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Inspirational Quote:

Leadership is defined as
"someone who knows the
way, goes the way,

and shows the way"

Source: simple truths

President’'s Message

Hi everyone!

Spring has sprung.....and so have real estate sales! |
hope that all of you, REALTORS® and Affiliates, are |
experiencing increased sales withour business. In fact,
and | know you are all very busy, if you have an open
window of time, shoot me a short email about your
BEST sale this season! We'll publish it in the newsletter
and inspire others with your accomplishment.

Our Top Producer event was OVER the top! The occasiowas held at
the Robb and Stucky KitchenAid Culinary Center with approximately
70 in attendance. We celebrated the achievement of 29 ofr amem-
bers.....that's more than last year! Awards were presentetb all and if
you missed it, the NDN ran a laudatory advertisement in th March 29"
edition of the paper! Ahhhhh, that member value! Our @rnest thanks
to Kimberly Mclntosh, Wells Fargo, Chair and Jessica Scheider, Robb
and Stucky, Vice Chair for an affair to remember!

| trust everyone has their calendars marked for May Istit’s Fashion
Show time! Deborah Hamilton, Chair, is producing “A Night on Broad-
way”. Due to the success of last year’s event the showllvaince again be
held at the extraordinary International Design Center inEstero. RSVP
ASAP!II

Our District V Forum will be held on May 21% at Paseo in Ft. Myers.
(mid-way for all six chapters in our district) It will commence with a
continental breakfast and a MUST SEE presentation by profgsional
speaker Steve Oniki. (AKA “The Happy Jappy”) Do yourself a &-
vor...come hear Steve. Our luncheon keynote orator will beur WCR
Florida State President Marie Avery. Our plated lunch wil consist of
salad, chicken parmesan over penne pasta and chocolate meeisWe
have numerous incredibly munificent sponsors, includig our own Del-
phine Couchman, Noble Title and Trust, Nick Moskovits, AmeriSpec
and our newest member Brad Larson, Larson RE School! Témks to all
of you! A Chinese Auction will be available, too! The etire fo-

rum...... an amazing $25.00! We will take 130 reservations only fahe
entire district. RSVP ASAP!

I wish you all continued triumph through the end of seasn, straight
through the summer, all the way to the end of the yeaWe all work
ardently ....we all deserve to be successful. Your memtship in this
amazing organization is yet another stepping-stone towards yoaontin-
ued success! Thanks for being a member! And as always.. attiks to
our Platinum and Gold sponsors!

Terri
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April Business Resource Meeting

April 17, 2009
Naples Hilton
8:30 am—10 am

Edwin Dean, M.D., Heart Health Screening

TOPIC
“Heartonomics.”
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April Meeting Sponsor
Gulfshore Mortgage
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GULF SHORE MORTGAGE

o A af Chuck Kansy

“I can’t stress (enough) how many thousands in legitimate dedsct
are often missed simply due to inadequate records, Gdferd
Friedman, a CPA and sales associate with Century 2iaRis Re-
alty in Margate. He offers these tips:

Keep a record of all income The IRS will assume all deposits
into all accounts are income, unless you prove othervosgocu-
ment the source of each one.

*All expenses must be documentelly receipts/invoices and proof of payment

Vehicle expensesyhether actual or the standard mileage allowance, reguéeord of
total miles and of business miles driven for the yeaack business use separately for
each income and investment activity, so you can alloeateations among them.

If you're claiming a home officededuction, document every expense related to your
home, including mortgage interest, real estate tax, inseyratiities, repairs, mainte-
nance, association assessments, improvements., etc.

Real estate professionalget a special benefit regarding deductibility of losseseatal
property activities, which are typically limited. To gityglamong other requirements,
you must spend at least 50 percent of your time in réatieeactivities.
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2008 Top Producer

Congratulations to ALL

CATEGORY I GENERAL EFAL ESTATE
Superior — Ower $10,000, 000
Robyn Phister Griffin Amita Collett
Lauren Michelini Fathiyrn Huswite
E:xcellent - 35,000,000 to $9,999,9999
Lois Kluberdarn: Claire Liccardi
Elaine Fichie Prete Sharon H arrenond- Tasnbald
Owuts tan ding - 2,000,000 to $4,999,999

FPatricia Hanes Susann Hubly Lisa P Grzar
Matalie Firstein Debbie Laites ML Meads
Marsha Rogers Sherry Ruks Christire St Cyr

Fa Lisy Diabbia Zwibletrian

CATEGROYII TFEAM GENEERAL REAL ESTATE
Marie Harris Tearm The Rose Masy Evesett Tearn
Karen Swe atlock Team The Monica DeBeanedictis Tearm
CATEGROY III DEVELOPER ON-SITE SALES
Thetese Olson Susie Ulrich

Dorothy Gora

Photographs will be posted... Check back real soon!

RIS

ROBB & STUCKY
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Contact Lisa Winters at 239-896-3003 or Bonnie Rasmuson 239-272-9699
for more information on Sponsoring one of the biggest events of the Year!




Realtor Spotlight

Julie is a member of the Women's Council of Realtores2006, the VIP broker liasion for Prestige Builders
Group since 2005, and a graduate of the 2007 NABOR Leadershgopment Class.

As a volunteer for HOPE Worldwide since 1993, Julie haistasl the poor in Africa, Afghanistan, Cambo-

dia, Brazil, Mexico & the US. Locally, Julie donates ttezasure, time & talents" for Habitat for Human- Julie Mitchell

ity, the Humane Society & underpriviliged schools. VIP Realtors
jmitchell@vipreatly.com

The Naples Area Board of Realtors honored Julie with ®0& Realtor Rising Star of the Year Award & 239-287-2551

nominated her for the FL Association of Realtors 2008 Hunréamté&ward.

Julie was elected to serve as a Director for thddsafrea Board of Realtors for 2009, and will continusito
on the Board of Directors for the Florida AssociatibfRealtors.2009 Chair for NABOR Functions Commit-
tee, Vice-Chair, Sponsorships, for the Women's Coun&lleafitors & serves on the FAR Communications
committee, NABOR Governmental Issues, Budget & Communitglyement committees.

Kim Mcintosh has worked in the banking and mortgage lendingstngin Southwest Florida for over
24 years. A proud University of Florida graduate with 8B$ Finance, Kim continues to keep
current with her education. Most recently, Kim completedake Carnegie Leadership Training and
Kimberley Mclntosh obtained her CMPS designation. With the ability to lenall 50 states,
Wells Fargo Bank
uronwater@aol.com
239-394-9776

Kim is fortunate to work with clients and their famdliall over the country, as well as those visiting
SWEFL. Kim takes pride in her career focus of honestggrity and doing only what is best for her
clients. She is actively involved in the Marco IslaméaAssociation of Realtors (MIAAOR) and the
Women'’s Counsel of Realtors (WCR), as well as the Migland Chamber of Commerce.

Marketing to Women Summit — Chicago 3/20-22/09

The speakers at this year’'s WCR Summit covered topios lidlding relationships to communication skills. They higfiled marketing
ideas, generational differences, leadership opportunitiespuific ways to stand out in today’s real estate imduSur very own Candy
Kelly the Florida State Chapter District 8 Goverpoesented, “A competitive Advantage: Position Yourselfoday's Marketplace.”
Contact Candy for a copy of her handout. Email: Candy@ Canbjytah

The key to success is to be surrounded by supportive petapler those relationships and build up a uniffedseof coaches, assistants,
mentors, organizers, counselors, photographers, accoumdrnteclude any other trusted advisors or business partnesrneahgined such
as famous people who are great leaders and role models.

The major differences when marketing to women versusisngse people terms. Instead of things and theories whdsmgyavith
women, the key is to use people power. Connect with wonageprivit, websites, e-mail and social networking. Us@lgeio your market-
ing and in your stories. Going that extra mile with theafsgur special services will promote word of mouth atisiag. Do not ask for a
referral; give her something to talk about.

Don't be afraid to make a name for yourself. It's ol@yoot your own horn. Look for leadership opportunities and wineyarise, grab
them by the lapel. Lead in order to serve others and ihidtenthe base for which you will reach your goals. Lebfgour ego, give your
all too all you do, rely on discipline and never, negige up.

The biggest effect of the summit is the support and ctioneaf the attendees. They shared their ideas, inspirby their stories and
always had a friendly smile and a hug to share. Warageie, we are resilient and WE ARE READY!

Pamela Banks
2009 WCRFL District V Governor



Top Producer Event Photos
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Marketing Websites You Can Use
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WCR State Meeting Photos
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Gold Level Chapter Award
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CONGRATULATIONS TO OUR NAPLES-ON-THE-GULF CHAPTER F OR RECEIVING GOLD!

Each chapter is required to report to WCR National what their chapter accomplished last year, and how diverse and ac-

tive they are in bringing exceptional programs to their members. We are proud to announce to our members that based on
our points earned, we have received the esteemed "GOLD AWARD" for our accomplishments!

In addition to the Naples Chapter, each individual chapter in our District (6 chapters total) also received the GOLD level...an
accomplishment that will be celebrated at our District V Forum in April no doubt and one that speaks on the level of leader-
ship and commitment to our membership overall. This award will be given to our Chapter at the NAR Washington Mid-Year

meetings in May....come help us celebrate our accomplishments!




Business Meeting Book Raffle

Committee Corner

“Two of the most mentally stimulating activities a p erson can
undertake are reading and writing. Make a commitme  ntto read at
least 30 minutes a day”

Any member is welcome to choose a month to sponsor a book from

the list. Atthe monthly business meeting we raffle off a copy of the
book

April Book Raffle Sponsor

1 SouthView Mortgage I
Mary Adams

==
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June Sponsor, John R Wood, Rosemary Hammar

If you are interested in sponsoring a book for the monthly raffle or
would like to make a suggested book to read, please contact
Lisa Rudy at 239-403-2709.

Welcome New Members

Taresa Spiroff, Clean Naples Home Management

Brad Larson, Larson Educational Services

Chuck Kansy, Gulf Shore Mortgage

Board of Directors Actions

&8

The Governing Board approved a motion to reimburse eduica-

tional expense for a total of $1,987.00 to members who su
mitted qualified educational expenses.

Approved a motion to donate $500 to Miss Southwest Flo
Scholarship Pageant

Have Information to Share?

If you have any items you would like printed in the
upcoming Naples-on-the-Gulf Newsletter please
contact Lisa Winters-Homes & Land Magazine
239-896-3003, LisaWw@platpubs.com

All material needed by the 25th of the prior month
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20 Questions to Ask a Seller
Before You Go to See Them

-The most important part of the listing presentation happens before you even step foot in the prospective seller's house. Here's a list of
questions that will help you wow the seller.

-Remember that the sales associate who knows the most about the seller prior to the listing presentation wins the business.

-That's why | put together a list of questions to ask sellers so that you can arm yourself with the information that will give you an edge
during a listing presentation.

The List

-It's important to have a list of questions because sometimes adrenaline affects your ability to wing it. Even top-producing superstars
need a crutch when under the pressure of a seller who's who's “just thinking about listing.”

-In the past 30 years, this checklist has evolved. And, I'm not embarrassed to tell the seller to hold on a moment while | grab my
checklist. It shows you're organized and thorough. People love to deal with an organized, consistent service giver and these questions
will guarantee you of that fact. Of course, you don’t always have to ask every question and you may find that some questions just don’t
work for you—that's OK. Use this as a guide to formulating your own seller question checklist.

Property:

Date:

Operator:
Seller's Name:
Mailing Address:
Phone:

Cell Phone:

Fax:

E-mail:

1. How did you hear of me/who referred you? This question will also help you track your advertising
effectiveness.

2. Why do you want to sell?

3. Who else are you interviewing? Agent, Office, Appointment Date/Time

-Try to be the last sales associate with whom the seller meets. Make this happen and reschedule if necessary. You can say, “Meeting
with all the other brokers first will guarantee a maximum of questions. Then, | can better serve you if you have the maximum amount of
questions available.”

4. If | answer all of your questions to your satisfaction, will you list your property with me right away?

5. Would it be possible for all decision makers to be present and meet with me on (Insert date/time)?

6. Is it possible to meet at my office? If not, then where?

7. Who will be present?

8. Do you own any other properties in the area? If yes, where?

9. To where are you moving?

10. Do you know a real estate professional there?

11. When do you need to sell?

12. What price do you want to list?

13. How much are your underlying loans? 1st $, 2nd $, 3rd $

14. Do you need a 1031 Tax Deferred Exchange?

15. What criteria are you going to use in hiring an agent?

16. We will be sending/delivering/offering on our Web site a little pre-meeting information packet. Will you please review it prior to your
meeting with me?

17. May we ask that you wait to make a decision on hiring a sales associate until you meet with me?

18. Can we arrange some FREE time for you to consult with a CPA?

19. Tell me about your property?

Type

Sq. Ft.

Bed/Bath

Income

Length of Lease

20. Any other amenities of property?

After the setting your appointment, you're armed with enough information to impress them at your meeting. Don’t forget to put some of
the information you gathered in a pre-listing confirmation package delivered to them via e-mail, snail mail or viewed on your Web site.
That will add to the amount of information that you can use to impress your seller. Obtaining a listing in the face of today’s competition
can be challenging. Knowing the most about the seller before you show up for the meeting will enable you to be the best at changing
their financial future.

Walter Sanford was a sales associate for nearly 30 years before moving on to real estate training and coaching. He’'s authored twelve
systems and books on checklists, proactive lead generation, affiliate lead generation and more. For more information, go to
www.waltersanford.com.




Please Thank and Support Our Sponsors

@%

$ 4,
5) U
225-2600

_1® pomecmeck| g
W~ | SYSTEMS, INC. ;.

NATIO! 8 $ 1"
I ’lJE.E&I(Jh$ ol

&2" |
239-250-6414

f/uniuersalhile. LLC

+1 0& 12
& 3
45

67 &&"

S &
¥ Merrill Lynch ;5’00550

% . " % "/
Harry Fiocchi
239-877-1254

Magnolia Insurance
North American Title Company
The HomeTeam Inspection Service
Wells Fargo Home Mortgage

&%
Bank of America
Stewart Title Company
X-Caliber Title Co.

Anderson Auctions
Attorney's Title
Bright House Networks
Hughes Exterminators
Paul Homes
Harper-Pinzino Island Realty
RE/MAX Alliance Group
<"B& <<,
Home Check Home Inspections
SunTrust Mortgage

1 &% $ 5 4::
8% $ ! 4 |
LT Vo
. % % 9$7 55 ':/%ﬂ
9%$7 ! 4555
3"+%## 710 1 9+ 544 J
& C 5%& 9
4 & 9 B& 4 s " &
$ $" 4
$$ 8& 4 0" g
& 86 8& <




Monthly Featured Platinum Sponsor

Thank You For Your Support
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