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A Message From 
The Desk of Rick Hale

CHANGE – IT’S NOT 
A 4 LETTER WORD
“In times of profound 

change, the learners 
inherit the earth, while the 
learned find themselves 
beautifully equipped to 
deal with a world that no 
longer exists.”    Eric Hoffer

You are going to have to be different 
today than you were yesterday in order 
to be, have or get something different.  
Do you want more leads, more money, 
better health, richer relationships…?  
You can have all that and more.  
However, changing your mind, your 
habits, your routine and even your 
friends may be required.  Are you 
ready?

Practitioners new to the real estate 
business often times have a distinct 
advantage over those who have been in 
the profession for years due to the fact 
that the information that they have 
learned is relevant TODAY.  Realtors 
new to this exciting industry understand 
what a short sale is; they embrace 
technology and GET the need to 
facebook, YouTube and Twitter as part 
of their Lead Generation.

In marketing homes, real estate agents 
need to be ever more creative with 
social media and video hosting web 
sites.  In the last 7 years, the % of 
people who used the internet to search 
for a home has grown to 90%.  How is 
your internet lead generation program 
working for you?

Short sales are still a viable part of our 
business.  Do you have a short sale 
referral plan in place?  Have you 
perfected your short sales listing 
presentation?

There are new RESPA requirements, 
the HUD-1 and GFE have changed – 
have you attended the training to ensure 
that you are the very best real estate 
consultant your clients can hire?

Sustainable living is making huge 
progress.  Builders and Developers are 
identifying new ways to create 
ecological housing.  Have you attended 
a “Green Housing” class to learn what 
your clients know?

Be responsive to change.  TODAY, 
identify areas in your real estate career 
and in your life that may be due for a 
change and “JUST DO IT”.  Write out 
your plan for change and share it with 
an accountability partner or mentor.

It’s not hard.  Below are 6 simple steps 
you can take immediately to effect 
change.

THE 6 STEP 2010 PLAN FOR 
CHANGE:

1. Give that “lead generation” thing a 
try.  Be on purpose this year with your 
plans to grow your database.  Start with 
participating in Power Hour and meet 
with your Productivity Coach or Team 
Leader to develop a Lead Generation 
strategy.  They want to help you and lest 
we forget, WE ARE IN THE LEAD 
GENERATION BUSINESS.

2. Exercise.  Drink plenty of water. 
Take a 10-30 minute walk daily. And 
while you walk, smile. 

3. Attend Team Meetings and at least 
one other career development course 
each week.  You don’t know what you 
don’t know.

4. Make peace with your past so it 
won't spoil the present. Don't take 
yourself so seriously... no one else does.

5. Teach a class in your Market Center 
– it’s amazing how it will help you 
grow.

6. Forgive everyone for everything.
Begin your plan TODAY and Happy 

Selling!
Noted author and speaker John 

Maxwell said “As you begin changing 
your thinking, start immediately to 
change your behavior. Begin to act the 
part of the person you would like to 
become. Take action on your behavior. 
Too many people want to feel, then take 
action. This never works.”
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TIPS TO MAKE THE MOST OUT OF FAMILY REUNION
Continued fron Page 1
you are at Family Reunion are unique. Make 
sure an agent that is not going is at home 
watching over your business. This week, 
other agents are your clients. Meet as many 
as you can. When you spill out into the vast 
dining hall for lunch, don't sit with more than 
one person you know. Your agent referral 
business is built here. I purchased a KW 
denim jacket at reunion back in 2004. The 
left pockets are for my business cards. The 
right for ones given to me. The top pocket 
has a pen to jot down a quick reminder of 
what we spoke of. If the woman next to you 
says she has a Great Dane, then the back of 
her card should say Great Dane. When you 
get home, these cards go into your Referral 
Agent 33 touch. The first touch is a personal 
note saying how much you enjoyed meeting 
her and hearing about her Great Dane, and 
by the way, keep you in mind for any clients 
she has moving to Atlanta. You will also 
make friends. There are still agents that I get 
together with at both Mega Camp and 
Reunion every year that I met at previous 
events.

Tip four: Have some jambalaya with that 
mint julep. There is nothing worse than 
being too hung over to go to the class that 
would have made the biggest difference in 
your career. Gary Keller loves to talk bright 
and early, because he knows those are the 
people who are really there to expand their 
business. Also, take precautions to stay well. 
This has been a crazy bad flu season. I take 
Airborne every morning and night. Wash 

your hands, squirt sanitizer, do whatever 
keeps the bugs at bay. You will be shaking 
hands and hugging on people from all over 
North America and you don't need to take 
that strain of the black plague back with you.

Tip five: Check out the location. Leave 
yourself some time to see New Orleans. Take 
a home tour (you do like houses, don't you?) 
Have a good meal, soak in the history. The 
city was hit hard during Katrina and they are 
going to be really happy to see you. Enjoy! 
Isn't that what it's really all about?

Wishing you prosperity!
RESPA TIPS FOR A 

SMOOTHER CLOSING
Kim Smith

Closing Coordinator 
770-874-6208

When you send a contract to 
the attorney and the lender, 

make sure to give each of them the 
other’s contact information.  Specifically 
include the Precloser’s contact 
information for the lender so that they 
may request fees for the Good Faith 
Estimate in a timely manner.  If the 
parties have agreed to use a different 
attorney than the one in the contract, 
make sure you have this in an amendment 
on the front of the contract to avoid 
lender confusion.

Let both the closing attorney and the 
lender know up front that there will be a 
Power of Attorney or a mail away 
closing.  Extra fees are charged for these 
and they will affect section B of your 

Good Faith Estimate.  Actual numbers on 
the HUD may be no more than 10% 
greater than section B of the GFE.  
Undisclosed fees have the possibility of 
pushing the total amount over the limit, 
requiring a new Good Faith Estimate and 
another 3 day waiting period.

As usual, all amendments to the contract 
sales price and closing costs should be 
sent to the lender and closing attorney as 
soon as possible.

It may be a good idea to set closings 
early in the day.  The back and forth 
between the lender and attorney could 
cause the hour-long closing to be a thing 
of the past.

Most importantly, set expectations up 
front with your clients.  Let them know 
that there are new guidelines in place, and 
closings as well as the closing process 
could be bumpy and lengthy.  Serenity 
levels are inversely proportional to 
expectations!

LOOKING FOR A VENDOR?  CHECK OUT OUR OFFICE APPROVED VENDOR LIST!
DON’T FORGET WE’RE ALWAYS LOOKING FOR OUTSTANDING VENDOR SPONSORS.  IF YOU HAVE A VENDOR
YOU’D LIKE TO SEE ON THIS LIST SEND AN EMAIL TO REBECCA JACOBS -> OURATLANTAHOME@GMAIL.COM!

Please Support Our In-house Partners!

Michelle Davis
Productivity Coach’s Update

TIPS TO MAKE 
THE MOST OUT OF 
FAMILY REUNION

It's hard to believe I am 
about to make my seventh trip to Family 
Reunion. Every year I leave amazed at 
how much KW has to offer. It can be a bit 
overwhelming, especially if you are new 
to the real estate convention game. Here 
are a few things I've learned over the years 
that have made a huge difference.

Tip one: Find out who from your office 
is going. Have a meeting before and make 
a mobile phone/text contact list. 
Download the course list and see who is 
planning on going to what. There is no 
way you will be able to attend every class 
you want to, so share the wealth by 
tag-teaming. Plan a meeting for the week 
after and have a debriefing.

Tip two:  Make an action plan list. The 
most important part of any education is 
implementing the great ideas when you 
get home. A few years ago I started doing 
this and it works like a charm. After 
registration, take the Family Reunion 
2010 book and flip to the back. At the top 
of the last three Notes pages, write Action 
Plan or Golden Nuggets. Each breakout 
session will have either a section for notes 
or a handout. These back pages are only 
for the best ideas. You may take several 
pages of notes, but the few things that are 
most important go on these back pages. 
When you get home you will have a 
summary of only the best ideas and plans, 
vs. fighting through the book trying to 
find them.

Tip Three: Talk to strangers. The days 

list 2 last
Call List 2 Last and I T ’ S  D O N E !
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F u l l  L i n e  o f  A g e n t  L i s t i n g  &  M a r k e t i n g  S e r v i c e s  

Julie Devine 
770-639-4022

Jonathan Cundiff  
404-610-1011

Don Hadden
404-277-1131

I N T O W N  A T L A N T A

Y O U R  A T L A N T AY O U R  A T L A N T A
R E A L  E S T A T E  R E A L  E S T A T E  

E X P E R T S !E X P E R T S !

2010 ALC
Frank Brockway
Ryan Garrett
Sandy Geisel
Hunter
Rebecca Jacobs
Anna Kilinski
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GEORGE NIEZGODA
404-214-1470

gniezgoda@remgroupin.com

Bert Horton  MCA
Michelle Davis  Productivity Coach

Alene Brodsky  Assistant Team Leader
Rick Hale Acting Team Leader / O.P.

Beverly Luke
Abbie Shepherd
Bill Shoemaker
RJ Vojnich
Melissa Wakamo
Shirley Welborn

DALBY SPEERS
770-640-0009

www.AtlantaReroof.com
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Still only 5¢.

Keller Williams® Realty 
Intown Atlanta

621 North Avenue, Suite C-50
Atlanta, GA  30308

404-541-3500

SUN APPRAISAL SERVICES
 JAMES FIELDS

404-624-8128
jfields4@comcast.net

HERB
404-255-6275

www.advphoto.com

Kati Heller
Attorney

404-502-3334
Nikki Smith
Closing Coordinator

404-680-8794

JASON COWART
404-456-6341

aircocomfort@att.net

THIS SPACE IS 
RESERVED FOR AN 

OUTSTANDING 
VENDOR SPONSOR

JEFF NICHOLS
770-594-2222

www.edificeinspections.com

THIS SPACE IS 
RESERVED FOR AN 

OUTSTANDING 
VENDOR SPONSOR

THIS SPACE IS 
RESERVED FOR AN 

OUTSTANDING 
VENDOR SPONSOR

HOME WARRANTY 
OF AMERICA

CARYN DEOLIVEIRA
888-492-7359 / 404-324-2293

GINNY NESTOR
800.445.6999 ext.486
ginnyn@orhp.com / www.orhp.com

DALLAS GAMBLE
770-804-0640 

www.homesafeatlanta.com

TRACY COTRELL
404-218-1040

www.home-probe.com

CARMEL BOOTH
770-905-0333

carmel@galishgroup.com

DAVID AUSTIN
678-432-5464

davidaustin@Skylinepest.com
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HERB 
404-255-6275 

www.advphoto.com 

LEBAN ENGINEERING 
& HOME INSPECTION 

MICHAEL LEBAN 
770.509.5291 
lebaneng@aol.com 

www.leban.com 

 
 

CARMEL BOOTH                            
770-905-0333  

carmel@galishgroup.com  
 
 
 
 

DALLAS GAMBLE                
770-804-0640 

www.homesafeatlanta.com  

 
JASON COWART          

404-456-6341                 
aircocomfort@att.net 

 
HOME WARRANTYHOME WARRANTY  

OF AMERICAOF AMERICA  
CARYN DEOLIVEIRACARYN DEOLIVEIRA  

888888--492492--7359 / 4047359 / 404--324324--22932293  
www.hwahomewarranty.com 

 
LISA ROMANS                
678-721-9000 

www.stagedbyfirstimpressions.com 

 
 

DAVID AUSTIN                         
678-432-5464 

davidaustin@Skylinepest.com 

BIGBIGBIG   

Power Hour  
Leads Provided!, 9-10am 

 

Motivate Sellers & Attract More 
Buyers w/Bruce Craig from Top 

Producer, 1-2pm 
 

How to Hold An Open House  
w/Joan Kaplan & Terry  

Michel @Decatur, 2-4pm 
 

Millionaire Monday  
Systems Conf Call , 2-3pm 

Power Hour, 9-10am 
 

3 HOURS FREE C.E.  
2010 Purchase & Sale 

Agreement @MIDTOWN  
(Pls. RSVP to 4/604-3100), 

9am-12pm 
 

3 HOURS FREE C.E. 
Contract Exhibits & 

Amendments @MIDTOWN,  
1-4:15pm 

Kaye Moody with  
City Storage Brings  

Breakfast!,  
9am 

 

Team Meeting, 
9:30 

 

Office Caravan,  
11am 

Power Hour,  
9-10am 

 

RESPA for REALTORS  
w/First American Title 

@PEACHTREE BATTLE,  
1-2pm 

 

3 HRs. FREE C.E. Generational 
Selling-Marketing to the 21st 

Century Consumer w/Jeff 
Luther @DECATUR, 2-4:30pm 

Power Hour, 9-10am 
 

Gary Keller’s Life Productivity 
Focus w/Shaun Rawls @Peachtree 

Road, 9-11am 
 

Be Real Series" Pt 2. of 6 w/
Christopher Bennett @DECATUR,  

11am-12:30pm 
 

4th Qt Market Stats-Wine 
&Cheese @DECATUR, w/Rick 

Hale & Christopher Bennett, 
4-6pm 

Power 
 Hour,  
9-10am 

 

Mastermind Lunch  
w/Shaun Rawls,  
(Location TBD), 

11:30am-1pm 
 

DISC w/Jeri Moran 
@Buckhead, 
2:30-4:30pm 

Power 
 Hour,  
9-10am 

Power Hour Leads  
Provided!, 9-10am 

 

BOLD Scripts w/Jeri Moran  
@EAST COBB, 1-3pm 

 

Business Basics & EZ  
Quickbooks w/Christopher  

Bennett @INTOWN,  
3-4:30pm 

 

Millionaire Monday Systems  
Conf Call , 2-3pm 

Carol Bolka w/2-10 Home 
Warranty Brings  
Breakfast!, 9am 

 

  
  

Team Meeting, Team Meeting,   
9:309:30--10:30am10:30am 

 

Get More Listings & Get Them 
Closed w/Shaun Rawls 

@Smyrna Vinings, 1-3pm 

Contracts w/ Shaun Rawls 
@PEACHTR BTTLE , 9-11am 

 

LUNCH & LEARN-Taking Your 
Business To The Next Level w/

SunTrust, 12-1pm 
 

2010 GAR Contract Changes w/
Stephanie Nielsen @DECATUR - 
3 hrs C.E. Credit for $10, 1-4pm 

 

Sell 50+ Homes Using MREA 
Models w/Shaun Rawls @ 

DUNWOODY, 3-5pm 

Power 
 Hour,  
9-10am 

 

   Power 
 Hour,  
9-10am 

Power  Hour, 9-10am 
 

4th Quarter 09 Stats w/Shaun 
Rawls @CITYSIDE, 1-3pm 

 

Agent of the Day  
Certification-Lead Conversion  

Class w/Laura Zipperer 
@ DECATUR, 

11:30am-12:30pm 
 

4th Quarter 09 Stats w/Shaun 
Rawls @PEACHTREE ROAD,  

1-3pm 

Skyline Pest Control  
Brings Breakfast,  

9am 
 

Team  
Meeting, 

9:30 
 

Office Caravan,  
11am 

Power Hour, 9-10am 
 

"Achiever's Mastermind" w/ 
Terry Michel @DECATUR,  

9-11am 
 

What you Need to Know in Listing 
Land and Lots w/Heinrich Kuhn, 

11am-12pm 
 

FREE 3 HR CE-Getting to Know 
Your Termite Letter w/David 
Austin of Skyline Pest Control 

@DECATUR, 1-4:15pm 

Power Hour, 9-10am 
 

LUNCH & LEARN  
Lead Generation & Prospecting w/
Hoss Pratt from KW Preston/TX 

@INTOWN, 11am-1pm 
 

LUNCH & LEARN  
with SunTrust  @MIDTOWN,  

12-1pm 
 

4th Quarter 09 Stats w/Shaun 
Rawls @PEACHTREE BATTLE,  

4-6pm 

Power Hour  
Leads Provided!, 9-10am 

 

Future Self and Five Year 
Visioning Class w/Rick Hale, 

1-3pm 
 

RESPA for REALTORS  
w/First American Title 
@CITYSIDE, 1-2pm 

 

Millionaire Monday Systems  
Conf Call , 2-3pm 

  
   

               CAROL BOLKA 
                 678-468-4432 

                 KATIE PIERCE 
                 404-454-9130 

 

www.2-10.com 

 
JUSTIN 

FASCILLA 
404.351.0018 

 
www.markthemover.com 

 
WILSON COVINGTON 

404-733-1400 
www.SpaceMaxStorage.com 

 
TRACY COTRELL 

404-218-1040 
www.home-probe.com 

 

 

 

 

 

 

 

 

 

 

 

 

HAPPY BIRTHDAY! 
Christina Rumbaugh 
Meghan Parham 
Michelle Sampson 
John Eder 
Frank Brockway 
Stephen Little 

HAPPY BIRTHDAY! 
2/2: 
2/4: 

2/17: 
2/18: 
2/19: 
2/23: 

   
 
 
 
 
 
 

 
 
 

GINNY NESTOR     
800.445.6999 ext.486    

ginnyn@orhp.com   
www.orhp.com 

 
 
 

KAYE MOODY  
404-853-3303 

www.citystorageatlanta.com 




