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Advocates for preserv-
ing the military commis-
sary benefit warned a
House subcommittee
Wednesday to avoid re-
forms that promise to
preserve current savings
for patrons but instead
change how savings are
measured, creating a less-
er benefit that shoppers
over time might reject.
Advocates for service

families and the military
resale industry also crit-
icized the tools that com-
missary reformers want
tested to make base gro-
cery stores cheaper to
operate: variable pricing
and private label brands.
The Department of

Defense finally agreed
with congressional leaders
that current commissary

savings must be preserved
as a condition for enacting
reforms that would force
stores to run more like
commercial grocers to
slash annual taxpayer
support of $1.4 billion.
But advocates for com-

missaries advised the
House armed services’
military personnel sub-
committee that they know
“protecting the benefit”
has multiple meanings.
What they want preserved
are the 30 percent savings
on groceries the Defense
Commissary Agency (De-
CA) has touted for years,
and verifies using item-by-
item price comparisons
across thousands of prod-
ucts. “Any proposal to
alter the commissary oper-
ating structure or reduce
its funding level must
(also) preserve the sav-
ings,” said Eileen Huck,
deputy director of govern-

ment relations for Nation-
al Military Family Associ-
ation. Brooke Goldberg,
deputy director of govern-
ment relations for Military
Officers Association of
America, joined Huck in
complimenting the De-
fense Department for
making benefit preserva-
tion a priority of commis-
sary reform. “We hope
this includes using DeCA’s
current market-basket
calculation methods for
savings,” Goldberg added.
“It’s important to not
reinvent what the patron
benefit is. If DoD uses
new metrics to determine
current savings levels,
(then) going forward we
will not be measuring
apples to apples.”
Peter Levine, deputy

chief management officer
for the Department of
Defense, conceded last fall
that earlier department

proposals to reform com-
missaries focused primar-
ily on saving money, as
critics charged.
Levine promised a more

gradual approach to com-
missary reform, guarding
the benefit by initially
testing concepts such as
variable pricing to replace
a requirement that com-
missary goods be sold at
cost plus a 5 percent sur-
charge and one more per-
centage point to cover
spoilage costs.
He said the plan likely

would include authority to
adopt “private label” or
commissary-brand prod-
ucts to be sold alongside
national brands as a way
to increase profits while
offering patrons even
lower prices. The depart-
ment also will seek author-
ity to convert commissar-
ies to nonappropriated
fund activities such as
for-profit exchanges. And
a new defense retail board
would be tasked to drive
new efficiencies and adopt
common business practic-
es across all base stores.
Many of the recommenda-
tions are from a DoD-
funded review of commis-
sary operations completed
in September by Boston

Consulting Group. Rep.
Joe Heck, R-Nev., sub-
committee chairman,
arranged for Levine and
BCG representatives to
discuss their ideas in
closed-door meetings with
the subcommittee late last
year.
Wednesday, he invited a

few military associations
and representatives from
the military resale industry
to sound off on the BCG
report.
Patrick B. Nixon, presi-

dent of the American Lo-
gistics Association, which
represents manufacturers,
distributors and brokers of
products sold in commis-
saries and exchanges, said
patron confidence in cur-
rent commissary pricing is
“rock solid.” They know
they pay cost plus a sur-
charge, regardless of what
commissary they shop,
and shelves are stocked
with quality name brands,
reflecting customer prefer-
ences in the private sector
retail market. “Its strength
is predictability,” Nixon
said. “In a pilot that pro-
poses to change product
pricing, whether by store
or region, can you improve
on the current level of
predictability? If you in-

troduce a private label
program that requires a
retailer to price, position
and promote a product
line (to spark) artificial
customer preference in
order to make a profit, can
you improve on the cur-
rent level of predictability?
What are you going to tell
the patron?”
To ensure that their

brands sell well in com-
missaries, manufacturers
spend almost $500 million
a year stocking shelves,
promoting and displaying
goods, managing invento-
ries and holding special
on-base events. If DeCA
creates private label prod-
ucts to compete with
brand names, it will have
to hire its own employees
to stock and promote
these goods. In time,
brand name manufactur-
ers could decide to turn
off that $500 million tap,
warned Tom Gordy, presi-
dent of the Armed Forces
Marketing Council, which
represents manufacturers
of consumer products sold
on base.

Write Military Update,
P.O. Box 231111,
Centreville, VA 20120.
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Commissary ‘savings’
still a hot topic
BY TOM PHILPOTT
Contributing writer

2013 representing clients
in business and commer-
cial litigation. Mahugh
received a bachelor’s de-
gree from the University
of Idaho and a juris doctor
from University of Oregon
School of Law.

A James Tomlinson
recently was
elected
president of
Davies
Pearson in
Tacoma.
His practice
includes
real estate
transac-

tions, real estate and com-

A Lisa Kremer has
been named partner at

Gordon
Thomas
Honeywell
in Tacoma.
She works
in estate
planning,
probate and
guardian-
ship, busi-

ness advice on trademark,
copyright and privacy
issues. Kremer received
her bachelor’s degree
from Mills College, mas-
ter’s degree at University

of Missouri School of Jour-
nalism and a juris doctor
degree from the University
of Washington School of
Law.

A Ryan Espegard has
been named
partner at
Gordon
Thomas
Honeywell.
His primary
practice
includes
product
liability

litigation, primary con-
struction defect and asbe-

stos litigation and land use
law. He is also working in
the emerging area of can-
nabis business and reg-
ulation law. Espegard
received a bachelor’s de-
gree from the University
of Wisconsin and a juris
doctor from Seattle Uni-
versity School of Law.

A Travis Mahugh has
been named
a senior
associate at
Gordon
Thomas
Honeywell.
He has been
with the
firm since

mercial litigation, business
transactions, homeowner’s
associations and condomi-
niums. Tomlinson re-
ceived his bachelor’s de-
gree from the University
of Washington and a juris
doctor from Willamette
University.

ASusan Caulkins has
been elected to the Davies
Pearson’s board of direc-
tors. Her practice includes
family law, construction
law, real estate, estate
planning and probate.
Caulkins received her
bachelor’s degree from
Pacific Lutheran Uni-
versity and her juris doctor

from Northwest School of
Law of Lewis and Clark
College.

Compiled by Mary
Anderson, staff writer
The News Tribune publishes
hires and promotions at the
professional and
management levels. It
recognizes honors at the
state or national level
awarded by independent
professional or trade
associations and
appointments to corporate
or civic boards. To submit
information go to
thenewstribune.com/
business.
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I’m all for optimistic
New Year’s resolutions
that focus more on the
good than the bad. But
sometimes, addition by
subtraction can be just as
valuable, particularly
when trying to improve
your personal finances. In
that spirit, here are seven
investment products that
most investors should
resolve to move on from
or avoid.

AVariable annuities for
retirement income: Varia-
ble annuities combine the
complexity of an invest-
ment product with an
insurance wrapper, often
layering high fees for both.
The ongoing costs are
large and exit fees are
steep for the first several
years. The only justifiable
reason to own a variable
annuity is if you have
already contributed the
maximum amount to your
employer retirement plan,
Traditional or Roth IRA,
Health Savings Account
and/or 529 college savings
plan. If you still have extra
income and are seeking
tax deferral, then funding
a VA might make sense.
But choose a low-fee or
flat-fee product without
expensive retirement in-

come guarantees.
ANontraded Real Estate

Investment Trusts (RE-
ITs): Private REITS are the
king of the free dinner
circuit. These products are
illiquid, often with a 10-
year lock up and tough-to-
decipher fees. They are
offered with enticing in-
come and principal protec-
tion objectives. Some
investors receive neither,
depending on the experi-
ence with the underlying
real estate owned by the
trust. They are not trans-
parent, don’t offer precise
current account value and
are often called out in the
financial press for wrong-
doing. There is a reason
the North American Secu-
rities Administrators Asso-
ciation includes non-trad-
ed REITs on its list of Top
Investor Threats.

A Structured notes:
These products offer a
better deal for the com-
missioned sales person or
issuing company than they
do to the investor dazed
by their complexity. Struc-
tured notes are essentially
an IOU from an invest-
ment bank that uses deriv-
atives tied to performance
of investment indexes.
The chosen index usually
needs to perform within a
predefined range of re-
turns for the product to
pay off or protect princi-
pal. They require a heavy

dose of financial engineer-
ing and are generally not
something you would see
sold by an adviser who
accepts a fiduciary obliga-
tion to act in the clients’
best interest.

A Small positions in
individual bonds: I period-
ically see statements from
brokerage firms that in-
clude individual bonds in
small amounts, $900
here, $1,500 there. They
may have been purchased
at a discount from the
broker’s internal supply
and may produce an at-
tractive return if held until
maturity. But often these
are long-term bonds with
maturity more than a
decade out. The problem
arises when needing to
sell. There aren’t many
buyers for small bond
positions on the open
market (which in the bond
world is not transparent
anyway). Without an eas-
ily marketable holding,
you may have to accept
much less than the bond’s
stated present value to
sell.

A403(b) accounts for
teachers: Similar to the
variable annuity example,
these accounts should be
funded only after you’ve
maximized contributions
to the state retirement
account (TRS in Washing-
ton), an IRA, your spouse’s
employer retirement plan,
etc. In my experience, the
403b market for teachers
typically offers investment
choices that are more
expensive and lower per-
forming than similar

COMMENTARY

7 investment deals
better left behind
BY GARY BROOKS
Contributing writer
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HOW TO REACH US
Friday 1 year ago

Prime rate 3.50 3.25
Federal Target Rate 0.50 0.25
3-month Treasury bills 0.24 0.03
6-month Treasury bills 0.37 0.08
10-year Treasury notes 2.03 1.77
30-year Treasury bonds 2.81 2.40

— BLOOMBERG.COM AND U.S. TREASURY

KEY RATES

Here is what Puget Sound-area banks and thrifts were offering on key consumer-loan and deposit
instruments on Friday. All yields are annual.

DEPOSITS MMA:
Rates and yields on money-market
accounts with a balance of $2,500.
CD: Fixed rates and yields on one-year
certificates of deposit of $5,000.
IRA: Fixed rates and yields on 18-month ac-

counts.

LOANS
Auto: Fixed rate for a $10,000, 60-month,

new-car loan and for a $7,000, 48-month, used-car
loan for a 1- to 3-year-old model. Actual rates
might change with variations from the scenario,
and fees and other costs at loan initiation.

DEPOSITS AUTO LOANS

Institution MMA CD IRA New Used

America's CU 0.20/0.20 0.35/0.35 0.45/0.45 2.990 2.740
Chase 0.01/0.01 0.01/0.01 0.05/0.05 NO 3.160
Columbia Bank 0.03/0.03 0.06/0.06 0.07/0.07 3.430 3.628
Commencement Bank 0.10/0.10 0.30/0.30 0.30/0.30 4.057 5.373
HomeStreet Bank - West-
ern

0.45/0.45 0.35/0.35 0.35/0.35 NO NO

KeyBank 0.05/0.05 0.10/0.10 0.10/0.10 4.002 4.777
Qualstar CU. 0.25/0.25 0.40/0.40 0.50/0.50 2.240 1.990
Sound CU 0.05/0.05 0.15/0.15 0.30/0.30 2.640 2.340
Tapco CU 0.03/0.03 NO/NO NO/NO 2.490 2.240
U.S. Bank 0.05/0.05 0.10/0.10 0.15/0.15 3.497 2.992
Verity CU 0.10/0.10 0.35/0.35 0.43/0.43 2.490 2.340
Washington average 0.12/0.12 0.22/0.22 0.27/0.27 3.093 3.158

Change in average NO/NO NO/NO NO/NO 0.000 -0.01

NA: Not available NO: Not offered
Source: Informa Research Services 818-880-8877 Ext. 266
**Do not have a bank, thrift or credit union charter; all products are FDIC insured

MONEY RATES

Trinity shares a denom-
inational heritage with
PLU, but at fewer than
200 students it’s a fraction
of the size of even that
school. For all the plans
and changes, including a
physical move of the
school from Issaquah to
Everett, Trinity wasn’t
able to get noticed to the
extent needed to boost
enrollment.
How do you get noticed?

A radio station heard

throughout the region and
around the world is one
way, but PLU’s not in-
terested in that. Fielding a
national championship
team in a high-visibility
sport such as football or
basketball is another; while
it has had success on the
gridiron, PLU doesn’t have
the financial wherewithal
to compete at that level
(unless you’d like to donate
the money to move the
school up to FBS status,
apply for membership in a
power conference and
build an on-campus stadi-
um of at least 40,000
seats).
Traditional marketing is

another way. You could see
an example of that recently
on one of those video-
screen billboards along
West Valley Highway near
Tukwila. In between ads
for an airline and a ham-
burger chain came one for
PLU.
That’s nice. But lots of

colleges do that already,
including such regional
institutions as Western
Governors University, the
online school. An electron-
ic billboard, even one along
a busy highway, doesn’t
have the same reach as a
radio station.
All right, we’ll stop harp-

ing on that and suggest one

other: innovation in aca-
demic programming. PLU
has been experimenting in
this realm, borrowing an
idea from the community
colleges which are offering
not just degrees but cre-
dentials and certificates for
mastery of specific skills or
expertise.
The university has

launched a Certificate in
MaritimeManagement,
covering such topics in
shipping, logistics, law and
regulation and vessel and
terminal operations. That
ties in nicely to Tacoma’s
role in the maritime indust-
ry and world trade, an
economic-development

strategy long advocated in
this space.
Of course, once you

come up with an innova-
tive offering, you have to
let the world know about it,
and PLU has been on,
wouldn’t you know it,
KPLU.
The proposed model for

an independent communi-
ty radio station can work; it
appears to work for KING-
FM, the Seattle-based
classical music station that
converted to noncommer-
cial status and relies on
donations. The bigger
challenge is raising the
purchase money in the first
place.

For PLU, meanwhile, the
big challenge is coming up
with a workable marketing
plan that keeps the school
financially viable. That
plan will include some new
ways of operating, but the
school may discover some
old techniques work well
too, leading to this request:
“Umm, we’ve rethought
this. Could we have our
station back?”

Bill Virgin is editor and
publisher of Washington
Manufacturing Alert and
Pacific Northwest Rail
News. He can be reached at
bill.virgin@yahoo.com.
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Auction clients can
expect to pay a percentage
to the auctioneer — 25
percent is not unreason-
able — to cover cataloging,
advertising and conduct-
ing the proceedings.
And you might get lucky

and find the person who
actually desires that set of
DeSoto hubcaps or those
psychedelic go-go boots.
“Some things will sell

for more than you
thought,” Gorsuch said.
Particularly in demand

these days are antique
firearms, old toys in good
condition, Civil War items
and items of silver or gold.
But accompanying those

Beanie Babies into histo-
ry’s closet of obscure left-
overs are baseball cards
issued after the ’60s, and
dishes. “Nobody wants
dishes,” Gorsuch said.

THE ESTATE SALE
EXPERT
Mary Sudar wears a pair

of hats, first as personal
property appraiser and
then as an estate sale
manager.
She appraises items to

fair market value for cli-
ents involved in divorce,
for example, and for those
who have inherited an
estate.
For the latter, she said

recently, a typical con-
versation can begin with a
client saying, “I’ve never
done this before. My
mother passed away.
Where do we start?”
An estate appraisal

might be required if items
need to be divided equally
or perhaps to satisfy tax
considerations.
For an appraisal only,

she charges an hourly fee,
$95. “Never hire an ap-
praiser who’s going to
charge based on a per-
centage of the value,” she
said.
An appraiser, she said,

should have no interest in
the items being appraised.

“I don’t buy or sell direct-
ly,” she said.
She is accredited by the

American Society of Ap-
praisers and the American
Society of Estate Liq-
uidators.
As part of her service,

she and her crew of assist-
ants will make the items
in the estate presentable
for sale, because, she said,
“You want a house where
people will come in and
think the owner just
walked away.”
In the initial meeting

with a potential client,
Sudar will assess the items
in the estate. She asks, “Is
there enough to satisfy a
crowd? Can I make this
work for the client and the
company?”
When she gets the com-

mission, the work begins.
“We go through every-

thing,” she said. “Hidden
money in file cabinets,
jewelry in pill bottles,
baseball (memorabilia) in
a rag bag. If I take on a
sale, we get rid of food-
stuffs, get rid of med-
icines. We sell what we
can and donate what (we
can’t). I will only sell what
reflects on the owner and
the company, so no dirty
things, no pornography.”
For the sale, she charges

a percentage of the gross
sale, perhaps 35 percent or
40 percent, which in-
cludes all the research
time she and her staff will
spend on the project. A
recent sale that included
94 clocks featured pho-
tographs of each along
with detailed descriptions.
As to the popularity of

certain items, Sudar sug-
gests that millennials
“want things from their
childhood, include ‘Star
Wars’ ” material. Photos
of period birthday parties
are popular, as are other
items that provide a look
at “social history.”
She is not averse to

suggesting that potential
clients contact an auctio-
neer, especially if the
estate house “is not in
good condition, or if the
family needs the money in
a hurry.”

Like Gorsuch, she notes,
“There’s a lot of brown
furniture on the market
now. I refer a lot of people
to the Northwest Furniture
Bank.”
Other venues for dona-

tions could include local
churches, food banks,
adult care facilities and
detention centers includ-
ing Remann Hall, where
Sudar said books for
young adults are appre-
ciated. Other venues in-
clude organizations such
as Goodwill, the Salvation
Army and St. Vincent de
Paul.
She also suggests that

people facing a surge of
stuff make a quick pho-
tographic record of the
items in the estate and
that they consider the
feelings of the heirs.
“There are resentments

from years past, slights
from the age of 6,” she
said. “Some of that you
can’t solve. I’m a cross
between Nancy Drew and
your local librarian. We
like to discover and we
like to teach, and there’s a
little Dr. Laura in there
too.”
She suggests it would be

a good idea if clients did
some research on their
own, perhaps at the public
library or online. Treasur-
es can be hidden, and she
has found, she said, that
the most valuable things
“can be found in the attic
or the basement, not in
the china cabinet.”
Oh, and feel free to

recycle all of those old
National Geographics.
When engaging some-

one to conduct an estate
sale, Sudar suggests that
clients ask about charges,
experience and references.
There should be a contract
that outlines, among other
considerations, the insur-
ance coverage held by the
organizer as well as a clear
description of what servic-
es will be offered and
what steps will be taken
with any items not sold.

THE GEMOLOGIST
Before leaving for Cana-

da late last year, Karen

Jensen had spent a decade
as a jewelry appraiser in
Tacoma. She is a regis-
tered graduate gemologist
and a member of the Na-
tional Association of Jew-
elry Appraisers.
Her first slice of advice:

“Don’t panic.”
“People get so crazy.

They’re upset,” she said in
her downtown Tacoma
office.
She suggests that princi-

pals of the estate “check
all cabinets, furniture,
clothing, hidey-holes. Do
not let anything out of the
household until you check
it. Take control of the
household. Be diligent of
your assignment as exec-
utor. Catalog everything.
Examine everything. Peo-
ple do crazy things like put
jewelry in the refrigerator,
in the pantry or the back
of a sock drawer. Don’t
donate, don’t sell things
until you’ve checked
everything. Wait for a
formal appraisal. Account
for items that have been
given as gifts to family,
friends and caregivers.”
Concerning the indivi-

dual pieces, Jensen sug-
gests that people “match
earrings, untangle chains,
set aside the broken
items.”
When visiting a gemol-

ogist or other certified and
trusted appraiser, Sudar
suggests the client bring in
any court documents that
assign you the power as
executor. Also, it would
benefit the appraiser to
have “any old paperwork
connected to the jewelry.”
“No appraiser is an

advocate,” she said, of-
fering caution. “We are
hired to tell you the truth,
to be honest.”
She will appraise at fair

market value, which is
typically well below retail
value.
“Don’t be embarrassed

about asking if the ap-
praiser will just look at the
collection to see if it
should be appraised,” she
said.
She charges between

$250 and $350 per hour
for a professional apprais-

al.
Although much of the

costume jewelry she has
seen does not qualify for a
professional appraisal, she
does suggest that the
pieces can be repurposed.
“Why not keep it for the

grandkids when they
come over for Thanks-
giving?” she said. “It can
be pirate treasure at the
beach, or they can play
jewelry store, or play bar-
ter. It’s a great tool and
(the jewelry pieces) are
still heirlooms. There are
pieces that can be worn to
prom.”
She cautions that “sticky

notes don’t count in the
state of Washington. The
will must state bequests.”
Personally, she cautions

“anyone with a taxable
estate — do not ask for the
lowest number. Don’t put
appraisers in the position
of helping you with your
tax return. Don’t ask for a
ballpark. You’re employ-
ing a professional.”
Hot these days, she

said, are high-quality opal
jewelry and diamond jew-
elry manufactured before
the turn of the 19th centu-
ry. Alaskan gold nugget
jewelry is likely to be val-
ued at the “melt price” for
gold, and the same goes
for Black Hills gold.
Pearls, Sudar said, depre-
ciate quickly unless they
are large or otherwise
important, while pocket
watches, unless they are
gold, are best left on the
mantle. Early Rolex, Patek
Philippe or Breitling
watches can easily com-
mand premium prices.
Good rubies are in de-
mand, but watch out for
ivory — which can lead to
a wrangle with interna-
tional law.
Jensen neither buys nor

sells jewelry. She offers
that pieces will command
reasonable prices when
sold either at auction or
through a private sale.
“Selling things,” she

said, “takes time.”

C.R. Roberts: 253-597-8535
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gratitude
OUR VIEW

As we reflect on where we have been, and plan for where we we’ll go, we realize
this is the perfect time of year to express our most sincere gratitude. Foremost
we are grateful for a free press, for free speech and a community that engages
all of us through knowledge, debate, civic involvement and learning. We are
grateful for our role as the South Sound’s leading media source for more
than 130 years.

As you read this today, you are in good company. More than
180,000 people read the print edition of The News Tribune
each week. And with more than 71 million page views on
thenewstribune.com in 2015, and more than 160,000 social
media followers, we’re by far the area’s top local media source.

• So we’d like to start by thanking all of you who read us
in print and online, who watch our videos, who follow us
on social media, who tweet and post and email content
to your friends and post to the world at large. We
appreciate your passion for news and your willingness
to engage.

• Thank you to more than 200 carriers who deliver our
newspapers to homes, stores and newsracks 365 days a
year. We are grateful for your dedication.

• Thank you to the largest newsgathering force in the South Sound. You produce the only
news report focused solely on this community, with award-winning coverage in print, at
thenewstribune.com, on our phones, in video and more. We are grateful for your talents.

• Thank you to the more than 5,400 businesses that partnered with our sales solution team last
year. We are grateful for your business and also your trust.

• Thank you to the hundreds of employees at The News Tribune. You are the heart of this paper.
We are grateful for your creative spirit and tireless dedication.

• Last, but not least, thank you to this community. You partner with us in so many ways and we
couldn’t be more thankful to serve you. We are grateful for the opportunity to donate more
than $775,000 in 2015 to local, nonprofit organizations.

On behalf of The News Tribune’s media family, thank you for helping build a better South Sound
every day.

WE ARE GRATEFUL
FOR OUR ROLE
AS THE SOUTH
SOUND’S LEADING
MEDIA SOURCE
FOR MORE THAN
130 YEARS.

401(k) plans. Plus, service
from 403(b) plan repre-
sentatives frequently is
nonexistent.

ACommodities: Histor-
ically, portfolio theory has
shown some diversifica-
tion benefit of owning
commodities with a small
portion of your invest-
ments because they do not
behave like traditional
stocks or bonds. But
Thornburg Investments
produces an annual study
of real returns looking at
what is left after inflation,
taxes, and fees. In their
study, through 2014, com-
modities produced nega-
tive real returns ver every
time period from 1 to 30
years.

A Index funds with man-
agement fees more than
0.10 percent: Price com-
petition among Vanguard,
iShares and Schwab has
driven down the cost of
passive index investing to
the benefit of the indivi-
dual investor. Exchange-
traded funds covering core
elements of globally bal-
anced asset allocation are
available with miniscule
ongoing costs aside from a
small brokerage fee to
purchase them. Shocking-
ly, there are still billions of
dollars invested in much
higher fee funds repre-
senting the exact same
investment. If your in-
vesting is mostly done in
an employer retirement
plan where you don’t have
control over the invest-
ment choices, go to your
plan administrator and ask
for more low-fee fund
choices.
If you stick to transpar-

ent products, low fees and
liquid investments, chanc-
es are good that you will
improve your financial
future and not need to
continue making resolu-
tions to fix it.
Gary Brooks is a certified

financial planner and the
president of Brooks, Hughes
& Jones, a registered in-
vestment adviser in Gig
Harbor. Reach him at
bhjadvisors.com.
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