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Coffee Break
(Association News or REALTOR® Input)

Questions to Ask Yourself
Before Going FSBO

( October 18, 2004) —   Thinking about selling your home on
your own? There are a few things to keep in mind as you decide
whether to work with a real estate professional.

At what level do you price your house? Real estate profes-
sionals can provide comparative market analyses that include the
sale prices of similar neighborhood properties. That could prevent
you from losing a sale or losing thousands of dollars in profits due
to an inaccurate asking price.

Newspaper advertisements, open houses, and lawn signs are
not enough to generate buyer interest. By working with a profes-
sional, you would have access to the local Multiple Listing Service
and benefit from widespread exposure among many realty
proferssionals in the area.

Can you assemble the appropriate documents, handle contin-
gency clauses, orchestrate the closing, or assist the buyer in se-
curing financing?

You should consider hiring a professional if you want to avoid
paying half of the buyer agent’s commission or agreeing to a price
reduction because you are not paying a sales commission.

Source: Bradenton Herald (10/17/04); Bruss, Robert J.

Real Estate Market
Turns More to Feng Shui

(October 18, 2004) —   Feng shui, the ancient Chinese art of
object placement for the achievement of greater harmony, is in-
creasingly coming into play for homeowners and realty profes-
sionals.

The National Association of REALTORS® does not keep data
on how many of its members employ the principles of feng shui,
but there are indictors that its appeal is growing. Seminars on the
topic are being held at trade group meetings across the country.
“There are a lot more Realtors knowledgeable about feng shui to-
day than there were three years ago,” confirms property broker and
feng shui instructor Holly Ziegler. “I would say in the next three
years, there will be a huge number of real estate practitioners who

are paying attention to this information because it only helps serve
them and their clients.”

While some practitioners take feng shui training, others rely
on aspects of the discipline that parallel practical solutions that
they already provide to sellers, such as balancing colors, sizes, and
shapes; stressing simplicity; encouraging the removal of clutter;
and taking advantage of natural sunlight to enhance a home.

Source: Los Angeles Times (10/17/04); Larson, Krista

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

When is a Condo not a Condo

A Condominium does not exist until a Decla-
ration of a Condominium is recorded. These
recordings can not occur until the project or a
particular phase of the project is substantially
complete. Since the Condominium does not exist
until that recording you should not enter into a
Purchase and Sales Agreement of such a condo-
minium unit. (47C 665.281 does allow a contract
to be signed, but conveyance can not occur until
the Declaration is recorded. You should use
a non-binding reservation). First, there is a statute
that arguably precludes you from selling Real
Estate that does not exist yet. Second, until the  Dec-
laration is recorded, there is no certainly as to the
dimensions and amenities of the unit.

Further, if a Developer is selling the Condo-
minium unit, the buyer must be given a
Developers Package of information (Declarations,
Bylaws and Rules); then the buyer has fifteen days
during which they can rescind the transaction. If a
non-developer owner is selling the Unit, the buyer
must receive a Resale Certificate; then the buyer
has five days to rescind the transaction.



Ed Padula* Realty Executives of Southern Rhode Island
Lynn Pragluski William Raveis Real Estate (Norwich)
Scott Reagan Perry Agency
Thomas Regan William Raveis Real Estate (Norwich)
Antonio Rizzuto Coldwell Banker Res. Brokerage (Norwich)
Mark Roche William Raveis Real Estate (Mystic)
Christine Rosati Browning & Browning Real Estate
Jamie Singer RE/MAX Sunset Realty
Jody Smith Network Real Estate
Jeremy St. Louis Assist 2 Sell Stebbins Real Estate
Rob Szarka William Raveis Real Estate (Norwich)
Kristin Tarryk Town & Country Properties
Patrick Townsend ERA Realty Pros
Lori Wadsworth Rachel Thomas Properties
Mark Weber* Coldwell Banker Cahoone
Andrew Zeeman American Realty

AFFILIATES

David Kydd Andy Ross Group
Martha Parrette GMAC Mortgage Corp.

*   ECRIS only

Gossip  Sheet
NEW MEMBERS – APPROVED 10/21/04

REALTORS®

Lina Agudelo William Raveis Real Estate (Norwich)
Candy Barnes Capital Property Investments
Jill Brennan Linda DeNoia Real Estate
Michele Carboni* Century 21 Crossroads
Dianne Chuff Coldwell Banker Res. Brokerage (Gales Ferry)
Katherine Davis* William Raveis Real Estate (Mystic)
Gretchen Dutra Hoisington Realty
Nancy Ellis ERA Realty Pros
Victoria Grant RE/MAX Sunset Realty
Virginai Grant Grant Realty Ltd.
Cindy Hightower Pequot Properties (Waterford)
Melissa Jenkins Coldwell Banker Res. Brokerage (Norwich)
Tracy Lashomb Lott Realty
Carl Marciano* Appraisal Offices, Inc.
Darrin Merrill William Raveis Real Estate (Norwich)
Angela Miller Johnston & Associates
Robert Morin* Greystone Valuation Group
Kenneth Morse Pequot Properties (Mystic)
Garey Orefice Hoisington Realty

ROSTER CHANGES AS OF 11/01/04

AGENCY TRANSFERS

Member New Agency Former Agency
Pat Cosma* RE/MAX South County Pequot Properties (Seaport)
Raul Elias RE/MAX Property Consultants Coastal Real Estate
Lorraine King Capital Property Investments William Raveis Real Estate (East Lyme)
Joseph Nolette Pequot Properties (Danielson) Century 21 Eastern Realty
Pamela Silva Partner Properties Browning & Browning Real Estate
Robert Silva Partner Properties Browning & Browning Real Estate
Patricia Sweet Capital Property Investments Performance Realty Group

ASSOCIATION DELETES

Mary-Leggett Browning Mary-Leggett Browning
Suzanne Callaghan Pequot Properties (Mystic)
Robin DiMarco Pequot Properties (Norwich)
Imelda Fortuno-Wyatt Coldwell Banker Residential Brokerage (Norwich)
Robert Jacaruso Pequot Properties (Waterford)
Attila Keller Pequot Properties (Seaport)
Bob Newlin Allyn & Associates
Patricia Rondeau Pequot Properties (Norwich)
Michael Russo Elizabeth Athan Real Estate
Jerry Silverstein F. Jerome Silverstein Realty
Kevin Tryon Northeast Property Group

*   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”

Keep Us Up-To-Date
Send this to the Association office if your e-mail address has changed

Name:  ______________________________________

New e-mail address: ____________________________

Realtor® News
(Informational, Recreational or Political)

NONONONONOVEMBERVEMBERVEMBERVEMBERVEMBER
9th New Member Orientation

8:30 am ~ Comfort Suites, Norwich

11th Membership Meeting
Affiliate's Night
5:30 pm — Raddison Hotel, New London

15th EARLY
Home Review Deadline ~ 5:00pm

17th ARIS Training (software-based program)
Beyond the Basics
1:00 pm - 4:00 pm
— Association Office
$10 w/pre-registration, $15 for walk-ins

ARIS Online MLS Training for www.arismlsct.com
1:00 pm - 4:00 pm
— Groton Inn & Suites
$10 w/pre-registration, $15 for walk-ins

18th ECAR, ECRIS & ECARECF
Board of Directors Meeting
 9:00 am — Association Office

25 & 26th Association Office closed

30th Home Review Deadline ~ 5:00pm

5 Tips for
Resolving Closing Disputes

1. Don’t let emotions rule the day. If tempers flare, sug-
gest that you would like to take a 10-minute break to let ev-
eryone cool down. Speak slowly and in a low-pitched voice
to give a sense of calm to the situation.

2. If you made a mistake, admit as soon as possible.
For example, perhaps you told the buyers that they could
move in on the 12th instead of the 15th. Often, the issues will
not derail the transaction, but putting off a revelation builds
mistrust.

3. Try negotiating over lunch; the social atmosphere may
help everyone relax, especially if there are only one or two
points to be resolved. —William Pivar and Richard Post,
Power Real Estate Negotiating (out of print; Longman Fi-
nancial Services, 1990)

4. Ask your broker to help with the negotiation. Some-
times bringing in a person of greater authority prompts the
parties to listen to reason.

5. Use third-party mediation to save the deal. Check
out the Virtual Library on mediation and conflict resolution
for more details. (Log in with your REALTOR.org username
and password.)

TIP: Warn clients that it’s to no one’s benefit to try and
squeeze out another $100 by endlessly haggling over
petty items. A dispute over $100 can loose a $250,000
sale.



Case Interpretations of the Code of Ethics
or

How would you vote?

Article 3
REALTORS® shall cooperate with other brokers except when cooperation is not in the client’s best interest. The obligation to
cooperate does not include the obligation to share commissions, fees, or to otherwise compensate another broker.
(Amended 1/95)

REALTOR®’s Obligation to Disclose True Nature of Listing Agreement
(Case Interpretation 3-9 from the National Association of REALTORS® Code of Ethics and Arbitration Manual)

REALTOR® A listed the home of Seller X and filed the listing with the Board’s MLS categorizing it as an exclusive right to sell listing. REALTOR®

A did not disclose that there was a dual rate commission arrangement on this listing, even though the listing contract provided that, should
the seller be the procuring cause of sale, the listing broker would receive a commission of $500.00, an amount intended to compensate
REALTOR® A for his marketing costs.

REALTOR® B, a cooperating broker, showed the property several times. Eventually, REALTOR® B brought a signed purchase agreement to
REALTOR® A. REALTOR® A returned the purchase agreement the next day, informing REALTOR® B that the seller had rejected the offer. Several
weeks later, REALTOR® B learned that the property had been sold, and that the buyer was Seller X’s nephew.

Several months later, REALTOR® B met Seller X at a fund-raising event. Seller X thanked her for her efforts, and told her that, under “normal
circumstances,” he might have seriously considered the offer she had produced. When asked why the circumstances surrounding this
transaction were “unusual,” Seller X responded telling her of his agreement “with REALTOR® A to pay a $500.00 commission if Seller X found
the buyer. And when my nephew decided to buy the house, I jumped at the chance to save some money.”

When REALTOR® B learned of this arrangement, she filed a complaint with the Board of REALTORS® alleging that REALTOR® A had violated
Article 3 of the Code of Ethics. The Executive Officer of the Board referred the complaint to the Grievance Committee, and, after its review,
the Grievance Committee referred the complaint back to the Executive Officer indicating that an ethics hearing should be scheduled.

At the hearing, REALTOR® B, in stating her complaint to the Hearing Panel, said that REALTOR® A’s failure to disclose the actual terms and
conditions of his listing with Seller X was a misrepresentation. She explained that, had she been aware of this arrangement, she might have
decided not to accept REALTOR® A’s offer of cooperation, since it might put potential purchasers she would produce in a possibly unfair
position.

REALTOR® A, speaking in his own defense, stated no commission differential would have resulted if the buyer had been procured by either
the listing broker or a cooperating broker so whatever other arrangements he had with Seller X were personal and, as listing broker, it was
his right to establish the terms and conditions of his relationship with his client.

If you were a member of the hearing panel, how would you vote?

After careful deliberation, the Hearing Panel concluded that while it was REALTOR® A’s right to establish the terms and conditions of the
listing contract, the existence of his “special” arrangement with Seller X should have been disclosed as a dual or variable rate commission,
since without knowledge of it, cooperating brokers would be unable to make knowledgeable decisions regarding acceptance of the listing
broker’s offer to cooperate.

The Hearing Panel concluded that REALTOR A had in fact concealed and misrepresented the real facts of the transaction and was in violation
of Article 3 of the Code of Ethics as interpreted by Standard of Practice 3-4.


