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Gerry Frank comes to town
BY BRIAN AVENEY
Gerry Franks’ presence in Salem has
been so dominant for so many years
that it is easy to forget that there was
actually a time when he wasn’t here.
He was kind enough to answer our
questions about his early years in
Salem, before the political career that
took him to 140 countries in all corners
of the world, and friendship with
statesmen and royalty. There was even
a time before he judged the chocolate
cake competition at the Oregon State
fair – a position that he now openly
acknowledges was a political payoff
for helping Mark Hatﬁeld win election
as Governor. The coming September 4
contest will be his 46th.

When Gerry Frank ﬁrst came to live in
Salem, he was already a combat veteran
of three years in the ﬁeld artillery in
France, Luxembourg, and Germany
during WWII, had earned degrees of
Bachelor of Arts and Master of Arts (with
honors) from Cambridge University, and
had 7 years of experience in department
store management at Meier & Frank in
Portland. He was a fourth-generation
Oregonian, from a family whose ﬂagship
store was founded in 1857 – two years
before Oregon achieved statehood.
Frank relates that his father, Aaron M.
Frank, President of Meier & Frank, sent
him on a year-long tour of major stores
around the world to look for new ideas
for a Salem branch. The Portland store

Florists share history

already had a base of 10,000 regular
customers from Salem.
The vision Frank developed took
concrete form in a new $8,000,000
state-of-the-art store occupying the
block where Salem High School had
formerly stood. The Salem Meier
& Frank store opened its doors on
October 27, 1955, and the 1,000
spaces in the attached parking garage
were quickly ﬁlled. The Oregon
Statesman for the date wrote “The
new store, largest in the state outside
of Portland, is one of the most
modern in design and appointments
of any in the country.” Many of the
ﬁne ﬁxtures were hand-crafted to
Frank’s speciﬁcations.
The store opening was a major civic
event and Frank, as Master of Ceremonies,
introduced Vaughn Monroe, who led the
national anthem, Oregon Governor Paul
Patterson, and Salem Mayor Robert F.
White. His father, Aaron, and E.P. Platt,
vice-president of Meier & Frank, were
also present.

The Statesman noted that the new
store “occupies an entire city block on
the north edge of Salem’s downtown
business district.” But, in fact, the new
Meier & Frank completely revised the
map, establishing itself and the trafﬁc
it brought as the new center of Salem’s
downtown.
(Continued on Page 3)
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Two Salem ﬂorists share both a
common business heritage and a single
downtown block. Anderson-McIlnay
Florist is located at 409 Court St NE
one door in from Liberty St, and Olson
Florist is at 499 Court St NE at the
corner of High St.
Oscar D. (Frosty) Olson established
Olson’s Florist in its current location
in 1926. He grew his own cut ﬂowers
and plants in greenhouses on Portland

Rd and sold to the trade. As recently as
the 1950s, the most popular way to sell
cut ﬂowers was wrapped in paper or
boxed. More recently, ﬂoral designers
have tended to create arrangements for
customers.
Kelley Peters worked for a few years
for Oliver & Thompson, a wholesale
ﬂorist in Portland after graduating
high school. But WWII broke, and he
volunteered for the Navy, and island-

WWW.SALEMBUSINESSJOURNAL.COM

(Continued on Page 4)

There have been three generations
behind the familiar clock sign at Jackson
Jewelers since Holly and Ellen Jackson
opened their store in the spring of 1944.
Their sons, Ralph and Phil Jackson, are
the second generation in the business,
and Ralph’s son, Tyler, now four years
at the company, represents the third.
Holly Jackson started as a watchmaker
for Pomeroy & Keene Jewelers on State
Street near Liberty in 1924, and stayed
there for 13 years. During World War
II, he worked on aircraft instruments as
a Mechanical Specialist at the Alameda
Naval Air Station across the bay from
San Francisco.
When he returned to Salem and
opened Jackson Jewelers at 225 Liberty
Street, friends cautioned him that it was
too far north of the center of town, then
at State Street. But the store has thrived
at that location for over 61 years, and
more than doubled its space. Brothers
Ralph and Phil’s decision to purchase
the building in 200o underscored their

431 COURT ST NE • SALEM, OR 97301

faith in a vigorous downtown Salem.
Like many businesses, the key is
“taking care of our customers,” Ralph
notes. He is proud that the company has
never had a claim made against it. The
company’s business is heavily based
upon referrals from satisﬁed customers.
To succeed in ﬁne jewelry, staff must
(Continued on Page 7)
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A funny thing happened on the way …
A week before our printer’s deadline,
we found out that the people whom
we thought were going to lay out the
June issue weren’t. We had exhausted
all reasonable alternatives, so only
the unreasonable was left. We laid out
the issue ourselves. The nice people
at Adobe Systems let us download
InDesign,
their
top-of-the-line
publishing software. We bought a book
on how to use it. We downloaded the
type faces we needed. Our four and a
half day marathon began.
We cut. We pasted. We boxed. We
sized. We cropped. We rewrote. We
formatted. We used the selection tool,
text tool, line tool, rectangle frame tool,

rotate tool, hand tool, and zoom tool.
We looked all over for the machete tool,
but never did ﬁnd it.
Finally, Clif Harding of Oregon
Lithoprint’s prepress department came
over to offer necessary last-minute aid.
He helped us properly put together a
pdf (portable document format) ﬁle,
use ftp (ﬁle transfer protocol) to send it
to the printer, and the June issue went
to bed – or at least to a disk ﬁle at the
printer.
We were pleased with our efforts,
but had learned enough to know that a
real graphic artist could do a lot better.
And this issue someone has done a lot
better – our new Graphic Artist, Peggy

When you want to understand Silverton, one of Oregon’s
most charming, livable cities and hottest real estate markets,
get to know the hometown professionals at
303 Oak Street, Silverton, Oregon 97381
503-873-3545 • 1-800-863-3545
www.silvertonrealty.com
Dixon Bledsoe, Broker, MBA
503-370-0311 (Pager)
503-602-4320 (Mobile)
dixon@silvertonrealty.com

Providing ethical, quality service to residential and commercial buyers and sellers in Silverton
and across the Mid-Willamette Valley. And having a little fun at the same time!

Dine In ... Take Out!
Catering - Open Seven Days!

The Editor’s Desk Brian Aveney
Coquet. You have in your hands the
proof of just how much better she has
done.
In addition to our improved graphics,
we have increased our size to provide a
more room for material. We grow and
evolve with each issue, and even this
issue is not what we hope eventually to
produce. But, dipping into our cliché
morgue, every journey begins with a

Questions and Praise
The praise ﬁrst: I love your publication.
It is very much what the Salem area
needs. The drawback is that there is so
much of interest that it takes a lot of
time to read it.
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Downtown Salem

single step. We’ve made two steps now.
It looks as though we might make it
clear across the room without going
boom.
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Question: Will the Salem Business
Journal eventually have classiﬁed ads
for help wanted?
Typo noted: Page 22 in the Salem
Business Journal box, the second from
the bottom line should say “distributed
to businesses throughout the Salem
metropolitan area.”
Humorous typo noted: Page 20. Dallas
Restaurant Row write-up of Mickey
Madison’s Grill. Second paragraph from
the bottom. John’s martinis will surely,
not surly become his trademark.
— Pat Bennett
Malstrom’s Process Serving Co.
Salem, OR 97308
Ed: We have no plans at present to run
help wanted ads beyond local government
openings. The distribution text should have
indicated distribution throughout the MidWillamette Valley, and now does. John
Taylor’s martinis are quite friendly.

Good Day
We just received a copy of the ﬁrst
issue of the Journal, and found it
informative.
Please let us know how we can go
about subscribing to the Journal.
— Gene Bowers
Deems, Inc, Facilities Management
Ed: We are not accepting subscriptions at
this time.

We welcome your letters, whether mailed
or e-mailed. Letters may be emailed to
editor@salembusinessjournal.com, or
mailed to Salem Business Journal, 431
Court Street NE, Salem, Or 97301. Please
include your address and telephone
number for veriﬁcation.
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The Kroc Community Center
The news was early, but just what
we hoped to hear!!! Salem had been
selected as one of eight cities out of 19
ﬁnalists to receive a Salvation Army Ray
and Joan Kroc Community Center. (Ray
and Joan Kroc founded the McDonalds
restaurant chain.) This Center will be in
the range of a $30 million dollar grant
with an additional $30 million for an
endowment whose earnings will provide
funds for operation and maintenance. A
once in a lifetime opportunity.
The community center will have many
components ranging from an aquatics
center, indoor skatepark, gymnasium,
performance theatre, library, arts and
crafts and other programs. It will be

located on 10 acres of property off North
Portland Road accessible to Salem
residents and surrounding communities.
The City will sell the parcel to the
Salvation Army who will be the owner
and operator of the center. The City
will then use the proceeds to develop an
adjacent 22-acre nature park.
How and why were we selected,
and what’s next? We often hear the
phrase “working together”, and this
was a true team effort. Through the
efforts of Gerry Frank, a civic leader,
in conjunction with the Salvation Army
led by Capt. Brian Saunders, a team was
brought together to prepare a proposal.
The team was comprised of the YMCA

The Mayor’s View Janet Taylor
with Randy Curtis, Board President
and Dan Crocker, Executive Director;
the Chamber of Commerce with Mike
McLaran, Executive Director; City
Manager, Bob Wells; City staff, Alicia
Blaylock; and myself as Mayor. We
were joined by over 200 community
members and elected ofﬁcials from
throughout the region.
It was immediately apparent that

Business People
AMBER ARCHIBALD has afﬁliated
as a real estate
broker
with
Coldwell Banker Mountain
West
Real
Estate Inc, 615
Commercial
Street
NE,
Salem,
OR
97301,
503566-5500.
Archibald
was raised in
Enterprise, and moved to the Dallas
area two years ago to eventually
become branch manager of Oregon

Employees FCU in Salem.
MIKE FREESE has been appointed
Vice President of Operations and HR
for Saber Consulting, an IT technology
company headquartered in Salem. Most
recently, Mike was the Deputy CIO for
the State of Oregon.
JD SHINN has been appointed
home loan consultant for the Salem
ofﬁce of Countrywide Home Loans,
Inc, 3882 Center Street NE, Salem, OR
97301, 503-316-6100. Countrywide
offers a full range of mortgages,
including ﬁxed-rate and adjustable,
conventional, government, jumbo

Gerry Frank
(Continued from Page 1)

Frank relates that “Salem was very
self-contained in the 30’s, 40’s and
early 50’s.” There was fear among
existing merchants when Meier &
Frank and Lipman Wolfe opened
stores in Salem. But Frank embarked
on a year-long effort to reassure other
merchants that the store and its parking
structure would bring new customers
into Salem from Eugene, Corvallis, etc,
and create a new retail hub that would
beneﬁt all of the downtown merchants.
Customers who came to Meier & Frank,
would not just buy shoes, they would
also buy lunch, gas, and other products
while in town.
Some existing downtown merchants
relocated to take advantage of the new
Meier & Frank trafﬁc. Arbuckle’s Shoe
Store moved catty-corner to it. Bishop’s
Men’s Store – originally owned by the
Pendleton family – moved directly
across the street. Esther Foster, who
had done the bulk of better women’s

ready-to-wear in Salem and had bought
especially for her customers, sold her
business to Meier & Frank, and ran
their high-end “Crest Room” for them.
Meier & Frank had a coffee shop and
a dining room, the “Oregon Room”, but
the Court Street Dairy Lunch, White’s
Restaurant, and the downtown BBQ Pit
were also popular spots to eat. Millers
Department Store, where the Reed
Opera House is now, and Sears-Roebuck
were other major retailers in downtown.
Frank recalls that the J.C. Penney
manager remained antagonistic.
Once in Salem, Frank’s political
activities and his ties to Mark Hatﬁeld
grew. By the time the May Company
acquired Meier & Frank in 1966, Gerry
Frank was already Special Assistant to
Senator Hatﬁeld, his department store
days were over, and Salem was the home
base for a globe-straddling career.
Brian Aveney can be reached at editor@s
alembusinessjournal.com.

and home equity
loans. Low- and
no-downpayment
programs
with
more
ﬂexible
guidelines
are
also available, in
addition to loans
with
payment
options.
JERRY L. WILSON is the new
Manager of the Salem ofﬁce of
CitiFinancial, 342 Capitol St NE, Salem,
OR 97301, 503-364-8491. He had
previously been Assistant Manager at
the ﬁrm’s ofﬁce at 3348 Market St NE.
Please email announcements and photos
to editor@salembusinessjournal.com, or
mail to Salem Business Journal, 431 Court
Street NE, Salem, Oregon 97301.

this gift was just what the Salem area
needed. Over 50% of Salem households
are low to moderate income, and our
only public covered swimming pool was
built in 1933. Our resources to provide
positive activities for the children and
families in our area were limited even
with the outstanding efforts of many
non-proﬁt organizations.
Funding of the “Kroc Center” as it has
become affectionately nicknamed, will
occur after the submittal and acceptance
of the development plan. The second
important component is to identify
the ability of the mid-valley region to
sustain the programs over and above
the income off of the endowment. This
support can be in the form of volunteer
efforts, program partnerships, membership dues, scholarships for low income
families, business sponsorships of
special events or transportation, and
ﬁnancial contributions to increase the
endowment.
Whatever is required, the Salem and midvalley region will step up to the plate to
make this opportunity a reality. When good
people work as a team, it makes great things
happen. The legacy of Ray and Joan Kroc
will live on in the successes of the children
and families who will have a chance to
realize their potential through new choices
of recreation and education. We will always
remember their generosity.

503-485-2222

Neil D. Grossnicklaus
President and
Chief Executive Oﬃcer

Fax 503-485-2217
101 High Street NE
Salem, OR 97301
neil@wvbk.com
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Workforce training funds available
On June 17, 2005, the Enterprise
for Employment and Education made
available approximately $325,000 to
companies to train their own workers
through its Employer Workforce
Training Fund. Awards of $20,000 to
$49,000 are typical.
Governor Kulongoski established
a $3.9 million Employer Workforce
Training Fund in 2003 for disbursement
throughout the state. The Enterprise
is the local entity responsible for the
distribution of these funds in Marion,
Polk and Yamhill counties. To date, the
Enterprise has awarded grants totaling
$657,122 to 17 companies to help them
increase the skills of their workers.
“The mission of the Enterprise is to
assure that businesses have a more
highly skilled workforce, “stated Agnes
Balassa, Director of the Enterprise.
“The Employer Workforce Training

able to do on-site training in Lean
Funds helps us deliver on that mission
Manufacturing as well as Value Stream
by increasing the resources available
Mapping. As a result of the training,
to local companies for worker training.
our gross margins have improved
This is part of a larger effort to help
signiﬁcantly as of March 2005. While
keep mid-valley companies globally
we continue to make improvements, we
competitive. “
are grateful for
Many of the
the support we
companies that
‘As a result of the training,
received when
have
taken
our gross margins have
we received it.”
advantage
of
By June 30,
this
funding
improved signiﬁcantly’
2005,
1,250
opportunity
employees will
agree that these
have been trained as an average cost
resources do more than just train
of $525 per employee. Companies have
workers.
matched the state investment by 2 to
“Our ability to compete in a global
market place was contingent on an
1. Boise Paper Solutions, Forest River,
efﬁcient manufacturing process that
Garmin AT, Kettle Foods, Marquis
maximized our resources, “stated Gloria
Corp., Medallion Cabinetry, Metals
Bracy, Controller and Administration
Innovations, Neilsen Manufacturing,
Manager, Garmin AT. “With Employer
Patrick Industries, Welliver Metal
Workforce Training funds we were
Products, and Westview Products

are among the local companies
receiving awards in the last two grant
competitions.
Applications are now available at the
Enterprise’s website: www.e3board.
info. Eligible Applicants are existing
businesses; consortia of businesses
or associations with operations in
Marion, Polk, and/or Yamhill Counties.
Preference is given to manufacturing,
Resource-based industries, Health
Care services, and Business services.
Private non-proﬁts operating in the
three-county area and the sectors listed
above may also apply. This funding
source is not available to governmental
entities.
For additional information, contact:
Agnes Balassa, Director, Enterprise for
Employment and Education, 503 3992358, cell 503 510-1382, or Elizabeth
Perlman 503- 589-7608.

Florists: 1 block, 2 families, 7 decades
(Continued from Page 1)

hopped in the Paciﬁc in the Seabees,
a combat construction unit. After the
war, Peters returned to his job at Oliver
& Thompson, and attended college on
the GI Bill, taking business courses.
When Edward “Andy” Anderson
returned in 1945 from his WWII Navy
tour of duty as a Gunners Mate and
later an MP on Okinawa, he found work
as a delivery driver for Lubliner Florist
in Portland. Later, he moved over to
the wholesale ﬂoral business at Oliver
& Thompson, where he met Peters.
Peters’ work took him throughout
Oregon, Washington, and Idaho,
delivering ﬂoral supplies to retail
ﬂorists. On one of his visits to Salem,

Frosty Olson indicated that he was
ready to sell, and Peters discussed it
with Anderson, who had expressed
interest in going into business together.
In 1952, Kelley and Betty Peters and
“Andy” and Edith Anderson bought the
well-established Olson’s Florist.
After some years together, the Peters
bought out the Andersons. Kelley still
works at Olson’s, but “Number One
Son” Kevin and his wife Becky run the
business today, and they still boast the
same location and same phone number.
Both Kevin and Becky are very active
in local community groups including
the Salem Chamber of Commerce,
the Salem Convention and Visitors
Association, and the Salem Executive

JANITORIAL, Inc.
Commercial • Industrial
Licensed • Bonded • Insured

Free Estimates
(503) 580-7622
FAX (503) 375-9930

P.O. Box 7812
Salem, OR 97303

Excellence in Community Banking
217 E. Main St. / P.O. Box 99 • Silverton, OR 97381

503-874-8808

Julanne, Carly, Lorette, Les, Gary, Benjamin (back row)
Brittney, Ladell, Dorri (front row)

Association. Kevin is past President and
a Member of the Board of the Oregon
and SW Washington Teleﬂora Unit.
Olson Florist can be reached at 503363-7166 or 1-800-637-8803, and their
website is www.olsonﬂorist.com.
“Andy” Anderson opened Anderson’s
Florist in the Paulus Building (1891) at
355-357 Court St in 1958 together with
daughter Ladell, then seventeen. Ten
years later in 1968, Ladell’s husband
Gary McIlnay joined the ﬁrm, and the
renamed Anderson-McIlnay Florist
shop moved to its current location
in the historic 1916 Wallace & Mabel
Moore Building.
Today, with Ladell and Gary’s children
Leslie, Gary and Lorette working

there, the McIlnays can claim three
generations in the business, and the
fourth generation, Bryce 10 and Mason
8, visit the shop often. AndersonMcInay Florists may be reached at 503364-9770 or 1-800-364-9770, or by
visiting www.wowﬂowers.com.
Kelley Peters noted the long list of
shops that have left the neighborhood
since he landed there in 1952: Adler’s
Dress Shop, LeGaric’s Delicatessen,
Lawson Health Foods, Ohmart & Calaba
Realty, Herman Reick’s Restaurant,
Walt Gogle Shoe Repair, Bradley’s
Sporting Goods, Phagan’s Beauty Shop,
and The Golden Pheasant Restaurant.
And he only remembers back those 53
years; the shop goes back 71.
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Disabled access to your business
SECRETARY OF STATE
CORPORATE DIVISION

People with disabilities are not only
an important part of your customer
base, but also potential employees. In
order to take advantage of the resources
that people with disabilities offer, all
businesses should be fully accessible to
people with disabilities.
The Americans with Disabilities Act
(ADA) of 1990 is a federal civil rights
law that prohibits discrimination

against disabled persons in the areas of
employment, public accommodation,
and public services.
Title III of the ADA requires that
public accommodations make facilities
and services accessible to the disabled.
Many private businesses are considered
public accommodations under this
law. The ADA speciﬁes twelve types of
entities that, regardless of size, are public
accommodations. These include places
of lodging, exhibition or entertainment,

Veterans provide
business advantage
WORKSOURCE OREGON

Finding a suitable employee can be
a costly challenge. Employers can be
deluged by unqualiﬁed applicants.
Sorting through them, interviewing
and selecting the best applicant to ﬁt
the job can take a lot of valuable time.
The well-trained veteran provides a
number of advantages to an employer
looking for the best-qualiﬁed candidate
for a position.
WorkSource Oregon professionals,
including our specially trained Disabled
Veteran Outreach Program staff and Local
Veteran Employment Representatives,
can ﬁnd, assess and match highly- skilled
veterans to positions, meeting speciﬁc
business needs.
Today’s veteran is prepared for the
world of work. Getting into today’s
military involves a criminal background
check, drug and alcohol screening,
education
requirements,
physical
exams and skills testing. Once in the
military, valuable “soft skills” such as
pride in completing a job and teamwork
are instilled in a soldier. Detailed
technical training is given in a variety of
jobs; many military personnel acquire
valuable computer training. Returning
veterans stand out from other job
seekers because of the advantages they
carry home.
Ten reasons why an employer
should consider hiring a veteran:
1. Leadership - Military employees are
trained to be leaders and managers.
2. Professionalism - Military employees
know the importance of integrity and
respect. Respect gives your business
a winning edge.
3. Responsibility - Military employees
know what it means to be accountable
for valuable human and material
resources.
4. Mission Critical Skills - Military
employees undergo trade-related
and technical training that often

State Dept. Bill Bradbury
public gathering, public display or
collection, recreation and exercise;
private
educational
institutions;
establishments serving food or drink;
sales or rental establishments; service
establishments; stations used for
speciﬁc public transportation; and
social service center establishments.
Title I of the ADA covers private
employment,
and
prohibits
discrimination against “any qualiﬁed
individual with a disability” in all
aspects of employment. Title I applies
to employers who have 15 or more
employees.
A similar state disability law applies to
employers with 6 or more employees,
and those employers should contact the
Oregon Bureau of Labor and Industries

for information at 503-731-4073.
For more information on the
Americans with Disabilities Act, visit
www.ada.gov. For more information
about including people with disabilities
as both customers and employees, visit
the U.S. Business Leadership Network,
at www.usbln.com.
Secretary of State Bill Bradbury oversees
the Corporation Division, Public Service
Building, 255 Capitol Street NE, Suite 151,
online at www.FilingInOregon.com or call
503-986-2220.

total merchant services of oregon
payment solutions for your business

Paul Shih

Chief Money Mover
5606 SW Windflower Dr.
Corvallis, Oregon 97333

An Air Force technician repairs equipment in the Middle East. Photo courtesy
of US Air Force.

relates directly to civilian jobs.
5. Physical Conditioning - On the
battleﬁeld or in the work place,
military employees know the value
of being in top physical condition
and drug free.
6. Can-Do Attitude - Whatever the
situation, military employees carry
and apply a positive attitude to get
the job done.
7. Calm Under Fire - Handling stress
is all in a day’s work for military
employees. You can count on them
to be steady, cool and collected.
8. First-Class Image - Whether in
uniform or a business suit, military
employees know how to dress for
success.
9. On Time, All the Time - In a military
operation or in the business world,
every second counts. Military
employees will be there on time.
10. Global Perspective - From Europe
to the Far East, military employees
are tuned in to the forces and events
that shape the global market.
Why not consider hiring a veteran today?
You can ﬁnd your local WorkSource Oregon
Employment Department ofﬁce in your
phone book, or look us up on the web at
www.WorkingInOregon.org and click on
“Ofﬁce Locations”.

Paul.Shih@TMSofOregon.com
877.673.0575
www.TMSofOregon.com

Total Merchant Services (TMS) is a Member Services Provider for
HSBC Bank USA, National Association, Buffalo, NY

How fast can we close your loans?

WANT TO SEE THAT AGAIN?
At Countrywide,® we streamline the home loan process, so you can close
faster and easier than you ever thought possible. For example, we offer:
• Up-front approvals available through your local Countrywide team*
• A commitment to close your loan fast
• One of the widest selections of loan products and services — some
with as little as low-to-no-down payment
• More flexible qualifying guidelines
Call us today and we’ll show you the quickest way into your new home.
David Chandler, Branch Manager
3882 Center Street NE
Salem, OR 97301
(503) 588-3250 Phone
(503) 588-8716 Fax
david_f_chandler@countrywide.com
www.davidfchandler.com
Countrywide Financial Corporation is America’s #1 residential lender and a member of the prestigious
Standard & Poor’s 500 and Fortune 500.†

Equal Housing Lender. ©2005 Countrywide Home Loans, Inc., 4500 Park Granada, Calabasas, CA 91302.
Trade/servicemarks are the property of Countrywide Financial Corporation and/or its subsidiaries.*Up-front approval is
subject to satisfactory appraisal and title review and no change in financial condition. If the rate is not locked or rate
protection expires, any rate increases may lower the loan amount for which the borrower qualifies. For Oregon properties only.
Some products may not be available in Oregon †Inside Mortgage Finance (Jan. 28, 2005), Copyright 2005. This is not a
commitment to lend. Restrictions apply. All rights reserved. 50542
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Proﬁle: Marion Commissioner Sam Brentano
BY CAROLYN R. BOLTON

There
are
often
“intangibles”
that enhance an individual’s job
qualiﬁcations
and
professional
performance in a truly tangible way – a
unique nuance or intrinsic perspective
that can’t be effectively reﬂected in a
curriculum vitae, but makes a notable
impact on their approach to life. The
family legacy that fuels Marion County
Commissioner Sam Brentano’s passion
and purpose is just that.
Visitors to Commissioner Brentano’s
ofﬁce in Courthouse Square are greeted
with family photographs and framed
documents that reﬂect Brentano Family
History from the 1800s and 1900s,
right into the New Millennium. It is a
history that comprises a colorful and
consistent thread of the rich tapestry

that constitutes the broader history of
Marion County itself.
Touching
three
centuries
of
Oregon’s history, the Brentano family
has consistently demonstrated an
entrepreneurial spirit, as well as
dedication to public service.
Brentano’s great-great-grandfather
immigrated to the America from
Holland in 1857, and is believed to have
been the ﬁrst licensed medical doctor
to settle in Oregon. The carefully handwritten immigration log documenting
his arrival on US soil hangs in a frame
on the west wall of the Commissioner’s
ofﬁce today. Great-great-grandfather
Brentano worked with persistence
toward his dream of a homestead in the
verdant Willamette Valley of Oregon.
He ultimately settled on rich acreage

Dean Craig, Branch Manager
dean@personnelsource.com
1555 Hawthorne Ave. NE
503-485-2175 • Fax: 503-485-2180

For Lease

Ofﬁce: Spinnaker Place – 2601 25th , Salem
800-2,300 sq ft $1.65 psf full service with base year
Ofﬁce: The Landing – 2264 McGilchrist, Salem
Floating Ofﬁces on Spinnaker Lake, 1,700-3,200 sq ft
$1.75 psf full service with base year
Ofﬁce: Salmon Run – 471 High St., Salem
Creekside Level, 4,000 sq ft $1.95 psf full service
Ofﬁce: Ratcliff Professional Center – 401 Ratcliff, Salem
400-1,439 sq ft $1.40 psf full service w/o janitorial
Downtown: Prime Downtown Building – 260 NE Liberty, Salem
35,000 sq ft former dept store space is divisible .55-.65 psf NNN
Restaurant: 2535 25th Street, Salem
1,594 sq ft .41 acres, single tenancy
$1.00 psf NNN
Industrial: 1362 Progress Way, Woodburn
Flex Ofﬁce, Warehouse, Outdoor Storage
1,000 sq ft and 7,000 sq ft

For Sale

Bare Land
3.12 acres, Lancaster Blvd, Salem CO/CR, $10 psf
2.26 acres, Orville Rd, Salem, SA, $175,000
3.11 acres, Orville Rd, Salem, SA, $150,000
2.57 acres, Hickory, Albany, MUC, $447,000
4.63 acres, Hickory, Albany, CC, $5 psf
1.25 acres, Stacey Allison Way, Woodburn, CG $16 psf
Investors: a variety of commercial and land opportunities — please call!
All Listings Exclusively represented by Elaine Gesik, Broker, 1st Premier Properties LLC
503-586-7402. Partial Listing: for more properties view www.1st-premier.com.

near St Paul in northern
Marion County.
Visitors to the City Park
in Dayton today will see
the historic block house
that was originally built on
the Brentano homestead.
That same homestead is
still an active family farm
occupied and operated by
members of the Brentano
clan.
Great-grandfather
Brentano was the ﬁrst
postmaster in St Paul
and the last federal Indian agent
for the Grand Ronde Tribe, while
Commissioner Brentano’s grandfather
served 35 years as St Paul’s Fire Chief.
It was Brentano’s father who left
Marion County in a brief ﬂing with
wanderlust during timber’s hay day in
Oregon. He worked in the mills near
Garibaldi for a brief time and learned
many hard lessons in the process.
Brentano’s father talked often about
those days working green chain in a
structure that could scarcely be called a
building. It had a tin roof that covered
the machinery, but allowed the incessant
coastal rains to blow in sideways on the
men as they worked through the bitter
cold nights.
Conditions were so dismal and pay
so low that Sam’s father joined other
workers to strike for a ten-cent-an-hour
wage increase. While that meager dime
was ultimately won, all pre-strike new
hires were unilaterally dismissed. So
Sam’s father — a man with tenacious
dreams, a brand new family and a
strong heart for justice — began his life
again and started literally from zero.
It was 1954 when Brentano’s father
started United Disposal Service. With
an initial service area comprised only
of the communities of Gervais and
Mt Angel, that company grew to be
the largest privately owned garbage
company in Oregon, and served
customers throughout Marion County
for nearly half a century. When sold in
2000, United Disposal was providing
services from Portland all the way to
Grants Pass.
The Brentano family itself grew as
the family business boomed. Nine
sisters and a baby brother joined Sam
Brentano after his birth in Tillamook
during the Garibaldi mill months.
Today, eight of the Brentano siblings
still live within 30 minutes of one
another here in the Central Willamette
Valley. The other two headed east and
live in St Petersburg and Chicago.
Commissioner Sam Brentano is
a genuine composite of the four
generations of Brentano’s who preceded
him. After graduating from Oregon
State University, he joined the family
business. He initially volunteered to

run United Disposal’s
Harrisburg route – despite
discouragement from his
father – and has never
regretted that choice.
Brentano spent only three
years in Harrisburg, but
it was there that he met
his wife and life-long
partner Tami. Today they
have ﬁve children, and
just celebrated their 25th
wedding anniversary in
2004.
By the late 1970s,
Brentano’s work with United Disposal
returned him to Marion County, and he
bought a home for his growing family in
the quiet rural community of Sublimity.
The same public service ethic that had
been central to generations of earlier
Brentano’s brought Sam Brentano to
serve on Sublimity’s Planning Commission before successfully winning a
bid for mayor. Brentano was Mayor of
Sublimity from 1983 until 1992.
During his time in Sublimity’s city
government, Brentano brought an
entrepreneurial approach to the design
of new programs collaboratively
created with other community leaders.
With grant programs for businesses
on the decline, Brentano helped other
leaders successfully fashion a revolving
loan fund to support local economic
development efforts – with a focus
on loans that served to leverage other
funding sources.
The result was 2,500 new jobs for
depressed rural communities in East
Marion County. In the late 1990s he
worked with the Woodburn business
community to start Mid-Valley Bank,
a successful independent ﬁnancial
institution with headquarters situated
just off Highway 99.
For one year during his term as mayor
of Sublimity, Brentano also served
as chair of the Mid-Valley Council of
Governments. During that window
of leadership, he worked with the
COG to ﬁnance a sewer project for the
Grand Ronde Tribe. Although he didn’t
recognize it at the time, he now looks
back on that project as an experience
that brought his family history full
circle. Remember, Great-grandfather
Brentano had been the last federal
Indian Agent assigned to the Grand
Ronde Tribe. He had, acting under
federal orders, actively assisted in
steps that began the dissolution of the
tribe and dispersing of its members off
reservation and into “modern culture”.
As the ensuing decades of history
unfolded, the tribe was ultimately
terminated by the US Government in
1954.
Years of darkness and great difﬁculty
followed for former tribal members. It
(Continued on page 10)
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Chemeketa summer term business classes
The following classes will offered
through
Chemeketa
Community
College’s Small Business Development
Center this summer. Information: 503399-5088.
Wednesday, July 6: Start Smart: Basic
start-up information about licenses,
taxes, loans, incorporation, bookkeeping, marketing, and more. This single
source of information can save you hundreds of hours and help you eliminate
costly mistakes before they happen.
Instructor: Jimmie Wilkins, Director,
SBDC; 1 to 4pm, TED Center, 365 Ferry
St SE, Salem, $25.
Tuesday, July 19: Small Business
Administration Loan Information.
Attend this workshop and learn about
SBA Loan Guarantee Program, credit
requirements, use of proceeds, how to
approach a lender and where to ﬁnd
loan proposal assistance. Instructor:
Dennis Lloyd, Business Loan Specialist,

SBA; 11:30am to 12:30pm, TED Center,
365 Ferry St SE, Salem, Free (Bring your
own lunch)
Wednesdays, July 20 to August 31:
Building Your Business Series (7 workshops) starts Wednesday, July 20 and
continues through Wednesday, August
31, 2005. Workshops include: Legal
Entities, Setting Up the Books, Cash
Flow & Budgeting, Taxation Overview,
Risk Management, Employee Relations,
and Marketing and Advertising
Strategies. Take them individually (see
below) or take the series, 6 to 8:30pm,
TED Center, 365 Ferry St SE, Salem,
$140.
Wednesday, July 20: Legal Issues:
Determine the best legal structure for
your business and the advantages and
disadvantages of sole proprietorship,
partnership, limited liability, sub-S
and regular corporations. Instructor:
Barbara Smith, Attorney, Heltzel,
Upjohn, et al, 6 to 8:30pm, TED Center,

365 Ferry St SE, Salem, $40.
July 20 to August 26 to Online: Creating
a Successful Business Plan; Effective
Selling; Professional Sales Skills;
Starting Your Own Consulting Practice;
A to Z Grant Writing; Start & Operate
Your Own Home-Based Business to
Internet & email delivered classes in the
comfort of your own home. All courses
run for six weeks. $80 (each)
Wednesday, July 27: Setting Up the
Books: Cover the basics of establishing an effective and comprehensive
record keeping system. Instructor: Ed
Brooks, CPA, Faler & Associates, PC, 6
to 8:30pm, TED Center, 365 Ferry St
SE, Salem, $40.
Tuesday, August 2: Evaluating Franchise Opportunities: Find out the criti-

cal “must know” areas for your research,
where to ﬁnd out about available franchise opportunities, how to deﬁne your
needs and the industry you select, and
how to evaluate your personal and ﬁnancial risk. Come and learn about
key steps in evaluating franchise opportunities. Instructor: Terry Rost, The
Franchise Group; 6 to 8:30pm, TED
Center, 365 Ferry St SE, Salem, $40.
Wednesday, August 3: Cash Flow and
Budgeting: Focus on budgeting, cash
ﬂow management, spreadsheets, and
other vital ﬁnancial information needed
to make informed business decisions.
Instructor: Craig T. Kiernan, CPA, Faler
& Associates, PC, 6 to 8:30pm, TED
Center, 365 Ferry St SE, Salem, $40.
(Continued on page 9)

Jacksons’ ‘jewel’ on Liberty
Street also offers repairs
(Continued from Page 1)

have a “keen personality to work
with the public.” Knowledgeable
employees tend to stay – two of
the sales people have worked with
Ralph and Phil for over 20 years
each, and a third salesperson has
over 20 years of jewelry sales
experience.
“Salem is small enough that
folks still come downtown,”
Ralph notes. But their business
is not limited to local residents.
Customers from the Coast,
Newberg, McMinnville, Albany,
Corvallis, Silverton and Bend all stop
by, drawn to a smaller town more
capable of handling their needs than
Portland.
Wedding and engagement rings are
the stock in trade of most ﬁne jewelers,
well over half of the business. Jackson
Jewelers offers over 20 designer lines,
and can produce custom rings on
request. While computer-aided design
software can be used to generate lost
wax originals, ﬁnal touches are usually
done by hand. Many originals are
created directly in wax. The store’s
designers also engrave some designs
by hand.
Fine Swiss watches such as Rolex,
Omega, Cyma, Taghauer, Tissot, and
Swiss Army are the other major area of
business, perhaps representing a third
of all sales. The recent trend towards
collecting ﬁne watches has accelerated
this demand. Jackson’s has two
Rolex-certiﬁed watchmakers on staff.
After the brief popularity of digital
timepieces, most ﬁne watches today

Ralph and Phil Jackson

have the traditional analog face with
big and little hands, and sometimes a
second sweep.
Both Phil and Ralph studied at the
Gemological Institute of America in
colored stones and diamond grading.
The store only buys “conﬂict-free”
diamonds. A recent innovation is laserencoding diamonds along the girdle
for identiﬁcation. This is supposed to
help detect switched stones, although
Ralph notes with a smile that most
“switched stones” turn out to have been
misrepresentations by impoverished
ﬁancés.
Jackson’s does over 100 repairs of
various sorts a week, everything from
a broken link to sophisticated watch
repairs. People send in Rolexes for
repair from all around the world.
Jackson Jewelers is at 225 Liberty St.
NE, Salem, OR 97301, 503-363-5640,
www.jacksonjewelers.com.
Contact Brian Aveney at editor@salembu
sinessjournal.com

COFFEE ROASTERS
471 Court Street NE • Salem, Oregon 97301 • 503-581-9675
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Hiring the disabled makes good business sense
BY CAROLYN R. BOLTON

Every business has at least one. That
particular position fundamentally comprised of less-than-lovely job duties.
That one dreadful job for which ﬁnding
even a remotely appropriate “ﬁt” is an
HR migraine waiting to happen - for
which the notion of securing a long-term
hire looms as a dismal impossibility.
In early 2005, South Salem’s D&O
Garbage negotiated a brilliant solution
to just such a job placement conundrum.
The dreaded position involved washing
used garbage cans. Not a particularly
lovely activity by any means, yet one
essential to good service in the garbage
business. Fortunately for D&O, two
key elements have contributed to their
success over the years: the ability to
form strong community partnerships
and the ability to ﬁnd creative answers
when confronted by perplexing issues.
Del and Millie Neliton launched their
business in 1956 with an outside-thebox approach that is still demonstrated
at D&O today.

A Historical Snapshot
To understand the current situation, it
is essential to visit the past.
Half a century ago, in the 1950s, Salem
city ordinances prohibited garbage
containers from visibility at the front of
a home. As a result, garbage receptacles
were typically placed below ground
near the back door, a pop-up metal lid
the only visible indicator of what lay
beneath. If a homeowner subscribed to
garbage pickup service - and not all did the garbage truck driver was responsible
to park his vehicle, exit the driver’s seat
in the cab, run to the customer’s back
porch area, heave the metal receptacle
from its below-ground location, carry
the ﬁlled metal container to the truck,
climb the side of the truck bed with
barrel in hand and lift it high over the
side to dump the contents, then run
back to replace the empty can back in its
holding place. Talk about a workout!
When Del Neliton started D&O in
1954, he tried a brand new approach. He
offered one month of garbage pickup at

Seafood • Steaks •
• Cajun •
• Gourmet Salads •
•

503-362-7219

445 State Street Downtown
Salem, Oregon 97301

FAST - LOW COST QUALITY OFFSET PRINTING
����������

(503)
Fax
641

363-6976

(503) 363-6637
H I G H S T. N . E .

frontdesk@inkspotsalem.com
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no cost to potential clients. If at the end
of that month they liked his services,
they could continue service and begin
to pay; if they chose to discontinue, they
were charged nothing. With a spark of
entrepreneurial genius, Del added one
irresistible lure to his “try us free and
we’ll bet you like us” approach. His
drivers were the only ones in Salem that
took the extra time to line their clients’
empty garbage can with fresh, clean
newspapers.
This eye for every detail of customer
service has served D&O well over the
years and remains a core value in how
they still conduct business today.
Back to the Present
Across town from D&O Garbage sits the
headquarters for a nonproﬁt organization
called Garten Services. Founded in 1970,
Garten today serves more than 400
persons with mental retardation and
developmental disabilities by assisting
them to work, live and participate fully
in their community. Garten’s services
in the Willamette Valley have grown
over the years. Today they operate a
state-of-the-art recycling facility, a
packaging and assembly site, a presort mailroom, a senior respite facility,
and a custodial service that cleans 1.7
million square feet of ofﬁce space each
night in building in communities from
West Linn to Eugene. Job training and
job placement programs for people with
developmental disabilities round out
Garten’s services.
For the clients of Garten Services,
it’s not just about getting a job. It’s
about making choices, establishing
their independence and pursuing
their dreams. For Garten, it’s all about
helping people with mental retardation
and developmental disabilities reach
their full potential.
The Problem
It was 2002 when the “big blue”
recycling bins ﬁrst entered the garbage
service world. Signiﬁcant impacts were
quickly apparent for garbage drivers.
Customers now required three cans one for garbage, a second for yard debris,
and a third for recyclables - in addition
to the smaller tubs for glass and cans.
This added time as well as responsibility
to every route.
Management at D&O Garbage addressed the “blue bin” workload increase
in the same manner they viewed all
aspects of change in their business. They
analyzed it through their historicallyproven focus on quality customer
service. The answer was to create two
new full-time positions: a delivery
person to deliver clean cans to new
customers and pick up used cans from
customers who had either discontinued
service or who had failed to pay; and a
cleaning person to clean and maintain
the inventory of reclaimed receptacles.

Filling the delivery/pick-up job was a
breeze, but ﬁnding the right employee
for the cleaning position proved
anything but simple.
As weeks literally grew into years, the
notion of ﬁnding a permanent employee
for this position loomed as a virtual
impossibility. What was initially viewed
as a short-term solution gradually
became the longer-term ﬁx. Temporary
employees contracted through a local
agency became responsible for cleaning
the cans. While this process successfully
eased D&O’s internal HR responsibility
for continual interviews, reference
checks and the related employer
paperwork, the problem of frequent
turnover persisted - often at a rate of
every few days. As a result, key D&O
employees were constantly focused on
repeating the same preliminary training
for new temps. Over and over and over
gain. And front ofﬁce personnel spent
time ﬁelding customer complaints
concerning the unclean condition of
their garbage cans.
The Solution
In late 2004, the owner of D&O Garbage
and the Director of Garten Services
both attended a community meeting
and struck up a conversation. It was a
serendipitous encounter. The perfect
solution to unaddressed program needs
for both of their organizations became
quickly evident. They agreed that this
“problem” position at D&O constituted
an ideal community job training
opportunity for the right Garten client.
The Process
After entering into a contract with
D&O, Garten sent a job developer to
the work site to assess the position from
three speciﬁc angles. They created a
detailed position description, identiﬁed
speciﬁc qualiﬁcations necessary for
the right placement, and carefully
analyzed potential barriers to the
effective placement of a person with
disabilities at the site -- availability of
transportation, etc.
Once the management at D&O and
the job developer from Garten agreed
on the preliminary criteria, the job
developer actually worked the job for
two weeks to gain ﬁrst-hand knowledge
of every possible detail of the position.
The Garten trainee was then brought
onto the job site.
At this phase, the job developer
transitioned to the role of trainer and
worked side-by-side with the Garten
trainee to provide effective job training.
Once the trainee had clearly acquired the
skills to perform the job independently,
the role of trainer changed to that of
supervisor. They stepped back to watch
carefully as the worker performed the
job on their own, ensuring precision
in completion of work tasks and the
(Continued on page 18)
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Time is money; don’t waste it!
A pet, recurring, business peeve that
wastes time. Do you have one? I do.
And I’m incredulous about it no matter
how many times it happens. And at the
risk of sounding harsh (not my intent),
it goes like this.
I have a nice, friendly business
networking conversation with a
potential client who agrees to meet with
me at a future date. I’m to call them
when they’re near their calendar to
schedule a follow-up meeting. I call and
leave a voice mail, or email them about
the appointment. Days go by. Nothing!
Weeks go by. Nothing!
I call or email them again, trying
hard not to sound slighted. Days go
by. Nothing! Weeks go by. Nothing!
Has this happened to you? If you’re in
business, I’ll bet it has, many times.
I understand. Nobody’s perfect. Emails
and voicemails are lost. Commitments
are occasionally forgotten. But when
I’ve used these modes of communication
two, three, four or more times on the
same person, with the same results,

something else is at work.
Here’s my guesses about what’s
happening. First, they really didn’t
mean it when they committed to a
future meeting. They just couldn’t say
no for whatever reason and they hoped
I wouldn’t follow up.
Second, they meant it at the time,
changed their minds later but just
couldn’t bring themselves to tell me
that. They thought I’d give up after a
few tries and not hold it against them.
They also hoped they wouldn’t run
into me in person any time soon where
they’d have to conjure up an excuse on
the spot. Something like, “It’s just been
crazy lately, I’ve been swamped; I’ve
been out of town for 5 weeks; my email
hasn’t been working right; my voice
mail’s been down, my dog ate your
number; etc.” Recognize any of these?
Or third (and the least likely, I hope),
they’re just plain unprofessional, disrespectful and discourteous. They don’t
care enough about getting back to me to
make it a priority. In their world, their

Summer classes
hone business skills
(Continued from Page 7)

Thursday, August 4: Start Smart: Basic
start-up information about licenses,
taxes, loans, incorporation, bookkeeping, marketing, and more. This single
source of information can save you hundreds of hours and help you eliminate
costly mistakes before they happen.
Instructor: Jimmie Wilkins, director,
SBDC; 1-4 pm, TED Center, 365 Ferry
St SE, $25.
Wednesday, August 10: Taxation
Overview: Learn about small business
tax laws, potential tax traps, tax savings, tax liabilities, record keeping responsibilities, qualifying deductions
and how to avoid trouble with the IRS.
Instructor: John Hawkins, CPA, Grove,
Mueller & Swank, PC; 6-8:30pm, TED
Center, 365 Ferry St SE, Salem, $40.
Tuesday, August 16: Small Business
Administration Loan Information:
Looking for ﬁnancing to start or grow
a small business? Attend this workshop
and learn about SBA Loan Guarantee
Program, credit requirements, use of
proceeds, how to approach a lender and
where to ﬁnd loan proposal assistance.
Instructor: Dennis Lloyd, business loan
specialist, SBA; 11:30am-12:30pm, TED
Center, 365 Ferry St SE, Salem, Free
(Bring your own lunch)
Wednesday,
August
17:
Risk
Management: Insurance concerns for

small business. Review how to limit
and how to avoid risks in your business.
Examine the “why, what and how” to
protect your business from the known
and unknown risks. Instructor: Paul
Richter, agent, State Farm Insurance;
6-8:30pm, TED Center, 365 Ferry St
SE, Salem, $40.
August 17 to September 23: Creating
a Successful Business Plan; Effective
Selling; Professional Sales Skills;
Starting Your Own Consulting Practice;
A to Z Grant Writing; Start & Operate
Your Own Home-Based Business to
Internet & email delivered classes in the
comfort of your own home. All courses
run for six weeks. Cost: $80 (each)
Wednesday, August 24: Employee
Relations: Review current employment
practices and labor laws, learn about interviewing, hiring and terminating employees, discrimination, harassment and
other issues. Instructor: Jenna Reed,
HR Compliance Specialist, Cascade
Employers Association; 6-8:30pm, TED
Center, 365 Ferry St SE, Salem, $40.
Wednesday, August 31: Marketing
and Advertising Strategy: Explore the
basic foundations of building a successful marketing plan. Learn to target customers with the right product, price and
promotion. Instructor: Jennifer Green,
owner, Words@Work; 6-8:30pm, TED
Center, 365 Ferry St SE, Salem, $40.

At Large: Bill Isabell
time is more important than mine.
Here’s what I’d like to see us all do
in a scenario like this. If we see no
value meeting again, as requested by a
person we’ve had a conversation with,
diplomatically say so. I for one would
appreciate that a lot more than someone
ignoring my follow-up contacts.
If we change our mind later about a
previous verbal commitment, let the
other party know as soon as possible
and save everyone, including ourselves,
a lot of time.
Let’s all try to be more courteous and
professional by returning emails of
people we’ve already discussed future
business with, in a timely manner (24
to 48 hours seems doable unless truly
impossible). We’re all busy, for Pete’s
sake! Be like Gerry Frank. As busy and

as important a man as he is, he always,
always returns messages within 24
hours.
There! I feel much better venting this
peeve. Can you relate to it? If you’re
one of those people who are guilty of
this transgression, think hard about
changing your ways. Don’t you realize
It’ll save you time, too? And, as we all
know, time is money. Don’t waste it.
Bill Isabell is Chief Meteorologist for KBZY
AM 1490 and an Independent Financial
Advisor, 503-851-5402, Fax 503-585-0270,
imizzy@comcast.net.

KEVIN T. LAFKY
Attorney at Law

LAFKY & LAFKY
(503) 585-2450
FAX (503) 585-0205

429 Court Street NE
Salem, OR 97301
email: lafkylaw@cyberis.net

IN SALEM, MERRILL LYNCH CAN HELP
YOU MAKE YOUR MONEY WORK
HARDER BY WORKING TOGETHER.
How do you see your financial life?
Your investments are there. Your
retirement here. Your banking way
over there. Seen separately and
managed separately, your financial life
can only take you so far. Now there’s
a way to go beyond those limits.
We call it Total MerrillSM. At its heart
is a powerful premise: your money

works harder when it works together.
A Merrill Lynch Financial Advisor will
look at your total financial picture
and deliver customized solutions
that can benefit every area of your
financial life.
Total Merrill. We see your financial life
in total. We help you reach your goals.

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

503-362-9506
MERRILL LYNCH
960 LIBERTY STREET SE, SUITE 110
SALEM, OR 97302
BENNY WON, CFM
FINANCIAL ADVISOR
Total Merrill and Total Merrill design are service marks of Merrill Lynch & Co., Inc.
© 2003 Merrill Lynch, Pierce, Fenner & Smith Incorporated. Member, SIPC.
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Brentano: A heritage of service
(Continued from Page 6)
prosperous future.
wasn’t long before it was clear that a
Like his grandfather before him,
great disservice had been done. In 1974,
Brentano served as a ﬁre chief – with his
the diligent work of former Grand Ronde
service area focused on the community
tribal members was rewarded with
of Sublimity. He served as the Chief
federal recognition of their sovereign
of the Volunteer Fire Department for
status as the Confederated Tribes of the
ﬁve years. He was also a long-time
Grand Ronde. Descendants of the tribes
volunteer EMT. “More than anything,”
of the Grand Ronde, Calapooia, Umpqua,
he says thoughtfully, “I wanted to know
Molalla, Rogue River and Shasta were
I had saved just one life.” And he’s
joined in the new “confederated” tribal
pretty sure he did. He’s certain about
designation,
and
one thing, though.
Brentano recognizes that Long ago, he heard
they were relocated
to a portion of the agriculture is still Marion it said that that if
Polk County lands
you’re not growing,
County’s biggest business you’re dying. And
originally
ceded
by the Calapooia
he believes it.
Tribe.
Today, Marion County has grown
Sam Brentano, in his modern-day
to more than 300,000 residents, and
role as a leader in the Mid-Valley COG,
covers a geographic expanse bounded
worked with other community leaders
by Aurora on the north through South
to fund improved infrastructure on
Salem – and extending eastward all the
those tribal lands and better the lives
way to the former timber boomtown
of the Grand Ronde people for a more
of Idanha. The Marion County local
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Celebrate your special birth with us at the
beautiful new Salem Hospital Birth Center!
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government system boasts 1,300
employees, and an annual budget of
$3 million. Commissioner Brentano’s
family history provides the foundation
not merely for his general approach
to life, but his perspective in serving
on the Marion County Board of
Commissioners.
After two years on the Commission,
Brentano views the current composition of the Board of Commissioners as positive, with each member
complementing the strengths of the
others. Brentano recognizes that he
contributes an expertise in public
works and employee management.
Commissioner Patti Milne has an avid
interest in public safety. Children,
families and social service/health issues
are Commissioner Janet Carlson’s key
focus. Together, they are able to bring
into balance even the most difﬁcult
issues that face them. They work to get
along well together.
Brentano smiles as he shares a secret.
He consciously worked to bring into the
County environment a core work ethic
from his years in the private sector. It is
the notion that whatever they are doing
in life, folks should “have fun.” He takes
every possible opportunity to infuse that
notion in the local government work
world. Admittedly this isn’t always easy
in the face of such issues as the current
litany of claims from Measure 37, but
he is proud that the County is actively
streamlining those processes.
Brentano recognizes that agriculture is
still Marion County’s biggest business,
pointing to an abundance of worldclass soils in this part of the Valley, an
excellent growing climate and an easily
available water supply for irrigation
as well as processing. In fact, recent
OSU Extension ofﬁce data indicates
that Marion County is the number
one agricultural producing county in
Oregon at $519 million, followed by
Clackamas County at $354 million.
Nursery and greenhouse commodities
constitute more than 32 percent of total
agricultural yield and grass/legume
seeds follow not far behind.
Almost 80 percent of the crops grown
in Marion County are exported out of
state, with nearly 15 percent actually
going to foreign markets. Market
demand has resulted in a shift from
food crops to seed and nursery crops.
Brentano is concerned about the reality
of that because, as a result, most of
the area’s food processors are really
hurting.
With a close eye on agricultural
trends, Brentano points out that grass
and nursery crops are directly linked to
the current construction boom in the
market for new housing. He offers his
sober belief that the rich soil in Marion
County could easily produce food crops
that could feed the world, if the current
market could adequately support

farming families with that
focus. He laments
the
cold
reality
that
today’s
agricultural
market trends
are much less
focused on taking care of people than
they were in the days of the ﬁrst Marion
County Brentanos.
Looking to the future, Commissioner
Brentano is hopeful. He cites SEDCOR
as a proven and effective economic
tool in Salem. He expresses excitement
about the planned Mill Creek Industrial
Park that will become available
for development in August of this
year, pointing to early interest from
warehousing and distribution centers
for relocation there due to ease of access
to both I-5 and Highway 22. While he
admits he is troubled to see Lottery
revenues reviewed as the basis for longterm economic development funding,
he predicts good things for the economy
in Marion County from dollars over the
next few years.
In explaining just what inspired him
to come out of retirement to serve
as Marion County Commissioner, he
shares one ﬁnal secret. “It was guilt,” he
says candidly. A Marion County policy
specialist had snagged him during halftime at a Regis High football game in
Stayton, and suggested he apply for
the position that had become vacant on
the County Board of Commissioners.
Brentano recalls his immediate response
word for word. “Nah. I’m already doing
everything I can. And I’m good at it.”
All that night, those words gnawed
at his conscience. Granted, he was
unaware of many of the details involved
in the job of county commissioner, but
he did have years of proven expertise
in government relations with Oregon
cities and counties. His track record
solidly supported the fact that he was
effective at building good relationships.
“After all …” one of his core beliefs kept
nagging, “… if you’re not growing you’re
dying, Brentano.” The next morning,
Sam Brentano applied for the vacant
position on the Marion County Board
of Commissioners. He realized he was
ready to stretch. To grow. To learn to be
good at something new.
Today, two years into his term,
Commissioner Brentano has proven
himself to be a forward-thinking County
Commissioner with a quick smile,
keen discernment for practicality in
government and a vision for the region
that embraces both rural and urban
communities with equal vigor.
Carolyn Bolton is President of Carolyn
Bolton & Associates, 1859 Skyline Court St
S, Salem, OR 97306, 503-391-1922, carolyn
boltonassociates@earthlink.net.
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Commercial real estate investment
BY ELAINE GESIK

Last month I had the pleasure of
attending ICSC Spring Convention.
What’s that? The International Convention of Shopping Centers, where a record
breaking 40,000+ attendees gathered in
Las Vegas for three days of deal making.
This was the nation’s largest gathering
of developers, retailers, brokers, and city
representatives that got together to work
out new deals face to face, discuss and
debate trends ,and educate themselves
on the shopping center/grocery/retail/
hotel/restaurant industry.
People come from all over the
world for this convention, and this is
a must for anyone who wants to be
properly represented in the retail real
estate industry, as denoted by 55,000
international members and 40,000
attendees. You hear key note speakers
like Jack Welch, former CEO of GE,
General Tommy Franks, Brit Hume, etc
and have the opportunity to meet and
network with real estate representatives
for national chains, and see what the
big boys are now touting as the latest
industry trends. As I reported last
month, the commercial real estate
market is seeing its best returns in the
retail industry. 2005 was the best year
for retail industry professionals since
the formation of the ICSC trade industry
approximately 40 years ago, as reported
by ICSC Chairman John Maurin, CEO of
Stirling Properties.
So after a convention like this, I come
back and ask myself how can I relate
many of the things I heard to the local
market. How many times have you heard
that the market is hot, hot, hot, and
now is the time to get in while interest
rates remain low. Easily said by real
estate professionals, but scary for the
ﬁrst time or for a new investor. Maybe
you want to own your building but
perhaps the process is keeping you from
moving forward. There are so many new
lingo terms for you to pick up, making
you wish they had a handbook such as
Commercial Real Estate for Dummies.
When moving into the commercial real
estate market, you start to hear people
throwing around terms like “CAP Rates”.
Is it high or low cap rates that are good?
Well, that depends on what side you are
on -- whether you are buying or selling.
In order to make the commercial real
estate game less of a mystery, let me
explain a few things in layman’s terms.
CAP Rate = Capitalization Rate. The
easiest way for me to explain it is that it
is the desired rate of return you would
like to see on the net operating income.
The formula works like this: Income less
Expenses = Net Operating Income, also
known as NOI. Net Operating Income is
divided by the CAP Rate, thus giving you
the desired, or perhaps undesired, rate
of return -- depending upon what side of
the fence you are sitting on. The Buyer
wants high cap rates of 8% to 9%, which

are a rare ﬁnd in this market of low
interest rates. The Sellers are realizing
their dream cap rates, which are being
promoted by the low interest rates
which lower the NOI, therefore making
Buyers able to purchase properties at
lower cap rates and higher sales prices.
Here is a sample to make this a little bit
less confusing. Let’s say for example you
have an annual NOI of $100,000. As
a Buyer, you would want to see a sales
price determined on 8% CAP Rate. That
would mean the sales price would be
$1,250,000.00, and your net operating
income rate of return annually would be
8%. But as a Seller, you would prefer to
see a 7% cap rate, which would mean a
sales price of $1,428,571.43.
Now perhaps you have a wonderful
banker who is willing to give you
an incredible interest rate, and you
have a signiﬁcant down which will
lower the debt that is being carried
against the property; thus your NOI is
improved, and you can leverage into
this investment. The tricky part comes
in holding onto the property if you go
into it undercapitalized, and maybe your
wonderful banker had a balloon clause
in this great deal he gave you. In ﬁve
years, this wonderful deal could be your
nightmare, the interest rates could have
risen to a point that you might have a
negative NOI problem. Now you are at
the mercy of the market, and you have
to sell your investment that you have
sweated and toiled over, because you did
not complete a full analysis of the entire
real estate investment.
Ten years ago, I worked with investors
who bought properties merely on CAP
Rate formulas. This is not as easy in
today’s market. Since interest rates
are so low now, CAP Rates are not the
primary analysis that needs to be made
on an income property. You can rarely
ﬁnd high CAP rates and, if you do, there
usually is a reason for it. You really
have to look at the whole picture, and
determine what kind of investor you are:
whether you are looking at a long term
or short term hold.
There are three key analytical points
that need to be made:
1. What is your real estate investment
strategy? (This is when you need to
consult your local tax accountant
and attorney to determine tax, wills,
partnership, LLC vs. Corporate and
trusts issues, etc.).
2. What kind of investor are you or
are you going to become? What kind of
properties make sense for you? What is
your appetite for risk and reward? What
is your holding and staying power?
How quickly do you want to grow your
portfolio?
3. Complete a full and detailed analysis
of the property. Interest rates are low and
the net operating income may be there
now. But will it be there when you need
to reﬁnance? Are there additional income

Real estate: Elaine Gesik
opportunities that can be expanded? How
can you streamline expenses? Will the
projected income allow for you to build
some reserves? Is the income stable?
How long are your leases? Are there
renewal clauses? What is the condition
of the buildings? What potential zoning
or zoning impacts will there be? Are
there access issues? Will you be upside
down in a few years if the interest rates
go up when you need to reﬁnance? If
so, are you going to look at short term
investment where you build up the
income and streamline your expenses,
and then turn and spin the equity you
have built through 1031 exchange into
more properties. Or are you looking at
a long term hold? If so, lock into as long
as you can on a good interest rate, as we
are in the lowest interest rate market
our generation has ever seen. Property
condition is also a key component.
Has the property been maintained? An
older property, if properly maintained,
is a solid investment; if not properly
maintained, be prepared to begin to
shell out dollars. I always say, “Lack of
property maintenance may provide you
a short term gain, but yields a long term
loss.” What is the lifetime projection of
the property and how long before you
will need to retroﬁt? If you are buying a
1980’s Miami Vice themed property, be
ready to remodel and retroﬁt in order
to release the property. What are the
trends of the area? Are you in the path
of progress?
These are some of the questions a
seasoned real estate and business
professionals can help guide you
through so that you can be on your way
to becoming the next real estate tycoon.
It is all about knowing yourself and your

company, etc., doing your homework,
and being creative.
Elaine Gesik, Commercial Broker at 1st
Premier Properties LLC, 2264 McGilchrist,
Suite 210, Salem, OR 97302, has over 18
years of commercial real estate experience
working for some of the nation’s largest real
estate investors. She has handled all phases
of transactions from start to ﬁnish, including
asset management for large portfolios. She
is well versed in development and negotiated
the ﬁrst land/facility exchange completed
with the State of Oregon. She brings a balanced, fair approach to commercial real
estate. For additional advice or questions
regarding commercial real estate needs,
please feel free to call 503-586-7402.

Toll-free: (outside Oregon) 1-800-758-8204

Ph: (503) 585-0234
Fax: (503) 315-0962

PATRICIA S. BENNETT
167 High Street S.E.
P.O. Box 2031
Salem, Oregon 97308-2031
www.malstroms.com

Better Service … and more of it!

Member: OAPS • NAPPS • WSPSA

FINANCING

PURCHASE I REFINANCE for small commercial properties

STATED INCOME / STATED ASSETS
(veriﬁcations not required)

$100,000 to $1,000,000
PACIFIC COMMERCIAL LENDING
A Division of Special Realty Services, lTD.

503-364-4656 •

www.paciﬁccommerciallending.com
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Realize big-home
dreams with smaller,
interest-only payments
for 10 years

340 Vista Ave. SE, Salem, OR 97302
Ofﬁce Phone 503-363-2460
Each Ofﬁce Independently Owned and Operated

Welcome New Agents!
VANESSA RILEY
has recently joined
the Salem Branch
of RE/MAX Equity
group, Inc. She
has been a Realtor
in Salem and the
surrounding area
for 7 years. She specializes in residential
sales, and Attended South Port University
in England majoring in Law and English.
GERARDO
RINCON has recently
joined the Salem
Branch of RE/MAX
Equity Group, Inc. He
has been licensed for
3 years and specializes
in residential
properties.
CHRIS HOLMES
has recently joined
the Salem Branch
of RE/MAX Equity
Group, Inc. He has
been a realtor for 6
years and specializes
in residential sales. He has a Bachelor
Degree in History from Arizona State
University.
PHYLLIS MURRAY
has just joined the Salem
Branch of RE/MAX
Equity Group, Inc.
She has been an active
Broker in Salem and the
surrounding area for 16
years. She specializes in
luxury homes and horse
properties.
CRAIG SNITKER
has joined the Salem
Branch of RE/MAX
Equity Group, Inc.
He is newly licensed
and specializes in
residential sales.
CARL
CAMENZIND has
joined the Salem
Branch of RE/MAX
Equity Group, Inc.
He is newly licensed
and specializes in

residential sales.
The Melsha Team
welcomes LYSSA
PATTERSON and
CLINT MELSHA
who have recently
joined the Salem
Branch of RE/MAX
Equity Group, Inc.
They are both licensed
assistants with The
Melsha Team.
The Sharlean Holmes
Team welcomes
PENNY LONG
and SHARON
CHAMPAGNE who
have recently joined
the Salem Branch
of RE/MAX Equity
Group, Inc. They
are both licensed
assistants with The
Sharlean Holmes

Team.

The Victor Smith
Team welcomes Tom
Stutzman who has
recently joined the
Salem branch of RE/
MAX Equity Group,
Inc. He is a licensed
assistant with the team.
Jean Lay, licensed
real estate broker/
transaction coordinator,
has joined the Salem
Branch of RE/MAX
Equity Group, Inc.
She will be managing
transactions and listing paperwork for
the brokers. Mrs. Lay was previously the
City Recorder for the City of Salem for 19
years.

Welcome to the
#1 Real Estate
Company in
Oregon!
www.equitygroup.com

Mortgage Views: David Chandler
Whether you are building your career,
and anticipate advancement in your
earning potential, or have your heart
set on a home that is slightly beyond
your current means, or just want extra
ﬂexibility, affordability and control over
your mortgage payments, you can now
fulﬁll your dream of homeownership
with the InterestOnly loan.
InterestOnly gives you the opportunity
to make interest-only payments for the
ﬁrst 10 or 15 years of your home loan,
allowing you to have smaller initial
payments when you need them most.
During this time, you also are free to
make additional payments toward your
principal. Therefore, on months when
you have extra cash, you can apply it
toward paying down your balance; while
on tighter months, you can simply pay
the minimum interest-only amount.
After the completion of the interestonly period, the unpaid balance is fully
amortized over the remaining term of
the loan.
In addition to providing this ﬂexibility,
InterestOnly can help you more easily
qualify for a larger home loan due to
lowered initial payments -- so you can
get the property you want now, without
waiting for an increase in your income.
Your dream home can also be more
affordable upfront with this program,
since it only requires a ﬁve percent
minimum down payment from your
own funds. Plus, it offers the stability
of a 30-year ﬁxed rate loan, making it
a great alternative to adjustable rate
mortgages that similarly boast lower
initial payments but provide less
predictability. InterestOnly also offers
ﬁxed period adjustable rate options
where the interest rate is ﬁxed for
5, 7 or ten years, then becomes fully
adjustable.

With all of these advantages, it’s clear
that you can experience leveraged
buying power and unparalleled control
over your monthly mortgage payment
with this innovative product. As with
any real estate transaction, be sure
that your mortgage professional is
responsive to your requests to clarify
any ﬁne print, and doesn’t rush you into
making a hasty decision. Costs lurking
in these ﬁne print disclosures could
identify important facts about home
loan options, which should help you
avoid any headaches and cost-shocks
down the road.
By working with an ethical, reputable
lender to help you unearth buried costs
of potential home loan options, you can
feel more conﬁdent that you’re getting
information you need to apply for a
home loan that matches your needs.
* This article is for informational
purposes only and should not be
construed as a substitution for
obtaining advice from qualiﬁed
mortgage professional(s) regarding
your particular situation.
David Chandler is the branch
manager of the Salem ofﬁce of
Countrywide Home Loans, Inc., the
#1 residential home loan lender in the
nation.. The ofﬁce is located at 3882
Center St NE, and home loan experts
are available to assist customers with
a full array of mortgage ﬁnancing
options at 503-588-3250. Additional
information about the company’s
products and services is also available
online at www.countrywide.com.

Sanders Instant
Shoe Service
503-364-5612
New Location

630 Marion St. N.E., Salem, OR 97301
DOWNTOWN EAST OF MEIER & FRANK

Shoe repair
leather & luggage
stitching • keys
made
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373 ACRES! Beautiful valley views!
Call for details on income from 160
acre Christmas Tree lease, Active Rock
Pit lease, and Rental Income! This is a
rare income $$$ property! $1,500, 000.
Call DALE ROPP at 503-851-3253
or JOHN HATCH at 503-508-0139.
(542411)

.88 ACRE COMMERCIAL
RETAIL. Great location, zoned
commercial retail, may be possible to
divide, very ﬂat buildable lot. 155 feet
frontage on Silverton Rd., old house
approx 1,756 SF. $349,900. Call JAKE
BUCKENDORF at 503-409-9847
www.melshateam.com (540408)

CLASSY CRAFTSMAN STYLE
HOME. Like new beautiful 3 bed, 2.5
bath, 1,600 SF home blt 2003. Rich
cherry cabinets, vaulted ceilings, nice
views in West Salem Hills. $210,000.
Call KRISTY TINDLE at 503-9994322 www.OutstandingAgent.net
(544722)

BEGIN INVESTING NOW! Well
maintained duplex. 2 bedrm, 1 bath on
each side, vinyl windows. $165,000.
Call SHARLEAN HOLMES 503371-5159 sholmes@equitygroup.com
(545736)

8 UNITS. A one level 4-plex, A one
level tri-plex and a 4 bedrm house
on two tax lots. House needs work.
Sale includes a bid and allowance.
$555,000. Call VIC or DARIN
SMITH 503-371-5139 (535954)

STUNNING MT. KUEBLER
ESTATE. Exceptional home on 2+
acres with spectacular view of the
city and the Cascade Mtn Range. 3
spacious bedrms, 3.5 baths, 5,914 SF
of luxury living. $1.3 million. For a
private showing please call JANIS
KING MELSHA at 503-999-4663 or
JAKE BUCKENDORF at 503-4099847 www.melshateam.com (535194)

IMPRESSIVE CRAFTSMAN
STYLE HOME. 4 bdrm + den,
2.5 bath, includes bonus rm over
garage. Landscaped corner lot with
many amenities and custom décor.
$379,900. For more details visit www.
johnhammerconst.com Call ROGER
ELLIOTT at
503-371-5142. (536980)

RARE FIND! This well-kept country
home has 3 bdrm, 2 baths, built 1996.
There is lots of room for toys on 19.72
acres with a 30x36 shop. $279,900. Call
TREVOR ELLIOTT at 503-371-5132
www.TheElliottTeam.com (545215)

PRICED TO SELL! Lovely West
Salem 3bed, 3 bath, 2,338 SF home
on large .22 acre lot. Light & bright
with views, vaults, large kitchen with
pantry, quiet neighborhood and lots
of storage. Priced to sell at $240,000.
Call AL TINDLE at 503-931-1082.
(545728)

“START HERE” Nice 3 bdrm, 2 bath
with newer carpet & vinyl located in
Albany. Skylights, pellet stove, fenced
yard with storage shed in back yard.
Recently painted inside & out. Priced
to sell at $122,900. Call CRAIG
SNITKER at 503-428-8032 www.
craigs@equitygroup.com (545758)

INVESTOR ALERT!!! 4 buildable
lots and a 4,284 SF home in Lake
Oswego. $1.25 Million. For more
details call JOHN LEE at 503-3715103 www.equitygroup.com/johnlee

NEW SUBDIVISION IN SOUTH
SALEM. Dramatic foyer w/angled
stairway, formal living w/gas ﬁreplace,
gourmet kitchen, large family rm, 3
bdrm + den & bonus rm above the
garage, 2,626 SF, AC, hdwds, fully
fenced & landscaped w/sprinklers.
$399,900. Call CRAIG EVANS at
503-409-5025 www.craigevansteam.
com (545548)

ROOM FOR ALL YOUR TOYS!
Beautiful 4 bdrm, 2.5 bath home
w/2,575 SF. Many upgrades: real
hdwd, cherrywd cabinets in kitchen,
Awesome mstr suite w/ﬁreplace,
dual sinks, jetted tub & view of
the Cascades. 20x37 RV pad, triple
car garage on a lg lot landscaped
by a botany major. $289,900. Call
KIMBERLY HYATT at 503-910-9910
kimberlyh@equitygroup.com

EXQUISITE FRENCH COUNTRY
ESTATE!!! 26+ acres with irrigated
chardonnay vineyard, Christmas trees,
small orchard & incredible views.
Don’t miss out on this opportunity
to own a piece of the Willamette
Valley! $825,000. Call JANIS KING
MELSHA at 503-999-4663 www.
melshateam.com (541612)

HOME WITH A SHOP. 3 bdrm, 2
bath, 1,128 SF home with a 12x20
shop. Quiet dead-end street, handicap
accessible. Must see! $118,500. Call
SHARON CHAMPAGNE at 503-3715159 The Sharlean Holmes Team www.
ﬁndingyourﬁrsthome.com (544321)

WEST SALEM. Single level home
with 3 car garage and room for RV.
New construction. $279,900. Call
DON MADSEN for details at 503851-1366 (541932)

THIS ONE SHINES! 4 bdrm, 2.5
bath. Remodeled with nice updating:
new carpet & vinyl, fresh paint inside
and out, open kitchen w/tile counters.
Large fenced yard. $225,000. Call
LYSSA PATTERSON at 503-9997707 www.melshateam.com (545775)

BRAND NEW IN WEST SALEM. 4
bdrm + den. Great room plan, kitchen
w/eating nook, lg pantry & Corian
counters. Mstr suite with view and
walk-in closet. Room for RV pad.
Only $269,900. Call DON MEYER at
503-999-2381 Don@GreatOregonProp
erties.com (530691)

AFFORDABLE LIVING!
4 bdrm, 2 bath home. Formal
living rm, family rm w/ﬁreplace.
Enjoy the large deck in a private
fenced backyard-.23 acre. Huge
RV pad with parking for 5+ cars.
$144,900. To visit this one call
BRENDA JAMES at 503-881-9099
brendaj@equitygroup.com (545436)

ROSEWOOD PLAN. 3bd/2ba, large
lot, fenced backyard, vaults, great
room plan. Large master w/walk-in
closet. Exposed aggregate concrete.
$187,900. Call DON MADSEN at
503-851-1366. (536153)
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Polk County Supervisor Ron Dodge at the Ceres Gleann clubhouse.

Dallas development
draws national interest
SALEM BUSINESS JOURNAL

While you can see the billboard for the
over-55 Ceres Gleann development in
Dallas as you drive down Commercial
St S in Salem, much of their success
has been due to advertising aimed at
retirees at the regional and national
level. In just this last year, Ceres Gleann
has received inquires from 23 of the 50
states as a result of their advertising
in regional senior newspapers and
publications like Mature Living
Choices: Oregon & SW Washington.
The June issue of Where to Retire touts
Dallas’s livability in a story titled “A
Small Oregon Community Offers An
Escape From Urban Hassles.”
Polk County Supervisor Ron Dodge,
was one of the early buyers, and says
that it is “like living in Shangrilla.”
Dodge said he especially likes the
peace and quiet that an active adult
community provides.
The third of the ﬁve Ceres Gleann
building phases is now underway; when
completed, there will be 134 homes in
the 24-acre development. Lots are
priced in the $60,000 range, with a
few higher-priced lots with golf course
views still available. Home plans range
from 1,364 to 2,324 SF and are priced
at approx $155,000 to $186,000.
Salem-area Hannegan & sons, a custom
homebuilding company started in 1975
by Harold Hannegan and his three sons,
are the builders.
The two to three-bedroom single-level
ﬂoor plans feature decorator touches
such as vaulted ceilings, “great room”
designs, gas ﬁreplaces, hardwood
entryways, designer kitchens, Kohler &
Moen plumbing ﬁxtures, and Milgard

windows. Some plans offer an upstairs
bonus room, and a range of custom
features are available. Their decorated
model is open 1-4 Sun-Fri.
The recently-opened Clubhouse has a
commercial-grade kitchen off the open
and inviting great room, a covered patio
for outdoor entertaining, and direct golf
cart access to the nine-hole Dallas Golf
Course. About 17 other golf courses are
within 25 miles.
More information about Ceres Gleann
is available at their website at www.
cgactivelifestyle.com, or by calling 503831-1051.

Master Hair Manipulators

Carol Wynn-Rathbun
Owner, Stylist,
Extension Artist

1724 Center St. NE
Salem OR 97301
503-362-7031
503-851-6789 cell
carolandcompanyhair.com
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New downtown rivers condos premiere with party
SALEM BUSINESS JOURNAL

Over 100 people attended the “sneak
peek” of the new Rivers Condominium
project on June 16. The event, which
included a Salem Downtown Association
mixer, was held at the new sales ofﬁce
of Rivers, at 423 Court Street. Rivers
Condominiums is a project that Kevin
and Ida Lafky have been developing
over the last ﬁve years, since purchasing
the project site on Front Street between
Court and State Streets. Longtime Salem
residents will remember the site as once
having housed Eoff Electric. The Lafkys
have been working on developing the
site into a mixed use project including
both retail and housing.
Although the Lafkys were not
successful last year in obtaining City
funding for the project, they were
not deterred. “While we would have
appreciated City ﬁnancial support,
we believe strongly in the project, and
expect it to be very successful, “ Kevin
Lafky said at the event.
Rivers consists of 7,500 square feet of
ﬁrst ﬂoor retail, with ﬂoors 2-6 housing
three condominiums per ﬂoor, for a total
of 15 residences. The units are spacious,
containing 1,600-1,800 square feet,
each with ﬂoor to ceiling views of the
Willamette and Riverfront Park. Each
unit includes two underground secure
parking spaces, with 20 spaces to
serve the retail space. “We are trying
to create a premier living environment
in the heart of downtown with the best
views in the City,” Lafky said.
At the mixer, interest in the project
appeared strong. Lafky and his
development partner, Matt Sloan,
explained the project to potential buyers.
Dozens of people signed up for further
information. At the same time, the
Lafkys opened their apartment to mixer

EXTENSIONS
NORTH WEST
Carol Wynn-Rathbun
Owner, Stylist,
Extension Artist,
Hair Replacement Advisor

1724 Center St. NE
Salem OR 97301
503-362-7031
503-851-6789 cell
extensionsnw.com

guests, giving everyone a glimpse of the
present and future of living downtown.
“We enjoy living downtown, and are
excited to extend that opportunity to
others,” Ida Lafky said, referring to the
new project.
The Rivers sales ofﬁce will open to the
public on July 9. For more information,
contact 503-588-8289.

Kevin Lafky (right)
at the sneak peek
party for Rivers
Condominiums
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SEDCOR Members Honored
Service and Manufacturer of the
Year. The Mary Pearmine Workforce
Leadership Award was also presented
by the Enterprise for Employment and
Education.
Bob Ottoway, SEDCOR Board Chair
and President, Westview Products,
presented the awards and was assisted
by Paul Dakopolos, Partner, Garrett,
Hemann,
Robertson,
Jennings,
Comstock & Trethewy, PC.

On Thursday, June 23, SEDCOR
held its Annual Honors Luncheon at
Willamette Valley Vineyards, with over
300 members in attendance. The event
was sponsored by Garrett, Hemann,
Robertson, Jennings, Comstock &
Trethewy, PC.
The awards honor outstanding companies in the following categories:
Innovative Product, Exporter of the
Year, Service Provider, Community

proudly introduces
proudly introduces

Call
Call503-364-8376
503-364-8376ororlog
logon
ontotodesantislandscapes.com
desantislandscapes.com to ﬁnd out more.
to find out more.

Specializing in
Apple computer
solutions for
business
Mathew Goddard, Account Executive
503-851-8581
442 Lancaster Drive NE • Salem, OR 97301

MY TOWN MEDIA
971-240-0626

Join the Salem-Keizer
2006 Poster Calendar

50 OFF

$

“Like passing out 1,000’s
of business cards a day!”

with
coupon

Call 971-240-0626 for info

Innovative Product:
Specialty Polymers,
Incorporated
Specialty Polymers is a family-owned
company headquartered in Woodburn.
Since 1969, they have been developing
innovative products for the paint and
coatings industry. From its start in
founder Ray Southwell’s garage, the
company now has production facilities
in both Oregon and South Carolina and
has quadrupled in size over the past
four years.
One of the most recent in a long line of
Specialty Polymers’ innovative products
is Woodsure. Starting with plain wood,
and using their proprietary process
to infuse it with acrylic, Woodsure
is tougher, harder, more attractive
and signiﬁcantly more durable than
the original material. Available in a
wide variety of colors, it has a variety
of applications; from countertops to
cabinets and furniture to ﬂooring. The
beauty of the product, coupled with its
enhanced strength and durability, are
why it is called “natural wood made
better”.

Sheryl Southwell, President, accepted
the award.

Exporter of the Year:
Marquis Corporation

Marquis was founded in Independence,
Oregon in 1980. Since then, Marquis’
leadership and commitment to
innovation have been continually
recognized. Marquis is a true pioneer in
the spa industry. In 1998, they became
the ﬁrst company to receive both of
the industry’s top awards, and also
unveiled their “Your Back Yard” stores.
In 2002 they launched a new product
line, “Everyday Hot Tubs”. They are
still headquartered in Independence
and employ over 225 people.
In 2000 Marquis signed its ﬁrst
European distributor in Norway. In
2003, they expanded into the United
Kingdom. In 2004, company President
Jerry Lankheet, said, “Our spas are
taking Europe by storm ... This year our
international business is up roughly
65%.” So far in 2005, Marquis has
signed three European distributors
- the Netherlands, Spain and Iceland,
and
their
international
sales
numbers
are running 93%
ahead of last year.
A Marquis spa
can be bought in
Canada, Belgium,
D e n m a r k ,
Norway, Sweden,
Finland, Iceland,
Germany,
the
Netherlands, the
UK, France, Italy
and Spain.
John Schrenk,
Executive Vice
President
and
CFO, accepted
Bob Ottaway, Liz Goulard,
the award.

Sheryl Southwell and Paul Dakopolos

CAROLYN BOLTON
& ASSOCIATES
Public Relations �

Communication

�

Mediation

Carolyn Bolton has successfully applied her rich array of skills and expertise to meet the needs of
Willamette Valley clients for more than 25 years. She has worked with local, state and federal
government entities as well as individual businesses, nonprofits, large corporations and professional organizations. Whatever your need in the communication, PR or mediation fields, Carolyn
Bolton & Associates can help.
�� marketing campaign management
�� event organizing and promotion
�� promotional video design and direction
�� logo and brand identity creation
�� design of promotional materials
� annual reports & other key publications
� newsletter design and editing
� government relations strategies
� teambuilding retreats for any group
� speech writing services

� media relations—radio, TV, newspaper
� research, writing and editing services
� tailored trainings delivered on site�
� public engagement processes
� appropriate conflict resolution
� large group facilitation
� workplace conflict intervention
� legislative assistance and bill tracking
� board strategic planning sessions
� discovering and writing your “story”

Carolyn Bolton & Associates � 1859 Skyline Court S. � Salem, OR 97306
503.391.1922

carolynboltonassociates@earthlink.net

(Continued on Page 16)

Pamper yourself with a
day at THE SPA --massage,
cellulite wrap
manicure,
pedicure,
facial,
hair style!!!

401 N. Water Street
Silverton OR 97381

503-873-6055

John Schrenk
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SEDCOR Members Honored
(Continued from Page 16)

Service Provider:
Salem Hospital

that Kris Gorsuch, who is retiring from the SEDCOR
Board today, having served since 1992, was our own
Board Chair in 1994.
Members of the ﬁrm have also played volunteer
leadership roles in many other worthy community
activities, including: the Chemeketa Community
College Foundation, the Salem Keizer School District
in many capacities, the Boys and Girls Club, the
Blanchet School Advisory Board, the Salem Hospital
Foundation, the YMCA, the Willamette Valley Hospice,
and numerous City of Salem Committees.
Bob Saalfeld, President of Saalfeld Griggs, accepted
the award.

Manufacturer of the Year:
Neilsen Manufacturing

Norm Gruber

Salem Hospital is the city’s largest private employer,
with approximately 3,300 full and part time employees, over 400 physicians, and some 500 volunteers
who provide non-medical support for the hospital. The
hospital traces its origins to 1896, when the ﬁrst patient
was treated at the ﬁve-bed converted school on 12th
Street. They are among Salem’s oldest continuously
operating private employers, as well as the largest.
The hospital is one of the largest among Oregon’s 63
acute care hospitals. It is a not-for-proﬁt hospital with
licensing for 454 acute care beds. It is governed by a 15
member volunteer Board of Directors.
The following quote from the Hospital’s own website
best describes their position in our community. “Being
a part of the community we live in means being actively
involved with other individuals and organizations. We
are continually working with others to expand and
improve the scope and support we offer.” Clearly,
they have been successful in these endeavors and are
SEDCOR’s choice as this year’s Service Provider.
Norm Gruber, Salem Hospital’s President and CEO,
accepted the award.

Community Service:
Saalfeld Griggs PC
The members of the Saalfeld Griggs law ﬁrm are
committed to community involvement, which is
clearly demonstrated by the level of their activities in
the Salem community.
Their
participation
in worthwhile organizations,
programs
and causes is broad,
diverse and longstanding.
Firm members have
served as Presidents
of a variety of community organizations
including: the Salem
Library Foundation,
the Salem Art Association, the Salem
Area Chamber of
Commerce,
A.C.
Gilbert’s
Discovery
Village and several
local Rotary Clubs. Of
Bob Saalfeld
special note to us is

Jack Neilsen founded the company as Neilsen Metal
Industries in 1957 and they have been an active
member of the Salem Community ever since. Today,
Neilsen occupies 180,000 square feet in two locations
and provides jobs for 250 full time employees.
In the early years, Neilsen primarily produced
materials for local industries and food processing
facilities. As electronics companies began moving
to Oregon in the 1970s, Neilsen changed its focus
to accommodate their needs. Today, their leading
customers include Hewlett Packard, Tektronix, IBM
Credence and Sun Microsystems. About 99% of
Neilsen’s products are sold outside of the Salem area
with products going to Mexico, Europe, Asia and
across the United States.
Neilsen’s manufacturing capabilities include laser
cutting, punching, forming, robotic bending, full service
electro-mechanical assembly, and a number of welding
applications. Their products include: mainframe server
cabinets, cell site telecommunication cabinets, and
amusement car chassis. They have been a forerunner in
the market in regard to Just-In-Time manufacturing,
Cellular Manufacturing, Open Book Management, and
Value Added Services. They were an early proponent
and implementer of Lean Manufacturing.
Over the years, Neilsen Manufacturing has
received many awards, including: Sun Microsystems
Performance and Outstanding Supplier Awards, the
Tektronix Preferred Supplier Award, the Austin Family
Business Award, the Oregon Disabilities Commission
Governor’s Employer Award, the MassMutual National
Family Business of the Year Award.
Though Neilsen Manufacturing has changed and
grown considerably since 1957, they remain true
to their original core values. It’s best summed up in
their own words. “We view the future positively. We
are biased toward action, staying nimble to changing
realities and continually seeking opportunities for
improvement. We are not complacent with success
but continue to pay attention to the details.”
Tom Neilsen, Owner, and Charlie Hopewell,
President, accepted the award.

awareness of workforce development issues. This
award recognizes individuals or organizations that
actively invest in the development of a more highly
skilled and capable workforce. Other individuals
nominated for the award included: Bob Ottaway of
Westview Products, Dean Craig of Personnel Source,
and Yolanda Ojeda of Rainsweet.

Jazz Music for
all occasions
from trios
to Big Band

Ray Rom Music
894 weeks drive n.e., keizer oregon 97303
PH. 503-463-9735

Old Europe Inn
European Restaurant
3195 Liberty Road • Salem, Oregon 97302 • (503) 588-3639

Mary Pearmine Workforce
Leadership Award:
Charlie Hopewell, Neilsen
Manufacturing
The Mary Pearmine Workforce Leadership Award
was presented to Charlie Hopewell of Neilsen
Manufacturing for his commitment to workforce
training and the partnerships he has built with private
and public organizations to increase worker skills.
Enterprise for Employment and Education, has
presented this award since 2003 to increase public

1111 Edgewater St. • West Salem, OR 97304 • 503-362-0522

Page 18

Salem Business Journal

July 2005

Community partnerships work to advantage
(Continued from Page 8)

ability to stay on task independently.
Ultimately the supervisor will physically
leave the immediate job premises for
perhaps an hour at a time, continuing to
observe the trainee from a location out
of the line of sight.
Meet Jody
It is late June 2005, and Jody has been
successfully working full-time at D&O
Garbage in the previously “unﬁllable
position” of garbage can cleaner since
mid-March.
Jody came to D&O having already
achieved
the
necessary
forklift
certiﬁcation. Garten provides that
certiﬁed training for clients who qualify.
The Garten job developer, however,
had assessed the need for advanced onsite forklift training due to differences
in D&O’s back lot that made forklift
operation more challenging than in a
warehouse or on a loading dock. Uneven
terrain, surfaces that vary from asphalt
to gravel, the presence of people on foot
and trafﬁc from garbage trucks created
a more challenging environment for
a forklift operator. Jody was quick to
adapt.
In fact, in a matter of mere months,
Jody has excelled.
“Jody is always on time,” brags D&O
Operations Manager Wes Helmer. “In
fact, he’s usually here about 15 minutes
before the start of his 7:30 shift each
morning.”
Helmer laughs as he recalls that within

Jody’s ﬁrst month on the job, they had
to ﬁnd new duties to add to his job
description because Jody mastered the
initial tasks so quickly. He attributes
Jody’s excellent work performance
to the attention to detail exhibited by
the Garten job developer/trainer who
is on site with Jody full-time, as well
as to Garten’s extensive employee
training program that concentrates on
instilling an excellent work ethic in all
their trainees.
“We haven’t had a single complaint
about the cleanliness of garbage
receptacles since Jody came to work
for us,” Helmer reports. “That was
an unexpected improvement after
our previous experiences.” His eyes
twinkle as he adds, “And the ofﬁce staff
absolutely love him.”
When asked to talk about his his job,
Jody explains says he drives the forklift,
uses a pressure washer to clean the
garbage cans, and empties the recycling
center in front of the building every
morning.
“It’s a very good job and I like it,” he
says. “I got a new apartment closer to
my job.”
The process of managing returned
garbage cans requires Jody to examine
and assess the disposition of each one -not simply pressure wash them all.
When used garbage cans are returned
to the D&O lot every day, Jody examines
each one. Cans still in good condition
are thoroughly cleared inside and out,
then returned to inventory according to
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and then chipping in.”
Second, individuals with disabilities
that are trained for the workplace by
Garten Services undergo concentrated
training that enables them to model
a high work ethic. Evidence supports
the reality that this rubs off on coworkers.
“As far as improved attendance,”
Rocak laughs, “people with disabilities
add something interesting to the work
environment. Some co-workers just
want to be there to see what’s go to
happen today.”
type/color. Damaged cans are identiﬁed
and repaired before they are cleaned.
Some garbage cans are returned in such
terrible condition that they can’t be
ﬁxed. When that happens, Jody removes
all reusable parts before placing the can
in the queue for demolition.
Through every step of this process,
Jody maintains a written record on
the disposition of each can and every
removed part. Data entry specialists
transfer information from Jody’s log
into D&O’s inventory. Jody knows that
his recordkeeping is critical.
“Sometimes it’s hard work, but most
of the time it’s pretty fun,” Jody says,
smiling down at his steel-toed boots.
Unexpected
Business Advantages
The partnership between D&O Garbage
and Garten Services has brought great
results for everyone involved.
On a personal level, it created an
excellent job training opportunity for
Jody and is enabling him to start a
solid professional resume for future
employment.
The ﬁscal and human resource
savings realized by D&O Garbage were
immediate. The company has virtually
eliminated the problem of ridiculously
high turnover in a crucial position.
What’s more, actual contract costs for
Jody’s salary and Garten’s full-time onsite job developer/supervisor comprises
a mere 35 cents an hour more than
what D&O was previously spending
on constantly revolving temporary
placements.
And there is no doubt that almost every
D&O employee would be found to enjoy
some level of improved work experience
since Jody has been hired.
Tim Rocak, Executive Director of
Garten Services, reports that national
studies prove that overall workplace
productivity increases and attendance
improves at those work sites that
employee a person with disabilities.
Individual responses to survey data
connect this phenomenon to several
consistent and deﬁnable elements.
“First,” Rocak says, “most employees
want to see a person with disabilities
succeed, so many times they help that
happen by getting their own work done

Conclusion
Today, despite dramatic changes in
the garbage industry over the last ﬁve
decades, D&O Garbage in South Salem
continues to thrive. They boast 26 fulltime employees, half of whom have
worked for D&O at least 10 years and
two who have accumulated more than 20
years each. Every Christmas since D&O
began, the owners have hosted a holiday
dinner and one night’s lodging for all
employees and their signiﬁcant others/
spouses at Surftides in Lincoln City.
Each and every summer, the company
hosts a family for all employees, whether
it’s a picnic or a day at Thrillville USA.
Jody, the newest member of the D&O
work family, has proven to be the perfect
answer to what had been a perplexing
dilemma. The arrangement is such a
success, in fact, that D&O plans to add
another half-time training position
through Garten Services in the coming
months. Jody will be the supervisor for
that new employee/trainee.
Mike Reed, Community Services
Program Manager for Garten Services,
enthusiastically reveals one of his new
program goals for the new ﬁscal year.
“Every 90 days between July 1, 2005
and June 30, 2006, we will identify a
new Willamette Valley employer who is
willing to serve as a community-based
worksite in Garten’s on-the-job training
program for people with disabilities.”
His conﬁdence is obvious. “We have no
doubt that this goal is attainable.”
This successful partnership modeled
by D&O Garbage and Garten Services is
a beautiful example of how Willamette
Valley businesses are taking the
opportunity to conduct business
differently - with beneﬁts being felt
in unexpected ways by the broader
community.
For more information on the Enclave
Worksite Training Program for people
with disabilities, contact Mike Reed,
Community Services Program Manager,
Garten Services: 503.581.4472 x3206,
mreed@garten.org, or PO Box 7310,
Salem, OR 97303-0088.
Carolyn Bolton is President of Carolyn
Bolton & Associates, 1859 Skyline Court St
S, Salem, OR 97306, 503-391-1922, carolyn
boltonassociates@earthlink.net.
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The robots are due on Main Street
Grab the kids, phone the neighbors
and start the car: robots are coming to a
town near you.
Not the familiar man-in-an-aluminumsuit, quasi-humanoid kind like Robby
the Robot from the classic sci-ﬁ movie
Forbidden Planet or Robot B9 from the
TV series Lost In Space (“warning...
danger... Will Robinson!).
No, the robots headed directly for
Main Street, USA are seldom seen, and
so far, seldom heard. But they soon
plan to change all that. Their MO, now
sweeping the country, is to appear in
the guise of friendly new local radio
stations, offering up, as only robots
can, hour-after-hour of endless, totally-

automated music programming from
several different (and disparate) eras
-- with no live DJs -- all the while
trumpeting the fact that “we play
everything.” Which is robot-speak for
“musical train wreck just ahead.”
They even have the hubris to award
themselves regular-Joe names, too -adopting such quintessentially human
appellations as “Jack” and “Bob” and
“Charlie.” As if they could just quietly
ﬁt in next door without anyone in the
neighborhood really noticing. And it’s
already too late for Portland, Baltimore,
New York, Chicago and many other
cities that have recently been invaded
by the insidious blinking automatons.

KATU reporter makes
the rounds
SPECIAL TO THE
SALEM BUSINESS JOURNAL

A Salem-based TV news reporter is
keeping local viewers in the know by
supplying Mid-Willamette Valley stories
for the KATU Channel-2 5:00 PM news
broadcast. KATU is Portland’s ABC
afﬁliate. The ‘Salem Segment’ shows up
at 5:55 PM for local cable viewers.
“Portland hasn’t always given Salem
adequate news coverage. But for two
years and running, KATU has afﬁrmed
its commitment to the local area by
keeping not one, but three full-time
employees in the capitol city.” KATU’s
Tim King says that while he stays busy
covering the news around town, ‘Capitol
Watchdog’ Reporter Eric Mason and
Photojournalist Gino Corridori keep a
close eye on developments at the state
level.
After 17 years in the business, this
TV news photojournalist/reporter says
he is still having the time of his life,
“I’ve had fun alright, I almost wonder
sometimes how I ended up in such a
wonderful career.” As a reporter, Tim
has traveled in France and Mexico,
ﬂown an F-16, covered different types of
military operations, and every possible
type of story in between.
Tim’s career in the news business
began in March 1988, when he was
hired as evening news anchor for TV10
in Lincoln City. “TV10 was a cable
news station on the Oregon Coast that
literally launched my career. Just a few
months after getting started, my wife
Bonnie joined me as co-anchor. Another
former evening news co-anchor of mine
is Angie (Morgan) Menarie, who works
for a title group today in Salem.”
Since ﬁrst working for TV10 in 1988,
Tim’s career has led him to three
Oregon radio stations, KCRF in Lincoln
City, KLYC in McMinnville, and KTIL
in Tillamook. His TV news career has
involved photojournalist/reporter po-

sitions at
KYMA TV,
the
NBC
station
in Yuma,
Arizona,
K V B C ,
the
NBC
afﬁliate in
Las Vegas, Nevada, and KVVU FOX5 in Las Vegas. He also worked as
an assignment editor for KVVU and
KATU.
King says that Salem is the type of
place that appreciates the value of
good reporting, “Some cities are almost
overrun with news crews moving about.
During my ﬁve years in Las Vegas,
I couldn’t have counted the times a
colleague or I was the recipient of a
rude gesture or a threat. People here
are still puzzled when a news truck
rolls down their block. It’s like they’ve
never seen one before. That often is an
advantage.”
“There is a certain quality to this
community that I feel would be hard
to ﬁnd anywhere else. In general
terms, Salem people are kind, and they
are sincere. It is an up and coming
community that has maintained
something that so many communities
have lost, a sense of purpose.”
“I already feel like I’ve done some
growing up here over the last three
years, and it isn’t every day that someone
gets to feel that way. I work closely with
humanity-based organizations in Salem
and the surrounding areas, I am a friend
of the ﬁreﬁghters, the law enforcement
agencies, the National Guard; the list
goes on and on. I like to think that
integrity plays a large role in relations.
As a TV news reporter, I never lose
sight of the fact that there is generally
something larger at hand than my
needs. I’m patient, I wait, and it always
pays off in more ways than one.”

My Opinion Kent Hartman
Unfortunately, those old enough to
remember the ﬁctional robots of ‘50s
& ‘60s pop culture fame are exactly the
same people the real robots want to get
rid of -- baby boomers. You see, radio
listeners unlucky enough to have been
born between 1946 and 1964 - with an
estimated $2 trillion in annual spending
power, by the way - are on the robots’
hit lists.
Corporate radio conglomerates (the
creators of the dastardly little electronic
Hessians) have decided that boomers
just aren’t malleable enough anymore
and therefore don’t appeal to advertisers
who covet gullible spendthrifts (read:
younger listeners). Baby boomers are
now too old and wise, so conventional
radio wisdom goes, to blindly whip out
their wallets every time a new product
is advertised on the air.
So, as punishment, the robots are
now taking the boomers’ songs away
(along with some great air talent),
much as a petulant child would take
his or her toys and go home. Or maybe
more like Seinfeld’s memorable “Soup
Nazi” character. Not going to drive to
McDonald’s every time they advertise

a new menu item on the radio? Okay,
then, no “Happy Together” by the
Turtles for you! Come back in one year!
Or maybe don’t come back at all.
Back in 1950, Isaac Asimov published
the seminal sci-ﬁ narrative on robots,
called I, Robot. In it, an injury to any
human at the hands of a robot required
the elimination of the robot.
In our world, maybe it’s time the
nation’s 75 million boomers take a cue
from Mssr Asimov and eliminate the
robot once again by taking their radio
business elsewhere. Like to satellite
radio. Or, better yet, to those local
stations (and advertisers) that actually
understand the value that older listeners
bring. After all, no one really likes a
robot telling him what to listen to.
Kent Hartman is owner of Fernhill
Music & Radio, a marketing and public
relations
consultancy,
503-292-1183,
fernhillmusic@comcast.net.

SANTIAM ESCROW INC.
COLLECTION
ESCROW
SERVICES
Ask you Real Estate o
Escrow Profesional
about the beneﬁts of a
Collection Escrow Account
216 E. Virginia Street
P.O. Box 515
Stayton, OR 97383
TEL 503-769-6444
FAX 503-769-7164
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Look it up on Answers.com
“What’s the polite word for ‘booger?” A
startling though innocent question from
my third grade niece. Ten years ago,
the responses to such a question would
range from: “GeddouddahereIdunno,”
to “let’s look it up in the dictionary.”
The latter scenario, although greatly
preferred, could lead to wrestling with
a book that weighs as much as said
niece.
Today, a geek like me will reply: “Let’s
look it up on answers.com.” Unlike
google.com which reports 361,000
instances of the word “booger,”
answers.com knows that I want only
dictionary, thesaurus, acronym, foreign
language translations, and encyclopedia
information on the < ahem > term, all
displayed on a single page.
Answers.com’s data comes from
sources like the Houghton Mifﬂin
Company’s collection of dictionaries
and other authorities on words, plus
encyclopedias including wikipedia.org,
an online encyclopedia which deserves
an article all it’s own1. I’ve promised an
article on wikipedia.org next month as
a clever ruse to get my editor to extend
my contract here.
My niece and I could have gone to
the answers.com website, but being
a geek, I have installed their free “1Click-Answers” software. Clicking a
little bitty icon on my screen opens the
“AnswerBar” which prompts me with
“Who is... What Is…” I type in “booger,”
press “go”, and within one second,
a browser window appears with full
dictionary, thesaurus, and encyclopedia
information on my requested word or
phrase, The info is delivered via the net,
so I have to be connected via broadband
or a modem -- but yes, it is just that
simple.
The AnswerBar is not cool enough
to justify installing yet another bit
of “software that’s always running
in the background.” However, 1Click-Answers is. If I hold down the
Alt key and click on a word I don’t
know, I instantly get the answers.com
presentation on that word. For a more
complex idea, something that involves
two or more words like say: “Salem
Oregon”, I can copy and paste the term
into the window in the AnswerBar.
Ever see a word you don’t know on a
web page, or a news site? We all have.
To a geek like me, Answers.com’s 1-

Click and AnswerBar are inventions
right up there with canned beer.
Back to my niece’s original question:
it seems that there is no polite word for
“booger.” Imagine my amazement.
Scott.Rainey@overbyte.com is a consultant with Overbyte Information Technology
Services, specializing in the needs of small
businesses. www.overbyte.com

1. Answers.com sources include:
Houghton Mifﬂin Company: The
American Heritage® Dictionary
of the English Language, Fourth

Computers 101 Forum

Sponsored by Salem Monthly
Newspaper, Irislink & The Mac Store.
July 25 6:00pm
Coﬀee House Cafe, 135 Liberty St NE,
Salem, OR 97301
Free, All ages, Bring your computers.
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The Blue Pepper Gallery at 241
Commercial St NE is the only full
Internet Cafe in downtown Salem with
the recent demise of Bites & Bytes in
the Reed Opera House. Before either
opened, local coffee houses such as
the Governor’s Cup at 471 Court St NE
and Dragonﬂy Coffee Company at 140
17th St NE had already been providing
wireless access for customer’s laptops.
The Blue Pepper opened its doors
on First Wednesday, May 4, 2005 as a
combination internet cafe, art gallery,
and frame shop. Its diverse personality
reﬂects the different backgrounds that
the husband & wife team of James &
Christi Finholt and son Derek bring to
this business.
James is a computer science instructor
at Chemeketa Community College with
a specialty in network security – routers,
ﬁrewalls, and similar electronic arcana.
He has an MBA, has taught computer
science for over a dozen years, and is
a certiﬁed Microsoft Trainer and Cisco
Instructor. He is responsible for the
wireless support for laptops, as well as
HOURS:

(503) 566-6860
360 High Street N.E.
Salem, OR 97301-3631

EQUITABLE CENTER PLAZA

Edition, © 2004, 2000; Roget’s II:
The New Thesaurus, Third Edition
by the Editors of the American
Heritage® Dictionary, © 1995; The
New Dictionary of Cultural Literacy,
Third Ed, Edited by E.D. Hirsch, Jr.,
Joseph F. Kett, and James Treﬁl.,
© 2002; The American Heritage®
Stedman’s Medical Dictionary, ©
2002, 2001, 1995; History of Science
and Technology, © 2003; and The
American Heritage® Dictionary
of Idioms by Christine Ammer.
Copyright © 1997 by The Christine
Ammer 1992 Trust.
WordNet 1.7.1 Copyright © 2001 by
Princeton University
STANDS4.com - The source for

acronyms
and
abbreviations.
Copyright ©2005 STANDS4 LLC
HungryMonster.com – food glossary
Wikipedia.org, The Free Encyclopedia.
The Columbia Electronic Encyclopedia,
Sixth Edition, © 2003, Columbia
University Press.
Computer Desktop Encyclopedia:
The Indispensable Reference on
Computers, © 1995-2005, The
Computer Language Company Inc.
To get a copy of 1-Click-Answers, surf
to:
http://www.answers.com/main/
product_info.jsp, and click on “Free
Download Now.”

Blue Pepper Gallery: food, art, technology

Monday ~ Saturday
10:30am ~ 8:30pm

To Go Food Order

Information Tech: Scott Rainey

Daily Special

Always
Teriyaki Chicken

5

$ 99

the desktop computers
with plasma screens,
the
shared
color
printer,
and
the
electronic conference
room.
Wireless
use
by
laptops is free at the
Blue Pepper, as at some
other coffee houses in
town. The fully-loaded
desktop machines rent
for ten cents a minutes
or $5 an hour. Bulk
code rates are also available. Printing is
ﬁfteen cents per page for color or black
& white. The full Microsoft ofﬁce suite
is installed on the desktops, as well as
a large number of games. The internet
connections can be used to check emails,
surf the web, or play video games with a
cup of espresso. Microsoft products are
sold.
Some customers work or game away
for hours in the light, comfortable
downstairs, which is lit by the large
front windows. Others prefer the more
secluded mezzanine, where the sofas and
coffee table are perfect for impromptu
meetings. For more elaborate meetings,
there is a conference room with a
whiteboard and Windows XP-driven
42-inch plasma screen for PowerPoint
presentations, which rents for $10 an
hour with a minimum of $25. The room
seats 20 with tables and chairs and 35
theater-style.
Son, Derek, has a BA in Art from Luther
College, an MA in Museum Studies
from George Washington University
with a concentration in conservation,
and interned at the Smithsonian. As a

custom frame shop, The Blue Pepper
specializes in unique framing, shadow
boxes, decorative matting and glass
etching. Christi also helps design at the
framing counter. She holds an MA in
Music Education.
The gallery area features original art, as
well as limited edition prints, sculpture,
glass, and other displays. Works by
local artists Kristen Lassen Hunt, K.C.
Hancock, Norma Sadler Hansen, and
many others, as well as internationally
known
artists,
are
prominently
displayed. The style tends toward the
contemporary, and vintage, but offers
something for everyone’s tastes.
The cafe managed by Christi, offers
made-to-order sandwiches, fresh salads,
and pastries from the Queen of Tarts, as
well as a wide variety of espresso drinks,
blended drinks, sodas, teas, cocoa, soft
drinks, and bottled water. The cafe
hosts musical events in the evening,
and the schedule is on their website
at www.thebluepepper.com. They are
open 6:30am-9pm Monday-Saturday
and 7am-7pm on Sunday, and may be
reached at 503-371-4600.
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A culinary tour of Italy
Greetings!
Recently, I took a small group of people
on a 2-week culinary tour of Italy. We
went from Milano to Napoli, tasting
local food specialties, wines, cheeses,
balsamic vinegar, olive oil and more.
The group consisted of 9 travelers,
some of whom had traveled extensively,
and some who have not been outside
the US. It was great pleasure to watch
some of the group. It was as if they were
in a candy store.
On our journey, as you can imagine,
we met all kinds of people, and believe
it or not, we just encountered only one
really unpleasant woman. We called her
Nurse Ratched right away. She runs a
small hotel in the northern part of Italy.
Good thing we didn’t stay there!
The hospitality of the rest of the Italian
people make you forget that you are
miles away from home, unless you run
into people from Salem, which we did
twice with two different families.
The Italians make you feel welcome;
they want to teach you their passion - they think it can rub off on you if they
only gesture more. They want to help
you discover Italy, their secret preferred
small town, their appreciation of their
food and wine, and make it part of your

Meet Me
For Lunch

at one of
Salem’s ﬁne
downtown
restaurants

experience.
Am I objective about Italians? Of
course not, I’m Italian!
And speaking of experiences: try oil
tasting at the Mill (frantoio: the place
where the oil is actually made). What
you actually will do is pour a small
amount of olive oil in a small glass (or
in the palm of your hand). Warm the
glass in your hand, then rotate the glass
very fast and then smell the wonderful
fragrance. Then taste it.
Our olive oil had a fragrance of
freshly cut grass. What a wonderful
experience. The hand harvest takes
place in November and the olives will

Alessandro’s Restaurant
120 Commercial St NE, Salem, OR 97301,
503-370-9951, www.alessandros120.com
Intimate, dimly lighted.
Amadeus Cafe
5121 Skyline Village Loop S, Salem, OR
97306, 503-362-8830
Great food in a light atmosphere.
Court Street Dairy Lunch
347 Court St NE, Salem, OR 97301, 503363-6433
Classic diner with friendly service.
Grand China
3330 Commercial St SE, Salem, OR 97302,
503-371-8855
Very good traditional Chinese cuisine in a
quiet atmosphere. Friendly service.
India Palace
377 Court St NE, Salem, OR 97301 503-3714808
Optional buffet for a quick lunch.

Jonathan’s Oyster Bar
445 State St, Salem, OR 9730,1 503-3627219
Comfortable booths; quick friendly service;
consistently good food.

gerryfrankskonditorei.com

be processed within 24 hours. Only in
the vicinity of Florence region there
are over 5 million olive trees registered
with the harvest going to more then 80
different oil mills. Talk about choices!
And it is good for you! It contains
vitamin E, and there is a nutritional value
in the presence of some unsaturated
fatty acids that are essential to our diet.
So, go out and get yourself some good
olive oil.

Until next time, ciao

Lullu Truitt is owner of Lullu’s Tutto
Cucina at 357 Court Street NE, 503-3647900, lullu@tuttocucina. org.

A selection of Salem-area restaurants appropriate for business
entertaining selected by Lullu of Lullu’s Tutto Cucina.

J James Restaurant
325 High St SE, Salem, OR 97301, 503362-0888, www.jjamesrestaurant.com
The best food Salem has to offer in a
spacious, open and airy dining room.

Gerry Frank’s
Konditorei
310 Kearney St SE
503-585-7070

Ask Lullu: Lullu Truitt

Konditorei
310 Kearney SE, Salem, OR, 97302,
503.585.7070, gerryfrankskonditorei.com
Great place for lunch and gossip.
Kwan’s Cuisine
835 Commercial St SE, Salem, OR 97302
503-362-7711, www.kwanscuisine.com
Large selection of traditional Chinese food.

Lakeview Restaurant at Creekside
Golf Club
6250 Clubhouse Dr SE, Salem, OR 97306,
503-316-5649.
Traditional dining above the green with
lake view.
LaMargarita Co.
545 Ferry St SE, Salem, OR 97301, 503362-8861
Popular with the younger set; large
servings.
Marco Polo Global Restaurant
210 Liberty St SE, Salem, OR 97301, 503364-4833
Light and spacious; Oriental buffet is a
lunch option.
Old Europe Inn
3195 Liberty Rd S, Salem, OR 97302, 503588-3639
Pleasant, intimate surroundings.
HOURS:

Rice Time Fuji
310 High St SE, Salem, OR 97301, 503-3645512
Good food. Fast and consistent.
Rudy’s At Salem Golf Club
2025 Golf Course Rd S, Salem, OR 97302,
503-399-0449
Traditional food that ﬁts the pleasant
surroundings of the golf course. Outdoor
eating is a plus.
Silver Grille
206 E Main St, Silverton, OR 97381, 503873-4035, www.silvergrille.com
Small and intimate; great dinner.
Wild Pear Catering & Restaurant
3635 River Rd S, Salem, OR 97302 503589-4532
372 State S, Salem, OR 97301 503-378-7515
Great food in a friendly setting.

Sunday 8:00am - 3:00pm • Tues-Fri 11:30am - 3:00pm
• Tues-Sun 5:00pm - Closing

415 S. Main
Mt. Angel, OR 97362
503-845-9289
Paul & Linda Fukasawa
Paul Brakeman, chef

THE TOBACCO POUCH
1599 EDGEWATER NW
SALEM, OREGON
503-588-8060
IMPORTED AND DOMESTIC CIGARS • HONEYWOOD WINE
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Screw the corks
Many people come into Grand Vines
asking if the new screw caps on many
wine bottles they have recently seen
are a good thing. I’d like to take this
opportunity to debut a short drama
production that I’ve been working
on to help answer the question about
screw caps, synthetic corks, and the
traditional cork. Many articles have
been written on this subject over the
last several years, but many still ask
what exactly is going on in this world
of new wine bottle closures. My play is
called “The Three Beardeauxs”.
The three Beardeauxs traveled to
Bordeaux recently to sample wine at
the famous Chateau Margaux Winery.
They all tasted the impressive 2000
Margaux, which received 100 points.
Each of them purchased a bottle at
$400.00 apiece. They had choices
though. They could purchase either
the traditional cork version or the new
screw cap version. Two of them chose
the traditional cork version, while one
of them decided to take a chance and
purchase the new screw cap version.
Twenty years went by and the three
Beardeauxs got together to see how
their great 2000 vintage tasted. The
ﬁrst opened his and found a most
incredible wine. He said, “all that
original fruit is still there but there’s

more. It’s evolved and the layers are
intertwined and complex. It’s softer
than in the beginning but it’s full
and has an amazingly long ﬁnish.”
The second opened his and said, “oh
no … there’s the smell and taste of a
damp basement. It’s like moldy, wet
cardboard and the fruit just drops off.
There’s no ﬁnish. The third Beardeaux
with a screw cap opened his and said,
“wow, this is still really concentrated
and has massive fruit. It’s still too
tight and needs time before it’s ready
to drink.” What could possibly be the
difference between these three bottles
of really good wine?
What has happened is that the ﬁrst
Beardeaux was lucky and opened a
bottle that had a good, healthy cork.
Over the years a very small amount of
air went back and forth through the
cork creating the slight but important
oxidation effect that makes the wine
taste evolved and “mature”. The
second Beardeaux also had a cork, but
that cork had a problem from the very
beginning that the wine maker didn’t
even know existed. Cork sources are
depleting, and the quality is not as good
as it once was. Bleach that is used for
cleaning the cork stays in the porous
cork even after rinsing it off. When the
cork is put in the bottle, it reacts with

Wine Talk: Tim Duffy
the wine causing an irreversible taste
problem we call “corkiness”. The third
Beardeaux opened his screw cap bottle
and tasted wine that never experienced
air. Temperature and light may have
affected it but oxygen was never a
factor.
This big issue of oxygen transference
is the unknown when looking at
whether to use one closure system or
another. Synthetic cork may loosen too
much over time causing too much air to
go back and forth, and composite cork
may have binding materials that affect
the wine’s taste. We just don’t have
enough data yet showing how different
closures affect the same base wine over
time.
My suggestion is this. Put screw caps
on all of the wines that will probably
be consumed over the next several
years (that’s most wine) and save the
cork for wines with exceptional age
ability. Wineries should begin setting
a few bottles aside with different
closures over the next several years to

help create a good sample study. In
the meantime, I am looking for three
bottles of 2000 Margaux to compare
against each other. Feel free to drop
them by Grand Vines downtown as
soon as possible. For your trouble, I
will give you a couple of free tickets to
our production, and you will be able to
taste them with us to help us determine
which one we like better.
Have a great month
Tim
PS: I must be honest and tell you that
none of the First Growth Bordeaux’ use
screw caps yet. They’ll probably be the
last to do so!
Tim Duffy is proprietor of Grand Vines
at 195 High Court St NE, Salem, OR 97301,
503-399-9463, www.grandvines.com.

Adam’s Rib makes a big showing
BY BONNIE KING,
SALEM-NEWS.COM

Kicking off the summer and a brand
new location, Salemites celebrated the
First BBQ of the Season recently at
Adam’s Rib Smokehouse, now located
at State & 12th Streets. Owners Mike
and Katrina Adams were thrilled with
the turnout.
“We had our ﬁrst car show, the Rod’s
and Ribs Car Show, on the frontage
street right here, and it was a great hit,”
commented Mike Adams. “We knew
that this would be a much improved
location over our last one, but we’ve
been very happily surprised at the great
reception we’ve received.” And Mike
says this won’t be the only car show.
“We’re hoping to make this a regular
event throughout the summer at
Adam’s Ribs. People love cars and they
love ribs, how can we go wrong?”
Adam’s Rib Smokehouse moved from
Market Street into the downtown area
over spring break. “Being across from
Willamette University and so close to
the State Capitol and so many other
ofﬁces means that people can keep their
cars parked and just walk on over,”
said Katrina. “We’ve added staff and
increased our hours to accommodate
the business.”
Adam’s Rib Smokehouse offers
authentic smoked barbeque meats.
They select the ﬁnest meats available

and slow cook until perfection, tender
and juicy, using a true wood smoker,
which they believe is the only way to
smoke meats for the best quality, ﬂavor
and texture. Slow cooking produces a
pink smoke ring, which is where true
smoke ﬂavor comes from.
The longer meat is smoked, the larger
the smoke (ﬂavor) ring. They remind
newcomers to not be worried if the
chicken is a little pink. Just give that
drumstick a shake; it’s done!
Adam’s Rib Smokehouse is dedicated
to preparing and providing customers
with the best. They smoke their meats
daily though, and occasionally they run
out. So, best advice: don’t be late for
dinner! Visit: www.adams-rib-smokehouse.com to see the menu, or call 503362-2194.
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Salem’s oldest restaurant:

Several candidates vie for title of ‘Most Senior’
BY BRIAN AVENEY

For years, there’s been a good-natured
hair-splitting argument about which is
the oldest Salem restaurant between
the Court Street Dairy Lunch and
White’s Restaurant. Recently, Karo
Thom of Pete’s Place has suggested that
356 State might be the oldest location
continually operated as a restaurant.
Pete’s Place
In 1868, Salem was building another
block eastward from the river, and
young J.K. Gill opened his ﬁrst
bookstore at 356 State St. Gill moved
to Portland in 1871, and details on
what happened next at 356 State are
hard to ﬁnd. But Historic Salem: An
Inventory of Historic Places (City of
Salem, 1987) says “the building has
been a tavern, billiard hall, or saloon
since the 1880’s.”
City directories for 1909-1913 at
the Salem Public Library show G.N.
Patterson operating a saloon there. The
publisher included a cross-reference
reading “billiard halls see saloons”,
indicating they were equated. In 1915,
the location hosted Patterson & Tooze,
billiards.
In 1921, the Blessing and Orey billiards
parlor was there, but by 1930 the name
was just George Orey. It became Orey
and Wagner in 1932, and then Homan
& Wagner from 1934 through 1939. It
was Wagner’s Cigar Shop in 1940-41,
and an old photo in Pete’s Place shows
a cigar and pipe counter, soda fountain,
lunch counter, and billiards room in
the back.
The next two decades -- from 1942
through 1960 -- it was the Pioneer
Club. For two years, 1961 – 62, it was
Perd’s Restaurant. Then it was Videl’s,
Vi-Del’s, or Videl’s Pioneer Club for the
three decades from 1962-1991. Many of
the photos just inside the entrance of
Pete’s Place reﬂect this era.
From 1993 to 2000, Weber’s Too was
at 356 State – a second location for
Weber’s Bar & Grill at 157 Commercial

St SE. Then in 2000, it became Pete’s
Place, and was heavily renovated by
Karo Thom.
So is 356 State the oldest restaurant?
Do different owners make a difference?
If so, all three restaurants’ claims fall
apart. What do you mean by restaurant?
If continually serving food and drink in
the same location counts, then Pete’s
Place at 356 State is the oldest. If you’re
a stickler about the name changes, it’s
not.
Court Street Dairy Lunch
In 1929, at the start of the Great
Depression, Glen Morris opened the
Court Street Dairy Store at 365 Court
St NE, selling buttermilk, cottage
cheese, and butter he made from milk
from neighboring farms. He evidently
also sold from a wagon in the early
days. Glen’s son, Keith, remembers
display cases at the store facing onto
the street, and a window that opened
so that products could be sold.
Glen soon added soups and sandwiches to his repertoire. The current
menu says he called it a “dairy lunch”,
and claims it as Salem’s “ﬁrst fast
food.” Keith Morris remembers that
buttermilk was ﬁve cents for all you
could drink, sandwiches were a dime,
and hamburgers were ﬁfteen cents.
According to the May 31, 1936 Oregon
Statesman, the Court Street Dairy
Lunch opened on June 1, 1931 at 365
Court, and had seating for 32. On the
ﬁfth anniversary, June 1, 1936 it moved
a few doors down the street, opening
at the current expanded location at
347 Court St with seating for 53. The
Statesman had a major article about
the reopening, with advertising from all
the contractors and suppliers involved
in the project.
The Dairy Lunch remained a family
affair for 65 years, with son Keith and
grandson Michael following dad Glen.
Then, in 1994, ownership passed from
the Morris family to Kathy Puentes, who
had worked for the Morrises for over
six years, and Marilyn
Brenner. Marlene Miller
bought out Brenner
in 1998, and Puentes
and Miller have owned
and operated the Dairy

Court Street Dairy

Lunch since then.
The Court Street
Dairy Lunch opened
on June 1, 1931, and
moved to its current
location on June 1,
1936. It is certainly
the oldest restaurant
in Salem with the
same name on the
same block.
White’s
Restaurant
White’s Restaurant
at 1138 Commercial
St SE has been a
Salem tradition since
1936, when Charles
and Myrtle White
and sons Bob and Kenny ﬁrst opened it.
It remained in family hands for over a
half century, with many generations of
Whites building a reputation for friendly
service and large portions. Bob semiretired after ﬁfty years in the restaurant,
but Carole, daughter Debbie and sisterin-law Judy continued running it until
1989, when the family sold it.
Unfortunately, the new owner did
not do as well as the family had done,
and she ﬁnally went bankrupt after six
years, leaving the restaurant
back in the hands of Bob and
Carole.
Around that time, they had
breakfast at the Ritz Diner
across town at 135 Lancaster
Dr SE. They saw the way
owner Don Uselman greeted
every customer who walked in,
and created the sort of friendly
environment they had enjoyed
when they ran White’s. Bob
said Don was the kind of
person he could see running
his grills.
Bob and Carole discussed
with Don taking over White’s,
and it reopened on December
1, 1995 under his ownership.
It remains a family business
today, albeit a different family.
Don’s son, Thomas, now
works at the grill alongside
his dad. Don’s father, Tom, is
now retired, but he still drops

Pete’s Place

by to visit, and lunch still features
Tom’s Chili. The traditions of plenty
of food on the plate and a friendly
atmosphere continue.
Is White’s the oldest Salem restaurant
under the same name in the same
location? It depends upon when in
1936, it opened — and no one seems to
know.
Brian Aveney can be reached at editor@s
alembusinessjournal.com

Thomas and Don Uselman

The Arbor Café and Bakery
503-588-2353
Wedding Cakes & Catering
380 High Street NE • Salem
Mon-Fri 7am - 5pm • Sat 8am - 4pm
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City of Salem Construction Permits
Residential Structure; 920 Caradon
Ct. NW- Salem; Paciﬁc Rim
Investments LLC, PO Box 1282 ,
McMinnville OR 97128, 503-4357038.
Commercial Structure; 2118
Lancaster Dr. NE- Salem; Kelly &
Sons Construction INC, PO Box
873, Aumsville OR 97325, 503602-9278.
Commercial Structure; 2138
Lancaster Dr. NE- Salem; Kelly &
Sons Construction INC, PO Box
873, Aumsville OR 97325, 503602-9278
Commercial Structure; 2158
Lancaster Dr. NE- Salem; Kelly &
Sons Construction INC, PO Box
873, Aumsville OR 97325, 503602-9278
Commercial Structure; 5000 Deer
Park Dr. SE- Salem; R L Reimers
CO, 3514 Conser Rd. NE, Albany
OR 97321, 503-926-7766.
Residential Structure; 2065 Timber
Ct. S- Salem; M G Smith Builder
INC, 3715 Rivercrest Dr. N, Keizer
OR 97303, 503-393-2117.
Residential Structure; 2091 Wiltsey
Ct. SE- Salem; Palisades Homes
LLC, 4676 Commercial St. SE,
Salem OR 97302, 503-515-9700.
Residential Structure; 5679 Venice
Av. SE- Salem; Gene Vliet Custom
Homes INC, PO Box 20694,
Keizer OR 97307, 503-931-6286.
Residential Structure; 2062 Wiltsey
Ct. SE- Salem; Weigel Homes,
2225 Simmons St. NW, Salem, OR
97304, 503-932-0228.
Residential Structure; 2041 Wiltsey
Ct. SE- Salem; Weigel Homes,

2225 Simmons St. NW, Salem, OR
97304, 503-932-0228.
Residential Structure; 2031 Wiltsey
Ct. SE- Salem; Weigel Homes,
2225 Simmons St. NW, Salem, OR
97304, 503-932 0228.
Residential Structure; 5135 Yukon Ct.
NE- Salem; JDC Homes LLC, 901
Brutscher ST STE 201; Newberg
OR 97132, 503-849-3337.
Commercial Structure; 2500 Liberty
St. NE- Salem; LE Rud & Son INC,
4895 Bailey Rd. NE, Salem OR
97303, 503-393 5468.
Residential Structure; 5165 Yukon Ct.
NE- Salem; JDC Homes LLC, 901
Brutscher ST STE 201, Newberg
OR 97132, 503-849-3337.
Residential Structure; 4842
Whitewater St. NE- Salem; JDC
Homes LLC, 901 Brutscher ST
STE 201, Newberg OR 97132, 503849-3337.
Residential Structure; 4814
Whitewater St. NE- Salem; JDC
Homes LLC, 901 Brutscher ST
STE 201, Newberg OR 97132, 503849-3337.
Residential Structure; 2757 Old Farm
Av. NW- Salem; Vantco LLC, 4460
SE Pennywood Dr., Milwaukie OR
97222, 503-762 2822.
Residential Structure; 5995
Sunnyside Dr. SE- Salem; Sliver
Star Construction, 4912 Doug Fir
LN S; Salem, OR 97306, 503-949
3911.
Residential Structure; 2072
Mistymorning Av. SE- Salem;
Weigel Homes, 2225 Simmons St.
NW, Salem, OR 97304, 503-932
0228.

Residential Structure; 5145 Yukon Ct.
NE- Salem; JDC Homes LLC, 901
Brutscher ST STE 201, Newberg
OR 97132, 503-849-3337.
Residential Structure; 5149 Yukon Ct.
NE- Salem; JDC Homes LLC, 901
Brutscher ST STE 201, Newberg
OR 97132, 503-849-3337.
Residential Structure; 5940 Port
Stewart Ct. SE- Salem; Skyline
Enterprises LLC, PO Box 90340 ,
Portland OR 97290, 503-312 5725.
Residential Structure; 2857 Islander
Av. NW- Salem; Premier General
Const. LLS, 2127 Cerise Av. NW,
Salem OR 97304, 503-851 7215.
Residential Structure; 4657
Southhapton Dr. SE- Salem;
Anderson Homes, PO Box 20935,
Keizer OR 97307, 503-931 9342.
Commercial Structure; 1100 Airport
Rd. SE- Salem; Paciﬁc Northern
Environmental, 1081 Columbia
BLVD, Longview WA 98632, 206423-2245.
Residential Structure; 4414
Wildcherry Ct. SE- Salem;
Providence Homes, 1900 Front ST
NE, Salem OR 97303, 503-9321982.
Residential Structure; 4428
Wildcherry Ct. SE- Salem;
Providence Homes, 1900 Front ST
NE, Salem OR 97303, 503-9321982.
Residential Structure; 2463
Crestmont Cr. S- Salem; Wetzel
Homes INC, 1685 Capitol St. SE,
Salem OR 97302, 503-559 7998.

LLC, PO Box 20095, Keizer OR
97307-0095, 503-999-8992.
Residential Structure; 1348 West
Meadows Dr. NW- Salem; Decal
Custom Homes, 440 Columbia
BLVD, ST Helens OR 97351, 503366-0797.

Residential Structure; 2697 Islander Av.
NW- Salem; Willmar Development,
1225 Hillendale Dr. SE, Salem OR
97302, 503-363 1684.
Residential Structure; 1893 Saginaw
St. S- Salem; Reid Homes INC,
1883 Saginaw St. S, Salem OR
97302, 503-932 3517.

Residential Structure; 1376 Glory
Ridge St. NW- Salem; Decal
Custom Homes, 440 Columbia
BLVD, ST Helens OR 97351, 503366-0797.

Commercial Structure; 450
Commercial St. SE- Salem; Jet
Fire Protection LLC, PO Box 7362,
Salem OR 97303, 503-588-5262.

Residential Structure; 1390 Glory
Ridge St. NW- Salem; Decal
Custom Homes, 440 Columbia
BLVD, ST Helens OR 97351, 503366-0797.

Residential Structure; 2875 Rocky
Ridge Av. SE- Salem; Ricks Custom
Fencing & Decking, 8755 Portland
Rd. NE, Salem OR 97305, 503-463
8331.

Residential Structure; 2637 Islander
Av. NW- Salem; Westshores
Homes LLC, 15340 SE Henderson
Way, Portland OR 97236, 503201-4253.

Commercial Structure; 1970
Lancaster Dr. NE, 125- Salem;
Ochoa Tape & Texture, 4045
Cranston Rd., Salem OR 97301,
503-884 1401.

Residential Structure; 4655 Geneva
Av. NE- Salem; JLS Custom
Homes, 16280 NW Bethany CT,
Beaverton OR 97006, 503-5334006.

Deck Addition; 1299 Marshall Dr.
SE- Salem; Kory Gilmore NGM
Builders, 1765 Corina Dr. SE,
Salem OR 97302, 503-949 0195.

Residential Structure; 1725 Neota St.
NE- Salem; JLS Custom Homes,
16280 NW Bethany CT, Beaverton
OR 97006, 503-533-4006.

Commercial Structure; 880
Commercial St. SE- Salem; Don
Lulay Homes, 2055 Mission St.
SE, Salem OR 97302, 503-363
3426.

Residential Structure; 429 La Cresta
Dr. SE- Salem; Skyline Enterprises
LLC, PO Box 90340 , Portland OR
97290, 503-312 5725.

Residential Structure; 4906
Swegle Rd. NE- Salem; Homes
Handcrafted INC, PO Box 3783,
Salem OR 97302, 503-209 6780.

Residential Structure; 2716 Pear
Grove Ct. NW- Salem; Westshores
Homes LLC, 15340 SE Henderson
Way, Portland OR 97236, 503201-4253.

Asphalt Rooﬁng; 270 Cottage St.
NE- Salem; Moser Rooﬁng, 2254
Judson St. SE, Salem OR 97302,
503-378-1107.

Residential Structure; 4384 Log Dr.
NE- Salem; Jensen Development

(Continued on Page 26)
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Parcel & Courier Delivery Services
OFFICE

503-463-6996 • CELL 503-991-7510
FAX 503-390-0146
3824 River Rd. N, Suite 277
Keizer, OR 97303

Alessandro’s

120 Commercial NE
Salem, Oregon 97301

THIRTY DAY
CLOSING SALE
Come See Us in Aurora

Phillip L. Priestley
General Manager
phil@alessandros120.com

Ph. (503) 370-9951
1-866-225-7985
www.alessandros120.com

211 Commercial NE  Salem, OR 97301
Call: 503-581-0318  E-mail: gra7567519@aol.com
Hours: 10am - 5pm  Monday - Saturday
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Top billing: Medical Data Solutions grows rapidly
BY DIXON BLEDSOE

Where does an accountant go for new challenges?
Just ask Julie Huisman, who with her husband Wayne
had previously started a CPA ﬁrm in 1990, but is now
involved in another start-up as a partner in Medical
Data Solutions, LLC founded in 2001.
Medical Data Solutions has three employees and has
grown rapidly into the world of consulting, software
sales, and integrating billing with Electronic Medical
Records (EMR). As a medical provider, just imagine
having a patient’s entire history on a PC Tablet the size
of an 8½ x 11 piece of paper, the ability to handwrite
chart notes directly into the Tablet PC, have the
encounter form and billing code transmit to the billing
staff, and sit back as the bill is created accurately and
sent out swiftly.
The entrepreneur and her business partner of four
years, Pamela Pawley, run the busy medical ofﬁce
billing, technology, and consulting ﬁrm out of a
charmingly restored home that Silverton is noted
for. But don’t let being based in a small town fool
you – their business has tripled since trading big city
pressures for the peace of small town living.
Says Huisman, “We are here to help people frustrated
with billing, training, turnover, and errors. Simply put,
we take the pain away by taking it on ourselves.” Adds
Pawley, “We not only have the billing services, but
we sell medical billing software, install it, train your
staff, and provide on-going support. We help integrate
the EMR and billing components, can cross-check for
coding (although we are not coders), and can help
a busy doctor get chart notes into EMR and billable
form. Essentially, we are an extension of your ofﬁce,
and work particularly well with start-ups and young
businesses”.
Pawley feels the business provides solutions and
service that no other ﬁrms can match. “We can do full
service billing, and we complete the process in a way
other ﬁrms don’t by taking billing and support calls
from patients directly so the medical providers and

staff can do what they do best – patient care”. The
ﬁrm does not do collections, but only bills customers
on what they collect. And they do it in a fun, pleasant
way.
If you have a medical ofﬁce and are ready to prescribe
something for pain relief from billing, records
management, and technology snafus, Medical Data
Solutions is just a phone call or e-mail away, at 503873-5054 and pam@medical-datasolutions.com.

Pamela Pawley (left) and Julie Huisman

Dixon Bledsoe is a Broker at Silverton Realty, 303
Oak St, Silverton, Oregon 97381, 503-873-3545 ext
311, www.silvertonrealty.com.

South Salem Rotary
aids memory garden
SALEM-NEWS.COM
As part of its challenge during the 100th year of
Rotary International, South Salem Rotary worked with
Willamette Valley Hospice to help build a memory
garden at the new Hospice facility at 1015 3rd St NW
in West Salem.
Finding ways to remember is one of the best things
we can do in connection with death and grief. Families
have chosen to publicly acknowledge their loved ones
by donating plants and garden items. It is hoped that
the Memory Garden can be a shelter for bereavement
support groups, a site for hospice memorial gatherings
and memorial services for families who do not have a
church or site to hold services. A bell will be used in a
daily ritual of ringing for each person who has died the
previous day. It is our hope that the garden will allow
staff who pass through it on the way to and from the
hospice building to gather themselves and/or debrief

emotionally and physically.
Willamette Valley Hospice Executive Director, Linda
Downey (a member of South Salem Rotary) describes
the garden as “… a small oasis of nature. Willamette
Valley Hospice hopes this space can be a refuge for
remembering, celebrating and hope. WVH invites our
families and the neighborhood to come and be present
in this space as they need.”
In addition to assisting in the planting of the garden,
South Salem Rotary donated $8,000 for the purchase
of a bell and fountain that are located in the garden.
“South Salem Rotary has donated the bell and
fountain in hopes that our contributions will provide
encouragement for the community and for anyone
who visits the garden” said Dick Brady, president of
South Salem Rotary. The garden was dedicated in a
ceremony on June 4 at the Hospice annual memorial
service.

Salem Business Card File
HIGH STREET SHOE REPAIR

Kernville
Steak & Seafood House
Riverfront Dining & Lounge

GEORGE MILLER

“Where Friends Bring Friends”
Open for Lunch & Dinner,
Daily from 11am

233 HIGH STREET NE
SALEM, OR 97301

541-994-6200

503-371-1863

186 Siletz Hwy, Lincoln City, Oregon, 97367

M-F 8 - 5:30
SAT 9 - 1

Live Music!!

Nor’Webster Digital Imaging
Scientific & Technical Visualization • Video Production & Editing
Digital Time-Lapse Video • Digital Animation • Graphic Design

IMAGING

www.NorWebster.com • imaging@norwebster.com
Serving the Science & Technical Community Since 2001

www.kernvillesteakhouse.com
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City of Salem Construction Permits
(Continued from Page 24)
Residential Structure; 1570 Titan Dr. NWSalem; WFJ Construction, 16520 SE Crest
CT, Portland OR 97236, 503-516 4525.

Manufactured Home; 5299 Mango Av. SESalem; Stayton Construction, 41155 Stayton
Scio Dr. SE, Stayton OR 97383.

Commercial Structure; 4780 Liberty Rd. SSalem; Vancouver Sign, 6615 HWY 99,
Vancouver WA 98665, 360-693-4773.

Residential Structure; 250 Mirasol Av. SESalem; G Ace Construction Inc, 8325 SW
Monticello Ct., Beaverton OR 97008, 503290 8943.

Fire System; 347 Court St. NE- Salem; Valley
Fire Control INC, 217 Main St. SE, Albany OR
97321, 541-928-9523.

Commercial Remodel; 4080 27th Ct. SE, 110
– Salem; LCG Pence; PO Box 4109; Salem
OR 97302, 503-587 8112.

Residential Structure; 6220 13th Av SE- Salem;
Lynn Richman Const LLC, PO Box 195,
Silverton OR 97381, 503-932 2080.

Residential Structure; 1745 Neota St. NE- Salem;
JLS Custom Homes, 16280 NW Bethany CT,
Beaverton OR 97006, 503-533 4006.

Residential Structure; 1224 Silas Ct. NW- Salem;
Randy Fultz Construction, 10047 Stayton Rd.
SE, Aumsville OR 97325, 503-851 5091.

Residential Structure; 303 Stellers Eagle St.
NW- Salem; JLS Custom Homes, 16280 NW
Bethany CT, Beaverton OR 97006, 503-533
4006.

Fire System; 710 Wallace Rd. W- Salem; General
Fire Equipment Co, PO Box 683, Baker City
OR 97814, 541-523-7600.

Residential Structure; 319 Stellers Eagle St. NWSalem; JLS Custom Homes, 16280 NW Bethany
CT, Beaverton OR 97006, 503-533 4006.

Restoration • Appraisal • Instruction

Ralph Cater

Violin Studios in Salem & Dallas
Classic, Sacred & Folk Music Provided
for Social Events and Ceremonies
1849 SW Boxwood Lane • Dallas, OR 97338

503-623-7730

Residential Structure; 474 Stellers Eagle St.
NW- Salem; JLS Custom Homes, 16280 NW
Bethany CT, Beaverton OR 97006, 503-533
4006.

Residential Structure; 5975 Dewpointe St.
SE- Salem; Palisades Homes LLC, 4676
Commercial St. SE; Salem OR 97302; 503515 9700.

Residential Remodel; 1126 Cayuse Cr. SESalem; Kaufman Homes INC, 1295 Baxter
RD SE, Salem OR 97306-1043, 503-3708390.

Residential Structure; 5985 Dewpointe St.
SE- Salem; Palisades Homes LLC, 4676
Commercial St. SE, Salem OR 97302, 503515 9700.

Residential Structure; 5945 Dewpointe St. SESalem; Weiland Homes INC, PO Box 5272,
Salem OR 97304, 503-999 3143.

Multiple Residence; 1548 Eagle Cap St. SESalem; Providence Homes LLC, 1900 Front
St. NE, Salem OR 97303, 503-932 1982.

Residential Structure; 575 Winners Ct. NWSalem; CAM Development, 140 SE Roberts,
Gresham OR 97080, 503-793 7000.

Commercial Structure; 2020 Highway Av. NESalem; Lamar Corp, 6712 Liberty Rd S, Salem
OR 97306, 503-851-1989.

Fire System; 2450 Strong Rd. SE- Salem; Salem
Fire Alarm, 3160 22nd AVE SE, Salem OR
97302, 503-364-4566.

Multiple Residence; 665 16th St. NE- Salem; 3
R’s Group INC, PO Box 13476, Salem, OR
97309, 503-851-9618.

Residential Structure; 1385 Titan Dr. NWSalem; SkyLine Homes INC, 22930 SW
Mandan Dr., Tualatin OR 97062, 503-887
1742.

Commercial Structure; 3410 Cherry Av. NESalem; Salem Concrete Paving INC, 3322
Belvedere St. NW, Salem OR 97304, 503393-5814.

Fire System; 831 Lancaster Dr. NE, 225-Salem;
Patriot Fire Protection, 4708 Minnehaha ST
NE, Vancouver WA 98661, 306-699-4403.

Commercial Structure; 700 Marion St. NESalem; Sheets Const. INC, PO Box 12906,
Salem OR 97309, 503-362-1164.

Commercial Structure; 451 Division St. NE, 100Salem; Northside Electric, PO Box 12323,
Salem OR 97309, 503-585-4879.

Residential Structure; 5428 Alesia Ct. SESalem; C & R Builders, PO Box 13065, Salem
OR 97309, 503-363-1343.

Residential Structure; 2091 Kari Dawn Av. SESalem; Westbuilt Corporation, 3280 Cooke
St. S, Salem OR 97302, 503-881-9478.

Residential Structure; 3860 Shropshire Way SSalem; Blue Mountain Pool, 14235 SE Steele,
Portland OR 97236, 503-760-4554.

Residential Structure; 235 Mirasol Av. SE - Salem;
Unlimited Enterprises, 2141 Mousebird Av.
NW, Salem OR 97304, 503-580-6753.

Residential Remodel; 1535 Corina Dr. SESalem; Dales Remodeling, 5514 Commercial
St. SE, Salem OR 97306-1118, 503-370-7609.

Paradis Vineyard
Premium Oregon Estate Wine
Mission: Craft small lots of quality wine
at a price everyone can afford.

“Salem’s
First Choice”

(Mission accomplished)

Peter and Donna Paradis
17235 Abiqua Rd N.E.
Silverton, Oregon 97381

503-873-8475 • Fax 503-873-3862

Email: donna@paradiswine.com
Website: paradiswine.com

Wines Sold At Roth’s and Santiam Wine Company
See Website for Additional Sales Location

Franklin & Friends

5am to 9am

Terry Sol

9am to 2pm

Doc Nelson

2pm to 6pm

Rich Bailey

6pm to Midnight

Wendy Paulson

12am to 5am

July 2005

Permits
(Continued from Page 26)
Commercial Remodel; 2510 Commercial St. SESalem; David D Miller, 995 Summer St. NE,
Salem OR 97301, 503-362-6573.
Residential Remodel; 2938 13th St. SE- Salem;
Dimire Masalegin, PO Box 9235 Rd. SE,
Salem OR 97305, 503-585-0367.
Residential Structure; 2401 Crestbrook Dr. WSalem; Best Builders, PO Box 5303, Salem
OR 97304, 503-580-9156.
Recreation Structure; 477 Washington St. S- Salem;
Taylor Made Construction, 3397 Homestead
Rd. S, Salem OR 97302, 503-910-4980.

City of Salem Invitations to Bid
Regulatory and Warning Signs, Bid# 056068,
Closing July 20, 2005.
Construction Signs: Orange/Black, Bid# 056067,
Closing July 20, 2005.
Sheeted Blank Street Signs, Bid# 056066,
Closing July 20, 2005.
Aluminum Blank Signs, Bid# 056065, Closing
July 13, 2005.
Grouting Chemicals, Bid# 056059, Closing July
20, 2005.
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Valley treasures described in new book
The new full color Treasures of
Western Oregon includes a great many
mid-Willamette Valley attractions
and businesses, although its over 400
“treasures” range all over this side of
the Cascades from Portland to Ashland.
Each location featured is given a half
to a full page with one or more lush
photographs. While aimed largely at
tourists and vistors, it also makes an
attractive book for gifts or for local
coffee tables and waiting rooms.
Salem restaurants included are: Los
Baez, Jonathan’s Oyster Bar, Rudy’s at
Salem Golf Course, j. james, Court Street
Dairy Lunch, Alessandro’s, Best Little
Roadhouse, White’s, and Wild Pear.
Other mid-Willamette eating spots
include Michael’s Landing in Corvallis,
the vintage soda fountain at Taylor’s
Fountain & Gifts in Independence, The
Oregon Tea Garden in Silverton, Nick’s
Italian Cafe, Bistro Maison, and Golden
Valley Brewery in McMinnville, French
Bear in Newberg, and Dundee Bistro &
Ponzi Wine Bar.

The Riverfront Carousel, Deepwood
Estate, Halley Ford Museum of Art,
Mission Mill Museum, Oregon Garden, Enchanted Forest, and Evergreen
Air Museum are featured, as well as
the Salem and McNary Golf Clubs.
Duck Pond Cellars, Honeywood
Winery, Erath Vineyards, Domaine
Serene, Annie Amie Vineyards, Kristin
Hill Winery, Elk Cove Vineyards,
Cuneo Cellars, WillaKenzie Estate,
Cherry Hills Winery, Adelsheim
Vineyard & Winery, Willamette
Valley Vineyards, St. Josef’s Winery,
Argyle Winery, Amity Vineyards,
Tyee Wine Cellars, and Oregon Wine
Tasting Room & Bellevue Market are
included.
Other mid-Willamette businesses
are included in the various sections,
which are sub-arranged by area. An
index by city is in the back.
Treasures of Western Oregon is
available at most of the locations
mentioned, Lull’s Tutto Cucina, and
online at www.mcpbooks.com.

Treasures of Western Oregon
(the American
Treasure Series),
Medford: Morgan & Chase,
2005. 286p.
ISBN: 0-9754162-1-9. $39.95.

THE 2005 VOLVO S40 T5.

DON’T LET THE SUPERFLY STYLING MESS WITH YOUR MIND. IT’S STILL BUILT LIKE A VOLVO.
LOOK CLOSER—PAST THE BOLD EXTERIOR LINES AND ULTRASLIM CENTER CONTROL PANEL THAT SEEMS TO FLOAT
BETWEEN THE FRONT SEATS. AND GO BEYOND THE AMAZING SOUND. BE IT THE SCINTILLATING AVAILABLE 445-WATT,
13-SPEAKER DOLBY ® SURROUND PRO LOGIC® II SYSTEM. OR THE ROAR OF THE AVAILABLE HIGH-PERFORMANCE T5
TURBO ENGINE . YOU’LL FIND A VOLVO THAT INCORPORATES THE LATEST BREAKTHROUGHS FROM OUR LEGENDARY
SAFETY CENTER. INNOVATIONS LIKE VIVA, VOLVO INTELLIGENT VEHICLE ARCHITECTURE. A DESIGN PROCESS IN
WHICH EVERY ASPECT OF THE CAR IS ENGINEERED TO HELP MAKE THE DRIVING EXPERIENCE AS SAFE AS POSSIBLE
FOR YOU AND YOUR PASSENGERS. THE RESULT: ADVANCEMENTS LIKE A CHASSIS CONSISTING OF FOUR DIFFERENT
GRADES OF STEEL, EACH TO ABSORB A PORTION OF THE IMPACT IN THE EVENT OF A COLLISION. WHICH MAKES THE
2005 VOLVO S40 T5 REVOLUTIONARY—IN THE SAFEST SENSE OF THE WORD. BECAUSE, AFTER ALL, IT IS A VOLVO.
LEARN MORE AT WWW.VOLVOCARS.US/ALLNEWS40
*Model
with optional
optionalequipment,
equipment,starting
$XX,XXX.
Price does
include
destination
charge,charge,
tax andtaxtitle.
pricesprices
may vary.
and Pro
trademarks
are
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shown with
at $26,600.
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of Dolby
Laboratories.
©2005Volvo
VolvoCars
CarsofofNorth
NorthAmerica,
America,LLC.
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for life”
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of Volvo.
Volvo. Always
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remember to
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seat belt.
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660 LIBERTY STREET NE

503-399-9541

VOLVO

1-877-266-0117

A DRUG-FREE COMPANY. ALL VEHICLES SUBJECT TO PRIOR SALE. ART FOR ILLUSTRATION ONLY. APRs ON APPROVED CREDIT.

