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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 Calendar”

Upcoming Events To Watch For

JULY
29th MLXchange Training — Association Office

• Basic I —10:00 am
• Basic II — 12:30 pm
• Express CMA — 2:45 pm

AUGUST
11th New Member Orientation

8:30 am—Association Office

19th MLXchange Training — Association Office
• Advanced—10:00 am
• Report Writer — 12:30 pm

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

24th Continuing Education Course—  3 CE Credits
Association Office
• Ethics — 9:00 am

Market Yourself and Your Listing
 For Only $20

In the Featured Properties Section
 in the Home Review.

Your agent photo will be included with your
listing

Call Beth @ 892-2595 for details



Affiliates  Corner

Position: President

Type of Business or Service: Design & build
services for residential and commercial construction.

Number of years in business: 24 years

Business team:  Our team consists of 6
employees, with a total of 105 years cumulative
experience serving hundreds throughout Eastern CT
and Western RI.

Business accomplishments: Twice voted Eastern
Connecticut's builder of the year, and multi award
winning energy star certified green building professional.

Business philosophy: Providing personalized design
and construction services focused on attention to detail
and "rave review" customer service and care.

Products or services: Maximizing comfort, energy
savings, and a healthy indoor climate using state of
the art technology and environmentally friendly
building practices.

Erik A. Kudlis
Hot  Topic
(Information from C.A.R.)

“REALTOR” Trademark

Please do not use the service mark
REALTOR® in a way that makes it appear
as a generic term for someone with a real
estate license. The service mark should
never be written as “realtor”. It should
either be used capitalized with the ® or in
all caps REALTOR.

Rethinking the Open House
By George W. Mantor

RISMEDIA, July 14, 2009-It’s a familiar weekend scene in Ameri-
can neighborhoods, the ubiquitous Open House; three signs, a
flag and one seriously bored agent watching Rachel Ray reruns in
the family room.
It is apparent from the Open Houses I have visited that many
agents don’t know why they are there. Many are newer to the
business, more on that in a moment. But, in all likelihood, the home
they have selected is not their listing.
Their behavior toward me suggests that they believe that someone is actually going to walk through the door and buy the house, and
with that view of their mission, it is no wonder that they come to view Open Houses as a waste of time.
The true purpose of an Open House is neither to sell the home nor to “pick-up” a ripe buyer. Nor, is it to placate the seller. The purpose
of an Open House is to build listing dominance in the neighborhood surrounding the home. And, you will get potential buyers just as you
would if you had aimed at them.
Select the right community.
If you do business in a region where there is reasonably priced new or newer construction, you might want to consider focusing there.
Depending on the age of the homes, there may have been few, if any resales, and no other agent or brand will have established
dominance.
If there is ongoing advertising by the builder, so much the better in terms of traffic, but you don’t need to advertise at all. Most buyers
drive through areas they are interested in.
Become an expert in every floor plan, square footage, builder features, and amenities. Know the competition; know nearby communities
with market values slightly lower and slightly higher than your target community.
Also, the design of newer communities often features limited access so you can concentrate signage for maximum effect.
Choose an area that you can be enthusiastic about; your intention is to focus your listing activity in this community so you had better
like it. The Open House is how you get your toe-hold in the community. The Open House allows you to begin to reinforce your marketing.
Select the right home.
While luck and signage will bring buyers to the home, your goal of future listings requires that you send the right message to sellers. You
want your showcase to look, feel, and smell great. Fresh paint, spruced up landscaping, clean windows, and no clutter are important
evidence of what you advise sellers. Look for a home that is located near well travelled streets.



Assure Success
The success of your Open House should not be measured by how many possible buyers you picked up. The success of your Open
House should be measured according to the neighbors you have made a positive impression upon. Think of it as a low key block
party…you want the neighbors to stop in.
If you want people to come to your party, you have to invite them. I like a three pronged approach: tell them you will be inviting them,
invite them, and remind them.
Run a title search and make a street by street list of owners. If the mailing address is different from the property address, it may be a
rental. No problem, you are just looking for information. The residents of the community are people that you need to meet eventually
and a proper Open House provides a wonderful opportunity.
1. The Pre-invitation
Sure, you could just mail them an invitation, but what if they don’t come? Not only have you wasted a stamp but you have made no
progress in your quest to meet them. Walk the area between 10a.m. and 12 noon on the Saturday morning the week prior to your Open
House
2. KNOCK-KNOCK
“Hi, I’m Ben Selling from Super Realty. Next Saturday, we are having a little barbecue across the street to help the owners sell their home.
If you are interested, I could send you an invitation with all the information?”
Wait for it…it’s either going to be yes or no. If yes…
“Oh good, let me just confirm everything. “You are Mr. Skeptical. Do you prefer I contact you by email?”
You already have their address but you want to build a data base you can market to, and email is fast and free.
If not interested…
“No problem. Just in case you might know someone who is interested, I have prepared a price analysis; may I leave a copy with you?”
Just to get rid of you, they will take it. It’s a first step in the marketing process and it allows you one more shot.
“By the way, I routinely prepare similar reports in the area for other sellers, as well as neighbors who are refinancing and people wanting
to make sure their property insurance is adequate. Is that something you might be interested in?”
3. Wait for it.
Continue through the neighborhood to talk to as many neighbors as you can about the barbecue. You won’t get them all, ever.
4. The invitation
It needn’t be anything fancy. Where, when, what, and why. Put the family name and property address on them and hit the neighborhood
on Wednesday afternoon. If no answer, either leave it at the door or come back tomorrow and try again.
5. The reminder
The morning of the event make one more round of the area to try to get those you missed and remind those you were able to get to
previously.
Sign Psychology
An Open House is a legal excuse to plaster the neighborhood with your name. Sign restrictions in most communities would never allow
you to post signs all over the area, the exception being real estate Open House signs. Some communities also prohibit those and others
have tried so if you can do it, don’t be stingy.
Signs, signs, everywhere signs. Signs that say who you are, signs that say how hard you work, signs that seem to be everywhere, signs
that, without even being aware of them, reach people at a subliminal levels and say, “Wow, This Ben Selling really seems to be the go
to guy around here.”
Put them where they will be seen by the neighborhood, not to get looky-loos to the property. Saturday is errand and kids recreation day.
People are back and forth more times on Saturday than during the week. Experiment with both Saturday and Sunday and see which day
has the busiest traffic. I have seen agents holding Open Houses during the week, and that may work in some communities, but I doubt
that they will get the same payoff. With each subsequent Open House you have an opportunity to try to meet other neighbors and
reinforce the impact of your signs.
Guest Book
Unless you already know them, ask them to register in your guest book as per the seller’s request. Have a column for email.
Display
Create a display of relevant and interesting community information. An Open House tour can sometimes turn into a sprint through the
kitchen and bedrooms and a hasty exit. You got them to your Open House and now you want to amuse, amaze, surprise, and delight them
with information.
Food
You can go as fancy as you want to, but hot dogs on the grill, chips, water, soda and coffee are all you really need. The idea is to slow
them down so you can find out who they are and why they are there.
Loan Officer
Have a loan officer there to talk to potential buyers and to split the setup, hosting, and cleanup chores.
Handout
Create a handout of the attributes of other available properties without the addresses. As they compare the features and benefits of
other nearby property, they will inquire about those that best meet their needs. This will help you get an idea about who they are, and
how they fit into your business plan.
Remember, the purpose of the Open House is to attain listing dominance in an area that will benefit your business. The effort you put
in, and the frequency and location of your signage will make its way into the minds of area residents.



Summer Recreation Safety Tips
RISMEDIA, July 2, 2009-Summer is a time for recreation, but it is also a time that brings new hazards. PECO encourages you to take your
time to make sure children and family members stay safe and have fun at the same time during outdoor play, particularly around water or
when summer storms occur.
Electricity is essential energy - it keeps us cool in the summer, lights our house, keeps the refrigerator cold, and runs the TV, stereo and
computers. But you can create dangers with electricity. It doesn’t take much power for someone to hurt themselves - an adult can be killed
with less than one-fifth of the electricity it takes to light a bulb.
Children often do not understand the dangerous situation that they can create with electricity. Take some time to get down and view the
surroundings from a child’s vantage point to identify possible dangerous situations. For safety outdoors, PECO recommends children
and adults follow these rules:
- Always assume that electrical equipment is energized. Stay away from electrical equipment on the ground and overhead. Never climb
a utility pole or tower. Don’t play on or around pad-mounted electrical equipment. Electrical power poles and utility equipment should
never be used as a playground. Never climb trees near power lines. Even if the power lines aren’t touching the tree, they could touch
when more weight is added to the branch.
- Fly kites and model airplanes safely away from trees and overhead power lines. If a kite gets tangled in a tree that’s near power lines,
don’t climb up to get it.
- Never go into an electric substation. Electric substations contain highly dangerous high-voltage power equipment. Don’t retrieve a toy
or rescue a pet that goes inside.
- Look up and around you. Always be aware of the location of power lines, particularly when using long metal tools like ladders and pool
skimmers.
Doug Mokoid, PECO safety manager, suggests adults teach what they know about electrical safety. In most instances, Mokoid said, if
potential safety concerns are taken into consideration and handled proactively, accidents could be avoided. “Electricity and water can be
a dangerous combination for people,” he said. “Caution children and family members about the danger of using electrical appliances in
wet areas - even wet grass can create a dangerous condition.”
- Supervise the use of extension cords outside, check them carefully for exposed wires, and make sure they are in good shape, and not
frayed or cracked. Use only extension cords that are rated and marked for outdoor use, and are large enough to handle the current needed
for the device you are using.
- Check that the prongs on the extension cord plugs are clean, not broken or bent. Make sure the ground prong is intact in a three-prong
plug, and avoid use of adapters.
- Summertime is water recreation time for millions. While enjoying water activities, don’t create a dangerous situation that will dampen
your summer fun. According to the federal Consumer Product Safety Commission (CPSC), deaths and serious shocks occur in and around
swimming pools each year.
- Never touch an electrical appliance if you are wet; always dry off completely. And, never swim during a thunderstorm. If children wish
to play with sprinklers or hoses, reinforce that they should be set up well away from any electrical outlets or appliances.
- Be careful using electrical appliances outdoors. Whether it is a bug zapper, an electric charcoal lighter, or a radio or CD player, caution
must be exercised. Use battery operated, rather than electrical, appliances near swimming pools. Keep electronics and electrical appli-
ances and tools at least 10 feet away from pools, ponds and wet surfaces.
- Be sure you use outlets that have weatherproof covers and ground fault circuit interrupters (GFCI) to prevent serious shock injuries.
Any electrical outlets within 20 feet of a pool or spa should be equipped with a GCFI, or ground fault circuit interrupter. Use portable
GFCIs for outdoor outlets that don’t have them.
- Never install pools underneath or near power lines. Watch for and stay away from overhead power lines when cleaning pools, sailing
or fishing. Pools and decks should be built at least 5 feet away from all underground electrical lines, and at least 25 feet away from
overhead electrical lines.
- Summer is often a peak season for one of the nation’s deadliest weather phenomena-lightning. That is why the National Weather
Service has adopted the saying: When Thunder Roars, Go Indoors! Lightning can strike up to 10 miles from the area in which it is raining,
even if you don’t see clouds. This means that if you can hear thunder, you’re within striking distance.
“If thunderstorms and lightning are approaching, the safest location is indoors away from doors and windows with the shades drawn.
Stay away from water, electric appliances and other objects that could conduct electricity, and use only cordless or cell phones to make
emergency calls,” said Mokoid. Phone use is the leading cause of indoor lightning injuries in the U.S.
A direct strike is not necessary for lightning voltage to enter your home through phone lines, electrical wires, cables and plumbing. Turn
off and unplug appliances well before a storm nears - never during. Don’t expect a surge protector to save appliances from a lightning
strike, unplug it as well. More information on lightning safety can be found at the National Oceanic and Atmospheric Administration
website at www.lightningsafety.noaa.gov.
Based in Philadelphia, PECO is an electric and natural gas utility subsidiary of Exelon Corporation.


