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Note from fhe Edifor'.......
Waelcome back to the Oregon Invectigator!

Ac many of you know, our journal hag not been publiched for quite some
time. Ac we have 3 lot of new membere, | juet thought | would bring up a
couple of pointe to familiarize them...(and RE-familiarize ceaconed
membetre) with the journal’e procese. We do not have a dedicated ctaff to pro-
duce thic journal. Thie journal ic and chould be, the product of gubmiccione
from accociation membere. There ic a volunteer who will put the cubmic-
cione together and publich the journal. It ic a recource for articlec of inferest
and information which you have and can chare with your fellow membere for
the benefit of all. The quality and frequency of thic journal ic DIRECTLY
tied to the memberchip’e participation. On that note, | invite all to submit
an item to be uced in future journale. What may ceem like “common
knowledge” to you...may be juet the bit of “new idea” another invectigator
can ygel

Some ideac: List of recourcee and linke, Photoe and cummary of a cemi-
nar .. including regionale!, Appropriate cartoong. If you read a good arti-
cle...let ue know the name of the article and the cource and author...we can
either reprint it of refar folke to itl You can cubmit iteme to any board mem-
bet, of email them to webmacter@ oali.org.

That being caid, ctarting with thic iccue, we will be publiching a cerieg of
articlee by John Roge of the Academy of Legal Invectigatore. It will be a
ceriec covering cixtean (16) topice for the Profeccional. The firet inetallment
ic three (3) articlec on the topic of Bucinece.

We would like to thank Mr. Roce for hig genetogity
in allowing ue the uge of hic articles.
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Here is a sincere wish
whateach reader will have
a happy, healthy and fi-
nancially rewarding
New Year. In my effort
tocontribute to the latier
part of that wish, this ar-
ticle will be directed to
the beginner for 1995;
however, some of the old
i timers may want to con-
! tinue reading.

_ To succeed in inves-
tigations we must bave
happy, satisfied clients because those clients
provide ward of mouth advertising which
can neither be bought nor obtained by paid
advertising. To accomplish this every time
shoutd be your desired goal.

Many very good investigators fail at the
Business of Investigations hecause they do
not understand the bosiness aspects of the
profession. Understanding investigations as
a business is not uniike Newton's theory
.."For every action there is a reaction.”
Although we realize this, many times our
actions are the true cause of ¢lienl problems.
We mus! think about our acts long before we
cause them to happen.

Sources is one example: If we wait to
developasource of information until a client
asks for that information .... there is little
chance of impressing that client ¢r gaining
that necessary word of mouth advertising.

The successful investigator will realize
that humar relations play a major role in Lthe
business of investigations from the moment
the name goes into the Yellow Pages,

All of the keys o success should be
blended together like the ingredients of a
good soup or stew, One ingredient left outof
an otherwise excellent gumbo can produce a

bland or ynpopular flavor. The same is true |

in this profession. The investigator Lhat has
all the sources in the world but does not
know how or when 1o smile is doomed.

The business aspects of your investiga-
tion start long before the job is actually given
or accepted. When you introduce yourself
and shake hands with the clieat is usually the
beginning of most investigations; however,
in some cases a telephone call or [stter may
get you started, -

You are the professional, start with a
cheerful attitude and a firm handshake. (Not
the dead fish [limp wrist] or bone crusher.)
In the beginning, be sociable, talk in terms
of the other person's interest. If you do not
know your client's interest, talk about the
iornado, heat or the weather but do not get
into politics or religion. When your client is
talking, it is most important to “listen.”

After you start talking business, do not
take their problem lightly. Seta sincere tone
to the conversation by being openand hon-
esL This client has come to you for profes-
sional assistance, provide il. You-must sell
yourself before you can seil your investiga-~
tive service. This is accomplished by being
kumble and courtecus without being arro-
gant. Show confidence and be optimistic but
do not promise to accomplish the impos-
sible. Remember, the only thing a profes-
sional can guarantee is a “Professional Ef-
fort™ By all means, avoid the “take it or
leave it attitude,” be flexible within reason
rather than demanding. Allow your client
the opportunity to suggest his thoughts and
desires.

You should be in control of the conversa-
tion at all imes without making & second
class citizen out of your clieat. Generally,
the client will know what the problem is. It
is your job to kmow how o solve that prob-
lem. Do not allow the client to tell you how
to conduct the investigation; however, if the
client does talk in those terms listen to what
is being said but do not debate the issue.
There are times when the client is on the
right track and you can follow their think-
ing. Domestic is an example: When follow-
ing a spouse it will be necessary to know
some specific information and your client is
the only person whocan provide those facts.
Do net allow a client to accompany you on
surveiltance! As a general “ruie” do not tell
the client how you intend 1o solve their
problem. You are in the business of investi-
gations, do not attempt to teach your clients
to solve their own investigative problems.

After there is an agreement and/or under-
standing in regard to the client's problem
and it is understood that you are going to
conduct the investigation, make sure the
client also understands the costs. If you have
not discussed expenses, do not expect to bill

later for expensecs
and keep your client
a bappy camper.
When dealing with
the private party, it
is much better to ask
for a retainer fee up
front and explain in
detail cxacly how
each dollar will be
used. Exampie: If
you have an honrly
rate, mileageand per
diem, explain those fees. :
When the retainer has been exbausted, €x
plain that you will notify the client either by
telephone, letter or report of what has beet
accomplished and what can be expecte(
from further investigation. At that point, the
client will be provided the opportunity
discontinne the investigation or advanc
additional fees to continue the investigation
This procedure can continue until the inves
tigation has been successfully concluded.

Another financial approach is the fla
rate, which works very well with man
phases of investigation. Example: Skip trac
ing. You may wanl to 21} the clienl that |
will cost X" amount of dollars to locate thv
missing person, no charge if not located
Don'texpect o keep this client happy, if yor
atempt to impress with your speed am
efficiency by pressing a-couple of keys ol
your computer to come up with the cwven
address in thirty seconds after agreeing 0.
fee of $100.

After you understand the client's prob
lem and/or job assigoment, and yon bav
agreed on the fee, take the time to goover th
entire agreement to be sure you and you
client bave a mutval understanding of al
financial agreements. Now, you <an bi
your client good day.

After the client has left or you hav
returned (o your office is the time to start b
investigation. The difficult wark bas al
ready been accomplished. The investigativ
part of this business is easy .... but shoul
you have any problems, give me a call!
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John R Rose is Director, Academy

of Legal Investigators, Salem, OR,

and Author, $10,000 Per Month As
A Private Investigator

“Articles by John R. Rose are
& copyrighted and if copied must
wdentify the author and name this

Newsletter as the source.”

Wée“ you start your business,

start as if you are going

to be successful with a
million clients and the business
will continue forever. There are
many ways 10 manage yOur case
filing system. However, there is
only one way that will work
correctly and last forever. Here
are a few points this system must
contain:

The system must include a
written record of clients, jobs,
billings, reports in such a manner
that you can answer any client’s
question within 30 seconds after
the telephone rings.

Absolutely, you can do this
with the computer. If the
insirument is on and operating
with the correct software on the
screen when the telephone rings,
you may be able to answer your
client’s question within 30
seconds. On the other hand, the
paper file is always there in
immediate reach and will not go
out!  The computer generation
wants o do everything with the
computer today, and it certainly
can be accomplished. However,
you had better have a hard copy as
a backup. It’s not IF the computer
is going out, but WHEN. Like
John Henry said, the steel driving
man, I can find the information

quicker with my paper file than
anyone with their computer, If
you insist on using the computer

you should gel “investigative
software” and one of the best that
1 have seen is s0ld by Roy-Miller
(no profit in this for me). His e-
mail address is roy{@case-works.

E)n f ;e-';r“'

Either way, computer or
paper, the record must contain a
Log Book to enter ¢ach case as
they come into your office. You
must cross-reference these jobs
alphabetically and numerically.
This way you will be able to find
the file with either the name or
number.  The computer will
bring them up by using either the
name or number, but the paper
file would contain a number and
the rolodex would list the names
alphabetically. The log book
would show the name of the
subject under investigation, date
of assignment, date the job was
finished, date of billing, date
paid, type of investigation,
(coded for future reference), and

provide the number for the
rolodex.
Do NOT get billings

mixed up with income. You may
send out a billing, but it is not
income until the check s
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received from your client. This is
why you need a separate billing
Journal that is a quick and simple
way to know, If and when, your
bilhings are paid. That joumal
should be reviewed and updated
daily. If you make a monthly
journal of your billings, you can
toss them i the round file. This
is for your record only, there will
be a complete income and
expense ledger for the IRS.
Expenses—this profession
IS unique in that we spend our
clhient’s money before we get it.
The IRS says that we should keep
a daily record of out of pocket
expenses. The best way to do this
is by keeping a small, pocket size
daily expense book with you at all
times. Then record all your
expenses in that book. The credit
card statement will record the
same thing if you buy everything
with a credit card. Generally, we
do not wuse credit cards to
purchase small items, and from
1ime to time, cveryone does not
accept credit cards. It is best to

record the credit card purchase in
your daily expenses also.




Recognizing The Investigative Opportunity - by john R Rose

John R. Rose is Director, Academy

of Legal Investigators, Salem, OR,

and Author, 310,000 Per Month As
A Private Investigator

“Articles by John R Rose are
O copyrighted and if copied must
identify the author and name this

Newsletter as the source.”

efore [ really understood
what & subrogation
investigation was, one

jumped up apd hit me over the bead.
quite by accident. This was duning

the period of the Pinto fires and Ford
Motor Cnmpany was in trouble
frequently.

A friend of a friend called
asking for gn opinion to discuss a
neighbor’s house fire. The story wag
sad. Hawever, my human

compassion was lost during my first

five years in business. Working for
nothing does;not put beans in the pet
and beans doi go better with some ham
hock! This was an exception or so it
appeared, and | agreed to donate some
time.  After gxplaining in depth that I

was not & fifg cause expert and knew

very little " about this type of

mv&stxgatmn,j they siifl wanted my
! They did not bave

assm
insuranse am} could not afford to pay.
The puly way I-could possibly
get paid- for_ :
way to subrggate, but that word was

never discusped. The owner of the |

burnsdhou#edldnotkncwthc

dies who ‘just want to

fime was to find some |

Not unlike ARy

They agreed to pay for my
time and expenses if my
investigation developed some
avenue for them to recover damages.
1 planned to donate a couple of days
Jjust to keep my friend and associates
from thinking 1 was a hard-hearted
jerk.

My next step was to talk
with the owner of the home. He
provided me with a rough sketch
outlining the locatipt of all kitchen
appliances. On refurning to the fire

-scene, my effort was to locaie all the

smatl :leunmlapphanm, such as a

waffle irog,’ 4«&1@' elaptric clocks,

coffee maker, mixes, etc. Some of
these items’ were nbt plugged in, but
some may have besn. The house did
burn and. something did cause that

fire, - Sonie -of ﬂ:lzseﬁems were

burned into‘vapors, and oﬁhm's_were
‘melted- down imto' 2 pile of mete
parts, : Befere: the ﬁm, the -coffee
maker was, :accarding o the sketch,
gitting on one end ofk;he counter
next to the stove. The remains of
the coffee maker was not easily
found. 1 gave up:digging with my
hands, then went howe to get a
shovel ‘apd @ garden rake. With

these tools:1 dug e debris out and -
_.away from the ayex 1. was searching
- and ﬁoundaglobnfmpiwdplasnc

There was no way to Tecognize this
blob-as: haping -otce been 3 cotfee
maker.

Aﬂﬂafmmmentswrth'

the Fire Morshall; who had seen
melwd'-mﬁw makers, I
W’Mfﬁmﬂdh& He also

- original

borrowing the money to sei
biob of plastic to the lab.
finally agreed and today they 1
you that was the best investmc
ever made.

Three hours of work
lab provided the fact that the
maker did cause the fire. The
computer sketch that outline:
part of that coffee maker
appeared after going through 1
That “after the fire” outli
compared by computer wi
schematic fror
manufacturer. The compariso
casily be recognized by an :
like me. It was cbvious fr
computer print out what cau
coffeec maker 1o over heat ar
the house, {This was now a fa

The manufacturer
coffee maker built a new hon
furnishings, paid mvestigaté
sttorney fees, They settled

court because someope ol
already taken them to court
reaped the harvest of thos
trials and settlements.

That fire was nearly
untder the mg! Many good ¢
passed up, as I almost passed
by. Not being & fire-cause ¢
did not feel qualified to inv
that fire. However, [ was qua
do what I did. Each of us
effort to do the right thing -
many opportunities. One of t
to success in this professio
know how to recogni

opportunity when one jum
Take advantage of all

BOB'I.G d‘ﬁﬂlﬂ Pk g

e explained that i that blob was sent | opportunities and have a haj
mm@thﬁi:m O{hf waNmMMwmﬂdmﬂlt . prospercus NEW YEAR!

s and/or. what caused thatwghpmlpr&whehmed the

s<. Gimiture and all-their : Ths’-, pmbhm—-‘they ‘charge

Iup;__;__ flames. miheub?dget, It mkaceuplsofweeks for
mmwmmwagequ mﬂtomlktheyoung couple into
notma.ds. ' R



COMPUTERLAND

# Printer Wizard

The new and incredible 326t
‘? inteligent wizard has obtained a
gt zolution bo wour printing problem: do
ok prirk.

Some sort of emor

¢ 0K i
LRI Q Fleaze, prezz OF or CANCEL

to continue. ..

OALI Board Elections
Annual Meeting
June 25, 2010



April 21%, 2010

OALI Donation of card stock and printer ribbons for the
Private Investigators new ID cards to DPSST

Left to right: OALI President Patrick Higgins, Director Eriks Gabliks, Captain Teresa
Naugle Private Security / Private Investigator
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Mark your calendars!

June 25-26, 2007 OALI Annual Summer Conference and Seminar
Black Bear Inn Conference Center
1600 Motor Ct, Salem, 97301
503-581-1559
CEU 8.0 hrs.
Friday, 12:30-4:30 Annual Meeting Saturday, 8:00-5:00 Seminar
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