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Dear Annie: I have been with my hus-
band for almost nine years. We have been 
married for three years. His family was 
nice to me before the wedding, but after, 
they became aloof. His daughter is horrible. 
She has no  respect, not even for my 
husband.

My husband has a lot of money 
— a few million dollars. He has 
never told me this, but his friends 
did. I also found paperwork show-
ing that he has about $2.5 million. 
We live in a rat hole, to say the least, 
and with the coronavirus pandemic , 
I lost my job of 46 years. Before we 
married, I had my own house, car 
and life. Now I rent my house; my 
car is in the garage; and my hus-
band is a recluse. I have no money, 
and the unemployment agency keeps saying 
I owe them money for the past 10 months. 
I thought they were supposed to pay me 
money!

My husband is a Scrooge. He’s 68 years 
old and acts like he’s 98. He does not want 
to do anything or go anywhere and com-
plains about money all the time. Asking him 
for grocery money is like pulling teeth. He 
knows he has me in a rut, as I’m not working.

My daughter-in-law has never given us a 
card, a gift or a kind word in the nine years 
that we have been together. My husband 
thinks she’s a goddess and treats her like a 
queen. My husband’s ex-wife went with his 
brother and divorced him and took him for a 
pretty penny.

I now know that his family is upset 
because they think I will get some of his 
money and they won’t get a dime. I’m pretty 

sad, as I can’t even get grocery money. 
He always said he was leaving his daugh-
ter everything. I made a huge mistake, and 
with COVID-19 and no money, I will lose 
everything.

My daughter-in-law comes over. 
She has two horrible little kids who 
won’t sit still in a restaurant or at 
home. When the kids were diaper 
age, she would leave dirty diapers 
around, leave dirty towels on the fl oor 
and never bring us anything, not even 
at Christmas or on birthdays. My 
daughter-in-law only thinks about 
herself and only buys clothes, hair-
cuts, cars and houses for herself. Her 
mother lives near us, and she came 
for her mom’s birthday, yet she has 
never given a card for my husband’s 

birthday. She tells us what she buys her mom. 
It’s heartbreaking. He never sees his friends 
and my friends. I have many friends who 
think he’s weird and that I should go.

I’m going crazy. I need help but have no 
medical coverage at the moment. I’m dying 
inside. Please tell me what I can do. — Living 
With Scrooge in Las Vegas

Dear Living With Scrooge: I’m sorry 
that you are living in what sounds like a very 
toxic house. Focusing on your daughter-in-
law’s and her children’s faults and how hor-
rible they are does very little to dissipate the 
toxicity. It sounds like there is a lot of blame 
and anger to go around, including on your 
end. It is time to consult a professional mar-
riage counselor. That is the best way to fi gure 
out whether this marriage is worth saving. 
You should feel more alive with your partner, 
not like you are dying inside.

Living in a toxic household
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For independent bookstores, 2020 is a 
story that hasn’t ended yet.

Emily Powell, owner and president of 
Portland’s biggest and best-known book-
store, Powell’s Books, had one word to sum 
up 2020: “excruciating.”

Powell expressed gratitude for commu-
nity support last year, but didn’t mince words 
about the coming year. Following the holi-
day season surge, “we expect our sales will 
drop off a cliff in January, and we will have 
to contract our business again,” she said.

When the coronavirus pandemic began 
last spring, Powell’s Books had fi ve Port-
land-area bookstores, about 580 employees, 
and, according to outside estimates, roughly 
$45 million in annual revenue. Now it has 
three stores, after shutting down its Portland 
International Airport outpost in July, and its 
Home & Garden store on Hawthorne Boule-
vard in December. It’s down to “a little shy 
of 200 employees” and its sales were down 
80% for 2020, Powell said.

Her goal for 2021:  survival. 
Brian Juenemann, executive director of 

the Pacifi c Northwest Booksellers Associ-
ation, said the experiences of the associa-
tion’s 133 members in fi ve states, including 
about 44 in Oregon, were  all over the place  
in 2020.

“The spectrum was unbelievable, from 
people who just locked their doors and 
walked away to go think what they were 
going to do, to people who were on the fl y 
setting up an online mechanism they’d never 
had before,” Juenemann said. He saw every-
thing from “tiny stores making all the right 
moves to giant stores unable to move quickly 
and unable to respond as nimbly.”

Stores that had a solid corps of dedi-
cated customers and that didn’t rely on “a 
physical culture” tended to fare best, Juene-
mann said. What worked for such stores was 
appealing to customers to continue buying 
from them either directly through their web-
sites or through their pages on Bookshop.
org, an Amazon alternative that launched in 
early 2020, just before the pandemic, with a 
mission of supporting locally owned, inde-
pendent bookstores and has since racked up 
more than $10 million in sales.

As for stores perceived more as destina-
tions, “if they weren’t able to bring that same 
level of dedication to an online presence, 
then they were hurting,” Juenemann said.

“No one opened a bookstore to do mostly 
online sales,” Juenemann said. But a robust 
online presence maintains a connection with 
customers and sets up bookstores to “fun-
nel back into a healthy physical relationship 
with communities again.”

He cited Broadway Books, in northeast 
Portland, as an example of a bookstore that 
pivoted successfully during the pandemic. 
Among other things, it launched a “Year of 
Reading Toni Morrison,” held a virtual hol-
iday-season chat about books the owners 
love, and set up an appointment system for 
in-store shopping. Co-owners Kim Bissell 
and Sally McPherson “just kept evolving and 
tweaking as they went,” he said. “They just 
got better and better at what they did. It was 
remarkable.”

Juenemann also cited three Northwest 
bookstores, including Paulina Springs Books 
in Sisters, that teamed up to host the virtual 
Books in Common NW speaker series. That 
gave readers “something to tune into” and 
reduced each store’s workload for hosting 
events while simultaneously tripling the cus-
tomer base, he said.

Then there were the delivery and curbside 
pickup programs, “each with their own little 
fl avor,” that bookstores created to keep put-
ting books in customers’ hands, Juenemann 
said.

If the pandemic had a silver lining for 
bookstores, it was that many were motivated 
to bring their online sales strategies up to 
date.

Take White Rabbit Books & Gifts in Ore-
gon City, which before the pandemic was 
“completely community-based,” with no 
online sales, said owner Danielle Walsh. 
When the shutdown came, Walsh found her-
self enlisting family members to post a selec-
tion of books and puzzles online.

At a friend’s urging, Walsh also began 
doing livestreams two to three times a week 
in which she discussed books and other prod-
ucts. “I started out with nine people watching 
– those were all my family,” she said, laugh-
ing. Now, she gets 40 to 50 viewers. “I sell 
a lot off that,” she said. “People still want 
to have that community connection and to 
hear about the books. The livestreams were 
a pivot for us and a real lifesaver.”

While Walsh expected her January num-
bers  aren’t going to be great,  she said she  did 
OK  in December. And she recently got help 
from the   Oregon City in the form of a tour-
ism grant that she used to reconfi gure the 
store for socially distant browsing.

Oregon bookstores 
adapt amid pandemic

Dave Killen/The Oregonian

Powell’s City of Books in Portland has partly reopened since shutting down earlier in 2020, 

with shorter hours than before the coronavirus pandemic.
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