MOVERS &
SHAUERS

—

This column highlighte promotions,
transfers, hirings, awards won and
other key personnnl moves swithin tha

burban teal estiato . Send
a brief biograghical summary—inciud-
ing tha lowns of residence und einploy-
ment and a black and white photo if
desirad—to: Movors and Shakers,
Obsierver & Eccentric Nowspapers,
36251 Schoolcraft, Livonio, 48150,
Our fax number Is (313)-591-7279

W'
Zimberg Jolns Manuel

Bteven Zim-
berg, a certified
financial plan-
ner, parnlegal
and real cstate
ngent has joined
Ralph Manuel
Associates in
3 | Farmingten
l. Hills,

O c Zimberg, a

Bloomfield Hills

Steven Zimbel resident, spe-

cinlizes in helping buyers and sellers
exchange hard-to-sell luxury houscs.

e
Eisenberg promoted

Willinm Eisen-
berg, president
of the Farbman
Froup, has
assumed
responsibilitica
of all project
development for
the company
and will contin-
ue to oversce
Huntingtun
Construction
Co.. a Farbman affilinte

Eisenberg, who lives in Farmington
tHills, juined the company in 1982

g
Williams promoted

Hedley J.
Williams, o
Rochester Hills
resident, has
been appeinted
executive officer
in charge of
day-to-day
supervision of
Farbman's bre-
kerage, mans
agement and
land ncquisition

Hedley ). Willlams

divisinns,

Williams, with Farbman since 1985,
will continue to aversee the company’s
financinl services.

W'
Chioni named chalr

Jerry Chionl, owner of Carlo Tilo
and Marble in Southfield, has been
clected chairman of the Great Lakes
Ceramic Tile Council.

g

Fischer named VP

Edward Fischor Jr. has been
appointed vice prenident and director
of mechanical engineering for BEI
Associntes, an employee-owned archi-
tecturalengineering firm,

Fischer studied at Lawrence Tech-
nological University.
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t's only funny, unex-
pected or unbeliev-
able if it dovan't
happen te you, one
renl eatate agent
said. And it can be
just piain embar-
rassing, too.
Realtars, like other folks, aren’t
immuno from bizarre twists in tha
world of work.

Bill Willis, n longtime agent with
Mnyfair in Livonia, remembers an
exporience ho culled from his what-
more-can-I-do-to-lot-you-know-
we'ro-hers file.

“We called to show a houso and no
one was home,” Willia said. *
knocked on the door real hard and
we went in through the lock box.

] showed two bedrooms, went into
the living room and walked toward
the master bedrvom and hoard a
noise. It sounded like a fan. Iynlled
at the top of my voice, ‘Hellooooo."

“A woman came out of the msster
bedreom with nothing on and said,
‘Hj.' She thought it was her hus-
band, We were all startled..So was
she. The buyer said, ‘Would you
mind if we came back soma other

TORY BY DOUG

der and heard a crashing round,”
Mesaina said. “Al) the molding fell
off the door on the ingide.

“I'm standing there with the
buyer. All tho seller hed to do v
open the door for us. The buyer kind
of giggled all the way through the
hinuse and never came back.”

Buyers can present zany situn-
tions, too. Listen to Leslio Fried-
man, a Renltor with Cranbrook &
Associates in Pranklin.

I wag working vrith clients who
weru very, very specific about their
needs,” Friedman snid. “They want-
ed a scaled-down house, o (irst floor
master, not a big lot, a ranch. We
had been looking for montha,

“One dny, we were driving down
tho name of the streot one of them
had grown up on in a different city.
‘We just happened to be driving
down the street and they saw a
house for sale. Thay said, Tot's just
see that'

*It was n big house, no first floor
master, a largo lot, a coloninl with a
pool,” Fricdman aaid, “They ended
up buying it.”

Ruth Martin, an associato broker
with Remerica Suburban in Livonia,
\'x_Aually Xnows wheve sha's going.

time?™
Just ask Russ Messi iat
broker with REZMAX in the Hills in

Bloomfield, if sellers aro hard to fig-
ure sometimea.

*I made an appointment to show a
house. The selier knew | wes com-
ing. Normatly, they will open the
front door for you, Thay didn't,so 1
had to use the lock box.

*The door wouldn't open, so I
bumped it a little bit with my shoul-

ono time sho had a buyer

and...

“] called the sellar ta make an
sppointment,” Martin said of o
showing "There were two housos for
enlo on that stroet, We wont to tha
other one. The seller said sho did-
n't know mo, I argued with her and
aha let me in. My client bought the

house,
“Then 1 got a call back from the
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other Realtor asking why we never
rhowed up nt her hou Muartin
said. “That's when 1
shawed the wrong on

Rod Ruth, an apres
Exccutives Metra in Livenia,
1y had o once-in-a-lifctime experi-
cnce he'd just as roon forget.

“I forgot to tell my sellera we had
a closing,” he soid. “I talk to those
people all the time, I'scld it three
timea, but this was the first time it
went through.

*They got busy. I got busy. I for-
Rot to call.®

No word on how that one turned

out.

Rich Halmokangns, broker/owner
of One Way Realty in Livonia, fig-
ured he was just doing his job. Tho
man of the house wasn't quite suro
what was happening.

A couple planning to sell without
an agent wanted & Reaitor’s epinion
of the price. Halmekangas, always
prospecting, agreed.

“The lady invited me to go
through,” Halmekangas said. “We
were coming out of the upstairs bed-
room at the top of the stairs when
her husband came through the front
door. His first reaction was, ‘What
are you doing up there?

*They wero both atartled.”
Halmekangas continued. “Sho
thought he'd bo home Jater. 1 was
between them snying, ‘1 can explain.’
1 ended up gotting the listing and
pold it. They said they were
impressed with the way I handled
the shock.”

Hatmekangnw had another chance
1o mnke lemonade out of iemona

WRITER

during his real estate carcer.

I had a Californin buyer in here
who wanted Farmington Hills,” he
reenlied. *Idrove into a new subdi-
vision and kept going and going and
ended up getting stuck at the end of
a cul-de-sac in mud up to the axle.

I called AAA on my car phone.
Then, we went. over financing, quali-
fied them and got oli the paperwork
dane while we waited,” Halmekan-
gos eaid. “After we wers towed out,
they went insido the houso and
ended up buying”

There's alwayn potential for cata-
strophies in the moking. Ifit can
hnppen, it probably will:

“QOne of our biggeat fours is having
«u cat or dog get out of the house and
zhasing it down the street,” Martin
said. *You just panic.” Fortunately,
she managed to corrn) an animal
wheon it happened to hor.

Friedman gets the last word in
this installment of tates of the
bizarre.

I had two separate clieats. I was
showing both of them houses. I had
no idea thoy were related. They
wero sistors.in-law and had differ-
ent lnat namen. They must have
never diacovered they wore working
with tho aame ogent.

“They cach liked the same house,”
Friedmnn said. “Bofore one put in
an offer, she wanted family members
to zec tho house. When tha nister-in-
g:d;'mliod up, sho said, ‘Oh, my

"(jlunlly. you negotiate with tho
sollor. This time, they (relativea)
had to negolinte with cach other.

Ono bought the house.®

C——
AFAL BSTATR
QUINES

expocted i
to inform the purchasars beforehand of the costa of

Q: | am a buildor who per-
formed some oxtra work on a
houso for o customer, although I
did not have a written contract
for the work. Do 1 have any basis
to pursuc them for the extra
monles since it was not in writ

does not impede you from pursuing this claim. in
that regard, there wna a recent unpublished decision
from the Michigan Court of Appeals confirming this
typo of rosult.

Qt We aro a cooporative assoclation who in
ontertaining various insurance bids for tho
teal Stios. I am trylng to convinco the

ing, although my 1ying con-
tract w. .

A8
A: Yen. Under tho theory of quan-
¢tum meruit, where changes are
nuthorized without a written con-
tenct, the court can award the value

of the work. The doctrine does not

roquire actual knowlodge of the
cost nor do you hava a duty

changox that purchasers may havo made in the origi-
nat specifications. You must prove by preponderance
of tho evidences the terms of the aral Bince
there wna ne “transfer of 1and,” the etatute of frauds

o tive board, howover, of tho need to look
olosoly at the directors and offlcers liability
insurance as well. Do you have suggestions?

A: Unfortunately, moat associations look at the bot-
tom line cost of the fire and proporty dnmago insur-
ance and dierogard the torms and condltions of the
dlrectors and officers liability policy that frequently
accompanies the policy issued by tho insurance com-
pany, For community nssotiations, {t {is important
that thoy understand the full extent of caverngo for

the and officars, § ding what p
and/or pri from are provided in the

Builder can charge for work not written in contract

policy. Obvioualy, not all insurance policies have the
samo caverage and/or benofits and this is particularly
true with respect to directara and officera linbility
insurance. g

There aro several companies that stand out among
tho rest with regard to adequate coverage for diree-
tors and officors, but obviously their coat muy be
more. In the final analysis, hawever, volunteer direc-
tors should get tho very best insurauce coverage, aa '
well as the very bast t, legal and t
ing advice they ean find.

Robert M. Meianer iz an Oakland County arca
attorney concentrating his practice in areas of condo-
mintum, real eatate, corporate law and litigation. You
are invited to aukmit topice which you would like fo
ace discussed in this column by writing Robert M.
Meisner, 30200 Telegraph Roud, Suite 467, Bingham
Farme, M1 48025. This column provides general
informaotion and should not be conatrued as legal
opinion.




