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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 “Meetings & Events Calendar”

Upcoming Events To Watch For

November
20th ECAR/ECRIS Board of Directors Meeting

9:00 am  —  Association Office

21st EARLY HOME REVIEW DEADLINE
5:00 pm

December
3rd MLXchange Training — Association Office

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

9th HOME REVIEW DEADLINE
5:00 pm

10th Community Benefit Raffle & Bazaar
11:30 - 3:00 pm — Holiday Inn, Norwich

Continuing Education Course— Groton Inn & Suites
• Ethics — 6:00 to 9:00 pm

ASSOCIATION OFFICE CLOSED
In observance of  Thanksgiving

NOVEMBER 27th & 28th



Realtor® News
(Informational, Recreational or Political)

7 Ways to Achieve Greater Confidence
By Maya Bailey, Ph.D.
RISMEDIA, Nov. 5, 2008- What is your definition of confidence?
A client asked me recently how I would define confidence. I paused
for a moment and replied, “Confidence is the inner knowing that
you can achieve whatever you want.”
In my 30 years of coaching professionals to be successful, I have
found that at the core of everything is confidence. Call it a belief in
yourself or whatever you want, there is no sense in creating a
marketing plan without it. Confidence is not necessarily some-
thing you are born with, rather, like a muscle, it is developed over
time with practice. This article will give you some key tips on how
you can gain more confidence.
1: Focus on What You Want
Where do you put your focus most of the time? Here’s a hint: if
you feel happy, grateful and hopeful, then you’re probably put-
ting your attention on what you want. If you’re feeling discour-
aged, depressed or anxious, then you’re focusing on what you
don’t want.
One of my clients today discussed her increasing feelings of anxi-
ety as she was working with her clients in selling their house.
When I asked her, “So what are you focusing on?” she admitted
that she had been thinking about the possible failure of the trans-
action. When she changed her perspective and focused on the
transaction closing, her feelings immediately changed into hope.
Here’s a tip: Whenever you find yourself focusing on what you
don’t want, just ask yourself, “So, what do I want?” Most likely
you’ll choose positive thoughts, images and feelings as you fo-
cus on your desired outcome. Not only will this brighten your
mood and give you more confidence, but also, it will increase your
chances of the deal closing.
2. Tame your Inner Gremlin
Have you ever noticed that there is a part of you that picks on you,
beats you up, expects you to be perfect and is very hard on you if
you make a mistake? That voice is called your Inner Gremlin, also
known as your Inner Critic, or Inner Judge.
We all have one. The question is whether it’s running you or
whether you are running it. Does it have power over you? Guess
what? It only has the power that you give it. Stop listening to it
and over time, it will be tamed.
So how do you tame it? Here’s a simple technique: When you
notice that there is a voice in your head either putting you down,
or berating you in any way, use a simple “stop” technique. First,
interrupt the pattern of thoughts by saying to yourself, stop. Next,
take a deep breath. Finally, use this opportunity to put in a posi-
tive new thought. For example, if your old thought was, “I don’t
have what it takes to succeed”, stop it, breathe, and put in your
new thought, “I have all the resources I need to succeed.”

3. Clear your Inner Conflicts
How do you know if you have an inner conflict? Most of my
clients aren’t immediately aware of their inner conflicts but it be-
comes revealed through resistance. How many times have you
told yourself “I need to get on the phone and call my sphere of
influence,” and then you don’t do it?
That’s a typical example of how an inner conflict would be noticed.
You’ll notice resistance to what you told yourself you should do.
In this example, one part of you is saying, “Make the calls” and the
other part of you is saying, “I don’t want to intrude. I don’t want
them to think I am soliciting.” The reasons could go on and on.
Whenever you find yourself in resistance and you just can’t force
yourself to do something no matter how hard you try, do a little
introspection, and identify the voices in your head that are in
conflict. Then assume the role of the mediator. Just as you mediate
in your business between two or more people, do the same within
yourself and find a solution that pleases both parts.
4. Create a Successful Future Self
Often when I work with a client who needs more confidence, I help
them create a successful future self. They visualize what they are
going to look like in the future, having accomplished their goals.
Then they practice feeling what it feels like to be that future self.
As they sink deeply into the feelings of accomplishment, content-
ment and confidence, they are creating a vision that inspires them.
You can be in business either pushing yourself to succeed, which
creates “burn out” or you can allow yourself to be pulled towards
success by a vision. Creating your future self is one way to have
a vision. Perhaps you can picture your future self on a vacation,
lying on the beach. Now, that’s inspiring.
Here’s a tip: To reinforce this idea of a successful future self, make
a collage. Get several magazines and take out photos that inspire
you. Photos that you’d like to see happen in your future. See
yourself having outlets for all that money that you’ll be making.
5. Only engage in interactions that are win/win
How many times have you gone into a situation with a prospec-
tive client while at the same time a voice in your head was saying
something like, “Don’t do it. This doesn’t feel right?”
Here’s a tip: Trust your hunches. If you have doubts about a client
or a situation, most likely you’re right.
I’ve had dozens of clients who are recovering from burn out be-
cause they forgot to ask themselves, one thing, “Is this going to
be a win/win?” According to Dr. Steven Covey, it’s either win/win
or no deal. Next time your gut feelings are telling you to back out,
listen to them. It’s better to back out in the beginning than to get
involved in a situation where you can’t back out later.
6. Practice extreme self care and self maintenance
Think about it for a moment. What is your most valuable asset? Is
it your home or your car? No, it’s your health. Yet I see so many
people who try to be successful but then neglect their basic physical
needs for rest, for sleep and for healthy foods.
Remember you are your business. Your most important asset is
you, your health and your personal production capacity. The
healthier you are, the more energy you’ll have and the more you’ll
produce. What are the areas you need to improve in self mainte-
nance?



PROFESSIONAL STANDARDS/MLS/
MEMBERSHIP POLICY

Deadline Is Approaching ? Complete Your
Mandatory Code of Ethics Training Early

The deadline to complete your required quadrennial
ethics training is December 31, 2008. If you haven’t
already taken training there are several methods
available that meet the required lea rning objectives,
including attending a class at a local REALTOR®

Association, home study, and Internet-based courses.
Also available free to members are three ethics
courses online at REALTOR.org. Each meets the
specific criteria and learning objectives for new or
existing REALTORS®, and completing these courses
online automatically updates each member’s NRDS
education record. Start planning now to complete your
required ethics training early.
For more information¸ visit...
http://www.realtor.org/mempolweb.nsf/pages/
coetraining?
OpenDocument&WT.mc_id=LS110508&CAT=Prof

Dr. Steven Covey talks about “sharpening the saw”. He recom-
mends taking an hour a day for making sure that your physical,
emotional, mental and spiritual needs are met. Maybe taking an
hour a day is beyond your reach at the moment. Then what small
steps can you take to improve your energy level and vitality?
7. Know that what you have to offer is valuable
Effective marketing is based on the idea that you know your ser-
vices are valuable and you are willing to communicate that in the
marketplace on a consistent basis. So, how valuable are your ser-
vices? What is your unique selling point? What do people get
when they work with you that they can’t get anywhere else?
When someone asks you what you do, what do you say? Let me
demonstrate a “so-so” response compared to a response that will
get someone’s attention. Suppose you’re a real estate agent and
someone says, “So, what do you do?” A “so-so” answer would be,
“I am a real estate agent with_________ company.” Compare that
to this. Someone asks you what you do and you say, “Well, you
know how people get stressed out when they are buying or selling
a home? Well, I take care of all the details and make sure that the
process goes smoothly so that my clients can relax. I am a real
estate agent with __________ company.” Which real estate agent
would you like to work with?
Here’s a tip: This kind of answer will only work if you totally believe
in yourself and know your services are valuable.
There are many aspects to becoming more successful. These seven
powerful tips are just the beginning. Before you create your next
marketing plan, check inside and take a reading of your confidence
level. If it needs a boost be sure to take care of that before you do
anything else. When you are overflowing with confidence, that’s
the time to get out there and start marketing.
Dr. Maya Bailey, author of, Law of Attraction for Real Estate Profes-
sionals, integrates 20 years of experience as a psychologist and 12
years as a business coach with her expertise in the Law of Attrac-
tion. Her powerful work creates a success formula for real estate
professionals ready to double and triple their incomes. Get Dr.
Maya’s free report, 7 Simple Strategies For More Clients in 90 Days,
by visiting www.90DaystoMoreClients.com. Also, check out her
new Success Program, designed to help you get focused , moti-
vated, stay on track and create a Positive Mindset, no matter what.

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

Name:  ______________________________________

New e-mail address: ____________________________



Gossip  SheetNEW MEMBERS – APPROVED OCTOBER 28, 2008

Designated REALTORS®

Todd Cooke Exit HomeTown Properties
Christian Driscoll William Pitt Sotheby’s International Realty
Darrel Kern ZipRealty, Inc.
Masha Robarts RE/MAX Realty Group

REALTORS®

Patricia Brown First Choice Realty
Lori Burdick Heritage Properties SPC (Niantic)
April Dora William Raveis Real Estate (East Lyme)
Danuta Grabowska Century 21 Allyn-Anchor (Norwich)
Joseph Mazzarella Prudential Connecticut Realty (East Lyme)
Julie Michalski Von Deck Realty
Casey Nowakowski Seaboard Properties
Ann Ragsdale William Pitt Sotheby’s International Realty
Courtney Rumrill RE/MAX Bell Park Realty (Dayville)
Carol Rymash William Raveis Real Estate (East Lyme)
Ann Symons William Raveis Real Estate (East Lyme)
Sarah Tetreault             RE/MAX Bell Park Realty (Plainfield)

AFFILIATES

Ed Delgado Debt Free, Inc.
Ellery Kington Coastal Home Inspection
Douglas Moss Eastern Energy Solutions, LLC
James Pepitone Ark Contractors, LLC
Neil Ryan Wireless Zone
Michael Riley Mystic Solar

PROVISIONAL* NEW MEMBERS

*Applicants for REALTOR® membership are granted provisional membership upon
receipt of their application and payment of dues and fees. Applicants must complete
new member orientation within 60 days of receipt of their application.

REALTORS®

Bellinda Allen Weichert, REALTORS®-Suburban Properties
Jason Cronin Weichert, REALTORS®-Suburban Properties
Kathryn DuPont Coldwell Banker Residential Brokerage (Mystic)
Laura Havens Weichert, REALTORS®-Suburban Properties
Karrie Knowles Weichert, REALTORS®-Suburban Properties
Jeffrey Larrow Larrow’s Real Estate
Andrew Lockwood Weichert, REALTORS®-Suburban Properties
William Morowski Pine Knoll Real Estate
Wesley Pettit Prudential Connecticut Realty (South Woodstock)



MEMBER UPDATES – as of November 6, 2008

AGENCY TRANSFERS

Member New Firm/Office Former Firm/Office
Willis Arndt Prudential Connecticut Realty (Stonington) Pequot Commercial
Renee Bruno The Partner Network (Central Village) The Partner Network (Dayville)
Phyllis Charbonneau The Partner Network (Dayville) Charbonneau Realty
Carla Collins Johnston & Associates Real Estate RE/MAX Bell Park Realty
JoAnn Cornell Connecticut Home Mortgage (Mystic) Wells Fargo Home Mortgage (Waterford)
David Driscoll Century 21 Allyn-Anchor (Stonington) Sterling Property Group
Eric Engdall William Raveis Real Estate (East Lyme) Coldwell Banker Residential Brokerage (Niantic)
Melissa Giangrasso Realty World-Signature Properties William Raveis Real Estate (East Lyme)
Christine Johnson The Partner Network (Central Village) The Partner Network (Dayville)
Susan Korpela William Raveis Real Estate (Old Saybrook) Coldwell Banker Residential Brokerage (Niantic)
Tammy LaPlante Duprey Real Estate (Dayville) Loomis Real Estate
Edward Mitchell William Raveis Real Estate (East Lyme) Coldwell Banker Residential Brokerage (Niantic)
Michael Morales Century 21 Allyn-Anchor (Stonington) Sterling Property Group
Peter Sulick Freedom Mortgage Corporation GMAC Mortgage

ASSOCIATION REINSTATEMENTS

Joy Phillips Prudential Connecticut Realty (Mystic/Seaport)
William Shaw The Partner Network (Waterford)

ASSOCIATION DELETES

Richard Bartlett Alpha Appraisal Company
Mary Anne Barton The Partner Network (Dayville)
David Berry Coldwell Banker Residential Brokerage (Mystic)
Sharon Bousquet Coldwell Banker Residential Brokerage (Norwich)
Christopher Pappa Prudential Connecticut Realty (Norwich)
Susan Crowley Loomis Real Estate
Anna Dalbec Prudential Connecticut Realty (So.Woodstock)
Gregory Dalton ERA Property World
Denise DesRoberts Prudential Connecticut Realty (So. Woodstock)
Frances Eberman William Raveis Real Estate (Norwich)
Stacey Firlick Coldwell Banker Residential Brokerage (Norwich)
Gloria Hernandez Performance Realty Group
Elaine Kempesta Coldwell Banker Residential Brokerage (Norwich)
Ben Lau Performance Realty Group
Barbara Myer Prudential Connecticut Realty (Norwich)
Elizabeth Mioducki RE/MAX Home Team
William Nicholson Browning & Browning Real Estate
Marion Nuccio Prudential Connecticut Realty (So. Woodstock)
Lara Oh Coldwell Banker Residential Brokerage (Niantic)
Barbara Olstead Prudential Connecticut Realty (So. Woodstock)
Thomas Olstead Prudential Connecticut Realty (So. Woodstock)
Dorothy Powers Coldwell Banker Residential Brokerage (Norwich)
Kristina Richardson RE/MAX Bell Park (Dayville)
Gloria Russo Browning & Browning Real Estate

Gossip  Sheet



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 repre-
sentation or exclusive brokerage relationship agreements that other REALTORS® have with clients.

Assumed Consent for Direct Contact
Case Interpretation 16-18 by the NAR Professional Standards Committee

REALTOR® A, who held an exclusive listing of Client B’s property, invited REALTOR® C to cooperate with him. When
REALTOR® C, shortly thereafter, received an offer to purchase the property and took it to REALTOR® A, the latter took
REALTOR® C with him to present the offer to Client B, and negotiations for the sale were started. The next day, REALTOR®

C called on Client B alone, recommended that he accept the offer which was at less than the listed price, and Client B
agreed. The contract was signed and the sale was made.

These facts were detailed in a complaint by REALTOR® A to the Board of REALTORS® charging REALTOR® C with unethical
conduct in violation of Article 16, having made his second contact with the client without his, REALTOR® A’s, consent.

At the subsequent hearing, REALTOR® C defended his actions on the basis that since he had been invited to cooperate with
REALTOR® A, and particularly since REALTOR® A had invited him to be present when his offer was presented to the seller,
REALTOR® C had assumed that he had REALTOR® A’s consent for subsequent direct contacts with Client B. He stated
further that he had a good reason for going alone because in his first visit to the client, REALTOR® A had undertaken to
present his, REALTOR® C’s, offer without fully understanding it and had made an inept presentation. Questioning by mem-
bers of the Hearing Panel revealed that there had been some important considerations that REALTOR® A had not understood
or explained to the client.

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

The conclusion of the panel was that the consent of the listing broker required by Article 16, as interpreted by Standard of
Practice 16-13, cannot be assumed, but must be expressed; and that REALTOR® C had violated Article 16 by negotiating
directly with REALTOR® A’s client without REALTOR® A’s consent.


