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Young Pros on page 9

It’s 8 a.m. on a warm summer day in the 
scenic Santiam Canyon. Cars are pulling in 
to the parking lot of Trexler Farm Café in 
Stayton, Oregon. Twenty- and thirty-some-
things are hopping out and bustling into the 
quaint farm store café’s “boat room,” where 
they gather for the newly formed North San-
tiam (NS) Young Pros meet-up, coordinated 
by GROW EDC, on the third Thursday of 
each month at 8 a.m. 

Young men and women greet each other 
with excitement in their voices and smiles 
upon their faces. While some have attended 
the NS Young Pros meet-ups before, there 
are always new faces. With a variety of pro-
fessionals ranging from banking managers 
to race car drivers, and non-profit directors 
to local entrepreneurs, they all share a com-
mon bond: They are under 40, doing busi-
ness in the Santiam Canyon.

“Hashtag-NS Young Pros!” they shout. The 
group loves using their hashtag for organic mar-
keting and social media, especially NS Young 
Pros member Nicole Miller, a public relations 
consultant who thrives on all things marketing. 

“I always look forward to our ‘hashtag-NS 
Young Pros’ group,” says U.S. Bank Small 
Business Relationship Manager Chad Seeg-
miller, smiling. “I not only get to network 
with other young professionals in the area, 
but there is always something really valuable 
for me to learn. My favorite topic so far was 
time management. I can directly apply that to 
my life and job. Who knew that time manage-
ment is so powerful?”

These are our up-and-coming business and 
community leaders (some are already). They 
haven’t had a forum to speak together with 
one voice or come together to network with 

New Santiam Canyon Young Pros 
Group Brings Energy And Vision

NS Young Pros selfie with Grady Hardage, Janai Hill, Wmily Gooch, Eli Justman, Chad Seegmiller,  
guest speaker Paula Newman, Elaina Turpin, Nicole Miller, Jennifer, Sandberg, Jelie Hilty and Jason Burns



Albany Location
333 Lyon Street SE

Albany, OR 97321
Phone: 541.926.9000

Fax: 541.926.9009

Willamette Community Bank Expands To Salem

Lebanon Location
1495 South Main
Lebanon, OR 97355
Phone: 541.258.7416
Fax: 541.258.7419

Larry Goodreau

New Salem Location:1665 Liberty Street SE #250  office: (503) 931-4390



503-587-1600

CAMBRIDGE GREENS AT MCNARY ESTATES! 2 Bdrm, 2 
Ba, 1726 sq. ft. condo! Large kitchen, bay window eat-
ing area, slider to patio, den off living room. Located 
near pond & greenway! (678464) $255,000 Rick & 

Ande Hofmann 503-390-8000 Code #2745

Located in Silverton on Silver Creek w/privacy!  2000 
SF home, plus full basement not incld in footage. Great 
room addition & outdoor deck extends from house to 
allow indoor enjoyment of the creek below. New roof, 
newer vinyl windows & more. $205, 000 (670647) Don 

Meyer 503-999-2381

A MUST SEE! Foyer w/curved stairway, LR & Frml DR, 
FR w/gas FP, 4 bdrm, 2.5 Ba, gourmet kitchen, Brazil-
ian cherry floors & so much more.  Opportunity to pur-
chase a lovely 2551 SF home on an acre that could be 

divided into building lots. $375,000 (674455)
Roger Elliott 503-569-5003

4 BEDROOMS IN NE SALEM!
2496 sq. ft., custom built, 1-owner home! Mstr on the 
main, blt-ins, 2 gas frplcs. Lg bonus room on 2nd level. 
Updated roof & vinyl windows. Fenced yard, oversized 
garage. $219,900 (681571) Rick & Ande Hofmann 

(503) 390-8000 Code #2845

A LITTLE BIT OF COUNTRY RIGHT IN KEIZER!
2 bdrm, 1 ba, 1063 sq ft home on .76 acre lot sits back 
off the road. Coved ceilings, gas frplc, lg cvrd patio. 
2 bdrm, 1 ba guest house, separate shop & smaller 
shop/shed. $299,900 (681976) Rick & Ande Hofmann 

503-390-8000 Code #2875

Great location! Near state offices, Willamette Univer-
sity, bus, shopping and grocery! Each side has new 
electric boxes, new carpet and vinyl in 2011, new 
sewer line in 2012 and some new windows. Each side 
has washer and dryer hook-ups. $165,000 (678159)  

 Marilyn Shotts 503-510-2473

Custom manufactured home in a private, serene set-
ting with view of SW coast range! New wood floors 
throughout, ceiling fans, and extra-large windows in LR 
& MBR. Detached garage and pole barn, deck & hot 

tub. Bank approved price! $170,000 (666345)
Marilyn Shotts 503-510-2473

OPEN SUNDAY OCT 5 2-4pm! Wonderful single level 
home priced to sell fast in excellent south Salem neigh-
borhood! Newer roof & vinyl windows, 2 frplcs, vaulted 
ceilings. Large backyard backs up to open space w/lots 
of birds & other wildlife. Spacious rooms, inside utility 
w/nice blt-ins, heat pump, UG sprinklers. Easy walk to 
new Battle Creek Elementary School. 1 year home war-

ranty included. $189,500 (682055)
Janis King Melsha 503-999-4663

Build your dream home on this view property on gentle 
slope in secluded area of small acreage home sites. 
Bring your builder and plan. Well is in! Good stand of 
trees and prairie is ideal for home site in NW corner. 

(676017) Trevor Elliott 503-602-1039

Newer than its year! Vinyl siding w/insulation 7 yrs, new 
roof on home 2 yrs, garage roof 1 yr. Vinyl windows, interior 
sheet rock, kitchen dining & formal dining, office/den, mas-
ter bath all new, laundry room w/sink. Circle Drive, RV space 
w/electric, fabulous backyard w/30X23 above ground pool, 
new pump & filter, pool house, large covered deck, metal 
storage shed, 2 10 X10 dog kennels w/roof, large dog-run, 
garage w/work bench. A must visit! $124,000 (675806)  

Don Meyer 503-999-2381

Remodeled in 2011 from the studs in! Older –outside 
charm with “new” insides, insulation, vinyl windows, 
electric, appliances & more!  3 bd, 2 ba home centrally 
located near WU. All appliances & window treatments 
included. Cedar fenced bckyd w/covered 11x22 patio. 

$182,400 (676670) Don Meyer 503-999-2381

A SPECIAL PLACE! Private courtyard invites you into this 
lovely single level home, located in super school district 
within walking distance of transportation, shopping 
and medical facilities. Carefully maintained, you must 
visit to appreciate. Wood floors, formal and informal 
dining, nice storage throughout. Living Room & family 
room plus 3 bdrms & 2 ba. Covered deck/totally fenced 

yard. $225,000 (681618)
Marilyn Shotts 503-510-2473

Located on a dead-end street with playground nearby.  
Spacious home, 3028 SF, 4 bdrm, 3 ba, roomy kitchen 
w/walk-in pantry & newer appliances, LR w/custom 
bookcases & woodstove.  Additional room could be  
Theater rm. $309,900 (670982) Don Meyer 503-999-2381

Dual Living! Two houses joined by one door on one 
lot! Original home was remodeled and shines. Roof 
installed July 2014, fresh paint in and out. New duct-
less heat pumps make this inexpensive to heat and 
cool. Back house needs some cosmetics and slight fin-
ish work. Possible 203k. More than 6 bedrooms and 
room to park RV. Great investment property potential! 

$210,000 (682158) Trevor Elliott 503-602-1039

Cheerful, hard to find 4 bedroom home in Keizer w/
open floor plan. New furnace in 2012, 8x8 garden shed, 
covered patio, corner lot. Spacious kitchen with over 
the range microwave, refrigerator, and ample counter 
space. Make this home your own! $185,000 (680351) 

Roger Elliott 503-569-5003

SOMETHING FOR EVERYONE!
5 Bdrm, 3, Ba, 2166 sq. ft. home on 1.99 ACRES. Con-
venient location. Possible dual living. Many updates. 
Fenced yard, barn, 2 shops, pool & hot tub. $384,900 
(679530) Rick & Ande Hofmann 503-390-8000 

Code#2795
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Residential Specialist
Oregon Lic. Broker

DYAN POPE
Dir. of Finance

ZACH FISCHER
Commercial Sales  
& Leasing;  
Oregon Lic. Broker

KRISTA TERLECKI  
Oregon Lic. Broker

ALEXANDRA AGUIAR
Residential Specialist, 
Oregon Lic. Broker

BO RUSHING
President/CEO
Oregon Lic. Broker

CHRIS LYNDE
Construction MGR,
Dir. of Operations, WVPM

JESSICA RUSHING
Marketing Director

ALI MORRISON
Dir. of Client and Broker 
Services, Oregon Lic. 
Broker

BETH SLEVCOVE
Regional Dir. of Property 
Management
Oregon Lic. Broker

BARB NORRIS
Oregon Lic. Broker

For Lease: 1,390 SF duplex style office space in ideal location on 
Liberty, blocks from the library, CBD and convention center. Office 
includes 3 private offices, two bathrooms, kitchen and reception area. 
Beautifully remodeled, skylights throughout. Move in ready. Contact 
Bo Rushing or Zach Fischer at (503) 588-8500 or (503) 508-4348

For Lease: Multiple second floor office suites available in the Secu-
rity Building in historical downtown Salem, located at 161 High Street. 
Spaces ranging from 161-665 SF. Contact Bo Rushing or Zach Fischer 
at (503) 588-8500 or (503) 508-4348.

For Lease: 1,725 SF retail space. Formerly Mango Chill Frozen Yogurt, 
this space is vanilla shell ready and located on the SE corner of Kue-
bler & Commercial St.. in one of Salem’s busiest shopping centers 
with great visibility and with easy access to I-5. Pylon sign with ten-
ant signage available. Co-tenants include Dollar Tree, Applebee’s and 
Sally Beauty. Contact Bo Rushing or Zach Fischer at (503) 588-8500 
or (503) 508-4348

For Sale: 0.96 acres located on the busy intersection of River Rd N 
and Broadway-this parcel is a developer’s dream! River Rd N is the 
main thoroughfare through Keizer to Salem, this property is located 
practically on the Salem/Keizer line. Great mix of successful national 
and local businesses in the area and high traffic counts are a good 
sign that any commercial user could thrive in this location. Contact Bo 
Rushing or Zach Fischer at (503) 588-8500 or (503) 508-4348

For Sale or Lease: 2045 Silverton Rd-34,312 SF building 
on 3.12 acres. Ready for tenant improvements or remod-
eled by owner/user. Possible uses: city offices, medical/den-
tal office, call center, education facility, indoor sports facility.  
Contact Bo Rushing or Zach Fischer at (503) 588-8500 or (503) 508-4348

For Sale: Well-maintained historical building with large commercial 
space (formerly a tavern), four separate apartments and “school 
house” outbuilding. Located in the quiet community of Crabtree just 
minutes from I-5 and only 10 miles outside of Albany. Could be per-
fect for owner/user, as a storage facility or for a new commercial user.  
Contact Bo Rushing or Zach Fischer at (503) 588-8500 or (503) 508-4348

For Lease: 2,600 former restaurant space available in Stayton Plaza, 
the center of business and consumer activity in the Stayton area. 
Shopping center occupies a city block and is located at the main 
intersection within the city tenants include Key Bank, O’Reilly Auto 
Parts and Dollar Tree. Restaurant space has two entrances for easy 
access from both streets. The interior is freshly refurbished, with two 
bathrooms and a large central kitchen. Space can be expanded or 
enlarged to fit tenant’s needs. Contact Bo Rushing or Zach Fischer at 
(503) 588-8500 or (503) 508-4348

Open House at McMinnville’s Premier Subdivision: Norton Crest 
Broker’s Open: Join us Wed., June 4th from 11am – 1pm
Everyone: Join us Sat/Sun., June 7th & 8th 12pm – 5pm for the Public 
Open House and Subdivision Grand Opening! Norton Crest is located 
off Hwy 18, east of McMinnville. Open house is at 2728 NE Cole Ave 
McMinnville, OR 97128. Contact Alexandra at (503) 930-5315 for fur-
ther details.

RUSHING G R O U P
CommerCial real estate    ProPerty management    residential real estate    develoPment & ConstruCtion

503-588-8500
rushinggroup.com

Open HOuse—McMinnville

1855 Hawthorne Ave, NE    Salem    503.400.5608  AccuratePMR.com

Let Accurate PMR 
seemlessly assist you
 with an IRA rollover.

Sensible.  Simple.  Secure. 

APMR also buys discarded jewelry,
scrap, and provides pawn loans
for precious metals.
 

We buy 
Gold

“
”
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The New 2014 Mercedes-
Benz C-Class

C300 4MATIC

Creative Company has been named agency 
of record for Salem Convention Center. The 
firm is providing brand positioning, strategy 
and messaging to synchronize all marketing 
outreach. Projects include a website refresh 
and a new print and digital ad system. Diana 
Fruit hired Creative Company to redesign its 
dated website. The new design will stream-
line navigation, provide more product details 
and present a new look for the B2B company. 
McMinnville Economic Development Part-
nership chose Creative Company to update 
its brand and rebuild its website. The site 
will give companies and site selectors quick 
access to key facts and information about 
doing business in McMinnville. Salem-based 
Arbuckle Costic Architects selected Creative 
Company for their new logo design. 

A new website and sales brochure have 
been completed for Dragonberry Produce, 
based in Canby. Creative Company also fin-
ished strategy development for Kaufman's 
Home Maintenance of Salem. Completed are 
a refreshed website, updated sales materials, 
billboard redesign and social media training. 
Next phases include new truck graphics and 
social media advertising.

For more than 30 years, Creative Company 
has been providing brand strategy, develop-
ment, management and optimization for cli-
ents in a wide range of industries.

We are pleased to announce 
that for the third consecutive 
year Rich Duncan Construction 
has made the prestigious list of 
the Fastest Growing Companies 
in America! Ranking at position 
#2443, Rich Duncan Construc-
tion has once again demonstrated 
that success, in spite of economic 
conditions, is always a possibil-
ity. With 157% three-year growth, 
this Salem company ranked in the 
Top 100 businesses in the con-
struction industry and in the Top 
30 for Oregon. “We want to thank 
our clients and community for 
showing their continued support 
to help grow our company.”-Rich 
Duncan Construction

Another Year, Another Ranking:
Rich Duncan Construction Makes The List

Creative Company 
lands four new 
clients, completes 
work for others

I Stand Proud and watch from Atop the 
Great Dome of the Oregon State Capitol. It 

is my job to watch and remember.
Taxes and tax reform: a major interest of 

politicians, reporters, and folks who care 
about government.

John Kitzhaber seeking his unprecedented 
fourth term as governor has been talking 
about state tax reform without being very 
specific as to details.  His concern is driven 
by the constitutional amendments changing 
our property tax system that occurred sev-
eral years ago it place the burden for financ-
ing schools on state government rather than 
property taxes collected by school districts 
with the approval of their voters.

But the big tax problem is at the federal lev-
el.  Federal spending greatly exceeds the tax 
revenue raised by our current tax structure.  

Many large businesses have moved as much 
of their production outside of the United 
States as possible .   The national tax foun-
dation recent report makes it clear why US 
based businesses look to do as much business 
outside of the United States as possible.

The Tax Foundation developed a  2014 in-

 Election Time & Tax Talk

MUSINGS OF THE OREGON PIONEER
ternational tax com-
petitiveness index.  They 
examined the tax struc-
ture of the largest 34 
economies in the world 
that have created the 
Organization of Economic Cooperation and 
Development.

Of the 34 countries ranked, the United 
States ranks 32nd worst tax structure for   
economic development.  Our neighbor to the 
North, Canada ranks 24th and our neighbor 
to the South, Mexico ranks 19th. 

None of our candidates seem to be focusing 
on this issue.  Our President , not known for 
supporting jobs and payrolls by encouraging 
business, has ignored the issue.  Perhaps it is 
time for the grass roots to speak up!

I Stand Proud and watch from Atop the 
Great Dome of the Oregon State Capitol. It is 
my job to watch and remember.
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Lariat Lawyer
SBJ aNcHOR cOlUMNIST -aT laRGE BILL ISABELL

Merriam-Webster defines a lariat, some-
times called a lasso, as a long light rope 

(as of hemp or leather) used with a running 
noose to catch livestock, with or without the 
noose, to tether grazing animals. And I’m sure 
you all know what a lawyer is. The lawyer in 
this column has had plenty of experience us-
ing a lariat.

Con Lynch, was born in Lakeview, Oregon, 
in 1957, and raised on his grandfather’s ranch 
in Plush, Oregon. Plush? Yes, there is a Plush, 
Oregon. 

Plush is an unincorporated rural community 
in the Warner Valley of Lake County, in south 
central Oregon. The one notable attraction in 
the area is Antelope Hot Springs  located on 
the Hart Mountain National Antelope Refuge. 

Plush is also home to a large Oregon sun-
stone gemfield. Sunstone is the Oregon state 
gemstone. The sunstone found in Plush is dif-
ferent from other sunstones found elsewhere 
in the world because of the copper content 
found in the mineral. But enough about Plush, 
back to Con Lynch.

Lynch’s great grandfather started a ranch 
in Plush in the late 1800s. His roots were in 
Ireland where he owned race horses and regu-
larly traveled back and forth between Oregon 
and Ireland managing them.

Con’s dad, Phil, was a genuine, full-time 
cowboy who, at the peak of that ranch had 
about 3500 head of cattle. Notably, while a 
student at the University of Oregon around 
1952, he played on the freshman basketball 
team. A basketball playing career was snuffed 
out early when he suffered a serious leg injury. 
Con recalls, “we used to give him a bad time 
about being Joe College at the U of O”. Phil’s 
brother, Jim, was Oregon’s Student Body 
President in 1957. 

Mom, Sue, was a homemaker on the ranch. 
Both parents are deceased.

Lynch has 3 younger sisters. Lori lives in To-
ledo, Oregon. Lisa lives in Lakeview and Lezlie 
lives in Burns. 

Schooled in Plush through the 3rd grade, 
Con went on to graduate from Lakeview High 
School in 1976. He played football, ran track 
and rodeoed in high school. He even compet-
ed in the National High School Finals in Gal-
lup, N.M., in 1975. Plush didn’t have a lot of 
entertainment choices so he grew up learning 
to entertain himself. In fact, there wasn’t even 
a movie theater within 40 miles of his home!

Following high school, Lynch enrolled at 
Willamette University, played slot back on 
the football team, and majored in economics 
and speech. But it wasn’t long before, due to 
the influence of his two lawyer uncles and his 
grandfather judge, law took over his interest.

Lynch graduated from Willamette law 
School in 1983 and passed the Oregon State 
Bar that same year. 

He immediately joined the law firm of Doug-
las, Brown, Carson, and Dickey (DBCD) in the 
Garfield Building as an associate. He’d already 
had his proverbially foot in the door as a law 
clerk there during school.

He began as a litigator with Don Dickey, his 
mentor, but primarily worked on business and 

estate planning.
Eleven years later, in 1994, he left DBCD to 

start his own practice on Leslie Street. Five 
years later he bought his current historic busi-
ness location at 841 Saginaw St S. then moved 
there in 2000. His phone number is (503) 
378-1048.

Con met his wife, Cindy, in 1977 while on a 
Willamette field trip to Hawaii with six of his 
fraternity brothers. Cindy, who was also a stu-
dent at Willamette majoring in biology and 
environmental science (graduated in 1979)  
was in the same group of about thirty. 

He first saw her from the water just walk-
ing on the beach. In one fell swoop, he recalls, 
he was smitten. Unfortunately, he didn’t get 
a chance to meet her until later when he was 
doing the mail delivery job for the group and 
delivered a postcard to her with Klamath Lake 

pictured on it.
He asked her who she knew in that area and, 

coincidently, it just happened to be a mutual 
friend who was also one of his Willamette 
football teammates. Sadly, they would not 
interact with each other again until at Wil-
lamette at the end of the following summer 
while getting ready for school. Happily, there 
was more to come.

Their first date was in August of 1977. They 
had a pleasant date but even so, he still re-
members battling for her attention. He won 
the battle. They were engaged in the spring of 
1979 and married July 26, 1980.

Cindy, then, began commuting to dental 
school at OHSU finishing up in 1981.

She went right to work as a dental hygien-
ist but, ultimately, had to give that up. The 
requirements of the job created too much 

neck pain for her. 
The neck pain was 
the result of an in-
jury she’d suffered 
when she was rear ended by a driver in 1986. 
She joined the Con Lynch Law Firm as the 
bookkeeper in 1994. 

Con and Cindy have 3 very successful adult 
children. Daughter, Bryn, 31, is married to 
Sam Coelho. They own and operate Samuel 
Robert Winery in Amity and have an owner-
ship interest in Sam’s family winery, Coelho 
Winery, also in Amity. 

Daughter, Caitlin, 28, is a professional vio-
list living in New York City. She attended the 
prestigious Julliard School for Performing 
Arts there and has played music with the likes 
of Itzhak Pearlman, probably the most famous 
violinist in the world, among others. She’s 
married to award winning composer, Tim 
Mauthe and is currently in a contemporary/
new/classical group called ACME,  Ameri-
can Contemporary Music Ensemble.

Son, Conor, 23, (pronounced Connor but 
according to Con, the spelling is, “an Irish 
thing”) Conor, who was a standout quarter-
back at South Salem High School and Carlton 
College in Minnosota, where he graduated 
early this year, plays quarterback for a profes-
sional football team, the Berlin Rebels, in Ber-
lin, Germany.

The Lynches have two grandchildren. Bryn’s 
son, Francis, is six months old and other son, 
“Little Con”, is six.

Con Lynch’s law firm specializes in estate 
planning and asset protection especially as it 
relates to family business transitioning.

His first and oldest client is Curry and Com-
pany, INC. in Brooks, Oregon. He’s represent-
ed them since 1994.

The Lakeview ranch was sold to and is now 
run by his 2 aunts and their husbands.

Con worked on that ranch through the sum-
mer of 1980 and in their heyday had about 45 
head of horses. With 24 ropers working, they 
once branded 628 cattle in a single day! It was 
back then that he competed in many, many 
area rodeos in the team roping and calf roping 
events. He certainly knows how to use a lariat. 

He hasn’t done much ranching for some 
time now. He misses those cowboy days but 
that life style now, he maintains, would be very 
hard to regain due to the difficulty in acquiring 
property and all that goes along with ranching.

I met Con Lynch way back in 1988 when I 
was part of the United Way’s Fund Distribu-
tion process and Con was the chair of my par-
ticular panel. I recall thinking very highly of 
him in that role. Who knew that my wife, one 
day, would work for him? She does.

But the United Way wasn’t and isn’t the only 
volunteer activity for Lynch. He, also, volun-

Salem attorney Con P Lynch
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Coming into our 4th year 
of business, Reboot Com-
puter Shop is proud to be 
the hardware specialists 

of Salem! Our goal is 
to help customers save 

money repairing instead 
of replacing, while also 
helping the community 

with electronics recycling 
and reuse! Your satisfac-

tion is our mission!

Laptop Repairs
Desktop Repairs
Mobile Devices

Contact Us

Downtown Salem, next to 
JC Penny, Salem Center, 
Shutterbug, Rite-Aid, T-

Mobile.

Open Tuesday thru Satur-
day, 10AM to 6PM. Closed 

12:30-1:30 for lunch.

384 Center St. NE,
 Salem, OR 97301
(503) 363-8221

teers as a trustee for the Ralph Hull Founda-
tion headquartered in Corvallis. This organiza-
tion benefits philanthropy and volunteerism, 
focusing specifically on private grant making 
foundation programs. Ralph Hull, who died in 
2002, was a lumberman/philanthropist who 
contributed immensely to hospitals, needy 
children, schools, churches, teachers and a 
host of other worthy charitable causes. There’s 
even a Ralph Hull Regional Heart Center in 
Corvallis.

He also donates to Family Building Blocks 
and the Salem Education Foundation, and 
referees boys and girls high school basketball 
games, local and statewide.

I asked Lynch what he sees as the challenges 
of today in his line of work and he said this, 
“The laws have changed a lot and are con-
stantly doing so and you have to keep up with 
them. Also, people continue to want results 
faster and faster. It’s an immediacy the clients 
not only want but expect. I have an average 
of seven staff members who work, as a team/
family, very, very hard to deliver on those ex-

pectations.”
He goes on to say, “The most rewarding part 

of this career is the satisfaction you get from 
successfully transitioning, to everyone’s sat-
isfaction, a family business or resolving non-
traditional family business issues. That’s our 
real payoff.”

Con’s primary future goals are for sensible 
expansion and quality of services for busi-
ness transitions improvements. But he’s not 
in a hurry if it jeopardizes his overall quality 
of service.

 Lynch continues, “Businesses we will repre-
sent in 5 years probably don’t exist today and 
we have to put ourselves in a position to be 
ready for them when they do”.

He holds an annual seminar in January that 
is designed to help businesses focus on de-
veloping confidence to adapt to change and 
successfully perform in any economic envi-
ronment. I sat in on the seminar last year and 
I can tell you, with conviction, it was a top 
notch event that better prepared those busi-
ness people for future challenges. This year’s 

5th seminar will be held on January 22 to 24. 
For the location or other questions, call: (503) 
378-1048.

For hobbies, Lynch likes to run, golf and 
spend fun time with their grandkids. And 
when he can, with wife, Cindy, follow their 
son, Conor’s football career. He also sponsors 
a winter bowling team consisting of his staff/
team and their spouses (yes, that includes me).

So this “lariat lawyer” has his real cowboy 
days in his rear view mirror. But he’s found 
other ways to “cowboy up”. 

These days, lariat/lassoing skills consist of 
roping successful business transitioning and 
conflict resolution solutions for his many cli-
ents. It looks like he’s doing a really good job of 
“corralling” those goals. If you’d like to saddle 
up with him and his “ranch hands” and have 
them use their lariats to lasso success for you 
and your business, give him a holler at 503-
378-1048. You’ll be glad you did!

Bill Isabell is chief meteorologist for Salem’s 
first choice, KBZY Radio, 1490am Salem, Or-
egon

The Oregon End Violence Against Women 
PAC has named Senator Jackie Winters (R-
Salem) one of their 2014 "Champys." The PAC 
is honoring three individuals who have been 
champions for public policy that improves the 
response to and prevention of domestic vio-
lence, sexual assault, and stalking.

"Though often hidden behind closed doors, 
violence against women is a dark and insidi-
ous reality," said Winters. "I believe there 
is much we as a state can do to expose and 
prevent abuse, and to fight for the rights and 
dignity of victims. I'm honored by this group's 
recognition, and will continue to work on the 

women they represent."
Winters has served as the Co-Chair of the 

Joint Ways and Means Subcommittee on 
Public Safety where she has championed 
numerous reforms and victim support initia-
tives.  Last year she pushed House Bill 3194, 
which reinvested a portion of the savings 
gained from justice reforms into services for 
survivors of domestic and sexual violence.

The Oregon End Violence Against Women 
PAC is hosting an event to honor Winters, Rep-
resentative Jennifer Williamson (D-Portland) 
and advocate Kerry Naughton. The event will 
be held at the Secret Society Ballroom on Oc-

tober 13.
Winters is a 

retired small 
b u s i n e s s 
owner and 
has served 
in the state 
l e g i s l a t u r e 
since 1998, 
when she was 
elected to the 
House of Representatives. She was elected to 
the Senate in 2002. 

Jackie has lived in Salem for 43 years.

Winters Recognized For Advocacy 
On Behalf Of Victims

Oregon Senator,
 Jackie Winters
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As a psychology major I studied organiza-
tional behavior and leadership. I learned 

concepts associated with the psychology of 
decision making, like “Group-Think,” a term 
you’ve probably heard about. An off shoot of 
that where a group can get caught up is mak-
ing “mountains out of molehills.”

I’m sure you’ve seen this in meetings. Usu-
ally it’s one or two people dwelling on some-
thing that has long passed. But, the whole 
group can get swept up in something that 
bothers one person. As it goes on, this can 
create a roadblock to progress and success. 

I’ve seen groups dwell on issues such as 
lost documents, misspellings, confusing 
(but not inaccurate) financial statements, 
malfunctioning equipment, and minor er-
rors and almost anything else you can think 
about. As group-think takes over so many 
people can throw dirt on the molehill we 
can create a faux-mountain that is difficult 
to conquer because people forgot why they 
were upset in the first place. 

The Mole Hill phenomenon isn’t just a mi-
nor distraction for nonprofit boards. If the 
issue is brought up again and again at board 
meetings, often by the same people, it will 
drain people of their energy. The intense 

Of Mountains And Mole Hills

Oregon Can Once Again Have A Thriving Economy

focus on the issue could cause a valuable 
board member to withdraw from activi-
ties or resign entirely. A rift could form and 
sides could be taken. If directed at staff or 
contractors their motivation to 
continue working for the orga-
nization could deteriorate and 
that could have dramatic con-
sequences.

Another danger is these dis-
cussions become a distraction 
from the larger issues impact-
ing non-profits such as ensur-
ing the organization gets good 
attendance at events, achieves 
great results from fundrais-
ing campaigns, maintains ac-
curate financial records and 
finds success in membership campaigns.

Of course, board members should make 
sure the “mole hill” issue isn’t the result of a 
cataclysmic event such as a crime or an on-
going problem that reflects a fundamental 
management issue. But the odds are   these 

problems are isolated incidents. A simple 
change of procedure and an apology may be 
in order, but after that it’s time to move on. 

So before you become an unwitting partici-
pant in the dirt-piling stop and 
ask some important questions:

Why has this particular situ-
ation triggered such a strong 
reaction? In psychology ter-
minology, the term “transfer-
ence” may apply. In this case a 
person is upset about a recent 
decision that was made but 
was not able to fully express 
their feelings about it. So, the 
Mole Hill issue takes its place, 
emotionally speaking. 

Another question to ask is 
if I isolate this situation from the person is 
it still so upsetting?  Think of your favor-
ite person. If he or she did the same thing, 
would you be as emotional?

Can this situation be fixed?  If an apology 
is made and a new process put in place to 

avoid a repeat of 
the situation will I 
be able to forgive 
and forget?    

Is this my battle to fight?  Should I spend 
my valuable time worrying about it?  What 
do I personally gain from jumping on the 
“mountain building” campaign?

Is this situation so significant that I will 
still care about it years from now?

Along with these questions, take some 
time to run the situation by a neutral party 
who can see more than your side. Ask them 
if they think it is worth the energy.

Once you are able to see the difference be-
tween Mole Hills and the Mountains created 
from the collective dirt of smaller issues you 
will be able to start the successful climb to 
success in your organization.

Harvey Gail, MBA is owner of Spire Man-
agement, an association management , 
event management and consulting firm lo-
cated in Salem, Oregon.  www.SpireMan-
agement.com

STaTE SENaTE caNDIDaTE  PATTI MILNEYou’ve heard it before and let me say it 
again, your vote does count! Pericles, the 

well-known statesman born in 495BC, said it 
well, “Just because you do not take an interest 
in politics doesn’t mean politics won’t take an 
interest in you.”

The last day to register to vote in the gen-
eral election is October 14. Voters’ Pamphlets 
and ballots will arrive in your mail box shortly 
thereafter.

This election is important. The results of this 
election will change the direction of Oregon 
for several years into the future.

Democrats have controlled Or-
egon politics, the legislature and 
the governor’s seat since 2007. 
We have had a Democrat gover-
nor since 1987. Republicans last 
held the speaker of the House 
position in 2005, and the last Re-
publican Senate President was in 
2001. When one party is in con-
trol of the governor’s seat, the 
house speaker and senate presi-
dent seats all at once, there is no 
balance of power, representation 
is one sided and partisan politics rule.

We’ve seen the results over the past decade 
or so of this lopsided control of power in the 
multiple boondoggles dumped on taxpayers 
such as the failed attempts at a new bridge 
over the Columbia River, the miserable 300 
million-plus dollar failure that is Cover Ore-

gon and the dismal student achievement rates 
in the public school system that is failing our 
children at all grade levels. 

Through these years, taxes and fees have 
consistently increased at a time when middle 
class family incomes are not keeping pace 
with the rising costs of rent, mortgages, utili-
ties, health care and child care.

Seniors have been hit as well with cuts to 
senior medical deductions and constant at-
tacks on programs that keep them safe and 
independent.

Small businesses have been smothered with 
higher taxes, saddled with more regulations 
and struggle to hang on while big corpora-

tions negotiated special tax exemptions and 
land use deals.

Our streets are not safer when legislation 
has passed to let violent criminals out of jail 
early, child molesters are let off the sex of-
fender registry and prison and jail beds are 
being shut down.

Local control begins at the city council and 
county commission 
levels. However, city 
and county authority 
continues to be taken 
away with the cen-
tralization of power 
and control going to 
the state under the 
authority of the gov-
ernor. The governor 
now heads education 
including early child-
hood development; 

and in effect he controls health care and law 
enforcement. Few decisions can be made at 
the city and county level, or even the local 
school board level, in the areas of land use, 
transportation, public health and public safe-
ty because they are all subject to state (and of-
ten federal) regulations that require state (and 

federal) approval 
before any final ac-
tion can be made lo-
cally. Centralization 
leaves citizens and 
taxpayers with no-
where to take grievances and no one to hold 
accountable for decisions and expenditures.

You have a choice. Support the status quo 
and the path of deterioration that Oregon 
has been on over the past decade or vote for 
people who will work to return Oregon to the 
state once known to appreciate mavericks, 
independent thinkers and entrepreneurs, 
people who will once again put Oregon on 
the cutting edge with creative and innovative 
ideas.

Oregon can once again have a thriving econ-
omy, good schools, safe, livable communities 
and be a place people can grow successful 
businesses and raise families.

Oregon can once again be proud of who we 
are and proud of what we accomplish and 
what we stand for as a state. It will take new 
leadership, new ideas and a new vision for Or-
egon. It is up to all of us on election day. Your 
vote does count! Please vote

Patti Milne, 503.551.5590

HaRVEY GaIl

Small businesses have been smothered 
with higher taxes, saddled with more 
regulations and struggle to hang on while 
big corporations negotiated special tax 
exemptions and land use deals.

Is this 
my battle 
to fight?
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While attending a national conference 
on sales and associations one of the 

presentations focused on the challenge of 
selling to “prosumers.” The term is a combi-
nation of CONsumers and PROfessionals or 
PROducers, (i.e., the state of being a profes-
sional consumer). The term isn’t new, even 
being alluded to by futurologist Alvin Toffler 
in his 1980s book The Third Wave. Prosum-
ers are highly motivated consumers who are 
educated about your product, value higher 
quality products and come prepared with 
facts before the purchase.

With the Web and social media capturing 
consumer opinions, the lines between pas-
sive and active consumption of goods are 
blurred. Prosumers are interested in obtain-
ing products to enhance their lifestyle and 
earning potentials. Often tied to consumers 
of electronics, they are looking for products 
that fall somewhere closer to professional 
grade (such as cameras, computers, etc.) to 

pursue their work or hobbies.
Prosumers have disrupted the traditional 

purchasing process and longtime sales peo-
ple may find the transition difficult. No lon-
ger do these buyers want to sit through the 
sales presentation that starts at “why you 
need this product.” They arrive to the nego-
tiation armed with information, competitor 
research, referrals and opinions (that may 
not always be based on facts). If you start at 
the beginning of the process with these peo-
ple, they will quickly become impatient and 
the sale could potentially be lost. 

For producers, it is now more difficult to 
control messaging about your product. Blog-
ging and social media tell the story for you. 
Knowledgeable prosumers can either be 

brand champions or detractors, sharing their 
own version of a message about your product 
or service to their influential circles.

So how do you reach and engage this more 
sophisticated customer?

• Figure out who would be a prosumer in 
your industry (who is an influential and 
knowledgeable consumer in your indus-
try circles). Find them and solicit their 
opinions through surveys and samples.

• Be part of the conversation. Subscribe to 
blogs, follow Facebook and Twitter feeds, 
read industry magazines to learn what the 
educated consumers are saying.

• Be a resource to prosumers. Once identi-
fied, provide interesting, useful and new 
facts to consumers. Better yet, be the lead-

er in providing 
this information 
through your 
own social me-
dia channels.

• Finally, allow 
prosumers to 
shape and influence your product or ser-
vice. Don’t just sell, listen. The feedback 
you receive will help you stay relevant in 
your market.

Mary Louise VanNatta, CAE is CEO of 
VanNatta Public Relations, a PR, Event 
Planning and Association Management 
firm in Salem, OR.  www.PRSalem.com or 
www.Twitter.com/PRSalem.

TEllING YOUR STORY MARY LOUISE VANNATTA

Are Your Consumers Actually PROsumers?

New Santiam Canyon Young Pros Group Brings Energy And Vision
and learn from each other. This new group 
will provide that opportunity.

“Our hope is that making connections 
among folks in this age group will inspire 
larger economic development projects re-
gion-wide, further anchor the investment 
these young people have made in our com-
munities and provide an active forum for 
them to do business their way,” says GROW 
EDC executive director Allison McKenzie.

“My favorite part is that these young pros 
have designed these meet-ups themselves. 
This is an organic process coming directly 
from the group, and is probably more mean-
ingful as a result,” says McKenzie. “That’s 
why we have speakers, for example, and oth-
er similar groups don’t. That’s why we meet 
in the morning during a work-week---many 
people with young families want this to be 
business-focused so they can keep their fam-
ily or evening social time sacred.”

According to McKenzie, the Santiam area 
young professionals have expressed interest 
in forming a group like this for a couple of 
years now, but this spring it reached critical 
mass, enough that GROW EDC thought this 
would be a great time to start bringing these 
talented, spirited young people together.

“These are our heirs apparent, the think-
ers and doers who are making an investment 
of their time, energy and even money in our 
communities.  They have a unique way of 
doing business and getting things done, and 
we want to support them in that effort,” says 
McKenzie. 

The Young Pros have chosen a meeting 
format that includes networking time, a 
featured young pro spotlight and a speaker 
on a topic of their choice. Topics so far have 
included negotiating various personality 
types, conflict resolution and time manage-

ment. Many speak-
ers tend to be baby 
boomers. “We’ve 
gone this route 
because we want 
to help the young 
pros build more 
solid relationships 
with the people 
who came before 
them. Baby boom-
ers and millenni-
als have a lot in 
common, particu-
larly their interest 
in volunteerism, 
community build-
ing and bringing 
passion to causes 
they believe in.  
We want to make 
sure they have an 
opportunity to in-
teract together in 
a meaningful way 
while the baby 
boomers are still in 
the work force.”

The October 16 
speaker topic is about the latest and greatest 
tips on social media for business with Nicole 
Miller of Word’s Out PR in Stayton. While 
Miller is not a boomer, she is a millennial 
who can speak on a topic of great interest to 
these young pros.

“Through the Young Professionals group, 
I have learned skills that are so valuable. I 
have met new people and have connections 
that I wouldn’t have had without this awe-
some group,” says Elaina Turpin, assistant 
director of the Stayton/Sublimity Chamber 

of Commerce. “The best part is, this group 
doesn’t feel like just another meeting, it’s 
one I look forward to attending.  I love being 
surrounded with forward-thinking, future-
oriented, community-minded people. We’re 
always looking for new people to join our 
group. ”

Ryan Hendricks, small business owner of 
Finishing Touch Auto in Stayton started a 
Facebook group page “NS Young Pros.” Con-
tact McKenzie with questions or comments 
at 503.871.5188 or allison@growsantiam.
org.

Join us! Here are the 4 W’s!
 What: North Santiam Young Pros  
Who: People 40 & under who live and/or 

work in the Santiam Canyon, from Aums-
ville/Scio up through Marion Forks

When: Third Thursdays of the month, 
8-9:45 a.m.

Where: Trexler Farm, 20146 Ferry Road 
SE, Stayton, OR 97383

Eli Justman, Shannon Parker, Willie and Liza Williams, facilitator Allison McKenzi, Nicole Miller, 
Elaña Turpin, Grady Hardage, Bridgette Walker, Ryan Henricks, Kyle Freres, Jessica Rios, Julia Hilty and 

Chad Seegmiller at the first NW Young Pros meeting last spring.
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With the cost of attendance for one year 
at either of the two Universities just 

south of Salem reaching the $25,000 mark, 
it becomes clear that saving money now is 
paramount. That is, if your child is a new 
born this year, you must add 5% per year. By 
the time your child is ready to attend college, 
you are looking at over $200,000, assuming 
he/she makes it out in four years. Whether 
the child is learning to crawl or to drive, there 
is never a wrong time to be putting money 
away for the big day. That cost may also be 
the reason that a lot more high school grads 
are heading to community colleges for their 
first couple of years. Taking the first two 
years of a higher learning program at a local 
Community College is a good strategy to ease 
into a new environment and save money. A 
lot of us could have skipped that first social 
year at the University without much damage 
to our learning experience. 

Similar to the way in which the Federal 
Government structures IRAs and retire-
ment plans that allow us to save tax deferred, 
and in some cases deduct the contribution, 
they have also structured a vehicle to save 
for college -- the 529 plan. The 529 plan is 
so named after a section of the Internal Rev-
enue Code and is administered by state agen-
cies and organizations. The plan grows tax-
deferred and distributions come out tax-free 
on the federal level; plus 34 states offer state 
income-tax deductions.  

Any relative can open a 529 plan and name 
a beneficiary of the account, and if for some 
reason you want to change the beneficiary 

SBJ FINaNcIal cOlUMNIST  RAY SAGNER

you may do so without much fuss. As long 
as the distributions are made for qualifying 
educational expenses the money is not taxed. 
When it comes time to make distributions, I 
would suggest reviewing IRS publication 
970 and chatting with your CPA to coordi-
nate with any other educational deductions. 
There are few drawbacks to the 529 plan, 
however, because if you do not use the 529 
plan for college expenses, you will likely have 
to pay a 10% penalty and income tax on the 
earnings when you withdraw the money. 

In Oregon, we have two savings plans -- the 
MFS 529 sold by Investment Advisors and 
the Oregon College Savings Plan (OCSP) 
which you can set up directly with the state. 
The OSCP is easy to set up online and the cost 
is significantly less, so you can open an ac-
count for as little as $25 a month. If you have 
an advisor, they should be willing to help 
you choose the investments and set the plan 
up without a fee. This Advisor’s bias would 
be to opt for the static portfolio and review 
it each year. The age-weighted options be-
come very conservative over a period of time 
in the Oregon plan, and plans tend to vary 
from one state to another. For example, the 
Oregon plan is weighted 75% bonds by age 15 
and 100% by age 18. In my opinion, there are 
better strategies -- most of us would not have 
wanted to be in a portfolio allocated to 75% 
bonds during the last for years. 

In 2014, you can deduct $2,265 to the plan 
as a single person and $4,530 as a married 
couple. If the deduction is not important, 
then I would suggest reviewing plans in 
other States as well. You can also contribute 
up to $310,000 (maximum) to the account 
and for the well-healed; that contributions 
which you still have control over is removed 
from your estate for tax purposes. You can 
also front load the account with the maxi-
mum annual gift exclusion of $28,000. The 
IRS allows you to contribute up to 5 years’ 
worth of annual exclusions ($28,000 X 5 = 
$140,000) without paying any gift tax, so a 
flush grandparent could open an account for 
each grandchild. 

As a Certified Financial Planner™ profes-
sional, my general guidance is to have an 
emergency fund of 3-6 months of living ex-
penses to cover your cash needs, fund your 
retirement plans and then save for college. It 
may seem crass but your children will have 
decades to pay off college loans-- you won’t 
have extra decades to save for retirement.

You may want to make saving for college 
a family affair. There’s no reason why birth-
day, confirmation, bar/bat mitzvah, gradua-
tion and other miscellaneous cash gifts can’t 
be deposited in a 529 account, or even some 
of the child’s job earnings. At some point, 
you may decide that your child has more 
than enough toys, clothes, etc., and it’s not 

The Kids Are Back In School
unsavory to ask 
relatives to give 
cash for college 
instead of a gift 
they don’t want 
or need. Why not use a least half of your gift 
budget to go the 529 plan instead of more 
stuff? Get the kids involved and review the 
account with them -- what a great lesson in 
saving now for something so important in 
the not-so-distant future. 

Education is the best gift we can give our 
young people, so let’s start thinking about it 
today.

 The purpose of this article is to inform our 
readers about financial planning/life issues. 
It is not intended, nor should it be used, as 
a substitute for specific legal, accounting, 
or financial advice. As advice in these dis-
ciplines may only be given in response to 
inquiries regarding particular situations 
from a trained professional. Ray Sagner is 
a Certified Financial Planner  professional 
with The Legacy Group, Ltd, a fee only Reg-
istered 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 
TheLegacyGroup.com 

Lessons From An Unlikely Source…Part 2
INSIDE ScOOP ALEX CASEBEERFrom time to time we all come across 

a great book, speech or interview that 
moves us in a certain way.  In my case, it was 
from a very obscure place.  A golf commen-
tator (David Feherty) interviewing a football 
legend – Lou Holtz.  Quite the combination 
I’d say!  But as strange as it may sound, some 
things that Holtz said made me actually take 
notes while watching this interview.  

As you may (or may not) recall, Lou Holtz 
was the coach of famed Notre Dame Football 
from 1986-1996.  He took a struggling Fight-
ing Irish program from a losing record in 
1985 to winning the National Championship 
in 1988.  It was an amazing turnaround and 
he did a few crazy things to get things done.  
For starters, he removed every single players 
name from the backside of their jersey to em-
phasize team effort.  Here are some sayings I 
gathered from the interview that I believe can 
be applied to the business world.

“We are Notre Dame, and they ain’t”.  In-
sert your own company’s name here.  You 
know your strengths, you know where you 
can “beat” the competition and where you can 

succeed.  So own it!  There is no other busi-
ness like your business – time to maximize, 
maximize, maximize!

“Give someone something they are capable 
of doing, and demand that they do it.” We as 
leaders often don’t delegate as much as we 
should.  It is OK to ask someone to handle a 
task – and hold them accountable for it.  Too 
many times we spend our valued time clean-
ing up a mess that could have been avoided 
had we just held someone to a high standard.  
This is a great reminder to me that I need 
to know my employees competencies and 
limitations, and help them succeed by giving 
them projects and tasks to do that maximize 
those.  But it’s all for naught if we don’t follow 
up with accountability and results.

“If your attitude and commitment aren’t 
right you are going to miserable.”  This is 
pretty clear.  We wake up every day with one 
clear choice:  GOOD attitude or BAD attitude.  
That’s pretty much all we can control!  It is 

extremely hard to control our schedule, the 
ebbs and flows of the business day and other 
people.  But we CAN control how we act and 
react to situations.  It is all about our attitude 
and commitment to what we can doing, and 
to our business.  Time for an attitude check, 
as my Dad would say!

“W.I.N. – What’s Important Now”.  Holts 
goes on to say that we need to focus on evalu-
ating the past, focusing on the future, but we 
need to do what we have to do in the present 
to get the job done.  Spend some time look-
ing back and to the future, but don’t get lost 
in what you have to do today, this week. Dif-
ficult, but crucial.

“If you have fun doing something, people 
LOVE watching.”  I love this.  I want people 
to look at my employees and my business and 
say, “Wow, it looks like they are having FUN 
at work and love what they do!”.  We often 
throw BBQ’s for our staff, send people white 
water rafting, golf, fishing, etc.  We love to 

have FUN.  We 
know it is criti-
cal to our suc-
cess.  So critical, 
in fact, that we 
wrote it in to our 
Mission Statement!  If you get anything from 
this article, let it be that: Don’t forget to have 
fun!

There were a bunch more quotes from Lou 
Holtz in this interview and you can find it in 
the Golf Channel archives I’m sure.  It’s worth 
watching.  Sometimes you have to look to a 
strange place to find inspiration and that’s ok!  
That’s what growth is all about.  Until next 
time, keep your eyes peeled for opportunity 
and don’t forget to have fun!

Alex Casebeer is on the Executive Manage-
ment Team at Capitol Auto Group, and can 
be reached at acasebeer@capitolauto.com, 
twitter.com/alexcasebeer or facebook.com/
alexcasebeer . By phone at 503-585-4141
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Small Business Readies For November
OREGON STaTE DIREcTOR JAN MEEKCOMSWe can’t compete with lawyers and la-

bor unions in the amount of money 
they oil their campaign machines with, but 
we have a couple of strengths they don’t 
have: We’re everywhere, and we’re univer-
sally respected.

We are the small-business owners of Or-
egon, and our electoral strength can be 
found in our numbers and influence. Con-
sider:

• A study by the Pew Research Center on the 
negative and positive views people hold 
on various American institutions found 
small business ranked first—39 percent-
age points higher than labor unions, 46 
points higher than large corporations, 
and 49 points higher than banks and fi-
nancial institutions.

• Small-business owners comprise 15 per-
cent of all registered voters in the U.S. By 
comparison, union voters make up 11.9 
percent. When small-business employees 
are added, the small business voting bloc 
swells to 43 percent.

• Voters prefer candidates supported by 
small business by a margin of 3 to 1 over 
those supported by organized labor, ac-
cording to the Winston Group.

The political action committee of Amer-
ica’s largest and leading small-business 
association has made its endorsements of 
state and federal candidates in Oregon. 

The Save America’s Free Enterprise Trust 
of the National Federation of Independent 
Business has endorsed for U.S. Senate, 
Congress, governor and the state Legisla-
ture. So now what?

Let the talking and teaching begin. The 
most common public affairs and political 
activities in which small employers engage, 
according to NFIB’s Research Foundation, 
include initiating discussions with employ-
ees regarding the impact of a policy issue 
on the firm. In short, retail politicking, per-
sonal and persuasive.

Incumbents and candidates seeking 
NFIB’s endorsement went through a rig-
orous process to earn it, by having a pro-
small-business voting record and complet-
ing a questionnaire.

The common trait in all who secured 
NFIB’s backing was this: They showed a 
keen appreciation of the fact that small 
businesses are not smaller versions of big 
businesses. They have different difficulties 
in remaining solvent:

• Small businesses pay 36 percent more per 
employee to comply with the same regu-
lations big businesses do

• Small businesses pay three times as much 
to comply with taxes

• Personal – not corporate – tax rates are 
more important to small firms, because 
85 percent of small employers are struc-
tured as pass-through entities (S corpo-
rations, limited liability companies, sole 
proprietorships or partnerships)

• The federal Essential Health Benefits 
package allows big business and big labor 
to ignore thousands of state health-care 
requirements. Having federal rules that 
allow big entities to ignore state man-
dates lowers the cost of health insurance

· And small businesses fortunate enough to 
afford health insurance for their employ-
ees have now been hit with a health insur-
ance tax contained in the (Obamacare). 
Larger businesses and unions that self-
insure are exempt from this tax.

The deck is stacked against small busi-
ness, and those winning NFIB’s endorse-
ment have either worked to alleviate some 
of the pain or have promised to do so, if 
elected, in a way that convinced its political 
action committee that they had done their 
research. 

Small business 
is no small mat-
ter for Oregon. 
“Small businesses significantly impact Or-
egon’s economy,” reports the Office of Ad-
vocacy at the U.S. Small Business Admin-
istration. “They represent 97.6 percent of 
all employers and employ 55.5 percent of 
the private-sector labor force. Small busi-
nesses are crucial to the fiscal condition of 
the state and numbered 344,722 in 2010. 
Most of Oregon’s small businesses have 
fewer than 20 employees.”

You can see all the endorsed candidates 
on the NFIB/Oregon web page at www.
nfib.com/Oregon. So it’s onward to No-
vember. There will be a lot of people doing 
a lot of talking on the air. But for  small 
business, the talking will be done on the 
streets. When the noise of all the radio and 
TV ads starts turning people off, small-
business owners will still be making their 
case in a way that wins votes, in a way that 
money just can’t buy.

Jan Meekcoms is Oregon state director 
for the National Federation of Indepen-
dent Business.

ALEX RHOTEN
Principal Broker

(503) 587-4777

arhoten@cbcre.com

CBCRE.com Coldwell Banker Commercial and the Coldwell Banker Commercial Logo are registered service marks 
licensed to Coldwell Banker Real Estate LLC. Each Office is Independently Owned and Operated.

MOUNTAIN WEST REAL ESTATE

At Coldwell Banker Commercial®, every office in our vast global network is empowered to 

be flexible – to understand the client’s needs and construct lasting relationships, until nothing 

stands in the way of your success.  For the backing of a powerful national presence and the agility 

of a local market innovator, put your trust in a Coldwell Banker Commercial professional.

Accelerate Success

960 Liberty St SE, #250
Salem, OR 97302

TIFFANY JONES
Broker

(503) 587-4777

tjones@cbcre.com
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1000 SE Bay Blvd., Newport, Oregon  97365 
(541) 265-8521  v  800-547-4779

Welcome to the Embarcadero, where every room has a view of Yaquina 
Bay. Discover the beauty of the Oregon Coast and the uncompromising 
friendly service of our world-class resort and marina. Enjoy Crabbing, 
Fishing, Whale Watching, Sport Fishing, Sight Seeing, Boating, Biking, 
Hiking, Incredible Dining and more! It’s all here at the Embarcadero Re-
sort Hotel & Marina in Newport, located on Yaquina Bay. Where special 

memories are re-lived...and new adventures begin!
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Coffee Roasted on site  Food Made to Order

2725 Commercial street SE
503.581.1716

www.frenchpressroasters.com

Dave will be  
traveling to 

Antwerp,  
Belgium on 

 October 3rd, and 
returning on the 

17th with  
new gems!
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WANT A BRIGHTER 
BOTTOM LINE? 
BRING US IN.
Whether you run a chic boutique or a multi-building operation, 
upgrading to energy-efficient lighting can save you money. 
Energy Trust of Oregon has the expertise and a network of 
specially trained contractors to get the job done—and our cash 
incentives help make it affordable.  

+
SAVE ENERGY. BRING US IN. 
Visit www.energytrust.org/BringUsIn   
or call 1.866.605.1676. 

Serving customers of Portland General Electric,  
Pacific Power, NW Natural and Cascade Natural Gas.

On October 1, 2014, Salem-Keizer Pub-
lic Schools and Con-Tech, Inc. will break 
ground on the site of a new house to be built 
by McKay High School and South Salem 
High School students. The event starts at 
9:00 a.m. at 519 24th Street N.E. in Salem. 
The public is invited to attend.

Select students will spend the 2014-15 
school year participating in the planning and 
construction of a single-family home. The 
project is part of a construction technology 
program in Salem-Keizer Public Schools’ Ca-
reer-Technical Education department, and 
is the result of a partnership with Con-Tech, 
Inc., a private non-profit organization dedi-
cated to supporting construction technology 
education in the district.

Students will be supervised by a licensed 
and bonded Oregon contractor and the class 
instructor. Once completed, the home will be 

sold to the public. Net proceeds of the sale 
will be used to continue the construction 
technology program for students in succes-
sive school years.

For more information, please contact Jim 
Orth, Salem-Keizer CTE Coordinator at 
(503) 399-3075 or email to orth_james@
salkeiz.k12.or.us .

Con-Tech, Inc. was formed in 2014 and 
consists of eleven Salem-Keizer community 
members representing construction, real 
estate, law, banking, accounting, home inte-
rior, and insurance industries. The organiza-
tion accepts contributions of time, expertise, 
supplies and funding in support of the pro-
gram. Con-Tech, Inc.’s mission is to enhance 
construction technology education so stu-
dents have a successful entry in to the con-
struction and real estate industries following 
high school graduation.

3G Auto Sales, (Pedro Gutierrez, Dillion 
Gutierrez and Austin Gutierrez) is a father 
and sons new used automobile business.  
The 3G formula is pretty simple. Good 
used cars that are hand selected by Pedro, 
then each car, one at time is inspected, re-
furbished where needed for safety and road 
worthiness. Pedro likes cars that are of good 
value even if it means repairing a car with a 
branded title from a minor accident. "These 

cars offer a great value and in most cases end 
up being a better car than others." 3G is a 
family business with no salesmen.

It's a nice feeling to deal direct with the 
owners. They know more history on the car 
you are looking at. There is an integrity that 
comes with a family service and special cus-
tomer care. Visit the 3G indoor showroom 
and discover your next car at a price that may 
just pleasantly surprise you.

3G Auto Sales

New House To Be 
Built By Mckay And 
South Salem High 
School Students

The 3Gs are: Dillon Gutierrez, Pedro Gutierrez, Austin Gutierrez
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Mon.-Fri. 
9a-5:30p 

 Sat. 
10a-4p

NOPP’S
JEWELRY

& ART
201 Commercial

Street. NE

503-399-0333

nopps.com
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SBJ FOOD cOlUMNIST  LULLU TRUITT

Technology In The Garlic Scene
You are not going to believe the subject of 

my research this time. I almost don’t be-
lieve myself that I am actually talking about 
it; the famous garlic and, my personal favor-
ite, infamous bulb. 

If you read my stories, you know that garlic 
is not my favorite ingredient to taste. I also 
mention before that, in my previous research, 
I learned that actually there is no proof that 
garlic is good for you.  It will not kill you; it 
will kill your friends if you breathe too closely 
to them. 

Allium Sativum 
(Garlic) has been 
around since 
3200 BC when 
it was found in 
Egyptian tombs 
of the pharaohs, 
and it has taken 
a really long time 
for the American 
cuisine to adopt 
it as an ingredi-
ent in culinary 
experiments.

Chefs are now using garlic in more ways 
then before. Now the Scapes which are the 
leafless flowering stems of garlic should be 
used when they are young and tender.  The 

Chef Craig Koketsu of Park Avenue Spring in 
NY pickles them!

Black garlic, which is aged garlic, comes 
from an ordinary bulb and it is not too well 
known in the US food scene. The process 
originated in Asia where garlic bulbs were 
cave aged for several months (sometimes 

cheese is also cave aged).  The bulbs when 
aged properly have glossy black cloves and 
they are sweet and tender with a complex 
fermented flavor….nothing like the bite of 
the garlic at the raw stage

Technology has made its way in to the gar-
lic scene. So now, the cave aging has been 
done with a mechanized process; thus it is 
more readily available even in US restau-
rants.

Dried:  garlic cloves are often dried to 
develop their flavor and make them last 

longer since mois-
ture is their worst 
enemy.  If garlic 
is stored in a cool 
dry place, it will 
keep for quite a few 
months.  Chef Tony 
Maws of the Crai-
gie Street Bistrot in 
Boston shaves his 
dried cloves as thin 
as possible and vac-
uum-pickles them 

in a citrus rice vinegar mixture.
Elephant Garlic can be used more freely 

because it has a milder flavor.  It can be 
sliced on a mandolin (very carefully), dried 
in the oven to make garlic chips with a dash 

of flavored salt or 
to use on top of 
your favorite dish.

Please don’t invite me for dinner that 
night. I will take a raincheck! 

Actually, garlic is more used here in the 
States then in most regions of Italy.  It is 
used more in the South – especially in Sicily 
– but most of the times, when is used, you 
will not taste it.

When we cook with garlic, we get it gold-
en and then we remove it; we like a hint of 
garlic, but not the taste.   Besides, you know 
how friendly Italians are; how far would we 
get if we smell like garlic? 

Can you imagine Marcello Mastroianni or 
Sofia Loren doing a movie scene and their 
breath would be garlicky? 

Lullu Truitt is owner of Lullu’s Tutto Cuci-
na, a kitchen speciality store with an Ital-
ian flare. Lullu’s Tutto Cucina offers deli-
cious and fun-filled cooking classes, taking 
place in a beautiful custom kitchen-class-
room at the store. 357 Court St NE, Salem, 
OR 97301, (503) 364-7900

(503) 370- 9708 & techrepairexperts.
com

3G Mobile Inc. We have 15+ years 
of knowledge and experience. 

We are the experts!

We have been in Salem since 1996. We 
love fixing phones, ipods, and tablets, 
we even do Unlocking on cell phone 
along with PC/Mac repairs as well. All 

of our work and parts come with 60 day 
warranty. Come on in or give us a call.

lullu Truitt is owner of lullu’s 
Tutto cucina, a kitchen speciality 
store with an Italian flare.
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John L. Scott Real Estate

philcu.johnlscott.com

Phillip Currie - Principal Broker
Cell - 503-580-7588 | Office - 503-585-0100

Phillip Currie certainly looks young to be the longest run-
ning agent at John L. Scott, Salem.(Since 1992)  With 10 
President’s awards for outstanding performance, and 5 
Million Dollar Club awards for selling a million in real estate 
in just one month, Phil is not just another over achiever.  
“Foreclosures have been my specialty” Good relationships 
with banks and asset management companies are essen-
tial to this segment of the business.  You can tell Phil Currie 
enjoys his job, but he certainly lights up when the conver-
sation comes to cars. He loves restoring old classics, you 
may see him driving around in his blue 1968 Oldsmobile 
Cuttlass convertible. “It’s one of the best years for Olds.” 
Phil has also had a passion for his work on the on the Ski 
Patrol. It keeps him in good shape and up on his cpr and 
emt skills while helping people on the slopes. 
Phil has many good things to say over the years about 

John L. Scott. “It’s a good solid company with great tech 
support, corporate structure with a super sense of commu-
nity in every area they serve.”

Phillip Currie

salemoffice.johnlscott.com
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Partners. As a Paramedic and manager 
at Rural/Metro® Ambulance, I see 

how partnerships benefit our community. 
When it comes to saving lives in an emer-
gency, providing health care or preparing 
for a potential crisis, it is our partnerships 
that position us for success. 

In Salem your partners in health and 
emergency services include the Salem 
Fire Department (SFD). The SFD has the 
unique job of protecting the State’s Capi-
tol. We are proud to partner with the over 
200 men and women of the department 
as they respond to over 17,000 emergency 
calls per year. 

Another key partner is Salem Health (SH) 
and especially the emergency room.  As one 
of the busiest ER’s in the state, we depend 
upon SH to be ready for patients when we 
transport them to the ER.  With the expec-
tation that they could see 96,000 patients 

EMT-P, Market General M  AARON MONNING

this year, Salem should be proud to have 
such professional, capable and competent 
medical professionals waiting for them at 
the ER.

We have been 
fortunate to par-
ticipate and be 
involved with 
another key 
partner, your 
local nonprof-
its.  Schools, 
groups like the 
Red Cross, Liberty House, Family Building 
Blocks and the No Meth, Not in My Neigh-
borhood all work to educate our commu-
nity on health and safety. The best outcome 

for Salem is to educate and prepare people 
to protect themselves and react appropri-
ately in an emergency. Emergency service 
professionals could not operate as effec-

tively without 
the resources 
provided by 
these groups.

Finally, you 
are the best 
partner we 
could have. 
Local citizens 

who take the time to become CPR trained, 
businesses that place an AED (Automated 
External Defibrillator) in their buildings, 
citizen heroes responding to the calls, and 

of course drivers 
who operate vehi-
cles carefully and 
soberly make a 
difference. Efforts 
by individuals, like you, play a critical part 
in our work. By providing help to someone 
in need, calling 911, and being alert in a 
crisis, you help create a healthier and safer 
community. 

Rural/Metro is a leading medical trans-
portation provider with Oregon opera-
tions in Salem since 2005. Rural Metro is 
CAAS Certified (Commission on Accredi-
tation of Ambulance Services) and Earth-
WISE Certified by Marion County. Rural-
MetroOregon.com or 503-316-2230

The Right Partner is Everything

Both The Freshwater Trust and Verde in 
Portland have each received a $50,000 Envi-
ronmental Solutions for Communities grant 
from Wells Fargo to support environmental 
projects in this area. 

"At Wells Fargo we believe we are part of 
every community where we do business said 
Wells Fargo's Oregon Regional President 
Tracy Curtis of Portland. "And as members 
of this community, we want to do all we can 
to support the environment here. It helps 
improve the long-term quality of life of our 
employees, customers, family members, 
friends and neighbors." 

Verde and The Freshwater Trust were 
among 54 environmental nonprofits across 
the nation to receive grants from Wells Far-
go totaling $3 million this year through this 
program. Administered by the National Fish 
and Wildlife Foundation (NFWF), the grants 
support projects focused on land and water 
conservation, energy efficiency, infrastruc-
ture and educational outreach. 

Here's what Verde and The Freshwater 
Trust will do with their grants: 

The Freshwater Trust - Nearly 50 miles 
of streams in the Sandy River basin in Mt. 
Hood National Forest fail to meet water 
quality standards for temperature and bacte-
ria, which has reduced the historically abun-
dant amount of salmon and steelhead there. 

Since 2010, The Freshwater Trust has been 
working with the Bureau of Land Manage-
ment and the U.S. Forest Service to restore 
the fish population in the streams. 

Funding from Wells Fargo will be used to 
help reactivate flowing water to seven side 
channels, build 43 large wooden habitat 
structures, place 205 boulders in the streams 

to provide spawning and rearing habitat for 
fish, and plant streamside vegetation to cre-
ate shade and stabilize stream banks. 

"Thanks to the generous support of the 
Wells Fargo and the National Fish & Wild-
life Foundation, 
we are able to fully 
address all water 
quality issues in a 
given basin," said 
Joe Whitworth, 
president of The 
Freshwater Trust. 
"This collabora-
tive effort dem-
onstrates how we 
can fix rivers and 
protect our most 
precious natural 
resource." 

Verde - Located 
in N.E. Portland, 
Cully Park is a 
former landfill 
of about 25 acres 
owned and man-
aged by the City of 
Portland. In 2012, 
the city granted rights to the nonprofit Verde 
to develop the site. 

Since that time, Verde has been working 
with the city and other partners to create 
an accessible open space that restores habi-
tat, supports cultural expression, educates 
youth, provides local green job and business 
opportunities, and establishes a replicable 
community-based model for park develop-
ment. The Wells Fargo grant will be used to 
support that effort. 

When Cully Park opens next year, it will 
serve 405 households not currently served 
by another park or natural area (45% of these 
households earn less than $40,000 annu-
ally; 60% of these are households of color). 

"This is great 
news for the many 
diverse people 
and organizations 
that call the Cully 
n e i g h b o r h o o d 
their home," said 
Alan Hipólito, 
Verde's executive 
director of Verde. 
"With this grant, 
Wells Fargo has 
made a powerful 
investment in a 
community-based 
project. Together, 
we are bringing 
the benefits of 
park-building to 
the Cully commu-
nity." 

Grants Part 
of $100 Million 

Commitment 
Wells Fargo started the Environmental So-

lutions for Communities grant program in 
2012 as part of its commitment to provide 
$100 million to environmentally-focused 
nonprofits and universities by 2020. It is 
funded by the Wells Fargo Foundation with 
a $15 million, five-year commitment to pro-
mote environmental stewardship across the 
country. 

The program funds proposals in select cit-

ies and regions that help address the most 
pressing environmental issues identified by 
each participating community. 

2013 Results Impressive 
Last year the Wells Fargo Environmental 

Solutions for Communities grants collective-
ly helped reduce more than 3 million pounds 
of CO2, which is the equivalent to averting 
consumption of 8,535 barrels of oil. 

The program also planted 132,709 trees 
and restored more than 1,600 acres of 
habitat in 2013. Those projects trained 150 
people in "green" jobs, while engaging more 
than 689,000 community members in the 
supported environmental grant programs. 

"Through our collaboration with Wells 
Fargo and their commitment to community-
based efforts, this investment will support a 
total of 54 projects, and conservation efforts 
will take place in cities and towns across 
America," said Jeff Trandahl, executive di-
rector and CEO of NFWF. 

"The experience will be an opportunity for 
participants in these communities to person-
ally contribute to a more sustainable future, 
which would not be possible without Wells 
Fargo's long-term commitment to the Envi-
ronmental Solutions for Communities pro-
gram," he said. 

The full list of 2014 winners can be found at 
http://blogs.wellsfargo.com/environment/. 

Details of the program and a link to the 
2015 application (available in September 
2014) can be found at the NFWF application 
website: http://www.nfwf.org/environmen-
talsolutions. 

Projects benefiting underserved communi-
ties and encouraging volunteerism are given 
priority consideration. 

Wells Fargo Donates $100,000 To Oregon Nonprofits Through 
Its Environmental Solutions For Communities Grant Program 

Verde and The Freshwater Trust were among 54 
environmental nonprofits across the nation to 

receive grants from Wells Fargo totaling $3 million 
this year through this program

Rural/Metro is a leading 
medical transportation 
provider
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155 Liberty St. NE
The SALEM ARTS BUILDING (aka 

SAB) is a mixed-use building – with art-
ist studios, residential, retail and office 
space available. This is a prime opportu-
nity to live or work in the heart of down-
town Salem!

A commercial property, the SAB puts 
your business on the main thoroughfare 
downtown at an affordable rate. A few 
blocks from Willamette University, Sa-
lem Center Mall, Riverfront Park, Salem 
Hospital and both the Chemeketa and 
Liberty Parkades – the Salem Arts Build-
ing gives you easy access to everything 
downtown.

NEW DEVELOPMENT – The Hive at 
the Salem Arts Building comprising the 
entire 2nd floor. Salem’s first artist col-
lective of this kind featuring 23 artist 
studios with tall ceilings and abundant 
light – studios range from 135 SF to 435 
SF. Available for occupancy now.

2195 Hyacinth St. NE
THE HYACINTH building was origi-

nally the Overhead Door manufacturing 
plant & warehouse. We are in the North 
Salem Gateway, a community of indus-
trial commercial and burgeoning resi-
dential areas.

We have kept the original shell and 
concrete warehouse floor, the huge sky-
lights and all the industrial touches to 
keep the “flavor” of the building alive. 
Each suite contains at least one skylight, 
and the east bank of suites have exterior 
full glass garage doors. All suites have 
glass garage doors, along with glass man 
doors.

Each suite is independently tempera-
ture controlled, and the west bank suites 
have operable windows that face the 
train tracks. Easy I-5 access from Port-
land Road and the Salem Parkway. With 
Vagabond brewing becoming our north 
cornerstone tenant, we will soon have 
food onsite!

For Leasing Information
Helen Wiens - (503) 580-7268
Michael Tevis - (650) 464-9299

 SALEM    
Oregon

155 Liberty St NE  
The SALEM ARTS BUILDING (aka SAB) is a mixed-use building – with 
artist studios, residential, retail and office space available. This is a 
prime opportunity to live or work in the heart of downtown Salem!
 
A commercial property, the SAB puts your business on the main thor-
oughfare downtown at an affordable rate.  A few blocks from Willa-
mette University, Salem Center Mall, Riverfront Park, Salem Hospi-
tal and both the Chemeketa and Liberty Parkades – the Salem Arts 
Building gives you easy access to everything downtown.
 
NEW DEVELOPMENT – The Hive at the Salem Arts Building com-
prising the entire 2nd floor.  Salem’s first artist collective of this kind 
featuring 24 artist studios with tall ceilings and abundant light – stu-
dios range from 135 SF to 435 SF.  Available for occupancy January 
2014 – select and secure your studio now with a deposit.  Floor plans 
available online. 
 

For Leasing Information contact:

SAB - Helen Wiens - 503.580.7268
The Hyacinth - Claudia Vorse - 503.508.0998

Michael Tevis - 650.464.9299

2195 Hyacinth St NE   
THE HYACINTH building was originally the Overhead Door manu-
facturing plant & warehouse. We are in the North Salem Gateway, a 
community of industrial commercial and burgeoning residential ar-
eas.

We have kept the original shell and concrete warehouse floor, the 
huge skylights and all the industrial touches to keep the “flavor” of 
the building alive.  Each suite contains at least one skylight, and the 
east bank of suites have exterior full glass garage doors. All suites 
have glass garage doors, along with glass man doors.

Each suite is independently temperature controlled, and the west 
bank suites have operable windows that face the train tracks.  Easy 
I-5 access from Portland Road and the Salem Parkway. With Vaga-
bond brewing becoming our north cornerstone tenant, we will soon 
have food onsite!

Salem Area Chamber of Com-
merce CEO Jason Brandt will 
be traveling with 7 other Cham-
ber of Commerce Executives to 
the cities of Beijing, Shanghai, 
Suzhou and Hangzhou from 
October 4-13 in the People’s 
Republic of China. The trip 
may result in a special promo-
tional offer for Chamber mem-
bers and interested members of 
the public to travel as a group 
to China in October of 2015 at 
a special discounted rate. The 
tour is being coordinated by 
Citslinc International, a company which spe-
cializes in travel for Chambers of Commerce 
throughout the country.

“The upcoming trip presents an exciting 
opportunity to see the Chinese economy, 
meet with local elected leaders, and visit 
small businesses in an international mar-
ket,” said Brandt. “Assuming the experience 
is worthwhile, we look forward to offering a 
group trip for local residents interested in 
learning more about Chinese culture and 
their economy in October of 2015.”

Over 20,000 people traveled with Citslinc 

International on Chamber of Commerce 
tours last year alone. Feedback from other 
executives has includes a changed per-
spective of the country and their economic 
growth prospects.

If agreed to, the October 2015 China trip 
would be available to area residents at a 
cost of $2,299 per person. The cost covers a 
9 day, all inclusive tour of Beijing, Suzhou, 
Hangzhou, and Shanghai as well as round 
trip airfare, three meals a day, and accom-
modations in 4 and 5 star hotels.

Jessica Chambers, Director of Communi-
cations

Salem Chamber Executives And 
Guests To Explore China
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Is Your Property Ready 
For The Fall and Winter

R&R has the equipment and man-power ready for any size job.

Since 1998, the professionals at R & R 
Tree Service, Inc. have provided quality and 
reliable plant care services to homeown-
ers, business owners, contractors, property 
managers and municipalities throughout the 
state of Oregon. We strive to continue to pro-
vide affordable services to each of our clients. 
Our professional crew members are passion-
ate about their community and care for each 
property as if it was their own.

Whether we are removing a 120 ft. Sequoia 
next to your home or trimming a special or-
namental tree, we continue to strive for cus-
tomer satisfaction through safety, reliability, 
knowledge and professionalism.

Tree Removal
If a tree is at the end of its life cycle or has 

experienced failure beyond repair, removal 
may be the best option. Our employees are 
skilled in removing even the largest trees 
surrounded by several obstructions; house, 
fence, sheds, play structures, etc.

Tree Pruning
Pruning can increase the safety of your 

tree, maintain its vigor and health, and cre-
ate beautiful curb appeal.

    Safety: Removal of branches and limbs 
that may interfere with line of sight or grow 
into utility lines. It is also important to re-
move dead and dying limbs that could fall 
and cause injury or damage.

Health: This involves removing broken or 
damaged limbs to encourage wound closure. 
Crown cleaning to create wind flow, removal 
of crossing limbs and diseased or insect in-
fested wood also assist in the tree’s health.

Aesthetics: Pruning is a process of direct-
ing growth in the way you want it to go. Par-
ticular techniques can vary on the species to 
enhance it natural form and character, and 
stimulate flower production.

The Konditorei is a truly fine cake shop in the Viennese style at prices that will tempt all cake 
lovers. Every recipe has been personally tasted by a panel of tasting experts. The final result 
is an array of fine cakes never before seen in the Northwest. They are yours to see, to taste 
and to buy at The Konditorei.

310 Kearney SE 
Salem, Oregon 

503-585-7070
gerryfrankskonditorei.com
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cOlUMNIST  RANDY FRANKEIn Salem and in the region our busi-
nesses have a reason to be concerned 

about the education of our future work-
force. Did you know that Oregon ranks 
35th in the nation for education?  This 
is according to the 2014 Kids Count Data 
Book.

We also know, as a result of research 
by the Annie E. 
Casey Foundation 
that “children’s life 
chances are increas-
ingly constrained by 
the socioeconomic 
status of their par-
ents.”  That means 
job opportunities for 
parents and a thriv-
ing economic envi-
ronment in Marion 
and Polk Counties is 
critical.

Supporting our 
students throughout 
their education is 
also essential. The 
Casey Foundation 
reminds us that “every student who does 
not complete high school costs our soci-
ety an estimated $260,000 in lost earn-

Change The Odds For Children’s Reading

ings, taxes and productivity.” That’s over 
a quarter of a million dollars per dropout 
LOST in our community. We also know 
that reading proficiency can be a make-

or-break benchmark in a child’s educa-
tional development.

What is great is that we actually know 

how to solve this problem. We know how 
to prepare children to enter school, we 
know how to support children who are 
not reading at grade level, we know how 

to empower parents to 
be a positive influence 
in their children’s lives, 
and we know how to en-
gage our youth so they 
can succeed in school 
and graduate on time. 

When we invest in 
these solutions we 
strengthen the fabric of 
our community and we 
create a thriving and 
skilled workforce that 
companies need in or-
der to grow and pros-
per and provide good 
wages.

What we know chil-
dren need:

• To start kindergarten
• An appropriate reading level by 3rd 

grade

• Regular 
school at-
tendance 

• Healthy 
habits

• Parents: 
financially 
and emo-
tionally

Bottom-line is we know what the prob-
lems are and we know what needs to be 
done. So here is what I am asking you 
and your business to do:  simply join the 
CHANGE THE ODDS CAMPAIGN. 

We need your voice, your advice, your 
counsel and your financial support. Our 
children will read at grade level in our 
community. We will raise children who 
stay in school, graduate and then work 
for you.

To join the CHANGE THE ODDS CAM-
PAIGN call us at 503-363-1651 or visit 
www.unitedwaymwv.org. LIVE UNITED

When we invest in these solutions we  
strengthen the fabric of our com-
munity and we create a thriving and 
skilled workforce that companies 
need in order to grow and prosper 
and provide good wages.

GET ORDAINED FOR FREE ONLINE TODAY!
WE’VE ORDAINED OVER 20 MILLION WORLDWIDE.

www.themonastery.org
WE ARE ALL CHILDREN OF THE SAME UNIVERSE.
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GUEST cOlUMNIST DAVE MATHEWS
A recent CNBC report stating that bil-

lionaires are hoarding cash in unprec-
edented amounts due to their concerns 
over the economy (CNBC, “Billionaires are 
hoarding piles of cash,” 9/22/14) should 
serve as a dire warning for those of us who 
are openly casual with our finances. It is 
a matter of discipline that enables one to 
grow a portfolio that provides security both 
in the present and long-term as we plan for 
retirement. That said, many of the tradi-
tional investment vehicles do not perform 
well [cash is one] when the economy is 
uncertain. So, how do we plan for our eco-
nomic future? Accurate Precious Metals 
Refineries is prepared to answer this ques-
tion in unique if not unconventional, ways, 
which is setting the financial world abuzz! 

First of all, one must ask: What invest-
ment vehicle if any, has always performed 
well in the face of recession, depression, 
calamity and other uncertain financial tur-
moil? (This is where a ‘pregnant pause’ usu-
ally occurs as we wait for an answer) Fact: 
Only precious metals, Gold and Silver coins 
and bullion have the 
proven track record 
in every conceivable 
financial scenario of 
producing security, 
building wealth and 
maintaining finan-
cial integrity when no 
other product could. 
Recent statistics 
prove that gold and 
silver have combined 
to produce an aver-
age of 20% return 
over the last decade. 
A sobering fact when 
many of us rode the 
undulations of the 
Dot.com and Real 
Estate roller-coasters 
which left many be-
reft of a life-time of 
savings in just a few 
weeks. 

For many this is 
only the remnants 
of a bad dream. The 
inflated condition of 
the indices on Wall Street, coupled with 
the economic numbers that are massaged 
daily and fed to the masses all seem to in-
dicate a buildup of complacency among 
average investors that induce many into 
the tired, unproductive, rut of traditional 
investments, that quite honestly, continue 
to produce nominally at best. Again, there 
is an alternative! I know, stop teasing and 
get to the point! *Note that italicized word 
‘average’ because that is where the dis-
tinction between successful investing and 
merely subsisting is clearly visible. At Ac-
curate Precious Metals Refineries we want 
to you be successful and we will work with 

How Do We Plan For Our Economic Future?

you throughout the investment process 
to ensure that yours is an experience that 
produces a decision based on trust, educa-
tion and the proof of return that can only be 
had when one holds in his possession hard 
currency – I.E. precious metals! Is it easy, 
no, change never is. But, to break out of an 
investment rut requires thinking outside of 
the current financial box and that is exactly 
what produces those individuals who be-
come financially secure! 

The World Gold Council states, “one of the 
most important contributions gold brings 
to a portfolio relates to risk management. 
Not only does gold help preserve capital 
over the long run, but it smooths out those 
bumpy rides traditional investments may 
face over the course of time”. Let’s examine 
another quote: Veteran investor, newslet-
ter writer and publisher of the Dow Theory 

Letters, Richard Russell, told his readers 
why they need to own gold: “Never buy gold 
for a profit, gold is a measure of wealth. 
Count your gold holdings in the number 
of ounces, not the current worth in dollars. 
You don’t price the home you live in every 
day, or with each passing week. Nor should 
you price your gold holdings in dollars with 
each passing day. Gold is a timeless wealth 
asset; an asset that will have a value with 
the passing of time…In investing, nothing is 
permanent except gold. But remember; do 
not buy gold with the idea of making a prof-
it. Buy gold because it is pure wealth, and 
may be the last man standing.” (“Richard’s 

Remarks,” Dow Theory Letters, 11/25/13) 
This requires a paradigm shift in our think-
ing! We measure profit on the dollar value 
of the particular vehicle. Thus, value can in-
crease or decrease and so can one’s profits, 
based on the value of the dollar! Gold and 
Silver have always maintained their intrin-
sic value and as such, remain the only vi-
able option when the dust of complacency 
settles on the investment machine. On the 
other hand, should the herd begin to mill 
about anticipating a stampede toward a 
more secure option, driven to action by the 
smell of fear (recession, depression, war, 
famine) and the investment pheromones 
begin to incite the herd, Gold and Silver in 
the portfolio alone, have the calming effect 
that produces trust, consistency and secu-
rity. 

Many of you reading this article have ex-

perienced the hypnotic effect of traditional 
investment vehicles; Bank savings, insur-
ance and investments, real estate, mutual 
funds, etc. Perhaps you’ve invested in per-
sonal Individual Retirement Accounts with 
the expectation of tax deferred or tax free in-
vesting, hoping that extra impetus will drive 
your IRA to success. Frankly, you’re far 
ahead of the main herd by disciplining your-
self to contribute to your financial security 
on a consistent basis. However, if attached 
to any of the previously mentioned invest-
ment options, once again, your security is 
tied to the Roller-Coaster! That’s why Accu-
rate Precious Metals Refineries now offers 

the option of roll-
ing over your con-
ventional IRA into 
a Precious Metals 
Account where you 
alone are able to fund your portfolio with 
hard assets – Gold and Silver Coins and/
or bullion! Within an IRS approved Indi-
vidual Retirement Account, your money 
grows with the added advantage of the tax 
deferment or tax shelter and the additional 
comfort of knowing that you have control 
over hard assets – not some slip of paper 
that inflates or deflates at the whim of the 
Powers that be! Trust – it’s as simple as that! 
Do you trust your current investment tool? 
Look for the proof; it’s there if you search 
for it. Gold and silver sit atop the investment 
heap and cannot be displaced by the bullies 
of Wall Street! Accurate Precious Metals 

Refineries wants 
your trust as 
well and proves 
it daily with the 
lowest prices, 
best service and 
a wide variety 
of ways to help 
you become suc-
cessful. From 
their refinery, 
which by-passes 
the middle man 
to give you the 
most money for 
those unused 
gold and silver 
items, to their 
volume purchas-
ing power which 
enables them to 
pass the savings 
in the form of 
lower premiums 
on to you and fi-
nally, the newest 
addition to the 
business which 

was created to serve their customers dur-
ing the current financial crunch by being 
in a position to loan money toward pawn 
items in a private, secure, educational set-
ting that ensures transparency throughout 
the process. Friends don’t let friends invest 
uninformed!

We know you want the best for yourself 
and your family’s investment future. Stop 
by Accurate Precious Metals Refineries. 
No gimmick, no empty promises. Just facts 
that produce trust time and again! Your 
financial success is our business. Accurate 
Precious Metals Refineries 1855 Haw-
thorne Ave. NE Salem, OR. 503-400-5608

We know you want 
the best for yourself  
and your family’s 
investment future.
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New York Life’s Greater Oregon General 
Office is seeking to increase its field force 
with 50 agent appointments in 2014. 

“The Greater Oregon General Office has 
found success hiring individuals from vari-
ous backgrounds, especially those seeking 
a career change.  Our agents can customize 
their career path to match their personal 
goals whether that means enjoying a lifelong 
career as an agent or pursuing a career in 
management,” said Blake McKinney, Man-
aging Partner of the Greater Oregon General 
Office.

“We are seeking individuals to join the 
more than 120 New York Life agents in the 
Greater Oregon area.  New York Life con-
tinues to invest significantly in training new 
and experienced agents, with the ultimate 
goal of serving the financial needs of the 
community.”

In 2013 New York Life hired 3,460 full 
time agents, continuing its strong trend of 
hiring over the past several years.  62 per-
cent of New York Life’s new hires in the field 
were women or individuals who represent 
the cultural markets.  The company expects 
similar results in 2014 as it continues its 

long commitment to hiring and supporting 
women and individuals serving the African-
American, Chinese, Hispanic, Korean, South 
Asian, and Vietnamese markets in the Unit-
ed States.  Agents serving the ethnic markets 
accounted for 46 percent of the company’s 
new life insurance sales.  

It all began on April 12, 1845 when the 
foundation was laid for a new enterprise that 
would come to be known as the New York 
Life Insurance Company, Elected Secretary 
Lewis Benton purchased the first policy for 

Local New York Life Office 
Seeks To Hire 50 Agents

3G Auto Sales
1180 Ford Street
Salem, OR 97302
(503) 990-7214

2013 
Scion

 xB Base
$12,500, 2,300 Miles

MPG: City 22 / Hwy 28

$5,000. So began a legacy of security and a 
commitment to keeping promises reflected 
still today in our core values.

As President and Chairman (1907–1932) 
Darwin P. Kingsley said, “When will New 
York Life be finished? Never! Its foundations 
are as deep as human love; its spires disap-
pear in unfulfilled dreams of human aspira-
tion; its great arches support an expanding 
nave which can cover and protect all who 
come.”

That passion and commitment to protec-
tion have continued unabated for nearly two 
centuries. We’ve seen the nation evolve and 
events occur that affect the lives of Ameri-
cans: from the Civil War, to the 1906 San 
Francisco earthquake, to the 1929 stock 
market crash, to Hurricane Katrina in 2005, 
9/11, and of course, the recent recession. 
(The image on our homepage is of an ad 
the company placed just days after the 1906 
quake.)

The Company’s 169th anniversary follows 
on the heels of a record–setting financial 
year in which we added more to our surplus, 
becoming stronger than we’ve ever been.

What does this all mean? Two things come 
to mind:

New York Life is resilient and able to thrive 
in all economic conditions. This means we’ll 
always be there for our policy owners, and 
for future generations, and;

There has never been a better time to be 
with New York Life.

So join us as we commemorate nearly 170 
years of integrity, mutuality, humanity and 
financial strength, and as we look toward a 
bright future built on those same values. And 
if you happen to meet with your agent, tell 
him or her happy anniversary as well. After 
all, it’s their dedication and exceptional ser-
vice that sets us apart from the rest.

Most importantly, we’d like to thank you, 
our policyholders, for your unwavering sup-
port through the years. Here’s to the future!

Please visit New York Life’s recruiting 
websites http://www.greateroregon.nylof-
fices.com/, http://www.newyorklife.com/
careers/sales-careers and www.nylcareers-
forwomen.com.

*Based on revenue as reported by “For-
tune 500 ranked within Industries, Insur-
ance: Life, Health (Mutual),” Fortune maga-
zine, 6/16/14.  For methodology, please see 
http://fortune.com/fortune500/.

**Individual independent rating agency 
commentary as of 8/13/14.

***New York Life Investments is a service 
mark used by New York Life Investment 
Management Holdings LLC and its subsid-
iary, New York Life Investment Manage-
ment LLC.
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Salem Cancer Institute showcased its 
newly remodeled space with a grand open-
ing on Sept. 25. 

Attendees will enjoyed a healthy menu 
sampler from the new Garden Bistro, learn 
about Salem Cancer Institute’s partnership 
with OHSU’s Knight 
Cancer Institute, dis-
cover advanced treat-
ment technology, and 
be introduced to the 
new Center for Inte-
grative Medicine. Lo-
cal cancer survivors 
will also be on hand 
at the event to share 
what has inspired 
them, including sev-
eral artists showcas-
ing their work.

The cancer center 
at Salem Hospital has been accredited as 
a comprehensive community cancer pro-
gram by the Commission on Cancer since 
1952 and by the National Accreditation 
Program for Breast Centers since 2010. 
Salem Cancer Institute has been affiliated 

with Oregon Health and Science Univer-
sity’s Knight Cancer Institute since 2007, 
which strengthens diagnosis and treatment 
through shared expertise, research knowl-
edge and records.

Salem Cancer Institute treated 2,000 

patients last year, seeing an average 325 
patients per day. When the institute first 
opened, door-to-diagnosis for breast can-
cer was 30 days; now it is four days. A 
cancer nurse navigator can see newly diag-
nosed patients “same day.” 

Salem Cancer Institute has been remod-
eled to be a restorative, community gath-
ering place—and far more than a medical 
clinic, according to Steven Taylor, director 
of cancer services. Anyone coming into the 
lobby can start a journal, knit, research can-

cer topics online and find support groups 
and classes. The Garden Bistro specializes 
in offering nutritious cancer-fighting foods.

Salem Cancer Institute is located in Build-
ing C on the Salem Hospital campus, 875 
Oak St. SE. Parking is available under 

Building C using the Winter St. entrance, 
or in the campus parking garage.

Salem Hospital is part of Salem Health, 
along with West Valley Hospital, Willa-
mette Health Partners and other affiliated 
health care organizations offering excep-

tional care to people 
in and around Or-
egon’s mid-Willa-
mette Valley. Salem 
Hospital received 
the Distinguished 
Hospital Award for 
Clinical Excellence™ 
from Healthgrades 
in 2014, placing it 
among the top 5 per-
cent of more than 
4,500 hospitals na-
tionwide. Visit us 
at salemhealth.org; 

“Like” us on facebook.com/salemhealth; 
follow us on Twitter: @salemhealth; and 
view us at youtube.com/salemhealth.

For more information: Mark Glyzewski, 
Public Relations Consultant, 503-561-
5664, mark.glyzewski@salemhealth.org.

Salem Cancer Institute Opens

Salem cancer Institute has been 
remodeled to be a restorative, 
community gathering place

The Bistro at the Salem Cancer Institute is open for business.
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WEST SALEM HILLS!
2 Bdrm + Den, 2 Ba, 2198 sq. ft. home. Hardwood floors, gas frplc 
in living room, updated kitchen cabs. Dining room has slider to large 
deck. 26x14 workshop w/roll-up door. $235,000 (682119) Rick & 

Ande Hofmann 503-390-8000 Code #2855 RE/MAX Integrity

REDUCED!
Top quality throughout! 4 car garage or shop, plus RV garage! 3 bdrm, 
2 bath open floor plan. Large kitchen w/2 eating bars and walk-in pan-
try. Living rm & dining rm w/slider to porch. Master w/soaking tub & 
shower, plus double sinks. Located on 1.48 acres! $418,695 (676138) 

Don Meyer 503-999-2381

HOME & ACREAGE NORTH OF KEIZER!
4 bdrm, 2.5 bath, 2187 sq. ft. home with 1.94 acres. Updated appli-
ances, hot tub, storm windows. Fenced pasture, apple trees, 66x20 
barn/shop & 36x30 shop. $389,900 (676811) Rick & Ande Hof-

mann 503-390-8000 Code #2675 RE/MAX Integrity

PRIDE OF OWNERSHIP SHOWS IN THIS
BEAUTIFUL CRAFTSMAN HOME!

Spacious 4 bed, plus 16.6X10 bonus room! Home features a great 
room w/open kitchen, wall of windows looks out to gorgeous grounds 
and gleaming hickory floors on main level. High trayed ceilings add 
to the spacious feeling of the home. Kitchen features SS appliances, 
granite, and large breakfast bar. Formal and informal dining. Nice pri-

vacy on 2.95 acres w/24X36 shop. $525,000 (681163) 
Janis King Melsha 503-999-4663

Custom 1 owner home w/large yard, RV pad, 2 decks, very lrg patio, 
storage shed, dining nook w/slider to patio plus formal dining, formal 
living w/wood stove insert, and family room w/gas fireplace & slider 
to patio. Kitchen w/walk-in pantry, quartz counters & oak floors 
in kitchen and nook. Master bath w/jetted tub & shower, laundry 
chute. Oversized 3 car garage w/lots of overhead storage. $349,900 

(680127) Don Meyer 503-999-2381

REDUCED $40,000!
86.74 level acres w/22 pastures all with water, indoor riding 120 X 60 arena 
w/9 stall barn & tack rm attached, + separate 5 stall barn & tack rm, also 
a very nice 1760 sf single level home built in 1994 on Luckimute Water Dis-
trict. All well maintained. Round pen, hay fields, panoramic view of grounds 
and surrounding hills from this private, secluded property. Only 5 miles to 
Dallas & 25 to Salem. Adaptable for other livestock. $648,000 (672349) 

Don Meyer 503-999-2381

BREATHTAKING VIEWS
of the coast range from this daylight basement octagon home! Sur-

round windows and deck. MB w/slider to deck. Guest bdrm & bath on 
main level. Lower level with 2 bdrms, bath & storage room, opens to 

family/game room, out to patio & HOT TUB. $365,000 (675015)
Roger Elliott 503-569-5003, RE/MAX Integrity

Fabulous view of the Cascade Mtns & West Salem Hills!
Custom built, one-owner home. 5 Bdrm + den, 3 Ba, 3146 sq. ft. in 

desirable South Salem. 9’ ceilings throughout, SS appls, abundant 
storage, spacious decks with amazing views! $399,900 (669019) 

Rick & Ande Hofmann 503-390-8000 #2455 RE/MAX Integrity

t Spectacular, majestic manor with unsurpassed views of valley & 
river! Italian marble foyer, formal LR & DR. Chef’s kitchen features 

commercial grade cabinets, bake center, dual dishwashers, sub zero 
frig. Master suite has dual walk-in closets. Master bath has soaking 

tub & walk-in shower. Home office. Huge utility/craft room. 2 in 
suite bedrooms & guest room upstairs. $868,000 (680141) Marilyn 

Shotts 503-510-2473

MCNARY ESTATES!
3 Bdrm, 2 Ba, 1593 sq. ft. home in Keizer! High ceiling & gas frplc 
in living rm. Granite, cherrywood cabs & SS appliances in kitchen. 
Slider in mstr & dining rm to 28x15 multi-level, private, covered pa-
tio. $269,900 (682021) Rick & Ande Hofmann 503-390-8000 Code 

#2885 RE/MAX Integrity

GREAT COUNTRY PROPERTY
11.35 acres, 2492 SF, single level, updated home. Wonderful home 
for entertaining, inclds patio & huge deck for outdoor living.  Large 
shop w/barn area, mature fruit & nut trees. Buyers will be delighted! 
$375,000 (671955) Roger Elliott 503-569-5003 RE/MAX Integrity

MOVE-IN READY! 
3 Bdrm, 3.5 Bath, 2199 sq. ft. home in newer subdivision in West 
Salem! Large family room open to 2nd story. Lots of light! Granite 
in kitchen. Master on main. Bonus room on 2nd floor. Territorial view 
with water feature in backyard. REDUCED to $249,900 (678130) 
Rick & Ande Hofmann 503-390-8000 Code #2665 RE/MAX Integrity

2110 Mission St. SE, Suite 310, Salem      503-587-1600
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The Voice of Small Business

National Federation of Independent Business

http://nfib.com

NFIB is America’s 
leading small business 

association, promot-
ing and protecting the 

right of our members to 
own, operate and grow 

their businesses.

Access expert resources  
to help grow your business.

Keep informed with the lat-
est research.

Stay protected with NFIB as 
your advocate in your state

Sar's 27th 
Annual 
Food Drive
Has Gone 
Virtual 

The Marion-Polk Food Share Network of 
nearly 100 member direct-service charities 
distributes more than 9 million pounds of 
food to hungry families, children and indi-
viduals in Marion and Polk counties.

Marion-Polk Food Share’s hunger-relief 
efforts focus on providing emergency food 
assistance and increasing self-sufficiency for 
families living with limited resources. Our 
mission to END hunger is accomplished 
with the support of the local community and 
through a variety of innovative programs.

Theodore K. 
Urton

Gwyn 
Wellborn 

Lisa Bybee

David 
Harrison
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503.364.7999 | www.vhpecu.org
Federally insured by NCUA

Own your financial future.

Frustated with your bank?
We understand. Switch to 
Valley Credit Union today 
for lower fees, great rates 
and exceptional service.

Call or visit today to 
experience the Valley 
difference for yourself.

A SIMPLE, TRIED & TRUE CARD FOR YOU
NO annual fee

503.364.7999 | www.vhpecu.org

NO balance transfer fees Affordable payments
NO cash advance fees RATES AS LOW AS

7.99% APR*

*APR = Annual Percentage Rate. Credit qualifications and other restrictions apply. Contact the credit union for complete details. Federally insured by NCUACall or visit today for more details.

60DAYS
NO PAYMENTS

For a limited time Valley is offering

NO PAYMENTS for the fi rst 60 DAYS!
New Vehicle Loans • Personal Loans • Used Car Loans

Lines of Credit • VISA Credit Cards

37829 SBJ Back Page Ad Oct14.indd   1 9/18/14   8:55 AM


