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Upcoming Events To Watch For

It's  A Date
(Association Calendar of Events)

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

click on “Meetings & Events Calendar”

July
July  17, 24, & 31,  2007

9:00 am. - 4:00 pm.
Foundations In Real Estate (FIRE)

Eastern Connecticut Association of REALTORS®

19th ECAR/ECRIS Board of Directors
9:00 am — Association Office

20th MLXchange Training - Intro
9:00 am— Association Office

MLXchange Training - Prospecting
11:15 am— Association Office

MLXchange Training - Advanced
1:00 pm— Association Office

24th Home Review Deadline @ 5:00 pm

27th e-Pro Video Event
Learn about the e-Pro Designation course
and save $30 on course registration!
9:00 am— Association Office
No Charge

Techno Spot

EASY DISTRIBUTION LIST IN OUTLOOK
Creating a distribution list is easy! Select FILE then NEW
then DISTRIBUTION LIST. Be sure to give your list a
name and then add contacts. Don’t forget to SAVE before
closing! When you want to send a group email to your list,
just type the LIST NAME in the TO field. Remember, if
you do not want the entire list of members to see who else
is on the list, type your distribution list name in the BCC
field, instead of the TO field!

QUICK EMAIL WITH WINDOWS
If you want to get a quick email off to someone, use the
RUN option. Simply press the Windows Key and the R
key. A RUN dialogue box will appear. Type in: mailto: and
then the email address of the person that you are sending
mail to and your email program will open with the address
field filled in. Just type your subject and the body of your
message.

SPELLCHECK SHORTCUT
F7 is a quick way to spell-check a document in Microsoft
Word. You can also use F7 to spell check email in Outlook!
Get in the habit of pressing this handy key before CTRL +
S to save!

Provided by:
The TECH HOTLINE
Technology Center

Kudos
 If you have received an award or designation,

please fax to 892-2599.

(Awarded Designations)



Realtor® News
(Informational, Recreational or Political)

What not to say
7 Phrases to Avoid

with Clients
BY HOWARD BRINTON

Change your words and you’ll change your results. Here’s a list of
weak phrases to stay away from, along with more powerful alterna-
tives.

Words are powerful things. When speaking with prospects, cli-
ents, and colleagues, your choice of words and phrases shapes
their perception of you; it tells them if you can get the job done
effectively and responsibly.

However, many people don’t realize they have a habit of using
weak phrases that undermine their professional image. Some of
these phrases are: “I should,” “I want,” “I need,” “I have to,” and “I
don’t know.”

These phrases imply that you’re giving up control and account-
ability and are placing it on someone or something else. Consider
using these more powerful phrases instead: “I am,” “I choose to,”
“I can,” “I will find out,” and “I’ll create.” A subtle change in word
choice puts you back in control and allows you to regain owner-
ship of the outcome.

The next time you’re talking to a client, pause for a moment to listen
to the language you’re using — are you subconsciously putting a
negative spin on the situation and giving them a reason to doubt
you? Or are you demonstrating that you can get the job done
professionally and effectively?

Here are seven phrases that that can negatively affect the outcome
of your conversations, along with some better alternatives. By pay-
ing close attention to the words you choose, you’re taking control
of your relationship with clients.

Phrase 1: “Here’s the Problem”
Your clients don’t want to hear about a problem associated
with selling or buying their home; they’d rather know what
you’re going to do to solve it. Instead, use words like chal-
lenge or opportunity. These words imply action, as in “Here’s
our challenge — we need to fix up this house on a small bud-
get! Let’s talk about where to start.”

Phrase 2: “I’ll Try”
This phrase is laden with doubt. It gives the impression that
you’ve already concluded that you will not be able to help

them. Instead, consider using I will. If you aren’t positive that
you can deliver on the promise, explain what you’ll do to achieve
the goal. Then provide a few paths you will take as an alterna-
tive approach, if necessary.

Phrase 3: “But”
This word is often an “I can’t” in disguise. For instance: “We’ll
market your property at this price but I can’t guarantee it will
sell.” Instead, use the word and, as in “I will market your prop-
erty at this price for four weeks and if we don’t receive any
offers, I’m going to ask you for a price adjustment.”

Phrase 4: “You Should”
This phrase kills marriages as well as sales. Down deep, you
may want to say, “You should paint the exterior and remove all
of these dead shrubs,” but instead consider ways to rephrase
it so that you’re creating a sense of empowerment. This is a
better way to phrase it: “If we paint the exterior of the house
and work a bit on the landscaping, we’ll be in a better position
to increase the asking price.”

Phrase 5: “You Have To”
As in, “You have to list at this price if you want to get any
activity.” Phrases such as this one often make people mad
simply because it takes away their sense of control. Instead,
say “You can position this property anywhere in the market
that fits your needs, remembering that homes sell faster at one
price compared with another.”

Phrase 6: “It’s Not My Fault”
This phrase is a quiet killer. Odds are good that you don’t say
it out loud to your clients, but even when you think it they can
hear you. If something goes wrong, forget whose fault it is.
Instead, focus on a solution by affirming “I am in complete
control of the outcome and responsible for what I do next.”

Phrase 7: “No Problem”
Sounds harmless, right? Not so fast. I’ve always believed that
you should never answer someone’s request with “no prob-
lem.” It implies that the request could have been a problem, or
that it was almost a problem. Indirectly, the phrase can evoke
negative emotions, whether you meant it or not. Instead, try
answering with a simple It’s my pleasure.

Simple But True
Some of these ideas may seem rather simple. The good news is,
they are! It’s really just a matter of understanding that the subtlest
changes in your choice of words can produce the biggest wins.
With a little practice, I’m confident that you will begin to see how a
few subtle word changes can have a remarkable impact on your
success.



Gossip  Sheet
NEW MEMBERS – APPROVED JUNE 21, 2007

REALTORS®

Miguel Afanador Mikasa International Real Estate Services**
Diana Bedard Prime Realty Partners**
Ann Bergendahl Prudential Connecticut Realty (Stonington)
Theresa Bokoff Lorelei Mitchell Agency
Laurette Booker Prudential Connecticut Realty (East Lyme)
Susan Bowes RE/MAX Home Team
Gregory Broadbent Weichert, REALTORS® – Suburban Properties
Iris Cai Monarch Realty
Jessica Chase Coldwell Banker Res Brokerage (Mystic)
Jason DeCristofaro Coldwell Banker Res Brokerage (Mystic)
Amanda Gaudette Weichert, REALTORS® – Suburban Properties
Beverly Huber HomeTown Properties
Vitaly Komarov Atlas Realty Investments
Susan Korpela Weichert, REALTORS® – Suburban Properties
Anthony Lemme Weichert, REALTORS® – Suburban Properties
Nancy Linn RE/MAX Shoreline
Donald Miller ERA Realty Pros (Danielson)
Scott Pellerin Coldwell Banker Res Brokerage (Niantic)
Todd Przybysz Seaboard Properties
Thomas Reynolds William Pitt Sotheby’s International
Kimberly Ryan Weichert, REALTORS® – Suburban Properties
Maria Scarpa Monarch Realty
Angela Short Prudential Connecticut Realty (Dayville)
Richard Thewissen William Pitt Sotheby’s International
** New Agency

ROSTER CHANGES – as of July 2, 2007

AGENCY TRANSFERS
Member New Firm/Office Former Firm/Office
Melinda Brooks PrimeTime Communities Statrilis
Todd Cooke RE/MAX Bell Park Realty ProMax Realty
Walter Groux Capital Property Investments (Griswold) Castles Condos & Cottages
Marc Jean Buyer’s Capital Real Estate Coldwell Banker Res Brokerage (Norwich)
Bai Lin IMT Real Estate Solutions Prudential Connecticut Realty (Norwich)
Bob Nason ProMax Realty Realty World Petrowsky Quintal
Trudi Titchen RE/MAX Bell Park Realty ProMax Realty
Susan Thompson RE/MAX Bell Park Realty Loomis Real Estate South
Yu, Chien Wen William Raveis Real Estate (East Lyme) Prudential Connecticut Realty (East Lyme)

ASSOCIATION DELETES
Tammy Daugherty William Raveis Real Estate (East Lyme)
Angela Gaudette Prudential Connecticut Realty (Dayville)
Sherry Gauvin Weichert, REALTORS® – Suburban Properties
Nicole Kelsey William Raveis Real Estate (Norwich)
Fiona Lin Monarch Realty
Jackie Moore William Raveis Real Estate (East Lyme)
Joe Simmons Performance Realty Group
Millie Wong Performance Realty Group
Tim Young Partner Properties

ASSOCIATION REINSTATEMENTS
Patricia Beaton Lott Realty
Jason DeCristofaro Coldwell Banker Res Brokerage (Mystic)
Carol Hull Prudential Connecticut Realty (Waterford)
Lynnette Pinto William Raveis Real Estate (Norwich)



Keep Us Up-To-Date
Send this to the Association office if your e-mail address has changed

Name:  ______________________________________

New e-mail address: ____________________________

Case Interpretations of the Code of Ethics
or

How would you vote?

Article 16
REALTORS® shall not engage in any practice or take any action inconsistent with exclusive representation or exclusive brokerage
relationship agreements that other REALTORS® have with clients.

Dealings Initiated by Another Broker’s Client
(Case # 16-14 from Interpretations of the Code of Ethics in the Code of Ethics and Arbitration Manual)

REALTOR® X, a residential broker, had recently listed a home. REALTOR® X’s marketing campaign included “open houses” on several
consecutive weekends.

One Sunday afternoon Buyer B came to the open house. REALTOR® X introduced herself to Buyer B and asked whether Buyer B was
working with another broker. Buyer B responded that he was, in fact, exclusively represented but went on to add that he was quite familiar
with the property as it had been previously owned by a close personal friend. REALTOR® X told Buyer B that she would be happy to show
Buyer B through the home and answer any questions he might have, but added that she represented the seller and not Buyer B.

After viewing the home, Buyer B indicated that he was seriously interested in the property and intended to discuss a possible purchase
offer with his buyer representative. REALTOR® X responded that there were several other buyers interested in the property and that it would
likely sell quickly. “I can’t tell you what to do, but if it were me, I would make an offer today,” REALTOR® X told Buyer B, “You can go back
and discuss this with your broker if you like or I can help you write a purchase contract. It’s your choice.” With REALTOR® X’s words in mind,
Buyer B decided to make an offer. REALTOR® X assisted Buyer B in filling out a standard form purchase contract which was accepted by the
seller later that day.

REALTOR® X was subsequently charged with violating Article 16 for dealing and negotiating with a party who had an exclusive relationship
with another REALTOR®.

At the hearing, REALTOR® X defended her actions noting that she had told Buyer B that she was the seller’s exclusive agent and, as such,
would not and could not represent Buyer B’s interests. She pointed out that Buyer B had asked for her help in writing a purchase offer and
had not sought the counsel and assistance of his exclusive representative. She concluded her defense noting that Standard of Practice 16-
13 authorizes dealings with the client of another broker when those dealings are initiated by the client.

If you were a member of the hearing panel, how would you vote?

The Hearing Panel disagreed with REALTOR® X’s reasoning. They concluded that REALTOR® X’s inducement of Buyer B by emphasizing that
the property might sell quickly (which might well have been true), coupled with her offer to prepare a purchase contract on Buyer B’s behalf,
constituted an initiation of dealings on the property by REALTOR® X, not by Buyer B. As a result, REALTOR® X was found in violation of
Article 16.


