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BREAKING NEWS
Oregon Governor's Race

A variety of election-outcome combina-
tions could occur November 6, all revolv-
ing on three factors that will determine how 
business gets done in Salem: the governor’s 
race, the party make-up of the Oregon Legis-
lature, and Ballot Measure 104.

The governor’s race is a rematch between 
Gov. Kate Brown and Knute Buehler, a two-
term state representative from Bend. They 
first faced-off against each other in the 2012 
race for secretary of state, when, like today, 
Brown had the advantage of incumbency and 
a significant voter registration advantage. At 
that time, Buehler was a political newcomer, 
and has since demonstrated an ability raise 
money and win elections in a Democratic 
district. Recent polling suggests this might 
be the closest race for governor we’ve seen in 
a long time.

Control of the Oregon Legislature is also 
in question, however, it isn’t so much which 

party will control the Legislature, but by how 
much. The legislative map looks good for 
Democrats who are just one seat short of a 
supermajority in each chamber. If they are 
successful in achieving it, they can pass tax 
increases on a party-line vote. Republicans 
are hoping to keep their numbers the same 
or improve them.

More than 20 years ago, Oregon voters 
passed a constitutional amendment requir-
ing a supermajority vote on all revenue rais-
ing legislation. In recent years, legislators 
and their lawyers have found creative loop-
holes and made several attempts at rais-
ing revenue without a supermajority vote. 
Measure 104 will stop these hidden tax hikes 
by making it clear that “bills for raising rev-
enue” include all tax increases, changes in 
fees, or the elimination of tax exemptions, 
deductions, and credits. The measure would 
require a supermajority vote for all legisla-

tive attempts to dip into the pocketbooks of 
Oregonians.

Scenario #1: Kate Brown wins re-election 
and Democrats achieve supermajorities in 
both chambers of the Legislature. If this is 
the outcome of the election, it’s going to be 
a very long and painful two years for Oregon 
small businesses. Regardless of whether 
Measure 104 passes, we would essentially 
have unchallenged, one-party rule in Oregon 
and almost assuredly, major tax increases on 
Oregon businesses.

Scenario #2: Kate Brown wins re-election, 
the party make-up of the Legislature stays 
the same, and Measure 104 fails. This sce-
nario results in the status quo. Businesses 
will likely see some additional employer 
mandates from the state, and the Legislature 
will continue to find loopholes in the state 
constitution to generate new revenue (taxes).

See ELECTION, Page 5
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Incumbent Governor Kate Brown will face off against Republican challenger, Knute Buehler on November 6th

In a late-minute shift in the governor's 
race, Independent Party candidate Patrick 
Starnes on Tuesday announced he's drop-
ping out of the race and endorsing Gov. Kate 
Brown.

Brown in turn said she would support 
Starnes' primary issue -- campaign finance 
reform. She said she would pursue a con-
stitutional amendment to limit how much 
money can go into campaigns.

Brown, a Democrat, is in a tight race with 
state Rep. Knute Buehler, a Republican from 
Bend. Their race has become the most ex-
pensive political contest in Oregon history.

Follow Salem Reporter on Facebook or @sa-
lemreporter and watch our website for expan-
sive coverage of this development.
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The New 2018
Mercedes-Benz 

C-Class | C300 4MATIC
November 1 - Public Policy: 
Opportunity Zones

November 2 - Greeters Hosted 
By: Salem Business Builders 
Inc.

November 2 - Ribbon Cutting: 
1010 Wellness

November 5 - Forum Speaker 
Series 2018-2019 - November

November 9 - Greeters - 
Hosted by Union Gospel 
Mission of Salem

November 16 - Greeters 
Networking Hosted By: Studio 
3 Architecture

November 20 - SYP: Third 
Tuesday

November 23 - NO Greeters 
Networking - Happy 
Thanksgiving!

November 27 - Ribbon 
Cutting: Western Construction 
Systems

November 28 - Lunch with 
Leaders: Jim Orth

November 30 - Greeters 
Hosted By: Focus Consulting, 
LLC

Could it be Truffles, Seclusion, This 
80+ acres nestled in the trees could 
be your retreat!  Do you want to get off 
the grid? More than you expected. 17 
Fruit trees and 4 nut trees Pole Barn 
36x60 with 12x36 Loft.  Seasonal 
creek.  SELLER WILL CARRY WITH 
25% DOWN AND ACCEPTABLE 
TERMS. (737225)  Roger Elliott – 
503-569-5003

Watch the sunset from your deck 
when you build your dream home on 
this hard to find South East Salem 
Lot. This lot is perfect for a daylight 
basement home. Bring your builder or 
we have one to help you build! Buyer 
to due diligence on building. (737998) 
Roger Elliott – 503-569-5003

Watch the sunset from your deck 
when you build your dream home on 
this hard to find South East Salem 
Lot. This lot is perfect for a daylight 
basement home. Bring your builder or 
we have one to help you build! Buyer 
to due diligence on building. (737999) 
Roger Elliott – 503-569-5003

A PROJECT LOVER’S PARADISE!
Lg living rm with fireplace. Galley 
style kitchen. 3 bdrms, 1 bath, 1317 
sq. ft. Full, unfinished bsmt, not 
included in sq. ft. Corner lot with 
fenced yard. Close to park, bus 
line, school and shopping. $190,000 
(739070) Rick & Ande Hofmann, RE/
MAX Integrity 503-390-9660

BEAUTIFUL SOUTH SALEM HOME!
Master on the main in this 4 bdrm, 2 bath, 2,329 sq. ft home on .20 acre lot. Many 
amenities. Granite with cooktop island in kitchen. Vaulted master with jetted tub. 
Large laundry with lots of storage. Covered RV parking with gray water dump. Gas 
BBQ on back deck! Reduced to $385,000 (736075) Don Meyer, RE/MAX Integrity, 
503-999-2381

Curb Appeal! Comfortable home recently updated. Freshly painted walls and cabinetry, 
new countertops, sinks, faucets, lighting and laminate flooring. Stainless appliances, 
eating bar and nook. Formal LR and DR. Family room with gas fireplace opens onto 
covered patio and lovely large landscaped yard. Large side yard with small green 
house , rose and vegetable garden.  Only blocks from Clearlake School.  Move in and 
make this your home. (740293) Roger Elliott – 503-569-5003

IDEAL SOUTH SALEM LOCATION! 
Lots of character throughout! 
Fireplace, spiral staircase, many 
updates! 4 bdrms, 1.5 baths, 1440 
sq. ft on .14 acre lot. Large storage 
shed w/roll-up door. Gated RV 
parking. $259,900 (740112) Rick & 
Ande Hofmann, RE/MAX Integrity 
503-390-9660

21 ACRES IN SUBLIMITY!
Easy Hwy 22 access. 4 bdrm, 1.5 
bath, 1568 sq. ft. ranch style home. 
21 ACRES with home back off the 
road. Barn, shop, 2 machine sheds & 
chicken house. Irrigation water rights 
included. $595,000 (740371) Rick & 
Ande Hofmann, RE/MAX Integrity 
503-390-9660

Happy Thanksgiving!

As we gather together 
this Thanksgiving with 
family and friends, may 
we all give thanks for the 
numerous blessings of 
this life and especially 
the blessing of being an 
American where there is 
the promise of freedom 
and a better tomorrow. 

When it’s time for us all to sit down and en-
joy our Thanksgiving dinners, Election Day 
will be sufficiently behind us. Thank good-
ness! And along with it, the high-strung, 
emotion- filled campaign season will be be-
hind us. Hopefully, we can also put behind 
us that black cloud of anxiety, tension, vitriol 
and fear that tainted both the national and 
statewide 2018 campaign season over these 
past several months.

Of course, not everyone will be happy with 
Election Day results and some individuals 

may not be ready just yet to break bread with 
those holding opposing views. Americans, 
and especially Oregonians, are tremendously 
polarized on key issues, but maybe, just may-
be, Thanksgiving Day will be an opportunity 
to take a deep breath, put the anger behind, 
and reach across the table, or across the 
room, and begin the healing process, a pro-
cess that will take some time.

As a former state representative and for-
mer county commissioner, I know it is pos-
sible to come together with people who are 
on the opposite side of issues, even when the 
issues are those that strike at the heart of 
personal principles, one’s faith and personal 
experiences.

It has saddened me over the past several 
years to watch politics in Oregon being driv-
en more and more by winning at all costs 
instead of being driven by the desire to be a 
public servant who will uphold our United 
States Constitution and the Oregon Consti-
tution.

But the healing has to begin and it can be-

gin with each and everyone of us, whether an 
elected official, government employee or pri-
vate citizen, at our own Thanksgiving table. 

Sure, a lot of people are skeptical the politi-
cal environment will change any time soon, 
or even in their lifetime some might say. And 
many voters have given up on voting believ-
ing their vote does not count. Those are not 
reasons for us to give up though.

We all know when family members and 
close friends gather , diverse backgrounds, 
diverse personality types, and diverse politi-
cal positions are all well represented around 
the table. Some conversations can be diffi-
cult and   we’ve heard the advice before: Stay 
away from discussing politics and religion. I 
say, “Why?” If you can’t discuss those impor-
tant issues with family and friends who can 
you talk to about them? Besides, in the midst 
of all this diversity around the table, there 
is one truth: Everyone shares more in com-
mon than what they differ on. By focusing 
on that common ground through respect-
fully listening to others’ ideas, opinions and 

reasoning, trust is built and relationships are 
strengthened. Dinner conversation can turn 
from complaining about problems to solving 
problems.

So why not take a chance by starting the 
healing process for America as you gather 
together this Thanksgiving? Take the chal-
lenge, be the one in your family or in your 
circle of friends to pull everyone together 
and begin the conversation for a better to-
morrow.

May you and yours have a very happy, 
peaceful Thanksgiving! May this Thanksgiv-
ing be a new beginning for Oregon and for 
America. May we all look inward and deter-
mine to be more caring, more respectful and 
a better example of what America stands for 
in our own family, among our friends and in 
our community.

Patti Milne, retired Marion County Com-
missioner and State Representative can be 
reached at 503.551.5590. Watch Patti on 
CCTV’s MomsMatters. 

PATTI MILNE
PEOPLE, 

PLACES & 
POLITICS

Begin The Conversation For A Better Tomorrow
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Election

Scenario #3: Kate Brown wins re-election, 
the numbers stay the same in the Legisla-
ture, but Measure 104 passes. Because bi-
partisanship would be required to achieve a 
three-fifths vote on any bill that raises rev-
enue for the state, compromise would be es-
sential. We could expect fewer bad bills for 
employers, but tax increases might not be 
completely off the table in order to balance 
the state’s budget.

Scenario #4: Knute Buehler wins the gov-
ernor’s race, the numbers stay the same in 
the Legislature (or Republicans pick up a 
seat or two), and Measure 104 fails. Here is 
where things start to get interesting. With 
the veto pen in hand, Buehler could force 
compromise the likes of which we haven’t 
seen in Oregon for decades. Oregon has an 
opportunity to address its ongoing budget 
problems, including public pension reforms.

Scenario #5: Knute Buehler wins the gover-
nor’s race, and Democrats achieve superma-
jorities in both chambers. This is another 
interesting outcome. There is both potential 
for political gridlock and great compromise. 
Legislative outcomes will all depend on who 
bends first – the Democratic Legislature or 
the Republican governor, because Measure 
104 won’t play a factor here.

Scenario #6: Knute Buehler wins, the 
numbers stay the same in the Legislature 
(or Republicans pick up a seat or two), and 
Measure 104 passes. With Buehler being 
pro-business, and with Measure 104’s pas-
sage, he would only have to threaten a veto 
on legislation lacking broad bipartisan sup-
port. Compromise would still be necessary 
to get anything done, but businesses could 
probably breathe a sigh of relief that at least 
there would be some stability on taxes and 
regulations for the next few years, and that 
long-term, a higher bar will always be re-
quired for bills that require Oregonians to 
fork over more of their hard-earned dollars. 

Anthony K. Smith is Oregon state director for 
the National Federation of Independent Busi-
ness.

Anyone with experience in 
commercial real estate or 
the building industry, espe-
cially in Salem and the Mid-
Valley, has lived through 
some rocky times. Monitor-
ing economic and political 
trends and trying to predict 
the direction interest rates 
will go is a critical part of the 
job. These rates significant-
ly influence property values.  
Historically, interest rates 
have fluctuated dramati-
cally. In the late 70s and 
early 80s, interest rates sky-
rocketed. This made it ex-

tremely expensive to buy commercial property. 
Eventually, the rate normalized, but it served as 
a reminder of the unpredictability and fickle na-
ture of the economy.  
Back in the 1980s, the rise in interest rates was 
so dramatic that it quickly had a big impact on 
commercial property values. When rates al-
most double in five months, this creates market 
insecurity. After all, why would you purchase 
expensive commercial properties when there 
is a chance that the interest rate will rise or fall 

significantly?  
Some commercial property types are more sen-
sitive than others to these changes. Net lease 
properties (where a tenant pays a fixed monthly 
rent and some or all of the property expenses) 
are more affected.  

Fortunately, the current interest rate has been 
changing slowly and moderately causing a less 
pronounced impact on property values. The 
decline of the prime interest rate in the 80s 
continued for decades, exerting its own positive 
impact on the current real estate market.  
The economy and the overall demand for com-
mercial real estate comes into play in this envi-
ronment. When demand is strong (and prop-
erty values are rising), investors will still want to 
buy commercial properties. This is the case even 
when interest rates are rising.

See INTEREST, Page 18

ALEX RHOTEN
PRINCIPAL 
BROKER,  

COLDWELL 
BANKER 

COMMERCIAL 
MOUNTAIN 

WEST 
REAL ESTATE

How Interest Rates Impact 
Commercial Property Values 

Lower interest rates 
can help stimulate 

people to buy 
property.
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John L. Scott Real Estate
Salem 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

SIMPLY TYPE IN YOUR
 BROWSER JLSAPP.COM

• Comprehensive Property Details w/Photos
• Built In Sharing Tools
• Driving Directions
• Mortgage Calculator

Call for Pricing Information

1515/1535 LIBERTY STREET SE 

22 PRIVATE OFFICES TOTAL

26 PARKING SPACES

8,708 SQ FT

Prime Medical or Professional Office

THE PERFECT DOWNTOWN SALEM LOCATION

Exceptionally maintained office building with great location in the heart of Salem- only 
minutes from the Salem Hospital. Perfect for any doctor or dentist or use as traditional 
office space. Own one side and lease the other? Total of 22 offices (5 have sinks), fin-
ished partial basement, 2 bathrooms per side, ample parking with 26 parking spaces, 
exterior signage and outstanding visibility on Liberty. A true gem of a property!

Special 100% Financing available for certain medical practitioners, subject to their qualifications.
Businesses that meet SBA criteria may be able to put as little as 10% down.

AJ Stoll - Real Estate Broker 
503.580.4004
aj@realsavi.com

Exclusive listing presented by AJ Stoll, Real Estate Broker

www.LibertyStreetOffice.com

Each month, I feature 
a different nonprofit 
leader. This month, I 
interviewed Priscilla 
Sattergren, Director of 
Connections365, a non-
profit, youth services 
agency. Connections365 
provides youth in their 
programs with case man-
agement, counseling, 
educational services and 

skill building. I had the opportunity to at-
tend the organizations breakfast fundraiser 
called “Bridging the Gap” a week ago. Based 
on all the people in the room and the emo-
tional testimony from the speakers, I can 
see that Connections365 is a great organiza-
tion. They do such wonderful things for our 
children and families.

Tell us about your non-profit:

At Connections365 we offer a variety of 
services and support. We provide therapeu-
tic foster care for youth referred through 
various programs, mentoring services for 
youth who need additional care in the form 
of a mentor, and mental health services 
which are dedicated to youth and families 
who find themselves in need of counseling 
and case management services. We also 
have two on-site residential treatment pro-
grams.

How did you get into the role? How did 
you find yourself in leadership in the or-
ganization?

Almost five years ago, I was blessed with 
the opportunity to serve on the board of di-
rectors for this amazing organization. In a 
very short time, I fell in love with the mis-
sion and its values. It's been an honor and a 
privilege to continue to serve the communi-
ty and provide support to this organization.

What experiences best prepared you for 
this role?

As a mom of three kids, I have always had 
a heart for children. I looked into many 
roles to be able to provide support, such as 
foster parenting, CASA advocate, as well as 
mentoring.

What is difficult about your nonprofit 
leadership role? What is easy?

Making time to support the organization 
appropriately can be a challenge but mak-
ing decisions that support the desired out-
come for the organization is always easy.

What have you uniquely contributed to 
your organization?

I have been through a few positions on the 
board in my tenure. I think that my "posi-
tive, can do, get things done attitude" has 
contributed to the success of our board.

What are you looking for in future lead-
ers in your group?

We would love to add a specific set of skills 
to support the organization as well as the 
board. Experience in administration, fi-
nance and other professional skills would 
benefit the growth of our board. 

Is there anything else you would like to 
add?

I have been a resident of the mid-Willa-
mette valley my whole life; most of it Sa-
lem. With over 20 years as an artist in the 
community, be it as a musician, actor or di-
rector. I treasure it deeply and it has been 
deeply rewarding. I am honored to carry the 
leadership flag, if even for a short while. I 
believe we provide a vital component to the 
culture and community of Salem, Oregon.

What others say about Priscilla:

“As Board President, Priscilla is a great 
leader who is passionate about the needs 
of children, youth and families. Her pas-
sion and hard work have assisted Connec-
tions365 in increasing our capacity to fulfill 
our mission of helping people develop hope 
for a healthy future.”-  Debby Lute, Executive 
Director, Connections365

If you want to learn more about Connet-
ions365, go to www.Connections365.org or 
call (503) 588-5647.

Inspiring Leaders and Non-profits

HARVEY GAIL-
SPIRE

MANAGEMENT

An interview with Priscilla Sattergren, Connections365

That’s it for this month. Are you a volunteer leader 
of a nonprofit or association? If you or someone you 
know would like to be featured in my column, email 
me at harvey@spiremanagement.com

G. Harvey Gail is president of Spire Management, an association management, event planning and 
consulting firm located in Salem, Oregon. www.SpireManagement.com , @HarvGail.
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With the holidays - Hal-
loween, Thanksgiving, 
and Christmas – ap-
proaching, our thoughts 
often turn to others, our 
family, our friends, and 
those in need. As a rule, 
Americans tend to be gen-
erous. From dropping our 
change in those Plexiglas 
containers at the grocery 
store to the Gates Foun-

dation’s contributions around the world, we 
have the intention of helping those who we 
assume are less fortunate than we are.

The amount given to a charity will depend 
on your intention and on the amount, that 
you feel you can or want to give. Dropping 
your change into a box at the grocery store 
because it’s easy and you feel that it may be 
helping someone may be the extent of your 
giving and that is fine. However, if giving do-
nations is something that you do on a regu-
lar basis you may want to know if the money 
donated is really meeting its stated purpose. 

A simple web search may tell you if the char-
ity is really doing what it advertises and what 
portion of the donations reach the folks in 
need. Charity Watch and even the Better 
Business Bureau list charities and offer in-
formation that may be useful.

When we consider donations larger than 
loose change there are several things to con-
sider. Our tax system is based on incentives; 
we receive deductions and credits because 
Uncle Sam would like us to behave in a cer-
tain way. With that in mind, donations to a 
qualified charity are deductible. That is, they 
are deductible if you itemize rather than take 
the standard-deduction. As the new tax law 
in effect for 2018 has raised the bar for item-
izers as it doubled the standard deduction 
and limited mortgage and state tax deduc-
tions to $10,000. The doubling of the stan-
dard deduction means that a married couple 
would need deductions exceeding $24,000 
this year to itemize.

And keep in mind that this year you can 
still make contributions from your IRA di-
rectly to a qualifying charity without paying 
income tax and it will count towards the re-
quired distribution. Of course, the deduction 
goes away but it is still a viable strategy for 
many.

Some of the more sophisticated techniques 
for charitable giving will be integrated with 
your estate plan and may include a trust of 

some kind. In a Charitable Remainder Trust 
the donor receives an immediate tax deduc-
tion and an income stream for several years 
with the remainder in the trust going to the 
charity. A simple alternative to the Remain-
der Trust would be a Charitable Gift Annuity, 
where the donor enters into an agreement 
with the charity to receive payments over a 
specific period with the balance staying with 
the charity. A Charitable Lead Trust works 
the other way - the charity receives payments 
for a fixed period and the remainder goes to 
the beneficiaries of the trust. There are sev-
eral variations of these trusts, so selection 
should be based on the donor’s needs, and 
the trust should be drafted by the donor’s es-
tate planning attorney.

There are a couple of planning vehicles 
that may accomplish family goals as well as 
benefit a charity. A family foundation may 
provide the opportunity to involve several 
generations in the decisions on how to best 
distribute the money and allow values to be 
handed down from one generation to the 
next. Family foundations can  be expensive 

to set up, but they do allow for more flexible 
giving than does the trust mentioned above.

Another method to involve the family is to 
set up a donor advised fund. These funds are 
turnkey, meaning most financial institutions 
offer them and there is no need to have your 
attorney draft the documents. The Donor 
Advised Fund can provide a family an excel-
lent opportunity to engage children in the 
value of giving and instill family values.

There are many good local organizations 
that benefit our community and I am more 
inclined to give locally. Should you have a 
specific charity that you would like to sup-
port, your advisors can help you make the 
most of your gifts and perhaps introduce you 
to organizations that help in areas you are 
passionate about. Let me mention one, The 
Salem Fire Foundation, working to improve 
cardiac arrest survival rates. I happen to be 
on the board. There is no shortage of good 
causes in our are if you are motivated to help. 
Happy Giving.

Charitable Intentions

RAY SAGNER
FINANCIAL 
COLUMNIST

Ray Sagner is a Certified Financial Planner™ professional with The Legacy Group, Ltd, a fee only Registered 
Investment Advisory Firm, in Salem. Ray can be contacted at 503-581-6020, or by email at Ray@TheLegacy-

Group.com You may view the Company’s web site at WWW.TheLegacyGroup.com

The purpose of this article is to inform our readers 
about financial planning/life issues. It is not intended, 
nor should it be used, as a substitute for specific legal, 
accounting, or financial advice. As  advice in these dis-
ciplines may only be given in response to inquiries re-
garding specific situations from a trained professional.

Should you have a specific charity that 
you would like to support, your advisors 
can help you make the most of your gifts
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(SALEM, Ore.) — The Hallie Ford Museum 
of Art is pleased to present a new exhibition, 
“Enrique Chagoya: Reverse Anthropology, 
From the Collections of Jordan D. Schnitzer 
and His Family Foundation”. The exhibi-
tion will open November 3 and features 28 
works by Enrique Chagoya (American, born 
Mexico, 1953), an internationally recognized 
printmaker who teaches at Stanford Univer-
sity in California. Organized by director John 
Olbrantz, the exhibition features a range of 
deceptively subversive prints that explore is-
sues of immigration, colonialism, the econ-
omy, the government, the commodification 
of art, and the recurring subject of cultural 
clash that continues to riddle contemporary 
life. The exhibition continues through Janu-
ary 27, 2019 in the Study Gallery and Print 
Study Center. Some of the artwork in the 
exhibition contains mature themes; parental 
discretion is advised.

Chagoya’s provocative works incorpo-
rate diverse symbolic elements from Pre-
Columbian mythology, Western religious 
iconography, and American pop culture. He 
has frequently used his prints and codices 
to critique how history has been written by 
cultures that have colonized or obliterated 
others. Chagoya has termed this “reverse an-
thropology,” and he uses complex visual and 
textual narratives to reexamine traditional 
accounts about culture and inheritance.

Over the years, Chagoya has been featured 
in numerous solo and group exhibitions 
throughout the United States, including the 
Fine Arts Museums of San Francisco, Stan-
ford University, the Nevada Museum of Art, 
and the Hallie Ford Museum of Art at Wil-
lamette University, and his works are held 

in the collections of the Metropolitan Mu-
seum of Art, the Museum of Modern Art, the 
National Museum of American Art, the Art 
Institute of Chicago, the Fine Arts Museums 
of San Francisco, the Los Angeles County 
Museum of Art, and the San Jose Museum of 
Art, among others. The Jordan D. Schnitzer 
collection in Portland, Oregon, in particular, 
is especially rich in Chagoya’s work.

"I am pleased to continue the exhibition 
partnership with the Hallie Ford Museum of 
Art. Enrique Chagoya helps all of us under-
stand our multicultural world better! He is a 
master of imagery satire and societal stereo-
types that we all need to better understand," 
states Jordan Schnitzer.

Drawn from the extensive collections of 
Jordan D. Schnitzer and His Family Foun-
dation, the Chagoya exhibition has been 
organized as a companion exhibition to 
“Witness: Themes of Social Justice in Con-
temporary Printmaking and Photography 
from the Collections of Jordan D. Schnitzer 
and His Family Foundation,” currently on 
view at the museum through December 20.

Financial support for the exhibition was 
provided by funds from Jordan D. Schnitzer 
and His Family Foundation, and by general 
operating support grants from the City of 
Salem’s Transient Occupancy Tax funds and 

the Oregon Arts Commission.

Enrique Chagoya: Reverse Anthropology, From the Collections of 
Jordan D. Schnitzer and His Family Foundation

Enrique Chagoya (American, born Mexico, 1953), “Illegal Alien’s Guide to Somewhere Over 
the Rainbow,” 2010, Ed. 13/30, color lithograph with chine collé, 24.75 x 40.75 inches, collec-
tion of Jordan D. Schnitzer, 2011.176. Photo: Strode Photographic LLC.

Enrique Chagoya (American, born Mexico, 1953), “The Pastoral or Arcadian State: Illegal 
Alien’s Guide to Greater America,” 2006, Ed. 18/30, lithograph, 23.75 x 39 inches, collection 
of Jordan D. Schnitzer, 2006.446. Photo: Strode Photographic LLC.

Enrique Chagoya at work in his studio, 
2009. Photo: Eugenio Castro.
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Come by the 
Reed Opera 
House and try 
our amazing 
restaurants
189 Liberty St. NE
Salem, Oregon 97301  
reedoperahouse.com

Sisters
Irish 

Bistro

503 
Sushi 

Bar

Chira’s 
Restaurant 
& Catering

Little Cannoli Bakery

The incredibly talented Edna Vazquez is 
performing live at Western Oregon Univer-
sity! All proceeds from the show will support 
World Beat's Year-Round Programs.

Edna Vazquez is a fearless singer, song-
writer and guitarist whose powerful voice 
and musical talent enchant and transcend 
the boundaries of language to engage and 
uplift her audience. She is a creative melt-
ing pot with a vocal range that allows her to 
paint seamlessly with her original material, 
an intersection of folk, rock, pop and R&B. 
Edna's passion for music and performance 

grew from her bicultural background and, 
with songs deeply rooted in universal hu-
man emotion, she has traveled far and wide 
spreading her message of light, love and cul-
tural healing.

Edna is currently performing with her band 
in support of her most recent release, Sola 
Soy, and writing new music for an album to 
be released in 2018. The Edna Vazquez Band 
features William Seiji Marsh on lead guitar 
(Lost Lander, Cherry Poppin Daddies), Gil 
Assayas on keys (GLASYS), Milo Fultz on 
electric and upright bass (3 Leg Torso) and 

Jesse Brooke on drums and percussion (Trio 
Subtonic).

Edna Vazquez is one of those rare artists 
whose work touches your soul and makes 
you want to dance - often at the same time. 
She recently returned from touring with Pink 
Martini - that's how amazing she is!

Over the past 21 years, Salem Multicul-
tural Institute has brought people together 
through music, dance, food and art. World 
Beat is a beloved tradition and needs your 
support to continue their work.

See you at the concert!

Edna Vazquez: A Benefit Concert for World Beat
Support the Salem World Beat and Gallery!

EVENT INFO:
Edna Vazquez: A Benefit for World Beat

Western Oregon University
Werner University Center Pacific Room

Saturday, November 10, 2018 7:30pm

$25.00 General Admission Tickets
$15.00 Student Tickets (with student ID)
$35.00 Premium Admission

Tickets Available Online at:
ednavazquez.brownpapertickets.com

Learn More at: ednavazquez.com

PRESENTS
The Verona Studio’s latest production, 

Strindberg classic “Miss Julie”, takes wing in 
late November. It will feature Verona new-
comers Belladina Starr and Penelope Bays 
as well as theatre co-founder Seth Allen. The 
production is directed by Gregory Jolivette. 
In Strindberg’s classic drama, the mistress of 
the house, Miss Julie, and her servant , Jean, 
play a dangerous game of seduction in an 
effort to relieve themselves of their trapped 

existences. Using everything in their arsenals 
from sex to money, the two battle each other 
in a struggle for power and escape.

Written by August Strindberg
Translated by Michael Meyer
Directed by Gregory Jolivette
Assistant directed by Joyce Gardner Kemp 
Featuring: Penelope Bays, Seth Allen and 
Belladina Starr

“Miss Julie” Soars at The Verona Studio

When:
8pm: November 29, 30 & December 1,6 ,7,14,15
2pm matinee performances: December 8 & 15

Where:The Verona Studio The Reed Opera House, Suite 215 189 Liberty Street, NE, 
Salem, OR, 97301

Cost: $20.00 per ticket. No reserved seating.

Tickets: missjulie.brownpapertickets.com or call (805) 657-7538

I admit it - I love social 
media. I enjoy seeing peo-
ple’s pictures, jokes and life 
updates. I also like to post 
and interact frequently. I 
usually opt for pictures of 
my Dachshunds Apple and 
Otto, the children or me 
and my husband when we 
dress up. I avoid posting 
pictures of my unfortunate 
cooking disasters, crazy 
hair days or some vague 

mention of a bad day. I’m glad there wasn’t 
Facebook when my children were little be-
cause they cried all the time and I probably 
wouldn’t have found a moment when they 
weren’t teary-eyed and red-faced.

Figuring this was everyone’s strategy, I was 
surprised when I heard that a friend took 
himself completely offline because he found 
it was making him depressed and insecure. 
He had what is called FOMO (Fear Of Miss-
ing Out) and often found himself dissatisfied 
in comparison to others. It occurred to me 
that he might have thought that Facebook 
represented someone’s actual life.

As I researched this issue and talked to 
friends, it became evident that one of the 
more common and unfortunate conse-
quences of having a predominantly online 
social life is the phenomenon of “social me-
dia envy.” Social media envy occurs when 
you become jealous of someone else’s life 
as portrayed through their social accounts. 
The cause of the jealousy could stem from 
seeing vacation pictures, happy families or 
glamorous party pictures. Ultimately, social 
media envy is a real problem and can lead to 
depression and a diminished self-worth. You 
may discover that even you can’t live up to 
your own online life with “photoshopped” 
and enhanced pictures where you look far 
better online than in person. If you find your-
self constantly comparing yourself to your 
screen friends and feeling inadequate, you 
probably have a case of the “envies.”

So, how do you prevent, or at least avoid so-
cial media envy? Here are a few ideas:

1) Unplug – the simplest solution to 
the problem. This is not an easy thing 
to do, especially if you use social media 
for work, but it can be the quickest way 
to fix your mood. If you don’t see any 
posts, you can’t be jealous right?

2) Unfollow – Is someone making 
you particularly envious? Maybe it’s 
successful college friends, a former 
love interest or work colleagues. You 
can unfollow people without unfriend-
ing them.

3) Schedule – If you are using social 
media for work, either posting, man-
aging accounts or monitoring, you 
may want to try to use a social media 
schedule. If you stick to a set sched-
ule, you are less likely to find yourself 
scrolling down a page. Try to focus on 
doing your work, then closing out the 
app. Don’t get caught in the social me-
dia trap.

4) Remember – Remember that 
most people are using social media as 
a tool to show off their best selves. You 
still might have FOMO, but that’s just 
a small sliver of their lives. They don’t 
look that way most of the time, they 
are probably working hard for that va-
cation 11 months out of the year and 
their kid probably had a melt-down af-
ter that pretty picture in the park.

Mary Louise VanNatta, APR, CAE is the CEO 
of VanNatta Public Relations a PR, Consulting 
and Event Planning firm in Salem, Oregon. Pr-
salem.com

MARY LOUISE 
VANNATTA
TELLING 

YOUR STORY

SOCIAL MEDIA ENVY Living a Photoshopped Life

  

Salem Police Foundation

Breakfast with the Chief
Wednesday, February 20, 2019

at the Salem Convention Center

To receive an invitation to this
FREE event, sign up at
www.salempolicefoundation.org

  

Save 
the 

Date
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Nestled in the countryside southeast of 
Scio is a small family run business called 
Snow Creek Meadows, making soap and oth-
er products out of goat milk. This mom and 
pop enterprise, headed by Mark and Jennifer 
Wood, stays plenty busy, but their teenage 
daughters are part of the workforce too; 16-
year old Mikayla and 14-year old Courtney. 
The girls do their schoolwork from home 
as students of the tuition-free online public 
school Oregon Connections Academy.

Having their daughters enrolled in Oregon 
Connections Academy gives the Wood fam-
ily more flexibility to manage their students’ 
time between schoolwork, the family busi-
ness, and activities.

“If we take a business trip out of town, of-
tentimes the kids go with us, learning how we 
do business,” explained Mark Wood. “They 
still get all their school work done, they just 
have to do it during nontraditional hours. It’s 
worked very well for our family.”

“Being able to watch my parents earn a liv-
ing versus other kids who just witness their 
parents drive off to work, has taught me the 
value of hard work and what truly goes into 
earning a living,” said Mikayla. “Most kids 
don't see how hard their parents work, but I 
am blessed to be an active part of how hard 
we all work as a family.”

Things weren’t always this hectic. When 
the girls were much younger, the family only 
had a few goats, chickens, and the usual dogs 
and cats roaming around their five-acre par-
cel. Eventually, there were lots of goats pro-
ducing milk. So, what happens when your 
family doesn’t like the taste of goat milk?

“We experimented making cheese, which 
we only provided to friends and relatives 
because we didn’t have the right facilities,” 
said Jennifer Wood. “So we researched mak-
ing soaps and lotions. Mark did his research 
and mastered making soap, and I created my 
own recipe for our lotions and body butters.” 

There are currently around ten goats in the 
herd, including five milkers and one buck, 
all dairy goat breeds; Toggenberg, Laman-
cha and Nubian like Ebony who stopped for 
a glamour shot in the photo with the Wood 
ladies.

Snow Creek Meadows is celebrating their 
ten-year anniversary this year. It was a hob-
by business the first year, producing around 
100 bars of soap and a  few gallons of lotion. 
“This past year we produced about 50,000 
bars of soap, possibly 100 gallons of lotion,” 
said Mark Wood. “When sales increased af-
ter offering our products at Costco.com we 
had to find additional milk elsewhere.”

Each girl specializes in one area of the busi-
ness. “Mikayla is quite the boss to work with 
when making soap,” said Jennifer Wood. 
“She typically makes almost a thousand bars 
of soap over a four-hour period. When she’s 
making soap, generally with another person, 
she barks out orders and keep us on track. 
Courtney helps remove the soaps from the 
molds and cut the bars.”

Education is a priority for these two young 
ladies. Mikayla is a junior at Oregon Con-
nections Academy, serves Student Govern-
ment Vice President, and Co-President of 
the school’s National Honor Society chapter. 
The family enrolled Mikayla in Oregon Con-
nections Academy after a bullying experience 
in middle school. This summer, Mikayla cre-
ated a bullying prevention platform when 
she won Miss Teen Oregon International.

Courtney, a freshman, is a budding pho-
tographer who enjoys music. She’s enrolled 
in Oregon Connections Academy’s Advance-
ment Via Individual Determination, or AVID 
program, which supports students all the 
way through high school who hope to go on 
to college.

The company motto is: “Our Goats Care 
About You”, and Jennifer Wood said the hu-
man workers also care about their custom-

ers. “Our products have many health benefits 
because they’re completely natural, loaded 
with vitamins, minerals, and proteins. 
They’ve been known to help people with skin 
problems, even patients undergoing cancer 
treatments report positive results from our 
soaps and lotions.”

“With a large part of the world becom-
ing more health conscience this industry 
will continue to grow,” noted Mark Wood. 
Health care is a common theme in this fam-
ily. Both Mark and Jennifer Wood work as 
Computed Tomography (CT) Technologists 
at local hospitals. Mikayla, is part of Oregon 
Connections Academy’s new Ascend Career 
health services program, hoping to become 
a certified medical assistant before gradua-
tion. Mikayla is exploring careers in either 
pediatrics or child psychology.

Jennifer Wood said having her children 
engaged in the family business gives them 
many learning opportunities. “They see that 
we spend a lot of money for product and sup-
plies before we even get a penny back from 
sales,” said Jennifer. “They see that we have 
to watch our bottom line financially. The 
girls make an actual paycheck from the busi-
ness so they see how taxes are removed and 
how a check isn't exactly what you always ex-
pect it’s going to be.”

“The benefits of being around the fam-
ily business involve learning hands-on how 
start a business and also keep one running,” 

said Courtney Wood. “I've learned sales, pro-
duction and other skills that will help me in a 
variety of jobs later in life.”

The children also learn to give back. Under-
sized bars of soap the family can’t sell are do-
nated to faith-based charitable organizations 
to help the homeless, elderly residents, and 
military families. “The heartwarming stories 
we hear about how these donations are mak-
ing an impact on others are what mean the 
most to us,” said Mark Wood.

Find out more at OregonConnectionsAcad-
emy.com or SnowCreekMeadows.com.

The Family That Learns Together and Earns Together
“Tis the season”— or 

soon will be — for us to 
give our personal sup-
port to our local nonprofit 
organizations. We com-
monly call 501(c)(3) or-
ganizations “nonprofits” 
(NPOs), but I recently dis-
covered a term I like bet-
ter: “Community Service 
Businesses.”

Nonprofits are indisput-
ably in the business of community service.  
We expect them to, in a sense, perform 
miracles — while at the same time we ex-
pect them to be very businesslike and cost-
effective in their operations.

But think about it for a second: NPOs are 
mission-driven rather than profit-driven.  
So they can be, unlike most for-profit 
businesses, uncomfortably unfamiliar with 
giving full focus to “the bottom line.” 

We donors/supporters need to hold our 
NPOs to a certain standard of business pro-
ficiency, but we also need to help make sure 
they’re successful.  Their success bodes well 
for us local residents, too.

We all ought to do more to help them. We 
have, as my report card in grade school used 
to point out to my parents, “room for im-
provement.” As it is now, most of us expect 

our NPOs to reach out to us, rather than 
for us to reach out to them. Yet when they 
do, because they have to, we can tend to see 
them as “always begging for money.”

I ask that we turn the tide and do things 
differently from how they’ve typically been 
done before. Let’s us, as donors, go to our 
local NPOs instead of expecting them to 
come to us.

It’s helpful to see the justification for this 
change by reading this unsettling statistic, 
derived from the Fundraising Effectiveness 
Project, which included over 16,000 non-

profit organizations of generally small to 
mid-size in its study: “Comparing the first 
six months of 2018 with those of 2017, total 
donors were down 6.6%; new donors were 
down 9.2%; and new retained donors were 
down 18%.”

Further, I’ve learned that during the past 
decade overall donor retention rates have 
been below 50% — and they continue to de-
cline.  The overall rate now stands at 45.5%.  
New donor retention is only 23% (!), and re-
peat donor retention is a rather paltry 60%.  
According to nonprofit expert Penelope 

Burk, “Donor attrition is the #1 problem in 
fundraising today.”

Clearly, our nonprofits need us more, as 
they have ever more “community service” 
work to do on our behalf. However, while 
we expect them to do more, we ourselves 
are doing less — we’re going in the wrong 
direction.

There’s an event coming up soon we 
should plug into: “#Giving Tuesday” (GT).  
I did some elemental research into GT and 
found out that it’s a global day of giving fu-
eled by the power of social media and col-

laboration.  GT purports to “kick off the giv-
ing season,” and its common purpose is to 
celebrate and encourage giving.

A primary intention of GT is that people 
“bring about real change in their commu-
nities.” So while it’s national — even inter-
national — in scope, it’s clear we citizens 
should focus intently on “local” Salem-Keiz-
er needs.

#Giving Tuesday” was set up to follow 
Thanksgiving and the shopping events 
known as Black Friday and Cyber Monday.  
How about if we “give thanks with money" 

to our local NPOs as part of our Thanksgiv-
ing celebration? Participate in the “shop-
ping” on Friday and Monday if you want but 
then be sure to also shop for our local NPOs 
on #Giving Tuesday.

Make a serious effort to contact the NPOs 
that are among your favorites — and some 
others you may not be very familiar with, 
too.  Ask them what they need and how you 
can help, whether it be with time, donated 
items, and/or — especially — a financial 
donation. You can likely get contact infor-
mation online and be able to do some in-
vestigation into your potential investment.  
Please take a bit of “NPO time” and search 
for information about our “locals.”

The Statesman Journal used to publish, 
as a community service, a compelling 
NPO-oriented publication titled “Catalog 
of Giving.” I miss it. The Catalog was last 
published in 2016; I kept an “original” of 
the November 2015 publication, which then 
included information on 130 nonprofits.

In 2015, the newspaper asked its readers 
to “Please peruse the catalog and search for 
the right match for you and your family. 
So many nonprofits are in need of tangible 
donations, everything from kitty litter to 
refrigerators to mittens to pickup trucks. 
The range is wide and the need is deep.”

See GIVING, Page 18

CRAIG CLINE
 NON PROFIT 
ADVOCATE

GIVING TUESDAY - AND ON ALL THE OTHER DAYS 

RECYCLE RIGHT
M I X E D  R E C Y C L I N G  G U I D E

Plastics 
Bottles 

Jugs 

Plásticos 
Botellas
Gallones 

EMPTY, CLEAN, DRY VACÍO, LIMPIO, SECO

mcRecicla.net | mcRecycles.net  
Se habla español  |  503.365.3188

PUBLIC WORKS  
ENVIRONMENTAL SERVICES

There may still be opportunities to recycle some items 
that can not be placed into the mixed recycling roll cart.  

Visit mcrecycleguide.net to learn of other  
possible options.

Todavía puede haber oportunidades para reciclar 
algunos artículos que no pueden colocarse en el 
bote del reciclaje mixto. Visita mcrecycleguide.net 
para conocer otras opciones posibles.

Metal 
Steel (tin) cans

Aluminum cans

Metal 
Latas de acero (estaño)
Latas de aluminio

Paper & Cardboard 
Office paper/junk mail 

Cereal-type Boxes    
Greeting Cards  

(no foil or glitter)
Magazines

Newspaper
Phone Books

Paperback Books
Paper Bags
Cardboard 

Paper

Papel y Cartón
Papel de oficina/ Correo no Deseado 
Cajas de cereal 
Tarjetas de felicitación  
(sin aluminio o glitter)
Revistas
Periódicos
Libros telefónicos
Libros de tapa blanda
Bolsas de papel
Cartón 
Papel

May consistent and generous “Giving While 
You’re Living” become your new normal.



Page 16 Salem Business Journal November 2018 November 2018 Salem Business Journal Page 17

Los� in t�e co���s�o� of se���n� or 
le����g yo�� co���r��a� p�o��r�?

LET US BE YOUR GUIDE

960 Liberty Street SE, Suite 250 
Salem, OR 97302

 
(503) 588-3508

 
www.cbcre.com

CONTACT

Coldwell Banker Commercial and the Coldwell Banker Commercial Logo are registered service marks 
licensed to Coldwell Banker Real Estate LLC. Each office is independently Owned and Operated.

Driving through Stayton, Oregon, you may 
pass the beautiful Stayton House, a historic 
home once owned by the founder of Stayton 
himself. Today, that is the home and busi-
ness of Priscilla Glidewell, owner of Budget 
Blinds of the Mid-Willamette Valley. De-
voted to philanthropy, Glidewell made sure 
the quiet home also acts as a foster home for 
young children. Her dedication to both busi-
ness and community outreach gained her 
significant recognition, leading to her “five 
minutes of fame.”   

Last year, Priscilla was selected from a pool 
of 1500 national Budget Blind’s franchisees 
to receive the “Heart and Home Giveback” 
award for her philanthropic work, especially 
with foster children. In addition, Glidewell 
was specifically selected to be featured in a 
national advertisement focused on her work. 

“I didn’t think much about it at the time,” 
Glidewell said. “I figured they would come 
out and video me in my living room... but, 
then someone called to see where they 
should park the catering truck.” 

Then the whirlwind began. Scouts came 
out to look at the location and check lighting 
at various hours of the day. A team traveled 
to Oregon from Home Franchise Concepts 
(of which Budget Blinds is a subsidiary) 
along with its ad agency, a local production 
company, wardrobe specialist, makeup art-
ist, child actors and, of course, a catering 

van. This was all to film the commercial for 
Budget Blinds Cares that began airing na-
tionwide in October.  

“I was fitted for wardrobe and had hair and 
makeup done before the shoot. I just had a 
few lines,” said Glidewell, “but I felt like I had 
to repeat them 30 times to get them right. It 
was fun and made me feel that what I was 
doing could truly have an impact on other 
businesses contributing to society in a posi-
tive way. I’m excited that the commercial will 
highlight our beautiful region.” 

See BLINDS, Page 19

Priscilla Glidewell, New Face of National 
Budget Blinds Cares Campaign 

In the highly competitive spa industry, lo-
cal business owner Erin Molyneaux of Phiz 
Spa is finding a way to stand out. She recent-
ly completed the rigorous work to achieve 
her Advanced Esthetician License. 

The spa industry is booming. In 2015, 
there were 120,000 spas around the world 
that generated approximately $99 billion in 
revenue, according to First Research Inc.’s 
August 2018 study. The report adds that the 
United States is the largest spa market. And 
the global spa market was forecast to rise 
5.66 percent from 2017 to 2021. 

 It was determined that practitioners, work-
ing deeper in the skin’s dermas layer, needed 
more in-depth, advanced education. As a re-
sult, January 1, 2018, Oregon put into effect 
new certification requirements, doubling the 
hours needed to acquire this license.  

Debora Masten, LE, CAE is an educator 
who served as chairperson of the Oregon 
State Board of Cosmetology and was a mem-
ber of the Board of Certified Advanced Aes-
thetics Education and Rules Committee. She 
was intricately involved in consulting on the 
new rules. She said, “The field has many de-
mands to keep pace with our growing tech-
nology. Advanced training requirements 
quantify the education and training needed 
for this program's license.”  

Masten, who operates The Academy of 
Advanced Aesthetics and Sound Wave Pain 

Relief in Salem, confirmed that in the new 
requirements, Basic Esthetics require 250 
hours of training plus 100 career develop-
ment hours and 150 safety and sanitation 
hours for a total of 500. Certified Advanced 
Estheticians are required to take 280 hours 
of theory, have 195 practical hours and take 
an additional 25 discretionary hours.

See SPA, Page 19

Spa Industry Evolves with New Training 
& Education Requirements

CALL TODAY TO SEE OUR DIFFERENCE

Park Front

Erin Molyneaux Earns Advanced Certification 

Coastline Foot and ankle Center JaCkson’s Milwaukie
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503.485.2222  WVBK.COM

Become A  
 Minister Today

 True then — even more true now because 
many of our local NPOs are what I call “un-
derknown and undersold.” Let’s come to 
know them, and let’s sell ourselves on the 
deep value of giving them our personal sup-
port.

For more inspiration, visit the #Giving 
Tuesday website. Through November, 2017, 
there were 3,128 stories shared about how 
and why people give to the causes they care 
about. There are 3 grants awarded to #My-
GivingStory. Wouldn’t it be amazing to see 
a Salem-Keizer story become a grant recipi-
ent? We should help make that happen! 

Also check into our Salem-based CCTV 
network, itself a 501(c)(3) nonprofit orga-
nization. On CCTV’s web site, you’ll find 
the organization’s laudable and ongoing 
contribution to the NPO community — the 
“Non-Profit Center” programming. Wendy 
Brokaw highlights various local community 
service organizations with short video seg-
ments. You can view them on CCTV’s web-
site and on its 3 local channels (21,22, and 
23).

Additionally, CCTV shows “Holiday Greet-
ings” from local NPOs as another part of its 
community services. Our local television 
station is doing what I’m asking all of us to 
do:  go out to the NPOs instead of expecting 
the NPOs to come to us. Great leadership 
CCTV!  

Did you know there’s a certain degree of 
personal empowerment that comes with 
our interacting generously with nonprofits?  
I think we’re actually able to feel our acts 
of “doing good.” Network for Good states:  
“So much in this world is out of our control.  
When donors feel their gift has a direct im-
pact on improving a situation, they’ll feel 
empowered.” 

“Money can’t buy happiness”  —  or can it?  
When we employ our assets to help create a 
better local community, we’re likely to expe-
rience an enhanced measure of personal joy 
and happiness. When we give, we receive.

From renowned investor and philanthro-
pist John Templeton came these words of 
wisdom: “Happiness comes from spiritual 
wealth, not material wealth…Happiness 
comes from giving, not getting.  If we try 
hard to bring happiness to others, we can-
not stop it from coming to us also. To get 
joy, we must give it, and to keep joy we must 
scatter it…”

There are two upcoming “community out-
reach” actions for us to actively participate 
in.  One is the Police Toy Drive for 2018.  
This will be the 32nd annual Salem Police 
Department’s drive, beginning in mid-No-
vember and going through mid-December.

With donations from us, the Toy Drive is 
able to gift toys to approximately 250 fami-
lies each year, making the holidays brighter 
for Salem children in need. Toys should be 
new, unwrapped, and appropriate for kids 
up to 14 years of age.  You can drop the toys 
off at the Salem Police Dept. and at a num-

ber of businesses which perform a com-
munity service as donation collection sites.  
Information about the Salem Police Depart-
ment is available at: www.cityofsalem.net/
police; info. on the 501(c)(3) nonprofit Sa-
lem Police Foundation is here: www.salem-
policefoundation.org. 

The second community giving program 
for us to support is put on by the Marion 
County Sheriff’s Office (MCSO). On Decem-
ber 8th this year, the MCSO will put on its 
“Shop With A Cop” event, one of its longest 
running “community give-backs.” Public 
safety officers and volunteers accompany  
approximately 400 children in need, and 
they shop at the Walmart store on South 
Commercial St. in Salem.

Information about the MCSO is available 
at: www.co.marion.or.us/SO.  Once you’re 
on the Home Page, look for the word “Be-
lieve” and click on it. The next page that 
comes up will show the words “Believe In 
Your Community.” Click on this link and 
you’ll see three areas of interest, including 
Shop With A Cop. Note:  This program is 
associated with the Believe In Your Com-
munity Foundation, a 501(c)(3) nonprofit 
organization; www.believeinyourcommu-
nity.org.   

To support these two programs is to help 
say “Thank You!” to the men and women 
in law enforcement who take personal risk 
to protect us citizens each day.  That’s a big 
enough job, so it’s especially impressive to 
see them go further — to reach out to the 
“community’s kids” as they do with their 
special programs. Please participate in sup-
porting both of them with your time and 
your money. 

Let’s make “Giving Tuesday” the launch 
date for a much higher level of individual 
and collective community giving than we’ve 
ever had before. But let’s not stop there, 
since there’s a Tuesday in every week.  Let’s 
give our nonprofits a “new normal” — one 
that provides them with a consistent and 
reliable flow of income so they can work on 
accomplishing their community-beneficial 
missions in the most businesslike fashion.

Calvin Coolidge, 30th President of the 
United States, said: “We cannot do every-
thing at once, but we can do something at 
once.”  Let’s start our enhanced level of giv-
ing at once — to our Police Department’s 
foundation, to our Sheriff’s Office’s founda-
tion, to our local nonprofits via Giving Tues-
day, and onward and upward from there.  
Let’s keep on giving at higher levels than 
we’ve previously given, throughout the rest 
of 2018 and beyond.

May consistent and generous “Giving 
While You’re Living” become your new nor-
mal.  And may you, in turn, receive great joy 
for doing your part to help Salem-Keizer be 
the best community it can be.

To discuss this article, or your suggestions for 
future articles, just give me a call at 503-364-
2448. Thanks for reading and sharing.

However, in a real estate market where activity 
has been cooling down, and where people don't 
believe that they'll get the same level of appre-
ciation if they buy, any upward move in interest 
rates can further reduce their desire to buy. This 
discourages the “less than serious” investor.  
Lower interest rates can help stimulate people to 
buy property. Higher interest rates can remove 
people's interest in buying, or at the minimum, 

this can then cause them to demand lower pric-
es. They are all related.  
When watching the trends for the perfect time 
to buy, sell or expand your business, make sure 
to work with qualified professionals who are 
keeping on top of interest rate changes.

Alex Rhoten is a principal broker at Coldwell 
Banker Mountain West Commercial Real Estate.
www.CBCRE.com 503-587-4777.

Tues-Fri, 10am-5:30pm, Sat 10am-3:30pm, 216 Commercial Street NE, Downtown Salem

Molyneaux received her Advanced Estheti-
cian License from Spectrum Advanced Aes-
thetics Institute in Tigard. Phiz Spa chose 
the Venus Versa and Venus Viva Treatment 
Program to offer non-invasive skin treat-
ments for hair removal, skin resurfacing with 
microneedling with radio frequency for skin 
tightening and wrinkle reduction. They are 
the only spa in Oregon to offer clients treat-
ment plans for both Venus Versa and Venus 
Viva at one location, offering a more thor-
ough skin care treatment.  

“I looked at a lot of options but found Ve-
nus Versa was the best for my spa. I can do 
IPL (intense pulsed light) therapy for brown 
spots or acne or help to address skin dam-
age from the sun,” said Molyneaux. “People 
are seeking different outcomes and experi-
ences from their esthetic providers. What’s 
important is that they feel comfortable in the 
setting and know the skill level of their prac-
titioner.”

Glidewell purchased a Budget Blinds in 
2006 and has experienced great success. She 
was also able to open Noah’s Ark for foster 
children, serving over 27 children to date. 
She donates blinds to all Habitat for Human-
ity Houses. Active in the business communi-
ty, she is a member of Rotary, the Chamber 
of Commerce and is an elected Stayton City 
Council member.   

She continues, “It is our hope that this 
campaign will allow Budget Blinds’ to re-
ally shine; highlighting the fact that we are a 
network of local business owners who really 
care about the communities and people we 
service. We want consumers to connect with 
the heart behind the brand.” 

You can see the video by visiting Budget Blinds 
of the Mid-Willamette Valley on Facebook. 
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RANCH to TABLE
Hailing from the bountiful Pacific Northwest, Double R Ranch is widely 

recognized for superior beef. They are committed to working with the region’s 
most reputable ranchers who use the best practices to make certain their cattle 

are well cared for and all of their beef is robust, juicy and tender.
Available at your local Roth’s Fresh Markets.

Double R Ranch beef is
hand selected to include only 

USDA Choice Grade and higher 
levels of marbling.

Your Family Deserves the Best!

Always Fresh, Fast and Friendly

NORTHWEST

Mild climate, open spaces and 
abundant natural resources 

make the Northwest an
ideal location for raising

the finest cattle.


