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    Steve Stockton 

             NOCBOR President 
      
     “Happy Dog Days of Summer,” 

NOCBOR members!! With that said, this is 

the time of year that life really gets in the 

way of work. We would all rather be lying 

on a beach, boating, golfing, hiking, 

biking or whatever we enjoy doing. But at 

the same time, we all have goals to meet, 

clients/customers to take care of 

and families to support. It is time to FOCUS 

and reflect on what we have 

accomplished so far this year and what we 

need to accomplish for the remainder of the 

year.  There is a book written by Brian 

Moran entitled “The 12 Week Year” and its 

message is to break your goals down into 

smaller, tightly defined segments of 12 

weeks at a time. This is a critical time for us 

Realtors®, the next 12 weeks – September/ 

October/November represents the time we 

have left to put transactions in process that 

will close this year. You have 91 days to 

make or break your goal. Get the book and 

set those final goals to make 2021 your best 

year ever!    
  

Annual Golf Outing 
  

     I really must say, after not having our 

2020 golf outing due to COVID-19, that 

this year’s event seemed ever so sweet. The 

weather was great; we had a full 

complement of players; food was excellent, 

and it was all for a very worthy cause, 

 

 

The Fallen & Wounded Soldiers 

Fund. Lafontaine Automotive Group 

sponsored the Hole-In-One Contest on all 

Par  3s.  The Membership Services  

Committee worked extremely hard to 

bring this event to us and I am immensely 

proud of them all. The auctioned gift baskets 

were all donated by members and our  

booze cooler was made up of committee 

members and NOCBOR Directors’ 

donations. Thank you all for your generosity 

and help to pull this all together. I 

cannot wait until next year’s event.  

  

Open Door Outreach Center 

  

     Community and giving back are a way of 

life for Realtors®. We all have servants’ 

hearts and want to do what we can to support 

our community. We had our Can Food 

Drive and now it is time for our Needful 

Items Drive.  We are, again, doing this for 

Open Door Outreach that 

services approximately 18,000 people a year 

with food, clothing, shelter, and money. 

Open Door’s goal is to pick people back 

up so they can retain their dignity. Members 

are encouraged to drop off donations at 

Open Door Outreach Center until Friday, 

September 17, 7170 Cooley Lk Rd, 

Waterford. They are open Tuesday-Friday 

10 a.m. – 4 p.m. I hope that you will help, 

the following is a list of needful items.  
 

     •   Children’s PJ’s (12 months – size 12) 

     • Unused Socks: all sizes, newborn, 

children, men and women.  

     •    Unused Underwear: all sizes, children, 

women & men (boys & men prefer boxer 

briefs). 

     •   Sheet sets (all sized) 

     •   Pillows 

     •   Blankets & Throws 

     •   Bath Towels 

     •   Washcloths 

     •   Dish Towels 

     •   Shower liner 

     •   Electric Blanket 

     •   Floor Sweepers 

     •   Vacuums 

     •   Pot & Pans 

  
 

 

 

Over The Hump 
  

     Hard to believe that I am already on 

the backside of my term. I wanted so much 

to be President to work on bringing more 

culture to the membership. We are not just a 

bunch of licensed agents running around 

listing and selling houses. We are more like 

a family. With COVID lingering around, 

it's been difficult.  We are still working on 

forming a bowling league this fall that will 

start in October and run into March. We will 

also have a once a month get together, “First 

Thirsty Thursday,” which we plan to have 

the first Thursday of each month. The first 

will be held on October 7 at One Night 

Stan’s Comedy Club in Waterford. This 

will be a fantastic way for us to meet and 

network.  Details will be available to 

membership soon.  We also talked about a 

golf league for next year.  We have almost 

5,500 members, and it's time we get to know 

each other better.  If you would like to be 

involved with planning events let me know. 

Email me anytime  
                     Steve@TheStocktonTeam.com 
  

Participation At The Board Level 
  

     Candidate interviews were recently 

conducted for upcoming vacancies on the 

Board of Directors. It surprised me the lack 

of interest in our membership to be part of 

the group that sets the direction for 

our Board. NOCBOR has many different 

committees to join. This year, I have sat in 

on most committee meetings and have 

learned so much from the wealth of 

knowledge our members bring to the table. 

One observation I have made troubles 

me, that’s the lack of younger agents’ 

involvement. Every member should 

consider being on a committee, but 

especially younger members should step 

up to help guide us into the future.   
  

     With COVID rearing its head again, 

none of us know what the future holds. 

So, it's best we all work hard, smart and pray 

that we will continue through this safely. I 

am confident that we will hold our own 

and bright skies will prevail. Have a great 

rest of the summer!!!!   

  



  
 
 
 

  

2021   
OFFICERS 

 

President Steve Stockton, SFR   360-2900 

President-Elect, Ann Peterson, GRI, ABR, SRES, e-PRO 495-8877 
Treasurer Mary Rettig, ABR, GRI, MRP, SRES  646-5000 
Secretary Marcy Soufrine, GRI                  360-2900 

 

BOARD OF DIRECTORS 
  

Sally Bell, GRI            586-929-1114 
Brenda Davis    556-7400 
Madeline Dishon    620-1000 
Matt Diskin    228-4647 
Joan Falk     206-8383 
Cheryl Gates-Beers    394-0400 
David Kimbrough    625-5700 
Julie LeBourdais    620-7200 
Rick Linnell    977-4182 
Kristine McCarty            810-515-1503 
Chris Mersino    620-8660 
Ray O’ Neil, GAA, RAA                      674-3333 
Jenifer Rachel, AHWD    394-0400 
Tina Zudell    620-1000 

       STAFF 
 

Patricia Jacobs        Executive Vice President  
Katie Balkwell                        Director, Special Projects 
Janet Sneckenberger                     Director, Finance 
Millie Traylor                      Director, Member Services  
Tonya Wilder                                           Executive Assistant 
 

COMMITTEE CHAIRMEN 
 

Budget & Finance                  Ann Peterson, GRI, ABR, SRES, e-PRO 

Education/Technology/Diversity                   Rick Bailey, e-PRO 
Executive                                  Steve Stockton, SFR 

Government Affairs               Ann Peterson, GRI, ABR, SRES, e-PRO 
Membership Services                              Tina Zudell 
Nominating                                     Madeline Dishon 

Professional Standards 
 Arbitration                                    Kay Pearson, CRS 

                      Eric Pernie  
  
        Ethics                        Pam Bradshaw 

                              Kathleen Sanchez                                             
       

        Grievance                                          Paul Carthew 
 

REALCOMP II LTD. GOVERNORS 
Madeline Dishon    620-1000 
Ray O’ Neil, GAA, RAA    674-3333 
  

REALCOMP USER GROUP 
Tanya Dempsey Mitchell   812-4900 
Matt Diskin    228-4647 
Keith Reynolds    360-2900 
Marcy Soufrine    360-2900 
 

REALCOMP SHAREHOLDERS’ TASK FORCE 
Jenifer Rachel, AHWD  
Marcy Soufrine, GRI,  

 
NAR® DIRECTORS 
Jenifer Rachel, AHWD  
Steve Stockton, SFR 

 

MR® DELEGATES 
Ann Peterson, GRI, ABR, SRES, e-PRO 

Steve Stockton, SFR 

 

NORTH OAKLAND COUNTY BOARD OF REALTORS 
4400 West Walton | Waterford | MI | 48329 
Phone (248) 674-4080 | Fax (248) 674-8112 

E-mail: info@nocbor.com 
 www.nocbor.com  
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Board of Directors 
June, 2021 

 

    MOTION CARRIED to approve 

Two (2) Primary Designated 

Realtors®; Sixty-five (65) Primary 

Realtors®; Two (2) Secondary 

Designated Realtors®; Two (2) 

Secondary Realtors®; and One (1) 

Affiliate. 

 

     MOTION CARRIED to 

reschedule the meeting of the Board of 

Directors from December 29, 2021 to 

December 15, 2021. 

 

     MOTION CARRIED to grant 

Realcomp permission to license and/or 

have some ownership stake in future 

products or services. 

 

     MOTION CARRIED to support 

the Decision of the Ethics Hearing 

Panel regarding Hardy & Sharp 

(Signature Sotheby’s International) v. 

Sinishtaj (Showtime Realty). 

 

     MOTION CARRIED to support 

the Decision of the Ethics Hearing 

Panel regarding Hardy & Sharp 

(Signature Sotheby’s International) v. 

Kempa (Showtime Realty). 

 

     MOTION CARRIED to support 

the Decision of the Ethics Hearing 

Panel regarding Fontaine (Fontaine 

Real Estate Group) v. Williams (Real 

Living Kee Realty). 

 

Board of Directors 
July, 2021 

 
     MOTION CARRIED to approve 

One (1) Primary Designated Realtor®; 

Seventy-six (76) Primary Realtors®; 

One (1) Secondary Designated 

Realtor® and Two (2) Secondary 

Realtors®. 

 

     MOTION CARRIED to support 

the Decision of the Ethics Hearing 

Panel regarding Ronald Dalton v. Al 

Shaker (Showcase One Real Estate 

Group). 

 
 

      
      

 

 

 
 
 

In Memoriam 
     

     Pat Baker, long-time NOCBOR 

member, died Sunday, July 25 at her 

home in White Lake. For over 20 

years, Pat was office manager and 

part-owner of Keller Williams 

Showcase in Commerce. Sincere 

sympathy and blessings to husband, 

John, and sons, Michael & Kurt.      

        

     Sincere condolences to the family 

of Tina Zudell (RE/MAX Encore), 

who’s Mother-in-law Jewelanne 

“Judy” Zudell passed away on August 

3, 2021.  

 

     NOCBOR also extends deepest 

sympathy to the friends and family of 

Fred Poehlman, (Independent Broker 

Network), who passed away on August 

7, 2021. 

 

       “Book Of The 
 Month Club” 

 

     The “Book of the Month Club” is 
an opportunity for members to 
expand their social reading skills 
and participate in an open 
discussion with others.  Physically 
meeting once a month at 
NOCBOR, led by Steve Stockton, 
2021 President, where social 
distancing is encouraged. 

 
Monday, August 23  

at 9:30 a.m. 
 

“Atomic Habits” 
James Clear 

 
 
 

 
 
 
 
 
 
 

 
 

Location: NOCBOR 
Register: nocbor.com 

 
 
 

 
 
 
 
 

MISSION STATEMENT 
 

     The purpose of the North Oakland County Board of Realtors® is to enhance the ability 
and opportunity of its members to conduct their business successfully and ethically, and to 
promote the preservation of the right to own, transfer and use real property. 
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Experienced Trial Attorneys Are Ready 
Specializing in Civil Trial Litigation 

 
Larry Barnett and Scott Traver have extensive experience in a range of practice areas including, 
but not limited to: injury cases, contract disputes, domestic relations disputes (custody, parenting 
time, forensic accounting, discovery of hidden and undisclosed assets), professional 
malpractice, and real estate transactions and disputes. 
 
Larry Barnett specializes in trial litigation in the above practice areas and has tried over 400 
cases in his legal career throughout the State of Michigan, with numerous winning judgements 
of over $1 million. 
 
Scott Traver specializes in real estate, wills, trusts, is an expert in appeals to the Court of Appeals 
and to the Supreme Court and the prosecution of personal injury cases, negligence cases and 
contract disputes. 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

“The Pathway  
To Mastery Training” 

 
     NOCBOR will offer Buffini & Company, The Pathway to 

Mastery-Essentials, beginning every Wednesday, September 

15 through November 3, 2021, 9-11 a.m.  This course, which is 

the first-released in a three-part series, takes a deep dive into 

lead generation, negotiation strategies, buyer and seller tactics 

and more. Developed by industry expert, Brian Buffini, this 8-

week course is designed to help agents hone their skills to 

become a world-class agent, mastering the fundamentals to 

build a high-quality, high volume, recession-proof business. 

     Facilitated by Realtor® Bob DeVore, The Pathway to 

Mastery-Essentials is delivered through a series of video 

modules, unlocked every week until the course ends. 

Participants have access to an online resource center that 

includes resources and dialogues, access to Referral Maker® 

CRM and a tracking system. Classroom time is devoted to 

watching the modules, group discussion of best ideas, synergy 

sessions and receiving encouragement and accountability.  

     Join more than 8,000 students across the U.S. who have 

completed The Pathway to Mastery Essentials. The 8-week 

course is $395 and is eligible for the NOCBOR Education Loan 

program. For additional information or to join The Pathway to 

Mastery-Essentials class, please contact Bob DeVore, 810-965-

4566 or email bobdevorehomes@gmail.com. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Victory for Realtors® 

 

     Last year, a case was brought by an associate broker against 

his former brokerage firm alleging that he had been wrongfully 

terminated. The trial court dismissed the case on the basis that 

the Plaintiff was an independent contractor and not an employee 

of the brokerage. 
 

     On appeal, the Plaintiff argued that, despite an executed 

independent contractor agreement, he should be classified as an 

“employee.” He also argued that the statutory definition of 

“independent contractor” in the real estate context merely sets 

forth prerequisites that, once met, allow for the application of 

the “control test” to determine employment status. The Legal 

Action Committee of the Michigan Realtors® authorized an 

Amicus Brief in support of the Defendant Brokerage, arguing 

for the clear statutory definition of “Independent Contractor” in 

Article 25 of the Michigan Occupational Code. 
 

     The Michigan Court of Appeals published its Opinion on 

August 19, 2021. The Court sided with the brokerage and 

agreed with supporting arguments, holding that, under the 

Michigan Occupational Code, the Plaintiff was clearly an 

independent contractor, having met the statutory definition of 

“Independent Contractor Relationship.” 
 

     This ruling is a substantial victory for Realtors® as it 

supports the long-held understanding that real estate licensees, 

who sign an independent contractor agreement and receive 75% 

of their compensation in the form of a commission, are 

considered independent contractors for tax and other 

employment purposes. 

Our main area of        • Elopement                                        • Domestic Relations       
Legal practice:           • Contract Disputes                             • Professional Malpractice 
                   • Wills and Trust                        • Bank Fraud           
• Personal Injury &        • Real Estate Disputes                        • Zoning Issues 
  Wrongful Death           • Oil and Gas Leases & Litigation       • Nursing Home Injuries 

5840 Lorac Dr, Suite 1 | Clarkston, MI 48346 

248-625-2200 



Local Market Update – July 2021
A Research Tool Provided by Realcomp

Oakland County

Residential July Year to Date
Key Metrics 2020 2021 % Change Thru 7-2020 Thru 7-2021 % Change

New Listings 2,685 2,549 - 5.1% 13,282 13,608 + 2.5%

Pending Sales 1,992 1,662 - 16.6% 9,262 10,445 + 12.8%

Closed Sales 2,080 1,627 - 21.8% 8,079 9,633 + 19.2%

Days on Market Until Sale 33 18 - 45.5% 40 24 - 40.0%

Median Sales Price* $300,000 $347,000 + 15.7% $278,000 $325,000 + 16.9%

Average Sales Price* $352,333 $407,657 + 15.7% $329,053 $394,317 + 19.8%

Percent of List Price Received* 99.2% 102.2% + 3.0% 98.3% 101.2% + 3.0%

Inventory of Homes for Sale 3,233 2,441 - 24.5% –– –– ––

Months Supply of Inventory 2.5 1.6 - 36.0% –– –– ––

Condo July Year to Date
Key Metrics 2020 2021 % Change Thru 7-2020 Thru 7-2021 % Change

New Listings 556 482 - 13.3% 2,717 2,850 + 4.9%

Pending Sales 424 354 - 16.5% 1,813 2,350 + 29.6%

Closed Sales 383 342 - 10.7% 1,591 2,161 + 35.8%

Days on Market Until Sale 40 19 - 52.5% 44 30 - 31.8%

Median Sales Price* $190,000 $237,500 + 25.0% $190,000 $220,000 + 15.8%

Average Sales Price* $222,869 $276,170 + 23.9% $233,621 $259,730 + 11.2%

Percent of List Price Received* 97.6% 101.3% + 3.8% 97.4% 100.0% + 2.7%

Inventory of Homes for Sale 726 482 - 33.6% –– –– ––

Months Supply of Inventory 2.8 1.5 - 46.4% –– –– ––

* Does not account for sale concessions and/or downpayment assistance. | Percent changes are calculated using rounded figures and can sometimes look extreme due to small sample size.

A rolling 12-month calculation represents the current month and the 11 months prior in a single data point. If no activity occurred during a month, the line extends to the next available data point.

Median Sales Price - Residential
Rolling 12-Month Calculation All MLS

Oakland County
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Median Sales Price - Condo
Rolling 12-Month Calculation All MLS

Oakland County
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Current as of August 6, 2021. All data from Realcomp II Ltd. Report © 2021 ShowingTime.



Support Your 
NOCBOR Affiliates  

 
Larry Barnett (Attorney at Law)    248-625-2200 
Bartus, Barb (Michigan First Mortgage)          248-666-2700  
Brosnan, Brenda (CrossCountry Mortgage)   248-515-3855 
Bruce, Cheryl (Seaver Title)     248-338-7135 
Buick, James (Team One Credit Union)    248-508-0135 
Davis, Ernest (Home King Inspection Service)   248-288-4770 
Fox, Dana (Lake Michigan Credit Union-White Lake)       248-884-6600 
Gelbman, Mark (Caliber Home Loans)    248-266-7809 
George, Namir (Michigan Institute of Real Estate)   248-763-4746 
Hudson, Matt (First American Title Co.)    248-789-6371 
Jarvis, Elizabeth (Title Connect)    586-226-3506 
Katsiroubas, Mary (First National Home Mortgage)    855-910-2700 
Kearns, Ryan (Win Inspections Waterford)   248-621-0400 
Kraft, Stacey Grava (Achosa Home Warranty)   248-330-1076 
Lauer, Tammy (Vanguard Title)    586-612-5400 
Linnell, Richard (Linnell & Associates)    248-977-4185 
Lohmeier, Julie (Tend Home Warranty)    727-294-3918 
Morrow, Michael (LENDERFUL)    248-909-9412 
Mustola, Mark (Value Check Home Inspections)   810-750-0000 
Patterson, Randall (Pillar To Post)    248-755-3422 
Proctor, Michael (Michael Proctor)    248-931-1018          
Rose, David (Rose Certification Inspections)   248-625-9555 
Sasek, Luke (Cutco)     616-295-5537 
Seaver, Phil (Seaver Title)     248-338-7135  
Siebert, Brian (First National Home Mortgage)   855-910-2700 
Spencer, Grant (Michigan First Mortgage)   248-721-6676 
St. Amant, Ron (Changing Places Moving)   248-674-3937 
Stevenson, Jim (Spinal Column Newspaper)   989-385-0098 
Taylor, Cindy (University Lending Group)   248-891-8226 
White, Don (Genisys Credit Union)    586-764-1826 
Katie Williams (Inside Out Inspections)    734-224-0345 
Zetye, Lauren (Movement Mortgage)     248-840-0972 
 

Legal Q & A   
 

     Q: My buyers, who closed on the purchase of their home last 

week, are demanding that the MLS remove all photos of the 

interior of the home they have purchased. Must the MLS honor 

my buyers’ request? 

  
      A: No. Presumably, the photographs of the home were taken 

with the permission of the then-owner of the home – that is, the 

seller. The MLS obtained the right to publish these photos from 

the listing broker/agent. The buyers acquired no rights to limit the 

use of these photographs through the purchase of the property 

shown in the photographs. 
  
      Q:  I have a rental house that I have recently rented to 

someone who has physical disabilities. The tenant wants me to 

install rails in a number of areas within the house at my expense. 

Must I do this?  
 

      A: If a person has a disability, a landlord must allow him or 

her to make reasonable modifications to the rental unit; however, 

the landlord can require the disabled tenant to pay for the 

modifications and for the restoration of the property to its original 

condition at the termination of the lease.  

 

     Q: I have a house listed. A buyer went directly to the seller 

with an offer which was accepted. Is this a valid purchase 

agreement?  

 

     A. Yes. Although the buyer went directly to the seller instead 

of the listing agent, there is still a valid purchase agreement. 

Assuming the contract was an exclusive right to sell, the seller 

still owes a commission. 
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       Q: I want to start a marketing program where I will contact 

past clients for referrals and then enter their names into a drawing 

to win prizes. Is this legal?  
 

     A: No. You cannot pay any consideration to individuals who 

are not licensed under the Occupational Code. Even a chance to 

win a prize would likely be viewed as “consideration.” The only 

exception is a landlord may pay a referral fee to an existing tenant 

for a referral of another tenant, so long as the value does not 
exceed ½ month’s rent. 

 

      Q: I just entered into a listing agreement with sellers that is 

likely to end up being a short sale. I plan to make this fact known 

when I enter the listing into the MLS. Should I get my sellers’ 

permission to do this?  
 

     A: Yes. Entering information that the sale of the home will be 

a short sale may affect the sellers’ ability to sell the home, 

therefore, you should get their permission before entering that 

information into the MLS. (Some MLS rules require the 

disclosure of a potential short sale when “reasonably known.”)  

 

      Q: I am a listing broker and my seller has just recently 

accepted a purchase agreement. Today, I received another offer 

for this property. Does license law obligate me to present this 

offer to my seller?  
 

     A: No, unless your listing agreement provides to the contrary. 

Rule 307(5) states: A licensee shall not be subject to disciplinary 

action for failing to submit to the seller any additional offers to 

purchase which are received after the seller has accepted an offer 

and the sales agreement is fully executed, unless a service 

provision agreement requires that subsequent offers be presented. 

To avoid some type of breach of fiduciary duty claim from a 

seller-client, Realtors® who do not wish to present additional off-

ers are strongly encouraged to include a provision in their listing 

agreement form which expressly states that additional offers 

received after a binding purchase agreement is signed will not be 

presented to the seller.  

 

     Q: A former salesperson who wants to join my company has 

contacted me. Her license expired ten years ago. What is she 

required to do in order to get her license reissued?  

 

     A: A prior licensee who has been unlicensed for more than 

three years can get her new license by doing one of the following:  
 

     Successfully complete six hours of approved continuing 

education courses for each year and partial year that have lapsed 

since the expiration of her license;  
 

     Successfully complete an approved 40-hour prelicensure 

course in the 12-month period preceding the  date of application; 

or  
 

     Pass  the  State  examination  required  for  a  salesperson’s 

license. MCL 339.2502a(6). (These Q & A’s are provided by Brad Ward, 

Esq & Brian Westrin, Esq,) 
 

 

 

 

 

 

 

  



 

Page 6   

Teams Face New Law 
 

     Lawmakers in Connecticut passed a new law that will 

significantly regulate how real estate teams can operate. The biggest 

news is that the law will limit what teams can call themselves, 

potentially forcing teams up and down the state to rebrand. However, 

the law also has other components, such as the requirement for teams 

to register with the state. 

 

     The new law could serve as a bellwether for future regulation in a 

world that has seen real estate teams explode in popularity. Signed 

into law in July, the effective date is January, 2022, and touches on a 

variety of real estate licensing issues and generally aims to clarify 

what actually counts as a team. To that end, it defines a team as “a 

group of at least two licensed real estate brokers or real estate 

salespersons who are affiliated with the same sponsoring real estate 

broker and engage in advertising as a group using a team name.” The 

law also requires teams to register with the state and initially pay 

$565, followed by an annual renewal fee of $375. 

 

     More significantly, the law includes rules about how teams can 

name themselves. Connecticut teams will have to use the full name 

of one of their members or include the full name of their sponsoring 

brokerage. Teams can use the word “team” but can’t use other 

terminology, including “group,” “company,” “LLC” or anything else 

“that implies that the team is a business entity,” the law states. In 

practice this means something like “The Bob Smith Team” would be 

allowed, but “The Smith Group” would not.      

 

     This name ruling is likely to come as a shock wave in 

Connecticut’s real estate community. A review of Real Trends’ 2021 

rankings showed that dozen of the State’s top teams use language 

such as “group” in their name. Few of those teams are currently 

branded around an agent’s full name, and fewer still incorporate  

brokerage identification. As of January 1, 2022, such team names 

will be illegal. The result is that the new law could ultimately impact 

the branding of at least hundreds of agents in Connecticut, which 

means extra costs. 
 

     In 2016, the National Association of Realtors® reported that there 

were between 35,000 and 50,000 teams operating in the U.S., with 

the country likely to hit 100,000 teams in the coming years. By 2018, 

a NAR survey of thousands of agents found that more than a quarter 

were members of a team. Given this reality, it’s not surprising that 

regulators are increasingly looking to codify how teams operate. In 

2018, NAR stated that more regulation was likely in store for real 

estate teams, and it revealed that 24 states had already put rules on 

the books. (Jim Dalrymple, Inman) 

 

Did You Know? 
 

     Across the country, millennials are moving up, baby boomers are 

downsizing, and in between, people of all generations are rethinking 

their lives in a cultural phenomenon we have termed the “Great 

Reshuffling.” 

 

Sometimes you forget  
you’re awesome  

this is your reminder! 

Homes Sell Faster Listed On MLS 
 

   One of the largest MLS in the country, Bright MLS, has found 

that homes listed on its platform sold for 16.98% more than homes 

sold off MLS. Bright, which has 95,000 agent, broker and appraiser 

subscribers, looked at 442,829 home sales across its six-state Mid-

Atlantic footprint that sold over a 24-month period, 2019 and 2020. 

The study found that 74% of those sales were sold on-MLS while 

26% sold off-MLS.  

 

     Office exclusives were less than 2% of properties listed in its 

MLS in 2020. Of those listings, nearly two-thirds, 63%, ended up not 

selling as an office exclusive and ultimately sold through the MLS. 

Listings spent an average of 25 days as office exclusives before being 

put on the MLS, resulting in longer sale times. Office exclusive 

listings that ended up in the MLS took an average 31 days to go 

under contract compared to an average 11 days for listings promoted 

in the MLS from the start. 

 

     The study found homes marketed on the MLS sold for a median 

sales price of 16.84% more than those marketed as office exclusives, 

similar to the overall price difference of 16.98% between homes 

marketed on the MLS and those marketed off-MLS overall. The latter 

is a difference of $45,000 for a median-priced home: $310,000 on-

MLS vs. $265,00 off-MLS. 

 

     Real estate agents and brokers depend on the MLS every day to 

accomplish their important work, and this study clearly shows the 

power of the MLS network of real estate professionals. (Source: Bright 

MLS) 
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A Big Thanks to Our 
Generous Sponsors! 

 

Cart 
RE/MAX Encore 

Corporate 
Genisys Credit Union Mortgage 

KW Showcase Realty Commerce 
Michigan First Mortgage – Grant Spencer 

Realcomp II Ltd. 
SentriLock™ 

Breakfast & Mimosa Bar 
ValueCheck Home Inspections – Mark & Kerrie Mustola 

Lunch-On-The-Turn  
MBA Real Estate Services – Chris Mersino 

Pillar To Post – Randy Patterson 
Buffet 

KW Showcase Realty - Commerce 
 

Hole Sponsors 
 

ACHOSA Home Warranty – Stacey Kraft 
Barnett & Traver, P.C. – Larry Barnett 

Century 21 Town & Country - Clarkston 
Changing Places Moving – Ron St. Amant (2) 

Choice Home Warranty – Joe Sabtini 
DMA Construction – Dave Adams 

1st National Home Mortgage – Mary Katsiroubas 
Genisys Credit Union Mortgage 

Keller Williams Premier 
KW Showcase Realty – Commerce 

Linnell & Associates – Richard Linnell 
Michigan First Mortgage – Grant Spencer 

Michigan Moves Title Agency – Linda Lampe 
NeverBlue IT – Carson Eungard 

NOCBOR 
Sterling Title Agency – Barron Hinsperger 

Titleocity – Heather Opalewski 
Worldwise – Jerry Kocsis 

 

Drawings 
 

NOCBOR – Two (2) $50 Fuel Cards 
 

Golf Outing Task Force 
 

Mary Katsiroubas 
David Niezgoda 
Ron St. Amant 

 

 
 
 

Contest Hole Sponsors 
 

Men’s Longest Drive 
Frederick Alexander, KW Showcase Realty 

Women’s Longest Drive 
Barb Schaefer, Real Estate One-Clarkston 

Men’s  Closest to the Pin 
Brian Seibert, First National Home Mortgage 

Women’s Closest to the Pin 
Kristine McCarty, Keller Williams First 

 

Gift Baskets &  
Gift Certificates 

 

Brenda Davis, Century 21 Town & Country 
Bruce Krol, Berkshire Hathaway Home Services 

Chasing Tail Taxidermy 
 David Niezgoda, Keller Williams Premier 

Lori Chmura, Middleton Real Estate Training 
Luke Sasek, CUTCO 

Mary Katsiroubas, 1st National Home Mortgage 
NOCBOR 

RE/MAX Encore 
Wild Bills Cigar Shop 

Cooler of Cheer – Membership Services & NOCBOR Directors 
 

           Membership Services  
          Committee 

 

Tina Zudell, Chairman 
Stacey Kraft, Vice Chairman 

Brenda Davis 
Madeline Dishon 
Mary Katsiroubas 

Stacey Martin 
David Niezgoda 
Jennifer Ryaglski 
Grant Spencer 
Ron St. Amant 
Steve Stockton 
Nicole Tolliver 
Natalie Vaughn 

 
 

Special “thanks” to all of our 
      golfers and sponsors! 

 
 
 
 

2021 Charity Golf Outing 
 

     On behalf of the NOCBOR Membership Services Committee, a huge “Shout-out and Thank You” to each of the 
sponsors and members who generously supported, contributed and participated in NOCBOR Annual Golf Outing, Thursday, 
August 5, at the Fountains Golf Course in Clarkston. With the many contributions totaling over $7,000.00 to the “Fallen and 
Wounded Soldiers Fund” and a great venue, NOCBOR had fantastic participation, a wonderful day of networking and fun!  
 



NOCBOR 2021 GOLF OUTING 
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Coming Soon! 

Page 10 

     Realcomp has an established “Coming Soon” listing status 

which has specific regulations. MLS subscribers and users who do 

not follow the rules can be sanctioned up to $5,000 for violating 

the policy. 

     The following “dos and don’ts” apply to the Coming Soon 

status: 

     There must be a fully executed, signed Exclusive Right to Sell 

or Exclusive Agency Listing Agreement; 

     Within one (1) business day of marketing a property to the 

public, the listing  broker must submit the listing to the MLS for 

cooperation with other MLS participants. Public marketing 

includes, but is not limited to: 

                     Flyers displayed in windows 

                 Yard signs 

                 Digital marketing on public facing websites 

                 Brokerage website displays (including IDX and VOW) 

                 Digital communications marketing (email blasts) 

                 Multi-brokerage listing sharing networks 

                 Applications available to the general public 

      •  The listing must be entered into RCO3 in its entirety with 

the Coming Soon status and must include all required fields; 

     • A primary photo must be included within the current 48-hour 

policy. All documents must be included within the current 48-

hour policy; 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

     •  The listing must include an activation date (a “go live” date) 

within 5 business days of the listing entry date; 
 

     •  Changes to the activation date cannot go beyond the 5-

business day rule; it can be changed to less than the 5 business 

days, but not more; 

     •  Listings in the Coming Soon status will automatically move 

to the Active status at 12:01 a.m. on the recorded activation date; 
 

     •  Listings in the Coming Soon status cannot be shown by 

anyone (including the listing agent and other agents from the 

listing office) during the Coming Soon period. 
 

     •  Showings on Coming Soon listings cannot be scheduled to 

occur during the Coming Soon marketing period. In-person 

showings and/or virtual showings can be requested to occur 

beginning as of the activation date or afterwards. 
 

 

     •  Open houses on Coming Soon listings cannot be scheduled 

to occur during the Coming Soon marketing period. Open houses 

can be scheduled to occur beginning as of the activation date or 

afterwards. To view full flyer go to: 

https://realcomp.moveinmichigan.com/Portals/0/Support/Docu

ments/Coming%20Soon%20Listing%20Status%20and%20Polic

ies.pdf  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

      

 

 



STRUGGLING WITH LEVERAGING SOCIAL MEDIA
FOR YOUR REAL ESTATE BUSINESS?
Learn how top agents across the U.S. are 
using social media to CAPTURE LEADS and 
CONVERT CONVERSATIONS into business. 
In this high-energy live webinar experience, 
you’ll learn tips, tricks & strategies to turn 
your social media from a toy into a powerful 
marketing tool.

Conquer Facebook, Twitter, LinkedIn, 
YouTube, your blog, IDX website & more in 
this high-energy, 2 hour session. 

Tuesday, August 24th 
9:30a.m. - 11:30 a.m.
Live Webinar Training

Includes 2 hrs of elective con ed

Must  a t tend  ent i re  c l ass  to  rece ive  CE  c red i ts . 

YOU'RE INVITED TO A LIVE WEBINAR EXPERIENCE 
FOR BUSY REAL ESTATE PROFESSIONALS!

FREE for NOCBOR Members
#1 "Boot Camp" For Real Estate Agents in the U.S. 

https://tryelevate.com
https://www.eventbrite.com/e/727-live-event-waterford-mi-ce-credit-social-media-essentials-registration-161547160907
https://www.youtube.com/watch?v=WPb46jktD2A


 

Page 12   

Bad Realtor® 

 
     Recently, a broker from Colorado wrote an article for a well-

known real estate publication which was about the number of bad 

agents and how that is impacting the reputation of our industry and 

eroding the confidence of consumers who chose to work with a 

Realtor®. This type of article is written regularly throughout the 

year. This is an enormous problem and the most serious threat to our 

industry. It is a problem that we have faced every year before today, 

and one that we are going to face until consumers simply stop 

working with Realtors® and start hiring companies that supervise 

Realtors®. That day may be far off, or it may be happening 

widespread today. 

 

     There are about 1.4 million Realtors® in America today, perhaps 

over 2 million if you count licensed agents who are not members of 

NAR. The simple fact is that 2 million people performing 12 million 

sides are condemned by the laws of large numbers to produce some 

horrible outcomes. Remember, not only are there bad Realtors®, but 

there are also bad circumstances, and plenty of bad customers.  

“Raise the Bar,” said NAR. “Code of Ethics, certifications, fines and 

training can fix this problem.” It doesn’t work! 

 

     Fire bad agents! Brokers can do this, but they will have a job at 

the brokerage down the street within minutes. This strategy does not 

fix the problem. There have been countless efforts to solve this 

problem and one that does work: Allow consumers to share their 

story: Agent Ratings. 

 

     “Agent Ratings” are the only path to some form of resolution. 

Ratings must be gathered and published for all consumers to see. The 

sad truth is that by the time that the industry is desperate enough to 

launch a mandated agent ratings program, it may be too late. The real 

estate industry is changing at hyper speed. Agents have been able to 

spend billions at acquiring strangers as customers to overcome the 

bad customer experience, but that is changing. You cannot buy your 

way to a lead on major portals anymore. You need to earn it. 

Research shows that Zillow and companies like them, who mandate 

agents to perform at their best to get a great rating, are delivering 

change in an industry that will not fix itself. (WAV Group Consulting) 

 

Investigation Into Zillow 
 

     Two Republican lawmakers have sent a letter to the Federal 

Trade Commission urging the agency to scrutinize real estate giant 

Zillow’s planned acquisition of ShowingTime, warning the deal 

could harm homebuyers and Zillow’s competitors. In a statement, 

Zillow confirmed that the ShowingTime deal is currently under FTC 

review. 

 

     The $500 million acquisition of ShowingTime, which has been 

controversial in the industry since it was announced in February, 

“may further entrench Zillow’s consumer information advantage,” 

according to the lawmakers. 
 

     The probe comes at a time when federal regulators appear to be 

turning up the heat on the real estate industry through appointments 

at the Federal Trade Commission and through an executive order that 

encouraged the FTC to exercise its rule-making authority “in areas 

such as…unfair occupation licensing restrictions; unfair tying 

practices or exclusionary practices in the brokerage or listing of real 

estate; and any other unfair industry-specific practices that 
substantially inhibit competition.” (Andrea Brambila) 

Kiplinger Letter 
 

       Long-term interest rates have trended down recently.  But don’t 

be fooled.  They will be headed up again before the end of the year.  

The latest dip in long term stems from investors’ realization that the 

economy can’t keep surging the way it is now forever, plus mounting 

concerns about the Delta variant of COVID 19.  Such fears are 

understandable, but likely overdone.  Expect strong growth to 

continue this year and into 2022.  Ditto, inflationary pressures, 

helping life long-term rates. 

 

     The 30-year mortgage rate should rise from the current 2.9% to 

3.4% by the end of 2021, and 4.0% in 2022.  The 15-year fixed 

rate…half a percentage point below that.  Car loan rates are 

influenced by the five-year rate, also moving upward.  Home equity 

line of credit are tied to short-term rates, which should change little. 

 

     Sales of expensive homes are booming!  The share of existing 

homes sold for over $500,000 surged to a record 27% in June, up 

from 17% a year before.  The same trend is also visible in the new-

home market, where homes with price tags of $500,000 or more 

accounted for 25% of sales in June, up from 17% a year before. 

 

     Fueling the trend is the boost in purchasing power from the higher 

savings many Americans accumulated during the pandemic, plus 

lower interest rates.  Low inventories have also contributed to the 

strong price growth, which has pushed more homes on the market 

above the $500,00 price threshold.  Demand for pricier properties 

will eventually fall back over the next few years as Americans 

gradually spend down their savings and mortgage rates tick up again. 
(The Kiplinger Letter/7-9-21) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

      

 

 

 

 

 

 

 

 

 



 
 

2021 Con-Ed  
Sally Bell 

Macomb School of Real Estate 
 

In-Person With Limited Option To Zoom: 
 

Wednesday, September 15 
Saturday, September 18 

Wednesday, September 29 
Saturday, October 9 

Thursday, October 21 
Saturday, October 30    

 

Time: 9:30 a.m.  -   3:30 p.m.   (6 hrs con-ed) 
 

Course fee: $50 member/$60 non-member                 
 

Location: NOCBOR  Register: nocbor.com  

 

2021 Con-Ed Program 
Jack Waller  

NCI Associates 
  

Zoom Only: 
 

Thursday, September 23 
Friday, October 15 

 

Time: 9 a.m.  -   3 p.m.   (6 hrs con-ed) 
 

Course fee: $40 member/$50 non-member                 
 

Location: NOCBOR       Register: nocbor.com  

   

2021 Con-Ed Program 
Lori Chmura 

Middleton Real Estate Training 
 

In-Person: 
 

Monday, August 30 
Wednesday, September 8 

Monday, October 25 
 

Time: 9 a.m.  -   3:30 p.m.   (6 hrs con-ed) 
 

Course fee: $50 member/$60 non-member  
                
Location: NOCBOR    Register: nocbor.com  

 

2021 Con-Ed Program 
Lori Chmura 

Middleton Real Estate Training 
 

Virtual classes: 
 

Friday, September 24 
Monday, October 18 
Friday, November 26 

Wednesday, December 8 
 

Time: 9 a.m.  -   3:30 p.m.   (6 hrs con-ed) 
 

Course fee: $50 member/$60 non-member            
 

Register:  middletontraining.com  

 

 

 

New Members Training & 
Code of Ethics  

 

      Jack Waller, trainer and President of NCI Associates, will provide 
NOCBOR members the required 2 ½ hours of Code of Ethics training in 
2021. There is no fee! 
                

Zoom Only: 
           

Thursday, September 2 
Friday, October 1 

Monday, November 1 
Friday, December 3    

 
All Realtors® MUST Complete 2 1/2 hours training no later than  

12-31-2021. 
 

Classes begin at 9 a.m. 
 
Location: NOCBOR               Register: nocbor.com  

 

Online Con-Ed 
 

     Did you forget to do your con-ed? Do you need last year or the 
year prior? 
 
      NOCBOR, in cooperation with Jack Mediema of Great Lakes 
Realty Systems, offers NOCBOR members valuable online 
Continuing Education courses. 
 
     Classes offer, 2, 3, 4, 6 hours and past year courses. All courses 
include the required 2 hours of legal.   
 
      Need something else? Great Lakes also offers real estate 
salesperson and broker pre-license courses, and builder pre-license 
and continuing competency courses.  
 
     Before enrolling, you are strongly recommended to complete the 
five minute demonstration courses which explain the online course 
experience. 
 
      To register https://www.nocbor.com/index.php/workshops-and-
education/online-con-ed 
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Pre License Training 
40 hours 

 

October 5 – November 4  
 

$295 includes materials 
 

Tuesday & Thursday Evenings 
6 - 10 p.m. 

classes for 5 weeks 
 

NCI ASSOCIATES 
Ann Peterson, Instructor 

 

NOCBOR 
4400 W. Walton Blvd 
Waterford, MI 48329 

 

Register no later than October 1, 2021  
      with Visa/Mastercard 

586-247-9800 or 586-247-9820 (fax)  
 

 

mailto:info@nocbor.com


 
Accredited Buyer Representative 

Monday, October 4 & Tuesday, October 5, 2021 
           
     “Marketing Practice” & “Office Policy, Negotiations and 
Relocations.” Both classes are approved by REBAC (Real 
Estate Buyer’s Agent Council) and fulfills the educational 
requirements for the ABR Designation. ABR counts as 15 
hours of real estate continuing education credit or can be used 
toward 90 hour broker pre-licensing requirement. Must take an 
elective for designation*. *Qualifies for the NOCBOR interest 
free Education loan. 

 
Time: 9:00 a.m. – 5:00 p.m. 
 
Cost: *$290 (includes elective, materials & first year dues) 
 
Bring a Buddy: *$263.50 
 
Instructor: Lori Chmura 
 
Register at nocbor.com                    Location: NOCBOR   

 

Seniors Real Estate Specialist 
Friday, January 21 & January 28, 2022 

 
     To receive the Seniors Real Estate Specialist® 
designation, you must be a Realtor® in good standing with the 
National Association of Realtors® and complete the SRES® 
training course, and successfully pass the final exam. SRES® 
designees are also required to complete at least three 
transactions with senior clients within twelve months of their 
training course. This course counts as 15 hrs. Broker Pre-
licensing credit and includes 1.5 hours of Fair Housing or can 
be used for 12 hours of Real Estate Continuing Education. 
*NOCBOR members qualify for interest free loan.  

 
Time: 9:00 a.m. – 5:00 p.m. 
 
Cost: $250.00 (includes material and SRES Council annual 
dues) 
 
Instructor: Lori Chmura 
 
Register at nocbor.com            Location: NOCBOR 
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“Free Workshops” 
           

Monday, August 23 (9:30 – 11:30 a.m.) 
Book of The Month Club 
“Atomic Habits” by James Clear 
Steve Stockton     

 

Tuesday, August 31 (10 – 11 a.m.) IN PERSON/VIRTUAL       
“New Construction & Financing” 
Dana Fox  
 

Wednesday, September 1 (11 a.m. – 12 p.m.)    VIRTUAL 
“Learn How To Effectively Rebut An Appraisal 
From A Lender’s Perspective” 
(1 hour con-ed) 
Brenda Brosnan  
 
Friday, September 10 (10 – 11 a.m.) 
“Realtor® Safety” 
(1 hour con-ed) 
Katie Williams    

 

Thursday, September 16 (11 a.m. – 12 p.m.)    VIRTUAL 
“TBD” 
(1 hour con-ed) 
Brenda Brosnan    

 

Wednesday, September 22 (10:30 – 11 a.m.)  WEBINAR 
“Homesnap Pro” 
Homesnap      

 

Tuesday, Sept 28 (10 – 11 a.m.)     IN PERSON/VIRTUAL      
“New Construction & Financing” 
Dana Fox     

 

Thursday, September 30 (9 a.m. – 12 p.m.) 
“Successfully Selling HUD Homes” 
(3 hours con-ed) 
Evduza Ramaj  
 

Thursday, October 14 (11 a.m. – 12 p.m.)         VIRTUAL 
“TBD” 
(1 hour con-ed) 
Brenda Brosnan     

 

Tuesday, Oct 26 (10 – 11 a.m.)     IN PERSON/VIRTUAL            
“New Construction & Financing” 
Dana Fox     

 

Location: NOCBOR  Register: nocbor.com  
        

3 Hours of Con-Ed W/Lunch 
                                                                                             

Tuesday, September 14 (10 a.m. – 1 p.m.) 
“Renovate, Repair, Remodel” “How To Avoid Wet 
Basements” & “Major Systems” 
 

Friday, October 1 (10 a.m. - 1 p.m.)  
"Electrical Service” “Plumbing Systems”  
“Preparing For the Unexpected”  

 

Instructor: Randy Patterson 
 

Course fee: $10.00 (Pay cash to the instructor day of class) 
 

Location: NOCBOR  Register: nocbor.com  

 

 

 
NOCBOR offers  

interest-free 
Education loans for one 

year to advance your real 
estate knowledge! 

For more information or to 
see if you qualify e-mail 

tonya@nocbor.com 



NOCBOR Events 
 

Monday Tuesday Wednesday Thursday Friday Saturday 
23 
9:30 a.m. 
Book of the Month Club- 
“Atomic Habits” by James 
Clear 

24 
PET PANTRY 
COLLECTION 

25 
12:30 p.m. 
Executive 
1:30 p.m.  
Board of Directors 

26 
1 p.m.  
“TBD”  
Virtual Workshop 
Brenda Brosnan 

27 
10 a.m.  
“Social Media Boot 
Camp” Training 
Webinar  
Elevate Media 

28 

30 
9 a.m. – 3:30 p.m. 
6 Hour Con Ed  
In Person 
Lori Chmura 

31 
10 a.m.  
“New Construction & 
Vacant Land 
Financing” 
Dana Fox 

1 
1 p.m.  
“Learn How To Effectively 
Rebut An Appraisal From 
A Lender’s Perspective” 
(1 hour con-ed) 
Virtual Workshop 
Brenda Brosnan 

2 
9 a.m. – 12 p.m. 
New Member 
Orientation & Code of 
Ethics - Virtual 
Jack Waller 

3 4 

6 
Labor Day 
Office Closed 
 
 
 

7 8 
9 a.m. – 3:30 p.m. 
6 Hour Con Ed  
In Person 
Lori Chmura 

9 
9 a.m. – 12 p.m. 
“Fast & Accurate  
(3 hr con-ed) 
CMA’s” Rick Bailey 
Virtual & In Person 

10 
10 – 11 a.m. 
“Realtor® Safety” 
(1 hr con-ed) 
Katie Williams 

11 

13 
11:30 a.m.  
Government Affairs  
 
 
 
 

14 
9:30 a.m.  
Membership Services 

15 
9:30 a.m.  
6 Hour Con Ed  
Virtual & In Person 
Sally Bell 

16 
9:30 a.m. 
Grievance Committee 
1 p.m.  
“TBD”  
Virtual Workshop 
Brenda Brosnan 

17 18 
9:30 a.m.  
6 Hour Con Ed  
In Person 
Sally Bell 

20 
9:30 a.m. 
Education/Technology 
11:30 a.m. 
Government Affairs 
 
 
 
 

21 22 
10:30 a.m.  
Homesnap Training 
Webinar  
Homesnap Trainers 
12:30 p.m. 
Executive 
1:30 p.m.  
Board of Directors 

23 
9 a.m. – 3 p.m. 
6 Hour Con-ed – Virtual 
Jack Waller 

24 25 

27 
 
 
 
 
 

28 
10 a.m.  
“New Construction & 
Vacant Land 
Financing” 
Dana Fox 

29 
9:30 a.m.  
6 Hour Con Ed  
Virtual & In Person 
Sally Bell 

30 
9 a.m. – 12 p.m. 
Free Workshop 
“Successfully Selling 
HUD Homes” 
(3 hours con-ed) 
Evduza Ramaj 

1 
9 a.m. – 12 p.m. 
New Member 
Orientation & Code of 
Ethics Virtual 
Jack Waller 
10 a.m. – 1 p.m. 
“Electrical Service, 
Plumbing Systems & 
Preparing For The 
Unexpected” 
(3 hours con-ed) 
Randy Patterson 

2 

4 
9 a.m. – 5 p.m. 
ABR “Accredited Buyer 
Representative”  
Lori Chmura 

5 
9 a.m. – 5 p.m. 
ABR “Accredited 
Buyer Representative”  
Lori Chmura 
6 p.m.  
Pre- License Course 

6 7 
6 p.m.  
Pre- License Course 

8 9 
9:30 a.m.  
6 Hour Con Ed  
In Person 
Sally Bell 

11 
11:30 a.m.  
Government Affairs  
 
 
 
 
 

12 
8:15 a.m.  
Annual Membership 
Meeting- Legal 
Update 
6 p.m.  
Pre- License Course 

13 14 
1 p.m.  
“TBD”  
Virtual Workshop 
Brenda Brosnan 
6 p.m.  
Pre- License Course 

15 
9 a.m. – 3 p.m. 
6 Hour Con-ed – In 
Person (could 
potentially become 
virtual)  
Jack Waller 

16 

18 
9:30 a.m. 
Education/Technology 
 
 
 
 
 

19 
9:30 a.m.  
Membership Services 
6 p.m.  
Pre- License Course 

20 21 
9:30 a.m. 
 Grievance Committee 
9:30 a.m.  
6 Hour Con Ed  
Virtual  
Sally Bell 
6 p.m.  
Pre- License Course 

22 23 

25 
9 a.m. – 3:30 p.m. 
6 Hour Con Ed  
In Person 
Lori Chmura 
 
 

26 
10 a.m.  
“New Construction & 
Vacant Land 
Financing” 
Dana Fox 
6 p.m.  
Pre- License Course 

27 
12:30 p.m. 
Executive 
1:30 p.m.  
Board of Directors 

28 
6 p.m.  
Pre- License Course 

29 30 
9:30 a.m.  
6 Hour Con Ed  
In Person 
Sally Bell 
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Annual Membership Meeting 
 

Tuesday, October 12, 2021   
 

MICHIGAN  
“2021 LEGAL UPDATE” 

 
 

 8:15 a.m.   Breakfast 
9:00 a.m.   Program 

 
MSU Management Center 
811 W. Square Lake Road 

Troy, MI 48084 
 
 

Members Free/Non-Members $20 
 

Reservations are necessary.  RSVP by October 8, 2021. 
Reservations made and not cancelled prior to the meeting will be charged $20. 

Thank you for understanding.  nocbor.com to register 

 
 
 

 
 
 

The Legal Update 
qualifies for 2 hours of 
mandated law for the 

2021 continuing 
education program 

 

 

Speakers: 

Rick Linnell  
(Linnell & Associates) 

Jack Waller  
(NCI Associates) 

 Brian Westrin 
(General Counsel 

Michigan Realtors®)  

 

Election of 
 Board of Directors 

 &  
2021 Nominating 

Committee 
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