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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

SEPTEMBER

8th New Member Orientation
8:30 am—Association Office

9th Lunch & Learn ~ Short Sales From the Lenders Perspective

Noon —Holiday Inn, Norwich

10th Membership Meeting ~ A Legislative Breakfast
8:30 am—Holiday Inn, Norwich

12th Eastern Connecticut Multicultural
Residential Resources Fair
9:00 am - 5: 00 pm —Holiday Inn, Norwich

16th Participate in a "Build"!
Volunteer for Habitat for Humanity
Between 8:30 - 3:30 pm ~ 140 Hill Street, Jewett City

22nd 3rd Annual Education Fair & Trade Show
8:30 am - 4: 30 pm —Holiday Inn, Norwich

ASSOCIATION
OFFICE CLOSED

In observance of Labor Day
SEPTEMBER  7th

FIRE  ~ Foundations In Real Estate

New Agent Training @ ECAR Office

Sept. 16th, 23rd, & 30th

GRI - I     Sept. 14th, 16th, 21st, 23rd

COMFORT SUITES • 275 OTROBANDO AVE

 9:00 - 5:00 pm



Gossip  Sheet
NEW MEMBERS – APPROVED September 20, 2009

Designated REALTORS®

Nigel A. Sealy Sealys Realty

AFFILIATES
Paul Constantinou Mortgage Access Corp.

PROVISIONAL* NEW MEMBERS as of September 1, 2009
*Applicants for REALTOR® membership are granted provisional membership upon receiptof their application and payment of dues and fees.
Applicants must complete new member orientation within 60 days of receipt of their application.

REALTORS®

Jean Bolin Prudential Connecticut Realty (South Woodstock)

Margaret Amber Broderick Sellstate Leading Edge Realty

Catherine Bryson Pine Knoll Real Estate

Evan Carpenter Heritage Properties SPC

Susan Turner Ehrlich ERA Taylor Realty Group

Jose Ferreira Weichert, REALTORS® - Suburban Properties

Scott Gervais The Partner Network (Dayville)

Richard Higgins Higgins Group Real Estate

Carl Stephen Holmberg Weichert, REALTORS® - Suburban Properties

Jason Jacaruso Realty World-Signature Properties

Kimberly Niarhakos CG Real Estate

Charles Perlwitz Higgins Group Real Estate

Diane Pontious Weichert, REALTORS® - Suburban Properties

Damon Tyler Prudential Connecticut Realty (South Woodstock)

Daniel Watson Prudential Connecticut Realty (Norwich)

Paige Wygraniec Coldwell Banker Residential Brokerage (Mystic)

MEMBER UPDATES – as of September 1, 2009
AGENCY TRANSFERS

Member New Firm/Office Former Firm/Office
Richard Dalkowski Prudential Connecticut Realty (Vernon) Prudential Connecticut Realty (East Lyme)
Mark Sanner RE/MAX Coast & Country Coldwell Banker Residential Brokerage (Mystic)
Angela Short Exit HomeTown Properties Duprey Real Estate (Dayville)
Amanda Sorel Diversified Real Estate Browning & Browning Real Estate
Michelle Sposato On The Move Realty Performance Realty Group

Terry Thomas Coldwell Banker Residential Brokerage (Mystic) Coldwell Banker Residential Brokerage (Niantic)

ASSOCIATION DELETES
Julie Bence William Raveis Real Estate (Mystic)

Jacqueline Thurman Shoreline, REALTORS®



Agents Prepare for Tomorrow as
Market Reveals Positive Signs

By Maria Patterson

RISMEDIA, August 31, 2009—Demonstrating an ongoing commitment to creating maximum value for all Members of the
Top 5 in Real Estate Network®, Top 5 President and Co-founder, Allan Dalton, recently hosted several focus groups for
members in preparation for next week’s RISMedia & The Top 5 in Real Estate Network’s® Leadership Conference, being
held in New York City on Sept. 9 and 10. More than 100 Members met to discuss strategies for implementing the wide array
of Top 5 resources-strategies that will be covered in depth during the Conference.
Among the business-building tactics discussed during the focus groups, was the proper utilization of the Real Estate Social
Networking System (sm) and how to integrate the wide range of Top 5 informational and marketing resources into Mem-
bers’ current business strategies. In addition to the networking and referral opportunities the focus groups provided, Mem-
bers were also surveyed as to the products and services they would like to see added to Top 5 as it continues to move
aggressively and successfully forward.
“It is a privilege to be involved with so many totally dedicated and team-oriented professionals,” said Dalton. “Their input
was invaluable as we continue to reshape and advance our Top 5 value proposition. It was also quite gratifying to see how
many more members will now be attending the RISMedia & Top 5 in Real Estate Network’s® Leadership Conference
after hearing about some of the great sessions and leading presenters who will be speaking.”
Taking place September 9 and 10 at the Roosevelt Hotel in Manhattan, the theme of this year’s Leadership Conference is
“Preparing for Tomorrow…Today.” Nearly 80 speakers in over 16 educational sessions will offer detailed insights into
what real estate professionals need to do now in order to maintain and grow their business in preparation for the market
rebound-a rebound that is already beginning to take root.
According to a recent article in the Wall Street Journal, Commerce Department data shows that new home sales rose 9.6%
in July, marking the fourth straight monthly increase and the highest pace since September. The increase is attributed
largely to lower prices and the first-time homebuyer tax credit. Additionally, the inventory of new homes for sale fell 3.2%
for the month to 271,000 the lowest supply in 16 years. This, in tandem with a 4.9% increase in orders for durable goods,
offers positive signs for the housing industry and the overall economic landscape.
Leading the charge with consumers to revive the real estate business, Top 5 Members are equipping themselves with the
right resources to succeed now and prosper as the market turns. The Top 5 in Real Estate Network® is North America’s
fastest growing network of leading real estate professionals providing leading real estate information. Membership in Top 5
is based upon the fulfillment of five key criteria: Experience; Results; Education; Information Technology; and Commitment
to Community. Top 5 Members benefit from having an easy-to-understand, consumer-facing brand and access to relevant,
consumer real-estate information (print, online and video) as provided by RISMedia. Top 5 helps consumers identify the
leading real estate agents in their area, and helps agents build long-term relationships by providing consumers with the
information they need to make the best possible real estate decisions.

For more information on becoming a Member of Top 5, please visit
 www.Top5inRealEstate.com.

For more information on RISMedia & The Top 5 in Real Estate Network’s® Leadership Conference, please visit
http://rismedia.com/events/leadership-conference/.

Read more:
 http://rismedia.com/2009-08-30/agents-prepare-for-tomorrow-as-market-reveals-positive-signs/#ixzz0PsjC9WVG

Realtor® News
(Informational, Recreational or Political)



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.

REALTOR®’s Refusal to Disclose Nature and Current
Status of Listing to Another REALTOR®

Case Interpretation 16-7 by the NAR Professional Standards Committee

Client X listed his home with REALTOR® A under an exclusive right to sell listing agreement negotiated for a period of 90 days. During the
first 75 days, REALTOR® A attempted various marketing strategies, but none were successful. Client X expressed disappointment and told
REALTOR® A that he might seek another agency when the listing expired.

That same day, Client X expressed to a friend his dissatisfaction with REALTOR® A’s lack of results, and mentioned that he might employ
another agent. The friend, in turn, related this information to his friend, REALTOR® B, and suggested that REALTOR® B contact Client X.
Aware that the property was currently listed with REALTOR® A, REALTOR® B called REALTOR® A, explained the information passed on to him,
and inquired about the nature and current status of Client X’s listing with REALTOR® A. Specifically, REALTOR® B asked REALTOR® A when
the listing would expire and whether the listing was an “exclusive right to sell” or “open” listing. REALTOR® A responded that the listing
was his and refused to discuss the matter further.

REALTOR® B then contacted Client X and explained that their mutual friend had informed him that Client X might be seeking another agent
to sell his property. REALTOR® B told Client X that he did not wish to interfere in any way with Client X’s present agency agreement with
REALTOR® A, but that if Client X intended to seek another agent when his present listing agreement with REALTOR® A terminated, he would
like to discuss the possibility of listing Client X’s property. Client X invited REALTOR® B to his home that evening, and there they
discussed the terms and conditions under which REALTOR® B would list the property upon termination of REALTOR® A’s listing. REALTOR®

B and Client X did not enter into any written agreement at that time. However, Client X requested REALTOR® B to meet with him the day
following the expiration of REALTOR® A’s listing, and Client X said that at that time he would execute a new listing agreement with REALTOR®

B. The property did not sell before REALTOR® A’s listing expired, and on the day following the expiration of REALTOR® A’s listing, Client X
listed the property with REALTOR® B. Upon learning of REALTOR® B’s listing, REALTOR® A filed a complaint with the Board alleging that
REALTOR® B violated Article 16 of the Code of Ethics.

At an ethics hearing duly noticed and convened after all due process procedures of the Board were followed, REALTOR® A presented his
complaint that REALTOR® B had contacted REALTOR® A’s client during the unexpired term of the client’s listing agreement with REALTOR® A
and had, therefore, violated Article 16 of the Code of Ethics.

REALTOR® B defended his action by pointing out that when he was informed that Client X was seeking another broker, he sought to respect
the agency of REALTOR® A by calling him to inquire about the type and expiration date of the listing. He said he told REALTOR® A he would
respect REALTOR® A’s agency agreement, but that he needed to know this information to determine when, and under what circumstances,
Client X would be free to list the property with another broker. REALTOR® A refused to discuss the listing status, stating that “it was none
of his business.” REALTOR® B cited Standard of Practice 16-4 in defense of his direct contact with Client X.

How would you vote?

The Hearing Panel concluded that REALTOR® B had adequately respected the agency of REALTOR® A as interpreted by Standard of Practice
16-4. The panel’s decision indicated that a listing broker should recognize that his refusal to disclose the type and expiration date of a
listing to an inquiring broker frees the inquiring broker to contact the seller directly. If the contact with the seller is made under the
provisions of Standard of Practice 16-4, the REALTOR® is also able to discuss the terms of a future listing on the property or may enter into
a listing to become effective upon the expiration of the current listing.

The panel found REALTOR® B not in violation of Article 16.


