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Roger Yost will host an 80th birthday 
party for his Capitol Center Building—
Salem’s only skyscraper—from 5 to 7 p.m. 
Wednesday, November 14, in the Bank of 
Cascades lobby on the first floor of the 11-
story building.

Yost will unveil a photography exhibit 
of Salem’s historic buildings during the 
event, to which the public is invited.  
Wine and hors d’oeuvres will be served 
by Alessandro’s.

The Capitol Center, at 388 State Street, 
was built by Thomas A. Livesley in 1927 

Developer Dan Berrey is making great 
strides on his new development.

“We are roughly 30% complete at this 
time and are set to deliver units in the fall of 
2008,” he said. “The project is presently on 
schedule and budget and should be topped 
out in January 2008 with the roof in place.

“With a total of seven floors, customers 
will start seeing patio placements and actual 
views shortly.”

Visit the Meridian’s website for more 
information at www.themeridian.biz.

Dan Berrey and Mayor Janet Taylor at the 
original groundbreaking earlier this year

In the 31 years Chef Kwan has been 
dishing up fine Chinese food, many 
Asian restaurants have come and gone.  
The kitchen at Kwan’s Cuisine is a lean, 
clean machine run under the strict rules 
laid down by Chef Kwan. 

“We care so much about our customer 
they feel it...and come back time and 
time again.” 

From special dietary items to healthful 
fare and all-time favorites, people 
around Salem know Kwan’s is the best.

Many weddings, large groups and 
special functions become even more 
special at Kwan’s Cuisine. 
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RE/MAX agents have the experience you can
count on to make your real estate dreams
come true. Just tell us what you want.

No matter what you’re looking for, we’ll help
you find it. Whether it’s a special house in

the country, a place in the city, or something
with a view of the sea. Nobody sells more
real estate than RE/MAX.

Where do you want to be? Wherever it is,
we’ll be there for you.

We’ll Find Your Perfect Place
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Allstate Insurance Company recognized 
agent Debra Hardy of Salem for her ten 
years of service at Allstate.  

“We are very fortunate to have Debra as 
a part of the Allstate family,” said Michelle 
Lee, field vice president of Allstate’s 
Northwest Region, which includes Alaska, 
Hawaii, Idaho, Oregon and Washington.  
“This is certainly a milestone for Debra, who 
has made great contributions to Allstate and 
has become an intricate part of the Salem 
community.  We wish Debra continued 
success.” 

Allstate Agent Recognized

to house the First National Bank, on 
whose board he served. It briefly was 
the tallest office building in Oregon until 
the Pacific Power building was erected 
in 1928.

Livesley was Salem’s mayor at the 
time, and one of the world’s leading 
grower of hops.  

The pink Florentine sandstone 
building was described by the Salem 
Statesman as “earthquake proof . . . and 
absolutely fireproof.”

Its principal tenants in 1927 were 
physicians, surgeons, dentists and 
optometrists.

Today the mix is largely attorneys and 
investment bankers.

Capitol Center...Continued from page 1

The dreary picture by the media 
is not entirely accurate; at least not 
in the Pacific Northwest.  The truth 
of the matter is that while lending 
standards have adjusted, there are still 
ample opportunities for 
homeownership for all 
types of buyers.

Fortunately, in the 
Northwest, we 
have been fairly 
insulated from 
the mortgage 
disruption due 
to the fact that we 
have one of the 
lowest rates of sub-
prime loans and 
mortgage defaults 
in the nation.  
F u r t h e r m o r e , 
we have a 
strong regional 
economy.  In most 
areas throughout 
the Northwest, there 
is positive job growth, 
healthy home appreciation, 
and high quality of life.  
Combined with low interest 
rates, this is the foundation for a healthy 
housing market. Salem remains one of 
the top housing markets in the nation, 
and, has never faltered in experiencing 
solid appreciation rates.

Again, despite the headline news 
coverage of turmoil in the mortgage 
market, mortgage rates have actually 
been falling for borrowers.  Over the past 
months, there has been an accumulation 
of pent-up buyers as they doubled up 
because apartment rents have increased 
to an all time high. Renters are waiting 
to buy, newlyweds are waiting to buy,  

families are 
waiting to buy 
larger homes, 
and investors 

are waiting. As 
more buyers enter 
the market and 
buy up existing 
inventory, house 
values will hold 
firm, remember 
the supply and 
demand theory. 

Buyers should enter the market now 
prior to the increase in demand.

All the key indicators are in place for a 
healthy market, including low interest 
rates, job growth, a stable economy, 
household income growth, higher 
inventory levels, and the pent-up 
demand of buyers.  All of these factors 
point to a more balanced housing 
market with ample opportunity for 
homeownership for all types of buyers.  
Stop buying into the negative nation 
wide press. Salem’s housing market is 
healthy and will continue to improve.

It’s a Great Time to Buy

BY PAM MCCARThY, OWnER, JOhn L. SCOTT SALEM REAL ESTATE

As a part of the Allstate Milestone 
Achievement program, Allstate agents 
receive a plaque of recognition honoring 
their contributions and service of five years 
or more.   Hardy is one of more than 650 
Allstate agents throughout the Northwest 
Region.

Hardy’s agency sells auto, property, 
commercial and life insurance.  Additionally, 
agency staff members offer guidance on 
products and educate customers about the 
best choice of coverage that meets their 
individual or family insurance needs.

Travel Oregon has launched the fourth 
annual Oregon Bounty tourism promotion, 
the most comprehensive in its history. 
Oregon Bounty, an award-winning eight-
week statewide celebration in October and  
November, coincides with fall harvest and 
celebrates Oregon’s acclaimed culinary scene, 
positioning Oregon as a not-to-be-missed 
culinary destination. 

The unprecedented, cross-industry Oregon 
Bounty promotion–featuring approximately 
60 restaurants, 70 breweries, 100 wineries 
and 100 inns and hotels in all seven regions of 
the state–taps into Oregon’s culinary assets as 
well as consumer trends. Research conducted 
in 2006 by the Travel Industry Association 
(TIA), in conjunction with the International 
Culinary Tourism Association and Travel 
Oregon, states that culinary travelers are 
looking for unique experiences not available 
close to home. These activities include dining 
out for a unique and memorable experience, 
taking a cooking class, perusing farmers 
markets, shopping for gourmet food or 
attending culinary festivals. In the survey, 
more than 78 percent of American leisure 
travelers reported they are interested in 
taking a culinary trip in the next year. 

“Oregon Bounty was designed to capture 
this emerging trend of culinary tourism, to 
match consumer interests with our state’s 
distinguished reputation for excellent 
wine, microbrews, artisanal products and 
outstanding restaurants featuring local 
cuisine,” said Todd Davidson, Travel Oregon 
CEO. “Culinary travelers are affluent and 
active. They tend to stay longer and spend 
more during their visit.” 

The culinary travel trend has been 
realized in the Oregon Bounty promotion. 
After last year’s campaign, 59 percent of 
consumers surveyed said Oregon Bounty 
motivated them to visit or travel within 
Oregon; of those, 70 percent said they  
chose an over night stay. Overall, travelers in 
Oregon spent more than $1.6 billion on food 
and beverage services in 2006, according to 
an Oregon Travel Impacts study from Dean 
Runyan Associates. 

As Oregon Bounty demonstrates 
economic results for Oregon communities, 
more businesses are joining to offer their 
own culinary twist and benefit from the 
expanding campaign. Participation in 
the fourth annual 2007 Oregon Bounty  
increased 63 percent among wineries 
and 64 percent among lodging properties 
when compared to 2006. The Oregon 
craft brewing industry is involved for the 

first time this year, holding “tastivals” 
to introduce seasonal beers made with  
freshly harvested Northwest hops and 
available only during the Oregon Bounty 
harvest season. Restaurant chefs are 
setting the table with new three-course 
prix fixe Oregon Bounty menus featuring 
fresh regional products paired with  
local beer, wine and spirits. 

www.TravelOregon.com/bounty

State’s Tourism Promotion Taps 
Emerging Culinary Travel Trend
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The Marion County drive-through ballot 
drop site has been moved to the Court street 
side of the Marion County Courthouse.  It 
will be open 6:00 AM to 8:00 PM two 
days, Monday, November 5th and Election 
day, Tuesday, November 6th. The drive-
through drop site at the Elections Office at 
4263 Commercial SE is now CLOSED.  The 
Elections Office will be open for all other 
business, including walk-in ballot collection, 
7:00 AM to 8:00 PM on Election day, but 
will not receive ballots in the parking lot.

Ballots should be mailed, but must reach 
an Oregon elections office or an official 
ballot drop box by 8:00 PM on Election 
day.  Postmarks do not count for Oregon 
elections.

Voters may continue to walk ballots into 
the Elections Office as well as eighteen 
other sites, including two new sites. These 
new sites are at the DMV in the Sunnyslope  
Shopping Center at 4555 Liberty Rd S. 
and Marion County Public Works at 5155 
Silverton Road NE.  The DMV site hours are 

7:30AM to 5:30 PM Tuesday through Friday 
and until 8:00 PM on Election day.  Marion 
County Public Works hours are Monday 
through Friday from 8:00 AM to 5:00 PM 
and until 8:00 PM on Election day.

The drive-through site at the elections 
office was closed due to safety concerns 
and traffic congestion.  After discussions 
with Elections staff, Salem Fire Marshall, 
County Risk Management, County Counsel, 
Salem Police, and Salem’s Traffic Engineer, 
it was determined that the courthouse site 
is better suited for heavy traffic flow, is a 
centralized location, and has fewer safety 
concerns.  “The courthouse drive-up site is 
designed for those for whom use of a walk-in 
site constitutes a hardship” Marion County 
Clerk Bill Burgess stated.  Clerk Burgess 
added,  “While Oregon is the premier vote-
by-mail state, our office wants everyone who 
is eligible to vote to be able to vote. That is 
why we’ve added more drop sites and plan 
to add more for the 2008 Presidential 
Election.”  

Marion County Drive-Through 
Ballot Drop-Off Site Moved

Jonathan Fahey joined the Food and 
Beverage department at the Willamette 
Valley Grill, in Red Lion Hotel, as the 
restaurant supervisor in January of 2007.  
His skills and talents where quickly gleamed 
and was promoted to Catering Sales 
Manager in August of 2007.   

Jonathan was raised in the Northwest and 
inspired by his parents taste for good food.  
From picking blueberries in the summer, 
catching Salmon with his dad in the fall, to 
making Christmas cookies with mom, he 
gained a great appreciation for cooking and 
chose that for his career.  He enrolled in the 
Culinary Institute of America (CIA); Hyde 
Park, New York, and graduated September 
of 2006. 

Through his education, Jonathan gained 
a wide range of knowledge in all areas of 

Red Lion Adds new Catering 
Manager

the hospitality industry. Having earned an 
Associates Degree in Culinary Arts he always 
aspires to expand his knowledge through the 
diverse world of the hospitality industry.  

While attending the CIA Jonathan 
received an internship at Ocean Key House, 
Key West, Florida. He gained fine dining 
experience in a restaurant known as Hot 
Tin Roof. Jonathan worked with the chef 
to prepare intimate dinners with exquisite 
foods as well as catering elaborate events.

The Red Lion Hotel and Willamette Valley 
Grill on Market St. at I-5 has 10,000 sq ft 
of banquet space and can cater any type of 
event from 6 to 600. Chef Mathew Slack has 
also created new catering menus for groups 
along with a new wedding package. To plan 
your next catering function or meeting call 
503-779-2174. 

new Catering Manager, Jonathan Fahey

In an effort to help home buyers better 
understand today’s home financing options, 
Countrywide Home Loans, Inc., will enlist 
more than 7,000 home loan consultants 
to visit residential open houses across the 
country over the next six weeks to provide 
an array of mortgage financing options for 
customers.

Dubbed “America’s Open House,” 
Countrywide’s sales team will join forces 
with local real estate agents at weekend 
open houses to educate home buyers about 
the basics of the real estate market and give 
them the tools they need to shop for a home. 
Countrywide representatives will also visit 
new home sales offices and work with 
home builders to provide the same types of 
services and information.

“With housing prices lower in many parts 
of the country and still-low interest rates, 
we are clearly in a buyer’s market,” said Dan 
Hanson, managing director of Countrywide 
Home Loans. “Our hope is to make it easy 
for people who’ve been on the sidelines to 
go out, look at open houses, and understand 
their home loan options.”

The company is also encouraged by what it 
views as signs of renewed consumer interest 
in home finance. Countrywide experienced a 
40 percent spike in the number of customers 
calling to discuss their home financing 
options after the Fed rate cut last week.

“It’s clear that Americans are watching 
mortgage rates and real estate values and 
are preparing themselves to shop for the 
right property,” Hanson said.

Through the America’s Open House 
campaign, Countrywide hopes to encourage 
buyers to do their house hunting with a 
clear understanding of how much they can 
afford and what types of financing options 
are available to them. Countrywide’s home 
loan consultants will offer mortgage options 
for specific open-house properties. In 
addition, loan consultants will have tools 
on hand to provide qualified open house 
visitors with pre-approvals on mortgages. 
With a pre-approval in hand, home buyers 
will know how much house they can afford 
and, perhaps more importantly, can shop 
with increased confidence.

The campaign, which comes at a time when 
home prices in many areas of the country are 
being priced below prior levels, begins the 
weekend of September 29. “We’re pleased to 
assist our local real estate professionals, and 
we encourage buyers to work with an expert 
who is seasoned in helping buyers with the 
home purchase transaction,” said Hanson. 
It has always been Countrywide’s mission 
to provide optimal mortgage solutions for 
each homebuyer’s needs and

financial situation, and it is Countrywide’s 
continuing commitment to help find the 
most ppropriate mortgage solution for every 
qualified buyer.

For more information on the America’s 
Open House campaign or available mortgage 
financing options, call 800-747-1871. To 
learn more about scheduled open houses, 
call a local Countrywide office or real estate 
professional.

Countrywide Launches America’s 
Open house Campaign
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A contribution from the 
“Oregon Pioneer”

SB 10 will affect thousands of Oregon 
citizens

A little known provision of SB 10, passed by 
the 2007 session of the Oregon Legislature 
and recently signed by Governor Kulongoski, 
places tens of thousands of public employees 
and their families in an ambiguous position 
of being a new class of “untouchables.”    A 
public employee who allows their children 
to go to their neighbor’s house to watch 
television could easily and unknowingly 
violate SB 10.

SB 10 makes it unlawful to provide 
“entertainment of any kind at any cost” to 
a public employee or their family member 
if the provider of the entertainment has 
an “economic interest” in the public 
body for which the employee works.   An 
economic interest could be a contractor 
seeking a grounds maintenance contract, a 
business bidding office supplies or a printer 
responding to an RFP from the agency.

Both the provider of the entertainment and 
the recipient of the entertainment would, 
potentially, be crossways of SB 10.

SB 10 was designed to single out lobbyists, 
which was expected to be an easy way 
to punish this popular target. Actually 
the lobbying profession is one of the few 
occupations, which has explicit protection in 
the U.S. Constitution.  The language relating 
to the “Right to petition Government,” found 
in the 1st Amendment, protects the lobbyist.

But nothing appears to protect the 

unknowing public employee or the 
enterprising businessperson.

SB 10 specifies that anyone with an 
economic interest before a governmental 
jurisdiction shall not spend more than $50 
on gifts or meals, beverages or travel for ANY 
employee of the affected agency.  Paying for 
ANY entertainment is prohibited.   The same 
standard applies to ALL family members.  

The provisions of SB 10 take effect on 
January 1, 2008 so people seeking to do 
“business” with a public entity don’t have 
to warn their employees and their families 
to avoid neighbors (and their families) who 
may work for that agency yet.   However, 
the date that public employees and their 
families become “untouchables,” (January 
1, 2008) is very, very close.

Public Employees May 
Become “Untouchables”

Congresswoman Darlene Hooley (OR-
5) received the National Citation for 
Exceptional Service Award from the 
Association of the United States Army 
(AUSA) for her support of the U.S. Army 
and national defense.  Hooley received the 
award at the 2007 Annual Meeting and 
Expo of the AUSA in Washington, D.C.

“It’s truly an honor to receive this award, 
but the real heroes who need to be recognized 
are the men and women in uniform who 
protect America from harm,” said Hooley 
after accepting the award.  “It is because of 
their sacrifice and their courage that we are 
able to enjoy our many freedoms.”

The Citation for Exceptional Service is 
given to an individual, organization or 
community that has made a significant 
contribution to the AUSA, the U.S. Army or 
national defense.

“Her efforts to lessen the impact of 
mobilization and help returning military 
personnel and their families have been 
ongoing,” said Col. (Ret.) George Lanning, 
Oregon State President of the AUSA.  “She 
has worked tirelessly in Congress to obtain 
the items needed for soldiers to be safe and 

has joined others in promoting legislation 
to ensure all soldiers are treated fairly and 
receive quality health care and benefits.”

Hooley has been a leading advocate 
in Congress for providing the Armed 
Forces with the necessary body armor 
and equipment they need to perform their 
missions.  Included in the FY 2008 Defense 
Authorization Bill (H.R. 1585) was Hooley’s 
legislation to allow for the reimbursement of 
soldiers and their families for the purchase 
of helmet pads superior to those that had 
been issued by the military (H.R. 1347).  
Hooley also secured language in the Defense 
Authorization Bill that allows Guard and 
Reserve troops to receive medical care at 
the facility closest to their home.

Hooley introduced the National Guard 
Bill of Rights in both the 108th and 109th 
Congresses to provide Guard and Reserve 
members and their families with the 
guaranteed support and benefits they 
deserve.  She was successful in securing 
full funding for the Department of Labor’s 
attempts to educate companies about re-
employment rights of returning soldiers to 
help them easily reintegrate back into the 

hooley Recognized by 
Association of U.S. Army

workplace.
“Her efforts have come from her deep 

commitment to defend our country, as well 
as give those fighting on the front lines 
what they need to do their job,” added Col. 
Lanning.

Since 1950, the Association of the United 
States Army has worked to support all 
aspects of national security while advancing 
the interests of America’s Army and the men 
and women who serve.  AUSA is a private, 
non-profit educational organization that 
supports America’s Army - Active, National 
Guard, Reserve, Civilians, Retirees and 
family members. AUSA provides numerous 
Professional Development Opportunities at 
a variety of events both local and national.

Oregonians forFood and Shelter has 
named Senator Jackie Winters (R-Salem) 
a LegislativeAll-Star for the 2007 session.  
The All-Star designation recognizes 
Winters’hard work and effectiveness on 
behalf ofOregon’s naturalresource-related 
employers and communities. 

“Jackie Wintersis a voice the natural 
resources community can depend 
on,” said Kurt Spingath, alocal natural 
resource consultant and board member 
of the Oregonians for Foodand Shelter.  
“Jackie understands the important role 
that businesses like mineplay inOregon’s 
economy.”

In the 2007, OFS focused on 
legislationrelating to pesticide use, an 
adequate water supply, and other farm and 
forestconcerns.  

“It is an honor to be named a friend 
ofMarion and Polk counties’ natural 
resource businesses,” said Winters.  
“Iconsider the family farms and agri-
businesses that surround us a cornerstone 

Winters honored by State 
natural Resource Group

ofour community.”
Oregonians for Food and Shelter is 

anOregon-based, non-profit coalition of 
individuals, businesses andorganizations.  
They are united to promote the efficient 
production of qualityfood and forest 
products while protecting human health, 
personal property andthe environment 
through the integrated, responsible use of 
pest managementproducts, soil nutrients 
and biotechnology. 

The Department of Consumer and Business 
Services, Occupational Safety and Health 
Division (Oregon OSHA) will be offering a 
free workshop to help employers create a 
motor vehicle safety program at work. 

Oregon OSHA is presenting “Motor 
Vehicles: Planning and Safe Practices” 
in Salem on Wednesday, November 7th 
from 1:00 pm to 5:00 pm at the Labor and 
Industries Building (Training Room C), 350 
Winter Street NE. 

Motor vehicle-related incidents are the 
leading cause of work-related deaths in 
the United States. One-third of Oregon 
workplace deaths in 2006 tracked by 
the state workers’ compensation system 
were due to motor vehicle incidents. And 
the trend is not just in Oregon: Between 
1992 and 2001, 13,337 people died in 
work-related roadway crashes in the  
United States. 

The workshop will offer examples of best 

practices in motor vehicle safety and provide 
participants with the materials needed to 
develop effective vehicle safety programs. 
The workshop is free. 

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

Oregon OSHA, a division of the Department 
of Consumer & Business Services, enforces 
the state’s workplace safety and health rules 
and works to improve workplace safety and 
health for all Oregon workers. For more 
information, go to www.orosha.org. 

The Department of Consumer and Business 
Services is Oregon’s largest business 
regulatory and consumer protection agency. 
For more information, visit www.dcbs.
oregon.gov

Oregon OShA Motor Vehicle 
Safety Workshop in Salem

Simply Stated, a popular downtown 
boutique, is extending an invitation to all 
shoppers to attend their Holiday Open 
House.  This special event will be Friday, 
November 16 from 10 AM to 6 PM; Saturday, 
November 17 from 10 AM to 4 PM; and 
Sunday, November 18 from noon to 4 pm. 

Door prizes, yummy refreshments, special 
sales and free gift-wrapping await all 
shoppers.  It will also be an opportunity to 
explore Simply Stated’s new location.

Simply Stated carries something for 
everyone on your shopping list.  Gift items 
include books, toys, scarves, hats, boxed 
cards, aprons, jewelry, cowgirl items, 
holiday décor including unusual ornaments, 
fun band-aids and much more.  

Nicki Shaw, owner, said “These three days 
are the most fun of the year for me and my 

Simply Stated’s 
Announces 
holiday Open 
house

Continued on page 10
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Fifty-five local educators have been 
nominated to be one of a dozen or so who’ll be 
honored with a 2007 Crystal Apple Award. 

The list of nominees includes counselors, 
custodians, teachers, office managers and 
administrators, all the professionals who 
help make a school tick. Of the 55 nominees, 
52 are employees of the Salem-Keizer School 
District and three are from area private 
schools.

The Crystal Apple Awards honor those in 
education making a significant impact in 
the lives of children. The 11th annual event 
is set for November 15 at Salem’s historic 
Elsinore Theater.  

The 2007 celebration will again feature 
a red carpet walk for nominees, broadcast 
live inside the theater. Tom Hewitt, Judson 
Middle School drama teacher and local 
actor and comedian, will emcee.

Tickets go on sale October 15. They can 
be purchased at the Elsinore Box Office, 
by phone with a credit card at (503) 375-
3574, online at www.ticketswest.com, and 
at all Tickets West locations. All seating is 
reserved.

In 1996, Salem Chamber business 
representatives teamed with local educators 
to begin the Crystal Apples as a way 
to encourage and recognize education 
excellence in Salem-Keizer schools.  

Presented by the Salem–Keizer Education 
Foundation in collaboration with the Salem-
Keizer School District and the Salem and 
Keizer Chambers of Commerce, the Awards 
celebrate and recognize those teachers, 
administrators and support staff who exceed 
all expectations of their profession and who 
engage community in their work. Since its 
inception, the Crystal Apple Awards has 
been replicated in communities throughout 
the United States.

2007 Crystal Apple nominees

Susan Adams, Principal
Myers Elementary School
 
Margaret Allen, School Office Specialist
Sprague High School
 
Kristin Andersen, Teacher
Sprague High School
 
Carlotta Arnold, Career Service Specialist
Sprague High School
 
Sherrie Bashaw, Teacher–Religion
Blanchet Catholic School
 
William Brooks, Teacher-Religion
Blanchet Catholic School
 
Kristin Burgess, Teacher–English and 
Social Studies
Judson Middle School
 
Sheri Burleson, Teacher–Math
Sprague High School
 
Raymond Byrd, Security Manager
Security Department
 
Tana Cox, Registrar
Houck Middle School
 
Jean Craig, Teacher–Sixth Grade
Queen of Peace
 

Education Foundation Announces Crystal Apple nominees
Wendy Crane, Counselor
Highland Elementary School
 
David DeRoest, Teacher–Music
Waldo Middle School
 
Kathie Dewey, Teacher
Leslie Middle School
 
John Dixon, Teacher–Business
South Salem High School
 
Scott DuFault, Teacher–Social Studies
South Salem High School
 
Gary Etchemendy, Principal
Forest Ridge Elementary School
 
Timmy Fields, Custodian
Whiteaker Middle School
 
Nancy Fischer, Teacher – Humanities
Howard Street Charter School
 
Mark Gilman, Teacher
North Salem High School
 
Rhonda Hansen, Teacher – Library/Media
Keizer Elementary School
 
Dan Heer, Teacher – Science
Sprague High School
 
Lorie Hughes Pedroli, Teacher–Special 
Education
Hammond Elementary
 
Korrine Jackson, Office Manager
Englewood Elementary School
 
Jim Jenney, Supervisor
Custodial Services
 
Fritz Juengling, Teacher–German
Sprague High School
 
Sara LeRoy, Teacher
North Salem High School
 
Sandi Levak, Counselor
Myers Elementary School
 
Jean Logan, Sign Language Specialist
Salem Heights Elementary School
 
Jim Lorenz, Teacher–Computer Education
South Salem High School
 
Val Luukinen, Teacher–Sixth Grade
Walker Middle School
 
Linda Maddy, Teacher–Third Grade
Hammond Elementary
 
Tami Mazzei, Teacher
North Salem High School
 
Meri McLeod, Teacher–Library/Media
West Salem High School
 
Rebecca Mucken, School Office Specialist
North Salem High School
 
Jennifer Neitzel, Principal
Morningside Elementary School
 
Steve Nelson, Principal
Leslie Middle School
 
Colleen Post, Teacher–Special Education
Whiteaker Middle School
 
Melinda Quast, Teacher–Fourth Grade
Salem Heights Elementary School
 
Karl Raschkes, Supervisor
Curriculum Department
 

Janet Romine, Teacher–Music
Wright Elementary School
 
Michelle Ross, Behavior Intervention 
Trainer
Student Services Department
 
Jennifer Rowan, Teacher–Special Education
Lee Elementary School
 
Steve Sanchez, Counselor
Claggett Creek Middle School
 
Ken Slack, Teacher–Social Science
North Salem High School
 
Pattie Sloan, Teacher–English
West Salem High School
 
Susan Studebaker, Teacher
Leslie Middle School
 
Diane Swan, Teacher
Sprague High School
 

Carolyn Swanson, Instructional Assistant-
Special Programs
Sprague High School
 
Jeff Swartwout, Teacher–English
Sprague High School
 
Rich Swartzentruber, Teacher–Science
North Salem High School
 
Linda Tiegs, Office Manager
Morningside Elementary School
 
Carla VandeGrined, Teacher
Parrish Middle School
 
Sarah Whitney, Teacher – Fifth Grade
Hammond Elementary School
 
Ruby Sue Whittley, Teacher
Waldo Middle School

For more information about the Salem-
Keizer Education Foundation, visit the 
website: www.skeducationfoundation.org. 
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Reading is an Investment

www.salemhonda.com

Salem Honda/BMW/Ducati

1515 13th Street SE in Salem

(503) 364-6784

Too many people struggle to manage their 
money.  Sure there are more and more ways 
for people to get themselves into financial 
trouble like credit cards, payday loans, 
financial fraud and gambling.  However, part 
of the problem is that basic financial concepts 
are no longer taught in our schools.  

To address this problem, my office started 
Reading is an Investment to encourage 
grade-schoolers to read simple storybooks 
about money.   We just kicked off our second 
year of this statewide program by visiting 
schools in different areas of Oregon; from 
Salem to The Dalles to Gearhart. At every 
stop we were greeted with smiling faces 
and eager students. After talking to these 
children, I truly believe that elementary 
students are at the stage when they can take 
the concepts of Reading is an Investment 

and use them for the rest of their lives. 
We’ve gotten help for the program from 

the Oregon College Savings Plan. One 
of the College Savings Plan managers, 
OppenheimerFunds, Inc., has donated 
three of the five story books we gave to every 
public elementary school library in Oregon. 
Each book has its own set of curriculum 
and activities. The course was developed by 
a group of Oregon teachers and librarians. 
The lessons are tied to the State standards 
in Math, Language Arts, Social Sciences and 
Career-related Learning.

About 2000 Oregon students participated 
in Reading is an Investment last year and we 
expect to enroll even more this year. As part of 
the program, children are encouraged to read 
a certain number of hours from a specific list 
of books that teach basic financial concepts. 

After completing the required hours, children 
will receive a certificate of achievement from 
me, fun prizes, and entrance into a drawing 
for a chance to win one of 50 college savings 
plan account scholarships worth $500 each. 
Those scholarships will be awarded in April 
2008. 

By the time the winners are ready to enter 
college, we expect their accounts will be 
worth considerably more. This is a great way 
to get the students and their parents to look 
ahead and kick start their savings plans.

More information on the Reading is an 
Investment program is available at www.
ost.state.or.us/read.

Esther Loewen 
Retires After 62 
Years of Service

 
It’s been a long, enjoyable ride but 82-
year-old Wells Fargo Trust Officer Esther 
Loewen of Salem retired on October 31. 
She calculates she has worked more than 
62 years for the company, making her the 
longest-serving Wells Fargo employee in 
Oregon and possibly in the nation. “I’ve 
finally gotten to the age where I should 
retire. I want to leave while I’m still healthy,” 
she said. Loewen’s co-workers will host an 
open house party 2-6:30 p.m. on Nov. 1 at  
her offices at 580 State St. in Salem. 

Started As A Typist  
Loewen started as a typist in Salem for the 

company on Feb. 1, 1944. She later worked 
as a bookkeeper, check processor, personal 
banker and teller before joining the Trust 
department as an administrative assistant. 
She became a trust officer in 1986. In 1994, 
after 50 years of service to the company, 
she accepted an early retirement offer. 
However, she soon went back to work, 
spending about 18 months working for the 
Oregon Legislature and a Salem insurance 
company. Loewen then returned to Wells 
Fargo in 1996 for a temporary assignment 
as a contract employee but it wasn’t too 
long before the company rehired her. “I am 
so grateful for the opportunities I have had 
for professional and personal development 
that the company has provided me over the 
many years,” said Loewen. 

“I am what I am today because of my 
company, Wells Fargo,” she said. “You have 
no idea how difficult it is for me to make this 
decision but I also count my blessings that I 
can leave with excellent health and memories 
that will remain with me forever.” One such 
memory from her Wells Fargo career was 
riding in a stagecoach in the Rose Parade in 
Pasadena last January, she said. 

A Model of Loyalty and Enthusiasm 

“In all the years Esther spent in the 
service of the company, she has always 
been a model of loyalty and enthusiasm,” 
said Dave Frosaker, her manager. “I 
have never met a bigger cheerleader for 
Wells Fargo than Esther. Her spirit and  
her unbridled energy will certainly be 
missed by all of her co-workers. I have no 
doubt that, even in retirement, Esther will 
continue to be a terrific goodwill ambassador 
for Wells Fargo.” 

Loewen maintains her medication-free 
health by waking up early every morning 
and walking for at least half an hour. After a 
cup of coffee and a bagel, she’s off to work. 
“My doctor said he’d like to clone me,” she 
said. Loewen said she has not formulated 

any concrete plans yet for her post-Wells 
Fargo life. She plans to relax, travel, 
spend more time with her family, do some 
volunteer work, exercise more and take 
some computer classes but, “I will not sit 
doing nothing,” she said. 

Esther’s Advice For Enjoying a Long 
Term Career 

“Work so that you can go out of the building 
at night and say, ‘I did a good job.’ Give 110 
per-cent of your time and effort. Put your 
heart into your work. 

 Make it personal. Take an interest in your 
job. 

Build relationships with your customers so 
they know they can come to you and you’ll 
be able to help them.” 

Join us as we celebrate ten years of 
“Bringing Willamette Valley to Its Feet!” We 
provide the best selection of running/
walking shoes and apparel and November 
is a big month. We are saying “Thank you, 
Salem” with anniversary specials, giveaways, 
and great deals during November!

All Women’s Apparel in Window – Buy 
2 Items, Get 1 Free! Includes Short-sleeve 
Tops, Shorts, Skirts and Tech Underwear; 
30% Off All Brooks and Mizuno Support 
Bras. 

Special Anniversary Sale – Two Days Only! 
Saturday, Nov 17,11am-6pm; Sunday, Nov 
18, Noon-5pm. 20% Off All Marked Prices! 
Savings up to 50% on some items! In-stock 
Items Only; No Special Orders; No Team/
Club Discounts; No Returns or Exchanges 
During Sale; All Sales Final

Fall/Winter Half Marathon and Marathon 
group training programs now available.

To our regular customers, walk/run clinic 
participants, massage clients, race/event 
participants, the medical community, 
and business associates, your loyalty and 

support has been part of our growth and 
success over the last 10 years.  We thank you 
and we hope to see you for our anniversary 
month!

John and Susan Gallagher and Bob Ray, 
Owners. Gallagher Fitness Resources is 
located at 233 Commercial St NE - Downtown 
Salem. 503-364-4198. ACTIVESALEM.
COM

Gallagher Fitness Resources 
Celebrates 10th Anniversary
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Celebrate at the

Surround yourself with history under magnificent chandeliers,
extradordinary views of Downtown through 16' Windows

in our newly restored Trinity Ballroom.
 

Seat up to 272 for your special event.
Liberty & Court Streets in Downtown Salem

(503) 391-4481

Celebrate in the Ballroom at
 

 

Surround yourself with internationally famous artwork
in a Romantic, lantern lit ballroom dedicated to great food.

fine wines, and a European sense of savoir faire.        
         

Seat up to 128 for your memorable party.
120 Commercial Street NE  Downtown Salem

(503) 391-4481

Ristorante & Galleria
Where  fine  dining  meets  the  fine  arts

Snow leopards, white tigers, elephants 
and lions; the earth, the moon, galaxies and 
nebulas; these are the subjects that will leap 
off Schim Schimmel’s canvases during an 
exhibit that will be launched with a wine 
reception at Alessandro’s Ristorante & 
Galleria November 17.

Schimmel, who resides in Southern 
California, will be in Salem for Alessandro’s 
monthly “Meet the Artist” event, 
which is open to the public and 
scheduled from 6:30 to 8:30 p.m. 
on that date.

“All of the proceeds from the 
sale of a limited edition Schimmel 
print called ‘Jane’s Legacy’ will 
be donated to the Jane Goodall 
Institute,” said Alessandro’s 
owner, Roger Yost, “and a share 
of all sales will go to the Goodall 
Institute and the World Wildlife 
Fund.”

Original oils and limited edition 
prints by six of the world’s greatest wildlife 
artists will be featured during the exhibit, which 
will run through Christmas in Alessandro’s 
Collectors Gallery.  The other artists are Craig 
Bone of South Africa; Eric Wilson and Jason 
Morgan of England; Alberto Herrera of Peru, 
and Edward Spera of Canada.

Unveiled for the first time will be an original 
oil of a Siberian tiger called “Into the Cold” 
Owner Yost commissioned Eric Wilson to 
paint.  Wilson calls it his “greatest work.”

For over twenty years now, Schimmel has 
been painting in a style uniquely his own, 
expressing on canvas his love and awe for 
this incredible planet, its animals, and the 
universe that brought them into being.

Schim knew early on that he longed to be 
an artist, in part because his father was a 
well known watercolorist and art instructor. 
As a young child, Schim would sit and watch 
his father paint, fascinated by the creative 
process. By the time he was in his teens, 
Schim began taking formal lessons at his 
father’s art school in Phoenix. Soon Schim 
began teaching classes of his own and 

continued teaching for over seven years, 
while at the same time developing his own 
artistic talents as a landscape painter.  

From the mid-seventies to the mid-
eighties Schim’s reputation as a landscape 
painter continued to grow. As the years 
passed, however, he became more and 
more creatively restless. No longer satisfied 
to be just another landscape artist, Schim 

embarked on a creative and 
spiritual quest to develop his own 
unique style of art that would 
send a powerful environmental 
message to others. The result of 
this period of exponential growth 
led to the style of painting he is 
known for today.

His “big break” came in 1987 
at the age of thirty-three when 
a newly-formed publishing 
company, Collectors Editions, 
signed him under contract. 

In 1991, Collectors Editions 
showed Schimmel’s artwork at the Tokyo 
Art Expo in Japan. Thus began a remarkable 
relationship between Schimmel and Japan 
that has continued to grow to this day. In the 
last fifteen years, Schimmel has made over 
45 trips to Japan, attending hundreds of 
exhibitions in well over 50 cities throughout 
the four main islands of the country.  

Schim Schimmel expresses his passion 
for life on earth through his artwork. The 
message behind Schimmel’s striking images 
is the concept of planetary interdependency. 
“All animals, all environmental systems, 
all people are intimately connected,” says 
Schimmel, “and together, make up this 
precious planet we call Earth”. My hope is 
that when you see my artwork, you feel a 
sense of this oneness, and in turn, feel the 
same love and passion I feel for our planet, 
its animals, and this incredible universe we 
call home.”

Alessandro’s current exhibit, “From Russia 
With Love,” featuring the work of Irene 
Sheri and Andrew Atroshenko, will continue 
at Alessandro’s through November 14.

Alessandro’s to Feature 
Schimmel Wildlife Art in 
november

Schim Schimmel
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Service or Scam?

Designer Goldsmith, Inc.

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

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

Dave Wilson

Diamonds

COME VIEW OUR NEW SELECTION OF DIAMONDS!

Just Returned
Direct from Antwerp, Belgium!

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

REMEMBER THE OLDIES
Music from the 50s, 60s and 70s

Salem’s First Choice 
KBZY 14 NINETY

Roy Dittman Doc Nelson Terry Sol 

Rick Allen Bill Isabell 

Rich Baily Terry Long Wendy Paulson 

Mike Mason Ron Norwood

Be sure to check out www.KBZY.com

HOME OF THE OREGON STATE BEAVERS

Would you rather pay $50 or $100 to keep 
a business registration active? 

Business owners are busy. They have 
other things on their minds than filing 
the right form with the right government 
agency. They don’t really know or care 
about the length of time between required 
registrations. When a renewal form comes 
in, they take care of it like any other bill and 
pay no more attention.

From time to time, a scammer will surface 
to take advantage of this inattention.

Recently, the Corporation Division has 
been made very aware of a company that 
offers a so-called service to renew assumed 
business names. This solicitation warns of 
pending assumed business name expiration, 
cites Oregon Law, and offers to prepare and 
file all necessary documents to renew the 
business name with the Secretary of State 
Corporation Division for a fee of $100.

Unlike many legitimate companies that 
provide services in addition to filing, this 
company does nothing more than collect a 100% 
markup to send your renewal to the state. 

We have received many complaints about 
this practice. Most people perceive it to 

be “confusing,” “deceptive,” or “a scam.” 
However, this solicitation uses carefully 
worded language to avoid violating any state 
or federal laws. It will even say – in small print 
– that you can file the renewal yourself.

What can you do about this?
If you paid this company to perform the 

renewal service for you, and they failed to 
complete the renewal with the Secretary 
of State Corporation Division, then you 
should immediately contact the Oregon 
Department of Justice, Financial Fraud and 
Consumer Protection Section.

If you receive a solicitation:
1.  Do not reply to the solicitation or send 

any money.
The Secretary of State Corporation 

Division does not believe that anyone should 
ever have to pay extra or use a third party 
service to complete this simple transaction. 
We suggest that you save yourself the extra 
money and renew the business registration 
directly with the state. 

2.  Verify when your business registration 
is due for renewal.

Use the Secretary of State Corporation 
Division’s “Business Name Search” to search 

for your business name online. If your 
assumed business name registration is due 
for renewal, you will see the due date, and 
an option to renew online by credit card. 

3.  Renew directly.
The Secretary of State Corporation 

Division has made the process of renewing 
your business registration easy and 
expedient. You can renew on-line quickly, 
conveniently and securely. Or, after we send 
you a renewal form, you can mail it directly 
back to us with the $50 fee.

The Secretary of State Corporation Division 
is here to help. For more information about 
suspicious service solicitations, visit our 
web page http://www.filinginoregon.com/
business/suspicious_solicitations.htm, 
telephone us at 503-986-2200, or send e-
mail to BusinessRegistry.sos@state.or.us.

Businesses shouldn’t pay any more 
for government services than the law 
requires. Don’t let a scammer persuade you 
otherwise.

customers!  Everyone is in a happy mood!”
Jacquelynn’s Boutique, located in the same 

building, is joining in the festivities with a 
Mini-Fashion Show on Sunday and sale.

Simply Stated is located at 188 Commercial 
Street NE between Court and State Streets 
(just around the corner from its previous 
location on State Street).

Simply Stated...Continued from page �
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Oregon Garden: More Than Just a Garden
The Oregon Garden is truly “A Garden For 

All Seasons,” and if you have not been to the 
Garden recently: Go!  The fall is a fabulous 
time to visit.  You’ll be greeted by a full 
range of fantastic fall colors, fabulous views, 
and fun surprises everywhere. 

You will discover 20 specialty gardens 
covering 80 acres of rolling hills on the 
south edge of the City of Silverton.   Each 
specialty gardens caters to a wide range of 
visitor interests opening a wondrous world 
of botanical magic to the entire family.   As 
you stroll through the thousands of plant and 
tree varieties, you will also find magnificent 
metal sculptures, panoramic views of the 
surrounding countryside, and perhaps 
you’ll gather ideas to take home to your own 
garden.  In fact, the Home Demonstration 
Garden is designed to do just that!

At this time of year, the Conifer Garden 
may be of special interest.  It has one of the 
largest collections of dwarf and miniature 
conifers in the United States.  Or maybe 
the Sensory Garden, designed to activate 

your sense of smell, touch, sight, hearing 
and taste, will be therapeutic for you.  The 
Northwest Garden showcases plants and 
trees that thrive in the Northwest.  In 
The Silverton Market Garden you’ll see 
Willamette Valley crops like berries, hops, 
grass seed, fruits and vegetables.  The Lewis 
& Clark Garden highlights plants that were 
significant to Native American tribes and 
the Corps of Discovery.  

In addition to the individual gardens, there 
is the 17-acre wetland that provides a natural 
habitat for waterfowl and amphibians.  Not 
only that, this filtration system provides 
recycled water that irrigates the Garden.  
This recycled water also is incorporated in 
The A-Mazing Water Garden that features 
an ornate bridge and a cascading waterfall.

Year-round there is a full slate of activities 
for people of all ages, interests and hobbies.

There is everything from a classic car show, 
to the Mayor’s Ball, to Earth Day activities, 
to health-conscious early morning walking, 
Saturdays 4 Kids, and the summer concert 
series.  

Coming up in November, Veterans’ Day, 
Sunday, November 11, look for a special 
recognition of veterans who have served 
our country.  Then, December 8th and 9th, 
the Winter Festival will be two full days of 
holiday activities for the whole family.

Kicking off the new year and a full calendar 
of events for 2008, is the “Stitches in Bloom” 
Quilt Show in early January.

Perhaps the most spectacular change 
at the Garden right now is construction 
of The Oregon Garden Resort.  Since the 
groundbreaking earlier this spring, there is 
a lot of excitement as the hotel takes shape.  
The Oregon Garden Resort, with its own 

emphasis on gardens, will be a crowning 
touch that will help to showcase the Oregon 
Garden even more.  From the main lodge 
restaurant, the Oregon Garden’s vast beauty 
will unfold before your eyes.  Sweeping views 
of the Willamette Valley will extend beyond.  
The main lodge will also include meeting 
rooms, a day spa and fitness center.  Come 
December, you can book your reservations 
for September of 2008.  

But, The Oregon Garden is more than just 
a garden.  It is also a center of innovation, 
providing educational and research 
opportunities through its numerous 
state, local government and community 
partnerships.  Going back to the mid-1990’s 
when The Oregon Garden vision became 
reality, these partnerships and supporters 
have included:  The Oregon Association of 
Nurseries; the Oregon Forestry Resource 
Institute; the Association of O & C Counties; 
the American Conifer Society, Western 
Region; The Oregon Youth Conservation 
Corps; the timer industry; Chemeketa 
Community College; Roth’s Benefit-
Education Foundation; the City of Silverton 
and Marion County.  The Garden has also 
been blessed with tremendous support 
from dedicated volunteers and a strong, 
committed Oregon Garden membership.

Before you leave the Garden, stop by the 
Garden Café for a casual lunch or light snack.  
And then, be sure to browse the Gift Shop 
where you’ll find a souvenir for yourself or 
gift item for that someone special.  Or, you 
might want to book The Oregon Garden for 
your own celebration, event or meeting; or 
sign up to volunteer, or become a member.

The Garden has welcomed visitors from 
all around the world, and is anxious to 
welcome you!   The Garden is open seven 
days a week from 10:00 a.m. till 4:00 p.m.  
It is located at 879 W. Main Street, Silverton, 
Oregon.  For more information, go to www.
oregongarden.org, or call 503.874.8100, 
or toll free 877.674.2733. E-mail: info@
oregongarden.org 

Patti Milne, Oregon Garden Foundation Board 
Chair & Marion County Commissioner
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Paying off the Mortgage
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Veteran Certified Financial planner Gary 
Arford contends that paying off your house is 
just about the worst financial decision you can 
make.  As a matter of fact, he prefers to keep 
his clients leveraged at 90 percent for their 
primary residences.  Why?  How can keeping 
the mortgage fulfill the American Dream?

Gary Arford was 29 years old when he took 
over the trust real estate division of US Bank.  
Charged with overseeing an $850 million real 
estate portfolio, he soon learned that he knew 
next to nothing about wealth management 
strategies.  “I was no more qualified for 
that position than the man in the moon,” he 
quips.  But because Arford was determined to 
achieve greatness in his position, he took it 
upon himself to learn the business, and learn 
it well.

Misled About the American Dream
The first thing that Arford noticed was that 

of the 2,600 houses that US Bank managed 
for high net worth individuals, less than 
two percent were paid off.  This got Arford 
thinking.  He’d been raised with the same 
conventional wisdom that most of America 
had.  He’d learned – much like the rest of 
us – that paying off the mortgage was the 
brass ring of the American Dream.  “[But] the 
rich people weren’t doing it the way I’d been 
taught,” he states.

Arford set out to get to the bottom of the 
disparity in methodology, and it took him six 
to eight months to make a startling revelation.  
“I had been screwed over by people who loved 
me,” Arford says with a laugh.  In a nutshell, 
Arford asserts that the conventional wisdom 
of paying off your house is erroneous.  It is 
not the way to use your biggest investment to 
make you rich.

Don’t Pay Off the House
When the primary residence is treated as a 

home, rather than an investment, it will not 
lead you to wealth.  On the contrary, if you 
use the equity in your home as an investable 
asset, you are significantly more likely to 
build a wealthier, more financially abundant 
future.

“I don’t believe in paying off the house,” 
asserts Arford.  In fact, my opinion is that 
paying off the house is just about the dumbest 
decision you can make.”  Arford continues, 
explaining that keeping a mortgage is 
actually a safer financial decision and offers 
the capability of making the homeowner 
wealthier, providing, of course, that the 
homeowner does things the right way.

Your House Is Not a Candy Machine
The primary reason that people don’t 

capitalize on their equity is because they’re 
using their home as a candy machine of 
sorts:  insert some equity, get a prize.  They 
build equity only to cash out on that equity 
and spend it on other things.  They buy 
cars, vacations, or even pay off credit cards.  
Borrowers aren’t the only culprits responsible 
for this trend.  The mortgage industry itself 
promotes the use of equity to purchase 
nearly everything.  If you encounter a loan 
professional that doesn’t question and advise 
you on the proper use of the equity in your 
home, start looking elsewhere.  That person 
will not be able to help you with your wealth 
building plans.  But they will be perfectly 
suited to get you further into debt.

Arford stresses the importance of 
remembering that your home’s equity should 
never be used to supplement your lifestyle.  
Using your home’s equity to finance niceties 
like cars and vacations is a surefire way to foil 
your efforts for building a secure financial 
future for yourself.

Retirement?  Not at the Rate We’re 
Investing!

Most working people have ideas or goals 
for retirement. However, according to 
Arford, over 80 percent of the middle class 
has not saved or invested enough to retire.  
Furthermore, he contends that baby boomers, 
who comprise the majority of the middle 
class, cannot hit their retirement goals if they 
pay off their houses.

“The average 51 year old has less than 
$75,000 in investment assets,” explains 
Arford, adding that if a person is accustomed 
to making $100,000 a year, that $75,000 
in investment assets isn’t going to keep that 
person retired for very long.  The result is that 
the 78 million baby boomers will be working 
longer, not because they want to, but simply 
because they cannot afford to retire and 
maintain their lifestyles.  Fortunately, Arford 
has a solution.  And it involves using your 
equity to build your net worth, rather than 
simply letting it sit in the house.

How Leveraging and Investing Can Work 
Together

When people set the goal of paying off their 
mortgages, they are banking only on their 
home’s appreciation to build wealth for them.  
What people don’t often take into account 

is that this is not the way to get rich.  Real 
estate appreciates on average only 4 percent 
per year, although Arford customarily uses a 
conservative 3 percent.  While this may sound 
like a good investment, Arford contends that 
there are much better – and smarter – ways 
to invest your home’s equity.

As an example, picture two borrowers.  Both 
own $300,000 homes with no mortgage.  
Borrower #1 does not get a mortgage, but 
instead has a home that is paid off and lets 
the house appreciate.  In 10 years, Borrower 
#1’s house is worth $405,000.  Borrower #2 
gets an 80-10-10 mortgage totaling $270,000 
- $240,000 for the first, $30,000 for the 
equity line.  The $240,000 first trust deed at 
6.5 percent yields a $1,300 monthly payment, 
while the $30,000 equity line at 7.5 percent 
yields a $187.50 monthly payment.  Total 
monthly payout for Borrower #2 is $1,487.50, 
or an after tax payment of $1,116 per month.  
Borrower #2 then invests the $270,000 at an 
after tax return of 9.095 percent (based on 
investment averages), which yields an after 
tax growth of $24,557 per year or $2,046 
per month.  The portfolio effectively makes 
the mortgage payment for Borrower #2, and 
results in an excess cash flow of $930 per 
month.  Borrower #2’s home is still worth 
$405,000 after 10 years, and even when 
factoring in the $270,000 in mortgages, the 
excess amount earned from the investment 
account totals $181,000.

At the end of ten years, Borrower #1 has 
$405,000 in home value.  Borrower #2 has 
$586,000 in combined assets.

The Deal Nobody Would Take
In order to further illustrate the way that 

leveraging and investing works, Arford uses 
the example of “the deal nobody would take.”  
Let’s say you get a mortgage for $100,000 at 
8 percent, and can invest that $100,000 at 7 
percent.  Would you take that deal?  Believe it 
or not, the deal will make you money.

A $100,000 loan will cost roughly $7,800 per 
year.  By year three, you’re still paying $7,800 
per year, and your balance has gone down to 
$97,280.  But your investment account has 
grown from $100,000 to $122,500, and is 
making $8,000 per year.  By year 10, you owe 
$89,000, but your investment account is now 
worth $183,800 and is making $12,000 per 
year.

Using this scenario, Arford confronts 
conventional wisdom.  “[In the above 
scenario], I could pay off the mortgage,” he 
asserts.  “But why would I?”

The Caveats
There are a few stipulations that Arford 

sets forth for those who want to utilize this 
wealth building strategy.  The first is that you 
must never use the equity in your home to 
purchase other items, like cars or vacations, 
or to pay off credit cards.  Secondly, work with 
knowledgeable professionals who understand 
this strategy.  Use a loan professional who 
understands and can guide you in this 
process, and find a financial planner who 
understands the markets and has clearly 

defined exit strategies.  Third, remember that 
growing your money is going to involve risk.  
Markets fluctuate, so you should be willing 
to lose 10 percent of your investment.  An 
ethical financial planner will do everything 
to protect your money, but you’ll be tying his 
or her hands if you’re unwilling to accept a 
certain degree of risk.

Your well meaning friends and neighbors 
may be the first to try to talk you out of 
embarking on this new investment strategy.  
Rather than listening to them, ask yourself 
why you are listening to the advice of 
someone who is no better off financially than 
you are.  Seek the advice of professionals who 
understand these strategies.  Gary Alford 
took 17 years to amass his first $1 million, and 
another 10 years to add his next $12 million.  
He advises on the same strategy that he uses 
for himself.

It’s not prudent to embark on investing 
strategies on your own.  Talk to your 
mortgage professional and find a financial 
advisor with knowledge of both investment 
and exit strategies.  Exit strategies will help to 
protect you from excessive loss.  But most of 
all, understand the importance of leveraging 
your house in wealth building strategies.  
Nothing can happen until you accept that 
initial premise.

“The only way that real estate works to 
make yourself wealthy,” urges Arford, “is to 
leverage it.”

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

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

What happened to October?
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“I blinked and the month of October was 
gone!”  Left in its place are beautiful, brightly 
colored leaves and signs here and there 
along the roadways of fresh apple cider for 
sale.  I honestly don’t recall when the whole 
month slipped by me. It packed up and left 
in a quiet, sauntering sort of way.  One of my 
most favorite months, gone for a whole year 
before it finds us again. I’m trying to remedy 
the situation by looking forward to the 
Thanksgiving holiday, enjoying the pastures 
still dotted with a few colored pumpkins, 
the last of the harvest, and early visions of 
the Christmas season coming up fast. 

But, hold on! There’s more…What would 
fall and winter be without a semi-final check 
of those rascally unfinished 2007 goals?  The 
ones that kept hanging on, waiting for their 
turn to get out on the table and dance. These 
are the “left-over” goals, the ones that were 
so shiny and bright 10 months ago, looking 
a bit dull right now.  The question for many 
of us might be “Should the left-overs just get 
added on to the 2008 plan?” The answer in 
my mind is “Perhaps, perhaps not.”  

Let’s explore why those few straggly items 
were left undone, unfulfilled all this past 
year while others jumped out early and 
found a place in the system.  

Begin your appraisal by really taking a 
long look at the goals that did get from the 
planning page to the action list.  What did 
they all have in common? Perhaps a large 
percent of them had to do with a stronger 

balancing act between your Worklife and 
your Personal life? (Yes, there is a difference 
between the two!) Another prime time goal 
you may have sailed through is your financial 
stability, your sustainability investments 
into the future. What about those health 
and fitness goals? After taking a good look at 
the things that were given proper attention, 
made attainable,  it may be time to analyze 
the undone portion of the list, the plan that 
was hard to stick with, get accomplished, feel 
good about.  This is the spot where you might 
want to stop, drop and roll…something may 
be on fire and it could be you. 

Anyone who has dragged around a 50 
pound sack of wet sand knows how difficult 
it can be on your work and your personal 
life. Hauling it everywhere you go is not only 
more of a workout than you need, but it’s so 
unsightly to show up at places with that bulky, 
soggy weight slowing you down. I’d like for 
you to replace that sack with one containing 
your leftover goals, the ones you are either 
procrastinating big-time with or that might 
just be ill fitted and unworthy of your time.  
Lug that new bag around for awhile and 
then assess the difference between it and the 
old bag. Chances are they will feel, look and 
seem the same….stale, moldy, backbreaking, 
without merit. Goals and aspirations that 

get recognized and celebrated are the ones 
we put our time and energies into keeping 
them fresh and alive. They fly off the table 
with the life and enthusiasm we breathe into 
them. They lift us up to reach the outcome 
we desire. Real, important-to-us goals are 
doable, reasonable and achievable without 
weighing us down and making us drag 
them around like millstones clipped to our 
belts.  Yes, the work toward success can be 
hard and time consuming, but the reward is 
greater and the pay off is so sweet. Think/
Look/Decide.  How many of those un-done 
goals that are straggling along with you into 
November are simply mundane tasks that 
are misplaced in the goal category?  Caution: 
Don’t be too quick to empty the sack. There 
may be something important that needs 
your full attention. Read on…

Once you’ve reviewed the things that are 
left in the sack, move the pseudo-goals 
back onto the task list where they belong 
(and/or delegated them off your plate); 
stand back and take a longer look at what’s 
left. Those items may still be usable in the 
terms qualifying as a real goal. It may be 
those last few items that are so stubborn 
are the very ones that can change your life 
in a positive way. They may be the things 
that are more difficult to achieve, but most 
important to include. They may be the goals 
that have become habitually left alone due 
to a personal nature that’s hard to see in 
a realistic way. You know the things that 

need to be done. You also know the reasons 
they consistently get put on hold. Open the 
envelope….lay out the things that need your 
attention and reset your plan. What can you 
do in November and December to get a start 
on 2008? Which of your unsettled goals 
may simply need a two, three or five year 
timeline to do them justice? Who ever said 
Rome was built in a year? Things worthy 
of our time and attention and efforts are 
sometimes resistant to being put on a tight 
schedule. I think that’s why we only have 
October for one month a year. The season 
changes inspire our life changes and help 
us keep on track, one little step at a time. 
Get out your list, shine some light on it and 
have a good chat with it. Pour yourself a 
nice glass of apple cider and keep moving 
forward. Best wishes to each of you as we 
head into the holiday season. 

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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The Salem Art Association has named Cara 
Baldwin as Galleries Curator, with oversight 
of the A.N. Bush Gallery, Focus Gallery and 
Camas sales gallery.  She begins her tenure 
on October 1, 2007. 

“We are thrilled that Cara is joining our staff. 
She has a strong interest in contemporary 
art and artists, coupled with an impressive 
record of community engagement. Her 
art background and her diverse curatorial 
experience will have far reaching effects 
on our gallery programming,” says SAA 
Executive Director Don Drake.  

Ms. Baldwin received an MFA from 
California Institute of the Arts (CalArts) 
in 2001. At the Museum of Contemporary 
Art, Los Angeles (MOCA), she provided 
curatorial assistance on exhibits such as 
WACK! Art and The Feminist Revolution, 
and Poetics of the Handmade. 

Ms. Baldwin is also a founding member 
and co-editor of The Journal of Aesthetics 
& Protest, a print and online publication 
that presents cutting edge art and ideas. 
In 2006, the Journal curated the recent 
exhibition Street Signs and Solar Ovens: 
Socialcraft in Los Angeles at the Craft and 
Folk Art Museum, Los Angeles.  In 2000 
she received a Soros Foundation Open 
Society Grant to establish the Los Angeles 
Independent Media Center.  

Her work has been featured in 
museums and galleries across the US and 
internationally; recently she presented 
work at the Annenberg Foundation’s 
Farmlab Salon and at the Mexico City Book 
Fair. She has lectured on contemporary art 
and artists at the University of Southern 

California, UCLA, Cal Arts and Otis College.  
This spring at Willamette University Ms. 
Baldwin will teach a survey course that 
looks at contemporary art history.

Of her appointment, Ms. Baldwin says, 
“In my role as SAA Galleries Curator I look 
forward to furthering the growth of Salem’s 
vital arts community, building on a strong 
tradition of smart, inclusive and engaged 
cultural programming.” 

Founded in 1919, the Salem Art Association 
(SAA) is one of the largest and oldest 
community arts organizations in Oregon. 
SAA operates the Bush Barn Art Center and 
Annex, and Bush House Museum in historic 
Bush’s Pasture Park in Salem. 

The Bush House Museum and the Bush 
Barn Art Center are located in Bush’s 
Pasture Park at 600 Mission Street, SE in 
Salem, OR. For more information about the 
Salem Art Association, call (503) 581-2228 
or visit www.SalemArt.org.  

Salem Art Association Appoints 
Cara Baldwin Bush Barn Art Center 
Galleries Curator

Cara Baldwin
Photo by Mandy Becker 2007

Jan D’Atri, an Emmy award-winning chef, 
will be at Kelly’s Home Center November 
12th for a cooking demonstration and 
book signing entitled “Bountiful Harvest, 
Italian Style.” This unique event, sponsored 
by Kelly’s Home Center and Dacor, is a 
fundraiser for Family Building Blocks 
and Assistance League of Salem. The 
evening will include appetizers prepared 
by Donna Smith, Kelly’s own on-site chef; 
a live cooking demonstration and dinner 
featuring Jan D’Atri; with a book signing by 
the author following. 

Premium “up close & personal seats” will 
sell for a suggested minimum donation 
of $100 and all other seats will sell for a 
suggested $10 donation. Seating is limited, 
so call Kelly’s Kitchen Store today for 
information 503-378-1793.

For the past 30 years Jan D’Atri has been 
a well-known and respected Emmy award-
winning television and radio personality, 
newspaper columnist, restaurateur and 
owner of her own gourmet food company 
in Arizona. Jan has completed her first 
cookbook entitled “Momma & Me & You”, 

a compilation of her mother’s original 
recipes and stories about growing up 
Italian. As a media personality, Jan is 
perhaps best known for connecting with 
her audience on a very personal level by 
sharing unique products, tips, recipes and 
useful information to help people simplify, 
enrich and make their lives more valuable 
and meaningful. As an entrepreneur, Jan’s 
line of gourmet Italian food products have, 
for the past 20 years, been a permanent 
feature in many upscale grocery stores, 
restaurants and coffee houses. She also 
recently launched a gourmet line of Italian 
Biscotti nationwide on QVC.

Family Building Blocks is a local non-
profit child abuse prevention program 
serving high-risk children and their families 
in Marion and Polk counties. Their goal is 
to keep children safe and families together. 
The Assistance League of Salem is a non-
profit, all volunteer organization serving the 
community with a goal of bringing positive 
change to those in need.

November 12, 6:00-8:00pm at Kelly’s 
Home Center, 3850 Hagers Grove Road SE.

Jan D’Atri hosts Cooking Demo to 
Benefit Local Charities
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Dave nuss has affiliated with Coldwell 
Banker Mountain West Real Estate as a 
residential real estate broker. A Salem native, 
Dave’s work history includes:  4 years in the 
US Navy with Honorable Discharge; 30 
years with the Salem-Keizer school district, 
Aumsville (Cascade Schools), Gervais School 
District; Northwest Evaluation Association 
– 5 years opening new states. Community 
Service includes: Enterprise for Employment 
and Education, Region 3; Oregon State 
Advisory Council for Special Education; 
Western Oregon University, Education 
Consortium; Keizer Rotary; Western Baptist 
College, Education Consortium; Woodburn 
Kiwanis; Leslie and Pioneer Little League. 
Dave has 33 years of experience buying and 
selling homes in the area and is ready to 
assist you with the purchase or sale of your 
home or investment property.

Ingrid Gill has affiliated with Coldwell 
Banker Mountain West Real Estate as 
a residential real estate broker. Ingrid 
attended Willamette University as an 
Academic Scholarship recipient with Phi 
Theta Kappa membership, and Chemeketa 
Community College. She has business 
experience with financial and legal training. 
She’s lived in the Salem area since 1995, 
has 3 children and has been a Parrish Little 
League Team Parent.

Cindy Bowman has affiliated with 
Coldwell Banker Mountain West Real Estate 
as a residential real estate broker. Cindy is a 
native Oregonian with extensive knowledge 
of the Salem area. Her background in the 
insurance industry and government health 
programs involved meeting the diverse 
needs of her clients. Bowman has 5 teenagers 
and is still active in local schools. She and 
her husband, a teacher, live in Keizer.

Coldwell Banker Mountain 
West Real Estate Welcomes 
new Brokers Jennifer Freeman: I will really go the 

distance to help you find the right property. 
An Oregonian for over 30 years and a full-
time broker, I am there to help you make a 
smart real estate investment. One that suits 
your personal goals and dreams as well as 
the potential for appreciation. 

When I am not a realtor, I like spending 
time with my 6 kids and my pets.  I have a real 
passion for animals.  My dogs are a HUGE 
part of my life and normally will see a dog 
or two or three or maybe even four poking 
their head out of my car window.  They love 
to come with me, whenever possible, to 
work.  2 out of my 4 dogs have been adopted 
from the Willamette Valley Humane Society.  
This has been the best thing I could have 
ever done for them.  Since then, for each 
transaction close, I donate $100 to my local 
rescue, ASPCA, or the Willamette Valley 
Humane Society. I can be reached at 971-
218-0139

Joyce herrin: I have been a Salem 
resident for 12 wonderful years and love 
Oregon. I am a mother of 3 beautiful 
children and multitasking has become a 
hobby. I have worked in sales and customer 
service for over 15 years. I am motivated 
and excited about my career the the 
John L. Scott team! I can be reached at  
503-302-8738

Bethany McLain: I have been a realtor in 
Salem for three years now, and thoroughly 
enjoy finding the perfect homes for my 
clients. I have lived in the Salem/Keizer 
area for 24 years, and therefore have a great 
knowledge of the homes in our area, as well 
as the neighborhoods, and schools. I strive 
to run my business in an ethical manner, and 
always look out for my client’s best interest. 
I am very excited to be joining the great 
team at John L. Scott, and look forward to 
helping families find their new homes here 
in the Willamette Valley. I can be reached at  
971-388-1640.

John L. Scott Welcomes new 
Brokers

Most people familiar with the big brick 
building with the copper roof just off Mission 
Street know it’s the home of Prudential Real 
Estate Professionals.  What most people 
don’t know is that Prudential also has a 
vibrant department inside that handles 
relocations.  

Prudential’s relocation department works 
with a number of companies throughout 
the Willamette Valley providing services 
to streamline and mitigate the relocation 
process.  Moving is one of the three biggest 
stresses in a person’s life and corporations 
understand this.  As a result, corporations 
are utilizing the resources of relocation 
companies to help ease the transition.  At 
Prudential, the services provided include 
lodging, travel, moving, home finding/home 
buying, car rental, temporary housing and 
home inventorying (maintaining a home 
once the employee has left town).

Agents working with the Relocation 
Department must be certified by the 
Employee Relocation Council (ERC).  
The ERC is a national and international 
organization made up of relocation 
professionals dedicated to providing and 
expanding relocation services.  Certification 
by the ERC is required by many corporations 
before an agent can help a transferring 
employee find a home.  Corporations have 
stringent standards to provide a smooth 
transition for the relocating employee and 
the ERC helps to maintain those standards.  
Prudential Real Estate Professionals has 
eighty ERC certified agents in the Willamette 
Valley.

One unique service that Prudential has 
invested in is a relocation CD that provides 
access to a secure website.  This website 
provides comprehensive information in the 
way of internet links to educate new residents 

about the Willamette Valley.  Although many 
sites provide such information, few of them 
have all the information on one site.  This site 
includes information on schools (higher ed, 
pre-schools, public school districts, charter 
schools, etc.), demographics, cultural and 
recreational opportunities, school testing 
scores, cost of living indices and local 
businesses.  A number of organizations 
including economic development 
corporations and several chambers of 
commerce are now incorporating the CD 
in their relocation packets.  Corporations 
especially find it beneficial in introducing 
recruits to the area.

Prudential has recently been more 
aggressive in pursuing local corporations 
for their relocation and housing needs.  Bob 
Mulkey, Corporate Development executive, 
has been hired to market Prudential’s unique 
services to companies throughout the 

Willamette Valley and find local businesses 
to advertise on the site.  

In addition to working with corporate 
clients, Prudential works with other third 
party relocation companies around the 
country whose clients are transferring 
employees into and out of the Valley.  
Prudential also works closely with the 
Yahoo! platform with its e-leads team.  
Yahoo! provides leads through its real 
estate site which are then farmed out to 
respective real estate agents.  This source of 
business provides more customers and sets 
Prudential apart by expanding its number 
of potential buyers. 

While real estate has slowed in the Valley 
from its white-hot pace, Prudential’s 
relocation department continues to grow 
and generate revenue.  As its influence 
and notoriety spread, this will most likely 
continue.

Prudential Assists with Relocation Throughout the Valley
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Let’s Talk: W. Ray Sagner CFP

Retirement Account Withdrawal Rates

Live From the Elsinore: Stephen Martin, Executive Director

Show Biz in Salem

“Do I have enough money to retire?”  
“How much money do I need to retire?” 
The aforementioned questions appeared 
in the second paragraph of this column 
in July 2007 in Part 1 of a two-part article 
entitled “Time to Rethink Retirement.”  In 
that article I explained that before the cash 
flow questions are asked, one needs to ask 
“What does retirement mean to me?” If you 
remember back to the July article, I gave a 
broad overview of the history of retirement 
and social security; and wrote that the age of 
62 for retirement was chosen by President 
Franklin Roosevelt at a time when the 
average life expectancy was 63 years of age.  
In part two of that same article (August 
2007), we explored a shift in how a growing 
number of people are seeing the meaning in 
retirement. The need for extra income aside, 
a great many people find great value in their 
working lives and want to stay engaged in 
work activities. Even if not with the same 
employer, the same time commitment, 
or the same occupation, more and more 
people of retirement age want to be engaged 
in some sort of work for intellectual and/or 
social reasons. 

 With all that was talked about in the July/
August 2007 article, I neglected to answer 
the opening questions, the most frequently 
asked of financial planners by their clients. 
In this article we will discuss the research 
and conventional wisdom concerning how 
much does a person need and what can he/
she safely withdraw over their retirement 

years. 
Oddly enough the first research on a 

prudent withdrawal rate for retirement 
accounts was not initiated until 1994. The 
study was published in the Journal for 
Financial Planning by William Bengen 
who was a financial planner with an 
aeronautical engineering degree from MIT. 
Reviewing data over 50 year time periods 
Mr. Bengen concluded that 4% was a safe 
withdrawal rate for a 60-65 year old over 
their retirement years, provided that close 
to 63% the portfolio is allocated to stocks. 
So the conventional wisdom has become 
known as the 4% rule. If one were to work 
Bengen’s conclusions backwards, the 
conventional wisdom suggests that young 
workers should save and invest to reach 25 
times their desired first year’s income at 
retirement. Yeh, maybe. In most advisors’ 
experience it is difficult to get the twenty 
somethings’ to investment the minimum in 
their company’s retirement plan. 

While Bengen designed his study to 
find a withdrawal rate that would keep 
the account from running out of money, 
several studies that followed tested 
different rates of withdrawals and several 
different portfolio allocations of stocks and 
fixed income investments. These studies 
focused on and drew conclusions about the 

probabilities of the account lasting over 
the retirement period. One thing to keep 
in mind when reviewing these conclusions 
is that the proxies for portfolios and the 
level of diversification make a significant 
difference in the results. Some studies 
suggest that initial rates of withdrawal can 
be as high as 7.6%, if one is willing to accept 
a higher rate of volatility in their retirement 
account. However one of the hardest things 
for retires to accept is volatility, let alone 
get their minds around the concept of the 
probability of maintaining the account 
while desiring a higher withdrawal rate. 
Probability is interesting for people who 
like and/or understand statistics, but how 
do you explain to the average person that 
they can take 6% withdrawals but have a 
92% probability of running out of money in 
28 years. 

There are tools to help financial planners 
plan retirement cash flow with clients and 
keep the ball in the fairway for the most 
part, but we are dealing with how things 
have behaved in the past and with a future 
that is unknown. There are several variables 
that are important to consider (at least on 
an annual basis), and most prior to the year 
before retirement: how assets are allocated 
across different classes of investments, how 
well the portfolio is diversified, how often 

rebalancing is required, and how often 
the client needs to be reminded to quit 
moving money in and out of investments 
and markets every time a journalist or 
magazine touts the next, or usually the last, 
great investment! (That is my rant for the 
month!)

Now the exciting news, there is current 
research and a strategy developed by SEI 
investments that uses three portfolios 
working together over the retirement 
period. While the portfolios are designed to 
work together they each have a specific time 
horizon and are designed to progress from 
conservative to more aggressive, to provide 
stability and to account for current income 
as well as growth. This concept is similar to 
how a life time annuity works but without 
the expenses. 

Unlike traditional retirement solutions 
such as laddered fixed income portfolios, 
CDs, and annuities, these new strategies 
are designed to actively manage a broadly 
diversified portfolio of assets. These 
portfolios are built to generate a consistent 
level of distributions, and, in addition to 
achieving distribution objectives, they are 
designed to provide a degree of principal 
preservation. Distributions are generated 
as part a “total return” approach; therefore, 
they are able to utilize a broader mix of risk-
reducing and return-enhancing investments 
that they expect to produce better results 
relative to the investor’s spending 
objectives. And, initially, the distribution 
rate options will be 4%, 4.5%, 5%, 6%, 7% 
and 8%. Of course the lower the better, and, 
as mentioned before, these rates are based 
on a confidence level of survival. (That 
probability level is something we just can’t 
get away from.) 

With the above research being put into a 
useable strategy and with the oncoming rush 
of baby boomers getting close to retirement, 
it won’t be long before investment 
companies other than SEI will begin rolling 
out their solutions to retirement cash flow. 
Just make sure you pay close attention to 
how they are put together and to what they 
promise before you engage one. 

Many planners would advise to start saving 
10% of your income the day you enter the 
working world, but in this day and age of 
“got to have it now” and “I can charge it”, 
such prudent advice sounds heretical. 

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

Autumn is here and we know what 
that means (besides the constant 
raking of the falling leaves). The 
weather brings you indoors to enjoy 
a classic film shown on the big screen 
at the Wednesday Evening Film Series 
or for live entertainment presented 
by the Salem Pops Orchestra,  Salem  
Concert Band, Salem Community 
Concert Association, or Festival 
Chorale Oregon.  

It is also an opportunity to bring the 
entire family to a family season show.  
Look for our 2nd performance in the 
this years family season, Seussical on 
November 16.  All of these events (plus 
many others) are at the Theatre this 
month. 

BUT… Fall is also the time of year 
when decisions are made on which 
performances will be presented the 
following season (a year from now).  
Arranging for attractions to perform 
at the Theatre involves attending 
a number of booking conferences 
at which performers showcase (in 
condensed form) their talent.

Schedules will be finalized by 

early February and then financial 
arrangements are completed with 
the performers.  It is quite common 
to have shows scheduled two years 
or more in advance. Each show is 
researched to see how ticket sales have 
fared in the past for other towns and 
what type of ticket price is appropriate 
for that artist. The majority of this 
research is done through the Internet, 
a number of years ago it involved 
making numerous phone calls and 
sending many faxes back and forth 
between the agents, artists and other 
presenters. Budgets are developed 
for each performance that takes into 
account the artist fees, printing costs, 
advertising fees and what technical 
equipment and stage labor is required 
to present the performance.  

We try to be cost effective by 
scheduling a performer when they 
have other performances set for the 
Northwest; this is known as “block 
booking.” That way we are able to 
amortize their transportation costs 
into the Northwest. Decisions have to 
be made on ticket pricing along with 

projecting the number of tickets that 
we hope will be purchased by patrons.  
And of course, the most important 
decision of all to be made is will it be a 
great performance.

You are now seeing the results of 
last year’s efforts that brought this 
season’s great performances to the 
Elsinore Theatre.  Swing Fever and 
Little Shop of Horrors have already 
been presented, but The Trail Band, 
Seussical, Peter Pan, Gaelic Storm, 
Jigu! Thunder Drums of China and 
Forever Tango will be coming up 
quickly on the calendar.

Now we go to work on “next season”. 
If you have a specific performance or 
artist that you would like to see at the 
Theatre, now is the time to let us know.  
Feel free to contact me directly to give 
me your input. 

As always… I hope to see you at the 
Theatre.
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Thankfulness for Works Unseen
Telling Your Story: Mary Louise VanNatta, CAE

Giving thanks is the theme of the month.  
Handprint turkeys and canned pumpkin 
shortages unite Americans in something in 
which we (hopefully) can all agree…we are 
thankful.

While thinking about thankfulness, I was 
sitting in my conference room watching 
my staff stuff envelopes.  We were talking 
about how each piece of mailing that passes 
through our hands is carefully written, 
designed, edited, corrected, edited again, 
printed, folded, labeled and mailed, just 
to potentially hit the “round file” within 
moments of its arrival on your desk.  It 
occurred to me that the behind-the-scenes 
workers in our lives are so often forgotten.  
So, today let’s be thankful for a few groups 
of people who do the unseen work.

Those who deliver.  We all enjoy greeting  
our familiar UPS folks who bring our office 
packages, yet we often forget all the people 

who transport and deliver our goods long 
after we’re asleep.  Many truck drivers are 
taking the early, EARLY shift to make sure 
you have plenty of what America has to offer.  
Someone delivers cream for my coffee is to 
my door along with the newspaper and the 
mail.  All of the consumer goods we use and 
enjoy have been delivered (often in heavy 
boxes) by someone.

Those who process.  Every day we see and 
are thankful for those who work in our local 
businesses up front and with customers.  
Yet, behind the scenes are a lot of people who 
support the success up front.  Those folks are 
processing the mail, the data, the inventory 
and the payroll.  Surprisingly enough, a lot 

of what you might think is automated is still 
hand processed!  Someone is folding the 
1000 church bulletins and entering the data 
from your last doctor visit.

Those who prepare:  Whenever you enter 
a meeting room, have you considered that 
the tables have been carefully moved, coffee 
prepared and rolls set out just for you?  
Someone made sure the temperature was 
just right.   Your food was carefully cooked 
by someone.  If your day went smoothly, 
someone behind the scenes prepared the 
way for you.

Those who clean.  Everything you use 
will have to be cleaned.  If it’s in the public 
domain, the pleasures of having a tidy city 
with clean streets and buildings, parks and 
water starts with the cleaning power of 
unseen workers.  They often conduct this 
essential service away from the public eye.  
Businesses pay staff to clean up your baby’s 
cracker bits, scrub the bathrooms, pick 
up trash in the parking lots and sanitize 
surfaces just for you.

Those who maintain and fix.  Ever spent a 
night at home without heat or power?  Has 
your computer ever refused to cooperate?  
For everything that can break, we need 
someone who knows how to fix it.  Left up 
to us, we might forget, so it’s great that 
someone thinks about maintaining our 
essential equipment and services and is 

ready 24/7 to fix them for us when they 
break.

Those who think. There is a whole other 
category of those unseen who seek to 
improve our lives by thinking.  They ponder, 
study, pray, analyze, research, seek advice, 
create and mediate on the essential meaning 
of life and society.  In quiet studios or offices 
they create or write, sculpting concepts or 
policy.  They debate silently and lose sleep 
over a societal challenge, process or business 
dilemma. For those of us who think only of 
the problems of the day, we thank you.  

We only notice when you’re not 
there, delivering, processing, cleaning, 
maintaining, fixing and thinking, so thanks 
for being there when we need you. Thanks 
for thinking about our needs and our future, 
so we can enjoy our present.

Mary Louise VanNatta, CAE has received her 
Certified Association Executive designation from 
the American Society of Association Executives.  
She is CEO of VanNatta Public Relations, Inc., a 
PR, association management and public policy 
consulting firm in Salem, founded in 1967. In 2007 
VPR was recognized by the Public Relations Society 
of America with a Spotlight Award for Event 
Planning.   She can be found at PRSalem.com.

Lullu’s Tidbits: Lullu Truitt

Pasta Perfect

Ciao Everybody:
Who would have thought that a little 

water and a little semolina could take you to 
culinary heaven?!

See yourself in an open wheat field (if 
you are allergic, forget this part), the sun is 
shining on your back, and the wind is flowing 
through your hair. (If you have any!)

From the farm house on your left, a 
wonderful smell is reaching your nostrils 
and by coincidence, your stomach begins to 
growl, to wake up.  Wow, this is good.

  You run to the house, and there is a pot 
of fresh tomato sauce cooking away and 
a large pot of boiling water. You go to the 
pantry looking for some pasta so you can 
have a nice lunch. Oh, yes, Italians could eat 
and some will eat pasta twice a day without 
any problems.  But there is a problem here:  
what shape pasta do you want? You reach 
for some and here comes the pasta genie 
– that would be me (or I). And this is how 
the conversation went on:

So, what are looking for?
Well I just need some pasta to go with my 

tomato sauce and I am pretty hungry.
Do you have any idea how much pressure 

you are putting on me? We are talking 
about a big job here. Let me tell you about 
my friend whose job is to make pasta. We 
are talking about Giovanni Castiello who is 
the Amministrator for “MAESTRI PASTAI” 
a pasta factory in the outskirts of Salerno. 
The factory still uses the bronze cast/ 
drawing process that gives shape, texture 
and porosity so the sauce will cling to the 
pasta. 

The pasta is made using the best quality 
durum wheat semolina, (remember the 
field!) following the traditions of past 
generations, but using new techniques to 
ensure that the pasta is highly digestible 
and nutritional. 

Well, I didn’t mean for you to get technical 
about my choosing some pasta. I am still 
hungry and you go on and on about this 
Maestri Pastai.

I have good reason to go on and on about 
Giovanni’s pasta because he cares about 
how it is made. By the way, did I tell that the 
wheat is dried for up to 56 hours, then cold 
water is then added and the pasta dough 
is kneaded at low temperature to preserve 
the natural quality and taste of the wheat?  
Now, don’t tell me you are not happy that 
somebody else is doing that job for you! 
Otherwise you will have to wait at least that 
long to eat your pasta. And then…..you still 
have to choose a shape. And speaking of 
shapes –pasta shapes, not people’s – I bet 
you didn’t know that Maestri Pastai makes 
about 148 different types, including diverse 
aromatic flavors.

Now, what was your original question?
No, please don’t leave, come back, you 

haven’t chosen a shape yet!

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.
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Real Estate: Elaine Gesik

Providence Place Opens for Seniors

Theatre Sponsor

www.elsinoretheatre.com

Theatre Box Office:
503-375-3574800-992-8499

tickets subject to a convenience charge

Seussical
Nov.  16 • 7:00 pm

The Trail Band Christmas
 Nov.  30 • 7:30 pm

Peter Pan
 Jan., 2008 • 3:00 pm & 7:30 pm

A wonderful example of the local, 
state, and federal government at work 
in conjunction with Retirement Housing 
Foundation has just opened the first 
successful 202 project in Salem, Oregon. 
Retirement Housing Foundation (RHF) is a 
non-profit organization of 155 communities 
in 24 states, Washington, D.C., Puerto Rico 
and the U.S. Virgin Islands. RHF provides 
housing and services to more than 16,000 
older adults, economically disadvantaged 
families and people with disabilities.

Senator Jackie Winters, Councilperson 
Kate Tartar, Representative Brian Clem, 
Mr. Roy Scholl, Special Assistant of Housing 
and Urban Development, all welcomed 
Retirement Housing Foundation and 
Providence Place to the Salem Community. 

Providence Place is a three story apartment 
community specifically designed for older 
adults who are 62 years of age.  The property 
has 66 one bedroom units and one two 
bedroom manager’s unit.  Five of the units 
are handicap accessible designed to benefit 
the mobility and the sensory impaired.

Providence Place has a beautiful 
community room with fireplace, and 
couches, party kitchen available for use by 
the residents, craft rooms, laundry facilities 
with folding tables, and computer room with 
several computers, internet capability.

The property interiors were professionally 
designed and you feel as if you have come 

into a beautiful inn rather than subsidized 
housing and it is a place you can be proud to 
call your home.

The community is securely maintained 
with security entrance for residents and 
an intercom system for guests and family.  

Added security with the installation of 
camera systems throughout the community 
affords the residence additional assurance 
in their environment.

Each residential unit is equipped with a 
full kitchen, bath, and one bedroom it is 

well designed for ease of flow, and storage.  
Mobility units have roll in showers.

This project holds a special place in my 
heart as I helped broker the transaction, 
and worked tirelessly to get the project in 
front of all of the right people within the 
local and regional marketplace. It took four 
years but it was well worth the effort.  I am 
proud to say that Salem has a beautiful 
housing project for its seniors who are on 
limited incomes.  They are now accepting 
applications and I invite you to tour the 
facility located at 3524 Fisher Road NE 
(cross street Silverton Road).

Elaine Gesik has over 20 years of commercial 
real estate experience working for some of 
the nation’s largest real estate investors.  She 
has handled all phases of the transaction from 
start to finish including the asset management 
for large portfolios. She brings a balanced, 
fair approach to commercial real estate. For 
additional advice or questions regarding your 
commercial real estate needs please feel free to 
call 503-586-7402.

The Salem Clinic is pleased to welcome two 
new physicians to the clinic.  

Casey Geaney, M.D. is Board Certified in 
Allergy and Immunology and Pediatrics.  He 
will be joining Laura Metzger, M.D. in the 
Allergy and Immunology Department at the 
main clinic located at 2020 Capitol Street NE. 
Dr. Geaney holds an undergraduate degree 
from Carroll College and a Medical Degree 
from Medical College of Wisconsin. He 
completed a pediatric residency at Madigan 
Army Medical Center, Seattle Children’s 
Hospital, Mary Bridge Children’s Hospital 
in Tacoma and Seattle. He completed a 
Fellowship in Allergy/Immunology at Walter 
Reed Army Medical Center and the National 
Institutes of Health. Dr. Geaney’s specialties 
include the diagnosis and treatment all types 
of allergies, immunodefiency, asthma and 
anaphylaxis.  

J. Damon Landreau, D.O. is a Doctor of 
Osteopathic Medicine and a member of the 
American Board of Family Medicine. Prior 
to joining Salem Clinic, Dr. Landreau was 

stationed at the Naval Hospital Okinawa, 
Japan. He served as Department Head of Camp 
Lester Family Medicine Clinic, Okinawa, Japan 
and head of the Diabetes Population Health 
Management Program.  He has a Bachelor’s 
Degree from the University of Georgia and 
a Medical Degree from Nova Southeastern 
University – College of Osteopathic Medicine. 
He completed a family practice residency at 
the Naval Hospital at Camp Pendleton.  Dr. 
Landreau’s special interests include:  General 
Family Medicine, Patient Education with 
Lifestyle Changes, Sports Medicine and 
Osteopathic Manipulation.   He will practice 
at the Clinic’s Salem Heights Plaza office, 
located at 3494 Liberty Road SE.

Salem Clinic was founded in 1925 by a group 
of three physicians. In addition to medical 
providers, the main Clinic houses full service 
laboratory and radiology departments. There 
are also three additional facilities in the 
community. You can find out more about 
Salem Clinic by calling 503-399-2424 or 
visiting www.salemclinic.org. 

Salem Clinic Welcomes Two Physicians

 J. Damon Landreau, D.O.

Casey Geaney, M.D.
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Lisa Franceschi 503-589-9150 lisa@withnellauto.com

Employment Law: Randy Sutton

new Law Gives Injured Employees More Rights

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

OREGON SYMPHONY ASSOCIATION IN SALEM

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

CLASSICAL 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

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

POP SERIES

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

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.

2007-2008
SYMPHONY SEASON

EXPECT SOMETHING GREAT!
IN SALEM

Pentacle Theatre Presents
GYPSY

A Musical with Book by Arthur Laurents, Music by 
Jule Styne & Lyrics by Stephen Sondheim 

November 9 – December 1 

This classic about the ultimate "stage mother" is one of the most
beloved musicals ever written and features such favorites as "Let
Me Entertain You,” "Everything's Coming Up Roses" and "You
Gotta Get a Gimmick.” GYPSY tells the story about a driven woman
and her show business dreams for her daughters. It continues to
draw sold-out crowds since it’s Broadway debut in 1959.

Call 503-485-4300 ext 22 for tickets! 2008
SEASON SUBSCRIPTIONS ON SALE NOW! 

Ticket Office Hours:
10am-3pm, Mon – Fri  

Located at 
145 Liberty St NE, Ste 102 

In Downtown Salem
          Since 1954 

www.pentacletheatre.org 

“Gypsy” is produced by special arrangement with TAMS WITMARK MUSIC LIBRARY, INC. 

Freddy Cole and 
Kevin Mahogany
Tuesday • Oct. 9
7:30 p.m.
Rice Auditorium

Pearl Django
Monday • December 3

7:30 p.m.
Rice Auditorium

Garth Fagan Dance
Wednesday • January 23

7:30 p.m.
Rice Auditorium

Lazer Vaudeville
Monday • March 31

7:30 p.m.
Rice Auditorium

D
ance photos by P.  Sum

m
it and B. Childers

Western Oregon University

2008Season

Season and single performance tickets on sale now!

Adult $90 • Students $40 season or 

Adult $24 and Student $10 single performance

All performances at 7:30 p.m.

Rice Auditorium • Western Oregon University

For information or tickets  call: 503-838-8333 or

www.wou.edu/president/advancement/smith/

Don’t just rent a room— 
rent the Village!

All ages enjoy our 
hands-on museum! 
Evening rentals
include access to
three historic houses, 
private classrooms,
and two full kitchens. 

Day, Evening, and Overnight Rentals Now Available
Call 503-371-3631 to reserve your date.

116 Marion St NE * Salem, OR 97301 * 503-371-3631 

&  more! 

o Family reunions

o Birthday parties

o Holiday celebrations 

o Staff appreciation night 

Employee leaves of absence, while often 
very necessary for the employee, can also 
be hard on a small business. Unfortunately, 
understanding and administering the 
complex family leave laws can be even 
harder. A new law passed this session 
further increases the family leave available 
to injured employees and adds a new layer 
of complexity for HR managers.

The Old Law 
As every employer knows, an employee 

with an on-the-job injury is entitled to 
certain benefits under Oregon’s workers’ 
compensation laws. One of the benefits is 
the right to take time off to recover from the 
injury, and a right to reinstatement once the 
employee is able to resume work. In most 
cases, an on-the-job injury that incapacitates 
the employee for more than a few days will 
also qualify as a “serious health condition” 
under the state and federal family leave laws. 

In the past, when an employee’s workers’ 
compensation leave of absence also qualified 
for family leave protection, most employers 
would count the time the employee spent 
on workers’ compensation leave against 
the employee’s bank of state and federal 
family leave. If administered correctly, an 
employee who was gone for more than 12 
weeks for an on-the-job injury would not 
have any family leave left on the books once 
the employee returned to work. 

Changes Under the new Law
The new law, which goes into effect 

January 1, 2008, prohibits an employer 

from counting any of the time an employee 
is on workers’ compensation leave against 
the employees Oregon (“OFLA”) family 
leave bank. For example, if the employee 
returns from workers’ compensation leave, 
and then wishes to take time off for a 
pregnancy, to care for a new baby, or to care 
for a spouse or other family member with a 
serious health condition, the employee will 
likely be entitled to take that time off. 

new Complexity for hR
Because the new law does not change 

the federal (“FMLA”) family leave laws, an 
employer can continue to count time off for 
most workers’ compensation injuries against 
the employee’s bank of FMLA leave. Due to 
the overlap of the state and federal family 
leave laws, and the “Bermuda triangle” 
created by the overlap of these laws with the 
workers’ compensation and disability laws, 
leaves of absence are already extraordinarily 
difficult to administer. The new law creates 
yet another disconnect between OFLA and 
FMLA, causing your HR managers further 
heartburn and sleepless nights. 

The hidden Trap in the new Law
The new law contains a hidden trap that is 

bound to trip up unsuspecting employers. As 
most HR and risk managers know, if an employee 
refuses a light duty offer of employment, this 
can cutoff the employee’s right to reinstatement. 

Under the new law, the refusal of a bona fide 
light duty offer automatically starts the clock 
ticking on any OFLA family leave the employee 
still has on the books. All of this happens 
automatically, whether or not the employee or 
the employer know it. 

EXAMPLE: Suppose that an employee 
has not used any OFLA family prior to the 
on-the-job injury. The employee is injured 
and out for three months. The employee’s 
condition improves to the point that he 
is able to work in a light duty job. The 
employer offers a light duty position that fits 
within the employee’s work restrictions. The 
employee refuses the offer. At that point, 
the employee loses rights to reinstatement 
under the workers’ compensation laws. 
However, the employee’s 12 weeks of leave 
entitlement under OFLA automatically 
begin to run. Suppose that 10 weeks later, 
the employee is now capable of performing 
all of the duties of his position. He asks 
for reinstatement to his old job and the 
employer refuses. The employer will have 
likely violated OFLA, because the employee 

was on a protected leave and OFLA usually 
requires reinstatement to the employee’s 
old position. 

The 2007 legislative session was a very 
active one. There are many new laws for 
employers to understand and administer. 
The legislature changed a number of other 
provisions of the family leave laws this year. 
Every Oregon employer needs to update 
their handbook this year, which should 
include a legal review for compliance with 
the many legislative changes. 

Randy Sutton is a shareholder 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 and can be reached for 
professional consultation at: 503-399-1070 or 
rsutton@sglaw.com. www.sglaw.com.
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The Amazing Lisa Franceschi

At Large: Bill Isabell

Lisa Franceschi loves a good challenge.  But 
she never in her wildest dreams expected a 
challenge like the one she faced on April 27, 
2007.

Lisa was born in Tillamook, Oregon on 
July 31, 1967.   Her mom worked for, yes, 
you guessed it, the Cheese Factory, not the 
restaurant, but the real Tillamook Cheese 
Factory.  

Franceschi lived in Tillamook until she was 
two when the family moved to Boston.  They 
returned to Oregon a short time later when 
her mom got a job in La Grande at the Terry 
Trailer Company. They eventually moved to 
Salem around 1979 where mom found work 
with the Oregon DMV.

Lisa attended Waldo Middle School and 
then North Salem High School.  She met 
local favorite, Karen Holten at Waldo and 
my Allstate Agent, Tim Seidle at North.  
Tim and Lisa were in the band together.  
He tells me that even today he’s still a little 
intimidated by Lisa because she was such 
a big shot back then and he was “just” an 
underclassman.  Ah, high school.  Everyone 
seems to stay frozen in time in terms of 
“clout” or lack thereof.  Lisa obviously had 
“clout.” Tim hadn’t found his yet. 

Lisa graduated from North in 1985 
and went straight to Chemeketa CC for a 
year.  But looking for more of a challenge, 
Franceschi joined the United States Air 
Force in May of 1986.

After basic training in Texas, she was 
assigned to Keesler Air Force Base (AFB) 
in Biloxi, Mississippi.  It wasn’t the armpit 
(cleaned up language) of the USA, she says, 
but you could see it from there. Thank 
goodness she only had to spend three months 
at Keesler learning computer operations.

Next stop in her Air Force career was 
Tucson, Arizona, at Davis Monthan AFB.  
For two and a half years there she was a 
computer operator in a top secret field. 

Her unit worked inside mobile boxes that 
were filled with a computer array used for 
jamming signals in their vicinity. They 
would be air lifted and dropped in various 
locations for from three to six months.  She 
spent time in these boxes (doing things that 
she’d have to kill you over if she told you) in 
Japan, England, Korea, and Okinawa.

Out in May 1989, Lisa came back to Salem 
and picked up where she’d left off, working 
in a restaurant where she’d been before the 
challenge of the Air Force lured her away.  
Ultimately, she and then-husband Rob 
bought the restaurant (The Breeze) and ran 
it for 10 years. Later, they opened a second 
Breeze on State and 12th where Adam’s Ribs 
calls home.

After son, Robby, came along in 1995, 
Lisa wanted more family time.  She and 
Rob sold the business in December, 1999.  
She’d planned to stay home with Rob 
working but ended up finding a job before 
Rob did. She worked as a food and beverage 
manager eventually ending up at Creekside 
Restaurant as the dining room and catering 
manager for the next two years. 

But this girl yet again wanted a bigger 
challenge.  She wanted to go where women 
are not well represented.  She wanted to 
work in the truck and auto sales business. 
Say what?

Lisa’d always been interested in cars but a 
career built around knowledge of them and 
the attendant credibility was discouraged 
by friends. “Women can’t be taken seriously 
talking about cars and big trucks” was what 
she’d heard.  But she attacked the challenge 
anyway.  After all, she’d spent four successful 
top secret years in the Air Force (what 

a coincidence, me too) and the military 
has not always been known as a haven for 
women seeking acceptance.  “What’s the big 
deal”, she thought?

A life turning point for Lisa was when she 
met and was mentored by Gayle Caldarazo.  
Gayle worked for Withnell Motor Company.  
And Withnell was always her first choice for 
a career in truck and auto sales. Gayle said 
“don’t listen to the naysayers, go for it”.  And 
that’s exactly what she did.

Franceschi was interviewed by the Withnell 
management team for a sales position and 
hired four days later. She completed her 
week of training with 13 others and started in 
the auto sales business in 2002. She met this 
challenge head on and never looked back.

From sales she moved up to managing 
the Business Link Program in 2004.  The 
Business Link Program is designed for small 
business owners who are shown preferential 
treatment to save them time and money. 
The program’s offered through Dodge for 
priority service, discounts for Mopar parts, 
and loaner vehicles for Dodge owners.

Lisa loves working for Withnell for a 
variety of reasons, but one big one is that 
they see great value in voluntary community 
service, particularly participation with the 
United Way of the Mid-Willamette Valley.  
Withnell patriarch, Dick Withnell, has been 
(and currently is) personally involved in 
that organization for years.

Then came April 27, 2007.  It was at a 
Chamber of Commerce weekly Greeters 
networking meeting at Northern Lights 
Theater Pub. Right behind me, near the 
end of the meeting, Lisa Franceschi began 
facing the biggest challenge of her life – an 

aneurism in her brain.
The theater cleared as anxious Chamber 

members attended to her as best they could 
and waited for the ambulance. She was 
transported to Salem Hospital.

The next two weeks were a blur for Lisa.  
Within 24 hours she was transported from 
Salem Hospital to OHSU where she was 
stabilized.  During the first five days she 
experienced two life threatening, very risky 
craniotomies.  Her most painful experience, 
she recalls, was when a shunt was put into 
her head on her 13th day at OHSU.  She was 
released to her brother’s care 16 days from 
the aneurism. 

Lisa spent the next five weeks recovering 
at her brother’s home in Bend.  She could 
move around but not walk by herself. It was a 
longer than normal five weeks because due to 
vision problems in her right eye, Franceschi 
couldn’t read (one of her favorite things to 
do.) But even without reading, recover she 
did.

As of today everything is back to “sorta” 
normal.  The experience for Lisa has had the 
affect that something like that has on almost 
all survivors, a new view of life and purpose.  
She learned not to take anything for granted, 
hug your kids (Robby and eight year old 
Alex) all the time, and exercise passion and 
determination in everything you do because 
never know when it will all end.

Lisa’s hobbies are reading, walking, knitting 
and crocheting (senior citizen endeavors she 
says), antique cars and car shows, kid stuff, 
movies, and swimming pools.

Lisa also volunteers for a number of 
leadership positions for the Salem Area 
Chamber of Commerce.  She’s the current 
Greeters vice-vice-chair, an Ambassador, in 
fact she was chosen as Ambassador of the 
Year for 2007.  She was also the Chamber’s 
trade show “Show Biz” chair this past year.

She’s quick to pay tribute to Rob, her ex 
(married for 12 and friends for 20 years), for 
his role in her recovery.  “He was amazing” 
she states. He took up all the slack in 
virtually every area during her illness.  

She’s also extremely thankful to Withnell 
Motor Company and Dick and David 
Withnell for their amazing support during 
her illness.  She is extremely proud to work 
for them.

Lisa Franceschi loves a good challenge.  
But she never in her wildest dreams did she 
expect an involuntary challenge like the one 
she faced on April 27, 2007.  But once again, 
she’s proven she’s up to the test.  Bring it on!

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
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3301 Market Street NE
at The Red Lion Hotel

(503) 370-7997
WillametteValleyGrill.net

FEATURING
A New Catering Menu With

EXECUTIVE CHEF Mathew Slack

BOOK YOUR 
HOLIDAY
PARTIES
NOW!

��������Willamette�Valley Grill

GREAT STEAKS • GREAT SEAFOOD • GREAT SERVICE

“W
e

do
all

the
ca

ter
ing for Red Lion Hotel”

The Salem Folklore Community has 
submitted an application to the FCC for a 
new FM non-commercial educational (NCE) 
radio station license in the Salem area.  The 
organization proposes to broadcast at 88.5 
FM from a transmitter located near Turner.

In April 2007 the FCC announced that 
nonprofit organizat ions would be eligible to 
apply for new full-power FM radio licenses 
during a one-week window that started on 
October 12, 2007.  The FCC has not held a 
formal filing window for NCE stations in 
over ten years, and it is speculated that this 
will be the last opportunity to apply in many 
more years to come.  The Salem Folklore 
Community, a local organization that 
promotes folk music, dance, and culture, 
submitted its application on Monday, Oct. 15.  
Karen Holman, Chair of the Salem Folklore 
Community Radio Project Committee, led 
the initiative.  

“This station would be all about community 
ownership and diversity.  While I have 

ideas for what I think would make a good 
station, it will develop and evolve to reflect 
the passions of the people that become 
involved,” says Holman.  “Within that talent 
pool, a primary goal would be to broadcast a 
wide variety of music, including local artists, 
and under-represented viewpoints that are 
not heard in the mai nstream media.” 

The FCC will likely spend many months and 
possibly over a year processing applications 
that are expected to flood in from hundreds 
of nonprofit organizations nationwide.  

For more information on the 
Salem Folklore Community, visit 
h t t p : / / w w w . s a l e m f o l k l o r e . o r g 
For more information on this potential 
Salem-based community radio station, visit 
http://www.myspace.com/radiofreesalem  
For more information on the FCC filing 
window for new noncommercial full-power 
radio stations, visit http://www.fcc.gov or 
http://www.prometheusradioproject.org

Local Organization Applies 
for a new Full-Power FM 
Community Radio Station

Bank of Salem (OTCBB: BSOG) today 
announced year-to-date net income for the 
nine-month period ending September 30, 
2007, of $3,673,000, a 10 percent increase 
over 2006.  Year-to-date fully diluted 
earnings per share are $1.11 compared to 
$1.02 per share last year.  The increase 
in net income is primarily a result of loan 
growth.  Loans grew from $182,794,000 as 
of September 30, 2006 to $195,479,000 on 
September 30, 2007.  For the same period, 
deposits increased from $171,899,000 to 
$172,306,000 and total assets grew from 
$200,979,000 to $210,847,000.  

On July 25, 2007, Bank of Salem 
announced its intent to merge with Frontier 
Bank (NASDAQ: FTBK), Everett, WA.  
The merger is expected to be voted on by 
shareholders on November 19, 2007 with 
the meeting to be held at Bank of Salem.  
The merger is expected to be completed in 
the fourth quarter of 2007.  

For the quarter ended September 30, 

2007, Bank of Salem reported net income 
of $1,167,000, a 1 percent increase over 
the same period last year.  The current 
quarter net income includes $57,000 of 
merger-related expenses incurred by Bank 
of Salem.  Without the merger expenses, net 
income would have increased by 4 percent.  
Fully diluted quarterly earnings per share 
are $0.35 per share, unchanged from the 
comparative quarter.  

The Bank of Salem had an efficiency ratio 
of 26.5% for the quarter and 24.2% year-
to-date. Year-to-date, the Bank of Salem 
posted return on average assets of 2.3% and 
return on average equity of 18.2%.  

We are pleased with the results for the 
quarter and for the year.  In addition to the 
financial performance, the Bank has added 
$70,000 to the reserve for loan losses in 
the past 12 months, increasing the reserve 
to $3,070,000.  The reserve is now 1.55% 
of total loans and exceeds the Bank’s peer 
group average.

Bank of Salem Releases 
Third Quarter Earnings

Shirley Bishop    •    Independent Associate    •    503-730-9159
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Designations Earned in 2007

RE/MAX Equity Group, Inc. is proud 
to recognize our brokers who have 
earned professional designations 

in 2007 through the National 
Association of Realtors.

Certified Residential Specialist

Kristy Tindle, CRS
503-999-4322

Roz Anderson, CRS Candidate
503-580-2600

Roger Elliott, CRS Candidate
503-569-5003

Tania Turnell, CRS Candidate
503-510-1974

Accredited Buyer’s Representative

Randy Fetsch
503-409-6453

Carrie Hamilton
503-999-4266

Melissa Miotke
503-551-7734

Lyssa Patterson
503-999-7707

Graduate Realtor Institute

Roz Anderson
503-580-2600

Trevor Elliott
503-602-1039

Chris Workman
503-881-9199

Certified Luxury Home 
Marketing Specialist

Phyllis Murray
503-910-0652

Certified Internet 
Professional

Sharon Walsh
503-551-3328

Senior Real Estate
Specialist

Kimberly Hyatt
503-910-9910

Congratulations to JIM SPARkMAn and SCott MudRICk
who have received the National Homebuilder’s Association designations 

“Residential Construction Certified” and “Certified New Home Specialist”
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Salem Chamber of Commerce
november 2007 Calendar

Information as of press time. Check www.salemchamber.org for any changes.

Let Yourself Fly...
$99 

Introductory 
FlIght lesson

503-581-4139

1420 17th St. NE, Salem 503.391.9191

Complimentary
Spa Manicure with

purchase of Spa Pedicure
Save up to $40

503.391.9191 expires 6/30/07

Complimentary
Essential Haircut with purchase of

any Organic Coloring Service
Save up to $40

Complimentary
Essential Facial with purchase
of any Spa Body Treatment

Save up to $60

503.391.9191 expires 6/30/07 503.391.9191 expires 6/30/07

www.aboveandbeyondsalonspa.com

expires 11/30/07 expires 11/30/07 expires 11/30/07

Week of October 29 - November 3 
THURSDAY 1 
Governmental Affairs Session 
Topic: Salem Area Mass Transit District 
Speaker: Allan Pollock 
Rooms A & B, 7am - 8:30am 
 
FRIDAY 2 
Greeters Networking hosted by Chamber 
Business Women 
Salem Scottish Rite Center 
4090 Commercial St SE, 8:30am 
 
Chamber Business Women Business Fair 
at Salem Scottish Rite Center 
4090 Commercial St. SE 
10am-2pm, following Greeters 
 
Ribbon Cutting 
Orchard View Veterinary Center 
1205 Capitol St. NE 
10:30am, following Greeters 
 
SATURDAY 3 
Evening d’ Elegance 
Presented by U.S. Bank 
Salem Conference Center, 6pm 
200 Commercial St. SE 
Reservations $75 each, $750 per table 
 
Week of November 5 - 9 
MONDAY 5 
Chamber Business Women Networking  
Room A, 11:45am 
 
TUESDAY 6 
Executive Team Meeting, Room C, 7am 
 

Chamber Business  
Women Networking 
Alessandro’s Ristorante & Galleria 
120 Commercial St. NE, 11:45am 
 
WEDNESDAY 7 
Chamber Business  
Women Networking 
Blue Pepper Gallery & Internet Café 
241 Commercial St. NE, 6:45am 
 
THURSDAY 8 
Ribbon Cutting 
Wildflower Design and Interiors 
5040 Commercial St. Suite C 
4:30pm 
 
FRIDAY 9 
Greeters Networking 
PGE Festival of Lights Holiday Parade 
Oregon State Fair & Expo Center, 8:30am 
 
SATURDAY 10 
Grand Opening / Ribbon Cutting 
Elsinore Framing & Fine Art Gallery 
444 Ferry St. SE 
Open House, 10am-5pm 
Ribbon Cutting, 3pm 
 
Week of November 12 - 16 
MONDAY 12 
Business News deadline 
tracey@salemchamber.org 
 
Forum Speaker Series 
Pat Casey, Oregon State University  
Head Baseball Coach 
National Champions 2006 & 2007 
Sponsored by Withnell Motor Company  
Salem Conference Center, 11:45am 
 

TUESDAY 13 
Leadership Salem 
Theme: “Legal Day” 
Sponsored by West Coast Bank 
Rooms A & B, 7am 
 
Build Your Business Seminar 
“How to Reach the  
Hispanic Demographic” 
at Winema Job & Career Center 
4001 Winema Pl. NE #200 
Continental breakfast, 7:30am 
Program, 8-10am 
Sponsored by MaPS Credit Union 
Reservations: www.salemchamber.org 
 
THURSDAY 15 
“So You Think You Can Network?” 
Presented by Kyle Sexton 
Salem Area Young Professionals 
Alessandro’s Ristaronte & Galleria 
120 Commercial St. NE, Noon 
$15 per person, online reservations at 
www.salemyoungpros.com 
 
Business Development Seminars Team 
Meeting 
Room C, Noon 
 
FRIDAY 16 
Greeters Networking 
Unitus Community Credit Union 
at Red Lion Hotel &  
Convention Center 
3301 Market St. NE, 8:30am 
 
Week of November 19 - 23 
MONDAY 19 
Past Presidents Lunch 
Room B, 11:30am 
 

Chamber Business Women Networking  
Room A, 11:45am 
 
TUESDAY 20 
Chamber Business  
Women Networking 
Alessandro’s Ristorante & Galleria 
120 Commercial St. NE, 11:45am 
 
WEDNESDAY 21 
Board of Directors Meeting 
Rooms A & B, 6:45am 
 
Chamber Business  
Women Networking 
Blue Pepper Gallery & Internet Café 
241 Commercial St. NE, 6:45am 
 
Leadership Salem  
Day Chair Meeting 
Room C, 8:15am 
 
THURSDAY 22 
Thanksgiving – Chamber office closed 
 
FRIDAY 23 
No Greeters – Chamber office closed 
 
Week of November 26 - 30 
WEDNESDAY 28 
Leadership Youth 
Theme: “It’s Your Business” 
Rooms A & B, 7:30am 
 
FRIDAY 30 
Greeters Networking 
Verizon Wireless 
Location TBA, 8:30am 
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725 Commercial Street 
SE Salem, Oregon 

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.

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


 

Hello!  My name is Jordan W. Archuletta 
and my business is making your dreams a 

reality!  Buying or selling your home can be a 
stressful, but exciting time!  As the daughter 
of two retired Navy parents, I understand all 

too well the transition process from one home 
to another.  That is why, as your Realtor, I 
dedicate my time and energy to ensuring a 

smooth and positive transaction for you and 
your family.  I am an attentative listener and 
use my problem solving skills to help you 
accomplish the needs and wants of your 
unique home buying or selling situtation.
Give me a call today for a FREE market 

anaylsis on your home or a buyers search!         
--

Jordan Archuletta, Broker
(c) 503.910.9219

www.johnlscott.com/jordana
My business is making your dreams a reality. 

I am excited about the Salem area real estate market 
and I look forward to working with all ages, from 
very young fi rst time buyers to more experienced 

down sizers. I am also involved in new construction 
with my involvement with the Crew.

I bring a knowledge of the market along with a 
willingness to work hard to fi nd what you want 

and then negotiate the best price. I enjoy working 
with and helping fi rst time home buyers. I act as a 
consultant throughout the process to fi nd the right 
house within your budget. I also have worked with 
down sizers and with my personal experience, I am 
able to assist with decisions about house size and 

confi guration. As your consultant, I work well with 
sellers in a team approach to selling their home. 
Market conditions and presenting a market ready 

home are crucial to being successful at selling your 
home. In the consultant position you are in charge 
and my job is to give you a level of service so that 

you will refer your friends and relatives to me. 
I look forward to hearing from you.

Galen Olson, Broker
503-551-6071



It’s a Good Time to Buy

Abundant Inventory

Low Interest Rates

Call one of our Residential 
Specialists Today!

•

•

•

TO VIEW OUR WEEKLY

OPEN HOUSES

visit us on the web at
WWW.JOHNLSCOTT.COM
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