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Potor R. Mills has been
named president and chief ex-
ecutive officer of Ross Roy
Inec., effective Aug. 1. Mills
joina Ross Roy from BBDO
North America whero he has
been president and chief oper-
ating officer since 1991,

Janet Lynn Kostiz hns
joined Somanetics Corpora-
tion as a buyer. Kostiz will aa-
aist with the campany’a pur.
chasing requirements,
Somanetics inventory plan.
ning and control, closing or-
ders and expediting purchases,
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Winners: Mr. Bulky stores of Troy (top), owned by Sidney
Rubin, and Raj Vattikuti of Complete Busi) Solutions in
Farmington Hills won Entrepreneur of the Year Awards.

Honorees linked
by common traits:
vision and growth

stY lz%lr? F’VEJNKB ‘Whotesale/Retail Entrepreneur of the
AFF WRITES Year,

Two Bloomficld Hills residenta
m’;;r&‘::h":g&'g;i’;z;:;:;sc:: E:: around the state were nominated in
trepreneurs of the Year in Michigan. nine eategories.

Rajendra B. Vatti of “They aren’t publicly held, but

Tom Boll has been pro-
moted to senior account execu-
tive ot the public relations
firm of Hermanoff & Associ-
ntes in Farmington Hills
where he will continue to work
on several of the agency's ser-
vice industry and public sector
accounts.

Thomas J. Heetor to gen-
eral sales manager, responsis
bLle for sales and marketing
functions at the Wolfe Enve-

lope Company in Blemingham, More than 115 companics from

To submit materials to this
column, please send g brief bio-
graphical summary elong with
a black-and-white photo, if
possible, to: Business Editor,
Observer & Eccentric Newspa-
pers, 36251 Schooleraft, Livo- 4
nia 48150, There is no charge.  Hectar

Compl Busi: Soluti In  they're successfully managed and N
Farmington Hills, was selected Ser- quietly growing over the years,” spid Cerving aniche
vice Entreprencur of the Year. Bryan A. Becker, director of en- Vattikuti, 41, worked as a project
Sidney R. Rublin, president and treprencurial services for the Detroit leader for Chrysler and as g The
chief exccutive officer of Mr. Bulky office of Emst & Young, a mojor ment information syatem director for _
Treats & Gifts in Troy, was chosen  sponsor, Yurika Food Corp. before establish- Sce HOROREES, PREVIOUS PAGE

ing Complete Business Solutions in
1985.
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His wild, wacky messages ring

straight and true to Realtors

BYR.J, KNG
STAFF WrITER

About this time every year,
John Tenza, s motivational
speaker who mingles humor with
magic, stands before a group of
real estate professionals with a
large piece of driftwood In his
hands.

*“I just remind agents that this
ia the time of year people really
come out of the woodwork,” said
Tenza, president and founder of
Queation Master Inc. in Ann Ar-
bor, “The kids are out of schoo!
and families want to move into
larger homes before clusses start
up ogain in September.”

Tenza is also partiol to dressing
up like a troll to play out ogent
fenrs, waving a sta(f llke Moses to
separate scrious buyers from
lookers and throwing fire from his
hands to consume bad habits,

“The most important thing
that I can get across in a sales
training seminar {e that profes.
ajonal selling i3 questioning and
not telling,” said Tenza, a former
real estate owner and broker for
14 years,

“If you question your chent
about their nceds and desires,
and then work toward those goals,
the client will always know that
you’re working on their behelf. If
you try to tell clients what to do,
you've lost them.”

To drive home his point, Tenza
will use bricks during the courae
of a seminar to demonstrate how
trust between on ngent and client
Is built up one block at a time,
During a break, he'll switch the
stone brick with one made of foam
and wait for the class to return,

When someono asks a question,
Tenza will hurl the foam brick
* across the room. Why?

It keops people on their tocs
vand glves them a great reference
polnt for recalling the lcsson,”
said Tenza, who belongs to a
handful of magiclan clubs,

“Education today should be
fun and informative, We're In the
MTV generation and people don't
want color TV, they want it with a
clicker and 150 channels, You
have to provide a zing overy three
to seven seconda or you've lost
them,”

Such devetion to what Tenza

AY-Y-Y-YI John Tenza breaks into his Fonzie (“Happy

JIM JAGUFRLDISTATY, PHOTOQHARILER

Days") act to demonstrate the need to show confidence

in dealing with people.

calls “"high-tech, high-touch semi-
nars" has fueled incredible
growth for Queation Master, Thia
year, Tenza sald ho is booked for
165 programs, his best output
since he opened the firm in No-
vember, 1988,

Most recently, Tenza developed
a unique biweekly training pro-
gram for the Remerica Resl Ea-
tate Corp. in Plymouth, Remeri-
ca, which specializes in residen.
tial properties, opened a month
after Tenza and currently has 13
outlots in western Wayne and
northern Oakland countles.

“John had been providing sem.
inars for us off and on, and finnlly
in February we signed him to do
seminar for our agents every two
weoks, for a three-hour seaslon,”
sald Jim Courtnoy, Remerica’s
president. ¥Our feeling 1s you can
never have enough training.

“There's alwoys something you
need to work on or refine and the
market’s always changing. The
toplea change every session so he
might do one on prospecting, or
selling the seller, or how to handle
cold calls or handling objections,

John has been a great asset in our X
"

success.

Courtney said between 60 and
70 agenta attend each seminar,
There is $10 charge for materiols
for each program.

Success at Remerica and Ques.
tion Master appear to go hand In
hand. Remerica is on target to
open 26 branch offices in Michi-
gon by the end of 1994, Fran-
chises, which run $2,995 aplece as
compared to $20,000 or more
other real estate firms charge, will
be expanded to surrounding
atates In early 1995,

Meanwhile, Tenza will conduct
twa seminars before the Michigan
Asgociation of Realtors in Octo-
ber. Hia rates are $1,000 for a one-
hour sousfon, $1,500 for three
z_wluu and $2,600 for an all-day af-
ir, :

“Tho thal eatate companica just
cat me up,” sald Tenza, “Thoy
know I was out on the atreet just
liko them. I've door-knocked over
20,000 homes so I know what it's
like to cold-sell. The beat advice
18 to always liaten to the client.”
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‘on the house.”

Our First. Security toan officer .

" made refinancing quick and *
easy. By signiticantly lover- -
ing our monthly payment. .
we saved enough to 1ake that |
vacation-of-a-tifetime, Italt
started-vtl 2 phone call and
a feds munytes of our time,,
but it was lime vrelt ivested ~

Relinancing today may
provide olier advantages:
«.0Deht consohdaton
= Reduction in the e of
" our mortgage
« Cash back to you!
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