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A real estate transaction involves many different businesses and many business relationships. Buyers and Sellers in our area first look
to REALTORS® when a decision to buy or sell is made. This is just the first relationship made and business partnership formed. Thereaf-
ter, the REALTOR® contacts the advertising medium to arrange to show the property, the buyer contacts a home inspection company, a
mortgage company, an insurance company, and a lawyer. The mortgage company hires an appraiser and perhaps its attorney. The seller
checks out the advertising media to find a new home, hires an attorney to represent him and deals with the same group as the buyer when
they find a property. All these relationships are necessary to allow the transactions to flow smoothly.

ECAR established the Affiliate Task Force in 2001. Its goal is, in part, to facilitate the relationship between the REALTORS® and the
affiliate members. As affiliate members we share the same goals as it relates to the process leading to home ownership. The Affiliate Task
Force would like to take this opportunity to encourage the REALTORS® of the Eastern Connecticut Association of REALTORS® to work
with affiliate members.

There is no group of professionals more attuned to the needs of the home buying public than the affiliates members of the Association.
These businesses have made a commitment in both time, education, and in many cases money to support the business of the REALTORS®.
As affiliate members they contribute their time to many of the same committees and causes as REALTORS®. They remain educated as to
issues particular to the industry and in many cases contribute directly to the education of REALTORS® through their various areas of
expertise. By joining the Eastern Connecticut Association of REALTORS®, affiliate members show a commitment that is lacking in those
other businesses that choose not to be members of your organization.

Last year, the Affiliate Task Force produced the Affiliates Services Directory for distribution to the membership. This directory
contains the names and contact information for all affiliate members. Those who chose to make a financial commitment have an expanded
listing but all affiliates are listed. When you next have an opportunity to hire a real estate professional make sure they are affiliated with
your organization.

Turn to those who have committed to be a part of the process.  Turn to the Affiliates.

THE AFFILIATE
CONNECTION

By Jon Peck, Affiliate Task Force Chairman

MORTGAGE INDUSTRY FUNDINGS
TOP $2.78 TRILLION

In 2003, the mortgage industry broke all records and funded
$2.78 trillion dollars of loans, according to the National Mort-
gage News. If we assume an average loan size of $150,000, that is
an awful lot of loans! By comparison, the industry funded $2.1
trillion in 2001, $1.0 trillion in 2000, $1.2 trillion in 1999 and
$1.5 trillion in 1998. This represents a 32% increase in activity
from 2001. The quarterly figures really show the frantic pace -
$572 to $522 to $729 to $964 billion in each quarter. In the fourth
quarter, refinances accounted for 76% of all loans, and the activ-
ity was almost twice that of the first and second quarters. In com-
parison, it is amazing the industry can close loans as quickly as it
does!

FYI So far in 2003 rates remain extremely low and the pace continues.
These numbers confirm what we all have experienced - increased
lead times and more hassle to get loans closed. The entire industry
is just clogged with applications! A few tips will help ensure your
buyer’s loan will close on time:
1) All lenders and Originators attempt to prioritize purchases, but
are limited in their response.
2) It pays to do business with a lender you know and trust.
3) Double check with the buyer’s lender before writing the offer to
verify lead times to process and close the loan

Coffee Break
(Association News or REALTOR® Input)



(As of February 28, 2003)

Gossip  Sheet
We welcome your input.  If interested in submitting
an article for the next edition, submit by 3/17/03.

Contact Beth at 887-3611 or Fax at 892-5097.

FEBRUARY NEW MEMBERS - APPROVED 2/20/03

REALTORS®

Mark Bargnesi William Raveis (East Lyme)
Bruce Brast William Raveis (Mystic)
Steven Calcagni* Calcagni Associates Real Estate
Duane Chase Seaboard Properties
John Delaney Pequot Properties (Norwich)
Mark Dignoti Black Point Real Estate Co.
Robert DuBois Monarch Realty
Steven Fairless Pequot Properties (Waterford)
Brian Hunter* Hunter Realty Group
Michelle Jensen William Raveis (Mystic)
Mary O’Brien* At Home Realty
Jenny Pellerin Coldwell Banker (Norwich)
Alice Zahedi William Raveis (East Lyme)

AFFILIATES

Robert Aulie Wells Fargo Home Mortgage
David Rose Guaranty Residential Lending

* RIS only

AGENCY TRANSFERS

New Agency Former Agency
Christian Driscoll Driscoll Tradewinds Real Estate Services Realty Pros
Mark Kydd Bill Heenan & Associates Coldwell Banker (Gales Ferry)
Olin Paige William Raveis (East Lyme) CT Commercial Realty

RIS DELETES

Eleanor Butler Re/Max Property Consultants
Babette Koch Coldwell Banker (Niantic)
Susan Napiany Crystal Real Estate Co.
Daniel Peters Sylvia K Real Estate
Michael Peccolo Re/Max Professionals (Bristol)

ASSOCIATION DELETES

Mary Beth Barber Network Real Estate
Randy Blais Monarch Realty
Jaye Boardman Pequot Properties (Seaport)
Sandra Caldrello Buena Vista Real Estate
Clarence Faulk Century 21 Avery Real Estate
Virginia Freye Coldwell Banker (Mystic)
Bruce Grant William Raveis (East Lyme)
Harold Hull Network Real Estate
David Krasnecky Browning & Browning Real Estate
Albert Patalano William Raveis (East Lyme)
Deirdre Pizzoferrato Performance Realty Group
Carol Rogers Pequot Properties (Rt. 1)



It's  A Date
(Association Calendar of Events)

For a complete listing of meetings and events go to the
Members Only page on www.ecmls.com and

click on “Meetings & Events Calendar”

Toby's  Bag
(Legal issues that pertain to Real Estate)

MarMarMarMarMarccccchhhhh
13th Membership Meeting

11:30 am — Groton Inn & Suites
Groton, CT

19th ARIS Training - Basics
9:00 am - Noon
— Association Office
$10 w/pre-registration, $15 for walk-ins

19th ARIS Training - Beyond the Basics - Session 2
1:00 pm - 4:00 pm
— Association Office
$10 w/pre-registration, $15 for walk-ins

20th ECAR Board of Directors Meeting
9:00 am — Association Office

25th Home Review Deadline

LISTINGS AND BUYER AGENCY CONTRACTS
CANNOT HAVE AUTOMATIC EXTENSIONS

Recently the Connecticut Association of REALTORS® was
asked to interpret the Connecticut Real Estate Regulations Sec-
tion. 20-320 Suspension or Revocation of Licenses, Fines (6). This
section states that you can have your license suspended or revoked
for “entering into an exclusive listing contract or buyer agency con-
tract which contains a fixed termination date if such contract also
provides for an automatic continuation of the period of such con-
tract beyond such date.” Previously it was thought that if there was
a final date for the automatic continuations, the listing or the buyer
agency contract was valid. This new interpretation eliminates the
possibility of automatic continuations. Therefore, you should im-
mediately delete any automatic continuations in your listing agree-
ment and your buyer agency contract.

The NAR Trademark on the Internet*

When surfing the Web for real estate homepages, it’s quite
common to come across sites belonging to REALTORS®. If
you are looking to add your own electronic presence on the
Internet, it is easy to get caught up in designing your own
web page and choosing a domain name which will capture
the attention of surfers and make you easily identifiable.
REALTORS® often want to use the REALTOR® marks as
part of their domain name or address to distinguish
themselves, but they must keep in mind that there are rules
governing proper use of the REALTOR® marks that must be
adhered to at all times regardless of the media used. These
rules are found in the National Association’s Membership
Marks Manual, a reference manual explaining proper use of
the REALTOR® marks including examples of correct and
incorrect uses. Here is a brief list of the principle rules af-
fecting use of the REALTOR® marks in domain names:

The term REALTOR®, whether used as part of a domain
name or in some other fashion must refer to a member or a
member’s firm.

The term REALTOR® may not be used with descriptive
words or phrases. For example, Number1realtor.com, chicago
realtors.org or realtor properties.com are all incorrect.

For use as a domain name or e-mail address on the Internet
the term REALTOR® does not need to be separated from the
member’s name or firm name with punctuation. For example,

Realtor® News
(Informational, Recreational or Political)

both johndoe-realtor.com and johndoerealtor.com
would be correct uses of the term as a part of domain
names and jdoe*realtors@webnetservices.com and
jdoerealtors@webnetservices.com are both correct uses of
the term as part of an e-mail address.

The REALTOR® block R logo should not be used as
hypertext links at a web site as such uses can suggest an
endorsement or recommendation of the linked site by your
Association.

The public has adopted the use of all lower case letters
when writing domain names, even those containing
trademarks. Therefore, for purposes of domain names only,
there is an exception to the rule on capitalization of the term
REALTOR® and it may appear in lower case letters.

Whether you use traditional print media or the Internet,
it is essential to use the REALTOR® marks in accordance
with the rules and guidelines of the National Association.
The REALTOR® marks should only be used to denote
membership in the NATIONAL ASSOCIATION OF
REALTORS®.
*from realtor.org at http://www.realtor.org/realtororg.NSF/
pages/NARTmark?OpenDocument



Case Interpretations of the Code of Ethics
or

How would you vote?

Article 1
When representing a buyer, seller, landlord, tenant, or other client as an agent, REALTORS® pledge themselves to protect and promote the
interests of their client. This obligation to the client is primary, but it does not relieve REALTORS® of their obligation to treat all parties
honestly. When serving a buyer, seller, landlord, tenant or other party in a non-agency capacity, REALTORS® remain obligated to treat all
parties honestly.

 Multiple Offers to be Presented Objectively
Case Interpretation 1-29  by the NAR Professional Standards Committee  (Adopted November, 2002.)

REALTOR® A listed Seller S’s house. He filed the listing with the MLS and conducted advertising intended to interest prospective purchas-
ers. Seller S’s house was priced reasonably and attracted the attention of several potential purchasers.

Buyer B learned about Seller S’s property from REALTOR® A’s website, called REALTOR® A for information, and was shown the property by
REALTOR® A several times.

Buyer X, looking for property in the area, engaged the services of REALTOR® R as a buyer representative. Seller S’s property was one of
several REALTOR® R introduced to Buyer X.

After the third showing, Buyer B was ready to make an offer and requested REALTOR® A’s assistance in writing a purchase offer. REALTOR®

A helped Buyer B prepare an offer and then called Seller S to make an appointment to present the offer that evening.

Later that same afternoon, REALTOR® R called REALTOR® A and told him that he was bringing a purchase offer to REALTOR® A’s office for
REALTOR® A to present to Seller S. REALTOR® A responded that he would present Buyer X’s offer that evening.

That evening, REALTOR® A presented both offers to Seller S for his consideration. Seller S noted that both offers were for the full price and
there seemed to be little difference between them.  REALTOR® A responded, “I’m not telling you what to do, but you might consider that I
have carefully pre-qualified Buyer B. There’s no question but that she’ll get the mortgage she’ll need to buy your house. Frankly, I don’t
know what, if anything, REALTOR®  R has done to pre-qualify his client. I hope he’ll be able to get a mortgage, but you never can tell.”
REALTOR® A added, “Things can get complicated when a buyer representative gets involved. They make all sorts of demands for their
clients and closings can be delayed. You don’t want that, do you? Things are almost always simpler when I sell my own listings,” he
concluded.

Seller S, agreeing with REALTOR® A’s reasoning, accepted Buyer B’s offer and the transaction closed shortly thereafter.

Upset that his purchase offer hadn’t been accepted, Buyer X called Seller S directly and asked, “Just to satisfy my curiosity, why didn’t you
accept my full price offer to buy your house?” Seller S explained that he had accepted another full price offer, had been concerned about
Buyer X being able to obtain the necessary financing, and had been concerned about delays in closing if a buyer representative were
involved in the transaction.

Buyer X shared Seller S’s comments with REALTOR® R the next day. REALTOR® R, in turn, filed an ethics complaint alleging that REALTOR®

A’s comments had intentionally cast Buyer X’s offer in an unflattering light, that his comments about buyer representatives hindering the
closing process had been inaccurate and unfounded, and that REALTOR® A’s presentation of the offer had been subjective and biased and in
violation of Article 1 as interpreted by Standard of Practice 1-6.

At the hearing, REALTOR® A tried to justify his comments, noting that although he had no personal knowledge of Buyer X’s financial
wherewithal and while he hadn’t had a bad experience dealing with represented buyers, it was conceivable that an overzealous buyer
representative could raise obstacles that might delay a closing. In response to REALTOR® R’s questions, REALTOR® A acknowledged that his
comments to Seller S about Buyer X’s ability to obtain financing and the delays that might ensue if a buyer representative were involved
were essentially speculation and not based on fact.

How would you vote?

The Hearing Panel concluded that REALTOR® A’s comments and overall presentation had not been objective as required by Standard of
Practice 1-6 and found REALTOR® A in violation of Article 1.


