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LETTER FROM THE EDITOR
Adriana Doyle, Editor

Last month, 

I had the 

privilege of

hearing military

veteran and 

Tri-Cities local, 

Scotty Smiley, 

share his story 

with a group 

of nearly 600

people. A young

and promising 

leader at the 

height of health,

he was blinded by a suicide car bomb in 2005. As he

described waking up in the Walter Reed Army Medical 

Center one week later, the anguish in his words

was unmistakable.

But it’s now been nearly 15 years since he took his last 

look at the world, and as his story revealed, he’s filled 

the many days between with remarkable achievements: 

reaching the summit of Mt. Rainier, receiving an

ESPY award and Purple Heart, authoring a book, and

completing the Coeur d’Alene Iron Man—to name only

a few. With his world submerged in darkness, Scotty 

managed to illuminate a life path that most would 

consider nothing short of extraordinary.

Marcus Aurelius wrote, “What stands in the way becomes 

the way.”

Grit—our ability to recover from setbacks and adapt

to adversity—is what often allows us to push through 

harsh circumstances and create life in spaces we never 

imagined we’d occupy. Tough and uncompromising, the 

caliber of Scotty’s grit is undeniable; but what lifted me 

from my seat, my heart full as I stood in applause, wasn’t 

his immeasurable mental strength or the physical barriers 

he refused to let contain him. Rather, it was his Sunday 

School student—the only visitor Scotty let into his hospital

room in 2005—who reminded him that the loss of his 

sight was not the loss of his character; the brother-in-law 

who guided him through 140- miles of land and water to 

emerge as an Iron Man; and his wife, Tiffany, whose fierce 

love and determination carried his spirit from a hospital 

bed in D.C. to the finish line in Coeur d’Alene.

Scotty’s presence on stage that night was powerful, but

it was the humility with which he unveiled these unsung 

heroes that I’ve carried with me since. Though few of us 

will ever experience the chill of Mt. Rainier’s peak, we have 

each undoubtedly rested in the grace of our own quiet 

supporters and found hope in the company of our closest 

confidants. His words were a moving reminder that as

we summit new challenges, we should remember to take

pause and give thanks to those who stood by our side as 

we navigated the rough terrain below.

As I look through this issue of Connect, I feel a renewed 

appreciation for the Smiley-esque gratitude sprinkled 

throughout its pages: Jennifer Mitchell, CEO and Founder 

of Account Sense, who credits her husband, Joel, for 

quieting her anxieties as she prepared to conquer new 

business ownership; and the Corbins, whose decades- 

long success has been rooted by the strength of their 

family ties and unwavering commitment to one another.

With a new year ahead, my hope for our community is 

that we keep these stories at the forefront of our minds; 

and resolve to give thanks to the hands and hearts that 

continuously shape us. Perhaps even more importantly, 

I hope we each aim to follow in the footsteps of Scotty’s

Sunday School student—embracing every opportunity, big

and small, to offer light in even the darkest of moments.

Grit—ou r ability to  recover from 
se tbacks an d  adap t to  adversity
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A NOTE FROM THE CEO
Eric Pearson, CEO, Community First Bank & HFG Trust

If you have been paying attention to our social media posts 

or the décor changes in our offices, then you’ve probably 

seen the phrase “Your Financial Partner for Life.” We’re 

hopeful that this tagline resonates with you. But, “Your 

Financial Partner for Life” is much more than a tagline to us.

Over the past few years we have been aggressively working 

to expand and improve the number of financial services we 

can provide. We’ve added trust, wealth management, and 

401(k) plan administration. We’ve substantially ramped up 

our mortgage lending capabilities, and we’ve added and 

improved several of the technology touchpoints by which our 

clients often interact with us.

To most, this may seem like business as usual, but for a 

family and locally owned company like ours, expansions like 

these take meaningful investment and sweat equity that large 

institutions often liberally dispose. So, what drives decisions 

like these for us? The answer is quite simple: We ask 

ourselves if the decision will benefit our community, clients, 

and employees. If that answer is “yes” at all three levels, we 

find a way to make it reality. We are very fortunate that our 

entire leadership team lives and breathes Tri-Cities and that 

our company stands for more than making a profit. As credit 

unions flood our market with new branches, we believe it is 

quality and not quantity that matters. We believe growth is

a byproduct of doing the right things, and not a byproduct

of having the most dollars. We believe your roots are what 

make you local, not fancy slogans or advertising.

Today, we are excited that our clients and customers are 

able to open their first bank account, finance their first car 

or home, save for college, plan for retirement, and even 

preserve their legacies through the use of our trust services, 

all under one roof. Less than 20 institutions in the state of 

Washington can say they have that capability, and less than 

a handful this side of the mountains. That’s why creating

a customer-centric organization with a truly consultative

approach to solving financial problems continues to be our 

purpose and our promise to the community that has 

shaped us.

“We  be lie ve  yo u r
ro o ts  a re  w h a t
m a ke  yo u  lo c a l,
n o t  fan c y  s lo g a n s
o r  a d ve rtis in g . ”

Photo by Kim Fetrow Photography
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BETTER TOGETHER:
HOW KIWANIS SHAPED MY FAMILY LEGACY
Megan Farrow, Wealth Planner, HFG Trust

For as long as I can remember, my family 

and I have taken an annual trip to Oregon 

to visit my father’s family during the first 

weekend in August. But unlike other family 

vacations, there is a specific reason we 

take this trip every year at the same time. 

Long ago, my great-uncle decided that he 

wanted to do something special for those 

in his community; and, inspired by his 

work as a high school teacher, he decided 

to start a scholarship for students in the 

area. As a result, on the first weekend of 

every August, our family partners with

the local Kiwanis chapter to continue my

great-uncle’s legacy by hosting an annual 

golf tournament to raise money for his 

scholarship fund.

The tournament is a straightforward affair. 

Golfers participate in a round of golf, enjoy 

a hosted lunch and end the day with a 

raffle for prizes. Although simple, Kiwanis 

plays a key role in this event by recruiting 

participants, assisting with lunch, and 

coordinating with local businesses to

donate raffle prizes. If it weren’t for their 

help, the tournament would not be as 

successful as it is today.

Kiwanis helps fund thousands of 

community projects around the globe 

every year. Our golf tournament seems 

small in the grand scheme of things, 

but the significance to the student

who receives the scholarship every

year is impactful. For the recipient, this 

scholarship provides relief as they enter 

their college years, allowing them to focus 

less on funding their education and more 

on being successful in their studies.

Recently, HFG Founder and avid member 

of Kiwanis, Ty Haberling, approached 

several employees with the idea of starting 

a satellite club focusing on the local East 

Kennewick chapter. His goal was to create 

a club geared toward young professionals 

in our community.

Having worked with the Kiwanis

group before, I was both excited to

join their cause and hesitant to sign

up for what seemed like a serious time 

commitment. Being in the beginning 

stages of my professional career, my 

hectic schedule can make finding time 

to dedicate to organizations like Kiwanis 

very difficult. This satellite club, however, 

offers a unique opportunity for young 

professionals like myself to work outside 

of the main club and meet at a time that 

our busy schedules will allow. It also 

provides a space to grow a group of 

like-minded professionals and, perhaps

most importantly, it affords us the 

opportunity to discover new community 

projects within our area.

Their mission is simple: “Kiwanis 

empowers communities to improve the 

world by making lasting differences in the 

lives of children.”

I agree wholeheartedly with the

Kiwanis mission, and that is why I have 

volunteered to be the President of the 

newly formed Young Professionals Satellite 

Club. I am dedicated to their cause, and I 

will do everything within my power to see 

that our satellite club is successful in its 

efforts to make a lasting impact on

our community.

My family’s golf tournament and 

scholarship fund would have stopped 

long ago if it were not for the help of the 

local Kiwanis chapter, and I will forever 

be grateful for their continued support.

They understand that lasting change starts

small, with one community at a time. I 

encourage anyone who is interested, to 

join Kiwanis and our mission to make 

lasting differences in the lives of children 

in our community.

In terested in  learn in g m ore abou t 

Kiwan is an d th eir m ission ? Visit
kiwan is.org or sen d an  em ail to
kiwan isken n ewickyp@gm ail.com 
to  fin d  ou t m ore.



EXECUTIVE SPOTLIGHT:
Jennifer Mitchell, CPA
Founder and CEO of Account Sense
by Adriana Doyle
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Account Sense Founder and CEO, Jennifer 

Mitchell is more than a business owner.

A runner, leader, and lifetime learner, the

walls of her office reveal the many events, 

professional and personal, that one might 

expect to see on the resume of a well- 

rounded CEO. “Can you tell I like Disney?” 

she asks, gesturing to the landmark castle 

displayed proudly on her desk. Adorned 

with lego-sized characters and all, it sits 

among a mixture of awards, family photos, 

and souvenirs that, together, paint a picture 

of an executive whose life’s work consists

of much more than the bottom line. As our

conversation ebbs and flows from tales of 

her childhood to her more recent interest in 

servant leadership, her particular brand of 

confidence—both subdued and inviting—is 

palpable in the air around us.

Framed certificates hang neatly along the 

wall just to her right, leaving little room

for visitors to doubt her qualifications; but

even more prominently displayed is a photo 

containing three very small, but very happy 

faces. Sporting crimson jerseys, the tiny

trio represents the youngest members of a

family that has served as both her anchor 

and her engine. Now many inches taller, 

they continue to keep her busy and inspired; 

but in truth, the life of stability and financial 

freedom she’s built for her three growing 

boys is something Jennifer had envisioned 

long before she and her husband, Joel, made 

their first trip to the delivery room over a 

decade ago.

Founded in 2006, Account Sense began as a

one-person shop out of Jennifer’s Tri-Cities 

home, offering bookkeeping and tax services 

to small local businesses. “We have a gift

of understanding numbers and teaching

others how to use them to build a successful 

business. My dad’s small business saved our 

family, and I want to use my skills to have 

that same impact on others,” says Jennifer.

After years of unexpected layoffs, Stanley 

Electrical—that small business her father

started—threw her family the line they

needed to pull themselves from the 

trappings of unstable union work. At the 

time, Jennifer was still several years away 

from opening the doors of her own local

establishment; however, watching her 

father’s shift from employee to employer 

was something that, to this day, Jennifer 

describes as powerful. “I knew I would 

eventually start my own accounting practice 

so that I could have control of my family’s 

financial freedom.”

Over thirteen years later, Jennifer’s days

of crunching numbers in her home office 

are long behind her. Now with fourteen 

employees, Account Sense has since

moved to a new location on West Deschutes

in Kennewick, even acquiring an additional 

CPA firm along the way. “We now work 

collaboratively to advise, educate, and 

inspire families and businesses to reach 

their vision of success,” she says. As for the 

future, Jennifer is confident the culture she 

and her team have spent years cultivating 

will take the firm even further. “Account 

Sense is going to do amazing things for our 

clients and our team. We plan to have a 

larger presence in our community and grow 

to become one of the best accounting and 

advisory firms to work for in the

Pacific Northwest.”



Q&A with
Jennifer Mitchell
Q: As a local to the Tri-Cities, was it always 

your goal to start a business and grow 

your family here?

A: As soon as I graduated high school,

I was in a hurry to leave the Tri-Cities. I 

really didn’t appreciate this community 

until later. I started my career and 

married life in Portland, Oregon—it was 

a bigger city, but close to home too. After

living there for about 6 years, we decided

to start our family; and as soon as we had 

our first son, we realized we wanted to 

raise our kids in the Tri-Cities. We wanted 

to be closer to family and knew the 

schools would be great. The weather is 

warm. Traffic is light. People are friendly. 

That’s when I decided it was also time to 

start Account Sense in the community 

where I grew up.

Q: What or who has been your greatest 

influence in business?

A: My husband, Joel, has been a huge

influence. He has always believed in

me and my ability to learn and push 

myself to reach my goals. He’s been my 

rock, especially in the early years when I 

doubted myself. I also have a couple of 

great mentors in my life who remind me 

what I’m capable of and encourage me

to find and live my passion. I’ve learned

to stop the negative self-talk and really 

dream and go for what fills me up.

Q: What were your initial goals when 

starting Account Sense, and how have those 

goals changed over the years?

A: Small businesses make our economy.

They provide jobs and services that are

so important to sustaining this great 

community. So, when I started Account 

Sense, I really wanted to help small 

businesses achieve success. We still have 

the same goal now, but it is so much 

more rewarding to work toward it as

a team. We can make a bigger impact

together while changing the lives of 

families along the way.

Q: How would you describe your company 

culture, and what impact does it have on 

the way you serve your clients? A: Such a 

great question. This is one of the things 

I’m most proud of. We have an amazing 

family-based culture. Our team treats 

each other with respect, and we all have a 

genuine desire to help each other learn 

and grow. We are friends. We work 

together to best serve our clients. We 

have fun, we love what we do, and we get 

the opportunity to suggest improvements 

to make our firm a better place to work, 

every day. It’s an extremely positive and 

encouraging environment.

Q: Since opening Account Sense, what have 

you learned about leadership, 

entrepreneurship and mentoring others? A: 

I’ve had the opportunity to work

with a coach for the last few years and

it’s something I highly recommend

for all leaders. Having someone who 

understands what you’re going through 

and can help guide, encourage, and 

mentor you has been life changing. I’ve 

also discovered my passion for teaching 

and mentoring my team. Helping others 

succeed makes me feel successful.

Q: What professional advice would you 

give to your 18-year-old self?

A: Read. I wish I would have read more

in my younger years. I didn’t really enjoy 

reading, or appreciate the knowledge

I could accumulate from reading, until

the last couple of years. I now read at 

least one book every month—most often 

via Audible. Every book has a piece of 

wisdom that sticks with me to make me a 

better leader for my team and my family.

Sm all bu sin esses“
m ake ou r econ om y.

News article about Mitchell and Account Sense

Jennifer Mitchell with employees from Account Sense
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ROUN DTABLE DISCUSSIO N

Local experts weigh in on the forces impacting our area’s leading industries

AGRICULTURE
by Derek Brownson, NMLS #1232607
Commercial/Ag Lender, VP, Community First Bank

The input costs required to 

grow crops in the Columbia 

Basin have been increasing 

steadily, despite the current 

low-rate environment. At 

the moment, our guarded

optimism for an upturn in the

industry is largely based on 

key trade agreements that are

slowly gaining approval with neighboring countries, as well as

the Pacific Rim.

Although the United States is home to high-quality,

in-demand crops, large tariffs have pushed foreign markets to 

turn to alternative sources. To the detriment of local farmers, 

Washington depends heavily on international trade to sell

high-quality crops grown in state. Without it, revenues will

continue to hover below the breakeven point, both today

and into the foreseeable future. This will likely put a strain

on the ability of many small family farmers to purchase new 

equipment, expand operations, or even continue harvesting at 

a profitable rate.

Although the Market Facilitation Program has continued to 

provide assistance to farmers and ranchers, their efforts are 

not enough to make up for the lower revenues generated by a 

shortfall of crops. Already feeling the brunt of trade disputes, 

many in the agricultural community are beginning to shift 

more focus toward the direct to consumer approach offered 

by fruit stands—providing customers with a farm-to-table 

shopping experience.

However, despite the depressed state of the industry today, 

we continue to remain cautiously optimistic. Once trade 

agreements have been settled, prices are expected to rise as 

tariffs are eliminated, allowing the U.S. to once again compete 

in foreign markets.

CONSTRUCTION
by Brandon Mayfield
President, Chervenell Construction Co.

If you drive around the

Tri-Cities and the 

surrounding areas, you will 

notice construction projects 

at virtually every turn. Our 

area remains a very active 

market, with the short-

term outlook for demand

expected to remain high. But, contrary to what we are seeing 

locally, many of the leading indicators (Dodge, AIA Index, etc.) 

are suggesting a leveling off in the market. Several national 

articles are referring to this in a negative manner— or as an 

indication that the construction boom we are experiencing 

will soon be coming to an end. However, the growth curve the 

industry has been riding for the past few years has to level

off at some point. Resources (workforce, etc.) are currently

over-burdened, and we are seeing cost increases on materials, 

labor, and other consumables that power the industry.

As the number of young professionals entering the trade 

continues to fall short of hiring needs, the industry’s biggest 

disruptor is quickly becoming a lack of new talent. While

the average age of craft workers has steadily increased,

the number of new hires has remained flat, leaving many 

companies understaffed. However, with competitive starting 

pay and benefits, the next generation of workers is highly 

encouraged to consider a career in construction. Regionally, 

we are developing and expanding apprenticeship programs, 

increasing opportunities for high school age students to gain 

experience, and offering great wages while training.

Overall, the leveling off described above should positively 

affect the construction consumer. Allowing market conditions 

and material demand to rebalance is going to allow pricing to 

remain somewhat flat while the industry, as a whole, catches 

up with resources. The health of the construction industry is 

likely to be positive for the next few years, and the long-term 

health will revolve around continued economic growth and our 

ability to overcome labor challenges.
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HIGHER EDUCATION
by Sandra Haynes, Ph.D.
Chancellor, WSU Tri-Cities

Colleges must prepare students to 

enter the workforce where jobs are 

rapidly changing. A savvy college 

student might “future proof” their 

profession by majoring in STEM,

but today we see that skills in STEM,

alone, are not adequate. Complex 

problem solving, critical thinking, 

creativity, and interpersonal skills are 

equally, if not more, important.

Adding to the complexity of higher education is the fact that 

student populations are becoming increasingly diverse, with 

many students being the first in their family to attend college. 

This is an exciting development, especially when considering 

that most jobs require a post-secondary credential. These 

shifts challenge institutes of higher education to change 

delivery methods, create new degrees and pathways, and 

provide more student resources.

To remain relevant, WSU Tri-Cities is in a perpetual state of 

assessing programs, support resources, and extracurricular 

experiences to create career pathways that propel students 

into the future—job ready and civically engaged. Most of our 

students come from Benton and Franklin counties, where 

most remain after graduation. Thus, we focus on preparing 

the future local workforce by incorporating hands-on, project- 

based learning and internships in the rich industries found in 

and around the Tri-Cities.

Higher education needs to be here for the long run. Not

only are jobs changing rapidly, employees now change jobs

at a greater rate than prior generations. This has created a 

need for individuals to access education throughout their 

career lifecycle to re-skill, up-skill, or completely reinvent 

their careers. Obtaining a college degree, with specific and 

critical foundational skills, is a great base for a robust career 

in an ever-changing world, as well as for the requisite lifelong 

learning that is fast becoming a requirement.

HEALTHCARE
by Reza Kaleel
CEO, Kadlec Health System

The challenges and opportunities 

the healthcare sector will face in the 

next year are tied to many disruptive 

forces that are converging— 

technological innovations, cultural 

and political shifts, and an aging 

population are just a few of the 

significant drivers of change that

will have an impact both nationally

and locally here in the Tri-Cities. In these turbulent times, 

hospital bankruptcies and closures have been occurring at an 

accelerated pace, and eastern Washington has certainly not 

been immune to this trend.

For many years now, we’ve seen compelling statistics about 

the unsustainable trajectory of rising healthcare costs in 

the United States. As our divided national conversation on 

how to solve the issue continues, we are seeing two distinct

approaches to reigning in healthcare costs. There are merits

and drawbacks to both approaches. Calls from the left for 

single-payer policy proposals (or various versions of “Medicare 

for all”) to create universal coverage could disrupt coverage 

for the more than 180 million Americans who are covered 

through employer-provided plans. Calls from the right to 

restructure Medicaid through cost-shifting to the states, and 

various cuts to important provider payments to drive financial 

sustainability for the government, could pose significant 

challenges to the sustainability of many hospitals and other 

community safety-net providers that are already operating on 

slim margins.

Given the uncertainty around the direction healthcare policy 

may take after next year’s election, most healthcare providers 

continue to focus on what we can control, and what we know 

is right: improving quality and efficiency in our operations, 

while exploring ways to partner with like-minded community 

organizations to impact social determinants of health in the 

communities we serve; and helping to reduce the demand for 

costly medical interventions that can often be avoided through 

coordinated preventive health and wellness strategies.
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H OME FEATURE

Pictured left to right: David 
Doak, Commercial Lender; 
Ken Holle, Urban Street 
Builders Founder; Jamin Clark, 
Mortgage Department 
Manager

“Community First Bank is always so easy to work with. 
Not only do they take great care of me, but they take 
great care of my customers. I constantly receive great 
feedback from my clients about their experience 
working with them and am proud to work with a 
business that treats people like community, not
just customers.”

-Ken Holle
Urban Street Builders Founder and Operations Manager
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Kathy, Chris, and John Corbin
Photo by Kim Fetrow Photography

FAMILY RUN, FAMILY FUN
The house behind the mouse
Chuck E. Cheese
By Kelly Litzko



Chuck E. Cheese

mployees, entertainment, and entrepreneurship

are just a few key ingredients to owning and 

operating a thriving business. Just ask the Corbins—a 

family that’s spent over 37 years building their legacy of 

success. For nearly four decades, John and Kathy Corbin 

have worked tirelessly to build a family-focused business 

with the goal of leaving an impact on the Tri-Cities 

community. While their story started many years ago, it’s 

still being written today with the help of their son, Chris.

From pizza parties to play zones, households across 

America are familiar with the name Chuck E. Cheese; 

and with buzzing arcade games, flashing lights, and the 

world’s friendliest mouse, the potential for fun here is 

in no short supply. But for the Corbin family, who own 

and operate Kennewick’s local Chuck E. Cheese, the 

nationally known franchise has become home to much 

more than its sought-after games and prizes.

It all started in the late 1970s, when John Corbin

moved to the Tri-Cities and opened its very first Wendy’s 

restaurant on Clearwater Avenue in Kennewick. For John, 

opening a business of his own had been a dream since 

childhood. “Growing up I watched my father manage a 

casino for over 30 years and got to really understand 

what it takes to operate a business. Owning a business 

of my own was always the plan, so when he introduced 

me to the Wendy’s franchise opportunity, it just seemed 

like the perfect start,” John said.

It wasn’t long after moving to the Tri-Cities that John

met his wife, Kathy, at RF McDougall’s, a popular local 

pub, and first began entertaining the idea of opening 

a second franchise. Just five years after Wendy’s grand 

opening, and with their first child on the way, they 

ultimately made the decision to open their very own

Chuck E. Cheese. On October 1st of 1982, the franchise

first opened its doors; and seven days, later the couple’s 

son, Chris, was born. “Chris has been a part of the Chuck 

E. Cheese story since day one. We’re so thankful for this 

opportunity to not only open a family-focused business,

on the newly opened Chuck E. Cheese. What they hadn’t 

anticipated, however, was a severe downturn in the 

local economy that began in 1982, due to the closure

of a few Hanford projects. “Opening the franchise was

a big decision, but we were excited to bring a family- 

focused business to the Tri-Cities. What we didn’t realize 

was that same year (1982) would be one of the most 

challenging years we would ever have. Just a few months 

after opening, the Hanford plant closed, and Tri-Cities 

went into a state of depression. The economy took a

hit and so did we,” John said. “That had to be the most

humbling experience we‘ve ever been through, but I 

learned so much from it. When you open a business and 

you struggle, you learn what’s important: being open and 

honest with your support system. I’ve found in the past 

37 years that if you’re straightforward with people and 

explain your situation, they will understand. We’re still 

here years later and more successful than ever.”

While the journey has been full of many memories and 

experiences, the one thing the Corbins could always

count on was the Tri-Cities community and the

support they created for each other as a 

family. “From day one, we all knew this was 

going to be a journey; and in the first year, we 

were proven right. Even though we’ve 

experienced some ups and downs, we’re 

stronger than ever before, and that’s because
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challenge for the Corbins. Once operating 12 Wendy’s

franchises across Washington and Oregon, the couple

sold the stores in 1985, choosing to focus their efforts

but to work with

our family so

closely every day.

While the journey

hasn’t always

been easy, we

wouldn’t change

it for the world,”

Kathy said.

With not only a

brand-new baby

boy, but a brand-

new business,

the 1980s

proved to be a

John and Kathy Corbin
Photo by Kim Fetrow Photography



of our family. We’re so thankful for the Tri-

Cities and the support we’ve received over 

the years and truly feel that giving back to 

our community, however we can, is our 

family’s legacy,” Kathy said.

Giving back to the community is an integral 

part of the Corbins’ business model, and 

investing in their employees is a huge part 

of that. The Corbins have always felt there 

is much more to owning a business than 

profitability; it’s about giving opportunities 

to those they work with. “I’ve worked for 

Chuck E. Cheese all my life. I remember 

coming here when I was little, helping out, 

and then getting my first job here.

I remember learning how to “properly

clean” a table and how I thought it was 

ridiculous how meticulous my dad was 

being. What’s funny is, now that I own two 

businesses of my own (Brady’s Brats and 

Burgers and State Farm) and assist with 

the operations at Chuck E. Cheese, I’ve 

adopted the same principles I was taught 

here as a teenager. I think it’s so important 

for business owners to understand the 

impact they have on their employees. 

They’ll remember their first job and the 

lessons they learned. It’s important to 

recognize and acknowledge that we’re 

shaping young people and helping them 

develop their work ethic, just like my 

parents helped shape mine,” Chris said.

The Corbins playing skee-ball
Photo by Kim Fetrow Photography

Kathy agrees that the employees have 

been one of the best parts of business 

ownership. “Not only have we been able 

to hire all our kids and almost all our

grandkids (some aren’t old enough yet), but

we’ve been able to do the same for many 

families in the Tri-Cities. One of my favorite 

things is when previous employees come 

back and tell us what they’re up to now,

or when we hire the kids of an employee

we had 20 years ago. It’s neat to see the 

impact we’ve had on people and to feel 

like we’re giving back to the community in 

a different way. While we support all the

schools in the area and other organizations

across the Tri-Cities, offering a teenager 

their first work experience always makes us 

feel like we’re making a larger impact.”

Each opportunity to welcome a new 

generation of employees serves as a 

reminder of the family-focused and family- 

run business model the Corbins have 

worked so hard to develop over the years. 

Although working with family isn’t always 

easy, the Corbins consider it a blessing.

“I truly feel my parents have given me,

and many of the employees who have 

worked here over the years, an incredible 

opportunity,” Chris said. “Both of my 

parents have been a big influence on who 

I’ve become, not only as a person, but as a 

business owner. I always knew I wanted to 

follow in their footsteps. My parents have 

always been my biggest influences, and I

hope to pass that

down to my children 

one day.”

For John, working 

with family has 

been one of the 

best experiences 

in his tenure. “We 

wouldn’t be where

we are as a business

today if I didn’t have 

their support. Chris

Chris Corbin at the Chuck E. Cheese
prize counter
Photo by Kim Fetrow Photography

encouraged us to build this new location. 

We’d been located off Columbia Center for 

over 37 years, and Kathy and I considered 

selling the company back to Chuck E. 

Cheese. (Chuck E. Cheese has over 600 

locations, but only 30 of the franchises

are still locally owned.) We saw it as an

opportunity to retire and were heavily 

considering it until Chris pushed us to 

keep the company local and family owned,” 

John said. “It’s the best decision we’ve ever 

made. We’re doing better than we ever 

have, and that’s all thanks to Chris.”

“You  don ’t a lw ays ge t 
opportu n ities in life , 
bu t wh en  you do , em 
brace  th em ,

With Chris as their successor, John

and Kathy have high hopes that their 

legacy will one day be passed on to their 

grandchildren. Determined to honor and 

protect the business his parents worked 

tirelessly to build, it’s a task Chris plans to 

take in stride.
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Q&A with
The Corbin Family
Q: Most rewarding part of your job?

A: “It’s all about the people: the impact 

they make on you and the impact you 

can make on them. When people come 

back years after working for us and tell us 

what they got out of their experience and 

what they’ve learned, it’s so rewarding. It

makes business ownership have a deeper

meaning.” -Kathy

Q: Anything you would share with someone 

who is interested in starting a business of 

their own?

A: “Make the best decision possible every

time. What I mean by that is, always weigh 

your options and be confident in the 

decision you’re making. If you feel you’re 

making the right decision, chances are you 

are. If you’re hesitant or unsure, chances 

are you might look back and regret that 

decision later, and that’s no way to run a 

business.” -Chris

“Owning and operating a business is kind 

of like parenting: you make the best 

decision you can and then make 

adjustments. Be open to making those 

adjustments because, just like parenting, 

no two children (or businesses) are the 

same. Make the decision you feel is best 

and feel good about it. Also, make sure 

you have the best partners out there;

find a support system of bankers, CPAs, 

insurance agents, etc.; and create a 

network of trusted advisors who will help 

you through owning and operating a 

business.” -Kathy

“You don’t always get opportunities in life, 

but when you do, embrace them, don’t 

hesitate. Also, follow your passion; do what 

you enjoy the most. I always say, if you

do something that comes easily to you or

something you are passionate about, you 

will always enjoy your work and success 

usually follows.” -John

Q: Most meaningful part of your journey as 

a business owner?

A: “The people I’ve met and influenced,

and those who have worked for this 

organization over the years. I’m thankful for 

each and every one of them.” -John

“Working with my parents has been the 

most meaningful. Not many people can say 

they get to do that. I get to spend a lot of 

time with them, and I value that. The work 

ethic they instilled in me from a young age 

shaped me as not only an adult, but as a 

successful businessman. I only hope that

I can share the same with my

children.” -Chris

“For me, it’s always been about the people 

we’ve hired and the opportunities we were 

able to give them. We always told them

to just do a good job

while you’re here and 

learn. We’ve been 

able to give our kids 

and grandkids their 

first work experience, 

along with countless 

others. We always 

tried to start them

off with a good

has been watching them all grow from 

there.” -Kathy

Q: Words of wisdom on

business ownership?

A: “Your circumstances don’t define you 

and they don’t dictate what you do in life. 

I focus on how we can help and shape 

others. The founder of Wendy’s gave my 

father an opportunity to open a franchise, 

and then my father gave me the idea of

opening Wendy’s—and then in turn, Chuck

E. Cheese. If it weren’t for the opportunity, 

I might not be where I am today.” -John

Derek Brownson (Commercial Lender)
and John Corbin
Photo by Kim Fetrow Photography

It’s all abou t th e 
peop le : th e  im pact 
th ey m ake  on  you 
an d  th e  im pact you 
can  m ake  on  th em .

Chuck E. Cheese, Derek Brownson (Commercial Lender) 
and John Corbin
Photo by Kim Fetrow Photography

work ethic, and

the best part of 

business ownership

“

”



myTRI 2030 - SHAPING THE FUTURE OF OUR REGION
Lori Mattson, President & CEO, Tri-City Regional Chamber

Based on the belief that our

collective future is enhanced

through collaboration, myTRI 2030

is a regional visioning initiative with 

the fundamental goal to create

a shared vision for the region

and drive collaborative action.

The story of myTRI 2030 began in 

2015, when the Tri-City Regional 

Chamber’s Board of Directors created 

the Regional Affairs Committee. The 

Regional Affairs Committee was 

charged with providing leadership 

and a heightened understanding of 

opportunities and challenges facing 

the region. They set out to identify a 

process to engage the community in

creating a shared vision for the region.

What makes myTRI 2030 unique is the 

thoughtful and inclusive steps taken 

to build broad community support for 

both the process and the impending 

product. NewEdge, a local strategy 

company, has facilitated the multi-step 

visioning process, which includes the 

review and analysis of past regional 

development reports, global and 

national trends, and community 

questionnaire responses. Additionally, 

NewEdge facilitated numerous 

workshops designed to leverage a

wide range of insights and serve as a 

platform to collect big ideas.

To date, over 5,000 Tri-Citians have 

contributed to the understanding of 

our region’s strengths and challenges. 

The insights gleaned from those 

voices, combined with comprehensive 

research, has coalesced into a set

of six opportunity areas (Agriculture,

Education, Energy, Inclusion, Life, and 

Prosperity) that our region is uniquely 

positioned to pursue.

The Regional Affairs Committee of

the Tri-City Regional Chamber of 

Commerce recently released the 

myTRI 2030 Top 10 Report. This 

report includes an unprioritized 

list of ten high-level strategies and 

suggested ideas for each of the big

Opportunity Areas, which will be used

to inform decisions made by the 

soon-to-be formed Opportunity Area 

Councils. These councils, comprised 

of passionate experts and leaders, will 

identify actions and teams that will 

bring this transformative project

to fruition.

All sectors – business, government,

non-profits, and citizens – are 

participating in the development 

of myTRI 2030. The strong public

appetite to help shape the future of

the Tri-Cities was proven by the

unprecedented community 

engagement. This should serve as 

a source of pride and an enduring 

reminder that Tri-Citians are 

passionate about the place they 

call home.

Ultimately, the success of myTRI

2030 will be determined by the 

continued engagement of citizens, 

private sector leaders, and public 

sector organizations. The inclusive 

and thoughtful process provides the 

framework to create consensus, open 

doors to new ideas, strengthen citizen 

support, create opportunities for 

growth, and inspire us to be greater 

than the sum of our distinct and 

independent parts.

The myTRI 2030 Top 10 Report, 

as well as a questionnaire 

seeking opinions and 

volunteers, is currently 

available at mytri2030.com.



myTRI 2030 - SHAPING THE FUTURE OF OUR REGION FUSE FUND: LOCAL INVESTORS HELPING LOCAL STARTUPS
Marty Conger, Managing Partner, Fuse Advisors, LLC

Since 2014, Fuse has aimed to create an 

environment for early stage businesses to 

thrive in moderately sized communities while 

enjoying a robust quality of life and lower cost 

of living than their metropolitan counterparts. 

Fuse offers a suite of resources to launch and 

grow businesses with full-service co-working 

spaces, networking and mentoring activities, 

continuing education, and an accelerator 

program for future business leaders. To 

complete the entrepreneurial ecosystem, 

Fuse Fund was created as a source of capital 

to launch early stage businesses on

a trajectory to success.

What is the purpose of Fuse Fund?

Fuse Fund is the only early stage investment 

fund that is focused solely on helping startup 

businesses in the Tri-Cities achieve success. It 

was created as a complement to Fuse’s other 

service offerings—specifically co-working and 

educational opportunities, all of which are 

intended to support entrepreneurs in and 

around the Tri-Cities. Fuse’s mission is to add 

breadth to our local economy by creating a 

robust entrepreneurial ecosystem.

Who is impacted by the Fuse Fund?

Fuse Fund provides an avenue for accredited 

investors to keep their dollars local by 

providing a portion of the capital needed to 

put early stage businesses on the path to 

success. By following the model of other 

successful early stage investment funds, 

we’re able to take several steps to increase 

our chances of solid returns. In turn, local 

business owners, once approved by our 

investment committee, receive up to 

$150,000 during Stage one of the investment 

model, with the potential to receive up to 

$100,000 in additional funding.

How does Fuse Fund support local startups? In 

addition to providing a portion of initial 

capital needs, entrepreneurs are connected 

with other startup funds that will co-invest 

and are given access to a wide array of 

resources, including an accelerator program, 

mentoring, and office space.

Why would someone want to invest in

Fuse Fund?

Those who choose to invest in Fuse Fund 

are supporting entrepreneurs in and around 

the Tri-Cities and their efforts to create new 

businesses. This generates a vibrancy for 

our area that is contagious—feeding on 

itself by drawing other entrepreneurs to the

Tri-Cities who are seeking the quality of life

we have come to value. With the support of 

community members and local investors, 

these entrepreneurs are more likely to 

remain in our area, inspiring innovation and 

contributing to the growth of our economy. 

To the extent our invested companies are 

successful, they generate rapidly increasing 

revenue and profit. This creates value that, 

once monetized, translates into a return on 

investment to participants in the fund.

What are the requirements for investments? 

The company must have a nexus to the Tri- 

Cities region, the founders and management 

team must use best practices in running and 

growing the company, and we must be able 

to agree on investment terms that, if the 

company is successful, will generate market 

returns for Fuse Fund’s investors.

In order to join Fuse Fund as an investor,

you must be accredited. The minimum 

investment commitment is $50,000, with 20% 

due upon signing.

For more information 

on Fuse Fund,

please contact:

Marty Conger 

Managing Partner 

Fuse Advisors, LLC

509.521.4065

conger.marty@gmail.com



TECH N O LO GY UPDATE

RANSOMWARE: WHAT ALL SMALL BUSINESS 
OWNERS NEED TO KNOW
Craig Scott, Director of IT and Facilities, VP, Community First Bank & HFG Trust

What is ransomware?

Ransomware is a type of malicious 

software that utilizes a feature of 

operating systems, typically Windows, 

that can encrypt (or “lock”) files. Once 

the ransomware is installed, the

“key” to decrypt your files and regain

access is subsequently offered by the 

offender in exchange for some form 

of ransom. Usually, the encrypting 

feature of the operating system is 

used for your own cyber security 

reasons, but criminals have figured 

out ways to leverage this feature to 

extort individuals and businesses. 

The encryption process, and resulting 

ransom, can easily begin with any 

user opening a nefarious email 

attachment. The malicious software 

then encrypts all of the files it can 

locate and sends the key back to the 

cybercriminal. All of your important 

files are still on your computer in 

front of you, but once encrypted

they cannot be opened without the

key. While there are several types of 

ransomware, some variants are more 

harmful than others. Five common 

types include:

Crypto Malware
This is a well-known form of 

ransomware and can cause a 

great deal of damage. One of the 

most familiar examples is the 2017

WannaCry ransomware attack, which

targeted thousands of computers 

around the world and spread itself 

within corporate networks globally.

Lockers
This kind of ransomware is known

for infecting your operating system

to completely lock you out of your 

computer, making it impossible to 

access any of your files

or applications.

Scareware
This is fake software that acts like an 

antivirus or a cleaning tool. Scareware 

often claims to have found issues on 

your computer, demanding money

to resolve the issue. Some types of

scareware lock your computer,

while others flood your screen

with annoying alerts and

pop-up messages.

Doxware
Commonly referred

to as leakware,

doxware threatens

to publish your

stolen information

online if you don’t

pay the ransom. As

more people store sensitive files and 

personal photos on their computers, 

it’s understandable that many 

individuals panic and pay the ransom 

when their files have been hijacked.

RaaS
Otherwise known as “Ransomware as 

a Service,” RaaS is a type of malware 

hosted anonymously by a hacker. 

These criminals handle everything 

from distributing the ransomware 

and collecting payments, to managing 

decryptors—software that restores 

data access—in exchange for their cut 

of the ransom.

So, what can a small business do to

prevent ransomware from infecting 

their business-critical systems? Below 

are a few suggestions to protect your 

small business:

Take good backups of your data
If you have backups, you maintain

the upper hand when dealing with 

ransomware crooks. The frequency of 

backups should be determined by the 

transaction volume of the business.
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Additionally, I like to conform to the 

3-2-1 rule for backups; that is, to 

keep at a minimum, three copies

of your data, two of the copies on

different media, and at least one copy 

stored offsite. For small businesses, 

taking a hard disk with your backups 

offsite daily and disconnecting from 

production systems will enable you 

to restore your files in the event of

a ransomware event. Ideally, small

business will conform to the 3-2-1

rule, but that can get too expensive 

for some. Backing up to the cloud 

may also be an option, but make 

sure that it is not an “always on”

connection, because your backups 

could also become encrypted.

Be cautious of email attachments 

The most common avenue

for malicious software, such

as ransomware, to infiltrate

your network is through email 

attachments. If you are not 

expecting the email/attachment 

do not open it.

Use security software 

and good firewalls 

For small businesses, 

there are several viable 

security software

options available. Some

offer proactive tools 

that can both prevent 

ransomware and stop 

the encryption process

if it was initiated through

an undetected method. Purchase 

(and keep updated) a good firewall 

that is capable of scanning

for malware.

Train your staff
Even if you do use good security 

software and firewalls, you need a 

good “human firewall.” If malicious 

software makes it through your 

firewall, such as an email with an 

attachment, make sure your staff 

is also trained to be skeptical and 

security conscious.

Consider using cloud-based email 

Cloud-based email, such as

Office 365, typically provides

additional layers of protection

against ransomware.

Keep your software up to date
In addition to keeping your security 

software and firewalls up to date, be 

sure to keep your operating system 

and office software up to date as well. 

Microsoft releases patches.

21



ECO N OMIC UPDATE

2019 ECONOMIC UPDATE FOR TRI-CITIES, WASHINGTON
Ajsa Suljic, Regional Labor Economist, Washington State Employment Security Department

The Tri-Cities is classified as an urban

area that geographically represents

both Benton and Franklin Counties.

With a population of over 296,200,

we’ve seen an increase of 24.5%

since 2008, as reported by the 2018

U.S. Census. Not to be outshined by

population growth, employment in the

local area exhibited a similar trend,

averaging over 124,500 in 2018, an

increase of 22.2% since 2008.

What has been driving the region’s economy for 

the past 10 years? Multiple factors played a vital 

role in the economic expansion from 2008 to 2018, 

including: economic base in natural resources, e.g., 

agriculture (30.7% increase), food manufacturing 

(26.1% increase), wholesale trade (16.8% increase), 

and warehousing and transportation (54.6% 

increase). Major contributing factors also included 

steady federal funding for nuclear reservation

site cleanup, national research funding, and

development. Increases in these areas are often 

accompanied by increases in population, which 

in turn drives growth in service industries such 

as healthcare (60.9% increase), education (36.5%

increase), retail trade (17.95% increase), leisure and

hospitality (37.2% increase), financial activities (13.9% increase), and construction (34.2% increase).

As of third quarter 2019, economic growth is in full gear. Non-farm employment is expanding with the addition of jobs produced by 

professional/business services, as well as the construction, manufacturing, healthcare, and education sectors. Great news for local 

employers comes from regional labor force growth, which saw an increase of 6.9% in September 2019. Additionally, with an unemployment 

rate of 4.7%, those just entering the workforce appear to be successful in securing jobs in the region.



5 QUESTIO N S

LITIGATION IN THE MODERN DAY
John A. Raschko, Partner, Miller, Mertens & Comfort, PLLC

John A. Raschko 

was born

and raised in

Spokane. After 

graduating with 

a BA from the 

University of

Arizona and JD from Gonzaga University,

John joined Miller, Mertens & Comfort in 

2012, where he specializes in litigation 

and small business representation.

1. What is litigation, and why should

I be prepared for it?

Litigation, generally, is the process

of taking legal action. From both the 

perspective of an attorney as well as 

a potential client, litigation is using 

the civil courts to protect a client’s 

rights. This can occur in a number of 

settings, from small claims court to 

federal district court. In my practice, I 

help clients determine whether they 

have a cognizable claim or a defense 

to a claim and help them navigate the

myriad of legal pathways to achieve their

desired result with finality. Litigation can 

arise in tort based on injury to person 

or property, via breach of contract, 

warranty, or a variety of other situations.

2. How can I prepare to avoid

potential litigation?

As litigation often arises out of contract, 

one of the best things a person or 

business can do is have their contracts 

reviewed prior to execution. A good

contract will spell out what constitutes 

proper performance, default, and breach 

and what remedies are available. A

party can choose the correct court or

alternative dispute resolution system 

that is appropriate for the potential 

issues that may arise. In the United 

States, generally, a party cannot recover 

the attorney fees they expend in 

litigation, and the fees can often be a 

substantial portion of the cost. With a 

well-drafted contract, a party can ensure 

recovery of fees should litigation occur, 

which can also be a good deterrent to 

prevent lawsuits that lack merit.

3. How can I protect myself should 

litigation arise?

One of the best defenses to litigation

is to have comprehensive insurance

with large limits. Should you then face 

litigation, and it be regarding an area 

you have coverage—say, an automobile 

accident—then you can ask your 

insurance to provide a defense for

you. This typically entails the insurance

company hiring an attorney to represent 

you at the cost of the insurance 

company. The litigation costs are then 

paid out of the policy, and the policy 

limits will be used solely to pay any 

potential judgment. Without insurance, 

the cost of defending litigation can

be prohibitive.

4. What does the average litigation 

proceeding look like?

While it is difficult to define an average,

a typical case will be set for trial at least 

one year after filing. The discovery 

process, where each side investigates 

their claims and defenses, usually

takes six to eight months. This typically

involves the hiring of experts to testify 

and prepare reports. In general, litigation 

costs per party through trial can easily 

exceed $30,000.

5. What about small claims court?

While small claims court is a litigation 

option, it typically has a $5,000 limit 

for any claims. Attorneys are generally 

not allowed to appear on behalf of 

clients, and the trial occurs much 

quicker. However, a party may have an 

opportunity to move the case out of 

small claims to a higher court, allowing 

them to have representation.



BRINGING HOPE FOR THE HOLIDAYS
Hero Highlight
With Mistee R. Verhulp, Attorney, Smart Law Offices, P.S.

For thirteen 

years, local 

Attorney Mistee 

Verhulp and her 

husband, Ryan, 

have partnered 

with the Benton- 

Franklin GAL 

Program to make

sure every foster child in our community

experiences the magic of Christmas.

With the help of friends, family, and

local volunteers, what began as a small 

community outreach effort has evolved 

into a Christmas Stocking Program that 

provides gifts to hundreds of vulnerable 

children every holiday season.

Q: Tell us more about the Benton-Franklin 

GAL Program—who they are, what they do, 

and their impact on the community: A: A 

Guardian Ad Litem (GAL) is a trained 

advocate appointed by the court to 

represent the best interests of a child or 

incapacitated person involved in a case

in superior court. Currently, the Benton-

Franklin Guardian Ad Litem Department 

for Children has three paid staff members 

and 70 volunteer GALs. These GALs are 

appointed by Benton and Franklin courts 

in dependency cases when a child has 

been removed from the home and placed 

into foster care due to abuse or neglect. 

Some of the duties of the GALs are to visit 

each child, monitor the parents’ efforts

to rectify their unsafe parenting, write

reports to the Court of their observations 

and recommendations, and represent 

the child in court during hearings. They 

work with foster parents, social workers,
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substance abuse counselors, mental health 

professionals, teachers and attorneys to 

advocate for what is best for the child. To 

give you an idea of just how many children 

our local volunteer GALs advocate for, the 

GALs attended 729 court proceedings in 

2019. Parents have a constitutional right

to their children, but children do not have

an equal right to be raised by fit parents

or even a right to testify on their own 

behalf depending on their age. The court- 

appointed GALs are the voice of the child 

to the court.

Q: What led to your relationship with the 

Benton-Franklin GAL Program?

A: My husband, Ryan, and I had moved

back to eastern Washington from Seattle 

prior to our first son being born. I was 

doing contract work for my prior employer 

but wanted to find flexible work locally.

So, I went to the Benton-Franklin County

Juvenile Court to personally hand in my 

application for a contract attorney position. 

While there, I saw a flyer for the Benton- 

Franklin Foster Children Christmas Stocking 

Program. My

husband and I

had both worked

with volunteer

GALs locally

and in Spokane

County early on

in our careers, so

I inquired about

the program and

how I could help.

The program had

been started a

few years prior

because the GALs saw that most of the 

foster parents were spending what would 

normally be Christmas gift money on basic 

necessities such as clothing, shoes, coats, 

backpacks, school supplies, etc., for their 

foster children. Many of the volunteer GALs 

were going out and spending their own 

money to buy the foster children Christmas 

gifts, but knowing this wasn’t a good long-

term solution, they decided to start

a community outreach program to help

fill the need. That year, my husband and

I took five stockings to fill with the help of 

friends and family. Each year as our friends 

and family told others about the program, 

we took on more and more stockings.

Our son is now 14-years old, and this is

our 13th year partnering with the Benton- 

Franklin GAL office to help make sure every 

child in Benton and Franklin County with

a court appointed GAL gets a special gift

under their Christmas tree. Thanks to the 

amazing people of the Tri-Cities, we are 

currently able to provide anywhere from 

250-300+ foster children with gifts each 

year! While I may not have gotten the



Hero Highlight

Do  yo u  kn o w  a  lo c a l h e ro ?

Su bm it  th e ir  s to ry  to

m a rke tin g @c o m m u n ity1s t.c o m .

contract attorney position at Juvenile Court, 

I did find a project that reminds me each 

year the true meaning of Christmas.

Q: What has been the most rewarding part of 

working with the Benton-Franklin

GAL Program?

A: Knowing that each and every gift 

obtained will be given to a boy or girl in 

foster care who would not have received 

one otherwise. And hopefully, that gift 

will let that child know they are loved 

and cared for by people in their own

hometown. In both my husband’s and my

experience, the court usually only appoints 

a GAL to represent children brought into 

the foster care system under what many 

might categorize as some of the worst 

domestic situations. In other words, these 

particular children are the ones who show 

up at the Juvenile Court GAL office with

the clothing on their backs and, if they are

lucky, a backpack with items that may or 

may not be salvageable.

In the last couple of years, we’ve secured 

donors who give “extra” gifts. That way the 

GAL office is able to put a gift in the bags 

they hand out to each foster child during 

the rest of the year as children come into 

foster care (bags have been donated and 

filled with basic needs supplies for the 

child by local people and businesses.) Last 

year was so successful, there were even 

enough gifts to allow the GALs to give their 

court appointed foster children birthday 

presents, if their discussions with the foster 

parents led them to believe there was a 

need. Again, it’s just one more opportunity 

to help a foster child feel loved and special.

Q: How does the Benton-Franklin

Foster Children Christmas Stocking 

Program work?

A: Each child who has a court appointed

GAL in Benton and Franklin County is 

represented by a number that lists their 

age and gender on a tag, which is placed 

on a homemade stocking made and 

donated by women in the community. 

Since these children are minors, their 

actual names are confidential. The GAL 

office, my husband, and I pass out the 

physical stockings to businesses, groups, 

and individuals to “fill.” A stocking is filled 

by the volunteer with age-and-gender 

appropriate gifts, which are then collected 

at our offices in early December. The 

deadline is in early December because 

the GALs must check each gift to make 

sure it is suitable and appropriate before 

delivering it to the home of each

foster child, where it is placed under

the tree before Christmas.

Q: How can others in the community

get involved or help cover areas of need 

throughout the year?

- Do a stuffed animal drive at

your workplace.

- Have one of your social or church

groups donate hygiene supplies.

- Have your children donate their birthday

gifts instead of keeping them

for themselves.

- Buy extra gifts when you see them on

sale throughout the year to donate 

instead of, or in addition to, filling a 

foster stocking.

- Take five stockings to get filled by your

friends and family next year and see what 

happens from there!
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A lifetime of care, compassion, and community.

See amazing stories at kadlec.org/75years
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COMMUN ITY EVEN TS

Old Dominion in Concert
When: Thursday, February 6

Time: 7:00 PM – 9:00 PM

Location: Toyota Center

Regional Home and Garden Show
When: Friday, February 21 – Sunday, February 23 

Time: Friday & Saturday, 10:00 AM – 7:00 PM 

Sunday, 10:00 AM – 4:00 PM

Location: HAPO Center

Admission: $6 Adults; 12 and under free

$1 off admission price with a nonperishable food item 

for Salvation Army. Free daily seminars with admission. 

Free readmission all weekend with return stamp.

Three Rivers 6th Annual Craft Brew and Bacon Festival 

When: Sunday, February 23

Time: 6:00 PM – 10:00 PM

Location: Three Rivers Convention Center 

Tickets: $45 Door/$40 Advance

5oz Glass | 4 Beer Tokens

Extra Tokens: $1.50 each or 4 for $5

VIP Tickets: $80

Pint Glass | 8 Beer Tokens |T-Shirt | Early entrance 

at 5:30 PM

Tri-City Americans vs. Everett Silvertips 

When: Wednesday, February 26

Time: 7:05 PM

Location: Toyota Center

Tri-City Americans vs. Portland Winterhawks 

When: Friday, February 28

Time: 7:05 PM

Location: Toyota Center

Tri-City Americans vs. Kamloops Blazers 

When: Sunday, March 8

Time: 4:05 PM
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Location: Toyota Center

Joy Koy Tour at the Toyota Center
When: Sunday, March 22

Time: 8:00 PM

Location: Toyota Center

Three Rivers 3rd Annual Pet Expo
When: Saturday, April 4 – Sunday, April 5

This expo is open to the public and their pet companions. We 

will host everything from pet shelters to pet accessories! It is 

your one-stop shop for a happy, healthy pet!

-Free admission

-Pet shelters

-Pet accessories booths

-Refreshments for you and the fuzzy ones

-Bring your pet with you!

Don’t carry the burden alone

Let us help lighten the load

(509) 735-0379 

Office.mail@bmncpa.com

7139 W Deschutes Ave, Ste 102

Kennewick, WA 99336



BURN SIDE BAKERY

SOUR CHERRY CHEESE DANISH
Total time: 4 hours 40 minutes, prep 30 minutes, serves 12

Antoinette Burnside

Pastry:
- 1/4 cup plus 2 tbsp. granulated sugar 
- 1 large egg, plus 1 large egg yolk
- Coarse salt
- 2 1/4 tsp. active dry yeast
- 3/4 cup warm milk

(about 110 degrees to activate yeast) 
- 3 cups all purpose flour, plus more

for surface

Filling:
- 12 oz softened sour cream

- 1 large egg yolk

- 1/4 cup plus 2 tbsp. confectioners’ sugar

- 1 1/2 cup pitted fresh or thawed frozen sour cherries

Glaze:
- 2 tbsp. whole milk

- 1 cup confectioners’ sugar

1. Make the cake: Sprinkle yeast and a pinch of granulated sugar over milk in a medium bowl. Let stand until
foamy, about 5 minutes.

2. Whisk together remaining 1/4 cup plus 2 tablespoons granulated sugar, the egg, and yolk. Whisk into
yeast mixture.

3. Combine flour and 1/2 teaspoon salt in the bowl of a mixer. Add egg mixture. Beat on low speed until almost
fully combined, about 30 seconds. Switch to the dough-hook attachment. Add butter. Beat until smooth, soft, 
and slightly sticky, about 10 minutes.

4. Butter a large bowl. Turn out dough onto floured surface; knead a few times until smooth. Place in bowl, turn
to coat, and cover with plastic wrap. Let stand in a warm place until doubled in volume, 60 to 90 minutes.

5. Make the filling: Stir together cream cheese, egg yolk, and confectioners’ sugar.

6. Punch down dough. Transfer to a floured work surface. Let stand for about 5
minutes. Roll out to an 18-inch square (about 1/8-inch thick). Brush edges with
egg wash. Spread filling over dough. Top with cherries. Tightly roll dough like a
jelly roll. Pinch seam to seal. Coil into a snail shape on a parchment-lined
baking sheet. Brush with egg wash.

7. Preheat oven to 350 degrees. Drape plastic wrap over dough. Let stand in a
warm place until risen by half, 20 to 30 minutes.

8. Remove plastic wrap. Cut six ½-inch slits into top. Bake, rotating halfway
through, until golden brown, about 55 minutes. Reduce oven temperature to
325 degrees. Bake until deeply golden, 15 to 20 minutes more (cover with foil
if top gets too dark). Transfer pan to a wire rack. Let cake cool.

9. Make the glaze: Mix together confectioners’ sugar and milk. Drizzle over cake.
Let set for 5 minutes before serving.

- 1 stick unsalted butter, room temperature plus more for bowl, pan
and parchment paper

- 1 large egg, lightly beaten with 1 tbsp. heavy cream for egg wash



Business Banking 
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A Home Loan
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