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This column highlights promotions,
transfers, hirings, awards won and
other key personnel moves within the

ban real estate Send
2 brief blographical summary—~Inciud-
ing the towns of residence and employ;
ment and a black end white photo if
desired—to: Movers and Shakers,
observer & Eccentric Nowspapars,
36251 Schoolcraft, Livonfa, 48150,
Qur fax number Is (313)-591-7279
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Remy joins Great Lakes

Karen Remy
has joined the
Prudentinl
Grzat Lakes
Realty Bloom-
field Hills office
as an associate
broker.
Remy has
more than 10
3 years expcl]’i~
ence in rea
Karen Rermy estate and is a
multi-million dollar snles producer.
She has enrned the professional des-
ignation of Graduate Realtors Incti-

tute.
Remy also lives in Bloomfteld Hills.

R

Kaljlan honored for sales

Mary Both
Lockey-
Kaljian, n sales
associate with
Century 21
Today in Farm-
ington Hills,
recently
received recog-
nition for sales
N uhki:wemmltl
with emeral
Mary Both Kalltan status in the
Century 21 Masters Club.
Lockey-Kaljian, a multi-million dol-
lor producer, lives in Redford.

~ggg
French's sales honored

Carol French,
o Renltor with
Century 21

try in
Rocheater,
achieved centu-
rion status, the
highest level of
sales achieve-
ment, this year
after reaching
the emerald

Carol French

level in 1995,

French, a Rochester Hills resident,
is n seven-year veteran who special-
izes in residential snles in the
Rochester, Troy and Bloomficld com-
munities,

g

Bromberg elected regent

Stophen A. Bromberg, president
and chiel operating officer with
Butzel Long, attorneys and coun-
sclors, has been clected as a regent of
the American College of Mortgoge
Attorneys. .

Bromberg, o graduate of the Uni-
versity of Michigan Law Schoal, prac-
tices nll aspects of real estate law in
the firm's Birminghom office.

Hec lives in Bloomficld Hills.
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Homes Sold, G3

Her very first: Holly

BY NORMAN PRADY
SPECIAL WRITER

Like memorics of that first kiss or
that first car, thoughts of that first
real estate sale can last a lifetime.

And for somo sales agents, the expe-
rience of thoir first sale and tho fecl-
ings they felt then aro part of their
daily wark now, influencing how they
do their jobs, how they treat their cus-
tomers, and what they think their
rewards are.

*Money is tho icing on the cake,”
snid Sandy Sersen, a salea associate
with Mayfair Realty in Livenia.

But there'a “a feeling 1 atill get,” she
enid, thinking back to her first sale,
“when everyone's happy™

$46,000 to an estimated $130,000.

you get at the closing, knowing that
you did it right.” :

Another agent said that worrying
about her customers, from the firat
one on, is part of a day’s work.

“I warry that the buyers don't
understand tho problems they faco —
risking their financial futures and
thoir dreams,” said Carel Dunshes,
sales nssocinte with Chamberlain
Birmingham.

It was her experience with her own
problems that took Dunshee into real
estate sales. They wero the problems
of rel ing back to Birmingham
after her husband's out-of-town trans-

Crs.
Relocating, she snid, is filled with
stress — about kids and

witha

On Evergreen near West Chicogo in
Detroit. In 1881, *It was all white and
orange. White walls with orange trim.
They loved it.”

For “maybo $23,000,” a man in his
408 bought the houso for his widowed
mother. |

Sersen got into the busineas whon
she was “a for-salo-by-owner” who was
being pursued by agents wanting to
list her house. She thought, “I could
do this” and now s doing $8 million of
it every year.

“Sure, an cxpensive home is great
compared to an inexpenaivo homo as
far as your own income ia concerned,”
but more important is “that fecling

It was a bungal b

school, pets, time, and interim hous-
ing. A wonderful agent is someane
who underatands® the problems “and
what you're looking for. You don't
know the markot, and thore’s great
fear of being sold a house that's over-
priced and poor quality for the area.

“After our relocating experiences, I
decided this wns something I could do
and do botter”

That first customer, three and one-
half years ago, was a young single
man looking for a house he eould ren-
ovate, The challenge was to find a
house in sufficient di

e

Hohnholt of Century 21 Associates in Rochester has seen the value of th'g first hotse she s

Age]r;t's _'i?éihémber their f1

couldn’t bo resuscitated. PR

[t was- wonderful,” Dunshee. said.
*The thrill of the hunt to find exactly
what he could handle.” .

Thoy found it in Royal Oak; he han-
dled it; sold it not long ago at a good
profit and invited Dunshee to his
recent wedding. .

David Beardsley, who can't recall all
the details of his first sale, is clear
about why he wanted to make it.

“I can't remember. I think it was in
‘Westland 21 years ago, over in Ton-
quish (subdivision) across from Hud-
Bon’s.” - .

What ho does remember is the rea-
son this life insurance salesmon went
into real estate, “I hated selling lifo
insurance,”

Whilo driving past a real estate
office on Plymouth'a Main Street, he
thought to himself that if he can sell
iife i *“I can sell hi;
people want.”

He knew from the beginning, he
said, that o house is *the most impar-
tant thing people will ever buy. They
live in it; thoy decorate it; their cgos
are involved, aud thoy love it

1s he pleased with his carcer
change? *I love my joh"

For Holly Hohnholt, nAsnlen agent

old go from

,-s.'l-‘i:t e l K

gle man who worked at the Orion GM
plant. .

“People gay. prices can't keop going
up, going up, but they do*

That first house was $46,000. Four
years lator, it sold again, For $89,000.
“Now,” Hohnholt said, leoking back
over the property’s 13-year role in her
life, “it's maybe $130,000."

John Kersten's first sale was in
1968: a houss in Harrison Township.
“A 2,200-square foot ranch. About
$45,000. Now worth about $275,000
to $300,000."

In the 30 years since, Kersten hns
built his busineas *on quality servico
and making myself as knowledgeable .-
asIcanbe” K

Now president of Century 21 Town' -
& Country, a company reported to
have had 1994 sales of almost $700 _

- million, Keraten said his first sale -
taught him a clear lesson. 2]

It helped me realize that people’s]
really require service. And deserve it."/+2

Hia definition of service is “atten-:
tion to detail, devoting time, and the!
degree of focus to solve people’s prob.
lems in the home-buying experience.”

with Century

could buy at a bargain price but not
in such extremo disrepair that it

ir that ho first sale rics go back of aales associntes:
to 1983, to an 800-square-foot
h house p d by a sin-

With his first sale in mind, ho offers.>
a continui to hia dreds - |

“When you promise something to

be prepared to deliver.”

Developer must disclose existence of flood plain

——— ‘ ¥
Q. I am buying a unit having
m'&ggg signed n purchasoc agreoment

and found that the doveloper did
not discloso to mo tho existonce
of a flood plain over my bullding.
1 am also told now that there

involved. i
Do you havo any commente?

A. Unfortunately, I have observed
i1 situati Javel

may be additional insurance,

been provided to you at the tima of purchase. You
should look into the matter immediately and decide
whether you wish to rescind tho transaction based
upon the true status of the circumstances.

Qiama lnndlon{ and hava hunjd recently
13, 11 1

about a caso de with a dlord's
1llen not being valid here in Michigan. Can you
give me any insight into that?

A. I presume you arc apeaking about a recent

certain where the P
cr has failed to disclose in the disziv-
suro statement and purchase r.gree-

- {700744)

(o212

“1~flood plain.

ment the fact that the property in
question is being conatructed on a

~ While this may not necessarily preclude the dovel-
opment from going forward, addjtional protective
actions must be taken by the developer in order to
ensuro compliance with federal negulations. More-
over, the association may bo requira to obinin insur-
nnce at o substantial additional i

Michi Court of Appeals case that held that where
a tandlord did not file n financing statement to per-
feet his “landlord’s lien” an the collateral in question,
the terinnt is not linble, despite nn apparent exclusion .

must fall within the coverage of Article 9, which
would require that the lien be perfected as is the case
with other security interesta. .
The court in that caso jndicated that the sccurity
intereat entered into was not a landlord's licn as thia
term is normally defined in Article 9. .

The court waa enying that a lien act out in o lease

does not become a Jandlord's lien by virtuo of the fact
that the jonship is between & landlord and a ton-

ant. a

You should review this matter with respect to all
future lease arrangements that you have with your
counsel to ensure that you are protected and secured.

Robert M. Mcisner in an Oakland County aréa

of landlard liens from the filing requir t
imposed by Articlo 8 of the UCC.

uttorney g his practice in the arcas of cod-
dominiums, real cstate, corporate law and litigation.
You are invited to submit topics that you would like to

In o fairly exhaustive opinion, the court of appealn
ically indi d that Michigan does not i
eithier n common law Iandlord lien or o statutory lien.
Since it can only bo created by statute, the court in
following other states’ decisions, indicated that the

Obviously, this is a material fact that should have

under Article 9 of the UCC regarding land-
lord liens is inapplicable and the lien in question

sec di d in this column, including questions
about condominiums, by writing Robert M. Meisncr,
30200 Telegraph Road, Suite 467, Bingham Farma M1
48026, - -
This column provides gencral information and
should not be construcd as legal opinion. s




