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“Get Involved and Become a Successful Broker For Life”
By Dawid Stll, President, GABER

Lt the Moverber meeting, I remerber looking at
the faces of the past-peesidents on the stage. They were
all swdlivg when the meceved thenr presiderd placues.
Tlew all had earned the adrairation of their peers. They
all hal worked long hows wolurtee g for GABB before
becoring president and affe reards as well et they were
still srailing.

Well, you mizht say 1 & easyio sreile when you are
firally being reco guized for wour bard work, but did wu
notice that these past-presidents wer abo swmilng before
they got their plages of recogriton? Whydo sou thnk
that was the case when thew are woding on GABR pro-
jects for FEEE? Cwie of the reasors is that they are STIC-
CESSFUL i busiess brokenrg wearafter wear. Howcan
that be wher theyzme their tive away to the GABB m-
stead of working every mimge fo chse the next deal?
Here michtbe a few reasore:

+  Bulling Reltionehips for Edwation By woding
with others on cormnittess or peojects for GAER,
o will build relatvnshipe with other that can gre
wn opportanities fo talk with ofter Puokers and
learn fiom thel experiences. Swcessful GABRB
werbers aw always willing to help otler busmess
biokers wlo aw showing a desie o Toproee the
pofession  Berall working together, we canbecors
rore s cessfil than workmg alove.

+ PBulding Reltionehips for Co-Bmlering- Suc-
cessful brokers aw abk fo comgplete mow co-
bolerirg deak becamse they lmow more bmkes
through their work on corattess and popets and
bave devebped relatiorships of trust that kelp mowe
deak throngh to closiz more often and quic ker.

+ Buling Reltionehips r Vendor Services GALER
bas rany affiliste renbers that have grat services
ard penducts that help a busmess bioker becomwe sue-
ceasful If you are working ebow to ebow with some
of o affiliates on the GABD projects and co rendttees,
wou bewve the opportuntties to mdeistand their services
and products better, phis wu are dhk o establish tust
with thern, Ther willbe roarey tives that you will find
wourself inoa bimd and need serdces gquickly. Tlose
affiliates that krow you ard bave deseeloped a frend-
ship with you will espond guicker to someore they
krow and trust than if you are just arother faceless
roreher.

+  Buling Reltinships or Support [nbishess bio-
kerivg, wou will bave wowr o daw and wowr down
dave. B developmg brokermge friendshps, you will
bave soroeore to call wlen wou need a “Ufl” to get
through working with a difficult client, and wou will
berve somecre to call when you are having a great day
and wondd enpy a “pat on the back™ for a job well
dome.

+  Bulling Rehiionships for e Doors Chrime
dustryy ard the u-'aj.ru]?dn bm%ﬁﬁmrmh@g
ard chargmg. We ae a woumg hdustry, and berbeing
iwvobed in GABB wou are a part of decbire that will
irvpact o ndustry and rake  everbetter. You will
bear dhout it first if you are a part of the process
through a corrittes or project. When do sou want to
bear how to tnpeoee yor success wte of clheing deals,
befor or after everyore eke?

If wom want to be ore of the silkg suecessfil bmokers and

iregrorve o bottorn ine for 2006, take action -

Uizt Iivvokved and Become a Successful Broker for Life!

MEETING NOTICE: Tuesday, January 31, 2006, 10:30 AM

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

Speaker: Matt Towery
Topic: "The Current Business Climate in Georgia™
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Prote cting Confidenticlity and Still G etting A Ded Done!
By Paula Chares, President, Abraxce Business Services, Inc.

Ore of fhe higzest fears of any prospectte busmess seller 15 that the word will et out on the stieet that the bsmess &

for sak. The seller & boitimate Iy corcerred that such a discloswe maveawse his ergplovees to leave, his competitors to

try and steal the bis Tess, and his custores o get nervows and start nokmg for alternatie suppliers. Svdlarlsy; bines

carialso be sensittve shoat the confidentiality of a deal in piogress —especially if it & a strategic buser, a great deal ora

public corapary. How serions iz the peoble moof confidentiality breaches, and hovar ofter ave bisinesses harrmed by ther?

What can interrvediaries do to reirdrnize the chance of a leak? In devebpirg this artick, ten successful, active irderrae-

diaries were intervie wed to learnahot the I experierces. & fewof the key firdings of' these terviews are:

+  Eight of the ten intermediaries have had corfidentialitsybreaches at kast once. On average across the respondents,
lezs than 5% of thetr deak had cordiderdialitybreackes.

+  The rost conrnon breaches were perpetrated by baers ardfor therr advisors.

+  Ineachrepored case of abreach, the client was (urderstardab b very upset; too ntermediares reported breaches
that ac tually kalled deals.

+  Ther were wo reporied iretances wher hieackes nreparably haveeed the targe ted busiesses.

+  Cobmkerage (one intermediary brivg ivg abiger to a deal where the selkr is represerted by arother inderraediarg)
bad MO effect on the likelihood of corfdentialitybeing breached.

In addition to requiring sighed rondiscloswe agreerments befor discbsing identifying mforration, mtermediares have

developed avaretyofprocedures © rnirize corfdentialitybreaches. Some of these Ticlude:

+  Frequently remind all parties of the requirerent for corfidentiality — especially when a rew party is o be Tibo-
dured to the deal:

+  bazion nabers to the Corfidentia] Business Profiles, and require these avd other materials to be whomed if the
weipient does not proceed o aogumsitiorn;

+  Dor'tp the cornpany rame in the docmreents — especially on the font of @ Cordidential Busmess Profile (wher

1 caneasilyhe seen),

Paszword-protect sersittve documents;

Rekas irforremtion in stages,

Propedsrscieen busers before discbemg dentifirivg infonvation,

Clarary alvertising with sellers so that the ad does not iradseertently identify the bisiness;

Put rervivders thioughmtt sy distriboted docareents,;

Enow the other Tte mnediary and its business practices. Contirmed on Page &

Finding the Personal Touch In The Internet By SuzAmme M. Ty Luetin, CEI

The fitst busmess sale which I can defiitive Iy ciedit to the Irdernet was m 2000, ' vow reselling that busiress
bl 1t has made me think sbout the clanges that hasee ocomred m bushess o that short five year tire frame. These
clanges are so sighifvarnt that in our office, we like 4o joke ot the pre-Irterret age as bemg “so kst certury.

Pethaps the bigzest benefit of the Interret to e is the ability to ierrationally advertise both onr cormparsy and
onr listivgs on a 247 hasis. The mrerons bustiess bsting websites and ow own cornpany webste have provided us
with ah e reased wohure of ey inguities, grater ecognition of our fiwy, ard a sigrificant mreber of sales and rew
listings. The Irterret and ervail bave also rmade 1 possibl to tanswit reares of mfonnation efficiently and inesxpen-
stely It is worderful to be dbk serd Confilential Busiress Reports, buwiress firarnci] iformation and edlived con
tracts with the prish of a button. Tarzeted radieting campaizre and mass cormraini ations with clisvts orcustoreers can
be accorplisted rmorch wow efficientlyand mexpersteely. It is fantastc to be able to relaychanges in the stats of a
listing withont dozens of phote calls or to hetanthy notify an entite industry ernail list about the svailab ity of'a new
listing. It’s also prettyexcitmg when a great strateg o by finds you before you've begun an exhawstrce buser seah
or when a prospectie selkr kams wou have experence in hie mdwty and clooses wou to mpresent him

Inmyopmion, the bizgest dowrside fo allof this great fechoology & reduwced personal contact. Busiresses are not
cormodity terrs. Fach is urdgue in its particuby stoation, maragernent and nrrealized opporbmity Its rraddenivg
when baers make thelr deckion o cordart wou based solelyorn an SDE or EBITDA multipk. Eren sophistrated or
foc wed biners dox t get the whok picture by looking at a nureber. The siation worsens for inexpere reed basers. The
Irterret has enabled them to becomwe so much more educated about the mecharies ofbushess acqumsitoms. Howener, |
teel thewr ave unbnowmgly domg thermseles a diservice by ther selfselotion process.  Conttmed on Page 7
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AFFILIATE SPOTLIGHT STRATAGEM Services, LLC

Claude R. Beaudry
325 Eagle Watch Drive  Woodstock, GA 30189

Telephone:(f70) 317 0500 Cell:(770) 715-3273 Fax:§78) 935-3374
www.action coaching.com/claudebeaudry
ClaudeB eaudry@Action International.com

For ower 30 wears, Clande has developed his skills in general management, tomaround operatiore, strategic
busiess soltions and organizationsl trarsformation. He has leveraged these skilk fo maximize profits and cash
fow, and irgooee operating effecttveress and produs theity within cormparies. Chude’s acadernie backsiomd m-
chides abachebr degiee w0 chermistobiobay, executtre marketivg trinivg, and entreprenemship progiams fiom
leadirg Caradian urdversities. Claude is skilkd at desizringroaplemme iding strateg i busiess solutions, Total Cual
ity Ivhnagernent prograres, The Balarced Scorecard, mtermational sales/raatketing, ard staff and HE optirdzation
He co-anthord the book “Walking With The Wise II”, prblshed by IEntor’s heazme, withsuch celebrated peo-
ple as Bill Gates, Jirn Bohn, Brad Sugaws, Donald Trarap, Clrstopler Reeves, Suze Ormar, Brian Tracy and rnavy
tnore. Guest colmordst in the Geoia Trend Mbgazive, he las ghen seminars and workshops teachirg bisiress
owners oh how fo grow therr business.

Clande resides in Woodstbek, Gb with bis wife, Layme, and thewlave 3 children He enjoys golf, ice hockes;
hardsanan piojects and cookig. He is an actie merber of the Cherokee and Cobb Charnbers of Comenetee.
Clade is aboawd merber of Iven 5toppirg ¥V iolence, a non-profit organzation dedivated to ending men’s violence
against wormen, ard a wernber of Hilkide Methodst Clnrch.

Clande & abwiness owrer and owre an betinn Intemational fanchise. He iz a periver and CO0 of The OHe
Towme Gazette 1 Woodstock, G b,

“Lgabsivess coach, [ understand the concepk of stnall busimess, having mn ore wogelf T bave experience
and regults o back it up. [ realize that both change and continned suecess is obtainable. As abusmess coach I enjoy
the satiefaction of seeing v clients” dwearns become realities. Dl goal inbmshess & ouate siupk. . to el oy cli
ents wach ther goak. I arn fully corarmitted to oy clent’s success, becawse Theliewe that Being in Bu aness sheould
e pou move Life ¥

Joel 5 trinvban, &issociae Pﬁmmnm Mﬁ’mmﬁs Paticl: W, Zoner, &ffihate
Prodertial Gecrgia Realty Fidze Tecloical, Ine.
Mlarietta, Geotgia Avrorth, Georgla
BP0 3TS Diarnel Jordan, et T8 1955 710
Busiress Bwokes, Inc.

Jolm Mitehell, fs sociate Mavietta, Gecrzia Emce Brymt, 4F liabe
Prefired Busitess Biokers T A-s40-0010 Fioes 5 mall Business Finare
Atlata, Georgla Afl artta, Georgia
FA551-8208 W / 7069044218

Jay Farello, Actie é“ 00”('& T Burdick, dssociate
Eeller Wikane Fealbr— Bobby Goff, Affiliate Metro Bmkers!
Al arta Perimeter Conmnurity South Bank GHIAC Real Estate, Inc.
Atlata, Georgia Afl st Geoxgia Afl aatta, Georgia

& rSE 58 7aS 404552 562 404343532900
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2006 DUES INVOICE
Due ko Later than Jarmaary 31, 2006

Cwrrent Members: Make Ched: Pavable to GABB and Mail to:

Art Lemmng
Lenmg & Associates
PO.Box 801170
Acworth, Georgia 30101
CONPANY OR INDIVIDUAL ACTIVE MEMBERSHIP (BROKERAGEY: $145.00
ABSOCTATE MEMBER/AGENT OF ACTIVE MEMBER: $125.00

AFFILIATE (NON-BROKERAGE SUPPORT PFROFESSIONALY MEMBERSHIF: $125.00
AGENT OF AFFILIATE MEMBER.: $125.00

I:l "I'moeligible Hr renewal under the ferms ofthe Attendance Fequirements. Enclosed is my

chack numbay i the amournt af ., Which is payment i fdl Hr my
2008 dues. ™

"Tamnot digible for vanewal a5 Fhanve not met the minimurm Altendaice Regquiremants. b
addition to Dues, please fnd the §7100 Fe-Application Fea. Tunderstemd the Membership
Chairmem mayp contact me for any additional Mpbrimation veguived to process ¥ Membarshin
Fe-Application. Checknurmber _omd toted aroamt rarited
¥OUR NAME
Active Wember or Affiliate Member Company Mame:

Product/Service if Affiliate (Support Professional);

Company Address:
Office Phone: Fax Mumnher:
Pager: Cell:
E-Iail Address: Weh Address:
spouse’ s Mame: Home Phone;
Home Address
“latn up-to-date in my GABB BBMS payments to BizbILE, a requirement of Active
(Brolerage) Memb ership” signed

Mot a member, but want to be?
Contact Van Watldns at §78-587-7642 TODAY for an Application Package
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ATTEMDANCE REQUIEEMENTS FOR EEMNEWAL
FROWM ARTICLE THREE OF GAEBE BY-LAWE:

In addition to BEME membership and dues being current (for business hrolering mernhers) in
order to renew membership in next vear, current members must:

“Have registered and attended amimmum of one {1} state-level organizational event dur-
ing the prior vear, e.g., the State Conference, a GABE sponsored course, or a GABE sponsored
social event, excluding the reception on the evening prior to the State conference.

Have attended, as venfied by attendance rosters, aminimum of one monthly meeting each
quatter, and aminirnum of stzmonthly meetings i the entire yvear, with the Holiday Reception
in the 4th quarter counting either as a meeting or a social event, hutnot both, for any single
membership renewal. Pror written notice via mal, fax e-mail to the Membership charper-
sof, of Attendance Sub committee Chairperson, that a member cannot attend a monthly meet-
ing shall he considered an excused ahzence hazed upon the reasonahleness of the explanation
A memhber shall not count more than two (2) excused ahsences in the prior year towards the
participation requirements for membership renewal.

Each member shal have a minimum of fourteen (147 events snnally (11 monthly meet-
ings + State Conference + Education Course + Holiday Feception) to accrue a mintrmum par-
ticipation of seven {7) events {6 monthly meetings + 1 State-level event). Attendance at the
December Holiday Meeting will count towards the six (6) tmonthly meetings requirement. In
other words, to renew membership the member st have participated m 50%% of the organiza-
tion’s events during the prior year, GABP members whose office 15 over 100 nules from the
GABE monthly meeting place only must attend 23% of the orgamzation’s events during the
year to gqualify for membership renewal.

Affiliate members are encouraged to attend all events, and the renewal requirement for
paticipation is to attend one event per vear”™

Plea se note that if you are NOT eligihle to renew your membership smtomatically by
payinent of dues, you must re-apply for Member ship. REeapphcation requires payment of
the ot ent application fee of $100, and a review of your membership. If the Metabership
Champerson needs any mformation other than that provided on yor Des mvoice, yon

will be contacted.
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Ohserrations from the Omside ~ and a Good hye.

["ve been calling on and workmg with merdber Busmess Brokers for over five years now and have now been
ghvE an opporturity to move into a differerd avea of the Fantastic Sarms organation [ have Earmed guite abit ahout
how b lers work and wanted to take a morment fo offer obseratiors as well as o say goodbye.

The Exit: We have sold our Aflarda Region to Fantastic Sarns Intermatioral Comporation. Fantastic Sars & con-
solidativg rnany of the fragimented Regions theoughout the system to tnake for a rore efficient systern. The area covw
ered byor Atlants office will expand into mwore of the state of Georgia and into several adjoming states. I have heen
asked o work the operatiore side of 0w bwsiess helpme ow franchie ownes thouzhot this expanded termitory.

The Cheervation: It iz interesting how business brokers go showt reking a lving. For the most part, the ywork
ety bard! Ohszervivg the werysweessful ard working with the barebr successful, [ kave been really amazed at the
way different brokers look at things differently. Ome area where so many are consistent & with their handling of
“Buyes”

Ny trainig has heen in fravchibing ave fanchise sales. This firces me to focus on the “Prospect™. T onlyhave
one product to sell, so I sperd roy tiree findng new “Prospecs™ for oy produact, deterraining if the v £it oy profile,
learring ahout tern-ther reeds & wants, and seeing if they have the ability to afford ray prograrm. The “Prospect”™
becores part of ray database (thivgs change-thew may vot be cardidates todayht could torworow). Theyreram a
“Prospect”™ wrdil theyr eitker bec ome a Franchisee (“Buye ) or becorme Inactte.

Brolers, on the other hand, Yave “Sellers”™ and “Barers”. They focus on the Seller to get lstings so fhey will
have zorething to sell They get many listivgs hecanse the wkrow that not all will sellard those that do sell do wot
abways sell quickly. When they get these stings theybeginadwe rtsing fmarketivg o find “Busyers™. This & fle poind
where | see the differences between the wery sweessfuland other brokers.

The successful broker gathers infomoatinn fror the “Buser”. Information iz pott irto a datsbasge (helndme erail
addmess) that ghves an idea of the thirgs for which the Buyer 5 bolking. Tley get a fmarc il staternent from the
Buyer Thew krow what the Pusgr & looking for BEFORE the vgo over the busivesses that ave for sale. They we the
ML to fird busiesses that maybe a fitif thewdon't havee & Listing that meets the needs of the Buver. Theyr refer the
buyer to franchises whew there is a fit. They track their closing ratin. Theyrrealize the corgussion they eam comes
finw the Buser’s morey

The less than successful broker asks the Buyer wher he calkd. He gets a fa rouober and faxes a cordiderdiality
agieement and may or mav rot get 1 sigred. He then goes over the particulars of the deal ower the phone with the
Buver Ifit & a perfect match, the broker will meet with the Biger, otheraise e never gets enongh inforrmation fo
oAl a business caid. I fhink this is whoy [ often see the sarne “Buwer”™ boking at bisinesses with several different
Brokers.

&n “Chservation from the Outeide™ wonl be that irmestmg a little more titne with your Buyers, gqualifiirg them
a little o, gathering data (e lding a fmancil staternent) and creating a database for mailingferailing future list-
ings, wsirg the IS fo mevestizate otter businesses, and -most of all wfeming those that do rot fit wour lstings bt
do equalifiy to by a flane bise (that will pay wou a refrral fee) will help generate a solid, stable incore flowr.

Thank wou for all the help vou have gren e and all the friends T have made. T will stillbe at the same offce,
bt will be divecting franc bise inguivies to a rew person that is joinmg us. [ will encowag e birn to take over reg o hair
oh Tresdays. As for wou, [wonld dedte yon to work swarter and corsert your “Pospects™ ivdo “Buyeis™.

Smeerely: Steve Daniell, Fartastic Sars

Contitmed from page 2 Protectng Cenfidentialty and SHll G etting A Deal Den el

In raiddle matket deals, confidentialitybreaches are cornrnon — and shondd be planmed for, accordng to Louarm
Brorstein, an WA attorre wwith Sevfarth Shaw LLP. She stated that her fivm adwvises its clents to prepare for a leal
sinplybecause the finn’s expetence shows that, as a buver propedy conduck dwe diligence, breackes can easilyoc-
cir. In Sesfarth Shaw's experience over scows of deals, no discemibk harr bas occwred to 5 clents — nor has
Brorstein ever seen a court case related to breackes of confidentialty.

Lt Bbravas, we have been irnolved in several deals where the seller was very open with his employees about
his phins, thus greatly mitizating the potential harm fiom cordidentiality breaches. These sellers made the emphf,rees
part of the tearn in marketmg the busmesses for sak. Mot swpisingly, o those companes the owners had excellerd
telatinrehips with the emplees ard these deals were the stnoothest —both pre- and post-acewstion.

Lz you prepare wour clients for fle sales of their busmesses, advise thern on corfidentality. Discuss with them
the irportance of and reks to confidentiality Work with them to plan confingerc s in the event there is a breach in
confidentiality. Irmplernent safegnards to lelp minirmize the clances breaches will ocour. Although sou should not
discowmit o clents” fears, share with ther the ®al ramifratiors of corfidentialty kaks. Ard fhalky, make sure
that you are working with professionals that understand ard honor the impottarce of confidertility]
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MEET A MEMEGR

David R. Still, Owner & President Capital Endeawvaors, Inc.
770-952-8399 phane Y70 962 2640 fax
GABB Member since 1995
David =till iz the owner and president of Capital E ndeavors, Inc. Capital Endeavors foouses on busi-
ness appraizals and transactions of privately held companies with gross sales from §1.,000 000 to
$30,000,000.

David, a former newspaper co-owner, handled the broker position when the newspaper was sold.
"When | was between my newspaper career and my brokerage career, | told my wife that | thought | would
enjoy just making friends az a career. We hoth though that would be fun. but it just would nat pay the bills!"
Thusz, David decided on a bhusiness broker career.

David has been happily married to Yicki Beall Still for over 22 vears. Together they hawve two chil-
dren. Carter, 19, iz a zophomore at Furman University in Greenville. He'is majaring in music education and
izintoo many choruzesto count. Daughter Courtney, 1.7,z & high school zenior and captain of the Calor
Guard at Dacula High Schoal. She is ranked 3%in her cla=s of 400 and is currently in the process of decid-
ing which college she will sttend. David's wiferiz a speechilanguage pathologist and works for the Gwinnett
County B oard of Education an ateam that evaluates pre-school-aged children with special needs.

David enjoys playing golf but only finds time to play about 12 times a year. He also enjoys the
spart of bazketball, but plays even mare rarely. "l enjoved playing basketball in high zchool and knosww that
there has to be a bazskethball coutt in heaven... which seemsto be the nexttime that | will hawve time to play
withthe orange round ball " David spends some ofhis free time "reading matriage books and helping myse|f
and others strengthen our marfiages. Aove all, | enjoy spending time with thoze who want to share their
joyvsand struggles in faith... which we all hawe "

el Filiti ,
MMenber of the Istibte of Business Appeatsers ([BA) since 1995, Memberof Trternational Bmkers Assocaton (JEA) simce 1995,
Crrrert President avd Menber of the Georgia dssocishonof Busiress Biokers (GABER] since 1995, Mernber of the M & A Source
sinpe 1996, Menberof the Gemmett Estate Flarmong Coineil since 20035, CalCom Owmers fss ociahonl dyswenrg Serace s1- Past
Board of Dieciors

Personal Affilistions:

Ererarns Chib- Past President, Gearmett Chanber- Vanons Conmattees , Gemrme tt Teclone al Collbge - Advisor Board, Bed Cross-
Cwirrett Chapter Board of Advsos and Hemo's Captan, First Tmted Metlodist Chirchof Lasrencenlle- Finance Conmuttes

(5 ecretary], Board of Thastees [Charman), Bulding Conmmties, Evanzelis mConmmttes, Cluldien at Fask Cormmattee, Educahon
Connrittes, Sdwnnistrative Board, Sunday S chool Famibitabnr, Small Group Farihitator, Youth Group Leader, and varions special
tasks fome conmuttess

Accomplishrents:

(Fereral Mangzer ad Minonty Cwmer- Guarmett Post Trdbure — 12 vears, Call Link Conmrurncaton, Ine. - Chamer- 5 years, Capi-
tal Erdeavors, Inc. - Chamer 1995 ©© Presert, Certified Busines s Iitermedi sy idernational Busive s Brokes s sociatice), Cerb-
fied Busivess Broler — ((Georzia s somaton of Business Brokers), Candidate for Cerbfied Busine ss Appraiser- (Irsthie of Busi
ress Apmraises) [no des iznationonrertly), Georgia FEeal Estate Broker, Tiom Avonrd Cozsul tart for Comparyywath net worthef
$80 rullion, Consultant cn Feal Estabe As simiation and Master Planfor City Fe dewlopment, Maned for 22 vears and counting,
Artcles poblisked i Mational Mewrs paper Associshors Trale Jonmal, Wall S treet Tanrmal; and Grainrett Dialy Post

Conhmied fiomPage 2- Finding the Personal Toachin the Irderret
Dhe to the confidertial nature of our sales, the aromit of rdorwation which can be pheed onbisiness histing

wehsies b lindted. It is the bwolker's job help these rew busers deterrine their criteria and ahbilities. The hroker
needs to learn what motrvates the parties and have histher finger on the pulse of the deal Cormrmnication wia care-
fullyy worded ernaik do not albow s fo hear those subtle woie mionations or to catch those httle, bt revealing
pases. It & easvio get into the hab @t of serding an ermail instead of picking wp the phone. Howewer, it & hard to gar
net trust and corfidence with wour clients and customers. For me, this is best achdeved through personal contact with
the parties. [ have always felt this was the waliyglue that helps put and hold deals together.

The Irterriet is nowr and forever a part of our 1ies and busiress and we rast learn how o work with and man-
age swch a rmasstve fool. It provides us options ard abilties that are a definite asset, but  ako takes soraething -
portant from the trarsaction 1 wou let it. The art of hwskess bimlkerage & complex ard rnltifaceted. The inte rmedi-
ary will alwaye have a role m the transaction that is diffienlt to guartify avd offen wakes or breaks the deal. Gre
yorself that extm advantage by getting to krooar whor you are working with through pesoral contact.

Repxinie 1 vidh pexmdsim, e mationa Busines s Brokas Assodaion, 1105, Suzarme M Delacis CBIsemves onthe Board of Iomectos of
The Trobermatioral Business Bodoers Association (TBBA) and # fhe Vice-chair dhe Assodation's Membership amd Education Cormmdbiees.
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