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Santa Maria Valley Chamber of Commerce Welcomes
New Board Members for 2018-2019 Fiscal Year

The Santa Maria Valley Chamber of
Commerce, Visitors Bureau, and Economic
Development Commission are led by a
unified Board of Directors, made up of
senior executives from member companies
and partner organizations. The Board
provides strategic and policy guidance to
ensure the Chamber’s program of work
serves the best interest of our members
and the Santa Maria Valley community.
New Board members were recently
elected by Chamber membership to serve
in the 2018-2019 fiscal year.
“Many important issues will be
addressed by the Board of Directors, and
we greatly appreciate the willingness of
our business community leaders to step
forward and serve in a leadership role
within our organization,” said Glenn
Morris, President/CEO for the Santa Maria
Valley Chamber of Commerce.
The term for the new Board of Directors
beings July 1st. A full list of the current
Chamber Board of Directors can be found
on p. 2 (this list will be updated to reflect
new board members in our July issue). We
would like to give a special welcome to our
new incoming Board Members:

Ron Cossa, Risk Adviser/Member,
Tolman & Wiker Insurance Services,
LLC
Ron Cossa is a Risk Adviser and
Member (partner) with Tolman &
Wiker Insurance Services, LLC. With
25 years experience in the industry, Ron
specializes in property & casualty and
workers compensation insurance for the
agriculture and construction industries.
Ron holds a BS in Commerce & Marketing
from Santa Clara University in Santa Clara,
CA. His professional designations include
Certified Insurance Counselor (CIC) and
Associate in Claims (AIC) and Certified
Risk Manager (CRM). In the past Ron
has served as a Board Member of the Santa
Maria Valley Contractors Association
(13 years), the First Tee Central Coast (8
years), the Marian Medical Foundation,
and the Boys & Girls Club of the Santa
Maria Valley. As 5th generation in Santa
Maria, Ron feels a deep connection to this
community and wants to give back.
“[I want to serve on the Chamber Board

of Directors because I want Santa Maria to
have a strong viable business community,”
Cossa said. He believes his experience
facing challenges through different
economic climates in his own business
will make him an asset to the Board. “Over
the years we have faced many challenges
from crazy market conditions to the great
recession to hobbling regulatory changes
so I have been a part of many business
cycles,” Cossa explained. “In addition to
my own company’s experience, as trusted
advisors to our clients in all different
industries, I was part of their teams as we
partnered to assist them through their own
struggles.”

David LeRoy, General Manager,
Toyota of Santa Maria
David LeRoy is a Santa Maria native.
He graduated from Righetti High School
and Allan Hancock College, and attended
California State University Northridge
where he received a Bachelor degree in
Business Management. After college,
David moved back to Santa Maria where
he owned and operated International
Mortgage Finance until 2008 when he
entered the auto industry. In 2017 he had
the opportunity to come back to Santa
Maria as General Manager for Toyota of
Santa Maria where he currently resides.
David is a member of the Santa Maria
Breakfast Rotary and enjoys giving back
to our community. He completed the
Chamber's Leadership Santa Maria Valley
leadership program in 2015.

Laurie Tamura, President and
Principal Planner, Urban Planning
Concepts, Inc.
Laurie Tamura has 38 years of land
planning experience with 30 years as the
owner of Urban Planning Concepts. Urban
Planning Concepts has been involved in
the development of over 5,000 homes,
commercial, and industrial projects in

Santa Barbara County. In giving back to
the community, Laurie has served in many
volunteer positions including the Boards
of the Chamber of Commerce, Police
Council, Leadership Santa Maria Valley,
American Planning Assoc. and Home
Builders Association. The Boy Scouts of
America has been her family’s passion
and she served on the district and council
boards.
Laurie expressed her excitement for
being able to contribute at a member of the
Santa Maria Valley Chamber of Commerce
Board of Directors. “The Chamber serves
the business community and being a Board
member is a way to serve the Santa Maria
Valley community,” she said. Tamura says
that as a small business owner, she can
provide insight on how businesses operate
in Santa Maria and the challenges that may
occur.”

Tim Williams, Founder/CEO, Digital
West
Tim is a customer focused business
leader with an entrepreneurial vision for
tech growth. Having spent over 20-years
connecting businesses to their customers
through Internet connectivity, voice, and
cloud services, he is always excited to
help businesses navigate the continually
growing technology landscape. Tim
actively serves on many non-profit boards,
and lives in both Santa Maria and San Luis
Obispo with his wife Merrie and daughter
Shelbie.
“ Our community, the largest in the
region, has the greatest business growth
potential in a post-Diablo Canyon
environment,” Williams said. “I’m excited
to be among the thought leaders to help
navigate the road ahead.”
Williams says his experience in the tech
industry will bring a unique perspective
to the Board. “Digital West’s expansion
throughout the Tri-Counties has allowed
me to help the growing technology sectors
in Northern SB and SLO Counties,” he
said. “I hope to bring an entrepreneurial
view with a technology focus to the Board,
as well as past experience on Chamber
Boards. I’m looking forward to rolling my
sleeves up with this Board!”

Chamber Updates Bylaws
Over the past several months, the
Chamber Board has reviewed the
organization’s bylaws to ensure that they
reflect industry best practices and provide
a framework for the Chamber to best serve
its members.
Most of the changes were technical
in nature and dealt with items like
terminology and technical requirements.
Two changes, however, were more
significant and required the support of the
Chamber’s voting members. Responding
via an electronic ballot distributed last
month, members overwhelming approved
the changes, with each change receiving
“yes” votes in excess of 82%.
The first change adjusts the number of
directors who serve on the Board at any
given time. Historically, that number
was set at 21 voting members.
The
amended requirement gives the Board
some flexibility with the number set as
a range from 17 to 25 directors. The

second change adjusted the length of
time an individual could serve on the
board. The amendment reduced the
consecutive terms an individual could
serve from three, three-year terms to
two, three-year terms.
Chamber President & CEO Glenn
Morris explained that the Chamber’s
bylaws had not been formally updated in
a number of years and that the processes
and practices the Chamber used to
govern its operations had changed.
“This effort by the Board brought the
bylaws up to date, aligned them with our
existing processes and with industry best
practices,” he said. “We’re confident that
the updates give us the tools to drive the
organization forward.”
Members who wish to obtain
a copy of the bylaws can do so by
reaching out to Glenn by email at
glenn@santamaria.com.

Chamber Officials
2017-2018 OFFICERS
Chairman of the Board
Cameron Stephens, SM Tire
Chairman Elect
Dr. Ray Arensdorf, Arensdorf
Chiropractic
Vice Chairman
Janet Silveria, Community Bank of
Santa Maria
Vice Chairman
Dr. Kevin Walthers, Allan Hancock
College
Past Chairman
Ed Carcarey, Mega 97.1
BOARD OF DIRECTORS
Mark Allen, Marian Regional Medical
Center
Donna Cross, Next Day Signs
Jean-luc Garon, Radisson Hotel Santa
Maria
Edgar Gascon, Hacienda Realty
Butch Lopez, V. Lopez Jr. & Sons
General Engineering Contractors Inc.
Eddie Murray, The Murray Group Morgan Stanley
Era Polly, Era Polly Real Estate
Hugh Rafferty, CoastHills Federal Credit
Union
Donna Randolph, State Farm Insurance
Tim Ritchie, Home Motors
Cynthia Schur, Santa Maria Times

Leadership Santa Maria Valley Explores Important
Local Industry Sector
Leadership Santa Maria Valley Class
of 2018 had its Agriculture Day on May
4, 2018 where they were able to explore
and delve deeper into one of the most
influential industries in the area.
The day began with breakfast provided
by CoastHills Credit Union, followed
by a presentation by Grower-Shipper
Association of Santa Barbara and San
Luis Obispo Counties President, Claire
Wineman. Ms. Wineman shared important
insights into the valley’s agricultural
industry, including the sector’s current
struggles. These included hot topics such
as myths about H2A Visa workers who are
filling the local labor shortage, dynamics of
pricing by the international markets, and
maintaining agricultural land for the future.
In order to maintain a vibrant industry, the
association advocates for these, and many
other issues on behalf of their 170 growers,
shippers, farm labor contractors, and
supporting agribusinesses.
Next, the class toured Bonipak Produce,
Incorporated. Director of Facilities and
Cooling Operations, Ralph Sanchez,
who conducted the tour, explained the
entire production process from packing,
cooling, storing, shipping, and trucking.
With over 600 full-time employees, clients,
and partners involved in the process,

the tour was an impressive experience!
Bonipak serves clients all over the nation
so it should not be a surprise if you find
yourself finding their produce in your
favorite grocery store or food outlet.
The class then traveled a short distance
to Innovative Produce where General
Manager, Chris Wallin, led a tour of the
operations facility. Here, the class learned
how a combination of technology and
labor work together to produce various
crops and prepare them for distribution.
Mr. Wallin highlighted some of the
advanced technology Innovative Produce
utilizes to maximize their resources
year-round in a cost-effective manner.
Afterward, Innovative Produce provided
an excellent in-house taco lunch that the
entire class enjoyed.
Driscoll’s strawberry substrate project
was next on the agenda. Here, Gustavo
Lopezto was our gracious host and tour
guide. Mr. Lopezto shared Driscoll’s
business model and explained how
growers use new experimental techniques
and methods to keep up with industry
changes. He also went into depth on the
professional opportunities available within
the industry, many of which are in high
demand.
The last stop of the day was at Kenneth

Volk Vineyards with a tour by Wine
Maker David Romag. He shared insights
into the continually growing wine
industry and discussed such subjects
as wine selection, product movement,
and even the science of taste. Naturally,
everyone was invited to enjoy a glass or
two as well!
The day’s Planning Team of Alex
Magana, Elyssa Ibarra, Laura Branch, and
Clint Weirick would like to thank their
Advisors Donna Polizzi and Michelle
Tabisola. Also, big thanks to Smooth, Inc.
for generously providing transportation
for the class to all of the tour locations
throughout the day.
Leadership Santa Maria Valley provides
a great opportunity for community
members to develop their leadership
skills and become better acquainted with
the variety of industries in our valley.
For information on how you, or one of
your employees, can benefit from this
comprehensive and inspiring program,
please contact Nancy Gastelum, Program
Director, at nancy.gastelum@gmail.com.

Santa Maria Valley Chamber of Commerce Leads by
Example for Energy Efficiency and Sustainability

Michelle Shipman, SearchLight
Properties
Chris Slaughter, Discovery Museum
Erika Weber, VTC Enterprises
Tim Woodbury, Woody’s Butcher Block

Chamber Staff
President & CEO
Glenn Morris, ACE
925-2403 x825
glenn@santamaria.com
VP, Chamber Operations
Terri Oneschuck
925-2403 x824
terrio@santamaria.com
Director, Economic Development
Suzanne Singh
925-2403 x817
suzanne@santamaria.com
Director, Visitors Bureau
Jennifer Harrison
925-2403 x815
jennifer@santamaria.com
Membership Manager
Cara Martinez
925-2403 x852
cara@santamaria.com
Event & Special Projects Manager
Alex Magana
925-2403 x814
alex@santamaria.com
Marketing & Communications
Manager
Molly Schiff
925-2403 x816
molly@santamaria.com
Administrative Support Coordinator
Patricia Horta
925-2403 x812
patricia@santamaria.com
Administrative Clerk
Taz Dougherty
(805) 925-2403 x853
taz@santamaria.com

The Chamber Connection is
the official monthly publication
of the Santa Maria Valley
Chamber of Commerce,
614 S Broadway,
Santa Maria, CA 93454-5111,
(805) 925-2403.

Above: The crew from Staples Energy provides a professional, high quality installation and service.
The Santa Maria Valley Chamber of
Commerce operates and administers
the Santa Barbara County Energy Watch
Partnership, and recently the agency once
again showed that it is leading by example.
The Chamber upgraded its lighting to new,
modern LED panels to replace standard
4ft tubes. This upgrade provides cleaner,
consistent lighting while at the same time
saving energy.
Staples Energy, the official PG&E installers
for the Energy Watch Partnership,
performed the installation. All of the 29
lighting fixtures were replaced with the
ultra-thin LED panels in a single day. The
Staples Energy crew has a reputation for
outstanding, efficient work and are able
to perform the upgrades with as little
disruption as possible.
The difference in lighting is compelling.
One of the side benefits of the LED panels
is a brighter and more visually appealing
environment. This has the potential for
better performance in the workplace
whether it is an office, manufacturing
company or service-oriented operation.
The Chamber urges all businesses and
organizations to become more energy
efficient by upgrading their lighting to
new, high- tech LED panels, but it doesn’t
stop there. The Energy Watch Partnership
can provide resources for energy efficiency
through both PG&E and SoCalGas. By
contacting the Chamber of Commerce,

your business can benefit from the
program.
The Santa Barbara County Energy
Watch Partnership has assisted over
400 businesses and agencies in north
Santa Barbara County to become energy
efficient since 2010. Last year, the
successful program was responsible for
1,350,074 Kilowatt Hours saved. That is
the equivalent of powering 124 homes.
In addition, the Partnership has provided
energy efficiency upgrades for all of their
municipal partners. This includes the
cities of Santa Maria, Solvang, Buellton,
Guadalupe and the County of Santa
Barbara.
In April, the Santa Maria Valley Chamber
of Commerce became re-certified as a
green business through the Green Business
Program of Santa Barbara County.
To become certified, a business must
incorporate sustainability measures that
includes recycling, water conservation,
and changes in operation that promotes
sustainability. The Chamber can connect
you with the Green Business Program so
that your business or agency can become
certified.
For an assessment and for additional
information about the Santa Barbara
County Energy Watch Partnership, contact
Dave Cross at dave@santamaria.com

Above: The new, high-tech LED ceiling
panels are ultra-thin and provides
brighter, more consistent lighting.

The Chamber Proudly Runs the Energy Watch Partnership!
The Santa Barbara County Energy Watch Partnership is a program administered by the Santa Maria
Valley Chamber of Commerce with the goal of reducing energy use for businesses, municipalities and
all energy users. The Chamber also administers the Santa Barbara Regional RMDZ (Recycling Market
Development Zone).
For information about these programs contact:
Dave Cross,
Program Manager and Zone Administrator
Email: dave@santamaria.com
Chamber of Commerce: (805) 925-2403
Mobile: (805) 680-5016

Chamber Membership Corner
Santa Maria Valley Chamber Recognized for
Business Advocacy

Ribbon Cuttings:

April 15, 2017 - May 15, 2018

2018 President’s Circle Award Recognizes Excellence in Business Advocacy,
Helping Members Comply with Labor Laws
The Santa Maria Valley Chamber
of Commerce was one of just 28
local chambers recognized this
month by the California Chamber
of Commerce as recipients of the
2018 President’s Circle Award. This
represents the third consecutive
year that SMVCC has received this
recognition.
The award, first presented in
2009, recognizes chambers for
excellence in business advocacy
and helping their members comply
with California employment laws.
Representatives of the President’s
Circle chambers were honored May
23, 2018 during the CalChamber
Capitol Summit in Sacramento.
From left to right: Terry MacRae, Hornblower Cruises, CalChamber Board
Chair;
Glenn Morris; Allan Zaramberg, President, CalChamber
SMVCC President & CEO Glenn
Morris accepted the award on
behalf of the Chamber board and staff. “The Chamber and successful chambers in the state. “We’re honored
Board recently reaffirmed our mission priorities to be in the circle with these outstanding organizations,”
as being an Champion for our local community, a he said. “Staying in this class requires that we continue
Catalyst for business growth, and a Convener of leaders to be focused on improving our efforts on behalf of our
and influencers on issues of importance to our local members.”
economic vitality,” explained Morris. “This award is
President’s Circle Award recipients published vote
an acknowledgment of our effectiveness in providing records of their state legislators on key business issues,
our members with access to information and tools that generated letters to state elected officials on issues of
help them be aware of legislative proposals and to be in interest to members and participated in the CalChamber
compliance with California’s complex labor laws.”
compliance product resale program at an exemplary level.
Morris went on to explain that the local chambers
who were recognized are some of the most impactful

Annual Awards Call for Nominations:
Business & Citizen of the Year Applications Now Open!
Each year, the Chamber of Commerce takes pride in recognizing individuals and businesses in our community who
truly represent what is best about our community. The Chamber’s Annual Awards program serves as an opportunity
for us to identify those who have gone above and beyond in helping to ensure that Santa Maria continues to be the
premier community in our region in which to live and work.
Applications are now open to nominate recipients for Small Business of the Year, Large Business of the Year, and
Citizen of the Year. We appreciate your help in bringing to our attention local businesses and citizens who deserve
consideration for one of these awards. All nominations must be received by the Chamber of Commerce no later than
July 1, 2018. Awards will be presented at the Chamber’s Annual Awards Banquet on September 13, 2018.
Note: Both third-party and self-nominations are acceptable and welcomed.
To nominate an award recipient, visit www.santamaria.com/annual-awards.
Questions? Contact Molly Schiff at the Santa Maria Valley Chamber at
molly@santamaria.com or (805) 925-2403 x 816.

ABC Cleaning & Building Services
Santa Maria
(805) 801-4612
Leavitt Group/Murray and Murray
Insurance
550-D E Betteravia Rd, Santa Maria
(805) 925-8607
www.leavitt.com/santamaria

Website
santamaria.com

The Santa Maria Valley Chamber of Commerce is excited to recognize these partners who strive each day to
create jobs, boost our local economy and build a community of which we can all be proud.

28 years
Urban Planning Concepts
27 years
Robert D. Kitto, DDS
26 years
Apio, Inc.
KSBY
Tri W Enterprises, Inc.
24 years
Santa Maria Women's
Network
23 years
American Medical Response,
Inc.
Cottonwood Canyon Winery
Crystal Springs Water Co
Signs Of Success, Inc.
22 years
Glad A Way Gardens, Inc.

19 years
Milt Guggia Enterprises
18 years
Apex Auto Glass and Tinting
Morris & Garritano Insurance
Wilshire Home Health
17 years
Central Coast Sports Arena
16 years
5 Star Business Services
Streator Pipe & Supply
15 years
CASA (Court Appointed
Special Advocates)
Fletcher-Cross & Assoc.
United Staffing Associates
14 years
Mooncatcher
Communications

Every Friday: Build Your Business (BYB)
Breakfast Meeting
8:00 am - 9:00 am, Denny's Santa Maria

Stay Connected

Renewing Members

31 years
Graphics LTD

August 24-25: ExpoFest 2018
Allan Hancock College

To learn more and register, visit
www.santamaria.com.

Wireless 101 Inc./Authorized Cricket
Retailer
2430 S Broadway Ste B, Santa Maria
(805) 631-5192
facebook.com/Cricket2430BSouthBroadway/

21 years
Pacific Christian Center

Villa del Sol
1311 W. Battles Rd.
Santa Maria, CA

September 13: 2018 Annual Awards
Marian Theatre

The Santa Maria Valley Chamber of Commerce is proud to welcome these new members joining the Chamber
between April15, 2017- May 15, 2018. We appreciate their vote of confidence in our ability to add value to their
business and to create a strong local economy together.

Klondike Pizza

JC Penney
1321 S Broadway
Santa Maria, CA

Upcoming Events

New Members

38 years
American Cancer Society
Santa Maria Fairpark

Larry Cooney Consulting
Santa Maria, CA

13 years
Central Coast Jet Center
PathPoint
Strategic Vitality LLC
12 years
Benedetti & Associates
Glenn Martin Company
11 years
Kiwanis Club of Santa Maria
Valley
10 years
Santa Maria Breakfast Rotary
Club
8 years
Culligan San Paso Co., Inc
7 years
Old Orcutt Merchants Assoc.
6 years
Home Depot
Nipomo Swapmeet & Mini
Storage

5 years
Cugini's Pizzeria & Trattoria
4 years
IES LLC
Santa Maria Business
Development Center
3 years
Alliance for Pharmaceutical
Access, Inc
cnagy wines
SESLOC Federal Credit
Union
2 years
Dunn-Edwards Paints
Orcutt Childen's Arts
Foundation
1 year
Harvest Community Center
Inc.
Select Staffing

Facebook
facebook.com/SMVCC
Twitter
twitter.com/SMVCC
Instagram
santamariachamberofcommerce
Email List
http://bit.ly/SMVCCMailingList
Text Message Alerts
Text "CHAMBER" to 33222

Ask SCORE About...
How to Use Social Selling for Your Small Business
Your network is your net worth.” Ever heard that
saying? It goes all the way back to the days of paper
Rolodexes, but it is just as important now.
The idea of using your network as a business asset is
why social selling matters. And why every small business
should be doing more of it.
At its most basic level, social selling is similar to
networking via social media… except it’s a little different.
To understand how it’s different may require some
rewiring of how you think about social media. You need
to understand what social media is good for, and what
it’s not good for. Social is a medium for connections –
not for broadcast advertising. It’s a channel to build an
audience and influence – not to send out thousands of
spammy messages to people who have never heard of
you or your business. To give you an idea of how social
selling fits into a social media strategy, let’s look at how
most businesses develop their social strategy.
The fourteen stages of social media maturity
1.
You have social media accounts. (You’ve at least
dipped a toe into the water of social media…)
2.
You post to these accounts every week or so.
3.
You follow other people and organizations on
social.
4.
You respond to customer feedback or
complaints on social, but sometimes it takes a few days
to get around to it.
5.
You begin to share other people and
organizations’ content, in addition to your own.
6.
You begin to comment on other people’s
content. You begin to actively try to get your followers
to comment on your content. (This is arguably the
beginning of social selling.)
7.
You start to ask your employees to share or
comment on your content on social media. This is called
employee advocacy, and it can support social selling.
(Many small businesses are already doing this: We
found that 76% of companies involve their employees in
marketing efforts.)
8.
You begin strategically paying for some of your
content to get expanded reach. You are investing enough
in social media to start to take it seriously. You believe it
can get results.
9.
Customer service on social media becomes a
priority. You reduce how long you take to respond to
customer complaints and feedback to a day or less.
10.
You realize it’s okay to show your brand’s

personality online, and to show
people what it’s like to work
at your company. You realize
there is a human resources
dimension to social. It could
help you find good hires.
11.
You become more
adept at building an audience,
and learn how to get that
audience to respond. You may
also develop personas to target
for audience building (which is
another level of sophistication
that marks a social selling
program).
12.
You, or some of
your sales staff, begin to build
personal followings that may
overlap a bit with your company’s social media audience.
You begin to position yourself as an authority and an
influencer in your industry or niche.
13.
You begin to see your audience building/social
media work as preliminary lead generation. You may
begin to use some marketing automation to nurture the
people who behave like potential leads.
14.
You evolve into full-blown social selling.
Specifically: You begin to strategically nurture relationships
with some of these leads. You do this not by sending them
direct messages or LinkedIn Inmails bluntly pitching your
services, but by sharing information that would be useful
to them.
This information - and the messages you send to
gradually build a relationship over time - have no or
very little sales messaging in them. You realize that your
prospect/new friend is keenly aware that you have a
product or service they might someday want to buy. You
are aware that your prospects/leads/audience is supersensitive about sales pitches, and they tend to tune them
out, if not overtly run from them. Trying to do the hard
sell with these people will only erode the trust you have
worked so hard to build.
So, you do not push the issue. You make yourself useful
and be friendly. You do this in such a way that when
members of your audience are ready to buy, you’ll be the
first person they think of. You maintain your relationship
with them via social media (and perhaps a coffee at a
conference or two), ideally personalizing every message

you send them so they feel like you’re being genuine, not
just moving them through a sales machine.
Of course, some companies will skip steps in this
continuum. And some companies may accelerate
through phase one to ten in a week, if they have a culture
and a staff that is social media savvy. But in general, that
list is roughly how things evolve.
So, as you can tell, social selling requires some finesse.
As good networking always has. And while the primary
channel that social selling is done through is obviously
social, good social selling builds so that you can email
people, too. Or even meet a few people in real life.
If this sounds vaguely like the new Sales idea of
“consultative selling,” you’re starting to get it. Social
selling is most definitely consultative. As you build your
influence and reach online, you become an authority. A
trusted person. And that trust is an essential ingredient
to making a sale. Managed well, it can absolutely
translate into more sales for your small business.
Conclusion
Almost everyone needs to be thinking about their
level of influence online. In many ways, it’s the currency
of social media, and of business, too. And given that
so many small businesses are already having success
with social media, it seems like to time for more small
businesses to evolve towards a social selling model
If you are considering Social Selling for your business,
SCORE can help. Call us at 805 547-0779 to make an
appointment. All services from SCORE are free.

This article was excerpted from a SCORE blog post by: Brian Sutter. Brian is the Director of Marketing for Wasp Barcode Technologies,
a software company that provides solutions to small businesses that increase profit and efficiency. He has contributed content for
Forbes, Entrepreneur, Marketing Profs, the Washington Post, Fast Company, Allbusiness.com, Business.com and Huffington Post.
To see more SCORE blogs, visit https://www.score.org/blog

Sensory Sensibility: A Look into Nagy Wines
Clarissa Nagy is founder and winemaker of Nagy
wines. She has been making wine through her own label
since the early 2000s in the Santa Maria Valley.
The wine industry seemed to have found Clarissa
when she was a student studying food science. She was
interning at a sensory marketing company, which was
her first exposure to wine at a sensory level. She started
her whole journey in wine tasting in college. Her first
production training came during harvest 1995 at Edna
Valley Vineyards in the cellar and lab.
She got her first job at Firestone Vineyards. Other
wineries on the list include: Curtis Winery, Byron
Vineyard and Winery, Longoria Wines, Rancho Arroyo
Grande Winery, Bonaccorsi Wine Company and
Riverbench Vineyard and Winery. When she moved to
Santa Maria Valley in 2001 to work at Byron Winery, she
fell in love with the characteristics from the area’s unique
cool climate, derived from the east-west transverse
mountain range. This translated into her passion for
working with Pinot Noir and Pinot Blanc.
Clarissa met her husband while they were working
together. They made a barrel of 2002 Viognier as a
wedding favor. It seemed a fitting gift for their family and
friends. Her quest for another source of Viognier was
encouraged by those who had tasted the “wedding wine.”
It would turn into a longer quest than she expected.
She also purchased one ton of Pinot Noir in 2004. She
wanted to continue making Pinot Noir and work with an
amazing vineyard. One thing led to another. In 2005, she
began working with three different vineyards. Her brand
was born.
Pinot Noir and Syrah were her main focus for the next
six years. She went back to making a Viognier in 2010,
but frost would prevent her from doing so in 2011. The
loss of Viognier opened the door to work with Pinot
Blanc as well, and her journey continued to unfold. The
most recent chapter of her story was the addition of the
Nagy tasting room.
Santa Maria Valley was an ancient riverbed, creating
a lot organic matter there, fossilized shells, and how this

imparts a minerality to the wines
there. In Santa Maria Valley, there is
also a lot of sand. With the coastal
influence, specifically in Guadalupe,
you can see the water churning,
which creates the fog and draws it
across our Valley where the ocean
breezes come through. The bud
break happens all within about a
week of each other among all the
vineyards.
The greatest challenge for Clarissa
is that every year, the harvest
is different. The Pinot Noir is
considered the finickiest grape, but
one she loves to work with. Every
year, different patterns emerge, but
patterns that she has now been able
to recognize. The constant state
of flux is what makes it fun and
challenging for Clarissa, even with
her 22nd vintage.
Clarissa’s goal is that every single
year, the new vintage will be better
than the past one. It allows her
to constantly learn and try new
techniques, and use new technology to improve quality in
winemaking. Her biggest philosophy is to be able to draw
out the taste of the vineyard to the customer. Whether
it is a Chinese Five-Spice, silky tannin, or working with
different aromas, floral notes or dark fruits, her aim is to
translate those into the wine. Her sensory background
comes through in each of her bottles.
Clarissa works with the grapes she has grown to love
as a winemaker and wine lover. The sophistication in her
Viognier, Pinot Blanc, Pinot Noir and Syrah is memorable.
Sharing that joy with others is her priority. Visit, discover
and explore the various sensory training and food pairings
regularly featured in her tasting room.

Tasting Room
cnagy wines are available for purchase in their tasting
room in Old Orcutt and through custom orders. Visit the
tasting room and find out firsthand how the shape of the
glass can enhance your tasting experience:
145 S. Gray Street
Suite 103
Orcutt, CA 93455
(805) 286-7228

Visit the website at nagywines.com for tasting room
hours.

This article was written by our tourism team at Visit Santa Maria Valley.
Stay in the loop on all that's happening, #SantaMariaStyle by following our blog at
www. santamariavalley.com/news/.

