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R e a d  t h e  M i d - W i l l a m e t t e  V a l l e y ’ s  F a c e s  I n  T h e  N E W S

Mr. Oregon held court in the State Capi-
tol during a special reception. " Gerry 
Frank is just one of those extraordinary 
Oregonians that as  first year legislator I 
am proud to honor today." Said an excited 
Jodi Hacke, Oregon House of Represen-
tatives, District 19. Jodi and Vic Gilliam, 
Oregon House of Representatives, District 
18, spearheaded House Concurrent Reso-
lution 20, to honor Gerry Frank. Spon-
sors include Senator Jackie Winters, Rep. 
Barreto, Bentz ,Boon, Buehler, Clem, Es-
quivel, Frederick, Hayden, Heard, John-
son, Krieger, MClane, Nearman, Smith, 
Sprenger, Stark, Weidner, Wisnant, Wil-
son, Whitt, Senitors: Courtney, Ferrioli, 
Knott, Thatcher and Thomsen,   Over  150 
invited guests enjoyed ten different flavors 
of fancy cakes from the Konditorie.

Gerry went on to say how much he ap-
preciates this special honor and that he has 
stories about everyone in the room. When 
you have touched as many lives as Gerry 
Frank in his 91 years, the stories are loved. 
It was remarkable to see so many of Gerry 
Frank's closest friends gathered to show 
their respect for Mr. Oregon. Nani Warren 
has known Gerry Frank for 90 years. "It's 
like to Gerry to have 10 different flavors of 
cake in the Governor's Office." Governor 
Kate Brown was a gracious host and loved 
teasing Gerry. Gerry Frank told Kate,"You 
are skinny..let's eat some cake now!" Maybe 
we should call Gerry Frank Mr. Humility. 
He teaches us all so much.

Gerry Frank Honored in Governor's 
Office - Humility At Its Best

Senator Jackie Winters, Rep. Vic Gilliam, Governor Kate Brown, Honoree Gerry Frank, Rep. Jodi Hacke

Bob Cegon, pg 21 John Lattimer, pg 5 Jan Boutin, pg 6Visay Boualywath, pg 7 Aaron Steach, pg 8 
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Very nice single-level home w/open plan and 
vaulted ceiling in living room. Tray ceiling in 
dining room, kitchen, & master bedroom. 
Master is large w/two closets! Gas Fireplace 
in living room.  Black granite counters in 
kitchen featuring eating bar. All appliances 
stay and are approx. 4 years old. Laundry 
room is just off kitchen. Not your “cookie cut-

ter” home! $207,995 (689408) 
Don Meyer 503-999-2381

Large updated home on cul-de-sac that bor-
ders park & Sumpter Elementary! Two mas-
ter bedrooms, 3 bedrooms up & 2 down. 
Fireplace in LR & large windows bring the 
outdoors in! Dining area & bar in kitchen. 
Upstairs laundry & 2nd fridge off kitchen. 
Massive family room down w/built in desk & 
storage island. Large rec room w/2nd utility 
& storage. Master suite w/dual sinks & van-
ity. Fresh interior & exterior paint! Hardi siding 
& brick! Recent gas furnace, tankless water 
heater and lifetime metal roof! $288,000 

(688778) Trevor Elliott 503-602-1039

9.6 ACRES IN STAYTON!
Well maintained home was featured on 
TV Food Network, Sunset Mag & New York 
Times. Year round stream, orchard, organic 
garden. Insulated warehouse/shop with run-
ning water. Paddock & tack rm for horses. 
$299,900 (691407) Rick & Ande Hofmann 

503-390-9660

Instantly Appealing! Quality abounds in this 
comfortable daylight basement home w/
formal & informal living space. Large kitchen 
w/cook island & nook, granite countertops. 
Master suite on the main w/spa tub, show-
er & WIC. Second bedroom or den on main 
also. Lower level has a family room, 2 large 
bedrooms & bath & opens out onto a lovely 
covered patio & yard. Upper deck has view of 
the city, Mt. Hood & Jefferson & offers lots of 
entertaining & quiet time enjoyment. See for 

yourself! $370,000 (690315)
Roger Elliott 503-569-5003

ROOM FOR KIDS, RVS & GARDEN!
4 Bdrm, 2 Ba, 2380 sq. ft. home on 1.20 
Acres in Turner! Kitchen has walk-in pantry. 
Huge living rm & family rm! 2 shops, green-
house, hobby room! $379,900 (689285) Rick 

& Ande Hofmann 
503-390-8000 Code# 3065

Fantastic home on quiet cup-de-sac w/living 
and family room layout! Gas fireplace in large 
vaulted living room leads to the dining and 
kitchen w/updated tile counters and prep sta-
tion. Bring the outside in through the French 
doors that lead you to patio and large backyard. 
Family room off kitchen can double as formal 
dining. Master suite is spacious and boasts two 
closets. Newer flooring, vinyl windows, kitchen 
& bath updates, fresh interior/exterior paint 

and roof make this home feel new! 
$189,900 (690509) 

Trevor Elliott 503-602-1039

Great owner/investor opportunity. Two ten-
ants occupy full building. One tenant is month 
to month other is leased until December   of 
2016. Zoned commercial office. Good use for 
doctors office and business office. Tenants 
pay utilities. Building generates positive cash 
flow at this price. $749,900 (685798) Brian 

Bemis 503-559-9410

Incredible vistas and opportunities! Majority 
of acres soil types are Jory Silty Clay Loam 
with smaller areas of Rickreall Silty Clay 
Loam, Dupee Silt Loam and Bellpine Silty 
Clay Loam. Site has been approved for acre-
age residential five-acre minimum. Property 
has electricity, well and pond. Zoning is AR5 

and FF. $645,000 (687584) 
Marilyn Shotts 503-510-2473

Woodshop! Great 1 level home in quiet cul-
de-sac close to schools and I-5! Large family 
room boasts wood fireplace. Formal dining 
and living room off kitchen. Master suite w/
dual closets and full bath. Large 3rd bedroom 
leads to large covered trex deck, w/lights and 
fan for outdoor living! Woodworkers dream 
finished shop w/dust collection system sta-
tions & climate controlled. Wood storage, 
sink & double door. Spacious RV pad & large 
backyard w/second covered deck off FR. 
Shed & chain link fence. $234,900 (690312) 

Trevor Elliott 503-602-1039

Water front property! Private park next door. 
Great room with huge windows & gas fire-
place. Gorgeous kitchen cabinets, granite 
countertops & SS appliances. Wool carpeting, 
cork, bamboo & marmoleum flooring. Master 
suite has river views, Jacuzzi tub & huge walk-
in closet. Loads of storage in 3 car garage. 
Backyard planted with numerous fruit trees 

and grapes. $285,000 (686007)
Marilyn Shotts 503-510-2473

Look No Further! Ranch Style one level home 
in a great South Salem neighborhood. Brand 
new exterior paint. Open floor plan with 
vaulted ceilings. Spacious kitchen w/ built-in 
pantry. 3 bedroom, 2 bath with large Master 
w/ walk-in closet. Tub/shower combo in both 
bathrooms. Indoor laundry room. Large deck 
for entertaining, fenced yard and fully land-

scaped. Gas heat and air conditioning.
$179,900 (690863)

 Brian Bemis 503-559-9410

INTEGRITY

INTEGRITY
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OYSTER PERPETUAL SUBMARINER DATE

rolex  oyster perpetual and submariner are trademarks.

“The future belongs to those who believe in 
the beauty of their dreams.”

- Eleanor Roosevelt 

Dream big, dream in color and make a place 
in your life for the dreamers for through 
them we see dreams come true.

This inaugural issue of Salem Magazine is 
about our dreamers, our builders, our past 
dreams being rebuilt, our present dreams 
being seen and our dreams for the future be-
ing created.  

Our City of Salem is vibrant and growing; 
a home for designers, creators, and build-
ers.  Our buildings are historic and beauti-
ful.  They were built by dreamers, to provide 
a backdrop of beauty to our vibrant business, 
retail and dining establishments.  In this in-
augural issue of Salem Magazine we see the 
dreams of the past rebuilt in Downtown Sa-
lem.

The beauty of our City is a beauty of which 
to dream.  Our natural landscape, our artists, 
our buildings all provide a palette from which 
we bring forth the beauty that is Salem.  We 
are introduced to the art of photography as 
we see the present beauty of Salem through 
the eye of Ron Cooper and his camera.  

The people of Sa-
lem, their dreams, 
their lives, their 
passions are the fu-
ture of Salem.  We 
are given a glimpse 
of the beauty of our 
spirit through the 
fashion and style of 
our Downtown de-
partment stores and independent boutiques, 
the beauty of our lives built upon the founda-
tion of hearth and home and the beauty of 
Salem as a jewel in the crown of Oregon as 
lived and revealed by dreamer and entrepre-
neur Gerry Frank.

In Salem Magazine we are introduced to 
Salem – its history, its people, its passions 
and its dreams.  As Mayor of our beautiful 
City of Salem I am pleased to introduce you 
to Salem Magazine and hope that you will 
share with us the dream that is Salem.

Anna M. Peterson
Mayor, City of Salem

Salem Magazine is available at Roth’s, oth-
er fine retailers, and select Mid-Willamette 
Valley circulation partners.t

Mayor Anna Peterson 
Welcomes Salem Magazine

Tracy Mize
Nail Artist/Technician

503-269-1908
Text for Schedule

Tonya Anderson
Hair Artist

503-551-6125
Tuesday-Saturday

andersontonya2@gmail.com
For Schedule go to :

mindbodyonline.com/clientsHistoric Reed Opera House
Downtown Salem

189 Liberty St NE, Suite #211B
{by appointment only}
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WANT TO PROFIT 
FROM HVAC 
ENERGY SAVINGS? 
BRING US IN.
Whether you run a multi-building operation or a mom-and-pop 
shop, upgrading to energy-efficient systems can save you money. 
Energy Trust of Oregon has the expertise and a network of 
specially trained contractors to get the job done—and our cash 
incentives help make it affordable. 

+
SAVE ENERGY. BRING US IN. 
Visit www.energytrust.org/BringUsIn   
or call 1.866.605.1676. 

Serving customers of Portland General Electric,  
Pacific Power, NW Natural and Cascade Natural Gas.
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Adopting the annual budget is one of the 
most important responsibilities for coun-

ty government. It is a policy document that 
translates into dollars and cents the person-

nel, materials, services, 
capital outlay investments, 
and other items needed to 
deliver services to our resi-
dents. 

On June 2, I opened 
Marion County Budget 
Committee hearings with 
the annual Budget Officer’s 
Message. Over the next 
two days, departments 
presented their budgets to 
the Budget Committee for 
approval and the commis-

sioners formally adopted the fiscal Year 2015-
16 budget on June 17. County staff went above 
and beyond to deliver a budget that respon-
sibly invests public funds for essential public 
services. 

The FY 2015-16 budget continues our long-
term commitment to sustainable programs 
and staffing levels, as well as recommenda-
tions for one-time investments in our infra-
structure. We are continuing to fund programs 
at current service levels. The total adopted 
budget for FY 2015-16 is $376,790,395 with a 
General Fund of $87,432,766. 

The commissioners’ priority is public safety, 
which receives 77% of general fund operating 

revenue. This includes funding not only for 
the Sheriff’s Office, but also the District Attor-
ney’s Office, Juvenile Department, and Justice 
Court. This year we will add three additional 
Parole & Probation deputies, a bilingual fam-
ily violence response coordinator, and install a 
paperless records management system in the 
Justice Court. We are always looking for ways 
to create efficiencies and improve our service.

We are setting the stage for large capital im-
provement projects that includes building re-
model and repairs at the Health Department, 
repairs at the Jail, and new Juvenile admin-
istration and Parole & Probation buildings. In 
cooperation with Salem-Keizer Transit we are 
paving a new bus stop at the jail. Other invest-
ments include a variety of technology systems 
and equipment and contingency for unfore-

seen needs. 
To complete the remodel and repairs at the 

Health Department building we will need to 
relocate several client services. We are cur-
rently in the process of securing leases in the 
Salem area and will provide regular updates 
on our website, www.co.marion.or.us, as the 
project progresses. 

This year we are also planning significant 
investments in our information technology 
systems. We will replace an aging case man-
agement computer system in the District At-
torney’s Office and are purchasing a new bal-
lot sorter and making upgrades to the voting 
system in the Clerk’s Office. We are in the final 
phase of a redesign of our website. The new 
website will include a whole new look and feel, 
but more importantly makes information on 

our website easier to locate. Popular features 
like Report-A-Pothole will remain along with 
new features like a countywide meeting and 
events calendar. 

These are just a few highlights from our 
budget. With 15 departments and more than 
1,500 full and part-time employees, it’s impos-
sible to cover everything. I encourage you to 
the review the full Budget Message and the FY 
2015-16 Adopted Budget, which is posted on 
the county website at www.co.marion.or.us/
BOC/budget. Don’t hesitate to ask if you have 
questions about the county budget or budget 
process. 

John Lattimer is Marion County’s Chief 
Administrative Officer. He can be reached at 
(503) 588-5212 or jlattimer@co.marion.or.us. 

Marion County Budget Highlights

JOHN LATTIMER
MARION 
COUNTY’S 
CHIEF ADMIN. 
OFFICER

In March, Oregon's unemployment rate fell 
below the U.S. rate for the first time since 
1996, dropping to 5.4 percent, from 5.8 per-
cent in February. The U.S. unemployment 
rate was 5.5 percent in March. While the 
difference between the Oregon and the U.S. 
March unemployment rates was not statisti-
cally significant, the fact that Oregon's rate 
is below the nation's shows how much the 
state's economy has improved over the last 
year. 

Reflecting an improving economy, Or-
egon's unemployment rate dropped sub-
stantially over the past 12 months; in March 
2014, Oregon's rate was 7.1 percent. 

This winter, two factors benefitted Ore-
gon's economy relative to many states. First, 
Oregon's weather was unusually mild during 
much of the first three months of the year, 
while many economies in the northeastern 
U.S. were hit hard by severe winter weather. 
In the short term, the weather boosted Or-
egon's employment in weather-dependent 
industries above normal levels. And second, 
the plunge in oil prices since mid-2014 led 
to lower gasoline and other fuel prices which 

Continued on page 12

Oregon's 
Unemployment 
Rate Fell Below 
The U.S. Rate
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JEANNE P. ATKINS
SECRETARY 
OF STATE

In June, Oregon surpassed 500 businesses 
that have registered as Benefit Companies 

under a new designation 
that became available less 
than 18 months ago.

The number of business-
es registering as Benefit 
Companies grows every 
week and includes compa-
nies from dozens of com-
munities across Oregon.

An up-to-date list is avail-
able on the Oregon Secre-
tary of State’s website.

Oregon is a hotbed of socially conscious 
entrepreneurs looking for a new way to con-
duct business. The exponential growth in the 
number of Benefit Companies is evidence of 
that. 

One great example is Living Room Realty. 
Owner and founder Jenelle Isaacson wanted 
to become a Benefit Company because of her 
belief that you build a business by building 
community one great neighbor at a time. It 
was an extension of her company’s social, 
environmental and ethical values. The desig-
nation allows her to recognize the hard work 
of her staff, who are dedicated to doing busi-

ness with heart and meaning, not just for a 
paycheck.

House Bill 2296, which established a new 
way for businesses to organize to help cre-
ate high quality jobs, went into effect Jan. 1, 
2014. It was approved by a bipartisan major-
ity of the 2013 Oregon Legislature. Under 
Oregon’s law, Benefit Companies enjoy legal 
protection to create value for society, not just 
shareholders, while meeting higher stan-
dards of accountability and transparency.

A Benefit Company is a new kind of busi-
ness legally required to: 1) create a materi-
ally positive impact on society and the en-

vironment; 2) expand its fiduciary duties 
to require consideration of the interests of 
workers, community and the environment; 
and 3) publicly report annually on its overall 
social and environmental performance using 
comprehensive, credible, independent and 
transparent third party standards. B Com-
pany status offers businesses more freedom 
to define success and provides legal protec-
tion for those looking to pursue a corporate 
purpose other than exclusively maximizing 
profits for shareholders.

Are you going to be Oregon’s next Benefit 
Company?

A New Kind Of Business Is Blossoming In Oregon: Benefit Companies

JAN MEEKCOMS
NFIB 
OREGON STATE 
DIRECTOR 

Forget Ashland. The waning days of the 
Oregon Legislature are providing as 

much drama as The Bard, with plenty of 
long knives and life-threatening injuries and 
surely some deaths.  The injured and threat-

ened  -  small business 
owners in Oregon.

Bills thought dead 
sprang back to life, with 
some becoming law. The 
audible sighs of relief 
Oregon’s business com-
munity breathed at the 
beginning of June turned 
to gasps of horror by 
month’s end. The take-
away message from this 
real-life play: “Employers 
Beware!” 

It’s death by a thousand regulations.  Let 
me count the ways:

1. House Bill 2007 – now law – was beauti-
fully sold as a way to protect employees who 
harmlessly compare pay stubs from evil em-
ployers wanting to punish them for it, but 
provisions in the measure go far beyond that. 

2. House Bill 2960 – now law - puts the 
state in the business of managing the retire-
ment of private-enterprise employees with 
mandated requirements upon the business 
owner. This considered one of the most ir-
responsible laws ever to be borne via the 
Oregon legislature. Coming off of the $300 
million taxpayer loss of Cover Oregon, the 
legislature majority decided this was another 
dandy idea to pioneer. This was signed into 
law prior to determining the legal feasibility 
or the cost to the state and all without any 
legislative oversight.  Cautionary steps other 
states have taken – but not Oregon!  Why 
should that matter? We’re the state of Or-
egon, and we always know what’s best.

3. Senate Bill 454 – now law - mandates 
that every business in Oregon with 10 or 
more employees (Portland is grandfathered 
in at 6 employees) must provide a minimum 

of 40 hours of paid sick leave for full-time 
and part-time employees.  Those small busi-
nesses with less than 10 employees must pro-
vide an equal amount of unpaid sick leave.  
This will cost the most vulnerable small busi-
nesses millions in the next biennium.

4. House Bill 3025 – now law – bans the 
box on job applications that asks if the ap-
plicant has ever been convicted of a felony.  
It may be asked under certain circumstances 
and through an exact process that the em-
ployer must know and execute or BOLI will 
come a-calling.  This is yet another regula-
tion binding the hands of the business owner 
who wants to create a safe space for his cus-
tomers, employees, service providers and the 
public.

5. Last but not least is the minimum wage 
debate with House Bill 2012 selected out of 
the eleven bills offered this session relating 
to minimum wage.  Minimum wage would 
increase by $1.00 per hour each year to $13 
per hour in 2018.  An important note is it 
would repeal the state-wide preemption on 
minimum wage allowing Oregon’s 242 cities 
to each select a wage of preference should 
they so choose creating a business night-
mare.   It was an interesting “public hearing” 
in the legislature as only invited testimony 
was allowed and only those who supported 
the measure were invited.

Has there been a more arrogant, impe-
rial Legislature in the history of Oregon? 
The business climate here hasn’t been all 
that good for years. It has just been made 
substantially worse. Perpetrators of this re-
newed era of central planning will no doubt 
blame outside forces beyond their control 
when things start to go wrong, but “the fault, 
dear Brutus, is not in our stars, but in our-
selves.”

Jan Meekcoms is Oregon state director 
for the National Federation of Independent 
Business

Salem Shakespeare 
Festival at State CapitolSummer is a perfect time for a walk through 

the historic village of Neskowin on the Ore-
gon Coast.

Pick up a copy of Jan Boutin's book. A Cot-
tage Walk Through Neskowin. Jan's beauti-
ful sketchbook leads you through the flower 
filled hamlet as you follow illustrations and 
historic information about each cottage 
along the way.

Jan Boutin's books and note-cards are 
available in Salem at Janet Ogdahl's Ma 
Valise and in Neskowin at the Neskowin 
Tradinging Co.

Jan Boutin is a popular Salem author and 
historian. Her recent Oregon's Own Gerry 
Frank, His Family, Friends and Fond Memo-
ries sketchbook is still available in limited 
print. 

Take A Cool Cottage Walk 
Through Neskowin This Summer

Jan Boutin, popular Salem author and historian
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BILL ISABELL
AT LARGE

From Nong Khai, Thailand to McMin-
nville, Oregon, then to Salem, Visay Nag-

gi, with a great family and great friends hap-
pily exclaims, “I’m going to retire doing this” 
! Like some of you readers, she’s come a long 
way, through some troubled times and tough 

circumstances beyond her 
control to be where she is 
today.

Visay Boualywath was 
born in 1975 in Nong 
Khai, Thailand, a town 
lying about 400 miles 
north of Bangkok on the 
Mekong River and only 15 
miles from Vientiane, the 
Capital of Laos. Her fam-

ily roots include Laotion, Vietnamese and 
French.

In Thailand, her mom, Moui, was in the 
nail business and owned some property. Her 
dad, Phokham, was in the Laotian military. 
They had to take unusual precautions back 
then because of an on-going threat from the 
Laotion Communist. Dad’s military associa-
tion had to be hidden. 

Visay’s the youngest of four, three sisters 
and a brother. Sister, Say, who’s quite the 
tennis player, lives in Salem and works for 
Truitt Brothers, Inc.

Sister, Vinnie, works in the hair styling 
business in Beaverton.

Sister, Lomsack, is an engineer in Portland 
and brother, Seth, is an engineer in Beaver-
ton.

The family moved to McMinnville in 1976 
when Visay was only one year old. They were 
sponsored by her aunt Mai and uncle Phil 
Shrieber. They met while Phil was in the mil-
itary in Thailand, then moved to the United 
States in the 70s.

Visay and her family then moved to Salem 
shortly after their arrival when her dad got 
a job here as a mechanic. Unfortunately, her 
mom and dad separated during their first 
year in the US. Visay’s mom went on to work 
15 years for a blade making company named 
CREDO in Woodburn. Her dad passed away 
about five years ago.

Naggi attended Washington Elementary 
School. A number of Asian children were 
taught there. Her life was somewhat tough 
as she struggled to identify with one of the 
Asian cliques.

Meanwhile, her mom remarried. Unfor-
tunately, her stepdad was quite abusive to 
her mom and to the children. That created a 
home environment so bad that she frequent-
ly found ways to avoid being there. By the 
time she was about 8, and on through high 
school, she was practically living at the Boys 
and Girls Club. When she couldn’t be there, 
she was often staying in a friends basement. 
She attributes the Boys and Girls Club with 
saving her life and helping her keep a posi-

tive attitude under awful circumstances. Her 
step-father passed about 5 years ago.

One thing Visay’s certainly familiar with is 
moving. Her family moved about 16 times 
from the time they arrived in the U.S. until 
middle school!

She attended Parrish Middle School and 
then North Salem High School. Those were 
some difficult teen years for her. She was a 
bit scrappy. In fact, she says she had about 10 
fights during those years and was kicked out 
of school after one of them. But, while living 
in a friend’s basement, she had an epiphany. 
A sophomore at the time she made a serious 
vow to change her life. 

Her sister, Say, who was, in her words, “my 
rock”, had heard her say that before and, in 
her opinion, this was “déjà vu all over again”. 
When told of Visay’s upcoming change, Say 
responded with, “yea, sure you are”. Visay 
concluded from that response that she was 
just going to have to prove it over time. And 
prove it she did.

Visay remembers some teachers, during 
middle and even high school, kept telling 
her what she could not do instead of inspir-
ing her with what she could do. And what 
she “could do” started right then and there 
in her sophomore year. She went on to take 
college courses during those final two years 
at North and even carved out time to play on 
the varsity tennis team. She proudly gradu-
ated from North in 1994.

After high school, not knowing what she 
wanted to be, Visay took a job doing credit 
and background checks for a landlord for a 
short time then got into banking with U.S. 
Bank. That lasted for 9 years. 

From there, in 2005, she moved into resi-
dential real estate with Prudential. That last-
ed until the big economic bust around 2007 
so she went back to banking. But as bad as it 
seemed at the time, that was the year her life 
as a single woman would change forever for 
the better.

In 2007, she attended a “women’s football 
camp” at Willamette University. The camp’s 
goal was to teach women, who didn’t know 
much about it, the game of football. As she 
was checking in, she asked Willamette’s De-
fensive Coordinator, Nate Naggi, who had 
help organize the event,, “Are we going to 
tackle some chicks today or what”? He re-
plied with a serious, “no” and that was that. 

Ironically, Visay says that something about 
him during that brief encounter actually 
caused her to think to herself, “I’m going to 
marry this guy”! Two years later, she would 
find out at a reunion of the women at the 
camp that they all thought the two of them 
made for a great couple. As you’ll see, they 
turned out to be right!

Nate, she says, would say that she stalked 
him. In any case, there was a mutual number 
exchange before the end of the camp. They 

communicated about a week later and had 
their first date at Bentley’s. She felt like she 
was being interviewed but found out later 
that was because Nate didn’t like to have any 
dead time on a date.

Nate asked her to marry him in 2009 and 

they were married in 2010. The ceremony 
was conducted at Jesuit High School where 
Nate’s dad, Jim, was vice-principal. Having 
then known Visay for about 15 years, my 
daughter, Taylor, and I were in attendance. 
It was one of the most beautiful weddings 
I’ve ever witnessed.

And, as I digress, for Taylor and me, one 
of the fringe benefits was the opportunity to 
meet two of the Oregon Ducks football leg-
ends, Justin Wilcox, now the defensive co-
ordinator at USC, and Peter Sirman, 6 years 
with the NFL Tennessee Titans and now, line 
backer coach at USC. 

Nate was a linebacker at Oregon with the 
two of them and graduated with a BA in Eng-
lish in 1999. He went on to be a graduate 
assistant coach at the University of Oregon 
during the 2001 and 2002 with the Joey 
Harrington led Ducks team. Justin and Peter 
were part of the wedding ceremony.

Following the wedding, Visay continued to 
work in banking and a few other things while 
figuring out what she wanted to do for good. 
In 2014, she saw something about Nathan 
Levin Company’s Commercial and Indus-
trial Real Estate on Face Book. They were 
accepting resumes. She submitted one and 
was hired on the Commercial side in June 
(visay@nathanlevinco.com or phone 503-
999-3601 or 503-581-8098).

Owner, Nathan Levin, has been successful 
in the real estate business for over 40 years 
and is one of the tops in the area. His compa-
ny at 2741 19TH ST SE specializes in the sale 

and leasing of commercial, industrial, and 
investment real estate in the Salem area. He 
manages over a million sq feet of property! 
Visay says, “he just knows how to connect to 
this community”!

Naggi says that Levin has, in her mind,” 

taken her under his wing”. “I think he works 
in his sleep”, she says. According to her he 
goes out of his way to help all of his employ-
ees find success and she loves it there!

Visay has a daughter, Valarie, 20, and 
a son, Paul, three. According to her, Paul 
learned the “three point stance” from Nate 
when he was about one.

Naggi loves fly fishing alone (Nate not so 
much), crabbing, family, reading and em-
ploying a constant improvement strategy in 
everything she does in life.

She enthusiastically volunteers, along with 
the Nathan Levin Company, for the well 
known Habitat for Humanity of the Mid 
Willamette Valley! It’s been operating in 
this area since 1991, and, as you all probably 
know, is part of a global, nonprofit housing 
organization.  

As for what the future holds for Nate, whose 
been coaching at Willamette since 2005, he 
would like to one day coach at the D1 level. 

So, if you’re in the market for commercial 
property, check Visay Naggi out. If you’re 
looking at the sale and leasing of industrial, 
and investment real estate in the Salem area, 
check with Visay there too. She’ll point you 
in the right-for-you direction. 

Visay Naggi couldn’t be happier working in 
commercial real estate here in Salem.  “I’m 
going to retire doing this”, she exclaims! And 
she means it. What a sweetheart! Give her a 
call!

Bill Isabell is chief meteorologist for Sa-
lem’s First Choice, KBZY Radio, 1490am 

“I’m Going To Retire Doing This”!

Visay Boualywath, Nathan Levin Co. Broker
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Getting To Know One OF  The Owners Of 
Simply Grand - Q&A with Aaron Steach

Why did you decide to open a new location?

I grew up in West Virginia, and in every shop-
ping mall there is a special occasion store. We 
didn’t have anything like that in Salem, and 
now we do. This was my dream 5 years ago, 
to build a great business that focused on the 
more glamorous things in life, like prom, pag-
eants, military balls, and etc. However, I al-
lowed someone to talk me out of my dream. I 
allowed someone to take my individuality and 
ideas, and use them for their benefit, funny 
they still are using my ideas more 
than a year later. This year I finally 
had had enough, and here we are 
today. There’s a quote that sums 
it all up, “If you don’t build your 
dreams, someone will hire you to 
build theirs”. For all the dreamers 
out there, make sure you stay true 
to you; don’t ever let someone ma-
nipulate your visions to suit their 
needs.

Greatest accomplishment so far?
Being able to look at my business 

partner Kathi, and say, “I told you 
so”. I know that probably sounds 
very cocky and condescending, 
but it’s not meant that way. Kathi 
has been in the Bridal business for 
over 15 years, so for her to step out 
on a limb and gamble was a huge 
risk. We had 3500sq ft. to fill with prom dress. 
That’s a lot of dresses. However, in the end we 
far exceeded our goals. I don’t believe there are 
more than a handful of dresses in the store to-
day that were there the day we opened.  When 
we first opened the doors there were more 
than 500 dresses in stock.

How has the location benefited you?

The Salem Center Mall has been an ideal lo-
cation.  Our success here has been so phenom-
enal that we are closing for the first week in 
June to remodel and consolidate both stores. 
This mall sees over 1.2 million people per year. 
The exposure is unparalleled to any other re-
tail space in Salem. Showcasing at the mall has 
given us a customer base that we would never 
have seen in a small freestanding boutique in 
downtown Salem. We are open every day of 
the week with easy free covered parking. For 
the millennial population, the mall is always 
the first stop when looking for a prom, home-
coming, or any social occasion wear. For the 
young ladies getting married, the first stop is 
choosing rings and we are maybe 50ft from 
three popular nationwide jewelry stores. For 
the ladies looking for dresses for the mothers 
of the wedding party, proms, formal galas, 
military balls or any special occasion,  we are 
located near to Nordstrom, J.C.Penney, and 
Macy’s, which are typically the first places peo-
ple browse for dresses. With our mall location 
and our existing location combined we have 

met last year’s total sales in the first 5 months 
of 2015.

Simply Grand goals for the future?

To continue to grow, without losing person-
alized attention to each customer. To maintain 
happy and healthy and prosperous employees. 
I think many employers forget that without 
happy employees, your business is nothing 
more than a space full of products that you 
own. The most important thing I ever learned 
from an employer, is how not to treat your em-
ployees. I once had an employer that would 
deduct money from our monthly goal driven 

bonus if we ordered something incorrectly. I 
figure if you have to take money from your em-
ployees, you are a pretty terrible human being. 
Employee input is valuable, their happiness is 
essential to their demeanor, their demeanor is 
essential to sales. I think you understand my 
point. Credit for doing something spectacular 
is by all means very important to me, I know 
what I can do, and I don’t need to hear the 
praise for something great, but when I was 
merely an employee I needed that recognition. 
So when my employees do something amaz-
ing, they get noticed and rewarded, not with 
gold stars, but things like Starbucks gift cards 
and well earned bonuses.

What sets you apart from everyone else?

I like to think our willingness to work with 
each and every consumer individually is built 
into our business plan, but also our want and 
desire to build strong relationships within 
this community is paramount. We are a more 
civic minded business, granted, like most small 
businesses we cannot just give away the store, 
but we can reach out and make a difference. 
Most recently we chose to take $20 from each 
gown sale in April to donate to the programs 
affected by the fire at South Albany High 
School. We also work with PCL to provide a 
stable work environment for those with  spe-
cial needs.

Have you had any moments of doubt or 
disappoint?

I think all business have moments where 
they have doubt themselves, their services, 
and their products. Doubt is inevitable, so you 
just do the best you can and hope your best is 
enough. As for disappointment, only one that 
really stands out to me, the Miss Marion-Polk 
Scholarship program. We offered a generous 
amount of cash, as well as, an entire competi-
tion wardrobe for the winners of the programs 
annual pageant. Only to be turned away be-
cause there is already a wardrobe sponsor on 
the state level. However, there are numerous 

photographers, hairdress-
ers, make-up artists, and etc. 
that sponsor these types of 
programs on the local level 
all over the state. As I said 
earlier, we want to be a more 
civically minded small busi-
ness, and well…….There is 
always a non-profit needing 
assistance.

Is there anyone that is di-
rectly responsible for your 

success?

Oh, most definitely. As 
I mentioned my business 
partner Kathi Gustafson, she 
keeps us level. Without her 
none of this would be possible. 
She saw my vision, said “let’s 
do it,” and the rest is what 

you are seeing today. One of our favorite sales 
reps Janet Fulder from MonCheri said it best, 
“Aaron you have the great vision, Kathi has the 
great business experience, and together you 
make one heck of a team,” and she was totally 
correct. Getting this store together was not an 
easy process. The stress was overwhelming at 
points.  My partner Greg made sure that when 
I came home, life was easy. Greg works for the 
City of Salem in Public Works. We know that 
is not the most glamorous of jobs. No matter 
what happened in his day, how tired he was, 
what tomorrow entailed, he has always there, 
and still is making sure my world is moving as 
smoothly as possible.

A few years ago I met the most amazing tailor. 
We worked together before. When we decided 
for sure to open Simply Grand, I called her and 
asked, “Brenda, want to get back in the game?” 
She did not hesitate to say  “Yes”. Without her 
expertise with a needle and thread, this store 
would not function as successfully. Brenda is 
truly brilliant. Most importantly, the consum-
ers. The outpouring of support from everyone 
we have met so far has been a simply grand 
feeling. From loyal customers I have met over 
the years I have spent in this industry to those I 
just met this season, it has been amazing.

There is an art to what we do at Simply 
Grand. Just ask the beautiful people that wear 
our fashions. They will tell you "It's not easy to 
be fabulous.".

Simply Grand, Q&A with Aaron Steach

Aaron Steach, Simply Grand

Starting tomorrow, July 1, recreational 
marijuana becomes legal in Oregon for 
adults 21 and older. But there are limits.

The What’s Legal? public education cam-
paign (www.whatslegaloregon.com) pro-
vides basic information about what is and is 
not permissible under Measure 91, the voter-
approved initiative passed last November.

Using the slogan “Educate Before You 
Recreate,” the website is part of a larger 
campaign that launched two weeks ago and 
includes a social media campaign; radio, 
newspaper and digital ads; and a toolkit 
with posters, a video, shareable social media 
posts and other materials (including those in 
Spanish) that can be shared and downloaded 
from the website.

People can also connect with the campaign 
via facebook.com/whatslegalOR (Facebook) 
and @whatslegalOR (Twitter and Insta-
gram).

“We have received a lot of positive feedback 
and overwhelming interest from people who 

have found the website a great help in under-
standing the basics of Measure 91. In just the 
first week, more than 50,000 people visited 
the website, and 30,000 people viewed the 
campaign video,” said Steve Marks, execu-
tive director of the Oregon Liquor Control 
Commission (OLCC), which financed the 
campaign. “We know that Oregonians clear-
ly want this information. We also know that 
questions about what Oregonians can and 
cannot do are going to continue. As we move 
beyond July 1, the information on the web-
site will continue to be updated so that it’s as 
relevant and helpful as possible.”

The campaign features those aspects of the 
law that Oregonians are most curious about, 
while also providing a full FAQ for more spe-
cialized questions. Key information points 
include:
• You can possess and use recreational mar-

ijuana if you are 21 and older. If you are 
younger, it’s illegal.

• You can use recreational marijuana at home 
or on private property. Public use is illegal.

Oregon’s 
Recreational 
Marijuana Laws 
Go Into Effect

Marajuana, Continued on page 21
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If you are looking for your numbers to tell a 
story, you are not alone. Clients trust us to 
provide reporting and analysis that spot trends 
and crystalize insights about their business. 
Monthly per- formance metrics chosen by 
the client are delivered along with standard 

financials to provide both compliance and op-
portunity to fine tune their business. Based on 
the numbers, not just their "gut", these owners 
and managers have come to rely on this clar-
ity. It is how big business has been doing it, let 
us put the power in your hands. 

SERVING SMALL BUSINESS SINCE 1981 

July, 2 Public Policy Session
July, 3 NO GREETERS - Honoring Independence Day
July, 9 CONNECTforLUNCH
July, 10 Greeters Networking - Hosted By: Marion County Fair
July, 14 CONNECTforLUNCH
July, 17 Greeters Networking - Hosted By: Salem-Keizer Volcanoes
July, 23 CONNECTforLUNCH
July, 24 Greeters Networking - Hosted By: Orupa
July, 27 Chamber Business Women
July, 28 CONNECTforLUNCH
July, 31 Ribbon Cutting - Enligtened Theatrics
July, 31 Greeters Networking - Hosted By: Project Design Group
Auguest, 6 Public Policy Session
August, 7 Greeters Networking - Hosted by: Salem Area Chamber of Commerce
August, 14 Greeters Networking - Hosted By: HomeSmart Realty Group

Calendar of Events

ALEX RHOTEN
PRINCIPAL 
BROKER,  
COLDWELL 
BANKER 
COMMERCIAL 
MOUNTAIN 
WEST 
REAL ESTATE

First, the basics ... 
Certain types of 

properties are eligible to 
exchange into another 
"like-kind" property al-
lowing deferment of any 
capital gains and/or loss-
es. Prior to a sale, an Ex-

change Facilitator would 
work with an escrow agent 
to prepare for Closing of 
the first property. After 
Closing, the proceeds of 
the initial sale are held in 
an account by the facilita-
tor. The seller then has 45 

days to "identify" a replacement property. 
Closing of the replacement property must 
occur within 180 days of identification. 

As the economy improves, 1031 Exchang-
es become more prevalent. Many property 
owners (whether it is an individual, corpora-
tion or other entity) have chosen to use the 
exchange process to grow their investments 
or diversify while not paying immediate 
capital gains. One of the biggest challenges 
during an exchange can be identification and 
closing on the exchange property within the 
specific timeframes required by the IRS. If 
any one of the dates is missed, the exchange 
can be nullified thereby creating a capital 
gain or loss liability. Often times, savvy in-
vestors will begin looking for a replacement 
property well in advance of the initial sale. 

There are times when a Seller should 
consider not entering into an IRC 1031 Ex-
change. The most common situation would 
be in the event of a death or within an es-
tate sale. Other times, the ownership doesn't 
want the management challenge and choos-
es to simply pay the tax or complete the sale 
with seller financing. If the owner can pro-
vide financing, it may create an installment 
sale which creates a stream of income at 
a specified interest rate. 

Within the commercial real estate arena, 
there are numerous options when consid-
ering buying or selling a property. It's al-
ways important to have an experienced team 
of professionals in place before any decisions 
are made. Your team may include a partner, 
CPA, attorney and a qualified commercial 
real estate broker. Each team member is cru-
cial to a successful closing and to the build-
ing of your investment portfolio.

Please contact our office at (503) 587-4777 
for data specific to your commercial property 
needs. www.CBCRE.com

‘When Is It 
A Good Time 
To Consider 
An Irc 1031 
Exchange?

ODOT previews 
OReGO at kick-
off event

10:30 a.m. Wednesday, July 1, at the Vera 
Katz Eastbank Esplanade, at the foot of S.E. 
Salmon Street, east of Water Avenue, in 
Portland, Oregon. Paid and street parking 
available. 

The Oregon Department of Transporta-
tion and OReGO account managers from 
Sanef/IMS, Azuga and Verizon Telematics 
will demonstrate how simple and easy it is 
to sign up for and use OReGO, Oregon’s new 
pay-by-the-mile 
road usage charge 
program.

Celebrate the of-
ficial July 1 kick-
off of OReGO, the 
nation’ first pay-
by-the-mile road 
usage charge pro-
gram. OReGO will 
be available ex-
clusively to 5,000 
drivers who will 
pay only for the 
miles they drive 
on Oregon’s roads 
and bridges in-
stead of paying the 
per-gallon gas tax 
at the pump.

On July 1, Orego-
nians can enroll 
their vehicles in 
OReGO by choos-
ing from among 
three private ac-
count managers using a simple online sign-
up. When they receive their mileage report-
ing device in the mail, they’ll just plug it in to 
the OBD-II port under the driver-side dash-
board and pioneer a new, fairer and more 
sustainable way to fund maintenance and 
improvements for Oregon’s state highways, 
city streets and county roads.

Choose your provider. Plug in your device. 
Drive. It’s that simple.

Washington, California, Idaho, Colorado 
and other states are considering similar 
pay-by-the-mile road usage charge systems. 
Oregon had conducted two pilot projects to 
test road usage charging, which led the 2013 
Legislature to create the OReGO program 
and launch it statewide to enroll up to 5,000 
volunteer vehicle owners starting July 1.

For more information: Visit www.my-
OReGO.org, call (503) 986-3903, or email 
michelle.d.godfrey@odot.state.or.us.

 OReGO, 
Oregon’s 
new pay-

by-the-
mile road 

usage 
charge 

program.
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ZACH FISCHER
Commer. & Residential 
Sales & Leasing
Oregon Licensed Broker

KRISTA TERLECKI  
Oregon Licensed Broker

ALEXANDRA AGUIAR
Residential Specialist, 
Oregon Licensed Broker

BO RUSHING
President/CEO
Oregon Licensed Broker

CHRIS LYNDE
Construction MGR,
Director of Operations, 
WVPM

JESSICA RUSHING
Marketing Director

JARED HAMBROOK
Director of Property 
Management,
Oregon Licensed Broker

BARB NORRIS
Oregon Licensed Broker

ALI MORRISON
Commercial Sales & 
Leasing,
Oregon Licensed Broker

For Lease—Former Northside Speakeasy now available! 1,560 
SF, located at 2505 Liberty Rd NE, co-tenants include Star-
bucks, Donatello’s Pizza  (opening December 2014), Spin City 
Laundromat (Opening January 2015) and First Choice Chiro-
practic! Space is built out for restaurant/bar use. Terms nego-
tiable. Contact Bo Rushing or Ali Morrison at 503-588-8500 or 

(503) 689-3652 with any and all interest!

For Lease—3660-3670 River Rd N. Two spaces available, can be 
combined for contiguous use. Co-tenant includes Tan Republic. 
Directly across the street from Burger King. Spaces are 1,455 
and 1,608 SF respectively and are built out for office use. Great 
parking and visibility. Contact Bo Rushing or Ali Morrison at 503-

588-8500 or (503) 689-3652 with any and all interest!

For Lease—Two End Caps in Stayton: Former Quizno’s and 
former frozen yogurt shop now available. This beautiful cen-
ter is directly across from Stayton and Regis high schools. 
Co-tenants include Muchas Gracias, Papa Murphy’s Pizza 
and Spin City Laundromat (opening Jan 2015) Quizno’s is 
turnkey ready. Contact Bo Rushing or Ali Morrison at 503-

588-8500 or (503) 689-3652 with any and all interest!

Remove second and change to: For Lease—290 Moyer Lane 
NW Salem  IC zoning allows for a wide variety of uses. Office, 
medical, church, non-profit, the list goes on!!! Owners are flex-
ible and are willing to work with possible tenants on lease 
rates, configurations, tenant improvement packages etc. Ask-
ing lease rate is flexible $15.00 - $24.00 PSF depending on 
size, tenant improvements etc. Please call Bo Rushing (503) 

588-8500 or Zach Fischer (503) 508-7178 for further info.

For Sale—investment property now available for $1.8 mil-
lion! Trailer Park Village located at 4733 Portland Rd Salem. 
Great potential for improvements, 5 tax lots consisting of 3.69 
acres with 46 single spaces, 1 double space, storage build-
ings, house, RV storage, laundry facilities and community rest-
rooms. Solid income history. Please do not disturb manager or 

tenants. Contact Bo Rushing or Ali Morrison at 
503-588-8500 or (503) 689-3652

For Sale—37627 Crabtree Drive, Crabtree HUGE PRICE 
REDUCTION! Now listed at $199,900. Well maintained 
historical building with large commercial space (formerly 
a tavern), large remodeled downstairs apartment, ample 
upstairs and downstairs storage as well as “school house” 
outbuilding. Located in the quiet community of Crabtree just 
minutes from I-5 and only 10 miles outside of Albany. Could 
be perfect for owner/user, as a storage facility or for a new 
commercial user. Please call Bo Rushing (503) 588-8500 or 

Zach Fischer (503) 508-7178 for further info.

RUSHING G R O U P
COMMERCIAL REAL ESTATE    PROPERTY MANAGEMENT    RESIDENTIAL REAL ESTATE    DEVELOPMENT & CONSTRUCTION

COMMERCIAL REAL ESTATE
PROPERTY MANAGEMENT

RESIDENTIAL REAL ESTATE
DEVELOPMENT & CONSTRUCTION

503-588-8500

503-588-8500

rushinggroup.com

rushinggroup.com

For Sale—Land Acquisition & Development Opportunity! 500 
Lancaster Drive SE, 0.22 acres available with an additional 
0.25 acres of property with Lancaster frontage upon comple-
tion of road vacation. Contact Bo Rushing 503-588-8500 or 

Zach Fischer (503) 508-7178 with any and all interest.

Another fine project
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155 Liberty St. NE
The SALEM ARTS BUILDING (aka SAB) is a mixed-use building – 

with artist studios, residential, retail and office space available. This is 
a prime opportunity to live or work in the heart of downtown Salem!

Studios and Commercial Spaces from 136 to 2000 square feet. Rents 
starting at $195 a month.

2195 Hyacinth St. NE
THE HYACINTH building was originally the Overhead Door manu-

facturing plant & warehouse. We are in the North Salem Gateway, 
a community of industrial commercial and burgeoning residential 
areas.

2195 Hyacinth St NE
Commercial Industrial Space with flexible terms. From 250 to 2500 

square feet. Rents between $250 and $2500.

Leasing Information:
James Hauge
503.510.4005

Lindsey Martin
503.390.1375

LegacyRE.com
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RAY SAGNER
FINANCIAL 
COLUMNIST

In it for the long run

Investing is not a sprint, it’s a marathon. 
In a volatile market, investors can exhaust 
themselves chasing after the “latest and 
greatest” investment tip. But trying to take 
advantage of a short-term trend to support 
a long-term strategy is like starting a mara-
thon at full speed. So rather than expending 

all of your energy right 
out of the gate, consider 
these actions to keep your 
portfolio in good financial 
health:

Focus on yourself: You 
have no control over the 
future of the economy 
or the financial markets. 
The only thing you can 
control is your commit-
ment to a disciplined ap-

proach to investing.
Fuel for peak performance: Just like your 

body requires plenty of water and the right 
food to function properly during a mara-
thon, your portfolio should be regularly 
rebalanced to ensure your original asset al-
location is aligned with your goals. Uncon-

trollable swings in the market make portfo-
lio rebalancing more important than ever in 
an effort to keep moving ever closer toward 
your goals.

Keep pace with change: Changes will hap-
pen in your life—whether planned or un-
planned—and more likely than not, they’ll 
impact your investment goals. That’s why 
it’s important to revisit your financial goals 
regularly and make necessary updates to 
reflect those changes. While it’s easy to look 
backwards at historical market performance, 
it’s not easy to predict what will happen next, 
so you may find yourself selling when you 
should be buying, and vice versa. For ex-
ample, let’s take a look at the performance of 
all of the funds in the Morningstar Large Cap 
Value category for two consecutive five-year 
periods—2004 through 2008 and then 2009 
through 2013. Of the funds that ranked in 
the top 25% of the group in the first period, 
more than 50% dropped to the bottom—or 
completely out of existence. Ranking manag-
ers by their five-year returns provides little 
insight into future performance. And 22% of 
top quartile managers from 2004 to 2008 
are no longer included within the Morning-
star U.S. Large Blend Category. The bottom 
line is that when it comes to stellar past per-
formance credited to “highly rated” funds, 
it’s important to remember that yesterday’s 
top performer may be tomorrow’s under-
achiever.

All in good time: If you’re like most inves-
tors, you started your financial plan with 
the intent of achieving any number of goals. 
Some were short-term, like buying a house, 
while others had longer time horizons, such 
as enjoying a comfortable retirement, send-
ing your kids to college, or buying a second 
home. Over the years, you’ve probably in-
vested in stocks and bonds in an effort to 
steadily build and preserve your wealth over 
the decades to come. Your long-term strat-
egy did not include trying to jump in and out 
of the market based on its short-term per-
formance. Brief, explosive spurts of market 
volatility (both positive and negative) are the 
norm, but an impulsive investor who aban-
dons the market during one or more of its 
sharp downturns, may miss the strong, en-
suing rebounds. 

Understand the risks

While many investors worry about market 
risk, company risk, interest rate risk, infla-
tion risk or credit risk, what it all really boils 
down to is the risk of losing money. For most, 
losing money evokes a powerful, visceral re-
action—so much so, that some investors turn 
to market timing or the buying and selling 
of a security based on future predictions or 
last year’s winner; however, choosing when 
to invest is extremely difficult, as those who 

are tempted to try and time the market may 
run the risk of missing periods of exceptional 
returns. While market movement is difficult 
to predict, there are a number of potential 
catalysts that could point to a more positive 
direction, and missing that move could be 
costly. 

While it is reasonable to be critical of statis-
tics over a specific time period, it can still be 
constructive. Using the S&P 500 as a proxy 
for the domestic equity market, let’s look at 
a 20-year investment period between 1994 
through 2013. From this, we can see that:

• If an investor missed just the 10 best days, 
almost 40% of the gains would be lost.

• If they missed the 20 best days, about two-
thirds of the gains are gone.

• Missing 40 best days resulted in a loss. If 
market volatility isn’t managed properly, 
market timing can seriously impact long-
term performance. On the other hand, vol-
atility provides investors the opportunity to 
buy stocks and mutual funds at attractive 
prices. Never underestimate the value of 
timing.

Nobody starts a marathon expecting it to 
be easy. No matter how hard you train and 
how many injuries you may sustain, it’s im-
portant to pick yourself up and keep going. 
It’s the same with investing—over long peri-
ods of time, the financial markets can be re-
markably steady, but in the short run, sharp 
spikes in securities prices can be the norm. 
This volatility suggests the market can’t seem 
to make up its mind, which triggers a poten-
tially difficult journey for investors. Many 
may be tempted to pull out and wait for the 
market to regain its footing, but moving as-
sets from your current portfolio to what you 
think is a more stable investment may be a 
mistake. Amid uncertainty, keep your cool 
and avoid making potentially costly deci-
sions based on a knee-jerk reaction. It’s im-
portant to remember to take a longer-term 
view when pursuing your financial goals.

The purpose of this article is to inform our 
readers about financial planning/life issues. 
It is not intended, nor should it be used, as 
a substitute for specific legal, accounting, 
or financial advice. As advice in these disci-
plines may only be given in response to in-
quiries regarding particular situations from 
a trained professional. Ray Sagner is a Cer-
tified Financial Planner™  professional 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 TheL-
egacyGroup.com.

Strategies That Contribute 
to Successful Investing

Store Locations
215 SW 4th St Corvallis
541-752-0040
M-Sat  8:30am-9:00pm
Sun 9:00am-7:00pm
Book Buying 
M-Sat 9:00am-5:00pm & 
Sunday 11:00am-5:00pm 

Salem Downtown
450 Court St NE Salem
503-361-1235
M-Sat 9:00am-9:00
Sunday 10:00am-7:00pm
Book Buying until 5:00pm, 7 days a week

Salem East
2235 Lancaster Dr. NE Salem
971-600-3831
M-Sat 7:00am-9:00pm
Sunday 9:00am-7:00pm
Book Buying
M-Sat 9:00am-5:00pm
Sunday 10:00am-5:00pm

The Book Bin is a locally owned, 
family operated business that has 
been in the same family since 1984. 
Three generations currently spend 
their time between the Corvallis 
store and the two Salem stores.

benefited Oregon consumers and likely led 
to greater demand for certain goods and ser-
vices. 

A primary reason for Oregon's declining 
unemployment rate is rapid job growth. 
Employment growth accelerated over the 
past two years, reflecting a strengthening 
economy and contributing to a tightening la-
bor market. Total nonfarm payrolls grew by 
56,100 jobs, or 3.3 percent, in the 12 months 
ending in March. Since March 2014, two ma-
jor industries each added over 10,000 jobs: 
professional and business services (+11,500 
jobs or +5.3%) and health care and social as-
sistance (+10,300 jobs or +4.9%). Job gains 
were also above 3 percent in the following 
major industries: manufacturing; transpor-
tation, warehousing and utilities; and leisure 
and hospitality. 

In March, payrolls grew by 4,300 jobs, 
about the average growth rate of the prior 12 
months. Most major industries performed 
close to seasonal expectations, but health 
care and social assistance (+1,700 jobs) vig-
orously expanded. 

Next Press Releases 
The Oregon Employment Department 

plans to release the March county and met-
ropolitan area unemployment rates on Tues-
day, April 21st, and the statewide unemploy-
ment rate and employment survey data for 
April on Tuesday, May 19th. 

Note: all numbers in the above narrative 
are seasonally adjusted. 

The Oregon Employment Department and 
the U.S. Bureau of Labor Statistics (BLS) 
work cooperatively to develop and publish 
monthly Oregon payroll employment and 
labor force data. The estimates of monthly 
job gains and losses are based on a survey of 
businesses. The estimates of unemployment 
are based on a survey of households and oth-
er sources. 

The pdf version of the news release, includ-
ing tables and graphs, can be found at www.
QualityInfo.org/press-release. To obtain the 
data in other formats such as in Excel, visit 
www.QualityInfo.org, then within the top 
banner, select Economic Data, then choose 
LAUS or CES. To request the press release as 
a Word document, contact the person shown 
at the top of this press release. 

For help finding jobs and training resourc-
es, visit one of the state's WorkSource Or-
egon Centers or go to: www.WorkSourceO-
regon.org. 

Equal Opportunity program -- auxiliary 
aids and services available upon request to 
individuals with disabilities. Contact: (503) 
947-1794. For the Deaf and Hard of Hearing 
population, call 711 Telecommunications Re-
lay Services.

Unemployment Continued from page 6
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Let’s HustLe 
to Prevent Heart Disease!
8K Run, 5K Run/Walk, Kids 1K

Break out your 
bellbottoms and 
big hair or short 
shorts and tube 
socks. Costumes  
are encouraged!

saturday,
aug. 15

register at
activesalem.com/high-street-hustle

Designer Goldsmith, Inc.
M-F 10am-5:30pm, Sat 10am-3pm; 216 Commercial Street  NE, Downtown Salem

503-364-8707
www. wilsonjewelers.com

In just six months, 
vacation home raises 
$18,200 at auction 
for three area organi-
zations

Dale Van Lydegraf, 
owner of Dale’s Re-
modeling of Salem, 
enjoys his family va-
cation home, “Casa 
Corona,” in Puerto 
Vallarta, Mexico. He 
also enjoys sharing 
it on behalf of local 
charities, donating it 
to help raise money 
for causes near and 
dear to his heart. In 
2014, the vacation 
home helped raise 
nearly $25,000 for 
several non-profits.

So far in 2015, the vacation house as an 
auction item has resulted in $18,200 in do-
nations for non-profit organizations, includ-
ing the American Cancer Society, Alzheim-
er’s Network of Oregon and Salem Dream 
Makers. “We’ve been donating Casa Corona 
to these auctions for nearly five years now," 

said Van Lydegraf. "I 
appreciate being able 
to have this kind of 
impact in our com-
munity.”

“Dale’s donations 
made the biggest 
impact on the live 
auction success and 
also helped cover a 
shortfall in the pad-
dle raise. It’s a huge 
thank you from us,” 
said Amy Schmidt, 
managing partner 
with Retirement Con-
nection.

The Casa Corona 
villa, just three blocks 
from the beach, 
sleeps up to 12 peo-

ple, has six master suites, heated pool and 
jacuzzi, outdoor kitchen BBQ area, WiFi and 
new features and updates being added regu-
larly to enhance the experience. The home 
can be rented for corporate retreats, family 
reunions, weddings or a relaxing vacation. 
For more information, contact info@casa-
corona.com

Dale's Remodeling Continues 
Philanthropic Efforts For Non-Profits

Portland Hope Ball 2015 Dale Van 
Lydegraf and Patty Bolstad
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Luxury Home
MOUNTAIN WEST

REAL ESTATE, INC.

Some individual photos are copyrighted by Willamette Valley Multiple Listing Service and its members, and are used with permission.

235 Union Street NE, Salem, OR 97301
503.364.9596   |   ColdwellBanker@cboregon.com

Like us on Facebook:
Facebook.com/cbMountainWest

OPEN 7 DAYS A WEEK
Monday-Friday 8:00 a.m. - 6:00 p.m.   |   Saturday & Sunday 9:00 a.m. - 5:00 p.m.

26.25 acres - beautiful views. Magnificent 4172  
custom sf, 4 bd, 3.5 ba. Gourmet kitchen & dining 
rm. Living rm & family rm. Lots of updates. 48x60 
barn w/stalls & arena. Fenced & xfenced. (686751)

Stephen G. tandy pC 
503.580.1483  

$895,000 SE Salem

Stephen G. tandy pC 
503.580.1483  

$799,950 Mill City

Santiam River frontage. River access. 22.8 parklike 
acres with irrig well, timber & pasture. Apx 2700 sf, 
built in 1990, 3 bd, 2.5 ba. Open living with circular 
frplc. 4+ garage, 3 barns & shop. (676173)

Laurie daviS 503.851.2456 
terri Judd 503.999.3148  

$795,000 NW Salem

10.74 acres - 2000 built. Lovely home with 4 bedrooms  
+ office + bonus room, apx 4248 sf. Privacy & views. 
Gourmet kitchen, 3-car garage & workshop area, 
security system, UG sprinklers. Nice! (666197)

Stephen G. tandy pC 
503.580.1483  

$795,000 Dallas

Off the beaten path (grid). 14.8 acre mostly wooded 
prop. Custom 4700+ sf, 3 bd, 3 ba. 1200 sf rec rm (incl  
in sf) w/full bar. Inground pool. 5 custom bath houses.  
Shop, room for 2-4 RV storage w/dump. (680740)

dan enoS 971.832.0171  

$699,900 SE Salem

Custom lodge style home! Beautiful country estate 
nestled in park like setting. 6400 sf, 3+ bedrooms, 
5 baths. 3 custom rock fireplaces, 26’ vaults. Shop, 
pool & tennis court. (676274)

Creekside at its best! Views of Mt Jefferson, golf 
course & hillsides. 2 master suites, 1 on the main 
& 1 on lower level. Spectacular open plan with high 
level fits & finishes. (685494)

Connie BreSee 503.932.5175  

$629,000 SE Salem

Amazing view! Sitting high on a bluff, this 21.68 acre  
diamond in the rough offers 180 degree views of 
the lush Willamette Valley, 4388 sf, 4 bedroom,  
3 bath home & vineyard. (690951)

Jenny morrow 503.510.2686

$599,000 S Salem

Great soils & water rights. 39 acres. Wonderful 1-lvl,  
apx 3800 sf, 3+ bd, 3 ba, bonus room up. Cstm  
throughout: wood, tile, carpet. Plus apx 1200 sf guest  
home & 20x40 shop. Fenced & xfenced. (677343)

Stephen G. tandy pC 
503.580.1483  

$695,000 Turner

2.58 acres, view, privacy. Predominately brick  
custom home. 5139 sf, 4 bd, 5+ ba, 2 full kitchens, 
formal dining with view, huge storage area/wine  
cellar. Large patios & decks, area for RV. (679518)

Stephen G. tandy pC 
503.580.1483  

$695,000 NW Salem

2.5 acres in Willamina city. Possible division.  
6 bedrooms, 5 baths, 3942 sf. Guest apartment over 
garage. Very private setting. Adjacent parcel possi-
bly available. (679929)

andy aLSko 503.930.2651

$670,000 Willamina

Stephen G. tandy pC 
503.580.1483  

$699,500 SE Salem

Distinguished brick home. 5000+ custom sf, 5 bd,  
5 ba, “Priceless”. 0.35 acre of prof lndscp & privacy. 
Formal style & informal (rec room), together with all 
the amenities. 6-car garage with shop. (674956)

Stephen G. tandy pC 
503.580.1483  

$699,000 S Salem

Chinook Estates 2.73 acres. View & privacy! Custom  
built 2008, 3761 sf, 4 bd, 2.5 ba, open gourmet 
kitchen & family room, master suite on main level, 
media/2 family rooms, 6-car garage. (681047)

Connie BreSee 503.932.5175    

$749,000 SE Salem

Contemporary stunner! Sleek high end finishes 
make this luxurious home in gated community.  
3-levels, mahogany decks, spa like master bath. 
Mountain views from walls of E windows. (691240)

14.3 lakefront acres. Access & use of 18 acre lake. 
View lake & countryside. 1-level, 2889 sf, 4 bedrooms,  
3 baths. Large yard with beautiful landscaping.  
50x100 barn. Water rights, fenced pasture. (690618)

Stephen G. tandy pC 
503.580.1483  

$795,000 SE Salem

View Creekside Golf Course, Cascade Mtns, & lights of 
Salem. Apx 6000 sf, lavish & tasteful. 4 bd, 4.5 ba, 
mstr on main. Huge gourmet kitchen. Fully lndscpd, 
garden patio, deck. 4+ car gar/workshop. (685045)

Stephen G. tandy pC 
503.580.1483  

$1,295,000 SE Salem

10+ acres with lake. Grandeur, quality, magnificent 
7000 sf. Total time period update. 6 bedrooms,  
5+ baths, grand staircase, hdwd, stone, marble & 
carpet flrs. Overlooks rich gardens. (679876)

Stephen G. tandy pC 
503.580.1483  

$999,900 NW Salem

Ultra custom single level 3442 sf, 3 bd, 3.5 ba.  
Covered outdoor kitchen, BBQ. 38x70 RV storage up 
to 42 ft. Extra garage w/workshop + game rm/media  
rm upstairs area. Fenced pasture. (666109)

Stephen G. tandy pC 
503.580.1483  

$995,000 SE Salem

Willamette River frontage, unencumbered views, 4000+ sf  
(main home & guest house). Elegant time period 
restoration. 6 bd, 5 ba, two 2-car garages, 0.98 acre, 
RV area w/dump. Guest house blt 2002. (686334)

Stephen G. tandy pC 
503.580.1483  

$995,000 NE Salem

Once in a great while a truly spectacular “West View”  
S. Salem 1-lvl estate becomes available! Stunning 
2.38 acre property by Illahe Hills Country Club is  
luxuriously appointed & meticulously maintained! (683853)

Laurie ann roGerS
 503.551.5258 

$1,250,000 S Salem

Close-in country oasis. Custom open concept 1-level. 
Private 4+ irrigated acres with 4 wells! Custom 5+ stall 
barn/shop, gardem with fruit trees & berries. Must see! 
(692152)

niChoLe Bruntz 503.910.5305

$595,000 S Salem

Independence air park. 3888 sf custom 1-level,  
4 bd (2 masters), 4 ba. Poss dual living, 3-car garage/ 
shop. Your own hanger with private taxi lane from 
airport, usable for RV storage/shop. (655079)

Stephen G. tandy pC 
503.580.1483  

$595,000 Independence

Majestic elegance! Custom single level on 2 peaceful  
acres! Rich in style & quality, yet long on comfort. 
Bamboo floors, trayed ceilings, 3-car garage, shop 
& more! (681180)

tod JenninG 503.931.8864  

$569,900 SE Salem

Custom townhouse at The Pointe. Views of the  
golf course, Cascades & Salem. Privacy. 3624 sf  
updated & flawlessly maintained. 3 bedrooms,  
3 baths, master on main, 2 family rooms. (689704)

Stephen G. tandy pC 
503.580.1483  

$549,500 SE Salem

Wonderful one level, 3 bedrooms, 2.5 baths, with 
huge 3000 sf shop/garage on 1.01 acre lot. Updated 
flooring & paint give this a fresh new feel! (662667)

david CaLe 503.361.7212  

$535,000 SE Salem

Entertainer’s dream, 3238 sf, 4 bedrooms, 2.5 baths, 
gourmet kitchen, family room with wet bar, fireplace 
& deck. Master suite with walk-in closet, sauna,  
skylights & fireplace, & much more. (691249)

roBin ramirez 503.851.6683

$584,000 Lake Oswego

Stephen G. tandy pC 
503.580.1483  

$895,000 Lyons

River frontage + shared park. On Little North Fork 
of the North Santiam River. Magnificent 3365 sf 
with all the special touches. Custom remodel in ‘08.  
3 bedrooms, 2.5 baths. 2.59 acre private park. (688439)

$200,000 price reduction! 1939 historic brick 
home. 5929 sf, 5 bedrooms & 4.5 baths. 1/3 acre in  
downtown Dallas. Pride of ownership shows. Better 
hurry, won’t last. (673219)

andy aLSko 503.930.2651

$699,000 Dallas

Great views, Chinook Estates. This exceptional home 
is situated on 4.24 acres with “a view to die for”.  
Completely remodeled. 300 degree views of the  
Cascades, Salem & beyond. (688432)

Connie BreSee 503.932.5175    

$899,000 S Salem

Luxury country views! Custom open concept,  
master on main level. Granite & tile throughout. 
Beautifully landscaped, 3-bay shop, greenhouse, 
orchard & chipping green. (691360)

Connie BreSee 503.932.5175    

$799,900 Turner

9100+ sf estate, authentic Mediterranean style, real 
stucco, 6 bedrooms, 6 baths, 4+ car garage. 10.46 
acres, Little Pudding River frontage. Pool & bath 
house. 30x40 outbuilding/shop. (688583)

Stephen G. tandy pC 
503.580.1483  

$995,000 NE Salem

Full views of Mt. Hood. This home has been el-
egantly remodeled. View the changing seasons of 
the valley & Mt. Hood from the family room & mas-
ter. Finished shop. Greenhouse. (689053)

Sara Shatto 503.910.3547  

$699,900 Estacada

McNary Estates home. Custom built in 2005. Nice 
open floor plan with master on main level. Gourmet 
kitchen. Beautiful home with many quality amenities.  
Private back yard. (689752)

andre & tanya makarenko
503.409.2282 & 503.409.3766

$519,900 Keizer

Stephen G. tandy pC 
503.580.1483  

$749,500 S Salem

2.51 beautiful usable acres. Custom 4000+ sf, built 
2006, all the custom amenities. 3 bd (poss 4), 2.5 ba,  
800+ sf family/media rm. 1000+ sf (not in sf) semi 
finished lower lvl. Huge area for shop/RV. (689627)

Your own hidden paradise. 4.96 acres! Lovely home, 
apx 4000 sf & gorgeous grounds. Several outbldgs 
- 24x36 pole barn , 24x36 shop, 15x24 heated craft 
room. Enclosed sun room & huge deck. (690602)

Laurie daviS 503.851.2456 
terri Judd 503.999.3148  

$579,900 NE Salem

Elegant 1-level home w/mountain views. 3 en suites, 
3.5 baths, 4645 sf. Mstr bd features frplc, huge WI 
closet, & soaking tub. See through frplc between LR & 
FR. 3-car garage & 1248 sf finished shop. (690019)

Sara Shatto 503.910.3547  

$839,900 S Salem

Ocean view, 3 bedrooms, 2 baths, 3188 sf, Super 
Good Sense Home. Special electronic air filtration  
system. 3 blocks to beach. 2-story living room.  
3 levels. (666713)

andy aLSko 503.930.2651 
tod JenninG 503.931.8864

$550,000 Florence
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Luxury Home
MOUNTAIN WEST

REAL ESTATE, INC.
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235 Union Street NE, Salem, OR 97301
503.364.9596   |   ColdwellBanker@cboregon.com

Like us on Facebook:
Facebook.com/cbMountainWest

OPEN 7 DAYS A WEEK
Monday-Friday 8:00 a.m. - 6:00 p.m.   |   Saturday & Sunday 9:00 a.m. - 5:00 p.m.

26.25 acres - beautiful views. Magnificent 4172  
custom sf, 4 bd, 3.5 ba. Gourmet kitchen & dining 
rm. Living rm & family rm. Lots of updates. 48x60 
barn w/stalls & arena. Fenced & xfenced. (686751)

Stephen G. tandy pC 
503.580.1483  

$895,000 SE Salem

Stephen G. tandy pC 
503.580.1483  

$799,950 Mill City

Santiam River frontage. River access. 22.8 parklike 
acres with irrig well, timber & pasture. Apx 2700 sf, 
built in 1990, 3 bd, 2.5 ba. Open living with circular 
frplc. 4+ garage, 3 barns & shop. (676173)

Laurie daviS 503.851.2456 
terri Judd 503.999.3148  

$795,000 NW Salem

10.74 acres - 2000 built. Lovely home with 4 bedrooms  
+ office + bonus room, apx 4248 sf. Privacy & views. 
Gourmet kitchen, 3-car garage & workshop area, 
security system, UG sprinklers. Nice! (666197)

Stephen G. tandy pC 
503.580.1483  

$795,000 Dallas

Off the beaten path (grid). 14.8 acre mostly wooded 
prop. Custom 4700+ sf, 3 bd, 3 ba. 1200 sf rec rm (incl  
in sf) w/full bar. Inground pool. 5 custom bath houses.  
Shop, room for 2-4 RV storage w/dump. (680740)

dan enoS 971.832.0171  

$699,900 SE Salem

Custom lodge style home! Beautiful country estate 
nestled in park like setting. 6400 sf, 3+ bedrooms, 
5 baths. 3 custom rock fireplaces, 26’ vaults. Shop, 
pool & tennis court. (676274)

Creekside at its best! Views of Mt Jefferson, golf 
course & hillsides. 2 master suites, 1 on the main 
& 1 on lower level. Spectacular open plan with high 
level fits & finishes. (685494)

Connie BreSee 503.932.5175  

$629,000 SE Salem

Amazing view! Sitting high on a bluff, this 21.68 acre  
diamond in the rough offers 180 degree views of 
the lush Willamette Valley, 4388 sf, 4 bedroom,  
3 bath home & vineyard. (690951)

Jenny morrow 503.510.2686

$599,000 S Salem

Great soils & water rights. 39 acres. Wonderful 1-lvl,  
apx 3800 sf, 3+ bd, 3 ba, bonus room up. Cstm  
throughout: wood, tile, carpet. Plus apx 1200 sf guest  
home & 20x40 shop. Fenced & xfenced. (677343)

Stephen G. tandy pC 
503.580.1483  

$695,000 Turner

2.58 acres, view, privacy. Predominately brick  
custom home. 5139 sf, 4 bd, 5+ ba, 2 full kitchens, 
formal dining with view, huge storage area/wine  
cellar. Large patios & decks, area for RV. (679518)

Stephen G. tandy pC 
503.580.1483  

$695,000 NW Salem

2.5 acres in Willamina city. Possible division.  
6 bedrooms, 5 baths, 3942 sf. Guest apartment over 
garage. Very private setting. Adjacent parcel possi-
bly available. (679929)

andy aLSko 503.930.2651

$670,000 Willamina

Stephen G. tandy pC 
503.580.1483  

$699,500 SE Salem

Distinguished brick home. 5000+ custom sf, 5 bd,  
5 ba, “Priceless”. 0.35 acre of prof lndscp & privacy. 
Formal style & informal (rec room), together with all 
the amenities. 6-car garage with shop. (674956)

Stephen G. tandy pC 
503.580.1483  

$699,000 S Salem

Chinook Estates 2.73 acres. View & privacy! Custom  
built 2008, 3761 sf, 4 bd, 2.5 ba, open gourmet 
kitchen & family room, master suite on main level, 
media/2 family rooms, 6-car garage. (681047)

Connie BreSee 503.932.5175    

$749,000 SE Salem

Contemporary stunner! Sleek high end finishes 
make this luxurious home in gated community.  
3-levels, mahogany decks, spa like master bath. 
Mountain views from walls of E windows. (691240)

14.3 lakefront acres. Access & use of 18 acre lake. 
View lake & countryside. 1-level, 2889 sf, 4 bedrooms,  
3 baths. Large yard with beautiful landscaping.  
50x100 barn. Water rights, fenced pasture. (690618)

Stephen G. tandy pC 
503.580.1483  

$795,000 SE Salem

View Creekside Golf Course, Cascade Mtns, & lights of 
Salem. Apx 6000 sf, lavish & tasteful. 4 bd, 4.5 ba, 
mstr on main. Huge gourmet kitchen. Fully lndscpd, 
garden patio, deck. 4+ car gar/workshop. (685045)

Stephen G. tandy pC 
503.580.1483  

$1,295,000 SE Salem

10+ acres with lake. Grandeur, quality, magnificent 
7000 sf. Total time period update. 6 bedrooms,  
5+ baths, grand staircase, hdwd, stone, marble & 
carpet flrs. Overlooks rich gardens. (679876)

Stephen G. tandy pC 
503.580.1483  

$999,900 NW Salem

Ultra custom single level 3442 sf, 3 bd, 3.5 ba.  
Covered outdoor kitchen, BBQ. 38x70 RV storage up 
to 42 ft. Extra garage w/workshop + game rm/media  
rm upstairs area. Fenced pasture. (666109)

Stephen G. tandy pC 
503.580.1483  

$995,000 SE Salem

Willamette River frontage, unencumbered views, 4000+ sf  
(main home & guest house). Elegant time period 
restoration. 6 bd, 5 ba, two 2-car garages, 0.98 acre, 
RV area w/dump. Guest house blt 2002. (686334)

Stephen G. tandy pC 
503.580.1483  

$995,000 NE Salem

Once in a great while a truly spectacular “West View”  
S. Salem 1-lvl estate becomes available! Stunning 
2.38 acre property by Illahe Hills Country Club is  
luxuriously appointed & meticulously maintained! (683853)

Laurie ann roGerS
 503.551.5258 

$1,250,000 S Salem

Close-in country oasis. Custom open concept 1-level. 
Private 4+ irrigated acres with 4 wells! Custom 5+ stall 
barn/shop, gardem with fruit trees & berries. Must see! 
(692152)

niChoLe Bruntz 503.910.5305

$595,000 S Salem

Independence air park. 3888 sf custom 1-level,  
4 bd (2 masters), 4 ba. Poss dual living, 3-car garage/ 
shop. Your own hanger with private taxi lane from 
airport, usable for RV storage/shop. (655079)

Stephen G. tandy pC 
503.580.1483  

$595,000 Independence

Majestic elegance! Custom single level on 2 peaceful  
acres! Rich in style & quality, yet long on comfort. 
Bamboo floors, trayed ceilings, 3-car garage, shop 
& more! (681180)

tod JenninG 503.931.8864  

$569,900 SE Salem

Custom townhouse at The Pointe. Views of the  
golf course, Cascades & Salem. Privacy. 3624 sf  
updated & flawlessly maintained. 3 bedrooms,  
3 baths, master on main, 2 family rooms. (689704)

Stephen G. tandy pC 
503.580.1483  

$549,500 SE Salem

Wonderful one level, 3 bedrooms, 2.5 baths, with 
huge 3000 sf shop/garage on 1.01 acre lot. Updated 
flooring & paint give this a fresh new feel! (662667)

david CaLe 503.361.7212  

$535,000 SE Salem

Entertainer’s dream, 3238 sf, 4 bedrooms, 2.5 baths, 
gourmet kitchen, family room with wet bar, fireplace 
& deck. Master suite with walk-in closet, sauna,  
skylights & fireplace, & much more. (691249)

roBin ramirez 503.851.6683

$584,000 Lake Oswego

Stephen G. tandy pC 
503.580.1483  

$895,000 Lyons

River frontage + shared park. On Little North Fork 
of the North Santiam River. Magnificent 3365 sf 
with all the special touches. Custom remodel in ‘08.  
3 bedrooms, 2.5 baths. 2.59 acre private park. (688439)

$200,000 price reduction! 1939 historic brick 
home. 5929 sf, 5 bedrooms & 4.5 baths. 1/3 acre in  
downtown Dallas. Pride of ownership shows. Better 
hurry, won’t last. (673219)

andy aLSko 503.930.2651

$699,000 Dallas

Great views, Chinook Estates. This exceptional home 
is situated on 4.24 acres with “a view to die for”.  
Completely remodeled. 300 degree views of the  
Cascades, Salem & beyond. (688432)

Connie BreSee 503.932.5175    

$899,000 S Salem

Luxury country views! Custom open concept,  
master on main level. Granite & tile throughout. 
Beautifully landscaped, 3-bay shop, greenhouse, 
orchard & chipping green. (691360)

Connie BreSee 503.932.5175    

$799,900 Turner

9100+ sf estate, authentic Mediterranean style, real 
stucco, 6 bedrooms, 6 baths, 4+ car garage. 10.46 
acres, Little Pudding River frontage. Pool & bath 
house. 30x40 outbuilding/shop. (688583)

Stephen G. tandy pC 
503.580.1483  

$995,000 NE Salem

Full views of Mt. Hood. This home has been el-
egantly remodeled. View the changing seasons of 
the valley & Mt. Hood from the family room & mas-
ter. Finished shop. Greenhouse. (689053)

Sara Shatto 503.910.3547  

$699,900 Estacada

McNary Estates home. Custom built in 2005. Nice 
open floor plan with master on main level. Gourmet 
kitchen. Beautiful home with many quality amenities.  
Private back yard. (689752)

andre & tanya makarenko
503.409.2282 & 503.409.3766

$519,900 Keizer

Stephen G. tandy pC 
503.580.1483  

$749,500 S Salem

2.51 beautiful usable acres. Custom 4000+ sf, built 
2006, all the custom amenities. 3 bd (poss 4), 2.5 ba,  
800+ sf family/media rm. 1000+ sf (not in sf) semi 
finished lower lvl. Huge area for shop/RV. (689627)

Your own hidden paradise. 4.96 acres! Lovely home, 
apx 4000 sf & gorgeous grounds. Several outbldgs 
- 24x36 pole barn , 24x36 shop, 15x24 heated craft 
room. Enclosed sun room & huge deck. (690602)

Laurie daviS 503.851.2456 
terri Judd 503.999.3148  

$579,900 NE Salem

Elegant 1-level home w/mountain views. 3 en suites, 
3.5 baths, 4645 sf. Mstr bd features frplc, huge WI 
closet, & soaking tub. See through frplc between LR & 
FR. 3-car garage & 1248 sf finished shop. (690019)

Sara Shatto 503.910.3547  

$839,900 S Salem

Ocean view, 3 bedrooms, 2 baths, 3188 sf, Super 
Good Sense Home. Special electronic air filtration  
system. 3 blocks to beach. 2-story living room.  
3 levels. (666713)

andy aLSko 503.930.2651 
tod JenninG 503.931.8864

$550,000 Florence
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CALL TODAY TO SEE OUR DIFFERENCE

RICHDUNCANCONSTRUCTION.COM  | 503-390-4999

CCB# 158330 WA# RICHDC928DE

EquitablE CEntEr Oak Park DEntal WallaCE rOaD ShEll

Tues-Sat, 10AM-6PM, Located Downtown Salem, 384 Center St. NE, Salem OR 97301, (503) 363-8221, rebootcomputersshop.com

Apple Blowout Sale!
Buy one get 20% off the second

MACBOOK PROS
UNDER $600

IMACS,
STARTING at $300

MACBOOKS,
STARTING at $199

One Year Labor Warranty
60 Days Parts & Labor
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Your Ideal Weight – for Life

One-on-one coaching + healthy lifestyle education

Lose an average of 2-3 pounds per week

Healthy, balanced protein-rich meals

Success starts with a plan, support and 
guidance, and continues with on-going 
education to help maintain results. 

Take charge of your eating and health.

ThermiSmooth & ThermiTight treatments

ThermiVa feminine rejuvenation

Botox® and Juvéderm®

Smartlipo™ laser body sculpting

Laser skin treatments

Laser hair removal

Suite of facials & skin care 

H E A L T H Y  I S  B E A U T I F U L

We offer a full suite of aesthetic treatments, provided by  
experienced and licensed professionals. Call for a free consultation.

Look and feel your best

Rejuvenate, renew and 
enjoy a bit of pampering. 

Ideal Weight Loss of Salem
at Salem Wellness Clinic  503-581-9355

Bella Rose Medispa 
503-585-7673   BellaRoseMedispa.com

CARING FOR YOUR FAMILY

SalemWellnessClinic.com

WOMEN CARING FOR WOMEN SM

SalemWomensClinic.com

HEALTHY IS  BEAUTIFUL

BellaRoseMedispa.com

1395 Liberty St. SE   Salem, Oregon

“Terrific, professional and caring with a genuine 
concern for my comfort and healing...”

“I loved having a coach that listened and reassured me when 
I had been less than perfect, it’s what kept me going...”

Our health coaches at Ideal Weight Loss of Salem are here to 
help you begin your transformation. Call for a consultation.



Page 18 Salem Business Journal July 2015

During the month of July, Compass Gal-
lery will present an exhibition, titled Wild 
Bunch, featuring drawings of wild mustangs 
by Stevenson, Washington, artist Jen Smith. 

Growing up in Wyoming with a family that 
spent a great deal of time outdoors sparked 
Jen’s interest in documenting the natural 
world around her. Her recent drawings of 

wild horses are graphic imag-
es that also possess a softness 
and naturalism. For more 
information, visit Compass-
GalleryUSA.com. Exhibition 
dates: July 7 – August 1.

The Willamette Trading 
Company will also offer a 
selection of mixed-media 
work by Jen Smith in a solo 
exhibition, titled Spirits of 
the West. Jen worked for 
the National Park Service to 
create interpretive signage 
for the Big Horn National 
Recreation Center in Lovell, 
Wyoming. Over two years she 
researched, tracked and cre-
ated drawings and paintings 
of wild horses, raptors and big 
horn sheep, which inspired 
her new work. For more infor-
mation, visit WillametteTrad-
ingCompany.com. Exhibit 
dates: July 7 – August 1.

Compass Gallery and the Willamette Trad-
ing Company will co-host a reception for the 
July exhibits on Thursday, July 9, from 5:00-
7:00 pm in the Wool Warehouse at the Wil-
lamette Heritage Center. This reception is 
part of the monthly “Art After Dark” series. 
Other activities will include a demonstration 
of figure drawing with water soluble graphite 
by studio artist Rollie Wisbrock on the sec-

ond floor of the Wool Warehouse; a demon-
stration of Adobe Ideas® vector illustration 
software by Max Marbles (first floor); and 
an artist talk by exhibiting artist Jen Smith 
at 6:30pm in the Wool Warehouse Theater 
(first floor). For more information, visit 
www.facebook.com/TheArtStudiosAtMis-
sionMill.

Be Adventurous

glanceglasses.com

Art At Mission Mill July Exhibitions & Events

Ram (Detail) by Jen Smith

Horse (Detail) by Jen Smith

Artist Rollie Wisbrock at the
 Art Studio at Mission Mill
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STEPHEN G. TANDY
BROKER/SENIOR VP

503-566-5519

STANDY@CBOREGON.COM
See Pages 14 & 15 For My Listings

Specializing In:
• Homes On  

Acreage
• Custom Homes
• Unique & Unusual 

Homes
• Farms & Ranches

“I personally 
handle all of 
my listings.”

It’s a Hot Summer!
Real Estate is 

Hot Too!
List with me.
POSITIVE ATTITUDE!

OVER 30 YEARS OF EXPERIENCE!

466 COURT ST NE, DOWNTOWN SALEM • (971) 701-6902

DISCOVER THE RECIPES OF 
CHEF BERNARD MALHERBE

BREAKFAST • LUNCH • DINNER
HAPPY HOUR 3-5PM, DAILY

45+ FLAVORS INCLUDING ICE CREAM, SHERBET, ICES, YOGURT, 
NO-SUGAR-ADDED, DAIRY FREE, GLUTEN FREE-

SUNDAES, MILKSHAKES & WE ALSO CARRY DRY ICE.

FABULOUS CUSTOM
 CAKES IN 24 HOURS

DOWNTOWN 
SALEM CENTER MALL

503-362-9824
401 CENTER ST. NE, #102

WEST SALEM
503-364-0037

1124 WALLACE RD. NW

CAPPUCCINO BLAST, FRUIT SMOOTHIES,
OLD-FASHIONED CHOC SODAS & MORE!



Page 20 Salem Business Journal July 2015

John L. Scott Real Estate
Office - 503-585-0100

salemoffice.johnlscott.com

• Interactive Map With GPS
• Location Based Search
• MIs/Property Number Search
• Extensive Search Criteria Options
• Road And Satellite Map Views
• Comprehensive Property Details 

With Photos
• Built In Sharing Tools
• Driving Directions
• Mortgage Calculator

SIMPLY TYPE IN YOUR
 BROWSER JLSAPP.COM

Linda McComish makes light of her 19 years experience in Real Estate. 
All of those years have been invested right here in Salem. Linda is just 
as comfortable working with single families as she is with developers and 
builders.
"John L. Scott gives me so much support and the tools I need to best 

represent my clients."  Linda is a natural cheerleader. She's a cheerleader 
at work and at home. Just ask any one of her three children, specially her 
daughter Sarah McComish who is a pro golfer. John L. Scott, Salem Office 
is proud to welcome Linda McComish to our team of professionals. 

Welcome
Linda McComish
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In Oregon, about one in five cars around 
you is not insured even though it is against 

the law. Many more have only the state mini-
mum liability coverage, 
which may not be enough 
if anyone gets hurt or 
you damage one or more 
cars worth more than 
$20,000.   

Buyer beware! Many 
drivers do not know what 
their coverage means and 
only find out they are un-
derinsured or not covered 
for certain losses when 
they are involved in an 
auto accident. This can 
result in seizing of assets 
and wage garnishment to 
satisfy the judgment. Re-

viewing your coverages with a licensed pro-
fessional is a good way to understand at what 

point the insurance company stops paying 
on your behalf and when you start paying. 

According to the Insurance Information In-
stitute, “Chances are that you will need more 
liability insurance than the state requires 
because accidents often cost more than the 
minimum limits. In today’s litigious society, 
buying only the minimum amount of liabil-
ity means you are likely to pay more out-of-
pocket for losses incurred after an accident—
and those costs may be steep. The insurance 
industry and consumer groups generally rec-
ommend a minimum of $100,000 of bodily 
injury protection per person and $300,000 
per accident.”

  “Full coverage” is a misunderstood term. 
In auto insurance, it is often used to describe 
a policy that has liability protection in case 
you are at fault and physical damage cover-
age to repair or replace your car. Liability loss 
coverages are still limited to the amounts you 
chose, and you are personally liable for any 

judgment above your limits. It may also not 
include optional coverages, such as emer-
gency roadside service and rental car reim-
bursement.

Review your coverages for your auto and 
homeowners insurance at least every three 
years, or more frequently if you have life 
changes. The insurance world is complicated 
and trained, experienced professionals are 
available to help. We suggest you always 
choose a member of the National Association 
of Insurance and Financial Advisors (NAI-
FA) to help you. 

Bob Cegon serves as the President of lo-
cal Salem NAIFA. The National Association 
of Insurance and Financial Advisors was 
founded in 1890 as The National Association 
of Life Underwriters (NALU), NAIFA is the 
only organization serving and representing 
insurance and financial advisors regardless 
of the products they sell or the focus of their 
practice. www.naifaoregon.org.

Salem Citizens Need Continued 
Education About Auto Insurance

Salem citizens have a number of ways to 
find out about what’s happening in the com-
munity. One of the ways you can do that in 
person is by attending the Salem City Club 
bimonthly meeting at the Willamette Heri-
tage Center. The meetings allow members 

and guests to meet and listen to community 
leaders, hear issues debated and ask ques-
tions.

Salem City Club was established in 1967 for 
the purpose of engaging the local commu-
nity in conversations, topics and issues that 

inspire all to be better informed 
members of the community. 
They are nonprofit, volunteer-
led organization.

The group regularly hosts can-
didate forums so Salemites can 
meet candidates for Salem City 
Council, Mayor, County Com-
mission or legislators in the Cap-
itol City. Popular programs also 
include the State of the Courts 
with the Chief Justice of the Or-
egon Supreme Court, co-hosting 
the State of the City meeting with 
the Salem Mayor, ballot measure 
debates and various themed se-
ries. In 2014-15 the health care 
series always sold-out. Hot topic 
programs like drones, marijuana 
and media panels always draw 
a crowd. Upcoming programs 
include education and technical 
programs in the Salem, area.

Cindy Condon, President of 
the Salem City Club says, “Sa-
lem City Club's only mission is to 
provide a forum for the presen-

tation and discussion of issues important to 
the citizens of Salem and the region. People 
of different beliefs, background and political 
views sit down, enjoy a meal and learn some-
thing. It makes for an enjoyable, enlighten-
ing and motivating Friday hour.”

Condon appreciates the fact that the Salem 
City Club is sustained by their members and 
partners, but the programs are open to the 
general public.” She says, “Without informa-
tion, it is difficult for the public to play its 
critical role in the development of good pub-
lic policy. Although Salem City Club does not 
take positions or take action on the issues we 
present, our members and others who attend 
our programs, listen to them on KMUZ or 
watch on CCTV can and do take action,” she 
added, “Although Salem City Club has been 
gathering for 48 years, there are those in 
Salem who have never heard of us. It's time 
they did!”

The mission of the Salem City Club is to: 
To provide a common meeting ground for 
persons of divergent beliefs, politics and oc-
cupations, for the interchange of ideas and 
stimulation of intelligent thinking and action 
on civic affairs; and to inform and activate its 
members and the community in public mat-
ters, and to arouse in them an appreciation 
of the responsibilities of citizenship. To learn 
more visit www.SalemCityClub.org or call 
503-370-2808.

Salem City Club: Get 
Engaged with City Issues

BOB CEGON
PRESIDENT,  
NATIONAL 
ASSOCIALTION 
OF INSURANCE 
& FINANCIAL 
ADVISORS OF 
SALEM

Cindy Condon, 
President of the Salem City Club

429 Court Street NE, Salem
Tel: 503-585-2450, Fax: 503-585-0205

info@lafky.com

Lafky & Lafky

• You can possess up to eight ounces of use-
able marijuana in your home and up to one 
ounce outside the home.

• Driving under the influence of marijuana 
remains illegal. Please be responsible. 

• You can grow up to four plants per resi-
dence, out of public view. 

• You can share or give away recreational 
marijuana. You can’t sell it or buy it until 
licensed retail shops open.*

• You can’t take marijuana in or out of the 
state. That includes Washington state.

• You can make edible products at home or 
receive them as gifts, but you can still only 
use them in private places.

Certain aspects of the law are still being 
determined, including details surrounding 
legal sale of recreational marijuana and ed-
ibles. People can stay up to date by checking 
back at www.whatslegaloregon.com and/or 
by signing up for the OLCC’s e-newsletter. 

* There is an effort among some state 
Legislators to make recreational marijuana 
available for purchase at medical marijuana 
dispensaries. Check back at www.whatsle-
galoregon.com to stay up to date on this and 
other potential changes. 

What’s Legal? is a campaign from the State 
of Oregon—administered by the Oregon Li-
quor Control Commission—that educates 
people about what is legal and what is not as 
outlined in Oregon’s recreational marijuana 
laws. Starting July 1, adults 21 and older can 
legally possess and use recreational marijua-
na… with limits. To learn more, visit www.
whatslegaloregon.com or connect via face-
book.com/whatslegalOR (Facebook) and @
whatslegalOR (Twitter and Instagram).

We counsel and represent 
clients in Oregon proceed-
ings, including State Federal 
and Municipal Courts and ad-
ministrative agencies.
Our attorneys provide litiga-

tion services in many areas of 
practice and are dedicated to 
achieving excellent results for 
our clients in the most cost ef-
fective manner possible.

Marajuana, Continued from page 8
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STEPHEN MARTIN
LIVE FROM 
THE ELSINORE
THEATRE

Summer is here, and everybody is going 
nuts about all the fresh greens that are 

coming up at full blast. It is a joy to go to 
the Wednesday or Saturday market and see 
people with dogs, people without dogs, peo-

ple with birds (OK it was 
just one); and every one 
of them has a basket or a 
bag full of fresh goodies. 
It feels almost like shop-
ping in Italy, except I used 
to do that every day when 
I lived there. I enjoyed 
it then and still enjoy it 
now. One of the reasons 
I like to go the market is 
the possibility of finding a 

new vegetable or a new fruit or a legume that 
I have not yet tried. Even though I have been 
doing this kind of shopping for a long time, I 
still find it challenging and interesting…but 

so far this season it has been a little disap-
pointing. I know it is still early in the season. 
I will be patient.

This year I have planted again sweet pota-
toes –last year was a very disappointing crop 
- but I think this time they are going to do 
their thing. Some cute little sprouts are com-
ing up and I promise myself I will not look 
at them every day. I will not put pressure on 
them or give them the evil eye (you better 
grow up and do your thing- kind of look!). 
Some German (yellow) potatoes also went 
into the ground and “ditto” for them too.

I have a recipe that I will use again and 
again because it is simple and has just a few 
ingredients, all of which you can grow in 
your garden.

Roasted potatoes, fennel and onion:

Serving 6
• Preheat the oven at 400 degrees.

• 2Lb white new potatoes or Russet – peeled 
and cut in 2” chunks

• 1 yellow onion or Walla Walla (no, you 
don’t have to move to WA) cut lengthwise 
into eighths

• 1 fennel bulb, trimmed and cut lengthwise 
into eighths*

• ¼ cup extra virgin olive oil
• Salt and freshly ground pepper 

In a roasting pan combine the potatoes, 
onion and fennel. Drizzle the vegetables with 
the olive oil and toss well to coat. Spread 
them in a single layer and season with salt 
and pepper.

Roast, turn occasionally, until the veg-
etables are golden brown and tender when 
pierced with the tip of a knife. (About 30 
minutes)

Remove from the oven, transfer to serving 
dish and serve with roasted or grilled meat 
such as chicken, veal or beef.

*to prepare a fennel bulb, cut off the stems 
and leaves and discard or reserve for anoth-
er use. Remove the tough outer layer of the 
bulb. Trim away the base of the core and cut 
the bulb as directed in the recipe.

Now a few words about the misunderstood 
fennel. It is an aromatic herb- from the car-
rot family- that works well in the kitchen and 
in a bar setting, since it is one of the main 
ingredients of absinthe. It is originally from 
the Mediterranean but as been a great trav-
eler since it is growing in many parts of the 
world now. When eaten raw it has a distinc-
tive liquorice flavor that disappears once the 
fennel is cooked.  It can be eaten raw in a 
salad or prepared in a quite few dishes.

Give the fennel a chance! You will be glad 
you did. 

Until next time, keep on cooking
Ciao 

Last month I shared with you “100 years 
of Salem Theatrical History” as extracted 

from “A Hundred Years of Salem Theatrical 
History” published in 1958 in the Marion 
County History (Volume 4) under the au-
thorship of Ben Maxwell. This month is Part 

2 of that article (so much 
history so little space).

“Salem acquired two 
new playhouses in 1870. 
one was short-lived, the 
other endured for thirty 
years”. “Wigwam, or 
Union House, a political 
inspiration designed as a 

Grant clubhouse, was hast-
ily erected at the southeast 
corner of Center and Com-
mercial streets in 1868. 
on October 4, 1870, F. M. 

Bates, the lessee, was busily revamping the 
place for theatrical use. A Mr. Melville was 
at work on a large drop curtain depicting 
the Golden Gate as a center scene.  Wigwam 
opened as Oro Fino theater October 16, 1870, 
with seating capacity for 700. Fernande was 
the initial presentation, followed by Alladin, 
the Wonderful Scamp, a burlesque that filled 
the house. Oro Fino did not long survive as a 
theatre and the structure itself collapsed in a 
gale, probably during the big blow the struck 
Salem, January 8, 1880”.

“Cyrus Reed, builder of Reed’s Opera 
house, was a pioneer of distinction. 

Reed’s building was conceived as a com-
mercial building on the ground floor and as 
an office structure for state departments on 
upper floors. When it appeared that Oregon 
would soon build a new statehouse, Reed 
modified his plans and developed parts of 
the second and third floors into an opera 

house.  A stage forty by sixty feet in a audi-
torium sixty by seventy feet allowed ample 
space for dramatic presentations by a large 
cast. Height of the ceiling from the orches-
tra floor was thirty-three feet. Orchestra 
floor and a circular gallery provided sears for 
1,500 spectators. The room was heated by a 
large stove and gas-
lighted for the first 
performance. Oregon 
Statesman for Sep-
tember 28, 1870, com-
mented that “after a 
long time without any 
amusement except the 
legislature our citizen 
must, by this time, be 
in good trim to attend 
a first class theatrical 
performance.” 

“Frances Carroll, a 
drama depicting stage 
life, was the first show 
at Reed’s.  An admis-
sion charge of one 
dollar was made for 
the dress circle, fifty 
cents if one occupied 
the parquet.  Distin-
guished troupes and a good many that were 
less than distinguished performed at Reed’s 
Opera house during the 1870s, 1880s, and 
1890s.  A Salem newspaper published a fare-
well to Reed’s Opera house, April 26, 1900. 
Patton Bros., managers since 1896, opened 
the theater for the last time with a perfor-
mance by the Great Barlow Minstrels. The 
show was rated among the best minstrel per-
formances ever seen in Salem”.

Grand Opera House in the Oddfellow’s 
building at the southwest corner of High and 

Court streets, succeeded Reed’s. This new 
theater, with John F. Corday as manager, 
opened November 20, 1900, with a presen-
tation of El Capitan by the Grau Opera Co. 
Grand Opera house has served Salem as a 
theater for fifty-seven years: first for opera 
and dramatic presentation, later as a theater 

for road shows and 
vaudeville and finally 
as a cinema.

Best remembered 
among early Salem 
movies and some-
times referred to as 
the first was the Vau-
dette theater opens 
in the Wagner build-
ing on Court Street 
in 1906. Thereafter 
nickelodeons and 
store theaters (so 
called because any 
vacant store room 
could easily and 
cheaply be converted 
into a cinema) blos-
somed and withered 
in astonishing num-
bers. Between 1906 

and 1913 there were the following: Bligh, 
Grand Opera, Ye Liberty, Gem, Oh Joy, Star, 
Seymour, Wexford, Masent, Globe, Klinger, 
and Palm. Globe, Dreamland, and Oregon 
may have been new names for old places un-
der different management. 

George B. Guthrie, who had operated the 
Oregon theater in the Hubbard building 
since election night in November of 1912 and 
also Ye Liberty, built Salem’s celebrated El-
sinore in 1925-26. This monumental struc-
ture in Tudor-Gothic derived its name from 

a location in Shakespeare’s tragedy, Hamlet. 
Elsinore opened as a silent cinema May 28, 
1926, with a presentation of The Volga Boat-
man by Cecil De Mille. Finlandia was inter-
preted upon the Wurlitzer organ. Within 
two years, and at great expense, Guthrie re-
modeled the Elsinore for sound equipment.  
Elaborate vaudeville and stock shows were 
presented at the Elsinore in the late 1920s. 
Sir Harry Lauder appeared there in 1929. 

Frank D. Bligh’s Capital theatre was also a 
construction of 1926. Open house, without 
admission charge, was held there October 5, 
1926. Hollywood, Salem’s first suburban the-
ater, was officially opened in mid-depression 
times as a second-run theater with an admis-
sion charge of ten cents, was the last known 
movie to start in downtown Salem. Albert 
Forman of United Theaters announced on 
April 27, 1953, that television competition, 
coupled with a shortage of film, would cause 
State theater to be closed in about two weeks. 

On December 31, 1955, it was announced 
that downtown Salem would be served by 
only two movie houses during the winter of 
1956, that the Capital and the Elsinore would 
operate only at night, except for Saturday 
and Sunday afternoon matinees. The Holly-
wood would remain open as usual. A dearth 
of good, first run pictures and a general lack 
of patronage was given as the reason for clo-
sure and curtailment. On January 1, 1958, 
Hollywood, Elsinore, and Capital were open 
at least for evening presentations. 

Back to the Present ….The Historic Elsinore 
Theatre was restored 10 years ago restored 
and now presents over 140 events per year.  
Make it a goal to keep the performing arts 
in Salem alive and attend as many events as 
you can at the Elsinore Theatre!

100 Years Of Salem Theatrical History – Part 2

Roasted Potatoes, Fennel & Onion

LULLU TRUITT
SBJ FOOD 
EDITOR

“Frances Carroll, a 
drama depicting stage 
life, was the first show 
at Reed’s.  An admis-

sion charge of one dol-
lar was made for the 

dress circle, fifty cents 
if one occupied the par-

quet. [...]”

- Published in  
“A Hundred Years of Salem 

Theatrical History”
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Coffee Roasted on site  Food Made to Order

2725 Commercial street SE
503.581.1716

www.frenchpressroasters.com

MARY LOUISE 
VANNATTA
TELLING YOUR 
STORY

GET ORDAINED FOR FREE ONLINE TODAY!
WE’VE ORDAINED OVER 20 MILLION WORLDWIDE.

www.themonastery.org
WE ARE ALL CHILDREN OF THE SAME UNIVERSE.

The Universal Life Church Has 
Ordained Over 20 Million People Inclusively

So I’ve been accused by my kids of talking 
too much.  I use too many words when I 

could just use a few.  I like 
a lively conversation and 
I like words.  In business 
now, we really do need to 
limit the excess words and 
get to the point.  In PR we 
learn not to “bury the mes-
sage,” and sometimes I lis-
ten to presentations that 
take so long to get to the 
point that it’s more like a 
treasure hunt than com-
munication.  Also, we are 
competing in a Twitter-

world of messaging and if you can't get your 
point across in a few sentences, you have lost 
your attention deficit audience.

A person who talks too much, whether 
they're in a formal meeting or having a ca-
sual conversation, could turn what would 
otherwise be a friendly interaction into a 
“hostage situation.”  While it's easy to criti-
cize other people for talking more than they 
should, it's a far harder thing to realize or ad-
mit when you're the very type of over-talker 
you tend to dislike. How do you know when 
it’s time to quit talking? Ask yourself a few 

basic questions:

How Much Do Others Around You Talk?

When you’re in a conversation, how much 
of the talking do you general do? In a good 
balanced conversa-
tion, each person 
involved should be 
contributing around 
an equal percent-
age of content to the 
entire discussion. 
If you're providing 
70% of content when talking to one another 
person or 50% of the content in a conser-
vation with five other people, chances are 
you’re over-talking. Make sure that other 
people are able to have an active role in the 
conversation and that there’s a natural sense 
of balance. Draw them out with questions.

What’s Your Audience 
Doing When You Talk?

If you’re talking for way longer than you 
should, your listeners will let you know, just 
not verbally. These signs include staring off 
into space, messing with pamphlets/hand-
outs, playing with their phones, or looking 
visually tired. One word phrases  (“yeah” or 

“uh-huh”) and vague statements of affirma-
tion (“sounds cool”)  are also clear signs that 
no one is really listening. If it's obvious that 
you're losing the audience, try to wrap things 
up as quickly as possible. 

Can You Talk Less and  
Make the Same Point?

In the art of conversation, less is often 
more. Over-talkers often inflate their nar-
ratives with tons of unnecessary detail that 
detracts from the audience experience. What 
the speaker thinks is important and what 
the audience thinks is important may be 
very different. When you craft your conver-
sations, think about what message you re-
ally want to convey to the audience. Ensure 
that your speech is more about quality than 
quantity.   Constantly survey your audience, 
before, during and after.

What Do You Think About Other People?

People who over-talk often tend to have 
little respect for what other people have to 
say. Over-talkers need to be the center of at-
tention and are willing to push other people 

aside in order to get their 
point across. This often 
takes the form of frequent 
interruptions, interjec-
tions and criticism when 
others are speaking. 

If you think that you’re 
a person who tends to over-talk, the easiest 
way is to:  Ask yourself, “What can I learn 
from this person today?”  Promise yourself, 
“I will not interrupt this person until they are 
finished with their thought.”  Remind your-
self, “I don’t learn when I talk, I want to learn 
from this person so I will listen.”    I’m sure as 
we learn together to listen better, we will be 
offered our turn to speak and then someone 
will listen.

Mary Louise VanNatta, CAE owns VanNat-
ta Public Relations, an association manage-
ment, event planning and PR firm located in 
Salem, Oregon.  www.PRSalem.com or twit-
ter.com/PRSalem

Can’t Stop, Won’t Stop: How to Know 
When You’re Talking Too Much 

A person who talks too much, whether they're 
in a formal meeting or having a casual conver-
sation, could turn what would otherwise be a 
friendly interaction into a “hostage situation.”
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The 4th of July is just days away and I find 
myself writing with mixed feelings this 

year as I write my July column.
I love celebrating the 4th of July, honor-

ing this all-important Independence Day by 
joining with family and friends in participat-
ing in communities events. I love decorating 
my house with the red, white and blue inside 
and out. It is such a special day in our history 
and a wonderful way to pay tribute to how 
the United States of America came to be and 
what our Founding Fathers envisioned for 
themselves and generations to come. 

As we enjoy the picnics, 
barbecues, parades and 
fireworks, I hope more 
than anything else people 
will take a moment and 
give thanks and proper 
recognition to the coura-
geous 56 signers of the 

Declaration of Indepen-
dence. 

This year, more than 
ever, it is important to 

acknowledge and truly understand the sac-
rifices our Founding Fathers made when 
they bravely, confidently and unashamedly 
signed their names to this statement:  

“—And for the support of this Declaration, 
with a firm Reliance on the Protection of di-
vine Providence, we mutually pledge to each 
other our Lives, our fortunes, and our scared 
Honor.” (The Declaration of Independence, 
July 4, 1776)

They pledged themselves to this bold state-
ment: “WE hold these Truths 

to be self-evident, that all Men are cre-
ated equal, that they are endowed by their 
Creator with certain unalienable Rights, 
that among these are Life, Liberty, and the 
Pursuit of Happiness—That to secure these 
Rights, Governments are instituted among 
Men, deriving their just Powers from the 

Consent of the Governed, that whenever any 
Form of Government becomes destructive 
of these Ends, it is the Right of the People 
to alter or to abolish it, and to institute new 
Government, laying its Foundation on such 
Principles, and organizing its Powers in such 
Form, as to them shall seem most likely to 
effect their Safety and Happiness.”

This long, but very important statement 
goes on to say, “Prudence, indeed, will dic-
tate that Governments long established 
should not be changed for light and transient 
Causes; and accordingly all Experience hath 
shewn, that Mankind are more disposed to 
suffer, while Evils are sufferable, than to 
right themselves by abolishing the Forms to 
which they are accustomed.”

Powerful words.  True statesman, true he-
roes, true patriots.

Sadly, for such commitment to principles, 
what followed was a life of extreme personal 
sacrifice. Five were captured during the war, 
one wife was taken prisoner, homes were 
ransacked and destroyed and many children 
had to scatter for survival. Two lost sons 

and nine fought and died in the war from 
wounds, hardships and even broken hearts. 
Some who survived the war were left bank-
rupt.

Yet they did what they did and they did it 
for us!!  

What are we willing to do to protect our 
Constitution and ensure a brighter future 
for generations to come? As Ronald Reagan 
said, “Freedom is never more than one gen-
eration away from extinction.”

Look around you.  Who today is willing to 
make such a sacrifice? The presidential can-
didates? Our President? Our federal leaders? 
Our Oregon leaders?  Any friends, any family 
members?  

Arguably, far too many politicians make 
political decisions based on their own future 
and their own legacy. Too many lobbyists, 
political organizations and so-called lead-
ers work to protect their own interests, their 
own job. They make calculated decisions not 
on what is best for America, but what is best 
for who pays their paycheck.

Who would give up the comforts and privi-
leges of life today to lead the effort to protect 
our liberty, our freedom and Constitution?

With all that is going on in the world: rac-
ism, religious persecution, terrorism, intol-
erance, poverty and most of all the self-cen-
tered, instant-gratification, me-first attitude 
displayed all across America, isn’t it time we 
Americans step back and consider the reali-
ties of our future and the future of genera-
tions to come?

We have been given a beautiful gift, the gift 
of freedom and liberty through the Declara-
tion of Independence and the Constitution of 
the United States of America. 

A gift many have sacrificed for and died for. 
Now it is up to us to protect it for the next 
generation. Before it is too late, let’s, each of 
us, renew our own personal commitment to 
preserving the Constitution.

PATTI MILNE
PEOPLE, 
PLACES & 
POLITICS

Life, Liberty, The Pursuit Of 
Happiness, & Government

With all that is going 
on in the world: racism, 
religious persecution, 
terrorism, intolerance, 
poverty and most of all 
the self-centered, instant-
gratification, me-first at-
titude displayed all across 
America, isn’t it time we 
Americans step back and 
consider the realities of 
our future and the future 
of generations to come?

“Live What You Wear, Wear What you Live”.  
Thats the motto says David Guajardo the own-
er and founder of Daily Routines Clothing.  His 
clothing line is better known as a surf and skate 
style clothing company.  However according to 
him he is targeting all audiences who live an 
active lifestyle.  

Originally founded in San Diego, California 
David now resides in Salem Oregon.  Between 
working at Wells Fargo bank as a full time 
banker and attending Western Oregon Univer-
sity for business he runs his clothing company.  
On top of this busy schedule David is planning 
to host a skateboarding competition on August 
15th 2015 at Brian Haney Memorial Skatepark 
in Aumsville Oregon.

The competition will have 3 categories, rook-
ie, intermediate, and a pro level.  The winner of 
each category will receive a custom made 1012-
Art/Daily Routines Clothing collaboration deck 
and 2nd and 3rd place will receive free Daily 
Routines Clothing and other prizes.  There will 
also be a best trick competition.  The winner of 
the best trick competition will receive a special 
prize to be revealed at the competition. 

Along with all the prizes being offered there 
will be a Daily Routines Clothing booth where 
merchandise will be available for purchase and 
pre order.  “We are reaching out to other local 
vendors to ensure this event will have it all.  We 
plan to have a food vendor, a kettle corn booth, 
Aumsville Corn Festival Committee booth, 
1012-Art custom skateboard grip and decks as 
well as some other Oregon Skate shops.”

“It has been over a year in the making and 
we are excited to see how it will turn out.  If 
there are any local business’s or people who 
would like to volunteer at the event we will 
be glad to have you participate”.  Accord-
ing to david this is the 1st Annual Daily Rou-
tines Skateboarding Competition and there 
are many more to come.  If your interested 
in having a booth, participating in the com-
petition, or helping email David Guajardo at 
 dailyroutinesclothing@yahoo.com. 

Live What 
You Wear, 
Wear What 
You Live

Willamette River Salem, OR
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Our outstanding contributor for the 
month of July is Scott Parrish. Parrish is 
the president of A-dec Incorporated, one 
of the world’s larger manufactures of den-
tal equipment located in Newberg, Ore-
gon. Since its founding in 1964, A-dec has 
made philanthropy a significant part of its 
business practices by working to provide 
underserved populations with access to 
dental services. Following his business’s 
philosophy of being charitable, he has 
made significant contributions through his 
generous donations to United Way (UW). 

Scott Parrish has been an active part of 
A-dec for the past 30 years. Later into his 
career, Parrish became the Vice President 
of Product Development. In 2007, Parrish 
became the President.

Scott Parrish says that his first connec-
tion with UW started almost as soon as his 
career dental equipment manufacturing 
began. At the time of Parrish’s arrival at 
A-dec, the company was well into their cel-
ebration of “United Ways Days,” an event 
that encouraged charitable activity within 
the organization. 

“I had to ask someone if this was nor-
mal,” Parrish said. “It’s obvious that the 
passion and excitement for creative ways 
to raise funds is real!” 

Parrish has since made UW his preferred 
charity of choice when looking for ways 
to give back to his community. He said, 
“We choose UW because of the percent-
age that goes to local community and the 
broad reach of the organization.” Parrish 
also praises UW’s ability to offer chari-
table persons a large choice in ways they 
would like to donate. Parrish appreciates 
how UW allows individuals to designate 
their donations to one particular program 
or give to the general fund.

Keeping with his company’s tradition of 
supporting UW, Parrish continues to hold 
“United Way Days” at A-dec. “The need 
in our community is great” says Parrish. 
“Not everyone has a tie to someone who 
understands their needs or resources for 
assistance. It’s so important to have Unit-
ed Way Days so that we can expose these 
needs in our community.” 

UW accepts donations all year and we 
are currently recruiting for loaned execu-
tives and businesses to join the campaign. 
For more information on how to partici-
pate, call 503-363-1651 or visit www.unit-
edwaymwv.org. LIVE UNITED

United Way Profiles in 
Giving: Scott Parrish

By Victoria Wilson
If you have ever been on a nonprofit board, 

faced with hiring an executive director (ED) 
or development director (DD) you know it 
can be a challenge. Hire from within?  Look 
outside the region?  What skills do we need?  
How does a group of volunteer board mem-
bers conduct a fair and thorough search in 
the limited time available?  These issues have 
been addressed successfully by WVDO (Wil-
lamette Valley Development Officers). Their 
Executive Search Services (ESS) has placed 
many executives and development directors, 
primarily in the Portland area, but they have 
been experiencing an increasing demand for 
the services over the past few years.

 Oftentimes when nonprofits look to fill an 
executive position, they are unsure of how 
the process should go, and more impor-
tantly, what kind of criteria should govern 
it. An executive has tremendous influence 
on the organization, serving as its primary 
representative, and is viewed by the board 
members as the boss. Therefore this person 
must be a true “match,” possessing fundrais-
ing credentials that fit the culture and needs 

of the organization. Input from professionals 
who have extensive experience in nonprofit 
management helps the hiring process seem 
less daunting, by prioritizing certain creden-
tials and delivering in-depth analyses of can-
didates. 

WVDO executive director Agnes Zach, 
who created and managed the program said, 
“Volunteer board members are starting to 
realize how time consuming and challenging 
an executive search can be. Because so many 
groups seek this service and many nonprofits 
are located south of Portland, we wanted to 
be able to serve the Mid-Valley better with lo-
cal representation and relationships.” That’s 
when WVDO reached out to Spire Manage-
ment to serve Salem, Albany, Corvallis and 
Eugene.

Spire Management, the association man-
agement counterpart of VanNatta Public Re-
lations, is owned and operated by G. Harvey 
Gail and Mary Louise VanNatta. Both have 
served as nonprofit executive directors and 
have over 25 years' experience in association 
management and fundraising. Gail holds an 
MBA from Willamette University in man-

agement and VanNatta has her Certified 
Association Executive Designation from the 
American Society of Association Executives. 

How the search works:
The search committee is a team of highly 

qualified consultants who have 10+ years 
of experience in nonprofit fundraising and 
leadership, ensuring that selecting a new ED 
or DD will be done with expertise. 

The ESS provide specialized, comprehen-
sive guidance by walking an organization 
through the process of identifying skills and 
attributes needed to succeed, as well as build 
a job description, establish key criteria and 
shape candidate screening questions. 

While positions are posted in an online 
hiring program, WVDO and Spire Manage-
ment also recruits actively throughout the 
community, and does follow-ups on leads 
to potential candidates. This is key for many 
organizations.

After reviewing applications, the team 
ranks candidates on approved criteria and 
facilitates two rounds of interviews. A final 
ranking is established, and the top three to 
five candidates are presented to the non-

profit. From there, the client interviews and 
selects their ED or DD.

Ideally the process takes about six weeks, 
depending upon the speed at which the non-
profit can make decisions. The cost of the 
service is determined by a percentage of the 
position’s salary. ESS has already assisted 
multiple organizations in selecting ED and 
DD positions, including Albina Opportu-
nities Corporation, Children’s Healing Art 
Project, Portland Opera, Oregon Humane 
Society, Metropolitan Family Services, Port-
land Children’s Museum, William Temple 
House, SMART, SOLV, and High Desert 
Museum. 

At the end of the consulting process, the cli-
ent  have multiple candidates to choose from  
could be the “perfect match” for their ’s cul-
ture and needs.

 WVDO/SPIRE’s goal is to create strong, 
stable  leadership that  engage in the com-
munity. 

To learn more visit www.SpireManage-
ment.com or call 503-371-7457.

Victoria Wilson is a student at George Fox 
University studying business management.

Willamette Valley Development Officers Partners With Spire Management 
To Bring Executive Search Services To Salem & The Mid-Valley.

On Friday, 
May 1, the At-
kinson Gradu-
ate School of 
Management 
celebrated its 
40th anniver-
ary at Willa-
mette Valley 
V i n e y a r d s . 
The event sold 
out with more 
than 300 at-
tendees made 
up of current 
students, staff, 
faculty, alumni 
and friends of 
Atkinson. Wil-
lamette Univer-
sity President 
Stephen E. 
Thorsett com-
mented that 
Atkinson, "suc-
cessfully evolved, adapted and reinvented 
itself while remaining true to its mission: to 
help students acquire lifelong learning skills 
and prepare them to become outstanding 
leaders in business, government and non-
profit organizations."

Judy O'Neill, Associate Dean and Direc-
tor of Admissions for the past 25 years was 
also honored at the event.  Judy retires from 
Atkinson on January 1, 2016.  More than 

$60,000 has 
been raised 
for the Judy 
O ' N e i l l 
Scholarship 
Fund against 
a goal of 
$ 1 5 0 , 0 0 0 
since its 
launch in 
J a n u a r y . 
More on 
Judy's retire-
ment and the 

Judy O'Neill Scholarship Fund 
can be found here. 

On Saturday, May 2, a longtime 
Atkinson tradition continued as 
students and faculty embarked 
on the annual Brownwater Mill 
Stream Float.  Dean Ringold and 
President Thorsett joined in the 
wet festivities.

Atkinson Graduate School of Management, 
40th Anniversary Celebration

George Hoyt and Debra Ringold at 
Willamette Valley Vineyards.

Stephen E. Thorsett, Willamette University President

Judy O'Neill and Larry Ettner, Professor 
of Management Practice, enjoying a lovely 

evening at Willamette Valley Vineyards
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Now Broadcasting throughout 
Salem & Keizer at 100.7fm

Call for Business Underwriting 
Opportunities 503-990-6091 

Support Local Radio!!

By Beth Casper
Special to the Salem Business Journal
At Pringle Creek Community, sustainable 

practices are constantly evolving.
“We have the flexibility to consider ourselves 

a living laboratory,” said Pringle Creek’s com-
munity manager Jane Poznar. “We have the 
ethic of always trying something new, devel-
oping new strategies and seeing what might 
work, and then learning from our mistakes.”

So far, the development has seen much suc-
cess: The 32-acre site, where 130 homes are 
planned, incorporates green space, commu-
nity activities and environmentally friendly 
practices. Each of the 11 homes constructed 
on site so far are LEED Gold or Platinum, the 
highest green building standards in the indus-
try.

At the center of the Pringle Creek Com-
munity is Painter’s Hall: a spacious, inviting 

community center, office, meeting space and 
event venue. 

“It is the heart of Pringle Creek,” Poznar 
said. “It is where we come together as a com-
munity. We come here to celebrate, recreate 
and learn.” 

Painter’s Hall was the 100th business to 
earn EarthWISE certification through Marion 
County’s innovative green business program 
in 2010. It also earned the highest green build-
ing certification possible: LEED Platinum.

Painter’s Hall serves many more people 
than the 13 people who live at Pringle Creek. 
In 2014 alone, Painter’s Hall hosted 215 meet-
ings—everything from yoga classes and wa-
tershed council meetings to a dinner series 
and private parties.

Meeting attendees not only see a green 
building when they are in Painter’s Hall, but 
they are exposed to green practices. Paint-

er’s Hall has a 
zero-waste policy. 
Single-use dispos-
able items, such as 
plastic water bot-
tles, paper plates 
or plastic utensils, 
are prohibited 
from being used 
in the building 
during events and 
activities.  All of 
the serving ware, 
dishes, napkins, 
and silverware 
are reusable and 
available for use 
for up to 120 
guests, then sani-
tized on site with a 
commercial dish-
washer.

“I think that has 
been wildly suc-
cessful,” Poznar 
said. “The expo-
sure that we’ve 
been able to get to 
community mem-
bers who then 
take that idea to 
their own homes 
is incredible.” 

For the folks who 
manage Painter’s 
Hall as well as the 
people who live 
at Pringle, zero-
waste practices 

are made easier by the centralized recycling 
and composting programs. All kitchen waste 
is brought to an area by the greenhouses, 
run through a garbage disposal and added to 
composters. Since the start of the Dirt Works 
program in 2013, close to 3,500 pounds of 
kitchen waste has been composted—and so 
not sent to a landfill or composted at an off-
site facility.

The recycling and garbage pick-up is also 
centralized to reduce the number of trucks 
driving to Pringle Creek every week. A gar-
bage truck hauls waste once a week and the 
recycling truck comes once every two weeks. 
Each household has saved 60 percent on their 
garbage and recycling fees.

Potential Pringle Creek home buyers are 
certainly interested in the easy recycling and 
composting practices, but some are also look-
ing to minimizing their own space—to reduce 
their belongings and the amount of time they 
spend cleaning.

Pringle Creek Community is responding to 
that demand for smaller homes.

“They are more energy efficient and 
equipped with solar,” Poznar said. “We are 
recognizing that people are looking for some-
thing smaller—they just don’t need 3,000 
square feet to clean and take care of.”

A small home at Pringle will be about 
800-square feet with two bedrooms and one 
or one-and-a-half bathrooms. Pringle Creek 
Community is also tapping into a growing 
trend for accessory dwelling units—a small 
structure behind the main home that can be 
used as a guest room or mother-in-law house.  

“People want a smaller footprint with ac-
cess to green space and open space,” said 
Kerry Fox, the event and outreach coordina-
tor at Pringle Creek Community. “They want a 
greater sense of community. They realize they 
don’t need as much interior space and their 
home doesn’t need to use as much energy to 
function.”

The draw of Pringle Creek’s green space is 
that it offers something for everyone: space to 
walk, a babbling creek, old oak trees, garden 
space and greenhouses, chickens, honeybees 
and a variety of wildlife.

The open space is also the place where peo-
ple can see the evolution of Pringle Creek’s 
sustainable practices most directly.

“In our garden practices, we’ve tried all sorts 
of mechanical weed controls and organic ho-
listic controls—from barrier cloths and cut-
ting to spraying with vinegar,” said Poznar. 
“We are using integrated pest management—
praying mantises and ladybugs—in the glass 
houses. … It has been successful. We have 

Green Business, Green Community, Great Living

Rich Duncan Construction is pleased to 
announce the addition of  Ken Pappas, Proj-
ect Superintendent to our team. Ken brings 
many years of construction experience and 
lead carpenter skills to enhance the services 
we provide to our clients.

We would like to take a moment and con-
gratulate Dawn Killough, she was recently 
honored by Region 9 of the National Associa-
tion of Women In Construction (NAWIC) as 
their Future Leader for 2015.  Region 9 en-
compasses Oregon, Washington, Idaho, 
Montana, and Alaska.  The Future Leader 
award recognizes a member in their first 
two years of 
membership 
who actively 
participates 
in chapter, 
regional, and 
national ac-
tivities.

Stay con-
nected with 
our projects 
and news by 
visiting our 
website at 
richduncancon-
struction.com

Rich Duncan Construction 
Awards And New Team 
Memmbers

to keep at it; it is not something we can walk 
away from.”

The 32-acre site offers enough land for peo-
ple to find space for themselves, but it also 
offers many places to gather and build com-
munity.

“If you know your neighbors, there are 
people available to help you,” Fox said. “It is 
a subtle thing but it builds strength and resil-
ience for each individual person. We are cre-
ating a more resilient community.”

Pringle Creek Community dwellers are not 
the only beneficiaries—by opening the com-
munity to events for the general public, every-
one benefits.

“That is how we hope to serve as a model for 
the greater community—to encourage people 
throughout the community to get more en-
gaged and involved with their neighbors,” Fox 
said.

For more information about the EarthWISE 
program, go to www.mcEarthWISE.net or 
call 503-365-3188.

Pringle Creek Community’s “Painter’s Hall”

Ken Pappas, Duncan 
Construction 

Project Superintendent

Rich Duncan and Dawn Killough
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If you are like most small business owners, 
you started your business with the idea 

and plan to consistently make enough mon-
ey per month so that you could accomplish 
all the things you really want to do in life. 
So, how’s that working out for you? 
Are you running your business to the 
point that it’s on auto pilot making 
a nice profit without you or is your 
business running you to the point 
that the moment you take your atten-

tion off of it, every-
thing around you 
starts to crumble? 
If your business 
is running you in-
stead of you run-
ning your business 
here are 4 things you can 
do today to get it back on 
the right track:

Start With A Plan. Re-
gardless of the shape, 

style and current financial situation you find 
your business in today, start with the end in 
mind. Write down in detail the answers to all 
of these questions: What kind of lifestyle do 
I really want? How much money do I need 
to consistently generate per month in order 
to achieve the lifestyle I want? Once I’ve ob-
tained the lifestyle and income I want, how 
will that make me feel? How bad do I really 
want a better lifestyle and the kind of money 
it takes to support it? The last question is an 
incredibly important question because if you 
are not completely serious and determined 
about doing what it takes to achieve your 
goals, I can tell you from my experience you 
will not succeed!

Evaluate Your Business Model. If your 
business has the capacity to scale up and 
change to generate the kind of income you 
need in order to achieve the lifestyle you 
want, write down in detail the answers to all 
of these questions: What are the significant 
life events over the past 12 months that have 
affected my business and income? How have 
I handled these changes? What are my per-
sonal strengths and weaknesses in my busi-

ness? What are the challenges and obstacles 
that are sabotaging and limiting my busi-
ness, my lifestyle and the income I want to-
day? What are the things I can outsource or 
delegate to an employee to free me up? What 

changes do I need to make right now to my 
business in order to achieve the lifestyle and 
income I want? 

Know Your Competition. In order for you to 
stay ahead of your competition, be a leader in 
your field and to generate the kind of money 
you need to have the lifestyle you want, you 
must know and write down the answers to all 
of these questions: What is going on in my 
business marketplace today? How does my 
business compare to my competition? Who 
are my competitors? What are my competi-
tors doing to obtain new customers? What 
features and benefits are my competitors of-
fering to their customers that I am not? What 
do I need to do better and more efficiently in 
my business to attract and retain more cus-
tomers? What are my business opportunities 
for growth? What are my business threats?

Get A Business Coach. Business own-
ers that have a business coach make more 
money, work less hours, have more success-
ful businesses and enjoy a much better life-
style than those that don’t. A business coach 
can help you maintain a positive attitude 
and outlook on life, hold you accountable to 
achieve your business, personal, lifestyle and 
income goals faster by helping you overcome 
all of the challenges and obstacles that block 
your goals. Write down in detail the answers 
to all of these questions: Am I afraid of be-

ing coached? Who can I trust and confide in 
about my personal and business challenges 
and goals? Who is holding me accountable 
to achieve all of my business and personal 
goals?

The good news is that you don’t have to 
struggle to run a very successful and profit-
able business! Your business CAN operate in 
a way that frees you up to be able to do all the 
things you really want to do in life. You just 

need to decide to do it and be brutally hon-
est about yourself and your business. You 
need to know who your competition is and 
what they are doing. Most importantly you 
need to have a professional business coach 

that can see you and your business 
from a different perspective and who 
can help you make all the necessary 
changes so that you obtain all of your 
business, personal and lifestyle goals 
faster and easier. 

David Harrison is a professional 
business coach based in Salem Or-
egon. David specializes in helping his 
clients transform their business and 
income with proven sales training, 
coaching and mentoring. For a free 
consultation contact David at: 

 
DavidHarrisonConsulting.com 
David@DavidHarrisonConsulting.com 
Direct Tel (503) 508-4097

Are You Running Your Business Or Is Your Business Running You?

DAVID HARRISON
BUSINESS 
CONSULTANT

Pushes and Pulls, LLC is a Salem, Oregon based movement 
studio specializing in private and semi-private Gyrotonic and 
Pilates instruction. All sessions utilize equipment, and are 
customized to maximize individual needs and goals.

LocatedLocated on the 2nd floor of the historic Reed Opera House, 
Pushes and Pulls, LLC, provides an integrated approach to 
exercise, focusing on health and fitness. We are committed to 
helping clients enhance strength, flexibility, balance and 
injury rehabilitation.

189 Liberty St NE, Studio 205, Salem, Oregon
(503)-385-8445 | PushesandPulls.com

Promoting community 
jobs for people with 
developmental disabilities

“Miles is the perfect match.  
He is a great fit for our restaurant.”
– Pondo, owner, Mad Greek Deli, Portland

Read more about 
Miles’ success story:

Know Your Competition. 
In order for you to stay 
ahead of your competition.
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If you’re on the board of a nonprofit or as-
sociation, you know how important vol-

unteers are to your organization. Without 
volunteers many nonprofit organizations 
could simply not exist. However, it is often 

difficult to recruit volun-
teers, so organizations feel 
compelled to offer at least 
a small wage to get people 
to help. As a leader, we as-
sume that if you can get a 
volunteer to do something 
for your organization for 
free it’s better than having 
to pay them. That seems 
like a reasonable ap-
proach, but once money is 
involved people’s motiva-
tions change.

Research shows the best 
results come from either committed passion-
ate and well trained volunteers or from well 
compensated staff. Studies show paying a 
very low wage in lieu of no compensation is 
actually less effective than if they just volun-
teered or if a reasonable wage is paid. That’s 
because once people receive a wage, they be-
gin to calibrate their performance to the com-
pensation they receive. 

Dan Ariely, a professor in Behavioral Eco-
nomics at MIT, asked several groups to do a 
computer task for a variety of different levels 
of compensation. The task was simple if not 

incredibly boring. Participants were asked 
to use their mouse to drag a circle on one 
side of the screen to a box on the other side 
of the screen as many times as possible over 
the course of five minutes. The first group 
was paid five dollars for the task, the second 
group was paid 50 cents, and the final group 
was paid no money at all. How did each group 
perform? Ariely found that the group paid 
five dollars moved on average 159 circles, the 
group paid 50 cents moved only 101 circles. 
More money seemed to increase their pro-
ductivity. However, the third group made 
entirely of unpaid volunteers moved on av-
erage 168 circles, more than each of the two 
paid groups. While these results may seem 
surprising to most, Ariely was as surprised as 
one might think. As a behavioral economist, 
he understood that there were more factors at 
play than just a desire for money. 

Ariely writes in his 2008 New York Times 
bestselling novel Predictable Irrational: The 
Hidden Forces That Shape Our Decisions that 
paid participants worked only as hard as they 
were paid. In other words, if they received less 
money, they work less hard as if they were 
subconsciously retaliating in response to the 
low wage. Ariely also found that once money 
was removed from the test, the behavior of the 
participants changed. Participants who were 
unpaid now saw the task as an opportunity to 
be helpful and favorable to the researchers by 
working hard on the task for free. They may 

not have paid in money but they were paid in 
positive emotions and the high regards of the 
researchers. 

In the association management and pub-
lic relations business, I help run a variety of 
events for nonprofit organizations. One of the 
more common problems I hear from orga-
nization event planners are complaints that 
volunteers, while eager to show their support, 
many times don’t show up. Also, when on the 
job they do what they want to do, not what 
needs to be done. This is frustrating, so it’s 
tempting to offer a small wage as an attempt 
to improve their performance and reliability. 
However, according to research sited above, 
this may not be effective. 

For most nonprofits, offering a full market 
wage for every event isn’t practical. So, what’s 
the best solution? Seek volunteers, but do this 
strategically. Recruit from a large pool of peo-
ple devoted to your cause. Take time to define 
the roles of the volunteers you are recruiting. 
Make sure the job duties are clear. Then invite 
each volunteer personally and ask them to 
match their skills and abilities with the roles 
you are filling. It may take a bit longer to find 
people willing to help but it's far more cost ef-
ficient to utilize volunteers over paid staff.   

Harvey Gail, MBA is the owner of Spire 
Management, an association management 
and strategic planning company that also 
offers executive search services for non prof-
its.  www.SpireManagement.com

Volunteers or Paid Staff: There’s 
More to Motivation than Money

White Oak Construction (WOC) has been 
working on a 78,739 square feet, six-floor in-
terior remodel and six floor exterior addition 
on Park Center South. Park Center is a six-
story, low-rise building, located at 201 High 
Street SE in downtown Salem. The build-
ing was most recently the home of Regence 
BlueCross BlueShield which left the region 
last year. The offices will now be home to 
three state agencies:  The Oregon Depart-
ment of Human Services (DHS), the Oregon 
Public Utility Commission (OPUC) and the 
Oregon Construction Contractors Board.

White Oak Construction Project Manager, 
Dan Wellert said, "We have worked with both 
Oregon DHS and OPUC in the past. “This is 
a great project and will be yet another way to 
revitalize downtown Salem,” he said

The project is expected to be completed be-
fore fall 2015.

White Oak 
Construction 
Starts Work on 
Park Center South

ROY JAY

Why are you paying $55.00 Per Line for 
Local Phone Service?

We hear and see the advertisements from 
the major telephone providers each day. 
Their pop up messages on our cell phones 

and internet bombards 
us with offers for home 
and business phone ser-
vices.

My staff research 
shows that major tele-
phone providers will 
nickel and dime you on 
various phone features. 
The average rate per 
line is about $55.00 for 
a small business includ-

ing all of the taxes. Most individuals are still 
paying RETAIL for telephone service when 
in reality, you could be getting same or simi-
lar services for as low as $6.00 per month.  
There is one catch, you need to have a rea-

sonable internet access service. Services such 
as Vonage, Magic Jack and Straight Talk are 
just a few companies that are competing with 
Frontier, Century Link and Comcast for tele-
phone service.

One of the competitors is a company called 
OOMA which offers HD quality voice service 
with various standard features for home all 
of the price of buying the equipment one 
time.  We put their equipment to the test in 
various markets across the country over the 
past several months and here is what I found.

Voice quality was equal or better than the 
major phone providers. The system is to-
tally dependent on your internet service. The 
residential equipment starts at $129.00 as a 
onetime purchase. Once you buy it, you own 
it. Their enhanced features will cost you a 
few dollars more per month. In fact, you can 
buy used units through Amazon and EBay 
for about 35% discount which seem to work 
fine. Ooma also offers a business version 

which works through your current phone 
equipment the same as home. For rates sim-
ply to www.ooma.com/rates.  Naturally most 
providers also provide you free long distance 
calling as part of the service. You can port 
your current number to any of the providers.

Some of the alternative service providers 
also offer special “follow me” features which 
means that when you get a call at your home, 
desk or cell phone, it has the capability to 
ring an additional number at no additional 
charge. This way you do not miss important 
personal or business calls.

The major telephone providers want to of-
fer you a “bundled” package which supposed-
ly saves you money in the long run.  You need 
to examine the offer carefully. When you see 
those ads on television for 30 seconds, you 
need to read the fine print that flashes up at 
the bottom of your screen. Many require a 
two or three year contract.

With OOMA and some of the other com-

petitive services allows you use your current 
telephone instruments. In addition, if your 
cell phone is has Wi-Fi calling capability, you 
can get the OOMA or Vonage App  and make 
calls from your cell phone without having to 
use your cell phone minutes. Right now, the 
internet is still FREE, but there may come a 
time when the FCC may rule differently.

Stay tuned for commentary on what we can 
do to rebuild our communities and giving 
people a second chance to become a produc-
tive citizens. (not everyone on welfare wants 
it)

Roy Jay is a business and social entrepre-
neur who has footsteps from coast to coast 
in various industries. He was ranked in 2013 
as one of the most intriguing people in Or-
egon politics, yet he does not hold public of-
fice. Learn more about him at RoyJay.Com 
or he can be reached by email at RoyJay@
Mail.Com 

Small Business and Home Telephone 
Service Doesn’t Have to be Expensive

HARVEY GAIL
ASSOCIATION
MANAGMENT

The Oregon Association of Realtors have 
elected George Grabenhorst, a fourth gen-
eration Realtor from Salem, the 2016 Pres-
ident-Elect of the state association.  Voted 
upon by the 115 member Board of Directors 
at the April 19 meeting, the decision will be 
made official at the installation conducted 
in Sunriver on September 30th at the 2015 
OAR Convention and Fall Governance Meet-
ings.  He will then assume the position of 
President-elect through November 2016 at 
which point he will automatically ascend 
to President through November 2017.  The 
Oregon Association of Realtors is one of the 
largest trade associations in Oregon repre-
senting nearly 14,000 Realtors throughout 
the state.

President Elect
George Grabenhorst
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ALEX RHOTEN
Principal Broker
arhoten@cbcre.com

CBCRE.com Coldwell Banker Commercial and the Coldwell Banker Commercial Logo are registered service marks 
licensed to Coldwell Banker Real Estate LLC. Each Office is Independently Owned and Operated.

MOUNTAIN WEST REAL ESTATEOur Team of Professionals:

960 Liberty St SE, #250
Salem, OR 97302

TIFFANY JONES
Broker
tjones@cbcre.com

(503) 587-4777

Our Team has consistently been in the 
top 25 companies in production for 
Coldwell Banker Commercial offices 
internationally.

Chauni GrayChrissy Weston Dick Duncan

Gary WestonShadya Jones

Jim GrayJordan Samiee

Elesa Doll

Janna MedinaJared Stasch

Pam RushingRuth Dana Sharon Woods

Jon Duncan

Shelley George Sarah Crawford

 

New Dinner Menu
Served from 5pm to 9pm daily

2680 Aerial Way SE, Salem, OR 97302
At the Salem Airport

Two Private Banquet Rooms
Call for Menus, Pricing & Arrangements

Natalie 503-581-5721.  

Breakfast Every Saturday & Sunday
Morning from 8am to 11:45am
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Executive        Properties

EXECUTIVE 
PROPERTIES

Space Reservations, 503-365-9544
PUBLISHER@SALEMBUSINESSJOURNAL.COM

PERFECT FOR ENTERTAINING!
Fabulous view of the Cascade Mtns & West Sa-
lem Hills! Custom built, one-owner home. 5 Bdrm 
+ den, 3 Ba, 3146 sq. ft. in desirable South Sa-
lem. 9’ ceilings throughout, SS appls, abundant 
storage, spacious decks with amazing views! 
$375,000 (683414) Rick & Ande Hofmann 503-

390-8000 #2455 RE/MAX Integrity

Extensive Remodel/Addition in 2005, then a total 
update in 2013! New Kitchen, new flooring thru-
out, baths all new, and more! Elegant 9 ft ceilings. 
Dual Living possible w/2 kitchens, 2 mstr suites, 
2 gas furnaces, 2 gas water heaters, 3 bdrms on 
main level, 3 bdrms up, 860 Sq Ft 3 car garage. 
New in 2013 20 X 40 finished work shop w/12 ft 
ceilings & pellet stove for heat. Open 4 bay metal 
30 X 50 storage barn. Home allows for privacy. 
$625,000 (685505) Don Meyer 503-999-2381 

RE/MAX Integrity

COUNTRY LIVING AT IT’S FINEST!
Great view of Mt. Hood on clear days! 3 Bdrm, 2.5 
Bath, 2402 sq. ft. home on 3.35 ACRES. Huge 
family room with pellet stove. Slab granite with 
updated appliances in kitchen. Formal & informal 
dining areas. Master suite has 2 rooms. New heat 
pump, furnace and well pump in 2014 48’x36’ 
3-bay shop! $475,000 (687849) Rick & Ande 

Hofmann 503-390-8000 Code# 3035 
RE/MAX Integrity

LABISH CENTER COMMUNITY!
Enjoy country living in this 3 Bdrm, 2.5 Ba, 3116 
sq, ft. home on 4.91 ACRES. Living room, fam-
ily room, formal dining and 30 x 15 bonus room. 
Many updates include furnace, AC & roof. Covered 
outdoor living area w/frplc. Barn w/wood flr & 
drive-thru. $484,900 (689445) Rick & Ande Hof-

mann 503-390-8000 Code# 3075 
RE/MAX Integrity

116.53 acres composed of 40 acres of 20 year old reproduction trees, 
10 - 15 acres of Christmas trees with $10,000 a year income, 61 acres 
of grazing land and home site make this ideal for your private dream 
home! Well, Septic and Electrical are in and ready to go. Farm Ag 

building with indoor plumbing. $570,000 (685327) 
Roger Elliott 503-569-5003

RE/MAX Integrity

1933 English Tudor nestled among trees on just un-
der an acre in the heart of Salem with  views of Mt. 
Hood & Mt. Jefferson.  An era of craftsmanship is 
evident throughout this well-appointed home. En-
tertaining on the patio or enjoy the heated in-ground 

pool & greenhouse. A Spectacular Estate.
Roger Elliott, 503-569-5003

RARE OPPORTUNITY for classy country living in a 
prestigious St. Paul neighborhood! Meticulously 
maintained home nestled in mature Victorian flower 
gardens. Custom updates with attention to detail 
throughout. Kitchen features Black Brazilian coun-
ter tops with artistic copper inlays and burnt cop-
per back splash. This home is equipped with Pergo 
flooring on the main level, central vacuum system 
and generous storage in all areas. Entertain guests 
on the expansive wrap around front porch and cano-
pied back deck. $489,000 Steve Bolton 503-779-

7066 (691289)

Water front property! Private park next door. Great 
room with huge windows & gas fireplace. Gorgeous 
kitchen cabinets, granite countertops & SS appli-
ances. Wool carpeting, cork, bamboo & marmo-
leum flooring. Master suite has river views, Jacuzzi 

tub & huge walk-in closet. Loads of storage in 3 car 
garage. Backyard planted with numerous fruit trees 
and grapes. Marilyn Shotts CRS, CDPE, (503) 510-

2473, marilynshotts@equitygroup.com
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SPONSOR:

ASSISTANT DIRECTOR
SPONSOR:

BIG SCREEN SPONSOR:

Honeywood Winery, Oregon’s oldest winery, 
has earned three silver medals and two bronze 
medals at several Oregon wine competitions. 
The awards include:

A silver medal from the Newport Seafood & 
Wine Festival for Honeywood’s Triple Berry 
Wine – one of the winery’s best sellers, featur-
ing a unique blend of Marionberry, Raspberry 
and Strawberry flavors.

A silver medal for Honeywood’s Raspberry 
Wine and a bronze medal for its 2012 Pinot 
Noir at the SIP event in McMinnville, Oregon.

A silver medal for Honeywood Currant Noir 
and a bronze medal for its Gooseberry Wine 
at the Portland Seafood & Wine Festival. This 
was the first award for the Gooseberry wine, 
which was released last year.

“We are honored to receive awards for five 
different wines – from our more traditional 
Pinot Noir to wines made from other fruits, in-
cluding one of our newest releases,” said Gen-
eral Manager Lesley Gallick.

Honeywood also recently received five med-
als in the “2015 Best of the Mid-Valley” reader 
poll sponsored by the Statesman Journal of Sa-
lem, Oregon.  Honeywood won a Gold Medal 
in the Best Free Event category for its monthly 
First Friday celebrations featuring wine tast-
ing, music and food. Bronze Medals were 
awarded for the following categories:

Best Place to Buy Wine
Best Wine Tasting
Best Winery
Best Online Retailer

“It’s gratifying that even after 80 years in 
business, Honeywood Winery continues to be 
recognized as a place where both wine enthusi-
asts and non-traditional wine drinkers can find 
something they enjoy,” Gallick added.

Located in Salem, in the heart of Oregon’s 
great and fertile Willamette Valley, Honey-
wood Winery is minutes away from some of the 
world’s finest vineyards, cane berry fields and 
fruit orchards. The tasting room and gourmet 
marketplace, filled with Oregon food products 
and wine related gifts, is located at 1350 Hines 
St. Salem, OR 97302. Call 503-362-4111 or visit 
www.honeywoodwinery.com.

Honeywood 
Winery Earns Five 
Medals At Oregon 
Wine Competitions




