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Ageless Beauty, owned and operated by Julie Benzie, CRNA, MSN, BSN, a practicing board certified Regis-
tered Nurse Anesthetist, provides customized Skin Care Solutions, Medically Managed Weight Loss and Day 
Spa salon services in a relaxing, confidential atmosphere. At Ageless Beauty, each Medical Spa treatment 
plan begins with an extensive skin analysis and/or medical history and each treatment plan is fully custom-
ized to best meet the needs of your skin and the results desired. 

Julie originally opened Ageless Beauty in November 2008, her Medical Spa business was operated out of the 
previously owned Spa on The Blvd. On July 1, 2010 Julie took over management of the entire spa  area as 
Ageless Beauty and The Spa on the Blvd combined under one name.  With this change, Ageless Beauty  ex-
panded to offer many new services. Julie is happy to announce that a majority of the same great staff from 
The Spa on the Blvd have remained at Ageless Beauty to offer the exceptional Day Spa services you have 

come accustomed to. 

  Here are a few changes youõll see on your next visit to Ageless Beauty 
The addition of Medically Supervised Weight Loss services which includes 100% pure pre-

scriptive HCG where you can expect to safely lose 20-30 lbs in 30 days. Julie has been 
nationally certified to guide you through safe and lasting weight loss. No more Yo-Yo 
dieting! 

The addition of Laser Services: 
Laser Hair Removal 
Laser Skin Resurfacing (take 10 years off your stated age) 
Foto-Facial (remove brown & red spots, large pores, bad skin texture) 
Laser Vein Treatment (remove unsightly spider veins on legs and face) 
Photodynamic Acne Treatment  
Fractional Laser Resurfacing (improve skin tightness & texture, scars) 
Skin Tightening (no more flabby skin or sagging jaw line) 

A Barber- James Acarregui (a private barber room where the men can watch their favorite 
sporting event while getting their hair cut and enjoying their favorite beverage. 

Our new stylist ~ Hollie Binkley who comes to us from Michigan with many new and fun 
techniques. 

100% Computerized Scheduling for appointments and automated email  and text message 
appointment reminders  

All new òtop of the lineó hair care products ~ The full  Moroccan Oil and Enjoy lines which 
can only be found in Mtn Home at Ageless Beauty 

One greeting òAgeless Beautyó when you call in for your appointments 
Mark Your Calendars for Our Open House 

August 04, 2010 from 5pm ~ 8pm 
1140 American Legion Blvd 

Multiple Drawings and Giveaways 
Appetizers and Your Favorite Beverages 

 
We sincerely appreciate your business over the years and are VERY EXCITED to be able to offer this 

unique Medical Spa and  Day Spa Salon services as one business under one roof in Mountain 

Home.  

Business Spotlight ð Ageless Beauty by Julie Benzie  
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Julie Benzie CRNA, MSN, BSN, a native of Mountain Home, is a Certified Registered Nurse Anesthetist practicing 
all types of Anesthesia. Ms. Benzie is also the owner of Ageless Beauty, and a Cosmetic Injection and Laser Specialist 

with advanced training in Medical Cosmetic Aesthetics, all Laser applications, Medically Supervised Weight Loss 
Management and Anti-Aging Medical Therapies. Julie Benzie has been working as a Nurse Anesthetist for over 15 
years and is currently the Chief of the Anesthesia Department at Elmore Medical Center here in Mountain Home. 

  Her passion for cosmetics and aesthetics prompted Julie Benzie to attend numerous advanced training classes and 

seminars in Medical Cosmetic Aesthetics, Laser Therapy, Medically Supervised Weight Loss and Anti Aging Medical 

Therapies. Julie opened Ageless Beauty in 2008 so that she could share her passion with the residents of Mountain 

Home, Boise and beyond. 



A Letter from your Chamber President  

  One of the concerns that I have had since becoming president of the 

Chamber of Commerce is what to do with all the events that have 
been historically run by the Retail Merchants Committee, now known 
as the Business to Business Committee.  Some of our events have a 

great deal of community support and great chairperson, but a few of 

our events have not been so fortunate.  Thankfully I can now sayéé. 

 

YEAH, YEAH, YEAH!!  Stephanie Berg has stepped up with a group of 

volunteers to oversee Crazy Days, Fall Harvest, Christmas Parade of 
Lights, Giving Tree and the business promotions during the Daniel 

Dopps Rodeo.  

 

The group will be getting together to pick an official name and chair-
person.  This new committee will be a sub -committee of the Chamber 

and be given a position and vote on the Chamber Board.  

 

We are so excited that these events will continue to be held in our 

community.  This is a huge commitment and the committee will still 
need help with new volunteers to see that each event is fun and will 

continue to benefit our chamber membership. If 
you would like to help with any of these events 
please remember that they still need community 

support to be successful and any participation is 

greatly appreciated!  

Pioneer Federal Credit 
Union (PFCU) has been 
a part of the community 
since 1954 when it 
opened its first branch 
at Mountain Home Air 
Force Base. Today PFCU 
has 13 branches 

throughout southwest-
ern Idaho.  

As a member of PFCU, 
you belong to an institu-
tion that is unique in 
the financial world. 
While itõs true that there 
are similarities among 
financial institutions,  
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There are many 

events happening 

this summer at the 

Carl Miller Park, 

located at 10th E. 

& American Legion 

Blvd. When you 

stop by for a 

community event, 

gathering or just to 

spend some time 

for the summer day 

on your own, donõt 

forget to take a 

look at the planes 

mounted for 

display. It is pretty 

amazing to see an 

F-111 up close and 

personal. This park 

also has a large 

gazebo, large 

fireplace with a 

picnic area, a 

playground with a 

public restroom 

near by, electrical 

outlets and  a hose 

hook -up by the 

drinking fountain. 

Most importantly 

donõt forget to stop 

by this 4.8 acre 

park during Air 

Force Appreciation 

Day  on September 

11, 2010 for a day 

full of 

entertainment, fun, 

and shopping the 

booths.  

Business Spotlight -Pioneer Federal Credit Union by Mary Morin  

PFCU is driven by a phi-
losophy that sets us 
apart. It is owned and 
governed by its member -
owners. As a result, we 
exist solely to provide 
members with a safe, con-
venient place to save 

money and to obtain 
loans at reasonable rates. 
Since all credit unions are 
owned by the people who 
save and borrow there, 
there are no outside 
shareholders. Earnings 
are returned to members 
in the form of lower rates 
on loans,  

higher returns on savings, 
and better service.  
We are your local credit 
union and most anyone 
living in Southwestern 
Idaho can qualify for mem-
bership at PFCU.  

PFCU is an active part of 

the communities it serves 
and it all goes back to the 
credit union philosophy of 
òPeople Helping Peopleó. 

Visit our website at 
www.pioneerfcu.org  and 
see our low rates, or find 
us on Facebook and Twit-
ter.  

http://dandelionmama.files.wordpress.com/2009/08/swing.jpg
http://www.pioneerfcu.org


 Weekly Business Tip #5  "Find Your Purple Cow"  

Have you ever laid eyes on a purple cow? Neither have I, but Iõll bet if we 

saw one out in a field we would sure take time to check it out. "Find your 

purple cow" is an old advertising saying. Here is what it means.  

Your purple cow is how you are unique, different, or better. The small 

business arena is an increasingly competitive world. Your customers have 
many, many choices as to where they spend their hard earned money. 

Your job is to create a business model where you add value to the cus-

tomerõs shopping experience as compared to your competitors.  

This can be accomplished in many ways. Your purple cow could be a 
broader assortment of merchandise, better prices, higher qual-

ity, a no -fault return policy, an extended warranty, or a 
more centralized, convenient location with ample free 

parking. It doesnõt stop there.  

You can be unique in other, more subtle ways. You 
can have a larger delivery area, expanded store 

hours, a web site exposure for the home shopper, 
sparkling restrooms, a sharper selling message in you 

ads, or even a drive through window.  

All these can separate you from the competition and give your customers 
solid reasons for spending their money with you. But Iõve left the most im-

portant purple cow for last - consistent, high quality customer service.  

Customer service in America is declining with the mammoth box stores 

and chain stores gobbling up an ever increasing market share. So, if you 

are an independent small business and are looking to survive, one of your 
purple cows has to be service. Find, train, motivate, reward, and retain 

great employees and give your customers that "WOW" experience every 

time.  

Tom Maydew is a business consultant/trainer for the Small Business De-
velopment Center located at 1651 Alvin Ricken Drive in Pocatello. He can be 

reached at 232 -4921.  

MAC by Ray Liercke  

Help support MAC by becoming a member and enjoy all the benefits: free entry to MAC 

events, camaraderie with the base and itõs not even too late to join MAC to go to the Com-

manders steak burn on August 26th at Carl Miller Park.  

We are working on getting the Chamber of Commerce a facebook page this month. 

So, if you are on facebook , keep your eyes open and check it out. Business to Busi-
ness will also be offering a hands on tutoring session for businesses to start a face-

book page at the next meeting. For more information you can call Doreen 580 -2673.  

Business to Business by Doreen Krabbenhoft  
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Economic Development Submitted by Paula Riggs, Director Written by Tom Maydew, Small Business Development Center 

Committee 
Chairman  

 

AFAD 

Randy Valley  

 

Travel & Tourism  

Denise Barresi  

 

Military Affairs  

Ray Liercke  

 

Business to Busi-

ness 

Doreen Krabben-

hoft  

 

Dig -It  

Sue Gross  

&  

Donna Herron  

 

Reporting Com-

mittee  

 

Agri -Business  

Mir Seyedbagheri  

 

Silver Wings  

Paula Riggs  

 

Economic Develop-

ment  

Paula Riggs  

Committee Reports  

Dig -It by Sue Gross  

Reminder: The Beautification Grant is still available! If you are interested give Sue a 

call at 587 -2173.  



Agri Business by Mir Seyedbagheri  
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Spring has brought many gifts to Elmore County this year. As mentioned in the previous article, fungus is becom-

ing a major problem for plants, trees and even lawns. However, there is another invasion coming that all citizens 

need to seek protection from, the pesky mosquito. These biting insects are more than just a nuisance but also a 

major health concern. In previous years, the mosquito has infected people with West Nile Virus, both fever and 

neuro -invasive. While most people make a full recovery of this flu -like disease, there are some who have chronic 

forms which can cause problems for years or others have died. Due to a successful mosquito abatement program, 

the number infected has decreased dramatically since 2006 when there were over 65 human cases and 3 deaths in 

Elmore County. According to the Elmore Extension, in 2009, there were only 2 fever cases and 1 neuro -invasive 

case reported.  

The Elmore County Pest Abatement and the Elmore Extension have already implemented the preventative meas-

ures needed to control the population. Surveying, dipping in known water sources and larva control will help but 

they canõt do it alone. The citizens of Elmore must do their part in order to make our community safe this sum-

mer. A hotline is available for reporting areas of standing water or locations of severe mosquito outbreaks. 

Please call 1 -866 -884 -2891. All calls are recorded and investigated.   

You can help to control the mosquito population in your own yard.  Mosquitoes need water to breed and will use 

any source of standing water. Due to a very wet spring, there will be many areas of stagnant water ideal for the 

new generation of mosquitoes. Overgrown yards of weeds and turf will hinder water run -off and clog drainage 

ditches providing a great source for breeding.  

There are other ways that you can help: The best way to reduce mosquito -borne diseases is through mosquito con-

trol and personal protection. To prevent mosquitoes from entering your home, inspect your windows and replace 

any screens that have holes or tears.  Empty all containers that catch water such as buckets, old tires & wheel 

barrels. Replace water in your water fountains and bird baths frequently. Check your yard for areas that collect 

water. Holes or dips in your lawn should be filled in and leveled. Yard ornaments should not have areas that col-

lect water and bird feeders need to be higher. (Another precaution is that if the bird feed is getting wet, then it can 

grow mold which will kill birds.)  

If you have a pond or water feature, treat it with mosquito dunks. Dunks have Bacillus thuringiensis  (Bt) which is 

a naturally occurring bacterial disease of insects. Bt is a naturally occurring bacterium common in soils through-

out the world. The County Extension office can provide these dunks at no cost to the homeowner.  

Mosquito Repellents:  You can do a few things to reduce the number of mosquito bites that you get while enjoying 

the outdoors. First, wear clothing that covers most of your body, if temperatures permit. Second, use a mosquito 

repellent that contains NN -diethyl -meta -toluamide (DEET) at a concentration of 7.5 percent to 100 percent. Lower 

concentrations are sufficient for most outdoor protection, and a 15 -percent concentration is recommended for chil-

dren. Permethrin, an effective pesticide, is for use on clothing only (Never apply it on your skin, it is a neurotoxin !). 
Plants That Help To Repel Mosquitoes:  There are some attractive garden plants that can help repel mosquitoes. If 

you are interested in a more natural approach, consider these ideas that repel mosquitoes.  

Marigolds -These pretty yellow flowers have been said to repel mosquitoes by Southerners for generations. Since I 
grew up in Louisiana and rarely felt the stinging bite of a mosquito, I stand by this urban legend though no scientific 
evidence can be found.  French dwarf varieties have been shown to repel nematodes and not insects, but how can gen-
erations of mothers, gardeners and unbitten children be so wrong? Plant them to your heartõs content. Even if it does-

nõt work, at least youõll have a nice flower garden. 

Citronella Grass/Lemon Grass  is, of course, where companies get the citronella oil. This oil is put in candles and 
lanterns that can be burned in your yard to repel mosquitoes. Citronella grass is actually a tropical plant that grows 
to be six feet tall, so it might not be practical in the average suburban backyard.  
Catnip  is an herb that is most commonly used to stuff in toys or feed to cats for their enjoyment. However, the oil 

from this plant has actually been found to be more than ten times better at repelling mosquitoes than DEET. Planting 

a number of these near your patio will help repel mosquitoes.  

Lemon Thyme -A herb containing 62 percent more citronella than the much publicized citronella geranium which 
mostly has just the scent without much citronella oil.  

Rosemary -This garden herb is an attractive plants that both repels mosquitoes and can add interest to your cooking.  

Committee Reports  

http://animals.howstuffworks.com/insects/framed.htm?parent=mosquito.htm&url=http://www.dictionary.com/search?q=neurotoxin


   

As a Chamber Member you all the opportunity to place a flyer in the Right Start Packet.  The Right 

Start Packet is hand delivered to the new personnel on base every month.  Presently we are delivering 

approximately 50 packets monthly.  Many businesses can offer only information but many more can 

offer òspecialsó.  I read this article and thought you might enjoy it.  

Concoct a "Special"  

Bill Bishop, author of "How to Sell a Lobster," was working as a waiter in the 1980s at a steakhouse in To-
ronto, when management launched The great Lobster Contest, designed to boost sales of lobster "add -ons" at 

the restaurant. When the management -recommended approach of "suggestive selling" failed universally for 

the waitstaff, Bishop enlisted the help of "Marketing Mike," a highly successful businessman who was a 

friend of his father. He told Bishop the problem was he was trying to sell lobsters instead of marketing them.  

"It seems to me that a lot of people who eat at a restaurant are the guest of someone else who is going to pay 

the bill," Marketing Mike said. "If you are a guest of someone, and the waiter asks if you want a lobster with 

your steak, you will probably say no because you don't want to look greedy. But it's probably OK to order the 

special if you are a guest, isn't it? So why don't we create a special that includes a lobster with the steak?" It 

would cost $18.50 (1980s, remember) if someone were to order a steak, a lobster, and rice. "So why don't we 

tell people we are offering a special for $18.50, which includes a steak, a lobster and rice?"  

The next night, Bishop walked up to his first table and announced the "special." All eight people at the table 

ordered the special. "I sold eight lobsters on my first try. And that wasn't the end of the story. That night I 

sold 58 lobsters. My nearest competitor in the contest sold three."  

Marketing Mike explained his success by observing that three things were happening. First, people like spe-

cials. Second, by combining three menu items into a single idea - the special - customers can now visualize 

one small, tidy package in their mind. Third, by making lobster part of the special, you've given all the guests 

permission to get what they really want - a lobster - without looking greedy.  

"So everyone wins. The guests get what they want, the host at the table feels more generous, your restaurant 

makes more money, and you make more tips," Marketing Mike said.  

Over the next three months, Bishop sold more than 1,400 lobsters. The second -place finisher in the contest 

sold only 90.  

"I was written up in the restaurant's national newsletter as the greatest lobster salesperson in the history of 

the company. I became the poster boy for the power and potential of add -on sales," Bishop said.  

While everyone wondered how he did it, Bishop said he never let the secret out of the bag, until including 

this story in his aforementioned book.  

 

    Chamber Corner by Lori Posey  
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We are very sorry to see the Brown Wrapper closing their doors 

but instead they  will  be working out of their home. The 

company name and number will remain the same!  

208 -587 -9284   www.brownwrapperframing.com  



Reminders:  

After Hours at Laneõs Appliance  

Great Time! 
Great People! 

Thanks Alain and 
Ron! 
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August Birthdays:  
Connie McKusker 

Brenda Franks 

Jim Ruhter 

Arline & Fred Foster 

John Gross  

Steve Hudson 

Lori Albright  

Office Value            Farm Bureau Mutual Insurance 

US Bank Home Mortgage 

 

 

            

             Los Pinos    

Girl Scouts of Silver Sage SU 22&23       Carpet Shoppe  

Come on by the Mountain Home Historical Mu-
seum for the Annual Pie Social & Membership 
Drive August 17th at 5:30. Enjoy a slice of home-
made pie and ice cream and don't forget to stay for 
the pie auction starting at 6pm. If you like to make 
pies you may make your favorite pie and drop it 
off by three so that that the ladies can prepare to 
auction it off.  

 

Cnm­s enqfds sn rsno hm nm sgd @tftrs @esdq 
Hours at the Dusty Rose Inn. Take advantage of 
this great networking opportunity and being out 
in the beautiful landscaping and newly remodeled 

Stop by the Desert Canyon Golf Course on Friday, 
September 24th for the Mountain Home Chamber of 
Bnlldqbd­r 06sg @mmt`k Fnke+ Ennc+ Etm+ `mc @tb,
tion! Registration is at 12:30, the tee-off is at 1:00, 
dinner is served at 6pm and the auction starts at 7pm. 
Cnm­s enqfds sn fds ` adde q`eekd shbjds enq xntq bg`mbd 
to win 1/2 a beef and a 7cu.ft. chest freezer. Tickets 
`qd $0/ d`bg-  Ronmrnqdc ax SKJ C`hqx+ K`md­r @o,
pliance and GE. 

 

Ribbon Cutting for Rich Sykes -Farm Bureau Mutual Insurance  

Congratulations to Rich Sykes from 

Farm Bureau Insurance for opening his 

new business.  Rich is located at 1010 

Sunset Strip.  Rich can be reached at 

724 -4330.  Thanks to everyone who 

welcomed Richõs business to the Cham-

ber of Commerce!  

http://www.google.com/imgres?imgurl=http://www.zingerbug.com/Comments/HappyBirthday/birthday_candles.gif&imgrefurl=http://www.zingerbug.com/&usg=__6ZPtTjDnvV-lVJlzbIpEwpJelYw=&h=274&w=275&sz=68&hl=en&start=2&itbs=1&tbnid=AT2ibSkLbNbnjM:&tbnh=114&tbnw=114

