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REMODELED TURN-OF-THE -CENTURY HOME!
5 bdrm, 2 ba, 2640 sq. ft. home in Turner. 
Large living room. Country kitchen. Vinyl win-
dows. Large deck with fenced yard! $205,000 

(691158) Rick & Ande Hofmann 
503-390-8000 Code# 3135

Hard to find 4 bedroom w/additional den/of-
fice w/lots of bookshelves and area for com-
puter desk. Kitchen has bar island for casual 
dining and is open to the family room. Living 
room/dining room combination. The master 
suite is on the second level along w/three 
bedrooms and additional bath. First floor w/
half bath and laundry room. Exterior has re-
cently been painted. Be the first to see this 

great buy! $225,000 (692910)
 Roger Elliott 503-569-5003

UPDATED HOME WITH SHOP!
4 Bdrm, 2.5 Bath, 2126 sq. ft. home on large 
.24 acre lot in South Salem. Granite, skylights, 
multi-level deck. 28’x24’ heated shop. RV Pad. 

$349,900 (687282) Rick & Ande Hofmann 
503-390-8000 Code#3025

FAIRMOUNT HILLS!
Craftsman Style home with 4 Bdrms, 3 Ba 
& 2465 sq. ft. Open living areas. Vaulted 
master with WI closet and sitting area. Many 
updates. Raspberries & blueberries to enjoy! 
$325,000 (692558) Rick & Ande Hofmann 

503-390-8000 Code# 3175

Delightful one level home w/tile floors in liv-
ing, dining, & kitchen areas! Bay window in LR 
w/TV niche above gas fireplace. Kitchen has 
wall oven, microwave, gas cooktop, and eat-
ing bar which opens to dining area that leads 
to patio. Very functional utility w/counter over 
washer & dryer for folding clothes, and upper 
cabinets. Low maintenance private backyard 
w/large, partially covered patio. Two storage 
sheds also included. Don’t wait! $229,900 

(692466) Roger Elliott 503-569-5003

Meticulously maintained Craftsman style 
home, w/views, in one of south’s most de-
sired areas! Quality & pride of ownership 
abounds w/Brazilian cherry floors, slab gran-
ite, custom kitchen, pergola & more. Formal 
living & great room w/gas fp & dining room 
off kitchen. Upstairs loft acts as bonus room. 
Large master suite w/huge views, custom 
vanity cabinets, soaking tub, shower and WIC. 
Other bedrooms face east for sunrises! Back-
yard w/deck and pergola is perfect for enter-
taining! High tech wired and UGS. $299,900 

(692537) Trevor Elliott 503-602-1039

Instantly Appealing! Quality abounds in this comfort-
able daylight basement home w/formal & informal 
living space. Large kitchen w/cook island & nook, gran-
ite countertops. Master suite on the main w/spa tub, 
shower & 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 & of-
fers lots of entertaining & quiet time enjoyment. See for 

yourself! $365,000 (690315)
Roger Elliott 503-569-5003

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 acreage res-
idential five-acre minimum. Property has electricity, well 
and pond. Zoning is AR5 and FF. $595,000 (687584) 

Marilyn Shotts 503-510-2473

INTEGRITY

INTEGRITY
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OYSTER PERPETUAL SUBMARINER DATE

rolex  oyster perpetual and submariner are trademarks.

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}

During the month of August, Compass Gal-
lery will present an exhibition, titled Earth 
and Sky, featuring landscape paintings by 
Victor Guschov.  Over time, Victor has ex-
perimented with many different artistic 
styles, retaining an element of realism and 
keeping the natural world as a touchstone. 
He currently works in acrylics and lives and 
works in Salem. For more information, visit 
CompassGalleryUSA.com. Exhibition dates: 
August 4-29.

In August, the Willamette Trading Com-
pany will host Messengers:   A Group Exhi-
bition of Avian Art. Featured artists will in-
clude Nora Sherwood, Marina Terauds and 
Victor Gushov. Each artist portrays not only 
the gestures and physical traits of birds, but 
also their unique roles in nature and mythol-
ogy. For more information, visit Willamette-
TradingCompany.com. Exhibition dates: 
August 4-29.

Compass Gallery and the Willamette Trad-
ing Company will co-host a reception for 
the August exhibits on Thursday, August 6, 
from 5:00-7:00 pm in the Wool Warehouse 
at the Willamette Heritage Center. This re-
ception is part of the monthly “Art After 
Dark” series. Other activities will include a 
demonstration of hand-colored etchings by 

studio artist Catherine Alexander on the sec-
ond floor of the Wool Warehouse; a natural 
health and beauty fair featuring local arti-
sans (first floor); and a talk on healing herbs 
by featured artisan Jody Beckwith at 6:30pm 
in the Wool Warehouse Theater (first floor). 

_____________________________
____

The galleries and studios at the Willamette 
Heritage Center (formerly Mission Mill Mu-
seum) are located at 1313 Mill Street SE in 
Salem, Oregon. Admission to the above 
events and exhibits is free and open to the 
public. For directions, call 503-585-7012. A 
portion of proceeds from the sales of art ben-
efit the David Douglas Society, a nonprofit 
that honors the accomplishments and legacy 
of the botanist David Douglas by providing 
opportunities to understand and appreciate 
the natural history of the places in which he 
lived and traveled. For more information, 
visit www.DavidDouglasSociety.org. The Art 
Studios at Mission Mill are open to the pub-
lic one evening each month during the Art 
After Dark event. For more information, call 
503-302-4645 or visit www.facebook.com/
theartstudiosatmissionmill .

August Art Exhibitions & Events
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Ten years. Nearly 900,000 event attendees. 
More than $33 million in total net revenue. 
Steady revenue growth, year by year, and an 
unbroken record of operating in the black. 
By any measure, the Salem Convention Cen-
ter is an acknowledged urban success. It is 
also a landmark player in downtown Salem's 
ongoing revitalization.

The Salem Convention Center hosts more 
than 500 events each year. Those events 
bring approximately 90,000 attendees an-
nually into downtown Salem. "Because of 
this, we've seen increased interest from 
businesses in locating downtown. Estab-
lished businesses are preserving and reno-
vating their historic buildings. The Conven-
tion Center is a major player in downtown's 
economic success and vibrancy," says Sheri 
Wahrgren, Downtown Revitalization Man-
ager for the City of Salem.

"Salem had a void for medium-sized con-
ventions. Prior to the Convention Center 
opening, the largest group that could meet 
here in a convention setting was 300 peo-
ple," says Debbie McCune, Director of Sales/
Vice President of TravelSalem. "The SCC is 
perfectly sized for Salem."

"The outstanding staff, superior customer 
service, and excellent food are a huge part of 
our ongoing success," says Chrissie Bertsch, 
SCC general manager. "We have dozens 
of repeat customers, and one group has al-
ready booked its annual conference through 
2020."

Attendees travel from around the state, re-
gion, nation and across the globe to attend 
multi-day conventions and conferences and 
one-day or half-day workshops or meetings. 
The Center also hosts a regular stream of cli-
ents celebrating weddings, family or school 
reunions, special occasions, and fundraisers. 
Its location just off I-5 midway between Port-
land and Eugene is convenient for groups ar-
riving from outside Salem and around the 
state. The adjoining 193-room Grand Hotel 
and Bentley's Grill restaurant make up the 
rest of the city block. Both receive substantial 
business from events at the Center.

Open and contemporary design, planned to 
be green

The open, contemporary building, designed 
by LMN Architects of Seattle with extensive 
glass, concrete, steel, and wood, is expan-
sive yet inviting, thanks to the thoughtful 
placement of carpets, upholstered furniture, 
and light fixtures that cast a warm glow. Its 
30,000 total square feet can accommodate 
up to 1,800 people at one time. Large rooms 
of up to 11,400 square feet are easily divided 
to host smaller groups. 

Designed from the ground up to be envi-
ronmentally friendly and energy efficient, the 
Center is LEED and EarthWISE certified. It 
features radiant heat floors, a single outdoor 
air ventilation and heat recovery unit that 
preconditions all incoming air, and awnings 
on the building's floor-to-ceiling west-facing 
windows that open automatically as heat 

from the afternoon sun increases. 450 roof-
top solar panels were installed in 2011. These 
and other measures significantly reduce the 
building's ongoing heating and cooling costs. 

Showcasing local artists
The Center's extensive art collection show-

cases local and regional artists. Sculpture is 
featured in the outdoor courtyard and sculp-
ture garden, which fronts Trade Street. In-
side, the Center currently highlights pieces 
from the Hallie Ford Museum at Willamette 
University, the City of Salem, and the Cen-
ter's own permanent collection. The public is 
welcome to view the art collection during the 
Center's regular business hours.

Funded with a combination of private and 
public money at a cost of $32 million, the 
Center is managed by The Salem Group, 
LLC. 

The numbers: 
Opened: March, 2005

Construction cost: $32 million
Total net revenue as of June 2015: More 

than $33 million local hotel room nights 
sold for SCC event attendees, March 2005 
to June 2015: More than 83,000, total at-
tendees, March 2005 to June 2015: 877,000, 
total events, March 2005 to June 2015: More 
than 5,600

Awards and Certifications: 
Northwest Construction's Best Architec-

tural Design, 2004
One of the 100 Best Green Companies in 

Oregon, Oregon Business magazine
One of the Top Three Best Convention/

Conference Venues in Oregon, voted by 
meeting planners through Northwest Meet-
ings and Events magazine

LEED certified
EarthWISE certified
Member, United States Green Building 

Council

Commitment to green practices:
The Santiam Gallery's terrazzo floor is 

made of materials recycled from the building 
that previously stood on the SCC site.

The Willamette Foyer floor is made from 
recycled plywood ends.

All SCC air handling units and water heat-
ers are 95% efficient.

Low-reflecting membrane roof reduces 
SCC's thermal footprint.

Low wattage fluorescent lighting and 
Green Seal-certified janitorial supplies are 
used throughout the facility.

ENERGY STAR-certified equipment is first 
choice for equipment purchases.

SCC purchases Portland General Electric 
wind power.

For more information, please contact: 
Chrissie Bertsch, The Salem Group, LLC 
chrissie@salemconventioncenter.org 5 0 3 -
589-1700 

Ten Years As Salem’s Perfectly Sized Convention Center
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BILL ISABELL
AT LARGE

Depending on where you look, there are 
“approximately” 30 Mexican restau-

rants in Salem. But, of course, you know 
from experience that they can’t all be consid-
ered to have “authentic Mexican food”.  Take 
it from me, here’s one that can. From the 

camarones al mojo de ajo 
to the pollo asado and the 
pechuga empanizada, this 
food tastes like the “real 
deal”. And the same can 
be said about the back-
ground music. Authentic!

Agustin Lopez and his 
brother Cuahutemoc,  
who goes by Temoc, 
opened La Fondita last 

November at the corner of Center and Haw-
thorne Street. Their mantra is “Authentic 
Mexican Food”. Here’s how they got to this 
point.

Agustin was born in Oaxaca, Mexico, in1975 
and Temoc, the youngest of the family, in 
1977. They are the son of Julia, who lives in 

Mexico City. Their father passed away when 
they were very, very young. Having no father 
during their early years was extremely hard.

They have a brother, Palemon, and two sis-
ters Elvia and Elizabeth. 

The siblings had all worked the fields and 
orchards for about a month and half each 
summer in the Salem area seasonally since 
1990. 

When Agustin was 17, they movd to Fresno 
for about a year and then to  Maderera near 
Fresno, for seven more years, again, working 

in the fields and orchards.
The Lopezes had some other family mem-

bers living in Salem and in 1997, the entire 
family moved in with them. You could say 
it was a little cramped with eleven people in 
the one apartment.

At that time, Agustin and his family, with 
the help of their cousin, Janet Pozos Reyes, 
who works for Oregon Human Resources, 
found work at the McDonalds near the Capi-
tol on Center Street and in the fields when 
they weren’t there. Needless to say, there 
wasn’t a lot of free time. Sister, Elvia, still 
works as a cook there.

After about a year at McDonalds, Agus-
tin and Temoc went to work at a now gone 
IHOP. That was an extremely scary situation 
because their difficulty with English almost 
got them fired. They had a lot of trouble 
learning the menu. But after intense study-
ing, one day after the threat of firing, a mir-
acle, they say, happened. They finally over-
came all the odds and learned the menu!

Just a short time later, Agustin was pro-

moted to supervisor of the kitchen, a posi-
tion he would keep for 3 more years.Temoc 
left IHOP after 3 years for Denny’s and then 
restlessly bounced around various restau-
rants like Shari’s and Elmers for awhile.

Agustin eventually moved to Shari’s as a 
cook for about 6 years, then to Rock’n Rog-
ers (RR) on South Commercial where, once 
again, he was the kitchen supervisor.

From RR they both, eventually, moved to 
Bentley’s Grill and then to Straight From 
NY Pizza (SFNY). At first, Agustin kept his 

job at RR but dropped that around 2005 
when SFNY owners, Michael Rice and Ian 
Jacobson hired him as general manager for 
all three Salem area Straight From NY Pizza 
shops, a position he still holds along with his 
work at La Fondita.

The idea for their own restaurant came 
from brother, Palemon, and along with 
Agustin and Temoc, plus the extensive use 
of the internet, they found their current loca-
tion. Thankfully, with Temoc as the official 
restaurant owner, and with the property 
owner’s generosity with terms, they opened 
at the corner of Hawthorne and Center 
Streets on November 27, 2014. La Fondita 
was born!

The brothers played with menu ideas for 
quite some time paying close attention to 
maintaining “authenticity” as much as was 
possible. Ideas came from friends, relatives 
and the internet. Learning to prepare and 
cook their menu items was a labor of love.

In their personal life, Temoc is married to 
wife, Ivett, and they have 3 girls and a boy.

Agustin is still single but has 
a long-time girlfriend, Sandra 
Cruz who, by the time of this 
column, will have borne their 
little girl around August 21st.

The brothers Lopez are 
working hard to maintain 
smart growth of La Fondita 
and to, one day, open another 
one here in Salem. The cur-
rent restaurant seats about 24 
customers inside and 10 more 
at the outside tables. All of 
their employees (7) are family 
members.

So if you’re looking for 
an “authentic” new, family 
owned and operated Mexican 
restaurant, or just a new, ex-
cellent, restaurant in the Sa-
lem/Keizer area, check out La 
Fondita at 3330 Center St. NE 
soon. Their phone number is: 
503-400-7841. They’re open 
from 11am to 10pm during 
the summer months and from 
11am to 9pm, 7 days a week, 
during the other seasons. 

In my humble opinion, 
out of the “approximately” 

30 Mexican restaurants in Salem, from the 
music playing in the background to the ca-
marones al mojo de ajo here’s one that I 
would label “authentic”.  And, much more 
inspiring and in keeping with the “authentic” 
theme, the Lopez family story can only be 
described as, attaining the “authentic Ameri-
can dream”.

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

Authentic American Dream

The American Nurses Credentialing Cen-
ter (ANCC) has officially redesignated Sa-
lem Hospital as a Magnet hospital. Only 7 
percent of hospitals nationwide can claim 
the coveted honor. Magnet designation rec-
ognizes health care organizations for quality 
patient care, clinical excellence and innova-
tions in professional practice. 

"Magnet designation is about who we are 
and what we do every day," said Sarah Horn, 
Salem Health chief nursing officer. "It is 
about our interdisciplinary, collaborative 
culture, which fosters excellent patient care 
in an environment that focuses on continu-
ous improvement. Magnet ultimately ben-
efits our patients and community." 

The ANCC Magnet Recognition Program(R) 
is a rigorous vetting process that takes a dem-
onstrated track record of excellent outcomes 
to prove quality care is truly delivered in a 
health care setting. ANCC Magnet surveyors 
spent several days at Salem Hospital in June 
to conduct a thorough review. The apprais-
ers spoke with staff and patients throughout 
the hospital, plus received community input. 

"Achieving and maintaining Magnet status 
is not easy because the standards increase 
every year," said Margo Halm, Salem Health 
director of nursing research, professional 
practice and Magnet. "We have 40 to 50 spe-
cialty practice teams focused on continually 
improving patient care. Those vital efforts 
contribute to improving outcomes for our 
patients." 

Salem Hospital first achieved Magnet des-
ignation in 2010 after seven years of dedi-
cated focus by clinical and professional staff-
-nearly 4,000 employees--in partnership 
with community physicians and volunteers. 
Together, they developed and implemented 
patient care standards that meet and exceed 
Magnet criteria across all aspects and areas 
of care in the hospital. 

Salem Hospital is a part of Salem Health, 
along with West Valley Hospital, Willamette 
Health Partners and other affiliated health 
care organizations offering exceptional care 
to people in and around Oregon's mid-Wil-
lamette Valley. The prestigious 2015 Truven 
Health 50 Top Cardiovascular Hospitals 
named Salem Hospital among the high-
est performing hospitals in the nation--and 
the only Oregon hospital, and one of two 
Pacific Northwest hospitals, to receive this 
honor. Visit us at salemhealth.org; "Like" us 
on facebook.com/salemhealth; follow us on 
Twitter: @salemhealth; and view us at you-
tube.com/salemhealth.

Salem  
Hospital 
Celebrates 
Magnet 
Redesignation

Agustin Lopez and his brother Cuahutemoc, who goes by Temoc.
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5:45 – 6:30 PM
Sign-Up & Shoe Testing at
Gallagher Fitness Resources

 
6:30 – 7:15 PM

ON YOUR FEET!
To the Checkpoints

 
7:15 – 8:00 PM

Raffle & Party!

Downtown
135 Commercial St NE

503-364-4198

It takes about a year or two after they’re 
passed for legislative policies to set in and 

start producing their hoped-for results. 
Lawmakers who met for the 2011-2012 

session of Oregon Legislature notched some 
pretty impressive results for the small-busi-
ness owners of the state, who are -- and al-

ways will be -- the biggest 
job-producers and em-
ployers of more than half 
the state’s private-sector 
workforce.

A measure reconnecting 
the state tax code to the 
federal government’s, in 
order for Oregonians to 
benefit from certain de-
ductions, was chief among 
the accomplishments for 
Main Street. So, too, were 

defeats of lawyer- and labor-backed propos-
als to change the definition of what an em-
ployer is and to allow for liens to be slapped 
on the personal and real property of business 
owners until wage issues are adjudicated. 
These results sent a strong message to small-
business owners that it was safe to hire and 
operate in Oregon, at least for a while.  

Pity, then, that whatever good came out of 
the 2011-2012 is certain to be erased by what 
came out of the recently concluded first leg of 

the 2015-2016 sessions, the most anti-small-
business in Oregon history.

Laws inventing a new class of unlawful 
employment practices, prohibiting employ-
ers from knowing criminal backgrounds 
of job-applicants, establishing a job-killing 
paid sick leave regulations, and putting the 
state in the business of managing the pen-
sions of private enter-
prise employees are now 
on the books and must 
be obeyed. This checklist 
does not even take into 
account more severe pro-
posals waiting for a re-
turn engagement in 2016, 
surely to include a mini-
mum wage increase.

What was the difference 
between these two ses-
sions of the Legislature so 
close together in time?

Political balance.
The state House of Representatives was 

evenly split between Republicans and Dem-
ocrats in the 2011-2012 session, 30-30, and 
Democrats enjoyed just a two-seat majority 
in the State Senate, 16 to 14. This composi-
tion forced more balance and accommoda-
tion. Not so with our current session, which 
is under one-party control by Democrats, 35 

to 25 in the House and 18 to 12 in the Senate 
– 1 seat away from a super-majority.

As I wind down my days as Oregon state 
director for the National Federation of In-
dependent Business, I’m thinking more and 
more about the perils of one-party control, 
even if it’s control by the party that is more 
business savvy and friendly. Too often, it’s a 

faction that sets the agen-
da, not the majority of a 
party. While Democrats in 
control of the current Leg-
islature do have represen-
tatives from rural areas, 
who do know the struggle 
small-business owners 
have, it’s basically an elite 
from Portland and Eugene 
that drives the agenda—
people with almost a total 
absence of experience in 
starting a business, main-

taining a business, hiring an employee, com-
plying with regulations, and dealing with 
much too frequent changes in laws.

Mine is a lament without a solution, how-
ever, because the majority of the electorate 
seldom likes to ticket-split when voting. The 
hope during periods of one-party control is 
for adults and leaders to rise to the occasion 
and represent our state that is far from a one-

party state.  Sadly, this did not occur in 2015.
The other over-arching thought I’ve been 

noodling on recently is a nicer one. I’m 
heartened by the opportunity I’ve had to rep-
resent a group of Oregonians second to none 
in their importance to our state’s economy, 
and, more importantly in their roles as cen-
tral pillars of their communities, namely Or-
egon’s small-business owners.

They will take risks with employees who 
would never make it through the first HR 
line of defense at a corporation, that is when 
they’re not busy attending a community 
event or school board meeting. The health 
and welfare of Oregon’s small-business own-
ers should be every legislature’s Job No. 1.

I’ll still be around, lobbying for small busi-
ness. You can reach me at jan@smallbizad-
vocates.com. Shortly, I’ll be passing the torch 
to Anthony K. Smith, a man with deep Or-
egon roots, who will be keeping the flame of 
small business shining bright. You can reach 
him at anthony.smith@nfib.org. 

I want to end with a special thank you to 
Bruce Taylor, publisher of the Salem Busi-
ness Journal, for giving small business a 
monthly corner to have its voice heard.

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

A Final Thought & Fond Farewell

MUSINGS 
OF THE  
OREGON 
PIONEER

The Federal Government owns and man-
ages thousands of acres of forest lands 

in Oregon .  The Forest service responsible 
for the growth and har-
vest of those lands will be 
holding hearings around 
Oregon to discuss man-
agement practices.  This 
includes both harvest 
and protection of species.  
After nearly 3 decades of 
economic strain on Or-
egon families and local 
governments, a revamp-
ing of timber manage-

ment will be welcomed by many.
This review should not be confused with 

the Oregon and California (O and C) railway 

lands located in 18 Oregon counties.  This 
timber land known as the O and C lands 
have a unique history in the United States.  
They are the lands managed by The Bureau 
of Land Management and they have been the 
subject of confusing congressional efforts in 
the last year to improve their management.  
By federal statute of long standing the O and 
C lands are to be harvested for the benefit 
of the people living in the counties in which 
they are located.  This means money for 
schools, roads, law-enforcement and other 
needs of Oregon citizens.

The forest service lands in Oregon include 
such names as the Willamette, Umpqua, Siu-
slaw, Mt Hood, and Deschutes. There are 19 
forest plans including Washington Forests 
that will be affected by any changes approved 

by the pending review.  The Forest Service is 
scheduling public meetings around the state 
to get public input into potential changes in 
the existing harvest principles and practices.  
They express 4 key points.

1.” We are committed to maintaining the 
principles of the North West Forest plans.”

2. “We are committed to early and ongoing 
public engagement throughout the revision 
of forest plans.”

3.  “Conditions have changed since forest 
plans were published.”

4.  “The Northwest forest plan exists as 
amendments to 19 Forest plans.”  

The good news is, it is unlikely they can de-
sign a plan more devastating for Oregonians 

that the one that is currently in place.  There 
are virtually no Mills which depend on fed-
eral timber harvest today and there are a few 
families where the wage earner is dependent 
on federal timber harvest.  We can hope for 
consideration of the forests vulnerability to 
fire and the failure to provide a steady in-
come to Oregon families.   Hopefully the 
environmental community will  see a use 
for forest land other than their usual plea.....
don’t meddle with these trees..... which 
means save them for bugs, fungus and fire.

I stand proud and watch from “atop” the 
great dome of the Oregon State Capitol.  It is 
my job to watch and remember.

Forest Service To Up Date Timber Harvest Plans

JAN MEEKCOMS
NFIB 
OREGON STATE 
DIRECTOR 

The hope  
during periods 
of one-party 
control is for 
adults and 
leaders to rise 
to the occasion.
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Growth in manufacturing fueling OMEP 
and the health of the state; nonprofit’s base 
budget increases for the first time in more 
than a decade The Oregon Manufacturing 
Extension Partnership’s (OMEP’s) funding 
has been more than doubled following the 
legislative session. SB 5525, signed by Gov-
ernor Kate Brown, increases OMEP’s bien-
nial funding from $500,000 to $1.25 million 
through the Oregon Business Development 
Department. The new funding marks the 
first increase for OMEP’s base budget since 
2003.

OMEP works with small and medium-sized 
manufacturing companies to help them grow 
through innovation and respond to the chal-
lenges of competing in an increasingly global 
economy, from new approaches and strate-
gies for innovation and new product devel-
opment, to supply chain management and 
efficiency improvements.

“Business development leaders and elected 
officials throughout Oregon recognize the 
importance of the manufacturing sector as 
an economic driver for gross state product,” 
said Chris Scherer, OMEP President. “We 
are thrilled to receive additional funding to 
continue supporting manufacturing com-
panies throughout Oregon. It’s a testament 
to our hard work and the tremendous value 
OMEP brings to the state’s economy and job 
force.”

 
Since 2002, OMEP clients have seen $888 

million in increased or retained sales.
 
Oregon’s 2014 state of manufacturing by 

the numbers*:
• More than 182,000 Oregonians (10.43 

percent) were employed through the manu-

facturing sector.
• 29.8 percent of Oregon’s gross state prod-

uct came from manufacturing, compared to 
12 percent nationally.

• Oregon had the second highest share of 
manufacturing (as a percentage of gross 
state product) in the country.

• Oregon exported more than $17.6 billion 
in goods.

 
* Figures courtesy of the National Associa-

tion of Manufacturing, www.nam.org

OMEP’s state funding increase comes on 
the heels of its national funding award from 
Hollings Manufacturing Extension Partner-
ship (MEP), part of the National Institute of 
Standards and Technology (NIST) under the 
U.S. Department of Commerce. In February, 
OMEP secured $8.96 million through NIST 
MEP to be used over the next five years to 
continue its effort developing and growing 
Oregon’s manufacturing sector.

In the 2014/2015 fiscal year, OMEP’s staff 
grew by 50 percent from 12 to 18 employees, 
with more hiring expected in coming weeks. 
To make room for new employees, the non-
profit moved to a new office. As of July 9, 
OMEP’s new office is located at 7650 SW 
Beveland St., Ste. 170, Portland.

“It’s been an incredible year of growth for 
OMEP on so many levels, not just from a 
funding standpoint. We’ve been able to grow 
internally, creating new positions and hiring 
new consultants with diverse manufacturing 
backgrounds that will allow us to help com-
panies in more industries and parts of the 
state,” Scherer adds.

Oregon Legislature More Than Doubles 
Budget to $1.25 Million for Oregon 
Manufacturing Extension Partnership

What do you want to see in North Salem? 
Salem’s Urban Renewal Agency invites busi-
ness owners, residents, and visitors to share 
improvement ideas and assist in prioritizing 
future projects in the Portland Road Corri-
dor, specifically the area north of Pine Street.

The community is in-
vited to provide feed-
back via a short online 
survey, available in Eng-
lish and Spanish:

English: https://
www.surveymonkey.
com/r/59XJ5ZY  Es-
pañol: https://www.
surveymonkey.com/
r/35ZYLXW  

The first phase of 
community outreach 
and market analysis 
was completed January 
- May 2015. The second 
round, currently un-
derway, is designed to 
solicit more detail on 
potential future proj-
ects and funding pri-
orities.

The Portland Road 
Corridor is located in Salem’s 900-acre 
North Gateway Urban Renewal Area (URA) 
between Sunnyview Road NE and Blossom 
Drive NE. The URA was created in 1990 to 
eliminate blight and depreciating property 
values, attract jobs and private investment, 
and fund public improvements. Since 1990, 
approximately $53 million in funding has 

contributed to road improvements, mixed 
use development, and building improve-
ments in the area. Limited funding is avail-
able to complete remaining URA Plan proj-
ects, including the second phase of Portland 
Road improvements.

In November 2014, 
Salem’s Urban Renewal 
Agency approved the 
scope for the Portland 
Road Corridor Stra-
tegic Action Plan as a 
way to evaluate and 
prioritize projects that 
maximize private in-
vestment, job creation, 
and economic vitality 
in the North Gateway 
URA. It includes as-
sessing demand for new 
businesses and hous-
ing, identifying devel-
opment opportunities, 
sites and partnerships, 
prioritizing transpor-
tation infrastructure 
improvements, and rec-
ommending incentives 
to encourage redevelop-

ment. Action Plan recommendations are an-
ticipated by fall 2015.

To learn more, or to sign up for our email 
list for project updates and involvement op-
portunities, go to www.cityofsalem.net/
NorthGatewayPlan. To schedule a briefing 
with your organization, contact Annie Gor-
ski, Project Manager, at 503-540-2480 or 

agorski@cityofsalem.net.  Si 
necesita ayuda para compren-
der esta información, por favor 
llame 503-588-6178.   

The City of Salem’s Urban 
Development Department is 
committed to enhancing com-
munity prosperity through 
an array of programs in its 
four major service areas: Real 
Property Services, Housing 
and Social Services, Economic 
Development and Downtown 
Revitalization. The Urban De-
velopment Department: man-
ages City’s URAs and redevel-
opment projects within the 
URAs; administers federally 
funded block grant and housing 
programs; provides loans and 
grants to eligible businesses, 
homeowners, and renters; and 
manages leases, acquires, and 
sells properties for the City.

What Future 
Projects Would You 
Like in North Salem?

White Oak Construc-
tion (WOC) has started 
work on Donofrio's 
Skyline Ford located 
on 2510 Commercial 
Street SE in Salem.  The 
showroom will be ex-
panded and upgraded 
in addition to a recon-
figuration of the service 
department.  The proj-
ect, which will integrate 
many state-of-the-art 
amenities, will be com-
pleted late fall 2015.

White Oak Construc-
tion: Founded in 1997, White Oak has 
constructed hundreds of projects in the 
Willamette Valley. Fostering a true team at-
mosphere, WOC has established long-term 
relationships with clients, architects, engi-

neers and subcontractors provides general 
contractor services, construction manage-
ment, design build, budgeting, feasibility 
studies and consultant services for all types 
of commercial projects. www.WhiteOakCon-
struction.net

White Oak Construction 
Underway at Skyline Ford

To learn more, 
or to sign up 
for our email 
list for project 
updates and 
involvement 
opportunities, 
go to www.
cityofsalem.
net/North-
GatewayPlan.
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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 crystallize insights about their business. 
Monthly performance 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 

8/4/2015 Ribbon Cutting - Surety Solutions, LLC
8/6/2015   Public Policy Session
8/7/2015 Greeters Networking - Hosted by: Salem Area Chamber of Commerce
8/7/2015 Ribbon Cutting - Junk Trunk Boutique
8/8/2015 Great Salem Race
8/14/2015 Greeters Networking - Hosted By: HomeStar Brokers, Matt Strauser
8/21/2015 Greeters Networking - Hosted by: Oregon State Fair
8/24/2015 Chamber Business Women
8/28/2015 Greeters Networking - Hosted by: Tierra Rose Senior Living
9/1/2015 Chamber Business Women Luncheon
9/1/2015 Ribbon Cutting - RiverCity Rock Star Academy
9/3/2015 Public Policy Session
9/4/2015 Greeters Networking - NO GREETERS: Labor Day
9/11/2015 Greeters Networking - Hosted by: Coldwell Banker
9/14/2015 Forum Speaker Series Luncheon

Calendar of Events

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

By Alex Rhoten, Principal Broker and Jon 
Duncan, Broker, Coldwell Banker Commer-
cial Mountain West Real Estate.

A recent survey commissioned by Cold-
well Banker Commercial provides some 

surprising insight into the shopping habits of 
Millennials.

The conventional wis-
dom has been that Mil-
lennials have a predispo-
sition to e-commerce, and 
that bricks and mortar 
retailers would find them-
selves increasingly obso-
lete. The survey of 2,065 

adults, by Harris Polling, 
however, indicates that 
these shoppers prefer to 
blend their shopping ex-
perience. While initial 
research is generally con-
ducted online, when it 
comes to purchasing, Mil-

lennials will more likely buy their products 
at a physical store if the prices are similar be-
tween the two channels. Conversely, if they 
first see a product in a physical location, they 
are more likely to buy it online than are pur-
chasers of other age groups. 

According to the survey, Millennials enjoy 
the experience of being in a store, more so 
than the older “baby boomer” generation, 
in fact. Retailers are succeeding in creating 
sales to this group by utilizing an omnichan-
nel environment, which blends the custom-
ers’ work, home and play environments. 
Take, for example, the Apple Store, where 
you have people lined up at the Genius Bar to 
handle products and try them out, but who 
may purchase them online at a later date. 
Another successful blending of online and 
physical retailing is the Williams-Sonoma 
chain, which is expanding its physical stores 
to offer more cooking demonstrations and 
create a total customer experience.

According to Fred Schmidt, President and 
Chief Operating Officer at Coldwell Banker 
Commercial, the survey results flew in the 
face of preconceived notions. “The surprise 
was that they do want to be in a physical lo-
cation.”  Brick and mortar retailing is not dy-
ing, it is simply adapting.

For more information about Coldwell 
Banker Commercial Mountain West Real 
Estate, contact our office at (503) 587-4777 
for data specific to your commercial property 
needs. www.CBCRE.com

Commercial Real 
Estate Quick Update: 
Millennial Shoppers 

Epic Trainer Tiffany Robbins and Diabetes 
Support Services Brings Hope to Those with 
the Disease

According to Salem Health’s website ency-
clopedia, diabetes affects an estimated 25.8 
million people in the U.S. (90 to 95 percent 
have type 2 diabetes). Over 18 million people 
have been diagnosed, but 7 million are un-
aware they have the disease. Many of those 
affected by the diabetes are at a loss of how 
to live with the disease. Epic Fitness, a local 
fitness center in Salem is trying to help. One 
of their top trainers, Tiffany Robbins, CPT, 
has lived with type 1 diabetes since she was 2 
years old, and she is dedicated to help people 
battle the disease from the inside out with a 
specialized program at the center.

Robbin’s personal journey with diabetes 
started with a period of neglect. She then 
had to face the consequences of this neglect. 
Finally, she found a solution, a solution she 
wants to share. Earning her NASM (National 
Academy of Sports Medicine) Certification, 
Robbins learned to become healthier and 
was inspired to help others. 

Robbins believes there are five major fac-
tors in the success of the diabetic client: En-
couragement, Confidence, Food, Fun and 

most of all, FITNESS. She works individually 
with clients, using her personal experience, 
to encourage them to do their best – no mat-
ter where they start. 

Says Robbins, “As a teen, I reached the 
end of the line. Doctors were telling me that 
I was going to die. I had basically given up 
on myself. My health was so out of control 
that I had hit rock bottom. If I could find it 
in myself to fight for my life; to rebuild from 
the bottom up, anyone can. You only get one 
body, one life, one chance, and you cannot go 
back in time. No matter how out of control 
your health is, there is ALWAYS something 
that you can do to improve. Even if your dia-
betes is in good control, fitness can only help 
you to live a better, happier, healthier and 
longer life.”

Now Robbin’s mission at Epic Fitness is 
to encourage people with diabetes or bor-
derline diabetics to start or even do more. 
She not only offers personal training, but 
tips and leads support groups. All the while, 
Robbins continues to take charge of her own 
health and to inspire others to do the same.

Michele Vanderyacht, Epic Fitness General 
Manager, reached out to Diabetes Support 
Services, Inc. (DSS) as a way to seek further 

Epic Fitness’ New Goal: Teaching People 
To Live A Good Life With Diabetes

Epic, Continued on page 13
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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
503.390.1375Please reach us at:

Our office during normal business hours at (650) 617-0700
Brooke Randall (Leasing and Management) (415) 690-6941
Jean Stuhr (Accounting and Management) (650) 617-0707

Any after hours issues should be directed to
(650) 464-9299.
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RAY SAGNER
FINANCIAL 
COLUMNIST

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.

Last month we discussed some strategies 
that contribute to successful investing. 

For the most part, the article was about pay-
ing attention and exercising discipline while 
making rational investment decisions. This 
is all well and good; however it can all come 
undone by one very strong emotion - fear. 
Fear is a powerful emotion and market losses 
can be fear inducing. But history shows that 
emotion is a poor compass for charting your 
investment course.

While the U.S. stock 
market, as represented by 
the S&P 500 Index, has 
risen a stunning 205.66% 
as of March 31, 2015, 
since its low on March 9, 
2009, some investors are 
still reluctant to partici-
pate after the near mar-
ket collapse that accom-
panied the 2007-2008 
financial crisis.

Fleeing the market certainly may have felt 
like the right thing to do at the height of the 
financial crisis. But history shows that mak-
ing investment decisions based on emotion 
has never proven successful. For instance, 
greed may have led an investor to own too 
many technology stocks when the bubble 

burst on that industry in 2000. Alternatively, 
fear may have caused investors to cash out of 
stocks following the crash of 1987 and miss 
some or all of the subsequent rebound.

Fast forward to 2015, and the reality is that 
investors who missed the extraordinary rally 
that has occurred since March 2009 may 
have helped to put their long-term accumu-
lation goals at risk. This is especially true for 
investors with shorter time horizons, such 
as those approaching retirement. Consider 
this: From 2010 through 2014, U.S. stocks 
recorded an average annualized return of 
15.5%, compared to 0.1% for money market 
securities. The nearly nonexistent returns 
associated with cash-like investments could 
have a powerful impact on investors' pur-
chasing power over time.

An investor must maintain the balance of 
investments to manage the associated risk. 
One of the key determinants to investment 
success over the long term is having a disci-
plined approach to balancing short-term risk 
(stock price volatility) with long-term risk 
(loss of purchasing power). Finding a "mid-
dle ground" in your investment philosophy 
-- and portfolio makeup -- may go far toward 
helping investors manage overall risk and re-
alize their investment goals.

For instance, history supports the case of 

stocks, as they have tended to outperform 
other asset classes as well as inflation over 
long periods of time. But investors who are 
too focused on the long term may over-allo-
cate their portfolios to stocks -- and over-ex-
pose themselves to short-term volatility risk. 
Alternatively, investors who are extremely 
averse to short-term risk may do the oppo-
site and face heightened long-term risk.

Go slow, but go. How might this balanced 
approach to risk be used to get investors back 
in the market? One of the best ways to take 
emotion out of investing is to create a plan 
and stick with it. And one of the best ways 
to do that is through a systematic investment 
plan called dollar cost averaging (DCA). Dol-
lar cost averaging is a process that allows in-
vestors to slowly feed set amounts of money 
into the market at regular intervals.

Although DCA does not assure a profit or 
protect against a loss in declining markets, it 
can help achieve some important objectives. 
First, it gives investors a measure of control 
while eliminating much of the guesswork 
-- and emotion -- associated with investing. 
Second, DCA can help investors take advan-
tage of the market's short-term price fluctua-
tions in a systematic way -- by automatically 
buying more shares when prices drop and 
fewer when prices rise.

It is important to remember that periods 
of falling prices are a natural part of invest-
ing in the stock market. But by maintaining 
a long-term focus and following a balanced 
approach to managing investment risk, you 
may better position yourself to meet your 
financial goals. A qualified financial profes-
sional can help you identify which strategies 
may be best for your situation.

The majority of this article was sourced 
from an article written by Wealth Manage-
ment Systems Inc. for the Financial Planning 
Association. Neither Wealth Management 
Systems Inc. nor the FPA guarantee the accu-
racy or completeness of the information here 
in. 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.

Don't Let Fear Keep You On The Sidelines 

by Gary Collins, senior vice president, com-
mercial banking center manager, Umpqua 
Bank

Between growing corporate confidence and 
a declining unemployment rate, we’re seeing 
more and more cranes popping up across the 
region. 

Throughout much of the Western U.S., the 
commercial real estate market is booming, 
and the sources of capital and availability 
to that capital are expanding along with it. 
Smart financing is at the core of bringing a 
deal to fruition, and that requires deep expe-
rience, a trusted relationship and knowledge 
of local, state and national markets.

The expanding commercial real estate mar-
ket means executives have opportunities to 
explore a variety of funding options. Deter-
mining the right fit has a lot to do with the 
project, as well as the team’s expertise and 
needs. Community banks – which combine 
local, responsive teams with deep market 
and commercial lending expertise – contin-
ue to play an essential role in the country’s 
real estate growth.  In the first quarter this 
year, commercial loans held by community 
banks rose by 10 percent, to  $190 billion, 
according to the Federal Deposit Insurance 
Corp. 

The first consideration when making the 
crucial decision on financing a commercial 
real estate project is finding a financial part-

ner with the lending and local market experi-
ence needed to guide you – and your project 
– through the entire process. 

The right financial partner should also 
have demonstrated lending background and 
strong relationships with their institution’s 
credit approval teams. It’s important that 
they understand the financial strengths of 
your project, how it fits within their institu-
tion’s lending framework, and how to create 
an effective loan structure. 

Along with financing options, it’s impor-
tant to be aware of ever-changing regula-
tions. Many tax and trade reforms sit in lim-
bo, but the best financial partners can help 
you navigate this landscape. They should 
be a resource to you, bringing knowledge 
of pending regulations, potential outcomes 
and how to develop a plan of action if they’re 
implemented in the future. 

Overall, commercial real estate executives 
need financial partners with demonstrated 
track records of consistency. Projects of all 
sizes and scopes have many moving pieces, 
and the ideal financial partner will be able to 
handle the loan from start to finish, pulling 
in resources when needed and doing their 
due diligence to the very end.

Side bar:
Once a commercial real estate executive 

has identified a project to buy or develop, 
it’s important to sit down with their financial 

partner to determine next steps. Renovating 
or building an apartment complex? Here’s 
where to start:

What kinds of loan options are available?
Is there a significant amount of rehab on 

the project?
If it’s an acquisition, what kind of loan 

structure do you need?
What’s the projected value for the project?
What will the revenue be on the project? 

And what are projected market rents for 
similar projects?

What kind of loan amount does the prop-
erty’s projections support?

If it’s a rehab, how much lease roll over will 
there be?

How much risk can the project afford on 
lease turnover?

And ultimately, will the project allow for a 
return on investment?

---

Sources:
Wall Street Journal: http://www.wsj.com/

articles/profits-at-u-s-banks-rise-in-1st-
quarter-1432737016

Deloitte: http://www2.deloitte.com/con-
tent/dam/Deloitte/us/Documents/finan-
cial-services/us-fsi-2015-commercial-real-
estate-outlook-121214.pdf

Finding The Right Funding Partner Is Critical 
To Commercial Real Estate Project Success
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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

assistance for people with 
diabetes. She contacted DSS 
Nathanial Darnell, Vice Presi-
dent and Executive Board 
Member.

Eight years ago, DSS was 
established by retired entre-
preneurs, Al and Sondra Un-
derberg as a way to help bring 
needed services to the diabetic 
community. Darnell notes 
that Underberg and her hus-
band have lived with the dis-
ease since Al was diagnosed as 
a type 1 diabetic over 50 years 
ago. 

“This which is longer than 
many endocrinologists have 
been alive,” Darnell said. “To-
gether they’ve weathered the 
ups and downs of the disease 
along with the many different 
ways of managing it over the 
years.”

Darnell and Epic Fit-
ness hope to enhance DSS’s 
monthly support group meet-
ings and educational events 
that are informative and prac-
tical.   Since its inception Diabetes Support 
Services has helped nearly 10,000 diabetics 
and their care givers.

The Epic Fitness program that includes 
educational and personal fitness consult-

ing, will begin accepting applicants in Au-
gust Visit www.GoEpicFit.com or call 503-
991-5159. Diabetic Support Services visit 
www.sugarsmart.com or 503-585-1335. 

TiffanyRobins EpicFitness

Epic, Continued from page 9
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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.
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Be Adventurous

glanceglasses.com

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!
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Windsong at Eola Hills–
a memory care community 
planned and designed by 
Lenity Architecture of Bend 
and Salem–recently opened 
its doors. Located in Salem, 
the community differentiates 
itself by practicing the Mon-
tessori education method to 
extend quality of life for resi-
dents suffering from Alzheim-
er’s and dementia. The Wind-
song at Eola Hills building is 
an example of form following 
function where the design 
supports the unique needs as-
sociated with memory loss and 
compliments the community’s 
core programming. 

Employing the Montessori 
method, residents are encour-
aged to participate in one-on-
one and group activities in a 
safe and supportive environ-
ment. Private spaces were 
designed to reduce outside 
stimulation, allow for quiet in-
teraction with staff and other 
residents, and safely maximize 
residents’ independence. The 
building’s interior and exterior open spaces, 
activity and sitting areas are designed to help 
ease feelings of confusion and disorientation 
while encouraging interaction and activity.

The nature of Alzheimer’s and dementia care 
necessitates high security measures for resi-

dent safety including restricted access beyond 
each wing. Thus, the quality of residents’ out-
door spaces becomes especially significant. At 
the center of each of the building’s two wings 
are landscaped courtyards featuring planter 
gardens and a dramatic water feature. Large 
windows in each interior activity area and sev-
eral residents’ rooms look out to the courtyard. 

In addition to the beautiful views, the empha-
sis on visibility allows unobtrusive staff super-
vision so residents may safely enjoy their quiet 
time.

The courtyards are designed with the five 
senses in mind–an important component of 
the Montessori method of teaching. The pav-

ing configuration of each courtyard consists 
of circular and curvilinear planters that break 
up the straight lines of the courtyard walls. A 
fountain, raised planters, seat walls and trees 
provide the vertical elements. Non-toxic plants 
were selected to provide texture, contrast, fra-
grance and bursts of color. 

The south patio provides the greatest amount 

of sun exposure and contains two small cov-
ered patios at each end of the space connected 
by a meandering sidewalk. Prefabricated con-
crete manhole cones of two heights were pro-
vided as raised planters as gardening therapy 
for residents.

The owner approached Lenity Architecture 

with a prototypical concept for a figure 8 build-
ing design. The site was ideal in the sense that 
it was surrounded by farmland and residential 
yet conveniently located for visitors and staff. 
However, during the site planning and feasibil-
ity phase, Lenity Architecture found that the 
size of the site wasn’t conducive for the num-
ber of units intended in the original concept 

design.
To overcome this challenge, 

the building needed to become 
extremely efficient in its form 
and function. The architect 
divided the original figure 8 
design and brought half of 
the building around in a dif-
ferent configuration. Through 
creative problem solving, the 
architectural team was able 
to address the site constraints 
and in doing so–leveraged the 
redesign to add beauty and in-
terest to the exterior. The front 
exterior is broken up and jogs 
back and forth to create inter-
est and depth. So, although 
the building itself is large, it 
feels welcoming and intimate 
as you approach. Additional 
design elements such as the 
combination of wood siding, 
stone, heavy timber and wood 
brackets add a rustic feeling 
that compliments the sur-
rounding area.

Since their April opening, 
staff have already witnessed re-
markable strides in residents’ 

sense of well-being and ability. Windsong at 
Eola Hill’s first resident, Don, was moved by 
his family from a different facility where his 
health was rapidly deteriorating. He had lost 
significant weight, was not speaking, and ap-
peared to be in a deep depression. As the first 

resident, Don was given room 
number one–his first win of 
many. He is now the walking 
club leader and maintains a 
garden in the courtyard. His 
weight loss is reversing and 
he is highly engaged with the 
staff and residents. Don’s suc-
cess is an example of how form 
and function work together to 
create an environment where 
people flourish. 

Lenity Architecture special-
izes in planning and design for 
commercial architecture and 
senior living communities. 
Their offices in Bend and Red-
mond offer complete architec-
tural services from initial pre-
planning, entitlements, and 
land use to design and con-

struction administration. Lenity Architecture’s 
portfolio includes over 400 commercial and 
senior living projects across the United States, 
Canada and England. 

For more information about Lenity Architec-
ture, please visit www.lenityarchitecture.com 
or contact Cheryl McIntosh at 541-280-0086.

Windsong At Eola Hills

Lenity Architecture’s attention to detail shows throughout the new Windsong at Eola Hills

State of the art dining facilities Outdoor patio at Windsong at Eola Hills
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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

Cristina Oliveros-Fults is passionate about life, helping people and making a differ-
ence in her community. Cristina has a  broad range of experience in the real estate 
business. “John L. Scott supplies all the tools
I need to succeed.” Fults also works with Special Ed kids in the Central School Dis-

trict. “It makes me feel good to guide these gifted kids in life” Cristina and her husband 
have a great hobby. Wood carving signs, awards, plaques and memorials. Christina is 
fluent in Spanish and has an easy nature that gets the job done in good spirit.

Welcome Cristina
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You’re at the mall and someone suddenly 
collapses. It’s unclear, but it might be a sudden 
cardiac arrest (SCA), where the heart stops 
abruptly. What do you do?  Are we, in Salem, 
ready to save a life?    The newly-formed Salem 
Fire Foundation (SFF) hopes so. With the help 
of the PulsePoint app and increased access to 
Automatic External Defibrillator (AED) and 
CPR training the chances that someone you 
love could survive a SCA increase significantly. 

SCA’s kill more than 383,000 Americans 
each year. For every minute that elapses, the 
chance of survival diminishes by 10 percent. 
Salem currently has a save rate of 41.2percent 
- SFF wants to see that number climb above 
65 percent.

Started just last year, the Foundation was 
conceived by Salem Fire Chief, Mike Niblock, 
to do three things in particular. One is to raise 
funds so that AED’s (Automatic External De-
fibrillators) can be bought and placed in po-
lice cars and strategic areas around the city. 
Secondly, bring more “hands only” CPR and 
AED use classes to the public so that they can 
be citizen “first responders.The third item is to 
have these trained people download and use 
the Pulse Point App, which will notify them of 
emergency calls.

The organization quickly built a strong board 
including Honorary Fire Chief, Gerry Frank, , 
Danny Bisgaard, Alex Rhoten, Ray Sagner, 

Sue Moore and Chief Niblock. The advisory 
board composed of Alison Kelley, Jennifer 
Pratt, Darrin George, Skip Miller, Janet Tay-
lor,  and Terri Walker will provide guidance 
and consultation. Mary Louise VanNatta and 
her firm Spire Management has volunteered 
to serve as the organizational headquarters.

Niblock says, “Salem is a community where 
our citizens rise to the occasion to help when 
needed. Our hopeis to  provide access to the 
tools and training so that everyone, who could 
be saved with early intervention from an AED, 
and CPR will be restored to full health.” When 
seconds count, whose life will you save ?

To learn more or to make a donation please 
contact Salem Fire Foundation, P.O. Box 
2920, Salem, OR  97308-2920, 503-371-
7457, salemfirefoundation.org. Download the 
PulsePoint app at www.pulsepoint.org.

The Salem Fire Foundation: The Salem 
Fire Foundation (SFF) is a private, nonprofit 
501(c) 3 dedicated to assisting the Salem Fire 
Department achieve its core mission of sav-
ing lives through the funding of the following 
programs: Community Outreach and Engage-
ment in CPR and AED Training, Employee 
Recognition and Development, Fire Preven-
tion and Risk Awareness, Service Enhance-
ments, Assistance for Injured Firefighters and 
their Families, and Special Projects.

Newly Formed Salem 
Fire Foundation Aims to 
Save Lives in Salem

Jason Brandt Joins 
Oregon Restaurant & 
Lodging Association

Former Salem Area 
Chamber Ceo Takes 
Lead In August

The chief execu-
tive officer of the Sa-
lem Area Chamber 
of Commerce, Jason 
Brandt, will be taking 
over as president and 
CEO of the Oregon 
Restaurant & Lodging 
Association (ORLA) 
starting August 10. 
Brandt replaces Steve 
McCoid who will be 
retiring after sixteen 
years with ORLA and 
seven as CEO.

Jason has worked 
for the Salem Area 
Chamber of Com-
merce since 2004, 
and served as CEO 
of the Chamber for 
the past four years. 
He brings with him 
a thorough under-
standing of asso-
ciation management 
principles and law, 
non-profit and as-
sociation experience, 
and government affairs work at the state 
and local levels.

“He is a leader in the chamber world – not 
only Oregon but also the Western region of 
the country,” said Steve McCoid, president 
and CEO. “His enthusiastic, people-orient-
ed, can-do attitude will mean great things 
for Oregon’s hospitality industry”.

Brandt received his Bachelor’s Degree 
in Business Administration with a minor 
in Communication from Pacific Lutheran 
University. He received post-graduate 
certification in Nonprofit Organization-
al Management from the United States 
Chamber of Commerce Institute Program.  
Professional recognition includes receiv-
ing the Gerald W. Hathaway Staff Person 
of the Year Award by the Western Associa-

tion of Chamber Executives (W.A.C.E.) in 
2009 and served past president of the Sa-
lem Leadership Foundation.

For more information about the Oregon 
Restaurant & Lodging Association, visit 
OregonRLA.org or call 800.462.0619.

The Oregon Restaurant & Lodging Asso-
ciation is the leading business association 
for the foodservice and lodging industry in 
Oregon, which is comprised of over 9,000 
foodservice locations and 2,200 lodging es-
tablishments with a workforce of 164,800, 
and a total economic impact of $8 billion - 
making it the cornerstone of the economy, 
career opportunities and community in-
volvement. The association works to advo-
cate, protect, train and promote the food-
service and lodging industry.`

Salem Fire Chief Niblock says “Salem is a community where our 
citizens rise to the occasion to help when needed.”

The chief executive officer of the Salem Area
 Chamber of Commerce, Jason Brandt
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The Marion County Board of Commission-
ers will hold the first reading of an ordinance 
allowing backyard chickens, within urban 
growth boundary areas, at its regularly sched-
uled Board Session on Wednesday, July 29, 
2015. The meeting begins at 9 a.m. A sec-
ond reading is set for two weeks later at the 
Wednesday, August 12, board session. If ad-
opted, the ordinance would become effective 
90 days after the second reading. 

The proposed ordinance will allow the keep-
ing of up to six hens on property inside ur-
ban growth boundaries that are zoned Single 
Family Residential or Urban Development, 
except in the Woodburn and Silverton UGBs 
where a maximum of three hens would be al-
lowed.  The ordinance includes requirements 
for a chicken run, coop, fenced rear yard, and 
provisions for storage of food and waste. No 
roosters would be allowed and there would be 
no sales of chickens, eggs, or fertilizer.

To review the draft ordinance, visit http://
www.co.marion.or.us/BOC/WkCalAgen.
htm. 

Interested persons are welcome to comment 

and may sign-up for public comment at either 
meeting. Written comments will be presented 
for consideration by the commissioners at the 
August 12 meeting if received by 4 p.m. on 
Tuesday, August 11. Written comments may 
also be presented at the August 12 meeting. 

Comments may be submitted to:
Email: commissioners@co.marion.or.us 

Mail: PO Box 14500, Salem, OR 97303 
Hand delivery: 555 Court Street NE, Suite 

5232, Salem, 97301
For questions about the proposed back-

yard chicken ordinance, contact Sr. Planner 
Joe Fennimore at (503) 566-4177 or gfenni-
more@co.marion.or.us. 

The Northwest is leading the pack for the 
cannabis revolution and we should all be 
very excited about it. But with that in mind I 
also hope we will all be responsible with our 
new rights and prove that we should have the 
freedom to choose which medical treatments 

we feel are best for us as 
well as which recreational 
activities fit our individual 
lifestyles. 

The local cannabis com-
munity has been steadily 
growing in Salem. I’m 
proud to say the capital city 
now has a handful of legal-
ly compliant clean friendly 
medical marijuana dispen-
saries to choose from.

As far as the Laws, rules and regulations go 
in Oregon for marijuana, medical and rec-
reational – they are still evolving, in a state 
of motion and I find that keeping up on the 
changes and being flexible to the new rules is 
extremely helpful during the transition. 

We all have lots of questions about the rev-
olution so here are answers to a few of the 
most basic questions just to get you started 
in the right direction.  

Q: Where can I buy pot? 
A: You can’t. Buying and selling is still il-

legal- please only give and accept donations 
to/from a trusted friend.

Q: How old do I have to be to use mari-
juana?

A: 21- just like booze.

Q: Can my employer still drug test me for 
marijuana?

A: Yes. Employers still have the freedom to 
test for marijuana.

Q: Can I still get arrested for using mari-
juana?

A: Yes! Absolutely – just like you can still 
get arrested for being drunk in public, driv-
ing under the influence, being a public nui-
sance, or endangering a minor. 

For more information and FAQs check out 
http://whatslegaloregon.com

So just so we are all clear, dispensaries can-
not sell to the public – not yet anyway.

If the law changes, allowing early retail 
sales, the MMDP will send out official notice 
and instructions including the effective date. 

Until then;
 • All transfers of marijuana from a dispen-

sary must be done in the dispensing room 
and only to OMMP patients and OMMP 
caregivers in accordance with 333-008-
1245.  

• All transfers of marijuana to a dispensary 
must be done in accordance with OAR 
333008-1230.  

• Dispensaries cannot provide, sell, or dis-

pense marijuana at an offsite event or to an 
offsite event.  

• Marijuana may not be provided, sold, 
dispensed, or otherwise transferred to 
members of the public by a dispensary on 
dispensary property. This includes any 
transfers by vendors on dispensary prop-
erty.  

• A cardholder’s photo ID and OMMP card 
must be checked every time before the 
cardholder is allowed to enter the dispen-
sary and the names on the OMMP card and 
the ID must match.  

• A grower may only enter a dispensary if he 
or she is there to transfer product to a dis-
pensary and is authorized to do so by his or 
her patient. 

• Consumption, ingestion, inhalation or topi-
cal application of usable marijuana on the 
premises of the dispensary is not allowed 
except by an employee who is an OMMP 
patient, during the employee’s work shift 
at the dispensary when it is necessary for 
the employee’s medical condition. The 
employee can only consume on premises, 
alone in a closed room, and where the em-
ployee is not visible to the public outside 
the facility or visible to patients or caregiv-
ers inside the facility.  

Finally, the dispensary program would like 
to reinforce: 

• Members of the public who don’t have a 
valid OMMP are not allowed into the dis-
pensary. 

• NO cardholder may enter a dispensary if 
they do not have their valid OMMP card 
AND photo ID with them each time.

 •NO cardholder may enter a dispensary by 
the dispensary looking up their OMMP 
card or photo ID in dispensary records.

 • NO cardholder may enter a dispensary by 
using a “safety packet” (i.e. a copy of their 
OMMP application and the certified mail 
receipt). 

• NO cardholder may enter a dispensary by 
using an OMMP extension letter.

• NO cardholder may enter a dispensary by 
using the cardstock that the card comes at-
tached to if the card has been removed.
Basically nothing has changed for the 

OMMP cardholders. And as always I advise 
all cardholders to keep your card valid and 
up to date. You won’t have the same access 
to your medication if you let your card ex-
pire and choose to go only use recreationally.  
Medical patients have access to a wide vari-
ety of products that the general public can’t 
legally purchase yet.  And I for one, believe it 
should remain that way.

CannaCrystal has been a medical mari-
juana patient since 2003 and is currently the 
manager of CannaMedicine Salem, a local 
medical marijuana dispensary that has been 
in Salem for nearly 4 years. Please feel free 
to send questions or comments about Can-
nabis in our Community to Cannacrystal@
gmail.com 

The Business of MarijuanaCounty Commissioners to Consider 
Backyard Chicken Ordinance

CANNA CRYSTAL
THE BUSINESS 
OF MARIJUANA

Example of the Chicken Coop
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This month I graduated from the 34th class 
of the City of Salem Citizen’s Police Acade-
my (CPA). One of the many components we 
touched upon was hostage situations.  We 
also had an opportunity to participate in con-
frontation simulations.   Most of us will never 

experience a true hostage 
situation in which our lives 
are at stake.  However, we 
can experience “mini-hos-
tage” situations on a regu-
lar basis at work and it will 
ruin our lives if we let it.

At the CPA, police offi-
cers taught us that hostage 
negotiation is very deli-
cate. In most situations, 
one person has something 
another person wants and 

will only provide it if certain demands are 
met.  If you are experiencing trouble at work, 
you could be either a hostage or a negotia-
tor.  You might even discover you are the one 
holding others hostage.

Here’s some thoughts:
Feeling like a hostage by your employers:  If 

you feel like you are a prisoner at work, think 
about what exactly is holding you hostage?  
Are you a prisoner of the money or benefits?  
Do you think you have nowhere else to go?  
Are you afraid to leave relationships?  When 
you identify what exactly is holding you back, 

you might be able to free yourself.
Held hostage by employees:  Employees 

who display particularly troublesome behav-
iors can inspire fear in employers.  Regular 
emotional outbursts or threats of lawsuits 
will make employers afraid.  Conversely, em-
ployees who are phenomenal yet silo infor-
mation can create a scenario where employ-

ers are concerned that they will lose market 
share if this employee moves on.   Are you 
so afraid of certain employees that you can’t 
manage effectively?  When you identify what 
is causing this with a particular person, ad-
dress that behavior and put measures in 
place to mitigate future problems.

Trapped by Co-Workers:  Are you act-
ing like a negotiator between two parties at 

work?  Do you get cornered and expected 
to “reveal” information you know and feel 
caught in the middle?  This role can end 
up being played by employee and employer 
alike.  Unless you’re a trained negotiator, 
leave it to the human resource professionals.  
Try to avoid engaging in a conflict between 
others, especially when not related to work.  

Work to bring information 
out in the open to avoid 
being a bargaining chip in 
a negotiation.

Are you a hostage taker?  
While you may say “never” 
think about how people 
react to you at work.  Do 
your moods put people on 
edge?  Are people afraid to 
be the only one with you in 
the lunchroom?  Do you 
use whatever power you 
have to leverage people 
into doing what you want 

(even if it might be against their will?).  If 
you see the slightest bit of yourself in this, set 
your workplace hostages free.  It makes for 
a nicer day.

Mary Louise VanNatta, CAE is CEO of Van-
Natta Public Relations, a PR, Event Planning 
and Association Management firm in Salem, 
OR.  www.PRSalem.com or www.Twitter.
com/PRSalem.

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

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

info@lafky.com

Lafky & 
Lafky

We counsel and represent 
clients in Oregon proceed-
ings, including State Feder-
al and Municipal Courts and 
administrative agencies.
Our attorneys provide liti-

gation services in many ar-
eas of practice and are dedi-
cated to achieving excellent 
results for our clients in the 
most cost effective manner 
possible.

Set Your Workplace Hostages Free

Trapped by Co-Workers:  
Are you acting like a 
negotiator between two 
parties at work?
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The 2015 Legislative Session was sup-
posed to be a slam dunk for the Demo-

crats and their faithful allies. Their jubilation 
on Election Night in November 2014 said it 
all. The liberal agenda, the progressive move-

ment was empowered to 
do more, bigger and bet-
ter things. With stronger 
Democrat majorities in 
the house and the senate 
and Democrats control-
ling state-wide office, 
every special interest 
group that has funded 
Democrat campaigns 
over the past decade was 
licking their chops. The 
public employee unions, 
the environmentalists 

and social justice liberals could finally cash 
in their chits as Democrats would give them 
what they had been waiting for.

Early in the session several bills fulfilling 
the liberal agenda sailed through the pro-
cess.  Democrats were warned, however, 
that they should not 
overreach. But over-
reach they did and it 
blew up in their face. 
As the session drew to 
a close, and the heavy 
lifting was at hand, 
what was going to be 
a dream come true for 
liberals had already 
been deteriorating 
into a nightmare. 

Little did the lib-
eral special interest 
groups ever imagine 
the biggest obstacle 
to their success would 
be their own stalwart 
Democrat allies.

As evidence in a string of newspaper ar-
ticles confirms, it was the Democrat lead-
ership that failed them. Worse, the house 
speaker and the senate president lacked the 
leadership to work together so they in turn 

could bring their two caucuses together.   
Average Oregonians find these internal 

battles and front page headlines petty and 
selfish. Oregonians want a quality job, a good 
education and an affordable, efficient trans-
portation system that moves commerce, em-
ployees and tourists.

The legislature did nothing to improve the 
economy, to attract new businesses and sup-
port existing businesses. They did nothing 
to improve student performance and they 
failed at moving a transportation plan for-
ward, the one policy issue that should have 
been the least controversial.

But, they got headlines. The Oregonian 
headline on July 12, 2015 was especially 
harsh.  A “Family Feud” they said.  It went on 
to say, “A battle between the Oregon Legisla-
ture’s top Democratic power brokers altered 
the outcome of the session.” 

The article gets more brutal as they de-
scribe Senator Peter Courtney as “furious” 
because Speaker Kotek had her own ideas 
about the session calendar.  She had taken 
charge of when the session would end even 

if it meant Courtney would have to cancel his 
trip to Paris for a Senate Presidents’ forum.

Minority Leader Mike McLane described 
the level of animosity between Kotek and 
Courtney as “palpable.” It was clear they 

fought and it was witnessed publicly, accord-
ing to McLane. Courtney let his emotions, 
frustration and anger show through words 
and actions that were on display for the 
whole world to see.

Senator Courtney cleverly resorted to 
playing the victim card. He is quoted in the 
article as making comments such as, “I’ve 
been destroyed by that,”  “I’ll never recover,”  
“They have stopped me.”

When the session was over Courtney said, 
“We had too many bitter fights, and relation-
ships were severely damaged.”  He called it 
“…as brutal a session” as he ever participated 
in.

It sounds like Courtney is wanting to point 
fingers at someone or somewhere. The me-
dia, however, have already identified the cul-
prits.  Those culprits are the Democrat lead-
ers. And, let’s not forget that Senator Peter 
Courtney has held the senate president’s seat 
longer than anyone else in Oregon history. 
A record he is proud of. This pride and this 
experience should give him the edge and the 
knowledge to avoid this kind of destructive 

legislative session. 
Besides, as senate 
president it is his job 
to ensure that the pro-
cess runs smoothly. It 
is his job to work with 
the speaker of the 
house, and with the 
governor.

Will the Democrats 
kiss and make up?  
Time will tell; howev-
er, we ought to brace 
ourselves for more of 
the same in the 2016 
legislative session that 
begins in a few short 
months.

Patti Milne
Retired Marion County Commissioner 

and State Representative, can be reached at 
503.551.5590.  Watch Patti Milne on CCTV’s 
People, Places and Politics.

I recently read an article published by the San 
Jose Mercury News titled “Facebook roof 

mirrors company’s workplace culture”.  At 
surface level, I wasn’t all that intrigued to dig 
deeper into this article but I read on.  Face-
book is designing a 9 acre green rooftop that 
will have 23 unique spaces named after natu-
ral wonders throughout the world – including 
Oregon’s Three Sisters!  “Walking Meetings” 
are a tradition at Facebook and this rooftop 
will only enhance this philosophy of getting 

out of the workspace and 
boosting creativity.  What 
I found in this article lead 
me to think about how 
we do meetings, or how 
we view meetings.  Are 
your meetings boring?  
Do they inspire creativ-
ity and transparency?  
Do your employees even 
want to show up??  Here 
are some tips to shake 
things up a little bit!

Meetings on foot.  Why 
do we need a conference room or a stuffy of-
fice?  Take a walk around your property or 
building.  Go downtown and walk the streets 
and chat while you walk.  Walking (aside from 
the health benefits!) also boosts creative think-
ing, according to a 2014 study by Stanford Uni-
versity researchers.  So get up, move around 
and have your one-on-one meeting on foot!

Take a field trip.  If you have a meeting that 
involves more than one or two people, go on 
a field trip!  Have you meeting at a park or a 
coffee shop.  I’ve often found that I tend to be 
more focused and open-minded when I am 
somewhere other than my office (like right 
now, from a coffee shop!).  We often send our 
employees on ‘field trips’ to our various stores 
to have meetings or get things done.  It helps 
shake up the mundane routine and let’s them 
have some fun in the process.

Pair people up.  Maybe you have a 60 minute 
meeting with a certain agenda.  Rather than 
just plowing through the list, split people up 
in pairs to investigate an agenda item or brain-
storm on it.  This will not only increase em-
ployee morale, it may lead to the next big idea 
or cost savings idea.  Who knows!

Because work is so mobile and fluid, we 
have the ability to get out of the norm and our 
sometimes secluded offices.   While I know we 
all can’t build giant green spaces on top of our 
businesses, but we can take a page from Face-
book on boosting creativity, employee morale 
and hopefully our bottom lines!

Until next time, stay cool and creative.  
Alex Casebeer is on the team at Capitol Auto 

Group and can be reached at acasebeer@capi-
tolauto.com , 503-399-1011 or twitter.com/
alexcasebeer .

ALEX CASEBEER
INSIDE
SCOOP

PATTI MILNE
PEOPLE, 
PLACES & 
POLITICS

Mix Up Your 
Meetings

Will The Democrats Kiss & Make Up?  

It was clear they 
fought and it was 
witnessed publicly
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By Beth Casper
Special to the Salem Business Journal
More than 150 businesses in Marion Coun-

ty have officially dispelled the myth that 
green practices cost extra.

Their bulk purchasing, increased recycling, 
energy upgrades and water conservation ef-
forts have proven that operating in a more 
environmentally friendly way saves money. 

While their environmental practices, size, 
number of employees, and products and ser-
vices are vastly different, these businesses 
and organizations all have one thing in com-
mon: they’ve earned their EarthWISE certi-
fication. 

The EarthWISE program is a free business 
environmental assistance program of Mar-
ion County. EarthWISE stands for Work-
place Initiative for Sustainable Enterprise. 
EarthWISE staff evaluates businesses prac-
tices and helps improve recycling practices, 
energy efficiency, waste reduction and water 
conservation. 

EarthWISE program staff are available for 
full-service environmental assessment site 
visits as well as quick phone calls to answer 
simple recycling questions. The services are 
customized to meet each business’s specific 
needs. EarthWISE staff also supply free re-
cycling containers, stickers, educational ma-
terials, and environmentally preferable pur-
chasing information.

Here’s how a few EarthWISE businesses 
have saved by going green:

At Hillyer’s Mid-City Ford in Woodburn, 
buying in bulk saved the company thousands 
of dollars a year. For brake cleaner alone, the 
switch to 55-gallon drums instead of indi-
vidual 16-ounce aerosol cans saved Hilly-
er’s $7,866 a year. For anti-freeze coolant, 
switching to bulk 
meant a $1,594 an-
nual savings.

At the Grand 
Hotel in down-
town Salem, more 
efficient lighting 
for each of its 193 
sleeping rooms, 
the lobby, and the 
hallways saves 
close to $800 a 
month on the elec-
tric bill. Just turn-
ing off the light in 
the front panel of 
each of the eight 
vending machines, 
saves the Grand 
Hotel $400 a year.

At Cascade Bak-
ing Company, 
Debra and Stephen 
Edwards turned 
to used or refur-
bished tools for the 

expensive bakery equipment—a less expen-
sive and more environmentally friendly op-
tion. When the Edwards needed to replace 
their 1936 Hobart mixer—a $40,000 ex-
pense if purchased new, they found a 1980s-
model mixer for $10,000. Since the old Ho-
bart mixer lasted more than 70 years, the 
Edwards have reason to believe their new-
to-them mixer has another 50 years of use!

In spring 2012, Willamette Valley Fruit 
Company replaced the cooling system in the 
freezer, which saved the company 60 per-
cent on energy costs. They then replaced the 
garage doors with high-speed roll-up doors 
that operate with a motion sensor. With an 
Energy Trust of Oregon incentive, Willa-
mette Valley Fruit Company will see payback 
from their investment after just more than 
a year—with energy savings of more than 
$12,000 a year.

“So much of what you can do to reduce your 
carbon footprint turns out to work out finan-
cially,” said Derek Imig of Willamette Valley 
Fruit Company. “You are probably going to 
save a lot of money to become EarthWISE 
certified.”

EarthWISE program staff can walk any 
business leader or organization employee 
through the steps to earn certification. A 
business with any level of green practices is 
welcome to apply. EarthWISE staff will focus 
on recycling, waste reduction and preven-
tion, environmentally preferable purchas-
ing, energy efficiency and conservation, wa-
ter pollution prevention, and outreach and 
education. 

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

Businesses Find Green 
Practices Save Green Dollars

AJ’s auto repair added the EarthWISE logo to their shuttle car to 
remind others to reduce, reuse, and recycle.
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RANDY FRANKE
EXECUTIVE  
DIRECTOR, 
UNITED WAY 
MID-WILLAMETTE 
VALLEY

A kick-off for the 2015-2016 campaign and 
a community celebration for last year’s 

United Way (UW) of the Mid-Willamette 
Valley campaign and will 
take place Thursday, Aug. 
20; at the Salem Conven-
tion Center at 11:45 a.m. 

Molly McCargar of Pear-
mine Farms, Inc. will lead 
the 2015-2016 effort. Dr. 

James K. Lace,       Dr. 
Maryalice Russell, Dr. 
Maureen T. Casey and 
Jeanine Stice comprise 
a panel on early child-
hood and school suc-
cess. 

We will recognize 
Mayor Anna Peterson, 

the 2014-2015 Campaign Chair; as well as 
the Outstanding Loaned Executive; Out-
standing Company Coordinator; Top New 
Campaign and Top Nonprofit Campaign. We 
will also be unveiling new awards to recog-
nize outstanding employee efforts on behalf 
of the community; Community Spirit, Com-
munity Leadership, Community Builders 
and a Community Service award focusing on 
volunteer efforts.

UW is committed to changing the odds for 

all children and their families, regardless of 
their current situation or circumstance, giv-
ing them equal opportunity to succeed in 
school and in life. In July 2014 UW’s Board 
committed to invest in services and supports 
focused on children ages 0-8 and their fami-
lies will have the best return on investment, 
and is the most effective way to achieve our 
long-term goals. Ensuring that every child 
develops both emotionally and physically, 
is ready for kindergarten, and is armed with 
the skills they need to be successful once they 
are in school is critical. We know that chil-
dren learn to read through third-grade, and 
that beginning in fourth-grade children are 
reading to learn. We also know that reading 
at grade level at the end of third- grade is a 
critical milestone, and is considered to be a 
predictor of whether or not that child will 
graduate from high school. Dr. Pierce will be 
asking for a “Call for Action” for the Chang-
ing the Odds Campaign. 

RSVP’s to the event are required; the event 
is free thanks to the generosity of the Presi-
dent’s Leadership Circle. Please RSVP to La-
Donna Smith, 503-363-1651, lsmith@unit-
edwaymwv.org.

This is going to read like an ode to sum-
mer. Finally we have the weather we 

have been waiting for all winter. We com-
plain about the rain, but we justify it by say-
ing that is the reason why everything is so 
green.

Now, about the glorious days of summer: 
by the way, summer is also described as any 

period regarded as a time 
of fruition, fulfillment, 
happiness or beauty. In 
Oregon we know all about 
that. 

Abundance could be the 
other word to describe 
summer: we have a great 
quantity of wonderful 
fruits and vegetables that 
are “ours”. Think of the 
wonderful “Hood straw-

berries.” They have a short life, but the full 
flavor and the red color that oozes out when 
you bite into one is ours alone.

The other is the fresh market: all the beau-
tiful vegetables are a sight that makes you 
appreciate summer. I have problems picking 
my veggies only because there are so many 
and it seems that all of them want to go home 
with me. So, what is a cook supposed to do?

This is what I do: I see mustard greens and 
I think how I want to fix them. OK. Next I 
have to think what am I going to serve with 
that. OK. But wait, I really don’t feel like eat-
ing …….so I go back to square one and look at 
a different vegetable and start the whole pro-
cess again and I really don’t mind the time it 
takes me to decide.

When I am ready to go home I have picked 
so many vegetables that I end up cooking for 
3 hours and I have dinner and side dishes for 
the week (almost!)

One vegetable that I look forward to eating 
is “cardoon,” which is closely related to the 
artichoke family. I do have that in my back-
yard, so I am very lucky I don’t have to look 
for it. The purple flower is strange looking, 
but works well in a dry arrangement. 

Here are some directions for preparing 
Cardoon:  You will have to remove the ‘back-
bone of the leaves, and also it helps if you 
pick the most tender ones.  Cut the leaves 
in julienne style –not too long- and let them 
cook in boiling water with the addition of 
salt, some lemon juice and a little bit of flour 
for a couple of hours.

When they are cooked, squeeze all the wa-
ter out of them and place them in a sauté pan 
with some butter and salt if needed. Cook 
them for about 20 minutes   and serve the 
cardoon with grated “parmigiano” on top.

Summer also means fresh tomatoes and 
basil. .Summer means  “Panzanella.” Do you 
have any idea what panzanella is?  What a 
great way to celebrate fresh tomatoes: cut 
them up and mount them  on a stale piece 
of bread that has been soaked and squeezed 
and top of all that with some good extra vir-
gin olive oil, a little of great balsamic vinegar 
and a couple of basil leaves. No pepper on 
this dish but some salt is OK.

Have a great summer and keep on cooking.
Until next time

LULLU TRUITT
SBJ FOOD 
EDITOR

Ode To SummerUnited Way Is 
Committed To 
Changing The Odds
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Call for Business Underwriting 
Opportunities 503-990-6091

The theatre's "tagline" (if you attend Sa-
lem Chamber Greeters then you know what 
I mean by tagline) is "From Bach to Rock 
and Broadway to Ballet, the Elsinore has it 
all".  Looking at this year's fall lineup that 
motto becomes true with nearly 40 events 
scheduled at the Theatre through November.  
Additional events are added all the time, but 

I encourage you to start 
planning now and pur-
chase your tickets soon to 
be sure you get the best 
seats available. Here is 
a preview of just a few of 
the upcoming events at 
the Theatre.

8/9//15 - Oregon Spirit 
of '45 celebration featuring 
the 234th Oregon National 
Guard Band. FREE AD-
MISSION

8/21/15 - The Patriot 
Tour 2015. Featuring Marcus Luttrell, Navy 
SEAL and author of Lone Survivor. With 
Taya Kyle, Chad Fleming, David Goggins & 
special guest Pete Scobell.

9/11/15 - Let’s Go Out to The Lobby! Rindy 
& Marv Ross with Eddie Parente.  A rare in-
timate acoustic concert with Rindy & Marv 
Ross of the Trail Band and violinist Eddie 
Parente in the lobby of the Theatre. Only 
100 tickets will be sold. Tunes from Seafood 
Mama, Quarterflash and the Trail Band will 
be featured along with a number of new fun 
songs.

9/26/15 - Comedian LEWIS BLACK.
10/9/15 -  STORM LARGE. American re-

naissance woman and a vocal superstar 

along with her band bring a full length show 
to the Stage. Storm, who moved to Portland 
in 2002 and has become one of Portland’s 
most popular musical talents will receive 
Artist of the Year award from the Oregon 
Music Hall of  Fame in October, so you will 
want to catch her Salem performance.

10/16 & 10/17 - Eugene Ballet's Sleeping 
Beauty. Tchaikovsky, tutus and tiaras

10/24/15 - In My Life – A Musical Theatre 
Tribute to the Beatles. An award-winning 
national touring musical re-telling of the 
Beatles story through the eyes of manager 
Brian Epstein and featuring one of the best 
tribute band in the world, Abbey Road.

10/25/15 - United States Air Force Band 
of the Golden West - The Commanders Jazz 
Ensemble. FREE ADMISSION

11/8/15 - SALEM CONCERT BAND with 
special guest THOMAS LAUDERDALE. 
Lauderdale, pianist & band leader of Pink 
Martini will perform piano selections includ-
ing Gershwin’s Rhapsody in Blue.

11/9/15 - GOLDEN DRAGON ACROBATS. 
Recognized throughout the U.S. and abroad 
as the premiere acrobatic touring company 
of today. 

Additionally, the Wednesday Film Series 
will return on September 16. Classic films 
shown each Wednesday on the big screen 
in a classic movie palace. The Fall series will 
feature Top Hat, Casablanca, Arsenic & Old 
Lace, Charade, Desk Set and Butch Cassidy 
and the Sundance Kid. You can find a com-
plete calendar of events along with all the 
event details at www.ElsinoreTheatre.com.  
I look forward to seeing you at the Theatre!

STEPHEN MARTIN
LIVE FROM 
THE ELSINORE
THEATRE

Bach To Rock And Broadway To 
Ballet, The Elsinore Has It All

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:

Now Broadcasting 
throughout Salem & Keizer

100.7 fm
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ROY JAY

HARVEY GAIL
ASSOCIATION
MANAGEMENT

There is one common word that’s used 
a bit more often than it should be. The 

word is “we.”   In Latin, 
this word is known as the 
“plural of majesty” or, 
the Royal We. The word 
refers to a single person, 
usually the king or queen, 
speaking in an official ca-
pacity for the kingdom. 
In organizations it more 
often used to diffuse re-
sponsibility.

Listen carefully and you 
can also find the “we” 
used regularly in your 
board or committee meet-

ings. Let me give you an example. Has your 
group ever had this conversation?

Board Treasurer:  We need more funds.
Board Member:  We need a special event to 

raise money!
Vice President:  We should do an auction.
Board Member:  Let’s have a 60s theme.
Development Director:  Cool, we’ll get a 

committee together.
President:  Excellent idea we should do 

this. Are we ready to adjourn?
OK, so what was decided and what will be 

done?  You might think the development 
director will pull the committee together, 
but he or she might think that’s the job of 
the Executive.  The board knows they need 
money, but not how much or by when.  The 
60’s theme auction sounds fun, but who will 

spearhead it?  Guaranteed, the next monthly 
meeting will repeat this conversation.  Some-
times “we” even get mad because “no one” 
did anything about it.  

Here are several consequences of overuse 
of “we”:

 Lack of commit-
ment:  Use of “We” 
indicates the desire 
of the group to ac-
complish something, 
but by making overly 
general statements to 
nobody in particular 
there’s a lack of com-
mitment. 

Failure to delegate:  
A wise board presi-
dent once reminded 
his board, “If every-
one is responsible, no 
one is responsible.” 
Delegating a task to 
“we” rather than to 
a specific person is 
doomed to fail.

Inefficient use of 
meeting time:  Since 
“we” are all responsible, a board tends to will 
wait until they are all together to talk about 
the project. None of the work has been done 
in advance of the meeting. Also, the same 
conversations are often repeated in order to 
get people who have not attended caught up 
on the project. 

Fear of calling anyone out:  Many times 
using “we” is an avoidance tactic. Everyone 
may well know who is responsible for carry-
ing out a task, but there’s hesitation to make 
the connection. 

Lack of clarity on 
roles:  A board mem-
ber may say, “We need 
to send out that mail-
ing,” but what they re-
ally mean is the staff 
will be sending it out. 
Other board members 
may not understand 
the various leadership 
and staff roles and 
aren’t sure who is sup-
posed to do what. 

In light of these con-
sequences, let’s revisit 
this conversation as it 
should be held:

Board Treasurer:  
According to our fi-
nancial documents, 
our organization will 
not meet our income 
projections this year if 

the board doesn’t put in place a strategy to 
raise another $10k.  The result of a shortfall 
will be our inability to fund our holiday pro-
gram in December.  

Board Member 1:  I’d like to propose ap-
pointing a team to strategize a special event 
that would net $10k.

Vice President:  I would like our Develop-
ment Director to lead this team and bring a 
report back to the board by the next meeting.  
I’d like you to consider an auction as part of 
your report.

Board Member 2:  I’d like to work on the 
team to decide themes.

Development Director:  This will be a lot 
to put on our plate with our other events.  I 
need two more members of the board who 
will commit to fundraising.  I will convene 
the group in the next 10 days.

President:  I appoint member and member 
2 and please include the treasurer. Please 
have a draft of the report to me two weeks 
before the board meeting. Ready to adjourn?

While this is an optimistic conversation, 
you can clearly see by avoiding the use of the 
Royal We how everyone has a role and how 
assignments are made. Along with carefully 
taken minutes from the secretary and re-
minders from the staff, a reasonable report 
should be available at the next meeting. 

Once agreements are made, “we” is appro-
priate. However, watch for its overuse. This 
may be difficult, but the result is will be mea-
surable objectives, clear delegation of tasks 
and more precise timelines. In the end leave 
most of the “we” to the Crown.

Harvey Gail is the owner of Spire Manage-
ment, an association management, event 
planning and consulting firm located in 
Salem, Oregon. Now offering nonprofit Ex-
ecutive Search Services. www.SpireManage-
ment.com, 503-371-7457.

The Royal We: A Board Is Not A Monarchy

Tax fraud and tax identity theft are a grow-
ing crime epidemic. There are a plethora of 
reports regarding the hundreds of thousands 
of individual taxpayers nationwide who 
have had their tax refunds stolen by identity 
thieves each year. However, individuals are 

not the only ones who 
are being victimized in 
tax fraud schemes. Busi-
nesses are also being 
targeted.

As a business owner, 
imagine receiving a no-
tice of deficiency, and a 
demand for immediate 
payment, of more than 
$800,000 in unpaid 

payroll taxes for more than 100 employees 
that have never worked for your company. 
That’s exactly what happened to a Captain 
D’s Seafood franchise owner in Georgia 
when thieves stole his business employer 
identification number, or EIN, and used it in 
a tax refund scheme to report more than $4 
million in bogus salaries to the IRS and state 
tax agencies.

That business owner is not alone. Hun-
dreds of thousands of businesses are being 

similarly victimized.
Business EINs used in tax fraud and tax re-

fund schemes
The Treasury Inspector General for Tax Ad-

ministration (TIGTA) examined this grow-
ing trend, and in September 2013 published 
an audit report entitled “Stolen and Falsely 
Obtained Employer Identification Numbers 
are used to Report False Income and With-
holding.” TIGTA estimated that the IRS may 
issue almost $2.3 billion each year in poten-
tially fraudulent tax refunds based on stolen 
or falsely obtained EINs, and roughly $11.4 
billion over the next five years.

In its report, TIGTA identified 767,071 elec-
tronically filed individual tax returns with 
fraudulent refunds based on falsely reported 
income and withholding in Tax Year 2011 
alone, using 285,670 EINs for the reported 
wages and withholding. 8,046 of the EINs 
used were falsely obtained, while 277,624 of 
the EINs used had been stolen from legiti-
mate businesses.

How and why the schemes work
In order to generate fraudulent tax refunds, 

criminals need to report fictitious wages and 
withholding on individual tax returns filed 
with the IRS. Because the IRS has processes 

in place to confirm that an EIN used is valid 
(actually issued by the IRS), thieves steal and 
use a valid EIN of an unsuspecting business.

They do not have to ever have been actu-
ally employed by the business, nor does the 
scheme require a validly issued Form W-2. 
With tax e-file services and software, they 
can simply enter the target business’ name, 
address, and EIN in an online form, submit 
the return electronically, and collect the re-
sulting fraudulent refund. This process can 
be repeated numerous, even hundreds, of 
times using stolen or synthetic identity infor-
mation of multiple persons. The result is the 
creation of an ever- increasing and poten-
tially significant tax liability for the targeted 
business.

The scheme often works because the IRS 
may not have access to third-party reported 
Form W-2 information at the time an in-
dividual tax return is processed. In other 
words, this means it is not able to verify and 
match the income and withholding reported 
on the individual tax return with the infor-
mation reported by the employer.

The IRS does not begin to receive and 
match employer-reported wage and with-
holding information until after the January 

31st deadline for W-2 distribution. Knowing 
this, criminals routinely file their fraudulent 
returns as early as possible, so they can re-
ceive their fraudulent refunds before the IRS 
has a chance to receive the information and 
complete its matching process.

The target business from which the EIN 
was stolen and misused is completely un-
aware of the fraud until the IRS and state 
tax agencies realize there is an apparent tax 
deficiency, because the amounts reported 
and paid by the employer do not match what 
has been calculated to be owed as a result of 
the fraudulent information reported on the 
individual tax returns. Depending upon how 
many times the business’ EIN was utilized; 
the erroneous deficiency can be tens or even 
hundreds of thousands of dollars.

The victimized business suddenly receives 
an unexpected notice of deficiency and de-
mand for payment, and must then attempt to 
prove to the IRS, state tax agencies, and the 
Social Security Administration that a fraud 
has occurred

Roy Jay is a business and social entrepre-
neur based in Portland, Oregon.  He can be 
reached by email at Roy@RoyJay.Com.

Tax Fraud Prevention Tips: Use of Stolen Business EINs

Listen carefully 
and you can 
also find the 
“we” used 
regularly in 
your board 
or committee 
meetings.
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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

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 roof 
in 2015. 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

ARCHITECTURAL DIGEST WOULD LOVE THIS HOUSE!
Uniquely designed, one-owner home! 2 Bdrm, 2 Ba, 
1774 sq. ft. home on .21 acre lot. Great room with loft 
area/den and views to the east & south. Skylights 
provide lots of light. Custom low water landscape & 
gazebo. $285,000 (693055) Rick & Ande Hofmann 

503-390-8000 Code# 3205 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 lev-
el, 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
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The picture above is my personal favorite of 
this year's Festival - among many wonderful 
shots. I see many things - it's clean, authen-
tic, it holds tradition and modernity, it's vi-
brant, her eyes challenge the viewer. Cultural 
heritage for the 21st century. 

For a fuller viewing, find us on Facebook 
where hundreds of photos have made al-
bums. I've posted a very select few more be-
low. Please enjoy.

As we close out the Festival for the year, 
it's also a time of closure and refreshment 
among staff. I have been offered an opportu-
nity to lead a non-profit in Portland, and will 
be moving to the Japan America Society of 
Oregon next month. Mary, our new Assistant 
Director, will take over the reins as Executive 
Director, and Sylvia is moving up as Program 
Manager. Please join me in congratulating 
them. It's been a real honor for me to have 
been able to represent such a large, commit-
ted group of volunteers since 2009. I look 
forward to closely following continuing suc-
cesses. Thank you for all you have done dur-
ing this time.

Respectfully,
Graham

To World 
Beat Fans
From 
Graham 
Morris:

The Festival has MANY unsung volunteers. 
Did you know our Ops Director uses a week 

of his work vacation to spend over 100 
hours managing the Festival logistics in and 
out. Here's a group who have fun and make 
it happen - Gayle, Luz, Shirley and Dehlia.




