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Continuing Education

Sign up and join us for Kathy Ballard’s “The Goddhe
Sad, The Ugly” (Conventional, Subprime, Predatory
Lending) on November 8, 2007 from 8:30am to 3:3@Gpm
Chelsea at the Comfort Inn. This course is apprdoed
hours (K608) and 2 hours (K5013), including theo&ih
mandatory legal update (6 hours total).

AAABOR REALTOR®
and Affiliate Member
cost is $60. Save $5 by )
registering online. More Pe:f“““ |f54°4'
information (including registration instructionscha map to of t?ILagRLadeook
the Chelsea Comfort Inn) is available at: Continuing Education

http://AAABoR.com/education/continuing education MUST be completed by
December 31, 2007.
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Legal Updatse )

Mo

Kathy Ballard is an instructor for the Greater Liags
Association of REALTORS graduated Cum Laude in 1970
from Anderson College in Indiana. She served orG@bAR
Board of Directors from 2001-2003 and was namediAti#

of the Year in 2001. Kathy has achieved Lifetimenier
Status in the GLAR President’s Million Dollar Cldiiring the 1980s recession. She currently
works as a Loan Originator with Progressive Mortgadnere she averages $40 million in
residential loans per year.

Sponsored by:

LaSalle Bank

now part of
Bank of America

e




Fight or Flight?

Consider the Best Response to a Physical Attack

If you were to find yourself alone in a propertythva client who indicated they wanted
to harm you or rob you, what would you do? Would yat up a fight or try to escape?

It isn’t pleasant to think about, but it's importda know the facts. Experts agree that when
escape is an option, that is the route you sh@le. tRemember, your primary goal in any
incident is to escape from the danger and calhébp.

When faced with menacing behavior, you should fmsto find a discreet way of removing
yourself from the situation. Try to avoid triggagithe emotion a predator might use to justify an

attack. For example, you can say that you neetefpautside to make a
phone call and then don’'t come back inside.

If an attack does occur, trust yourself and stagedis as possible. Think
rationally and evaluate your options. There isingle right way to respond to
a confrontation, because each situation is difteréour response should
depend on the circumstances: the location of ttaelgtyour personal
resources, the characteristics of your assailahtlas presence of weapons.
There are many strategies that are effective, butyust rely on your own
judgment to choose the best one.

No resistance: Not resisting can be the propercehioi a given
situation. An attacker with a gun or a knife may ypaou in a situation
where you think it is safer to do what he or shessd someone tries
to rob you, give up your property, not your life.

’\\\‘

Stalling for time: Appear to go along with the akar. This might
give you time to assess the situation. When hisdgisadown, try to |

escape. z
Distraction and then flight: Obviously you shoutd to get away, but

whether you can depends on many things, including ghoes and
clothing, physical stamina, the terrain and yourxgpnity to your attacker.

Verbal assertiveness: If someone is coming towatd kold out your hands in front of
you and yell “Stop!” or “Stay back!” Criminals habeen known to leave a victim alone
if he or she yelled or showed that he or she wasinaid to fight back.

Physical resistance: If you decide to respond uiaylyi,
remember that your first response should be totlearea

or the home. Act quickly and decisively to throve th
attacker off guard while you get away. Your perdcadety

Is your first priority. Property can be replacedi the value

of your life and health is beyond measure. In 2006,
Michigan Law states that people now will be allowedise
deadly force, with no duty to retreat, if they reaably

think they face imminent death, great bodily hamsexual assault. They can use deadly
force on their property or anywhere they have alleght to be.

Observation: Be sure to make an effort to get @aurate description of your attacker.
Even the smallest details may give authoritiesua tb finding the suspect.



Income Tax... And More Panel Discussion

LEARN ABOUT allowable business deductions, tips to help yaudhan audit, and errors &
omissions insuranc&IND OuT ABOUT the liabilities that you may have because youedyiour
clients around in your vehicl&NOw WHAT documentation you need to keep and how long you
need to keep it.

Join us on Wednesday, November 28, 2007 from 1@0aNoon at the
Dakota Building, 1785 W. Stadium Blvd., Suite 10iddind out the
answers to these and many other questions.

This will be an informative session regarding REAR® personal income
tax, insurance and liability issues that can aff@et and your business.

This event is FREE for AAABoR members, but you MU&gister online
at http://ims.aaabor.com

Invited Panel Members include:

John Avery, State Farm Insurance
Steve Schneider, C.P.A. of Weidmayer, SchneidenaRa& Bennett
Ed Sikorski of The Law Office of Edmund J. Sikorski.

Bring your pencil and paper for notes!

Sponsor a continental breakfast for the attendee$1f00 and receive great exposure for your
company! We provide the sign with your company name logo at the table. Additional
benefits include recognition in promotional matksji@an the AAABOR Website, and in the
monthly e-Source.

2007 REALTORS® Conference Goes to Las Vegas

The 2007 REALTORS Conference & Expo — marks the

100th anniversary celebration of the founding &f th

NATIONAL ASSOCIATION OF REALTORS — goes to
& Las Vegas, Nevada.

There ardNO LIMITS to what you can gain at the 2007
REALTORS’® Conference & Expo, November 13-16 in Las
Vegas, Nevada. With hundreds of programs, netwgrkin
opportunities, cutting edge technology, and moog, gan
customize your Conference & Expo experience to ymads
and interests. Grow professionally and personalifergaining inspiration to be your very best.
It's the 2007 Conference & Expo, and what happemns,ihelps you everywhere!

There’s something for everyone at the 2007 REALT®RS8nference & Expo:



Gain practical solutions and real business tips.

Network with thousands of real estate professiofiata

around the world.

Get valuable insights on leadership and marketiog f

product brand giants, sports, the Internet anatygtom

this year’s distinguished Entrepreneurial ExcelieBeries

line up.

Renew your technology skills and increase your

productivity with hands-on training at the Techrgld_earning Center (TLC).

Learn more and register visit: http://www.realtog/convention.nsf/

Learn From Other Industries
Part |

The little things you love about your favorite eagtant or Web site may serve as great ideas for
incorporating into your real estate business.

Looking for a way to spice up your old ways of dpliusiness? Maybe it’s time to reach beyond
your real estate repertoire and see what compantgber industries are doing to build strong
brands, improve customer loyalty, and provide togeh service.

So don't forget to take notes the next time yodirgng at your favorite restaurant, shopping at
your favorite store, or flying on your favorite laie. The little things you love about those
companies may be great ideas that you can incdspori@ your own real estate business. Here
are six examples to get you started.

Idea: Make Customers Crave Your Service
Borrowed from: Starbucks

How it works: You don’t have to be a coffee shop owner to heeddns from Starbucks’
success. The Seattle-based company has instiltedsh customer
loyalty by taking a commaodity, turning it into a stthave brand,
and hiring friendly staff to serve customized cugifieen years ago,
who would have dreamed of shelling out $5 for angeanonfat half-
decaf hazelnut latte with whipped cream? But nowsd&tarbucks
devotees don’t think twice about paying up for wihaty want.
“We've come a long way from ‘just a cup of coffepdease,” says
trendsmaster Robyn Waters, authoifbé Hummer anthe Mini
(Penguin, 2006).

How you can adapt it: If you're providing run-of-the-mill service,

why would prospects choose you over your compettdrake a cue

from Starbucks and start customizing the servioesprovide. One
way to do this is to focus on a tight niche — dagtoric condos in walkable neighborhoods.
Serve up your specialized knowledge with a smibe, @o it better than anyone else. Prospects
will show their loyalty.



Idea: Learn from your Losses
Borrowed from: Professional Sports

How it works: For pro athletes, losing a big game is never fan. |

fact, it can be devastating. But if they can leswsmething from the

loss, it becomes a valuable experience. Footbdlbasketball

teams watch tapes of the game to see what wenigvenath where

to do better next time. Coaches create practicdsatie targeted at

resolving problems that popped up in past gamesnibers grow

together and learn from mistakes by retooling,dirig in new

players, and learning new plays,” says Voss Gralianmder and

CEO of Inneractive Consulting Group Inc. in MempHAisnn., and author @three Games of
Selling(uGrow Publishing, 2006).

How you can adapt it Didn’t get the listing you wanted? Don’t drown yealf in
disappointment. Instead, focus on what you canaltebat the next listing appointment. Rethink
your presentation. Ask a friend or trusted cowotkewatch you and provide constructive
feedback. Or, do what the athletes do and watate\of yourself. It's the tough — and
sometimes unpleasant — experiences that shouldusag® you to upgrade your skills and
become better prepared, Graham says.

Idea: Get a Four-star Rating
Borrowed from: Dining and entertainment

How it works: Movie producers and restaurateurs know the paiver

a great recommendation or a high rating. Afteryally’re more apt to

watch a film that's been given the A-OK by your daie movie

reviewers, or pick a restaurant with a top ZagahgaMore and more
industries are catching on and using rating systaiseir own. Online retailers, for example,
often allow users to rate products sold on théssi

How you can adapt it According to research by the NATIONAL ASSOCIATIODF
REALTORS’, a solid 40 percent of buyers choose a real eatgrt based on a referral, with
first-time buyers especially prone to using recomdations from someone else. Make it a
routine to ask past clients to refer their frieod$amily. There already are some Web sites that
allow consumers to rate real estate agents. lethauch a site that’s popular with buyers and
sellers in your market, make sure you're listedlmnsite and encourage your past clients to rate
you. Research shows that 66 percent of buyershegywould “definitely” use their agent again
or recommend that person to others, so the odds goir favor that you'll get high marks.

Source:REALTOR.org




January’s General Membership Meeting
Mark Your Calendars!

The next General Membership Meeting is scheduleddnuary 10, 2008at theFour Points by
Sheraton 3200 Boardwalk, Ann Arbor.

Sponsored by:(as of November 1, 2007)

Door Prize Sponsors:
1-800 Got Junk?

New Members

New REALTOR® Members

September 2007

Dale LaClair Edward Surovell, REALTORS
Elizabeth Guyton Edward Surovell, REALTORS
Paul Evans Prudential Snyder & Co.
Bonnie Schneider Keller Williams, Ann Arbor
New Affiliate Members

September 2007

Teresa Myers Midwest Financial Credit Union
Michelle Vesey Midwest Financial Credit Union
April McRae Midwest Financial Credit Union
Lisa Baker Midwest Financial Credit Union
Danielle DeWaard Midwest Financial Credit Union
Cynthia Hagan Midwest Financial Credit Union
REALTOR ® Member Transfers

September 2007

Member Transferred To:

Debra Leutheuser The Charles Reinhart Co.
Roger Leutheuser The Charles Reinhart Co.
Evangeline Cunningham Weichert, REALTORElite Professionals
Diane Byrne Keller Williams — Ann Arbor
Calendar

To see what's happening this month, visit the feifg: http://aaabor.com/events.



