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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   503-363-3136

Dan Berrey Breaks Ground on The Meridian

Continued on page �

It’s official. The much-anticipated 
Meridian development project is moving 
forward. This magnificent building will be 
located at the corner of Commercial and 
Mission Street along the riverfront in Salem, 
Oregon. The many entities involved recently 
broke ground on the six-story complex that 
will be home to 89 luxury owner-occupied 
condominium homes and 30,000 square 
feet of medical/office space. The project 
is expected to total over $54 million by 
the time it’s completed. The building will 
display modern architecture accented with 
stone, brick and timber that will complete 
its northwest style.

The ceremony took place on February 
21st at 777 Commercial St. SE, which was 
at the corner of Mission and Commercial 
Street. Salem Mayor Janet Taylor, who 
played a key role in the revitalization of 
downtown Salem, attended the ceremony 
along with other local officials to commence 
the construction of The Meridian. John 
Hyland Construction, Inc. out of Eugene, 
Oregon was awarded the contract for this 
innovative project and stated his company 
is very excited about the project and being a 

part of the renewal of downtown Salem.
Developer Dan Berrey’s vision is optimistic: 

“The beginning of this project is a great step 
forward for the city of Salem and I feel it will 
be a real catalyst for other projects along the 
riverfront and downtown area.”

“We are very excited for the ultimate 
completion of this great project and the 
great benefits it will lend to the city and 

the downtown core, as well as how it will 
spur on similar future developments,” said 
Richard Rothweiler from Arbuckle Costic 
Architects, Inc.

Visit www.themeridian.biz for more 
information on this project.

Watch for The Meridian Special Section 
in the April edition of the Salem Business 
Journal.

Arbuckle Costic’s architectural rendering of The Meridian

Dan Beerey with Salem Mayor Janet 
Taylor breaking ground 
at the official ceremony.

Delta/Salem Air Services Begins June 7

From left to right Brent DeHart, Alan Alexander and Tim Hay at the 
ribbon cutting for the new Salem Airport Terminal.

The long drive to Portland International 
Airport will soon become an ordeal of the 
past for Salem area travelers. Delta Airlines 
today announced service from Salem to Salt 
Lake City, Utah, opening up the gateway 
to more than 100 non-stop domestic and 
international destinations.

“A lot of people have worked long and hard 
to make this dream become a reality,” said 
Mayor Janet Taylor. “Our Airport Advisory 
Board has had this as their top priority 
for years and has worked closely with our 
Airport Administrator, Alan Alexander, to 
make sure McNary Field would be ready 
to receive airline service. We couldn’t have 

accomplished this with out the support of 
our Congressional delegation or without 
the level of support that this community 
has demonstrated. We, especially, owe the 
Salem Area Chamber of Commerce a major 
thank you for managing the travel bank 
campaign that truly demonstrated our level 
of commitment.”

Two flights a day to Salt Lake City and back  
will begin on June 7. The 6:30 a.m. flight to 
Salt Lake arrives at 9:15 a.m. and the 1:15 
p.m. flight arrives at 4:00 p.m. Flights to 
Salem leave Salt Lake at 11:30 a.m., arriving 
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at 12:25 p.m., and at 9:05 p.m., arriving in 
Salem at 10:OO p.m. Delta will be flying 50-
passenger Canair CJ200 jets.

The search for a commercial air partner 
began over six (6) years ago. In 2004, the 
City of Salem received a $500,000 Small 
Community Air Service Grant from the 
U.S. Department of Transportation. The 
grant guarantees hnding for the first year 
of commercial air operation. In 2005, Delta 
became the focus for Salem’s recruitment 
efforts when Mayor Janet Taylor and other 
community leaders traveled to Atlanta 
to meet with Delta officials to promote 
Oregon’s capital city as a great place to do 
business.

To demonstrate the commitment of 
the Salem community, a travel bank was 
established under the leadership of the 
Salem Area Chamber of Commerce. Nearly 
100 businesses  and individuals contributed 
$556,500 as a guarantee that they would use 
the airline service during the coming year. 
In essence they purchased their tickets in 
advance, as their contributions will be used 
to cover their tickets when they fly during 
the course of the year. 

The Salem Airport celebrated the opening 
of the new Passenger Security and Staging 
Area Monday, February 27. The 3,600 square 
foot facility will house the security check 
stations and seating for passengers. Other 
security enhancements to the airport will 
be undertaken as part of the Transportation 
Security Agency (TSA) program.

Airline Service...Continued from page �

Business and community leaders celebrated 
today as Delta Air Lines announced non-
stop service between Salem, Oregon and 
Salt Lake City, Utah.

The airline will offer two round-trip flights a 
day, 365 days a year between Salem and their 
Salt Lake City hub, which offers connecting 
flights to over 99 nonstop domestic markets 
and over 9 nonstop international markets. A 
morning flight will leave Salem at 6:30 a.m. 
and arrive in Salt Lake at 11:30 a.m. and an 
afternoon flight will leave Salem at 1:15 p.m. 
and arrive in Salem at 4:00 p.m. 

Chamber-Led Efforts Result in Commercial 
Air Service for Salem

Service from Salem to Salt Lake City will 
begin on Thursday, June 7th of 2007. The jet 
assigned to the Salem-Salt Lake City route is 
a Canadair Regional Jet or CRJ. The jet can 
accommodate up to 50 passengers.

The announcement of commercial air service 
also triggers the start of the “Fly Salem” 
marketing campaign to bring awareness to all 
potential airline passengers that are closer to 
the Salem airport than the Eugene or Portland 
airports. The regional marketing campaign 
will target potential passengers as far north as 
Wilsonville as far east as Detroit,  as far south 

as Albany, and as far west as Lincoln City.
There are over half a million residents 

that live closer to the Salem airport than the 
Eugene or Portland airports.

Part of the agreement with Delta Air Lines 
includes a $556,500 bank of pre-paid travel 
dollars to be spent within the first year 
of the new service. This bank of dollars is 
commonly referred to as the Airline Travel 
Bank or ATB. Close to 100 companies/
individuals pledged to support the ATB to 
help jump start the service and make Delta 
successful in the new marketplace.

Canadian Regional Jets (CRJ), similar to the one above, will be used by Delta to provide daily air service 
between Salem and Salt Lake City.
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What can you say about Bill Isabell that he 
hasn’t already said?  As it turns out…quite 
a lot.  Now don’t get me wrong, Bill’s not 
exactly shy when in comes to engaging 
anyone in conversation.  But when you do 
talk to him your more likely to find yourself 
discussing your business with Bill, or how 
much he loves Salem and doing business 
in Salem or even the latest girls basketball 
results (junior high level…Bill’s daughter 
plays) as you are Bill himself.  So let me take 
a few minutes of your time and fill in the 
blanks.

To start with, there’s a new business in 
town and Bill’s running it.  I’ll have a lot 
more on that in a bit but let’s go back a few 
years.  

Bill’s a native Oregonian, born and 
raised in Grants Pass. A “baby boomer,” he 
graduated from Grants Pass High School in 
1963.  Played wingback on the “Caveman” 
football team and was a member of the twice 
State Champs (Church League) First Baptist 
Church basketball team.  

After high school, Bill joined the Air Force, 
studied meteorology and became part of the 
Air Weather Service.  A veteran of Vietnam, 
he conducted weather briefings for pilots 
there from July of ’66 to July of ’67. Whatever 
the mission (combat, medivac, supply 
or reconnaissance) Bill was responsible 
for making sure every pilot thoroughly 
understood the weather conditions each 
flight would encounter. (As a sidebar, Bill’s 
son, Brian, followed in his dad’s military 
footsteps also as a member of the Air Force 
[nine years]…and a top security clearance.)  

I met Bill in Eugene (1980) when he was 
a meteorologist for the National Weather 
Service. In fact Bill used to brief me (the 
local TV weather boy) on the daily weather 
so I could go back and explain things on 
television. You might say he one of my first 
weather mentors…..you might. 

But I digress.  
Always an athlete at heart, Bill took up 

bodybuilding in Eugene and when he 
turned 40 he decided to compete.  And he 
competed naturally…no drugs, no steroids, 
no enhancements.  Just one heck of a lot of 
determination, hard work and sweat.  In his 
garage are a number of trophies detailing his 
accomplishments, including the title of Mr. 
North Coast Oregon 1988 (senior division).

He moved to Salem in March of ’87 and 
for the next ten years served the community 
and the state as the MIC (meteorologist 
in charge) of the Salem National Weather 
Service office.  And it’s in Salem that Bill has 
arguably made his finest contributions.  

   -In 1994 Bill established the Salem Keizer 
chapter of the NAACP.  Prior to Bill, Salem-  
Keizer never had a chapter.  The membership 
elected Bill as its first president.

-Bill is a founding member of The 
Worldbeat Festival.

-An avid fan of boxing (and a boxer as 
well), Bill was a co-founder of the Salem 
Sugar Company Boxing Company.

-He was appointed by governor Kitzhaber 
to the Commission on Black Affairs 

Bill Isabell is Dedicated to Salem
By DAvE SWEEnEy

Bill Isabell and the author 
are always hamming it up

The Isabell Family – Bill, Donna and Taylor

and served two consecutive terms as its 
chairman.

-An avid member of the Salem Chamber 
of Commerce, Bill served as the “Greeters    
Chair” from 2000-2001.  The membership 
even gave him a specially decorated chair as  
a commemorative gift.

-And in the elections of 2001-2002, he ran 

Only Bill could make a ribbon cutting look 
like the end of a marathon race

for mayor of Salem.  Came in a respectable    
second.  Don’t laugh, I mean that as a 
distinct compliment.  How many of us have 
ever invested the tremendous amount of 
time and effort and energy it takes to run for    
anything…much less a job that doesn’t pay a 
dime?  Agree or disagree with whatever views 
Bill has, he is one of the most dedicated, 
hard working individuals you will ever know 
(and yes, one of the funniest too…the man 
has a wicked sense of humor).  

Weather continues to be a part of Bill’s 
life.  You can hear his weather forecasts 
every weekday morning (6am-9am) on 
KBZY radio, AM 1490. Bill also writes a 
monthly column on Salem business for 
this publication and, although he no longer 
competes, he continues to work out (weight 
lifting and boxing). You just might run into 
him at a local gym some day. He’ll be the 
one bench pressing a Buick.

The best though is now.  February 1st, Bill 
opened his own Allstate insurance business.  
He’s located at 735 Browning SE, Suite 120 
in the Southgate Mall (the one with the 
Northern Lights Theater).  It’s a full service 
agency and Bill and his agents can handle 
literally all of your insurance needs and 
then some.  From home, to auto, to health, 
to retirement plans, to 401k’s, to IRA’s, to 
individual stocks and bonds, Bill’s agency 
can handle everything.  Now I know there 
are plenty of insurance agents and agencies 
in town.  But a stop into Bill’s office will, 
at the very least, introduce you to one of 
the hardest working, most dedicated and 
thoroughly interesting individuals you will 
ever meet.  At best, that stop might just save 
you some money.  It will definitely be time 
well spent, with a man dedicated to Salem 
and its people.  KIMAW my friend!.....I’ll let 
Bill explain that one.
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CONTRACT
SERVICING

CONTRACT SERVICING has over 40 years of experience
and can save time and effort in administering seller-
financed 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

If it’s happening in the SALEM AREA,
you’ll hear it on KBZY

remember the oldies
Music from the 50s, 60s and 70s

On Salem’s First Choice 
KBZY 14 Ninety

Doc Nelson Roy Dittman Terry Sol 

Rick Allen Bill Isabell 

Rich Baily Terry Long Wendy Paulson 

Mike Mason Ron Norwood

Be sure to check out www.KBZY.com

Verizon Wireless customers in Portland 
and Salem can now access e-mail, everyday 
corporate data, and the Internet at faster 
speeds with the company’s next generation 
high-speed broadband network.  Based on 
CDMA 1x Evolution-Data Optimized (EV-
DO) Revision A (Rev. A) technology,  the 
enhanced wireless broadband network 
provides Verizon Wireless customers with 
data uplink speeds five to six times faster 
than its EV-DO network, as well as faster 
download speeds.  

The company’s existing EV-DO 
network enables customers to access 
BroadbandAccess on their laptops, e-mail 
on their PDAs, and V CAST Video and Music 
on their wireless phones. The company’s 

national wireless broadband network, the 
first in the nation, is already available to 
more than 200 million Americans in 242 
major metropolitan areas and 180 major 
airports from coast to coast. It was rolled out 
in Oregon and Washington in June 2005.

“Our existing wireless broadband network 
has enabled customers to work remotely and 
stay entertained in unprecedented ways; 
now we’re taking wireless to the next level 
by introducing technology that helps them 
work faster,” said Kelley Kurtzman, regional 
president for Verizon Wireless.  

The company’s flagship business data 
service, BroadbandAccess, will run faster 
and more efficiently with the new network 
enhancements.  Customers in enhanced 

coverage areas can take advantage of the 
faster upload speeds plus interact with 
Web-based applications with improved 
latency for a better customer experience.  
For example, BroadbandAccess customers 
in enhanced wireless broadband coverage 
areas can expect average download speeds 
of 450-800 kilobits per second (kbps) 
and average upload speeds of 300-400 
kbps, which translates to being able to 
download a 1 Megabyte e-mail attachment 
– the equivalent of a small PowerPoint® 
presentation or a large PDF file – in less than 
15 seconds and upload the same size file in 
less than 25 seconds. The enhanced network 
coverage areas allow Verizon Wire less 
customers to download files approximately 

verizon Wireless Customers in Salem Get 
Faster Wireless Broadband network

six times faster than customers of wireless 
service providers who use non-EV-DO 
technology. 

Two new devices from Verizon Wireless—
the compact USB720 wireless modem or the 
AirCard 595 PC Card—will enable customers 
to experience significantly faster upload 
speeds and improved download speeds 
when in an enhanced network coverage 
area.  Both devices are fully compatible 
with the company’s enhanced network 
and backward compatible with its existing 
wireless broadband networks and the 
company’s NationalAccess network (based 
on CDMA 1xRTT technology).  

For more information about Verizon 
Wireless products and services, visit a 
Verizon Wireless Communications Store, 
call 1-800-2 JOIN IN or go to www.
verizonwireless.com.   

About verizon Wireless
Verizon Wireless operates the nation’s most 

reliable wireless voice and data network, 
serving more than 59 million customers.  
The largest US wireless company and largest 
wireless data provider, based on revenues, 
Verizon Wireless is headquartered in 
Basking Ridge, N.J., with 65,000 employees 
nationwide.  The company is a joint venture 
of Verizon Communications (NYSE: VZ) 
and Vodafone (NYSE and LSE: VOD).  Find 
more information on the Web at www.
verizonwireless.com.  To preview and 
request broadcast-quality video footage and 
high-resolution stills of Verizon Wireless 
operations, log on to the Verizon Wireless 
Multimedia Library at www.verizonwireless.
com/multimedia.

Bon Appetit Food Services at Willamette 
University opens a Japanese-themed dining 
hall Monday in the new Kaneko Commons 
residential facility on the east side of 
campus.

Kaneko Café features a mix of authentic 
Japanese foods and American classics 
and is open to the public. Café hours are 
Monday through Friday from 7 to 10 a.m. 
for breakfast, 10 to 11 a.m. for snacks 
and to-go items, and 11 a.m. to 2 p.m. for 
lunch. Menu pricing is similar to Goudy 

Commons, with most dishes costing $5 or 
more. Kaneko Café is located at 1300 Mill 
St., next t o Tokyo International University 
of America.

The café also is meant to educate the 
community about Japanese culture. Bon 
Appetit staff members took a trip to San 
Francisco to visit Japanese restaurants and 
a ramen shop as part of their preparation for 
opening Kaneko Café. They researched the 
flavor profile of certain dishes and learned 
about the importance of key ingredients and 

freshness in Japanese cooking.
Food stations at Kaneko Café include:
Menrui (noodles) – A selection of 

freshly prepared noodle dishes. Authentic 
Japanese noodle bowls are offered, 
including ramen, udon and soba, as well as 
three broths — shoiyu (soy), miso (soy bean 
paste) and tonkatsu ramen broth. These can 
be accompanied by ingredients that include 

Willamette U. Opens Japanese-themed Dining Facility

Continued on page �
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The Mayor’s view Janet Taylor

LandAmerica - A Fortune Magazine 2006 Most Admired Company.

925 Commercial Street NE, Suite 100 ~ Salem, Oregon
P: 503-361-1211 Karen Christiansen

Certified Escrow Officer

The Lawyers Title Salem branch invites you  to 
consult Karen Christiansen for all of your escrow 
needs.  Karen has built a strong reputation for 

outstanding professional service in her 14 years in 
title and escrow along with 25 years in banking.

Busy Times at Mayor’s Office

Life as a Mayor just got a whole lot 
busier!!! The legislature is in session here 
in Salem, and we are fortunate compared to 
most cities in that we have quick access to 
the process when bills come up that affect 
us.  I don’t recall in other sessions that there 
were so many bills that have such a direct 
impact on cities.  

Oregon communities have what is 
called “home rule.” It means that local 
governments make decisions on local issues 
such as the number of police officers per 
thousand, what streets to pave, etc. It allows 
us to respond to our residents needs within 
our local budget abilities.

When there are attempts to make a “one 
size fits all” law, we find that it just doesn’t 
work well. The needs of a Portland urban 
dweller are much different than someone 
in Stayton, Roseburg or Salem. The need 
for highly efficient mass transit is crucial in 

Portland, but less so in smaller cities.  
Salem is one of a very few Oregon cities that 

has voter required approval on annexations.  
Proposed bills in the legislature would make 
it very difficult to annex, even where the 
property owner has signed a consent form 
to annex in exchange for water and sewer 
services.

Helping our State elected officials to 
understand the impact on our cities requires 
educational efforts we often feel time 
constrained to provide.  Salem has addressed 
this issue by hiring an experienced person 
to work with the legislators in answering 
questions and bringing documentation that 
proves our case.

Another constant theme the last few 
sessions has been reducing the amount 
of liquor and cigarette taxes paid by our 
residents to the State, and returned to our 
communities based on population levels.  We 

use these taxes to fund a part of our police 
force through the general fund.  Once again 
there is a proposal to reduce this return of 
revenue to cities to fund State programs.  If 
this happens, what do we cut? Certainly we 
need to maintain (and increase) the level of 
police service we have now.

So, in addition to regular city business 
that gives us a full agenda, we are working 
to ensure that new laws do not have a major 
impact on our ability to provide the local 
services our community requests.  We will 
do our best to protect our right to “home 
rule.” 

Salem Saturday Market is accepting 
applications for new vendors for the 
2007 Saturday Market and Wednesday 
Farmers’ Market.  Salem Saturday Market 
is a non-profit corporation consisting of 
approximately 350 local independent 
vendors offering products as diverse as 
fresh local produce, plants, home grown 
meats, baked goods, prepackaged foods, cut 
flowers, on-site prepared foods and a wide 
variety of arts and crafts.

Saturday Market is entering its tenth year 
of operation and is located on the state 
employee parking lot at the corner of Summer 
and Marion Streets NE, three blocks north 
of the State Capitol.  The Market begins on 
the first Saturday in May and runs through 
the last Saturday in October.  Market hours 
are 9 a.m. to 3 p.m.

The Wednesday Farmers’ Market is 
entering its sixth year of operation and is 
located in downtown Salem on Chemeketa 
Street NE, between High and Commercial 
Streets.  WFM begins on the first Wednesday 
in May and continues through the last 
Wednesday in October.  Market hours are 
10 a.m. to 3 p.m.  

For growers who do not have the time or 
manpower to operate a booth, the Market 
will operate a consignment booth selling 
only produce at the Wednesday Farmers’ 
Market.  

All items for sale at either Market must 
be handmade, grown, cooked or crafted by 
the vendor selling it.  Vendors selling arts, 
crafts or prepackaged foods must be juried 
prior to participation.  You may obtain an 
application for either Market on the Market’s 
website, www.salemsaturdaymarket.com or 
send a legal size SASE with extra postage 
to P.O. Box 13691, Salem, OR 97309.  For 
more information call 503-585-8264 or 
info@salemsaturdaymarket.com.

Salem Saturday 
Market Accepting 
Applications for 
new vendors for 
2007 Season
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Oregon Secretary of State: Bill Bradbury

Filing a Business name – Online!

Salem 
Business 
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www.SalemBusinessJournal.com

Advertise Your Business in the

Call 503-365-9544
 for a rate sheet 

In January, the Secretary of State rolled 
out the next phase in what will be a 
comprehensive service for businesses. Now 
from the convenience of your home or office, 
you can file a new Assumed Business Name 
with the Secretary of State, renew your 
current business name, and file corporate 
annual reports.

After you submit your business name 
registration on-line, you will be sent a 
confirmation email.  Then, your filing is 
reviewed by Business Registry Staff for name 
availability, and filed. An acknowledgment 
letter will be mailed to the authorized 
representative of the business name when 
the filing is completed.

In the coming months, you will be able to 
file other new business entity types, such as 

business corporations and limited liability 
companies, on-line. Eventually, you will be 
able to take care of most of your business 
registration responsibilities through this 
web-based Central Business Registry.

For example, you will be able to apply for 
a Business Identification Number with the 
Department of Revenue, the Employment 
Department, and the Department of 
Consumer and Business Services; request 
a Federal Tax Identification Number with 
the Internal Revenue Service; and register 
with Oregon licensing agencies and City and 

County governments, as required.
Of course, we plan to extend the service, 

so you can manage your records and update 
information with the State, and receive 
important email reminders for renewal due 
dates and other reporting obligations.

The Central Business Registry is amplifies 
our continuing efforts to bring you services 
at lower cost, more efficiently and at your 
convenience. Whether it’s getting our forms, 
following our Business Wizard in order to 
start a business, searching the public records 
databases of business entities and Uniform 

Commercial Code financing statements, we 
want you to be in charge of how you access 
our services.

The Secretary of State is constantly working 
to provide more services on-line, and we 
do our best to make finding information 
about starting and maintaining a successful 
business easier and more convenient for 
you.  Visit us at www.FilingInOregon.com. 

Chamber Chief Receives 
Leadership Award

Mike McLaran, Chief Executive Officer of 
the Salem Area Chamber of Commerce and 
President of the Oregon State Chamber of 
Commerce, has been honored by the Western 
Association of Chamber Executives with 
the prestigious Russell E. Pettit Memorial 
Excellence in Leadership Award.

The Western Association of Chamber 
Executives (W.A.C.E.) presents an annual 
award to a chamber executive in recognition 
of outstanding contributions in advancing 
the professionalism of the Chamber business 
and encouraging others to make Chamber 
work a career. States represented by the 
association are Oregon, California, Arizona, 

Washington, Colorado, Nevada, Montana, 
Hawaii, Wyoming, New Mexico and Alaska.

“Mike’s leadership, energy and compassion 
have made a significant difference in our 
profession,” wrote Dave Hauser, President 
of the Eugene Chamber of Commerce, 
Eugene, Oregon. “He is a shining example 
of the best our profession has to offer.”

The award is not a one-year award and is 
normally presented to a W.A.C.E. member 
who has a long track record of assisting his/
her peers and advancing the professionalism 
of the Chamber business.

Mike’s nomination came from eleven  
chamber  executives in the Northwest. 
Nominations can be made by chamber 
executives acting together in a county, 
regional or state association or by any three 
W.A.C.E. members in good standing.

In memory of Russell E. Pettit, a veteran 
of 40 years in chamber of commerce 
management who unselfishly served his 
community and fellow executives in the 
highest professional standards, this award 
is presented to a chief executive officer 
or department head in recognition of 
outstanding contributions for encouraging 
new executives to enter the profession and 
in assisting and mentoring those in the field 
to attain the highest professional standards 
and capabilities.

chikuwa, kamaboko, tempura, roasted pork, 
chicken and vegetables.

Itadakimasu (Bon Appetit) – This 
station includes a compilation of dishes 
from around the world. From sushi to Thai 
curry, it features freshly prepared varieties 
of entrées.

Guriru (Grill) – Om rice and American 
breakfast are featured in the morning, and 
for lunch, customers can choose from fresh 
fish, Spam musubi, tonkatsu, fresh Country 
Natural beef burgers and antibiotic-free 
chicken. This station features “The Birl,” a 
burger tribute to Birl Shultz, a Willamette 
University student who passed away in 

2005. The condiment station includes 
Japanese sauces and pickled items typical 
of Japanese cuisine.

Sarada (Salad) – This 100 percent fresh 
and innovative salad bar changes weekly. 
The ingredients are based on the freshest 
available and the bar features a house-made 
ginger dressing and Mizuna Greens.

Suimono (Soup) – This station features 
miso soup each day with an additional chef’s 
creation.

Omochikaeri (Grab and Go) – The 
grab and go program includes bento-style 
tasting boxes, salads, sushi and sandwiches. 
An extensive bottled beverage selection also 
is available.

WillAmette...Continued from page �
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Rainy Day Fund vital to Oregon

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

Near Fairgrounds

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

and collision repair of damaged but
driveable cars for customers paying

out of their own pocket.

The Best Prices in the Industry!

New Ownership
New Management
New Ownership

New Management

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

• Maintained Vehicle Value

The Oregon legislature is getting serious 
about establishing another state rainy day 
fund. Legislation is working its way through 
the Oregon Senate and House to refer to 
votes the question whether to redirect the 
State’s corporate kicker to a rainy day fund. 
A majority of lawmakers in both political 
parties have come to understand the need to 
put aside more money now while we enjoy 
a strong revenue stream from recent tax 
collections. 

But history tells us the rosy economic 
situation could change quickly with another 
recession like  we experienced five years 
ago. We should never forget how Oregon 
became fodder for national cartoonists 
when many school districts had no choice 
but to drastically shorten their school years 

– and how those lost days short-changed 
our schoolchildren’s education.

Since the passage of the property tax Ballot 
Measure 5 in 1990, education funding has 
relied primarily on the State’s General Fund. 
When income tax revenue falls, our public 
school students suffer the consequences. 
And since Ballot Measure 11 was approved, 
establishing mandatory minimum prison 
sentences, the State has been forced to 
build new penitentiaries at a cost of several 
hundred million dollars. Because Measure 
11 did not have a funding source, money for 
those prisons has also come from the state 

General Fund. 
Those are just a few reasons why Oregon 

urgently needs a rainy day fund to get us 
through lean years that we will inevitably 
face again. Redirecting the corporate kicker 
is a reasonable way to stock the fund. The 
corporate kicker stands at least $275 million 
this year – the largest in history – and unless 
it is redirected, more than 60% of that 
money will go to out-of-state corporations 
and leave Oregon. It makes no sense from a 
tax or investment policy standpoint. 

There’s another benefit to having a rainy 
day fund that you might not have considered. 

Wall Street credit rating firms tell me that 
the kicker and the lack of a substantial 
reserve fund are a drag on the State’s credit 
rating on bonds. If the legislature’s proposal 
goes through and voters approve it, it’s 
likely our credit rating would be upgraded 
and that would save the state at least $10 
million a year through lower interest rates. 
I hope you will support the effort to redirect 
the corporate kicker to a rainy day fund. 

Community leader Michael T. Halbirt has 
joined MaPS Credit Union’s supervisory 
committee. The Board of Directors 
appointed Halbirt to the committee at its 
February meeting to fill eight months of an 
unexpired term. 

Halbirt is a Certified Public Accountant 
currently working for the Salem-Keizer 
Public Schools. As internal auditor, 
Halbirt provides independent reviews of 
departments and programs for the school 

district, the second largest in the state. Before 
coming to the school district, Halbirt pe 
rformed accounting and auditing functions 
for Marion County and the Nevada Division 
of Internal Audits. 

“MaPS is pleased to welcome Mike 
to our official family,” said Dan Penn, 
MaPS President and CEO. “His extensive 
accounting and auditing experience are 
great assets as we plan for MaPS’ future. We 
are so grateful that he is willing to make this 

commitment to our credit union.” 
MaPS Credit Union’s supervisory committee, 

made up of volunteer professionals, is 
primarily responsible for internal auditing 
processes and ensuring MaPS’ practices 
are in compliance with written policies 
and procedures. In addition to Halbirt, the 
committee includes Chair Brant Wolf, Vice 
Chair Norm Harris, Secretary Gary Nelson, 
and member Brad Tedrow. 

MaPS was formed in 1935 as a teachers’ 

credit union and has expanded to include 
a number of local businesses that have no 
access to a credit union. MaPS’ branches are 
located in east, we st, south and central Salem, 
Keizer, the Willamette University campus, 
and Monmouth. An eighth branch is under 
construction in Woodburn. The credit union 
also instructs students and operates three 
non-profit student branches as school-to-work 
labs for high school business courses at North 
Salem, West Salem, and McKay high schools.

Michael T. Halbirt Appointed to MaPS Credit Union Supervisory Committee
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Oregon Agriculture: Katy Coba, Director, Oregon Department of Agriculture

Milking the State Capitol for all it’s Worth
The halls of the State Capitol in Salem 

are bustling with activity these days as 
the session continues its long march to 
completion, hopefully sometime this 
summer. Legislators, their staff members, 
lobbyists, and various interested parties are 
working at a fever pitch to do the bidding of 
Oregonians. Everyone seems to be working 
up quite a thirst.

I have a healthy suggestion for them– 
drink milk. Now, for the first time, a vending 
machine that dispenses cold, nutritious 
bottled milk is operating at the State Capitol. 
Sure, you can still purchase a soft drink or a 
candy bar at the various vending machines 
located in the building’s basement. But a 
healthier alternative that just happens to 
be very much Oregon agriculture is now 

available for your drinking pleasure. 
My only question is, why did it take so 

long?
It was ten years ago that the Oregon 

Legislature, in its infinite wisdom, passed 
Senate Joint Resolution 8, which named 
milk as the Official State Beverage. Oregon 
has a State Bird, a State Tree, a State Rock, 
and, for the past decade, a State Beverage. 
The designation continues to be a tribute 
to the farm family dairies that produce a 
high-quality product in Oregon. Nearly 2.3 
billion pounds of milk is produced annually 
for the health of families throughout the 

Pacific Northwest.
For more than 150 years, Oregon dairy 

farmers have been producing quality milk, 
which is made into a bounty of products 
including cheese, yogurt, ice cream, and 
butter. Oregon dairy farmers’ efforts 
contribute nearly $1 billion toward local 
agricultural economies throughout the state. 
In addition, these farm families take pride in 
having some of the highest quality milk in 
the nation, a sustainable family-farm based 
industry, and in protecting the land and 
water where the dairies are located. Oregon 
dairy farmers care about their cows, their 
communities, families, and the sustainability 
of Oregon’s natural resources.

There is also the growing artisan cheese 
movement that, in recent years, has captured 
national and international attention for 
product uniqueness, taste, and quality.

But let’s get back to milk. It was my pleasure 
to attend a great event at the State Capitol a 
couple of weeks ago as Governor Kulongoski 
proclaimed February 2007 as Oregon 
Dairy Farmer Month. After the reading 
of the proclamation, we raised a glass of 
milk to toast the industry and unveiled the 
bottled milk vending machine. For the first 
day, the milk was free. But since that day, 
the machine has been happily dispensing 
bottles of milk– chocolate and strawberry 

flavored milk is also available– to those who 
are making a sensible choice. 

Sure, the dairy industry is perhaps cashing 
in on some well-deserved recognition from 
those who work or visit the State Capitol, but 
there is something else. Proceeds from the 
milk vending machine are being donated to 
the Oregon Food Bank– a welcome gesture 
by the dairy industry in recognition of the 
Governor’s fight against hunger. This is 
especially timely given that February was 
also the month of the Governor’s State 
Employees’ Food Drive.

The vending machine is expected to 
remain at the State Capitol for the duration 
of the session. I think it’s a splendid idea for 
anyone who enters that great building to 
take a flight of stairs down to the vending 
area in the basement. There you will find 
a variety of choices, but only one option 
that will truly help those who require food 
assistance. That choice will also be a way to 
thank those farm family dairies that produce 
such a wholesome beverage. That choice will 
also taste good and be good for you.

Got milk? If not, go get it at the State 
Capitol.

Integra Telecom, a facilities-based, 
integrated communications carrier 
announces the successful completion of 
several integration milestones just six 
months after acquiring the network assets 
and customers of Electric Lightwave (ELI). 
The company calculates the cost synergies 
gained from the integratio n to be nearly 
$20 million per year. Integra Telecom’s 
Aug. 1, 2006 acquisition of ELI made the 
combined company one of the largest 
competitive telecommunications carriers 
in the West, generating more than $340 
million in annual revenue. 

Phase one of integration milestone 
achievements were completed ahead of 
schedule and include: 

Local service model – implementation 
of the Integra service model by 
decentralizing ELI’s call center and 
customer operations to local Integra 
offices where former ELI customers 
now call local numbers and talk to a 
live person for customer support and 
operations. 
Workforce consolidation and relocation 
– successfully integrated the combined 
company workforce, including 
sales channels, customer service, 
provisioning, network operations, 
and corporate support functions on 
the day of closing the transaction. 
The majority of the Vancouver, Wash. 
employees were relocated to Portland, 
Ore. as of January 2007. Nearly 500 
Integra employees are now loc ated in 
Portland’s City Center. 
Single provider for all services – in the 
overlay service areas where Integra 
and ELI have common networks, high-
bandwidth data products and services 
are now offered to Integra customers 
while basic business line service and 
DSL are now available to former ELI 
customers. 
Common network monitoring systems 
– monitoring of the combined company 
network via a single monitoring 
system controlled by a single Network 
Operations Center. 
Carrier business unit – established 

•

•

•

•

•

the Integra Telecom wholesale carrier 
business, branded ELI, enhancing the 
successful carrier unit acquired with ELI. 

Substantial direct cost reductions – a 
substantial amount of direct costs are being 
eliminated as the company migrates traffic 
onto the acquired metropolitan area fiber 
networks from transport circuits previously 
leased by Integra. 

“The early success of our phase one 
integration goals has allowed us to surpass 
our promise of providing a high-quality, 
user friendly experience to our current and 
future customers,” said Dudley Slater, CEO 
of Integra Telecom. “Integra now offers the 
most complete set of business products 
available in the industry and delivers 
these products under our industry leading 
service model, providing a compelling value 
proposition to businesses of all sizes”

Phase two network and operating support 
systems (OSS) to be completed in the second 
quarter of 2007, include:

Single, enhanced OSS environment 
– additional cost savings and operating 
efficiencies are predicted when the 
company converts to a single platform 
of back office systems. 
Additional network integration – 
further cost savings will be realized 
when the two legacy networks are 
fully integrated into a seamless single 
network. 

“In addition to the product and service 
benefits the migration offers our customers, 
Integra’s shareholders will receive added 
value from the cost reductions generated by 
the integration,” said Slater. “We calculate 
the cost reductions due to synergies to be 
approximately $20 million per year. We 
are excited about the benefits that the ELI 
acquisition will bring to our customers, 
and the increasing market demand we’ve 
identified for our unique, local service value 
proposition.”

About Integra Telecom
Integra Telecom, Inc. provides voice, data 

and Internet communications to business 
and carrier customers in eight Western 
states, including: Arizona, California, 
Idaho, Minnesota, North Dakota, Oregon, 

•

•

Integra Expands Product Set

Designer Goldsmith, Inc.

216 Commercial Street NE • Downtown Salem • www.wilsonjewelers.com
503-364-8707

10 am - 5:30 pm M–F  •  10 am - 3:30 pm Sat

Dave Wilson

One of Nature’s Mysteries...

STAR SAPPHIRE
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Corporate Kickers & Economic Development
Governor Kulongoski has proposed tax 

increases of approximately 20%, which is 
approximately $8 billion in new spending.  
In addition, it is estimated that there could 
be a $1.3 billion debt that the new spending 
could create.

It is early in the session, but many bills 
are sailing through the process to cover this 
new spending.  It’s important to keep an eye 
on these bills as they affect business and 
economic development.  

A bill amending the Oregon Constitution 
would repeal corporate kicker rebates.  It 
could go to the voters in May.  If voters 
approve it, approximately $275 million of 
2007 corporate kicker rebate dollars would 
go into a rainy-day reserve.

The creation of a rainy-day fund is long 
over due.  Most everyone would agree that a 
reserve that would cushion economic down 
turns is fiscally responsible.  However, the 
main argument for taking this money from 
corporations is that most corporations are 
out-of-state businesses and they do not 
guarantee rebate monies are spent on creating 
more jobs or Oregon investments. Those who 

want to eliminate the rebates consider them 
“giveaways” and bad tax policy.   

A back-up plan takes a one-time “diversion” 
or “suspension” of the corporate kicker.  
That would require a two-thirds vote of both 
the house and senate, but it would get $275 
million in 2007 kicker monies immediately 
into a reserve.  Some who favor this plan 
see it as a strategy to move to “permanent” 
suspension.   Once the 2007 kicker monies 
are safely in reserves, they think they can 
make a convincing argument to keep the 
corporate kicker permanently.  They see 
this strategy as a lot safer than betting on 
the public to vote in May for a permanent 
elimination of the kicker. 

Legislators are also eyeing elimination 
of the double-majority requirement.   The 
requirement that at least 50 percent of the 
voters cast a ballot, broadly representing 
the will of the people, is working just as 
intended, but it irks some bureaucrats 

who are having trouble living within their 
budgets, and doesn’t allow them to solely 
rely on the votes of special interest groups.

An attempt to discourage economic 
development is to target builders and 
developers who already pay system 
development charges for parks, sewer, 
water and roads, with yet another system 
development charge.  This time for 
schools.  Of course, these charges are 
ultimately passed on to the home buyer, 
and ultimately, affordable housing becomes 
more scarce.  Oregon already has a very low 
homeownership rate. This only forces more 
young families, especially first-time buyers, 
to postpone their American dream of home 
ownership.  And seniors on fixed incomes 
may see their American dream pulled out 
from under them when they can no longer 
afford the high cost to stay in their home.  
The fewer home owners there are in a 
community, the worse the livability factor.  

But that’s not the only attack on home 
ownership.  Another bill would allow school 
boards to impose “school impact fees” on 
developers.   

The message that development is not 
welcome is loud and clear.  And, if that’s 
not unfriendly enough, local planning 
commissions could use “school capacity” as 
a reason to deny building permits. 

If any or all of these bills pass, perhaps 
enough legislators can muster the votes to 
look at some relief for taxpayers.  To offset 
these higher taxes and fees, perhaps they 
could lower capital gains taxes, or eliminate 
the estate tax.  It’s all about compromise, 
fairness and quality of life, right? 

Patti Milne, Marion County Commissioner, 
503.589.3268

BnI Hosts 
Business 
Showcase

The Salem Downtown Chapter of Business 
Network Int’l (BNI) is sponsoring a night of 
networking fun called “A Business Showcase” 
at Technical Artistry Salon, 148 Liberty St. 
SE (above Quisenberry Pharmacy) Monday 
evening, April 9, from 6:30 to 8:30 p.m.

“Come Network With Us” is the theme 
of the event, according to Chair Shannon 
Stoffel of the Salem Downtown BNI chapter.  
Members will be sharing and demonstrating 
their expertise in home décor, health and 
wellness, cosmetics, glamour photography, 
massage and many other services offered 
by chapter members. Appetizers and 
refreshments will be served.

The public and area businesses are invited 
to this free event. For more information on 
the event or Salem’s BNI chapter, contact 
Stoffel at 503-393-6912.

The Salem Downtown Chapter of BNI meets 
every Thursday morning from 7 to 8:30 a.m. 
at McGrath’s Fish House Restaurant, 350 
Chemeketa St. NE in Salem.

Salem 
Business 
Journal

www.SalemBusinessJournal.com
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Cultivating Employees
human Resources: Alice Berntson, SPHR
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Barbara Castleman
Website Designer
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The U.S. population is aging. Workers 
from the baby boom generation have 
started to retire. There are often insufficient 
numbers of qualified trained workers to 
replace them. Although the unemployment 
rate in the Salem area has been higher than 
the national average, the downward trend 
is that fewer numbers of people are jobless 
and actively seeking work. A common 
lament is that it’s hard to find good people, 
even if retirement hasn’t yet factored into 
the company’s turnover. Competition for 
attracting and retaining good employees is 
only going to increase in coming years. So 
what’s a company to do??

Career development programs within 
an organization can be an effective 
tool to combat these issues. Employee 
development is recognized as important 
for an organization’s continuing growth, 
productivity and its ability to retain 
valued employees. A program identifies 
competencies for higher level positions, then 
identifies and develops potential employees 
who would fit those positions.

The typical employee views career 
development programs as paths to upward 

mobility. Managers consider these programs 
as retention and motivational tools, and 
upper management views them as part of 
succession planning. The organization can 
link its development programs to specific 
business objectives while developing its 
employees to meet its goals.

Internal career development programs 
may be as basic as having a performance 
appraisal system in place that provides 
ongoing feedback to employees or a job 
posting system of available positions. Access 
to job descriptions besides their own will let 
employees know the necessary requirements 
for other positions within the organization. 
A career path system shows employees what 
careers can be available to someone with 
their current skills, or what training will be 
necessary for a chosen path.

Training is an integral part of career 
development, where employees can build on 
their skills and learn new ones to prepare to 

move up within the organization. Compare 
needs to the level of skills, now and in the 
future, to determine what training might be 
beneficial. On-line assessments and needs 
analyses have streamlined this process, but 
they’re not a substitute for performance or 
career discussions.

Managing the development process can 
sometimes be troublesome, however, without 
certain components. Executive support is 
critical, and starts with a commitment to 
communicate the need for development and 
its importance to the organization. Knowing 
the needs of the organization and its 
employees will help determine the choice of 
development activities and cost. Employee 
groups, the size and type of organization, 
and the industry influence these choices. 
A manufacturing company will likely have 
vastly different development activities than 
a financial services firm. Understanding 
what the employee values and involving the 

employee in the development process can 
increase the success of a program.

A strong career development program not 
only augments employee skills, but also can 
lead to lower turnover rates; increased job 
satisfaction, employee morale, and loyalty; 
and even attract quality applicants. It is 
a valuable tool to strengthen and retain 
employees in a competitive market.

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 503-428-
8633 or by email at alice@spectrum-hr.com. 
Visit the firm’s website at www.spectrum-
hr.com, for additional information.

Peter A. Chamberlain, CLU, a Registered 
Investment Advisor affiliated with 
the MassMutual Financial Group, has 
qualified for the Massachusetts Mutual Life 
Insurance Company’s (MassMutual) Blue 
Chip Council.

Mr. Chamberlain, the principal of 
Chamberlain Financial Services in Salem, 
Oregon was among the elite 4 percent to 
qualify from the nationwide field force of 

Salem Registered Investment Advisor 
Qualities for Blue Chip Council

4,000 representatives. Blue Chip Council 
members are chosen on the basis of their 
high productivity and quality service to 
their clients. 

Mr. Chamberlain attributes his success 
and qualification for the Council to years 
of continuing education specifically within 
the financial services industry disciplines 
Chamberlain Financial Services has been 
operating in the Salem area since 1950. 
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Old Fashioned Family Service

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

Monday through Saturday

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

Tom & Don Uselman invite you to enjoy Salem’s favorite breakfast anytime

Since 1936

Rushing Reflections: Bo Rushing-Barnes

There’s a Storm Brewing...
Think about a time when you and perhaps 

one or two others sat around a table and came 
up with a plan that was masterful. It might 
have been friends planning a celebration 
or a family nailing down bits and pieces for 
a vacation trip.  Perhaps it was a team of 
business associates strategically planning 
the next level of success. In either case, 
the thinking process most likely developed 
breakthrough moments when puzzle pieces 
began to fall in place and a rush of energy 
infused the room and the people in it. 

Amazing things happen when two or more 
people combine wisdom, vigor, practical 
experience and a zest to follow the jet stream 
created when energy and minds are allowed 
to run loose.  It’s like a flow of hot lava; a 
pathway is formed and ideas are melded.  

Associational Thinking, a very powerful 
meeting of the minds, was contemplated as 
early as the fifth century B.C. by philosophers 
Plato and Aristotle. Later, further into the 
17th century, the concept was given a more 
solid foundation by English philosopher 
John Locke and a group of theorists called 
Associationists. They took on the task 
of exploring and explaining the thought 
process of the human mind.  What evolved is 
the principle that any concept leads to other 
concepts through a process of triggering 
groups of associated information.  

Take this one step along and you come to 
the making of a good Brainstorming Session 
which can pull thought processes together 
and build on the strength of the individuals 
for an outcome that benefits the whole team. 

In both personal and profession situations, 
Brainstorming is one of the most powerful 
tools known for getting an action plan 
bustling and ready for take-off.  So, what 
exactly is Brainstorming and why should 
you think about using it? Read on….

Fifty years or more ago, a man named 
Alex Osborn, an advertising executive, 
observed that problem-solving meetings 
were often inefficient and could become 
quite boring, particularly for people who 
are primarily right-brained thinkers (those 
of us who need color, exaggeration, action, 
and activity in order to fully engage in a 
process). He saw a need for a better way 
to keep people motivated during problem-
solving sessions. 

Mr. Osborn believed there must be a better 
way to generate new ideas, minimize group 
distractions in meetings and maximize 
creative output. With his insight and 
intuitiveness, he developed a tool which he 
called Brainstorming. The tool was designed 
to discourage “the same old answers; 
the same old ideas”. The design helped 
to eliminate mental blocks and crippling 
criticism during discussion periods. It 
encourages a certain discipline which keeps 
a group on track by enhancing participation 
by everyone involved.  It also tends to keep 
the focus on the subject of the task at hand 
rather than allowing the group to go chasing 

too many rabbits at one time.  
This tool puts all ideas on equal level, 

building both enthusiasm and support from 
each person involved in the Brainstorming 
session.  A major beauty of the tool is it 
can be used anytime, almost anywhere. It 
can also be an encouragement, for those 
who tend to sit back and go with the flow 
of the group, to become more activated and 
collaborative in the session. Everyone has a 
contribution to make; sometimes the quiet 
ones miss out on getting their words added 
because the more vocal members of the 
team are actively participatory by nature. 
Brainstorming, if done correctly, creates a 
safe, swift, natural process for getting a lot 
of good ideas on the table in a short amount 
of time. 

If you aren’t sure of how to get started 
in using this amazing tool, pick up any 
one of the many publications which teach 
the steps. One of my favorites is The Idea 
Edge: Transforming Creative Thought 
into Organizational Excellence (King, 
Schlicksupp, GOAL/QPC Publishers). 

In the same book you’ll find information 
about Brain Writing 6-3-5. This is a process 
which uses the principles of Brainstorming, 
but encourages group members to first write 
their ideas down before saying them out 
loud. Using paper and pencil to collect the 
wisdom, 6 people in a group come up with 

3 ideas each in about 5 minutes. It’s a quick 
start method to get the juices flowing. The 
group, once assembled, can have more than 
one round of writing down ideas; reading 
their ideas out loud at the end of each Brain 
Writing round.  

So, what happens when we begin to 
seek new tools such as Brainstorming and 
Brain Writing to bring people together in 
formulating solid plans of action?  

Several positive results come to mind. 
I believe a better understanding and 
appreciation of differences are integrated 
into every aspect of communication when 
people get their creativity in gear and are able 
to openly participate in a plan that inspires 
animation. We each become more engaging 
in the ways we open and advance our 
thoughts as we seek ways to better contribute 
to our family, community and business 
endeavors. Skills are developed in the way 
of critical thinking by actively participating 
in a setting which pro-creates activities that 
tempt the mind to reach beyond and not 
just settle for the “way things have always 
been”.  Instead, we reach toward new ways 
of continual improvement in the way we do 
business, contribute to our communities and 
conduct our personal lives. 

At Rushing Real Estate, we consistently 
encourage each other to find ways that 
stretch out the parameters and to allow our 
minds free roaming into new territories that 
lead to adventure; always brainstorming to 
grow our potential and that of our clients. 
Best to each of you as you try a new tool or 
two to get a positive storm brewing in your 
organization. 

Bo Rushing-Barnes in collaboration with 
Linda Harris.

Bo Rushing-Barnes, CCIM, is the owner and 
principal broker of Rushing Real Estate, Inc. 
(503) 588-8500.

Linda Harris is the managing partner in the 
employee development consulting firm of Harris 
& Associates (503) 951-0886.

Utah and Washington.  The company owns 
and operates a best-in-class fiber-optic 
network comprised of eight metropolitan 
access networks, a nationally acclaimed 
tier one Internet and data network and a 
4,700-mile high-speed long haul network.  
The compa ny enjoys some of the highest 
customer loyalty and customer satisfaction 
ratings in the telecommunications industry.  
Primary equity investors in the company 
include Bank of America Capital Investors, 
Boston Ventures and Nautic Equity 
Partners. Integra Telecom and Electric 
Lightwave are registered trademarks of 
Integra Telecom Inc.  For more information, 
visit www.integratelecom.com. 

integrA...Continued from page �0
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www.elsinoretheatre.com
800-992-8499

tickets subject to a convenience charge

Theatre Sponsor

Golden Dragon
Chinese Acrobats

Fri.  March 9 • 7:30 pm

Forbidden Broadway
Special Victims Unit

Sun.  Feb. 25 • 3:00 pm

Theatre Box Office

503-375-3574

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

420 Mill Street SE • Salem • info@samsdowntownfi tness.com

Limited memberships – no crowds to compete 
with!
Cardio-sculpt, yoga and massage
Personal training for your personal needs
Sport’s specifi c training for athletes who want the 
edge on competition
Cardiovascular machines, free weights, circuit 
training equipment...and more!
Men and women’s showers, far-infrared heated 
sauna and changing rooms

•

•
•
•

•

•

Open
24

Hours

503-391-7383
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Tom’s  Trave l  Homes
Established 1983

FINANCING
AVAILABLE

LET US SELL YOUR R.V. FOR YOU!
THE CONSIGNMENT EXPERTS

503-362-5545
View our inventory at www.toms-rvs.com

LARGE SELECTION OF 
TRAILERS AND MOTOR HOMES

BUY •  SELL •  TRADE

OPEN: MON-FRI 9-5, SAT 10-4
3707 State Street • Salem • 1 Block off Lancaster

Tom Church
Owner

Lullu’s Tidbits: Lullu Truitt

Direct From Italy...Still in Italy...To Salem
Hello everybody:
I’m still in Italy taking care of some 

personal matters, and while here I have 
had a chance to meet some new, very nice 
people.  One of them is Dottor Rosa Fuduli.  
She is taking care of my father and she also 
makes house calls. While she was at my 
father’s house, we were talking about this 
and that and she happened to mention that 
she is from Calabria. 

Calabria. If you look at Italy’s map, this 
region is the shoe of the Boot and as you 
can see, if you are still looking at the map, 
it is hugged by water on three sides – about 
700 KM of it – with mountains running 
through the middle called Sila. You will 
find different weather and vegetation 
because of its terrain. Calabresi, as the 
people from Calabria are called (also known 
affectionately as HARDHEADS or TESTA 
DURA), are very proud to have had nine 
Popes that were born in their region, and I 

really don’t know if any of these Popes could 
have been called Testa Dura.  I wouldn’t be 
surprised though….just to become a Pope, 
you had to be very decisive. 

The other pride they justifiably claim is 
their specialties in the preserves of their 
staples: sott’olio (literally –under oil), sotto 
aceti and sotto sale. You get the idea; under 
vinegar and salt. Swordfish, tuna and many 
more types of fish are also locally popular.

You can’t talk about food in Italy without 
talking about Olive Oil of course and 
homemade pasta. And if you talk about food 
of Calabria you have to talk about “MAIALE” 
or pork. They use every part of it, and 
they do a good job of it. The most famous 
specialty is called NDUJA pron: N-DOO E 
AH  which is a spread of salami or sausage. 

You can spread it on a bruschetta, you can 
use it over pasta as in spaghetti all’nduja,  
and also since it comes as a salame you 
can actually slice it or leave in the shape of 
a sausage that you will cook. Of course its 
main ingredient is the famous Maiale and 
peperoncino (hot pepper). You can also 
have stuffed hot peppers with NDUJA or 
stuffed with tuna and capers. WOW! If you 
like it HOT , that is the ticket!! 

It is funny how things happen. Back to 
Dottor Rosa Fuduli. As I said earlier I was 
talking to my father among many things, 
about olive oils and the Dottore says: 
My brother Carlo and I have an Azienda 
Agricola, and we produce organic olive oil.  
To make a long story short, you guessed it 
– I’m going to import their olive oil after a 

very analytical  and professional testing: by 
taking a spoon and sipping the oil, just as 
you would taste a fine wine. Their oil has a 
rustic solid flavor with a beautiful color and 
a clean finish. As I said, it is just like tasting 
wine. Boy, I really love my job…. not my 
waist, just my job!

 
Lullu’s tutto cucina is a kitchen store with 

imported gifts, food, wine and cooking classes. It 
is located at 357 Court St NE in Salem, 503 364 
7900, www.lullustuttocucina.com.

Ellison Technologies has announced a 
change to its executive suite and a new 
ownership mix as the culmination of a two-
year transition plan. Founding partners and 
executive committee members Don Bendix, 
Klaus Rindt and Len Atkins officially 
retired at the close of 2006. Veteran Ellison 
executives Tim Kilty, Graham Hooper, and 
Kent Lorenz have formally assumed all 
executive committee respon sibilities. The 
fourth founding partner, CEO Jim Ellison, 
will remain as chairman and CEO. 

The make-up of the executive committee 
supports the continuity of Ellison’s 
management culture as the company 
incorporates new partners, Mitsui USA and 
Mori Seiki, into its ownership structure. 
Mitsui USA, a diversified trading and 
investment firm, has more than 100 
subsidiaries and affiliated companies 
across the manufacturing, research and 
financial sectors. Mori Seiki, with whom 
Ellison announced an exclusive distribution 
agreement last spring, is the world’s 
leading developer of advanced machine tool 
systems. 

“Our partnership with Mori Seiki has 
allowed us to offer our customers a wider 
range of services, increase our investment 
in engineering innovation and continue to 
support our growing customer base,” said 
Jim Ellison. “Our new relationship with 
Mitsui will be just as mutually advantageous. 
Ellison will provide Mitsui new sup ply 
and distribution channels while Mitsui’s 
financial strength will support Ellison’s 
aggressive growth strategy and continued 
strength in the market.” 

Ellison Technologies has offices in Kent, 
WA and Wilsonville, OR and is a provider of 
advanced manufacturing solutions to North 
American metal-cutting manufacturers and 
their global affiliates. For more information 
about Ellison Technologies, please visit 
www.ellisontechnologies.com.

Ellison Technologies 
names new 
Executive Committee, 
Ownership Structure
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Let’s Talk: W. Ray Sagner CFP

Where is the Last Place you Will Live?

Live From the Elsinore: Stephen Martin, Executive Director

The Mighty Wurlitzer!

Last month we discussed the need for 
planning for long term (or short term) 
care as we age or in the event we become 
physically and/or cognitively disabled. This 
month I would like to explore the different 
levels of care available and what we should 
look for in a facility. 

Most levels of care provide help with 
activities of daily living (ADLs)  -- bathing, 
dressing, transferring, walking, eating, 
toileting, and grooming.  Of course for those 
still active, but who may want the option of 
having meals and group activities provided, 
there are retirement communities where 
one still lives independently, but has a social 
support network. 

At the very minimum a person may need 
someone to help around the house with 
light housekeeping, laundry, errands, 
and transportation. A home care service 
(such as Marquis) offers such services, and 
even though medical assistance may not 

be needed at the time, the employees are 
supervised by a Registered Nurse who can 
be alerted should the housekeeper notice 
deteriorating health. 

It should be noted that there is a distinction 
between home care, which is initiated by 
the individual and which may or may not 
be covered by insurance, and home health 
which is usually precipitated by one’s 
physician. A company such as Marquis, and 
I believe Salem Hospital now, can offer both 
types of care and/or integrate the two. A 
home care program can also provide more 
sophisticated care -- from housekeeping 
up to end-of-life care for those who wish to 
remain in their homes until the end. 

Home health care, which is usually 
prescribed by a physician, may include 
skilled nursing, physical therapy, and 
social work. The care provider will make an 
assessment of the type of care needed and 
develop a program for care. And they will 
work closely with the patient’s doctor while 
providing the care. 

For those folks for whom staying in 
their home is not a high priority (or just 
unfeasible) there is adult foster care, 
assisted living, or even an adult community 
such as Capital Manor, which has several 
levels of living arrangements and levels of 
care. An adult foster home is usually a home 

where a small number of individuals reside 
and share the common facilities. Adult 
foster care may be suitable for some, unless 
autonomy and privacy are a high priority. 
Assisted living facilities provide housing, 
personalized support services, health care, 
and assistance with ADLs.

A continuing care retirement community 
such as Capital Manor combines 
independent living, assisted living, and 
nursing in a single setting. So, one can 
transition to needing more care without the 
need to leave the facility. 

A nursing home provides management of 
complex and serious medical conditions. 
One may be in a nursing home for a short 
period for rehabilitation or until it is time 
for hospice. There are also facilities that 
specialize in Alzheimer’s patient care.

There is a wealth of information on the 
internet to help research care providers. 
Care facilities are surveyed by the state and/
or federal governments and you can find 
the results at www.medicare.gov. Nursing 
Homes are surveyed yearly, Assisted Living 
Facilities every other year, and Home Health 
agencies are surveyed every one to three 
years; depending on how well the facility 
did on the last survey. As the survey is public 
information you can ask the administrator 
for a copy and ask about any deficiencies. 

You can find a check list for touring a 
facility at www.assistedlivingonline.com.  
Aside from the general appointment for a 
tour you might consider showing up on a 
weekend when management is usually out 
and ask for a tour. Showing up unannounced 
may give you a better idea of how friendly 
the staff is. It is also a good idea to have a 
couple of meals there. To many the food may 
be a high priority on the list of “must haves” 
in a facility. Researching a care facility may 
not be at the top of your list of “things to 
do before I die,” but along with some basic 
estate and retirement planning, it is one of 
the most important. 

 Ray Sagner is a Certified Financial 
PlannerTM  with The Legacy Group, Ltd, a 
fee only Registered Investment Advisory 
Firm, in Salem. Ray can be contacted at 
503-581-6020, Voice Message #303, or by 
email at Ray@The LegacyGroup.com.  You 
may view the Company’s web site at WWW.
TheLegacyGroup.com

Did you know that the Elsinore Theatre 
has the largest Theatre Organ installed 
in a performing arts theatre in the pacific 
northwest?  You can hear the organ played 
for the Wednesday Evening Silent Films, 
on group tours taken of the theatre.  It is 
also played for private events including 
many weddings.  It is also played during 
performances presented by the Columbia 
River Organ Club. The next Organ club 
concert will be March 18 with award winning 
young organist Mark Herman at the console.  
Wednesday Films are only $5 each, which 
is quite a bargain to be able to listen to the 
largest Theatre Organ during a movie.

The Elsinore’s Wurlitzer is the result of 
Salem organ buffs Clayton and Rick Parks 
wanting to find the perfect home for their 
residence theatre pipe organ.  

In 1966, Clayton Parks acquired a 4 
rank Wurlitzer organ for his West Salem 
home. The organ was originally installed 
in the United States Theatre in Vancouver, 

WA. It contained about 250 pipes. Three 
years later, another small Wurlitzer with 
6 ranks, originally installed in Wurlitzer’s 
San Francisco store, was purchased 
and combined with the first organ. The 
instrument contained about 700 pipes while 
in the Parks residence. Live pipe organ music 
was enjoyed in the home for twenty years. 

In 1986, Clayton’s son, Rick, who also 
is House Organist and the Theatre’s 
House Manager found a new home for the 
instrument, at the Elsinore Theatre, where 
it was installed in the theatre’s existing 
chambers, left vacant in 1962 when the 
original 13 rank Wurlitzer was removed. 
To make the Elsinore’s current Wurlitzer a 
fine performing instrument several items 
needed to be replaced and upgraded. The 
first acquisition was a larger 3 manual 
console to control the additional planned 
ranks of pipes. Besides the larger console, 
a state-of-the-art personal computer relay 
system was purchased to replace old 1920’s 

era air and electricity operated relays. The 
old relays were bulky and were hard to 
maintain, besides taking an entire room to 
house them. The computer relay is really 
the “brains” of the organ, controlling all 
keying, switching and operating functions 
while the organ is being played. The organ 
now has 26 ranks, for a total of 1,778 pipes. 
The pipes range in size from a pencil up to 
16’ in length. The four chambers above the 
theatre’s proscenium arch contain 11 tons of 
pipe organ! 

The next time you attend a performance 
at the theatre take an opportunity to take 
a close up look at the Organ Console in the 
auditorium and then raise your head and 
look straight up at the Organ Loft above the 
proscenium and then marvel in why it is 
called The Mighty Wurlitzer.

Willamette Valley Bank, a locally owned 

community bank based in Salem, recently 

reported its fifth consecutive year of strong 

growth.  During the 2006 fiscal year the 

bank’s loan portfolio grew by more than 

$29.6 million, which represented a 48% 

increase.  Both deposits and total assets 

were up by more than 63% percent.  The 

bank’s net income before taxes exceeded 

$1 million for the first time, which resulted 

in $694,098 of net income after taxes, an 

increase of 36% over 2005 levels.  During 

2006 Willamette Valley Bank also reached 

a milestone by surpassing $100 million in 

total assets.

Although loans and deposits were up 

significantly at all existing branches, some 

of the bank’s growth was due to expansion.  

“Our geographic footprint more than doubled 

in 2006”, explained Neil Grossnicklaus, 

President/CEO of Willamette Valley Bank.  

“We are thrilled with the reception we have 

received at our new offices, especially at our 

new full-service branch in Keizer.”  During 

2006, the bank began construction of new 

premises for its Albany branch. It also 

acquired land and began the design process 

for its permanent Keizer branch location.  

Willamette Valley Bank will be occupying 

these new branch facilities and two new 

residential loan offices during 2007.

Willamette valley 
Bank Reports 63% 
Growth in 2006

Continued on page �9
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What no One Will Tell you About Meetings
Telling Your Story: Mary Louise VanNatta, CAE

I have probably attended over 4,000 
meetings and events in my career and 
planned hundreds.  I have been both 
completely inspired and totally bored, 
sometimes in the same meeting.  On our 
deathbeds we won’t say, “I’m sorry I didn’t 
get to attend more meetings,” but does 
everyone hate them? Studies are showing 
that executives spend up to 50% of their 
working hours in meetings and one-half of 
that time is unproductive. It is inevitable 
that we must meet, how can we change that 
experience?

Reports indicate that the average number 
of meetings at work more than doubled 
in the second half of the 20th Century. 
Unnecessary or unproductive meetings cost 
managers 10% of their time (24 work days a 
year) and a 2004 Microsoft study suggested 
that unnecessary meetings are the number 
one drain on the productivity of small 
businesses.

One of the nation’s experts on meetings 
is Steven G. Rogelberg, PhD, industrial and 

organizational psychologist at the University 
of North Carolina at Charlotte.  The results 
of his research on meetings was published 
in the January 2006 Journal of Applied 
Psychology.  He reports that it is popular 
to say you hate meetings, but surveys tell 
a different story, for some people they are 
positive.  Core personality types determine 
this difference.

People who are task and accomplishment-
oriented often resist meetings, and do better 
when they are short in duration.  Those who 
have easy-going personalities and were less 
goal-oriented found meetings a pleasant 
experience in their day—almost like a social 
event and it provided structure to their day.  
Regardless of personality type, however, 
workers say they want to have at least one 
meeting a day.  

Of the 980 people who participated in 

the Rogelberg survey, it was those who 
were accomplishment-oriented who found 
meetings the most draining.  In similar 
studies there was found to be a direct 
correlation between the number and length 
of time in meetings and employee fatigue 
and negative feelings about the workplace.

So where does that leave us?  If you are 
the one who is responsible for bringing 
your employees or members together, make 
it meaningful.  In a campaign to end the 
misery of meeting attendees everywhere, 
consider the following when planning your 
meeting:
•	 What is the core purpose and 

desired outcome?  Decide and build your 
agenda around the answer to this question.  
Trying to meet too many objectives in one 
setting creates a chaotic environment.  If 
you can’t summarize your outcome in a few 
sentences, then you will be wasting time.
•	 Who should be there?  You can 

require employees or Board Members to 
physically attend meetings, but you can’t 
keep them from drifting off to sunny Mexico 
in their minds. Plan your meetings to include 
those who care about or can influence 
outcomes.  Make someone’s day and make 
her attendance optional.  Not everyone has 
to be at every meeting.  If the person with 
the answers can’t come.  Don’t meet.
•	 Have take-aways.  Just as important 

as objectives and an agenda are meeting 
notes.  Who will be assigned to do what task?  
Each attendee should have at least three 
“take-aways” (meeting accomplishments) 
or directives from the gathering.  This is 
essential to make the “accomplishers” feel 
accomplished and to keep the meeting 
lovers on task.  Hold people to completing 
their assignments before you meet again.

So maybe I have 4,000 more meetings in 
my future.  But don’t worry about me, it is 
really OK.  It’s good to get away from the 
phone and the computer.  I like the coffee 
(even the bad stuff) and the cookies.  I like to 
see my colleagues and be part of the action.   
I have to admit sometimes I really do like 
meetings --but don’t tell anyone. 

You can find meeting planning information 
on the Useful Links portion of our website:  
www.vannattapr.com.

Mary Louise VanNatta, CAE 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.  www.
vannattapr.com.

Silverton Hospital, a 49-bed not-for-
profit hospital in Silverton, Ore., has been 
recognized for service excellence under the 
J.D. Power and Associates Distinguished 
Hospital Program.SM  This distinction 
acknowledges a strong commitment by 
Silverton Hospital to provide an “Outstandi 
ng Patient Experience” for its maternity 
services.

The service excellence distinction was 
determined by surveying recently discharged 
patients from Silverton Hospital’s Family 
Birth Center on their perceptions of their 
maternity visit and comparing the results to 
the national benchmark established by the 
annual J.D. Power and Associates National 
Hospital Service Performance Study.SM

The telephone-based research conducted 
among Silverton Hospital patients focuses 
on the five key drivers of patient satisfaction 
with their overall hospital experience. These 
drivers, which were identified in the national 
study, include: dignity and respect; speed 
and efficiency; comfort; information and 
communication; and emotional support.

“Based on the rigorous standards of our 
national hospital service performance 
research, only 20 percent of the hospitals in 
the nation will be qualified to achieve this 
distinction,” said David Stefan, executive 
director of the healthcare division of J.D. 

Power and Associates. “Silverton Hospital 
is among an elite class of hospitals.” 

Silverton Hospital exceeded the national 
benchmark target study score for overall 
maternity patient satisfaction by a significant 
margin. The hospital performed well 
compared to the national study with respect 
to the comfort of its facilities, particularly on 
food overall and on the comfort of the room.

Silverton also performed well relative to 
the national study with regard to the level 
of speed and efficiency they exhibited, 
especially on the speed and efficiency of 
the discharge personnel and the nurses’ 
performance in regular duties.

Additionally, patients were asked to rate 
their level of trust and confidence in the 
hospital after their most recent stay. Among 
Silverton patients, 45 percent indicate they 
have much more trust and confidence in the 
hospital after their most recent stay, which 
is higher than the national average of 23 
percent.

Non-government, acute-care hospitals 
throughout the nation are eligible for the 
J.D. Power and Associates Distinguished 
Hospital recognition for inpatient, 
emergency department, outpatient and 
maternity services. Distinction is valid 
for one year, after which the hospital may 
reapply for this recognition.

Silverton Hospital 
Recognized for Providing 
Outstanding Maternity 
Experience

www.salembusinessjournal.com
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Real Estate: Elaine Gesik

2007 is Back to Business
Real Estate Veterans will tell you that Real 

Estate is a business based on economic 
trends if you always continue to maintain 
your holding power you can usually make 
your way through each market adjustment.

The residential market over the last several 
years has seen all time market highs and 
now  the market is making an adjustment 
back to more traditional levels.  What does 
that mean?  That means that interest rates 
have gone up but are still lower than what 
we have saw 10 to 15 years ago – Remember 
when you thought that 9% was a great home 
loan?  Prices are starting to adjust down to 
meet the adjustment loan interest rate.

However don’t dismay homeowners have 
had a great ride. For example in Salem 5 
years ago the median home price sold was 

$154,000.00 today the median house sold 
in Salem during January and February 
2007 was the median home price sold 
was $234,190.00.  That is a great average 
appreciation rate of a short amount of 
time 52.07% increase overall.  This year 
residential real estate sales will require 
back to basics marketing strategies as 
market sales have slowed and sellers should 
understand that the time on market will 
increase as Buyers are being more selective 
in their purchases.

The multi-family market remains strong 
and continues to grow with the slow down 

in the housing market no longer are renters 
able to as easily enter into the first time 
buyer market with the adjustment upward 
over the last year of interest rates.  Back to 
basics save for a down payment and then 
move to into being a home buyer.  Landlords 
are realizing higher occupancy rates and 
rental rates.  Good news for steady growth 
for multi-family investors.

The office market has also seen a positive 
turn around the last two years.  With the 
increase in jobs nationwide this sector has 
been one of the best performing commercial 
real estate markets.  We are seeing that 
occur in our own market with increased 
rental rates and lower vacancy Landlords 
are realizing a true stabilization within this 
market sector. The National Association of 
Realtors projects a 5.2% rental growth rate 
for owners for 2007.  Please note that this is 
a nationwide rental growth factor however I 
do see strong steady growth for Landlord’s 
within our local marketplace.

The retail market is basically flat.  Retail 
sales for U.S. Chain Comp sales for the 
month of February 2007 seems to be on 
track for a 3% increase over last year. Steady 
Eddy is the name of the game but not record 
growth.  It is the only commercial sector 
that is in not projected to flourish during 
2007 but to remain flat. However don’t 
forget that the last several years have been 
record years for the retail market as it was 
promoted by lowered interest rates and 
increase in consumer spending so in reality 
like the housing market the retail market is 
seeing a market adjustment and going back 
to more traditional trends. 

The merger of Federated/May stores has 
created havoc for Landlords nationwide in 
the regional mall industry with increased 
vacancy retail markets with Federated 
naming 68 stores as surplus inventory. 
With  unknown anchors in these regional’s 
it is hard for smaller stores to commit in 
these marketplaces.  Therefore the investor 
interest has switched from Regional to 
Grocery Anchored and Community Centers.   
The National Asociation of Realtors projects 

a rental growth factor of 1.2% overall which 
is an improvement over 2006 which realized 
(0.4%) which shows that Landlord’s were 
concentrated on tenant retention.

The investment market is STRONG this 
year with the increase of interest rates 
private capital has made a come back as 
CAP rates have increased.  A resurgence 
of pension fund investment and real estate 
private money is eager to jump into the 
market with higher rents and lower vacancy 
in the office, industrial and multi-family 
markets. Private investment once again 
makes sense the REIT’s who swooped in 
during the low interest and low cap rate are 
holding steady on their current portfolios – 
private investors who held back during the 
past two to three years not willing to take 
the risks now are eager to get back into the 
marketplace.

The forecast for 2007 is good however like 
every good sound business practice it is time 
to re-evaluate and get back to basics.  What 
is your real estate portfolio?  How does it 
sit with current market trends?  How and 
what do you need to do to set yourself apart 
from the crowd?  If you are in residential 
real estate sale you will need to re-evaluate 
your marketing strategies.  If you are in the 
office, multi-family and industrial sectors 
how do you compare?  If you are in the retail 
sector look towards tenant retention and 
rent incentives to attract new tenants. 

2007 looks to be a strong and successful 
year for the Commercial Real Estate Market.

Elaine Gesik has 20 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.

Creative Company, a strategic branding 
and communications firm, has received six 
industry awards for its work on behalf of 
clients Canby Telcom, Linfield College and 
Willamette Valley Fruit Company. Brand 
identity work done for Canby Telcom has 
receive d a gold Service Industry Advertising 
Award as well as a silver award in the 2006 
International Davey Awards Competition. 

McMinnville’s Linfield College and Creative 
Company have received a gold award  
from the Admissions Marketing Report and 
a bronze Communication Award from the  
Council for Advancement and Support of 
Education (CASE), District VIII. Creative  
Company has also won two silver Davey 
Awards for work done on behalf of  
Willamette Valley Fruit Company. 

Canby Telcom, a regional telecommuni-
cations company based in Canby, Oregon,  
commissioned Creative Company to build 
a new brand that would communicate its  
breadth of services (telephone, digital tele-
vision and Internet access) and differentiate 
it from the competition. The resulting new 
logo and stationery package have garnered 
Creative Company a gold Service Industry 
Advertising Award (SIAA) in category 10, 
for utility services. The SIAA program was 
initiated in 2003 to recog nize advertising 
excellence in the service industry. 

In addition, Canby Telcom’s stationery 
package has received a silver Davey Award 
from the International Academy of the Visual 
Arts (IAVA). The Davey Awards recognize the 
most remarkable work from small creative-
services agencies around the world. 

Linfield College and Creative Company 
have captured a gold award from the 
Admissions Marketing Report’s 22nd 
Advertising Awards competition, in the 
Total Recruitment Package category for 
colleges with fewer than 2,000 students. 
The award-winning series of brochures and 
mailers targets high-school seniors with 
information about the college, along with 

the bright colors and vivid photography of 
the Linfield brand identity, also designed by 
Creative Company. 

The AMR Advertising Awards program 
is the oldest and largest educational 
advertising awards program in the U.S., 
drawing more than 2,100 entries this 
year from schools across the natio n and 
several foreign countries. Linfield College 
and Creative Company have also won a 
bronze CASE Communication Award for 
the college’s “junior mailer,” a recruitment 
brochure mailed to juniors in high school. 
Linfield competed in the “Visual Design 
in Print” category for CASE’s District VIII 
competition, which covers five states,  
four Canadian provinces and three 
territories. CASE is a national organization 
of college and university administrators. 

Creative Company’s work on printed 
marketing materials and product packaging 
for the Willamette Valley Fruit Company has 
won two silver Davey awards. The award-
winning items include a presentation folder, 
product sell sheets and packaging designed 
to bring attention to the company’s line of 
hand-crafted frozen pies. The distinctive 
brown kraft paper boxes stand out from 
more traditional, glossy packages in grocery 
freezer cases, and the marketing materials 
echo the same natural, hand- crafted look. 

“We’re proud of the range of work we’ve 
created for these three very different 
organizations. Whether a simple and elegant 
brand identity that stands out on service 
vehicles, packaging that represents hand-
crafted quality in the grocery store, or bright 
and energetic mailings that appeal to high-
school students, each concept works for the 
client and the audience it needs to reach,” 
said Jennifer Larsen Morrow, president of 
Creative Company. “This kind of industry 
recognition is a strong tribute to the 
commitment of each organization to being a 
leader in its category, and to embracing the 
strength of branding as a business model.” 

Creative Company Receives 
Six Industry Awards
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Employment Law: Randy Sutton

SHRM Makes for Better HR

healthcare Perspectives: Dawson Farr, ND

Supplement Study

Human resources professionals have the 
difficult task of balancing the goals and 
needs of management, supervisors, and the 
company’s workforce. To further complicate 
matters, HR professionals are also assigned 
the task of ensuring that the company stays 
compliant with the various employment 
laws, while still promoting an efficient and 
productive workplace. 

HR professionals can feel alone as they 
try to juggle these conflicting priorities. 
Networking and involvement with other 
HR professionals is an excellent way 
to stay current with employment laws, 
management strategies, and effective HR 
practices. Fortunately, there is a strong 
human resources organization here in 
Salem that promotes the HR profession and 
provides these networking and educational 
opportunities.

The Society for Human Resources 
Management (SHRM) has over 200,000 

members across the country.  The Salem 
SHRM Chapter has more than 200 members 
and is very active.  I have served on the Board 
for the Salem Chapter for over six years now.  
Through my involvement with the Chapter, 
I have seen many valuable relationships 
develop among HR professionals who 
are looking to make a difference in their 
organizations. 

The SHRM Chapter meets on the second 
Tuesday of every month at Willamette 
University.  These meetings include time 
for HR professionals to network with 
one another.  The meetings also feature 
a speaker on an issue of interest to HR.  
Involvement in SHRM and in the Salem 
Chapter also provides access to efforts 
to shape employment legislation here in 
Oregon and at the federal level. 

The SHRM website has a tremendous 
amount of information available about 
HR best practices, legal and legislative 

developments and HR news.   The Salem 
Chapter also presents a one-day seminar 
in June called “HR Basics,” which is a 
great orientation to employment laws for 
supervisors, managers, and anyone else who 
is new to HR or just needs a good refresher. 

More information about the Salem 
Chapter’s meetings can be found at: www.
shrmsalem.org. To learn more about the 
SHRM national organization, visit their 
website at www.shrm.org. 

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. 503-399-
1070, rsutton@sglaw.com, www.sglaw.com.

In light of yet another study showing the 
benefits of therapeutic doses of vitamins, 
I thought it would be good to review some 
of the benefits and pitfalls of using vitamin 
supplements.

The Creighton University study released 
last week shows that active young women 
who took high doses of calcium and vitamin 
D supplements for eight weeks had fewer 
stress fractures than women given placebo 
pills. 

The good news is that myriad studies 
have proven that vitamins can actually 
improve health and prevent disease at a 
lower cost, with fewer side effects, and more 
side benefits than pharmaceutical drugs. 
The expanding body of evidence refutes 100 
years of doctors saying that vitamins just 
create “expensive urine.”

The conclusions of a recent article in The 
Journal of the American Medical Association 
(JAMA) highlighted that:
•	 Some groups of patients (especially 

the elderly) are at higher risk for vitamin 
deficiency and suboptimal vitamin status;
•	 Not taking in enough of several key 

vitamins has been linked to chronic diseases, 
including coronary heart disease, cancer, 
and osteoporosis; and
•	 You can decrease your risk of negative 

health problems from some of these 
conditions by taking vitamin supplements.

The bad news is that most conventional 
medical schools teach very little about 
vitamins, and consequently most physicians 
don’t know much about preventive or 
therapeutic use of vitamins and supplements. 

The same JAMA article also showed that 
many physicians may be unaware of 
common food sources of vitamins, or unsure 
which vitamins they should recommend for 
their patients. 

This lack of education creates a 
significant problem, considering that 62% 
of the American public use some sort of 
“alternative” medicine, including vitamin 
supplements. The sad, and potentially 
dangerous reality is that most patients are 
not being guided in the use of supplements 
that could actually keep them off of the very 
drugs that their doctor is prescribing. At 
best, many physicians will only recommend 
a basic multivitamin which may be woefully 
inadequate for a patient’s needs, or even 
harmful.

And now for the ugly: there is very 
little regulation in the vitamin supplement 
market. 

The 1994 Dietary Supplement Health and 
Education Act should have been called the 
“Buyer Beware Supplement Act” because it 
provided for no oversight of the content or 
safety of supplements.

There is no guarantee that a supplement 
contains the dosage or even the substance 
marked on the label. According to Consumer 
Reports (Oct 2004), many multivitamins 
and other supplements contain unlabeled 
ingredients like extracts of allergenic foods 
or herbs as well as dangerous metals like 
lead.

With conventional medicine’s lack 
of training in the use of vitamins and 
supplements, there are also important 

nuances in vitamin usage that may be 
neglected. For example, many D vitamins 
are sold simply as “Vitamin D” and contain 
Vitamin D2 (and some doctors even 
continue to recommend Vitamin D2) when 
growing evidence shows that Vitamin D2 
may confer harm to patients at high doses 
while its sister Vitamin D3 is a safer more 
healthful choice. 

The lack of governmental oversight 
coupled with the lack of guidance from 
the medical community does open the 
door for consumers to waste their money 
on ineffective or poor quality supplements 
while also missing out on health benefits, or 
even putting themselves at risk for harm.  

Like the ads say for any pharmaceutical 
drug, you should consult your physician 
before use, and it should be no different 
for vitamin supplements. But make sure 
that your doctor has extensive training 
in the complexities of this new frontier of 
medicine. 

Dawson Farr is a licensed Naturopathic 
Doctor who practices in Salem with Groundswell 
Integrative Healthcare, a medical practice 
dedicated to integrating the best in natural 
and modern medicine. He offers 15 minute free 
consultations which can be scheduled by calling 
503-363-0524.

Oregon Community Credit Union is 
pleased to have purchased more than 
fourteen hundred dollars worth of school 
supplies for Operation Not Forgotten, a 
humanitarian mission to improve the lives 
of Afghan children founded by the U.S. navy 
personnel serving in Kabul, Afghanistan. 
Oregon Community staff members rallied 
together to raise money for the items after 
they received an email from a fellow co-
worker who is currently stationed in Kabul. 
In the email, the co-worker described bleak 
conditions for children at the nearby Quabel 
Baji School, and requested donations of 
school supplies for distribution at the start 
of the 2007 school year this spring.

With help from discounted rates provided 
by Office Depot, credit union employees 
purchased 77 boxes of chalk, 77 reams of 
paper, 77 calculators, 1000 erasers, 1000 
pencil sharpeners, 1000 rulers, 2000 
notebooks, 3385 pens, 5924 pencils and 
3000 one-gallon plastic bags to hold the 
items. Additionally, four cases of kids meal 
toys were donated by McDonald’s, Taco 
Bell and Burger King. The goal of Operation 
Not Forgotten was to fill 2700 bags for 
students and 77 bags for teachers. Oregon 
Community staff was excited to learn that 
they donated enough supplies to fill 1000 
student bags and all 77 teacher bags.

Staff will ship the school supplies to 
Operation Not Forgotten the week of 
February 26. They are estimating that it 
will take at least 40 boxes to hold all the 
donations.

With seven branch offices in Eugene/
Springfield, two in Salem and three on 
Portland’s west side, Oregon Community 
Credit Union serves anyone who lives or 
works in Benton, Clackamas, Columbia, 
Lane, Linn, Marion, Multnomah, Polk, 
Washington and Yamhill counties. Oregon 
Community Credit Union is member-owned 
and not for profit, offering exceptional 
service, providing active support for its 
local communities and serving as a trusted 
financial advisor to its members.

Oregon 
Community Credit 
Union Rallies to 
Support School in 
Kabul

“Obviously our bank has had a very busy 

year,” commented Grossnicklaus. “But 

with solid local economies throughout our 

market area, we’re expecting to continue 

our growth in 2007.”

Willamette Valley Bank was originally 

chartered to provide local families and 

businesses an alternative to the interstate 

chain banks.  The bank operates with a local 

Board of Directors and is headquartered in 

Salem.  Willamette Valley Bank operates 

three full service banking offices in Salem, 

Keizer and Albany, as well as Home Loan 

Centers in Bend and Corvallis

Bank...Continued from page ��
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Meet Henry Velez...

At Large: Bill Isabell

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

A typical American success story of hard 
work and perseverance.

Henry Velez was born on august 1, 1971 in 
Bellflower California, a suburb of LA.

His mother was from Puerto Rico and his 
father, also a proud Puerto Rican, was born 
there in 1941 but grew up in The Bronx, New 
York.  He was considered a “Newyourican”.

Dad spent 6 years in the Navy as a 
Registered Nurse and quite naturally went 
into Hotel Management in Puerto Rico 
when he left the Navy.  That’s where he met 
Henry’s mom in 1966.  They married that 
same year and then moved to Pico Rivera 
in California around 1967.  Henry says they 
moved west because gangs in New York 
were far worse at that time than gangs in 
the LA area and they wanted a safer place to 
raise children.

Henry has a 2 year older sister and a 6 year 
younger brother.

Velez went to school in the early years 
primarily in Pomona and Ontario, eventually 
graduating from Whittier Christian Academy 
in 1989.

He immediately began work for his 
dad after graduation.  His dad was in the 
distributing business supplying salads, 
meats, and fries for well known burger 
places like Tommy’s, Tams and etc.

He worked for his dad until 1991 when 
he decided to go into the grocery business.  
He spent some time as a box boy and in the 
shipping and receiving section at Lucky’s 
Market.  By 1992-93 Henry got antsy and 
went to work for ‘Great American Oak” in 
Chino, California as the Dock Manager 
running the shipping and receiving docks.  
It was there that he met his future and 
present wife, Amy. 

Henry job hopped from 1994 to 1995 
working for Siemens Electric Distributors, 
and UPS Distributors.  Living in Ontario, he 
frequently worked 2 jobs at a time to make 
ends meet.

During this time, wife, Amy was working at 
a local newspaper as a managerial assistant.  
They lived around that area in several cities 
while Henry was trying to find his career 
calling.

Amy’s parents moved to Oregon City 
around 1994. Henry and Amy decided to 
follow a year later.  Henry had multiple short 
time jobs there while further searching for 
his niche.

Salem’s lower cost housing eventually 
attracted them to the Cherry City in about 
2000.  Henry began work commuting to 
Wilsonville that would alter his life forever.  
He was employed by Progress Landscaping 
there in 1995 for 6 years.  There, he received 
what he describes as valuable life altering 
mentoring from Ken Christopherson and 
Al Borgen that would set him on his path 
to success.  At Progress, Henry went from 
mowing lawns to gaining licenses necessary 
to work with chemicals at Portland CC 
(erosion control services and wet land 
mitigation).  His schooling paid off as Henry 
jointed Green Thumb Nursery in Salem 
as the Maintenance Division Manager in 
2003.

Henry and Amy’s daughter, Allyna, 12, was 
born in January 1995 during a short trip to 
Fontana California.

Amy has spent the last 3 years working 
with the State Police at the Oregon Lottery.

Henry’s hobbies include coaching 
basketball (he coached a team with Allyna 
and my daughter, Taylor, Kelsie Davis and 

Elyssa Eckdahl to the 3 on 3 championship 
of the 14 and under girls at Hoopla in July, 
2006. They currently play together now 
on the Courthouse Athletic Club’s elite 
basketball team, Salem Select, where their 
record as of this date is 24 and 9 with 4 
tournament victories around the state (brag, 
brag, brag).  

Velez likes to fix up old cars, especially the 
muscle cars of the 60s and 70s. He likes the 
outdoors and rides his Honda 929RR café 
racer as often has the weather will allow.  
Boxing is a hobby as well (daughter, Allyna 
likes it too (I’m a boxing coach and I think 
she’s got skills). 

Velez’s future goals include helping to 
educate his employees to tap their potential 
and be all that they can be.  He’d also like to 
eventually become a partner in Green Thumb 
or run his own landscaping business.

His ultimate goal is to work simultaneously 
in two careers, one as a landscape company 
owner and one as a mechanic on European 

cars and in automotive technology.
Henry Velez is, if nothing else, a family 

man.  He wants, badly, for his family, Amy 
and Allyna, to get the pay-off for all their 
hard work and being there for him all along 
his journey toward where he is today, with 
Green Thumb Nursery.  He says that he’d be 
nothing today without his family.  They’re 
his rock.

Meet Henry Velez. Truly an American 
success story of family values, hard work 
and perseverance.

Bill Isabell is chief meteorologist for KBZY 
Radio, 1490am and owns an Allstate Insurance 
Agency at 735 Browning Ave SE, Suite 120, in 
Salem, Oregon

Henry valez
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Mortgage views: David Chandler

There’s a saying in the financial world that 
those who understand interest earn it, and 
those who don’t, pay it. If you’re looking to

build your net worth or establish some 
financial security, it’s time to become 
more knowledgeable about interest, and 
specifically about how your home’s interest 
rate can be working for you--or against you-
-in your long term financial plan. If you’re 
like most Americans, you probably haven’t 
put much thought into how your interest rate 
will affect your long term net worth. That’s 
because most consumers lose focus at the 
point of sale. At the time you were getting 
a mortgage, you probably focused on loan 
approval rather than on loan suitability, just 
like most borrowers do. Most borrowers are 
often so consumed with getting a lender’s 
approval that it doesn’t occur to them to 
evaluate their current financial situation 
or their long-term financial goals, let alone 
the effect that their new mortgage will have 
on both. Most people have no idea how 
their interest rates will factor into their 
long term financial plans, whether a down 
payment is better invested elsewhere, or 
how appreciation or tax brackets can impact 
their investment. In short, because they 
don’t understand interest, they’re probably 
paying it, rather than earning it.

America’s #1 Investment
Financial planners have not traditionally 

included homes in their clients’ financial 
strategies, and have instead have focused 
on stocks, bonds and other investments as 
a way of building a solid financial future. 
A mortgage has been seen as a necessary 

evil, rather than a component in a wealth-
building plan. Recently, however, consumer 
trends seem to indicate that Americans 
believe that buying a house can be the best 
way to build a secure financial future. Thirty 
one percent of America’s total net worth is 
inside the primary residence, and 67% of 
Americans now have more wealth in their 
houses than in all their other investments 
combined. Recent research also indicates 
that the number one reason--cited by 84 
percent of homebuyers surveyed--for buying 
a home is that consumers believe that it’s 
the best long-term financial investment. In 
order to fully capitalize on your house as an 
investment, you’ll need to understand a few 
basic concepts.

When a House Is not a Home
The first concept that you’ll need to grasp 

is that your house is not always a home. In 
fact, if you’re considering your house as an 
investment, it is imperative that you stop 
viewing it simply as a home. A home is the 
experience that people have living inside 
their houses. They may think of holiday 
gatherings or time spent with friends and 
family. Thinking of your house as a home 
will probably conjure up emotional images, 
something that you will want to avoid while 
considering your long term financial plan. 
Instead, you should think of your house 
as the physical property in which you are 
investing. A house is about appreciation, 

investment and return. If you’re going to use 
your house as an investment vehicle, you’ll 
need to view it as one, and not as the cozy 
place where you have family gatherings. 
Remember, 67 percent of Americans have 
more wealth in their houses than in all other 
investments combined. That means you 
should have no more emotional attachment 
to your house than you do to any of your 
other investments. This may sound difficult 
to do, but it’s worth the effort.

Paying Interest, Earning Interest 
and Gaining Appreciation

Another very important concept of house 
ownership as it pertains to building wealth 
is appreciation. Familiarize yourself with 
the concept. Appreciation occurs when the 
monetary value of something increases, 
and it’s also the only way that a house can 
build wealth for you. The 84 percent of 
homebuyers who believe buying a house is 
the best long term financial investment are 
all banking on appreciation, whether they 
know it or not. Remember, there is no other 
way that a house can bring a return aside 
from appreciation. If you’d like to know 
how interest rates and appreciation work 
together in homeownership, consider this 
example. A $400,000 home purchased at 
20 percent down, with an interest rate of 7 
percent over 30 years will yield a monthly 
payment of roughly $3,000 per month. Over 
the course of 30 years, the borrower will pay 

much more than the remaining principal 
balance of $320,000. At $3,000 per month, 
the total cost of the loan over 30 years will 
be roughly $1 million. The question is: 
in 30 years, will that $400,000 house be 
worth over $1 million? At an annual rate of 
4 percent appreciation, that home will be 
worth roughly $1.3 million.

Now take for example that same $3,000 
per month. If that $3,000 per month were 
invested at a rate of 8 percent, at the end 
of 30 years the value of the investment 
would be about $4.3 million. This is a 
powerful example of why it’s so important 
to understand how interest works. Knowing 
the long-term results of interest rates can 
help you to better determine where to 
invest your money. Talk to your mortgage 
professional and your financial planner  
and ask him or her to help you compare 
the rate of return on each of your potential 
investments. Once you do the simple math, 
you’ll be better equipped to determine 
which type of mortgage or other investment 
is appropriate for you.

The Down Payment
Plain and simple, your down payment 

Interest Rates Can Make or Break you
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does not affect your appreciation one 
bit. However, your down payment does 
directly impact your cash flow. Let’s take for 
example that $400,000 property again. At 
20 percent, the down payment is $80,000. 
If the borrower was to put zero down and 
appreciation stayed at 4 percent, the house 
would still be worth roughly $1.3 million in 
30 years. However, that same $80,000 at 7 
percent interest would result in about $292 
per month. If the borrower puts $80,000 
down, the mortgage payment is reduced by 
$292 per month. In other words, your down 
payment cash is an investable asset. That 
same $80,000, if not put into the house, 
has a cost of $292 per month. These are 
concepts you’ll want to understand when 
considering the size of your down payment.

If you do choose to utilize your liquid assets 
as a down payment, remember that there are 
only three ways to lose wealth in a house: 
depreciation, foreclosure and lawsuits. 
While you’ll want to discuss the legal 
options to protect against loss of wealth due 
to lawsuits or depreciation with a qualified 
professional, your loan officer can assist in 
protecting you against potential loss due to 
foreclosure. By putting a liquidity plan in 
place prior to necessity, you will safeguard 
your down payment and additional equity 
you’ve accumulated. Your loan officer can 
do this by securing a HELOC (home equity 
line of credit) right away--even before you’ll 
ever need it--so that you’ll have access to 
your equity and will therefore be protected 
against total loss.

Tax Brackets and Interest Payments

If you’re going to make sound and 
knowledgeable financial decisions, you’ll 
need to know which tax bracket you fall 
into. This is because your tax bracket will 
determine your effective percentage rate. 
For example, if you are borrowing at 7 
percent, and you are in a 37.5 percent tax 
bracket, 37.5 percent of your interest rate-
-or 2.625 percent, in this case--is going 
to be paid by the government. The way to 
calculate this rate is to multiply your interest 
rate by your tax bracket. In this case, we 
multiply 7 (percent interest) by .375 (for 
37.5 percent), which comes out to 2.635 
(percent interest). When you subtract the 
amount of interest paid by the government 
by the original interest rate, you’ll get your 
effective percentage rate, something very 
important to understand when determining 
when and where to borrow and invest.

Growing Your Business: Ken Inlow

Reflections of Oatmeal 

Let’s face it. Oatmeal needs a lot of help. 
Yet it remains one of the most popular 
breakfast choices in America today. “How 
can this be?” you ask.  

Well, it all started over one hundred 
years ago, with a young man named Henry 
Parsons Crowell.  It was the late 1870s, 
and at the tender age of 26, young Henry 
had already proven himself financially 
savvy through two very lucrative farm and 

real estate transactions, both of which he 
realized a nice, healthy profit from.  One day, 
Henry’s Uncle Joel approached him about a 
failing oats mill for sale near Ravenna, Ohio 
called Quaker Mill. After a few weeks of 
exhaustive research, Crowell dived in and 
bought the business. Having a natural gift 
for marketing, and knowing he’d have an 
uphill battle making oatmeal a daily habit 
for folks, his first order of business was to 

rework the packaging. Up till now, oats were 
purchased from general stores in bulk from 
dirty wooden barrels that sat on the floor. 
Crowell knew that if he was going to get oats 
into lots of households, he’d have to appeal 
to the women. So, he began repackaging 
his product into attractive, colorful boxes 
for individual purchase, and introduced 
the name “Quaker Oats.” The idea was an 
immediate success. As he started gaining 
momentum, he decided to start advertising. 
Crowell was the first to introduce celebrity 
testimonials and endorsements to promote 
his product and prove value. Henry also 
invented the concept of contests and prizes 
requiring the mailing in of a box top lid, 
which as you know still thrives with cereal 
manufacturers today. Crowell also made it 
a habit to give away as many samples of his 
product as he could, at fairs, train stations, 
ball games, anywhere crowds of people 
convened. And here you thought all these 
great ideas were conjured up by some clever, 
modern day ad agency! 

A few years later, Crowell decided to 
introduce pancake mix, but found himself 
being told over and over again by consumers 
that Americans only ate pancakes in the 
winter. His response was that of a classic 
visionary. “We’ll just have to change that 
habit,” he was quoted as saying.  With a 
stroke of genius, Crowell repackaged his 
pancake mix by creating a character named 
“Aunt Jemima”, putting her picture on 
the box, and supporting it with a simple 
positioning statement:  “Aunt Jemima 
Pancake Mix is good all year round.” It 
worked. People started buying his product, 
not just in the winter, but (you guessed it,) 
“all year round!”

So what can we learn from this 19th 
century marketing wiz? First, packaging 
can have a huge impact on the appeal of a 
product. It can make or break it. Second, 
consumers have many pre-conceived ideas 
about products and services, many of which 
can be changed with the right marketing 
approach. And finally, what was the glue that 
made it all stick together? Belief in himself 
and his product, and a strong commitment 
to advertising…that’s right, advertising. 
Henry Crowell believed that advertising was 
effective only as it gave constant exposure 
to the product. He advertised everywhere he 
could, and used others to advertise for him.  
As a result, over one hundred years later, I 
just happen to have a familiar round box of 
Quaker Oats sitting in my pantry today, and 
I would venture to guess, you probably do 
too. (Just between you and me however, a 
little brown sugar and butter go a long way 
to inspiring me to buy the next box!)

Ken Inlow is President of Encore Advertising, 
a full service ad agency located in Sherwood, 
Oregon. He can be reached at ken@
encoreadvrtising.com.

A qualified loan professional working in 
conjunction with your financial planner, can 
help you to implement a plan for the highest 
and best use of your money, one that utilizes 
your house to put you on the path to financial 
security. By learning, understanding and 
employing these concepts, you’ll be on your 
way to earning interest, rather than simply 
paying it.

David Chandler is the branch manager of the 
Salem office of Countrywide Home Loans, Inc., 
the nation’s #1 residential home loan lender. The 
office is located at 250 Church Street SE Suite 
100, Salem, Oregon 97301. Home loan experts 
are available to assist customers with a full 
array of mortgage financing options at 503-316-
6100.

 The views expressed in this article are those 
of the writer and not necessarily representative 
of Countrywide Home Loans and/or any of its 
subsidiaries.

chAndler...Continued from page 2�

Join This Real Estate Team that Tours !! 
Peggy LeGrande, Principle Broker, CRS 

and her team are starting programs geared 
to providing services to the public like 
nobody else in the Real Estate Business.

The two newest programs are Free Open 
House touring on Sundays and monthly 
home buyer classes.  The free tours that are 
being provided to the public will include 
guided bus transportation and property 
information. The tours will be provided 
every Sunday. This will help make the home 
buying search a little easier.  

“ We are very excited to start this adventure, 
and provide fun and informative tours of 
properties on the market” Peggy LeGrande.  

Peggy has recently purchased the tour bus 
and it is ready for business. 

Peggy and her team took the tour bus on 
its first tour Sunday, February 18th, with 
great response from the public and real 
estate brokers.  The bus toured over eight 
properties that day. The team thinks listing 
agents will appreciate the number of people 
who will be touring open houses. All open 
houses are invited to be on the tour sheet.  

Time is limited so we ask agents to 
contact a team member. The LeGrande 
Team  consists of 4 team members: Peggy 
LeGRande, Principle Broker CRS; Amy 
Allen, Broker; Dawn Allen, Broker; and 
Judy Quillin, Broker. 

Peggy has been doing Real Estate business 
for over 25 years. Her team members 

also have many years of experience in the 
market. 

The LeGrande team are proud agents of 
RE/MAX Equity Group.  They are located at 
the NEW Market Center RE/MAX building 
at 1860 Hawthorne Ave NE  in Salem. Being 
part of a very successful and productive 
company is a major part of your individual 

success in the Real Estate market. 
For more information or to reserve your 

spot for either the open house tour or the 
home buyers class, please contact any of the 
following:

Peggy 503-371-5121, Amy 503-930-9615, 
Dawn 503-559-7096, Judy 503-559-8643.  

Welcome Aboard the RE/MAX Team Tour Bus

Dawn Allen, Peggy LeGrande, xxxx and Amy Allen
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Salem Chamber of Commerce
March 2007 Calendar

Information as of press time. Check the Chamber’s website for any changes.

1420 17th St. NE, Salem 503.391.9191

20% Off
Hair Extensions
Save up to $100

503.391.9191 expires 3/31/07

Complimentary
Essential Haircut with purchase of any

Organic Coloring Service
Save up to $45

Complimentary
Enlightening Facial with purchase

of any Spa Body Treatment
Save up to $60

503.391.9191 expires 3/31/07 503.391.9191 expires 3/31/07

Week of February 26 - March 2
 
MOnDAy 26 
Business News Publishes
 
TUESDAy 27 
Chamber Latino Network Steering Team, 
Room C, 9am
 
WEDnESDAy 28 
Leadership Youth 
Rooms A & B, 7:30am
 
Mayor’s State of the City Address 
Sponsored by Salem Area Chamber of 
Commerce, 
Salem Rotary & Salem City Club, Salem 
Conference Center 
Tickets: $13 at door, Noon
 
THURSDAy 1 
Governmental Affairs Forum 
City Council Progress Report 
Councilors Laura Tesler, T.J. Sullivan, 
Bruce Rogers and Dan Clem.  Rooms A & 
B, 7-8:30am
 
Salem Area Young Professionals Team, 
Room C, Noon
 
FRIDAy 2 
Greeters Networking 
Phone Directories Co., Yellow Pages at 
Office Depot  
255 Lancaster Dr. NE., 8:30am
 
Week of March 5 - March 9
 

MOnDAy 5 
Chamber Business Women 
Room A, 11:45am
 
TUESDAy 6 
Chamber Business Women at 
Alessandro’s, 120 Commercial St. NE, 
11:45am
 
Build Your Business Seminar 
Room A, Continental Breakfast 7:30am, 
Program 8-10am 
$10 per person, register at salemchamber.
org
 
WEDnESDAy 7 
Chamber Business Women 
Blue Pepper Gallery, Framing & Internet 
Café, 241 Commercial St. NE, 6:45am
 
Ambassador Quarterly Meeting 
Rooms A & B, 3:30pm
 
THURSDAy 8 
AG Team 
Room C, 7:30am
 
First Citizen Team Wrap-Up 
Room C, Noon
 
FRIDAy 9 
Greeters Networking 
Catholic Community Services 
New Harvest Church, 4660 Portland Rd. 
NE, Ste 105, 8:30am
 
Week of March 12 - 16
 

MOnDAy  12 
Forum Luncheon Series 
Color Your Life with the Arts 
Salem’s Arts and Culture 
Sponsored by Statesman Journal 
At Red Lion Hotel & Convention Center 
3301 Market Street NE, 11:45am 
Week of March 12 - 16, continued...
 
TUESDAy 13 
Executive Team, Room C, 7am
 
FRIDAy 16 
Greeters Networking 
Alessandros & Reed Opera House at Reed 
Opera House 
189 Liberty St. NE, 8:30am
 
Salem Area Young Pros Team 
Room A, Noon
 
Week of March 19 - March 23
 
MOnDAy 19 
Past Presidents Lunch 
Room B, 11:30am
 
Chamber Business Women 
Room A, 11:45am
 
TUESDAy 20 
Chamber Business Women 
Room A, 11:45am 
 
Chamber Business Women Photos, Room 
B, 10am 
 
Leadership Salem 
Rooms A & B, 7am
 

WEDnESDAy 21 
Board of Directors Meeting 
Rooms A & B, 6:45am
 
Leadership Youth 
Chamber Building, 7:30am
 
YoungPros Non-profit Volunteer Fair 
Rooms A & B, 5-7pm
 
THURSDAy 22 
Team Show-Biz! Meeting 
Room A, Noon
 
FRIDAy 23 
Greeters Networking 
Mid-Willamette Employment Council 
At Easter Seals Children’s Therapy Center 
290 Moyer Lane NW, 8:30am
 
Greeters Advisory Team 
Room A, 11am
 
Chief Executive Officer’s Lunch 
Room B, Noon
 
Week of March 26 - March 30
 
TUESDAy 27 
Chamber Latino Network Steering Team 
Room C, 9am
 
FRIDAy 30 
Greeters Networking 
Stepping Out Ministries at Lefty’s Pizzeria 
and Blues Club 
1230 State Street, 8:30am
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725 Commercial Street 
SE Salem, Oregon 

Experience in Real Estate 
really does make the difference.

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.

(503) 585-0100
What’s important is you.

TRANQUILTY ON SOUTH ABIQUA!
5 br, 2.5 ba, 2074sf on 1.87acres, fully fenced, 
sep animal pens w/2 outbuildings & shop. New 
roof, hrdwd flrs, sunroom, central AC, room for 

RV & toys. $474,900 (571919)

3 HOMES ON 5 ACRES!
Desirable Ankeny Hills area w/beautiful views 

of rolling hills & unbelievable sunsets! Farm hm 
features 1963sf, 4 br, 2 ba, & 2 fps. $795,000 

(571035)

FABULOUS MASTER ON MAIN!
Welcome home... light, bright and spacious home! 

4 br, 2..5 ba, 2151sf, spacious kit/breakfast rm 
open to fam rm. Mstr ba includes jetted tub, 

double vanities. Prvt fenced bckyd w/lg patio. 
(572157)

SELLER MOTIVATED, BRING OFFERS!
This home is looking for a new owner! 3 br, 2 ba, 
1495sf, great open flr plan for easy entertaining 
or simply to enjoy. Bonus shop, recent updates, 
this home is move in ready! $174,900 (570824)

RELIVE THE PAST!
4 br, 1.5 ba, 1486sf, 1930 home! Beautiful fp, 

classic archways, built-ins and hrdwd flrs are just 
some of the charming features! Den or 4th br, 

truly delightful! $179,900 (569295)

HOW MANY BEDROOMS DO YOU NEED... 
5, 6, 7, 8+??

Almost 3,000 sf of unlimited potential, in & out. 
1/2 acre, 2 tax lots, many possibilities! Has been 
a licensed adult foster care home. New wtr htr, 
hrdwd flrs & 2 woodstoves. $279,900 (570747)

WONDERFUL HORSE SETUP!
4 br, 3 ba, 2486sf on 8.74 acres! Fantastic house 
recently remodeled. 8 stall barn w/hay loft , tack 

room, huge riding arena, 6 bay machine and 
equipment shop. Several horse corrals. $989,559 

(569031)

UPSCALE TOWNHOUSE STYLE DUPLEX!
Includes large .26 acre corner lot, both sides 

include tile counter tops, and floors in kitchen, tile 
in bath & entry. Nice rear decks, freshly painted 
exterior, plus much more! $304,900 (564410)

BEST DEAL IN CREEKSIDE!
Priced Reduced! 4 br, 3.5 ba, 3200sf, cherry 
flooring & cabinetry, granite tile countertops, 

stainless appls. 20x22 bonus on main flr, lg mstr 
w/marble tile & jetted tub. Exercise rm in finished 

bsmnt w/full bath. $449,900 (571869)


