MORNING
REPORT

DAILY

ON KBZY
AM 1490

Salem Business Journal
S e r v i n g

t h e

M i d - W i l l a m e t t e

Salem, Oregon

V a l l e y

October 2006

Vol. 2, No 10

West Salem Studio Makes Waves in Nashville
by tim buckley
People in and around Salem in
the 1980s might wonder what
happened to Kevin McCarthy.
The lead guitarist for the local
rock band Gemini won a studio
recording contract and then
toured the country by opening
for bands like Foghat and
Jefferson Starship.
Realtors here in the late
1980s might remember Kevin
as a successful broker. His wife
certainly does! They met and
married in the early 1990s and
then worked together at a local
John L. Scott office.
While it may be one of Salem’s
better kept secrets, lots of
famous folks in Nashville, L.A.,
London and New York know
about Cityview Recording and
McCarthy’s creative touch.
Among other accomplishments
since 2000, he has written
five “albums” for others. One
garnered a #8 spot on the
Billboard chart for Adam
Marshall who is the nephew of

Kevin McCarthy, owner of Cityview Recording Studio in West Salem, has worked with some of the best
musicians and engineers in the world. He said that being in West Salem is not a deterrent to finding
work, whether strictly as a recording technician, a musician, composer or as producer of an artist’s CD.

country star Buck Owens.
“What began as a small, 8-track
song writing workstation for me
took on a life of its own,” McCarthy
said. Cityview’s recording capacity
now tops 100 tracks in 24-bit digital
sound and may only be rivaled by a $1
million studio in Portland.
McCarthy’s first love is music and
composing music. McCarthy carves
out time each week to work on his
own CDs, but spends the bulk of his
time attending to the various needs
of other artists. “Many times, people
will come to me with the lyrics and ask
me to write the music,” he explained.
“Other times, I get only ideas and they
want me to do the whole thing.”
Besides his mainstay guitar skills,
McCarthy also plays the keyboards,
saxophone and drums.
He also
doubles as a sound engineer and
mixing technician. Those skills were
honed while working on a variety of
client projects in Nashville.
Those who watch local cable channels
Continued on page 

New Faces of Salem Real
Estate & Lending
By Michael Patrick O’Connor
The housing market, like the Earth’s
gravitational pull, is attractive. It has not
only led many to buy property in recent
years but has also led a host of people
to choose real estate and residential
lending as a career. Salem’s housing
market has not been red hot like other
areas around the state recently—namely
Portland and Bend—but that has made
it an attractive alternative when it comes
to affordability.
Continued on page 

Maggy Welker of Windermere Pacific
West Properties, Incorporated
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Downtown kitchen store celebrates five years in business.
Story on page 6.
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Escape the Mold of Mega Banking
If you’re ready to break the mold of mega banking, come and see us. With a quality approach to banking
that’s been around for more than 80 years, we’ll be glad to show you how much better banking can be.

www.pioneertrustbank.com
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Ginsler has found Salem a great place to
nationwide.
from the hard-court to the business world.
launch a real estate
It is quite common for real estate
Teamwork, communication and discipline
Jake Buckendorf has been
career.
“With Salem
brokers to team up with favorite lenders
are required in both sports arenas and at
representing homebuyers
being the capital of the
and Michael O’Rielly
the office, according to
and home sellers for five
state, people are always
has
also
cultivated
Defrees.
years. Choosing to forego
going to be working
those
relationships
Another individual on
a
traditional
college
here,”
Ginsler
said.
while
concentrating
the real estate fast track is
education, the Sprague
“As far as the (Salem)
on servicing customer
Molly Culick Harris (don’t
High School graduate
market, it’s one of the
niches
like
helping
put a hyphen between
followed the advice of a
lowest cost-wise on the
fellow veterans enjoy the
Culick and Harris). If the
grandparent and chose a
I-5 Corridor.”
American Dream through
name is familiar to you,
different path to success.
Holly Ivy-Wyllie came
Veterans Administration
she was the proprietress
He began his real estate
to real estate after
loans.
of Byzantium for eleven
career with Prudential
honing her sales skills in
“One individual I’ve
years in Salem and
Real Estate Professionals
the telecommunications
tried to team up with on
also opened a women’s
but currently is a rising
industry.
Ivy-Wyllie
the VA side of things is
clothing
boutique
star with the RE/MAX
says she may only have
Pete Zielinski. He’s a
under the same name in
equity group, inc. At just
a few months of real
first Gulf War veteran…
Portland’s Pearl District.
Jake Buckendorf of RE/MAX
23, Buckendorf owns
estate experience, but
Marine Corps,” O’Rielly
Seeking a change of pace
equity group, inc.
seven properties including
anticipates sales success
said.
O’Rielly himself
after more than a decade
London Ginsler of RE/MAX
four rentals (one in Salem,
with John L. Scott Real
served in the U.S. Army
running retail stores,
equity group, inc.
one in Lebanon and two in Bend).
Estate since the sales rubrics are the same.
during the current Iraqi
Culick Harris started
Buckendorf was able to acquire his own
She regards herself as an effective negotiator
conflict.
shopping around for a
real estate holdings with his wife—the
who is dedicated to fulfilling her clients’
A newer member to the ranks of lenders
real estate agency to partner with.
couple is expecting their first child next
dreams.
but no stranger to the world of business
month—by concentrating his energies on a
“Home ownership is a huge purchase for
and finance is Conrad Venti of Landmark
Continued on page 
geographic area.
somebody and to get to
Mortgage
Company.
“I specialize in south Salem; mostly the
that point where you’re
Venti previously worked
97302 and 97306 zip code…small south
a first time buyer or
with U.S. Bank in Salem
Salem acreages is what I like to do. That’s
moving up. The way the
for three years while
SERVING THE MID-WILLAMETTE VALLEY
where I grew up. That’s the community
market’s going, it’s a great
obtaining his degree
www.salembusinessjournal.com
that I know. Basically who I work with are
investment,” Ivy-Wyllie
at
Western
Oregon
Publisher
Bruce Taylor
friends of friends and family of friends.”
opined.
University. The departure
Managing Editor
That approach has paid off as Buckendorf
Ivy-Wyllie chose to
from the bank is allowing
Gwen Graham
Associate Editor
was singled out in June as the #6 producing
partner with John L. Scott
Venti to—pardon the
Michael Patrick O’Connor
RE/MAX agent in the Pacific Northwest
after interviewing with a
pun—branch out.
Contributing Writers
region.
total of six firms.
“When I bought my
Carolyn R. Bolton
Bentley Gilbert
Buckendorf forecasted that Salem area
“At the end of the day,
house (last) November, I
Gwen Graham
real estate prices will continue a steady rise
I really had a good feel
developed a passion for
Rachael Mortensen
Michael Patrick O’Connor
because of a stable job market. He pointed
at John L. Scott. We’re
real estate. My fatherCasey Pons
to the number of state workers, an expansion
ranked number seven in
in-law Jay Gordon is the
Jane Reeder
of Salem Hospital and the construction of
the nation. We might seem
executive vice-president
Dining Editor
Lullu Truitt
both a PepsiCo bottling plant in Albany and
like a small organization
of
Willamette
Valley
Holly Ivy-Wyllie of John L.
Contributing Columnists
a Lowe’s distribution center in Lebanon as
but we actually have high
MLS (Multiple Listing
Alice Berntson
Scott Real Estate
Bill Bradbury
reasons for his optimism.
productivity on a national
Service) and in having
Tim Buckley
For another lifelong Salem-Keizer resident
level. We’re in Oregon,
conversations with him…
David Chandler
Katy Coba
like Michael O’Rielly, becoming a RE/MAX
Washington and Idaho,” she added.
it sparked my interest in real estate but I
Randall Edwards
equity group, inc. broker is proving to be a
For Michael O’Rielly the choice to go with
didn’t want to be a real estate agent. I love
Elaine Gesik
good bet and an exciting career move:
RE/MAX hinged on a number of things, not
lending and I love finance and working with
Bruce Harpole
Linda Harris
“After six years in the (National) Guard, I
the least of which is the company’s on-going
numbers,” Venti stated.
Ken Inlow
wanted to be back in the civilian world and
support structure and referral network.
Another new recruit to the mortgage
Bill Isabell
Mike McLaran
had thought about real estate and had been
“They’re such a big brand. The advertising
lending business is Jess Defrees, a loan
Patti Milne
around it for a few years
(expenditure) and the
officer with Silver Falls Mortgage, a whollyJennifer Powers
and decided with the rate
capabilities RE/MAX has
owned subsidiary of Silver Falls Bank of
Bo Rushing-Barnes
W. Ray Sagner
of deployment around the
is so far above any other
Silverton. Defrees claims to have always had
Randy Sutton
world it’s kind of hard to do
organization.
They’re
a knack for numbers (e.g. math or financial
Janet Taylor
Advertising Manager
both…it’s an either or…so I
doing the innovative stuff
information) and was able to marry that
Casey Pons
decided to do real estate.
with the new Lead Street
aptitude with a penchant to want to help
Account Executive
I love it. I’m interested in
program and remax.com,”
people. Gravitating to lending was a natural
Lindzey Taylor
Carlin Taylor
business and what’s going
O’Rielly said. Lead Street
path for him to pursue.
Graphics Manager
on in the community.
allows RE/MAX brokers
“The job kind of found me,” Defrees said.
Gwen Graham
Technical Support
With the schedule I have,
to enhance listings with
“I realized how good a fit it was based on my
Real Estate...Continued from page 
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it allows me to be involved
everything from photos to
with community events.”
virtual tours.
O’Rielly said he is active in
Colleague London Ginsler
both the Salem and Keizer
agrees that RE/MAX has a
Chambers of Commerce
paragon marketing system
when he’s not working
and was eager to promote
with clients to find homes Michael O’Rielly of RE/MAX a couple of the residential
or holding an open house
equity group, inc.
lenders she enjoys working
for a seller.
with. “We pretty much
Salem has also been a
stick with Keith Wadleigh
good fit for a transplant to the area. London
of Sunset Mortgage and Janine Marshall.”
Ginsler works with real estate veterans
Ms. Marshall is employed with Washington
Rick and Andie Hoffmann at RE/MAX and
Mutual Home Loans. WaMu is, of course,
hails from the Bluegrass State of Kentucky.
one of the leading home loan lenders

personal traits and my love of numbers,” he
added.
Defrees is philosophical when it comes to
his approach to business saying, “If you’re
doing what’s right for people, it creates a
business that’s sustainable.”
Silver Falls Mortgage intends to open a
branch office in neighboring Silverton and
Defrees is tapped to be one of three loan
officers scheduled to set up shop there. The
selection is a natural one as he grew up in
both Silverton and Salem.
As a former prep basketball player,
Defrees contended that qualities transfer

Scott Rainey
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Justin Kimble
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will almost certainly hear McCarthy’s work
in the form of TV advertising jingles that
are yet another revenue stream for Cityview
Recording.
To those who might equate West Salem’s
capability for recording services to how
cartoonist Walt Kelly portrays journalists in
his Pogo comic strip, McCarthy says: “Take
a closer look.”
“I’ve got more than $100,000 invested
in equipment here,” he said. For voice
recording, McCarthy uses E-47s, modernized
tube-powered microphones that cost $5,000
each. Focusrite microphone pre-amps help
vocalists to sound smoother. McCarthy also
has an electronic device that turns sharp or
flat vocal notes to tone-perfect ones.
“Everybody comes away from here with a
dynamite voice recording,” McCarthy said
while laughing. His Apogee C777 “Big Ben”
digital conversion and clocking technology
makes certain all inputs --- both analog and
digital — come out perfectly synched in 24bit packets.
His postman, a former rock n’ roll
drummer, is plenty impressed, having been
asked on occasion (off hours, of course!)
to jam with McCarthy. As a regular in
the neighborhood, he’s witnessed plenty
of top echelon musicians come by to visit
and work. For example, Elton John’s bass

Salem Business Journal
player stopped by just a couple of weeks
ago. The postman asked McCarthy if he
wouldn’t mind putting up the red flag on the
mailbox as a signal when somebody famous
is there. “He said he’d use that as an excuse
to deliver the mail to the door that day,”
McCarthy laughed.
Melding a hectic home-based business
with his wife’s even more intense real estate
business does not seem to phase McCarthy.
Pam McCarthy holds a Masters in Public
Administration and manages a firm with
more than 40 agents. She has her husband’s
admiration. “If Pam weren’t who she is, I
wouldn’t be here doing what I’m doing,”
McCarthy said.
Right now McCarthy is sequestering
himself for a month this fall to begin laying
down the tracks of what might become two
separate new CDs released under his own
Kevin McCarthy Band title.
“I’ve been listening to a lot of groups like
Coldplay and Five for Fighting and I’m
aiming for a more introspective album with
piano and acoustic bass,” he said.
McCarthy plans to play the majority of
instruments and do the engineering. But
he’s asked a few friends if they might like to
be session musicians for him—the drummer
for Journey is at the top of the list. Watch
for the red flag on his mail box!

Development Opportunities:
Albany – For Sale:
3.3 Acres zoned Light Industrial near I-5 -3055 Salem Ave. $1,175,000.00
4.63 Acres zoned CC across from new Ray’s Market – Hickory Street $1,210,916.00
1.11 Acres zoned CC between Chevron and Jiffy Lube – North Albany Rd $535,790.00
Salem – For Sale
1.63 Acres zoned RA Homestead Road $250,000.00
Woodburn – For Sale
1.25 Acres zoned GC across from WalMart, I-5 visibility Stacey Allison Way $974,250.00
Please call for office, retail, and industrial leasing opportunities. . . .

503-586-7402

Elaine Gesik, Broker
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added. Welker is thrilled with Windermere’s
commitment to local communities. The
Just like RE/MAX was the proper fit
company and its associates donate a portion
for Jake Buckendorf, London Ginsler
of every sales commission to the Windermere
and Michael O’Rielly and John L. Scott
Foundation, a non-profit organization
was the best match for Holly Ivy-Wyllie,
dedicated to helping the homeless and lowCulick Harris lauds what Coldwell Banker
income families.
Mountain West does for her.
For only being in real estate for several
“Coldwell Banker provides really top notch
months, Welker has gone after a market
marketing tools,” Culick Harris opined. She
space normally reserved for more seasoned
explained how Coldwell Banker Mountain
brokers with great results. Although she
West has been a trailblazer in introducing
did not want to disclose specific numbers,
services not only to the Mid-Willamette
Welker has handled a number of 1031
Valley but to the entire nation like its
exchanges to date and, of course, works with
Lifetime Home Care program that was
qualified intermediaries and accountants
profiled in last March’s Business Journal
to make such transactions possible.
(Go to our archives on the World Wide Web
Investors seeking to trade up on investment
at salembusinessjournal.com to see that
properties without triggering an immediate
story).
tax consequence by taking advantage of the
This past spring, Coldwell Banker
1031 exchange tend to have a great deal of
Mountain West chose to think outside the
net worth and business acumen.
box again by launching its own magazine
Welker also enjoys working with first time
titled Northwest Attitude. Culick Harris is
homebuyers. “That’s been a really great
thrilled about the publication.
experience,” she said with a genuine smile.
“I love that magazine,” Culick Harris said
“I can hold their hands in a sense and walk
with unfettered enthusiasm. She is thrilled
them through that process, and in a really
that it already features one of her highgentle way, to make it as stress free as
end listings. Culick Harris pointed out that
possible,” she added.
unlike other real estate publications in the
Asked to address current housing market
area, Northwest Attitude provides valueconditions in the area, Welker offered the
added touches.
following response:
“It’s a standalone free magazine that’s out
“I think it’s still a strong market. I think the
there for the public but it’s not just listings.
media has a lot to do with people thinking
It’s providing information, something
the sky’s going to fall. Sellers need to have
additional.” That something additional is
an accurate selling price from Day One.
articles geared towards home sellers and
There seems to be more of a balance right
buyers on how to prepare a home for sale
now between buyers and sellers. As long as
or what to look for in a
you have the right price
property as a prospective
(listed), the market’s still
buyer.
strong. I still see homes
Culick Harris may be
selling very quickly.”
new to the real estate
Some of the confusion
business but suggested
about the stability of
her owning retail clothing
the local real estate
stores sets her apart
market among potential
from many others in the
homebuyers may be
field. “In a lot of ways I
fueled by national media
feel having had my own
reports concentrating on
business, I’ve had an
areas where speculators
amazing training ground.
have created a frothy
I am all about customer
market. As the Salem
service. I can hear people.
Business Journal went
I can listen to them…my
to press, the National
clients’ needs. It’s about
Association of Realtors
Jess Defrees of Silver Falls
them. It’s not about me.”
did, in fact, report that
Mortgage
John L. Scott’s Holly Ivysales of existing homes fell
Wyllie also underscored
for the fifth consecutive
the importance of actively listening to client
month in August and that the median price
needs. “If you listen to your client and
for a home nationwide slipped to $225,000
execute, what you’re crafting is an on-going
or 1.7 percent below August 2005 prices.
relationship and referral network because
That decline does, in fact, mark the first
(otherwise) a lot of people feel they’re not
time in more than a decade that nationwide
being heard and that their time was just
existing home sales figures have dipped
wasted,” she suggested.
year-over-year.
After spending the better part of a decade
But those numbers cannot be looked at in
finding money for students as the Private
a vacuum, according to John S. Tate with
Scholarship Coordinator at Willamette
Prudential Real Estate Professionals who
University, the real estate bug finally bit
pointed out that approximately 35% of the
Windermere Pacific West Properties,
Salem area’s employment base is made
Incorporated broker Maggy Welker. “I love
up of local, county and state government
higher education but I’ve always had an
employees. That factor creates a stable
interest in real estate,” she said.
economy and a consistent appreciation in
Welker interviewed with a number of firms
housing prices, according to Tate.
in town but wanted to go with a company that
“It (the local housing market) has been
matched her values. “Integrity is everything
to me and I found that in Windermere,” she
Continued on page 
Real Estate...Continued from page 
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Lullu’s Tutto Cucina Hits
Milestone
By Michael Patrick O’Connor
Find a job you love and you’ll never have
to work another day in your life. That’s the
motto Lullu Truitt lives by as she marks the
fifth anniversary of her one of a kind kitchen
store at 357 Court Street N.E. in downtown
Salem.
Born in Naples, Italy, Truitt embarked on
a mission in 2001 to celebrate her heritage
and introduce Mid-Willamette Valley
residents to traditional Italian cooking.

“I want to introduce people to good food,”
Truitt explained while standing in front of a
huge kitchen island at the back of her store
where monthly cooking classes take place
with celebrated area chefs. “There is such
a thing as good food without spending a
whole lot of money or a whole lot of time,”
Truitt added while her visual merchandising
specialist Joline Murray worked around us.
Truitt said she has noticed more men are
cooking these days. She said men who come
into her store are pickier about what they

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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will eat these days and like to follow recipes
to the letter. Truitt, herself, does not follow
recipes and cooks by feel. Either way she
contended there are correct ways and a
wrong ways to prepare Italian food.
If you are interested in making a

traditional Italian dinner, Truitt imparted
the following: Don’t use too much garlic.
Don’t drown your pastas in sauce. Pastas
should be prepared al dente—firm to the
bite. And there is no such thing in Italy as
spaghetti with meatballs.

Real Estate...Continued from page 

quick to credit the small firm with training
and preparation for a successful career.
Another broker who chose to join the
Prudential Real Estate Professionals team
recently is Heidi Hogan who left a successful
daycare practice that she managed for eleven
years to help shepherd people through the
home buying and home selling process.
Parents who trusted Hogan with their kids
are now relying on her to help them buy
and/or sell property.
Hogan, herself, was born to missionary
parents. Her father was a pastor in the
Philippines and she graduated from the
largest missionary school in the world before
coming back stateside to attend Salem’s
Western Baptist College that changed its
name to Corban College in 2005. Hogan’s
choosing to join Prudential had a great deal
to do with its matching her core values as a
person as well as a businesswoman.
Despite a softening of real estate
transactions nationwide in recent months,
Hogan shares her colleague John Tate’s
sentiment that the Salem housing market
remains robust. “If you wait a year (to
purchase a home), a year from now you may
not be doing any better financially but that
house (you’re thinking of buying) is going to
have gone up (in value),” Hogan predicted.

growing at a rate (of) approximately six (to)
ten percent a year, according to WVMLS
and that will continue,” Tate prognosticated.
However, Tate added that, “Some of the
upper-level, high-end homes take longer to
sell on the market but they are not dropping in
price like we are finding in the Portland area,
like we’re finding in Eugene and Medford.”
Tate’s economic crystal ball is far from
opaque given his professional background.
Prior to entering the real estate business in
June 2004, Tate had a distinguished 35-year
career in retail sales that included being the
manager of the Emporium store in Salem
as well as management stints with Kelly’s
Home Center and Parrotts Furnishings in
Albany and Corvallis.
When he entered the real estate business,
Tate set an ambitious goal to try and complete
100 real estate transactions in his first two
years. He came close by closing 94 deals and
attributes his success to marketing efforts on
behalf of clients and choosing to become an
expert on residential listings in Polk County.
“I think the property values in Independence,
Monmouth and Dallas are better than you’ll
find in Salem,” Tate suggested.
Tate’s first ten months in real estate was
spent at American Realty in Dallas and he was
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Support the Salem Fire Bond Measure
In five years Salem taxpayers will no longer
have a portion of their property taxes paying
off general obligation bond debt – that part
of our debt will be paid off.
Wow – you say – that is great to be general
obligation bond (GO) debt free!!! But is it?
General obligation bonds are the only way
we can do major repairs to the buildings the
city owns, repair and expansion of street
systems, buy new fire equipment and build
new fire stations. We haven’t passed a GO
bond in Salem in 10 years, and haven’t
passed a Fire Department GO bond in 20
years. Why?
Of course the reason is twofold – one is
that, until recently, our local economy had

been down, but it is now improving – we
have gone from 9% unemployment in 2002
to 5.4% today. The other concern has been
that the City and other government agencies
are not spending their money efficiency.
Not true in Salem!!!!
Salem has made major strides in becoming
very efficient, finding better and more
efficient ways to provide services, and placing
some services out into the private sector.
I see all the positive efforts we have made
over the last three years like the Conference
Center, the buildings downtown undergoing
renovation, new parks under construction,
a Salvation Army Kroc Community Center
on the horizon, a 10% reduction in crime,

The Latimer Group, Inc.
Gets Statewide Contract
to Publicize Rural
Entrepreneurs
Entrepreneurialism built this country; it

Oregon

PR

company

that

notoriety for its work with the Chicken

of the US economy cool. By some estimates,

Soup for the Soul book series, has been

sole proprietorships and small business

chosen by RDI to develop a novel aspect

start ups are springing forth in record

of the CORE project. “We’re training a

numbers, fueled by dreamers and those

publicist in each of five targeted regions in

disenfranchised from corporate humdrum.

Oregon,” said Laine Latimer, the company

The W.K. Kellogg Foundation has a
interest

in

sustaining

rural

founder and PR director. “We’ll work as
a team with each publicist on behalf of

options for Americans. They’ve invested

five dozen entrepreneurs over a yearlong

heavily to promote new ideas to enrich the

period,” she added.

economic potential for rural economies.

Latimer was the winning bidder for the

Rural Development Initiatives, Inc., a

RDI work. As a partner in the CORE project,

Eugene, Oregon non-profit, was one of

Latimer chose Tim Buckley, a freelance

six organizations nationally to receive an

writer in Salem, Ore., owner of Buckley

equal slice of a $12 million grant from

Communications. “Tim has skills that

Kellogg. RDI’s $2 million project is called

complement mine,” Latimer said. “He’s

CORE

(Connecting

Oregon

for

Rural

done a lot of rural economic development

Entrepreneurship). The goal is to help

work, in addition to tons of business

entrepreneurs succeed where they are, doing

writing and corporate communication

things that will boost the local economy

strategic planning.”

while diversifying it.
The Latimer Group, Inc., the Lyons,

Working with RDI and regional economic
development specialists in the targeted
counties, the Latimer Group will help build
regional PR capabilities. At the same time,
said Latimer, “we’ll be offering free PR
services to a select group of entrepreneurs,
something most start-ups would love to
have but normally can’t afford. And we’ll
be augmenting RDI’s central (CORE)
efforts to help entrepreneurs become
firmly established and more successful.”
“Depth of experience and a novel approach
to mentoring publicists were things that
attracted RDI to our proposal,” she added.
“We’re thrilled because the project is very
distinct in the PR world. Equally exciting

Lisa Franceschi 503-589-9150 lisa@withnellauto.com

and better emergency medical and fire
response times. But there are limits to what
can be accomplished through efficiencies
of operation. The time comes when major
capital investment is needed, and community
willingness to re-invest in our city.
Salem City Council has placed a fire
department bond measure on the November
2006 ballot. When this passes, your property
taxes for GO bonds will not increase because
it will replace bonds being paid off. Your
property taxes for GO bond debt will stay at
the same level you pay today.
Providing emergency services is one
of the primary responsibilities of local
government, but it takes equipment to do
the job right. The passage of this fire bond
measure will build a second fire station
in West Salem, a new fire station in East

Salem, and update the fire engines, which
are approaching 18 years old. As our City
grows, it has become crucial to expand our
emergency capabilities.
I love Salem, its beauty, and the
opportunities it offers to all of us. Let’s be
supportive of the direction we are going now
– full out positive – and get behind making
us the safest city in Oregon. Please support
the Salem Fire Bond Measure #24-191 in
November. For more information on this fire
bond measure, go to www.SalemFireBond.
com.

achieved

continues to bubble and boil as other parts

profound

The Mayor’s View Janet Taylor

is to work with RDI in ferreting out these
amazing, rich stories from rural Oregon.”

LandAmerica - A Fortune Magazine 2006 Most Admired Company.
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GUARANTEED.
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Nonprofit Knowledge – Part 2
Oregon Secretary of State: Bill Bradbury
We talked last month about the need
to understand state and federal filing
requirements for nonprofit organizations.
Today, we’ll look more closely at some of
the issues involved in organizing nonprofit
corporations by examining a few questions
included on the Articles of Incorporation.
As we remember from last month, not
every nonprofit organization needs to be
incorporated.
What type of nonprofit corporation will
this be? Nonprofit corporations in Oregon
fall into three categories: public benefit,
mutual benefit, and religious corporations.
Public Benefit corporations include
organizations that qualify for federal taxexempt status (501(c) (3)) and are organized
for charitable or public purposes. Such
nonprofit corporations include charities,

social service organizations, schools,
foundations, and scientific and research
organizations.
Generally, corporations or trusts that
hold assets, solicit donations, or conduct
activities on behalf of a charitable purpose
in the state of Oregon will also be required
to register with the Charitable Activities
Section of the Department of Justice.
Religious corporations include those
organized for religious purposes, such as
synagogues, churches and other places of
worship.
Mutual benefit corporations include
all other nonprofit corporations. They
are typically organized for the benefit
of the organization’s membership. For
example, social clubs, business leagues, and
veterans groups are often mutual benefit

corporations.
Who will be the agent for service of process
and other notices? Every corporation must
list someone with a physical street address
(not a post office box) to receive notices
on its behalf. The registered agent can be
a person associated with the corporation,
or a company or person hired to act as the
agent.
This is particularly tricky for nonprofit
corporations, since officers and board
members change frequently, especially in
the first years of operation. If a corporation
Continued on page 
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fails to maintain an agent, i.e. the person
no longer wants to serve in this role and no
one replaces him or her, the corporation
will be dissolved. That can cause all kinds
of problems.
Therefore, it is good to have someone in
mind that will offer continuity regardless of
who is an officer. Whoever is a registered
agent must agree to serve as such. Many
corporations have been dissolved because
the person named as agent resigned when
they found out about it.
Will there be members? Not every nonprofit
corporation has members, but if the articles
say “the corporation shall have no members,”
then it may not have any. All that is required
to get the articles filed is to say if you will
or will not have members, but the statute
speaks very specifically about the rights and
obligations of members, and if there are
special provisions in your case, you’ll probably
want them spelled out in the articles.
How will the corporation’s assets be
divided if the corporation is dissolved?.
Generally, the assets of a public benefit
corporation must go to another public
benefit organization or public body, if it is
to get tax-exempt status. Mutual benefits
typically have the assets go back to the
members or to some charity. Religious
corporations may transfer the assets to a
parent organization. In any case, this article
should be carefully considered before you
attempt to file the corporation papers.
Many business owners and employees
contribute their time to charitable
organizations, so it’s good to remember
that the law outlines certain rights
and responsibilities of nonprofit board
members. The Oregon Attorney General’s
office has this advice http://www.doj.state.
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Measure 48 Bad for Oregon
Oregon State Treasurer: Randall Edwards
This November, Oregonians will vote
on a ballot measure that could severely
impact how state government functions as a
provider of services to its citizens.
Measure 48 is a state constitutional
amendment designed to limit the rate of
growth of state government spending to
a formula based on the sum of the rate of
increase in the state’s population and the
inflation rate of the prior two-year period.
Why is this bad for Oregon?
First, it would dramatically reduce the
resources necessary to invest in our state.
Under the Measure 48 formula, the Legislative
Revenue Office estimates that $2 billion would
be cut from the 2007-2009 budget, $5 billion
from the following budget, and $8 billion
severed from the 2011-2013 biennium.
The measure’s formula of population
plus inflation will lead to a critical shortage

of funds in the period when the services
are needed most. For example, Oregon’s
population is projected to grow 6.9 percent
between 2006 and 2011. But the category
of people older than 65 is projected to grow
14 percent, and the number of prisoners is
forecast to increase 12.9 percent over the
same time period. This provides just two
of many illustrations of how our needs as
a society are growing at a faster rate than
population plus inflation.
Second, Measure 48 would significantly
restrain the state’s ability to issue bonds
that are used for road and bridge repairs,
community colleges and the Oregon
University System, and prison construction.
Third, Oregon’s standing with its bond
rating agencies would likely fall, making
it more expensive for us to borrow money
for future investments in our infrastructure

or.us/charigroup/tipsbrd.shtml
The Corporation Division has more
information to help you start and maintain
an Oregon nonprofit organization. Simply
go to our website at www.filinginoregon.
com/business/nonprofit_information.htm
and follow the links.
You may also want to get a copy of the
Oregon Nonprofit Handbook offered
by Technical Assistance for Community
Services http://www.tacs.org/.
Nonprofit corporations are very important
to the life and health of our communities.
When we serve them well, it serves us better.

Salem Multicultural Institute
Opens New Office & Exhibit
Space Downtown

Salem Realtors Tour Benefits
Assistance League

Realtors from RE/MAX equity group, inc. take part in the Cooks Tour.
Back row: Nikki Winchester, Terri Yetter, Tonya Yetter, Joan Kaiser, Cora
Slowikowski, State Senator Jackie Winters, Carmen Babb, Mari Jo Byers, Jean
Lay, Janis King Melsha. Front row: Lyssa Patterson, Karen Fox, Tania Lee and
their fearless driver, Ben.

The Salem Multicultural Institute, which
organizes the Salem World Beat Festival, is
pleased to announce the opening of its new
office and exhibit space at the Reed Opera
House in downtown Salem.
The official ribbon cutting took place on
Friday, September 29 at 10:30 a.m. with
brief remarks by Senator Jackie Winters,
refreshments and a tour of the exhibit.
“This move is part of a long-term plan to
enrich the cultural life of Salem beyond the
weekend of World Beat,” said Board Vice
President Bill Isabell. “We envision that the
atmosphere of openness and respect that
characterizes the festival will become more
a part of day to day life in our community.”
The exhibit space and offices are located on
the second floor of the historic building at
189 Liberty Street and will house a rotating
lineup of exhibits as well as the yearround work of the festival planning team
and the SMI Board. A performance series
making use of the Reed’s Trinity Ballroom
and complementing the exhibits is also
planned for 2007. “As we approach our 10th
anniversary celebration, we hope to build
on the success of the World Beat Festival
to develop programs that further increase
cultural awareness and understanding in
our city and state,” said Isabell.
The first exhibit, brought to Salem in
cooperation with Teatro Bagong Silangan,
the Filipino American National Historical
Society and the Barrios-Newnam family,
traces the cultural heritage and ethnic
traditions and dress of the Philippines.
In the exhibit, residents can learn of the
indigenous T’boli people, their art and
agriculture; the western influences that

and schools.
While we all strive for smart government and
responsible spending, Measure 48 tightens
the financial noose around spending for
education, healthcare, and public safety and
adds a new layer of competition against the
investments we now make through bonds.
In fact, Oregon already has a cap in law
that limits spending to eight percent of
personal income.
This type of population-plus-inflation
formula has failed in Colorado, where voters
suspended it after more than a decade
because of its corrosive effect on Colorado’s
universities, healthcare and roads.
We should not make the same mistake.

shaped the largest ethnic group, the Tagalog
people; and the harvest feast of the Bontoc
people of the mountain provinces. With
life-sized representations, colorful textiles
and written explanations, the exhibit offers
a historical tour of the Philippines in the
heart of downtown Sal em.
The Salem Multicultural Institute was
founded in 1997 to address issues of racism
and intolerance in the Salem area. SMI’s
mission is to collaborate with others to
promote harmony and understanding
through innovative, educational programs
and activities. Although the World Beat
Festival is SMI’s main and most visible
program, volunteers work year round on
other projects and committees to achieve our
mission. The introduction of cultural exhibits
in downtown Salem is a natural extension
of the work of the organization. For more
information or to volunteer on a year-round
committee, contact SMI at (503) 581-2004
or visit www.WorldBeatFestival.org.
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Oregon Farm Income Report a Mixed Bag
for Agriculture
Oregon Agriculture:
Katy Coba

Oregon’s net farm income for 2005
stands at $1.05 billion, according to new
statistics released by the U.S. Department
of Agriculture. That’s an increase of 142
percent since 2000. Those are great statistics
for an industry that is very important to
Oregon’s economy. And it may be easy to
assume that our farmers and ranchers are
making money hand over fist. However, it is
important to dig deeper into these numbers
because, just as Oregon agriculture itself
is extremely diverse, producers can’t be
painted with a broad brush. The net farm
income numbers are a mixed bag for Oregon
agriculture– some folks are doing quite
well while others are struggling to stay in

business. In aggregate, the industry appears
to be healthy. But it’s a misnomer to think
that everyone in agriculture is getting rich.
Net farm income is the amount retained by
agricultural producers after they pay all the
business-related expenses. It is considered
an important indicator of the ag economy’s
overall health.
Collectively, Oregon farmers and ranchers
made less money last year than they did in
2004. But 2004 was a record high year for
net farm income and 2005 is the second
highest on record. That makes it a relatively
good year. So why is it that some producers
are suffering?
On the plus side of the ledger for our
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producers is the production value of crops
and livestock in the state, along with
various additional revenues. Last year’s
value of production numbers are good or
bad depending on what a farmer produced.
Grain production value dropped 16 percent
last year, largely due to low wheat prices.
Oregon’s dairy industry also saw a dip in
production value. On the flip side, beef
prices went up as did the production value
of various fruits and vegetables. Oregon’s
largest agricultural commodity, nursery
products, also had another good year for
production and prices.
On the minus side of the ledger is
expenses. No matter how well a grower
did in producing the crop or raising the
livestock, no matter what price they
received, just about everyone saw a jump
in expenses. For last year, overall expenses
for farmers and ranchers rose nearly 28
percent, outstripping the increase in value
of production. That led to the drop in net
farm income from 2004 to 2005.
Breaking down expenses, it is easy to see
that many of the same kinds of cost increases
facing all Oregonians are affecting the
farmer’s bottom line as well. Energy costs
are at the top of the list with fuel oil going
up 25 percent and electricity increasing 67
percent for agricultural producers. Add in
higher costs for fertilizers and pesticides
and it is easy to see how expenses bit into
the gross profits. No single expense was

greater to agriculture in Oregon than labor.
More than $850 million was paid to workers
by farmers to raise their crops and livestock.
Last year, employee compensation jumped
11 percent from 2004.
The net farm income report also does
not take into account payments on land
purchases, family living expenses, or family
health insurance. Quite often, farmers and
ranchers put back a lot of their cash receipts
into the operation for equipment, buildings,
and other essentials of the business.
Many of the increased costs of meeting
environmental and regulatory obligations
also come out of the farmer’s net income.
It’s all a reminder that agriculture is not
necessarily an easy way to make a buck.
It’s great to see that the five-year trend
for net farm income in Oregon is up, and
we hope that trend continues. However,
the wise farmers and ranchers are the ones
who put extra money aside in preparation
for the inevitable year when Oregon
agriculture is not as productive as the past
two have been. I’m not predicting a bad year
when all is said and done, but quite often
the ag economy is about as unpredictable
as the weather– which we all know is an
annual game of chance for our producers
in Oregon.
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“Bountiful
Harvest” – an
evening with
Caprial and John
Benefitting Family
Building Blocks
Caprial and John Pence, best known for
their popular television show Caprial and
John’s Kitchen: Cooking for Family and
Friends, will be at Kelly’s Home Center
October 5th for a cooking demonstration and
book signing. This unique event, sponsored
by Kelly’s Home Center and Dacor, is a
fundraiser for Family Building Blocks. The
evening will include appetizers prepared by
Donna Smith, Kelly’s own on-site chef; a live
cooking demonstration featuring Caprial
and John Pence; with a book signing by the
authors following.
Premium “up close & personal seats” will
sell for a suggested minimum donation
of $100 and all other seats will sell for a
suggested $10 donation. Seating is limited,
so call Kelly’s Kitchen Store today for
information 503-378-1793.
For the past fourteen years Caprial and
John Pence have owned and operated
Caprial’s Bistro, a restaurant located in
a small neighborhood just southeast of
downtown Portland. Caprial alone has
written eight cookbooks, the most recent

Be Part of the Campaign Season
Marion County Commissioner: Patti Milne
The heat of summer has turned into the
crispness of autumn, and with it comes the
campaign season. November 7, is the general
election and it is another opportunity for
Oregonians to determine the direction of
our governments and our future. We will
be casting ballots for national, state-wide
and local elections. There will also be a full
spectrum of initiatives and measures on the
ballot.
I went out to Marion County Elections
the other day to see how preparations are
going for the November election. Voting

was co-authored with John. Their popular
television show Caprial & John’s Kitchen:
Cooking for Family and Friends is produced
by Oregon Public Broadcasting and Caprial
and John, Inc. The series showcases
the chefs’ friendly personalities, playful
conversation and relaxed Northwest style.
Family Building Blocks is a local nonprofit child abuse prevention program
serving high-risk children and their families
in Marion and Polk counties. Their goal is to
keep children safe and families together.
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is one of the basic tenets of democracy,
and we in Marion County can be proud of
the dedication our elections employees and
volunteers give to protecting this process.
Speaking of county elections, the Marion
County Sheriff, the District Attorney, and the
county Treasurer all are running unopposed
in the November general election. There
are, however, contested races for a new
county assessor, and two commission seats.
Throughout the county there are several
contested races for mayors and city
councilors. Some mayors and councilors
are uncontested, but in Gates, three council
seats have no candidates filed! Several
communities and special districts have
levies, bonds and annexation issues that
voters will decide. St. Paul will vote on their
city charter.
As I am out in the community talking with
people, there seems to be some concern that
this election will slip by us unnoticed. We
hear radio and TV ads on the gubernatorial
and one congressional race, but other than
that, the only evidence of a general election
is the campaign signs popping up along the
freeway and in front lawns.
Is this going to be a yawner or will people
engage in these campaigns before the ballots
arrive in our mail boxes the week of October
23?
Personally I hope so! And, I invite you to

watch CCTV’s production, Your Vote Counts,
which they produce in conjunction with the
Marion-Polk League of Women Voters each
election cycle. This is a way for viewers to
learn something about the candidates.
And, of course, watch for the newspaper
endorsements. This campaign season the
Statesman Journal is asking some pretty
probing questions. Considering problems
some of our elected officials have had
in recent years, I guess the newspaper
thinks there is a ‘need to know’ about
personal backgrounds. They are asking if
candidates have ever filed for bankruptcy, if
a professional complaint has ever been filed
against the candidates, or if there is anything
embarrassing in the candidates’ past.
Could this information change your
mind?
There is a lot to consider when we look
at the challenges ahead of us and who we
want to work these issues on our behalf and
represent our views, our principles and our
values.
What is your political barometer? Decide
what your criteria is and be sure to vote!
Patti Milne can be reached at 503-551-5590.
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Be Careful What You Ask For
It’s popular to rail at government.
“Government taxes us too much and does
precious little for us in return.” “Government
regulates us so that we can’t run a decent
business.” Rhetoric like that helped Oregon
become one of the least tax burdened of all
US states.
The problem with the anti-tax, antigovernment argument is that our Republic
was built on the idea that government
is necessary to be the standard bearer
for citizens’ “common good”, something
business can’t afford to do alone, even if
there was desire to do it.
Here are three cases, two from Marion
County and another at work in rural
Oregon, that illustrate my point. In two
cases, government has been the catalyst
for intervention on behalf of “community.”
In the final case, a charitable foundation
working with a non-profit corporation is the
winning combination. In all cases, business
is a distinct beneficiary. Thankfully, in all
three, business is also a key participant.

For more than a year, a “blue ribbon”
panel of people has been developing
a public response to the scourge of
methamphetamine. Led by legislative leaders
(Senators Courtney and Winters), the panel
is filled with corrections, judicial, civic and
business leaders. The recently inaugurated
Methamphetamine Strike Force is a public/
private collaboration arising from the work
of that legislative committee. With state and
county cooperation and legal initiatives in
place, meth crimes are now more serious.
A fundraising effort is underway; $400,000
in corporate and other donations is needed
to push meth out of Marion County. Dick
Withnell, Anna Peterson and Dave Hafner
are among the local business sparkplugs
who understand how a partnership with
government is crucial for both society and
business to thrive.
Another collaborative effort in Marion
County is around the problem of dealing
with a wave of formerly incarcerated people
rejoining our communities. Home For Good

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

Capitol Report: Tim Buckley
is both a state and local effort to reduce
recidivism among former inmates while
building a healthy bridge in the community
to accommodate them. In the project’s first
couple of years, a remarkable collaboration
has occurred between Marion County
Parole and Probation, St. Vincent de Paul
and a variety of service organizations and
churches. At present, trained volunteers are
mentoring inmates both before and after
their release. Local non-profit services –
from housing and education to employment
organizations – have filled some of the
traditional “cracks” in the system where
people have too often slipped. As with the
meth project, government has been the
stimulus: County Corrections has been
instrumental in identifying the funding to
make the vision a reality. Thankfully, like with
the meth project, there has been a wonderful
outpouring of support from business people
like Rick McKenna, Kimberly Allain and
Mike Ryan, who are tireless in their quest
for healthy communities.
Finally, from Lane County comes a statewide
initiative to bolster the prospects for rural
businesses. Connecting Oregon for Rural
Entrepreneurship (CORE) is a statewide
effort to strengthen rural economies by
assisting business entrepreneurs. Funded
by a W.K. Kellogg Foundation grant, CORE
will bring more attention to the products
and services of rural entrepreneurs,
thus enhance economic diversity in rural
Oregon. The umbrella for CORE is Rural
Development Initiatives, Inc (RDI), a
private non-profit organization located in
Eugene. RDI’s mission is to be a catalyst for
community vitality in rural areas.
All these initiatives rely on a common
government strategy: in western parlance
it might be called circling the wagons. In

business jargon it’s referred to as plugging the
gaps or keeping things from falling through
the cracks. Government initiative and
funding, paired with local partners, business
leadership and private funding to match.
Capitalism has proven valuable for many
things: creating jobs, creating wealth,
creating new ideas for sale and providing
the vision of self determination. But don’t
be fooled by the “less tax, less government”
mantra funded by self-serving East Coast
capitalists. Enron, MCI, Tyco and others
got caught. Imagine the disastrous effects
with even less government oversight.
What happens after the present rush by
corporations to de-fund their pension plans?
Who will be around to pick up the pieces for
the millions of families who believed the
investment in their company would take
care of them in their retirement?
As clumsy, overbearing and corrupt as
government can be, consider what schools
and roads and law enforcement would look
like in 50 years without it.
Thankfully for Salem and Marion County,
many business leaders here embrace the
idea of partnership with government.
Thankfully, those leaders are successful
enough in their business that they can pay
wages, benefits and taxes and still have
enough left over to spend their time and
profits on local initiatives that create the
common good.
Tim Buckley is a self-employed writer and
communications consultant. He can be reached
at tbucktoo@comcast.net.
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Salem Banker
Affiliates with
Wells Fargo
Investments
Richard

Saurini,

a

personal

banker

with Wells Fargo in Salem, has obtained
licensure to join Wells Fargo Investments as
an investment consultant. He is now able to
offer a select group of investment products.
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Salem Art Association Benefit Concert to Feature True North
True North, the acclaimed local bluegrass
band, is holding a new release concert,
“Pluck for the Arts,” to benefit the Salem
Art Association’s (SAA) community arts
programs. The group’s second album,
“Pluck,” features original songs written by
lead vocalist and SAA board member Kristin
Grainger and guitar and banjo player Dan
Wetzel.
The concert will be held on Sunday, October
1 from 5:30 to 7 p.m. on the Willamette
University campus in Hudson Hall, noted

for its fine acoustics. The cover charge is $10
at the door only for adults, with children
under 12 admitted free when accompanied
by a parent. Additional contributions to SAA
are welcome and may be tax-deductible.
SAA Executive Director Don Drake
expressed his great pleasure about this
concert: “We are grateful that this quality
band offered to make its new release concert
a benefit for the Art Association. It is a great
example of collaborative community action
that benefits both of us, while presenting a

wonderful program families can enjoy at a
very reasonable price.”
Salem Art Association (SAA), founded in
1919, is one of the oldest and largest nonprofit art organizations in Oregon. SAA, in
addition to presenting the Salem Art Fair
and Festival, is dedicated to promoting art
education and appreciation, facilitating
historic preservation and providing life-long
learning opportunities in the arts for the
Salem and the surrounding Mid-Willamette
Valley.

Saurini is among hundreds of storebased bankers in the 23-state Wells Fargo
territory who are expected to join Wells
Fargo Investments this year.
“We want to meet every financial need of
every Wells Fargo customer,” said Shawn
Higley, regional manager for Wells Fargo
Private Client Services (PCS) in Oregon
and southwest Washington. “Our bankers
who affiliate with Wells Fargo Investments
can deliver yet another level of store-based
service, and that adds to our strategy of
serving our customers when, where and
how they want to be served.”
A resident of Salem, Saurini has worked
for Wells Fargo since 2004. He previously
worked as a financial advisor at Waddell &
Reed in Salem for two years.
Since the launch of the Wells Fargo
Investments training initiative in late 2002,
about 1,350 store-based bankers have become
affiliated with offering investments. The
company expects to have more than 1,800
store-based bankers with the ability to offer
investment services by the close of 2006.
Wells Fargo’s Private Client Services,
which has $185 billion in assets under
administration (as of Nov. 30, 2005),
provides investment management, trust
and estate services, and private banking
from 70 offices in 23 states. Brokerage
services are offered through more than
1,800 registered branch locations of Wells
Fargo Investments, LLC, member SIPC.
Wells Fargo Private Client Services provides
financial products and services through
various banking and brokerage affiliates of
Wells Fargo & Company including Wells
Fargo Investments, LLC (member SIPC).
Founded in 1852, Wells Fargo & Company
is a diversified financial services company
with $500 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 highest credit-rated bank in the U.S.,
receiving an “Aaa” by Moody’s Investors
Service – its top credit rating – and “AA+”
by Standard & Poor’s Ratings Services.
QLMQ0193A7_SMB_ROP_M.indd 1
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Tenancy in Common & 1031 Exchange
More and more investors are beginning
to look at Tenant In Common Interest
opportunities to complete their 1031
exchange replacement properties. There
are a variety of questions that an investor
should ask in order to determine if it is the
right product, and right opportunity for
your replacement property.
What is a TIC?
A tenancy in common is a type of ownership
for holding title in real estate by more than
one party. TIC’s offer the benefit of real
estate investment without the headache of
management, and for the managing partners
it provides the opportunity to raise capital. A
TIC interest is simply an undivided interest
in real estate.
A TIC can be an opportunity to blend
a portfolio, or complete the balance of
proceeds on an exchange however an

investor should be cautioned so as “not to
put all your eggs in one basket” you would
not want your entire retirement income
based on one investment. I am concerned
when people look to invest in TIC’s without
looking at the real estate marketplace and
perhaps they could have made a better
personal investment by asking some more
questions.
Here are some questions to ask when
considering a TIC?
1. Is the property correctly valued?
2. Are you willing to be a co-owner rather
than a sole owner?
3. Are you willing to invest your money
with people who are unknown to you?
4. Are you willing to participate in an
investment that you are passive in the
decision making process?
5. What is the property like? When was it

2-DAY WORKSHOPS IN SALEM
$125 INCLUDES BOOK
CALL NOW TO REGISTER

Real Estate: Elaine Gesik
built? Is it quality construction? Has it been
properly maintained?
6. What is the financial condition of the
property? What is rental history? How long
of terms are left on the leases? What are the
operating costs? What are the reserves?
7. What about future capital calls?
8. Who are the asset/property managers?
What is their track record? Are they diligent
in maintaining the physical and financial
strength of the property?
9. What are the demographics? Does this
property fit within the demographic base for
its product type?
10. If this is a new venture is the property
properly zoned? What are the land use
timeline? What are the risks?
11. What is the financial strength,
background, and history of the proposed
sponsor/developer of the TIC? Who are you
giving your money too?
12. Will this property comply with your
1031 exchange? What are the tax benefits
or risks associated?
TIC’s provide the opportunity to diversify
your holdings, complete the balance of
proceeds of your 1031 exchange, and own real
estate without the headache of management.

However, with every investment there is
risk where there is reward so doing your due
diligence is of key importance before you
invest. You should always seek the advice
of your accountant and an attorney before
signing any TIC agreement. You should
also make sure that you are the right fit for
a TIC investment, does this investment fit
your personal profile. The last step which
is the most important in your final analysis
is to cross compare the TIC against other
investment opportunities. Are you better
off making a more traditional real estate
investment where you remain the sole
owner and remain control of your real estate
holding?
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.

mba.georgefox.edu

Leadership with
Ethicala Commitment
to Service
George Fox MBA

Information meetings

Nov. 15, March 8
6:30 p.m.
George Fox University
Salem Center

2600 Pringle Road S.E. Salem 97302

888-888-0178

Part-time MBA programs with a global perspective
Professional and Executive tracks designed
for working professionals
Convenient southwest Portland location
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Two Important Tax Updates
Two tax acts that have been signed into law
this year (and that may affect your business
and personal tax planning) are the Pension
Protection Act of 2006 and the Tax Increase
Prevention and Reconciliation Act. We will
just touch on them today, as The Pension
Act, itself, is over 1000 pages.
Although the current administration vowed
to clean up our tax system, it would seem that
just the opposite has occurred. According to
CCH, a leading provider of tax and business
law information, which happened to be
founded in 1913 -- the year the U.S. federal
income tax was created, the Federal Tax
Rules now contains 66,498 pages. That
represents a 19,598 page addition since the
year 2000. The IRS reports that the number
of tax forms has increased from 475 to 582
over the same period; and from 1995 to
2005 the pages in the 1040 instruction book
has gone from 84 to 142.
The Pension Protection Act legislation
appears to have a diverse group of potential
beneficiaries -- from millions of Americans
saving for college and retirement, to airlines
struggling for survival, to a deficit laden
Pension Benefit Guarantee Corp.
Due to several major bankruptcies in
recent years, the Pension Benefit Guarantee
Corp (PBGC), the federal agency that insures
pension plans (DB plans), has seen its deficit
grow to $23 billion. Much of the new law,
that will take effect in 2008, addresses DB
plans, and attempts to shore up the nearly
30,000 existing plans that are collectively
under-funded by $450 billion. Although
pension plans are giving way to 401(k)
type plans, there are still several out there.
Should you provide a defined benefit plan to
your employees you may want to review the
plan with your administrator and evaluate
how the new laws may affect your plan.
For Defined Contribution Plans the
law promotes automatic enrollment of
employees in 401(k) plans, meaning that
they won’t have to actively enroll. This is
an effort to increase the ranks of workers
saving for retirement, and it has worked well
in some European countries. The Pension
Prevention Act also makes permanent the
increased contribution limits - including
catch-up contributions for those over 50 enacted in the Economic Growth Tax Relief
Reconciliation (EGTRR) Act of 2001.
Much of the popularity surrounding 529
college-savings plans was due to a provision
in the EGTRR Act of 2001 that allowed for
tax-exempt withdrawals from the statesponsored plans, as long as the proceeds were
used to pay for college costs. There was one
catch to this legislation as it related to 529s,
however, the tax-free withdrawal provision
would expire on December 31, 2010. With
the passage of this new legislation, the fed
has made the tax free withdrawals from 529
plans permanent.
On May 17th of this year the President
signed the Tax Increase Prevention and
Reconciliation Act. Although the Act was
labeled a tax cut bill, for the most part it just
extended the expiration of reductions from
the 2003 bill.
Dividend and capital gain rates were

extended through 2010; they were to
expire in 2008. While you may wonder why
Congress enacts so many sunset provisions,
it could be that they like the temporary
social engineering aspect the tax code gives
them and since they tend to forecast into the
future, they can show more revenue after
the sunset, thereby seemingly reducing the
deficit. At least on paper it looks good and it
makes it seem as if Congress really does pay
attention to cash flow.
Not being able to tackle the alternative
minimum tax (AMT) again this year,
Congress did raise the exemption levels for
2006. That means Congress will have to peel
the band aid off next year and deal with the
wound again, or the AMT will revert back to
2005 levels.
The age at which a child is subject to the
“Kiddie Tax” has changed from 14 to 18 and
unlike many of the other laws in the act it
takes effect in 2006. Also the net unearned

Let’s Talk: W. Ray Sagner CFP
income for a child is set at $1,700. This
new age limit makes it harder to gift a child
appreciated stock with minimal capital gain
tax applied, which reduces one planning
technique for college.
Beginning in 2010 the $100,000 income
ceiling is lifted for converting your
Traditional IRA to a Roth and one may
recognize the income over 2 years, if the
conversion happens in 2010 only. Also one
can now make contributions of IRAs to
qualified charities.
As mentioned in the beginning of this
article, we are only touching the surface
of these acts. With the thousands of pages
that make up the tax code and the constant
additions and revisions it is a little hard
to keep up. A stock picker’s advice in 1995

should have been to buy H&R Block; from
1996 to 2005 the company’s revenue from
tax returns has increased from $740 million
to $2.2 Billion. My advice, of course, is to
plan and to ask your accountant if you are
doing everything you can to minimize your
tax bill.
Ray Sagner is a Certified Financial Planner?
with The Legacy Group, Ltd, a fee only Registered
Investment Advisory Firm, in Salem. Ray can
be contacted at 503-581-6020, Voice Message
#303, or by email at Ray@TheLegacyGroup.
com You may view the Company’s web site at
WWW.TheLegacyGroup.com.

What If...Part 2
Human Resources: Alice Berntson, SPHR
Last month’s column dealt with disaster
planning for the physical aspect of a
business. What if…you, the business owner,
or other key members of your staff meet
with a most unfortunate early demise, or an
unforeseen incapacitating illness or injury?
Do you have a succession plan in place to
meet this kind of challenge?
Determining who does what, who is capable
of stepping up into new roles, training
designated personnel for those roles, and
then having a plan in place can allay fears
about “who will take over if I’m not here?”
In small businesses it is sometimes assumed
that a spouse or members of the next
generation will be those who take over the
business. Sometimes sons, daughters, or
other relatives don’t want to participate in
the business, or if they already are, they don’t
want to be at the helm and run the business.
Other times these family members are not
suitable candidates to assume those roles.
The prospect of losing key staff is enough
motivation to get a succession plan in place.
Organizations are also often faced with the

need to replace key personnel with very little
notice in these days of rapid change. With
increased pressure to remain competitive and
an increasingly competitive market for skilled
and talented individuals; organizations
recognize the need for competent and welltrained employees, able to step into new
roles at a given point in time.
Implementing a succession plan that
is systematic, integrated and flexible can
achieve this. The traditional approach has
been very secretive, with the CEO identifying
his/her replacement, but then not notifying
that person. A more integrative approach
is consistent, objective, and practical. This
method of succession planning is still
flexible, able to change as the business or
other circumstances change.
Succession planning identifies and
grooms candidates for future openings
in key positions due to lost leadership,
new markets or new environments. It
also provides concrete decision-making
information needed to minimize the chance
of poor choices or the adverse impacts of

(503) 540-1973

 Fast
 Creative
 Affordable

Computer Tutoring $35/hour

Barbara Castleman
Website Designer

unplanned vacancies that can disrupt the
continuity of management.
Succession planning should be included
in the organization’s strategic planning
process and linked to the business plan.
Strategic planning helps to recognize that
future executives may differ markedly in
qualifications, characteristics and skills
from today’s leaders. Businesses cannot
take well-prepared leadership and skilled
managers for granted.
Companies that realize talent must
be developed through experience and
cultivation are more likely to keep talented
employees in the organization, unless
they want to be the training ground for
another company. Expanding the education
and experience opportunities of current
employees can have a positive effect and
encourage outstanding contributions to the
organization.
The consequences of not being prepared
to replace key executives can have a major
impact on an organization’s productivity,
success, and even its survival. It’s in an
organization’s best interests to have a
succession plan in place, and then follow
through with its guidelines and time lines.
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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Salem Realtors Share
Special Open Houses

Open
24
Hours
Exclusive, Card-Accessed Fitness Club
for Use at YOUR Convenience
•

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

•

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

Coldwell Banker Mountain West Broker Steve Tandy and Remax Equity Group
Broker Jake Buckendorf put the dual horsepower of their companies into
action for a stunning double open house. Cboregon.com
A special lunch was served by Tania
Lee at the Remax home and dessert was served next at the Coldwell Banker
Mountain West house.

•

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

503-391-7383
420 Mill Street SE • Salem • info@samsdowntownﬁtness.com

Home

Properties

Brokers

Old Fashioned Family Service

Fine dining

Services

Since 1936

MLS#

Zip Code

Links

Career

Contact Us

in historic downtown

-or-

City

Relocation

-or-

Detailed Search
Advanced Search Options

Coldwell Banker Mountain West has claimed the number one position for
Salem, Keizer and Silverton
According to 2005 sales reported to Willamette Valley Multiple Listing Service.

Open Houses

Now you can view Saturday and
Sunday Open Houses early!

Breakfast, Lunch & Dinner
Now Open Til 8 p.m.
Monday through Saturday

Live Entertainment
Friday and Saturday
E-Mail Updates
Recieve updates ofNight
the most current
properties as they are listed.
Make an Offer Now!

Now you can make an offer via
the Internet.
Virtual Tour Gallery

Lifetime Homecare Service - FREE!

Find out how you can be eligible for
this service as long as you own
your home.
Buyers Guide

View the most current buyers guide
on-line

Previews International

View the finest luxury properties
available in your area.

82039

Tom & Don Uselman invite you to enjoy Salem’s favorite breakfast anytime Explore the Virtual Tours for our
properties.

White’s Restaurant
1138 Commercial Street SE • 503-363-0297

503-370-9951
120 Copyright
Commercial
St. NE, Salem
©2000-2006 Homes.com, Inc. All Rights Reserved.Lunch
Privacy Policy,
Terms and
M-FFull11am-2pm
Reservations
recommended
Conditions.
Dinner M-Sat from 5pm

HOMES.COM is one of the largest Internet real estate sites with hundreds of thousands of homes for sale and apartment
rentals with photos, descriptions, and relocation services. The advertisers and publishers are not responsible or liable for
misinformation, misprints, or other errors. All information provided is deemed reliable but is not guaranteed and should be
independently verified. Properties subject to prior sale or rental.
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Retaliation Law Developments
What kind of employer actions can be
retaliation under Title VII? The U.S. Supreme
Court recently decided Burlington Northern
v. White, 126 S.Ct. 2405 (06/22/2006),
which provides some answers, although not
the answers employers would like to hear.
Facts of Case:
White, who was the only woman in her
department, operated the forklift at the
Tennessee Yard of Burlington Northern
& Santa Fe Railway Co. She complained
about sexual harassment and gender
discrimination regarding her immediate
supervisor. The complaint was legitimate
and the supervisor was suspended. She
was removed from forklift duty and
assigned to laborer tasks instead. She filed
a complaint with the EEOC, claiming that
the reassignment was unlawful gender
discrimination and retaliation for filing
her complaint. Later, when working with a
new supervisor, she was suspended without
pay for insubordination. Thirty-seven days
later, the company determined that she had
not been insubordinate, reinstated her, and
paid her back wages. This led to another
retaliation charge by the employee.
Summary of the Basic rule from the
Case:
The employment discrimination laws,
including Title VII, impose two duties.
First, an employer cannot discriminate, by
taking actions that affect employment status
or alter the conditions of the workplace.

Secondly, an employer cannot retaliate
against an employee who has engaged in
activity that is protected by the employment
discrimination laws. For example, a person
who has filed a sexual harassment complaint
or sued the company cannot be punished
for making the complaint. In this case, the
U.S. Supreme Court adopted a very broad
definition of retaliation.
According to the U.S. Supreme Court,
the anti-retaliation protections cover any
action that might discourage a reasonable
worker from making or supporting a charge
of workplace discrimination. This includes
actions that occur both at and outside of
work. The Court did say that “petty slights
or minor annoyances that often take place at
work and that all employees experience” are
not retaliation. This seems to place a very
low bar on retaliation claims. The Court also
adopted an objective “reasonable employee”
standard, so an individual employee’s
“unusual subjective feelings” will not be
relevant. Whether a “reasonable employee”
would have found the conduct to be more
than a petty slight or minor annoyance is up
to the jury to decide.
Examples of Retaliation from
Burlington Case:
Modification of Job Duties. In the
Burlington case, the employer took away the
forklift duties of the employee, but left the
employee to perform various laborer duties
that were also within her job description.

503-932-9354
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Delivery

www.salembusinessjournal.com

Employment Law: Randy Sutton
The court found that the job description
did not matter. What mattered was that
the new job was more arduous and dirtier
than the forklift operator position, and the
old job was considered a better job by other
employees.
Temporary suspension. In the Burlington
case, the employee was suspended for 37
days, and then reinstated. Even though
the company paid the employee all of her
back pay, the court found that a reasonable
employee would find it to be a serious
hardship to go a month without a paycheck.
Schedule change. The court found that
a schedule change in an employee’s work
schedule may make little difference to many
workers, but may matter enormously to a
young mother with school age children.
Refusal to invite to lunch. Although
missing an invitation to lunch would not
usually be retaliation, the court could foresee
of a circumstance where the exclusion
from a weekly training lunch might deter a
reasonable employee from complaining.
Bottom Line for Employers:
* When making a change in an employee’s
job status of any kind, consider whether
you can prove a nondiscriminatory reason
for the change. Document that reason
and expect that the documentation will be
disclosed & used in a future lawsuit.
* Advise anyone who might supervise
or deal with the employee of his/her duty
not to retaliate. Specific instructions as to
what “not to do” may be needed with some
employees and supervisors. Document your
discussions. Formal training of supervisors
about how to avoid retaliation claims is also
a great idea.
* Put the burden on the employee to
report to you any adverse impact that he
or she feels. The employee handbook and
all communications with the employee
should request that the employee keep the
employer fully informed in the event the
employee feels put upon. If the employee
complains of retaliation, take immediate
action to investigate it.
* If an employee takes an action that
is protected by Title VII or the other
employment discrimination laws, think
about positive actions you can take in
response. For example, if an employee
complains of workplace harassment,
publicly reaffirm your non-harassment

policy and schedule a training session for
all employees. Your positive response will
be evidence that you do not hold any ill will
against the complaining employee.
* Once an employee engages in activity
protected by Title VII, the ADEA, the ADA or
FMLA, carefully scrutinize every action the
company takes with regard to the employee.
Try to see the situation from the view of a
future judge or jury. Is there any way to
argue that the action might deter others
from complaining in the future?
* It is much harder to police potential
retaliatory conduct now. If “retaliation”
were limited to demotions, firing, transfers
and similar conduct, HR could better
monitor and avoid the potential retaliatory
conduct.
However, this case expands
potential retaliation to include off-duty
conduct and variety of other conduct or
circumstances that might have a deterrent
effect on employees.
* It will be more difficult than ever to avoid
a jury trial on a retaliation claim. There
will be many factual disputes about how a
“reasonable employee” would feel under the
circumstances. The line between retaliation
and permissible management practices is
far less bright, and will depend upon the
context of the particular situation. For
example, a shift change might be retaliatory
for one employee who needs to get kids to
school, but not for another. What if the
employer does not know that the employee
has kids or transportation problems? The
case does not address that issue.
Retaliation claims have always been
more difficult to defend and obtain an
early dismissal than other employment
discrimination claims. This case makes it
even more important for employers to take
a measured approach in dealing with any
employee who has engaged in protected
workplace activity.
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. 503-39-1070, rsutton@sglaw.com,
www.sglaw.com.
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You’re going to love
this new store. madison avenue
URBAN

Opens October 6th

OUTLET

Madison Avenue carries

New, Gently-Used and Consignment designer-brand
clothes and accessories ( PURSES, BELTS, ETC.) at value prices.
We also have jewelery, vintage one-of-a-kind finds, home
decor and other cool stuff. You’re going to love this store.
285 Liberty St. (2nd Fl. of Liberty Plaza) in Downtown Salem M-Sat: 10-8 Sun: 12-6

BIG STUFF * OLD STUFF * WEIRD STUFF * RETRO STUFF

CHECK OUT OUR ESTATE OUTLET

This is the Place to Find Furniture, Antiques, Estate Sale Items,
Collectibles, Vintage LPs and More. Remember, We Buy Estates!

MADISON AVENUE ESTATE LIQUIDATORS
1805 Silverton Road

(503) 391-6793

M-Sat: 10-6 Sun: 12-5

ShopMadAve.com
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Madison Avenue Opens New
Concept Retail at Liberty Plaza
by Tim Buckley
Madison Avenue Urban Outlet will open
on October 6th, at the top of the escalator on
the 2nd floor of Liberty Plaza (285 Liberty
St NE.) Initially slated to move into a
larger place across the street, the change of
plans will allow the company to open three
stores, two of them in Salem and a third on
McLaughlin Blvd. in Milwaukie.
The retail concept embraced by Madison
Avenue is new for Salem. At the Liberty
Street store, new designer clothing, “gently
used” and consigned goods (accessories,
jewelry, etc.) will mix into a trendy,
appealing mélange for the cost-conscious,
upscale shopper, according to one of the
founders and Executive VP, Shawn Dionne.
“Likewise, it will appeal to teens and young
professionals, sporting brands like DKNY,
Juicy Couture and 575 Jeans,” he said.
The second store in Salem is called Madison
Avenue Estate Liquidators, acquired
recently from Alice Gibbs, who owned the
popular, quirky, 5000 square foot store at
1805 Silverton Road for 10 years. “The estate
liquidator store features big stuff, old stuff,
weird and retro stuff – everything from
furniture to collectibles,” Dionne continued.
“It will be a complement to the downtown
store, a place from which we’ll find treasures
for the Urban Outlet in Liberty Plaza.” The
7,200 square foot store in Milwaukie will
open in November, about twice the size of
the Urban Outlet store in Salem, but similar
in its look and mix of merchandise.
Another important part of the business
model is Madison Avenue’s deep connection
to the non-profit sector of the community.
The company will work with a select
number of charitable organizations and
the relationship promises to be a major
fundraising source for them, according to
Adam Aronson, Madison Avenue’s CEO.
“We’ll pay these organizations for items
brought to us for donation or consignment,”
Aronson said. “It’s a very tangible way
in which valuable community service
organizations can attain a more reliable
funding stream.”

Aimee Belliard (left) and Melody
Zweigart anticipate the opening of
Madison Avenue Urban Outlet at
Liberty Plaza
Aronson,
a
Certified
Management
Accountant, is a principal in Cross
Consulting. As a Salem-based management
consultant, he has many non-profit clients
in and beyond Oregon. Dionne has a
business development history that includes
retail, family entertainment centers and
telecommunications. Madison Avenue hired
as its apparel designer and company buyer,
Cindy Fous, who owned her own apparel
design and manufacturing business in
Eugene for about 20 years. Besides supplying
dozens of NW boutiques, Fous also developed
a variety of lines for Nordstrom’s.
Filling out the management team is
Harold Aronson, who will oversee buying
and managing operations at the Madison
Avenue Estate Liquidator operation. That
store will also serve as the collection and
appraisal center for all donated goods and
merchandise.
Aronson said that Madison Avenue Urban
Outlet plans an official open house, but the
date has not been set. He added that another
special fundraiser fashion show will be held
on November 11, to benefit the Salem Keizer
Educational Foundation. Details on the
open house and fundraiser are forthcoming,
and Aronson advised those interested to
check out the company’s website for more
information. www.shopmadave.com

Designer Goldsmith, Inc.

It’s NEVER too early!

PLACE YOUR CUSTOM CHRISTMAS ORDER NOW!
216 Commercial Street NE • Downtown Salem
503-364-8707 • www.wilsonjewelers.com
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Advertising – Is it Really Worth It?
Part 1
Being in the advertising business, I’m
constantly exposed to the opinions of
business owners concerning what works
and what doesn’t work in advertising.
People often say “I tried radio and it didn’t
work,” or “I tried the newspaper and got
nothing.”
So why is it that mainstream advertising
seems to work consistently well for some
businesses, yet others who have advertised
in the same venue feel like they’ve thrown
their money away? There are several factors
that are critically important to consider
when asking this question.
The first question I always ask a client
when they tell me that a certain advertising
campaign produced dismal results is, ”How
long did you run the ad?” The answer, many
times will tell me right away, why the results
may have been less than expected. There is
a well established principle in advertising
that simply stated, says this. “Repetition
creates familiarity, familiarity creates trust,
and trust creates business.” For now, let’s
look only at the first point in this formula;
“Repetition creates familiarity.”
It’s important to remember that not
everyone who sees your ad the first time,
necessarily wants or needs your product or

Growing Your Business: Ken Inlow
service today.
For example, the majority of people
driving around Salem today, don’t need a
windshield repair service. A few may, but
most don’t. However, most folks, sooner
or later will find themselves following a
big dump truck on the I-5 Freeway one
day, when suddenly, from out of nowhere,
a rock the size of a golf ball makes direct
contact with your windshield, making an
indelible impression. Suddenly, you need
a windshield repair service, and you need it
now!
Here’s where the first point of the principle
comes in. Who are you going to call? You’re
probably going to call the windshield repair
business most “familiar” to you. What will
you base that familiarity on? Repetition.
If for the last 12 months, you’ve been
hearing Acme Windshield repair service ads
‘repetitively’ on your favorite radio station,
or seeing them “repetitively” on TV, or
seeing their coupons “repetitively” in the
paper, or maybe all of the above, then guess
what? You’re probably going to call Acme
Windshield Repair first.

Theatre Sponsor

Gran Ballet
Folklorico
Sun. Oct 22
Roald Dahl’s Willy Wonka
Mon. Oct 30
Jim Brickman
Wed. Nov 15
Theatre Box Office

Call 503-375-3574
www.elsinoretheatre.com

800-992-8499
tickets subject to a
convenience charge

Now, Acme Windshield Repair has
been advertising consistently for a whole
year just waiting for the day that the rock
comes flying into your windshield.. He’s
invested a lot of money in his ad campaign
in anticipation of this very day, and he’s
excited. Why? Because his ads are working.
My point is this. If Acme Windshield repair
had decided to advertise for only two weeks
lets say, expecting stellar results, he would
have been sadly disappointed, and yes, he
would be throwing his money away.
Advertising statistics indicate that it takes
at least 13 weeks to reach 80 % of your
audience with your advertising message at
least three times. Our ad agency always
recommends at least one year. Why is that
important? Because, not everybody is in the
market for your product or service today.
When I was managing a radio station in
California, I had an opportunity to meet Dale
Carlson, the owner of the Sleep Train chain
of mattress stores, one of the largest on the
west coast. At that time, Dale advertised
on more radio stations then just about
anybody. I asked him one day… Why so

many stations? His answer was immediate
and calculated. “People buy a mattress and
box spring set once every seven years,” he
said. “When they do decide to buy, they buy
within two weeks. I’m on every radio station
all the time, because I don’t know when
those two weeks are, and I know, every day
starts somebody’s two week window.”
In summary, whatever you do in
advertising, do it with the intention of
giving your effort time to work. Familiarity
is essential for advertising to help you
match the offer of your product or service
to the timing of the needs of the customer.
Next month, we’ll explore the second point
in the formula, “Familiarity creates trust.”
See you then.
Ken Inlow is the president of INR Enterprises,
Inc., a full service advertising firm. Ken can be
reached at 503-547-5233 or keninlow@yahoo.
com.
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ARMs...Good, Bad or Somewhere in Between?
When Alan Greenspan said two years
ago that Adjustable Rate Mortgage (ARM)
loans were a better choice than fixed rate
mortgages, people paid attention.
So if ARM loans could have saved
homeowners significant amounts of money,
why have Fixed-Rate products been the
overwhelming favorite?
The answer could be a lack of understanding,
experience, or perhaps it is unjustified fear.
Additionally, many loan professionals may
not have adequately and articulately walked
their customers through the pros and cons
of an ARM loan. Once a consumer gains a
better understanding of the proper way to
make comparisons between loans that can
adjust vs. those that are fixed, as well as
the historical data, they may be much more
open to selecting an ARM loan and reaping
the benefits.
There are lots of ARM loans to choose from
and the features can vary quite a bit. The
time that an ARM will remain fixed before
adjusting and the factors governing the
future adjustments, including the maximum
amount the rate can change are important
points to consider. The future adjustments
are based on an index, so understanding
what will cause the index to fluctuate as
well as historical data on the index are both
important to know.
Let’s look at one popular type of ARM…a
5/1. This loan will remain fixed for the

first five years but then adjust every year
thereafter. A common misunderstanding
that many consumers will have is that they
feel they should only consider the 5/1 ARM
if they plan to be in their home for five years
or less. They often fail to recognize that the
savings made in the first five years will offset
future years of possible higher payments if
the rate on the ARM increases.
The best way to illustrate this is to look at
a specific example. It is common, although
not in the last year because of an inverted
yield curve (more on that in another article)
for the rate of a 5/1 ARM to be about 1%
lower that the rate on a 30-year fixed loan.
Assume the loan amount was $300,000.
The 1% savings on the 5/1 ARM would save
the borrower about $200 each month for
the first 60 months (5 years). That would
net them a hefty savings of $12,000 during
that time. But most borrowers worry about
what will happen after the initial period.
If the $12,000 savings during the initial
five years were just placed in a piggy bank,
there would be enough funds there to draw
upon to cover future worst case increases
for the following 2-3 years. This assures the
borrower of coming out ahead by selecting
the 5/1 ARM for 7-8 years. Compare that to
the average life of a mortgage loan, which is
slightly more than four years according to
Fannie Mae (because people will refinance
or sell their home) and the odds become

Mortgage Views: David Chandler
stacked in your favor that the ARM will save
you money.
Let’s Get Creative
Another strategy that can be used for the
above mentioned example is to take the $200
monthly savings and use it to reduce the
balance on the mortgage. The pre-payment
of principal will have an even greater effect
because the borrower is now skipping down
the amortization schedule and paying
more principal and less interest on each
subsequent payment. After the initial 60
payments made during the first five years,
the borrower would have approximately
$17,000 more equity in their home because
of the reduced principal balance. Because
the borrower has this extra $17,000 in
equity, they would be better off with their
5/1 ARM for approximately 10 full years.
This is true if rates moved higher after the
initial five years…even in the worst-case
rising rate scenario. And, it just so happens
that the National Association of Realtors
states that the average period of time that
people sell their residence is every 10 years.
Another benefit when using the strategy
of reducing the principal balance happens
at the time of the initial adjustment. When
an ARM loan adjusts, it essentially becomes

a new loan where the payments are based
upon the remaining years, the new interest
rate and the remaining balance. Because
the remaining balance is significantly
lower when the savings are used to reduce
principal, the payment can actually go down
even if the interest rate adjusts higher.
I Am Not a Gambler
Many borrowers say they refuse to take
a gamble on their selection of a mortgage
product so they stick with a fixed rate. Well,
like it or not, whatever their choice is, it’s
a gamble. Selecting a fixed rate still means
they are betting that, during the time they
are obligated to pay the mortgage, the fixed
will perform better than the ARM. Either
way, they are rolling the dice and making
a bet. The only difference is they will know
the result of the fixed payment.
The key here is to get the odds to work in
your favor. That is where understanding
Continued on page 28

Welcome “Aboard”
So you’ve been elected to the Board!
Congratulations! You have found a place
to channel your enthusiasm to serve your
favorite charity, service club or business
organization. I hope you’re approaching
your new position with enthusiasm and you
haven’t been “Shanghaied,” so to speak!
I have had the pleasure of working with
hundreds of board members over the last 20
years in my role as an association executive
and consultant for VanNatta Public
Relations and Association Management.
As volunteerism nationwide declines,
association management has turned into
one of the fastest growing fields. I can say
from experience that board members, who

Telling Your Story: Mary Louise VanNatta, CAE
take their position seriously and enter into
the experience prepared, will bring the best
to their organization.
For my first article in the Salem Business
Journal, I will share some advice on board
service AFTER you say YES. It is similar to
coming aboard a ship which YOU are to help
navigate. So, welcome aboard!
1. Learn the “Ropes.” Before you even
get on the ship you need to know what you
are doing. Ask your association staff to
provide you with a year’s worth of minutes,

For Sale By Owner
Best Location in Salem
985 High Street
Historic House...
everything new
3 acre rose garden
out front window.

By Appointment Only
503-375-9218

Open HOuse
Saturday, October 14
10a - 6pm

newsletters, financial reports and strategic
plans (and read them).
2. Meet the Sailors. Make an appointment
with the association office or the executive
director and see how they work with your
members/donors. Get to know your fellow
board members and why they are serving.
3. Get Your Sea Legs. You need to attend
the board meetings. That’s where you learn
your way around. Be mentally present and
read the materials you were sent in advance.
It’s not just a good idea; it protects you
legally as a board member. While you may
have some great ideas, it might be best to
wait a few meetings before you try to change
course. Other board members and staff
have a historical perspective on issues—so
find that out first. If the board is formal,
brush up on your Roberts Rules of Order.
4. All Hands on Deck. As a board member,
you are asked to use your wisdom and
perspective to guide and strengthen the
organization. Your staff or volunteer leaders
will handle the details within the budget and
timelines provided. If you are on a non-profit
board, you will most likely be expected to
bring your fundraising prowess to the table
by either donating money yourself or calling
upon your colleagues to give. A membership
organization will need your relationships for
recruitment and retention. If you cannot or

will not do that, then you may want to serve
on a volunteer committee.
5. Stay the Course and Watch for Icebergs.
Your strength as a board member will be
demonstrated when you have earned the
respect of other board members, staff and
the membership. Your colleagues will then
listen when you caution “red skies in the
morning” and guide the board on a different
route. Eventually, this will lead to greater
leadership roles.
6. All Cruises Come to an End. Stay on
your cruise as a board member just the
right amount of time. Unless you are
moving through the chairs to leadership,
take a graceful exit when your term is
complete and recruit a new, enthusiastic
replacement. That will be the gift you leave
your organization.
Mary Louise VanNatta has received her
Certified Association Executive designation from
the American Society of Association Executives.
She is CEO of VanNatta Public Relations, Inc., a
PR, association management and public policy
consulting firm in Salem, founded in 1967. She
can be found at www.vannattapr.com.
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It’s the Family Ford...Store
This, folks, is a family affair.
It all started in 1892 when Patsy Donofrio,
a 12 year old boy from Italy, alone and
knowing no one, processed into the United
States of America on Ellis Island at the
federal immigration station. He was one of
more than 12 million immigrants who have,
over the years, entered this country at that
historic location.
Patsy, speaking only Italian, arrived with
nothing more than the shirt on his back and
a passion to succeed in America. Incredibly,
under those dreadful circumstances, he
survived the mean streets of New York City.
He would later move to his uncle’s farm in
near Portland where he eventually married
(he lived to be over 100 years old).
From that union son, Don, was born in
Portland in 1923. Young Donofrio got into
the auto business and eventually became
the new car manager for what was called at
the time, Fields Chevy. Wanting to become
an owner instead of an employee, he later
bought what was soon to be named Skyline
Ford in Salem in September, 1962. For
those of you keeping score at home, this was
one month before the infamous Columbus
Day Storm. What a grand opening party
that was!
Don went on to produce six children, 2
boys and 4 daughters. Jim, a Judson Middle
School and South Salem High School grad
(1968), followed in his dad’s footsteps in
the dealership and has been buying Don out
since about 1975. He’s now close to 90 %
owner with his son, BJ, general manager
for the Acura dealership, holding the other
10%.

Daughter, Ali, is the office manager at the
Skyline Ford Commercial Street dealership
(Looks like Skyline is poised to stay in the
family for quite some time).
Skyline grew rapidly over the years and
Don and Jim were only looking for a place
“just to park cars”. After all, they were
selling more Fords than all of the other Ford
dealers in the valley combined and they
needed a place to park them. For awhile
they used property right across from Liberty
School in South Salem. In 2000, they found
3555 River Road North in Keizer for their
“parking lot”. Keizer welcomed them with
open arms.
Today, their “parking lot” is the popular
and extremely successful Skyline Quick
Lane Tire & Auto Store (Saturday service,
no appointment necessary). Who knew?
Jim Donofrio credits much of Skyline’s
success to, among other things, their
diversification of products. For example,
in 1984 they won the much-competed-for
Mercedez contract.
In 1990 they landed the Acura contract
followed by the aquisition of the Lincoln
Mercury contract in 1996. Today, they’re
also in the boat business with gorgeous
Supra Luxery Ski and Wakeboard Boats
available at the Acura location. Both the
Acura/Supra dealership and the Mercedez/
Lincoln Mercury dealerships are right
across the street from Skyline Ford’s 2510
South Commercial location.
Jim states, proudly, that another essential
element for Skyline’s success over the years
is their people. A number of them work or
have worked at Skyline Ford for many, many
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At Large: Bill Isabell
years. Jim Ault, general manager for Valley
Motor Company, has been there since 1966,
General Manager, Leon Adams is in his 26th
year and Sales Manager, Dave Fountain has
received his checks from Skyline for about
20 years. The late Clarence Fredrickson was
Skyline’s fleet manager for too many years
to even count and has an employee award
named after him.
And once again, as my monthly aside,
my primary column subjects Don and Jim
Donofrio had their hair cut by my fatherin-law, Don Prodzinski, when he had his
barbershop on South Liberty at Sunnyslope
(Jim Ault, above, falls in that category too).
Seems as if Don Prodzinski has cut the hair
of every single successful person in Salem,
Oregon (Look for a future column on Don
P)! But I digress. Back to the subject at
hand.
Skyline Ford underwent a complete makeover this past spring, all in the interest of
customer satisfaction. And Jim states,
with a great deal of pride, they employed all
local contractors. The customer lounge, the
showroom area and the parts department
were all enlarged. The results are fantastic!
Jim Donofrio’s business philosophy
squares with his moral philosophy: treat
your customers fairly and squarely and
good things will happen for everyone. It’s
something passed down, not just from
his dad, but also modelled throughout
the Ford Motor Company, he says. He
specifically credits Lee Olyphant, Ford’s
regional manager, as a perfect example of
that philosophy (Jim speaks so passionately
about this and the over-all Ford “family
atmosphere” I wanted to go to work for
them, too).

Jim has had many loyal customers over
the years but space does not allow for them
all to be named here. He did say, however,
that Tom Snider, principal at Englewood
Elementary School is right at the top of his
individual repeat customers.
Of the KBZY Radio staff, Doc Nelson has
purchased 3, his dad, 4, I’m on my third,
Terry Sol 1 this last year and Terry’s son,
two. Jim’s claims of customer satisfaction
are true as far as we’re concerned. We can
certainly vouch for the claim of quality
vehicles and fantastic customer service.
It’s obviously what keeps us coming back
(Either that or we’re not too bright. No
comments, please.).
And Skyline Ford cares greatly about the
community as a whole and gives back in a
variety of ways. Jim’s and Dave Fountain’s
favourite charity is Father Taaffe’s 3 homes
for unwed mothers in Salem. They also
contribute to the Marion/Polk Food Share,
the Boys &Girls Club, the new Krock Center
and others.
Skyline Ford treats their family like family
(Duh!). They treat their loyal employees
like family. And they treat their customers
like family (the extended version). You can
be part of their family too. Skyline Ford, a
family affair!
Bill Isabell is chief meteorologist for KBZY Radio,
1490am, and a personal financial representative
with Allstate Financial Services, LLC.
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From left to right: Don, Ali, BJ & Jim Donofrio

October 2006

Unitus CCU
Launches
Community-Based
Banking to Local
Businesses
Unitus Community Credit Union, a
leading credit union in Oregon with nearly
$643 million in assets, has launched a line
of Business Services products to meet the
needs of its expanding membership.
On August 28, Unitus launched the
following product line-up:
*
Business Checking
*
Money Market
*
CDs, IRAs & SEPs
*
Loans & Lines
*
Merchant Services
*
Employee Benefits
The credit union’s business services are
geared toward smaller, local businesses like
sole proprietors, partnerships, LLC’s and
small corporations. Individuals qualify for
a business relationship with Unitus if their
business is based in the credit union’s six
county field of membership.
“Unitus is dedicated to the financial wellbeing of our members, and of course that
includes the needs of their businesses,”
stated Jason Werts, Vice President of
Member Services. “These are products our
membership has been asking us for, and
we’re excited to finally be able to meet that
need. Our Business Services support local
businesses looking for individual attention,
outstanding service, and decisions made
quickly by folks in the community.”
Unitus’ business services are a variation
of traditional business services, stressing
ties to the community for close to 70 years.
As a community credit union, Unitus
emphasizes its business services as being
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An Entertainer’s Venue
Live From the Elsinore: Stephen Martin, Executive Director
“I played the Elsinore – it was Fabulous!”
That is what we want to hear from all
the performers at the Theatre. For a
performer, every venue has its own unique
characteristics, whether it is ambiance,
prestige, acoustics and professionalism.
All of the staff at the Historic Elsinore
Theatre hope that whether the performers
are singers, dancers, vocalists, musicians
or actors that they leave with a positive
experience and can’t wait to share their
experience with their fellow artists.
We always make it a point to show the lobby
to the first time performers at the theatre
when they first arrive into the theatre. They
are always awed by the ambiance of the castle
courtyard and that excitement carries through

into the setup, sound check and performance.
This industry (performing arts, live music) is
comprised of groups of artists who all know
each other and tour to the same theatres, so it
is normal for at least one member of a touring
performance to have been to the theatre with
a previous show or they know of someone
who told them what a great time they had
at the theatre and the will love the acoustics
and professionalism of the theatre. In our
industry we have two customers; the patron
who attends an event and the artist who
performs at the theatre. Never underestimate
how “word of mouth” from your customers
can impact your own business.
All of us at the Theatre look forward this
season to finding out who knew about the

entirely local yet fully invested. Committed
throughout the entire process - from the
beginning stages to expansion, Unitus is
aiming to walk with their members and
their members’ businesses each step of the
way.
For more information about the credit
union’s business services, call us at (800)
452-0900 ext. 8340, stop by any Unitus
branch or visit us online at www.unitusccu.
com/business/.
Unitus Community Credit Union is a
not-for-profit, member-owned financial
institution serving people living or working
in Marion, Polk, Yamhill, Multnomah,
Washington and Clackamas county.
Additional information about Unitus is
available at www.unitusccu.com or by
calling (800) 452-0900.

Fine Dining
Live Entertainment
Historic Downtown

120 Commercial NE
Salem
503-370-9951

Theatre before they arrived. We know that
The Trail Band enjoys the Theatre (as they
will be returning again for their annual
Holiday show in December. But we can’t
to see if anyone from Willy Wonka; live on
stage, Gran Ballet Folklorico, Jim Brickman
Chinese Golden Dragon Acrobats, In The
Mood or Forbidden Broadway has enjoyed
the Theatre previously.
We also look forward to seeing each of
you at the Theatre, whether it be for a first
experience or a return visit. See you at the
Theatre!
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Progressive Change, One Corner at a Time
Being afraid of change is not an inborn
factor in our lives. People have to learn the
art of fearing change. We don’t arrive on the
planet looking around for something to be
afraid of or ways to stop the changes and
all the new experiences that are happening
all around us as we’re born. During those
first moments of life, when the darkness
gets lighter and muted sounds become
blaring noise, our natural instincts kick in
and we become gumptious, curious little
beings, struggling to open our eyes and see
what’s going on. Have you ever noticed how
quickly a child’s eyes light up when changes
occur? If a new toy appears, or a new face
comes into view, or a new upbeat piece of
music is played, there becomes this mixture

of intrigue, delight and bits of
caution in the expression of a
child’s eyes. On the flip side,
as adults, we tend to view
change as toxic, inconvenient, frightening,
uncomfortable; something to avoid at all
costs. And sometimes those costs are very
expensive; even spirit killing.
Psychologists tell us it’s most likely not the
actual change process that gives us grief, but
the idea that there is uncertainty in our lives.
Things we can’t see up front, into the future.
We get all set and snuggly in our routine,
knowing just what to expect, designing each
facet, each move. Just when all four wheels
are on the ground, along comes that unknown
pesky factor, lurking around the corner, just

Rushing Reflections: Bo Rushing-Barnes
barely out of our sight, waiting to jump in and
tussle up our well performed act, our script,
our comfort. We dig in our heels. We fight
it. We resist it. We puff up and go against it.
We use great amounts of precious energies
to combat the unwelcome and uninvited foe.
We do back flips and go to great lengths to
dishonor rather than acknowledge the fact
that we are all natural “change artists”; we
were born for it. It has been said throughout
the centuries that change is the one constant
in our lives we can depend on always to be
there for us. The Progressive Change Factor
(PCF) is the prime component in success,
transition, next level, improved processes
and greater opportunities in exploring
the open windows and doors rather than
concentrating and hanging around the ones
which may be closed and inaccessible. In
essence, change my actually be the necessary
fodder we need to continue as evolved human
beings on this planet.
There is a story about a young real estate
professional, just getting started in her
career, back in the early 1990’s. She eagerly
agreed to list the home of long-time friends’
parents who were retiring and moving
across the state. While she was pleased to
have the listing, she wasn’t looking forward
to showing the house. She knew the current
trends; prospective buyers were becoming
more interested in open floor plan designs;
rooms which were larger, brighter, lighter;

rooms that visually created a flowing concept.
Her friend’s parents’ home was darker and
had short hallways that led from room to
room; more corners to turn throughout the
house. It lacked that certain visual flow that
people were craving. She made suggestions
to the sellers, tips to help them update/
defrag some areas of the house, but for
the most part, she believed the house was
most likely not going to move very quickly
off the market. At first, she was right. After
showing the house to a dozen or more
people, no real interest was created. Then,
along came a couple of “change artists”.
When the future owners entered the house
for the first time, they were hesitant. They
had almost decided not to tour the home.
It wasn’t really what they had in mind.
They walked through the house, almost in
silence. But then something happened; they
began to smile as they gradually embraced
the differences the house offered. Later,
as the contract was being formalized, they
talked about the excitement that began to
build as they made their way through the
Continued on page 25

Theatre Sponsor

Voted Best Steak in the Valley

Gran Ballet
Folklorico
Sun. Oct 22
Roald Dahl’s Willy Wonka
Mon. Oct 30
Jim Brickman
Wed. Nov 15
Theatre Box Office

Call 503-375-3574
www.elsinoretheatre.com

800-992-8499
tickets subject to a
convenience charge

Visit Our Remodeled Patio
Mini Golf Open Year Round
1145 Commercial Street SE
Salem
503-365-7225
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Rushing-Barnes...Continued from page 24

twist and turns of the hallways, from one
room to the next; anticipating each new
room, each new sight. The house began to
unveil itself, one step at a time, showcasing
the beauty of the older design, the quality
of the craftsmanship, the loveliness of the
soft shadows created on the walls and the
ceilings. Clearly, in the long run, the buyers
invited the art of change, disallowing the
standards to dictate what they saw in the
house; fearing not what was in the next
room, but opening their eyes and enjoying
the flow being created, the flow that no one
else had managed to understand. Isn’t this
a perfect example of exploring change? If
we want to flow creatively in our lives as we
find new avenues to pursue, new depth to
our relationships, our work, our life-long
learning, our contribution to family and
community, we must find simple ways to
embrace change; look at it, roll with it, grow
with it and enjoy the process. Our eyes plead
with us to seek a fresh perspective when new
toys, new adventures, and new concepts are
introduced.
Wouldn’t it be an amazing trip to be
flowing toward new insight, to learn to
trust our deeper instincts rather than
always feeling like we need to second-guess
our decisions? Wouldn’t it be a freeing
experience to no longer wallow in the fear
of change, to get past/beyond being stuck
in the mire and turmoil we create when
we live in close quarters with the fear that
our normal routine may get altered? How
powerful would it feel to meet challenges
face to face and proclaim “Bring it on! I’m
game for change!”
At the Rushing Group we pride ourselves in
the fact that we invite and thrive on change.
We are evolving, enlightened people within
our families, our work team, our careers,
our community and within the needs of
our clients and vendors. We won’t wait for
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Think Tin
Hello Everybody
This time I would like for you to THINK
TIN. No, I didn’t misspell the word THIN,
I’m talking about TIN as in CANS and as in
CANNING, which started around the1850’s
due to the increase of population in the big
cities and a lack of fresh markets.
Recently, let’s say over the last fifteen
years or so, we tried to get away from
canned products by using fresh products
again, because we think it is better for
us. Well, somehow we are still in need of
canned products, because sometimes that is
the only way we can get it, and because of
the convenience. For example in Spain, the
easiest way to find Piquillo Pepper is in cans.
That particular pepper is a small triangular
pepper that is smoked and then cleaned
and canned to be used as horsd’ouvres, on
salads and on pasta. In Europe it is easy to
find white asparagus in a jar with its clean,
smooth and lightly citrus finish.
Food processed specialty items are also
finally more available here in the States.
Quality and packaging have come a long
way, because of course of technology and
because of consumer demands. In some
cases, nutritional values are better when, for
example, the tomatoes have been processed
compared to fresh. You can actually have
a good dinner coming out of shelf stable
packaging (no need to refrigerate) in no

an open-floor plan with no hidden corners
and few shadows. We embrace the future by
acknowledging the unknown and working
steadily in support of each other finding
the open doors and unbarring the stuckshut windows that appear in each process
towards progress. Progressive change, one
corner at a time. Best of luck to each of you

Lullu’s Tidbits: Lullu Truitt
time, and best of all, these pre made meals
come in a quite variety of containers like
trays, pouches, and bowls.
Of course, summer is almost over and your
garden is full of those wonderful tomatoes,
peppers, zucchini (you have now fewer
friends willing to receive the fruits of your
efforts!), and now you have to do something
about it. Guess what! The family is going
to CAN them! And naturally this has to be
a family affair; after all everybody in the
family is going to eat the results. So, here
comes the peeling or the squeezing, the
shredding, the chopping and the boiling.
Let’s collect all the jars and make sure they
are all sterilized with the right lids. Get the
biggest pot you can find and you go on with
your canning.
You have to wait patiently for 24 hours
to make sure the lid is sealed and of course
you invert the jar to see if there is a leak. By
golly, the family has made it! You are in the
canning business; there is no leak, so your
beautiful jars go in to the garage, a cool dry
place, way in the back, so nobody is going
to break them by mistake waiting for winter
to be used.
Here comes winter. There goes winter.
Guess what? Your jars are still in the garage,

as you explore the next hallway in your path.
Enjoy the view and the experiences which
will surely unfold before your eyes.
Bo Rushing-Barnes, The Rushing Group, (503)
588-8500
Linda Harris, Harris & Associates, (503) 9510886

Come see the new Arbor: New Ownership~Enhanced Menu

Coupon

Salem
Business
Journal
Call 503-365-9544
for a rate sheet

www.SalemBusinessJournal.com

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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so far back that actually, nobody broke any
of them because in the mean time things
have piled up in front of them!!!!!!!!!!!!!!
Buon Appetitto
Lullu’s tutto cucina is a unique kitchen store.
Lullu, the owner, is certified 110% Italian.
She is proud to have a store that has unusual
merchandise (mostly European imports) that
cannot be found at most kitchen stores. For
special gifts, Lullu’s tutto cucina is the place to
go. There is a warm, inviting atmosphere at
the cooking classes (some are hands-on) that
regional guest chefs conduct throughout the year.
She also specializes in Italian food and wine.
Gift certificates and gift baskets are available;
special orders are welcome.
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City of Salem Construction Permits

Provided by the City of Salem Buildings and Safety Divison

COMMERCIAL ALTERATION
2450 STRONG RD SE
$30,000.00
530 CENTER ST NE 200
SALEM OR 97301

COMMERCIAL ALTERATION
250 CHURCH ST SE STE 100
$100,000.00
388 STATE ST SUITE 840
SALEM OR 97301 -3470

NEW COMMERCIAL
1090 COMMERCIAL ST SE
$200,000.00
1879 FESCUE ST SE
ALBANY OR 97322

COMMERCIAL ALTERATION
420 20TH ST SE
$10,000.00
1975 D ST NE
SALEM OR 97301

FIRE SYSTEM ADDITION
4373 MARKET ST NE
$1,900.00
15495 SW SEQUOIA PKWY UNIT 100
PORTLAND OR 97224

FIRE SYSTEM ALTERATION
831 LANCASTER DR NE 184
$3,000.00
219 FRONTAGE RD N SUITE B
PACIFIC WA 98047-1043

COMMERCIAL ALTERATION
2555 RIVER RD S
$350,000.00
3939 DEL WEBB AV NE
SALEM OR 97301

WALL SIGN
6054 COMMERCIAL ST SE
^ ^
^ ^
1301 MARSHALL DR SE
SALEM OR 97302

COMMERCIAL ALTERATION
4400 RIDGE DR NE
$30,000.00
3095 RIVER RD N
SALEM OR 97303

COMMERCIAL ADDITION
530 HIGHLAND AV NE
^ ^
^ ^
PO BOX 7397
SALEM OR 97303

COMMERCIAL ACCESSORY
STRUCTURE
999 LOCUST ST NE 15
$14,000.00
255 CAPITOL ST NE
SALEM OR 97310

COMMERCIAL ACCESSORY
STRUCTURE
1705 SILVERTON RD NE
$5,500.00
1705 SILVERTON RD NE
SALEM OR

PARKING LOT ALTERATION
1010 HAWTHORNE AV SE
$767330.00
5415 SW WESTGATE DR SUITE
100
PORTLAND OR 97221

NEW COMMERCIAL
2990 25TH ST SE
$300,000.00
555 LIBERTY ST SE 305
SALEM OR 97301

COMMERCIAL ALTERATION
1950 LANCASTER DR NE 131
$22,000.00
222 COMMERCIAL ST NE
SALEM OR 97301
NEW FIRE SYSTEM
1255 BROADWAY ST NE
$53,875.00
PO BOX 7362
SALEM OR 97303

COMMERCIAL REPAIR/
REMODEL
2927 BROADWAY ST NE 170
$NOT DEFINED
PO BOX 393
CLACKAMAS OR 97015

COMMERCIAL REMODEL
590 TAGGART DR NW 130
$NOT DEFINED
PO BOX 12669
SALEM OR 97309

WALL SIGN
3470 PIPEBEND PL NE
$NOT DEFINED
5805 SW HOOD AV
PORTLAND OR 97239

WALL SIGN
1160 WALLACE RD NW
$NOT DEFINED
3165 COMMERCIAL ST SE
SALEM OR 97302

NEW COMMERCIAL
4155 RICKEY ST SE
285,000.00
1980 WILLAMETTE FALLS DR SUITE
200
WEST LINN OR 97068

FREESTANDING SIGN
3361 CRAWFORD ST NE
$NOT DEFINED
8447 BRONCO DR SE
SALEM OR 97317

FIRE SYSTEMS ALTERATION
550 TAGGART DR NW 150
$4,845.00
1904 SE OCHOCO
MILWAUKIE OR 97222

NEW MANUFACTURED DWELLING
1630 WALLACE RD NW 24
$NOT DEFINED
350 N 6TH AV NE
MILL CITY OR 97360

WALL SIGN
875 CONCORD ST NE
$NOT DEFINED
8447 BRONCO DR SE
SALEM OR 97317

FIRE SYSTEMS REMODEL
480 CENTER ST NE 124
$800.00
15495 SW SEQUOIA PKWY
PORTLAND OR 97224

COMMERCIAL ACCESSORY
STRUCTURE
999 LOCUST ST NE
$18,000.00
255 CAPITOL ST NE
SALEM OR 97301

NEW COMMERCIAL
890 OAK ST SE
$7,200,000.00
1919 MCKINNEY AV
DALLAS TX 752011753

COMMERCIAL ALTERATION
2927 BROADWAY ST NE 175
$10,000.00
PO BOX 86306
PORTLAND OR

COMMERICIAL ADDITION
4095 PORTLAND RD NE
$NOT DEFINED
4095 PORTLAND RD NE
SALEM OR 97308

CHANGE OF OCCUPANCY
1670 12TH ST SE
$238,000.00
3655 EDWARD DR SE
SALEM OR 97302

NEW COMMERCIAL
5757 COMMERCIAL ST NE
$525,537.00
3110 25TH ST SE
SALEM OR 97302

COMMERCIAL ADDITION
1075 8TH ST NW
$6,700.00
1309 FERRY ST SE
SALEM OR 97301

MANUFACTURED DWELLING
3350 RIVER RD S
$NOT DEFINED
PO BOX 205
SALEM OR 97308

COMMERCIAL REMODEL
2138 LANCASTER DR NE 124
$NOT DEFINED
PO BOX 1026
SILVERTON OR 97381

COMMERCIAL REPAIR
777 COTTAGE ST NE
$6,200.00
777 COTTAGE ST NE
SALEM OR

NEW FIRE SYSTEM
470 VEALL LN NW
$3,725.00
217 MAIN ST SE
ALBANY OR 97321

COMMERCIAL REPAIR/REMODEL
5000 DEER PARK DR SE 20
$NOT DEFINED
PO BOX 7307
SALEM OR 97303

COMMERCIAL ALTERATION
1095 25TH ST SE
$3,500.00
3040 BRUSH COLLEGE RD NW
SALEM OR 97304
COMMERCIAL ALTERATION
2111 FRONT ST NE 3-100
$75,000.00
388 STATE ST SUITE 840
SALEM OR 97301-3470

October 2006

COMMERCIAL ALTERATION
1695 FAIRGROUNDS RD NE
$2,500.00
1695 FAIRGROUNDS RD NE
SALEM OR 97303
COMMERCIAL REPAIR/REMODEL
1541 HAWTHORNE AV NE
$NOT DEFINED
PO BOX 393
CLACKAMAS OR 97015

SIGN ALTERATION
1401 LANCASTER DR NE
$NOT DEFINED
1825 FRONT ST NE
SALEM OR 97303

Addenda Tech Group
“adding technical expertise to your business”
Addenda Tech Group has over 20 years experience
providing computer support to small and medium size
businesses.
Products and Services:
Server, network & desktop administration,
maintenance & service

For construction permit data
information, contact Justin Kimble
at the Salem Business Journal
at 503-365-9544.

Microsoft Server, Small Business Server and
Exchange expertise

DeLon BMW

Novell NetWare & GroupWise expertise
Network Security - firewalls, enterprise anti-virus
solutions, secure connectivity from home or on the
road

Larry Ramage
660 Liberty Street NE
Salem, OR 97301

Blackberry & Treo integration with your mail server
Contact:

John Hudson
Tracy Jacobs

www.addendatech.com
503-585-5152

Tel: (503)399-9541
Toll Free: (877)266-0117
Fax: (503)585-5933
E-Mail: LPR1960@peoplepc.com

Sales Manager

October 2006

Salem Business Journal

Page 27

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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Using Expert Sources for Your Message
One of the best ways to spotlight your
company in the media involves a game of
quid pro quo. What can your company do
for the media, and how can they, in return,
deliver your message to the public?
The truth is that countless journalists get
story ideas—and even written articles—
from expert sources. Many non-profit
organizations have very little money in their
budgets for advertising, but what they do
have to offer is expertise in their given field.
Using expert sources is a PR method that’s
tried and true.
By providing expert sources to write

Building Buzz: Tirza Wibel, Public Relations Strategist
about topics relevant to specific industry
publications (often referred to as trades),
business journals, or daily and weekly
newspapers, you are giving the media
something they’re always looking for—story
ideas! And, you’re getting your company’s
message to the exact audiences you want to
reach.
But First, You Must Plan
The old adage is true: Fail to plan, then
plan to fail. So how do you begin? You will

need a comprehensive public relations plan
that is both strategic and tactical so that you
can first decide what your company’s key
messages are; and then develop a targeted
media list that may include outlets that
range from local newspapers to the most
respected trade publication in your field.
After that, you must choose who in your
company should be an expert source. Or,
maybe there’s more than one person who
would be a good spokesperson. If you’re a

Chandler...Continued from page 21

and guidance from the loan originator can
be worth its weight in gold.
Back to the Future
They say a picture is worth a thousand
words. The chart below may be worth
thousands of dollars.
Over the past 200-years, interest rates
on the US 10-year Treasury Note have, for
the most part, remained fairly tame. The
average has been close to 6%, but many fear
the chance of runaway double-digit rates.
Rates have remained in the single digits for
all except 8 of the 214 years shown below.
The rampant inflation of the late 1970’s
had to be reigned in. So rates were pushed
higher during the 1980’s. The result…low
inflation and rates over the years leading
to the present time. The lesson learned by
the Fed was to use an ounce of prevention
instead of a pound of cure. In other words,
the Fed acts quickly now to hike rates a little
so that inflation will remain in check, which
helps keep rates from running significantly
higher. The sky-high rates of the early
1980’s will probably, or at least more than
likely, never be seen again.
I Agree With You, But...
“OK, OK”, you say…... you’ve come to
see the benefits of utilizing an ARM loan.
But…”Even though I know I will have
saved the money in cash or equity during

the first five years, I still may be faced with
significantly higher payments to make.
Where will I come up with the extra cash
flow to pay the higher payment of, perhaps,
$500 per month?” The answer is simple
but not obvious at first. Let’s understand
what would make rates skyrocket for 8, 9,
or 10 years. The overall economy would
have to be very strong, almost too strong,
to see inflationary pressures causing rates
to ascend and remain very high. Much of
those inflationary pressures would come
from employment wages rising at a torrid
pace…perhaps 10% per year or more. But
let’s assume the borrower is on the very
low end of pay increases, and only sees an

For Sale By Owner
Best Location in Salem
985 High Street
Historic House...
everything new
3 acre rose garden
out front window.

By Appointment Only
503-375-9218

Open HOuse
Saturday, October 14
10a - 6pm

average increase of 4% each year. If their
household income were $80,000 today and
they were concerned about the possibility
of a $500 increase in monthly payment 9
years from now, it sure would appear scary
against today’s income. But they really need
to consider what their future income will
be. Even at a very modest 4% annual gain,
which could be less than half the average
annual gain in a hot economic climate, their
$80,000 annual income will swell to almost
$110,000 in 9 years. That means they would
have an extra $2,500 each month to help
pay the additional $500 possible bump in
their mortgage payment. Sound far-fetched?
An easy way for your clients to relate to the



small company, the CEO may be the obvious
choice. If your company specializes in some
innovative technology, you may want to
choose a source with experience developing
Continued on page 29

increase in their future income is to work
backwards. This same formula would mean
that their income 9 years ago was $58,000…
Not very hard to believe.
Void Where Prohibited, May Cause
Drowsiness and Your Mileage May
Vary
Almost all of the above examples were
given under the worst-case scenario for the
ARM loan. And the worst-case is not likely
to occur. Even so, the results appear quite
favorable when compared to the fixed. But,
that said, the wide variety of ARM loan types
and their specific features require that each
loan option must be examined individually…
thus, the above disclaimer. The key is
for borrowers to have an open mind and
explore their many options and make sure
the loan they choose is fully integrated into
a financial plan that takes into account their
short and long term financial goals. Even a
great rate on the wrong mortgage selection
can be far more costly than a fair rate on the
right mortgage product to fit the individual’s
needs.
David Chandler is the branch manager of the
Salem office of Countrywide Home Loans, Inc.,
a national leader in residential finance. The
office is located at 3882 Center St NE, Salem, Or
97301. He can be reached at 503-316-6104. The
views expressed in this article are his and not
necessarily those of Countrywide Financial, its
shareholders and/or any of its subsidiaries.

For Rent



South Salem Location

1317 Sq. Ft., 2
bedrooms, fireplace,
hardwood floors,
garage. Nicely
landscaped corner
lot. Candalaria/
Leslie/South Salem
Schools. No pets/
smoking. $1175/mo.

503-245-9090
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Graham Aviation
Doubles its
Training Fleet at
the Salem Airport

Business Etiquette 101

Jim Graham of Graham Aviation Services,
LLC located at the Salem McNary Field,
announced that the training fleet has now
doubled.
The new aircraft, also a Cessna 172, is a
year older but also sports a Garmin 430 GPS
unit in its panel.
“We are very excited about adding this
aircraft to our fleet,” Graham said. “The
additional airplane provides the opportunity
for renter pilots to rent an aircraft while a
student continues their flight lessons.”
Having another plane on the line will
also keep students flying during routine
maintenance that must be performed on all
aircraft.
“Before, we had to cancel all flights during
a 50- or 100-hour inspection. Now the
training can continue without interuption,”
Graham continued.
Graham Aviation is the only fixed-wing,
single engine flight school located at the
Salem Airport. It opened for business in
May 2005 and has continually seen an
increase in interest from people who want
to pursue their passion for flight by getting
a private pilot’s license for pleasure or as the
first step toward a career in aviation.
Visit www.grahamaviation.com or call
503-581-4139.

If you want to make a great impression on
new business contacts and create a strong
foundation for building relationships, you
might start by brushing up your business
etiquette. In today’s fast-paced, modern
world people fail to realize that the
traditional business practices of the past are
still the most effective. The truth is simple:
people want to do business with people
they like, and people really like those who
practice the following rules.
When networking, share the mic. How
are you going to learn about someone else’s

Wibel...continued from page 28

your company’s articles.
Continually
remind
these
media
professionals, especially prior to one of
your company’s new product launches
or special events, that your experts are
available to be quoted in or write articles for
their publications. Telling the media that
you have experts in their fields of interest
who are willing to write articles valuable to
their readers is nothing short of a win-win
situation!
Creating Public Interest
Don’t underestimate the power of
creating public interest through community
events. Highlight your experts through
special events, trade shows, book signings,
product launches or other public speaking
opportunities. Maybe you can even mark
one month out of the year for your company
to dedicate to an issue the public would find
appealing or helpful.
Say, for instance, that your company sells
auto insurance. You may want to designate
April as a month to focus on “Driving
Safely in Rainstorms.” If your company is
a member group of the Insurance Institute
for Highway Safety, it would make sense,
media wise, to have one of the Institute’s
representatives readily available to be

or using that technology. When expert
sources aren’t apparent, look to employees
who have specialized experience or unique
perspectives on the industry.
Here are some examples of people whom
the media may consider expert sources:
* People with advanced degrees
* Those with special credentials
* Specially trained industry professionals
* Educators
List these sources’ names as media
spokespeople, along with their respective
credentials, on your company’s web site.
Include briefly written bios, too. You may
also want to list the publications in which
these sources have either written articles or
been quoted.
Finally, you will want to make sure that
those on your newly created, targeted
media list know the obvious—that you
have experts available to them, who can be
quoted as sources in their stories. Establish
a rapport with editors and reporters at
these key publications, and keep in touch
with them regularly. Know their editorial
calendars, and the special sections or issues
that would make the most sense to feature
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Coaching From Within: Jennifer Powers, Life Coach
business if you are only talking about your
own? Unless defined differently, meeting
with someone for coffee or lunch should
be a mutual exchange of information and
questions. Never assume that the person you
are meeting with is only there to talk about
YOU. The objective of a networking meeting
is to share information with the common goal
of helping each other be more successful.
If the meeting is 30 minutes long and you
have spent the first 15 minutes talking about
yourself, stop hogging and pass the mic!
There is no faster way to turn people off than

Graham Aviation’s first 172 (in the background) is joined on the ramp by the
newest addition to the training fleet
quoted on this topic.
Now, go back to that targeted media list
once again, and look it over carefully. Pitch
the story to those publications where you’d
like to see a story about your company’s
commitment to educating the public about
driving safely in rainstorms.
Why Using Experts Works
In the simplest terms, using experts
as media sources lends credibility to
your company in ways that traditional
advertising can’t. Bylined articles, opinion
editorials and even letters to the editor
of target publications written by skilled
PR professionals, can help present your
company as an important and respected
community resource and industry leader.
Your experts can do everything from offer
their opinions on important trends affecting
your industry, to touting the benefits of a
specific product or service.
Tirza Wibel is a public relations expert and
media placement specialist who gets results. She
recently led corecubed in winning a prestigious
Bronze Anvil award from the Public Relations
Society of America for the pitching, writing and
placement of a bylined article on behalf of a
client. For more information email tirza.wibel@
corecubed.com.

by talking incessantly about your business
without ever asking about theirs.
Also, practice active listening to assure
others that you are following what they
are telling you. Listen with your ears but
also with your eyes and other senses. Nod,
make eye contact and restate a few of their
main ideas to show that you are listening
intently.
Ask questions. Questions are the best
way to demonstrate that you are interested
in learning more about the person you
are talking to. But choose your questions
carefully. Ideally, they should relate to that
person’s life or business and not serve as
a means to obtain information that will
somehow benefit you. Some examples are:
Tell me about your business? What is your
ideal client? How can I help support you?
People love to talk about themselves so they
will love you if you offer them an opportunity
to do so.
And don’t forget to ASK for a business
card. How can you call or refer them if you
don’t have their contact information?
Be considerate. When initiating contact by
phone, never assume that person is available
to talk to you just because you called. Ask,
“Is this a good time or a bad time to talk?”
It shows that you value one of their greatest
resources, their time.
Also, when requesting an action either
verbally or in writing, you might begin
with, “I know you are very busy but I was
hoping that you could…” Doing so will
demonstrate that you are aware of the many
other business activities they have going on,
besides just YOURS.
So, take a moment to check in with
yourself. Are you using these simple, yet
important, business practices? You’ll be
surprised at the response you get when you
shift the focus away from YOU and on to
others, ask pertinent questions and show
respect for people’s time and energy.
Amazingly simple, incredibly effective.
Jennifer Powers, MA.,CTACC is a certified
professional coach and public speaker. She
partners with business owners, emerging
entrepreneurs and other professionals to close
the gap between where they are and where they
want to be.
Jennifer’s practice is based in Salem. Visit her
website at www.JenniferPowers.com or email to
Jen@JenniferPowers.com.
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Nopp’s
Jewelry & Art
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

October 2006

201 Commercial NE
Salem • 503-399-0333

October 2006
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Let Yourself Fly...

This Month’s
Chamber Calendar
Sponsored By:

503-581-4139

www.grahamaviation.com

Information as of press time. Check the Chamber’s website for any changes.
Week of October 2 - 6
MONDAY 2
Chamber Business Women
Room A, 11:45am
TUESDAY 3
Business Development Workshop
“Theft for Small Business:
Before and After - What You Must Do”
Presenter: Susan Whittaker
$10 per person; salemchamber.org or
phone 503-581-1466; Rooms A & B
Continental Breakfast: 7:30am
Program: 8 - 10am
Chamber Business Women
Amador’s Mexican Food & Cantina   
300 Liberty St. SE , 11:45am
Ribbon Cutting
Cost Plus World Market
6160 Ulali Dr. Keizer Station, 4:30pm
WEDNESDAY 4
Chamber Business Women
Blue Pepper, 241 Commercial St. NE,
6:45am
Leadership Salem
Legal Day Team Meeting, Room C, 7:30am
Leadership Salem
Education Day Team Meeting
Room C, 9am
THURSDAY 5
Governmental Affairs Forum
Rooms A & B, 7am

Member Orientation Lunch
Rooms A & B, Noon
RSVP: susie@salemchamber.org
FRIDAY 6
Greeters Networking
Home Collection & Dining Collection
3920 Rickey St. SE, 8:30am
Week of October 9 - 13
MONDAY 9
Forum Speaker Series Luncheon
Topic: Marion Co Strikes Back on Meth!
Speakers: State Senator Jackie Winters
and Senate President Peter Courtney
Sponsor: Express Personnel &
Professional Staffing
Red Lion Hotel & Convention Center
3301 Market St. NE, 11:45am
Members: $15, Nonmembers:$17
TUESDAY 10
Executive Team Meeting
Room C, 7am
THURSDAY 12
Executive Director’s Lunch
Room B, Noon
FRIDAY 13
Greeters Networking
Blanchet Catholic School
4373 Market St. NE, 8:30am
Week of October 16 - 20
MONDAY 16
Past Presidents Lunch
Room B, 11:30am

View all Willamette Valley listings at
www.windermere.com
View all of our office listings at
www.salemwindermere.com

Chamber Business Women
Room A, 11:45am

Chamber Latino Network
Steering Team Meeting, Room B, 9am

TUESDAY 17
Leadership Salem, Rooms A & B, 7am

WEDNESDAY 25
Leadership Youth; Rooms A & B, 7:30am

Chamber Business Women
Amador’s Mexican Food & Cantina   
300 Liberty St. SE , 11:45am

THURSDAY 26
Ribbon Cutting
Modern Building Systems
9493 Porter Road, Aumsvile, 4pm

WEDNESDAY 18
Board of Directors Meeting
Rooms A & B, 6:45am

FRIDAY 27
Greeters Networking
Tico’s Coffee Roasting Co.
Location: TBA, 8:30am

Chamber Business Women
Blue Pepper, 241 Commercial St. NE,
6:45am

Week of October 30 - November 3
WEDNESDAY 1
Chamber Business Women
Blue Pepper, 241 Commercial St. NE,
6:45am

Crystal Apple Awards®
Steering Team Meeting, Room A, 9am
THURSDAY 19
Ag Team Meeting; Room B, 7:30am

Ribbon Cutting
Carol & Company
1724 Center St. NE, 4:30pm

Business Development
Workshops Team Meeting
Room B, Noon

THURSDAY 2
Governmental Affairs Forum
Rooms A & B, 7 - 8:30am

FRIDAY 20
Greeters Networking
Host & Location: TBA, 8:30am

Crystal Apple Awards®
Steering Team Meeting, Room A, 9am

Ribbon Cutting
Our Savior’s Lutheran Church
1770 Baxter Rd. SE, 10:30am

FRIDAY 3
Greeters Networking
Kuebler’s Furnniture
230 Commercial St. NE, 8:30am

Week of October 23 - 27
TUESDAY 24

Hire the Best PeoPle
Give them the Best tools
Create a Professional aPProacH

)PXEPFTJUGFFMUPIBWFBOFYQFSUJOZPVSDPSOFS
5SVTUBOEFYQFSUJTFXIFOXPSLJOHXJUIB8JOEFSNFSFQSPGFTTJPOBM ZPVMMmOEUIBUCPUIBSF
BUZPVSmOHFSUJQT5ISPVHITUBUFPGUIFBSUUFDIOPMPHZ DPOUJOVJOHFEVDBUJPO BOEQSPGFTTJPOBMWBMVFT 
8JOEFSNFSFDPOUJOVFTUPTFUUIFTUBOEBSEPGXIBUTFSWJDFTIPVMECF8JUIBDDFTTUPUIFMBSHFTUOFUXPSLPG
BHFOUTJOUIF8FTUFSO6OJUFE4UBUFT QFSTPOBMJ[FEQSPQFSUZTFBSDIFT DVTUPNJ[FEDPNNVOJDBUJPOQMBOTBOE
BTUFMMBSSFQVUBUJPO UIFUSVFWBMVFPGB8JOEFSNFSFBHFOUJTDMFBSQFBDFPGNJOE

XXXTBMFNXJOEFSNFSFDPN

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

Experience in Real Estate really does make the difference.

Did you know John L. Scott...
• Has over 130 offices and 4500 sales associates throughout Oregon, Washington and Idaho.
• Is ranked 7th in Real Estate brokerage productivity in the United States by Trend Magazine.
• Has been awarded the “Inman Innovator Award” as the most “innovative real estate company in
the nation.
• Receives over 1 million website visits each month, this makes our website on of the most
heavily used in residential real estate websites in the nation.
• Foundation contributes hundreds of thousands of dollars every year to raise millions for
children’s healthcare.
• Chairman & CEO J. Lennox Scott is widely recognized – honored twice by Realtor Magazine as
one of the 25 most influential individuals in real estate in the nation, inducted in 2005 to the
Council of Real Estate managers hall of leaders and in 2006 was recognized by Unique Homes
Magazine as one of the 25 most influential leaders in luxury real estate.
• When you visit our website, your home will be marketed to over 650 of the leading real estate
companies in the nation and around the world.

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.

Rates are Low — Catch Them While You Can!
Jess Haines
Owner/Broker
(503) 540-1950 Office
(503) 585-7951 Fax

Come Grow With Us!
We are Expanding!
Opportunities for
professional Loan
Officers. Fax resumes or
call our office today.

WWW.CATCHALOAN.COM

