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So Arthur F. Johnson & Associates is
organizing a toy drive to help make it a
Merry Chrisimas l‘ur all his little boys and

girls.

Toys collected will be distributed by local
Community Groups to many grateful
children.

If you have new or used toys in good repair
call us for pick up or drop them into
Santa’s workshop al 247 Guelph SL.
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Arthur F. Johnson’ s business
philosophy derived from study

It may coine 48 a sur-
prise that anyone would
a real Estate
brockerage business, at
a time when the country
is experiencing bigh in-
terest rates, high unem-
oyment, and a reces-
gion. But Arthur F.
Johnson believes that a
market lke the present
one contains many
opportunities for the
buying and  selling
public, and many op-
pertunities  for well
trained market aware
professional  salespe-
ople.

Mr. Johnson says,
“Market statisties indi-
cate sales are down
from the highs experi-
enced in 1981, however,
! consider the market
healthy, peolpe are still
buying and selling
liomes, and there are a
great number of people
in this area that wish 1o
make a move.”

Mr. Johnson first
entered the real estate
industry in 1968, in
Toronto. Later the same
year, he moved to
Brampton where he be-
came Aactive [n  the
Bram Real Estate
Board and becama its
president in 1971. John-
son served the real es-
tate industry at the
Ontario level serving on
numerous committees
of the Ontario Real Es-

.F

tate Association and be-
came its president in
1979. He also served The
Canadian Real Estate
Association as a direc-
tor for three years,
chalrman of the educa-
tion committee, chaijr-
man of the [egislative
committee, and a3 a
member of the execu-
tive comumittee [or two
years,

The firm of Johnson
Carney Limited was
established in  the
summer of 1970 with
Mr. Johnson as Presi-
dent. The firm grew to
include over 20 branch
oflices threough West
Metro Toronto and Cep-
tral Ontario regions. In
1980, the f{irm Johnson
Carney Limited merged
with Family Trust Cor-
poration, and Arthur
Johnson became iis
general manager.

“In the latter part of
1980, 1 found myself
responsible.  for  the
development of =&
sirategic plan that was
toset ont the company's
strategy for at least the
next five years. When
completed, it was to set
ot the formal plan for
the company that would
be a cornerstone, on
which we would base
decisions,

and it was also to be a
management tool de-
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formulate
short term objectives,

signed to hel ‘Tun the
company,’ he gatd.

This process led hime
to conclude that too
many 12 to 14 hour days
and six day weeks in
senlor level manage-
ment positions dealing
with the day to day
operation of the com-
panies had resulted in
an unclear Ve
of where the rezl estate
market was headed and
where 1t would be in five
years time. He decided
to take a year sabba-
tical and study the real
estate  industry in
depthh. Mr. Johnson
says during the year ]
was able 1o devlop a
clearer perspective of
the real estate industry,
the salespecple in the
industry, and - the
public's needs.

“Ispent the year fully
expecting to retain to
the rea) estate business,
travelling throughout
Nerth America, at-
tending advanced real
estate courses and
seminars and a number
of indusiry meeting and
conventions. I studied
the impact, hlgh Inter-
est rates, high inflation
and recession were
having on the economy
in generel, and on ihe
housing market in
particular. 1 met with a
number of brokers and

 witha number of indivi-
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Makes Life’'s
Good Things
. .beter
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10% Down

180% Financing

10 Monthly
Payments
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1 3 Day - 1 Event Programming ... Easily Visible Electronic
Counter [J Forward and Revaerse Search | : Remote Pause/Still
Frame Huw Beta Lunding System |
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dolng exceptio:nllywell
under current economic
and market conditions.
What this year long
investigation led me to
was a very clear under-
mnding of what the
lic were looking for

n a Realtor—a highly
personal
that is tallored to them
and thelr peeds as in-
dividuals, a service de-
signied to provide the in-
formation they need to
make the decisions they
want to make, secure in
the knowledge that they
are, in fact, making a
wise decision—and
maost of ali they want to
be treated as indivi-
duals, important unique

* Individuals.

Ifound, asl e ted
to, that salespeople also
felt that need to be
recognized as indivi-
duals, treated,
managed, and trained

as | ﬂividua The fact -
k 3% - this and provide quality

that kept coming up
time after time, when
talking to successful
salespeople, was that
u}er wanted tallored to

persun:ﬂy.
manngement, corching,
training and motiva-
tion,

In lnrgu rations,
people tend mea
payroll nmbu' or & SIN
number, AS manage-
ment two or three levels
above the. work m
think production
rather than of indivi-
duals. My investigation
indicated that this is one
of the main weaknesses
of size, and there simply
does not seern to be any
way around it. The sad
part. is that if you are a
number to the company
you work for, Yyou
seemed to be encour-
aged by the sytem or
treat the customets of

- the company as a nurm-

ber as well.
In large organiza-
‘ttons, manggement

lity service.

who spends a great deal of
time cons

numbers com ed I‘nr
thern—

bers, sales vnlmnt
numbers, and other sets
of numbers—then they
establizsh averages and
eventually end up with
acceptable levels of
performance  siatem-
ents based on numbers.
Tomethisseematobea
very bland uninspiring
way to manage, and it
certainly doe not lead to
causing managers to
think in terms of
helping people o
achieve or to function at
their true potentials.

A surprising number
aof people have accepted
the iden that they ore a
rnumber where they
work, they don't like it,
but they don't {eel that
they can do much about
it where they work.
However, they want to
be treated as indivi-
duals; the service or-
ganizations and- busi-
nesses that recognize

service or pr

that are mmpeuve]y -

priced are succeeding
and will succeed to an

even greater degree in

the future.

My investigation led
to the developm
what T belleve to be a
sound business philo-
sophy and a marketing
& that 18 de-
stgned to treat our sales
associates a3 indivi-
duals,, We encourage
them and support them
with management,
training, marketins
programs
techniquea that lrent
our associates as indivi-
duals.

The y of
Arthur ¥. Johnson &
Assoclates Lid. Realtor
can be simply stated
as—Performance
Counts—and to us this
means that we perform
effectively on behalf of
the buying and selling
(Contlnued on RE1])

. ALuxury Rental _
Condominium Located
Directly on the Gulf of Mexico

13440 Gulf Boulevard
Madeira Beach

Ine owners hive Bgreed to reat Lhelr gencrously
furmished homes sway from home. These condominlums

wre iwo bedroom Lwo balh dwellings .

. yery spatious

sviose to 1.200 squsre fext of hiving ln‘.'l. ;
- color TV, washer, dryer, dishwashar. guhm :
and the wind snd surf &t your dﬁﬂl"lltp
ang . .dutiful pcean vlew th1ough yout windows . hul
you have 1o be here Lo sppreciale the individusl b-lluljl' o

¢aCh home.

Each unil. and iha buliding i» braad ncw and
sparkling clean. The heated poal offers one of the finedl
aunset gupericnces you will ever inow, :

Fiease come and deink & Loasi to the Desuty of the sea
on your pivaic baliony. Aant n calamaran saliboad
(simpir dessons avalinbic). Ay through the air suspended
by a parasall, go deep A (ishing of waler shling. play
racquel ball, golfl, lennls. or vislt Disney world, Bush
Gardens. Sea World. Clrcus World, Weechi Wathl or
hundreds of other attractions. Dine at the lincal pebecibon

of reetsuranis In the world .
hammaoth by | he pool.

. Of just lounge n the

These vatallon THrmoh 87E complciety furnistied. all

you need 18 your bathing sult.
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