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Proceeds to benefit animal-focused non-
profit organizations

Attention all dog owners! Honeywood Win-
ery, Oregon’s oldest winery, is searching for its 
next canine to appear on an upcoming addi-
tion to its exclusive Dog Gone Wine collection.

To enter, owners simply need to submit a 
digital photo of their dog and a short essay 
(no more than 100 words) describing why 
their pet should be the next face on a new Dog 
Gone Wine label. Submissions must be sent 
via email to contest@dogggonewine.com by 6 
p.m. PST on February 28, 2015.

The contest for the star of Honeywood’s next 
Dog Gone Wine is open to all types and sizes 
of purebred or non-purebred canines. While 
most of the wines feature a namesake breed--
such as Bassett Hound Blackberry, Pomerani-
an Pomegranate, Poodle Pinot Noir, Pug Pear, 
and Retriever Riesling--the collection also in-
cludes a Boxer on the Holiday Dog wine and a 
Chihuahua on Sergio’s Sangria.

“Your dog doesn’t have to be show quality to 
win. We just want to find a friendly-looking 

dog that’s as lovable and irresistible as our 
wines,” said Marlene Gallick, owner and vice 
president of Honeywood Winery.

Besides being featured on the wine bottle 
label, the winning dog will also receive a pro-
fessional photo shoot and a gift basket for its 
owner, including Honeywood’s newest Dog 
Gone Wine.

Initially created in partnership with the 
Willamette Humane Society for a June 2008 
fundraising event, Dog Gone Wines are now 
part of Honeywood’s regular portfolio, featur-
ing seven of its best-selling wines in special 
packaging. Honeywood donates a portion of 
all Dog Gone Wine sales to the Willamette 
Humane Society or by special request to other 
animal-focused non-profit organizations, 
such as Project POOCH, Southeastern Guide 
Dogs, and as Good as Gold Golden Retriever 
Rescue of Northern Illinois.

Visit Honeywood Winery’s website for more 
information and contest rules. Dog owners 
must be at least 21 years of age to win.

Honeywood 
Winery Seeks 
Canine Star For 
New Dog Gone 
Wine Label 

Oregon’s Oldest Winery
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Inside the city limits, but feels like living 
in the country! Tastefully remodeled home 
on .26 of an acre w/covered front porch & 
deck. Open living area with large kitchen 
featuring ample storage & eating bar. Gas 
fireplace in dining/gathering area. Large 
master suite w/4 closets, sitting/work-out 
area with see-through fireplace to spa tub 
in bath. Three additional bedrooms & bo-
nus room. Shop area in oversized garage, 
and lots of room for your toys. $229,400 

(684426) Roger Elliott 503-569-5003

A LITTLE BIT OF COUNTRY RIGHT IN KEIZER!
4 bdrm, 2 ba, 1623 sq ft home & guest 
house on .76 acre lot. Sits back off the 
road. Coved ceilings, gas frplc, lg cvrd pa-
tio. Separate shop & smaller shop/shed. 

$259,900 (681976) 
Rick & Ande Hofmann

 503-390-8000 Code #2875

Single level in Illahe Hill’s Bailey Ridge! Spa-
cious Entry, vaulted ceilings, 3 bdrms + den, 
formal dining & kitchen w/eating bar, cherry-
wood floors, granite counters, SS Jenn-Air ap-
pliances w/6 burner range. Tumbled marble 
in baths, master bath w/separate tub & tile 
shower, plus large walk-in closet. Family 
rm w/gas fireplace, open to kitchen - great 
for entertaining! Fully fenced back yard, UG 
sprinklers, tankless water heater, security 

system. $298,900 (685326)
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 ductless heat pumps make 
this home inexpensive to heat and cool. Back 
house needs some cosmetics and slight fin-
ish work. Possible 203k. More than 6 bed-
rooms and room to park RV. Great invest-
ment property potential! $210,000 (682158) 

Trevor Elliott 503-602-1039

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 & vi-
nyl windows. Fenced yard, oversized garage. 

$219,900 (681571) 
Rick & Ande Hofmann

 503-390-8000 Code #2845

Great views from the deck during the day 
and the city lights at night. Lovely gardens in 
spring and summer. Large master with dual 
closets and bath, attractive laminate floor-
ing on main level. Two bedrooms, one bath, 
family room, and utility on the lower level. 
Home is on a large lot - make it your own. 

$210,000 (684838)
 Roger Elliott 503-569-5003

Good Condition! Newer roof, gas fp in living 
room, small gas stove in dining area. Up-
stairs master bedroom has elec. zonal. 1/2 
of upstairs is current attic storage that could 
be converted to more living space. Majority 
of exterior is aluminum siding w/small back 
section of fiber cement. Big backyard w/
room to garden! 2 car detached garage also 
has covered RV space. Currently rented and 

renter would like to stay.
  $155,000 (684478) 

Don Meyer 503-999-2381

This daylight basement home is in an established 
neighborhood in and close to schools. Your per-
sonal touches will make this shine bright again. 
Newer roof and some vinyl windows, 90% gas 

furnace help you save on utilities. 
$190,000 (683596) 

Roger Elliott 503-569-5003

Enjoy breath-taking views of the Willamette Riv-
er! Gaze thru expansive windows of this single 
level 3 bedroom, 2.5 bath home or step onto 
large covered patio or stroll towards the gazebo 
to further enhance your view. The beautifully 
landscaped .99 acre property with UGS, cul-de-
sac setting is also located next to River’s Edge 
Park. Among the many amenities this home 
also features two fireplaces (one in the living 
rm & one in the family rm), AC, office, bar & 
indoor hot tub. PSSST! Don’t wait. New roof! 

$405,000 (684410) 
Marilyn Shotts 503-510-2473

INTEGRITY
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Will Salem residents  
be facing a proper-

ty tax increase, a new tax 
on business or the status 
quo for Salem's chariot 
system.

Several years ago the Sa-
lem transit system, facing 
a difficult economy and 
increasing costs, reduced 
evening and eliminated 
Saturday service. 

As the economy improves and the impact of 
limited services receives more attention, the 
transient board is seeking $5 million dollars 
to add to their $25 million budget so they can 
restore evening and Saturday service.

It appears their first choice is a payroll tax 

paid by businesses which are prohibited by 
law from collecting the payments from their 
employees.  The boards second choice is add-
ed property tax, the principal source of their 
existing operating revenues.

Several years ago when the district sought 
to impose a payroll tax the district voters 
soundly defeated it.

If you're in business in Salem you are sure 
to be facing a  minimum wage increase, per-
haps to be topped by a payroll tax.  Obvi-
ously it  is time to plan your economic future 
very carefully, and to remember the political 
truth, if you are not at the table, you will soon 
be on the menu.

I Stand Proud and watch from Atop the 
Great Dome of the Oregon State Capitol. It 
is my job to watch and remember.

Salem Chariots 
Board On The Prowl

MUSINGS 
OF THE 
OREGON 
PIONEER

Dale’s Remodeling is celebrating its impact 
on local charities last year. Owner Dale Van 
Lydegraf donates his vacation rental home 
“Casa Corona” in 
Puerto Vallarta Mex-
ico, to local charity 
benefits to help raise 
money for causes 
near and dear to 
his heart. This fam-
ily vacation home has 
made a big impact 
on nearly a dozen lo-
cal charities in 2014; 
having raised nearly 
$25,000 in 2014 
alone.

“Dale’s Remodeling has actually contrib-
uted about $115,000 to local charities the 
past five years. Casa Corona is one of our 
main ways to raise money for these chari-
ties. We’ve been donating our vacation home 
to these auctions for nearly five years now. I 
appreciate being able to have this kind of im-
pact in our community,” says Van Lydegraf.

The Casa Corona villa sleeps at least 12 
people, has a heated pool and jacuzzi, out-
door kitchen BBQ area, WiFi and more. The 
home is an oral auction item for a number of 
different charity drives, including fundrais-
ing events for the American Cancer Society, 
Salem-Keizer Education Foundation, Salem 
Chamber of Commerce, Retirement Connec-
tion, Cascade Football Club, Oregon State 
Police, the Susan G. Komen Foundation and 
most recently, at the Boys & Girls Club (BGC) 
Civil War Auction in Salem.

“The Boys & Girls Club’s annual Civil War 
Dinner & Auction is our largest fundraiser 
and allows us to continue providing oppor-
tunities to over 11,000 local children. This 

event wouldn’t be the success it has grown 
into without the generous support of donors 
like Dale’s Remodeling and the beautiful 

Casa Corona va-
cation that is in-
cluded in our live 
auction,” says BGC 
Giving Initiatives 
Director Stephanie 
Compton.

Over the years, 
Van Lydegraf has 
chosen to give to 
charities that make 
an impact in the 
communities that 

Dale’s Remodeling serves. “It’s great to be 
able to make a difference,” Van Lydegraf says. 
“We love giving back to the communities that 
have supported us through the years.”

This vacation rental home is available for 
family reunions, retreats, weddings, relaxing 
vacations and more. For more information 
on the Casa Corona vacation home rental, 
visit www.casa-corona.com. To reach Dale’s 
Remodeling, call 503-370-7609 or go to 
www.dalesremodeling.com.

Dale's Remodeling, founded in 1978, pro-
vides expert design and a Certified Remodel-
ing team for your remodeling projects. Their 
systems ensure on-time performance, quality 
control, and a job that meets the client’s bud-
get. By maintaining clean and safe job sites, 
homeowners are assured that their lifestyle 
will be impacted as little as possible during 
the project. From small jobs to large and 
everything in between, Dale’s ensures three 
simple things: To be on time, on budget and 
make sure clients have a great experience. 
For more information, visit www.dalesre-
modeling.com.

Dale's Remodeling Gifts 
$25,000 To Local Charities

Dale’s Puerto Vallarta vacation rental home 
auctioned off at 11 local charity events in 2014
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JON STADICK
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Management

DYAN POPE
Director of Finance

ZACH FISCHER
Commer. & Residential 
Sales & Leasing
Oregon Licensed Broker

KRISTA TERLECKI  
Oregon Licensed Broker

ALEXANDRA AGUIAR
Residential Specialist, 
Oregon Licensed Broker

BO RUSHING
President/CEO
Oregon Licensed Broker

CHRIS LYNDE
Construction MGR,
Director of Operations, 
WVPM

JESSICA RUSHING
Marketing Director

ALI MORRISON
Commercial Sales & 
Leasing,
Oregon Licensed Broker

JARED HAMBROOK
Director of Property 
Management,
Oregon Licensed Broker

BARB NORRIS
Oregon Licensed Broker

For Lease—Former Northside Speakeasy now available! 1,560 
SF, located at 2505 Liberty Rd NE, co-tenants include Star-
bucks, Donatello’s Pizza  (opening December 2014), Spin City 
Laundromat (Opening January 2015) and First Choice Chiro-
practic! Space is built out for restaurant/bar use. Terms nego-
tiable. Contact Bo Rushing or Ali Morrison at 503-588-8500 or 

(503) 689-3652 with any and all interest!

For Lease—3660-3670 River Rd N. Two spaces available, can be 
combined for contiguous use. Co-tenant includes Tan Republic. 
Directly across the street from Burger King. Spaces are 1,455 
and 1,608 SF respectively and are built out for office use. Great 
parking and visibility. Contact Bo Rushing or Ali Morrison at 503-

588-8500 or (503) 689-3652 with any and all interest!

For Lease—Two End Caps in Stayton: Former Quizno’s and 
former frozen yogurt shop now available. This beautiful cen-
ter is directly across from Stayton and Regis high schools. 
Co-tenants include Muchas Gracias, Papa Murphy’s Pizza 
and Spin City Laundromat (opening Jan 2015) Quizno’s is 
turnkey ready. Contact Bo Rushing or Ali Morrison at 503-

588-8500 or (503) 689-3652 with any and all interest!

For Sale—Land Acquisition & Development Opportunity! 500 
Lancaster Drive SE, 0.22 acres available with an additional 
0.25 acres of property with Lancaster frontage upon comple-
tion of road vacation. Contact Bo Rushing 503-588-8500 or 

Zach Fischer (503) 508-7178 with any and all interest.

For Lease—in-line space at Commercial and Wiltsey South. 
1,792 SF in-line space in beautiful center. Co-tenants include 
a mixture of local and national retailers including Aaron’s 
Furniture, Subway and Taco Bell. Excellent demographics and 
traffic counts! Contact Bo Rushing or Ali Morrison at 503-588-

8500 or (503) 689-3652 with any and all interest!

For Sale—investment property now available for $1.8 mil-
lion! Trailer Park Village located at 4733 Portland Rd Salem. 
Great potential for improvements, 5 tax lots consisting of 3.69 
acres with 46 single spaces, 1 double space, storage build-
ings, house, RV storage, laundry facilities and community rest-
rooms. Solid income history. Please do not disturb manager or 

tenants. Contact Bo Rushing or Ali Morrison at 
503-588-8500 or (503) 689-3652

For Lease—Signalized Intersection of Hoyt and Commercial. 
1,905 SF of retail/office space available, former Fast Signs 
location. Asking lease rate $0.95 PSF monthly. Great demo-
graphics. Reception area, large work/display areas and two 
private offices.  Contact Bo Rushing or Ali Morrison at 503-

588-8500 or (503) 689-3652 with any and all interest!

For Sale—3041 Leah St NE Salem, OR 97305. Well-kept 
two story 3/2.5, almost 1600 SF. Home was built in 2004. 
Granite countertops and custom made kitchen cabinets, 
tile floors and carpets, paved patio, dead end street. Con-
tact Alexandra Aguiar (503) 930-5315 with any interest.

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

503-588-8500
rushinggroup.com

   Featured listing

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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Community radio station KMUZ has been 
on the air at 88.5 FM since December of 2011.  
While its studios and offices are in Salem, its 
transmitter is located on high ground near 
Turner, the station's official city of license.  
This signal, at 88.5 FM, has never been very 
strong in Salem.  Ironically, KMUZ has been 
delivering a better signal to Albany, Mon-
mouth and Stayton than to the Capital City.

Starting at 10am, Saturday, January 24th, 
the music and programs featured on KMUZ 
will be beaming into Salem and Keizer on 
a new, stronger frequency, 100.7 FM.  This 
will be the culmination of better than two 
years of effort as KMUZ signs on this re-
peater of its main transmitter (88.5 FM), 
called a translator.

“While not a megawatt blowtorch like 
some Portland broadcasters,” said KMUZ 
Administrator Dave Hammock, “the new 
repeater will be transmitting from much 
closer to Salem with about three times the 
power of 88.5.  We will finally be deliver-
ing a reliable signal to our supporters and 
friends in Salem and Keizer.”

Programmed by volunteer hosts and DJs, 
KMUZ is a non-commercial and independent 
community radio station.  Funded primarily 
by listeners, KMUZ's mission is to celebrate 
the people, culture and civic life of the mid-
Willamette Valley.  “Our vision is to be a local 
resource to assist service organizations and 
non-profits, as well as our municipalities, 
to communicate with their constituencies.” 
said KMUZ President Melanie Zermer, “Our 
volunteer DJs present music from all genres.  
Everything from Zydeco to Celtic to Indie 
Rock can be heard on KMUZ.”

“The existing transmitter delivers a good 
signal to some 34,000 mid-valley resi-
dents, none of whom live in Salem,” said 
Hammock.  “Our new translator will send 
a stronger signal to better than 200,000 ad-
ditional people, including almost everyone 
in Salem and Keizer.”

KMUZ is a non-commercial, independent 
community radio service owned and operat-
ed by a local non-profit organization, Willa-
mette Information, News & Entertainment 
Service (WINES).  The operations of this 
501(c)(3) corporation are funded almost 
exclusively by donations from listeners and 
underwriting from area businesses.  Accord-
ing to WINES President Melanie Zermer, 
“We were given a huge boost in building this 
new translator by a grant from the Marion 
County Community Project Fund.  We're 
grateful for both the financial support and 
the County's recognition of the public ser-
vice nature of our programming.”

Information about this community station, 
including a detailed program schedule, can 
be found at the web site, kmuz.org.  That site 
also lets you stream the station's program-
ming over the internet.  

For Info:  Dave Hammock, 503-990-6091, 
admin@kmuz.org

KMUZ 100.7FM Signs On Repeater Service

“the new repeater will 
be transmitting from 
much closer to Salem 
with about three times 
the power of 88.5FM.”

MJ with the translator rack Staff Waits for the single! KMUZ 100.7fm is LIVE
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Two thousand fourteen was another great 
year for the Isabells and we’re looking for-
ward to an even better 2015. My wife, Donna, 
continues as a legal assistant for the fabulous 

Con P. Lynch, PC, a job 
she just flat loves. 

Our daughter, Taylor, 
is a 22 year old senior at 
the University of Oregon 
and works part time at 
Dutch Brother’s Coffee 
(DB) in Eugene, a dream 
job she’s wanted since she 
was fourteen. She’s been 
exposed to DB all her life 

because growing up, we frequented where it 
all started in the original store in my home 
town of Grants Pass. Go Dutch Mafia!

My 42 year old son, Brian (Jay), works for 
the government in Arlington, Virginia. 

I’m still retired from the National Weather 
Service (since 1997) after a 28 year career 
but am in my 17th year as KBZY’s fearless 
weatherman and in my 9th year writing this 
monthly column for the Salem Business 
Journal. Just can’t stand to be totally retired.

In 2014, I wrote 12 columns. Nine were 
about local people and their businesses, one 
was on an organization, one was a review of 
my columns in 2013, and one was about a 
life/business book. 

If you missed any or all of those columns 
and would like to read them, the following is 
a listing of my subject matter. All you have 
to do is go on-line at salembusinessjournal.
com, hit “Past Issues” and select the issue 
you want to read. Month by month, here are 
my columns for 2014:

January: I wrote a review of all the columns 
I’d written in 2013.

February: TERRIFIED TERRY SOL!
My February column was a redux of my De-

cember, 2008 column where I wrote about 
Terry Sol’s good fortunes discovering his 
new parallel career in standup comedy. He’s 
spent 18 years as the full-time operations 
manager at my radio station, 1490am KBZY, 
Salem’s First Choice. In the 2008 column I 
quoted Roman philosopher Seneca who said, 
“Luck is where preparation meets opportu-
nity”!  In 2013, Terry Sol was still getting 
“lucky” with plenty of comedy work around 
the country. 

But, alas, amidst all this luck stood “the 
scariest thing I’m ever going to do in my life”, 
said Sol! I posed the question: What could 
possibly terrify a man who’s done standup 
comedy from Vegas’ Luxor and Excalibur 
Hotels/Casinos to night clubs and perform-
ing theaters in Wyoming, Memphis, Ten-
nessee, California, Oregon and several other 
states west of the Mississippi? 

This frightened man had opened for Terry 
Fator, Kellie Pickler, Gordon Lightfoot, the 
Brothers Four. He did a 3-night tour with 
the Kingston Trio. He also opened for Glenn 
Yarbrough on an 8-Concert Tour in Califor-

nia, Oregon and Washington. So what could 
it possibly be that is scarier?

The answer, I wrote then, was his fear of 
falling down during a 90 second dance num-
ber with a professional partner on the histor-
ic Elsinore Theater stage for Salem’s version 
of “Dancing with the Stars” last February 14, 
2013, Valentine’s Day. Competing against 5 
other Salem local “stars”, Sol did just fine. He 
didn’t win but he did not fall down.

March: RISING STAR
My March column was on Matt Rudolph 

who, at the time, was a vice-president of 
training for Courthouse Fitness.

He was recently promoted from training 
director where Matt’s responsibilities in-
cluded overseeing personal training, pilates, 
performance training, flexibility, nutrition, 
Spartan and Ignite training as well as over-
site of the development of several new pro-
grams that were scheduled to come online 
later that year, to 

vice president of training in 2012. As VP, 
his added responsibilities included, along 
with the rest of the management team, fore-
casting and strategizing the overall vision 
and direction of the company.. 

Matt has since left the Courthouse for a 
new opportunity as an account manager 
for Medtronic. Medtronic claims the title of 
global leader in medical technology – allevi-
ating pain, restoring health, and extending 
life for millions of people around the world. 
They got a rising star.

April: “HERZZONER” ANNA PETERSON
I began that column with this definition: 

According to Merriam-Webster, “Hizzoner” 
is the term used as a title for a man holding 
the office of mayor. Since Salem’s mayor is a 
woman, I thought, at the time, that I would 
be so bold as to coin the equivalent term for 
these circumstances.

For those of you that don’t know, I ran for 
mayor of Salem in 2001-2002. Janet Taylor 
was my opponent along with a lesser known 
candidate. Taylor’s campaign manager was a 
woman by the name of Anna Peterson. Yes, 
that Anna Peterson.

At that time, even though she was quite 
successful in her own right, she was best 
known to most people as the wife of former 
Chief Justice of the Oregon Supreme Court, 
Edwin Peterson. After she was first elected 
as Salem’s mayor in January, 2011, Justice 
Peterson became best known as the husband 
of the mayor of Salem. My, my, how things 
changed!  Oh, and by the way, politics aside, 
they are two really good friends of mine.

And finally about the March column, I’ll 
leave you with this direct quote from Mayor 
Peterson:  “I am pleased to be the Mayor of 
Salem.  What better time to bring our resi-
dents together, maximize our resources, and 
build upon the many accomplishments of re-
cent years.  I tell people - we are not broke; 
we are not broken; and we must continue to 

move forward”. 
Here, here to “Herzzhonor”, Mayor Anna 

Peterson who was re-elected last May and 
sworn in again in January of this year!

May: FOR THE LOVE OF PETS
Anyone who has a pet would have really 

appreciated my column last May. I started it 
off with this: Mission: “To remove the cost 
barriers to pet ownership by providing excel-
lent veterinary care to family pets at extraor-
dinarily affordable prices”!

The column was about two close sisters 
from Long Island, New York (Elmont), who 
went their separate ways after high school 
only to find themselves together again across 
the country in Salem, Oregon, years later en-
gaged in a “labor of love” they never thought 
of when they first embarked on their life’s 
journeys all those years ago.

Marcia Fulton, D.V.M. and sister, Susan 
Moore, M.S. on March 29, 2012, opened 
No Frills Pet Clinic at the corner of Kuebler 
Blvd. and South Commercial, right across 
the street from Applebee’s.

My wife and I wouldn’t think of taking our 
pets anywhere else today. Their understand-
ing  and compassion for animals is obvious. 
I asked them how they draw the line on their 
availability and rates for customers. Marcia 
responded with, “In this line of work, you 
always have to think “medically” when di-
agnosing for the animals not about cost and 
associated issues”. 

I think she answered that question the 
way most pet owners would like to have it 
answered. We love our pets! They are mem-
bers of our family and we’d all like to treat 
their health issues as well as we would a hu-
man family member. But, being realistic, 
sometimes we can’t afford it. Overcoming 
that barrier is what No Frills Pet Clinic is all 
about.

Again, No Frills Pet Clinic is located at 5048 
Commercial St. SE at Kuebler Blvd. here in 
Salem. Go meet these wonderful people.

June: “THE BEAT” SEVENTEEN - GER-
MANY! 

The seventeenth annual Salem World Beat 
Festival was, once again, scheduled for the 
last weekend in June and, as I always do, I 
wrote a column about that for the June edi-
tion of the SBJ. 

The annual, award winning, more-fun-
than-humans-are-entitled-too World Beat 
Festival draws tens of thousands of people 
from all over the region every year, rain or 
shine (as the festival’s resident weatherman, 
it’s been mostly shine). 

The Salem Multicultural Institute (salem-
multicultural.org), is the governing body 
for the World Beat Festival, a volunteer-
centered, non-profit 501 (c) (3) organization, 
born on February 15, 1997. 

Following a year of planning and stake-
holder-building focus groups, on June 27-
28, 1998, the inaugural Salem World Beat 
Festival (worldbeatfestival.org) was held in 

conjunction with the grand opening of Sa-
lem's long-awaited Riverfront Park. It was to 
be the first “official” event in the park. 

Because of the positive connections made 
at the festival, the organization’s volunteers 
have been called to serve the community in 
the areas of cultural programming, referrals 
and committee work throughout the year. 

Headquartered in Roger Yost’s historic 
Reed Opera House complete with a chang-
ing cultural gallery, the World Beat hosts 
numerous cultural exhibits from Holidays 
Around the World to Black Voices from Sa-
lem’s Past. The gallery and the performance 
series, which began in 2007, encourage local 
ethnic communities to showcase cherished 
traditions in the intimate, historic setting of 
the Reed.

And “The Beat” goes on again this year with 
the annual festival in Riverfront Park June 
27 and 28. You can read more about it again 
in the SBJ when I write my June, 2015, col-
umn.

July: FITNESS NO-BRAINER!
My July column was about Landon Burn-

ingham, founder, co-owner and head trainer 
of Physiq Fitness’ and his two clubs. His 
life’s goal, I stated, was and still is to be able 
to train people in physical fitness for free! 
Yes, that’s right. His life’s goal is to be able 
to train people in physical fitness for FREE!

PhysiQ Fitness membership has grown ex-
ponentially since the opening of gym num-
ber one in downtown Salem in July, 2010. 

Inspired by TV’s “Biggest Loser”, Burning-
ham’s goal and passion has always been to 
change people’s lives through physical fit-
ness! His ultimate goal is, as I said before, to 
be able to train people for free!

I’m an extremely happy member of the 
South Commercial PhysiQ Fitness. One visit 
to the South gym last spring blew my mind. I 
had to see for myself what $10 a month was 
buying me. I signed up on the spot! It was 
one of the best financial and health decisions 
I’ve ever made.

PhysiQ Fitness has already received a num-
ber of awards including the Statesman Jour-
nal “Best of the Mid-Valley” 2013 and 2014 
Gold Awards for Best Fitness Center in the 
Mid-Willamette Valley for the last two years. 

Landon Burningham’s doing something 
very right here in Salem. There are a lot of 
fitness options in the local area, some with 
features that you use and some with features 
that you pay for but don’t use. Do yourself 
a favor. If nothing else, take a tour of Phy-
siQ Fitness (physiqfitness.com). Tell them, 
“Wild Bill sent me”. I think you’ll see what 
I saw. If you understand value, it’s a fitness 
no-brainer!

August: STUDENT OF THE BEAN
 I started the August column with: “Quality 

coffee extraction and presentation is signifi-
cantly more difficult than producing a great 
wine”, says owner/manager of French Press 
Coffee and Crepes (FP), Nick Berrey. And 

Happy Belated New Year Everyone! Hope 2014 Was Good For You!

Bill Isabell
AT LARGE
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after interviewing Berrey for an hour and a 
half, and trying to keep up with his descrip-
tion of the process and all the other variables 
involved in producing a great cup of coffee, I 
was inclined to agree with him.

I noted in the column how their coffee 
was sourced from specialty brokers and was 
brought to the latest technology in coffee ex-
traction. Their machines are La Marzocco 
espresso machines handmade in Italy since 
1927.

“And furthermore”, stated Nick then, “in 
terms of quality coffee, any pre-ground cof-
fee, is coffee where the flavor is actually leav-
ing the coffee right after the grinding pro-
cess. That’s what we call the “coffee smell”. 
Don’t grind it until you’re ready to use it if 
you’re seeking the best quality taste”.

So there you go, briefly. French Press Cof-
fee and Crepes is my favorite coffee shop/
restaurant in all of Salem. If you’re looking 
for a quality espresso or other coffee drink, 
and you haven’t been to French Press, do it. 
And the guy that runs it, Nick Berrey, really 
is a student of “the bean”. See you there!

September: HABITS FOR LIFE
One of the best books I’ve ever read is The 

Seven Habits of Highly Effective People by 
Steven Covey. It was a number 1 best seller in 
1990. I’m convinced, if the whole world read 
and practiced these habits, what a much bet-
ter world it would be. I wrote about it back in 
2010 and again last September. Here are the 
seven habits:

Habit 1:  Be Proactive
Habit 2:  Begin with the End in Mind
Habit 3:  Put First Things First
Habit 4:  Think Win/Win
Habit 5:  Seek First to Understand, Then to 

Be Understood

Habit 6:  Synergize
Habit 7:  Sharpen the Saw
Again, one of the best books I’ve ever read 

is The Seven Habits of Highly Effective Peo-
ple by Steven Covey. The book itself expands 
immensely from this thumbnail sketch I’ve 
presented here. Read it. 

October: LARIAT LAWYER
My wife, Donna’s, boss is lawyer Con 

Lynch. I labeled this column “Lariat Lawyer” 
because Lynch is a lawyer who knows his 
way around ropes, horses and ranching. 

Con Lynch, was born in Lakeview, Oregon, 
in 1957, and raised on his grandfather’s 
ranch in Plush, Oregon. Plush is an unincor-
porated rural community in the Warner Val-
ley of Lake County, in south central Oregon. 

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

Con’s dad, Phil, was a genuine, fulltime 
cowboy who, at the peak of that ranch had 
about 3500 head of cattle. Like father like 
son, Con grew up as a cowboy too. He even 
competed in the National High School Ro-
deo Finals in Gallup, N.M., in 1975.

Graduating from Willamette Law School in 
1983, Lynch would go on to work in several 
law offices until 1994 when he started his 
own firm. He’s been practicing at 841 Sagi-
naw St S since 2000.

Lynch states firmly, “The most reward-
ing part of this career is the satisfaction you 
get from successfully transitioning, to ev-
eryone’s satisfaction, a family business or 
resolving non-traditional family business is-
sues. That’s our real payoff.”

Looking ahead, Lynch continues, “Busi-

nesses we will represent in 5 years prob-
ably 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 
developing confidence to adapt to change 
and successfully perform in any economic 
environment. This year’s 5th seminar will 
be held on February 28th at the Willamette 
School of Law. If you’re interested in attend-
ing or have questions, call: (503) 378-1048.

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 
clients. 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 suc-
cess for you and your business, give him a 
holler. You’ll be glad you did!

November: TRIUMPH OF THE HUMAN 
SPIRIT

My November column was one of the most 
inspirational one’s I’ve had the pleasure to 
write. It was on Dave Eads. Eads is an ex-
ample of what it’s like to be an overachieving 
athlete for years and years and then start-
ing your athletic career, not to mention your 
everyday life, all over again from an entirely 
new and challenging perspective. He did 
that.

From college wrestler to tennis profession-
al to barista, Eads has always kept a positive 
can-do attitude. And that attitude has con-
tributed to his many successes and his out-
standing personal demeanor in the face of 

some very trying circumstances.
In 2003, Eads began to develop a serious 

back condition. The pain that accompanied 
it leads to a much decreased quality of life, 
and increased medical costs and problems. 
It would cause relentless pain and was/is a 
common cause of persistent low back pain.

Following his fourth place finishes in 
Greco and Freestyle wrestling at the Veter-
ans World Wrestling Championships in his 
age bracket in Budapest, Hungary, Eads ar-
ranged for back surgery. 

The delicate disk surgery was performed on 
a Friday. When he woke from the anesthesia 
he couldn’t feel his legs. 

Over the next several days, it became pain-
fully evident something had gone terribly 
wrong in the surgery. Indeed, he would soon 
find out, the doctor had “nicked” his spinal 
cord! Moving on from those very dark days 
required every bit of resolve and determina-
tion from Eads and it also required some of 
the best care with his rehabilitation from Dr. 
David Hook at the Salem Hospital Rehabili-
tation Center.  

Three months later, Dave was ready for a 
wheel chair thanks to the wonderful assis-
tance from Mike Studer, the owner of North-
west Rehabilitation Associates and nurse 
Laura Aspinwall.

Tennis for Eads had started while a student 
at OCE. After graduation, he applied and got 
a position with Salem Parks and Recreation 
as a tennis instructor. 

From there he would go on to work as a 
tennis professional at a number of clubs 
from Salem to Kennewick, Washington, to 
Twin Falls Idaho, to Boise, Idaho, and back 
to Salem in 1985.

Eads was hired as General Manager of Sa-
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The articles in this column are usually a re-
sult of a current event or something we have 
been seeing a lot of in this office. Recently, 
we have been reviewing investment state-

ments of potential clients 
referred to us from other 
professionals or current 
clients. The folks we see 
usually find their way 
here because they have 
been managing things on 
their own or are not en-
tirely comfortable with 
their current financial 
advisor and often have 
never worked with a Cer-

tified Financial Planner. What we are find-
ing is that contrary to the research and the 
pervasive amount of information on basic 
investing, there still seems to be a disconnect 
between what should be and what is when it 
comes to investment portfolios. 

When an astute Financial Planner reviews 
an investment statement, he should be ask-
ing himself, “Are these investments congru-
ent with the stated goals and risk tolerance 
of the client?” The overwhelming answer we 
get is no. Most portfolios are a collection of 
stocks, mutual funds, a bond or two, maybe 
even an annuity and rarely are the invest-
ments working together toward some goal. 
Rather than lament over poorly-designed 
portfolios in the rest of this article, we will 
cover a couple of fundamentals to keep in 
mind when looking at your investments.

There are a few steps to building and main-
taining a portfolio to achieve an investor’s 
goals and for our purposes, we will review 
three: asset allocation, diversification and 
rebalancing. While the terms asset alloca-
tion and diversification are sometimes used 
interchangeably, we will describe asset allo-
cation as choosing different asset classes, i.e. 
stocks, bonds, and commodities; whereas, 
diversification is the broadening within the 
asset classes.

 First, let’s start with a more formal expla-

nation. Asset allocation blends uncorrelated 
assets in a portfolio in an effort to reduce risk 
without changing return expectations. The 
concept has been around for a long time, but 
gained prominence in 1986 with the publi-
cation of “Determinants of Portfolio Perfor-
mance.” The authors, Gary P. Brinson, L. 
Randolph Hood, and Gilbert L. Beebower, 
found that asset allocation was responsible 
for 93.6% of the variance between portfo-
lio returns. Security selection and market 
timing were seen 
as playing only 
minor roles. After 
the study was pub-
lished, it was widely 
misquoted to have 
stated that 93.6% of 
a portfolio’s returns 
were due to asset 
allocation, making 
active management 
appear undesirable. 
Some also criticized 
the model for its 
reliance on historic 
relationships to ex-
trapolate potential 
future outcomes. 
In a 2010 study, 
Roger Ibbotson 
further examined 
the impact of asset 
allocation. His study showed that 75% of a 
typical mutual fund’s variation comes from 
general market movement — as a rising tide 
lifts all boats — with the remaining 25% split 
evenly between asset allocation and active 
management. Both studies demonstrate the 
importance of being in the financial markets 
and the critical role of asset allocation in 
determining a portfolio’s risk and potential 
returns.

A diversification strategy blends “uncor-
related” asset classes — those that move up 
and down at different times — in a portfolio 
to help prevent significant losses while not 

limiting potential gain. With a diversified 
portfolio, you have the potential of a better 
risk-adjusted return. Risk can be described 
in statistical terms as a range of returns, our 
point being to narrow the range without sac-
rificing too much of our potential gain. 

Uncorrelated assets are essential to getting 
the full potential benefits of diversification. 
However, correlations have increased over 
the years. Stocks and bonds are more corre-
lated than they once were. Emerging markets 

equities, high-yield 
bonds, and real 
estate investment 
trusts (REITs) of-
ten move together. 
This is why the in-
vestment industry 
continues to create 
new asset classes 
that are, in theory, 
less correlated. 
Examples include 
mortgage-backed 
securities, asset-
backed securities, 
managed futures, 
alternative invest-
ments, private eq-
uity, hedge funds, 
and exchange-
traded funds. Some 
even newer ex-

amples include climate bonds, home rental 
asset-backed securities, and biofuels funds. 
All these securities may have investment po-
tential in their own right and may enhance 
diversification.

Whether you manage your own invest-
ments or have a Financial Advisor, you are 
ultimately responsible for knowing what is 
going on with your investments and why. 
Start by determining your tolerance for risk - 
if you work with an advisor you should have 
taken a questionnaire to determine what it is 
and to guide the investment process. If you 
are on your own, you should be able to find 

a risk tolerance questionnaire online. Look-
ing at life-style or a something like Fidelity’s 
Freedom Funds will give you an idea of what 
a diversified portfolio looks like. Next, pick 
your investments - for most folks, we would 
recommend using funds or investment man-
agers. While you allocate between stocks, 
fixed income, and commodities, diversifying 
would be including more than a large Cap 
mutual fund for your stock portion. It means 
choosing growth and value funds, large and 
small funds, and international and emerging 
markets.  Precious metals are a commodity; 
however it may be wise to look a bit broader 
into other metals that are used in manufac-
turing and a host of other goods. 

Finally, at least once a year, rebalance. Re-
balancing is very important to the long term 
health of your portfolio. If you took a risk 
tolerance test and then based on your goals 
and time horizon determined that a mix of 
50% stocks, 40% fixed income and 10% com-
modities was the right mix, the numbers will 
change over time. If stocks have a really good 
year they may end up more than 50% of the 
mix and in that case you sell some of the 
stock funds and buy fixed income and com-
modities. 

A diversification plan may add value to your 
portfolio. When your portfolio is broadly di-
versified, stronger performing asset classes 
can potentially offset weaker performing 
asset classes, helping to minimize portfolio 
volatility. Furthermore, as economic and 
market conditions change, uncorrelated, 
temporarily out-of-favor investments may 
become your portfolio’s top performers. Of 
course, diversification does not eliminate 
all risk. Just as a rising tide lifts all boats, a 
falling tide may negatively affect securities 
across entire markets. In other words, diver-
sification works over time, not all the time. 
All this underscores the importance of taking 
a big-picture approach to your investment 
plan. A well-diversified portfolio should be 
based on short-term and long-term financial 
goals, tolerance for risk, and individual tax 
and income circumstances. And the point is 
to be able to answer the question, “Are these 
investments congruent with my stated goals 
and risk tolerance?”

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 disci-
plines may only be given in response to in-
quiries regarding particular situations from 
a trained professional. Ray Sagner is a Certi-
fied Financial Planner  professional with The 
Legacy Group, Ltd, a fee only Registered In-
vestment Advisory Firm, in Salem. Ray can 
be contacted at 503-581-6020, or by email at 
Ray@TheLegacyGroup.com You may view 
the Company’s web site at WWW.TheLega-
cyGroup.com 

Diversity Is The Key To Stability

Ray Sagner
FINANCIAL
COLUMNIST

Whether you manage 
your own investments 
or have a Financial 
Advisor, you are  
ultimately responsible 
for knowing what is 
going on with your 
investments and why.
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As a business owner, you probably handle 
most of the responsibility of running 

the business yourself. But what if you could 
utilize a team of professionals to consult and 
guide the management of your company? 
What if this team could understand your 

situations and needs on 
an ongoing basis? 

No matter what type of 
business you own or how 
successful you are, every-
one can benefit from the 
guidance and knowledge 
of these four key busi-
ness specialists, many of 
whom are independent 
business operators just 
like you.

Attorney: You may want to hire an attor-
ney who specializes in the needs of business 
owners and can consult with you on asset 

ownership, best-choice business form, suc-
cession planning, contract review, and em-
ployee-employer relationships. It’s crucial to 
establish a relationship with your attorney, 
so that you can pick up the phone when you 
have a question.

Accountant: Again, you may prefer some-
one who understands the needs of indepen-
dent business people and, if possible, also 
knows your industry. An accountant should 
help you “read” your books more effectively, 
translate raw data, plot areas of profit and 
loss, and show you how to manage your tax 
liability. In short, your CPA could save you 
money. Don't make the mistake of meeting 
only once a year at tax time: give your ac-
countant the opportunity to work with you 
all year long.

Financial institution officer: Credit is the 
lifeblood of many businesses. It’s always 
important to maintain contact with a per-

son who can help you access the cash flow 
you need when you need it, and at a favor-
able rate. In addition to issuing credit, many 
financial institutions frequently provide a 
wealth of other services at minimal or no 
charge. Regular contact with your institution 
will keep you abreast of new opportunities 
that can benefit your business.

Insurance professional: An insurance agent 
familiar with the challenges facing indepen-
dent business owners can act as an effective 
problem solver. Specifically, a trained, li-
censed insurance professional can play sev-
eral crucial roles in your business:
• Help your company meet its immediate 

insurance protection needs. This includes 
helping select and fund insurance for key 
executive coverage, death and disabil-
ity* buy-out, pension, and other qualified 
plans.

• Help meet your personal insurance and fi-

nancial product needs.
• Family decisions can be a key factor in 

making any business decisions. Your in-
surance agent can help you coordinate a 
cohesive insurance program that satisfies 
your needs and goals on personal and pro-
fessional levels.

• Help coordinate the work of other profes-
sionals.

Insurance agents will help you focus on the 
big picture and work to help you put together 
a team of professionals.

This educational third-party article is 
provided as a courtesy by Jonathan Castro 
Monroy, Agent, (OR Ins. Lic. #17201124) 
New York Life Insurance Company. To 
learn more about the information or topics 
discussed, please contact Jonathan Castro 
Monroy at Cell: (503)409-5877 or Office: 
(503)316-3607.

Build A Team Of Professionals For Your Business.

Johnathan Castro
WHAT’S 
YOUR PLAN?

The New Year brings all things new!  
Shocker!  But while we are still in the “new 

year”, now is as good of 
time as any to look at 
our productivity, both 
personally and from our 
employees.  The number 
one killer of momentum 
(in my opinion) is lack of 
productivity.  So how can 
we get more from our-

selves and out of our very valuable employ-
ees?  Here are five simple tips or challenges 
for you to think about this month to get the 
proverbial ball rolling again.

• Job Descriptions.  Are my people doing 
what they are supposed 
to be doing?  Am I doing 
what I’m supposed to be 
doing, whether you are 

the CEO/President or a 90 day employee?  
Do your employees even have a job descrip-

tion?  If not, why?  Now is a great time to 
do a little performance review and update 
the job description at the same time.  You 
just might be able to squeeze a little more 
out of yourself or someone by refining this 
important document.  (Don’t forget to have 
them sign it!)

• Go eat lunch in the break room!  I love 
doing this.  This accomplishes many things, 
the most important of them being getting 
to know your employees better.  If anything 
else, you can start establishing real rela-
tionships with your co-workers and get to 
know about their lives, passions, families 
and interests.  Might even get a good rec-
ipe or two out of it! This will lead to trust 
and ultimately more productivity.  But one 
other thing eating in the break room ac-
complishes: finding the pulse of the person 
and the pulse of the company.  You can 
really learn some interesting things, both 
good and bad, about the day to day opera-

tions and actions of your employees and co-
workers.  So I challenge you to pack your 
lunch at least every week and go eat with 
the front line workers. Never know what  
may come from it!

• Sit in on another department’s meet-
ing.  With permission, of course.  Here is 
another way to get the vibe of what’s go-
ing on and let the employees that you’re in 
tune with everything going on.  It is simple 
and is a great way to learn from your fellow 
workers, pick up a few tips and maybe get 
to know someone better in another area of 
your work.

• Start of the year bonus program.  Some-
times you have to pay for it, but this is a 
fantastic way to kick start people’s produc-
tivity.  In a traditionally slow time of year 
for most of our businesses, why not throw 
out a little cash or other incentives to get 
this year rolling?  Most phone contacts 
made in a day, best email sent of the day, 

5 Easy Ways to More Productivity

Alex Casebeer
INSIDE 
SCOOP

most sales get you an extra 10%, etc.  What-
ever it is, try to think of something fun to 
get the excitement flowing!

• Attitude is everything!  One of the most 
basic phrases and principles in life:  Atti-
tude is everything.  This is the only thing 
you control when you wake up each morn-
ing.  You can’t dictate many things through-
out the day but attitude is one you can.  I 
encourage you to hit the reset button and 
make this day a good day!

This year will again be great, I can feel it!  
Downtown is humming, commercial prop-
erties are being built and more building is 
in the pipeline, and the economy is healthy 
and growing.  Let put our stake in the 
ground and start this year off with a bang.  
Until next time, stop reading this and go be 
productive!

Alex Casebeer is on the Executive Man-
agement Team at Capitol Auto Group and 
can be reached at acasebeer@capitolauto.
com, 503-585-4141 and on social media: 
twitter.com/alexcasebeer 

"Full Range," a collection of paintings, clay 
and fiber art by Judith Walden and Carolyn 
Canoy will be on exhibit at Red Raven Gal-
lery from February 4th through February 
28th.  This collection is designed to showcase 
the full artistic range of these two award-
winning artists.

Carolyn's work will include paintings and 
drawings in graphite, watercolor, oil, acrylic 
and mixed media.  Judith's work will range 
in content from the whimsical to the tradi-
tional uses of both fiber and clay.

"Lush," The Red Raven Membership Show 
for February, is a vibrant exploration of tex-
ture and color distributed across a variety 
of media.  It includes works in watercolor, 

acrylic, fiber, wood, clay, metal and pastel.
There will be a reception from 5:00 PM un-

til 8:00 PM, Wednesday, February 4th.
Red Raven Gallery, a cooperative run by 

and for local artists, has recently relocated 
to The Salem Arts Building at 155 Liberty St. 
NE, suite 140.  

Carolyn Canoy, Publicity
Red Raven Artist Cooperative
503-881-4110 
artcarolyncanoy@gmail.com

Red Raven Gallery

Oil Painting by Painter, Carolyn Canoy



Page 10 Salem Business Journal February 2015

1. Target Your Marketing & Advertising To 
Your Ideal Client

One of your biggest business expenses can 
be marketing and advertising. Before you 
spend another dime on ineffective marketing 
and advertising, it is extremely important 

know exactly who your 
ideal client really is, what 
they want, when they 
want it, where they are 
located, why they should 
do business with you and 
how best to reach them 
with a message that reso-
nates with them. Who is 
your ideal client?

2. Increase Your Refer-
rals

Receiving a constant stream of high qual-
ity new client referrals is by far the most cost 
effective way to substantially increase your 
business and income because referrals are 
FREE and they have the highest conversion 
ratio to a sale. The best referrals come from 
past clients and business affiliates who refer 
new clients to you in exchange for you refer-
ring your clients to them. Who is referring 
you new clients? 

3. Update Your Website To Attract Your 
Ideal Client

Over 70% of Generation X’s (ages 34-54) 
and over 80% of Millennial’s (ages 14-34) 
will decide to do business with you or not 
solely based upon your website’s content, de-
sign and from information found about you 

from social media outlets even if they were 
referred to you! If your website has not been 
updated recently or if it’s not responsive 
(meaning it looks the same on a smart phone 
or tablet), you are losi ng lots of clients and 
income and you don’t even know it! When 
was the last time your website was updated? 

4. Increase Your 
People Skills – Not 
Your Sales Skills

You are in the people 
business. It just so 
happens that you are 
in the ___________ 
business too! People 
will do business with 
you because they like 
you, trust you, respect 
you, value you and be-
lieve you are the best 
choice to do business 
with. You will make 
more money and have 
a lot more fun in your 
business when you 
stop selling and start 
serving your clients. 
How good are your 
people skills?

5. NEVER (EVER) 
Complete On Price

Believe it or not the 
lowest price is NOT what your clients re-
ally want! When people are presented with 
a choice to pick two out of three choices of: 

lowest price, highest quality or best custom-
er service, over 95% of the time they choose 
highest quality and best customer service 
over lowest price. Therefore only compete 
on highest quality and best customer service. 
How good are you at showcasing your prod-
uct/service quality and your company’s best 

customer service?
6. Overcome Your 

Roadblocks to Busi-
ness, Income And 
Lifestyle Success

There are 4 main 
reasons why you could 
be struggling to obtain 
all of your business, 
income and lifestyle 
goals and they are:

Fear: Not over-
coming your fear of 
change, fear of rejec-
tion, fear of success 
and fear of failure. 

Reason: Not having 
big enough reasons 
to change or improve 
your business, income 
and lifestyle.  

Plan: Not having an 
effective daily, weekly 
and monthly market-
ing and sales plan that 

produces lots of new clients and converts 
them into paid clients. 

Accountability: Not having an effective 

business coach to guide you through your 
business challenges and everyday pitfalls 
and to hold you accountable to achieve your 
business, income and lifestyle goals.

What are you doing to overcome all the 
roadblocks to your business, income and 
lifestyle success?

7. Get A Business Coach
Have you ever wondered why ALL pro-

fessional athletes have coaches? Don’t you 
think professional athletes that have trained 
for most of their lives to be the best in their 
sport know everything there is to know about 
being the best of the best? The answer is YES 
they do know everything but they all have 
coaches to help them stay accountable and to 
drive them to succeed. It is a proven fact that 
business owners (just like professional ath-
letes) that are properly coached out produce, 
out earn, have more successful businesses 
and live happier lives than those that don’t. 
Who is coaching you to succeed and to help 
you obtain all of your business, income and 
lifestyle goals? 

David Harrison is a business and sales 
coach based in Salem Oregon. He special-
izes in helping business owners, entrepre-
neurs and sales professionals transform 
their business and income by teaching them 
how to work smarter not harder so they can 
achieve all of their business, income and 
lifestyle goals faster and easier than ever 
before. To contact David, send him an email 
at David@HarrisonMarketingGroup.com 
or by telephone at (503) 508-4097

7 Changes You Must Make To Increase Your Business & Income Today!

David Harrison
BETTER 
BUSINESS
COACH

As Woodburn Rotary Club president, I am 
honored to announce that on January 26, 
the Woodburn Rotary Club dedicated dental 
van services in memory of Dr. Thomas McAl-

lister and his wife Veda. 
The Woodburn Rotary 
Club Foundation will fund 
Medical Teams Interna-
tional on a quarterly basis 
to provide needed den-
tal work for Woodburn 
residents who can’t afford 
dental care. I am especial-

ly pleased that my fellow 
Woodburn Rotarians Dr. 
MaryBeth Bowman and 

Dr. Kendall Horn have volunteered to provide 
their professional services to the program.

Woodburn area non-profit Love INC will 
assist Woodburn Rotary in administer-
ing the program. They will work with local 
churches to identify people in need of dental 
care and they will schedule the appointments 
and maintain the records.  Additionally, the 
Woodburn United Methodist Church will 
provide the location and the power source for 
the dental van each quarter.

Dr. Thomas McAllister, with the assistance 

of his wife Veda, set up their dental practice in 
Woodburn in 1956. He joined the Woodburn 
Rotary Club that same year. Dr. McAllister 
served as Woodburn Rotary Club president 
in 1974-1975 and also had the  honor of being 
District Governor of Rotary District 1500 in 
1977-1978.  Veda joined the Woodburn Rota-
ry Club in 2000 and also served as president 
in 2007-2008.

In addition to their long-time service to 
Rotary and the Woodburn community, the 
McAllisters were generous in giving. The 
McAllisters funded multiple $1,000 Paul Har-
ris contributions to Rotary International for 
themselves and family members. They were 
also generous contributors to the Woodburn 
Rotary Club Foundation including a generous 
bequest that will be used to fund this dental 
van project in their names.

The leadership and commitment to commu-
nity the McAllisters demonstrated through-
out their lives and as Rotarians exemplifies 
the spirit of the Rotary motto, “Service Above 
Self.”  This project is community partnering at 
its finest and the McAllisters would be thrilled 
that charitable dental care to the community 
they so loved continues on.

Rotary Clubs are important to our commu-

nities as are the numerous other local civic 
groups who also give of their time, talents and 
money.  Organizations like Kiwanis, Lions, 
the Optimists, and Elks to name a few have 
mission statements much like Rotary’s.  We 
all pledge to serve others (in our own commu-
nity and around the world).  Rotarians spe-
cifically also “promote integrity, and advance 
world understanding, goodwill, and peace 
through fellowship of business, professional, 
and community leaders.”

Time after time, it is the local civic groups 
who best serve our communities.  Civic groups 
know first hand what the community needs 
are and it is they who are in fact the boots on 
the ground filling the needs of community 
members both individually and collectively. 

While I am still beaming with pride over 
this wonderful free dental clinic our Rotary is 
partnering in, I am baffled as to why Oregon’s 
Democrats plan to attack charitable giving in 
the 2015 legislative session. Several bills are 
already drafted and ready to go that could ad-
versely affect individual giving to civic groups 
and consequently affect the ability of these 
groups to do their good works.

One bill reduces charitable giving by cap-
ping itemized deductions.  Another cuts all 

itemized deductions by 50%.  And there will 
be attempts to raise taxes on capital gains.

Call your legislator and tell them these bills 
will harm local livability.  If you are a member 
of a civic group or non-profit group, tell your 
legislators how important it is to support char-
itable giving. Tell then to consider the proven 
track records of success at home and around 
the world that these groups have. Tell them 
to think about how Rotary has almost com-
pletely eradicated polio. Tell them how Lions 
distribute eye glasses.  Tell them Elks have a 
drug awareness program focused on keeping 
young people from abuse.  Tell them how all 
these groups build health clinics and schools, 
install water systems, build parks, fund local 
youth activities and programs, sponsor study 
abroad programs, support Relay for Life, the 
Boys and Girls Club, etc. Ask them why would 
they intentionally make it more difficult for 
these groups to do the hard work of building 
strong communities and working for under-
standing, goodwill and peace.

Patti Milne Former Marion County Com-
missioner and Former State Representative

503.551.5590

PATTI MILINE
ROTARY 
CLUB
PRESIDENT

Rotary Clubs Are Important To Our Communities

Increase 
Your 

People 
Skills, Not 

Your 
Sales Skills
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by Chad Oxenford SBJ Staff Writer 
There's a very cool new place to hang out in 

town. If  you're an avid Coffee, Tea drinker or 
just need something very special to satisfy a 
craving, Archive is sure to hit 
the spot. Staff Baristas have a 
remarkable and sincere pas-
sion for mixing drinks that 
require a scientific prepara-
tion . As soon as you walk 
in the door you can feel the 
warmth of this new addition 
to our downtown community.  
You may even think you are 
somewhere in Europe. The smell of success  
is in the air, along with aroma of fresh baked 
blackberry scones and lots of other fresh 
pastries.  Owners Justin Doyle and Jessie 
Hayes bring a new approach to otherwise 
common hot and cold beverages. Open from 
7am to midnight 7 days a week.   Customers 

are raving about Archive.  "It's a home run"  
said Doug Doty downtown's newest full time 
loft resident. Try the deconstructed Cappuc-
cino served in three small espresso cups on 

it's own wooden tray., or try the remarkable 
Chai Tea. There really is something for ev-
eryone including a full service bar featuring 
the freshest concoctions.

Popular from early in the morning to late 
at night, Archive is most definitely the latest 
attraction in Salem. 

See Pages14 & 15 For My Listings

Be The 
Perfect

Valentine
List With Me

Over 30 Years of experience!
Positive attitude!

Specializing in:
• Homes on acreage
• Custom homes
• Unique & unusual 

homes
• Farms & ranches

Stephen 
 G. Tandy

BROKER/SENIOR Vp
503 566-5519

I personally 
handle all of 

my listings.

Standy@CBOregon.com
Sarah Harris has joined Studio 3 Architec-

ture as a new architectural intern. 
Harris received her bachelor’s degree from 

the New School of Architecture and Design 
in San Diego. She is very passionate about 
the environment, and focused the later part 
of her architectural education on ecotourism 
and structures that work in harmony with 
nature. She recently received a certificate in 
Ecotourism Planning and Management from 
Humboldt State University.

Studio 3 Architecture is located in down-
town Salem and can be reached at 503-390-
6500 or www.studio3architecture.com. 

Studio 3 Architecture was established in 
2002 by principle architects Gene Bolante 
and Leonard Lodder. S3A is an architectural 
company that provides services for a variety 
of projects from commercial buildings to 
family housing with a focus on sustainabil-
ity. 2012 Best of Salem Award in the Archi-
tects Category, 2010: Extreme Home Make 
Over: Home Edition; Oregon School for the 
Deaf, EarthWise Certified by Marion County, 
LEED Accredited. 

Sarah Harris Joins 
Studio 3 Architecture

Sarah Harris, architectural intern at Studio 
3 Architecture. 

Archive Is The New Hot Spot
Now open 7 days a week at 102 Liberty St. NE #120

Left to right, Jacob Nuttbrock next Owner Jesse Hayse
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1000 SE Bay Blvd., Newport, Oregon  97365 
(541) 265-8521     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 See-
ing, Boating, Biking, Hiking, Incredible Dining and more! It’s all here at the Embarcadero 
Resort Hotel & Marina in Newport, located on Yaquina Bay. Where special memories are 

re-lived...and new adventures begin!For details contact Food and Beverage, 
at 503-361-020

CALL TODAY TO SEE OUR DIFFERENCE

WWW.RICHDUNCANCONSTRUCTION.COM  | 503-390-4999
CCB# 158330 WA# RICHDC928DE

EquitablE CEntEr Oak Park DEntal WallaCE rOaD ShEll
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Mon-Fri, 10am-5:30pm, Sat 10am-3:30pm, 216 Commercial Street NE, Downtown Salem
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MOUNTAIN WEST
REAL ESTATE, INC.

Some individual photos are copyrighted by Willamette Valley Multiple Listing Service and its members, and are used with permission.

235 Union Street NE, Salem, OR 97301
503.364.9596   |   ColdwellBanker@cboregon.com

Like us on Facebook:
Facebook.com/cbMountainWest

OPEN 7 DAYS A WEEK
Monday-Friday 8:00 a.m. - 6:00 p.m.   |   Saturday & Sunday 9:00 a.m. - 5:00 p.m.

View Creekside Golf Course, Cascade Mtns, & lights of 
Salem. Apx 6000 sf, lavish & tasteful. 4 bd, 4.5 ba, 
mstr on main. Huge gourmet kitchen. Fully lndscpd, 
garden patio, deck. 4+ car gar/workshop. (685045)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $1,295,000   SE   Salem 

10+ acres with lake. Grandeur, quality, magnifi cent 
7000 sf. Total time period update. 6 bedrooms, 
5+ baths, grand staircase, hdwd, stone, marble & 
carpet fl rs. Overlooks rich gardens. (679876)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $999,900   NW   Salem 

Ultra custom single level 3442 sf, 3 bd, 3.5 ba. 
Covered outdoor kitchen, BBQ. 38x70 RV storage up 
to 42 ft. Extra garage w/workshop + game rm/media 
rm upstairs area. Fenced pasture. (666109)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $995,000   SE   Salem 

1939 historic brick home. 5929 sf, 5 bedrooms & 
4.5 baths. 1/3 acre in downtown Dallas. Pride of 
ownership shows. Better hurry, won’t last. (673219)

 ANDY ALSKO   503.930.2651       

 $995,000   Dallas   

Custom built home. 360 degree views of mountains, 
hills, valleys, cities & more. Privacy from every 
angle, without obstructing views. Surrounded by 
open pastures. 5 bedrooms, 4.5 baths. (673960)

 JARED FORD   503.983.0108  
 STEPHEN G. TANDY PC   503.580.1483  

 $895,000   NW   Salem 

Spectacular Italian Villa. Custom throughout! From 
the gated lane to Roman Spa (swimming pool with 
it’s own dressing room). 1-level with 6300 sf, 5+ bds 
& 5+ ba. Wine cellar & 4+ garage. (681621)

 STEPHEN G. TANDY PC   503.580.1483   
TOD JENNING   503.931.8864 

 $895,000   S   Salem 

Great soils & water rights. 39 acres. Wonderful 1-lvl, 
apx 3800 sf, 3+ bd, 3 ba, bonus room up. Cstm 
throughout: wood, tile, carpet. Plus apx 1200 sf guest 
home & 20x40 shop. Fenced & xfenced. (677343)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $695,000  Turner

2.58 acres, view, privacy. Predominately brick 
custom home. 5139 sf, 4 bd, 5+ ba, 2 full kitchens, 
formal dining with view, huge storage area/wine 
cellar. Large patios & decks, area for RV. (679518)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $695,000  NW    Salem 

5483 sf, 3+ bedroom, 3.5 bath, beautiful home in 
peaceful setting overlooking wood area & stream. 
2009 Tour Home with so much to offer! (676116)

DIANE KRONEMANN
503.551.0909   

 $650,000  SE Salem

Santiam riverfront estate. Fantastic! 5 bedroom, 
3.5 bath, 3040 sf, 2-story 1990’s home. Property 
has water rights & can be divided. 40x60 shop with 
bath. Possible dual living. Has everything. (659872)

 ANDY ALSKO   503.930.2651       

 $624,900  Lebanon

Majestic elegance! Custom single level on 2 peaceful 
acres! Rich in style & quality, yet long on comfort. 
Bamboo fl oors, trayed ceilings, 3-car garage, shop 
& more! (681180)

 TOD JENNING   503.931.8864       

 $569,900   SE   Salem 

1.84 acres, privacy, all usable land. Custom 3399 sf 
built in 1999. 3 bd, 3.5 ba, living room, family room, 
large gourmet kitchen. Master suite on main level. 
22x32 RV/shop/garage. Prof landscaped. (681560)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $599,000   S   Salem 

Independence air park. 3888 sf custom 1-level, 
4 bd (2 masters), 4 ba. Poss dual living, 3-car garage/
shop. Your own hanger with private taxi lane from 
airport, usable for RV storage/shop. (655079)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $595,000   Independence 

Ocean view, 3 bedrooms, 2 baths, 3188 sf, Super 
Good Sense Home. Special electronic air fi ltration 
system. 3 blocks to beach. 2-story living room. 
3 levels. (666713)

 ANDY ALSKO   503.930.2651   
TOD JENNING   503.931.8864 

 $550,000  Florence

Motivated sellers! Custom built 2965 sf, 3 bd, 3 ba 
home with 1298 sf 2-story home offi ce building (poss 
2nd home). Shop w/attached 1 bd, 1 ba, 2-story 
apartment. Shop has RV pad w/power. (681051)

 MICHAEL BURTON   503.930.9950   
ANDY ALSKO   503.930.2651 

 $549,900   Lebanon 

Gorgeous 3 bedrooms + offi ce on 3.26 acres with 
view, seclusion, Chinook Estates. 3200+ sf + fi nished 
basement, 2.5 baths, mountain & river view, huge 
master suite, open kitchen, class & design. (682534)

 NATALIE RYBAKOV   503.990.2782       

 $529,900   S   Salem 

Wonderful one level, 3 bedrooms, 2.5 baths, with 
huge 3000 sf shop/garage on 1.01 acre lot. Updated 
fl ooring & paint give this a fresh new feel! (662667)

 DAVID CALE   503.361.7212       

 $535,000   S E  Salem 

Santiam River front home. Beautiful home in gated 
community. Custom built in 2005. Spacious kitchen 
opens to dining area & great rm. Hickory cabinets & 
oak fl oors. Great river view! (677623)

 BRIAN SMITH   503.361.7151       

 $519,900   Lyons 

 STEPHEN G. TANDY PC  
 503.580.1483       

 $849,500  Mill City

Santiam River frontage. River access. 22.8 parklike 
acres with irrig well, timber & pasture. Apx 2700 sf, 
built in 1990, 3 bd, 2.5 ba. Open living with circular 
frplc. 4+ garage, 3 barns & shop. (676173)

 LAURIE DAVIS 503.851.2456   
TERRI JUDD 503.999.3148       

 $795,000  NW    Salem 

10.74 acres - 2000 built. Lovely home with 4 bedrooms 
+ offi ce + bonus room, apx 4248 sf. Privacy & views. 
Gourmet kitchen, 3-car garage & workshop area, 
security system, UG sprinklers. Nice! (666197)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $795,000  Dallas

Off the beaten path (grid). 14.8 acre mostly wooded 
prop. Custom 4700+ sf, 3 bd, 3 ba. 1200 sf rec rm (incl 
in sf) w/full bar. Inground pool. 5 custom bath houses. 
Shop, room for 2-4 RV storage w/dump. (680740)

 DAN ENOS   971.832.0171       

 $724,999   SE   Salem 

Custom lodge style home! Beautiful country estate 
nestled in park like setting. 6400 sf, 3+ bedrooms, 
5 baths. 3 custom rock fi replaces, 26’ vaults. Shop, 
pool & tennis court. (676274)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $699,500   SE   Salem 

Distinguished brick home. 5000+ custom sf, 5 bd, 
5 ba, “Priceless”. 0.35 acre of prof lndscp & privacy. 
Formal style & informal (rec room), together with all 
the amenities. 6-car garage with shop. (674956)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $699,000   S   Salem 

Chinook Estates 2.73 acres. View & privacy! Custom 
built 2008, 3761 sf, 4 bd, 2.5 ba, open gourmet 
kitchen & family room, master suite on main level, 
media/2 family rooms, 6-car garage. (681047)

 CONNIE BRESEE   503.932.5175       

 $849,000   SE   Salem 

Great views at Creekside! Nestled in trees on 0.33 
acre. One owner builder’s home w/exceptional con-
struction. Master on main. Lower level has game 
room & stepped theater room. (685322)

21.08 acres. Country living with privacy. Comfort, 
custom, cozy. Apx 2900 sf, 4 bedrooms, 3 baths, 
hardwoods, granite, lots of updates. Guest house/
shop. Fertile soils with water rights. (677703)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $519,500  Turner

Once in a great while a truly spectacular “West View” 
S. Salem 1-lvl estate becomes available! Stunning 
2.38 acre property by Illahe Hills Country Club is 
luxuriously appointed & meticulously maintained! (683853)

LAURIE ANN ROGERS
    503.551.5258      

 $1,250,000   S   Salem 

2014 Tour Home! On 2 acres! Gorgeous, nearly 
3700 sf of craftsman amazement! Beams, wood 
fl oors, triple car garage, master on main with 
soaking tub & walk-through closet. (684221)

TIFFANY WELLS-GIDLEY
 503.851.5321 

 $519,900  Aumsville
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Facebook.com/cbMountainWest
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Monday-Friday 8:00 a.m. - 6:00 p.m.   |   Saturday & Sunday 9:00 a.m. - 5:00 p.m.

View Creekside Golf Course, Cascade Mtns, & lights of 
Salem. Apx 6000 sf, lavish & tasteful. 4 bd, 4.5 ba, 
mstr on main. Huge gourmet kitchen. Fully lndscpd, 
garden patio, deck. 4+ car gar/workshop. (685045)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $1,295,000   SE   Salem 

10+ acres with lake. Grandeur, quality, magnifi cent 
7000 sf. Total time period update. 6 bedrooms, 
5+ baths, grand staircase, hdwd, stone, marble & 
carpet fl rs. Overlooks rich gardens. (679876)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $999,900   NW   Salem 

Ultra custom single level 3442 sf, 3 bd, 3.5 ba. 
Covered outdoor kitchen, BBQ. 38x70 RV storage up 
to 42 ft. Extra garage w/workshop + game rm/media 
rm upstairs area. Fenced pasture. (666109)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $995,000   SE   Salem 

1939 historic brick home. 5929 sf, 5 bedrooms & 
4.5 baths. 1/3 acre in downtown Dallas. Pride of 
ownership shows. Better hurry, won’t last. (673219)

 ANDY ALSKO   503.930.2651       

 $995,000   Dallas   

Custom built home. 360 degree views of mountains, 
hills, valleys, cities & more. Privacy from every 
angle, without obstructing views. Surrounded by 
open pastures. 5 bedrooms, 4.5 baths. (673960)

 JARED FORD   503.983.0108  
 STEPHEN G. TANDY PC   503.580.1483  

 $895,000   NW   Salem 

Spectacular Italian Villa. Custom throughout! From 
the gated lane to Roman Spa (swimming pool with 
it’s own dressing room). 1-level with 6300 sf, 5+ bds 
& 5+ ba. Wine cellar & 4+ garage. (681621)

 STEPHEN G. TANDY PC   503.580.1483   
TOD JENNING   503.931.8864 

 $895,000   S   Salem 

Great soils & water rights. 39 acres. Wonderful 1-lvl, 
apx 3800 sf, 3+ bd, 3 ba, bonus room up. Cstm 
throughout: wood, tile, carpet. Plus apx 1200 sf guest 
home & 20x40 shop. Fenced & xfenced. (677343)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $695,000  Turner

2.58 acres, view, privacy. Predominately brick 
custom home. 5139 sf, 4 bd, 5+ ba, 2 full kitchens, 
formal dining with view, huge storage area/wine 
cellar. Large patios & decks, area for RV. (679518)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $695,000  NW    Salem 

5483 sf, 3+ bedroom, 3.5 bath, beautiful home in 
peaceful setting overlooking wood area & stream. 
2009 Tour Home with so much to offer! (676116)

DIANE KRONEMANN
503.551.0909   

 $650,000  SE Salem

Santiam riverfront estate. Fantastic! 5 bedroom, 
3.5 bath, 3040 sf, 2-story 1990’s home. Property 
has water rights & can be divided. 40x60 shop with 
bath. Possible dual living. Has everything. (659872)

 ANDY ALSKO   503.930.2651       

 $624,900  Lebanon

Majestic elegance! Custom single level on 2 peaceful 
acres! Rich in style & quality, yet long on comfort. 
Bamboo fl oors, trayed ceilings, 3-car garage, shop 
& more! (681180)

 TOD JENNING   503.931.8864       

 $569,900   SE   Salem 

1.84 acres, privacy, all usable land. Custom 3399 sf 
built in 1999. 3 bd, 3.5 ba, living room, family room, 
large gourmet kitchen. Master suite on main level. 
22x32 RV/shop/garage. Prof landscaped. (681560)
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 $599,000   S   Salem 
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4 bd (2 masters), 4 ba. Poss dual living, 3-car garage/
shop. Your own hanger with private taxi lane from 
airport, usable for RV storage/shop. (655079)

 STEPHEN G. TANDY PC  
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 $595,000   Independence 

Ocean view, 3 bedrooms, 2 baths, 3188 sf, Super 
Good Sense Home. Special electronic air fi ltration 
system. 3 blocks to beach. 2-story living room. 
3 levels. (666713)

 ANDY ALSKO   503.930.2651   
TOD JENNING   503.931.8864 

 $550,000  Florence

Motivated sellers! Custom built 2965 sf, 3 bd, 3 ba 
home with 1298 sf 2-story home offi ce building (poss 
2nd home). Shop w/attached 1 bd, 1 ba, 2-story 
apartment. Shop has RV pad w/power. (681051)

 MICHAEL BURTON   503.930.9950   
ANDY ALSKO   503.930.2651 

 $549,900   Lebanon 

Gorgeous 3 bedrooms + offi ce on 3.26 acres with 
view, seclusion, Chinook Estates. 3200+ sf + fi nished 
basement, 2.5 baths, mountain & river view, huge 
master suite, open kitchen, class & design. (682534)

 NATALIE RYBAKOV   503.990.2782       

 $529,900   S   Salem 

Wonderful one level, 3 bedrooms, 2.5 baths, with 
huge 3000 sf shop/garage on 1.01 acre lot. Updated 
fl ooring & paint give this a fresh new feel! (662667)

 DAVID CALE   503.361.7212       

 $535,000   S E  Salem 

Santiam River front home. Beautiful home in gated 
community. Custom built in 2005. Spacious kitchen 
opens to dining area & great rm. Hickory cabinets & 
oak fl oors. Great river view! (677623)

 BRIAN SMITH   503.361.7151       

 $519,900   Lyons 

 STEPHEN G. TANDY PC  
 503.580.1483       

 $849,500  Mill City

Santiam River frontage. River access. 22.8 parklike 
acres with irrig well, timber & pasture. Apx 2700 sf, 
built in 1990, 3 bd, 2.5 ba. Open living with circular 
frplc. 4+ garage, 3 barns & shop. (676173)

 LAURIE DAVIS 503.851.2456   
TERRI JUDD 503.999.3148       

 $795,000  NW    Salem 

10.74 acres - 2000 built. Lovely home with 4 bedrooms 
+ offi ce + bonus room, apx 4248 sf. Privacy & views. 
Gourmet kitchen, 3-car garage & workshop area, 
security system, UG sprinklers. Nice! (666197)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $795,000  Dallas

Off the beaten path (grid). 14.8 acre mostly wooded 
prop. Custom 4700+ sf, 3 bd, 3 ba. 1200 sf rec rm (incl 
in sf) w/full bar. Inground pool. 5 custom bath houses. 
Shop, room for 2-4 RV storage w/dump. (680740)

 DAN ENOS   971.832.0171       

 $724,999   SE   Salem 

Custom lodge style home! Beautiful country estate 
nestled in park like setting. 6400 sf, 3+ bedrooms, 
5 baths. 3 custom rock fi replaces, 26’ vaults. Shop, 
pool & tennis court. (676274)

 STEPHEN G. TANDY PC  
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Formal style & informal (rec room), together with all 
the amenities. 6-car garage with shop. (674956)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $699,000   S   Salem 

Chinook Estates 2.73 acres. View & privacy! Custom 
built 2008, 3761 sf, 4 bd, 2.5 ba, open gourmet 
kitchen & family room, master suite on main level, 
media/2 family rooms, 6-car garage. (681047)

 CONNIE BRESEE   503.932.5175       

 $849,000   SE   Salem 

Great views at Creekside! Nestled in trees on 0.33 
acre. One owner builder’s home w/exceptional con-
struction. Master on main. Lower level has game 
room & stepped theater room. (685322)

21.08 acres. Country living with privacy. Comfort, 
custom, cozy. Apx 2900 sf, 4 bedrooms, 3 baths, 
hardwoods, granite, lots of updates. Guest house/
shop. Fertile soils with water rights. (677703)

 STEPHEN G. TANDY PC  
 503.580.1483       

 $519,500  Turner

Once in a great while a truly spectacular “West View” 
S. Salem 1-lvl estate becomes available! Stunning 
2.38 acre property by Illahe Hills Country Club is 
luxuriously appointed & meticulously maintained! (683853)

LAURIE ANN ROGERS
    503.551.5258      

 $1,250,000   S   Salem 

2014 Tour Home! On 2 acres! Gorgeous, nearly 
3700 sf of craftsman amazement! Beams, wood 
fl oors, triple car garage, master on main with 
soaking tub & walk-through closet. (684221)

TIFFANY WELLS-GIDLEY
 503.851.5321 

 $519,900  Aumsville
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Rich Duncan Construction is pleased to 
announce the completion of the ground-
up construction of a state-of-the-art dental 
facility, Oak Park Dental. Dr. O’Leary and 
staff have demonstrated a long-term com-
mitment and dedication to their patients 
and the entire Salem-Keizer community 
with this investment of time, real estate 
and financial resources for the new clinic. 
The new twelve operatory facility allows the 
staff to provide additional services and pro-
cedures while also offering their patients 
improvement to the quality of care with 
some of the most up to date dental equip-
ment in the industry. 

Ground-breaking for this project took 
place in May 2014 and the new dental clinic 
was completed before the end of the calen-
dar year. The staff of Oak Park Dental has 
officially re-located to 3380 Astoria Way 
NE in Salem and saw their first patients at 
the new clinic in the beginning of January. 

For over thirty years Oak Park Dental has 

been providing exceptional dental care at 
affordable prices. They pride themselves 
on being able to make their patients visits 
comfortable and stress free with modern 
dental technology and the latest advances 
in oral health care. Visit their website at 
http://salemsmiles.com to see the differ-
ence the Oak Park Dental team can make. 
View the completed project photos at www.
richduncanconstruction.com

Rich Duncan Construction 
Completes Oak Park Dental

One year warrant
60 days parts and labor

Apple Blowout Sale
Buy one get %20 off the second

MACBOOKS,
STARTING at $199MACBOOK PRO'S

UNDER $600

IMACS, 
STARTING at $300

President: Nicole Miller, Word’s Out PR (top right)
VP Membership/Secretary: Jolene Kelley, Marion County (bottom center)
VP Communications: Mary Louise VanNatta, VanNatta Public Relations (top center)
VP Professional Development: Jill Peters (bottom left)
Treasurer:  Harvey Gail, VanNatta Public Relations/Spire Management (top left)
Director At Large/ Sponsorships: Bill Dixon (bottom right)
Director At Large/APR Chair/PRSA Delegate: Mara Woloshin (not pictured)

Public Relation Socitiy of America Salem Chapter Board

PRSA Salem Chapter Elects 
New Board For 2015

The organization meets monthly to discuss 
issues of interest to public relations techni-
cians including ethics, media relations, writ-
ing and social media. Find more information 
on their facebook page or www.oregoncapi-
talprsa.org or 503-371-7457.

The PRSA: The Oregon Capital Chapter of 
PRSA is the newest chapter in Oregon of the 
Public Relations Society of America. Based 
in Salem, the chapter provides networking 
and educational opportunities for public re-
lations professionals in the Mid-Willamette 

Valley. Our members work in the fields of 
communications, marketing, and public 
relations for private business, government 
and non-profit organizations, as well as in-
dependent PR professionals. These talented 
professionals abide by a strict code of eth-
ics. Nationally, PRSA has more than 18,000 
members, making it the world’s largest or-
ganization for public relations profession-
als. For more information, contact PRSA at 
Oregon Capital PRSA, PO Box 4556, Salem, 
OR 97302.

Oak Park Dental located at 3380 Astoria Way NE Salem, 

Oak Park Dental is equiped
with the latest techology and furnishings
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Congratulations To Our 2014 Top Producers!
These dedicated brokers helped to make their clients home ownership dreams a reality. Here 

at John L. Scott Salem  Real Estate, what is important to our brokers, is you!

Start your home seach at www.johnlscott.com
Download the John L. Scott mobile App today & get
All Listing, All Companies, All the Time!

• Interactive Map With GPS
• Location Based Search
• Mls/Property Number Search
• Extensive Seach Criteria Options
• Road And Satellite Map Views
• Comprehensive Property  

Details With Photos
• Built In Sharing Tools
• Driving Directions
• Mortgage Calculator

John L. Scott Real Estate
Office - 503-585-0100
salemoffice.johnlscott.com

Chet Graham
Presidents

The Burk Team
President’s Gold

Phillip Currie
President’s Gold

 Hal Sheldon
Presidents

  Margaret 
Broaddus
Emerald

Galen Olson
Emerald

Hector L. Garcia
Emerald

Bob Knight
Emerald
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Coffee Roasted on site  Food Made to Order

2725 Commercial street SE
503.581.1716

www.frenchpressroasters.com
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lem Tennis and Swim (STSC) in 1988 but a 
few years later, he got a little restless.

Dave had always loved the Starbucks envi-
ronment and sought to get into the coffee 
field. He was hired at the entry level and, 
through much hard work, eventually man-
aged the South Commercial store across 
from Fred Meyers.

Looking back, Dave’s very grateful to Star-
bucks. They kept him on the books even 
after the botched surgery so that he could 
benefit from their health plan. All of his ex-
penses were paid.

Eads joined STSC again in 2010 and has 
been board member for the past 4 years. 
Wheelchair tennis caught his eye in 2010. 
Athletic competition again!

With the help of STSC Tennis Director and 
Head Pro, John DeVorss, a member of the 
national wheelchair coaching staff,  coach 
of the 2012 World Cup Juniors Wheelchair 
Team in Seoul, South Korea, and the coach 
of the quad World Cup Team that won it all 
in 2013, he learned the game. 

“In the first 6 months, I got hit by more 
balls than I hit”, says Eads. But by the end of 
his first year, he was ranked #2 in B singles 
and doubles nationally!

Eads moved up to the highest level of 
“open” with his first tournament in Febru-
ary of 2014 in Tucson  He lost to the world’s 
#12 ranked player, Marc McCarrol. But, 
bloodied but not bowed, he beat the #13 
player in the world in the tournament’s 
consolation round. More great matches lie 
ahead in 2015. 

Today, Eads’ legs have improved some-
what to the point to where he can at least 
stand and actually move slowly if he holds 
on to something. He drives his SUV, with 
the wheelchair in the back, and can get to it 
and set it up without any help.

I think you’d be hard-pressed to find 
anyone with a bad word to say about Dave 
Eads. He epitomizes the resilience of the 
human spirit and his positive countenance 
is absolutely contagious! I hope you get to 
meet him. I count myself very lucky to call 
him my friend. 

December: DINO VENTI , REBRANDER
And finally, in December, I wrote a follow-

up column on Dino Venti and his two res-
taurants. 

I cited Wikipedia for this definition: 
“Brand” is the name, term, design, symbol, 
or any other feature that identifies one sell-
er's goods or service as distinct from those 
of other sellers.

Wikipedia further states that “Brand 
trust” is the intrinsic “believability” that any 
entity evokes. 

“Rebranding” then would be the process 
of, hopefully, improving on everything I 
quoted earlier. I re-stated that Dino Venti is 
a “Rebrander”, and commenced to explain 
why.

Venti got his idea for what now are two 
very successful restaurants in Salem, from 

observing a bento pushcart in Portland and 
replicating it here.

Well, the pushcart didn’t meet the fire 
marshal codes so, instead, he found an old 
ice cream shop on Court Street and went to 
work in 1996. 

As his business grew, Dino also began 
to recognize some important intangibles 
about his relationship with his employees, 
customers and the city of Salem. He started 
paying more attention to “quality of life” is-
sues in the community and it redefined his 
priorities. 

After 12 years at his initial location, Venti 
moved across the street into larger digs at 
325 Court St NE and called it Venti’s Café 
and Basement Bar

(Ventiscafe.com). 
It’s an energetic establishment in the heart 

of downtown where they pride themselves 
on good, clean food, an inviting yet edgy 
atmosphere, and a commitment to unique 
flavor, attitude and culture. 

My buddy, Maury Johnson, and I eat 
lunch at his South Salem Commercial Street 
location, Venti's Cafe + Taphouse (Venti-
scafe.com, PH: 503.391.5100) every Friday. 
We get pampered by managers, Nicole and 
Sean (ask Sean to do his unbelievable Don-
ald Duck voice. Best I’ve ever heard), and 
usually sitting at the window table watching 
the sidewalk activity as we enjoy their out-
standing food.

Venti's Cafe + Taphouse features a cosmo-
politan, cozy, modern, one-level restaurant 
with outdoor patio seating. And for you beer 
snobs out there, they have up to 24 rotat-
ing taps, including two nitro + two cask en-
gines. They also have nights with fantastic 
live music such as the outstanding, and in-
creasingly popular blues band, Still Water 
Vibes.

For fun, Dino’s an avid, passionate moun-
tain biker. He belongs to a number of clubs 
and is dedicated to building, riding and re-
specting mountain biking trails and their 
environment. He’s spreading the good word 
of mountain biking far and wide.

And, as a Viet Nam Veteran, I certainly ap-
preciate how he does his very best to find 
and hire qualified military veterans who, 
he completely believes, should never have 
to want for opportunities to succeed when 
they return to civilian life. Boy do I support 
that!

Dino Venti’s “environments” have such a 
warm, lively, friendly, and fabulous atmo-
sphere. If you’ve never been to a Venti’s, you 
must check them out. It is/they are, indeed, 
the place(s) to be.

Those were my columns in 2014. If you’d 
like to read any or all of them in their en-
tirety, go to Salembusinessjournal.com and 
there they all are for your reading pleasure. 
Now, on to 2015 and thank you for reading 
my columns! A belated Happy New Year!

Bill Isabell is chief meteorologist for Sa-
lem’s First Choice, KBZY Radio, 1490am 

Continued from pg 6, Bill Isabel

FORD F-350 Lariat Super Duty Truck
V-8 Power Stroke

$36,900
1 Owner California Vehicle

Mohr Motors - Selling Quality Cars & Trucks
808 12th St. SE, Salem (Corner of 12th St. & Mission), 503-581-8998

mohrmotors.com, sales@mohrmotors.com, 60 Years in Business

Credit Union Direct Lender, Car Fax Advantage Dealer

 Cycle Country has moved into their huge new lo-
cation at 4764 Portland Road. 

Owner Curt Barker is excited with the added retail 
and service space. The new 22,000 square foot state 
of the art building

has additional space for all the great toys. Cycle 
Country features Honda, Suzuki, Polaris and Vic-
tory products.

The new Polaris Slingshot is a must see. Is it a car? 
Is it a motorcycle, is it a race car? One thing for sure, 

it is one hot machine.
"There's so much more room at the new location". 

It makes for a great shopping experience from mo-
tor products to sports gear and clothing items.

Since 1976 Cycle country has been a leader in ex-
citement in Salem. All the employee agree on one 
thing.. It's like a family to work here.

Open 9am to 6pm Monday through Friday, 9am to 
5pm on Saturday Closed on Sunday. Call 800-388-
0532 for more details online at cyclecountry.net

Cycle Country NOW OPEN in Brand New Location
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GET ORDAINED FOR FREE ONLINE TODAY!
WE’VE ORDAINED OVER 20 MILLION WORLDWIDE.

www.themonastery.org
WE ARE ALL CHILDREN OF THE SAME UNIVERSE.

How many times have you heard a con-
versation among friends that goes 

something like this?
“I’ll never eat /shop/

visit there again.  The ser-
vice/products/experience 
was slow/lousy/poor and 
the staff was crabby/hos-
tile/inattentive.”

With the power of re-
ferrals being significant, 
such negative comments 
will influence others 
and can hurt a business’ 
chance for success. Unless 
there is a risk to friends 

and family, it’s important to carefully think 
before espousing random, unsubstantiated 
opinions.  Before being the first to provide 
unfavorable comments, either in person or 
on a review site, consider the following:

Consider your mood:  Did you have a bad 
day, were you feeling low or recently had a 
personal conflict that might have made you 
extra sensitive and have influenced your 
opinion of the experience?    

Did you speak up?:   When your experience 
with a business was “less than stellar” did 
you speak up and ask why?  A manager may 
not be aware of your concern or the behav-
ior of their staff.  Their explanation may help 

and provide resolution.
Be Empathetic:  Could your experience with 

the business be a “one time incident”?   If 
you’re not able to find out what the problem 
would be, consider some other explanations.   
Maybe they were short staffed because of 
illness or an emergency.    Maybe the rude 
waiter had a day full of difficult customers.

Consider forgiveness:  If you have never 
made a mistake or been crabby with a client 
or customer, then you may judge.  Otherwise, 
it might be worth letting it go as a “bad expe-
rience.”

Everyone experiences things differently:  
Remember that while the meat might have 
been too rare for you, someone else might 
find it perfect.  Take care not to sour some-
one on a business before they have a chance 
to try it for themselves.  

Your opinion matters to your friends and to 
the businesses you patronize.  We all want a 
second chance if things don’t go well the first 
time.  If you had a bad experience, you may 
want to share that with the business first and 
given them another opportunity to earn your 
patronage.

Mary Louise VanNatta is CEO of VanNat-
ta Public Relations a PR, Association Man-
agement and Event Planning firm located in 
Salem. www.PRSalem.com

Mary Louise 
Vannatta
TELLING 
YOUR 
STORY

Giving A Second 
Chance In Business
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Let’s go, Oregon! We’re only a half-percent 
behind Mississippi for the No. 1 spot of 

states with the highest unemployment rate, 
and your Oregon Legislature is hard at work 
to capture the title.

It plans to do this by 
raising the state’s min-
imum-wage rate to as 
much as $15 an hour or 
more through multiple 
pieces of legislation cir-
culating the Capitol. But 
wouldn’t that help work-
ing families? Well, no. 
The body of economic re-
search shows that raising 
minimum-wage rates has 
only one reliable effect: To 

reduce employment opportunities – in a big 
way – for young people looking for their first 
job and for the least skilled workers thankful 
for any gainful employment.

“Minimum wage workers tend to be young,” 
reports the U.S. Bureau of Labor Statistics. 
“Although workers under age 25 represented 
only about one-fifth of hourly paid workers, 
they made up about half of those paid the 
federal minimum wage or less.”

Crunching the Bureau’s numbers, Forbes 
magazine’s Jeffrey Dorfman writes, “Within 
that tiny group, most of these workers are 
not poor and are not trying to support a fam-
ily on only their earnings. In fact, according 
to a recent study [by economists Joseph Sa-
bia and Richard Burkhauser] 63 percent of 
workers who earn less than $9.50 per hour 

(well over the federal minimum wage of 
$7.25) are the second or third earner in their 
family and 43 percent of these workers live 
in households that earn over $50,000 per 
year. Thus, minimum wage earners are not a 
uniformly poor and struggling group; many 

are teenagers from middle class families and 
many more are sharing the burden of provid-
ing for their families, not carrying the load all 
by themselves.”

Here’s a real life example showing what in-
creasing Oregon’s minimum-wage rate from 
$9.25 per hour to $12.75 per hour (a $3.50 
per hour increase not the proposed $5.75 
per hour increase) would do for one Oregon 
small business that we’ll call XYZ Company, 
which operates in the Salem/Keiser area.

This company has been in business for 62 
years, is in its third generation of ownership 
and has 25 employees – some working full 
time and some working part time. Although 

most of the employees are high school and 
college students, some employees have 
worked at XYZ Company for more than 30 
years.

XYZ is a 24/7 operation with 800 hours of 
labor weekly. A $3.50 increase would raise 

payroll costs by $2,800 a week, or $145,600 
annually. Adding 6.2 percent for Social Se-
curity, the total becomes $154,627 annu-
ally, not including other labor costs, such as 
health-care insurance, workers compensa-
tion insurance and profit sharing. Note to 
Legislature: Raising minimum-wage rates 
do not happen in a vacuum. It triggers other 
cost increases.

Will businesses flee Oregon? A few might, 
but more importantly, many will replace em-
ployees with automation.

XYZ’s net profits already range between a 
net loss and a $25,000 profit annually. Rais-
ing the cost of its service by 10 percent to 

cover this would cause many customers to 
seek readily available automated service in 
lieu of their “live person” service.

So what are XYZ Company’s realistic alter-
natives?
• Reduce expenses that are already squeezed 

to the bare minimum
• Discontinue employee health insurance, 

causing employees to pay for their own 
coverage--thereby eating up the individual 
minimum-wage increase

• Eliminate profit sharing, which is the em-
ployee retirement plan • Relocate the 
business to a more business friendly state, 
causing 25 people in the Salem/Keizer area 
to lose their jobs
During Oregon’s Business Plan Leader-

ship Summit at the beginning of this year, a 
seafood processor quipped that if the $15 an 
hour minimum wage were to pass the Ore-
gon Legislature, he would have no choice but 
to terminate his employees and replace them 
with robotics.

No idle threat, this. A similar company in 
Iceland that took this step can process with 
three employees what takes him 45 to do. 
You get the math: robots will take the place 
of costly real, live people equaling massive 
job layoffs.

So there you have it, lawmakers. Vote for a 
minimum-wage increase, if you must, but do 
so with the full knowledge of what real effect 
it will have.

Jan Meekcoms is Oregon state director 
for the National Federation of Independent 
Business.

What Raising The Minimum Wage Actually Does

Jan Meekcoms
OREGON 
STATE  
DIRECTOR 

For the rest of the year, I want to focus 
my United Way articles on some of 

our most generous “givers.” These pro-
files in giving will highlight professionals 
who choose to give to UW as an individual. 
Many of them also coordinate campaigns 
at their workplace or have a significant 

volunteer role in the 
UW. For February I will 
focus on William “Bud” 
Pierce, MD

Dr. Pierce is a partner 
at Hematology/Oncol-
ogy of Salem, where he 
has cared for patients 
with cancer and seri-
ous blood disorders for 
the past 20 years. He is 
a member of the OHSU 

Knight Cancer Institute and the Salem 
Cancer Institute. He has served as presi-
dent of the Marion Polk County Medical 
Society, the Oregon Medical Association, 
and he serves on numerous community 
charitable boards. His life story is one of 

hard work and struggle. Losing his father 
at an early age, Dr. Pierce worked his way 
through medical school and beyond.

Dr. Pierce says that one reason he was 
moved to give to UW was the realization 
that 40 percent of the children in our com-
munities fail to read at grade level in the 
third grade. This is a strong predictor of 
lifetime academic failure and a life of pov-
erty. He is part of the inspiration to raise 
and award $500,000 yearly to programs 
which will improve our children’s third 
grade reading ability.

Well-known for his generosity in many 
areas of the community, especially UW, 
Dr. Pierce accepted a position on our 
Board and serves as our Major Gifts Chair. 
As Major Gift Chair he says he “asks his 
wealthy friends to consider making a large 
gifts,” which, if given at the $10,000 allows 
membership in our revitalized Tocqueville 
Society. Corporate donations of $5000 or 
more welcomes donors to the President’s 
Leadership Circle, which underwrites our 
business operations. This allows other do-

nations to go to programs only. An indi-
vidual donation of $1000 enters one into 
the Leadership Giving Society. 

Dr. Pierce chose to focus on the UW 
partially because of its longevity. He re-
minded us that this great organization 
can trace its roots to Denver, Colorado, 
where in 1887 local church leaders began 
the Charity Organization Society, which 
raised funds for 22 local agencies. By 2007 
the United Way was the largest charitable 
institution in the United States, with 1285 
local United Ways reporting over $$4.2 
billion in contributions. Our local UW, 
established in 1937, seeks to improve the 
lives of our local families, neighbors, and 
friends with three areas of focus; income, 
health and education. 

Says Pierce, “Your hard earned and gen-
erous gift, irrespective of the amount, is 
appreciated and will be used in careful and 
effective ways by your United Way in your 
community.”

Call us at 503-363-1651 or visit www.
unitedwaymwv.org. LIVE  UNITED

Profiles in Giving: Dr.Bud Pierce

Randy Franke
GUEST 
COLUMNIST

William “Bud” Pierce, MD

“Minimum wage workers tend to be young,” 
reports the U.S. Bureau of Labor Statistics. 
“Although workers under age 25 represent-
ed only about one-fifth of hourly paid work-
ers, they made up about half of those paid 
the federal minimum wage or less.”
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Indoor/Outdoor
1180 Ford Street
Salem, OR 97302
(503) 990-7214
3gautosalesindoor.com

2013 
Scion

 xB Base
$12,500, 2,300 Miles

MPG: City 22 / Hwy 28

1. Park Center South (Former home of Re-
gence Blue Cross/Blue Shield), located at 201 
High St NE in Salem has sold for $10 mil-

lion to a private inves-
tor and has been leased 
to three state agencies:  
Construction Contrac-
tors Board, Department 
of Human Services and 
Public Utility Commis-
sion.

2. Watch for the ru-
mored Goodwill Store 
expansion at the corner 
of Wallace Rd & Edge-
water in West Salem.

3. Tax deferred 1031 Exchanges are back as 
a result of increased transaction activity fur-
ther signaling an economy on the mend.

4. Interstate hotels are looking.  There have 
been multiple searches for new motel brands 
seeking to break into the Salem market and  
locating near I -5.

5. Mod Pizza, Qdoba Mexican grill & Jersey 
Mikes Sub’s have committed to Firehouse 
Crossing located on South Commercial.

6. Christian Center in East Salem has been 
sold to Blanchet School for future expansion.

www.CBCRE.com

Commercial 
Real Estate 
Quick Update: 
February 2015

Alex Rhoten
Prin.Broker,
Coldwell
Banker 
Comm. Mtn.
Real Estate

Why Your Executive Director 
May Seek Greener Pastures

Harvey Gail

By Harvey Gail, MBA, Spire Management
If you are on a nonprofit board, you recognize the 

critical role played by your key administrator. The 
person in this position, which 
also may be called, executive 
director, executive secretary 
or CEO, plays an essential 
role in the successful man-
agement of your nonprofit or 
association. 

Your executive director fills 
many roles. They are:
 
• The “face” of your 

organization. 
• The “long-term memory” of your organiza-

tion.
• The key fundraiser.
• The financial manager. They collect money, 

pay bills and file taxes.
• Your organization’s cheerleader.
• Your personnel manager (if yours is a larger 

organization).
A sudden departure of your key administra-

tor can have a dramatic effect on your nonprofit 
from loss of funding, reduced membership, loss 
of momentum on projects and in some cases, total 
collapse. That’s why at national leadership confer-
ences I have attended, a common theme and sub-

ject of breakout sessions is “what to do if your E.D. 
suddenly leaves.” 

So, as a board member, a significant obligation 
is to employ or retain this person and ensure they 
are doing a good job. But you should also be think-
ing ahead for circumstances that might cause your 
E.D. to leave. I’m not going to address termination, 
since that is a whole article of its own. 

These are scenarios that you, as a board member, 
may have little control but you should be aware of 
as reasons your E.D. may use to “seek greener pas-
tures.”

Retirement: An E.D’s desire to leave your non-
profit may also be rooted in their desire to perma-
nently retire from employment. This can be much 
more complicated than it seems. You’d think this 
would be an anticipated event, but not necessarily. 
It could be they just want to leave this line of work 
under the cover of retirement. 

Changes in Personal Commitments and Health 
Concerns: One of the more common reasons why 
an executive director may desire to leave this high 
pressure job is a desire to focus on personal com-
mitments. Spending more time with family is com-
monly given. Also, if your organization’s E.D. is 
facing serious health concerns, they may suddenly 
remove themselves from their position of leader-
ship.

Unpopular Changes Within your Organization: 

If an executive director is unhappy or frustrated 
with the direction your organization is going they 
may leave their position as a result of these nega-
tive feelings. 

Money: If the job doesn’t pay well enough, your 
E.D. could leave your organization in favor of an-
other similar organization that pays better. For 
many nonprofits, your executive may well be pas-
sionate about your cause, but over time the desire 
for competitive wages may whittle away at their 
passion. 

Career Path: Your executive director could leave 
your organization in favor of another similar orga-
nization with either more prestige or a broader in-
fluence if the job’s duties no longer match his or her 
career goals. Desire for influence increases as peo-
ple mature in their career. Many nonprofits have a 
fairly narrow focus, so this is a natural progression.

Desire to Remove Themselves from Controver-
sy: Controversy that comes as a result of negative 
personal circumstances, organizational actions or 
public relations controversies, while rare, can be 
the reason that an executive director leaves. 

While these factors may well be beyond your 
organization’s control, it’s useful to anticipate the 
reasons your E.D. may give one day for leaving. 
Your board should have a transition plan in place 
since it is likely that at some point your executive 
will move on. 
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A Thank You To 
The Citizen Of 
Salem, Oregon
Rural/Metro® will be completing 10 

years of life saving ambulance servic-
es to the Salem area in June 2015. It was 

confirmed, this month 
that the City of Salem 
has chosen another 
company to provide this 
service starting in July 
2015. 

I wanted this article to 
be a Thank You to ev-
eryone who helped us 
help you over the last 
decade. We are proud 
to have been part of one 
of the most successful 
public-private partner-
ships in the state. 

History:  Back in the early 2000s, in Sa-
lem, the federal government, through its 
Medicare and Medicaid programs, had 
reduced the amount of money it would 
pay for ambulance transportation service, 
including those provided by the Salem 
Fire Department. Because of the financial 
issues this would cause, the Salem City 
Council appointed an Ambulance Service 
Task Force to seek solutions. They rec-
ommended partnering with a private am-
bulance company. Council adopted the 
recommendations and  Rural/Metro was 
selected in a competitive bidding process.

 Created a Foundation for Success:  
Since July 1, 2005, we remodeled and old, 
dilapidated 8326 sq. foot warehouse in a 
depressed area of town into a state-of-
the-art crew quarters and training facility 
with meeting rooms for medical training. 
We hired 61 new employees including 
EMT’s paramedics, field training officers, 
operations supervisors and administra-
tive help. We happily donated hundreds 
of thousands of dollars and hours to the 
community both in standby services, cash 
donations and in-kind contributions. Our 
company provided safety and medical 
education to medical professionals, stu-
dents and citizens in the community and 
we brought new, improved ambulance 
equipment to the City.

Received as much as we gave: Our em-
ployees and company were honored; 
welcomed and supported everywhere we 
went. We made many friends, saved many 
lives, lived and worked in a fabulous com-
munity. Today, we feel Salem is a safer 
and healthier community then when we 
started. While we will miss everyone, we 
hope our employees will be able to remain 
with your new ambulance company and 
you will be as gracious and patient with 
the learning curve for the new ambulance 
company as you were to Rural/Metro.

Aaron Monnig
EMT-P, 
Market 
General M.,
Rural Metro
Ambulance

Buon giorno a tutti;
Sometimes I just like to jump from one 

subject to another (questo e quello, mean-
ing: this and that in Italian). You know, you 
can read so many historical novels or biog-
raphies, but some light reading is also fun.  
Some may not go as far “Romance “ but  just 

some easy reading once in 
a while is OK.. 

So, you are wondering 
where am I going with 
this? I am going here and 
there, meaning I will write 
about anything that I 
think could be interesting 
or fun. No rules so I can’t 
break any pre-conceived 
ideas.

My first subject is going 
to be Cynar and I will tell you a little about 
this liqueur. When you look at a bottle of Cy-
nar, a big beautiful artichoke is on its label so 
you assume that its main ingredient is the ar-
tichoke. Yuck, who wants to drink the extract 
of a weird vegetable? 

There is more to it, like the infusion of 13 
more herbs and plants make up this natural 
alcoholic drink. You will be drinking a whole 
lot of….herbs, but, believe me it is worth it. 
Yes, the artichoke, too, is in it!

Cynar comes from the word “Cynara scoly-
mus” and it is a bittersweet flavored liqueur 
that came about in 1950s in Italy. It is an ac-
quired taste, but I suppose because it existed 
while I was growing up, I always liked it. It 
is very unusual to see it in the US bar scene, 
but it is slowly growing in popularity in the 
“Amaro or Digestive category”. It can be 
mixed well with other spirits. Talk to Bruce 
of Orupa about Cynar and tell him “Lullu 
sent you”. You will like the talk and the taste! 
I drink my “neat”.

And speaking of spirits or lack of, when I 
am sick, the one thing I can think of is a hot 
toddy. I had a real bad cold recently and I 
have been offered by many friends to fix me 
a hot tea to make me feel better. For some 
reason I did not think it would have been ap-
propriate for me to say at 10:00 am  to forget 
the tea, just give me honey, lemon and a shot 
of bourbon or cognac!

Actually in Los Angeles an Aussie bartend-
er –Sam Ross- in 2005 created the “Penicil-
lin” which is a mix of Scotch, muddled fresh 
ginger, honey syrup and lemon juice shaken 
and served over rocks. Sam, where were you 
when I needed you! 

I am jumping now on to lemons for one rea-
son only. I just found out that I really don’t 
know everything! Surprise!!! What I did not 

know about lemons is the fact that to keep 
them fresh you have to keep them sealed in 
a zip lock bag. If you zest them, they need 
more protection by wrapping plastic wrap 
around before refrigerating them. You see, 
the oil in the skin protects the fruit, so once 
you remove their protection, you have to play 
“mother” to the lemon and protect it.

Since I am writing about “protection” let’s 
say something about chocolate and how 
to keep it fresh: store it tightly wrapped in 
re-sealable plastic food bags in a cool place 
(60-70 degrees). Unsweetened dry cocoa 
powder will keep for very long time if there 
is no moisture in the container you keep it in. 
Milk and white chocolate will not keep lon-
ger than 9 months. They will turn rancid and 
you really don’t want to go there!! 

If the chocolate was stored in a warm place, 
it will turn “gray’ on the surface meaning that 
the cocoa butter when heated comes to the 
surface. On the other end, if stored in a damp 
condition, small crystals will come to the sur-
face. In either case, the chocolate is still safe 
to use without any consequences to the final 
baked goodies.

Until next time, keep on cooking.
Ciao, Lullu  

Are Wondering Where Am I Going With This?

Lullu Truitt
FOOD 
COLUMNIST

At a time when only 41 percent of most U.S. 
employees are engaged, one Salem, Oregon 
company is ch anging those odds. Capitol 
Auto Group (CAG) of Salem, Oregon, is the 
first auto dealership in the USA and Canada 
to win 3 of the top 10 Automotive News' 100 
Best Dealerships To Work For in 2014, join-
ing a list of employers with 98 percent em-
ployee engagement. CAG as a whole was also 
in the top 10 for 2012 and 2013. 

Establishing a "Best Company" status is no 
small feat and CAG tripled that this year with 
awards going to Capitol Chevrolet/Cadillac 
#7, Capitol Subaru #8 and Capitol Toyota 
#9. Each year, Automotive News joins with 
Best Companies Group, a research group 
based in Pennsylvania, to analyze data for 
these awards. Employees received a confi-
dential questionnaire designed to evaluate 
how they felt about their workplace and if 
they experienced enjoyment and saw an op-
portunity for growth. This year over 55,000 
employees were surveyed. 

Eric Trueblood, a 31-year-old Assistant 
Service Manager at Capitol Chevrolet/Cadil-
lac was one of the respondents to the survey 
that asked questions about corporate culture 
and relationships with supervisors and co-
workers. "I've worked other places so I can 
compare workplaces," he said. "It is a tough 
industry, but at Capitol we are treated like 
we are party of the family, we support each 
other." 

Capitol Auto Group President Scott Case-

beer said, "It is wonderful to receive this 
honor for a third time. I am even more proud 
because all three of our dealerships, Subaru, 
Chevrolet/Cadillac and Toyota were hon-
ored separately as 'best' to work for in the 
United States. The business model at Capitol 
is different from what you see at other auto 
dealerships and it is wholly embraced by ev-
ery one of our employees. We truly believe 
in creating a work environment where our 
employees are respected and where they can 
flourish in their careers. Capitol is a not just 
a business - it is a family." 

Charley Engelfried, Customer Relations 
Manager and Monika Duke, Executive Assis-
tant, represented the dealership at the Oct. 
15 awards ceremony held in Chicago, Illinois. 
Peter B. Burke, president of Best Companies 
Group, reports that most engagement re-
search firms have found that only about 41 
percent of U.S. employees can say "yes" to 
such questions about an enjoyable workplace 
environment and opportunity for growth. 
The 2014 organizations on the "Best Dealer-
ship to Work For" list blew that number out 
of the water: 98 percent of their employees 
are engaged. Those employees believe in 
the organizational mission, they believe that 
their work matters and they believe they are 
being treated fairly and with respect. Burke 
said this is the strongest group of honorees 
that they had ever had, from any of more 
than 50 programs they manage around the 
world. 

For complete information about the Best 
Dealerships To Work For from Automotive 
News visit www.autonews.com/bestdealer-
ships. Capitol Auto Group's main campus is 
located off the Salem Parkway. www.capitol-
auto.com. 1-800-888-1391. 

Capitol Auto Group has served the greater 
Salem area for more than 80 years. Dealer 
Scott Casebeer opened the Toyota/Scion 
facility, 783 Auto Group AV NE, in Salem, 
Oregon off the Parkway, in the fall of 2011 
and the Subaru facility in June 2012 at 3235 
Cherry AV NE. Chevrolet/Cadillac opened 
in late July 2012 at 2855 Maple AV NE. In 
2013 Capitol West Valley, pre-owned sales 
and service opened in Dallas, Oregon. The 
company has been: recognized by Oregon 
Business Magazine 7 times as one of the 
100 Best Companies to Work for in Oregon; 
Recognized by Oregon Business Magazine 7 
times as one of the 100 Best Green Compa-
nies in Oregon; 2012 Salem Chamber Busi-
ness of the Year; Nine-time winner, Toyota 
President's Award, Recognized for Toyota 
Sales and Service Excellence, Recognized for 
Toyota Parts and Customer Relations; Gen-
eral Motors World Class Technician on staff 
and GM Mark of Excellence. 2013 Stel-
lar Care Award from Subaru of America. 
The comp any was EarthWISE Certified by 
Marion County in 2013 and nominated for 
EarthWiSE Certified Business of the Year 
and Sustainable Large Business of the Year. 
www.CapitolAuto.com

Capitol Auto Group Earns Three Top Ten 
"Best Dealers To Work For" 
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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 on site!

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!

Special to the Salem Business Journal
Those emerald green, manicured lawns—the 

ones that look like golf courses—aren’t truly 
green.

The three EarthWISE-certified landscaping 
companies in Marion County will tell you. In 
order to get that weed-free perfect, polished 
look, you have to spend a lot of another kind 

of green—money—on fertilizers, pesticides, 
water and even new sod every few years. So 
not only is it bad for the environment, it is bad 
for your budget.

DeSantis Landscapes, Green Acres Land-
scape and The Garden Angels are the three 
landscape companies in Marion County to 
earn EarthWISE certification. The EarthWISE 
program is a free business environmental as-
sistance program of Marion County. Earth-
WISE staff helps businesses recycle, save en-
ergy, reduce waste and much more.

For landscapers, EarthWISE certification 
shows clients that these companies not only 
run their business in an environmentally 
friendly way, but they also take an eco-ap-
proach to their clients’ landscape projects.

For example, all three of these companies’ 
landscapers are well-versed in native plant 
horticulture, and can design beautiful land-
scapes around the use of native Oregon plants.

“Native plantings don’t have to look like 
roadside ditches,” said Elizabeth Frances-
Powers, landscape designer for The Garden 
Angels, which provides landscape design to 
homeowners and landscape companies. “You 
can make native plants look really attractive 
and ornamental in how you layer them with 
other hardy plants.”

The natives are good for several reasons: 
they have natural defenses against the bugs 
so there is less need for pesticides; they have 
adapted to western Oregon’s wildly wet win-
ters and dry hot summers so there is little 
need to water; and, they need fewer fertilizers 
since they like Oregon’s soil profiles.

All of these reasons add up to another reason 
why DeSantis, The Garden Angels and Green 
Acres turn to natives: to save money.

Clients learn from these EarthWISE busi-
nesses that many eco-friendly landscape prac-
tices save money through the lifespan of the 
landscape.

Frances-Powers of The Garden Angels often 
talks to clients about rain water collection and 
harvesting systems.

“It can be an expensive endeavor upfront but 
it pays for itself, usually in just a few years,” 
she said. “Depending on how big the system 
is, the rain water collected from a rooftop can 
usually get the plant beds watered for most of 
a summer season.”

Bonique Hollinrake, project manager of 
Green Acres, said that their landscapers also 
focus on water. Their landscapers will work 
very carefully to find the best irrigation system 
for the property. Green Acres staff also will 
maintain the system to ensure that it is pro-
viding the right amount of water at the right 
time and not leaking.

“We are also interested in using dry creek 
beds installed at a home or bioswales that 
help with runoff,” Hollinrake said. “This helps 
keeps the water table clean.”

In response to the demand for environmen-
tally friendly alternatives, DeSantis Land-
scapes introduced a new service in 2005. 
Called Plant Health Care, the program focuses 
on the health of a landscape by improving 
plant and soil conditions. 

In addition to the focus on a client’s green 
landscape, these landscape companies employ 
several eco-friendly practices that save the 
companies money.

As DeSantis, for example, replaces old or 
broken equipment, new equipment is pur-
chased that is more efficient and more envi-
ronmentally friendly. The company replaces 
old trucks with diesel trucks, which run on a 
cleaner fuel: 20 percent biodiesel.

Landscaping equipment that used inefficient 
two-stroke engines has been replaced with 
four-stroke alternatives. The result: a quieter 
and more efficient machine that costs the 
same. DeSantis also switched to buying fuel 
for this equipment in bulk, which saves the 

Green Lawns, Green 
Businesses Earthwise 
Landscapers Provide 
Environmental, Money 
Saving Options To Clients

EarthWISE Landscapes
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company 50 percent in fuel costs.
DeSantis composts all leaves on site and 

then uses that compost in landscaping proj-
ects. The company saves about $5,000 each 
year on its garbage service to not haul those 
leaves away.

These internal changes within a landscaping 
company make a difference to the clients—
whether or not the landscape they choose is 
sustainable. 

“It’s always a big deal to make sure we are 
working as efficiently as possible and provid-
ing the best value,” said Hollinrake of Green 

Acres. “We minimize our own energy and wa-
ter use in office. If we cut costs there, we can 
push that value back to clients. That’s why I 
like the EarthWISE certification for landscap-
ers—it’s not just out in the field or in the office; 
it is the complete business.”

Photo:
6-17-2007: Porous surfaces allow better wa-

ter infusion and hardy perennials with low 
water needs add lots of color.

6-4-02 :  Dry creeks can help capture runoff 
while providing a striking landscape feature.

Photos courtesy of The Garden Angels (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.

EarthWISE Garden Patio
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116.53 acres composed of 
40 acres of 20 year old re-
production trees, 10 - 15 
acres of Christmas trees with 
$10,000 a year income, 61 
acres of grazing land and 
home site make this ideal 
for your private dream home! 
Well, Septic and Electrical are 
in and ready to go. Farm Ag 
building with indoor plumb-
ing. $600,000 (685327) 
Roger Elliott 503-569-5003

CAMBRIDGE GREENS AT MCNARY ESTATES! 2 Bdrm, 2 Ba, 1726 sq. ft. condo! 
Large kitchen, bay window eating area, slider to patio, den off living room. Lo-

cated near pond & greenway! (678464) $239,900 
Rick & Ande Hofmann 503-390-8000 Code #2745 RE/MAX Integrity

Extensive Remodel/Addition in 2005, then a total update in 2013! New Kitchen, 
new flooring thru-out, baths all new, and more! Elegant 9 ft ceilings. Dual Living pos-
sible w/2 kitchens, 2 mstr suites, 2 gas furnaces, 2 gas water heaters, 3 bdrms on 
main level, 3 bdrms up, 860 Sq Ft 3 car garage. New in 2013 20 X 40 finished work 
shop w/12 ft ceilings & pellet stove for heat. Open 4 bay metal 30 X 50 storage barn. 

Home allows for privacy. $649,500 (685505) Don Meyer 503-999-2381

Fabulous view of the Willamette River & Coast Range! 4 bdrm, 3 ba, 3679 sq. ft. 
home on 2.84 acres. Gas fireplace in living room. Wet-bar & built-in entertain-
ment center in family room. Granite, SS appls & walk-in pantry in kitchen. Lots of 
storage. Natural beauty & privacy! $649,500 (667189) Rick & Ande Hofmann 

503-390-8000 Code #2425 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 (683414) 
Rick & Ande Hofmann  503-390-8000 #2455 RE/MAX Integrity

MCNARY ESTATES IN KEIZER!
Tastefully updated 3 Bdrm, 2.5 Ba, 2170 sq. ft. home. Granite, SS applcs, new AC, 
new carpet & interior paint. Gas fireplace in living rm. Formal dining rm. Open stair-
case to 2nd story. Mstr has walk-in closet & Jacuzzi tub. Lg. utility rm. Private back-

yard. $292,500 (683057) Rick & Ande Hofmann 503-390-8000 Code #2935

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
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