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Employee profile:

Roy Bryan

ou’ve heard of the term
“Army brat;” Roy Bryan

describes himself as an
“oilfield brat.”

Our Operations & Purchasing
Coordinator was raised in

the oil fields of Colorado,

Utah and Wyoming. But he
graduated from high school in
rural Arkansas...a class of 33
students from a school district
measuring 90 square miles.
(Contrast that with the 18,000
members in Salem Electric’s
territory, measuring only 18
square miles!)

Bryan never warmed to living
in the south. Despite winning a
state college scholarship for his
vocal abilities, he chose instead
to enter the US Air Force. That
was in the mid-1960s, with the
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Cold War white-hot and the
Vietnam War heating up. As
good luck would have it, Bryan
was trained as a weatherman
and didn't get stationed in
Saigon. As bad luck would have
it, he was stationed for three
years at a Strategic Air Command
base in Little Rock, Arkansas.

Upon his discharge, Bryan
took his time traveling across
the West to Oregon where he
looked up an Air Force buddy.
“When | came over the hill into
Salem, | said to myself; ‘This is
it!"” The valley’s proximity to
sea, sand, mountains, desert
and a temperate climate suited
him fine so he stayed.

While attending Oregon College
of Education — thinking he’d
become a teacher — Bryan got
married. He decided to seek
employment rather than finish
his degree program and found
work with Eoff Electric. “I was
the first employee they’d hired
in 20 years,” said Bryan, who
was hired as an inventory
control specialist.

The die was cast; Bryan
became enmeshed with
purchasing and inventory
control in the field of
electricity. “I worked for
Eoff for 12 years, for an
electrical contractor
for three years, and
then for Platt Electric
for 20 years,”

Salem
Bryan said.

Eledic

Over the years he got to know
his predecessor at Salem
Electric well enough to joke
with him. “When are you
going to quit so | can apply for
your job?” he asked. “I've had
a love affair with Salem Electric
for a long time,” he admits.

Salem Electric recognized his
experience and dedication
and Bryan was hired just
over a year ago and got first-
hand experience on how the
company and employees are
involved in the community.

“I love Salem Electric’s
commitment to community,”
said Bryan, father of three and
stepfather of two more. With
his experience as a baseball
coach, scout troop leader,

and as a band booster parent,
Bryan seems at home with the
SE community spirit.

And as far as boosterism goes,
Bryan is like a kid with a new
iPhone when he talks about
all the ways in which Salem
Electric stays current with
preventive maintenance and
green technology.

“My wife pinches me once in a
while when I'm talking about
work. She’'ll tell me, ‘You're
smiling again.’ Yeah, | suppose
so, | say, but it’s amazing to me
to be in a workplace where the
word ‘fun’ is still in the mix.” @
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Refrigerators..
A guide to savings

The EnergyGuide label on new refrigerators will tell you how much
electricity in kilowatt-hours (kWh) a particular model uses in one
year. The smaller the number, the less energy the refrigerator

uses and the less it will cost you to operate. In addition to the
EnergyGuide label, don’t forget to look for the ENERGY STAR label.
A new refrigerator with an ENERGY STAR label uses at least 15% less
energy than required by current federal standards and 40% less
energy than the conventional models sold in 2001. In addition to
saving energy, you can also get a $60 rebate from Salem Electric for
purchasing an ENERGY STAR-rated refrigerator. Visit salemelectric.com
and select the “Energy Conservation” section for details. @

Last year at this time you were reading about Salem Electric’s

5% rate reduction. We anticipate stable rates through September 2010.

To give you a little background on The Bonneville Power
Administration, BPA is a federal agency that markets more than

a third of the electricity consumed in the Pacific Northwest. The
power, sold to more than 140 Northwest utilities, is produced at
31 federal dams owned and operated by the US Army Corps of
Engineers and the Bureau of Reclamation, as well as one nuclear
plant located in Washington State. Bonneville purchases power
from seven wind projects and has more than 2,000 megawatts
of wind interconnected to its transmission system. Its high-voltage
transmission grid includes more than 15,000 miles of line and
associated substations in Washington, Oregon, Idaho and Montana. @

Refrigerator
facts

The costs associated
with your refrigerator:

* Size makes a difference.
Each cubic foot of
capacity requires
approximately 27 kWhs
annually.

® The style makes a
difference. Side-by-side
models use about 12%
more energy than top
mounted freezer models.
Bottom-mount freezer
models fall between
the two.

e Automatic ice makers
add 14-20% in energy
usage.

¢ Anti-sweat heaters
prevent exterior
condensation and
increase energy usage
by 5-10%.

¢ Through-the-door ice \
and water dispensers
add 10% in energy use.”

In the market for a new appliance?

qualifying energy-efficient appliances including

h To help make your purchase a little less painful,
EIE?I‘.I\.II.GEERF(\)/\R/ il:ll:ll'El SaIemF:EIectric z//vill cEntribute a $60 rebar'ze for

E N E RGY STAR refrigerators, freezers, dishwashers, clothes washers

With all the choices relating to color, style and
features of a new appliance, you don't want

to overlook one important thing... the cost to
operate it. You don't have to sacrifice energy
efficiency for any of the fancy features. Just look for
the ENERGY STAR logo (above) which is a symbol

and electric water heaters.

The process is simple. You can buy the appliance
anywhere. Go to our website, select “Rebates
and Program” under the “Energy Conservation”
section, we have a list of participating dealers and
a program flyer, including a rebate form.

of energy efficiency. This doesn’t mean you’ll If you prefer, we’d be glad to mail you all the
necessarily pay more for the appliance, but it does  information. Just contact our office at
mean you'll save more when operating it. 503 362-3601 or se@salemelectric.com. @
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