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Gerry Frank Donates a Cool Million to Kroc
Center Aquatic Complex
by Michael Patrick o’connor

help fund the proposed center but with an
annual operating budget that exceeds $4
million per annum, a great deal more is
needed to have an ongoing revenue stream
for the Kroc Center alone. The Salem Corps’
overall operation currently includes its
church, an 86-bed shelter for men, women,
children and families, transitional housing
facilities and other community outreach
programs and services. With the addition
of the proposed Kroc Center, the Salem
Salvation Army’s overall annual budget will
exceed $6 million per year.
In the past 18-months, Saunders has seen
a dramatic increase in need when it comes
to hunger in the Salem-Keizer area. When
he arrived to assume his captain’s post going
on two years ago, Saunders estimated that
the Salvation Army was distributing some
400 food boxes per month. That number is

The Salvation Army of Salem continues
to move forward with plans to build a Ray
& Joan Kroc Corps Community Center
in anticipation of receiving a total of
$60,000,000.00 from the more than $1.5
billion bequeathed by the McDonald’s
Restaurant heiress to the charitable
organization. $30 million of those dollars
will be earmarked for creation of a state of
the art community center, one of several
that the Kroc monies will fund nationwide.
A second $30 million will go toward setting
up an endowment from which interest
monies can be used to help fund operating
expenses in perpetuity.
Potential receipt of that kind of money is
also galvanizing members of Salem’s own
philanthropic community to make up for
funding gaps. According to Salvation Army
Captain Brian Saunders, interest accrued
from the second portion of the Kroc gift will

Continued on page 

Ashley Furniture Sets the Table for Remodeling
Many may be surprised to learn that the
number one selling home furniture brand in
North America is Ashley Furniture. I know
I was. Never abashed to plead ignorance,
the revelation was catalyst enough for me
to sit down with the general manager of the
Ashley Furniture HomeStore in Salem.
Donald Watkins is my guide, a 26-year
veteran of the retail industry who chose to
work in Salem and give up a position with
Standard TV and Appliance in the Portland
market—the move an unspoken testimonial
to his belief in the Ashley brand and its novel
approach to doing business.
“The first thing you look at (are) the
accessories in the store,” Watkins suggested.
“We sell accessories off the floor,” he
explained. “It’s clearly a lot for your eye to
take in. Our products are priced with the
consumer in mind. We don’t inventory
anything. Everything in our showroom is a
factory sample, if you will,” Watkins added.

When a customer decides to purchase
something they will look at a production date
or an availability date with one of Ashley’s
product specialists. Watkins says that
timeframe is usually three to four weeks out.
Although products are not custom made for
clients, the business model reminds me of
the successful business model Michael Dell
introduced in the personal computer space
that made Dell Computer an industry leader
and a darling of Wall Street after the hightech manufacturer went public.
Ashley Furniture remains privately held
and is expanding through a licensee system,
but its sales force is trained to offer the
customer a relaxed buying experience.
Plenty of retail environments have sales
sharks cutting through store aisles, but no
dorsal fins were spotted by this reporter.
Mr. Watkins spoke highly of his lineup
of product specialists that include women,
men and even college students who fill part-
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time shifts and have a well-trained eye for
what customers are searching for and are
among the store’s top performers.
Watkins postulated that a customer fear
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factor is often more prevalent when it comes
to a furniture purchase compared with buying
Continued on page 
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an automobile. “Your furniture is something
you live with. It’s a reflection of who you
are in your home,” Watkins stated. “A lot of
times people don’t make decisions because
nothing jumps at them and they need a little
coaching. That’s where the design (elements)
of our in store designer or some of the other
gals that have some background in interior
design are able to step in and say this is what
I recommend,” he added.
Shopping at an Ashley Furniture
HomeStore is supposed to be a “Feel Good”
experience, according to Watkins. “We have
fresh baked cookies we offer customers at
the coffee bar (along with) bottled drinking
water. We get a number of customers that
come in and just sit at the Stone Walk Café
and eat cookies and drink coffee discussing
what they saw in the store. It’s real lowkey,” Watkins reaffirmed.
One of the store greeters executes his job
to perfection also letting me know that a
family Fun Zone exists. It includes a 42inch plasma TV that always has a G-rated
movie running and five video game consoles
are also part of the Fun Zone line-up (three
GameCubes and two PlayStations).
Salem’s Ashley Furniture HomeStore
employs 18 product specialists along with
six customer service representatives that
handle transactions and answer phones.
General Manager Donald Watkins also
has help from two other store managers.
When you add in other staff comprised of
distribution and warehouse drivers, the
store has roughly 70 people on its payroll.
The Ashley Furniture HomeStore is located
along Highway 22 and Lancaster Drive next
to the new Kelly’s TV and Appliance store,
specifically at 3850 Hagers Grove Road
Southeast. It should also then come as little
surprise that Jeff Kelly is part owner of the
store along with Ed Davis.
According to G.M. Donald Watkins, Ashley
Furniture sports more than 220 stores
nationwide. He says Ashley Furniture is a
dominant force in the Midwest and is now
concentrating its licensee expansion on the
West Coast and East Coast.
To step up its Top of Mind Awareness
(TOMA) in the Mid-Willamette Valley,
Ashley Furniture chose to kick-off a television
campaign blitz that was launched during the
Academy Awards, partnering with KATU, the
ABC affiliate in Portland. The partnership
makes perfect sense when one realizes the
local store owners intend to expand into
the Portland market with another store in
the next 12 to 18 months and add two more
stores in that market space after that.
The store boasts 40-thousand square feet
with more than one million dollars in items
at a customer’s fingertips on the showroom
floor that include more than six thousand
accessory skews. Donald Watkins says
Ashley Furniture gets its products to stores
through six distribution centers nationwide.
The Salem store is serviced by a California
distribution channel with a semi full of
product arriving every day.
Given the rising cost of fuel with unrest
in Nigeria and the specter of the United
States taking preemptive action against
Iran because of its recently touted nuclear
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capabilities, I was compelled to ask Mr.
Watkins how Ashley Furniture is coping
with the rising cost of gasoline and diesel.
Watkins contends Ashley is a “big-ticket
rival” to Wal-Mart when it comes to having
an efficient distribution channel that helps
to mitigate the potential problem. “When
I have a price on that sofa you’re sitting on,
for instance, that price is today. If I get a
fuel surcharge increase, that price will
change tomorrow. To the other side, if the
factory becomes more efficient and (is) able
to cut costs, that price will change tomorrow
(and be lower).” Price updates come to the
corporation daily, some up and some down,
according to Watkins.
Ashley Furniture makes every attempt
to track where its customers come from in
a simple, effective but not in an intrusive
manner. “We simply ask the question:
First time in, yes or no?” Watkins stated.
Approximately half of those people who are
coming through the doors for the first time
are drive by customers. Watkins credits the
stores location for the incredible foot traffic.
As the Salem area experiences a
growing spurt, Watkins weighed in on the
phenomenon: “This store and the Kelly’s store
next door are certainly contributing to the
growth of Salem and I think adding validity
to people who might be considering moving
a business to or opening a business in Salem.
When they come across a store like this or
a presentation like this or Kelly’s, you can’t
help as a businessman but wonder whether I
should be there,” Watkins suggested.
Watkins was also quick to credit Salem
Mayor Janet Taylor for the development
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now closer to 700.
“There’s a lot of need in the MidWillamette Valley. We’re very fortunate
that the generosity of the public continues
to grow with the needs of the community,”
Saunders said from the Salvation Army’s
Administrative Offices on Front Street.
That generosity has been bolstered in
recent weeks by a number of high-profile,
high dollar financial commitments to the
Salvation Army from local philanthropists
with the understanding that the monies will
be awarded with confirmation that a Kroc
Center will be built here. The largest thus
far has come from community leader Gerry
Frank who is donating $1,000,000 for the
enhancement of a leisure pool as part of the
Aquatics Park at the proposed Kroc Corps
Community Center. It will complement a
six lane lap pool and be open to the general
public as well as for those in need.
Other donations include $500,000 from
Bud and Selma Pierce, 250k from Bill Colson
and $100,000 from both Dick Withnell and

of the land. “She was very instrumental
in lending a hand in that, helping get
through the red tape and the paperwork.
CD Redding was the construction crew, the
local company that built this project and in
six months, period, from the day we pushed
dirt to start leveling this land we opened
the doors. That is incredible. I’ve never
witnessed that, never,” Watkins repeated.
Since August of 2005, customers have
been streaming in.

Salem Art Association
Attractions for May 2006
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: 1:00-4:00 pm Tuesday through
Sunday. Cost: $4/Adults; $3/Seniors; $3/
Students 13-21; $2/Children 6-12; Children
5 and under are free. Located at 600 Mission
Street SE, Salem 97302 (in Bush’s Pasture
Park). Call 503-363-4714 or visit www.
salemart.org.
Bush Barn Art Center
An historic building now housing
contemporary exhibition and sales galleries.
May exhibitions in the A.N. Bush Gallery:
“Salem-Keizer School District High School
Art Show” May 6-14; “Wood and Clay: Leroy
Setziol and Wally Schwab” May 19- June 25.
May exhibits in the Focus Gallery: “Lessons
in Creativity: High School Teachers Exhibit”
through May 14; “Carl Hall: Drawings”
May 19 - July 9, 2006. May exhibits in the
Sales Gallery: Details Photography Exhibit:
May 2 - June 4. Join us for the high school
student and teacher exhibit receptions on

Tuesday, May 9, 4:00-6:00 pm. Receptions
for “Wood and Clay” and “Carl Hall” exhibit
will take place on Friday,
May 19, 5:00-7:00 pm. All
events are free and open to
the public. Gallery Hours:
10:00 am-5:00 pm Tuesday
through Friday; 12:00-5:00
pm Saturdays and Sundays;
Closed Mondays. Located
at 600 Mission Street SE, Salem 97302 (in
Bush’s Pasture Park). Call 503-581-2228 or
visit www.salemart.org.
Visual ARTS Center
Dedicated to promoting educational
opportunities for children and adults of all
ages, the VAC offers classes in ceramics,
painting, drawing, mixed media and crafts.
Summer Term classes begin May 22, 2006.
VAC Office Hours: 9:00 am-5:00 pm Monday
through Friday. Open Studio Hours: 9:00
am-5:00 pm Monday through Friday; 10:00
am-4:00 pm Saturdays. Located at 1220
12th Street SE, Salem 97302. To request a
class schedule, call 503-581-7275 or visit
www.salemart.org.

For Salem Art Association Full
Calendar & Event Information:
www.salemart.org

developer Larry Tokarski.
Saunders said the community needs were
identified through comprehensive means
(e.g. focus groups, through a market study,
through a phone survey, through interviews
with virtually all of the non-profit agencies
in town).
“There’s a great need for more daycare,”
Saunders volunteered. “There are hundreds
of kids on waiting lists, for instance, for Head
Start and for other low-cost daycare centers.
We have found a real deficit in after school
programs, in recreational and educational
opportunities. The school district simply
just can’t do it all,” Saunders suggested.
“That’s where we come in,” Saunders
continued. “We have an opportunity now
with this very, very generous gift to provide
for those (needs). “We need to run some
after school programs. We need to run
some educational (programs). We need to
run some fun things where kids can feel safe
and secure,” Saunders said.
Continued on page 
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The New Xebra Debuts at Electric Wheels’ Grand Opening
By Tim Buckley
Whenever the price of gas goes up, Larry
Dye gets busier. These days, Oregon’s only
electric auto and truck dealer is very busy,
$3 a gallon busy.
Started last year, Electric Wheels seemed
like a novelty shop. Tiny, topless, sport
roadsters, electric bicycles and prototype
“low speed” vehicles were dwarfed in the
cavernous 12th Street SE showroom. Puddles
gathered in the vast empty parking lot last
winter, before Fitts Seafood joined them in
the same retail mall at 1555 12th St. SE.
This spring is a different story. “I’ve sold
10 of the new Xebra’s in the past month
and they’re not even here yet,” said Dye.
The three-wheeled, four passenger cars –
technically a motorcycle because of the three
wheels – are capable of a sustained speed of
40 mph and a range of over 40 miles. “Even
with maintenance costs included, they cost
only $0.03 a mile to run,” he said. There
will be several of the Xebra’s (pronounced
Zebra) available to test drive at the store’s
May 6th Grand Opening.
The Xebra is based on a popular mode of
transportation in urban China. However,
instead of the familiar motorcycle engine,
the Xebra has an electric motor powered by
six, 12 volt rechargeable batteries. “With the
optional lithium ion batteries ($4000 extra)
you extend the range to 140 miles and can
fully recharge within 90 minutes,” he said.
The design and development of the Xebra
was done by Gary Starr, the founder of ZAP

(Zero Air Pollution) in California, in 1994.
The standard lead acid batteries recharge
in 8 hours and are no more expensive to
replace than a standard car battery. The
base price for the Xebra is $9995. Dye
said that because the car is classified as a
motorcycle, the insurance premium is just
$150 per year.
The Xebra also comes in a small truck
format, with a hydraulic bed dump capable
of hauling 800 pounds.
Electric Wheels also features a number
of “low speed electric vehicles,” capable of
speeds of 25 mph and a range similar to the
Xebra. “These would be perfect for in city
use,” Dye said. Models include the E-Ride
½ ton truck with a towing capacity of 4000
pounds.

Asked what kinds of city uses these vehicles
might satisfy, Dye answered quickly: “these
would be great for university students and
ideal for a second car, which typically don’t
get driven more than 10 miles round trip.”
The vehicles would be perfect for catering,
auto parts delivery and newspaper routes,”
Dye added, “as well as for nurseries, park

maintenance, landscaping, farms and
military bases.”
“The Grand Opening has attracted a lot of
attention,” Dye continued. “The Chamber
of Commerce, the Mayor and City Council
members and a bunch of people from
environmental organizations are going to
be there.” The event will also have catered
food and beverages available.

CONTRACT
SERVICING

CONTRACT SERVICING has over 40 years of experience
and can save time and effort in administering sellerfinanced notes.
We service the following:
• Seller Carry-Back Notes
• Promissory Notes
• Mortgages
• Land Contracts
• Installment Notes
• And more…
Benefits
• Neutral third party servicing and record keeping for those
buying or selling “on contract”
• An experienced staff of professionals
• Easy access to account on-line at
www.contractservicing.com
• Automated funds transfers
• Competitive fee structure

Get set up forms and learn more at
www.contractservicing.com!
Or call 800-523-9784
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The Oregon Coast is Salem’s Getaway
By Bentley Gilbert
As the mixture of the freshwater flowing
from the river and the saltwater tides from
the ocean create a nutrient richness that
make estuaries abundant with life, so do the
day trippers and summer residents from the
Willamette Valley contribute to the vitality
of Oregon’s central coast. And time spent
there enriches us.
From Pacific City, in southern Tillamook
County, to Newport, in mid-Lincoln County,
the 35-mile stretch of the Oregon Coast just
west of Salem, offers a wealth of experiences,
both natural and man-made.
To think that one can get in a weekend more
than the smallest taste of what the coast has
to offer is ridiculous. To think that it can
be done in a summer residency requires
overlooking a lot. To think that it can only
be attempted in a lifetime of visits is the
beginning of an appreciation of what it has
to offer. For one thing, this article, written in
the spring and looking ahead to the summer,
won’t include the special magic of a dark,
windy, rainy, stormy day in February. Any
visit to the coast must deal with a variety of
the natural, the educational, the artistic, the
historical, the athletic, the entertaining, the
restful, and the gastronomical. And, oh, yea,
where to stay? Because it’s so close, just an
hour to the west of Salem, a long day at the
beach can be had with little preparation as
the mood strikes or even after work as light
extends well into the evening during these
long summer days that hover around the
solstice.

Oregon’s beach laws, approved by the 1967
and 1968 sessions of the Oregon Legislature
make access to the sand, the tide pools and
the saltwater a public right. Access rights-ofway are frequent and the state’s magnificent
park system, augmented here and there by
federally-managed attractions. Information
at the Winema Wayfinding Point, a wayside
just south of Pacific City, lists 39 camping
and day-use parks from that point south
through Newport. With all of the things to do,
a summer day at the beach will take energy.
Those with hearty appetites and making an
early start will not want to drive past the
Otis Cafe, about 50 miles west of Salem
on State Route 18, just before its junction
with US101. The small size of the building

is in ironic contrast to the size of the meals
brought to your table. The homemade fare
features such American staples as sausage
gravy over biscuits, burgers, and liver and
onions and the catch of the day. But, coming
or going from the beach, call ahead a couple
of days so you can pick up some freshlybaked homemade pies or the Cafe’s famous
black molasses bread. Find out what The
New York Times and Martha Stewart found
so delicious about the food served here. If
breakfast is not convenient, the Otis Cafe is
open for lunch and for dinner until 9 pm on
Friday and Saturday and 8 pm on Sunday.
You can begin to work off that meal with
a hike on nearby Cascade Head. Overseen
and protected by the Nature Conservancy,

the Cascade Head National Scenic Research
Area offers a wide range of rare native
grasses and wildflowers, such as red fescue,
wild rye, goldenrod, coastal paintbrush,
wild iris, blue violet, lupine, Indian thistle,
coyote bush and yarrow, over its 270
acres. A heart-pounding climb of 1,150
feet over 2.1 miles from the southern trail
head gets you to the higher of two viewpoints.
The hike rewards you with magnificent
vistas out into the ocean and down to the
Salem River Estuary.
Just as you leave Lincoln City, heading
south, search out a sample of Oregon’s
celluloid history 1.4 miles up the Siletz
Continued on page 

New Additions Create Growth Opportunity
for Dale’s Design Remodeling
By Tim Buckley
Paul Willetts joined Dale Van Lydegraf’s
staff ten years ago as a designer. Last year,
Women’s Day Magazine featured a local
kitchen designed and remodeled by Dale’s
company. This year Dale’s Remodeling
was renamed Dale’s Design Remodeling
to reflect the gradual shift towards bigger
projects with a bigger splash.
Dale’s Remodeling began in 1978 with
Van Lydegraf a solo carpenter. Today the
company employs up to 20 people full

Dale’s Remodeling Crew, L-R: Dale Van Lydegraf, Owner/CR; Paul Willetts, Designer;
Flora Hovenden, Accounting; back row left to right Sheri Mishler, Production Manager;
Greg Dalke, Remodeling Consultant; Melissa Hall, Office Manager; Kent Cannon,
General Manager/Estimator

1st Premier Properties LLC
Invest in the Future...
Real Estate Opportunities Made Daily
INVESTMENT, ACQUISITIONS, SALES & LEASING
Call today, an appointment for tomorrow’s opportunity is waiting.

503-586-7402
Elaine Gesik, Broker

time from its base at 5514 Commercial SE.
Sales last year topped $3 million. “Eighty
five percent of our work comes from repeat
business or referrals,” Van Lydegraf said.
Last month, in conjunction with others
in the construction trades, Dale’s Design
Remodeling held a Career Day at Salem’s
McNary Airport. As one of few companies in
Oregon certified by the National Association
of the Remodeling Industry, Dale’s Design
Remodeling’s membership in NARI comes
with responsibility to the public. “The event
is one of the ways we can give back to the
community, with free education. But the
other reason we participate is to show young
people that there are lots of good-paying
jobs in carpentry and other trades.” He said
his company pays well and has a generous
401K plan and other benefits. Dale’s Design
Remodeling also has a vigorous on-thejob training program whereby apprentices
can eventually become master craftsmen,
certified by NARI as “lead carpenters.” In
fact, he said he’s currently looking for a
sales associate and a lead carpenter.
Van Lydegraf said the size of his company
– and their experience – allows the company
to oversee all aspects of a remodel job,

rather than, for example, just the framing or
the finish work. “As the general contractor
on the job, we’ll help the client with design
and choices up front. Then, we’ll oversee
all aspects of the job, from the dirt work
and foundation to the utilities installation.
And we’ll be there to the end, doing a
comprehensive walk through to make sure
everything is done satisfactorily. “We’re
the only Salem remodeling company with a
warranty that’s twice the industry standard,”
he added. “We’re the only one with a fulltime designer and we’re the leader in the
Willamette Valley, among more than 100
companies, capable and qualified to do
multi-phased construction projects.”
Part of the magic of getting such a high
return rate of former customers is the
method Dale’s Design Remodeling matches
its lead carpenters with the client. “The crew
develops a rapport with clients and so, when
they call us back, we try to accommodate
their desire to have the same people do the
work,” Van Lydegraf said.
Likewise, when problems crop up, he relies
on good relations, good communication
Continued on page 
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Wells Fargo’s
Business Banking
Group promotes
Gardner, hires
Villa
SALEM, Ore. — Wells Fargo’s Business
Banking Group has promoted Lesa
Gardner to principal relationship manager
and
assistant
manager
of
the Willamette
Valley team, and
hired
Stephen
Villa as a business
relationship
m a n a g e r .
Both Villa and
Gardner live and
work in Salem.
The Business Banking Group serves
companies with
annual sales of
$2 million to $20
million. Villa and
Gardner provide
them
with
checking
and
savings accounts,
merchant card
services, loans
and lines of credit, commercial real estate
financing, equipment lease financing,
payroll services and other financial products
to help them succeed financially.
Gardner began her financial services career
in 1990 as a commercial loan officer with
First Interstate Bank. The Oregon native was
later promoted to assistant vice president.
Gardner then worked as a lender for Linn
Benton Bank in Albany and at West Coast
Bank in Salem before returning to Wells
Fargo in 1999 as a business relationship
manager for the Salem market. She can be
reached at (503) 945-2307.
Villa previously worked for six years at JP
Morgan Chase and Co. as a branch manager
and vice president. Born in Hawaii, he

Dale’s...Continued from page 

skills and a “bend over backwards” policy
for clients. “The project we did that ended
up in Women’s Day Magazine,” is an
example,” he said. “The kitchen was, I think,
the third remodel project we had done for
this particular client. And for some reason,
there were a few more problems than usual.
The French door, for example, developed a
minor leak from the outside. We replaced
the entire frame and one of the door panels
before we corrected the problem. But that’s
our commitment,” he added. “We never walk
away from those responsibilities and that’s
part of why we have a good reputation.”
The other part of his commitment to clients,
and to NARI, is around the issues of budgets
and construction timetables. Dale’s Design
Remodel is strictly organized around getting
the details agreed upon at the start. That
allows him to guarantee the price, and for
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The Best of Mayor Taylor’s
Columns
as published June 2005

Congratulations to the Salem Business
Journal for their new venture. We wish you
success!
As Mayor of Salem, I support the goal of
our City Government to be a pro-business
City with the best customer service in
the State. We are well on our way with
customer service training for employees and
simpification of many rules and regulations.
To increase the job opportunities in the
area we have made it easier and quicker
for businesses to redevelop within the city
limits by using phased building permits.
This approach was used by both the
Conference Center/Hotel project and the
new Wachovia customer care center. This
allows projects to begin construction on
the foundation work while the plans for the
balance of the building are under review,
thereby shortening construction time.
Our pro-business approach extends to our

earned a bachelor’s degree in marketing
from Texas Tech University and an MBA
degree from Houston Baptist University. He
can be reached at (503) 945-2375.
Wells Fargo is the leading small business
lender in Oregon and the nation. Wells
Fargo’s online Resource Center for Small
Business Owners has been rated the best
online banking site for small business
customers by Speer & Associates. The
address is www/wellsfargo.com/biz.
Founded in 1852, Wells Fargo & Company
is a diversified financial services company
with $492 billion in assets, providing
banking, insurance, investments, mortgage
and consumer finance to more than 23
million customers from more than 6,200
stores and the internet (wellsfargo.com)
across North America and elsewhere
internationally. Wells Fargo Bank, N.A. is
the only bank in the United States to receive
the highest possible credit rating, “Aaa,”
from Moody’s Investors Service.

the job to be scheduled meticulously, staged
to flow seamlessly from start to finish.
“Our design headquarters is another big
selling point with clients,” Van Lydegraf
continued. In 1993, the company bought its
headquarters home on South Commercial
and remodeled it as a kind of “one stop
shop” for clients. There, they can see and
touch many of the items they’re considering
for their remodel – from varied choices of
windows and lighting to flooring, doors,
cabinets, counter tops, wall textures and
hardware. “And, we’ve got powerful, stateof-the-art computer software that allows
their design to be presented to them in 3D,” he said.
“People appreciate our approach,” Van
Lydegraf added. “Most don’t have the time
or desire to shop around and negotiate with
each vendor, then coordinate the install
effort themselves.”

The Mayor’s View Janet Taylor
downtown where we provide low interest
loans and some grants to refurbish empty
buildings.
Several projects are now underway to
provide downtown housing and retail
options in long-time vacant buildings.
This has stimulated private investment
two blocks South of downtown where a
$25 million dollar condo/office/retail
project is underway and to the North of
downtown where a three story credit union
headquarters is nearly complete.
The Mill Creek Industrial Park of over 500
acres Southeast of the Salem Airport will
be ready for new job creation on August 1,
2005. Negotiations are continuing with a

warehouse/distribution company for the
first large piece of the property. A unique
- first of its’ kind -approach to wetlands on
the land has brought Statewide attention
due to the combining of the wetlands and a
trail into a community useable open space.
As the City of Salem continues to find
methods to rebuild underused and vacant
properties and balances those with the
environment and livability, our city will
prosper.
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River from US101 on SR229. The “Stamper
House” is a portion of a movie set, built
specifically for the movie Sometimes a Great
Notion, a saga about the trouble caused by
an independent family of lumberjacks,
adapted by the book of the same name
written by Oregon author Ken Kesey and
featuring Henry Fonda, Paul Newman and
Lee Remick.
Other settings, natural and notable in the
area, were featured in the film. After you
return to the highway and continue heading
south, browse the Lawrence Gallery at the
nearby Salishan development in Gleneden
Beach, one of many fine art galleries on the
Oregon Coast.
More accessible natural spots than those
found at Cascade Head are located just
north of and in Depoe Bay. The spouting
horn in the middle of town ought to be a
source of wonder for children of a certain
age, but it may take a stormy winter day for
it to perform. The wayside just north of town
features the roiling waters of Boiler Bay on
its north side and 180° vistas year-around.
It’s a lovely place for a picnic in the warmer
weather and an advantageous site for whale
watching during the migration of the grays
in the spring and fall.
Leaving Depoe Bay southbound takes you
across one of the two Conde B. McCullough
bridges on this part of the coast. The other,
larger one crosses Newport’s Yaquina Bay.
Depoe’s tiny jewel is one of the loveliest
on the coast. These New Deal projects
provided much-needed work during the
Great Depression of the 1930s and leave
engineering and architectural monuments
for us to enjoy and use today.
Newport is my single favorite spot in this
part of the Oregon Coast. For me, it has the
greatest diversity of interesting spots from
the natural to the gastronomical to the
educational to lodging. The first of those
comes just as one enters the city from the
north: The Yaquina Head Lighthouse.
It’s Oregon’s tallest at 93 feet and
accessed by 114 steps. It has been buffeted
by wind and rain since 1872.
A particular feature of this Bureau of
Land Management-operated property are
the tidepools along the south side of the
headland accessed by several stairways.
Like estuaries, though comparatively in
miniature, they provide a home for a diverse
variety of intertidal plants and animals. The
sea urchin, sea star and sea anemone make a
home there. The Yaquina Head Lighthouse
area has two tidepool areas, one natural
and one man-made. The “Quarry Cove,” a
former rock quarry, is accessible to all by
a series of wheelchair compatible concrete
pathways. The Cobble Beach natural pools
are perhaps the most diverse a long the
Oregon Coast.
My favorite place to stay and, arguably,
the most unique, is the Sylvia Beach Hotel.
Located at Newport’s historic Nye Beach,
it is a fascinating inn situated in one of the
most interesting parts of town both natural
and man-made. It is right on the beach;
hence a pun results from its name.
Sylvia
Beach
was
an
American
woman who operated a bookstore
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Online Business Services
The Oregon Secretary of State’s office
recently redesigned website makes it easier
for you to find all of the information you
need. Our Corporation website, www.
FilingInOregon.com, offers all of our
information and most of our frequently
used services at your fingertips.
All of our forms are online, interactive,
and available for downloading and printing.
Completed forms can be mailed or faxed,
and documents are generally processed
within four business days of receipt. We also
provide all of the following services online.
With our online Business Registration
Name Search, you can search for
information on businesses registered with
the Corporation Division. Search by name
or business registry number and find both
active and inactive records.
Save time by renewing your business
registration online. If your business
registration is due for a renewal and you wish
to pay with a credit card, you can visit our
website and use your VISA or MasterCard.
A new feature of the Business Referral
Center is the Business Wizard. After

called
Shakespeare
&
Co.
in
Paris, France, that became a favored
gathering place for writers and artists in the
20s and 30s. Many of those writers provide
an inspiration for the decor of the hotel’s 20
rooms.
The rooms have names, not numbers.
Margie Boule, The Oregonian columnist,
was one of several “roomers” who
decorated the Agatha Christie room in an
English country style with lots of chintz
and, thus, favoring Miss Marple over
Hercule Perot. She filled the room with
clues from the Christie mysteries but
found that one of the clues, shoes peaking
out from a full-length curtain to look like
someone was lurking there, were repeatedly
picked up by the cleaning crew and returned
to the front desk as something left behind
by a guest. Melted wax on the floor,
another clue, also taxed the cleaning crew’s
conscientiousness.
Elsewhere, the feather mattress in the
Hemingway room is from Papa’s own bed
in Idaho. A woman noted in the guest book,
found in each of the rooms, related that a
weekend in the Christie was proving to be
just what she and her husband needed after
they had been fighting a lot and he had been
distant from her.
Long walks on the beach and good meals
in the Table of Content restaurant were
helping. “In fact,” the woman wrote, “he
just started a fire in the fireplace and then
went downstairs and brought back a hot
cup of cocoa for me. It’s delicious and I . . .
. . . . “ and then the ink runs down the page
and it’s clear, Boule said in an exchange
of e-mails with the Salem Business
Journal, the woman has been knocked off.
Certainly these clues admit of at least one
other possibility.
Whatever room you choose Colette, E.B.
White, Lincoln Steffens, Alice Walker, Willa

Secretary of State: Bill Bradbury
answering a few brief questions, you are
provided with a customized referral list
of government licensing, registration,
and regulatory contacts and organization
contacts for your business. This referral
list contains phone numbers for key agency
contacts and Internet links to appropriate
forms and information about registration
requirements for businesses. The referral
list can also be saved to the computer
desktop for future use and reference.
The Public Information Referral List is a
comprehensive directory of government
regulatory, licensing, and service agencies
as well as other relevant organizations
of interest arranged by subject and topic
heading. This customer-centric presentation
of information eliminates the need to know
agency organization structure or area of
responsibility. Simply locate a subject or
topic in the alphabetical listing and click

Cather and others and before or after a
possible six-mile-long uninterrupted walk
on the beach from Yaquina Head to the
north jetty, repair to the reading room or
library on the third floor. There you will find
puzzles and books, if you didn’t bring one
from home or have already read all of the
works of the author found in your room.
For me, I like books and I like people who
like books. I love the Sylvia Beach Hotel.

on the link for the contact information. If a
website link to that agency is available it is
also provided.
With the Uniform Commercial Code Record
Search, you can search for information on
UCC secured transactions, as well as Farm
Product notices, IRS Tax Liens, Agricultural
Services Liens, Agricultural Produce Liens,
Grain Producer’s Liens, Revenue Warrants
and Employment Warrants. Search by
debtor name (business or individual) or
filing number.
We are constantly working to provide
more services online and we do our best to
make finding information about starting
and maintaining a successful business
easier and more convenient for you. Visit
us at www.FilingInOregon.com.

Used bookstores abound along the coast.
But, as we’re now in Newport, make a stop
at the Canyon Way Bookstore, just up the
hill from the Newport Bayfront. Several
good restaurants recommended themselves
to visitors of the historic Newport Bayfront:
Sharks, at the far west end, just after you
come down the hill past the Coast Guard
Continued on page 
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station from US101 and make the turn
at the bottom, and the Whale’s Tale, a
couple blocks down the bay front to the
east. Excellent, interestingly prepared fresh
seafood abound on both menus; Sharks’
ambience is a little more informal and it is
noted, at least by this diner’s palate, for its
soups and chowders. For me, a trip to this
part of the coast is not complete without
taking a meal at Mo’s. It speaks of the Oregon
Coast to me; it’s a stop I always make with
out-of-state friends and relations.
We gather around tables where the
Sometimes a Great Notion cast, presidential
candidate
Robert
Kennedy,
news
commentator Paul Harvey (“Gooood day!”),
Oregon Senators Mark Hatfield and Bob
Packwood and I believe I’ve seen photos
of Gordon Smith and Ron Wyden, and
Oregon Governors Tom McCall and Neil
Goldschmidt once dined.
Oregon State University does serious
scientific work in the waters from the
estuaries to the deep ocean. The school
shares with the public what its faculty and
students learn at the Mark O. Hatfield
Marine Science Center located on the south
side of Yaquina Bay. It’s a wonderful place
for children and adults to learn about
estuarine life. Estuaries have been part of
our journey today from the Nestucca Bay,
where we began our trip at Pacific City, to
Yaquina.
Consider driving east along the northern
side of the bay to Toledo, still a working mill
town. Before you lose sight of the ocean,
look back at one of the most magnificent of
McCullough’s bridges, the 3,223 Yaquina
Bay Bridge. It may be silhouetted against
the sunset.
The richness of the Oregon Coast is a
combination of the works of humankind and
Mother Nature and is nourished by our visits
from Salem as much as Coastal residents and
business people take sustenance from us.

Frank & Kroc...Continued from page 

To meet that need, the Salem Salvation
Army is seeking to build an 84-thousand
square foot facility to house a recreational,
arts and educational, church facility.
“Thanks to Gerry’s (Frank) gift we will
have a rather large aquatics facility. Gerry’s
gift enables us to add the outside splash area
and water play area as well as the thematic
elements for the aquatics area. Prior to this
($1,000,000 donation) it was going to be
your basic bare concrete (facility). This will
enable us to really create a Northwest look,”
Saunders added.
What is that Northwest look? Lots of rock
façade, wood, rope and things like that,
according to Saunders. The architectural
firm chosen to create that feel is BRS
Architects out of Denver, Colorado. The
firm specializes in building community
centers. “Very, very qualified great people,”
Saunders opined.
As the Salem Business Journal went
to press, Saunders hinted that a major
announcement regarding the Salem Kroc
Center would be made on May 1st.
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Trends in Government & Business
Salem Business Journal graciously offered
me the opportunity to write a monthly
column. I’ll probably not attract the cult
of readership that followed legendary
columnists Mike Royko, William Raspberry
and Richard Reeves.
But as Oregon State Treasurer, I will
use this column to illustrate how global,
national and personal finance trends impact
your lives. I won’t offer the haute cuisine of
finance in most cases, but more the meat
and potatoes of what I have learned. I have
been around finance and government for
two decades and hope my perspective might
be useful to you.
I was elected state treasurer in 2000, and
am now in my second term. In my role as
chief financial officer for the State, I wear
many hats, including banker, investor and
policy advocate.

K/P Corporation
Expands
Operations; Hosts
Reception
K/P Corporation, the Pacific Northwest’s
leading resource for strategic marketing
solutions, will host an invitation-only
reception and tour to celebrate its new,
32,000-square-foot facility on May 2nd,
from 5-7:30 pm. The expansion represents
a tripling of the organization’s facility in the
community, now located at 3150 Kettle Ct,
SE in Salem, Oregon.
The event will be attended by regional
business, civic and media representatives,
and will include a tour of the facility’s
expanded direct mail, print, fulfillment and
specialty project capabilities. The event will
also include presentatio ns from executives
at K/P and strategic solutions partner Raine
Media highlighting customer successes with
K/P’s strategic branding and cost savings
programs.
“K/P Corporation has established itself as
a marketing and brand solution resource
for Fortune 1000 businesses across the
nation, and here in the Pacific Northwest,”
said Orlando Boleda, Vice President of
Manufacturing Innovation. “With this
new facility, K/P can meet its customers’
demands for increasingly sophisticated
integrated marketing solutions.”
The
expansion
reinforces
Salem’s
importance to K/P Corporation as a dynamic
resource for business opportunity, talent,
and logistical convenience to the West Coast
market. The facility consolidates and
expands K/P’s two former Salem locations.
The new fulfillment center has state-ofthe-art racking systems, enhanced security
systems to protect customers’ information
and materials, and expanded IT, database
management and digital print capabilities.
For more information about K/P
Corporation, visit http://www.kpcorp.com.

State Treasurer: Randall Edwards
My interest in education funding is deeply
rooted. Both my parents were educators, and
my three children attend public schools. As
State Treasurer, I helped create the Education
Stability Fund, and I serve on the State Land
Board, which manages state lands for the
benefit of the Common School Fund.
Another notable program I manage is
the Oregon College Savings Plan Network,
which I’ll talk about in future columns. The
Oregon 529 College Savings Plan is a taxadvantaged way for all parents to begin
saving for college costs. You can never start
too early saving for college these days.
I also oversee the investment of more than
$60 billion in state funds. The Treasurer’s
staff and the Oregon Investment Council
have led the Oregon Public Employees
Retirement Fund, which accounts for
most of the $60 billion, to returns that
consistently rank in the top-fifth percentile
of all public funds. I’m grateful to them for
making my job a lot easier.
Oregon has long been a progressive
investor, having been the first public
pension fund to invest in equities and
private equity. More recently we created the
Oregon Investment Fund and the Oregon
Growth Account, two key public-private
relationships that seed startup companies
here and the Pacific Northwest.

Whether you are

Purchasing,
Remodeling
or

Refinancing,
We have the
right loan to

fit your needs!
Knowledge & Experience
You Can Trust

Phone: 503-581-8100
Fax: 503-763-2151
1255 Lee Street SE, Suite 200
Salem OR 97302

I also oversee the bond issuance for capital
projects to build roads and schools and am
accountable for the state’s credit rating. In
a recent opinion piece in The Oregonian I
suggested that if we found a better use for
the corporate kicker credit, our schools and
our credit rating would improve.
Here are a few finance-related items that
I’d like to talk about in the coming months.
These things all play an important role in
our daily lives, whether we realize it or not.
• The flow of capital and employment
without borders create new challenges and
competition that lead back to improving
education in Oregon.
• The federal budget is closely tied to
Oregon’s budget. When the federal budget
cuts Medicaid subsidies, who picks up the
tab for struggling Oregonians?
• What are we doing to make higher
education more accessible?
I see this column not as a monologue but
more as a conversation with all of you about
your concerns. I hope this conversation will
help others along their financial odyssey
too. I look forward to your comments at
www.oregon.treasury@state.or.us.
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RE/MAX First Wednesday-May
Salem First Wednesday has art, music and
fun for the whole family lined up for our May
event, which will happen on May 3rd from
5PM until 8PM. This is our second event
this year, which of course runs through
September and then again each week in
December. This year for May we teamed
up with the A.C. Gilbert House to focus on
garden art and assist them with their “secret
garden” ticket sales. So many of us love
garden art and you’re going to find many
examples and styles of garden art when
you stroll around and visit each merchant
member. The A.C. Gilbert House will have
tickets for its “secret garden” on sale at
Blue Pepper and The Reed Opera House.
The Gilbert House will also be doing a free
drawing every half hour at both locations
giving tickets away.
To stay on theme with our Garden Art each
of our merchant members will be giving
away FREE packets of wildflower seeds for
our visiting patrons. We are growing and
want our customers/visitors to come down
and see what is happening in downtown.
Axtell Gallery will have its grand opening;
this is a very talented artist who has moved
here with her family from Portland. The
studio is located upstairs in The Reed Opera
House and will also be offering classes for
both adults and children. Mary Lou Zeek
Gallery is kicking off a city wide event that
will occur for several months in our fine city
called “details”. As if that is not enough,
Blue Pepper is hosting the “kick off” event
for the World Beat Festival and we have

a motorcycle exhibit going on over at
Allesandro’s 120 from 6PM – 8PM. There
is more!
We have about 40 merchant members
signed up right now, each of these merchants
are featured in our advertising and on our
web site; www.downtownsalem.org. They
all will be offering a Wednesday surprise and
most will be hosting an artist or musician.
The Art Department has artist Diane Trevett

and they will be providing all of the tools
needed to make a beautiful greeting card.
Cascade Baking Company has watercolors
by Marion Moir & South Salem High’s Jazz
band will play classic Jazz. Grand Vines will
have both a featured artist and music by J.T.
Meier. Heath Florist will be featuring quite
a variety of garden art that you won’t want
to miss. Magoo’s has their grand opening
of their patio garden and garden art by
Anita Huffman for sale. At every corner
of our downtown we have activities for the
family, a couple or a stroll just by your self.

Check out our website for all of the details,
or stop in one of our merchant locations
for a map and a list of what is going on at
each merchant’s store. You will know who
our merchant members are by the sandwich
board on the sidewalk that says “Salem First
Wednesday”.
It’s going to be May 3rd before you know
it, so write down your plans to come
downtown now and play all day. It’s also
the Wednesday market’s opening day, so
it’s a day not to miss. Come downtown and
watch us grow. See you there!

Take a Fresh Look at Your Office
Think you’re the only one with a cluttered
office space? Think again. Businesses
naturally focus on serving customers so
it’s easy to overlook office surroundings.
For good or ill, the “look” of an office sends
a message to everyone who sees it. In the
eyes of potential clients, a disorganized
office might translate into poor services
or products, causing them to take their
business elsewhere. This spring, consider
giving your work space an overhaul; it
might impress clients and even increase
your personal productivity.
To start, focus on basic redesign principals:
organization, furniture arrangement, and
overall ambiance. The first step to organizing
is to assign a permanent place to everything
in your office: bills, business cards, files,
publications, recycling, everything. If you
don’t yet have a good system, visit local
office supply stores for ideas. Decluttering
and banishing piles can be the most time-

consuming step, but will reap the greatest
long-term benefits. Knowing where to find
everything is the number one key to personal
productivity.
Once this is done, move on to furniture
arrangement. Stand in your doorway and
look in; from this vantage point, arrange
furniture in a way that is visually appealing
for the shape of the room. Try moving your
desk toward the center of the room, rather
than against a wall. Introduce seating for
visitors if it isn’t already present. This is also
a good time to look critically at the condition
of your furniture and decide whether an
upgrade is called for.
Once you like the placement of your
furniture, address the overall ambiance of
your office. Adding 3 lamps in your work
space is an easy, affordable way to enhance
it. Better than overhead lighting, lamps
allow for improved focus in task areas
and give an appealing glow. Scan all walls
and accessories attentively to determine if
they represent the desired image of your

business. Movie posters, for example, might
be appropriate in some settings but not in
others. Local framing shops can offer great
suggestions to match your current décor.
If this type of project sounds overwhelming,
professional redesigners and personal
organizers can get you on track quickly
and efficiently. They generally charge by
the hour and may request a budget to
purchase supplies or accessories. For local
resources, check the web and yellow pages.
Doing it yourself will save you money,
while hiring a professional will save you
time and frustration. No matter which
you choose, prepare to enjoy your bright,
clutter-free workspace and anticipate lots of
compliments!
Jennifer Hofmann is a 9-year Salem resident
with a passion for making interiors feel like
home. Simplicity Staging and Redesign is her
latest creative endeavor featuring green interiors
and real estate staging. Contact her at hofmann.
jennifer@gmail.com or 503-949-9308.

The Tobacco Pouch
1599 Edgewater NW
Salem, Oregon
503-588-8060
Imported and domestic cigars • honeywood wine

See You at

ShowBiz
Thursday, May 11
Oregon State
Fairgrounds
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‘Kleen’ Dishes Keeps
Business Booming
By April R. Phillips

In this business,
dishes are as essential as the food.
The city, 7:30 p.m.: Restaurant chefs in
their signature white coats and billowy hats
move anxiously in a crowded kitchen, their
pace turned on high to fill orders. While they
shuffle sizzling pans of food, a few feet away
the sounds are different: plates clack, wet
drinking glasses ding, and drippy silverware
is rustled together into steaming, steel
dishwashers. Staff synch like clockwork to
keep it all going. Until.
“Oh, great! Where’s the manager?”
Everything gets slowed - not by a picky
eater - but a glitch in the commercial-sized
dishwasher. The button won’t work. Greasy
dishes pile up fast.
“Call in three more staff; we need’em to
wash by hand!”
“By, what? Are you -?”
“S’cuse me.”
A busboy sets another plastic tub full of
dirty dishes on the floor next to the sink.
The teen ducks around the busy staff as they
talk.
“Call Dean at Kleen Solutions - he can get
someone here to fix it.”
“Yeah, but it’s after hours. Are you sure?”
“That’s what they do. They’ll get someone
here fast, too.”
And when Dean Stockwell, president of
Kleen Solutions’ Oregon division, arrives
on the scene, the restaurant staff breathes
a little better. Within minutes, Dean finds
a faulty valve. He makes the repair and

before he knows it, he’s elbow-deep into
soapy dish-doing himself. With the kitchen
still at full-bore, he had offered to stay and
help catch up the work.
The machine he fixed washes, rinses,
sanitizes and dries loads in 90 seconds flat,
but if he hadn’t come it would have spelled
disaster. Contracting regular and emergency
service with Kleen Solutions, instead of a
large, national corporation, meant that the
restaurant wouldn’t have to wait over the
weekend for a repair person.
Wiping his forearms with a towel, the
manager brings Dean a sumptuous plate
- his second dinner of the night - and he’s
served a meal on the house. It’s one of the
perks of the business.
“You treat your service guy, and you’ll get
it back 10-fold,” he chuckles.
Kleen Solutions is different from other
corporations that contract with restaurants
for commercial dishwasher business because
“the service is most important,” Dean says.
Unlike other companies, which might put a
busy restaurant on standby for the weekend
(he’s heard horror stories), Kleen Solutions
is available at any time, everyday. (“The
new guy gets Christmas,” says Dean).
“Every customer is important to us,” Dean
says.
Clients are immediately happy with the
Continued on page 12

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

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

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

503-362-9556
503-362-9506
Merrill Lynch
MERRILL LYNCH
1255
Lee
Street,
S.E.,
150
960 LIBERTY
STREET
SE, Suite
SUITE 110
Salem,
97302
SALEM, OR
OR 97302
BENNY WON, CFM
FINANCIAL ADVISOR
Total Merrill and Total Merrill design are service marks of Merrill Lynch & Co., Inc.
© 2003 Merrill Lynch, Pierce, Fenner & Smith Incorporated. Member, SIPC.
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Follow The Money...
Real Estate: Elaine Gesik
How many times have you heard the saying
“Follow the money” and it will usually lead
you to the basis point for a certain event.
This is also true when looking at real
estate trends. 2006 will show a change in
the current marketplace and in order to
understand and be prepared to make the
appropriate investment, with the right price
and timing it is important to “Follow The
Money”.
Mortgage rates crept up this last April; 30
year fixed mortgages exceeded 6.50% which
was their highest point since July 2002.
This raise in the interest rates resulted in
the slowing of the housing market sales
nationwide. So how do you follow the money
on this trend? I would anticipate that Salem
home sales will remain strong however the
time it takes for a home to sale will increase,
as the increase in the interest rate changes,
the range of Buyers also changes.
Salem has traditionally experienced strong
steady growth based on a stable government
based economy. The housing industry has
experienced very strong growth over the
last 2 years and that strong stability will
continue however the time it takes to turn
a house on the market is anticipated to
increase. Therefore, sellers and developers
should anticipate a longer hold time period.
For the rental market the increase in
interest rates is a good thing as many of
those who rent will continue to rent. Those
investors who have owned the upper level
rentals will see an improvement in their
rental history and reduced vacancy. The
increase in interest rates bumps some of
those renters out of the market. Many
renters wisely took advantage of the low
interest rates the last several years and
moved out the rental market into home
ownership due to the lowest interest rates.
The bump up of the interest rates makes
it more difficult for many people to make
this transition from home rental to home
ownership.
The office industry should also see a positive
growth as those who have been purchasing
buildings will also remain as tenants and
not willing to take the leap into becoming
a Landlord. The low interest rates of the
last couple of years offset the holding cost
of the building allowing many companies
to invest in their own real estate. The job
market nationwide increased in January
the unemployment rate dipped to its lowest
point since July 2001 this is a positive
trend for the office market. Businesses are
growing resulting in the need for additional
office space. As businesses see more stability
in the marketplace it is anticipated that
this will result in lease renewal and office
expansion.
The increase in interest rates has resulted in
the edging upward of CAP Rates. For the last
two years CAP Rates have been completely
market driven. For example CAP rates the
last two years have been ranging from 6.5%

to 7% now the market is seeing an average
of 7.75% to 8%. Traditional sound analysis
for investors will come back into play as
you can no longer offset the low interest
rate allowing for the higher purchase price.
The increase in interest rates has brought
about the increase of CAP Rates giving a
more realistic sustainable returns great for
Buyers but not quite as exciting for Sellers.
However with the return of more realistic
CAP Rates the larger more conservative
investors will once again become more
active in the marketplace. Many of the
pension funds have slowed their investment
activity during the low CAP rates but will
return to the market place with the return
of strong realistic long term and sustainable
net operating incomes. The 1031 market will
remain strong and continue to stimulate the
commercial real estate market.
The retail industry has seen unsurpassed
growth the past two years with the low
interest rates, home refinancing, consumer
spending has been at an all time high. With
the increase in energy, oil, and consumer
debt it is anticipated that retail growth will
return to a more traditional steady growth
rate. Consumer spending has spurred
the economy the last several years but it
is anticipated that the next few years that
job growth and business development will
be the catalyst for commercial real estate
growth this will actually translate into
improved property earnings and balance
out the office, industrial, and investment
markets.
It is important to look at the commercial
real estate market trends as a whole
nationwide and then look at the local market
and know what changes are happening in
your local market. That is how you can be
on the upswing of the marketplace.
2006 is the beginning of a market
adjustment to the trends of the last two years.
The current changes to the commercial real
estate trends are still very much a positive
change for the overall Commercial Real
Estate Market. It is important to make
sure that your investment be looked at and
analyzed for sustained net operating income,
and sufficient reserves to accommodate for
the changing marketplace. It is a year of
positive growth and increased returns on
your investment.
Elaine Gesik has over 18 years of commercial
real estate experience working for some of
the nation’s largest real estate investors. She
has handled all phases of the transaction from
start to finish including the asset management
for large portfolios. She brings a balanced,
fair approach to commercial real estate. For
additional advice or questions regarding your
commercial real estate needs please feel free to
call 503-586-7402.
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First Impressions

Kleen...Continued from page 11

difference they find, and that has afforded
Dean’s business a 99 percent retention rate.
“The best salesman in the world is a happy
customer,” he says.
The business has a comprehensive
approach, which has been a recipe for
success (read: niche market.) Kleen
Solutions sells, leases, rents, and services
commercial dishwashers for restaurants
and schools. It also deals in cleaning and
paper products. A customer purchases the
products and receives free dispensers. It
may not be the most glamorous side of food
service, but dealing in clean dishes “seemed
like an unusual business” and turned out
to be profitable, says Dean, who started the
company with his brother 16 years ago. The
Oregon division was initiated two years ago
and is perfectly centralized in the town of
Halsey, three miles off Interstate 5, near
Corvallis.
The local division serves clients from
Vancouver, Washington to Roseburg,
including the Oregon Coast. In Salem,
customers include Izzy’s, The Underdog
Sports Bar, Empire Buffet, and several
others.
Kleen Solutions has attained a nearly
flawless customer retention rate and has
consistently grown.
Dean calls Kleen
Solutions “weather-proof, economy-proof”
with very little change after 9/11 and no
cutbacks in staff.
In March, Kleen Solutions, as well as
its Northridge, California-based parent
company SODAK (which stands for South
Dakota, since Dean and his brother/
business-partner were reared there), and
their division in Sioux Falls, South Dakota,
all earned record profits. The fourth division
of SODAK/Kleen Solutions will open soon
in Phoenix, Ariz.
To reach Dean Stockwell at Kleen
Solutions, call 541-369-3620.

Most new employees begin
their first day of work full of
excitement and enthusiasm.
Depending on first impressions,
this initial enthusiasm for the organization
can be either sustained and nurtured or
extinguished.
Everything that happens in the first few
days will affect the new hire’s perception of
the organization and the employees he or
she will be working with—and determine
whether their tenure is long or shortlived. When a new employee joins your
organization you have the opportunity to
make or break the relationship. One of the
main reasons new hires leave a company
is because they didn’t receive the proper
guidance.
New employees seek confirmation that
joining a company was the right decision.
A lackluster first few days can trigger an
employee’s sense of “buyer’s remorse” and
likely will affect your turnover rate, with a
direct bottom-line impact due to recruiting
and training costs. Productivity, quality,
waste, and employee complaints are also
often affected by employees who have been
with the company for less than six months.
Orientation is a great opportunity to
positively impact these factors by effectively
welcoming new employees. What new hires
really need and want to know during those
critical first days is often very different
from what their organizations focus on.
Your employees are getting an orientation,

Human Resources: Alice Berntson, SPHR

should be as multi-sensory and interactive
as possible. Effective orientation programs
affirm the new employee’s decision to join
the organization and convey a sense of the
company’s culture.
Getting new employees to feel they belong
is a key goal, starting on the first day of
employment. In today’s very competitive
economy, the ability for employees to reach
full productivity quickly, safely, and keep
them long-term is a significant competitive
advantage. This can be achieved by having
an effective new employee orientation
program.
Alice Berntson is the owner of Spectrum Human
Resources consulting firm, 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 certified Senior Professional
in Human Resources. Contact Alice at 503-4288633 or by email at alice@spectrum-hr.com.
Visit the firm’s website at www.spectrumhr.com, for additional information.
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“When once you have tasted flight, you will always walk the
earth with your eyes turned skyward ... for there you have
been, and there you will always be.”
Leonardo DaVinci, 1452-1519

whether you have a formal program or not.
Effective orientation can make a big
difference in organizational results. Many
studies demonstrate the value of a wellconstructed and well-presented orientation
program. Employees who have completed an
orientation program reach full productivity
faster than those who don’t participate
in such a program. Employees are also
more likely to stay with a company if they
completed an orientation program at hire.
An effective new employee orientation can
also reduce on-the-job injury rates.
Orientations have traditionally been
presented from the point of view of the
employer, but employees are worried about
themselves. Employees are first interested in
“the things that affect me, personally.” Next
they want to know about “the things that
affect me as a member of my department.”
Finally, they are interested in “the things that
affect me as a member of the organization.”
Taking these factors into consideration
when developing a new employee orientation
program will support the desired results.
Although completing required paperwork
is necessary, it should not be the focus.
Because individual learning styles and
attention spans vary, an orientation program

He could only
imagine the
thrill of flight...

but YOU can live it!

Let Yourself Fly...
Introductory Flight Lessons

503-581-4139
Graham Aviation Services is located at the Salem Airport just north of the restaurant above Val Avionics

Premier Business Trade Show
Thursday, May 11, 2006 | showbiztradeshow.com
Jackman Long Building, Oregon State Fair & Expo Center
There are plenty of reasons to be a Show-Biz
Exhibitor... Convenient car ts and assistance
loading and unloading, completely carpeted
exhibition hall, table (with skirting) and chairs
included... And don’t forget about the 5,000
CONSUMERS IN 1 DAY!

Presented by:

Your exhibit space includes:
- 9’ by 10’ booth
- Electricity
- Wireless Internet
- Draped booth dividers
- 7” x 44” booth ID sign
- 8-foot Skirted table
- 2 Chairs
- Carpet

“I can’t imagine NOT being in Show-Biz. I still
get new customers every week that tell me they
remembered seeing us there last year.
~ Tim Layton, I-Sold-It on Ebay

SALEM AREA
CHAMBER OF COMMERCE
503-581-1466
showbiztradeshow.com
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Kelly’s Home Center Sells on Service
By Michael Patrick O’Connor
“People don’t care how much you know,
they want to know how much you care.”
If you want to condense the philosophy of
addressing customer needs at Kelly’s Home
Center, the above quote delivered by one of
its employees at a staff meeting captures the
essence of what to expect when you walk
through the doors of either of its locations
that conveniently serve Mid-Willamette
Valley residents. The philosophy certainly
should not connote that Kelly’s sales staff
lacks product knowledge. Rather they
combine expertise with empathy. After all,
they are consumers too.
For those not familiar with the Kelly’s
story, it began in 1974 when founder Gordon
Kelly and his wife Shari opened its original
location on Portland Road. Mr. Gordon Kelly
had been in the retail and repair industry for
years but wished to break out on his own.
The historical record is provided to me by
Kelly’s Home Center General Manager Jeff
Straight.
Mr. Straight’s sir name fits. He comes
across as personable and a straight shooter.
With a plethora of retail industry experience,
Straight was recruited from Standard TV
& Appliance by Jeff and Kraig Kelly who
bought the original Kelly’s location at 3625
Portland Road Northeast from their parents

several years ago.
The new Kelly’s Home Center location is
at 3850 Hager’s Grove Road Southeast, off
I-5 at Lancaster and Highway 22 and is next
to the Ashley Furniture HomeStore. It is no
coincidence that Jeff Kelly is a co-owner of
that retail outlet and that the two stores are
next to each other to cross promote.
“The whole idea is to have a shopping
experience,” according to Straight whose
eyes light up when he talks about the vision
that he helped create along with Jeff Kelly
and Donald Watkins, general manager of
the Ashley Furniture HomeStore next door.
Some contend Kelly’s is a paragon shopping
experience and even a jaded consumer
would be hard-pressed not to at least agree
that its Home Center is an efficient way to
make purchases for one’s castle.
“We had determined that we did not want
to be involved in anything unless we could be
a market dominator in that category. What
that means is that we have the best price, we
have the best selection and the best brands
that are available,” Straight suggested.
“We have twenty-two kitchens set up that
you can use, they’re functioning. We have
all of our pro-style ranges (set up). You can
go over to any one of them and turn on the
gas. All of our refrigerators are hooked up.

SEDCOR Offers Mid-Valley
Businesses International
Trade Advice
By Michael Patrick O’Connor
The Strategic Economic Development
Corporation that has brought family wage
jobs to Salem over the years also helps
businesses up and down the Mid-Willamette
Valley corridor export goods and services to
the international marketplace.
According to SEDCOR Business Retention/
Expansion Manager Ray Clore, his
organization wraps up another international
trade seminar series on May 3rd. Businesses
represented in this round of classes include
employees and or principals from Albany

to West Linn. The types of business people
participating in the international trade
curriculum include those in agriculture,
equipment
manufacturing,
software,
office ergonomics and international trade
management itself.
Some of the specific companies involved
in this round of instruction include Marquis
Spas of Independence, Oregon; Grassland
Oregon, Specialty Polymers and Birdhouse
Spy Cam.

For more about
Jane’s experience and
qualifications, go to:
www.JaneAikenforjudge.com
Paid for and authorized
by Jane Aiken for Judge
Committee
520 State St. / 503.371.8606,
David A. Rhoten, Treasurer

…Because Experience Matters

“AIKEN is the best choice for
Salem municipal judge.”
Statesman Journal Editorial Endorsement April 14, 2006

You can go to all the wall ovens/and you can
turn on the wall ovens,” Straight added.
Every week Kelly’s Home Center conducts
cooking demonstrations with its resident
chef Donna Smith. Kelly’s also offers
cooking classes on site at an average of $39
per class. Discounts are available for repeat
customers.

The overall concept is to have Kelly’s Home
Center customers have an opportunity to
test out most of the items it carries before
buying them. According to Straight, “No
other store in the West and certainly (in)
Oregon has the number of brands we have,”
Straight concluded.
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Governor Candidates’ Response
The primary election in Oregon is May
16th. Rather than my traditional issuerelated column, the editors and I favored
letting gubernatorial candidates give you
another opportunity to weed out who’s who
and how they come down on business and
economic development issues.
We asked candidates two questions:
In your opinion, is Oregon’s economy in
good shape today? Better than 3 – 4 years
ago? Why?
If elected, what would be your commitment
to continue the improvement of the business
climate, the influx of businesses and the
adding of family-wage jobs?
We sent the questions to all the registered
candidates: two democrats are challenging
Governor Ted Kulongoski and eight
Republicans are vying for the nomination
to run against the Democratic candidate in
November. Two other parties also fielded
candidtate: one from the Pacific Green Party
and one from the Independent Party.
At press time, after nearly two weeks to
respond, two candidates had responded:
Jason Atkinson, Republican, a State Senator
and marketing executive; and Jim Hill,
Democrat, Ex-State Treasurer and former
State Senator, who also ran for Governor in
2002.
Due to space limitations, the candidates’
responses have been edited for length.

Jason A. Atkinson,
Candidate for Governor
A. Oregon’s economy is recovering very
slowly from the excesses of the 1990s and the
recession of the early 2000s. However, our
state’s unemployment is still unacceptably
high. Oregon’s economy will continue to lag
national averages for a variety of reasons,
many of which are correctable. The cost of
capital in Oregon is too high. This is due
at least in part to our tax system. Oregon
has the 2nd highest capital gains tax in the

nation and we still have the death tax. Over
the past decade, capital has fled Oregon,
quite a bit of it to Vancouver, Washington.
As Governor, I will work to eliminate the
capital gains tax and the death tax.
Another reason Oregon’s economy is not
as good as it could be is our government’s
attitude toward business. While Portland is
perhaps the worst example (just the other
day, a Portland City Commissioner suggested
a company that has been doing business in
the city for over a century move away), the
State must bear its share of the blame. State
government should be doing all it can to help
businesses already established in our state
to grow. This effort should include reducing
the tax and regulatory burden, as well as
a major outreach program to ask these
businesses what can be done to help them.
In many instances, the answer could be “get
out of the way,” and we should be willing
to do that. The Governor has pursued an
ineffective “one size fits all” approach to
attracting new business. For example, there
is a severely limited supply of buildable
industrial property. When a business looks
to locate in Oregon, the Governor tries to
shoehorn them into whatever size property
is available. When I am Governor, I’m going
to ask these businesses what they need and
then find it.
B. The most important job I will have
as Governor will be to restore credibility.
Oregonians do not believe that their
government respects them or that it has
their best interests at heart. Part of this
effort to restore credibility must be to work
closely with Oregon’s business community
to rebuild what we have lost in recent years.
This includes outreach by state agencies
and by the Governor to all areas of our
state to build local economies that provide
family-wage jobs. The bulk of my effort as
Governor will be on helping already existing
Oregon businesses to grow. However, I will
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Capitol Report: Tim Buckley
also pledge to restoring Oregon’s business
climate and national reputation so that
companies want to move here. I will also
work to reach out to those businesses and
help them find a way Oregon can meet their
needs.
Jim Hill
Candidate for Governor
A.
In your opinion, is Oregon’
economy in good shape today? Better than
3-4 years ago? Why?
Oregonians don’t feel that the current
economic recovery is reaching them. They
watch their costs go up and their checks go
down. More Oregonians are working today
than five years ago but they have less. We
have created an economy around low paying
service jobs. These are minimum wage jobs
without health care benefits or retirement
plans. We export the good jobs overseas so
that corporations with no commitment to
Oregon can make more money.
Protecting capital investments is a good
thing. Protecting the labor that generates
the wealth is also a good thing, but we
are failing miserably in this area. This is
affecting the entire nation. Oregon can and
must do more to stabilize and rebuild its
middle class. Without a healthy economy
Oregon faces a bleak future. If it’s business
as usual, we fail.
Oregon needs to take control of its own
future and grow the kind of business
that will benefit working Oregonians - in
their paychecks, health care benefits and
retirement benefits. Oregon has a great
deal of untapped potential for tremendous
economic growth and as Oregon’s next
Governor I will work to maximize this
potential creating a better, stronger future
for our state.
B.
If elected, what would be your
commitment to continue the improvement
of the business climate, the influx of
businesses and the adding of family-wage
jobs?
1.
Develop core industries that
are sustainable: When the national
economy slows Oregon feels it first. When
the economy improves Oregon feels it last.
We need to create sustainable industries
that will provide more consistency and
more family wage jobs for Oregonians. An

example of such an industry is biofuels.
Brazil, our neighbor to the south, is a
perfect example of taking charge of your
own future. They have attained almost
complete independence from foreign oil by
developing alternative fuels. They created
jobs in their country that employed their
workers and produced wealth for themselves
instead of global oil companies. Oregon can
do the same. The only thing we lack is the
vision and leadership to focus our efforts on
success.
Oregon has the resources to invest in the
development of renewable clean energy.
From biofuels to solar and wave energy –
we can stimulate our own economy. Create
new quality jobs and help rural Oregon
prosper. Right now Oregon is spending
10 billion dollars on fuel. That’s right, $10
billion dollars. By growing our own clean
energy we can stimulate our economy and
put the money to work here in Oregon to
help our state.
2.
Stop the decimation of our
K-12 educational system: Education is
perhaps the single most important element
in redirecting ourselves to success. We have
the 2nd highest class size at the elementary
level in the nation. School districts around
the state have filed suit against the state for
inadequate funding of Oregon schools. We
are under-funding our K-12 educational
system at the expense of our economic
future.
Overwhelming evidence shows that
business won’t invest in states that don’t
invest in education. Oregon needs adequate,
stable and dedicated funding for education.
It is a top priority that has eluded Oregon
for a decade because of a lack of vision and
leadership.
My plan as Governor will re-direct the
corporate kicker, which now flows mostly
to out-of -state corporations, directly to
education, and raise the $10 minimum
corporate tax to fund education now.

Continued on page 26
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Appearance Policies: Is “Making Up” Hard to Do?
The employment discrimination laws
require gender-neutral policies. Men and
women are not supposed to be treated
differently.
But men and women are
different. This makes for some uneasy
legal maneuvering, as courts struggle to
mesh employment laws with the real and
stereotypical differences between men and
women.
Employers have the right to expect that
their employees will maintain a clean and
professional look. The employer can require

that employees wear uniforms and abide
by appearance standards. Unfortunately,
trying to define a standard that complies
with the law can be difficult.
A recent court case involved a bartender
at the Harrah’s casino in Reno. Harrah’s
implemented a “Beverage Department
Image Transformation” program that
imposed new grooming and appearance
standards. Harrah’s required that both male
and female bartenders wear the same type
of uniform, which consisted of black pants,

John L. Scott Helps Walk Away MS
By Casey Pons
Salem’s John L. Scott Real Estate Office,
on South East Commercial, walks away with
record-breaking numbers for the MS Society
2006 Walk to raise funds for the National
Multiple Sclerosis Society.
“I am happy to report,” said Christie
Mather, Development Manager for the
Portland Chapter of the National MS Society,
“that the Saturday, April 22nd event helped
raise over $41,000, so far this year, with a
record-breaking 481 walkers participating.”
Their goal has been to raise $45,000 from
the Salem area. “With pledges still coming
in to our office every day,” she continued,
“we expect to to not only meet, but exceed
that goal.”
Chapter-wide
(Oregon
and
SW
Washington), they have raised over
$560.000 with 4,100 participating walkers
– the highest number of participants and
the largest fundraising total since the MS
Walk began in this area in 1989.
John L. Scott continues to be the leader
in support of the MS Society organizing the
annual event again this year.
“We plan on being right here next year as
well,” said Pam McCarthy, Principle Broker

L to R: Kris Zelinski, Jess Haines, Karli
Haines, Kevin & Pam McCarthy with
aithful companion Reo the Oreo Dog

and Owner of the John L. Scott office at 725
SE Commercial Street in Salem. Pam is proud
to be an active force behind an organization
that funds more MS research than any other
voluntary health organization in the world
– $2.6 million in Oregon and $30 million
worldwide.

Toll free (outside Oregon): 1-900-758-8204

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

PATRICIA S. BENNETT
167 High Street SE
P. O. Box 2031
Salem, Oregon 97308-2031
www.malmstroms.com
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Employment Law: Randy Sutton
a white shirt, comfortable black shoes and
a bow tie. Men were expected to have hair
above the collar and wear no makeup. In
contrast, women were expected to wear
their hair down, tease and style it, and wear
makeup, including powder, blush, mascara,
and lip color.
The plaintiff was a long-term employee
with an excellent performance record.
However, she did not wear makeup on or off
the job, as it made her feel uncomfortable
and she felt it interfered with her ability to
do her job. She sued Harrah’s, alleging that
the new policy: 1) subjected her to terms
and conditions of employment that men
were not subjected to; and 2) required that
women conform to sex-based stereotypes as
a term and condition of employment.
The court wrestled with whether requiring
that women wear makeup was a violation of
Title VII, which prohibits employer policies
that place an unequal burden individuals of
a particular gender. In this case, the court
approved of Harrah’s policy based upon on
some evidentiary issues. More importantly,
however, the court hinted at a road map for
employers to follow in creating dress and
appearance policies.
Unequal Burden: The court focused
on whether the appearance policy places
a greater burden on one sex over another.
In this case, although the plaintiff argued
that it takes more time and money for a
woman to buy and apply makeup than it
does for a man to shave and keep his hair
short, she failed to introduce any evidence
to support her argument. In contrast, the
court referenced an earlier decision where
men could maintain a “large frame” while
women faced the burden of maintaining a
“medium frame.” On the other hand, the
difference in burdens must be significant,
as the court has previously approved of a
policy that requires only men to wear ties.
Sex Stereotypes:
The court also
focused on whether the policy perpetuates
sexual stereotypes.
For example, the
court previously struck down Continental
Airline’s maximum weight requirement for
female flight attendants, finding that the
goal of the policy was to sell sex, in that

the airline was looking to compete with
other airlines by hiring attractive flight
attendants. Courts have likewise struck
down policies that require the employee
to wear revealing or sexually provocative
outfits. In this case, the court didn’t feel
that the makeup requirement perpetuated
any sexual stereotype.
In developing your own appearance
policies, be careful to avoid any requirement
that would place an extra financial or time
burden on one sex over another. In this
case, Harrah’s success rested in large part
on the fact that the uniforms to be worn by
female and male bartenders were identical.
Other than avoiding unequal burdens and
sexual stereotyping, what else should an
employer consider in developing a dress
code?
As a general rule, grooming regulations and
dress codes that are based upon “commonly
accepted social norms” and are “reasonably
related” to the employer’s business needs
will be acceptable. Requiring men’s hair to be
short but not restricting the length of women’s
hair is an example. Allowing skirts for women
but not for men is another. Be careful about
policies that specifically target wearing ethnic
dress, as such a policy would appear to have a
racial or national origin bias.
When enforcing your dress code, avoid
selective enforcement against one sex
or minority group. Also keep religious
requirements in mind. This may include
allowing beards, scarves, hats, or long skirts.
With regard to safety-related attire, courts
are generally much more tolerant of strict
codes that have the purpose of promoting
safety, even if the restriction might infringe
on religious practices.
Randy Sutton is a partner with the Saalfeld
Griggs PC law firm 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. 503-3991070, rsutton@sglaw.com, www.sglaw.com.
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Annuities In and Out
In general most financial planners have
not been cheerleaders for annuities,
although they do have their place. Annuities
can be a complex investment to understand
and although they are similar in structure
they can be very different from one another.
In this article we will discuss the general
make up, fees and expenses, and taxation of
annuities.
An annuity is a contract between an
investor and an insurance company.
The investor purchases a contract and
the insurance company makes certain
representations or guarantees. There
are two kinds of contracts. A deferred
annuity is one in which the investor gives
the insurance company a lump sum or a

series of payments, and earnings grow tax
deferred until the investor takes the money
out either in a lump sum or in a stream of
payments. An immediate annuity is one
in which the investor gives the insurance
company a lump sum of money and receives
a guaranteed payment over a period of time
beginning immediately.
There are two types of annuities, a variable
and a fixed. A variable annuity invests the
money in sub-accounts similar to mutual
funds and may, in fact, be managed by
mutual fund companies. However they
usually have a different and higher expense
structure and possibly a different historical
return than the public mutual funds. As
the word variable implies the value of

Western Oregon University
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Let’s Talk: W. Ray Sagner CFP
the contract will go up and down with the
market. The fixed annuity as its name
implies has a fixed or guaranteed rate of
return similar to a bank CD.
The investor may get certain guarantees
with an annuity; however he must pay for
them. As a rule, fees are quite high compared
to other alternative investments. First there
is mortality and expense charge or the
insurance charges. These fees generally
pay for the insurance guarantee, any riders
(extra benefits), commissions, selling, and
administrative expenses. Usually these fees
will be a percentage charge of the amount of
the contract. The industry average according
to the Association of Variable Annuities is
around 1.15%. In a fixed contract the fees
are deducted from the investors return so it
is difficult to tell how much you are being
charged.
The majority of contracts have a surrender
charge that will be assessed to the investor
if money is removed before a certain time
period has passed. An annuity’s surrender
period my run anywhere from 1 year to as
many as 12 years. They can start as high as
9% the first year declining over the period
to zero. If you assume a 5% commission for
the sale and administrative expenses, the
company needs to make sure they cover

their initial cost. This is one reason that an
annuity should be considered a long term
investment. In a fixed annuity the investor
can usually draw up to 10% of the account
value each year without paying a surrender
charge. There are also the management fees
on the sub-accounts. Just like the average
retail mutual fund, the sub-accounts also
have fees. All together an investor could
be paying around an industry average of
2.36% in expenses without any other added
benefits in the contract. There are however
some annuities that are offered by quality
companies that have relatively low expenses
so comparing is important.
Tax deferral is the benefit usually given for
the need to invest in an annuity. Eventually,
however, we all have to pay uncle. Income
tax payments will be due when an investor
withdraws the account balance or takes
payments from the annuity. Also just as with
IRA, certain withdrawals from an annuity
Continued on page 17

Et Cetera Art Gallery
Cindy Day Cordially Invites You...
Friday, Saturday & Sunday
June 2, 3 & 4

First
Anniversary

Season tickets on sale now

Adult season $88 • Student season $40
For more information call 503-838-8333
or check online at www.wou.edu
All perfomances begin at 7:30 p.m. in Rice Auditorium on the
campus of Western Oregon University • Monmouth, Oregon

11am to 5pm

Free appraisals of art (limit 3 iems)

Refreshments & Drawings

Silent Auction

Many new paintings for this event

329 State Street • Downtown Salem • 503.589.1600
www.etceteraantiques.com

May 2006

Salem Business Journal

Page 17

Home Building Q&A
Over the last several years, America has
enjoyed historically low rates which have
fueled a housing market unlike any we’ve
ever seen. I am constantly asked when it is
going to stop. Even now, with rates moving
upward to their highest levels in two years,
the naysayers are being proved wrong about
the slowdown in housing. In fact, as I write
this on April 26th, this week’s housing
numbers, new home starts and existing
home sales, blew away the estimates and
have the pundits scratching their heads.
So, although a great many have leapt in
feet first and bought or built a new home in
the last several years, some have stayed on
the sidelines.
I get a great deal of questions about the
building process. I want to preface this
next section with this: This process is
specific to our Countrywide One Time Close
Construction loan. However, here’s the
caveat…there are other lenders who offer
similar products with similar features. If
you are contemplating building a new home,
I would recommend that you speak with the
lender that your builder recommends. If
you still have questions, call around until
you find someone who is professional and
answers your questions accurately. Most
importantly, make sure they have done
Construction Lending before because it
represents it own set of challenges.
So with that, here are some very commonly
asked questions.
Q. How does this loan differ from a
typical home loan?
A. This loan is really two loans rolled
into one. At Countrywide, you only need to
qualify and apply once for your construction
and permanent loan phases. There’s one
application, one close and one set of closing
costs. So you not only save money, but you
also save valuable time with a quick and
easy process.
Q. I am concerned about rising
interest rates during the construction
of my home. Can you protect me from
unexpected rate increases?
A. Your interest rate is secured at the time
you apply for your OTC loan, rather than
when construction is complete. It is based

on the one year Libor rate plus a margin
of 2.25 the day your loan is locked during
construction. However, what we do is lock
in that day’s rate sheet. When construction
is completed, you can pick any type of loan
product you’d like.
Q. Can I take advantage of declining
rates?
A. Our special Roll Down Option has
built-in interest rate flexibility. If interest
rates have dropped after construction is
complete, you have the option of “rolling
down” your rate to that day’s lower interest
rate. This way, your rate will not increase
and may even improve.
Q. I have limited funds for this
project. How can you help me?
A. There are a several ways we can help
buyers who have little up-front cash.
Low or no down payment options.
Programs with down payment options as low
as 5% are available. However, if your credit
score meets certain requirements, we may
not require any down payment, provided
your building costs versus the appraised
value still creates a 5% equity position.
Little or no out-of-pocket construction
costs. Some or all of your construction costs
can be paid from an interest reserve account
which saves you from using your up-front
cash to pay for these costs.
Finance closing costs into the loan.
Up-front closing costs can be rolled into
the construction loan amount under certain
conditions.
Q. How do I get started?
A. After you have chosen a prime lot on
which to build your home, you’ll want to
secure a licensed builder or contractor.
Then you can pick pre-designed home plans
or use an architect to complete custom
plans for you. Now you’re ready to submit
your application!
Q. Can I also finance the purchase of
the land?
A. Yes! You can arrange for the purchase
of your lot to be included in the OTC loan.
If you already own the land, its value will
be factored in when determining your
maximum loan amount.
Q. What will I need for the One-Time-

Mortgage Views: David Chandler
Close application that’s different from
a standard loan application?
A. These are some of the important items
you’ll need for your application.
Construction Budget.
A detailed estimate of the costs to be
incurred during the construction phase of
building your home from your builder or
contractor.
Description of Materials.
Also provided by your builder, this
document describes the types of materials
that your builder or contractor will use to
build your home.
Contractor Review Request. This form is
provided by Countrywide and can easily be
filled out by your builder. It details the level
of builder expertise and their financial ability
to handle the project. The completion of
this form by your builder gives Countrywide
the green light to obtain the builder’s
credit report and review references and
a historical record of previous properties
they’ve constructed.
Signed Contract.
This is an agreement between you and the
builder assuring that all parties have agreed
to the same terms of the project, including
the timeline for completion.
Q. How does my contractor get
paid?
Sagner...Continued from page 16

may be subject to a 10% penalty prior to
age 591/2. One drawback many financial
planners point out is the gain in an annuity
is taxed to the investor as ordinary income,
so there is no capital gains tax break. In an
ordinary investment account the investor
may be paying yearly tax on the income, but
they also can defer capital gains indefinitely.
And should the investor pass away the
beneficiary is responsible for the income tax
and gets no step up in basis with an annuity
as they would on other investments.
So who is best suited for an annuity?

A. We can handle this for you in two ways.
The funds for the construction work can
either be wired into your checking account
for forwarding to the contractor or builder.
Or the money can be wired directly to the
builder or contractor. The money will be
released after satisfactory review of the
builder’s work has been completed.
Q. What happens when my home is
finished?
A. The interest only construction portion
of the loan will convert to a permanent loan
when the final construction disbursement is
completed.
I know this hasn’t answered all the
questions about construction lending, but it
should be a good primer.
David Chandler is the branch manager of the
Salem office of Countrywide Home Loans, a
national leader in residential finance. The office
is located at 3882 Center St. NE, and home loan
experts are available to assist customers with
a full array of mortgage financing options at
503-316-6131. Additional information about the
company’s products and services is also available
online at www.countrywide.com.

Most planners agree on three classic client
situations: One, someone who has maxed
out all their other retirement options and
could benefit from long term tax deferral;
or two, someone with a high free cash-value
life insurance policy that would like to bail
out and can exchange the policy for an
annuity; and three, risk adverse clients who
are willing to pay for a principle guarantee
but still need to participate in the higher
returns of the market.
The point of the story is to ask a lot of
questions and determine if the investment
product really suits your goals and needs
and how much it cost compared to the
alternatives.
Ray Sagner is a Certified Financial PlannerTM
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.
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Madison Avenue
Hires CEO for
Salem Flagship
Retail Store


Clay

Wally Schwab

&

Leroy Setziol

Wood

Exhibit Reception May 19, 5-7pm

sponsored by Parrot & Hollywood Printing

46314

Bush Barn Art Center
600 Mission St SE










www.MyArtsCalendar.com

Willamette Master Chorus
Dr. Paul Klemme, Music Director

2005-2006

Twenty-first Anniversary Season
HEROES AND HALLELUJAHS

KING DAVID
Radio/Sports celebrity
Bill Schonely, narrator

SOLDIER, PSALMIST, SHEPHERD
Saturday, May 6, 2006 at 7:00 p.m.
Sunday, May 7, 2006 at 3:00 p.m.
“Symphony of Psalms” by Igor Stravinsky with orchestra,
“King David” by Arthur Honegger with orchestra.

Hudson Hall, Mary Stuart Rogers Music Center
Willamette University
Admission $15 • Seniors/Students $12

Theater . Orchestra . Festivals
Fairs . Live Music . Dance . Sports
Art Shows . Berry Picking …
and other local events
•

• Regional Calendar of Events
Arts & Entertainment Guide & Restaurant Guide
• Virtual City Art Tours

Find out: “ What’s going on! ”

Salem Pops Orchestra
Larry Harrington, conductor

Pops Extravaganza Latina
featuring John Cuddy, Piano,
Randy Kem, Alto Saxophone, Scott
Napper, Trumpet and Brad Hirsch
with members of the Western
Oregon University Percussion
Ensemble
May 13, 2006 7:30 PM
Tickets available at the Elsinore Theatre Office, 170 High St. SE,
All Safeway TicketsWest outlets, Pops member,
or charge by phone 1-800-992-8499.

Tickets available through Jackson’s Books, 503-399-8694
and online at www.WillametteMasterChorus.org
For more information:
Willamette Master Chorus
900 State Street • Salem, OR 97301 • 503-370-8055
www.WillametteMasterChorus.org • info@WillametteMasterChorus.org

!RT3MART 4HANKS THE 3ALEM "USINESS *OURNAL FOR 3UPPORTING THE !RTS

Larry W. Hagen has built his career around
the sale of high quality apparel. From Bon
Marche and David Dart Design Group to
Via Sports International, Hagen has helped
each of those companies expand rapidly.
Hagen has just been hired to lead Salembased Madison Avenue, a “new concept
in retail and resale,” according to Shawn
Dionne, one of the company’s founders and
Executive Vice President.
“Having someone with Larry’s experience
and international connections is an immense
plus for us,” added Dionne, a Keizer resident.
Madison Avenue plans to open its first store
at 260 Liberty St. NE, just south of the
Salem Center and across from Liberty Plaza.
The 36,000 square foot building leased by
the company will house two floors of retail
and a third floor of offices.
“I am enthusiastic about this concept for a
combination of reasons,” said Hagen, who
serves as President and CEO. “First, it’s
a new retail concept with huge potential.
Madison Avenue will compete well with
stores like T.J. Maxx because we’ll feature
closeouts of designer clothes and apparel
at very low prices. It will also compete
well in the successful thrift marketplace
because of our emphasis on consigned and
donated goods. But Madison Avenue will
be distinct in that we will also have our own
brand label,” Hagen continued, “and in that
respect, we will be redefining the resale and
retail market.”
“The second compelling reason I became
interested is because of the vision this
company has for supporting community
non-profit organizations,” said Hagen.
Madison Avenue will invite non-profits to
gather consigned and donated clothing as a
means of fundraising. “Those relationships
will provide for a substantial and sustaining
source of revenue for organizations that
help Salem to overcome its social needs,”
Hagen added.
Finally, Hagen said he is happy to be
moving back to the Northwest. He worked
in southern California for the past seven
years and in Toronto, Canada, for six before
that. During that time, Hagen consulted
internationally with clothing companies,
arranged financing for expansion, and led
the development of new business ventures.
A native of this area, Hagen’s roots in
Salem stem from his work for Bon Marche,
where he was hired as a personnel director
for their distribution center. Within four
years, he became director of the company’s
intermountain division, responsible for
increasing sales from $200 million to $300
million in three years. More recently, Hagen
brought together 14 separate Canadian
apparel businesses into a joint venture, and
increased sales over a five year period from
$1 million to $70 million.
Madison Avenue expects to open its Salem
store in late Spring, as early as the end of
May.
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Planning for Success
Marion County Commissioner: Patti Milne
Spring brings with it the Marion County
budget season! My fellow commissioners,
and county administrator, John Lattimer,
will be making presentations to several
area chambers of commerce. In case you
miss one, I’d like to take this opportunity to
share some of our accomplishments as well
as budget challenges.
Over my eight years as a Marion County
Commissioner, there have been many
challenges; the greatest perhaps is in moving
county government into the 21st Century!
And we’re succeeding through patience and
planning. And also because of the great staff
we have throughout our organization. The
turnover in appointed department heads,
upper management and even some elected
officials has brought fresh ideas and new
perspectives, helping to modernize Marion
County government and better reflect the
priorities of our citizens and better meet the
needs of our communities.
And the needs are great and budgets are
limited! But, I’m proud of the accomplishments
we continue to make in serving the public.
Solid strategic planning helps leadership
focus on defined goals within time lines and
with limited budgets. In a nutshell, that’s
what we are doing! As a staunch supporter
of strategic planning, I’m thrilled that our

county leadership has just finalized a countywide strategic plan. It is a plan that we created
with broad input from county employees and
county citizens. Our plan coordinates county
efforts with the good works of community
efforts to solve problems.
Public safety, I believe, is government’s
primary responsibility, and it takes over
70% of our county general fund budget. I
am particularly pleased with the successes
of our Public Safety Coordinating Council,
which I am honored to chair. The Public
Safety Coordinating Council’s Strategic Plan
has been an effective road map in energizing,
engaging and educating people city by city
about methamphetamine.
As a result,
communities and citizen groups have stepped
up to the plate with tough drug testing
policies, new city ordinances, community
events and greater public awareness in
fighting this horrific scourge in our county.
I’ve helped revise several county ordinances
in an effort to reduce bureaucratic burdens
on businesses and agriculture, and to clarify
ambiguous language. The new Farm Stand
and Mass Gathering ordinances will allow
farmers more creativity in marketing their
products and in utilizing their land. Changes
to the Home Occupation ordinance and
Sign ordinance support the changes small
businesses must make to stay competitive
and profitable.
Inside Marion County government we

continue to work for efficiencies and cost
savings. Two examples I advocated for
include the new county fleet program
that streamlines how county vehicles
are purchased, serviced and used; and, a
facilities study to determine current and
future building needs.
Meeting the needs of our constituents is
always my priority. We have re-instated a
Weed Advisory Board and a Weed District so
that the county and private property owners
can work together to fight the invasion of
noxious weeds more effectively.
And, we’ve seen a victory for property
rights here in Oregon, with the passage
and confirmation of Measure 37. At Marion
County we will continue to tweak our
ordinance as we learn from the process, court
cases, and from the more than 120 cases we
commissioners have taken action on.
Last, but not least, Moonstone Properties
took over operations at the Oregon Garden
on April 1, 2006. The Garden will remain
open, events will continue to take place
and the road to economic recovery is more
optimistic!
Your questions, comments and ideas
are always welcome! Please call me at
503.588.5212.
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A Benefit program for MedAssist
The Foundation’s MedAssist program provides
life-saving prescription medicines for the
uninsured in Marion and Polk Counties.

Sat., May 20, 2006
Photo by Tom Ordway, Ocean Futures Society

Salem Conference Center
www.salemconferencecenter.org

Doors open 6:30
Lecture at 7:30
V.I.P seating - $100
General Admission - $45
Students with ID - $20

JEAN-MICHEL COUSTEAU

Explorer, Environmentalist, Educator,
Film Producer. For more than four
decades, Jean-Michel Cousteau has
dedicated himself and his vast experience
to communicate to people his love and
concern for our water planet.
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SALEM ART ASSOCIATION • CURRENT EVENTS

presents

MOTHER’S DAY CARRIAGE RIDES
Location: Bush House Museum
Address: 600 Mission Street SE • Salem, OR 97302
Date: Sunday, May 14, 2006
Hours: 1-4 pm (Museum will be open until 5 pm)
Rides free with admission (Moms ride & tour free)
Admission: $4 Adults/$3 Seniors/$2 Kids 6-12
For more information, call 503-363-4714.

WOOD AND CLAY: LEROY SETZIOL
AND WALLY SCHWAB
Location: A.N. Bush Gallery, Bush Barn Art Center
Dates: May 19–June 25, 2006
Reception: Friday, May 19 • 5-7 pm
Sponsored by: Parrot Printing
For more information, call 503-581-2228, x 302 or
e-mail paula@salemart.org.

CARL HALL: DRAWINGS
Location: Focus Gallery, Bush Barn Art Center
Dates: April 18 – May 14, 2006
Reception: Friday, May 19 • 5-7 pm
Sponsored by: Et Cetera Gallery
Gallery Hours: 10-5 Tue-Fri; 12-5 Sat & Sun
For more information, call 503-581-2228, x 302 or
e-mail paula@salemart.org.
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Artistic Goal-Setting: One Small Brick at a Time
If the brick road were beige rather than
yellow, I think fewer people would choose to
follow it on their journey in getting what they
want in life. Due to sheer boredom, those
who do embark on the beige road may find
it increasingly difficult to stay the course.
The same theory could apply to goal setting
that is blah, stagnant, and mildly functional
with little or no pizzazz. A boring journey or
a goal plan that lacks inspiration might get us
where we are going, but with less energy and
zip leftover to celebrate once we get there.
A goal without zest and action will give our
brains less cause to repeat than a goal that
is designed around small, measurable and
succinct steps that serve to rive us up and
make us want to continue. It’s the planned
action and movement we attach to a goal
which makes it less overwhelming and less
difficult to manage. It’s just easier for humans
to believe in and support a goal plan that
keeps us interested and motivated one brick
at a time. In order to move a little further
along the road each day, perhaps its time
to consider new ways of designing a more
colorful and active plan we can live with.
It’s common place for many of us to end up
feeling overwhelmed and reaching for our
procrastination mechanisms when we try to
prioritize the things we want to accomplish.
Whether it’s a simple plan for getting the
day’s work done or a longer term forecast,
past history usually jumps in and dictates
to us. We get caught up in recalling other
goals that died in the early stages, barely
out of the bag. Or, perhaps we think about
that particularly important goal, the one we
really wanted to accomplish, but instead
slowly killed over a longer period of time by
allowing other, less important things get in
the way. “I’ll do this another time; I’m too
busy today; I have all these little tasks to get
done; I’m out of touch and not sure what
stage my last goals are in; I’ve let so many
plans evaporate and I’m tired of planning;
I’ll just wing it.” In order to get past the
procrastination period, try designing small
steps that are less overwhelming and can
lead to a deeper, sustainable commitment.
The first move in designing a plan that
breathes and stays alive is to change the

Rushing Reflections: Bo Rushing-Barnes

future based on what worked
or didn’t work in the past.
Begin by planning goals that
are more manageable within
our busy lives; easier to track. Find methods
that will encourage staying true to each goal
from the first draft to completion. Design
solid, activity-based, well written plans that
section and map each incremental move.
Begin with the essentials, the things you
really want to accomplish. You can add
secondary goals once you get the essentials
underway and on solid ground. Then, stand
back and view the big pattern. How does
each brick fit together; align? What’s out of
place? Is there a buckled or chipped brick
that might trip up the plan? Misaligned
bricks are things like allowing for a lot of
“busy, non-essential work” which might
keep you from zeroing in on your true
mission, the important stuff you want to
accomplish. Or, a misaligned brick could
be your failure to think forward and apply
a realistic time line to a project; winging the
project rather than steering it. Weed out
what doesn’t fit the design and pattern of
your goal. Fix or remove problems before
they throw you off your footing. This helps
to ensure each step of the process will be
clear, definable and progressive within your
mind and on paper.
The second move in designing your awardwining goal is paying attention to both sides
of your brain. Learn to engage the “right” side
of your brain as well as the “left” side. Our left
brain is the part where we plan, formulate,
systemize, calculate, strategize, estimate,
and forecast the routines of our lives. The left
side sees a goal as “The Mission! Whether or
not we wish to accept it; no compromise;
functional; get it done.” It’s our brains way
of keeping us evolving and on-task with the
things we want to accomplish. However,
without the “right” side of our brain in on
the plan, the routine can get real old, real
fast. Dull goals can whack our desire to keep
with a plan. Strategies get muddled, and the
things we want/need/hope to accomplish
get bogged down and left undone. The
magic ingredient in a formula that pumps
up the success rate of a goal is found in the

A one of a kind ring
for your one of a kind woman...

Dave Wilson Designer Goldsmith
216 Commercial Street NE
Downtown Salem • 503-364-8707
www.wilsonjewelers.com

art of exercising our colorful, expansive,
action-oriented, amazingly creative “rightsided brain power.” This is the influence
which makes the project/task seem more
like something we really want to do and
can manage. In essence, the trick that sticks
it all together is to encourage ourselves
in using whole brain thinking techniques
when setting goals. By doing so, we allow
the left area to make plans for organization
and maintenance in our professional and
personal lives while encouraging the right
hemisphere to secure ways to actively and
colorfully achieve success.
Next move, assess how overscheduled your
life might be. A problem many of us have in
keeping goals on task is allowing too much
functional process (there will always be
more demand than time to accomplish!) to
enslave us and make us want to rebel! Even
the most honorable goal can get dumped
when the routine gets heavy and we lose
sight of what we signed up to do. We get
bogged down and then miss out on the very
things that inspire us in our jobs and in our
lives. When goals get stale, we begin to run
out of gas and perhaps use the last of our
energies looking for a soft place to land. “I’ll
put that off today; I can’t possible get this
done; who’s idea was this anyway; why do I
have to do all the work around here; where’s
the Calvary when I need them; is this really
something I want to do (when you know in
your heart it is); where’s the short cut; I’ve
lost sight of the bottom line; I need 15 hour
days to keep up with all this stuff; I want to
put my life on DND (do not disturb); this is
too much for me to handle; I quit.” These
are all common responses from a brain
that is overscheduled, less resilient, and
suffering from a lack of fun, creativity, and
a colorful view of the terrain. With every
goal you design, build in and promote a
Plan B for Renewal; schedule in enough
down time for relaxation and rejuvenation
periods throughout your day, your week.
Don’t allow your life to become all about
work. Build into your goals a stable balance
between work and family/community. Have
a plan to endure and safeguard against
the dread command “Abandon Goals! I’m
sinking here!”
A fourth and very essential move toward
successful goals is to think of goal planning
as a form of art, similar to setting up our
physical space in ways that are colorful,
organized and efficient. A painting or nice
print on the wall, well cared for plants, a
few personal items added to the desk, a
good filing system in place, ergo-minded

office furniture, possibly some background
music. All in all, a place that will assist
in getting the work accomplished while
soothing our fatigued minds and renewing
our vigor. Well designed goals, like the
paint and décor of our physical space, can
offer peace and tranquility in the midst of
the daily rush and vigorous demands of
family, work and community involvement.
Goal planning and physical space conducive
to successful outcomes share many of the
same elements necessary for setting daily,
progressive benchmarks that can help
organize professional and personal lives at
the same time providing a safety zone for
when the going gets rough.
In pulling all the steps together, we
members of the Rushing Group strive to find
new ways in dressing up our goals so they
don’t fade away. We design activities that
support the things we want to accomplish.
We figure in routines built on small steps
that promote our goals and keep the
attention focused on end results: growing
personally and professionally while serving
our clients. I encourage a written timeline
associated with each goal so its lifeline is
documented and attended to. Let’s drop
the boring, snoring stuff that drags us down
and replace the negatives with plans which
are lively, animated, activity-based, glittery,
and thickly laced with applied reasoning.
The Right/Left Mix produces a process
that shakes up and gives honor to both our
planning brain and our “move it” brain.
Successful goals are almost always built
from a design that can remain alluring and
sustainable to our senses while supporting
us along the way. Our plan every day is to
take steps that can make our lives more
manageable and more accessible to our
families, our work team, our clients and
vendors and our community. I hope these
ideas will help you down the path you choose
and make your results more rewarding.
Bo Rushing-Barnes, CCIM is the owner and principal
broker of Rushing Real Estate, Inc. Included within
The Rushing Group of Companies, which she coowns with husband Joe Barnes, are Rushing Real
Estates’ Commercial and Residential Property
Divisions, Rushing Property Management, and Multi
Development and Construction Companies.
Bo
will be a monthly contributor to the Salem Business
Journal.
Written in collaboration with Linda Harris, Harris and
Associates
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Jones and Wells
Elected to Cascade
Bancorp Board of
Directors
Patricia L. Moss, President and Chief
Executive Officer announced Clarence Jones
and Thomas M. Wells have been elected to
the Board of Directors of Cascade Bancorp
(Nasdaq: CACB) at the annual shareholder
meeting on April 17, 2006. The new board
members join in conjunction with the April
20, 2006, Cascade Bancorp completed
acquisition of Farmers & Merchants Holding
Company.
Jones brings over 45 years of banking
expertise to his newly-appointed Cascade
Bancorp board position. He joined Farmers
& Merchants in 1987 as executive vice
president and two years later was promoted
to president. He became president & CEO
in 1999 and then chairman of the board
of Farmers & Merchants in July 2005. In
addition to his professional responsibilities,
Jones is involved in a number of civic and
professional activities. He is an active board
member with the Idaho Council on Industry
& the Environment (beginning in 1997), a
current board member and treasurer with Buy
Idaho, a member of the Boise Area Economic
Development Council, and vice-chairman
of the board for Meridian Development
Corporation (an urban renewal agency).
Jones is also a former member and chairman
of the board for the Idaho Community
Reinvestment Corporation, a charter officer
with Bank Administration Institute, an officer
with the American Institute of Banking,
former president of the Idaho Independent
Bankers Association and the Idaho Bankers
Association (serving as a board member with
both associations for many years) and has
served as a council member on the Community
Bankers Council, the Government Relations
Council and the Membership Committee for
the American Bankers Association during the
past 15 years.
Wells is the senior partner in the law
practice of Wells, Jaworski, Liebman &
Paton, LLP. With significant experience
in complex financing arrangements for
both real estate development and business
working capital needs, Wells specializes in
zoning and land use law, commercial real
estate, business, commercial and corporate
matters. In addition to his legal practice,
Wells was previously a director of the
holding company of Farmers & Merchants
of Boise, Idaho. He is a graduate of Bucknell
University, Pennsylvania, Case Western
Reserve University Law School, Ohio and
the National Institute for Trial Advocacy. In
addition to his professional responsibilities
, Wells is involved in numerous professional
and civic activities. Among these, he is a
current member for the Ridgewood YMCA
Board of Trustees and the managing
partner of Bristol Downtown Development
Associates. He has been active in Rotary
International for over 20 years. Wells is also
a trustee with the Bolger Foundation, The
Marion & Silfred DePhillips Foundation
and The Wells Mountain Foundation.
Patricia L. Moss commented, “We are very
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Image is Everything
Growing Your Business: Ken Inlow

What do roasted chickens
have to do with maintaining a
strong corporate image at the
local supermarket?
According to my sister-in-law, everything!
You see, she manages the Deli Department
for a large branch of a major grocery
chain. I stopped by her store the other day
about Noon to say hello and grab a quick
sandwich, only to find her on pins and
needles.
“Whats wrong?” I asked, curiously. “You
seem out of sorts.”
“There’s only three roasted chickens out
on the hot case,” she replied.
“Yea, so? It’s only Noon” I said. “People
don’t start buying those till dinner time.
You’ve got plenty of time!
“No, no, no. You don’t understand,” she
said. “It has to be full to overflowing with
roasted chickens by 11.00am.”
“Says who?” I asked.
“Says operational standards. Its all about
image. All the deli cases have to be full,
all the time. That’s just the way it is,” she
replied.  “The problem”, she continued,
“is that the roaster oven didn’t ignite this
morning when we started preparations. I’ve
got a new batch roasting but they won’t be
done for another ten minutes.”
“So whats the big deal then?” I asked.
“The big deal is the Director for all the
stores in the entire Northwest region just
happens to be visiting the store this morning.
She’s here now, and could walk into the deli
any minute, and believe me, she’ll notice!”
“With all the hundreds of items in the deli,
she’ll notice such a little detail like a few

roaster chickens?” I asked.
“Oh yea! Image is everything to her,” she
said. “Yea, but you got a good excuse with
the oven not working,” I replied, trying
to provide a bit of encouragement.
“Doesn’t matter,” she said. “We could
have manually lit the roaster oven and
been on-time with the chickens if we had
just noticed that it hadn’t ignited when we
turned it on this morning. Problem was, the
guy loading the oven didn’t notice till over
an hour later.”
In other words, no excuses. I said a little
prayer under my breathe that somehow the
chickens would be ready before the Director
found her way to the Deli.
Sure enough, a few moments later, the
Regional Director made her grand entrance
into the Deli Department.
This ought to be interesting, I thought to
myself. I covertly buried myself into my
ham and cheese sandwich, trying to pretend
I wasn’t paying attention.
“Deli looks good,” the Director said.
“You’re low on roaster chickens, though,
and that doesn’t look good.”
Oooooh, Ouch!  My heart sank to my
stomach. I felt so bad for my sister-in-law,
because I knew what a high standard she
maintains, and how diligent she is about
always making sure everything is perfect, all
the time.  
The thing that impressed me the most
about that whole ordeal, was how important

the little details were to the overall image
of the store, and how the standards were
not only consistent from the top down, but
enforced without compromise. Something
that many of us as consumers would probably
never have noticed, was a major issue for
the Deli Manager, as well as the Regional
Director. Why? Corporate Image standards.
What kind of image standards does your
company practice? Have you ever thought
about it? It may not be a bad idea to step
back and view your business through the
same lens your customers see it through.
If you were to ever look closely at a Leroy
Neiman painting, you will find that his
masterpieces are constructed from many
small strokes of paint, which up close, seem
random and unneccessary. But, from even
a short distance, each stroke, no matter how
minute, serves a vital purpose to the overall
integrity of the piece.
If we expect to grow our businesses and
stay ahead of the competition, we need to
view the details of our operation with the
same scrutiny. More on this next month.
Ken Inlow is President of INR Enterprises,
a full service Advertising Agency, and has an
extensive background in radio broadcasting,
and small business marketing and development.
He can be reached at 503-547-5233.     

Kris Norton Joins Mortgage First
Kris Norton has joined Mortgage First
located at 615 Commercial St. N.E., Salem.
With her 30 years of lending and banking
expertise, outstanding personal service,
combined with the ability to offer very
competitive products, she will continue to
focus on lending relationships.
Mortgage First is a long time Salem
company, independent and locally owned,
recognized for outstanding and dedicated
service. The comprehensive product mix
offered by Mortgage First allows them to

focus on delivering the best in mortgage
lending within the community. Product
offerings are available to accommodate a
purchase, refinance, construction or home
equity, investment, primary or second
homes and more.
Kris remains active in the community
and serves on the Boards of Chemeketa
Community College Foundation, Salem
Hospital Foundation and Boys and Girls
Club. She can be reached at 503-588-3511
or kris@mortgagefirstcorp.com
Kris Norton

pleased to have Tom Wells join our Board
of Directors. As an owner and officer of
several small businesses, he brings a vital
personal view of how to best serve our
business clients. Add in his legal expertise
and involvement with the successful growth
of Farmers & Merchants and we have an
exceptionally knowledgeable resource in
Tom who will help us fulfill our mission to
deliver the best in community banking.”
Patricia L. Moss continued, “Also adding
Clarence Jones to our Board of Directors
is a key step as we integrate Farmers &
Merchants. The depth of his board and
executive management experience, as well
as his extensive involvement with Idaho
business and banking, provides valuable

insight and direction for our Company as we
expand our offerings and capabilities with
our Farmers & Merchants merger.”
Cascade Bancorp (headquartered in Bend,
Oregon) and its wholly-owned subsidiary,
Bank of the Cascades, have a business
strategy that focuses on delivering the best
in community banking for the financial wellbeing of customers and shareholders. The
Bank implements its strategy by combining
outstanding service, competitive financial
products, local expertise and advanced
technology applied for the convenience of
customers.
Founded in 1977, Bank of the Cascades
offers full-service community banking
through 32 branches in Central Oregon,

Southern Oregon, Portland/Salem and
Boise/Treasure Valley. The Bank has been
rated among the top performing banks
in the nation for the eighth consecutive
year by Independent Community Bankers
of America as well as in rankings by US
Banker Magazine. In addition, The Seattle
Times named Cascade Bancorp in the top
tier of the annual Northwest 100 ranking of
all publicly traded companies in the Pacific
Northwest, and it was among the top 20
“Best Companies to Work For” in Oregon
Business magazine. For further information
on the Company, please visit our web site at
http://www.botc.com
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John L. Scott Rewards Their
Top Producers
Don’t Miss An Issue of the

Salem Business Journal
Subscribe Today!

The few, the proud, the “Gnarly Nine”
producers for the John L. Scott’s SE
Commercial Real Estate office in Salem
don their casual attire preparing to be
transported by limousine for an afternoon of
imbibing and speculative random recreation
at Spirit Mountain Resort and Casino to
celebrate being The Top Producers for 1st.
Quarter 2006. Rumor has it...... “a good
time was had by all.”
Pam McCarthy and Cecily Parks, Principle

Broker and Manager, respectively, of the
Salem SE Commercial John L. Scott Real
Estate office agree that they look forward
to another great second quarter in 2006
and once again reward our people who
have worked very hard and deserve a little
R & R from the daily rigors of the highly
competitive and dynamic business of real
estate here in the mid Willamette Valley.
Congratulations on a job well done.....
Gnarly Nine.

Call 503-365-9544 for more information.

presents

REMAX.COM

Sponsoring Harley & BMW exhibit in
Allessandro’s 120 parking lot

Secret
Garden
May 3, 2006 5-8pm Downtown Salem

From L to R: Chet Graham, Nikole McClain, Karli Haines, Teri
Guimelli, Phil Currie, Sarah Roeluf, Pam McCarthy, Cecily Parks,
and last but most defintely not least, Hector (the debonair) Garcia.

Visit www.downtownsalem.org for merchant
map and artist activities

Accents Framing
189 Liberty St. NE, Suite B11
Allesandro’s 120
Buckley & Blaine performing Blues
120 Commercial St. NE
AC Gilbert House
“Secret Garden Tour”
tickets for sale at Blue Pepper &
The Reed Opera House
Arbor
Architectural garden sculpture by
Aidan Gray
367 State St.
American Ballet Academy
241 State St.
Amish Workbench Furniture
189 Liberty St. NE
Art Department, Inc.
Diane Trevett - Botanical Paintings
254 Commercial St. NE
Axtell Gallery
Axtell family and local art
189 Liberty St. NE #205
Blue Pepper
World Beat “kick-off” with several music
and dance artists
241 Commercial St. NE
Book Bin
Jazz guitar Duo featuring Bill Hughes &
Matt Carter
450 Court St. NE
Cascade Baking Co.
Garden Watercolors of Marion Moir &
South Salem High’s Jazz band
229 State St.

Coffee House Cafe
Acoustic by Richard Nosiglia.
135 Liberty St NE
Cooke Stationary Co.
Lisa Taylor - Rubber stamp artist
370 State St.
Dave Wilson Designer Goldsmith
Artist Richard Moody
216 Commercial St. NE
Engleberg Antiks
148 Liberty St. NE
Et Cetera Art Gallery
Featuring Carl Hall & Ruth Grover
329 State St. NE
Fine Things
189 Liberty St. NE Suite 107
Florabundance
189 Liberty St. NE
Grand Vines
Camelot Photography and Guitar and
Vocals by J.T. Meier
195 High St. NE
Greenbaum’s Quilted Forest
240 Commercial St. NE
Heath Florist
Local art and watercolors by Kathy Fox
102 Liberty St. NE
Jacquelynn’s LaRogue Boutique
188 Commercial St. NE
Jonathan’s Oyster Bar
445 State St NE
Kilt & Thistle Scottish
189 Liberty NE B12

Mary Lou Zeek Gallery
“Details” photographs by Kelly James
335 State St.
Magoos
Artist Anita Huffman
275 Commercial St. SE
Ma Valise
379 State St.
Meringue
333 State St.
Reed Opera House
Jazz singer Sheree Ross and Pianist
John Fletcher.
189 Liberty St NE
Roy John Designer Goldsmith Co.
John Oberdorf - Oils & Acrylic /
landscape of Oregon
315 Court St. NE
Shyrock’s
310 Court St. NE
Simply Stated
327 State St.
TechniCall Networks
189 Liberty St. NE Suite B1
Ten Thousand Villages
Percussion by ChakaGroove
474 Court St. NE
The Big Kahuna
145 Liberty St. NE Suite 101
The Brick Bar & Broiler
105 Liberty NE
Wild Pear Downtown
372 State St.

(Free packets of wildflower seeds for our merchant visitors)

Check out our featured artists and musicians
and a new store or two!
Wednesday surprise items at each business!
72106

Exclusive, Card-Accessed Fitness Club
for Use at YOUR Convenience
•

Come down and play all day!

This event is also funded by in part by the Downtown Parking District, City of Salem.
Enjoy free parking downtown.

Limited memberships – no crowds to compete
with!

•

Cardio-sculpt, yoga and massage

•

Personal training for your personal needs

•

Sport’s speciﬁc training for athletes who want the
edge on competition

•

Come Downtown and “Watch Us Grow”

Salem WedneSday market opening day!

Open
24
Hours

Cardiovascular machines, free weights, circuit
training equipment...and more!

•

Men and women’s showers, far-infrared heated
sauna and changing rooms

503-391-7383
420 Mill Street SE • Salem • info@samsdowntownﬁtness.com
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Exceeding Your Expectations!
Buying, Selling Or Investing in Real Estate?
I will walk you through the process and
Exceed Your Expectations...Every Step of the way

Cell: 503.269.6075
Office: 503.585.0100
Paulaf@johnlscott.com
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Paula Fordham, Broker
725 Commercial Street SE
Salem 97301

FIDELITY NATIONAL TITLE
1220 20th Street SE
Suite 150
Salem, OR 97302
503.370.9119

198 Commercial SE
Suite 200
Salem, OR 97301
503.585.7219

THE CLOSING COMPANY
4285 Commerical SE
Suite 140
Salem, OR 97302
503.589.4479

745 Glatt Circle
Woodburn, OR 97071
503.589.4479

COMMITTED TO MAKING YOU LOOK GOOD THROUGHOUT THE CLOSING.
Please visit our website at www.fntic.com
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BUSINESS OWNERS & EXECUTIVES

Want the edge on the competition?
Increase your energy and
performance by Feeling
your best

Increase your confidence
and attitude by Looking
your best

Weight Loss
Cleansing Detoxiﬁcation
Fibromyalgia
Hormone Balance

Facials & Waxing
Body Contouring Wraps
Body Polishes
Body Masques

 Let 

A Natural Path Wellness Spa
make it all happen for you with quality nutritional products
and spa services for men and women

913418

Call Today for
Your Appointment

BUSINESS
JOURNAL SPECIAL:

During the month of
May, purchase any one
service and receive the
2nd service of equal or
lesser value FREE!
(NEW CLIENTS ONLY)

503-508-5347
2355 State Street SE
Salem, OR 97301

www.anaturalpathspa.com

At Les Schwab
we’re having
our largest
Spring Sale
ever. We invite
you to come in
and experience
The Les Schwab
Difference. We
want to earn
your business!

www.LesSchwab.com

10 Salem
Area
Locations
to Serve
You

Salem West
Salem - Lancaster
1710 Lancaster Dr. NE 530 Wallace Rd. NW
(503) 363-2261
(503) 363-9214

Silverton
911 North 1st St.
(503) 873-2966

Salem - Mission St.
2350 Mission St. SE
(503) 585-6422

Dallas
121 Main St.,
(503) 623-8155

Sublimity
400 SW Sublimity Blvd.
(503) 769-1883

Salem North
3030 River Rd. N
(503) 585-7551

Independence
1710 Monmouth St.
(503) 838-6340

Woodburn
1140 N. Paciﬁc Hwy
(503) 981-1875

Salem South
1405 Barnes Ave. SE
(503) 585-7545
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Christi is the Queen Pepper
“Oh I’m a pepper, he’s a pepper, she’s a
pepper, we’re a pepper, wouldn’t you like to be a
pepper too?”
Christi Finholt’s a pepper. In fact, she’s the
Queen Pepper. And I’m not talking about
the kind of pepper in the Dr. Pepper jingle
above from a few years ago. Christi (along
with husband, James, son Derek and father
Donald) is the owner of the blue pepper, art,
framing & internet café (capitol letters need
not apply) in downtown Salem.
The blue pepper (“the pepper” to its
frequent guests) is a place where you can
eat, drink and definitely be merry. Queen
Pepper Christi describes her place as
“eclectic” with live music, art of all kinds
including paintings, sculptures, pottery,
jewelry, art books, and antique art. It even
has a 100 year old vintage lithograph for
sale. There’s also free wi-fi, and of course,
computers to rent.
To eat, you’ll find wraps, salads, soups
and sandwiches. Beverages include beer
and a wide variety of coffee and tea drinks
(everything Star****s has and more.). You
can even enjoy wine tasting at the pepper
every second and fourth Thursday of each
month.
Christi (and her partners) got the business
started here in March, 2003, in the 1600
square-foot Mulkey’s Framing location
on South Commercial. Son, Derek, who
obtained his undergraduate degree in
museum studies and art at Luther College
and then his masters at George Washington
University in Washington DC, came out
west to manage the place. They changed the
name to the blue pepper after the title of an
old Duke Ellington jazz song.
The pepper quickly outgrew those digs and
subsequently moved to its current 6,500
square-foot location at 241 Commercial St.
NE, across the street from Greenbaums,
in April of 2005. Downtown is where they
really wanted to be in the first place.
The heart-of-Salem blue pepper kicked off
officially on the monthly First Wednesday
celebration, May fourth. But a lot of moving
took place in the Fenholt’s lives well before
they ever got to downtown Salem.
Christi was born in Corpus Christi (the
second half of that city name is where she
got her own) to a father who was a Navy top
gun squadron commander on Thanksgiving
day in 1955. Because of her dad’s traveling
Navy career, her first 5 years were spent in
Texas, Florida, Minnesota, New York and
back to Minnesota. She grew up mostly in
wealthy section of Edina, Minnesota after
her dad left the Navy for Honeywell.
Her father, Donald Korn. chose the Navy
over the other armed forces to avoid ever
achieving a rank where he’d be called
“Colonel Korn” In the Navy a colonel level
rank is called a captain. It was a good choice
for him because in the reserves, he did reach
the rank of captain (Hey, Captain Korn’s
kinda kool too). He left active duty after
6 years, entered the reserves and went to
work full-time in the private sector for the
aerospace division of Honeywell.

Incidentally, while at Honeywell, one of
the first people her dad hired in the late
60s was Manny Jackson. Who’s Manny
Jackson, you ask. He’s the Manny Jackson
who in 1993 bought, and still owns, the
world famous Harlem Globetrotters.
Christi graduated from Edina high school
in 1973. She furthered her education at
Luther College, a private Lutheran college
for liberal arts in Iowa where she graduated

At Large: Bill Isabell
with a BA in religion in 1977 (She later
returned in 1987 for her degree in music).
Her mom, a former beauty queen and a
professional singer, got Christi involved in
those interests, too.
Young Miss Korn was Little Miss
Pensacola when she was about two and
later was a contestant in the Junior Miss
Pagent of Minneapolis where she won the
Miss Congeniality award. She didn’t get to
compete for the main title because she was
disqualified during the interview. It became
apparent then that all the judges knew her
famous granddad. Unfair, they felt. More
on him later.
She had some other interesting moments
during her beauty pagent career. In one,
she fell through the stage while perfoming
her leaping talent portion (Manny Jackson
had done her music and was there to pull
her back onto the stage). Like a trooper, she
continued on in traditional stage performer
style.
In the Miss Teen Massachesettes contest,
she had a “wardrobe malfunction” before
anyone knew to call it that. Her dress ripped
but fortunately for her she was protected by
her unidentified-here undergarmet)
Christi’s also done professional modeling,
studied piano at a conservatory for 12 years
and sung opera professionally.
She grew up on country music but loves all
genres, especially jazz and rock.
Christi Korn married husband, James
Fenholt, in 1977 at Luther College (the
whole family went there).
The famous grandfather I refered to earlier,

Art Johlfs, who, besides being a teacher
(All 4 grandparents were teachers), was a
Minnesota Vikings assistant coach for Bud
Grant and started the National Sports News
Service, one of the first sports news services
ever. Art, in fact, had the very first national
high school football poll in 1927. During
Christi’s elementary and junior high school
years, she knew all the professional athletes
in the Minneapolis area through Art.
Christi was a cheerleader in high school,
just to be on the field, she says. She also
played all sports available to her including
powder-puff football. Christi characterizes
herself as a bit tomboyish in those days.
Christi taught school in Scottsdale, Arizona
in the early 80s and later, music to inner
city kids in San Antonio from the late 80s
to 2001. For two years in San Antonio, she
served in the 30 schools district as director
of fine arts. San Antonio’s also where
she met and became friends with Tejano
music superstar Selena, who was tragically
murdered in 1995.
Christi and James moved to Salem in
July, 2001. James was hired by Chemeketa
Community College as the program chair
for the computer department. Interestingly,
the new arrivals bought their Salem house
from Roy Dittman, KBZY’s owner, recently
Continued on page 28

Literary Events at Jackson’s Books
MODERN VOICES
AUTHOR SERIES
Victor Villasenor, acclaimed
author; 7:00pm, Wednesday,
May 3 in Loucks Auditorium
at Salem Public Library.
Tickets: $5, sold at all Library
Circulation
Desks
and
at the door, as available. 503588-6052.

The Salem Public Library is located at
585 Liberty Street SE.

Jackson’s Books takes pleasure in
presenting some the the new and fresh
literary voices of the Pacific Northwest.
Each event generally includes a short
talk, reading or demonstration by the
author followed by an opportunity
to visit one-on-one and purchase
autographed copies of the author’s
work. As events are subject to change,
updated information about store
events can be found on our website,
www.jacksonsbooks.com or by calling
(503)399-8694.
Arnaud Maitland, author of Living
Without Regret, Wednesday, May 3,
7pm.
Writers on Writing featuring Jennie
Shortridge and Lisa Tucker, Tuesday,
May 9, 5:30pm.

Terri Jentz, author of Strange Piece
of Paradise, Wednesday, May 10,
5:30pm.
Writers on Writing featuring Christina
York and Steven J. York, Thursday, May
11, 5:30pm.
Third Thursday Poets, Thursday, May
18, 5:30pm.
Bob Chasman, author of The Book of
Bob, Wednesday, May 24, 5:3opm.
Jessica Morrell, author of Between the
Lines, Thursday, May 25, 5:30pm.
Serving the Salem community for
over twenty years, Jackson¹s Books
is a locally-owned, independent, fullservice bookstore. We are located
at 320 Liberty St. SE, in the Pringle
Park
Plaza,
downtown
Salem.

www.SalemBusinessJournal.com

Page 26

Salem Business Journal	May 2006

On Tap at the Elsinor This Summer
I hope that everyone took
advantage of the Salem Film
Festival last month held at the
Historic Elsinore Theatre, Salem
Cinema and Grand Theatre and was able
to experience the variety of Independent
Films. Look for a recap of the Film Festival
Highlights in June. As the traditional arts
season (September – May) winds down this
month you still have lots of entertainment
opportunities available at not only the
Elsinore Theatre but at other venues in
town. A special thanks is due this season to
the Elsinore Theatre sponsors who enabled
all our “Elsinore Presents” performances
to be successful. Thank you this season
to Curry Brandaw Architects, US Bank,
Holiday Retirement Corporation and Spirit
Mountain Casino.
The month of May will bring to the Elsinore
the conclusion of the Spring Wednesday
Evening Film Series in partnership with
Chemeketa Community College. We will

Live From the Elsinore: Steve Martin

Candidates’ Responses...Continued
from page 14

3.
Stop the decimation of
Oregon’s higher education system:
We have not provided adequate funding for
higher education for almost two decades.
Oregon ranked 44th in the nation in university
support in the most recent survey. The crisis
in higher education has reached the point
where we are actually considering selling off
some of our universities so we don’t have to

Voted Best Steak in the Valley

Visit Our Remodeled Patio
Mini Golf Open Year Round
1145 Commercial Street SE
Salem
503-365-7225

close with a great classic talkie and selected
Laurel and Hardy silent films. This film
series is one of the few to have been awarded
the rights to show these silent classics.
Complete film descriptions can be found
on our web page at www.elsinoretheatre.
com. The summer film series will begin the
second week of June and continue through
the first week of August. Look for a selection
of films that have an Oregon connection.
The Salem Concert Band will present its
season finale “Songs of the American West”
on May 7 and the Salem Pops Orchestra will
present “Pops Extravaganza Latina” on May
13. Other choices include a performance
by the Oregon State University Choir (May
19) and the Festival Chorale Oregon (May
20). The Festival Chorale Oregon program
fund them. How can we expect to compete
with the best in the world when we don’t
have excellence in higher educational? We
risk losing our best young minds to out of
state universities. Every child in Oregon
should grow up with the opportunity to get
an affordable, world-class education here
in Oregon. It is a priority that has eluded
Oregon for two decades because we lack
the vision and leadership and can’t seem
to get beyond partisanship bickering in the
legislature.
I commit to you that I will use the office of
Governor to convene a bi-partisan effort to
improve our University System and improve
access to a higher education for our children
and citizens. I will not be absent from these
important debates – I will lead them. I
will not ignore the Republicans in crafting
solutions. We all care about Oregon and
its citizens. We must and will provide our
citizens with the tools they need to succeed.
4.	Open the doors for business
with our Pacific Rim neighbors:
Oregon has not been aggressive in attracting
business from its neighbors on the Pacific
Rim. We need to forge relationships with
China, Southeast Asia, Korea, Mexico,
Japan, South America and Canada that not
only provide access to their products but take
advantage of selling our products to them.
We have lacked the vision and leadership to
take advantage of an opportunity that has
been available for decades.
Oregon has been home to some of the
largest brand names in the world. The one
brand we fail to market, though, is the
brand of Oregon itself. Our products like
strawberries are the best in the world. Our
vast resources provide superior products
that can and must be marketed to the world.
Oregon falls behind Washington in exports
– We can and will do better.
Oregon can develop and produce
renewable clean energy from solar and
wind to wave energy that can be exported to
reduce America’s dependence on fossil fuels
and reduce global warming. Vision and
leadership again are the key components.

will feature an “Evening of Porter and
Gershwin”. An exceptional highlight of
the month will be a May 5 appearance by
Gurdas Maan; Punjabi folk singer.
The month will conclude with a
performance by the Inspiration Dance Co.
as part of the Salem YMCA dance program.
Tickets for all these performances are
available at the Theatre and all Tickets West
locations.
Look for an announcement in mid-month
that will detail next season’s performances
at the Theatre. The variety of entertainment
will astonish you. See you at the Theatre!

Governor
Kulongoski
Proclaimed
Patient Assistance
Day
The
Partnership
for
Prescription
Assistance of Oregon, the state chapter of the
national program sponsored by America’s
pharmaceutical research companies to help
people in need access prescription medicines,
commemorated its one-year anniversary by
holding the first annual “Patient Assistance
Day.” Educational activities took place
across the country to raise awareness of and
educate the public about patient assistance
programs. The PPA has helped more than
27,000 patients in Oregon, and more than
two million nationwide.
“The PPA is an enormous success,”
said Billy Tauzin, President and CEO
of the Pharmaceutical Research and
Manufacturers of America. “But we’ve
identified even more ways to reach out to
people in Oregon who have trouble affording
their prescription medications. That’s why
ongoing enhancement of the PPA is a top
priority so we can continue to identify and
assist patients in need,” he continued.
The PPA’s newest feature is a national
database that connects patients with free
health clinics in their community. Often,
access to a physician is the greatest obstacle
for patients to overcome when completing
applications for prescription assistance
programs. Through the new database,
the PPA hopes to alleviate the challenge of
finding a physician for many patients across
the country.
Launched nationally on April 5, 2005, the
PPA has chapters in all 50-states as well as
Washington, D.C. and Puerto Rico. Through
a toll-free number (1-888-4PPA-NOW) and
user-friendly Web site (www.pparx.org),
the PPA provides a single point of access to
Continued on page 28
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“If it weren’t for my staff, I’d be nowhere”
By Casey Pons
Strolling down the towering miles of
aisles in the enormous new 105,000 sg.ft.
building while being greeted with smiles
from everyone you encounter you get the
impression Clint Berry knows what people
are all about and also what “they (his staff)
require as basic human beings” from a good
manager.....
1. The mutual respect one offers others
and expects in return.
2. To be given the benefit of the doubt
when in a compromising situation.
3. The assurance that he/she too would
roll up their own sleeves to assist when the
situation demands.
The necessity of finding competent
trustworthy individuals is crucial to
becoming a successful manager. However
before you can perform this task, you need
to be selected from hundreds of candidates
to earn a seat in the rigorous two year Home
Depot Store Leadership Program. Complete
this, then you, too, can transcend into
managing your own Home Depot Store.
It’s all about the people, it’s all about the
people.
If I heard this once, I have heard it more
times than I will mention in this narrative.
Although in each instance these words were
spoken, the sincerity was evident in Clint’s
voice about his people. Nearly every one of
the 100 employees hired to date (150 after the
store becomes fully operational) have come
from the Salem/Keizer geographical area. I
personally interviewed each applicant until
I was satisfied that the people I positioned as
interviewers could seek out those individuals
with the qualifications we were looking for.
We are not just mixing paint here; we are
helping choose the tone and color your new
son or daughter will be gazing up and into
each night, so they can feel safe and secure.
“We are building dreams here,” Clint
expresses with conviction.
Another representation of identifying the
right candidate for the position is evident
in the approach The Home Depot takes in
qualifying their managerial candidates.
The Home Depot’s C.E.O. Bob Nardelli

and Dennis Donovan V. P. of Human
Resources have implemented the “Six
Sigma Project Work” philosophy to position
their nominees into successful managerial
positions. Incorporating the exacting
details of mathematics, with the dynamic
art of analysis, is paramount to eliminate
all possible defects that could jeopardize
the ultimate goal of success. These are the
factors which provide The Home Depot with
competent and successful leaders.
The arduous two year long Store Leadership
Program introduces select managerial
candidates to an all encompassing 35,000
individual item inventory in each store. Only
after committing these items to memory are
you considered as a candidate to perform
the revered “Home Depot Way” philosophy
of approaching each and every task the same
methodical way in each and every store.
Building character and winning admiration
from others was accomplished in part due to
Clint’s 4 year commitment in the U.S. Naval
Academy in New London Connecticut and
an additional 6 years of serving as a Naval
Full Lutenient in the U.S.Coast Guard.
Supporting the public in an array of civic
duties from crashing through 3 feet thick
layers of ice on Lake Huron’s icy waters to
clear shipping lanes in and out of ports to
providing public safety services and support
for “honest people trying to earn an honest
living.”
This is how Clint refers to the time spent
with the small commercial fishermen off
the coast of Alaska in the often fatally
unforgiving waters of the Bering Sea.
Interacting with these people in a
humanitarian aspect aided Clint in honing
his skills required for selecting those unique
individuals to employ along side him in
their new store.

North Salem Home Depot Managers L to R: Randy Coonrod, Jerry Johnson,
Clint Berry, Julie Sokoloss, Joey Samonte
“We need people who are not only
conscientious but individuals who really
care and gain satisfaction from resolving
issues with our customers when they come
into our store”, Clint replies. You get the
impression from strolling the cavernous
isles filling up rapidly with items stocked
by the numerous suppliers, subcontractors
and store employees that there is a change
in the way Home Depot markets...you read
correctly m-a-r-k-e-t-s their wares. They
are appealing to their clienteles needs like

I’ve never noticed before.
From advising you in the right type of
roof shingle for this climate and why, to
including delivery of said goods to your
home, up the ladder to the roof and whap,
whap, whap stapled securely onto your
newly plywood sheeted double sloping
extravaganza. The Home Depot will be
pleased to accommodate you every step of
the way. They, at The Home Depot lend a
Continued on page 29
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covered in this column. For those of you
who know Roy, well, he had to decide if a
Packer fan(atic) would really want to sell
his home to some interloping Vikings. They
ultimately took a business approach to the
situation.
The blue pepper has a meeting room
complete with a 42 inch plasma TV and
a computer for presentations. Overall
capacity for the business will soon exceed
300. It hosts receptions, poetry readings,
and all kinds of live music.
They also host networking groups like the

Salem Chamber Business Women, regularly.
The pepper attracts students, business
professionals and would-be business
professionals. And it’s the site this year
for the annual World Beat Festival Kickoff
Reception, May 3, 5:30 to 7:30 pm.
Christi is a member of Salem’s Chamber
of Commerce, the Art Association, the
Downtown Association., and the First
Wednesday committee. They’re business
partners with Abiqua and Howard Street
schools, as well as other arts oriented
organizations. Christi’s taught music at
Hallman elementary for the past 4 years
and she’s been on the board for Miss Marion

Polk County pageant for the past 3 years.
Son, Derek, besides helping out with the
pepper, is the curator for the Jensen Arctic
Museum at WOU.
Christi and James are former members of
HOG, Harley Owners Group. She used to
own her own Dyna Wide Harley and James
had a RoadKing.
James is starting an “orphan” car club for
cars like Ramblers (he has a 1967 Rebel SST
convertible), Nashes and other less popular
models and makes of the past.
They’re antique junkies and love sports.
Christi’s also an independent travel agent
who obtains clients through word of
mouth.
“Oh I’m a pepper, he’s a pepper, she’s a
pepper, we’re a pepper, wouldn’t you like to be a
pepper too?”
Go ahead. I dare you. Be a pepper.

Featuring: Jewelry  Art  China  Glassware
Silver  Furniture  Collectables & more

“We Do Estates”

Call: 503-581-0318  E-mail: gra7567519@aol.com
Hours: 10am - 5pm  Monday - Saturday

DeLon BMW

Patient Assistance...Continued from
page 26

more than 475 public and private patient
assistance programs that provide help on
more than 2,500 medicines, including a
wide range of generics.
“The PPA is making significant strides in
helping people who truly need assistance
paying for their prescription medicines,”
said PPA National Spokesman Montel
Williams. “I am very proud to partner
with the PPA to get patients matched to
programs that provide medic ations at little
or no cost.”
In Oregon, 29 organizations, health
care providers, patient advocacy groups
and other key players in the health care
system have partnered with America’s
research-based pharmaceutical companies
to implement an innovative program
for providing Oregonians with access
to programs that can help them obtain
prescription medicines. Dozens of statewide
organizations are assisting the effort.
“The PPA is a valuable resource in
connecting patients in need to prescription
assistance programs that are right for them,”
said Sue Frymark, Executive Director of
Cancer Care Resources. “We remain
committed to spreading the word about this
important program.”
For additional information on patient
assistance programs that may meet their
needs, patients should call toll-free 1-8884PPA-NOW (1-888-477-2669) to speak with
a trained specialist or visit www.pparx.org.

Keith Hill
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
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“totally new concept” to the term “one stop
shopping”.
The mission statement Clint has on the
wall of the his office is one document he is
extremely proud to say he penned and that it
reflects the very qualities and considerations
he holds in high personal regard. Every
potential applicant is conspicuously
positioned within close proximity of this
document for them to view what will be
expected of them if they too “chose to accept
this mission.” I get the feeling everyone who
accepts this mission is a leader walking and
working next to Clint Berry.
In some cases, and certainly in Clint’s, you
may have to leave the area from where you
were born and relocate to the furthest point
possible while still remaining on the same
continent to realize that just maybe the
grass was greener back home.
Clint is a native Oregonian born and
raised in the quiet little town of John Day.
He met his wife to be, Brooke, in the second
grade, only to be separated by her parents’
relocation to Ontario, Oregon during the
7th grade.
In an act of Devine intervention, if you
believe in that mode of dating, having
no contact what so ever for over 5 years
(remember how much longer the years were
when we were kids) the former elementary
crush couple just happened to be reacquainted at a Science Expose in where
else..little ole’ Salem, Oregon. Who could
have imagined. This time they shortened the
leash a tad and they stayed in touch. Only to
be separated a year later by Clint’s decision
to attend the Coast Guard Academy’s four
year graduate program in New London,
Connecticut.
After four long years of studying and 10
days after Clint’s graduation with a B.S. in
Computer Science, Brooke a graduate of
Oregon State really tightened the reins and
culminated the 18 year courtship by finally
getting married.
So much for settling down. No way, not for
Clint. Time to take a quick six year tour of
duty with the Coast Guard back across the
country to the North Atlantic visiting the
Great Lakes region then back to the North
Pacific and the Bering Sea off the coast of
Alaska.
Now it’s time to come home and settle
down. Wrong…. I think we’ll move to Texas
and I’ll work for Ross Perot as a computer
analyst. He actually was interviewed by
Ross, and yes I had to ask. Throughout
the entire employment interview Clint had
to keep reminding himself “Do not look at
those two enormous appendages on either
side of that man’s head.”
Only after three years of “trying not to look”
did he ascertain the possibility that human
interaction had taken the back seat to his
current career objectives. So he researched
the two year store leadership program
that The Home Depot has methodically
incorporated, and partnered up with the
very successful corporation.
The new Salem/Keizer Home Depot grand
opening was January 26th. of this year. Take
a moment, come by and say hello to Clint

Greetings everybody,
Since I returned from my last trip to Italy
(February), I realized how much Salem has
become more willing to accommodate the
need for ethnic foods. Many people watch
the food channels; they try new recipes
and use new gadgets and they are always
searching for new ingredients. You don’t
have to go to Portland any more to find good
IMPORTED PANCETTA or PROSCIUTTO,
great BALSAMIC VINEGAR, superb OLIVE
OILS and even SABA, mix for PANNA
COTTA, great WINES, SAN MARZANO
TOMATOES, CAPERS in SALT and
wonderful Imported PASTA.
Speaking of pasta, did you know that
before there was HANDMADE pasta, there
was a FOOTMADE pasta? In Naples a pasta
maker would sit on a bench and use his feet
to mix and knead the semolina dough. Thank
goodness they ultimately realized a good
use for their hands. Probably something
else that is new to you is that legend says
mozzarella cheese was made by mistake in
a cheese factory near Naples (here they go
again!) when cheese curds fell in a tub of
hot water. You see, that is how that cheese
is made: the cheese curds are dipped in hot
whey, then it is stretched and kneaded.
And…speaking of cheeses: the Parmigiano
is also made in Argentina, Australia and
United States, but it can not be called
PARMIGIANO REGGIANO because that

and notice for yourself the transformation
going on at The Home Depot.
Now that Clint Berry has traveled half way
around the world and back to “where it all
started” can he now settle down and put
his skills to work doing what he does best
– working with people, defining their needs
and resolving them with ever higher levels
of expectation.
After the casual hour or so nterview with
Clint was completed, I asked if he would
like me to take his picture to accompany the
editorial. He paused for a minute, glanced
at the mission statement, and said, “Yes,
but, could we take the picture with my
staff, because if it weren’t for them, I’d be
nowhere.”

Food for Thought
Lullu’s Tidbits: Lullu Truitt
particular word stenciled on the cheese
rind means that cheese was produced in
the areas of Bologna, Mantova, Modena or
Parma. And we are talking many eons ago!
On the other hand, as you probably already
know, tomato sauce was not familiar to
Italians until the 18th century and Marinara
sauce is called Marinara (from the sea)
because it was made in the Spanish kingdom
of Naples (16th century) for the sailors when
they returned from the sea and because
there is fish in it. The typical Marinara is
often a tomato-based sauce with Kalamata
or Gaeta olives, capers, anchovies, garlic
and sometimes canned tuna.
On the other side of the spectrum, there
is FETTUCCINE ALFREDO, a white sauce
that was created in 1920s by Alfredo di
Lelio who had a restaurant in Rome. The
Fettuccine is covered in a rich sauce of
butter, cream, freshly ground pepper and
ParAnd since we are talking about sauces,
pizza comes to mind. The famous Pizza was
created by Raffaele Esposito of Naples (of
course!) in honor of a visit by King Umberto

I and Queen Margherita. He created a dish
with the Italian colors in it: GREEN-basil,
WHITE-mozzarella and RED-tomatoes. He
called it Pizza alla Margherita in her honor.
I wonder why he didn’t call the pizza after
the King: Pizza all’ Umberto. For whatever
reason, I’m glad he didn’t and I’m also glad
that the Queen’s name was not Patrice.
Nothing against that name, but would you
order a pizza alla Patrice? Would you eat
100 acres of pizza named Patrice each day?
If your answer is NO, you are right; BUT
you will eat, as Americans, that many acres
of pizza each day with your favorite topping:
Pepperoni. There are more then 60,000pizza restaurant in the USA serving about
2.5 BILLION pizzas per year. AND THAT’S
A WHOLE LOTTA A PIZZA.
Chew that bit of news for a while.
Until next time
Ciao

Come see the new Arbor: New Ownership~Enhanced Menu

Coupon

2 for 1 lunch
Mon-Fri 7am - 5pm
Sat 8am - 4pm

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

503-588-2353 • 380 High Street NE, Salem
We also provide Catering & Wedding Cakes
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Salmon Over-harvest?
Virtually all commercially harvested
fish stocks worldwide have been overharvested. A few examples are the Grand
Banks, the Gulf of Mexico, and the North
Sea. Historically, the primary response to
declining numbers of fish was to fish for the
survivors more intensively. This is certainly
true for salmon in the Pacific Northwest.
Only in the last decade has harvest been
reduced for conservation purposes.
If you think the over-harvest of Pacific
Northwest salmon is a recent occurrence,
guess again. The first salmon cannery
opened on the Columbia River in 1867, and
by 1883, 55 canneries were harvesting 43
million pounds of Chinook annually. The
first conference on the alarming decline in
Columbia River salmon was held in 1873, 60
years before the first dam. The first salmon
hatchery on the Columbia was built in 1887,
45 years before the first dam. The harvest
level of Columbia and Snake River salmon
had declined more than 50% by the time
the first dam was built in 1933. The reality
is, salmon numbers have been steadily

declining for 150 years, and now runs are
less then 5% of historical levels in the states
of CA, OR, WA and ID.
In a paper titled “Salmon Decline Creates
Nutrient Deficit in Northwest Streams”
Ted Gresh, Jim Lichatowich and Peter
Schoonmaker stated “the historical level of
salmon production for the Northeast Pacific
Ocean ecosystem was 228 million—351 million
fish annually, with the following distribution:
56 percent- 65 percent of fish returned to
Alaska; 19 percent-26 percent returned to
British Columbia; and 15 percent- 16 percent
returned to California, Oregon, Washington,
and Idaho. Today, 142 million—287 million
fish are produced and 81 percent-90 percent
return to Alaskan rivers; 8 percent- 17 percent
return to British Columbia rivers; and 1
percent—1.5 percent to rivers in California,
Oregon, Washington, and Idaho.”
Why does Alaska get such large salmon
runs when a century ago the great Bristol
Bay salmon were virtually extinct? The
only difference for these runs has been to
eliminate over-fishing. In Alaska all fishing

Salem Chamber Calendar for April
For more information, visit www.salemchamber.org

GREETERS networking
FRIDAYS, 8:30am

thursday 11
Show-Biz 2006, Oregon State Fairgrounds,
3-8:30pm

5th - Rural Metro Ambulance at Northern
Lights Theater Pub

Monday 15
Chamber Business Women, Room A, 11:45am

12th - No Greeters this week

Tuesday 16
Leadership Salem, “Ready, Set, Go”, Rooms
A & B, 7:30am.

19th - With Keizer Chamber in the Keizer
Iris Festival Tent (Wittenberg Inn)
26th - Salem Business Journal at Original
Roadhouse Grill

Chamber Business Women, Amador’s
Mexican Food & Cantina, 11:45am

Monday 1
Chamber Business Women, Room A, 11:45am

Wednesday 17
Chamber Business Women, Blue Pepper
Gallery, 6:45am

Tuesday 2
Governmental Affairs Forum. Topic: Marion
County Budget. Rooms A & B, 7am.

Salem Area Young Professionals, “Coaching
From Within Breakfast,” Creekside Golf
Club, 8-9am. salemyoungpros.com

Chamber Business Women,
Mexican Food, 11:45am.

Ribbon Cutting, Super Suppers, 4:30pm.

Amador’s

Wednesday 3
Leadership Salem, Day Coach Meeting,
Room C, 7:30am
Chamber Business Women, Blue Pepper
Gallery, 6:45am.
Thursday 4
Ribbon Cutting and Open House, New Star
Equity Group, 5pm.
Salem Area Young Professionals at Salem
Rodeo, Oregon State Fairgrounds, 5:30pm.
Saturday 6
Ribbon Cutting at Electric Wheels, Inc.
Noon.
Monday 8
Forum Speaker Series, Growth Management
and Annexations, Red Lion Hotel, 11:45am.

Thursday 18
Ag Committee Meeting, Room B, 7:30am.
friday 19
Salem Area Young Professionals at Salem
Stampede vs Seattle Mountaineers, Salem
Armory Auditorium, 7pm. salemyoungpros.
com.
tuesday 23
Leadership Youth, Rooms A & B, 7:45am
Thursday 25
Education Leadership, Institute Orientation.
Rooms A & B, 4pm. kathy@salemchamber.
org.

Fishing Matters: Bruce Harpole
is managed on an “escapement basis”,
meaning they only allow commercial fishing
to begin after a certain number of fish have
entered the rivers to spawn. Meeting this
“escapement goal” prior to commercial
fishing is a hard constraint to follow. With
this system fishing levels become the
dependent variable, not the numbers of inriver spawning fish. In contrast, Oregon,
Washington and California first allow
salmon fishing to occur, and then hope
enough fish return to the rivers to repopulate
the population. This policy does not work.
Fish harvest should only be allowed after
escapement goals are met.
Some argue it is Alaska’s pristine habitat
that is solely responsible for the health of their
salmon stocks. But some Alaska rivers with
healthy stocks are far from pristine; while
several rivers in Washington State that remain
nearly pristine have current escapement levels
at a fraction of historic levels.
So why pick on commercial fishermen
and not sport anglers? Good question,
especially when sport anglers have been part
of the over-harvest problem for decades.
The answer is in the harvest method. Sport
anglers can selectively harvest by using hook
and line, whereas most commercial fishing
methods are non-selective killers. In today’s
world, where abundant fin-clipped hatchery
produced salmon swim side-by-side in the
ocean with endangered naturally spawning
salmon, the ability to selectively harvest
fish is critical. The continued non-selective
intercept fishing of mixed stocks (hatchery
fish, healthy naturally spawning fish, and
Endangered Species Act-listed fish) will only
result in the continued decline of the weakest
stocks, the one’s we are obliged to protect.
The only thing that can save these weak
stocks of salmon is adequate escapement.
Some argue, “What about all the other
problems salmon face, its not just overharvest”? And they’re right. Salmon do face
many other problems; water quality issues,
dams blocking upriver spawning grounds,
irrigation interests reducing in-stream flows,
counterproductive hatchery practices, seals,
fish-eating birds, and stupid humans. But,
these things only come into play once the
fish come back to the rivers. These naturally
spawning fish need to be allowed back to
their natal waters in sufficient numbers for
them to have any chance to recover .
Fin-clipping of hatchery fish provides one
means to change recreational and commercial

harvest methods to allow more ESA-listed
naturally spawning salmon to escape, while
also allowing for a higher harvest rate on
hatchery salmon. It won’t work everywhere.
It would work in many, many more places
than it is currently being used.
One big source of over-harvest is the
Canadian commercial fishermen.
It is
estimated that 69% of British Columbia
commercially caught salmon are returning
to Oregon, Washington and California. A
full 70% of those are ESA listed stocks.
Fortunately, the United States is renegotiating
with Canada on the Chinook portion of the
Pacific Salmon Treaty, and a new federal
policy is to appear by the end of 2006.
Gary Loomis had a good suggestion on
how to solve the non-selective harvest by
commerical fishermen. He suggests the
government subsidize the commerical
fishing industry for a period of three years.
During those years commercial fishermen
and others must come up with a true
selective way to harvest salmon, without
nets and without impact to naturally
spawning fish. By the end of year three, if
there is no program for selective harvest
in place, then the government can help
train the commercial fishermen for a new
occupation. Before you get all weepy-eyed
for the poor commercial fishermen, know
that their industry will not collapse if they
can not kill salmon. In Oregon, only 7% of
the industry’s revenue comes from salmon,
the bulk of their revenue is from Crab,
Whitting and bottom fish.
We must stop the non-selective commercial
harvest of our dwindling salmon stocks
and establish generous basin by basin
escapement numbers. To supply fish for
the public to eat, the Indian Tribes are more
than willing to harvest their allotted salmon,
as agreed by treaty. The harvest would be
more selective and escapement goals would
be more adequately met. Over 2 million
sport anglers from Califorina to the Puget
Sound would have twice as many salmon
available to selectively harvest.
Sport
fishing would boom and so would the small
communities and businesses associated
with sport fishing.
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Three Tips That Help You Select Wireless Services to Power
Your Business
By Kelley Kurtzman, President Verizon Wireless’ Pacific Northwest Region
There’s no question that wireless service
– both voice and data – is revolutionizing
the way we do business today. Technology
is advancing so fast it can be challenging to
confidently select the best wireless products
and services for your business.
Answering three simple questions can
point to the right choices:
1) Where, when and how often will
employees use their phones? 2) Can
accessing data services remotely improve my
business’ efficiency and the service I provide
to my customers? 3) What should I consider
when choosing wireless equipment?
WHERE, WHEN and HOW?
Where will your company’s phones
be used?
Will employees use their wireless services
primarily around town, nationwide, in
rural areas or internationally? All wireless
networks are not created equal. It’s
your business, so network quality and
reliability are critical factors to consider in
selecting your carrier. Verify your potential
providers’ local and national coverage areas
to determine whether they provide service
exactly where your employees will be using
their phones.
Plans do matter. Most carriers also offer
plans bundling nationwide pricing, longdistance calling and no roaming charges,
making virtually every call a local call-- a wise
consideration for business customers whose
employees frequently use their phones for
business travel. Another consideration is
mobile-to-mobile calling. A business team
or sales force can optimize their calling
plan minutes if their calling plan doesn’t
count calls between co-workers on the plan
against their calling plan minutes.
When will the employees use their
phones?
Be sure to consider the calling patterns
and schedules of individual employees.
For instance, an employee who primarily
works during an 8 to 5 business day will
for the most part use what are known as
“peak” calling minutes, whereas an on-call
service crew will likely place and receive

calls during peak and off-peak times. Ask
whether plans are available with unlimited
night and weekend allowances, which could
be very economical for use by an on-call
service crew.
How often will the employees use
their phones?
Another
important
business
consideration
is the estimated number
of calls your employees
will make per day or per
month. Plans typically
include a certain number
of minutes each month
– determined by the
plan’s monthly access
fee – and usage over that
allowance is billed on
a more expensive perminute basis. Customers
may find that, as their
business grows, they
outgrow the plan they
selected.
By
paying
close attention to usage
patterns as their business
grows and identifying
the need to upgrade to a
plan with a larger bundle
of included minutes, an organization can
actually pay less for more minutes by
avoiding costly overage charges. Another
cost-saving alternative is to select a carrier
that offers a business-calling plan that
allows several employees to share from
one pool of included minutes. These plans
typically require a minimum number of
lines and often include unlimited minutes
fo r calls between employees and provide
business managers the ability to monitor all
wireless activity on one monthly bill.
Can Data Make A Difference?
Often the answer is a resounding, “YES!”
Wireless data can help almost any business
become more efficient and productive. For
example, delivery personnel can update
their inventory reports immediately at the
point of sale. Real estate agents can access

MLS listings without having to return to the
office. Sales representatives can view and
modify a business presentation that was emailed to them while they wait for a flight.
Wireless data services increase a person’s
mobility, accessibility and efficiency by
enabling the user to send and retrieve
information
while
away from the office.
With wireless data,
users can browse
Internet
content
on their handsets
or use their laptop
computer or PDA
(personal
digital
assistant) to access
other
Web-based
information
and
download complex
files. Small, credit
card-sized “PC cards”
now let you surf
the web wirelessly
on your laptop at
speeds that can rival
your office LAN
connection without
having to plug into
a phone jack. With
today’s wireless technology, you can truly
have a virtual office.
Another valuable feature is the ability to
send and receive text messages from your
handset. Employees can receive alerts on
their phones to help them stay up-to-date on
news reports, stock price changes, weather
reports and traffic delays. Text messaging
also allows employees to share confidential
information in an unobtrusive way. Group
text messaging can quickly and efficiently
notify a group of employees at once of
emergency meetings, building closings,
system interruptions, and other critical
information. Many carriers offer packages
that include “bundled” text messaging
for a reasonable fee, and some provide
their customers with an online contact
management website that will enable even
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Computer Tutoring
$25/hour

more efficiency options.
Speak with representatives from various
carriers to learn about their suite of
wireless data services. Find out how their
offerings can be implemented to ensure
your organization gets the highest return
on investment and greatest mobility for its
wireless budget.
Which type of equipment?
Choose equipment that fits your needs.
There are a variety of devices available,
from lower-end phones that provide basic
voice calling features, to robust mobile
business tools that combine a phone with
high-speed Internet access, as well as the
ability to download productivity tools and
other custom applications onto the handset.
Many devices have a speakerphone, builtin camera and voice-activated dialing for
hands-free use.
Some devices feature color screens and
advanced graphics capability. Specifically,
some new devices combine a wireless phone
with a PDA that is compatible with various
operating systems platforms; provide
high-speed data and corporate e-mail and
intranet access; and personal productivity
management tools. An array of accessories
like Bluetooth-capable headsets can provide
even more productivity, efficiency, and ease
of use for your business.
Costs for a device can range from as little
as $30 to $300 or more. With most carriers,
current promotions, rebates and signing up
for a one- or two-year service agreement can
help lower the cost of the equipment. And
be sure to ask about multi-line discounts
that are usually available to businesses with
as few as five lines.
Today’s devices – from entry level phones
to advanced PDAs – when combined with
reliable, high-speed wireless data networks,
are revolutionizing the way business gets
things done, as mobile employees send,
receive and view time-sensitive, confidential
information on-the-go.
Kelley Kurtzman is President of Verizon
Wireless’ Pacific Northwest Region

LadyWebPro.com
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Boost Your Bottom Line Through Positive
Publicity
Building Buzz: Tirza Wibel, Public Relations Strategist
Have you ever turned on the news or
picked up the paper and been surprised or jealous - to find a profile on your biggest
competitor? Perhaps you thought it didn’t
matter and that as long as you continue
doing a good job, clients will find you
through word of mouth?
But, what’s the point of doing a good job
or having an excellent product if you’re not
telling people about it and building on your
achievements? By showcasing your success
you’ll rise above your competition, build
powerful credibility while increasing profits
along the way.
Most businesses recognize the need for a
strategic marketing plan. But if your plan
focuses exclusively on expensive ads, direct
mail and slick brochures, you’re missing a
key opportunity to manage your reputation
and boost your bottom line.
Public relations strategy is one of the
most cost-effective ways to influence
target audiences, establish trust and build
credibility for your company. In fact,
according to a new form of marketing
science called “marketing mix modeling”
- a statistically analysis that compares
marketing activities - every dollar invested
in PR will return an average of $6.
Not to be confused with advertising or
marketing, PR is a broader and usually longerterm program. More than just press releases
and company newsletters – PR is a proactive
approach to managing and maintaining your

company’s image and generating third party
credibility through strategic news placement
and positioning strategy.
Effective PR will help build relationships
with specific audiences, establish trust for
your business and bring results through
sales generation. It’s a way to highlight your
success and expertise, and tightly position
yourself in your marketplace.
Tools
for
Building
Positive
Perceptions
A PR plan will help you identify your key
messages, evaluate current perceptions
about your business in relation to how you
want people to feel about your company
and develop a program to communicate
the messages you want perceived to each of
your target audiences.
As part of the PR plan, a variety of tactics
working together will increase awareness for
your company, build buzz and excitement
for your business or products and establish
your company and company executives as
industry leaders and trusted experts. Your
plan may include such tactics as:
•
Media relations and proactive story
generation
•
Video news releases (VNRs) and public
service announcements (PSAs)
•
Conference and speaking opportunity
placement
•
Editorial services and bylined article

writing and placement
Internet publicity and new media PR
(blogs, podcasts, etc.)
•
Signature events and trade show
management
•
Internal communications to help boost
staff morale, train staff to be part of
your team of spokespeople and assist in
staff recruitment and retention efforts
•
Crisis communication strategy
•
Public affairs and lobbying
PR As Part of a Bigger Campaign
Although advertising can be an integral
part of a successful marketing campaign, far
too many businesses make the mistake of
focusing solely on advertising. Advertising
succeeds in getting your messages out but
doesn’t bring the validity and credibility of
third-party endorsements. This can only be
achieved through proactive PR.
Additionally, while advertising can
bring instant awareness for a company or
product, without the support of PR, the
effects won’t be long-lived. PR provides the
long-term stamina and builds trust for your
company over time. Simply put, according
to an unnamed expert, “an ad is worth a
thousand words but an article is worth a
thousand ads.”
As part of a comprehensive integrated
marketing
communications
strategy,
a strategic PR plan will build trust and
•

credibility for your brand while marketing
and advertising tactics will help defend your
brand. Consider how a strategic, integrated
approach combining PR, marketing and
advertising can help you reach your target
audiences on multiple levels and reach your
bottom-line goals.
With a little bit of time, energy and
proactive publicity, you’ll reap the longterm benefits of a strategic PR plan.
Who knows? Perhaps the next time you
open the paper it will be you grinning up
from the front page.
Tirza Wibel is Public Relations Strategist/
Account Director for corecubed, a strategic
marketing communications agency with offices
in Silverton, OR and Louisville, KY. Wibel is a
publicity expert and media placement specialist
who gets results. She is a member of the Salem
Capitol Chapter of the Public Relations Society
of America (PRSA). In 2002 she won the PRSA
Totem Citation of Excellence for the branding and
national launch of a high-tech client. Wibel heads
up corecubed’s Oregon office, offering full service
public relations, marketing and design services.
For more information visit www.corecubed.com
or email tirza.wibel@corecubed.com.

SizzLing SuMMER SoundS
Music from the 50s, 60s and 70s
On Salem’s First Choice
KBZY 14 Ninety

If it’s happening this summer
in the SALEM AREA,
you’ll hear it on KBZY
Doc Nelson Roy Dittman Terry Sol
Justin Herr Rick Allen Bill Isabell
Rich Baily Karen Karsen Terry Long
Wendy Paulson Ron Norwood
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First Commercial Receives Commercial Transaction of the Year Award
First Commercial Real Estate has been
awarded the annual Bill Frey Commercial
Transaction of the Year Award, for their
work in brokering the sale and development
of the new MaPS Administrative Building in
downtown Salem. Total project value was
$9,766,000.00.
“The MaPS transaction was extraordinary
complex and extended over a period of 2
1/2 years,” said Terri Frohnmayer, Broker
of First Commercial Real Estate. “We are
proud of our work in helping MaPS find
a new home, and pleased that the Salem
Area Realtors who judged our application
recognized the scope of this project.”
The Bill Frey 2005 Awards ceremony
was held Saturday, April 8 at the Salem
Conference Center, and was attended by

brokers in the area. First Commercial also
received the award in 2003, for their work
on the Don Pancho/Marion Polk Food
Share project.
The MaPS project, which started as a
simple buy/sell requirement, evolved into a
creative, out-of-the-box project. Frohnmayer
and partner/Broker Jeff Corner, also of
First Commercial, worked diligently with
key players at MaPS, developers, the City
of Salem, and downtown neighborhood
associations, to ensure that complex
transaction was successful.
The transaction included acquiring
property for the new MaPS administration
building; build-to-suit development of
the 43,000 square foot office space plus
parking; and sale of MaPS 26,000 square

Salem Pilates to offer FREE class
National Pilates Day is May 6. As part of
the festivities, Salem Pilates will offer a FREE
Pilates class at two locations.

Pilates is currently one of the most popular
exercise trends in America.
Developed by Joseph Pilates in the 1920’s,

The mat class will be taught by Salem Pilates

Pilates is a method of resistance training that

owner Rob Harvey. Rob has completed over

uses specific equipment and exercises in order

600 hours of rigorous Pilates Inc. certification

to increase core strength, spinal strength and

in New York City, considered the mecca of the

flexibility. Pilates mat classes also develop core

Pilates world.

strength and flexibility.

Salem Pilates, located at 241 State, downtown,

Free Pilates Class, Saturday, May 6 from

offers a full range of authentic Pilates equipment,

9:30-10:30 a.m. at 241 State Street, or from

including the Reformer, the Cadillace and the

1:00-2:00 p.m. at Indigo Wellness Center, 3276

Spine Corrector, all of which may be used only

Commercial SE.

under the supervision of a certified instructor.

For information, call (503) 409-1570 or email
rob@salempilates.com

A non-impact yet weight-bearing exercise,

Stayton Prudential Real Estate Office
Places No. 2 in Western Region for 2005
The Stayton office of the Prudential Real
Estate Professionals has placed second

20 sales associates. The Stayton office has
The Stayton office joined the Real Estate

Western Region of the national Prudential

Professionals in 1985, before the company

Real Estate network, announced Byron

affiliated with the Prudential network

Hendricks, owner and managing broker.

several years later.

The placement earned the office a berth in

office consistently is the number-one selling

the national Prudential’s “Round Table.”

real estate office in the Stayton-Sublimity

Prudential’s Stayton

Since 1979 • When Quality Counts

Wood and Gas Stoves
Sales & Service

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, uncrowded, secure, park-like settings, beside
some of NW Oregon’s finest rivers and lakes.
For more info: toll free (877)571-8947 • ofc@ofc.org • www.ofc.org

The Lighting Gallery

Salem’s Premier Lighting Showroom
•
•
•
•
•

Salem’s Largest Lighting Selection
Local Family Owned & Operated
Residential & Light Commercial
Free On-Site Walkthroughs
Extensive Selection of Parts and
Specialty Light Bulbs

market area.

The Silver Creek Chimney Sweep & Stoves
Regency & Hampton

growth of the north downtown core, and
the increased livability of the surrounding
neighborhood.
A recognized business and community
leader, MaPS is the ninth largest statechartered credit union in Oregon, with $247
million in assets and more than 37,000
members.
“First Commercial’s diligence, the ability
to bring the right parties to the table,
all the while doing things in ways that
complemented our corporate values, made
this project possible,” said MaPS Executive
Vice President and Chief of Marketing
Addy Hesse. “First Commercial showed
great respect to the community. They made
sure that the client was cared for, and the
community was cared for.”

16 associates.

in residential units sold for 2005 in the

The category includes offices with one to

foot Hines Street property.
Also included was the 8,900 square
feet lease back of the Hines property for
continued branch operation by MaPS, and
a master lease of 17,000 square feet of the
new MaPS administration building by the
developer.
The transaction was noteworthy because it
significantly decreased financial risk at both
the time of purchase and leasing; allowed
a seamless transition from old building
to new property without disruption of
services; and provided a facility that MaPS
can expand into at a future date, without
current financial risk.
The new MaPS property also established
an anchor for upcoming Urban Renewal
projects that will ensure the healthy

Caps
Stainless Steel liners
Masonry Repair
Hearth Accessories
Dryer Vent Cleaning

Scott Hess • 503-873-3254

Experience our

service,
savings, and
selection

The Lighting Gallery
OCSA & NFI Certified

CCB 153004

Podcasting now at www.SalemBusinessJournal.com

Visit our showroom at:
2425 25th Street SE
Salem, OR 97302
503-364-2715
www.LightupSalem.com

Featuring
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Opinion

Michael Patrick O’Connor
Constructive Criticism
It’s easy to take unconstructive and often
destructive swipes at people or institutions.
No one does it better than that officious and
odious species called “The Critic”. It is an
animal that has many breeds from the Food
Critic with its barbed tongue that supposedly
offers it a superior palate to the Movie Critic
with his or her jaundiced eyes.
There are all sorts of media critics out there.

A pack of them, acting like jackals or hyenas
routinely make coordinated and tactical
assaults on Portland’s only daily paper,
calling The Oregonian, The Boregonian.
Excuse me, but that reference is tired and
wholly inaccurate as the paper has just
received another coveted Pulitzer Prize—it’s
fourth since 1999—for a series of editorials
highlighting the deplorable conditions at

the state mental hospital, here, in Salem.
Mental illness is a horrible thing to endure,
especially since those afflicted with it are
often treated like second class citizens. In
my life, I have had the pleasure of getting to
know several schizophrenics whose insights
in moments of lucidity border on genius.
And yet, their minds are under a constant
assault, ringed by a relentless army of
demons who have no empathy.
The Oregonian’s associate editors Doug
Bates and Rick Attig should be commended
for an empathetic and candid look at the
dysfunctional aspects of “Oregon’s Forgotten
Hospital”, a building and system that also
served as inspiration for Ken Kesey’s One
Flew Over the Cuckoo’s Nest. Along with
reporter Michelle Roberts and photographer
Rob Finch, these courageous men offered
up a constructive and unflinching look at a

building in disrepair that, in my opinion, is
a symbol for a system that appears broken.
Criticism does have its place in society and
when mental health patients are relegated
to inferior treatment in perpetuity as has
happened here, in Salem, a spotlight should
illuminate such injustice. I, for one, find it
reprehensible that deceased patients’ ashes
had been left in corroding cans on shelves
that were euphemistically labeled urns and
merely assigned a number. If it wasn’t for
The Oregonian, such a despicable act would
have remained cloaked in shadow. Such
a revelation is nothing to yawn at. Upon
learning of this tragedy my jaw slackened
at the inhumanity existing in my backyard.
I hope that this business practice—and I
use the term exceedingly loosely—has been
halted.

Being Gassed and Drunk on Diesel
I don’t think we’ll ever get off “the sauce”
called fossil fuels even though we are well on
the way to becoming dinosaurs by traipsing
around the earth in our cars. Don’t get me
wrong, this opinion piece is not another
call for social engineering—something I
loathe by the way. In fact, I like my vehicle
and am unabashed in saying it’s a very
“Republican” SUV. Freedom of choice is
what makes this country great, but with
choice comes responsibility. Observing the
trees, our motor vehicles need to get better
gas mileage. Seeing the forest, this nation
must come up with alternative fuel sources
or run the risk of suffering at the hands of
other nations.
I think an old acquaintance and currently
United States Transportation Secretary
Norman Mineta said it best when announcing
new fuel economy standards in late March:
“Saving fuel is as important
to our national security and
economic viability as it is to
preserving our environment.”
Whether you are a fan of the
Bush Administration or not,
one should give #43 credit for
being a team player in January’s
State of the Union address
when he huddled up with those
who bothered to listen to stress

DeLon BMW
Larry Ramage
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

Sales Manager

that our beloved nation must curtail its real
addiction to foreign oil.
I’ve been writing these last few months
about the confluence of events that has a
reemerged totalitarian Russia teaming up
with an emerging capitalistic China. Things
are topsy-turvy. If we do not recognize the
efforts of other nations to counteract our
sphere of influence on the world stage, they
will take the leading roles and America will
become a minor player, perhaps even an
understudy to others who don’t have the
United States’ best interest in mind.
Bottom line: I’m not advocating that we quit
gas “cold turkey” or that we give up coming
to the pump altogether. I, for one, like to
imbibe. However, the gasoline drinking
binges must end or the consequences will
be dire indeed.
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You Can’t Always Get What You Want
The Rolling Stones insist that “You can’t
always get what you want” and they are
right…for those who believe them. For the
rest of us who know better, there’s hope.
Getting what you want is absolutely possible
with a simple and effective process called
“goal mapping”. A tried and true system for
achieving your goals, goal mapping puts you
on track to success with four easy steps:
1. Discover what you want and commit
to achieving it. You can’t get what you want
until you clearly define what you want.
Give yourself space to engage in possibility
thinking and discover what you’d truly like
to accomplish. To do that, consider these
questions: What would you do, personally
or professionally, if there were no perceived
obstacles in your way? What one area of
your life or business would you work on
that would have the biggest impact right

Coaching From Within: Jennifer Powers, Life Coach
now? Once you have clarity around your
specific goal, write it down, share it with
friends, family and associates. By doing so
you commit to settling for nothing less. Put
it “out there” and watch it come right back
to you.
2. Visualize arriving to your goal. Consider
how it will feel when you are there. What
will it bring you? Where will you go next?.
Set yourself up for success by taking the
opportunity to imagine your goal as a reality.
Visualization is one of the most effective
ways to shift your thought processes. Seeing
is believing! If you can see it, you can do it!
3. Explore and utilize your boundless
resources. Begin by researching and using

For more about
Jane’s experience and
qualifications, go to:
www.JaneAikenforjudge.com
Paid for and authorized
by Jane Aiken for Judge
Committee
520 State St. / 503.371.8606,
David A. Rhoten, Treasurer

…Because Experience Matters

“AIKEN is the best choice for
Salem municipal judge.”
Statesman Journal Editorial Endorsement April 14, 2006

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.

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

New Ownership
New Management
The Best Prices in the Industry!

33% Below Market Value on Collision Repair
2815 Silverton Rd. NE • 503-581-8111
Near Fairgrounds

contacts you already know (and people you
haven’t met yet) to seek help and guidance.
Who do you know that can support you?
Who should you be hanging out with,
connecting with or introducing yourself to?
How can they help you? If they can’t, who
do they know that can? Consider partnering
with others who have achieved what you
are after, and ask them for tips or a push
in the right direction. You’ll be amazed at
how many people are willing to share their
wisdom and experience…plus, they’ll be
flattered that you asked!
4. Create your action plan. Again, be
specific here. Set a realistic goal date and
mark it on your calendar. Then, break down
your big goal into bite-sized action steps
and plot them on your calendar working
backwards (this is where the “mapping” part
comes in). To keep the momentum going,
set daily, weekly and monthly goals and stay
accountable to them. Tenacity and forward
movement is what will help you reach your
objective.

Success is available to all of us. With clearly
defined goals, a willingness to ask for help
and a mapped out plan of attack, it might
come easier than you think. I encourage
you to follow this process for your personal
and professional goals no matter how big or
small. Before you know it you’ll be proving
The Stones wrong and singing to the tune
of success.
Jennifer Powers, MA., CTACC, is a successful
business and life coach, facilitator and speaker.
She works passionately to help people define
their goals and create an effective action plan to
reach them. Jennifer’s practice, Coaching from
Within, is based in Salem. Visit her at website at
www.CoachingFromWithin.com or drop her an
email at Jennifer@CoachingFromWithin.com.
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City of Salem Construction Permits
Provided by the City of Salem Buildings and Safety Division
Commercial Alteration
220 Liberty St. NE
$90,000.00
503-364-2099
Commercial Alteration
845 Bassett St. NW
$219,000.00
503-722-4390
New Commercial
4705 Turner Rd. SE
$646,000.00
503-585-3986
New Commercial
655 Taggart Dr. NW
$260,400.00
503-670-0234
New Commercial
3990 Aumsville HW SE
$315,000.00
503-588-7947
New Commercial
675 Taggart Dr. NW
$509,640.00
503-670-0234

Commercial Alteration
$136,566.00
2330 17th ST NE B
Katrina Kam
503-986-0776

Commercial Alteration
$80,000.00
4555 Liberty RD S 200
Eric Peterson
503-409-5843

Commercial Alteration
$112,050.00
2330 17th ST NE C
Katrina Kam
503-986-0776

New Fire System
$30,200.00
2837 22nd ST SE
Ben Dawson
503-683-9000

Commercial Remodel
$45,000.00
1122 Lancaster DR SE
Larry Dennis
503-307-9321

Commercial Remodel
3125 Kettle CT SE
Salem Heating and Sheet Metal
503-581-1536

New Commercial
891 23rd ST NE
II- S Mechanical INC
503-769-3738
Commercial Remodel
$200,000.00
241 Liberty ST NE
Maggie Bjorgum
503-390-6500

Commercial Structure
1465 25th ST SE
Salem Sign Company INC
503-371-6362

Change of Occupancy
$200,000.00
255 Liberty ST NE
Maggie Bjorgum
503-390-6500

Commercial Addition
$19,600.00
1685 Salem Industrial DR NE
Michael Scalise
574-825-9088

Commercial Addition
$20,000.00
2325 4th ST NE
Robert Hornaday
503-363-5510

New Commercial
3524 Fisher RD NE
Jet Heating INC
503-363-2334
Commercial Addition
$5,000.00
3575 Liberty RD S
503-245-7100

New Commercial
$23,990.00
3424 25th ST SE
Ronald Sterba
503-559-3191
Fire Systems Remodel
$197,000.00
4600 25th AV NE
Marc Burleson
503-581-4114
Commercial Remodel
370 Church ST SE
CJ Hansen CO INC
503-362-3643
Commercial Alteration
$8,000.00
2920 Commercial ST SE
DEBCO IND INC
503-647-2015
Commercial Addition
$87,000.00
5005 Commercial ST SE
Tom Richardson
503-605-4159

Commercial Remodel
860 Oakhill AV SE
Pacific Rim Contracting
503-655-7791

Commercial Alteration
$10,000.00
C D REDDING
CONSTRUCTION INC
503-581-0048

New Commercial
$59,000.00
2631 Hawthorne AV NE
U STORE HERE LLC
503-364-7177

Fire Systems Remodel
$4,354.00
Jet Fire Protection LLC
503-363-2334

New Commercial
$59,000.00
2633 Hawthorne AV NE
Dennis Taggart
503-364-7177

Commercial Remodel
Fire Restoration
$1,500,000.00
100 High ST NE
Richard Rothweiler
503-581-4114

Grand OpeninG
market center open house
may 11, 2006 • 4:30-7:00 pm

Commercial Remodel
$52,000.00
4285 Commercial ST SE 210
503-224-9560
Commercial Repair/Remodel
2450 Lancaster DR NE
C J Hansen CO INC
503-362-3643
Fire System Addition
$7,406.00
4999 Skyline RD S
Simplex Grinnel LP
503-683-9000
Accessory Structure
$16,000.00
2610 Pheasant AV SE
Central Valley Contractors INC
503-393-5000
Commercial Addition
$110,000.00
5121 Skyline Village LP S
CRICKET COMMUNICATIONS
503-975-0403
Commercial Remodel
$83,062.00
1104 Savage RD NE
Salem Keizer School District
503-399-3095
Commercial Remodel
$225,000.00
2809 State ST
State of Oregon- Corrections
503-945-9090
Commercial Remodel
$50,557.00
725 Market ST NE
Salem Keizer School District
503-399-3095
Commercial Remodel
$139,948.00
3165 Lansing AV NE
503-399-3095
Commercial Remodel
$56,461.00
1075 8th ST NW
503-399-3095
Commercial Accessory Structure
$4,350.00
1550 Fabry RD SE
Salem Sign Company INC
503-371-6362
Commercial Addition
$6,900.00
2837 22nd ST SE
503-519-3043
New Fire System
$24,263.76
1300 Mill ST NE
Matthew King
503-709-8589
Freestanding Sign Erect
2025 State ST
Sign Crafters of Oregon INC
503-364-0909

FOOd, Fun, and a new lOOk!
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Looking for a piano?

Weathers Music has the one for you!
Spinets from $995
Uprights from $995

•
•

Consoles from $1595
Grands from $5995

Consoles in popular decorator finishes
Uprights for demanding professionals
Grands for home, studio or stage
DISKLAVIER – State-of-the-art Player Grands
Generous selection of used pianos too

503-362-8708
2825 Commercial SE • Salem
Since 1970
Local delivery and tuning included
Hours: Mon-Sat 10am-6pm
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Nopp’s
Jewelry & Art

201 Commercial NE
Salem • 503-399-0333
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View all Willamette Valley listings at
www.windermere.com

live!

View all of our office listings at
www.salemwindermere.com

MaxiMuM ExposurE
when you’re ready to sell

At Windermere, we’re proud to say that our Website offers maximum exposure for
properties for sale. After all, Windermere.com receives more than 2 million visits
each month, and listings with our Website’s Photo Gallery feature are viewed more
times than those without. It’s like an open house – 24 hours a day, 365 days a year.
List your property with Windermere. Get results.
Carolyn Alexander
Andy Anderson
Aimee Baxter
Murray Beck
Cris Brennan
Julia Buckland
Glenn Busche
Al Bushey
Cindy Bushey
Brian Canini
Anne Chapman
Torry Chapman
Nancy Cottle

Jan Day
Lowell Dean
Ed Desmarteau
Mike Emerson
Pam Fields
Rich Ford
Bob Frey
Hannah George
Ginny Gerard
Sheryl Jaskoski
Jessica Kliewer
April Larson
Jo Ann Leadingham

Henri Lemon
Michelle LeTourneau
Jennifer Logan
Shari Lowery
Rick Lund
Pam McColly
Karen McCoy
Larry Miles
Brian Miller
Debora Miller
Janey Mills
Candis Nelson
Zina Ovchinnikoff

Don Paterson
Bonnie Pattyn
Corrinne Rawlins
Bob Riggi
Eric Sheets
Vonda Sheets
Skeet Shepherd
Vera Stanley
Chris Stewart
Gerry Stewart
Lauren Teubner
Kathy Tooley
Catherine Ulrey

SERVING SALEM, KEIZER, DALLAS, MONMOUTH AND SURROUNDING COMMUNITIES
4285 COMMERCIAL ST SE, SUITE 100 • SALEM, OREGON 97302
www.salemwindermere.com • (503) 391-1350 • Salem@Windermere.com

Kim Uselman
Sandy Wasserman
Mike Waters
Jeff White
Jim Whiting
Mark Willis
Steve Willis
Mike Winters
Nancy Wood
Chris Workman
Leona Wyatt
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Experience in Real Estate really does make the difference.

Featured Listings

Most Popular Burger in Gold Beach
Outstanding opportunity to own turnkey restaurant doing excellent volume!
Remodeled in last 2 years. Close to beach
with ocean view from dining room.

Tillamook Dairy

Suitable for 300+ cows, 125 acres, 4 homes,
machinery and cattle available.

Highly Desirable West Salem

4 br, 2.5 ba, 2451 sf. Beautiful corner lot
with gorgeous mountain views!

Thanks to all who participated in the Annual
MS Walk and made it such a success!
The John L. Scott Foundation
It’s For The Kids

~ Together ~

We Can Make Miracles Happen
www.JohnLScottFoundation.com

725 Commercial Street SE
Salem, Oregon

(503) 585-0100

LOOKING FOR A CAREER CHANGE? Have you considered a career in real estate? Pre-license training now available for $500.
We provide the tools and support to get your business started. Call Cecily Parks at John L. Scott Salem at 503-585-0100.

