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YOUR BUY/SELL MIGHT BE GREAT IF YOU DIE,
BUT WHAT HAPPENS IF YOU DON’T?
Provided by: Jerome A. Timmermann, The Timmermann Group
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most likely to occur. If you suspect
that your agreement may be inadequate, review it today… before one
owner decides it is time to ride off in
the sunset. ❒
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205 N Main, PO Box 346, Breese, IL
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Fax: (618) 526-4387
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VALUING FRACTIONAL INTERESTS
IN REAL ESTATE
Prepared by: Maureen Dearden, ASA
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is a full service valuation and consulting company specializing in business valuations, intangible asset valuations, financial
consulting, expert testimony and litigation support. In addition, we also perform real estate valuations, machinery and equipment
valuations, and international transfer pricing analyses.
For more information or a free valuation seminar for your firm or professional group, please call Anita Thomson at (877) 587-7008,
or e-mail your request to ktsinc@verizon.net.

– Theodore Roosevelt

“Nine-tenths of wisdom is
being wise in time.”
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