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elcome to the first edition of our monthly
newsletter called Realtor's Review! My goal

for this newsletter is to keep you informed about all
the “goings on” in my company and for us to have
some fun doing our job as we navigate through
today's “interesting” real estate market. Times have
been tough, but the cream always rises to the top in
this type of market. Ask any veteran Realtor and
they will tell you the same thing. It's time for us all
to work smart. It's time to spend more time in
personal marketing activities. We are all in this
together, and I make this commitment to you--my company will do all it can to help make a sale
for you!

his newsletter is one of the ways we want to help. We want Realtor's Review to inform and
inspire you. We will include community highlights within Johnny Coleman Builders, sales

tips from real estate professionals around the country, pertinent local business news, and
inspirational quotes and words of encouragement to help us all stay focused and positive as we
live our lives. The best part is that I will be giving you my unique perspective on life. Those of you
who know me understand how shy and reserved I am, but Wayne told me I had to do it! Like
always, you never know what will be coming out of my mouth. I might want to tell you about my
upcoming wedding to Shannon Williams. (The subliminal message? Send her some closings
because I need the money!) There might be a movie review or two. Heck, I might even write
aboutbusinesssince I'mhaving toworksomuch topay for thishoneymoon!

s my wedding nears, I realize all that goes into establishing a home and what families need.
And this is exactly what we provide--a well-built home at a great value! I think this sets us

apart from everyone else. We think of ourselves not as home builders but as “home sellers”.
Johnny Coleman Builders doesn't give the biggest buyer bonuses or cut prices to make a sale.
But what we do is commitment to assist YOU in making your client's home-buying experience
exceed theirexpectations! Ifwedo this,webothhaveacustomer for life.

ell, I've got to go. I have to take my dog, Cricket, for a walk before I go to the Snowden
Grove model home. Gale is making me work again! Let me know if I can ever do

anything tohelp. Goout thereandMAKEITAGREATDAY!
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TIPS OF THE TRADE
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ou have probably heard and experienced that “failing to
plan is planning to fail.” So, now more than ever, setting

goals and implementing a business plan is an integral part of
being successful in the real estate business. Floyd Wickman,
nationally known real estate trainer, was asked in an interview
what Realtors should do when faced with doing business in a
difficult market. He reflected on his time with a major real
estate franchise in Detroit, Michigan, in the late '70s when that
area had an unemployment rate of almost 25 percent. In a
time when many real estate offices were suffering, 75 percent
of the offices he consulted with were making a profit. What
was the difference? All offices developed and implemented a
business plan. Below is a list of pointers to refresh your goal
settingskills:

Instead of generally stating you want more listings, for example,
write down a target number or percentage increase.
Then, you need to know if the goal was accomplished.

Don't set your goals so high that they can't be reached.

Keep the number of goals to a minimum somewhere between seven and ten total.

Set not only written professional goals, but personal, special ones as well.

nce you establish your goals, you need to create an action plan to accomplish them. If a goal is to
increase your total listings by 15 percent, consider the tasks necessary to make your goal a

reality? Some examples include calling 10 FSBO's per week, establishing a farming program in three
selected communities, asking each current listing for a referral, or implementing a direct mail
programto formerclients todetermine if theyare interested inmovingagain.

fter you have determined each step to take, the last
component of a business plan is to monitor your progress

toward achieving your goals. As you implement your business
and personal plans, review your progress on a quarterly basis to
make sure you are on track. Circumstances often arise that will
require you to modify your plans. Keep in mind that you will not
have successful plans if you write them at the beginning of the
year, put them in a drawer, and then pull them out in December
toseehowyoudid.

et's start now thinking about and constructing our plans so
that, when 2008 arrives, we will be prepared for a great and

profitableyear! Good luckandgoodselling!
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Start Now. Set Goals. Take Steps. See Success.

“I don't think
there is any

other quality so
essential to success

of any kind as
the quality of
perseverance.
It overcomes

almost everything,
even nature.”

—  John D. Rockefeller
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Gale Harrison

Pricing and value collide in the Snowden
Grove community! If you haven't been to

see Johnny Coleman Builder's (JCB) latest floor
plans, elevations, features and fixtures, you are
missing out on everything your clients are
looking for. You can tour two new Family plans
starting at $175,900–an 1,845 sq/ft model
without a formal dining area and an 1,871 sq/ft
model including a formal dining room. These
models have three bedrooms, two baths and a
finished bonus room, which could be used as a
fourth bedroom. Today's buyers are looking for
space, and these models answer that need with
generous lot sizes of 65 x 125. Features include

tile in the entry, kitchen, bath and laundry and carpeting in the bedrooms and bonus rooms. Quality
General Electric appliances include the dishwasher, microwave and stove. What's more, fully sodded
landscapingandqualitygutterscreatean inviting first impression forprospectivebuyers.

n addition, buyers can consider almost a dozen other models, depending on size and price,which have
either hearth rooms or family rooms. One

Estate plan boasts 3,600 sq/ft and a lot size of
100 x 140–all for $338,900. This floor plan
includes four bedrooms, three baths, one
bonus room and a finished dining area.
Features include granite counters, hardwood
floors, custom cabinets and stainless steel
appliances. Although JCB isn't a “custom”
homebuilder, it is very flexible with
modifications and upgrades, such as security
systems, rod ironand lighting.

nd, the Snowden Grove subdivision
couldn't be in a more perfect location.

Although it's 20 minutes from the Memphis Airport, it's only walking
distance to the popular Town Center. This new two-story “strip center”
includes restaurants like The Snowden Grove Pig, Mesquite Chop House
and Bangkok Alley, and services such as Wilson Perry Hair Salon and Day
Spa,and SouthernVintageApparel. Justablockor twoNorth, residentscan
attend many events and concerts at the Southaven Ampitheater and Ball
Fields. In addition, many large churches and popular banks are close by.
But don't think that Snowden Grove is all about business. Ample land space
and other nearby subdivisions contribute to a small community feel. In
fact, the Snowden Grove subdivision is just across the street from DeSoto
CentralHighSchool.

o rediscover the Johnny Coleman difference. Drop by and see Gale
Harrison from1p.m.– 6p.m.,or call herdirectlyat901-268-7630.

I

A

S

COMMUNITY BLAST
Snowden Grove:  Proves Perfect For Everyone!
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“A leader

is one who

knows the

way, goes

the way,

and shows

the way.”

–  John C.
Maxwell
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