MOVERS &
SHAKERS

This colurin highlights promations,
tranafers, hirings, swards won and
other koy personnel moves within the
roa! ostate Send
a brtef biographical summary — includ-
ing the towns of residence and omploy-
ment ond a black-and-white photo, if
desired — to: Movers & Shakers,
Observer & Eccontric Nowsoapars,
36251 Schoolcraft, Livonia 48150,
Our fax numbor i3 (313) 591-7279.

—g T

Joins Century 21

Mary Day, a
‘Troy resident,
has joined Centu-
ry 21 East in
Rochesator Hills.

She holds a
national real
catate salea rank-
ingin thetop 10
percent and isn
A mcmbt:r:,:lflhn':l )

multi-miilion dol-

Mazy Day lar club,

Day specializea in reridential sales
in Oakland and Macomb counties.

eczp—
Jolns Clarkston firm

Carol O'Neil,
who lives in
Clarkston, hns
joined Clarkston
Real Estato Ser-
vices in that com-
munity ay an
essocinte broker.

Carol O'Nell

e
Stepping up

Several membera of the sales team
at Signature Associates-ONCOR
International, 8 commercial broker-
age based in Southficld, will step into
tenderahip rolea of professional nssoci-
ations.

Paul 8. Hoge and Gary F. Sallon,
arsociato brokers, have been elected
1996 president and oecretacy, respec-
tively, of the Michigan Chapter of the
Society of Industrial and Office Real-

tors.

Joseph M. Bonyal, associato bro-
ker, has been elected 1996 presidont
:_f tho hﬁc_hl‘g;nn Chapter nfCﬁrﬁﬁtd

‘Additicnally, David Milter, has
accepted the 1994 Outstanding Man-
ager of the Yenr Award as dotoymined
by o jury of his peers worldwide,

rowth, quality service and leador-
ship were evaluated.

Jon G. Savoy, nssociste broker, has
received the 1895 Realtor of the Year
Award from CCIM of Michigan.

Farmington @bserver

Bricfs, 3F, Real Estate Sales, 4F

THURSDAY, NOVEMBER 30,

1985

» PAGE 1 SECTION

B Success ususlly doesn't
just happen. You need a
plan and focus, And Juck
often results when prepara.
tion and opportunity meet.

By nu&g FUnNKE
BSTayr Wxarza

You doa't become a top-solling roal
estato ngent on wishes, hopes and
droams aloro.

And you don't find contda’, woulda',
shoulda® kinds of peopls heading the
list, cither,

1t takes permovorance, putting in
long hours, gstting up oarly, staying
up late, being on call, not taking no
for an anewor. It taken ti
cliontele nad roferral notwork. It
takea hiring sssistants to better prior
itizo timo. It takea adapting to toch-
nological change.

That’s the consensua of tep-produc-
ing agenta from arca firma.

*I'm an indepondent contractor and
have to make an investment in
myself,” said Glenda Lagrois, an asso-
cinto broker with Century 21 Town &
Country in Storling Helghts.

“I have two assistanta that work
with me. They do tho paperwork,
scheduling of appointments, rales fol-
Jow upe. 1 do all tho personal contacts,
aales and listinge.”

Lagrolu, with 18 yeara in tho buai-
neas, said oho's had in oxcoss of $12
rmillion in sales each of tho lnat threo

yoars,

Linda Rea. » Resltor ussoclato with
Iteal Estats One in Troy, employs
three ossistents. . S

_*It's o different worid,” said Ren, &
. 20-gaar veteran who caun nearly
280 closings lazt year. “Fach (rsais-
tant) has a job to do to keep mo cut in
the ficld”

Ren said she's a big beliover in
spending money through ndvertising
to mako monsy through selea. Her
biggest chollengo is helping clients
geparnte reeds fram waats.

Rea's keys Lo success?

“De willing to endurs, bo willing to
et back co your feet when all doosn't
go well” she said “Be willing to aharo

_back into your business. Have fuli
knowlodge of the marketolacs. Thon
yeu have to care abont tho client and
not s fast : )

the M!d:igm Group in Weat Bloom-
field, el
-between eight a6d ten

 marly fn'the moming. Dim . little bit
agpreasive, but not in aitZchy way. §
sl for business . . . but don't stoan:

lef bo

buck.” .
* Stove Cash, a Roaltor associate with". bet

he'e chalked up sales of -
‘millinn dollars : tionel. You're telking about 8 placo

i » o mmoasurably in oal astate, W
g enouyh, you salds .o . R
uif-‘ develop

P

e

You gotta hustle to be[a success _-‘;’

Top praducers: Some of the most prolific real estate
include, from left, Glenda Lagrois, John Goodman, Dee Wright, Mary Gladchun, Lillian Hoard

and Steve Cash,

you're just entering tho businces,
Cash said. "I've nover met anyone
who consistently catlod on for salo by
ewnora and who called expired list-
{ngs whao dldn't succeed.”

- Dee Wright, an associata broker

with Hell & Hunter of Bloomficld
Hills, safd she had seles last year of

tmore than $8 millien.
f think there’s n big dilference
ween & homo and seltl
‘house,” sha said. .

_“Buying can be a little more uﬁo-

to spend your lifo,

; roing
“where children will be roarcd. When
. you'rs salling, than {0 u businoss.

You troat it aa 8 buaineas and step

away fromn the emotional” -
Previoug careers in banking and

apeech (herapy bavo helped har

W,
fankigfactor. ...

hours s day, bou

s ciawdq the volume do.” -

Lillisn Hoard, sn associate bmkier' s
\ Assoclates in

¢ . Farmington Hilia, nn 18-yorr veteran,
m'. i : sa:!q-’or“:smmm__

*7 tkink the bigqest ploco of advice. ‘@ul}iarrtouthmww.‘m_mli

anyuno gove me is know when to he
quiot,” Wright said. “Somotizos,
nothing is the beat thing to dn or say.
You have to know when to back out
and let peoplo make a dezision,

Jukna Geadman, an sesocinty vrith
Coldwell Banker Schweitser in
Northvillo, sald ho recordod sales Inst
year of $28 million. } )

“QOno thing 1 do is.apend about

salling &° $15,000 & month sdvertising myself

and my proporties.” bo sald. °T call my
sellors at loast twice & weok ond send
congtant written roramunication.

*The customsr always comes firet."”
Goodrman said. “No matter what, you
make thom happy, You're on exil 24
icaliy. That's what,
‘you have to

agents in terms of sales volume in this area

" the faster you get resulta, Real

it TR LD TBTATY THUTOGKAPRER . |

~Soms poopla don't spend na much
timo (60-70 hotrs per week) as I do,”
Hoard snid. *f think that makes a dif-
ferenco, 1 think you have to bo willing
to be on cafl” - . .

Hourd's advico to boginning agents _
“You can't po afraid to ark for the
ordor and don't be afraid Lo nsk for
holp from ansociates.”

Mory Gledchun, brokerfowner of
Ra/Max on the trail in Plymouth, eaid -
ahe sells upwards of 70 houses s year. -

“T'o mo, the trick is really timeli-
uess,” the said. “The fester you go,
astate
won't wait for ydu. You can't put

thing off until tomorrew bocaure
it will eoll today, Co Coon

“Personally, 1 fro} you have to prove -
kanraall' every dey,” she waid. “Nover >

o hi

with Ralph M

anid she averages

to $6 millfon snnually...o- L T

. *I do parsonsl advsrtising on my"
s ond lois of

mail” * told o, not o do things. 1 went
what Ifelt, end }t wozked out well”

for granted. It's bullt:.
ons customer at & time by dolivering -
satisfuctory vesulta, - - o =

1 don't boliove in the word no ol
Glzdchun added. "All-my lifs pev; ur;"»

SmsReE—

‘Hire lawyer before drawing‘up purchase agreement .

1 of our

construction tactics but have

Q. In your yenrg of exporienco
in representing purchascrs of a
housa or condominium, what are
the most common issucs that
you are confronted which could
bo of kelp to thoea of us who are
thinking ahout doing our own
purchaso sgreement?

A. Tho biggest problem that I have
senn over tho yrars {n roprosenting
purchosers in that thoy have not
. sought loga) counse! bofore they s

the purchase agreement and only
considor retaining an attornay for
*closing.”

. Obvioualy, the torms and condi-

urchuse agresment dictats the obliga-

tonoar's |
pera imp

been either misied into acquiesconco by the dovoloper
or have othorwise not boon willing to pursue the
dovoloper aggressivoly. o

Based on my yoars of exporienco in theso kinds of
matters, ] would atrongly recommond that the assocds
ation board consult with knowledgoablo legal counsel
as soon as ible in regard to the rights that tha
associntlon has to pursue those dofocts and deficien-
clos ngainst tho rosponsible partics and/or entitios
and to accure, with the n'nilumce of legal counsel,

Q. The
tion has just been turuoed over to tho co-owners
by tho developor. Thoro ars a number of con-
gtruction defects and deficlonclos In the condo-

1} which we bell are bls to

tke devoloper, including roof loaks, basement
lenks, and poor drainsge.

The d Tond 1

0 per pr o f
too that somothing would be done, but nothing
has boen done to date, and the developer has
only a few unita to sell in the condominium, We
aro d that ths daveloper will run away
from ita obligations and we will be left without

» rem cdg.
What should the asgociation do?
. . take caro of the pr?bloml. Without &

A, Ong of tho audito that wo d to condo- P the jon should id
minlum asscclations when the control of the susocia-  all ives, including the

tien has been turnsd ovar to tho ‘purch P di B
‘from the dovel llod board is tho physical ) )
audit. That audit will determine tho exact composi.  Robert M. Molanar i a Birmingham area afforney,
tion of the condominium act an it rolates to ita  concentrating his practice in the areas of condomini=
“physical condition and will wllow the aasoclation to  uma, renl estale, coi law and litigation. You arg
rnullimtly evaluata whither it hae a claim agoinst invited to submit toplca which you would like to sxd
and other rasponsible partics for any divcussed in this column, including questions about '
fick in the com fon of the vone inl by writing Robert M. Melsner, 80200
Jominium, <2 o, T N . .Telegraph Road, Suite 457, Binghain Farms, Michl: -

:Inyonr inatants, it appoars that tho asaociatlon gan 48025, This column provides yeneral information
“ rasmbers Luve known for a paricd of time of the - ‘and showld not be constriied as legal opinlon,
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architects, as the caso may be, to documont the claim
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