


 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 seem, its very essence succinctly delineates a major
fault amongst many brokers, myself included.  Be
comfortable with the solitude of quietness that comes
with the articulation of your stance, let the other party
start talking and innately compromising their position.
    Fellow GABB members, to grow and realize our

full potential in the profession of business brokerage,
we need to continuously seek out educational
opportunities that improve our core strengths,
diminish our perceived weaknesses and permit us to
stay at the cutting edge of technology to enhance our
productivity.  Our goal setting must incorporate
periodic reviews during the year to determine whether
we are strategically staying the course. 
     I look forward to seeing all of you at our next

meeting on Tuesday, July 27, 2004.  Have a great
month. 
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productivity tool.  Today, business brokers must be
proficient in Microsoft Office, employ contact
management software, have a viable website,
participate in major internet business exchanges
(BizBuySell,  Bizquest, Merger Network, IBBA,
BBMS and etc.), and utilize high speed internet
connections such as DSL or broadband. 
III. Honest Assessment of Personal Strengths and
Weakness:  Unfortunately, none of us are perfect
and we all have weaknesses that can hinder our
professional effectiveness.  On a personal level, I
attempt to define those skill sets that I feel are strong
and identify those areas that need improvement.
Specifically, I feel I have an adequate financial
background but always will take advantage of
educational classes to enhance those skills.  In
technology, I feel I am behind the curve and will
always place primary emphasis on courses that will
educate me in this area.  While many of you are
light years ahead of me in technology, I feel I have
made substantial strides in the past few years in
narrowing that personal gap.  Another area where I
seek constant improvement is becoming an effective
listener.  I have tried not only to listen closer to the
verbal content a client or buyer is conveying but also
the underlying emotional message that he/she is
disseminating.  In summary, you must focus on
those opportunities that capitalize on your strengths
while concurrently striving to shrink those
weaknesses that diminish your professional
effectiveness. 
IV. Never Stop Learning:  Early in my career, a wise
mentor taught me that in business, you both grow
and capture market share or you die and wither.
This analogy is appropriate for all professions.  We
cannot stand still on the knowledge base we have
developed.  I am constantly amazed at how little I do
know and how much there is to learn.  It is truly no
coincidence that the most successful brokers are the
attendees at the GABB Spring Conference, the Fall
Seminar, the IBBA Conferences and other personal
development seminars. At the last IBBA Conference
in Philadelphia, in a mini-marketing seminar, I
learned another invaluable tool advocated by the
instructor which was “Just Shut-up”.  However
blunt,  impersonal and abrasive this statement may  

         PENDING MEMBER 
 

Tom McPeak 
Prime Business Investments 

770 491-3710 

EDITORS NOTE 
 
 

“You always pass failure on the  
way to success.” 

 

Yes, even in Business Brokerage! 
Just some food for thought! 

 

James Welch 
Editor 
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 MEET A MEMBER—Up Close & Personal 

  Name: Nick Nicholson  
  

Company: Nicholson & Associates, Inc. Position: Owner 
 

Nick Nicholson has been  a Business Broker since 1985 and a GABB Member 
since 1986. His professional affiliations include member, past president and board 
member of GABB, member and former board member of Buckhead Business 
Association, and a Certified Business Intermediary (CBI) in the International 
Business Brokers Association. Nick especially likes to work on small and midsized 
companies that benefit from his packaging/presentation.  

All about Nick... 
 I was elected GABB president in 1991 & 1992 when membership had fallen 
to 15 and we could not find officers, let alone another president, and restructured 
the organization.  I was the first president of our condominium association until 
recently and now have been granted freedom. 

Susan and I have been married for many years (demonstrating her high 
degree of tolerance) and are servants to two cats.  Susan is a syndicated 
columnist of two food columns, the 7 Day Menu Planner and the new Double Duty 
Dinners, seen in the Atlanta Journal Constitution and in papers across the US.  
Our hobbies are traveling, especially to France, and eating, especially in 
restaurants.  We designed a condominium in Midtown where we moved 1 1/2 years 
ago and are within walking distance of many dives (which we frequent) and fine 
dining establishments (which we don’t). 

I do a lot of jogging/walking, belong to a book club where others can explain
meaning of the books to me (I’m a business broker, after all).  I am active in urban 
design issues and have served as an elected member of a citizen’s zoning review 
and planning board.  I intend to become more active in civic affairs. 

 
"ANNOUNCEMENT OF PROPOSED BY-LAWS CHANGE"  

There will be a vote of the membership at the July 27th monthly meeting regarding a
change to the by-laws of the organization as it pertains to membership qualification and as
being presented by the Board of Directors as follows:      
"In lieu of the agent/associate member of GABB demonstrating relevant experience in 
                    business brokerage or having the required two listings, the  

         agent/associate can become an Active Member if the Broker  
         Member of the firm, who is an Active Member of GABB,  
         recommends the agent/associate within his/her firm and is  
         willing to assume responsibility for training the incoming agent 
         /associate in the field of business brokerage."  
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Fall GABB Golf Tournament & BBQ 
 FUN & FELLOWSHIP FOR ALL MEMBERS!  

 
When: Wednesday, September 15th  

 
Where: Golf- Birch River Country Club (hopefully a 9am tee time) 

     BBQ- hosted by Jeff Merry at his beautiful new home (app 1:30 pm)  
(just 1/2 mile from the golf course)  

 
Who's Invited:EVERY MEMBER!  

Golfers get to play in the tournament and enjoy the BBQ! 
Non-Golfers just come to the BBQ!   

 
Why participate: Some for the love of the game,  

     others for the food & fellowship, others for it all!  
 

Cost: Golf & BBQ...To Be Announced       
BBQ Only.....To Be Announced     

 
MORE DETAILS COMING SOON-MARK YOUR CALENDARS NOW & PLAN TO ATTEND!  

 
 

 SPCIAL CONSIDERATION                               FOR GABB MEMBERS  
 BEFORE OR AFTER THE MEETING APPOINTMENTS  

DEKALB BOARD OF REALTORS  
BLOOD DRIVE 

 

Tuesday, July 27th  1414 Montreal Road 
9:00 a.m. – 2:00 p.m. Tucker, GA 30084 

 
 

 Please contact Carol at (770) 493-6100 or cwilson@dekalbrealtors.com to 
schedule an appointment. All donors will be eligible for one of two FREE $1500 

gas cards!  POSITIVE ID IS REQUIRED TO PARTICIPATE. 
 

PLEASE CALL TO CONFIRM...THANK YOU FOR DONATING 
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 Affiliate Spotlight:  Gerald M. (“Gary”) Fodor, CBA, CFA 
 12600 Deerfield Parkway, Suite 100         Alpharetta, Georgia 30004-6130 

Phone (678) 566-3577/Fax (678) 566-3916 
   FINANCIAL ASSETS, INC. GABB Member since 1999 
  Mr. Fodor is a Certified Business Appraiser (CBA) and a Chartered
Financial Analyst (CFA). He has been involved with business valuation and investment
management from “Wall Street to Main Street” for more than 20 years and has been a
member of the Association for Investment Management and Research (AIMR-now CFA
Institute) since 1981 and The Institute of Business Appraisers for 12 years. He has also
been an Affiliate Member of the Georgia Association of Business Brokers for five years.
His primary focus is business appraisals for closely held business owners and expert
witness testimony in state, local and Federal courts. Mr. Fodor has authored articles on
valuation issues and conducted and participated in numerous business appraisal
seminars and conferences on business appraisal topics and methodology. He also
lectures to professional groups and other organizations. In his career, Mr. Fodor has
been involved in over 1,000 business valuations, with a combined value of over $2
billion. 
 

In 1996, he was appointed to the Uniform Standards of Professional Appraisal Practice
(USPAP) Issue Resources Panel of the Appraisal Standards Board, which is an industry
association authorized by Congress as the source for establishing appraisal industry
ethics and practice standards. In 1999, Mr. Fodor was named the Southeast Regional
Governor for the IBA, in which he participates in conferences, seminars, meetings and
other activities directed toward assisting financial professionals in mastering business
appraisal skills. He also serves on the national Ethics Committee for the IBA.   
 

Gary grew up in Western New York State and graduated with a BS in Physics and Math
from Niagara University in 1969.  After serving as a Lieutenant in the US Army from
1969 to 1971, he moved to Atlanta, Georgia where he began his professional career and
continued his academic pursuits receiving an MBA in Accounting in 1975 from Georgia
State University.  He and his wife, Kathie, continue to live in the Atlanta area with their
two daughters, Lindsey and Whitney.  Gary enjoys traveling with his family and
participates in golf, tennis and other physical fitness activities. 
 
A tidbit of info that might help you..... Sometimes for an owner, a  
key concept is to transfer ownership in order to reduce estate tax. 
Here, the fundamental objective of "value engineering" is typically 
opposite that of preparing a business for sale. An impartial stra- 
tegic advisor can help the owner retain control over his/her estate 
plan while making family members and/or other partners happy  
during the transfer process. A critical mistake sometimes made  
when a new owner buys a business is failing to notice that an IRS 
estate tax lien was placed on the business after the owner passed 
away and the executor was forced to sell in order to meet estate  
tax needs. This type lien can create an enormous problem if not  
addressed early on in the listing and selling process.  



 
 
 
 
 
 

GABB TODAY 
Georgia Association of Business Brokers 

1414 Montreal Road 
Tucker, Georgia 30084-8140 

 

President: 
Patrick Harkins 
770-649-7666 
 

Vice President: 
David Still. CBI 
770-962-8399 
 

Secretary: 
Art Lennig 
678-852-6228 
 

Treasurer: 
Greg DeFoor 
678-581-5966 
 

Directors: 
Gloria Hall 
404-843-2500 
Henry Hicks,CBI 
770-569-8880 
John Soublis 
770-454-9630 
 

Past President: 
Kathryne Pusch, CBC 
770-918-9390 

COMMITTEES:
 

Education: 
Charles Jay, CBI, Chair 
478-477-6272 
 

BBMS: 
Henry Hicks, Chair 
770-569-8880 
 

Forms: 
Nick Nicholson, CBI, Chair 
404-874-6262 
 

Membership: 
Gloria Hall, CBI 
404-843-2500 
 

New Member Orientation: 
Jeff Merry 
770-534-6630 
Hank Tanner 
770-534-5868 
 

Monthly Speakers: 
David Still 
770-962-8399 

GABBMLS: 
Ken Stebbins 
Ariel  Gonzalez 
for info contact Henry Hicks 
 
GABB TODAY Newsletter: 
 
James Welch, Editor 
404-843-2500 
james.welch@metrobrokers.com 
 
Kristy Farrell, Production 
770-760-7595 
farre11s@yahoo.com 
 
Articles Due by the 5th 
 
Listings, Information, Members, 
and GABB Newsletter On-Line 
 
GABB Website: www.gabb.org


