
Capitol Auto Group Breaks 
Ground For New Subaru 

Dealership and Event Pavillion

Golden shovels, wielded by representatives of Capitol Subaru 
and Subaru of America, made the dirt fly on Auto Group Avenue 
in Northeast Salem. Capitol Auto Group broke ground Nov. 4 for a 
new, 70,000 sq. ft. Capitol Subaru Dealership.

Capitol Auto Group President, Scott Casebeer, kicked the event 
off by thanking his staff and recognizing the impact they have had 
on the success of the Subaru dealership.

“The most important part of this is our employees,” he said. 
“They’ve heard me say this 1000 times, that our employees are 
#1. We were at capacity in our current facility and our employees 
were doing the best they could to make do with the space we’ve 
got. They are so excited about 70,000 sq. feet of Subaru facility.”

The success of Capitol Subaru locally and the popularity of the 
brand worldwide is what has allowed Capitol Subaru to expand. 
Subaru has been consistently named by Kelley Blue Book as 
the best overall brand and most trusted brand. The American 
Customer Satisfaction Index ranks Subaru first in safety and 
dependability.

See CAPITOL SUBARU, Page 2

America’s trust in the press is more in doubt than ever.
For those in the profession, that’s deeply troubling.
If readers don’t trust what we report, the hard work of fer-

reting out the truth is just so much typing practice.
More importantly, citizens are left struggling to find 

truth on which to agree and then to act. When facts are in 
dispute, whether it’s over immigration, drug addiction or 
homelessness, debate becomes immobilized. That’s not 
good for Salem or for Oregon.

A new study shows signs of hope, at least when it comes 
to the local press.

“State of Public Trust in Local News,” produced by the 
Knight Foundation and Gallup, found that Americans tend 
to trust their local reporters more than the national news.

That’s heartening.
But a deeper look at the numbers shows that all of us la-

boring to cover Salem or Bend or Portland have work to do. 
We aren’t trusted by enough readers.

The study found that 45% of Americans have a “great 
deal” or “quite a lot” of trust in local news, compared to 
31% for national news. Fine. We do better than our national 
colleagues. But that’s no celebration. That means 55% have 
less than deep trust in the work of the local press.

As a local institution, Americans don’t rank the local press 
highly among community institutions. People have more 
confidence in libraries, local police and local churches.

But the study showed a path forward – and one charted 
by Salem Reporter since its founding.

First, the study found that 79% of Americans find the lo-
cal press is reporting on matters that figure in their daily 
lives. That underscores our belief at Salem Reporter – that 

people are far more concerned with and interested in what 
happens in schools and local business and local charities 
than they are with the State Department or Congress or 
other federal institutions.

Second, the study finds a hunger for more. Readers want 
the local press to dig deeper into topics that matter. The 
study found more attention should be given to drug addic-
tion, local schools, the environment and the housing mar-
ket. And 60% of Americans quizzed in the study found that 
local news outfits did only a “fair” or “poor” job of holding 
local leaders accountable.

See SALEM REPORTER, Page 12

The Future of Local News

Brian Moscatelli (Zone Director of Subaru of America), Scott 
Casebeer (President CAG), Matthew Casebeer (CAG GM Capitol 
Toyota), Tim Detoni (Toyota Financial Services), Salem Mayor 

Chuck Bennett and Alex Casebeer (CAG President)

Pulitzer Prize finalist Les Zaitz is a 5 time winner of the Bruce Baer Award.
Oregon's most prestigious investigative journalism honor. (Photo by David Zaitz)

The Journalists of Salem Reporter Include, From Left, 
Rachel Alexander (Education and Nonprofits), Jake 
Thomas (State Government and Politics), Saphara 

Harrell (Events and Breaking News) and Troy Brynelson 
(Local Government and Business)
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Salem Mayor Chuck Bennett thanked the 
Casebeers for their investment in the area. 
“This will be a tremendous addition to the 
business community,” he said. “What is really 
important is Capitol’s ongoing commitment 
to our community. They are tremendous 
leaders in the Willamette Valley and a great 
supporter of Salem-Keizer. The generosity of 
Capitol Auto Group has benefited the United 
Way, the Boys and Girls Club, and Marion-
Polk Food Share, just to name a few.”

Subaru General Manager Alex Casebeer 

said Subaru is one of the fastest growing 
brands and the Subaru Outback is the #1 sold 
car in the State of Oregon. He noted that, 
interestingly enough, the project is being 
supported by Toyota Financial Services. 
They funded the initial Capitol campus 
development 10 years ago.

“This store is so involved with the 
community,” said Brian Moscatelli, zone 
director of Subaru of America. “They 
are always looking to invest back. This 
investment is pointed at the Capitol Subaru 

customer and the Capitol Subaru employee. 
This groundbreaking on this all-new, state-
of-the-art Subaru facility is going to deliver 
an extraordinary customer experience going 
forward.”

The facility will be designed by Salem’s 
Carlson Veit architects and built by 
C.D. Redding Construction. The project 
represents an investment of $18 - $20 
million. Other features of the building will 
include a fenced dog park, event pavilion, 
food carts, walking trails, indoor/outdoor 
fireplace and a living green wall inside. 
Estimated completion date is end of 2020.

Upon leaving each guest was given a fir tree 
seedling to plant to emphasize the theme of 
the project:  Watch us grow.

To learn more about Capitol Subaru visit 
www.CapitolSubaru.com.

About Capitol Auto Group and Capitol 
Subaru: Capitol Auto Group is owned by Scott 
Casebeer and has served the greater Salem 
area for more than 90 years.  Capitol Subaru 
is currently located at 3235 Cherry Ave. NE, 
and will move to 910 Auto Group Avenue upon 
completion of the new facility. They received the 

2018 Subaru Community Commitment Award 
and the 2018 Subaru Customer Commitment 
Award. Automotive News placed Capitol 
Subaru in its top 100 Companies to Work For in 
2018. www.CapitolAuto.com.

About Subaru of America, Inc.: Subaru 
of America, Inc. (SOA) is a wholly owned 
subsidiary of Subaru Corporation of Japan. 
Headquartered at a zero-landfill office in 
Camden, N.J., the company markets and 
distributes Subaru vehicles, parts and 
accessories through a network of more than 630 
retailers across the United States. All Subaru 
products are manufactured in zero-landfill 
production plants and Subaru of Indiana 
Automotive, Inc. is the only U.S. automobile 
production plant to be designated a backyard 
wildlife habitat by the National Wildlife 
Federation. SOA is guided by the Subaru Love 
Promise, which is the company’s vision to show 
love and respect to everyone, and to support its 
communities and customers nationwide. Over 
the past 20 years, SOA has donated more than 
$120 million to causes the Subaru family cares 
about, and its employees have logged more 
than 40,000 volunteer hours. 

Capitol Subaru

Artist Rendering of the Future Home of Capitol Subaru
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November 29 - December 22: 
Enlightened Theatrics - 'Twas the 
Night Before Christmas 

December 3: Free Class: 
Conversations About Dementia, 
Center 50+

December 5: Public Policy

December 6: Greeters Networking 
Hosted By: Canyonview Camp

December 9: Forum Speaker Series 
2019-20 - December

December 13: Greeters Networking 
Hosted By: Salem First Baptist 
Church

December 14: Keizer Jingle Dash 
5K Fun Run - Hosted by Keizer 
Chamber of Commerce

December 14: Keizer Holiday 
Lights Parade

December 14-15: Willamette Master 
Chorus Presents Carols for the 
Season

December 17: Chamber Business 
Women

December 17: Third Tuesday

December 19-23: Willamette 
Heritage Center - Magic at the Mill

December 20: NO Greeters 
Networking - Happy Holidays!

December 20: Past Presidents 
Luncheon

December 27: NO Greeters 
Networking - Happy New Year!

DISPLAY ADVERTISING

WEB MANAGMENT

MARKETING

Columnists & Editorial Contributors
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Marion County Fair Board
Seeks New Members

Are you an innovative and skilled project 
manager who wants to share your talents 
with the community? If so, please consider 
applying to be a board member or key 
volunteer on the Marion County Fair Board. 
Board members and key volunteers assume 
responsibilities crucial to producing a top-
notch fair, including regularly attending 
monthly fair board meetings, actively 
contributing to the planning of the fair, and 
being present during the week of the fair, 
which will be held July 9-12, 2020. 

The fair board volunteer will oversee 
the public competitions program which 
highlights community members who display 
their handiwork at the fair. Key volunteers 
take on various areas of responsibility for the 
fair; however, are not voting members of the 
board.

The Marion County Board of 
Commissioners appoints fair board and key 
volunteers to serve three-year terms. When 
making appointments, commissioners 
consider applicants who will provide 
broad geographic representation and have 
expertise in areas such as marketing, event 
planning, business, youth-oriented activities, 
agriculture, and program coordination. Fair 
board members must be bondable. 

Preference is given to Marion County 
residents and applicants must be 18 years or 
older.

Questions should be directed to Denise 
Clark, Marion County Fair Coordinator, 
at (503) 585-9998 or e-mail declark@
co.marion.or.us. Advisory board application 
forms are available on the Marion County 
volunteer website co.marion.or.us/bs/vol

Completed applications should be submitted to the Marion County Fair,
PO Box 14500, Salem, OR 97309. Positions are open until filled
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GREAT LOCATION! MOUNTAIN VIEWS!!
New Construction! Single car attached and double detached garage that will have a 
deck on top. There is a large covered deck off the second story master with Mountain 
views to the east. Worth taking a look. great location between Commercial and 12th 
steet. $383,900 3 bedroom 2 1/2 baths. (751294) Don Meyer, RE/MAX Integrity, 
503-999-2381

SPACIOUS HOME ON LARGE LOT!!
Spacious Kitchen, Master Suite W/2 closets, 
Plenty of Storage, Nice sized Bedrms, Large 
Lot that backs up to city maintained greenway 
for privacy. Large Deck with Gazebo and 
lights. Solid Oak cabinets, Home Warranty. 
4th bedrm or family rm that was added prior 
to current owners and not reflected in county 
sq. ft., New water heater. RV space w/elect 
& water hookup. Front Sprinklers, Roof 3 yrs 
old. $299,500 (753736) Don Meyer, RE/MAX 
Integrity, 503-999-2381

Awesome location in this 1 owner home in Courtside. Backing 
up to Salem Swim & Tennis Club & nestled in the trees of 
Alderbrook Manor.The foyer leads to large living room w/ wood 
fp & formal DR. The back sliding doors and deck bring the 
beautiful outdoors in. Open kitchen with SS appliances, pantry 
and nook area. Family Rm w/ builtin desk and bar w/ mini fridge. 
Master suite has 3 closets, large vanity, bidet, shower sunken 
jet. tub. 2nd bedroom has full bath too. Shop space in garage. 
See MLS # 755989. (755816) Trevor Elliott – 502-602-1039

Magical and private large acreage minutes to town. Amazing 
1936 Lodge style home with beautiful and cozy fireplace w/ 
cathedral wood ceiling, paneling, stone fireplace and wood 
floors. Foothill views from living, dining and kitchen. 2 bedrooms 
on main floor. Upstairs attic space could be another bedroom 
and has 1/2 bath. Basement has master suite, family room 
area and utility room. Large trex typed deck and huge barn 
with electrical. Garage/shop with 2nd story multi-use space. 
Seasonal creek too! (752789) – Trevor Elliott – 503-602-1039

Move right in to this well cared for and like 
new home on its own land. The inviting 
living room leads to dining and kitchen 
boasting an island, hutch, pantry and SS 
refrigerator new as of 10/19 included. 
3 bedrooms and family room too. The 
master suite has WIC and tile counter tops 
in bath. Covered deck leads to large fully 
fenced yard with 5x14 shed. New installed 
Water Heater, Disposal and floors in the 
kitchen. Full block continuous foundation.
(757372) - Roger Elliott- 503-569-5003

MONMOUTH LAND!
Current owner had met with 
city of Monmouth and property 
meets requirements for 16 
unit complex. Buyer to do his 
own due diligence. Flat land. 
$235,000 (755708) Don Meyer, 
RE/MAX Integrity, 503-999-2381 

Private cul-de-sac home with many opportunities. Currently 
tax exempt ($0.00) because of agreement with Marion County 
and Non-profit. This property is ideal with its open floor plan. 
The kitchen is open and boasts island and vinyl floors. Upstairs 
has loft space too. Wide hallways and doors are ideal for ADA 
accessibility. Centrally located and near shopping and other 
amenities. (752561) - Roger Elliott - 503-569-5003
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Holiday Toy Drive to Benefit 
Doernbecher Children’s Hospital

Patients make more than 140,000 visits to 
Doernbecher Childrens Hospital annually. 
We consistently need new books, toys, art 
supplies, and other items that help patients 
and their families feel more welcome.

Put a smile on the face of a child in need 
this holiday season and throughout the year! 

Bring in a New, Unwrapped toy to the Coyote 
Club desk, November 17 through December 
11, and receive $10 in free slot play.

Limit of one free play redemption per day 
with a maximum of $30 in free play throughout 
the promotion period. Must be Club member to 
participate. Membership is free

Doernbecher's Toy Wish List
GAMES, TOYS AND ACTION FIGURES

• Card games:  Old Maid, Matching games, regular playing cards, Skip-Bo, Uno
• Legos and Lego kits * all ages • Star Wars Lego kits • Bionicles/Technics
• Cars and trucks * medium & large • Trains, planes and motorcycles
• Popular action figures and characters
• Handheld electronic game (bass fishing, football game, Yahtzee, Connect Four …)
• Clip-on Princess Dress & Dolls • Arts/crafts and activities

ART AND CRAFT KITS (KLUTZ AND OTHERS)
• Bead kits (school age and teens) • Scrapbooks • Stickers
• PlayDoh kits • Sculpey clay model magic (small packages)
• Model car kits (all levels) • Model car non-toxic paint and glue
• Oil pastels (tubes 8oz or larger) • Gel pens
• Washable Crayola brand: colored pencils, markers and crayons
• Construction and cardstock paper packs • Knitting needles • Crochet hooks

ELECTRONICS AND ACCESSORIES
• DVDs - newly released * rated PG-13 or lower • Music Machines • Soundscapes • Music Cards

INFANT AND TODDLER ITEMS
• Preferred brands: Fisher Price, Sassy, Infantino, The First Years, Little Tikes, Leapfrog
   and Baby Einstein
• Rattles and teething toys • Early development/learning toys • Board books (English and Spanish) 
• Lights and sounds toys • Duplo building blocks • Mobiles
• One piece outfits and socks * size Newborn – 12 months
• Comfortable 1-piece & 2-piece outfits and socks * size 12 months+
• Receiving blankets • Nesting toys

TEEN ITEMS
• $5, $10, $20 gift cards (Starbucks, Target, Fred Meyer …)
• Items from popular athletic teams (hats, shirts, posters …) • Sports/Car magazines and trivia books
• Adult coloring books • Advanced art kits • Acrylic tube paint kits and brushes * 8oz tubes or larger
• Watercolor tube paint kits and brushes • Watercolor paper pads / drawing pads
• Journals (both boys and girls styles) • Nail polish and nail polish kits • Make-up kits
• Pajama Pants, Sweat Pants & T-Shirts * size M - L (boys and girls)
• Underwear * age 5yrs. – 10yrs. old (boys and girls)
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Amélie van Tass and Thommy Ten are 
“The Clairvoyants.” They were both born and 
raised in Austria and now reside in Austria 
and America.

When they met in October 2011, they began 
to develop their "second sight" act, and two 
months later brought it on stage for the first 
time. Within a year they had developed a full 
length show. Shortly thereafter, they started 
touring Europe.  

In 2016, they decided to take part in the 
biggest talent show in the world, “America’s 
Got Talent.” After four months, six different 
performances and more than 100,000 
contestants battling for the trophy, America 
voted them second place.

Van Tass and Ten were awarded “The 
German Champions of Mentalism,” 
“Magicians of the Year 2015,” and, also in 
2015, were enthusiastically chosen as the 
“World Champions of Mentalism,” a prize 
that hasn't been awarded in 30 years. 

The Clairvoyants Christmas
Spirit Mountain Presents:

DATE: December 7, 2019   I   TIME: 7:00 PM (Doors open at 6:00 PM)   I   TICKETS: $25, $35   I   AGE: Adults 21 and over 
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On Center Street in 
Salem surrounded by 
county and state govern-
ment buildings is a local 
gem, the Fresh Start Mar-
ket and Espresso. As the 
name implies, you can get 
a variety of baked goods, 
coffee drinks, and soups, 
salads and sandwiches 
– a local favorite is the 
Marionberry smoothie. 
The market also features 
seasonal fruits and veg-
etables, firewood and kin-
dling, hand crafted items 

and holiday gifts. But, there is much more to 
the Fresh Start Market.  

The Fresh Start Market is one of the most 
innovative programs offered by the Marion 
County Juvenile Department. It is one of sev-
eral Alternative Programs aimed at provid-
ing work opportunities for youth involved in 
the juvenile justice system. The job training 
and skills the youth receive helps enhance 
their future employment opportunities and 
more importantly ensures timely payment of 
restitution to crime victims. 

While the circumstances that bring youth 
into our care are often unfortunate, our 
goal is to not only ensure accountability, but 
give youth a more complete toolbox and in-
creased skills to become participating and 
contributing members of our community. 

We’re pleased to report that 72% of youth 
referred to the Juvenile Department in 2018 
did not have a new criminal referral during 
the following 12 month period. Addition-
ally, almost $55,000 in restitution was paid 
to crime victims in 2018. Of the cases closed 
in 2018, restitution was paid in full by 92% 

of our youth. We’re always working to in-
crease these numbers and opportunities at 
the Fresh Start Market is one way we do that. 

While employed at the market, youth learn 
skills in all aspects of the market’s operation 
including customer service, cash handling, 
food service, merchandising, stocking, and 
more. Almost all of the products offered at 
the Fresh Start Market are made or cultivat-
ed by program youth. We have three green-
houses where annuals are started from seed 
for beautiful hanging baskets and our youth 
work to grow a variety of produce that is sold 
in the market throughout the year. We also 
feature handmade art and garden gifts made 
from recycled materials, also made by youth. 
Youth are taught woodworking and metal 
welding to create these one of kind items.  

Throughout the year the market hosts 
special events including the popular Spring 
Plant Sale which will be held May 1, 2, & 3, 
2020, and our Holiday Season sale. The 
market will be open on Saturday, December 
7, from 8 a.m. to 4 p.m. in addition to the 
regular Monday-Friday schedule. Our 
youth have been working hard to have extra 
handmade gifts on hand. 

I encourage you to check out the market. 
Have lunch or a snack and meet the youth 
and see first-hand what our youth have built 
and the business they now operate. 

The Fresh Start Market is located at 
3020 Center Street NE in Salem. For more 
information visit: www.co.marion.or.us/
JUV/freshstartmarket/ or call (503) 585-
4956. 

For more information, contact the Marion 
County Board of Commissioners Office at (503) 
588-5212 or email commissioners@co.marion.
or.us.

Helping Youth Make a Fresh Start 

KEVIN CAMERON
COMMISSIONER

Having a thriving Asian restaurant doesn’t 
happen by chance.   

When Dey Tu became the owner of Fresh 
Elements Restaurant in downtown Salem, it 
was the perfect coupling between vision and 
opportunity.  As a native of mainland China, 
these foods were part of his upbringing.  His 
grandfather was a fabulous cook whose pas-
sion rubbed off on Dey as a child.   Later busi-
ness assignments in Southeast Asia added to 
his appreciation for the local street cuisine.  

Once he arrived in Oregon, his tenure 
working in a local office allowed him to eat at 
what is now his restaurant.  When it came up 
for sale seven years ago, Dey’s wife bought 
the restaurant for herself and made him the 
manager.

“My wife bought me a job,” he jokes.
Fresh Elements has become a local favorite 

for authentic Chinese and Eastern Asian cui-
sine.  His Vietnamese Pho Soup is a popular 
dish due to its perfect taste.  “Good food with 
nice portions and reasonable price,” states 

one recent Yelp review. “ The shanghai tofu 
is the buisness! [Sic] So bomb!” Raves an-
other.  The enthusiasm is understandable.  

Dey’s wife is health-conscious, so Dey 
chooses to bring healthy and authentic foods 
to their customers.  Several dishes are glu-
ten free. Many of his recipes came from the 
restaurant’s prior owners, while others were 
brought with him during his years living and 
traveling in Asia.  

Dey’s dedication to his community is one 
of the benefits of eating at Fresh Elements 
Restaurant. He loves being in downtown Sa-
lem and enjoys socializing with all the people 
who visit.  Those who cannot dine in know 
they can rely on Dey’s partnering with many 
local delivery services such as DoorDash, 
Uber Eats, and Postmates to bring them the 
dishes they crave.

While fresh food and great service are 
among the qualities we can expect from 
a restauranteur as dedicated as Dey Tu, 
SpotOn gives him the kind of products 

and merchant solutions that make this all 
possible.

What he loves about SpotOn is its user-
friendliness.  It works well at combining a 
seamless payment processing system be-
tween customers and owners while combin-
ing this with a digital marketing platform.  
His system is reliable and offers him excel-
lent reporting.  His customers love the fast 
payments, making tipping both faster and 
easier.  It offers simple efficiency, needing 
only one device for his small business.

Dey also appreciates working directly with 
a local SpotOn representative.   He says Bry-
ant Georgen offers him the best service and 
makes sure he gets everything he needs.  This 
is why Dey will tell you all business owners 
should use SpotOn.  It isxactly the kind of 
system he was looking for.

Fresh Elements Restaurant is located at 
364 Center St NE, Salem, OR 97301.  For 
more visit freshelementssalem.com.

Bryant Georgen is a Sales Executive with 
SpotOn Transact, LLC.  For inquiries into 
SpotOn’s products and services, he can be 
reached by emailing b.georgen@spoton.com or 
calling 503-989-2055.

Rachel Kiernan is a SpotOn Sales Executive 
and contributor to the Salem Business Journal.  
For inquiries, you can email her at r.kiernan@
spoton.com or call her at 720-432-2287. 

Fresh Elements Restaurant: Merging Healthy Asian Cuisine with Customer-Centric Tech
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It is that time of the year 
when our thoughts often 
turn to others, our fam-
ily, our friends, and those 
in need. It is also the time 
recognized by many non-
profits as a good time to 
ask for help from those 
who have, to help those 
who do not. As a rule, 
Americans tend to be 

generous and that is a good thing. 
The amount given to a charity will depend 

on your intention and on the amount, that 
you feel you can or want to give. Just round-
ing up your total at the grocery store or par-
ticipating restaurant 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 donations is something 
that you do on a regular basis you may want 
to know if the money donated is really meet-
ing its stated purpose. A simple web search 
may tell you if the charity is really doing what 
it advertises and what portion of the dona-
tions reach the folks in need.  Charity Watch 
and even the Better Business Bureau list 
charities and offer information 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. The tax laws passed 
in 2018 has significantly raised the bar for 
itemizers as it doubled the standard deduc-
tion and limited mortgage and state tax de-
ductions to $10,000. The doubling of the 
standard deduction means that a married 
couple would need deductions exceeding 
$24,000 this year to itemize. 

And keep in mind that again this year those 
taking the Required Minimum Distribution 
can still make contributions from your IRA 
directly to a qualifying charity without pay-
ing income tax and it will count towards the 
required distribution. Of course, the deduc-
tion goes away, but it is still a viable strategy 
for many to not have the income included on 
your tax return. 

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. These strategies can 
be complicated and are worth a serious look 
for those that could benefit from the tax sav-
ings and provide money to a deserved orga-
nization.

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 an attorney 
draft the documents. The Donor Advised 

Fund can provide a family an excellent op-
portunity 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. Disclosure: If 
you caught last month's article you know I 
am President of the board. There is no short-
age of good causes if you are you are moti-
vated to help. Happy Holidays and Happy 
Giving. And thank you for what you do. 

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 disciplines may only be 
given in response to inquiries regarding specific situations 
from a trained professional.

Ray Sagner is a Certified Financial Planner™ pro-
fessional 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 TheLegacyGroup.com

Giving and Thanks

RAY SAGNER
FINANCIAL 
COLUMNIST

The holiday season is 
upon us, and with it, all 
the wonder and excite-
ment of winter snow-
storms, extravagant 
family feasts, classic 
Christmas movies, music, 
and more. Some families 
are venturing out into the 
elements in search of the 
perfect conifer. Others are 
content to stay home, un-
box the artificial tree and 

start decorating it with a burning log in the 
nearby fireplace – or at least an image of one 
on the television screen.

We all do the holidays a little different. 
Family traditions are big part of what makes 
the season special, and often, it’s the subtle 
differences in how we celebrate that makes it 
“feel” like Christmas. But we all have at least 
one thing in common – we make lists.

For most of us, it starts when we’re very 
young – maybe even young enough that 
we’re still writing some of our letters back-
wards. The spelling might be a bit spotty, 
but the intent is clear – it’s a wish list. These 
lists are as diverse as the children compos-
ing them. Some lists are short and to the 
point. These authors are methodical in their 
wants and needs, often taking into account 
the value of the requested items and Santa’s 

ability to get them down the chimney. Other 
lists are wildly long and outrageously expen-
sive – but hey, if they don’t ask, how is Santa 
supposed to deliver a Christmas miracle?

At some point in our lives, however, we 
add another list to the mix – the shopping 
list. After years of receiving presents from 
friends and family, we feel inspired to join in 
the giving. And it’s a good thing too, because 
the magic of the holiday season would burn 
out miserably if the only lists we ever made 
were wish lists. The shopping list might start 
small, with just parents and siblings to shop 
for at first. But as we age and our worlds get 
bigger, before we know it, we might find our-
selves shopping for friends, distant relatives, 
charitable organizations, and countless oth-
ers. Year over year, the shopping list tends to 
grow – and so does the budget.

Giving is good. There’s little doubt about 
that. The positive effects of giving have been 
researched exhaustively. It’s good for the giv-
er, good for the receiver, and really good for 
the economy. Take Small Business Saturday, 
for example. Americans have spent well over 
$100 billion since 2012 on the Saturday be-
tween Black Friday and Cyber Monday. Last 
year alone, the day produced $17.8 million 
in sales. That’s great news for the mom-and-
pop shops across Oregon and the rest of the 
country.

See NFIB, Page 23

ANTHONY K. 
SMITH

OREGON 
STATE  

DIRECTOR 
NFIB

Christmas, the most 
wonderful time of the 
year! Christmas has 
always been my favorite 
holiday, and although the 
commercial aspect of the 
season begins earlier each 
year, how can anyone be 
upset when all around 
you there is more joy and 
people are more cheerful 
everywhere you go.

Yes, like many others, I like to enjoy 
Thanksgiving, a special holiday in and of 
itself, before the Christmas season begins. 
However, this year, our family travel plans 
forced my husband and me to begin our 
Christmas shopping earlier this year. And 
besides, this year, it is fitting, perhaps even 
necessary, that Americans get into the 
holiday spirit a bit sooner.

At first it was really difficult to think 
“Christmas gifts” just after putting Halloween 
decorations away. As Thanksgiving 
approached, more Christmas decorations 
began to appear. Still some stores were 
holding back a few items for Black Friday, 
they told us. Okay. No problem. We were 
in a much more casual, leisurely mood for 
Christmas shopping this year anyhow. This 
leisurely pace allowed more time for more 
Holiday Bazaars  and community events 

than we usually take in. And the couple of 
times the grandkids came along with us sure 
cinched that Christmas shopping mood.

The Christmas spirit was unfolding 
within us, and around us. Store clerks and 
shoppers alike have been more friendly and 
considerate. People are putting their guard 
down and striking up conversations as though 
we are long- time friends. We are sharing gift 
ideas, and helping each other with coupons 
and where to find things. We are sharing joy 
with one another and embracing the coming 
Christmas season together.

What a great beginning to this Christmas 
season. As I write this column, Advent, the 
beginning of the Christmas season, is a few 
days away and I am feeling more prepared 
this year than I have in a long time.

With this head start, I will begin our annual 
Christmas letter, and start addressing 
Christmas cards. My Christmas cards this 
year are perfect. The words peace, hope, 
joy and love are just exactly the right words 
that convey what I want for my family and 
friends this year. Actually, it is what I want 
for everyone.

May your Christmas season and your New 
Year be filled with peace, hope, joy and love!

Patti Milne, retired Marion County 
Commissioner and State Representative, can 
be reached at 503.551.5590.

PATTI MILNE
PEOPLE, 

PLACES & 
POLITICS

The Christmas Spirit A Giver's Heart
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I'd like to take this opportunity to introduce 
you to our new community liason, David 
Souter, CFA, MBA.

David is an old/new Salemite. He grew 
up in Salem, attending Liberty Elementary, 
Judson Middle School and Sprague High 
School, and then just prior to graduating 
from Sprague High School in 1981, Da-
vid moved away for his senior year of high 
school. Returning to Salem in 2017, David 
now lives in the family home where he grew 
up in SE Salem.

David currently works as a Financial Advi-
sor with Prudential Advisors. David's mother 
Katharine A. Souter was quite active in the 
local community until a few years ago, as a 
former president of the local Soroptomist 
Chapter and a volunteer with numerous lo-
cal non-profits.

David's role for the Salem Business Jour-
nal will be to highlight local businesses, local 
business people, charitable organizations, 
non-profits and other significant human in-
terest stories that shine a light on those busi-
nesses, individuals and organizations that 
are making a huge difference in growing our 
beautiful city.

His column will also include a final para-
graph each month with a one sentence shout 

out about upcoming events, new local busi-
nesses opening and influential leaders in our 
community.

David's career history makes him a perfect 
candidate to learn and report about the ex-
citing things happening in our community.  
As a former hedge fund manager and equity 
analyst for 2 large hedge funds, David has 
spent well over 10 years traveling around 
the country interviewing CEO's and CFO's 
to learn about what their companies do and 
whether their business is a good place to in-
vestment.

David's educational background includes 
a B.A. in Economics from the University of 
California at San Diego, 1987 an M.B.A. from 
Yale University, 1992, and he has also been a 
Chartered Financial Analyst since 1999

As those reports and studies rolled out, 
I spotted a column written by a juror in a 
federal trial recently that convicted political 
operative Roger Stone of lying to Congress.

“Telling the truth under oath matters. At a 
time when so much of our public discourse 
is based on deception or just lies, it is more 
important than ever that we still have places 
where the truth can be presented, examined 
and discerned,” the juror wrote.

Here was a citizen recognizing something 
so fundamental: Truth matters.

But truth matters only if you trust the 
source delivering it.

At Salem Reporter, the news crew works 
hard to hold the powerful accountable. That’s 
not easy in a town where tough questions 
haven’t always been asked. We too often 
have to fight to get at government records 
that reveal the truth about your leaders. We 
too often get stiff armed by officials who see 
no need to answer questions about their con-
duct, their programs, and their spending.

Our team of reporters – Rachel Alexander, 
Troy Brynelson, Saphara Harrell and Jake 
Thomas - is skilled at leaping such hurdles, 
and we’ll continue sharpening and expand-
ing our coverage of local matters.

The question for you, the reader, is whether 
to trust what we report.

You can’t decide, for instance, your view 
about dealing with Salem’s homeless issue 
if you don’t have facts to back your judg-
ment. You can’t decide whether new city fees 
you have to pay are justified if you don’t have 
facts about where the money would go.

Without key information, you won’t know 
if public officials are saying one thing and do-
ing another. You won’t know if government 
decisions serve your interests – or special in-
terests with the ear of those in power.

So, what’s a reader to do?
Understand, first, that Salem Reporter 

operates on principles it lives by daily. We 
make those public on our website, a rarity in 

journalism. We are driven to earn and keep 
your trust. We are determined to scrub even 
the appearance of bias out of our reports. We 
are determined to always serve the citizen, 
not favor those in power – or fear them.

Then, you can question us. If you doubt our 
information or wonder its source, ask us. We 
are transparent about where we get our re-
porting and our facts. If we err, we’ll fix it and 
promptly.

As journalists, we will do all we can to earn 
your trust. At the same time, consider giving 
that trust based not on general perceptions 
of the media but on our performance.

One wall in the way is the issue of bias. 
Across the country, people have become 
more fixed in their views. Because of the 
unchecked content on social media, people 
seem to more readily conclude that any view 
or fact that doesn’t fit their own isn’t to be 
trusted and is the result of deliberate bias.

I can’t speak for the national media, which 
does have much to atone for. Here in Salem, 
though, we’re working every day to build a 
news organization you can trust. We do so 
because it’s vital to Salem’s future, that read-
ers like you believe what they read of ours. 
We want your trust, certainly, to sustain 
our business, but more crucially to sustain 
Salem. This community needs citizens who 
believe in the possibilities for change, for im-
provement. The community needs citizens to 
act on facts, not emotions powered by argu-
ment.

We fervently intend to continue building a 
local news organization in Salem that is an 
instrument of that progress by earning your 
deep and continuing trust. Join us by sub-
scribing or advertising. The future of local 
news is in your hands.

Les Zaitz is editor and CEO of Salem 
Reporter and a journalist in Oregon for more 
than 45 years. Send him comments at: les@
salemreporter.com.

Salem ReporterWelcome to Our New Community Liason

DAVID SOUTER SBJ COMMUNITY LIASON
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The holidays are upon us 
at last and for many young 
pros that can mean spend-
ing time with relatives and 
in-laws, navigating time 
off from work, and trying 
to budget for presents and 
trips. In 2019, all young 
professionals (aged 23 - 
38) are millennials. Yes, 
the future of the workforce 
is made up of time-off-re-

questing, parents-basement-living, student-
loan-having, millennials. Therefore, this 
generation of young pros is experiencing the 
holidays differently than past generations 
and has a unique set of challenges.

I, too, am a millennial (*GASP*) and would 
like to offer my not-so-unique perspective on 
navigating the holidays as a young profes-
sional.

1) How to dodge rude/invasive questions
We’ve heard it all: “When are you getting 

married?” “Have you bought a house, yet?” 
“Are you having children?” etc. These ques-
tions, though often benignly asked, can ruin 
a special occasion or make you dread spend-
ing time with certain relatives. In most cases, 
these questions are due more to generational 
differences than to rudeness. Many boomers 
and gen-Xers grew up with the expectation 
that you marry in your early twenties, have 
children, and stay at one job your entire ca-
reer. That is not the case now. Millennials 
make many different decisions, for example, 
taking longer to get married and seeking jobs 
we find fulfilling.

The best way to respond to relatives’ ques-
tions is with moderate answers like, “I’m tak-

ing time to find the right person.” You could 
also respond more honestly such as, “I don’t 
plan on having children” or “I’m taking time 
to focus on parenting my dog.” Alternatively, 
you could blurt out, “How did your first mar-
riage go, Aunt Karen?” (Not recommended.) 

2) Be wary of the office holiday party
One of the best parts of the holiday season 

is having an office/business party with co-
workers. Even though you are (most likely) 
not at work, people will still remember how 
you behave. Limit yourself to a few drinks 
(maximum) and dress modestly. Don’t be 
the person who drinks too much and em-
barrasses themselves at a holiday party. 
Co-workers don’t simply forget that sort of 
thing and you will always be remembered 
as “(insert name here) who drank too much 
peppermint schnapps hot chocolate and fell 
down the stairs.”

3) Avoid sugar
Millennials are considered to be the most 

health-conscious generation ever. If you 
work in an office (or similar business set-
ting) there is no doubt that employees will 
be bringing in a smorgasbord of temptation 
like sweets, cookies, fudge, cinnamon rolls, 
etc. During the holiday month, there will 
be Christmas cookies, gingerbread houses, 
and numerous gatherings to tempt you. Stay 
strong, millennial. Stick to your staples: avo-
cado toast, quinoa, oats, crippling anxiety 
and smoothie bowls.

Keenan Emery works at VanNatta Public 
Relations, a PR, Event Planning and Strategic 
Communications firm located in Salem, 
Oregon. PRSalem.com, Keenan@PRSalem.

KEENAN EMERY
WHAT TO

KNOW AS A
YOUNG PRO

A Millennial Holiday

December is full of 
holiday spirit and family 
gatherings. Water cooler 
talk revolves around 
planned vacations, parties 
and gift-buying. But what 
if you can’t relate?  What if 
you don’t have a full social 
calendar and your family 
relations are strained? 
Even in the busiest 
workplaces, loneliness 

isn’t about being alone, it’s about not feeling 
connected to anyone.

According to the 2018 CIGNA US (a global 
health company) Loneliness Index, one in 
five Americans say they rarely feel close to 
people. Surprisingly, younger employees are 
the loneliest. Generation Z (18-22yrs) felt the 
most alone with Millennials (23-27) a close 
second. That means that it is more than likely 
that 20% of the people in your workplace are 
feeling left out or lonely as the holiday season 
approaches. 

In recent years, even the former Surgeon 
General Dr. Vivek Murthyl sounded the 
alarm on the loneliness epidemic. While 
serving, he was faced with public health 
issues like Zika, drug and alcohol addiction, 
and obesity. Even he felt that loneliness 
in America was a health threat because it 
caused so much stress. He likened it to the 
same life-span reducing effect as smoking 15 
cigarettes a day.

Certain careers create more isolation than 
others. According to surveys, lawyers rank 
#1. This is not only because of the pressure 
to “win” and be the best, but because they are 
bound by lawyer-client confidentiality. They 
cannot just admit that they are scared or 
don’t know the answer. Other lonely careers 
include medical, science, engineering, and 
civil/public employees.

Why should we care? For employers, staff 
that are engaged and feel connected will be 
healthier (missing fewer workdays) and less 
likely to leave.

There are a few ways to ease loneliness at 

work: One effective method is to open up 
to colleagues and seek sincere connections. 
This strategy works because it typically 
involves the sharing of personal information. 
This vulnerability and candidness can help 
to build trust and loyalty among coworkers. 
Lonely staff may also find common ground 
with other employees.

Take off your headphones and get away 
from your desk. Headphones tell others that 
you are not approachable and want to be left 
alone. Your body language and demeanor 
make a big difference on if people will feel 
comfortable starting conversations with you.

Listen to coworkers; approach the seeming 
unapproachable person. At least try. In 
many cases, the person who seems the most 
guarded or unapproachable may be yearning 
for friendship but is too shy or nervous to 
make the first contact.

Include colleagues in social events, lunch 
or invite them into a conversation. You just 
might make the difference for one person 
this season.

MARY LOUISE 
VANNATTA
TELLING 

YOUR STORY

Lonely at Work

Mary Louise VanNatta, APR, CAE is the CEO of 
VanNatta Public Relations, a PR, event planning 
and consulting firm in Salem, Oregon. prsalem.com
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Does your property 
have a “ghost sign”?

A ghost sign is a 
fading advertisement or 
company logo painted on 
a visible side of a building.

These hand-painted 
remnants of days-gone-
by were used by many 
older businesses as a 
primary source of brand 
awareness in their local 
market. They beautifully 
mark a building with the 
symbols and styles of the 
time period when they 
were first painted.

But for property owners, ghost signs could 
mean real value.

Ghost signs are the vintage commercial 
pop art that can transform a building 
from “old” to “interesting”, from “dated” 
to “intriguing.” (Land in the “interesting” 
category and you may be able to use your 
ghost art to demand more money for your 
property. More on this later.)

There are ghost signs sprinkled all over 
the older, more historic buildings of Salem 
and in the quaint towns all throughout the 

Willamette Valley. So how do property 
owners decide what they should do it they 
have ghost art on their property?

Keep As-Is, Paint Over, or Revive?

Cities are always looking for ways 
developers can bring new life (and, let’s be 
honest, new money) to once-thriving areas 

of town. Salem and the surrounding cities 
are no exception. City planners and Urban 
Development Board want new companies, 
new ideas, new industries, and new jobs to 
come into old areas. At the same time, they 
also want to maintain the area’s charm and 
character.

Highlighting a ghost sign on a property 
is a fantastic way for my developer and 

entrepreneur friends to demonstrate they 
want exactly what the city wants. This 
isn’t just good PR, it is good business. An 
interesting ghost sign that is well-preserved 
can easily be used as a marketing tool, an 
attention-grabber, a megaphone to tell 
potential customers, “We love this town and 
history. Our business is going to combine 
old-school values with new ideas.”

A ghost sign isn't just a good marketing 
decision, it is a great investment.

According to CBRE, “Preserving a 
property’s history could be an intriguing 
selling point for owners. For developers who 
opt to keep the fading signs in sight, they 
can bring interest to their properties, and, in 
turn, increase appeal.”

You may want to do even more than just 

keep your sign as is. In fact, one of the 
world’s biggest brands has seen the impact 
a fresh coat of paint can do.

Since 2011, Coca-Cola has brought new life 
existing ghost signs, giving the surrounding 
area in which they’re displayed a newfound 
charm. Through its restoration initiative, 
around fifteen of the company’s vintage 
signs are slated to get a fresh coat of paint.

By bringing new attention to a property’s 
history, owners can easily (and relatively 
cheaply) add an intriguing selling point to 
their property, increasing the appeal and 
adding value well beyond the dollars they’ll 
spend on paint and brushes.

When it comes to commercial property, 
new isn’t necessarily better. And you never 
know what delipidated display is a treasure 
to a potential tenant.

I always encourage my clients to think long-
term and make smart, thoughtful decisions 
with their properties. So before you decide 
that old mural or ad or company sign needs 
to go, consider the new life your ghost sign 
will add to your commercial space.

Alex Rhoten is the owner and Principal Broker 
at Coldwell Banker Commercial Mountain 
West Real Estate.

ALEX RHOTEN
PRINCIPAL 
BROKER,  

COLDWELL 
BANKER 

COMMERCIAL 
MOUNTAIN 

WEST 
REAL ESTATE

Old Is the New New. Bringing Vintage Value To Your Commercial Property through “Ghost Signs”

Is that faded, custom-painted sign an eye-
sore or a way to increase the value of your 

commercial property? Should you paint 
over it or make it a focal point?
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CTEC Education Center - Find Your Career, Find Your Passion

Public-Private Partnership

As an innovative public-private partner-
ship between Salem-Keizer Public Schools 
and Mountain West Investment Corpora-
tion, the vision for CTEC is to prepare high 
school students for high-skill, high-wage and 
high-demand careers while developing the 
professional skills, technical knowledge, aca-
demic foundation and real-world experience 
to assure their success upon graduation.

Mountain West purchased the 150,000 
square-foot former Neilsen Manufactur-
ing facility in 2014 with a commitment to 
renovate the space and equip 10 different 
Career Technical Education (CTE) programs 
of study by 2019. The total capital project 
budget is $17 million, with Mountain West 
contributing $9 million, and $8 million lev-
eraged from the public sector, foundations, 
individuals and businesses.

As the other half of the public-private part-
nership, Salem-Keizer Public Schools devel-
ops the curriculum, recruits and registers 
students, hires faculty and staff, provides 
transportation and covers ongoing operating 
costs. CTEC programs align with high school 
graduation requirements as well as industry 
certifications and standards.

“We are committed to growing Oregon’s 
economic vitality. With this strategic investment 
and innovative public-private partnership, our 
region can develop a workforce that is so highly 
skilled and trained that our state becomes 
a magnet for new business and strengthens 
existing industry.” — Chuck Lee, President of 
Mountain West Career Technical Institute

A CTEC Advisory Council comprised of 
District leadership, community leaders, 
higher education stakeholders and industry 
representatives advises and aligns programs 
to meet industry and educational needs. The 
committee has helped shape the center from 
its inception and continues to play a key role 
in the development and sustainability of 
CTEC.

Industry Advisory Committees (IACs) 
are established to support each program of 
study. IAC members contribute their exper-
tise to advise program content, provide expe-
riential learning opportunities, offer resourc-
es and connect students to job opportunities. 
Two on-site business liaisons—hired via the 
Salem Area Chamber of Commerce—link 
Industry partners with students, providing 
a variety of engagement opportunities, in-
cluding industry presentations and demon-
strations, site visits, career fairs, interviews, 
internships and jobs.

Integrated Curriculum

At CTEC, all of our students experience an 
integrated curriculum that includes rigorous 
academic standards and relevant industry-
specific skills. Students directly apply and 
connect academic knowledge with technical 
skills to graduate with a competitive advan-
tage as they head into their career of choice.

Professional Skill Development

CTEC focuses on teaching professional 
skills and establishes a professional work 
culture within the school environment. 

CTEC students are known in the community 
to stand tall, firmly shake hands, speak with 
conviction and problem-solve in an efficient 
manner. Through the integrated curriculum 
and connections to industry, CTEC students 
gain the professional skills needed to suc-
ceed upon graduation.

Integrated Curriculum

At CTEC, all of our students experience an 
integrated curriculum that includes rigorous 
academic standards and relevant industry-
specific skills. Students directly apply and 
connect academic knowledge with technical 
skills to graduate with a competitive advan-
tage as they head into their career of choice.

Professional Skill Development

CTEC focuses on teaching professional 
skills and establishes a professional work 
culture within the school environment. 
CTEC students are known in the community 
to stand tall, firmly shake hands, speak with 
conviction and problem-solve in an efficient 
manner. Through the integrated curriculum 
and connections to industry, CTEC students 
gain the professional skills needed to suc-
ceed upon graduation.

See CTEC, Page 17

Aaron Trueblood has a big job. He 
oversees the service department at 
Capitol Chevrolet. With all that on his 
shoulders, Aaron still makes time to 
be involved in the important work at 
CTEC. "It's the kids" says Trueblood. 
He believes in them and the program. 
Spending time on classes at the school 
and making sure they have the tools and 
uniforms they need. Aaron is quick to 
point out others in Salem's automotive 
business that have invested in CTEC. 
Dick and David Withnell and  are 
champions of the school. Power Auto 
Group, Donofrio dealerships, Roberson, 
and Lithia together with Withnell and 
Capitol Auto Group raised a $250,000 
donation to CTEC.
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John L. Scott Real Estate
Salem Office - 503-585-0100

salemoffice.johnlscott.com



December 2019 Salem Metro Area • Population 400,408 Page 17

Industry at the Table

Industry is always present at CTEC. 
Each program is supported by an Industry 
Advisory Committee that meets quarterly to 
review curriculum, identify resource needs 
and share opportunities—ensuring that 
CTEC is always teaching relevant industry-
specific skills and making career connections 
for students. Industry professionals 
interact with students on CTEC’s campus 
by providing presentations and technical 
demonstrations, offering feedback on 
assignments and leading engaging, hands-
on activities. CTEC students travel out 
into the community to visit companies and 
experience the workforce in action.

Career Pathways/Competitive Advantage

All CTEC students participate in career 
exploration as they learn about the different 
requirements for their specific career goals. 
CTEC embodies a planning culture, giving 
our students not only the skills necessary for 
success, but also providing a map of how to 
accomplish their goals. All CTEC students 

identify a career pathway by placing a leaf 
on their program’s Career Tree. This process 
helps our students plan for their future in the 
industry of their choice.

Hands-on learning/Industry teachers

CTEC classrooms offer relevant hands-on 
experiences for all of our students and each 
program is taught by experienced educators 
and industry professionals. Educators at 
CTEC come straight from industry and are 
then licensed as CTE educators. All of the 
faculty at CTEC have significant experience 
and community connections, allowing our 
students to learn and engage at the highest 
level possible.

Impact & Evaluation

With a 98% graduation rate, we know that 
we are helping students succeed in school. 
Other key outcomes include earning dual-
college credit, gaining valuable industry cer-
tifications, strong attendance, professional 
skill development, and 100% positive place-
ment post-graduation. We anticipate longer-

term positive outcomes as we track the ca-
reer and college pathways students take after 
CTEC.  CTEC’s programs and success are 
not only evaluated by the school district and 
the Oregon Department of Education, but 
also a third-party agency that tracks alumni 
success, student voices and industry experi-
ences. This organization runs focus groups, 
surveys and community outreach to evaluate 
the growth and impact of CTEC.

Positive Placement

CTEC students graduate high school with 
a career plan, as well as an internship, job, 
military or college acceptance. Positive 
placement is one of the driving missions at 
CTEC. We are developing our future skilled 
workforce and contributing to a thriving 
community.

CTEC
From Page 15

“Before attending CTEC, I had no direction for my future or had any idea of what I wanted to do. I 
decided to apply to CTEC after going through a tour and got accepted Junior Year! In my first year, 
one of my teachers gave me some information on a possible internship at Boeing. I decided to apply 
for it and give it a shot. I ended up getting the interview and they said my resume was the best resume 
they’ve seen in years. A few weeks later I heard back and found out that I was one of the 12 people 
out of 70 that got accepted. What’s different about CTEC is everything is goal oriented. Everything 
we’re doing is specific to our industry, and it gives us a purpose to our work. Each teacher really 
cares about every individual student. They really get to know you and focus on your goals for your 
future. I feel like CTEC changed my life by teaching me the professional skills to get into a career 
like time management, getting homework done efficiently and not being on my phone. But it also 
taught me the basics on how to work in a shop and work along with people and visualize the steps 
ahead. Without CTEC, I wouldn’t have learned about that internship and have a life plan of my future 
career!”- Helen Taylor, Manufacturing, Welding & Engineering
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500 LANCASTER DR. SE • SALEM
503-339-7195

WWW.FULLTHROTTLEAUTO500.COM

ROADHOUSE

BEST BURGER AND STEAK RESTAURANT IN SALEM

1145 COMMERCIAL ST. • BESTLITTLEROADHOUSE.COM WWW.FREEMANMOTORSALEM.COM

NOW OPEN!

NEW SALEM LOCATION

S H O W R O O M
We specialize in affordable, high-
end European vehicles to suit every 
lifestyle here in the Northwest and 
across the country. We pride our-
selves in having the best car selection 
kept in the protection of a boutique 
like indoor showroom. When you’re 
ready to buy, our finance team is 
there to find you the best financing 
solution to fit your needs. We make 
the sales process quick, easy and 
pressure free so you can drive away 
confident.

3784 Portland Road NE
SHOWROOM 503-485-0007 | SERVICE & AUTOSPA 503-485-0303

S E R V I C E
Freeman Service Center has a team 
of dedicated Advisors and certified 
technicians to take care of your ve-
hicle. Our technicians specialize in 
European mechanical repair but are 
skilled to work on any make and 
model. Use of the latest diagnostic 
equipment, tools and information 
systems allow us to efficiently and ac-
curately work on today’s sophisticated 
vehicles, keeping you and your family 
safe on the road.

A U T O S P A
Our AutoSpa offers the best cosmetic 
reconditioning and detailing services 
in Salem. We believe proper care of 
your vehicle is integral to protecting 
your investment, and are committed 
to keeping your car looking great 
throughout the lifetime of ownership.



December 2019 Salem Metro Area • Population 400,408 Page 19

MCNARY ESTATES!
Located on the 7th green/8th tee box with a golf course view. 3 
bdrm, 2.5 bath, 1972 sq. ft single level home. Spacious rooms. 
Gas fireplace in family room. Granite, SS applcs & dbl ovens in 

kitchen. $399,900 (756590)

CAMBRIDGE GREENS AT MCNARY!
Tastefully updated condo! 2 bdrm, 2 bath, 1684 sq. ft to make 

your own. High ceilings in living rm, dining rm and master. Kitchen 
includes granite and SS applcs. Master bath has 5 ft. walk-in 

shower. $349,900 (756439)

DESIREABLE SOUTH SALEM NEIGHBORHOOD!
Great room concept vaulted with 10 ft. ceilings! 3 bdrm + an office/
den, 2.5 bath, 2462 sq. ft home on large .18 acre lot. Top-of-the-

line amenities; granite, stainless steel, wood floors. Master is on the 
main level. Loft style family room. 3 car garage. $449,500 (756673)

The Home Builders Association of Marion & Polk Counties’ 
Mid-Valley Home Show is celebrating its 43rd year as the 

oldest, largest and best attended home show in the Mid-Willamette 
Valley. Don’t miss this amazing opportunity to showcase your goods 
and services to thousands of potential customers at the 2020 Mid-
Valley Home Show!

Reserve your space today!

JANUARY 
10, 11 & 12, 2020

Aisle $750
Perimeter $850
Corner $900
Perimeter Corner $2165
  Booths 8, 15, 36, 42 –   
  Approx. 10’ x 30’ 

$50 discount per 10x10 booth if you are a 
member of the HBA of Marion & Polk Counties

Jackman-Long Building
Each booth is furnished with back and  

side drapes and one electrical outlet up  
to 10 amp capacity. 220 volts is available at 

an additional cost.
All booths are 10 x 10 unless  

otherwise noted.
Floor plan, move-in & move-out hours, and exhibit 
hours are subject to modification without notice.

show hours
Friday, January 10 11 am - 7 pm
Saturday, January 11 10 am - 7 pm
Sunday, January 12 10 am - 5 pm

Jackman-Long Building

Booths 127-131 may not set up 
until Thursday January 9th after 
3 pm.
Booths 18,19 may not set up until 
Friday January 10th after 8 am.

ADMISSION
& PARKING 

FOR CONSUMERS 
IS FREE!

43rd Annual

To reserve your space today or to receive more 
information, contact Jeni Huntington or Reilly 
Rosecrans at 503-399-1500 or by email at 
info@homebuildersassociation.org.

Sponsored By:

Why Exhibit?

Build relationships, sell, and generate 
leads from thousands of qualified buyers 
Demonstrate the latest products and services 
to a motivated, targeted audience who can 
see, touch and buy your product on the spot 
Create and build brand awareness 

Who Will I Reach?

Reach homeowners living in Marion & Polk 
Counties between the ages of 30 to 75. We 
target homeowners with purchasing power 
by utilizing a marketing campaign developed 
over a 43-year history.

If you are interested in participating in 
the Mid-Valley Home Show, please contact 
Jeni Huntington or Reilly Rosecrans 
at 503-399-1500 or jhuntington@
homebuildersassociation.org for availability 
and pricing.

Limited Space Available for 43rd 
Annual Mid-Valley Home Show

January 10th–12th, 2020
Oregon State Fairgrounds 

The Home Builders Association of Marion 
& Polk Counites’ 42nd Annal Mid-Valley 
Home Show is coming up January 10th – 
12th, 2020, at the Oregon State Fairground.  

While space does remain available for new 
vendors, it is limited due to high renewal 
rates from existing vendors. The Mid-Valley 
Home Show has consistently attracted a 
large, qualified audience, ready-to-buy, and 
eager-to-learn about the latest products and 
services for their homes.

Our 42 year history with consumer shows 
enables us to deliver a highly qualified 
audience directly to your booth making it 
the perfect venue for those selling products 
or services that relate to remodeling, home 
improvement, landscaping, decorating, or 
design.
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A profitable holiday season is great 
for business owners, employees, and 
communities. It allows everyone to get in on 
the giving.

There’s a catch to all this though – and 
it should be fairly obvious, but I wonder 
sometimes…. In order to give a gift, it must 
be rightfully yours to give in the first place. 
There is no virtue to be gained if someone 
were to steal in order to give a gift, even if 
it ultimately benefits the receiver of the gift. 
Similarly, putting oneself into extreme credit 
card debt in order to give lavish presents 
would be unwise, at best.

Another crucial component that must exist 
in order for giving to yield maximum positive 
outcomes is that is must be voluntary. Not 
mostly voluntary, not kind-of voluntary. 
Totally voluntary. When we feel like we have 

to supply a gift, it sure doesn’t feel like giving 
should, especially when the transaction is 
all about meeting an expectation, rather 
than joyfully fulfilling a child’s wish – or 
unpredictably meeting a friend’s need. How 
utterly unsatisfying it would be for us to 
keep generating never-ending wish-lists, 
never creating that first shopping list, never 
growing a giver’s heart.

And if a would-be giver is compelled to 
give, or otherwise obligated to part ways with 
their money or property for the benefit of 
someone else, by someone or something ex-
ercising authority over the giver – that’s re-
ally no gift at all. So, receive graciously, give 
freely, and have a very happy holiday season.

Anthony K. Smith is Oregon state director for 
NFIB

NFIB
From Page 11

Each month, I feature 
local nonprofit leaders 
who make an impact in 
the community. This 
month’s interview is 
with Jake Bryant, Board 
Chair of the nonprofit 
organization, Travel 
Salem. Jake Bryant is the 
General Manager of Best 
Western Plus Mill Creek 

Inn.

Tell us about your non-profit:

Travel Salem is a Destination Marketing 
and Management Organization (DMMO) 
that promotes visitation to Salem, Marion 
County and Polk County. Tourism is an 
economic development industry that 
generated $603 million and 1,700 jobs, in 
2018, to the Salem and two-county region. 

It is our mission to inspire travel and 
foster economic prosperity by harnessing 
our destination’s unique value proposition 
through partnership, innovation, and 
responsible development that enhances the 
visitor experience and enriches the lives of 
residents.

Travel Salem markets the region as The 
Most Oregon Part of Oregon, illustrating 
that in and around our state capital are all 
of the “really Oregon” things visitors are 
coming here for: colorful history and culture, 
world-class wineries, waterfall hikes, farm-
to-table food, festivals and many other 
transformative travel experiences.

Travel Salem runs the Salem Visitors 
Center at 388 State Street, downtown Salem 
and our departments include: Marketing 
& Communications, Convention & Event 
Sales and Membership.

How did you get into the role? How did 
you find yourself in leadership in the 
organization?

I realized the importance of Travel 
Salem for the lodging industry early on in 
my management career, and I wanted to 
be involved. I've served on the board for 
several years, and I was very happy to serve 
as Board President when asked.

What experiences best prepared you for 
this role?

I have worked in the lodging industry for 27 
years and managed Best Western Plus Mill 
Creek Inn for 23 years. I've served on the 
board of Salem Area Lodging Association 
for over 20 years, including a term as Board 
President of SALA. Every day I witness the 
positive results of Travel Salem's marketing 
and development efforts, and their effect on 
occupancy for lodging properties.

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

I've never been comfortable with public 
speaking, so leading a board meeting was 
outside of my comfort zone, but I've served 
with most of the current members for years, 
so it has been easier than expected.

When I first became involved, I thought it 
might be difficult to balance the interests of 
my hotel with those of the organization, but 
I've found that in most cases, these interests 
have been aligned.

What have you uniquely contributed to 
your organization?

I think that my hotel experience brings 
value to the board. I (and other hoteliers 

on the board) can share industry trends, 
as well as suggestions for ways to improve 
occupancy in the future.

What are you looking for in future leaders 
in your group?

My hope is that Travel Salem continues to 
look for board representation from many 
sectors of business and government, so that 
we can always approach challenges from 
different points of view, and with a wide 
variety of experience.

Is there anything else you would like to 
add?

Travel Salem is for residents too. The 
TravelSalem.com website is a great 
resource for residents to discover events 
and things to see and do in the Salem and 
two-county area. They also have a blog that 
shares the best of the best of the region. Go 
to TravelSalem.com to sign up.

Jake Bryant is a great example of a leader who 
uses his professional skills to aid a worthy 
nonprofit. To learn more about Travel Salem 
visit www.travelsalem.org

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

An interview with with Jake Bryant

G. Harvey Gail is president of Spire Management, an association management, event planning and 
consulting firm located in Salem, Oregon. www.SpireManagement.com , @HarvGail.

Inspiring Leaders and Non-profits
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