,000 square feet. Body shops average about 85 repairs monthly. Fewer than 5 percent 
of auto repair shop customers return for additional work on the same problem 
("comebacks"). The majority of comebacks are due to defective parts. The average body 
shop generates about $600,000 annually, according to Body Shop Business. Auto repair 
shops may buy replacement parts and supplies from full-line vendors, such as NAPA, or 
have supply arrangements with multiple distributors. Some large companies have 
purchasing contracts with specific suppliers. Chains of repair shops often maintain parts 
distribution centers to minimize the parts inventory needs at individual stores. With 
hundreds of parts needed for thousands of car models and production years, individual 
stores can't keep complete inventories. Shops may install OEM or aftermarket parts 
(rebuilt). 

Many shops use computerized information systems to help manage point-of-sale, 
inventories, purchasing, accounting, and customer relations. Database programs give 
companies fast access to customer and vehicle information and repair histories. 
Electronic cataloging allows companies to research maintenance requirements and 
specific parts needed for a vehicle's particular make, model, and mileage. Diagnostic 
computer systems are essential equipment for mechanical repair shops because 
modern cars are filled with sensors and onboard diagnostics (OBD) - a vehicle's self
diagnostic system. 

Sales & Marketing 

Almost 80 percent of mechanical repair shop and 60 percent of collision repair shop 
customers are repeat, according to the Automotive Service Association (ASA). Auto 
repair shops typically draw customers from a 20- to 30-mile radius. Because companies 
depend on repeat business, customer satisfaction is key to generating loyalty. Shoddy or 
unnecessary repairs by some unscrupulous shops have resulted in general mistrust of 
the industry. Companies rely heavily on customer referrals. An honest reputation can 
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generate positive word-of-mouth. Many shops offer warranties on repairs, in case 
problems arise. 

Many shops have websites that communicate basic information, including hours of 
operation and basic services performed. Some companies allow customers to schedule 
appointments or obtain estimates online. Recommendations and links from consumer 
ratings websites, such as Angieslist.com, can help generate referrals. Repair "tickets" 
range from $275 to $400 for mechanical repair shops, split about evenly between parts 
and labor. The average ticket is about $2,000 for body shops, split about evenly 
between parts and supplies and labor. Mechanical repair shops service the same car 
about three times annually. 

Finance & Regulation 

While cash flow is generally even, some mechanical repair shops have higher sales in 
summer (when consumers tend to drive moreL and some collision repair shops have 
higher sales in winter (when more crashes occur). Most repair shops have low 
receivables, since payments are generally made when repairs are complete. However, 
shops that perform insurance-related work may carry some receivables as they wait for 
insurers to process payment. Replacement parts inventory turns rapidly: average 
inventory levels are between 10 and 15 days sales. Many large companies try to 
minimize inventory on hand to reduce tying up cash. Gross margins range from 40 to 50 
percent of sales. 

Companies may have large investments in tools and specialized equipment, such as lifts, 
compressors, painting systems, and computer diagnostics like gas analyzers, engine 
analyzers, scanning tools, and crash data retrieval systems. Some larger companies that 
service foreign cars may buy directly from foreign suppliers, and consequently have 
exposure to foreign currency fluctuations. Some large chains, such as Midas and Jiffy 
Lube, are mainly franchise operations. Owners of a franchise typically pay an initial 
franchise fee, monthly royalty payments, and advertising fees. The franchiser generally 
helps with operations systems, personnel training, and advertising; connects the 
franchisee to its centralized inventory management system; and sells parts and 
equipment at discounted prices. Franchisers may own the land and buildings of its 
locations and lease property to franchisees. Franchise agreements may run for up to 20 
years and are often protected by strict state franchise laws. 

Because repair shops usually handle motor oil, gas, antifreeze, lubricants, paints, and 
solvents, companies must adhere to various state and federal environmental pollution 
regulations, mainly concerning toxic waste disposal, ground contamination, and 
underground storage tanks (USTs). In the case of body paint shops, government 
regulations try to minimize air emissions and worker exposure to hazardous fumes. 
Various state laws penalize repair shops for overcharging, performing needless repairs, 
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and using poor-quality replacement parts. Shops that handle insurance business are 
subject to state insurance laws that focus on inflated claims estimates and other types 
of insurance fraud. 

Human Resources 

Owners and managers of repair shops are usually experienced mechanics who directly 
oversee the technicians who do most of the actual repair work. Technicians can receive 
various grades of certification from professional groups like the American Institute for 
Automotive Service Excellence (ASE). To gain experience, many workers start as 
apprentice technicians. A mechanical repair shop employs about half a dozen 
technicians, while a collision repair shop employs about eight, according to the 
Automobile Service Association (ASA). 

Because average hourly wages are about 15 percent below the national average, 
turnover, particularly among entry-level workers, can be high. The industry injury rate is 
about 20 percent lower than the national average. 

Industry Employment Growth 
Bureau of Labor Statistics 
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Average Hourly Earnings & Annual Wage Increase 
Bureau of Labor Statistics 

Industry Update 

e 

US Auto Sales Declining- US new auto sales fell to a 16-year low in July 2008, according 
to The Associated Press. Auto repair shops may benefit from declining new auto sales 
because older cars require more repairs. Experts cite US economic weakness, a tight 
credit supply, and falling demand for larger vehicles as key causes of the decline. 

Training Needed to Work on Hybrid Vehicles - Auto repair shops will need to provide 
additional employee training due to increasing sales of hybrid vehicles, according to The 
St. Petersburg Times. Hybrids accounted for 2.5 percent of all US auto sales during the 
first seven months of 2008, according to the Green Car Congress, but many experts 
predict that hybrid vehicle sales will rise. Regular mechanics can perform routine work 
on hybrid vehicles, according to the service director for Toyota of Tampa Bay, but 
hybrid-certified mechanics are essential for more extensive work, especially work 
related to the high-voltage electrical system. 

Customer Complaints Increasing - US consumers are increasingly dissatisfied with auto 
repair shops, according to the Better Business Bureau (BBB). The auto service industry 
rose to ninth in 2007 from 11th in 2006 in the number of complaints filed with the BBB. 
The auto service industry fared better than car dealers in 2007; however, complaints 
about service at new car dealerships ranked third, and used dealerships ranked eighth. 

Industry Indicators 

US consumer spending, a driver for auto repair shop sales, rose 4.5 percent, primarily 
from nondurable goods expenditures, in August 2008 compared to a year earlier. 
The average US retail price for diesel and regular gas, which influences consumers' use 
and wear of their automobiles, rose 13.8 percent and 20.6 percent respectively in the 
week ending October 13, 2008, compared to the same week a year ago. 
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Critical Issues 

Competition from Large Repair Shops and Chains - The greater operational and pricing 
efficiencies of large shops allow them to take business from smaller shops, despite some 
having less convenient locations. Franchise chains, dealerships, and large shops also 
have advantages in buying, managing inventory, and amortizing expensive equipment. 
Because of strong competition in local markets, repair shops have limited ability to raise 
prices. 

Public Mistrust - Because of the complexity of cars, consumers can't easily judge if a 
repair shop has treated them fairly. Polls consistently show that a high percentage of 
consumers believe that repair shops make unnecessary repairs, overcharge, or use 
inferior replacement parts. Press stories about repair shops engaged in unethical 
practices, including insurance fraud, are frequent. 

Car Makers Control Repair Information - Because of their control over repair 
information, especially information in onboard diagnostic (OBD) systems, car makers 
can hinder shops' ability to make appropriate repairs. Technicians must have specific 
information from car manufacturers about how to repair a part or problem, and in some 
cases, must have special equipment. Car makers sometimes release such information 
first to their own dealers. 

Competition from Car Dealers- Because of the complexity of modern cars, car repair has 
shifted from neighborhood gas stations (convenient but not technically proficient) to car 
dealerships (technically proficient but inconvenient) and repair shops. The parts and 
service centers of dealerships are often more profitable than the sales department. 
Many dealers offer evening and weekend hours to compensate for inconvenient 
locations. If dealers can perform initial warranty services to a customer's satisfaction, 
they increase the chances of customers returning for maintenance and repair business 
when warranties expire. 

High Personnel Turnover - Experienced car repair technicians are in great demand and 
technicians can easily find another position if unhappy with their employer. Despite the 
increasing use of vested benefits as enticements for technicians to stay with their 
employer, high turnover rates concern many companies. 

Business Trends 

Driving Trends Evolving - Record high gas prices and a weakening economy have 
affected driving habits and the number of cars in the US. Growth for total vehicle 
registrations and average annual mileage per vehicle slowed significantly between 2001 
and 2006. After decades of growth, total traffic volume decreased between 2007 and 
2008. 
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Steady Sales Growth - Sales in auto repair shops increased more than 15 percent 
between 2002 and 2006, driven primarily by stronger sales in mechanical repair shops. 
Because auto parts are more durable now, many mechanical shops have adapted 
service offerings to focus on maintenance and light repair. In addition, increasing 
complexity of newer vehicles forces many DIVers to rely on repair shops. 

Anti-Steering Legislation - When insurers steer repair business to direct repair program 
{DRP) shops, smaller independent repairers lose revenue. Auto insurance companies 
increasingly control the flow of business to the auto repair industry, prompting some 
states to consider legislation that would prevent "steering." Because insurance 
companies refuse to pay more than the "prevailing rate" for labor in a particular market, 
many shops blame insurers for depressing labor rates and hindering the ability of small 
shops to turn a profit. 

Increasing Need for Certification - More insurance companies now require certification 
of body shop technicians, and certification is becoming more widespread among 
mechanical repair shops. The most common certification is Automotive Service 
Excellence {ASE). As more repair shops specialize, they're more likely to get certification 
from car manufacturers. 

Industry Opportunities 

Servicing Nontraditional Vehicles - Auto repair shops can create a niche by developing 
expertise in nontraditional or specialized vehicles. Rapidly growing sales of fuel-efficient 
vehicles, including hybrids, electric cars, and cars that run on alternative fuels, have 
increased demand for specialized repair services. By offering restoration or custom paint 
jobs, shops can attract owners of vintage or classic cars. Hot rods and muscle cars may 
require nontraditional or "retro" engine parts and special attention. Owners of 
nontraditional vehicles can be passionate about their cars and are likely to spend more 
to keep them functional. 

Pointless Dent Repair - By providing paintless dent repair {PDR), repair shops can fix 
small dings and dents at a reasonable cost to the customer. Recognized by most major 
insurance companies, PDR is a growing segment of the collision repair market. Because 
the volume of PDR jobs can vary, many shops outsource PDR. Some companies use PDR 
as an add-on to an existing job. 

Alliances with Car Dealers- Owners of expensive cars are more likely to want to use the 
service department at their car dealer, but are often at an inconvenient distance. By 
allying with a car dealer and meeting quality standards, a local repair shop can be 
referred new business by a distant dealer in exchange for buying parts from the dealer. 
Collision repair is a key opportunity for shops because an increasing number of 
dealerships are opting out of providing body shop services. 
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Older Vehicles Require Frequent Service - Older cars are a major source of business for 
auto repair shops. To save money, many consumers are delaying new car purchases: the 
median age for vehicles (particularly passenger cars) has risen steadily to just over nine 
years, according to RL Polk. The percentage of cars older than 11, which require more 
maintenance and repairs, is increasing. The strong market for used cars also contributes 
to future growth in vehicle repair services. 

Service for Car Electronics - The proliferation of electronic devices in cars, such as cell 
phones, CD players, navigation systems, video systems, and Internet access devices, will 
provide greater opportunities for shops that develop repair expertise with these 
systems. Vehicle manufacturers are responding to consumer demand by increasing the 
number of car models with new, integrated electronic features . 

.; 
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815. Strengths, Opportunities & Strategic Advantages 

Carlife's strength as a brand exists in its ability to reach customers through a 
professional relationship. That relationship starts by the customer quickly recognizing 
that our locations look and feel quite different from others in the industry. We lead 
with full service solutions to the more complex problems a customer might have with 
their vehicles. Most in our industry lead with the basic and try to get more in depth 
after that with the customer. The problem with that strategy for our competitors is that 
the customer does not trust that facilities ability to go beyond the basics. 

Our greatest strategic advantage is found in our acquisition, training and retention of 
personnel skilled at customer sales and service. Most of the industry hires, trains and 
promotes people from within the industry. They have great car knowledge but most 
often lack critical skills of warm communication and customer service. 

We believe that our company has the opportunity to become a national brand built 
around the idea of extending the life of a customer's car. A brand dedicated to taking 
care of that part of a customer's world- their Car life- Home life, work life, car life. 
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816. Future Opportunities 

Carlife Professional Auto Service anticipates growth in the Phoenix market to 
encompass approximately 10 locations and throughout Arizona to a total of 16 stores. 
We are also anticipating expansion into other parts of the country by 2012. North and 
South Carolina are two areas of specific interests. 
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C. MARKET ANAL VSIS 
C17. Target Markets 
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C18. Marketing Strategies 
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This entire marketing plan, once executed, will be the key to CarLile becoming the 
premier choice for aftermarket automotive service in the greater Phoenix area and 
beyond. 

(b) (4)
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C19. Competition 

In the greater Phoenix, Arizona area the automotive aftermarket industry is highly 
fragmented and highly competitive. There are numerous independent automotive 
repair and service stations totaling well over 600 firms. Most of this number is made up 
of one-store owner/operators frequently called "Mom and Pop Shops". Many of the 
independent Mom and Pop firms sign agreements with tire manufactures and become 
affiliated dealers. This entitles them to receive an exclusive product line, a co-operative 
marketing program and preferred pricing. In addition most affiliates get a sign to put on 
their building that will showcase the national brand. 

In addition to the locally owned/operated independent competitors, there are several 
locally, regionally and nationally based chains in the Phoenix area that make up a high 
number of independent aftermarket stores. 

The significant locally based chain competitors are made up of the following firms: 

Sun Devil Tire and Auto. Sun Devil was started in the Phoenix area in 1978 and 

is run by Tom Higginbotham, President. Today, Sun Devil has 19 Phoenix area 

locations and it has 4 opened locations in Las Vegas, NV and has reported plans 

of developing in Texas as well. 

Fletcher's Tire and Auto. Fletcher's is based in Phoenix and opened its first 

location in 1970 and currently has 16 Phoenix area locations with an additional 

12 locations in the surrounding areas of Arizona. Fletcher's was founded by Bob 

Fletcher and today is run by Jerry Fletcher, President. 

Community Tire and Auto. Community Tire opened its first Phoenix location in 

1991 and has grown to 7 stores in the area today. Community is operated and 

managed by Howard Fleischmann. 

Greulich's Automotive Services. Greulich's opened in Phoenix in 1977 and today 

has 7 area Phoenix locations and is owned and operated by Northeast Scottsdale 

Auto Group. Greulich's has branched into other similar segments and started a 

body shop and a towing service. It has 3 Phoenix area body shop locations. 

Advanced Auto. Advanced has 13 Phoenix area locations and is a Goodyear 

retailer and mainly specialize in tire selling. 

Brakemasters. Brakemasters is a locally based auto service provider specializing 

in brakes. They started in 1983 in Phoenix, Arizona and today have 19 Phoenix

area locations. 

The significant regionally and nationally based chain competitors are made up of the 
following firms: 
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Purcell's Western Tire. Purcell's Tire was founded in Missouri in 1936 and today 

has grown its Western presence to include 16 Phoenix area locations. Although 

Purcell's was started as a tire remanufacturer, today it has grown into being one 

of the many full aftermarket auto service providers and is authorized Goodyear 

reseller. 

Pep Boys Auto. Pep Boys Auto and Parts is a nationally known parts and service 

store that is corporately owned and operated. Pep Boys was founded in 1921 by 

Manny Rosenfeld, Moe Strauss and Jack Jackson in Philadelphia, PA as an 

automotive parts store. Today, Pep Boys is a publically traded company 

operating over 560 locations in the United States. There are 13 Phoenix area 

locations. 

Goodyear Tire and Auto. Goodyear is a nationally known tire brand and 

automotive service center and has 13 Phoenix area corporate and franchise 

locations. Goodyear was founded in 1898 by Frank Seiberling in East Akron, OH. 

Firestone Tire and Auto. Bridgestone/Firestone is a nationally known tire brand 

and auto service chain with corporate stores and affiliation opportunities for 

independent operators. Firestone has 31 Phoenix area corporate and affiliated 

locations. Bridgestone/Firestone started in 1900 in Akron, OH by Harvey 

Firestone. 

Midas Auto Experts. Midas is a nationally known franchise chain with 21 

Phoenix area locations. Midas started in Macon, GA in 1956 and today has over 

2,500 franchise and licensed locations. 

Meineke Car Care Centers. Meineke is a nationally known dealership chain with 

11 Phoenix area locations. 

Econo Lube N' Tune and Brakes. Econo Lube and Tune is a regionally based auto 

service provider specializing in oil changes and brakes. Econo Lube N' Tune was 

founded in 1970 in Anaheim, CA and is now owned by Meineke. There are 19 

Phoenix area locations. 

Big 0' Tires. Big 0' Tires is a nationally known tire 100% franchise based in 

Englewood, CO. It was started in 1962 and today has grown to over 540 

locations nationwide. There are 22 Phoenix area locations. 

Jiffy Lube. Jiffy Lube is a nationally based auto service provider specializing in oil 

changes and brakes. Jiffy Lube was founded in 1979 and based in Houston, TX 

and is a wholly owned indirect subsidiary of Shell Oil. Jiffy Lube has over 2,200 

national locations with 49 locations in the Phoenix area. 

Discount Tire. Discount Tire is a nationally known tire 100% corporate owned 

and operated by the Phoenix based company. Discount Tire started in 1960 in 
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Ann Arbor, Ml and today is corporately headquartered in Phoenix, Arizona. It 

has over 720 national locations with over 25 Phoenix area store locations. 

Brakes Plus. Brakes Plus is regionally based auto service provider specializing in 

brakes. They started in 1990 in Centennial, CO and today have 55 locations in 4 

states. Brakes Plus has 14 Phoenix area locations. 

Just Brakes. Just Brakes is a regionally based auto service provider specializing in 

brakes. They started in 1980 in Bryan, TX and have grown to over 150 locations 

in 7 states. There are 19 Just Brakes Phoenix area locations. 

The total number of Phoenix area auto service locations represented by the competitive 
firms above is more than 330. As stated earlier, Phoenix, Arizona is a highly fragmented 
and competitive marketplace for automotive service. As of July 2010, the total state 
population of Arizona is approximately 6,500,000 up from 5,130,652 in July 2000. That 
is a 24% increase over the past 7 years and most of it coming in the greater Phoenix, 
Arizona area. The July 2007 four county population for the greater Phoenix, Arizona 
area is 4,444,056. At Carlife, we anticipate to be competitive in the Phoenix, Arizona 
marketplace and distinguish ourselves quickly and efficiently. 
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C20. Competitive Advantages 

1. Professional Services 
2. Lead with Repair 
3. Skilled with People 

Carlife's greatest competitive advantage exists in our presentation of the auto repair 
experience as a professional business relationship. The customer for our products and 
services is driving a car that they purchased for greater than twenty or thirty thousand. 
That customer seeks professione~l expertise to handle a multitude of services in their 
lives. A family in our demographic spends more on transportation related expenses 
annually than food or any three of the following expenses combined - medical, 
insurance, education, retirement, entertainment, and apparel. With many of these 
other expenditures the consumer seeks out a professional relationship. One can't 
imagine a upper income family choosing to get healthcare or insurance or other 
professional services from establishments that look subpar or in locations that are not 
where the consumer lives and works. However, the automotive repair history has been 
subpar for years. 

The largest bulk of competitors in the automotive aftermarket are single store operators 
located in secondary/industrial areas. NAPA Autocare centers, for instance, outnumber 
Firestone and Goodyear combined and yet most of their locations are off the beaten 
path and not appealing in presentation. The bulk of the recognizable brands in auto 
care in the United States are in better locations but still lead with products not service. 
They push maintenance because of what is seen as easy money abandoning real repairs 
and diagnostic capabilities. The third competitor, Dealerships, still focus on selling new 
cars rather than servicing the brand and model they sold the customer. They routinely 
use their service logs to cold call for new vehicle sales and still bonus service managers 
that are successful at turning repair customers into new car buyers. 

Our second competitive advantage is based on the foundation of our business on 
repairing cars. Most of our competitors lead with the quick and easy and are 
bewildered as to why the consumer does not fully trust there competency to 
"recommend" additional services for their vehicles. 

Our third competitive advantage is in the positioning of personnel with impeccable 
communication and sales abilities in frontline roles at the retail level. The bulk of our 
industry stress automotive knowledge over likeability when promoting people to 
management and sales responsibilities. At Carlife, we are looking for frontline staff 
skilled at handling people not cars. 
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D. MANAGEMENT 
0.21 Management Team 

The Carlife Genisus mangagement team consists of Eddie Mrok - Operations and 
Planning, Coby Orr- Financial and Management, and Darryl Robinson - Real Estate and 
Development. 

Management of the Partnership shall vest solely with Eddie Mrok, Darryl Robinson and 
CobyW. Orr. 

Executive Officers 

Eddie Mrok 

Eddie Mrok will serve as Chief Executive Officer and oversee operations and planning 
for Carlife. Eddie Mrok was born May 24, 1968 in Covington, GA, and was raised in 
Germantown, TN. He attended Baylor University in Waco, TX from 1986 - 1992 
pursuing his undergraduate degree in Psychology followed by a Masters Degree in 
Business Administration. In late 1992, Eddie began work for National Serv-Ice. NSI 
planned to go public and hired Eddie to write manuals for human resources and 
operations. He also edited much of the IPO and worked on market expansion projects 
as well as route sales and service. 

In the fall of 1995, Mr. Mrok came back to Tennessee to work with his Dad in operations 
and development of Community Convenience Stores. Two new stores were completed 
under his direction. These projects were valued at nearly $4 million. During this time, 
he spun off a new company out of the Community Convenience Stores operations. 
Hupo LLC was begun in 1999 by Mr. Mrok to begin wide scale distribution and service of 
Mark VII car wash equipment. He handled all business aspects of his start up from 
financing, sales, billing and accounting. As it grew he primarily handled the sales and 
distributor representative functions, turning much of the service and financial duties 
over to new hires. Through mid 2003, Mr. Mrok sold more than $6 million in equipment 
and supplies, and managed a service crew and supplier arrangements. 

As mergers in gas companies became prolific, Mr. Mrok sought out other opportunities, 
then deciding to purchase a Christian Brothers Automotive franchise in the Memphis 
market. He selected his site and CBA completed construction in Dec 2003. Opening in 
January 2004, Mr. Mrok owned his franchise just short of five years. He grew his 
business to a top performer with the CBA network. 



e e 
In December 2006, Mr. Mrok began developing an idea for a new automotive concept. 
He has spent much time researching markets from coast to coast to evaluate the best 
method to develop this company. Eddie is married and is relocating to the Phoenix, 
Arizona area from Germantown, TN. 

Coby W. Orr 

Coby W. Orr will serve as President and CFO of Carlife working largely on financing and 
growth strategies. Coby W. Orr is the owner and Chairman of Diversified Maintenance 
Systems, Inc. Mr. Orr, along with a partner, founded the company in 1997. Diversified 
Maintenance Systems, Inc. is a national janitorial service company specializing in retail, 
commercial, industrial and transportation markets. The company is headquartered in 
Tampa, FL with regional offices across the country serving all 50 states. Diversified 
currently employs over 4,100 people and utilizes over 400 contractors throughout the 
nation. Mr. Orr was instrumental in helping grow Diversified into a $100 million 
national company in just under nine years. Diversified has forecasted revenues of over 
$118 million in 2009 and $135 million in 2010. 

Mr. Orr began his career cleaning windows in the summers of his high school and 
college years. He began to realize the potential of the cleaning industry at an early age. 
After graduating from the University of Alabama, with a degree in Corporate Finance 
and Investment Management, he started a ServiceMaster franchise in Collierville, TN. 
He then became the National Account Sales Manager for the ServiceMaster Res/Com 
division and later worked as the Regional Account Manager for Service Management 
USA. 

In 1997 he ventured out to partner with Mitchell Spurlock to form Diversified 
Maintenance. In April 2004, Mr. Orr, Mr. Spurlock and Jim Barnes formed Integrated 
Process Technologies Holding Company, LLC that acquired the assets of Integrated 
Process Technologies (IPT), a seven-year-old facilities repair and maintenance service 
company. Mr. Orr sold his shares of IPT in 2007 to Jim Barnes. He made just over 276% 
return on his investment in the 3 years. 

Mr. Orr was also Vice Chairman of the Board of Trustees for Carolwood Day School and 
sits on the finance committee for his church, Idlewild Baptist while residing in Tampa, 
FL. 

Darryl T. Robinson 

Darryl T. Robinson will serve as Chief Development Officer for Carlife, where he will 
focus the development and oversight of the real estate portfolio. 

Mr. Robinson co-founded Oak Hill Advisors in 2008 with a focus on providing a complete 
spectrum of real estate advisory services ranging from consulting, leasing, marketing, 
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development, investment sales, tenant representation, facilities management and 
capital advisory services for a select group of clients. He has represented clients in 
numerous complex transactions in all major property types located throughout South 
Florida, as well as in Tampa, Orlando, Jacksonville, California, Georgia, New York, North 
Carolina and Texas with an estimated transaction value in excess of $1 billion. 

Over the past 10 years and in concert with various equity partners, Mr. Robinson has 
been involved in the investment of office, multi-family residential, retail, in addition to 
land development projects. Mr. Robinson's responsibility as a general partner in these 
developments include equity raising, financing, the oversight of in-house and third party 
leasing, asset management, architectural and functional design, construction 
management and end sales. 

Mr. Robinson previously served as Vice President for Transwestern, Inc. where he co
opened and developed the Miami Office and prior that Director of Commercial 
Brokerage for Cushman & Wakefield where he represented a diverse range of high
profile companies. 

Mr. Robinson was responsible for the 18 month lease up of the Four Seasons Hotel and 
Tower in Miami, Florida, a 1.5 million square foot mix use project, that includes 250,000 
square feet of Class A Office. In 2004 Mr. Robinson was awarded Cushman & 
Wakefield's Top 100 Producer Nationally along with South Florida's Office Deal of The 
Year award. In addition he was named NAIOP's Broker of the Year in 2004. 

Mr. Robinson earned a Bachelor of Science in Business Administration from the 
University of Alabama in 1991, where he specialized in Real Estate Finance. 

Mr. Robinson is actively involved in the community and serves as a trustee on a number 
of boards while residing in both Miami, Florida and Houston, Texas. 

Board of Advisors 

Donald A. Ritcheson 

Donald A. Ritcheson is a Senior Managing Director and Chief Financial Officer of 
Wunderlich Securities, Inc. a full service broker-dealer headquartered in Memphis, TN 
his responsibilities include all Financial and Human Resources activities of the firm. Prior 
to joining Wunderlich Securities, Ritcheson was the Director of Reporting/Compliance 
for Davidson Hotel Company, a nationwide hotel management company. Ritcheson's 
responsibilities included all reporting requirements mandated by parties external to 
Davidson Hotel Company (i.e. lenders, owners, governmental agencies, etc.), as well as 
maintaining financial compliance with all of DHC's activities. Previously, Ritcheson was 
Executive Managing Director and Chief Operating Officer of FTN Midwest Securities 
Corp., an institutional equity broker dealer owned by First Horizon National Corporation, 
in addition to being a member of the Board of Directors, he was ultimately responsible 
for the Finance, Compliance and Operations areas of the firm. Prior to bE;!ing named 
Chief Operating Officer of FTN Midwest Securities, Ritcheson was the Chief Financial 
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Officer of FTN Financial Securities Corp., an institutional fixed income broker dealer 
owned by First Horizon National Corporation. Prior to joining First Horizon, Ritcheson 
was Chief Financial Officer for Legacy Securities Corp, a boutique investment banking 
and retail brokerage firm. While at Legacy, Ritcheson was directly responsible for the 
Finance, Administration, Compliance and Operations areas of the firm and participated 
in several investment banking transactions. Ritcheson was Chief Financial Officer of 
Llama Company, the Walton Family's (of Wai-Mart fame) brokerage and investment 
banking firm. He was a member of the Executive and Management Committees and 
was responsible for the daily supervision of Operations, Accounting, Personnel, 
Compliance and Systems Groups. Prior to joining Llama, Ritcheson was a staff auditor 
with KPMG Peat Marwick with a specialty in broker/dealers and financial institutions. 

Paul Marsh 

Paul Marsh is Chief Financial Officer (CFO) for Dagley Insurance and Financial Services, a 
leading multi-location insurance agency with seven locations in the state of Texas. Mr. 
Marsh also consults with additional multi-unit businesses, manages a commercial real
estate development company and is a founding partner in Encompass Lending Group, a 
mortgage company in Houston, Texas. Prior to his current role Mr. Marsh, as CFO for 
Christian Brothers Automotive Corporation (CBAC), spearheaded the company's 
acquisition of more than $75 million in construction financing and debt restructuring 
from numerous institutional and non-institutional sources. This acquisition of financing 
was an integral element in the company's growth for more than 45 locations during Mr. 
Marsh's tenure with CBAC. Mr. Marsh is a Certified Public Accountant in the state of 
Texas and received his Bachelor of Science in Accounting and Bachelor of Business 
Administration in Economics degrees from the University of North Texas. He is a 
member of the Texas Society of CPAs, the American Institute of CPAs, and Financial 
Executives International. He was also recognized in 2004 in the National Register's 
Who's Who in Executives and Professionals, and was a finalist for CFO of the Year by the 
Houston Business Journal in 2007. Mr. Marsh has been active in his community working 
with youth at camps and various churches for over fifteen years. Along with serving on 
the Board of Advisors, Marsh will serve Carlife as a financial consultant leveraging his 
experience in commercial finance and setting up multi-unit finance and accounting 
systems. 
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022. Professional Relationships 

Attorney -Development and Land Use 
William E. Lally, Esq 
Ridenour, Hienton & Lewis 
602-254-9900 
480-620-9272 (Cell) 
welally@rhkl-law.com 

Attorney Real Estate 
Pat Nolan 
Gammage & Burnham 
Two North Central, 18th Floor 
Phoenix, Arizona 85004 
Main: (602) 256-0566 
Fax: (602) 256-4475 
Web: http://www.gblaw.com/ 

Attorney - Business Formation 
Steve H. Clemons 
LEGGETT & CLEMONS, PLLC 
2745 North Dallas Parkway 
Suite 310 
Plano, Texas 75093 
Ph: 214 473-8686 
Fax: 214 473-8685 
sclemons@leggettandclemons.com 
www.leggettandclemons.com 

Architects 
Trish Flowers 
NADEL ARCHITECTS 
3333 E. Camelback Rd, Suite 200 
Phoenix, AZ 85018 
p. 602.956.9900 
F. 602.956-9901 

Engineer 
Mike Jackson 
TTMD Taylor Gaines 
Mike Jackson, PE, LEED AP 
Department Manager 
Civil Engineering 
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602.371.1333 
480.292.0247- Cell 
602.371.0675 - Fax 
www.TTGCORP.com 

Developer 
Dave Combs 
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Integrity Development 
480-229-5960 
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E. OPERATIONS 
E23. Financial Narrative & Assumptions 

(b) (4)



- e 
E24. Financial Objectives 
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E26. Development Budget and Project Capitalization 

Carlife Capital 
Requirements By Site 

Scottsdale Pavilions North Lakes Quadrant (139-4) within the 
Salt River Pima-Maricopa Indian Community 

(b) (4)
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Carlife Capital 

Requirements by Site 
(b) (4)
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CarLife Capital 

Requirements by Site 
(b) (4)
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E27. Profit Projections 
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A. EXECUTIVE SUMMARY 

A 1. Industry and Satori World Medical Overview 
Deloitte & Touche, (the second largest accounting firm in the U.S.) through their Center for 
Health Solutions published The Deloitte 2009 Survey of U.S. Health Care Consumers which 
revealed strong interest in outbound medical tourism (Medical Travel). The Deloitte Center for 
Health Solutions issued an industry update in October 2009 highlighting that 750,000 
Americans went outside the U.S. for medical care in 2007, including dental procedures, and is 
anticipating that number to grow to 1.6 million by 2012 with a sustainable annual growth of 
35%. 

Only Satori World Medical is positioned to quickly become the leader in this industry for these 
reasons: 

1. Satori has recruited a management team, with over 120 years of leadership experience 
in health service~ including, start-ups and developing companies, medical management, 
health plan management, health plan sales, insurance, network development and 
management, as well as, patient care. 

2. Additionally, we have established a leading group of advisors for our Board of Directors, 
Medical Quality Advisory Board and Strategic Advisory Board with over 275 years of 
successful health services entrepreneurship, medical management, patient care, health 
plan sales, health plan leadership, government and public policy and executive 
leadership. Satori is structured throughout with experienced, professional staff and 
collectively has assembled an unparalleled leadership team. 

3. Satori has assembled a network of Joint Commission International (JCI) accredited 
International Centers of Excellence with leading-edge technology, departments 
designed to cater to international patients, teams of US/UK or equivalently trained and 
board certified top physicians and English speaking nursing staff. Simply put, our 
network hospitals are "the best of the best". Our accredited hospitals are located 
globally, including Canada, Mexico, Costa Rico, India, Thailand, Singapore, Philippines 
and Turkey. We will prior to the end of 2010 have hospitals in China and South Korea. 

4. Satori has established a unique contract pricing model utilizing our global providers 
delivering 40% to 80% cost savings to plan sponsors and payers on common, high cost 
surgical procedures. Employer clients estimate their savings opportunity to be 
approximately five (5) to six (6) % of annual medical expense when the Satori Global 
Network is imbedded in their employee's medical plan. 

5. Satori has established a proprietary (patent-pending) shared savings model which allows 
financial and plan sponsors to share a portion of the savings generated through the 
Satori global network with their employees/members. This innovative approach is tax
advantaged and generates real dollars to all stakeholders. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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6. Satori is the only company with a "closed eco-system "meaning that all of our processes 

are handled internally so there are no external handoffs with all customer services 
delivered in a professional, seamless manner. 

7. Satori is the only company providing coordinated concierge medical travel services 
managed by bilingual Registered Nurse(s) with surgical experience performing as Nurse 
Patient Advocate(s) (NPA). Our in-house Travel Care Coordinator(s) (TCC) handle all 
logistics surrounding travel for the patient and a companion. 

8. Satori has built a Client Service Tool (CST), a software system that monitors, tracks, and 
records the patient flow longitudinally across all functions. This allows Satori to 
electronically interface with plan and financial sponsors as necessary on an efficient and 
effective basis. 

9. Each network provider hospital has been personally inspected by our Chief Medical 
Officer {CMO) and VP, Network Development & International Operations, who vetted 
the hospitals and doctors utilizing our rigorous multi-day due diligence process. Our 
multi-disciplinary quality model is unmatched in the industry and is led by Ron Johnson, 
M.D., F.A.C.S. a board certified surgeon and the company's full-time Chief Medical 
Officer. 

10. Satori is the only company to have contractually obligated all of our network providers 
to participate in ongoing quality audits, monitoring, credentialing and quarterly 
reporting. Our contracts with our network providers recognize the US payers regulatory 
obligations. 

11. Satori has assembled an industry-first, Medical Quality Advisory Board (MQABL 
comprised ofleading clinicians in their sub-specialty field who have established clinical 
guidelines around eligibility for medical travel, monitor the quality outcomes and 
reporting of our network. The MQAB serves as an advisor on various medical issues. 

12. Our Network Development department led by Naimeh Tanha, VP Network Development 
& International Operations has developed our network contracting philosophy of 
utilizing typical US payor style contracts with all of our international providers. 
Essentially all key aspects of our contracts mirror the critical functions required by US 
based payers. 

13. Our provider agreements have industry leading pay-for-performance provisions, as well 
as, the requirement that all healthcare personnel who interact with our patients must 
speak English. Among our many network innovations, is the requirement in our 
agreements, that the pricing of the surgical procedure is bundled (all inclusive- hospital, 
physician, ancillaries, devices, ground transportationL and negotiated as a fixed price 
case rate. 

14. Satori is the only company of its kind that does not charge a Per Employee Per Month 
(PEPM) network access fee or rental fee for our program. Rather, our clients' pay Satori 
only when they save money. We share the risks along with the benefits of the plan 
sponsor. Our goals from a quality and economic perspective are fully aligned with all 
stakeholders. 

15. The invoice for services from Satori is an all inclusive single bill in U.S. Dollars which 
includes a mark up for Satori to cover our overhead and profit. With this unique 
feature, a plan sponsor's claims adjudication expense drops dramatically and is very 
easy to process. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND AR~ NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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16. Satori is focusing on a select group of high cost surgical procedures (e.g. Cardiovascular 

Surgery, Orthopedic, et.al) that have a potential available market value in the U.S. 
healthcare system well in excess of $500 billion. 

17. Satori has established a global cosmetic surgery program which provides access to a 
high quality network of leading plastic surgeons and hospitals. 

18. Satori has established a Dental program utilizing the same rigorous quality standards in 
each of network countries. 

19. The "Satori Cross Border Network ™" provides access to quality medical clinics and 
physicians along the California/M.exico border. 

Our Mission Statement: 

Satori World Medical is a payor supported, employer sponsored and consumer choice global 
healthcare network which provides individuals, employers, financial sponsors and insurers with 
world-class healthcare, excellent client service and significant financial benefit. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 
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A.2 The Company 

The Company is a privately held California corporation founded in 2007. The Company 
completed its startup fundraising round (Series A Preferred) in May 2008 with a round of 

 Series A follow-on round completed in 2009. From 
inception (April 2008) through June of 2010, Satori World Medical has focused on establishing 
the operations ofthe company. Among the items accomplished: 

• Established global headquarters in San Diego, California 
• Hired team of expert professionals for the management team with over 120 years of 

healthcare experience including operations in managed care, hospital management, 
insurance product sales, and network development and management 

• Established a leading group of advisors for our various Boards (Board of Directors, 
Strategic Advisory Board and Medical Quality Advisory Board) with over 275 years of 
successful leadership in various health services and leadership disciplines. This 
incredible resource is available to the management team and provides relevant 
guidance, business advice and input into our direction and focus 

• A team of Satori professionals performed on-site medical quality due diligence in 
twenty-six(26) hospitals in eleven (11) countries around the world and have five (5) 
more hospitals in three {3) countries scheduled for later in 2010. 

• Satori contracted with and completed a global network comprised of nineteen {19) 
International Centers of Excellence. Our world-class facilities are the "Best ofthe Best" 

• Developed and implemented a robust medical quality management system comparable 
to U.S. standards which includes quality measurement systems, audits and ongoing 
monitoring 

• Established patient medical travel guideline~ and protocols 
• Established infrastructure, processes and policies on all facets of operations including 

billing, collecting, Information Systems, Client Relationship Management systems and 
management metrics 

• Developed and implemented an industry leading Nurse Patient Advocacy program 
including all protocols around patient care coordination (interface between physicians 
and patients), insurance verification, travel and hotel arrangements, and patient 
experience and satisfaction survey 

• Developed and implemented branding of the company, core values, key programs, logo, 
literature and corporate identity that distinguishes Satori World Medical 

• Filed a Patent with the U.S. Trademark & Patent Office in July 2008 on the Satori 
Business Method and Model 

• Developed and launched an innovative, consumer-driven web site 
(www.satoriworldmedical.com) coupled with a Search Engine Optimization (SEQ) 
campaign 

• Executed contracts with several plan sponsors, financial sponsors and strategic alliances 
which have begun to generate patients for program. A representative sampling of 
these arrangements are: 

THE CONTENTS OF THE SUMMARY BU,SINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, 
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o SIMNSA Health Plan- a cross border licensed health plan 
o United Healthcare- Included in RFP for existing customer 
o McGregor & Associates- an Employer and Benefits Consultant 
o PS Health Solutions- a Third Party Administrator (TPA) 
o Integrated Healthcare- A technology platform strategic partner 
o Sharebridge Private Equity Consolidated -A consortium of private equity owned 

portfolio companies with over 4 million employees 
o UHA (a licensed health plan headquartered in Hawaii) 
o Imperial Valley Voluntary Employee Benefits Association (VEBA) 

• As of July 2010 we have sent dozens of patients for services in our international 
hospital provider network and have approximately thirty (30) individuals in evaluation 
which subsequently leads to the scheduling of surgical procedures all of which 
demonstrates acceptance of the business model 

• Since January 2009, when the Company launched its communication program, we have 
achieved a significant amount of visibility including being named in June 2009 by 
Entrepreneur Magazine as one of "The 100 Brilliant Companies to Watch in 2009", as 
well as, the lead profiled company in the health care category (one of ten sectors) 

• The Company has developed an Implementation Program coupled with member 
communications materials for clients 

• Participated and responded to several Requests for Proposals (RFP) from large Health 
Plans and brokerage firms 

• Developed a Client Service Tool (CST) which is a longitudinal record of all patient 
interactions and a data warehouse which can electronically interface with plan sponsors 

• Successfully launched The Satori Cross Border Program™ in October 2009. Through the 
Cross Border program, employees will gain access to high quality providers which 
include SIMNSA physicians and clinics in Tijuana, Mexicali, Rosarito and Tecate. (See 
Exhibit XIII for The Satori Cross Border Program™) 

The healthcare industry has entered a time of dramatic transformation, fueled not only by the 
aging population, also known as the "silver tsunami", but also by the availability of new medical 
and information technologies, medical services, and drugs. The passage in March 2010 of the 
Patient Protection and Affordable Care Act (PPACA) is a watershed event that will ensure 
healthcare insurance coverage for the 47 million currently uninsured Americans. The PPACA 
provides an additional opportunity for the Satori Global Network to continue to provide service 
and revenue opportunities well into the future. It is virtually irrefutable, despite Washington's 
best efforts to "bend the cost curve" that healthcare costs will continue to significantly outpace 
inflation for the foreseeable future. 

The utilization and demand for surgical procedures are increasing due to the aging of America. 
Most people are provided with health insurance, individuals are more responsible for their own 
costs of healthcare, and the choices that they make are influencing how mucH they will pay. It is 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, . 
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by 2016.1 

As U.S. healthcare costs continue to rise, impacting U.S. households and companies throughout 
the nation, and medical premiums increasingly soar well above the general rate of inflation 
(medical insurance premium increases for 2009 averaged 9%), traveling for medical care 
outside the U.S. has increasingly become an attractive, viable and popular option. According to 
the Deloitte Survey, consumers are willing to travel to obtain care that is both safe and less 
costly. In fact, two in five survey respondents said they would be interested in pursuing 
treatment abroad if quality was comparable and the savings were 50 percent or more.2 

The shock of escalating healthcare costs in the U.S. is felt in every household and by every 
company. Even consumers with employer-sponsored health insurance are increasingly actively 
choosing medical travel outside of the U.S. as a feasible option. As patients are exposed to 
greater financial burdens resulting from higher co-payments, deductibles and paying for a 
larger percentage of their premiums, they are being forced to seek low-cost treatment 
alternatives such as medical travel.3 

Satori World Medical has established an international network of hospitals that are accredited 
by the Joint Commission International (JCI), an arm of the U.S. hospital accrediting body, the 
Joint Commission on Accreditation of Healthcare Organizations (JCAHO) including board 
certified physicians that provide world-class medical care at a fraction of the cost of the care 
delivered in the U.S. by domestic hospital networks. Our patent-pending model is attractive 
because all stakeholders (including the patient) share in the significant financial savings. This 
allows U.S. companies to be more competitive at home as well as on a global basis because 
their cost structure for health benefits is dramatically lowered and prospectively comparable to 
their international competitors. 

The Company's service offering can be described as a "closed eco-system". We provide a 
comprehensive, one-stop shop for all services needed for individuals to obtain their medical 
care within our global healthcare network of Satori International Centers of Excellence. The 
potential patient needs only to make one call to our Nurse Patient Advocate {NPA) and we 
provide all the services necessary for them to receive care in our network. Additionally, our 
NPA's will answers all their questions and provide ongoing guidance/communication to ensure 
that the individual is making an informed decision. See Exhibit I for a schematic of the Patient 
FlowChart. 

A combination of factors has led to a substantial increase in popularity of medical travel; 
favorable clinical outcome results in JCI hospitals, the high cost of U.S. healthcare, an increase 
in the dollars that the patient is responsible for in their healthcare expenses, the ease and 
affordability of international travel, significant improvements in technology, hospitals, physician 

1 National Coalition on Healthcare. Facts on the Cost of Health Insurance and Health Care. 2008. 

<http://www .nchc.org/documents/Cost%20Fact%20Sheet-2009.pdf> 
2 Deloitte Center for Health Solution. Medical Tourism: Consumers in Search of Value. 2008. 

<http://www.deloitte.com/dtt/cda/doc/content/us_chs_MedicaiTourismStudy%283%29.pdf> 
4 Satori World Medical Proprietary Research. 
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and nurse training, and overall demonstrable improvements in transparency, measurement and 
quantification in the standards of care available globally. 

The Deloitte survey mentioned earlier highlights that 750,000 Americans went outside the US 
for healthcare in 2007 (including dental procedures) and is anticipating that number to grow to 
1.6 million by 2012, which is an average of approximately 4,500 patients per day. See figure 1 
below from the Deloitte 2009 Survey of U.S. Health Care Consumers. 

.... ·- :. . " .· .. ·.: ... ·:: .: ... : .. ·- .. :::.: .. · .· .. : ...... :. : : .: . . .. :: .. : .... . . . ·... .. ~----,-------::.~~:-::·-:-_----~:-:--::·~- .. 

·••••tT~s.•• ~?~~~l~otJII~I Jf~tieltt Fl~~\;;td~"\:~~~·~··PI~ojecti()•.•~•• ( ~tlilli0Jls)··· 

li ~t"' . ----------
, ••• 5 
··.4·-+-----

:3 -!------- ----- --------='""'-----

·":"2 -~-- ~ 

.. ~ 4 
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l J • ~pb?' ~6()~ ~()~9 2010 dciii d6i:! 2ot6··••••·~~i7••••••••• 

*Source: Deloitte Survey of U.S. Outbound Patient Flow, October 2009 

Satori World Medical is the world's first global health care network and service company 
specifically designed to provide individuals access to high quality health care services, share the 
cost savings with all stakeholders, and deliver all medical travel services for individuals that 
need care. We are a values-driven organization and our business model and all aspects of our 
infrastructure are centered on quality, innovation, integrity, and excellence in client service. 
We believe in delivering a professional and highly personalized medical travel experience and 
we continually strive to exceed our clients' expectations in everything we do. We call our 
program, The Satori Experience™. Satori has established 4 core Pillars of Excellence which set 
the foundation for everything we do and is centered on all individuals having excellent 
outcomes and a superior Satori Experience™. 
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Our passion for excellence is the touchstone of the Satori Experience™. 

Satori was specifically designed to provide the same high level of medical quality, network 
management services and infrastructure as any U.S. domestic hospital network at a savings of 
40-80% of the cost of same procedures performed in the U.S. The dollar differential is even 
more dramatic as the savings is calculated after the cost of airfare and hotel for the patient and 
a companion, all hospital and physician fees, a Personal Accident Insurance policy and Satori's 
mark-up for overhead and profit. 

For the first time, the employee/potential patient is able to share in the savings in a meaningful 
way, on a tax-free basis when selecting the Satori's Global Network™ for their medical 
procedure. Our patent-pending Business & Care Model provides for sharing the significant 
dollar savings generated (through utilizing Satori for a surgical procedure) with all stakeholders 
involved in the process. {I.e. the employer, health plan and employee) 

The revolutionary Satori approach will quickly become the benchmark 
of global healthcare. 
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quality Care 

Satori World Medical is rapidly establishing itself as the preeminent global healthcare network. 
We have spent significant resources, time and effort in replicating the infrastructure that the 
financial sponsor or payor (Insurance companies, Self-funded Employers, Unions, Trust Funds, 
Public Sector Employers, et. al.) require in contracting for their membership to receive medical 
and hospital care by a network/provider organization. Our commitment to excellence is 
especially apparent in the Quality Assurance Program, led by Ron Johnson M.D., F.A.C.S. the 

. company's full-time Chief Medical Officer (CMO). Our Quality program focuses on improving 
health outcomes and the quality of life of our patients. The mission of the Quality Assurance 
Program is in providing comprehensive oversight of Satori's health care delivery system, using 
the most current evidence-based clinical guidelines and best practices, to make international 
health care sa(e, cost effective, patient centered, timely, efficient and equitable. As CMO, Dr. 
Johnson is charged with the establishment, management and monitoring of all medical quality 
standards ofthe company. Satori utilizes outcome criteria, such as Leapfrog and Healthgrades 
for cardiac centers, American College of Surgeons and the American Society of Metabolic and 
Bariatric Surgery for Bariatric Centers, etc. 

Joint Commission International (JCI)"accreditation is used as a minimum standard for selecting 
facilities to be Satori World Medical International Centers of Excellence. We utilize the "best of 
the best," and identify institutions that specialize in the procedures we offer, with outcomes 
that rival the leading U.S. institutions. Most of our International Centers of Excellence have 
affiliations with prestigious U.S. medical schools and hospitals, such as Johns Hopkins, Harvard 
Medical, Cleveland Clinic and Meth,odist International. Multi-day site visits are part of the 
selection process, with extensive hospital audits (see Exhibit Ill for Audit Check List), meetings 
·With administration and medical staff leadership, touring of patient care areas including 
Intensive Care Units (ICU) and Operating Rooms (OR) (as well as scrubbing in for observing 
surgery), and experiencing the entire patient experience from airport to hotel to hospital and 
back. Our multi-disciplinary quality model is unmatched in the industry. No other Medical 
Travel Company has performed the intensive diligence done by Satori's Quality and Network 
Management Departments on all the hospitals and their physicians. 

The best of the medical staff is chosen. All physicians are US/UK or equivalently trained and 
board certified, experts in their specialty, and speak English. The institution's agreements to 
provide package pricing, accept our provider contract, and include pay-for-performance and 
periodic quality reporting requirements are all factored in. The selection is on-going, with 
quarterly reporting of quality data, annual site visits and quarterly teleconferences with medical 
directors all part of the ongoing process. 

Additionally, Satori has assembled an industry first, Medical Quality Advisory Board (MQAB see 
page 49 for MOAB Bios), comprised of leading clinicians in their sub-specialty field who have 
established clinical guidelines around eligibility for medical travel, monitor the quality outcomes 
and reporting of our network and serve as an advisor on various medical issues. 
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The initial list of procedures approved by the Medical Quality Advisory Board (MQAB) and Dr. 
Johnson for the Satori Global Network™ totals nineteen (19}. The surgical specialties include 
cardiac, orthopedic, spine, bariatric, men and women's health. (See Exhibit IV for the Satori 
Global Network™ Provider Directory). It is anticipated within the next twelve {12} months 
additional surgical procedures will be added bringing the total number of different surgeries to 
approximately thirty {30} which will expand the company's reach and breath. 

Additionally, we have developed a dental network which was launched in June of 2010. Our 
dental network will mirror virtually all of the same quality requirements of our medical 
program. Initially our locations and dentists will be in the same city as our hospital network as 
we want to partner with dentists that have hospital privileges and credentials as one measure 
of quality. To date, we have established nine {9} providers in six {6} countries, which is the most 
robust dental network in the Medical Travel industry. 

Satori Global Network TM 

The initial number of hospitals in the Satori Global Network'M totals nineteen {19} hospitals in 
eight {8} countries. The minimum criterion for inclusion in our network is accreditation by the 
Joint Commission International (JCI}, the International arm of the Joint Commission on 
Accreditation of Healthcare Organizations (JCAHO} which accredits all US hospitals. All 
nineteen (19} hospitals have passed our rigorous multi day due diligence process and have 
contractually agreed to participate in Satori's ongoing Quality Improvement Program. 

The Satori Global Network™ institutions and their affiliations include: (See Exhibit V for Satori 
Global Network™ Map and Hospital Images) 

• Canada 
o Centre Metropolitiain de Chirurgie-

• Costa Rica 
o Hospital Clinica Biblica, San Jose 

• India 
o Asian Heart Institute, Mumbai (Cleveland Clinic) 
o lndraprastha Apollo, New Delhi (Mayo Clinic & Johns Hopkins) 
o Wockhardt, Mumbai (Harvard Medical) 

• Mexico 
o Hospital San Jose Tee de Monterrey, Monterrey (Johns Hopkins) 
o ABC Hospital- Observatorio Campus, Mexico City 
o ABC Hospital- Santa Fe Campus, Mexico City 
o OCA Hospitals- Monterrey 

• Philippines 
o St. Luke's Medical Center, Manila (New York Presbyterian, Memorial-Sloan 

Kettering Cancer Center, Columbia University & Cornell) 
o The Medical City, Manila 

• Singapore 
o National University Hospital, Singapore 
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FORWARDED OR PROVIDED TO ANY INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

12 



e e 
o Parkway Health- Gleneagles, Singapore (Johns Hopkins) 
o Parkway Health- Mount Elizabeth, Singapore (Johns Hopkins) 

• Thailand 
o Bangkok Hospital Medical Center, Bangkok 
o Bumrungrad International Hospital, Bangkok 
o Samitivej Srinakarin Hospital- Bangkok 

• Turkey 
o Ac1badem, Istanbul (Harvard Medical) 
o Anadolu, Istanbul (Johns Hopkins) 

The Company, as a guiding philosophy, will not seek to have network hospitals in dozens of 
countries. We are looking to have a tight, high performing hospital network so that Satori can 
partner effectively. Our goal is not be all things to all people, but be targeted, focused and 
specific. 

The Company will expand in several geographical locations over the next several years to meet 
client requests or to fill a market need.  

 
  

  
 

  
 

These additions will require the same rigorous criteria and process as our existing network 
locations. 

In June of 2008, the American Medical Association (AMA), in response to the growth and 
demand of medical travel, issued a set of recommended guidelines for patients to use as a 
reference when electing to travel outside of the U.S. for medical treatment. Satori World 
Medical's operating model meets or exceeds all of the recommended guidelines published by 
the AMA. (See Exhibit VI for a complete list of AMA guidelines) 

Additionally, Satori Global Network'" hospitals meet or exceed US quality of care guidelines 
including mortality rates, infection rates and complication rates. Recapped below is a sampling 
of Cardiac surgery mortality of three (3) ofthe network hospitals compared, on a risk-adjusted 
basis, to three (3) leading California hospitals. 
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Office of Sl3tewide Health Planning & Developement. The Callfomla Report on Coronary Artery Bypass Graft Surgery 

The Network Management department is tasked with developing, contracting and managing 
our comprehensive network of hospitals in order to provide broad international access, a stable 
network and an affordable and predictable product for payers and their members. 
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Business & Care Model: Health & Shared Wealth Program ... 

Satori has established a contract pricing model delivering cost savings of between 40 and 80% 
on high cost surgical procedures when compared to the same procedures performed 
domestically.  

 
 Our innovative approach is to share the 

savings of global health care with all participants; individuals, plan sponsors and payers. We 
call this our Health & Shared Wealth Program™. Through our proprietary model (on July 14, 
2008 the company filed a business method patent with the US Patent & Trademark Office 
Application No. 12/172,941 Title: Satori Integrated Health and Financial Benefit System and 
Method. Our patent counsel is Mr. Timothy Lohse, Partner at the Palo Alto office of DLA Piper), 
for the first time the individual consumer i~ able to share in the savings in a meaningful way 
when selecting the Satori Global Network™ for their surgical procedure. 

The table below compares the cost for the US services with comparable procedures performed 
internationally. t 
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A June 2009 Harvard University study reported that of all the bankruptcies filed in the U.S. in 
2007, 62% of those filings had medical debt. What is even more interesting was that 78% of 
that 62% (those who filed for bankruptcy) had some type of medical insurance. This will not be 
a statistic that employees will be in if they select Satori for their high cost surgical procedure 
due to the make-up of our product offering i.e. a 100% medical benefit and a sharing of the 
savings. An employer can make the bold statement "We are investing in our employee's 
financial futLtre". 
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AS. History and Significant Events 

In 2004, healthcare coverage became the most expensive employee benefit paid by U.S. employers, 
accor.ding to a report by the Employment Policy Foundation. This ballooning dollar figures places a 
serious burden on U.S. companies and places them at a significant competitive disadvantage in the 
global marketplace. 

There are a number of trends influencing the state of the healthcare market today, including rising 
premiums, cost shifting of the burden of healthcare expenditures from the employer to the employee, 
an increase in the number of high deductible plans, and a increase in and demand for Consumer
Directed Health Plans (CDHP). 

Rising Premiums 

The cost of health care premiums is surging at an extraordinary rate. As a result, over the past five 
years, health insurance premiums for businesses have skyrocketed nearly five times faster than inflation 
and four times faster than wage growth, rising 87% since 2000. In 2009, the average annual premium for 
employer-sponsored health insurance totaled $4,824 for single coverage and $13,375for family 
coverage.4 Employees with financially sponsored healthcare coverage on average pay 17% of their 
overall premium for single coverage and 27% of their premium for dependant coverage. Every year 
health insurance becomes less and less affordable for companies, individuals and their families. Since 
employer health insurance premiums continue to rise at double digit rates, more and more firms are 
shifting the burden of these heavy healthcare costs to their workers. · 

Cost-Shifting 

Employers have reacted to the inflation of health plan expense by increasing employee's share of 
premiums, deductibles, co-pays or other out-of-pocket expenses. Contributions by employees are not 
only increasing in terms of the number of employers instituting this policy, but also in an escalation in 
the absolute dollar amount employees pay for their coverage. In addition to escalating premium 
contributions individuals must pay, the majority of covered workers face significant additional 
expenditures when they use healthcare services. Most (68%) plans have a general annual deductible 
that must be met before all or most services are payable by the plan. Individuals must then cope with 
high co-pays, co-insurances, fees for uncovered services, hospitalization fees, and numerous other out
of-pocket payments throughout each year. 

4 Kaiser Family Foundation. Employer Health Benefits. 2009. 
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High Deductible Plans 

A high deductible health plan is a health insurance plan with lower premiums and significantly higher 
deductibles than a traditional health plan. This works in a similar fashion as automobile insurance. This 
type of health insurance plan will pay for basic preventative care but all other care is paid for by the 
policy holder until a very high deductible is reached, typically in concert with a Health Savings Account 
(HSA) or other tax-advantaged plan. The percentage of covered workers in a plan with a deductible of at 
least $1,000 for single coverage has grown from 10% to 18% over the last two years and, among small 
firms, the percentage of covered workers with a deductible of at least $1,000 has increased from 16% to 
35%.5 

Consumer-Directed Health Plan (CDHP) 

Consumer-Directed Health Plan (CDHP) is defined as healthcare plans that combine high-deductible 
insurance coverage with a tax-advantaged savings account, such as a Health Savings Account (HSA) or 
Health Reimbursement Account (HRA). CDHP is fundamentally about empowering healthcare consumers 
with control, choice, and information. The consumer driven healthcare model requires that consumers 
have access to information about provider price and quality so that they can make informed healthcare 
decisions. Such health plans are designed to give patients greater command over expenditures because 
most health costs will be paid directly, using the tax-advantaged account. 

Implications for Satori World Medical 

As healthcare costs for premiums, deductibles, and co-insurances continue to rise and the financial 
burden continues to shift from the employer to the employee, there is now more than ever, a need to 
provide access to low cost high quality alternatives that embrace a consumer-directed model. These 
healthcare trends create considerable angst in the marketplace; however they present a significant 
opportunity for Satori. Satori's model is designed to lower healthcare costs for all stakeholders through 
real dollar savings. It also allows, for the first time, the individual to share in the financial savings and 
embraces the consumer directed approach by allowing individuals to make an informed decision as to 
where to obtain their medical services based on quality and economic benefit. 

Healthcare is the final frontier for globalization. Historically, it has not held much promise, however, 
due to the significant development of quality programs overseas and greater transparency on quality 
outcomes, coupled with the dramatic and unrelenting increase in healthcare costs in the U.S., where it is 
becoming commoditized, a window of opportunity has opened for the unique, elegant, and innovative 
Business and Care Model of Satori World Medical. 

5 
The Kaiser Family Foundation. Employer Health Benefits. 2008 
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A6. Current Status 

Current State of Healthcare Economics 

According to The Economist, the United 
State's healthcare inflation has 
consistently outpaced economic growth, 
making it the most expensive health 
services market in the world 6

• Because 
healthcare costs are increasing at 9% per 
year, well above the Consumer Price 
Index (CPI)7

, and the opportunity to 
receive high quality care overseas is 
becoming more widely accepted, global 
competition in the healthcare industry is 
rapidly emerging. 

e 

*Source: National Coalition on Healthcare 

Meanwhile, in 2008, President Barack Obama declared as part of his presidential campaign that 
reforming the U.S. healthcare system is one of his top priorities and he plans to tackle this issue by 
expanding healthcare coverage to all Americans and lowering costs. He achieved this goal in March 2010 
by signing into law the Patient Protection and Affordability Care Act (PPACA). 

The PPACA is very complex and phases in over a number of years. The key provisions are: 
• Guaranteeing eligibility by all health insurance plans by requiring insurance companies to cover 

pre-existing conditions so all Americans can receive comprehensive healthcare benefits at fair 
and stable premiums 

• Creating Health Insurance Exchanges to help Americans and businesses purchase private health 
insurance through a competitive bidding process and providing new tax credits to families who 
can't afford health insurance and to small businesses with a new Small Business Health Tax Credit 

• Requiring all large employers to contribute towards health coverage for their employees 

Although a key goal of the legislation was to reduce cost, virtually all agree that healthcare costs will not 
be abated. In fact some argue that they will accelerate at an even faster pace. This bodes well for Satori 

6 The Economist. Operating Profit. 14 Aug. 2008 <http:Uwww.economist.com/business/displaystory.cfm?storv id =11919622> 
7 Oeloitte Center for Health Solutions. Medical Tourism, Consumers in Search of Value. 2008. 
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as we are the low cost option and organizations will want to include our product to balance out the 
escalating costs of care in the US. 

Projected Premiums for a family purchasing insurance in the private market will increase from about 
$13,000 in 2010 to approximately $27,000 in 2019 with the affects of healthcare reform compared to 
$22,000 without the affects of healthcare reform. 
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Sticker Shock 
The average cost of a family health insurance plan, which now exceeds $13,000 a year, 
is still growing faster 1han inflation 

A annual health Insurance premiums, 
tamlly coverage 

Growth In health lnsumnce premiums, 
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Implications for Satori World Medical 

There are two important implications for Satori World Medical. First and foremost, the legislation is 
about "insurance reform". Satori is not health insurance; we are a network of hospitals and doctors. As 
such we remain an unregulated organization. Secondly, we are the low cost provider which plan 
sponsors will seek out in order to lower their health care expenses. 

As the cost of healthcare services continues to grow, placing a significant burden on U.S. corporations 
and families coupled with the implementation of healthcare insurance reform, the opportunity for Satori 
to gain rapid penetration into the marketplace is realistic. The uninsured market will begin to shrink, 
virtually disappearing all together while Satori's target market, the insured, will grow. We also believe 
that sound business practices of efficiency, access, quality and cost effectiveness (which Satori provides) 
should thrive under the plan currently approved by Washington and any changes that may take place in 
the future. 
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A 7. Funding Requirement 

CONFIDENTIAL 
No. __ _ 

SATORI FUND 1, LLC 

e 
Limited Offering Memorandum 

Dated July_, 2010 

Preferred Shareholder of SA TORI WORLD MEDICAL, INC. 

 

14 CLASS A MEMBERSHIP UNITS 

AT  PER UNIT (BEING $500,000 PLUS  ISSUING EXPENSES PER UNIT) 

Minimum Offering  (4 Units)/Minimum Investment  (1 Unit) 

Satori Fund 1,. LLC, an Arizona limited liability company (the "Company"), is offering for sale on a best efforts 
basis to a limited number of Accredited Investors, a total of 14 Class A Units (the "Class A Units") for a total 
offering of Class A Units (the "Offering") of . The minimum required purchase of Class A Units is 

, One (1) Unit. 

The Company is raising funds for a single purpose - to fund Satori Fund 1, LLC, an Arizona limited liability 
company (the "Company"), which intends to purchase Series X preferred stock (the "Series X Preferred") 

from Satori World Medical, Inc., a California corporation ("SWM"). The terms of the Series X Preferred are 

set forth in more detail in this Memorandum but include, among other things:  
 
 

  

 

Offering 

Expenses and 
Price to Investors Management Net Proceeds to 

Class A Capital (1)(2)(4) Fees<3) Company 
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(Footnotes appear on the following page) 

INVESTMENT IN THE UNITS IS SPECULATIVE, INVOLVES A HIGH DEGREE OF RISK, AND IS 
SUITABLE ONLY FOR PERSONS OF SUBSTANTIAL RESOURCES WHO MEET ACCREDITED 
INVESTOR QUALIFICATIONS, INVEST FOR THEIR OWN ACCOUNT, HAVE NO NEED FOR 
LIQUIDITY IN THESE INVESTMENTS, AND CAN BEAR THE ECONOMIC RISK OF A COMPLETE 
LOSS OF THEIR INVESTMENT. SEE "RISK FACTORS." THE OPERATIONS OF THE COMPANY 
INVOLVE TRANSACTIONS BETWEEN THE COMPANY, IT'S MANAGER AND AFFILIATES 
WHICH MAY INVOLVE CONFLICTS OF INTEREST. SEE "THE MANAGER AND AFFILIATES." 

THE EFFECTIVE DATE OF THIS CONFIDENTIAL PRIVATE PLACEMENT MEMORANDUM IS 

July _,2010 

(Cover Sheet continues on the following page) 
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AB. Use of Funds 

Satori estimates that upon the close of this Series X Preferred Stock capital raise that  
 
 
 
 

. 
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A9. Investment Considerations 

The Company's single purpose is to purchase Series X preferred stock (the "Series X Preferred") from Satori 

World Medical, Inc., a California corporation ("SWM"). SWM is a California corporation engaged in the 

business of the United States medical travel industry, where patients receive medical care in qualified 

facilities in other countries. The terms of the Series X Preferred are set forth in more detail in this 

Memorandum but include, among other things: 

 

 

 

A more detailed summary of SWM, its business, management and stock ownership are set forth 

in the Section entitled "Satori World Medical" below. 

The Company has entered into a Stock Purchase Agreement (the "Stock Purchase Agreement") dated 

__ ___,J which is attached hereto as Exhibit "_" for the purchase of the Series X Preferred. The purchase 

price for each Series X Preferred Shares has been set at  per share. 

As an owner of the Series X Preferred Shares, the Company will have the following rights with respect to such 

shares: 
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The rights ofthe Series X Preferred are set forth in more detail in the "Term Sheet" in the PPM document. 
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B. THE BUSINESS 

Bll. Legal form of Business 
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812. Business Description 

Executive Stunmary 

Sa tori Worttt :M«<fca~ Is a payor-supptu:ted,, empl)()yer-s:ponsored, a:JMI!Imer-<ho1ce gllobail11ealtl'l.care 
netwol'k w:llildllr provides individll!i!ls, employers, and p.ayors Wlth, war!ld-dass: hea1thcare, excellent 
dl1!fl'l:, .set'\i'lic:e and srgnlncanlt mnancr:al bene'At. Si!ltol1 Is lllllJe nrst glooal healthc.are netwofD( s:pedl1itBif'r 
designed' ito deli:Ver hlgttr quality healthc.are .seNroe:s, Share the· tremerndoos mst s:a'Vf:lllgS with plan 
sponsors .and ttteiir empt.Gyees .a:oo coordinate an medi'c.al ltfave!i seMI:es fotr tllldlvlduals: w:Do .need 
Ci!lre_ Typically t'tle cast for a mail/Of' surg:lcal procedure Ts 40-BCJ.% Bess than tha'l: of the u.s., 
In, ifnten~atlon:ill ihospl'l:als tl'lat rival top us lns'I:Hutlons,·stalf'ed wllh equaTor hlg:her qual:lty 
·cmctct's, andl with no out-or-pocket opense to the rpatlent. 

Sat«I Wol1d M«!llca'l Is a values driven org·an~1llon. ,Sll:a:rtltng wtttrt our MiSsion Slti!lteme:Dt a:llld rore 
va1wes, our go.atl as ItO prowde seNices that our !busli!bf!S.'S pattlners. and dllents wn:l lberne1\11: rrom and 
vatwe as p;ut or il:helr .medlc.aF pila:lll. 

we strive to e:ooceed our ru:Stomers.• e"ij)&!i!ltlons In: evefyitllJin,g we co. The m.merstone or our 
ph11\o61o;pny rs bO pti[W[de a hlgtt touCh sl!f\l'iice thi!lt dBiiver'S quality ltlealt!!lca:re, consumer d'lorce, and! 
economic saM:ngs ror .an sta:tcettordl!Fs un a ,prorE:!SSJorni!l, seamless rna:Brner. VIe .are a ·dosed eoo
system·~ AU of our 1P:rocesses are ~~rmed interm:n.v so !there are· no e!4ltemat tt!ilndMI's. from tllle 
lnll!:iial phone calli to satoo, our Nurse Palllelrt :Mvoc.ate (t•PA), a tlfllngual surgrcanlv tta5ned Registered 
Nufi!ll! w;JJI ooordlnalte every step or th.er:r care; a'RSWetrtlng tll!lelr q;lllestlons: .a:bt)llit our hospl.ta!IS, doctors 
allld program; rommunlc.all!lng with 1p:.ayors on el'lglbrrit.y and authol1za1llorn; I'.Cidlita:l!lng medi'ca~ ~ds 
tr.aniSI'er; coordi'ma.'lllng a poome call between 'the patil~D't and l:rntematllona~ physidans; sctlil!diiJIDng their 
proc-edli!:re .and any :necessary rallow-u:p: apporntmefl.t:s wr~ l:lhelr u.s. physfdan. our ln,-l'louse Travel 
c.are CoordinatDt.rs. handle .a~l loglstr>es and'udlng .affrtr:llle l:'e!>e!JVail:lons: tor the ip:.a'tlent .and a rompanlon, 
hotel a4:rommooail:lons,. and coordll:l.a.1llng, orn-tl!te-grownd mnderge tr.a:IT!Sportall!lon setv.lces When tll!e!'tf 
artrtl"o~e In tlli!fr il!lestlnatton OOIJlllltl)' •. AI~ l:nteractilons arourn!l tile pail:lent are documented 1n Satotrtl·s: 
Otlent Se!'Mce Tool (CST). our s:ott:ware system Whidlli monitors, tr.ack:s, and FeOI:lf"ds the· p.all!lent fi!W.I' 
longftliJ(!Jnany across all runc.1llons. 

Sat«l :has as:ser:n'~ a :netw<Mrk or loln't Comrnlssl'on iliiTttematllon.an {JID) at:CI!'4!dJted ltlifl!Sipltals wJth 
departments d:es:Jgned to cater to· u.s. patrent:s, sti!IIT~ by U.S./U.K. or equi.\faf,en!lly tr'alned and 
board: certified ~~d'ai"'S and nursing mrr 'that are Engli:s1'1 speaking. our !l'lle'I:Work llllosprtar!S are -me 
best ot title best." Each llos;pital !las: beenr personally lnsped:ed by owr Chler i"!iediCi!ll ·DmC!8 (0'10) and 
\liP of Network oeveropmen~ ·woo 'l>etted the hosplla~ls amd docltors viia· olilr rtgorous mmtl'-day di:Je 
dlll'gel!"lioe 1proces:s:. Our. mUitJ-dlsdiplinafi'Y quality model lis umnatd!t.edi iin tl':le £:!lldustry .a:oo is lied !by RDn 
Jl)JlJITISon, M.D., F.A.C.S. a board certl.1ied surgeDn a:oo tl':le mmp.a:rry"s run-ttme 0'10. Dr. Jol'lnSO:Ill has 
assembled aBindl:ls.1li)' nrst, M.edllcal Quali:tv AL!vls:ory IBoardl {HQAB), comprfsea of leading dlnldia:ns In 
their sub-specfarty fiield woo illlave· estabt:lshed dll!llcali gl!ldellnes: arownd medlcaf travel eligibility, 
monitor ttte quality· outa:Jmes a:llld ~portlng or our na-work: a:nd serve as: .an adwsor to the company 
on ''i.a:r1ous medlc.all r:ssues. 

Sat«l h.a:s fimplerne!!lted a network. a:Jnltractr:ng pl'lllosophv or !UtiliZing: u.s. p~ style con'llri!n:!:s Wltltl 
all ou:r rntematlornal provid3er:S. we lil'ave oontrachlaiJy 'Oblrgalted au pll'O\Ifll!le!FS t:o partfdpate In oogolng• 
qualrty audilts, monllt011ng~ aede!Dtlalfng and qwarter1y reporting. Ottr rontracts recogBize· u.s. p.a:yors' 
reguliatoty oblfi!}illl!lons:. Our .agreernel!lt:s lil.ave inll!lwstry leading pa.y-ror•petformance 1Prowsrons as well 
as ·the requirement that all ttealt:halre personrnel il:hat toudlli oor patrents speak: En!JIIsth. Among our 
many oonltract: arnnovatlons, the pradng. or the sufl!)1cal prooedl.lre is bundlie!d {all lndlusl\le - l'losp1tal, 
phVsle!lao:n, .a:llldll:arles) .a:oo :negctili!lted as a· meed poce ll:i!!Se lfi!lte. 

Wo:.tti HoodqUIIftcltl 6!11 Camil'ln da li' Rdl'la\ SLil!a 4!17', Silll'll~, CA !1211Ji!!, I C>91!fl ~·J-,IIIIIi~«m 
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We ill!; !I.'Urtll! prov:lde a Slngte biLl to the pa~r W.llldl• I!S ijn u.s. DOllars a:llld us. ror tfle total expen~ 
um:lutli:r.tg our rl)(ed pl1oe case lfirte, alii traveE and I!MrteJ Ol)S'ts., oW" mar.k-wp ror ovemead .and prom:, 
andl a Persamal Ai::dldellt Insll!l"i!lnce Polley for each patient:. 

The east savlng!'ii lby the utilization of ·tl'le satori Global Nletwor:IC,. •for .a. proeedlure Is: 
betWeen 40-~ when• -compared to the CO!I!I!• of the :!'iiBme su;rglc:al ~pii"'Ce!:fu;re ,errormed 
In the u.s. As a, reStJit:,. a major S~J~rgliCi!~ hei!llthcare e:.!pense beoomes, ror lttlle flrs:lt ltlme, a 11llc'edl 
cost;. tmawn: il1l .ad\t'am.ce,. and Sim,Pie ma:th. one· bill to the payor rtam 5atol1, one· dledc rram Ule 
p.alt'ar to 5atDrL Tbls. mates ror a ·vef'lj low cost cfalnn adjudra.tlon fNfOces.s... our program us. easy t'!l· 
rmp'lernent and Is as simple· as •pru;g aoo plav". Typical diient estrmat:es are a savings. OPJ!Or!l:unity of 
tw!t:Ween .5-<5% or anm:Ja" medical! pt;el1lllum e:.!pense. 

Our nl!!'t'War'k: strategy revoEves. around t:wo (2) themes~ Fi:rs.t, we believe that a !!llghtry s.trurturedl 
network mad'e up or a hlgl!l: qu.al1ty, ihlgn per.1.ormlng, COIEa:OOratlve .group or Ms:p'ltals andl dortors: 
makes. lbuslru!SS aoo quarny sense rotr Satort as. w.efj a!S: ror atlr dlents. The secomdl IS: tn deii'>I!!ID,p a 
OO'IIaboratli\1'1!! retatnons.l!lf;p wi:l!h our network: rtos.p'lti!lls. .. we are title omly 0001parny lt.l 'l!l!re medT~ tr.a'llel' 
f:llldustry tiha'l: toorm ll'egulallllv Sl:heduled conrerence callS wltltt tfle key leaders:l'ilp of our nil!t'i\iork: 
p.artn er:s. 

Integran t!l ·our C:Or.pll<Fi!lte pllllosaptl;y and valhfes: lls tihat ani s:takeh0£der:s :Share ijn the sa'til:r.tgS of 
global hea1thcare. Tbe Health Ill ·snared Wulth Program'"" Is a revolutionary model whlldl, 
allows plan, sponsors:.to share a portion ,Of the sav:tngs with their empao:yees .. Folf the llrst 
rllme, Ule lmdMdlllil~ oomStJmer Who sererts. Satar\1 tor til!ielr StJrglcal procedure win ibe eli'gib1e tor am; 
eoooc1111fc. benent 'l!l!rrougn. our shared' saVir.tgs model wltillt a comtifltlt!Uon tn a:ITI e~plO\l'ee!s Hei!llm 
IR:elmbur.sefiDI!I!I.t Ao::oUn't (iHRA). rt is. tnlly a• wln..ow.Jn-wf:l1l proposltllo:ll. 

B\1' adding Satorli W'orfd M;edl'<a'l, an emplover IS ;rrwesti'ITig In lttllelr empfilll')'ee"S. li:r.tandal well.,;belng• by 
making !l:ihls. opt:i!On avafJab'le to ttlem.. Olilr program orrel1ng: ii!l a 100% medical; lber.telt'l:. Patients: 
al'e not going to lha'll'e any ll'lnanclal ·dlltlicui:Ues as: a res:ult ·of l'equlrlng an expensiVe 
sufl\gJleill· pr!Xedure. 

Satorli doe!S nat: charge a, Per IE'mployee Per Montillt ( PEPM), network: ;acoess Jee, or J'ental :ree far cur 
program. \vtlen sator:l Is selected ror a S:llll"gica!l pracermre by an emplovee !the resUlt r:s. !the plan' 
g;pc111Sor s.ave!S money, !l:ihel1l and only tnen, d'oes. Satnlill malke money~ Our economics are StJch tt.lat: 
we only benel"lt When all st:akehond'ers benemt. we are ru1ry alrgBed witillt all s.takehalder:s on a quality 
al!ldi fil1larndallbasiSJ.. Tl'lere as no .OO.WnSi.>llle Ito adding the Satat1 Gto'ba~ Ne'I:W>Ilf'k"" !by a:rny e1111p110yer or 
tleal'llJll plan since we Onil'f ;g;et :paiid when our ~ces are ut:IJiz.ed. 

Satorli ijs. a companv that rs a mlile wrd>e ancr a mlr.e deep. Satol1 nas. recruited a ;manaEIJI!meftt team; 
with over 120 years or leadlers'hlp ~r:ilen~e In healtl'ICI!Ire serv&ees •. Addltlil:ma'lly, we. illlave 
esta'blls.l!ledl a ~ding group ar adVllsors: f« our val!llous Boards wt.m o~ 275 ~r:s or StJccessl'ul 
tleal'llJll seNlce!S emtrepreneurshlp, medi1r.a1 management, pattetnt: care,. lber.telilts,. l!l:ealth plan; 
readership, go\'emmemt: and pl.ibllc: pallcy leai!lershlp. satnl!ll Is; structured tfl·rougttaut with illlea'lthcare 
e~efl!f!I"'Cielll, pr.ofe!S!Sianal staff. our mernb~ communlcatiions allld en~lrn~nt strategies ar.e well 
t!J\O:ught out. collla'ooratl'lle, web and prtnt based a:oo mast ~rn,portantt or all, 'lef'l/ tllser Mellldl'r'. we 
know a.Bd •unders:taoo qlllil'llty hei!llttlcare deiNII!ry am>lll ff.lllaoong~ 

our program promcttes lthe nillit!ion .lttllat all empt,o.yees• ha'le aooes:s 1'D 11lf;gih quaflty :t~~ea'lth care at .a• 
reasonab'le price and· are empowered to make an 'lmlarmed Choice a;round where Ito r<I!IOI!ive 'l!l!relr 
ttealtihl::i!lre. By adopting a global he:ailtheare ~benefit QpUOn, a :Plan sponsor wm bl'lng. 
adldltronal value m their org:anl'2a'llon (b~ ln~l'ea!l;lftg !their net incomll!!! I:Pirough the 
SiiWings) allllll Ulelr emplo:yees (W'I'Io receive an economa~· benefit). our pr<Q9:ram embraces; 
!itlls mil:ltilon and tlnls. Is de1111100:Strabedi ijn our busfi11Jt!SS aDd medical! maefeE. 'Wihen Sat!lrl Wal"'d Medlcal 
r:s i!ldtled to a health pt'an, lttlle organlzatllon · W.lll be wcrk:lmq wltillt a; m~pan;y tiha1:' uncrer:stands title 
cr.et~ of l!ll;gh qt!lil~lty, 'Patient-centric healtflare. 

Wf>flil• Ht:IOOquDrturm !!:.!11 C~ dillla' Rclr.a, SW!ili<Wi'", Sill!! I~"· CA !!211112:11)91!l) 7~ J-.1112l~«am 
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813. Product/Service Description 

·. :.: .. ·. . . :· . ·. . ·.·. >"- . -:. ·-: 

Wtilfld Medl(ljjll~ Ill gli)ballti!'aih:'lti!!ite I'IL..fl{t,M ililflt rmxJ~ quuntlfmbleittledlii::ah::.)u !iil'lili:if:!.!t :Soliirlott rut i!mflkj;yi!tii 
pro~'idirig a mcdiicnl nvct•lleirlt:frt:amd' sc:rvitles for h:igh 00st MIH:mef@emt surgeries. Tliis· isii;COOOlpl~bCd tbrcmtgfu ·iJ. 

w(D"Id-cb!IIS;. Eiigh .qiullit}' ne1...iMc>or Jiiiit! t:mnniiiiil~lr. limelvniliririlll ~ieed ~r;;;l:~~. v;·inh UWK ar eqmivall!lllly 
. uiiiliied and board ctnbllC<i p!lys.ic~ lihat.lli'Ci Elt,glfsh !i~llg;. Tille Cofllllany is US~bilsOO: aoo .has. .a robwt. itlldmir)• · .· 
····lending Qr.Qlicy A~iolrrilmtr: Pro~ Cii~ by Sii•mi·s t11ie( ~-fledir;Sl O:fficj::{~ Thrtlr~Sh tlli:; O:I:'Wclrk t'hc employee •• 
. t<tteh.~CS: a l 00% mcilkid bc:nc!na ..VIIh .o (l()lgt · saviiftss !1/liailltlg ilflportuttlcy. Wlllt oo CHaplo~t required mv.ilthly fec<aae~ a •·· 
single ~ll'iri..;lusi;.-ebmt (iin tiSiD;._SotOO provides higm.tom:h O<JJKicrge ~i~;;sforoll oopcc~ m'tllc: me.d~~1il trijp. indtrdi:ng > < 
im-'li~1Utlili;)' itwmi~"''n,u\h.•iit, 1••.1)~ m•.;h, i1~ in;.-i.~:muil•.•dJ>;t'li•.m~>; · · · ·· · · · · · · · · · · · · · · 

Cm;g;SE!cytces; 
• Nc!work M:mn€lemmt ofhOSfli::>Jtl~ and di:X:fors 
• Mcdkal Mmlogc•~•oo[/Qu&biry .lt.s-..urlll!lcc-.' 

Quollity M.11bftgen:ll:rn1. 
• Medical llmvel (I(]GlCicrgc ser,:iccs 
• Sirn~i.o£! :lhM Jlll'h:eo C::;i!lt! r-J.1~t, all·hi1dwilw bill. in US I) 

NetwQork Oyervlrw 

• 21Qi1 .clliilomcr ser;.·l oo 
• Cliemt Servi~;l,!< T~.li1f:lfT Jllalf(~~m f~;~r n.."")lnrtiml!: 
-. lmplementatitn pro;grnm ondl te~~m 
• Comrnut~lcaua~~~S n,uLc::rlals 
• CL1mpi•niLm pn;~g;rarn a~L indlldi!d 

• {i loiX!ll t~w.:.tr"k c::mnpri~ei! Cit 16 JC!inL t:L"nn•n1!">s3mi .. Pm\'ideT confnH!ts mee4s VS re:gul:a10I}' m1uirements 
Unh~m.UMrlnl (JCl} accredited: Jm.spi[nts. illl7 ooumr.ies • Saoori"s IRNs C(lordhnarc aU aspects all'c-J=Ifl::. iru:lll:ding 

• US/UK lrilari!.."<<. :t'Jtkl oo.-.rd cetrdficd pl'l)>slelail!l ¢<11115 beiWC'¢Tl p:atient ml!d irii.C::m-.111l001D,l phy;"Steians 
• (:.ngli~h. l~Jleni:iins :nun.ing ~niJ • l.n-l'!oil:9C: 1Nvel dqlaiJ'Iimoo[ l'l'S~'IIltlslbt~ for all travel 
• Due di~igencc sife .,.-i~ics mode 1tl' :all ho~pilals logi!Olir.:l; for pnriem :~~nd OOI!Th']Jo.ni:J.:n 
• Qn:lli1yr'f'l\llit:!lirn ~~.i JwC'hi;o;fM.r.lilil":11 Offi,-.,.., (Mfr~ 
.·::: ···-::···:-::: -:::: -:" ··-:.: > .. :: .. -::. . .·.· 

.· AVVmelt DiKoun«s/suin..,S opportUnity .. ·. . .... ·. . . . ·.· . . . . ... ·.· .. ·.· . . . .. 
• < Anil.llill premtl,iiril ~Vin,g$ Qpp(it11,Ji1.1Ly ~\;m~ bet"'~ s-6% milt n1,1 ~1,1rre(B iml)nillly nr<ai:uiilalfeti< > ··•••••• .·.·. 
• 40~8()% snvlnJ!:l' ll}oi.<~:r •~ n~'rnge d(lmestic: ~~· i;oid pliyll;i'<:lrm .f~ ff.lll" 1liit: i.;llme: ~rp;i~;:!d t:D.~~ ................... . . . • · .• • .. •· 

· • All.;,inclt~sivc. fixc:d prioc SIIJ'!gfctil ~ r~~ irii:E1Jdiltg o:W~ces for complete smg;ical episode mm > > }< 
... Pata crrt &. . C(!mpBill I ott ~ tumil;; alr(tit'i'!{ [.fl:oou~rt~i r:tit~a-roo attdl B IPC!rsoolllt &Ccidcilit insUi.atliCC ·polvey.... • •..••.•.•..••••••••. 

:::-~~~~~~~~~~;~~~!~·b \ 
• ·•. · Silwti i1fie1,•lillt c:ltatge a ncr~tk:t)tt~~ n!tuaiM.Ii'erJ~~Pio)'.ci!!,Pet Monift (PEPM) · f(!e 

····~~.~~~·-~~!j~~f~~:~:~3:::::.~::::i~:r~.m~~~-
:Siitorj ~provide wnplec :tixclJpi:fue esse r•kiJ to ~e sa Vi~ op)IQrtUJiit)': foi:' pion Sjl<lnsor > • 

. ~,,.~. ' ··.·.· .. ··. :-:-... .· .. ·.·. 

contact.Jorrtl:matiioll > · 

.·.·. :-. -:·:- · ... : _.-. ···:-.-.· .. -::_._-:- .. ·.· :_. :.--. :_:: ·> > .-.... <·-: .· _::··-::_::·_-:-_· .. · ·-·::_::-:::::-:-: :':-.· '·-: :::>:::::::- :·_::>-<:-:: .-:-:-: 
.Worlil~-:mc:.n~~III!Reia5Ulte4m.•:San·Oitim.>CA821~1>1111SJ70;![~2iJ;jjtw..i.~~~..i,~~c;(ll~rii 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

41 



e e 
Patient Flow Process 
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814. Industry Analysis 

Driven by rising health care costs at home, nearly 1 million Californians cross the border each year to 

seek medical care in Mexico, according a new paper by UCLA researchers and colleagues published in 

the journal Medical Care. 

An estimated 952,000 California adults sought medical, dental or prescription services in Mexico 
annually, and of these, 488,000 were Mexican immigrants, according to the research paper, "Heading 

South: Why Mexican Immigrants in California Seek Health Services in Mexico." 

The paper is the first large-scale population-based research ever published on U.S. residents who travel 

to Mexico for health services. It is based on an analysis of 2001 data from the California Health Interview 

Survey (CHIS), the nation's largest state health survey. 

"What the research shows is that many Californians, especially Mexican immigrants, go to Mexico for 

health services," said lead author Steven P. Wallace, associate director of the UCLA Center for Health 

Policy Research, which conducts CHIS. "We already know that immigrants use less health care overall 

than people born in the U.S. Heading south of the border further reduces the demand on U.S. facilities." 

Cost and lack of insurance were primary reasons both Mexican and non-Mexican U.S. residents sought 

health services across the border. 

Both "long-stay" Mexican immigrants (those in the U.S. for more than 15 years) and "short-stay" 

immigrants (less than 15 years) have high rates of uninsurance: 51.5 percent of short-stay immigrants 

and 29 percent of long-stay immigrants do not have medical insurance. 

"This points to the importance of expanding work-based insurance in health care reform, since virtually 

all Mexican immigrants are in working families," said co-author Xochitl Casten ada, director of the Health 

Initiative ofthe Americas at the University of California, Berkeley. 

Both short-stay and long-stay immigrants have even higher rates of uninsurance for dental care: 77.6 

percent and 51.6 percent, respectively. 

Not surprisingly, dental care was the most common service obtained by immigrants. 

Among non-Latino whites, prescription drugs were the most common medical service obtained in 

Mexico. 

Long-stay immigrants used Mexican health services the most, with 15 percent reporting crossing the 

border during a year's time for health services. Half of these long-stay immigrants lived far- more than 

120 miles- from the border. 

Long-stay immigrants are more likely to be documented than short-stay immigrants, Wallace noted, 
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which makes it easier for them to travel back and forth to Mexico. 

Short-stay immigrants- those most likely to be undocumented -were also the least likely to need 

medical care in all areas, with one exception: mental health. 

11 Undocumented immigrants tend to be younger, stronger and consequently healthier/ Wallace said. 
11 But they are also the most stressed out, as many are struggling economically, culturally and 
linguistically ... 

Short-stay immigrants who sought treatment in Mexico were more often women and were more likely 
to tell their doctor they were feeling 11 Sad or down ... 

Other findings: 

• Immigrants who travel to Mexico for health services are not necessarily the poorest. One 

explanation: The cost of travel may offset any financial savings, creating a disincentive for 
the very poor to travel. 

• Although cost was the primary factor in seeking health services, cultural and linguistic 
barriers and immigration factors were also important motivators. 

How often immigrants cross the border to Mexico for health services are particularly relevant to efforts 

to create and expand binational health insurance plans, Wallace said. 

Since 2000, several private insurance companies and at least one employer group have developed such 

plans, which cover an estimated 150,000 California workers who use Mexican medical facilities near the 

border. 

These plans may be both more cost-effective for employers and more culturally relevant for 

participants, Wallace said. 

11To the extent that binational plans encourage more people to access preventative and other health 

care, they should be encouraged, .. he said. 
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815. Strengths Opportunities and Strategic Advantages 
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Strengths Opportunities and Strategic Advantages (continued) 

Through our proprietary model (on July 14, 2008 the company filed a business method patent with the 

US Patent & Trademark Office Application No. 12/172,941 Title: Satori Integrated Health and Financial 

Benefit System and Method. Our patent counsel is Mr. Timothy Lohse, Partner at the Palo Alto office of 

DLA Piper, for the first time the individual consumer is able to share in the savings in a meaningful way 

when selecting the Satori Global Network™ for their surgical procedure. 
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816. Future Opportunity 

Satori focuses on several clinical specialties, one of which is the highly lucrative cardiac surgery market. 
The cardiac market is the largest disease segment in the U.S. and accounts for nearly $438 billion in 
medical expenditures in the U.S.8 In 2004, an estimated 6.4 million inpatient cardiac procedures were 
performed in the United States. 

Inpatient orthopedic cases are another clinical specialty offered by the Company. Hip replacements 
increased by 48%, from 153,080 procedures in 1997 to 225,900 in 2004, running up nearly $11 billion in 
hospital charges. First-time knee replacements grew by 63% from 264,331 in 1997 to 431A85 in 2004, 
billed at another $11 billion. It is projected that by 2015 the estimated numbers of these procedures will 
increase to 1.4 million knee replacements and 600,000 hip replacements preformed in the U.S.9 at an 
estimated billing of $35 billion. 

The first wave of the 80 million baby boomers heading towards retirement (this avalanche also referred 
to as the "Silver Tsunami") will result in a significant population shift and a considerable bulge in 
healthcare expenditures. Lawmakers and experts say that it will affect every aspect of municipal 
government, including transportation, health services and public safety.10 This represents a significant 
strong and growing market for both cardiac and orthopedic procedures, and other procedures that will 
be offered by the Satori Global Network™. 

Shoulders are the third most replaced joint in the United States. Patients in. the baby boomer age 
account for the highest frequency of shoulder injuries and arthritis of any single group and is expected 
to drive the market extensively for the next 10 years. The number of patients age 45-64, represent 70% 
of the entire shoulder-related cases. By the end of 2020, the market is expected to see the total number 
of patients undergoing shoulder replacement increase to approximately 63,500. Shoulder replacement 
surgery represents a $2 billion market. 

There were nearly 400,000 spine procedures, including cervical and lumbar, in 2005. By 2030, it is 
projected to grow to 3.4 million surgeries. Spine procedures have grown from $300 million market in 
1995 to a $7 billion market in 2007. It is estimated that the spine market revenue will grow between 
12% and 14% annually over the next five years. By 2012, it is estimated to be $13 billion industry.11 

Bariatric surgery, also known as weight loss surgery, refers to the various surgical procedures performed 
to treat obesity by modification of the gastrointestinal tract to reduce nutrient intake and/or absorption. 
Approximately 205,000 people had bariatric surgery in 2007 representing over a $55 billion dollar 
market.12 1t is anticipated that this segment will reach $68.7 billion by 2010. 

8 Heart Disease and Stroke Statistics. American Heart Association. 2008. 
9 Elliott, Victoria. American Medical Association. Hip, knee replacement surgery rates skyrocket over 7 years. 5 May 2008. 
10 Gowen, Annie. Washington Post. Brave New Boomers. 16 Sep 2007. 
11 Ong, Kevin, et al, Proceedings of the 751

h Annual Meeting of the American Academy of Orthopedic Surgeons, Future Demand in Spine Fusions: US 
Projections to 2030. 
12 American Society for Metabolic & Bariatric Surgery. Metabolic & Bariatric Surgery. 2007. 
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A hysterectomy is the surgical removal of the uterus. It is the most commonly performed gynecological 
surgical procedure. Hysterectomies are the second most frequently performed surgical procedure for 
women of reproductive age in the United States. Approximately 600,000 hysterectomies are performed 
annually in the United States, and at approximately $27,000 per procedure, annual costs associated with . 
hysterectomy surgery exceed $16 billion.13 

Satori World Medical currently is offering nineteen (19) procedures typically covered by health insurance 
as we head into 2010. We will be examining other "covered" clinical areas in 2010 that could be added. 
The financial criteria for the selection of new procedures are surgical procedures that cost more than 
$20,000 USD and those which Satori can save a plan sponsor in excess of $6,000 (with all Satori expenses 
included). A partial list could include In-Vitro Fertilization (IVF), Vascular Surgery, Ear, Nose and Throat 
(ENT), Limited Cancer Surgery (bone), and Partial Liver/Live Donor Transplantation among others. 

The total market opportunity for Satori for 2010 will be well in excess of $500 billion. 

Satori has established a Dental Program in 2010. We will be utilizing many of the same provider 
selection criteria as we utilized in our medical program. We believe there are two (2) opportunities in 
this area. The first is to provide high cost dental procedures at a discount to dental plans much like our 
medical program. In addition, we believe that there can be a significant amount of "companion" dental 
revenue where an individual who is accompanying a medical patient decides they want to get veneers 
applied or some other elective procedure. The market opportunity in dental is north of . 

In July of 2009, the Company launched a Plastic Surgery program. Although we are focused on the 
insured marketplace and since plastic surgery is not a covered benefit under virtually all health plans, 
the Company believes that an opportunity exists where we can capitalize on Satori being offered 
through an employer or health plan. Individuals will become familiar with our services and those who 
have utilized our network will have had an excellent experience with Satori. Those individuals seeking 
plastic surgery procedures will be interested in selecting Satori for their elective procedure because the 
services would be seen as an adjunct to their existing health plan at a significantly lower price for the 
same procedure performed in the U.S. Again here we would be well positioned for "companion" pull 
through revenue. (See Exhibit VIII for our Global Plastic Surgery Program) 

Plastic Surgery is defined as a subspecialty of surgery that uniquely restricts itself to the enhancement of 
appearance through surgical and medical techniques. Nearly 11.7 million plastic surgical and nonsurgical 
procedures were performed in the United States in 2007, according to statistics released by The 
American Society for Aesthetic Plastic Surgery. Americans spent just under $13.2 billion on plastic 
surgery procedures in 2007. The top five surgical cosmetic procedures in 2007 were: liposuction 
(456,828 procedures); breast augmentation (399,440 procedures); eyelid surgery (240,763 procedures); 
abdominoplasty (185,335 procedures); and breast reduction (153,087 procedures).14 

13 
National Uterine Fibroids Foundation. Statics on Hysterectomies.<http://www.nuff.org/health_statistics.htm> 

14 
The American Society for Aesthetic Plastic Surgery. Cosmetic Surgery National Data Bank Statistics. 2007. 
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One very unique opportunity Plastic Surgery procedure that has significant revenue potential is Gender 
Reassignment Surgery which we launched as part of our Plastic Surgery Program. Transgender is the 
state of one's "gender identity" not matching one's "assigned sex". "Transgender" does not imply any 
specific form of sexual orientation; transgender people may identify themselves as heterosexual, 
homosexual, bisexual or asexual. 

Most of the transgender community is uncomfortable or even miserable with the sexual organs they 
were born with. Because of this, they turn to Gender Reassignment Surgery also known as Sexual 
Reassignment Surgery (SRS). Along with this surgery there are a number of other procedures that are 
performed to make the transgendered person more "realistic", such as facial feminization for the 
transgendered woman or breast removal for the transgendered man. 

Reliable statistics are extremely difficult to obtain. Many sexual reassignment procedures are conducted 
in private facilities that are not subject to reporting requirements. Sexual Reassignment Surgery is often 
conducted outside of the United States. The number of gender reassignment procedures conducted in 
the United States is estimated to be up to 500 procedures annually. 

In the United States, a great number of sexual reassignment surgeries are performed in San Francisco, 
California by Dr. Marci Bower, a transgender woman herself. She performs surgeries 3 days weekly with 
an average of 300 yearly. She is currently booked for 14 months solid. 

A global center for this procedure is Bangkok, Thailand and the leading doctor is a Thai physician named 
Dr. Preecha. He is considered one of the top doctors in this field. We have reached a contractual 
agreement with him and are beginning to market this program through the transgender community. 
We believe that the market opportunity is such that we could be averaging as many as one (1) patient 
per week by the middle of 2011. 

In Vitro Fertilization (IVF) is a medical procedure in which egg cells are fertilized by sperm outside the 
womb, in vitro. The average cost of an IVF cycle in the U.S. is $12,400, according to the American Society 
of Reproductive Medicine. Infertility is an estimated $2 billion industry annually in the United States.15 

We believe this represents a significant market for opportunity for Satori. 

Within our primary target market of financially sponsored patients, Satori will launch focused cultural 
marketing programs, aimed towards select ethnic populations in the U.S. These programs will accelerate 
our growth opportunity, as well as, ensure an ongoing and growing stream of potential patients. Within 
the Satori Global Network™, there are many hospitals located in a country (Mexico, Philippines, India, & 
Vietnam in Q2 of 2010) with a significant ethnic populace living in the U.S. 

We feel that the Satori Global Network™ will be an attractive option to these groups and they will 
gravitate to their ancestral homelands for a number of reasons: 16 

15 
Infertility: A Public Health Focus on Infertility Prevention, Detection, and Management. Center for Disease Control and. Prevention, 2008 

16 Satori World Medical Proprietary Research.• 
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• Familiarity with country/city/region 

• Familiarity with hospital systems 

• No cultural barriers (e.g. language, customs, food) 

• Opportunity to travel to homeland (e.g. visit family and friends) 

• Comfort and peace of mind 

Asian Indians 
According to the U.S. Census Bureau, the Asian Indian population in the United States reached 2.8 
million in 2007. Asian Indians are among the fastest growing ethnic groups in the U.S making it the third 
largest Asian American ethnic group in the U.S. Additionally, immigration from India is currently at its 
highest level in history. Their average income is $68,00017

• 

Filipinos 
There are approximately 4 million Filipinos living in the United States. Filipinos remain one of the largest 
immigrant groups to date with 80,000 people migrating per annum. The Filipino community possesses 
an economic well-being with most belonging to the middle class. The average household income is 
$65,70018

• 

Hispanics 
Hispanics account for approximately 15.1% of the U.S. population or 45.4 million people. The Hispanic 
population is projected to nearly triple to 132.8 million by 2050. Their share of the nation's total 
population is projected to double, from 15% to 30% meaning that nearly 1 in 3 U.S. residents will be 
Hispanic. 19 The median household income for Hispanic Americans is $34,241 

Vietnamese (Vietnam will be added to the Satori Global Network TM in Q3 of 2011} 

The Vietnamese population in the United States is 1.65 million. As a relatively recent immigrant group, 
most Vietnamese Americans are either 1st or 2nd generation Americans, which makes them more likely 
to have families and strong ties in their home country. The median household income for Vietnamese 
Americans is $45,980. 

The Company believes there is a business opportunity in forming a division that could provide consulting 
services to organizations wishing to form Accountable Care organizations (ACO). An ACO is an 
organization that bundles the care for an episode of care, much like Satori has done with its 
international network hospitals and doctors. Having developed significant expertise and best practices 
the company will explore this opportunity in 2011. 

17 
U.S. Census Bureau, 2004 American Community Survey, Selected Population Profiles, S0201. 

18 
U.S. Census Bureau, The American Community-Asians: 2004. February 2007. <http:ljwww.census.gov/ prod/2007pubs/acs-OS.pdf> 

19 
U.S. Census Bureau. An Older and More Diverse Nation by Midcentury. 14 Aug 2008. 
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C. MARKET ANALYSIS 

C17. Target Market 

Satori's target market is comprised of individuals who have financially-sponsored healthcare coverage. 
According to the U.S. Census Bureau 255.1 million individuals were "financially-sponsored" or covered 
by some private health insurance (plan provided through an employer or a union, or purchased by an 
individual from a private company) in 2008, this excludes any government (state or federal) sponsored 
plans. The 255.1 million Americans is the gross opportunity for Satori World Medical. Within this gross 
opportunity the target individual who would utilize the Satori model would be age 40-64 with an income 
of less than $75,000 per annum. This population sub-set is segmented into several different payor or 
funding designs. This does not include the current uninsured population of 46.3 million who are the 
primary beneficiaries of US healthcare reform legislation (PPACA) that was signed into law in March 
2010. These new covered individuals will have access to insurance starting in 2014 through Exchanges 
(aka marketplaces). Satori plans on being active in the Exchanges as we are the low cost provider and 
will help the various organizations be very cost competitive. Recapped below is a description of the 
various types of financial sponsors. 

Health Insurance Plans 

A Health Insurance Plan that is offered by an Insurance carrier is a commercial enterprise licensed in a 
state to sell medical coverage insurance. Satori is targeting Payers with health plans that sell PPO, HMO, 
and to individual, small group and large employer group populations. 

• PPO- A Preferred Provider Organization is a medical care plan which arranges for the provision of 
covered services through a contracted network of participating providers. 

• HMO- Health Maintenance Organization is a type of managed medical care plan which usually 
provides full medical coverage in return for a p.repaid monthly premium. Enrollees are limited to 
the HMo•s network of participating providers ~xcept in certain emergency situations, or when 
services by non-participating providers are authorized by the HMO. 

• Individual- Individual plans are designed for individuals and families without employer
sponsored coverage. This means the individual pays 100% of premiums and all other out-of
pocket expenses. Typically these are medical plans with higher deductibles and out-of-pocke~ 
expenses than employer sponsored plans. 

• Small Employer Group- Small employer groups are businesses that are independently owneg, 
and operated with a small number (less than 100) of employees. 
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• Large Employer Group- A large employer group is a business that generally covers over 100 

employees. 

Self-Funded Emplover Health Plans 

A self-funded employer health plan is one in which the employer assumes the financial risk for providing 
healthcare benefits to its employees as opposed to purchasing medical insurance through an Insurance 
company. In other words, the employers are providing their own insurance. In practical terminology, 
self-insured employers pay for each claim as they are incurred rather than paying a fixed premium to an 
insurance carrier. Typically, a self-insured (or self-funded) employer will set up a special trust fund or 
account to deposit money (corporate and employee contributions) monthly to pay incurred claims.20 

According to the Employee Benefit Research Institute, in 2008, 55% of workers with health insurance 
were covered by a self-insured plan .. Among firms with over 5,000 employees, 89% of workers were in 
self-funded employer health plans in 2008.21 

Satori will target self-funded employer health plans with more than 500 employees. The Company will 
focus in on this category because the plan sponsor (the employer) receives 100% of the financial benefit. 
Satori's model is easier to integrate into a self-funded employer benefit structure which has streamlined 
decision-making thus making it easier to execute on implementation. Additionally, Satori's economic 
shared savings model can be easily administered, in concert with the organizations' Human Resource 
department. 

The Company will also target self-funded employer health plan vendors, all of whom are integral to the 
success and operation of a self-funded plan: 

• Third Party Administrators - A Third Party Administrator (TPA) is an organization that processes 
medical claims for an employer. A TPA handles the claims processing for an employer that self
insures its employees. Satori's product will be attractive to TPAs because Satori claims are on a 
single bill, allowing for easier and less costly adjudication of claims. Satori also enables TPA's to 
offer an innovative solution to reducing claims costs for their client while reducing their own 
administrative costs. Since all claims are on a single bill in USD rather than multiple bills that 
~rrive when the procedure is done in the U.S., this greatly reduces administrative burdens and as 
a result cost. 

• Stop-Loss Carriers- Stop-loss Carriers are companies that provide protection against catastrophic 
or unpredictable losses. Stop-loss Insurance is purchased by employers who self-fund their 
employee benefit plans but do not want to assume 100% of the liability for medical expenses 
th.at are catastrophic individually, or aggregate over a certain amount of expense. This segment 

20 Self-Insurance Institute of America, LLC. Self-Insured Health Plans. <http:Usiia.org/i4a/pages/index.cfm?pageid =3339> 
21 Employee Benefit Research Institute. Fast Facts 11 Feb. 2009. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

52 



e e 
could be an excellent opportunity for Satori, if the stop-loss carriers would price their coverage at 
a lower rate when an employer elects to include Satori in their self-funded employer health plan 
design. 

Unions & Associations 

According to the U.S. Department of Labor's Bureau of Statistics, in 2009, the number of workers 
belonging to a union approximated 15.3 million. 

Unionization rates are highest for workers over 55 years old. This is typical of unionized jobs, which on 
average provide workers with higher wages, greater job security, and excellent retiree benefits. All of 
this is associated with low .employee turnover and generates an older workforce over time. Highest 
unionization rates include equcational services (38.1%), protective services (35.6%), and utilities sectors 
(26.1%). 

The unions & associations' demographics correspond with Satori's target market demographics because 
they are mature employees, the majority being over 55 years of age, and have a net income of 
approximately $70,000 or less. Additionally, Satori's HRA model is available for all early retirees of 
unions and associations who are covered under the retiree medical plan, which comprise a significant 
portion of the population. 

Early Retirees 

Early Retirees (individuals who enter retirement prior to qualification for Medicare) are an outstanding 
target market for Satori because their demographic corresponds to the target age for diseases related to 
our medical procedures. Early retirees typically have extra time to travel, are on a fixed income and 
therefore would be receptive to receiving an economic incentive that can supplement their income, as 
well as, pay for future healthcare expense. Early retiree beneficiaries and medical plans qualify for HRAs, 
a key component of the Satori product. 

With health costs continuing to climb and on-going reports of companies scaling back on retiree 
benefits, the status of employer-sponsored retiree health coverage continues to be an area of 
considerable interest and concern. An estimated 3.8 million early retirees (ages 55 to 64) and 
dependents receive health coverage from an employer or union. 

Public Sector Employers 

Public sector employees are employed by departments or agencies of various government levels (state, 
county, local) or quasi-governmental organizations. Within the public sector, local government workers 
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had the highest union membership rate, about 43.3 percent in 2009.22 This group includes several 
heavily unionized occupations, such as school teachers, police officers, and fire fighters. 

The continuous, unrelenting growth of healthcare costs has become a critical issue for local 
governments, quasi-governmental entities and other public sector employers. Healthcare costs have an 
enormous impact on the financial condition of these organizations. Public sector employers have 
traditionally provided generous healthcare benefits to employees. These expenses have a significant 
impact on their ability to access capital markets to fund capital improvements and other liabilities, not 
only in the form of interest expense, but also their borrowing capacity. 

Other Postemployment Benefits, or OPEB, are benefits provided by a public sector employer to their 
employees. The largest segment of OPEB is retiree healthcare. OPEB also includes postemployment life 
insurance, disability, and long-term care. 

Due to the full implementation of Government Accounting Standards Board 45 (GASB 45), there has 
been drastic changes for the accounting of OPEB, moving it from a cash, pay-as-you-go basis to an 
accrual basis. GASB 45 is a mandatory accounting standard that requires Public sector employers to 
account for and report on an actuarially determined basis the estimated liabilities associated with 
postemployment healthcare benefits for all retirees. 

GASB 45 has uncovered some very large, hidden liabilities of public sector employers. There is an 
estimated $558 billion in unfunded OPEB liabilities for the 50 state governments and then an additional 
$951 billion for public sector employers (e.g. cities, counties, school districts, etc.). This amounts to over 
$1.5 trillion in unfunded liabilities.23 

Public sector employers are an excellent target market for Satori because they are a sector that places a 
great emphasis on value, typically have low employee turnover, a large early retiree population, 
employees with an income less than $75,000 and now with the introduction of GASB 45, have a financial 
incentive to contract with Satori. 

22 U.S. Bureau of Labor Statistics. Union Members in 2009 Jan 2010. <http:Uwww.bls.gov/cps> 
23 Zion, David & Varshney, Am it. Credit Suisse. You Dropped a Bomb on Me, GASB: Uncovering $1.5 Trillion in Hidden OPEB Liabilities for State and Local 
Governments. 22 March 2007. 
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C1 B. Marketing Strategies 

Communications Plan 

Satori's Marketing & Communications Strategy will develop, maintain and continually heighten the 
visibility of the Company in order to establish the Satori brand ubiquitous and closely associated with 
the leadership position in the globalization of healthcare, much like Kleenex is synonymous with tissue. 

In early 2009, we invested significant dollars in a number of initiatives that were specifically designed to 
meet our Awareness Campaign goals. All of our dollars invested have yielded significant increases in 
web traffic, media coverage and sales lead generation as delineated below: 

Tactics for Brand Awareness 

In January of 2009, the Company launched an aggressive Communications program designed to develop 
awareness, create credibility and subsequently gain third party endorsements which contribute to the 
growth in stature of the Company. Our program is focused around leveraging the power of credible 
third-party media endorsements to create demand, educate the various constituencies, and generate 
excitement for the Company's Business & Care model. Key messages of the company are designed to 
bring meaning and understanding of the Satori World Medical brand in a way that resonates with our 
target audiences with the single minded goal of profitable growth. 

Specific tactics include: 

• 

• 
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Web: 

Any prospective patient, when m~king their decision as to where to have their surgery will utilize the 
web to help make that determination. Our website, which showcases our International Centers of 
Excellence and world-class teams of physicians, will help to instill confidence in their selection of one 
of our International Centers of Excellence for their medical procedure. 
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Satori's innovative website serves two purposes; first, to create creditability and enhance the 
visibility of the Company. The second key purpose is to facilitate patient selection of our network 
hospitals and providers. Satori's innovative website was designed to engage the consumer to make 
an informed decision as to where to get their healthcare based on quality and financial benefit. Key 
features of the website include the ability for patients to: 

• Access hospital information 
• View facilities via virtual tour 
• Review physician credentials 
• Meet their doctor via video 
• Understand cost savings opportunities and benefit structure 

Competito~r Analysis 

~ ....... 
i!:'~S..W..Jifo'mll~.l.-l.ttlll .~ 
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Sales & Distribution Plan 
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C19. Competition 

Competitor Ana~sis 
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Traveling outside the U.S. for medical care is becoming a viable option for many individuals, and as a 
result there is an increasing level of competition within the global healthcare market. Within the Medical 
Travel space, there are three types of Medical Travel companies: Medical Tourism Facilitators, Domestic 
Networks, and Global Healthcare Networks. 

Medical Tourism Facilitators 

Medical Tourism Facilitators are essentially travel agents that also schedule surgical procedures at 
international hospitals. They are in same market space as Global Healthcare Networks, but mainly target 
the cash market of the uninsured, underinsured individual or those individuals seeking Plastic Surgery 
procedures. Medical Tourism Facilitators emphasize the travel, vacation, and leisure segment and the 
majority of them arrange popular tours of the exotic country. Typically they focus on cosmetic and 
dental procedures. Examples of Medical Tourism Facilitators are World Med Assist, Med Retreat, and 
Planet Hospital. 

Domestic Networks 

Domestic Networks are health networks located within the United States that are designed to attract 
patients on the basis of price and to receive the medical service within the U.S. Although they have 
logistical and geographic proximity advantag.es, domestic providers cannot compete with Satori or other 
global networks on pricing. Because of Medicare Rules (42 U.S. C. 1320a-7(b)(6)(A)), domestic providers 
cannot offer medical procedures for less than Medicare payment, making average procedures 30% to 
50% higher than Satori's Global Network™ providers prior to physician fees, travel and hotel expenses. 
Furthermore, some of the domestic networks are comprised of hospitals that are not accredited by the 
Joint Commission on Accreditation of Healthcare Organizations (JCAHO), or are small hospitals that do 
not have sufficient volume and have second tier quality programs. 

Global Healthcare Networks 

Global Healthcare Networks offer the U.S. network hospital model on a global level. This is the sector 
that Satori World Medical competes in. These full-service networks mainly select Centers of Excellence 
that are accredited by the Joint Commission International (JCI) and are often staffed by Western trained 
and board certified physicians. These networks claim to meet Payors needs by streamlining 
administrative functions such as provider sourcing, scheduling, travel planning and payment but do not 
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have any form of the quality assurance programs, network management and due diligence that health 
plans require for their membership nor the shared savings model unique to Satori. These global 
networks serve health plans, insurance carriers, employers, Third Party Administrators, and individuals 
accessing benefits. The largest Global Healthcare Networks are BridgeHealth International, Healthbase 
and Companion Global Healthcare. 

While some of our competitors share the same network hospitals as Satori, our approach and overall 
business model is unmatched in the industry. We built the company, infrastructure and all of our 
processes to be an extension of a US based health plan and as such, we mirror many of the critical 
functions required by health plans of domestic hospital networks. Additionally, because we are easily 
implemented, minimal resources are required by our clients to embed the program into their existing 
medical plans. 

Specifically, we provide competitive advantages that will accrue to our clients' benefits in two (2) main 
categories, Infrastructure and Product. 

Infrastructure Advantages: 

• Satori has a management team, with over 120 years of leadership experience in health services. This 
assures our clients that we know and understand what is necessary for quality health care, how to 
service clients, and what is important for their membership. 

• We have established a leading group of advisors for our various Boards (Board of Directors, Strategic 
Advisory Board and Medical Quality Advisory Board) with over 275 years of successful leadership in 
various disciplines. This incredible resource is available to the management team and provides 
relevant guidance, business advice and input into our direction and focus. 

• Our medical program is industry-leading, under the direction of our full-time Chief Medical Officer 
(CMO) and supported by our Medical Quality Advisory Board (MQAB). Our client's medical 
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leadership can feel comfortable that their membership is partnering with a company that utilizes a 
medical model as opposed to a financial model. Not only do we screen the ability of an individual to 
travel based on medical issues, we also receive, review and monitor our network hospitals quality 
measures on a quarterly basis. 

• Our Information Technology platform and capability for connectivity can be easily integrated and our 
clients will be able to review information regarding their membership or employees. Our Client 
Service Tool (CST) provides a longitudinal record of all interactions. 

• Our provider contracts have many features that payors require in domestic networks that no other 
company in the medical travel space has executed. Our VP, Network Development & International 
Operations has performed this same assignment for the last 20 years for Blue Shield of California, 
Aetna and HealthNet. For example, we have contractually obligated our all of our network hospitals 
to participate in quality reporting, quality audits, credentialing, and an industry leading pay-for
performance system. Our contracts address U.S. regulatory issues. Most unique from a competitive 
point of view, and very advantageous for our clients, is our negotiated all-inclusive fixed price case 
rates for surgical procedures. 

• We contract with the payors (our clients) and bill for all services on a single bill, in USD. Our fixed 
price case rate and the bill are easily adjudicated. There aren't multiple bills from different providers 
for different services. Health care expense becomes known and can be budgeted. Single bill, single 
payment. It can't get any simpler. 

• The sponsor, due to our unique single bill significantly lowers their claim processing expenses. 
• We are a "closed eco-system". Satori provides all services internally so there are no handoffs, no 

communications breakdowns, and care and service is delivered seamlessly. 

Product Advantages: 

• While other medical travel companies share some of the same providers in their network but we are 
the only organization that has made multi-day on-site due diligence visits which included our CMO 
(he actually scrubbed in and observed surgery) and a detailed audit of the facility policies, 
procedures and plan that was performed by our VP, Network Development & International 
Operations. 

• There are no fees (No PEPM or monthly access fee) to the payor or their clients for our program. 
Therefore, no Return on Investment (ROI) analysis is necessary to be performed at the end of each 
year. The Plan Sponsor can only save money. There is only upside from a sales force's or 
broker/consultant perspective in explaining the program to clients. We make our revenue only 
when the service is utilized so we do not get paid unless the service is utilized. 

• Our program is a 100% medical benefit. No out-of-pocket expenses are required from the employee 
when they select and utilize Satori. 

• We have developed a very novel and unique cost savings sharing program between the Plan Sponsor 
and the employee who utilizes our service. As mentioned earlier in the document, we have filed a 
patent around it. This provides Satori with a distinct competitive advantage. This program allows the 
employee to share in the savings (via a Health Reimbursement Account) i.e., in the difference in 
expense between the procedure being performed in the US compared to the cost internationally. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

68 



. 1.- e e 
Even with all costs included, (travel, hotel, procedure, our overhead & profit) for the international 
procedure, the savings is between 40 and 80%. No other organization can provide this same tax
advantaged program. 

• Satori is the only organization that has Nurse Patient Advocates (NPA) who are surgically trained 
R.N.'s acting as the liaison between the patient, Health Plan and network provider. 

• All of our patients will stay at InterContinental Hotels and Resorts. This connotes a level of quality, 
amenities and familiarity for Americans. 

• We provide a Personal Accident Insurance Policy for all patients that provides a payment if there is 
an accident internationally or in the unlikely event of a bad outcome during surgery. 

• While other programs include companions to travel along with the patient, we educate and provide 
instruction for the companion to support the patient in the healing/recovery process. 

Satori is well positioned to lead the global health care market because of the 
competitive advantages we provide health plans in virtually every aspect of our 

innovative model. 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

69 



e e 

• ...-to!\·., • .; .......... 

THE CONTENTS OF THE SUMMARY BUSINESS PLAN ARE CONFIDENTIAL & PROPRIETARY AND ARE NOT TO BE COPIED, FORWARDED OR PROVIDED TO ANY 
INDIVIDUAL OR ORGANIZATION WITHOUT THE WRITTEN PERMISSION OF THE COMPANY. 

70 



e e 
D. MANAGEMENT 

D21. Management Team 

Steven Lash, President & CEO 

Steven Lash is the Founder, President & CEO of Satori World Medical the leading global healthcare 
company that provides employers, health plans, plan sponsors and employees the opportunity to access 
world class quality healthcare at a fraction of the cost. Steve developed the Business Plan in the summer 
of 2007 and raised several million dollars of funding and opened an office in San Diego in April 2008. 
From inception through December 2008 he hired an outstanding management team, performed multi 
day on site due diligence of the hospital and physician network, executed agreements, filed a patent on 
the company's business model, developed the policies, processes and methodologies to provide a one 
stop shop, all inclusive service offering to plan sponsors. The Company started sending patients 
internationally for care in January 2009. 

Prior to founding Satori World Medical he was President of Woodward Laboratories an OTC 
dermatologic products company specializing in anti-microbial products. Under his direction he 
supervised an expansion of the facilities, an increase in eight (8) SKUs including the launch of two (2) 
new retail products and achieving national distribution in Albertson's Rite-Aid, Walgreen's and Wai
Mart. Revenues and cash flow more than doubled under his leadership. 

From 1999 to 2002 he was President & CEO of DermTech International a dermatological Contract 
Research Organization. During his tenure there he created a new business strategy and vision, recruited 
world class scientific staff, advanced their proprietary technology, and raised two (2) capital rounds (1 
angel and 1 venture). The new business strategy "From Concept to Commerce" created for the first time 
in the dermatology clinical testing industry a one stop shop for all services to bring a product from the 
bench to commercialization. The Company which was technically insolvent at the time of his 
employment dramatically improved its operation to the point where operations were cash flow positive, 
posted 8 (eight) consecutive quarters of revenue growth in excess of 800% and executed several long 
term agreements. 

Mr. Lash spent over 18 years with Sharp Healthcare, San Diego's leading and largest vertically integrated 
healthcare delivery system. His last position at Sharp was Executive Vice President for Institutional Care 
and was responsible for all acute care hospital operations (6 facilities) skilled nursing facilities (3 
locations) and the Sharp Health Plan, a federally qualified and licensed health Management 
Organization. Annual revenues were over $700 million and employed 6,000 employees. During his 
leadership he restructured operations eliminating 2 layers of management and created the 
organizations product line strategy and accountability which lead to a significant improvement in 
profitability. Prior to assuming his operational role he was the Senior Vice President for Business Affairs 
and Chief Financial Officer. In this position he was responsible for all aspects of financial reporting, all 
merger and acquisition activity, information systems and capital formation. 
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Steve was the lead individual on the executive team that designed, acquired and implemented the 
business plan that evolved Sharp from a single stand alone hospital to a multi-dimensional, vertically 
integrated healthcare delivery system. He executed in excess of $800 million in hospital and medical 
group acquisition financing transactions. Sharp Health care became nationally recognized as the model of 
healthcare delivery leading the transformation of the hospital industry in the 1990s and was 
prominently featured in many trade publications. 

Steven received his BS in Business from State University of New York at Binghamton and his Masters in 
Business Administration from the University of San Diego. Additionally, he joined Volunteers in Service 
to America (VISTA) and was assigned to the Watts area of Los Angeles. He provided loan packaging 
through the Small Business Administration to small and minority business people. 

He is past President of the Healthcare Financial Management Association and was the Founding Board 
Chairman of First Dental Health. He was a member of the Board of Directors of IDX (NASDAQ:IDXC) from 
1994 and was sold to General Electric in 2005. Additional Board service includes INC Research an 
international contract research organization. Previous Community Board service includes San Diego 
Hospice, San Diego Hall of Champions, a founding member of the San Diego Regional Cancer Center 
(subsequently named the Sidney Kimmel Cancer Center) and a founding member of the San Diego 
Downtown Breakfast Rotary. He is a frequent lecturer on healthcare trends at numerous industry 
seminars as well as a published author on capital formation in health care. 

Ron Johnson, M.D., F.A.C.S., Chief Medical Officer 

Dr. Johnson has been in private practice for 30 years in San Diego and has a long and distinguished 
career. He is a published researcher and has played a leadership role in several professional and 
business organizations. Highlights of his professional roles include President of the American College of 
Surgeons (San Diego chapter), President of the San Diego Society of General Surgeons, and Chief of the 
Medical Staff at Grossmont Hospital, a large trauma and tertiary medical center located in San Diego. 
His business affiliations include member of the Board of Directors, San Diego Hospital Association, 
member of the Board of Directors Grossmont Hospital, and President and member of the Board of 
Directors, Sharp Community Medical Group. Dr. Johnson has international surgery experience at the 
Hospital Mama Verno in Kinshasa, Zaire, Africa. Dr. Johnson is a graduate of the University of Illinois 
College of Medicine, Chicago, Illinois and is Board Certified in Surgery. 

Naimeh Tanha, VP, Network Development & International Operations 

Naimeh Tanha has over 20 years of professional health care experience primarily focused in managed 
care development and operations in the United States and abroad. Prior to joining the management 
team of Satori World Medical, Naimeh most recently acted as a health care consultant focusing on 
provider network development, contract negotiations, marketing, strategic planning, and management 
development for various physician organizations, health plans, and a pharmacy benefit management 
company. Throughout her career, Naimeh has held several executive positions in provider contracting, 
and network management roles with such prominent managed care companies as BSC of California, 
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HealthNet, CaiOPTIMA, and Aetna Health Plans of California. Naimeh has a Bachelor of Science degree 
from Sari Francisco State University, and a Masters in Health Care Administration from the University of 
LaVerne. 

Keith Mendoza, Director of Sales 

Keith Mendoza has over 17 years of health care industry experience primarily focused in the sales and 
service of medical and health and welfare benefits. During the last 8 years, Keith held a key position 
as an Aetna Senior Sales Director for large commercial groups. In addition, Keith has served in a similar 
capacity with other large US health plans and insurers in Southern California throughout his career. 
Keith has extensive experience successfully selling, servicing and implementing self-funded and fully 
insured medical plans. Keith has been recognized as a national sales leader. Keith holds a Bachelor of 
Science in Business Administration with an emphasis in financial services from San Diego State University 
and is licensed as a life and health insurance agent. 

Kevin Poling, Director of Travel & Customer Service 

Kevin Poling is a seasoned travel and customer service professional with over 20 years experience in the 
global travel industry. Kevin has undergone extensive training, specializing in the art and science of 
customer relationship management. Prior to joining the Satori World Medical management team, Kevin 
played a vital role in developing and implementing a robust corporate travel department which focused 
on client service excellence. Kevin has held key positions throughout his career with prestigious travel 
and client service management companies including American Express, Carlson Wagonlit Travel and TQ3 
Navigant International. Kevin obtained his degree in Travel & Hospitality from Hammel College in Akron, 
Ohio and is a member of the International Association of Travel Agents. 

Conni Nelson, Controller & HIPAA Security Officer 

Conni Nelson has over 30 years of corporate accounting experience, human resource management, and 
information systems management. Conni began her accounting and tax career with one of the Big 4 
firms, now known as Ernst & Young. Conni's experience includes a strong working knowledge of the 
health care industry, business analysis, and data systems solutions. Conni holds a Bachelor of Science 
degree in Information Systems and has used her knowledge to combine the accounting industry with 
more systematic and automated information systems. In addition, Conni is a member of the HIPAA 
Group and Satori's HIPAA (Health Insurance Portability and Accountability Act) Security & Compliance 
Officer. 
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D22. Professional Relationships 

Strategic Advisory Board (SAB) 

Satori's Strategic Advisory Board (SAB) was established for the purpose of providing an important and 
sophisticated resource to assist the Board of Directors and senior management in perfecting its current 
tactics and to support in the design of our forward looking strategy. 

John A. McMahon- Chairman, see Board of Director Bio 

Stuart Altman, Ph.D. 

Stuart Altman is the Sol C. Chaikin Professor of National Health Policy at Brandeis University. Dr. Altman 
also serves as chair of the Health Industry Forum and the chair of the Council on the Economic Impact of 
Health System Change. He is an economist whose research interests are primarily in the area of federal 
and state health policy. In June 2004, he was awarded the Academy Health Distinguished Investigator 
Award, and for the past four years Modern Healthcare named him among the 100 Most Powerful People 
in Healthcare. In 1997, he was appointed by President Clinton to the National Bipartisan Commission on 
the Future of Medicare. Professor Altman previously served as interim President of Brandeis University 
from 1990-1991, and as Dean of The Heller School for Social Policy & Management from 1977 until July 
1993, and again from 2005 until June 2008. He served as the Chairman of the congressionally legislated 
Prospective Payment Assessment Commission (ProPac) for twelve years. ProPac was responsible for 
advising the U.S. Congress and the Administration on the functioning of the Medicare Diagnostic Related 
Group (DRG) Hospital Payment System and other system reforms. Professor Altman is a member of The 
Institute of Medicine of the National Academy of Sciences and their Committee on the Future of 
Emergency Care in the United States. He has an M.A. and Ph.D. degree in Economics from UCLA and 
taught at Brown University and the Graduate School of Public Policy at University of California at 
Berkeley. 

Steven Shulman 

Steven Shulman is the operating partner at Water Street Healthcare Partners and Tower Three Partners. 
Mr. Shulman is the Chairman and former CEO of Magellan Health Services. During his tenure, Steve 
successfully brought the company back from bankruptcy and increased shareholders equity over tenfold 
-from $135 M to $1.6 B. In 2007, he was voted on "The Top Public Company Managed Care CEOs" by 
Institutional Investor. Prior to that, he founded and served as chairman and CEO of Internet Healthcare 
Group (IHCG), an early stage healthcare services and technology venture fund. IHCG created successful 
early stage companies, many of which were sold to larger healthcare organizations. He is the former 
chairman, President, & CEO of Prudential Healthcare, Inc. During his tenure, Steve engineered a major 
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turnaround of the company, improving operational results by $850 million in less than three years. He 
successfully sold the company to Aetna in 1999. In 1987, Mr. Shulman co-founded Value Health, Inc., a 
leading specialty managed care company. Prior to that, he served as President of Business Development 
for CIGNA Healthplan. He began his career at Kaiser Permanente as Director of Medical Economics. Mr. 
Shulman earned a B.S. in Economics and a M.S. from State University of New York at Stony Brook. 
Additionally, he completed the Advanced Management Program at Stanford University Graduate School 
of Business. He is a member of the Board of Directors of Magellan Health Services, Digital Insurance, 
CareCentrix, Access Mediquip and Health plan Holdings. In addition, he is a former trustee of the Crohn's 
and Colitis Foundation of America and the University of Hartford's Art School. 

Josef Woodman 

Josef Woodman is President of the Healthy Travel Media Company and author ofPatients Beyond 
Borders. He spent more than three years touring 100 medical facilities in 14 countries, researching 
contemporary medical tourism. As co-founder of MyDailyHealth and Ventana Communications, 
Woodman•s pioneering background in health, wellness, and Web technology has allowed him to compile 
a wealth of information about global health travel, telemedicine, and new developments in consumer 
and institutional medical care. A noted consumer advocate for the globalization of health care, 
Woodman has lectured at the Harvard Medical School and the UCLA School of Public Health, and has 
hosted more than a dozen seminars and workshops around the world on the topics of medical tourism 
and health travel. 
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Mr. Erra is the Chairman of the Board of Directors. He is currently the President of Integrated Health 
Care Strategies, a large health care consulting practice where he has held leadership roles since 1993. 
His distinguished career in health care management has emphasized organizational development, 
planning, team building and financial management. Previous executive positions include Chief 
Operating Officer, Scripps Clinic, and President of the University of California, San Diego hospital and 
Clinics. He has also served on a number of private and public company boards including Cardiometries, 
Quantum Health, TheraTx, EDIX, Cogent Health care, Vidamed, Alteer Corporation and Physcape. 

James E. Buncher 

Mr. Buncher is the retired Chairman and CEO of SafeGuard Health Enterprises, a dental and vision 
insurance company that was sold to Met life in early 2008. Before joining Safeguard, Jim was Chairman, 
President and CEO of Community Care Network (CCN), a Worker's Compensation Managed Care 
Company which also offered medical and dental PPO networks. Prior to CCN, Jim and a group of 
associated founded Republic Health and Horizon Health where Jim was director at both companies. 
From 1974 through 1982, Jim served as President, COO and a Director of Hospital Affiliates International 
with CIGNA, was founding President and CEO of CIGNA HealthPians. Jim also serves as Director and 
Chairman of the Audit Committee of Odyssey HealthCare, a public company provided hospice services. 
Other companies for which Jim has held a Director position include VISTA Healthplans (a Florida HMO), 
United Dental Care and Alliance Imaging (a mobile imaging company). Mr Buncher is a CPA. 

Steven M. Lash 

Mr. Lash is the Founder of The Company and serves as its President & CEO. See Management section 
that follows for his summary Bio. 

John A. McMahon 

Mr. McMahon's successful career has primarily been in the Insurance Industry having begun in 1974 
working for Pacific Mutual Health & Pension. He joined Johnson & Higgins (J & H) in 1979 and rose 
rapidly in the organization. J & H was the largest insurance broker and employee benefits consulting 
company in the world with 800 of the Fortune 1000 companies as clients, 112 offices in 52 countries, 
and 15,000 employees. John was one (1) of 24 individual owners of the firm. J & H was sold to Marsh & 
Mclennan (NYSE: MMC) for $2 Billion in April of 1997. John is active in many charity and community 
organizations, and an active private equity investor with several large private equity groups including 
Lion Capital and HM Capital (formerly Hicks Muse Tate & Furst) and Carson Private Capital. 
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James P. Mertz 
Mr. Mertz is the Business Development Manager, Oil & Gas, for Amphenol, Inc. In addition, he is an 
investor and operator of his family's west Texas ranches. James received his Bachelors degree in 
Electrical Engineering from the University of Texas at Austin and received his MBA with Highest 
Distinction from the University of Michigan's Ross School of Business. While at Michigan, Mr. Mertz 
studied in Bulgaria though the Fulbright Program and is a member of Beta Gamma Sigma. Prior to his 
MBA, he had a very successful tenure at Freescale Semiconductor, Inc. 

Medical Quality Advisory Board (MQAB) 

Satori World Medical has built a team of expert Board Certified physicians who are recognized leaders in 
their sub-specialty field. Together, with our Chief Medical Officer, Satori's Medical Quality Advisory 
Board continuously monitors and evaluates clinical procedures and guidelines to ensure that Satori 
Global Network™ hospitals and physicians continue to provide the highest level of quality care. 

Charles M. Cutler, M.D., M.S. Specialty: Internal Medicine 

Dr. Cutler recently retired from the position of Chief Medical Director for National Accounts at Aetna 
where he was responsible for the clinical strategy and clinical sales team that serves Aetna's largest 
customers. In that role he developed new programs to meet the needs of self insured plan sponsors, 
such as a medical tourism pilot program. Prior to assuming this role, Dr. Cutler was the National Medical 
Director for Quality and Clinical Integration at Aetna, responsible for national quality strategy, 
accreditation, patient safety activities, quality measurement and improvement, and integrating clinical 
activities across Aetna's portfolio of products (medical, dental, disability, behavioral health and 
pharmacy). He also provided clinical leadership for quality related programs, such as pay for 
performance and selective provider networks. He served on Aetna's Racial and Ethnic Disparities Task 
Force, the NCQA Standards Committee, and the Ambulatory Quality Alliance. 

He was previously the Chief Medical Officer at the American Association of Health Plans, Washington, 
DC, and was responsible for clinical aspects of health care policy, chronic disease initiatives, 
development of collaborations of health plans and other stakeholders to improve quality of care. There, 
he led national initiatives to improve chronic disease care including partnerships with professional 
organizations and the development of local partnerships with health plans, medical societies and public 
health organizations. He provided clinical and health plan operations guidance to staff responding to and 
drafting health care legislation on the federal and state level. At AHIP he served on Aetna's external 
advisory committee on race and ethnic disparities. He has served on the editorial boards and published 
a number of articles in peer reviewed journals. Dr. Cutler has extensive experience in all phases of health 
care operations, health plan benefit design and administration, health care policy, and managing 
relationships between health plans, employers, regulators, physicians, physician organizations and other 
health care constituencies having served in senior leadership positions in various health care 
organizations, including Prudential Health care, Harvard Community Health Plan of New England, Rhode 
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Island Group Health Association and has previously served on NCQA's Committee on Performance 
Measurement. 

David G. Jaimovich, M.D. 

Dr. Jaimovich is the President and Founder of Quality Resources International. As the former Chief 
Medical Officer and Vice President for International Accreditation Services for Joint Commission 
Resources (JCR) and Joint Commission International (JCI), Dr. Jaimovich realized the need to develop 
quality and performance improvement programs and patient safety initiatives as they relate to 
accreditation and improving the safety of patients in the hospital setting. He has overseen the 
development of these programs worldwide, and has worked closely with governments and healthcare 
agencies on 5 continents. His particular interest is in physician engagement of patient safety and quality 
in the hospital environment. He has presented at many state, national, and international meetings on 
such topics as performance improvement, accreditation operations, standards development and 
disaster preparedness. In addition, he has published numerous books and articles, and written chapters 
on Pediatrics, Transport Medicine, Healthcare Quality and Standards. 

Dr. Jaimovich is a board-certified pe~Hatric specialist. After receiving his medical degree from University 
Autonoma de Guadalajara Medical School, Dr. Jaimovich completed his pediatric fellowships at Rush 
Medical College Division of Critical Care and Children's Memorial Hospital in Chicago, Illinois. Dr. 
Jaimovich is an associate professor of Clinical Pediatrics at the University of Illinois, and an honorary 
professor of Pediatrics at the University of Santiago de Compostela, Spain, where he received the 1999 
Gold Medal for Clinical Excellence in the Medical Field. He serves as co-chair of the Bioterrorism 
Pediatric Task Force for the Illinois Department of Emergency Medical Services. He is the recipient of 
numerous awards including the 2004 Ron W. Lee, M.D. Excellence in Pediatric Care Award, and the Top 
Doctors of Chicago Award for years 2001 through 2004 and Top Doctors in America in 2005. 

Jose Ramiro (J.R.) Lopez, M.D. Specialty: Internal Medicine, Cardiology 

Dr. J.R. Lopez received his M.D. degree from the Military Medical School, Lomas de Sotelo, Mexico D.F., 
did his Internal Medicine Residency at Catholic Medical Center of Brooklyn and Queens/Cornell 
University Affiliated in New York, his Cardiology Fellowship at Saint Francis/Catholic Medical Center Long 
Island, New York and has had a distinguished career in the practice of internal medicine and 
cardiology. He is a diplomat of the American Board of Internal Medicine and co-founder and Medical 
Director of Access Baja, first USA/Mexico HMO based in the US to be licensed by the State of 
California. DL Lopez has presented at many conferences, received many awards and has been frequently 
heard on the radio and TV programs "Medicina del Milenio." 

John G. Finkenberg, M.D., A.A.O.S. Specialty: Orthopedic Surgery, Spine Surgery. 

Dr. John Finkenberg received his MD degree at the University of California Los Angeles, did his 
Orthopedic Residency at Harbor-UCLA Medical Center and his Spine Fellowship at Johns Hopkins 
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Hospital, in Baltimore, Maryland under Dr. J. Kostuik (President, North American Spine Society) and Dr. 
R. Davis and has had a distinguished career in Orthopedics and Spine Surgery in San Diego. He is Board 
Certified in Orthopedic Surgery and has Fellowship Training in Advanced Spinal Reconstruction 
Surgery. Dr. Finkenberg has had numerous honors and awards, research grants, extensive publications 
and several inventions and patents in the field of Orthopedics. 

Leland B. Housman, M.D., F.A.C.S., F.A.C.C. Specialty: Cardiac Surgery 

Dr. Leland Housman received his MD degree from Baylor College of Medicine in Houston, Texas, did his 
General Surgery Residency at the University of California San Diego, his Fellowship in Cardiopulmonary 
Surgery at the University of Oregon Medical School under Dr. Albert Starr, and has had a long and 
distinguished career in Cardiac Surgery in San Diego. He is Board Certified in Surgery and Thoracic 
Surgery, a Fellow of the American College of Surgeons, the American College of Cardiology, the 
American College of Chest Surgeons and the International Cardiovascular Society. Dr. Housman is a 
Clinical Associate Professor in the Division of Cardiothoracic Surgery, University of California at San 
Diego Medical School and has an impressive and extensive list of awards and publications. 

Louis J. Levy, M.D., A.A.O.S. Specialty: Orthopedic Surgery 

Dr. Louis Levy received his MD degree from the University of Texas Medical Branch at Galveston, did his 
Orthopedic Surgical Residency at the University of Texas Health Science Center-Parkland Memorial 
Hospital, Dallas, Texas and has had a long and distinguished career in Orthopedic Surgery in San 
Diego. He is certified by the American Board of Orthopedic Surgery, member of the American Academy 
of Orthopedic Surgery, the California Orthopedic Association and the Western Orthopedic 
Association. Dr. Levy has held numerous leadership positions and is a published researcher and clinical 
investigator. 

Jeffrey K. Williams, M.D., F.A.C.P. Specialty: Cardiology, lnvasive/lnterventional 

Dr. Jeffrey Williams received his MD degree from Hahnemann University, did his Residency in Internal 
Medicine at Mercy Hospital, San Diego, his Fellowship in Cardiology at Mercy Hospital and has had a 
distinguished career in the practice of invasive/interventional cardiology in San Diego and as Associate 
Professor of Medicine at UCSD Hospital/Medical Center. He is a diplomat of the American Board of 
Internal Medicine and certified by ABIM in Cardiovascular Medicine. Dr. Williams is a Fellow of the 
American College of Physicians and is a published researcher. 

Michael Buskirk, D.D.S. Specialty: Dentistry 

Dr. Michael Buskirk received his D.D.S. degree at the University of Southern California, Los Angeles and is 
in private practice of General Dentistry in La Mesa, California. He has been Dental Director of Sycuan 
Dental Clinic, Mercy Dental Clinic and on Dental Staff of Scripps Hospital and Mercy Hospital, San Diego. 
He is a member of the San Diego County Dental Society, the California Dental Society, the American 
Dental Society and the San Diego Implant Mini-Residency Study Club. 
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E. OPERATIONS 

E23. Financial Narrative & Assumptions 
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APPENDIX 

F27. SA TORI GLOBAL NETWORK™ MAP & HOSPITAL IMAGES 
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F28. Deloitte Report 

D~eloitte. 
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Update and implications 
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Foreword 

~i:'!:!I:'V~ IDtlt2n ~.;s .'!r.Jrr;;JDJilll rmm; mllia<>i!n:illbJ• to ;m ;uup~.bla at;m;;!M! I'Dl ~...-: 

Gl:;,!hai's.5i0fn ;,nil eM!~ H ~ ~· ~~OO;zllh pi;IM 01rd PltlY'irl.l~. 

~Jidf::ol 'l:l!Jnm;;;lll'Ol"Jrts ;;n IIJlllllt;nl ~ 1:r p:il:l;rr! polllf;tih"!S....ml'ill'llld.CZ'G illl:'':idc 
01>::b::!u;;lll art'Ol·lXXkm l'ls'li3 !D ;t;Dni 01 PlllG)d!IU L1 lh;, L'\.5" or th:ISII IIAta ~ twq; prl::os 
D- P'~,::J1 sa;r.~ il~ lli!'011l'lts ptl'lll>l'•rr.tibl tm.r.m •:JPijons r~;llk;l~~- tirl::ui;tl 
•n;:b s.-riz, p;.i:li'lllli:t:us .nd Cl!;:d>tl:'l!lt;id. .nil '!tmxr.h i!l'!t: tmllh li*'"!S ;md lliTl~ 
D".;A'l!r;r,l!;' nt!J.:Gtt; llll:.~ tn.7t Yllrir. •mL'l U.S.-I:!;~ m~,_. ~ns p;.- md l!(l'!t
pm::h."''I!IU ;:c.=.., ~Htt.-r&ii·:J..<lcornm.om ;pe:rcop.~ l:llllm-U!J;'Ih>l'>dmz;:;Jr.t w.hn::b;;~ 
c4' d19;;n:.~ .rr&!CJ.::in;).:;:m'lini!d "'~~'~"~ ils'..r.nm m,<;~:;lli't:l' mrt..r., ~ ~m!dllnwiil 
;a~ l'or~'li:!;r:lir~thi;n :his mct:r. 

\1'/;lh,hi!a:lt:·::<m tt~Zill:r~m:l;;: w:oo:~"'T! Pill'~~ l:r ilo ~l·::b:a:lil; :r.d mlldtc.al 
~:liS lim IIHilllJii:J~IL"l;S c4''l.!P ID 7D·~t oofttl lln'llllllll!C"~ WD onlldiiOIID lh;;t·lh;, 
L;EillbJ' WCI ~ rn:m lh11 ru'.>rurt OO:JI\Ih'TJc downt!sn ;ard ;ttlL1 35 pacmt m1mt g;ur;l:'l 

b1(Jimlll!;l!~r.1.. 

r.ita·o:lll:~pt c.r •nun" n J!G;;r:li.•:.:m !!;,"'!ct n.."''W. Mmftc.aliiP..rtsm r.~z.l'l. ::."'10t11a 
ml!l:hm:sm. l:r •.IOIILK! pu:iiw..m:o;.•::Jl he;~!h Gri' ~:;15. 

iilllll»:HI£Y, 

/Jif.J!t.{~. 
?ot!d: It 00. ·~: ft!.C\. ;·· .~ 
E:c;ro..r.!w Di;;:t:IIM > ·. ·. 

~n., lj;;11kf I'D; HJ11i ~-?::11\S 

""U'll!d:n.!f.;,.~. ·lJr4oi!i•'a~~::~l!ol:it!P'ltH'I••.., ............ -.doi:z!uurl'.nldim1 
tm•dotll'l!<:~.olilwlogll'llrurll.n·a!'-•~!r•ar.dlb!ii.hil-. 
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Introdtlction 

MIT.ikaltl.!mu1 ti.;."J ~"1!.rlcy rD! ~ ID ~liD' 
midGI Gill ;a;d Ul:n ;d-,grna~ oi'.;Ld.uml a::m ;;nd YGil 
Hrnm. t:"'! hth.r:t;r m;y bG ~:mill ti!.;."'Cl g:r:l!SJ5: 

·• a:rthound: IJ.S. p;;lbl'i?li t~ Ill nil»; ax~~ I'm 
mnrl1G11'1:.a;~ 

• llb::ord: ~"3;in p;;t»."'3t;;~4.-.;;Jb ~ lii..S.. tf" 

mmiiGII·:;;;;.-
' fllltr.lboundi: LlS.. j:Qtlmi!i;:t.uvts.:·~ dcmstcotil;' rm 

modlei:dt--;;a;;,_ 

In no D~ Cl!nlllr :lor l-k!oi'J1 !d.!lim~ b:J:il! ;;;'J)Jrl, 

MiJdt::ur illw.tm: 0-\;sl.l!\ffi m So:~erd:lll/1/lllm:',' tMI 

riNI!'.IID:l thn mocla lllllhm rn::hslr, ;arn::lpr,~ 
lldtlilnU'kNMil 1»5 ond :!ln;mct;ll;:r,!l'l"..;lloo5 a.v tho 
ll3t I•Jy;gls. i'!it\OCil/lm:E!Gr.s tm'*tl ;(~;I'm 

m.d!GJ~mlll 1r:r.q ;•:•.~uilll illl'J m..-:-4X'!i11;;• l;d:o!s 
such mru~ rnrntr.l!nts. fll'~tol\"om Fu1~th P!;m.. 
lncnnw.l ci:z.:rlii5Hc COII1lll"Jti'm; a r,;clllimmmti' IX:~itN!;. 
o,w prcfJd tlui•JUt:b:n.nd m..-d!Gillml'ism •:t:JU~1 fllil:h 
Uli'Nilrd~ Dl Ui :r.dllc:r.; lld11G."'3 !r, 21111, w.th.•wmil.t«J 
onm:lilliJ'·::m'JJ ol 3:5• mz::•>ill. tl.lntul'l;)Jlll(t, ~d 
m.d!allnulsm 1?ilhlll1• rm;ltoa::fSlmW~ Ill .~1 •up· 
to !iSlJ:Dl tlnll!."'!Sbr 2--:n:r_ 

e 

Jh;:, Dill:~! Hi!. u.m;.n l:r 1-l<l;;th::S:nr.~r.:r.s h;;s a:m1ruml 
·c rmrol!:.r 1m m..-dtGI ~-:as3;·nni.3'l"J. In tt"l;l5t 't'il!lr, 
.rr,;;ny t~,h,;-113ll'111!.mtml t."'ogr.r..r;.'l;nd mg!.Giiln 

<I!!p;t»zmtu~-.;; 1!:1' meo:llw ~In lfls mpo.1. •NR'Mll 
·f:xus tl~ th;:, J.-11D1Yn;~: 

• l'o.'~k;J ID!.IIsm ~ 

• lillll! of'hlliilh p:;ru tom::D~ :nm±bltum 
• St:tm' 1~:;11~ Ill a±-pi k11f!'.l;I!OO 

• Gn:rw.1ilaf tlJI"'Il.;p'l,,;r,m:)::;jf'!itls 

• tnp;zt ol t'm u.s. ~o.uk:'dawntum. 

1 Md'oll I'EI!J',!I.'II; C.:nu:un.., s..:.rt!q'Howo, -·l:i>r.llrl'lll>-=r'l~~ l::c!l./lli;I!ICII•::>.'Ift lr!: 
hlt::----~:t>:.rtd<ill,,l)lJ • .-:l~l:l'l'I:IIJ"'ii,Z?!:d!ft'-$1li11~J 

' IIL'llloill. 'liiD!fi:lll~'• ttw..-...... .=t.~·nnrlrl:llo.~ lndla~.ll!l!::ll', :DX.. 

-~-.. ~·""""""'~-:n: 
'k:mW!:.wt:•orei~.W.. "Mooln:!l"""""' ·'lbillhCDoli'•E>P•::2aba1~- l'i'ln~:Cl:Jm!V., 
~:liJD' 
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e 
Medical tot1rism gtiidelines 

I. niiTli»l Cl4' tw.l'llm:rn y,;fii,, lh;) LIS. h;vo-·~~ 
pmi!:!Cotl: tz:~ Ol'1llls! JiiltG.-ts ·Htm mz1o: m ;c=.rrJ~X:l:ll 
G;;.,;lm;cl HavR.J;r, tills t,a; 't.e ~..;I IIP.Itrn 

trcumy ;s ;:~ whn41 has mmm.-.d m:r:it/'!.rulnnu;;od, 
W\ih no m;;.;,;n~I~.ID·!,;INO'!ll lh;;,.!r.IC'!j!)Z Cl4' 
~:Jp;tr.g ~rit.ln~. 

Ttr.;r;,;'ld!o;!lllen rrucil lkl:ali-•::11• tro.v In f'!!Oll:nl m;'licot 
t~"ll !:l!t l:tffill ;dl:r .. tilltlllrt~. th;;-.hJTIQfcn ~Ai-l:;;al 
.r.z.:xtri:Dn JI'MA!·GStl!Hlmh 5.1!1: of nno nut:nl!n;;s th;l 
~!rl'bo lnb.vmfiJ:I·~ L"lStR'!Cll n:m!Llri3 
;mcia'.lmr mt::~K:; ll:-.:~t IOCI:t:i~ a rthl!TL'WIII'TIGdi:ol 
Gw•::L~ or L'll•r:J.S. ~!IIJ 1). I.Grw i7ll hllllrtll th;t 
1.~·~~1· .. m:nvmdli'l!r:Ucr~ ::a·th .. m.::i!W', 011011 
rorihmmtz:~·glz:I'W;:~nd•~ 

•-.:;:ruoa:.illl:)t7J.Ird.J>d2o!ft,{<W.Cm.n:ilanlill!r:!UI!:.InD-~I ~-bri 

hlt:i!otwa;orr......,.""'lt'.IITIIII';>.t~n-...:or::ml~ 

'Cllllorn. •~ .,.ud!liw1'1.11';ahllii'll~<al'rmda!l:mnh;.,ll~•lt...il:ui,"""',J1Jr'J'.l::>3,!,112!1}. 
~£h!lp•~·~M7&!! 

e 
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Role of health plar1s to incentivize 
n1edical travel 
~'llilkl tr....mn:~ .tmad :U n»::DI CillO' an be !Q!t3::;ncy 
t=·:>:rlltJ ~t-.. n G;;,d:lla.lmd '"' th;;, u.s;,. m::t'll ,JJ;~tmnls 
Mfc.J'l. lblo!lr ha;i!L'l pl;insll:od.llmriniViM16'1 tmdllrJII'lt 

ntron:YJ;;;m:.o.~. SI<Ya::lll~-s h;w tl!ll:iho:l 

m.C:a ~rumm P!b1 p~:J~;r.rnS ...,;t!t,, thd- hl!.illth benllllts 
p.~;;ru trt:llll;;- !).. !n!l.!llll'!l. ;m h!lj:)li.)JJilt'.;t IIWl:IDI Ulr.!ir• 

wotr..;:.tDmdJm tmat:rmt c~~Z ;roiiJTl!IUI.'Iltm";;JL'i'li. 

'ht'.d;;-~llr.li;ru s-~111 ;;;dJcli!~'la.a!lh ·::.m c~ tt l!i 
ym 'biiJia cltG:nt.."l\ad whi'lh.:·r lh051! plois Wil boo ;d~L!ri! 
n.., ;;r b:l!;d~IG ;;rr;o::>rmtlmlm~·:r p;tlolJTi!!i111'1l 

1'11102:\'ll f:h;.J»."lltlls of~ ~\'lrelS W rri.srr.d !mllL'li~ 
ro-p;;vrrmts cr d;dltll~;:s. 

Rgum 2: ModtciiJ Tbutfsm il'lkll Pmgr.mu; w!thtoHmllh •BI!rni:!t115 l'tlrn; 

{1.\'f!lll'o!nlf 

~llldG~ iFbrll!la BI.EI:ll'rJgr,d.ltt~ 

~·, Apclb Hospt.ats, lbli:J 

!II'!!!! .shldd ,;nd ~;nh Cllll'llmlla Mmlco 

r.klf'·'" 

81'.:11! •01:!&5 SDulh· Cirollr*!: l!:i1.:mmarad, ltt.a!tznd 
!ll'.:lll.:shldd" 

~Je~::>:-Hllll:ll!.o·~t.U:::.Ailrit.;!Q:....,......,. 

L ·~·;:mdU•~ -'!LSA:Iftfd:ir .......... ·::m:t;m'l':(:dii'\!'Nr!>,·filrur::t'l. :21)1)?. -.1':: l!t!p!IA,..,..tm~.n::m}IW=--:lilWJ:.\!5~ra11;;:d 

l~.;;:j a:rrp:r.t.n d!l!llt 
·of Arrfum 'l~t. 1:1 Apo!b Haspit;ll~ 1'1:1! •:J:L1::iJ,'*'='..w 
IJ'•::~Cri!~ th;.•Oingr.ur;wU!U'l •.wth O;!!u m:l B;.\"C;tom 
~ 01rd cmr ~:ltn all .t:J::;nmd!'JOO ~~paD !lalpt;;t5 

• RlDI.;projoct•o'Q!l aJ'I;Jt ;b:xll. iOO ll7::l!.'D ma:rb;r.; 

• A.'ll'irun:i;ld~l::lll'i. i'u:tudin;rt;n'l:!l OI!IIm.."'l!:a .;rn;I'IQllll'h."frts. 
wi:J h.;:,.rrQI".;goo b,t Alih~m W~l 

• I.Cl!'r.lly 117·:mo"Jw.l n»::DI ~>~~=• tn Jro;.;:-lhiln :.1ClCo,CDil 
L~Mi.!;.;ls mM:~:;d !t.roo:;h !dl!H'..Ild;d ~h p-,;r.s ;;ro f>~'" 

• CCI!Iolfi d!x:tJI ill}DJ p;;tKI!m 

• fl:):'o.r:.."'l! on .;rr~that.hi'!l,;;r ~ ll!l!te-of Ma:~ 
L"l"JTQ;I!Rl; 

• '1111 a::wr: p;ti;rrt!l ;OI'OC~lli±ns !l\l;prt.-.:!d th;oog'i'l Cl:k"11p;nnl1 
Gilj.!gj •111:1-.-t· J;Ql'lli•:t:Wr l7ial 

• 'I,U iiW·tllVT!f l'WIFI::ftri'o'1l!lli!;t!; y,'.lft·lti~::a-..s illi:JX!~ t::iD 

r-- -.:-,-lt•l!ltdG:u::·~.l!!ll<!nr~:tmlllaq.A>; l.l::m. 
-"" h!lp'!l~l:>;.._._ilmtl:m--n!lll~-...-!11,1an1!--J:tnl 

"~ IA'"Mo<:lml fl:mmn -·Dfl. rut li.:j\lfi'D:uHIII!bm: """'-'On;..'ll»f:Dl~. 
-.r.:l!t!pN-rr.._.:<lL-.~......Vi'iJloi!Z;t"'A:-

1; -T .,_c!P'b Rll'£1>:ldi:l:ll.rrll n . ._ 1'.11hora:b!U~ .. -: IIIDI:n:"-'!.1, !.'am z~ ~:ca. 
... .-.r.:h!tp."M-~·:mft:::M~[f).~-

1'--=;.am...m:nr:bt.,..,lmlll:ultiT•-·fa u.s ~-~;m,.!kfb!l'MMI'r1Zr'/i!l!p:n'. tui,>.1!1, 71!L. 
-.ti:h!lp~--~:.~_..r.inu:t111n!I..JI:...llll!lll 

n·;~ iiHI!!iiM! al' !.:uiM:•:all,. mn::...:.::u:&,·!::tllt:li2lo·,..,lmlllutr:l; ,._,.,._, ~:IVI'I''l-l, llll~. 
-.t'::l!t!p.\Wiwo~"""f.<.,.,..._'n~1~f:p 
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• • 
.States' initiatives to .adopt legislation. 

M;nra: ~ I'Tiii)H •::.img;:sln us. .r.uil'!h,:;;nn th;t hor1;:, 

b;;.m,;Jl.~4:1li1:1-·:M IJS1 !OMlr.ll·~ h;o¥;i'lnl'!l31MJ 

;<! iJII ~bl:a kwt l~, !'01'1/W.al ·~Ills hili'll II!COIJI"li1.Jd ~ 
p::t.:·rrt;~ ~-au;:, a: h::-iiL; ln!?.nr.; mm..-m.zJ!~!'f;<•~.s tor 

m;:d~,~!l!lllm. 'JhQJe h."'lo'tl boon tiY:J ;;rtt:~ frl.os 1';1' 

ro,;n;.:t:ll!!;tll.illll'nl:h;tWil'IJ:IIllth;~: .;S!II'..t;;/« ll"'a1l''I:Mz;:, 

lnS'!.N'S Ill ma:.rpm;m rm:liL.il :rutm wE'lL1 th;:t tulilili 
~ :Gns (f'(I!J'(! 31. 

R'IIUil! :3: :!itltl! Rnls 111 bJ."'IIIl'flzll ~lti!B Tantsm 

·~" [}7·1 ,43 

A'og':arr. m ~ lncmiilm 1»1 ~ .. ~wt.a o;~'l:!d rolllb!Olil 

rmi-:::.1 t:inl a .rri!Cbl :rocmhsm ill ~ihll.alth Gll'tltl::lllm ;;o:::ld:tnC t1J 
tit;• •:m: CD::rm~n lll'l!:mllmll Cl'::Jl 

lllCI!I!Ii.m'in::tlJclml: 
• W;irv;,r Ill :1~ ti!-;:L'Ij'ITIMis ;n:l d;:du~ ;:L'Ij'ITIM!s 

' !'ilymml •:t ltl'.n:l-7:4!·iill'iim I'D! >OO"Iiln!d ~ ;r.d om~, 
~ rrq:mm ill ilo tn:O!,VI tDUll.iY !Jr. th;:o-l\U'IY.IemlE'Jm ;r.d 
~niOO 

• ;o;;r,m;m-: m il.;-.:J:!Iilll'l!l,.;m~ tt:n;~.Qlllcy tor•lBm ~ mpal''!ll:i: 
k!oK: 

·• Rllb;m m o:w.'lmi:~ llfnDI:m~K;:,:h;;n, ro :J!li'OL"ll: 111 a:~ s""ilQI; 

B!J trr\TI:clu:lltl in 2007 

A'og':arr. m ~ iOOL"'tMM!; fll.: stt.n eo-;:~!; mr.r;ilurm :11 ~btl! g;:~S 

bmllrtii;n •.'ihll•ei!!tt m obln·.~t-:z;;,r.n il'lOI~&;r..tmlh Gl'l! :ldtf 

v.i1ml lhll·~l or suci! r.om l!i k:!Ymr 

•::..:Pr!VC EoJ!:c!H)oiDI'DC....b;O'II!d &::!1:.,0.1 ~~u~ 

Allh:;.u:t. ·~ lll".hlMJ!¥~1 :ns Jlil!l'~~ il~· S.'"m.• 
!hill: rum l;:gi!tliDis ii;;?~G",'L11i'"ao a.1no,, m ·ma Y.aloo 

orrrm::.t l:!l!:r?m. EDI:h bci W~~::;:,~ ;g.~i'l.lem15 
llf IJ'C\'I!i1ill rn:u"KtlllllCI!I!IMI:!; I'll! ;l;;r!illnl!; ;m:t 'il:i"~~ 

;;r;d ill'>ll'&IY h=.liT.! boon~;-, why 'L~' did not II= 
~ th;y~~ ,.b;IH!D uoon •.'lhl:h hrllm 
bits Goni iJG clM10-:JC!!l 

II ~-lo#1.1llU.........,..JL.lC,.;!/IIJ.!.o:7!JIJ.T~~JTo'l:h~.hfit:n 
11~1!;1\lWo'oW.--~~iarfam.~l_t\_DIY!400 

'"1'1:;<\-.-·::ru.n'lJ:>o'..dl.~,.~\f'~,m 

Bll ~..llXInm:i trllid'lnt.~ 
i'tltK! !:J.:L'Sil! CIJ,'!.nBII:!e 

o,, R!!~li!IIZ.I<Hmilrn:l 
L;bo:!r 
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Growth of fore~gn me.dical sites 

l:nu p:,::v.D>.r.o.::!';Xllt.'• wo rt.-Jml ih;oi tiil'l'llrr.i'tl:s L1 tim 
:e~ c4' llGlgn n»:tt::.;~ tii!II::B o::U:I p;ilWIII:!;Iln'iL, 

in ti-N mmlkiil! ootrn r.dum. Rm:m;to:;-pc:r3·ll!<:r..,·th;t 
llrila'!i m.-111:;;1 t:JU:lmdli!d"" ll,~;d lx:<>;;Jl:'YI ::0 

!l"itmli>TliSit..' l'l1:lrn 2009 ll1'2C1S."' I]UHll!ti'T!;II!i:' tfgj 

tm.f 1Sll,:COO :Jal'ml'lts•'IW\d l!ld!a's ~cl tmii!BCUTJIQ 

tu;l tl'llllht l!l<;;ht:I'I!Oilth~ Dt'h11 ~ros l1r.til :.-mtllrcl; :; 
P!;;p.;!fr.g ftM ti'r! lllqK'dlld !;Jllll'.th ;:r.d t:U'J. lor bas not 
mtD!II'II:iml ::11'1'/ !1!~'-!!i:lumstr-.mts. 

wi·.;J;;;frll m.mh::r or ~:JR!'Cin':;:a:'J.::.;~ !itls a:mmz::r 
l!ltJllitlll, ?z~Uos nm;r. .a:trt hll'il\''i:o lw.i! I'Till'lm •:l'.litt;. 
lhe Jo.nl Q:mn~lnt.m;;tlonill~IQ :s +.e 1-N;tf-•• ::ow: 
i!dllil.i'(!.~:tal ~lt;tkln llllllll.'iloo II h;r; tn::m151!!ti 
ttr,;;.,iUJh:r Dl ::IP~>~I;:rnignn»::ll-:.ail !lim !!n:m 15 r. 
20C6 '!Oao.~ 2X•m '2fli:E."' 

P.:r:il!nb B~d ~ u'~Giillf t.1 dt:r;»l Hll, tmlth 
011:oL"Q. IEll!du:md •· ~p;u1 .. ~m lt'.;t:mti'Kid 
42 ~~a liiml'>~\ It~. ll'lll'dt-~•r.:i 
Ql.IZ:t'l f'lli t.I.S. prt',;r.ts.T.:Jiilllg ;;z!Jtl;d :!!:4' em (.FIQ'n•'O: 

Rgum 4: Ftmlln .~I :mz rdlrlt!Dod ~~ Rrtl'i:!rJts ~d Bordtn 

Br.u.ll 

lrm 

ltl:ll:lnd 

• ~.i! do C!!..o;c;oo. r;.;n r;..,.JQ 
• Hco!Pf'.il lsr,.;a!l'.;.fl.iDi ELi!!ll!ln. ·~.a:o Pouill:! 

•· Hol;:lft;! s:.m.rtt;nn. Sdco Faflll 

•· ~ Hwrt lreotrulx;. Bll:!b;;
,. ~to Hos!it;l!i, C:ilem;l 

•• l!ld!olhoSihii.~·IHmP'!ol. D!!!h! 
• shf.rtl Ey;o Ito~.; I ;r;d lA![( Ci!iil:!i; B:mhir; 
• Wnd:hildl Alllll'i!a\ R;i~· 
•· •.'lb:::1:hil;:l1 Hlllll'i!a~ tallnl:ia\• 
~ ltln;;;l;olt 1-bs:fl.;l ~O:lal ~'Tl!l,. Bm;td: 
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<3!»rcl':urza;;;.!li'Ttlmfi lEI $2,o::D!lr li:s'Ji,ailllllii!dt.oa· 
•l.'::r.;:ril!X:.:;v:ild.:nlo.l proo;:;::lum;a~;;,.ml .;:,~ 

•!e.tc lri.bowrts:." thll'MI:m, Cl:t~ruOO ,;mw.th.lt 'k';'tn 
!.iN nol"t111&:P,nmmlc:.ll ~rumm nuil'.w~: th;;t:JS l"lllltlw.a:';· 
'!nO~ bi\• ~Ji.:;m rulcm1. 

•• 
.c..:wmmmt~oo! 

:s:mo-·P~mooru~;....,...l:rto>.nd;ti"~bil 

lrurt':iriY'Jlil im !A'mt ;;s • :!D'kl·~litf I'm iOY.l::rtm~..it: 
~::lrv.llJ"...'·tu:~·m·m:cru~ !.iN: 
~it·::J'i rn;ap; mi:dGI >!rut~ d:~.Jt~~!m.-r.;. 
~::ulh i(mia;• Qn.Jh;iJ,;n'd·::ffilll'$ha!.'D mu\nt;" .;,."'J!C!!nc:Gd 

crr;t,a eff!Nts; ·~ •::afik'>~~~ ts~anrls:nor.-a ~:mcl-~ 

<T."m:in!?..in~11 ~"i;!C.fl'ld;ilcr:1o;s Ell'm.."'ficl 
'lrurti:'".J. rill'R>~.;;,;;,>:tmlliorttll ~~llllli;':!il 

llll:nrnt."ll~· GJp:!l'tlnt lti<JI!Ill it.r:J~ of,!!'~ '!oo;wn; 
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.. ··Stln1mary 

1\i!mlal ~li!:i'ir1 ltlP!zm~:tilm m;,1.1r..-!oo ol.ot>e>!iltr4P' 
lridl.mry 1/illh iii I~ 1Pl1Nih lr.il)r.,ll"'J In e:o:am <lll 35 

~tir.Rl.Sit/.lh'.'ill llll!!"otJ:t ~? ·~~ 
p;tns• ;.n bsm.s m!l!!ll!s,~t~'ll, Q!.!i.lllt;:'!.~ ~l•:IGiin..d 
il.nd ·fu.e,y;all;- Jll'~ttoo 1::1 tumnl'ln 1~. 

1\i!ool:;l ~re:m ts ~~>:11 'l.tllrnm th~ th:lolilrlustrt 
Is ~l}tuung. Tho n~:kllrm ~ ihy I.OO.M':A how 
~pnc11n'i~D strudmll:i iiln hd!lllr,• lt.;;t h;s.bm.'h, 

m:mt,• l!ll'·;:eJI;Jm:l ~Lim IDD~.NS ond.htsl:thdn!A!r..nrn 
to~kl!s hnn ld!.lith..d lrilttliJ.m ln'•mimz.·ih;: 
po!Lnf:tll r!D."T>:!I\t$•:11 tl\io:Oip:lratr.g :rr~..;ll.ool'Si i'!l.l::o 

h;·ilitlh pgns. l'liiloa'blll'lii~;:J;Ilorillo p;;m; t, 'l,fi.m 'll'l~"ia 

ond ~G-:lla,;do.:llw-m Is 00\'l iii t:~'T! :lor filii!'~ IJ'OIKl'" 

S!l):::ns iill.lh:lo:mlo IW:ll.ln ;d:l!i.Dn." !lOOt Jl"'!g':lrr:~:.b;· 
h;-Oiitlh lrm.!)l'/ni'\I'.'Jl !:J"•:I',oj,:l; lmthl.ilnlll·madC!llnli'MlS 
;,bilf!'t! 'D lm:"'J'.nit•:>::!9!1i!l:iy !n:11i:L-cJ hmafla;r»s ;;bm;,d' Ill' 
m..r!EcalaJll (Fi-l!ISD 'i'). 

-·,---· 
In~ hl..l'rlJ.lll\lll b;,qtJillil;J•DI•:;J'IL ~'l,'hl;:Ati!Ag!Jd:l

llnz hliio' DSI&b'Bhad ; JDU'Jd;Jt.too. ad<i~lllfloill S'~ ...,'ill 
'oo r.!Mdocl fD mt,;~tl!;- 1:1~ sti!l!da;do;; th;t llX'!Iam 
t.JJ.rrJ J:f;l~oll'#il•:.m to JlQ'lt-clsth;rg;: ;;nd ~IriM!iJ • 
. 1\ttm:i~l.;tl:::n:,;nd ll~hl:b;- M:r'.J;I a."~nm:S·-.. Kl', 

F'aki11.s:6rr.'llll!Zl &:rc~ "'"':1 oth<ll!b- WII b;, mnort~rn. 

ah~l(lhtho ~lc dO'Iiliil!m li'OOlo»:: ill t»lr•I!Olil'!i 
:~.'~down m mllriiJ:.i l.oo;J?;rr• g~::rlltti. Zi•ll~, 
•$:1m:±it!l ~'rll.;~·:rn:fi·U~'T! m;dtG1l'iJ'OOtl:Ulil5; l.l.s; 

·>L'tll'l<lf'i l!;slt;{.• iii~ I!; lm~IUI n:G·Iil: rMO t:tri''OIS ill 

ll!d-.. -mt.~;t.b:ilm-::Fliilllcn •mt..; :!tw:::ng ....all.- ;mpn
!itoo 1-;r 'liill:Qrillmii iJilt:.;mtJX'IPUid'.m.m.. 

fl011iill.7: .. Facl!cmi lmlliJrUng1he Fll.'rlllim'tlii'O"Mb tiC MOOIC111burtsm 

lrwurnntc.Adz(~ 

FrJbum ~.::r.n 
Ettalllll~hlldi·DJr;altty~star.:tm<s. 

~·~:>!fi!J'llim>klpiiSL!I.I.C.A!I if;;t;l:lnrti!r.'<l!<!. 
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• 
Co~:ntacts 

,1\Vtha~; 

'll'f.;o,'M)l.Y.I]l)m '!co J1li:OII;im· tm~·indtv.'ri~IS·~·CDrr!r:,b

l!tmfi th;t"111'311;hts OiHD:!!!~~ It b:.:thiscnw.mih. 

F;nJ :11. ~li:!'r. FhJ:.l'. 

~iKlrt.iio'tl D~~ 

l:l;;+ll!tlll Qa;OO;·~ ... l'lir.tth Sd'.nl),'"rli 
~~Jmatm:.a:rn 

AIMiHti 1/l!.:.~d. MD, F~ 
~blM;~ 

i:killltlll Cbn!a!llLil;;i UP 
huntilrw>xd~;..>:r:m 

~~. 
l\;\ilmn Piirnl. ~ .. ID., M B.\'1. 

l(nnt;!;ct 

To!in::un mo;.;,.;;b::l!.!t th:~·~· C."!tl:tr I'm 'Hml't.1 
S.::!h:r'.JIJ,"'i:'l;. iit;~l:s ;aral.;;o!li;iTis,. p»lii~ ~1:"11\VN.•.~~ 

o:mr:J;;rn~'Oithsoo.rtbl~~ 

i:kimtm Oi!ribli ·t:... Au""'iilh sz:r.na.m 

~.s s rr2tn s'l"'.Kit PB'•'· 
W;!.t.nutu., .. oc 2<~ 
FJ\l:oo :UJ2·:.2:.?D-217J! 
Fail 202-Z:D-:l'fi'.:: 
Toll t.;mi!S::-2331:-61 lil• 

ErrtO!il h::'Oithsll~.!1bl~1'&llll:bl.o:4T! 
w:~~h~lli?.V.''•W~JJJ:r:m.!:.:iT~"'OII~k!tal3 

~'1ill.!<t 

Tolmgil:lm: :!D rooiM!:m:n;l ;f0JI:s ~jj Jl.."!,','lt:'..All.t.1 1$ 
pu!Ut10:i.~"tba !Jill>:illll Ombai'~:r l+lir.tlh Sd'.nl),"l\ 
~;&~ vSt: Mv,,,ocditc~:::>:lrr.l'tmlrlr.-!Bhllaiti"~J.i)ruf 

rub£ik 

• 
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l!:..."'fflll 'tli 12 • 
Deloltte. 
Center f.cr Haahh Solu:ticns 

.Ahouitihl. Cmtl!l" 
tim ll;toiHn cmmr ~Zll' H;-illlh ~l.IXr.~ OXH5.:11!> lh;-:hoz;ft., mnm IZI!il::::i ;m; 

cr l!'<lllliits UJ'; C:Ul ·;JC;i 1:0. ~::Jil'trnn aBl~;;h~-s lnliw h.."'illlh G!'·<~~'SI.IIITIOIIL~I. 
lliTIIl!lii"IO t.;mh;,.di~"Ql;,s am:l ~1Uril:im lMII J(ja>::l!HCI!mid!. roTOO;PJ rur 
re3l!il~:i.'J.. ltlU!dlih<:kP.i ;;nd cd'l;-r h:IITTI!. Dl ~~.-~:!.\ldri.II'bol;; t1Wle!±l s.::l!ltn h:lr 
rm.1:11t" li:r,et;·.;mcl ~ in~;t.t.s. 

TD•IISI\11 ""'lnl ::iOOul.lm Dlllcitm O!!rtl!! 'IIlli HISI!th .S::J!If.D.'?l., !Jb.>;l<.hlllrch ;rc+;;.::to; a!'!Ci 
mt'e.Jm, ;L~...n \TlJi -.:~un.o::m'ct1m£Jf'Dlm;ll.ttll:i!ulioo:o. 

• 

ltwm .ur.Jti.ru:tf:t.~·=---""' .~·.,.. J:!olloM>!IIJ'.onil ,.,.,,_,., ·-I!JI!N!'IIi ~r:~a-:i:n an .I .,..m._ic 
u.b;)!l:tm·~-ilMI""'IlDIBi~-EI!'w:+.w:p..~,.~f:!'lil't::-lr.-rm-hi"SSt~!:a 
t:mli!:tP.,.,...JlrQ.I.a:, lilVEI.~ mm:ftn; ,...,m ""*'n'>l:lrdil-.,.,.., .. """""_Rot:n.~:>;."'1'(·""'lllan m.l:llting U(.Eh:.., 
,...., ~ --,..,., PI"'"Mil'ze:m"" - .. ,...r.t411.1td·:anu!l.l ~ p::l:imc.ul.,,. 

;;twm..-...lru:ti:t•t~·=--··-J1111·11"!'"Cod·l1•i>.<llllli~·Lli''IT\Ilm<:>:·-.cril:!Pmi·~lor"'·"'_...ll"':b• 
rl!l;i!ll1ing ""- .-.mh-"""'lor..:m'ilmlo!:l-• Wlltat:I.ITCing b.~ Dril::lttlo ILl' d!:in I'I:I!:WlliTirllt.al t;.. ~ 
.,.. . .,_ -.c·-·..al:io! ... r:»t:w.a:'Wil"""" ""'''~ mllrm t!lpmamt,.::.ar·~llf Dril::llki•W' ~ 1i1<H1r:n .. 

~'IH!-tnm._ im:llldlrQ -...:tlimtlt1an, wma::H> Ill ~!:il:'f. t:liil1·t.no"' klr.a pGi:tliv ~--~~ r='1f/iil'lt:11':!'. 
IL'I'tri:l'·='""""tlRY· 

Yal.!1uwal•!--....--·lrJenlilx::f'ic::<"Jlli:H•H,...., b lri•p:uH,M"<Ltil; IIN!~1il!.111.., tJII~I:!yand lit alli:m l'l!l!l.i:tr.g 

lr:m!hi>•Jlol! -· Drii::Miill.J' Mil !'IIlii: O.l!Cll•Plll'""'f·"""*"-lndF1>d. b:I!INJ.Dl, -~ .,,,.,...._.,.,_, "'1'(·~·~ 

·--..-inm·-··::>1 a:DTn<l;•rbii:!U;;Ia:b)"£1:oln;. ..titrau':ilnls1ill'r. ~"" ~-"**~>; ll:!·h>..,.. "'
""""rilllt.cr h> "nl:::m.da• .,.,._-.,., 

lt;nybP·h>·!an!;cq a l'll:lli:V.,._..llo 1:,.,.,.,.......,.., thll-11!11'.11lNir>lrn!ha~ '"'"lnut! t: . .q:p~;r. 

AbcaJ3 lk*>lal· 
~-w::> l:·rn>·:. m:n-ar.J~ 'liF.s:he·'lllhT.alT~.•'!lwu•'Hniiro. D:fi':r. -.:rrt:£1!'•..-l'in"'- Ndr Jli·M'am ·• • ~,_....,,...-.:! 
~:iilri:~. n ...... u .. ·-~~ flli·•·:!.'!':IIIIHhmu=l•l!"" El!'ilwl•!!llhi:ud::""al'l:l!olail.':lo T:!.:<t ... ll:i:-:u.llM i!:i """":. 
!r:m" l'li!inoo·--·~"' IZIT~i:I'I:I•~II<:·Ww::i;:!>::n al'lf•lolJ'Irlz!r.n.bP'~W'·IIIl'lillt:uo.ilaldl!if»_ 

D:r~J:e~m~~UJ::. . ...u~,.......,.:~.~:·:t'll*:>ltJo·-rat"""""' 
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• • F29. AMA Guidelines 

~~~~ 
MEDICA~~ 
AS SOC 11\TION 

NE'Y AM.A GUIDELINES ON MEDICAL TOURISM 

The Pu\1A :advocates that employers, :in.nmmce companies, and other entities that facilitate o:r 
incentivize medic.al c:are outside the U.S. adhere to the follo\\'illg principles: 

(a) Medical c:are outside of the U.S. must be voluntary. 

(b) Financial incentives to travel outside the U.S. for medical care should not inappropriately 
limit the diagnostic and·therapeutic altemathies·that are offered to pMients, or restrict 
treatment or referral options. 

(c) Patients should only be referred for medical care to institutions that have been accredited 
by recognized international accrediting bodies (e.g., the Joint Commission International! 
or the International Society for Quality m He.alth Care). 

(d) Prior to tra\ff'l, local follow -up c.are should be coordinated and financing should be 
arranged to ensure continuity of c:are \Yhen patient11 return from medical care outside the 
US. 

(e) Coverage for travel outside the U.S. for medical care must include the costs of necessary 
follow-up care upon return to the U.S. 

(f) Patients should be informed of their rights and legal recourse prior to L\.~eeing to travel 
outside the U.S. for medical care. 

(.~) Access to physicU!tn licensing and outcome data, as well as facilit)>~ accreditation and 
outcomes data, should be arranged for patients seeking medical care outside the U.S. 

(h) The transfer of patient medical records to and from facilities outllide the U.S. should be 
consistent '"ith HIP.AA guidelines. 

(i) Patients choosing to travel outside the U.S. fo:rmedical care should be provided with 
infonnation about the potential risks of combining surgical procedures \vith long flights 
and ·vacation ac:ti.,i.ties. 
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• • F30. Satori Cross Border Program 

~ 

oChilv<.J~Iu~ 
-Himna<iH'<> 
-~~5 
-~oCity 

-Monterrey 
•i=>.Jcl::.'id, 
·Ras;uit:o 
.S;mn mpc.b 
-iec.a.1c· · 
-Tifu;:ma 

·~·-·····~d\ SIMNSA 
il'<."Ciwotk 

Fea1u!'IIS What It MBSIII> to YbiJ: 

lllgh OUIIII'I' Mobi'orked "otMM'cmpl'¥1"" Wllllll:N6~ ID.!bl'rt Can~.-~ lJQ'tDCUD<IIIDd 
&mpllli!!lllld ~ t~taut.:tTod ~ tf&\11( 01 DQ:lt.~ !:mlood lll'ld Ebl!'d Cllfti!iu!! ~ 

fSum.t Dud~!!~ AUIInlooD 
~~ 
l __ - ----· ·---. ---- ---~ 

Conlr1ie1od Flmdll'l1ellt 
:!lrgloGI Cil9l! Rllltd. 

Fa ob:tt.o h\Jh OOlll Sll~ 
------ --··------·-----

flll''lu:&/ly pm;rrml:i ICldl ~a:r Ctlillll Modlod Q&dr'iiiho ~·mallllm 1110 
port'omu:fll:eo! nct\wllk tm.pll1b !DcauJD lhl h\Jhlri'IIIMII Of pallillltCIIIIL 

Cl1clalo tow !Ddea{P~~ bGI'1I:a piU'; by-Uihg -~1D 
ll!nda·1DO'K modlllltf!ielllll'!ll!O'oruti:zt:qn rhWIII:!Ui• l!lilrilftii'IIICIIII~l:l:i . - ___ .-mb~b'~~ -- -········ 

Slmplllocl Blllna 

r -- -- -··--·····--- -- --
• -ll'DIIIIoHIIIIi'Hit 

I :5ciNiecls 

Srio<t m"""'!:ilng cln'~.,.,. pmn:srogtt.c> IIOJOI' ll.ft:. O!'ll)ll!J~ 111 n l!I30'1Wh!m 
~plrle:IOI.lm ~· 

.... ------ ·-- -- -·· ·'-··--····· . - ·- .... - ----,. 
Silla1'!Ulli~dl';'~ Mod~ Nlr.l<l Pdlcn! ld-lrallk'.n!:D.Il!lhll:tbCil 
pa!l'i'J:or.D ~Wlldlng phal&~•ll'ddmll'tlliillt!l'i llnn:illll'!l.ll!!d fidlllclcll1iill 
lbbll<up IW11. ~Jn.~'llrhd ~~ 1111 tla!!d.IIWDID ll!!d 
p:l!l>1l:~-.-.. 

• Through Tha Sm:ori era.... Ebdar Nn!woril;lloi, 'p'<lllAr ~ -.Mllgnn o!IClCI>!:I!I to r.i¢o qunl!ty ~ wlttclo 

indl%1a SIMNSA- Slslllll"ll!l t~ IIJ.!l.:i~. SA do C ... \ SIMNSA ~ l1!'ld dE!iC!I k1 "fllllllla, 
tJe:doltl, Roomilo o!n:l Ta;ata This g1voo U.S. HI~~-& thdrdopcndlni!J, v.b:J pmlar ta ruooi\ro 
tl-elr cnm fn Mmlfco, a:ce&l ~o q'.JIIIty rmcfcnJ c.am at 1!1 mdLECd OO!l1. .1141111lfw1M!o: dDim5 am .!l'br.ri1to:l to 

• • tho t:fnn !lp(n!D' In Engtd'l .s,..,.tJ.S. ~ l.;du!llry star:dmd:J. 

Fea1u!'IIS & Benefits 

•.1- ClYGiri':AIFJinmY ~~~G>~I:flll"a 1100 ~lit!~ lhaCdlllm~l!ioo!'ll' 
·-i·Madc:d--lnc:lc!l;oJUIIDnl'f~ba:rlo;j' 
· · '- Grupa Mlltpl, a llllll:lJ.Ill~ ~ suljllmllliDittll!' •.!--pn!ttlllDI n1111101FJ3111kia1 ha1!.ll:mrll to ba!b ~ ll!idtll;t Clll!ll!l bontl;r~ 
·! -Cln.tla IUil:l RZlfis ~ llttll.llb, cna Ill !tD rnmt .II1Cilillrn 11n:l br:hrllllltf'lli!\'EIIIQiid L1ba~ In Maxi!!~ 
.J· Dp Roo::ordil gt.tli!ll'lY p41tU!~ ph)TJE&ln !tD c:llpo1.d~ ID mw plll;nl'!llllllil!:DIIToi:G'tb cnln;, 24 I:!DIFU riBf 
( -lrtam:Bir.rSat;gmnill I1Sii3 5jNICIIa HF'>V<Illld lllb;r lti:il:trDrii:llllllil!:IIF Rli:llr.ll ~11'!!'!1 
,, 

V'tsit 115 11n o~websile ill MWt.salorivtorfdlneditaf .. cmn or 
call 866-6·1 3-'9686 1D ~pe-ak to mJa of Olll' Sales Professinf131s. tmday. 
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-, 

·-· --;:.~·~ 
' 

NO. DATE 

12/20 

, 
~ .• 

. ,. 
FAX JOURNAL REPORT 

' 

TIME FAX NO./NAME DURATION 

17:15 05:43 

BUSY: BUSY/NO RESPONSE 
NG : POOR LINE CONDITION I OUT OF MEMORY 
CV : COVERPAGE 
POL : POLLING 
RET : RETRIEVAL 
PC : PC-FAX 

" ,~-

• 
TIME 
NAME 
FAX 
TEL 
SER.# 

PAGE(S) 

. 
07 

12/20/2010 20:00 
BESHARA P.A. 
4075715879 
4075715878 
000F7N130819 

RESULT COMMENT 

OK RX 

• . 



NO. DATE 

12/21 
#038 12/21 

• FAX JOURNAL REPORT 

TIME FAX NO./NAME 

10:25 
10:39 94078727997 

BUSY: BUSY/NO RESPONSE 
NG : POOR LINE CONDITION I 
CV : COVERPAGE 
POL : POLLING 
RET : RETRIEVAL 
PC :-PC-FAX 

{,... _- ~ 

DURATION 

40 
13 

OUT OF MEMORY 

l 

• 
TIME 
NAME 
FAX 

. TEL : 
SER. #-: 

PAGE(S) 

02 
01 

'-.__-

12/21/2010 14:00 
BESHARA P.A. 
4075716879 
4075716878 
000F7N130819 

RESULT COMMENT 

OK RX 
OK TX 

- ---

ECM 
ECM 
--

--



NO. DATE 

12/14 

- FAX JOURNAL REPORT 

TIME FAX NO./NAME DURATION 

14:04 407 365 1186 17:06 
-

BUSY: BUSY·tNO RESPONSE 
NG :-POOR LINE CONDITION I OUT OF MEMORY 
CV : COVERPAGE 
POL : POLLING 
RET : RETRIEVAL 
PC : PC-FAX 

-
TIME 
NAME 
FAX 
TEL 
SER.# 

PAGE(S) 

20 '· 

12/14/2010 20:00 
BESHARA P.A. 
4075716879 
4075716878 
000F7N130819 

RESULT COMMENT 

OK RX 
-----

... 

--

"· 



NO. DATE 

12/17 
L___ 

• FAX JOURNAL REPORT 

TIME FAX NO./NAME DURATION 

12:49 0000000000 05:41 
----

BUSV: BUSV /i--10 RESPONSE 
NG : POOR LINE CONDITION I OUT OF MEMORV 
CV : COVERPAGE 
POL : POLLING 
RET : RETRIEVAL 
PC : PC-FAX 

• 
TIME 
NAME 
FAX 
TEL 
SER.# 

PAGE(S) 

11 

12/17/2010 14:00 
BESHARA P.A. 
4075716879 
4075716878 
000F7N130819 

RESULT COMMENT 

OK ~~-- ~~~ L_ ____ -

\ 
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• \. ... MB No. 1615-006l~.~xpires 09/30/2012 

~~~<,. Form I-924A, 
Supplement to Form 1-924 

Department of Homeland Security 
U.S. Citizenship.and Ifl!rnigration Services 

Part 1. Information About Principal or' the Regional Center 

Name: Last jFrrst - - -~Middle 
Keller I David C. 

In Care Of: 

StreetAddress/P.O. Box: 17470 N Pacesetter Way 

City: Scottsdale I State: AZ jzipCode: 85255 

Date of Birth 
(mmldd!~):  

Fax Number 
(include area code): ( 480) 365-0342 

Telephone Number 
(include area code): ( 480) 4 65-034 5 

Web site address: www. LibertyWestUSA. com 

USCIS-assigned number for the Designated Regional Center (attach the 
Regional Center's most recently issued approval notice) RCW1 0 31910 0 21 /WO 9 0 0 18 3 0 

Part 2. Application Type (Check one) 

~ a. Supplement for the Fiscal Year Ending September 30, 2 011 (YYYY) 

0 b. Supplement for a Series of Fiscal Years Beginning on October 1, __ (YYYJ] and Ending on September 30, __ (YYYY) 

Part 3. Information About the Regional Center 

(Use a continuation sheet, if needed, to provide information for additional management companies/agencies, regional center 
principals, agents, individuals, or entities who are or will be involved in the management, oversight, and administration of the regional 
center.) 

A. Name of Regional Center: Liberty West 

StreetAddress/P.O. Box: 17470 N Pacesetter Way 

City: Scottsdale State: AZ ZipCode: 85255 

Web site www. LibertyWestUSA. com Fax Number Telephone 
Address: (include area code): <· 48 O) 365-:- 0342 (include area code): ( 480 l 3 65 - 034 5 

B. Name of Managing Company/Agency: Empyrean West, LLC 

StreetAddress/P.O. Box: 17470 N Pacesetter Way 

City: Scottsdale 

Web site www. Empyreanwest. com 
Address: 

C. Name of Other Agent: None 

Street Address/P.O. Box: 

City: 

Web site 
Address: 

1 State: AZ jzip Code: 8 52 55 

~axNumber (480) 365-0342~~elephone (480) 365-0345 
(mclude area code): (mclude area code): 

State: 

Fax Number 
(include area code): 

Zip Code: 

Form I-924A (ll/23/10) 
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Part 3. lnfonnation About the Regional Center (Continued) 

Answer the following questions for the time period identified in Part 2 of this form. Note: If extra space is needed to complete any 
item, attach a continuation sheet, indicate the item number, and provide the response. 

1. Identify the aggregate EB-5 capital investment and job creation has been the focus ofEB-5 capital investments sponsored through 
the regional center. (Note: Separately identify jobs maintained through investments in "troubled businesses.") 

Aggregate EB-5 Capital Investment Aggregate Direct and Indirect Job Creation Aggregate Jobs Maintained 

0 0 0 

2. Identify each industry that has been the focus ofEB-5 capital investments sponsored through the Regional Center, and the resulting 
aggregate EB-5 capital investment and job creation. (Note: Separately identify jobs maintained through investments in "troubled 
businesses".) 

a. Industry Category Title: NAICS Code for the Industry Category I 

Travel Arrangement and Reservation Services 5 6 1 5 0 0 
------ I 

Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: Aggregate Jobs Maintained: 

0 0 0 

b. Industry Category Title: NAICS Code for the Industry Category 

Accommodations 7 2 1 0 0 0 
------

Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: Aggregate Jobs Maintained: 

0 0 0 

c. Industry Category Title: NAICS Code for the Industry Category 

Nursing and Residential Care Facilities 6 2 3 0 0 0 
------

Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: Aggregate Jobs Maintained: 

0 0 0 
----- - - -- ------------- ----'------------

3. Provide the following information for each job creating commercial enterprise located within the geographic scope of your 
regional center that has received EB-5 investor capital: 

a. Name of Commercial Enterprise: In~ustry Category Title: 

None 

Address (Street Number and Name): City: State: Zip Code: 

Aggre"""' EB-5 Capitallnv-o>tc I Aggregate Direct ruullndUeotJob Creationc I Aggre"""' Job' MaintaiDOO c I 

Does this EB-5 commercial enterprise serve as a vehicle for investment into other business entities that 
have or will create or maintain jobs for EB-5 purposes? 

0No D Yesf 
/ 

~~~~~~------------~~ Form I-924A (11123/10) P~ IIIUI 
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• • 
j"art 3. Information About the Regional Center (Continued) 

/If yes, then identify the name and address of each job cr~ating business, as well as the ammmt of EB-5 capital investment and job 
creation/maintenance associated with each job creating business. 

,.-
Industry Category Title: (1) Business Name: 

r-
Address (Street Nwnber and Name): Zip Code: City: State: 

\.._ 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

1-" (2) Business Name Industry Category Title: 

Address (Street Nwnber and Name): City: State: Zip Code: 

.EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

·;··/ 
·' . 

Industry Category Title: 

City: State: Zip Code: 

.Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: I Aggregate Jobs Maintained: 

es this EB-5 commerc~al ~n~rprise serve as a vehicle for investment into other business entities that O No O Yes/ 
or will create or mamtam JObs for EB-5 purposes? j 

a-ve ; 
s then identify the name and address of each job creating business, as well as the amount ofEB-5 capital investment ani' 

\Y. e
0

.
0
' nJmaintenance associated with each job creating business. · ea. . I 

(i}Business Name: j Industry Category Title: ·'. . 

I I 
~~ess (StreetNwnberandName): jcity: !State: lz~,/ 

I 

I I I 
- ' L----~ -··'Direct and Indirect Job Creation I Jobs Maintl 

I 

,-------------------------~----------------------------~~! 

----------------------------------------------------------~1 
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Part 3. Infonnation About the Regional Center (Continued) 

(2) Business Name: Industry Category Title: I 

Address (Street Nwnber and Name): City: State: Zip Code: 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

c. Name of Commercial Enterprise: Industry Category Title: 

Address (Street Nwnber and Name): City: State: Zip Code: 

Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: Aggregate Jobs Maintained: 

Does this EB-5 commercial enterprise serve as a vehicle for investment into other business entities 
QNo 0 Yes that have or will create or maintain jobs for EB-5 purposes? 

If yes, then identify the name and address of each job creating business, as well as the amonnt of EB-5 capital investment and job 
creation/maintenance associated with each job creating business. ! 

(1) Business Name: Industry Category Title: 

Address (Street Nwnber and Name): City: State: Zip Code: 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

(2) Business Name: Industry Category Title: 

i 

Address (Street Nwnber and Name): City: State: Zip Code: I 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

-----

Form I-924A (11/23/10) Page 4 
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Part 3. Information About the Regional Center (Continued) 

d. Name of Commercial Enterprise: Industry Category Title: / 

Address (Street Nmnber and Name): City: State: Zip Code: 

Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: Aggregate Jobs Maintained: 

Does this EB-5 commercial enterprise serve as a vehicle for investment into other business entities 
0No 0 Yes that have or will create or maintain jobs for EB-5 purposes? 

If yes, then identify the name and address of each job creating business, as well as the amount of EB-5 capital investment and 
job creation/maintenance associated with each job creating business. 

(1) Business Name: Industry Category Title: 

Address (Street Nmnber and Name): City: State: Zip Code: 

I 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

(2) Business Name: Industry Category Title: 

Address (Street Nmnber and Name): City: State: Zip Code: 

EB-5 Capital Investment: Direct and Indirect Job Creation: ' Jobs Maintained: 

e. Name of Commercial Enterprise: Industry Category Title: 

Address Street Number and Name: City: State: Zip Code: 

Aggregate EB-5 Capital Investment: Aggregate Direct and Indirect Job Creation: Aggregate Jobs Maintained: 

Does this EB-5 commercial enterprise serve as a vehicle for investment into other business entities 
0No 0 Yes that have or will create or maintain jobs for EB-5 purposes? 

Form 1·924A (11123/10) Page 5 



• • Part 3. Infonnation About the Regional Center (Continued) 

If yes, then identify the name and address of each job creating business, as well as the ammmt ofEB-5 capital investment and 
job creation/maintenance associated with each job creating business. 

(1) Business Name: Industry Category Title: 

Address (Street Number and Name): City: State: Zip Code: 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

(2) Business Name: Industry Category Title: 

Address (Street Number and Name): City: State: Zip Code: 

EB-5 Capital Investment: Direct and Indirect Job Creation: Jobs Maintained: 

4. Provide the total number of approved, denied and revoked Form I-526 petitions filed by EB-5 investors making capital 
investments sponsored by the regional center. (Note: If an adverse action was ultimately reversed and the petition was approved, 
then note the case as approved.) 

Form 1-526 Petition Final Case Actions 

Approved Denied Revoked 

0 0 0 

5. Provide the total number of approved, denied and revoked Form I-829 petitions fll.ed by EB-5 investors making capital 
investments sponsored by the regional center. (Note: If an adverse action was ultimately reversed and the petition was approved, 
then note the case as approved.) 

Form 1-829 Petition Final Case Actions 

Approved Denied Revoked 

0 0 0 

NOTE: USCIS may require case-specific data relating to individual EB-5 petitions and the job creation determination and further 
information regarding the allocation methodologies utilized by a regional center in certain instances in order to verify the aggregate 
data provided "above. 

Form I-924A (ll/23/10) Page 6 
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• • Part 4. Applicant Signature Read the information on penalties in the instructions before completing this section. If 
someone helped you prepare this petition, he or she must compete Part 5. 

I certify, under penalty of perjury under the laws of the United States of America, that this supplemental form and the evidence 
submitted with it are all true and correct. I authorize the release of any information from my records that U.S. Citizenship and 
Immigration Services needs to determine eligibility for the benefit being sought. I also certify that I have authority to act on behalf of 
the Regional Center. 

Signature of Applicant Printed Name of Applicant Date (mm/ddlyyyy) 

);;~ David C. Keller 08/14/1948 

Daytime Phone Number E-Mail Address 
(Area/Country Codes) 

480-797-6478 dke1ler@empyreanwest.com 

Relationship to the Regional Center Entity (Managing Member, President, CEO, etc.) 

CEO 

Part 5. Signature of Person Preparing This Fonn, If Other Than Above (Sign Below) 

I declare that I prepared this form using information provided by someone with authority to act on behalf of the Regional Center, and 
the answers and information are those provided by the Regional Center. 

Attorney or Representative: In the event of a Request for Evidence (RFE), may the USCIS contact 
you by Fax or E-mail? 

Signature of Preparer Printed N arne of Pre parer 

Firm Name and Address 

Daytime Phone Number Fax Number (Areal E-Mail Address 
(Area/Country Codes) Country Codes) 

0No 0 Yes 

Date (mm/ddlyyyy) 

Form I-924A (11123/10) Page 7 



__ , 

4 EMPYREAN WEST 

w ' 
' 
-
-

' 
' 

• 

U.S. Citizenship and Immigration Services 
California Service Center 
Attn: EB-5 Processing Unit 
P.O. Box 10526 
Laguna Niguel, CA 92607-0526 

• 

Subject: I-924A- Liberty West Regional Center RCW1031910021/W09001830 

Attached is the I-924A for the Liberty West Regional Center approved March 21, 2011. Since that time 
we have filed an activity amendment for a Los Angeles, CA commercial office project and a geographic 
amendment for a Las Vegas, Nevada hotel project. In addition we have two completed projects, seeking 
foreign investors for a medical tourism project, San Diego, CA and an assisted living project in Globe, AZ. 
Enclosed are the executive brochures; we expect to file 1-526's on both projects in the first half of 2012. 

Once the Regional Center amendments are approved we plan to have 1-526 filings in the second half of 
2012. Enclosed are brochures for both projects, upon approval we will begin marketing to foreign 
investors. 

We are actively marketing our Regional Center in China, South Korea, India and Mexico with an office in 
Beijing, China and one in Mexico City, Mexico. Enclosed is the Liberty West tri-fold brochure, one in 
English and one in Mandarin. 

If there are any questions related to the Liberty West Regional Center, please contact me. 

Sincerely, 

David C. Keller 
Empyrean West 
CEO 
dkeller@empyreanwest.com 
480-797-6475 Cell 
480-365-0345 Office 

17470 N Pacesetter Way- Suite 226- Scottsdale AZ.- 85255 I P: 480.365.0345 I www.EmpyreanWest.com 
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wv.rw.LibertyWestUSA.com 

www.Empyrean West. com 

Jay Carter- Jcarter@EmpyreanWest.com 

Bubba Cook - BCook@Empyrean West. com 

Dave Keller- DKeller@Empyrean \t\Test.com 
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Satori World Medical 

The Company is a privately held California corporation founded in 2007. Among the items accomplished: 

• Established global headquarters in San Diego, California 

• Team of expert-professionals with over 120 years of healthcare experience. 

• Assembled a.network of accredited International Hospitals 

• Established a unique contract pricing model delivering 40 to 80% cost savings 

• The only company providing coordinated concierge medical travel services 

THE DELOITTE SURVEY 

HIGHLIGHTS THAT 750,000 

AMERICANS WENT OUTSIDE THE 

US FOR HEALTHCARE IN 2007 

(INCLUDING DENTAL PROCEDURES} 

AND IS ANTICIPATING THAT 

NUMBER TO GROW TO 1.6 MILLION 

BY 2012 WITH SUSTAINABLE 

ANNUAL GROWTH OF 35%. 

:.. _____ ,.._..,_,_"'...;. ___ --; -.. ---··~~·...;.---:,• .... ~,-~----~~·~-;":----~~~-~--....- ........ ~-7"'"~"":'-"---''-:;-. .._~- ..... :~:-:-::--~;:-·, ............ --:-- -~~-"-- .•• :"':: ........ ~ - ~ .- ·-
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Quality Aassurance T earn 
Ron Johnson, M.D., F.A.C.S., Chief Medical Officer 

Board Certified Surgeon & Fellow of the American 
College of Surgeons 

Former Chief of Medical Staff at large trauma hospital 

Former President of American College of Surgeons, 
San Diego Chapter 

International Surgery Experience, 

Published Researcher 

Medical Quality Advisory Board 

Comprised of Board Certified physicians, leaders in their 
sub-specialty field for offered procedures 

Establish and monitor medical travel guidelines, clinical 
outcomes and quality reporting of provider network 

Nurse Patient Advocates (NPA) 

Surgically trained, bilingual Registered Nurses 

Interface with physician, patient & health plan 

The Satori T earn 

Steven Lash, President & CEO, 20+ Years in Healthcare 

Ron Johnson, M.D., F.A.C.S., Chief Medical Officer 
30 Years Private Practice 

Naimeh Tanha, VP, Network Development International 
Operations, 20 Years Professional Healthcare 

Keith Mendoza, Director of Sales, 17 Years in 
Healthcare Industry 

Conni Nelson, Controller & HIPAA Security Officer, 
30 Years Experience 

Financing by Empyrean West under the Liberty West 
USCIS Approved Regional Center 

$7 Million of additional collateral through an insurance 
vehicle. Investors own and are the beneficiary until return 
of their investment. 
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Who WeAre 

WE BUILT OUR FIRST ASSISTED 

LIVING FACILITY OVER FOUR 

DECADES AGO, AND HAVE SINCE 

SUCCESSFULLY DEVELOPED 

SUCH PROPERTIES NATIONWIDE. 

At ManagementConstruction and Development (MCD), our management 

team possesses over a century of collective experience in commercial 

development and construction that has included hospitality, senior living, 

retail and office facilities throughout the United States. 

Through our Pennsylvania-based sister company, Development, Construction 

and Management (DCM), we maintain a strong in-state presence. This gives 

us a clear perspective on local real estate development, particularly in the 

fast growing sector of senior housing and assisted living. We've built our 

reputation on reliability and a commitment to quality. By consistently delivering 

uncompromising value, we've earned the business of such major brands as 

Holiday Inn and Choice Hotels. And perhaps even more significantly, we've 

gained the steady backing of top financial institutions including Pinnacle 

Bank, Stearns Bank and Great Western Bank. It is our expertise in all phases 

of construction and management that sets MCD apart. This coupled with 

our extensive track record of achievement over time provides investors with 

the peace of mind of knowing they are truly investing in excellence. 
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What We Build 
As the Baby Boom generation reaches retirement age, demand for assisted living 

and senior residence facilities is only increasing. MCD is ideally positioned to capitalize 

on this burgeoning growth sector. We built our first assisted living facility over four 

decades ago, and have since successfully developed such properties nationwide. 

Through a subsidiary company, Generations Lifestyle, we also manage the day to 

day operations of these properties. So you can be sure our expertise in this 

arena runs deep. 

MCD specializes in identifying under served, rural areas where the demand for senior 

housing is especially strong. The scope of such projects tends to be smaller than those 

in_ major metropolitan areas, approximately 50 - 150 units. However the returns are 

typically significantly more assured. This is because we're not just another player in 

the market. We build facilities that meet a need not currently being addressed. 

Pre-approved by the Department of Housing and Urban Development (HUD), these 

assisted living and senior residents projects are generally embraced by local 

. · ·· municipalities and designed to thrive. 
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How We Build 

WORKING wmt OUR PROVEN, 

LONG-TIME ARCHITECTURAL 

PAill'NER, WE DESIGN THE 

SENIOR ASSISTED UVING 

FACIUTY FOR MAXIMUM COST 

EFFEC11VENESS AND QUAUTY 

Our decades of experience pay off in the development process. We begin 

with a comprehensive marketing study to determine the true viability of each 

particular senior housing project. If the profit margin isn't there, we walk away. 

Upon approval, we move forward with our team of seasoned professionals. 

Working with our proven, long-time architectural partner, we design the 

senior living facility for maximum cost effectiveness and quality. Based on 

our comprehensive industry understanding, we know exactly how to achieve 

both efficiency and value. 

Unlike other builders, we never simply bid out jobs to subcontractors. 

We use precise budgeting to ensure the returns are built in to the project. 

Through established relationships with in-state subcontractors, we can 

avoid expensive errors and delays, and keep projects on time and within 

budget: In additi~?~'- we exer~ise our considerable buying power to purchase 

materials, appliances and furniture directly from the manufacturers, further 

containing our costs. In all, it's our time-tested methodology that enables 

us to offer such attractive terms to our investors. 
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.The Opportunity 
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Baby boomers entering their retirement years are driving the growing need for additional facilities. Through our 

due diligence and development savvy, MCD has refined an approach that allows us to consistently reward investors 

at a rate far and above typical opportunities of this kind. While projects vary on an individual basis, 

it's not unusual for MCD investors to earn up to 30% return annually and more. And this 

is in addition to the significant tax write off due to depreciation as an equal percentage 

of your stake. 

Each investor receives a pro forma report in writing that clearly outlines the 

expected return for that particular senior housing project. While this is not· 

a guarantee, it does represent a thorough analysis of the opportunity. Since 

launching thi~ program, every investment has yielded projected returns, 

paying out investors within approximately 3.5 years. In addition, investors 

also enjoy the peace of mind of having no personal guarantees required. 

As HUD projects, these are fully non-recourse loans. No surprise then 

that more and more investors are taking advantage of this opportunity 

to tap into the lucrative senior housingmarket. Simply put, there is 

not another like it in America today. 1
\ 

~b 
. ·: 

--· ._.·;; 

~ .. 

.l.·t, 

' 



) 

Our Team 

"OVER THE YEARS, WE'VE 

LEARNED TO IDEN11FY OPPOR· 

TUNITIES FOR PROmABIUTY 

AND TO MAXIMIZE THEM, WHILE 

AVOIDING THE PllFALlS THAT 

CAN UNDERMINE LESS 

SEASONED TEAMS'~ 

) 

JOHN P. HAUSER CEO 

A leader in his field, John possesses over fifty years of experience in 

commercial construction and business development. John's career began 

in service to his co,untry in the US Navy's Construction Battalion. Later, he 

studied business law and construction management at Temple University 

and the University of Georgia, where he then taught construction management. 

He has directly managed the building of numerous residential developments, 

hotels, retail and other facilities throughout the US, for such major brands 

as Cendant, Choice Motels and the Schwinn Bicycle Company. John also has 

a close working familiarity with HUD 236 and HUD 221 D3 housing, which 

cover the senior living facilities that will be built. As CEO of MCD, John 

brings this extensive ability and business acumen to bear on each project, 

ensuring they are selected and managed for optimum profitability. In 2003, 

John's exceptional career was recognized with the presidential appointment 

as Co-Chairman of the Business Advisory Council. 
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Barry is a highly accomplished construction executive with over three decades of hands-on experience in commercial 

development and property management. Past projects have included residential building, sub-division development, 

assisted living, hospitality and office construction. Barry also was the manager and superintendent for a water and 

sewage processing plant, where he oversaw all operations on a daily basis. Experienced with building codes throughout 

the US, Barry has managed projects in Arizona, Minnesota, Montana, Nebraska, Nevada, North Dakota, Pennsylvania 

and South Dakota. Drawing on this wealth of knowledge, Barry excels at steering projects through the development 

:>rocess smoothly and efficiently 

DEBORAH GARCIA PRESIDENT, GENERATIONS LIFESTYLE, LLC 

Deborah has been managing senior housing facilities for over 15 years. She began as the business manager for a 

full service senior community and then rose to become the Director of Operations for the Netwest Development 

Corporation in Tucson. There she oversaw multiple communities, honing her leadership abilities in this arena. 

Today, Deborah is essential in the effective management of our senior housing and assisted living faCilities through 

our subsidiary company, Generations Lifestyle. A licensed real estate agent in Arizona, Deborah provides invaluable 

expertise in identifying senior living needs within markets, developi~g proforma budgets and implementing 

policies and procedures forthe operation of these facilities. 
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Lady Luck Redevelopment 

Las Vegas, Nevada 
In addition to being one of the top destinations in the 

U.S. that attracts millions of business and leisure visitors, 

Las Vegas has also evolved over the las~ 15 years into a city 

where people have moved to live and work. 

Seeking to expand on the recent renaissance of development 

projects in Las Vegas' downtown district, the City Council 

has approved the creation of a tourism improvement district 

in Downtown Las Vegas to encourage further redevelopment 

in an area once abandoned for "The St~ip:' Downtown Las 

Vegas' changing landscape is characterized by development 

projects including residential and office high-rise buildings, 

an academic medical center, a performing arts center, new 

museums and tourist attractions, and a new City Hall. 

PROJEa INCWDES: 

• 280-ROOM HOTEl & CASINO 

• 354-ROOM DOUBLETREE HOTEl 

• THIRD STREET RETAil AND ENTERTAINMENT 

• ROOFTOP POOl AND 15,000 SF OF 
MEETING SPACE 

• CASINO Will INClUDE+/- 650 SlOT 
MACHINES AND 16 TABLE GAMES 

• RESTAURANT ROW ON THIRD STREET 
TO EIGHT F&B VENUES 

• FINANCING 64% lOAN TO COST 

--· - '. -~- -· ·~"·' •• -~~'-'· 
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CIM Group 
CIM Group is a premier real estate fund manager that makes private equity and/or debt investments 

in urban communities throughout North America, utilizing its full array of investment and operational 

expertise to maximize returns while mitigating risk. 

CIM Philosophy 
CIM views urban investing as a discipline rather than a market 

niche or a trend. CIM's holistic, community-based investment 

philosophy is non-product specific and driven by the idea 
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9 ... that every investment should correlate with the needs of the 

community in both the near-and long-term. 
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CIM qualifies communities based on the following criteria: 

• Improving economic and demographic trends 

• Public commitment to real estate investment 
consistent with CIM views 

o A sufficient level of private sector investment 

•. Underserved niches of real estate infrastructure· 
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The Opportunity 

Premier West Los Angeles location. It co'nsists of the largest "Ready To Go" development in the Los Angeles market. 

Hercules Campus at Playa Vista is a 28-acre, approximately 530,000 square foot, office and studio campus, which 

consists of eleven nationally, registered historic landmark buildings that were home to Howard Hughes Aviation. 

Howard Hughes built the Hercules H-4, also known as the "Spruce Goose" in the hangar. 

This seven-story hangar has been used over the years as a sound stage for 

film and television production for movies such as "The Aviator;' 

"Titanic;' and "Avatar:' 
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The Vision 
As it was when occupied by Howard Hughes, 

The Hercules Campus at Playa Vista will be 

tenanted by inventors, innovators and 

visionaries. Hercules will be a place built to 

accommodate the imagination of Howard 

Hughes and the site will be transformed into 

a campus, complete with office and production 

spaces for entertainment and technology 

companies. The Herculean hangar will be 

refitted with at least five separate sound 

stages so that multiple productions can be 

undertaken at any one time. The other 10 

buildings will be turned into creative 

office suites. 







EB-5 Overview 

Empyrean West, LLC is pleased to introduce you to Liberty 

West, LLC, offering investment opportunities for Foreign 

Investors through the United States Citizen and Immigration 

Services (USCIS) EB-5 Foreign Investor Program. 

If you want to live, work, retire or gain an education anywhere 

in the USA and can afford to invest $500,000 for a minimum of 

five years, the EB-5 visais an option worth considering. Unlike 

other programs, the EB-5 visa provides you a green card at the 

outset, regardless of your employment or residency status. 

As you search our website, you will find that Empyrean West is 

unique in its approach to the EB-5 program. Most organizations 

focus on only one facet ofEB-5. At Empyrean West we not only 

help our Foreign Investors secure Green Cards, but we find the 

most secure projects. vVe have an experienced team of CPA's, 

Financial Advisors and Economists·that examine and approve 

every project before we offer it to our Foreign Investors. They 

are careful to evaluate the job creation and the financials of 

each project, helping to insure that the project will deliver the 

jobs needed for a successful I-829. 



EB-5 Requirements 

To qualify you must: 
* Invest or be in the process of investing at least $500,000. 

If your investment is not in a targeted employment area or. 
rural area then the minimum investment requirement is 
$1,000,000. 

* Benefit the U.S. economy by providing goods or services to 
U.S. markets. 

* Invest in a project that creates full-time employment for at 
least 10 U.S. workers per investor. This includes U.S. citizens, 
Green Card holders (lawful permanent residents) and other. 
individuals lawfully authorized to work in the U.S. However, 
it does not include you (the immigrant), your spouse, sons or 
daughters. 

EB-5 Program Benefits 

* Family included with principal visa 
holder without separate application 

* Freedom to live, work, travel, or retire 
anywhere in the United States 

* Expedited green card processing (1 year vs. 5 years) 

* Relatively passive employment requirement (no day-to-day 
management required) 
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REGIONAL CENTER 

Liberty West's Role 

Liberty West will conduct each limited partnership's daily 

management with Empyrean West's expert support. The General 

Partner's duties, which are included in the offering materials, will 

be set out more fully in the limited partnership agreement and 

include investment recommendations, legal compliance, program 

monitoring, maintaining records, and contracting professional 

services. 

Liberty West will be retained to provide certain additional advisory 

and administrative services such as identification of qualifying 

investments, due . diligence, accounting and reporting services, 

program compliance, and future financing assistance. 



t~ ·'/'"'\ 

Investing in the Southwest 
More and more companies are choosing the Southwest for their 

business expansion or relocation. With an average of 321 days 

~f sunshine each year, high quality of life and low cost of living, 

.···.: ·Afiion,a offers an ideal location for global business and a great 

··.·· bpp~ortunity for global investment with a $50-billion marketplace. 
·"·,·' . . 

I~t~~ationalairports provide easy access to Las Vega~, San Francisco, 

L1s :Arigeles and numerous other national and global destinations. 
·\ ·:·:·· .. . 

Next Steps 

Target Industries 
LibeJ;ry West's target industries for 

econ()mic activity are: he::t~Y and 

light: manufacturing, health care 

facilities, high technology, 

construction, hospitality, resort 

and service industries, golf 

courses, entertainment, schools 

and commercial retail development. 

0 To receive investment information from Liberty West, LLC, 
you must register and be qualified as an eligible investor. Just 
go to our website, click "Register': and complete the short form. 

l 

@ Review our website and investment information carefully. 

@) Contact us regarding our projects or any other questions you 
may have or to arrange a meeting. Meetings are free of charge. 

0 Treat this as you would any other significant investment. Seek 
professional investment advice. 

0 Talk to other EB-5 visa applicants who have secured green cards. 

@ Consider a trip to Phoenix, Arizona to visit the Regional 
Center headquarters and meet our management team and staff. 
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Contact Us 

17470 N Pacesetter Vvay 

Scottsdale, AZ 85255 

480-365-0345 

www.LibertyWestUSA.com 

www.Empyrean West. com 

Jay Carter- Jcarter@EmpyreanWest.com 

Bubba Cook - BCook@Empyrean West. com 

Dave Keller- DKeller@Empy~eanWest.com 
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Summary Review of Form J..,924A 

Liberty West Regional Center 
RCW1200350485 

Filing and Project History: 

• The initial Regional Center Proposal including project exemplars was approved 
on October 12, 2010. Additional amendments were filed in 2011 for two other 
projects. No Form I-526s filing to date. 

Capital Investment: 

• The applicant reported there were no activities in the 2011 fiscal year; therefore, 
aggregate capital investment zero. 

Job Creation: 

• The applicant reported there were no activities in the 2011 fiscal year. 

Industry Categories and NAICS Codes: 

• The Regional Center was approved for the following industry categories: 
, o Accommodation- NAICS 721 
'- o Food Service & Drinking Places- NAICS 722 

o Nursing and Residential Care Facilities- NAICS 623 
o Automotive Repair and Maintenance- NAICS 8111 
o Amusement and Theme Parks- NAICS 713110 
o Travel Arrangement and Reservation Service- NAICS 5615 

~eported Data and iClaims Verification: 

1 

(b) (4)
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Conclusion: 

• 

• 
• 

2 

(b) (4)



RECEIPT NUMBER 
RCW1200350485 

RECEIVED DATE 
January 03, 2012 

NOTICE DATE 
January 03, 2012 

LIBERTY WEST 
17470NPACESETTER WAY 
SCOTTSDALE AZ 85255 

• 
PAGE 
1 of 1 

tOIPlf 
CASE TYPE I924A 
Supplement to Form 1-924 

APPLICANT 
KELLER, DAVID C 

NOTICE TYPE: Receipt Notice 

.,, <• 

Receipt Notice -This notice confirms that USCIS received your application or petition as shown above. Please reference the receipt number, above, on 
any correspondence with USCIS. If any ofthe above information is incorrect, please immediately contact us at 
USCIS.ImmigrantlnvestorProgram@dhs.gov to let us know. This will help avoid future problems. 

This notice does not grant any immigration status or benefit. It is not even evidence that this case is still pending. It only shows that the application or 
petition was filed on the date shown. 

Processing time- Processing times vary by kind of case. You can check our website at www. uscis.gov for our current processing times for this kind of 
case at the particular office to which this case is or becomes assigned. If you do not receive an initial decision or update from us within our current 
processing time, email us at USCIS.ImmigrantlnvestorProgram@dhs.gov. Save this notice, and any other notice we send you about this case, and please 
make and keep a copy of any papers you send us by any means along with any proof of delivery to us. Please have all these papers with you ifyou 
contact us about this case. 

If your address changes- If your mailing address changes while you case is pending, notify us at USCIS.ImmigrantlnvestorProgram@dhs.gov, 
otherwise you may not receive notice of our action on this case. 

Please see the additional information on the back. You will be notified separately about any other cases you filed. 
U.S. CITIZENSHIP & IMMIGRATION SVC 
CALIFORNIA SERVICE CENTER 
P.O. BOX 30111 
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