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Salem’s 
Carousel 
Celebrates 
Five Years

Story on page 6 

Salem Companies Flourish Through 
$1.3 Billion Bridge Program 

Graham Aviation Services owner 
Jim Graham at the Salem Airport

Graham Aviation Approved 
for Career Training Funding

“We want to make good pilots and this is 
where it starts.” 

Those words were delivered by Graham 
Aviation Services, LLC Owner Jim Graham 
as he announced that his company has been 
approved to offer career financial aid.  The 
arrangement creates a funding mechanism 
for aspiring pilots to study for and acquire 
a private pilot’s license along with a 
mandatory instrument rating and pilot in 
command cross-country time. 

     Since opening its hangar doors 18 months 
ago, Graham Aviation Services has added a 
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Visit the Carousel’s donation 
box this holiday season.

The economic seeds planted by the OTIA III 
State Bridge Delivery Program are bearing 
fruit in Salem and other cities across the 
state. The $1.3 billion bridge program, which 
was created by the 2003 Legislature as part 
of the Oregon Transportation Investment 
Act III, is not only repairing or replacing 
hundreds of aging bridges across the state, 
it is spurring economic development for 
businesses and individual workers.  

The bridge program has had a major 
economic impact in Salem. Many companies 
working on the program have opened offices 
in the city. Those offices are employing 
people in everything from office jobs to 
engineering and design jobs. Employees 
at these companies are buying homes or 
renting apartments, grocery shopping, 
seeing movies, having dinner out. 

And all of this economic opportunity has 
grown out of the bridge program. 

There’s more to come. New highway 
bridges north, south, east and west of Salem 
are being replaced meaning commercial 

trucking will no longer be delayed bringing 
goods into the city. Construction jobs 
will increase and workers on the line will 
be learning skills transferable to vertical 
construction in the city. The bridge program 
is securing a sustainable workforce that 
Salem will need long into the future.

The following are profiles of six Salem 
companies that have either opened or 
expanded offices in the city since the 
beginning of the bridge program. 

hW lochner inc.
Lochner Inc opened a Salem office in 

July 2003 to work on the bridge program 
and hired 13 full-time employees by 
August 2004. One year later, its workforce 
blossomed to 26 full-time employees. 

“At least half of our current employees 
have jobs because of the bridge work,” said 
Karen Reynolds, vice president and office 
manager of the firm’s Salem office. “Our 
Salem office doubled in size in just one year 
because of the program.” 
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Bridge Project...Continued from page �

Already, Lochner’s design work on 12 
bridges on Interstate 5, I-84 and other areas 
of the state saved $3 million in construction 
costs based on the original cost estimates. 
The savings were derived through the use 
of innovative materials and construction 
techniques. 

OBeC Consulting engineers
As it celebrates its 40th year of doing 

business in Oregon, OBEC Consulting 
Engineers can point to many milestones of 
increasing success: It has expanded from its 
original office in Springfield to four offices 
in western Oregon, and in the past three 
years it has grown from 55 employees to 
106. Much of that expansion is due to the 
$17 million in contracts OBEC is earning 
through work on local agency and state 
projects, including more than $7 million for 
six bundles on the bridge program.

“The Legislature should be patted on 
the back for getting the OTIA III projects 
started quickly by allocating funding to 
local agencies and counties while the 
statewide bridge program was still in the 
planning phase,” said Gayle Harley, OBEC 
president and chief construction engineer, 
and member of the board of the American 
Council of Engineering Companies. “That 
foresight kept contractors and suppliers 
busy during the ramp-up for the larger-
scale, long-term state program.”

OBEC’s corporate headquarters are in 
Eugene, but it opened an office in Salem in 
June 2004. The Salem branch, which was 
established primarily to work on the bridge 
program, employs 19 people, from bridge 
and roadway engineers to project managers 
and CAD technicians.

Ch2M hill 
Founded in 1946 in Corvallis by three 

Oregon State University students and their 
civil engineering professor, the company 
now employs more than 18,000 people 
worldwide. Recognized nationally as an 
innovator in engineering design, CH2M Hill 
has a natural choice as a prime contractor 
on the bridge program. 

CH2M Hill established a Salem office in 
June 2003 to work on the bridge program. 
It started with just two people and has 
expanded to 15 full-time employees. During 
that time, the company won two prominent 

bridge program contracts – Clarks Branch to 
Tunnel Mill Race and Sutherlin to Roseburg 
– worth nearly $90 million.

“In Salem, we are close to the action 
around the state, and we have a group of 
people constantly striving to create new 
and valuable solutions to the construction 
projects we are taking on,” said Doug 
Johnson, regional design-build business 

development manager, CH2M Hill. “We’re 
delighted to be here.”

david evans & Associates inc.
Since its founding in Oregon in 1976, 

David Evans & Associates Inc., an 
employee-owned architecture, construction 
and engineering firm, has emerged as a 
recognized leader in sustainable design for 
complex transportation projects nationwide. 
It was, therefore, a natural choice as the 
design firm on three of the most prestigious 
bridge repair and replacement projects on 
the bridge program.

Each of the three bundles is high profile 

because of multiple aesthetic and community 
priorities. On the McKenzie River to Goshen 
Grade project, the prominence of the 
McKenzie River Bridge at a nearby park 
requires a design that will appeal to the 
many recreational users in the area. And 
both projects on Interstate 84, Hood River 
to The Dalles Dam Access and Sandy River 
to Jordan Road, are located in the Columbia 
River Gorge National Scenic Area. The 
estimated worth of the three projects is 
more than $150 million.  

Oregon is home to six DEA offices, 
including the corporate headquarters in 
Portland. The 70 people in the Salem office 
work almost exclusively on the bridge 
program, from a surveying team and 
environmental specialists to construction 
engineers and CAD technicians.

Athalye engineering Services inc.
Based in Salem, Athalye is a small firm 

specializing in bridge engineering. The 
company has a core team of two full-time 
employees and hires additional local help as 
work demands, bringing new jobs and new 
career opportunities to the region. 

“We are a small firm,” said owner Ashok 
Athalye. “But we are capable of doing a lot 
of bridge work because our team is focused 
on bridges. We are proud of our work on the 
bridge program and delighted to be part of 
the Salem community.” 

Athalye designed two bridges on the 
Interstate 5 Sutherlin to Roseburg bridge 
program project, and has also completed 
designs for 10 bridges in the Clarks Branch 
to Tunnel Mill Race bundle, located between 
Eugene and Myrtle Creek on I-5. 

Quincy engineering inc.
In selecting design consultants for the bridge 

program, ODOT looks for firms with expertise 

Bridge Project – Six Local Companies Profiled not just in engineering but in roadway and 
bridge design. By hiring Quincy Engineering 
Inc., the agency contracted with a firm of more 
than 30 engineers who have such experience. 
In 2004, Quincy opened an office in Salem and 
hired five people to help it fulfill its $700,000 
in bridge program contracts.

“Being in the same city is a big advantage,” 
said Karen Tatman, the Quincy roadway 
project manager and design engineer who 
helped establish the office. “It makes it 
easier for us to coordinate our work than if 
we were located in Portland.”

The OTIA III State Bridge Delivery 
Program is part of the Oregon Department of 
Transportation’s 10-year, $3 billion Oregon 
Transportation Investment Act. OTIA funds 
will repair or replace hundreds of bridges, 
pave and maintain city and county roads, 
improve and expand interchanges, add 
new capacity to Oregon’s highway system, 
and remove freight bottlenecks statewide. 
About 17 family-wage jobs are sustained 
for every $1 million spent on transportation 
construction in Oregon. Each year during 
the OTIA program, construction projects 
will sustain about 5,000 family-wage jobs.

Athalye Bridge engineer kotha roa works on a bridge program 
project in the company’s Salem office



november 2006 Salem business Journal Page �

graham aviation...Continued from page �

second plane and is currently helping ten 
students become pilots.  However, further 
growth of the business required a financial 
conduit to help cash poor students enjoy the 
same opportunity.

“Many of the people coming in the door to 
ask about getting their private pilot rating 
were disappointed in the fact that it was 
cost prohibitive…especially (for) young 
people who want to get into aviation for a 
career,” Graham explained.   For planning 
purposes, company literature suggests that 
a student budget approximately $8,500 
to fulfill mandatory Federal Aviation 
Administration requirements to become a 

licensed pilot.  The price tag is not unfair 
when one takes into account that fuel costs 
have risen dramatically along with insurance 
costs since 9-11. Maintenance costs to meet 
FAA requirements have also risen steadily, 
according to Graham.

Growth is definitely the goal at Graham 
Aviation Services.  Jim Graham would like 
to add another five students at this time 
and is also actively seeking the services of 
another qualified flight instructor.  Graham 
said he is confident that the career funding 
option will remove a roadblock for potential 
students and allow for a 50% growth in 
Graham Aviation Services’ student body.

The sky is now the limit, according to 
Graham.  

Flight instructor Jim Graham at home in his flight training center Development Opportunities: 

Albany – For Sale: 
3.3 Acres zoned Light Industrial near I-5 -3055 Salem Ave. $1,175,000.00 
4.63 Acres zoned CC across from new Ray’s Market – Hickory Street $1,210,916.00 
1.11 Acres zoned CC between Chevron and Jiffy Lube – North Albany Rd $535,790.00 

Salem – For Sale 
1.63 Acres zoned RA Homestead Road $250,000.00 

Woodburn – For Sale 
1.25 Acres zoned GC across from WalMart, I-5 visibility Stacey Allison Way  $974,250.00 

Please call for office, retail, and industrial leasing opportunities. . . . 

503-586-7402
         Elaine Gesik, Broker 

Barbara Bassett Makes a lasting impression

If a picture is worth a thousand words, 
Silverton artist Barbara Bassett’s 
impressionistic paintings are worth one 
thousand more. This Renaissance woman 
moved here from Salt Lake City, Utah 
where she once headed the Utah State Bar 
Association and also had an international 
consulting firm in the health care industry.

Relocation to Silverton became necessary 
when husband Roger Roper was hired 
to manage the State of Oregon’s historic 
preservation programs. The move 

conveniently sandwiched the couple 
between Barbara’s parents in Jacksonville, 
Oregon and Barbara’s grown daughter, a 
physician at University of Washington’s 
Children’s Hospital.

Bassett’s art career began after putting her 
child through medical school.  She then did 
something that novels are made of, slinging 
a backpack full of art supplies over her 
shoulders to attend the Etruscan Art School 
in San Gimignano, Italy.   Area art patrons 
are reaping the rewards. Bassett’s self-

described “alla prima” or “all at once” style 
is a definite eye catcher.  

Bassett’s works distill life’s essence to 
subtle, yet telling moments on canvas.  For 
me, they evoke a style reminiscent of the 
Russian master Ilya Yefimovich Repin. 

Art Instructor Gregory Stocks is a fan of 
Bassett’s work and has stated, “Barbara 
approaches her narrative realism work 
with an eye for color, light and the intimate 
atmosphere of urban and private spaces.  
Intrigued by the relationships that are being 
played out in theses spaces, her painterly 
style creates mood and atmosphere, and 
gives the viewer only subtle hints of what 
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the dynamics might be.  She has a love of 
color and enjoys using it to express her 
passion in life.”

Bassett’s style has also drawn praise 
from Elizabeth Nielsen of the revered 
Art Institute of Chicago who opined, 
“Her (Barbara’s) attention to color is 
strengthened by her attention to light.  Her 
images glow.  Seemingly ordinary objects 
become heightened to reveal an almost 
other-worldly presence emanating from 
within them.  Her paintings, observational 
in a respectful yet perceptive way, draw 
the viewer into the piece emotionally.  It is 
easy to stand in front of her paintings and 
find yourself engaged with her subjects’ 
relationships, and the spaces surrounding 
them.

Bassett opened 2006 with a show titled 
“Salem and Beyond” at the Mary Lou Zeek 
Gallery here, in Salem, followed by a solo 
show in Seattle.  For the past three months 
an installation of her work has been gracing 
the walls of downtown Salem’s Wild Pear 
restaurant.

Two other galleries have recently invited 
Bassett to showcase her work.  Collectors 
can also see Bassett’s paintings at Kabanu 
Gallery in Bend, and she will have a show at 
the new Attic Gallery location in Portland’s 
Pearl District next May.

Bassett does do commissioned work.  To 
learn about pricing and to get a look at her 
portfolio that includes everything from 
Cityscapes/Landscapes to Figures and 
Interiors go to barbarabassett.com.

“lunch Counter” from lens to canvas

Artist Barbara Bassett
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CONTRACT
SERVICING

CONTRACT SERVICING has over 40 years of experience
and can save time and effort in administering seller-
financed notes.

We service the following:
• Seller Carry-Back Notes
• Promissory Notes
• Mortgages
• Land Contracts
• Installment Notes
• And more…

Benefits
• Neutral third party servicing and record keeping for those

buying or selling “on contract”
• An experienced staff of professionals
• Easy access to account on-line at

www.contractservicing.com
• Automated funds transfers
• Competitive fee structure

Get set up forms and learn more at
www.contractservicing.com!

Or call 800-523-9784

Carousel Celebrates Five Years at the Salem’s riverfront
The Salem Riverfront Carousel is 

celebrating its fifth year of operation and the 
attraction has drawn more than one million 
patrons since opening on June 2, 2001.

Today, carousel operations are under 
the direction of Executive Director Marie 
Bradford, an engaging leader who takes the 
business of entertaining children or the kid at 
heart very seriously.  Bradford has a history 
of pleasing young people.  While working at 
Nordstrom for 23 years, she brought Beanie 
Babies into the retailer’s stores for the first 
time and did so long before they became 
much sought after collectibles for a time.

Now Bradford has inherited a vision.  
That vision belongs to Salem resident 
Hazel Patton who made a trip to Missoula, 
Montana in 1996 to see family and came 
away with the idea of putting a classically 
designed carousel in Salem’s developing 
Riverfront Park. To paraphrase from 
Rudyard Kipling’s If, Patton dreamed but 
did not make dreams her master and she 
thought and did not make thoughts her aim.  
Along with countless volunteers they all met 
with triumph and disaster and treated those 
two imposters just the same.

The result is 43 horses and hand-crafted 
ponies, carved by teams of talented 
volunteers who produced a usable work of 
art that was born of blood—actually sanded 
out of some of the carvings—along with 
sweat and tears.

The Salem Riverfront Carousel receives 
no subsidies from the City of Salem as do 
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some other area landmarks and attractions.  
Consequently, its board of directors is in the 
midst of an endowment campaign to keep the 
facility’s operations in mint condition while 
also adding a brass ring to the project.

The brass ring project has already received 
an economic shot in the arm through and 

Marie Bradford, executive director, of Salem’s riverfront Carousel

Just launched, BrandBloom, a Silverton-
based brand communications and media 
strategy agency, offers top-level marketing 
and public relations services for local, 
regional and national clients. 

Started by award-winning 
publicist and marketing strategist, 
Tirza Wibel, BrandBloom 
partners with companies and 
business leaders who want to 
creatively reach, compel and 
build business through brand 
communications. BrandBloom 
provides strategic communications services 
that build reputations, enhance credibility 
and bring bottom line results. 

Services include branding and company 
positioning, copywriting services including 
brochures, Web sites, ads and other 
marketing collateral, and marketing 
services including PR strategy and media 
placement.

“I’ve provided high profile PR services for 
a variety of major national companies and 
brands for many years, but saw a distinct 
need to make PR services available and 
affordable for small business owners,” said 
Wibel, principal of BrandBloom. “Through 
BrandBloom I am providing ‘big brand’ 
publicity services for small and emerging 
companies who don’t necessarily have the 
‘big brand’ budget.”

When it comes to building, launching and 

creating excitement for a company, product 
or brand, Wibel is a seasoned pro. From 
developing compelling copy that resonates 
with target audiences, to developing unique 
and results-oriented publicity programs, 

Wibel hits the mark and brings 
results.  As an award winning 
and nationally regarded publicist 
with a long list of top brands 
as clients, Wibel specializes 
in media relations, including 
proactive article generation and 
bylined-article placement, and in 

writing compelling copy that sells. 
In early 2006 Wibel won the prestigious 

Bronze Anvil award from the Public 
Relations Society of America (PRSA) for the 
writing and placement of a feature article on 
behalf of a client. She has also been featured 
in numerous industry publications and is a 
nationally syndicated columnist on branding 
and PR. Wibel’s resume includes stints with 
some of the biggest advertising and PR 
agencies in the U.S. as well as experience 
as a former magazine editor. She holds a 
bachelors degree in communications and 
print media from Oregon State University 
and is involved with the Public Relations 
Society of America, Ladies Who Launch and 
Self Employed Creative Professionals.

BrandBloom is based in Silverton and can 
be reached at 503.873.6413 or by email, 
twibel@brandbloom.com.

new Pr Company, BrandBloom, 
Brings Brands and Companies to life

initial fundraising event in September that 
garnered $17,500.

A number of holiday events are slated for 
Salem’s Riverfront Carousel beginning with 
the arrival of Santa and Mrs. Claus at high 
noon on November 24th.  

Santa will, of course, need to load up with 

“carbs” for his annual trip to deliver presents 
around the world so he has chosen to 
breakfast at the Salem Riverfront Carousel 
on several days in December leading up to 
his all night ride with his reindeer.

If you want to start your day with Santa, 
you can breakfast with him on December 
16th, 19th, 21st and 23rd at eight in the 
morning.  Cost is $20.00 per person.

A tea with Mrs. Claus will take place 
twice on December 17th at noon and 2:30.  
Etiquette will be watched carefully as she 
can still make last minute reports to Santa 
about who is being naughty or nice.

 The Salem Riverfront Carousel is proof that 
you don’t have to reinvent the wheel to create 
something meaningful and worthwhile.  The 
attraction continues to draw young and old 
alike and provides endless amounts of fun 
and lasting memories with each revolution 
of the ride.

Salem’s Riverfront Carousel 
Holiday Calendar

November 24th
Santa & Mrs. Claus arrives 

by train at noon

December 16, 19, 21, 23rd @ 8:00am
Breakfast w/Santa $20.00 per person

 December 17th @ noon & 2:30 
 Tea with Mrs.. Claus $17 per person
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The Mayor’s view Janet Taylor

LandAmerica - A Fortune Magazine 2006 Most Admired Company.

925 Commercial Street NE, Suite 100 ~ Salem, Oregon
P: 503-361-1211 Diane Dufresne

Sales Representative

Our commitment level is of the 
highest standard within the 
industry; where superior service is 

GUARANTEED.  

Growth is Market-driven...Salem is Vibrant
Human nature is to want our routine to 

remain pretty much the same each day 
– maybe a dinner out or a movie once in 
awhile.  Bigger changes challenge us, and 
at times can upset people.  I hear testimony 
in Council meetings from residents who see 
new homes coming into their neighborhood, 
and they don’t want to see those changes to 
their surroundings.  But the reality is that 
Salem is growing, and that we can choose to 
see the positive change it can bring.  

I have had more requests for a Trader Joe’s 
store than any other retail outlet.  We have 
young people graduating from high school 
and college that want good jobs.  There is a 
clamor for more art and culture. What all of 
these have in common is that well managed 
growth brings these opportunities.

In November I will be at the CoreNet Global 
Summit.  This is a conference where over 
3,000 site selectors meet to find locations for 
new businesses.  Last year when I attended, 
the questions I was asked were consistently 
about the schools, housing availability, and 
population level.

Last May I went to the International 
Conference of Shopping Centers – over 
46,000 people representing cities, retail 
stores (including Trader Joe’s), and shopping 
center owners.  The comments were once 
again that our number of residents needed to 
be higher to warrant locating in Salem.  When 
we provided information about our steady 
2% growth rate their interest increased.

Two percent growth is manageable and 
represents good planning by the City 

to accomodate our children and future 
residents.  Where it becomes a change that 
is difficult is when it is so focused in one 
or two areas as we see in West Salem and 
South Salem.  The buildable land inside our 
urban growth boundary is in these areas, so 
the growth seems more than 2% to those 
who live there.

What can we do to alleviate some of the 
pressure?  For one thing, we are encouraging 
and assisting mixed-used projects in our 
central city to increase density in locations 
closer to where people work.  Housing 
choices are important, and living in the 
inner city appeals to many people.  

The City is an active partner with the 
school district in planning for new school 
locations and notifying the district when 
subdivisions will be building.  Even though 
there is some lag time for new schools, this 
allows the district to purchase land before it 
is developed. 

For recreation, the City has built new 
ball fields and is developing one new 
neighborhood park per year.  The addition 
of the Salvation Army Kroc Center in late 
2008 will provide more recreation in 
addition to the effort to have a three park 
pedestrian/bike access from Minto Island 
through Riverfront Park on to Wallace 
Marine Park.  

Traffic issues are also being addressed 
by the progress towards a third bridge 
across the Willamette River.  The required 
environmental study is underway with 
efforts towards obtaining the funds for the 

design and engineering.  Although still 8 to 
10 years from completion, we are further 
towards the goal of a third bridge than we 
have been in 20 years.

Another approach to traffic issues is the 
identification and acceleration of some of 
the more easier projects that can move some 
of the morning and evening rush hour traffic 
a little quicker.  Off ramp improvement 
from the bridges to front street, a stop light 
at the bottom of the bridge access to front, 
intersections improvements all over town, 
and additional turn lanes where there is 
city owned right of way can do much to give 
relief to the traffic growth.  We are now in 
the process of identifying which of these 
projects we can fund in the next 12 months 
rather than delay until we can only do them 

as part of the larger project. 
All in all, growth is market driven.  If 

homes didn’t sell, no one would build more.  
It is a business of cycles where interest 
rates, and material costs affect it’s ups and 
downs.  Yes - it causes changes, but many of 
the results of the change will bring us some 
of what we want - good jobs, art and culture, 
and retail choices.  

What an exiciting time to live in Salem!!!  
It truly is becoming a more vibrant city 
every day.              
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Oregon Secretary of State: Bill Bradbury

it’s everybody’s Business to Vote

The Best Way to Enjoy

A Really Good 
Golf Game

is at a Really Good Golf Club
&

with a Really Good Cigar!
We have them from $2.00

Over 75 Years of Scenic, Secluded Beauty

2025 GOLF COURSE ROAD S. • OFF SOUTH RIVER ROAD

503-363-6652

“Nobody will ever deprive the 
American people of the right to 
vote except the American people 
themselves – and the only way they 
could do that is by not voting.”

           -- Franklin D. Roosevelt

With Election Day fast approaching, I’ll 
deviate from my typical column topics on 
business to talk about the importance of 
participating in our democracy by voting. 

As business people, you know that your 
company couldn’t work without the active 
engagement of your employees. Just imagine 
that a certain percentage of them decided not 
to come to work anymore, but still wanted to 
be part of the “receiving a paycheck” part of 

the employment equation. You can see how 
quickly your business would stop working. 
If voters decide to opt out of having their 
voices heard by voting, democracy as we 
know it will grind to a halt.

Democracy is designed to work when 
citizens participate in the choices that will 
mold their future. That’s why it’s crucial that 
each and every citizen register and vote.

I hold “mock elections” at schools around 
the state, giving students a chance to debate 
hypothetical ballot initiatives and vote. 
My purpose is two-fold: first, to show the 

students in clear terms how few people vote 
and how few people are making the decisions 
that will determine their future; second, to 
leave them with a sincere determination to 
change that outcome by voting.

I start by having the entire room stand up. 
Then, I ask groups to sit down, in percentages 
that reflect the statistics surrounding voter 
registration and voting. Seventy-five percent 
of Oregon’s population is of voting age, 
so we start with a quarter of the students 
being asked to sit down. Of that voting age 
population, only 73 percent actually register 

to vote. Another group is asked to sit down, 
representing the corresponding number of 
people who don’t even bother to register. 
Finally, I use the numbers from the most 
recent election – in this case the 2006 
primary where only 38 percent of registered 
voters turned out – and have another group 
sit. By the time I ask that last group to take 
their seats, only a small group of stragglers 
is left standing.

I point to this group and explain to the 
students that this small number of people 
represents those who are making the crucial 
decisions that can change their everyday 
lives. They’re the ones who vote. It’s a lesson 
I’d like to pass on to you today.

So, please, I urge you to take the time to 
mark your ballot and turn it in by Election 
Day, November 7th. Even if you’re not the 
boss, take charge of this piece of business 
and encourage all your family, friends, 
employees, and coworkers to vote. 

The future of America is truly in our hands. 
By voting, each of us does our part to keep 
democracy working for us all.

For more information about voting in 
Oregon, visit www.oregonvotes.org or call 
1-866-ORE-VOTES (1-866-673-8683).

Spa manufacturer Marquis Corp. is 
announcing two promotions within its 
senior management team. John Schrenk, 
previously the Chief Financial Officer, has 
been named Marquis’ Chief Operating 
Officer, while Sam Collins has been elevated 
from Vice President of Operations to Senior 
Vice President. 

John Schrenk has been with Marquis for 
16 years. He became the Chief Financial 
Officer in 2000. Schrenk has previously, 
in addition to his CFO duties, held the 
Executive Vice President title.

“I feel honored to receive the privilege of 
playing such a large role in Marquis’ future 
direction,” says John Schrenk. “Marquis is an 

employee-owned company and I recognize 
the large responsibility and accountability 
that comes with my new position. I’m truly 
looking forward to this next step in my 
career at Marquis.” 

Sam Collins is a 20-year Marquis veteran. 
Collins was promoted to Vice President of 
Operations in 2003.

“Marquis has been such a large part of my 
life for so long,” says Sam Collins. “I have 
nothing but positive things to say about 
Marquis and its great employees. This 
company has been extremely supportive 
of me. It’s definitely a place that provides 
opportunities and potential for growth. I’m 
looking forward to the challenges that the 

Marquis Corp. Announces Senior Management Promotions
future will hold and another 20 great years 
at Marquis.”

Besides Schrenk and Collins, Marquis’ 
senior management team consists of Vice 
President of Sales Steve Hasenmueller and 
Vice President of Retail Bill Wells.

Marquis Corp., an employee-owned 
company based in Independence, Oregon, has 
been building spas since 1980. Employees/
owners take great pride in the quality and 
performance of the products they build. 
Marquis is widely recognized throughout 
the spa industry as a leader in quality and 
innovative technology. For more information 
please call (800) 275-0888 or log onto our 
web site at www.marquisspas.com.
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Oregon State Treasurer: Randall Edwards

Financial literacy

Our children face a world where personal 
bankruptcies are at an all-time high, 
household debt is soaring, credit cards 
solicitations are becoming more aggressive, 
savings rates are near zero, and more and 
more people with no financial training are 
required to fund and manage their own 
retirement plans. 

What more evidence do we need to 
recognize the necessity of financial 
education for our children? To become 
financially literate, children must start 
learning the basics of money early, and given 
the opportunity throughout their education 
to continue to make deposits in their bank 
of knowledge. That’s why this month I am 
launching Reading is an Investment, a new 
statewide financial education and literacy 
program for Oregon’s elementary school 
children.

Reading is an Investment is designed to 
both highlight the importance of reading 

and teach basic financial concepts to 
young children. My office, in partnership 
with the Oregon College Savings Plan and 
OppenheimerFunds, Inc., has donated 
three books to every public elementary 
school library in Oregon. These books teach 
kids a variety of financial lessons and are 
tied to the State’s academic standards in 
math, language arts, social sciences, and 
career-related learning, so they are easy for 
teachers to use in the classroom.

As part of Reading is an Investment, 
children can also participate in a fun reading 
program. Participants are required to read 
a certain number of hours from books that 
teach basic financial concepts. To recognize 
their accomplishment after they complete 
the program, children will receive fun prizes 
and a certificate of achievement. More 
importantly, they will be entered into a 
drawing to win one of 50 college savings plan 
scholarships between $250 and $1,000, to 
be awarded next year in April. 

Reading is an Investment will be an annual 
program that will begin at the start of each 

school year. After the initial kickoff this 
fall, we plan to donate one new book each 
September (tied to State standards) to every 
elementary school library to build upon 
the initial donation and to continue the 
voluntary reading program and the Oregon 
College Savings Plan scholarships.

As Oregon’s chief financial officer, I am 
charged with making prudent long-term 
investments. This investment in financial 
education for our children will pay dividends 
many times over. 

I ask for your support for improving 
financial literacy in Oregon by encouraging 
your children and your local elementary 
school to participate in Reading is an 
Investment. To learn more about this new 
program, please visit www.ost.state.or.us 
or talk to your child’s elementary school 
librarian. 

it’s not Just For 
Professionals Anymore

Amanda Golden named Manager for 
Mr. Charles Salon

Mr. Charles Salon is proud to introduce 
Amanda Golden as their Manager and On-
site extension expert!

“I am so proud to be a part of a wonderful 
group of very qualified Hairstylists, Nail and 
Facial Technicians. It is so nice to manage 
a team of professionals who really strive to 
make their clients happy and who are always 
looking for new educational experience’s to 
heighten their client’s lives.

We have so many phenomenal services to 
offer including, but not limited too (as we 
are always expending our education) Strand 
– by – Strand and temporary extensions, 
hair color, haircutting, artificial nails and 
exquisite nail art, relaxing facials, wonderful 
pedicures and so much more.

Remember we are a full service salon here 
to serve our clients and keep you updated 
and happy. Stop by and see for yourself.”

Mr. Charles Salon is located at 579 
Lancaster Drive SE in Salem. The salon’s 
phone number is 503-363-3836.

Amanda Golden, new manager at 
Mr. Charles Salon

Jet Mechanical Inc., a division of Jet 
Industries hired Everett Cozad as General 
Manager of their plumbing division. 

Cozad brings with him over thirty-five 
years of management experience in the 
residential, commercial and industrial 
plumbing sectors in the Willamette Valley. 
He graduated in the top 10% from Rankin 
College and holds his Journeyman and 
Master Plumbers license. 

Jet Industries corporate headquarters are 
located in Salem, Or. We currently employ 
over 300 employees, and are licensed to do 

Jet industries hires Cozad as Plumbing 
General Manager

business throughout the country. 
For more information call (503) 363-2334 

or go to www.jetindustries.net.

everett Cozad

Electric Wheels Inc. (EWI), in Salem, 
home of the first and only electric car 
dealership in Oregon is proud to announce 
a new member of the XEBRA family. The 
tow seater XEBRA truck is fresh off the 
assembly line. It is a welcomed addition to 
the XEBRA car, Evader 1000 Scooter, Mud-
E dirt bike and the Zappy 3’s. 

Both the car and truck achieve 40mph 
and run for 40 miles on a single charge 
averaging a cost of 1¢ per mile to drive.  
They will never need an oil change or tune 
up.   They have no transmission and no 
radiator to boil over.  They plug into any 
household 110-volt, 15-amp circuit.  The car 
and truck come with solid steel constructed 
frame, seat belts, and  heater. 

The ZAP XEBRA is the offspring of more 
than three decades of thought and evolution. 
This vehicle was created as a breed by itself. 

Because the use and purpose of electric 
vehicles is different than gas cars, the wheel 
did indeed need to be reinvented.

“The motors in these vehicles are five 
times as efficient as a gasoline engine”, says 
Christopher Dymond, Sr. Analyst, Oregon 
Department of Energy.  He goes on to say, 
“It’s clear that owners of electric vehicles 
spend less money on fossil fuels”.

Prepare yourself for a whole new driving 
experience. XEBRAS do not attempt to 
behave like other vehicles. They are unique. 
They are quiet, yet agile. Imagine a world 
filled with silent XEBRAS instead of noisy 
internal combustion engines.

These vehicles meet all national safety 
standards set by the Federal Department 
of Transportation and the State of Oregon 
offers a tax credit of $750 for buyers. 

Also available at Electric Wheels:
THE NEW EVADER 1000 SERIES 

ELECTRIC MOTOR SCOOTER single-
headlight model. The 1000 series offers 
commuters ideal transportation. Each one 
is quiet and simple to operate. Just hop on, 
twist the throttle and go.  Evader’s EPIC 

Announcing a 
new Member 
of the XeBrA 
electric Car 
Family

technology encompasses the design, motor, 
controller (patent pending), Hyper Drive 
and all safety components.  Environmentally 
friendly and virtually maintenance free. 

MUD-E electric dirt bike.  The bike will go 
up to 20 mph depending on terrain, body 
weight and hill grade.  It will perform for 12 
miles on a single charge.  It has a 450 watt 
geared motor, a sealed lead acid 36V 14 Ah 
battery, pneumatic tires, weighs 105 lbs, and 
sells for $799.  Gasoline powered dirt bikes 

range from $1200 - $1800 and then there’s 
the purchase of the gas!

THE ZAPPY 3 and Zappy Pro the heavy 
duty workhorse stand up model.  These fully 
electric silent motor, eco friendly, scooters 
are being used for errands, students, 
security patrols, industrial facility use, at 
airports and warehouses.   They travel at 
speeds of 10-13 mph and prices range from 
$599 to $799.  

For more information about Electric 
Wheels, Inc. visit: www.electricwheelsinc.
com.

BY lAine lATTiMer
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Oregon Agriculture: Katy Coba, Director, Oregon Department of Agriculture

Oregon Agriculture is a Good investment
Last month, I was asked to comment on 

the theme for this year’s World Food Day– 
“investing in agriculture for food security.” 
For my money, the theme is both timely and 
appropriate. And it’s not just about money. 
Investment in agriculture can take the form 
of making sure the industry is at the table 
when important policy decisions are made.

Linking agricultural investment with 
food security may not be obvious to all 
Oregonians. After all, there doesn’t appear 
to be any shortage of food products at the 
grocery store these days. But consumers 
should not take the abundant and affordable 
food supply for granted. A majority of 

that food is produced either locally or 
domestically, and we can’t afford to let that 
production slip.

Looking ahead to the next several decades, 
for the sake of my children and future 
grandchildren, I am concerned about where 
our food is going to come from. I do not want 
Oregon or the United States to be dependent 
on foreign sources of food like we are now 
dependent on foreign sources of oil. 

As we continue to see pressure brought 

on by population growth in Oregon and 
the U.S., we know that agriculture cannot 
compete on the basis of land values. When 
an acre of productive farm land can be sold 
for development for as much as $250,000 
an acre, it would be easy for local and 
domestic agriculture to defer to producers 
in other countries. But there is tremendous 
value in keeping that land in agricultural 
production. We need to start thinking about 
investing in agriculture to keep it viable in 
Oregon. We need to consider its impact on 
our environment, our quality of life, and the 
way Oregonians want our state to look. 

Investing in our rural communities is a 
good start. Rural development in Oregon 
is dependent on agriculture, even though 
many communities are doing what they can 
to diversify their local industries. Still, there 
is no doubt that agriculture will continue to 
be a critical part of rural Oregon’s economy. 
It is true that five of the top six agriculture- 
producing counties in Oregon are in the 
Willamette Valley, with Marion County ranked 
number one. But the flip side is that rural 
Oregon is more dependent on agriculture. 

An investment in agricultural infrastructure 
would be an investment in rural Oregon. 
Moving agricultural products to market is 
absolutely critical. When you realize that 
80 percent of what we produce in Oregon 
leaves the state and 40 percent moves 
into the international marketplace, we 
absolutely need to have the transportation 

infrastructure available at a cost that allows 
us to be competitive. Whether it is making 
sure our highways can accommodate food-
hauling trucks or our Columbia River 
can accommodate the ships that carry 
agricultural commodities overseas, it is wise 
to invest dollars now to secure an effective 
distribution system for Oregon agriculture.

Oregon agriculture is a player in feeding 
the rest of the world. You can find Oregon 
agricultural products not just locally or 
domestically, but in international markets. 
Oregon also provides food for humanitarian 
efforts and is responsible for 63 percent 
of all direct donations to the Oregon Food 
Bank. There are a multitude of reasons for 
ensuring the viability of Oregon agriculture, 
and investing in its future.

Oregonians need to challenge themselves 
on why this investment needs to be made. 
Where does your food come from and where 
do you want your food to come from fifty 
years from now? If you are uncomfortable 
with the thought of most of that food coming 
from overseas, ask yourself what can we 
currently do as a state to support agriculture 
to make sure we can get locally-grown food 
fifty years from now? I believe the answers 
are clear.

Arbuckle Costic Architects, Inc. of 
Salem is proud to announce that two staff 
members, Associate and Senior Interior 
Designer Lisa Mance, IIDA and Intern 
Pete Kanyer, recently received certification 
as LEED® Accredited Professionals. This 
certification from the U. S. Green Building 
Council signifies that the recipient has 
successfully demonstrated knowledge of 
the green building design and construction 
industry and the Leadership in Energy 
and Environmental Design (LEED®) v2 
Green Building Rating System, Resources 
and Process required to be awarded the 
title of LEED® v2 Accredited Professional. 
Associate and Senior Project Architect 
Clayton Vorse, AIA, will be completing 
t he testing for accreditation by the end 
of October and will be the third LEED® 

Accredited Professional on Arbuckle Costic 
Architects’ staff.

Arbuckle Costic Architects has designed 
two facilities specifically for LEED® 
certification, Linus Pauling Middle School 
for the Corvallis School District (the 
application for Silver-LEED® certification 
is currently pending with the U. S. Green 
Building Council) and Courthouse Square 
County Offices and Transit Mall in 
downtown Salem which received Bronze-
LEED® certification. Arbuckle Costic 
Architects also participated in the LEED® 
process for the Department of Public Safety 
Standards and Training (DPSST) for their 
new police academy, and during the firm’s 
tenure as the Local Architectural Liaison 
consultant for the City of Salem on the 
Salem Conference Center project.

Arbuckle Costic Architects Announce 
Certifications

Salem’s TTJ Computer Services will hold 
a Network Security Summit at the Red 
Lion Hotel located at 3730 Market Street 
NE on November 29th from 7:30 AM to 
5:00 PM.

TTJ Computer Services has been in 
business for 26 years and the event is 
designed to apprise local business owners 
of ways to meet government compliance 
issues (e.g. HIPAA, Sarbanes-Oxley and 
Homeland Security) while also addressing 
computer network security threats and 
other ID security issues.

According to TTJ Business Services 
Consultant Brian Kelley, the firm 
specializes in helping small business 
owners combat everything from computer 
viruses and spyware to phishing and social 
engineering or pretexting. 

Kelley stresses that when a business 
computer network has spyware or something 
on it that slows machines down, the efficiency 
of employees is compromised and billable 
hours can be lost at an alarming rate.

TTJ President Chris Cummings equates 
spyware to “a big gorilla on your back that 
is trying to watch what you’re watching 

Salem Firm to hold Computer 
network Security Summit
BY MiChAel PATriCk O’COnnOr

and trying to send the information off to 
someone who you don’t know.”

Cummings contends spyware is a big 
resource that can consume the Internet 
pipe.  “People just say my Internet’s slow, 
my Internet’s slow.  Most of the time we go 
in there and find that their network is dirty 
with some of these features,” Cummings 
told the Salem Business Journal.

Both Kelley and Cummings caution 
business owners not to rely on security 
devices that might be appropriate to 
personal or home usage and then opt 
to utilize the same products in an office 
network environment.

Registration for TTJ Computer Services 
Network Security Summit is underway.  
Early registration before November 15th 
costs $20.00 per person.  After that date, 
the cost to attend is $30.00 per person.  
A continental breakfast and lunch will be 
provided. 

For more information on the event you 
can visit the following website:  www.ttj.
com/summit9, call TTJ Computer Services 
at (503) 363-2693X2006 or rsvp@ttj.
com.    
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www.GrahamAviation.com

503-581-4139

$99Introductory Flight Lesson

Let Yourself Fly...

LOCATED AT THE SALEM AIRPORT

Call Now to Reserve Your Place in the Pilot’s Seat

For more info: toll free (877)571-8947 • ofc@ofc.org • www.ofc.org

Oregon Fishing Club
Opening gates since 1989

OFC members enjoy year-round sportfishing
access to over three dozen fishing and camping
locations, all within a short drive from Salem.
You and your family can relax at clean, un-
crowded, secure, park-like settings, beside
some of NW Oregon’s finest rivers and lakes.

The Silver Creek Chimney Sweep & Stoves
Since 1979 • When Quality Counts

OCSA &  NFI Certified
CCB 153004

Regency  &  Hampton

Wood and Gas Stoves
Sales & Service

Caps
Stainless Steel liners 
Masonry Repair
Hearth Accessories
Dryer Vent Cleaning

Scott Hess • 503-873-3254

Marion County Commissioner: Patti Milne

Let Elected Officials Know

By the time you read this, the November 
7 election will be behind us and open 
positions at all levels of government will be 
decided, either returning an incumbent or 
electing someone new.  Numerous ballot 
measures, local bonds and local levies will 
also be decided; at least for the time being.  
And, as with the passing of other Election 
Days, there will probably be a collective sigh 
of relief having this one behind us, too!

For several months, campaigns have 
dominated almost every aspect of life in our 
communities.  We’ve endured mudslinging, 
attacks on incumbents’ records, and 
attacks on candidates’ intent and integrity.   
Proponents and opponents of the various 
ballot measures did almost anything to grab 
voters’ attention and support, including 
distorting facts and figures.

Elections have an interesting affect on 
society.  Campaigns can be a diversion from 
normal routines, an intrusion, or even a 
distraction.  Many fear that recent elections 
have become more and more negative 
and vitriolic.  Historians argue otherwise.  
But, nonetheless, during the campaign 
season, we see the best and worst in people. 
Volunteers seem to appear from nowhere 

putting in hours and hours for candidates 
and measures.  They hold coffees, walk their 
neighborhoods, distribute information 
at fairs and man phone banks.  Yet others 
thrive on negative campaign tactics and 
political gamesmanship in an effort to 
destroy a candidate.

Voters have mixed feelings about 
campaigns and elections. For some, the 
campaign season is akin to athletics.  The 
“season” invigorates them and they love 
political sparing.  Others are uncomfortable 
having to share their political views 
and would just as soon stay away from 
debate. Differing positions on candidates, 
ballot measures or bond issues can strain 
relationships.  

But, once the votes are counted and 
the winners declared, we seem to forget 
quickly the mudslinging, the accusations 
and distortions of a candidate’s record and 
the sky-will-fall fears if a particular ballot 
measure passes. Most are anxious to put 
the campaigns behind them and get back to 
normal life.  

But, for the winning candidates, there’s 
work ahead!  The legislature won’t waste 
any time in calling caucus meetings to elect 

leadership and begin mapping out priorities 
and agendas in preparation for the 2007 
legislative session which begins in January.  

Newly elected officials at the county and 
city levels will also waste no time getting 
acquainted with staff, boning up on budgets, 
policies and procedures so they are ready to 
hit the ground running come their January 
swearing in. Re-elected county and city 
officials will get back to work also planning 
ahead for the new year and new priorities.

This does not leave the electorate off 
the hook, however. While elected officials 
are responsible to work on behalf of the 
citizens, citizens are responsible to hold 
elected officials accountable! Let elected 
officials know when they’ve done something 
you are not happy about. But, please, 
support elected officials when they are out 
there working hard to keep those campaign 
promises. 

Patti Milne can be reached at 503.589.3268.

Shangri-La Corporation is pleased to 
announce a $200,000 challenge grant 
from  the Portland based Meyer Memoria l 
Trust. When fully realized, the 2:1 challenge 
grant will ultimately lead to $600,000 for 
Shangri-La’s Investment Campaign. 

“Strong non-profit organizations must 
strategically balance increasing service 
demands and dwindling funding with 
effective commercial practices and 
successful partnerships to survive in today’s 
business climate,” noted Jan Kral, CEO. 
“We are honored by the Meyer Memorial 
Trust’s investment in Shangri-La, which 
will allow for additional revenues to be 
directed toward providing critical services 
that directly impact our community and 
those we serve.” 

Since 1982 the Meyer Memorial Trust has 
invested in people, ideas and efforts that 
deliver significant social benefit to Oregon 
and Southwest Washington. 

Shangri-La provides housing, 
employment and support services to 
over 1800 individuals with disabilities or 
other economic disadvantages in over 80 
locations spanning seven Oregon counties. 
For further informatio n, please call 503-
581-1732 or visit www.shangrilacorp.org.

Meyer Memorial 
Trust Challenge 
Grant Awarded to 
Shangri-la 
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Capitol Report: Tim Buckley

lottery dollars – Above Aboard and 
Underground

Dean Craig, Branch Manager
dean@personnelsource.com
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It appears that individual Oregonians 
are less hooked on gambling than is the 
government sponsoring the games. Lottery 
spokesman Chuck Baumann said that while 
revenue from the State’s gaming sources is 
up almost 17% in the past fiscal year, the 
percentage of “people at risk for problem 
gambling” is holding steady at less than 
3%. Unfortunately, the Lottery’s half-billion 
dollars a year contribution to crucial services 
and infrastructure can’t be found elsewhere. 
Fortunately, it is available.

When the games began in 1985 (they 
“turned 21” this year!) all the revenue was 
dedicated to state economic development. 
Baumann reminded me that in ’85, 
Oregon’s economy was nearly flat lined. 
Two statewide ballot measures passed, one 
in 1995 and another in ’99, split the revenue 

pie four ways. Cutting the property tax 
dramatically in 1990 forced us to dip heavily 
into state revenue to pay for schools. Hello 
Lottery! Today, K-12 education gets 67% of 
net gaming funds; economic development 
gets 17% and the rest is split evenly between 
State Parks and watershed enhancement, 
including Salmon habitat rehab.

While reducing the slice for economic 
development is irksome, it can be argued 
that spending heavily on education is, in 
itself, a viable and important element of 
long term economic development strategy. 
Since 1985, Lottery revenue has exceeded 
$4.6 BILLION. More than half that amount 
($2.7 B) has gone into education since 1995. 
Economic development has received $1.57 
B since the games began. One percent is 
earmarked for problem gambling programs, 

though Baumann pointed out that the 
Legislature has not always allowed the 
funds to be spent there, instead using the 
funds for other purposes.

In the Mid Willamette Valley, economic 
development funds from Lottery earnings 
comes from a number of sources: through 
the Department of Community and 
Economic Development directly, through 
the Governor’s Strategic Reserve Fund, 
via the Special Public Works Fund, the 
Industry Sector Outreach program, through 
Chemeketa Community College and the 
Small Business Development Center and 
through the Marion County Council of 
Governments. (for more info on this galaxy 
of options, see www.bizcenter.org or www.
econ.state.or.us)

Tom Fox is the State’s Business 
Development Officer for the mid-Valley. He 
said that “business expansion, recruitment 
and retention” accounts for a large share 
of the Lottery money here. The recent 
announcement by Garmin AT (Aviation 
Technology) to invest $10 million in plant 
expansion is due, in part, to the availability 
of Lottery funds for productivity studies 
at the plant and to develop training for 
an estimated 90 new employees in Salem. 
Without that show of support, Fox said the 
expansion could well have gone to Garmin’s 
plant in Taiwan.

Fox said that Lottery dollars are often 
targeted to manufacturing companies rather 
than, say, retail businesses. His explanation 
was a bit complex, but he suggested that 
manufacturing jobs often pay better wages 
and, more importantly, each manufacturing 
job helps sustain at least three other local 
jobs in supply and support businesses.

Wachovia, which is not a manufacturing 
business, nevertheless provided another 
good investment according to Fox. To assure 
that the regional call center could deliver 
its promised jobs, Lottery dollars helped 
build an electronic commerce classroom 
at Chemeketa Community College. The 
program prescreened possible employees 
and then trained 150 in advance of the 
center’s opening. Wachovia delivered on 
its promise (they now employ about 550 
people there).

Supreme Truck in Woodburn got Lottery 
funds to build a bigger building for line 
production. The net effect: the company 

moved a part of their production to Oregon 
from California. In all cases, said Fox, 
the company matches the Lottery dollar 
investment on an “8 or 10 to 1 ratio.”

The City of Salem’s Mill Creek Industrial 
Park on Cordon Road has also been on 
the receiving end of low interest loans 
guaranteed by the Lottery revenue. Fox said 
that when “good paying jobs” are created, 
the State will forgive a portion of the loan.

Also in the Valley, a consortium of food 
processing companies (known as “cluster 
development”) got funding to do employee 
training that increases their productivity 
and, thus, their economic opportunities.

And here are a few more instances of 
Lottery investment in the Valley:

* Upwards of a million dollars a year is 
invested through “local partnership boards” 
at the Mid Valley Council of Governments

* Collectively, small towns band together 
to offer large municipal public works 
bonds, backed by Lottery funds. The State 
Infrastructure Bank loans $30 million – $50 
million a year for sewer and water projects

* The Business Development Loan Fund 
works with banks in credit guarantees for 
businesses to expand.

Unlike those few percentile that gamble 
and get addicted, businesses seem to have 
a perfect record in the Valley, according to 
Fox. “I’ve been here seven years and I’ve 
yet to see a default. And I’ve never been 
undersold on the jobs creation piece,” he 
added.

I still carry in my wallet, the sole Megabucks 
ticket I bought this year, back in March. I’ve 
yet to check whether or not it was a winner. 
I’m a bit ashamed to admit I’m not doing my 
part to fund local economic development 
much less education. Well, like with addicts, 
at least I’m admitting I have a problem, 
right. And I’m writing about it, right? That’s 
healthy, right?

Tim Buckley is a freelance writer, editor and 
corporate communications advisor. He can be 
reached at tbucktoo@comcast.net
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The data on your network is intellectual property, key to business productivity, and the
foundation to relationships.  Too frequently,  headlines appear in the news:  “Medical
Company Loses Backup Tapes,” “Government Agency Loses Laptops,” “Credit Card
Processor Hacked by Spyware.”  What can be done to protect the data on a small
business network?

If your data data data data data were
money, would you
protect it the way
you do now...?

Join TTJ Computer Services for a Network Security SummitNetwork Security SummitNetwork Security SummitNetwork Security SummitNetwork Security Summit, an issue-focused discus-
sion designed to help managers and executives learn the threats and concerns facing
business today. Protect the data crucial to business survival.

93% of all companies that suffer ”significant data
loss” are out of business in 5 years*

*U.S.Bureau of Labor

Network Security SummitNetwork Security SummitNetwork Security SummitNetwork Security SummitNetwork Security Summit

Red Lion Hotel, November 29th, 2006
Early registration $20 by Nov.15th, $30 after
7:30 AM - 5:00 PM
(Continential breakfast and lunch provided)

For more info visit
www.ttj.com/summit5

503-363-2693 x2006
rsvp@ttj.com

Government Compliance •  Network Threats • ID Security

Salem Business Journal add.pmd 10/24/2006, 11:39 AM1

Our annual Holiday Unique 
Boutique with all of your favorite 
vendors from Mary Kay to one of 
a kind specialty items will be held 
Saturday, November 4th at 4775 
27th Avenue SE in Salem.  The hours 
are 10 am to 6 pm. Please come 
and do some Holiday shopping 
and support our missions ministry 
programs.  We will be offering light 

Morning Star Community Church 
holds holiday Boutique & Gift Show

lunch and Espresso’s along with 
raffle drawings.  Don’t miss out on 
getting some Holiday shopping done 
and helping our missions team. Visit 
www.morningstarchurch.com

 Directions to our location, from I-
5 South, Take the KUEBLER BLVD. 
exit - EXIT 252. Turn RIGHT onto 
KUEBLER BOULEVARD SE. Turn 
RIGHT onto 27TH AVENUE SE.

1920s-30s Style Blues 
Wednesday, Nov. 1, 7:30 p.m. 
Bistro, Putnam University Center, 
Willamette University 
Free; for information call 503-370-6417 
or visit www.stevecheseborough.com. 

Jewelry Workshop for Adults 
Saturday, Nov. 4, 1-4 p.m. 
Art Building #301, Willamette University 
Free; advance registration is required; 
space is limited to 25 participants. To 
register, call the Hallie Ford Museum of 
Art at 503-370-6855. 

”The Ash Girl”
Nov. 10,11,16,17 and 18, 8 p.m. 
Nov. 12 and 19, 2 p.m. 
Preview Nov. 9, 8 p.m. 
Kresge Theatre, Willamette University 
Prices vary; for information call 503-
370-6221. 

Author Joan Didion 
Friday, Nov. 10, 8 p.m. 
Smith Auditorium, Willamette 
University 
Tickets $10; Tickets are available at 
Putnam University Center at Willamette 
University. Call 503-370-6274 for more 
information. 

Printmaking Workshop 
Saturday, Nov. 11 and 12, 9:30 a.m. - 4 
p.m.; Location TBA 
$100; Enrollment is limited to 10 
students and registration is on a first-
come, first-serve basis. Materials will be 
provided. Participants are encouraged 
to bring their own lunch. This event is 
being held in conjunction with “The 
Crow’s Shadow Institute of the Arts 
Biennial Exhibition” at the Hallie Ford 
Museum of Art at Willamette University. 
To register, call 503-370-6855. 

Apollo and the Stag: Hunting and 
Marriage in Mycenean Greece 
Wednesday, Nov. 15, 7:30 p.m. 
John C. Paulus Great Hall, Collins Legal 
Center, Willamette University 
Free; for information contact Ortwin 
Knorr at oknorr@willamette.edu or 
503-370-6029, or visit www.willamette.
edu/~anicgors/salemaia/index.html. 

An Evening with Lewis Nordan 
Wednesday, Nov. 15, 7 p.m. 
Hatfield Room, Hatfield Library, 
Willamette University 
Free; for information contact Olympia 
Vernon at overnon@willamette.edu or 
503-370-6290. 

Fay Jones: Painted Fictions 
Friday, Nov. 17, 5 p.m. 
Hallie Ford Museum of Art 
Free; for information call 503-370-6855. 

Salem Chamber Orchestra 
Saturday, Nov. 18, 7 p.m. & Sunday, Nov. 
19, 3 p.m. 
Hudson Hall, Mary Stuart Rogers Music 
Center, Willamette University 
$21 and $10; Tickets are available at the 
Pentacle Theatre Box Office or at the 
door. www.open.org/scomusic. 

Willamette University Calendar
november 2006
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Real Estate: Elaine Gesik

A Time for Thanksgiving

2-DAY WORKSHOPS IN SALEM
$125 INCLUDES BOOK
CALL NOW TO REGISTER

Ethical Leadership with
a Commitment to Service

George Fox MBA

mba.georgefox.edu

Information meetings

Nov. 15, March 8
6:30 p.m.

George Fox University 
Salem Center

888-888-0178

2600 Pringle Road S.E. Salem  97302

Part-time MBA programs with a global perspective
Professional and Executive tracks designed
for working professionals
Convenient southwest Portland location

This time of year is always good to stop 
and reflect on how much we have to be 
thankful for.

Interest Rates are still relatively low
Real Estate Market has remained solid
Office Leasing Market has made 
significant improvement
Multi Family Market remains strong

This last year the Mid Williamette Valley 
has seen a strong consistent stable growth 
pattern.  Residential like most of the country 
has been phenomenal increases over the 
past several years and we are starting to 
see patterns begin to trend toward a more 
traditional sales market.  The Commercial 
Market has been a stable with the continued 
growth and expansion of new businesses, 
and new office, industrial, and retail projects 
in our area.  

1.
2.
3.

4.

During this Thanksgiving Month Take 
Time to Be Thankful.Below are some local 
statistics related to Commercial Sales 
prepared by First American Title showing 
number of closed Commercial Property 
Sales transactions for year to date.

Marion County closed 150 commercial 
property sales
Polk County closed 20 commercial 
property sales
Linn County closed 36 commercial 
property sales
Benton County closed 30 commercial 
property sales

Williamette Valley Multiple Listing 
Service reports the following year to date 
transactions:

6,380 sold residential listings
764 sold residential agriculture listings
258 sold manufactured home listings
638 sold land listings

•

•

•

•

•
•
•
•

I encourage everyone to stop and write 
down at least 5 things that you are thankful 
for in your business, the community, and 
your home life.  After you have written down 
what you are thankful for start writing down 
five new goals that you want to complete next 
year make at least one related to investment, 
personal growth, family, and business.

Wishing you and your family a wonderful 
Thanksgiving – 

Elaine Gesik has over 18 years of commercial 
real estate experience working for some of 
the nation’s largest real estate investors.  She 
has handled all phases of the transaction from 
start to finish including the asset management 
for large portfolios. She brings a balanced, 
fair approach to commercial real estate. For 
additional advice or questions regarding your 
commercial real estate needs please feel free to 
call 503-586-7402.

ArtSmart, an informal group of area non-
profit art and cultural group representatives 
who are responsible for the Culturally 
Inspired Community Arts Calendar, has 
recently launched a website at www.
artsmartsalem.org.  

Initially the website will feature calendar 
listings for area non-profits who are 
participants of ArtSmart as well as a resource 
for the educational community in providing 
information on special programs and rates 
offered by the participating groups for their 
events.

ArtSmart is non-profit 501(c) (3) 
organization.  For more information about 
ArtSmart please contact the organization 
directly at info@artsmartsalem.org. 

ArtSmart 
launches Website
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Let’s Talk: W. Ray Sagner CFP

Asset Allocation – More on the Subject

Perceptions
human Resources: Alice Berntson, SPHR

In February’s column we focused on asset 
allocation as a part of disciplined investing. 
Some of the readers of that article have 
asked for more detail on the subject, so over 
the next two months we will take a more 
in depth look into what asset allocation is 
and why it (as well as diversifying within 
the asset classes) is important. Once you 
understand the concepts and terms we will 
be discussing over the next two columns, 
you should have sufficient knowledge to 
begin to ask the right questions concerning 
your current investment decisions. 

First, the reason we invest (or participate 
in the growth of the global economy) is to 
earn a return or be rewarded for risking our 
invested money, to meet our goals.  So, the 
questions an investor must address are: a) 
what kind or amount of return do I need or 
expect, and b) how much risk am I willing 
to take over my time frame to earn that 
return. 

Risk and return can be described 

statistically over a period of time – usually, 
the longer the time frame the better 
assumptions you can make. Now, stick with 
me here, I won’t get too deeply into jargon… 
we use standard deviation (SD) as one 
measure of risk, and we can define SD as 
how much the return varies from the average 
over a period of time. It is not important 
that an investor knows the statistics used 
to measure risk and return, but s/he should 
understand that risk can be quantified and 
be confident that the advisor with whom s/
he is working with is knowledgeable and is 
working from reasonable assumptions. With 
that said, let’s explore a simple example of 
how risk and return work together. Assume 
we have a portfolio that has had an average 
return of 8% over a 10 year period with a 
SD of 6.5. That tells us that 68% of the time 

or over 6.8 years we can expect a return of 
1.5% to 14.5% during that period. If we use 
two SDs that tells us that 95% of the time, 
9.5 years out of 10, we can expect a return 
from -5% to 21%. Now every one would 
delight in a 21% return, but the point is, can 
you live with a negative 5% return during 
one of those years? 

As an investor you need to be aware of the 
risk (i.e., of the probability of having a down 
year and of how down that year can be), and 
aware of whether or not you will be willing 
to stick with the investment plan given the 
down year. This is the discipline required 
to be a successful investor. Investors lose 
a great deal of potential return by moving 
to cash when (or usually after) the market 
heads south, and then get back in once they 
are confident the market has returned --

usually too late. 
The advisor’s job is to help you understand 

the variance in returns and choose a 
portfolio that will maximize your return and 
reduce the inherent risk as much as possible 
over your time horizon. And that brings us 
back to asset allocation. 

In the February issue we defined asset 
allocation as how the investment dollars 
are divided between the asset classes, 
domestic and international stocks and fixed 
income securities, among large and small 
companies. Studies have shown that asset 
allocation decisions account for over 90% of 
a portfolio’s return. It is not which securities 
or mutual funds were bought or sold, but 
how the assets were divided among the 
various asset classes. Of course, an investor 
can increase his or her chances of a better 
return by performing a rigorous screening 
process on the securities or money managers 
to be included in the portfolio, and then 
by maintaining over site to make sure the 
security or manager has no fundamental 
changes.   

After a decision has been made concerning 
the allocation between asset classes, the next 
step is diversifying among styles, growth 
and value. The stock and bond markets are 
composed of numerous styles and sectors 
(i.e., large cap value, small cap growth, 
government bonds, corporate bonds, 
energy, industrials, etc.). By diversifying 
within each asset class an investor can 
access the return potential of the financial 
markets and reduce risk.

Going even deeper, there are sub-styles 
under the growth and value umbrella. 
For instance, one can classify companies 
as deep value, core value, relative value, 
and on and on. As the development of the 
portfolio becomes more complex many 
wealth advisors will choose specialist money 
managers to facilitate the design of the 
portfolio. Specialist money managers will 
vary in approach and the criteria with which 
they choose the companies they invest in. 

At this point you should see that selecting 
an index fund or trying to diversify a 
portfolio with individual stocks can be a 
daunting task, to say the least, and can 
reduce your participation in many facets of 
the economy. 

Next month we will finish up our 
conversation about building a well- allocated 
and well-diversified portfolio. 

Ray Sagner is a Certified Financial Planner®  
with The Legacy Group, Ltd, a fee only Registered 
Investment Advisory Firm, in Salem. Ray can 
be contacted at 503-581-6020, or by email at 
Ray@TheLegacyGroup.com You may view the 
Company’s web site at WWW.TheLegacyGroup.
com

Do you believe that you have a good 
understanding of how your employees see 
you? Why does that matter? Each is unique 
and sees life from their perspective. That 
perspective includes you, your business, 
communication and actions during their 
employment with you. What you believe 
you’re communicating may be something 
entirely different than what your employees 
perceive.

Fairness is all about perceptions. You 
may wholeheartedly believe that you’re 
being fair to your employees. Fairness 
isn’t about you, however. Some otherwise 
intelligent and knowledgeable managers 
have difficulty seeing from their employees’ 

perspectives and can’t understand their 
sense of “fairness”.

The result is that many don’t see their 
workplace as fair. In addition to disappointing 
employees who expect fairness, a climate of 
perceived or actual unfair treatment can 
result in negative attitudes and behaviors: 
mistrust in management, job dissatisfaction, 
absenteeism, retaliation, and turnover. All 
of these negatively impact employee morale, 
as well as the organization’s bottom line.

It usually takes little extra time to ensure 
that employees feel they’re being treated as 
fairly as possible. Don’t make assumptions 
about what the employee sees or believes. 
Seek information and listen carefully; 
try to understand the situation from the 
employee’s perspective. Acknowledge the 
employee’s perception as their reality, even 
if you think they’re wrong.

Sometimes employees don’t want you to 
do anything; they just want to be heard. 
Don’t offer to take any action until you’ve 
asked what they would like you to do. 
Trying to lessen the impact of unfavorable 
news by hiding the truth and not disclosing 
information actually leads to perceptions of 
unfairness. Employees don’t have the right 
to know all the details of your decisions, 
but they do deserve to receive explanations 
based on the facts.

Make sure your decisions result from 
accurate information. If you aren’t well 
informed about a situation or rely on hearsay, 
employees are likely to view your decisions 
as arbitrary. Refusing to change a decision 
after you’ve received new data could also be 
perceived as unfair. You may be certain that 
you are objective and neutral, but just a hint 

of partiality may lead employees to perceive 
that you’re being inequitable.

Being consistent will also help prevent 
the appearance of bias. If you use different 
sets of rules to judge people, employees 
will perceive your actions as unpredictable 
and not to be trusted. Managers sometimes 
do “ignore” rules for certain employees, 
or apply rules more rigidly to one over 
another. Doing this virtually guarantees 
that employees will perceive unfairness.

Employees will be more likely to see their 
organization as fair if they’ve had some 
input when planning major changes that 
affect them. People are more committed to 
the outcomes when they’ve had a say in how 
things are done.

These are many of the ways that employers 
impact their employees’ perceptions. “Doing 
the right thing” and being as fair as possible 
will help create a positive work environment 
with loyal employees. That will favorably 
affect any organization’s bottom line!

Alice Berntson is the owner of Spectrum 
Human Resources consulting firm, 
providing clients with a full spectrum of 
human resources services and solutions.  
She has more than 20 years of results-
oriented experience in all areas of 
human resources and is a certified Senior 
Professional in Human Resources.  Contact 
Alice at 503-428-8633 or by email at alice@
spectrum-hr.com.  Visit the firm’s website 
at www.spectrum-hr.com, for additional 
information.

 A.C. Gilbert’s Discovery Village is pleased 
to announce receiving a $5,000 grant from 
U.S. Bancorp The grant will assist in the 
development of curriculum and acquisition 
of materials for hands-on, inquiry- based 
classes.

  A.C. Gilbert’s Discovery Village provides 
educational programs to approximately 
25,000 children each year through Village 
classes, camps, workshops, school programs, 
after school programs, festivals and off-site 
opportunities. 

  A.C. Gilbert’s Discovery Village is a 
nonprofit children’s museum located on 
the north end of Salem’s Riverfront Park. 
For information, call 503 371 3631 or go to 
http://www.acgilbert.org

U.S. Bancorp 
Grant 
Announcement
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Exclusive, Card-Accessed Fitness Club 
for Use at YOUR Convenience

420 Mill Street SE • Salem • info@samsdowntownfi tness.com

Limited memberships – no crowds to compete 
with!
Cardio-sculpt, yoga and massage
Personal training for your personal needs
Sport’s specifi c training for athletes who want the 
edge on competition
Cardiovascular machines, free weights, circuit 
training equipment...and more!
Men and women’s showers, far-infrared heated 
sauna and changing rooms

•

•
•
•

•

•

Open
24

Hours

503-391-7383

82
03

9

Fine dining
in historic downtown

120 Commercial St. NE, Salem
Reservations recommended

503-370-9951
Lunch M-F 11am-2pm

Dinner M-Sat from 5pm

Live Entertainment
Friday and Saturday

Night

Old Fashioned Family Service

Breakfast, Lunch & Dinner
Now Open Til 8 p.m. 

Monday through Saturday

White’s Restaurant
1138 Commercial Street SE • 503-363-0297

Tom & Don Uselman invite you to enjoy Salem’s favorite breakfast anytime

Since 1936

2815 Silverton Rd. NE • 503-581-8111
33% Below Market Value on Collision Repair

Near Fairgrounds

Cos-mol-lis-ion (noun)
MAACO’s specialty - the cosmetic

and collision repair of damaged but
driveable cars for customers paying

out of their own pocket.

The Best Prices in the Industry!

New Ownership
New Management
New Ownership

New Management

• Superior Quality Craftsmanship
• Seamless Repairs
• Up to 33% Savings
• OEM Factory Specs
• Faster Turnaround

• Maintained Vehicle Value
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Employment Law: Randy Sutton

What is the AdA “interactive Process”

Florist  Unique Design  Fresh  Delivery
Abbey Road Wildflowers

abbeyroadwildflowers.com503-932-9354

www.salembusinessjournal.com

 Fast

 Creative

 Affordable

Barbara Castleman
Website Designer

(503) 540-1973

The Americans with Disabilities Act 
(“ADA”) requires most employers to offer 
accommodations to disabled employees 
who are otherwise qualified to perform 
their job.  Although the ADA only applies to 
employers with 15 or more employees on the 
payroll, Oregon law extends that protection 
to employers with six or more employees. 

Analyzing disability discrimination 
issues requires a step-by-step approach.  
First, the employer must evaluate whether 
the employee has an impairment that is 
sufficiently limiting to be considered a 
“disability.”  Once that determination is 
made, the next step is to evaluate whether 
the employee, in light of the disability, is 
qualified to perform the essential functions 
of the job.  This may involve an analysis of 
potential accommodations that the employer 
can make to help the employee achieve the 
quality and quantity expectations of the 
position.

The key to successfully handling disability 
issues is to understand the ADA “interactive 
process.”  Through the interactive process, 
the employer and employee work together to 
verify whether the employee has a “disability” 
for purposes of the ADA, identify precisely 
how the employee is limited, and identify 
potential reasonable accommodations that 
will allow the employee to do his or her job.

In the event of a lawsuit, employers who 
bypass or shortcut the interactive process 
will face significant challenges in defending 

an ADA discrimination claim.  In contrast, 
an employer who can show extensive efforts 
to work with the employee and consider/
implement possible accommodations 
will have a strong case that most plaintiff 
attorneys will find unattractive. 

STeP 1:  MeeT WiTh The 
eMPlOYee

The employer and employee have a duty 
to work together in good faith to help 
determine whether an accommodation 
is necessary. If an employee does not 
cooperate with the employer’s efforts, this 
can relieve the employer of further duty to 
accommodate.  Key inquiries include:  What 
is your concern?  What are the barriers to 
you being successful in this job?  And most 
importantly . . . How can I help you?

STeP 2 – deCide WheTher 
There iS A QUiCk And eASY FiX

If the need for the requested 
accommodation is obvious or is cheap and 
easy. . . just provide it.  There is no penalty 
for offering to accommodate an employee, 
even if the employee really doesn’t have 
protection under the ADA.  Let the 
employee know that you have not decided 
whether the employee has a disability or not 
– you are simply providing the requested 
accommodation at this time in the hope 
that it will help the employee.  Document 
the accommodation provided in the 
employee’s personnel file and on a running 
spreadsheet of accommodations offered to 
all employees in the company. If it is an 

ongoing accommodation, make sure the 
employee knows that you may reevaluate 
the accommodation if circumstances or the 
company’s needs change in the future. 

If the need for the accommodation is not 
“cheap and easy” and you would rather 
not provide it, you will need to continue 
on with the interactive process.  When is 
an accommodation not “cheap and easy”?  
-- When the accommodation requires 
purchase of an expensive item, or an 
inexpensive item that everyone will want, 
or forces you to make changes to work rules 
that will harm morale or otherwise not serve 
the company’s best interests.  

STeP 3 – OBTAin inPUT FrOM 
The eMPlOYee’S PhYSiCiAn

Before seeking information from the 
employee’s physician, the request must be 
“job related and consistent with business 
necessity.”  Your request must be narrowly 
tailored to substantiating that the employee 
has an ADA qualifying disability and the 
particular accommodations that may 
allow the employee to perform his or her 
job.  Don’t ask for the employee’s entire 
medical file or ask questions that go outside 
the request for an accommodation. Avoid 
verbal communication with the treating 
physician.  It is much safer to communicate 
by submitting a questionnaire to the doctor. 
If the doctor provides a cryptic or incomplete 
response, let the employee know that the or 
she has a responsibility to make sure that 
the doctor provides this information, and 
keep returning the form for follow-up until 
you get a satisfactory response. 

STeP 4 – reSeArCh The 
diSABiliTY & ACCOMMOdATiOnS 
On-line & elSeWhere

Just talking to the employee and the 
employee’s doctor is not enough.  It is best 
to become very knowledgeable about the 
employee’s particular medical condition 
and the accommodations that could 
address the employee’s issue.  The Internet 
has an amazing amount of information 
available about particular impairments. 
Doing a Google search on the name of the 

impairment is a great place to start.  As 
you do research, print copies of the pages 
you review. You should also check the Job 
Accommodation Network (JAN) website, 
which makes suggestions about how to 
accommodate a large variety of disabilities.  
The JAN website is located at:  http://www.
jan.wvu.edu.  

STeP 5 – TAlk TO The eMPlOYee 
SOMe MOre

Throughout the interactive process, stay 
in touch with the employee.  You want the 
employee to understand the considerable 
efforts you have taken to address this issue.  
Get the employee’s feedback.  Discuss 
whether there are there other avenues or 
options that you should consider?  If so, 
pursue those avenues.  If the employee 
has also run out of ideas and cannot come 
up with an accommodation that would be 
effective, document this as well. 

STeP 6 – MAke A deCiSiOn
Communicate to the employee in writing 

what accommodation the company feels is 
reasonable and effective.  If the company 
and the employee cannot come up with a 
reasonable accommodation, the employee 
should be notified. In this instance, I strongly 
recommend seeking qualified employment 
counsel, as this decision will be subject to 
considerable second-guessing if the matter 
is ever litigated. 

As with most employment issues, how 
a problem is addressed makes all the 
difference.  In handling employee disability 
issues, the ADA interactive process is 
essential. 

Randy Sutton is a partner with the SAALFELD 
GRIGGS PC law firm in Salem Oregon. 250 
Church Street SE, Salem Oregon 97301.  This 
article should not be considered legal advice.  
Randy focuses his practice on representing 
management in employment and business 
litigation. 503-399-1070, rsutton@sglaw.com,  
www.sglaw.com.
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This is the Place to Find Furniture, Antiques, Estate Sale Items,
Collectibles, Vintage LPs and More. Remember, We Buy Estates!
1805 Silverton Road    (503) 391-6793    M-Sat: 10-6   Sun: 12-5

madison avenue
E S T A T E  L I Q U I D A T O R S

BIG STUFF * OLD STUFF * WEIRD STUFF * MORE STUFF
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216 Commercial Street NE • Downtown Salem
503-364-8707 • www.wilsonjewelers.com

It’s NEVER too early!
Designer Goldsmith, Inc.

PLACE YOUR CUSTOM CHRISTMAS ORDER NOW!

State Senator Jackie Winters (R-Salem) 
was awarded the Oregon Alliance of Senior 
and Health Service’s highest legislative 
honor Tuesday. The recognition as a “Best 
Friend of Oregon’s Elders” is given to elected 
officials who have demonstrated exemplary 
leadership on behalf of older Oregonians. 

“They say that you will know who your 
true friends are during the worst times, for 
they are the ones who stick by you despite 
adversity,” said Cathleen Sullivan, President 
of Oregon Alliance of Senior and Health 
Services. “Oregon has certainly faced some 
tough challenges over the past several years, 
and we want you to know how much we 
appreciate your unwavering commitment to 
Oregon’s elders when that support was most 
needed.”

Senator Jackie Winters has always been 
regarded as a leader on issues pertaining 
to health care and aging.  She has also 
been a champion for reducing the cost of 
prescription drugs, maintaining funding for 
Oregon Project Independence and ensuring 

that the most needy and vulnerable are not 
without options for care.

“I am honored to be chosen for this award,” 
said Winters.  “I have always considered it 
one of the highest duties, responsibilities 
and greatest privileges to care for and 
protect the rights of older Oregonians.  We 
owe them so much, honoring them in these 
small ways is the least we can do.” 

Winters earns “Best Friend of 
Oregon’s elders” Award

State Senator Jackie Winters

Marian Estates Nursing Care Facility, 

Reece Healthcare Center has just received a 

deficiency free survey from the Client Care 

Monitoring Unit, or CCMU of the Oregon 

Department of Human Services. 

The mission of the CCMU is to empower 

and support the elderly and disabled in 

Oregon long term care institutions by 

evaluating and monitoring quality of life and 

care. The Unit operates a statewide program 

which performs federally mandated surveys 

for Medicare/ Medicaid certification of long 

term care facilities and for state licensure of 

long term care and residential care facilities. 

These surveys are intended to ensure that 

care and services rendered to residents 

of these facilities are adequate and of 

appropriate quality. 

Surveys are performed with no-notice 

at long term care facilities to evaluate 

compliance with federal and state rules. 

Teams observe conditions and care of 

residents. They also inspect and evaluate 

patient records and other records of the 

facility. Follow up visits and actions are 

performed between surveys. 

Marian Estates staff and residents are 

excited about this accomplishment and 

continue to strive for excellence. They are 

especially proud since this deficiency free 

survey comes on the heels of one received 

for the Assisted Living Facility, the Elliott 

Residence in August.

Marian estates nursing Care Facility is 
Deficiency Free
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holidays are here...Are You ready?
Growing Your Business: Ken Inlow

When asking folks around town what 
they dread the most about shopping for 
the holidays, it usually boils down to two 
things...pushy crowds, and poor service. I 
get exhausted just thinking about it! So what 
can you as a business owner do to ensure 
that your customer has a positive experience 
while patronizing your establishment? Take 
these two points seriously!  The following 
advise may seem elementary, however if 

everyone practiced them, there wouldn’t be 
a problem, and there obviously IS always a 
problem during the holidays!

First, staff up!  What causes pushy crowds 
and poor service? Lack of preparation on 
your part to provide adequate help. Don’t 
just hire as many people as you think 
you’ll need, hire more people than you 
think you’ll need.  Why? Because it’s the 
holidays, and your employees will want to 
enjoy them too.  There will be plenty of last 
minute calls from well meaning employees 
making that shuddering statement, “I won’t 
be able to make it in today.”  You think 
they’re really sick?  Probably not!  There 
are always activities during the holidays 
that tempt folks away from their loyalty to 
you.  So be ready for it.  It will happen. Have 
a few folks on call, ready to chip in at the 
last minute.  Temp agencies work well for 
that kind of thing, but you’ll need to make 
those arrangements well ahead of time. I 
can’t count the times business owners have 
apologized to me saying something like, “I’m 
so sorry, Petunia, our lead clerk, called in 
sick today, and we have three other people 
out as well.”  Am I really expected as your 
customer to understand, when I’m racing 
the clock, trying to accomplish so much in 
so little time? I don’t think so. You should 

never have to find yourself in that position.
Second, organize and label your most 

popular inventory in such a way so that 
customers can navigate easily through 
your store, finding the things they need 
without having to ask for help. Make sure 
prices are clearly marked and have signage 
well placed to direct people to various 
departments. People will be a lot happier 
when they know right where to go for what 
they want.  You may even want to have 
someone stationed at the entrance of the 
store asking folks if they would like to be 
directed to a specific department or product.  
If checkout lines back up, have another staff 
person work the line from the floor to help 
process purchases more expeditiously.

Third, don’t wait till the end of the 
business day to clean up the place. Have one 
staff person sweeping through the store at 
all times, replenishing items on your shelves 
and straightening things up.  There’s 
nothing worse than wandering through a 
messy store trying to step over products left 
carelessly on the floor or struggling with 
products returned to the wrong shelves.  

Fourth, assign someone just to handle the 
phones. It is so irritating to have waited ten 
or fifteen minutes to get to the front of the 
line, only to have your clerk take a phone call 
just as you’re handing them your credit card.  
All of a sudden, the clerk has disappeared into 
the back somewhere, checking on the phone 
caller’s question, and there you are, stuck 
waiting to finish your transaction. Remember, 
there is no one more important than the 
customer in front of you.  Don’t try to multi 
task.  It’s counter productive.

Finally, no matter how busy you get, keep 
your cool and enjoy the process.  Some 
customers may be a little edgy this time 
of year.  That’s ok. Cut ‘em some slack.  
Remember, even though they might irritate 
you, they’ve probably got a pocket full of 
credit cards with plenty of room for holiday 
purchases.  Make sure you do what it takes to 
get your UNFAIR share!  Happy Holidays!

Theatre Sponsor

800-992-8499
tickets subject to a convenience charge

Theatre Box Office: 503-375-3574

www.elsinoretheatre.com

Jim Brickman

The Trail Band
Christmas

Jim Brickman
 Wed.

Nov 15 • 7:30 pm

The Trail Band
Christmas

 Fri.  Dec 1 • 7:30 pm

Lisa Franceschi 503-589-9150 lisa@withnellauto.com
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Mortgage views: David Chandler

The Power of leverage

Jenga Anyone? 
Telling Your Story: Mary Louise VanNatta, CAE

The importance of stability in 
group management

My family likes to play Jenga®.  The game 
has 54 precision blocks and the goal is to 
take risks by removing and replacing blocks, 
building a taller tower without collapsing 
the structure.  Jenga, in Swahili, means “to 
build” and whether you are talking about 
the game or your organization, the goal is to 
build it, while keeping the structure solid.  

Fairly quickly, even the kids learned that 
the weaker the Jenga base is, the quicker it 
falls. This is consistent with most areas of 
life. Whether you are part of a nationwide 
organization like AAA or a small Rotary Club, 
proper organization and a stable foundation 
will support great leadership and attract 
members.  How many times have we seen 
great leaders or charismatic chairpersons 
who are unable to succeed because they 
aren’t supported by staff, volunteer or club 
administration?   Today, I’d like to make a 
case for the elements of stability that will 
keep your organization going strong.

The most important parts of club/
association foundation are:  1. The 
establishment of proper organizational 
procedures, 2. The quality of the data and 
record management, and 3. The quality 
and the transparency of the financial 
recordkeeping.  If a group fails at any of 
these elements, the organization is destined 
to be too fragile to withstand leadership 
changes or “Acts of God” that could disrupt 

or collapse their organization.
As for organizational documents, 

those include: Articles of Incorporation, 
Bylaws and other policies and procedures.  
Generally these cover election procedures, 
board terms, voting, dues, etc. These should 
be (or have been) written to last, so have 
your attorney consult with you on the proper 
and mandatory items to include.  You don’t 
want your Board members to constantly 
enacting changes to make them function 
for the organization.  Items not necessary 
for the Bylaws should be placed in a “Policy 
Handbook.” They can cover items such 
as reimbursements, use of letterhead and 
mailing lists, etc.

Many groups underestimate the value 
of their data.  Our President, Harvey Gail, 
always says, “Whoever has the data has the 
power.”  Without easily accessible data, you 
will be powerless to communicate with your 
members and you will spend a lot of time 
looking for information.  

Recently, I attended an Association 
Management Conference and heard Susan 
D’Antoni, former Executive Director of the 
New Orleans Medical Society.  As you can 
imagine, she and her office had to abandon 
the association during the hurricane.  
She gave us a good reminder about the 

importance of having data storage in remote 
locations and in electronic form.  Most 
small groups will not have this problem, 
but if only one person keeps the mailing 
list on a computer at his house, it would be 
wise to make multiple back-ups as well as 
a hard-copy.  The more professionally the 
data is managed, the more useful it will 
be to you to communicate with members-
translating into better meeting attendance 
and participation.

Finally, your organization needs to place 
importance on good financial management.  
If your treasurer is selected by rock-paper-
scissors, or the checkbook travels from 
member to member each year, you might 
want to revisit your system.   You need to 
watch your cash, your checks and your 
bookkeeping.    

Not all organizations can have financial 
professionals manage their funds, but you 
can minimize your risks by involving more 
people in financial oversight.  Every group 
should have a budget and rules that sets 
spending guidelines.  At a minimum, you 
should have two leaders watching over cash 
collections and counting for verification 
purposes. Your volunteer treasurer should 
not receive the bank statements, unless 
someone else also gets a copy every month.  

Checks over a certain amount should have 
two signers.  Proper independent audits 
should be held regularly.  

As for financial reports, “We have money, 
don’t worry,” is not a proper treasurer’s 
report. Financial reports should include 
a balance sheet, profit-to-loss ratios and 
budget-to-actual reports.  A budget is 
necessary to guide spending and force the 
organization to have the conversation about 
expenditures. Non-profit organization’s 
goals are not to gather large reserves; 
however, proper vision and stewardship 
will make sure the funds are being spent in a 
way that reflects the organization’s mission.   
Reports should be transparent and easily 
understood by non-financial professionals.

Near the end of our family game, we learned 
that the Jenga tower will not stand on a 
single block.  If your group is built around 
the “passion” of a single volunteer who “does 
it all,” it is critical to begin cross-training.   
Too many times I have sat through meetings 
where nothing can be accomplished because 

Continued on page 23

Buying a home can be a great investment. 
However, the wealthy buy homes with 
as little of their own money as possible, 
leaving the majority of their cash in other 
investments where it’s liquid, safe and 
earning a rate of return.

This month’s article is to a large extent a 
continuation of an article that appeared here 
several months ago. It garnered a decent 
amount of attention, so I thought I would 
revisit some of the topics covered in that article 
here. So with that in mind, let’s delve in. 

One of the biggest misconceptions 
homeowners have is that their home is the 
best investment they ever made. The reality 
is that financing your home was the best 
investment decision you ever made. If you 
purchased a home in 1990 for $250,000 and 
sold it in June of 2003 for $600,000, that 
represents a gain of 140%. During the same 
period, the Dow Jones grew from 2590 to 
9188, a gain of 255%. When you purchased 
the home, you only put $50,000 down, 
which produced a profit of $350,000. That 
is a total return of 600%, far outpacing the 
measly 255% earned by the stock market.

The Cost of not Borrowing 
(employment Cost vs. Opportunity 
Cost)

When homeowners separate equity to 
reposition it in a liquid, safe side account, a 
mortgage payment is created. The mortgage 
payment is considered the “employment 

cost.” What many people don’t understand 
is when we leave equity trapped in our 
home we incur the same cost, but we call it 
a lost “opportunity cost.” The money that’s 
parked in your home doing nothing could 
be put to work earning you something. 
Let’s say you had $100,000 of equity in 
your home that could be separated. Current 
mortgage interest is 6.25%, so the cost 
of that money would be $6,250 per year 
(100% tax-deductible). Rather than bury 
the $100,000 in the backyard and give up 
the “opportunity” to earn a rate of return on 
our money, we are going to put it to work, 
or “employ” it. By separating the equity, we 
give it new life. Assuming a 28% tax bracket, 
the net employment cost is not 6.25% but 
only 4.5%, or $4,500 per year after taxes. 
It’s not too difficult to find tax-free or tax-
deferred investments earning more than 
4.5%. Using the tax benefits of a mortgage, 
you can borrow at one rate and earn 
investment returns at a slightly higher rate, 
just like banks and credit unions borrow 
our money at 2-3% and then loan it back 
to us at 6-8%. It’s what makes millionaires, 
millionaires! By using these principles, you 
can amass a fortune.

how to Create an extra Million 

dollars for retirement
By repositioning $200,000 into an equity 

management account, you can achieve a net 
gain of $1 million over 30 years. Assume you 
separate $200,000 of home equity using 
a mortgage with a 6% interest rate. If the 
$200,000 grows at a conservative rate of 
6.75% per year, it will be worth $1,506,649 
in 30 years. After deducting the $232,000 
in interest payments and the $200,000 
mortgage, you still have $1,074,649 left in 
your account—a net gain of over $1 million!

Imagine how the numbers grow for 
individuals who reposition their home 
equity every 5 years as their home continues 
to appreciate. This is how the wealthy 
continually increase their net worth. 
Conversely, if the same $200,000 were 
left to sit idle in the home for 30 years, it 
would not have earned a dime! The home 
appreciates based on market conditions, 
regardless of the amount of equity in the 
home. Whether that $200,000 is sitting idle 
in the home, or whether it’s conservatively 
invested outside the home will have no 
effect on the appreciation rate of the home. 
Home equity is the equivalent of stashing 
money under your mattress or buried in 
a tin can in your backyard. It’s clear to us 

neither of these are efficient uses of money, 
as they are not earning anything but more 
likely actually losing value due to inflation. 
However, if you would not stash $10,000 
under your mattress, why would you want 
to keep $200,000 sitting idle and dormant 
in the form of home equity?!? 

Betting the ranch: risking home 
equity to Buy Securities?

Home equity is serious money. Liquidity 
and safety are the key philosophies when 
separating home equity. Avoid highly 
volatile or aggressive investments. You 
can make thousands of dollars by simply 
borrowing at 6% and investing at 6% in safe, 
conservative, fixed investments. In general, 
individuals should not invest home equity 
for “current income” unless the investment 
is fixed and guaranteed. Recently, the NASD 
advised against separating equity if the 
client must rely on the investment returns 
to make mortgage payments. Individuals 
interested in variable investments should ask 

Continued on page 23
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he’s a Man’s Man, no doubt About it

At Large: Bill Isabell

Hunt’n, fish’n, “tussl’n” (code word for 
popp’n somebody), finger pulling, arm 
wrestl’n, quarter pitch’n, you name it, Don’s 
done all these “manly” things.  Many a 
young Salem athlete had to make their right 
of passage through Don’s Barber and Style 
Shop before they could really be counted 
as men.  If they did good, they got a free 
haircut.  If they did poorly, they would 
experience some really painful moments 
from an “old” man and lose a little face in 
front of their peers and some strangers. Don 
was smart enough to back off a little when 
the kids got too big and too strong.

My father-in-law, Don Prodzinski, was 
born December 2, 1929 in a home in 
Buchanan, North Dakota.  He says, jokingly, 
3 bad things happened that year: His dad 
broke his leg when a horse fell on him, the 
stock market crashed and he was born.

His dad was a sharecropper, his mom, a 
homemaker.  They had 2 girls and 3 boys.  
Don was the third oldest.  Don likes to recall 
how he got at least one whipping a day 
whether he needed it or not.  All of the kids 
worked on the farm.

When he wasn’t farming, Don went to 
school at a one room school house in Kensal, 
ND, 30 miles from Jamestown.  The school 
went from the first grade through the 8th 

grade even though there were only 6 kids in 
attendance.  That would be the extent of his 
formal schooling.  To help put food on the 
table, he went from the 8th grade in Kensal 
to farming and the “University of The 
World” (where he received his masters).

Don left the farm in 1948 for the gold 
mines of Deadwood, South Dakota (where 
Wild Bill Hickok was shot in the back).  Two 
years later he headed for the air base in 
Rapid City, SD, where he built warehouses 
for the next 3 years.  He returned to the 
mine for one more year before making the 
move to Jamestown, ND, in 1952.  A few 
months later, he headed to Payson, Utah, to 
work for Mac Explorations drilling minerals 
for the USGS.

Drafted by the Army in January, 1953, 
Prodzinski was sent to Germany as a 
draftsman.  While there, he found time to 
play guard on the football team.  At 6’ 3” 
and over 200 pounds, he was a pretty big 
boy for those days and football seemed like 
a natural fit.

That same year, while Don was home on 
leave, he made the smartest move of his 
life and married my future mother-in-law, 
Patsy Keiser in Fried, ND (she could have 
done a lot better, I always tell her).  They’d 
met in 1950 at a skating rink at Spirit Wood 

Lake near Jamestown.
Discharged from the Army in 1955, 

the Prodzinskies headed back to Mac 
Explorations in Moab, Utah, where the 
company was drilling for uranium.

In 1957, Don experienced one of the 
toughest fights of his life.  He was diagnosed 
with tuberculosis and spent a miserable 7 
months in the VA hospital at Fort Douglas 
in Salt Lake City, battling it.  He wasn’t 
about to let that “inconvenience” derail his 
future plans.

Later that year, following his bout with TB, 
Don and the family moved to Hood River to 
help Patsy’s father with his garage.  But it 
only took Don about 4 months to realize he 
didn’t like working in the cold and grease.  
He’d heard about Mohler Barber College 
in Portland and headed that way.  Don 
graduated from Mohler in 1958 and was 
ready to launch a 38 year career messing 
with people’s heads (and arms, fingers and 
wallets) in more ways than one.

His first barbering gig was at Coursey’s 
on State Street near the current Oyster Bar.  
He shared customers with none other that 
Salem’s “Tree Man”, Maynard Drawson.  A 
year and a half later Don moved to Mac’s 
Barber Shop at the Sunnyslope Shopping 
Center.  After 3 years, Don bought the shop, 
changed the Mac’s to Don’s and his future 
was set.  He renamed the shop Don’s Barber 
and Style when he moved across the street 
to its current location in 1980.  Current 
barber there, Ray Ingram, was one of Don’s 
original “hair wrestlers”.

My father-in-law has cut the hair of just 
about every person I’ve written about in this 
column.  And I’m sure there are a lot more 
of his former customers reading this right 
now and thinking, “me too”.  Just one of 
the many notable customers who survived 
Don’s chair is former Governor and US 
Senator, Mark Hatfield.  

Don and Patsy have four kids.  Son, Mark, 
is currently a senior Oregon State Trooper 
(23 years) with the game division in Madras.  
He shined shoes in Don’s shop for a couple 
of years when he was around 10 or 11.

Daughter, Karen, the oldest, works in the 
Santiam Canyon School District (married 
the superintendent, Brad Yates).  She has 
Don’s only other grandchild, 19 year old 
Lacie (ironically, no grandsons for this 
man’s man).

Daughters, Debbie Skoog, and Donna, the 
youngest and my favorite (she’ll like me for 
pointing that out) live in Salem.  Debbie’s 
with the Marion County Sheriff’s Office and 
my wife, Donna, has been a legal assistant 
with the law firm of Parks (Her attorney), 
Bauer, Sime, Winkler and Fernety for over 
25 years.    

Mom, Patsy, worked for the Marriott 
Corporation in the school district, nineteen 
years at Sprague (where Donna graduated 
in 1980) and two years at South Salem  HS.  
She retired in 1996.

Don sold his shop to the late Donny Wilson 
in 1997.

A true “man’s man” has to be an 
outdoorsman and Don certainly fills that 
bill.  He’s caught more fish than Skippers, 
had his share of  boats, bagged about forty 
deer and a couple of elk, and with his many 
hunting dogs over the years, brought down 
enough chucker and pheasant to make 
feather beds for everyone in Salem.  I’m sure 
the customer’s at the barber shop heard all 
of his exciting nimrod stories many times 
whether they wanted to or not.

And, of course, who could forget the time 
this “man’s man” chased a car burglar up 
and down the street in his bathrobe in front 
of his house.  He caught him and held him 
for the police.

Always a  “pure” country music fan 
(Garth Brooks need not apply), today Don’s 
hobbies include skeet and trap shooting, 
reloading, cribbage, poker, pinochle and 
pitching coins with my 14 year old daughter, 
Taylor.  Claims he used cards and a mean 
game of pool to help fund himself through 
barber college.  I used to be pretty good at 
pool myself.  Hmmmmmm.

He also enjoys picking on Granddaughter, 
Taylor, with the quarter tossing and 
cribbage.  Unfortunately for him, she beats 
him more than just once in a while.  He’s 
afraid to try her with the finger pulling and 
arm wrestling.  She’s working out at the 
gym.

Another “hobby” of Don’s, to a fault, is 
“helping” his friends with their projects.  
He’s built 13 deck covers, 4 sheds and 
maintains a couple of sprinkler systems.

He’s mellowed just a bit (and I really mean 
just a bit) and even lets Heidi, his English 
Pointer of 10 years, into the house ... a lot.

And of course, he still has his jokes and 
opinions  (A barber with jokes and opinions?  
What a shock!).  Do any of you customers 
out there remember that barber?

Don Prodzinski might be nearly 77 now but 
if I were you I wouldn’t be challenging him 
to finger pulling, arm wrestling, or quarter 
pitching.  There are some very successful 
Salem citizens who’ve made that mistake 
over the years and I’m guessing some of 
them have sore arms and fingers to this day.  
You could get hurt, or at the very least, lose 
a few dollars.  You don’t want to find out the 
hard way that this old barber is still a man’s 
man.

Bill Isabell is chief meteorologist for KBZY 
Radio, 1490am, and a personal financial 
representative with Allstate Financial Services, 
LLC

don and Patsy Prodzinski 
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Live From the Elsinore: Stephen Martin, Executive Director

Programming is in the Air

“Attention getters:  How to pitch your story”
How do you get an editor’s attention? A panel of Oregon’s leading editors will
let you in on those secrets—and more. You'll hear from Rob Smith, Editor,
Portland Business Journal; Bill Hutfilz, Managing Editor, Portland Monthly
Magazine; and Alyse Vordermark, Assistant Editor, Brainstorm NW.

Sponsored by Craig Walker, FlashNews
Wednesday, November 1st from 11:30 a.m. to 1:00 p.m. 

at the Salem Area Chamber of Commerce, 1110 Commercial St. NE

Reserve your seat NOW 
Program and lunch: $12 / PRSA members

Program and lunch: $15 / nonmembers
Program only or student price: $8

503-588-2800   oregoncapitalprsa.org

that “person” is missing and no one else 
knows how to proceed.  If you believe in 
your organization and want it to continue 
past your involvement, make sure you have 
a foundation that will last.  Even the best 
board can’t function if you don’t have rules, 
data and money.

Actually, I have to admit, I don’t really 
like to play Jenga.  The fun of the game is 
supposed to be when the blocks fall down 
and everyone screams “Jenga!”  It took a 
lot of work to set up that tower in the first 
place, I like it when it’s tall and sturdy and 
inevitably, I have to clean up the blocks.

  
Mary Louise VanNatta, CAE has received her 

Certified Association Executive designation from 
the American Society of Association Executives.  
She is CEO of VanNatta Public Relations, Inc., a 
PR, association management and public policy 
consulting firm in Salem, founded in 1967.  She 
can be found at www.vannattapr.com.

vannatta...Continued from page 2�

Autumn is here and we know what that 
means (besides the constant raking of 
falling leaves).  As the weather brings us 
indoors for entertainment, we are able to 
enjoy a classic film shown on the big screen 
at the Wednesday  Evening  Film Series,  
live entertainment whether it  be a concert  
presented by the Salem Pops Orchestra,  
Salem  Concert Band, the Community 
Concert Association, or the Salem Ballet 
Association. You can choose the Crystal 
Apple Awards, presented by the Salem Area 
Chamber of Commerce, which recognizes 
outstanding community educators. All 
of these events come to the Elsinore this 
month.  

But autumn is also the time when a Theatre 
does its programming for next season.  Yes, 
programming takes place now for next year 

and beyond.  National Booking Conferences 
are attended in order to evaluate shows, 
routing schedules are finalized by the first 
of the year and financial negotiations are 
completed with the performers.  It is not 
uncommon to have shows scheduled two 
years or more in advance (of course you 
won’t know they are scheduled until prior to 
each season). 

Scheduling performances is both an art 
and a skill.  Research is done on each show 
to see how ticket sales have been in the past 
in other markets, what type of ticket price 
is acceptable for that artist. Budgets are 
developed for each performance that have 
to take into account the artist fees, printing 
costs, advertising fees, catering requests, 
technical equipment required and stage 
labor required to present the performance. 

It is more cost effective to schedule an 
artist to perform in Salem when you do what 
is called “block booking” (to schedule three 
or more performances within the region.) 
That way the artist is able to amortize 
their transportation costs to arrive in the 
Northwest. 

If you have a specific performance or 
artist that you think the community would 
be interested in seeing or hearing perform, 
now is the time to let us know.  Feel free to 
contact myself and or the Theatre to give us 
your input on what you would like to see at 
the Elsinore Theatre (or in future years).   
As always …. See you at the Theatre.

themselves, “How will I make my mortgage 
payment if my investments decline? Do I 
have reserve funds or a secure income?”

Tax deductions to Offset 401k 
Withdrawals

Most successful retirees have the bulk of 
their assets in their home equity and IRA/
401Ks. As they start withdrawing funds 
from their IRA/401Ks, they are hit with 
a significant annual tax bill. When they 
could use the mortgage interest deduction 
the most, they no longer have it. As part of 
long-term planning, someone might want 
to have a mortgage going into retirement 
to help offset the annual IRA/401K tax bill 
and enhance their overall financial goals. 
For many, the mortgage interest deductions 
offset taxes due on retirement withdrawals, 
giving the net effect of tax-free withdrawals 
from their retirement account.

401k Vacation Condo
Many successful people dream of retiring 

and buying a second home. With $1 million 
or more saved in their IRA/401Ks, they 
decide to purchase the vacation home 
where they will spend their winters. What 
a surprise when they discover that to pay 
cash for a $350,000 condo they need to 
withdraw nearly $500,000 from their IRA/
401Ks. What if instead they had purchased 
the condo 15 years earlier, when it cost 

$175,000, by using the equity in their home? 
Today their net worth would be $175,000 
higher due to the condo’s appreciation, 
and they would have the mortgage interest 
deduction to help offset their IRA/401K 
withdrawals. In addition, they would have 
enjoyed the lifestyle benefits of owning their 
vacation condo 15 years sooner than they 
had planned.

Making Uncle Sam Your Best 
Friend

Under tax law, you can deduct up to $1 
million of mortgage interest subject to 
income restrictions. You can also deduct 
an additional $100,000 from home equity 
loan interest. To take advantage of these 
deductions, make sure to secure a large 
mortgage when you buy. Under tax law, 
mortgage interest is deductible only for 
$100,000 over acquisition indebtedness 
(the mortgage balance when home is 
purchased). Home improvements are the 
only exception. For example, if you sell your 
home for $400,000 and buy a new home 
for $400,000 with the cash from the sale, 
you will lose the tax break and liquidity. But 
worse, if you later decide to take out a home 
equity loan, only the first $100,000 will be 
tax-deductible. Instead, secure a $360,000 
mortgage (90%) when you buy the home 
and the entire amount is deductible.

Where to Safely invest home equity
As we know, home equity is serious 

money. We are separating it from the home 
to conserve

it, not to consume it. Therefore, home 
equity is best invested in safe, conservative 
investment vehicles. Many financial 
planners prefer the following tax-favored 
products for investing home equity:

• INVESTMENT-GRADE INSURANCE
CONTRACTS
• ANNUITIES
• REAL ESTATE INVESTMENT TRUSTS
• IRAS
• 401KS
• TAX-FREE BONDS
• 529 SAVINGS PLAN
Case Study: home equity 

Management
One couple lived in a $550,000 home 

in Bellevue, Washington. They owed 
$360,000 on a 30-year fixed mortgage at 
5.875% with a monthly payment of $2,130. 
They had $190,000 built up in home equity. 
After understanding the benefits of properly 
managing their home equity, they decided to 
separate $155,800 of their equity to invest 
in a side account. By using an interest-
only ARM, they were able to increase their 
mortgage balance to separate this chunk 
of equity while decreasing their monthly 

mortgage payment to $1,656, a monthly 
cash-flow savings of $474 per month. They 
conservatively invested the $155,800 lump 
sum and the $474 per month savings. If we 
assume a 6% rate of return, their investment 
account will grow to $520,196 in 15 years. 
At the end of 15 years, they will have enough 
cash in their investment account to pay off 
their mortgage completely if they want to—
15 years earlier than with their original 30-
year mortgage. However, they plan to keep

the mortgage well into retirement so they 
can maintain the tax-deduction benefits and 
keep the money in the investment account 
where it’s more liquid and safe—and will 
continue to grow.

Case Study: Cash-Flow Management
Many homeowners without a large equity 

balance have benefited by simply moving 
to a more strategic mortgage that allows 
them to pay less to their mortgage company 
each month. A second couple in Redmond, 
Washington, followed traditional thinking 
when they bought their $400,000 home. 
They put 20% down and obtained a 
$320,000 30-year fixed-rate mortgage 
at 6.00% with a payment of $1,919 per 
month. However, once they understood 
the benefits of integrating their mortgage 

Chandler...Continued from page 2�

Continued on page 2�
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Voted Best Steak in the Valley

Visit Our Remodeled Patio
Mini Golf Open Year Round

1145 Commercial Street SE
Salem
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Rushing Reflections: Bo Rushing-Barnes

designing Your legacy: What’s important to You?
Most of us, when asked about what’s 

important in our lives, have a pretty good 
idea of what would make the list. It would 
certainly have the names of cherished people 
in our lives. It might also include both long 
term and short term goals regarding what 
we’d like to accomplish in our little corner 
of the world. That part of the list usually has 
a way of filling up quickly. 

Sometimes, the list of  “important things 
needing to get done” can even outweigh 
the names of the VIPs that are critical 
to our sustainability ---- family, friends, 
acquaintances, co-workers, clients, vendors, 
and others in our communities.  

With the dance card so overly filled, how 
easy it is to allow the really important parts 
of our lives to become overwhelmed and 
cluttered with tasks, fluff and spinning 
wheels…all in the name of progress. 

Nolan Archibald, Chairman and President 
of the Black and Decker Corporation once 
said, “If each of us could find and maintain 
a principle-centered approach to how we 
manage all the pressures and the list of 
things to do, we might find a compass in our 
lives that guides us in the direction of what 
is truly important in life.” 

Imagine that. Traveling through your day, 
sticking to the path of what’s important and 
finding new, creative ways of securing better 
connections between you, the precious 
people in your life and the things that need 
to get done. 

For me, the main ingredient for sticking 
close to what’s really important in my life has 
been learning to do a better job of planning 
and prioritizing, with a healthy dose of 

flexibility thick in the mix. It goes back to 
Stephen Covey’s principle habit, “Begin with 
the end in mind.”  What do you want the end 
of the day, the week, the month, the year, 
your life to look like?  What legacy is being 
formulated to be your personal thumbprint 
or your footprint? 

Begin by first visualizing your personal 
legacy. What does it look like? Think in vivid 
terms.  

Next, take a pad and pencil and perform 
a swift brainstorm-of-one exercise. Write 
as quickly as you can, listing the people and 
things that are most important to you in this 
world. Then list the goals that are essential 
to you; the absolute accomplishments you 
want to attain in your life. Don’t allow 
yourself to labor over spelling, punctuation, 
etc...just write; get your list down on paper. 
The list will become one of your tools, your 
compass as you plan and prioritize. 

Next, as a way to protect your list from 
future disarray, find and read or re-read 
the paradoxical parable about a road trip 
to Abilene, Texas. In his book, The Abilene 
Paradox, Professor Jerry Harvey introduces 
a model that aptly describes how easy it is to 
be swayed into “going where we don’t really 
want to go.” Harvey tells the story of a visit 
to his in-laws in Coleman, Texas. One day 
while they were enjoying a game of dominos 
and cold lemonade on the shady porch 
of their house, someone says, “Let’s go to 
Abilene and have lunch at the cafeteria.” 

They piled into an old Buick without air 
conditioning for the 53-mile drive to Abilene, 
with the temperature reaching 104 degrees. 
The food at the cafeteria was predictably 
bad. As they returned hot and sweaty (and 
with indigestion) from their journey, they 
realized that no one really had wanted to 
go to Abilene in the first place. Each person 
thought the other wanted to go, and they 
just went along with the group’s decision.  

While the main focus in this book is 
avoiding “group think,” it can also be an 
important lesson in how to honor your 
planning and priorities, avoiding treks that 
take you way off course from your true North 
and use up gobs of energy as you strive to 
get back on the clear path. 

As part of your daily routine, learn to 
conscientiously avoid side trips that delay 
your getting to the important destinations 
in your life-plan. Keeping your daily focus 
based on your inner compass may be one of 
the most amazing leads you’ll discover as you 
reach an enhanced ability to plan, prioritize 
and stick to the things in your life which are 
most important to you.  Even when “group-
think” and outside pressures surge and try 
to whip you off the path, turn you around 
and push you in a direction that becomes a 
costly side trip from your intended legacy, 
you’ll be able to find a steadfast strong-hold 
in maintaining your direction. 

When you find yourself swaying out of line, 
taking on fragmented bits and pieces of things 

that don’t have a place in the larger scheme 
of things you’ll be more apt to ask yourself 
this question, “Am I headed for Abilene?” 

Caution: Don’t become too overly fixed 
on the prize. Stay flexible. Flexibility is an 
important tool for staying on course and 
being happy during the journey. While 
planning and prioritizing are important 
factors, don’t allow yourself to become so 
rigid that you cannot afford to occasionally 
take a different road, hear a different sound, 
or step outside your plan and develop new 
insights and perspectives.  The flex part of 
your legacy might be the proverbial crème 
cheese on your bagel. Don’t become overly 
focused and miss out on wonderful fringe 
benefits in your life. We could all enjoy a 
little more spandex in those life-lines that tie 
us to our plans, our goals. Learn to discern 
between a bonus side-trip and a dead-in 
detour. Best to each of us as we find ways to 
leave a stronger legacy through our personal 
connections and the important work we do 
within our communities.    

Bo-Rushing-Barnes in collaboration with 
Linda Harris. Bo Rushing-Barnes, CCIM, is the 
owner and principal broker of Rushing Real 
Estate, Inc. (503) 588-8500. Linda Harris is 
a managing partner in the consulting firm of 
Harris & Associates (503) 951-0886
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italian Traditions at Christmas 
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into their financial plan, they moved to a 
more strategic interest-only mortgage. They 
kept the same loan balance but were able to 
reduce their monthly payments to $1,133, a 
savings of $786 per month. They invest the 
$786 savings each month, and assuming a 
6% rate of return, will have enough money 
in their investment account to pay off their 
mortgage in 19 years. Therefore, by simply 
redirecting a portion of their monthly 
mortgage payment, they were able to shave 
11 years off their original 30-year mortgage. 
They also received the benefits of having 
their cash in a more liquid and safe position 
throughout the process.

Consult a Professional Mortgage 
Planner

Interest only and deferred interest 
mortgages can be powerful tools to create 
wealth when used correctly. However, far 
too often homeowners use these loans 
incorrectly and for the wrong reasons. This 
article is for informational purposes only and 
should not be construed as a substitution 
for obtaining specific advice from your CPA, 
CFP and a qualified mortgage professional 
regarding your particular situation.

David Chandler is the branch manager of the 
Salem office of Countrywide Home Loans, Inc., 
the #1 residential home loan lender in the nation. 
The office just recently relocated and can now be 
found at 250 Church Street SE Suite 100, Salem, 
Oregon 97301. Home loan experts are available 
to assist customers with a full array of mortgage 
financing options at 503-316-6100. Additional 
information about the company’s products 
and services is also available online at www.
countrywide.com.

* The views expressed in this article are those 
of the writer and not necessarily representative 
of Countrywide Home Loans and/or any of its 
subsidiaries.

Copyright © 2006 Strategic Equity. All Rights 
Reserved.

Chandler...Continued from page 23

It might seem a little premature, but 
Christmas is coming, and I would like to 
share with you some Italian customs. 

Italy is divided into regions, and each 
one has its own holiday celebration and  is 
proud of them.   As I said before, maybe the 
new generation doesn’t follow them to the 
letter, and maybe they are modifing them to 
fit their new life style, thus creating a new 
tradition and making  it their own. 

The first non food tradition is, of course, 
the Nativity Scene.  Sometimes the “Pastori” 
as the figurines are called in Italian, (they  
are part of the nativity scene) are handed 
down from one generation to the next. A 
lot of them  those are really works of art, 
and Naples is very famous for it.   Some 
of the real Pastori  -called Zampognari- 
would come down from the mountains and 
they will play the  zampogna (bag pipe) to 
the tune “ tu scendi dalle stelle” and   And 
who can forget Babbo Natale (our Santa 
Claus)….it’s probably not worth dwelling 
on that one, since he is well known all the 
way to the North Pole.   And ditto for the 
Christmas tree.

Now for food traditions –my interest is 
very acute on this subject – we can share a 
lot. First of all, the 24th of December is a 
big date (aside from the fact that I meet my 
husband on that day).   You can eat for quite 
a long time until you are ready to explode, 
but, you keep on eating because you don’t 
know when are you coming back to Italy, 
so you might as well try one more thing.  
Besides, you can walk it off the next day!   
Oh yes, you tell yourself that you will never 
eat again!!!!!!

How do you reach the  the “ never eat again  
stage:

First of all we have to go shopping for our 
special ingredients:   Clams, eel, broccoli, 
cauliflower, escarole,  mixed nuts, dry figs, 
Panettone and other sweets.   The whole 
family is involved in the execution of the 
dinner that will start at 7:00 P.M. and will 
last until midnight…or later!  You noticed 
that I have not mention any kind of meat. 
We don’t eat on this day!

As antipasto you will have some nuts and 
munchies while one of the family members 
will set the table. At the table you will eat 
as an antipasto “ Baked mussels “ and 
Falanghina as wine,  followed by “ Linguine 
alle vongole “ as the main course ( I think all 
of them are main courses-but Italians will 
never agree with that).   Then you will have  
“Capitone “ (eel could measure up to 40”) 
that you take home while is still alive – that 
is another story- that you will cook in a light 
tomato sauce, or fried only with flour.   This 
dish is then followed by ” Pizza di scarole.”    
This is not a real pizza. There is dough at 
the bottom of a baking dish; you fill it with 

escarole and then you top it with one more 
layer of dough and you bake it. At this point 
you can only imagine the wonderful smells 
that permeate the house.   That pizza is only 
the pre-salad dish.  You have at this point 
already made “ Insalata di rinforzo “ wich 
is  cauliflower with black and green olives, 
potatoes, anchovies,and giardiniera (pickled 
vegetables) with an oil and vinegar dressing 
and then the “Insalata di Broccoli.”

All of the above has been complimented by 
an abundance of wonderful  wines. 

Wait, we are not done yet! Some family 
members that were not involved in the 
cooking will clear the table to make room 
for dessert.   Now Panettone, Struffoli, figs 
and miniature desserts will be served with 
some Spumante and Vin Santo.  

Bottom line: Never say Never. Tomorrow 
is another day!
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 Addenda Tech Group
“adding technical expertise to your business”

Addenda Tech Group has over 20 years experience
providing computer support to small and medium size
businesses.

Products and Services:

Server, network & desktop administration,
maintenance & service

Microsoft Server, Small Business Server and
Exchange expertise

Novell NetWare & GroupWise expertise

Network Security - firewalls, enterprise anti-virus
solutions, secure connectivity from home or on the
road

Blackberry & Treo integration with your mail server

John Hudson
Tracy Jacobs

www.addendatech.com
503-585-5152

Contact:

COMMERCIAL ALTERATION
2330 GIBSONWOODS CT NW
$160,000.00
MUNG CONSTRUCTION
503-463-5625

WALL SIGN ERECT
155 LIBERTY ST NE
MARTIN BROS SIGNS
503-364-2211

MARQUEE SIGN
155 LIBERTY ST NE
MARTIN BROS SIGNS
503-364-2211

COMMERCIAL ALTERATION
2225 LANCASTER DR NE 
$71,500.00
SUPERIOR QUALITY CONST
503-393-2292

NEW COMMERCIAL
3680 MARKET ST NE
$525,000.00
FOOD SERVICE CONCEPTS INC
623-492-0077

CHANGE OF USE
2724 12TH ST SE
$10,000.00
503-362-2734

COMMERCIAL NEW
4190 AUMSVILLE HW SE 11
$130,000.00
HOFFMAN CONSTRUCTION
503-378-8834

COMMERCIAL ALTERATION
3083 BROADWAY ST NE
$50,000.00
VERIZON WIRELESS
214-695-5854

COMMERCIAL ALTERATION
875 OAK ST SE
$5,000.00
SALEM HOSPITAL

ACCESSORY STRUCTURE
2110 MISSION ST SE
$0.00
SALEM SIGN COMPANY INC
503-371-6362

WALL SIGN ERECT
4340 COMMERCIAL ST SE 110
SALEM SIGN COMPANY
503-371-6362

COMMERCIAL ALTERATION
350 WINTER ST NE 165
$8,000.00
STATE OF OREGON – DAS
503-378-5273

COMMERCIAL ALTERATION
665 TAGGART DR NW 110
$33,000
503-670-0234

COMMERCIAL ALTERATION
665 TAGGART DR NW 170
$33,000
503-670-0234

COMMERCIAL ALTERATION
665 TAGGART DR NW 180
$33,000
503-670-0234

COMMERCIAL ALTERATION
665 TAGGART DR NW 120
$33,000
503-670-0234

COMMERCIAL ALTERATION
665 TAGGART DR NW 190
$33,000
503-670-0234

COMMERCIAL ALTERATION
590 TAGGART DR NW 110
$33,000
503-670-0234

COMMERCIAL ALTERATION
2405 CARLETON WY NE
$35,000.00
CARLSON VEIT ARCHITECTS 
503-390-0281

CHANGE OF USE
4710 NILES AV NE
$25,000.00
503-932-4253

OMMERICIAL NEW
3993 FAIRVIEW INDUSTRIAL DR SE
$250,000.00
DEFFENBAUGH AND ASSOCIATES PC
503-585-0222

COMMERCIAL ALTERATION
2290 COMMERCIAL ST SE 220
$10,000.00
EXPRES REMODELING
503-315-8620

COMMERCIAL NEW
885 AIRPORT RD SE 25
$150,000.00
STATE OF OREGON –ODOT
503-986-4200

COMMERCIAL ALTERATION
4155 RICKEY ST SE 112
$6,700
RICKEY STREET LLC
503-657-0406

COMMERCIAL NEW
1922 WILTSEY RD SE 
$1,500.00
WRG DESIGN INC
503-419-2600

FIRE SYSTEM ADDITION
3500 FAIRVIEW IND DR SE
$101,000.00
360-693-9906

COMMERCIAL ALTERATION
1334 BARNES AV SE
$50,000.00
VERIZON WIRELESS

CHANGE OF USE
365 MOYER LN NW
$20,000.00
DEBRA LYNN HARDY 
INSURANCE AGENCY INC
503-365-7150

COMMERCIAL NEW
3094 GEHLAR RD NW
$1,750,000.00
INTERNATIONAL CH/FOURSQUARE
503-391-4346

COMMERCIAL ALTERATION
875 OAK ST SE
$5,000.00
SALEM HOSPITAL

COMMERCIAL ALTERATION
706 MADRONA AV SE 160
$760,000.00
GWYN, LEE
503-585-0222

COMMERCIAL ALTERATION
585 LIBERTY ST SE
$140,000.00
ISAAC, RANDY
503-930-2004

COMMERCIAL ALTERATION
2138 LANCASTER DR NE 118
$23,500.00
STUDIO 3 ARCHITECTURE
503-390-6500

FIRE SYSTEMSNEW
1782 12TH SE
$2,200.00
VALLEY FIRE CONTROL

COMMERCIAL ALTERATION
1900 HINES ST SE
$165,000.00
STUDIO 3 ARCHITECTURE
503-390-6500

COMMERCIAL ALTERATION
5757  COMMERCIAL ST SE 104
$65,000.00
STUDIO 3 ARCHITECTURE
503-390-6500

SIGN REMOVE/REPAIR
605 WALLACE RD NW
TUBE ART SIGNS AND SPORTS
DISPLAYS
503-653-1133

FREESTANDING SIGN ERECT
480 GLEN CREEK RD NW
TUBE ART SIGNS AND SPORTS
DISPLAYS
503-653-1133

FIRE SYSTEM ALTERATION
3950 FAIRVIEW IND DR SE
$17,140.00
DELTA FIRE INC
503-620-4020

COMMERCIAL ALTERATION
2110 STRONG RD SE
DESANTIS LANDSCAPES INC
503-364-8376

COMMERCIAL NEW
2980 19TH ST SE
CHERRY CITY ELECTRIC
503-566-5600

COMMERCIAL ALTERATION
555 LIBERTY ST SE 305
$3,000.00
CITY OF SALEM – CITY HALL
503-588-6256

WALL SIGN ERECT
2138 LANCASTER DR NE 112
SIGN CRAFTERS OF OREGON INC
503-364-0909

NEW COMMERCIAL 
1188 20TH ST SE 
$95,000.00
VALLEY HEALTH CREDIT UNION
503-390-0831

WALL SIGN ERECT 
4155 RICKEY ST SE 122
MEYER SIGN CO OF OREGON
503-620-8200

WALL SIGN ERECT
4155 RICKEY ST SE 122
$2,000.00
MEYER SIGN CO OF OREGON
503-620-8200

COMMERCIAL ALTERATION
4605 TURNER RD SE
$4,000.00
MACLEAY SOLUTIONS INC
503-910-8377

COMMERCIAL ALTERATION
4035 12TH ST CUTOFF SE 140
$10,000.00
MINNITI, LORI
503-378-0612

COMMERCIAL NEW
3993 FAIRVIEW IND DR SE
$3,000,000.00
GWYN, LEE
503-585-0222
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If it’s happening this summer 
in the SALEM AREA,
you’ll hear it on KBZY

SizzLing SuMMER SoundS
Music from the 50s, 60s and 70s

On Salem’s First Choice 
KBZY 14 Ninety

Doc Nelson Roy Dittman Terry Sol 

Justin Herr Rick Allen Bill Isabell 

Rich Baily Karen Karsen Terry Long 

Wendy Paulson Ron Norwood

healthcare Perspectives: Dawson Farr, ND

naturopathic Medicine
It’s no news that consumers and businesses 

are increasingly pinched by the rising 
costs of health insurance, prescription 
drugs, and technologically advanced (and 
expensive) procedures. And despite the 
fancy technology, the pharmaceutical 
breakthroughs, and the hype about genetic 
mapping as a cure-all, we continue to be 
faced with the rising tide of epidemics like 
obesity and diabetes which seem to be 
untouched by modern advances. 

Understandingly, consumers and 
businesses are seeking more choices with 
regard to medical care, choices that can both 
improve health and potentially save money. 
The National Institute of Heath (NIH) 
states that more than 36% of Americans are 
now using alternative health products and 
services, including visits to chiropractors, 
acupuncturists, and naturopathic physicians 
as well as vitamin and supplement therapy. 
The supplement industry alone is a $21.3 
billion growth industry in the US. 

Among the “alternative” healthcare 
models, Oregon is a leader in the growth 
and widespread acceptance of Naturopathic 
Medicine as a common sense approach to 
healthcare.

The expertise of naturopathic 
Physicians

Oregon is home to the National College 
of Natural Medicine (NCNM), the oldest of 
only four accredited naturopathic medical 
schools in the country. 

In the four to six year postgraduate 
program, students are trained in 
conventional medical curriculums like 

pathology, biochemistry and pharmacology, 
but additionally are educated about 
more fundamental treatments like herbal 
medicine, diet modification and therapeutic 
vitamin supplementation.

In Oregon and 13 other states, Naturopathic 
Doctors (NDs) are licensed healthcare 
professionals who must pass rigorous 
standardized national tests and are trained 
as primary care physicians. In Oregon, NDs 
are qualified to prescribe many common 
pharmaceutical drugs, can perform minor 
surgery, and can even deliver babies with 
additional certification.

But even more important than what 
treatments are taught at naturopathic 
medical schools is how these treatments are 
applied by naturopathic physicians.

healthcare vs. disease-care
Conventional medicine is called allopathic 

medicine – meaning “opposite [of] disease.” 
For example if you have a bacterial infection, 
you’re given an anti-biotic. Critics of this 
type of treatment claim that allopathy 
often equates to merely treating symptoms 
(disease-care) and rarely improving health or 
treating the cause of disease (health-care).

While disease-care type of symptom 
management may be convenient for busy 
medical practitioners, it rarely equates to 
improved health. And with the widespread 
use of pharmaceutical drugs, it can often 
lead to side “effects” that in turn lead to 

downstream health complications that need 
further, increasingly expensive, medical 
interventions.  

Because most human diseases are the result 
of a complex interaction between genetics 
and environment, a fundamental principle 
of naturopathic medicine is treat the patient 
as a whole person rather than as a set of 
symptoms, and always ask the question, “are 
we just masking the symptoms or treating 
the cause?” ND’s will often try to modify 
environmental factors such as lifestyle, diet, 
stress, emotions and immunity.

NDs also firmly believe that the human 
body has the ability to “fix” itself given 
the chance: health will occur where the 
conditions for health exist. The naturopathic 
physician’s role is to help patients create or 
recreate conditions for health to exist within 
them by supporting the body and giving it 
gentle nudges to help it heal. 

Combining simple interventions like 
herbal therapy, manipulation or diet 
changes together can lead to powerful 
effects. While this may take more time 
(office visits last an average of 45 minutes), 
the end result is improved health, not just 
absence of disease.  

This common sense, more traditional 
approach to healthcare is becoming 
increasingly recognized as an important 
part of our healthcare model.

According to an article in the peer-

reviewed Journal of Family Practice, more 
than 70 companies, trade unions and state 
organizations offer health plans that cover 
naturopathic medical services, including 
Oregon’s Public Employee Benefits Board 
and such giants as Microsoft and Boeing. 

NDs are increasingly covered as specialists 
and primary care providers by third-party 
insurance payers (such as Health Net, 
Kaiser Permanente, and Blue Cross and 
Blue Shield). 

And NDs are beginning to have staff 
privileges at approximately 20 conventional 
hospitals and integrated clinics around the 
country (“Naturopathic Medicine: What 
can patients expect?” Journal of Family 
Practice, Dec ’05).

Far from being “alternative,” naturopathic 
medicine is a good first choice for individuals 
and businesses interested in improving 
health and preventing disease.

Dawson Farr, ND practices in Salem with 
Groundswell Integrative Healthcare, a medical 
practice dedicated to integrating the best in 
natural and modern medicine. He offers 15 
minute free consultations which can be scheduled 
by calling 503-363-0524.
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Building Buzz: Tirza Wibel, Public Relations Strategist

Build Business Through Published Articles
Are you an expert in your industry? 
Do you have valuable knowledge or insight 

into an industry issue? 
Why not build on that expertise and take 

your business to the next level?
Sharing your expertise with others via 

bylined articles is a powerful way to build 
personal credibility, position your business 
as an industry leader and increase visibility 
for your own company.

In fact, bylined articles are the most high-
impact way to generate low-cost publicity. 
Instead of spending your marketing budget 
on expensive advertisements that readers 
hardly notice, save that money and instead 
place a free bylined article in the same 
publication offering your readers something 
more valuable – your expertise.

Whether your business is collision-repair 
or financial advising, if your desire is to build 

your business and rise above competition, 
bylined articles are the best-kept marketing 
secret.

Find Your Voice
To determine potential article topics, start 

with your background. Think about the 
things that people like about you and your 
business. Define what you’re good at.

Is there a particular question with which 
customers or industry peers often approach 
you? Do you have training in a specific type 
of service? Do you possess a unique skill? 
Is there something you’ve learned from 
running your company that may be helpful 
for other business owners? 

People who publish articles aren’t 

necessarily the ones with the most experience 
or the most knowledge. They are the ones 
who are willing to make available to others 
what they have learned along the way. They 
are the ones who take the time to write about 
a subject that is related to their business. 

determine Your Audience
Bylined articles can be directed at 

consumers or at industry peers. While 
consumer- based articles read by target 
clients may have more immediate impact 
on business, trade articles are an important 
tool in building credibility. Publishing 
trade articles offers a longer term strategy 
for positioning you as an expert, thus 
generating more long-term business. And 
while placement of guest articles in general 
consumer media like newspapers and 
magazines can be a little trickier, industry 
magazines and trade journals usually 
welcome guest submissions. 

In order to determine the best placement 
and approach for your article, read the 
publications your target audience reads. 
With consumer-based publications, consider 
offering a column. You may write it for the 
health section if you are a home health 
care company, or offer it to the home and 
gardening section if you are a landscaper. 
Opinion editorial sections of newspapers 
are also worth considering as a great way 
to offer your expertise and advice to target 
audiences.

For trade journals you’ll want to think 
about your specific background or something 
you’ve learned that might be valuable to 
others in your industry. For example, if 
you run a home health care company and 
you have a good employee training system 
in place, you may want to write an article 
about home care employee training for 
a trade journal like Home Health Care 
Management & Practice.

Write & Place Your Articles
After you’ve determined your audience(s) 

and several potential topics, you’ll want to 
“pitch” your idea to the publication editors. 
A publicist can be helpful with this process 
and help you identify and contact the editors 
on your behalf. Pitching and securing media 
placement is a skill and requires someone 
who understands how to work with the 
media and present an article that will meet 
the needs and guidelines of the publication.

The important thing to remember when 
writing the article itself is that a bylined 
article is NOT about self promotion. In 
order to garner interest from readers for 
your topic, you want to provide valuable 
information—not create a sales piece 
about your company. Usually, it’s best 
not to mention your own business in the 
article unless you’re using case studies or 
examples. Your company name and contact 
information will be listed in your “bio” at 
the end of the article, and will be noticed 
if you’ve generated interest by providing 
information the reader is looking for. Focus 
the article on the expertise you’re sharing. 

If you’re providing practical knowledge that 
offers something specific and insightful to 
the reader, you will be selling you.

Lack of time, writing ability or PR savvy 
doesn’t have to hold you back from publishing 
articles. In fact most bylined articles written 
by executives and business leaders were 
researched and written by professional 
ghostwriters. By partnering yourself with an 
experienced pro, you’ll get a quality article 
that presents you and your work in a format 
welcomed by editors, and meeting their 
publication guidelines. Best of all, you’ll get 
all the credit—for placing a well-written, 
credible, and sales-enriching article.

Sustain the Buzz
Once you’ve published an article about 

your area of expertise, you’ll want to make 
those articles work for you long past the 
print date. When used effectively, high 
quality reprints of published articles can 
speak volumes about you and your business, 
and can help bring ongoing credibility to 
your company.

In addition to putting electronic copies of 
published articles up on your Web site in an 
online newsroom, there are other ways to 
use your articles as a sales tool. You might 
consider using the articles for:

* Newsletters: If you distribute a monthly 
newsletter, bring attention to articles 
recently published and link to them when 
possible.

* Referral mailings: Include reprints in a 
letter to referral sources.

* Sales packets: Include reprints in packets 
to potential customers in order to maximize 
your visibility as the leading expert.

* Press release and news opportunities: If 
you were published in a national magazine 
or trade journal, it may be worthy of local 
news coverage, calling for a local profile on 
you and your business. Send copies of the 
article to local reporters and radio stations, 
suggesting your availability as a guest expert 
on the same topic.

* Speaking opportunities: Published 
articles about your expertise will help you 
get accepted and solicited as a speaker 
at national and local conferences and 
seminars. 

* Business awards: When you apply 
for local and national business awards, 
published articles can help your business 
be respected as a leader, and garner you 
attention as a potential award winner. 

Tirza Wibel is an award winning professional 
ghostwriter and public relations expert, and 
principal of Silverton based BrandBloom. 
She partners with local and national business 
leaders and companies who want to creatively 
reach, compel and build business through brand 
communications and media strategy. Contact 
her at twibel@brandbloom.com.

Retail Management Certificate

Would you like to get a job or earn a promotion in retail?

You can get the education you need and earn a 33-credit hour Retail Manage-
ment Certificate approved by the State of Oregon. Courses for this certificate 
will be offered in a variety of formats: days, evenings, and online.

Registration for winter term begins Dec. 4
Classes begin Jan. 8. 

Required Courses:
• Interpersonal Relations    • Retailing
• Business Management Principles  • Excel-Workbook
• Fundamentals of Public Speaking  • Principles of Marketing
• Business Communications   • Human Resource Management

• Business Applications Using Math   • Financial Accounting

Plan your future. Additional coursework can result in a 
two-year and/or four-year Business Administration degree.

CONTACTS:
For information about this certificate program, please call Laney Furr,   
503-399-6163, or e-mail furl@chemeketa.edu. 
For college application information, please call 503-399-5120. 
For information about Chemeketa Community College, visit 
our web site at:

www.chemeketa.edu

4000 Lancaster Drive, NE • PO Box 14007 • Salem, OR 97309

Chemeketa Community College is an equal opportunity, affirmative action institution. Students who need accommodations 
for a disability should contact their instructor  or Disability Services, Building 2, Room 174, or call 503-399-5192 (V/TTY).

•

•
•

Salem Chamber of Commerce’s 
Evening d’Elegance

Saturday, November 4, 2006 at 6:00 pm
at the Salem Conference Center
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Coaching From Within: Jennifer Powers, Life Coach

The Four Agreements

Every day our struggle to do the right 
thing, act the right way and make the right 
decisions can consume us.  During our 
incessant search for what is right, we often 
get so wrapped up in cracking the puzzle, 
that we miss the simplicity of the solution. 
If only there were a few basic guidelines 
we could refer to. A guide, if you will, to 
personal success. 

Enter Don Miguel Ruiz. 
Ruiz, a native of Mexico, is a Shaman 

dedicated to sharing his understanding 
of the ancient Toltec wisdom. The Toltec 
were people of knowledge - scientists and 
artists who created a society to explore and 
conserve the traditional practices of their 
ancestors. The simplicity and elegance of this 
thinking, a source of great enlightenment 
and aspiration, provide an inspirational 
code for life. Don Miguel Ruiz calls these 
simple ideas ‘The Four Agreements’ and 
they are best summarized like this:

-Be Impeccable With Your Word: Speak 
with integrity. Say only what you mean. 
Avoid using the word to speak against 

yourself or to gossip about others. Use the 
power of your word in the direction of truth 
and love. 

-Don’t Take Anything Personally: Nothing 
others do is because of you. What others say 
and do is a projection of their own reality, 
their own dream. When you are immune 
to the opinions and actions of others, you 
won’t be the victim of needless suffering. 

-Don’t Make Assumptions: Find the 
courage to ask questions and to express 
what you really want. Communicate 
with others as clearly as you can to avoid 
misunderstandings, sadness, and drama. 
With just this one agreement, you can 
completely transform your life. 

-Always Do Your Best: Your best is going to 
change from moment to moment; it will be 
different when you are healthy as opposed 
to sick. Under any circumstance, simply do 
your best, and you will avoid self-judgment, 
self-abuse, and regret. 

Pick up a copy of The Four Agreements and 
let its simple, yet highly effective teachings 
lead you to the answers you need most. Use 

the four agreements as a mantra or creed 
to which you refer daily for encouragement 
and strength. Or maybe choose one to focus 
on each week or each month until you feel 
comfortable before moving on to the next. 
By simply opening yourself up to these great 
truths, you have already taken the first step 
in your pursuit of personal success. Enjoy 
the rest of the journey. 

Jennifer Powers, MA., CTACC is a certified 
professional coach and public speaker. She 
partners with business owners, emerging 
entrepreneurs and other professionals to close 
the gap between where they are and where they 
want to be.

Jennifer’s practice is based in Salem. Visit her 
website at www.JenniferPowers.com or email 
Jennifer@JenniferPowers.com.

Congressman Earl Blumenauer and 
Oregon League of Conservation Voters 
Executive Director Jonathan Poisner were 
among the sixty-six guests who joined Paul 
Evans aboard the Willamette Queen. The 
historic stern wheeler’s hour long cruise 
started north toward Portland and docked 
promptly at 6:30pm. 

Guests discussed issues affecting the 
Willamette and listened to an evening of 
Richard Day-Reynolds Band blues with Gary 
Meziere on guitar. The cruise showcased 
some of the most important environmental 
concerns facing leaders and citizens alike in 

Willamette Queen Cruises 
for Change

District 10.      
“It was an honor to have Congressman 

Blumnauer and Jonathan Poisner here 
with us to bring attention to the work left 
undone. Our Willamette River is the heart 
and soul of this district, its stewardship is 
our most pressing environmental concern,” 
said Senatorial Candidate Evans.

Paul Evans is a candidate for Senate District 
10 (Monmouth, Independence, West Salem, 
South Salem, Turner and Aumsville). For 
more information about Paul’s campaign 
contact Ted Piper at (503) 365-0695 go to 
www.paulevans2006.com. 

Pinky’s 
estates Opens 
in keizer

Pinky’s Estates, Auctions, Retail and Ebay 
drop off is now open in Keizer at 3816 River 
Road N. Pinky’s will take in Estates, whole 
lots of used, vintage and antiques. 

We can sell it several different ways. 
We have a full time Ebay seller on staff, 
a wonderful store and weekly auctions 
beginning in November on Thursday nights. 

We also offer an indoor garage sale on 
Saturdays periodically that allows anyone 
to come in and use our space to sell their 
garage sale items. 

Bill Post is our head auctioneer and the 
Thursday night auctions will be the highlight 
of our business as we want the auction to be 
the place “to be” on Thursday nights. Bill is 
a longtime radio personality from this area 
and is an outrageous and fun entertainer 
that will make the auction a little different 
from most auctions. With a snack bar and 
restroom facilities Pinky’s is the place to 
be on Thursday nights. We are looking for 
anyone’s items to auction off, and will gladly 
accept phone calls or emails.

For information call Bill Post at 503-393-
1530 or email at bill@pinkys1.com

How do you see your financial life?
Your investments are there. Your
retirement here. Your banking way
over there. Seen separately and
managed separately, your financial life
can only take you so far. Now there’s
a way to go beyond those limits.

We call it Total MerrillSM. At its heart
is a powerful premise: your money

works harder when it works together.
A Merrill Lynch Financial Advisor will
look at your total financial picture
and deliver customized solutions
that can benefit every area of your
financial life.

Total Merrill. We see your financial life
in total. We help you reach your goals.

IN SALEM, MERRILL LYNCH CAN HELP
YOU MAKE YOUR MONEY WORK
HARDER BY WORKING TOGETHER.

Total Merrill and Total Merrill design are service marks of Merrill Lynch & Co., Inc. 
© 2003 Merrill Lynch, Pierce, Fenner & Smith Incorporated. Member, SIPC.

TO MAKE YOUR MONEY WORK HARDER BY WORKING TOGETHER,
CONTACT A MERRILL LYNCH FINANCIAL ADVISOR TODAY OR VISIT
WWW.ASKMERRILL.ML.COM

503-362-9506

MERRILL LYNCH
960 LIBERTY STREET SE, SUITE 110

SALEM, OR 97302

BENNY WON, CFM
FINANCIAL ADVISOR

503-362-9556
Merrill Lynch

1255 Lee Street, S.E., Suite 150
Salem, OR 97302
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Student/Teacher Fashion Show to launch 
Madison Avenue Grand Opening

The “urban outlet” store concept is new to 
Salem. Yet it defines what today’s shoppers 
are looking for: fashion and affordability 
together; brand names at value prices, for 
women and men – high school age to those 
who are active in raising families and or 
careers.

The Saturday, November 4 Grand Opening 
(10 a.m. – 8 p.m.) will demonstrate just how 
this varied audience can be delighted in one 
boutique-sized shop. The secret, according 
to Cindy Fous, Madison Avenue’s clothing 
designer and buyer, is in finding the right 
mix of apparel and accessories to satisfy the 
fashion tastes of those with busy lifestyles.

Students and teachers from Salem area 
schools will headline the Grand Opening 
Celebration, modeling an assortment of 
clothing and accessories from New York, 
Texas, California and, yes, Oregon. “ OSO-
Fresh,”  a well known Portland-Salem Z100 
radio personality will mix the music and MC 
the fashion show. Besides being a fun way to 
view the store’s eclectic collection, the fashion 
show will also benefit the Salem/Keizer 
Education Foundation. (12:30 – 1:00 p.m.)

The 25 year old, non-profit foundation 

produces the Awesome *-+3000, Salem’s 
annual, timed youth run. The organization 
also provides significant financial resources 
to Salem-Keizer public schools for the 
enhancement of the education of all 
students. They do this through teacher 
grants, subject initiatives and the Academy 
for Teaching and Learning, a professional 
development resource for all teachers.

Krina Lemons, the Foundation’s executive 
director, said she’s delighted with this 
opportunity to partner with Madison 
Avenue, for two reasons.  “First, the store 
appeals to a variety of personal styles.  
Professional women, especially teachers, 
are on the go from 7 a.m. to dark. They have 
business meetings first thing in the morning, 
then teach all day, meeting with student 
groups at intervals, then spend afternoons 
and evenings meeting with parents.  Their 
other lives kick in as soccer moms, dedicated 

volunteers in a variety of local causes, and 
then slide into evening receptions with 
business partners and more.  These women 
have to have a wardrobe that allows them to 
put on a jacket or add a bit of jewelry as the 
next occasion calls for. The store is a great 
place to get those things, dressy enough but 
casual and comfortable too,” she added.

“The second reason,” Lemons continued, 
“is because of Madison Avenue’s business 
values. Their mission includes working with 
non-profits for the betterment of Salem 
people, whether for homeless kids or high 
achieving teachers.”

Madison Avenue President and CEO, 
Adam Aronson, said that non-profit 
organizations are invited to be part of the 
company’s success by conducting clothing 
drives, then donating the goods to Madison 
Avenue in the non-profit’s name. “These 
groups can receive sustainable revenue 

sharing and over a year’s time, this could 
become a substantial sum.” Aronson also 
said he expects that donated and consigned 
apparel, accessories and home décor items 
could account for 30 to 40 percent of the 
company’s total sales. “The rest,” he said, 
“will come from designer label clothing we 
purchase.” As an example, Madison might 
have some 575 or Seven’s brand jeans, 
brand new, selling for $100.00, compared 
to $225.00 that a shopper would expect to 
pay in a high-end retail store. With prices 
from $5.00, Aronson said: “Basically this is 
a treasure hunter’s paradise.”

“We’ll have at least 10 models on hand at 
the Grand Opening,” said Fous, who will 
work with each model to find outfits and 
accessories that make them look great. Each 
model will receive a gift card from Madison 
Avenue. The models each will also get their 
make up and preparation done, courtesy of 
co-sponsor Bella Vita Salon and Day Spa.

Store visitors and shoppers will participate 
in drawings for door prizes and a grand 
prize: a vacation for two in Mexico. KSND 
FM radio will be doing a live, remote 
broadcast from the Madison Avenue store, 
at 285 Liberty Street NE, second floor, 
above Starbucks. 

The store is open from 10 a.m. to 8 p.m. on 
that day. The Grand Opening celebration will 
be from Noon until 3:00 p.m. The fashion 
show will be held from 12:30 to 1:00.

BY TiM BUCkleY
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www.salemwindermere.com

Help us Share the Warmth… 

At Windermere, we have a long-standing commitment to serve 

our neighbors in times of need. As part of that commitment, our 

offices throughout Oregon and Southwest Washington will be collecting 

coats and blankets now through December 15. We encourage you to 

help us share the warmth this winter. Simply bring new or gently-used 

coats and blankets to our office any day of the week from 9 a.m. to 5 

p.m. Thank you in advance for making life a little better—and the winter 

much warmer—for our neighbors in need.

Proudly serving Salem, Keizer, Dallas, Monmouth and all surrounding communities. 
4285 Commercial Street SE, Suite 100     Salem     503-391-1350     salem@windermere.com

Salem Chamber of Commerce
november 2006 Calendar

Information as of press time. Check the Chamber’s website for any changes.

This Month’s 
Chamber Calendar 

Sponsored By:

WedneSdAY 1
Chamber Business Women
Blue Pepper Gallery, 6:45am
 
Ribbon Cutting
Carol & Company Hair Studio, LLC
1724 Center St. NE, 4:30pm
 
ThUrSdAY 2
Governmental Affairs Forum
Rooms A & B, 7 - 8:30am
 
Crystal Apple Steering Team
Room A, 9am
 
FridAY 3
Greeters Networking
Kuebler’s Furniture
230 Commercial St. NE, 8:30am
 
Ribbon Cutting
Madison Avenue, Liberty Plaza, 
285 Liberty St. NE, 1pm
 
SATUrdAY 4
Evening d’ Elegance, “An Evening in Paris” 
presented by U.S. Bank
Register online at www.salemchamber.org or 
phone 503.581.1466 x301
 
MOndAY 6 
Chamber Business Women
Room A, 11:45am
 
TUeSdAY 7
Small Business Development Workshop
“Holiday Marketing to the Latino Consumer”; 
Roy Larson, Larson Northwest Research & 
Consulting
7:30am: Continental breakfast
8-10am: Program
Register online: www.salemchamber.org
 

Chamber Business Women
Denny’s at Mill Creek, 11:45am  
 
WedneSdAY 8
CBW Business Fair
Rooms A & B, 11am to 3pm
 
ThUrSdAY 9 
Leadership Salem 
Legal Day Team, Room C, 7:30am
 
Leadership Salem 
Education Day Team; Room C, 8:30am
 
Leadership Salem 
Team Leaders, Room C, 10am
 
Leadership Salem 
Natural Resource Team; Room C, 11am
 
Ribbon Cutting/Open House 
Smith Barney
4285 Commercial St. SE #200, 4;30pm
 
FridAY 10
Greeters Networking
Salem Center Food Court
401 Center St. NE, 8:30am
 
SATUrdAY 11
Ribbon Cutting 
Madison Avenue, Liberty Plaza
285 Liberty St. NE, 1pm
 
MOndAY 13
Forum Speaker Series Luncheon
Speaker: Dr. Sandra Husk, Superintendent of 
Salem-Keizer 
Public Schools
Sponsored by: Garrett, Hemann, Robertson, 
Jennings, Comstock & Trethewy, P.C.
Red Lion Hotel & Convention Center
3301 Market St. NE, 11:45am
 

TUeSdAY 14
Executive Team, Room C, 7am
 
Leadership Salem
Rooms A & B, 7am
 
Ribbon Cutting
Sun Quest Executive Air Charter  
McNary Field, Salem Airport
2870 25th St. SE, 5:30pm
 
WedneSdAY 15
Board of Directors Meeting
Rooms A & B, 6:45am
 
Ribbon Cutting
Countrywide Home Loans
250 Church St. SE #110, 4:30pm
 
ThUrSdAY 16
Ag Team meeting
Room B, 7:30am
 
Ribbon Cutting
Navis Pack and Ship
7647 3rd St., Turner, 4:30pm
 
10th Annual Crystal Apple Awards
Tickets: Historic Elsinore Theatre and at all 
Tickets West locations or 503-375-3574. Pre-
show “Live from the 
Red Carpet,” 6:30pm, Awards Ceremony, 7pm
 
FridAY 17
Greeters Networking
PGE Festival of Lights Holiday Parade
at Kelly’s Lighting Store, 3850 Hagers Grove Rd. 
SE, 8:30am
 
MOndAY 20
Past Presidents Lunch
Room B, 11:30am
 

Chamber Business Women
Room A, 11:45am
 
TUeSdAY 21
Chamber Business Women
Denny’s at Mill Creek    
3155 Ryan Dr. SE, 11:45am 
 
WedneSdAY 22
Chamber Business Women
Blue Pepper, 6:45am
 
ThUrSdAY 23
Thanksgiving Day, Office closed
 
FridAY 24
Office closed , no Greeters
 
TUeSdAY 28
Chamber Latino Network Steering Team
Room B, 9am
 
WedneSdAY 29
Leadership Youth
Rooms A & B, 7:30am
 
ThUrSdAY 30
Salem Area Young Professionals
“Salem’s Downtown Gem”
Historic Elsinore Theatre
170 High St. SE, 11:45am-1:15pm
Register: www.youngpros.com
 
FridAY 1
Greeters Networking
Costco Wholesale, Inc.
1010 Hawthorne Ave. SE, 8:30am
 
Ribbon Cutting 
Madrona Hills ACE Hardware
706 Madrona Ave. SE, 11am

Lisa Franceschi 503-589-9150 lisa@withnellauto.com

Every Make, Every Model



725 Commercial Street SE Salem, Oregon 

Experience in Real Estate 
really does make the difference.

LOOKING FOR A CAREER CHANGE? Have you considered a career in real estate? Pre-license training now available for $500. 
We provide the tools and support to get your business started. Call Cecily Parks at John L. Scott Salem at 503-585-0100.

(503) 585-0100

Jess Haines 
Owner/Broker 

(503) 540-1950 Office 
(503) 585-7951 Fax 

Rates are Low — Catch Them While You Can!  

Come Grow With Us!
We are Expanding!
Opportunities for  
professional Loan  

Officers.  Fax resumes or 
call our office today.

WWW.CATCHALOAN.COM

1947 Sunset House of the Year!
4 br, 2 ba w/over 3000sf. RV pad, nwr kit, 
stainless appls, new cabs, formal dining, lg 

fam room, 2 fps, plus much more!
$349,900 (566941)

Gorgeous & Private 5 acres! 
Looking for privacy- look no further!

3 br, 2 ba, kit w/island & abundance of oak 
cabs, vaulted ceilings, shop & outbuilding.

$514,900 (565802)

Beautiful Tree House Setting!
6 br, 3 ba, 3952sf in desirable West Salem 

next to a park. Courtyard w/hot tub & deck.
Dual living poss, lg bsmt w/br, ba, fam rm. 

$385,000 (559854)

Move in Ready!
4 br, 2.5 ba, 2106sf home, w/beautiful 

hrdwd in dining & kit,gas fp, lg bonus rm 
w/mtn view! $259,900 (566664)

Fabulous West Hills Area!
3+br, 2.5ba, 2790sf w/mstr on main! Bath 
includes walk-in shwr, jetted tub, his/her 
vanities. Lg off could be 4th br, bonus rm 

upstairs. Fncd bckyd w/spa. 
$389,900 (565423)

Charming & Spacious! 
Classic Dallas updated home!

3 br, 2 full ba + 2 half ba, 1780sf, 
utility rm, sun room, new vinyl windows, 

garden area, dual living poss! 
$184,900 (564249)

Downtown Dallas Charmer!
Unique 5 br, 2 ba, 1800sf w/plenty of rm to 

relax! Wonderful wrap-around
deck on lower & upper levels. 

$179,900 (566918)

Warm & Cozy!
3 br, 2 ba, 1734sf, 2 fireplaces, large 

private yard, 686sf. shop, great location, 
just mins rom dwntwn! 

$243,900 (567926)

Immaculate Single Level Home!
4 br, 2 ba, 1687sf at the end of a cul-de-sac! 
Vaulted ceilings, skylights, form dining, tile 
kit, tile roof, 2 bck patios, gorgeous bckyd! 

$249,500 (566728)

Custom Log Home on Private Acreage!
Stunning 1998 3 br, 2 ba, 2329sf hm on 

almost 10 acres! Home, barn, shop + 1800sf
poss hrdshp, office or studio. Perfect for 

livestock/horses! $845,000 (567717)

New Craftsman Style Home!
5 br, 3 ba, 2593 sf w/18’ ceilings in entry, liv 
& din rm. Beautiful kit w/stainless appls, 5th 
br, on main flr. Lg fncd bckyd w/wtr feature. 

$349,559 (567030)

Room for Everyone!
4 br, 2 ba, 2014 sf, lg lot in S Salem 2 fps, 

lg FR & LR, updtd kit & bath, 
hrdwd in brs, new crpt, fncd bckyd. 

$229,900 (565546)


