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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

DECEMBER
1st/2nd CT REALTORS® Leadership Conference & CE Day

Sponsored by the CT Association of REALTORS®

Foxwoods Resort & Casino
For more information, Call C.A.R @ 800-335-4862

4th Nuts and Bolts of Leadership
9:00 am—Hilton Garden, Groton
FREE continental breakfast and lunch will be served
•Seating is limited to 50!

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

9th Community Benefit Raffle & Bazaar
11:30 am—Port N Starboard at Ocean Beach, New London

10th Continuing Education Courses—  3 CE Credits each
Hilton Garden, Groton
• CT Buyer Agency (Mandatory)  — 9:00 am
• 1031 Exchanges — 1:00 pm
• CT Disclosure, RESPA & Law Update (Mandatory)  — 6:00 pm

15th Continuing Education Courses—
The Harvest, Pomfret
• Risk Management  — 9:00 am 3 CE Credits
• Complete Automation Professional — 1:00 - 8:00 pm  6 CE Credits

16th MLXchange Training — Association Office
• Basic I —9:30 am
• Basic II —11:15 am
• Advanced —2:15 am

ASSOCIATION  OFFICE CLOSED
In observance of Thanksgiving

NOVEMBER 26th   & NOVEMBER 27th



Affiliates  Corner

Position: Managing Member

Type of Business or Service: Law Office - real
estate closings; litigation; appeals; personal injury.

Number of years in business: 15 years

Business team:  Our team consists of 4
employees, with an average of 15 years experience
serving Southeastern Connecticut.

Business accomplishments: We have been able to
maintain a well rounded business. The fact that we
handle both the transactional work and court room
work has served our clients well.

Business philosophy: In the world of real estate
closings, it is our goal to provide a closing free of
surprises.

Scott w. Sawyer
Sawyer Law Firm

Realtor® News
(Informational, Recreational or Political)

REALTORS® Help Buyers
Attain Short Sales Success

San Diego, November 15, 2009

Not all buyers are suited for a short sale. This was one of the
messages delivered at “Short Sales from the Buyer’s Perspective”
during the 2009 REALTORS® Conference & Expo today.
According to the latest Realtors® Confidence Index, one out of
10 recent buyers purchased a home through a short sale. The
survey also showed that REALTORS® are concerned about the
hurdles buyers face in short sales.
“As short sales become more commonplace, both buyers and
sellers need the help of seasoned, experienced professionals to
help them navigate the complexities of a short sale transaction,”
said National Association of REALTORS® President Charles
McMillan. “As the first, best source for real estate information,
REALTORS® provide valuable insights and experience that can
help buyers  realize their homeownership goals, whether through a
short sale or other means.”
During the session, REALTOR® Lynn Madison, who co-authored
NAR’s new Short Sales and Foreclosure Resource (SFR) Certifica-
tion Program, detailed the primary reasons that short sales fail,
including an incomplete short sale package, an offer that is too
low, and inaccurate appraisals. According to Madison, buyers who
are good candidates for short sales are very patient – it can take
some lenders four months or longer to approve a short sale – have
their financing in order, and don’t have any contingencies in their
purchase offer.
“Short sale buyers need to have the time to be able to wait for the
lender’s approval; some lenders get several hundred contacts
every day,” said Madison. “Buyers must also be willing to make an
offer that has a reasonable chance of closing and take guidance
from their agent. If the offered price is too low, there is a good
chance the lender won’t approve the contract.”
To help REALTORS® address the evolving short sales market,
NAR launched the SFR Certification Program earlier this year.
Offered by the Real Estate Buyer’s Agent Council of NAR, the
program includes training on how to manage short-sale, foreclo-
sure, and real-estate owned transactions, and provides resources
to help Realtors® stay current on national and state-specific
information. More than 250 Realtors® have earned the SFR
certification since the program was first offered in September. For
more information, visit www.realtorsfr.org.
The National Association of REALTORS®, “The Voice for Real
Estate,” is America’s largest trade association, representing
1.2 million members involved in all aspects of the residential and
commercial real estate industries.

Homebuyer Tax Credit Extension
Congress has passed and the President has signed an extension
and modification of the Homebuyer Tax Credit effective November
9, 2009. The credit is now available to first-time homebuyers who
have a binding contract before April 30, 2010. Note that under
former law, the property had to close on or before November 30,
2009. The new law also creates a new credit for so-called “move-
up” buyers. The new credit is $6,500. A “move-up” buyer is one
who has lived in their current home for 5 or more consecutive
years during the 8 year period ending on the date of purchase of
the their subsequent principal residence. Both credits are subject
to income limits. The credit begins to reduce at $125,000 for single
filers, $225,000 for joint filers with a $20,000 phase out. The $20,000
phase-out means that no credit can be claimed by those with MAGI
above $145,000 for single filers or $245,000 for married joint filers.
The credit can be used with a purchase price of $800,000 or less.
There are technical and documentation requirements to qualify for
the credit. REALTORS® should not provide advice to buyers con-
cerning the qualifications for the credit, but should advise buyers
to check with their tax advisors before submitting an offer. Look to
www.ctrealtor.com and the Hotsheet for further and more specific
information as it becomes available. For further information, con-
tact Attorney Eugene Marconi, CAR’s General Counsel. You can
also refer to this document as prepared by Blum Shapiro which
highlights the new federal tax credit.


