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Matt Richerzhagen of Clean ‘n Dry, LLC meets with Chamber President Brian Duvall.
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HOW TO GET MORE POWERFUL
CUSTOMER REVIEWS

If you’re in business,
then you probably already know that good
customer reviews lead
to getting more customers. The reason
is because people are
much more likely to
Brian Duvall
believe what others
President & CEO
say about you and
your products or services over anything you
say about yourself. Why? Because you are trying
to sell something, but your customers have no
stake in the transaction.

known for and you’ll want to communicate
that to your customers when asking for a review
or testimonial. Be specific about the kind of
comments you want.

The problem I see with most businesses that
I consult is that they don’t know how to get
good, strong, relevant, and meaningful customer reviews. The result is a collection of bland,
unconvincing statements that could be said
about any business or competitor. For example:
“They showed up on-time and were friendly,”
or “Nice people,” or perhaps they just post a
thumbs up. This type of review barely qualifies
as a review at all and is essentially useless.
To really power-up your customer reviews you’ll
need to be clear about what you want to be

Here’s my number one strategy for getting
great customer testimonials. Interview your
customers to draw out the kind of comments
that showcase what makes you and your business different. Whenever possible you should
video record your interview with your customer
to capture their comments word for word as
well as get their energy and excitement. Video
is the only tool that comes close to the power
of being there live and in-person. If you can’t
get them on-camera then try to get an audio
recording of the interview. There are apps you

Don’t make the mistake of just leaving it up
to your customers to write a glowing testimonial. It won’t happen. They’re too busy and
don’t want to have to think real hard about
it. Another mistake is to write the testimonial
for them and then ask them to sign off on it
or put it into their own words. You’ll either
be too humble or go too far with your claims.
Neither will get you what you want.

Continued on page 7
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Years in current role – or - with employee – or in industry?
Been with Banner 6 ½ years
How long have you been a Chamber Ambassador?
Approximately 6 years in WW and prior to that, 4
years with the Grays Harbor Chamber.
What do you like best about being an Ambassador? It’s a great way to meet people when you’re new
to town and to meet new business owners.
What is your favorite product or service that your
company provides and why?
My favorite Banner Bank product would have to
be our Connected Checking account. Account
holders receive free, unlimited use of any ATM
across the U.S. We also refund the charge imposed
by non-Banner ATMs.
If you could own/operate another local business,
what would it be and why?
I think an amusement park would be loads of fun.
Six Flags over Walla Walla has a nice ring to it.
Favorite charity/non profit? That would have to be
Rotary. Rotary does an amazing amount of good,
from helping establish the splashpad, planting trees
and giving college scholarships here locally to helping
eradicate polio worldwide.

Who has had the biggest impact on your career?
That would have to be my family. My father spent
his whole career making loans, first for the government and then in the private sector. My aunt retired
from Washington Mutual, which is where I started.
Favorite sport/team or movie? Well now, in adulthood, it’s the Seahawks. But growing up in Idaho it
was all Denver. I enjoyed watching Elway play. He
had some amazing come from behind wins.
What do you do for fun? I love all things motorcycle. Long winding roads in the middle of nowhere
or dirt roads in the desert or mountains is a great
way to spend the day. I haven’t killed myself on one
yet, but it’s not for lack of trying.
Do you have a favorite quote? “Ask not what your
country can do for you – ask what you can do for
your country”
It’s as relevant today as it was then. And it applies
not just to our country and government, but to
one another.
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A TRUE FARM-TO-TABLE EXPERIENCE
I recently had the
pleasure of helping
facilitate one of the
Chambers “Oh the
Places Yule Go” 2017
Annual Banquet prizes. This particular
prize was the coveted
Kyndra Teal
Farm-to-Table DinChamber Ambassador
ner, which took place
at Foundry Vineyards and was prepared by
guest chef, Chris Teal, of Public House 124.
The dinner consisted of all locally sourced cuisine. Everything from the main dish protein
to the cooking oils can be found within the
Walla Walla Valley. Also, in true Farm-toTable style, all produce was brought in fresh
from local farms. I can attest to this fact, as I
picked-up spinach the same afternoon it was
placed on dinner plates. I don’t think it can
get much more fresh than that! Finally, no
dinner would be complete without a glass
of wine – enter Foundry Vineyards Sales &
Event Manager, Lisa Anderson, to provide a
thoughtfully paired wine for each of our four
courses.
The table, also prepared by Lisa, was beautifully set for our eight guests, tucked beneath
a pergola on the Foundry Vineyards Courtyard. Crisp white napkins, turquoise candle

votives, and custom menus were among the
table aesthetics.
Dinner started off with a Hayshaker Farm
spinach and cilantro soup, lightly topped with
toasted pine nuts and lemon oil, accompanied
by the Foundry Vineyards Oak Chardonnay.
This dish was followed by a delicious salad,
including mixed AR Teal Farms lettuce, grilled
Portobello mushrooms, fresh asparagus and
Edwards Farm asparagus custard, shaved
radishes, Pecorino Romano and finished in
an aged balsamic vinaigrette, paired with a
Foundry Sarah. Is your mouth watering yet?
We’re only half way through!
The main dish consisted of grilled grass fed
New York Strip from Blue Valley Meats with
a potato leek puree, sautéed rapini, and Blue
Mountain morel mushrooms (foraged by yours
truly and Chef Chris) in a red wine sauce with
Foundry Vineyards Cabernet Sauvignon. Last,
but not least, dessert was a goat cheese and
honey Blancmange with Edwards Farm rhubarb compote and toasted almonds, finished
off with my favorite wine, the Foundry Vineyards Syrah Rosé.
After each course was served, Chris provided
a description of the dish, including its ingredients and sourcing, and Lisa the tasting notes
for its wine pair. The dinner was a fabulous

setting for local sourcing questions, as well as
tips and tricks of the trade – our valley truly
offers a cornucopia of options!
Thank you to all the wonderful Walla Walla
businesses that provided a product, facility,
their time and/or all of the above. This dinner
would not have been possible without you!
Our local businesses are what make Walla Walla such a unique and fabulous place to call
home. So remember, Shop Local, including
your friendly neighborhood farm!
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BUSINESS
AFTER HOURS
June Business After Hours held at Baker
Boyer on June 12.

PHOTO GALLERY
PHOTOS FROM OUR RECENT EVENTS

WIB SUMMER HAT
SOIREE ON THE PATIO
Women in Business Summer Hat Soiree on
that Patio at Northstar Winery on June 7.
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MEMBERS’

NEWSFLASH
FOURTH OF JULY IN THE PARK– JULY 4

Don’t miss the annual Fourth of July in the Park, presented by the Walla Walla Union-Bulletin.
There will be vendors of all types and music/performances all day long beginning at 6:30am! End
the night with a spectacular Fireworks show to celebrate the Fourth of July!

PIONEER KIDS CAMP – JULY 10

Let kids see, learn, and explore at the Museum this summer with the Pioneer Kids Camp! This
fun and educational day camp features guided activity stations that allow children ages 9 through
11 to experience life the pioneer way. Kids will have a chance to experience the life of a real early
pioneer with this exciting day camp! The cost of the camp is $30 ($25 for Fort Walla Walla Museum
members). The fee includes lunch and an official souvenir. Pre-registration is required. Be sure to
sign up early as limited space is available and spots fill up quickly! For more information, call the
museum at 509-525-7703.

SWEET ONION FESTIVAL– JULY 21

What better way to showcase the official Washington State vegetable? Come join the fun at the
Annual Walla Walla Sweet Onion Festival. The festival will be held on Main Street between
Third and Fourth Street. We hope this will be a unique and exciting experience for you! If you
are visiting, we hope you will come again. Join the Funion — be a part of the Onion Ring today
and enjoy this Sweet weekend! We promise fun for the whole family!

WALLA WALLA SUMMER STAGE SERIES– JULY 27

Gesa Power House Theatre will stage two musicals in July and August as part of a new Walla
Walla Summer Stage series. First up is Annie: The Musical, with performances July 27 through
August 5, followed by 9 to 5: The Musical, with performances August 17 through August 26.
Reserved seating tickets ($35-$25 Adults; $20 Students; $15 Youth 17 and under) are available
online or by calling the box office at 509-529-6500. For group ticket sales, please call 509-8761662.

CMBELL COMPANY WINS SEVEN NATIONAL AWARDS

Creative work by CMBell and our clients has received seven awards from the 35th Annual Healthcare Advertising Awards competition. Three gold, one silver, one bronze, and two merit awards
were given for video production. This national competition aims to bring recognition in the field
of healthcare marketing and advertising. Over 4,000 entries were judged by a national panel who
reviewed projects for creativity, quality, message effectiveness, consumer appeal, graphic design,
and overall impact. Winning projects this year were produced in partnership with Adventist Health
and their 20 hospitals in four western states. Local businesses can find tips on how communication
can grow their business and build their culture on CMBell’s blog at CMBell.com.

6

REGISTER TODAY FOR THE 2018

CHAMBER BUSINESS CLASSIC

The Business Classic promises to be the highlight of the Walla Walla Summer golf tournament season.
Spots are filling up fast
for the 2018 Walla
Walla Valley Chamber
Business Golf Classic,
brought to you by Columbia REA and Wine
Valley Golf Course. As
always, The Business
Golf Classic promisSteve Owens
Director of Member Services
es to be the highlight
of the Walla Walla Summer golf tournament
season.
This year’s tournament will be Thursday,
August 2, with a Shotgun start at 12 noon.
Registration opens at 9 a.m., along with our
fabulous array of games, including a chipping
contest, putting contest, and the annual Columbia REA Dream Drop! You can also win
big at several on-course contests, as well as our
post-round raffle in the Pavilion.
Speaking of the 19th hole…that’s where the
fun really begins. Beer and wine will be flowing, courtesy of our sponsors Cadaretta Winery
and Quirk Brewing, and the barbecue will
be flying thanks to Timm Johnson and his
talented team at Wing and a Prayer Barbecue.
So please get signed up! We do not want you

to miss out! For $125 per golfer, or $500 per
team, it’s a really great value, and a great opportunity to play one of the top golf courses in
the State with friends and colleagues. You will
also get lunch (Thank you, Marcus Whitman
Hotel and Conference Center!). And if you’re
worried about playing golf on an early August
afternoon, fear not. We’ve arranged for a high
temp of 84 degrees with a slight breeze out of
the north…but just in case, The Hampton

“Spots are filling up fast for
the 2018 Walla Walla Valley
Chamber Business Classic Golf
Tournament.”

Inn Water Wagon will be making the rounds
to keep you cool and hydrated.
There are a limited number of teams we can
take, so don’t wait too long! There are also
sponsorships available that will help you promote your business in front of more than 130
local business people. So no matter your golf
skill level, and whatever your sponsorship bud-

get level, we have a spot for you! Please let
me know if you have questions or want more
information on sponsorship or tournament
registration.
Otherwise, call 525-0850, or go to wwvchamber.com and sign up now!
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Ribbon Cutting for the College Place Farmer’s Market on May 31.

POWERFUL REVIEWS
CONTINUED FROM PAGE 1

can download to your cell phone that will act
as a voice recorder. If you’re going to record a
phone conversation, then be sure to get their
permission first. I prefer to do the interview via
Skype video or in-person and simply turn the
voice recorder on at the start of the interview.
If your clients aren’t local and you want to use
Skype, then I recommend installing a Skype
video recording plugin called Evaer. It auto-records Skype calls as soon as the person on the
other end answers the call. Then it auto-saves
the recording as soon as you hang-up.
Next, you’ll want to ask your customer about
specific aspects of the service or product you
provided. Get them to answer you in specific
terms. For example, if you aren’t clear on what
you want to be known for then you’ll likely
ask, “How did we do?” Then your customer
will likely answer, “Fine.” This lack of focus
kills the review.
Suppose you want to be known for improving

business productivity. Then a better question
would be, “What was the total dollar impact
on your business as a result of the work we did
for you?” This causes your customer to respond
with, “The work you did for us improved productivity by 18% and increased our profits
by $72,349 over the past 12 months.” See
the difference? When you ask your customers
specific questions centered around what you
want to be known for, you’ll get more relevant
and meaningful responses. The result is that
your prospects are much more likely to believe
your testimonials and customer reviews. Also,
the specific, focused testimonials demonstrate
that you can deliver results which will attract
more clients.
Be sure to keep asking specific questions and
include questions around how the results made
them feel. Why? Because all action is driven
by emotion. We then use logic to support and
justify our emotional response. Try to draw out
responses that include emotion-base words

like: “We were THRILLED with the results,”
or “We LOVED working with you. The staff
and the results are AMAZING.” Sometimes,
these emotion-based phrases can make great
headlines for your marketing materials. For
example: I consulted a video producer in San
Diego. She wrote me an email that said, “Wow,
Brian! Just two of your strategies TRIPLED
my income! I can’t thank you enough.” I still
use that emotion-based headline today because it’s so powerful. It has emotion plus it
has specific details like “two strategies” and
“tripled my income.”
But what if you’re not sure what you want
to be known for or you don’t have anything
that really makes your business different from
other local competitors? If you don’t have a
USP (unique selling proposition) for your
business then you need to create one because
without it, your business is vulnerable. Call
me to schedule a consulting appointment at
(509) 629-4118.

ESSENCE OF EASTERN EUROPE
DEPARTING MARCH 21, 2019
CONTACT THE CHAMBER FOR MORE INFORMATION
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ESTIMATING THE COST OF STARTING

A BUSINESS FROM SCRATCH

How much is it going
to cost you to start
the business you’ve
dreamed of?
The truth is that no
business is the same
and many micro-busiJoe Jacobs
nesses can get started
WSBDC Office
for as little as $3,000
or less. These businesses are often home-based
sole proprietorships with low upfront investments. It’s important to understand the costs
specific to your venture, regardless of its size.
Getting the number right will help you determine what financing you may need to get
off the ground, what it will take to reach your
breakeven point, and manage cash flow once
you’re up and running.
Here are some simple tips for calculating your
start-up costs:

accountant.

always better than a best guess.

Many (but not all) of these costs are tax deductible, up to $5,000 in the first year of doing business. The remaining costs are then
amortized (meaning you deduct them in equal
installments) over a period of 180 months
(starting with the month in which your business opens).

Get help and make the calculation
Once you’ve got a reasonable estimate in place,
contact your local Small Business Development Center for one of the many free tools
they have to crunch the numbers.

If you decide not to open a business after doing
all your research, the deduction benefit goes
away. Instead, these expenses are considered
personal costs and aren’t deductible.
2. Capital Expenditures – You’ll also incur onetime costs to purchase assets such as inventory,
property, vehicles, etc. These don’t typically
qualify for a deduction, but can be written
off through depreciation.

Understand your costs
Start-up costs are technically defined as the
costs you’ll incur before you start making any
income. It’s an important distinction to make
because it will impact your tax return. These
costs are broken down as follows:

Assess your assets
Next, what have you got in the bank? You’ll
need this money to support your business in its
start-up phase and pay-off necessary business
and personal expenses such as payroll, rent,
utilities, etc. until the business is self-sustaining. Many non-cash assets can also be used as
collateral for a business loan.

1. Expenses – These are the costs involved in
preparing to open a business and may include
things like market research, the mileage costs
involved in researching a location, advertising, training, wages, and any fees paid to professionals or consultants such as a lawyer or

Allocate costs
Using a spreadsheet, create a list of the startup expenses and capital expenditures that you
expect to incur, alongside the assets that you
have. Next, assign costs to each expense and
remember that getting an actual estimate is

If the costs are looking too high, revisit your
expenses and look for ways to cut them. If you
need meeting space but can’t afford a commercial lease, consider co-working spaces or
serviced office space. Cut the cost of office
productivity tools by using cloud-based services instead of costly software licenses. Talk
to other business owners and get a realistic
appraisal of what the true and manageable
costs might be.
As I mentioned above, every business is unique
and budgeting for your new business should be
looked at in the context of your wider business
plan. It’s not something you have to do alone,
either. Small business resources like your local Small Business Development Center, can
help you with this and much, much more! To
book an appointment, email Joe Jacobs at joe.
jacobs@wsbdc.org or call 509-713-0751 today.
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WHAT MAKES AN IDEAL

TEAM PLAYER?

Ground breaking for the new El Sombrero Mexican Restaurant on May 30.
As business leaders,
we constantly seek
new ways to increase
the productivity and
performance of our
“human capital”. Our
people make our businesses, but they can
Keith Burghardt
also unmake them.
Community Bank
About a year ago, I
read the business book “The Ideal Team Player”
by Patrick Lencioni, and we’ve tried to incorporate many of its principles in our culture at
Community Bank.
The book is a fictional story of a contracting
business that’s going through a major reorganization. The story ultimately determines
three specific attributes of ideal team players,
and how teamwork (or lack thereof ) impacts
organizational performance. According to the
writer, “Ideal Team Players” are Smart, Hungry
and Humble:
Smart
Most jobs require a degree of technical intelligence. For example, Chefs need to be excellent
cooks. However, when it comes to running a
kitchen staff, communication skills and collaboration are equally critical to culinary chops. In
the context of teams, being smart relates to an
individual’s emotional intelligence. Ideal team
players must have the smarts to empathize with
their co-workers, customers, vendors and other
critical resources. They must be strong listeners, good communicators, and engaged in their

roles. They take a common-sense approach
to managing relationships and navigate well
through conflict. “Smart” people are typically
less selfish and want all members of a team
to feel successful in their respective roles in
any organization – because ultimately it helps
everyone be better.
Hungry
We should want folks on our teams that are
driven to continue learning, growing and making our organizations stronger. If you operate a
strong and equitable organization, your most
hungry team members should be recognized
and promoted in direct correlation with the
trajectory of the business. I’ve often said if an
employee requests a promotion from their
manager that’s a huge problem....for the manager. If the person deserves the promotion but
the manager hasn’t recognized their efforts,
it shows the manager is not engaged. If the
person is doing a poor job but thinks they
are doing well, again it shows the manager is
not engaged. Hungry folks are driven to help
organizations succeed, so praise and reward
them consistently as the business grows. Most
of all, pay attention to their contributions
and provide feedback on their performance,
both good and bad. Hungry folks need to
know where they stand or they will look for
positions elsewhere.
Humility
The book states, above all else, this is the most
critical attribute of a team player. The adage
“A good leader takes a little more than his/her

share of the blame, and a little less than his/her
share of the credit” rings true here. Humble
leaders are less concerned about appeasing their
own egos through vanity and self-promotion.
Their egos are fed by watching their teams and
organizations grow and achieve great things.
Humility also builds trust within the work
group. Humble leaders are good about creating
a safe environment to learn from mistakes
vs. playing the blame game when things go
sideways. Humble leaders, ultimately, care
about the collective success of their teams vs.
individual accomplishments.
So to wrap up, may your teams be Smart,
Hungry and Humble. Have a great summer.

PROMOTE
YOUR BUSINESS

WITH US
Advertise with the Chamber
using our easy and affordable
options for any budget!
Contact the Chamber at
525-0850 for a list of our
current advertising rates.
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Retail Marketing Committee plans For The Love Of Locals shopping event for the first Thursday of each month.

THE CHAMBER’S

MISSION FOCUS REPORTS
Small Business &
Economic Development
Your Chamber is
working with community partners to
develop an entrepreneurial ecosystem. An
Brian Duvall
“entrepreneurial ecoPresident & CEO
system” is a variety of
resources, programs, and services needed to
support and encourage entrepreneurial development. These needed elements include:
pro-business policies and permitting requirements, supportive organizations like Chambers
of Commerce, a community that’s tolerant of
some risk, broad access to capital including
micro-loans, appropriate infrastructure and
facilities like broadband internet and incubator
space, business and entrepreneurship education
and support, and professional services capable
of working with start-ups to name a few.
The good news is that the Walla Walla Valley
already has or is in the process of building
most of what’s needed to foster a thriving entrepreneurial ecosystem. One critical element
is to develop a micro-loan program that makes
small loans typically under $10,000 to underserved members of the community who may
not qualify for traditional bank financing.
We’re working with MercyCorps NW out of
Portland to help us establish a local office here
in Walla Walla. We’re also working with the
City of Walla Walla in support of their Community Development Block Grants program

to help fund the micro-loan program. This
effort will be a broad community partnership
with local banks, municipalities, non-profits,
and sponsors to serve the entire Walla Walla
Valley. Qualified applicants will complete a
business basics program and open an Individual Development Account (IDA) where
they’ll save up to $500 and get an $8 match
for every dollar saved, for a total match of up
to $4,000. The program’s target launch date
is October of this year.
Community Development
The Walla Walla Valley Chamber has participated in discussions of the proposed Mill
Creek Improvement project that will impact
businesses along the creek and roadways that
cross over it. Flood controls were built in the
1940s following the destruction caused by the
flood in 1933. The infrastructure that was built
then has reached the end of its useful life and
needs replacement and upgrades. Some goals
of the project include improving fish habitat
as well as making the creek an attraction to
enhance the community and improve business development. Much of the improvements
hinge on being included in the Comprehensive
Plans of the communities Mill Creek flows
through.
Leadership Development
We are now seeking nominations for Man &
Woman of the Year, Law Enforcement Officer
of the Year, Firefighter of the Year, and Educator of the Year. Please contact the Chamber
office for more details on criteria for each nom-

ination and to pick up a nomination form.
The winners will be honored at the Annual
Community Awards Banquet in December
at the Marcus Whitman.
Economic Development
The College Place Economic Development,
Tourism and Events Commission (EDTEC)
continues to meet monthly, with Steve Owens
representing the Chamber. Ongoing agenda
items include the drafting of a Home Occupation Business definition and consideration
of a state-mandated business license threshold
definition.
Community Involvement
Steve Owens has been invited to serve on the
2018 Community Council Program Committee, which will help select the next Community Council study topic. The committee
will review and research many regional issues
important to the community and make a recommendation to the Community Council
Board of Directors.
Teri Barila of the Community Resilience Initiative (CRI) met with our Chamber ambassadors in June at their monthly meeting. Teri
gave an eye-opening introductory overview of
the history of the “Resilience Trumps Aces”
movement and the amazing work her group
has been doing for the community. This meeting was the first step in what we plan to be an
ongoing effort to introduce and integrate the
concept of resilience training to employers and
businesses in our community.
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THANK YOU
NEW MEMBERS
Evergreen Housing Development
Lash Loft Walla Walla
Mrs. Crabbs Boiling Pot
Sweetwater Paper & Home

RENEWING MEMBERS
Amazing Group LLC - Capri Motel (‘17)
AmeriGas (‘89)
Cameo Heights Mansion (‘07)
Cascade Valley Assisted Living and Memory (‘17)
Chervenell Construction (‘84)
City of College Place (‘84)
Craik Pediatric Dentistry (‘15)
DaMa Wines (‘08)
Domino’s Pizza (‘00)
Enable Art (‘17)
Enhanced Dental Care of Walla Walla (’10)
Inland Saxum Printing LLC (‘17)
Isaacs & Associates Inc (’83)
Jackson Contractor Group (‘17)
Ketelsen Construction Co (‘91)
Key Technology Inc (‘91)
Koncrete Industries (‘91)
Lynx Group, Inc. (‘16)
Mill Creek Brew Pub (‘14)
Misbehaven Spa & Salon (‘05)

Odom NW Beverage (‘78)
Pape Machinery, Inc (‘12)
PremierMotor (‘16)
Sandy’s U-Rent (‘05)
Serenity Point Counseling Services, LLC (‘05)
ServiceMaster of Walla Walla & Milton-Freewater (‘08)
Shiki Hibachi Sushi, Inc (‘15)
Sign DeSigns (‘99)
Skylite Cellars (‘06)
T Barbershop (‘17)
Total Office Concepts (‘05)
Tukan Inn Guest House (The) (‘07)
Valley Residential Services (‘91)
Valley Vision Clinic (‘62)
Visit Walla Walla (‘05)
Walla Walla Sheriffs Foundation (‘12)
Walla Walla Valley Academy (‘09)
Walla Walla Valley Honda (‘14)
Walla Walla Vintners (‘00)
Waterbrook Winery (’98)
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THE PEOPLE

BEHIND THE SCENES
CHAMBER AMBASSADORS
Breanna Maiuri

Sierra Burchell

Kyndra Teal

Erin Hubbard

Diane Davis

Wade Robbins

Rose Hajduk

Peter Early

Castillo de Feliciana
Eritage Resort
John L. Scott
Baker Boyer

Greg Kettner

Greg Kettner Speaks

Brendan Hummel
Inland Cellular

Blaine Lim

New Vision Properties

Andrae’s Kitchen
Banner Bank
Banner Bank
Abadan

Andre Selfa

Diane Pease

Windermere Real Estate

Kylie Sheckler

Winery Fulfillment Services

Abbie Clark

Reininger Winery

Teri Grant

Gesa Credit Union

Dallas Cornwell

Heritage Wealth Advisors
Ameriprise Financial

Brookdale Senior Living

Peggy Cazier

Tertulia Cellars

Lloyd’s Insurance, Inc.

Kristine Bono

Ashley Rubon

Coldwell Banker First Realtors

VISIONARY MEMBERS
Baker Boyer
Banner Bank
Elkhorn Media Group
Columbia REA

Gesa Credit Union
Inland Cellular
KUJ
Pacific Power

PocketiNet
Walla Walla Union-Bulletin
Wine Valley Golf Club
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JULY EVENTS

Check online for updates & to register for events

02
05
10
18
18
25

GRAND OPENING + RIBBON CUTTING @ Hobby Lobby - 9:00am
FOR THE LOVE OF LOCALS SHOPPING DAY @ Downtown - all day
BUSINESS AFTER HOURS @ Castillo de Feliciana – 5:30pm
MEMBER APPRECIATION BBQ @ the Chamber – 11:00am
MARKETING WORKSHOP @ the Chamber – 5:30pm
WOMEN IN BUSINESS @ the Marcus Whitman – 11:30am

AUGUST EVENTS

Check online for updates & to register for events

02
02
14
15

BUSINESS CLASSIC GOLF TOURNAMENT @ Wine Valley - 9:00am
FOR THE LOVE OF LOCALS SHOPPING DAY @ Downtown - all day
BUSINESS AFTER HOURS @ Frontier Days Foundation– 5:30pm
MARKETING WORKSHOP @ the Chamber – 5:30pm

