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Realtor® News
(Informational, Recreational or Political)

NAR Buyer and Seller Survey Confirms Recent Trends – Part 1

WASHINGTON (June 13, 2002) – Nearly two-thirds of home buyers with Internet access use the Web to shop for their next
home, and buyers who use the Internet are more likely to use a real estate professional to handle their transaction than
traditional home buyers, according to a new survey by the NATIONAL ASSOCIATION OF REALTORS®.

The survey also found a continuing decline in homes sold without the help of a real estate professional despite predictions
that use of the Internet would increase the level of sellers marketing property on their own.

NAR’s “2002 Profile of Home Buyers and Sellers,” the latest in a biennial series of surveys evaluating marketing, demo-
graphic and other characteristics of home buyers and sellers, indicates that 62 percent* of buyers with Web access surf the
Net to shop for a home. Forty-one percent of all home buyers use the Internet as a search tool, up from 37 percent in 1999.

NAR President Martin Edwards Jr. said that 77 percent of all Internet home shoppers buy a home through a real estate
agent or broker, compared with 64 percent of traditional buyers. “While the Web is great in providing information, the survey
tells us that consumers rely on real estate professionals to provide context to their research, and to provide services that
guide them through the negotiation and transaction process,” he said. He noted satisfaction with real estate agents was
high with 67 percent of buyers saying they would definitely use the same agent in a future transaction. Edwards is a partner
in Colliers Wilkinson & Snowden Inc., Memphis, Tenn.

Internet shoppers also spend less time looking for a home. The survey found that 63 percent said the Web saved time in
the search process, and they tend to be somewhat younger with a median age of 36. The typical non-Internet home buyer
is 40 years old.

REALTOR.com, NAR’s official Web site, was by far the most popular Web site visited by buyers, cited by 66 percent of
Internet shoppers. Real estate company Web sites also were popular, visited by 41 percent of shoppers, followed by
newspaper Web sites at 21 percent.

By-Owner Sales Decline
The study found that the number of homes sold directly by owners continued to decline. The percentage of for-sale-by-
owners (FSBOs) was 13 percent in 2001, down from 16 percent in 1999 and a cyclical peak of 18 percent in 1997. Earlier
surveys during hot real estate markets showed as many as 20 percent of owners would try to sell their home without a
professional.

”Even with record home sales in each of our last two surveys, we find the reversal of the old trend is now clearly estab-
lished,” Edwards said. “Increasing complexity of the transaction process and the amount of time required are two major
factors in the FSBO decline. A third factor is likely the issue of security in admitting unscreened strangers into your home.”

Also, homes sold by a real estate agent captured a higher price. The median selling price of a home sold directly by an
owner was $137,400, while the median selling price of a home sold by an agent was $175,000.

*Outside research shows that 66 percent of the U.S. population had Internet access in 2001. Extrapolating from the
survey’s finding that 41 percent of all home buyers used the Web as a search tool, 62 percent of people with Web access
use the Net to shop for a home.

Look for Part 2 in the 8/29 issue



(As of August 15, 2002)

Gossip  Sheet

Kudos
Donna Yother of Sava Insurance Group, Inc. in Waterford CT was recently elected by her peers to Safeco's
Region Advisory Council. Yother among  several independent insurance agents across the Northeast Region was
selected to join the council of the Fortune 500 insurance and investment company.

Save Insurance Group, Inc. has been providing insurance protection to local residents and business owners since
1980.

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

(Awarded Designations)

JULY NEW MEMBERS

REALTORS®

David Bamber Northeast Realty (Pomfret)
Sandra Caldrello Buena Vista Real Estate Co.
Allan Carbee William Raveis R.E. (East Lyme)
Charles Clarke William Raveis R.E. (East Lyme)
Eileen Crompton* Home Team, LLC
Roberta Felitto Page-Taft Real Estate (Old Lyme)
Michael Flynn William Raveis R.E. (Mystic)
Paul Hodosh Performance Realty Group
Caltherine Hunter Shelter Shoppe Realty
Suzanne Lambert* Property Resources
Jon Lussier William Raveis R.E. (Norwich)
Martha Paquette Northeast Realty (Pomfret)
Richard Perry William Raveis R.E. (Mystic)
Dawn Thompson William Raveis R.E. (Mystic)
Daniel Walsh* Maurice J. Walsh & Sons
Greg Young* Prudential Signature Properties

AFFILIATES

Carolyn Beach Gardner Moving & Storage
Joseph Malick Cleaning Technology Unlimited

* RIS only

ROSTER CHANGES AS OF 8/1/02

AGENCY TRANSFERS

New Agency Former Agency
Fred Allyn, Jr. Allyn & Associates Bondi & Allyn
Dennis Barr DeWolfe (Norwich) Shelter Shoppe Realty
Sandie Buscetto DeWolfe (Niantic) William Raveis R.E. (East Lyme)
Mark Kydd DeWolfe (Gales Ferry) Hadley Realty Group
Margarethe Thomas William Raveis R.E. (Mystic) William Raveis R.E. (Stonington)

RIS ADDS

Mary-Leggett Browning Mary-Leggett Browning
Sandra Donovan Mary Miskiewicz Real Estate

RIS DELETES

Russell Boyles Boyles Realty Group
Elegance Buckingham American Realty
Linda Cabral Land Office
Anne Kukla Washington Mutual
Paul LaRosa Prestige Properties

ASSOCIATION DELETES

Diane Adam Prudential Signature Properties
Richard Buck, Sr. William Raveis R.E. (Norwich)
Missy Schmidt William Raveis R.E. (Mystic)



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”

AAAAAugustugustugustugustugust
15th ARIS Training - Basics

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

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

22nd ECAR Board of Directors Meeting
9:00 am — Association Office

27th Home Review Deadline
Special— Prepay  your ads for the

 9/5 & 9/19 issue and get
 the 10/3 issue FREE.

Questions???????
One promotion per advertiser

Call Beth Jessop 887-3611

Affiliates  Corner

Affiliate Profile:
Nancy Gray

Chelsea Groton Bank
Position: Marketing Director

Type of Business or Service: Financial Institu-
tion

Number of years in business: 148 years

Business team: The staff consists of  a total of
225 employees

Markets served: Servicing Southeastern
Connecticut with 13 branch locations.

Business accomplishments: #1 mortgage lender
in New London County.

Business philosophy:  We strive to provide
customers with quality financial products and
serve them in a courteous and efficient manner.

Products or services: Offering a variety of
options designed to fit the individuals financial
needs.

(Get acquainted with a Affiliate Member)

Preparation For A Hearing

Every year there are arbitrations and ethical grievience
hearings held at the Association. As Association counsel, I
attend these hearing and come away wondering if better pre-
sentation by one of the parties would have changed the re-
sults. If you are a party to such a matter please stronly con-
sider the following:

1. Careful preparation prior to the hearing can be
decisive in the result. A persuasive, concise
presentation is the product of hours of preparation.

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

2. Spend a half-hour at least with a Real Estate
Lawyer analyzing the issues and deciding what
has to be proved.

3. Your own recitation of the story is not enough. You
should have documents and/or witnesses to prove
every point. (witnesses that do not benefit from the
result are the best witnesses).

4. Discuss with your attorney how, through
questioining to elicit the evidence you want. Don't
ask a question unless you are sure of the answer.
This is true of “friendly” and adverse witnesses
alike.

5. Prepare an outline of your presentation as to what
is material and revelant to the issues; don't get side
tracked. Your outline should be a checklist of the
facts you need to prove cross-referenced to the
documents or testimony that supports your position.
Present the facts chronologically, the way they
 happened.

The panels that hear these matters are well trained and
experienced but it us often difficult for them to sort the wheat
from the chaff, unless you do that for them.



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 the agency or other exclusive relationship
recognized by law that other REALTORS® have with clients.

 Dealings Initiated by Another Broker’s Client 
(Case # 16-13 from Interpretations of the Code of Ethics in the Code of Ethics and Arbitration Manual)

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

One Sunday afternoon Buyer B came to the open house.  REALTOR® A 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® A told Buyer B that she would be happy to show Buyer B through the home but reminded Buyer
B that she represented the seller and not Buyer B.

After viewing the home, Buyer B indicated that he had pressing business travel plans, was seriously interested in
the property, and requested REALTOR® A’s assistance in preparing a purchase offer. REALTOR® A assisted Buyer B in
filling out a standard form purchase contract and later that day presented the offer to the seller who accepted it.

REALTOR® A 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® A 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 it was
only after Buyer B had insisted on writing a purchase offer without the assistance of his exclusive representative
that REALTOR® A had agreed to do so. She concluded her defense noting that Standard of Practice 16-13 authorizes
dealings with the client of another broker in cases where those dealings are initiated by the client.

How would you vote?

16-13 authorizes dealings with the client of another broker in cases where those dealings are initiated
by the client.  The Hearing Panel agreed with REALTOR® A that she was the seller’s exclusive represen-
tative and had not represented the buyer and concluded that her conduct had not violated Article 16,
as interpreted by Standard of Practice 16-13.


