
   Yes, I love using greeting cards in my mortgage business and this is the ideal season to put them to 
good use. In the days and weeks ahead you have lots of opportunities to send cards such as, Hanuk-
kah, the first day of winter, Christmas, Boxing Day, Kwanzaa, New Year’s, and more.
   If you’ve thought that sending cards requires just too much effort to be worthwhile…you’re probably 
right, especially if you use them the same way most people in the business use them. If you would 
like to get a little marketing boost from sending out cards this holiday season, follow these four (4) 
tips:

1. Make your card refrigerator worthy. You certainly don’t want your card displayed with a 
ton of others and forgotten. Make sure your card is noticed and picked up and read. Forget all that 
fancy stuff and honestly evaluate your card. If this little test fails, dump the card and find another 
one.  The refrigerator is the most esteemed display place in most households. Make it your goal to 
send a card that finds its way atop this pedestal. 

2. Personalize your card. Include the person's name inside the card, and even better, write a 
specific personal message in the card.  Handwritten messages are important so don’t skimp and 
avoid this step. Personalizing holiday cards is a must. Allow yourself ample time to accomplish this 
task and you’ll be rewarded for your effort.

3. Put your face on the card. When you put your picture on your card it makes the card even 
more personal and adds to your connection. You can use a photo of all your staff making sure to in-

clude names so that people can tell their friends exactly who is looking after them in your business. 
Instead of a picture, work a caricature or cartoon of yourself into your card.

4. Make sure your message is appropriate. If you decide to go with one card, choose a ge-

neric one that will not offend. "Season's Greetings" and "Happy Holidays" are the really safe bets.
Do your greeting card recipients observe Christmas, Hanukah, or Kwanzaa? Make sure that your mes-
sage is appropriate for each individual that receives your card.
   The bottom line is…you need to send holiday cards. Your mortgage greeting cards can enhance your 
current business relationships, remind your old clients that you do exist, and show appreciation to 
those clients that supported you. Follow these simple tips and you’ll give your mortgage business a 
great holiday boost. Excerpted from Tom Domin’s Article 
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Dear NAPMW LV Members:
     I have been a member of NAMPW for over 23 
years and  pretty active for 20 years.

   It all began in Mandeville, Louisiana, near New Orleans.  I was 
working for a bank which was trying to get into the residential 
lending business.  They had never done permanent mortgages.   
They asked if I would be willing to learn processing.  My teacher 
was a new S&L loan officer.   It didn’t take me long to figure out 
that wasn’t working, so when I heard about NAPMW I jumped at 
the chance to join and get involved.
   I attended every meeting, seminar, workshop, region conference 
and National convention I could.  I worked myself up to New Or-
leans President before making the move to Las Vegas.   I then 
became involved in the NAPMW here in Las Vegas.  At that time 
we had 15 members.  

   Because of my experience with the education available through NAPMW 
and how it benefitted me through the years, locally we began offering 
seminars monthly and soon our membership grew.  Two years ago we 
were almost at 200 members strong.
   After moving up through the chairs here in Las Vegas, including Presi-
dent, I became active on the Western Region Board and spent almost 8 
years, serving in all 3 positions.  I ran for National Vice President for this 
Region and after serving 2 years in that position, decided I needed to run 
for Pres Elect so that I could hold the position of President and help to 
give back as much as I could to this Association.  It has been a challenging 
6 months but I am enjoying every minute of it.
   This Association can offer each member so much….but you have to be-
come involved.  Make it a major part of your life and you will not regret it.  
Remember: NAPMW – Excellent education and lifetime connections!

Sue Barnett—NAPMW President



In the kitchen: Eat well and 
save the planet

''We are enslaved by speed and 
have all succumbed to the same 
insidious virus: Fast Life, 
which disrupts our habits, 
pervades the privacy of our 
homes and forces us to eat 
Fast Foods.'' 
-- Slow Food International 
manifesto

BY STEPHANIE INNES

When it comes to eating, 
being green is not only 
about buying organic. At 
least not to the ''slow 
foodie.'' 

As an emerging Earth-
conscious in-group, the 
Slow Food Movement focuses 
on taste, cleanliness and the 
impact that the food we eat has 
on animal welfare and the envi-
ronment. 

The movement began in 1986, 
when Italian author and chef 
Carlo Petrini denounced the 
opening of a McDonald's in 
Piazza Spagna in Rome, orga-
nizing a protest of marchers 
brandishing bowls of fresh 
penne. 

Three years later, Slow Food 
International was founded in 
Paris. The premise: The indus-
trialization of food is standard-
izing taste and eradicating 
thousands of food varieties and 
flavors. 

The Slow Food philosophy 
began with the old-school ide-
als of gastronomy -- long 
lunches and good wine -- and 
had a bit of an effete air to it, 

attracting gourmet chefs and 
highbrow foodies to chapters 
called conviviums. 

But the movement has since 
evolved into a broader purpose 
of being kinder to the planet 
through our food choices, as 
well as of rediscovering the 
pleasures of the table. 

Eat slow, do no harm

Slow foodies consider them-
selves co-producers, not con-
sumers. By being informed 
about how food is produced 
and by actively supporting 
producers, they see themselves 
as a partner in the production 
process. 

They believe what they eat 
should not only taste good, but 
should be produced in a clean 
way that does not harm the 
environment, animal welfare or 

our health. 

They also say food produc-
ers should receive fair com-
pensation for their work. 

Slow Food International 
now has more than 80,000 
members on five conti-
nents. The international 
office in Bra, Italy employs 
more than 100 people. 

A food revolution?

Erika Lesser, executive 
director of Slow Food USA, 
says the Slow Food Move-

ment appeals to the nutritionist, 
the environmentalist and the 
food lover. Rising rates of obe-
sity and diabetes link food 
choices to health, and officials 
finally realize that the current 
food system makes people 
unhealthy. 
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As the winter season comes to the Vegas Valley, our 
emergency shelter needs sweaters and outerwear for 

women and children, and baby supplies such as diapers and wipes, 
bottles and bottle supplies. To make a donation, call 702-
646-4981. Thank you!

Mission To be the leading advocate in promoting the eradication of domestic vio-
lence by providing confidential assistance including shelter, food, clothing, coun-
seling, education and other services to individuals experiencing domestic violence, 
while maintaining the highest respect and dignity for our clients.

Established in 1977, Safe Nest is Clark County's largest and most comprehensive 
agency devoted solely to domestic violence issues. Services include shelters in 
confidential locations, a 24-hour Crisis Hotline, counseling, victim advocacy, pre-
vention and community education.



The Vegas Pipel ine

Dear Las Vegas:

2007 has been a whirlwind 
for our industry.  Even the 
most veteran of professionals 
has claimed. “There’s never 
been anything like this be-
fore!”  No, there has not, and 
that may be our biggest les-
son of all.  Parents, teachers, 
and mentors since the dawn 
of time have preached that 
we should, “learn from our 
mistakes”, “history repeats 
itself”, just to name a few.  I 
say, yes, we should do all 
that, but we are in an evolving 
world.  The World Wide Web 
has taken us to places that I 
doubt any of us would ever 
have imagined – dating 
online, chat rooms, blogs, I 
just learned last week of a 
new type of cyber crime –
“Click Fraud”.  

Our world is changing at an 
alarming rate with no turning 
back.  We now have close to 2 
million people in Las Vegas 
with no end in sight.  Nevada 
still claims the highest rank-
ing in foreclosures, and count-
less lenders have shied away 
from stated income loans.  
Yesterday I read an Op-Ed 
article written by a man who 
claimed to have “dodged the 

bullet of the interest-only loan 
scam” on his residence.  This 
man is a financial writer!!  I 
shake my head at such Nean-
derthal type of attitudes to-
ward our industry.  I fear we 
will continue to be the ball 
and chain on the economy for 
some time to come – fueled 
by the headlines that affront 
all in our industry.

I know there are silver linings 
– would it not be better if we 
could hear positive news, too!  
Just today I had a call from 
friends who live in Southern 
California.   They are a mar-
ried couple in their forties who 
have rented apartments and 
houses their entire lives.  The 
American Dream of homeown-
ership has always been just 
that to them – a Dream, until 
now.  They have saved a down 
payment, they have stable 
jobs, decent credit, and now, 
for the first time in their lives, 
they are taking their first steps 
toward homeownership.  They 
are both scared and exhila-
rated at the same time.  They 
now see light at the end of the 
tunnel.  As both get closer to 
50 (Carri turns in January), 
they know Social Security will 
not fund their retirement.  
THEY WHO HAVE NEVER 

OWNED REAL ESTATE know 
Real Estate is a good solid 
LONG TERM investment op-
tion, but there are responsi-
bilities in that investment; 
they must be able to make 
payments even if their work is 
disrupted, and they will need 
money for home repairs since 
house is a resale, they will 
have many more expenses 
(sewer, water, trash, etc.).  

I once attended a seminar 
and was told – I was very 
privileged in that I was a pro-
fessional in only a handful 
that would touch everyone in 
the country.  The only other 
professions that touch every-
one are teachers – well every-
one unless you are home-
schooled, clergy (can be fun, 
or not), funeral home employ-
ees (not fun), and police 
(usually not fun).  So we are 
truly blessed to be able to 
help others. 

I hope each of you has a won-
derful holiday season and 
comes back in 2008 with a 
renewed fervor for our indus-
try to help foster the American 
Dream.  

Stephanie Prather—President
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PR E S I D E N T’S  N O T E S

U P  C O M I N G  E L E C T I O N

Thursday, January 10th , 2008

Dinner Meeting

Speaker:

David  Reinikainan

Dispelling Myths of 1031 

Exchanges

Big Dogs/West Sahara

5:30 —7:30

Bring a Guest!

Wednesday, January 16, 2008

Board of Director’s Meeting

Becker’s Lakeside/West Sahara

5:30– 7:00

All members welcome!

In April 2008, NAPMW Las Vegas membership elects the Board for the year 2008 – 2009.  The 
nomination Committee for NAPMW Las Vegas is contacting members to notify you of the require-
ments to serve on the Board.  The Nomination Committee is Marlys Van Dyke and Susan Barker.

A member of NAPMW Las Vegas can run for office when they have been a member in good 
standing for one (1) year.  The positions on the Board open for election are President Elect, Vice 
President, Treasurer, Recording Secretary, Corresponding Secretary and Directors.

We are a VOLUNTEER Organization and a Working Board; so this is a commitment of your time, 
knowledge and ideas. There are plenty of mentors for someone who has not served on a board; 
past local officers, region officers and national officers to encourage you and answer questions.

Interested persons should contract Marlys Van Dyke (219-0802) marlys.vandyke@nsbank.com or 
Susan Barker (250-6431) sbarker63@cox.net

Calendar 



Serving all mortgage professionals who want to excel 
and employers who want excellence

tional $250 gift card and a 
tax exempt status for our 
purchases.  Now with over 
$1,300 to spend. We split up 
for our purchases and were 
given 1 1/2 hours to shop.  

Each shopper received a 
child’s name, size, age and 
most wanted gift.  We met up 
at  8:30 for checkout.

The next step was the wrap-
ping of the gifts.  The gifts 
were brought to the Board of 

Every year NAPMW—LV holds 
a Chinese Auction during their 
October dinner meeting.    
Members bring in wrapped 
gifts with the value written on 
the bottom.   We auction 
these gifts off without anyone 
knowing what they are bid-
ding on and everyone paying 
the difference between the 
last bid and their bid.  It’s a 
crazy hilarious event with 
every one yelling out amounts 
and bags and wrapped boxes 
flying around the room.

This year we raised over 
$1,100 and were able to 
adopt three families  to pur-
chase Christmas presents for, 
through HELP of Southern 
Nevada.

We met  at Wal-Mart  on a 
Tuesday morning in Novem-
ber.  Karen Leary had con-
tacted Wal-Mart and talked 
them into giving us an addi-

Directors November meeting 
at the home of Laurie Kalnin 
and we spent the first hour 
eating, drinking and wrapping 
gifts.  By the time were  done 
we had six huge bags full of 
gifts for families that other-
wise would have been unable 
to have a Merry Christmas.

Sunday, December 9th, 
Susan Barker and Laurie Kal-
nin loaded (and I do mean 
loaded) up the Blazer and 
took the gifts to HELP of 
Southern Nevada for pick-up 
by the families!

Next year we hope you will 
join us in all the activities!  It’s 
great fun 
and good 
for the 
commu-
nity.

HE L P I N G IN OU R C OM M U NI T Y

Come for the education stay for the 
friendship!

Napmwlv.com
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