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GABB Membership—A Privilege & A Pleasure
By Van Watkins, Membership Chairman

As current Membership Chairman of the
GABB, I often reflect about the people that consti-
tute our membership. Look around. We have a
broad diversity of affiliate, broker and associate
members, professional men and women who come
from a number of backgrounds, countries, corporate
environments, etc. Some have many years of busi-
ness experience, others only a few. We have highly-
educated members and others who are virtually self-
taught.

GABB membership is certainly more than
the BizMLS or our standardized forms or our func-
tional systems. We represent a long history of men
and women who have literally “blazed the trail” in
this industry—people like Henry Hicks, Nick
Nicholson, Kathryne Pusch, Charles Jay, Hank Tan-
ner and others who have helped to raise the profes-
sional image of business brokerage to its current
level. Members like Pat Harkins, our President, as
well as James Welch, David Still, Greg Defoor, Joe
Sofet, to mention only a few, help to provide a solid
ethical foundation of which we can all be proud.

Consider some of the following reasons
why I believe GABB membership to be both a privi-
lege and a pleasure:

\ We are the only recognized trade association
for our industry in the State of Georgia. For more
than 10 years, the GABB has welcomed business
brokers into its ranks. Our brokers and intermediar-
ies are some of the best in the industry! Further-

more, we are determined to improve, to raise the
level of performance of, our membership. Why else
would we welcome business professionals from a
variety of disciplines to our monthly meetings to
counsel us regarding legal issues, financing options
and “the latest” in brokerage techniques to keep us on
the front lines?

We are intent upon improving, and our or-
ganization provides a built-in mechanism to make
that happen.

\ We are surrounded by top-quality Affiliate
Members. Our affiliates represent the “cream of the
crop” when looking for the right lender to structure a
complicated business acquisition, the perfect attorney
to shepherd and close a transaction, the ideal insur-
ance agency to provide an umbrella policy once our
Purchaser has acquired his/her business. When you
get a chance, check out the “Affiliate Members” sec-
tion of the GABB Directory. They are quite impres-
sive.

We are constantly introducing our organiza-
tion to potential affiliates who will ultimately join,
providing even more sources to encourage top-
quality deal making.

\ We have the opportunity to collaborate together
in business. One of the most discouraging aspects of
owning your own business brokerage practice is to
feel like you are “on your own.”

MEETING NOTICE: Tuesday, August 27, 2005, 10:30 AM

South Terraces Building
115 Perimeter Center Place, NE
Atlanta, 30346

Speaker: SBA Banking Panel

Topic: “Annual Update on SBA Financing”
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) Pritchett, Ball & Wise, Inc. Henry “Hank” J. Wise Q
Office: 404-874-4499; FAX 404-874-0035 o
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Hank Wise is Senior Vice President at Pritchett, Ball, & Wise, Inc.,
Q a real estate, business appraisal, and consulting firm. The firm’s @

emphasis is on large acreage properties and litigation support ap-

praisals. For 20 years, Hank has directed the litigation support and
business appraisal division. Pritchett, Ball, & Wise focuses on assignments wherein the
parties really need the appraisal opinion. Most of their clients are attorneys, govern-
ment agencies, and parties who have a need to place a value on an unusual type of
real estate or intangible asset. Target markets include Trust For Public Lands and
similar land trusts; bank trust departments; state and federal agencies like the Depart-
ment of Justice or the National Park Service; and attorneys.

Hank has been an affiliate member of the GABB since 1997. When asked what
led him to this line of work, Hank stated, “I have always been an analyst or student or
consultant. I like solving economics problems and showing people that my answer is
reasonable.” Professional affiliations include MAI-designated member of the Appraisal
Institute, CBA-designated member of the Institute of Business Appraisers, with the
Business Valuator Accredited in Litigation (BVAL) designation, and CRE-designated
member of the Counselors of Real Estate. Hank is presently treasurer of the Atlanta
chapter of the Appraisal Institute, and will be President in 2007. He is also regional
member for the Appraisal Institute, Southeastern Region, 2006-2008, and he is a
member of the Atlanta Economics Club.

Born in Peekskill, NY, Hank was raised in Rhode Island and attended college in
Hiram, Ohio. He came to Georgia to attend Emory for graduate work in 1963 and
never left. “I nailed my carpet bag to the cabin floor, married the girl from down the
road, and been here ever since.” Linda and Hank celebrated their 37" wedding anni-
versary this past May. Linda was 42 years a teacher before her health failed. She
taught English, and for many years she taught theater in high school. For the past 22
years, she taught at Woodward Academy, where she chaired the Performing Arts Divi-
sion and supervised a faculty of over 20. Many of Linda’s former students have been
making a living in the arts, and some, like Holly Hunter, have become very well recog-
nized. “I wish she had been a football coach instead of a drama coach; then I wouldn’t
have to worry about retirement. In spite of placing many in the pros, neither Reebok
nor Nike have ever offered her an endorsement contract,” says Hank. Hank’s hobbies
include reading, films and theater, and wine. He owned a wine shop in Conyers, GA,
for a few years in the 1970s and still has a reasonable cellar at Chez Wise.

Hank is pleased that several professional journals have published his work. He
feels blessed by the fact that he can earn a living doing something he really loves to
do, and that people keep calling him to work on their cases. Hank’s advise to fellow
GABB members is “to keep learning things so that the little gray cells don't wear out.
Take as much CE as you can, and teach your colleagues. Get to know folks in related
professions, like us business appraisers.”
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Not all the Agents in my firm are GABB mem-
bers, but they all want to Co-broker with GABB members. Is it
OK for them to use my BBMS access?

: No, BBMS access codes are individual to a unique
member—YOU! It is the member’s right and privilege to use the BBMS as a benefit of member-
ship. It is also the member’s responsibility to NOT disclose his/her access codes and to NOT dis-
close the Sellers’ proprietary information that is maintained in the BBMS.

References to Documentation:
Excerpts from Section 8 of the BBMS Rules & Regulations:

8.02  The brokerage is responsible for the conduct of its associates with regard to the BBMS, and
misconduct by a GABB Associate member could result in disciplinary action or loss of membership
by the brokerage (see Section 10).

8.03  BBMS access numbers are not to be shared with non-GABB members, even within the same
firm. The brokerage membership does not entitle all members of the firm access to the BBMS data-
base, and access is specifically restricted to GABB individual members.

8.04  In larger firms that may have several departments or offices, individual membership in
BBMS is restricted to individuals specializing in business brokerage who can otherwise meet the
membership requirements. Membership in GABB will not be approved simply to provide individuals
access to the BBMS.

8.05  Firms with multiple offices will not achieve across-the-board membership for all offices
when a single officer and some individuals are approved for membership in GABB, and each office’s
participation in BBMS will be considered individually on its merit in accordance with the then current
membership policies.

8.06  The BBMS operating systems contain certain security measures that permit tracking of indi-
vidual access numbers. In the event of a confidentiality breach or use of the system by unauthorized
persons, it may be possible to create a record of access usage by a particular number to fix responsi-
bility for certain acts. The system cannot tell if the person using the access code is the authorized per-
son, so the brokerage and the individual member issued the access number will be held fully responsi-
ble to safeguard the computers with access into the system and for the proper use of access codes.
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DIRECTOR’S LETTER Continued from Page 1
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Our organization provides a means for communicatimabrokerage and camaraderie. If, for sofne
reason, | represent a Buyer and don’t have the ksssihe/she is seeking, one of my cohorts in the
GABB may have exactly what they are looking fobur BBMS system provides the mechanism for
searching Georgia businesses for sale within particular industries, preliminarily examining sales and
profits and essentially adding to our individual ineigs. And co-brokering with our fellow “pros” in
the industry divides the workload, provides representation for both Buyer and Seller and expongntially
multiplies the potential for sale of our businesses.

We are never truly on our own in business—we hheecollective strength of our organization behihd
us!

U

\ We are bound by a Code of Ethics that “keeps us honest.” How many of us have dealt with somg-
one in the course of business who has, shall we“gagstionable” character? All of us, | am sufe.
And the business brokerage industife all industries, has its “frirgelement” of shady characters apd
slimy dealers. Though the GABB is certainly notnome from an occasional brush with the unscrupu-

lous, we have a Code of Ethics we all sign when we join and subsequent guidelines by which e deal
with unethical activity. Good to know, isn't it?

We are committed to ethical deal making, and we haweepses in place to keep all of us “in line.”

\ We receive ongoing education and “tools of the trade” that keep us on the cutting edge of the
industry. The old saying goes that, “If you aren’t learning, you're dying.” | have found my member-
ship in the GABB to be an ongoing learning exparéenAll our meetings feature some new aspecj of

continuing education. We enlarge our busines&dmage practices by o&pring and Fall Conferenc
educational programs. Frankly, every time | wodkeal with one of my cohorts in the GABB, | gainja
new level of understanding as to what &ans to effectively tramact a business sale.

A1

We are not content to “stay in a rut” professiopalive are in a continual learning process that ¢n-
hances our business.

v WE CARE, OR WE WOULDN’T BE HERE! That's really “the bottom line.” All considered, it
a genuine privilege and pleasure to be affiliated with one another in the GABB.
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NEW - MEMBERS
Steven:L :Josovitz= Active Member BilkWright— Affiliate. Member:
The Shumacher Group,: ¢ Ringler:Associates, Fnc.
Atlanta;: Georgia Nercross,: Georgia

170-840-2121 770-263-7571




