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INTEGRITY
503-587-1600
2110 Mission St SE, Suite 310, Salem 97302

INTEGRITY
503-587-1600
2110 Mission St SE, Suite 310, Salem 97302

2 HOMES ON 16.10 ACRES!
Both homes have 3 bdrms, 1 bath each. Ideal for extend-
ed family. Many outbuildings. Flat land with trees at the 

rear of the property. Private well. $522,500. (711908) 
Rick & Ande Hofmann 503-390-9660

BUILD YOUR OWN HOME!
Nice .14 acre city lot! Seller has plans for design of a 3bdrm, 
2.5 ba, 2053 sq. ft. home that will fit on the lot. Utilities 
are in the street. Flat, corner lot with oversized double ga-
rage/shop. One door possible RV. Bring your own builder. 

$79,900 (708542) Don Meyer 503-999-2381

KEIZER NEIGHBORHOOD!
Almost new MH in a park! Open flr plan w/kitchen island & 
eating bar. Still has dining are with room for a table. Mas-
ter has WI closet and large bathroom. Other 2 bdrms on 
other die of home. Fenced backyard with shed. $74,900 

(713090) Don Meyer 503-999-2381

NORTHEAST SALEM!
3 bdrm, 2 ba, 1216 sq. ft. home located at the end of 
a cul-de-sac. New carpet, interior paint, vinyl windows & 
bthrm sinks & toilets in 2016. Other updates include: fur-
nace, AC, kitchen cabs, cntrs & range. Lg, fenced bckyrd. 

$199,950 (712409) 
Rick & Ande Hofmann 503-390-9660

BRING YOUR TOOLBOX!
2 bdrm, 2 bath, 1050 sq. ft. home on a large .21 acre lot 
in Dallas. Dormered upstairs could have a walk-thru 3rd 
bdrm. Located in an established neighborhood. Perfect for 
a handyman or investor. $75,000 (000000) Rick & Ande 

Hofmann 503-390-9660
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Successful architecture is more than just 
napkin sketches and construction drawings. 
The architect must understand not just how 
buildings are designed and built, but also 
how people will use them, how they will 
function and perform over their lifespan, and 
how they will remain economically viable.

CB Two Architects is committed to design-
ing innovative and efficient buildings and 
developments that exceed the expectations 
of each client. Through extensive experience, 
we understand how architecture integrates 
with real estate development to create posi-
tive results.

 
CREATIVITY
Each CB Two project has a distinctive de-

sign that focuses on programmatic solutions 
and architectural integrity. We look for op-
portunities to maximize project value with 
creative solutions while supporting the prag-
matic requirements of the client or owner.

 
COMMUNITY
As a Salem-based firm, we focus on com-

munity involvement and improvement 
through architecture and land development. 
It has always been a mission of CB Two Ar-
chitects to improve our community and our 
region through thoughtful and well executed 
design.

In addition to our passion for and dedica-
tion to our home community, we excel at 
working in other cities and municipalities.  
We recognize the value in each development 
as an asset to the community around it. With 
each project, we become experts in that juris-
diction’s requirements to ensure a successful 
permitting process. We have a proven record 
of success in communities throughout the 
United States and Canada.

OUR HISTORY
CB Two Architects is an evolution of the 

successful architectural firm Curry Bran-

daw Architecture. Established in 1987, Curry 
Brandaw focused on designing senior hous-
ing facilities across the United States and 
Canada, and excelled at maximizing archi-
tectural programming, construction efficien-
cy and economic value to the client. When 
the firm disbanded in 2007, Senior Principal 
Garth Brandaw selected some of the best 
talent to join him in creating CB Two Archi-
tects. Garth had a vision that CB Two could 
bring new, dynamic designs to the architec-
ture of the mid-Willamette Valley region and 
his hometown of Salem.

Since its inception, CB Two has focused on 
creating buildings that make a strong archi-
tectural statement while imparting value to 
the client and comfort and efficiency to the 
user. Though CB Two continues to perform 
a good deal of work in the expanding senior 
care market, our focus has broadened to 
include commercial, residential and com-
munity-oriented developments that have 
garnered many awards for sustainability and 
design excellence.

Today, CB Two Architects is one of the re-
gion's fastest growing architectural design 
firms. We offer a full-range of unique client 
services that include everything from mas-
ter planning to construction management to 
graphic design.

WHO WE ARE
The CB Two Architects team is made up of 

highly skilled and experienced profession-
als. This team includes nine architects, six 
architectural interns, project managers, and 
specialists in graphic design, interior design, 
permitting, contract administration and 
construction management. The eclectic and 
integrated nature of our staff ensures that we 
can meet and exceed the expectations of each 
client. We offer expertise, creativity and val-
ue through the entire development process, 
from concept to occupancy.

CB Two Architects is one 
of the region's fastest 
growing architectural 
design firms

Doney Hall at the Willamette University Campus
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Pacific Office Automation, an Oregon-
headquartered company and the largest of-
fice equipment dealer in the U.S., plans to 
invest in Downtown Salem. The company 
has purchased a prominent downtown 
building that has been vacant for more 
than eight years, and will begin significant 
interior and exterior renovations at 260 
Liberty Street NE in early 2017. Renova-
tions will include new storefront facade, 
elevator, ADA/seismic upgrades, electrical 
upgrades, and a sprinkler system. 

"Pacific Office is excited about being a part 
of the revitalization and renewal of Down-
town Salem. As a local company, with lo-
cal roots, it is an honor to contribute to the 
growth of Downtown," said Doug Pitassi, 
President, Pacific Office Automation. 

The interior of the building will be gut-
ted and reconfigured for Pacific Office Au-
tomation, who will occupy a portion of the 
building including ground floor show room 
space, and to attract other businesses to 
lease the building. 

Total renovation costs are estimated to be 
$1.3M and the Urban Development Depart-
ment has received a Capital Improvement 
Program request to help partially fund the 
renovations. The company also received as-
sistance through Urban Development's Site 
Reuse and Revitalization Program for the 
building's Phase 1 Environmental Assess-
ment. The property owner's priority is the 
renovations of the building for Pacific Of-
fice Automation and the timeline and plans 
for the demolition and redevelopment of 
the adjacent property located at 280 Lib-
erty Street NE will be forthcoming. 

Pacific Office Automation started in 1976 
in Portland, Oregon, selling copy machines. 
Forty years later, they are a recognized 
leader in office management solutions, 
offering state-of-the-art technology and 
award-winning customer service that has 
helped them grow to 25 offices throughout 
Oregon, Washington, California, Arizona, 
New Mexico, Utah, and Colorado. 

For specific questions regarding invest-
ment in downtown, please contact Sheri 
Wahrgren at swahrgren@cityofsalem.net 
or 503-540-2495. Si necesita ayunda para 
comprender esta informacian, por favor 
llame 503-588-6178.

Local 
Business 

To Invest In 
Downtown 

Salem

2 0 1 6

Join Valley Credit Union, Green Acres 
Landscaping, Paramount Real Estate and 

CrossWalk to help raise funds to support victims of 
violent crimes in Marion County. 

January 1, 2016
Salem Riverfront Park

LEARN MORE ONLINE
www.crosswalksalem.org
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Despite the overwhelm-
ingly rejection of Measure 
97 and the availability of 
$1.3 billion in new revenue 
next biennium, an 8.3 per-
cent increase from 2015 to 
2017, the Democrat-con-
trolled House and Senate 
Revenue Committees have 
introduced over a dozen 
bills increasing taxes. Gov. 
Kate Brown has already 
proposed $900 million in tax increases and 
also wants to use $110 million for a new 
round of employee raises.

Senate Minority Leader Ted Ferrioli, R-
John Day, offered the following statement:

"Instead of reducing government waste 
and reforming our insolvent pension sys-
tem, the Democrats are attempting to foist 
on our constituents hundreds of millions in 
new taxes. Oregonians spoke very clearly 
when they voted no on Measure 97, and Sen-
ate Republicans will do everything we can to 
protect them from this tax tsunami. It is flat-
out wrong to be punishing victims of crimes, 
struggling businesses, charitable donations, 
farmers, homeownership, and conservation 
efforts. Oregon taxpayers should 'duck and 
cover.'"

 
Senate Finance and Revenue Committee 

tax increase proposals:
Repeal Ballot Measure 50 - LC 2282
Struggling Business Tax - LC 2324
Vaping Tax - LC 2656
Daycare Tax - LC 2321
 
House Revenue Committee tax increase 

proposals:
Seniors Medical and Dental Tax - LC 2378 

& 2387
Homeownership Tax - LC 2378 & 2387
Charity Tax - LC 2378 & 2387
Cow Tax - LC 2378 & 2387
Farmer Tax - LC 2378 & 2387
Conservation Tax - LC 2378 & 2387
Air Pollution Control Facility Tax - LC 2378 

& 2387
Forest Tax - LC 2378 & 2387
Victims Tax - LC 2378 & 2387
Buildings and Equipment Tax - LC 2378 & 

2387
Struggling Business Tax - LC 2384
S-corp businesses Tax Hike, even if they 

lose money - LC 2385
C-corp businesses Tax Hike - LC 2380
AirBnb Tax - LC 1049
Steal the personal income tax kicker in vio-

lation of the Oregon Constitution and turn 
it into a wealth redistribution program - LC 
2257

Nonprofit Property Tax Study - LC 2286
Daycare Tax - LC 2369
Tobacco Products Tax - LC 2375

Vaping Tax - LC 2389
Repeal Ballot Measure 50 - LC 2402
 
Brown's tax increase proposals:
$600 million from new taxes on hospitals 

and insurance companies (which includes 
revising the Hospital Assessment structure 
to make it a true tax and reinstating the in-
surance and managed care tax that expired 
in 2013)

$183 million by eliminating the Small Busi-
ness Tax Cut from the 2013 Grand Bargain

$39.1 million by increasing the liquor sur-
charge from $0.50 to $1 per bottle and in-
creasing alcohol-licensing fees

$35.2 million by increasing cigarette tax 
from $1.33 per pack to $2.18 per pack, plus 
increasing taxes on cigars, moist snuff, and 
other tobacco products

$28 million by allowing sunset of tax cred-

its for qualified research activities ($4.1 mil-
lion), residential alternative energy devices 
($15.7 million) renewable energy develop-
ment ($2.4 million), energy conservation 
projects ($4.4 million), and production or 
collection of biomass ($1.4 million)

Oregon Braces For Tax Tsunami
$183 million by eliminating the 

Small Business Tax Cut from the 
2013 Grand Bargain
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Explore and Define Your Business - Ex-
plore and Define Your Business, a 12-hour 
course that is designed for participants to de-
fine and refine their business concept and to 
examine their personal and financial readi-
ness to start a business. MERIT spends con-
siderable time addressing each participant’s 
financial readiness, as personal financial 
management is a strong indicator for busi-
ness success. Each participant completes a 
personal financial statement, participates in 
class discussions, learn about individual de-
velopment accounts, and resources for credit 
and financial education classes. The class 
costs $100.00 if income qualified (Scholar-
ships are available from the City of Salem for 
those who live within the City of Salem city 
limits and qualify based on income.)

This series is intended to develop a healthy 
foundation for participants to build their 
business on. It requires the person to reflect 
on how their family, finances, values, and 
motivations will affect their business. Each 
participant completes a personal financial 
statement. Class size will be limited, and 
registration is restricted meeting MERIT’s 
selection criteria. Classes will be held at 
Chemeketa’s Center for Business and Indus-
try beginning April 5th, and will continue 
each Tuesday evening from 6-9 pm through 
April 26th. To register, go to the MERIT 
website: www.meritnw.org or call Mona Ed-
wards at 503.584.7314

MERIT is a not-for-profit organization that 
provides training, advising, access to capital, 
and access to market data to people starting 
new businesses. MERIT’s services are low-
cost due to the generous support of funders.  
You will be required to provide information 
about you and your business including fi-
nancial information during the registrations 
process as well as giving information on your 
progress in the future. All information is 
anonymous and is used by MERIT to receive 
grant funds. More information about regis-
tering for the Explore and Define your Busi-
ness Idea is available by visiting the MERIT 
website: www.meritnw.org

WHAT: Explore and Define Your Business
WHO: People thinking about starting 

their own business
WHEN: Tuesday, February 7-28 

2017 6:00 pm to 9:00 pm
WHERE: Chemeketa Center for 

Business and Industry, 626 High Street NE, 
Salem, OR, Second Floor. 

COST: $100.00 if income qualified (Schol-
arships are available for those who live 
within Polk and Marion county, based on 
income.)

Contact: Mona Edwards, Program Coordi-
nator, (503) 584 7314, mona@meritnw.org 

MERIT Helps 
Entrepreneurs 
Start Their Own 
Business

Cooperative Businesses 
Cooperate To Break Bread 
With Oregon Legislators

Oregon's legislators are 
getting ready for the 2017 
session with an earful of 
asks from special interest 
groups. But several coop-
erative business groups are 
taking a much different ap-
proach. Their goal is to fill 
legislators' plates with a 
holiday lunch tomorrow-
-raised, grown, prepared 
and served by the CO-OPs. 

The CO-OP Celebration 
is an annual tradition law-
makers look forward to, and why not? Prime 
rib from Oregon's cooperative agricultural 
community is on the menu, along with fresh 
pears, hazelnuts, vegetables, and Tillamook 
ice cream. Two dozen legislators will be on 
hand to represent their colleagues and to 
witness the cooperative spirit. 

Cooperative businesses are owned and 
driven by the consumers who are their mem-
bers. CO-OPs sponsoring this year's event 
include the Agricultural Cooperative Council 
of Oregon, the Northwest Credit Union Asso-
ciation, the Oregon Rural Electric Coopera-
tive Association, and the Oregon Telecom-
munications Association. 

Come to learn more about how coopera-
tives are owned by their members, and com-
mitted to their communities. View your 
FlashAlert attachments to see a flyer on the 
7 principles that guide credit unions, and all 
true cooperatives. 

WHAT: 13th Annual CO-OP Celebration 
for Oregon Legislators. 

WHEN: Tuesday, December 13, 2016 11:45 
a.m.--1:00 p.m. 

WHERE: Micah Building, 680 State St. 
Suite 110 Salem, Oregon 97301 

The Northwest Credit Union Association 
is the not-for-profit trade association rep-
resenting over 180 credit unions in Oregon, 
Washington, and Idaho, and their 6 mil-
lion consumer members. Northwest Credit 
unions are not-for-profit cooperatives, 
owned by their members. Credit unions 
help members achieve their financial goals. 
All earnings in excess of operating expenses 
and required reserves are returned to mem-
bers in the form of lower loan rates, fewer 
fees and higher interest paid on savings. For 
information on how to join a credit union, 
please visit http://www.asmarterchoice.org.

We’ve all heard that sunshine is good for 
your health. Now a local healthcare provider 
is demonstrating that it it’s good for busi-
ness, too.

Northwest Rehabilitation Associates has 
just completed the installation of a photo-
voltaic (PV) solar electric system on the roof 
of its Neurology and Healthy Aging facility, 
located at 3270 Liberty Road South in Salem. 
The system features 54 SolarWorld 290-watt 
PV modules, and will generate about 35% of 
the electricity used by the facility.

“When we built our new facility in 2014, we 
included a PV system from the start,” said 
NWRA president Mike Studer. “We then 
decided to add solar to this existing facility, 
which we built in 2009, for the same rea-
sons. The energy conservation is good for 
our company, but the biggest benefit is to our 
community in the long run.”

NWRA’s new PV system is projected to 
produce more than 17,000 kilowatt-hours 
of electricity each year, and will reduce the 
company’s CO2 impact by about 7.6 tons 
annually. Of course, the system only runs 
when the sun is shining, so the majority of 
that power will be produced in the summer. 
If the system generates more electricity than 
the facility is using at the moment, the power 
is fed back into the electric grid, and NWRA 
will be credited for the power it produces- a 
feature called “net metering.”

“Solar power makes great sense for many 
businesses,” said Mark Farrell of Neil Kelly, 
the company that designed and installed the 
system. “Energy Trust and Federal tax incen-
tives make the initial investment affordable, 
and energy savings and depreciation make 
an immediate bottom line impact. Many of 
these systems pay for themselves in about 6 
years, and provide a long-term hedge against 
higher energy prices.”

Studer agrees. “A lot of people ask me, 
"How soon will you be able to pay that off?", 
to which I reply, "Hopefully before I retire." 
As far as I’m concerned, the environmental 
and community benefits of creating energy 
through solar power, rather than finding 
another non-renewable or environmentally 
compromising source - pays for it already.”

Northwest Rehabilitation Associates pro-
vides physical, occupational and speech 
therapy services to residents of Salem and 
the central Willamette Valley. The group of-
fers a range of wellness, rehabilitative and 
personal training services at its two facilities 
in south Salem, including Healthy Aging, 
Wellness, Neurology, Chronic Pain, Sports 
Therapy, and Personal Training programs. 
Their 24 practitioners and staff are dedicat-
ed to the motto, “Specialist care with a per-
sonal touch.”

Local Healthcare 
Business Harnesses the 
Power of Sunshine
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HARVEY GAIL
SPIRE
MANAGEMENT

75%
of population

Train

in CPR and 
AED usage

That’s a total of

109,000 
people 

Sign up
additional 

5,000 
PulsePoint

users 
by 2017

Provide
total of 
300 

AED units
for public 

access in our 
community 

by 2025

salemfirefoundation.org/membership/JOIN TODAY

Your membership 
in the Salem Fire Foundation will 
help continue the initiatives that can 
significantly improve survival from out-
of-hospital sudden cardiac arrest for the 
citizens in our community.

Join the Salem Fire Foundation 
before the end of the year 

and receive the distinction of 
being a Founding Member.  

By Harvey Gail
Salem can boast two significant players in 

the healthcare scene. Ron and Kelli Jaecks 
make their home in South Salem and have 
dedicated their lives to improving the health 
and quality of living in our community.

Ron Jaecks, MD, FACS 
has served this Salem 
community for nearly 20 
years as a highly respect-
ed general surgeon. He 
can also be called “Gover-
nor Jaecks” as the elected 
Governor representing 
the Oregon Chapter of 
the American College of 
Surgeons (ACS) on their 
national Board of Gov-
ernors. He achieved this 

honor after 25 years of being an active fellow 
of the (ACS), and President of the ACS-Ore-
gon Chapter in 2013-2015

On the Oregon Chapter of the American 
College of Surgeons Council, Dr. Jaecks re-
energized its annual Day at the Capitol in 
Salem. In acknowledgement of this effort, 
for four straight years, Oregon ACS has re-
ceived a grant from the American College of 
Surgeons to support its legislative advocacy 
efforts. Ron also participates on the national 
stage by attending the American College of 
Surgeons’ Clinical Congress and ACS’s Lead-
ership and Advocacy Conference in Wash-
ington, DC.

Dr. Jaecks is an expert in laparoscopic sur-
gery (minimally invasive surgery) and he 
devotes much of his practice to patients with 

breast cancer, colon cancer and other compli-
cated surgical problems. In 1997, he moved to 
Salem to join Kaiser Permanente, Northwest. 
He has excelled in advanced laparoscopy and 
is now working to bring robotic general sur-
gery to Salem. Ron views his work in surgery 
as a highly effective and 
compassionate avenue 
for community involve-
ment. 

In addition to his 
clinical practice he is 
very involved in his 
profession as well. For 
many years he served 
as an active board 
member of the Medi-
cal - Polk County Medi-
cal Society and helped 
lead its Foundation in 
its annual fundraiser 
for Project Access and 
Med-Assist. He mentors young medical stu-
dents interested in surgery practice.

While achieving some notoriety as a “rock 
star surgeon” because of his long hair and 
flashy clothing, Ron can also be seen at al-
most every Green Bay Packers’ game (either 
at a local Packer Bar, affectionately know as 
‘Packer Church’, or Lambeau Field), dressed 
as “Super G-Force Man.” He also gained 
national exposure when he was attacked by 
a Barred owl while running in Bush’s Pas-
ture Park back in January 2015. This event 
spurred the sale of “Owl Attack” signs and 
t-shirts, which benefitted the Salem Parks 
Foundation, and a segment about the in-

cident on MSNBC’s “The Rachel Maddow 
Show.”

Ron Kelemen, CFP®,  a certified financial 
planner with The H Group, has served with 
Ron Jaecks on the local medical society and 
foundation boards. Kelemen knows Jaecks 

as a leader in the drive 
to robotic surgery. 
“Ron is a leader in Sa-
lem’s medical commu-
nity. His appearance, 
outlandish attire and 
demeanor can put even 
the most worried pa-
tient at ease,” he said. 

Part two of the super 
couple is Kelli Swan-
son Jaecks. If you have 
seen a play at the Pen-
tacle Theatre and Vero-
na Studios, you might 
have seen her and not 

even known it. Her roles as Violet in “9 to 
5,” Roxie in “Chicago” or Mayzie LaBird in 
“Seussical” and many more have entertained 
Salem citizens over the years. She also was 
the inaugural winner of “Dancing with the 
Salem Stars.”

The lady behind the costumes is a serious 
professional. As an  experienced dental hy-
gienist, with a Master’s degree in Commu-
nication, she has just finished six years on 
the national board of the American Dental 
Hygienists’ Association, serving as the presi-
dent in 2014-15. In that role, she worked 
nationally to advocate for the profession of 

dental hygiene and worked to increase ac-
cess to oral health care for all Americans.

Kelli continues her advocacy efforts here in 
Oregon. She has been appointed by the Gov-
ernor to the Oversight and Advisory Com-
mittees for both of Oregon’s Dental Pilot 
Projects. She also serves on the board for the 
Oregon Oral Health Coalition, whose mis-
sion is, “Improving General Health through 
Oral Health for all Oregonians.” She consid-
ers it a great responsibility to be a healthcare 
professional and thoroughly enjoys employ-
ing her leadership skills and passion for oral 
health care in these statewide arenas.

Kelli also owns and operates Verbal Im-
pact, LLC, through which she speaks, writes 
and consults in the areas of women’s health, 
oral and overall health. Visit her website at 
kellijaecks.com.

Affectionately calling each other “Lovey,” 
the couple is happy when they have a week-
end together at home in Salem. They make 
service to the community a priority. For the 
last few years, the Jaecks’ have been the hosts 
of the Salem-Keizer Education Foundation’s 
Crystal Apple Awards Red Carpet Show.

“It is a fun way to give back to our commu-
nity and honor educators who work so hard 
to help our kids succeed,” said Kelli.

For the Jaecks, providing excellent patient 
care is important, but so is leading and be-
ing part of the conversations that shape and 
change health care systems, delivery and ac-
cess. Ron and Kelli  work to make positive 
change happen for their patients, clients and 
community. Power couple indeed!

Ron & Kelli Jaecks: A Power Duo In 
Their Respective Health Care Arenas

Studio 3 Architecture, lead design 
for Coastline Foot + Ankle Clinic

Studio 3 Architecture is leading the design 
of the new Coastline Foot + Ankle Clinic, 
which will be moving from South Salem to 
Salem’s nationally recognized historic dis-
trict. Coastline specializes in providing cut-
ting edge treatments for foot and ankle in-
juries. Located at the corner of Liberty and 
Mission in Salem, this state-of-the-art clinic 
will embody the character of neighbors that 
include Bush Barn and Deepwood Estate. 

Scott McDonald, Associate, adds, “This new 
build will be a welcome addition to a cur-
rently vacant space at one of Salem’s main 
intersections. The craftsman-style structure 
will feature deep roof overhangs with ex-
posed rafter tails, gable end roof brackets, 
prominent window trim and meticulously 
articulated porches. The interior features 
large vaulted spaces that further enhance the 
patient experience.”

Established in 2002 by lead architects 

Gene Bolante 
and Leon-
ard Lodder. 
S3A is an ar-
chi tectura l 
c o m p a n y 
that provides 
services for 
a variety of 
projects from 
commercial 
buildings to 
family hous-
ing with a 
focus on sustainability. 2012 Best of Salem 
Award in the Architects Category, 2010: 
Extreme Makeover: Home Edition; Oregon 
School for the Deaf, EarthWise Certified by 
Marion County, LEED Accredited. www.Stu-
dio3architecture.com. 503-390-6500.

Ron and Kelli Jaecks
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Berkshire Hathaway HomeServices 
Real Estate Professionals Receive 
Community Partner Award

Berkshire Hathaway HomeServices Real 
Estate Professionals received the 2016 Com-
munityPartner Award from Northwest Hu-
man Services for its employees’ volunteer 
work at HOST Youth Shelter in Salem, OR. 
The award was presented at the annual din-
ner and meeting of Northwest Human Ser-
vices. 

For their annual “Give A Day Away” vol-
unteer event, employees of Berkshire Ha-
thaway HomeServices Real Estate Profes-
sionals worked to transform the facilities at 
HOST Youth Shelter. Their worked included 
interior and exterior painting, landscaping, 
construction work on the outdoor stairs and 
landing, wall removal that resulted in room 
for two more bunk beds for homeless youth, 
window washing, kitchen work and general 
cleaning. 

“Together we made a significant difference 
in the lives of so many,” said Berkshire Hath-
away HomeServices Real Estate Profession-
als president, Byron Hendricks. “I deeply ap-
preciate the efforts of those employees and 
real estate professionals who donated their 
time to the local community.”

HOST (Health, Outreach, Shelter, Transi-

tions) is a subdivision of Northwest Human 
Services in Salem, OR, aimed to help youth 
living on thestreets, with the overall intent of 
linking them with support services, assessing 
them for needs, and referring them to appro-
priate resources.  

HOST provides an evening meal, showers, 
telephone and computer access, and clothing 
for youth ages 16 - 24. Youth are encouraged 
to explore other components of the HOST 
Program including Overnight Shelter if 
needed, as well as the daytime Resource and 
Engagement Center. 

Youth may also choose to link to other ser-
vices including case management, counsel-
ing, school reintegration, and life skills train-
ing with the ultimate objective of helping 
youth leave the streets permanently. Further 
information can be found at www.northwes-
thumanservices.org/HOST.html.

Headquartered in Salem, Oregon, Berk-
shire Hathaway HomeServices Real Estate 
Professionals serves the communities of Sa-
lem, Keizer, Stayton, Corvallis, Albany, Eu-
gene, Springfield and Roseburg with nearly 
200 agents in seven offices. Visit www.bhh-
srep.com for more information and details.

We recycle things: paper, glass, tin, and 
ideas. Somewhere down the line, those 
things become new again. In this article, the 
author will recycle an old story on advice 
that may be new to some and renew an idea 
in those that have read about the subject in 
prior years.

To some of folks, organizing the activities of 
one’s life is second nature. To those of us that 
are in this category, it is hard to comprehend 
why everyone does not have their life in or-
der like we do. This article is really meant for 

those people who would 
like to make the changes 
to get their finances in 
order and gain a sense 
control. The things we 
need to do to make those 
changes may be small or 
large, but the trick is to do 
the little things first, then 
break down the big things 
into smaller bits to help 
you get started. 

Getting one’s financial life in order is simi-
lar to any other life-improving quest. Like 
New Year resolutions, most people may have 
given some thought to estate planning and 
their finances, but just didn’t follow through. 
As it stands, the majority of folks have done 
little more than name a beneficiary on their 
retirement plan or life insurance policy and 
have probably not reviewed those in some 
time. That is not to say that most people 
don’t care, they just have not made it a prior-
ity. This article is meant to help you get an 
idea about where to start taking control of 
your financial life. 

I have written before that “one of the stron-
gest tonics for easing your mind is having 
‘things in order.’” Upon reflection and expe-
rience, it is not true that everyone feels better 
when their financial lives are organized, or 
when the garage is finally cleaned up. While 
a cluttered garage may not be that impor-
tant, having your financial documents in a 
form that you can readily access will give you 
a clearer picture of what you’re dealing with, 
thereby making your financial decisions eas-
ier. Also, having your financial information 
in one place will aid those who will take care 
of your affairs when you are not able to. I am 
fully aware of how difficult it is for us to think 
about not being able to take care of ourselves, 
or to think about our demise; however, it is a 
reality and should be planned for.    

In this first article of 2017, we will cover 
strategies for getting financial documents 
and other personal information in an orderly 
format. We will also discuss the benefits of 
a letter of intent for those of you who may 
need to use the information that you have 
gathered. Don’t just think about it -- ten 
good intentions do not equal one good deed. 
At some point we must act, so why not now?

Step one: for your convenience, you should 
have a file folder for your monthly bills and 
statements, as well as folders or binders for 

such documents as your insurance policies, 
investment statements, current year tax in-
formation, etc. If you don’t have a desk or file 
cabinet, you can get a milk crate or the like 
at an office supply store and create your own 
file. 

Step two: make a list of all your personal in-
formation such as the professionals you deal 
with and all of your account details.  Keep in 
mind that the data listed on this document 
will provide easy access to the information 
not just for you, but also for the person who 
may need to deal with your financial affairs 
for you. Once completed, the document 
should be kept in a secure place. Begin with 
the date the document was completed and 
include such personal information as your 
full name, SS number, date of birth, and 
drivers’ license number. If you are versed 
in Microsoft Excel, you can create headings 
across the top for the institution, type of ac-
count, account name and number, a contact 
person and their phone number. You should 
also include any passwords for online access. 
Include all of your single, joint, and busi-
ness accounts, and indicate both assets (i.e. 
checking, savings, and investment accounts) 
and liabilities (i.e. credit cards and mort-
gages). It may be helpful, as well, to create a 
separate sheet which lists your beneficiaries 
for your various accounts. 

If you would like an example, email me 
(Ray@TheLegacyGroup.com) and I will send 
you a template that can help you get started. 
You may then want to encourage your par-
ents and children to complete a similar form. 
Once the form is completed, make a copy 
and give it to whomever you have designated 
as the executor of your estate. You can have 
them keep it in a sealed envelope until they 
need it and let them know that you may be 
updating it periodically and exchanging en-
velopes. Or as I have done put the informa-
tion on a thumb drive, one for me and one for 
my executor. Compiling all of this informa-
tion may seem like a time-consuming task 
at first, but it is an important step in simpli-
fying your future, and it is time well spent. 
And really, it doesn’t have to be done in one 
sitting. 

Now, let us go a step further to address the 
issue of considering those who you leave be-
hind when you pass. I know death is some-
thing most of us choose to ignore, but it is 
one thing we know is certain. I encourage 
clients to write a letter of intent to those who 
may be managing their affairs in the event of 
their death. A letter of intent spells out the 
specifics concerning the “who, what, where, 
why, and how” of financial documents, spe-
cial disposition of assets, and desired funeral 
arrangements. The point is not to leave your 
loved ones confused, hurt or burdened. Also, 
if you engage an Estate Planning Attorney, 
the letter of intent should be included in the 
documents.

As one who has gone through this process, 
I know it can be uncomfortable and I under-

Recycle and Renew

stand why people are reluctant, but it is a 
valuable process. Not only does it help you 
clarify what you value, but it also shows that 
you value those you leave behind. If you have 
had to care for or lost a loved one, you know 
what chaos the experience can be -- espe-
cially if you must dig up documents and at-
tempt to infer what they would like you to do 
concerning their assets and liabilities. I know 
there are those who say, “Hey, I will be gone 
-- what do I care?” We wouldn’t do that to 
our people, would we?

To end on a more pleasant note, getting or-
ganized may be a bother, but being organized 
is as comforting as a deep breath on that first 
nice day of spring. Once you’ve done it, all 
you have to do is update once in a while and 

breathe easier. 
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, account-
ing, or financial advice. As advice in these 
disciplines may only be given in response 
to inquiries regarding particular situations 
from a trained professional. Ray Sagner is 
a Certified Financial Plannerô  professional 
with The Legacy Group, Ltd, a fee only Reg-
istered Investment Advisory Firm, in Salem. 
Ray can be contacted at 503-581-6020, or 
by email at Ray@TheLegacyGroup.com You 
may view the Company’s web site at WWW.
TheLegacyGroup.com 
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If you are looking for your numbers to tell a 
story, you are not alone. Clients trust us to 
provide reporting and analysis that spot trends 
and crystallize insights about their business. 
Monthly performance metrics chosen by 
the client are delivered along with standard 

financials to provide both compliance and op-
portunity to fine tune their business. Based on 
the numbers, not just their "gut", these owners 
and managers have come to rely on this clar-
ity. It is how big business has been doing it, let 
us put the power in your hands. 

SERVING SMALL BUSINESS SINCE 1981 

 1/5/2017  Public Policy Session

1/6/2017  Greeters Networking - Hosted by: Epic Fitness
1/9/2017  Forum Speaker Series Luncheon | Peter Rapp - CEO of OHSU Partners
1/10/2017  Chamber Business Women - "Chasing YES"!
1/13/2017  Greeters Networking - Hosted by: Career & Technical Education Center  
  and Jackson's Auto Body
1/20/2017  Greeters Networking - Hosted by: Academy Mortgage
1/20/2017  SAIF Agri-Business Banquet
1/23/2017  Power Hour: "Cash Flow Management Essentials"
1/27/2017  Greeters Networking - Hosted by: 10D Tech
2/2/2017  Public Policy Session
2/3/2017  Greeters Networking - Hosted by: Comcast Spotlight
2/10/2017  Greeters Networking - Hosted by: Phoenix RV Park
2/13/2017  Forum Speaker Series Luncheon | Diane McLaran, Executive Director 
   at Chemeketa Center for Business & Industry - "What is CCBI?"

Calendar of Events
January 2017 

e Great Dome of the Oregon State Capitol.  
It is my job to watch and remember. From 
the mailbag, there were two comments that 
caught my attention.  Last month my com-
ments that there was no organized opposi-

tion to the failed $82 mil-
lion dollar Police Station 
caught several people’s 
ire. The Bond Issue did 
have organized opposi-
tion. I failed to report on 
the opposition, as I didn’t 
know there was organized 
opposition to the Bond Is-
sue. I’ll be more observant 
next time. 

The second comment 
was from the proponent side of the aisle. The 
people running the campaign stated they 
worked hard and should have won. Why was 
the Golden Pioneer so negative? Yes, the pro-
ponents did an excellent job. They were well 
organized and well funded. My objection was 
simple the Bond Issue of $82 million was ex-
orbitant. The Musings of the Golden Pioneer 
are not intended to represent the Public Re-
lations Bureau for the Salem City Council. 
When the City Council gets it right, it will be 
duly noted and reported.  

For 2017 there are two colliding Bond Is-
sues. The School District will be looking for a 
Bond Issue between $100 million and $200 

million. At best such a Bond Issue will be diffi-
cult to pass. The Salem City Council will again 
be seeking a Bond Issue for the Salem Police 
Station. It is political wisdom that different lo-
cal governments should not be seeking Bond 
Issues at the same time. If the Police Station is 
going out again, it seems very likely the Bond 
Issue will fail.  However, if the School District 
and the Police Station go out on the same bal-
lot, it is likely both will fail. 

Leadership by its very nature represents 
a difficult endeavor. Children need the sup-
port of the community. The State of Oregon 
will not be a player this year as the failure of 
measure 97 and the continued issues with the 
Public Employees Retirement System short-
fall have taken all the financial flexibility from 
the Legislature. The Legislature is between 
the “fire and frying pan.” Hence, the leaders 
in our local community need to speak as a 
united front.  The Salem Police Station Bond 
Issue should not be considered for the ballot 
until November of 2017 or the spring of 2018. 
The School District Bond Issue takes prior-
ity. Hence, the Keizer and Salem Chambers 
of Commerce, the Mayors of Keizer and Sa-
lem and the Chair of the Salem-Keizer School 
Board need to step up and lead. It is a new 
year, Ladies and Gentlemen, and it is your 
time to shine. I Stand Proud and watch from 
“Atop” the Great Dome of the Oregon State 
Capitol.  It is my job to watch and remember.  

MUSINGS 
OF THE  
OREGON 
PIONEER

Leadership 2017
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by Tim King
(STANDING ROCK) The convergence of 

veterans at Standing Rock, North Dakota in 
the opening days of December, brought an 
end to the controversial Dakota Access Pipe-
line (DAPL), at least for now.  The Secretary 
of the Army notified the Sioux tribe Decem-
ber 4th, that the easement allowing the pipe-
line to pass underneath the Missouri River 
was denied, ending a standoff that began in 
April when tribal leaders began protesting 
DAPL.  

The protests have been met with violence 
from militarized police.  I met many people 
who, in recent weeks and months, directly 
witnessed police firing rubber bullets, beat-
ing Natives and their supporters with ba-
tons, and spraying the anti-DAPL activists 
with water cannons in sub zero tempera-
tures.  Activists were locked into enclosures 
that were compared to dog cages.  The vet-
erans suffered no such abuse, as we vastly 
outnumbered DAPL security, supporting po-
lice agencies, and the North Dakota National 
Guard.

The Eugene / Salem veteran contingent 
blasted out of the Willamette Valley on a hell 
bent, non-stop drive to North Dakota late at 
night on December 2nd.  Before the event 
was over, Oregon veterans became sepa-
rated, at least one of our members suffered 
hypothermia, one former US soldier in our 
group was involved in a serious head-on col-
lision transporting an injured veteran from 
Standing Rock, to a hospital in Bismark, ND.  

In spite of some very serious challenges, 
Standing Rock was an unforgettable journey 
and a rare victory that screamed, “Power to 
the people.”  One Sioux tribal representative 
explained how Native people were working 
together but holding out for help from the 
outside.  MJ Cook said, "We went up north to 
help Standing Rock, because this is our water 
and they are our relatives. and as of yester-
day, you are all our relatives." 

The number of veterans who answered the 
call to join, “Veterans Standing for Standing 
Rock” crossed 4,265 as hundreds continued 
to stream into the veterans rallying point at 

Eagle Butte, SD.  
On December 5th, we veterans marched up 

the bridge, by the thousand.  It was exhila-
rating to know that we were aiding the Sioux 
Nation, which had been betrayed so many 
times in broken treaties.  I can hardly con-
vey the depth of these people, who still carry 
traditions and language from before their ex-
ploitation and Genocide from the US federal 
government.  At one point, the founder of the 
veteran turnout, Wesley Clark Jr., offered a 
formal apology to the Sioux for the long list 
of violations that have taken place.  

Of course the new, incoming president will 
not necessarily respect the new reality of the 
halted pipeline, but every single veteran that 
I talked to was more than willing to return.  
It was a breathtaking site, so many dedi-
cated human beings coming to the aid of the 
people of Standing Rock.  The greater truth 
is that veterans were important, but only 
a small step in the fight to halt DAPL.  The 
event is unprecedented in American history 
and carried the feeling that we are moving 
to new ground, taking steps people were not 
willing to take in the past.  The fight must 
continue and veterans need to be prepared 
to return if necessary.

On the night of the 5th a series of storms 
blew with the fury of Thor across the Stand-
ing Rock camp.  Veterans were staying in 100 
man military tents, each of which contained 
three wood-burning stoves.  At 3:30 am on 
December 6th, our tent gave up the ghost 
and began collapsing, with all three stoves 
burning.  A hurried but organized escape 
plan left several of us holding up supports 
while others evacuated the tent.  By 4:00 am 
we were relocated into a medical tent.  About 
half an hour later, that canvas structure be-
gan to collapse.  Fortunately, teams were 
able to prevent it from coming down, it was 
a long night.

Online readers please take a moment 
and watch my video report: https://
www.youtube.com/watch?v=hq_vSpi-
IlI&feature=youtu.be

Standing Rock Veterans 
Win Pipeline Standoff

As expected, the November election was a 
showdown. The pollsters predicted that Hill-
ary Clinton had a 90 percent chance of win-
ning the election, and somehow, surprising 
all of the pollsters, Donald Trump emerged 
as the winner.

While Oregon didn’t 
follow the voting trend, 
we are still wondering 
what this means for com-
mercial real estate? Well, 
we've probably never had 
a President who has as 
much personal invest-

ment in commercial real 
estate doing well as Don-
ald Trump does. He owns 
a lot of commercial prop-
erty, and if the market 
goes south, he's going to 
take a big hit with his per-
sonal wealth.

But how much control 
will Donald Trump really have over what 
happens in commercial real estate? Whenev-
er we have a presidential election, the media 
can make it sound as if the president will be 
in control of everything including the econ-
omy after they're elected, but in reality this 
just isn't true. There are so many other fac-
tors involved, including Congress, the state 
of the economy, the lending market, the ac-
tions of The Federal Reserve, and people's 
expectations about what the future will bring 
that will all be coming into play here, too. So 
while people may sometimes want the presi-
dent to have more control over the economy, 
and the president may want this, too, there 
are simply too many factors involved for the 
president to be completely in control.

But with Donald Trump now having been 
elected, his Republican Party now has con-
trol of both houses of Congress also, and this 
will likely make things easier for him.

So what then determines how well our 

commercial real estate market will be do-
ing? The supply and demand for commercial 
properties, how businesses are doing locally, 
the state of the local economy, and the avail-
ability of good financing along with good 
interest rates are all factors that will help to 
determine all of this. So in keeping this in 
mind, how much will Donald Trump be able 
to impact all of these arenas? His election 
as our president is getting many people to 
believe that better times are ahead for busi-
ness and commercial real estate, but in real-
ity, there is just not a lot that he can impact 
directly.

If he exudes both confidence and a take-
charge attitude in making things happen in 
both business and in commercial real estate, 
this can help to stimulate the market toward 
even higher levels. As an example, Ronald 
Reagan exuded great confidence with where 
he would guide us to as a nation in coming 
out of tough economic times, and this helped 
him to stimulate us in moving toward living 
within a better economy. But this positive, 
take-charge attitude can't do it all alone, and 
we need other positive economic factors to 
be moving in the right direction, too.

So while Donald Trump may exude the 
right kind of attitude toward stimulating 
both business and commercial real estate, 
his ability to work along with Congress to 
create the positive changes that will stimu-
late our economy, along with having the ad-
ditional economic factors just mentioned all 
moving in the right direction, will ultimately 
determine how well our commercial real es-
tate market will be performing.

On a personal note, thanks to everyone 
who at supported Tiffany Jones’ family and 
our staff through this loss.  

Alex Rhoten is the principal broker at Cold-
well Banker Commercial Mountain West 
Real Estate.  cbcre.com

ALEX RHOTEN
PRINCIPAL 
BROKER,  
COLDWELL 
BANKER 
COMMERCIAL 
MOUNTAIN 
WEST 
REAL ESTATE

How Will the New President 
Affect Commercial Real Estate?

Visit Our 
Websites

SalemBusinessJournal.com

SalemMagazine.com
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PATTI MILNE
PEOPLE, 
PLACES & 
POLITICS

"The new University of Oregon head foot-
ball coach could teach Governor Kate Brown 
some valuable lessons on how to be success-
ful."

A headline in the 
Sports section of the 
Oregonian newspaper 
caught my eye. “Tag-
gart wants an open, ac-
cessible program” (Or-
egonian, Tyson Alger, 
12-18-16).  Gosh, this is 
exactly what Oregonians 
want in government: 
Open and accessible. I 
don’t know if Governor 
Brown is, or ever was an 

athlete, but it is well understood that sports 
teach valuable life lessons and typically an 
individual’s character is revealed in how the 
athlete plays their game.  

The more I read about Coach Taggart’s phi-
losophy and his approach to building a suc-
cessful football program, the more I thought 
about the similarities of the challenges he 
and Governor Brown face. After all, Orego-
nians want both to succeed in their respec-
tive high-profile positions; and after all, 
there is a lot at stake for Oregon taxpayers.

Coach WillieTaggart 
talks about building 
bridges with his new fan 
base. He says he hates 
excuses and will focus 
on core ideals. He be-
lieves the little things 
are important, starting 
with the basics, account-
ability, toughness and 
discipline.

According to the ar-
ticle, Coach Taggart 
brings with him a repu-
tation of being a re-
builder and someone 
who has done more with 
less. What especially 
caught my attention and 
especially as it relates to 
politics, is he says he will 
not blame anyone else 
should the team not be 
successful. And, perhaps 
even more important, he 
appears to understand the value of building 
rapport with the fans, the investors (donors 
and season ticket holders) and the media. 
Yes, in sports, too, it is about relationships 
and accessibility.

Governor Brown has been criticized for 
her lack of transparency, her lack of acces-
sibility and her lack of viable efforts to im-
prove either of these important traits. On top 
of these long-running concerns, Governor 
Brown and the Legislature have been criti-
cized for avoiding real solutions everything 
from PERS reform to education funding.

Ironically, at the same time I read the ar-

ticle on Taggart, the Statesman Journal edi-
torial headline was, Denial no solution for 
PERS. Unfortunately, denial is why we have 
no solution to our failed K-12 public educa-
tion system. Denial, passing the buck, call it 
what you like, but neither do we have a state-
wide transportation system or state health 
care system that is affordable and effective. 
Nor do we have a whole slew of other effec-
tive programs Oregonians relay on yet pay a 
lot for.

Instead of taking the lead on any of these 
vital issues, Governor Brown puts forward 
a questionable proposal the other day for a 
new government position, a public records 
advocate. Who would this person, some call 
an ombudsman, advocate for?  The state?  
The governor, or for the people, the citizens, 
the taxpayers?

Likely this new position with its PERS and 
health care benefits, would be appointed, 
according to Brown, by her! The individual 
would serve at her pleasure and work out of 
the Department of Administrative Services. 
Oh yes, that’s where the governor’s agenda is 
carried out along with her budget.

And, of course, we all remember shortly af-
ter the November Election, Governor Brown 
told the business community that they are 

responsible for the 
failed M97 so they 
need to bring forward 
a new tax measure. 

Democrats in Or-
egon retain control in 
state government, yet 
how can there be any 
hope for any change 
in 2017 when denial 
and avoidance are 
the strategies imple-
mented over the past 
decade and more?

Nor is Governor 
Brown off to a good 
start when she has 
already upset veter-
ans with a $10 million 
cut from her proposed 
budget. Veterans are 
calling it, rightly so, a 
huge betrayal on the 
heels of the passage of 
Measure 96.  Measure 

96 passed with 84% of voters saying yes to 
1.5% (some $18 million over two years) of 
lottery funds for veterans’ services.  

So, my hope for the New Year is that Gover-
nor Brown will give Coach Taggart a call and 
chat about paths to success. I hope she will 
listen to him explain core values, account-
ability, accessibility, discipline, toughness 
and building bridges with the people.

Oregonians deserve no less.
Patti Milne, retired Marion County Com-

missioner and State Representative, can be 
reached at 503.551.5590. Watch Pati Milne 
on CCTV’s People, Places and Politics.

The Salem Art Association (SAA) has re-
ceived $15,828 in support from the Oregon 
Arts Commission, a state agency funded by 
the State of Oregon and the National Endow-
ment for the Arts. The award provides oper-
ating support for SAA’s diverse arts services, 
which includes: three professional art gal-
leries; Community Arts Education program-
ming for thousands of youth, many in Title I 
schools; artist 
services in the 
newly renovat-
ed Annex and 
collaborative 
art activities 
throughout the 
c o m m u n i t y ; 
and the annual 
Salem Art Fair 
& Festival.

Funding from the 
Oregon Arts Commis-
sion has a significant 
impact in ensuring 
that SAA continues 
to play a vital role 
in providing diverse 
ongoing arts educa-
tion and offering arts 
opportunities to im-
prove the lives of all 
people in its three-
county area.

SAA is also the 
recipient of a 
$10,000 grant 
from the Fred W. 
Fields Fund of The 
Oregon Commu-
nity Foundation 
to pilot a Focused 
on Art project at 
Four Corners Ele-
mentary School (a 
Title I school). The 
project will en-
hance the school’s 
arts opportunities 
and provide pro-
fessional develop-
ment and arts resources for teachers.

The mission of The Oregon Community 
Foundation is to improve life in Oregon and 
promote effective philanthropy. OCF works 
with individuals, families, businesses and or-
ganizations to create charitable funds to sup-
port the community causes they care about. 
Through these funds OCF awards more than 
$60 million annually in grants and scholar-
ships.

The Focused on Art project at Four Corners 
Elementary School specifically focuses its 
efforts on one Title I Elementary School by 
bringing a higher quality of arts learning to 
558 students who have limited access to the 
arts. This model pilot will work closely with 
the school principal and teachers to teach 
them how to integrate art into the curricu-
lum.

A d d i t i o n -
ally, SAA re-
cently received 
an award of 
$1,500 from 
the William S. 
Walton Chari-
table Trust 
to support its 
Arts and His-

tory Immersion Pro-
gram that offers art 
and history educa-
tion to Title I elemen-
tary school students 
through field trips 
and hands-on art 
activities while sup-
porting teachers in 
enhancing their cur-
riculums. The field 
trips give students a 
firsthand connection 

to history, culture, 
and contemporary 
art as they partici-
pate in a guided 
tour of the Bush 
House Museum to 
learn about

Salem Art As-
sociation | 600 
Mission St. SE | 
Salem, OR 97302 
Oregon history, 
visit the Bush 
Barn Art Center 
for an overview 
of the art exhibi-
tion, and engage 
in a hands-on 

art activity relevant to the exhibits. After a 
very successful pilot year of serving approxi-
mately 465 fourthgrade students from Title 
I schools, the Arts and History Immersion 
Project is entering its second year. For many 
of the students who participated in the pilot, 
it was their first time visiting an art gallery or 
a history museum.

Salem Art Association 
Receives $27,328 
from Three Oregon 
Foundations

Oregonians Deserve No Less

Democrats in  

Oregon retain control 

in state government, 

yet how can there 

be any hope for any 

change in 2017 when 

denial and avoidance 

are the strategies 

implemented over t 

he past decade  

and more?
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Salem Association of REALTORS® Com-
munity Fund (SARCF), in partnership with 
Salem/Keizer School’s STEP program, will 
be hosting their annual Children’s Christmas 
Party at the Salem Evangelical Church on 
December 10, 2016. 

The STEP Program provides educational 
support that enables students without a 
home, or in transition, to achieve academic 
success. Support may include transportation, 
school supplies, access to academic support, 
and referrals to community resources.

Events at the party include gifts, lunch, 
crafts, giving store and visit from Santa and 
Mrs. Claus. Volunteers contributing their 
time to make this event possible include RE-
ALTORS® and business affiliates in the Real 
Estate industry. This annual event is funded 
100% by donations.

Donations welcome and appreciated! 

Salem Association 
of REALTORS® 
Hosts 27th 
Annual Children’s 
Christmas Party

Recently I attended a Men’s Basketball 
game at Oregon State University.  I love col-
lege basketball and have been fascinated by 
the turnaround happening with the Men’s 
program at OSU, so wanted to see the team 
in action for myself.  As fortune would have 
it, I was given tickets in the row right behind 
the Oregon State bench, so I was close to the 
action.  Little did I know I would be getting 
some pearls of wisdom that apply directly to 

the business world from 
none other than the Head 
Coach, Wayne Tinkle.

Lesson Number 1: We 
don’t flop.  Let me explain.  
Throughout the first half 
of the game, the opposing 
team would occasionally 
act as if they were fouled 
really hard and would flail 
their arms around, jerk 
their head back and “flop” 

trying to get the referees to call a foul on 
OSU.  Sometimes it works but it’s kind of a 
dirty way to play the game.  Coach Tinkle no-
ticed one of his players doing the same thing 
and immediately called a timeout.  Here is 
what I heard in the huddle:  “LISTEN BOYS. 
WE DON’T FLOP.  LET THEM FLOP.  WE 
ARE BETTER THAN THAT.  WE DO NOT 
FLOP.” End of story.  What I took away from 
this is to always take the high road.  Don’t 
stoop to the lower levels of other businesses 
around you (if there are some) or people who 
take the easy way out.  You and your busi-
ness are better than that.  Don’t flop.

Lesson Number 2: “Way to respond!”.  In 

this particular game, the Beavers played a 
very lackluster first half.  Their energy level 
didn’t seem that high, they were making 
a lot of little mistakes and just not playing 
with intensity I know they have.  Halftime 
comes and the second half is a completely 
different story.  They were tied 41-41 and in a 
few short minutes were ahead 61-41.  Coach 
called a time out simply to tell his players 
“WAY TO RESPOND!” THAT is the way to 
respond to adversity.  In business it is much 
of the same.  You may get off to a slow start 
to the week, month, year, whatever.  But it is 
all about how you respond.  It’s ok to call a 
timeout to game plan and start over.  But you 
need to respond, and respond well!

Lesson Number 3: “We need your help!!”. 
The game was getting intense in the second 
half.  The Beavers were playing well and 
starting to pull ahead.  But Coach Tinkle did 
something I found interesting and entertain-
ing.  He turned around and looked directly 
at the crowd (in the middle of the game!).  
He raised his hands in the air and yelled 
“WE NEED YOUR HELP!”.  I love this.  He 
called on the crowd to help fire up his players 
and push them to pull ahead even further.  
And sure enough the crowd responded.  It 
got LOUD.  The players played harder and 
pulled ahead even further.  It was a cool mo-
ment.  What is the lesson?  Don’t be afraid 
to reach out for help!  We all need it.   It may 
be an associate, a manager/boss, another 
business, a parent, who knows!  But do not 
be afraid to pull others alongside to help you 
pull ahead of the competition.  

Lesson Number 4: Get ahead and stay 

ahead.  Once the Beavers started turning 
things around, they got out to a 20 point 
lead.  And what did they do?  They kept 
pushing and crushed the opposition.  They 
did not let the foot off the pedal.  They got 
ahead and stayed ahead.  Pretty simple les-
son here: once you’re out in front, don’t rest.  
Push harder.  You know the competition is 
gunning for you and will eventually catch 
you if you let the foot off the gas.  Push.  Keep 
pushing.  Get ahead and stay ahead. You 
have no other choice!

Lesson Number 5: “Shake their hands, 
boys”. Oregon State won the game handily - 
it wasn’t even close.  But I overhead Coach 
Tinkle say to his players once the final buzzer 
rang: “Go over there and shake their hands, 
boys”.  This is an easy thing to overlook in 
life – and business.  Be a gracious winner.  
It’s a great thing to be on top and succeed.  
But don’t forget all the things, people, events, 
luck, hard work and fate that got you there.  
No need to gloat.  Just keep plugging away 
and be willing and ready to help those who 
ask.  And shake their hands, graciously.

I wasn’t expecting to get great business ad-
vice from a college basketball coach, but it is 
oftentimes those unlikely sources that give 
you an edge to succeed.  Until next time, lis-
ten and look around.  You never know what 
help may come from.  Cheers to a fantastic 
and successful 2017, Salem!

Alex Casebeer is on the Executive Team at 
Capitol Auto Group and can be reached at 
acasebeer@capitolatuo.com, 503-585-4141 
or twitter.com/alexcasebeer .

Lessons From An Unlikely Source – Volume 4.0

ALEX CASEBEER
INSIDE
SCOOP

Oregon’s Beverage Industry and SOLVE Create Partnership
Oregon Beverage Recycling Cooperative 

(OBRC), a cooperative of the beverage in-
dustry to run Oregon’s Bottle Bill, is entering 
a new partnership with SOLVE, an environ-
mental nonprofit. As stewards of the Bottle 
Bill, Oregon beverage distributors found a 
natural alliance with SOLVE to reduce lit-
ter and keep Oregon’s natural spaces clean. 
OBRC will sponsor a new staff position at 

SOLVE that will lead SOLVE’s Project Or-
egon program for a minimum of 3 years.

“The beverage industry is always looking 
for opportunities to keep their containers 
from contributing to litter in our beauti-
ful state,” says John Andersen, President of 
OBRC. “Just like our iconic Oregon Bottle 
Bill, SOLVE has a legacy of working to keep 
litter off of Oregon’s beaches and roadways, 

making this partnership a perfect fit.”
Project Oregon provides assistance to in-

dividuals, community groups, students and 
teachers who wish to organize and engage 
volunteers in litter cleanup and Oregon 
landscape beautification efforts throughout 
the state, with special emphasis in central 
and southern Oregon. Assistance is offered 
through planning support, education and 

training, project materials and small grants.
"Governor Tom McCall founded SOLVE in 

1969 and was integral to the passage of the 
Oregon Bottle Bill in 1971, so it makes per-
fect sense for OBRC and SOLVE to build this 
strong partnership,” states Maureen Fisher, 
CEO of SOLVE. “OBRC’s support will help 
SOLVE expand our efforts of educating the 
community on the importance of litter re-
duction through recycling."

OBRC is a member-owned, cooperative 
corporation that collects and processes near-
ly all containers sold and redeemed in Or-
egon. OBRC counts, sorts, crushes, bales and 
recycles 1.2 billion containers each year. The 
entire process is funded and managed by the 
beverage and grocery industries at no cost to 
taxpayers.

SOLVE is a statewide non-profit organization 
that brings Oregonians together to improve our 
environment and build a legacy of stewardship. 
Since 1969, the organization has grown from a 
small, grassroots group to a national model for 
volunteer action. Today, SOLVE mobilizes and 
trains tens of thousands of volunteers across 
the state to maintain and restore the commu-
nities, neighborhoods and natural spaces that 
Oregonians love and call home.
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TUES-SUNDAY || 4PM-1AM || (971) 208-3995 ||  1128 EDGEWATER ST NW || spaceconcertclub.com || M I N O R S  W E L C O M E  U N T I L  9 P M

Tues, Jan 3  Table Top Game Night
Thurs, Jan 5  Sweet Invicta, Years For Months
Fri, Jan 6  9pm Indigo Kidd, Homatawk, Special K
Sat, Jan 7  8am The Folly, Alien Recon, Captain Wails & The Harpoons
Tues, Jan 10 Vinyl Swap Feat. Dj Main Man
Thurs, Jan 12 Spoken Word
Fri, Jan 13  9pm Tomber Lever, Birote The Musical, Strugglers, Songs For Alice
Sat, Jan 14  6pm Eternal Covenant, Bears Among Men, Serpent's Tongue, Of Fact & Faction, To Die Elsewhere
Sun, Jan 15  Summer Eyes
Tues, Jan 17  Table Top Game Night
Wed, Jan 18  New Year New You Clothing Swap W/ Panoramic
Thurs, Jan 19 Son Of The Velvet Rat, Tied To A Grizzly, Chelsea Rae, Rebecca Mcdade
Fri, Jan 20  8pm Dr. Identity, Mall Caste, +
Sat, Jan 21  9pm Incroyable, Jake Powell And The Young Lovers
Tues, Jan 24 Table Top Game Night
Thurs, Jan 26 Spoken Word
Fri, Jan 27  9pm Cherry And The Lowboys, Jet Harris & Hotrod Hellcats, Vic & Charlie
Sat, Jan 28  9pm The Nude Party, Nunhunter, +
Tues, Jan 31  Table Top Game Night

January 2017  Calendar
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Luxury Home
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.

January 2017

STEPHEN G. TANDY PC
503.580.1483

2.69 parklike acres in Chinook Estates. Blt 1996.  
3348 sf cstm home, 4 bd, 3.5 ba, many updates. 
Greenhouse, chicken coop, pasture - fenced & 
x-fenced. Huge patio.Shop & 2 sheds. (710634)

$769,500 S Salem

CONNIE BRESEE
503.932.5175

Magnificent custom home! Must see the inside  
of this home to believe the amenities & the 
craftsmanship that went into this dual living 
home! (699685)

$949,000 Turner

DAVID CALE
503.361.7212

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

$535,000 SE Salem

DAVID CALE
503.361.7212

Exquisite custom home! One of the most 
amazing estates in the Valley! Close to both  
Albany & Corvallis. This home has everything 
you could want both inside & out! (701775)

$2,240,000 Albany

STEPHEN G. TANDY PC
503.580.1483

2.51 usable acres. Cstm 4000+ sf, blt 2006, all 
the cstm amenities. 3 bd (poss 4), 2.5 ba, 800+ sf  
family/media room. 1000+ sf (not in sf) semi 
finished lower level. Area for shop/RV. (700883)

$749,500 S Salem

STEPHEN G. TANDY PC
503.580.1483

View! 3.66 acres, parklike setting, orchard, pasture.  
2800+ sf home w/updates. 3 bd, 3.5 ba, new roof in  
December 2016. 3-car garage + 2-car carport, RV  
parking, 1 storage rm, equip shed, 2 wells. (700716)

$539,000 Woodburn

BRIAN MCVAY 503.510.6827
APRIL MCVAY 503.510.2922

Luxurious gated country est. 29 acres w/mtns &  
abbey view! Grand entry, 3591 sf w/ 5 bd, 3.5 ba,  
fml living w/dining rm. Open living w/add’l great rm,  
dining & kitchen combo. Shop, irrigated. (705148)

$949,000 Silverton

STEPHEN G. TANDY PC
503.580.1483

2.09 pvt usable acres. Views, peaceful & serene.  
Great well. Apx 4900 cstm sf, 6 bd, 3.5 ba. Dual 
living ready. Soccer field, water features. Salem 
schools. Utility bldg. Rm for RV prkg. (706115)

$749,900 Turner

ANDRE & TANYA MAKARENKO
503.409.2282 & 503.409.3766

Beautiful West Salem home. Timeless style, 
excellent craftsmanship & beautiful views. 
Gourmet kitchen. Many upgrades throughout. 
Built by Comfort Homes LLC in 2006. (707688)

$699,900 NW Salem

CONNIE BRESEE
503.932.5175

Nestled in south hills. Spacious home, barn  
& shop with gorgeous mature terraced  
landscaping. 8+ acres! Bring your toys &  
animals home! (707699)

$599,000 Jefferson

STEPHEN G. TANDY PC
503.580.1483

1.9 usable acres. Abiqua River frontage. Single 
level, 2652 sf, 3 bd, 2 ba, 1950’s classic. Real 
stucco, updated, hardwood floors. Lots of lawn, 
fruit trees. Large fenced veg garden. (706650)

$499,900 Silverton

STEPHEN G. TANDY PC
503.580.1483

5.60 of wonderland acreage. Privacy in locked gate  
community. Unencumbered mt, valley & river views.  
Home completed in 2007. 6604 sf, 4 bd, 5.5 ba, 
3-car garage + shop. Poss dual living. (709778)

$1,699,000 S Salem

STEPHEN G. TANDY PC
503.580.1483

180° + unobstructed views. 6700+ sf w/elevator,  
4 bd, 4.5 ba, many other rms. 4+ car gar & shop  
area. Pool w/bath house area. Gated, .86 acre, prof  
designed yard, water feature, putting green. (710177)

$1,495,000 S Salem

DAVID CALE
503.361.7212

Lakeview Estates! Custom designed 4 bedroom,  
2.5 bath great room style home on 1.07 acre 
lot! Master suite on main level. Gourmet  
kitchen with granite countertops. (701702)

$679,900 Albany

DAVID CALE
503.361.7212

Beautiful custom home. 4 bedrooms, 3 baths, 
4500 sf, built in 2001. Main floor living with  
possible dual living in daylight basement. Great 
views! (709509)

$599,000 Albany

STEPHEN G. TANDY PC
503.580.1483

10 acre farm or ranch, all usable property. 1-level  
ranch style home. Open living 1850 sf home 
w/3 bd, 2 ba. Shop, 2 barns, cvrd & outdoor  
arenas. Fenced & cross fenced. (709981)

$629,500 SE Salem

STEPHEN G. TANDY PC
503.580.1483

Airplane Hangar-RV Storage. 3888 sf cstm 1-level,  
4 bd (2 masters), 4 ba. Poss dual living, 3-car 
gar/shop. Your own hangar w/pvt taxi lane from 
airport, usable for RV storage/shop. (699078)

$549,500 Independence

CHUN TRUONG 
503.851.3167

West Hills Estates! Custom built 4 bedroom, 
3 bath, 3456 sf home on 0.22 acre corner 
lot. Marble floors, large rooms & bonus room. 
Mountain view from upper balcony. (707179)

$499,900 NW Salem

ROBIN RAMIREZ 
503.851.6683

Entertainer’s dream. Views! Gourmet kitchen 
with island. Master suite with walk-in closet.  
Indoor sauna, inground pool, decks galore,  
40x40 3-bay shop. Dual living potential. (706119)

$499,900 Albany

STEPHEN G. TANDY PC
503.580.1483

1.58 acres, view & privacy, cul-de-sac location,  
orchard, vineyard. 2946 sf, 4 bd, 3 ba, lots of updates.  
Lg deck, 2 greenhouses, 3-car garage. Poss dual  
living. Beautiful forest just outside property. (704632)

$479,900 S Salem

STEPHEN G. TANDY PC
503.580.1483

Willamette River frontage. 3100+ sf home blt in 
1930’s restored in 1960 & 2000’s. 5 bd, 3 ba. 
1000+ sf guest home w/1 bd, 1 ba. Two 2-car 
garages. Outdoor entertainment area. (703444)

$799,500 NE Salem
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It’s time for individuals, businesses, and 
organizations in the Mid-Willamette Valley 
to brag.

The Straub Environmental Center, Marion 
County Public Works -Environmental Ser-
vices, and Capitol Subaru want to hear tales 
of waste reduction, resource conservation, 
and sustainable efforts.  It’s time to speak up 
about the mounds of paper no longer used; 
energy efficient lights saving thousands of 
dollars a year; or a teacher who inspired doz-
ens of students this year to bike to school.

“Tales of green do-gooders are ubiquitous 
in the mid-Willamette Valley,” said Alan 
Pennington, waste reduction coordinator for 

Marion County. “Now we just need folks to 
tell us more.”

These stories will make up the nominations 
for the seventh annual Mid-Valley Green 
Awards.

Green Award categories include:
• Recycler of the Year:  Both individual and 

business.
• Sustainable Organization of the Year:  

Small and large business categories.
• EarthWISE Certified Business of the Year
• Green Product/Service of the Year:  Or-

ganizations that offer products/services with 
social, environmental, and economic ben-
efits over traditional alternatives.

• People’s Choice Award:  This person is 
actively engaged in their home, community, 
or job in ways that personify an environmen-
tally-minded person and inspires others to 
emulate or learn from them.

Nomination forms and category descrip-
tions are available online at www.midval-
leygreenawards.org or you may call Marion 
County Public Works at (503) 365-3188 to 
request a copy be mailed to you.  Nomina-
tions must be received no later than mid-
night January 17, 2016, to be eligible for con-
sideration.

The 2017 Mid-Valley Green Award re-
cipients will be honored from 6 to 10pm on 

March 11, 2017, at the Willamette Heritage 
Center. 

For more information, contact Alan Pen-
nington at 503-365-3188 or apennington@
co.marion.or.us.

2017 Mid-Valley Green Award Nominations Sought

By Beth Casper
Special to the Salem Business Journal
Educating tens of thousands of students 

may be Chemeketa Community College’s 
main mission, but its commitment to sus-
tainability is interwoven into almost every 
aspect of college life.

The college composts hundreds of pounds 
of food waste a year, saves water with water 
bottle refilling stations, conserves energy 
with LED lighting and reduces chemical use 
by mulching and hand weeding the land-
scaping. Every new building on campus is a 
certified green building—held to the highest 
sustainability standards.

It’s no wonder that Chemeketa Community 
College is EarthWISE certified. EarthWISE 
staff helps businesses recycle, save energy, 
reduce waste and much more. To earn cer-
tification, a business meets criteria in six 
areas. Chemeketa is one of more than 150 
EarthWISE businesses and organizations in 
Marion County. 

One of the biggest sustainability impacts 
has been with energy use. Four years ago, 
Chemeketa replaced parking lot lights with 
LEDs or light-emitting diodes, the most en-
ergy efficient light on the market. Since then, 
the college has put LEDs at the fire station 
and in the gymnasium. 

The switch has reduced energy costs at the 
gymnasium by $1,400 a month and will pro-
vide the college with an estimated annual 
energy savings of 126,067 kWh and with a 
payback in less than four years. In fact, the 
estimated rate of return is about 27 percent. 

Even with the addition of new buildings—
such as the Applied Technology facility—en-
ergy use has been kept down by designing 
the buildings to use daylight, insulating the 
building so well that outside temperatures 

don’t drastically change the inside tempera-
ture and using radiant floor heating. The two 
newest buildings have been built to LEED 
Silver equivalent standards.

The maintenance of existing buildings has 
proven to be just as important for the col-
lege’s sustainability as building brand new 
green buildings.

Maintenance staff goes back to existing 
buildings to check the temperature and the 
heating and cooling systems. 

“Over time, people change how they are 
working in a building or the temperature 
drifts, so you have to go back and retune the 
buildings,” said Sustainability Coordinator 
Stephania Fregosi. “That’s a best practice 
that has saved us money. We go back and fix 
it.”

The savings means keeping energy costs 
steady during a time of rising energy prices.

Inside those buildings, 60 custom-designed 
recycling stations have been installed in the 
classroom hallways to recycle paper as well 
as cans and bottles. Sales from scrap metal 
recycling earn the college $5,000 to $10,000 
annually and varies with market prices.

The recycling program helps the Commu-
nity Transitions Program, which offers job 
training for high school students with dis-
abilities. The program keeps the 5-cent de-
posits from cans and bottles. The increase in 
recycling has meant funding for 2.5 full-time 
equivalent positions in that program. 

The college also has invested in water bot-
tle filling stations in each of its buildings to 
reduce the number of plastic disposable wa-
ter bottles purchased by students. 

In the lunchroom area, composting plays 
a major role in reducing waste and raising 
awareness.

Two years ago, Chemeketa added a pi-

lot compost program in the dining hall. All 
food—including meat and dairy—and nap-
kins, pizza boxes and other paper products 
are placed in a compost bin and taken to Pa-
cific Region Compost near Corvallis, where it 
can be turned in to soil. 

“Usually there is more in the compost than 
in the trash,” Fregosi said. “The dining hall 
provides only compostable containers with 
the exception of utensils, coffee stirrers, and 
plastic film. The non-compostable materi-
als come from outside vendors for items like 
soda cups, chips and coffee-creamer.”

All of that compost doesn’t go directly to 
the landscaping at Chemeketa, but mulch 
plays a huge role in landscape maintenance 
at the college. Thick layers of mulch keep the 
weeds down.

“Spraying is only a last resort here and not 
a common practice,” Fregosi said. “We do a 
lot of hand weeding here.”

 “We see being good stewards of our natural 
resources as part of being good neighbors,” 
Fregosi said.

A 3-acre section of Chemeketa’s landscape 
has been set aside to grow food. The Marion 
Polk Food Share Youth Farm, grows food for 
the Marion-Polk Food Share. It is the ulti-
mate sustainable effort.

Local youth grow food for the Food Share 
while learning job skills. Chemeketa stu-

dents have multiple opportunities to volun-
teer at the youth farm during program gaps 
in the spring and fall.

“Growing something yourself teaches a 
new respect for food and helps to prevent 
food waste,” said Fregosi. “Seeing how it’s 
grown teaches you a little bit about farm 
work, while feeding others gives you a direct 
role to play in solving a social problem.”

Opportunities inside courses like Commu-
nity Service Leadership also teach students 
about other aspects of the food system.

Chemeketa students learn about sustain-
ability in more than 40 classes at Chemeketa, 
including environmental Science, sociology 
and writing. Business management students 
can earn a sustainability certificate. Cheme-
keta also offers a certificate in Renewable 
Technology.

“We are providing a culture of sustainabil-
ity that feeds back into behavior,” Fregosi 
said. “It’s not just about knowledge. We have 
to help people change their behaviors.” 

To learn more about sustainability efforts 
at Chemeketa Community College, go to 
www.chemeketa.edu/aboutchemeketa/sus-
tainability.  For more information about the 
EarthWISE program, visit www.mcEarth-
WISE.net or call Alan Pennington at 503-
365-3188.

Chemeketa Community College Practices What It Teaches 
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Dale’s Remodeling 
Adds Lead Carpenter

Troy Fish of Salem joined Dale’s Remodel-
ing in October of this year. As a Lead Car-
penter, he supervises and organizes the work 
of his colleagues as well as facilitating sub-
contractors, suppliers, and materials to meet 
homeowners’ timelines and expectations.

Troy has over 15 years of experience in the 
building trades and prior to joining the team 
at Dale’s Remodeling, he was remodeling 
homes in the San Francisco Bay area.

“I have been building different types of 
structures most of my life,” said Troy, “so the 
lessons learned through those accomplish-
ments always lend themselves to a successful 
remodeling project.”

Troy prides himself on his strong commu-
nication skills and says his flexible attitude 
helps him do quality work and provide su-

perior customer service. In his free time, he 
enjoys sculpting and creating abstract works 
of art.

Fish can be reached at 866-888-9543 or 
troy@dalesremodeling.com. For more in-
formation on Dale’s Remodeling, visit www.
dalesremodeling.com.
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Mon-Fri, 10am-7pm, Sat 10am-5pm, 216 Commercial Street NE, Downtown Salem
503 364-8707 wilsonjewelers.com

January 2017 Events: Nature Talk, “Vanishing 
Landscapes: Saving Our Native Plants & Habitats”

NATURE TALK “VANISHING LANDSCAPES: SAV-
ING OUR NATIVE PLANTS & HABITATS”

Thursday, January 12, 6:00-7:00 pm | Reception to 
follow

Learn how to integrate native plants into garden de-
signs and public spaces with Lynda Boyer, restoration 
biologist and native plant manager at Heritage Seed-
lings, Inc. Lynda will explain how to support backyard 
pollinators, birds and other critters by restoring native 
prairie, riparian and savanna habitats. This event is co-
presented by the Straub Environmental Center, Willa-
mette Valley Chapter of the Native Plant Society, and 
the David Douglas Society.

Location: Eco Hub @ The Willamette Heritage Cen-

ter, 1313 Mill Street SE, Salem, OR 97301
Cost: $5 suggested donation at the door | No registra-

tion or RSVP required
Photo Caption: Showy Milkweed is a native plant that 

provides habitat for monarch butterflies (Image cour-
tesy of the Bureau of Land Management)

_________________

MID-VALLEY GREEN AWARDS, “UNA TIERRA”
Saturday, March 11, 2017 | 6:00–9:00 pm
Deadline for Nominations: Tuesday, January 17 @ 

Midnight
Go Green! The Straub Environmental Center and 

Marion County Public Works proudly present the 
Eighth Annual Mid-Valley Green Awards. This year’s 
theme is “Una Tierra.” Enjoy vegan and traditional 

Showy Milkweed is a native plant that provides  
habitat for monarch butterflies (Image courtesy of 

the Bureau of Land Management)

Marion-Polk Food Share received the Green Business 
of the Year award at the 2016 Mid-Valley Green Awards 

(Photo courtesy of the Straub Environmental Center)

Nature Events, continued on page 22
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#1 Brand YOU – The first thing you need 
to do is brand yourself… Too many entre-
preneurs are branding their businesses… 
You need to brand you! What if your busi-

ness goes out of business 
or you decide to go start a 
different company? You’d 
have to recreate your en-
tire brand every time. 
People do business with 
PEOPLE not companies 
or products! If you want 
to become dynamic you 
have to stand out in all the 
noise on Social Media and 
that is hard to do when 

you have all these businesses dressing their 
social media up with all the same crap. Yes, 
it’s CRAP!

Understand this, NO ONE cares about your 
company, products or services. They care 
about themselves and how you are going to 
help them.

#2 Give VALUE – Your content should 
provide value! If you are always learning and 
growing yourself and your skills this should 
not be a problem. You should have value 
coming out your ears! 

You might be thinking, “I’m new & I have no 
value to share.” Well, I beg to differ… You’re 
reading this article right now, RIGHT? Yes, 
you are and you are learning some things I 
bet too.

So why not share it with the world? You 
could start by even just sharing this article.

Bottom line you people are not looking for 
you or your company, most people are look-
ing for a solution to their problem… If you 
show them how to do that by leading with 
value you will have people drawn to you 
ready to buy your product or service. Trust 
me it works!

#3 Build A Very Targeted Audience –
When you are calling out to EVERYONE, 

you are actually calling out to NO ONE!
They either never take the time to know 

their exact audience which btw makes it 
harder to come up with content that helps 
them. Or they post all this amazing content 
and wonder why they aren't getting any en-
gagement…

You have to always be building your audi-
ence and the more targeted you can get the 
better. Think about who your business or 
brand best serves and where do these people 
hang out? For example, my brand’s target 
audience is struggling home business own-
er’s. Why do I speak to them specifically? 
Because most people that are struggling in 
a home business are struggling because they 
don’t have a leader to follow. So by stand-
ing out as a leader what do you think hap-
pens? They follow me of course and want to 
work with me in one of my opportunities.The 
more targeted you can get the better!

Where do struggling home business en-
trepreneurs hang out? You guessed it, So-
cial Media! You see most all over spamming 
groups on Facebook or posting their before 
and after’s on Instagram… Most are not do-
ing this because they are bad they are just 
not being taught the right ways to grow their 
business which is why I provide training for 
them like the Instagram training I do or even 
all the training and tips I share on this blog.

# 4 Focus on 1 to 3 Social Media Platforms 
– This is a BIG one and might even be the 
reason you are here on this post… You don’t 
know what the heck to do with all this Social 
media and training you have lol. I get it and 
have been there!

But here’s the thing…
On Social Media, YOU need to be EVERY-

WHERE but that doesn’t mean you have to 
actually be THERE!

You are probably wondering how that is 
possible so let me explain…I focus on 3 plat-
forms and passively market to the rest. I start 
with Instagram… So basically all my content 
is really created for Instagram and since In-
stagram is an image sharing platform that 
you can also use to syndicate to other social 
platforms. I can share one post on Instagram 
and hit all 6 or 7 of my other platforms at 
once. I don’t focus much on building a fol-
lowing or engaging much with any other 
platforms other than Twitter, Facebook, and 
Instagram.

# 5 Consistency – This is the number one 
people struggle on Social Media. Including 
myself in the beginning… Consistency is EV-
ERYTHING!

If you want to grow a cult following you 
have to be Loyal to your followers. You have 
to serve them consistently and be in front of 
the as much as possible. What you need to 
do is create a social media strategy and con-
sistently stick to it. You should be engaging 
your followers, posting content and getting 
new followers every day.

# 6 Engage & Network –
Be a CONSTANT CONTRIBUTOR on So-

cial Media!
You can’t build a business keeping to your-

self and you surely cannot have success on 
Social Media without virtually shaking a few 
hands. You have to get out of your bubble 
and interact. This does not mean you have 

to be a social butterfly it 
just means you have to 
acknowledge and show 
appreciation to your fol-
lowers.

I especially recom-
mend interacting with 
a few other similar busi-
ness’ on social media. If 
you are a spy and never 
say anything on other 
people’s posts, expect 
that no one will interact 
with your content ei-
ther. I find it entertain-
ing that people expect 
others to interact with 
their posts when they 
themselves don’t inter-
act with anyone else’s 
posts.

It’s the law’s of the 
Universe what you give 
out is what will be given 
back to you… If you are 
never commenting or 
liking on other’s posts 
your posts will pay for 

it, believe me! Definitely comment and like 
other people’s posts OFTEN! Be a GIVER 
not a TAKER!

# 7 Be Authentic & Transparent – Trust 
me, you really want to be YOU! Everyone is 
unique in their own way and you cannot be 
like anyone else. People will sense it and nev-
er be attracted to you. Look at Gary Vayner-
chuk he is being himself. He cusses in his 
videos and is straight up. People love him for 
that! But if you tried to be like him it prob-
ably wouldn’t suit you well and you wouldn’t 
get good results.

# 8 Don’t Pitch – Yeah I said it! I know you 
are probably thinking then how do I sell any-
thing or get people to join me? Think about 
it this way, Social Media is for socializing 
and connecting with brands that they like. 
It is critical that you are making a connec-
tion with people’s wants, needs, and desires 
rather than always pitching them. You will 

literally push people away doing this rather 
than bring them towards you. You want to 
sell thing’s but there is a process you have to 
follow to build a relationship with your fol-
lowers first. Then when you make a recom-
mendation they will be more likely to listen. 
So for example what I do is I share a story, 
experience or a tip then I recommend a solu-
tion that will help them with their problems. 
All the things I share on social media are free 
and once they are on my list now I can share 
more value along with the occasional pitch of 
a product or offer.

# 9 Successful Presence – You’d think that 
this one would be a given but believe me 
there are many on social media that fail to 
set up their profiles so it portrays them as 
a professional. This means having a profes-
sional profile pic of YOU, not your company 
or products. Having a nice fan page banner, 
a  professional blog is super important. Look 
at your social media accounts right now and 
ask yourself, Would you follow you?

If you didn’t immediately say “yes” you 
need to get to work on creating a successful 
presence.

#10 Be Congruent – Your brand, message, 
what you post about should be congruent on 
all your social media platforms. Your follow-
ers should know exactly what to expect from 
your brand and posts. Part of creating a re-
liable brand is getting this part right. It’s a 
must!

Bonus Tip #1: Get Started – Whatever you 
do just get started… Fake it til you make it 
if you have to and don’t worry about being 
perfect. The cool thing about building your 
brand online is that is will grow with you. 
Just keep getting better and your brand will 
get better.

Bonus Tip #2 Be Patient – Remember 
Rome was not built in one day and neither 
will your Social media presence. Just like me 
or anyone else, you start with one follower at 
a time, one post at a time etc.

Most people are always looking for that 
shortcut success and never really buckle 
down and to learn to market the right way. I 
hear it all the time people always come to me 
and say they wish that they had taken their 
business more seriously and stayed focused 
on building it the right way instead of being 
distracted by all the things’ that don’t work 
or aren’t long lasting.

If you want a lasting business you have to 
build a strong foundation and that strong 
foundation starts with YOU!

Your greatest asset is YOU so start invest-
ing in it! Learn the skills you need to succeed 
in your business and you will be paid based 
on your skill sets.

"Brett Chatfield is a Social Media and Home 
Business Expert who's strategies will help 
you get more leads and make more sales." 

Here Are 10 Things You Have To Do In 2017 
To Grow Your Business With Social Media

BRETT CHATFIELD
SOCIAL MEDIA 
EXPERT

Understand this, 
NO ONE cares about 
your company,  
products or services. 

They care about 
themselves and how 
you are going to  
help them.
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Since the General Election on Tuesday, 
November 8, small businesses across the 
country are feeling a renewed sense of opti-

mism – and the feeling is 
measurable.

Over the course of the 
last several weeks, over 
400 media outlets, in-
cluding USA Today and 
the Washington Post, 
have reported on the No-
vember Index of Small 
Business Optimism, re-
leased in mid-December 
by the Research Founda-
tion of the National Fed-

eration of Independent Business.
The monthly Optimism Index is one of the 

oldest and most widely respected economic 
research reports in the country; a survey 
that asks small-business owners a series 
of consistent questions related to their ex-
pectations for the future and their plans to 
hire, build inventory, borrow, and expand.

The full November in-
dex improved 3.5 points 
to 98.4, which is just 
above the 42-year aver-
age and only the third 
time since 2007 that it 
has broken into “above 
average” territory.

This spike in optimism 
on its own would be 
newsworthy – sustained 
optimism can be linked 
generally to increases in 
business activity, such 
as hiring and expand-
ing – but for the first time in the history of 
the index, researchers bifurcated the data 
to measure the results before and after the 
election. The November index was basi-
cally unchanged from October’s reading up 
to the point of the election and then rose 
dramatically after the results of the election 
were known.

Job creation plans increased from a net 
9 percent through November 8 to a net 23 
percent after the election. Expected higher 
sales rose 16 points, from a net 4 percent to 
a net 20 percent. Expected better business 
conditions, the biggest mover in the survey, 
rose from a net minus-6 percent to a net 38 
percent, a massive 44-point spike.

Clearly, American small-business own-
ers are feeling better about the direction of 
the economy at the federal level, but what 
about Oregon’s small businesses? Can we 
legitimately expect Oregonians to share in 
the national optimism? With so many bat-
tles ahead of us, only time will tell.

Here’s what we know today – despite pro-
jected state general fund and lottery rev-

enues at or near record levels for the next 
two-year budget cycle, the cost of govern-
ment is increasing at an even faster pace.

Newly passed ballot measures, rising 
PERS costs, and Oregon’s increasing share 
of the cost Medicaid expansion are signifi-
cant drivers of the so-called “$1.7 billion 
shortfall” in the next biennium.

Gov. Kate Brown’s proposed budget, re-
leased on December 1, called for a com-
bination of cuts and tax increases to close 
the gap. Two weeks later, supporters of 
the failed Ballot Measure 97 came out with 
their solution – another huge tax increase 
on corporations that looks surprisingly 
similar to the measure that voters rejected 
59 percent to 41 percent.

Concurrently, conversations are happen-
ing in and around the Capitol building in 
Salem regarding a major transportation 
funding package to address congestion, 
safety, and mobility, and new labor benefit 
mandates, like paid family leave and flexi-
ble scheduling – quite the wish list heading 

into a legislative session 
where finding areas of 
agreement among polit-
ical adversaries is going 
to be difficult.

Sadly, the part of the 
conversation that would 
likely boost small-
business optimism in 
Oregon the most is con-
spicuously absent; that 
is, an effort on the part 
of those with the most 
political power and 
influence to restrain 

themselves – to make government less of a 
burden on the productive, wealth-building 
private sector, and more of a partner to 
achieve mutually beneficial outcomes.

Nationally, the optimism numbers show 
that small-business owners are encour-
aged that a big change in the country’s 
leadership is an opportunity to address 
the federal policies that have been plagu-
ing small-business growth for years: taxes, 
regulations, and out-of-control health-care 
costs.

Here in Oregon, small businesses might 
be able to share in the optimism if only we 
had assurances that there are similar op-
portunities to change course, to help our 
small businesses thrive, and to focus the 
efforts of policymakers on ways to control 
and contain the cost of government rather 
than continually asking the private sector 
to pay more, with no definition of “enough” 
in sight.

Anthony K. Smith is Oregon state director 
for the National Federation of Independent 
Business.

Can Oregon Share 
In The Optimism?

paella, Spanish wines and salsa music while 
celebrating environmentally-friendly people 
and businesses! To nominate a person or 
business located in Marion or Polk Coun-
ties for a Green Award visit www.MidVal-
leyGreenAwards.org. Deadline for nomina-
tions is Tuesday, January 17, at midnight.

Spinning Room @ The Willamette Heri-
tage Center | 1313 Mill Street SE, Salem, OR 
97301

Tickets: $60/person | $55/person if pur-
chased by March 5 | $400/table of eight

To purchase tickets, visit www.straubenvi-
ronmentalcenter.org or call 503-302-4645.

The Mid-Valley Green Awards are spon-
sored by

MarionCountyLogo(Lo-Res)RGB.jpg
__________
STRAUB NATURE KIDS CLASS
“DOWN COMES THE RAIN: THE WATER 

CYCLE” 
Saturday, January 21, 10:00-11:00 am

Learn about water’s great adventure from 
rain to stream to ocean and back to the sky! 
The Straub Environmental Center’s Nature 
Kids program teaches children in Grades 1-3 
about natural science in fun, engaging ways. 
Classes take place on the third Saturday of 
each month through May. Nature Kids is 
aligned with Common Core, Next Genera-
tion Science and STEM standards.

Location: Eco Hub @ The Willamette Heri-
tage Center, 1313 Mill Street SE, Salem, OR 
97301

Cost: $15/class; $10/if registered one week 
in advance

To register: Email StraubEnvironmental-
Center@gmail.com or call Bobbie Snead at 
503-508-5225.

Photo Caption: Stream ecology studies 
with Maureen Foelkl, Straub Environmental 
Educator (Photo courtesy of the Straub Envi-
ronmental Center)

_________________
STRAUB ENVIRONMENTAL LECTURE 

SERIES “A TASTE OF THE PLACE: THE 
TERROIR OF WILLAMETTE VALLEY 
WINEMAKING” 

Thursday, January 19, 7:00-8:00 pm
When people talk about what makes great 

wine, they often think of location, elevation, 
climate, drainage—and certainly the soil. 
And dirt does matter! Just ask Dr. Scott 
Burns, professor of geology at Portland State 
University. Scott will reveal why the Wil-
lamette Valley produces such great wine: it 
starts with the soil and the fascinating natu-
ral forces that created it.

Location: Loucks Auditorium | Salem Pub-
lic Library | 585 Liberty Street SE, Salem, OR 
97301

Cost: $5 suggested donation at the door | 
No RSVP or pre-registration required

Photo Caption: Dr. Scott Burns, Professor 
of Geology, Portland State University (Photo 
courtesy of Scott Burns)

The Straub Environmental Lecture Series 
is sponsored by

____________
OUTBACK IN OREGON WITH ZACH UR-

NESS “WINTER ADVENTURES” (MULTI-
MEDIA PRESENTATION)

Thursday, January 26, 6:00-7:00 pm
Join Zach Urness, the outdoors writer for 

the Statesman Journal, and add to your ad-
venture wish list! Zach will share some of his 
top picks for winter destinations—from fami-
ly-friendly outings to challenging adventures 
for seasoned enthusiasts. Hear about Zach’s 
fat tire bike trip into the Deschutes National 
Forest as well as some other surprising sea-
sonal outdoor experiences.

Location: Capitol Subaru | 3235 Cherry Av-
enue NE, Salem, OR 97301

Cost: Free and open to the public | No 
RSVP or pre-registration required

Photo Caption: Zach Urness fat tire bik-
ing in the Deschutes National Forest (Photo 
courtesy of Zach Urness)

“Outback in Oregon with Zach Urness” pre-
sentations are presented by

the Straub Environmental Center and 
sponsored by

The Straub Environmental Center inspires 
our community to connect with and care for 
nature in the mid-Willamette Valley.

www.StraubEnvironmentalCenter.org
__________________________
New Location: Eco Hub | 1313 Mill Street 

SE | Salem, OR 97301
Mailing Address: P.O. Box 12363 | Salem, 

OR 97309 Media Inquiries: 503-302-4645 
or Info@StraubEnvironmentalCenter.org

Nature Events, continued on page 20

ANTHONY K. 
SMITH
OREGON STATE  
DIRECTOR NFIB

Clearly, American 
small-business 
owners are feeling 
better about the  
direction of the 
economy at the 
federal level, but...
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Coffee Roasted on site  Food Made to Order

2725 Commercial street SE
503.581.1716

www.frenchpressroasters.com

Sharon W., of Salem, experienced a sudden 
life-threatening situation at the Target store 
in Keizer this past March.

“I remember walking in the door and I 
had to go over and get one of the motorized 
carts,” Sharon said. “I remember getting 
lightheaded and I put my hand to my head, 
saw a little color of blue and that’s the end of 
what I remembered.”

A recording of the store’s surveillance cam-
eras later revealed what happened: Sharon 
fell out of her seat and hit the floor face-first 
near the store’s main entrance.

“Something was happening at the front,” 
said Brad Dickerson, Target store team lead-
er. “I let them know that I would grab the 
AED (Automated External Defibrillator) on 
the way up there.”

“We started to assess for pulse and breath, 
but couldn’t feel anything,” said Dickerson.

Austin Snelling, Target senior team lead, 
arrived to help Dickerson. This was Dicker-
son’s second AED rescue. Snelling learned 
CPR two weeks prior. 

“Time started to slow down and once I was 
in that moment the training kicked in,” said 
Snelling.

“Austin started to apply CPR to the guest. 
I was preparing the AED at that time,” said 
Dickerson. “It told us to step back. It advised 
a shock. I applied the shock to the guest. It 
shocked her one time. It did not revive her 
immediately.”

The AED machine announced that emer-
gency medical services had been called – and 
instructed that it was safe to touch the pa-
tient again and continue CPR.

“After about the 20th chest compression, 
she came back to life pretty quickly,” said 
Dickerson. “The fire department showed up 
and kind of took over from there.”

“Their early intervention is quite possi-
bly what saved her life,” said Anne-Marie 
Storms, with the Keizer Fire District. “Every-
thing worked seamlessly. They could have 
not done a better job.”

“She (Sharon) had no neurologic deficits,” 
said Joshua Leichman, MD, a cardiologist 
with Salem CardioVascular Associates, PC. 
“The Target staff performed CPR immedi-
ately. They shocked her out of a bad heart 
rhythm and got EMS involved to get her to 
the hospital.”

According to the American Heart Asso-

ciation, more than 350,000 cardiac arrests 
happen away from hospitals every year – but 
only ten percent survive.

“To me it was a miracle – just an absolute 
miracle,” said Sharon. “I was led to that store 
for some reason. I am absolutely amazed 
at how it just went so perfectly. I’m so very 
thankful to them all.”

“They’re heroes,” said Dr. Leichman. “They 
did the right thing. They saved a life and I can 
only hope that other people get trained the 

same way so that other lives can be saved.”
“Look at me. I could be your mother, your 

grandmother, your sister or somebody that 
might need that training used on them,” said 
Sharon. “I’m living proof that it helps.”

Salem Health produced a video about the 
rescue and it can be viewed on Facebook at 
this link: http://bit.ly/29P8QLy.

Salem Health offers Heartsaver First Aid 
and CPR classes each month. Find more in-
formation online at www.ssreg.com/salem-
health.

CPR/AED Training Helps Save Life of Salem Woman

Brad Dickerson, Target Store Team Leader

Austin Snelling, Target Senior Team Lead

Thin It to Win It Challenge Starts January
It’s easier to get fit and lose weight with a 

little help from your friends and a few ex-
perts!  Epic Fitness, located at 706 Madrona 
in South Salem next to Ace Hardware, will 
host its annual Thin It to Win It Challenge 
starting Jan. 9. This is a six-week weight-loss 
and fitness challenge is open to members 
and nonmembers. A kick-off event will be 
held Sunday, Jan. 8, at 6 p.m. Anyone at any 
fitness level can participate.   

Epic Fitness general manager Michele 
Vanderyacht says, “I think this year will be 
the best Thin it to Win it we’ve had. The 16 
people who finished the challenge last time 
lost 171.65 pounds and 5.75 percent body fat. 
That’s why we are doing it again and we want 
everyone to join us.”

The six-week program is designed for teams 
of two and includes unlimited gym mem-
bership with classes, nutrition and group 
training classes, advice from fitness experts, 
tracking cards and the chance to win a Trae-

ger grill and other prizes from Ace Hardware.
“At the end of the program, really everyone 

wins,” said Vanderyacht.  “When you make 
friends, learn more about your health and 
have fun you are a success.”

Registration fee is $99 for members $129 
for nonmembers. Twelve additional Boot 
Camp classes can be added for $50.   Those 
wanting more information can call or stop 
by Epic before the kick off for a tour and 
information.  The last day to sign up is Jan. 
9.  www.goepicfit.com or call 503-991-5159.

Epic Fitness offers a conveniently-located, 
state of the art facility and dedicated staff to 
provide its members with the highest qual-

ity personal training, 
group classes and 
a clean, safe envi-
ronment. Recently 
named one of the 
Best in the Mid Val-
ley for Fitness Cen-
ters, they are located 
at 706 Madrona Ave. 
SE, Salem, Oregon 
97302. 503-991-
5159; info@goepicfit.
com.

Get Fit With Epic Six-Week
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LULLU TRUITT
SBJ FOOD 
EDITOR

Ciao a tutti:
I am not going to write something that you 

don’t know already, but for some reason I 
feel compelled to discuss it. Actually this is 
not going to be discussion because it is just 

me, writing about the sub-
ject: SUGAR!

Keep in mind that 1 tea-
spoon equals 5 gr of sugar

Snapple Peach tea 20oz 
(48.75 gr sugar), Pepsi 20 
oz (69 gr sugar), Gatorade 

-lemon,lime 20oz (34gr 
sugar), Tropicana OJ no 
pulp 200z (55gr sugar) 
Starbucks caffe latte NF 
milk  (23 gr sugar)

You do the math!
I have been thinking about the compelling 

reason for my writing. It is about the kids. 
The way I see it, grownups pretty much have 
choices to eat or not eat sugar. Young kids 
don’t. From day one the grownups make the 
choices for the kid’s diet. I am not talking 
about in their later years -like 5 or 6 years 
old when their taste buds start to show some 
kind of preferences…….they don’t like almost 
anything .I have seen many many times, 
toddlers drinking apple juice as a drink of 
choice by the adult supervising them. Apple 
is a fruit so it must be good for you. Of course 
the kid is getting addicted to the sugar in the 
juice, so apple juice or something sweet has 
to be the pacifier. 

There was a time when sugar was not popu-
lar. Only in the mid 19th century, the sugar 
increased its popularity due to the manufac-
turing of candies, chocolate and ice cream; in 
1880 the soft drink industry like Dr Pepper, 
root beer and Pepsi pushed the sugar sales to 
100 pounds per capita for the first time.

Kids are in adults’ hands.  Kids don’t un-
derstand the meaning of obesity, diabetes. 
The responsible adults do and it is their job 

to protect the child from bad choices.
Would you let your infant try drugs? Sugar 

is addictive for some people just like a drug…. 
and it has a good taste. Don’t let your baby be 
addicted to sugar if you want a healthy hu-
man being in your life.

I guess I am lucky because sugar is not one 
of my weaknesses  - I have plenty, but not 
that one! 

When I was growing up in Italy, I would 
eat a croissant around 10,30 during a school 
break. We would eat small pastries if we had 
a dinner guest because that was the “usual” 
hostess gift, and I used to get ice cream - but 
not every day-( but each time it was only 
hazelnut gelato) walking back from school. 
Now as a grown up I realize the difference in 
taste of our Italian desserts and the Ameri-
can way. Our sweets are not “sweet” as I have 
tasted them here. I am not criticizing  the 
American way of cooking,  I am just pointing 
out one of the big differences in taste. (The 
other is the overuse of garlic)

Sugar is everywhere; it is almost impossible 
to avoid it, but at least read the label and nu-
tritional statement so you know how much 
sugar you are eating.   

By the way, labeling requirements for 
foods, with a new nutrition facts label will 
change, with a compliance date of 26 July 
2018 for most manufacturers.   But many 
companies are getting ahead of it now, so 
we will begin to see changes soon.   One big 
change is this:  total sugars need to be listed, 
BUT added sugars in grams needs to be list-
ed to help consumers understand how much 
sugar has been added to the product.  

Think about it:  recommended daily allow-
ance of sugar 

Women -30 gr
Men - 45 gr
You do the math!
Until next time, keep on cooking.
Lullu

You Do The Math
Two outstanding citizens have taken the 

reins of successful foundations organized to 
support public safety foundations.

Alex Rhoten, Principal Broker at Cold-
well Banker Commercial (CBC) Mountain 
West Real Estate was elected as president 
of Salem Fire Foundation (SFF).  Rhoten 
previously served on the fundraising team 
for the SFF.  In two years the charity placed 
over 100 automatic external defibrillators in 
Salem police vehicles and around the com-
munity as well as teaching thousands of 
eighth graders CPR/AED skills.  Rhoten is 
one of CBC’s Top Two, a designation that is 
reserved for the elite top 2 percent of produc-
ers from among the almost 2,800 CBC sales 
professionals worldwide and is a member of 
the CBC National Gold Circle of Distinction 
for top ranking producers along with being 
the #1 Sales Professional in Oregon and #1 
Office in Oregon.

The Salem Fire Foundation  (SFF) is a pri-
vate, nonprofit 501(c)(3) dedicated to as-
sisting the Salem Fire Department achieve 
its core mission of saving lives through the 
funding of the following programs: Com-

munity Outreach and Engagement in CPR 
and AED Training, Employee Recognition 
and Development, Fire Prevention and Risk 
Awareness, Service Enhancements, Assis-
tance for Injured Firefighters and their Fam-
ilies, and Special Projects.  www.SalemFire-
Foundation.org

Dan Wellert of White Oak Construction has 
been elected president of The Salem Police 
Foundation (SPF).  Wellert is the Operations 
Manager at White Oak Construction special-
izing in industrial and commercial construc-
tion throughout the Northwest. He is a grad-
uate of the Citizen Police Academy, served 
on the SPF board and has led fundraising ef-
forts for both the Salem Police Department’s 
Toy Drive and K9 course restoration.

The Salem Police Foundation raises 
funds to support the police department 
and, through donors, has provided training 
equipment and facilities for K9 officers, a 
state-of-the-art fingerprint fume chamber, 
trauma kits, domestic violence cameras, 
among other things. Currently, the SPF is 
raising funds for a mobile command cen-
ter.  www.SalemPoliceFoundation.org

Local Professionals to Lead 
Public Safety Foundations
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Officials at the City of Salem appear to have 
forgotten that the Organization Chart on the 
City’s web site shows “Salem Residents” in the 
top position.

I say this because investigations into two ur-
ban renewal projects have revealed disturbing 
missteps outside of the public interest by the 
Urban Renewal Agency, which is overseen by 
the Salem City Council acting as the URA Board.

One misstep was the City 
missing a valuable oppor-
tunity in 2015 to purchase 
a 3.88 acre property, with 
about 600 linear feet of 
frontage on the Willamette 
River, located at 901 Front 
St. NE in Salem.

This property, reportedly 
one of only four river front-
age parcels identified with-
in the Riverfront Down-

town Urban Renewal Area, was special: flat and 
immediately developable once a warehouse/
industrial use building was removed.

Unfortunately, the property has been pur-
chased and is undergoing development by a pri-
vate developer from Portland.

So there’s a lost opportunity for urban renewal 
funds to spur construction of needed affordable 
housing, along with associated social and com-
mercial services that could have been integrated 
into the development.

Those in the know about this missed urban 
renewal “opportunity purchase” lay the blame 
on the City of Salem Economic Development 
Department (EDD) and Urban Development 
Department (UDD). Both departments failed 
to focus on the availability of the 901 Front St. 
NE site.

The property could, and should, have been 
purchased by the Urban Renewal Agency at a 
low price, enabling it to be developed for afford-
able housing and associated purposes.

My understanding is that the property had 
been identified, and the money to purchase it 
was already in the urban renewal budget, as of 
July 1, 2015.

The second Urban Renewal Agency misstep 
was awarding a $749,000 grant to Park Front 
LLC for construction of an office building on the 
old Boise Cascade property.

What’s most bothersome about this grant, 
which I consider to be crony capitalism, is that 
the City of Salem web site says the aim of ur-
ban renewal is “to spur redevelopment where 
it might not otherwise occur without public in-
vestment.”

Yet the Park Front building clearly was 
planned to be developed without public invest-
ment. 

In March 2016 a Statesman Journal story said, 
“Construction for the $8.5 million building will 

begin on a portion of the North Block parcel of 
the Boise site in summer 2016 and be finished 
by May 2017, said TJ Sullivan, a co-owner of 
Huggins Insurance.” 

No mention was made of construction being 
contingent on receiving an urban renewal grant. 
Yet in late November 2016 Sullivan applied for 
a $749,000 grant from the FY 2016-17 River-
front-Downtown Urban Renewal Opportunity 
Purchases Budget allocation.

Yes, the $749,000 to subsidize construction of 
a new office building was coming from the same 
Opportunity Purchases budget that failed to be 
utilized to buy the prime 3.88 acres of riverfront 
property.

Rather confusingly, Urban Development De-
partment director Retherford explained the 
Park Front LLC funding in this fashion: “The 
Opportunity Purchase is not itself a grant, but 
we are using funding that had been budgeted 
for an Agency opportunity purchase in order to 
fund exceptions to our regular grant program.”

So after missing the opportunity to spend 
about a million dollars to buy the 3.88 acres for 
affordable housing or a similar purpose in the 
public interest, now the Urban Renewal Agency 
is funding “exceptions” to the usual grant pro-
gram.

Which means, instead of getting $300,000 to 
help pay for the Park Front office building that 
was announced as going to be constructed with-
out urban renewal funds, on December 12, 2016 
the Urban Renewal Agency Board (again, the 
City Council by another name) voted 5-1 to give 
$749,000 to Park Front LLC — with the extra 
$449,000 coming from the “exception” made 
possible by a failure to use Opportunity Pur-
chases funds for their intended purpose.

At the December 12 Urban Renewal Agency 
board meeting, T.J. Sullivan testified that he 
needs the $749,000 grant because he won't be 
able to get a full construction loan from Pioneer 
Trust Bank without that additional equity.

Sullivan said that Pioneer Trust was concerned 
about the appraisal, debt to cash flow level, and 
occupancy percentage of his four-story proj-
ect. He admitted that he could go ahead with a 
smaller building without the $749,000 grant, 
but wanted the “full meal deal,” so to speak.

Well, for most businesspeople that's a prob-
lem they'd have to deal with on their own. Find 

more equity/investors. Work harder at recruit-
ing tenants. Reduce the cost of construction. 

But in Salem, urban renewal money isn't al-
ways being used for the main intended purpose: 
spurring private development that wouldn't 
have occurred without the leverage of public 
funds. Rather, Sullivan got a gift from the City 
of Salem that helps him construct a building 
that he said definitely was going to be built eight 
months before he applied for the urban renewal 

grant.
Basically, this is a public bail-out of a poorly-

planned private project. Which is a good defini-
tion of crony capitalism. 

I’ve sent a message to City officials that says, 
in part:

“I am requesting that Mayor Peterson, City 
Manager Powers, Urban Development Director 
Retherford, and the city councilors who voted 
for (or against) the grant describe in a simple, 
clear, truthful, transparent fashion the reasons 
why this is (or isn’t) an appropriate use of Urban 
Renewal money, This should be done before a 
check is written to the Park Front developers 
to assure that the public fully understands why 
their City officials are spending $749,000 of 
taxpayer money in this fashion.”

An Urban Renewal Agency staff report con-
tains seven criteria that the Park Front project 
supposedly meets. I told City officials that I dis-
agree with the report. Here’s the criteria and my 
reasons for rejecting the assumption that the 
Park Front application complies with them.

Removal of blight. Developers of the old Boise 
Cascade property have already received a tax 
deferral for the South Block apartments and a 
separate $749,000 urban renewal grant for the 
Marquis rehabilitation center. This area is no 
longer blighted. The apartments are a success. 
The Park Front building is to be built on prop-
erty bought from Marquis. Public funds have 
helped to de-blight the area. No further use of 
urban renewal funds is justified.

Leverage of Public Funds with Private invest-
ment. Construction of the Park Front building 
was announced in March 2016. As noted be-
fore, at that time there was no mention by Sul-
livan, or anyone else involved with the project, 
that construction was contingent on receiving 
urban renewal funds. 

So there is no leveraging of public funds with 

private investment. The private investment was 
committed to many months before Sullivan re-
quested the $749,000 grant to enable him to 
construct a larger building than Pioneer Trust 
Bank was willing to give him a loan for.

Increased Property Value and Tax Increment. 
Again, increased property value was going to 
happen without taxpayer money. There is no 
evidence that the $749,000 will generate prop-
erty taxes in excess of that amount over, say, 
the next 20 years, especially given that Sullivan 
has said that a smaller building could be con-
structed without the urban renewal grant. 

Connectivity between Riverfront Park and 
Downtown. I am not aware that this project will 
do anything to improve that connectivity. True, 
tenants of the Park Front building will be able 
to walk to Riverfront Park. But since no retail 
space or residential housing is planned for the 
building, there will be very little reason for any-
one to visit Park Front unless they have busi-
ness to undertake with a tenant of the building.

Job Creation. As noted before, construction 
of the building was announced months before 
the urban renewal grant was requested. Several 
floors of the building already have committed 
tenants. No evidence has been provided that a 
$749,000 grant will lead to any additional jobs. 

Streetscape Enhancements. Very few peo-
ple will get a close-up view of the landscaping 
planned for the Park Front building. It will 
be built in what amounts to a downtown “is-
land,” since few people will want, or need, to 
cross busy Front Street to reach the build-
ing. Landscaping is a code requirement, so it is 
an automatic streetscape enhancement when 
completed.

Downtown Vibrancy. Park Front is an of-
fice building with no retail space or residential 
housing in an area of downtown that is difficult 
to get to. Park Front will contribute very little 
to downtown vibrancy.

Thus it is disturbing that Salem’s Urban Re-
newal Agency is throwing $749,000 worth of 
taxpayer money at Park Front LLC, which is 
constructing a new office building with very few 
public benefits, after missing a terrific opportu-
nity purchase of the 3.88 acre riverfront prop-
erty that ended up being bought by a Portland 
developer for $1,025,000. 

That property could have been used for af-
fordable housing, a much better use of urban 
renewal funds.

Hopefully, the three newly-elected members 
of the city council will join with other City of 
Salem officials in taking a close look at how the 
Urban Renewal Agency is being managed. 

Which in my view is, not well.
——————
Brian Hines is a Salem blogger and citizen ac-

tivist. 

Officials At The City Of Salem Appear To Have Forgotten 
That The Organization Chart On The City’s Web Site 
Shows “Salem Residents” In The Top Position.

BRIAN HINES
HINE-SIGHT

Thus it is disturbing that Salem’s 
Urban Renewal Agency is throw-
ing $749,000 worth of taxpayer 
money at Park Front LLC, ...
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Freres Lumber Hiring at Local Plywood Plant
Demand at the plywood plant calls for ad-

ditional manpower
Who is looking for a job with reliable hours 

and good benefits? Freres Lumber Company, 
Inc. of Lyons, Ore. is seeking candidates, as 
they plan to hire up to 15 people for entry-
level jobs this fall. The jobs they are filling 
include several veneer grader and veneer off-
bearer positions at the plywood plant in Mill 
City. Human resources manager Tim McCol-
lister says they are in need of candidates who 
are reliable, dependable, have a strong work 
ethic and are motivated to work in a position 
with opportunities for advancement.

“You’d have a steady job, fair pay and good 
benefits. Our work culture is family oriented. 
There’s a team spirit, good comradery. You’d 
work for supervisors who understand the 
jobs because they’ve done them,” says Mc-
Collister. “We run four shifts, twenty-four, 

seven. If you’re looking to be employed with 
us, this is where you start—at entry-level 
jobs, usually graveyard shift. Virtually ev-
ery position in the plywood mill is filled by 
someone who started at entry level. This 
even applies to plant managers; many of the 
skilled positions like millwrights and electri-
cians also started in an entry-level job.”

Freres needs to fill green veneer offbearer 
positions, which include pulling, sorting 
and stacking sheets of green (wet) veneer—
sheets that can weigh up to 30 lbs. In addi-
tion, they need veneer graders who pull, sort 
and stack sheets of dry veneer from a chain—
these sheets weigh approximately 20 lbs. 
each. Candidates should be in good physical 
shape, as the jobs are physically demanding. 
The jobs are repetitive, yet fast-paced. The 
hours vary, but most of our openings right 
now are graveyard shifts 11 p.m. to 7:30 a.m.

McCollister points out that these positions 
require quick reflexes and timely decision-
making. “We’re especially in need of veneer 
graders, people who grab veneer that is con-
tinuously coming from the dryer. The sheets 
come back-to-back, so graders have to make 
quick decisions about which sheets to pull 
into different carts based on quality. We 
need candidates who have endurance.”

McCollister advises, “To apply, I recom-
mend you come to our administrative office 
on 14th St. in Lyons. If you show up in-per-
son, that tells me you’re a serious candidate. 
It’s easy to sit at a computer and shoot out a 
resume, but if you go to the place that’s hir-
ing, that tells me you have the energy to get 
out of your chair and fill out an application 
form. If you can’t do that, to me, that’s a bad 
sign.”

For more information, visit www.freres-

lumber.com/jobs or call 503-859-2121.
Freres Lumber was established in 1922 by 

T.G Freres on the North Fork of Oregon’s 
Santiam River. Over the last ninety years, 
and three generations of family manage-
ment, the company has evolved from a small 
sawmill to one of Oregon’s premier wood 
products manufacturing companies. The 
company now operates five plants, including 
a small log plant, large log plant, veneer dry-
ing facility, plywood plant and cogeneration 
facility. Freres is committed to maintaining 
modern manufacturing facilities, providing 
high-quality wood products, and providing 
family wage jobs to the local area. For more 
information, visit www.frereslumber.com or 
call 503-859-2121.

Resolutions for 2017?  How about end-
ing the year healthier and happier than you 
started?  You will see dozens of articles this 
month with a fitness tip here or a dieting tip 
there, but what’s the lasting power?  If, by 
2018 you could healthier or happier at work 

then what would you be 
willing to do to make that 
happen?

Here’s a few things you 
COULD do that will almost 
guarantee you’ll be seeing 
life a little better next year.

Learn something new. 
Research has shown that 
regardless of age, when 
you learn new activities 
your brain functions and 

connections get stronger. You don’t have to 
go crazy, but pick one skill. Give yourself a 
baseline measurement and check back in 12 
months. (Ideas:  Sudoku, ukulele, knitting 
etc.)

Make one posi-
tive change in 
your diet. We 
pretty much all 
agree that the 
basics of healthy 
weight is “eat less, 
move more.” The 
basics of healthy 
diet is “you are 
what you eat.” 
The reality is that your body replaces itself 
(its cells) every seven to 15 years. Everything 
it replaces itself with come from the nutri-
ents we feed it. Perhaps an “apple a day” isn’t 

such a bad idea. (Ideas:  Drink more water/
less beer, less meat, more vegetables, etc.)

Don’t let gravity win. Sitting in front of a 
computer all day and heading home, drawn 
like a magnet to the couch will bring your 
body closer and closer to the ground over 
time. I was surprised when my staff asked for 
standing desk or a balance ball chair. I even 
saw someone doing planks and sit-ups on a 
break. What’s this all about?  It’s the real-
ization that being sedentary will most likely 
lead to weak muscles, which leads to injury 
and aging poorly.

Hold your tongue. I promise you will not 
explode if you hold back your negative 
words. The tendency to criticize practically 
everyone and everything will not benefit you. 
Ask yourself the question:  If I say (or write 
this on Facebook) and I adding more joy to 
the world?  Negativity is an absolute health 
robber.

Finally, keep track. Benchmarking isn’t 
just for your work-
place. Take inven-
tory of where you 
are today. Track 
h e a l t h / f i t n e s s , 
positive comments 
and notes and how 
you feel each day. 
Measure days you 
feel better than 
others and see if 
you can figure out 

WHY. Have a great 2017.
Mary Louise VanNatta, CAE is CEO of Van-

Natta Public Relations.  PRSalem. @PRSa-
lem. 

Healthier Next 
Year At Work

MARY LOUISE 
VANNATTA
TELLING YOUR 
STORY

Don’t let 
gravity 

win.

      With partners Salem Leadership Foundation, 
Di Muniz Resource Center and local churches, 
Evergreen Church’s Mission to Salem announces 
Hub. 
      Hub is a free community resource providing 
bicycles and bike maintenance to children and 
adults who lack the means to provide for 
themselves. Through weekly training classes, Hub 
also empowers bike owners to maintain their own 
bikes and to seek employment in the growing 
field of bicycle mechanics. Hub’s center of 
operations is located at Evergreen Church, 905 
Cottage St NE in Salem.  
      Please join us in praying that Hub will develop 
redemptive relationships with neighbors, meeting 
practical needs but also facilitating faith in Christ 
and integration into God’s family.  
 
Your ongoing support of Mission to Salem makes 
Hub  possible.                             
 
E- mail evergreen.kirk@gmail.com  to learn more 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Your support of Mission to Salem makes Hub 
possible. 
Thank you! 
Hub is a free community resource and training 
center. Hub provides free bicycles to neighbors in 
need of transportation: parts, work stations, and 
weekly repair training. Hub is especially relevant 
for those who cannot afford fare, or else rely 
upon Salem’s limited public transportation. These 
needs are pronounced among residents of Union 
Gospel Mission and Pine Center (prison reentry 
program) whom MTS presently serves.  
 
Hub’s shop and storehouse are located within  
Evergreen Church, bringing our neighbors – with 
immense practical need – into direct and ongoing 
fellowship with Christ’s body. We pray that by 
serving their needs, MTS will continue to develop 
redemptive relationships, through discipleship 
and integration of those outside of the church, 
into fellowship within.  
  
Your ongoing support of Mission to Salem makes 
Hub  possible.                             
 
E- mail evergreen.kirk@gmail.com  to learn more     
& support grassroots outreach. 
 

 
 
 
 
Evergreen’s neighboring community.  
 
 
 
 
and opportunity for discipleship for which Mission 
to Salem was developed.  

EXPANDING MISSION:  
Empower.  
Mobilize.  
Make New.  

NORTHWEST HUB 

Thank You! 
 

DISTRIBUTION 
Northwest Hub has been distributing bicycle commuter packages since 2014. 1,000 commuter 
packages and counting…nearly 500 so far in 2016. (Above: A bicycle fleet for  HOME drop-in center.) 

STEWARDSHIP 

NW Hub empowers volunteers and community members through repair education. This year NW Hub  
has provided 4,100 hours of vocational rehabilitation and repair  training to  neighbors with barriers 
to employment. 

During the past year we have upcycled, processed and/or refurbished 
thousands of bicycles.  Non-reusable parts are separated and recycled , 
yielding more than 20,000 lb.’s of recycled steel, alloy and rubber in 2016.  

EDUCATION 

COMMUNITY 
NW Hub community 
partnership teams 
serve Title One schools 
and area homeless 
with no-cost repair, 
parts, light and helmet 
distribution. 
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Store Locations
215 SW 4th St Corvallis
541-752-0040
M-Sat  8:30am-9:00pm
Sun 9:00am-7:00pm
Book Buying 
M-Sat 9:00am-5:00pm & 
Sunday 11:00am-5:00pm 

Salem Downtown
450 Court St NE Salem
503-361-1235
M-Sat 9:00am-9:00
Sunday 10:00am-7:00pm
Book Buying until 5:00pm, 7 days a week

Salem East
2235 Lancaster Dr. NE Salem
971-600-3831
M-Sat 7:00am-9:00pm
Sunday 9:00am-7:00pm
Book Buying
M-Sat 9:00am-5:00pm
Sunday 10:00am-5:00pm

The Book Bin is a locally 
owned, family operated busi-
ness that has been in the same 
family since 1984. Three genera-
tions currently spend their time 
between the Corvallis store and 
the two Salem stores.

Become A  
 Minister To-

day

429 Court Street NE, Salem
Tel: 503-585-2450, Fax: 503-585-0205

info@lafky.com

Lafky & 
Lafky

We counsel and represent 
clients in Oregon proceed-
ings, including State Feder-
al and Municipal Courts and 
administrative agencies.
Our attorneys provide liti-

gation services in many ar-
eas of practice and are dedi-
cated to achieving excellent 
results for our clients in the 
most cost effective manner 
possible.

310 Kearney St SE, Salem  
(503) 585-7070

8:00 am – 10:00 pm
Menu at:

gerryfrankskonditorei.com

Delightful 
Breakfast 
Lunch &  
Dinner

SMI is supported by a grant of Transient Occupancy Tax from the City of Salem and by the Oregon Arts Commission 

World Beat Gallery 
189 Liberty St. NE | Suite 107 | Salem
503-581-2004 | salemmulticultural.org

Sept. 7, 2016 to Jan. 11, 2017

Eko
Show!for

Lagos, Nigeria
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Mon-Fri, 10-7pm, Sat, 10-5pm, 971 304-7071

Historic Reed Opera House 
Underground, Downtown Salem

Salem Art Association 
January Calendar
TEDxSalem Artist-
in-Residence: Kath-
ryn Cellerini Moore
December 15-Janu-
ary 7 The Annex at 
the Bush Barn Art 
Center
Cellerini Moore ex-
plores the ways in which formative experi-
ences continually affect health, behavior and 
worldview. She has firsthand experience and 
understanding that body, mind and environ-
ment are an intertwined ecosystem.

Art Talk | Gallery 
Guides
Tuesday, January 3 
| 10 am
Bush Barn Art Cen-
ter
This “show and tell”
style gathering will 
feature the creative 
talents of this wonderful group of
volunteers.

Artist-in-Res-
idence: Jim 
Hockenhull
January 15-28
R e c e p t i o n : 
Friday, Janu-
ary 20 | 5:30-
7:30 pm
The Annex at 
the Bush Barn Art Center
He says of his upcoming residency: “I am not
looking for answers. I’m looking for interest-
ing questions. I’m looking
forward to this residency as an opportunity 
to extend my studio, my work
habits, and my ideas into the community.”

Middle School 
Creative Writing 
Workshop
W e d n e s d a y s , 
January 18-Feb-
ruary 22 | 3:45-5 
pm
The Annex at the 
Bush Barn Art 
Center
Registration: $50 (Need-Based Scholarships 
Available)
Ages: 11-14
Creative writing skills are a valuable asset 
for students, which will have a lasting ben-
efit both in and out of the classroom. This 
fun, educational opportunity is designed for 
middle school students of all writing
experience levels.

Fine Art Friday
Friday, January 
20 | 5:30-7:30 
pm
Bush Barn Art 
Center
The first Fine Art Friday of 2017 will serve as 
the opening reception for
three exciting new exhibitions. Susan True-
blood Stuart – Wind, Water,
Spirit: 66 Years of Painting, is a retrospective 
showcasing the decades-long
practice of a pillar in the local art commu-
nity.

Susan Trueblood 
Stuart – Wind, 
Water, Spirit: 66 
Years of Painting
January 21-Feb-
ruary 26
Reception: Friday, January 20 | 5:30-7:30 
pm
Bush Barn Art Center
Sponsored by Santiam Hospital
Salem artist Susan Truebood Stuart has 
spent her career exploring the
Oregon landscape through dynamic and vi-
sually powerful watercolor
paintings. Her upcoming retrospective, titled 
Susan Trueblood Stuart -
Wind, Water, Spirit: 66 Years of Painting, 
provides an in-depth look at a
lifetime practice.

Artist-in-Resi-
dence: Corrine 
Loomis-Dietz
January 23-Feb-
ruary 10
Open House: 
Wednesday, Feb-
ruary 8 | Noon-6 
pm
The Annex at the Bush Barn Art Center
Influenced by the Expressionists and many 
modernist movements, Corrine
Loomis-Dietz loves to investigate the ab-
stract reality of paint and process.
This artist has been described as a “storytell-
er” as her work often
chronicles family and friends in personal en-
vironments.

Salem Art 
Association 
| 600 Mis-
sion St. SE 
| Salem, OR 
97302
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RICHDUNCANCONSTRUCTION.COM  | 503-390-4999

CALL TODAY TO SEE OUR DIFFERENCE CCB# 158330 WA# RICHDC928DE

EquitablE CEntEr Oak Park DEntal WallaCE rOaD ShEll

MOUNTAIN WEST REAL ESTATE
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.

CBCRE.compower in numbers

When it comes to commercial real estate, nothing is given. The day goes to whoever 
works harder—goes the extra mile—rolls up their sleeves and does whatever it takes 

to close the deal.

No matter what a Coldwell Banker Commercial® agent achieved yesterday, they’re only 
as good as their latest transaction. Which makes every deal their most important. Until 

the next time you need them.

ALEX RHOTEN
Principal Broker

Dave Haining Ruth DanaGary Weston

Janna Medina

Shayda Jones

Sharon Woods

Sarah Crawford

ALEX RHOTEN Principal Broker       (503) 587-4777   arhothen@cbcre.com

Rueben Worster

Dick Duncan Jared Stasch

Shelley George Pamela Rushing James Bowen

Not Pictured 

Jordan Samiee 

Chauni Gray 

James Gray
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Salem Association of REALTORS® (SAR) 
has a new slate of board officers and direc-
tors. The installation ceremony was con-
ducted by George Grabenhorst, President 
of Oregon Association of REALTORS® and 
Senior Advisor at SVN Commercial Advisors, 
held at their General Membership Meeting 
on Dec. 14th. Officers are President, Pam 
McColly of Windermere Pacific West Prop-
erties; President Elect, Patti Williamson of 
TurnKey & Truss Real Estate Profession-
als & Interior Consultants; Vice President, 
Kelly Martin of Berkshire Hathaway Home-
Services Real Estate Professionals; Secre-
tary, Judy Gysin of Keller Williams Capital 
City-Gysin Group; Treasurer, Sue Curths 
of Berkshire Hathaway HomeServices Real 
Estate Professionals; and Immediate Past 
President, Joni McClintock of Sundance 
Realty. Continuing their terms as Directors: 
Don Sturgeon of HomeSmart Realty Group; 
James Montgomery of HomeSmart Realty 
Group; Leanne Jordan of Re/Max Integrity; 
Heidi Hazel, Berkshire Hathaway Home-
Services Real Estate Professionals-Stayton, 
as Stayton-North Santiam Council Chair. 
Newly Elected Directors: Ashleigh Armena-
kis of Windermere Pacific West Properties; 
Craig Evans of Crown Real Estate Group; 
Chad Harvey of Paramount Real Estate Ser-
vices; and Sam Cagle of First American Title, 
as Affiliate Director. Executive Officer: Kelly 
Barker continues to serve as chief operating/
executive officer, responsible for the effective 
conduct of the affairs of the association.

Salem Association of REALTORS® has a 
membership of approximately 815 REAL-
TORS® and over 150 affiliate members from 
ancillary businesses throughout the commu-

nity. As the voice for the Real Estate industry 
in Salem, SAR works diligently to promote 
the Real Estate community and to protect 
homeownership rights and property value. 

Working on behalf of America's property 
owners, the National Association of REAL-
TORS® (NAR) provides a facility for profes-
sional development, research and exchange 
of information among its members and to 
the public and government for the purpose 
of preserving the free enterprise system, and 
the right to own, use, and transfer real prop-
erty. 

REALTORS® pledge to uphold the NAR 
Code of Ethics, which was adopted in 1913, 
with the Golden Rule as its theme. 

Salem Association of 
REALTORS® Welcomes 
2017 Board of Directors

President, Pam McColly of Windermere 
Pacific West Properties

Salem Ranked In National Best-
Performing Large Cities List

In the 2016 Best-Performing Large Cities 
list, Salem, Ore. was ranked 45 out of 200 
cities; 27 rankings above its highest ranking 
in previous years. 

In the Large Cities list, Salem, Ore. is com-
pared to significantly larger cities including 
Phoenix, Dallas, Los Angeles, Atlanta, Salt 
Lake City, and Seattle. In 2015, Salem was 
ranked 72. 

"We are very proud of Salem's national 
ranking, especially when we are compared 
to cities that are significantly larger, with re-
sources that we do not have like a large work-
force, a research university, a commercial 
airport, and a well-established tech cluster. 
Salem's hard work is paying off," said Kris-

tin Retherford, Salem's Urban Development 
Director. 

The 2016 Milken Institute Best-Performing 
Cities Index ranks U.S. metropolitan areas 
by how well they are creating and sustaining 
jobs and economic growth. The components 
include job, wage and salary, and technol-
ogy growth. Data on each city is available at 
www.best-cities.org. 

For specific questions regarding economic 
development in Salem, please contact Kris-
tin Retherford at kretherford@cityofsalem.
net or 503-540-2486. Si necesita ayunda 
para comprender esta informaciÃ³n, por fa-
vor llame 503-588-6178.

STEPHEN G. TANDY
BROKER/SENIOR VP
503-566-5519

SPECIALIZING IN 
Homes on acreage, custom

homes, unique and unusual
homes, farms & ranches!

Upper end homes!
I handle all my own listings!

standy.cboregon.com

For A 
HAPPY NEW YEAR!

and ...

a Prosperous
Home Sale, Call me
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John L. Scott Real Estate
Office - 503-585-0100

salemoffice.johnlscott.com

DeeDee Cherubini, Broker

It's important to work for a company that 
makes the success of their brokers the top 
priority, and I've found that in John L. Scott-
Salem.  JLS offers the most innovative tech-
nology and marketing materials for brokers, 
as well as training and support on a daily ba-
sis.  JLS-Salem is more than just a workplace 
- it's a family that I am proud to be part of.      

Hector Garcia, Principal  
Broker, ABR, Green, GRI,

Everyone in the business knows John L. 
Scott has the best technology and sales sup-
port.

What I really like most about my job is my 
office. My view of the Willamette River is 
cool.

I love meeting clients in our building. It is 
centrally located and convenient. So yes I 
guess what I like the 

most about John L. Scott - Salem Office is 
... Location, Location, Location!

Broker Q&A

Tracy McNulty, Broker 

I can think of four reasons off the top of 
my head that make John L Scott such a good 
company.

1. Training is above the bar.
2. Technology is the key to success in the 

world today and John L. Scott is a leader.
3. John L. Scott invests in the future of its 

Brokers.
4. John L. Scott guides the buyers through-

out the process with comfort and confidence 
and gives back to the community it serves.

Jordan Ohrt, Broker

I love the John L. Scott user friendly web-
site and the property tracker app. Both get 
great reviews from clients!

What I love the best though is the support-
ive atmosphere in our office. It's a big family 
here...

What do you like about John L . Scott ?




