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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”

November
2nd MLXchange Training —

• Intro to MLXchange
9:15 am— Association Office
• CMA
11:30 am— Association Office
• Advanced MLXchange
1:15 pm— Association Office

Foundations In Real Estate (FIRE)
Eastern Connecticut Association of REALTORS® Office

November   7, 14, & 21,  2007      9:00 am. - 4:00 pm.

7th Continuing Education Courses—
• Basic Building Construction
9:00 am— Comfort Suites, Norwich
• Current Issues in Real Estate I
1:00 pm— Comfort Suites, Norwich
• Current Issues in Real Estate II
6:00 pm— Comfort Suites, Norwich

7th Lunch & Learn Seminar—
• Short Sales and Foreclosures
Noon - 1:30 pm— Holiday Inn, Norwich

8th Membership Meeting—
Tax Tips for REALTORS®

8:30 am - Holiday Inn, Norwich

13th New Member Orientation
8:30 am—  Comfort Suites, Norwich

13th Home Review Deadline @ 5:00 pm

14th e-Pro Video Event
9:00 am — Association Office

15th Continuing Education Courses—
• Essentials of Commercial Real Estate
9:00 am— Seaman's Inne, Mystic
• Current Issues in Real Estate I
6:00 pm— Seaman's Inne, Mystic

16th MLXchange Training —
• Advanced to MLXchange
9:15 am— Association Office
• Prospecting
11:30 am— Association Office
• Intro MLXchange
1:15 pm— Association Office

19th Continuing Education Courses—
• Conveyances Involving Decedent’s Estate
9:00 am— AmericInn, Griswold
• 1031 Exchange
1:00 pm— AmericInn, Griswold
• Ethics
6:00 pm— AmericInn, Griswold

27th Home Review Deadline @ 5:00 pm

29th ECAR/ECRIS Board of Directors
9:00 am —  Association Office

 ASSOCIATION OFFICE CLOSED
In observance of Thanksgiving
NOVEMBER  22nd  & 23rd



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

Legal Hotline Question of the Month

I am the broker of my own company with about 15 agents working
for me. I have just found out that a couple of my agents have been
doing BPOs for a lender in the Midwest, each one for $50, and have
been paid directly by the lender. None of this BPO money has come
to me as the broker. Do I have a problem?

ANSWER TO THE LEGAL HOTLINE
QUESTION OF THE MONTH

First, licensees can perform BPOs and receive a fee for them when
they are in the process of trying to obtain a listing or to support an
offering price by a buyer. Whether or not that was the case here
you’ll only know by speaking with your agents. However, your
agents are performing BPOs and being paid directly by the lender,
keeping quiet about it, and failing to pay any money they received
as a fee for their services over to you.

As licensees, you are bound by the CT General Statutes and the CT
Real Estate Regulations.

Under CT General Statutes §20-320, the Real Estate Commission
has the power to punish a licensee by temporarily suspending a
license, permanently revoking a license, and/or fining a licensee up
to two thousand dollars for 1) failing to account for or remit any
moneys coming into the licensee’s possession which belong to
others, 2) engaging in any act or conduct which constitutes dis-
honest, fraudulent or improper dealings, and 3) violating any regu-
lation adopted under CT’s Real Estate Law and Regulations.

Under CT Real Estate Regulation §20-328-8a, Commissions and
compensation, if a licensee receives or is awarded any compensa-
tion with respect to any transaction in which the licensee is en-
gaged on behalf of the real estate broker with whom the licensee is
affiliated, the licensee shall promptly pay over or assign such com-
pensation to such real estate broker.

If you apply your facts to the laws all licensees are supposed to
abide by, your licensees could have complaints filed against them.
Not only that, you also have liability as their broker for their mis-
takes.

Realtor® News
(Informational, Recreational or Political)

Improvement in Mortgage Market Bodes Well
for Housing in 2008

WASHINGTON, October 10, 2007 - Conditions in the mortgage
market are improving for consumers, which should help to release
some pent-up demand in early 2008, according to the latest fore-
cast by the National Association of Realtors®. Lawrence Yun, NAR
senior economist, notes that widening credit availability will help

turn around home sales. “Conforming loans are abundantly avail-
able at historically favorable mortgage rates. Pricing has steadily
improved on jumbo mortgages since the August credit crunch, and
FHA loans are replacing subprime mortgages,” he said.Yun said it’s
important to place the current housing market in perspective, and
that 2007 will be the fifth highest year on record for existing-home
sales. “Although sales are off from an unsustainable peak in 2005,
there is a historically high level of home sales taking place this year
– a lot of people are, in fact, buying homes,” he said. “One out of 16
American households is buying a home this year. The speculative
excesses have been removed from the market and home sales are
returning to fundamentally healthy levels, while prices remain near
record highs, reflecting favorable mortgage rates and positive job
gains.”He emphasized all real estate is local with naturally large
variations within a given area. “Markets like Austin, Salt Lake City
and Raleigh have been outperforming recently and will continue to
do well next year,” Yun said. “Other areas like Denver and Wichita
will likely move up in the price growth rankings due to very positive
local economic developments.”Existing-home sales are expected to
total 5.78 million in 2007 and then rise to 6.12 million next year, in
contrast with 6.48 million in 2006. New-home sales are forecast at
804,000 this year and 752,000 in 2008, down from 1.05 million in
2006; a recovery for new homes will be delayed until next spring. “A
cutback in housing construction is a positive sign for the market
because it will help lower inventory and firm up home prices,” Yun
said. Housing starts, including multifamily units, are likely to total
1.37 million in 2007 and 1.24 million next year, down from 1.80 million
in 2006.NAR President Pat V. Combs, from Grand Rapids, Mich.,
and vice president of Coldwell Banker-AJS-Schmidt, said, “Hous-
ing is still a good long-term investment, and we’ll be seeing a broad,
modest improvement in home prices in 2008. With widely varying
conditions, the best advice for consumers is to consult a Realtor®

in their area to learn about local market conditions because supply
and demand can change from one neighborhood to the
next.”Existing-home prices will probably slip 1.3 percent to a me-
dian of $219,000 in 2007 before rising 1.3 percent next year to
$221,800. The median new-home price should drop 2.1 percent to
$241,400 this year, and then increase 1.0 percent in 2008 to
$243,900.The 30-year fixed-rate mortgage is expected to average 6.4
percent for the next two quarters and then edge up to the 6.6 per-
cent range in the second half 2008. Additional cuts expected in the
Fed funds rate will help to keep mortgage interest rates historically
favorable.Growth in the U.S. gross domestic product (GDP) is esti-
mated at 2.0 percent this year, below the 2.9 percent growth rate in
2006; GDP is likely to grow 2.7 percent next year.The unemploy-
ment rate is forecast to average 4.6 percent this year, unchanged
from 2006. Inflation, as measured by the Consumer Price Index, is
expected to be 2.8 percent in 2007, compared with 3.2 percent last
year. Inflation-adjusted disposable personal income will probably
increase 3.6 percent in 2007, up from 3.1 percent last year.
The National Association of Realtors®, “The Voice for Real Estate,”
is America’s largest trade association, representing more than 1.3
million members involved in all aspects of the residential and com-
mercial real estate industries
.# # #IMPORTANT NOTICE: Beginning next month, the Pending
Home Sales Index and the forecast will be combined into a single
news release when the forecast is presented on Tuesday, Novem-
ber 13, at the REALTORS® Conference & Expo in Las Vegas. Be-
cause of different time zones, the release will be embargoed until
3:00 p.m. EST (12:00 noon PST).



Gossip  Sheet
NEW MEMBERS – APPROVED OCTOBER 18, 2007

REALTORS®

Nadine Amanfo Capital Property Investments (Norwich)
Terry Argeris Browning & Browning Real Estate
Anne Astley Prudential Connecticut Realty (Waterford)
P. Robart Barden Loomis Real Estate
Alan Chubbuck StoneHouse Real Estate Co.
Cesar Del Valle Monarch Realty
Alexa Dziadul Partner Properties/Adams Realty
Mark Holt Coldwell Banker Res Brokerage (Niantic)
Paula Jordan Speer Real Estate
Jessica Lang Prudential Connecticut Realty (Norwich)
Teresa LaPine Prudential Connecticut Realty (Norwich)
David Larson ERA Taylor Realty Group
Mark Mazzola First Choice Realty
Tamara Maynard Capital Property Investments (Griswold)
Susan Napiany Crystal Real Estate Co.
Maureen Petrucelli Atlas Realty Investments
Stephanie Scott Stephanie Scott and Associates*
Priscilla Shabarekh Coldwell Banker Res Brokerage (Mystic)
Graham Thompson Prudential Connecticut Realty (Mystic)
Joseph Vessichio RE/MAX Property Consultants
Ernestine Villareal Prudential Connecticut Realty (Norwich)

ROSTER CHANGES – as of October 31, 2007

AGENCY TRANSFERS
Member New Firm/Office Former Firm/Office
Anne Burtch Network Real Estate (Norwich) Allyn and Associaties
Michael Cunningham William Raveis Real Estate (Norwich) William Raveis Real Estate (Mystic)
David Domnarski Prestige Properties (Pawcatuck) Domnarski Appraisal Services
Andrea Holt Coldwell Banker Res Brokerage (Niantic) Prudential Connecticut Realty (Norwich)
Daniel Keefe Gay Tyler Gallagher Real Estate Co. Coldwell Banker Res Brokerage (Mystic)
Peter Lange Colliers Dow & Condon Atlas Realty Investments
Mary LaRoux Prudential Connecticut Realty (Norwich) Prudential Connecticut Realty (Mystic)
Laura Lee William Pitt Sotheby’s International Realty Castles Condos & Cottages
Christine Meisner Ludwig Pulaski Real Estate RE/MAX Property Consultants
Carolyn Morrison William Pitt Sotheby’s Intl Realty Coldwell Banker Res Brokerage (Mystic)
Peg Philpot William Raveis Real Estate (Mystic) Randall, REALTORS® (Stonington)
William Shaw Nautilus Realty Sylvia K. Real Estate
Angela Short Duprey Real Estate (Dayville) Prudential Connecticut Realty (Dayville)
Leann Souza Prudential Connecticut Realty (Norwich) US China Realty
Loni Wright RE/MAX Bell Park Realty Browning & Browning Real Estate

ASSOCIATION DELETES
Cathy Bakke Monarch Realty
John Delaney Prudential Connecticut Realty (Norwich)
Angela Fausset Network Real Estate (Waterford)
Shana Haggerty Prudential Connecticut Realty (So.Woodstock)
Patricia Lamperelli Prudential Connecticut Realty (Seaport)
Nancy Linn RE/MAX Shoreline
Sally O’Neill Prudential Connecticut Realty (Mystic)
Kimberly Ryan Weichert, REALTORS® – Suburban Properties
Lynn Skaradowski Prudential Connecticut Realty (So.Woodstock)
Michele Young Monarch Realty

AFFILIATES
Leslie Robbins Travis Mortgage

* New Agency



Case Interpretations of the Code of Ethics
or

How would you vote?

Article 1
When representing a buyer, seller, landlord, tenant, or other client as an agent, REALTORS® pledge themselves to protect and promote
the interests of their client. This obligation to the client is primary, but it does not relieve REALTORS® of their obligation to treat all
parties honestly. When serving a buyer, seller, landlord, tenant or other party in a non-agency capacity, REALTORS® remain obligated
to treat all parties honestly.

Obligation to Present Subsequent Offers After an Offer to Purchase Has Been Accepted by the Seller 
Case Interpretation 1-13  by the NAR Professional Standards Committee

REALTOR® A had a 90-day exclusive listing on Seller X’s property. Seller X instructed REALTOR® A to list the property at
$150,000 based upon the sales price of a neighbor’s house, which had sold a month earlier.

REALTOR® A aggressively marketed the property, filing the listing with the Board’s MLS, running a series of advertisements
in the local newspaper, holding several “Open Houses,” and distributing flyers on the property at local supermarkets.
REALTOR® A, whose listing contract was nearing expiration, held another “Open House” on the property, which resulted in
an offer to purchase from Buyer Y at $15,000 less than the listed price. REALTOR® A, convinced that this was the best offer
Seller X was likely to obtain, persuaded Seller X to accept the offer. Seller X expressed dissatisfaction with REALTOR® A’s
failure to obtain a full price offer, but signed the purchase agreement nonetheless.

The next day, REALTOR® B, a cooperating broker, delivered to REALTOR® A a full price offer on Seller X’s property from
Buyer Z. Buyer Z had attended an earlier “Open House” and was very enthusiastic about the home’s location, stating that
it would be perfect for his mother.

Realtor® A advised Realtor® B and Buyer Z that an offer had already been accepted by Seller X and that he, Realtor® A,
would not present Buyer Z’s offer. Realtor® B and Buyer Z then promptly filed a complaint with the Board charging
Realtor® A with a violation of Article 1, as interpreted by Standard of Practice 1-7.

At the hearing, REALTOR® A stated that he felt he was under no obligation to present Buyer Z’s offer, since the listing
agreement did not specifically provide that subsequent offers would be presented to the seller. Further, REALTOR® A felt that
such a practice could only lead to controversy between buyers and sellers, as well as result in breached contracts. “Why
get everyone in an uproar,” said REALTOR® A, “by presenting offers after one has been accepted? And what would I do if
Seller X wanted to back out of the first purchase contract and accept Buyer Z’s offer?”

How would you vote?

The Hearing Panel found REALTOR® A in violation of Article 1. In their “Findings of Fact and Conclusions,” the Hearing Panel
cited REALTOR® A’s lack of understanding of the requirements of Article 1, as interpreted by Standard of Practice 1-7. The
panel noted that state law did not prohibit the presentation of offers after an offer had been accepted by the seller; that the fact
that the listing contract was silent on whether subsequent offers would be presented did not relieve REALTOR® A from the
obligation to present such offers; that as the agent of the seller, REALTOR® A must always act in the seller’s best interest and
advise the seller of all offers submitted; and that should the seller wish to consider accepting a subsequent offer, REALTOR® A
must advise the seller to seek the advice of legal counsel.


