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Business

The Mid-Valley Garbage and Recycling Association
promotes recycling among the eight Marion County
waste haulers.

Its efforts include printing on recycled paper, educat-
ing residential and commercial customers about recy-
clable products, and providing a hotline for any recy-
cling questions. 

These practices have meant that the association is
EarthWISE certified. The EarthWISE program is a free
business environmental assistance program of Marion
County. EarthWISE staff helps businesses recycle, save
energy, reduce waste and much more. To earn certifica-
tion, a business meets criteria in six areas. There are
more than 170 EarthWISE businesses and organizations
in Marion County.

What goes in the commingled recycling blue bin?

Materials must be proper-
ly cleaned/prepared and
can be mixed together the
in the big blue cart:

❚ Cardboard and grayboard
(please flatten)

❚ Magazines and catalogues

❚ Clean newspaper

❚ Clean mixed paper

❚ Place shredded paper in
paper bags.

❚ Rigid plastics: Jugs, tubs,
bottles, and jars only

❚ Tin and aluminum cans
and foil (rinsed, no need to
flatten.)

❚ Aerosol cans: Remove
spray-tip/discard. All cans
must be empty.

❚ Small scrap metal 18-
inches or less, less than 10
pounds

❚ For larger items, call your
garbage hauler directly.

Source:
www.mcrecycles.net

Recycle right,
waste not

China’s contamination rule
could impact Oregon recycling

Beth Casper Special to Salem Statesman Journal
USA TODAY NETWORK

See RECYCLE, Page 2F

It’s that time of year again: Time for
New Year’s resolutions. Personal resolu-
tions can be tough to keep — lose those
pounds or quit smoking — but those of
the small business variety can be a
whole lot easier and bring you greater
satisfaction and success by year’s end.

Seven resolutions to help you suc-
ceed in 2018:

1. Find — and then actually speak
with — a good accountant. With the
new tax law, your business finances just

got a whole lot more complicated. Most
rules went into effect Jan. 1, so you need
to know about them now. One feature of
the tax bill is the new deduction for a
portion of “pass-through” income.
Since small businesses overwhelmingly
operate on a “pass-through” basis, this
may apply to you. 

2. Focus. As a small-business owner,
you’re pulled in many different direc-
tions in the course of an hour, let alone a
day, week or year. To make headway on
a project — and to think clearly and
deeply about your business — you need
some dedicated time to focus on just

one important thing. Carve out time in
your day, or your week, where you focus
on dealing with just that one thing. No
email. No texts. No social media. No in-
terruptions. Just that one thing. Focus.

3. Contain clutter. Focus is hard
when you’re surrounded by piles of pa-
per and junk. Go through your piles of
stuff. As you pick up each item, ask
yourself: “Is this something I truly
need?” If it is, decide where to put it, and
put it there. If not, toss it immediately.
Consolidate and organize those folders
and files cluttering your computer’s
desktop as well. And make sure they’re

backed up or stored in the cloud. Drop-
box, Box, and Google Drive are all good
storage options.

4. Go on a digital diet. I promise this
is the only diet I’ll recommend in this
list. Of course, you can’t work without a
computer, tablet and smartphone. But
unplug on a regular basis and look up
from screens to gain a fresh perspective.
You’ll accomplish more — and feel less
scattered — if you’re not checking your
email every 15 minutes. Use website-
blocking apps like Self Control and 

7 small-business resolutions to achieve success in 2018
Rhonda Abrams
Special to USA TODAY

See RESOLUTIONS, Page 2F
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Freedom if your willpower could use a
little boost.

5. Automate what you can. Stop
doing payroll by hand and switch to an
online payroll service, like Intuit On-
line Payroll, Square Payroll, or Wave
Payroll. Logging onto Twitter to tweet?
Manage and schedule your social
media with Buffer or Hootsuite. 

6. Get out of launch mode and ac-
tually launch. Have you been thinking
about launching a new product or ser-
vice? Develop a plan for your “MVP” —
minimal viable product — the least you
have to do to give it a meaningful try.
Want to open a restaurant? Start with
a popup food stall, perhaps at a street
fair, or even try doing a bit of personal
catering. Just do it. 

7. Develop a business plan. In
many ways, this is the most important.
You don’t need a polished, written doc-
ument, but you do need to sit down
and develop a plan for 2018. Examine
what’s going on in your business, in
your industry, with your market. What
do you need to change? To jettison? To
embrace? The new year is the perfect
time to do this.

Connect with Rhonda Abrams on
Facebook and Twitter: @Rhonda
Abrams.

Resolutions
Continued from Page 1F

Bridgeway Recovery Services
announces promotions

Bridgeway Recovery Services an-
nounced the promotions of two staff
members, Isaac Vandergon and Sonny
Saltalamachia. Both began their new
positions Dec. 1, 2017. 

Vandergon accepted the role of Chief
Financial Officer after serving as Direc-
tor of Finance. Saltalamachia was pro-
moted to Adolescent Services Supervi-
sor after serving as Lead Adolescent
Substance Abuse Counselor. 

Vandergon joined Bridgeway in 2014,
while Saltalamachia has been with the
organization since 2011. 

More information about Bridgeway
Recovery Services can be found at
www.BridgewayRecovery.com or by
calling 503-363-2021. 

John McCoun joins
Dale’s Remodeling

Dale’s Remodeling has added John
McCoun to its team as an interior/exte-
rior carpenter. 

McCoun has worked in the industry
for more than 15 years, and has been in-
volved in several multi-phase, whole-
house remodels throughout the Salem-
Keizer area, according to a release. 

“My background in framing lends
nicely to this position because it allows
me to easily understand what’s behind
the walls and what the potential may be
for a kitchen or bathroom remodel,”
McCoun said. 

For more information on Dale’s 
Remodeling, visit
www.DalesRemodeling.com. 

Willamette Surgery Center
receives certification

Willamette Surgery Center recently
received advanced certification for out-
patient total hip and total knee replace-
ment. 

A partner with Hope Orthopedics of
Oregon, WSC is the first ambulatory
surgery center in the state of Oregon to
receive the certification, according to a
release. 

The Advanced Certification for Total
Hip and Total Knee Replacement from
The Joint Commission goes above and
beyond Joint Commission Accredita-
tion, which WSC has earned since 1999. 

The surgeons of Hope Orthopedics
have performed 375 joint replacements
at Willamette Surgery Center since the
start of the program in 2014. 

Willamette Surgery Center under-
went an on-site review in October to
qualify for advanced certification. 

For more information, visit
WillametteSurgeryCenter.com or call
503-365-3965. 

Salem Electric announces 
new general manager

The Salem Electric Board of Direc-
tors has announced that Tony C.
Schacher will become Salem Electric’s
new general manager, effective Feb. 8. 

He will replace Terry M. Kelly, who is
retiring Feb. 7. 

Schacher joined Salem Electric as an
engineer in 2007 and was promoted to
Engineering & Operations Manager in
2012. 

Schacher is a graduate of Oregon
State University and the Willamette
University Atkinson School of Utility
Management Certification. 

He is currently a member of the Sa-
lem City Club, SEDCOR and the Oregon
Utility Notification Center Board, as
well as a number of industry-related or-
ganizations, according to a release. 

For more information about Salem
Electric, go to www.SalemElectric.com
or call 503-362-3601. 

IN BRIEF

DETROIT – Car salesmen call it “the
payment walk,” when a customer wants
a new vehicle but is walked instead to
the used lot because they can’t qualify
for a new-car loan.

With the Federal Reserve seemingly
bent on more interest-rate increases,
it’s almost certain that more people will
be taking that stroll.

The Fed raised rates a quarter per-
cent in December, the third rate in-
crease of 2017, and it’s broadcasting
three more this year.

For would-be buyers with stellar
credit, the effect hasn’t been substan-
tial. But many with subprime credit
scores of around 600 or below are now
settling for cars that already have some
miles on them, says Jonathan Smoke,
chief economist for Cox Automotive.

Subprime buyers got substantially
better rates even a year ago. The average
subprime rate of 5.91 percent last year
has jumped to 16.84 percent today,
Smoke says. For a 60-month loan of
$20,000, that means a monthly pay-
ment increase of more than $100, to
$495.

“Their ability to qualify has changed
dramatically,” Smoke says.

Used-car sales are already up, and
new-car sales have ebbed, says Bill Per-
kins, owner of a Chevrolet dealership in
Taylor, a suburb of Detroit. Record new-
car sales are on the way out.

“It’s going to affect everything,” he
says.

It’s one reason that Cox Automotive
lowered its U.S. auto sales forecast this
year to 16.6 million, down from an ex-
pected 17.1 million in 2017.

Buyers with good credit, scores
above 660, haven’t been greatly affect-
ed yet, says Melinda Zabritski, Experi-
an’s director of automotive finance. A
quarter-point increase is only around
$4 per month in these cases, and rates
of 4 percent or lower are still around.
But as rates rise, Zabritski expects a

broader downscaling trend.
Buyers with credit scores of 600 or

lower make up about 20 percent of new-
car sales. Prime credit buyers make up
61 percent. The rest are in a middle cate-
gory called nonprime, according to Expe-
rian.

Auto loans on average have risen at a
slower pace than the Fed’s short-term
rate, largely because automakers subsi-
dize loans to goose sales. Some remain at
zero.

Automakers may desire higher rates,
but they’re also fighting for sales in a de-
clining U.S. market, said Jessica Cald-
well, executive director of analysis for
Edmunds.com.

Even small payment bumps for people
with strong credit will have an effect, if
only a psychological one, says Perkins. A
$199 monthly lease goes over $200, or a
$299 lease passes $300.

“People are going to take notice of
that,” Perkins says.

Buyers are already steering toward ex-
tended loans to lower monthly pay-
ments, with the average at 69 months,

according to Experian. The average vehi-
cle loan is now $30,329.

Bradd Levin of Stamford, Connecti-
cut, who runs a plumbing supply busi-
ness, wanted to lease a vehicle to replace
a 2011 Honda Pilot SUV. He knew interest
rates had gone up, didn’t want a down
payment, and was hoping a dealer would
give him cash for the Pilot. He figured he
wouldn’t be able to beat a lease payment
of around $600 a month.

But a dealer cut the price of a new
$44,500 Pilot to $39,800, offered 0.9 per-
cent five-year financing through Honda,
plus more than $10,000 for his SUV. That
brought his monthly payment to around
$540, less than the lease. “Because the
interest rate on the lease was so high, I
ended up financing,” he said.

Levin’s deal would only be offered to
someone with prime credit. Smoke, of
Cox Automotive, thinks rising rates will
force those with weaker credit into older
vehicles, or out of the market completely.

“There’s a point at which you just can’t
keep moving to a lower-priced vehicle,”
he said.

Rising auto loan rates hurt
consumers with poor credit

At car dealerships, they call it the payment walk. CARLOS OSORIO/AP

Tom Krisher 
ASSOCIATED PRESS

The association’s EarthWISE prac-
tices include increasing recycling par-
ticipation rates. And it has — Marion
County has had one of the highest recy-
cling rates in the entire state for many
years.

But new regulations from China are
hampering the association’s efforts to
continue that trend.

China used to take bales of recycla-
bles for minimal transportation costs
from the United States and hire Chinese
workers to sort the materials. Because
they sorted the material to find the mar-
ketable recyclables, it didn’t matter as
much if the recyclables had a bit of trash
mixed with them.

“The West Coast has benefitted from
shipping containers going back to Chi-
na empty — our materials could be sent
there cheaply,” said David Lear, general
manager at the Mid-Valley Garbage and
Recycling Association. “But China has
closed many air-polluting factories that
took our recyclables to clean up its own
pollution issues. The result is that Chi-
na is saying, ‘We are done taking Amer-
ica’s garbage.’ “

What it means is that the blue carts
that hold commingled recycling need to
be trash-free.

The companies in the United States
that take these recyclables do not have
the ability to sort out non-recyclables
and China will only accept shipments
with less than 1 percent contamination.

The biggest contaminants are glass,
plastic bags, hoses and ropes, diapers,
and clothing or other textiles.

“Everyone is trying to do the right
thing and recycle more,” said Jamie Pe-
derson, controller at the Marion Recy-
cling Center. “But these contaminants
cause a lot of problems within the recy-
cling system.”

Glass can break and pieces can get
caught in bales of paper. Plastic bags,
hoses and ropes can get caught in recy-
cling sorting conveyor belts and cause
the entire system to halt until the con-
taminant is removed.

“Everyone thinks garden hoses are re-
cyclable because they are green or rope
because it is a natural material, but they
aren’t,” Pederson said.

Diapers are the fourth largest contam-
inant in Marion County. The plastic is not
recyclable and any fecal matter poses
health risks to workers.

As for clothing, any bales of recycla-
bles that are contaminated with textiles
is automatically rejected by China. Recy-
cling advocates encourage residents to
donate usable clothing, towels and other

textiles to nonprofits that can resell it.
Ripped or stained textiles can be donated
to organizations that rescue animals,
such as humane societies.

“We have a 1 percent contamination
threshold to get to,” Lear said. “If we can
get there, we will have an overseas mar-
ket — China will still take it.”

If contamination levels remain high,
recycling may become more expensive in
the future or loads of contaminated recy-
clables would have to be landfilled.

“We appreciate anything we can do to
keep Oregon green,” Lear said. “We are
the number one recycling county in the
state. We are looking for all the constitu-
ents of Marion County to step up and
keep us in that leadership role.”

More information about the Mid-Val-
ley Garbage and Recycling Association
can be found at
www.mrtrashrecycles.com. To learn
more about the EarthWISE program, go
to www.mcEarthWISE.net or call 503-
365-3188.

Leann Fast drops off her recyclable materials at the Mid-Valley Garbage & Recycling depot. SPECIAL TO THE STATESMAN JOURNAL
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Used construction wood is ground up as hog fuel to be converted into boilers to
produce energy. SPECIAL TO THE STATESMAN JOURNAL


	Salem_Statesman_Journal_20180107_F01_0
	Salem_Statesman_Journal_20180107_F02_2

