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Central Oregon Outlook
Be Unstoppable This Year

by ANN GOLDEN EGLÉ, MCC

I look back at 2009 as the year of the “fog.”  
Though predictions were prevalent, the 
sagging economy hit Central Oregon fast 

and hard. 
Business owners and corporate executives 

alike were forced to make heart-wrench-
ing decisions in order to keep their entities 
alive.  Others were forced to close their doors, 
watching dreams, � nances and valued people 
vanish into the fog.

It’s a brand new year.  I already sense a 
new optimism in the air.  The fog has begun to 
lift.  We are leaving the darkness behind mak-
ing room for wise choices, clarity and growth.

As espoused many times by our CBN founder 
and CEO, Pamela Hulse Andrews, we can no lon-
ger do business the way we used to.  The rules 
have changed.  And that’s the good news.

Now’s the time to stand back, assess how to 
build upon what went right for you in 2009, 
and what will no longer work for you in 2010.  

For example, old products, services, brand-
ing and marketing strategies may no longer 
serve you. Electronic communication may 
need to be replaced 
with face-to-face or 
vice versa.   

Who are you today?  
Who do you want and 
need to be so that you 
will become unstop-
pable in this new de-
cade? An open canvas 
awaits you, but only 
if you learn from and 
then let go of the past 
in order to focus on your brilliant future.

Here are some suggestions for becoming 
“unstoppable” in your market place. 

Focus on “your” uniqueness:  In what way 
are you or your company unique? What are 
your strengths?  Forget about your competi-

tion. The only thing 
that matters to your 
clients is what you 
have to o� er.  If it’s 
not the very best, you 
have more to worry 
about than what oth-
ers in your � eld are 
doing. Follow the ad-
vice of W. Chan Kim’s 
Blue Ocean Strategy:  “Tomorrow’s leading com-
panies will succeed not by battling competitors, 
but by creating ‘blue oceans’ of uncontested 
market space ripe for growth, rendering rivals 
obsolete and unleashing new demand.”

Be the “best” and let people know it: This 
is tricky as many businesses think they are the 
best with nothing to substantiate this theory.  
Look at your � nancials.  If you o� er ten widgets 
and your income is coming from only three, 
let the rest go and become the best with these 
three.  Conduct client surveys.  What do your 
clients want?  Why did they hire you?  What 
suggestions do they have for you to become 

even better this year?  
When you truly are 
the best, tell every-
one in sight.  Have 
your clients spread 
the word as well.  
People love to hear 
from clients and cus-
tomers what is great 
about the product or 
service they chose.

Foster “psycho-
logical hardiness:” The Leadership Challenge 
by Kouzes & Posner discusses the traits of 
leaders who succeed under high stress as fos-
tering psychological hardiness:  “They build a 
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I already sense a new op-
timism in the air.  The fog has 
begun to lift.  We are leaving 
the darkness behind making 
room for wise choices, clarity 

and growth.
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Get Your Bottlenecks 
Worked Out Now

Two years ago, Alan Beaulieu – principal at 
the Institute for Trend Research – predicted 
that the United States and its global part-

ners would be heading into a deep recession, 
including a stock market correction.  This notion 
di� ered greatly from mainstream economists, 
including those at the Federal Reserve Bank.

On January 22, 2010 at the Central Oregon 
Economic Development Business Forecast 
luncheon, Beaulieu o� ered a new prognosis 
for the years 2010, 2011 and 2012. “Get your 
bottlenecks worked out now,” was his advice to 
business owners.

Beaulieu, armed with graphs and 30 year 
data streams, is predicting a modest rise in 
consumer spending in 2010 followed by an in-
crease in demand by 20 percent in 2011, spur-
ring higher oil and gas prices. 

Therefore, 2010 is the time to accomplish 
the following activities:

-- Re� ne business 
and manufacturi-
ng procedures.

-- Correct work 
� ow and manufactur-
ing bottlenecks.

-- Purchase and up-
grade equipment. 

-- Build team ca-
pacity through cross 
functional training and team development.

-- Resolve business culture problems to im-
prove team morale and productivity.

-- Get the core business functions 
in alignment. 

-- Spend money on marketing and advertis-
ing. 

These activities, says Beaulieu, are for coura-
geous leaders to fund now.  In doing so, pre-
pared companies will be ready for 20 percent 

and higher growth 
due to increased de-
mand and reduced 
competition from 
businesses that did 
not prepare.

Another predic-
tion is that in� ation 
will rise in 2011. This 
means that interest 
rates will increase 
with demand.  Therefore, businesses that are 
upgrading and getting the kinks out now are 
doing so with lower cost dollars.  

Given the predictions, as a business leader 
what does this mean for you?

Some leaders are holding onto their busi-
nesses by threads.  The past two years have 
been brutal.  For many, they still do not see any 
light at the end of the tunnel and are ready to 

sell their businesses 
or lock the doors.  

This means that 
businesses will be up 
for sale or competi-
tion will decrease at a 
time when values are 
at an all time low.  As 
an excellent way to 
expand, purchasing 

existing businesses does make sense when 
business functions are aligned and the pur-
chaser’s business culture is held true to course 
and not allowed to wa�  e during expansion.  

In TIGERS Among Us: Winning Business Team 
Cultures And Why They Thrive (2010, Three 
Creeks Publishing, TigersAmongUs.com), 
team culture consultant, Dianne Crampton, 
gives leaders and teams the framework for 
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These activities are for coura-
geous leaders to fund now.  In 
doing so, prepared companies 
will be ready for 20 percent and 
higher growth due to increased 

demand and reduced competition from 
businesses that did not prepare.
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Deschutes Land Trust Permanently 
Protects Ranch Near Prineville

The Deschutes Land Trust announced today 
that it has permanently protected 492 acres 
of ranchland on Mill Creek east of Prinev-

ille. The Land Trust worked with Jim Bauersfeld, 
owner of Coffer Ranch, to create a land protec-
tion agreement that permanently protects the 
important wildlife habitat at the ranch while 
continuing Bauersfeld’s private ownership.

The conserved area includes one mile of 
Mill Creek, springs and wetlands, and unique 
rock formations. The ranch is home to a host 
of wildlife species including redband trout, 
rocky mountain elk, Columbia spotted frog, 
golden eagles, mountain quail, and numer-
ous songbirds. 

Jim Bauersfeld has worked since the mid-

1990s to restore the private land portions 
of Mill Creek. His restoration successes have 
inspired other nearby landowners to initi-
ate their own stream restoration projects. 
“Conserving one of the largest ranches on 
Mill Creek not only protects important wild-
life habitat, but also secures the restoration 
investments Jim Bauersfeld and others have 
made in Mill Creek” said Brad Nye, the Land 
Trust’s conservation director. 

Land preservation agreements restrict real 
estate development, and other intensive uses 
to a mutually agreed-upon level. The property 
remains the private property of the landown-
er and in most cases not open to the public.  In 
the case of Coffer Ranch, the land preservation 

agreement will permanently protect streams, 
wetlands, and other natural resources while 
providing for continued ranching and farm-
ing.  Funding for this conservation project 
comes from the Oregon Watershed Enhance-
ment Board (OWEB), the Natural Resources 
Conservation Service (NRCS), and the James 
H. Stanard Foundation.

The Deschutes Land Trust conserves land 
for wildlife, scenic views, and local commu-
nities. A nationally accredited organization, 
the Land Trust has protected more than 7,700 
acres in Central Oregon since 1995. 

Information: 541-330-0017 or www.de-
schuteslandtrust.org.

sense of control in their people believing 
that they can beneficially influence any 
outcome; commitment by offering more 
rewards than punishment; and build an 
attitude of challenge by encouraging 
people to see change as full of possibili-
ties.”  In other words, be the leader who 
you would pursue.

This year join other strong business 
and corporate leaders around you in be-
coming “unstoppable.”  2010 will serve 
as the foundation for an “unstoppable’” 
decade ahead.  

Ann Golden Eglé, Master Certified Coach, 
President of Golden Visions & Associates 
(GV&A), Coaching for Executive & Leader-
ship Success, est. 1998; can be reached 
at www.gvasuccess.com or 541-385-
8887. Subscribe to Ann’s weekly “Success 
Thoughts” e-zine on her website.
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team culture refinement so that expanding 
businesses do not compromise their cultures. 

According to Crampton, “Consciously choos-
ing a business personality, or way of being, is 
one of the most important decisions a busi-
ness founder or leader can make, and small 
business owners and entrepreneurs creating 
new companies often overlook it.  It is also 
often neglected in business mergers and ac-
quisitions or in any planning scenario focused 
on short-term returns rather than long-term 
results.”  Crampton adds, “Culture is a critical 
part of the strategic planning process.  It helps 

an organization determine, through core val-
ue demonstrations, what it will be like to work 
in the business and to do business with it.”   

Ultimately, according to Crampton, many 
acquisitions fizzle or drain resources away 
from growth when human resource problems 
could have been avoided through proper 
planning and culture preparation. Therefore, 
in the first quarter of 2010, leaders who take 
the time to encourage their employees with 
an accurate accounting of their business sol-
vency will lay the foundation for growth.  Like-
wise, leaders can bolster their employees’ spir-
its by producing a list of initiatives that show 
employees how their daily contributions build 
greater stability so that the company is pre-
pared to spring forward without a sputter.  

Finally, if businesses have been scaled back, 
now is the time to fund marketing budgets 
and add back support services for those busi-
ness functions that will be needed to manage 
growth.  This can be accomplished through 
employee cross training, by analyzing skills that 
will be needed and developing existing em-
ployees, merging job functions, and by hiring 
temporary workers for entry level positions. 

What this means for existing employees is 
that now is the time to develop their skills so 
that your business is more scalable and can 
do more with less through entry level employ-
ees, which according to Beaulieu’s predictions 
could start as early as fourth quarter 2010.

The author of this article is Claudia Craven of 
TIGERS Success Series. www.corevalues.com
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COMMERCIAL PERMITS WEEK ENDING 01-08-10Jefferson Co. & City of Madras 
- Parking Lot Improvements, at 242 SW Third Madras OR   Builder: Unknown  Owner: 

Legacy Management (No Further Information Available) Permit # CB09-1213
- Comm. Bldg. Repair, at 66 NW Cedar St. Madras OR   Builder: Sun Forest Construction 

541-593-8204  Owner: Cross Keys Development (No Further Information Available) Permit # 
CB09-1260

COMMERCIAL PERMITS WEEK ENDING 01-15-10
City of Bend 

$35,000.00 - Hospital Remodel, at 2500 NE Neff Charles Bend OR   Builder: Skanska USA Building  
                     541-388-7720  Owner: St Charles Medical Center PO Box 5789, Bend, OR 97708 Permit # 10-0064
Deschutes Co. 

$36,000.00 - Comm. Remodel, 1225 sq. ft. at 57185 Abbot Dr. Sunriver OR   Builder: Steven David Kline    
                     541-593-8860  Owner: Rediscover Sunriver Village 2260 SE McGilchrist, Salem, OR 97302  
                     Permit # B69090

COMMERCIAL PERMITS WEEK ENDING 01-22-10
City of Bend 
$166,000.00 - Comm. Remodel, 3308 sq. ft. at 61 NW Oregon #102 Bend OR   Owner: City of Bend, 710 

NW Wall St., Bend, OR 97701  Builder: R & H Construction 541-312-2961 Permit # 09-3268
$120,000.00 - Comm. Remodel, 2976 sq. ft. at 1051 NW Bond 200 Bend OR   Owner: 1051 Bond Street, 

LLC PO Box 967, Menlo Park, CA 94025  Builder: Sunwest Builders 541-548-7341 Permit # 
09-3205

$60,000.00 - Comm. Remodel, 2405 sq. ft. at 70 SW Century #140 Bend OR   Owner: Century Center 
Property, LLC PO Box 5962, Bend, OR 97709  Builder: DE Rink Construction, Inc. 541-388-
0719 Permit # 10-0056

City of Redmond 
$1,012,164.00 - Bend Memorial Clinic Redmond Upgrade, 28565 sq. ft. at 865 SW Veterans Way Redmond 

97756 OR   Owner: John & Jill Pavilcek 1700 NW Iowa Ave., Bend, OR 97701  Builder: DE 
Rink Construction, Inc. 541-388-0719 Permit # B69107

$18,209.00 - Comm. Tenant Improvement, at 1253 NW Canal Blvd. Redmond 97756 OR   Owner: 
Cascade Healthcare Community, Inc. PO Box 5789, Bend, OR 97708  Builder: Skanska USA 
Building, Inc. 973-753-3507 Permit # B69119

Deschutes Co. 
$2,500,000.00 - Juniper Ridge Hydroelectric Power, Engineer, Procure, & Construct, 2080 sq. ft. at 64555 

Hwy 97 Bend OR   Owner: Central Oregon Irrigation District 1055 SW Lake Ct., Redmond, 
OR 97756  Builder: Slayden Construction 503-871-1969 Permit # B68798

$373,693.00 - Rowhouse, 3355 sq. ft. at 60432 Snap Shot Loop Bend OR   Owner: Arrowood 
Developments, LLC 250 NW Franklin Ave. Ste. 203, Bend, OR 97701  Builder: Points West, 
LLC 541-322-9066 Permit # B68706

homeless population,” said Cherie Long, 
executive director at Aspen Ridge.

“It is our privilege to lend a helping 
hand in an effort to help the Bethlehem 
Inn. The Inn provides such a needed ser-
vice to the community and this outreach 
will help them through this tough time,” 
said Todd Sensenbach, franchise owner 
of Home Instead Senior Care. 

Aspen Ridge Retirement is Central Or-
egon’s only continuing care retirement 
community offering independent, assist-
ed, and memory care apartments for se-
niors. Home Instead Senior Care’s mission 
is to enable seniors to live happy, healthy 
and independent lives in their homes.

The price of each bouquet is $15 and or-
ders are being taken over the phone now, 
541-385-8500, by FAX 541-330-6687 or in-
person at Aspen Ridge on Purcell Boulevard 
in Bend. Cash, personal checks, and credit 
cards are being accepted (credit card fee 
adds an additional $0.45.) Orders must be 
received before February 10.

Aspen Ridge
Continued from page 22

$3.7 million in the summer of 2008, just 
as the market began to soften. It was 
built in 1972 and was once a local sport-
ing goods store. McMahan's purchased 
the block construction building in 2004. 
Toomey observed, "Due to the market's 
downward pressure, a small-margin company 
that previously had to conduct business out 
of a less expensive industrial building, can 
now benefit from the lower going prices for 
prime retail buildings. They were able to up-
grade their location and visibility. This is a 
good example of how there are other busi-
nesses in Central Oregon that are remaining 
successful and are able to capitalize on this  
difficult market."

Cash & Carry
Continued from page 3

marketing/advertising budget, we can sit 
down and talk about where those dollars 
would best serve your business and hit 
your target market such as: 

• Advertising in the Bend Chamber Busi-
ness Journal - Ads start at $29

• Advertising on the Bend Chamber’s 
Web site - Advertising starts at $35

• Being a Sponsor of one of our many 
events – Opportunities start at $150

• Advertising in our Preferred Business 
Guide – Opportunities start at $95

Whether you are a large business with 
a big advertising budget, a one-man (or 
woman) shop, or a home based busi-
ness…give the Bend Chamber 30 min-
utes of your time to show you how we 
can help you succeed!  Please call or email 
Diana Haffner or Greg Ford at 541-382-
3221 or sales@bendchamber.org.

You Should
Continued from page 25
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I look back at 2009 as the year of the “fog.”  
Though predictions were prevalent, the 
sagging economy hit Central Oregon fast 

and hard. 
Business owners and corporate executives 

alike were forced to make heart-wrench-
ing decisions in order to keep their entities 
alive.  Others were forced to close their doors, 
watching dreams, � nances and valued people 
vanish into the fog.

It’s a brand new year.  I already sense a 
new optimism in the air.  The fog has begun to 
lift.  We are leaving the darkness behind mak-
ing room for wise choices, clarity and growth.

As espoused many times by our CBN founder 
and CEO, Pamela Hulse Andrews, we can no lon-
ger do business the way we used to.  The rules 
have changed.  And that’s the good news.

Now’s the time to stand back, assess how to 
build upon what went right for you in 2009, 
and what will no longer work for you in 2010.  

For example, old products, services, brand-
ing and marketing strategies may no longer 
serve you. Electronic communication may 
need to be replaced 
with face-to-face or 
vice versa.   

Who are you today?  
Who do you want and 
need to be so that you 
will become unstop-
pable in this new de-
cade? An open canvas 
awaits you, but only 
if you learn from and 
then let go of the past 
in order to focus on your brilliant future.

Here are some suggestions for becoming 
“unstoppable” in your market place. 

Focus on “your” uniqueness:  In what way 
are you or your company unique? What are 
your strengths?  Forget about your competi-

tion. The only thing 
that matters to your 
clients is what you 
have to o� er.  If it’s 
not the very best, you 
have more to worry 
about than what oth-
ers in your � eld are 
doing. Follow the ad-
vice of W. Chan Kim’s 
Blue Ocean Strategy:  “Tomorrow’s leading com-
panies will succeed not by battling competitors, 
but by creating ‘blue oceans’ of uncontested 
market space ripe for growth, rendering rivals 
obsolete and unleashing new demand.”

Be the “best” and let people know it: This 
is tricky as many businesses think they are the 
best with nothing to substantiate this theory.  
Look at your � nancials.  If you o� er ten widgets 
and your income is coming from only three, 
let the rest go and become the best with these 
three.  Conduct client surveys.  What do your 
clients want?  Why did they hire you?  What 
suggestions do they have for you to become 

even better this year?  
When you truly are 
the best, tell every-
one in sight.  Have 
your clients spread 
the word as well.  
People love to hear 
from clients and cus-
tomers what is great 
about the product or 
service they chose.

Foster “psycho-
logical hardiness:” The Leadership Challenge 
by Kouzes & Posner discusses the traits of 
leaders who succeed under high stress as fos-
tering psychological hardiness:  “They build a 
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timism in the air.  The fog has 
begun to lift.  We are leaving 
the darkness behind making 
room for wise choices, clarity 
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Get Your Bottlenecks 
Worked Out Now

Two years ago, Alan Beaulieu – principal at 
the Institute for Trend Research – predicted 
that the United States and its global part-

ners would be heading into a deep recession, 
including a stock market correction.  This notion 
di� ered greatly from mainstream economists, 
including those at the Federal Reserve Bank.

On January 22, 2010 at the Central Oregon 
Economic Development Business Forecast 
luncheon, Beaulieu o� ered a new prognosis 
for the years 2010, 2011 and 2012. “Get your 
bottlenecks worked out now,” was his advice to 
business owners.

Beaulieu, armed with graphs and 30 year 
data streams, is predicting a modest rise in 
consumer spending in 2010 followed by an in-
crease in demand by 20 percent in 2011, spur-
ring higher oil and gas prices. 

Therefore, 2010 is the time to accomplish 
the following activities:

-- Re� ne business 
and manufacturi-
ng procedures.

-- Correct work 
� ow and manufactur-
ing bottlenecks.

-- Purchase and up-
grade equipment. 

-- Build team ca-
pacity through cross 
functional training and team development.

-- Resolve business culture problems to im-
prove team morale and productivity.

-- Get the core business functions 
in alignment. 

-- Spend money on marketing and advertis-
ing. 

These activities, says Beaulieu, are for coura-
geous leaders to fund now.  In doing so, pre-
pared companies will be ready for 20 percent 

and higher growth 
due to increased de-
mand and reduced 
competition from 
businesses that did 
not prepare.

Another predic-
tion is that in� ation 
will rise in 2011. This 
means that interest 
rates will increase 
with demand.  Therefore, businesses that are 
upgrading and getting the kinks out now are 
doing so with lower cost dollars.  

Given the predictions, as a business leader 
what does this mean for you?

Some leaders are holding onto their busi-
nesses by threads.  The past two years have 
been brutal.  For many, they still do not see any 
light at the end of the tunnel and are ready to 

sell their businesses 
or lock the doors.  

This means that 
businesses will be up 
for sale or competi-
tion will decrease at a 
time when values are 
at an all time low.  As 
an excellent way to 
expand, purchasing 

existing businesses does make sense when 
business functions are aligned and the pur-
chaser’s business culture is held true to course 
and not allowed to wa�  e during expansion.  

In TIGERS Among Us: Winning Business Team 
Cultures And Why They Thrive (2010, Three 
Creeks Publishing, TigersAmongUs.com), 
team culture consultant, Dianne Crampton, 
gives leaders and teams the framework for 
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These activities are for coura-
geous leaders to fund now.  In 
doing so, prepared companies 
will be ready for 20 percent and 
higher growth due to increased 

demand and reduced competition from 
businesses that did not prepare.


