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Earthwise 
Special Edition

By Beth Casper
Special to the Salem Business 

Journal
As more than 150 businesses 

and organizations in Marion 
County can prove, even small 
eco-friendly practices can add 
up to an impressive amount of 
waste reduction, energy effi-
ciency and resource conserva-
tion.

To date, Marion 
County has certi-
fied 160 business-
es, agencies and 
o r g a n i z a t i o n s 
as EarthWISE, 
or committed to 
environmentally 
friendly practic-
es. To earn certi-
fication, businesses meet crite-
ria in categories, such as water 
conservation, recycling, waste 
reduction and energy usage.

While some of these compa-
nies are taking on big projects—
replacing all lighting with LEDs, 
for example—most of them are 
examining their daily practices 
and making small changes that 

add up to a big environmental 
impact.

Some of the easiest ways 
organizations go green is by 
purchasing in bulk, separating 
recycling and compost from 
garbage, purchasing from local 
and green vendors, buying used 
equipment or fixing broken 
equipment, printing on both 
sides of paper, and switching 

to reusable 
instead of 
d i s p o s a b l e 
ware.

H i l l y e r ’ s 
Ford, for one, 
saves more 
than $7,800 
a year by 
s w i t c h i n g 

to bulk brake cleaner instead 
of individual 16-ounce aerosol 
cans. 

SAIF Corporation’s switch to 
double-sided printed and elec-
tronic reports instead of paper 
ones saved the nonprofit an an-
nual purchase of 17,450 reams 
of paper—and a cost of $21,987.

Cascade Baking Company 

Earthwise continued on page 4
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INTEGRITY

Executive Properties

REMODELED & UPDATED IN MACLEAY AREA!
Extensive remodel in 2013! 6 bdrms, 3.5 ba, 4200 sq. ft. 
on 1.44 acres. 9' ceilings for open feeling. New kitchen, 
baths & flooring. Mstr suite on main level. 2 furnaces 
& 2 H2O heaters. Dual living possible. 3 car garage. 
40x20 finished workshop w/12'ceilings. 50x30 4-bay 
storage barn. Plenty of room for kids, gardens & toys. 
Reduced to $589,000 (697612) Don Meyer 503-999-

2381 RE/MAX Integrity

ON THE GOLF COURSE AT MCNARY ESTATES!
Enjoy golf course living in this elegant 3 bdrm + den, 3 bth, 3717 sq. ft. home 
on the 7th green! Kitchen has lg cooktop island, granite & wine cooler. Floor 
to ceiling windows looking out on golf course from fam rm with cozy gas frplc. 
Mstr has lg walk-in closet, soaking tub & frplc. Year round fitness in temp con-

trolled room with swim spa. Reduced to $479,500 (700657)
 Rick & Ande Hofmann 503-390-9660

HOME W/ SHOP AND BUILDABLE LOT! Farm Home 
on its own well and great shop on almost a 1/4 acres in 
town w/ partitioned build-able lot! Close to park, shopping 
and more. Home features hardwoods, vinyl windows, mas-
ter suite with WIC, tile and soaking tub. Newly installed 
carpet in bedrooms. Updated kitchen with concrete coun-
ters, WI pantry, bar and nook. Downstairs family room. 
Shop can accommodate all your toys. Build another home 
here too! Total size of both lots is .39 acres. Front lot is 
.15 acres. Markers indicate corners. $294 ,900 (700519) 

Trevor Elliott – 503-602-1039

ONE YEAR OLD HOME! This home has curb appeal 
plus. Lovely newer home with quality features, gran-
ite countertops, stainless steel appliances, wood floors 
throughout, open floor plan. Bonus room has many uses. 
Lovely landscaped yard fully fenced for privacy. Washer, 
dryer, and refrigerator included. See this today! $215,000 

(704318) Roger Elliott 503-569-5003

Newer Home with large yard and creek! Your own 
private retreat in West, and close to Harritt Elementary! 
Open plan boasting 3 bedroom, 2.5 baths, spacious 
kitchen and great room, HUGE bonus room over garage 
could be 4th bedroom. Wood and laminate floors.  Wood-
ed view off the deck while you enjoy the private setting 
in backyard with wonderful seasonal creek and brick 
paver patio. Very large storage area under back section of 
home. Could be shop or hobby room. $299,900 (702260)  

Trevor Elliott 503-602-1039 call/text

FIRST TIME HOMEBUYER ALERT!
3 bdrm, 1.5 ba, 1100 sq. ft. home in SE Salem. Gas water 
heater & furnace. Large, fenced backyard. RV space with 
disposal. Home warranty provided. Reduced to $138,500 

(699693) Don Meyer 503-999-2381

CHARMING 1915 BUNGALOW! -
High ceilings for an open feel in this 1,208 sq. ft. home. 
Wood floors. Living room features a pellet stove. Large, 
covered patio in large, private backyard! Convenient to 

downtown, buses and shopping! $139,000 (704053)
Rick & Ande Hofmann 503-390-9660

DISTINCTIVE HOME IN MCNARY ESTATES!
Enjoy the high ceilings, gas fireplace, wet bar & sur-
round sound in this 3 bdrm + den, 2.5 bath, 2060 sq. ft. 
home. Master w/walk-in closet, high ceiling & slider to 
patio. Hand scraped wood flrs in living & formal dining 
rooms. Private, fenced backyard! Bring your golf cart! 
$374,900 (704170) Rick & Ande Hofmann 503-390-9660
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Chemeketa Community College has 
been awarded a $152,236 grant from the 
Oregon Higher Education Coordinating 
Council (HECC) to increase the number of 
women and under-represented students 
of color earning a degree or certificate in 
a STEM field. STEM stands for science, 
technology, engineering and mathematics. 
Increasing the quantity and quality of pro-
fessionals in STEM fields is an important 
national and regional priority.

The target audience for the grant activity 
will be new or admitted students who are 
female or students of color intending to 
enroll in a computer science, engineering 
or high-tech manufacturing program at 
Chemeketa. Enrollment in those programs 
does not reflect the college as a whole. Only 
9% of Chemeketa students in those fields 
are women and 22% are minorities. Total 
full-time enrollment at Chemeketa in fall 
of 2015 was 53.8% female and 34.6% eth-
nic or racial minorities.

Grant funded activities are expected to 
include –

1. One-on-one advising and mentoring
2. Strategic tutoring
3. Opportunities for presentations and 

recognition

4. Career planning
5. Consistent tracking of student prog-

ress to allow for early intervention
The grant will also fund a two-day STEM 

event to recruit new students. The event 
will provide a platform for current stu-
dents to partner with faculty in presen-
tations and workshops for potential stu-
dents. Participants will work in a robotics 
lab where they will build a functioning 
robot, create a 3-D print and explore how 
to develop their own smartphone applica-
tion. The date of the event has not yet been 
determined.

For more than 40 years, Chemeketa 
Community College has committed itself 
to offering opportunities for students to 
explore, learn, and succeed through qual-
ity educational experiences and workforce 
training. As the second multi-campus dis-
trict in Oregon, Chemeketa serves over 
30,000 students annually at its Salem and 
Yamhill Valley campuses, as well as com-
munity locations at Brooks, Eola, Winema, 
Dallas, Woodburn, and the Chemeketa 
Center for Business and Industry (CCBI).

Chemeketa Community College is an 
equal opportunity/affirmative action em-
ployer and educational institution. 

Chemeketa Community 
College Has Been Awarded 
A $152,236 Grant From The 
Oregon Higher Education 
Coordinating Council
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By Beth Casper
Special to the Salem Business Journal
LifeSource Natural Foods’ mission to pro-

mote health and wellness to its customers ap-
plies equally to the environment. 

LifeSource employees have put so much 
time, energy and resources into making the 
grocery store and its operations as sustainable 
as possible that there are few areas that can be 
improved.

But that hasn’t stopped them from trying.
LifeSource was EarthWISE certified in 

2010. EarthWISE staff helps businesses re-
cycle, save energy, reduce waste and much 
more. To earn certification, a business meets 

criteria in six areas. LifeSource is one of more 
than 150 EarthWISE businesses and organi-
zations in Marion County, and the only gro-
cery store. 

As the sustainability coordinator, Michelle 
Suess analyzes the company’s practices for 
ways to make them more environmentally 
friendly. Recently, Suess has been able to find 
gains that have reduced water and energy use 
and—in the end—saved money.

A few years ago, all of the lights in the cool-
ers were replaced with LED lighting. Last fall, 
all of the overhead lights were replaced with 
LEDs. The switch to LEDs is projected to re-
duce LifeSource’s lighting costs by 70 percent. 

That means that the expense of the LEDs will 
be recouped in fewer than 4 years.

The LED switch comes on the heels of an al-
ready amazing commitment to energy reduc-
tion and clean energy at LifeSource. In 2008, 
LifeSource installed 162-watt solar panels 
that offset about $3,700 a year of its electric-
ity bill. The remainder of the electricity pur-
chased by LifeSource is wind power.

Last January, LifeSource installed 10 ceiling 
fans, also known as destratification fans, to 
move the hot air that accumulated at the ceil-
ing. Since the fans were installed, LifeSource 
has realized a 20 percent decrease in natural 
gas usage. Plus, employees no longer have to 

continually rearrange store products to ac-
commodate the hot temperatures up high.

LifeSource’s attention to water use has al-
ways been exceptional. At the start of 2011, 
LifeSource replaced old toilets in both of its 
bathrooms with dual-flush toilets that save at 
least a gallon of water on each flush. On nine 
sinks, aerated faucets replaced the old water-
hogging kind – saving almost a gallon of wa-
ter per minute. For the year, the store reduced 
its water use by 27 percent, saving 270,000 
gallons of water compared to the previous 
year. The reduction saved LifeSource $800 
on its water bill.

But last year, high water bills alerted Suess 

Lifesource’s Green Practices Help 
Environment & Save Money
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Earthwise Special Edition
By Beth Casper
Special to the Salem Business Journal
As more than 150 businesses and organi-

zations in Marion County can prove, even 
small eco-friendly practices can add up to 
an impressive amount of waste reduction, 
energy efficiency and resource conservation.

To date, Marion County has certified 160 
businesses, agencies and organizations as 
EarthWISE, or committed to environmen-
tally friendly practices. To earn certification, 
businesses meet criteria in categories, such 
as water conservation, recycling, waste re-
duction and energy usage.

While some of these companies are taking 
on big projects—replacing all lighting with 
LEDs, for example—most of them are exam-
ining their daily practices and making small 
changes that add up to a big environmental 
impact.

Some of the easiest ways organizations go 
green is by purchasing in bulk, separating re-
cycling and compost from garbage, purchas-
ing from local and green vendors, buying 

used equipment or fixing broken equipment, 
printing on both sides of paper, and switch-
ing to reusable instead of disposable ware.

Hillyer’s Ford, for one, saves more than 
$7,800 a year by switching to bulk brake 
cleaner instead of individual 
16-ounce aerosol cans. 

SAIF Corporation’s switch to 
double-sided printed and elec-
tronic reports instead of paper 
ones saved the nonprofit an an-
nual purchase of 17,450 reams 
of paper—and a cost of $21,987.

Cascade Baking Company 
purchased a used Hobart mixer for mixing 
dough and saved $30,000. The used equip-
ment not only saves the bakery money but 
the quality is often better than present-day 
products.

By separating recycling and finding outlets 
for all of its “trash,” South Salem Cycleworks 
has eliminated the need for garbage service. 
It has not had dumpster service in 25 years 
of business!

Friends of Family Farmers uses durable 
plates, cups and utensils for all of its “listen-
ing sessions” across the state—saving thou-
sands of items from heading to the landfill. 
This practice also saves the nonprofit money 

on the purchase of disposables 
for every meeting.

These businesses and dozens 
more are doing what is right for 
the environment and also run-
ning a fiscally responsible op-
eration.

“There is nothing more satis-
fying than talking to business 

owners or organization leaders about how 
eco-friendly practices within their organiza-
tion can save them money,” said Alan Pen-
nington of Marion County’s EarthWISE pro-
gram. “It is a no-brainer to implement these 
practices.”

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

to a problem with the water usage outside.
“We had purposely installed low water usage 

plants,” Suess said. “So it didn’t make sense 
that we needed so much irrigation water.”

After fixing several leaks, LifeSource re-
duced its irrigation water use by 65 percent.

Their attention to reducing garbage is just 
as thorough.  In fact, LifeSource redirects 93 
percent of potential waste to reuse, compost 
and recycling. 

By being able to include all food waste in the 
green yard debris bins, LifeSource has been 
able to reduce their garbage significantly. 
Produce often is packed in ice within waxed 
cardboard containers. Those containers of-
ten would end up in the garbage because they 
can’t be recycled. Now, they are flattened and 
composted. This change alone has allowed 
LifeSource to shift 360 gallons of garbage 
to compost a week. All of the paper towels 
used in the deli area – some of which may be 
smeared with food – can now go in the com-
post bin as well.

In addition to sorting all of their paper, card-
board and plastics, LifeSource separates ma-
terials that have special recycling needs. 

The film plastic – from shrink wrapped yo-
gurt containers, for example – is picked up by 
plastics recycler Agri-Plas. 

All edible items pulled from shelves in the 
deli or produce department are offered to staff 
and then given to several area nonprofits. All 
inedible food such as moldy bread, vegetable 
scraps and rotten produce gets picked up by 
local chicken or pig farmers or home compost 
enthusiasts. 

Eggs, milk and some produce are delivered 
in reusable tubs that LifeSource stores to re-
turn to the company.

While LifeSource recycles comprehensively, 
Suess understands that not generating the 
material in the first place is the best option. 
LifeSource works with buyers to ensure that 
the companies that supply the store have solid 
environmental practices and little packaging. 
If there is excessive packaging, LifeSource 
simply doesn’t carry it.

Almost all of their paper products and clean-
ing supplies are purchased in bulk to elimi-
nate unnecessary packaging. A 2011 switch 
in the all-purpose cleaner used by LifeSource 
employees saves 28 plastic spray bottles per 
year and about $20 for every five gallons or-
dered.

Bulk purchases extend to the customers as 
well. LifeSource showcases a bountiful bulk 
department partly to help customers reduce 
the amount of packaging brought into their 
own homes.

To encourage customers to bring reusable 
bags, LifeSource offers a 5- or 10-cent per bag 
credit. In keeping with their community com-
mitment, that credit can be donated to a vari-
ety of nonprofits featured by LifeSource. And 
the store gives away a free reusable bag with 
every purchase over $100.

For more information about the EarthWISE 
program, go to www.mcEarthWISE.net or 
call 503-365-3188. To learn more about Life-
Source, visit: www.lifesourcenaturalfoods.
com .
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Spinnaker Pediatric Dentistry welcomed 
Amanda E. Day DDS as a new associate. Day  
attended Duke University, majoring in Eng-
lish with every intention of becoming a high 
school teacher. However, after three years 
teaching in rural Japan, she returned to the 
United States with a 
dream of starting a 
career in dentistry. 

“During my time 
in Japan, I saw chil-
dren who had ex-
treme dental needs 
and it was the first 
time I ever realized 
that these needs 
exist.  That’s when 
I began thinking 
about dentistry as a 
career. It turns out,  
American kids have 
just as many den-
tal needs. Dental 
disease is the most 
common prevent-
able disease of chil-
dren in America,” 
said Day. 

Upon return to 
America, Day grad-
uated at the top of 
her dental school 
class from the Uni-
versity of Tennes-
see. She then went 
on to complete a 
Master’s Degree 
in Oral Sciences at 
University of Illi-
nois-Chicago. Day 
currently belongs 
to various organiza-
tions including the 
American Academy of Pediatric Dentistry 
and the American Dental Association. She 
also is a diplomate on the American Board of 
Pediatric Dentistry. 

Day hopes to use her prior experience 
working with children to make the dentist 
a more inviting, fun place for kids in Sa-
lem. Says Day, “One of my favorite things is 
to work with kids who are initially afraid of 
the dentist and then overcome those fears to 

turn into happy dental patients.”
Spinnaker Pediatric Dentistry (SPD) spe-

cializes in comprehensive dental care for 
patients ages 0-14. SPD provides a variety 
of procedures and treatments including 
checkups, exams; tooth-colored fillings and 

crowns; dental sealants; air abrasion; laser 
dentistry; laser frenectomy/tongue tie re-
lease; general anesthesia and oral conscious 
sedation; nitrous oxide; and thumb-sucking 
treatments.  Additionally, SPD is certified in 
pediatric advanced life support (PALS).  The 
American Academy of Pediatric Dentistry 
recommends that children be seen by a den-
tist by the age of one or within six months 
after his or her first tooth comes in.

Dr. Amanda Day 
Joins Spinnaker 
Pediatric Dentistry

Acquisition further expands Ho-
meServices’ footprint in the Pacific 
Northwest residential real estate 
market

HomeServices of America, Inc., a 
Berkshire Hathaway affiliate, today 
announced the acquisition of Berk-
shire Hathaway HomeServices Real 
Estate Professionals, one of western 
Oregon’s leading residential real es-
tate brokerage firms. Terms were not 
disclosed.

Headquartered in Salem, Oregon, 
Berkshire Hathaway HomeServices 
Real Estate Professionals serves 
the communities of Salem, Keizer, 
Stayton, Corvallis, Albany, Eugene, 
Springfield and Roseburg with nearly 
200 agents in seven offices. In 2015, 
Real Estate Professionals closed near-
ly 3,200 units representing $755 mil-
lion of sales volume.

Real Estate Professionals will join the Berk-
shire Hathaway HomeServices Northwest Real 
Estate family of companies, which has offices 
serving the Portland and Seattle metropolitan 
areas and surrounding communities. Byron 
Hendricks, the current president and CEO 
of Real Estate Professionals, will continue to 
manage the company’s day-to-day operations 
along with its sales management teams. Real 
Estate Professionals will continue to operate 
under its existing name without change or in-
terruption.

“This transaction makes one of the premier 
firms in western Oregon an even stronger or-
ganization,” Hendricks said. “By joining Ho-
meServices of America and uniting with Berk-
shire Hathaway HomeServices Northwest Real 
Estate, we will be unmatched in our ability to 
serve the real estate needs of new and existing 
clients throughout the communities we serve.”

“Real Estate Professionals is a company 
known for its for strong leadership and tal-
ented agents,” said Ron Peltier, chairman and 
CEO of HomeServices. “This transaction aligns 
with our vision of expanding our presence 
within existing markets by acquiring market-
leading companies that share our core values.”

“Real Estate Professionals has been a long-
time, valued partner to Berkshire Hathaway 
HomeServices Northwest Real Estate and I am 
excited that this great company will be part of 
our team,” said Jason Waugh, president and 
CEO of Berkshire Hathaway HomeServices 
Northwest Real Estate. “Joining our compa-
nies will create exciting opportunities for con-
tinued growth as we serve our clients through-
out the Pacific Northwest.”

“We are pleased to be expanding our footprint 
in western Oregon and are looking forward to 

having the Real Estate Professionals team join 
the HomeServices family,” Peltier said.

With this transaction, HomeServices has 
nearly 27,000 real estate professionals oper-
ating in 487 offices across 27 states. In 2015, 
the company’s associates facilitated over $78 
billion in residential real estate sales and more 
than 225,000 transactions.

HomeServices of America, Inc. is the coun-
try’s second-largest residential real estate bro-
kerage company and, through its operating 
companies, is one of the largest providers of in-
tegrated real estate services. HomeServices of 
America is the majority owner of the Berkshire 
Hathaway HomeServices, Prudential Real Es-
tate, and Real Living Real Estate franchise net-
works. HomeServices is owned by Berkshire 
Hathaway Energy, a consolidated subsidiary 
of Berkshire Hathaway Inc. HomeServices’ op-
erating companies offer integrated real estate 
services, including brokerage services, mort-
gage originations, title and closing services, 
property and casualty insurance, home war-
ranties, and other homeownership services. 
HomeServices Relocation is the full-service 
relocation arm of HomeServices of America, 
and it provides all components of domestic 
and international relocation services to corpo-
rations around the world.  Information about 
HomeServices is available at www.homeser-
vices.com.

Headquartered in Salem, Oregon, Berkshire 
Hathaway HomeServices Real Estate Profes-
sionals serves the communities of Salem, Keiz-
er, Stayton, Corvallis, Albany, Eugene, Spring-
field and Roseburg with nearly 200 agents 
in seven offices.  Visit www.bhhsrep.com for 
more information and details.

HomeServices of America® 
Announces Acquisition of Salem, 
Oregon based Berkshire Hathaway 
HomeServices Real Estate 
Professionals

HomeServices Chairman and CEO Ron Peltier (on the 
right) with Jason Waugh (left), president and CEO of 
Berkshire Hathaway HomeServices Northwest Real 

Estate, and Real Estate Professionals President & CEO 
Byron Hendricks (center)
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The Marion County Board of Commis-
sioners will hold a rededication ceremony 
celebrating the 100 year anniversary of the 
Gallon House Bridge. The ceremony will be 
held on Tuesday, May 31, at 1:30 p.m. at the 
bridge. The commissioners will unveil new 
bridge signage and an information kiosk 
noting the anniversary. The commissioner 
proclaimed 2016 as the “Year of the Gallon 
House Bridge.” The public is welcome to at-
tend. Please RSVP to Marion County Public 
Works at (503) 365-3177 or email mcdpw@
co.marion.or.us.

History

Construction of a wood covered bridge 
in the area is referenced as far back as the 
1870’s.  Marion County built the Gallon 
House Bridge over Abiqua Creek in 1916 at a 
cost of $1,310. It is the county’s oldest bridge, 
the last remaining of four covered bridges, 
and the oldest extant covered bridge in the 

state. It was placed on the National Register 
of Historic Places in 1979.  

The Gallon House Bridge was so-named 
because of its proximity to a local “gallon 
house” that reportedly sold bootleg spir-
its in the early decades of the 20th century. 
On June 6, 1904, Oregon voters approved 
the Local Option Act that allowed each city 
to ban the sale of alcohol. Silverton citizens 
subsequently voted to be "dry," while Mt. 
Angel voters chose to be “wet” and allow 
the sale of alcohol. According to local folk-
lore, an enterprising saloon owner erected a 
small house on the north end of the bridge 
and stocked it with liquor. Residents of Sil-
verton who wanted to partake walked to the 
bridge, crossed it to the Mt. Angel side and 
purchased a bottle, jug, or fruit jar and re-
turned home. Folks got around the law by 
selling the gallon jugs, but “giving away” the 
spirits. When the Volstead Act created Pro-
hibition across the county, the liquor trade in 

both towns went underground.
Despite being swept off its footings and 

suffering considerable damage, the bridge 
survived the Flood of 1964, considered one 
of the worst to affect the Willamette River 
covering 152,789 acres. The Board of Com-
missioners decided the bridge should be 
repaired and maintained as an historic 
landmark. Fortunately, Marion County road 
maintenance crews were able to set it back 
in place. In 1985, county road crews repaired 
the bridge to accept traffic up to a 10-ton 
limit. The portals were hinged to allow them 
to be opened for taller loads when necessary. 
In 1990, because of its poor structural con-

dition, the bridge was rehabilitated and the 
hinged portals removed. 

The Gallon House Bridge is also listed on 
the World Guide to Covered Bridges and in 
the Library of Congress National Covered 
Bridges Recording Project as “Significant” as 
the last covered bridge in Marion County and 
the oldest extant covered bridge in the state 
of Oregon.  

For directions to the Gallon House Bridge 
and for more information about the rededi-
cation ceremony and other events, please 
visit www.gallonhousebridge.net. 

County Celebrates 100 Year Anniversary 
of the Gallon House Covered Bridge
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Salem Cancer Institute Invites 
Public To Celebrate National 
Cancer Survivors Day

Salem Cancer Institute invites you to join 
the celebration on June 8 for National Can-
cer Survivors Day. The cancer institute will 
host festivities and offer inspiration to hon-
or cancer survivors and those who support 
them. 

"What a great opportunity to bring the 
community together to celebrate cancer sur-
vivors and remember loved ones," says Andi 
Petrone, the institute's business adminis-
trator. "The day will promote wellness and 
quality of life beyond cancer through various 
activities incorporating movement, nutrition 
and stress relief." 

The special day includes wellness classes in 
Building C on the Salem Health campus, 875 
Oak St. SE, unless otherwise noted. To regis-
ter, call 503-814-CHEC (2432) or visit www.
salemhealth.org/chec. 

9:45 to 10:15 a.m. DRUMMING FOR 
WELLNESS 

* Experience music as a coping technique 
to reduce stress, lift mood, and be an outlet 
for creative expression with Melissa Potts, 
board-certified music therapist. 

10:30 to 11 a.m. MOVE 'N' GROOVE FOR 
HEALTH 

* Have fun and get moving with easy to fol-
low dance steps that anyone can do with Mai 
Dotran, RN, BSN, licensed Zumba instruc-
tor. 

11:15 to 11:45 a.m. LAUGHTER IS THE 
BEST MEDICINE 

* Come explore ways humor and laughter 
can improve quality of life and help with 
stress management with Wayne Halle, MSW, 
LCSW, oncology certified social worker. 

1 to 1:45 p.m. EATING WELL COOKING 
DEMONSTRATION 

* Join us at the Wellness Kitchen (Building 
D, 939 Oak St. SE) as our registered dieti-
tian, Andrea Hamilton, MS, prepares healthy 
recipes, shares samples, and discusses eating 

for wellness. 
2 to 2:30 p.m. YOGA 
* Relax with gentle yoga for any skill level 

with Ivan Fernandez, yoga instructor. 
OTHER OPPORTUNITIES: 
9 a.m. to 4 p.m. 
* SURVIVOR ART SHOWCASE: A dozen 

featured artists will share their favorite 
works from displays over the past two years. 

* Information, refreshments and prizes. 
10 a.m. to 3 p.m. 
* Wellness booths, creative arts activities, 

complimentary makeovers, and massages 
(Courtyard). 

11 a.m. to 1 p.m. 
* Live music and smoothie samples (Court-

yard). 

Salem Cancer Institute saw 2,053 new can-
cer patients in 2015. The National Cancer 
Survivors Day Foundation says nearly 14.5 
million people nationwide are living with 
and beyond cancer -- and there are more 
than 32 million survivors worldwide. 

Salem Health -- an OHSU Partner -- offers 
exceptional care to people in and around 
Oregon's mid-Willamette Valley. It is com-
prised of hospitals in Salem and Dallas, a 
medical group of primary and specialty care 
providers, plus other affiliated services. For 
the second consecutive year, the hospital in 
Salem received the prestigious 2016 Truven 
Health 50 Top Cardiovascular Hospitals, 
placing it among the nation's highest per-
forming hospitals. Visit us at www.salem-
health.org; "Like" us on www.facebook.com/
salemhealth; follow us on Twitter: @salem-
health; and view us at www.youtube.com/
salemhealth.

BendPoly, a professional skills academy, 
will make its debut at the university with 
a special networking kickoff event June 6

A group of George Fox University stu-
dents are boosting their chances for future 
employment by participating in an eight-
week professional skills academy course 
making its debut at the Newberg, Ore., 
institution this summer.

BendPoly, successfully launched in 
Bend, Ore., last summer, will bring in-
dustry experts to the George Fox campus 
for an intensive course of study in digital 
marketing, a skill set that involves using 
digital and online channels – including 
email, social media and mobile market-
ing – to connect companies with their 
customers.

Forty George Fox students applied for 
the class, scheduled to run June 6 through 
July 28, with just half of them accepted 
into the program based upon their aca-
demic record and George Fox faculty rec-
ommendations. As part of the program, 
each student received a $1,000 fellowship 
stipend.

To commemorate its arrival, BendPoly 
is sponsoring a kickoff and networking 
event at the nearby Chehalem Cultural 
Center from 6 to 8 p.m. on Monday, June 
6. Bruce Cleveland, president and founder 
of BendPoly, will be among those present-
ing, and the evening will allow attendees 
to network with George Fox faculty and 
administrators, BendPoly students and 
executives, and local business leaders. 
The center is located at 415 E. Sheridan 
St., in Newberg. The event is open for any-
one who would like to attend. However, 
space is limited and participation requires 
advance registration by emailing cari@
bendpoly.com.

The course includes five weeks in a class-
room setting learning from instructors 
and guest speakers. Geoffrey Moore, au-
thor of the book Crossing the Chasm, part 
of the curriculum of many top business 
schools, will speak to the class on July 8. 
Other guests will include Dewayne Han-
kins, senior vice president of brand strat-
egy and digital marketing for the Portland 
Trail Blazers, and TJ Ansley, director of 
digital media for the Trail Blazers.

Classroom instruction is hands-on and 
focused on teaching students how to set 
up and use digital marketing application 
software from market-leading companies 
such as Marketo, one of BendPoly’s major 

sponsors. The classroom phase is followed 
by three weeks of working with industry 
experts so students can apply what they 
have learned to real-world projects. The 
class culminates with student teams pre-
senting the results of their projects to a 
panel of judges from industry on the last 
day of the course. The teams will be com-
peting to win the BendPoly Presidents 
Award.

“George Fox University is transforming 
traditional higher education by invest-
ing in innovative educational programs 
to better prepare its students to enter the 
workforce,” said Deb Mumm-Hill, direc-
tor of student success in the university’s 
career services office, the IDEA Center. 
“We were impressed by the results in 
Bend last summer, so we asked BendPoly 
to bring its program to our campus this 
year.”

Reports estimate that by 2020, there 
will be more than 150,000 digital market-
ing jobs across the U.S., up from 50,000 
in 2015. Surveys show that annual salaries 
for digital marketing range from $36,000 
to $102,000, and average $64,000 per 
year. More than 70 percent of the stu-
dents who graduated from the BendPoly 
program last summer have now secured 
jobs in digital marketing, the majority of 
which are in Oregon.

BendPoly builds upon students’ founda-
tion in higher education by using industry 
experts to deliver practical, hands-on, re-
al-world experience with market-leading 
application software, used by thousands 
of companies and organizations of all 
sizes. BendPoly then exposes students to 
companies actively hiring skilled talent, 
offering a real opportunity for job place-
ment.

More about BendPoly is available at 
bendpoly.com.

 George Fox University is ranked by 
Forbes among the top Christian univer-
sities in the country and is a Christian 
college classified by U.S. News & World 
Report as a first-tier regional university. 
More than 3,900 students attend classes 
on the university’s campus in Newberg, 
Ore., and at teaching centers in Portland, 
Salem and Redmond, Ore. George Fox of-
fers bachelor’s degrees in more than 40 
majors, degree-completion programs for 
working adults, six seminary degrees, and 
13 master’s and doctoral degrees.

George Fox University Boosts 
Chances Of Employability Of 
Students With Introduction 
Of Digital Marketing Course 
This Summer
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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 

6/2/2016     Public Policy Session
6/3/2016     Greeters Networking - Hosted by: Summit Cleaning & Restoration
6/7/2016     Chamber Business Women Summer Gathering
6/10/2016  Greeters Networking - Hosted by: Capitol Chiropractic
6/17/2016  Greeters Networking - Hosted by: Willamette Lutheran
6/24/2016  Greeters Networking - Hosted by: Alzheimer's Network
6/27/2016  Power Hour
7/1/2016     (NO GREETERS) Honoring Independence Day
7/7/2016     Public Policy Session
7/8/2016     Greeters Networking - Hosted by: Marion County Fair
7/15/2016  Greeters Networking - Hosted by: All Star Labor & Staffing, LLC

Calendar of Events
for June

Nonprofit musical theatre organization 
hires two new members to administrative 
team.

 Salem’s nonprofit musical theatre compa-
ny, Enlightened Theatrics, welcomes a new 
Public Relations and Box Office Manager, 
along with an Office and Company Manager 
to its administrative team, fronted by Pro-
ducing Artistic Director and Founder, Vin-
cenzo Meduri.

Public Relations and Box Office Manager, 
Carlos Barata joins Enlightened

 Theatrics by way of Bethlehem, Pennsyl-
vania. An established musician and non-
profit communications professional, Barata 
brings years of experience within in-house 
and agency-based environments and indus-
tries ranging from nonprofit arts to enter-
tainment, education  and healthcare. In his 
new role, Barata will coordinate the theatre’s 
overall marketing strategy, public relations, 
community outreach, patron development, 
ticket sales and ensuring that Enlightened 
Theatrics remains top of mind when seeking 
things to do in Salem.  

By way of California, Enlightened Theat-
rics’ Office and Company Manager,

 Kayla Mansur, exhibits a passion for the-
atrical arts and event management through 
years of experience in Stage and Program 
Management. From Shakespeare Orange 
County to Disneyland and the successful 
expansion of a high school theatre program, 

Mansur’s role will serve in sustaining and 
nurturing theatre practicioners, produc-
tions, programs, hospitality, office adminis-
tration and more to ensure smooth opera-
tions and an electric Salem experience for all 
professionals and patrons alike.

“I’m truly thrilled and honored to welcome 
Carlos and Kayla to Enlightened

 Theatrics, and our blooming Salem com-
munity,” confirmed Vincenzo Meduri, Pro-
ducting Artistic Director and Founder. “To-
gether Carlos and Kayla will bring valuable 
skill sets, energy and personalities that will 
help take Enlightened Theatrics to the next 
level.”

As of June 1, 2016, Barata and Mansur will 
join Meduri in delivering professional musi-
cal theatre experiences, outreach, education 
and more, to Salem and beyond.

Founded in February 2013 and located 
within Salem’s Historic Grand Theatre, En-
lightened Theatrics is a 501(c)(3) nonprofit 
organization furthering the cultural enrich-
ment of Salem, Oregon by providing profes-
sional, accessible and compelling musical 
theatre experiences and theatrical education 
for all. By delivering the Broadway experi-
ence to the Cherry City, Enlightened Theat-
rics seeks to advance young and emerging 
theatre artists and breathe new life into the 
city’s cultural, social and economic evolu-
tion.

Salem’s Musical Theatre 
Company Welcomes New Talent
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Are you working long and hard on your busi-
ness, but feeling you are not getting to every-
thing that’s important? Let the Small Business 
Management (SBM) team provide additional 
resources and the support of one-on-one coach-
ing to tackle the things that get in your way. Join 
SBM where established business owners ...

• experience increased efficiency, profitability 
and support through monthly one-on-one busi-
ness coaching to meet your individual needs

• discover how to work “on” your business 
rather than “in” it through interactive learning 
sessions

• enjoy exchanging ideas and networking with 
other successful business owners

Note to contractors: this qualifies for the 

5-hour electives portion of the CCB mandatory 
continuing education requirements

Program Details: 
Dates: Nine-month program (September-

May). Sessions are held one morning per 
month. Request a current year's schedule for 
actual SBM program dates.

Time:  9am - noon
Place: Chemeketa Center for Business & In-

dustry in Downtown Salem
Annual enrollment is now open! Take action 

today by filling out an application on our web-
site http://sbm.chemeketa.edu or calling Lori 
(503.316.3237) to see if SBM is a great fit for 
you.  

Join Small Business Management
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Did you know Marion County has a legisla-
tively mandated group of public safety of-

ficials that meet regularly to consider your safe-
ty? It is the Marion County 
Public Safety Coordinating 
Council. Council represen-
tatives work collaboratively 
on public safety issues and 
encourage effective use of 
community resources to 
prevent and reduce crime, 
and increase safety within 
our communities.

The Public Safety Coor-
dinating Council meets 
monthly and serves in an 
advisory capacity to the 
Marion County Board of 
Commissioners. The coun-

cil is made up of representatives from local law 
enforcement, cities, courts, victim advocates, 
juvenile services, non-profits, business and 
citizen representatives. I am fortunate to serve 
as one of the council’s citizen representatives. 

We’re lucky in Marion County to have one 
of the most active councils with a strong com-
mitment to collaboration and innovation. The 
collaboration fostered by the council helps to 
maximize effectiveness and efficiency through-
out the county’s public safety system. 

This spring, the council has embarked on a 
series of town hall forums around the county 
to find out what’s important to each commu-
nity. Rather than asking the people to come 
to us, we went to where people were already 
meeting. We’ve visited the French Prairie Fo-
rum, Woodburn Rotary, and 19 neighborhood 
associations in Salem and Keizer. In Jefferson 
and Gates, we tagged our forum onto the State 
of the County town hall meetings with all three 
county commissioners. 

We used technology to conduct a telephone 
town hall on April 28. The system dialed al-
most 15,000 phone numbers; 1,500 people 
picked up the phone, and 45 minutes into the 
one hour forum, 100 people were still on the 
line. Telephone town halls sound much like a 
radio talk show. People could press “0” to get 
in the queue to ask a question. Topics ranged 
from homelessness and mental health to 
neighborhood crime. 

The council identified four public safety top-
ics to highlight at the town hall forums: juve-
nile justice, emergency preparedness, home-
lessness, and justice reinvestment. Flyers are 
available on the council’s website:  http://
www.co.marion.or.us/BOC/PSCC/Pages/
Public-Safety-Community-Forums.aspx

Justice Reinvestment – For more than a year, 
the council has spent a considerable amount of 
time during our monthly meetings preparing 
a grant for the Oregon Criminal Justice Com-
mission to fund justice reinvestment activities. 
I’m glad to say we successfully secured $3.5 
million in state funds to invest in prisoner di-

version, reentry and victim services. 
These funds help our public safety partners 

help offenders be successful outside of prison. 
They are provided treatment and supports to 
make a successful integration into a crime-free 
lifestyle. Evidence based programs are tailored 
to the offender – after all, a “one fits all” mold is 
rarely successful. In addition to promoting suc-
cess, most programs are much less expensive 
than incarceration. 

Marion County’s programs have seen re-
markable success. One of the best examples is 
reduced recidivism. In 2002 Marion County’s 
recidivism rate was 36% – meaning that more 
than a third of offenders boomeranged back 
to jail with a new felony within three years of 
release. By 2014, we hit an all-time low recidi-
vism rate of 14%. This is clearly a step in the 
right direction. 

I also appreciate the new investments in vic-
tim services as part of the county’s justice rein-
vestment plan. In addition to the 10% directed 
by the Criminal Justice Commission’s grant, 
Marion County committed another $100,000 
to fund services children and for victims of do-
mestic violence. 

Homelessness –Mid-Willamette Homeless 
Initiative is tackling the growing numbers of 
homeless individuals and families in Marion 
and Polk Counties. The initiative is looking at 
all aspects of homeless, including affordable 
housing, social services and education, foreclo-
sures, mental health, and veterans.

Juvenile Justice – Marion County’s Juvenile 
Department works hard to implement evi-
dence-based practices to hold youth account-
able through restitution payments and other 
requirements, while building skills and redi-
rect youth to focus on positive activities. 

Emergency Preparedness – The impending 
Cascadia Subduction Zone earthquake could 
bring about devastating impacts to our region. 
Marion County has recently teamed up with 
community partners including other govern-
ment agencies, nonprofits, and local media to 
help bring attention to the necessity of person-
al preparedness and to help make Marion and 
Polk counties the most prepared in the Casca-
dia region. 

Remember, we’re here to represent you – let 
us know what you think or send us your ques-
tions. 

We have a few remaining community forums 
in June and July and I encourage you to drop 
in and let us know what’s on your mind. For a 
meeting schedule and to explore what is hap-
pening in public safety visit www.co.marion.
or.us/BOC/PSCC. 

Bob Royer is vice-chair of the Marion County 
Public Safety Coordinating Council. He has 
served on the council since it was started in 
1997. For comments or questions about the 
Public Safety Coordinating Council call or 
email (503) 588-5212 or commissioners@
co.marion.or.us. 

BOB ROYER
VICE-CHAIR 
OF MARION 
COUNTY  
PUBLIC SAFETY 
COORDINATING 
COUNCIL

Know Your Public 
Safety Council

Difficult conversations are necessary—at 
least if you want people to correct mistakes, 
learn, and grow. But they can be less difficult 
if you just remember one critical rule: You're 
trying to help, not win.

At some point you will have to have a dif-
ficult conversation at work. There's just no 
way around it. Whether you're giving not-so-
positive feedback to an employee, broaching 
a sensitive issue with a coworker, or even 
confronting a moody employee, there will 
come a time when you need to bite the pro-
verbial bullet and just say what needs saying.

Holding a tough conversation is not a task 
for the timid. There's an art to doing it well 
(i.e., in a way that doesn't make the other 
person cry, explode, or tune out what you're 
saying). But if you haven't yet mastered that 
art, Studer Group's Lynne Cunningham says 
you'll likely do okay if you focus on this key 
phrase: Seek to complete, not compete.

"People tend to enter tough conversations 
from a place of competing—they're dead-set 
on proving themselves right and the other 
person wrong," says Cunningham, author of 
Taking Conversations from Difficult to Do-
able: 3 Models to Master Tough Conversa-
tions (Fire Starter Publishing, 2016, ISBN: 
978-1-622-18024-0, $28.00). "The other 
person will focus on your tone and demean-
or, not your message, and you end up harm-
ing the relationship.

"But approach the conversation from a 
place of 'Okay, I'm seeking more information 
to complete my understanding,' and it will 
go much more smoothly," she adds. "And it's 
much more likely that what you need to hap-
pen will happen."

Cunningham, who is a coach for Studer 
Group®, built her book around the firm's 
three models for conducting difficult con-
versations: the Stub Your Toe Conversation, 
the Impact Message, and the Low Performer 
Conversation. She says the complete vs. 
compete rule applies to all three.

"Instead of setting up a blame/defensive-
ness cycle, you want to help the other per-
son," she adds. "You're looking for a win/win 
outcome, not a situation in which someone 
has to lose if you win. You're not looking 
to punish, embarrass, or put the person 'in 
their place.' If this is your mindset, the con-
versation absolutely will fail."

Here are three tips to help you complete, 
not compete: 

1. Ease into it. When you need to have a dif-
ficult conversation, it's often wise to "ease" 
into the tough topic. Talk about something 
positive or neutral so that the other person 
feels at ease and is not immediately put on 
the defensive. When people feel that they 
have been "attacked out of nowhere," they 
don't do their best listening or thinking—

which will impair your efforts to "complete."
"At Studer Group, we start our rounding by 

asking a relationship question like, 'How was 
your weekend?' or, 'Do you have new pictures 
of your grandchildren?' or, 'How about that 
ball team?'" explains Cunningham. "Ques-
tions like these can pave the way for a more 
productive, less contentious discussion."

2. Say, "Yes, and..." instead of, "Yes, but..." 
You'll find it's much more productive to have 
a tough conversation if you use the Yes, and 
syntax. Consider, "Suzy, you're doing a great 
job learning that new task, BUT you'd finish 
more quickly if you changed the sequence of 
steps a little." The BUT diminishes the com-
pliment with which the sentence started.

"Doesn't this sound more positive? 'Suzy, 
you're doing a great job learning that new 
task, AND I think you'd be even more suc-
cessful if you change the sequence of steps a 
little,'" says Cunningham. "When I am train-
ing leaders on how to master tough conver-
sations, I remind them to keep the BUTs out 
of the conversation!"

3. Speak respectfully, especially when dis-
agreeing. Trust is essential in navigating dif-
ficult conversations (not to mention creating 
the kind of culture that leads to business suc-
cess). Trust and respect are closely tied, and 
both are necessary for "completion" to take 
place. It's important to hold up the mirror 
during difficult conversations and, if neces-
sary, adjust your behavior to create a safe, 
respectful environment.

"Let the Golden Rule be your guide," sug-
gests Cunningham. "Ask yourself, How 
would I feel if someone else talked to me this 
way? Would I be motivated to work toward 
resolution, or would I feel the need to defend 
myself?

"It can be especially tricky to keep the 
conversation respectful if you find that you 
must disagree with the other person," she 
adds. "In this case, say, 'I hear what you're 
saying. I'd like to respectfully disagree with 
your conclusion or the process you are sug-
gesting.' That's so much more positive than 
attacking, yelling, screaming, or stomping 
out of a meeting...or even simply sitting and 
seething."

These three tips will help you create a safe 
environment, explains Cunningham. That's 
important, because trust, respect, and safety 
are three legs of a stool that must be in bal-
ance to master tough conversations.

"If you can create a safe environment, you 
can talk with almost anyone about almost 
anything," she adds. "People will feel safe 
when they think you respect them and you 
care about them. Not coincidentally, when 
respect and care are present, you have the 
raw materials for a vibrant, growth-oriented 
culture and an incredibly successful com-

In Tough Conversations, 
Seek to COMPLETE, Not 
COMPETE

CONVERSATIONS, continued on page 22
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ANTHONY K. 
SMITH
OREGON STATE 
DIRECTOR NFIB

The U.S. Department of Labor recently 
announced a dramatic increase in the 

minimum annual pay for salaried employees 
exempt from overtime regulations. Starting 
on December 1, 2016 the threshold will be 
increased from $23,660 per year to $47,476. 

This will have a direct 
effect on the financial 
health of small businesses 
and their ability to offer 
promotions and flexibility 
to their employees.

While the administra-
tion claims that they want 
to give workers a raise, 
these regulations could 
backfire on employees. 
Ultimately, this new rule 
would reduce opportuni-
ties for promotion, reduce 

workplace flexibility for many workers, and 
entangle small-business owners in new piles 
of paperwork. All this, and yet it may not 
mean more take-home pay for many work-
ers.

Why would this be? If more workers are eli-
gible for overtime pay, wouldn’t they get paid 
more? The reality is that the Department of 
Labor, or any government agency for that 
matter, cannot increase business revenues, 
so unless a business is able to increase its 
profits to adjust for the change in labor costs, 
its total payroll will have to remain near cur-
rent levels to stay in business.

Most small businesses don’t make a lot 
of profit and small business owners aren’t 
bringing in big salaries themselves. The av-
erage salary a small-business owner draws 
from their business is about $68,000 annu-
ally, as reported by Business News Daily in 
2013—but they also reported that 15 percent 
of these entrepreneurs work a second job to 
supplement their income.

Without a lot of room to pay more, small 
employers will have to limit workers’ hours 

and career opportunities. Workers that were 
previously salaried may have to go back to 
punching a clock. Working from home or 
teleworking could have to be strictly limited 
or done away with altogether.

Workers obviously want more pay, but 
they also increasingly want flexibility to bal-
ance their work and family life. According to 
a 2015 study by WorkplaceTrends, three out 
of four workers rank workplace flexibility as 
their top benefit. But now, the Department 
of Labor is taking steps that could make the 
workplace less flexible for millions of em-
ployees. To further complicate the issue for 
businesses, there are already conversations 
happening among Oregon legislators about 
“flexible scheduling” 
legislation in 2017.

Also, since the new 
threshold is so high, 
employers may not 
promote as many 
workers to man-
agement positions. 
Slowing down up-
ward mobility could 
make the difference 
between the haves 
and the have-nots 
even worse.

Additionally, there 
will be real transi-
tion costs for busi-
nesses adapting to 
the new rule. For 
many, they will have 
to invest in new ser-
vices and devices 
to keep track of working hours. The Oxford 
Economics firm estimates that the costs 
could be $745 million in the nation’s retail 
and restaurant sectors alone.

Despite a token effort by DOL to address 
concerns, the rule fails to take into account 
lower average wages in many states. A man-

ager’s salary in Klamath Falls goes much far-
ther than the same pay in Portland or Seattle. 
A one-size-fits-all rule makes no sense in a 
country (and a state) where the cost of living 
can vary drastically from place to place.

Wages are not destined to stay low absent 
government interference. In fact, recent sur-
veys from the National Federation of Inde-
pendent Business have shown that the labor 
market is tightening. It is getting harder for 
small businesses to find qualified workers.

Economists will tell you that when this 
happens, wages begin to rise as businesses 
compete for good workers. That is a natural 
economic process that business owners can 
more easily adapt to as opposed to a govern-

ment order dic-
tating that wages 
should rise sud-
denly.

The Obama ad-
ministration will 
brag about how 
they are giving 
raises to millions 
of workers, but 
that is simply 
not within their 
power. The only 
take-home pay 
raise the govern-
ment can actual-
ly make happen 
is one for govern-
ment workers – 
one paid for by 
taxpayers.

Small-business 
owners want to keep good workers. When 
they cannot offer more pay, they often pro-
vide flexible hours or promotions. Closing 
those options isn’t good for workers and isn’t 
good for businesses. It’s just more red tape 
holding back job and wage growth.

New Federal Overtime Rule 
Limits Options for Everyone

Tigard-based High Impact Technology 
among 123 nationwide firms honored for 
success in exporting

High Impact Technology, LLC, a Tigard-
based manufacturer of protection and safety 
technologies for military applications, was 
one of 123 nationwide companies and or-
ganizations to receive the President’s “E” 
Award for exporting excellence during a May 
16 ceremony in Washington, D.C.

U.S. Secretary of Commerce Penny Pritz-
ker honored High Impact Technology for 
demonstrating a sustained increase in export 
sales for at least four consecutive years and 
helping to expand America’s overall exports 
into more than 200 global markets. High Im-
pact Technology Director of Operations Russ 
Monk was in Washington to accept the award 
from the secretary.

Monk said his company was honored to 
be selected for the prestigious award and 
is gratified that his firm’s products solved a 
problem faced by U.S. troops in Iraq.

“Iraqi insurgents were targeting fuel tank-
er trucks and burning them to the ground.  
We invented a self-sealing and self-healing 
exterior coating system that went from an 
idea to military approval in 10 days,” Monk 
explained.  “Three weeks later we were in 
Kuwait building the spray factory to retrofit 
the fuel tanker trucks as they were coming in 
for fuel loads. This technology was very suc-
cessful and migrated from retrofitting in a 
war zone to OEM production stateside on the 
military vehicles.  The technology has now 
been exported to 9 countries and counting.

U.S. Commercial Service Oregon Director 
Scott Goddin said this recognition highlights 
the ability of Oregon companies to succeed in 
a globalized economy.

“The success of High Impact Technology 
demonstrates that innovative businesses are 
working to expand their global market share 
while helping meet worldwide demand for 
high quality, ‘Made in USA’ goods,” Goddin 
said. “If you’re not exporting, you’re missing 
out on the 96 percent of potential customers 
who live outside of the U.S.”

The President’s “E” Award was created by 
President John F. Kennedy in 1961 to recog-
nize persons, firms, and organizations that 
contribute to expanding U.S. exports. Since 
1961, nearly 2,800 companies have received 
the “E” Award recognition.

The U.S. Commercial Service is the trade 
promotion arm of the U.S. Department of 
Commerce’s International Trade Admin-
istration. U.S. Commercial Service trade 
professionals in over 100 U.S. cities and in 
more than 75 countries help U.S. companies 
get started in exporting or increase sales to 
global markets.

High Impact 
Technology 
Recognized With 
Presidential-Level 
Export Award

 The reality is that the  
Department of Labor, or any 
government agency for that 
matter, cannot increase  
business revenues, so unless 
a business is able to increase 
its profits to adjust for the 
change in labor costs, its  
total payroll will have to  
remain near current levels  
to stay in business.
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“Ask the Paint Experts”  
at Salem Paint Company Inc.

Since 1962

Salem Paint Moves

Salem Paint is now located at 
their new Commercial Street NE 
location.

Visit the new store as they set-
tle in. Lots of parking and a great 
building on a very busy corner.

 Division and Commercial, formerly 
the Pre-Owned Honda dealership

503-364-5631
 
Monday-Friday
7:30-5:30
Saturday
8:00-1:00
Sundays we rest

686 Commercial St NE

The commercial real estate franchisor re-
leases its 2015 rankings for the top-produc-
ing Advisors in the nation. Sperry Van Ness 
International Corporation (SVNIC), a full-
service commercial real estate franchisor 
of the SVN® brand, has announced its top 
100 grossing Advisors of 2015. The year-end 
rankings were presented in front of a packed 
crowd of over 400 SVN Managing Directors, 
Advisors and staff at the 2016 SVN Annual 
Conference recently held in San Diego, Cali-
fornia. Individuals named as an SVN Top 
Advisor represent SVNIC’s highest perform-
ers from across the world.

Jennifer Martin, CCIM Senior Advisor at 
SVN | Commercial Advisors LLC, was ranked 
in the 6% of SVN Top Advisors for overall 
performance in 2015. Jennifer, who special-
izes in Retail sales and leasing throughout 
the Mid-Willamette Valley market, is excited 
to be ranked among SVNIC’s elite top pro-
ducers on an international level. 

Curt Arthur, SIOR Managing Director at 
SVN | Commercial Advisors LLC, was ranked 
in the 2% of SVN Top Advisors for overall 
performance in 2015. Curt, who special-
izes in Office and Industrial sales and leasing 
throughout the Mid-Willamette Valley mar-
ket, is excited to be ranked among SVNIC’s 
elite top producers on an international level.

“These dedicated Advisors truly represent 
that through hard work and collaboration 
anything is possible,” says SVNIC President 
and CEO Kevin Maggiacomo. “By actively 
embodying the SVN brand’s shared value 

principle, they create results not only for 
their clients, but for their marketplace, work-
place and communities as well.”

SVN is the only major commercial real es-
tate brand that markets all of its qualified 
properties to the entire brokerage and in-
vestment community.  Participating in ap-
proximately $10.1 billion in sales and leasing 
transactions in 2015, SVN Advisors shared 
commission fees with co-operating brokers 
in order to close more deals in less time and 
at the right value for clients. Advisors also 
reap the benefits of our SVN Live™ Open 
Sales Meetings, cloud-based leading-edge 
technology, and national product councils. 
This open, transparent and collaborative ap-
proach to real estate is the SVN Difference.

For more information on how to leverage 
the SVN platform to increase your business-
es’ bottom line, visit http://www.svn.com/
why-svn/.

Sperry Van Ness International Corp. (SVN-
IC), a full-service commercial real estate 
franchisor of the SVN® brand, is one of the 
industry’s most recognized names based on 
the annual Lipsey Top Brand Survey. With 
200 locations serving over 500 markets, 
SVN provides sales, leasing, corporate ser-
vices and property management services to 
clients across the globe. SVN Advisors also 
represent clients in auction services, corpo-
rate real estate, distressed properties, golf 
& resort, hospitality, industrial, investment 
services, land, medical, multifamily, office, 
retail, self-storage and single tenant invest-

ments. All SVN offices are independently 
owned and operated. For more information, 
visit www.svn.com.

Jennifer Martin, CCIM Is Named 
as a Top Advisor by SVN® & 
Curt Arthur, SIOR Is Named as a 
Partner Circle Advisor by SVN®

Jennifer Martin, CCIM Is Named as a 
Top Advisor by SVN®

Curt Arthur, SIOR Is Named as a Part-
ner Circle Advisor by SVN®

SVN Com-
m e r c i a l 
A d v i s o r s , 
LLC, a full-
service com-
mercial real 
estate bro-
kerage firm 
and part of 
the SVN® 
brand, is 
pleased to 
a n n o u n c e 
the addition of Tom Hendrie to their com-
pany AS AN Associate Advisor.

Tom Hendrie joined SVN after a distin-
guished career in management and sales 
with one of the Northwest's largest utility 
providers. Raised in the Salem area, Tom has 
deep roots in this community and an appre-
ciation for the people and industries within 
it. He has served on the board of directors 
for SEDCOR and other non-profit organi-
zations. He brings a wealth of experience, a 
passion for customer service and a commit-
ment to helping his clients establish their 
goals to this industry.

“Tom’s decision to affiliate with Sperry Van 
Ness is inspiring.  His desire to be a part of 
our team solidifies our efforts to become the 
best commercial real estate advisory firm in 
the market” stated Managing Director Curt 
Arthur.  

SVN® is the only commercial real estate 
firm that markets all of its properties to the 
entire brokerage and investment commu-
nity.  Participating in approximately $10.1 
billion in sales and leasing transactions in 
2015, SVN Advisors shared commission fees 
with co-operating brokers in order to close 
more deals in less time and at the right value 
for clients. This open, transparent and col-
laborative approach to real estate is the SVN 
Difference. 

For more information on SVN Commercial 
Advisors, visit www.svncommercialadvisors.
com. 

Sperry Van Ness International Corp. (SVN-
IC), a full-service commercial real estate 
franchisor of the SVN® brand, is one of the 
industry’s most recognized names based on 
the annual Lipsey Top Brand Survey. With 
200 locations serving over 500 markets, 
SVN® provides sales, leasing, corporate ser-
vices and property management services to 
clients across the globe. SVN Advisors also 
represent clients in auction services, corpo-
rate real estate, distressed properties, golf 
& resort, hospitality, industrial, investment 
services, land, medical, multifamily, office, 
retail, self-storage and single tenant invest-
ments. All SVN® offices are independently 
owned and operated. For more information, 
visit www.svn.com.

For more information, visit www.svncom-
mercialadvisors.com.

Sperry Van Ness 
Announces New 
Associate Advisor

Tom Hendrie
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Early this morning, while most of the city 
was sleeping, one of two signature arches for 
the Peter Courtney Minto Island Bridge ar-
rived in Downtown Salem. The white arches, 
which are made from 1-inch thick steel and 
are 30-inches in diameter, will soon decorate 
Salem's Downtown Riverfront skyline. When 
raised, the tallest point of the arch from the 
bridge deck will be 44-ft tall and span 327-ft 
measured along the arch from pier to pier. 
Watch live feed from the construction cam 
at http://www.cityofsalem.net/MintoBridge 
to see the large arches erected over the next 
two weeks. 

When construction is complete later this 
fall, the bicycle and pedestrian bridge will 
link Downtown Salem to Minto Island and 
more than 30 miles of off-street trails, and 
1,400 acres of parks and natural areas. 

For more information on the Peter Court-
ney Minto Island Bridge or to sign up to 
receive bridge progress updates via email, 
please go to www.cityofsalem.net/minto-
bridge. 

For questions related to construction, 
please contact Aaron Kimsey at 503-588-

6211 or akimsey@cityofsalem.net. Si necesita 
ayuda para comprender esta informaciÃ³n, 
por favor llame 503-588-6211. 

The City of Salem's Urban Development 
Department is committed to enhancing com-
munity prosperity through an array of pro-
grams in its four major service areas: Real 
Property Services, Housing and Social Ser-
vices, Economic Development and Down-

town Revitalization. The Urban Develop-
ment Department: manages the City's urban 
renewal areas (URA) and redevelopment 
projects within the URAs; administers fed-
erally funded block grant and housing pro-
grams; provides loans and grants to eligible 
businesses, homeowners, and renters; and 
manages leases, acquires, and sells proper-
ties for the City.  

Minto Island Bridge Arches 
Begin Arriving in Salem 

The Governor’s Advisory Committee on 
DUII will meet at 9 a.m. on Friday, June 3 at 
the Department of Public Safety Standards 
and Training building, 4190 Aumsville High-
way SE in Salem. The committee will hear re-
ports from liaisons, receive media training, 
discuss the 2017 Oregon Traffic Safety Per-
formance Plan/405 Application and more.

The Governor’s Advisory Committee on 
Driving Under the Influence of Intoxicants 
is tasked with helping raise awareness of the 
dangers of DUII and getting communities 
more involved in reducing DUII. The group’s 
meeting is open to the public. Accommoda-
tions will be provided to persons with dis-
abilities, and alternate formats of printed 
material are available upon request. Please 
call (503) 986-4188 at least 48 hours prior to 
the meeting (statewide relay 7-1-1).

The next meeting of the GAC-DUII is 
scheduled for July 8 in Salem.

Raise Awareness 
Of The Dangers 
Of DUII

Photo by Ron Cooper
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The 67th Annual 
Salem Art Fair & Fes-
tival, happening July 
15-17 in Bush’s Pas-
ture Park in Salem, 
Oregon features live 
performances on two 
exciting entertain-
ment stages. The Art 
Fair’s Main Stage is 
located in a natural 
amphitheater setting, 
under the canopy of 
towering, old-growth 
oaks and in close 
proximity to food booths and a beer and 
wine garden. Guests are encouraged to bring 
lawn chairs or blankets to sit on the grass 
but a limited number of chairs and tables are 
also available. It is on the Main Stage that the 
Salem Art Fair & Festival hosts its headlin-
ing acts on Friday and Saturday evening of 
the event. This year’s headliners will be The 
Fabulous Thunderbirds and The Sextones. 
The $5 daily admission fee, which is required 
for people ages 13 and older to enter the Art 
Fair, also includes entrance into the day’s 
entertainment performances. Special dis-
counted rates and free admission informa-
tion can be found online at www.SalemArt.
org/art-fair.

Headliner Schedule

The Fabulous Thunderbirds | Friday, July 
15 | 7:30-9:00 pm

For over 30 years, The Fabulous Thunder-
birds have been the quintessential American 
band. The group’s distinctive and powerful 
sound, influenced by a diversity of musical 
styles, manifested itself into a unique musi-
cal hybrid via such barnburners (and Top-40 
hits) as “Tuff Enuff” and “Wrap It Up”. Co-
founder Kim Wilson, the sole original mem-
ber, still spearheads the group as it evolves 
into its newest incarnation. In addition to 
Wilson, the current Thunderbirds line-up 
features Jay Moeller on drums, Johnny 
Moeller and Mike Keller on guitar and Ran-
dy Bermudes on bass.

The Sextones | Saturday, July 16 | 7:30-
9:00 pm

The Sextones are a family of music ren-
egades known for viciously executed soul 
compositions and white-knuckle driving 
funk. Fronted by the charismatic and soulful 
vocalist Mark Sexton – The Sextones’ sound 
is a tip of the hat to the days of Tower of Pow-
er and Stevie Wonder while actively forging 
the path for a new generation of soul and 
funk. Other band members include bass-
ist Alexander Korostinsky, drummer Daniel 
Weiss and keyboard virtuoso Ryan Taylor. 
Based in the wild desert of Reno, NV, The

Salem Art Association | 600 Mission St. SE 
| Salem, OR 97302 | 503-581-2228 | www.

SalemArt.org
Sextones continue 

to diligently craft 
their distinctive 
brand of soul with 
face-melting guitar 
parts, intricate bass-
work, commanding 
drum rhythms, sticky 
Hammond B3 comp-
ing, brutally honest 
and heartfelt vocal 
acrobatics and a fear-
less and exciting stage 
performance.

Main Stage Schedule

Friday, July 15
Noon-1:00 pm: Children’s Educational 

Theatre 1:30-2:30 pm: Isaac Turner 3:00-
4:00 pm: Bingo Therapy 4:30-5:30 pm: 
John Nilsen and Swimfish 6:00-7:00 pm: 
King Louis and LaRhonda Steele 7:30-9:00 
pm: The Fabulous Thunderbirds

Saturday, July 16
Noon-1:00 pm: Children’s Educational 

Theatre 1:30-2:30 pm: Oregon Valley Boys 
3:00-4:00 pm: Shovelman 4:30-5:30 pm: 
Rich McCloud Band 6:00-7:00 pm: Dead 
Wood Standing 7:30-9:00 pm: The Sextones

Sunday, July 17
Noon-1:00 pm: Children’s Educational 

Theatre 1:30-2:30 pm: Terra Hurdle Jazz 
Exchange 3:00-4:00 pm: Stevens Hess Band 
4:30 pm: Willamette Valley Pipe and Drums

Family Stage Schedule

Friday, July 15
10:30-11:30 am: Eric Herman Noon-12:45 

pm: Bellisimonde 1:15-2:15 pm: Eric Her-
man 2:45-3:30 pm: Enlightened Theatrics 
4:00-4:30 pm: Children’s Educational The-
atre

Saturday, July 16
11:30-12:15 pm: Ceili of the Valley 12:45-

1:30 pm: City Dance Theatre Performing 
Company 2:00-2:45 pm: The Lotus Studio 
Dance Academy 3:15-4:00 pm: Children’s 
Educational Theatre 4:30-5:30 pm: Cherry 
City Cloggers

Sunday, July 17
11:30 am-12:30 pm: Enlightened Theat-

rics 1:00-1:45 pm: City Dance Theatre Per-
forming Company 2:15-3:15 pm: Cherry City 
Cloggers 3:45-4:30 pm: Children’s Educa-
tional Theatre

The Salem Art Fair & Festival is a vital 
fundraiser for the Salem Art Association, 
a 501(c)(3) non-profit organization, and 
is the largest festival of its kind in Oregon. 
Each year, it attracts approximately 30,000 
visitors from all over the nation. Over the 
course of three days, the event features 200 
local, regional, national and international 
artists, two entertainment stages, two craft 

beer and wine gardens, two food courts and 
a Kids’ Court with art activities. Admission 
is $5 per day or $10 for a three-day pass, 
FREE for children 12 years and younger, and 
FREE for everyone on Sunday from 3-5 pm. 
Admission costs help fund the Salem Art As-
sociation’s core programs: the Bush Barn Art 
Center, the Bush House Museum and Com-

munity Arts Education. To learn more about 
the Salem Art Association, please visit www.
SalemArt.org.

The 67th Annual Salem Art Fair & Festival 
is presented by Spirit Mountain Casino

The Fabulous Thunderbirds, The Sextones to 
Headline Salem Art Fair & Festival Main Stage

The Fabulous Thunderbirds
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Mon-Fri, 10am-7pm, Sat 10am-5pm, 216 Commercial Street NE, Downtown Salem

503 364-8707 wilsonjewelers.com

Oregon’s largest art festival returns to Sa-
lem the third full weekend in July with an 
exciting lineup of 200 exhibiting artists, plus 
live music and entertainment, family activi-
ties, dozens of food booths, and two beer and 
wine gardens. The event will kick off on Fri-
day, July 15 with the annual Children’s Pa-
rade, departing from the southwest corner 
of Bush’s Pasture Park at 9:30 am. There is 
no fee to participate in the Parade, and all 
children and their families are encouraged to 
join in the fun.

From 7:30-9 pm on Friday and Saturday, 
lay down a blanket under the oak tree cano-
py, grab a bite to eat and a glass 
of beer or wine, and rock out to 
the Salem Art Fair & Festival 
music headliners. The Friday 
headliners will be The Fabu-
lous Thunderbirds, known best 
for their three Top-40 songs 
Tuff Enough, Wrap It Up, and 
Look At That. The Sextones, a 
band walking soulfully in the 
footsteps of Tower of Power 
and Stevie Wonder, will take 
the stage Saturday evening.

The Salem Art Fair & Festival is a vital fun-
draiser for the Salem Art Association (SAA). 
Admission costs and sales of Art Fair Memo-
rabilia (graced this year by the whimsical art 
of Liz Collins) fund the organization’s core 
programs: the Bush Barn Art Center, the 
Bush House Museum and Community Arts 
Education. Through these programs, SAA of-
fers the public free year-round access to the 
arts, opportunities for artists of all ages, ac-
cess to Salem’s heritage, education for thou-
sands of children, and much more. To learn 
more about SAA or the Art Fair, please visit 
www.SalemArt.org.

The 67th Annual Salem Art 
Fair & Festival is Presented 
by Spirit Mountain Casino
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Nathan Good Architects, PC, is pleased 
to announce that the firm was the recipient 
of the Excellence in Concrete Award in the 
Winery Category presented by the Oregon 
Chapter of the American Concrete Institute 
and the Oregon Concrete and Aggregate Pro-
ducers Association at their recent awards 
ceremony in Salem. This annual event recog-
nizes projects that use concrete in innovative 
ways. 

The recently  completed tasting room at 
Fairsing Vineyards, is constructed of board- 
formed concrete in multiple curved forms. 
The structure honors the client’s Celtic heri-
tage while incorporating sustainability and a 
style that is reminiscent of ancient structures 
found in the Irish countryside.  

“We chose to construct the building pri-
marily out of concrete because we sought a 
simple, honest and cost effective structure,” 

said Nathan Good, FAIA and President of 
Nathan Good Architects. “Set in a spectacu-
lar location high on the hills above Yamhill, 
the Fairsing Vineyards tasting room anchors 
an in- ground labyrinth for visitors to the 
winery.  Their wine alone is worth the trip, 
but the view and tasting room enhance the 
experience.” 

Nathan Good Architects, PC (NGA), estab-
lished in 2005, is a leading Northwest firm 
creating meaningful and memorable spaces. 
The firm designs both commercial and resi-
dential buildings that provide an ideal mar-
riage of design and sustainability. Nathan 
Good Architects is located in Salem, Oregon, 
and its projects can be found from Alaska to 
Mexico and across the continental United 
States.  For more information, visit www.na-
thangoodarchitects.com. 

Nathan Good Architects’ Fairsing 
Vineyards Tasting Room Wins 
First Place in Winery Category 

Creative rewards for donators, 
be invited to our special Face-

book group, exclusive gifts and 
limited edition swag.

Find out more & learn how to 
become a part of The Space at

spaceconcertclub.com

1128  Edgewater NW
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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.

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

MARY LOUISE 
VANNATTA
TELLING YOUR 
STORY

1. Consult your Staff: 
Survey the staff as to the 
location of the space and 
what type of features they 
would like. They will most 
likely point out things 
management has not con-
sidered and it could help 
to get an initial buy-in 

from the staff to move to 
new space. 

2. Employee Amenities: 
Work near where you live 
to avoid long commutes. 
Consider space that is  
close to food, shopping, 
parking, outdoor spaces, 

parks, kitchens and gathering areas. 
3. Layout: An optimal layout looks very dif-

ferent depending on type of company. Con-
sider the flow of meeting areas, private of-
fices, open spaces, windows and work areas. 

4. Accessibility: You should consider not 
only the regulations outlined by the Ameri-
cans with Disabilities Act but also how the 
workforce and customers may feel in the 
space. Is it the appropriate image for the 
business? Is it easy to find? Is it convenient 
and professional?

5. Check out Management: Check out man-
agement can be a major factor in the selection 
and should not be overlooked. Are the other 
tenants of the space happy? Is the property 
well maintained? What type of response can 
you expect when a problem arises?

6. Security: Security can be an issue in 
many areas of a town or city. Bright light-
ing in parking lots and walkways are a must. 
Cameras and minimal landscape should also 
be considered. 

All decisions should be based upon your 
needs and wants and company buy-in. A 
qualified Commercial Broker is a great place 
to start sorting through the process. 

For more information, call Coldwell Bank-
er Commercial Mountain West Real Estate 
at 503-587-4777 or cbcre.com.

Six Things to 
Consider When 
Leasing Office Space Every workplace has one of them. They 

move just a little slower, stop by each of-
fice on the way to their desk to pick up a piece 
of candy or chat about last night's game. 

While their co-workers toil 
up to the last minute of the 
day, they're packing up 
their stuff slowly around 
4:30 pm. Their breaks in-
clude a pre-break prepara-
tion and post break wrap 
up. Far from appearing 
productive, these work-
ers may even have a repu-
tation of being lazy. Do 
you think that your lazy 
employee or co-worker 

should be on the fast-track out of your busi-
ness?

All of our parents have stories of working 
15 hours a day at the factory/farm/office 
while their mustache twirling boss glared at 
them. Baby boomers grew up with this idea 
and to get the approval of our parents, we 
followed suit. Today, our younger workers 
might have learned something from their 
family’s stressed out overworked experienc-
es and might avoid imitating them in their 
own lives.  These workers sometimes get the 
lazy-label and may soon challenge our idea 
of working.    

Clearly the perception of lazy vs. motivated 
varies from job to job.  If you are doing a 
more repetitive task, you may need to pace 
yourself. I’d like to think no one is fooled by 
“busy looking behaviors” (Think Wally from 
Dilbert).  It’s less about speed and more 
about productive outcomes. 

Interestingly enough, laziness actually 

may play a role at work and in society.  In 
an article in February 2016’ issue of Na-
ture, entitled, "Lazy workers are necessary 
for long-term sustainability in insect societ-
ies," author and agriculture professor Eisuke 
Hasegawa reports that 20-30% of ants spend 
their time lying around. While this may seem 
out of character for ants, these lazy ants  ap-
parently don’t overdo it so they can spring 
into action when the super-productive ants 
wear out.

Lack of proactive-ness can also be blamed 
on the workplace or an employer who 
doesn't provide the leadership, enthusiasm, 
direction and vision needed for an  employee 
to have a sense of buy-in, engagement and 
autonomy. They don't want to do stuff for the 
sake of doing it.  They need a reason to be 
motivated. 

So what to do?  If someone you manage ap-
pears lazy, it’s best to sit down and diagnose 
the reason.  Once determined you can then 
set productivity and provide proper super-
vision and motivation to improve perfor-
mance.  If there are still struggles, the person 
simply may not be in the right job or indus-
try.  Get real with yourself if that person is 
you.

Being lazy may not be bad in the aggregate, 
but if you suspect you run a little on the lazy 
side this may be a  trigger to evaluate your 
current role.  You may not be in the right job 
or career to match the speed of your produc-
tivity.

Mary Louise VanNatta, CAE if the CEO of 
VanNatta Public Relations, a strategic com-
munications company in Salem, Oregon. 
www.PRSalem.com or twitter.com/PRSa-
lem.

Lazy At Work

You may remember the scene in the movie 
“Pretty Woman” where Julia Roberts tells a 
snobby retail clerk, “Big Mistake. Big. Huge.” 
This was after the clerk had previously put 
her down and basically ignored her in the 
upscale lady’s clothing store, only to see Ju-
lia come back to the store and spend a small 
fortune after Richard Gere had fallen in love 
with her (and gave her his credit cards). 

Marla McColly, director of events and pro-
grams with the Salem Area Chamber of Com-
merce, had a vision to do something differ-
ent. In order to pull it off, a couple of “sacred 
cows” had to be killed. These sacred cows 
were events that kept the status quo as far 
as Chamber events were concerned. When 
news got out that Marla and the Chamber 
were doing something new, in the form of 
the LEAD Business Summit, there was im-
mediately some push back. I mean after 

all, the Chamber has been doing events like 
SHOWBIZ for many years, why stop now?

Marla, the Chamber staff and board, took 
a huge risk. If it failed, the naysayers and 
doubters would be able to pounce and say, 
“See, big mistake, huge. We shouldn’t have 
shot the sacred cow. We should have kept 
the status quo.” 

Instead, Marla and her team pulled off a 
massive win for the Chamber, and the Salem 
business community, by creating an amaz-
ing new event. The LEAD Business Summit 
set a new bar for business events in Salem. 
Outstanding speakers, relevant topics, and 
engaging conversations were the norm. 
The positive buzz among attendees during 
and after the event was abundantly evident, 
and Marla and the entire team were able to 
sigh a deep sigh of relief and quietly whisper 
among themselves “Huge win. Huge”. 

Celeste Edman, CEO of Lunar Logic, kicked 
us off with a fantastic session on mentorship. 
Just about every business I talk to is having 
trouble finding, and keeping, a qualified and 
engaged workforce. Her mentorship model 
is exactly what we are setting out to do at our 
company, by connecting with students at the 
high school, community college, and univer-
sity levels and “mentoring” them into a posi-
tion with our company. 

The afternoon breakout sessions were rel-
evant, timely, and fun. Topics included lead-
ership, communication, failure, marketing, 
and much more. 

Seth Mattison, the evening keynote speak-
er, spoke about “The Shift: A force of change 
in the new world of work.” While many 
speakers talk about the gap between gen-
erational thought in the workforce, Mattison 
was able to visually represent the two prima-

LEAD Business Summit: Huge 
Mistake or Massive Win? 

LEAD, continued from page 22
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Ciao a tutti,
I decided to write about a subject I don’t 

know too much about. So, I can imagine you 
would say: “this is not a good start” and I 
would reply: “yes, it is. It is a start.” 

This whole new unknown subject has start-
ed because I noticed that 
when I travel and some of 
my traveling companions 
have a beer, for some in-
explicable reason I feel like 
I have to try what they are 
drinking. I do not drink 

beer on any day of the 
year….even on St. Pat-
rick’s Day’ even though 
it seems like everybody 
is drinking beer that day. 

I have been traveling recently (that will be 
another article for sure) so I had a chance 
to try some of my companions’ beers. I ac-
tually liked a couple of them –one of which 
was from San Diego, yes, San Diego. I cook 
a few times with beer, but I don’t taste it. 
This is strange, because when I cook I want 
to know the flavors I am putting in a dish. I 
do taste wine when I use it and no, I don’t 
do the “some for me and some for the pot” 
routine because by that time I am drinking a 
nice chilled martini. 

Back to the beer….. I know there are a 
whole lot of micro-breweries in Oregon, and 
I am guessing just as many as wineries, or 
close to it. Pale Ale, Stout, Lagers and Wheat 
beers come to mind and I read something 
about matching beer with whatever you are 
cooking. Actually it makes sense since that 
is what you would do with wine. So we are 
going to match some beer with food: Wheat 
beers: are on the lighter side with crisp and 
fruity flavors and will pair well with fish, 
salads and grilled meats. Pale Ale has more 
carbonation than some of the others and 
it will pair with cheese, nutty foods, pizza, 
steak, and burgers. Stout dark beer is made 
from roasted malt or barley, hops, water and 
yeast. It might look a little overpowering, 

but it will pair really well with desserts plus 
roasted and smoked foods, grilled meats, 
salty foods, and rich stews.  Lagers: will be 
a good match with shellfish, pork, chicken, 
Mexican foods, spicy foods. Pilsner: cheese, 
salads, salmon, tuna, trout, asparagus, Mexi-
can and Asian foods.

I know for a fact that people that like beer 
will drink it with anything you serve them 
and they will be happy. I guess I am saying 
that beer people are more relaxed about their 
pairing then wine drinkers. 

Now I will share a recipe for chicken that 
you might like:

Ingredients: Cut up chicken, garlic, S/P, 
your favorite dry spices (not too much), 
chopped onion, olive oil, ketchup, balsamic 
vinegar, not too light mustard, Worcester-
shire sauce, brown sugar, chili sauce, a little 
of hot sauce and finally the beer.

(Do your own proportions, but remember 
that too much of any one thing is not neces-
sarily good).

Directions: Drop your chicken pieces in a 
plastic bag and add the garlic, your spices, 
salt and pepper. Let it be for 30 minutes. 
Empty the bag in a baking dish and spread 
out the pieces. In the 30 minutes that you are 
waiting for the chicken to get flavored, you 
can’t goof off. You have to make the sauce…. 
so you will chop the onion and with a clove of 
garlic you will sauté all of it in a saucepan on 
medium heat with your olive oil. When the 
onion gets translucent add the rest of the in-
gredients except the beer.

Cover the chicken pieces with the sauce and 
bake at 350 for about one hour (could be a 
little more or less depending of the quantity 
of your chicken)When the time is up, add the 
beer and cook on lower heat for 10 or15 more 
minutes. Remove from heat and let it rest for 
20 minutes.

And the beer I am using is….drum roll 
here….LAGER beer

I Hope you like it.
Until next time, keep on cooking,
Lullu

LULLU TRUITT
SBJ FOOD 
EDITOR

Back To The Beer

"Yew Branch" by Bonnie Hull

The next “Art After Dark” open 
studio event will take place on 
Thursday, June 9, from 5:00-
7:00pm at the Art Studios at Mis-
sion Mill. Activities will include a 
“Drink & Draw” interactive art ex-
hibit during which visitors can draw 
alongside studio artists and display 
their drawings in the classroom gal-
lery on the second floor of the Wool 
Warehouse. Bring your own draw-
ing paper and pencils or use a selec-
tion of art materials provided. The 
artist studios will also be open to 
the public during this event.

On the first floor, Compass Gal-
lery will host a reception for “Mark 
Making,” an exhibition featuring 
new works by Bonnie Hull, Dayna 
Collins, and Tory Brokenshire. 
Dayna explains that "marks can be 
as simple as a line, a dot, a pattern, 
or a swirl and artists have a unique 
‘vocabulary’ of personal marks.” 
Paintings by Julie Jeanseau will 
also be on view in the Abbey Gal-
lery.

The Willamette Heritage Center is 
located at 1313 Mill Street SE, Salem, Oregon 
97301. The Art Studios at Mission Mill are 
open to the public one evening each month 
during the Art After Dark event. For more in-
formation, call 503-363-8434 or visit www.
facebook.com/theartstudiosatmissionmill.

The Willamette Heritage Center is located 
one block north of the train station and east 
of Willamette University at the corner of 12th 
and Mill Streets near downtown Salem. Free 
onsite parking is available.

“Art After Dark”
Drink & Draw 
Interactive Exhibit

pany."
Lynne Cunningham, MPA, is an inter-

nationally renowned speaker, coach, and 
author. A leader in healthcare communica-
tion, she has more than four decades in the 
industry. She works with hospitals, health 
systems, and medical groups all over the 
country to define, measure, and evaluate 
the perception of quality among patients, 
employees, physicians, and the community. 
Lynne has written several books and many 
journal articles on topics like patient satis-
faction and physician partnership.

Taking Conversations from Difficult to Do-
able: 3 Models to Master Tough Conversa-
tions (Fire Starter Publishing, 2016, ISBN: 
978-1-622-18024-0, $28.00) is available 
directly from the publisher at www.firestart-

erpublishing.com, at bookstores nationwide, 
and from major online booksellers. Copies 
also can be purchased online through the 
Studer Group website at www.studergroup.
com.

Studer Group® works with healthcare or-
ganizations in the United States, Canada, 
Australia, and beyond, to help them achieve 
and sustain exceptional improvement in 
clinical outcomes and financial results. A 
Huron Healthcare solution, Studer Group 
partners with organizations to build a sus-
tainable culture that promotes accountabil-
ity, fosters innovation, and consistently de-
livers a great patient experience and the best 
quality outcomes over time. Learn more at 
www.studergroup.com.

CONVERSATIONS, continued from page 11

LEAD, continued from page 21

ry work styles we see in the work place today, 
hierarchy and network, in a way that made 
me immediately snap to attention and whis-
per to my wife, “that makes so much sense.” 

The hierarchy is characterized by an orga-
nizational chart; everything and everyone 
has a place. My generation and older think in 
terms of hierarchies. In contrast, millennials 
operate within a network view, illustrated by 
a web with infinite connections. 

The very next day, this network model with 
its infinite connections played out before my 
eyes in a heartbeat. I was explaining some-
thing to our newest team member, and be-
fore I had finished my sentence, he had al-
ready looked it up online and was reading 
all about it. He had connected the dots in his 
“network” within seconds. My generation 
would take notes, schedule another meeting, 
and finally create a hierarchical team to look 
into it, or not. 

Bringing together multiple generations 
with different work styles is the future of 

work. The key is to not embrace one style 
over another, but to work together to glean 
the best of both worlds with communication 
and understanding. Instead of saying “that 
is how it has always been done”, we need to 
look for new solutions that allow every em-
ployee to excel in the work place. Our future 
depends on it. 

So, to Marla and the entire team who was 
brave enough to kill sacred cows and take the 
risk that you did, I put my hands together 
and say, “Huge Win. Massive.” Well done. I 
can’t wait until next year. 

“If you are not willing to risk the unusual, 
you will have to settle for the ordinary.” ~ 
Jim Rohn

Tim Fahndrich is the president of Third 
River Marketing, a digital marketing agency 
based in Salem.
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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.

310 Kearney St SE, 
Salem,  

(503) 585-7070
Hours, 8:00 am – 

10:00 pm
Menu at gerryfranks-

konditorei.com

Delightful 
Breakfast 
Lunch &  
Dinner

Are you ready for the Cascadia Subduction 
earthquake? Straub Environmental Center 
educators Sally White and Laurie Aguirre 
will provide information and resources on 
earthquake preparedness for the whole fam-
ily. A presentation at the Center will be fol-
lowed by a field trip to Sally White’s home to 
demonstrate how to prepare for the big one 
and help your family survive.

The Straub Environmental Center’s Natu-
ralist Series of classes provides a gateway of 
understanding to an array of nature topics 
important for appreciating life in the Pacific 
Northwest. Learn how native pollinators 
shape our landscape and food supply; get 
out on the Willamette River and discover the 
natural and cultural history of our region; or 
enjoy a star party under summer constella-
tions. And these are just a few of the upcom-
ing offerings! Classes are open to everyone—
no previous knowledge required. Straub 
Naturalist classes take place monthly from 
March through October and are integrated 
with field outings in the mid-Willamette Val-
ley.

Facts at a Glance
Event Title: Earthquake Preparedness for 

Families
Presenters: Sally White and Laurie Aguirrie
Day/Date: Saturday, June 18, 2016
Time: 9:00am-12:30pm
Location: Straub Environmental Center
Address: 1320 A Street NE Salem OR 97301 

(next to Olinger Pool)
Cost: $15/person
STRAUB NATURALIST CLASS:
EARTHQUAKE PREPAREDNESS
FOR
FAMILIES
NEWS RELEASE – Tuesday, 24 May 2016
Media Contact: Catherine Alexander, Ex-

ecutive Director
Email: Info@StraubEnvironmentalCenter.

org (OK to publish)
Phone: 503-391-4145 (OK to Publish)
Page 2 of 2
Public Contact: Catherine Alexander, SEC 

Executive Director
Phone: 503-391-4145
Email: Info@StraubEnvironmentalCenter.

org (OK to publish)
Website: www.StraubEnvironmentalCen-

ter.org
High-resolution Image (Pictured on page 1)
File Name: DisasterPreparedness(5MB)_

FEMAPhotoLibrary
Image Caption: An “Earthquake Prepared-

ness for Families” class will take place on 
Saturday, June 18, at the Straub Environ-
mental Center in Salem (Image courtesy of 
the FEMA Photo Library)

The attached image is available as a 300dpi 
RGB JPEG. To request the image in another 
format or for additional images, call 503-
391-4145 or email Info@StraubEnviron-

mentalCenter.org.
About the Straub En-

vironmental Center
The Straub Environ-

mental Center (SEC) 
creates awareness and 
understanding of our 
relationship to the en-
vironment, working in 
partnership with our 
community. Our envi-
ronmental education 
programs teach and 
motivate people to be-
come active stewards of 
our environment.

SEC is a 501(c)(3) 
nonprofit organization 
that promotes diver-
sity and prohibits dis-
crimination on the basis of age, color, creed, 
disability, gender identity, national/ethnic 
origin race, religion, sex, sexual orientation, 
veteran/uniform status, and all other classi-
fications protected by law.

SEC is not owned or operated by any gov-
ernment agency and is supported through 
grant funding, donations, sponsorships, and 
its programs. To learn more, visit StraubEn-
vironmentalCenter.org or call 503-391-4145.

Calendar Blurb
Are you ready for the Cascadia Subduction 

earthquake? Straub Environmental Center 
educators Sally White and Laurie Aguirre 
will provide information and resources on 
earthquake preparedness for the whole fam-
ily. A presentation at the Center will be fol-
lowing by a fieldtrip to Sally White’s home to 
demonstrate how to prepare for the big one 
and help your family survive.

Straub Naturalist Class: Earthquake 
Preparedness For Families

LEAD, continued from page 21
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Fit Studios is a small 
group, trainer lead fit-
ness facility that focuses 
on getting you both fit and 
healthy. We opened in 2010 
and have been growing 
steadily ever since. Fit is a 
family owned business that 
helps 150 members get and 
stay fit through 30 minute 
workouts six days per week 
along with the inclusion of 
meal plans each month.

 Our focus of total health 
allows us to blend in a brand 
new workout every single 
day so our clients never get 
bored or injured. Safety and progress are our 
priorities. Every workout is designed around 
efficiency. Our goal is zero wasted minutes. 
This is how we can have such an effective fit-
ness program with only working out 30 min-
utes each day. Every repetition, every set, 
every exercise is done within the guidelines 
laid out by the trainer for that session. We 
touch on several different training elements, 
not just one type of training. One day will be 
body weight exercises, the next will be sus-
pensions training with kettlebells to help 
build strength. The beauty of Fit is that our 
workouts change every single day but the 
focus of a positive, cooperative environment 
never change. We are not a screaming and 
yelling type of training program. 

One of our main goals is to provide a pro-

gram that our members can do forever. This 
isn’t a get fit in six weeks type of place. Our 
program is one that can be done continually 
for years. If you are consistent with your ex-
ercise and improving your dietary intake you 
are giving yourself the ability to get and stay 
very fit for a very long time and that is our 
entire goal. We thrive on blending the results 
of personal training with the positive atmo-
sphere of a family owned business here in 
Salem. 

We are located at 2990 Pringle Rd in South 
Salem and are open six days per week. We 
offer a Five Day Trial for anyone wanting 
to get and stay fit forever. If you need more 
information or want to get started with 
your trial contact Evan McDaniel, CSCS at 
evanmcdaniel@fitstudios.net 

VISTA340 is 
one of the larg-
est office rede-
velopments in 
South Salem’s 
history. First 
C o m m e r c i a l 
Real Estate Ser-
vices, LLC is list-
ing this property 
for lease and is 
pleased to announce an OPEN HOUSE on 
Tuesday, June 28th from 11:00 AM to 6:00 
PM.  Snacks and beverages will be provided.

This complete remodel will bring a fresh 
and modern look to the iconic Salem land-
mark. Formerly referred to as the “Pruden-
tial Building”, this building has now been 
christened VISTA340. The four story build-
ing is located on the corner of Commercial 
Street SE and Vista Avenue SE.  It boasts sce-
nic valley views and contains 25,861 square 
feet of leasable Class A office space.

The exterior remodel of the building will 
be renovated by Rich Duncan Construction. 

Along with the exterior work, a centralized 
lobby will be designed to create a welcoming 
atmosphere for users and guests. Interior 
updates can be tailored to a tenant’s speci-
fications.  The base lease rate includes a ten-
ant improvement allowance to update floor 
coverings, paint and some wall structures for 
a qualified tenant.  Construction will start in 
June and is expected to be completed in the 
Fall of 2016.

For more details, call First Commercial 
Real Estate at (503) 364-7400 or find them 
on the web at www.FirstCommercialOregon.
com.

What is Fit Studios?

Renovated by Rich Duncan 
ConstructionWells Fargo Wallet 

To Launch For Wells 
Fargo Customers 

Today Wells Fargo Bank,announces 
Wells Fargo Wallet, the new mobile 
wallet and easy way to pay. Launching 
later this summer, Wells Fargo Wal-
let is integrated into the existing Wells 
Fargo mobile app experience for An-
droid users, making for a comprehen-
sive, all-inclusive mobile banking and 
payment experience. 

Wells Fargo Wallet quickly and con-
veniently adds eligible Wells Fargo 
Debit and Credit Cards so that cus-
tomers may easily make purchases by 
tapping an Android phone at millions 
of NFC-enabled payment terminals 
worldwide. For more seamless money 
management, customers may also view 
account balance information within 
the app before and immediately after 
a purchase. 

"Today we're pleased to announce 
Wells Fargo Wallet for Android users, giving 
customers the unique ability to make secure 
NFC payments directly from the Wells Fargo 
mobile app," said Jim Smith, head of Virtual 
Channels for Wells Fargo. "We know mobile 
is key to the future of payments, and we ex-
pect Wells Fargo Wallet to provide us a richer 
understanding of the quickly evolving land-
scape." 

When a customer makes a payment with 
Wells Fargo Wallet, all transactions are moni-
tored with Wells Fargo risk and fraud detec-
tion systems. Purchases also are protected by 
Zero Liability, which means customers are 
not responsible for promptly reported un-
authorized transactions. Customers should 
refer to their applicable Wells Fargo account 
agreement and card terms and conditions 
for information on liability for unauthorized 
transactions. 

Wells Fargo Wallet was built in-house and 
designed to provide a seamless banking ex-
perience for customers. Across the globe, 
Wells Fargo team members have been testing 
the wallet, and providing valuable feedback 
ahead of the product launch later this sum-
mer. In addition to the ability to make pay-
ments at NFC-enabled payment terminals, 
customers will also be able to use Wells Fargo 
Wallet, along with other leading mobile wallet 
providers, to conduct ATM transactions with-
out using a physical debit or ATM card. More 
than 40 percent of Wells Fargo's ATMs will be 
NFC-enabled by the end of 2016. 

"From our stagecoach days, innovation has 
always been part of Wells Fargo's DNA. We're 
looking to reimagine customer interactions 
with money in and across channels, and de-
signing our own Wells Fargo Wallet allows us 
to further engage our customers, and innovate 

for the future," said Steve Ellis, head of Wells 
Fargo's Innovation Group. "Continuous inno-
vation enables Wells Fargo to save customers 
time and money, reduce fraud, and drive loy-
alty. With mobile ubiquitous in today's world, 
innovation around mobile will continue to be 
a key area of focus." 

Recent survey data from the Federal Reserve 
reported that almost 28 percent of smart-
phone owners reported having made a mobile 
payment in the last 12 months and 53 percent 
of all smartphone owners with a bank account 
have used mobile banking. These statistics are 
reflected in the growth of Wells Fargo's mo-
bile banking channel, the company's fastest 
growing channel, with more than 17 million 
mobile banking customers. 

For more information, visit www.wellsfargo.
com. 

Wells Fargo & Company (NYSE: WFC) is 
a diversified, community-based financial 
services company with $1.8 trillion in as-
sets. Founded in 1852 and headquartered in 
San Francisco, Wells Fargo provides bank-
ing, insurance, investments, mortgage, and 
consumer and commercial finance through 
8,800 locations, 13,000 ATMs, the internet 
(wellsfargo.com) and mobile banking, and 
has offices in 36 countries to support cus-
tomers who conduct business in the global 
economy. With approximately 269,000 team 
members, Wells Fargo serves one in three 
households in the United States. Wells Fargo 
& Company was ranked No. 30 on Fortune's 
2015 rankings of America's largest corpora-
tions. Wells Fargo's vision is to satisfy our 
customers' financial needs and help them suc-
ceed financially. Wells Fargo perspectives are 
also available at Wells Fargo Blogs and Wells 
Fargo Stories.
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RAY SAGNER
FINANCIAL 
COLUMNIST

Over the next few months a new fiduciary 
rule issued by the Department of Labor 

will begin to take effect, which will change 
the way that Financial Advisors provide ad-
vice and disclose investment choices for re-
tirement accounts. Some observers state that 

the new rules will have a 
profound effect on invest-
ment firms, small busi-
ness and on protecting or 
informing investors. This 
article will present an 
overview of the 1,000 plus 
page document, but first 
let’s back up and review 
the struggle and the types 
of advisors representing 
the investing public. 

Six years ago in this column, the topic was 
the congressional effort to reform the finan-
cial system after 2008’s perfect storm. The 
bill named “Restoring American Financial 
Stability Act of 2010” included a provision 
that required all financial planners, bro-
kers, advisors, or insurance agents to hold 
themselves to a fiduciary standard. Being 
a fiduciary means that a professional must 
put aside any personal financial interests, 
as well as the business financial interests of 
any company they may work for, and give 
recommendations that are solely and com-
pletely in the best interests of their clients. 
Currently only Certified Financial Planner™  
professionals are held to this standard and 
regulated by the Certified Financial Planner 
Board of Standards. 

While it seems hard to argue with the con-
cept of putting clients first, there was strong 
resistance from the large banks, brokerage 
and insurance firms, and it failed to make 
the final bill. Senator Tim Johnson of South 
Dakota inserted an amendment into the new 
regulatory reform bill which eliminated this 
important and powerful consumer protec-
tion. 

Before we get back to the present, it is im-
portant to make a distinction between how 
investment advisors are compensated, as 
studies suggest that most investors don’t 
understand the differences between advice 
models and advisor pay. 

There are three types of advisors defined by 
compensation, commission only, fee-based 
(commission and fee), and fee-only. Advi-
sors who are affiliated with broker/dealers 
are considered either commission only or 
fee-based. An advisor with one of the big 
banks or brokerage firms is an employee and 
in some regulators eyes the employer/em-
ployee relationship supersedes the advisor/
client relationship. This can create a built in 
conflict of interest, which would lead us to 

the new rules. Although there are smaller 
broker/dealers where the advisors are inde-
pendent and are not employees, the majority 
of the retirement assets are held by too big to 
fail institutions. Advisors affiliated with Reg-
istered Investment Advisory firms are con-
sidered fee-only and cannot take compensa-
tion from third parties, which eliminates any 
potential conflict of interest.

As we have discussed above, Congress 
dropped the ball a few years ago and now it 
seems that the Department of Labor (DOL) 
picked it up, scoring one for investors that 
own a retirement account.  

The DOL has issued a rule that alters the 
definition of investment advice as it relates 
to retirement accounts. Since 1974, the Em-
ployee Retirement Income

Security Act (ERISA) 
has charged the DOL 
with authority to regu-
late retirement and ben-
efit plans established 
by employers and pri-
vate industry. The rules 
were written for a de-
fined benefit world in 
the 1970s before 401(k) 
accounts or individual 
retirement accounts 
(IRAs) existed. The DOL 
is intent on updating the 
rule to reflect a trans-
formed retirement land-
scape that has seen a dramatic shift from 
defined benefit (DB) plans to defined contri-
bution (DC) plans.

The new rule will alter the definition of 
retirement investment advice. Being imple-
mented over the next year, it will address 
compensation models that conflict with the 
client’s best interest. Since the new rule is is-
sued by the DOL and not the Securities and 
Exchange Commission, it does not discrimi-
nate by license, title or charter. If one advises 
clients on retirement accounts, including 
IRAs, plan sponsors and plan participants, 
they will have to comply with the fiduciary 
standard, or qualify for the best interest 
contract exemption (BIC), which allows the 
exemption of prohibited transactions under 
the new law. Under the BIC, exemption ad-
visors would still be able to receive compen-
sation from commissions, trailing commis-
sions, and 12b-1 mutual fund trails, provided 
they enter into a contract with each client. 
This is good news for investors, but may put 
pressure on some advisors. 

Prohibited transactions that invoke the BIC 
exemption are considered any transaction 
other than level compensation, a percentage 
of the assets managed or fixed fee that does 

not vary. Any remuneration beyond what 
the client pays for invokes the BIC, includ-
ing benefits to the advisor from the product 
distributor, payments to the broker-dealer 
and/or advisor, commissions/loads from 
the product distributor, and if the advisor 
recommends that a client move money out 
of a company-sponsored 401(k) to their 
firm. The onus is on the advisor to demon-
strate that services provided to the client are 
fairly priced and reasonable. Again, good for 
the investor and will put pressure on the in-
stitutions. Financial institutions will have to 
designate specific individuals responsible for 
addressing conflicts of interest and monitor-
ing advisors’ compliance with the impartial 
conduct standards. This will impose greater 
requirements on the firm, underscoring the 

need for new proce-
dures, technology and 
process flows to show 
compliance.

There is a lot more to 
the rules and investors 
should be prepared for 
the onslaught of infor-
mation that will come 
their way. For the most 
part, the new rule is a 
boon for consumers, 
but there is a need to 
pay attention to the un-
intended consequenc-
es. The big firms should 

be able to handle the transition, however, if 
your employer account is with a small firm 
that specializes in accounts under $500,000 
or individual accounts under $25,000, they 
may have a hard time complying with the 
rules and you may find yourself adrift. As an 
investor, I would also pay close attention to 
an advisor asking me to sign a BIC contract 
as mentioned above. The bottom line is that 
there are lots of changes coming and one 
needs to pay attention. 

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, account-
ing, or financial advice. As advice in these 
disciplines may only be given in response 
to inquiries regarding particular situations 
from a trained professional. Ray Sagner is 
a Certified Financial Plannerô  professional 
with The Legacy Group, Ltd, a fee only Reg-
istered Investment Advisory Firm, in Salem. 
Ray can be contacted at 503-581-6020, or 
by email at Ray@TheLegacyGroup.com You 
may view the Company’s web site at WWW.
TheLegacyGroup.com 

Who’s Looking Out 
for You? Redux

Salem’s music venue and cultural outpost 
is reopening at our new location, 1128 Edge-
water, in West Salem. We are poised to bring 
you an entertainment presentation unlike any 
other offered in Salem or the surrounding ar-
eas. With decades of combined backgrounds 
in sound engineering, production, and cus-
tomer service: Doug Hoffman, Stan Keight-
ley, Freddy Ruiz Jr and their team are ready 
to present customers with an unforgettable 
experience.

The Space has what sociable people desire 
from their open days and evenings. A land-
mark in the local entertainment economy 
from outstanding local and worldly live per-
formance acts to the atmosphere and specialty 
food and drink of a health-minded restaurant.

The new facility is a multi-zoned social envi-
ronment. An incredible deck and patio envi-
ronment, the updated bar and the main per-
formance area can be utilized for any number 
of aesthetics - a glorified basement show, a 
spoken word lounge, a supper club culinary 
showcase for featuring local chefs, an under-
ground art house movie screening, live the-
ater performances, and list will go on.

Their product is “quality sound and live 
performances with all of the amenities”, said 
Doug Hoffman the head of booking and part 
owner of The Space. “… it is my passion and 
my job to curate diverse and exciting live per-
formances. From solo acoustic, a’cappella, 
and spoken word acts to popular rock, hip 
hop, indie rock, electronic music, country, 
fully orchestrated heavy metal, independent 
and signed artists alike from every discipline, 
The Space shines in Salem’s capitol as a bea-
con for entertainment and tourist economy. 
My primary focus will be adjoining touring 
acts with local and regional talent in an effort 
to perpetuate and incubate the performing 
arts.”, says Hoffman.

Stan Keightley has strong and equal parts, 
audio engineering and artist relations, that 
make The Space special. The energy and in-
fluence of a great Public Relations and Pro-
motions is an invaluable resource, Freddy 
Ruiz Jr, as a master of the online realm and 
web movements for The Space, takes hype to 
a new level.

We are currently booking shows and events 
for Summer and invite you to be part of our 
community in the burgeoning Edgewater Dis-
trict.

The Space
Concert Club 
Is Opening In 
West Salem

Six years ago
in this column, 
the topic was 
the congressional 
effort to reform 
the financial 
system after 
2008’s perfect 
storm.
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On any hot summer day, it's not uncom-
mon to find a line of dusty cars and trucks 
waiting for a riverside spot in the Tillamook 
State Forest off of Highway 6. Music blares 
from a packed parking lot as the Wilson Riv-
er's banks swell with day-trippers cooling off 
in the water. Jennifer Magby from ODF, and 
a Tillamook County sheriff direct traffic and 
answer questions as the line of people zigzag 
searching for a parking spot. 

As state wildfire officials prepare for the 
summer after three severe wildfire seasons, 
ODF recreation staff are working nonstop to 
ensure the increasingly-popular Tillamook, 
Clatsop and Santiam State Forests are en-
joyed by families and twenty-somethings 
alike, as once-hidden gems now fill with 
hundreds of visitors. 

Through a series of advisory group meet-
ings representing recreation groups and 
community leaders, public hearings, and an 
overdue evaluation of the agency's recreation 
fee structure and campsite capacity, fee revi-
sions and capacity limits have been applied 
for this summer and beyond. 

To continue providing a great experience 
that visitors have come to expect, ODF 
revised these recreation rules to keep 
up with increasing and unsustainable 
demand for state-owned recreation 
areas----demand which has outpaced 
capacity and resources available for 
management----often resulting in 
conflicts between user groups and cre-
ating major issues for sanitation and 
the environment, safety, and vandal-
ism. 

The new rules provide solutions for 
alleviating short-term concerns, while 
providing the tools necessary to ad-
dress long-term issues. 

"As we continue to host significantly 
more people at our state forest recre-
ation areas, we've worked to put rules 
and structure in place to create an en-
joyable experience for all of our visi-
tors while protecting natural resources 
and seeking longer-term solutions," 
said Stephanie Beall, a long-time rec-
reation coordinator for the ODF For-
est Grove District. "These rule revi-
sions help us to continue providing 
the same quality and high level service 
enjoyed by many over the years while 
limiting negative interactions with this 
beautiful area." 

These fee revisions are the first in 
more than twenty years as ODF state 
forests continue to be the most finan-
cially equitable option for local com-
munities looking to experience and 
enjoy the outdoors for a reasonable 
price. These fee revisions and camping 
rule changes include: 

• Revised fees: drive-in sites are $15 per 
night; walk-in sites are $10 per night; group 
sites are $50 per night. Extra vehicles will be 
charged $5 per night, per vehicle. 

• A campsite may not be occupied by more 
than eight people and two motor vehicles, 
unless otherwise posted. 

• Registered campers must physically oc-
cupy campsites each night during the entire 
length of their stay. Sites cannot be reserved 
in advance except for group campsites at se-
lect campgrounds. 

Other revisions resulting from the rule-
making process include: 

• All large commercial events of more than 
fifty people, scheduled for longer than four 
hours, held on state forestland will require 
organizers to submit an application for a 
permit, which can be obtained through a lo-
cal ODF district office. Office locations can be 
found here: http://www.oregon.gov/ODF/
AboutODF/Pages/MapOffices.aspx 

• All forage or feed used on state forestlands 
for horses or other animals must be certified 
weed-free, primarily to avoid introducing in-
vasive species to the area. 

• ODF will assume custody and remove all 
abandoned property found after 48 hours in 
designated recreation areas. 

• ODF staff and law enforcement reserve 
the right to exclude or evict visitors not com-
plying with recreation rules. 

"Despite the rain and recent cloudy weath-
er, it's still really dry out there," said Mike 
Cafferata, the district forester for the Forest 
Grove District. "It's critical that whenever 
you're enjoying Oregon's state forests, that 
you always practice fire safety, be aware of 
dry brush, and help keep your state forests 
green, safe and clean." 

The ODF State Forests Division manages 
nearly 820,000 acres of state forestlands for 
greatest permanent value by law, requiring 
that these lands produce a range of econom-
ic, environmental and social benefits. Each 
year, public comment opportunities provide 
a forum for feedback on forest management 
activities, and formal advisory commit-
tees comprising of county representatives 
and forestry professionals meet regularly to 
guide this work with the Oregon Board of 
Forestry. 

Additional resources 
+Watch the video outlining these rules 

here: https://youtu.be/g5PB-SZPYGA 
+Learn more about ODF recreation, in-

cluding campground locations, trails and 
other information here: http://www.oregon.
gov/ODF/Recreation/Pages/default.aspx 

+Follow local state forest recreation up-
dates in northwest Oregon through the Til-
lamook State Forest blog here: http://tilla-
mookstateforest.blogspot.com/ 

+Read an outline of the rules here: 
http://arcweb.sos.state.or.us/pages/rules/
oars_600/oar_629/629_025.html 

+Learn more about the accomplishments 
and ODF contributions to state forest rec-
reation in 2015 here: http://oregonforestry.
wpengine.com/archives/1010 

+Learn more about Oregon's weed-free 
forage program and find providers here: 
https://www.oregon.gov/ODA/programs/
MarketAccess/MACertification/Pages/
WeedFreeForage.aspx 

New State Forest Recreation Rules In Place For The 
Summer, Aim To Reduce Conflict & Protect Resources



June 2016 Salem Business Journal Page 27

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.

Become A  
 Minister Today

Readers of city and/or regional magazines 
are mostly affluent, well-educated, and of-
ten make purchases based on ads seen in 
print publications, according to an inde-
pendent readership study commissioned by 
the City and Regional Magazine Association 

(CRMA), released today following the orga-
nization's 40th annual conference in Denver, 
Colorado.

Attempting to measure—or perhaps, dem-
onstrate—the strength of the audiences to 
which regional magazines cater, the CRMA 
commissioned a reader survey of all 71 mem-
ber magazines to gain futher insight into 
their consumption and spending behaviors.

The study suggests that regional magazine 
readers are mostly female (61 percent), gen-
erally hold a college degree (79 percent), and 
are relatively affluent, with a median house-
hold income of $162,000. And the items 
on which they dispose of that income often 
come advertised in the regional magazines 
they read; 68.4 percent of regional magazine 
readers purchase products and services from 
ads seen in publications, suggests the survey.

From the survey data, the CRMA estimates 
that, each year, ads in its members' publi-
cations influence more than $177 billion in 
consumer spending, which is roughly the 
GDP of Romania, according to the Interna-
tional Monetary Fund.

The survey indicates that individual cop-
ies of regional magazines average 4.3 read-
ers per copy—about 17 percent of regional 
magazines are distributed through means 
other than newsstand sales and mailing to 
subscribers, such as in waiting rooms and 
hotels—while 76 percent of readers say they 
will have the old edition of a magazine "in 
hand" when the new edition arrives. The 
CRMA says both of these figures indicate 
that city and regional magazines are consid-
ered both resources and keepsakes.

Print Ad 
Influence 
Remains 

Strong 
Among 

Regional 
Magazine 
Readers

The Associated General Contractors (AGC) 
Oregon-Columbia Chapter Foundation to-
day announced grants totaling $55,000 to 
the following organizations:

• Portland Community ToolBank – The 
ToolBank (portlandtoolbank.org) oversees 
an inventory of construction tools for lend-
ing to charitable organizations to support the 
construction of projects in the Portland metr 
opolitan area. ($10,000)

• Returning Veterans Project – The Re-
turning Veterans Project (RVP, www.re-
turningveterans.org) offers free, confidential 
counseling and complementary health care 
services to post-9/11 war zone veterans, ser-
vice members, and their families in Oregon 
and SW Washington. ($15,000)

• Oregon State University Distinguished 
Lecture Series – The OSU CCE/CEM Distin-
guished Lecture Series (cce.oregonstate.edu) 

is sponsored by the OSU College of Engi-
neering and offers lectures by notable figures 
in the construction and engineering profes-
sion. ($25,000)

• Honor Flight of Oregon – Honor Flight 
(www.honorflightoforegon.org) provides all-
expenses paid visits to Washington, DC for 
World War II veterans to allow them to visit 
the memorials built to honor their sacrifice 
and service to the nation. ($5,000)

About Associated General Contractors 
(AGC) Oregon-Columbia Chapter Founda-
tion

The Associated General Contractors Ore-
gon-Columbia Chapter Foundation is a char-
itable, non-profit organization dedicated to 
improving construction education and train-
ing, promoting the construction industry, 
and building better communities. Visit www.
agc-oregon.org for more information.

AGC Foundation 
Announces 2016 Grants

Students may begin earning a building 
inspection technology associates degree at 
Chemeketa this fall.  The curriculum covers 
classes on building codes, plan review, inspec-
tion techniques, and construction materials 
as well as courses in mathematics, communi-
cation skills, and public relations.

“The earning potential is quite strong,” said 
Glen Miller, the director in charge of the pro-
gram. The State of Oregon estimates the av-
erage annual salary for this field to be over 
$60,000 with numerous job openings a year 
statewide.

Miller recommends that program applicants 
have experience in the construction industry. 
They must have at least a high school diploma 
or GED. After enrolling in Chemeketa, appli-
cants may apply for the Building Inspection 
Technology program. 

Applicants must also attend a mandatory 
orientation and registration session Tuesday, 
August 9 6 pm to 8 pm at the Chemeketa Dal-
las Center.

Enrollment is limited and priority given to 
those who meet the application deadlines.

Applications to the program are available on 
Chemeketa’s website or the Chemeketa Dal-
las Center located at 1340 SE Holman Ave., or 
call 503.623.5567 for more information.

For more than 40 years, Chemeketa Com-
munity College has committed itself to of-
fering opportunities for students to explore, 
learn, and succeed through quality educa-
tional experiences and workforce training. As 
the second multi-campus district in Oregon, 
Chemeketa serves over 30,000 students an-
nually at its Salem and Yamhill Valley cam-

Chemeketa To Offer 
Building Inspection Degree

puses, as well as community locations at 
Brooks, Eola, Winema, Dallas, Woodburn, 
and the Chemeketa Center for Business and 
Industry (CCBI).

Chemeketa Community College is an equal 
opportunity/affirmative action employer and 
educational institution. 
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HARVEY GAIL
SPIRE
MANAGEMENT

Mon-Fri, 10-7pm, Sat, 10-5pm, 971 304-7071

Historic Reed Opera House 
Underground, Downtown Salem

The board of directors of a nonprofit or as-
sociation is highly dependent on a well 

functioning board of directors. While every 
group is different, they all have an obliga-

tion to make sure their 
leadership team is com-
mitted and well balanced. 
Often this begins in the 
recruitment process for 
the board of directors. 
And herein lies the issue: 
many boards don’t really 
have a process at all, so 
they rely on an “anything 
to get them to serve” ap-
proach. Here’s a conver-
sation that I’m nearly 
positive you have had: 

You: So, who’s going to 
be our next President?  I’ve served for 6 years 
and I don’t want to do it again.

Board member: Should we recycle James?
You: No, James already served three terms.
Board member: How about Nancy? She’s 

new. Let’s get her to do it!
You: Nevermind, I guess I’ll do it again.
If that sounds at all familiar, you need a se-

rious reboot of your leadership development 
and nomination process.  Here’s a few tips 
on how to get your leaders to line up to serve.

First:  Are you following your bylaws? Many 
organizational documents have a process for 
the activities of a  nominating committee. 
Also there are probably guidelines for as-
sembling a slate of officers and directors for 
an election. Is it working?  If not a revision 
may be in order. Term limits are a must to 
prevent a “clique” that discourages new ideas 
and leadership.

Side note:  Avoiding the careful manage-
ment of a nomination and  election  can cause 
serious problems within your group.  Ignor-

ing bylaws and proper, transparent practices 
can result in a challenge to your process.  It 
can even allow frustrated groups to build co-
alitions to fast track unvetted nominees into 
leadership. Sometimes this is done “from the 
floor” at the election.

Second:  You must consider WHY you are 
having trouble recruiting leadership.  Vague 
job descriptions, long, boring, unproductive 
meetings coupled with the burden of admin-
istrative work are all possible reasons leaders 
avoid, instead of flock to your organization.  
Start with a job description and then really 
look at the productivity of your time spent at 
the board table.  If you have a few people in 
the group who drive people away, first recog-
nize who they are, then deal with them.

Finally:  Are you taking full advantage of 
your Nominating Committee?  Generally 
composed of a variety of new and experi-
ence leaders, this team should always be 
on the lookout for competent and willing 
leaders and continually assess the Board for 
skill gaps that could be filled by a new board 
member. They should provide regular re-
ports of their progress. If when called a at a 
board meeting for a report, “we’re working 
on it” is an insufficient answer. Get confiden-
tial feedback on names of possible nonprofit 
leaders and follow the bylaws to ensure this 
is being done correctly. 

Using those suggestions, the next time your 
conversation may sound more like:

“Beth’s term is up on the board.  Which of 
the five candidates does the nominating com-
mittee recommend to fill her 3 year term?”

Now that’s more like it!
Harvey Gail, MBA is the President of Spire 

Management, an association management, 
nonprofit consults and event management 
company in Salem, Oregon. www.SpireMan-
agement.com or @HarvGail

Recruiting, Developing or Coercing?  How are 
You Finding Your Next Nonprofit Leader?

The Rainmaker opens Friday -- tickets are 
buy one, get one free Saturday, May 28 Rain-
maker.

A young woman fights against social con-
vention, her family and townspeople -- all of 
whom expect her to snag a man by whatever 
means necessary and get married. 

Although set in 1930s Kansas, this play in 
many ways showcases an early, and some-
what unexpected, feminist. Lizzie rebels 
against doing what men tell her to do. Her 
well-meaning but clueless brothers and fa-
ther attempts to marry her off are both pain-
ful and hilarious. Match.com would never 
have survived if these hapless matchmakers 
were involved. 

Enter a new man in town, Starbuck, who 
bills himself as the Rainmaker. He is charm-
ing, charismatic and slippery with the truth. 

He also is wise about the world, about wom-
en and Lizzie in particular. He claims he can 
save the drought-stricken Kansas through 
his magical powers of bringing much-needed 
rain to the town's ranches and farms. 

Although Lizzie is not taken in by his 
rainmaking claims, she is taken in by him. 
Audiences will see Lizzie connecting with 
this charming charlatan, as well as with the 
deputy sheriff, as this love triangle tries to 
untangle itself ... and Lizzie learns what she 
really wants out of life. 

BOGO!
Call the office or come to the theater door 

for buy-one-get-one-free tickets to the Satur-
day, May 28 performance.

The Rainmaker runs May 27 to June 18 and 
is generously sponsored by OregonWest Ex-
cursions.

See The Rainmaker 
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RICHDUNCANCONSTRUCTION.COM  | 503-390-4999

CALL TODAY TO SEE OUR DIFFERENCE CCB# 158330 WA# RICHDC928DE

EquitablE CEntEr Oak Park DEntal WallaCE rOaD ShEll
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STEPHEN G. TANDY
BROKER/SENIOR VP
503-566-5519

SPECIALIZING IN 
Homes On Acreage 
Custom Homes
Unique & Unusual Homes 
Farms & Ranches
Upper End Homes

"I Handle All My Own Listings!"
Standy.cboregon.com

Stop floundering, 
list with me this 

Summer
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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

Trey Graham has deep roots in the real 
estate business.  "I tagged along with by 
Dad "Chet Graham" on a lot of open houses 
when I was Kid." 
 Father and Son business relationships are 

the foundation of so many great  success 
stories. Chet is volunteer firefighter and 
Trey was a firefighter in High School.
Now Trey's 9 year old son tags along with 

his Dad on open houses too.
Trey has experience in new construction. 

From the lot to the builder to the right fi-
nancing, Graham and

his crew can help with all the details that 
make that new house happen. " I enjoy find-
ing out what the needs of my clients are and 
what drives them." Let's build it.
Trey Graham is part of the John L. Scott, 

Salem Family. His other job is raising his 
son. They do all the outdoor guy stuff..
Mountain biking, Camping and hiking.
They recently finished their first 10 mile 

bike ride together. 
Trey Graham is a certifited Seller Market 

Specialist.

Trey Graham 




