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Outlook Cautiously Upbeat at SDBJ’s 
2022 Economic Trends Summit

ECONOMY: Experts Forecast Higher Interest Rates, Tight Labor Markets

 � By GEORGE LURIE

More than 200 people attended the 2022 
Economic Trends Summit, presented by 
the San Diego Business Journal and held 
Jan. 27 in La Jolla at the Hyatt Regency.

SDBJ Publisher Barb Chodos hosted 
the gathering and Mark Cafferty, CEO at 
the San Diego Regional EDC, moderated 
the two-hour event, which also included a 
panel discussion and presentations by key 

national and local business leaders.
This year’s keynote speaker, Michael 

Pugliese, VP and economist at Wells Far-
go, addressed the gathering via big-screen 
video after being forced to cancel his trip 
from the East Coat to San Diego because 
of the Omicron surge.

“Just like the rest of the United States, 
San Diego is grappling with the Omicron 
wave,” Pugliese said at the onset of  the 
event, which also included a breakfast. 

Pugliese said the Omicron surge “dis-
rupted the normalization process” that 
had begun after vaccines became wide-
ly available in 2021. Yet his overall out-
look for 2022 was cautiously optimistic, 
colored in part by the fact that the Omi-
cron surge appeared to be waning in late 
January.

After forecasting a “slower” Q1 because 
of Omicron, the Wells economist turned his 
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Excellos Launches to Speed Cell, 
Gene Therapy Innovation

LIFE SCIENCES: CDMO Led by San Diego Blood Bank Veterans 
 � By GEORGE LURIE 

San Diego-based Excellos, Inc., which 
was incubated within the San Diego Blood 
Bank (SDBB), announced its official cor-
porate launch in late January. The launch 
announcement also detailed the closing 

of  $15 million in growth funding from 
Telegraph Hill Partners (THP).

The new company boasts an experienced 
management team headed by the former 
CEO of the San Diego Blood Bank (SDBB).

“The launch of Excellos creates a sin-
gle commercial entity backed by the 

resources and infrastructure of the San 
Diego Blood Bank. This allows for direct 
focus on providing world-class products 
and services to the cell and gene ther-
apy industry,” Excellos CEO Dr. David 
Wellis told an industry publication at the 
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1859, Inc. Poised 
to Industrialize 
Medicine 
Discovery
BIOTECH: Company 
Raises $40M in Series A 
Funding Round 

 � By JEFF CLEMETSON 

Last week, drug discovery platform 
company 1859, Inc. came out of stealth 
with the announcement it had raised $40 
million in Series A 
financing for its 
mission to indus-
trialize new med-
icine discovery us-
ing artificial intel-
ligence and empir-
ical screening data 
at the pico-scale. 

The funding 
round was led by 
Northpond Ventures 
and OMX Ventures, 

Atlas, AHLA 
Offer Annual 
Hotel Reports
HOSPITALITY: County 
Adds More Than 700 
New Rooms in 2021

 � By KAREN PEARLMAN

San Diego County added five new ho-
tels with 717 rooms in 2021, the largest 
being the 226-room Seabird Resort in 
Oceanside, according to an end-year re-
port from hotel brokerage and research 
firm Atlas Hospitality Group.
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Mark Cafferty of EDC moderates the panel discussion of San Diego’s industry leaders at the 2022 Economic Trends event. 
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Forecast for the Year Ahead: Glass Half Full
ECONOMY: Recovery Set to Continue; Economic and Employment Growth Seen

Michael Pugliese is a vice president and economist with 
Wells Fargo. He covers the U.S. economy with a particular 
focus on fiscal and monetary policy. As in 2020 and 2021, 
he offered the keynote presentation at the 2022 Economic 
Trends event. Some excerpts:

I’d like to first thank the San Diego Business Journal 
for once again inviting me to speak at this year’s event. 
I’d planned to attend this year’s event in person until the 
Omicron variant emerged and upended those plans for 
me to make the cross-country trek from New York to San 
Diego, just like the Omicron variant has disrupted the 
day-to-day lives of numerous Americans and many parts 
of the U.S. economy. And I think that’s a very natural 
place to start the update. If  you look at the first slide in 
the slide deck, you can see the COVID cases in the Unit-
ed States remain near all-time highs. Now, fortunately, 
we haven’t seen quite the same degree of serious illness 
relative to those record high cases. And that’s likely due 
to, one, the Omicron variant being a little bit less severe 
than some of its predecessors and, two, that we’ve had 
a very high wall of immunity built over the past couple 
years, both through naturally acquired immunity and 
also through the millions of vaccinations that have been 
administered in the United States.

A Slower First Quarter
And so when thinking about the economic impact of 

these record high COVID cases, the way I would think 
about it is sort of from a directional standpoint. We’re 
probably going to see a slower first quarter when it comes 
to economic growth and employment growth and con-
sumer spending and all those variables that are import-
ant for the U.S. economy over the first couple months 
of this year, but we’re probably not going to see a huge 
downturn, like we’ve maybe seen in some of the previ-
ous waves.

So, for example, we don’t have a lot of hard data yet 
on employment and consumer spending, but something 
we do have is mobility data, as we monitor how much 
people are moving around in their day-to-day lives. So 
how much they’re spending time at home versus going 
shopping, versus commuting to their jobs and business 
travel and so on and so forth.

And you can see on slide three, that if  you look at how 
much time people are at home, that did move up pretty 
significantly when Omicron started to skyrocket in late 
November and the beginning of December, but that’s 
already starting to roll over a little bit in line with cases 
that appear to be topping out. And it’s our expectation 
that that should continue to improve in the coming weeks, 
and particularly once we get deeper into February and 
March and the spring months, and the U.S. economy 
starts to recover from this most recent wave. So again, I 
think even though we’re going to have a little bit of a dis-
ruption here in the near term, the core themes for 2022 

— of above-trend economic growth, of very strong em-
ployment growth over the course of this year and con-
tinued recovery — should remain intact.

The Labor Market Recovers
Now, before we talk about what I think has been the 

key story recently on the economic outlook side — in-
flation — I want to talk a little bit about the labor mar-
ket side of things. When compared to the 2010s, this re-
covery has been much, much stronger and faster for the 
labor market. You can see on slides four and five, just 
how much faster. Despite the fact that employment took 
a much sharper nosedive after the pandemic began in 
March 2020, it has also come back a lot more rapidly 
than it did in the slow plodding recovery we had after 
the 2008-2009 recession. A really simple way to look at 
this is employment population ratios. You can see this on 
slide five. So the share of Americans between the ages of 
25 and 54, who are working as of December, was around 
79%. And as you can see here, that’s around the same 
level as early 2018. It took us almost 10 years after the 
2008-2009 recession to get to those employment levels 
for prime age workers in the United States — the real en-
gines of the U.S. economy, a little too old to be in school, 
generally too young to be retired. Those workers are, for 
the most part, getting back to work in pretty high levels.

Labor Is in Demand
Now, the challenge right now for the labor market is 

that employment growth could be even faster if  it were 
not for limits on labor supply, because labor demand is 
quite robust. You can see on slide six: job openings are 
50% right now above where they were before the pan-
demic began. So if  you compare it to, say, 2019 levels, it 
took us years to get back to the 2007 job openings lev-
el when we recovered in 2010, 11, 12, 13, so on and so 
on. So when I think about the speed limit on even faster 
job growth right now, the speed limit to me really orig-
inates more from the supply side than it does from the 
demand side, which is a reversal of what we saw in the 
last decade. And this supply story is really evident on 
slide seven. So you can see the labor force participation 
rate, or the share of people over 16 who either have a job 
or [are] looking for one, it fell quite significantly early in 
the pandemic. And while it’s come back, to some extent, 
it’s been slow, plodding progress. And this has been a lit-
tle bit frustrating because there were lots of areas and 
issues and challenges that were cited as the cause of this 
limited labor supply, and those have run other courses 
for the most part.  

And despite all those factors, labor supply has just not 
been as forthcoming as a lot of forecasters hoped. And 
that creates real challenges for again, getting that labor 
employment side of the U.S. economy to grow even faster.

The Common Denominator
The one common denominator, of course, is COVID. 

COVID continues to be present. It continues to be dis-
ruptive, whether it be school shutdowns or quarantine 
periods, child daycare issues, just general concerns about 
the virus. You know, particularly among older workers, 
we’ve seen labor force participation rates for older work-
ers dip a lot more than might otherwise be expected at 
this point in the cycle. So a lot of factors out there that 
still continue to create some challenges. 

But even through the noise, there continues to be some 
normalization in the economy. If  you look at household 
income — this is on slide eight — and you adjust it for 
inflation and you adjust it for taxes, that personal in-
come is really more or less back to trend. If  you had a 
Rip Van Winkle situation on this chart where you went 
to sleep — missed all the spikes and noise and swings in 
job growth and COVID relief, et cetera — and you just 
had the most recent data point, you might not even know 
anything happened, and it would look like you just con-
tinued to grow at very boring linear trend in the interim 
there of 2020 and 2021.

Inflation Makes its Entrance
Of course, there’s one area of the economy that has not 

normalized, and that’s inflation. You can see on slide nine, 
the inflation side of the Fed’s mandate is well outside of 
its target range. There are lots of different measures of 

inflation. Here’s one. This is the Fed’s preferred measure, 
although they look at a lot: the core PCE deflator [Per-
sonal Consumption Expenditures deflator]. The core 
PCE deflator for much of the last 10 or 15 years floated 
at or below the Fed’s 2% target. And as you can see here, 
we’ve pushed towards almost 5%. And when we get De-
cember or January data, it’s probably going to be over 5%.

Now, when I’m thinking about the inflation side of 
the outlook, it depends a lot on what’s driving it. Be-
cause different sources of inflation require different pol-
icy prescriptions. Now one common source of inflation 
is just too much aggregate spending. When you look 
across all the sectors of the economy, there’s too much 
spending relative to kind of trend growth, 5% more, 10% 
more, whatever the magnitude is, we’re above our trend. 
When I look at the trend growth in total output or to-
tal spending in the U.S. economy — which you can see 
on slide 10 — they are about the same thing. I’ll put in 
spending. You can see we’re really not all that far above 
trend. We’re really right back to it, or even a little bit 
below it. So when I look at the total amount of spend-
ing in the U.S. economy, that to me doesn’t look like too 
much of a problem.

Goods, Services and Bottlenecks
What does look quite distorted is that mix of spend-

ing. You can see on the next slide that goods spending, 
particularly durable goods — think cars, think furniture, 
think appliances, physical items and ones you’ll have for 
a while — that spending is on a monthly basis at 20, 25% 
above where it was in February 2020. And to put that 
in perspective, that’s like seven or eight years’ worth of 
growth condensed into under two years. And this is real 
spending. So this is even adjusting for the much faster 
inflation we’ve seen in these sectors. And this makes a lot 
of sense, right? If  you’ve got all these challenges on the 
public health side and you can’t take the big vacation or 
other areas of spending are still depressed, where does 
that money end up? It ends up in physical goods or in a 
first home or a second home. You know, it ends up order-
ing things off  the internet, off  Amazon or other online 
shopping servicers. And that’s where that money ends up.

And then you look at the other half  of the economy, 
the services sector, which is really more than half  of 
the economy. And some sectors are OK and other sec-
tors remain depressed. When you look at spending on 
public transportation, on hotel accommodations, on 
live entertainment like movie theaters or sporting events 
or concerts, spending there remains down 30, 40, 50%, 
in some instances more, depending on the sector we’re 
talking about.

And even other sectors that you might not think of at 
first, for example, some elective healthcare sectors like 
spending at the dentist is still down 15, 20% or some-
thing along those lines. 

And so this creates bottlenecks in the economy where 
you have a total amount of spending that’s maybe about 
right, but the composition of the mix is still significantly 
off  balance. And this shows up in the inflation side of 
the data. If you look on slide 12, durable goods inflation, 
which for the past 25 years was really in deflationary 
territory, prices were either flat or even outright falling. 
Now that durable goods inflation is at double digit rates 
of price increases, compare that to services. Where you 
have services, inflation’s up and it’s rising, but it’s not up 
nearly as much. And this is just such a sharp break from 
anything we’ve seen in the past 25 years as growing in-
ternational trade and automation and globalization and 
productivity gains have led to very muted price gains in 
that goods sector. And this is what I think has caught 
the Fed flatfooted. 

A Repeat of 2021?
I think a year ago, as vaccinations were being rolled out 

and cases were falling, the expectation was that this demand 
would be normalized by now, and it really has not. And 
with once again, another emergence of a new variant, high 
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attention to interest rates and predicted 
a total of  seven rate hikes by the Fed-
eral Reserve over the next two years – 
four in 2022 and three in 2023.

Pugliese called the ongoing work-
force shortage – the so-called ‘Great 
Resignation’ – the “No. 1” issue impact-
ing both the U.S. and local San Diego 
economies. But Pugliese also pointed 
out “the labor market is recovering sig-
nificantly faster in this recovery com-
pared to the 2010s.”

Higher Inflation into 2023
“We expect inflation in the near term 

to steadily fade over the next year,” 
Pugliese added. Nonetheless, Pugliese 
forecast inflation will remain “above” 
the Fed’s target of  2% well into 2023. 

Panelists at this year’s event includ-
ed Joe Mishriki, regional banking di-
rector for the San Diego area for Wells 
Fargo; Juli Moran, San Diego Market-
place leader at Deloitte; Tracey Best, 
benefits practice group leader at C3 
Risk & Insurance Services; Rebecca 
Rosen, director of  field marketing at 
Cox Business; Alessandra Lezama, CEO 
at TOOTRiS; and DeLInda Forsythe, 

CEO at ICE and 
one of  the area’s 
leading propo-
nent’s of  “con-
scious capitalism” 
movement.

D u r i n g  h i s 
short presenta-
tion, Joe Mishri-
ki of  Wells Fargo 
said the motto for 
2022 is “be ready 
to pivot.” Mish-
riki encouraged 
the assembled 
business leaders 
to “leverage your resources” in 2022.

Juli Moran from Deloitte kicked off  
the panel discussion by reporting that 
inflation is “challenging” the San Di-
ego business community.

“Business continuity planning is criti-
cal,” Moran said. “We really don’t know 
what going to happen” with ongoing 
supply chain issues and wages – as well 
as the COVID-19 pandemic.

Alessandra Lezama of  TOOTRiS, 
which offers an on-demand app for ar-
ranging childcare and just rolled out its 
services nationwide, said the importance 
of  employers offering childcare as an 
employee benefit is increasingly import-
ant in today’s tight labor market. 

COVID Fueled ‘She-cession’
Lezama said the U.S. was in the midst 

of  what she called a “she-cession” – due 
to the number of  female workers who’ve 
had to leave the workforce because of 
childcare issues caused by COVID.

“Without childcare, our economy 
is not going to be safe,” Lezama said. 

“Businesses are reinventing the way the 
attract and retain talent. The new nor-
mal is here.”

Rebecca Rosen from Cox noted that 
employee “wellness” is becoming an 
increasingly crucial issue in the age of 
COVID. As hybrid and work-at-home 
schedules become the new normal, Ros-
en added: “We’re getting more done but 
we’re also burning out more quickly.” 

Noting that San Diego’s Housing Af-
fordability index has been trending low-
er since the onset of  COVID – with the 
median home price rising to $850,000 

– Cafferty questioned whether “remote 
work and a continually rising cost of 
living” in San Diego might be driving 
talent away.

More than $5B in VC 
Funding in 2021

But in his concluding remarks, the 
CEO of  the San Diego Regional EDC 
sounded upbeat about San Diego’s 
economic prospects and health going 

forward, using as one example the re-
cent boom – more than $5 billion in 
2021 – in VC funding coming into San 
Diego-based life sciences companies, a 
historic expansion that is also driving 
demand for new and refurbished lab 
space across San Diego.

Like other panelists at the summit, 
Cafferty acknowledged the tight la-
bor market – “every industry is facing 
hiring difficulties” – but he also spec-
ulated that the “new normal” created 
by COVID may 
lead to an unan-
ticipated surge in 
local startups and 
more individuals 
embracing entre-
preneurial careers.

This year’s Eco-
nomic Trends 
event was spon-
sored by C3, Cox, 
Conscious Capi-
talism, Deloitte, 
and San Diego 
Regional EDC, 
Kaiser Permanente, TOOTRiS and Wells 
Fargo. 

All attendees also received a compli-
mentary copy of  the new Amazon best-
seller “Inspiring Generational Leader-
ship” by panelist DeLinda Forsythe. �

COVID cases, daily life disrupted again, I 
think the concern for the Fed is, “Will this 
be a redo of 2021, where demand remains 
out of whack and we have continued high 
inflation in the goods sector?”

To sort of illustrate the point here, it’s 
really not necessarily about the supply 
side of the economy. It is in some sectors, 
right? If  you take the automobile manu-
facturing sector, output there is still pretty 
depressed. But if  you look at throughput 
in the large ports in Southern California, 
the volumes there are at or even above, in 
many cases, volumes before 2019. If  you 
look at the housing sector, where price 
growth has been very rapid, single-fami-
ly housing starts are running above 2019 
levels, despite challenges related to raw 
materials and lumber and finding labor. 

And so when I think about it, to me, it’s 
really more of a mix of a demand story 
than it is the total amount of goods we’re 
producing. Again, that can vary a little 
bit by sector, but I do want to point out 
it’s not all just supply chains — which is, 
I think, the headline you see most often 
in the news.

And the challenge again here for the 
Federal Reserve is how do you handle this 
mix of demand at a time the service sec-
tor’s really heating up? Wage growth con-
tinues to be quite fast amid this tight labor 
market. And in some sectors it’s growing 
at 8, 9, 10% or more. As you can see here 
on slide 14, wages in the leisure and hos-
pitality sector, which grew at a pretty bor-
ing linear trend for the few years before 
COVID, are growing at a much faster pace 
right now as employers try to find work-
ers and struggle with that, given how high 
the demand is for workers right now, and 
how labor supply has been it fairly muted. 

Growth of Inflation Likely to Slow
So pull all this together, and what does 

it mean for our inflation forecast? The way 
I think about it is on a directional basis, in-
flation should improve this year. It should 
decline. It should slow. We think inflation 
will peak out on a year-over-year basis over 
the next couple months, and then begin a 
descent. 

But just because it’s directionally falling 
does not mean we’re going to be at normal 
by the end of this year or even at the end of 
next year. So just return to that core PCE 
deflator metric and the one the Fed prefers. 
Our forecast has that a little bit above 3% 
at the end of this year and about 2½% at 
the end of 2023 and the Fed targets too. So 
we still have inflation above target for the 
foreseeable future, even as it directional-
ly improves as hopefully the public health 
side continues to cooperate a little bit bet-
ter this year, we get into a better regimen 
with booster shots in the fall. Maybe a lit-
tle bit more predictable on that front. We 
continue to get better at coping with deal-
ing with this on more of an endemic level. 
People get more comfortable consuming 
those services again, that they’ve had to 
forego for the past couple years, that de-
mand and sort of supply imbalance starts 
to find an equilibrium and inflation nor-
malizes, but it will take time. This is not 
something at least in our view, that’s go-
ing to happen overnight as the twists and 
turns of COVID have shown us time and 
time again.

And for the monetary policy side for 
rates and for the Federal Reserve, that 
means we’ve got a pretty hawkish out-
look there. So we have four 25 basis point 
rate hikes over the course of 2022 from the 
Fed. And we have three 25 basis point rate 
hikes in 2023 that would put short term 
interest rates around 2% or so at the end 
of next year. And it would put longer term 
rates — say the 10 year treasury note yield 

— around 2¼ [or] 2½% at the end of next 

year. That’s not a huge move. That’s not 
sky-high interest rates, but one, we’ve al-
ready seen interest rates go higher, some to 
start this year and at the end of last year 
and directionally, we think that’s going 
to continue as the economy continues to 
normalize, as inflation remains somewhat 
high, as the Fed hikes rates. So direction-
ally from here, we’re looking for higher 
interest rates as the Fed tightens policy. 

Staying Cautious
And then finally, I just want to spend my 

last few minutes talking a little bit about the 
local economy in San Diego. Like the U.S., 
San Diego’s dealt with this surge in COVID 
cases due to the Omicron variant — you can 
see this on slide 17 — and also like the Unit-
ed States, we haven’t seen the same level of 
severe illness or deaths that we’ve seen, say, 
in the wave that happened over the winter of 
2020 and 2021. Unfortunately, even if gov-
ernment restrictions are not as tight as they 
were 12 months ago in places like New York, 
where I am, or in California, or many other 
parts of the country, you’re still seeing people 
change their behavior, not just at the national 
level, but also at the local level. You can see 
this on the next slide. Just like at the national 
level, mobility data across San Diego shows 
people being a little more cautious around 
the holidays, eating out a little bit less, peo-
ple not going into the office as much, peo-
ple spending more time at home, either for 
leisure or because that’s where they’re work-
ing from temporarily. But as COVID cases 
have rolled over, as you can see in this chart, 
you’re starting to see that normalize again, 
people getting out of their homes, doing a 
little bit more across the board and that’s 
encouraging.

And that lines up with what we’re expect-
ing, which is this little blip we’re experienc-
ing right now that hopefully rolls over, and 
we get back to a full-fledged recovery over 
the course of the next few months. And 
that’s certainly important for the San Diego 

labor market, because although it’s made 
great strides since early in the pandemic, it 
has lagged the U.S. labor market as a whole. 
So depending on how you want to look at 
it. So here we have it as an unemployment 
rate. The U.S. unemployment rate right now 
is about 4%. The San Diego rate is around 
6%. It’s a little bit lower on a non-seasonally 
adjusted basis. But I think the key takeaway 
is that, when you compare the gap between 
the two, the San Diego unemployment rate 
is a bit higher than it is on a national basis. 
If you account for the number of jobs that 
were lost early in the pandemic, the national 
economy has recovered about 80 or 85% of 
the jobs that were lost early in the pandemic. 
So think March, April 2020, they recovered, 
call it about four-fifths. In San Diego County, 
it’s about two-thirds. So around 65% or so 
of those jobs have been recovered.

Glass Half Full
So if  you’re a “glass half  full” person 

like me, you’re fairly optimistic, I look at 
that employment data and say, OK, well, 
like we’ve already talked about, that’s a 
lot faster than what we had in the 2010s. 
That’s encouraging for people’s livelihoods, 
it’s encouraging for businesses, it’s encour-
aging for the profit outlook. It’s encour-
aging for a lot of reasons, but it could be 
a lot faster if  we could get that labor sup-
ply unlocked, if  we could get the public 
health side in a better place on a perma-
nent basis — which, of  course, to some 
extent it’s beyond everyone’s control — we 
could recover even faster. And so, there’s 
certainly hopefully an optimistic case that 
we’ll get there in 2022. 

So with that, let me stop there. And just 
once again, say thank you to you all, to 
all the attendees for coming today and for 
hearing me speak. Thank you once again 
to the San Diego Business Journal for in-
viting me. And I hope you enjoy the rest 
of your day and the rest of the conference. 
Thank you. �

Michael Pugliese
¨ from page 35  

Outlook
¨ from page 1  

FEBRUARY 14, 202236  

2022

Mark Cafferty
President & CEO

San Diego Regional 
EDC

Michael Pugliese
Vice President, 

Economist
Wells Fargo & Co.



 ¨Trends page 38

FEBRUARY 14, 2022   37  

2022

As Business Landscape Shifted, EDC 
Tailored Its Focus, Services

ECONOMY: The Topic of Talent Is Hotter Than Ever; Infrastructure Gets New Look

Mark Cafferty, president and CEO of the San Diego 
Regional Economic Development Corp., moderated the 
discussion at the 2022 Economic Trends event. Prior 
to that, he offered his thoughts on the rapidly changing 
San Diego economy. Some excerpts:

I am going to talk a little bit more about some of the 
things that you heard Michael talk about by way of what 
things look like in our local economy. I’m going try and 
do it specifically through the lens of EDC. So let me take 
a minute to just tell you who we are. The Economic De-
velopment Corporation has been around for about 57 
years, and it was founded at a time when entities like the 
EDC were founded across the country, usually funded by 
a city or a county or municipality with the thought that 
while chambers of commerce were doing great work lo-
cally to bring local businesses together, there had to be 
some group that was thinking outside of the region — in 
those days, specifically about trying to attract businesses 
into the region. And so the thought on EDCs in the ear-
ly stages was that they should be looking outward, sort 
of  marketing the region as a business destination and 
trying to draw more businesses in. 

And over the years, things have changed significantly 
in the roles that different economic development orga-
nizations play. So the role that we play today is we are 
the one regional economic development corporation 
in San Diego. We are actually not funded by the gov-
ernment. We’re funded by investment from the private 
sector. We have partners all over the county who you 
may be familiar with, but we’re not part of  the same 
entity. We’re just partners. So there’s a North County 
EDC, there’s an East County EDC. There’s a South 
County EDC. There’s a central Downtown Partnership 
in downtown San Diego. There’s an Imperial Valley 
EDC, and there’s even partners of  ours in Tijuana and 
Northern Baja who we work with closely. 

And the thought these days is locally, we’re trying 
to stay focused on how we help the businesses who are 
here grow. And sometimes that means that there’s in-
bound attraction to be done. But what Michael and 
most economists would tell you is the overwhelming 
majority of  job growth comes from small and medi-
um-sized businesses already in your region growing. 
So the attraction game has actually never been a big 
economic engine. What is a strong economic engine 
for San Diego is a few of  the things that I’m going to 
talk about in the presentation.

Helping San Diegans Thrive
If  we could go to the first slide, I want to kind of 

paint a picture of  what we were seeing in 2022, in 2021. 
“A Tale of  Two Recoveries” is the way Eduardo Velas-
quez from our team had framed this one when he was 
putting this data together. The pandemic widened in-
equality in this region. So if  you’ve been working with 
us at all at EDC over the past five or six years, there’s 

been a big central focus on in a surging economy, which 
we were pre-pandemic, how could we start to put eco-
nomic development policies in place that would help 
more San Diegans thrive? Because while a guy like I 
could stand up on stage and talk to you about great 
economic indicators that were growing, we didn’t have 
to look very far from almost any stage that we were 
standing on to know that segments of  our economy 
and segments of  our community were not benefiting 
from that. So we were spending a great deal of  time 
trying to figure out how do we work differently with 
education partners? How do we work differently with 
folks who’ve been in the community, in nonprofit or-
ganizations, doing work with segments of  our commu-
nity, who haven’t benefited from the economic growth 
historically? How do we forge those partnerships to 
become a stronger economy? And that’s everything that 
we were doing, and then — bang — a pandemic hit.

And we had a lot of  people say to us, well, you’re 
probably going to abandon all that because you just 
have to focus on the triage of  what the business com-
munity needs right now. And the reality is we didn’t 
abandon any of  it. Because if  you look closely, inequal-
ity only widened. And if  you talk to any economist, 
when we talk about these recoveries that we’ve come 
through in the Great Recession, they all exacerbate 
inequality. Because oftentimes while certain segments 
of  the economy are surging more than others, other 
segments are being left behind and that has never been 
more plain than we can see it today.

So what you’re looking at here on that red line on 
the bottom is those were low-income jobs. So relative-
ly quickly in this region, middle-income jobs, high-in-
come jobs rebounded quickly, but our low-income jobs, 
as you can imagine, when you think of the sectors that 
are usually the lower wage sectors of the economy, the 
bottom fell out of them quite quickly, especially when 
we were fully shut down. Anything that was sort of foot 
traffic retail, foot traffic engagement was just decimated, 
and the jobs took a lot longer to come back because of 
the starts and stops that we continued to go through as 
people were trying to, quote unquote, open the econo-
my. But if  I was calling around to the major defense con-
tractors at that time or to the major biotech companies 
or the major tech companies in San Diego, the bigger 
employers, what I was hearing from them is, yeah, our 
teams are working from home. We’re trying to do things 
differently, but we’ve never been doing better. We have 
more investment coming in than ever before. Our defense 
contracts haven’t gotten smaller, they’ve gotten bigger.

Fielding Questions
So it was a really interesting tale of  two economies, 

right out of  the gate. And for us at EDC, an organi-
zation funded by large businesses who mostly work 
with growing small and medium-sized businesses, our 
team had to pivot almost completely to just helping 
businesses survive. Just helping people who were call-
ing us, who had never asked us before: How do I find 
a loan? How do I find a grant? How do I get money 
to keep my doors open? That became 100% of  our 
work. It became 1,000% of  our work because every-
thing grew by tenfold. The number of  businesses that 
we were working with was just that greater. We had 
to kind of  pivot the resources internally so that that 
was our focus. But then simultaneously we kept feel-
ing that other sectors of  the economy were continuing 
to thrive and do well, and we couldn’t take our eyes 
off  of  the support that was needed to really help kind 
of  boost them. 

So if  we go to the next slide? I’m realizing that for the 
last few years, you’ve all been on the screen for me. When 
I was onscreen with you — and several of us were in 2021 
— this is what we talked about: the COVID progress and 
response being the focus of everyone at that time. Small 
business resiliency, a lot coming out of what I was just 

talking to you about. Talent needs and availability. You 
heard Michael say two things a couple times. One is he 
used the term “off  balance” a few times and he talked 
about whether things would be normal again. 

Talent: An All-Consuming Focus 
And so talent was THE conversation in this communi-

ty around economic development for a decade now. The 
conversation was constantly about, How do we make sure 
that we have the best talent? How do people find talent? 
How do you retain talent? And now that has just become 
all-consuming at all levels of the economy, because many 
of you can’t find people right now. You have openings 
and you literally can’t find people. And it’s that different 
of a job market for us as we lost these jobs. And in other 
recessions, we lose them and then people come back to 
the same jobs. And what we’re seeing in this recession 
is we’ve lost a lot of jobs and people are changing their 
minds about what work looks like for them and what their 
work-life balance looks like for them and what their pri-
orities are. They’re going to other places. Sadly, we have 
lost a huge segment of our population across the coun-
try. And that’s one thing that people don’t tend to talk 
about when they factor into, Where are the workers? So 
as we try to kind of pivot back to normal, it’s going to 
take us awhile, just like Michael talked about.

A New Look Office Space
And then the last thing that was critical to talk about, 

and I’ll talk about again today is space utilization. How 
many of you are working 100% in your office the way 
you did pre-2020? OK. So handful of  you are. Every-
one else is working in some different fashion. We were 
talking at our table as far as how that looks for us, be-
cause we’re all trying to make the right decisions in our 
organizations, for our teams, what does that balance need 
to look like? And you’re going to hear that through the 
discussion today as well.

So I’m going to go through the next few slides quickly. 
If  I could go to the next one, these are just a few things 
to also sort of  level set what we had talked about. So 
at the time that I, I talked to you last year, one in three 
small businesses were closed in 2021. So a year into this, 
when we looked at the data that we were looking at, and 
that doesn’t mean that they weren’t going to reopen at 
some point in time. But that means that at the point in 
time that we were looking, they were not drawing reve-
nue and they were pre-COVID, pre-March of 2020. So 
that’s one of the critical things. 

And then business applications during 2020, you’re 
looking at the business applications in San Diego County 
increasing up to 2020. And then we just had this drastic 
drop-off that we could see afterwards, because obviously 
who was opening a business during COVID with level of 
uncertainty that they had? And we’ve seen some of that 
change and I’ll talk about it in a moment. Next slide?

Unemployment Lower, Job Openings Aplenty
125,000 people were unemployed when I talked to you 

last time. We had lost those jobs. You know, 71,000 peo-
ple are currently unemployed. So there’s a big difference 
in that.  But look: 158,000 unique job openings right now 
that we have. So you have that many people unemployed, 
that many unique job openings. There’s two things that 
will kind of strike you in that is that those folks are still 
unemployed because they don’t match where those job 
openings are. And we have that many job openings in 
the region as we speak. So if  we go to the next slide?

So as we kind of go through this one, you know, 85% of 
the companies that we had talked to when we did our vari-
ous surveys with them were reporting no impact or positive 
impact from working remotely. Now what’s interesting is in 
snapshots of time, that changed too. There were people who 
said to me, We’re just going have everybody work from home. 
Everyone loves it. Until they polled people for the first time and 
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they realized how challenging it was. Right? 
So the more that people sort of got into the 
dialogue, you started to see that change a 
bit. And I think everybody realized we could 
work remotely. We have worked remotely, but 
should we work remotely, depending on what 
your business model was, depending on how 
your team interacts and what you need to do? 

A Place for Office Space
And then also the thing that we were 

looking at is 5.2 million square feet of office 
space delivered in 2021. A lot more on the 
horizon. Will that office space be utilized the 
same way? And just by the show of hands 
that we saw just a moment ago, probably 
not. But I will say that I don’t think we’re 
going to see this huge drastic drop-off in of-
fice space either because people are think-
ing of space differently. It might mean that 
they need a little bit less, but it doesn’t mean 
that they don’t need it. Because what we’re 
hearing over and over from people — even 
the ones who’ve worked 100% remotely — 
is just some people have to get back into an 
environment where they’re connecting with 
each other and some work has to be done 
where people are having an opportunity to 
engage. And we’re hearing that more and 
more as the healthcare conditions get better.

Putting Down Roots
So looking ahead in 2022, so sort of similar, 

similar slide to the one for 2021: affordability 
and migration, new business formation, venture 
capital funding and infrastructure development. 

So I’m going to just kind of stick on this slide 
and end with it. But when we talk about things 
being “off balance,” the way that Michael did 
in his presentation: affordability. So while we’ve 
seen certain segments of the economy surge, and 
we’ve seen other segments of the economy strug-
gle, if you own a home in the region, you have 
probably seen the value of your home increase 
significantly — far more significantly than we 
would’ve thought when all of this began. If you 
don’t own a home in the region, you’ve seen 
the home that you’re thinking of, maybe want-
ing to purchase, you’ve seen the costs of those 
homes increase significantly. Oftentimes peo-
ple stand up and give an economic presenta-
tion, talk about what a good thing that is. This 
is a major challenge for us in our ability as a 
region to make sure that we have an economy 
that people can be a part of. If people do not 
have somewhere where they can live and afford 
to be, they’re not going to be there for very long. 
And in a world where we’ve all learned we can 
work remotely from almost anywhere, it just 
makes that challenge even greater. 

Migration: you know, people are moving 
around in really different ways. San Diego is 
an interesting place that always benefited from 
growth in net migration over a number of years 
and then saw it sort of level off. But that was 
all when work was like a destination: you were 
going to San Diego because the company was 
there. The office was there. The work was there. 
Now we have people buying homes in San Di-
ego, renting apartments in San Diego and their 
companies are still elsewhere. They are in other 
parts of the state or other parts of the country 
and maybe other parts of the world. And peo-
ple are making very different decisions about 
where they go and what markets they go to. 

New business formation: The positive 

thing is we’re seeing more new businesses 
start. We have seen record venture capital in-
vestment in biotech, which might not surprise 
you because of the nature of that community 
in San Diego and the role that it has played 
during the pandemic in a whole host of ways. 
But we’ve also seen record venture capital in-
vestment in tech in San Diego as well.

And we’ve seen significant interest pre-pan-
demic and during the pandemic in the talent 
base that’s here in San Diego. So not com-
panies deciding to uproot their headquarters 
and move here, but big names, they’re want-
ing to expand here to tap into the talent that’s 
in San Diego and seeing new and different 
opportunities to do that. 

Infrastructure in the 
Broadest Sense

And then the last thing is infrastructure de-
velopment. And infrastructure in the broad-
est sense, you’re going to hear Alessandra at 
the end talk a lot about childcare. When we 
looked into the economy over these last few 
years, what we began to see — and we were 
seeing this beforehand — is that when we were 
all home, where some people needed to go 
back to work, or that was fluctuating day in 
and day out, just the ability to know where 
would your children be, if you were a parent, 
became so critical that people had to make life 
choices in a moment about that. Do I work or 
do I not work? Can I work or can’t I work? 
And so as we look around as a region and we 
start to realize that we were already facing a 
shortage in childcare, we were already facing 
circumstances where in certain segments of 
our county, geographically, people didn’t have 
access to it. And almost no one knew where to 
find it if they hadn’t been looking for it before. 

Suddenly that landscape changed drastically.
But the broader infrastructure issues, we’ve 

seen a lot of building during the pandem-
ic. We’ve seen the trolley extend from down-
town, finally, up into the area that we’re in 
here. And we’ve probably all driven down 
[Interstate] 5 and, and gotten a really good 
feeling and surge when you see it go by. But 
this is an opportunity for that trolley to con-
nect to a base of employment in San Diego 
County, where people never had the option 
before to get here in any other way, except 
driving (unless they lived really close by and 
they were brave enough to maybe make it this 
way on a bicycle). So what we’re looking at 
right now is major need to continue in the 
infrastructure investment in San Diego, the 
physical infrastructure investment that you’ve 
heard SANDAG speaking about, changes to 
our roads and highways and changes to our 
public transportation structure. 

The cyber infrastructure that we have as 
a region: at times if you were home and you 
were just feeling sort of the weight of every-
body being on Zoom together, you know 
how critical it’s becoming that we as a region, 
make sure that if people are going to work 
from anywhere, they have the cybersecurity 
and they have the capability to do the work 
that they need to do in schools and beyond.

 And then also infrastructure needs in the 
sense that if you are going to work some-
where, do you have the resources that you 
need to support your life while you work 
there? And one of those infrastructure invest-
ments that I know we’re going to be talking 
about a little bit more is an infrastructure 
investment in childcare across this region in 
a need for an infrastructure investment in 
childcare. So I’m going to wrap it there.  �
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You can do a business plan usually for 
12 months and you could really leverage 
it. In today’s world, I would tell you to do 
that same business plan in pencil and 
make sure that it’s easily adaptable.

Banker’s Advice: Be Agile and Let Technology Lend a Hand
FINANCE: Pandemic Speeds Small Business’ Introduction to Digital Tools

Joseph Mishriki is the regional banking director for 
the San Diego Region for Wells Fargo and Co. His 
territory consists of  91 retail locations. He has 1,200 
people reporting to him.

Beginning his career with Wells Fargo in 1992, 
Mishriki has almost 30 years of  experience in finan-
cial services. Prior to his current role, his career has 
included the senior leadership roles of  Business Bank-
ing Manager for the Southern California Region and 
Community Banking President in the Orange Coun-
ty area. He has also been fortunate to hold various 
jobs from teller to manager throughout his time in 
the branches.

Currently serving on the board of  directors for Cali-
fornia State University, San Marcos, Mishriki has al-
ways been active in community involvement through-
out his territories. During his previous positions, he 
also enjoyed five years as a Finance Chair with United 
Way San Diego, executive board member for Califor-
nia State Fullerton and board member of  the Founda-
tion for Kids. Mishriki is very passionate about giving 
back to his local community.

Mishriki is also very active in helping team mem-
bers enhance their world view with a focused diversity 
and inclusion lens. He is the current Executive Advi-
sor for the Enterprise Middle Eastern Employee Re-
source Network group. The ME Employee Resource 
Network is dedicated to employee development, men-
torship, and involvement within the community; locally 
and internationally.

Mishriki holds a Bachelor of  Science from the Uni-
versity of  Southern California, and graduated from 
the Pacific Coast Banking School at the University 
of  Washington.

In his free time, he enjoys spending as much time as 
possible with his wife Sarah and their two sons, Noah 
and Camden. He also enjoys basketball, snowboarding 
and wakeboarding to stay active. 

We Are All Customers
The thing that I try to really emphasize with my 

team and with our ability to help our clients is to 
learn from them, that we’re customers as well.

Hopefully all of  you have realized that in bank-
ing, it’s evolved. We’ve been on this digital mobile 
engagement in regards to how do we really capital-
ize on helping our customers, all banks, in regards 
to mobile or digital engagement. COVID kind to 
pushed us over the edge in regards to that.

You’ll sometimes unfortunately go to a branch and 
it’s not open. That’s not because we want to. My team 
works diligently to try to make sure that we keep every 
single location open as often as we can. But just as 
customers like yourselves have gone to a local Star-
bucks, a local restaurant and all of  a sudden they’re 
closed, we are impacted the same way. 

Digital Engagement on the Rise
You won’t be surprised with the digital numbers. 

As you see, digital engagement has gone up. Hope-
fully all of  you have also accessed and leveraged your 
phones similarly to do things that normally you might 
have never done. I know I’ve had the experience of 
educating my father through these last couple years 
to really leverage the mobile device that he doesn’t 
choose to use, but to do it because it was much safer 
for him to do it as opposed to being out in the pub-
lic due to COVID.

So you’ll see that our increase has been almost 
86% in mobile. And then when you look at small 
businesses actually using mobile as payments or di-
rect deposits or things like that, you’ll see that that’s 
also gone up too. 

On the next slide, you won’t be surprised that a lot 
of  our small business owners have gone to a contact-
less way of  payment solutions, which makes sense. 
And again, as customers you’ve probably experienced 
it yourself. I know I, at one point in time, I went into 
a McDonald’s — I haven’t gone in a long time — and 
the person literally directed me to the tablet and said, 
no, you can’t order here. You have to order here. And 
I think I’m pretty young and intuitive and mobile en-
gaged. And I said, no, no, but I want to order here. 
And he’s like, well, you could do the same thing here.

And after a long journey of  back and forth, we did 
the order and it was easy and now I’m forever going 
to be doing that. And I’m a Starbucks junkie where 
I use my mobile app. And if  I can’t, then I don’t ac-
tually go into the location because I don’t want to 
wait. I don’t have the time — two kids, work, all that 
good stuff. So you can see that people have gone to 
it, which is a really good thing.

 On the consumer side, 8 out of  10 customers ac-
tually prefer it once they do it. In the pandemic, we 
know that 20% of  our clients have actually used it for 
the first time. And of  those 20%, 50% of  those cli-
ents are choosing to use it again. It’s safer, it’s more 
convenient and it’s a lot more efficient in regards to 
speed. And then the last one is we know that also 1 
out of  every 2 small business owners are telling us 
that they’re using payment options like Zelle, Cash 
Apps, Venmos, and all those good stuff  to receive 
money for services as opposed to the old way of  do-
ing things, which is cash or credit cards. So just a 
couple insights that I’ve seen and experienced as a 
customer and as a banker for 30 years.

Top of Mind Topics 
Asked what small business owners should keep top-

of-mind as they navigate the current economic envi-
ronment, Mishriki had this to say: 

Well, first and foremost, we feel the pain just the 
same: having 1,200 employees right now in my 30 years, 
this has probably been my most challenging time to 
recruit, retain and develop our team. We are short 
staffed, just like the rest of  us are, and I’m someone 
that prides ourselves on being proactive and also al-
ways understanding our talent. But we’re short and we 
have locations that are closed that shouldn’t be closed. 
So the hiring strategy is huge. Like what are you deal-
ing with due to the fact that you don’t have employees? 

The other piece is the accessibility to your cash. 
So whether it’s credit conversations or whether it’s 

merchant services or some type of  products that will 
get the cash to you quicker, those are the things that 
we talk about.

 So when I think about it, it’s flexible planning. We’re 
helping our customers by learning what their pain 
points are and then what they need and what they 
envision they need in order for them to be successful. 
You can do a business plan usually for 12 months and 
you could really leverage it. In today’s world, I would 
tell you to do that same business plan in pencil and 
make sure that it’s easily adaptable. I think you said, 
be ready to pivot. Our small business owners, we’re 
working with them and we’ll touch base with them as 
many times as they want. We’ll be proactive and we’ll 
also be reactive in regards to our approach.

Huge Advances
The digital platform is huge. You all have phones and 

the apps that you use the most are the ones that you find 
value the most. We believe that to be true in banking as 
well. If  you haven’t used your mobile app for your bank, 
please do. We understand today that it’s all about the 
education and the information, and if  we could do that 
correctly, you’ll find more value in it. The digital process-
ing is huge because again, I talked a little bit about theft 
and efficiency and the cash goes in there quicker, and 
customers are just doing banking a different way. Some 
people will only pay you if their ability to pay you is with 
a phone or some type where they don’t interact with you.

And the last piece is leverage your resources. You guys 
are a perfect example of that going to these types of events, 
local chambers of commerce. If you don’t know your bank-
er, your CPA, your attorney, your accountant, those are the 
people you need to have on your speed dial. I call them our 
favorites on our phone. I have a list of favorites on my phone. 
They’re my wife, my kids, my family members. I would tell 
you on the business side, you should have your top five, 
your top favorites. And you’re hoping we make that list as 
a banker, as a CPA, as an attorney and those people, and 
they should be regularly called on a regular basis.

Staying Open to Learning
Asked for final thoughts on the world of digital pay-

ments, technology in general and resources for business, 
Mishriki said, “Hire young people,” getting a laugh out 
of moderator Mark Cafferty. Mishriki continued his re-
marks as follows:

I would say, stay relevant. Things are changing so much. 
Don’t be afraid of what you don’t know. I go in with the 
mindset of, I can learn anything from anyone at any time. 
My 11-year-old and my 8-year-old teach me a lot. They 
teach me a lot today. And when I’m out there in the field, 
I’m interacting with our clients and asking them what they 
like, what we can do better, keep an open mind. Hire peo-
ple that are different than us. Continue to leverage technol-
ogy. As much as sometimes we don’t think it’s our friend, 
it absolutely is. And it will make us better as a communi-
ty — and as a business, if we do that and leverage it more.

Looking Ahead to 2022
At the end of the presentation, when asked for his out-

look on 2022, Mishriki had this to say:
I’m a positive person. That’s probably one of my top 

Gallup strengths. So for me, very optimistic. I will tell 
you this, it’s going to be a collaboration, and hearing 
everything of all the speakers today, we’re all saying the 
same things, and we’re all trying to do the same things. 
And it’s the focus on our customers. It’s the focus on our 
community and it’s to focus on each other to try to en-
hance. And I love that everyone talked about diversity, 
equity and inclusion. That’s something that I’m really 
personally passionate about. And it sounds like it’s a 
common theme as well. So, very positive, very optimis-
tic and very excited. �
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Prices, Wages, Supply Chains, Offices: It Is All in Flux
CONSULTING: Many Businesses See Productivity Gains, Employees Feel Empowered

Juli Moran is San Diego office marketplace leader for 
Deloitte. In this role, she helps to drive client and busi-
ness growth, and brings strategic insight and facilitates 
complex transformations for clients by leading cross-func-
tional teams and solutions. She has more than 33 years 
of experience in the life sciences industry. She has held a 
variety of board positions and leadership roles within OC-
TANe, Connect and Biocom. She serves on the board of 
directors for the American Heart Association, San Diego, 
and the executive leadership team for the AHA Go Red 
for Women campaign.

Inflation Arrives, Habits Change
We probably can’t open our phone, the tablet, turn on the 

television without seeing that word “inflation.” And I’m go-
ing to comment a lot about what Michael [Pugliese] already 
kind of laid the groundwork there. But if we think about 
inflation in the last, say, two to four decades, the business 
leaders — especially in the United States — that we have 
right now running all of these organizations have probably 
never managed their organization or any organization at a 
time with high inflation. And so it’s really challenging our 
business community and our business executives for how to 
respond to this level of uncertainty that’s out there? Reiter-
ating some of Michael’s themes and even Mark’s themes: we 
really don’t know what’s going to happen with the length of 
this supply chain disruption. It’s been pretty significant and 
it’s impacted a lot of different industries in different ways.

We’ve also got a huge impact on wages right now. So de-
spite our global shortage of labor, the pressure on wages and 
the increase on that upfront has really made managing this 
environment, for many of our businesses, pretty complex.

I think you don’t know what’s happening with consumer 
spending. And I think that’s fascinating too, that the other 
part of that is just the speed with which the trends in con-
sumer spending have happened. You think about electron-
ically and the online — I have 86- and 87-year-old parents 
and having them order things on Amazon on their phone, 
I never would’ve thought I really was going to be able to 
accomplish that. But I had to because, I’m like, “You guys 
cannot go to a store.” And so we think about how quickly 
that transformed and it changed our buying and our spend-
ing habits just almost overnight.

So with that, we are going to see a couple scenarios evolve 
and it could be anywhere from we get back to that “Blue 
Sky” target of that 2% inflation rate to something that the 
other extreme, which could be kind of classified as “Stormy 
Weather,” where we’re up in that 8 or 9% range.

Making Supply Chains More Resilient
And as a business leader, what does that mean? So one 

thing we’ve been helping our clients with are areas that, 
even two, three years ago, we would not have had an or-
ganization come to us and say, we need help.

We think about supply chain. How can we be a lot 
more proactive in terms of building a really resilient sup-
ply chain? There’s a lot of M and A activity out there. 

And what’s interesting is so much of it has been focused 
on how do we actually buy some of our suppliers and 
bring them into our organization so that we’ve got more 
predictability and more continuity.

Having a business continuity plan … I focus entirely in 
life sciences and we have the luxury of some pretty high 
margins, which actually creates an environment where 
you can forgive a lot of sins in terms of management and 
operational efficiency when you operate in that kind of 
margin environment. But they’ve been forced to really 
think about business continuity planning and how do we 
actually build out a deeper, more sophisticated market 
sensing capability in our organization? If  I need to be 
able to change my production planning and shift where 
I’m able to get product to and be more nimble, I’ve got 
to be a able to have a better view of what’s happening in 
marketplaces both across the United States and global-
ly, because everything from the very beginning of how I 
start to produce them and deliver that product has now 
changed. And my ability to be agile and respond to that 
is going to be a precursor to how successful I am and 
how able I am to take advantage of those opportunities.

The Labor Part of the Equation
I think the other thing is this global shortage of labor, and 

we’ve talked a lot about that. What’s interesting here in San 
Diego, if we think of California and the loss of jobs, the life 
sciences sector in San Diego in the last 18 months has ac-
tually seen an increase in employment. And going back to 
some of Michael’s slides and even Mark’s, that the wages of 
the jobs that are growing in that sector here in San Diego are 
all at that high end. We’ve also seen a lot of our life scienc-
es companies build out their manufacturing capability, even 
here in California. We would have never had that conversa-
tion three years ago because of the need to really shore up 
the resiliency in my supply chain and to have more control 
over it. And again, building in that flexibility and continuity.

I always talk about San Diego being this really unique 
kind of innovation ecosystem too. I think we could kind of 
liken ourselves a smaller Tel Aviv or Beijing or Boston or the 
Bay Area in terms of the high tech sector, biotech and life 
sciences. We’ve got a really incredible, I think it’s over 70 re-
search institutes and universities in the region here, and we 
graduate about 7,000 STEM professionals a year out of that 
system. So one thing that we are concerned about though 
is when you think of higher education, there is a little bit of 
a downtick in enrollment based on what’s happened. And 
with that, does that contribute even further to our shortage 
of employees and talent?

Cultivating New Talent
I know one thing we’ve started to do at Deloitte is really 

change our thinking of where we were recruiting, and actu-
ally exposing folks as we try to also focus on diversity and 
equity and inclusion, do we start at the high school level? 
Because if you’re going to be the first one to go to college in 
your family, and you go to a community college, you may 
not be exposed to engineering, science, technology, account-
ing, professional services as a profession. And if you don’t 
have your major already started two years into it, it might 
be too late for us to get that talent pool. So we’re doing a lot 
of things at a much younger age to try to build out that. So 
five, 10 years from now, we’ve got a talent base with the right 
type of education that will help contribute. 

One thing I think that also is happening here, at least for 
this industry, is the Biden administration is really focused 
on federal research funding. … [It] presented to Congress in 

December and asked for $10 billion in the healthcare sector. 
And if the administration’s really focused on shoring up the 
grants from NIH, NSF, that should benefit pretty immense-
ly here in San Diego.

We already have such a community that is the innovation 
that results out of our ecosystem here, both the research 
and university and education, the serial entrepreneurs, the 
venture capital that’s here. And then all of our strategic or-
ganizations that have grown and been successful. We think 
about a decade ago — we’ve got companies in the $5 billion 
annual revenue range that were zero revenue even a decade 
ago. So we’re really hopeful that that will continue in the re-
search and funding.

Seismic Shifts in Healthcare
We talk a lot about the future of health and what that 

means. And I think San Diego is a great example of when 
we think of what healthcare is in five years, 10 years, 30 years, 
there’s going to be a huge shift to digitization. The pandem-
ic has actually given us a great proof case that telemedicine 
actually works in a lot of cases, that digitization and delivery 
of test results, the diagnostics. The focus on diagnostics to 
help us with preventative healthcare so that the spend shifts 
from treatment back to prevention. So I think that’s what’s 
really interesting about our community here.

Omicron has kind of  brought this pandemic back 
with a vengeance and I think we are still facing a labor 
shortage. Transportation, healthcare, people are just not 
showing up to work. So one thing on the whole work-
force transformation, I do think we’ve also found that 
we haven’t had a loss in productivity and what we’re see-
ing with our employees and our clients and our projects 
is people are being more efficient. You don’t need to be 
checking a time clock and be there for a certain period 
of time. So the efficiency is better. We’re probably more 
effective, but I also think we’re seeing a level of empow-
erment with the employee. You choose how to get that 
work done. And if you don’t feel safe going into an office 
and you can you this in a hybrid or a workforce environ-
ment, it’s working. So I’m hopeful that the productivity 
gains that we’ve seen in some of these good case studies 
will actually be benefits that we can carry on to whatev-
er our new normal is.

Creating Culture, Coming Together 
Asked for additional thoughts on the healthcare sector, and 

for topics that business leaders ought to prioritize, Moran 
had this to say:

In healthcare, I think definitely this whole digital transfor-
mation, and how do we actually employ that personalized 
medicine? I think some of the companies that are here, if  
we think about cell and gene therapy, how do we diagnose 
a rare and inherited genetic disorder quicker — you know, 
even before a baby is born? We can do that. And so I really 
think that personalized medicine, we’ve got so many com-
panies here that are front and center to diagnostics, genetics. 
It’s phenomenal, what San Diego is really contributing to  
the clinical trials and the development in that area. 

And then, just going back to the people part of this: you 
know, we sell people. And I think we really have had to 
have a very conscious decision of how do we create a cul-
ture when we are not in person all the time? And how do 
we co-locate when it makes sense? So I think that’s some-
thing that we’re going to make business decisions. I had the 
opportunity to see Scott Gottlieb speak on Monday and 
he was the previous FDA [commissioner]. Our business 
community, I think we’re going to make decisions on when 
do we have conferences? What time of the year do we do 
it? When are we in person? And are we in person when it 
makes sense? Because we can actually increase productiv-
ity and reduce costs of operating as a business communi-
ty, if we do the right thing with the decision process there.

Asked for a final thought at the end of the program, Mo-
ran had this to say:

[I am] very positive. I think we’ve had a lot of great 
examples of business benefit to some of the experienc-
es in the last 18, 24 months. And we hope to carry that 
forward and become a stronger business community and 
economic platform going forward. �
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There’s a lot of M and A activity out there. 
And what’s interesting is so much of it 

has been focused on how do we actually 
buy some of our suppliers and bring them 

into our organization so that we’ve got 
more predictability and more continuity.
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Tech Tools, Hybrid Offices Can Offer 
‘Phenomenal’ Outcomes

COMMUNICATIONS: Employees Benefit From Optimized Workflows and Maintaining Human Connections

Rebecca Rosen is director of  field marketing for 
Cox Business in California. An industry veteran, Ros-
en has spent 20 years in telecommunications in train-
ing, product management, product marketing, com-
munications and demand generation roles, and ulti-
mately leading marketing teams. 

Before Cox, Rosen was the Vice President of 
Marketing for Broadvoice, a UCaaS provider head-
quartered in Northridge. Previously she worked for 
brands such as ShoreTel and TelePacific, now TPx, 
and consulted for Microsoft, Apple, VMware, In-
gram Micro, ESET and other well-known technol-
ogy brands. 

Rosen has won numerous industry awards, including 
being named to the Channel Partners Circle of  Ex-
cellence and CRN’s Women of  the Channel. She has 
served on the Alliance of  Channel Women, Technolo-
gy Channel Association and Channel Partners boards. 
Currently, she serves on the Board of  Directors for 
Irvine Valley College. 

Rosen received her Bachelor of  Fine Arts from 
George Mason University and Master of  Fine Arts 
from Arizona State University, where she worked at 
a think tank to integrate art and technology.

I’m really going to touch on three topics. One at 
this point is very well known because we’ve all talked 
about it and that is the Great Resignation. The sec-
ond will be smart communities. And the third is the 
rise in network vulnerabilities and phishing attacks. 
So I’ll take it from there.

Optimism for 2022
Essentially, from a Great Resignation perspec-

tive, Cox conducted a survey in Q4 of  last year and 
90% of  minority SMBs [small and midsize business-
es] were really optimistic about this year in 2022. 
Sixty percent of  them had either reached or sur-
passed their revenues from previous years. So that 
was good news. 

But of  course, everybody’s had challenges because 
of  the pandemic. And one of  them happens to be 
sourcing talent. According to the latest statistics of 
the Bureau of  Labor Statistics, essentially as of  No-
vember of  2021, four and a half  million people had 
resigned.

I happen to know that during the pandemic, Cox 
Business and Cox Enterprises did not lay off  a sin-
gle employee. And yet finding talent, like all of  you, 
I am sure is a challenge. So that means from a busi-
ness perspective, that companies need to look towards 
things like virtualization, digitization, and those sorts 
of  things in order to optimize their workflows. And 
that’s a trend that we expect will continue.

Giving Employees the Right Tools
Not only that, but from an employee experience 

perspective, it becomes exceedingly important that 
your employees have access to the tools that will make 
their jobs easier. Juli [Moran] earlier mentioned that 
we are, in fact, as productive or more productive when 
we’re working from anywhere, which is amazing. 

The one thing I’d like to point out is that wellness 
also becomes really important, because we are get-
ting more done, but we’re burning out much more 
quickly. And so to give employees access to some 
of  the wellness tools that are out there and give 
them opportunities to socialize, because what we 
miss by not being in the office is actually some of 
that downtime, that water cooler talk, those drive-
bys that we say we’re so happy to have when we’re 
not in the office. But in fact it is causing more of 
that burnout.

Smart Cities Offer Potential
Number two is this idea of  smart cities. So we’re 

seeing a number of  municipalities reach out and try 
and take advantage of  telecommunications infra-
structure in order to solve some of  the challenges 
that cities face. And that includes things like water 
and energy conservation. It includes traffic patterns. 
It includes parking and safety. And municipalities 
all over the country are reaching out and partnering 
with companies like Cox Business in order to take 
advantage of  the smart technologies that are avail-
able to them. And ultimately that means a better ex-
perience, more economic development for the com-
munities where we live.

Cybersecurity: Awareness Is Key
Finally, on the rise of  network vulnerabilities 

and phishing: As we have virtualized our environ-
ments and we’ve gone home, that has dramatically 
increased the number of  phishing attacks. If  you 
guys don’t know or haven’t seen it in the news, the 
NSA and the CIA recently put out warnings to in-
frastructure companies like ours, like what happens 
in Texas with the pipeline, all sorts of  things because 
of  what’s happening in Eastern Europe today, but 
that’s not limited anymore to what’s happening to 
the big enterprises.

In fact, ransomware is a huge industry now. I mean, 
huge. And the latest surveys basically say that 60% 
of  all — all businesses — should expect that they 
will have some sort of  a ransomware vulnerability. 
So it’s not a question of  “if ”; it’s a question of  when. 
And so it becomes really important for businesses to 
partner with a company like Cox or someone else to 
ensure that not only their infrastructure and their 
headquarters are secure, but they’re secure thinking 
about security for this new workforce today.

Optimizing Processes With Technology
Asked whether she had anything to add about the 

role of  technology companies in the current environ-
ment, Rosen had this to say:

There are really two areas that I see, and I think 
that I have some technology peers out there that 
would be happy to add some insight here. 

The first thing that I think about, the first thing 
that I really think about is how you’re optimiz-
ing your workflows, how you are enabling your 
IT organizations, as an example, to really work 
on the strategic initiatives within your organiza-
tions, while some of  those mundane things that 
they need to do on a daily basis, those workflows 
are automated.

Or you’re also looking for managed service pro-
viders, people who can take over the help desks for 
your organization, act as that tier one, tier two sup-
port for your employees. [That] is a really great way 
to think about out things that can happen. And 
there are so many cloud services: security as a ser-
vice. Disaster recovery as a service. Backup as a ser-
vice. Myself  and Juli could probably talk about all 
of  that all day long. 

On the flip side, from an employee experience per-
spective, I think about, can we create a ubiquitous 
experience for that employee, whether they’re in the 
office or at home? The technology I use is the same. 
I’m able to videoconference with whoever I need to 
videoconference with. I’m able to pick up my phone 
and my number doesn’t change, and I don’t have to 
give out my personal information to my clients be-
cause I’m able to accept my client phone calls on any 
device I might have. I think those things become tan-
tamountly important.

And the last thing I’d like to add is one of  the 
things that we have seen as people move remote is 
how diversity, equity and inclusion have really im-
proved because now we’re involving more people in 
our meetings, there’s more diversity in thought, which 
has really become a phenomenal outcome of  having 
to move to a hybrid scenario.

‘The Sky Is the Limit’
Asked for a final thought at the end of  the program, 

Rosen had this to say:
I think that there is so much opportunity in order 

to engage our customers and help them understand 
new ways of  doing business while also keeping in 
mind the wellness of  our employees. I think frankly, 
the sky is the limit. People are really open to con-
versations now that they hadn’t been, because we 
have seen kind of  10 years of  growth in two years of 
really great challenge. I think that this next coming 
year and the couple years that follow it will be really 
great for all of  us. �

Municipalities all over the country 
are reaching out and partnering 

with companies like Cox Business in 
order to take advantage of the smart 

technologies that are available to them. 
And ultimately that means a better 

experience, more economic development 
for the communities where we live.

I think that there is so much opportunity 
in order to engage our customers and 

help them understand new ways of 
doing business while also keeping in 
mind the wellness of our employees. I 

think frankly, the sky is the limit. People 
are really open to conversations now 

that they hadn’t been, because we 
have seen kind of 10 years of growth 
in two years of really great challenge.
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Employee tech support available 
whether working at the office 
or remotely  
From technical support for employees to 
on-call IT management, small-business 
customers that need additional IT support 
are getting a 24/7 white-glove experience 
with the expansion of Cox Business’s 
Complete Care portfolio.

Cox Business Complete Care (CBCC) now 
features Helpdesk and Proactive services 
that deliver preventive and responsive 
support for common IT issues. 

As today’s small businesses grow, so does 
their need for IT services to keep devices 
and networks running, ensure teams stay 
connected, and avoid expensive losses in 
time and repairs. 

Hiring full-time IT managers can be costly 
for small businesses, and finding the right 
third-party team is often difficult. With this in 
mind, Cox Business launched and continues 
to innovate its Complete Care services to go 
beyond standard tech support and provide 
all-inclusive, enterprise-grade coverage that 
mitigates everyday IT problems without 
significant overhead.

The latest in the Complete Care portfolio, 
CBCC Helpdesk provides expert 
technical support 24/7/365 to help 
employees navigate everyday digital 
dilemmas – whether they’re in the office 
or working remotely. The Helpdesk 
can assist in a number of areas to help 
keep Wi-Fi-connected devices running 
smoothly, including:

• Virus, malware and spyware removal;

• Network setup; and

• Connectivity troubleshooting.

 In addition to IT Helpdesk, CBCC offers 
Proactive features with around-the-clock 
system monitoring and gives businesses 
access to an on-call assistant IT administrator 
who can take over existing IT challenges 
whenever the need arises. For added peace 
of mind and streamlined task off-loading, the 
solution is always working and learning in 
the background – monitoring applications 
and server status, system performance, and 
device health and security – to allow for 
rapid problem notification and mitigation. 

“Small-business owners and IT leaders are 
stretched thin as it is; getting access to the 
right support shouldn’t be another hurdle,” 
said Catherine Mitchell, Vice President, 
Product Management and Development, 
Cox Business. “With Cox Business Complete 

Care, now featuring Helpdesk and Proactive 
services, we can ensure our customers 
have easy access to expert support and 
monitoring, allowing them to get back to 
what they do best – running their businesses 
and departments.”

After an initial trial with 6,000 select Cox 
Business customers, many provided 
testimonials on how the product eased their 
IT operations.

• “The Complete Care tech did a fantastic 
job of solving this problem by successfully 
repairing my damaged hard drive. I'm very 
pleased to have this issue resolved.”

• “My computer was ‘frozen’ and the rep 
worked his magic finding issues with my C 
Drive and cleaned it up. I am so grateful.”

• “My machine was down, and the agent 
provided OUTSTANDING service to clean 
up several errors. Computer is in top shape 
now. Thanks.”

Learn more about Cox 
Business Complete Care 
at cox.com/business/
completecare.html.

Cox Business Complete Care:  
Small businesses get "IT Helpdesk"  
white-glove experience
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The Ideal Benefits Package? One 
That Meets Employee Needs

INSURANCE: Digital Communication Matters; So Does Keeping the Actual Worker Experience in Mind

Tracey Best is the benefit practice group leader for 
C3 Risk & Insurance Services. She started her career 
in employee benefits over 20 years ago, and works with 
mid-market and large companies. A native New York-
er, she has lived in San Diego for 22 years. She and 
her husband have two adult daughters. Recently her 
family has grown with the addition of  a Vizsla puppy.

Good morning, everybody. I’d love to just start off  
first by saying, what company out there has not gone 
through any change in the last two years? Because if  
you have a hand up, we’re making a movie. We’ll be 
talking to you after, and you’ll be the first.

So we’ve been on the front lines with many peo-
ple on the panel, with many of  you, helping clients 
through the challenging environment that they’ve 
faced over the last two years. Some have adapted re-
ally fast. Some are a little slower to adapt. But I’m 
going to really focus on the people operations be-
cause that’s what we help companies with the most. 
And what that means to each of  you, it’s impacted 
different industries, different size clients differently.

Keeping Talent Close, Going Digital 
Obviously our hospitality, our restaurant clients 

versus our life science and our tech clients [are] in 
very different positions. However, [they are] dealing 
with some of  the same issues, just in different ways.

So they’ve had to really think about, how do we 
adapt our operations? How do we continue to deliv-
er our goods and services? And how do we keep our 
talent and attract new talent? We’ve all been talking 
about that. 

The one theme I hear a lot is digital transforma-
tion. Now, I will tell you that is an area that even in 
employee benefits — whether it’s on the commercial 
side or the employee benefit side — has been a huge 
theme, and one of  the kinks in the armor that some 
companies have found they have over the last two 
years. So with that, we’ve been really helping clients 
focus on their brand and their culture: connecting 
their outside brand with their internal culture and 
making sure that is digital, making sure they know 
they have the most exposure out there, that they can 
attract talent, they can find talent and the talent can 
find them.

So that’s been a big emphasis that we’ve been work-
ing on clients because we’ve found that the ones that 
were already well-positioned to do that really were 
thriving more than the ones who — you know, you’d 
be amazed — some are still in the paper realm and 
they didn’t have an online presence. And so we took 
that information and we helped them strategize and 
get their presence out there, whether it’s on what 
their brand is on their website, connect that to In-
deed, Glassdoor, and any other places that they’re 

searching for talent. Make it as easy as possible for 
those prospective new hires to find you and to know 
what you stand for, and what they’ll get when they 
work for you. So that’s been part of  the project. 

A Fresh Look at Benefits Packages
Along with that is what you offer them once they’re 

an employee. Not only your current employees and 
looking, taking a completely fresh look at that. We 
all provide employee benefit packages, right? You 
have your core package, your must-haves: the medi-
cal, the dental, the vision, life insurance, disability to 
take care of  people’s lives. And that’s wonderful, but 
how you’re delivering that in a succinct and easy-to-
deploy way is critical. So that end-to-end employee 
experience, from the moment they’re a new potential 
new hire to the moment they even exit your organi-
zation, what is that experience from front to back? 
That’s what you want to pay attention to. Because 

that’s where the kinks are. 
We may think, “oh, we hire new hires wonderfully; 

we have a great recruiting department.” Well, is that 
connected to the next step once they’re onboarded? 
Then what happens in their training? And then what 
happens when they’re actually in their work environ-
ment? Can they do their work easily from anywhere? 
Because when we talk about no productivity being 
lost, anytime you have a turnover in position, there’s 
lost productivity to some degree. Because you’ve got 
someone you’ve got to ramp up to that position ver-
sus the person who is in it already. So there is some 
degree of  disruption.

Meeting Employees Where They Are
But when we put the benefit packages together, 

what we are hearing is we really need to pay atten-
tion to not only what people need — everybody needs 
a certain amount of  things — but also what’s go-
ing to help them in their lifestyle at a point in time 
that they need it. So a very diverse portfolio of  what 
you’re offering, whether it be childcare, whether it be 
mental health and wellness, whether it be transpor-
tation benefits — we were talking about that earlier. 
Whatever it’s going to be, make sure it’s holistic and 
it means something and it’s delivered in a way that’s 
easy and succinct. So if  I’m an employee, I know ex-
actly that I have that resource, I know how to deploy 
it easily and I know exactly how to make the most 
of  it. Whether it’s financial wellness — that’s a big 
one. If  your workforce is interested and they have a 
lot of  student debt, are you providing something for 
that? If  you have a workforce where infertility and 
family planning is huge for them at that point in life, 
do you have benefits for that? So it’s really taking a 
holistic look.

Premium News Welcomed by Employers
So we’ll talk about the insurance market. The good 

news is we’re seeing some pretty good increases, which 
is nice, like low increases when it comes to medical 
and your core insurance programs. So that’s encour-
aging. The carriers are really being more reserved, 
wanting to hold on to what they have and also at-
tract new clients. So that means when we’re going 
out, we’re delivering reductions in some cases, which 

is incredible news. Or very low single digit increases. 
So it’s been good on that front. And it’s allowed em-
ployers to keep some consistency and also do some 
additions and some adjustments to their program.

 When it comes to the commercial side, just high 
level on your other lines of  coverage, probably the 
biggest area of  focus that will be really challenging to 
place is cyber. There’s been a huge increase in com-
panies who want cyber protection. There’s been a lot 
of  ransomware attacks. So the cost of  cyber, or even 
renewing your cyber is going to be difficult going for-
ward. So you want to make sure you’re working with 
someone that can help you with that.

So I would say really the top themes you’re seeing: 
the good news is your core programs are going to re-
new at a pretty good rate. So that’s nice. Please take 
a look at your employee experience. Take a look at 
what you’re doing, what you’re offering, how they’re 
able to interact with you when they’re working. Is it 
really as easy as you think it is, or are there technol-
ogy advances you need to provide them? 

So those would be my key themes. So also child-
care, I don’t know if  we mentioned that and I know 
we’re going to talk about that. That’s a big theme 
right now as well.

Know Your Employee Base
Moderator Mark Cafferty then asked for any final 

tips, such as the types of  benefits she could recom-
mend these days, or ways that businesses have gotten 
ahead while trying to attract and retain talent. Best 
had this to say: 

I’ll just give you an example. We have one client and 
78% of  their workforce are females. They are in the 
childbearing years and they are offering fertility and 
adoption benefits. That is huge. Because someone is not 
going to leave your firm if  that is a need of  theirs and 
you’re providing up to $20,000 a year for them to help 
start a family. That’s a big benefit. And that’s something. 
That’s knowing your employee base, right? Knowing 
what they need at all different levels and having a pro-
gram that’s going to connect with them is probably the 
most important thing you can do. 

Asked for final thoughts at the end of  the program, 
she had this to say:

We’ve come so far in the last two years, many of the 
businesses out there. And so continue to look at your end-
to-end experience, involve as many people in that pro-
cess as possible, and continue to hone in and streamline 
that. I think we’re going to be positive going forward. �

Make it as easy as possible for those 
prospective new hires to find you, and 
to know what you stand for, and what 

they’ll get when they work for you.  

We all provide employee benefit 
packages, right? You have your core 

package, your must-haves: the medical, 
the dental, the vision, life insurance, 

disability to take care of people’s lives. 
And that’s wonderful, but how you’re 

delivering that in a succinct and easy-
to-deploy way is critical. So that end-

to-end employee experience, from 
the moment they’re a new potential 
new hire to the moment they even 
exit your organization, what is that 

experience from front to back? That’s 
what you want to pay attention to.
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Childcare Is Essential, Should Be  
an Employee Benefit

WORKFORCE: TOOTRiS Applies Technology to the Entire Care Ecosystem

Alessandra Lezama is founder and CEO of  TOOT-
RiS, a childcare on demand technology platform that 
is reinventing how parents find and enroll and pay for 
quality childcare. With over 20 years of  technology, 
executive and serial entrepreneurship background, Le-
zama has an impressive track record for taking under-
performing tech companies and turning them into glob-
al high performance powerhouses. Lezama’s hands-on 
leadership across industries has earned her many ac-
colades, such as the 2021 Dream Big Minority Small 
Business of  the Year Award by the U.S. Chamber of 
Commerce; the 2021 Moving San Diego Forward Award 
by the San Diego Regional Chamber of Commerce; the 
2021 Outstanding Business Leader Award by Cal State 
San Marcos; and the 2020 Connect Woman of  Influ-
ence Award. Lezama is passionate about technology 
and supporting women in the workforce and as entre-
preneurs and actively advocates for quality early child-
hood education. She has recently been appointed to the 
Global Ready CEO Task Force for Early Childhood 
Development; the California Preschool and Business 
Advisory Council: and many other groups. She serves 
on the San Diego County Childcare and Development 
Council. She is driven by a deep rooted social purpose 
as a single mom and an immigrant to this country. Le-
zama works relentlessly to help inspire the next gener-
ation of  business leaders. 

So lovely to see you all here. I’m delighted to talk 
about three things today. First, I want to put in per-
spective the childcare system just nationally, but then 
really lasering in and honing in, in our county. My 
colleagues here have done such an amazing job bring-
ing up just the mere fact that even prior to COVID, 
we lived in a place [where] childcare had always been 
an issue. But through COVID, I think it has perco-
lated to top of  mind. The business sector as well as 
our top officials have recognized that without child-
care, our economy is not going to reset. More im-
portantly, childcare is actually one of  the fibers that 
holds our communities together. I think we can all 
recognize that.

A Constellation of Microbusinesses
Some of  the non-such fun facts are that two and 

a half  million women have left the workforce during 
the last year alone. Eighty-five percent of  those are 
directly related to childcare issues. Stop a minute 
and just think about that. So when we’re talking 
about the Big Resignation, we’re also really talking 
about the first ever She-cession. This is an issue that 

primarily impacts women and women of  color as well 
because the childcare workforce is primarily com-
prised of  women of  color. In San Diego alone, we 
have approximately 4,000 licensed childcare programs 
of  which 60% of  those are microbusinesses. They’re 
family childcare homes. These are very small pro-
grams with eight to 14 children that bring the most 
nurturing environments to our little ones.

By the way, did you know that the brain expands 
and develops 90% in the first five years of  life alone? 
So what does that tell you about how much we need 
to invest in the workforce of  the future? Our little 
ones are just that. And if  anything, in the childcare 
system, we know that there was a deficit of  about 44% 
supply to demand. I’m talking San Diego alone. And 
post-COVID we’re at 57% deficit. Uh oh!

You know what went wrong? All these microbusi-
nesses were struggling to stay open and then regu-
latory compliance and all the security regulations 
and COVID regulations and licensing changed the 
teacher-to-student ratio and all of  what that entailed. 
And it made it very challenging for a lot of  these pro-
grams to open. 

In addition to that, dual-income families became 
single-income families. And therefore, if  prior to the 
pandemic, it was already a struggle to afford and find 
childcare, during [the pandemic] and certainly now 
during what we’re hoping to be a transition out of 
COVID, it’s even greater.

Supporting the Family Unit
So what can we do? Everyone has heard of  the 

Biden Build Back Better plan or the BBB plan. Child-
care is a $400 billion problem nationwide. But it 
doesn’t matter. Even if  our legislators would sign 
$400 billion over to childcare right now to support 
it, that would not fix the problem. Because even with 
the subsidies, 9 out of  every 10 children that quali-
fied for subsidies were not able to secure childcare. 

So how does this affect our workforce? How does 
it affect employers and businesses in San Diego? We 
work where we are supported in our family unit. Ex-
traordinary companies are the extraordinary people 
that come to work. Technology, as has been said, is a 
generational issue. But so is the changing work envi-
ronment. If  we don’t have a stable home unit, we’re 
not going to be productive as a workforce.

Childcare as an Employee Benefit
And guess what? Millennials and Gen Z’s are having 

babies and they will make up 30% of  our workforce 

in the next five years. And guess what? Sixty per-
cent of  the workforce by 2027 will be women. So if  
we want to thrive as organizations, if  we want to be 
profitable, if  we want maximum productivity, sec-
ond to healthcare, childcare is the next-in-line most 
important benefit. 

It’s richer for the employee because they don’t pay 
taxes on that benefit, and it’s cheaper for the employer 
because you don’t pay a burden. So where employers 
are competing and raising the cap of  wages to attract 
and retain talent, if  you replace that increase with a 
benefit for the employer, it’s a lot cheaper. And for 
the employee, it’s a lot richer. 

Investing Now Prevents Churn Later
Asked about the return on investment (ROI) for pro-

viding childcare as a benefit, Lezama had this to say:
The number one cost in HR — and I have a lot 

of  experts here that can challenge me on that — is 
churn. So we, as an organization can spend 200% 
of  base salary of  a critical staff  [member] when we 
churn them. And that is in recruiting fees, in hiring, 
training, the cross-functional impact that the lack of 
legacy knowledge that goes out the door has to the 
organization. So ROI, no brainer, the highest yield-
ing investment is in your human capital.

Embracing Change
Asked for final thoughts at the end of  the program, 

Lezama said this:
I’m an optimist eternal, and I truly believe that 

COVID — while devastating and in such a sad sit-
uation across all frontiers — has shown us that we 
are truly vulnerable as human beings, as executives, 
as the workforce. And so we have embraced change 
like never before, and we are actively stepping up 
in each and every one of  our roles, whether we’re 
a homemaker, whether we’re an executive, whether 
we’re in the workforce, whether we’re an essential 
worker or not. And the business community espe-
cially has stepped up.

We are in the childcare business at TOOTRiS and 
we have 300 San Diego-based organizations imple-
menting some sort of  childcare solution through our 
services today. How’s that for an indicator that busi-
nesses are reinventing the way they’re attracting and 
retaining their talent? And really responding to “I 
really do care about you, my workforce, because with-
out you, we are no one.”

And so that gets me all warm and fuzzy, and gets 
me up in the morning. 

Ultimately I truly believe that we’re never going 
to go back to what used to be normal. Our new nor-
mal is here. Embrace it. Move forward. Bring in the 
younger generations. Don’t resist change because 
change is our opportunity to thrive. �

We are in the childcare business at 
TOOTRiS and we have 300 San Diego-

based organizations implementing 
some sort of childcare solution through 

our services today. How’s that for an 
indicator that businesses are reinventing 
the way they’re attracting and retaining 
their talent? And really responding to “I 
really do care about you, my workforce, 
because without you, we are no one.”

This is an issue that primarily impacts 
women and women of color as well 
because the childcare workforce is 

primarily comprised of women of color. In 
San Diego alone, we have approximately 

4,000 licensed childcare programs of 
which 60% of those are microbusinesses.



(855) 486-6874 hello@tootris.com

CHILD CAREIS
A

BUSINESS ISSUE
“The sooner employers treat 
Child Care with the same 
seriousness as health care, 
the faster employees can 
get back to full force.”
-HARVARD BUSINESS REVIEW

go.tootris.com/sdbj

*TOOTRiS provides Child Care as a Benefit Solutions based on a monthly subscription fee agreement per participating employee, not including, employer-subsidized 
contribution(s) which TOOTRiS shall manage turn-key. | 2022 TOOTRiS, San Diego, CA

+

*

 tootris.com

“Offering Child Care benefits is 
cheaper for the employer, and  

richer for the employee.” 
- Bradly T., CHRO
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LEADERSHIP: Conscious Capitalism Supports the Prime Source of Business Value — Human Capital

DeLinda Forsythe is founder of  Innovative Com-
mercial Environments (ICE) and board advisor for 
Conscious Capitalism, San Diego Chapter. ICE is an 
office furniture dealership and a conscious business en-
terprise. Forsythe is the author of  “Inspiring Genera-
tional Leadership.” In her book, she shares the journey 
of  ICE that led to its seven-time Inc 5000 inclusion, 
an accomplishment only made by 1.5% of  American 
companies. Garry Ridge, CEO and chairman of  WD-
40 Co., endorsed her book. 

Thank you so much, Mark. And thank you for do-
ing all that you do for the community of  San Diego 
as the CEO of  the San Diego EDC. And it’s great to 
see everybody today. I’m excited to share a little bit 
about who ICE is. 

I started ICE in 2006 from a spare bedroom. And 
when my son was accepted into Georgetown and I 
was a single mom and I was trying to figure out, 
how am I going to afford this? that’s when I decided 
I’m going to have to become an entrepreneur. And 
so I became an entrepreneur in 2006, starting ICE. 
And I’ve always had a heart for this younger gener-
ation, for the Millennials. They’ve always been the 
majority of  my workforce and they’re now 75% of 
the U.S. workforce. So what inspires and motivates 
Millennials (and you keep hearing the Great Resig-
nation and how important it is): employee engage-
ment. What inspires and motivates the Millennial 
generation should be top of  mind for every business 
owner and the Deloitte U.S. CEO, Joe U. stated that 
the number one constraint in running our business-
es is the availability of  talent.

Engagement Is Paramount
Human capital is the prime source of  business val-

ue. (She repeats.) Human capital is the prime source 
of  business value. Old school leaders continue to 
not understand the importance of  inspiring today’s 
younger workforce, which is one of  the reasons that I 
wrote my book, “Inspiring Generational Leadership,” 
to help share the importance of  inspiring our young-
er generations to create this employee engagement. 
There’s a lot of  data on why people are resigning right 
now. One poll indicated 1 in 3 people are resigning 
because management doesn’t care. It’s estimated it 
costs a company anywhere from 33% to two times 
an employee’s annual salary to replace that employee.

So these seemingly innocuous, irrelevant, soft lead-
ership skills can actually create hard financial losses. 

Mark mentioned that ICE has been on the Inc 5,000 
fastest growing companies in America, seven times 
and only 1.5% of  U.S. corporations achieved this. 
Less than six San Diego companies have had this 
kind of  growth.

Tenets of Conscious Capitalism
And we’re the only furniture dealership in the Unit-

ed States that has grown like this in 2019. I was try-
ing to figure out why have we grown so much? We’re 
not that unique. What we do, a lot of  companies 
sell office furniture. So why do we have such aston-
ishing growth? And that’s when I was introduced to 
the Conscious Capitalism movement. Has anybody 
heard of  Conscious Capitalism? 

OK. This is my table. Thank you for giving us 
that thumb. And two years of  research resulted in 
my book, “Inspiring Generational Leadership.” And 
it’s also back to the Deloitte Global Millennials in 
the Workplace surveys. I cite the Deloitte content 10 
times in my book. It’s a great resource.

So Conscious Capitalism. It started about 10 years 
ago. It was an idea, then a book, and it’s now a 501(c)
(3) organization with 28 global chapters, including 
one right here in San Diego. And what’s relevant to 
the business leaders today are the principles and the 
tenets of  Conscious Capitalism, which you’ll see on 
this slide: it’s equal stakeholder value, higher pur-
pose above profit, conscious culture and conscious 
leadership. And you’ve heard a lot of  the speakers 
today talking about culture and talking about being 
short staffed, hiring young people as Joe said, and 
that this high level of  uncertainty and that we need 
to create cultures where we value people. Julie indi-
cated that well. That’s all that conscious capitalism 
is saying. It’s those four tenets, and that when we 
incorporate those values into our companies, we’re 
actually going to have more impactful organizations.

Staying Sticky
When companies are in complete alignment with 

the values of  the Millennial and Gen Z generations, 
you create very sticky employee engagement. It’s prob-
ably why ICE has been on the Inc [list], was also on 
last year, on the Inc Best Places to Work Award in 
2021 with 100% employee engagement. And the av-
erage engagement last year per Gallup was 34%. So 
you can tell we’re kind of  doing something different.

Mentorship is baked into the DNA of  ICE. And 
when ICE President Alysse Cooper joined my firm in 
2007, she was a full-time college student and a full-
time employee. And together we co-created our cul-
ture and our leadership strategies which align with 

Millennial values and the principles of  Conscious 
Capitalism. 

Changing the Narrative
Alysse is planning to purchase ICE later this year 

and together we created a winning succession strat-
egy. That includes four points to our strategy that 
when she assumes ownership in the next year or two, 
that we’ll have a smooth transition of  ownership; it 
will maximize our enterprise value and our founder’s 
yield; and ensure the continuation of  owner’s lega-
cy. And my personal favorite: Inspire the American 
entrepreneurial spirit. That’s a gift that mentorship 
gives to our youth, many of  whom think that the 
American entrepreneurial dream is lost for them, that 
capitalism is evil. Conscious Capitalism offers a dif-
ferent narrative, an optimistic narrative, an evolved 
capitalism construct. And together with the San Di-
ego Business Journal, we have just launched the Con-
scious Leader column. And we are encouraging our 
audience to please contact us. We’d love to get your 
stories of  conscious leadership in San Diego in the 
Business Journal. It will be a monthly column. 

I want to thank also WD-40 for sponsoring my 
speaking engagement today. And our goal is to cre-
ate a San Diego brand: San Diego, America’s Most 
Conscious Community when we share our stories. 
And we connect in our stories. I think that we can 
really create this brand of  San Diego being known 
for having the most conscious businesses and con-
scious business leaders attracting this young talent. 

Reasons to be Optimistic
At the end of the program, as executives were asked to 

give their final thoughts, this is what Forsythe had to say:

During 2020, when no one was going into the of-
fice and no one was buying office furniture, we had 
zero layoffs and we grew by 8%. 2021 was phenom-
enal. 2022 has been unbelievable. 

And again, I’m going to say, it’s not what we do. It’s 
how we do it. And it’s all about our younger generation. 
It’s all about encouraging them and lifting them up and 
creating a sense of  community. So I’m very, very opti-
mistic because I can see when you engage these types of 
principles and you care about your employees, you have 
very strong, sticky cultures. What it’s all about is creat-
ing these workplaces where people feel valued, where 
they belong. And so I’m very optimistic that if  more 
companies are engaging their workers the way that we’re 
doing it and the way conscious capitalists are doing it, 
I think things are going to continue just going up. �

That’s a gift that mentorship gives to 
our youth, many of whom think that 
the American entrepreneurial dream 

is lost for them, that capitalism is evil. 
Conscious Capitalism offers a different 

narrative, an optimistic narrative, 
an evolved capitalism construct.

Human capital is the prime source of 
business value. Old school leaders 

continue to not understand the importance 
of inspiring today’s younger workforce, 

which is one of the reasons that I 
wrote my book, “Inspiring Generational 

Leadership,” to help share the importance 
of inspiring our younger generations to 

create this employee engagement.

Business and Economics Benefit  
From Attitude Shift
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Economic Trends Event Gets the Business Community Talking
Looking ahead to the possibilities of 2022, the San Diego Business Journal brought together a panel of 

experts for its Economic Trends breakfast on Jan. 27 at the Hyatt Regency La Jolla at Aventine. For the 
wider business community, it was a welcome opportunity to socialize in person. Moderator Mark Cafferty 
of the San Diego Regional Economic Development Corp. capped off  the session by noting that all of the 
panelists spoke not just about the economy but about the people in it, a fact that makes him optimistic. 
“That,” he said, “is where our focus needs to continue to lie.”

Business leaders gathered at the Hyatt Regency La Jolla at Aventine.

Joseph Mishriki, Wells Fargo, and Mark Cafferty, 
San Diego Regional EDC

Juli Moran, Deloitte

Rebecca Rosen, Cox Business

DeLinda Forsythe, ICE

Tracey Best, C3 Risk & Insurance Services 

Alessandra Lezama, TOOTRiS

Joseph Mishriki, Wells FargoDeLinda Forsythe, ICE and Saundra Pelletier, Evofem BiosciencesMichael Pugliese, Wells Fargo, delivers his keynote address remotely 

Event guests enjoy networking prior to event

Mark Cafferty, EDC and Barb Chodos, 
San Diego Business Journal More than 200 people attended the annual Economic Trends event

Mark Cafferty, San Diego Regional Economic Development Corporation

Photos by Bob Hoffman Photography & Video
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Karen Pearlman, San Diego Business Journal and Jeff 
Clemetson, San Diego Business Journal

Barb Chodos, San Diego Business Journal

 Jeff Blanton and Larry Kesslin, 5 Dots

Juli Moran, Deloitte; Tracey Best, C3 Risk & Insurance Services; and DeLinda 
Forsythe, ICE

Tracey Best, C3 Risk & Insurance Services and Sydney 
Best

George Lurie, San Diego Business Journal, and Jeff Clemetson, 
San Diego Business Journal 

Joseph Mishriki, Wells Fargo, and Mark Cafferty, San Diego Regional EDC 

Joe Erle, C3 Risk & Insurance Services and Harry Redoglia, 
Gallagher

Steve Cornwell, Symphony Advantage; DeLinda Forsythe, ICE; Kent Gregoire, Symphony 
Advantage; Thor Eakes, Eakes & Co.; and Tom Forsythe, ICE

Rana Yahya, Deloitte, and Laura Hall, WHYZ Partners 

George Lurie, San Diego Business Journal, and Barb 
Chodos, San Diego Business Journal 

More than 200 attendees used the event to look 
forward to 2022 and beyond.

Terry Buis, BAE Systems, and Walter Davis, EvoNexus

 Greg Christmas, MedFire Innovations; Kathleen Christmas; and 
Scott Dillon, CBS 8

Photos by Bob Hoffman Photography & Video
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Running a small business
is a really big deal

Every small business needs help with the essentials — developing a business plan, marketing services, 
and managing cash flow. Visit wellsfargoworks.com to find strategic insights and tools that may help 
you run your business.
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