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

AVOID THE RUSH

Real estate business has built up to the point where
everyone is trying to close at the end of the month.  A month
end closing allows the buyer to bring less money to the clos-
ing because the loan interest in less (less days left in the
month); however, the buyer is alleviating a cash flow prob-
lem but not saving any money.

Because of this desire to close at the end of the
month, the lenders and closing attorneys get jammed.  Mis-
takes occur.  There is not enough time to solve problems.
Sometimes the closings must be pushed into the next month.

If you set a closing for anytime other than month
end, you avoid the jam up and get better results.

COMPENSATION OF OTHER BROKERS

In order to clarify some confusion in the field regarding
the compensation of co-brokers, the Rules and Regulations
of the MLS and a section of the Code of Ethics need to be
examined.
Section 5 of the MLS Rules & Regulations states,
in part,

The compensation specified on listings filed with the Ser-
vice shall appear in one of two forms. The essential and ap-
propriate requirement by an Association Service is that the
information to be published shall clearly inform the Partici-
pants as to the compensation they will receive in cooperative
transactions unless advised otherwise by the listing broker in
writing in advance of his producing an offer to purchase.
The compensation specified on listings published by the Ser-
vice may be shown in one of the following forms:
(a) By showing a percentage of the gross selling price.
(b) By showing a definite dollar amount.

Standard of Practice 3-2 of the Code of Ethics states:
Realtors® shall, with respect to offers of compensation to

another Realtor®, timely communicate any change of com-
pensation for cooperative services to the other Realtor® prior
to the time such Realtor® produces an offer to purchase/
lease the property.

By accepting the offer of compensation in the MLS, the
selling broker has the right to rely on what is published. If the
offer of compensation is “a percentage of the gross selling
price” the seller broker has a right to rely on that representa-
tion. Please notice that the rules specify a percentage of the
gross selling price, not a commission based on the deduction
of seller concessions from the gross sale price or a unilateral
reduction of the percentage by the listing broker. In the event
that a situation arises that may result in a change in the offer
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of compensation, Standard of Practice 3-2 requires you to
notify the selling broker “prior to the time such Realtor® pro-
duces an offer to purchase/lease the property.”

The difficulty primarily arises, however, during  nego-
tiations of the sale after an offer has been submitted. If a situa-
tion arises that could result in a reduction of the offer of
compensation in the MLS, you must obtain the selling broker’s
consent. The only sure way to do that is in writing. You can-
not unilaterally decide that the selling broker will be paid a
reduced amount at the closing. To do so would be a violation
of both Section 5 of the MLS Rules & Regulations and Ar-
ticle 3 of the Code of Ethics.

Home Review Deadlines
• July 26th

• August 9th
• August 23rd

All ads are due at 5:00 pm



Gossip  Sheet
NEW MEMBERS – APPROVED JUNE 16, 2005

REALTOR® AGENCIES

Phillip Backus* Backus Real Estate, LLC
Robert Brownell Atlas Realty Investments
Thomas Gallagher* Autumn Appraisals, LLC
Mary Nasi IMT Real Estate Solutions, Inc.
Alice Theodor Alice Theodor,REALTOR®

Thomas Thomches* Thomas Real Estate Services

REALTORS®

Hina Arif William Raveis Real Estate (East Lyme)
Reno Attwood* Randall, REALTORS®

John Bates RE/MAX Property Consultants
Thomas DePatie* Randall, REALTORS®

Crystal Dieter Town & Country Properties
Donald Geehan* Randall, REALTORS®

Fanie Gore Prudential CT Pequot Properties (Waterford)
William Kane Network Real Estate
Lori Lagace Castles Condos & Cottages
Daniel Li American Realty
Joseph Lombardo* Randall, REALTORS®

Evelyn Lyons Switz Real Estate Associates
Chrystal Marks RE/MAX Sunset Realty
Pamela McNulty-Hennessey William Raveis Real Estate (East Lyme)
Gwen McTigue Matrix Real Estate Division
Edward Murphy* Randall, REALTORS®

Paul Murphy* Randall, REALTORS®

Edward Ogren Diversified Real Estate
Tara Rogers Assist 2 Sell Buyers & Sellers
Kenneth Romiguiere Capital Property Investments (Griswold)
AnnaLee Romiguirere Capital Property Investments (Griswold)
David Rondeau Prudential CT Pequot Properties (Danielson)
Nancy Siciliano* Lila Delman Real Estate
Amanda Sorel Browning & Browning Real Estate
James Stollenwerck* Randall, REALTORS®

Susan Sullivan Prudential CT Pequot Properties (Norwich)
Gardner Young* Randall, REALTORS®

AFFILIATES

Diane S. Adams ChelseaGroton Bank
Kim Lowe 1-800-Got-Junk?

* ECRIS 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”

JulyJulyJulyJulyJuly
15th Summer Beach Bash

5:00 pm — Ocean Beach, New London

18th & 19th SUPRA KEY EXCHANGE
Economy Inn, Norwich
(former Ramada Inn)

26th Home Review Deadline

AugustAugustAugustAugustAugust
9th Home Review Deadline

9th New Member Orientation
8:30 am - 4:30 pm—Comfort Suites, Norwich

17th ARIS Online Training
— Association Office
$10 ~ advanced registration is required
BASIC: 9:00 - 11:00 am
ADVANCED: 1:00 pm - 3:00 pm

23rd Home Review Deadline

25th ECAR/ECRIS Board of Directors
9:00 am — Association Office

Thomas Switz, Past President and Chairman of the REALTOR® of
the Year Committee, announced the REALTOR® of the Year as the
final agenda item at the REALTOR® of the Year and Agent Appre-
ciation Night at the Norwich Inn & Spa in Norwich on June 9, 2005.
In his remarks he said,
“ I can honestly say that when I received the 2003 REALTOR® of
the Year award it was the highlight of my professional career. To be
recognized by your peers and to be selected from a group of highly
qualified, dedicated REALTORS® leaves you with a feeling of
humbleness and pride. My REALTOR® of the Year plaque and the
beautiful clock I received from CAR are proudly displayed in my
office.
I was recently had a chat with this year’s REALTOR® of the Year
about our careers in the business and this REALTOR® said, “I love
the REALTOR® organization, it is like a family to me”. I will tell you
that her actions back up her words.
The REALTOR® of the Year award recognizes REALTORS® for ex-
traordinary efforts in the interest of their profession, clients and
community. It also acknowledges the leadership qualities of those
REALTORS® who perform work on behalf of the local, state and
national REALTOR® Associations.
This year’s REALTOR® of the Year has been chosen from a list of
exceptionally well-qualified candidates. Her commitment to educa-
tion and business leadership in the REALTOR® organization and
her dedication to the Code of Ethics are unsurpassed.
In addition to meeting and surpassing all the necessary criteria this
REALTOR® of the Year is an extraodinary Mom to 3 teenage boys.
In her 15+ years in the business our REALTOR® of the Year has
been involved in every level of our Association, which continues
to this day. She has served on our Board moving up through the
chairs including a very successful stint as our President. She has
served on numerous committees and chaired our first Program Com-
mittee. She is largely responsible for the terrific programs and meet-
ings we all enjoy now. She has served on the Strategic Planning
Committee, Membership Committee, the Electronic Data Display
Task Force, the Nominating Committee, and the International Com-
mittee.
Her commitment to ethics and education is immediately apparent
with any interaction with any of the many many REALTOR® col-
leagues who she has taken under her wing at her firm and mentored.
She is currently preparing to teach a new education course from
NAR called “Expand Your Market”
She is a member of on CAR’s International Committee and chairs
the Connecticut Association of REALTORS® Communications and
Technology Committee. She has participated for years in REAL-
TOR® Day at the Capital, has participated in 3 New England REAL-
TORS® Conferences, is a State Director of CAR, is a Sterling R
RPAC recipient, and holds the National Association of REALTORS®

Certified International Property Specialist designation.
She has attended the NAR Washington mid-year national meet-
ings for the past 3 years and has attended numerous National con-
ventions. This outstanding REALTOR® continues to this day to
stay actively involved in our REALTOR® Association.
In addition to her REALTOR® family service she is very active in
the William Raveis Breast Cancer Research annual fund raiser which
last year raised over $250,000 to help fight this terrible disease. She
has also been a Director for the Regional Multi-Cultural School

Site-Based Management Team and volunteered weekly in the class-
room while her children were growing up. Her charitable contribu-
tions also include securing donations for every Habitat for Human-
ity Affiliate in Connecticut.
I truly believe this award tonight is a fitting crown jewel to a dedi-
cated professional who I know will continue to give back to our
Association throughout her entire career. It is with great honor and
pride that I present the 2005 Eastern Connecticut Association of
REALTORS® REALTOR® of the Year award to my dear friend and
colleague, Jeanne Fellows.”
In her acceptance remarks Jeanne Fellows expanded on her giving
back philosophy which she terms “Pay It Forward.” She said “If
anyone in our business has ever helped you learn something im-
portant or shown you how to be more professional, then please
turn around and give back to someone else who’s newer to real
estate. Help a fellow REALTOR® learn how to do a better job,
become more of a professional...that’s what’s good for the whole of
us - Pay It Forward......”

Thomas Switz (left) presents
the 2005 REALTOR®

Of The Year Award
 to Jeanne Fellows



Do You Have 60 Seconds to Protect Your Future in Real Estate?

Every day, from the court house to the White House there is legislation being drafted that could affect the way REALTORS®

currently do business. Legislation such as:
• Preserving the Mortgage Interest Deduction
• Keeping Banks out of Real Estate
• Capital Gains Exclusion on the Sale of Residences
• Transfer Taxes
• RESPA (Real Estate Settlement Procedures Act)

The list is endless. It is every REALTOR®’s responsibility and duty to speak up and have their voice heard at all levels of
government. The best way to have your voice heard on Capitol Hill is through NAR’s Action Center. This web-based tool
directly connects you to your Member of Congress when there is potentially threatening legislation concerning real estate.

“It’s probably the most effective tool, short of face-to-face meetings, that we can have with Members of Congress,” says
Bob Snowden, chairman of the REALTORS® Political Involvement Committee (RPIC). “If they receive several hundred
letters, or several thousand, someone’s going to catch on that we have an issue out there and we mean business. We need to
get as many members signed up as humanly possible.”

Our legislative priorities – from small business health plans to banks in real estate to the reform of government sponsored
enterprises (Fannie Mae and Freddie Mac) – are extensive and complex. We need your help getting your senator or represen-
tative to understand their urgency and pass legislation that benefits our industry. On Capitol Hill, constituent voices matter. If
your voice isn’t heard lawmakers conclude you don’t care.

So participate on the Action Center. Register at www.naractioncenter.com. When NAR needs your immediate input, you will
receive a Call for Action (CFA) by email. Then visit the Action Center to send your Member of Congress a prewritten or
personalized letter with just three clicks of your mouse. It’s that easy to use and fast. The process takes 60 to 90 seconds.

The Action Center works!!!
• This year, we got the Bankruptcy bill passed; the favorable response to the CFA was instrumental to that
success.
• Members sent nearly 170,000 letters to Congress last year urging them to keep national banks out of real
estate – NAR’s most successful CFA since the Action Center was created four years ago.
• On other issues last year, more than 350,000 letters were sent.

NAR President Al Mansell wants to grow the Action Center from 150,000 to 500,000 participants. It can be done.
REALTORS® have shown considerable support for NAR’s political efforts, particularly the REALTORS® Political Action
Committee (RPAC). “Money can’t necessarily get you across the finish line if you don’t have the support of the member-
ship,” explains Monty Newman, NAR’s Vice President and Liaison to Government Affairs. “The synergy between the raising
of funds and the willingness of our members to take an active role by using their voice to make a telephone call or to send a
letter is critical to the long-term viability of our organization.”


