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younger who has displayed the necessary drive and
determination to make their business a success.

Recognizing the achievements of our members
and their employees is one of the most rewarding
things we do as a Chamber. It is important to
call attention to the success our members enjoy
and the significant contributions they make to
our local economy. Our 2019 Business Award
Showcase will be held on Wednesday, September
11 in the lobby of Baker Boyer Bank in downtown
Walla Walla. The Business Awards Showcase is
our opportunity to highlight the efforts of our
members. Award winners demonstrate innovation,
leadership and exemplary service in one of the
following categories;
Business of the Year
Presented by Columbia REA
This Business of the Year Award recognizes a
company in business (existing for more than 3
years) that shares a commitment to professional
excellence, business growth and the community.
Agribusiness of the Year
Presented by Hayden Homes
The Agribusiness of the Year Award recognizes
a person, business or organization that has been
instrumental to the success and excellence of agriculture in Walla Walla Valley, either as a farmer
or in an agriculturally related field.
Young Entrepreneur of the Year
Presented by the Port of Walla Walla
The Young Entrepreneur of the Year Award recognizes a local business person 21 years of age and

Duane Wollmuth Catalyst Award
The Duane Wollmuth Catalyst Award recognizes
an individual, business or organization that
collaborates and motivates to make BIG things
happen in the Walla Walla Valley.
Non-Profit of the Year
The Non-Profit Organization of the Year Award
recognizes successful and impactful philanthropic
efforts that bring significant benefit to the Walla
Walla Valley and/or its residents.
Start-Up Business of the Year
The Start-Up Business of the Year Award recognizes a start-up company (existing for 3 years or
less) that has successfully created a business plan,
obtained financing and opened their doors. Every
start-up has their own journey to success, and
nominees of this award help to place Walla Walla
on the map as a destination for entrepreneurial
excellence!
Workforce Development Award
The Workforce Development Award recognizes a
business committed to strengthening our
community’s workforce by providing access to a
system of employment and education services.
Activities include: internships, job shadowing,
mentorship, guest speakers, workplace visits, career talks, education programs.
Women in Business Woman of Influence
This award recognizes an inspiring, insightful, and
influential Walla Walla County woman currently
working in any field for her business success, career achievements and ability to lead. She displays

strong leadership experence within her
company or industry and is an inspiration
to other women.
Formal Nominations are now being accepted in each category. Nomination
forms are currently available on the
Chamber website. All entries must be
received by Wednesday, July 31 to be
eligible for consideration. Please save
the date of September 11 to attend the
Business Awards Showcase. Thank you to
Baker Boyer Bank, our title sponsor, and
to our award sponsors for helping us celebrate the accomplishments of businesses
and individuals in the Walla Walla Valley.
For more information about sponsorship opportunities, nominations, or
registration, please contact Marissa
Miller at mmiller@wwvchamber.com or
509.525.0850.
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WORKING TOGETHER
TO STRENGTHEN OUR COMMUNITY

Our community is strongest when we work
together. In the six years I’ve lived in Walla
Walla, I have seen this demonstrated over and
over and it is the force that drives my work in
Whitman’s Student Engagement Center every
day. The benefits of collaboration between
education and business are well documented. In fact, a recent Google search sourced
173,000,000 results addressing business and
education partnership benefits and I have the
privilege of seeing these benefits every day.

It is how many of us learned – reading texts,
studying notes and taking exams. This learning
can be extended so much further if students
have the opportunity to test those concepts
and theories in the workplace, using hands-on
circumstances to further their understanding
and apply their knowledge. All the while, businesses benefit from exposure to novel perspectives, fresh ideas and an enthusiastic learner
who is eager to engage their knowledge in a
new way. In my role, I regularly see the direct
impact on our community as students develop
and complete internship projects that advance
the work of local organizations and enhance
their own learning.

An Educated Workforce
As students take advantage of opportunities
to engage with our local business, government
and nonprofit communities through projects,
presentations, job shadowing or internships,
they gain skill sets that allow them to be better
prepared for the workplace they’ll soon enter. Whether those skillsets are technical subject-matter knowledge or less tangible habits
of mind like critical thinking and teamwork,
they allow our local students to enter the workforce prepared for a successful start, in either
a summer job or their first full-time position.

An Engaged Pipeline
What are the challenges your organization will
face in the next 10, 20 or 30 years? Will resolving them be your responsibility? Will they fall
to the next generation of workers and leaders
to solve? Developing partnerships to engage
students in your business now can help you
find answers to some of today’s challenges and
establish a pipeline of talent for your organization tomorrow. I have seen a steady increase
in the number of our students engaging with
and contributing to work in our communities
through internships, service programs, fellowships and summer work study jobs; often
returning to organizations to continue their
work after academic breaks or post-graduation.

Extended Learning
Knowledge transfer in a classroom is valuable.

Corporate Citizenship
Businesses that support schools and students

benefit in ways that impact the bottom line –
directly and indirectly. Students who connect
with a business through classroom partnerships
or co-curricular activities are more likely to
support those businesses, when possible. The
business in turn benefits from positive press,
connection to a new audience and possibly,
a new clientele. In the triple bottom line approach to business, this kind of engagement is
a great example of “doing well by doing good”.
Our region is set apart by the wealth of educational institutions among us that serve students
from kindergarten through graduate-levels
of learning, and your business can partner in
student learning at every level:
• Encourage your employees to volunteer for
Junior Achievement or Career Day in local
classrooms.
• Offer to host high school students for a Job
Shadow Day and let them learn what a “day
in the life” looks like in your organization.
• Develop an internship program and work
with the career centers at our local colleges
and university to recruit talented students to
work on projects with your team.
There are limitless, creative ways that you can
connect with the educational community to
make our region stronger and your business
will benefit in more ways than you can count.
For more information about how to get involved, contact your local school, their public
relations team or career center or call me at
503-887-7627.
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MEMBERS’

NEWSFLASH
3RD ANNUAL WALLA WALLA MOVIE CRUSH– JULY 12

The 3rd Annual Walla Walla Movie Crush celebrates the most intoxicating blend of American
short cinema over the course of three days (July 12 - 14). Once again, the festival will showcase
narratives, documentaries, animation, music videos and experimental films grouped in themed
packages and will showcase more than 100 new shorts from Oscar®-winners, household names,
rising stars and wunderkinds.VIsit phtww.com for more information.

D’OLIVO BLIND BUBBLES TASTING AND CLASS– JULY 17

Join us for a fun filled evening of education and blind tasting perfectly paired with food. Enjoy a
variety of Champagne, Cava, Prosecco along with a few surprises to test your palate.
Vehrs expert Jeff Von Bargen will challenge your tasting knowledge and you can be the judge of
what foods pair perfectly. Doors open at 6:45pm, tasting starts at 7:00 pm. $65.00 per person.
Advance ticket purchase is required. For more information or to purchase tickets call 509.529.7537.

LIVING HISTORY: WILLIAM MCBEAN AND THE STORY OF
DAVID THOMPSON– JULY 21
William McBean, Hudson’s Bay Company trader will tell the story of David Thompson, a famed
British-Canadian fur trader, surveyor, and map-maker. McBean was born in Canada about 1807
and came to the Walla Walla region in 1846. He became chief factor in charge of the Hudson’s Bay
Company fort at the time of the Whitman Massacre in 1847. He left Fort Walla Walla in 1855
during the Indian wars and later returned to the region with his Indian wife and children. McBean
continued to reside in Walla Walla and was active in assisting various Catholic institutions until
his death in 1892.Visit fwwm.org/living-history for more information.

WALLA WALLA SWEET ONION FESTIVAL -JULY 20

The Thirty-Fifth Annual Walla Walla Sweet Onion Festival will be Saturday, July 20, 2019. 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. For more information or to become a vendor call 509.529.8755.
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CAMEO HEIGHTS MANSION BUSINESS SPOTLIGHT
15 QUESTIONS WITH ALAN AND DEANNE FIELDING
1. What is the name of your business?
Cameo Heights Mansion
2. What is your role/title? Alan and Deanne
Fielding are the owners of Cameo Heights
Mansion, the B&B and The Vine, our on-site
restaurant.
3. When was your business founded/established? We began hosting guests Dec 21, 2007.
4. How many people are employed at your
business? We have 20 people on our payroll
but only about 5 are full-time.
5. What is your business slogan or motto?
A perfect experience for every guest, every
time.
6. How did your business get started? What
inspired you to start your own business?
Our orchard business model was not working for us financially so we needed to start a
business that we could retire on. This is that
business. We had started the building which
now houses Cameo Heights Mansion and The
Vine when we began orchard construction in
1996 to be our personal family home, but
financial setbacks left it unfinished for 11 years.
We were prompted by a banker to consider
finishing it and converting it into a bed and
breakfast. We had never even stayed in a bed
and breakfast and began to research the suggestion. Though this imaginative banker provided
the inspiration he was ultimately not willing to
finance the construction. We eventually went
forward with the idea. We enlarged it by 2000

square feet to the 11,000 square feet it now
is. It consists of 7 rentable suites, common
hospitality areas, a movie room, and outside
swimming pool and a built-in hot tub.
7. What is your business best known for?
Why? Our business stands out for its attention
to detail. Let me explain: Because we had been
farmers for 36 years and had no background
in the hospitality business, we made a point
of asking all guests since our inception to fill
out a one page evaluation form after their stay
at Cameo Heights Mansion. Questions range
from general information, suites, breakfast
service, dining service and requesting ideas
for how we can improve. This has been an
incredible tool. It has at times been painful to
consider some of the comments, wondering
how we can adapt, given ever present budgetary restrictions, to meet needs or expectations
of customers more effectively. But the result
has been that guests almost universally say:
You have thought of everything. We have ben
good listeners. This has worked towards our
benefit tremendously.
8. What makes your business different from
other businesses like it? We have observed
that many business are not particularly responsive to their customers concerns. Thus,
some business let a customer walk away from
a business transaction vowing that they won’t
ever do business with that company again.
Surprisingly, our decision to consistently
meet and exceed all the expectations of our
customers has turned out to be is a rather

unique business model. Sometimes we refund
money when customers are not satisfied, but
even more importantly, we make immediate
adjustments to make sure no future guest has
the same unfortunate disappointment, whatever that may be.
Thus, in our restaurant, The Vine, we use only
the freshest and most expensive ingredients,
employ the best chef and servers, provide for
a 7 course menu, have an extensive and expensive wine inventory, and guarantee guest
satisfaction in every meal. Thus, it is not only
a convenient place to have dinner when you are
staying with us but rather the best restaurant
in SE Washington to come for fine dining.
At least that is our constant aim. The same
could be said about the lodging experience.
We aim to be solid five star in all our services,
even when that costs more in terms of labor,
materials, and service, expecting that in the
end, the positive guest experience will convert
to many satisfied repeat customers.
9. What about your business are you the
most passionate? Total guest satisfaction.
10. If you were to tell a potential customer
why they should come to your business,
what would you say? Though we have guests
who come from distant locations, we are particularly pleased to note that we are also a very
attractive niche for stay-cations for people
who live nearby. Surprisingly, over half of our
guests live less than 50 miles away. Perhaps
guest review on Trip Advisor or other sources
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might provide the best answer to this question,
Here is a review from Trip Advisor in June:
“We stayed two nights at Cameo Heights and
could easily have stayed longer. There’s a lot
to do in this area of Eastern Washington and
there is so much available for guests at the
mansion - exploring the trails through the
surrounding orchards, swimming, hot-tubbing, movies, ping-pong or just relaxing. We
highly recommend Cameo Heights - the staff,
the food and the service were all excellent.”
11. What is something people in your industry/niche have to deal with that you want to
fix? I think the greatest need in our industry is
to learn to listen to our customers and accept
that their needs and expectations are king.
12. Biggest “win” in your business’s history?
Explain what it was, how it came about, and
what it meant to your business.
We have had several really big wins:
• In 2013, TripAdvisor Travelers Choice of
Top 25 in the USA
• Bed and Breakfast.com in 2009 named us
Top 10 in the West
•BedandBreakfast.com in 2012 named us Top
10 in USA
• BedandBreakfast.com in 2014 named us Top
10 Most Romantic Inn in the World.

• Open Table has consistently ranked among
the best restaurants in the state of Washington
• AAA has given us the coveted 4 diamond
award, something that very few in the hospitality ever qualify for.
13. What’s the biggest risk your business
ever took? Explain what it was, what could
have happened if it had gone wrong, and
the end result of the risk.
We took a huge gamble when we opened our
doors in 2008, with tons of debt and little to
no experience in the hospitality industry. You
might say, we were all in. Then the economic crash in the fall of 2008 left us in a very
precarious position. We consider ourselves
very lucky and blessed to have survived. We
made decisions that weren’t always intuitive:
spend more to increase customer satisfaction
which will ultimately drive our business. As a
destination resort, there are many risky decisions about what to invest in and what level of
services to supply. We set our stakes on being
on the side of more service and higher quality
in all aspects believing that we are making
an investment in our future by establishing a
stellar reputation of high customer satisfaction.

ness? Establish a business model that puts
customer satisfaction on a very high pedestal.
Don’t let any customer leave any transaction
disappointed without reaching out to ameliorate the circumstances of their dissatisfaction.
Repeat business and strong word of mouth
advertising will be your reward.
15. If you had an extra $100,000 in your
business, what would you use it for?
So many things: Better roads and parking
facilities come to mind, a wedding center, redundancy in equipment so there are never any
hiccups in service. But actually, after spending
every penny we have made in improvements,
we may just choose to pay down some debt.

1072 Oasis Road Touchet, WA 99360
509.394.0211 info@cameoheights.comOwner of D’Olivo Roni Hosfeld

14. What advice would you give someone
who wants to start their own small busi-

Aerial View of Cameo Heights Property
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2019 BUSINESS CLASSIC

IT PLAYS TO PAY
NETWORKING & CONNECTING
I once had a manager who couldn’t justify or
understand why people would take time out
of their work week to play golf. “A waste of
time and money,” was how he said it.

gested that we participate in the 1st Annual
Wallywood Golf Tournament, with the funds
raised going to the Blue Mountain Humane
Society.

He was wrong then, and he’s probably still
wrong today. Here’s why:

I love love and I love people, and I love time
away from my computer, so I agreed to spend
five hours with prospects, clients and strangers.

Networking is one great way to build your
brand, your relationships and your business.
People buy from people they know, like and
trust. If two companies provide the same
widgets with similar pricing and quality, the
company who gets the deal is the one who
sparks a personal relationship 97.2% of the
time. It’s also been stated that 98% of all stats
are made up.
When you have a personal relationship with a
prospect for client, the transaction will happen
most of the time. The fact that you know a
little about their family, their job or personal
struggles, shows that you care and will be there
for them long after the transaction.
Case and point. My current manager sug-

Guess what happened? We all had fun, we all
had bad shots, and by the end of the round, I
was asked about a Chamber membership and
sponsorship to our Business Classic Golf Tournament on July 11th. A foursome team player
also secured a meeting with a prospect that he
had been trying to get for a very long time.
I also got to meet four new prospects who
wanted more information about the Chamber.
It does PAY TO PLAY! Collectively, we built
stronger relationships, met new people, secured
future business and had a great time raising
money for a good cause.
The Chamber encourages relationship building/networking with Women In Business Lun-

cheons, Business After Hours, Ribbon Cuttings, Grand Openings, the Business Classic
Golf Tournament, Annual Banquet, Business
Summit and the Business Awards Showcase.
We love helping out members make new connections that help build their business. Visit
wwvchamber.com for the latest events and
networking opportunities.

11

12

THANK YOU
NEW MEMBERS
In Town Ventures

Walla Walla Wine Limo

Erica Walter Writes

Heritage Distilling Company, Inc.

Magapixel Signs & Design

Dax Moreno Construction Company, LLC

Casa Loya B&B

Doughty Home for Veteran Women

Maison Bleue Winery

RENEWING MEMBERS
1-2-3 Printing (‘05)
Alvy’s Barber Studio (‘19)
AmeriGas (‘89)
Big Cheese Pizza (‘03)
Calico Copy (‘06)
Cameo Heights Mansion (‘07)
Chervenell Construction (‘84)
Children’s Home Society of Washington (‘71)
Coachman, Inc (‘80)
Domino’s Pizza (‘00)
Elkhorn Media Group (‘94)
Elsom Roofing, Inc (‘95)
Evergreen Housing Development (‘18)
Heartland Mortgage Inc., NMLS# 3205 (‘19)
Hobby Lobby (‘18)
Holiday Inn Express (‘00)
Inland Cellular (‘93)
Inn at Blackberry Creek (‘01)
Isaacs & Associates Inc (‘83)
Ketelsen Construction Co (‘91)
Key Technology Inc (‘91)
Kontos Cellars (‘12)
KUJ AM (‘93)
KVEW 42 – ABC (‘09)

LAILA Bridal Studio (‘13)
Lash Loft Walla Walla (‘18)
Leo Smith Architects, Inc. (‘17)
Main Street Drivers (‘16)
Mike Stensrude-State Farm (‘17)
Pape Machinery, Inc (‘12)
Passatempo Taverna (‘17)
PetSmart (‘18)
Saager’s Shoe Shop (‘07)
Sandy’s U-Rent (‘05)
Serenity Point Counseling Services, LLC (‘05)
Sign DeSigns (‘99)
Staples (‘18)
The Barn B&B Walla Walla, LLC (‘18)
Valley Residential Services (‘91)
Visit Walla Walla (‘05)
W3 Tours (‘17)
Walla Walla Country Club (‘83)
Walla Walla DJ, LLC (‘19)
Walla Walla Public Schools (‘83)
Walla Walla Valley Honda (‘14)
Whitman Place (‘14)
William B.L. Murdoch DDS PLLC (‘15)
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THE PEOPLE

BEHIND THE SCENES
CHAMBER BOARD MEMBERS
Rob Blethen - Board Chair
Baker Boyer

Breanna Maiuri
Dunham Cellars

Derek Brandes
Walla Walla Community College

Roger Esparza - Immediate Past Chair
Williams Team Homes

Toby Salazar
T-Barbershop

Norma Arceo
Las Chiquillas Mexican Restaurant

David Elmenhurst - Treasurer
CliftonLarsonAllen

Chuck Reininger
Reininger Winery

Danny Freeman
Premier Motors

Kyle Tarbet - Secretary
Walla Walla Valley Chamber of Commerce

Kathy Covey
Blue Mountain Action Council

Brenda Williams
Williams Team Homes

Brian Hunt
Walla Walla Union-Bulletin

Bill Clemens
Pacific Power

Kim Rolfe
Whitman College

Adam Keatts
Banner Bank

Kari Isaacson
Blue Mountain Community Foundation

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

11
18
24

BUSINESS CLASSIC GOLF TOURNAMENT @ Wine Valley Golf Club – 10:00 a.m.
PANAMA PREVIEW NIGHT @ the Chamber – 5:30 p.m.
HAT SOIREE ON PATIO @ Castillo de Feliciana Vineyard & Winery – 5:30 p.m.

AUGUST EVENTS
Check online for updates & to register for events

07
13
14

MEMBERSHP FAST TRACK @ the Chamber – 9:00 a.m.
BUSINESS AFTER HOURS @ Walla Walla Fair & Frontier Days – 5:30 p.m.
WOMEN IN BUSINESS @ Courtyard Marriott– 11:30 a.m.

