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Mayor Proclaims “Let a Tradition Begin...”

Inspired by the idea of
displaying art in the public
galleries of the Salem
Conference Center, the
Oregon
Artist
Mayor’s
Invitational is a year-long
exhibit featuring works of
art from around the state.
The idea of having public
art on exhibit struck a chord
with Mayor Janet Taylor as a
means to attract and engage

visitors and residents alike.
Mayor Taylor’s support and
enthusiasm for this exhibit
will begin another Salem
tradition: Each year, one
piece of art will be selected
“Best of Show” by a panel of
judges and become part of
the Salem Conference Center
permanent collection.
The City of Salem and The
Salem Conference Center
Mayor Janet Taylor

Salem Chamber
Welcomes New Board
New Board of Director members were
introduced and outgoing Board of Directors
members were recognized at the Salem Area
Chamber of Commerce Annual Celebration
luncheon held at the Salem Conference
Center on July 9. The celebration marks
July as the beginning of the Chamber’s
fiscal year and honors those who serve
on the Board of Directors, sponsor events
and programs, and volunteer as event and
program team leaders.
Theresa Taaffe of Portland General
Electric was welcomed as the 2007-08
Board of Directors President by 2006-07
Continued on page 
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Theresa Taaffe
New Chamber Board President

Artist’s work currently on display at theSalem Conference Center

would like to thank the artists who have
accepted our mayor’s invitation and for
helping us to create a cultural event for all
of Salem to enjoy. Special thanks to Shelly
Curtis, Curator of Oregon State University’s
Art About Agriculture, and Mary Lou
Zeek, downtown Salem gallery owner for
consulting to the exhibition committee.
Financial Sponsors include: Comcast,
Delight Stone Family-Cliff Curry, Anna and
Edwin Peterson, and Kathy and Darr Goss.
Let a Tradition Begin…

Friesen Joins
Saalfeld Griggs PC
Saalfeld Griggs PC is pleased to announce
that Tyler Friesen has joined the firm’s
business and acquisitions practice group.
Mr. Friesen received his bachelor’s degree
in Business Administration from Colorado
Christian University, graduating suma cum
laude, and his law degree from Willamette
University School of Law, graduating cum
laude. He then obtained his LL.M. in taxation
from the New York University School of Law.
Mr. Friesen’s practice will focus on business
formations, contract negotiation and
drafting, business sales and acquisitions, as
well as representing taxpayers with disputes
involving state and federal tax issues.

p. o. box 93, salem, or 97308

Tyler Friesen

phone: 503.365.9544

TWO SALEM LOCATIONS
SOUTH: 340 Vista Avenue SE
503-363-2460
NORTH: 1860 Hawthorne Avenue NE
503-587-1600
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Small Business is the
Foundation of Oregon’s
Economy
Oregon…Now two years into a three-year,
$2 million economic development grant
from the W.K. Kellogg Foundation the
CORE project (Connecting Oregon for Rural
Entrepreneurship) is having to make its case
to editors, policy makers and even business
executives
contemplating
partnership
with this novel effort. (HB 3027, a bill to
support small businesses including those in
the CORE project, was not passed in final
hearings.)
W.K. Kellogg Foundation’s $2 million is
accomplishing four things in five “targeted”
Oregon regions – all rural, all in desperate
need for economic development:
* Creating and better enabling development
of business skills among rural start ups
* Facilitating the growth of rural business
via a network of more than 20 statewide
partners
* Changing the policy environment in
Oregon to support entrepreneurship and
small business
* Working with entrepreneurs to market
and publicize their company.
And here’s the bottom line: it is working.
Because of CORE and its partners,
hundreds of new businesses have begun or
are being supported in rural areas where
the “old” economy is flagging (see statewide
statistics below.) The gritty, intrepid people
who’ve populated these wide open spaces
aren’t going away: they’re just using CORE
to readapt, relearn and reinvent their
economy.
Here are some of the stories about CORE
entrepreneurial pioneers.
NATIONAL FRANCHISE
Mike Dewbré, a Douglas County resident
needed a loan to buy a business. His bank
required a business plan so he worked
with Umpqua Community Development
Corporation (UCDC) and CORE to do
it. UCDC offers free or low-cost business
classes. CORE put Dewbré in a position
to benefit from some additional publicity.
All this facilitated him getting a loan he
wouldn’t otherwise have gotten. Douglas

County now has a Roto-Rooter franchise.    
Dewbré started with one van and one
machine. In the first year, he increased
the business seven-fold. “Without UCDC, I
would have had no guidance to draw up my
business plan and expansion”, says Dewbré.
He’s planning to expand the business
again this year, to a full service plumbing
operation.
NATIVE AMERICANS
Warm Springs residents worked with
CORE to reassemble the pieces needed to
foster small business development at the
Reservation. They began with services and
a rejuvenated Chamber of Commerce. Next
came a high-tech, wired business center
where community users meet business
leaders. Since then, several businesses
have taken root, including an internet
provider and web design, a gift shop and a
restaurant.
WIND ENERGY
Jeremy Thamert, CEO of Oregon Power
Solutions in Baker County, acquired a
business loan from the Northeast Oregon
Economic Development District (NEOEDD)
a member of the CORE collaborative. “This
loan allowed me to absorb all of the initial
costs into one loan so that I could expand
when I needed to,” he said.
Thamert’s business offers residential
energy audits to determine energy use and
potential for customer savings. Oregon
Power Solutions then does the construction
and installations. So pleased is Thamert with
his CORE experience, he became a member
of the CORE Entrepreneur Advisory Board
for the three counties in northeastern
Oregon, volunteering his time to help other
start ups.
DEVELOPMENTALLY DISABLED
Roseburg residents Shari and Jessica
Steward are mentally and physically
challenged; both graduated from Special
Education programs at the Developmental
Learning Center.
Their disabilities make it difficult to find
jobs, even though both are determined to

SEDCOR Announces 20072008 Executive Board
SEDCOR
(Strategic
Economic
Development Corporation) the lead
economic development organization for
Marion and Polk Counties, announced
their new Executive Board and Board of
Directors effective July 1st. The Board
of Directors represent a cross section
of SEDCOR’s 500+ members from a
variety of economic sectors. The Board
reflects manufacturing, representatives
of local governments, and professional
service providers.
Sheryl Southwell, President Specialty
Polymers, will be the Board Chair,
replacing Liz Goulard, Vice President/
Chief Academic Officer. Goulard will
remain on the board as Past Chair. Mark
Shipman, Shareholder, Saalfeld Griggs
PC will hold the Chair Elect position.
Other Executive Board members include
Secretary/Treasurer, Dave Van Bossuyt,
General Manager, Distribution, Portland
General Electric; and Members at Large
- Ken Jundt, Regional President, West

pull their own weight. With the help of
their mother, Shannon, they started their
own document shredding business, called
“Sisters Shredding.” It combines their
deep-seated interest in recycling with a job
they enjoy and can do well.
Working with UCDC and CORE, Shannon
developed a business plan for her daughters
and took classes for micro-business owners,
which increased her eligibility for a loan.
“That loan was very important to us,” Hull
says. “Without it, we couldn’t have bought
the lockable totes and cabinets we needed
for collecting and securing our customers’
documents.”
By the end of the first year they had steady
customers. Their business has doubled
since then, and continues to grow. Today
the business enjoys a diverse client base
which includes health care providers, legal
professionals and county agencies. The
company has purchased a second truck
and has created additional jobs where none
existed before.
YOUTH ENTREPRENEURSHIP
Kayak Shack is a student-run business
from Waldport High School. Now in its
second year, CORE support (through the
partner Small Business Development
Center) has allowed them to expand the
program with more marketing and PR,
including a brochure, DVD and website.
They’ve added additional equipment too,
in advance of what they believe will be a
doubling of sales from their first year. Youth
entrepreneurship is an important element
in CORE’s effort.
FROM CORPORATE TO SWEET RURAL
In Lake County, Hart Mountain Bakery
turned a longing for specialty breads into
a bona fide business. DeEtta Vincent, who
moved back to Lake County from urban life,
missed the biscotti and pastries she grew
Continued on page 

Coast Bank; John Schrenk, President,
Marquis Corp., and Bob Wells, City
Manager, City of Salem.
New members on the Board of
Directors
include
John
Layton,
Layton
Manufacturing
Company,
Inc.; Erik Jensen, Director of Business
Development,
Oregon
Community
Credit Union; Diana Corder, Community
Development Manager, Pacific Power;
Andy Miner, Plant Manager, PPG
Industries; Brent DeHart, President,
Salem Aviation Fueling and Salem City
Councilor; and Jenica Hopson, Assistant
Vice President, SeniorLeader, Wachovia
Corporation.
SEDCOR, is a private, non-profit
membership organization, composed
of over 500 business and community
leaders. SEDCOR’s mission is to enhance
and diversify the economy of the MidWillamette Valley by supporting the
performance of existing businesses and
recruiting new businesses.
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The Lighting Gallery

Salem’s Premier Lighting Showroom
•
•
•
•
•

Experience our

Salem’s Largest Lighting Selection
Local Family Owned & Operated
Residential & Light Commercial
Free On-Site Walkthroughs
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service,
savings, and
selection

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

Featuring

accustomed to as a manager in corporate
law practices.
Vincent won first prize in Lake County
Development’s (LCD) American Food
Fight™. Her winning meant a free ride at
Oregon’s Food Innovation Center (FIC)
where she learned about the business of
baking and got assistance for everything
from packaging to marketing. (Both LCD
and the FIC are CORE partners.) Her
breads and biscotti are now being exported
to fine coffee cafés, restaurants and pastry
shops.
While these few examples illustrate the
potential for development of new jobs and
thriving business in various industries and
geographies, they don’t tell the entire story
about how Oregon’s doing in terms of microenterprise development. Nor does it say how
these type jobs stack up against other jobs,
say, those supplied by “big box” retailers
or “call centers.” Here are a few statistics,
provided by another CORE partner: Oregon
Micro Enterprise Network (OMEN).
* Jobs created or retained, 2005 – 07, through
micro-enterprise partners’ efforts: 1158
* Nationally, the impact of such training

and counseling is significant: the average
percentage increase in revenue after a year
is 59%; the net income increase is 36%.
* Leverage of each state investment $1
yields an added $7 of federal/foundation
investment: (total $10.7 million)
* Small businesses produce as much as
300% higher economic “multipliers” in the
local economy than chains do
* 86% of all Oregon businesses employ
fewer than 5 people; 95% less than 20.
With more support from government
and private organizations, the innovations
of Oregon’s entrepreneurs will be the
foundation of a new economy.
ABOUT CORE
Rural Development Initiatives, Inc.
(Eugene)/CORE project was one of the
six programs (at $2 million each) chosen
by W.K. Kellogg Foundation, from 180
applications.
Connecting
Oregon
for
Rural
Entrepreneurship (CORE) is a statewide
effort to strengthen rural economies by
assisting business entrepreneurs. CORE
brings more attention to the products
and services of rural entrepreneurs,
thus enhancing economic diversity in rural
Oregon. Please visit www.rdi-core.org

Local State Farm® Agent Receives
Quality Service Award
State Farm® is pleased to recognize
Keizer agent Monica Baez for achieving
membership in the Million Dollar Round
Table (MDRT). Baez is a first year MDRT
member.
The Million Dollar Round Table is
The Premier Association of Financial
Professionals.® Founded in 1927, MDRT
provides its members with resources to
improve their technical knowledge, sales
and client service while maintaining a
culture of high ethical standards. Round
Table membership is an exclusive honor
that is achieved only by a small percentage
of all life insurance and financial services
professionals worldwide.
Monica Baez has been a State Farm agent
in Keizer for four years. She is involved
with the Salem and Keizer Chambers of
Commerce and is active in LeTip of Salem.

Monica Baez

State Farm offers customers a broad
range of Auto, Home, Life, Health, business
insurance products, and financial services.
For more information about State Farm
products and services, please contact your
local State Farm agent or visit statefarm.com.

Kaufman Homes to
Showcase Home in Salem
Remodeler’s Tour
Kaufman Homes, Inc., well known
as

Salem’s

the owners and Kaufman Homes design

builder, will be taking part in the

team ensured the stunning success of

Oregon Remodeler’s Association Salem

this project. The attention to detail is

Remodeled Homes Tour to be held

evident in the dramatic upgrades to the

October 13 & 14, 2007.

kitchen, master bathroom, family room,

professionals

custom

market. A collaborative effort between

home

The

premier

Kaufman

guest bathroom and laundry room. A

Homes, Inc., have brought the same

at

new flagstone patio abutting the golf

commitment to quality construction

course adds to the overall living space

that has become the hallmark of their

and is perfect for outdoor entertaining

custom build projects into the remodel

and relaxation.
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Coldwell Banker Mountain West Welcomes
New Agents
Tabitha Solberg has affiliated with Coldwell
Banker Mountain West Real Estate as a
residential real estate broker. She is a native
Oregonian and moved to the Salem/Keizer
area over 18 years ago from Pendleton.
Tabitha worked for Allied Building Products
for over 7 years. She was office manager for
the Salem branch. Because of her proven
work ethic and excellent customer service,
she was asked to join the Allied sales team
and then promoted to credit manager for
the Tigard, Medford, and Salem branches.
Tabitha’s interest and dream has always
been real estate.
Connie Jones has affiliated with Coldwell
Banker Mountain West Real Estate as a
residential real estate broker. Connie has a
20+ year career in business development/
strategies as retail management with Saks
Fifth Ave. and as a business owner. She
has a BA in Public Relations/Community
Service, is interior design certified and has
her pilot’s license. She has experience with
residential real estate and small business
transactions.

Joyce Herrin has affiliated with Coldwell
Banker Mountain West Real Estate as a
residential real estate broker. Joyce has
lived in the Salem area for 12 years and was
previously employed with Verizon Wireless
in customer care. She is dedicated and
hardworking and is enthusiastic about her
new career in real estate.

Connie Jones

Tabitha Solberg

Farm Bill Passes in US House
of Representatives
Joyce Herrin

New legislation requires establishment of federal
system to combat pest and disease threats
The Oregon Association of Nurseries
(OAN) Executive Director John Aguirre
lauded the U.S. House of Representatives
for passing a new Farm Bill, H.R. 2419,
by a margin of 231 to 191 on Friday. The
decision represents a significant victory for
the Association, which represents Oregon’s
nursery and greenhouse industry, the state’s
largest sec tor of agriculture.
The Farm Bill continues traditional farm
income and market stabilization programs,
expands conservation programs, and
provides new funding for programs to help
specialty crop farmers, such as nursery and
greenhouse growers.
The OAN asked the Oregon congressional
delegation to support the inclusion of
language to fund a new initiative to broaden
and improve federal programs aimed at
preventing the introduction and spread of
plant pests and diseases. The Specialty Crop
Title of the Farm Bill directs the Secretary of
Agriculture to collaborate with the nursery
industry and research institutions to develop
“a nursery pest risk management system”
that helps nursery growers cope with the
rising threat of new plant pests and diseases
such as Phytophthora ramorum, Emerald
Ash Borer and Light Brown Apple Moth.
“This is a big win for the nursery and
greenhouse industry,” said Aguirre. “The
House passed Farm B ill provides USDA
the direction and funding to dramatically
improve the way we combat plant pest and
disease threats.”
The Specialty Crop Title provides $200

million in mandatory funding for pest and
disease detection and control, and directs
USDA to develop assessments of pest and
disease threats and to establish priorities
for defeating them. The bill provides for the
creation of proactive, cooperative, auditbased certification systems between USDA,
States, and growers to address plant pest
infestations.
Other elements of the Farm Bill that
benefit the nursery industry include:
* $365 million in mandatory funding
to expand the specialty crop block grant
program.
* $20 million in mandatory funding to
establish and operate the National Clean
Plant Network
“We appreciate the vote of Representatives
Darlene Hooley, Peter DeFazio, and David
Wu to pass the Farm Bill,” said Jeff Stone,
OAN Director of Government Re lations.
“The reality is, with increased trade in a
global economy there is a
greater risk of introducing and spreading
harmful pests and diseases. This bill will go
a long way in helping us protect our industry
and our nation’s forests.”
The Oregon Association of Nurseries, based
in Wilsonville, represents more than 1,600
wholesale growers, retailers, landscapers
and suppliers. Oregon’s ornamental
horticulture industry is the state’s largest
agricultural commodity,
with 2004 sales of over $825 million. For
information visit our web site at www.oan.
org or call 503-682-5089.

Salem Chamber...Continued from page 

President, Ross Carey of U.S. Bank. Ross
will now serve on the Executive Team as a
Past President. Outgoing Board members
are retired state senator, Gene Derfler;
Kathy Goss, Capital Valuation Group,
LLC; Debra Herring, Debra Herring Studio
Unique Clothing & Accessories; and Ken
Lund, Joe’s.
Members of the Board of Directors’
Executive Team are: President Elect, Terri
Frohnmayer, First Commercial Real Estate
Services, Inc.; Senior Vice President, John
Zielinski, E. Z. Orchards; Vice President, Jim
Lewis, City of Salem Planning Commission;
Vice President, Kris Gorsuch, Saalfeld
Griggs PC; and Treasurer, Chuck Swank,
Grove, Mueller & Swank, P.C.
New to the Board of Directors’ members
at large are Jane Berg, Benefits Consulting
Northwest; Kevin Mannix, Kevin L. Mannix,
P.C.; Bert Ortiz, Tico’s Coffee Roasting
Company; and Bill Wilkson, Macy’s,
Lancaster Mall.
Members at large are Brent DeHart,
DeHart’s Mission Street Shell/Salem
Aviation Fueling and Pilot Services; Anthony
DeSantis, DeSantis Landscapes, Inc.; Norm
Gruber, Salem Hospital; ; Tom Hoffert, Don
Pancho Authentic Mexican Foods; Steve
Johnson, VIPS Industries / Phoenix Grand
Hotel / Bentley’s Grill; Benjamin Orozco,
Gladys Blum Group Real Estate Services; Jim
Rasmussen, Modern Building Systems, Inc.;
T. J. Sullivan, Huggins Insurance Services;
Dick Withnell, Withnell Auto Group; and
Mary Lou Zeek, Mary Lou Zeek Gallery.
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Food, Events, Arts – It’s All Downtown
Isn’t downtown getting to be a fun
place to spend our time (and money)!!!
One of the best days is First Wednesday
from 5:00 to 8:00 each month where we
experience the variety of shopping, dining,
entertainment, and art. Speaking of art
- it just expanded dramatically with the
Oregon Artist Series for the Mayor’s Art
Invitational.
On July 14th over 200 people attended
the Mayor’s Art Invitational at the
Conference Center where thirty-one
Oregon artists had submitted their work
for a juried selection of the first art to be
purchased for the Conference Center. The
winning piece was by Jim Mattingly who
is now deceased. His piece titled “Airlie
Autumn” was stunning and a perfect
selection for the first purchase.
In addition to the purchase piece were
five Honorariums which were $500.00
awards to Carol Hausser’s “Everybody’s
Listening But You,” Marilyn Higginson’s
“Untended Orchard”, Kristin Kuhn’s
“Approximate Center 4”, Robert Bibler’s
“Mirari”, and Phyllis Yes’s “For Mothers”.
All were outstanding examples of Oregon
art. Frankly, every submittal was beautiful,
and I don’t know how the judges were even
able to make the final selections.
If you weren’t able to attend the show, all
of the art will be on display for an entire
year at the Conference Center from 9:00 to
5:00 Monday through Friday in the main
floor lobby. Take your time and study each
piece and marvel at the talent we have

The Mayor’s View Janet Taylor
in our State. The art is for sale, and the
Conference Center Manager can assist you
with the purchase.
I want to thank the committee that made
the show such a success, beginning with
our State Street “Star”, Mary Lou Zeek.
It was her idea that she shared with me,
and sparked my full support to bring this
show to the Conference Center. We were
assisted by the long-time experience in
art shows from Shelley Curtis at OSU, the
unbridled enthusiasm of Chrissie Bertsch,
the Conference Center Manager, plus the
always hard working Anna Peterson who
joined us during the last month to help
with the sponsorship drive.
And, I must say, the Conference Center
catering chef and staff prepared the most
delicious food you can imagine. They
always serve with style and a smile, and
they also prepared some new, innovative
hors d’oeuvres that would rival any event
in the entire State of Oregon. Truthfully,
they are a big reason why our
Conference Center has been so successful
from the first day it opened.
Special thanks to our sponsors who
had a very short time to respond to our
requests for support. Their generosity and
understanding of the role that art plays
in making our quality of life an “A-Plus”
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allowed the artist awards and reception
to reflect the high standards of the artists
and the Conference Center.
Our sponsors were at different
levels beginning with the $2,500.00
contribution by Comcast and the Family
of Delight Stone and Cliff Curry, followed
by $1,000.00 from Anna and Ed Peterson,
and $500.00 from Kathy and Darr Goss.
We appreciate the continued support
from these community members for
continuing the new pizazz in Salem! With
our next show planned for July 12, 2008,
we are looking for sponsors to keep this
wonderful function alive and build art for
our Conference Center.

As our City continues to grow, it is events
like the World Beat Festival, the 4th of July
celebration, the Bite of Salem, our State
Fair, and the Mayor’s Art Invitational that
make us an exciting place to live. We hope
you will pass the word to your friends and
families that you don’t have to leave town
to have fun, gain some knowledge, and
absorb some culture. We have it all right
here - with more to come!!!

LandAmerica Lawyers Title would like to thank all the real estate
industry professionals for an outstanding first half. Your success and
confidence in using LandAmerica Lawyers Title has enabled us to create
a great team. We look forward to continuing that winning effort
throughout 2007.
925 Commercial Street SE, Suite 100 · Salem, Oregon 97302 · 503-361-1211
LandAmerica - A Fortune Magazine 2007 Most Admired Company.
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Christie Sullivan Joins First
Commercial Real Estate

MaPS Credit Union Honored
by Salem Keizer School District

First Commercial Real Estate Services
LLC is pleased to announce the addition
of a new member to their professional
real estate team.
Christie Sullivan is
the new Marketing Manager for First
Commercial. Previously, Christie was the
Communications Coordinator for the Salem
Association of Realtors and most recently
the Office Manager for CTURN Corporation,
a start-up wireless broadband company
located in Salem.
The professional group at First Commercial
Real Estate Services LLC has over 35
years of combined commercial real estate
experience. Our extensive experience and
market knowledge covering retail, office,
industrial and investment properties is
combined with creative marketing strategies
and a total commitment to meet the needs
and goals of our clients.

The Salem Keizer School Board recognized
MaPS Credit Union as its first Business
Partner of the Month during its July 10
meeting. School Board Chair Krina Lemons
presented the award to MaPS as part of
the board’s monthly Spotlight on Success,
which recognizes individuals and/or
groups for their outstanding work and/or
contributions to the district and community.
President and CEO Dan Penn, Director of
Education Partnerships Cori Frauendiener
and Director of Business Development
Leilani Slama attended to accept the award.
“Salem-Keizer Public Schools appreciates
that MaPS has consistently stepped up in
a number of innovative ways that allow for
a truly mutually beneficial relationship,
providing both students and teachers
with realistic and applicable business
experience,” Lemons said.
As a tribute to its education roots, MaPS has
demonstrated a long history of responding
to the needs of the school district through
business partnership activities at all levels
of learning, both for the student and the
teacher.
* Partnerships with local schools. The
business partnership between MaPS Credit
Union and Four Corners Elementary was one
of the first ten created in the district nearly
twenty-five years ago and still exists today.
Each of MaPS’ five full service branches in
Salem-Keizer has a partnership with at least
one elementary or middle school.

Christie Sullivan

www.salemhonda.com

Salem Honda/BMW/Ducati
1515 13th Street SE in Salem
(503) 364-6784

* Education branches. Additionally,
MaPS has educational branches in three of
Salem-Keizer’s six traditional high schools.
The credit union invests nearly $70,000
annually through its affiliation with the
education branches.
* Crystal Apple Awards. MaPS is a
charter sponsor of the Salem Chamber of
Commerce’s Crystal Apple Awards, which
recognize outstanding educators. Teachers,
administrators and support staff at local
schools are nominated each year to receive
this prestigious award
* Education Leadership Institute. The
credit union also assisted in the creation and
implementation of the Chamber’s Education
Leadership Institute. The institute provides
an intensive summer training program for
teachers who want to incorporate more
about business and community in their
classrooms.
* Donations and sponsorships. During
some very lean budget years between 2003
and 2005, MaPS created an innovative
“1% Visa give back” that generated more
than $133,000 for K-12 schools in Marion
and Polk counties. MaPS recently took on
sponsorship of scoreboards for all six high
schools in the district.
* Scholarships. MaPS Credit Union
awarded $7,500 in college scholarships to
eight Marion and Polk county graduates as
part of its annual scholarship programs.
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Outstanding Builders
Courtesy of RE/MAX equity group inc Salem
BELLA CRESTA

BEAUTIFUL SOUTH SALEM

2+ACRES

BELLA CRESTA Premier homesites in the South
Salem Hills. Extraordinary views, excellent schools,
conveniently located. Quality work by Comfort
Homes, LLC. Many lots to choose from for your
dream home. Bring your own plans or customize one
of ours. Contact Andre Makarenko, Broker, Craig
Evans Team, 503-409-2282.

BEAUTIFUL SOUTH SALEM proposed 4 Bedroom
3 Bath home w/approx 2300 sq. ft, master bedroom
on main level, spectacular view of Mt. Hood, 3 car
garage, priced at $399,900, however builder will
discount to $375,000 for a sale prior to construction.
Call Vic Smith 503-371-5131

2+ Acres, large pond, fenced, 3500+ sq ft home w/3
bedrooms & 3 baths. Home boasts custom cherry
cabinetry, slab granite counters, Pella windows, Top
of the line everything. There are 2 double car garages
with one of them is set up w/220, etc. This is a one of
a kind for $1,125,000. Call Vic Smith for more info
(503) 371-5131

MANY CUSTOM EXTRAS

TERRY L. CARR HOMES

SINGLE LEVEL LIVING

Custom extras including slab granite, tile, hardwds, AC. 3bd
+ option rm, 2ba. Built by MC Northwest. Open kitchen
& dining w/eating bar & gas frplc. Custom exterior stone
accents & gable treatments, includes front landscaping
w/UGS, covered back patio & 3 car garage. Still time to
pick colors! $289,900 1165 SW Forestry Ln Dallas (578980)
Heidi White, Broker, Craig Evans Team, 503-371-5146.

Terry L. Carr Homes presents Beautiful Single Level,
3 car, 2454 sf home featuring 3 BR, 2.5 BA, Lg. Den,
24X12 Covered patio. Gourmet Kitchen, Lighted detailed
ceilings, Tiled Master Bedroom Shower. Move-in
Ready. 1380 West Meadows Dr., Salem - MLS# 577625
$469,900. CCB# 27217. Building Quality Custom
Homes in Salem since 1976. Lynette Carr, Broker

Single Level Living. Wonderful Great Room Design
plus 15.9X23.8 Bonus Room/Den. 3 BR. Elegant
Formal Dining, Slab granite coutertops throughout.
Grand Entry. Covered Patio. Ready today! $439,900.
Warner Construction. 1755 West Meadows Dr., Salem
MLS#577625 CCB# 120199. Lynette Carr, Broker

ATTENTION INVESTORS

2007 TOUR HOME

RUSTIC CUSTOM HOME

Attention Investors!! New Subdivision consisting of
16 duplexes with 12 single level and 4 townhouses to
be completed in Summer 2007. Single level units have
dens, 6’ wood fencing, fully landscaped, carpets and
appliances. Hardi-plank siding, low maintenance yard.
Government Housing Approved! Stan Amundson,
Broker, 503-871-1020 cell, 503-363-5154 fax

2007 TOUR HOME Beautifully crafted hm by
Comfort Homes. Featuring 4BD/2.5BA, 2299 sqft,
Beach cabinets, ss appl, granite, Merbau engineered
hardwds. Fully landscaped w/UGS & 2 covered
porches. Truly amazing! $334,900. 1198 SW Forestry
Ln. Dallas(577436) Tanya Makarenko, Broker, Craig
Evans Team, 503-371-5151

One of a kind Rustic Custom Home Built by John Hammer
Construction, 3 Bedroom 2.5 Baths, Formal Living and Dining,
Den/Ofﬁce, Theatre Room, Gourmet Kitchen, Family Room.
Knotty Alder Cabinets, Heartland Classic Appliances, Rustic
Plank Floor, 700 Sqft. Partially Finished Daylight Basement,
Professionally Landscaped with UGS. Offered at $549,900
(580561). Call Roger Elliott, Principal Broker 503 569-5003.

SOUTH:
340 Vista Avenue SE
503-363-2460

NORTH:
1860 Hawthorne Avenue NE
503-587-1600

www.remax.com • www.equitygroup.com
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Land Use Impacts Willamette Valley
Given the fact that we live in Oregon’s
capitol city, there has been a thorough
analysis of the recently concluded legislative
session and the results of this effort. The
fact that agriculture and agricultural
related issues don’t rank high on the charts
compared to school funding, tax reform, and
healthy kids does not mean issues relevant
to this important industry were ignored
during the past session. On the contrary,
it was a very interesting legislative session
related to agriculture with many potential
new opportunities for the industry. Debate
around agricultural issues should be
particularly meaningful to Marion County
residents, who live in the number one
agricultural producing county in the state.
The biggest question on the industry’s mind
going into the session was how agriculture
might be treated by a democratic majority
in both the House and Senate. In a nutshell,
I believe the answer to that question is the
industry was treated very well. Certainly,
many of the key issues discussed have huge
ramifications for the future of agriculture
in this state. Probably the number one item
on that list is land use and the legislature’s
referral to the voting public. Voters will
decide on whether or not to revise Measure

Oregon Agriculture: Katy Coba, Director, Oregon Department of Agriculture
37 when they go to the polls in November.
Regardless of what side of this issue you
agree with, there is no question that land
use in this state has a major impact on the
viability of agriculture, particularly in the
Willamette Valley. One of the other key
issues discussed was water quantity. And
believe it or not, this issue is as relevant to
the west side of this state as it is to the east
side. Producers are currently experiencing
water shortages in the Willamette Valley
during summer months. We have got to
figure out ways to capture winter rainfall for
use in summer months in this state, not only
for agricultural uses but for fish and wildlife,
municipal, industrial, and recreational uses.
One issue that has had a long history of
being debated in the State Capitol once
again became prominent during the 2007
legislative session. That was the issue of
field burning. Many active opponents of
field burning, particularly in the southern
Willamette Valley, are renewing their
efforts to further limit this practice. Related

to field burning is the more recent concern
centered on odors that can be a result of
some farming practices found in dairies,
feedlots, and poultry operations. I think
that we all must be cognizant of the need to
balance a farmer’s ability to be economically
viable with the equally important need of
protecting our environment.
That being said, there is no question
the 2007 legislature was, in many ways,
supportive of Oregon farmers and ranchers.
There was certainly a very strong interest in
supporting “buy local” programs, particularly
an interest in getting local products into the
school system. In addition, the focus and
support for renewable energy development
in this state has the potential to be a great
help to Oregon agriculture.
Normally at this point in the summer,
lawmakers are still in session– haggling
over a multitude of issues. This year has
been an exception. Legislators, lobbyists,
and everyone else connected to the session
have been able to enjoy a majority of the

summer knowing that they completed the
tasks on time. The legislature will assemble
again in February for what I believe will be
a short and abbreviated agenda. Whether
agriculture will be part of that agenda
remains to be seen. But based on the
discussion at the State Capitol the first half
of this year, I do know that agriculture will
continue to be on the radar screen whenever
legislators meet in the future. The flip side
is also true– the agriculture industry will
continue to be involved in the affairs of the
legislature. The results will hopefully benefit
farmers and ranchers in all 36 counties of
the state.
I continue to be optimistic about the
future of agriculture in the Willamette
Valley and the State of Oregon. Nothing in
the recent legislative session has changed
that outlook.

The Perfect Match

REMEMBER THE OLDIES
Music from the 50s, 60s and 70s
Salem’s First Choice
KBZY 14 NINETY

HOME OF THE OREGON STATE BEAVERS

If it’s happening in the SALEM AREA,
you’ll hear it on KBZY
Be sure to check out www.KBZY.com
Roy Dittman Doc Nelson Terry Sol
Rick Allen Bill Isabell
Rich Baily Terry Long Wendy Paulson
Mike Mason Ron Norwood

Rings feature two and three carat Ceylon Sapphires
and the Cross of Light Diamond,
exclusively at Dave Wilson Designer Goldsmith

Dave Wilson

Designer Goldsmith, Inc.
10 am - 5:30 pm M–F • 10 am - 3:30 pm Sat
216 Commercial Street NE • Downtown Salem • www.wilsonjewelers.com

503-364-8707
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It’s the Season for Weddings
Our family will always remember 2007 as
the “summer of the weddings.” With four
family weddings and at least that many
friends having weddings, our calendar has
been full of wedding-related activities. But,
what better way is there than a wedding
to draw family and friends together for a
celebration.
Every wedding has been beautiful and
different with each couple adding signature
touches to their special day. As different
as each wedding is, there are, however, a
lot of similarities. My husband and I have
chuckled as well as felt empathy with the
parents of the newly weds as we listen to
their tales of planning for their children’s
big day. And only parents who have been
through helping children plan for a wedding
know what we are talking about!!
Last summer I wrote about our youngest
daughter’s (our third child to marry)
wedding, sharing appreciation for the role
so many friends and local business owners
played in our daughter’s wedding: the

Marion County Commissioner: Patti Milne
florist, the photographer, baker and even
the DJ. And I commented on the economic
impact weddings have in our communities.
But now, I must confess!! My husband and
I kept saying we were planning to get new
floor coverings anyway; and gosh, updating
our kitchen was in the works before wedding
plans were! Besides, unlike some families,
we weren’t having the wedding or reception
at our house; it was just coincidence we got
these household projects completed just
before the wedding date!
Yes, we know exactly what these other
parents are going through. A wedding can
easily take over all aspects of your life for
months on end, often one thing leading to
another, and before you know it, you’re not
sure everything will get done by the time the
wedding day arrives.

So, my husband and I are particularly
enjoying listening to the amazing, and most
often hilarious stories about preparing for
children’s weddings.
And whether the
reason (or excuse) is it was time to paint
the house, or it’s good for the economy to
support our local businesses, we now have a
special bond with these parents of the newly
weds!
One of this summer’s weddings was held
at the beautiful country home of the bride’s
parents. The bride’s dad shared a touching
story of how wonderful it was to get to know
his new son-in-law as they spend the many
months prior to the wedding planting new
grass, creating new flowerbeds and building
a gazebo together. The bride’s mom shared
the story of demanding that if nothing else
got done, at least the shutters stashed away

in the back of the garage for twenty years
were going to finally come out, get cleaned
up and be hung!
My husband’s mother will be hosting
the wedding of one of her grandsons at
her lake-side cabin in August: A perfect
way to end the summer and culminate the
bevy of summer weddings. You need to
know that grandma is not one to fuss about
furniture, or worry about the latest trends in
decorating or entertaining, but she’s pretty
worked up about having everything ready
for this important day. The irony in these
preparations is that the lake house is the
utmost in casual living, and this wedding
itself will be the most casual of all our
summer weddings, yet grandma is having
difficulties in finding just the right new
couch.
We’re not sure if just the right couch
comes before or after her search for just the
right new dress! But, it’s been awhile since
grandma hosted a wedding and we figure
come the family Thanksgiving get-together,
she’ll have her own wedding planning
stories to share!
Patti Milne, Marion County Commissioner,
503.589.3268

Bayley Joins
Equity Home
Mortgage
Equity Home Mortgage, LLC of Salem,
Oregon is pleased to announce the addition
of Senior Loan Consultant, Randy Bayley,
who will serve and provide mortgage
services to the Salem marketplace.
Randy comes to Equity Home Mortgage
with 24 years experience in real estate and
mortgage finance. He received a bachelor’s
degree in Communications and Marketing
from Washington State University and
is a member of the Mortgage Bankers
Association of America.
“I am honored to be a part of this
company,” Bayley stated. “Equity Home
Mortgage is an industry leader committed
to financial services excellence.”
Randy specializes in residential
housing financing, including FHA and
VA government-backed loans, newconstruction and renovation, zero-down
programs, investment properties and
first-time-home-buyer programs just to
name a few.
Equity Home Mortgage’s Salem office
is located in the RE/MAX Equity Group
building at 1860 Hawthorne Ave. NE.
For more information, go to www.
equityhome.com/randyb
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The Millionaire Real Estate Investor
Learn how everyday folks are making
millions from real estate investing
according to the New York Times bestseller
“The Millionaire Real Estate Investor”
Part one of a three-part series
What if you had the capacity to become
a Millionaire Real Estate Investor? Would
you seize the opportunity or would you let
it pass you by? According to Gary Keller’s
bestselling book, “The Millionaire Real
Estate Investor,” anyone can become a
Millionaire Real Estate Investor, yet very
few actually achieve that level. Keller’s book
explores the characteristics of Millionaire
Real Estate Investors and provides the
four-stage formula they’ve successfully
employed to build their portfolios of real
estate investments.
In this article we go over the strategies
presented in Keller’s book, which are based
on interviews with over 100 people who have
amassed over $1 million worth of real estate,
not including their own personal residences.
Keller, a self-made multi-millionaire, is
the founder of Keller Williams Realty
International, the fifth largest and fastestgrowing real estate franchise in North
America. The success stories are inspiring.
Sixty percent of Keller’s interviewees have
achieved in excess of $1 million in equity
in their investment portfolios, averaging
almost 50 rental units and over $100,000 in
net annual cash flow from their investments.
In this compelling three-part series, we’ll
highlight Keller’s findings on what it takes to
become a Millionaire Real Estate Investor.
It Starts With an Inside Job
Prior to getting into the nuts-and-bolts
of real estate investment, Keller states that
potential investors must lay the proper
foundation. Before you fulfill your dreams
of real estate investing, you must be ready to
make the journey. Readiness doesn’t mean
that you’re merely interested in real estate
investing. Readiness means that you’re
willing to take action.
According to Keller, people from all walks
of life can and have become Millionaire
Real Estate Investors. Here are some quick
inspiring stories to get us started:
While struggling to support her disabled
husband and two children, a former
registered nurse decided to forgo paying
off the family’s mounting medical bills and
use a disability settlement of $20,000 to
purchase an investment property. Within
five years, she accumulated $9 million in
real estate and now runs her own real estate
company.
A husband and wife were struggling to turn
a restaurant and nightclub into a sustainable
business and began supplementing their
income through investment properties.
Once they understood the impact that real
estate investing could have on their lives,
they went from a handful of investments to
83 investment properties worth over $10
million in just five years.
A first generation immigrant and his wife
arrived in the U.S. with just $150 in their
pockets. Now the couple and their sons are
living the American dream, owning several

Mortgage Views: David Chandler
million dollars worth of real estate and
running a property management company.
These investors all had one main thing in
common: a burning desire and readiness
to change their lives. They each had a firm
and clear vision to succeed as real estate
investors and were ready to work toward
that goal. If you want success, you too must
have the desire to achieve and the readiness
to act. You may already have the desire,
but haven’t taken any action. Because the
primary obstacles to action are doubt and
fear, you must first change your thinking
before you can change your balance sheet.
Modeling: The Key to Success
One of the primary ways to change your
thinking is to be willing to learn from
the experience of others. Each of Keller’s
investors follows proven models for
selecting, buying and owning real estate. It’s
important to note that a proven model isn’t
a guarantee, but rather a system or method
used to produce desirable and repeatable
results. Using a proven model built on the
best practices of high achievers will almost
always maximize your chances for big
success over time, because they provide the
actions that are shown to yield intended
results. Successful real estate investors
are successful in large part because of
where they focus their actions. According
to the overachievers interviewed in “The
Millionaire Real Estate Investor,” effective
real estate investing depends on criteria,
terms and network.
The immutable characteristics that define
the property you’re seeking makes up the
“criteria,” such as type of dwelling (single
family or multi-family residence), type
of construction, features and amenities.
Criteria will help you narrow your choices to
properties that present the lowest risk and
greatest opportunities.
The second factor, “terms,” define how you
will turn an opportunity into a deal. Terms
are negotiable and include purchase price,
interest rates, occupancy and closing costs.
Keller’s investors assert that terms can
turn an opportunity with modest criteria
into a great deal. They set the stage for the
deal and can make the difference between
a gamble and an investment. Remember,
with investing you make your money going
in, not coming out.
The final element is “network,” the people
who help you in your investing. The success
of a Millionaire Real Estate Investor is
greatly affected by the quality of his or her
team, which includes not only the real estate
agents, contractors and property managers,
but also mentors, advisors and information
sources.
By following the model of focusing on
these three criteria, successful real estate
investing becomes much less of a mystery
and much more of an attainable goal.
Addressing
Doubts
and

Misconceptions
If there are two hurdles that have the
power to derail your goals and dreams,
they’re doubt and fear. Almost without fail,
all of the Millionaire Real Estate Investors
reviewed in Keller’s book expressed the need
to overcome potentially debilitating doubts
and fears that later proved to be unfounded.
If you’d like to model the Millionaire Real
Estate Investors in Keller’s book, you should
address your underlying beliefs that can
keep you from achieving your dreams by
keeping you out of action.
Eight primary limiting beliefs were uncovered,
which Keller calls “mythunderstandings,”
because part myth, part misunderstanding. These
fall into two categories: mythunderstandings
about the way you view yourself as an investor,
and mythunderstandings about the way you
view investing.
Personal Myth #1: “I don’t need to be
an investor. My job will take care of my
personal wealth.” Truth: History indicates
that few jobs pay enough to create true
financial independence. Financial wealth
building depends on another vehicle.
Personal Myth #2: “I don’t need or want
to be financially wealthy. I’m happy with
what I have.” Truth: Financial wealth offers
greater opportunity to care for yourself and
others, and that is something most everyone
wants and needs.
Personal Myth #3: “I can’t do it.” Truth:
You don’t know what you can or cannot do
until you actually try.
Investing Myth #1: “Investing is
complicated.” Truth: Investing is as
complicated as you make it.
Investing Myth #2: “All the best
investments require knowledge most people
don’t have.” Truth: Your best investments
will always be in areas that you can or
already do understand.
Investing Myth #3: “Investing is risky.
I’ll lose my money.” Truth: Investing and
gambling are not the same thing. Investing,
by definition, is not risky.
Investing Myth #4: “Successful investors
can time the market.” Truth: Timing isn’t
about being in the right place at the right
time. It’s about being in the right place all
of the time.
Investing Myth #5: “All the good
investments are taken.” Truth: Plain and
simple, every market, at any time, has its
share of good investments.
Once you are ready to start a new life as a
Millionaire Real Estate Investor and believe
that it is both probable and possible for
you, then take the steps to reveal the truth
behind your “mythunderstandings.” When
you’ve accomplished these actions, you’re
ready to embark upon the first stage on the
path to becoming a Millionaire Real Estate
Investor.
Stage #1: Think Like a Millionaire
The first stage in becoming a Millionaire

Real Estate Investor is thinking like a
Millionaire Real Estate Investor. The right
thinking starts with a belief that you can
achieve your goals and moves into the action
of directing your thoughts toward the path
of achievement.
Have a Strong Motive. High achievers are
motivated by a need -- rather than a want
-- to succeed. Whatever your motivation, it
must be big enough to keep you going in the
right direction, even when times get tough.
Think Big Goals, Big Models and Big
Habits. If you want a big life, start with
big goals. Keller’s investors started with
specific, measurable targets and committed
to using proven systems, or big models, to
achieve those targets. By establishing big
habits based on the best practices of the big
model, they were able to build wealth in a
proven, systematic way.
Think Money Matters. Millionaire Real
Estate Investors spend based on their
investment priorities. If you’re an investor,
you must think money matters enough to
make investing a priority.
Think Net Worth. Millionaire Real Estate
Investors understand that their net worth
is at the core of their investment program.
Track your net worth regularly and see
which investments have the greatest positive
impact on growing your net worth.
Think Real Estate. Millionaire Real Estate
Investors have the passion and drive to
achieve success because they understand
and believe in the power of real estate
investing as a tool to increase their personal
wealth.
Think Value, Opportunity and Deals.
There is a process to investment thinking
that will save time, reduce risk, and keep
you focused. You must know value to
recognize opportunity, and you must have
opportunities before you can do deals.
Think Action. Each Millionaire Real
Estate Investor took the right actions. True
investors take action, minimize risk and
they buy based on investment value.
Keller’s Millionaire Real Estate Investors
think differently from individuals whose
financial goals never materialize. Unlike
doubters, Millionaire Real Estate Investors
use thoughts that set the launch pad for
their desired results.
Posture Like a Millionaire Real
Estate Investor
Thinking like a Millionaire Real Estate
Investor is not a part-time undertaking.
Instead, it is something that you should do
all the time. If you posture like a Millionaire
Real Estate Investor, it will impact your
life more significantly than a part-time
Continued on page 20
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Winning is About How You Pick Up the Pieces
Do you remember playing the game of
“Pick up Sticks” as a child? It’s a game of
patience and skill, based entirely on picking
up one dropped stick at a time without
disturbing the other dropped sticks.
Who knew back then it was a practice of
sorts for adulthood, the real world. In the
game, win or lose, the best fun came from
the trying, succeeding sometimes and other
times meeting with disaster. Back then,
when you weren’t successful and lost your
turn, it was a simple matter of waiting for
your next turn, hoping to do better than the
time before.
I’m thinking life in the adult fast-lane isn’t
much different than the game we played as
children. Sometimes we win --- sometimes
we lose. Win or lose, we learn strategies and
other valuable lessons from our failures and
losses.
In the mix of things, when bits and
pieces of our plans and projects fall apart
or get dropped, we practice patience, for
ourselves and for others we live and work
with. Perhaps the biggest impact from the
failures in our lives is the learning curve we
slowly master through practicing various
ways to recover and get busy picking up the
pieces, carefully and with a plan. Just like
we learned through trial and error to pick
up the pile of sticks in the children’s game.
As adults, we continue to design ways
which lessen our mistakes in the future by

Rushing Reflections: Bo Rushing-Barnes
paying attention to the chunks of debris
scattered about from our failures. While the
lessons are seldom easy to focus on (none of
us really enjoy looking at our failures with a
magnifying glass, bigger than scale, glaring
back for us and others to see), the learning
part is the most important part if we are to be
able to quickly recover, recapture, reassess
and reevaluate our plans, our projects, our
connections to others. Picking up the pieces
is a sure way to reassemble and redesign
what we meant to do, what we know can
work differently for us the next time.
In the Quality Movement which began in
this country in the 1960’s and 1970’s, the
term Continual Improvement Process (CIP)
became the theme. It’s still the theme today.
It’s not the BIG WIN that becomes the Prize;
it’s the process toward winning that creates
the pathway to success, the real Prize.
That road depends upon and incorporates
failures along the way. Dropped sticks and
puzzle pieces and how we pick them back
up or recover them teach us more about
ourselves, our friends and families, our coworkers, vendors, clients and community
members than the actual end result ever
will. Again, the real, lasting success is in the

process.
Taking a closer look at a Continual
Improvement Process and figuring out ways
to implement such a system into your life
will help enhance the recovery time you
spend getting back on track when things
don’t turn out right the first time. This stuff
works both in our professional, career lives
and in our personal, family lives. It can help
us better timeline the flow of our office work
or enjoy our family vacations more; train
the new pup in bathroom habits or undo a
work-related glitch that would otherwise
lose us revenue and reputation.
The beginning steps of a continual
improvement process, regardless of the
situation, are the ways we view our near
successes and outright failures. Info from
both scenarios contributes in such ways that
help us make improvements which result in
changing a current process that isn’t giving
us the results we want. This is when we
put that magnifying glass on the bits and
pieces of fragmented plans and actions and
really make a full appraisal of the picture
presented. No more long moments of
regret; no more sweeping the stuff under the
carpet. While it takes time to turn mistakes

and mishaps around, it begins by looking at
the clear picture and allowing the patience
and skills we learned from games played
as a child to come in handy. Again, most
of the valuable lessons we learn and teach
to others during our life time occur during
our failures and losses and in the ways we
recover and move forward.
Today, think about a current area in your
life you’d like to improve on; something that’s
falling apart or becoming less stable than
you need it to be. This can be a relationship
that needs mending, a work project that’s in
a lull, a plan that’s not moving forward…..
anything that will require a CIP approach.
Begin your approach by making a short list
(a long list never seems to get off the ground
as smoothly as a short list!) of items that may
be contributing to chaos or providing mixed
results that aren’t delivering what you need.
Next, select only one item from your list
Continued on page 15
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Bruce Peeples New GM at
John L. Scott Salem
With well over a decade in the MidWillamette Valley Real Estate business,
Bruce Peeples is pleased with his new
management position at John L. Scott.
Bruce is a long time Salem resident and
a true believer in the market he lives in
and the people he works for.
“Salem is such a great value,” he says.
“The size and price range is attractive to
Real Estate buyers.”
John L. Scott is just the right size
company to be effective for clients while
providing a nice atmosphere to work.
“We have fun here..our brokers are
experienced in Salem Real Estate and
have a great time doing it. We spend a
great deal of time guiding our Brokers
along the road to success.”
The company has a very a strong team,
right from the front desk to the Managers

Bruce Peeples

office. John L. Scott -Salem has limited
Broker positions available. Call Bruce to
join the team – 503-585-0100.

MaPS CU Presents Second Quarter
Non-Profit Donations
MaPS Credit Union presented second
quarter 2007 dividends of more than $1,930
for its Free Community Checking account
partners: Salem YWCA, MonmouthIndependence YMCA, Salem Boys and
Girls Club, and Habitat for Humanity of the
Willamette Valley. This quarter¹s donation
is nearly one-and-a-half times as much as

MaPS and its members donated during the
first quarter of the y ear and brings the total
donations to more than $8,100.
The donated funds are earned interest on
Free Community Checking accounts. Each
member who chooses this checking option
Continued on page 22
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I’m Back in the Old Country – Cooking Rustici
Hello everybody;
Here I am in the wonderful world of the
“GREAT FOOD” again. Yes, I am back in
Italy to see my father who, as you know if
you read this column, is going to be 97 in
August.
One of my challenges while here is to
think about what my father should have
for lunch and dinner while my sister is on
a well-deserved break. Now, you see, my
father still likes his pasta. Of course we go
beyond the stage of “al dente” for him, but
he still enjoys his pasta. Now the shape
has changed, (of the pasta, of course) and
that is easy, because I will get any pasta
that is small shaped. But what condiment
to use? Remember, certain types of pasta
go better with certain condiments. He likes
“pasta al burro e Parmigiano” which is great
and very simple. (It is pasta with butter
and Parmigiano). Any kind of small pasta
shape will go fine with that condiment, but,

Lullu’s Tidbits: Lullu Truitt
how many days of that can you eat? Today
he made it easy for me “Luciana -he saidoggi vorrei della trippa se non ti dispiace.”
Luciana (my real name) today, if you don’t
mind I would like to have tripe. WOW, I
was bypassing the al dente stage and he is
asking for tripe? Sure.
So I went to the market to find some
tripe for him. Anybody who has been in
Italy knows how much fun is to go to the
market. Of course I came home with more
then tripe. Who can resist a fresh market!
Your eyes are on overload with the beauty
of the displays, to the signage and of course
watching people. Back to the shopping and
the cooking... Half of the tripe I cooked with
tomatoes and Parmigiano and the other

half was boiled and dressed with salt, oil
and lemon. While I was cooking his tripe
he told me that he wanted his pasta too!.
So much for making it easier on me today!
Since I wasn’t ready for him to have pasta,
I had to raid the refrigerator to make some
condiment out of whatever if I didn’t want
to fix again “burro e Parmigiano.”
A jar of Bruschetta topping (you know
what I am talking about) was in the fridge,
so it came to the rescue. Just pour it over
the pasta and “ecco fatto” all done!
The season for fruits and vegetables seems
to be pretty close to our harvest season
at home in Oregon. We have been eating
some wonderful white and yellow peaches,
nectarines; cherries are coming in now

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

To m ’ s T r a ve l H o m e s
Established 1983
Tom Church
Owner

FINANCING
AVAILABLE

and so are the apricots. Of course there
are plenty of veggies, pretty much like at
home. We are eating “pasta e zucca” which
is mixed pasta with yellow squash. With our
squash we make a pasta dish, (what else can
an Italian do?) not dessert.
Today I am going to make some “Rustici”
which is semi-soft dough that you can fill
with Salame, ricotta and whatever you feel
like putting in. Bake and eat them at room
temperature. Great summer dish! Oh, the
joy of freedom and creativity! If you want
more information, come see me at my shop,
and I’ll help fill in the blanks for you.
Speaking of summer…..have a cool one!
Until next time
Lullu
Lullu’s tutto cucina is a unique kitchen store:
Lullu, the owner, is certified 110% Italian:
she is proud to have a store that has unusual
merchandise (mostly European imports), that
cannot be found at most kitchen stores. For
special gifts, Lullu’s tutto cucina is the place to
go. There is a warm, inviting atmosphere at
the cooking classes (some are hands-on) that
regional guest Chefs conduct throughout the
year. She also specializes in Italian food and
wine. Gift certificates and gift baskets are
available; special orders are welcome.
Lullu’s Tutto Cucina is located at 357 Court
St. N.E. in downtown Salem, Oregon, you can
call us at (503) 364-7900 or visit our website at
www.lullustuttocucina.com.

Rushing...Continued from page 13

LARGE SELECTION OF
TRAILERS AND MOTOR HOMES

503-362-5545

View our inventory at www.toms-rvs.com

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

and apply a simple Time Map to that item.
Be specific in what, when, where and how
much you are willing to do to implement the
changes you desire. Add patience and skill,
follow your Time Map, stay specific, modify
your plan when needed, and document the
journey. If you make new mistakes in the
process, note them and continue to move
forward. As a visual to help you stay on
track, you might want to stop off at a toy
store and purchase a can of “Pick up Sticks”.
Placed the game somewhere you’ll be able
see it throughout the process. You might
even want to leave the fast-paced real world
from time to time and engage in a game or
two… just for the practice! Best of luck to
each of you.
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 a freelance writer and
managing partner in the consulting firm of
Harris & Associates (503) 951-0886
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Life Insurance: A Financial Foundation
Stephen B. Leacock, a Canadian economist
and humorist, once wrote, “I detest lifeinsurance agents: they always argue that
I shall some day die, which is not so.” Mr.
Leacock died in 1944 at age 75. Although I
don’t know if he left his family in debt or if
he had acquired a life insurance policy if he
needed one, I do know we all pass at some
time and most of us can not choose the date.
In this article we will discuss who needs
life insurance and how to arrive at a rough
estimate of how much one might need.
While I would agree that there are overly
aggressive insurance agents that one would
rather not bother dealing with, there are
several good agents. The insurance itself and
the concept of caring for those who survive
us are important. What a gift it is to one’s
survivors to leave your affairs in order and
not to leave them with debt. It is bad enough
to lose a loved one without spending the
next nine months trying to settle a financial
mess that was left by the loved one.
As I have mentioned in prior articles, the
majority of folks procrastinate when it comes
to any aspect of financial planning. This is
especially true in the case of estate planning
and risk management, but procrastination
over life insurance is probably at the top
of the list. While, by far, the most common
excuse given to financial planners for this
procrastination is that “making a will or

Let’s Talk: W. Ray Sagner CFP
buying life insurance is like planning for
death.” In reality, it is making your wishes
known and planning for others. A better
explanation for the procrastination may be
a person’s lack of knowledge about his/her
needs, the process of planning, and the cost
of it all. All of these can be summed up as
fear of the unknown.
Let’s begin with “who doesn’t need life
insurance.” If one is single and has enough
assets (what one owns), to pay off his/
her liabilities (what one owes) including
enough for burial costs, then he/she is not a
candidate for life insurance. Many planners
would also conclude that it just does not
make sense to have life insurance on a child
unless you would require money for funeral
expenses. Period.
Life insurance is important if someone will
be financially burdened by your passing.
Survivors should be left with enough money
to pay off debts and maintain their current
life style for a period of time. You may also
want to consider your children’s educational
needs. While Financial Planners arrive at
a suitable amount of coverage through a
lengthy capital needs analysis, you can get a

good idea of the amount needed by looking
out over the next ten or twenty years at the
expenditures your family may have.
While studies indicate that 3 in 4 families
have life insurance, most don’t have enough.
This would indicate that once the initial
purchase is made most folks are not reevaluating their current and future situation
or how inflation over the years has changed
the amount of coverage needed. Like all the
aspects of a financial plan, insurance should
be reviewed annually and perhaps more indepth every 3- 5 years.
Also many families have life insurance on
the main bread winner and little or none
on their partner. While it may be more
financially painful should the main income
earner to become deceased, a couple needs
to consider the cost of not having someone
to care for the kids and home.
There are two basic types of insurance
policies, whole life and term. Whole life or,
as agents like to call it, permanent insurance
(as long as you pay your premiums) is most
suited for some business strategies and
estate planning. And whole life is much
more expensive than is term life.

Boy Do We Have History!
Live From the Elsinore: Stephen Martin, Executive Director
Elsinore Theatre (the early years)
On May 28, 1926, on a former livery
stable site, the magnificent Elsinore
Theatre first opened its doors to the
public. Developed by George Guthrie, an
entrepreneur and lover of art, the theatre
was designed to resemble the castle in
“Hamlet,” Shakespeare’s greatest drama.
Believing the Salem community deserved
and would support a splendid theatre,
Guthrie contracted with the Portland
architectural firm Lawrence and Holford
to create a Tudor Gothic structure that
would become the showplace of the
Willamette Valley. Ellis F. Lawrence, who
later became the founding dean of the
School of Architecture at the University
of Oregon, was the project’s principle
architect.
Under the supervision of general
contractor Cuyler Van Patten excavation
began in 1925. Skilled laborers and
gifted regional artisans were hired to
do the basic construction as well as the
plasterwork, ironwork, ornamentation
and painting. Originally estimated to
cost $100,000, it was rumored that Mr.
Guthrie was headed toward bankruptcy
when the price exceeded $250,000.

When the Elsinore opened its doors,
Mr. Guthrie’s dream was realized, and
it quickly became recognized as the
finest theater between Portland and San
Francisco. A capacity crowd attended
the opening show, Cecil B. DeMille’s,
“The Volga Boatman,” a silent movie
accompanied by “Finlandia,” on a
mighty Wurlitzer, 900-pipe, 13-rank
organ.
For several years audiences
enjoyed two weekly performances of
“Fanchon & Marco,” a vaudeville circuit
that started in Los Angeles and traveled
north to Seattle. Many promising new
performers, including Edgar Bergen and
Charlie McCarthy, Otis Skinner, Clark
Gable and the John Phillip Sousa Marine
Band also performed on the Elsinore
stage.
In 1929 the Elsinore was leased to
Fox Theaters, and was converted to
accommodate the newest technological
advance in entertainment – talking
movies. One year later, owner George
B. Guthrie leased the theatre to Warner
Brothers Theaters, who ran it as a movie
house until 1951. Every Thursday during
the 1930’s talented young people would
line up at the Elsinore to audition for

Zollie’s Mickey Mouse Club Matinee.
The best singers, dancers, and musicians
would be selected to perform the
following Saturday. Created and hosted
by teenage impresario Zollie Volchok,
the show featured a group of “regulars”,
including Salem’s own pianist Donnie
Edwards and the talented young
trumpeter, Doc Severinsen. A few of
Salem’s finest citizens still carry their
membership cards bearing the Mickey
Mouse Club Creed: “I will be a square
shooter in my home, in school, on the
playground, wherever I may be. I will be
truthful and honorable and strive always
to make myself a better and more useful
citizen. I will respect my elders and
help the aged, the helpless and children
smaller than myself. In short, I will be a
good American.”
(This abbreviated history of the early
years is a portion of the history of the
Theatre written by Elaine Sanchez a
board member of the Elsinore. The
complete story can be found on our web
site at www.elsinoretheatre.com)

Term life, which can be purchased for a
term of years -- 5, 10, or 20-- has become
very inexpensive over the last few years.
According to the Insurance Information
Institute, premiums for term life have
declined some 50% in the last 10 years.
Life insurance is an important piece in the
foundation of a financial plan and should
really be given some serious thought. Out
of the 8,760 hours you have in a year, one
of the best favors you can do yourself is to
take a couple of those hours and review your
financial plan. That represents less time a
year than you spend deciding what to do on
your weekends. So at least take that small
amount of time to plan for the inevitable.
Ray Sagner is a Certified Financial Planner®
with The Legacy Group, Ltd, a fee only Registered
Investment Advisory Firm, in Salem. Ray can be
contacted at 503-581-6020, or by email at Ray@
TheLegacyGroup.com You may view the Company’s
web site at WWW.TheLegacyGroup.com
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Goldilocks at Work: Thermostat Wars
I’m the Goldilocks of the office. That has
nothing to do with the color of my hair nor
does it suggest I run around in the forest
unsupervised. It is simply that I don’t
like things too hot or too cold. How some
“bears” can tolerate outdoor work, I don’t
know. I like my climate “just right” and I’m
most at home in the artificially controlled
temperature of the mall -- where it’s always
perfectly maintained. Unfortunately, even
though I try to conquer the thermostat, it
always wins. I have never worked in an office
where all employees can agree on the setting
for that thermostat. It is an insidious, tiny,
wicked beast that controls the HVAC, your
comfort and ultimately your happiness.
Apparently, thermostat wars are a common
occurrence in many workplaces. So common
that it is a popular topic of complaints, blogs
and ultimately office policies. Reports of
managers and building owners locking the
controls while their freezing (or sweltering)

Telling Your Story: Mary Louise VanNatta, CAE
employees work to pick the lock or change the
settings when the “boss is out” is on the rise.
OSHA, the governing body over these sorts
of issues, remains basically silent, refusing
to be the UN of the cold (or hot) war that
is raging at the workplace. OSHA states, in
its “Reiteration of Existing OSHA Policy on
Indoor Air Quality,” that, as a general rule,
office temperature and humidity are matters
of human comfort. They stick their neck out
a little to recommend temperature control
in the range of 68-76 degrees. The policy
leads confused offices to a second source
of guidance from the American Society of
Heating, Refrigerating and Air-Conditioning
Engineers (ASHRAE). ASHRAE’s Standard
55, the Thermal Environmental Conditions
for Human Occupancy, defines “thermal
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comfort” as an office where employees who
are “wearing normal amounts of clothing,
are neither too cold nor too warm.” Then
the policies get into technical details about
air quality and humidity, which, if I haven’t
bore you already, are really too technical for
the nature of this discussion.
We know that for every issue, there’s
someone who will do a study and that task
was tackled by Cornell’s Human Factors
and Ergonomics Laboratory. The results
of this month-long study, conducted at
Insurance Office of America’s headquarters
in Florida in 2004, proved that cooler
temperatures increased business labor
costs by 10%! Cornell reports that when the
temperatures increased from 68-77 degrees,
typing errors fell by 44% and typing output
jumped 150%. “The results of our study also
suggest raising the temperature to a more
comfortable thermal zone saves employers
about $2 per worker, per hour,” said lab
director, Alan Hedge.
Related studies
showed that productivity drops slightly
when temperature exceeds 77 degrees.
Regardless of the research, you can’t just
crank the temperature up or down and
make everyone more productive or happy.
“You can put on a sweater, but you can’t take
off your skin,” grumbled one blogger. So
what’s a business to do to address employee
complaints? ASHRAE recommends that
it is important to validate employees’
complaints about temperature and offers
these suggestions:

1. Define and validate the complaint
2. Check the HVAC system equipment
operation
3. Calculate the build space loads and
verify that there is sufficient capacity
4. Review zoning conflicts
5. Test the zone for good and stable
temperature control
6. Review draft problems
7. Measure the humidity level to verify it is
below the ASHRAE Standard 55 (upper dew
point limit of 62.6 degrees F).
So if you’re Goldilocks and you can’t work
in the mall, you might need to keep a fan
and heater at your feet and a sweater on the
hook next to your umbrella and raincoat.
As for me, I’m going to avoid the bears and
keep fussing with the thermostat, looking
for the temperature that’s “just right.”
A summary of the Cornell Temperature
Study is available on the helpful links page
on 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.,
an award winning PR, association management
and public policy consulting firm in Salem,
founded in 1967. She can be found at www.
vannattapr.com.
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The World and Salem
When you look at today’s changing
demographics, political arena, and changing
trends it is interesting to see how Salem
plays into all of that.
Global Energy Efficiency Mandate
In the European Union Landlords and
retailers are now facing the impacts of
the implementation of a new law that
requires all European member nations to
rate buildings for energy efficiency and
furnish that information to investors and
potential tenants. Determining those energy
efficiencies is proving to be challenging.
Salem: Salem developers are becoming
more knowledgeable and aware of the
changing environment and building energy
efficient buildings.
Pringle Creek Community in Salem, Oregon
is the first mixed use LEEDs Community in
the United States. Pringle Creek Community
was awarded Green Land Development
Project of the Year Award by the National
Association of Home Builders..
Pringle Creek Community will feature
walkable neighborhoods, a meandering
creek and wetlands, a vibrant community
plaza of preserved and re-purposed
historical buildings, community gardens
and open green space for all to enjoy. This
combination of preserving the natural
environment while adding community
amenities and a variety of housing (single
family houses, row houses, live-work
housing, etc) options will create a unique
opportunity for those seeking a livable
community setting.
Current plans include several mixed-use
buildings surrounding an open, park-like
plaza. These buildings will be a combination
of restored historic structures and new
construction, each one renovated or built
to meet U.S. Greenbuilding Councils’
LEED Silver standards. The Village Center
will blend residential and commercial
occupancy, and provide public space for
community activities. One of the renovated
structures will become an open-air, covered
pavilion for events and performances.
Pringle Creek community is located on
Strong Road in Southeast Salem.
Salmon Run was a forerunner in Salem
being the City’s first LEEDs certified mixeduse building 371 High Street. Three levels of
office space totaling 20,000 square feet are
capped with a penthouse level consisting of

Real Estate: Elaine Gesik
four custom residential condominiums.
Demographic Changes:
The number
of people in the USA age 65 or older will
double over the next 25 years according to
the Census Bureau; by 2030 approximately
20% of the population, roughly 72 million
Americans, will belong to that age group.
People 85 or older are the fastest growing
segment of the US population (we are living
longer). What does that mean? It means
a shift in trends for many companies;
retailers will be targeting older consumers.
Mature Markets ages 50-70 spending habits
will change from goods to experiences and
services. This demographic market shift
will also have an effect on the employment
market as entry level workers will be more
difficult to hire. The dichotomy of a huge
segment of people going into retirement
and a very small segment that is going into
the labor force will change how goods and
services are delivered over the next 25 years.
More companies will focus on internet based
sales and on in-store automation to reduce
their need for labor.
Salem: Salem has seen a new trend toward
condominiums and downtown living,
mixed use projects are being developed
to accommodate the trend of the need
and desire of people who are choosing to
downsize and simplify their lifestyle. The
downtown market is just on the verge, or a
resurgence, of redeveloping into a thriving
new community. The redevelopment
of the downtown will be one of the key
components to the future success of the
Salem Community.
Economy: The Oregon Economic forecast
for 2007 showed that first quarter growth
of 2.8 percent. The first quarter of 2007
showed the first movement up in the job rate
growth since first quarter of 2006. Oregon
job gains had been slowing in 2006. Despite
this surge of positive growth during the first
quarter, the rest of 2007 is anticipated to
see a subdued growth. The outlook for the
national economy is for positive growth but
at a much slower rate in 2007.
Given the prospects for a slowing in the
housing sector and the negative impacts
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lingering from high energy prices during
the past couple years, the Oregon economy
is expected to slow as well. Weaker than
expected business capital spending is an
added uncertainty at this time. In the
meantime, strong exports and anticipated
rebound in business investment spending
will act as equalizing forces in this market.
Salem: Salem is a “Steady Eddy” kind of
town. We are the 2nd largest community
in Oregon with small town values. Salem
residents are typically conservative in their
spending; they are home bodies and prefer
a neighborhood barbeque over taking the
neighbors out to fine dining. The good news
is that we have seen record growth in home
prices for Salem but the equity has not hit
the extreme peaks as many other urban
markets that means we will not feel as severe
a hit when the market re-adjusts. Yes the
housing market has slowed, however, it has
not stopped and it is just going back to more
traditional timelines. As of July 2007, the
Willamette Valley Multiple Listing statistics
showed that houses being sold in this
marketplace were showing that they were
being sold at 99.03% of the listing price
and it was taking an average of 110 days on
the market. Likewise, consumer spending

is still strong with steady retail sales doing
well in our market. The movement in the
local market is that we are seeing growth in
business expansion with the increases in the
Office Leasing market.
Why Salem? People often ask me why do I
choose to live and work in Salem? It is one
of the best kept secrets in Oregon – a great
lifestyle and it is centrally located. Great
schools; my kids love Sumpter School and
in fact they are asking how many days until
school starts! Salem still has that hometown
feel of a supportive community with people
who genuinely care about one another. I
love suburbia USA (aka Salem, Oregon).
Elaine Gesik has over 18 years of commercial
real estate experience working for some of
the nation’s largest real estate investors. She
has handled all phases of the transaction from
start to finish including the asset management
for large portfolios She brings a balanced,
fair approach to commercial real estate. For
additional advice or questions regarding your
commercial real estate needs please feel free to
call 503-586-7402.
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New Law Gives “Grand” Family Leave Protections
The 2007 legislative session has ended,
leaving a number of big changes to the
Oregon family leave laws in its wake. The
biggest change, which is likely to make
life far more complicated for employers,
involves the expansion of the definition of
a “family member” to include grandparents
and grandchildren.
The Oregon Family Leave Act (“OFLA”)
provides 12 or more weeks of unpaid
leave each year for pregnancy, to care for
a newborn child, to seek treatment for or
recover from a serious health condition,
and to care for a “family member” who has
a serious health condition. OFLA applies
to most employers who have at least 25
employees on their payroll.
Up until now, the definition of a “family
member” was fairly narrow. As a general
rule, only leave taken to care for a spouse,
parent, child or domestic partner is
protected. If a qualifying family member
has a serious health condition, then eligible
employees are entitled to family leave to
care for that family member.
The new law, which was drafted as HB
2635, expands the definition of “family
member” to include grandparents and

Employment Law: Randy Sutton
grandchildren. Effective in January 2008,
the new law will broadly expand the number
of situations where an employee will ask to
use, and be entitled to take, family leave.
With regard to grandparents, the realities of
aging mean that an employee’s grandparent
is more likely to have serious health issues
than the employee’s parent. The new law
does not require that the employee be the
only person available to provide care, so
the employee will be entitled to take family
leave even if the employee’s parents, uncles,
aunts or siblings could have taken leave
to provide care. The law does not specify
whether great grandparents are protected.
With regard to grandchildren, the effect of
the law is even more dramatic. An employee
is likely to have exponentially more
grandchildren than children. For example,
if an employee has three kids, and each of
the employee’s children has three kids, the
employee will have nine grandchildren.
Moreover, given the number of households

where both parents work, grandparents may
be more likely to have the financial means
necessary to take unpaid time off to care for
their grandchildren.
Although the goals of the new law are
laudable, the Oregon family leave laws are
often difficult to enforce and can create a lot
of disruption in the workplace. The family
leave laws don’t take into account hardship
on the company, the company’s customers,
or fellow employees who are left to pick up
the slack.
To further complicate matters, the federal
Family & Medical Leave Act (“FMLA”)
does not consider grandparents and
grandchildren to be family members for
purposes of granting FMLA-qualifying
family leave. Therefore, for employers who
have 50 or more employees and are subject
to FMLA, leave granted to an employee to
care for a grandparent or grandchild won’t
count against an employee’s bank of family
leave under FMLA.

The family leave laws are extraordinarily
complex and are the subject of frequent
litigation between employers and former
employees. When managing family leave,
we recommend that employers obtain
professional advice with regard to setting up
family leave programs and tracking systems,
and obtain legal advice in evaluating tricky
family leave compliance issues.
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.
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Pentacle Theatre Presents

And Then There
Were None
A Mystery by Agatha Christie
Directed by Faye Pitman Trupka

August 17 – September 8
In AGATHA CHRISTIE’s original title "Ten Little Indians," a
group of strangers are lured to a mysterious island with no
way to escape. One by one they are killed off, in a manner
that resembles the children’s nursery rhyme, until there are
none. This classic mystery will keep the audience guessing
until the very end.

For Tickets:

Call 503-485-4300 ext 22

Ticket Office Hours:

Since 1954

www.pentacletheatre.org

10am-3pm, Mon – Fri
145 Liberty St NE, Ste 102
In Downtown Salem

“And Then There Were None” is produced by special arrangement with Samuel French Inc.

OREGON SYMPHONY ASSOCIATION IN SALEM

2007-2008
SYMPHONY SEASON

EXPECT SOMETHING GREAT!

IN SALEM
CLASSICAL SERIES

P.O. BOX 324
SALEM, OR 97308-0324

Tuesday, October 16, 2007 Spanish Splendor,
Carlos Kalmar, conductor.
Tuesday, November 20, 2007 Haydn and Beethoven,
Hanna Lintu, conductor, Ralph Kirshbaum, cello
Tuesday, December 4, 2007 Vivaldi's Four Seasons,
Carlos Kalmar, conductor, Elina Vähälä, violin
Tuesday, February 5, 2008 Beethoven Piano Concerto No. 2,
Gregory Vajda, conductor, Kirill Gerstein, piano
Tuesday, February 19, 2008 Liszt Piano Concerto No. 2,
Carlos Kalmar, conductor, Arnaldo Cohen, piano
Tuesday, April 15, 2008 Mozart Clarinet Concerto,
Carlos Kalmar, conductor, Sharon Kam, clarinet

POP SERIES

Tuesday, October 23, 2007 Norman's Big Band Birthday,
Norman Leyden, conductor, Reneé Cleland, vocalist, Aubrey Cleland, vocalist,
Rod Lucich, vocalist (Please note the Oregon Symphony does not perform.)
Tuesday, January 29, 2008 Legends of Swing,
Michael Burkowitz, conductor, Michael Civisca, vocalist, Rachel Price, vocalist

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

Tuesday, April 22, 2008 A Sentimental Journey with Norman Leyden,
Norman Leyden, conductor, Reneé Cleland, vocalist, Susannah Mars, vocalist

SUBSCRIBE NOW to any variety of packages and save money
on these Fabulous Oregon Symphony Concerts!
For more information or brochure contact the symphony at 503-364-0149.

Concerts held at Smith Auditorium, Willamette University. Shows begin at 8:00 p.m.

Thank you to the Salem
Business Journal for
Supporting the Arts!

ADTEMPLATEINDD
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“Visay Suckling Has Lucky Friends”
It’s a long way from Nong Khai, Thailand
to Salem, Oregon. But Visay Suckling has
made that journey. And a successful one it
is at that, in more ways than one.
Visay was born in Nong Khai near the
Laotian border on November 10, 1975. Her
dad was in the army, the Laotian army.
Mom was a business woman with a hair
salon, a taxi service and rental property.
The family moved to Salem when Visay
was 9 months old. She has four siblings, 1
brother and 3 sisters all who live in Oregon.
She’s the youngest.
Her Aunt, who lives in McMinnville, had
been a US resident for many years and
sponsored their move here.
Her dad went to work as mechanic at Salem
Nissan. Her mom worked for a company
in Woodburn named Credo that makes
blades to cut wood. Credo was purchased by
Vermont American in 1987.
Visay’s parents divorced when she was one.
She was raised by her mom and her late step
dad who was a Salem tax consultant.
She attended Parrish Middle School and
graduated from North Salem High School
in 1994. While in high school, she worked
part-time selling bingo tickets at a bingo
parlor on Market St.
After high school, while in her early 20s,
Visay attended Chemeketa Community
College studying psychology, a subject
that still interests her a great deal and
plays a large, important role in her current
profession.
From about 1999 until 2004, Visay worked
as a teller and a sales person for US Bank.
That’s when I met Visay.
I met her through a friend that many of
you may remember, Patty the ice cream
and hot dog cart woman who was a near

Chandler...Continued from page 12

investing formula. Think like a Millionaire
Real Estate Investor on a full-time basis and
you’ll be ready to implement the next stage
of growth in becoming a Millionaire Real
Estate Investor.
In the next two issues, we’ll discuss Keller’s
next three stages in the Millionaire Real
Estate Investor model.
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.

www.SalemBusinessJournal.com

At Large: Bill Isabell
constant fixture on downtown Salem streets
a few years ago.
Patty was a very, very thin blond woman
of about 55 with an extremely engaging
personality. You’d see her all the time
downtown until she moved to Las Vegas
about 7 years ago. I believe she lives in
Redmond now.
Unknown to me, Visay was a friend of
hers, too. Visay and I met when we 3 and
two other of Patty’s friends (everybody was
Patty’s friend) had an impromptu lunch
together at the Brick.
Married in 2004 (it ended in 2005), Visay
was encouraged by her spouse to start
a career in the life and health insurance
industry. She did so but never really felt
that that was her personal calling.
Always interested in real estate and after
constant encouragement from people she
finally decided to research the industry. She
took a hard look at several local agencies
but was really impressed with the people at
Prudential, especially Sue Curths and head
man, Byron Hendricks. She ultimately
signed on with Prudential and incredibly
closed three deals while still in the three
month training program! She’s now working
on her second year with the company.
While in training, she was extremely
impressed with and inspired by Gloria Rohl
who “tells it like it is”. Visay tries to do the
same. She also gives a lot of credit for her
successes to her sister, Say Mam, whose
always been there for her on her incredible
journey.
Visay states emphatically that she loves

real estate because of the people she works
with, being outdoors, and the challenges. She
loves the relationship building process from
start to the on-going work-in-progress.
She says that her days are like always being
on call, but the transition from working and
playing is blurred during a given day and for
the most part doesn’t even feel like work.
Visay is very proud of her 12 year old
daughter from previous marriage, Valarie.
Valarie, ahead of her age, is a huge art
lover and already has a goal of owning and
running an art gallery in San Diego.
Visay has no long term plans because she
is so content with where she is right now.
And she’s definitely in no hurry to remarry.
Visay has several unconventional hobbies
for someone like her. One many would
consider hard to believe for someone so
gentle:
She Loves the UFC (Ultimate
Fighting Championship) and anything MMA
(Mixed Marshal Arts). She even has a picture
of her and, current UFC World Heavyweight
Champion, Randy Couture, in Las Vegas.
I’m a big UFC/MMA fan myself having had
a number of those types of tussles (when I
was younger, of course). And, coincidentally
(if anybody cares), I, as emcee, introduce
Randy at a state fitness program at the
capitol mall about 6 years ago and got to
wear his championship belt – I know, big
whoop some of you are thinking.
Visay also loves fly fishing, something she
doesn’t get to do much right now, and river
rafting (she ran the Deschutes in July with a
group of girl friends).
A regular Hood to Coast runner (5 times),

Visay loves to work out and stay in shape (at
the risk of sounding like a male chauvinist
pig, I’ll second that).
She’s a mix of beauty and brains. A student
of Steven Covey’s 7 Habits of Highly Effective
People training she’s quick to quote habit
number 5 “seek first to understand then to
be understood”. She maintains her edge,
personal and professional, by employing
habit number 7: “Sharpen the Saw”.
Visay’s an amazing woman, professionally
and personally with a million dollar smile
and a personality and professionalism to
go along with it. But don’t let the outward
beauty fool you. This is one very deep
person who understands relationships and
loyalty far beyond the understanding of
most people. She’s in an industry where you
can make a lot of money but she’s definitely
not money-driven. She’s people driven.
If you’re a friend of Visay Suckling, you’re
a very lucky person (I’m a lucky person).
And in my humble estimation, Prudential
Real Estate Professionals are lucky to have
her. Thank you Nong Khai, Thailand. Your
loss is our gain.
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

Does Your Life “Fit”?
Coaching From Within: Jennifer Powers, Life Coach
I was recently invited to contribute to a
new book called Speaking of Success with
an amazing group of individuals including
Jack Canfield, Stephen Covey and Ken
Blanchard. In it, I discuss how finding
success is as easy as following your feelings;
and that by recognizing and honoring your
feelings on a daily basis, you are sure to find,
(and stay on) your personal path to success.
Here is an excerpt from the book that I hope
will serve up some good food for thought…
“…I think the best way [to describe how
people can use their feelings to achieve
success] is to compare it to shopping for a
pair of shoes. Some shoes you try on might
look great, they may be designer shoes or
attractively priced. You may walk around in
them comfortably for a short time but after
a while they start to feel uncomfortable.
Certain spots are rubbing you in the wrong
way and you begin to realize that although
they may have looked good originally, they

may not be such a good fit after all.
If something in your life feels incongruent
then it is time to check in with whether
or not what you are doing is a good fit.
Sometimes we get involved in careers,
businesses, relationships, etc, thinking it
would or could or even should feel right, but
it’s not until you are in it for some length of
time that you realize it is not meeting your
authentic needs and, therefore, you are
unable to experience success.
For example, there was a time when I
thought success meant working for a large
corporation in a corner office with a huge
salary, 401K and benefits package. So, I
worked hard to find a job just like that. I
got it and I thought for sure I had “arrived”.
I was going to be rolling around in money
and benefits, and retirement would be great.
And I was right, I could have rolled around
in it and basked in the light of success. But
it wasn’t my success. I was unhappy and

terribly unfulfilled.
So, if something doesn’t resonate with
you like you thought it would, that’s OK!
The sooner you recognize that feeling of
discomfort and honor it, the more direct
your path to success will be. But you must
give it the attention it deserves and do it
tenaciously. You must move on to consider
other possibilities. For the sake of our
metaphor, you must continue to try on shoes
until you find “the pair” that fits!”
Jennifer Powers, MA.,CTACC is a certified
professional coach, speaker and facilitator. She
partners with business owners, organizations
and professionals to close the gap between where
they are and where they want to be. To purchase
an autographed copy of her new book, visit her
website at www.JenniferPowers.com
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Where fine dining meets the fine arts

Ristorante & Galleria

GEORGY KURASOV ʻTHE BICYCLISTʼ 30x30 L/E GICLEE ON CANVAS

ROGERSON
ʻLES TROIS CHEFSʼ
30x40 H/E
SIGNED GICLEE

STILTZ
ʻBV BEAUTYʼ
28x40 H/E
SIGNED GICLEE

120 Commercial St. NE • Salem, OR 97301
(503) 370-9951 • 11 - 9, Mon - Sat
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VanNatta Receives
Communication Award
The 13th Annual Communicator Awards
judging panel announced the winners of its
print media competition. Mary VanNatta,
and her company, VanNatta Public
Relations and Association Management was
presented with the Award of Excellence in
Feature Writing Print Media,
for her article published
in Willamette University’s
Cardinal and Gold magazine,
“They Call Him Coach.”
The Communicator Awards
is the leading international
awards program recognizing
creative excellence in the
communication
field.
Entries and winners have
come from all 50 states and
numerous foreign countries.
The Communicator Awards
are unique because of the fact that it judges
each entry according to its own merit,
providing an equal chance of winning to all
participants, regardless of company size or
budget. The Award of Excellence is given to
those entries whose ability to communicate
puts them among the best in the field.
Mary Louise VanNatta graduated from
Willamette University in 1986, and has been
contributing to Salem-area communication

ever since. She is currently the CEO of
VanNatta Public Relations, Inc. (VPR)
in Salem, which is celebrating its 40th
Anniversary this year.
VanNatta’s article, “They Call Him Coach,”
featured former track and cross-country coach
Chuck Bowles. Bowles’ 25year coaching legacy in
Bearcat cross-country and
track (1965-1990) was full of
success. During his tenure at
Willamette, Bowles coached 20
Northwest Conference and 19
NAIA District 2 championship
teams,
160
individual
conference champs and 50 AllAmericans. Five consecutive
men’s cross-country teams
(1978-82) won both the
Conference and District titles
and the men’s track and field team from 1978-87
won nine of 10 conference crowns.
VanNatta’s article ran in the summer of
2005, and shortly thereafter, on December
30th, 2005, coach Bowles passed away. He
was 83. As the last article written before
Bowles’ death, VanNatta’s feature writing
manages to portray “Coach” as he will always
be remembered at Willamette University; a
leader, a winner, and a friend.
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MaPS...Continued from page 14

can select one of the four non-profits to
receive this “community interest.” At the
end of each quarter, MaPS converts the
“community interest” to cash donations to
each non-profit. Donation is optional for
this account; however, no interest is earned
if the member does not select a non-profit.
Participation has grown to more than 3,500
members since the program’s inception in
summer 2005.
”MaPS members continue to amaze me
with their willingness to donate to worthy
causes,” said Executive Vice President Addy
C. Hesse. “We are so proud to be a conduit
for their generosity through our one-of-akind Free Community Checking program.”
The Free Community Checking program
is part of MaPS’ larger focus on community
service. The MaPS Charitable Committee
raises funds for Doernbecher Children’s
Hospital and the MaPS Scholarship Fund.
In addition, MaPS staff members regularly
donate time to community and education
projects. During the holiday season, staff
donates food and money for food boxes.

Lease with Option to Buy?
Ask the Attorney: Alec J. Laidlaw, Esq.
Q: My wife and I are trying to sell
our house. We’ve heard about the
“lease with option to buy” alternative.
What risks may be involved with this
option?
A: Lease with option to buy is just
as it sounds: the prospective buyer
leases your house from you for a
certain term (generally a year), and
purchases the option to buy it from you
when the lease runs out. The option
is purchased by an upfront payment
of a percentage of the purchase price,
which is either credited towards the
total purchase price, or surrendered
to the seller (you).
There are both risks and benefits to
using a “lease to sell” vehicle. One of
the main risks is the buyer’s credit.

Despite the state of the market, there
are still lots of options out there as far
as financing the purchase of a home.
Thus, when a prospective buyer
agrees to a lease to own purchase,
that buyer will not likely have the
best credit. Bad credit is not a reason
in and of itself to not sell to someone,
it is something to consider.
The lease to own situation also turns
you into a landlord, which carries
burdens of its own. You bear the risk of
the lessee’s (your prospective buyer)
bad credit. This could take the form
of the lessee breaking the lease before
exercising the option to purchase.
You also retain the responsibility to
maintain the house, the property, the
insurance, the landscaping, and so

on. If the furnace fails in the middle
of a cold winter night, it’s up to you
to fix it.
As stated above, there are also some
upsides. The lease to own option is
another way to sell your house in a
softening market. It also allows you
to make income from a house that
may otherwise be difficult to sell.
Alec J. Laidlaw, Esq. is a shareholder of
Laidlaw & Laidlaw, PC in Lake Oswego, Oregon.
His practice areas include real estate and
land use issues. Alec can be reached at alec@
laidlawandlaidlaw.com.

___________________________
FREEMAN MOTOR COMPANY
FINE PRE-OWNED EUROPEAN AND ASIAN IMPORTS

www.FreemanMotor.com

Phone: (503)-310-5555
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$99 Introductory
Flight Lesson at
Graham Aviation

Let Yourself Fly...

503-581-4139

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

FRIDAY 27
Greeters Networking
Historic Deepwood Estate
in the Deepwood Gardens
1116 Mission St. SE, 8:30am

Ribbon Cutting
The Bad Ass Coffee Co.
4340 Commercial Street SE, 3pm

Greeters Advisory
Team meeting
Room B, 11am
Week of July 30 - August 3
WEDNESDAY 1
Chamber Business
Women Networking
Blue Pepper Gallery,
Framing & Internet Café
241 Commercial St. NE, 6:45am

Week of August 6 - 10
MONDAY 6
Chamber Business Women Networking
Room A, 11:45am

WEDNESDAY 15
Chamber Business Women Networking
Blue Pepper Gallery,
Framing & Internet Café
241 Commercial St. NE, 6:45am
Ribbon Cutting
Fitness Together, 4pm
5680 Commercial Street SE, Suite 100

TUESDAY 7
Chamber Business Women Networking
Alessandro’s Restaurant
120 Commercial St. NE, 11:45am

THURSDAY 16
Salem Area Young Professionals Team
Meeting
Room C, Noon

Ribbon Cutting
Rockwest Training Company
4646 Ridge Drive NE, 4:30pm

FRIDAY 17
Greeters Networking
Ashley Furniture HomeStore
3850 Hagers Grove Rd. SE, 8:30am

THURSDAY 2
Governmental Affairs Forum
Recap of 2007 Legislature
Rooms A & B, 7am

THURSDAY 9
Member Orientation Social
Rooms A & B, 4pm
RSVP: cori@salemchamber.org

Team Leaders Lunch
Rooms A & B, Noon

FRIDAY 10
Greeters Networking
Boys & Girls Club
1395 Summer St. NE, 8:30am

Ribbon Cutting
N W Kids Club
1810 Freeway Court NE, 4pm

Chamber Business Women Networking
Room A, 11:45am

Week of August 13 - 17
MONDAY 13
Evening d’ Elegance
Team Leaders Meeting
U.S. Bank-Ladd & Bush Branch
302 State Street, 11:30am

FRIDAY 3
Greeters Networking
Phoenix Inn Suites
at The Hoop
3575 Fairview Industrial Dr. SE
8:30am

Week of August 20 - 24
MONDAY 20
Past Presidents Lunch
Room B, 11:30am

TUESDAY 14
Executive Team Meeting
Room C, 7am

TUESDAY 21
Chamber Business Women Networking
Alessandro’s Restaurant
120 Commercial St. NE 11:45am
THURSDAY 23
Ag Team Meeting
Room B, 7:30am

Ribbon Cutting
Bella Cresta
RE/Max/Craig Evans Team, 4:30pm
Davis Rd. S, east of Skyline Rd. S
www.bellacresta.net
Candidates Academy, Part 1
Rooms A & B, 5:30-7:30pm
Light refreshments
Details: www.salemchamber.org
FRIDAY 24
Greeters Networking
Northern Lights Theatre Pub
3893 Commercial St. SE 8:30am
Greeters Advisory Team Meeting
Room B, 11am
Week of August 27 - 31
WEDNESDAY 29
Salem Area Young Professionals
at the Youth With a
Mission Ropes Course
Register online at
www.salemyoungpros.com
THURSDAY 30
Candidates Academy, Part 2
Rooms A & B, 5:30-7:30pm
Light refreshments
Details: www.salemchamber.org
FRIDAY 31
Greeters Networking
Lancaster Mall & Regal Cinema
at Regal Cinema
3790 D Street NE, 8:30am

www.aboveandbeyondsalonspa.com

503.391.9191

1420 17th St. NE, Salem

Complimentary

Spa Manicure with
purchase of Spa Pedicure
Save up to $40

503.391.9191

expires
6/30/07
expires
8/31/07

Complimentary

Essential Haircut with purchase of
any Organic Coloring Service
Save up to $40

503.391.9191

expires
6/30/07
expires
8/31/07

Complimentary

Essential Facial with purchase
of any Spa Body Treatment
Save up to $60

503.391.9191

expires 6/30/07
expires
8/31/07
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What’s important is you.

Chet Graham Jordan Archuletta
Galen Olson Hector Garcia

725 Commercial Street
SE Salem, Oregon

(503) 585-0100












 




As your Realtor, I believe that carefully
listening to your needs and wants ensures
a successful transaction. Keeping an
open line of communication and taking a
straightforward approach is the key to a
smooth, stress-free (and fun!) transaction.
Buying or selling your home is an
experience you deserve to enjoy!

Utilizing my thirty years experience in
the housing industry to help my clients to
realize their dreams, whether selling their
home at the best possible price or to help
them ﬁnd the perfect home that meets
their family and investment needs.

I invite you to use me as a resource for
any questions that you have regarding
real estate, neighborhoods, schools or
communities.
Anna Cimiglio
Cell 503.409.4590
Ofﬁce 503.585.0100
annaci@johnlscott.com

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

At your service:
Don Shelby
503-779-7571
cdonsell@earthlink.net

