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V.C.R. By George B. Brooks, Jr. Ph.D.
Sixteen months is either a long time or not much time
depending on your perspective on things. In that time
since we started TEC, we have seen and done much.
Yet it also seems we have not done nearly enough.
We began this magazine with a mission, to assist
minority businesses by letting the world know what
they were doing. By printing the equivalent of on-line
SOQs (Statements of Qualifications), business would
be drawn to them from those who need their services.
We did not realize however, that we had only put our
finger on one co-efficient of what we now call the
“Prosperity Equation.”
In our months and months of interviews, we have
learned and seen much. Gradually a vision of the
nature of things have begun to come to focus. We
began to see despite the recession, the Southwest
was, in many ways, awash in money. Yet despite
these resources, minority businesses were only
capturing a small percentage of the business. This
hypothesis was confirmed by a recent article from the
Arizona Republic that reported that small businesses
in general were only winning 9% of the billions of
dollars available from Arizona contracts alone. It
appears that the reasons for this were remarkably
similar to those internal challenges reported for
minority business; business size (many bundled
contracts are so large that small business can not
compete), lack of capacity and lack of business
acumen. Since most minority businesses are small
businesses, it seems that beyond discrimination, the
challenges facing small and minority businesses are
linked. If this is true, then perhaps the solutions are
linked as well.

To survive and more importantly prosper in today's
business environment, a small business must
understand the relationship amongst vision, capacity
and resources (V.C.R.). Firstly, vision can be compared
to seeing a destination and devising an innovative way
to get there. Capacity is the vehicle you use to reach
your destination. What type of vehicle will you need,
how fast, how much can it carry, etc., are all factors
within capacity. Finally resources fuel the vehicle and
also provide for any modifications necessary to do the
required job. Regrettably a clear understanding of the
complex and synergistic relationships amongst V, C
and R is frequently lacking in small and minority
businesses leading to stagnation or at worst case,
failure.

Connecting the Dots
In what I have just relayed to you, there is no new
information. There is nothing hidden, it is all out there. It
just took us some time to connect the dots. In doing so
however, we come to recognize that helping others to
do the same is a needed service, one that we were
already doing. Thus our mission statement:

“The mission of The Ebony Cactus
magazine is to assist small businesses to
connect the dots between their promise
and their prosperity though bridging the
gaps between Vision, Capacity and
Resources. We do this by helping to build
a vision of where they wish to be and a
map how to get there; distributing
knowledge to build capacity through
innovation, increased core business
acumen, B2B cooperation, partnering and
strategic alliances; sharing information on
how to access needed resources and how
to use them effectively.”
In today's environment of bundled contracts, lack of
capacity is the greatest challenge for small business to
overcome. In the next installment we will discuss a
potent means of overcoming this barrier, partnering.

Home

A new environment
The environment for small business has changed. For
the sake of efficiency and cost savings, procurement
has moved from a large number of small contracts to
single large contacts with multiple facets. This
change is likely the single largest contributor to the
declining numbers of small businesses winning
business from federal, state and large private
entities. Few small businesses have the size or
capacity to meet the financial, experience and
production requirements for the bundled contracts.
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Welcome to a special Ebony Cactus magazine. This edition, we focus on the
opportunities that day spas, resort and related industries offer. There is much
more to these industries than meets the eye. We go to a resort when our
professional organization may host a meeting there. We may go hiking to get
some exercise. We go to the Internet to find interesting attractions in a city we
may wish to visit. But what does it take to provide these services? You may be
surprised. Read on.
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Angienuity

Living in America

Buying into Utopia

Connecting the Dots

by Angela Miller-Brooks

by George B. Brooks, Jr. Ph.D

Cactus is bitter only to him who tastes of it.
Ethiopian Epigram
Anyone living in the desert southwest recognizes that
the Sun God scores big time 9 out of 12 months of the
year. Likewise, those who have businesses that form
the thought of “ Utopia” in the minds weary travelers and
consumers siphon mammoth profits by catering to
other people’s need to respite, regroup and rejuvenate.
“Between 1991 and 2001, spa revenues doubled,
jumping from $5 billion to $10.7 billion, while the number
of U.S. spa outlets increased from 5,300 in 1999 to
9,632 in June 2001.” (Source: Sept. 2002
PriceWaterhouseCoopers)
It’s true. The spa industry is a multi-billion dollar
business. It’s likely to develop into one of the fastest
growing industries of the third millennium. Established
resorts/spas like The Boulders in North Scottsdale,
Arizona and Hotel Del Coronado in San Diego maintain
huge, luxurious stress reduction facilities catering to
the consumer’s every wish. A little known fact, day
spas have garnered considerable amounts of market
share by catering to unique demographic needs. Even
business traveler specific hotels have seen the light.
They’ve been getting their feet wet, too. I’m sure some
young executive somewhere is contemplating how he or
she can interest shareholders into the buy-in of adding
a spa into their marketing plan.
Here in the Southwest the climate is either extremely
muggy or sweltering hot. Climates like this make for
incessantly vexing days and evenings for months at a
time. For the uncomfortable that’s just life. From a
business perspective, that translates into cha-ching
several register ribbons over. “Stressed consumers
paid 156 million spa visits in 2001, up 71% since 1999,
according
to
a
study
conducted
by
PriceWaterhouseCoopers for the International Spa
Association.”
In this Special Issue “Arizona Resorts and Spas” we
thought we’d refresh you during July’s unofficial heat
wave with a little business information that incorporates
the sun Ebony Cactus style. Use this issue to find out
more about day spas, business-travel specific hotels
and what’s new in the way of the ultimate, unique resort
spa. High end investors can use this edition to get a grip
on understanding this growing trend. Ever ready
entrepreneurs can read and learn how one business
owner made it to the top in an industry that knows no
rival lest the woman (or man) it scorns. I hope you’ll
enjoy this issue but, most of all I hope you’ll use the
information presented either as a consumer or for
business purposes. Write me. I’d love to read your
comments. Dream Big!

To one who does not know,
a small garden is a forest Ethiopian Proverb
Most children are born with great
promise. With the proper
guidance, they could become
anything they wish. Doctor,
lawyer, teacher, astronaut. In this
country, with even mediocre
grades, one can become
president. But how many of us
make it? How many of us are able
to successfully connect he dots
to fulfill that inborn promise and
turn it into prosperity? Not many.
As a member of a minority group, I
still look back with great sadness on many of my
childhood friends who are now gone from society.
Some locked up, some strung out, some dead.
So what was the difference? Why do some of us
survive when other don’t. Why do some of us make it?
Too many reasons to mention, from divine
intervention to bad choices. After all we do have free
will. Sometimes however, it is a matter of perspective,
vision. Consider the proverb above. It suggests that
there could be great wealth right under your feet. But
if you don’t know what you are looking at, if you don’t
connect the dots, you will pass it by. Let me give you
an example:
My church Southminster Presbyterian runs perhaps
the oldest Headstart center in the nation. This is not a
surprise considering that according to the Arizona
Republic, the concept for headstart was originated by
its pastor. As I was crossing the campus one day in
the late 80’s a small Black child asked me “Are you
Rev. Brooks’ son?” “Yes” I replied. “What do you do?”
She asked. So I told her. The more I spoke, the wider
her eyes got. Then she said the most profound thing
anyone has ever said to me. “Oh, you do what rich
White folks do.” To her, the things I did, the things I
had the right and always expected to do, were out
side of her reach. Her people don’t do that kind of
thing. At 6 years old this child KNEW HER PLACE! Her
garden was her forest.
I had a long talk with that young lady. I never saw her
again but I pray I had an influence. I pray I was able to
open her eyes to a bigger picture. Now I ask, how
many of us are also happy in our forests not knowing
or more importantly not recognizing it may be no more
than a garden patch? Think about it. On with the
show.

THE EBONY CACTUS magazine Vol. 2 No. 13 July 20, 2003

Home

7

Letters
Hello Angela,
I just can not say enough about how much of an inspiration you are and how proud I am of your accomplishments. You and
George are true role models for African Americans and people in general. You have kept your human and humble side and
that is a blessing in these days of big egos. You two are especially needed here in Phoenix! Thank you for sharing and
being you. Be blessed.
Love and Peace,
Linda
____________
I enjoyed the Ebony Cactus. I lived in Scottsdale for a couple years and
am glad to see this magazine out. I am doing business there as well. Keep me posted, I want to subscribe.
Noirco
________________
It was great to meet you. Having been an ad agency owner in NYC (JP
Martin Associates, Inc.), I know the value of the media to reach our
target populations. I look forward to receiving your publication. I
visited your website and appreciated the quality of the articles,
graphics and photography.
With best regards,
Joel P. Martin, PhD
President, Triad West, Inc.
Director, Training and Education, PowerNetworking Conference

Announcement
Back by popular demand, The Ebony Cactus magazine is reinstituting an advertising sale for the summer months (June, July and
August) of 2003 for the following products:
Size:

Full page:
Regular price
(7 in x 9.5 in)
Sale price
1/2 page:
Regular price
(7 in x 4.75 in)
Sale Price
(3.5 in x 9.5 in add 15%)
1/4 page
Regular price
(3.5 in x 4.75 in)
Sale price
1/8 page
Regular price
(3.5 in x 2.375 in) Sale price

Frequency
1x

6x

$880
$440
$440
$220

$800
$400
$400
$200

$220
$110
$110
$ 55

$200
$100
$100
$ 50

Micro card and Micro listing prices see page 24 (click here)
No other discounts apply except for non profits (call for more information)

Home
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Exclusive for The Ebony Cactus by Crystal Houston

Supporting the Arts in our Communities
“It’s important for government,
corporations and foundations to
continue their support for the arts
even during lean times.
Investment in the arts yields a
powerful
return
in
our
communities,” said Phil Jones,
Executive Director Phoenix Arts
Commission. Arizona Republic,
April 2002
In 1989 the Phoenix Arts
Commission launched Business
Volunteers for the Arts (BVA); the
collaboration was created to
p ro v i d e t e c h n ic al a n d
management assistance to the
arts community. Today Business
Volunteers for the Arts’ core
mission is to strive to build
cohesive partnerships between
the arts and business community
Above: Debra Paine Executive Director BVA Staff

Goals:
•
•
•

Provide employers with an outlet for employee volunteer involvement;
Help nonprofit arts and cultural organizations improve arts management practices; and
Provide rewarding opportunities for business professionals to contribute to the community and
become directly involved with the arts.

BVA Programs
Volunteer Match Program
Business Volunteers for the Arts provides technical assistance to arts and cultural organizations by
recruiting business experts to help improve their management practices. Fields of recruiting consist of,
but are not limited to: accounting, marketing, public relations, graphic design, information systems,
organizational management, strategic planning, and board development.
Arts Management Workshops
Business Volunteers for the Arts offers educational workshops to arts and cultural organizations across
the state. The purpose of each workshop is to provide participants with practical tools for increasing
organizational effectiveness. Workshops include business models, case studies, formats and programs
that have practical application in the nonprofit work place.

BVA Bravos
The BVA BRAVOS is an auxiliary group designed to promote and enhance networking among BVA’s
valued constituents – match consultants, donors and art organizations.

Home

Continued on page 22
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BizNet Calendar
Arizona
July 21-26
INTERNATIONAL CONFERENCE ON THINKING
Phoenix- Phoenix Civic Plaza, 225 E. Adams, Phoenix
Speakers include Goran Carstedt, former President of Volvo, France; Greg Merton, Vice President of
Hewlett-Packard, Jerry Colangelo, owner of Arizona Diamondbacks and Phoenix Suns; and others.
Cost: Call for information. Sponsors: Ottawa University, ASU, Thunderbird and University of the South
Pacific. For more information or to registration: (480) 998-9590.

August 27
Grand Canyon Minority Supplier, Development Council “Annual
Business and Opportunity Fair”
Phoenix- Phoenix Civic Plaza, 111 North Third Street, Phoenix, Arizona 85004, For more
information contact: Joe Castillo (602) 495-9950

October 1- 4
United States Hispanic Chamber of Commerce,

USHCC 24th Annual National
Convention and Business Expo, Phoenix, AZ . For more information contact : (202) 842-1212

Southern California
July 26 -August 3
2003 Acura ClassicCarlsbad-La Costa Resort and Spa,
A WTA Tour event featuring tennis players: Venus Williams, Jennifer Capriati and Anna Kournikova. For
tickets contact: 760-438-5683 or www.acuraclassic.com

August 9
Regional Chamber of Commerce- 57th Annual Flag, General and Senior
Officers Beach BallSan Diego-6:30 pm to 10:30 pm. This wonderful event will to be held at the Hilton San Diego
Resort 1775 East Mission Bay Drive San Diego, CA 92109. To inquire contact (619) 544-1341.

September 19 and 20
8th Annual San Diego Black Business Weekend San Diego- The San Diego Urban Economic Corporation puts together two days of informative
workshops for all small business owners, on issues ranging from franchising to financing. Join the
UBOC team as we present some of our best business practices. For more information visit
www.sduec.org.

Continued on next page
Home
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Nevada
July 24
Chamber of Commerce New Member Mixer
Las Vegas, 5:30 -7:30, 1540 South Rainbow, Ethan Allen Home Interiors For more information

Continued
from
previous
page

contact : 702-453-8220(p) or 702-735-2011(f)

July 29
Henderson Chamber of Commerce

104 Marketing Practices that Really Build Business,
July 29, Nevada State Bank Business Training Room 11590, S. Eastern Ave, 8:15 am to 12:15 pm D.J.
Allen, Head Visionary Imagine Marketing of Nevada, Inc. Cost: $55. Call the Chamber for reservations.
Henderson Chamber of Commerce, 590 S Boulder Highway - Henderson, Nevada 89015 Phone (702)
565-8951.

Statistics
According to the ISPA 2002 Spa Industry Study there are an estimated 10,000 spas
in the United States alone. Roughly seventy -five percent of all the spas in the United
States are day spas. Coming in at a close second are resort/hotel spas. Following
resort/hotel spas are club spas, medical and mineral springs spas.
Links:
www.resortsonline.com
www.arizonabiltmore.com,
www.spacityspa.com/products.cfm
spagregories.com/pr/links.shtml
www.spagoer.com/links.asp
www.cloudninespa.com/
www.themistspa.com/
www.miiamo.com/

Connect Your Promise to Your Prosperity
Advertise in The Ebony Cactus magazine
Cost Effective - Quick- International Coverage
Home
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Everyone needs a little me time every once in a while. That 9/11 has come and gone, the travel industry is ramping up to
recoup lost revenues. Also, Americans have been documented as working more while taking less vacation time than any
other work force in recent history. Within this issue, we have sought to introduce you to a new phenomenon- Day Spas
and Resorts. Because of demographics, the southwest is poised to reap tremendous revenues within this industry. It ‘s
worth a look to see how one might enjoy the fruits of Resort/ Spas in more ways than one.
“Geographically, the distribution of spas in the North America typically mirrors the distribution of the population. Phoenix;
now the 5th largest city in the United States, San Diego and Las Vegas have long been popular vacation destinations.
Despite the economic downturn , the spa industry is a very lucrative one between these three locations.” (Angela MIllerBrooks, Publisher and spa enthusiast)

According to the ISPA 2002 Industry Study, in 2001, the U.S. spa industry realized approximately $10.7 billion in
revenues. Just over half (51 percent) of the spa industry's revenues are derived from treatment rooms. Beauty salons and
retail also account for significant portions of industry revenue. Within that same study, An estimated 282,000 people are
employed by the U.S. spa industry. Some sixty-three percent (63 percent) of employees are full time. Employee wages
and salaries totaled approximately $4.9 billion in 2001.
We hope you enjoy this issue which includes an introduction to the Arizona Trail Association and how to become a patron
and business contributor (with rewards) within the high society world of the arts courtesy of the Business Volunteers for
the Arts.
Home
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Wyndham Phoenix
Airport
Sales Manager: Robert Hendrix
Type: Hotel & Resort
Location: Phoenix, Arizona
Address: 427 North 44th Street, 85008
Telephone: 602-220-4400
Fax: 602-244-2325
E-mail: rhendrix@wyndham.com
Website: www.wyndham.com/phoenixairport
Rooms: 210 Suites: 24
Employees: 200
A w a rds / A f fil i a t i o n s : M e mber-P h oen ix
Chamber of Commerce and Greater Phoenix Black
Chamber of Commerce

Description:

Wyndham Phoenix Airport is a
full service hotel. We accommodate the needs of
several hundred guests and are conveniently
located. Guests can browse any of Arizona’s
premier apparel centers including: Arizona
Biltmore Fashion Park, Scottsdale Fashion
Square, Arizona Mills-Discount Designer Mall. We
employ approximately two hundred well trained
individuals and extend great service rivaling any
other hotel of its type and class.

Clientele:

Though open to the general
public, most of our guests consist of business
and conference attendees, military personnel
and groups who are in town for events such as
religious conventions. We are also very well
received by fraternity and sorority organizations.

Business Client Advantage:

Our
business clientele have the advantage of
knowing that their every need, as much as
possible, will be met here at the Airport
Wyndham. We have a wonderful program
entitled “ Wyndham ByRequest”. By registering
onto this program and prior to staying with us a
visitor would simply contact us and let our
ByRequest Manager take over from there. We’ll
make sure you receive the type of room location,
pillow, bed and sundries you like. Once we have
entered your information, no matter which
Wyndham you visit, you’ll always feel at home
because the things you are familiar with will be in
your room upon your stay.

Home

Continued on next page
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Wyndham continued from previous
page
Benefits:

There are many benefits to choosing
Wyndham as a travel destination and in utilizing our
ByRequest program. They are: A room personalized
to meet your exact specifications· Free high-speed
Internet Access· Exclusive ByRequest Membership
Offers· Free domestic faxes and copies· 500 miles
on your choice of Wyndhamairline Partners and
more...

Facility: Although we are under the title of
Wyndham Hotels and Resorts, our’s is not
considered to include a traditional spa facility.
Although, we do have an exceptional exercise
room for guests. Our visitors have the
opportunity to take advantage of a full workout.
The equipment is top notch and very user
friendly. Our pool and patio areas are large,
partially shaded and is exceptionally beautiful
anytime in Arizona.

Staff: We have by far the most awesome staff
in the industry. They are caring,
knowledgeable about the jobs and always
wear a smile. The hotel/resort industry is
tough. We deal with one of the most diverse
populations in any business segment. Our
staff is capable and able to meet the demands
of the industry as well as the requests of the
thousands of guests we service from year to
year.

Quality: We are a three star, three diamond
facility. Simply stated our staff, quality and
services are optimum.
Competitive Edge: We are a service
industry and hold numerous meetings yearround. For clients who hold events/meetings
with us, we offer flexible rewards that say thank
you for coming to Wyndham. Reward levels
include: WynDollar Certificates, credit toward
the cost of a meeting and donations up to
$500 dollars to the Susan G. Komen Breast
Cancer Foundation. We also attend various
Chamber networking events to make sure that
we are in tuned with the needs of businesses
around the valley. A growing group, the
Phoenix Black Chamber, and other Chamber
members receive discounts off services.
Robert Hendrix Sales Mgr.

Services/ Amenities:

Our guest services
include: Wyndham ByRequest, complimentary
airport transportation from 5:00am - 1:00 am. Other
amenities include: cordless telephones with
separate lines to accommodate telephone and
Internet usage for our business travelers, handicap
accessible rooms and Herman Miller Aeron
ergonomic work chairs. And, for our youth guests we
have WebTV and Playstation II available.

Responsibility/ Impact:

We have a
responsibility to render great service and at a
reasonable cost. We have a responsibility to
meet the needs of clients before they arrive
and make their stay a most memorable one.
The impact is that if we make a well enough
impression, guests will come back time and
time again.

Home
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Studio 210 Nail & Body
Spa
Owner: Kim Woodard, Owner and Managing
Manicurist
Type: Aesthetics
Location: Mesa, Arizona
Address: 2060 West Guadalupe Rd. Suite 4
Telephone: 480-768-0210
Fax: 480-897-0473
E-mail: Studio210spa@hotmail.com
Website: www.Studio210spa.com
Experience/Education: Over 16 Years
MS: ASU/ Environmental Technology
Management
Employees: Under 20
Awards/Affiliations: Official Nail Spa of the
Phoenix Suns’ Entertainment Team

Description: Nails, facials, waxing , massage
therapy, body treatments, cosmetic makeovers
and beauty supplies sales; we do it all. Studio 210
Nail and Body Spa is a privately owned, retail salon
operation specializing in nail, skin, and body
products and services. Our studio is the Official
Nail Spa for the Phoenix Suns’ Entertainment
Team.

Clientele: Our clientele are traditional babyboomers, mostly women and non ethnic specific.
Business Client Advantage: Studio 210
serves clients in a special way. During the holiday
seasons and special calendar events such as
Mother’s Day and even Father’s Day, our clients
can take advantage of specials we have catered to
those specific events. However, clients such as
medical offices, use our services frequently and no
matter the time of year.
S e r v i c e : We have many services to
accommodate the needs of our clients. One is
pinnacle to all the rest and it’s our Corporate Chair
Massage Treatment. A Corporate Chair Massage is
when we actually take our chair massage service
off-site to a business. This is a paramount benefit
to a company as well as its employees. The
massage can serve a myriad of capacities of any
company’s health and wellness program. It can be
used as an incentive factor to promote healthy
competition between employees or it can be
offered as a perk simply for a job well done. Great
spa treatments, massages and other personal
aesthetic programs are no longer secret amenities
held only for the affluent and persons of celebrity.

Products: We carry, based on our research,
some of the best nail, face and body products
here at our studio. Creative Nail Design is the nail
care product of choice at Studio 210. As far as
skin care, Dermalogica is the skin care line we
carry. It’s all natural and is chemical free.
Dermalogica is one of the most highly endorsed
skin care products around. The product works
well for all skin types. Clients who use it include
Jada Pinkett - Smith.

Staff:

We have very well trained staff. They
include: three spa specialists, one aesthatician,
two massage therapists and three nail
technicians including myself.

Quality: We feel we deliver the best in quality
in the areas of product, services and experience.
Our massage rooms are quiet and dimly lit to
encourage the ambiance and relaxation. The
massage tables are very portable yet,
comfortable enough for clients to indulge in the
experience of feeling far away. Our studio chairs,
tables and equipment are all ergonomically
designed as comfort is the name of the game
within this industry. Inviting hues and soothing
music throughout the studio is important and
help clients relax from the moment of entry into
Studio 210 .

Home
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Mr. Keith
Hair Stylist

2747 W. W Southern Ave.
Suite 7
Tempe, AZ 85282
Bus #
Message #
602-431-9001
602-930-5955
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Phoenix
Arizona

Spa Aji - Sheraton Wild Horse Pass Resort
•
•
•
•
•
•
•
•
•
•
•
•

Contact Kristen B. Jarnagin- Director of Public Relations
Location:
Phoenix, Arizona ( Gila Indian Community)
5594 West Wild Horse Pass Blvd.
PO Box 94000, 85070-4000
Interstate 10 and Maricopa Rd.
Telephone: 602-458-8020
Fax: 520-796-8333
E-mail: kristen.jarnagin@sheraton.com
Website: www.sheratonwildhorsepassresort.com
Rooms: 210 Suites: 24
Employees: 4 7 8
Awards/Affiliations/ Events: Hosts of the National Congress of
American Indians- June , 2003

Description:

Home

The 400th Sheraton to open, this property was designed to be an
authentic representation commemorating the richness of the Gila River Indian
heritage and culture. The resort/spa offers its guests a recreational, spiritual and
educational experience setting that has never before been available in a resort
setting. Spa Aji is a part of Arizona’s only luxury resort on a Native American
reservation. The architecture, design, art and legends of the Pee Posh and Akimel
O’otham tribes are seen and celebrated throughout the entire resort and spa. The
resort (not including the land) cost some 17 million to construct. All of the landscaping
on the property is indigenous, meaning it’s all natural to the area. Nothing has been
imported.

Continued on the next page
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History:

The Gila River once flowed near where the spa now is established. The Gila River Indian
Community consists of the Maricopa (Pee Posh) and Pima (Akimel O’odham) Tribes. Both settled here
to be near the river and were excellent farmers. From our lobby one can view the South Mountains and
Estrella Mountains. Where those two mountains meet was the most popular path to the west for settlers
to take who were enticed to move west during the California Gold Rush. There are 21 different tribes
within Arizona alone. At the time, many of the other tribes were considered uncivilized. Because the
Maricopa and Pima Tribes were so good at agriculture, they had plenty of food and therefore, had no
need to resort to other means of obtaining food. They were also known for their hospitality and sharing
their food with the settlers as they made they way west in search of gold and other riches.

Location: Near the I-10 freeway, the resort is established on some of the most beautiful land in
Arizona and is within the 600 sq mile Gila River Indian Community. The spa and resort are located amidst
the high Sonoran Desert and on a magnificent rugged Arizona landscape where the ancient vistas,
mountains and wild horses remain untouched.

Clientele: Opening just last October, the Spa Aji is already doing quite well. A great number of nearby residents in Ahwatukee, Chandler, Tempe and even east Mesa have had to go far away to enjoy the
luxuries and comforts of a spa. Now, they don’t have to travel to far away destinations. We receive
guests from all across the country. For out of town guests, the spa is an unexpected but welcomed
surprise that’s a mixture of the present and the past.
Unique Features:

The spa is a work of art. Native Americans from the Community were very
involved with the design, materials colors, etc., virtually every aspect of this spas and resort. Featured
on the floor beneath the ceiling domes are mosaics of desert botanical, flowers and herbs. Our special
screens feature iron work, murals of past lifestyles, traditions and legends. Art themes are abound
including: the Creation story, Metamorphosis, desert floral images, basket, quilt patterns and more.
Home

Benefits: Attending the Aji can be very beneficial to one’s health. Spa treatments allow guests to
indulge, rest, rejuvenate, relieve stress and review all while being pampered by one of our many trained
employees. We offer a white clay facial which comes from the Gila River that was used by the natives to
combat acne. We possess quite a few organic and sound Native American inspired treatments.

Continued on page 22
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national scenic trails in country
including the Appalachian Trail and
the Continental Divide. I’m excited
because this would put Arizona on
the map, literally.

Background:

The Arizona
Trail is an exciting concept
encompassing 790 miles from the
top of Arizona and the Utah border
to the Mexican border. Through the
use of volunteers, cities and federal
agencies we have only 114 miles
left to develop. The completion of
our Arizona trail will be quite an
accomplishment. Just coming
aboard myself this year, essentially I
spent 29 years with the Bureau of
land Management. I was the State
Director for Arizona for 7 years. The
Bureau
deals
with
land
man ag e me n t , t o u r ism a n d
recreational activities so I did have
experience in the area prior to
taking on the position of Executive
Director.

B r e a k th r o u g h
Opportunity: After retiring from

The Arizona Trail
Association
Executive
Director:
Type:

Denise Meridith
5013c Non Profit Recreational
Organization
Phoenix, Arizona
PO BOX 36736, 85067
602-252-4794
www.aztrail.org

Location:
Address:
Telephone:
Website:
Volunteers/
Members:
Hundreds

Overview:

Home
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The idea for the Arizona Trail
came from a school teacher who lived in
Flagstaff, Arizona and had a vision that folks
should be able to walk from one end of Arizona
to another. The vision took root, volunteers
signed on and in 1994 the Arizona Trail
Association was formed. Next year will be our
10th Year Anniversary. What’s exciting this year
is that we’re trying to get National Scenic Trails
designation. There are only to date eight other

the Bureau, I was approached by
the then president of the Trails.
After discussion I found that coming aboard was a
really great fit since I had experience working with
congress, in marketing, as a lobbyist and with fund
raising.

Clientele:

We serve the entire population of
Arizona. We welcome everyone to enjoy the
beauty of the state by trail participation.

Volunteerism:

It pretty simply to become a
volunteer. Anyone who’s interested can simply go
onto our website, see the upcoming events and
elect to attend. We also have trail stewards, who
are people who have volunteers to be responsible
for a segment of the trail. Along with taking care of
an area, these volunteers know everything there is
to know about their trail area. Some of the things
I’ve learned from those stewards has been pretty
amazing.

Trail Continued on page 23
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Background

I had no specific certification
or training in developing my publication although
I did have a background in printing. What was
needed was the ability to pay attention to detail.
Of course we had to research, research,
research.

Revenue: We’re small and just starting out.
Our outlook is in meeting a $30,000 revenue for
2003.

Breakthrough Opportunity: When we
found out that our publication had gained the
interest of journalist, we knew that we were on to
something. Visiting Minority journalists on
assignment as well as those who reside in the
Washington, D.C. area always want to be
connected with something familiar, clothing,
books, events, sites, social venues, etc. With
our publication we can help.

Orb Communications
President:
Location:

Christopher Redwood
Tacoma Park, MarylandWashington, D.C
Address:
PO BOX 5716, 20913
Telephone: 301-920-0423
E-mail:
info@orbcommunications.net
Website:
www.orbcommunications.net
Employees: 2
Year Established: 2002

Type of Business: A minority travel guide
publication developed to meet the needs of the
under - represented .

Description: Orb Communication is a minority
owned firm developed to meet the needs of small
businesses, corporations and minority consumers.
The information printed serves as a useful guide
for those minorities who enjoy traveling but, have
had very little to choose from in the way of cultural
sites, exhibits when visiting across the continental
United States. We’ve compiled information that
makes it easy for travelers to enjoy their favorite
destinations.

Clientele: Our clientele consists of: African
Americans, Latins, Asians, small businesses and
corporations. Between small businesses and
corporations, we have found that more small
businesses are interested in our product/service
than larger corporations. Since 9/11, the travel
industry is coming back strong. Comfort levels
are becoming more at ease for those who want
to travel by air and land. For those clients, we are
ready to meet their travel information needs.
Market: We specifically target decision makers
within the event planner and advertising
industries who are seeking to infiltrate an
untapped market of travelers. Soon, we’ll
expand our business to include South Africa.

Marketing:

We handle all of our own
marketing in-house. We also try to partner with
the right organizations to make advantageous
steps to grow our business. Our publication can
currently be found on the Internet, in cities such
as New York, Philadelphia and D.C. at places like:
Barnes and Nobles, Lambda Rising, Politics and
Prose.

Motivation:

I always wanted to publish my
own material. I have a print publishing
background so, to develop my own publication
seem just the right thing to do and there was a
need to be filled.

Home

Orb continued on page 23
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News Continued from page 9

210 Continued from page 15

Arts Board Connection

Motivation:

Business Volunteers for the Arts and The Greater Phoenix
Chamber of Commerce have partnered to bring together
business volunteers who are prospective board members,
with interested arts organizations in the Valley who need
board members with specific skills, resources and contacts.
The Arts Diversity Leadership Initiative was created to
identify and train a diverse pool of individuals to serve on
the boards of nonprofit arts organizations. The preeminent
goals were to strengthen and diversify arts organization
boards while identifying and engaging diverse community
leaders in the nonprofit arts community. An introductory
reception was held last winter at the Herberger Theater.
Interested participants later attended a half-day
governance-training workshop, and their names were
subsequently listed in a roster produced by the Arts
Commission. The roster will be an ongoing resource for
arts organizations searching for new board members.
The program was such a tremendous success that it will be
repeated next year. There were 90 attendees at the
reception, which yielded a total of 39 individuals in the
roster. For details on how to get involved in the 2004
program, please contact Dwight Walth of the Phoenix Arts
Commission at 602 495-0188.

How to Become An Ambassador for the
Arts
Join:
Volunteer:

Give:

Sponsor:

Attend:

A board of a nonprofit arts or cultural
institution.
In-kind support with the treasure of your
time (as a consultant or workshop
contributor).
Funds to support arts in your community
(to BVA or to the organization of your
choice).
Encourage your company to support the
Arts (or at least match funds when its
employees make donations).
13th Annual “Morning at the Moulin
Rouge” Arts Awards Breakfast
Wednesday, August 20, 2003 7:00am 9:30am Pointe Hilton Squaw Peak Resort
Call BVA to order tickets: 602 495-0187

BVA 2002 Accomplishments:
•
Matched 43 volunteers with arts organizations
•
Completed 40 projects
•
Contributed more than $241,000 worth of services
For more information on how to get support the arts visit
www.bvaphoenix.org.
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Accommodating the needs of clients,
seeing them smile makes me happy. It says we’ve done a
good job. Satisfaction is that our clients returns and refer
us. An exceptional references is something a business
owner just can’t buy.

Competitive Edge:

We don’t compete for business
because we are great at what we do and have been
commended for such. Studio 210 keeps ahead of the
norm in the industry by paying close attention to safety
regulations and trend changes across the country.

Responsibility/ Impact: We have a responsibility in
being proactive within the community and we are. We
participate in charity events and provide services to the
less fortunate. We have not specifically measured service
impact. The hope is that we’ve instilled a good feeling to
those who have received services from our studio and
staff.

AJI Continued from page 18
Employees:

Of the 478 employees within our
property, almost forty percent are Gila Community
members. That the hospitality industry is made up largely of
women, approximately 50 percent of our employees are
women.

Services/ Amenities:

At Spa Aji, our signature
service is our Blue Coyote Wrap. This wrap is made up of
blue mud from German chamomile made specifically for this
spa. We also give luxurious Wihosha (facial) treatments,
Blue Sky Foot Therapies, Thagimun (massage) and a host
of other services. We are the only spa in Arizona with a
steam capsule.
The Aji spa experience compares to none other. The
Oleski, a Native American Round House is located in the
back. This is an amenity that is made up of special wood
branch materials and is used for mediation, much like it was
in the past. An arduous feat, we found a member of the
tribe to actually make it from scratch using only the same
materials once constructed by their forefathers.

Facility: Spa Aji is a 17 treatment room facility. We have
co-ed waiting rooms and couple massage facilities as well.
At 17,500 square feet, Aji is a destination spot for many
locals and travelers. Seemingly vanished from the
civilization, once on the land, walking along the serene
paths, and beside the many brooks and streams Aji has
accomplished the look and feel of an oasis in the desert.

AJI continued on next page
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AJI Continued from previous page
Quality:

Quality is not a question. This property was
built to raise the level of the Sheraton brand. This Sheraton
is intended to raise the awareness of the luxury level of this
brand of Hotel and Spa.

were recently able to relocate within their new high rise
tower in downtown Phoenix. Phelps Dodge is a Fortune
500 company , one of our biggest contributors and a
longtime supporter in the growth of Arizona programs such
as the Arizona Trail Association. This year we received
office space from them. Last year we received a truck.

Competitive Edge:

Competitive Edge:

Sheratons have always been
wonderful to stay at. One of the competitive edges with our
resort and spa is that we can be compared to none other.
We are unique to the industry in style, concept and
appearance. From a distance our facilities actually looks like
an ancient Native American village.

Responsibility/ Impact: Every piece of furniture
within the entire resort is owned by the tribe. Every art work
is an original piece of work. It is truly an artist’s haven.
There culture and lifestyle is the essence of the spa and
resort. It is our responsibility to keep the spa true to the
ideals of the Tribe as a place of rest and serenity.

Trail Continued from page 20
Program: We have some great programs that are fun
and can help the Arizona Trail Association in reaching it’s
goal of trail completion. We have our Fund A Foot Program
which is an inexpensive way to contribute to the
completion and maintenance of this valuable landmark.

There is no competition since
there is no other like organization n the state of Arizona.

Responsibility/ Impact:

A trail goal is to get folks
more involved in outdoor activities such as participation on
the trails. The impact is that people young and elderly alike
will come to know the beauty of Arizona through trail
participation.

Orb Communications continued from
page 21
Challenges: There were many in the beginning.
Finding the Capital to operate was one. Another was in
getting Blacks to become more interested.
Competition: The only other competition we have are
the more mainstream travel guide publications. To our
advantage, they are not focusing on our markets so, it’s
basically open for us to grow and expand and very easily.

Competitive Edge:

Benefits:

There are an array of benefits from the
completion of the trail that Arizona citizens would gain from.
Most importantly, the benefit would be the increase in
tourism which is always a plus because it brings in
significant dollars. More personally, as health is often an
issue with many adults and children, the freedom
experienced while walking the trail is a wonderful one. Kids
get to enjoy the outdoors and can run, jump and play in a
healthy uninhibited environment. On the trail, the air is
fresh and clear. Walking the trails are a good source for
cardio exercise, a good way to take in a good days workout
without the constraints a gym.

Motivation:

I’m motivated because completing the trail
is something that can be seen and measured. Also, we
have the backing of some great sponsors including the
Bureau of Land Management, APS who are both
committed to $10,000 a year sponsorship.

Cooperation: To make this dream come true involves
many people. I certainly could not do it alone. Assistance
comes in many packages. Citizens can commit to
becoming Trail members for as little as the cost of a fast
food meal for two. One of the friends of the trails is the
Phelps Dodge Corporation. Through their generosity, we

We are the only company that
publishes travel information that is ethnic sensitive by and
for the under represented populations.

Impact:

By producing a quality guide we hope the
impact will propel us into becoming a premier travel
publication to the minority population in America and
abroad.

Index of Advertisers
Arizona Department of Health
Services
Arizona Trail Association
Black MBAs Phoenix Chapter
C & C Auto License
Dubl Dutch Events
Ethnic Traveller
First Fridays Phoenix
Life Strategies Consulting
Mr. Keith HairStylist
Native Arc Architects
www.1web-ads.com

THE EBONY CACTUS magazine Vol. 2 No. 13 July 20, 2003

Home
19
2
7
2
2
16
Back Cover
2
16
2
16

23

Introducing TEC Small Business Listings
MicroListings

Prices

No. 1 $20*
Well Done is a job search (Local and National),
clerical and proofreading agency. My motto is “if
you don’t have time to look for a job, I’ll look for
you.” Susan Morris. 602-738-0393
dbr6228741@aol.com

No. 2 $30 (summer sale $25)*
E-Zine The Ebony Cactus magazine A New
Perspective on Business. Dr. George B.
Brooks, Jr. Editor P.O. Box 24982 Tempe,
Arizona 85285-4982 602-821-819.
www.theebonycactus.com

MicroCards
No. 1

$30 (summer sale $25)*

MicroListings
Up to 200 characters
Active Hyperlink (Web Address)
$20*
Or
Up to 169 characters
Active Hyperlink (Web Address)
Single simple corporate logo.
$30 (summer sale price $25)*
Or

MicroCards
Your actual business card full color 1/2 size with active hyperlink
$45 (summer sale price $30)*
No. 2 $45 (summer sale $30)*

Or

Business Cards
Your actual business card full color full size with active hyperlink
$90 (summer sale price $45)*

BusinessCards
No. 3 $90 (summer sale $45)*

Compare: 25,000 full color business cards not including art
and distribution: $1,350 or $0.054/card
25,000 No. 1 MicroCards in TEC including
distribution and hyperlink $30 or $0.00012/card
For full information contact
George B. Brooks Jr. Editor
The Ebony Cactus Magazine
602-821-8151
Editor@TheEbonyCactus.com
Note: Payment for microlistings, microcards
or business
cards must be received with publication request

* Per Issue, no frequency discount.

24

THE EBONY CACTUS magazine Vol. 2 No. 13 July 20, 2003

Home

LEGAL
The various incarnations of the internet
are new and exciting vehicles for the distribution of
information. Regrettably, they are still far less than perfect
and not fully controlled or secure. The Ebony Cactus
magazine is distributed only by the website, by e-mail
subscription or by direct e-mail request. The Ebony Cactus
Magazine (TEC) therefor cannot warrant that the function
or operation of The Ebony Cactus magazine Electronic
Document, autoresponder, The Ebony Cactus website or
linked websites will be free of defects, that defects will be
corrected, or that they will be free of viruses or other
harmful elements.
As a visitor to and a user of The Ebony Cactus magazine or
Website, you, in effect, agree that your access will be
subject to the terms and conditions set forth in this legal
notice and that access is undertaken at your own risk. As a
visitor to and user of The Ebony Cactus Website or
Electronic Magazine, you must assume full responsibility
for any costs associated with servicing of equipment used
in connection with use of our site or documents. The
Ebony Cactus magazine shall not be liable for damages of
any kind related to your use of or inability to access the
website or opening the TEC magazine electronic file.
We endeavor to present the most recent, most accurate,
and most reliable information on our E-magazine and
Website at all times. However, there may be occasions
when some of the information featured in The Ebony
Cactus magazine or at theebonycactus.com may contain
incomplete data, typographical errors, or inaccuracies. Any
errors are wholly unintentional. In addition, the opinions of
guest writers are their own and may not reflect the views of
TEC and thus TEC can not be held liable. Please be aware
that we present our content "as is" and make no claims to
its accuracy, either expressed or implied. We reserve the
right to amend errors, make changes to our Website, or to
update our magazine at any time without prior notice. To
the fullest extent permitted by law, The Ebony Cactus
magazine disclaims all warranties, expressed or implied.

How to Receive The
Ebony Cactus
Published twice monthly, The Ebony Cactus (TEC) is a
100% electronic magazine, no hard copies will be available.
To receive it, you need a recent model P.C. or Macintosh
computer equipped with E-mail and Adobe Acrobat
Reader 5.0. Adobe Acrobat Reader 4.0 will work, but some
features will not be available. Copies of The Ebony Cactus
may be accessed in the following manners:
1. E-mail subscription
You may subscribe to the Ebony Cactus by either sending
a subscription request to
Subscriptions@theebonycactus.com or by clicking the
subscription link found at www.theebonycactus.com
The latest edition will be sent to you twice monthly as an email attachment (see legal). Note, the subscription list is for
the use of TEC only. It will not be sold or distributed to any
outside parties.
There is no subscription cost.
2. Download from the web page
Archived copies of the most recent and past editions of
The Ebony Cactus will be found at
www.theebonycactus.com for download (see legal).
No cost.
3. Send it to a Friend
Knowledge is power. The Ebony Cactus magazine offers
knowledge. Empower your associates.
Tell them.
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