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The time is now to
toot your horn

“Get someone else to blow your horn
and the sound will carry twice as far.”

MONETTE ADEVA IMAGLAYA

EN no one else
will blow your horn
for you, however,

you have to do it yourself. When
you're in business just trying to
survive during these challeng-
ing times, now seems to be a
good time as any to take the
initiative yourself. Particularly
when you are an entrepreneur-
ial immigrant growing a busi-
ness which is dependent on its
visibility to generate sales and
revenue for its survival, it is a
good idea to toot your horn to
attract the attention of potential
customers or, at the very least,
hold your current client base.
This is, perhaps, one excep-
tion to the beatitude that the
meek shall inherit the earth.
Climb atop a hill, step on a
dais, rise above the crowd, toot
your horn, bang your drums and
grab their attention. The upside
of thinking outside of the box
when everyone else seems to
be pulling back, is that there is
fewer message competition and
you are more than likely to suc-
ceed in calling attention to your
product or service. You will get
that all important “mind share”
that many big advertisers pay
millions of dollars just to grab.
Publicity and advertising go
hand in hand. Some claim that
the best advertising is publicity
because it is perceived to be ob-
jective and without vested inter-
est on the part of a third party
endorser. Often, publicity costs
you nearly nothing. Experts be-
lieve that if your name is in the
news, then it builds awareness
among your intended targets
about your business. Some even
claim that publicity, whether
good or bad, is still publicity
and gets your name on top of
the heap. However, bad public-
ity can wreck a small immigrant
enterprise. The big companies
can hire public relations outfits
that can do damage control but
not a fledgling, two-bit business

that has barely taken off the
ground. It is far better to get the
positive kind of publicity that
will attract a horde of customers
beating down your doorstep.

Small businesses are some-
what intimidated by the pro-
cess of generating attention
and awareness of their product
or service through the media.
Some camera-shy ones of the
shrinking violet variety would
rather die than call attention to
themselves and the business.
However, if you want the busi-
ness to succeed, you must be
the unabashed, even shame-
less and brazen, number one
promoter of your product or
service. Yours may be the best
product or service around but
if no one knows about it, then
your endeavor is unlikely to
even take off the ground.

To generate publicity, you
need something slightly differ-
ent to say about your product or
service. You must know which
of the various media reach your
intended target market and you
must package the message and
visuals in the acceptable format
and send it to the right person
within the media organization
and then you have to persistent-
ly follow up to make sure that
your message is heard loud and
clear. You can do this periodical-
ly while finetuning the message
that you want from time to time
as your business evolves and as
you build contacts that can help
you build awareness that gets
people to buy your product or
service. The editorial and the
marketing departments of me-
dia companies are separate in
the big mainstream media com-
panies. However, you should
know that in some free publica-
tions that depend solely on ad-
vertising for their revenue, you
may be asked to advertise first
before you can get any adver-
torial or publicity for free or as
part of the advertising package.
See if this is something that can
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work for you in the long run.

Publicity may come out as
the desired result if you submit
something in writing in the for-
mat and the language that me-
dia companies are schooled in
or what is commonly referred
to as a press release. You can
hire a professional to do this for
you on a regular basis, and if
sustained over a period of time,
can establish your niche in the
market place as the source for a
particular product or the num-
ber one provider of a specific
service.

Maintaining good public re-
lations is not only for big com-
panies that can afford to hire
professionals in the field. It is
also for small businesses who
can generate the publicity that
they need by issuing periodic
press releases, a press kit or by
sponsoring an event that will
call people’s attention to your
product or service.

The internet has a resource
that you can tap into at www.
free-publicity.com which can
give you further information on
publicity and promotional tips.

Remember that this is one
aspect of the business that you
can, of course, pay someone to
do but no one can be as elo-
quent or as passionate as you
in tooting your own horn. If you
have a bit of show business in
your blood, this can be right
along your alley. However, if
you are petrified to do this as a
lot of people are, then remove
your personality from the busi-
ness image, get a professional
spokesperson or a mascot but
the important thing is to get the
business name and its products
or service out there.
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Nota Bene: To ask questions, send feedback
and requests as well as to inquire about
advertising in any or all of the 6 print editions
of Asian Journal in California, Nevada and New
York/New Jersey and/or advertising in the
Print Edition Online of Asian Journal, e-mail
monette.maglaya@asianjournalinc.com.

The “Land Rush” in Las Vegas
brought very rewarding refurns
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~ Affordable, Sound investment plans . ms un*““"
for the big and small investors!

Commercial & Industrial Properties

Vacant Land, Residential/Commercial Parcels
Large, Undeveloped Raw Lands

PAHRUMP, NEVADA: “The Opportunity Community"

* A Boomtown- The fastest growing town in the US today!
[As fpatured in The Wall Seef Joumnal, June §, 2004 Faifion)

* Just 45 minutes away from Las Vegas- the most visited
destination in the country today!

* Three-and-a-half hours from the “alpha world city” of
Los Angeles, California!

Call Us TODAY

775-727-5255
888-844-3359

"

Main Office: 2000 S Highway 160, Pahrump, NV 88048
ranch Office: 18606 Tibetan Ct., Santa Clarita, CA 91351

Phone: (661) 250-8781

THE UNSTOPPABLE POP PRINCESS SHINES ON CITIZEN PINOY THIS SUNDAY!

One of the biggest names in Philippine entertainment - ““Pop

Princess" Sarah Geronimo (2nd from right) joins “attorney-to-the-stars" Michael J. Gurfinkel (right) for an entertaining and informative encore
episode. Sarah's parents, Delfin (left) and Divina (2nd from left) also take part in the lively discussion as they talk about how they got their
US visas. The most popular immigration program on television - Citizen Pinoy - airs this Sunday, at 5:40 pm (PST) with a replay on Tuesday,
at 11:35 pm (PST) on TFC. Citizen Pinoy also airs on ANC-US every Sunday at 12 midnight with replays on Sunday at 8 am and Thursday at 7 pm,
all PST; and on ANC- Philippines every Sunday at 4 pm with a replay at 12 midnight on Monday (Manila time).

What to do if your visa
is refused/denied

IMMIGRATION CORNER
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ATTY. MicHAEL GURFINKEL

(Part 3)
N previous articles, I dis-

Icussed some items or sug-

gestions that could pos-
sibly increase your chances of
obtaining a visa, avoiding a re-
fusal, or overcoming a refusal.
Here are some more pointers:

Retain copies of the refusal and
any affidavits you've signed.

I have had many people come
to me, crying that their visa was
refused. When I asked them for
a copy of the refusal or sworn
statement, they say that, “I was
so upset, that I tore up all the pa-
perwork and threw it into the Pa-
sig River.” Therefore they do not
have a copy of any documentation
relating to the refusal. Obviously,
itis difficult to evaluate whether a
person could possibly overcome
the refusal, if they threw out or
destroyed all the paper work.

Under the FAM, consuls do
provide people with written no-
tice of the grounds or reasons
for the visa refusal. In addition,
an applicants’ sworn statement

is  “deemed releasable to an
applicant as they constitute the
applicant’s original source docu-
ments.” In other words, if you
sign a confession or sworn state-
ment, you should be given a copy
of that sworn statement, which
you must keep.

It is up to you to establish your
eligibility for the visa.

As a visa applicant, it is your
burden to establish eligibility
for the immigration benefit you
are applying for. If you are not
able to properly present, pack-
age, or document your eligibil-
ity, you run the risk of having the
visa refused. However, in my
experience, consuls are fair, rea-
sonable, and open minded and
would normally grant the visa, if
you are able to properly prove,
document, and establish that
you have met all legal require-
ments. And even after a refusal,
you still have the chance to prove
eligibility. As the FAM states,
“If a visa is refused, and the ap-
plicant within one year from
the date of the refusal adduces
[presents] further evidence tend-
ing to overcome the ground of
ineligibility on which the refusal
was based, the case shall be re-
considered.” Therefore, not only

are the consuls willing to take a
“second look” at a refusal, but
the FAM also states that the case
“shall be reconsidered,” so long
as you present proper evidence
and documentation establishing
eligibility.

That is why it is so important
that if your visa is refused, you
seek the advice of a reputable
attorney, who can evaluate your
case, and advise if there is “hope”
in overcoming the refusal, and
assisting you in presenting your
case to the consuls for reconsid-

eration.
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Michael J. Gurfinkel is licensed, and an
active member of the State Bar of California
and New York. All immigration services are
provided by, or under the supervision of, an
active member of the State Bar of California.
Each case is different.

WEBSITE: www.gurfinkel.com

Call Toll Free to schedule a consultation for
anywhere in the US: 1- (866)—GURFINKEL

Four offices to serve you: LOS ANGELES -
SAN FRANCISCO - NE\:(I*Y’(()RK - PHILIPPINES

The information contained herein (including
testimonials, “Success Stories,” endorsements and
re-enactments) is of a general nature, and is not in-
tended to apply to any particular case, and does not
constitute a prediction, warranty, guarantee or legal
advice regarding the outcome of your legal matter.
No attorney-client relationship is, or shall be, estab-
lished with any reader.  (Advertising Supplement)
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mvites you to the

2000 Induction
Ceremony of Officers
Dinner/ Dance

Olympic Collection

11301 Olympic Boulevard
West Los Ange/es, CA 00004

April 18, 2000

6:00 pm

$50 per person
Semi-formal

Reservations and payments must be

Comp/eteci éy Apri/ 4, 2000.

For more information, please call

Amelia Arichea at (818) 348-5800
Lua’y Ganzon at (818) 994—0561
Mila Tadina at (818) 635-2554




