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If you are interested in contributing or nomination REALTORS® for certain stories, please
email us at sabrina.dikeman@realproducersmag.com.
DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the author(s). The publication contains paid advertisements by local companies. These companies are not
endorsed or specifically recommended by N2 Publishing or the publisher. Therefore, neither N2 Publishing nor the publisher may be held
liable or responsible for business practices of these companies. NOTE: When community events take place, photographers may be present
to take photos for that event and they may be used in this publication.

ARTICLE CORRECTION!
Genie Guisinger's article in the July issue stated that she had a twelve-year-old daughter, which was incorrect. Genie Guisinger
currently does not have any children. We apologize for the error and appreciate that it was brought to our attention.
www.realproducersmag.com • 3

PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These
local businesses are proud to partner with you and make this magazine possible. Please support
these businesses and thank them for supporting the REALTOR® community!
1031 EXCHANGE
Beutler Exchange Group, LLC
(503) 748-1031
www.beutlerexchagegroup.com
BASEMENT WATERPROOFING
John’s Waterproofing
Company
(503) 419-0404
https:/ /www.johnswaterproofing.
com /
CONTRACTOR
Bill Goff Construction
(503) 559-8670
www.billgoffconstruction.com
HOME LOANS
Academy Mortgage
Ben Nelson
(503) 910-9872

https:/ /academymortgage.com/lo /
bennelson
HOME STAGING
Creative Concepts
(503) 881-0886
www.stagingoregon.com
HOUSE CLEANING SERVICES
Azucena’s Cleaning
(503) 779-5906
www.azucenacleaning.com
PHOTOGRAPHY / MULTIMEDIA
Foremost Marketing &
Media LLC
(503) 910-5686
www.foremostmm.com
PHOTOGRAPHY AND
VIDEO SERVICES

•
•
•
•

DO YOU WANT QUICK, RELIABLE PRE-APPROVALS?
DO YOU WANT WEEKLY UPDATES THROUGHOUT THE
ENTIRE LOAN PROCESS?

Marks in Time Photography
(541) 905-1366
www.marksintimephotography.net

DO YOU WANT A TEAM THAT IS ALWAYS AVAILABLE
AND HAS OVER 40 YEARS COMBINED EXPERIENCE?
DO YOU WANT YOUR CLIENTS TO HAVE AN ENJOYABLE
EXPERIENCE?

ROOFING & ROOF REPAIR
Anytime Roofing
(503) 446-0918
www.anytimeroofingllc.com

TEAM CANALES IS
HERE TO HELP!

TITLE & ESCROW
Fidelity National Title Company
500 Liberty St. SE, Suite 200
Salem, OR 97301-3496
(503) 585-7219
www.fidelitytitleoregon. com

VA, FHA, USDA, Conventional, Manufactured homes – we do it all!
Have your clients apply online at BestLoanProgram.com
and we will take it from there!

YARD / LAWN CARE
McKinley Landscape
Maintenance, LLC
(503) 393-0283
mckinleylandscapellc.com

KATY CANALES

Mortgage Loan Originator
Landmark Professional Mortgage
www.bestloanprogram.com
503.581.8100

NMLS CO 399162
NMLS ID 270783 ORML 5038

19 Years of Experience as a Loan Consultant with Landmark Professional Mortgage

Full Roof Replacements (Single, composition or metal)
Roofing Repairs • Gutter Installation & Cleaning • Moss Removal

503-446-0918

AnyTimeRoofingLLC.com
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1255 Lee St SE
Ste 200 Salem, OR 97302

Call for a fast quote today!
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MEET THE

publisher’s note

WILLAMETTE
VA L L E Y

By Sabrina Dikeman

REAL PRODUCERS TEAM

FAQ

Magazine
ABOUT THIS

Ever since we launched Willamette Valley Real Producers in
April, I have heard some of the same questions from many of you.
I figured it would be most efficient to publish the answers here in
case more of you had the same questions. Remember, my door is
always open to discuss anything regarding this community — this
publication is 100 percent designed to be your voice!

Sabrina Dikeman
Publisher

Ashley Hanson
Editor

Rick Osborn
Writer

Pamela Hagedoorn
Publisher’s Assistant

Marlin Brownell
Photographer

The health of your
family matters.

Q: What does it cost a Realtor/team to be featured?
A: Zero, zilch, zippo, nada, nil. It costs nothing, my friends, so
nominate away! This is not a pay-to-play model whatsoever.

Up to 45% of the air you breathe
comes from your basement
or crawlspace.
Call today for your free inspection.
Abigail Garber
Writer

6 • August 2018

Q: What is the process for being featured in this magazine?
A: It’s really simple — every feature you see has first been
nominated. You can nominate other Realtors (or yourselves!),
or affiliates, brokers, owners, and office leaders can nominate
Realtors, as well. We will consider anyone brought to our attention because we don’t know everyone’s stories, so we need your
help to learn about them. A nomination currently looks like this:
You email us at Sabrina.Dikeman@RealProducersMag.com with
the subject “Nomination: (Name of Nominee).” Please explain
why you are nominating them to be featured. It could be that
they have an amazing story that needs to be told, perhaps they
overcame extreme obstacles, they are an exceptional leader, have
the best customer service, or they give back to the community in
a big way, etc. The next step is an interview with us to ensure it’s
a good fit. If all works out, then we put the wheels in motion for
our writer to conduct an interview and write the article, and for
our photographers, (Foremost Marketing and Media) to schedule
a photo shoot.

Ryan Murphy
Videographer and
Photography

Q: The magazine is very professional and very high quality.
How do you maintain that every month?
A: It is printed by N2 Publishing who only prints the highest-quality products, ensuring that not only the paper is of high grade, but
that the colors are bright and vibrant as well. And let’s face it, you
agents your pretty easy to photograph! In addition, we have the
best photographers and writers! We do formal photoshoots with
every agent and interview to write each article as well.

Q: How can I write an article to be printed?
A: If you are interested in writing an article to give back to the
Willamette Valley Real Producers community, please email me
at Sabrina.Dikeman@RealProducersMag.com. Even if you don’t
consider yourself a prolific writer but have great ideas to share,
let’s talk!
Q: Who are the Preferred Partner Affiliates?
A: Anyone listed as a “Preferred Partner Affiliates” in the front
of the magazine is part of this community. They will have an ad
in every issue of the magazine, attend our quarterly events, and
be part of our online community. We don’t just find these businesses off the street, nor do we work with all businesses that
approach us. One or many of you have personally referred every
single Preferred Partner you see in here. We won’t even take a
meeting with a business that has not been vetted by one of you
and “stamped for approval,” in a sense. Our goal is to create a
powerhouse network not only of the best Realtors in the area but
the best affiliates, as well, so we can all grow stronger together.
Q: How can I refer a Preferred Partner?
A: If you know and want to recommend a local business that
works with top Realtors, please email us to let us know at: Sabrina.Dikeman@RealProducersMag.com
Sabrina Dikeman, Publisher of Willamette Valley Real Producers
Sabrina.Dikeman@RealProducersMag.com

EFFICIENT
OIL TANK
DECOMMISSIONING
BILL GOFF CONSTRUCTION
OI L TANK REMOVA L • LOCAT IN G • T EST IN G
S OI L REMEDI ATI ON • A BA N D ON M EN T • CLEA N UP

Turn to Bill Goff Construction for all your
environmental consultation needs. Count on our
licensed, bonded, and insured business for your
environmental consultation.
503-559-8670
BillGof fConstruction.com • CCB #52834
www.realproducersmag.com • 7

Heather Miller, George Grabenhorst,
Curt Arthur, Tom Hendrie

became one of the largest developers in the Mid-Willamette Valley area. After World War II, Grabenhorst’s father – the second in
the line of Georges – came into the business with his two brothers. The name changed to Grabenhorst Brothers Real Estate. It
operated under that name for many years.
It seemed like, with three generations behind him and a thriving
family business, Grabenhorst might gravitate in that direction. But
it didn’t quite seem that way at first. Grabenhorst instead went to
Western Oregon University – then Oregon College of Education –
where he graduated with a bachelor’s degree in education. After 8
years as a teacher and coach in Sweet Home, Grabenhorst became
a casualty of cutbacks due to declining enrollment.

CARRYING ON THE

TRADITION
Real estate passion – and the name George – are
intergenerational in the Grabenhorst family

top producer
By Rick Osborn

8 • August 2018

George Grabenhorst is carrying on the family tradition in Salem’s real estate industry.
Aside from the name George – he is the fourth of a
long and unbroken line of gentlemen named George
Grabenhorst in the Salem-area real estate business
since 1910 – Grabenhorst has inherited a passion
for the real estate business and love of the Salem
area community.
“My grandfather’s name was George, and so I’m actually the third,” he said. “When I was growing up, it
was difficult, to say the least, with the three Georges.”
Grabenhorst’s grandfather and great-grandfather
founded W.H. Grabenhorst & Co. in 1910. In spite of
interruptions over the years caused by both world
wars, the business flourished in the Salem area and

“I actually tried to stay out of (real estate), but I just got sucked back
in by timing,” Grabenhorst said. “My job got cut in Sweet Home due
to declining enrollment, and so I was trying to get a job in teaching.
There was a lull in teaching, and I couldn’t get hired anyplace.”
Unable to nail down a full-time teaching gig, Grabenhorst earned
his real estate license and began making a living that way in the
Salem area, in between substitute teaching assignments. Then, his
family business was on the verge of closing its doors. The prior
generation was eyeing retirement and there was no heir apparent
to carry on the legacy, so Grabenhorst decided to give it a go.
“I came on board with my dad and told them I’d give it a year
and see if we could keep it afloat,” Grabenhorst said. “The
brothers were looking at closing Grabenhorst Brothers down
and I just couldn’t see Salem without it, so I decided to step in
and give it a shot.”

www.realproducersmag.com • 9

fice, residential, subdivision development, property
management, leasing and industrial properties.

After beginning work in the family
business in 1986, Grabenhorst took
ownership in 1991. With the fourth
generation of Grabenhorst at the
helm, the business thrived, growing
from three brokers to 42 in his first
year of ownership.

The rest of the time he loves spending time with
his wife, Sunny Lyons, on the 110-acre family farm
where he grew up south of Salem. Aside from farming and raising horses, he also is an avid golfer, outdoorsman, model airplane builder and history buff.

“It was just actually a good time in
the business,” he said. “We were
coming out of a recession and things
were growing.”

“I have a ranch that I live on and work on, so that’s
kind of my passion when I’m not doing stuff here
(at the offices), is to work there,” he said. “I enjoy
working on my farm, but I’m also involved in a lot
of civic organizations.”

Over his time in the business, Grabenhorst began to see why so many
generations of his family devoted
their careers to it. Over time, he
came to realize he had found his true
professional passion.

Grabenhorst has remained active in numerous community and professional organizations
of many types. He’s been a chairperson for the
Marion County Planning Commission, a member
of Salem Football Officials Association, a volunteer EMT and a track and field coach at North Eugene High School. He’s also active with the Salem
Chamber of Commerce, Downtown Rotary and
the City of Salem Downtown Development Board.
Twice, Grabenhorst has been named Realtor of the
Year by the Salem Association of Realtors. He’s
also been that group’s president twice. In 2017,
Grabenhorst was elected president of the Oregon
Association of Realtors.

“My motivation is to help people reach
their goals,” he said. “I like working
with people. My job in real estate
gives me a diverse look at life. Everyone’s needs are different and it’s in
these differences that I find personal
satisfaction and happiness. My work
is ever-changing. It’s never boring.”
But over time, as the owner of a large
firm, Grabenhorst began to realize he
missed that personal connection with
clients. With no other Grabenhorsts
desiring to pick up the torch, in 1999 he
made the difficult decision to close the
family business. After that, he worked
for a few different local firms because
it gave him the ability to continue providing the client service he loves.

To anyone’s knowledge, Grabenhorst is only the
second commercial broker to be named OAR president. Grabenhorst’s uncle, Coburn Grabenhorst,
was the first, elected in 1957.
Grabenhorst advises new agents getting into the
business to continue educating themselves. The real
estate teste preparation courses teach how to pass
the exam, he says, but not how to run the business.

“I took a look at what I was doing,” he
said. “I wasn’t working with people
anymore. I wasn’t working with
clients and I missed that. There were
days I wished I hadn’t have done it
and there were days I was glad. It
took a lot of weight off my shoulders
and got me working back with individuals, which I really enjoy doing.”
Today, after more than 30 years in the
business, Grabenhorst is a Senior Advisor with SVN Commercial Advisors
in Salem. During his working days, he
specializes in the area’s land, indus10 • August 2018

“There’s a lot involved in this business, and it’s not
an easy business,” he said. “And so if they want
to stay out of trouble, they need to know what
they’re doing.”
As a fourth-generation Salem community member
and business owner, Grabenhorst is the first to pass
along the wisdom that it’s also vital to take care of
the community.

trial, commercial and agricultural properties, as well as bankruptcies and receiverships throughout Oregon. He’s well known in the community and among
peers for his insights, energy, and expertise of property and development. His
practice involves facilitating all areas of real estate, including commercial, of-

“This is a business and they need to get involved
with the community and the Realtor associations, as
well,” he said. “One thing in this business is you need
to give back to the community and this business so
we can continue to have this business to do.”
www.realproducersmag.com • 11

WILLAMETTE VALLEY REAL PRODUCERS

KICKOFF
FALL FLING

Real Estate Photos

Video Home Tours

Client Tessmonial Videos

Aerial Services

Book online at:

MarksInTimePhotography.com

MAID TO
PERFECTION
Real Producers Kick-Off Fall Fling 2018
Wednesday, September 19, 2018 5:00pm- 7:30pm
Venue Host: Creative Concepts
3226 Pringle Rd Salem, OR

t's
Is Your Clien
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f Home buy
d Scaring Of

Yar

Giving your life back one hour at a time

Move-in, Move-out
1 Time Cleanings for Listings
Weekly & Bi-Weekly Services
Tailored Services

Complimentary Food Provided by: TBA
Complimentary Wine Tasting from 3 Local Wineries!
Prizes, Affiliate Sponsors, Food, Drink, networking and a Whole Lot of Fun!
RSVP: Sabrina.dikeman@realproducersmag.com
Come help us honor the featured Realtors from our summer issues and celebrate the launch of the Willamette Valley Real Producers Magazine!
Visit us at: www.willamettevalleyrealproducers.com
https://www.facebook.com/wvrealproducersmag/

503-935-1893
Landscape Clean-up • Mowing • edging • Trimming
Landscape Staging • Bark • Rock • Harscape
Junk Removal • Sod • Irrigation
facebook.com/McKinleyLandscape
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Schedule a FREE Estimate Today!

541-257-5373

info@maidtoperfectioncorvallis.com

Licensed, Bonded, Insured
Your Professional House Cleaning Service
www.realproducersmag.com • 13

Business
Boldly

About

1031

• Digital & Social Media
• Website Design & Support
• Reputation Management
• Graphics Packages
• Full Service Marketing

what every real
estate broker needs
to know
By Toija Beutler, attorney/owner,
Beutler Exchange Group LLC

Li ke Ki nd E xc h a ng e s

503-269-2990

www.businessboldly.com

1031 Exchange Questions
Answered Today!

FREE CONSULATIONS

In the listing appointment, the broker needs to
be able to spot the opportunity for an exchange.
1031 exchanges are available for rental properties, commercial properties or investment
land. When the client sells, they can defer the payment of the capital gain tax and recapture of depreciation … as long as they find and buy a replacement
property and comply with the many 1031 rules.

Help Your Clients Use Section 1031 Like-Kind
Exchanges to Preserve Investment Net Worth.
Give Toija Beutler and her staff a call.

Providing 1031 Tax-Deferred Exchange Services

Toija Beutler,
Attorney

5665 Meadows Rd., Suite 140, Lake Oswego, OR 97035 • 503.748.1031 • Toll free: 844.414.1031

SUBSCRIBE TO

W I L L A M E T T E VA L L E Y

I N F O R M I N G

A N D

I N S P I R I N G

R E A L

E S TAT E

A G E N T S

If you would like to purchase a monthly subscription to this
publication or would like extra copies of any of our issues,
please email Sabrina.Dikeman@RealProducersMag.com.
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The definition of “like kind” is the best
feature of 1031.
All real estate is like kind with all other real estate
as long as what is being sold and bought is rental,
commercial or land held for investment. This
generous definition enables the client to purchase
a very different property that better suits their
personal or business goals. And, because 1031 is a
federal law, the client can sell in one state and purchase in a different state – thereby “moving” their
investments around the country.
1031 is not for second homes, flips, new construction, or land held by a builder or developer. These
are personal-use properties or inventory properties
and are not eligible for the tax deferral.

AGENTS GIVE BACK
Bridget Welborn
HomeSmart Realty Group
FEATURED MANAGING BROKER
Mendell Gosnell
Centurion Real Estate Services
AFFILIATE SPONSOR SPOTLIGHT
Lisa McCormick
Cherry Creek Mortgage

Yes, there are rules, many of which will be surprising to the client.
Deadlines. The client must close on the new

property within 180 days of closing
the sale of the old property. The worst
feature of 1031 is that they only have
the first 45 days of the 180 to identify
the replacement property. Most clients
can only list three properties and they
must buy from the list. Forty-five days
is an exceedingly short time in which
to find a suitable property, especially
with the current limited inventories.
The sooner the Broker gets their
client out looking for replacement property the greater the
success of the exchange.
Reinvestment rules. To get the best
tax savings the client will:
1. Apply all the net cash from the
sale toward the purchase of the
new property.
2. Obtain a new loan that equals
or exceeds the loan on the
old property.
Exchange Process. An exchange is
not a do-it-yourself technique. The
IRS requires the client to work with
an exchange company. The exchange
company prepares specialized docu-

ments that the client signs in the closing of the old property … as they are
signing the deed to the buyer. There
will be similar documents at the closing of the new property. It is the exchange company’s paperwork in those
closings that create the exchange and
tax deferral.
Scenarios require particular attention and structuring:
1. Wanting to buy from a
related party.
2. Breaking up or forming partnerships/LLCs at the time of an
exchange.
3. Making improvements as part of
the exchange.
4. Closing on a new property before
closing the sale of the old – a
reverse exchange.
Some exchanges can be complex.
Others are fairly simple. Either
way, the best exchanges not
only shelter tax but also achieve
important business and personal
goals for your client.

AUGUST 2018
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featured managing broker
By Rick Osborn

Opportunity knocks … Mendell Gosnell Found
His Calling In Property Management
Mendell Gosnell was on the verge of a
law enforcement career. That was when
opportunity knocked, and he found his
place in the real estate world.

apartment complexes and commercial properties, in addition to
offering maintenance and remodeling services.

After graduating from Oregon State
University with a bachelor’s degree
– he studied business, philosophy
and speech communication – Gosnell
was looking at options. He had been
a reserve police officer in Philomath
and was in the application process
with the United States Border patrol.
He reconnected with a mentor who
works in real estate and chose that
path, and Gosnell has been on that
road ever since.

“I read the book Rich
Dad, Poor Dad, and that
was a real paradigm
shift for me,” he said. “I
grew up poor, and so my
mental paradigm was,
I’ve got to get a job and
work. Then, my real
estate mentor asked
what I want in life, and
if I have a career in
real estate, I can have
a chance to create the
lifestyle I want.”

For the last 14 years, Gosnell has
owned and operated his business,
Centurion Real Estate Management
LLC, a Salem-area property management company that serves the Willamette Valley. His firm works with
owners of rental homes, multi-family

Primarily, Gosnell wanted to be able to provide a comfortable
life for his future family and enjoy the flexibility to make time
with his loved ones. Moving into property management allowed
him the ability to spend weekends with his wife of 11 years,
Darlene, and his five children, 10-year-old Nehemyah, 8-yearold Ephraim, 5-year-old Arabella, 3-year-old Micah, and 1-yearold Elijah.

Mendell

Gosnell

Centurion Real Estate Services

16 • August 2018
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They’re just rockstar
employees who are
able to do a lot of the
stuff we need on a
day-to-day basis,
Gosnell started out as a broker, and then switched to property
management to avoid the evening and weekend work that home
sales require.

“They’re just rockstar employees who are able to do a lot of the
stuff we need on a day-to-day basis,” he said. “The sky’s the limit.
We’re really optimistic and excited about the future.”

“I gave up my broker’s license and got my property management
license so I could just do it on my own without doing sales,” he
said. “I slowly grew my business from the ground up and then
went back and got my principal broker license and started
hiring brokers.”

Centurion Real Estate and Property Management focuses on
service by exceeding client service expectations of customers,
protecting clients’ real estate investments, and giving clients the
freedom to enjoy their lives.

It hasn’t been without its challenges. Primary among those is
managing growth, which he admits is a good problem to have
in business.
“On the property management side, we’ve grown really fast,” he said.
“It’s a really great problem to have, along with staying up with technology. In the last few years software has just really exploded, and
being able to keep up with that is a constant, ongoing challenge.”
About a year and a half ago, Centurion moved into a new office,
which Gosnell purchased. The acquisition, in addition to a couple
of adjoining lots, allows the company to fulfill its vision. It opens
up more parking space and office space, in addition to options to
expand the operation. The company employs a team of 25, in addition to five brokers.
18 • August 2018

For those starting out in the business, Gosnell recommends new
real estate professionals start with knowing why they want to
be in the business. He has applied that rule through his own career and it has carried him far. Business is booming, and he has
earned the highest property management credential in the industry. It took a lot of hard work to get to where Gosnell is today.
“You really need a lot of motivation to persevere in the early
years,” he said. “Looking back, it was never my intention to go
into real estate. The summer spent fixing up a rental property
after college is one of the reasons I chose a career in real estate.
It was the opportunity to combine big-picture thinking along with
an attention to detail that I most enjoy about property management and real estate. It isn’t about managing a client’s real estate
and investment property; it is also about partnering with them to
increase the value of their investment.”
www.realproducersmag.com • 19

ASSOCIATION

NEWS
calendar of events
NAR Code of Ethics – When You Come to the Fork
in the Road, Take It! - 3 CE
Wednesday, Aug. 1, 2018
9 a.m.-12 p.m.
Salem Scottish Rite Center
4090 Commercial St. SE
Salem, OR 97302
A lively overview of the National Association of REALTORS® Code of Ethics, this hands-on course examines ethical business practice in everyday real estate
business situations — what’s allowed, what’s not and
WHY! Includes ethics, arbitration of money disputes,
and the process for enforcing ethical standards
amongst REALTORS®.

Professional Standards Training: Navigating the Code’s “Fork in
the Road” - 3 CE
Wednesday, Aug. 1, 2018
1-4 p.m.
Salem Scottish Rite Center
4090 Commercial St. SE
Salem, OR 97302
A careful study of the system and process for enforcing ethical
standards and arbitrating disputes between licensees and clients,
based on NAR’s Code of Ethics and Arbitration Manual. Case studies show how and why the process works, and the advantages of
Mediation as a dispute resolution system.
At Home with Diversity: NAR Certification Course - 6 CE
Thursday, Aug. 2, 2018
9 a.m.-4 p.m.
OAR Training Room, second floor
2110 Mission St. SE
Salem, OR 97302
At Home With Diversity® is an educational experience designed to
present a picture of the changing face of the real estate industry.
More importantly, the class teaches how real estate professionals can
increase their sensitivity and adaptability to future market trends.
$125 registration for members and $175
Tuesday, Aug. 7, 2018
SAR – Government Affairs – Political Action Committee Meeting
12-1 p.m.
SAR Office
2794 12th St., Salem, OR 97302
Director: Holly Sears
The GAC meetings are open to all members who are interested in
getting an update on local issues that could affect your business.

Monday, Aug. 13, 2018
SAR Board of Directors Meeting
8:30-10 a.m.
SAR Office
2794 12th St., Salem, OR 97302
(Exclusive to board members only)
Wednesday, August 15, 2018
SAR Professional Development
Committee Meeting
12 p.m. - 1 p.m.
SAR Office, 2794 12th St.,
Salem, OR 97302
(Exclusive to Committee Members)
Wednesday, Aug. 15, 2018
SAR Special Events
Committee Meeting
9-10 a.m.
SAR Office, 2794 12th St.,
Salem, OR 97302
(Exclusive to Committee Members)
Thursday, Aug. 16, 2018
PCAR General Meeting
11:45 a.m. start time
Oak Knoll Golf Course

6335 OR-22,
Independence, OR 973051
Wednesday, August 22, 2018
NWAR Meeting/Education Seminar
9:30 a.m. – 11:30 a.m.
2 hour CE
(Topic/Speaker To Be Announced)
500 Wilco Highway Northeast, Mt
Angel, OR 97362
Thursday, August 23, 2018
SAR Outreach & Public Relations
Committee Meeting
9 a.m. -10 a.m.
SAR Office, 2794 12th St.,
Salem, OR 97302
(Exclusive to Committee Members)
Thursday, August 23, 2018
SAR Risk Advisory Seminar
12 p.m. – 1 p.m.
1 hour CE; free to members
Salem First Church of the Nazarene
1550 Market St. NE, Salem, OR 97301

Oregon Association of Realtors
2110 Mission St. SE #230
Salem, OR 97302
(503) 362-3645
www.oregonrealtors.org
Salem Association of Realtors
2794 12th Pl. SE
Salem, OR 97302
(503) 540-0081
www.salemrealtors.com
North Willamette Association of Realtors
2794 12th Pl. SE
Salem, OR 97302
(503) 540-0081
www.nwarrealtors.org
Polk County Association of Realtors
(503) 930-1047
www.polkcountyoregonrealestate.com
Willamette Association of Realtors
645 Waverly Dr. SE Ste. 212
Albany, OR 97322
(541) 924-9267
www.waor.org

Wednesday, Aug. 8, 2018
SAR General Membership Meeting
9-10:30 a.m.
Salem Scottish Rite Center
4090 Commercial St. NE, Salem, OR 97302 US
Thursday, Aug. 9, 2018
SARCF Board of Directors Meeting
9-10 a.m.
SAR Office, 2794 12th St., Salem, OR 97302
(Exclusive to board members only)
Thursday, Aug. 9, 2018
PCAR Directors Meeting
9:00 a.m. start time
All are welcome Windermere – Dallas
Friday, Aug. 10, 2018
SAR Executive Committee Meeting
8:30-10 a.m.
SAR Office, 2794 12th St., Salem, OR 97302
(Exclusive to committee members)
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Help Your Clients Live the Life They'll Love

Take drive through the neighborhood and you'll
notice that it's characterized by a custom builder
that is creating a landscape of stunning homes
NOW SELLING
Model Homes
with a variety of elevations and breathtaking
Under Constructions &
designs. Located off Sunnyside Rd, south of
New Homes from
the Mid-$400's
Kuebler Blvd, Sabre Ridge residents enjoy the
serenity of this prime south location while having
WindRiver Homes LLC
the convenience of being centrally location with
503-983-9188
•
windriverhomesllc.com/sabre-ridge
easy access to all that Salem has to offer.
OPEN HOUSE EVERY SATURDAY AND SUNDAY 1-4 PM
Welcome to Sabre Ridge.
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BBQ
2018 SAR

THANKS

to all the Realtors
and Affiliates
who attended this
years event!
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SAR
honor’s
scholarship
recipients

Delaney Rothmeyer
School: West Salem High School
College Attending: Oregon State University
Major: Biology and Biochemistry
Career Objective: To become a Pediatric Oncologist
Community Service: Each week I volunteer at Kalapuya
Elementary School reading to groups and individuals. I also vol-

unteer as an assistant teaching 3- and 4-year-old dance classes.
I work hard to volunteer and help my community several times
throughout the month pick up litter from the streets. I have also
volunteered for the Awesome 3000 event.
Delaney’s Essay:
After high school, I plan on attending Oregon State University to
major in biology, with a minor in early childhood education. With
this degree, I want to pursue a career in the medical field, specializing in pediatrics. Throughout college, I want to put school as a
top priority and focus on getting A’s and B’s throughout all of my
classes. Along with that, I want to audition for the dance team
to continue dancing after high school. I also want to look into
sororities and other clubs and organizations to participate in the
school and community. After college and medical school, I intend
to become a pediatric oncologist. This career path means a lot
to me as I am very interested in being able to make a difference
in children, such as exploring new ways to cure cancer. Helping
children holds a special place in my heart.
There is a lot of schooling, internships, and residencies involved
in becoming a doctor. Receiving a scholarship would mean a lot
to me as it would help with financing, as well as showing community support for going into higher education. Any amount of
financial support would help relieve stress off of myself and my
family as the cost of college continues to rise. Due to the amount
of income my parents make each year, there is a low amount of
loans that are available compared to the cost of college. Being
the third out of four children, my parents have many expenses
and cannot pay out of pocket. Scholarships not only help with
finances but show support throughout a small community. On
top of tuition, students have to pay for food, housing, and books
as well. There is such a great expense to wanting to get a higher
education and wanting to have a career in which will help give
back to the people.

Megan Eno
School: Sprague High
School
College Attending
in the Fall: Cornell
University
Major: Molecular and
Cell Biology
Career Objective: I
would like to ultimately
work in the medical
field as a physician or
do research that focuses
on making advancements in medicine and
procedures.
Community Service:
Salem Hospital, two
years/150 hours. Church
involvement, VBA, six
years. Marion and Polk
food share, one year.
Activities Involved In:
Salem Fencing Club, eight years. Girl Scouts, 12 years. National Honor Society,
one year. French National Honor Society, two years.
Megan’s Essay:
From an early age, I excelled in the science classroom. I became enthralled with
the scope this subject covered – from the molecular level to the vast, limitless
extent of the universe. Science beckoned me as a young student, from learning
about sustaining life through a simple terrarium in the third grade to analyzing the much larger potential of the PPMO molecule in my AP Biology class.
Because of my adoration of science, I aim to fulfill my ambition and pursue a
STEM degree at Cornell, while encouraging future generations to continue in
the fascinating field of science. In college, I would like to get involved in research

'
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opportunities and other projects that would allow
me to directly impact communities around me. Later
on, I would potentially like to become a research
scientist or go into the medical field where I can
personally transform lives and be a beneficial part of
my community.
This scholarship would create opportunities for
me in college and beyond, and would help me lead
my generation to a sustainable future. I realize
the importance of education, and this scholarship
would allow me to focus more on my schoolwork
and achieving my goals while relieving some of the
financial stress. With this scholarship, I will never
stop pushing the envelope forward, nor will I stop
working to prove myself.
I was born in Salem and have lived here my whole
life; this city raised me and has kept me grounded. I
fondly recall my best childhood memories all taking
place in Salem – from going to the capitol building
when the cherry blossoms are in bloom while the
petals fall like snow, to begging my mom to take
me to the Gilbert House where my love of science
and discovery stemmed to going to Bush Park
downtown and enjoying the beautiful landscape or
going to events such as the Salem Art Fair. After
college, I fully intend to return to this city and give
back to the community that has given me so many
opportunities and supported me throughout my life,
bringing with me a worldly perspective and innovative ideas. Thank you for considering me for this
opportunity and for assisting the dreams of Salem
students like myself.

'
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HomeSmart Realty Group

Bridget Welborn
28 • August 2018

Housing People Is Both A
Profession And A Calling
For Bridget Welborn

We don’t have signs or
displays; we’re just part
of the community, and all
are welcome.

agents give back
By Rick Osborn

There’s an old Irish proverb that HomeSmart
Realty Group Agent Bridget Welborn adheres to in
both her personal and professional lives: “It is in
the shelter of each other that the people live.”
Housing people is what Welborn spends most of
her time thinking about and doing. In addition
to her full-time career with HomeSmart, helping people purchase and sell the homes of their
dreams, she devotes a significant amount of her
personal time volunteering on the board of St.
Francis Shelter in Salem. The local nonprofit
provides food and shelter for between 15 and 20
families in need on any given night. The organization provides emergency shelter and transitional
housing for those in need.
“St. Francis Shelter has provided safe housing for
homeless families with children in Marion and
Polk counties for 30 years,” Welborn said. “We
don’t have signs or displays; we’re just part of the
community, and all are welcome. We serve families
of all shapes and sizes, and we maintain a warm,
welcoming, inclusive and open environment.”
It’s natural for Welborn to want to help others.
Before she joined the real estate world four years
ago, her full-time employment was with another
well-known local social service nonprofit – Family
Building Blocks – where she served as a marketing
and development director for nearly 10 years.
“I do feel like as a realtor that I am helping people,
but I definitely miss the reality check you get when
you work with children and families in need,” she
said. “For me it reminds me how lucky I am and
puts things into perspective.”
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It’s
important
as a parent
to reach
out and
help out;
not just
your own
children,
but their
peers.

built my business, and a lot of those skills came
from what I did previously.”

After nearly a decade of nonprofit service, Welborn decided it was
time to seek out a new career direction. She had met several real
estate professionals over the years, helping Welborn buy and sell
homes, and she had become longtime personal friends with several
of them. The opportunity to have that kind of career appealed to her,
so Welborn obtained her real estate license and joined HomeSmart.
“I had worked in that realm a long time and just needed to make
a change,” she said. “I had loved all the realtors I had in the past
and remained friends with them. I kind of wanted to be that
person for somebody else … just wanting to help people, but in a
different capacity.”
But Welborn never even got the chance to completely separate herself from the nonprofit world. The very day she left Family Building
Blocks, she received a call from the executive director of St. Francis
Shelter, asking for Welborn to join the organization’s board.
“It was really hard for me to leave the nonprofit world, and Family Building Blocks in particular,” she said. “So I just jumped on
the opportunity. It was the minute I switched jobs, I got a call and
I joined the board.”
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Putting her marketing and graphic
design background to use, Welborn
designs and writes marketing brochures, creates newsletters and yearend giving letters. She also is involved
in fund-raising and securing sponsorships, as well as planning fund-raiser
events. It’s the same type of work
Welborn had spent her prior career
doing at Family Building Blocks.
And the fund-raising and marketing
skill she puts to use in the nonprofit
world serve her well in the real estate
arena as well.
“When I did a lot of marketing, fundraising and event planning, it was
really a lot of the same skills you use
as a realtor,” she said. “It’s relationship-building, and I like to work on
referral. That’s pretty much how I’ve

In the years since she left the employment of Family Building Blocks, Welborn has volunteered some
and donated money. She also supports the efforts
of her two sons, both of whom enter Howard Street
Charter School in the fall. Her 13-year-old son,
Sam, is involved in local theater, and loves to sing,
dance, act and play the piano. Parker, her 11-yearold son, is a “kind-hearted boy” who loves sports,
most notably football, basketball and lacrosse.

So I just
jumped on the
opportunity.
It was the
minute I
switched jobs,
I got a call and
I joined the
board.

So Welborn will be volunteering at Howard Street
Charter School. Welborn will continue supporting
Children’s Educational Theater and Salem Keizer
Interpretive Theater with both time and financing.
She also volunteers with the Boys and Girls Club
and Start Making a Reader Today, in addition to the
Salem-Keizer Education Foundation.
“I think it’s so important to instill in our children
that they need to give back,” Welborn said. “Giving back is part of being a community member. I’m
most passionate about supporting local children
and families.”

night putting together a mailer for St. Francis and Howard Street Charter
School. It’s also been noticed by HomesMart. In 2016, Welborn was the first
recipient of the HomeSmart Community Impact Award for Volunteerism. The
following year, Welborn was notified that she was HomeSmart’s second-highest producing agent.
“HomeSmart is the largest in the Salem area by sales count and agent volume,”
she said. “I just believe if you do an exceptional job for people, they’re going to
tell other people about it, and so it’s a great way to work.”
It’s also a great way to live, and Welborn would be the first to tell you she’s
leading a good life. A large portion of that happiness is due to her husband of 19
years, Jeremy Welborn. He has been Welborn’s best friend since they were 11.
Bridget Welborn – a Sprague High School graduate – went away to the University
of Portland, where she earned her bachelor’s degree in communications management. She has been able to come back, work in the nonprofit sector and pursue a
thriving career in real estate, all while raising her boys – her pride and joy – with
her husband in her hometown. It’s that deep commitment to family and community that has powered Welborn, giving her energy to work a demanding job, raise
a family and give back to those who need it most in her community.
“Part of being a mom and being a Salem community member is you want
your children to be able to have a bright future here,” she said. “Those are my
children’s peers I’m helping. That’s who they are going to be working with and
going to school with. It’s important as a parent to reach out and help out; not
just your own children, but their peers.”

Welborn’s example is catching on with her kids. In
fact, Sam spent four hours with his mom the other
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Lisa McCormick Fell Into Mortgage Lending
By Accident, And Now She’s Thriving With
Cherry Creek Mortgage

business spotlight
By Rick Osborn

Lisa McCormick fell into mortgage lending in about the least likely field most
people in that industry
could imagine.

Cherry Creek
Mortgage
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Several years ago, she
and her husband owned a
manufactured home sales company that had an inhouse loan officer. When it became clear that their
company’s loan originator had been in cahoots with
the appraiser to commit fraud, it was time to find a
replacement, and fast.
They approached a friend about potential loan officers they could get to take over in a pinch. About
24 hours later, that friend returned and said the
words that changed McCormick’s professional life.
“He put his feet up on my desk and said, ‘I figured
out who it’s going to be. It’s going to be you,’” McCormick recalled. “I was not quite 40 at the time,
and I thought, ‘OK, I’ll give it a spin.’”

Then she went to work right away to help save her
business, and it became her long-term career passion. The manufactured home business is a distant
memory, but McCormick has gone on to work for 18
years in the mortgage business with three different
companies. She hasn’t looked back once.
“It’s a match made in heaven because I love what
I do,” she said. “It’s really hard to make a change
when you’re almost 40, but I’ve just loved it. I
love the thrill of putting the puzzle pieces together
and helping people get into homes. It’s never
been about the money. It’s always been about
the people.”
And, now with her third mortgage company, Cherry
Creek Mortgage feels like home. It’s about the
people, the level of care for the clients and the high
ethical bar the company adheres to that’s drawn
McCormick in. It also had a lot to do with the speed
of closing, the good pricing and efficient process
used by the company.
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McCormick enjoys the fast pace of
the business and the way there are so
many moving parts in any deal while
it is being finalized.
“It’s high energy, and you’re tracking
a lot of moving pieces, kind of like an
air-traffic controller,” she said. “Then
you’ve put someone in a house, used
your brain and made a relationship
with a client, and you get to call it
your job.”

“I love Cherry Creek,” she said. “We are built on
trust and a tradition of trust. The moral compass
is a huge focus, and the people I have in the same
business that work with me, they are all like that.
I may have accidentally fallen into lending, but I
purposely chose Cherry Creek.”
The moral compass is a huge factor for McCormick,
particularly after how she got into the business.
She’s been extremely careful to practice the right
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way, and to rise to the challenge of performing well
in a complex business in a highly ethical way.
“The licensing and testing is hard,” she said. “They really want to put you through the ropes and make sure.
It’s important to know the law because you need to be
able to know if you work in a good shop and not doing
things that are ethically and morally beyond your own
compass. If you lose event one step of your footing on
being moral and ethical, you will lose it all.”

Helping people achieve the financing
they need to land in their first home –
and especially their dream home – is a
huge reward. She looks forward to the
day each deal closes, so she can see
the look on the clients’ faces when she
hands them their keyring – a standard
gift from Cherry Creek at the close
of a deal – and sees them have their
pictures taken in front of their new
homes. Recently, she was able to help
a longtime family friend obtain a home
loan and purchase a house.
“At the closing, I gave them their
keychain and just said ‘thank you for
letting me part of this moment with

you,’” she said. “My kids’ friends are
all buying homes now, so I get to help
them get into their houses.”
After cutting her teeth in the manufactured home market, McCormick
has evolved her business and become
extremely well-rounded. She can
offer just about any kind of financing
that’s available, including USDA, VA,
FHA and many others. She averages
about 10 or 12 mortgages a month,
on average, and her clientele these
days are calling from all over the
state. From her home base in Salem,
she frequently deals with realtors in
other parts of the state, from Bend to
Brookings. She’s licensed in Washington, as well, and does business to
the north.
“My volume is based on my phone
ringing,” she said. “If my phone’s
ringing I’m going to take the call. I’m
going to work your file, and I’m going
to get you into a home because that’s
what you want to do, and I want to
help you do that.”
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local entrepreneurs or offshoots of big corporations
— that view wasted time and wasted money with
equal disdain. When a community doesn’t have
commercial air service, it doesn’t have bragging
rights as a convenient business base. Commercial
air service can even have a causal effect on the real
estate market and quality of the workforce.

Bringing Back

Commercial
Passenger
Flights
To Salem?

Brete Harrison, xxx; Jack Penning, Managing Partner Volaire Aviation Consulting; Nick Williams,
Chief Executive officer Salem Chamber of Commerce

special interest

Written by: Sabrina Dikeman

Most Salem residents remember when
we were able to fly out of Salem’s McNary Field on commercial flights. A coalition of civic leaders seeking to bring
back commercial service are hoping
that in 2019 we will have direct flights
to Seattle, San Francisco, and Denver,
under their proposed plan.
The Willamette Valley’s economic
growth is prime for commercial
service. Our wine-tourist-centered
economy brings in more visitors than
ever before, and Salem’s business
professionals are flying out more
than ever. Currently, our choice is to
drive to Portland or Eugene for all
commercial flights, taking time, gas,
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hotel stays and parking to and from
the airport. Business travelers usually
want the quickest, most convenient
way to get to their destination, while
vacationers may drive several hours
to save money. Commercial airline
service in Salem would bring economic and convenience benefits to its
residents. For our economy, it would
enable us to capitalize on tourist dollars, and airport revenue will spread
to Main Street for an economic boost
to our local community. Let’s face it,
because airplanes connect businesses
with customers, partners, suppliers,
and consultants, remote communities without service are less likely to
attract or retain businesses — be they

In the Past:
From Salem Airport’s McNary Field, United
Airlines provided service in the 1940s to the end
of commercial service by Horizon Air in 1993.
Delta provided service out of Salem in 2007 but
ran into the recession coupled with high fuel
prices. For its entire period of service in Salem,
Delta Filled 63.3 percent of available seats, and
had strong summer peaks, despite occurring
during one of the biggest depressions of our
lifetime, and when fuel costs spiked to nearly $150
a barrel. SeaPort Airlines only managed a brief
engagement in 2011. And in 2015 a small company
called EnviJet Airways tried and failed to renew
commercial service in Salem.
Salem Area Chamber of Commerce and about 300
other advocates kicked off a pledge drive in June 2018
at the Salem Convention Center. As much as $2 million in seed money may be needed to bring commercial service back to Salem to back a revenue guarantee to the airlines involved. In Salem’s case, that
“risk-mitigation” will fall between $1.7 million and $2
million, enough to give the city “a legitimate chance
of getting air service,” Penning said. The money will
come from businesses and the local community.

Aircraft Time – Are there planes available? There are many aging planes.
Airlines have many more new service
opportunities than they have planes.
Finding Crew – This is a critical point
to new service. Unfortunately, we
have a national shortage of pilots. Required per aircraft: 8.3 pilots. Aircraft
at risk by 2026: 1,800.

Jack Penning is a managing partner with Volaire
Aviation Consulting. Through an extensive feasibility study, Penning laid out the case for bringing
passenger air service back to Salem. Here is what
needs to be considered:
Strategic Fit – We must make our community an
integral part of their business plan and prove Salem
a great strategic fit by leveraging what the airlines
already want to do.
Long-term Profitability – Airlines are risk-averse
because they are profitable in every area network they
fly. Salem needs to prove it will make more money
than other areas that they already fly.

The Salem airport’s take-off and landing strips are large enough to handle
commercial air service.
In the 1980s, the U.S. had 35 major
airlines. Today we have five of
those majors remaining, with four
new entrants.

Fall 2018 – Federal Grant Application
Winter 2018/2019 – Additional airline meetings
Late 2019/2020 – Earliest Potential Start
Data/info from: Airline Reporting Corporation
(ARC), Department of Transportation. The passenger study is based on information derived from
credit card information and zip codes from passengers in the Salem/Willamette Valley area.

Gate Space at Hub
Success in Other Like Communities:
Per day Salem-area flyers:
1,223 fly to Seattle
1,077 fly to Denver
1,267 fly to San Francisco
Of these numbers, if we only captured
7 percent we would fill fights to 85
percent of capacity. That’s not even
counting outer-lining residents from
such cities as Corvallis choosing to fly
out of Salem. If the numbers didn’t look
like this, Penning says, “I wouldn’t be
here today. The numbers prove this
effort successful.” The assumption is
that passengers will be willing to pay a
slightly higher ticket price associated
with the convenience of flying from Salem. Considering the cost of gas, hotel,
parking and the time spent driving, that
assumption may be a very good one.
Points Worth Making:

This proposal has been presented to City Manager
Steve Powers, Mayor Chuck Bennett, and Urban
Development Director Kristin Retherford. Powers
said commercial air service here could be feasible if
the community is willing to support it.

nesses, as well as the Oregon National
Guard’s Army Aviation Support Facility.

The Salem area has a population of
579,000 people; 90 percent live closer
to Salem Airport/McNary Field than
other airports. This population
bought 39,229 round-trip tickets.
The Salem area generates $1.1 million
annual passengers or an average of
1,499 passengers per day each way.
The Salem area generates an average
one-way fare of $178 before taxes
and fees.
Alaska and Southwest capture almost
half of Salem area passengers – a
lower share than in Portland.
The 751-acre airport is home to more
than 130 aircraft hangars and busi-

San Luis Obispo, CA – Has two projects, one with an $800,000 revenue
guarantee and one with a $2.3 million revenue guarantee. Has never
had to pay anything. It has been very
successful. Similar to Salem, strong,
growing economy with a wine territory destination. They are already
booked over 80 percent for the
summer and in need of more parking
spots. Now has two flights per day
flying out.
Rochester, MN – Recruitment started in
2014. Raised a local $2
million revenue guarantee. United launched
in July 2017. Running
70 percent full. Nothing has been needed to
be paid out. They have
already added flights
to Phoenix, AZ, and
Jacksonville, FL.
North Bend/Coos Bay,
OR – Guarantee service
to Denver. Launched in
2015 with flights twice
weekly. Running this
third season with no
guarantee. Even in really
small communities, it can
be a success if it has the
right community support.
Development Timeline:
Summer 2018 – Develop
local funding
Fall 2018 – Airline
meetings

Do you have a new listing
that needs cleaning?

The Standard of
Excellence for Quality
Cleaning Service

Residential &
Commercial
All Natural Products

www.azucenascleaning.com

503-779-5906

azucenascleaning@gmail.com
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QUICK STATS
Factoid:
The average new home sold in the Willamette Valley is a 3 bedroom, 2 bath
with 2,060 square feet plus a 2 car
garage. The average cost per square
foot for a new home is $177.00 including a 6,000 square foot lot.

Residential Average Sales Prices by Area
AREA

Keizer

Central

TOTAL ANNUAL DOLLAR VOLUME
2018 YTD $1,582,344,786
2017 FUL YR $3,137,344,414
2016 FULL YR $2,766,313,799
2015 FULL YR $2,409,748,596
2014 FULL YR $1,751,100,072
AVERAGE SALE PRICE
2018 YTD $298,443
2017 FULL YR $278,479
2016 FULL YR $251,689
AVERAGE PRICE PER SQUARE FT
2018 YTD $176

Top Sales Terms 2018 YTD
CNV 2728
CSH 1170
FHA 664
VA 339
USDA 104
1TD 15
LSC 39
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2015

% Chg

2016

14/ 2015

% Chg

2017

15/ 2016

% Chg

2018 Year

16/ 2017

to Date

$213,451

6.36%

$228,235

6.93%

$256,083

12.20%

$276,990

8.16%

$291,274

$141,510

16.37%

$145,819

3.05%

$168,057

15.25%

197,523

17.53%

$251,463

$162,746

6.94%

$187,193

15.02%

$209,396

11.86%

237,487

13.42%

$262,626

$183,966

10.88%

$201,911

9.75%

$229,343

13.59%

255,348

11.34%

$273,715

$229,231

5.64%

$256,625

11.95%

$284,586

10.90%

309,156

8.63%

$341,111

$264,105

1.17%

$301,696

14.23%

$322,094

6.76%

355,927

10.50%

$386,415

$235,298

1.74%

$252,158

7.17%

$277,550

10.07%

317,059

14.23%

$340,120

$288,705

2.56%

$313,218

8.49%

$335,478

7.11%

358,992

7.01%

$390,487

$178,928

5.36%

$202,488

13.17%

$211,254

4.33%

242,798

14.93%

$267,580

$222,347

12.06%

$249,230

12.09%

$271,827

9.07%

293,538

7.99%

$323,961

$207,252

6.04%

$235,510

13.63%

$250,752

6.47%

272,446

8.65%

$292,929

$227,879

5.89%

$245,098

7.56%

$263,415

7.47%

$291,018

10.48%

$309,819
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Inspire hope.
Deliver dreams.
Build prosperity.
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TOTAL ANNUAL SOLDS
2018 YTD 5,302
2017 FULL YR 11,266
2016 FULL YR 10,991
2015 FULL YR 10,071
2014 FULL YR 7,908

% Chg

10

Southeast

ANNUAL ACTIVE LISTINGS
2018 YTD 7,930
2017 FULL YR 14,392
2016 FULL YR 14,486
2015 FULL YR 13,914
2014 FULL YR 12,867

2014

13/ 2014

SubEast

JUNE ACTIVE LISTING
June 2018 2,723
June 2017 2,823

Willamette Valley
Statistical Real Estate
Numbers

80
Marion
90
Polk
95
Total
Average

Put your trust in Academy Mortgage and myself,
and I promise I will never have to ask for it again.

Residential Sales by Number of Bedrooms
2 Bedrooms

3 Bedrooms

4 Bedrooms

5 Bedrooms

Number Sold 12
Months

1183

5974

2,205

390

Average Sales
Price

208,026

$285,060

$362,676

$447,445

Average Square
Footage

1165

1642

2,317

2,986

Average Cost
per Square Foot

$182.00

176.00

$158.00

$152.00

Days on Market

77

81

100

107

Active on the
Market

135

753

464

96

Information provided by Willamette Valley
Multiple Listing Service

Ben Nelson

NMLS ID# 1392905

Sales Manager, Producing
Mobile (503) 910-9872
Office (503) 673-3618
ben.nelson@academymortgage.com
Corp NMLS 3113
State Lic: OR # 1392905; WA # MLO-1392905
www.realproducersmag.com • 39

Trusted everywhere,
every day.

Randy Leeper
County Manager

Wayne Baldwin
Escrow Manager

Christine Brinton
Escrow Officer

Kelli Terjeson
Sales Manager

KimberLee Chasteen
Escrow Officer

Katrina Albers
Sales Executive

Teresa Doerfler
Escrow Officer

Cinda Brundidge
Sales Executive

Cindy Gardner
Escrow Officer

Tracey Sherrell
Sales Executive

Shelby Keys
Escrow Officer

Tifany White
Customer Service Rep

Kelly Miller
Escrow Officer

Joan Cuff
Escrow Officer

Deone Wilson
Escrow Officer

Meet the team dedicated to your successful closings and exceptional experience.
Visit us online at FidelityTitleOregon.com | Contact us at CustomerServiceSalem@fnf.com
Salem Downtown
(503) 585-7219

Salem 20th Street SE
(503) 370-9119

Albany

(541) 924-0767

Corvallis

(541) 754-7131

Lebanon

(541) 259-1073
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