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ECONOMY

NO STOCK TABLES: U.S. financial
markets were closed Friday in ob-
servance of the Christmas holiday.

SEC SETS STANDARDS: The Securi-
ties and Exchange Commission
approved new accounting rules
designed to help investors assess
fraud risks and material changes in
a public company’s financial condi-
tion. Changes include more em-
phasis on fraud risks, disclosures,
multilocation audit requirements,
and a new concept of materiality.

JAPANESE STIMULUS: Japan’s
Cabinet approved a record $1.11
trillion draft budget Friday for the
2011 fiscal year, aimed at creating
jobs and boosting the economy.

NATION

DELAY IN FILING:The filing of 2010
tax returns will be delayed for some
taxpayers who are beneficiaries of
a new tax law— college students,
teachers and residents of states that
have sales taxes but no income tax.
The IRS is reprogramming its com-
puters to account for the tax breaks
and it will bemid- to late February
before it can accept those returns.
Delays will beminimal for those
who already itemize deductions,
because they normally have to wait
for their financial documents.

TOP EQUITY-SALES BANKER:
Morgan Stanley ended JPMorgan
Chase’s two-year run as the top
banker for stock sales after charging
the lowest fees andwinning deals
from theU.S., China and Brazil to
arrange offerings by state-owned
companies. Its globalmarket share
rose to 10.4 percent in 2010 on $72.7
billion of initial public offerings, ad-
ditional sales and convertible bond
issues, according to preliminary
data compiled by Bloomberg. Sec-
ondwas JPMorganwith $59.7 bil-
lion, while Goldman Sachs dropped
to thirdwith $57.1 billion.

AIG PAYS FINE: Bailed-out insurer
American Insurance Group and its
affiliates agreed to paymore than
$100million in fines and other penal-
ties to resolve a 50-state probe into
cheating state workers’ compensa-
tion funds. It also will pay about
$46.5million in additional taxes and
assessments, said the Pennsylvania
insurance regulator.

COLLEGES LOBBY HARD: Ten for-
profit colleges more than doubled
spending on lobbying— $3.8 mil-
lion in the first nine months of 2010,
up from $1.5 million in the year-ear-
lier period— and hired six former
members of Congress this year to
resist a proposal to restrict funding
from government sources, accord-
ing to reports filed with Congress.

HOTELS SETTLE THEFT SUIT:
HiltonWorldwide and Starwood
Hotels &ResortsWorldwide have
settled a lawsuit that accusedHilton
executives of stealing confidential
documents related to Starwood’s
successfulW chain. Hilton agreed
tomake a $75million cash payment
to Starwood, according to several
people with knowledge of the pact.

WORLD

WINERIES SHUT:China’s northern
Hebei Province closed almost 30
wineries after a television station
reported wines made there had
been contaminated with chemicals.

GE UNIT SHEDS ASSETS: GE Capi-
tal will sell its $2 billion consumer
mortgage portfolio in Mexico to
Grupo Financiero Santander Mex-
ico as it sheds noncore real estate
assets. The lending unit of General
Electric will receive about $170
million. It has provided consumer
mortgages in Mexico since 2002.
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$3 billion
Total economic impact of ski resorts in California. The California Ski Industry
Association multiplied the resorts’ $700 million in annual direct visitor spending
by an undisclosed multiplier for indirect spending. Go to the California Travel &
Tourism Commission’s website — visitcalifornia.com— for resort information, road
conditions, snow reports, snow webcams and current deals. “Despite the budget
issues in California, we are pleased by Caltrans’ ongoing commitment to swift snow
removal — especially with the early ski season and recent heavy snowfall,” said
Rusty Gregory, chairman and CEO of Mammoth Mountain Resorts.

RADY BUYS
2 BUILDINGS,
GARAGE
ADJACENT
TO CAMPUS

JANET LAVELLE • U-T

Rady Children’s Hospital has
purchased two four-story build-
ings next to its Kearny Mesa
campus as part of an ongoing
campaign to update and enlarge
its facilities to keep pace with a
growing number of patients.
The buildings at 7910 and

7920 Frost Street will be used to
expandoutpatient services and for
pediatric research, said hospital
officials.
The 170,000-square-foot office

buildings and a neighboring park-
ing garage were bought for an
undisclosed price from Cam-
bridge Health Center of San
Diego, said Meg Norton, Rady’s
chief operating officer.
“This is a long-term move to

ensure we can continue to serve
children in the San Diego area
long into the future,” she said.
Chief Executive Kathleen

Sellick announced the purchase
in an e-mail Wednesday to hos-
pital staff.
“We are just beginning to work

out the details of which services
will be offered in these beautiful
buildings,” Sellick wrote. “We
will bemoving services into these
buildings and newly vacated
space in the (nearby) Nelson Pa-
vilion in a phased approach over
the coming decade.”
The purchase is the latest

in expansion efforts at Rady
Children’s.

Children’s Hospital will
use them for research
and outpatient services

TheHooters in Rancho Bernardo worked with TipCity recently on a flash deal for a
pitcher of beer andwings. People are alerted via mobile phone. SEAN M. HAFFEY • U-T

DEALHUNTING

GOESMOBILE...

...with businessesmore in control

TAMARA CHUANG
SPECIALTOTHE U-T

It seemed like an ordinary
weekend night when Kevin
Flynn and some friends
stopped for dinner at their
favorite dive, Olde City Grill
in Pacific Beach. But it was
slammed and they faced an
unusual 30-minute wait.
The reason: The grill had

been Grouponed and users of
the daily deals sitewere cash-
ing in that night. Flynn felt
Groupon users were pushing
full-paying customers away.
“It was an epiphany,” Flynn

said. “The restaurant own-
ers should have the ability to
control it.”

By mixing a batch of daily
deals with location-based
targeting, mobile access and
time-sensitive “flash” sales,
Flynn and co-founder Hiep
Pham created TipCity.com,
which alerts people about
sudden specials nearby. Un-
like other deals, TipCity was
built for restaurant owners.
Deals can be created in min-
utes if owners notice a slow
lunch or a pending storm that
could keep patrons away.
“The restaurants just

love us,” Flynn said. “A lot of
people we’re talking to tell us
this is what we’ve been look-
ing for.Wework hand in hand
with restaurants to give them
the tool they want.”

The San Diego company
isn’t the only one jumping
intomobile deals. Foursquare,
Yelp and Facebook recently
added mobile deals that ap-
pear when users search for a
nearby place to eat. The San
DiegoUnion-Tribune is work-
ingwithTipCity to share flash
deals with its users. And big
players like Groupon and Liv-
ingSocial now offer mobile
apps and deal redemption on
phones so you no longer print
out coupons.
Themore themerrier, says

San Diego resident Jennifer
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‘HUMANE’ LABEL TRACKS ANIMALS IN FOOD CHAIN

GEORGINA GUSTIN
MCTNEWS SERVICE

U.S. shoppers face a dizzying
array of labels in the aisles of
their grocery stores, and soon
they’ll see yet another label —
this one concerning the health
of animals in the food chain.
“There’s organic, there’s fair

trade, but ‘humane’ is the next
big thing,” said Phil Lempert, a

consumer behavior analyst.
“We ask shoppers what

they’re looking for, and that’s
what they’re telling us.”
Threemajor chains—Whole

Foods, Supervalu and Safeway
(which owns Vons) — have
pledged to boost their animal
welfare standards and to inform
shoppers with new labels or
in-store signs. Themove comes
after research showing that

consumers rank animalwelfare
high on their lists of concerns.
Increasingconsumerdemand

alreadyhas touchedoffacontro-
versy over labeling standards
for meat and eggs.
“It’s going to be very political,”

Lempertsaid. “Ialso think it’sgo-
ingtobemuchmoreexpensive. It
might increase prices 20, 30, 40,
50percent.Butyou’vegotpeople
whowill paymore for the label.”

A study by food industry re-
searchfirmTechnomicrevealed
thatwell over half of consumers
believe animalwelfare is among
the most important social is-
sues in the food business. A
survey by the American Farm
Bureau showed that 89 percent
of consumers believe that com-
panies that require farmers to
improve animal care “are doing

Shoppers want to knowmore about how their meat was treated before it hit grocery store shelves

ANITA CREAMER
MCTNEWS SERVICE

MaryHopphas firmbeliefs about
her role as a gift-giver to her seven
grandchildren.
Money deposited into their 529

savings plans for college? Abso-
lutely, on every birthday. Money
fritteredawaybuying themtrinkets,
gadgets or (heaven forbid) cars?Not
on your life. Every Christmas, the

grandchildren — ranging in age
from 5 to 16 — receive books.
“I don’t think I should be looked

at as a bank,” said Hopp, 68, who
lives in El Dorado Hills.
Her contributions to the so-called

“grandparenteconomy”arecarefully
considered yet generous — a prime
example of howAmerica’s 70million
grandparents divvied up the $52 bil-
lion they spent on their grandkids in

GRANDPARENTS’ GENEROSITY
STRETCHES BEYOND HOLIDAYS

MaryHopp shops for books for her grandchildren in
Sacramento this month. MCTNEWS SERVICE
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Rady Children’s Hospital
bought the 7910 Frost St.
building as part of a plan to ex-
pand outpatient services and
research. NELVIN C. CEPEDA • U-T
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the right thing.”
Because there’s no

government standard for
“humane,” companies are
free to classify products by
their own definition.

Whole Foods plans to
launch a programdeveloped
by the Global Animal Part-
nership that will rate prod-
ucts on a scale of 1 to 5 based
onanimalwelfarestandards.
The program has rolled out
at some Whole Foods stores
in the South already.

The partnership — a
Washington nonprofit com-
posedof farmers,animalwel-
fareadvocates,scientistsand
retailers — has developed a
progressive “step” system
that rates pork, chicken and
beef from producers that

choose to participate. For
example, a steakwould earn
a“Step 1” rating if theanimal

hasspent two-thirdsof its life
on pasture or range land but
a “5” if it spends itswhole life

at pasture.
The partnership says 700

farms are certified, includ-
ing some larger specialty
producers such as Califor-
nia-based Niman Ranch.

The partnership is one of
a handful of humane-certifi-
cationprograms, adding to a
confusing label landscape.

On meat, shoppers also
may see “Animal Welfare
Approved” or “Certified
Humane,” which are run by
different groups and, like
the partnership, use third-
party certifiers. Eggs also
can bear “Food Alliance
Certified,” “United Egg
Producers Certified” and
“American Humane Certi-
fied,” though the latter two
allow birds in small cages.

“These are industry at-

tempts to essentially put a
label on a product to give
consumers a false assur-
ance that the animals are
well-treated,” saidPaul Sha-
piro of the Humane Society
of the United States.

The livestock industry
has chafed against some of
the third-party programs,
underscoring its ownefforts
to support better animal
husbandry. Some require-
ments, critics say, are im-
practical or unrealistic.

“We need one set of stan-
dards, so we remove the
marketing of animalwelfare
in the grocery store,” said
Dan Thomson, a professor
ofmedicine atKansas State
University. “It’s not fair to
the animals, the producers
or the consumers.”

Boyd, who writes for SanDie-
goBargainMama.com and scans
for deals on her phone while in
line for morning coffee.

“It’s really helped out with try-
ing new restaurants,” said Boyd,
but she admits that she’s never
returned to a place after using a
deal. She does buy deals for res-
taurants where she frequently
eats.

Deal sitesarestill a crapshoot for
the businesses. They are promised
exposure to hordes of new custom-
ers in exchange for a typical 50per-
cent discount to consumers plus a
commission to the deal site.

Many are discovering the brute
force of the socially networkedbar-
gain hunter. Jesse Burke, owner of
Posies Café in Portland, Ore., re-
centlybemoanedherdecision toof-
feraGroupon,whichendedupcost-
ing $8,000 out of her pocket. She
blogged: “… the only saving grace
we hadwas an expiration date.”

Zachary Cotler, managing part-
ner of Olde City Grill, said more
than 1,000 Groupons were sold in
24 hours offering $25 of food for
$10. With the 50-50 split, Groupon
made$5,000andmovedon,hesaid.
Hisemployeesand thebottomline?
Not so much. He won’t do a Grou-
pon again.

“We didn’t have the full grasp of
what theGroupon effectwould be,”
Cotler said. “In the first couple of
weeks, we definitely saw the merit,
the upside of Groupon: a customer
basedriven to your restaurant that
might not have otherwise known
about us without the motivation.
AndGroupon does reach far.”

He’s just not a fan of the type of
customer Groupon has created.
“They’re only searching for a deal,
and they’renot comingbackunless
they get another deal,” Cotler said.

Annika Stensson, director of
media relations for the National
Restaurant Association, said res-
taurant ownersneed toprepare for
thedeals just as theydid in thepast
with printed coupons and other of-
fline promotions.

“Fromwhat I’veheard,mostbad
experiencescomefromnotplanning
properly, includingunderestimating
the number of peoplewho get in on
the deal,” Stensson said.

The trade group is watching the
trend and recently had Groupon’s

CEO speak at a conference. It also
reiterated tips from social-media
expertRobBirgfeld onhowrestau-
rants should prepare themselves:
Choose thedeal servicewisely, plan
your own outreach and prepare
your staff.

“Like with any discounting,
though, the operator needs to bal-
ance the details and frequency of
deals so that they don’t ‘cheapen’
the brand and make guests too ac-
customedtothedeepdiscountsthat
they only come back when a deal is
on,” Stensson said.

Online deal sites are attracting
attention, and not just from con-
sumers. Amazon just invested $175
million inLivingSocial,whileGoogle
reportedly unsuccessfully offered
$5.3 billion for the two-year-old
Groupon.

As lofty as those valuations
sound, mobile deals are still such a
small niche in the deals world that
they weren’t included in market
researcher BIA/Kelsey’s recent
report about mobile advertising
— projected to reach $2.9 billion in
revenues by 2014.

“These mobile deals and cou-
pons aren’t large enough yet to be
amaterial influence in our survey,”
said analyst Michael Boland, a
BIA/Kelsey senior analyst. “At the
same time, it’s something that’s
enough of a cultural phenomenon
that it’s something to pay atten-
tion to.”

New deal sites seem to appear
daily, making it difficult to put an
exact number to the competition.
AndrewFreeman, Groupon’s CEO,
told The Wall Street Journal he es-
timates there are some 500.

Mike Hodges, general man-
ager of SignOnSanDiego and vice

president of interactive at the
Union-Tribune, saidhe studied the
market for six months before the
newspaper jumped in last April.
Back in January, daily deal reve-
nues in San Diego were $438,000.
By October, revenues had grown
to $3.5 million.

“In San Diego alone, we’re esti-
mating that the deals businesswill
certainlybeabove$40millionnext
year,” said Hodges. “I think it’s re-
ally taken off (in San Diego) be-
cause San Diego has always been
a great test market for products.
… And the U-T has been involved
in such a big way with putting our
stake in the ground.”

With access to advertisers and
consumers, the U-T could immedi-
ately jump in,hesaid. Itsdailydeals
e-mail listgoesout to200,000read-
ers, who can now also subscribe to
TipCity flash deals through a new
partnership.

“It’s theNo. 1newrevenuegrowth
for all of the U-T in 2010,” Hodges
said.

Whether deal sites help partici-
patingrestaurants isan interesting
question. According to a Rice Uni-
versitystudy,whichpolled 150busi-
nesses that had used Groupon, 66
percent felt it had been profitable.
Still, 42 percent said they wouldn’t
do it again, largely because bargain
hunters don’t bode well for long-
term success.

Boland, the analyst, points out,
“one thingGrouponhas showedus
is that there are a lot of companies
willing to sign up for a new formof
advertising. Paying for customer
acquisition comes out of the mar-
gin of the service you’re providing,
rather than being faith-based like
a newspaper ad.”

That was the impetus for West
Coast Hooters. The chain had
great success with Daily Save in
San Diego with a discount good for
sixmonths.Consumerssnappedup
800deals, saidMelissaFry,market-
ing and outside sales manager for
HootWINC, which owns the four
Hooters eateries in SanDiego.

“We were really excited, but
looking at it on the whole, we got
slammed right at the beginning,
didn’t get many customer certifi-
cates in the middle three to four
months, and at the very end, we
saw another big group come in,”
said Fry. “It’s not a bad tool at all,
but as far as customer frequency
and retention, it’s a one-time
drive.”

The chain is now a frequent
contributor at TipCity, which
helps Hooters attract customers
during slower hours. But what
Fry really likes is the analytics,
which allow her to track who’s
checking the deal and coming
back for more.

“Having the flexibility to target
when you can get people into the
restaurant is phenomenal,” she
said.

Cotler at Olde City Grill is co-
incidentally testing TipCity at his
other restaurant, Effin’s Pub n
Grill. Even though Flynn is a cus-
tomer, Cotler said he didn’t realize
TipCity was his creation.

“The thing we like about Tip-
City is not just the deal but the in-
stant reach,” Cotler said. “It’s like
calling 1,000 or 2,000 people and
saying, ‘Come on over.’ ”

Tamara Chuang writes about
technology and can be reached at
gadgetress@gmail.com.
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Sango Vo (from left), ThanhHo, Joe Tran and Arthur Nguyen take advantage of a wings and beer
deal through TipCity.com at Hooters in Rancho Bernardo. SEAN M. HAFFEY • U-T

DEALS
Customers often
don’t return
unless there’s
another bargain
to be had

Flash deals and
discount sites

44.7%
Percentage of U.S. online shop-
pers using deal sites this holiday
season Source: eMarketer

79%
Groupon’s percentage share of
all visits to U.S. group-buying
sites Source: Hitwise.com

42%
Percentage of companies
surveyed that would not do
Groupon again
Source: Rice University study

Daily Deal sites
targeting San Diego
BuyWith Me:
buywithme.com/sandiego
Daily Dealster:
dailydealster.com/sandiego
Facebook Places (mobile)
Foursquare specials (mobile)
Groupon:
groupon.com/san-diego
LivingSocial: LivingSocial.com
San Diego Reader:
readersteals.com
San Diego Union-Tribune:
signonsandiego.com/deals
SocialBuy:
socialbuy.com/san-diego
The Daily Save:
thedailysave.com
TipCity.com (mobile)
Tippr: tippr.com/san-diego
Yelp: yelp.com/san-diego
Yipit, a deal aggregator:
yipit.com/san-diego

More daily deal sites
Gilt Group: gilt.com
Ideeli: ideeli.com
Rue La La: ruelala.com
Billion Dollar Babes:
bdbshop.com
HauteLook: hautelook.com
Woot: woot.com

To get the deals
Consumers usually need to“join,”
which just means signing up with
your e-mail address.There are
also some other caveats. Some
of the product sites don’t take re-
turns, so read the rules carefully
before purchasing.

In October, it opened a
four-storyAcuteCarePavil-
ion that enlarged the hospi-
tal from 288 licensed beds
to 442 beds, making it the
largest pediatric acute care
hospital in California.

The 280,000-square-foot
Acute Care Pavilion was
built next to the 126,000-
square-foot Rose Pavilion,
constructed in 1993, and
around the corner from the
older 271,000-square-foot
Nelson/Hahn pavilions.

The two new office build-
ings are partially leased
out to physicians and diag-
nostic services and those
tenants will remain, Nor-
ton said.

Meanwhile, the rest
of the campus is being
reconfigured with the
opening of the Acute Care
Pavilion. Surgical patients
and hematology and on-
cology units in the Nelson
building have been moved
to the new facility and re-
placed by convalescent
services and an expanded
dialysis unit.

Norton said the hospital
will be announcing some
new services in coming
months.

janet.lavelle@uniontrib.com
(619) 293-1850
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2009, according to a study
that was commissioned by
Grandparents.com.

With that kind of spend-
ingpower, even in thedepths
of the recession, grandpar-
ents are clearly a key force
driving the economy.

For them, the giving sea-
son neither begins nor ends
with the holidays.

Some, hard-hit by the
tough economy themselves,
would love to have the luxu-
ry of giving more than they
do. But the fact remains
that it’s the rare grandpar-
ent who won’t sacrifice for
the grandkids.

As AARP California’s
Christina Clem said:
“Grandparents consis-
tently put their children
and grandchildren before
themselves.”

They not only buy gifts.
They also contribute al-
most $17 billion a year to
the grandkids’ education, in
the form of tuition, college

savings plans, after-school
programs, textbooks and
supplies.

They spend $10 billion
buying clothes for the
grandkids — and almost $6
billion more on toys.

And because being with
the grandkids tops many
grandparents’ agenda, they
pay billions more for travel,
either with the grandkids
or for grandkids to fly out
to see them.

PhilMcPeek, 67, aRancho
Cordova sales executive, es-
timates that he and his wife
already spend about $1,000
a year on their sole grand-
child, 2-year-oldAllyson. As
the years pass, they intend
to shell out plane fare to
fly her up from San Diego,
where she lives with her
parents.

“Andwe’ll take her toCol-
orado to our cabin there,”
saidMcPeek, “dependingon
if she’s a good little human
beingwho can dress herself
and speak our language.”

In theworld of gift-giving,
good behavior counts.

For Hopp, like many
grandparents, gifts com-
municate a powerful mes-
sage about what she and
her husband, Jim, value:
education instead of the
latest trends.

“Go to school, do well, go
to a good college,” she said.
“You’ll be a happy person
that way instead of seeking
every new toy that comes
down the pike.”

According to an AARP
study, more than half of
grandparents help out in
some way with the grand-
kids’ education, while 45
percent assist with their
living expenses.

Still, consider this: Sig-
nificantly more of them
thought that spoiling the
grandkids with gifts was
more important than pass-
ing along family history.

Someone is footing the
bill for all those Barbies,
Zoobles Toys and Xboxes,

after all.
Mary Strong sends $50

savings bonds now to con-
tribute toward her great-
grandchildren’s education.
But when her four grand-
kids were young, she and
her late husband regularly
bolstered the family gift-
giving bonanza.

“Our kids couldn’t afford
bicycles and things like
that,” said Strong, 81, who
lives in a south Sacramento
senior facility. “So we’d buy
the bicycles and special toys
thegrandkidswanted.Their
parents were just starting
out, so we did the buffeting
up of Christmas.”

Even younger grandpar-
ents — the 54 percent who
haven’t yet reached age 65
— tend to be better estab-
lished in their lives than
their offspring are: more
settled in their careers,with
a higher average net worth
and lower monthly mort-
gage payment.

Fully 55 percent of grand-

parents have already paid
off their mortgages, ac-
cording to the U.S. Census
Bureau’s American Family
Survey.

Evenwhenmoney’s tight,
said Gary Drevitch, editor-
in-chief of Grandparents.
com, “Grandparents resist
cutting back on the grand-
kids. It’s not necessarily
people spendinga lot. Itmay
be $30 gifts, but they don’t
want to give that up.”

Perhaps remembering
how hard it is to start out
in life, or perhaps because
they’re unable to set healthy
boundaries, some grand-
parents can’t help giving
too much.

“Our financial experts
frequently remind grand-
parents to make funding
their retirement their first
priority,” said Drevitch.
“Someone will always loan
your grandchildren money
for college, and no one will
loan you money for retire-
ment.”
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GRANDPARENTS • About $17 billion a year contributed to grandkids’ education

LABEL • Several humane-certification programs but no government standards

RADY
It’s now largest
pediatric acute
care hospital
in California
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Rady Children’s Hospi-
tal bought this medical
building at 7920 Frost
St. in San Diego.
NELVIN C. CEPEDA • U-T

Whole Foods employeeMatthewOliver shows short
ribs off to a customer. The company’s new program
will rate products on a scale based on animal welfare
standards. EMILY RASINSKI • MCTNEWS SERVICE


