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BREAKING NEWS……  
Annual Employee Recognition & Appreciation Event!! 

Over 460 KMG team members attended the Annual Employee Recognition and Appreciation event held at 
the Comfort Inn in Mt. Pleasant on Friday, February 16, 2007.  One of the many highlights of the day in-
cluded the presentation of the KMG Prestige 10 Year Vision. 

 

Congratulations to Savannah Trace who received the 2006 Newsletter of the Year Award.  A lot of you 
participated in the Beautification Contest this year, thank you for your efforts and the wonderful displays 
you brought for us to enjoy.  Votes were cast by your peers, and the winners of the beautification contest 
were, Emerson Manor, Fairfax and Parkway Meadows.  Ray Jeschke was presented with the prestigious 
Safety Award for outstanding safety practices during the year. 

 

Criteria for the new Meaningful Contribution Award include: 

Hold yourself to a high standard 

Identify needs and generate win/win 
solutions 

Generate positive energy 

The following individuals met the criteria and were awarded this years 
Meaningful Contribution Award:   Annette Bailey, Jeannine Baker, Car-
men Bassage, Amanda Beaver, Christine Bracken, Tanya Cline, Renae 
Crawford, Tricia DePlanty, Christine Detzler, Karena Frazier, Barb 
Frost, Mike Garry, Robin Gilbert, Danielle Green, Charles Green, David 
Grinzinger, Gail Kenworthy, Autumn Koppers, Daniel Lin, Marty Loose, 
Louan Malloy, Jill Munk, Michael Nowasad, Lynna Quinn,  Cindy Rauscher, 
Dennis Roush, Brian Scherdt, Donna Theolet-Cox, Leigh Wallace, Jeff 
Weldon, Charlie Williams and Trudi Winn.  Congratulations to all of you 
for your outstanding service and commitment to KMG. 

 

Look for a survey coming out in the next week so you can share your 
feedback with us. 

Recipients of the Meaningful Contribution Award 

Additional Pictures from the Annual Employees Recognition & 
Appreciation Event on pg.7 
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Written By: Paul Spencer 

I am very excited to share with all of you the vision for our organization that has been developed by the partners of KMG 
Prestige.  As you know our long standing goal is “To Become the Best Most Respected Property Management Company in 
Our Markets.”  Toward the end of last year we decided that in order to truly be the best that we should not limit our-
selves to our local markets, but instead we should push the bar higher and change our goal to “Become the Best Most Re-
spected Property Management Company in the Industry.”  I truly believe in the power of goal setting and one of the fun-
damental precepts of goal setting is that your goals must be measurable.   At a gut level our stated organizational goal is 
understood by most people, but the difficulty that we have is really understanding where we need to go, what we need to 
do and who we need to become to accomplish our goal.  Our 10 year vision will paint a picture of what the best, most re-
spected property management company in the industry looks like.  Our vision is designed to 
keep us all focused on where we are going and to provide a glimpse of the incredible opportu-
nities that will be available to each of you over the next 10 years.  I firmly believe that if you 
all know what we are trying to accomplish, why we are trying to accomplish it and if you fully 
understand the role that you play in helping us achieve our goal; then there is no stopping us.   

The first step in putting together our vision was to honestly assess our current organiza-
tional strengths and weaknesses.  I would like to take this opportunity to thank the almost 
200 people who, over the last three months honestly and respectfully shared their opinions 
regarding our current state of affairs.  I had the pleasure of meeting with many of our cli-
ents, support center employees, regional man- agers and field employees to discuss their 
ideas on what would make us the best in the industry and many of the thoughts and ideas 
that were passed along to me have been incorporated into our ten year vision.  I want to encourage each of you to continue 
to offer your feedback on the direction of our organization.  

Currently we operate 282 communities, comprising 14,792 units in three states.  No later than December 31, 2016 we will 
manage a minimum of 40,000 units.  A portfolio this size solely in the state of Michigan is not feasible nor is it necessarily 
wise because we could find ourselves competing against ourselves in many markets in order to achieve this unit count.  In 
order to achieve this goal, we will need to expand into other states and we are committed to doing so only when we have 
developed and refined the systems that will allow us to painlessly expand nationally.  Our out of state expansion will com-
mence once there is a sufficient critical mass of sites that will fully support the highest quality of operations.  In some 
ways we are being held hostage by a one economy portfolio and all of us know just how challenging the Michigan economy 
has been over the last few years.  It is essential that we diversify the geography in which we operate as this will help us 
to develop a stronger corporate financial foundation.  We have not identified specific states for expansion, but we are 
currently engaged in conversations with our current clients and strategic partners to determine current synergies for out 
of state expansion.  These early discussions have uncovered a strong possibility for opportunities in Illinois, Ohio, Florida, 
Texas and California.  Sorry nothing appears imminent for expansion to Hawaii.  Nonetheless, we are fully committed to 
becoming a national organization.  

In order to successfully expand to 40,000 units, we have determined that we need to make some strategic adjustments to 
our business model.  If we were to duplicate our current portfolio, it would require us to approach 1,000 communities un-
der management, a level which would strain any organizations resources to manage.  We will continue and are fully commit-
ted to managing and acquiring Tax Credit, Section 8, Conventional and Rural Development assets for both families and sen-
iors.  One strategic change will be to actively pursue larger conventional communities.  This decision was easy as the effi-
ciencies of scale are tremendous.  All of you know just how difficult it is to manage a small portfolio of 700 units compris-
ing 30 sites.   

A single site of 700 units is far easier to manage and the flow through profit is significantly higher.  This increase in prof-
itability will allow us to build a better infrastructure that more effectively supports our entire portfolio.  One of our goals 
is to increase the average size property in our M2 portfolio from our current average size of 85 units to 110 units.   
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The fee managed business is always difficult because our portfolio can be changed dramatically by decisions made by 
our clients.  Over the past few years our portfolio went through some significant changes due to clients forming 
their own management companies.  We believe that we can provide a more stable portfolio and thus a more stable and 
secure working environment for our entire team by becoming owners of a larger percentage of assets under manage-
ment.  Our goal is to have an ownership interest in at least 25% of the assets acquired over the next 10 years.  This 
will not only ensure greater stability, but it gives us the opportunity to provide other benefits to our team.  One of 
the hardest things to do in this business is to convince an owner that it is prudent to engage in investment spending.  
We have the opportunity to become model owners and can show our clients the benefits of investment spending and 
the creative use of employee incentive programs on the properties that we own.   

So how will we acquire these assets and won’t that be competing with our clients?  One of our biggest challenges over 
the next ten years will be to develop a branding strategy for conventional and senior housing.  Branding is developing 
a product line that has a strong identity and consumer loyalty.  Think of it in the same way as a franchise.  We feel 
that the Prestige name gives us the opportunity to develop our brand.  The benefits of branding are numerous and 
have incredible potential.  Establishing a brand allows us to go to property owners and show them a way to increase 
their cash flow and asset value by changing to the Prestige brand, which in turn enables us to build our management 
business and gives us additional ownership opportunities.  Branding allows us to tap into huge capital markets by ap-
proaching institutional investors about partnering the Prestige brand.  Again, think of the premise of franchising and 
you can understand the possibilities.   

We have an incredible team of service coordinators led by Kelly Green whose talents can be leveraged in the senior 
housing sector and to build a senior housing brand.  All of us who have been fortunate enough to work with the ser-
vice coordinator program understand its value.  The aging of our population creates incredible opportunities for pro-
viding quality senior housing and for us to demonstrate our commitment to “Do the Right Thing.” 

Acquiring ownership in at least 25% of the assets we manage over the next 10 years will also mean that we must be-
come developers.  We will focus on the non-competitive tax credit process, preservation and pass through programs, 
rural development rehab opportunities and conventional development.  To do this requires that we establish our own 
internal development department.  Becoming a developer also brings with it the responsibility to avoid directly com-
peting with our clients. 

All of the ownership possibilities are really exciting, but the bread and butter of our organization will continue to be 
fee managed communities.  We will establish a world class Business Development de-
partment and you can expect it to be in place and operational no later than July of 
this year.  We have identified an individual that is uniquely qualified to lead this, 
the most important aspect of our future development and hope to have an announce-
ment in the next 3 months.  It is essential that we have a stand alone department 
dedicated to our future growth.  Our Business Development department and the 
strategy that we implement will allow us to solicit business from single property 
owners to Wall Street institutional owners.  State of the art collateral materials using 
cutting edge technology, including video and DVD’s will showcase our skills and abili-
ties.   

As we execute our growth strate- gies we will also look at other opportunities such as 
corporate housing and assisted living, but only when they leverage our current strengths and only when we are capa-
ble of handling the diversification.   

 

None of our goals can be accomplished unless we have a talented team poised to assume the responsibility that comes 
with this growth.  Earlier I mentioned that there would be incredible opportunities associated with this growth.  Cur-
rently we have 1 Regional Vice President and 13 Regional Managers.  Our needs based on our goal of 40,000 units are 
1 Vice President and Chief Operating Officer, 7 Regional Vice Presidents and 40 Regional Managers.  This does not 
even take into account all of the associated support center leadership roles that will be created.  Is everybody up to 
the challenge? 
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Written By: Jennifer Allen  

 

• Payments from residents need to be posted as soon as 
possible (within 24 hours). 
• Never accept CASH. 
• Fill out your deposit slip listing each 
resident’s name or unit number. 
• Make sure the deposit ticket you fill 
out and the journal in power-site match. If they do not 
match, do not post the journal until you correct the error. 
Every time you make a deposit, please fax to your Prop-
erty Accountant the following: the validation slip from the 
bank, the bank deposit summary from power-site or the 
monthly deposit recap. 

For those printers that have ink cartridges, if you 
shake them you can get almost 2 more 
weeks of use out of them.  That is 
quite a savings. 
  

  

Written By: Janice Aslin 
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Last year when we did our landscaping improvements we pur-
chased 30 gator bags for our new trees.  , if another property 
can use them we would be willing to sell them for $10.00-$12.00 
each.  They cost $25.99 each.  It's a good time of year to start 
thinking about trees.  If you are interested please contact 
Cheryl at Meadowbrook Commons.  248-305-8646 

Submitted By: Cheryl 

Need a penny, take a penny!! For this you would need 
permission of the local mer- chants be it a gas sta-
tion or card shop.. Take some pennies from your 
petty cash and place them in an attractive dish.. 
make a sign out of card stock that reads.. Need a penny take a 
penny compliments of ___________________Apartments. 
Place some business cards next to the display. Leave it up for 
about a month then rotate to another location. Make sure you 
go back and check to put in more pennies and put out more 
cards. Freshen up your sign if you 
need to.    Written By: Lynna Quinn Site Support/Site Manager 
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Written By: Debbie Giasson, Site 
Manager at Avery Square Apart-
ments 
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CHICKEN OR FISH? 

KEY CARDS 

BEAUTIFICATION WINNERS 

BEAUTIFICATION WINNER 



We want to hear from YOU! 

Do you have an idea, article, Interest, or joke you 

want to share? 

Send to: 

Fax: 989-953-4830 

E-mail: mvoice@mykmg.net 

D O  T H E  R I G H T  
T H I N G !  

Becoming the BEST, most  

RESPECTED, Property Management 
Company in the Industry 

Janus—Roman God of Gates and Doors 

There are different ideas as to where or how the 
celebration of  Valentine's Day began.  

The Roman's celebrated a festival called Luper-
calia on February 15. This festival was held to 

ward off the danger of wolves to their flocks and 
honored their God Lupercalia. This is one idea. 

The Christian Church had two Saints named Valen-
tine and two other ideas center around them. The 
Roman Emperor, Claudius the II forbade young 

men to marry in 200 A.D. He believed single men 
made better soldiers, free of family concerns. A 
priest named Valentine disobeyed the Emperor and 
married couples in secret. The next Saint Valen-
tine was a lover of children but, was imprisoned 

when he would not honor other gods. The children 
missed him and wrote messages of affection to 

him. They threw their notes through the bars of 
his cell. This may have been the beginning of ex-
changing messages. He was executed on February 
14, 269 A.D. Pope Gelasius in 496 A.D. named 
February 14th, Valentine's Day, after him. The 
fourth idea concerning the celebration of Valen-
tine's Day is based on the belief that birds or 
fowl pick their mates on February 14th. It was 

believed love birds in particular, chose this day to 
begin mating. 

The modern day celebration of Valentine's Day 
seems to have begun in France and England.  On 
Valentines Eve young people would gather and pick 
names becoming a valentine to whose ever name 

they chose. 


