
meeting when the same prop-

erties are presented each 

time? I canôt be out of town 

for a marketing session 

(shoot a lot of our own mem-

bers donôt attend our own 

Derby City session). 

If we want KREE to be all 

that it can be then we need to 

change our attitudes individu-

ally and as an organization 

and quit making excuses why 

we canôt do things. I vow this 

year to further my education 

by first re-reading Trade Se-

crets of Exchanging and at-

tending at least two creative 

real estate education pro-

grams. I will attend the Derby 

City Marketing Session, the 

IREX session, an OCREA 

session and hopefully the Red 

River Gorge session (if Dale 

is still up for it). I have asked 

Paula to re-implement  the 

IDEA OF THE DAY seg-

ments on a monthly basis that 

was a staple of this organiza-

tion for so many years. I have 

dug out my fatherôs World of 

Creative Ideas manuscript 

and am reading through them 

and trying to update  and 

clarify them so that I can 

share them with our mem-

bers. I welcome others to 

publicly commit to do the 

same. Who is with me?  

 

Dan Kessler 12/14/2011 

Paula Colvin, our new Presi-

dent, asked me to write down 

my thoughts on what I felt 

KREE needed to do to im-

prove the overall experiences 

associated with our organiza-

tion. I offer this insight not as 

a criticism but as a way to 

promote healthy dialogue 

among our members both old 

and new to make a KREE a 

dynamic organization that 

helps all of us to learn, net-

work and make money in 

these trying times. 

I think it is important to go 

back and look at the roots of 

the organization (at least as 

far back as I remember and 

from what I have been told 

by my father and read in his 

notes). When I first came to 

KREE it was not a simple 

matter to become a member. 

At that time member 

ñcandidatesò were required to 

read Trade Secrets of Ex-

changing by Warren Harding, 

attend at least two creative 

real estate seminars with an 

emphasis on attending a cli-

ent counseling course (Chuck 

Chatham was very popular), 

work with an assigned men-

tor and attend weekly meet-

ings (yes we met every week 

and not very many people 

ever left before noon) for at 

least 6 months. Once you 

completed these and your 

mentor felt you were ready 

then you could be voted in as 

a member with full rights and 

privileges.  

You see KREE membership 

was an honor that you earned. 

The educational requirements 

and mentoring were designed 

to set KREE members apart 

as professionals in creative 

real estate marketing much 

like the CCIM designation 

process does for commercial 

investment brokers. It insured 

that our meetings were pro-

ductive sessions where bro-

kers with highly counseled 

clients could get ideas from 

well educated professionals 

and most importantly com-

plete transactions in an envi-

ronment of trust. If you were 

not honest, competent and 

trustworthy then you could 

actually get voted out of the 

organization. I remember 

when members would car-

pool out of town for week 

long education seminars in 

order to improve their knowl-

edge base. There was a true 

feeling of camaraderie among 

the members. 

Package presentations re-

quired detailed knowledge of 

the property and more impor-

tantly the people involved in 

the property. If you did not 

know your stuff then the 

membership would let you 

know about it very clearly 

while at the same time help-

ing you learn what informa-

tion you needed to know. 

You were expected to come 

back with the answers the 

next time or donôt bother 

trying to present again. At 

times it may have seemed 

harsh but it only took one 

time for me to learn to come 

prepared if I wanted to par-

ticipate. 

I realize times are different. 

There are not the great teach-

ers or courses there once 

were. Money is tight. We 

need membership dues and 

sponsors. We think we canôt 

be away from our office for 

more than a day. If there are 

no continuing education cred-

its then why would we ever 

attend a class? Why attend a 

An Open Letter to KREE Members  

KREE Real Estate Exchangors, Louisville, KY  

www.kree.org     

KREE MEETINGS:  
 

Please join us on the First 

& Third Thursday of each 

month for our Creative 

Real Estate Marketing 

Sessions. 

 8:45am to 11:30am  
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Thought for the Day: 

ñWe are repeatedly 

what we do.  Excel-

lence, then, is not an 

act, but a habit.ò 

Aristotle 



My name is Steve Hale and I live in Spring-
field, Ky. was Rookie of the Year in 2007. 
My real estate license is dated 1977 along 
with my auctioneers license, just one year 
shy of being exempted from continued edu-
cation. My wife and I started our own com-
pany in March 1980 and have been selling 
real estate at auction and privately ever 
since. We have six children, five of which 
hold real estate and auction licenses. The 
sixth one will be 18 next December. 
        Thirty four years of ups downs and 
sideways in this industry with several men-
tors has given me an insight into how you 
can survive no matter the market conditions. 
I came to my first KREE meeting in the early 
80's when interest rates went to 18%. They 
were trading cedar trees for condos and I 
left thinking they were nuts. Almost 30 years 
later I returned to discover I was the one 
that was nuts. My association with the won-
derful membership not only of KREE, but 
also IREX, OCREA and others has given 
me an edge over my competition in my 
area. 
        Two and a half years ago, based on a 
dare from my children, I enrolled at St. 
Catharine College as a full time student 
without giving up any of my other responsi-
bilities. My major is psychology and I used 
to tell everybody every other client that 
walked through my door was crazy until my 
wife said I should shut up, again. The reality 
is people need a counselor more than they 
need a realtor in this market. I spoke to the 
KREE group earlier this year and empha-
sized that if you want to survive in this mar-
ket you are going to have to re-invent your-
self. I mean across the board and especially 
in education. I will graduate in May with a 
four year degree and have maintained a 
4.0 President's list status since I started. I 
don't tell you this to brag, I tell it to you to 
let you know that a C student can be an A 
student if they work hard enough. 

        A person is not a success because 
they have money if their health is shot. 
They are not a success unless they have 
a balance of Family, Friends, Health, 
Spiritual Life, Financial, and Education 
aspects of their lives all thriving. Many of 
us know of wealthy misers that would 
give everything they own to have their 
health back. Make a New Years resolu-
tion to live a balanced life. Keep score 
daily with a grid on a 
scale of 1 to 10 on 
how you are doing in 
each category daily. 
You will be amazed 
how your life will 
change. 
        Happy New Year 
from the Happy Hale 
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KREE Real Estate Exchangors, 

The Book Shelf 

Excuses Begone! 
By Dr. Wayne W. Dyer 

 

How to  Change Lifelong, 

Self-Defeating Thinking 

Habits 
 

This transformational 

book reveals how to 

change the self-defeating 

thinking patterns that 

have prevented you from 

living at the highest levels 

of success, happiness, and 

health.   

You will ultimately real-

ize that there are no ex-

cuses worth defending, 

ever; even if theyôve al-

ways been part of your 

life.  When you eliminate 

the need to explain your 

short-comings or failures, 

youôll awaken to the life 

of your dreams.   

 

Identifying and Removing 

Habitual Thinking. 

 

ñEvery human beingôs 

essential nature is perfect 

and faultless,  but after 

years of immersion in the 

world we easily forget our 

roots and take on a coun-

terfeit nature.ò ð Lao-tzu 

 

Amazon Online Books 

New paperback - About $8 

plus $3.99 shipping.   

Thanks to all who at-

tended the annual 

KREE Christmas Ban-

quet.  And a special thanks 

to Lisa Johnson and 

John Asher for pro-

viding the entertain-

ment.   

Kree Christmas Banquet 
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Chairman 

 

Paul Jordan 

 

502-992-4107 
pauljor-

dan@remax.net 

 

 

 

 

 

Rawn Law Firm, PLLC  

Michelle R. Rawn, Esq. 

9407 Westport Road 

Suite 116-396 

Louisville, KY 40241 

Phone: 502-639-9396 

Email: 

m.rawn@insightbb.com  

Call me today for your 

eviction and collection 

needs. 

When I travel on business, I like to talk 
to the taxi drivers who take me from 
the airport to my hotel, or to a conven-
tion center, or to a restaurant. Taxi 
drivers are often immigrants with inter-
esting personal histories and unusual 
cultural backgrounds. I ask them how 
long they've been in America, how 
they chose which city to live in, and 
what they like best about where they 
live. Of course, I also ask them for ad-
vice on good local restaurants and any 
special attractions they'd recommend 
to a visitor. I've had some great experi-
ences on my travels, thanks to the ad-
vice of taxi drivers! 
 
On one trip about ten years ago, I was 
making conversation with the taxi 
driver, asking him my usual questions 
about how he came to live where he 
lived. Then I asked him a hypothetical 
question: "If you could live anywhere in 
the worldðand if money was no ob-
jectðwhere would you live?" 
 
Without hesitating even for a second, 
he replied, "I live in my heart. So it 
really doesn't matter where my body 
lives. If I am happy inside, then I live in 
paradise, no matter where my resi-
dence is." 
 

I felt humbled and a little foolish for 
my question. Of course he was 
rightðhappiness is an inside job. 
He had reminded me of something I 
already knew, but had forgotten. If 
you can't find happiness inside 
yourself, you'll never find it in the 
outside world, no matter where you 
move. Wherever you go, there you 
are. You take yourself with you. 
 
I am grateful for the wisdom of that 
taxi driver. And I'm grateful for all 
the wisdom others have shared 
with me about how to be happy.  

I would like to thank David Day 

for his wonderful leadership these 

past three years with KREE.  My 

compliments go out to him be-

cause he  has the enviable ability 

to organize everything 

andééé..well, always show up 

on time!!   We thank you, David, 

and weôre proud to have had you 

as a President, and we look for-

ward to your future contributions 

to the organization!   

Paula C. Colvin  

Congratulation  

to Dale 

Smith,  the 

recipient of 

the 2011 Ex-

changer of 

the Year!!   

A Few Choice Words 
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