CHAMBER NEWS

BUILDING A BRIGHTER FUTURE

April 2018

THROUGH ENTREPRENEURSHIP

The 2018 Walla Walla Business Summit
will feature national
speakers and experts
who will lead breakout
sessions including:
Opening Keynote: The
Power of UnderstandBrian Duvall
ing People, by Dave
President & CEO
Mitchell
One of Dave’s most requested programs; “The
Power of Understanding People” provides the
tools to understand each participant’s own
unique communication style. This info-filled,
energizing training event provides an ideal combination of strong content, laugh-out-loud
humor and audience interaction. Participants
experience a self-assessment that yields valuable
information related to enhancing communication, team performance and cultural excellence.
This program was named the Meeting Madness
Winner for best event of the year by Meeting
Professionals International at the 2013 World
Education Congress in Las Vegas. In December
2013, the book of the same name was released
and was immediately named Best Business
Book of the Month by Amazon.

Morning Breakout: The Power of Understanding People
Building on the laughter and insight from the
keynote, The Power of Understanding People
Breakout sessions dig deeper into identifying
the style of others and making appropriate
leadership, business development and client
service adjustments situationally. Participants
will also discuss employee selection/interviewing techniques that ensure the identification
of high performers. Interactive, entertaining
and pragmatic – this session takes a deeper dive
into the concepts from Dave’s award-winning
seminar and book of the same title.
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CHAMBER NEWS

AMBASSADOR PROFILE

ABBIE CLARK
REININGER Winery
Marketing & Event Manager

Years in current role – or - with employee –
or - in industry? Marketing & Event Manager
at Reininger Winery since August 2015. Three
years in the Wine Industry in Vermont prior
to living out here.
How long have you been a Chamber Ambassador? I just joined the team in February,
but I am very excited to be more involved in
Walla Walla’s Chamber of Commerce and the
Walla Walla community.
What do you like best about being an Ambassador? Although I’ve only been an ambassador for a month, I love that I get to meet
people all over the Valley who are in different
industries. Being an Ambassador is actually
helping me get more involved in the community while establishing my roots.
What is your favorite product or service
that your company provides and why? It’s
hard to choose one wine from the 25 wines
that Chuck Reininger produces between our
three brands, but I am a sucker for Walla Walla
Malbec, Petit Verdot and Syrah.
Do you see any industry trends that your
company will need to respond to in the next
year? The wine industry is starting to see a

shift in buying trends and age demographic as
Millennials and Generation X are consuming
more wine than previous generations. The
wine industry is starting to adapt marketing
strategies to target these new buyers, taking
full advantage of new technology, digital marketing, emails and social media.
If you could own/operate another local business, what would it be and why? I would
love to see a wine and coffee shop open up
in Walla Walla; back East, there were a lot of
businesses that were open early for coffee, sold
international wines, and were open late for a
glass of wine after work.
Favorite charity/non profit? I try to participate in any event benefiting the Cancer Special
Needs Fund of Providence St. Mary Foundation here in Walla Walla and am particularly
fond of the Gran Fondo.
Who has had the biggest impact on your
career? In a very round-about way, I think
the biggest impact on my career was my parents. I grew up surrounded by good food and
wine. My parents were always hosting dinner
parties, which peaked my interests as a foodie
at a very young age. My father was a pilot and
would always bring back fun spices, olive oil,

wine, etc., to cook with friends and family. His
traveling led me to focus my undergraduate
degree in Travel Writing and Journalism, and
that eventually led me to the wine industry.
Favorite sport/team or movie? Growing up in
New England, the sports teams I follow tend to
cause some tension around here, but I’m very
excited that Seattle is getting an NHL team.
What do you do for fun? I am a foodie.
Whether it’s cooking, watching food documentaries or reading books about wine, I can’t seem
to get enough. Outside of food and wine, I
love to read and hike. And, can often be found
at the Patisserie drinking a soy London Fog.
Do you have a favorite quote? “There is no
living thing that is not afraid when it faces
danger. The true courage is in facing danger
when you are afraid, and that kind of courage you have in plenty.” Frank L. Baum, The
Wizard of Oz.
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WHAT’S HAPPENING

THIS SEASON AT WINE VALLEY

2018 is shaping up to
be our best year yet
at Wine Valley Golf
Club. This Winter was
obviously less severe
than 2017 so the golf
course is in fantastic
shape right now! We
Cory Spencer
are proud to introChamber Ambassador
duce our new Director
of Golf, Chris Isaacson. Chris joins us after 2+
years in the same position at Emerald Valley
Golf Club, our Sister course in Creswell, OR.
It is a homecoming of sorts for Chris as he
grew up in the Tri-Cities and worked as the
Head Professional at Tri-City Country Club
for 23 years. We are very excited to have Chris
at the helm, and we are quickly adapting to
his motto “We will strive to get a little better
every day.”
While Wine Valley has become a premier destination course for golfers around the Northwest and beyond, it is our Members & local
players that are certainly the lifeblood of this
unique property. Here are some of the great

specials that we will feature for our local area
residents in 2018.

schedule & details. Non-Local guests are welcome for Friday Night Couples.

Local rate is valid 7 days/week and ranges
from $40-$80 depending on the day, time,
and season.

New for 2018! Thursday Night
Social Golf League @winevalley.

Local Senior Special (60+) is valid Monday
& Wednesday throughout the year for $50
including cart.
Monday Night Ladies Clinics run for 12 weeks
starting May 14th & ending August 13th. The
cost is $40 per session and includes: half hour
instructional clinic with a variety of lessons, 9
holes with cart, a glass of wine & hors d’oeuvres. Check our website for complete schedule
& details. Non-Local guests are welcome for
Monday Night Ladies.
Friday Night Couples Golf begins May 11th
and ends August 24th. The cost is $60 per
couple and includes: 9 holes with cart, friendly
scramble competition, wine tasting & hors
d’oeuvres. We feature a different local winery
each week. Check our website for complete

This is a 9 hole social golf league spanning 10
weeks beginning May 24, ending August 16th.
Two-person teams (men’s, ladies, mixed teams
will compete together), 6:00 shotgun start
each week, team entry fee is $75, weekly cost
will be $35 for the public & $10 for Annual
Members. There will be weekly payouts, optional cash side games, KPs, and a season-long
payout with a BBQ Banquet finale after the
final week. There will be a rotation of 5 fun
formats in rotation (modified scotchball, best
ball, scramble, chapman, & combined score).
It is all Net competition so an active handicap
is required.
Thank you to the local business community
for supporting Wine Valley over the past 9
years! We look forward to serving your golf
needs in 2018.
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BUSINESS
AFTER HOURS
March Business After Hours held at
L’Ecole on March 13.

PHOTO GALLERY
PHOTOS FROM OUR RECENT EVENTS

Laurie King

Laurie King

RIBBON CUTTING
CEREMONY

Laurie King

(Bottom Left) Ribbon Cutting
ceremony for Gesa on February 22.
(Other Photos) Grand Opening of
Hayden Homes Blue Mt. Estates
community on March 2.

5

MEMBERS’

NEWSFLASH
SOS BENEFIT DINNER – APRIL 4
Vital Wines is hosting our 3rd annual fundraiser dinner for the SOS clinic at the historic
Whitehouse Crawford restaurant in downtown Walla Walla April 4 from 7-10pm. Your $120
ticket purchase buys dinner for you and either a vineyard worker who harvested for Vital in
2018, or an industry partner who donated materials to Vital this year. In other words, half the
seats are donated thanks to each ticket purchase. Join us for this multi-course, wine-paired,
star-studded night with the most important people in the Valley.

“ACCOMPLICE – BEGINNING APRIL 6
The Little Theatre of Walla Walla presents “Accomplice” beginning April 6. This theatrical
roller coaster will trigger screams of laughter even as audiences vow to keep its secrets hushhush. The story begins in Dartmoor, England at the stylish weekend retreat of the affluent
Derek and Janet Taylor, and both adultery and murder are in the air. But we will soon learn
that all is never as it seems in this electrifying game of trickery and misdirection. Who is the
hunter and who the hunted…and precisely who is the title character of “Accomplice?” For
more information, visit ltww.org.

SYMPHONY SERIES – APRIL 10
Join the Walla Walla Symphony for a concert that spans time from the 18th to the 20th centuries with music by Mozart, Tchaikovsky, and Charles Ives; April 10 from 7-9pm at Cordiner
Hall. This concert will feature Walla Walla Symphony principal flutist, Leonard Garrison.
Single tickets are $18-29 for adults, $10-16 for university/college students (with ID), and $5
for youth 18 & under. Visit wwsymphony.org for more information.

PIANO FESTIVAL 2018 – APRIL 14-17
Piano Festival 2018—April 14-17. Walla Walla University’s Music Department welcomes
Christopher Harding, distinguished American pianist and masterclass clinician, as a guest
artist. He will provide an opportunity for upcoming pianists to learn the field through their
participation in a masterclass and a student recital, in addition to performing his own recital.
All are welcome to attend.

49th ANNUAL RENAISSANCE FAIRE – APRIL 21
49th Annual Renaissance Faire—April 21. Hear ye, hear ye! Whitman College proudly
presents the 49th annual Renaissance Faire! This year’s faire will be held on April 21st, from
10:00am-5:00pm on the Whitman College campus, in front of Memorial Hall (the corner of
Boyer Avenue and South Park Street). Admission is free so bring the whole family and enjoy
live music and theater performances, unicycle jousting, and many talented local merchants
and performers. See you at the faire!
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THE IMPORTANCE – AND VALUE

OF SPONSORSHIP

There are thousands
of nonprofit organizations around the
world. Many are well
funded and don’t
necessarily require
outside support or
sponsorships to help
raise awareness or
Steve Owens
Director of Member Services
create public-facing
events. Many others require active support
from organization members, local businesses
or groups who wish to align their brand with
a good cause.
The Walla Walla Valley Chamber of Commerce
is in the latter department. We rely on sponsorship dollars to drive a number of our annual
events. The Walla Walla Business Summit, our
coveted Business Showcase Awards, our golf
tournament and Annual Banquet, just to name
a few, all require outside support.
But it’s not just an act of charity. Businesses
must have a reasonable expectation of ROI.
That ROI, however, isn’t always about making
more money. Here are five reasons why sponsoring nonprofit organizations and events can
help your bottom line and your brand image.

THE TOP 5 BENEFITS
OF SPONSORSHIP
1. Raise brand awareness: This goes without
saying. Businesses sponsor events because
it puts their brand in the spotlight for the
event. It may not mean a financial gain
for the company but it certainly puts the
brand in front of people. It creates positive

“Seeing your brand connected to a local nonprofit, such
as the Chamber, drives this
connection for consumers.”

PR and raises awareness of the organization
as a whole and enhances brand credibility.
2. Emotional connection: People often
spend with their heart. Making an emotional connection to purchases builds
brand loyalty. Seeing your brand connected
to a local nonprofit, such as the Chamber, drives this connection for consumers.

Quite simply, it shows your brand cares
enough to get involved at the community
level. Your brand becomes more appealing.
3. Media Exposure: Many nonprofit organizations do what they can to drive media to
their events. The benefit, of course, is the
free ‘earned media’ exposure your brand
could potentially receive. This can expose
your brand to far more consumers than
those simply taking part in the event itself. All of the Chamber’s major events
this year will be video-recorded and posted
online to be seen by an extended audience
of consumers.
4. Swag: Most nonprofits have no problem
with your brand giving away any ‘swag’
or ‘freebies’ and promotional materials to
enhance the experience with your brand.
It potentially allows you to test market a
product before investing in a larger marketing campaign, and extend your brand
presence beyond the duration of the event.
5. Marketing and list procurement: While
brand credibility is rising, it really comes
down to marketing for the sponsoring
business. Long story short...the business
wants something in return. The Chamber

7

has a very extensive reach into the community and is proactive in other areas of
marketing as well, including web and social
media. When a sponsor comes on board
it is standard that they be included in the
Chamber’s other marketing collateral that
surrounds the event. This can involve brochures, banners, website updates, print
advertising and social media posts. Many
nonprofits have lists of attendees that have
the potential (barring any privacy issues) to
be shared with sponsors as potential lead
generators. At the very least, the nonprofit
can share the sponsor’s marketing message
through a number of channels.

Any commitment of support, at any dollar level, goes a long way toward helping nonprofits
survive, thrive and fulfill their mission. And
in the case of a sponsorship investment in the
Walla Walla Valley Chamber of Commerce,
where the mission is to be the best advocate
for business in the Valley, the return on your
investment is, by definition, already 100 percent, because you are helping us fulfill our
mission, which is to work for you.

Title sponsors typically get to speak to audiences
for greater brand recognition. Keith Burghardt of
Community Bank speaks at the Business Summit.

BUILDING A BRIGHTER FUTURE
CONTINUED FROM PAGE 1

• What are the personal characteristics of
the best leaders?
• What are the origins of personal accountability and can they be instilled in people
after they reach adulthood?
• How do you create a work environment
that inspires all kinds of people to be committed to high performance?
• How do you resolve conflict with colleagues, employees and even customers
and keep these relationships healthy?
You will find out the answers to all these questions at How Great Leaders Think
Morning Breakout: Four Keys to More Effective Leadership by Lynda Foster
Out of the 20 leadership behaviors that have
been determined to lead to success, there are
four that have been determined to give a leader
89% of their results. This breakout session,
supported by an ebook of the same name, will
help you learn:
• How to identify each of the four behaviors
to focus on first: Be Supportive, Be Results Oriented, Seek Others’ Perspectives,
and Solve Problems Effectively.
• Which behaviors you are most likely to
deliver consistently, because of your natural behavioral styles and Driving Forces©

and which ones you need to develop skills
in to reach your leadership potential.
• Specific actions that help you deliver on
each of the key behaviors.
Participants will receive the free ebook associated with this breakout session.
Afternoon Breakout: Leading a Great Team
- Discover Your Strengths When Leading or
Working on Team
Pre-register for this interactive and valuable
session and receive a free Cortex Team Strength
assessment for you and up to 10 members of
your team. This breakout session will help you
to better understand which of the four phases
of a project cycle you prefer and will work
best in. Ideally, teamwork proceeds sequentially from vision to ideation, planning, and
finally to execution. But research shows that
teams often diffuse their efforts by spending
time on work they prefer to do, often skipping
essential phases.
By discovering your strengths, you will learn
which areas of projects you will bring the most
value to and how to support others when they
are operating in their strength zones. Some of
your learning outcomes will include:
• Identifying your strength when working
with a team

• Learning how to deliberately cultivate
the missing team roles and work phases
• Discovering how to resolve team roles
that conflict
• Exploring the strengths and weaknesses
of teams that are “stuck” in various teamwork/team role combinations
Closing Keynote: The Currency of Trust
Trust is the cornerstone of effective communication. Without it, your ability to influence
others is limited. Expand your understanding of what builds trust and what you may
be doing to jeopardize it. You will discover
the 6 elements and neuroscience of trust, and
how they impact your relationships with team
members, vendors, and clients. After you learn
to use this trust tool you will be able to:
• Communicate more effectively with your
customers and prospects
• Communicate your preferences to new
hires and existing team members that will
lead to higher levels of engagement and
motivation
• Identify where trust has broken down and
relationships have stalled or gotten stuck
• How to rebuild trust when it’s broken
or damaged
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WWU STUDENTS

REBRAND THE CHAMBER

The Chamber wanted
to improve its image
and level of professionalism within the
community to reflect
our business development and leadership
focus. To help support this effort, we felt
Linda Felipez
WWU Tech Dept Chair
it was necessary for a
re-branding of the Chamber. The challenge we
faced was that to do a complete re-branding
to the degree that’s needed would require a lot
of work and a lot of money.

high-quality work that was done for us. Thank
you, Linda and the whole student design team.

That’s when Brian Duvall met Linda Felipez
while touring the WWU Campus. Since the
Chamber is a non-profit, Linda offered to
take on the re-branding as a student project.
They far exceeded our expectations. We estimate that the WWU design students saved the
Chamber $20,000 to $30,000. Words can not
express the gratitude we feel for the wonderful,

The students conducted the design process
as a design firm, each student performing according to their own job description. Those
students are:

NOTE OF APPRECIATION
FROM WWU STUDENTS
The Walla Walla University Department of
Technology class, Graphics Services, took on
the exciting task of rebranding the Walla Walla
Chamber of Commerce. The class, a combination of graduating seniors and seniors who will
graduate early next year, conducted research
and developed a total comprehensive rebrand
for The Chamber.

David Harris, Art Director
Joanna Stephan, Creative Director
Trevor Hernandez, Graphic Designer

Jenna Comeau, Photographer
Melissa Ginoza, Web Developer
Donald Locke, Web Assistant
Kyra GreyEyes, Videographer
Linda Felipez, Professor and Mentor
The end result was well received by The Chamber and the public. The class not only provided
a complete brand identity, but also 28 deliverables which included a wide variety of print
collateral and a website template.
The students feel grateful for this real-world
opportunity to use their culmination of design
skills and knowledge, as well as to expand their
networks within the professional world. They
would like to specifically thank Brian Duvall
and the rest of The Chamber team for being
so wonderful to work with. The students feel
that this positive experience attests to the high
values that The Chamber upholds in their work
within the Walla Walla community.
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HOW TO MAKE

NETWORKING EVENTS PAY OFF
FOR YOUR BUSINESS

Your Chamber organizes highly popular
and well-attended networking events called
Business After Hours
hosted at a different
member business each
month. We usually see
Brian Duvall
50 to 100 people turn
President & CEO
out for these networking events, so it’s a great opportunity to find
new business partners, vendors, prospects, and
make new friends.
Unfortunately, I’ve found that most people
don’t really know how to effectively network
with other members. Here’s the typical scenario: you arrive at the event a little hungry and
thirsty. You see a crowd of people, most you
don’t know. Then you see a familiar, smiling
face and walk over to start a conversation with
your friend. When that conversation fades, you
move on to another familiar friend and do the
whole thing all over again.
Pretty soon you start to feel like it’s always
the same people who attend these events and
then you lose interest in going. You didn’t get
any new leads so the event doesn’t pay off for
your company.
Sound familiar?
The problem with going to networking events

is that we tend to go alone or with someone
from our own office. If we’re trying to get new
leads then we tend to talk about our business,
our products, our services. We end up sounding like we’re making a sales pitch and people
resist talking to us because nobody wants to
be SOLD to during a social time. We feel
awkward and uncomfortable so we end up
not talking about business. Result: no new
business opportunities.
How do we solve that networking problem?
Take it from someone who HATES rejection
and is a bit of an introvert… the best way to
network successfully is to:
1. Never go alone. You need to have a wingman (or wingwoman) at the event with you
but NOT right beside you. You need to
know what their ideal prospect is like, what
problems they solve, what key questions
they like to ask to pre-qualify leads and
so on. Then your job at a Business After
Hours or other networking event isn’t to
talk about yourself, but to meet as many
people as possible, ask questions about
their business, their goals, their dreams and
see if you can find people who match your
wingman’s ideal prospect profile. That’s
right… you’re prospecting for THEM, not
yourself. When you find someone then say,
“I have a friend here who I think can help
you. Let me introduce you to them.” You’ll
be a connector of people. A problem solver.

You will find that people no longer resist
talking to you. They will LOVE talking to
you and trust you. In the meantime, your
wingman is doing the same for YOU…
finding prospects for you and introducing
you around at the event.
2. Ok… so your wingman (or woman) walks
up and introduces their newly found prospect to you. Do NOT try to solve the
prospect’s problems at a networking event.
Instead, ask a few questions to get them
talking about their issue and ask to set an
appointment when you can come by to
discuss the details further. You want to keep
your networking short and to the point so
you can let them meet other people, too.
Be sure to get their contact info and let
them know you’ll follow-up.
3. Follow-up right away and keep your appointments. Follow-through is critical to
maintaining credibility and building trust.
Don’t let your wingman down. Their reputation is on the line because they vouched
for you and introduced the prospect to you.
That’s it. Three simple steps to making Chamber networking events pay off for your business. Now all you need to do is find a friend
who is willing to be your networking wingman
and show up. Business After Hours are every
second Tuesday of the month at 5:30 pm.
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I HAVE AN IDEA FOR A BUSINESS.

WHERE SHOULD I START?

We’ve all had that
great idea for a product or service that the
community or even
the world would love.
Most people immediately begin by thinking they need to get
a Patent, register the
Joe Jacobs
Regional Director
domain or start calculating how much revenue it could generate.
These are all legitimate concerns, but the place
to start is always with the expenses.
Expenses are easy to quantify and often represent a significant barrier to implementation.
To begin this exercise, imagine it’s launch day

for the new business and make a detailed list
of everything needed and on hand. This would
include everything from pens to people and
pre-launch advertising. Once your list is complete, now it’s time to quantify and price each
item on the list. I like to put the list into an
electronic document, so I can copy and paste a
link next to the items I researched online. For
specialized items such as insurance, don’t use
ballpark numbers, get real quotes. Speaking
of ballpark numbers, the most common place
that I see these is in estimates for advertising.
For the back of a napkin ad budget, simply
pick three paid advertising platforms where
you think your customers are, get estimates
and budget for a three-month campaign on
each.

Once you’ve completed everything above, give
yourself a high five and add it all up to get a
grand total! Now that you have a rough estimate of the initial expenses, you can begin to
model different growth and revenue scenarios
and consider the options for funding. Because
this next part is more complex, you should
get the professional, in-person help available
right here in the Walla Walla Valley at no cost
to you. Located inside the Walla Walla Valley Chamber of Commerce, the Washington
Small Business Development Center helps
new and existing businesses with everything
from setting up a new venture to preparing for
the sale of your existing company. To book an
appointment, email Joe Jacobs at joe.jacobs@
wsbdc.org or call 509-713-0751 today.

THE CHAMBER’S

MISSION FOCUS REPORTS
Brian Duvall and
Kelly Trop have been
working with the Port
of Walla Walla to develop the Technology
Round Table with the
purpose of bringing
together IT professionals from around
Brian Duvall
President & CEO
the region. Our goal
is to help build a sense of community for the
IT sector here locally and to help students meet

with potential employers. Ultimately, we also
hope that entrepreneurs with ideas will meet
potential investors and business partners so
they can launch new businesses, relocate a
business or open a satellite office here. Todd
Brandenburg of Pocket iNet gave a presentation on the trends in IT to kick off the first
Technology Round Table. Two more meetings
are scheduled for May and October.
Brian Duvall is working with College Place
City Manager, Michael Rizzitiello to assemble

a committee with the purpose of developing
plans for a regional small business incubator
and maker space. Anyone interested in participating in the planning committee or if
you know an entrepreneur looking for space,
then please contact Brian at the Chamber:
(509) 629-4118.
The Chamber is now forming a Retail Merchants Committee to help organize and support marketing, lead generation, sales and
business development efforts of local retailers.
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Our goal is to increase shopping mid-week and
in the off season while bolstering shopping
during peak season. The kick-off meeting of
the committee was hosted at the Chamber on
March 30th where we introduced the Shop
Local program including the Perk Card to
encourage local consumers to shop locally first
before going online or out of the area. If you
are a local retailer interested in the committee
or the Shop Local program, please contact the
Chamber at (509) 525-0850.
The Pitch It Youth Entrepreneur event will now
be working with the Chamber as their fiscal
agent. The Chamber is a sponsor of the event
and is including it in our Business Summit
activities to showcase youth entrepreneurship
in the area. Pitch It is also in alignment with
the Chamber’s Small Business and Workforce
Development initiatives.
The City of Walla Walla is working with the
Chamber to organize some business recruiting
trips to Seattle, Portland and other larger cities

in the region. We’ll be discussing the potential
for satellite office locations in Walla Walla.
The Chamber’s Director of Member Services,
Steve Owens is a member of the College Place
Economic Development, Tourism and Events
Commission (EDTEC), which meets monthly
to discuss business development and economic
drivers for the City of College Place. Current
issues addressed include downtown development, zoning, urban growth boundaries,
business recruitment and development of a
comprehensive plan.
Steve is also on the College Place Lodging Tax
Advisory Commission, a new group tasked
with recommending how to utilize revenue
generated from room stays in College Place.
First-year revenues were spent on advertisement for the City of College Place in the New
2018 Walla Walla Visitor’s Guide.
Another very successful annual Junior Achievement breakfast was held March 28th at the
Marcus Whitman Hotel. This year’s theme

MARKETING SUCCESS
ACCELERATOR SERIES

was “Ignite The Spark,” and featured testimony from several area kids who praised the
benefits of Junior Achievement through their
own experience. Steve Owens is a member of
the Junior Achievement Advisory Council.
Community Council’s Education Integration
Task Force is conducting a studying on arts
curriculum in our schools (all levels) and potential curriculum integration with the Walla
Walla Art community. Steve represents the
Chamber on this effort.
The Community Resilience Initiative (CRI)
group that meets monthly is gaining national
attention. Currently the Chamber is exploring ways to bring the message of the value
and importance trauma-informed practices
in the workplace through its Ambassador
program and with Steve’s participation in the
CRI group.
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THANK YOU
NEW MEMBERS
House of Dapper Jim Peterson
DILLON CELLARS Sharon and Larry Clinton
Eritage Resort - Fire & Vine Hospitality A Greener Today of Walla Walla

RENEWING MEMBERS
AAA Washington (‘87)
Allegro Cyclery (‘08)
Amore’ Floral Designs (‘04)
Andy’s Market (‘09)
Animal Clinic East (‘10)
Armstrong Family Winery (‘17)
Associated Appraisers of
Walla Walla LLC (‘84)
Bekins Northwest (‘16)
Blue Mountain Lodge
No 13 F&AM (‘16)
CliftonLarsonAllen LLP (‘12)
CM Bell Company (‘05)
Columbia Basin Hearing
Center (‘12)
Community Bank (‘02)
Copier Service, Inc (‘06)
Cruise Planners (‘02)

Dairy Queen (‘65)
Dakota Well Pump &
Electrical Services LL (‘12)
D’Olivo (‘15)
Domino’s Pizza (‘00)
Doug’s Septic Service, Inc (‘95)
Elgin Appliance (‘12)
Elmenhurst Chiropractic Clinic (‘87)
Falkenberg’s Jewelers (‘34)
Grassi Refrigeration Service, Inc (‘82)
Impress Salon (‘10)
JT Bolander CPA, LLC (‘12)
Kralman Steel Structures, Inc (‘08)
Kumo Acupuncture and
Oriental Medicine (‘18)
Little Theatre of Walla Walla (‘87)
Minnick-Hayner (‘47)
Paul Richardson Agency, Inc (‘84)

Quality Inn & Suites (‘02)
Sinclair Estate Vineyards (‘10)
Stone Creek Dental Care (‘13)
Stone Hut Bar & Grill (‘04)
Tamastslikt Cultural Institute (‘14)
Three Rivers Winery (‘00)
Total Office Concepts (‘34)
U S Bank (‘58)
Walla Walla Clinic (‘58)
Walla Walla Clothing Company (‘47)
Walla Walla Sweets Baseball Club (‘09)
Whitehouse-Crawford Restaurant (‘13)
Whitman College (‘37)
Wildhorse Resort and Casino (‘00)
Windermere Real Estate Walla Walla (‘ 09)
YMCA (‘49)
Yellow Book USA (‘06)
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THE PEOPLE

BEHIND THE SCENES
CHAMBER AMBASSADORS
Breanna Maiuri

Brendan Hummel

Cory Spencer

Blaine Lim

Castillo de Feliciana
Wine Valley Golf Club

Kyndra Teal

Courtyard by Marriott

Casey Richards

Blue Mountain
Community Foundation

Diane Davis
John L. Scott

Rose Hajduk
Baker Boyer

Greg Kettner

Wine Valley Comedy

Inland Cellular

Sierra Burchell
Andrae’s Kitchen
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APRIL EVENTS

Check online for updates & to register for events

07
10
18
19
19
20-21
20
25

RIBBON CUTTING @ Armstrong Family Winery – 11:00am
BUSINESS AFTER HOURS @ CAVU Cellars – 5:30pm
MARKETING SUCCESS ACCELERATOR @ Courtyard by
Marriott – 5:30pm
RIBBON CUTTING @ Sportsman’s Warehouse – 8:30am
PITCH IT! @ Gesa Power House – 5:30pm
BUSINESS SUMMIT @ Courtyard by Marriott – 8:30am
BUSINESS AWARDS SHOWCASE @ Baker Boyer Bank – 6:30pm
WOMEN IN BUSINESS @ Whitman College – 11:30am

