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Realtor® News
(Informational, Recreational or Political)

Affiliates  Corner
Affiliate Profile:

John Read
Atlantic Financial Services

“Mortgage Matchmaker Corp.”
Position: Owner.

Type of Business or Service: Mortgage Broker.

Number of years in business: 10 years.

Business team: The team consists of six people with
a combination of 40 years experience.

Markets served: Eastern Connecticut and Southern
Rhode Island.

Business accomplishments: 80% of business is
generated by referrals from satisfied customers and
other professionals.

Business philosophy: No surprises, the customer
always comes first, do it right the first time.

Products or services: Professional service to help
the borrower get the right loan with the right lender
at the right price. The security, diversity, flexibility
and competitive pricing of over 30 lenders.

(Get acquainted with a Affiliate Member)

Buyer Designation Course

In Springfield, MA
June 19, 20 and 21

Three day module course!

3rd day “Innovative Marketing Session”
may be taken separately

The ONLY Buyer Representative Designation
recognized by

THE NATIONAL ASSOCIATION OF REALTORS®

The course is delivered through the Greater Springfield As-
sociation of REALTORS®, a REBAC - licenser provider as
recognized by the National Association of Realtors® and the
Real Estate BUYER'S AGENT Council.

Call 413-785-1328
for additional information,

or email
ben@greaterspringfieldassociationofrealtors.com.

A new Standard of Practice related to
Article 1 of the Code of Ethics

was adopted at the NAR midyear meetings reading as
follows:
REALTORS®, in response to inquiries from buyers or
cooperating brokers shall, with the sellers’ approval,
divulge the existence of offers on the property.

   

   

Letters are accepted (responses or questions)
to articles above. Send to:

  Beth Jessop
  Eastern CT Assoc. of REALTORS®

  238 West Town St.
  Norwich, CT 06360



(As of June 1, 2002)

Gossip  Sheet

MAY NEW MEMBERS

REALTORS®

Michael Cunningham William Raveis R.E. (Mystic)
Michael Dolan Switz Real Estate Associates
Josephine Dreessen Josephine Dreessen Realty
Joseph Grimmett Network Real Estate
Harold Hull Network Real Estate
Anthony Lusitani Pequot Properties (Norwich)
Tammy Menard DeWolfe (Mystic)
Carol Nicholls* Prestige Properties (Berlin)
Barbara Phaneuf R. Sparrow Hicks Real Estate
Joseph Phelps DeWolfe (Gales Ferry)
Sheri Shvonski* Hearthstone Realty
Malanie Tary DeWolfe (Mystic)
Heather Vasilious Monarch Realty
Regina Birch Walzer L & L Appraisals

Affiliates
Chris Albanese Law Offices of Chris Albanese

*RIS only

ASSOCIATION REINSTATEMENTS

Terry Mitchell Tasoulas Agency
(agency membership pending)

RIS DELETES

Monique Clarke William Raveis R.E. (Mystic)
Elsa Cole William Raveis R.E.(Stonington)
Judith Farley Switz Real Estate Associates
Daniel Reale Century 21 Reale
Claire Shippee Village Realty
Cheryl Tilney DeWolfe (Groton)

ASSOCIATION DELETES

Emily Knowles William Raveis (Mystic)
Garth Meader DeWolfe, (Groton)

AGENCY TRANSFERS
New Agency Former Agency

Deborah Biondo DeWolfe (Gales Ferry) DeWolfe (Groton)
Darlene Buffington Realty World Petrowsky Quintal Loomis Real Estate (Plainfield)
Pam Chappell DeWolfe (Gales Ferry) DeWolfe (Groton)
Jack Conant DeWolfe (Old Saybrook) Prudential CT (Essex)
Salvatore Costanza DeWolfe (Gales Ferry) DeWolfe (Groton)
Sheri Cote Pequot Properties (Norwich) William Raveis R.E. (Norwich)
Mary Delmonico DeWolfe (Norwich) Loomis Real Estate (Plainfield)
Barbara Diaz Re/Max Bell Park Realty Partner Properties
Gale Fishbone DeWolfe (Gales Ferry) DeWolfe (Groton)
Tanya Graham DeWolfe (Gales Ferry) DeWolfe (Groton)
Jane Huang DeWolfe (Gales Ferry) DeWolfe (Groton)
Michelle Leighton DeWolfe (Gales Ferry) DeWolfe (Groton)
Marge Murdock DeWolfe (Gales Ferry) DeWolfe (Groton)
Lisa Neundorf DeWolfe (Gales Ferry) DeWolfe (Groton)
Olin Paige Connecticut Commercial Realty William Raveis R.E. (East Lyme)
Katherine Pollard DeWolfe (Gales Ferry) DeWolfe (Groton)
Kristina Richard Loomis Real Estate (Plainfield) Loomis Real Estate (Putnam)
Susan Sampson DeWolfe (Gales Ferry) DeWolfe (Groton)
Carol Shafner DeWolfe (Gales Ferry) DeWolfe (Groton)
Blair Shepard DeWolfe (Gales Ferry) DeWolfe (Groton)
Justine Silvestri William Raveis R.E (East Lyme) New England Real Estate
Marianne Sousa Loomis Real Estate (Plainfield) Loomis Real Estate (Putnam)
Michelle Sposato Performance Realty Group Partner Properties
Gus Tsaparikos DeWolfe (Gales Ferry) DeWolfe (Groton)
Lynda Van Auken Loomis Real Estate (Plainfield) Loomis Real Estate (Putnam)

* RIS only



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”

System Tip

JJJJJuneuneuneuneune
4th New Member Orientation

8:30 am 4:00 pm
— Association Office

4th Home Review Deadline

6th Membership Meeting
11:30 am — Ramada, Norwich

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

18th Home Review Deadline

19th ARIS Training
9:00 am - Noon & 1:00 pm - 4:00 pm
— Association Office

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

How do I e-mail my customers an MLS fact sheet?
If you do not wish to send your customers a search

engine link and want only to send them a single property or
several properties, using HOTSEND is the best way to ac-
complish this. Perform your MLS search. If you already know
the MLS number simply put that in on the Search Listings
screen and click ‘DO’. If you do not know the MLS number
put in the appropriate criteria and click ‘DO’ to go to the
grid. Tag the property you wish to send. Click the printer
icon. Choose 1Up with picture from the Print Reports screen.
Select ‘Tagged Only’. You should also decide if you wish to
send the report in Customer Format or Agent Format and
make the appropriate selection. Click ‘DO’. When your printer
screen is displayed select HOTSEND E-mail Attacher from
the printer dropdown menu. HOTSEND should be set as your
default printer for it to automatically display. A HOTSEND
screen will appear. Select whether or not you wish to send
your document with a viewer and proceed with sending the
message.

NOTE: You may also send your customers a Search
Engine Link in this manner. If you simply put in the MLS#
the recipient will simply see that MLS#.

TIPS FROM THE MATTHEW FERRARA HOTLINE

SAVE TIME SEARCHING ONLINE

Most users use a “search engine” online to find other web
sites. Portals like Yahoo, MSN or Google contain millions of
listings - but if you’re already at a site, why waste time going
back to a search engine to search and then go to another
site? Try this trick: Simply type a word or phrase into the
ADDRESS BAR of Explorer and press Enter. It will automati-
cally search your favorite search engine and take you to a
list of results. This works any time, any where, so you can
jump from site to search in just a few keystrokes

LOSE A FILE? FIND IT WITH EASE!

Sometimes we all forget where we saved a file or
what we named it. Thankfully, Windows has a global search
tool with a few different ways to find your lost files. Click
START… FIND… FILES OR FOLDERS and you can look by
name, date or date range (say, last two days) or even by
typing a few words you remember are inside the document.
Windows can search in one folder, or the entire hard drive,
and will display a list of all files that match your criteria.
Select your file from the results list by double clicking its
name and it will open immediately.

PRINT PREVIEW SHORTCUT
CTRL + F2 will show you a print preview! Saves time.

Techno Spot

(ARIS Tip)

ADVERTISING REMINDER:

Starting with the June 27th issue, a
new deadline policy will be in effect. Any
advertising received after the deadline is not
guaranteed to be in that issue. This policy is
in response to a growing number of ad
submissions being received days after the
deadline. This policy is to ensure that a qual-
ity magazine is delivered for each issue.

Advertising deadlines are always on
Tuesday at 5:00 pm. Prepayment and all
pictures for your advertising are also due on
this day. If you need an extension, please
notify Beth at 887-3611.



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.

Listing Property at Excessive Price
Case Interpretation 1-17  by the NAR Professional Standards Committee

Mr. A was about to retire and move to a warmer climate, and had discussed the sale of his house with a
number of brokers. He dropped in on REALTOR® B to discuss the matter and said that various brokers had told him
he should expect to sell the property at from $150,000 to $158,000. “Oh, that sounds low to me,” said REALTOR® B,
“property moves well in that neighborhood and I recall that your house is in good shape and well landscaped. Give
us an exclusive on it at $168,000 and we’ll make a strong effort to get you what your property is really worth.”
REALTOR® B got the listing.

He advertised the property, held it open on weekends, had many inquiries about it, and showed numerous
prospective buyers through it for a few weeks, but received no offers. When activity slowed, and the client became
concerned, REALTOR® B was reassuring. “We’ll just keep plugging till the right buyer comes along,” he said. When
the 90-day exclusive expired, REALTOR® B asked for a renewal. He told the client that new houses coming on the
market were adversely affecting the market on resales of existing houses, and recommended lowering the price to
$158,900. Client A ruefully agreed, but the lowered price did not materially increase buyer interest in the property.
As the term of the 90-day extension of the listing neared, REALTOR® B brought Client A an offer of $150,000 and
strongly recommended that it be accepted. But the client objected. “You told me it was worth about $168,000 and
sooner or later the right buyer would pay that price. Meanwhile similar houses in the neighborhood have been
selling within 30 to 60 days at around $156,000.”

“I know,” REALTOR® B said, “but six months ago we had a stronger market and were at the most favorable
time of the year and $168,000 was not an out-of-line price at that time. But now we’re in the slow time of the year
and the market is off. All things considered, I think the $150,000 offer in hand is a good one. I doubt that a better
one will come along.”

Client A accepted the offer and complained against REALTOR® B to the local Board of REALTORS®, charging
REALTOR® B with misinforming him as to fair market value apparently as a means of obtaining the listing of his
property.

At the hearing, the facts as set out above were not disputed. Questioning developed the additional fact that
at the time of the original listing REALTOR® B had not gone through the house to make a systematic appraisal of
opinion of value, and that his recommended offering price was not based on a systematic review of sales in the
neighborhood. Members of the Hearing Panel pointed out that the neighborhood in question was a development of
houses, basically the same in size and quality, that had been put on the market about 10 years earlier at prices
varying from $145,000 to $150,000; that good location and land development practices had maintained a good
market for resales, but there was no indication that any property in the immediate neighborhood had been resold
for as high as $160,000. When told that circumstances tended to bear out the complainant’s charge that REALTOR®

B’s recommended price was a stratagem to obtain the listing, REALTOR® B’s defense was that he felt he had a right
to take an optimistic view of the market.

How would you vote?

It was concluded that REALTOR® B was in violation of Article 1 of the Code of Ethics



NRDS (not nerds)
What is your NRDS Number?

NRDS stands for National REALTORS® Database
System. Your NRDS number is a unique 9 digit
number that has been assigned to you that will remain
assigned to you as long as you remain a REALTOR®.
Changing companies or even local or state Association
membership will not change your number.

Why is your NRDS number important?
You will find that you will be using that number more
and more in the future. If you have paid your dues,
registered for continuing ed courses or a membership
meeting on line you know the value of having it handy.

How do you find your NRDS number? There are four
ways that you can find it:
1. On the cover of your copy of the REALTOR® Maga-
zine just above your name.
2. On your NAR membership card. You will be
receiving your membership card in May along with a
package of very useful information from NAR.
3. If you have already assigned yourself an ID and
password for Realtor.org, there is a link to NRDS on
Realtor.org. Click on  the NRDS link and look yourself
up (You previously had to enter your NRDS number
here to log in).
4. If all else fails, call the Association at 892-2595 and
we will look it up for you.

FYI (Information for REALTOR® Members)

What is ECOPS?

ECOPS, an acronym for electronic cops, is a
committee of the Eastern Connecticut REALTORS®

Information Service that is charged with “insuring the
integrity of the data” in the MLS system.

What does “insuring the integrity of the data” mean?
It means making sure that all required items are entered
into listings, that photos are present, and that pendings
and solds are reported in a timely manner. The ECOPS
respond to complaints from RIS members and also
randomly check listing data.

If you get a call from an ECOP, please cooperate.
Here’s what the MLS Rules and Regulations say:
”If the listing is determined to be incomplete by ECOPS:
a. ECOPS will place a phone call to the listing agent
advising the listing agent to correct the listing within
72 hours.
b. After 72 hours a letter will be sent to the Participant
if the discrepancy is not corrected.
c. If the discrepancy is not corrected within 72 hours
from the date of mailing, a $50 fine will be levied.”

Current members of the ECOPS Committee include:
Sharon Senuta, Chairman, Pequot Properties; Melinda
Brooks, DeWolfe; Alan Berman, Monarch Realty; Irene
Kridzelis, Partner Properties LLC; Mark Landry,
DeWolfe; Marilyn Lusher, DeWolfe; Peter Provost, Wil-
liam Raveis Real Estate; Ludwig Pulaski, William
Raveis Real Estate; Rachael Sposato, Executive Firm/
Charbonneau Realty.

Everyone benefits from complete, accurate, up-to-
date information.

Kudos

If you have received an award or designation, please
fax to 892-5097.

(Awarded Designations)

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

Have you heard about the new section,
 “Cut it Out” in Home Review???

If not and you're curious,
call Beth at 887-3611

and find out how to get yourself or your
business in Home Review

for a minimal cost.



SAVE TIME SEARCHING ON-LINE
Most users use a “search engine” on-line to find other web
sites. Portals like Yahoo, MSN or Google contain millions
of listings - but if you’re already at a site, why waste time
going back to a search engine to search
and then go to another site? Try this trick: Simply type a
word or phrase into the ADDRESS BAR of Explorer and
press Enter. It will automatically search your favorite search
engine and take you to a list of results. This works any time,
anywhere, so you can jump from site to search in just a few
keystrokes

LOSE A FILE? FIND IT WITH EASE!
Sometimes we all forget where we saved a file or what we
named it. Thankfully, Windows has a global search tool with
a few different ways to find your lost files. Click START.
FIND. FILES OR FOLDERS and you can look by name,
date or date range (say, last two days) or even by typing a
few words you remember are inside the document. Windows
can search in one folder, or the entire hard drive, and will
display a list of all files that match your criteria. Select your
file from the results list by double clicking its name and it
will open immediately.

PRINT PREVIEW SHORTCUT
CTRL + F2 will show you a print preview! Saves time.

Tips & Tricks
(By Stephen Canale)

System Tip
ARIS TIP

How do I send ARIS e-mail

Double click on the Mailbox in the bottom left cor-
ner of your ARIS task bar, or click the “E-mail” tab and
then the “ARIS Mail” button. Select the “Outbox” tab.
You may select to send your message to any Group
(Office), User (Individual), or List (See Create Distribu-
tion Lists). If you wish to attach a certain file click the
“Attach” button and locate the file. Type your desired
message in the box and click the “Send Mail” icon.

NOTE: Your computer will connect to the server at
this time so it is necessary to be connected to the
Internet or be prepared for dialing out. The icon with
the red X allows you to delete sent mail. The printer
icon allows you to print the message you created.

Techno Spot

USE YOUR CREDIT CARD TO REGISTER
FOR CONTINUING ED CLASSES, MEMBERSHIP

MEETINGS OR COMPUTER TRAINING!

1. Log on to www.ecmls.com
2. Click on the Calendar and Events link on the left side of

the page.
3. Find the class or meeting that you want to register for.
4. In the right column, click on the link, Members Only -

Register Online!
5. The following directions are found on the resulting page:

a. Clicking on the “PROCEED TO STORE” link will
bring you to NAR’s E-Commerce LogOn page.

b. Enter your NRDS (National REALTORS® Data
base System) number. To get your NRDS number,
refer to the mailing label on the front of your latest
copy of REALTOR® Magazine (your monthly
membership magazine) or the NRDS ID# on your
NAR membership card. If you use the magazine
label, note the 10 digit magazine ID immediately
above your name (between the two / symbols on
the magazine label, e.g. #/0111122222/ ). In all
cases, the number entered below should be 9
digits (do not use the # or / symbols). Therefore,
eliminate the leading zero to arrive at only 9
digits.
OR
Use your NAR membership card, and enter the
NRDS ID# (without any dashes). Again, in all cases
the number entered should be 9 digits. Therefore,
add or eliminate leading zero to arrive at 9 digits:

c. If you are logging in for the first time, do not
enter anything into the password field at this
time. Assign yourself a password by clicking on
the “Assign/Change Password” button. Write
down your password and store it in a safe place
that you can remember.
OR
If you have previously logged in and have already
assigned yourself a password, enter your password
and click on login.

d. On the next screen, click on “Mall.”
e. On the next screen, click on “Eastern Connecticut

Association of REALTORS® Inc.”
f. You’ve arrived at the store! Choose the category,

find the event, click on add to basket, click on
checkout, click on pay now with credit card or pay
now with electronic check, complete the required
information and click on Pay Now. If you don't
click on Pay Now you won't have paid and you
won't be registered!


