
WWW.SALEMBUSINESSJOURNAL.COM PHONE: 503.365.9544431 COURT ST NE • SALEM, OR 97301

SALEM, OREGON DECEMBER 2005 VOL. 1, NO 7

Salem Business Journal

$7.00 OFF OIL CHANGE FREE CAR WASH615 LIBERTY ST. NE
SALEM

DAILYMORNING
REPORT

ON KBZY
AM 1490

THIS MONTH
Finance & Retail Special Section

For U.S. Bank – It’s All About Relationships
BY CAROLYN R. BOLTON

The Beginnings
Oregon banker, publisher, and political 

leader Asahel Bush was born in 1824 in 
Westfield, Massachusetts. It was 1850 when 
he moved west to Oregon’s Willamette 
Valley. His list of accomplishments in Oregon 
depicts a truly entrepreneurial spirit. 

A member of the Massachusetts State Bar, 
Bush’s first Oregon venture was to found 
the Oregon Statesman newspaper in Oregon 
City. He decided to move both the paper and 
himself to Salem in 1853, to be nearer the 
political heart of the state. He was named 
state printer in 1959. In 1863, Bush sold 
his paper and retired from the newspaper 
business to become a banker. He founded the 
Ladd & Bush Bank in 1867, and subsequently 
managed and directed for 45 years until 
his death in 1913 at age 89. Both the bank 
established by Asahel Bush (now U.S. Bank) 

and the newspaper he created (now the 
Statesman Journal) survive to this day.

Over the course of the past 150 years, 
the Salem bank we today know as U.S. 
Bank has seen plenty of changes. It is still 
housed in the original building that Asahel 
Bush built on the corner of Commercial 
and State Streets in Downtown Salem. The 
original Ladd & Bush Bank was purchased 
by U.S. Bank of Portland in 1940, a bank 
that ultimately grew to become U.S. Bank of 
Oregon.  

The Years of Transition
During the banking industry’s 1990 

“merger mania”, U.S. Bank found itself 
acquired in 1997 by a large national banking 
organization. Salem residents noticed abrupt 
changes in the programs and services upon 
which they had come to depend. 

“A reputation that took more than 100 

years to build was lost,” says U.S. Bank 
Region President Ross Carey from his 
offices in the 2nd floor of the Ladd & Bush 
Bank Building. 

Fortunately, in 2001, U.S. Bank was 
reacquired. That change got things back on 
track. 

“We’re back and better than ever,” Carey 
reports. “There’s no question that we’re 
part of a larger banking organization, but 
we have returned to a community banking 
service model. The changes at the local level 
here in Salem have been extremely positive, 
and area customers have responded 
affirmatively.”

Focused on Relationships
Today U.S. Bank is owned by parent 

company U.S. Bancorp, the 6th largest 
financial services holding company in the 

The secret of success is not altogether 
location, location, location for The 
Equitable Center, although, at 530 Center 
Street Northeast, it certainly has that. The 
Equitable Center is within walking distance 
of all downtown, Capitol buildings and 
Willamette University. Even though 30 
years has gone by, The Equitable Center is 
as modern and upscale today as it was the 
day it was built.

Susan Miller believes there is another 
part of the equation that accounts for 
the success of The Equitable Center. As 
Property Manager for the past three years, 
Miller believes customer service is a driving 
component of any business.

“We have a ‘taking care of business’ 
philosophy,” Miller said. Tenants receive 
full-time courtesy officer, five-nights-a-week 
custodian services, undercover parking and 
managed access. “We also keep up with the 
times by making the building energy efficient.”

The Equitable Center works with tenants 
to provide them with features they request. 
Each floor is uniquely designed to reflect 
those requests. All floors offer city views, but 
tenants whose offices are on the north side get 
a bonus—on a clear day the view of Mt. Hood 

is spectacular, particularly when Oregon’s 
crown jewel is covered with new snow.

Each of the seven floors has approximately 
15,000 square feet. The only vacant floor is 
the mezzanine, which has its own entrance 
outside the main building. It has 6,000 
square feet.

The variety of retail tenants in the Equitable 
Center includes the Arbor Café and Bakery, 
Clean Smile, Creations Unlimited, Cruise 

Holidays, Exit Real World, La Margarita 
Express, and Young’s Teriyaki.

In addition to retailers, the seven floors 
of the Equitable Center house offices for 
ASUSA, Bank of America, Cross Consulting, 
A.G. Edwards and Sons, engineering firm 
David Evans and Associates, Westaff, and 
the law offices of David Hilgemann, and of 
Spooner, Mann and Ammann. State offices 

The Equitable Center – Turning 30 Years Old
BY JANE REEDER

(c0ntinued on page 8)

(c0ntinued on page 8)U.S. Bank Region President Ross Carey

Colin Powell visits Salem and 
Willamette University.

“Challenge young people by having high 
expectations of them; engage them with the 
opportunity to realize those expectations 
through constructive, character-building 
activities.”  —Colin Powell

(c0ntinued on page 27)
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The Business of Retail and Banking
BY CAROLYN R. BOLTON

A career politician by the name of Benjamin 
Disraeli lived in Great Britain in the 19th 
century. He was born in London, England, 
on December 21, 1804 – not coincidentally, 
for purposes of this article anyway – at 
Christmas time. Disraeli ultimately became 
Great Britain’s Prime Minister after serving 
as Leader in the House of Commons for 
some years. A forward thinker for his time, 
Disraeli is enjoyably quotable on a good 
many topics. Perhaps none is so apropo to 
healthy commerce and successful business in 
our modern times than this (understanding 
that gender specificity reflects Disraeli’s 
historical/cultural reality and not that of 
the Salem Business Journal): “The secret of 
success in life is for a man to be ready for his 
opportunity when it comes.”

Today, the most successful leaders and 
business people in the Mid-Willamette 
Valley are those who continually keep 
an eye on happenings and opportunities 
around them and consider their potential 
impacts — even those that may appear 
unremarkable or insignificant – and are 
postured to be ready at the moment an 
opportunity appears. They understand that 
sometimes seemingly small adjustments 
can make a dramatic difference in the 
future. An opportunity to save two pennies 
per transaction doesn’t seem like much, but 
if you have 500,000 transactions over the 
course of a year, you’ve saved yourself the 

tidy sum of $10,000. And that’s no small 
change.

Community Banking
The world of community banking is an 

excellent example of successes made by 
readiness in the face of opportunity. The late 
1980s and early 1990s saw rapid changes 
in banking in general. Deregulation, 
rapid advances in technology, and rising 
competitive rivalries changed both the “feel” 
and “look” of the banking environment, not 
merely for those working within the industry 
but, notably, for their customers. For the 
first time, changes in legislation permitted 

multi-branch banking to cross state lines – 
allowing previously restricted competitors 
to enter local markets. Consolidations and 
acquisitions became the preferred method 
for what was termed to be “strategic 
repositioning”. Larger banks quickly added 
multiple lines of business and hopped on the 
new “one-stop shop” bandwagon, providing 
comprehensive financial services to entice 
new customers. In this volatile competitive 
environment, the number of smaller 
community banks declined by almost one-
half across the U.S. 

Yet some 25 years after the sweeping 
changes to the banking industry began, as 
we approach a New Year – 2006 – many 
consumers undisputedly prefer doing 
business with a smaller bank. The American 
Banker/Gallup 2004 Consumer Survey 
found that nearly 30 percent of consumer 
respondents either opened or considered 
opening a new account at a small bank in 
the preceding year. 

The Central Willamette Valley is proud to 
be home to a strong community banking 
environment – several banks date back to 
the days of the Great Depression while others 
have been successfully in operation only a 
few years. Bucking the somewhat negative 
trends of the 1990s, our local community 
banks serve community members not 
merely by meeting the financial needs of 
the families and businesses of our area, but 
by taking pride in upholding traditional 
standards and providing exceptional 
service that is built on time-tested values. 
They realize that attracting new customers 
– and retaining the “old” ones – depends 
more on showing an interest in them as 
individuals then paying them one-tenth 
of one percent more in interest on their 
savings balance. We are pleased to provide 
stories about nine local community banks 
in this December 2005 edition of the Salem 
Business Journal.

The Retail Market
As we approach the 2005 Holiday Season, 

it’s not hard to see that retail trends have 
mirrored the primary transitions in the 
banking industry. Advances in technology 
have created an environment where on-line 
purchases are at an all-time high. One-stop 
shopping centers, of varying styles and sizes, 
are common. Yet it a rare breed of American 
consumer who doesn’t agree that nothing 
compares to the experience of shopping in 
person at an one-of-a-kind establishment 
that offers quality, affordable merchandise 
in a comfortable, relaxed environment. 
Many small local retailers continue to 
focus on long-standing, well-proven retail 
values. Not unlike the banking industry, 

Carolyn R. Bolton

retailers who focus on knowing their 
customers, providing unique and interesting 
merchandise, and providing truly warm 
and personalized service amidst delightful 
surroundings have an unmistakable edge. 
And their customers have an unmistakably 
positive shopping experience.

As Downtown Salem has experienced 
focused revitalization efforts in recent years, 
the blocks of our Downtown area have 
become home to many one-of-a-kind retail 
establishments. The Salem Business Journal 
will continue to present focus stories on many 
of those retailers throughout the coming New 
Year, but in this edition we are proud to focus 
on a small selection of retail establishments 
that we believe represent the “Three C’s” of 
the Mid-Willamette Valley: a focus on stable 
Commerce, a unique small-town Culture, 
and a deeply felt sense of Community.

www.SalemBusinessJournal.com

Salem Business Journal
All The News That Fits
Your Business Needs!
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Silver Falls Bank – This Isn’t Your Parent’s Big Apple Bank
BY DIXON BLEDSOE

Perhaps having 2 percent of Oregon 
City’s banking market share seems like 
pocket change, but consider this – Silver 
Falls Bank’s newest bank hit the $8 million 
deposit mark since opening just nine months 
ago, competing against the big banks. 

Headquartered in Silverton and its 
only community bank, no one should 
be surprised. Silver Falls Bank achieved 
profitability in less than four months after 
startup. It is one of the few banks in the 
United States who can back up that claim 
and appears to be wearing the yellow jersey 
as market leader in the deposit race, though 
West Coast Bank and Washington Mutual 
might argue that it’s neck and neck. 

According to Steve Way, Silver Falls Bank 
President and CEO, figures from June 2005 
put his team in the lead, with nearly $55 
million in deposits – compared to nearby 
West Coast’s Silverton branch at $53 
million, Washington Mutual’s branch with 
$45 million, and Wells Fargo at nearly $16 
million in their Safeway satellite. 

Situated in the “Coolidge & 
McClaine Bank Building”– a 
historic building on the corner 
of First and Main in downtown 
Silverton that has been a bank 
since the 1890’s – the Silver Falls 
Bank opened its doors in 2000 
and is making a strong bank 
statement: it’s for real, and it’s 
made for service. 

Says Way, “We have a service 
culture – quick responses, 
local decisions. No New York 
headquarters are going to make 
our local decisions. It all happens 
here, and often on the same day 
the customer makes the request.”

Rather than rest on its laurels, 
the bank is ready to open Silver 
Falls Mortgage, with former 
Professional Mortgage Corporation (PMC) 
loan officer Chery Larson as President, 
in the building that once housed the PMC 
office at 605 Center Street in Salem. 

Make no mistake – this local bank is full 
service, with online banking and bill paying, 
and it is made to change with the times, but 
always with a focus on the customer needs. 

“We think interest-only loans, 
popping up everywhere as lenders 
get more creative as refinancing 
transactions slow down, are 
dangerous and irresponsible. We 
want to do what’s right for our 
customers. Our reputation is what 
we have to sell,” Way confirms. 

He adds, “Some lenders have 
gotten so creative as rates go up 
that inevitably there is going to be 
a shakeup.” Laughing, he tells the 
story of having Silver Falls’ new 
mortgage subsidiary get rejected 
for a small copier lease, simply 
because it appeared to be a stand-
alone mortgage company startup. 
The mortgage company is a wholly 
owned subsidiary, so Way was able 
to get the copier by throwing the 

good name of Silver Falls Bank behind the 
lease. This is only a small example of how 
some lenders carry creativity a bit too far. 

From residential loans to larger 
commercial loans, Silver Falls may appear 
small but the service is huge. Asked what 
he and the ten member board of directors 
might do differently in looking back over 
their successful five-year old venture, Steve 
Way is quick with a chuckle and a telling 
answer – “We would have started a lot 
earlier.” Obviously no regrets. And Silver 
Falls Banks is banking on a great future.

Silver Falls Bank is online at www.
silverfallsbank.net. Silverton Branch, 217 
East Main Street, Silverton, Oregon 97381. 
Oregon City Branch, 19245 Molalla Avenue, 
Oregon City, Oregon 97045.

225 Liberty St. NE
503-363-5640

First Federal of McMinnville
A Community Bank that Walks its Talk
BY CAROLYN R. BOLTON

First Federal Savings & Loan Association 
of McMinnville – which goes simply by 
First Federal – is one of the oldest financial 
institutions in Yamhill County. Founded in 
1922, it was created by locals who wanted 
to provide their neighbors with a secure 
and locally-owned financial institution, one 
where people would actually know who they 
were banking with … a place where they 
could build their savings and borrow money 
to purchase a home. 

Today, more than 80 years later, First 
Federal has two branches in McMinnville 
and one each in Amity, Carlton, Newberg 
and Sheridan – as well as a separate Lending 
Center. This bank takes pride in limiting its 
services to the Yamhill County vicinity.

Rather than being held by stockholders, 
First Federal is what is known as a mutual 
institution. This bank is actually owned by 
all its individual depositors and borrowers.

Their Community Giving Program is a 
particular source of pride. Since 1922, First 
Federal has held to a commitment to actively 
support their local community through 
donations and sponsorships. Each and 
every year over the past eight-plus decades, 
a portion of their profits has been directed to 
nonprofit organizations in Yamhill County.

But in 1999 – on the eve of a New 
Millennium – the bank’s board of directors 
took steps to truly usher in a new age in 
their community banking presence. They 
established a formal Community Giving 
Program that tangibly demonstrates their 
ongoing commitment to the communities 
they serve. 

Since the Community Giving Program’s 
inception in 1999, First Federal has donated 
more than $950,000 to Yamhill County 
nonprofits.

There is no question that First Federal’s 
talk is embodied in their day-to-day walk. 

Their budget for fiscal year 2006 is more 
than $120,000, with 27 percent each 
going to the Customer Ballot Program and 
the Branch Managers’ Discretion Fund. 
The remainder is allocated to the Grant 
Committee for allocation, as well as to 
scholarships.

An important part of First Federal’s 
community giving – and perhaps the most 
unusual vehicle by which they allocate 
local charitable dollars – is their Customer 
Ballot Program. This program gives bank 
customers the opportunity to have a say 
in the bank’s donations by voting for their 
favorite local 501(c)3 charity.

“I oversee these programs, and it is 
very exciting,” says Barbrara Breitling, 
Community Relations Coordinator, who is 
in the process of preparing the Customer 
Ballots for January 2006 mailing. “The 
Customer Ballot Program allows our 
customers to tell us where they would like 
this portion of our charitable funds to go.” 

The nonprofit organizations appreciate 
receiving the assistance – which, unlike 
most of their funding streams, has virtually 
no strings attached.

“We call it our ‘Win-Win-Win’ program!” 
Breitling brags. And it would seem she 
definitely has something to brag about. 

First Federal’s Community Grant 

Program disburses larger donations to local 
nonprofits. A formal application process is 
in place. Those applications are reviewed 
and funds allocated quarterly through a 
four-member grant review committee that 
is comprised of President and CEO Rocky 
Wade, a member of the bank’s board of 
directors, an employee of the bank, and a 
customer. 

Past grants have been awarded for such 
things as a new canopy tent for community 
events organized by Carlton Together Cares, 
a new computer system for the local United 
Way office, a new food pantry for St. Vincent 
DePaul, equipment that screens the hearing 
of newborns for Providence Newberg 
Hospital, a copy machine for Lutheran 
Family Services, a children’s bookmobile 
for McMinnville Library, tools for Habitat 
for Humanity – the list literally goes on and 
on … and on. 

First Federal has provided financial 
assistance to programs focused on domestic 
violence prevention, fire safety, and migrant 
education. They have helped establish soup 
kitchens, funded programs that provide 
independent living skills for people with 
disabilities, and helped provided access to 
affordable housing for low-income families. 

While its first purpose is to provide 
excellent banking services to Yamhill County 
communities, First Federal truly stands 
apart in its recognition of the importance of 
volunteer contributions, its support for local 
nonprofits, and its practices that encourage 
others to give to their communities “from 
their heart and hands.”
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Mid-Valley Bank – Good Friends Providing Unmatched Service
BY DIXON BLEDSOE AND CAROLYN R. BOLTON

In 1997 – back in the hay day of  “merger 
mania” in the banking industry – a group of 
Woodburn-area businesspeople just plain got 
fed up. Disgusted with what they regarded as 
deterioration in bank services, they decided 
it was time for Woodburn to once-again have 
its own locally-owned bank. 

Stock sales for the proposed new Woodburn-

based bank was limited geographically in a 
focused effort to ensure that “community 
banking” played out literally. The result? 
Some 95% of the shareholders live in the Mid-
Willamette Valley, and – as President and 
CEO Don Judson says – “. . . the rest are our 
friends and relatives elsewhere!” All stock sold 
within 45 days of being offered to the public.

Opened in October 1998, Mid-Valley Bank 
is one of the fastest growing new banks in 
the Pacific Northwest. Its success strategy 
has been pretty simple: people give better 
service than computers.

With $100 million in assets and six 
locations, it might be hard to call Mid-
Valley Bank “small”. This community bank 

has three service facilities in Woodburn – 
including its headquarters and a convenience 
branch at Country Meadows Retirement 
Center that offers limited hours – one at 
Charbonneau, a loan center in Wilsonville, 
and its newest branch in Mt. Angel. 

But Paul Zollner, Assistant Vice President 
and Loan Officer, thinks otherwise. A home-
grown Mt. Angel native with roots to the 
pioneer family that helped settle the town, 
Zollner has just opened Mid-Valley’s newest 
branch in Mt. Angel. 

He says with a laugh, “No one can question 
my motives. This is my home, and these 
are my friends and family. It’s all about 
relationships. Big banks might say thanks 
to a customer by name after reading it on 
the deposit slip. We greet them by their first 
name and ask about the kids. That is the 
difference.”

At Mid-Valley Bank there are no answering 
machines, no phone menus to navigate, no 
bureaucracies to survive. 

“Every call is answered by a real person 
within three rings,” brags Don Judson. “At 
Mid-Valley Bank you get real people that 
live in your community and that can make 
decisions here locally, based on what is best for 
Woodburn or for Mt. Angel – not what works 
in Minnesota, or what works in California, 
and so on … and so on … and so on.”

Community banking services takes on a 
whole new meaning at Mid-Valley Bank. 
Judson encourages all employees to “do it 
when you see the opportunity.” 

What does that mean? Here’s just one 
example. 

An elderly customer was house-bound, 
having fallen and broken her leg. When 
her husband unexpectedly died, the funeral 
home required her signature before they 
could cremate his body. The process ground 
to a total halt, however, when funeral home 
staff could not bring the form to her for 
signature and she could not travel to get to 
them. Verbal authorization by telephone 
was inadequate.

Encouraged by bank management to take 
every opportunity to serve the customer, 
one Mid-Valley employee aware of this 
customer’s situation phoned simply to check 
in on her and she how she was holding up.

Upon learning of the problem with the 
funeral home, she arranged to have the 
cremation authorization form faxed to 
her attention at Mid-Valley, drove to the 
customer’s home for signature, notarized 
the form, and then delivered it to the funeral 
home herself that same afternoon. And all 
on “bank time” – with full support of bank 
management.

Mid-Valley Bank carries with it a 
philosophy that Zollner is quick to point 
out. “Major banks try to drive the market,” 
he says. “We respond to it. That philosophy 
is a huge difference. They talk; we deliver. 
We stay with our core values – good friends, 
local bank. This is our community. We are 
part of it, and it allows us to be as successful 
as we’ve been.”

West Coast Bank – Using a Philosophy that Works
BY DIXON BLEDSOE

With 52 branches, $2 billion in 
assets, and consistently in Oregon’s 
Top 100 Best Companies, West Coast 
bank is big-time with a small-town 
feel. Headquartered in Lake Oswego 
and servicing the needs of customers 
throughout Oregon and Washington, 
the bank likes to brag on its people and 
its service.

Sam Sloper, Vice President and 
Manager of the Silverton Branch says, 
“Employees count. We have people 
who have been with us for 30 years. 
And in our commercial and consumer 
loan program, our underwriters look at 
deals that might not fit but work hard 
to make those deals become reality.”  

For anyone who knows Silverton’s West 
Coast Bank (formerly Commercial Bank), 
Loretta Opsahl and Sam Sloper are the faces 
of the lender. Loretta has been the happy 
face teller in a perpetual good mood who 
has been greeting customers by name in the 
drive-through window for almost 30 years, 

and Sloper is the gentleman who graces the 
front page of the Silverton Appeal-Tribune 
several times a year, handing another big 
check to those with worthy causes. A major 
sponsor of the Mayor’s Ball (along with 
Roth’s Family Markets), West Coast Bank 
and Sam Sloper know that it’s all about 
community and giving back. 

Says the Vice President, “This is 
relationship-banking at its best, and 
reinvestment in the community. People 
trust us with their banking needs, and 
hopefully, we will get funding for their 
home, business, or what have you. 
Because we are a larger bank, we may 
or may not always have the authority 
on every big decision, but we have a lot 
of ability to make things happen at the 
local level.” 

And keeping up with big banks is no 
problem, Sloper adds.

“We have investment accounts, money 
managers, and you can move your own 
money. If you want to make changes 

on accounts and shift funds to maximize 
interest, we can set you up. We offer treasury 
management service, lock box service, and 
love to work with builders on construction 
projects. We have to stay competitive, and 
our one-stop shopping is state of the art. The 
bank’s recent Statement of Condition was 
outstanding, and stock has been over $26-
$27 per share. Brokers are now picking up our 
stocks and we’re trading on the NASDQ. So 
we can compete with the big guys but with a 
small-town feel and world-class service. Plus, 
for home loans, we have 30 to 40 appraisers 
and can specialize.” 

West Coast has a philosophy that works: 
Be active. Stay Involved. Hire great people. 
Keep great people. Stay close to the 
customer. Give back to the community. And 
be a community bank, even if you have $2 
billion in assets.

Sam Sloper, Vice President and Manager of West 
Coast Bank’s Silverton Branch, discusses busi-
ness with one of the staff.

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

Jazz Music for
all occasions

from trios
to Big Band

Ray Rom Music

The Equitable Center
Office and Retail Plaza

530 Center Street N.E.
Suite 110

Salem, Oregon 97301
Phone (503) 399-1191

Fax (503) 399-0802

Now Available:

Mezzanine - 6,655 s.f. 14 offices, huge
conference room, large built-in recep-
tion, copy room, kitchen, file storage,
private elevator & restrooms.

For floorplans and building info, click on:
www.EquitableCenter.com

CALL FOR DETAILS OR TO VIEW!
Susan Miller at 503-399-1191

Brokers Welcome
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Pioneer Trust Bank – A Spirit of Caring & Commitment to Excellence
BY CAROLYN R. BOLTON

The story of Pioneer Trust Bank dates back 
to the origins of banking in Salem. Its legacy 
is closely linked to that of U.S. Bank’s Ladd 
& Bush Branch, and it’s no coincidence 
that they’re located kitty-corner from one 
another across State and Commercial 
Streets in Downtown Salem.

After Asahel Bush’s death in 1913, his son 
A.N. Bush (who was formally Asahel Bush 
III, but opted simply for “A.N.”) took his 
place as President at Ladd and Bush Bank. By 
the early 1920s a need for local trust service 
became clear, and A.N. Bush responded in 
1924 by forming a separate trust institution 
incorporated under the name of Ladd and 
Bush Trust Company.

When the sale of Ladd and Bush Bank to 
United States National Bank of Portland 
was imminent in 1939, A.N. Bush named 
Henry Compton to represent his interests. 
Ladd and Bush Trust Company was not a 
part of that sale, and the trust company’s 
name was changed pursuant to terms of the 
sale in order to avoid confusion. Compton 
selected Pioneer Trust Company as its new 
name, and it moved from a small building 

adjacent to Ladd and Bush Bank to its 
present location at the northwest corner of 
State and Commercial Streets.

Over the years, Pioneer Trust offered a 
growing range of services, until in 1968 it 
became a full-service banking institution. 
By 1985, it became a National Bank and a 
member of the Federal Reserve System. 
Pioneer Trust Bank is closely held by about 
40 local stockholders.

Today Michael and Randy Compton – 
Henry Compton’s twin grandsons – share 
CEO responsibilities at Pioneer Trust. They 
followed in the steps of their father Stuart 
Compton, who was bank President from 
1972 until 1987, then CEO/Chairman from 
1987 until his retirement in 1991. 

Serious about its commitment to Salem, 
Pioneer Trust Bank’s Board of Directors 
created the Salem Foundation in 1930 
with the express purpose of accepting 
and distributing charitable gifts from 
individuals, families, and businesses for 
the benefit of Salem and its citizens. The 
Foundation connects donors who care to 
causes that matter. In partnership with 

donors, the Foundation supports nonprofit 
and other community organizations with 
funds for health and human services, 
affordable housing, early childhood 
development, community arts, culture, and 
other important areas of need.

Grantmaking decisions are made by a 
Distribution Committee comprised of 
five Salem area residents. One member 
is appointed by each of the following: the 
Governor of Oregon, the Mayor of Salem, the 
Chairperson of the Marion County Board of 
Commissioners, the President of the Marion 
County Bar Association, and the Board of 
Pioneer Trust Bank.

The Foundation also consists of some 30 
sub-funds established for specific charitable 
purposes. For example, The Virgil and 
Elma Kubin Fund was established in 1998 
and makes grant funding available to the 
Salem Interfaith Hospitality Network, 
the Salvation Army, St. Francis Shelter, 
St. Vincent DePaul Society, Union Gospel 
Mission, and the YWCA’s Salem Outreach 
Shelter. 

The Friends of the Pioneer Cemetary Fund 

provides care and maintenance of Salem’s 
Pioneer Cemetary. 

The Judge and Mrs. Edward O. Stadter 
Fund, established in 1986, distributes 
interest income in equal shares to the 
Boys & Girls Club of Salem, Union Gospel 
Mission, First Presbyterian Church of Salem, 
Salvation Army-Salem Corps, the YMCA of 
Salem, and the YWCA of Salem. 

The Ansel and Mary Solie Fund designates 
all income of the fund to benefit the Oregon 
School for the Blind. 

The Salem Foundation welcomes financial 
contributions from individuals, families, 
businesses, and private foundations. All 
donations are tax deductible and may be 
made in the form of cash donation, transfer 
of securities or other property, or by will, 
trust agreement or life insurance. Though 
the Foundation has been the fortunate 
recipient of numerous large donations, it 
also gratefully accepts modest gifts which 
– when combined with others of like size, 
aid in the creation of an overall fund which 
can be directed to needs which genuinely 
benefit the community.

for the Oregon Commission on Children and 
Families and the Oregon Youth Authority 
are in the Equitable Center, as are federal 
government offices for the USDA/APHIS, 
CMS, USDA-FSIS, U.S. Probation, Social 
Security/OHA, and the Federal Highway 
Administration.

“We wanted variety in the plaza, and we’ve 
got a good mix,” Miller said. Enthusiasm 
resonates when she and Dana Beebe, 
Maintenance Manager, talk about their 
connection with The Equitable Center.

The property is enclosed north and south 
between Center and Chemeketa streets and 
east and west between High Street and an 
alleyway behind the Center. 

The Equitable Center is very active in the 
popular “First Wednesday” event that takes 
place in downtown Salem during June, July 
and August. “It’s good for the downtown 
merchants and restaurant owners because 
it helps people realize what is offered in the 
downtown area,” remarked Miller.

Miller is an undisguised history buff. 
Although she has been with The Equitable 
Center for only three years, she can talk 
at length about its historical heritage. She 
shuffled through copies of old photographs 
and literature as she explained its history.

She said the original occupant of the future 
home of The Equitable Center was a Christian 
church known as ‘The Little Brick Church’ 
which was built in 1867. The building was 
erected on the corner of Center and North 
High streets. The lot cost $600 and the church 
cost $4,000 according to county records.

The history of the site evolved through 
church and Victorian homes to automotive 
dealerships to Salem Realty Corporation. In 
1974 the site was acquired and The Equitable 
Center was built.

Last year during an expansion project on 
the seventh floor (which presently houses 
Hilgemann’s office) etchings in the flooring 
revealed where restaurant booths once sat.

Picture this: It’s the late 1970s. John 
Travolta, Saturday Night Fever and disco 
were all the rage. Here in Salem, 20-
somethings enjoyed night clubbing under a 
spinning silver ball on the top floor of The 
Equitable Center at a restaurant-ballroom 
called The Loft.

“It was a discotheque,” Miller said. “A lot of 
people remember having really good times 
there. The seventh floor has a spectacular 
view.” Besides disco, The Loft is rumored 
to have been the site of wedding receptions, 
proms and special business luncheons.

(c0ntinued from page 1)

The Equitable Center Turning 30 Years Old
Even though its reign was short-lived, The 

Loft is still the most asked-about Equitable 
resident. With nagging curiosity, people 
sometimes call Miller with the venue’s name 
on the tip of their tongue. She tells them they 
must be talking about “The Loft,” and with 
nostalgia they say, ‘Oh yeah.’ “They laugh 
and joke about what good times they had,” 
she said. “People remember really happy 
times, celebratory times.”

Building maintenance manager Dana Beebe 
was 18 years old when he was first employed 
by The Equitable Center. He has been 
responsible for building maintenance for 26 
years, and shares Miller’s enthusiasm for the 
history and care of the building and plaza.

The tenants will soon be treated to the 
yearly tradition of a “Holiday Celebration,” a 
mixer for tenants, replete with refreshments, 
a harp player and gifts.

to do business with organizations that value 
honesty and integrity – not merely because 
the law requires it, but because it is the right 
thing to do. 

Their focus today is driven by relationships, 
not by transactions.

“Giving back to the community is 
a core value that is critical to our 
existence,” Carey explains. U.S. Bank 
gives back to Salem through foundation 
giving, sponsorships, and personal 
involvement. Carey himself if president 
of the Board of Family Building Blocks, 
as well as President-Elect for the Salem 
Area Chamber of Commerce. He will 
be Chamber President in 2006. Bank 
employees are active in the Salem 
Chamber of Commerce, Habitat for 
Humanity, SEDCOR, the Keizer Chamber, 
Boys and Girls Club, and more.

“My favorite U.S. Bank ad sums up what 
we’re all about in three simple words 
– Community, Country, and You,” Carey 
concludes.

United States – with assets of $207 billion. 
U.S. Bancorp operates 2,396 banking offices 
and 4,986 ATMs in 24 states across the U.S., 
providing a full line of banking, brokerage, 
insurance, investment, mortgage, trust and 
payment services products to consumers, 
businesses and institutions. 

Although it now sits in the shadow of a 
much larger parent company presence, the 
Ladd & Bush Branch of U.S. Bank has spent 
the past four years focused on returning to 
the community tenets that first established 
its success over the first century of its 
existence. The Ladd & Bush Branch is 
locally held, practices local decision-
making, has local lender authority, and 
has resumed the practice of giving back 
to the community. It essentially runs as 
a local entity within a larger corporation, 
allowing it to effectively compete with local 
community banks. 

U.S. Bank is proud of its renewed reputation, 
one that is anchored in a commitment to 
community. They believe the public prefers 

(c0ntinued from page 1)

U.S. Bank

Have a
Merry Cherry

Christmas!
tel 503.391.6251 - www.JambaJuice.com

JAMBA JUICE COMPANY

2910 Commercial SE

Salem, OR 97302



December 2005 Salem Business Journal Page 9

Finance and Retail Special Section

KEVIN T. LAFKY
Attorney at Law

LAFKY & LAFKY 429 Court Street NE
(503) 585-2450 Salem, OR 97301
FAX (503) 585-0205 email: lafkylaw@cyberis.net

Willamette Valley Bank – “Our Brand is Our People”
BY CAROLYN R. BOLTON

Halloween 2005 marked the fifth birthday 
of Willamette Valley Bank. With Salem 
headquarters located in the Historic 
Masonic Building on the corner of High 
and State Streets in Downtown Salem and 
a branch office in Albany, this community 
bank has experienced five years of steady 
growth through a careful approach focused 
on growing its core businesses.

“With local ownership, local decision-
making, and personalized services, we offer 
an excellent alternative to large financial 
institutions,” says President and CEO Neil 
Grossnicklaus.

Willamette Valley Bank has been so 
successful in such a short time, as a matter 
of fact, that its second stock offering was 
made public on October 1st.

Grossnicklaus cites several core tenets 
that have created Willamette Valley Bank’s 
rapid success. They focus on performing 
traditional functions well, rather than 
attempting to emulate all aspects of the larger 
banks. They have pursued a niche strategy, 
focusing primarily on serving professionals, 
small and medium-sized businesses, and 
individuals located in their principal market 
area of Salem, Albany, and the surrounding 
vicinities in Marion, Polk, Benton and Linn 
Counties. They intentionally located in a 
market that is growing, with a vibrancy in 
the local economy. 

“And,” Grossnicklaus goes on to point out, 
“we made sure that the board of directors – 
who, not by mere coincidence, were also the 
bank’s founders – have extensive business 
ties in the local community. The initial 
success of any bank will depend largely on 
this group’s ability to bring business to the 
bank.”

The members of Willamette Valley Bank’s 
Board of Directors have been with it since 
its inception:

Dr. Cort Garrison is a member and 
partner of the Physician’s Building Group, 
where he practices endocrinology. Garrison 
is Chairman of the Board for Willamette 
Valley Bank. 

Jay Compton, an Oregon State graduate, 
is President and co-owner of River Bend 
Sand & Gravel, Salem Road & Driveway 
Co., Valley Concrete and Gravel Company, 
and Staats Corporation, and is a member of 
Willamette Development Company.

Matthew Fitzmaurice is President 
and co-owner of Kitzmaurice Fertilizer, an 
agricultural and landscape supply business 
with facilities in Sublimity and Salem. He is 
also an OSU grad. 

Neil Grossnicklaus is President and 
CEO of Willamette Valley Bank and helped 
found Oregon State Bank in Corvallis. He 
has been in the banking industry since 
1978.

Carl Harbaugh is owner and president 
of South Town Glass in Salem, which he 
founded in 1980. 

Edgar Martin is the retired President 
and CEO of Willamette Valley Bank and 
worked in the banking industry throughout 

his career. He served as President and CEO 
of Commercial Bank of Salem, and President 
and COO of Independent Financial Network, 
a bank holding company located in Coos 
Bay. 

John McGrath is owner and President 
of McGrath’s Fish House, which has 17 
restaurants located in six states. 

Joseph Minniti is a CPA and owns and 
operates Minniti & Company, P.C., a public 
accounting firm located in Salem. Minniti is 
a graduate of University of Oregon.

George Patterson is President of Action 
Marketing, LLC, an automotive aftermarket 
sales and training and automotive facility 
design and construction company. 

Bradley Pence is President of Keith 
Brown Building Materials and bring broad 
experience in the construction business 
and related industries, as well as real 
estate development. Pence was the general 
partner in the development of Creekside 
Golf Course and its surrounding 200-acre 
housing development.

Stewart Stone is a real estate broker 
and developer with Prudential Real 
Estate Professionals. Stone has developed 
shopping centers, a mobile home park, and 
residential subdivisions in Salem, Albany 
and Redmond. 

Douglas Zielinski is owner and operator 
of Alpha Nursery, a wholesale nursery 

operation. A graduate of OSU, Zielinski’s 
experience includes the development of 
Z-Pack West – an onion processing plant 
– and Oregon Seed Cleaning, a grass seed 
cleaning plant.

“Why does Willamette Valley Bank exist?” 
Grossnicklaus reflects. 

“To provide a unique personalized solution 
to our customers’ financial needs. That’s the 
simple truth. We have hundreds of clients 
rather than thousands, and we actually 
know each of them. Every service we provide 
is driven on relationship. We offer a friendly 
ear and take time to thoughtfully determine 
what will work best for each unique situation 
presented by our customers.”

Founded in 1991 by banker Pete Vrontakis, 
Bank of Salem has grown to hold assets 
totaling approximately $150 million and 
is devoted to construction and commercial 
real estate lending for the booming local 
economy. With three offices located in Salem 
(Bank of Salem), Tigard (Bank of Tigard), 
and Portland (Bank of Portland), this Bank 
offers a focused range of banking products 
and services that centralize around lending 
large sums of money.

Jon Johnson, President and CEO of Bank 
of Salem, reveals part of the bank’s secret 
to success. “Outsourcing is a key part of our 
strategy and has allowed us to enjoy strong 
asset growth and profitability while focusing 
on our core business – commercial real 
estate and construction loans. We run about 
$6 million in assets per employee. This is an 
outstanding ratio, and something we could 
never achieve with all in-house systems.”

Johnson explains the process: “We set 
up a line of credit with Bank of the West, 
determined what services we needed with 
them, and signed a standard agreement. Now 
everything clears through Fiserv Clearing 
Network and settles with Bank of the West. 
It has caused some minor changes to our 
back office in terms of who to call and so 
forth, but overall it was very straightforward 
and totally invisible to our customers.”

And this outsourcing arrangement serves 
Bank of Salem customers well. Since 
adopting the Fiserv Clearing Network in 
October 2004, Bank of Salem has seen a 25 
percent reduction in their costs for clearing 
and settlement. Funds availability better 
than before and now their Fed charges are 
very minimal. 

“Long term, we are looking for even more 
costs savings and better availability, as 
image exchange becomes a reality. We are 
pleased with the savings today in our paper-
based processing, and image exchange can 
only enhance that on both the forward and 
return side,” explains Johnson. 

Image exchange softwares are designed to 
ultimately enable banks to truncate checks 

entirely, exchanging only images. This 
significantly reduces a bank’s operations and 
transportation costs, their need for physical 
operations centers, and their exposure to 
payments fraud. At the same time, image 
exchange enables banks to develop and offer new 
products that meet consumer and commercial 
customer demand for payment information.

Johnson has only praise for the partnership 
with FCN. “Fiserv has a complete and 
integrated solution for us. I know we can 
grow as much as we want to, and never 
outgrow Fiserv. As an added bonus, the 
regulators feel very comfortable with Fiserv. 
All the audit controls that are required are 
in place at Fiserv, so it is one less thing to 
worry about.”

Booming business for Bank of Salem can 
translate into generosity toward its investors. 

In one recent 18-month window recently, 
three separate special cash dispensations 
were awarded to shareholders. “I just wish 
I had bought more stock,” laughs investor 
Blanche Conat.

They are also generous to the community, 
acting as sponsors for such events as World 
Beat of Salem and Salem Art Fair & Festival. 

“Typically, more assets in a bank means 
more work, but our philosophy is different,” 
Johnson says. Bank of Salem focuses 
primarily on construction and commercial 
real estate lending. They have no ATM 
machines, no bank credit cards, no web 
page, no traditional bank-teller windows. 
That means they can streamline staff. 

“As long as we’re successful in what we’re 
doing, we’ll just stay the course,” Johnson 
said.

Bank of Salem –
Making the Most of Technology & Outsourcing

LEDOUX’S AUTO SERVICE

• We Treat Every Car Like It’s
Our Very Own

• We Work On All Domestics,
Light Trucks, Imports & SUV’s

Cares about your cars!

We Understand That You Are Busy...
We cater to the busy professional household - Mention you read this ad for a free gift!

LEDOUX’S AUTO SERVICE
1455 20TH STREET SE • SALEM, OR 97302

Conveniently located near Mission & 20th.
Just down the street from the Prudential
Real Estate Building. 503-399-9496
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Veterans Day finds all post offices, public 
offices and banks closed. Well … almost 
all. On November 11, 2005 – the federally 
observed Veterans Day holiday – Willamette 
Community Bank in Albany had its doors 
open and customers in the lobby from 9 to 
1 o’clock. Why? Because Albany’s Veterans 
Day Parade passes mere feet from the bank’s 
front doors on Fifth Avenue, and because 
November in Oregon usually translates 
into weather marked by rain and cold. So 
President and CEO Dallas Enger serves free 
coffee, cider, hot chocolate, and donuts to 
parade goers wishing to warm up for a spell.

That’s the way it’s been every Veterans Day 
since Willamette Community Bank opened 
its Albany branch in May 2003. That first 
year, Enger decided he would open the 
lobby himself since his staff had the day off 
– but he extended the offer to anyone on 
staff who wanted to volunteer to come join 
him. Imagine his surprise when every single 
one of his staff members appeared at the 
bank that holiday morning.

Each year since then, Enger has extended 
his staff the opportunity to volunteer at 

the bank on Veterans Day morning. Each 
year, the bank is fully staffed. It seem’s silly 
to have all bank staff on site and yet not 
conduct business. So by the second Veterans 
Day, Willamette Community Bank is Albany 
was open to the public for regular banking 
business from 9 to 1, in addition to serving 
hot beverages and donuts. This year the 
traditional 100 percent employee volunteer 
tally was diminished slightly – one bank 
employee was vacationing in Mexico.

“It’s a great story, but it’s also a great 
example of how we stand apart from all 
other banks,” says Enger. 

“We have a free deposit pick-up business 
for small businesses,” Enger smiles. “We 
know that small business owners can’t just 
close their doors to get deposits to the bank 
before closing time. So we have a bank 
employee who drives around and picks up 
deposits from our small business clients 
– for free. What’s more, we guarantee 
that the deposit will be posted that same 
afternoon.” 

Although the Willamette Community Bank 
name is somewhat new, area customers 

already knew many of the folks at this bank 
when it opened its doors. Bank founders 
brought together some of the most respected 
names in the Willamette Valley to create 
a truly local bank that helps customers 
attain both personal and professional 
goals. A majority of the staff at Willamette 
Community Bank has worked together in 
the banking industry for 20-25 years.

“We may be a new bank, but we’re an old 
group,” Enger confides.

Local community banking is important 
in practice as well as philosophy, so the 
employees of Willamette Community Bank 
live and work right in their own community. 
They provide fast local approvals, services 
tailored to individual customer’s personal 
and business needs, and personalized 
customer attention.

“Part of that personalized customer 
attention is how we deal with customers 
on the phone,” Enger explains. “A human 
being always answers the phone. We are 
never going to have an automated telephone 
system.” And same day call back’s are a 
Willamette Community Bank requirement. 

Willamette Community Bank – The Heart of Local Banking
BY CAROLYN R. BOLTON

The vast majority of the bank’s 248 
stockholders are local. The composition of 
the bank’s 12-member board of directors 
also mirrors that core local banking ethic 
– hailing from Corvallis, Halsey, Lebanon, 
Scio and Jefferson, in addition to Albany. 

Today Willamette Community Bank stock 
is up 50 percent from when it opened a mere 
30 months ago. More than 60 are wait-listed 
to purchase more when becomes available. 
Nevertheless, Willamette Community Bank 
doesn’t anticipate a second offering for the 
foreseeable future. 

Community service is central value to 
Willamette Community Bank as well. Last 
summer, the bank partnered with the local 
Kiwanis Club in a program called “Paint 
Your Heart Out”. The bank bought paint 
and supplies, then gathered a crew of 20 
stockholders, customers and staff and spent 
two consecutive Saturdays repainting the 
exterior of the home of a woman in her 80s.

 “We’re fundamentally in the customer 
service business,” Enger point outs. “It’s 
just that we happen to be selling bank 
products.”

Bank Headquarters Address Telephone Senior Executives Charter Year Deposits Branches Employees WORLDWIDE website
     In Oregon In Oregon In Oregon $ Deposits / # Branches 

U.S. Bank 111 S.W. Fifth Ave.  800.US.BANKS Ralph S. (Mike) Michael, 1863 $91.1B 191 4,668 $112.3B / 2,370 www.usbank.com
 Portland 97204  Tina Foster, Malia Wasson      

Washington Mutual 851 S.W. Sixth Ave., Ste. 230  503.231.3024 Kenneth L. Leander 1889 $6.2B 116 1,200 $22.8B / 1,600 www.wamu.com
 Portland 97204        

Wells Fargo 1300 S.W. Fifth Ave.  503.886.3340 Alan Johnson 1852 $5.2B 143 3,075 $274B / 3,075 www.wellsfargo.com
 Portland 97201        

Bank of America 121 S.W. Morrison St., Ste. 1700 503.275.1429 Roger Hinshaw 1904 $4.5B 98 1,640 $618.6B / 5,885 www.bankofamerica.com
 Portland 97204         

KeyBank 1211 S.W. Fifth Ave., Ste. 300 503.790.7500 Wesley W. Lawrence 1849 $2.8B 66 680 $48.2B / 903 www.key.com
 Portland 97204         

Umpqua Bank 445 S.E. Main 541.440.3961 Raymond P. Davis 1953 $2.7B 65 995 $3.8B / 92 www.umpquabank.com
 Roseburg 97470   Dave Edson, Dan Sullivan      

West Coast Bank 5335 Meadows Rd., Ste. 201 800.895.3345 Robert Sznewajs 1925 $1.3B 45 557 $1.5B / 52 www.wcb.com
 Lake Oswego 97035   Anders Giltvedt      

Sterling Savings Bank 9755 S.W. Barnes Rd., Ste.105  503.291.4437 Malcolm Mathes 1983 $1.2B 60 552 $3.9B / 136 www.sterlingsavingsbank.com
 Portland 97225        

Bank of the Cascades P.O. Box 369  541.385.6205 Patricia L. Moss 1976 841.4M 21 320 $851.4M / 21 www.botc.com
 Bend 97709  Mike J. Delvin      

Washington Federal Savings 14990 S.W. Bangy Rd.  503.620.3241 Peggy Hobin 1917 $796.40  26 142 $4.5B / 119 www.washingtonfederal.com
 Lake Oswego 97035        

Bank of the West 401 S.W. Fifth Ave.  503.225.1744 Bill Williamson 1996 $581.1M 30 337 $26.8B / 357 www.bankofthewest.com
 Portland 97204        

Columbia River Bank P.O. Box 1050 541.298.6649 Roger Christensen 1977 $465.9M 18 271 $549.0M / 21 www.columbiariverbank.com
 The Dalles 97058   Greg Spear      

First Federal Savings & Loan P.O. Box 239 503.472.6171 Marshall Wade 1922 $235.7M 6 88 Yamhill County only www.firstfedmcm.com
 McMinnville 97128         

Citizens Bank P.O. Box 30  541.752.5161 William V. Humphreys Sr. 1957 $235.5m 10 137 $235.5m / 10 www.citizensbank.com
 Corvallis 97339  Lark Wysham      

Pioneer Trust Bank 109 Commercial St. N.E. 503.363.3136 S. Randolph Compton 1924 $185.7M 2 68 Salem only www.pioneertrustbank.com
 Salem 97302   John L. Willburn      

Bank of Salem P.O. Box 847 503.585.5290 Jon Johnson 1991 $121.8M 3 23 Salem only 
 Salem 97308   Larry Johnson      

HomeStreet Bank 1618 S.W. First Ave.  503.827.7991 Scott Faunt, 1921 $94.7M 4 75 $1.1B / 19 www.homestreet.com
 Portland 97201  Kyle M. Roaf, Susan Carlson      

American Pacific Bank 315 S.W. Fifth Ave., Ste. 201  503.221.5801 David T. Chen 1979 $86.8M 3 33 $86.6M / 33 www.apbank.com
 Portland 97204-1753  Richard Y. Cheong      

Mid-Valley Bank P.O. Box 583  503.981.0100 Donald R. Judson 1998 $70.2M 3 36 Woodburn, Mt. Angel, www.mvboregon.com
 Woodburn 97071  Tim Benfield     & Charbonneau only 

Willamette Valley Bank 101 High St. N.E. 503.485.2222 Neil Grossnicklaus 2000 $47.9M 2 25 Salem & Albany only www.wvbk.com
 Salem 97301   Gary Van Antwerp      

Silver Falls Bank P.O. Box 99  503.874.8808 Stephen M. Way 2000 $47.6M 1 11 Silverton only www.silverfallsbank.com
 Silverton 97381        

Willamette Community Bank 333 Lyon St. S.E.  541.926.9000 Dallas H. Enger, Keith 2003 $13.6M 1 25 Albany only http://www.wcbalbany.com
 Albany 97321  Lockhoven, Barb Marquis      

Mid-Willamette Valley Banks
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Celebrating the Holidays by Buying in Salem
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DOWNTOWN

FITNESS

CENTER
Lindsey Peoples - Marketing/Memberships/Personal Trainer

420 Mill St. SE Salem, Oregon 97301
503-991-0448 • 503-391-7383

Limited Memberships
Personal Training and Yoga
Nutrition and Weight Loss

Open 24hrs a day...
...7 days a week!!

Private Key Card Access
Sport's Specific Training

Supplement Products

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 profes-
sional organizations. Whatever your need in the communication, PR or mediation fields, Carolyn 
Bolton & Associates can help. 

�� marketing campaign management  � media relations—radio, TV, newspaper 
�� event organizing and promotion  � research, writing and editing services 
�� promotional video design and direction � tailored trainings delivered on site�
�� logo and brand identity creation  � public engagement processes 
�� design of promotional materials  � appropriate conflict resolution 
    � annual reports & other key publications � large group facilitation 
    � newsletter design and editing  � workplace conflict intervention 
    � government relations strategies  � legislative assistance and bill tracking 
    � teambuilding retreats for any group � board strategic planning sessions 
    � speech writing services   � discovering and writing your “story” 

Carolyn Bolton & Associates   � 1859 Skyline Court S. � Salem, OR 97306 
503.391.1922      carolynboltonassociates@earthlink.net

CAROLYN BOLTON 
& ASSOCIATES 

Public Relations �     Communication     �     Mediation

As we head into the holiday season, many 
things are on our minds – from family 
to friends to shopping for gifts or eating 
those great meals that are so traditional. 
The infl uence of our actions is probably felt 
stronger by our retail business community 
this time of year more than any other time. 
The sales made in the last six weeks of each 
year can make the difference between an 
annual profi t or a loss. 

Many local residents love to buy from 
retailers that are not available locally. 
I understand the allure of these special 
offerings; however, I often wonder what 

would happen if just for one holiday season, 
everyone chose to make the bulk of their 
holiday purchases at local establishments. 
Would it create more jobs? Would there be 
expansions of existing stores? Would those 
“other stores” decide they needed to come 
to Salem to capture the share of the market 
that lives right here? 

There has been tremendous effort over the 
last three years to retain existing jobs and 
attract new companies to Salem … even as 
we experienced some unexpected losses. 
The statistics show we are actually making 
progress. Unemployment rates are lower, 

and there are potentially more exciting 
announcements coming as a result of the 
work being done currently. But the real key 
in the retail business is keeping our locally 
earned dollars right here, to be spent in our 
local stores. 

Even though I have lived here over 49 
years, not a week goes by that I don’t fi nd 
out about a new small business that carries 
unique products, places like 10,000 Villages 
or Loose Ends. We are fortunate to have the 
presence of larger retail chains right here as 
well – such as Nordstrom, Macy’s, and the 
new T. J. Maxx.

When these stores are successful, guess 
what they do? Successful local retailers 
create jobs, contribute to our local social 
service agencies, sponsor school functions, 

and donate to local events. They take the 
profi t from your purchases to hire your 
family member or your friend or neighbor, 
and in this way they give back to the 
community. This is an invaluable benefi t of 
supporting our local retail sector. 

Let’s see what we can do to really make an 
impact during the 2005 holiday season. Let’s 
keep our dollars right here in Salem and 
give our retail establishments not merely 
our support, but a well-deserved boost.

I hope everyone has a lovely holiday 
season.

Nor’Webster Digital Imaging

www.NorWebster.com • imaging@norwebster.com

Scientific & Technical Visualization • Video Production & Editing
Digital Time-Lapse Video • Digital Animation • Graphic Design

Serving the Science & Technical Community Since 2001

IMAGING
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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

THE TOBACCO POUCH
1599 EDGEWATER NW

SALEM, OREGON
503-588-8060

IMPORTED AND DOMESTIC CIGARS • HONEYWOOD WINE

Off the Shelf: Business Plan Books & Resources
BY BETSY ROMEO, SALEM PUBLIC LIBRARY REFERENCE LIBRARIAN

A great business idea, backed by thorough 
research and a well-written business plan, 
can help you secure funding from investors 
or lenders. The process of writing your 
business plan can also clarify your thinking 
and reveal problems before they arise. 
Whether you are a potential entrepreneur 
or an experienced business owner, the 
following books and resources will help you 
put your best foot forward.

How to Write a Business Plan by Mike 
McKeever – A highly-respected self-help 
law and business publisher, author Mike 
McKeever offers step-by-step guidance 
and sage advice on all aspects of preparing 
a business plan. Special features include 
sample forms and a CD-ROM of spreadsheet 
templates and sample business plans. The 
author provides positive advice with an 

emphasis on preparation and anticipating 
pitfalls.

The Perfect Business Plan Made Simple 
by William Lasher – Lasher provides a 
thorough guide to writing business plans, 
both simple and complex. His emphasis on 
strategic thinking teaches you to increase 
your credibility and view your business 
plan critically through the eyes of potential 
investors and loan officers. Special features 
include sections on e-commerce, franchises, 
and buying an existing business.

Real Business Plans & Marketing Tools: 
Including Samples to Use in Starting, 
Growing, Marketing, and Selling Your 

Business, edited by Anne McKinney – Do 
you work best from real-life examples? Do 
you know what you want to say in your 
business plan, but need help saying it? Try 
this collection of 17 varied business plans 
that were actually funded. Also included 
are samples of marketing letters, financial 
statements, and business valuations. This is 
a good book to scan if you are short on time.

Interested in any of these books? Stop by 
the library, call us at 503-588-6052, or check 
availability online at www.salemlibrary.org.

Assistance with business plans is also 
available from the Chemeketa Community 
College Small Business Development 
Center at 503-399-5088 or www.BizCenter.
org, or from SCORE (Service Corps of Retire 
Executives) at 503-370-2896 or www.open.
org/~score460.

Oregon Agriculture is Home for the Holidays
BY KATY COBA, DIRECTOR, OREGON DEPARTMENT OF AGRICULTURE

It just isn’t the holidays without Oregon 
agriculture – or, as I prefer to think about 
it, the holiday season without Oregon 
agriculture is like watching a color movie 
on a black and white TV. The traditional 
colors, fragrances, and flavors we all enjoy 
in December just wouldn’t be the same. 
‘Tis the season to highlight the many ways 
the state’s four billion dollar agriculture 
industry contributes to the holidays.

With so many specialty crops produced in 
Oregon, it should come as no surprise that a 
number of the state’s 225 or so commodities 
fit into this season’s greetings. Many of the 
icons of the holiday season can be connected 

to Oregon. Christmas trees, holly, Christmas 
greenery, poinsettias, reindeer, peppermint 
candy canes, and even that great traditional 
holiday gift of food – the fruitcake – all owe 
a great deal to Oregon producers.

Oregon remains number one in the nation 
in the production of Christmas trees with 
nearly seven million trees sold each year. 
Oregon Christmas trees are found in homes 
and offices in virtually all U.S. states and 
a number of foreign countries. Holly from 
both Oregon and Washington dominate 
the supply found throughout the U.S. and 
the world. Along with Christmas trees and 
holly, Christmas greenery is an industry in 

itself as Oregon-made wreaths, door swags, 
and garlands find their way into the homes 
of Americans nationwide. Ask any florist 
where most of their greenery originated and 
they will give you the answer – Oregon.

Another popular seasonal plant has 
roots planted firmly in Oregon. Poinsettia 
production in Oregon has grown in recent 
years. The red-leafed holiday plants have 
been nurtured by greenhouse growers 
since the summer and are now showing up 
in high numbers at retail outlets virtually 
everywhere. Other states grow plenty of 
poinsettias, but Oregon produces enough to 
satisfy nearly all of the local demand. 

The holidays wouldn’t taste as good either 
without Oregon agriculture. Oregon is one 
of the nation’s top producers of peppermint. 
All those candy canes hanging on trees this 
time of year that probably owe their taste 
to Oregon, which produces more than two 
million pounds of peppermint each year. 

Love ‘em or hate ‘em, those holiday 
fruitcakes owe much to Oregon. A lot of the 
candied cherries and other fruits that go into 
the traditional fruitcake are from Oregon. 
Cranberries from the southern Oregon 
coast as well as pears from Jackson and 
Hood River counties are also popular fruits 
this time of year – either in gift baskets or as 
ingredients in other holiday foods.

Of course, the state nut – the hazelnut 
– is going into nut bowls around the U.S. 
Oregon grows more than 99 percent of the 
domestic crop of hazelnuts, which are used 
as ingredients in other kinds of products as 
well.

There is one more Christmas icon that 
has an Oregon connection. Where would 
Santa Claus be without his reindeer? Two 
miles west of Redmond in central Oregon 
is the largest herd of domesticated reindeer 
in the United States. Known as Operation 
Santa Claus, this Christmas-theme working 
reindeer park provides plenty of Blitzen-like 
animals that actually travel the nation this 
time of year allowing kids a chance to see 
the holiday livestock, usually in a shopping 
mall setting as part of a promotional event. 

Oregon can’t take all the credit, but there 
is no doubt that the holiday season would 
be a bit more brown and bland if not for the 
agricultural items and food products that 
originate in the Beaver State.
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Sec of State Bill Bradbury

Happy and Healthy Families and Employees
It’s the holiday season, and we’re all 

feeling a little happier, a little more 
generous, and little more collegial towards 
our communities.  This holiday cheer is a 
wonderful feeling, and one that we strive 
to spread to friends and neighbors, but it 
is completely unnecessary in the eyes of 
the law.  So for those fi lled with joy and 
those fi lled with humbug alike, we offer the 
following resources to keep families and 
employees happy and healthy through the 
holidays and the rest of their years.

The Bureau of Labor and Industries 
(BOLI) Technical Assistance for Employers 
Program provides information on wage 
and hour laws, employment of minors, 
family leave, and civil rights laws, including 
the state disability law. For questions 
in these areas, contact: Bureau of Labor 
and Industries, Technical Assistance for 

Employers Program, 800 NE Oregon #32, 
Portland, OR 97232, 503-731-4200 ext. 4.

Employers can also fi nd answers and print 
forms and applications at BOLI’s website: 
http://www.boli.state.or.us. The Technical 
Assistance section includes information 
about BOLI seminars, publications, laws 
and regulations, and answers the most often 
asked questions.

BOLI also offers employers comprehensive 
management training. The bureau has a 
monthly calendar of scheduled seminars 
or employers can contract with the bureau 
for customized management training at 
their work sites. Topics include: Effective 
Supervision; Wage and Hour Laws; Oregon 
and Federal Leave Laws; Workplace 
Harassment; Recordkeeping Requirements; 
Payroll Issues; Legal Hiring Practices; Policy 
Writing; and Documentation, Discipline and 

Discharge. There are fees for the seminars 
and consulting services.

When hiring new employees, remember 
that all Oregon employers are required to 
report new and rehired employees to the 
Department of Justice, Division of Child 
Support, within twenty days of hire. This 
information is used to match employment for 
non-custodial parents, with a child support 
case, nation wide. It is also a tool for fraud 
in welfare cares, workers’ compensation 
cases and unemployment benefi ts.

Employers reporting this information 
help children and families have better 
opportunities for their future. They are 

also saving employer tax dollars, assisting 
with fraud prevention on other public 
services and reducing paper work when a 
withholding order can be issued in a timely 
manner.

For information on new employee child 
support reporting, contact:  Department 
of Justice, Employer New Hire Reporting 
Program, 1495 Edgewater Street NW, 
Salem, OR 97304, phone: 503-378-2868, 
fax: 503-378-2863 or 877-877-7415. E-mail: 
employer.reports@doj.state.or.us, and 
– fi nally – their web page is at http://www.
dcs.state.or.us/employers/default.htm .

As always, if you have any questions about 
how to start or maintain your successful 
business, visit us at 255 Capitol St. NE, Suite 
151, by phone at (503) 986-2200, or on the 
web at www.FilingInOregon.com.  

Have a wonderful holiday season!

From watches and traditional wedding 
bands to family heirlooms – and now even 
to “bling” – Jackson Jewelers has been 
serving greater Salem for more than 60 
years. Started by Holly Jackson in 1944, the 
business now is in the hands of his sons, 
Phil, who started working with his father in 
1963, and Ralph, who joined the other two 
in 1972.

While the brothers see steady business 
throughout the year, they earn about a 
quarter of their income during the holiday 
season.

“We’re working seven days a week from 
Thanksgiving to Christmas,” says younger 
brother Ralph.

Still, says Phil, “we get good, substantial 
business throughout the year. Weddings are 
spread out throughout the year. It’s partially 
related to church calendar.”

“People often get engaged to marry at 
Christmas,” said Ralph. That holiday is 
shortly followed by Valentine’s Day, he 
noted.

Holly Jackson started as a watchmaker 
with Pomeroy & Keene in their store on 
State Street. But he was a very dynamic 
personality, his sons say, and people wanted 
to buy other jewelry from him, too. Even as 
he was locating the business at its current 
location, at 225 Liberty Street NE, he 
abandoned one design for a sign in favor of 
the distinctive clock now well known in front 
of their business. Watches — all Swiss-made 
— remain an important part of the Jackson 
Jeweler’s business and they ticked off several 
of the brand names they carry: Tissot, Swiss 
Army, Syna, Omega, Rolex and Tag Hauser 
(the latter endorsed by golfi ng standout Tiger 
Woods, NASCAR driver Jeff Gordon and 
tennis phenom Maria Sarapova). Of more 
immediate concern to Oregon shoppers, 
Jackson Jewelers has two certifi ed Rolex 
watchmakers on the premises, both second-
generation watchmakers. Only 25 percent 
of Rolex dealers have watchmakers on site; 
Jackson Jewelers is one of those.

“We’ve continually grown over the 30 years 

Phil and I have been running the business,” 
Ralph said. “And, we’ve grown with the city 
and undertook a major remodeling of the 
building in 1980 and 1993.”

The brothers and businessmen are devoted 
to downtown, saying that core area has been 
designed as a center of commerce, and they 
want it to be strong.

“People can park and walk to complete 
their business,” Phil said. 

The Jackson brothers own the building on 
the corner of Liberty and Court streets NE 
that their business is in. A Starbucks coffee 
shop is located in the corner retail space and 
they have a business and a state agency as 
tenants in the recently-remodeled and nicely-
appointed offi ce space on the second story.

“We think the housing downtown is going 
to be a nice addition,” Ralph added. The two 
say that the town recognized how distinctive 
their iconic clock was when it designed the 
streetscape in the block just north of the 
Liberty-Court intersection.

Both brothers graduated South Salem 
High School and attended the Gemological 
Institute located in Los Angeles. Phil takes 
part of his leisure riding his Harley-Davidson 
Road King motorcycle with family and 
friends. Ralph joins him on Harley’s V-Rod.

But, fi ne jewelry is what their business is 
about and diamonds are most abundant 
in South Africa and that’s where jewelers 
must to go to get the best deals for their 
customers. Back in 1996, Ralph and Phil 
were among seven jewelers from the United 
States to descend 3,000 feet, more than half 
a mile, into a South African diamond mine. 
They saw how the gems are mined, sorted 
and cut. And, Ralph came home with a 
quantity of the stones.

They sold quickly, by word of mouth, Ralph 
said. He marketed them as coming “straight 
from South African diamond mines.” They 
continue to buy their diamonds from contacts 
made on that trip, giving their customers a 
better deal than a certain Portland jeweler, 
who buys his at the higher market prices in 
Copenhagen, can give his. Closer to home, 

Ralph says, “Gifts of fi ne jewelry or gems are 
a lasting gift.” Fine heirloom collections will 
be handed down for generations.

Repeatedly, the brothers noted to the 
Salem Business Journal, that quality gems 
and jewelry needn’t be expensive. Jackson 
Jewelers have items from $100 and up. 
Everyday they’re selling, repairing, buying or 
appraising some item for their customers.

They do special design work. That might 
include recreating something done in the 
past, such as giving a wedding set a more 
current style or taking a ring from yellow 
gold to white gold. People like white gold 
and platinum, they said.

They’ve noticed over the years that people 
are buying more expensive jewelry. Where 
engagement rings may have been a quarter-
carat or one-third-carat, now one carat or 
larger is common.

“With people spending $40,000 or 
$50,000 on a car, it’s become easier to 
spend more on jewelry,” Phil speculated. 
“It’s a whole different way of thinking about 
money,” he said.

Ralph and Phil are proud of their 
knowledgeable and experienced staff 
members, some of whom have been with 
them for a long time. One worker has been 
with them for 25 years, another for 12. And, 
the family tradition may continue. Ralph’s 
26-year-old son, Tyler, works at the store.

Despite the timelessness of the jewelry, 
Jackson Jewelers has kept up with the 
times. They have a website — www.
jacksonjewelers.com — and the brothers 
tell of an occasion of working with a Salem 
resident, in Texas at the time with her fi ancé 
to design a wedding set using e-mail.

Jewelry, diamonds, watches, or bling – 
the question is how do they determine who 
makes that clock in front of their business 
spring forward and fall back with daylight-
saving time? They draw straws, they said, 
and then one brother goes up the ladder to 
the level of its face while the other, on the 
ground and several steps back, consults his 
wristwatch for the correct hour.

Jackson Jewelers, Salem Tradition
BY BENTLEY GILBERT



Page 14 Salem Business Journal December 2005

Real Estate: Elaine Gesik

For Lease 
Offi ce Space:
Equitable Building – 7th Floor -1,690 sq ft  $1.62 psf  full service w/base year
Spinnaker Place – 1st & 2nd fl oor 900 sq ft, 2320 sq ft $1.65 psf full service w/base 
year
333 High Street  –  beautiful downtown building offi ce space available just steps 
away from Nordstrom
Ratcliff Professional Center – 700-1,439 sq ft $1.40 psf full service w/o janitorial
Retail:
Downtown 260 NE Liberty – 35,000 sq ft – Great Opportunity call for details
Industrial:
Burlingham Business Park – Progress Way – Woodburn
1,000 – 7,000 sq ft of fl ex offi ce, showroom, warehouse, & industrial space roll up 
doors. Call for Rates
Central Oregon:
Retail & Offi ce Property Available For Lease – Sisters and Redmond

For Sale
Offi ce Buildings – Westvale Professional Center
2240 West 2nd Street – 5,340 sq ft former medical clinic $675,000.00
250 Hill Street – 3,200 sq ft investment property $425,000.00
270 Hill Street – 3,200 sq ft income property  $426,120.00
Downtown Retail – 260 Liberty $927,500.00

Land:
4.63 Acres – Hickory Street N Albany, Across from new Rays Market $5 psf
3.08 Acres – Lancaster, Salem $7.50 psf
1.25 Acres – Across from Super Walmart, Woodburn $16 psf

Call Today for Details and To Schedule Property Tours!!!

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.

COMMUNICATIONCONCEPTS
...imagining possibilities & creative solutions.

PHOTOGRAPHY
GRAPHIC DESIGN

WEBSITE DESIGN & MANAGEMENT
VIDEO PRODUCTIONS & WEDDINGS

Jane Reeder
503.588.1058 | 503.569.6981

jane@communicationconcepts.biz

Historic Properties can be Fun & Profi table
Have you ever toyed with the opportunity 

to purchase an historic property, but then 
shied away from it because of the potential 
monumental costs that you fear that will be 
incurred during the restoration process? 
Well – there is good news. A wide variety 
of fi nancial incentive programs now exist 
to encourage investment and restoration 
of historic buildings. You should fi rst look 
into programs offered through your City 
Urban Development Department, then 
contact State Historic Preservation Offi ce 
to discuss State and Federal Tax Incentive 
Programs. In 1976, the Federal Government 
began offering Tax Incentive in the form of 
a tax credit for the rehabilitation of historic 
buildings. The Federal Tax Programs 
is administered by the Oregon Historic 
Preservation Offi ce (SHPO), and the 
National Park Service these offi ces make the 
fi nal determination on project eligibility. 
Approximately 150 successful projects are 
currently underway in Oregon, with a total 
investment exceeding $530 million.

Here are program basics on the Federal 
Tax Program:

• The Federal Tax Credit Equals 20% of 
the rehabilitation costs. For example, 
if you spend $500,000, then your tax 
credit would equal $100,000 applied to 
your federal income tax.

• The building must be listed in the 

National Registry of Historic Places, 
either individually or as a contributing 
building in a Historic District.

• Rehab work must comply with the U.S. 
Secretary of the Interior’s Standard for 
Rehabilitation.

• The National Park Service and State 
Historic Preservation Offi ce must 
approve the project before it is completed. 
It is recommended that you obtain the 
approval prior to the commencement of 
work so as to avoid work and expenses 
being deemed not eligible.

• The building must be used for 
income-producing purposes after its 
rehabilitation.

• The rehabilitation process must 
be substantial exceeding either the 
“adjusted basis” or $5,000, whichever is 
greater. The adjusted basis formula is the 
purchase price minus any depreciation 
already taken by the current owner of the 
building plus any capital improvements.

Oregon’s Special Assessment of Historic 
Property Program began in 1975 and 
was the nation’s fi rst state level historic 
preservation tax incentive program. The 
program freezes a property’s assessed value 
for 15 years. To best utilize this program you 

will want to “freeze” just before you begin 
any substantial rehabilitation process.

Program basics for the State Program are 
as follows:

• The building must be listed in the 
National Registry of Historic Places, 
either individually or as a contributing 
building in a Historic District.

• A preservation plan must be prepared 
that outlines the substantial work the 
building will undergo during 15-years.

• There is an application fee of one-third 
of 1% of the real market value.

• A four-hour public open house is 
required annually.

• An approved plaque must be installed on 
the building

• State Historic Preservation Offi ce 
approval is needed for exterior and 
interior work of any substance.

Residential properties (non-income 

producing) are eligible for the State 15-
Year Freeze Tax Incentive program if they 
meet the program requirements. For more 
information, please see Oregon’s Historic 
Preservation Offi ce website at http://www.
oregon.gov/OPRD/HCD/ for detailed 
information, fact sheets, applications, and 
contact information. 

Salem has several historic districts that 
include Downtown Historic District, Gaiety 
Hill/Bush Pasture Park Historic District, 
Court-Chemeketa Residential Historic 
District – along with numerous individually 
nominated historic buildings. To fi nd out 
whether or not a particular property is in an 
historic district or individually nominated, 
contact the City of Salem’s Planning 
Department.

Being part of an historic district or owning 
an historic building does require additional 
ownership responsibilities, but there are 
also fi nancial benefi ts and the pride of 
ownership that comes with owning a piece 
of Oregon’s History.

Phone: 503-930-5105

Locally Owned & Operated
Lorenzo has 20 Years Experience

Day or Night Service Available

Rats • Mice • Roaches • Bees • Spiders • Ants • Fleas • Etc.

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

OCSA &  NFI Certifi ed
CCB 153004

Regency  &  Hampton

Wood and Gas Stoves
Sales & Service

Caps
Stainless Steel liners 
Masonry Repair
Hearth Accessories
Dryer Vent Cleaning

Scott Hess • 503-873-3254
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Mortgage Views: David Chandler

The Incredible, Deductible Home

Residential • Commercial • Upholstery

Salem • Oregon • 503.930.7261
Harrison Goldman

A home houses a wealth of deductions 
that can open the door to signifi cant savings 
at tax time. But which costs are actually 
deductible? Of course, consulting your tax 
advisor is the key to ensuring that your write-
offs are right-on, but here is an overview of 
the typical deductions that might maximize 
the returns on your investment.

Points. Also known as loan discount 
or mortgage origination fees, points are 
often paid to the lender upon purchasing a 
home. This cost—even when paid on your 
behalf by the seller—may be tax deductible 
as a prepayment of interest if certain basic 
requirements are met. Normally, points 
can be deducted in the year that they are 
paid; however, in some situations, they are 
deducted over the life of the loan. 

By having your tax advisor review your 
closing statement, you potentially can 
capitalize on tax benefi ts available from 
paying points on your new mortgage. 

Mortgage Interest Payments. A major 
tax advantage for homeowners, mortgage 
interest is usually deductible on a primary 
residence, as well as on a second home. 
Each January, over the life of your loan, 

your lender should provide you with a Form 
1098, which outlines the amount of interest 
you paid for the year. 

If you pay off your loan early and are 
charged a fee for doing so—often known as 
“prepayment penalty”—this cost may also 
be tax deductible as mortgage interest. In 
addition, even late payment charges may be 
deducted as mortgage interest in some cases.

Real Estate Taxes. These annual taxes, 
or “property taxes,” based on the assessed 
value of your property may be a considerable 
deduction each year. If you use an impound 
account through your lender, these costs 
are often shown on your mortgage interest 
statement. The closing statement on your 
new loan may also include real estate taxes, 
which could be deductible as well. 

Home Improvements. It is important 
to keep receipts for your home improvement 
expenditures. Although these costs cannot 
be deducted while you own your home, they 
could help lower your taxes when you sell it.

Home Equity. Leveraging the equity in 
your home to set up a home equity loan or 
line of credit could mean tax benefi ts that 
would not be available through other credit 
sources such as credit cards or personal loans; 
because the interest paid on a home equity 
loan or line of credit is often tax deductible.

The Bottom Line. Owning your own home 
yields a host of advantages—everything from 
a sense of pride and freedom, to long-term 
investment opportunity. And at tax time every 
year, it can really bring home the savings.

David Chandler is the branch manager 
of the Salem offi ce of Countrywide Home 
Loans, a national leader in residential 
fi nance. The offi ce is located at 3882 Center 
St NE, and home loan experts are available 
to assist customers with a full array of 
mortgage fi nancing options at 503-588-
3250. Additional information about the 
company’s products and services is also 
available online at www.countrywide.com.

Salem, Ore. – Interpretive Exhibits, Inc. 
has published the fi rst known podcast in the 
exhibit industry, continuing their lead in 
using online audio. The podcasts, available 
at www.interpexhibits.com, will feature 
interviews with industry consultants, experts 
and other participants. One clear advantage 
of online podcasts is that interested 
listeners can access the audiostream at their 
convenience – anytime, day or night, 365 
days a year  – rather than having to fi t yet 
another meeting or event into an already 
busy schedule.

“We’ve been putting audio online for a 
few years now as a part of our ‘Listening 
Lounge,’” said Tim Patterson, Vice President 
of Sales and Marketing for Interpretive 
Exhibits. “Publishing these interviews as a 
podcast was a natural step.”

The fi rst podcast features a 15-minute 
interview with Keith Reznick of Creative 
Training Solutions of New Jersey. Reznick 
specializes in helping companies prepare 

their sales and booth staff for the unique 
environment of tradeshow selling. The 
interview covers a number of elements 
important to success and how to get an edge 
over your competitors on the tradeshow 
fl oor.

Interpretive Exhibits’ podcast – creatively 
referred to as “The IE Exhibit Podcast Show” 
– will be published on a semi-regular basis 
(approximately twice a month). People 
interested in subscribing should visit the 
company’s website: www.interpexhibits.com.

Podcasting is a relatively new method of 
delivering online content, such as audio, via 
an RSS (Really Simple Syndication) feed. 
Listeners must subscribe to the podcast 
or access it online. Once the audio fi le is 
downloaded to their computer, they can 
then transfer it to an iPod or other MP3 
player and listen to it at their convenience. 
Podcasting has been compared to TiVo 
as a method of ‘time-shifting’ content for 
convenience.

Interpretive Exhibits Launches Podcasts
on Exhibiting at Tradeshows

Dale’s Remodeling has a new name, which 
is proudly displayed on their new sign at 
5514 Commercial Street SE Salem.

Dale Van Lydegraf, Certifi ed Remodeler 
(CR) and Owner of Dale’s Design & 
Remodeling, says that about 99% of their 
design/build projects over the past 28 years 
have been designed “in house” as a service 
to their clients.

“We know that a great design is the fi rst 
step required for a successful remodeling 
project.   By having a designer on staff full 
time we can work as a team on each project 
to ensure that our clients get the benefi t of 
over 200 years of combined remodeling 
experience.  Our recent name change more 
accurately refl ects what we really do as a 
company.  The community is invited to visit 
our design studio.”

Dale’s Remodeling 
changes name to Dale’s 
Design & Remodeling

Salem, OR - Hub City Capital, a full service 
business brokerage, is hosting a business 
seminar: “Reaping the Benefi ts of Your 
Labor: Selling Your Business Successfully” 
on January 17, 2006 at 7:00pm at Lawyers 
Title, located at 925 Commercial St SE. 
Early registration is going on now, space is 
limited, please call 503-585-2000 or email 
gary@hubcitycapital.com.

Hub City Capital provides business sales 
services including buying, selling and mergers, 
as well as, business valuations, acquisitions 
and fi nancing. Gary Weston, Business Sales 
Advisor/Broker. Gary has 30 years of small 
business ownership experience and is a 

retail con-sultant for hardware stores.
Reuben Worster, Business Sales Advisor/

Broker, HCS Commercial and Hub City 
Capital. Reuben has 15 years of real estate 
and business sales experience, as well as, 
30 years business ownership experience 
including a restaurant/lounge, car dealer-
ship and clothing store.

A second seminar, “Living Your Passion: 
Buying the Right Business Right” is being 
planned for February 2006.

Hub City Capital is located at 2720 
Commercial Street SE, Suite 250; 503-586-
2000; hubcitycapital.com.

Hub City Capital to Host Business Seminar

Amador’s
Mexican

Restaurant
&

Cantina
300 Liberty St. SE

Salem, Oregon 97301
Phone: (503)391-0400



Page 16 Salem Business Journal December 2005

Shaklee
#1 Natural Nutrition Company is expanding
internationally. Are YOU interested in a career or
a second stream of income, self-motivated and
competitive? Health & wellness industry is slated
to be a trillion dollar industry by 2010.

Contact: Pattiwoods@comcast.net

503-362-6886
2230 Fairgrounds Road NE - Salem

Next to Donut Delite

• Over 45 years experience

• Complete upholstery shop

• Unique custom made
furniture

• Visit our showroom

• Restyle & restoration is
our speciality

• Service, Service, Service!

Salem, OR - The Salem branch of Unitus 
Community Credit Union is supporting the 
local non-profit Helping Hands this holiday 
season.

From November 14 through December 
16, the Salem Branch of Unitus will be 
collecting new blankets, warm clothes 
and children’s toys for Helping Hands. 
Suggested donations include coats, jackets, 
sweatshirts, gloves, hats, long johns, and 
socks for all ages. 

“This year, we are particularly in need of 
items like toothbrushes and bars of soap,” 
said Linda Ritter, Executive Director at 
Helping Hands. “Even the samples we all 
collect from motels and hotels when we 
travel will go to good use.”

“We’re also looking for children’s toys 
geared for boys between the ages 10 
and 12 years,” continued Ritter. “Things 
like baseball gloves, basketballs and 
even hand-held video games are in high 
demand.”

In addition to new blankets, warm 
clothes and children’s toys, the Salem 
branch of Unitus will be donating $5 for 
each membership account and checking 

account opened between November 14 and 
December 16 to Helping Hands.

Individuals are invited to drop off new, 
unwrapped items at 3820 Market St NE 
(adjacent to Fred Meyer’s) Monday through 
Thursday, 8:30 am to 5:30 pm; Friday 8:30 
am to 6 pm; and Saturday from 10 am to 2 
pm.

Helping Hands serves between 18,000 and 
20,000 families every year in Marion, Polk 
and Yamhill county. Located at 1755 13th 
St SE, Helping Hands has been assisting 
families for close to 40 years.

For more information about the Salem 
branch of Unitus’ upcoming drive or to 
learn more about Helping Hands, please 
visit our website at www.unitusccu.com or 
contact Mandi Linstrom at (800) 452-0900, 
extension 346.

Unitus Community Credit Union is a 
not-for-profit, member-owned financial 
institution serving people who work or live 
in Multnomah, Washington, Clackamas, 
Marion, Polk, and Yamhill county. 
Additional information about Unitus is 
available at www.unitusccu.com or by 
calling (800) 452-0900.

Unitus Supports Non-Profit

Woodburn, OR  -  Specialty Polymers, 
Inc., the Oregon-based manufacturer of 
chemical compounds used in glues, paints, 
inks and coatings, has moved its headquarters 
to a new location in Woodburn.

The new building, located at 2765 
National Way, features 13,000 square 
feet of office space and conference rooms, 
mature landscaping, an interior courtyard, 
and a 30,500-square-foot warehouse – plus 
five acres for future growth. Administrative 
and support staff moved into the new 
building in October, and the warehouse 
is now being used as the primary West 
Coast distribution facility. The product-
development, product-testing and man-
ufacturing departments will remain in 
Specialty Polymers’ previous headquarters 
at 2475 Progress Way, also in Woodburn, 
not far from the new building.

The new headquarters was constructed 
in 1980 and was last occupied by Vermont 
American, a manufacturer of power tool 
accessories. Specialty Polymers has updated 
the office areas with new paint and new 
carpet. In addition, the interior decor now 
showcases several examples of WoodSure, 
an acrylic-infused wood product made by 
Specialty Polymers.

Specialty Polymers has grown significantly 
over the past six years, adding a state-of-the-
art manufacturing and distribution facility 
in Chester, South Carolina in 1999 and more 
than doubling production capacity and sales 
revenues since then.

“Our sales and staff have grown so much in 
the last year that we simply ran out of room 
at our Progress Way facility. We needed to 
give our product-development team more 
space, and we needed more office space 
to accommodate our growing staff,” said 
Sheryl Southwell, president of Specialty 

Polymers. “We all love the new building with 
its beautiful landscaping and large windows 
to look out on the park-like setting.”

Specialty Polymers was founded in 1969 
by Raymond Southwell. Today the company 
is known for its innovations in polymer 
technology, its environmentally friendly 
emulsion polymers and its exceptional 
customer service. Specialty Polymers 
collaborates with customers all over the 
world to develop and test polymers that serve 
as the major ingredient for house paints, 
deck sealers, inks used on paper sacks, roof 
coatings, cement coatings and wood glues. 
The company currently manufactures more 
than 250 different water-based polymers.

Specialty Polymers Moves
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Salem, OR - For curiosity’s sake or as a 
visitor, you will love and learn from this 
tried and true guide to the infinite variety 
of exciting opportunities in the Big Apple. 
After 25 years, 14 new editions and over a 
million copies, Where to Find It, Buy It, Eat 
It in New York by Salem’s own Gerry Frank 
has become a mainstay for those who want 
to be at the cutting edge – to know it all and 
to try it all, in the City that has something 
for everyone.  

Carefully researched in every detail, 
conveniently organized, and written in a 
light, easy-going style, Where to Find It, 
Buy It, Eat It in New York has chronicled 
the constantly evolving trends in the world’s 
most trend-setting City for the past 25 
years. 

Whether you are desperate to find the 
very best chocolates in New York, looking 
for restaurants that are dog-friendly, want 
to know where to get your fountain pen 
repaired, need to find out where – or where 
not – to go with kids, curious about the 
newest restaurants and shops in hot areas 
of the constantly evolving City – such as 
the Meatpacking District, East Village or 
Hell’s Kitchen – or are eager to learn about 
where to go for fun in the middle of the 
night in the City That Never Sleeps, it’s in 
this guide. It includes the most offbeat tours 
and museums, the best antique stores, the 
most romantic restaurants, the most unique 
clothing – and if you’re just in need of a good 

dry cleaner, you’ll find it in this book. 
According to Frank’s publicist Laine 

Latimer, a feature article placed in the New 
York Times that ran on October 27th quoted 
Barnes & Noble stats naming Where to Find 
It, Buy It, Eat It in New York, “in the Top 
Ten of all-inclusive regional guides for New 
York in the chain’s 200 stores.”

In addition to having researched every 
corner of Manhattan for three decades, 
Gerry has hosted numerous television 
segments on people, places and things. A 
fourth-generation member of one of the 
nation’s leading retail families, he has 
extensive experience in the merchandising 
field. As a graduate of Cambridge University 
in England and Chief of Staff to United 
States Senator Mark O. Hatfield, Gerry has 
visited more than 150 countries, experienced 
the best (and worst) of restaurant food and 
service, and shopped extensively in every 
major city in this country and the world.  
The proprietor of Gerry Frank’s Konditorei, 
a Salem-based bistro and gourmet cake 
shop, Gerry knows the restaurant business 
from the grocery shelf to the table.

Call 1-800-NYC-BOOK to order (for 
yourself and as gifts for friends), the 
completely updated, 587-page, 25th 
anniversary, 2006-2007 edition of Where 
to Find It, Buy it, Eat It  in New York. 
Priced at $17.95, the book is available at 
major bookstores as well as through www.
gerrysfranklyspeaking.com.

Gerry Frank’s Best-Selling Where to
Find It, Buy It, Eat It in New York

– 25th Anniversary Edition –

WOODEN NICKEL PUB & EATERIES
Burgers ~ Steaks ~ Seafood ~ Pasta

In-house bakery
Full Service Catering & Custom BBQ’s

Visit us online at:

1610 Pine St, Silverton • 503-873-9979
108 N Center St, Sublimity • 503-769-8181

www.WoodenNickel.com

201 N Water St, Silverton • 503-873-2441

Mac’s Place
Historic Bar & Grill in the Heart of Downtown Silverton

Creekside Dining • Families welcome ‘til 8 pm
Sandwiches, Pasta & Pizza

Live Music Schedule Online at:
www.WoodenNickel.com

Heritage Upholstery offers the consumer 
a unigue service- Custom built upholstery. 
Starting with a hardwood frame and ending 
with a selection from 26,000 fabrics the 
consumer can have exactly the upholsterd 
piece they want, and be assured that it is 
built well enough to last a lifetime. Because 
Heritage Upholstery is completely custom, A 
picture of an upholstered piece or an exact 
companion to an existing piece can be created. 
Recovering a piece of upholstered furniture 
is also part of their service, Including their 
specialty of refurbishing antiques.

Other services offered by Heritage 
Upholstery include in-store decorators who 
can also aid consumers in their homes or 
offices. Heritage Upholstery also works with 
design firms, and a furnished showroom 
includes accent items that can enhance the 
consumers surroundings.

Many members of the Heritage Upholstery 
team come from Rainbow Furniture and 
continue the high standards set by that 
establishment. The owner of Heritage, 
Tim Dickerson, is the chief upholster and 
framer. He has worked in the industry for 
over forty years and brings his expertise to 
the products of Heritage Upholstery. Merry 
Jo McCrieght, The full-time decorator/
salesperson, has worked for Rubensteins 
Furniture and Rainbow Furniture in her 
thirty year career. Lisa Dougherty, also 
a decorator/salesperson, has years of 
experience working for Rainbow Furniture 
as well a in the Floral Business.

Heritage Upholstery located at 2230 
Fairgrounds Road, N.E., Salem, is well worth 
considering when in the market for any 
upholstery need. For further information 
call (503) 362-6886.

Heritage Upholestry

TEAHOUSE
& ASIAN
FURNISHINGS

216 E. MAIN •SILVERTON

MON-SAT 10-6, SUN 12-5

FIRST FRIDAYS UNTIL 9PM

503-873-0682
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How do you see your financial life?
Your investments are there. Your
retirement here. Your banking way
over there. Seen separately and
managed separately, your financial life
can only take you so far. Now there’s
a way to go beyond those limits.

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

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

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

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

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

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

503-362-9506

MERRILL LYNCH
960 LIBERTY STREET SE, SUITE 110

SALEM, OR 97302

BENNY WON, CFM
FINANCIAL ADVISOR

503-362-9556
Merrill Lynch

1255 Lee Street, S.E., Suite 150
Salem, OR 97302



Page 18 Salem Business Journal December 2005

The Oregon Department of Transportation’s 
Emerging Small Business program continues 
seeking qualified small businesses that want 
to contract with the state. The Emerging 
Small Business program (or ESB) recently 
extended its agreement with the non-profit 
Government Contract Assistance Program 
(GCAP) to assist companies in securing 
those contracts. GCAP provides on-going 

training and counseling for small businesses 
throughout the state so they can better 
compete for government contract work. 
GCAP will focus on Oregon-based emerging 
and small businesses, women and minority-
owned small businesses, and businesses 
located in rural and distressed areas of the 
state.

Oregon businesses seeking to contract for 

ODOT Seeks Seeks Qualified Small Business Participants

Oregonians interested in transportation 
issues may appreciate a new brochure 
published by the Oregon Department of 
Transportation on the State Transportation 
Improvement Program, or STIP. “Oregon’s 
STIP: A Citizen’s Primer” explains what 
the program is, how it is developed and 
how citizens can get involved. Also printed 
in Spanish, the brochures are available at 
ODOT region offices, on the internet (http://
www.oregon.gov/ODOT/TD/TP/0811stip.
shtml), or by contacting ODOT’s Planning 
Section at 503-986-4181.

The STIP is a required process in order 
for states to receive federal funding for 
projects. The STIP identifies the funding 
for and scheduling of major road, highway 
and transit projects throughout the state. 
Covering a four-year period, the STIP takes 
about 2 ½ years to prepare; at any given 
time, however, only one STIP is in effect. 

The current Oregon STIP is the 2004 – 
2007 STIP; the STIP awaiting final federal 
approval is 2006 – 2009; and work is in 
progress on the 2008 – 2011 STIP.

The new brochure explains that the STIP 
is a budget document, not a plan. Most of 
the projects included in the STIP come 
from local, regional or state plans that have 
already been through a public process and 
approved. Therefore, the new brochure says, 
the best way for citizens to get involved is 
before a project makes its way into the STIP. 
A city, county, or regional transportation 
planning organization is the best place to 
begin. A listing of these organizations is 
available at www.oregon.gov/ODOT/TD/
TP/resourcelinks.shtml.

Citizens are invited to keep up-to-date on all 
STIP activity by visiting http://www.oregon.
gov/ODOT/HWY/STIP/. 355 Capitol St. NE 
Salem OR 97301.

New Brochure Explains Statewide
Transportation Improvement Program

$5,000 Title Sponsor Child Development, Camp, or Youth Fitness:  support 
the entire Child Development, Camp or one of our three branches; Silverton, Stayton, 
Monmouth/Independence, funding scholarships for working families and hardship 
cases, training and development for childcare staff, and expanding program offerings 
such as parenting classes, camp scholarships or youth memberships.
$5,000 Title Sponsor Vans:  Support the entire YMCA van fleet maintenance costs.  
Signage and recognition for the sponsor on each van could be available.  Eliminating 
these costs from the operating budget will allow the Y to scholarship youth and families 
to participate in Y programs.
$2,500 Program Sponsor:  Kids Math or Kids Lit:  These two innovative programs 
use YMCA group work and play to teach concepts of math and reading.  Rolled out 
nationally three years ago, the program has proven results and could affect 500 youth 
at the Y.
$2,500 Infant-Toddler Program:  Provide new mats and cribs for all participants, 
art and craft supplies, and staff training for childcare accreditation.
$2,500 Sponsor a School-Age Childcare Site:  The YMCA has eighteen school-age 
childcare sites offering enrichment programs all over Salem-Keizer and outlying areas.  
A sponsorship would provide financial assistance for up to five working families to have 
before and after-school care.
$2,500 Missoula Children’s Theater:  This week-long session involves 30-50 
youth in a performing arts production from a traveling theater troupe out of Montana.  
Sponsorship would make it possible for ten low-income youth to participate.
$2,500 YMCA Program Brochure:  This quarterly 16-page brochure outlines the 
complete schedule of activities at the Y.  The sponsor would be prominently displayed 
in the brochure.  Eliminating this cost from the operating budget will allow the Y to 
scholarship youth & families.
$2,500 YMCA Monte Carlo Special Event Sponsor:  Each spring the YMCA hosts 
a Monte Carlo-style fundraiser to raise funds for child development programs.  The 
Program Sponsor for this event would be listed and mentioned in local newspaper and 
radio ads and have prominent signage at the event.  $2,500 represents the cost of the 
event that raises between $10-15K.
$2,500 YMCA Healthy Kids Day Sponsor:  During the month of April the YMCA 
hosts Healthy Kids Day as an educational awareness program focused on youth fitness.  
The Program Sponsor would cover the cost of the program, and provide 25 youth 
memberships to the Y.
$2,500 YMCA Staff In-Service Training:  In August the YMCA conducts in-
service training for all 300 staff.  Topics range from youth fitness training, childcare 
staff certification, and customer service training.  Sponsorship would cover the cost of 
training, food and speakers and provide resources for certifying childcare staff.
$2,500 YMCA SPLASH:  This week-long community learn-to-swim program takes 
place everyday over spring break.  Over 2,000 swim lessons and water safety classes are 
conducted.  The Program Sponsor for this event would be listed and mentioned in local 
newspaper and radio ads and have prominent signage at the event.  
$2,500 Santiam Youth Soccer:  Sponsorship would provide 100 scholarships to 
youth and expand the Y Soccer program up into the Santiam Canyon area.
$2,500 YMCA Dance & Ballet Program Sponsor:  Sponsorship would provide 20 
scholarships to youth to participate in the Y Dance & Ballet program and cover the cost 
of the end-of-season recital, held at the Elsinore.  The Program Sponsor for this event 
would be listed and mentioned in local newspaper and radio ads and have prominent 
signage at the event which was attended by 900 people in 2005.
$2,500 YMCA Halloween At The YMCA:  Sponsorship would allow for the Y to 
make the annual event free to participants.  The event is a fun and safe Halloween 
experience for kids and is a major marketing event for the Y to promote fall programs 
to families.  The Program Sponsor for this event would be listed and mentioned in local 
newspaper and radio ads and have prominent signage at the event.
$2,000 Teen Court:  Sponsor a month of Teen Court, a weekly diversion program for 
first-time, non-violent teen offenders.  The mock-court room program allows youth to 
avoid a criminal record and processing in the juvenile system by going before a jury of 
their peers and fulfilling the sentence they impose.

work on bridge, highway and construction 
jobs around the state are encouraged to take 
advantage of GCAP’s assistance. Oftentimes, 
the process of becoming a certified Emerging 
Small Business and then competing for 
contracts can seem overwhelming. GCAP’s 
goal is to recruit qualified businesses into 
the program by helping them navigate the 
process.

Each year, ODOT sets aside specific 
contracts for Emerging Small Businesses in 
an effort to help them grow, add jobs and 
support the local economy. GCAP will assist 
Oregon businesses by providing counseling 
and training on accessing contracts and 
subcontracts for bridge, highway, and related 
work, including suppliers of construction-
related products and architecture and 

engineering services for both state- and 
federally-funded projects.

GCAP will offer training in obtaining 
Emerging Small Business certification, 
selling to the government, construction 
contract administration, understanding 
the State’s procurement system, and cost 
estimation basics. The assistance program 
will also provide counseling to business 
representatives, and a bid- matching 
service that links businesses with contract 
opportunities.

For more information about ODOT’s 
Emerging Small Business program, contact 
Jerry Hoffman at 503- 986-3016. For more 
information about GCAP, contact Jan Hurt 
at 800-497-7551 or Mike Bowen at 800- 
803-7175.

Salem, OR - The Salem Area Chamber 
of Commerce’s monthly Business News 
publication was recently named the best 
large chamber publication in the state by 
the Oregon State Chamber of Commerce 
(OSCC). The OSCC, previously called Oregon 
Chamber Executives, met in October 2005 
in Tualatin for their annual conference.

The Salem chamber is a privately funded 
business and professional membership 
organization voluntarily guided by business 
and community leaders. There are over one 
hundred chambers of commerce in Oregon 
and Salem’s chamber is in the top five in 
size with 1,266 members. The organization 
provides advocacy, networking, leadership, 
education, and resources for businesses.

The Business News is produced by Salem 
chamber staff and is printed locally by 
Eagle Web Press Company. This is the 
third consecutive year it has earned the 
Publications Award. It was also recognized 
this year at the national level with an 
American Chamber of Commerce Executives 

“Award for Communications Excellence”.
“It is always an honor to be recognized 

by peers and leaders in the chamber 
community,” said Tracey Etzel, 
communications manager and editor of the 
Business News. “But to receive this award 
three years in a row confirms that we, as a 
staff and as an organization, are meeting our 
members’ needs by consistently providing 
high quality products and services.”

The Business News is the official newsletter 
of the Salem Area Chamber of Commerce, 
and 10,000 are printed and distributed 
monthly. It is direct-mailed to Chamber 
members and is available to the public at 
local banks, G.I. Joe’s, the Salem Public 
Library, the Chemeketa Community College 
bookstore and at Salem area Roth’s Family 
Markets. Business News is also available by 
mailed subscription.

Information about the Salem Area 
Chamber of Commerce is available by 
calling 503-581-1466 or going online to 
www.salemchamber.org.

Salem Chamber’s Publication Named Best
in State For Third Consecutive Year

YMCA Sponsorship Opportunities
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SALEM, OR — Pam Woodcock, MaPS’ 
Director of Member Relations, recently was 
elected to the board of directors of Habitat 
for Humanity, Mid-Willamette Valley.

Woodcock has nearly 20 years of experience 
as a financial service professional with both 
credit unions and banks.  Since joining MaPS 
in 1987, she has held management positions 
in member services, branch management, 
operations resources, and training. In her 
current role as the Director of Member 
Relations, Woodcock directs all branch 
managers and staff, oversees all operational 
training activities, and helps coordinate the 
credit union’s sales and service efforts.

She is a participant on the deposit 
strategies committee and the leadership 
council, facilitates the branch managers 
and assistant branch manager meetings, 
and coordinates the annual all-staff 
training day. Woodcock is a certified trainer 
of Integrity Systems’ “The Customer” 
program, designed to develop service 
performance for both support and front-
line employees.

Woodcock is a 1995 Graduate of the Salem 
Area Chamber of Commerce Leadership 
Salem program and is currently pursuing a 
Bachelors of Science in Management from 
Linfield College. She is active in Sublimity 
School where her two sons attend, having 
served as Parent-Teacher Club secretary 
and currently as co-chair for the 2006 
school auction.

“We’re excited about Pam’s appointment,” 
said Dan Penn, MaPS President and CEO. 

“A primary focus of our credit union is 
community involvement, and Habitat for 
Humanity does so much for those who 
live and work in this area. Habitat for 
Humanity is also one of four non-profit 
organizations selected to receive interest 
earned on our new Free Community 
Checking account. It is an honor to be a 
member of this board.”

MaPS, celebrating its 70th birthday all this 
year, was chartered in 1935 as a teachers’ 
credit union and has expanded to include 
a number of local businesses that have 
no access to a credit union. MaPS’ seven 
branches are located in east, west, south 
and central Salem, Keizer, the Willamette 
University campus, and Monmouth.

Pam Woodcock

MaPS Director elected to Habitat for
Humanity Board of Directors

SALEM, OR — Mindy Condon achieved 
Stellar Teller status for the month of 
September, the highest performer among 
all tellers at MaPS’ seven branches. The 
daughter of Brenda Condon, Stayton, OR, 
Condon resides in Aumsville, OR She has 
been a MaPS employee for one year and 
works at Chemeketa Branch.

“Mindy’s enthusiasm and personal drive 
have taken her leaps and bounds in that 
year,” said Chemeketa Branch manager 
Connie Palanuk. “Her peers have three 
things to say about her: she’s positive, she 
never complains, and she is most flexible.”

During the month of September, Condon 
had a perfect balancing record, her customer 
evaluation scores were very high and she 
was exceptionally successful in referring 
the right products to solve members’ needs, 
according to Connie Palanuk, Chemeketa 
Branch Manager. She also divided her time 
between the Chemeketa Branch and the new 
Chemeketa Community College Campus 
Branch for the entire month of September.

“With Mindy representing us at the campus 
branch, the students and staff of Chemeketa 
Community College are welcomed and 
served with a friendly smile and a confident 
teller,” said Palanuk.

MaPS, celebrating its 70th birthday all this 
year, was chartered in 1935 as a teachers’ 
credit union and has expanded to include 
a number of local businesses that have 
no access to a credit union. MaPS’ seven 
branches are located in east, west, south 
and central Salem, Keizer, the Willamette 
University campus, and Monmouth.

Leona Esplin achieved Stellar Teller 
status for the month of October, the highest 

performer among all tellers at MaPS’ seven 
branches. The daughter of Raymond Brown, 
Aumsville, OR, she resides in Aumsville 
with her two sons. Esplin has been a MaPS 
employee for over four years and recently 
transferred to McNary Branch from the 
Hines Branch, where she also had received 
the Stellar Teller award.  

According to McNary Branch Manager 
Pam Getty, Esplin earned the title in 
October because she had no corrections or 
outages for months and an almost perfect 
balancing record. She has an exceptional 
ability to analyze members’ needs and refer 
the right products to fit those needs, said 
Pam, and her member evaluation scores are 
consistently high.

“Leona has been a great addition to the 
McNary Branch team, and the members love 
having her here,” said Pam.  “She has many 
admirers—we have had several members 
drive out to our branch just so Leona can 
work with them.”

Esplin has been helpful in training new 
staff and interns and recently was asked 
to be a part of the teller focus group where 
she has added many new ideas for MaPS’ 
continual member service improvement. 
“Leona’s positive and friendly personality 
makes her “stellar” to our staff and members 
every day,” said Pam.

MaPS, celebrating its 70th birthday all this 
year, was chartered in 1935 as a teachers’ 
credit union and has expanded to include 
a number of local businesses that have 
no access to a credit union. MaPS’ seven 
branches are located in east, west, south 
and central Salem, Keizer, the Willamette 
University campus, and Monmouth.

Mindy Condon & Leona Esplin
named MaPS Stellar Tellers

Mindy Condon Leona Esplin

New Owners!
Tom & Jean Rodda

415 S. Main
Mt. Angel, OR 97362

503-845-9289

Monday 11AM - 4PM
Tuesday - Thursday 11AM - 8PM

Friday - Saturday 11AM - 8:30PM
Sunday  Breakfast 8AM -  Noon
Lunch / Dinner 12PM - 7:30PM

Restaurant
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Kernville
Steak & Seafood House
Riverfront Dining & Lounge

“Where Friends Bring Friends”
Open for Lunch & Dinner,

Daily from 11am

541-994-6200
186 Siletz Hwy, Lincoln City, Oregon, 97367

Live Music!!  www.kernvillesteakhouse.com

The Kernville lounge is proud to present 
some of the best musical talent in the NW!

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

Fine Food, Teas & Gifts
Tuesday -Saturday 

10am to 4pm
305 Oak • Silverton, Oregon

503-873-1230
fax 503-874-0906

www.OregonTeaGarden.com

Plan your next Holiday Party or
Meeting at The Blue Pepper
Call or stop in for rates.

The Blue Pepper

1594 Edgewater Street NW Ste. 160  Salem, OR 97304
Phone 503.581.JIMS (5467)

garlicjimswsalem@aol.com

“Gourmet...Right Away!”

 Specialty Pizzas

 Fresh Dough

 Premium Ingredients

 Friendy Service

 Business Catering

Delivery or Carry Out

Serving West Salem
& Downtown Salem

3tre
195 Court St. NE
Downtown Salem

503-375-2333

Executive Dining

Lullu’s Tutto Cucina – Everything for the Kitchen
BY CAROLYN R. BOLTON

The Russian poet Anna Akhmatova once 
said, “Italy is a dream that keeps returning 
for the rest of your life.” 

To Naples-born Lullu Truitt, owner of 
Lullu’s Tutto Cucina in downtown Salem, 
nothing could be any closer to the truth. 
She’s brought a little piece of the heart of her 
homeland to the verdant Willamette Valley, 
making a stroll through Lullu’s Tuto Cucina 
a mosaic of sights, sounds and smells from 
her native Italy. Truitt recently celebrated 
four years in business.

Lullu came to the U.S. some 38 years ago, 
after marrying husband David. He had been 
stationed in Naples for nearly four years 
with the Navy. 

“New Orleans was my first home away 
from home, and what a place it was,” she 
recalls with some sadness, in light of the 
devastating natural disaster that recently 
struck the Big Easy. 

“At that time, I didn’t speak a word of 
English, but that did not stop me from 
making new friends – or from working at the 
library at Tulane University.” Lullu laughs 
with heartfelt gusto. “For the people that 
know my accent now, can you just imagine 
my accent then!”

The Tutto Cucina stocks a lovely selection 
of imported foods, including cheeses, 

meats, dried pastas, and Italian and Spanish 
wines. 

“You need imported Italian cheeses like 
parmigiano, pecorino or padano? I have 
them here,” Lullu says, pronouncing the 
names with authentic Italian flair. “Or 
prosciutto? Pancetta? Mine are the best 
you’ll find.” 

She sells German Spiegelau lead crystal 
glassware, which comes in various wonderful 
shapes, and a fabulous line of cookware 
from Brazil called Naturistone. Lullu is 
also proud to offer Kershaw/KAI cutlery, 
a centuries old company that relocated to 
Tualatin, Oregon, in 2004. 

“One of the few local things I stock is this 
delectable toffee that has been hand-dipped 
in dark chocolate – made just up the road 
in Aurora,” Lullu confides. “It is as good as 
anything I can get from Europe.” 

Other shelves display all kinds of gadgets 
and gift items for the home and kitchen, 
as well as imported picnic baskets, wine 
serviceware, espresso-related products, and 
unusual cooking implements. 

“What I want shoppers to experience is the 

warm and friendly feeling of my store. The 
historic building helps that happen,” Lullu 
observes, “but my success is fundamentally 
built on close relationships with the people 
here in Salem.”

Lullu’s Tutto Cucina offers wine tastings 
and cooking classes that have become a 
popular destination for Salem residents. 
Check the web site at www.lullustuttocucina.
com for dates, guest chefs, menus, and 
more. 

Lullu is intrigued that so many people 
asked her where she learned to cook. “You 
don’t ‘learn’ to cook in Italy – you just cook! I 
never took lessons,” she insists. “I just joined 
my mother and father in the kitchen.” 

Her father is now 95, and she visits him in 
Naples several times a year. She points to his 
framed photograph next to her computer. 

“He still makes a mean tomato sauce,” she 
beams.

Lullu’s Tutto Cucina is located at 357 Court 
Street NE in downtown Salem, telephone 
503.364.7900. For more information, 
recipes, class and wine-tasting schedules, 
visit www.lullustuttocucina.com.

Entertainment is from
7:00 PM to 11:00 PM

No Cover Charge!

Check our Website for our
current entertainment line-up
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Coupon
2 for 1 lunch

Mon-Fri 7am - 5pm
Sat 8am - 4pm

503-588-2353 • 380 High Street NE, Salem
We also provide Catering & Wedding Cakes

Come see the new Arbor: New Ownership~Enhanced Menu

380 High St. 97301, 503.588.2353, 7am-5pm

Salem Business Journal

JJJJJonaonaonaonaonathanthanthanthanthan’’’’’s sers sers sers sers serving yving yving yving yving you since 1979ou since 1979ou since 1979ou since 1979ou since 1979

Home of the Original Wimpy and the
freshest prepared food.
Introducing this fall secure wireless.
Coming soon! Jonathan’s on the web.
www.JonathansLongBar.com

503-362-7219503-362-7219503-362-7219503-362-7219503-362-7219
445 State Street • Salem, Oregon 97301445 State Street • Salem, Oregon 97301445 State Street • Salem, Oregon 97301445 State Street • Salem, Oregon 97301445 State Street • Salem, Oregon 97301

Lullu’s Tidbits: Lullu Truitt

Little Known Facts of Balsamic …

Conveniently located off I-5, Exit 256
Anthony's Grill and Wine Bar featuring
Oregon Wines. Open for breakfast,
Lunch, and dinner.
• Corporate and Group Rates
• Indoor Pool, Exercise Center, & Sauna
• 10,000 Sq Ft of Conference Space
• Pets Welcome
• Guest Laundry
• Wireless Internet

Alessandro’s
120 Commercial NE

Salem, Oregon 97301

Phillip L. Priestley
General Manager

phil@alessandros120.com

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

Executive Dining

��������
Riverview Restaurant

4th Anniversary during November

Weekend Breakfast

Dungeness Crab
Omelettes, Manicotti and more

Less than 10 min. from downtown Salem
See Our Menus & More at:

www.EolaInn.com • 503-363-8580

Banquet / Meeting Room • Full Lounge • River Views

Free Wine Tastings
in November

Every Friday 6-8 p.m.

Greetings: Here I go again saying 
something that maybe you would be 
interested in knowing about … or maybe 
not, but here goes. 

Let’s fi rst talk about pronunciation. That 
is, the correct pronunciation of some Italian 
words. The correct pronunciation of some 
generally mispronounced words in Italian 
are the following: 

prosciutto = “pro SHOO toe”  
gnocchi = “nee YO kee” (the “g” is silent)
bruschetta = “broo SKET tuh” (it is not
“broo SHET tuh”!)  
Modena = “MOE day nah” (with the
accent on the “O”)
provolone = “pro voh LONE ay” (the fi nal
“e “ sound is actually pronounced)
Okay? Okay!
Now, another subject that I think is 

interesting because it is very much in 
demand. balsamic vinegar. Italians have 
used balsamic forever – so, when I fi rst came 
to the States (many years ago) and I was not 
able to fi nd it, my mother used to send me 
CARE packages with items that were not 

popular at the time in the U.S. Some of these 
essentials were: balsamic vinegar, Kalamata 
olives, capers in salt (not brine), panettone, 
panforte, Torrone, etc., etc.

Now, back to Balsamic Vinegar. A couple 
of years ago I went to a food show “Cibus” 
in Parma, and I was looking for (among 
other items) a supplier of balsamic vinegar. 
Of course, that was the right place! I think I 
tasted more balsamic vinegar in those three 
days than I had tasted in my whole life. The 
best for me was the “Cavedoni “ brand. I 
met Paolo and Vanna Cavedoni, the owners 
and producers of the balsamic, and they 
proceeded to educate me on the origin of 
the balsamic . . . right at the own “acetaia” 
in their home in Castelvetro, south of 
Modena. I will not go into T.M.I. (Too Much 
Information), but its process is defi nitely 
interesting. 

The grapes used are mainly the Trebbiano 
grape, followed by Lambrusco, Ancellotta, 
Sauvignon, and Sgavetta. A “must” 
(unfermented juice) is the base for the 
vinegar, and it can’t have anything added. 
It is boiled down over a direct fl ame. A 
“mother” is added at this point (if you are 

really interested about what a “mother” is, 
gave me a call). The vinegar then is aged in 
a series of different wood barrels (such as 
chestnut) for at least 12 years before it is 
presented to the DOC (similar to the wine 
DOC) for a very competitive blind judging. 
This is done in order to qualify the balsamic 
for the prestigious and delicious (and 
expensive) “tradizionale” title. Five judges 
will approve the selected vinegar based on 
several criteria such as color, viscosity, and 
fl avor. They don’t know the provenance of 
the barrel, so they can be impartial. Once 
approved for a DOC label, the judges will 
bottle the vinegar in those cute shaped 
little bottles and then they will seal them 
(kind of a “Good Housekeeping Seal of 
Approval”!!!!!) Then it will go back to the 
original producer, who will label the vinegar 
with his own labels.

If I gave you T.M.I., just give me a bottle of 
aged balsamic vinegar – and I will go away!

Until next time; Ciao
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$2.00 $2.00

$2.00 off any menu item

Westgate Cafe
1311 Edgewater St. NW

Salem, OR 97304
503-363-9588

Real Estate buyers who work with John L. 
Scott typically enter the home buying process 
already pre-approved for a home loan 
because of their partnership with Response 
Mortgage. Through Response Mortgage the 
buyer has access to competitive rates and 
very attractive fees.

Response Mortgage is an independent 
mortgage broker that is linked to a network 
of investors and lenders throughout the 
nation, providing access to hundreds of 
mortgage programs. Loan officers are 
located within John L, Scott offices, making 
the entire real estate experience much more 

convenient for all parties involved in the 
transaction process.

It is this kind of personalized service that 
tailors the deal for the first time or seasoned 
homebuyer with the same brand of service. 
Creative Solutions..As a Mortgage Banker, 
Response can put their experience at work 
for the needs of the individual buyer and 
seller with a unique combination of lenders 
across the country.  The sound advice a client 
receives from Response Mortgage comes 
from lending experts that are your personal 
guides through the home loan process. They 
offer counseling to assist in selecting the 

Response Mortgage Is One Stop
Jacquelynn’s Boutique, located in Historic 

Mission Mill, provides a haven for shoppers. 
Owner, operator, Jackie Chittock,  offers 
professional and casual clothing, designed 
to facilitate clothing needs for all occassions. 
Jackie will help you put together outfits 
for work, travel, for that special dinner or 
wedding.

Specializing in designer clothing by 
April Cornell, women’s and girls’ apperal, 
baby gifts and clothes, hats and scarfs, 
Jacquelynn’s Boutique offers contemporary 
and classic clothing and accessories for all 
ages. Mother daughter matching dresses, 
Sweet Romance jewelry and April Cornell 
housewares and table linens provide 
seasonal gift choices.

Jackie’s known for her love of fashion and 
joy for putting together outfits and helping 
people find a gift or ensembles that will be 
enjoyed for years to come. Customers walk 
out smiling and wi th a bounce in their 
steps.  Jacquelynn’s Boutique, open from 
Tuesday to Saturday from 10:00AM to 
5:00PM, is located at 1313 Mill Street SE 
Salem, Oregon, in historic Mission Mill, just 
east of Willamette University.

1040 Commercial St. S, Salem, OR 97302
(Just 2 blocks south of Mission)

4 years locally owned & operated
Expert B2B Professional, Affordable Computer Services

on site or in shop

• Networking Specialists
• Software Trouble-Shooting
• All Brands Hardware Repair (Mac Included)
• Residential Service throughout the Willamette Valley

TIRED OF DEALING WITH MULTIPLE VENDORS?
ONE CALL DOES IT ALL!

Let  Take Care of All Your Office Systems
 • Copiers • Typewriters
 • Laser Printers • Inkjet Printers

REASONABLE SERVICE AGREEMENTS AVAILABLE
WE SELL NEW & REFURBISHED SYSTEMS!

BUY LOCALLY - SERVICE LOCALLY - LOCAL WARRANTY
Powerful, Professional, Personal Local Alternative to the Big Brand Runaround!

 Call Tech Direct:.503-391-7009
 24 / 7:.503-871-1359
 Fax:.503-586-0126
 Email:.cyberhelp4u@comcast.net

• 3 Hour or Less Rapid Response Guarantee 
• All Work Warrantied • Fully Insured

Over 80 Years of Team Experience in every facet of manufacture, 
quality control, repair, troubleshooting, networking

best loan to meet specific financial goals. 
Response is not tied to any one lender, 
confirming their commitment to the client.

Jess M. Haines, (above) Senior Loan 
Officer in the John L. Scott office located 
at 725 Commercial Street SE in Salem, says 
in a word what sets his Response Mortgage 
office ahead in a very competitive business 
is “Service”.  He is a very confident and 
friendly professional. Jess can be reached 
at 503-585-0100 ext-354, on the web at 
www.responseloans.com/jhaines and email 
– jesshaines@responseloans.com

Jacquelynn’s
Boutique

Seasons Greetings!

Salem Business Journal
From the Staff of the
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Farm, Ranch & Rodeo Gear

Saddle Covers • Garment & Chap Bags
Sponsor Recognition • Gear Bags

Lettering & Monogramming

Your Ranch Name, Your Sponsor Names
Brands & Logos! Design Consultation Available

Jackets, Coats & Clothing

Featuring The Fine Products of
World Class Equine & Rockmount Ranch Wear

$2
Tuesday thru Friday
4:00 to 6:00 pm
• Sautéed Mushrooms
• Hummus w/Pita
• Spinach Dip
• Quesadilla
• Pita Pizza

Appetizers

The Department of Consumer and 
Business Services, Occupational Safety and 
Health Division (Oregon OSHA) will be 
offering free workplace safety and health 
training sessions in Salem during December. 
Workshops will be held at the Labor and 
Industries Building - Basement Room C, 
350 NE Winter Street. 

Two workshops which focus on record 
keeping requirements and vehicle safety 
will be held on Thursday, December 8th:

Thursday December 8
8:00am to Noon

OSHA Form 300 Record Keeping

Introduces participants to basic record 
keeping requirements for documenting 
occupational injuries and illnesses in the 
OSHA Form 300 log. Explains the purpose 
of documenting injuries, calculating an 
employer’s Days Away or Restricted Time 
(DART) rate, and determining if an injury 
must be recorded or reported to Oregon 
OSHA. The workshop is ideal for human 
resources staff or safety committee members 
who are responsible for documenting 
injuries.

Thursday December 8
1:00pm to 5:00pm

Managing Your Vehicle Safety Program

Oregon data for work-related fatalities 
between 1993 and 2002 places highway 
motor vehicle accidents as the largest group 
of fatal accidents, causing 127 deaths during 
that decade. Nationally, the U.S. Bureau of 
Labor Statistics reports that highway motor 
vehicle crashes account for one-quarter of 
all fatal work injuries.

The workshop covers creating and 

maintaining a driver safety program, vehicle 
safety, fleet management safety, accident 
investigation and material handling. 
Participants also review the Oregon OSHA 
safety requirements for commercial and 
industrial vehicles. Oregon OSHA safety 
regulations address both commercial 
vehicles - such as cars, pickups, flatbed or 
dump trucks, public utility trucks, work 
crew vans or worker transport buses - and 
industrial vehicles meant for non-highway 
use including loaders, lumber carriers and 
forklifts.

To register for the training workshop, 
fax your request on company letterhead to 
(503) 947-7462 or register on the Oregon 
OSHA Web site, www.orosha.org under 
“Education.” For questions about Oregon 
OSHA training, call (503) 947-7443 or call 
toll-free within Oregon, (888) 292-5247, 
Option 2.

Oregon OSHA is committed to partnering 
with employers and workers to keep Oregon’s 
injury rates low, and workers’ compensation 
costs under control. One of the best things 
an employer can do to prevent injuries 
is to properly train employees. Oregon 
OSHA offers free training, free safety and 
health consultations, and education and 
training materials from the OR-OSHA 
Resource Center. Keep your employees and 
workplaces safe through a commitment 
to training, education and elimination of 
hazards.

As Oregon’s economy improves, safe jobs 
are smart business. More information and 
resources for workplace safety and health 
are available on Oregon OSHA’s Web 
site, www.orosha.org. Or contact Kevin 
Weeks, OR-OSHA Public Information 
Officer, 503-947-7428 or by email at kevin.
s.weeks@state.or.us.

Free Safety & Health Workshops in Salem
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2815 Silverton Rd. NE • 503-581-8111
33% Below Market Value on Collision Repair

Near Fairgrounds

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

and collision repair of damaged but
driveable cars for customers paying

out of their own pocket.

The Best Prices in the Industry!

New Ownership
New Management
New Ownership

New Management

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

• Maintained Vehicle Value

Call Dixon Bledsoe, Broker
303 Oak Street
Silverton, Oregon 97381
503-873-3545, ext. 311
dixon@silvertonrealty.com

"WOW - WHAT A REALTOR!!"
"Thanks, Dixon for your su-
perb performance in helping
my husband and I find just
the right place for us to re-
tire to.

Although our purchase was
small compared to most, you

made us feel like we were just as impor-
tant as the person buying a million dol-
lar property.

Your positive attitude and professional
approach helped make our real estate
transaction a pleasant experience."

Sincerely,

Michel Jo and Jerry Scott
Scio, OR Next.

Baby Cakes
~ A Paper Confectionary ~

Paper Arts Classes ~ Handmade Papers

Paper Ephemera ~ Writing Desks

Vintage Pens & Ink Wells

207 East Main Street,
Silverton, Oregon, 97381

Wednesday thru Saturday
503.873.7840

10:00 am to 6:00pm

Coming Next Month in the SBJ: The Salem Film Festival Scene

Filmmakers! See your film on the big screen!
Call for Entries: www.mvvfest.org • 503-371-7044

February 24, 25 & 26, 2006 • Northern Lights Theatre Pub
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Appointment is upon requests…
Free Estimates… Special Orders

& Custom laser engraving on
tile, wood, marble, plastic and

metal available.

Call Richard @ Shepwoodcrafts
ph/fax 503-371-4290

Buy 2 yards of Carpet or Vinyl
get one yard free

No other offers or discounts apply
Minimum purchase applicable

Buy 2 sq ft. of Tile or laminate
Get one sq. foot Free

No other offers or discounts apply
Minimum purchase applicable

FREE

FREE

Salem Auto Body & Paintworks
“Where Service Really Does Come First”

Having a car accident is the last thing 
anyone wants to think about. Whether a 
fender-bender or something worse, it is a 
painful, bitter experience. And that does 
not include having to seek out a reputable 
auto repair shop to return your car to a safe, 
road-ready condition. 

Salem Auto Body & Paintworks 
understands the stressful situation many of 
their customers are dealing with when they 
enter their offices at 3451 25th Street SE. 
That is why their tag line, “Where Service 
Really Does Come First” is more than a 
catchy phrase.

“All they need to do is bring their claim 
number and insurance company name with 
them,” John Zobrist, Sales & Marketing 
Director for Salem Auto Body says, “and we’ll 
take care of the rest. In fact, we’ll pick them 
up and have a rental car ready. Our goal is 
to make their experience with Salem Auto 
Body as pleasant and easy as possible.”

Owner and managing partner, Ray Carson, 
set the bar for the high level of quality 
customer service from the day he and his 
parents purchased the business in 1990. 

With an estimated 80% of Salem Auto 
Body’s business coming from repeat 
customers or referrals, Salem-area drivers 
must appreciate the company’s philosophy.

To ensure their customer service and quality 
remains at the highest levels, every customer 
receives a pre-paid survey card when they 
pick up their car. Since the inception of the 
program, Salem Auto Body has received 
100% customer satisfaction ratings.

As a hands-on owner, Carson had spent 
most of his time working with current 
customers. He wanted to take a more active 
role in marketing his company but there 
never seemed to be enough time.

Carson and John Zobrist had been long-
time friends through their mutual interest 
in motorcycles. It had been common for 
Zobrist to refer people he met to Carson for 
auto repair. Soon these informal sales calls 
and discussions about working together 
turned in to a full time job.

“Ray is one of the most fair businessmen 
I’ve ever worked with,” Zobrist says. “His 
character and integrity as a businessman 
convinced me that working for him would 
be a positive experience.” 

Zobrist characterizes Salem Auto Body as 
“automobile remanufacturing.” Examples of 
the detailed workmanship are evident in all 
five work areas – from the delivery truck to 
the passenger car – all with highly-skilled, 
I-CAR certified  technicians plying their 
trade to bring the vehicles back to pre-loss 
or better condition.  

“When you pick up your car, it should be 
nearly impossible for you to tell a vehicle 
has had repairs,” Zobrist says. 

With 17 full time employees (up to 27 
when the workload demands), Carson and 
Zobrist are proud of the low turnover rate 
in the shop. One employee “courted” them 
for three years before a position opened up. 
He has now been with Salem Auto Body for 

10 years.  
Of particular pride for the company is 

their AAA-approved auto repair status. 
They received the designation in May of 
2004.  The company had to meet stringent 
standards and undergo a six week process 
that included a thorough inspection of 
facility, verification of certifications, and 
an extensive polling of past customers to 
determine levels of satisfaction. 

Although dents and dings on individuals’ 
cars are the basis of their business, Salem 
Auto Body also has an active commercial/
fleet side. Their 55’ paint booth can 

accommodate trucks, motor homes, travel 
trailers and other oversized vehicles. 

Ray’s philosophy sums up their commitment 
to treating the customer right: “We live in 
this town, we’re part of the community. I 
don’t want to be at a restaurant or standing 
in line at the grocery store and not be able to 
look a customer in the eye.”

Gwen Graham is the owner of Carousel 
Mountain Enterprises LLC, a desktop 
publishing, graphic design and writing 
services company in Salem, Oregon. 
She can be reached at 503-581-3994 or 
carouselmountain@aol.com.

BY GWEN GRAHAM

The Health and Balance Women’s Retreat 
is gearing up for another educational, 
relaxing, and fun filled weekend where 
women can create new friendships, build 
on old friendships and enjoy it all in an 
unhurried, lovely atmosphere at the Inn at 
The Spanish Head. Our theme this year will 
be “South of the Border”.

At this years retreat, scheduled for 
February 3rd and 4th, you will have the 
opportunity to hear from Dawni Rae Shaw, 
a fitness Professional Coach who will be 
speaking on the 7 Key Points to a Well 
Women. Kristine Neiderhaus, dietitian, 
will address the importance of Nutrition 
and supplements. Dr. Jamey Dyson will 
be speaking on Body Alignment. Julie 
Johnson from World financial Group will be 
educating us on Financial Health.

We have a lot of fun events and one, that 
will start the weekend off is Wine tasting 
202 from Grand Vines. We brought Tim 
Duffy back again and we are looking forward 
to what he has to teach us!

You will be entertained by a fun fashion 
show with Jacquelynn’s Boutiques and The 
Sweater Shoppe, Etc. And in the evening, 
there will be entertained by Los Cediillos.

In addition we have businesses that will 
have vendor times in the morning and the 
afternoon. You will be treated with much 
information, a fun time to learn and free 
massages from Altair Therapeutic.

Join us this year for another great Women’s 
Retreat sponsored by SDM Products.

For more information call Mary Lou at 503-
304-4367 or email: sdmproducts@comcast.
net

Women’s Retreat 
Scheduled for the 3rd Year
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101 S. First Street ~ Silverton, Oregon 97381

Your Friendly Florist

503-873-5115
1-888-213-1495

Amy & Mike White
April & Tim Kelly

Owners

Residential • Commercial • Farm • Construction

115 N Water
P.O. Box 1128
Silverton, OR 97381

Office: (503) 873-5039
Fax: (503) 873-0680
(866) 791-5393
MtgByDesign.com

Securtronics • 503-390-3309
3851 River Road N. • Keizer, OR


A Home Away from Home
Contact: Eadie Anelli
(503) 873-2234
(503) 559-9093
museadie@verizon.net




716 North Water. St.
Silverton, OR 97381

Michele Throud
Independent Consultant #10523102

503-623-4682
503-881-4669
yz250dt@peoplepc.com

Listening to this might change your life
www.arbonne.com/company/sizzle.html

ARBONNE
INTERNATIONAL

Swiss Skin Care • Color • Nutrition • Aromatherapy
Formulated In Switzerland • Made In The USA
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City of Silverton
6th Annual 

Meters for Charity

Thank you for 
your Support!

Parking is FREE for the
month of December.

If you choose to feed
the meter, all funds

collected will be donated
to Silverton Area
Community Aid
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Ten Thousand Villages – A World of Good Gifts
BY CAROLYN R. BOLTON

At the Keya Palm project in Agailjhara, 
Bangladesh – half a world from Salem, 
Oregon – a woman named Sobita Sarkar sits 
making red paper star garlands. Seventy-
five women work and sing together. Their 
song translated:

“We are women working to build our lives.
Together we have overcome many problems.
We will send our children to school with our earnings.
We purchase our food and clothing,
We plant our gardens and cultivate our crops,
We repair our houses, and we plant our trees.
By working together we become united in one mind.”

These same red paper star garlands adorn 
the shelves at Ten Thousand Villages in 
Downtown Salem. 

Whether shopping for unique holiday 
décor, the truly special gift that stands out 
from all the rest, or beautiful textures and 
unusual year-round accents for your home, 
Ten Thousand Villages is the place for you. 
Just inside its doors is a feast for the eyes 
– and welcome relief for the wallet.

Linens rich in texture and color, home 
furnishings, unique paintings and 
sculptures, beautiful tableware and table 
games, mobiles and musical instruments, 
hats and hand-made baskets, journals 
and jewelry, purses and planters, scarves 
and gloves … this is only the beginning of 
their delightful standard inventory. Unique 
holiday gifts are available for a matter of 
mere months each year.

For instance, one seasonal display offers 
nativity sets from around the world. 
It exemplifies the cultural variety seen 
throughout the store. All the way from the 
Sierra Mountains in Ecuador’s southern 
province of Cañar sit a plump hand-painted 
ceramic Mary and Joseph, watching over 
the wide-eyed baby Jesus in the company of 
droll stable animals. To its right, weighing 
less than one-fourth of a pound and hand-
made in Bangladesh from hand cut and 
glued wheatstraw on black paper, is a simple 
yet breathtaking shadowbox nativity that 
folds flat and snaps shut. 

“This is a popular item for families seeking 
an easily shippable yet elegant holiday 
reminder for loved ones far from home,” 
says Manager Susie Duke of the wheatstraw 
nativity. “Especially those serving in Iraq,” 
she adds.

On the shelf below one finds the simple 
unadorned lines and African faces of the 
Holy Family, kings, shepherds, and animals 
hand-carved by Tanzanian artisans in 
mkonko and ebony woods. Next to it, a 
marvelous cream-colored kisii stone Maasai 
Nativity features the Holy Family and other 
characters represented as traditional Maasai 
peoples from East Africa. 

All are astonishingly affordable. And 
all point to the global universality of the 
traditional Christmas story.

There are more than 160 Ten Thousand 
Villages stores nationwide, but one can 
scarcely call it a “chain”. Started as a nonprofit 
program of Mennonite Central Committee 
in 1946, today’s Ten Thousand Villages is 

one of the oldest and largest 
fair trade organizations 
in the world. Fair trade 
organizations connect 
consumers in North America, 
Europe, Japan, Australia and 
New Zealand to unemployed 
and underemployed artisans 
and farmers in developing 
countries through fair trade 
relationships – benefiting 
people, rather than 
maximizing their own profits. 
The artisans’ income helps 
pay for food, education, health care, and 
housing. 

Salem’s Ten Thousand Villages began as a 
sidewalk sales table at Downtown Salem’s 
“Summer in the City”. That gave way to a 
seasonal shop situated in The Reed Opera 
House five short Christmases ago. 

“That first holiday season was a ‘trial 
balloon’ of sorts,” says Ellen Chambers, chair 
of the board of directors for Salem’s Ten 
Thousand Villages and member of the core 
group who initially launched the enterprise. 
“We needed to determine whether Salem 
would provide a large enough repeat-visit 
customer base for us. We were thrilled to 

find the community support 
to be immediate.” 

In fact, it was so popular 
that the core organizers 
for Salem’s Ten Thousand 
Villages spent the next year 
working closely with the 
national to gather adequate 
financing to enter into a 
lease for the storefront at 474 
Court Street after nearly 3 ½ 
years ago. Today they have 
one paid full-time manager, 
two “very part-time” staff 

members, and a broad community of 
volunteers that help run the store.

Manager Susie Duke, a former Peace 
Corps volunteer with a still hopeful heart, 
explains: “The dream of Ten Thousand 
Villages is to one day see that all artisans 
who live in developing countries earn a fair 
wage, are treated with dignity and respect, 
and are able to live a life of quality.”

To those who work or volunteer at Ten 
Thousand Villages, each village in the 
world represents a unique, distinctive 
people – offering extraordinary products 
born of their rich cultures and traditions. 
Its philosophy of fair trade offers an 

alternative, relationship-based approach 
to traditional international trade models, 
one in which trading partnerships are 
formed with disadvantaged – and otherwise 
excluded – third-world artisans. It seeks 
to do this by creating opportunities for 
economically disadvantaged producers 
(very often women), providing good working 
conditions, paying fair prices, building local 
capacity, guaranteeing transparency and 
accountability, caring for the environment, 
and raising awareness worldwide.

Does it make a difference where we shop? 
What can we learn about those who made 
the items we purchase? Who benefits from 
the dollars we spend? The answers are easy 
to find at Ten Thousand Villages. 

Ten Thousand Villages is located at 474 
Court Street NE, just west of the intersection 
of High and Court on the south side of the 
street. They are open Monday through Friday 
from 10 a.m. to 6 p.m. and Saturdays from 10 
a.m. to 5 p.m. Call 503.585.1636 to inquire 
about extended holiday hours. To learn 
more about the history of Ten Thousand 
Villages or locations of stores across the U.S. 
and Canada, visit www.tenthousandvillages.
com. For more information about fair trade, 
visit www.ifat.org.

Ten Thousand Villages Receives People’s Choice 
Award for Green Business of the Year

AKRON, Pa. – On November 4, 2005, 
Ten Thousand Villages – the oldest and 
largest fair trade home décor and gift retailer 
in the United States – received the first ever 
People’s Choice Award for Green Business 
of the Year from Co-op America at the 
San Francisco Green Festival. This award 
recognizes Ten Thousand Villages as a 
leader among businesses across the country 
committed to social and environmental 
responsibility.

Ten Thousand Villages was chosen to 
receive the People’s Choice Award for Green 
Business of the Year by a popular vote of 
the general public. Thousands of socially 
conscious consumers cast their vote on 
the Co-op America web site September 15 
through October 21 and at the Washington, 
D.C., Green Festival in late September.

Ten Thousand Villages Chief Executive 
Officer, Paul Myers said, “We are honored 
to receive this award and are excited that 
so many people embraced the opportunity 
to cast their vote in support of socially 
responsible businesses across the country.” 

Myers continued, “We receive this award 
on behalf of the artisans who, within very 
difficult circumstances, create the beautiful, 
handcrafted gifts and home décor our 
customers find at Ten Thousand Villages 
stores across the country. We also receive 
this award on behalf of our many customers 
who expect us to provide gifts created in a 
healthy, green manner.”

More than 70 green and fair trade 
companies that are members of Co-
op America’s Business Network were 

nominated by conscientious consumers 
around the country for the first People’s 
Choice Award for Green Business of 
the Year. Green businesses operate in 
ways that solve, rather than cause, both 
environmental and social problems. These 
businesses adopt principles, policies, and 
practices that improve the quality of life for 
their customers, employees, communities, 
and the environment.

Ten Thousand Villages, with a network of 
more than 100 stores across North America, 

leads the fair trade movement with 59 years 
of experience providing vital, fair income to 
artisans in Africa, Asia and Latin America. 
Ten Thousand Villages markets home decor 
and gift items handcrafted by skilled artisans 
working with more than 110 artisan groups 
in 32 countries. Sales for Ten Thousand 
Villages fiscal year ending March 31, 2005 
totaled more than $16 million.

For more information about Ten Thousand 
Village, visit:

http://www.TenThousandVillages.com.

Let Yourself Fly...

Private Pilot Training
Instrument Rating
Ground School
BFR/IPC

•
•
•
•

Now at Salem McNary Field

THE NEXT PRIVATE PILOT GROUND SCHOOL

STARTS IN JANUARY!

Graham Aviation Services, LLC
Upstairs from Val Avionics 

just north of the Flight Deck Restaurant

503-581-4139 • AviationSLE@aol.com

INTRODUCTORY 
FLIGHT LESSON

$79.00
(through 12/31/05)
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Salem Campus of University of Phoenix
BY RACHAEL MORTENSEN, UP - PUBLIC RELATIONS MANAGER

University of Phoenix opened its doors in 
Oregon in 1997 and now has five locations 
and nearly 2,000 students in the area. The 
main campus in Tigard was the first in 
the state is now one of several including 
campuses in Salem, Clackamas, Hillsboro 
and Vancouver, Washington. 

The decision to open the Salem campus 
in the fall of 2004 was a result of a growing 
number of students from Marion, Polk and 
Lane counties, according to Patricia Hardie, 
Vice president/campus director for the 
Oregon Campus.  

“With students commuting from as far 
away as Eugene and Corvallis, we knew 
there was a need to open a campus to 
accommodate them,” said Hardie. 

As with all of the University of Phoenix 
campuses, the Salem site is easily accessible 
from the main highway and located in a 
state of the art facility suited for working 
professionals.

A College for Working Adults
Students at the Oregon Campus can choose 

from business degree programs including 
those focusing on business administration, 
marketing, management, accounting, or 
information technology. There are several 
MBA programs available to students with 
specialty emphasis to meet the growing needs 
of the business community. For a complete 
list of programs and classes available, call 
the local campus at (503) 364-5695.

Students at the Salem campus complete 
most of their classes in a combined online/
on-ground format called FlexNet. FlexNet 
is the blending of a traditional school 
setting with the convenience and flexibility 
of a virtual classroom.  Classes are held in 
the evenings when it is most convenient 
for working adults with families and work 
obligations. The online component of the 
program allows even more convenience with 
much of the work being completed at a time 
that fits the needs of the students. While 
many students work a nine-to-five job, they 
might enjoy doing their school work online 
at 2:00 AM. FlexNet allows students the 
opportunity to find a class time that meets 
their particular scheduling needs.

Teamwork is the Key
Feedback from the business community 

tells us that employers are looking for 
specific skills in employees they have and 

those they seek to hire. One of the key skills 
is the ability of an employee to adapt to a 
changing environment and have competent 
collaborative skills. These skills are woven 
into each University of Phoenix course.

University of Phoenix applies proven 
teaching and learning methodologies to 
help working professionals solve real-
world business problems. Students learn 
to develop critical thinking, problem-
solving and communication skills while 
strengthening their ability to work in 
team settings. Because the philosophy of 
teamwork is an integral component of the 
curriculum, students will develop skills 
each week that they can use the very next 
day in their current job, or in a plan to seek 
a promotion or position change.

University of Phoenix students benefit 
from learning not only from practitioner 
faculty members, but also their peers as 
fellow students are working professionals 
who bring extensive experience, perspective 
and expertise to the academic environment. 

The University’s focus on small interactive 
classes, highly personalized teaching and 
comprehensive academic accountability 
systems has won praise and recognition by 
noteworthy academic and business leaders. 
The University of Phoenix offers graduate 
and undergraduate degree programs as well 
as technology certification programs.

Part of the Community 
University of Phoenix strives to be a 

contributing member of the business 
community in each of the cities it serves, 
working with local chambers of commerce and 
professional organizations. The University 
is also committed to giving back to local 
communities through programs and services 
that cater to children and education.

This fall, the Salem campus will partner 
with Mid-Willamette Valley Community 
Action to raise awareness and funds for 
the local Head Start program benefiting 
children of low-income families in the 
local community. To find out more about 
MWVCAA/Head Start, visit their website at 
www.mwvcca.org.

University of Phoenix, which has served 
working adults for nearly 30 years, has made 
its mission to remove barriers to education 
for busy adults by providing accessible 
scheduling and rigorous degree programs 
centered on professional goals. The 
University is the largest private accredited 
university in North America and is owned 
by parent company Apollo Group, Inc. The 
University is accredited by The Higher 
Learning Commission and is a member of 
the North Central Association. 

For program information call (503)364-
5695 (Salem), (503)670-0590 (Portland), or 
(360)693-2525 (Vancouver, Washington). 
Call toll free: 1-877-867-4748 or visit 
University of Phoenix, Oregon Campus on 
the Web at http://phoenix.edu/oregon. 

Oregon Telecom Sticks to Business Model and Expands
BY MICHAEL PATRICK O’CONNOR

In an era when telecommunications 
companies have struggled and WorldCom 
gave the entire industry a black eye, a 
portrait of success has been painted at 
Salem-based Oregon Telecom through the 
artistry of CEO Jeff Raines. Raines and 
two other former executives at Shared 
Communications started the business in 
October of 2001 and have already turned it 
into a company boasting 24-million dollars 
in annual sales.

Oregon Telecom’s business model 
seems simple enough. It calls for the 

purchase of telephone services (e.g. copper 
wire, switches) from the likes of Quest 
Communications, Verizon, Sprint and 
others at wholesale rates and then acts as a 
reseller to primarily small to medium sized 
businesses customers. Subscribers are also 
provided with long distance, Internet access 
and calling cards among other products and 
services.

“As a reseller we don’t have to spend a 
lot of time, money or energy out building 
networks or building switches or building 
facilities,” Raines said. “We feel it’s not 

the best approach to keep building these 
redundant networks. That business model 
was done in the late 90s and in some markets 
it was found to be a little bit ridiculous. Five, 
six networks, one on top of the other to 
serve a single client just makes no economic 
sense,” Raines added.

Oregon Telecom employees (roughly 90 at 
publication) pride themselves on answering 
customer calls promptly. “Our customers 
call here and the phones are answered by 
human beings within three rings as opposed 
to calling some of the traditional telephone 

companies where you press a lot of buttons to 
finally talk to a human being,” Raines said.

The backbone of the Oregon Telecom 
business model has been shaped along the 
I-5 corridor with offices located in Eugene, 
Roseburg and Medford. Another office can 
be found in Oregon City that serves the 
Portland Metro marketplace with additional 
company representation located in Klamath 
Falls and Newport. 

As the economy continues to improve, 
Oregon Telecom is in the process of 
expanding into Washington under the name 
Washington Telecom with its first office to 
be located in Bellingham.

Raines appears to have had his sights on 
doing business in Washington all along and 
sagaciously applied for the business name 
Washington Telecom and Idaho Telecom 
along with other Western state names four 
years ago.

Raines contends Bellingham is a perfect fit 
and matches the medium sized communities 
already being served by Oregon Telecom. 
“The business customers in those markets 
are as cost conscious as we are and so when 
we walk in the door and offer them a product 
or service that can either help their business 
or save them money or both, they’re willing 
to listen,” Raines said.

Michael Patrick O’Connor is an award-
winning writer and broadcaster whose work 
has been featured by the Associated Press, 
ABC News and the BBC, among others.

Franchise Select
...a franchise buyer’s service

Phone: 1-866-483-8103 • E-mail: franchiseselect@aol.com
5933 NE Win Sivers Dr. • Suite 213 • Portland, OR 97220

A PERFECT FRANCHISE
for the Salem area

• High Income Potential
• Including Strong Residuals
• Single Unit & Multi-Unit Franchises
• Regional Developments Available
• Minimum Investment - $30,000

• Fastest Growing Industry in U.S.
• Multi-Billion Dollar Market
• National Caregiver Franchise
• Home-Income - Low Overhead

Contact Franchise Select at:

Carolyn Faulkner
Pres. / Carolyn Faulkner Corp

Powell resonds to
SBJ Questions

Colin Powell’s visit to Salem proves that 
healthy debate is alive and well in the 
academic community.

Whether good guy or bad guy, Powell 
is certainly exciting the citizens of Salem 
with protests of opinion and emotion. All 
the typical questions on war, oil, truth, lies, 
Iraq, My Lai and even if he is going to run 
for President, have been fired at Powell. 

The Salem Business Journal’s question for 
Colin Powell … of course business related. 
“Mr. Powell, what would be your suggestion 
to the American automobile makers that may 
lead to re-gaining a market share we once were 
proud of?” It’s a fair question to a man that is 
an American leader and a car enthusiast. 

Colin restores classic Volvos (now owned 
by Ford) and has been very vocal about his 
love for cars and America.  

The American public figure that has the 
answers to restore our automotive industry 
will be a true hero.

“In 1983, I bought a 77 Volvo for my son 
in college  It was a reliable and safe car.  
Then I found an older one that I bought for 
myself.  Then I bought a parts car for parts 
for my car.  One thing led to the other and 
I’ve probably had 20 of them. I currently 
have a 1966 Station Wagon. I think all 
automakers are doing a good job on safety.   
The old Volvo 444 and 544 would make an 
interesting retro car.  Other than that I have 
no advice for car makers.”     Colin Powell
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Carpet • Laminate • Vinyl
• All Major Brands
• Quality Sales & Installation
• Contractor's Pricing

1480 Madison NE
Salem, OR 97305

Ph: 503-362-9264
Fx: 503-362-2743

Salem Chamber: Jason Brandt

Mobilizing Salem’s Young Professionals
Take one look at Salem’s age demographics 

and the picture is clear. The Salem area 
has a signifi cant defi cit of 20- and 30-
somethings. Based on an analysis of 
population per capita, Salem has 7 percent 
fewer 18- to 34-year-olds than Eugene, and 
11 percent fewer 25- to 34-year-olds than 
Portland. 

Salem residents in their 20s and 30s often 
underestimate the number of activities, 
restaurants and shopping opportunities 
that exist in Salem. As a result, many 
choose to live in cities with nightlife-
related businesses in a more consolidated 
area. 

The Salem Area Young Professionals 
program has been launched to combat our 
challenges head on and provide our 20- and 

30-somethings right here in Salem with an 
opportunity to mobilize to various venues 
throughout the area. As a result, young 
professionals involved in the program will 
see fi rst hand the opportunities that do exist 
here. 

In concert with this mobilization effort is 
the program’s ability to provide a diverse 
and fl exible set of experiences through 
featured speakers, tours, and volunteer 
opportunities. Salem is very fortunate to 
have three committed presenting sponsors 
that include Oregon Community Credit 
Union, Ticor Title, and T-Mobile – all 
of whom have partnered with the Salem 
Chamber to subsidize the cost of creating 
these opportunities for our developing 
workforce. Monthly events vary in cost but 

are consistently under $10 per person and 
are open to all interested residents in their 
20s and 30s.

Studies report that young professionals 
fi rst choose a place to live and then fi nd a 
job. Salem Area Young Professionals will 
capitalize on Salem’s great quality of life and 
establish the message that Salem is a choice 
destination city for young professionals.  

The impact of the Salem Area Young 
Professionals program on Salem’s future 
has the potential to be tremendous. The 
program will continually provide a monthly 
venue for professional development, 
networking, and collaboration amongst 
participants. A strong team of 14 young 
professional leaders meet once a month to 
ensure each program is of value, focusing 
on the crucial blend of networking and 
professional development. 

Are you a young professional or an 
employer that understands the importance 
of getting your employees involved? Visit 
www.salemyoungpros.com and click on 
the “be connected” link. This will ensure 
that you and/or your employees receive 
timely email updates on upcoming news 
and events relating to the program. You can 
be assured that contact information is kept 
confi dential and email notifi cation is used 
judiciously. 

For additional information contact 
Jason Brandt at the Salem Chamber 
of Commerce, 503-581-1466 x304 or 
Jason@salemchamber.org

A key to achieving success in today’s 
very competitive and global marketplace is 
the effective recruitment and selection of 
employees. Maybe you’re growing and have 
a need for a new employee, or perhaps you 
need to replace someone who is leaving your 
company.

The fi rst step is to identify the specifi c job 
duties. This is also an opportunity to review 
the organization and make any changes 
internally before beginning the recruiting 
process. Determine if the job will be part-
time or full-time, non-exempt or exempt. 
Writing a job description will help focus 
on what you need. It should include the 
essential functions, the required skills, and 
physical and mental abilities. 

The means by which you choose to recruit 
depend on the nature and level of the 
job. There are many sources for fi nding 
qualifi ed candidates – referrals, newspaper 
advertising, local colleges, state employment 
department, private employment agencies, 
trade and professional organizations, 
Internet recruiting sites, and your company’s 
own website. 

Honesty is the best policy in recruitment 
communications. The pitfalls of not 
realistically representing the company or 
the employment situation could later lead to 
a disgruntled employee who quits because 
the job didn’t turn out as expected. You 
want to fi nd someone who would be happy 
with the job you have to offer within the 
company’s culture. 

People tell you what they want in their 
resumes. Your company’s job application 
provides the information that you want 
to know. Determine if a candidate’s 
background matches your required skills 
and qualifi cations. Also consider the length 
of service in each job and gaps between jobs. 

Review for misspelled words and missing or 
inconsistent information. A candidate with 
an incomplete or sloppy application may 
intentionally be misleading, or may show 
carelessness in work. 

There are legal requirements that govern 
the recruiting and hiring process. Most 
Oregon employers are covered by laws 
under both the federal Equal Employment 
Opportunity Commission (EEOC) and 
state Bureau of Labor and Industries 
(BOLI). Their websites, www.eeoc.gov 
and www.boli.state.or.us, contain a wealth 
of information for employers, including 
examples of appropriate and inappropriate 
interview questions. 

Allow suffi cient private time for interviews. 
Providing a copy of the job description to 
your interview candidates and discussing 
the duties and requirements will help you 
determine if they can meet them. Past 
behavior is usually a strong indicator of 
future behavior. Asking additional job-
related questions can give you a well-
rounded picture of the person’s skills, 
aptitude, and desire to do the job and work 
in your company. 

Following these guidelines will help you 
select the candidate who is the best match for 
your needs. You can fi nd Mr. or Ms. Right.

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

Finding Mr./Ms. Right
BY ALICE BERNTSON, SPHR
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Employment Law: Randy Sutton

Avoiding and Dealing with Employee Theft
Every business takes pride in its ability to 

recruit and manage excellent employees. 
When patting yourself on the back, you 
might think of:
• Your competitor’s key employee, who 

came to you asking for a job. 
• The problem employee, who is now your 

most enthusiastic worker. 
• The bookkeeper, who takes care of 

your business fi nances but won’t take a 
vacation. 

Unfortunately, you may not fi nd out until 
it is too late that: 
• Your competitor fi red the key employee 

for embezzlement. 
• The problem employee got a lot happier 

after he started stealing from you. 
• Your bookkeeper is afraid to take a 

vacation because she needs to cover her 
tracks. 

Avoid Hiring Mistakes
Although we can wish for a world where 

information about prospective employees 
is freely exchanged . . . that’s not the world 
we live in. There are many restrictions on an 
employer’s ability to really get to know the 
person they are hiring. 

Employers may lawfully do background 
checks and verify criminal records, so long 
as they are careful about the questions asked 
and who is checked. To avoid potential 
claims for disparate impact discrimination, 
employers must proceed with caution. For 
example, don’t inquire about arrests – only 
convictions. The inquiry must be job related. 
Asking about an applicant’s credit history is 
not appropriate if the job does not involve 
handling money or fi nancial data. As for 
criminal convictions, the older a conviction 
or release from prison is or the less serious 
the crime, the less relevant the crime should 
be when making your hiring decision.

Out of concern about defamation, it is often 
diffi cult to get a former employer to discuss 
your job applicant. Sometimes, the applicant 
may be willing to sign a release allowing the 
former employer to speak freely. Without 
a release, it is very risky for any employer 
to provide any job reference (positive or 

negative) about former employees.  Even 
with a release, the person giving references 
should proceed with care, as the release may 
not be effective if the former employee can 
prove an intentional misrepresentation.

Employers in Oregon are not allowed to 
give prospective employees a polygraph 
examination or psychological stress test. 
Although written skill tests are allowed, be 
careful that the test is not biased against a 
protected class. In addition, be sure that the 
test screens for only those skills required 
to actually perform the job. For example, 
if the job doesn’t require the ability to read 
English, a written exam written in English 
could be an unlawful bar to employment. 

Before seeking information or assistance 
from a third-party consumer reporting 
agency, be sure to comply with the disclosure 
requirements of the Fair Credit Reporting 
Act (“FCRA”). For example, the FCRA 
requires that employers inform employees 
in writing about the background check 
and get a signed authorization. The FCRA 
imposes other requirements as well. 

Managing the Risk of Theft
To avoid the risk of theft, closely supervise 

any employee with access to the company’s 
checkbook. Your CPA can show you how to 
create and implement controls that help 
monitor your employees. Of course, the 
best advice is to always have more than one 
person keeping an eye on the books. 

You also may conduct surveillance of your 
employees. For example, it is sometimes 
lawful to install video cameras in work 
areas, monitor email, or listen to telephone 
conversations made on company equipment. 
However, there are privacy concerns. The 
company should eliminate expectations of 
privacy by discussing the right to conduct 
monitoring in the personnel manual.  In 
some cases, posted signs should also 
identify areas that are under surveillance.  
With regard to listing to or recording phone 
conversations, there are a wide variety of 
privacy issues and state and federal laws 
that apply.  In most cases, it is best to 
consult an attorney before implementing 

any telephone monitoring program. 
One of the best ways to minimize the 

hardship of a large embezzlement is to 
obtain a fi delity bond insuring against 
employee theft. We strongly recommend 
that you consult with your business 
insurance broker about the costs and types 
of bonds available. However, the insurance 
company will require that you fi le a police 
report in the event theft is discovered. You 
will also need to prove the amount of money 
stolen, even though the paper trail may be 
diffi cult to follow. 

Investigations & Disciplinary Action
Investigating suspected embezzlement 

is similar to investigating other employee 
misconduct. If your decision is challenged, 
think about the documents and testimony 
you will need to prove your case. For 
example, you may want to obtain witness 
statements, review and retain fi nancial 
records, and retain video surveillance tapes. 
As with any employee investigation, keep 
your inquiries confi dential to the extent 
possible, and disclose information only on 
a “need to know” basis. 

You do not need to be 100 percent certain 
of guilt to terminate an employee; however, 
you do need to do a thorough investigation 
and make an informed decision based on all 
of the evidence. As with any termination, it is 
helpful to obtain legal advice as to any issues 
and risks that may affect your decision. 

If you do choose to terminate the 
employee, be very careful about what you 
say. For example, other employees do 
not need to know why the employee was 

terminated. Don’t discuss this information 
with prospective employers either. We 
advise our clients that it’s better not to say 
anything at all, good or bad, to prospective 
employers. If your former employee steals 
from the new employer, a reference that 
told only “half the story” could result in a 
lawsuit against you for the loss. 

When terminating the employee, do not 
deduct any of the amounts stolen from the 
employee’s paycheck. Although you may fi le 
a civil action to collect from the employee 
or seek criminal sanctions, in reality it will 
be diffi cult to recover more than a fraction 
of what was taken. Recovery is especially 
diffi cult when the employee worked 
autonomously, because it will be very 
diffi cult to determine how much money is 
really missing. 

Although it is impossible to eliminate the 
threat of employee theft, through careful 
hiring practices, good controls, business 
insurance, and a prompt investigation of 
misconduct, you can considerably minimize 
your risk of loss.

Randy Sutton is a partner with the 
SAALFELD GRIGGS PC law fi rm in Salem 
Oregon. 250 Church Street SE, Salem Oregon 
97301.  This article should not be considered 
legal advice.  Randy focuses his practice on 
representing management in employment 
and business litigation. 503-399-1070, 
rsutton@sglaw.com,  www.sglaw.com.

Salem, OR - Shangri-La’s ARK Manu-
facturing, an Oregon producer of quality 
leather and nylon goods, launched its new 
canine service and security product line at 
the National Search and Rescue Service Dog 
Day, hosted by the Bear Search and Rescue 
Foundation, aboard the historic Intrepid 
in New York Harbor back on September 
17, 2005. ARK Manufacturing has created 
unique law enforcement products based 
on direct input from canine handlers 
and trainers. ARK Manufacturing offers 
design and custom manufacturing to meet 
individual customer needs.

Roseanne Shrull, ARK Manufacturing 
Manager, emphasizing the signifi cance 
of participating in this worthy event, 
states, “We are very excited to have had 
the opportunity to demonstrate ARK’s 
innovative products to key military and law 

enforcement offi cials, while honoring the 
heroic efforts of service animals.”

Search and Rescue Service Dog Day 
celebrates each year the heroes of the two- 
and four-legged variety and showcases 
service dogs that perform military, customs 
and law enforcement duties as well as 
guide, companion and therapeutic services. 
The Bear Search and Rescue Foundation 
– created to honor Bear, a golden retriever 
credited with fi nding the most victims in the 
rubble of the World Trade Center following 
the September 11 attacks – provides 
training, equipment and transport of Search 
and Rescue teams across the nation, as well 
as health care to canines that performed 
recovery duties after September 11.

To learn more about ARK Manufacturing 
products and services call 1-800-581-6786 
or visit www.arkManufacturingnet.

ARK Manufacturing Launches New Canine 
Product Line in New York City

Brad Keele
(503) 390-2957 BUS
(503) 371-2022 HOME
(503) 390-9123 FAX
KeeleandSonCarpets@msn.com

1925-B Silverton Rd. NE
Salem, Oregon 97303

Open 6 Days
8 am to 5:30 pm
Sat. 9 am to 5 pm
And by Appointment
CCB# 108035
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Call: 503-581-0318  E-mail: gra7567519@aol.com
Hours: 10am - 5pm  Monday - Saturday

“We Do Estates”

Salem Business Journal
Business Card File

www.AEOCOMPUTERS.com

Brian Beesley

1522 NE Broadway @ Shipping

Salem OR 97303

503-391-7333
Repairs

Upgrades

Custom-built 
computers

FREEMAN MOTOR CO
EUROPEAN MOTORCARS

MERCEDES BENZ

SAAB • BMW

VOLVO • AUDI

LAND ROVER

Marshall Zoerner

5535 S.W. Hood Ave. • 503.314.6446
6626 S.W. Macadam Ave. • 503.310.5555

Portland, OR 97239
www.freemanmotor.com

Salem Paint

Phone: (503) 364-5631 • Fax (503) 364-5633
702 High St. NE Salem, OR 97301

Company

Featuring: Jewelry  Art  China  Glassware
Silver  Furniture  Collectables & more

JIM WAKEFIELD
Honda Store Manager

Salem 370-3060
Portland (503)241-8093

1-800-624-2997

Fine Jewelry, Art, Antiques, & Bonsai
Jewelry Repair and Estate Sales

Bike • Skate • Snow
Sales-Services•Tires-Tubes • Accesso-

ries

Tuesday-Friday
10-6 / Sat. 9-4

430 McClaine St.,
Silverton

503-873-0977

-VISA-M/C/Discover-Amex

Salem Business Journal
Business Card File
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CCB# 89963

Salem Spy Shop
A subsidiary of TeleCom Clinic

   Cameras   Spy Equipment

  Security  Installations

503-362-7351
Visit our showroom at 1522 Broadway St. NE

For 10% OFF, visit SALEMSPYSHOP.COM

DeLon BMW

Keith Hill

Client Advisor
660 Liberty Street NE

Salem, OR 97301

Tel: (503)399-9541
Toll Free: (877)266-0117

Fax: (503)585-5933
Cell: (503)510-0485

E-Mail: hillke@delonbmw.com

DeLon BMW

Larry Ramage

Sales Manager
660 Liberty Street NE

Salem, OR 97301

Tel: (503)399-9541
Toll Free: (877)266-0117

Fax: (503)585-5933
E-Mail: LPR1960@peoplepc.com

MIKE ANDERSON
Sales Associate

Salem (503)371-0122
1-800-624-2997

FAX (503)588-6833

Our Team Members are ready to help you...

The Lighting
Gallery

2425 25th St., SE, Salem, OR 97302
Ph: 503 / 364-2715
Fax: 503 / 371-3090

A+ Computer Works
503-845-4084

Monday-Friday 1:00-6:00
Mornings, evenings weekends by appt.

Lowest Prices Around!

225 S. Main, Mt. Angel • www.aPlusComputerWorks.com
Full Service • Personal Computer Repair

Bridal & Formal Wear Alterations
Steaming & Additional Services Available

Sue Bittler

103 S. First Street #203
Silverton, Oregon 97381

503-951-1146
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East Valley View: Dixon Bledsoe

Adding Technical Expertise to Your Business
Addenda Tech:

When John Hudson and Tracy Jacobs 
started Addenda Tech Group, LLC in October 
of this year, it was the culmination of a two 
year concept – becoming an extension of 
small to mid-size businesses that either 
didn’t have the information technology skill 
or interest in or dollars for developing it in-
house.

Now a scant two months later, 31 customers 
are calling the small Salem start-up their 
“IT Department”. Many small to mid-size 
companies know they have to have the 
information technology expertise in order to 
compete at 2005 highway speeds, including 
security, fi rewalls, enterprise e-mail, multi-
site networks, and integration. But it can 
be expensive, perhaps cost prohibitive for 
some companies to have an IT function in-
house.

The IT consulting fi rm, with four total 
employees, dozens of business partners, 
and two highly-skilled consultants (Hudson 
and Jacobs), is located at 1665 Liberty Street 
SE in Salem. Ninety-fi ve percent of the 
consulting business is done by Addendatech 
staff.

“We really like to target companies 
with 50 employees or less,” says Hudson. 
“Addendatech is built perfectly for small to 
mid-size companies who are not quite big 
enough to have a full-service, expensive in-
house IT staff, but want to keep up with all 
the opportunities businesses have now with 
technology.”

Hudson, a University of Oregon graduate 

with a B.S. in Finance and Marketing, is 
doing post-baccalaureate work at OSU 
in computer science and was a computer 
operations specialist with the U.S. Army 
in Europe. He was the fi rst one to help the 
Army match soldiers’ skills to need in the 
European theater when he wasn’t on “duty” 
as part of the U.S. Army ski team.

In the short run, Addendatech is focused 
on companies that wish to outsource the 
information technology skills needed to 
become competitive or capture larger market 
share. Security, integration, connectivity, 
and Blackberry Server integration are 
all parts of the service that the fi rm can 
provide.

Healthcare providers make up a good 

share of the company’s work. Dr. Dean 
Yeager of Yeager Family Practice, a Stayton 
primary care clinic with fi ve practitioners, is 
a key client and is soon to call upon more 

Dr. Dean Yeager, M.D. (middle) of Yeager Family Practice in Stayton meets 
with Addenda Tech’s John Hudson, (left) and Tracy Jacobs, (right).

Addendatech services as they expand to 
open Healthy Image. Healthy Image will 
focus on reversing the effects of aging in its 

new South Salem offi ce in the Windermere 
Building.

Hudson is not immune to 3 a.m. phone calls 
with computer and security questions from 
customers who run full-time operations. 
His home offi ce is downstairs and he is able 
to handle most late night questions from 
home while his family sleeps.

Addendatech is looking toward the future 
with integrated help desk environments, 
customer relationship management (CRM) 
systems, and integrating the help desk and 
CRM functions from desktop to server.

Hudson advises, “We are high tech but 
user-friendly.” Comforting words for those 
who think a fi rewall is what separates 
your feet from the car engine and a tunnel 
involves turning your lights on as you drive 
through the mountains!

For Brenda Smith, it isn’t about the money. 
Far from it. The 2003 founder of Mortgage 
by Design (MBD), a Silverton-based, 
community-focused mortgage company, 
has a concept of how to run a business and 
it should work.

“We aren’t here to get rich. I use to be a 
dirt poor single mom who didn’t know how 
we were going to eat,” says Smith. “Here 
at Mortgage by Design, we are all about 
relationships. Do that right, and the money 
will follow.”

That’s how the Platinum Premier Club started.
Smith explains, “We created a special 

program for professionals based on client 
referrals and service – to each other, to shared 
customers, and to the community.”  In Smith’s 
world, good people are ethical. They give back 
to their communities and are relationship-
driven. And she leads by example. She is 
Treasurer of Project Graduation in Silverton, a 
group bent on helping high school seniors have 
the time of their lives on graduation night, 
sans alcohol. In October, Mortgage by Design 
donated a whopping $1,600 to the Silver Fox 
Foundation, a local group helping kids with 
scholarships and supporting school activities.

MBD recently hosted the quarterly 
Platinum Premier club meeting and, as 
usual, it was all about education, networking 
with friends, and eating well. Along with 
her staff, Linda Dahl (Broker’s Assistant 
and Marketing Director) and Dina Schmidt 
(Loan Offi cer and “chief quiche maker”), 
the MBD president presented speakers with 
expertise in commercial lending, insurance 
for builders, and real estate appraisals.

Doug DeGeorge, one of Silverton’s 
premier builders, was pleased to know an 
appraiser will work with builders to get true 
costs and quality built into the appraisal. 
When DeGeorge asked William Monahan 
of Newton and Mercado, Inc. how he 
would recognize Italian marble and factor 
it into the appraisal, Monahan – himself 
a Platinum Premier member – said with a 
smile, “I wouldn’t recognize Italian marble. 
You are the expert. Tell me about it.”

For Smith, it is all about helping each 
other to help others with education, cross 
referrals, leads, and friendship.

“With our customers, everyone is an 
individual person, not a ‘30-year fi xed’.”  
This OSU graduate (B.S. in Family and 
Consumer Science, M.A. in Education) with 
six years under her belt as a Washington 
Mutual manager and lender has no interest 
in power trips, politicking, or keeping the 
books from staff. She wants to be a non-
corporate community lender, with fl exibility 
the big guys don’t have. Smith proclaims, 
“Compare our rates and service with some of 
the big lenders, and you’ll fi nd us frequently 
at a quarter of a point lower.” Bet you won’t 
fi nd them working with the girl’s softball 
team as they head into the playoffs or hosting 
an open house (no charge, of course) for a 
builder trying to establish a toe-hold in the 
area’s red-hot real estate market.

For Mortgage by Design, it isn’t about 
the money. It’s good people working with 
good people, connecting the dots through 
relationships to help customers, friends, 
and communities.

Brokering Loans & Making Friends
BY DIXON BLEDSOE
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Wine Talk: Tim Duffy

My 3rd Anniversary thoughts on Downtown Salem

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

Free Estimates

P.O. Box 7812
Salem, OR 97303

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

“For ALL Your Racquet Sports Needs”

503-399-8681 • 1073 Commercial SE
Better Service … and more of it!

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

Member: OAPS • NAPPS • WSPSA

Part 2 of 2 Parts

Last month I wrote about why I think 
the overall business climate in Salem is 
the way it is, especially Downtown. I drew 
comparisons between Portland and Salem 
and referred to such differences as the size 
of airport, the number of eggs in the overall 
economic basket, and the number of state 
and county facilities – including government 
offi ces, prison facilities, and mental health 
facilities – gathered all in one place. I also 
touched upon the reasons why having all 
these government offi ces and social services 
facilities in one city affect the overall social 
climate and shopping habits of the Salem 
consumer.

Over the past month I have enjoyed talking 
to folks about their perception on the whole 
issue of economic and social development 
in Salem. Other reasons, in addition to the 
ones I cited, have been suggested to me – 
but one truth seems to stand out loud and 
clear. Salem has, for decades, attempted 
to carve out its own identity and economic 
niche in the ever-near shadow of Portland.

Eugene, on the other hand, is far enough 
away from Portland that they have been 
able to create a small but effective airport, 

complete with commercial air service. 
A variety of big stores, specialty stores, 
jazz clubs, and gourmet restaurants have 
survived over the years in part because it’s 
just too far to drive to Portland. The other 
reason why these places have come to exist 
and thrive in Eugene is due to the liberal arts 
climate from the University of Oregon. It’s 
no secret that the U of O has been a bit more 
on the political left than its Beaver rival 
in Corvallis. With that slightly more open 
arts and social culture comes a plethora of 
eclectic shops, musical venues and diverse 
dining experiences. Eugene was the second 
largest city in Oregon behind Portland until 
just a couple of years ago. 

Salem has fi nally taken that second spot 
from Eugene. Within the last three years 
while I’ve owned Grand Vines, I’ve seen many 
new shops and restaurants open. Downtown 
Salem especially has had one of the biggest 
upward surges Salem has ever seen. We 
have had many vacant building with owners 
reluctant to put money into them because 
they won’t get their money back out in the 
form of rents. Many of these buildings just 
over the last few months have been purchased 

and are awaiting facelifts, the most recent 
being the Andersons store on Liberty that has 
sat vacant more than four years. The age old 
question of the chicken and egg has been our 
nemesis possibly until now.

As more housing comes to the downtown 
we will see a community form like never 
before seen in Downtown that will help 
sustain a vibrant economic climate. I’ve 
always felt that the Downtown should 
become a night time destination spot for all 
of Salem, certainly with interesting shops 
but especially a variety of restaurants and 
music clubs that give the consumer choices. 
Grand Vines was the fi rst wine bar to come 
Downtown. Now, one can also go to DaVinci 
Ristorante, Bentley’s, and most recently 
tre for a quality glass of wine. We are the 
gateway to Oregon’s wine industry. We are 
potentially just a few years away from being 
a second Sonoma. 

The business is beginning. The housing is 
on the way. The consumer looking for that 
special glass of wine or dining selection is 
emerging. As the convention center brings 
in more groups and housing downtown 
increases, businesses will also begin to 
stay open later (which has also long been a 
chicken or egg problem in Downtown). 

The many county and state government 
employees downtown will leave work and, 

instead of getting in their cars and creating 
a mass exodus over the bridge or out South 
Commercial, will choose to stay downtown 
and enjoy sitting in a local pub or restaurant 
for awhile before heading home. There are 
many exciting possibilities awaiting us. As 
I look into my crystal ball, I see even more 
possibilities. Salem will become a tourist 
destination. The airport will be forced to 
expand. We might even need to put parking 
meters in Downtown. But . . . I guess I 
shouldn’t get too far ahead of myself. Things 
are looking up and there is a lot of optimism 
out there. Let’s keep thinking big and keep 
the momentum going. 

It’s fi tting to conclude this article by 
remembering and passing along a one word 
bit of advise given to me by Dino from Venti’s 
Café Downtown three years ago when I 
started Grand Vines. He said, “Remember 
one word . . . tenacity.” Thanks Dino! Hey 
Salem – especially Downtown – I’m passing 
along that great advice to you. Remember 
“tenacity”! 

Happy Holidays and the very best to you 
all in the upcoming New Year. Tim

Salem Business Journal
www.SalemBusinessJournal.com
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Public relations is a major component of 
a marketing campaign or as a stand alone 
method of promoting your cause, business, 
or product. PR is function of attracting media 
attention by presenting newsworthy stories 
to media outlets – newspapers, magazines, 
radio, television, and all over the web.

It’s akin to flag waving. It’s a way to get 
people to say, “Oh, I read about you in the 
paper.” “Was that you I saw on TV?” “I 
heard you on the radio.” “Did you really 
mud wrestle alligators in Florida?” “I just 
read that in a magazine article about you.”

Then there’s the third party endorsement, 
which is one of the most valued benefits of 
PR. You are perceived as getting someone 
else’s approval. This “atta-boy” from any 
form of media makes you more than, bigger 
than, and more important than those who 
are not in the paper, on TV, listened to on 
the radio, or gracing the pages of a slick 
magazine. You become established as the 
ultimate go to guy – or gal!

PR affords the space and time to educate 
your public, to tell your story. You get 

between six to sixty minutes on TV and radio 
or from three column inches to a feature in 
print (newspapers and magazines) and are 
showcased by a reporter or talk show host. 
Compare that to the cost of a 30 second 
commercial or a ¼ page ad – and it’s your 
opportunity for shameless self-promotion.

Case Study: A London based company 
was making a run at USA markets for 
their product. We were hired to carry out 
their business-to-business public relations 
campaign “across the pond”. After three 
years of a very successful campaign, the 
American CEO was put on “garden leave”, 
as say the Brits. The stiff new CEO asked, 
“And . . . what is it you’ve done for us?”

This prompted me to get my crew busy 
comparing the press clip space to the cost 
of advertising for the same amount of space. 
The press clips represented two page feature 
stories, photo spreads, executive movement 
briefs, inclusion of executive quotes in 
general stories of industry trends, product 
reviews, articles ghostwritten and bylined 
by company executives, and Ezine articles.

We presented a year’s worth of press clips, 

accompanied by research of the actual cost for 
comparable paid advertisement space. Hands 
down, we proved our point – they would 
have paid double the cost of our services 
for the equivalent space. And this didn’t 
even include the additional costs related to 
print advertising: graphics, ad production, 

PR – Not Just for Politicians
BY LAINE LATIMER

placement, copywriting, mark ups, etc.
The comparison of advertising versus PR in 

dollars and cents usually proves PR to be the 
most cost effective every time. I’m not dissing 
advertising or other forms of getting your 
message to the masses. A mix of methods 
is the best form of marketing. But PR offers 

the most time and space to REALLY tell the 
world the wonders of you, your product, or 
service. Hey, it works for politicians!

Laine Latimer is a 20 year veteran of the 
public relations field and the CEO of Salem 
area based The Latimer Group, Inc. www.
latimergroup.com.

Laine Latimer cuts a piece of Gerry 
Frank’s famous Chocolate Cake
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If you have a friend or relative with 
Medicare, one of the best gifts you can offer 
this holiday season is help with Medicare’s 
new prescription drug benefit.

Many people will save money and improve 
their health with this coverage. However, 
they must select a drug plan from dozens 
that are available from private insurers, and 
this will require some homework.

All seniors and those with disabilities who 
have no drug coverage will want to at least 
consider joining a drug plan to save money 
now or to guard against future drug costs. 

On the other hand, people with existing 
drug coverage through an employer, a union 
or a government agency, may want to stay 
with the existing plan if the drug benefits are 
at least as good as Medicare’s. Contact your 
friend or loved one’s benefits administrator 
for this information.

People who already have drug coverage 
through a Medicare Health (Advantage) 
Plan should contact their health plan before 
making any changes. 

Timelines: Although enrollment is 
under way, people have until May 15, 2006, 

to select a prescription drug plan without 
facing a late penalty. This leaves plenty of 
time for homework. Those who sign up for 
a plan by Dec. 31 will have benefits starting 
Jan. 1, 2006. Otherwise, coverage will start 
the month after enrollment in a drug plan. 
Future annual enrollment periods will allow 
people to change plans.

If you start your holiday homework now, 
your friend or relative may be able to receive 
benefits by New Year’s Day. Here’s how to 
get started:

SHIBA Guest Opinion: Holiday help with Medicare
BY CLAUDIA GRIMM

SALEM, OR — “A 
Victorian Christmas 
With John Doan,” a 
holiday tradition in its 
19th season, comes to 
Willamette University 
Sunday, Dec. 11, at 7 
p.m. The concert, in 
Willamette’s Hudson 
Hall, re-enacts what it 
might have been like to celebrate Christmas 
a century ago.

“The show explores how Victorians 
invented many Christmas traditions 
we remember and quite a few we have 
forgotten,” the Willamette associate 
professor of music said. “The aim is to 
recapture the feeling of a time before 
radio and TV when our ancestors 
provided most of their own musical 
entertainment at home, especially during 
the holidays.”

Doan will play more than a dozen turn-
of-the-century instruments once popular in 
American parlors, on vaudeville stages and 
in mandolin orchestras. The 20-string harp 

guitar, classical banjo 
and ukelin are a few of 
the original instruments 
to be featured. Doan 
explains their history 
in an entertaining and 
often zany fashion, 
shows slides of old 
catalogues and archival 
photographs and leads 

the audience by singing, or whistling, many 
of our most beloved American carols. Doan 
will include several arrangements from 
his CD, “Wrapped In White, Visions of 
Christmas Past.”

Doan is a touring and recording artist who 
has appeared on radio and television across 
the country.

Advance tickets are $12 for adults and $10 
for seniors and children under 12 and are 
available at Willamette’s Music Department 
or by phone at 503-370-6255. Willamette 
University students, faculty and staff may 
acquire free tickets up to one week prior to 
the event, but tickets are limited. For more 
information see www.johndoan.com.

John Doan Returns to Willamette

1. Gather information: This includes: 
Medicare card, any other insurance card, 
list of drugs and dosages, and name of 
their preferred pharmacy. (The best way 
to get this is to go with your friend or 
relative to the pharmacy and request a 
printout of drug purchases for the past 
six months). 

2. See if the person you’re assisting 
qualifies for extra help paying for 
this benefit: People who meet income/
asset tests qualify for extra help paying 
for the drug benefit. Contact the Social 
Security Administration: 1-800-325-
0778 or fill out an application for extra 
help at: www.socialsecurity.gov.

3. Compare plans/enroll: If you have 
access to a computer, Medicare’s drug 
plan finder tool at www.medicare.
gov will compare plans for you. Click 
on “Compare Medicare Prescription 
Drug Plans.” Enter information on the 
prescriptions and pharmacy of choice. 
The tool will rank the plans by price.

Or, call 1-800-Medicare (800-633-4227) 
and ask for help. Call 24 hours a day, seven 
days a week. Tip: There will be fewer calls 
from people in Eastern and Central time 
zones after 9 p.m.

Another resource is SHIBA, or Senior Health 
Insurance Benefits Assistance, at 1-800-722-
4134. SHIBA is a volunteer organization; you 
won’t necessarily be able to get a volunteer 
on the phone immediately. Call in advance 
for a personal appointment. Make sure you 
understand what to bring to the meeting.

Claudia Grimm is the coordinator for the 
State of Oregon’s Senior Health Insurance 
Benefits Assistance program.

Salem, OR – Melodie Cody of Salem, 
Manager of Employment Resources North-
west – known as the “ERN Program” 
– was one of only eight workforce 
professionals statewide to receive an “All 
Stars” award from Oregon Employment 
and Training Association (OETA) last 
month. The awards were presented at the 
organization’s 22nd Annual Convention 
held October 31st to November 2nd, in 
Sunriver, Oregon.

The ERN Program is a job-skills training 
program which partners with Oregon 
Department of Humans Services (DHS), 
Chemeketa Community College, and other 
community businesses. 

Melodie supervises a staff of 14 throughout 
a three-county area where training and 
service are provided in nine geographic 
locations. She supports hundreds of TANF-
recipient clients (TANF is the acronym for the 
“Temporary Assistance to Needy Families” 
program) each year by making sure each 
has a written reference letter documenting 

their training accomplishments when they 
advance to job search. She meets regularly 
with staff at locations in three counties, 
the area DHS branch managers, principle 
contractor service staff, and participates in 
planning for DHS Service District Area 3 
(which includes Polk, Yamhill and Marion 
Counties) planning. She is also on the SDA 
Steering Committee for Department of 
Human Services. 

Melodie’s efforts ensure that clients get the 
training and supports they need to become 
successfully employed. She is committed 
to being an excellent manager for staf 
and an exemplary leader in the workforce 
development field.

Oregon Employment and Training 
Association’s mission is “Professional 
Development for individuals within Oregon’s 
Workforce System”. The organization serves 
members from over 100 government and 
community-based employment programs. 
The ERN Program is a subsidiary of Shangri-
La Corporation.

Melodie Cody

Job-Skills Program Manager Receives “All-Star” Award
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At Large: Bill Isabell

The Patron Saint of the Home Show

Dean Craig, Branch Manager
dean@personnelsource.com

1 5 5 5  H a w t h o r n e  Av e .  N E
5 0 3 - 4 8 5 - 2 1 7 5  •  Fa x :  5 0 3 - 4 8 5 - 2 1 8 0

“Gold watch, diamond ring, I ain’t missin’ 
not a single thing. And cuffl inks, stick pin, 
when I step out I’m gonna do you in. They 
come runnin’ just as fast as they can, coz 
every girl crazy ‘bout a sharp dressed man”.  
So go the lyrics of ZZ Top’s big music hit 
from a few years ago, Sharp Dressed Man.  

Our hero today, Lon St. Dennis, is such a 
man. He’s cool. He’s a happ’n dude. He’s 
the epitome of sartorial splendor (dressed 
nice for some of you uninitiated in fashion 
parlance).  With his monogrammed designer 
jacket - collar turned up - sporting his light 
blue tinted glasses, driving his big ole 
“always shiny ” silver Mercedez, he might 
even bring back memories of movie icon, 
James Dean (the older version, of course).  

Who is this “pretty boy”, this sharp dressed 
man, Lon St. Dennis?  Why, he’s the “Prince 
of Promotions”, the “Home Show Heinous”, 
the “Garden Show Guru”, that’s who he is. 

St. Dennis (even his name screams cool) 
under the banner of PS Promotions (PSP) 
has the oldest, biggest, and arguably, the 
best home show and garden show in the 
valley.  With about 400 booths for the home 
show, he fi lls up both the Jackman Long 
building and Columbia Hall every January.  
And in March, PS Promotions produces 
the only Yard, Garden and Patio Show in 
the Mid Valley area.  Last year it had 217 
booths.  But Lon and his shows didn’t get 
this successful overnight.

Born in North Bend in 1941, Lon moved 

to Albany with his dad, a roadmaster for 
Southern Pacifi c Railroad, when he was15.  

Following graduation from Albany High 
in1960, young Mr. St. Dennis joined the U.S. 
Army and served for 3 years in Wisconsin 
during the Cuban missile crisis as a Radar 
controller involved in missile landings 
(Wisconsin was missile-incident-free all 
during Lon’s service there, by the way). 

He met his wife, Kay, in1963 in Milwaukee 
where they married a year later. Lon took 
over her father’s fi lter cleaning service 
(restaurant heating & AC fi lters) and ran 
it for 4 years. In his spare time, he fi nished 
his business degree at the University of 
Wisconsin, Milwaukee. 

The fi lter business was sold in 1968.  Lon 
went to work for Evenrude Outboard Motors 

as a buyer until 1969 when he accepted a 
position as a salesman with Dimentional 
Products, makers of cups, ice buckets and 
taps for brewing beer.  Lon returned to his 
hometown of Albany in 1971, working for 
KRKT radio as a sales rep and part-time on-
air personality. 

While at KRKT, Lon helped with his fi rst 
home show in 1972.  He liked it. In 1977 he 
and partner at the time, Lou Palumbo, who 
he worked with in Albany, initiated the very 
fi rst Home and Garden show in Salem at the 
Fairgrounds.  PS Promotions was born. P 
for Palumbo, and, yes, you guessed it, S for 
St. Dennis.

Also, about that time, Lon purchased 
a three year old restaurant in Albany, 
DeNaro’s Italian, and ran it between shows. 
He worked at PS Promotions until 3pm then 
DeNaro’s, at the bar, until 3 or 4 am.  Times 
were tough, though, at DeNaro’s and Lon 
closed the doors in 1984.

But the Home & Garden show was 
fl ourishing.  Well, at least the “Home” part.  
Lon ended the “Garden” part in 1981. It was 
later restarted separately as the new and 
improved Yard, Garden & Patio show in 
March of 1994. 

The fi rst home show had 175 booths.  About 
75 of those original businesses participate 
with Lon to this day.  A few of the notables 
are Kelly’s Home Center, Home Fire Stove 
and Total Comfort Weatherization.  

Today, Lon, Dick Bond (hired in1994), 
Salem’s thespian extraordinaire, bon-
vivant, raconteur, and whose son’s name 
really is Bond, James Bond (seriously), and 
Lou (he left PSP in 1981 but returned in 
2001) continue to guide, the ever successful, 
PS Promotions. 

This years Home Show is scheduled 
for January 20-22 in the Jackman Long 
and Columbia Hall buildings.  It has the 
distinction of being the original and only 
Home Show sponsored by the Marion and 
Polk County Homebuilders Association. 
And, according to Lon, Kelly’s Home 
Center’s new 2000 square foot display is 
going to blow everyone away.

The Yard, Garden and Patio Show will, 
again, be in the Jackman Long building, 
March 18th-20th.  Perennial regular, Mike 
Darcy, he of KATU TV’s weekly Saturday 
morning show “In The Garden With Mike 

Darcy”, will be back, along with a few other 
surprises.

But Lon isn’t just about making money 
for himself through promotions.  Another 
promotion he’s very proud of involves giving 
back to his community.  It’s called The 
Holiday For Teens foundation (a 501(c)3 
organization) he started in1994.  

St. Dennis felt, passionately, that needy 
middle school kids were not well served 
by our not-for-profi t organizations. He put 
up $5000 of his own money and partnered 
with JC Penny’s for discounted clothing, 
essentially doubling the value of the money.  

In December of that fi rst year, Lon and 
his volunteers took 50 local middle school 
kids through Penny’s store on a $100 each 
clothing shopping spree. The kids were and 
continue to be chosen by school counselors 
in November with the shopping spree taking 
place the second week of December each 
year.

With the help of KBZY radio in 1995, 
Lon was able to raise more money for the 
foundation.  And by 2000, fundraising 
totaled enough to take 150 kids on the 
clothes shopping spree.  Unfortunately, due 
to corporate priorities, St. Dennis lost the 
partnership with Penny’s in 2004 and is now 
looking for a new partner (maybe you?). 

Lon’s thinking about retirement in the next 
3-5 years. But he’s in no hurry.  His children 
are on their own elsewhere and he’s got these 
events fl owing like a fi ne Swiss watch.   Why 
would a guy, who has a 4 day work week, 
travels frequently to Palm Springs, Bend, 
and Phoenix, takes occasional Caribbean 
cruises, drives around on sunny days in his 
1937 cruise-in award winning Ford (he’s a 
member of The Willamette Valley Street 
Rods), and can play golf every Thursday, 
rain or shine, need to retire?

“Top coat, top hat, I don’t worry coz my 
wallet’s fat. Black shades, white gloves, 
lookin’ sharp and lookin’ for love. They come 
runnin’ just as fast as they can, coz every girl 
crazy ‘bout a sharp dressed man.”

Cool, hip, and yes, sharply dressed, PS 
Promotion’s kingpin, Lon St. Dennis.

Lon St. Dennis

If it’s happening in Salem,
you’ll hear it on KBZY 14 ninety.

SALEM’S FIRST CHOICE

• FRANKLIN AND FRIENDS WEEKDAY MORNINGS 5AM TO 9AM

 WARREN FRANKLIN, ROY DITTMAN, RICK ALLEN, BILL ISABELL

• TERRY SOL, WEEKDAYS 9AM TO 2PM

• NELSON’S NEIGHBORHOOD WEEKDAYS 2PM TO 7PM DOC NELSON

• WOLFMAN JACK, MONDAY THRU FRIDAY 7PM TO 8PM

 SUNDAY 1PM TO 6PM

• RICH BAILEY WEEK NIGHTS, 8PM TO MIDNIGHT

• WENDY PAULSON MIDNIGHT TO 5AM

MUSIC FROM THE 50’S, 60’S AND 70’S, LOCAL NEWS, WEATHER, TRAFFIC, SPORTS, 
HIGH SCHOOL FOOTBALL AND BASKETBALLS GAMES WITH MARK AND JERRY GILMAN, 

AND WILLAMETTE UNIVERSITY FOOTBALL AND BASKETBALL.
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It’s All About One Word – RELATIONSHIP

Growing Your Business: Ken Inlow

Get this. There are two Chinese restaurants 
on the main drag in the town where I live, 
both within two blocks of each other. One 
is always packed, with standing room 
only. The other is always empty. Same 
menu, same prices, same quality of food, 
and same ambiance. Both advertise in the 
same newspaper with basically the same 
offers. Now, with all things seeming equal 
what could possibly create such a dramatic 
polarization between the two? It’s the 
people. That’s right – the people!

When I take my family to the empty 
restaurant, I’m treated like a number, no 

warmth, no smiles. If I ask for more 
tea or maybe some hot chili paste, 
I get the distinct impression that I 
am putting them out. When I ask a 
question about an entrée while ordering, I’m 
given short, curt answers that make me feel 
like I am an enormous imposition. When I 
ask for a basic substitution on a combination 
dish, I am told, “We can’t do that!” When I 
ask for an extra fortune cookie to take home 
to my nine-year-old daughter, an extra 
twenty-fi ve cents mysteriously shows up on 
my bill.

By contrast, when I take my family to the 

busy restaurant, guess what happens? I’m 
greeted with a big, friendly smile and the 
fi rst thing I hear is, “Hi, Ken. How are you?” 
(That’s right, they know my name and the 
names of my family members.) At least three 
of the servers have memorized our favorite 
dishes and how we like them prepared. They 
even refi ll our egg fl ower soup as often as 
we like at no extra charge. Recently, I took 

my family there for dinner, and just a few 
moments after we had ordered our server 
returned to our table with a big plate of 
piping hot crab puffs. My wife looked up and 
said “Oh, you must be mistaken. We didn’t 
order these.” “I know” said the server. “We 
just wanted to give you a gift to say thanks 
for being a good customer.” Wow!

Let me ask you something. When was the 
last time you made a deliberate attempt to 
do business with someone you didn’t like? 
It’s been a while, I’m sure … if ever. Here’s 
the point. People do business with people 
– not with companies. What do you think the 
chances are that I will ever go back to that cold, 
empty Chinese restaurant, especially after 
being treated so royally by the other one? 

You’ve heard it said, “You never get a second 
chance to make a good fi rst impression?” 
It’s true! Think about this. How would you 
treat the next client/customer, if you knew 
that your wife and kids wouldn’t eat next 
week unless they did business with you? 
Would your approach change? Would your 
demeanor change? Would you suddenly fi nd 
yourself taking an interest in their personal 
lives, probing for things you had in common 
with them, trying to make a friend? You bet 
you would! That’s the way it needs to be all 
the time. No exceptions. 

Business is too competitive these days 
to take a chance with even one client. 
To be successful in business today, you 
must become a master at cultivating 
RELATIONSHIP with every client you 
interact with. Call them by name as much 
as possible. People like that. Go out of 
your way to learn about their family, their 
hobbies, their goals. Make a friend. You’ll be 
amazed how loyal friends become when it 
comes to doing business with other friends. 
It’s powerful.

It doesn’t matter what profession or 
vocation you’re in. It’s a universal principle 
– RELATIONSHIP is the key. You may be a 
high powered professional running a large 
cluster of companies, or you may just be 
getting started in a small entrepreneurial 
effort. You may even be a politician. If you 
are, than I’m obviously preaching to the 
choir. You’ve known this for years. Make a 
friend, get the vote!

In closing, let me say this. You’d think this 
principle would be a “no brainer”. And to most 
savvy business owners and professionals, it 
is. However, they many times miss one key 
ingredient – requiring the same standards of 
their employees and representatives as they 
require of themselves. Remember, it’s the 
details that make the difference. It is sid that 
“good guys fi nish last”. To that, I say poppycock! 
Be genuine, be transparent, be authentic, and 
you’ll make more friends and do more business 
than you’d ever thought possible!

Kelly’s Home Center –
Serving the Valley from an Impressive 2nd Store
BY CAROLYN R. BOLTON

As current trends prove again and again 
that national chains usually win out in 
toe-to-toe competition with smaller home 
center retailers, Salem can boast one 
establishment who has beat those national 
odds in a big way. Kelly’s Home Center – a 
familiar fi xture on North Portland Road for 
more than 30 years – opened an impressive 
second store just off I-5 at Lancaster Drive 
and Highway 22 in October 2005. 

Kelly’s launch was back on April 15, 1974 
as a literal “mom-and-pop establishment”, 
when Gordon and Shari Kelly purchased the 
retail division of Oregon Builder’s Hardware 
on Front Street. Kelly’s Home Center 
remains family owned and operated today. 
Although Gordon and Shari have formally 
retired to devote time to church work, their 
sons Jeff and Craig continue the family 
business today in the roles of president and 
vice-president, respectively.

“Opening that fi rst store was a leap of 
faith,” says president Jeff Kelly. “More than 
that, it was the fulfi llment of a dream my 
folks held dear.” The original storefront 
measured 2,000 square feet and, as was 
common in the market in those days, it sold 
exclusively to builders and contractors.

As the years unfolded and times changed, 

the Kelly’s proved their business savvy by 
adapting to meet market demand. Kelly’s 
Home Center opened to the general public 
right around 1980, as the number of “do-it-
yourselfer’s” generated an unprecedented 
wave of growth in the home improvement 
retail industry. 

As America turned the page into a New 
Millennium, “cocooning” has evolved as a 
new American lifestyle trend. Cacooning is 
defi ned as the practice of spending leisure 
time at home in preference to going out 
and is a phenomenon that plays out in 
a consumer focus on enhancing home 
aesthetics and features. As Mid-Valley 
consumers seek more amenities for their 

homes, Kelly’s Home Center offers an 
amazing array of options that suit every 
taste and every budget.

At 100,000 square feet, the new Kelly’s 
Home Center is more than fi fty times the 
size of the original Kelly’s store. And it is 
nothing short of breathtaking. Postured 
to meet market demand for building 
remodeling, the store features an elegant 
showcase kitchen center, a specialty kitchen 
store, appliances, audio and video, bedding, 
on-site cooking classes with a Cordon Bleu 
certifi ed chef – and  much more. They boast 
the largest showroom in the Northwest.

Asked whether the Portland Road Kelly’s 
site will remain open, Jeff answers candidly. 
“That’s the million dollar question right now. 
We’d love to keep it open, but our customers 
will ultimately make that decision for us.” 
The Portland Road facility offers a well-
stocked lighting showroom that has not 
been duplicated at the new store site.

“Our mission is to improve the lives of 
all with whom we come in contact,” Jeff 
explains. “That includes our owners, our 
employees, our customers, our vendors, and 
our community.” 

The new Kelly’s Home Center is located 
at 3850 Hager’s Grove Road SE in Salem, 
just off Lancaster Drive across from Home 
Depot and adjacent to Ashley Furniture 
HomeStore; telephone: 503.378.1793. Store 
hours: Monday-Friday 8 a.m. to 9 p.m., 
Saturdays 9 a.m. to 7 p.m., closed Sundays. 

The North Salem Kelly’s Home Center is at 
3625 Portland Road NE, Salem; telephone: 
503.378.1794. Store hours: Monday-Friday, 
9 a.m. to 7 p.m., Saturdays 9:30 to 5:30, 
closed Sundays.
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Fishing Matters: Fishing Guides and Charters
BY: BRUCE HARPOLE

According to a national survey conducted 
by the US Fish and Wildlife Service sport 
anglers in America spent a whopping 35.7 
billion dollars on fishing expenses in 2001.  
The break down is 17 billion on equipment, 
14.7 billion on fishing trips and 4 billion 
on licenses, magazines, membership dues, 
etc.  The survey also indicated that over 34 
million people went fishing an average of 16 
days per year spending an average of $1,046 
annually.  Nearly half of their annual $1,046 
was for fishing tackle.

In Oregon, the same survey indicated 
that 513,000 resident sport anglers, 

along with 170,000 non-resident 
anglers, spent a total of 602 million 
dollars on fishing expenses in 2001.  Of 
the 602 million, 76 million dollars was 
spent specifically for fishing tackle, rods, 
reels, line, lures, etc.

With all that money being spent on fishing 
tackle the question comes up, “Is it all 
necessary?”.  The answer, “Probably not, 
because people buy tackle they don’t need.”  
I”ll admit, I’ve bought fishing tackle I didn’t 
need, how much, I’m not saying.  So, to keep 
you from spending your 76 Million Dollars 
on fishing tackle you don’t need, here are 

some fishing tackle buying tips.  For holiday 
gift buying I suggest a gift certificate, that 
way the recipient can pick out exactly what 
they do need.

- Choose fishing gear that fits your use 
level.  As with most sporting goods, there 
is very expensive fishing gear and the cheap 
stuff.  Some fishing gear is manufactured 
with state of the art technology and will 
last a lifetime, while other gear is cheaply 
manufactured and will only last a limited 
number of fishing days.  You can spend 
$1000 on a rod and reel for the best, or you 
can spend $30 for short term, disposable 

gear.  On a recent trip to Mexico I overheard 
a man bragging about the Sailfish and 
Dorado he caught on his $29.95 Blue Light 
Special rod, reel and line combo.  He was 
ribbing his buddies, all avid anglers, because 
they all brought their $1,000 fishing outfits 
and hadn’t caught a fish.  This emphasizes 
the point that you don’t need expensive gear 
to catch fish and, most importantly, have 
fun.  If you’re an avid angler who spends 
more than 50 days a year in pursuit of your 
sport, then lifetime gear is probably the best 
choice for you.  However, if you’re fishing 
less than 5 days a year inexpensive gear may 
last you many years.

- Choose fishing gear that fits the style and 
weight classification of fishing you will be 
doing.  You would not buy the same tackle 
for fly-fishing as you would for deep-sea 
fishing.  If you are after trout or pan fish 
buy lightweight gear, for steelhead or silver 
salmon get medium weight gear and for 
chinook you need heavy weight gear.  In 
most cases you can buy all the basics needed 
in each weight classification for less than 
$150.  Keep in mind however, you get what 
you pay for when it come to durability.  The 
$29.95 Blue Light special reel may freeze-
up when the guy in Mexico tries to land his 
third Sailfish.

- Make a shopping list and set a budget 
before you buy.  Let’s assume you are 
purchasing trout gear, you will need; a rod, 
reel, line, needle nosed pliers and “terminal 
tackle”.  Terminal tackle refers to the gear 
that you actually try to hook the fish with.  
Your trout list should include; spinners, 
wet flies, plastic baits, lead head jig hooks, 
bait in a jar, hooks, bobbers, weights, and 
swivels.  You will also need a bag, box or vest 
to carry your terminal tackle.  As to which is 
best is a matter of personal choice.

- Now that you have your shopping list, 
where do you buy the gear?  The basic 
choices are the “big box” stores such as GI 
Joes and Sportsman’s Warehouse, the mail 
order outfits like Cabelas or Bass Pro Shops, 
or the small locally owned tackle or fly shop.  
The advantage to the small shop is local 
expertise and fishing knowledge that the 
folks behind the counter of the big store may 
not have.  The “big box” store advantage, 
better pricing.  But if you buy unnecessary 
tackle due to the lack of expertise, you 
may spend more money in the long run.  
Unfortunately, as the buying habits of the 
general public have shifted the big box 
stores have put many of the small, locally 
owned shops out of business.  However, 
there is a small shop in Salem worth looking 
into; Creekside Flyfishing Shop, owned and 
operated by Rich and Kathy Youngers at 
503 588-1768.

To summarize, outfit yourself with fishing 
gear that fits your use level and the weight 
classification of fish you plan to target.  Also 
make a list and set a budget before shopping, 
remembering that you get what you pay for.  
Lastly choose a store that will help you find 
the gear you need while staying inside your 
budget.

The Impact of After School Childcare Programs
BY DAN CROCKER, YMCA EXECUTIVE DIRECTOR

Sixty-nine percent of all U.S. 
married-couple families with 6-17 
year-olds now have both parents 
working outside the home.  Ninety 
percent of those families report 
after school childcare programs 
as an absolute necessity.  For 
some of these families, after 
school childcare might be viewed 
as babysitting or a safe place for 
their children to hang out while 
they are at work. Many of these 
families also view the programs as 
enrichment opportunities for their 
children. For the children in care, 
their opinions of childcare are changing as 
well. Youth today are expressing a desire to 
see programs designed to be more flexible 
to match their varied interests.  

Sixty-seven percent of school principals 
report offering after school programs, and 
60 percent of those have been established 
in the last six years. So with an increase 
in programs and those same programs 
beginning to evolve into after school 
“enrichment” programs, it is clear that 
the impact of after school programs has a 
profound impact in our society.

Afterschool programs promote 
academic achievement. The National 
Research Council reported that children 
not involved in a structured after school 
program were 57% more likely to have 
dropped out of school before reaching the 
12th grade. Students participating in 21st 
Century Community Learning Centers 

programs reduced tardiness and increased 
math scores compared to non-participants. 
Games and activities that use structured 
play to teach math and reading concepts are 
beginning to demonstrate as much as one 
letter-grade improvement in math, English 
and science.

Afterschool programs keep kids safe 
and out of trouble while parents work. 
Students with a high level of participation 
in afterschool programs are less likely to 
engage in risky behavior, such as taking 
drugs, engaging in sex, smoking, drinking, 
and being arrested  (National Research 
Council). Corporate-sponsored childcare 
is one of the fastest growing segments of 
program growth in communities. With 
parents needing to work and employers 
needing to attract qualified staff, the 
need for quality childcare is becoming an 
increasingly popular employee benefit.

Afterschool Childcare is a 
viable industry that stimulates 
the economy. In a June, 2005 
State of Oregon report titled “The 
Economic Impact of Oregon’s Child 
Care Industry”, some amazing 
statistics were cited that clearly 
demonstrate the viability of childcare 
as an industry. The childcare 
industry employs 14,420 people and 
is directly linked to an additional 
20,320 jobs in Oregon. Oregonians 
with kids in childcare earn $2.6 
billion annually. On an annual basis 
in Oregon, $167 million is derived 

from income earned by those employed in 
the industry while $639 million is generated 
in economic output from fees paid for 
childcare services.

The YMCA of Marion & Polk Counties 
offers before and after-school enrichment 
programs at 18 sites in the two-county 
service area. Each of these sites operates 
as a state-licensed childcare program, 
but offers science, art, sports and other 
enrichment activities as part of the 
curriculum.  Many other youth serving 
organizations such as the Boys & Girls Club, 
Boy Scouts, Girl Scouts and Salem Child 
Development offer similar programs. In 
all, over 90,000 Oregon families purchase 
childcare services for their children.  In 
Marion and Polk Counties, over 2,000 
youth are in licensed care, while thousands 
more participate in other forms of after 
school care.

Winter is about to make its annual 
appearance in the northwest. This means 
that, among other things, people are going 
to want hot food. In the summer, you might 
often hear phrases like, “It’s too hot to 
cook,” or “Let’s not eat soup, honey, we can 
just eat ice cream for dinner.” Not so in the 
winter.

You want something to counteract Jack 
Frost, something that will melt the icicles 
off your nose. Sadly, many Oregon families 

can’t afford icicle-melting vittles. That’s 
where we (and you) come in.

In keeping with our desire to be involved 
in our community, we here at Figure it Out, 
Inc., Salem’s latest and greatest women’s 
fitness facility, are on a mission to collect as 
many non-perishable food items as we can 
for Marion-Polk Food Share.

Starting November 1, and ending December 
31, for every non-perishable icicle-melting 
food product you bring in (soup, stew, hot 

Canned Foods for the Multitudes!
cocoa mix, etc.), we’ll take $1 off your initial 
joining fee.

What could be better? Those who really 
need it will get food, and you can work out 
at a reduced rate. Everybody wins!

If you need more information, or if 
you’re not sure if a can of roasted turnips 
constitutes icicle-melting food (it doesn’t), 
please call us at (503) 304-1994, or drop 
by 4861 Lancaster Dr. NE, Suite F. We look 
forward to meeting you and your icicles.
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The Daue House – Truly Like Coming Home for the Holidays
Operated by The Assistance League of Salem
BY CAROLYN R. BOLTON

A visit to the the Daue House – located on 
the northwest corner of Owens and Saginaw 
Streets, one block off Commercial just south 
of Downtown – is a magical experience any 
time of year, but nothing compares to the 
Daue House during the holidays.

Designed and built in 1907 by Alexander 
Daue’s brother Louis, the house is a 
large two and one-half story Craftsman-
Bungalow home. In addition to a porch 
that extends around three sides, a classic 
bay window, and leaded glass throughout, 
the curious eye will note a series of 
windows on the corner of the second 
that are reminiscent of the days when 
open sleeping porches were constructed 
in a quest for better health. Daue House 
was placed on the National Register of 
Historic Places in 1985 and purchased by 
the Assistance League of Salem in 1987 
to house its gift shop. Today, the League 
is proud to own Daue House virtually 
mortgage-free.

The term “gift shop” scarcely describes 
the magic experienced in a visit to the Daue 
House. It is without doubt a one of a kind 

place – with one of a 
kind gifts.

The counter in the 
old-fashioned kitchen 
greets shoppers with 
fresh-brewed coffee 
and Danish sugar 
cookies year around. 
Tables and shelves 
in the kitchen are 
chocked full of soaps, 
specialty spices and 
syrups, hand-made 
mints, unusual teas, 
kitchenware, and cooking implements. The 
broad dining room window serves as a backdrop 
to rows of glass shelves filled with crystal and 
elegant glassware. Across the house, in what 
was formerly the sitting room, prized colored 
glassware sits beautifully backlit by windowed 
daylight. Some stock is new and some items are 
antiques, while most is high quality “previously 
loved” stock made available to Daue House 
either on consignment or through outright 
donation. 

Unique rag rugs, Christmas stockings, hand-

made quilts, Christmas 
tree ornaments, 
collector dolls, exotic 
nutcrackers, decorative 
paper napkins, cloth 
tote bags, specialty 
wrapping paper, 
tableware, wall décor, 
candleholders, kitchen 
linens. Costume, 
antique, and modern 
jewelry sits under a 
glass counter. The 
variety of gift ideas at 

Daue House is endless. And a visit during the 
holidays promises added magic. The entire 
house is beautifully decorated with nostalgic 
vintage holiday decorations – any of which 
may be purchased on site if they catch the 
shopper’s eye.  

Members of the Assistance League of 
Salem staff the Daue House, with all 
members required to volunteer a minimum 
of eight hours per month. The Assistance 
League has played an important role in 
the community for more than forty years 

– and it plays an important role in the lives 
of its 450 current members as well. They 
pride themselves on being an all-volunteer 
organization with no paid staff. This gives 
them the unique opportunity of being able 
to return a majority of their revenues to help 
members of the local community. 

Your purchases at the Daue House – or at 
the Assistance League’s newest consignment 
business, Encore Furniture (located several 
blocks from Daue House on Commercial SE) 
– provide critical funding for the Assistance 
League’s philanthropic endeavors in Salem.

Over 2,200 children in need were clothed 
by Operation School Bell during the 2004-
2005 school year. The R.E.A.D. (Read, Enjoy, 
Achieve, Develop) Program introduced 
4,030 children to library resources, in 
cooperation with Salem’s Public Library. 
Operation Art Adventures introduced 9,400 
children to live professional performances 
of music, dance, and theater right in their 
schools. Kids on the Block brought creative 
solutions through puppetry to more than 
6,000 Salem-Keizer students dealing with 
sensitive issues. Operation Bookshelf 
delivered over 7,700 books and videos 
to shut-ins throughout our community. 
Through Operation Backpack, 7,590 
high-needs children received backpacks 
filled with new school supplies. Homeless 
children, referred by school counselors, 
receive a Birthday Box with age appropriate 
gifts and a certificate for a birthday cake. 
Fixed income seniors are also remembered 
on their birthdays.

With your support, the Assistance League 
of Salem can continue to meet the ever-
increasing needs of those in our community. 
What could be better than knowing that the 
money you already intended to spend on 
those still on your gift list will immediately 
be turned around to help people in need 
– right here in your community? Talk 
about more bang for your buck! Absolutely 
everybody wins as a result of this 501(c)3 
nonprofit’s business model. 

So whether you are still shopping for 
holiday gifts in these final days before 
Christmas or launch a search for that 
uniquely personal wedding gift later on 
– whatever the occasion, any time of year 
– give the Daue House a try. Every visit is 
guaranteed to be a warm and wonderful 
adventure.

The Daue House is located on the corner 
of Owens and Saginaw Streets at 1095 
Saginaw Street South and operates 
Monday through Saturday from 10 a.m. 
to 4 p.m. Call 503.364.8318. For more 
information on the Assistance League of 
Salem, visit them on the web at www.
assistanceleaguesalem.org.

The Daue House

There is nothing like a dream to 
create the future. On the cusp of 
the 2005 holiday season, Family 
Building Blocks (FBB) hosted their 
annual Dreambuilders Luncheon. 
If this inspiring event was any 
indication of what is to come, 
then Salem’s future will be filled 
with people united in community 
support, giving generously of both time 
and money, tangibly caring for those in our 
community who face challenges that many 
of us cannot even begin to fathom. 

More than 700 people attended the event, 
held November 8th in the Willamette 
River Room on the 2nd Floor of the Salem 
Conference Center. FBB Board Chair 
Ross Carey of U.S. Bank served as emcee. 
Executive Director Sue Miller spoke about 
the Salem-based nonprofit organization’s 
newest program – a “Fostering Attachment 
Class” for babies taken from drug houses 
and put into protective custody. Attendees 
were able to meet, through video and in 
person, both children and adults who have 
been helped by FBB’s services.

It was no secret that the purpose of the 
luncheon was an appeal for community 
support. And those in attendance came with 
support on their minds. More than 50 new 
people indicated an interest in becoming 
active volunteers at Family Building Blocks. 
“The financial goals for the event were more 
than exceeded,” reported Bridget Wellborn 
of Family Building Blocks. 

Yet the problem of child abuse and neglect 
continues to grow in our area, and the cause 
is firmly rooted in meth. Sadly, Oregon 
has become so well known nationally for 

production and sale of methamphetamine 
that that Saturday Night Live now has a 
regular skit they call “Good Morning Meth”. 
And the situation is far from funny, despite 
SNL’s attempts to create an unlaughable 
parody based on this sad reality. The real 
life result? In 2004, some 1,490 children 
were confirmed victims of abuse or neglect 
in Marion and Polk Counties. Worse – 8 
children died in Oregon due to abuse and 
neglect. All were under 5 years old. 

Abused children are at greater risk for 
failure than their peers. They are more 
likely to require special education services 
or to drop out of school entirely, more likely 
to abuse alcohol and drugs, more likely to 
enter the criminal justice system. Later, 
they will be more likely to abuse their own 
children. While recent studies indicate that 
the first three years are critical in a child’s 
future development, it is also well-known 
that the youngest children are the most 
vulnerable to abuse. 

The good news? Early interventions 
provided at Family Building Blocks are 
successfully breaking the cycle of abuse 
and neglect, and FBB assistance ultimately 
deters enormous financial and humanitarian 
strain on our community. By investing in 
these children now, millions of dollars will 

be saved down the road. If high-risk 
children are not helped at an early 
age, the results are both socially 
and economically devastating to 
the community. Early intervention 
helps to improve lives and conserve 
community resources.

Some 97 percent of children whose 
families have been served through 

FBB’s programs show no subsequent signs 
of abuse or neglect. An astonishing 99 
percent are able to return to live safely with 
their parents. 

“How are the children?” asks a Masai 
warrior in that African culture’s traditional 
greeting. The Masai know that if their 
culture is to survive and prosper, all the 
children must be well. When the children 
are well, peace and safety prevail, the young 
are protected, nurtured, valued, educated. 
When all the children are well, life is good. 

As she closed FBB’s 2005 Dreambuilders 
Luncheon, Executive Director Sue Miller 
encouraged community members in the 
Marion-Polk County area to take this 
traditional Masai greeting as our own. While 
we – as a community – muster the courage 
and resources to face and remedy the harsh 
reality of meth, we must keep dreaming the 
dream of health and happiness for all our 
children. 

To learn more about ways to support 
the efforts of Family Building Blocks 
year-round, or to learn more about the 
organization, visit their web site at www.
familybuildingblocks.org or contact 
Family Building Blocks, 2425 Lancaster 
Drive NE, Salem, OR 97305 by telephone at 
503.566.2132.

Family Building Blocks Holiday Program

Family Building Blocks needs new, unwrapped children’s 

clothes and toys for the holidays (age birth through 6). Please 

deliver to Family Building Blocks at 2425 Lancaster Drive NE 

in Salem before December 12th. Family Building Blocks is a 

child abuse prevention program serving young children and 

their families in Marion and Polk counties.

“Dreambuilders Luncheon” – A True Community Vision
BY CAROLYN R. BOLTON

www.SalemBusinessJournal.com

Salem Business Journal
All The News That Fits
Your Business Needs!
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to your progress

to your experience

to your character

to your journey

to your future

DEDICATED.

Corban College educates Christians to  
make a positive difference in the world.
We provide strong academics from a biblical worldview within each of our 45 
majors & programs so that our graduates can bring effective, positive change to 
the world no matter what career field they enter. That’s our unique difference.

800.845.3005
admissions@corban.edu
www.corban.edu
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Let’s Talk: W. Ray Sagner CFP

Medicare Tips, Tricks and Realities
If you are or someone you care about is 

currently eligible for Medicare, read on. 
The federal government is adding Part D (a 
prescription drug benefi t plan) to Medicare, 
and this government action will demand 
that new decisions be made—and soon—by 
those eligible for Medicare.

Medicare Part A covers hospital stays, 
skilled nursing facility care, home health 
care, and hospice care. Part B covers doctor 
visits and other outpatient medical services 
and supplies. As there are several restrictions 
in both parts A & B of the Medicare Program, 
most participants will have a Medigap 
policy from a private insurer. The Medigap 
policy, of which there are ten variations, is 
a supplemental health insurance that does 

exactly what its name suggests: it covers 
gaps of coverage in the federally provided 
Medicare program.

Anyone participating in Medicare A and/
or B is eligible to enroll in the new Medicare 
Part D. Those enrolled in Medicare were 
mailed “Medicare & You” by the federal 
government over a month ago, and private 
insurers released the details to their policies 
October 1st. Initial enrollment for the 
program began November 15th and will 
continue until May 15th. For those enrolled 
prior to December 31st of this year, coverage 
will begin January 1, 2006.

If one is eligible but does not enroll by 
the end of the initial period (May 15, 2005) 
the premium price will increase 1 percent 

per month or 12 percent in a year – which 
constitutes a pretty hefty late fee! It is 
important to note that if an individual is 
participating in an employer plan with a drug 
benefi t that is comparable to Part D, they 
are considered to have “creditable coverage” 
that can delay enrollment assessment of the 
late fee.

The average monthly premium in Oregon 
can range from a low of $17 to a high of $52, 
which means your tax dollars are picking up 
some 60 percent of the actual cost. A $250 
annual deductible is in place on some plans, 

with the participant paying 25 percent of 
the cost of prescriptions up to $2,000. Once 
the $2,000 in total prescription cost has 
been reached, the participant must pay 100 
percent of the next $2,850 in drug costs. 
Then – after the participant has paid (1) 
the initial $250 deductible, (2) contributed 
$500 (25 percent) of the next $2,000 for 
prescriptions, and (3) all of the $2,850 
out of pocket, he or she then pays only 5 
percent of the cost of the prescriptions for 
the remainder of the calendar year.

For those who rely on a variety of 
pharmaceuticals to manage numerous 
health conditions, this translates into 
a known outlay of $3,600 per calendar 
year for prescription costs before the best 
Medicare prescription coverage (requiring 
only 5 percent co-pay) takes effect.

Help exists for low-income individuals 
– which Medicare defi nes as singles earning 
less than $14,355 (before taxes) and couples 
with a combined income below $19,245. 
There are some restrictions, but it is an 
option well worth exploring for those who 
fall within the low-income category.

At last count, there were twenty companies 
in Oregon offering a variety of 45 different 
plans for Medicare Part D. How to choose?

All the policies are based on federal 
guidelines so they are remarkably similar, 
but there are key differences on which types 
and kinds of drugs they cover as well as the 
prescription cost. With that in mind, it is 
essential to make a list of all the drugs one is 
taking and use that personalized needs list 
to compare what different companies offer. 
Of the top 100 prescriptions sold nation-
wide, polices cover between 74 and 99 of 
those drugs on the list – and premiums are 
priced accordingly. Once you narrow down 
which policies offer the drugs on your list, 
compare the cost of the plan and check the 
quality and stability of the company offering 
the plan.

For additional resources you can check with 
the state and federal agencies that manage 
Medicare (www.medicare.gov). AARP has 
a good deal of information on their web 
site as well (www.aarp.org) and, if you’re 
comfortable on the Internet, doing a Google 
search for “Medicare drug” should provide 
you with a great deal of information.

Ray Sagner is a Certifi ed Financial 
Planner, with The Legacy Group, Ltd, a 
fee only Registered Investment Advisory 
Firm, in Salem. Ray can be contacted at 
503-581-6020, Voice Message #303, or by 
email at Ray@TheLegacyGroup.com You 
may view the Company’s web site at www.
TheLegacyGroup.com

Where Secondhand is Never Second-Rate
My Sister’s Closest – Celebrating Its 15th Anniversary December 1st

BY CAROLYN R. BOLTON

Out with the old, in with the new, and 
money in your pocket to boot – what could 
be better? Well, come to think of it . . .  all 
that could be possibly be better would be 
buying name brand labels at a dime for every 
dollar of the original price. The good news 
for ladies in the Mid-Willamette Valley is 
that you can do both at My Sister’s Closet. 

This upscale women’s consignment 
boutique will observe its 15th year of business 
with an anniversary celebration December 
1st, 2nd and 3rd. Owner Marsha Butler 
fi rst opened this popular store December 
1, 1990. Celebration activities will include 
mark down specials and a drawing each day 
for a $100 gift certifi cate.

Buying Consigned Clothing
Need something new and wonderful 

– and affordable - for that holiday event? 
My Sister’s Closet will leaving you looking 
“mah-velous dah-ling”, and with minimal 
impact to the pocket book. Try it once and 
you’ll be hooked. With a trendy boutique 
atmosphere, My Sister’s Closet feels like a 
new store. Merchandise covers the gambit 
from clothing to shoes, purses, jewelry, 
belts, scarves, hats, makeup and cologne.  

Owner Marsha Butler is admittedly 
picky about the merchandise she consigns. 
“Quality, quality, quality,” Butler stresses, 
when asked what kinds of merchandise 
a shopper might expect to encounter. 
“Everything here is one of a kind.” All 
clothing must be upscale, current in terms 

of style, in immaculate condition, and clean 
when it come into the shop. 

The racks are populated by garments 
bearing such labels as Jones of New York, 
Liz Claiborne, Ralph Lauren, Ann Taylor, 
Talbot, Mishi, Banana Republic, Ellen 
Tracy, Saks Fifth Avenue, Nordstrom, 
Classique, Caslon, Dana Buchman, Valerie 
Stephens  … and all are in perfect condition. 
Sizes range from women’s 0 to 14.

“My customers appreciate the fact that 
I’m picky,” confi des Butler. “And I refuse to 
consign anything that originally came from a 
discount store.” Butler researches constantly, 
going to local department stores two or three 
times a season to check styles, prices, and 
labels. She really knows her business.

What kind of prices might you expect to 
fi nd at My Sister’s Closet? A name brand 
business suit that sold for $400 new will 
carry a price of $69 – and be in immaculate 
ready-to-wear condition. Butler once sold a 
$20,000 Chanel ballroom gown for $500.  

“Many of my customers buy a dazzling 
outfi t here for a special occasion, then 
clean it and return it to be reconsigned,” 
Butler says. She winks as she adds, “Some 
garments on my racks have gone on a quite 
a few cruises!”

Buyers can use cash, debit, credit or 
layaway – pay one-third down and you’ve 
got 30 days to pick up your purchase. And 
gift certifi cates are available.

If you don’t fall between sizes 0 to 14, 

Consigning Women is one door east of My 
Sister’s Closet and offers consigned women’s 
clothing size 16 and larger, as well as a wide 
variety of accessories. 

Selling Your Unwanted Clothes
Critiquing your own clothes is no easy 

task. Statistics say that most people wear 
only about 20 percent of their wardrobes 
regularly. As the New Year approaches, 
you may have purging your closet purge on 
your list of New Years Resolutions. Marsha 
Butler at My Sister’s Closet can help.

If you’ve never consigned at My Sister’s 
Closet before, call Marsha at 503.371.3158 to 
set up an appointment. Guidelines are straight 
forward: clothes must be current styles, in 
like-new condition, clean, pressed, and on a 
hangar. Only 10 garments may be consigned 
per month per person, so there is always room 
for new consignors. After 60 days on the rack 
at full consignment price, all separates and 
accessories are moved to a $5 clearance rack 
for the fi nal month. If the item remains unsold 
after 90 days, Butler gives the consignor the 
choice to reclaim it or to have her donate it to 
any one of several local charities.

Consignors receive 40 percent of the 
consignment price when their item sells. 
On the 10th of each month, Butler writes 
between 130 and 160 checks to those who 
had items that sold in the previous month. 
She has more than 1,000 customers in her 
active consignment fi les.

“I love people, I love saving money, and 
I love to shop,” says Butler. “I think I’ve 
got the perfect job!” Anyone visiting My 
Sister’s Closet will agree that the shopping 
experience is warm and personal – and the 
merchandise fi rst-rate.

My Sister’s Closet is located at 433 Ferry 
Street SE in Downtown Salem, one-half 
block east of the Salem Convention Center. 
The store is open Tuesday through Saturday, 
and owner Marsha Butler is there Tuesday 
through Friday. Consignments are taken 
on Wednesday, Thursday and Friday – the 
fi rst time by appointment only.
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City of Salem Construction Permits
Single Family
2650 Dalke Ridge DR. NW
PTR Homes LLC
PO Box 25058
Portland, OR 97293
503-233-8843

Commercial Remodel
1584 Lancaster Dr. NE
Mariza Gastelum
1110 W Hayes ST
Woodburn, OR 97071
503-951-0359

Commercial Remodel
1950 Lancaster Dr. NE 129
Gene Bolante
222 Commercial St. NE
Salem, OR 97301
503-390-6500

Commercial Addition
1165 Union St. NE Floor 1
Ron Ped
4742 Liberty Rd. S 194
Salem, OR 97302
503-363-1456

Structure Accessory
2985 Island View Dr. N
Roz Anderson
Salem, OR 97303
503-580-2600

Single Family
221 Muirfield Av. SE
Skyline Enterprises LLC
PO Box 90340
Portland, OR 97290
503-312-5725

Single Family
5245 9th Ct. SE
50 & 2 Thousand Plumbing
16133 Swan
Oregon City, OR 97045

Single Family
5586 Wigeom St. SE
Sundance Homes 
22554 SW Verdant Ter.
Sherwood, OR 97140
503-969-1233

Commercial Remodel 
900 Court St. NE 1
Robert Ault 
900 State St.
Salem, OR 97301
503-986-1357

Single Family
2020 Pikes Pass Ct. SE
Timbercraft Homes
503-399-8899

Commercial Remodel
333 High St. NE 102
Horizon Construction
1458 Horizon BV
Racine, WI 53506
262-504-6156

New Commercial
1050 Oak St. SE
Brian Sullivan
1919 McKinney Av.
Dallas, TX 75201
214-969-3017

Fire System Addition
1850 Brush College Rd. NW
Fire Systems West
600 SE Maritime Suite 300
Vancouver, WA 98661
360-693-9906

Commercial Addition
1124 Wallace Rd. NW 110
Warner Construction
14886 S. Henrici Rd.
Oregon City, OR 97045
503-657-3489

Fire Systems Alteration
155 Liberty St. NE
Basic Fire Protection
8135 NE MLK JR BV
Portland, OR 97211
503-285-1855

New Commercial
1782 12th St. SE
Calvin L. Eng
4173 Sunray Av. S
Salem, OR 97302

Single Family
2829 Eagles Eye Av. NW
JLS Custom Homes
16280 NW Bethany Ct.
Beaverton, OR 97006
503-533-4006

Single Family
2091 Woodhill St. NW
Wes Toran
17811 Boones Ferry Rd.
Hubbard, OR 97302
503-951-1615

Commercial Remodel
1495 Edgewater St. NW 195
Charter Realty Group
494 State St. Suite 240
Salem, OR 97301
503-881-2596

Single Family
2453 Hollywood Dr. NE
Twin Peak Enterprises
PO Box 1455
Albany, OR 97321

Commercial Remodel
2505 Liberty St. NE 140
Multi Construction INC
3110 25th St. SE
Salem, OR 97302
503-910-7991

New Commercial
3300 State St.
Phoenix Contracting 
5360 Landon St. SE
Salem, OR 97306
503-932-3565

Home Addition
1920 Chemeketa St. NE
Chester Bruce Brown
4525 Center St. NE
Salem, OR 97301-3047
503-463-1446

Home Remodel
1505 Brush College Rd. NW
Mike Donahue 
809 Plymouth Dr. NE
Keizer, OR 97303

Fire Systems Addition
3099 River Rd. S
Fire Systems West
600 SE Maritime Suite 300
Vancouver, WA 98661
360-693-9906

Enlarged Sign Erection
4515 Sunnyside Rd. SE
John Bridges Sign Co.
9322 Smith Road
Aumsville, OR 97325
503-749-2065

Single Family
1525 Park Av. NE
TLS Construction
5515 Seeger LN. SE
Salem, OR 97306

New Commercial
939 Oak St. SE
Brian Sullivan
1919 McKinney AV
Dallas, TX 75201
214-969-3017

Single Family
1117 Browning Av. S
The Thomas Kay Co.
3109 Link Ct. S
Salem, OR 97301
503-931-4433

Commercial Remodel
350 Miller St. SE 200
Jet Heating INC
1935 Silverton Rd. NE
Salem, OR 97303
503-363-2334

Home Alteration
180 Wilson St. S
Caroline Wheeler
180 Wilson St. S
Salem, OR 97302
503-999-9283

New Commercial
1300 Mill St. SE
Gormley Plumbing & Heating
1715 Lafayette Av.
McMinnville, OR 97128
503-472-4101

Fire Systems Addition
1215 State St.
Jet Fire Protection LLC
PO Box 7362
Salem, OR 97303
503-363-2334

Single Family
354 Eagles Wing St. NW
JLS Custom Homes
16280 NW Bethany Ct.
Beaverton, OR 97006
503-533-4006

Single Family
2832 Eagles Eye AV. NW
JLS Custom Homes
16280 NW Bethany Ct.
Beaverton, OR 97006
503-533-4006

Single Family
344 Eagles Wing St. NW
JLS Custom Homes
16280 NW Bethany Ct.
Beaverton, OR 97006
503-533-4006

Home Repair
1465 Center St. NE
Noel McClorey
1465 Center St. SE
Salem, OR 97301

New Dwelling
1630 Wallace Rd. NW 48
CBC Boys Construction
350 N. 6th Av. NE
Mill City, OR 97360
503-910-1516

New Commercial
1300 Mill St. SE
Cherry City Electrical
1596 22nd St. SE
Salem, OR 97302
503-566-5560

Single Family
2020 Pikes Pass Ct. SE
Timbercraft Homes
503-399-8899

Commercial Alteration
2450 Lancaster Dr. NE
Art Merriman
503-399-3095

New Commercial
470 Veal LN. NW
Far West Designs LLC
PO Box 809
Turner, OR 97392
503-363-3002

Professional and executive MBA tracks
Doctor of management, coming spring 2006

Courses offered at our convenient southwest Portland location

Ethical Leadership with
a Commitment to Service

George Fox MBA

mba.georgefox.edu

Information meetings

George Fox University Salem Center

2600 Pringle Road S.E., Salem

Nov.15, Jan. 25, and Feb. 20

6:30 p.m.

888.888.0178
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Dallas, OR – Employment Resources 
Northwest (ERN) and Oregon Department 
of Human Services (DHS) have partnered 
to sponsor Le Closet in Dallas, Oregon. 
The partnership offers business attire for 
qualifying individuals to prepare them to 
with quality used professional clothing to 
wear for interviews or new jobs. 

The new venue operates as a retail training 
module for ERN program participants. 
Shoppers are DHS-referred individuals 
who spend “credits” earned through 
successful progress within job attachment 
activities.

If you would like to make a donation of 
business appropriate men or women’s 
clothing items, please contact Cher Pendell 
at 503-623-9026.  Donations are accepted 
by appointment only (no drop-offs will be 
accepted), and items must be clean and 
ready to wear.  A tax-deductible receipt will 
be provided for your donation.  

Employment Resources Northwest, a job 
skills training program serving Marion, 
Polk and Yamhill Counties, is a subsidiary 
of Shangri-La Corporation, an Oregon non-
profit providing homes, jobs and supports 
to individuals with disabilities or economic 
disadvantages.  To learn more about ERN 
or Shangri-La, please call 503-581-1732 
or visit www.ernprogram.com or www.
shangrilacorp.org.

Clothing for Job 
Seekers Provided 
Through Public 

Partnership

Since 1948

For someone special

Voted Best Steak in the Valley

1145 Commercial Street SE
Salem

503-365-7225

Holiday Gift Certificates Available
Ask About Corporate Discounts

RE/MAX Offers Mortgage Services
RE/MAX Equity Group, Inc. of Salem 

announces the addition of mortgage 
brokerage services to their existing array 
of services. Dave Robins has joined the 
RE/MAX team of real estate professionals 
– bringing more than 40 years of banking 
and home lending experience to the already 
successful RE/MAX group.

Robins explained that is was his experience 
with RE/MAX’s Principal Broker John 
Lee, RE/MAX’s Principal Broker, and the 
professional and positive attitude of the office 
as a whole that drew him into the group. 

“Based on my years of management and 
involvement with realtors, I have utmost 
confidence in the abilities of RE/MAX 
Equity Group Realtors,” said Robins. “Their 
training is so good and their experience 
levels so high that I have always felt 
confident in not only their sincerity, but 

also their abilities to make each transaction 
a successful and pleasing experience for the 
home buyer.”

Robins indicates that his company’s ability 
to process, underwrite, close, and fund 
home loans on time – precisely as promised 
– coupled with the RE/MAX Equity Group’s 
professional abilities will assure the growth 
and success of this local office.

Equity Home Mortgage was formed in 1997 
through a partnership between The Equity 
Group Realtors, now RE/MAX Equity 
Group, Inc., and Eagle Home Mortgage to 
make the home buying and selling process 
convenient, quick, and successful for 
everyone involved. 

Licensed to lend in the states of Oregon 
and Washington, Equity Home Mortgage 
LLC is a fully operational mortgage banking 
company. Dave Robins

Bush House Museum
An Italianate-style, Victorian mansion 

built in 1878 by Asahel Bush II featuring 
original furnishings and art, a rose garden 
and conservatory plus changing exhibits. 
Tour Hours: 2:00-5:00 pm Tuesday 
through Sunday. Cost: Adults $4; Seniors 
$3; Students (13-21) $3; Children (6-12) 
$2; Children (5 and under) and Salem Art 
Association members are free. Located at 
600 Mission Street SE, Salem 97302 (in 
Bush’s Pasture Park).

Bush Barn Art Center
An historic building now housing 

contemporary exhibition and sales galleries. 
The Salem Art Association Holiday 
Showcase, featuring fine arts and crafts by 
more than one hundred regional artists in 
every price range, will be on display through 
December 30. Holiday Hours: 10:00 am-
5:00 pm Monday through Saturday; 12:00-
5:00 pm Sundays. Located at 600 Mission 
Street SE, Salem 97302 (in Bush’s Pasture 
Park).salemart.org.

Salem Art Association Holiday Art
Visual ARTS Center

Dedicated to promoting educational 
opportunities for children and adults of all 
ages, the Center offers classes in ceramics, 
painting, drawing, mixed media and crafts. 
Registration for Winter Term begins 
December 5. Office Hours: 9:00 am-5:00 
pm Monday through Friday. Open Studio 
Hours (through December 10): 9:00 am-
5:00 pm Monday through Friday; 10:00 
am-4:00 pm Saturdays. Located at 1220 
12th Street SE, Salem 97302.
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Wishing you a wonderful holiday season and thanking you for making 2005 our best year ever!

We continue to be committed to offering you quality customer service and we are proud to say this is the foundation of our company.
It sets us apart from the rest.

John L. Scott Real Estate continues to be the leader in the industry receiving the Mega Marketing Award for the best real estate marketing
programs in the nation, and, the Inman Innovator Award for the most innovative company in the nation.

Visit our award winning Website: www.JohnLScott.com

We are most proud of our contributions to children’s health and medical needs.
We raise millions of dollars; provide spirit and energy, for children’s hospitals in areas where our offices are located.

Visit our foundation Website: www.JohnLScottFoundation.com

Again Best Wishes for this Holiday Season and thank you for a wonderful year.

What’s Important is you!

John L. Scott Salem Real Estate
725 Commercial St. SE - Salem, Oregon 97301 - (503) 585-0100

Response Mortgage Services and John L. Scott’s partnership
has made the home buying experience convenient and pro-
vides a great advantage for sellers and buyers alike.  We work
with a network of investors and lenders through out the na-
tion, giving customers access to hundreds of mortgage pro-
grams. Response Mortgage Services would like to wish you
and your families a safe and happy holiday season.

• Prequalification-know your buying power
• 100% Financing Programs
• FHA/VA
• New Construction
• Investment Properties
• Competitive Rates

Jess Haines
Sr. Loan Officer
725 Commercial St SE
503-540-1950
503-949-9644
www.responseloans.com/jhaines

Call for confidential no-obligation consultation
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Grocery, Wine & Beers, Frozen / Deli

Produce HABA & General Merchindise

We meet all your home and catering needs

Gourmet Food on a Teacher's Budget

Lancaster Drive

(next to PetSmart)

2879 Lancaster
503-370-8500

Les Schwab Marion & Polk County Locations

Marion / Polk County Places of Interest:

Free Brake Check!

Willamette River • Silver Falls State Park • The Oregon Garden
Enchanted Forest • Spirit Mt. Casino • Gilbert House Museum

6. North Salem
(503) 585-7551 - 3030 River Rd N
7. Salem
(503) 363-9214 - 1710 Lancaster Dr NE
8. Sublimity
(503) 769-3446 - 400 SW Sublimity Blvd
9. Woodburn
(503) 981-1875  - 1140 N Pacific Hwy
10. Silverton
(503) 873-2966 - 911 N 1st St

1. Salem Mission St.
(503) 585-6422 - 2350 Mission St SE
2. South Salem
(503) 585-7545 - 1405 Barnes Ave SE
3. West Salem
(503) 363-2261 - 530 Wallace Rd NW
4. Dallas
(503) 623-8155 - 121 Main St
5. Independence
(503) 838-6340 - 1710 Monmouth St

For More Info, Contact Joe Becerra, Director of Basketball Operations

Phone: 503.362.5501 • Fax: 503.362.5601

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

Oregon Fishing Club
Opening gates since 1989

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

Happy Holidays!

Salem Business Journal
From the Staff of the
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KBZY’s Wolfman at
the Blue Pepper

Ralph & Jan Jackson

Vicki Frey Horton

Auction Table - Diana Bray, Hank 
Voorhees, Pam Potts, & Mark Bray Melissa Whitton, Joli Parker, Sharron Seideman

Mayor Janet 
Taylor

Gerry Frank

Linda Wooters

Ross Carey

John Lee

Scene in Salem

Dave & Carmen Robins

Paul & Sharon Holstege

Pam Rushing Lutz & Karen Fox

Mitch Teal & Tanya Turnell

Gus Frederick Sound Effects during 
The Cherry City Radio Hour

Mike McClaren

Suzie Bicknell

Dan Clem

Crew at the New Conference Center

Sheryl Southwell Specialty Polymer, Inc. 
new building ribbon cutting.

Cherry City Radio Hour Christmas Carolers

United Way Director Sue Bloom, KBZY’s 
Warren Franklin and Roy Dittman per-

form cameos on stage at The Cherry City 
Radio Hour, United Way fundraiser.

Sheryl Southwell at new Specialty 
Polymers, Inc. building, near 
a memorial to her late Father, 

Raymond E. Southwell (Founder 
Specialty Polymers, Inc.)

Carolyn Bolton and Isaac 
Szymanczyk of the 12th 
Avenue Jazz Trio at the 
United Way fundraiser.

Jamie Clarke
at RE/MAX Super 

Charge your Career 
2006

Dave Linger (Co-Founder) and
Margaret Kelly (CEO) RE/MAXJackie Winter speaks at a re-

cent United Way fundraiser 
in the Grand Ballroom.

Cher and Ger Pienicki “The 
B Siders” perform 40’s 

music at The Cherry City 
Radio Hour.

Featuring the Evening d’Elegance & United Way Fundraisers



660 LIBERTY STREET NE
503-399-9541

1-877-266-0117

660 LIBERTY STREET NE

503-399-9541
1-877-266-0117

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

VOLVO

*Financial assistance for adaptive equipment available to qualifi ed customers purchasing any new 2005 Volvo up to a total of $1,000 within guidelines of the Mobility by Vovo Financial Assistance 
program. See your authorized Volvo retailer for complete details. ©2005 Volvo Cars of North America, LLC. “Volvo for life” is a registered trademark of Volvo. Always remember to wear your seat belt.


