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Coming in 2008

EDUCATE
YOUI'?SELF
2008

Mark your calendars and join us for these upcomingevents:

January 10, 2008:  General Membership Meeting
January 30, 2008:  Agent Business Planning — Comigniducation (with Laura Schlecte)

February 2008: Are Your Clients At-Risk? Mortgagel & ax Foreclosure Prevention

February 14 2008: GRI-I (Designations Matter)

March 2008: Learn Self-Defense Techniques

April 2008: Celebrate Fair Housing Month and LeAbout Opportunities for Home
Ownership

May 2008: A Mortgage Fraud Update (What's the laseam?)

June 2008: Being Green Isn’'t as Hard as You MayK.hi

Special Thanks to the Ann Arbor Area Board of REALTORS® Education Committee




Making the Most of Downtime
Slower times mean opportunities to improve youtsstnd evaluate your business procedures.

John Westman has been busy since last summer mgdtez finer points of
his new Canon EOS camera. The slowing market ims$seciate broker’s
area has been tough on Westman’s bottom line. lahs¢ in better times
had been selling in less than 90 days are now lahijg for more than a
year. But rather than lament the leaner times, thefermined to find some
smart and productive ways to plug the gaps indrimérly hectic daily
schedule.

So Westman, CRS GRI, of Westman Realty of Grand Rapids, Michro#ied in a class offered by a
local photographer, hoping to improve his once digpicture-taking skills.

“I could get something passable for the exteriat,the interior? No way,” he says. “I was famous fo
shooting the glare off windows and the reflectionmirrors.”

Westman isn’t alone. Other real estate professsoai@ using today’s market downtime to hone
important selling skills, to find ways to drum upw business, and to help existing clients weather t
tougher times.

Jim Johnston, ARB CRB, of The Home Specialists in Pocatello,
Idaho, noticed business was slowing down last fdl became
determined to reinvigorate it by getting back tgibs.

“When things are busy, you don’t do the prospectingll the letter-
writing, the thank-you notes — that made you susftg$ says
Johnston. “I made a concerted effort to call allfmgnds and remind
them that I'm a sales associate.” Johnston alsaketbon doors in
neighborhoods around his listings, looking for nayginess.

The result? “It worked,” he says. His businesgi®0 percent over last year.

Erica Cuneen, owner of Beyond Properties in Oak,Rkr, opened her brokerage last February and
soon found herself pondering the ins and outs ahtaiaing productive working relationships with
associates. “| wouldn’t have had time to work ois thI'd been as busy as usual,” she says. “I waliil
have given it the attention.”

With time on their hands, she and her associates tr@ated individual documents describing their
work habits, stressors, warning signs of a bad dag,expectations of everyone else in the office.
Cuneen says it's a way to address potential prableefore they escalate into full-bore conflicts.

Like Westman in Grand Rapids, Cuneen has beengakaisses. She has become
a Certified EcoBroker to solidify her niche. Eveaity, says Cuneen, the market
will accelerate. “And when that happens, I'll balig glad | used this slow time

to improve some things in our business,” she says.

Paul Critelli, a psychologist also based in Gramagis, says taking proactive
steps makes handling the stress of a slow market manageable.

“Assess what you'’re doing,” he suggests. “Thinkwhehat you've always
wanted to try but didn’t because you were too biisyow out what hasn’t
worked in the past. It might not help you sell mboeises tomorrow, but over
time, it'll benefit your business.”



Set small goals — Critelli calls them “goalettes”fer each day or week. “You
don’t have to set out to be the archetype of dissassociates; just make sure you
have something at the end of the day that you agrysu accomplished,” he

says.

It's also important to have a financial plan foe thevitable market slump. “It
doesn’t matter who you are, multimillion sellersluded,” says Guy McCook, GRI, of Hasty Realty in
Laurinburg, N.C. “In this business; you're goingiave slow times. There will be times when you have
significantly less income than you did last ye¢Cook says both veteran and rookie sales asseciate
should be encouraged to take a look at their fisgahdness. “If you wait until the market changes t
prepare, you've got problems,” he says.

The Small Business Administration is an often-ovekled resource for business owners needing to
adjust to new market realities.

“The best resource for real estate professionaisolsably our network of
technical assistance providers,” says Joe FoldBA, @strict director in
lowa. “They can help you work through adjustmemtd ehanges, like
when you have to make do with a reduction in incoifey can help with
ways to restructure debt, make changes to operatipgnses, and better
manage your accounts.”

SCORE Association (Service Corps of Retired Exges)iis an SBA partner that also offers help to
business owners including real estate professiohiglenline services include confidential counsgli
and business tools.

New market strategies also can help in a slow maibkek Fulton, managing broker for Coldwell
Banker Bain in Seattle, encourages his salespeopbeus on the current competition in an aredaat
than the solds.

“The way to make it happen is to make sure youperty is the best value,”
he says. “Sales associates need to be on top obthpetition because,
week-to-week, it's going to be changing.”

It's also important to spend more time with sellevho may need extra
coddling in a slow market. Johnston, with The Ho8pecialists, says he lets sellers know up frost th
their houses might not sell as fast as they’d hopaf’ve found that if you continue to talk on aygar
basis, they'll understand,” he says.

Source:REALTOR.org

Do You Have Your GRI?

You can profit from a GRI Designation

Whether it's a first step or a next step in thespitirof advancing your business, you'll profit from
holding the GRI designation. According the NatioAasociation of REALTORY GRI designees earn
an average of $33,000 more annually than thoseouiitthe designation.

GRI is an exciting program that provides practreall estate sales training for the
novice or the veteran. The goal of the GRI progisto prepare REALTORSto
provide more professional service to the public bedewarded through increased
commission income.

Marketing properties, home selection and finanaregjust a few of the skills today's consumer looks
for when they select a real estate professiona.GRI designation tells your clients and your



colleagues that you have completed a comprehepsbggam and have earned the mark of professional
excellence in the field. Regardless of your timéeogth of experience, you can profit from holdang

GRI designation. GRI classes are designed to quagtical topics, specialized issues and to coraplet
the hours for broker licensure requirements instia¢e of Michigan.

Learn more at http://www.aaabor.com/education/degign_programs/

Safe Steps for Meeting a New Client
Here are 10 steps you can follow to help take idleaut of meeting prospects and clients:

1. Make sure you are not alone in the office when mget
someone. If you are alone, call a friend or colleagefore the
client is due to arrive and ask them to call anelcklhon you 15
minutes into the visit. Then call them back whea person has
left your office.

2. Ask each new client to stop by your office and ctetga
Prospect Identification Form, preferably in thegamce of an
associate.

3. When the person arrives, get the make, model ardde
number of their car. Check this information youfsedon't just
take their word for it. You can do this discredilywatching them drive up, glancing out at their
car, or checking it when you leave the office.

4. Use a registration book for all clients and othisiters. Be careful to make sure that everyone
signs in.

5. Photocopy the client’s driver’s license and retais information at your office. Legitimate
clients should not mind you photocopying their drig license. People freely show their licenses
to the clerk at the grocery store when they wiiteaks, and they show their IDs to rent a movie.
Be sure to dispose of this sensitive informatiooperly when you are finished with it.

6. Get personal references as well as employment ame nformation. Then check all references
and verify employment and current address. Cheaktygoroperty records to confirm
ownership.

7. Introduce the prospect to someone in your office. A
would-be assailant does not like to be noticed or
receive exposure, knowing a person could pick
him/her out of a police lineup.

8. Always let someone know where you are going; leave
the name and phone number of the client you are
meeting.

9. When talking to any client or prospect, be carefutl
to share any personal information—specifically,
details on where you live or information that cdiowa the person to pinpoint your home.

10.When showing a property, always leave the frontragade open while you and the client are
inside. As you enter each room, stand near the. door

See more safety tips on NAR’s Website at: http:Mnwsgaltor.org/about_nar/safety_week/index.html




2007 Cost vs. Value Report

Home rehabbers who are considering a move in th#ooedistant future should
focus mostly on exterior upgrades. That’s the nges$am REALTORS® who
participated irRemodelingnagazine’s 20th annual "Cost vs. Value Reporthedo
cooperation with REALTOR® Magazine.

REALTORS® in 65 markets were given constructioncspend costs on 29 upscale
and midrange projects and asked to estimate tlemge return at resale.

Of projects that saw national cost recovery rateaare than 80 percent in 2007,
only one — a minor kitchen remodel, with 83 percaintost recovered — was a
strictly interior job. The others were an upscatkng replacement using fiber
cement materials (88.1 percent), a wood deck antd{85.4 percent), midrange vinyl siding
replacement (83.2 percent), and upscale vinyl anldamge wood window replacements (81 percent and
81.2 percent, respectively).

On most projects, the value of remodeling trendaardin 2007 compared with 2006. No project
exceeded an 88 percent return. The likely culfportshe year-to-year drop: rising remodeling castd
slowing home appreciation brought on by the ladeiusousing

market in many areas.

The story was somewhat different in the Pacifiaaeghowever,
where REALTORS® estimated cost recovery of mora th20
percent for six projects: a wood deck addition,iaankitchen
remodel, fiber-cement siding replacement, wood wnd
replacement, and an upscale wood and vinyl windeplacement.

Nationally, projects at the bottom of the cost-reay ladder
included home office remodels (57 percent), instgla back-up
power generator (58 percent), and adding a mideangroom (59.1 percent).

Put Costs and Values in Context

Looked at over a number of years, some projectsapp recoup considerably less than others. Home
office remodels, for instance, have been at or tleabottom of the national averages since 200whe
the project was added to the survey. People img#tia home office typically do so to fill a spci
need, such as to start a home-based businesecoi@hute. A prospective buyer with different space
needs won't see the value, regardless of the cost.

On the other hand, since minor kitchen remodel®waeded to the report in 2004, they've consistently
ranked among the highest-value projects, accorimpgactitioners surveyed.

When looking at cost estimates for individual potge
remember that averaging tends to have a leveliiegtedn job
cost data. Also, seemingly small differences irjguosize and
scope, or in the quality of finishes, can dramdlicafect final
project cost.

It's also important to consider whether a remodesieace

reduces the perceived number of rooms or avaikdplare

footage. For example, carving a half-bath out afsed storage

space under a staircase is an obvious gain ineisphkce. But
converting an existing bedroom into a master batfile a positive development in many respects, may
reduce the number of bedrooms below the minimuneetgtion of some prospective buyers.



Similarly, the cost recouped on a given remodetirggect depends on a wide variety of factors. These
include the condition of the rest of a house, thiei® of similar homes nearby, and the rate at which
property values are changing in the surrounding.akéhome’s urban, suburban, or rural setting also
affects its value, as does the availability and obsew and existing homes in the immediate vigini

Finally, there can be wide regional swings. A midya bathroom
remodel recovers 85 percent of its cost in the Isbut only 63
percent in the Midwest.

Where resale value is a major factor in a home owmkecision to
remodel, the best course of action is to consuh wilocal remodeler
about construction cost — and look closely at irgs and market
conditions.

Survey Changes Affect Results

Some of the volatility in year-to-year comparisoesults from two changes to the survey itself. The
first is a general overhaul of the project deswimg and cost estimates, begun in 2006 and conagplete
this year. These changes resulted in cost incréaiggss than would have resulted simply from rising
labor and material costs, notably for major kitchemodels, bath projects, and siding replacem@ihies.
construction costs are more accurate than in puswears, but they combine with slower home
appreciation to create a lower percentage in theeveolumn.

The second change began in 2002 with the introoluctf higher-
priced upscale versions of some projects. Althahghrange of
costs thus created made the report more usefoipacted year-
over-year comparisons. While the trend of corequtsj turned
down in 2003, the trend for all projects peake@005 before
turning downward.

As we continue to survey all 29 projects, we expextd data to
become more reliable. Until then, the most usefnhparisons are
of national data for single projects and of reglawst and value
differences.

Southeastern Michigan specific data can be fourndtpt//www.aaabor.com/downloads/News/e-
Source/CostvsValue-Detroit.pdf

Source: REALTOR.org

Converting Technology into Cash
With Verl Workman

We live in a "high-tech” world today and it is adamn fact that more than 75%
of all buyers and sellers go online to search fopprties before ever
contacting an agent. Agents absolutely must bedeoteology-savvy in order
to compete, and more importantly, to provide th@ises which their prospects
and clients expect.

Approved for 3 hours (K559) of continuing education

Open Seats won't last long for this one! Register dw!

This class i$REE for AAABOR members, but yoMUST register
online at http://ims.aaabor.com



Non AAABOR member cost is $50, please call the Bafice 734.761.7340 to register.

Over the last 15 years, Mr. Workman has been ethggzahotivating and training
sales associates, entrepreneurs, real estate agehisokers worldwide. His
exposure and knowledge covers all aspects of sakeketing, self-promotion, real
estate, management and technology tools. Verl élageded more than 500 seminars
over the past 6 years and has helped thousandspfereach their goals through his
empowering presentations, tools, and personal aog@nograms.

Verl brings his contagious enthusiasm to every samand delivers to his participants the necessary
performance skills, the latest, most effective potion tools and systems, practical lead generating
methods, proven dialogues, automation of busirassjntroduces numerous proven systems for
industry excellence now and of the future. His préations are the key to unleash your unique sgllin
and profit potential whether you are a new or seedales professional. Verl inspires and helpk eac
professional understand and utilize their powdsuitd relationships, win clients, and keep themlifier.

Sponsored by:

New Members

New REALTOR® Members
November 2007

Kimberley Brunelli Edward Surovell REALTORS
Sandra Dove The Charles Reinhart Company
Maria Reyes Keller Williams, Ann Arbor

Julie Shaffer-Dropsey Three Oaks Realty LLC

Steven White Edward Surovell REALTORS
New Affiliate Members

November 2007

Kurt Hudgins Protech Environmental Service
Asim Khan Ann Arbor Environmental Services, LLC
Mark Marker Metropolitan Title

Calendar

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



