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MAY EXISTING-HOME SALES RISE
AGAINST EXPECT ATIONS, NAR REPORTS

WASHINGTON (June 25, 2001) – Despite slowing economic conditions,
existing single-family home sales rose in May, according to the National
Association of Realtors®.
Existing-home sales increased 2.9 percent to a seasonally adjusted annual
rate* of 5.37 million units in May from an upwardly revised pace of 5.22
million units in April. Last month’s sales activity was 3.5 percent above the
5.19-million unit pace in May 2000.
Dr. David Lereah, NAR’s chief economist, said sales activity is exceeding
some expectations. “With slightly higher mortgage interest rates in a slow-
ing economy, some forecasters have been expecting a sales slowdown.
However, demand is still very high, interest rates remain close to historic
lows and many people are confident about their own economic future,” he
said. “Some of the current rise in home sales may result from ‘fence-jump-
ing’ as people take advantage of good interest rates before they move any
higher, but any way you cut it, this is an exceptionally strong housing mar-
ket,” he explained.
According to Freddie Mac, the national average commitment rate for a 30-
year, conventional, fixed-rate mortgage was 7.15 percent in May, up from
7.08 percent in April; it was 8.52 percent in May 2000.
NAR President Richard A. Mendenhall said the current level of home sales
underscores the importance of homeownership in achieving the American
dream. “Record high levels of homeownership translate into stronger com-
munities as more first-time buyers make the transition from renter to owner,
establishing their own economic foundation – this helps to foster deeper
commitments and community involvement,” he said. “At the same time,
we need to focus on the fact many families still can’t afford decent housing,
and it’s important to expand opportunities for those at the bottom rung of
the housing ladder,” he added.
The national median existing-home price was $145,500 in May, up 5.7
percent from May 2000 when the median price was $137,600. The median
is the midpoint, which is a typical market price where half of the homes
sold for more and half sold for less.
Housing inventory levels at the end of May dropped 6.1 percent from April
to a total of 1.53 million existing homes available for sale, which represents
a 3.4-month supply at the current sales pace; there were 1.63 million homes
available at the end of April. However, the May inventory level is 2.7
percent higher than May 2000, when 1.49 million homes were on the mar-
ket.
Regionally, the existing-home sales pace in the South rose 3.8 percent in
May to an annual rate of 2.19 million units, and were 7.4 percent above
May 2000. The median price of an existing home in the South was $138,200,
which was 9.2 percent higher than a year ago.
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Confusing File Extensions

Here's a handy tip, pass it along.

It lists literally hundreds of commonly used file extensions
and tells you what programs they're associated with.

This is particularly handy for figuring out the origin of
e-mail attachments that you may receive or to determine what
old files on your system might be when you no longer have
the software that created them in the first place.

The reference is located at:

http://www.webopedia.com/quick_ref/fileextensions.html

And is worth adding to your "favorites" today, as you'll al-
most certainly need such a handy guide sometime in the fu-
ture.

In the Midwest, existing homes were selling at an annual rate of 1.18 mil-
lion units in May, up 3.5 percent from April; the pace was 0.9 percent
above May 2000. The median price in the Midwest was $124,000, up 3.9
percent from May 2000.
Home resales in the West rose 2.3 percent in May to an annual rate of 1.36
million units, and were 0.7 percent above May 2000. The median existing-
home price in the West was $196,000, up 6.8 percent from the same month
a year earlier.
Existing-home sales in the Northeast were unchanged from April to May
with a pace of 640,000 units; the sales rate also was the same as May 2000.
The median existing-home price in the Northeast was $149,500, up 3.3
percent from a year ago.



It's  A Date
(Association Calendar of Events)

Kudos
(Awarded Designations)

If you have received an award or designation,
please fax to 892-2599.

Connecticut Housing Finance Authority

Providing affordable homeownership and
rental opportunities to Connecticut Residents.

www.chfa.org
Come visit our site to find out more about

CHFA and other programs:

� About CHFA
� Buying Your First Home

� Multifamily Programs
� Elderly Programs

� Tax Credit Programs
� News and Events
� Bond Disclosure

� For Business Partners, Lenders
and Developers

Connecticut Housing Finance Authority
999 West Street / Rocky Hill / CT, 06067

860-721-9501

July

11th ECRIS Board of Directors Meeting
9:15 am — RIS Office

12th ECAR Board of Directors Meeting
9:00 am — Association Office

17th Home Review Deadline

24th New Member Orientation
9:00 am - 3:45 pm - Association Office

31st Home Review Deadline

August

8th ECRIS Board of Directors Meeting
9:15 am — RIS Office

9th ECAR Board of Directors Meeting
9:00 am — Association Office

14th Home Review Deadline

21st New Member Orientation
9:00 am - 3:45 pm - Association Office

28th Home Review Deadline

31st Home Review Deadline

Don't Forget about the
ARIS Training Classes

being held every month
 until the end of the year.

If a registration form is needed,
call 892-2595 to request one.



Code of Ethics Procedures Updated by the ECAR Board of Directors

On May 10, 2001 the ECAR Board of Directors demonstrated their commitment to enforcing the spirit
of the Code of Ethics by adopting a number of optional provisions contained in the Code of Ethics and
Arbitration Manual. These include:

1. Setting the number of members on both the Grievance and Professional Standards Committee at
11 with the Chairman and members appointed by the President and confirmed by the Board of
Directors. Members are appointed to three year staggered terms.

2. Under certain circumstances the names of violators of the Code of Ethics will be published on
the member side of the ECAR website. A second violation must have occurred within a three
year period for publication to occur.

3. A $250 administrative processing fee will be charged if a respondent is found in violation of the
Code.

4. $250 deposits are required for arbitration hearings, appeals and procedural reviews.
5. Adoption of non-binding mediation as a board service that would be offered to the parties prior

to sending an arbitration request to the Grievance Committee for review.
6. If a respondent has not been found guilty of an ethics violation in the last three years the respon-

dent is given the opportunity to waive a hearing and, in effect, plead guilty. This opportunity is
provided to the respondent after review of an ethics complaint by the Grievance Committee. If
the hearing is waived, a hearing panel meets to determine the discipline which cannot exceed a
fine in excess of $2,500 or suspension for a period of thirty (30) days should a violation of the
Code ultimately be determined.

Tips & Tricks
(By Stephen Canale)

Too Many Hoaxes

Lately I've been receiving more virus warnings than I
personally care to. While I can certainly appreciate other
users taking the time to raise the "red flag" when a vi-
rus threat appears, unfortunately, these warnings are
generally hoaxes.

What these messages have in common (and should thus
raise your suspicions) is that they describe some awful
sounding virus, usually labeled as the worst threat yet.

Additionally, these warnings often claim that anti-virus
software cannot detect the threat (which is never true)
and then they suggest that you forward a copy of the
e-mail to everyone in your address book.

Which is exactly what many people do.

While it's usually the thought that counts, forwarding
hoaxes throughout the Internet isn't helping anyone. So,
the next time you receive such a warning, and before
you forward it on to your friends, check the major anti-
virus software vendor's web sites to see if the threat is
legitimate, or just another hoax.

The references that I personally use are:

http://ca.com/virusinfo/encyclopedia/
http://hoaxbusters.ciac.org/
http://vil.nai.com/VIL/newly-discovered-viruses.asp
http://www.symantec.com/avcenter/index.html

Each of these sites has a section devoted specifically to
identifying virus hoax messages.

Interestingly enough, I also receive many e-mail mes-
sages that do carry actual viruses within, and almost
never receive warnings about these legitimate threats.



FOCUS ON ARBITRATION AND PROCURING CAUSE FACTORS*
OR

WHO BAKED THE CAKE?

Black’s Law Dictionary defines  procuring cause as:

“The proximate cause; the cause originating a series of events which, without break in their continuity, result
in the accomplishment of the prime object. The inducing cause; the direct or proximate cause. Substantially
synonymous with “efficient cause.”

A broker will be regarded as the “procuring cause” of a sale, so as to be entitled to commission, if his efforts
are the foundation on which the negotiations resulting in a sale are begun. A cause originating a series of
events which, without break in their continuity, result in accomplishment of prime objective of the employ-
ment of the broker who is producing a purchaser ready, willing, and able to buy real estate on the owner’s
terms.”

Another way of stating it is “Who baked the cake?” Think about this analogy – it really works! In other words, who
started the uninterrupted chain of events that led to the sale?

Whether a broker is the procuring cause of a sale must be factually determined on a case-by-case basis.  Every
dispute has a unique set of facts. Many factors can impact a determination of procuring cause, but no one factor is
by itself determinative.  Procuring cause is, in fact, the interplay of factors, which together demonstrate that the
unbroken efforts of a specific broker were responsible for the buyer making the decision to consummate the sale
on terms which the seller found acceptable.  In other words, a broker who is the procuring cause of a sale is a sine
qua non of the sale — the sale would not have occurred but for the broker’s efforts.

When reviewing the factors listed below, it is important to note that the occurrence of any particular factor in a
fact situation does not necessarily mean that procuring cause does or does not exist.  This is because it is the
interplay of factors that is so important in recognizing procuring cause, not the presence of any one factor alone.
A specific factor can, in fact, cut either way, depending on its importance compared to the other factors in the
case and depending on when it occurs in the timeline of the case.

Procuring cause factors may be grouped, for organizational purposes, into nine different categories.  These
categories are:

The nature and status of the transaction
The nature, status and terms of the listing agreement or offer to compensate
The roles and relationships of the parties
The initial contact with the purchaser
The conduct of the broker or agent
Continuity and breaks in continuity
The conduct of the buyer
The conduct of the seller
Other information

The Code of Ethics and Arbitration Manual provides Professional Standards Hearing Panels with guidelines to
analyze the entire course of events. Over 70 questions can be posed by the hearing panel to determine who started
the uninterrupted chain of events that led to the sale. Abandonment of the buyer by the agent or estrangement of
the buyer from the agent are two of the more significant factors. Please refer to Appendix II to Part Ten of the
Manual for a complete explanation.

Since there can only be one procuring cause, the Hearing Panel will award the disputed amount to only one party.
Recently, however, the ECAR Board of Directors adopted a provision of the Code of Ethics and Arbitration
Manual that allows the parties to voluntarily mediate the dispute. The key word here is voluntary. The parties are
not forced to agree on a settlement during the mediation process. If the matter is referred to a Hearing Panel,
arbitration is the result. By definition, the decision is involuntarily imposed on the parties by a third party, the
Hearing Panel.

* excerpts from Letter of the Law on One Realtor Place and the Code of Ethics and Arbitration Manual.


