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Board of Directors
October, 2019

MOTION CARRIED to approve
Three (3) Primary  Designated
Realtors®; Seventy-Six (76) Primary
Realtors® and Two (2) Secondary
Designated Realtors®.

MOTION CARRIED to approve
the Decision of the Ethics Hearing
Panel and the recommendation for
disciplinary action regarding Carl

Vagnetti, RE/MAX Platinum vs.
Tracey Brown, Keller Williams
Metro.

MOTION CARRIED to accept
the proposed 2019-20 NOCBOR
budget, as corrected.

MOTION CARRIED to remove
the NOCBOR Realcomp Governors.

MOTION CARRIED to elect Ray
O’Neil NOCBOR Realcomp
Governor, 2020-2022.

MOTION CARRIED to elect
Ann Peterson NOCBOR Realcomp
Governor, 2020-2021.

MOTION CARRIED to elect
Jenifer Rachel NOCBOR Realcomp
Shareholder representative, 2020.

MOTION CARRIED to elect
Steve Stockton 2020 NOCBOR
President-Elect.

MOTION CARRIED to elect
David Niezgoda 2020 NOCBOR
Treasurer.

MOTION CARRIED to elect
Marcy Soufrine 2020 NOCBOR
Secretary.

MOTION CARRIED to accept
the Board of Directors’ 2020 meeting
schedule.

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.

Board of Directors
November, 2019

MOTION CARRIED to approve
Six (6) Primary Designated Realtors®;
Fifty-Two (52) Primary Realtors®;
One (1) Secondary Designated
Realtor®; One (1) Secondary Realtor
and One (1) Affiliate.

MOTION CARRIED to elect
Matt Diskin, Tanya Mitchel-
Dempsey, Keith Reynolds and Marcy
Soufrine 2020 Realcomp  User
Committee Representatives.

MOTION CARRIED to elect
Tom Kotzian NOCBOR NAR
Director-at-Large, 2020-2021.

MOTION CARRIED to accept the
Decision of the Ethics Hearing Panel
regarding Gene Dexter vs. Ryan Wolf,
Picture Perfect Properties.

In Memoriam

Patricia Rosales, beloved Mother of
Julie Burt, (Real Living John Burt
Realty), passed away on Monday,
November 25, 2019. NOCBOR
members, Directors and staff extend
their deepest sympathy to the
Rosales/Burt families.

Maria “Micki” Wells, passed away
Tuesday, December 10, 2019, loving
Grandmother to Michele Renard
(MBA Real Estate) and Aunt to Chris
Mersino (MBA Real Estate) and
Kevin Tersigni (Times Realty).
NOCBOR members, Directors and
staff extend their deepest sympathy to
the Wells/Renard/Mersino/Tersigni
families.

NOCBOR extends sympathy to the
family and friends of Gerald Chmura,
husband of Lori Chmura, (Middleton
Real Estate Training), who left our
land on Wednesday, December 11,
20109.




2020 NOCBOR Officers

President

Madaline Dishon
RE/MAX Encore

Maddy  Dishion is the
broker/owner of RE/MAX Encore
in Clarkston. Maddy openly
admits that she had a vision in
1994, when she was licensed as
a real estate salesperson, to
ultimately have her own real
estate company. In 2001, her
vision became a reality, when she
established RE/MAX Encore.
Maddy’s involvement in NOCBOR began in 2004, when
she volunteered to serve on the Board’s Grievance
Committee for three years. In 2006, she served as
Chairman of the Grievance Committees, which led her
serving for over 12 years on the Professional Standards
Hearing Panel. Maddy has served over 10 years as a
member of NOCBOR Directors, and NOCBOR Treasurer
in 2012. Maddy was recipient of the NOCBOR
“Humanitarian of the Year” award in 2005 and in 2007,
recognized as the “Broker-of-the-Year.” Maddy’s visionary
instinct will be of huge benefit to NOCBOR members.

Treasurer

David Niezgoda
Real Estate One-Clarkston

David Niezgoda has been an
active member since 1999. David
served as Chairman of the
NOCBOR Membership  Services
Committee for three years 2015 -
2018, and can take credit, along with
his Committee team members, for a
very successful fundraiser in
adopting five families for Christmas
. in 2018. David has served on the
Board of Directors since 2012, along with participating on
the Budget & Finance Committee, 2017-19. Having served
two terms as NOCBOR Secretary, David was elected by the
Board of Directors as 2020 Treasurer.

David’s passion and commitment to the profession of
real estate and to the Code of Ethics and Standards of
Practice of the National Association of Realtors® is
recognized and appreciated by all who have had the
fortunate experience of working with David. David has the
determination and desire for the success of NOCBOR.
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President-Elect

Steve Stockton, srr
Keller Williams Showcase Realty

Licensed as a real estate
salesperson in 1977, Steve
Stockton has been phenomenal
in developing and branding his
Stockton Team. After receiving
his broker's license in 1981,
Steve and his wife, Janet, led
home sales in the North Oakland
County area for over 25 years.
Steve completed the Michigan Builder's Training
Course in 1980 and is licensed in the field of
construction. Steve acknowledges serving on the
Board of Directors has been very enlightening and
has specifically left him with an appreciation for the
years of service that many NOCBOR members have
volunteered their time, experience and wisdom. Steve
admits that he has gained a thorough understanding
of the responsibilities of the Board since his
involvement. Having served on the Professional
Standards Committee and as Chairman of NOCBOR
Grievance Committee in 2014, NOCBOR members
will benefit from Steve's profound sense of
commitment.

Secretary

Marcy Soufrine
Keller Williams Showcase

Marcy began her professional
career in Michigan in 2001. Over
the years, she has learned a
great deal about excelling in
client service, communication,
shifting  markets, motivating
people and moving into the digital
age.

In 2006, Marcy pursued
her life-long dream of living in Los Angeles. While re-
establishing herself as a Realtor® in a new
marketplace, she became involved in the
entertainment industry and created and produced
HGTV's “Scoring the Deal.” In 2015, Marcy returned to
Michigan to fill a leadership role at Keller Williams
Realty, Commerce. Her passion is to lead through
helping people to grow professionally and personally.
NOCBOR members elected Marcy to its Board of
Directors in 2018 and appointed her to the Realcomp
MLS User Committee. She has served on the
Grievance Committee for the past 4 years and Vice
Chairman in 2019. Loyal to the commitment of the
Code of Ethics, Marcy believes that Realtors® must
constantly be reminded of their professional etiquette.



NOCBOR Events

ARY

JAN

FEBRUARY

“Preparing Fast &
Accurate CMA’s”
(3 hours con-ed)

Rick Bailey

Board of Directors

Free Workshop
“FEMA & The Flood
Zone”

(Includes 2 Legal
Con-ed)

Karol Grove

Monday Tuesday Wednesday Thursday Friday Saturday
1 2 3 4
HAPPY NEW YEAR 9:30 a.m.
OFFICE CLOSED Book Of The Month
Club
Steve Stockton
6 7 8 9 10 11
10 a.m.
Interboard
Arbitration Hearing
13 14 15 16 17 18
9:30 am. 8:30 a.m. 9:30 a.m. 9am.-5p.m.
Education/Tech New Member Grievance (ABR) Accredited Buyers
11:30 am. Orientation 6—-10p.m. Representative
Government Affairs Jack Waller Pre License Class Lori Chmura
6—-10 p.m.
Pre License Class
20 21 22 23 24 25
9:30 a.m. 1:30 p.m. 6—-10p.m. 9am.-5p.m.
Membership Services Board of Directors Pre License Class (ABR) Accredited Buyers
Committee Representative
6—-10p.m. Lori Chmura
Pre License Class 12 p.m.
Annual Awards
& Installation Luncheon
The Mansion
at Pine Knob
27 28 29 30 31 1
9a.m. 1p.m. 9:30-11:30 a.m.
Concealed Pistol Ethics Hearing Free Workshop
License (CPL) “Secrets To
NRA Pistol Instructors Successful Lead
6—-10p.m. Generation”
Pre License Class 12:30-2:30
Free Workshop
“Secrets To
Successful Lead
Generation
6-10p.m.
Pre License Class
3 4 5 6 7 8
9a.m. 10 a.m. 9:30 a.m. -2 p.m.
Professional Standards | Ethics Hearing Free Workshop
Workshop 1p.m. “The Sales Process
6—10 p.m. Ethics Hearing Uncovered”
Pre License Class (4 hours Con-ed)
Kevin Sidebottom
6-10 p.m.
Pre License Class
10 11 12 13 14 15
9:30 am. 9a.m. 8:30 a.m. 10 a.m.-12 p.m. 9a.m.-5p.m.
Education/Tech Concealed Pistol New Member Remine Workshop (SRES) Senior Real
11:30 a.m. License (CPL) Class Orientation Realcomp Staff Estate Specialist
Government Affairs NRA Pistol Instructor Jack Waller 6-10 p.m. Lori Chmura
9:30 a.m. Pre License Class
Membership Services
Committee
6—10p.m.
Pre License Class
17 18 19 20 21 22
8:15 a.m. 10a.m. —12 p.m. 9:30 a.m. 9a.m.-5p.m.
Legal Update Free Workshop Grievance (SRES) Senior Real
@ MSU “Tax Appeal Process” Estate Specialist
(2 hours Legal Lori Chmura
con-ed)
Eva Cantarella
24 25 26 27 28 29
9-12 p.m. 1:30 p.m. 10 a.m.-12 p.m.
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A Pot of Gold: It’s Called Open House

Did you know that 60% of consumers who walk through an
open house actually purchase, and many of those people are
unrepresented by an agent? If you are looking for a pot of gold
at the end of the rainbow, you can find it at the end of a well-
planned open house.

Here are a few success stories about an open house: Denver,
Colorado-Brand-new agent sat her first open house and a
$700,000 buyer came in without an agent; Richmond, Virginia-
Luxury agency holds an open house on a $1.8 million listing and
a cash buyer walks in; she double-ended her listing and listed the
property he needed to sell for $850,000; Rancine. Wisconsin-
Rookie agent holds an open house where a mom and daughter
walk through; both need to sell, and they want to buy together;
three sales closed from one open house.

If you are not doing open houses, you are leaving money on
the table. What does it mean to have a successful open house?

« Plan ahead-Don’t throw a few signs out on Sunday morning
and hope for the best. Start your research on Monday for a
weekend open house. Identify a property in the sweet spot for
price in your area that shows well whether vacant or occupied.

e Canvas the neighborhood with flyers to let at least 40
people know about the open house (10 houses on either side of
the property and 20 on the other side of the street).

» Use Facebook Live to invite your online database. Run a
Facebook targeted ad.

e Have your swag ready to hand out, including a
professional, full-color flyer of the home.

« Put a sign on the door that lets people know they will be
required to provide credentials before they can see the house.

 Ask for feedback by using a survey of the house instead of
a sign-in sheet.

 Ask your lender to host the open house with you.

e Know the inventory around the open house. Have a
printout available for similar homes on the market in the area.

* Show up early!

 Put out the appropriate number of signs. Ask permission
to place signs in the neighbor’s yard.

e Stage the house with mild-scented candle, lights on,
widows open and welcoming music. The longer someone stays
in the house, the better your chances are at converting them.

« Have the right attitude about open houses. If you don’t
think they work, you’ll never find the pot of gold at the end of
the rainbow!

“The most complete and accurate home inspection reports available”

Rose

Certified Inspections

Residential « Commercial
SAME DAY SERVICE « AVAILABLE 24 HOURS
Licensed « Insured « Bonded

e Over 30 years in building business

and electrical contracting.

e Radon, Lead, Asbestos, Mold & Pest

testing available.
o Computer generated on-site
reports.

248-625-9555

roseinspect@aol.com

www.rosecertifiedinspections.com
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home sweet loan

Our mortgage team is sold on helping your clients find the sweet spot
to meet their individual loan needs.

Introducing First National Home Mortgage
a mortgage lender with a difference...

* From application to funding, our in-house team of professionals do it all - fast

* We are a concierge lender — offering personalized service to your clients

¢ As an FDIC insured bank, we have a full array of home loans
Jumbo - Conventional — Government - Investor — Portfolio

GET MOVING )»»

With a portfolio designed to finance an array of home loans, let us treat
you and your clients to a better experience that gets the deal done - fast.

Y
855.910.2700 -
FirstNationalHomeMortgage.com Natlonal

Member

NMLS# 593748 FDIC @ Home Mor tgage



‘“IWe Are Where You Want To Be!”
2019 NOCBOR Leadership

Board Of Directors

Ann Peterson, President, Maddy Dishon, President-Elect,
Steve Stockton, Treasurer, David Niezgoda, Secretary,
Jenifer Rachel, Past President, David Botsford, Brenda
Davis, Jon Devine, Matt Diskin, Dana Fox, Cheryl Gates-
Beers, James Gillen, Tom Kotzian, Geoff Leach, Ray O’Neil,
Mary Rettig and Marcy Soufrine.

Budget & Finance
Maddy Dishon, Chm., Steve Stockton, V. Chm. Tom Kotzian,
David Niezgoda and Ann Peterson.

Bylaws
Tom Kotzian, Chm., Michael Anspach, Mark Harvala, David
Kimbrough and Denise Misaras.

Education/Technology

Dana Fox, Chm., Rick Bailey Vice Chm., Tina Aginaga
Novak, Joe Akers, Marsha Armstrong, Mary Beckerman,
Cheryl Bruce, Jon Devine, Bob DeVore, David Elya,
Angelique Fowler, Mark Gelbman, David Henderson, Darrell
Hudiburgh, Lee Jaffke, Terrie Junkin, Charles Laird, Harlen
Lantz, Geoffrey Leach, Evduza Ramaj, Linda Smith, Steve
Stockton, Lynn Swanson, Paulette Wcisel and Cathy Weller.

Government Affairs

Ray O’Neil Chm., Jenifer Rachel, V. Chm., Sally Bell, Eva
Cantrella, Jon Devine, Gerald Hoopfer, David Kimbrough,
Harlen Lantz, Ron Newman, Ann Peterson, Jeffrey Raupp,
Mary Rettig, Brian Siebert, Sunny Sky and Grant Spencer.

Grievance

Paul Carthew, Chm., Marcy Soufrine, V. Chm., Brenda
Davis, John Goings, Brad Jernigan, Terri Junkin, Dick
Kangas, David Kimbrough, Jon Lafferty, Julie LeBourdais,
Mike Licavoli, Jeanette Magnes, Ericka Murdock, Lucy
Pesek, Angie Ridley and Kate Zacharevich.

Membership Services

Brenda Davis, Chm., Tina Zudell, V. Chm., Joe Akers, Mary
Katsiroubas, Stacey Kraft, David Niezgoda, Mike Proctor,
Grant Spencer, Ron St. Amant, Cindy Taylor, Nicole Tolliver,
Natalie Vaughn and Lauren Zetye.

Nominating
Jenifer Rachel, Chm., Tom Kotzian V. Chm., Cheryl Karrick,
Kathy Phillips, Kevin McCort, Mary Rettig and Traci Stolle.

Professional Standards Hearing Panel

Angela Batten, Sally Bell, Sue Dendler, Joan Falk, Cheryl
Gates-Beers, Gerald Hoopfer, Lynn Kacy, Bruce Krol,
Denise Misaras, David Montgomery, Paul Mychalowych,
Tom Nanes, Thomas Neveau, Tammy Schuh, Alyce Smith,
Kathy Solan, Liz Stevenson and Randy Wilcox.

Arbitration Ethics
Kay Pearson Pamela Bradshaw
Eric Pernie Mary Rettig

Kathleen Sanchez

Committee Mission Statements

EDUCATION/TECHNOLOGY - The Committee provides
members with frequent and affordable opportunities to
achieve knowledge and competence in an evolving business
climate; to promote an atmosphere of equal opportunity in a
multicultural community through a commitment to education,
awareness, and an appreciation of others, and to
communicate technology resources to NOCBOR members
to drive their productivity.

GOVERNMENT AFFAIRS - To promote to NOCBOR
members education, awareness and involvement in the
legislative process; to guard and promote the interests of the
real estate industry before all legislative bodies (Federal,
State and local) and perform other duties pertaining to
legislation affecting real property and the licensing act. To
develop and promote an annual fundraising program for the
solicitation of political contributions. To interview political
candidates for public office and recommend endorsement
and/or financial support to local Board of Directors for their
endorsement to the Realtors® Political Action Committee of
the Michigan Realtors®.

MEMBERSHIP SERVICES - The Committee makes
recommendations to the Board of Directors on matters
pertaining to eligibility, qualifications and approval for the
election to membership. The Committee promotes an
awareness of Board functions to members to help improve
participation and develop new membership benefits.

(NOCBOR members interested in participating on a
Committee or serving on a Special Task Force, please
contact Tonya Wilder, Executive Assistant,
tonya@nocbor.com)

Thanks to all NOCBOR Volunteers!
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Michigan Concealed
Pistol License
(CPL) Class

Tuesday, January 28
Tuesday, February 11

The CPL class is taught by a male/female team of NRA
Pistol Instructors. The students will learn the following
in a hands-on environment:

Ethical Responsibility
Mental Preparation
Visualization Techniques
Laws of Concealed Carry
Legal Aftermath of Shooting
Tips to Make Home Safer
Gun Safety Rules

Basic Pistol Safety

Pistol Operation

Proper Grip

Emergency Plans

5 Basic Fundamentals of Shooting
Correct Loading & Unloading Procedures
How to Clear Jams & Misfires

Aiming & Instinctive Shooting

Shooting Dominant/Non-Dominant Hand
e Elements of Good Shooting Stances

What to bring to class: Note pad & pen, Firearm, Firearm
Rental Available: $20, Highlighter, 50 Rounds of Ammunition,
Ammunition Available $25.

8:30 a.m. Registration
9a.m. -3 p.m. Class Time

Class Location: NOCBOR

4 —7 p.m. day of class
10a.m.—1p.m.

Range Location: Accurate Range,
6559 Dixie Hwy, Clarkston

Course fee: $99

To register: nocbor.com

Appraisals Affect Mortgages

Fewer mortgage borrowers will need to pay for an appraisal of
the home they intend to purchase, pursuant to a recent rule change
by federal regulators. Homes selling for $400,000 or less won’t
require an appraisal as a part of the mortgage underwriting process,
up from an earlier cap of $250,000 set in 1994.

The number of homes affected by the change will be small, less
than 5% of all mortgages originated to purchase a home. The
appraisal waiver doesn’t apply to home loans backed by the Federal
government, Fannie Mae or Freddie Mac. But, for borrowers who
qualify, the change means faster and cheaper closings.
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Michigan Realtors®
Committee Appointments

RPAC Trustee — Steve Stockton
Public Policy — Ann Peterson, Jenifer Rachel & Phil Seaver

Michigan Realtors® Mi Council of Real Estate Appraisers
Matt Diskin

Property Tax Appeals

“Everything You’ve Ever Wanted to Know About
Property Tax Appeals, But Were Afraid to Ask” is a
program that will benefit NOCBOR members, as well as
provide 2 hours of annual mandated legal continuing
education.

Eva Cantarella, tax appeal attorney and NOCBOR
member, will provide a presentation on Wednesday,
February 19, 2020, 10 a.m., which will be beneficial for you
and your clients. Residential owners seeking to appeal their
assessment must protest to the March Board of Review in
order to invoke the jurisdiction of the Tax Tribunal.

This free workshop is one of the many member benefits
NOCBOR is proud to offer!

INSPECTION SERVICE

Why Realtors and Their Clients Trust Our Services.
Free 90 DayHome Warranty

Digital Reports With Photos and Video

Licensed Builder-Certified Inspector

25 Years Experience

if you ever have any questions or need any advice, don't hesitate to touch base
with us.

Sincerely, Emest Davis
£88-300-2311

davishomeins pector@yahoo.com
www.homekingins pection.com

0000




Free Workshops

Thursday, January 2 (9:30 a.m.)
“Book Of The Month Club”
Steve Stockton

Thursday, January 23 (11:30 a.m. — 12:30 p.m.)
“T.B.D.”

(includes 1 hour con-ed)

Brenda Brosnan

Thursday, January 30 (9:30 — 11:30 a.m.)
“Secrets Of Successful Lead Generation”
Todd Colthorp

Thursday, January 30 (12:30 — 2:30 p.m.)
“Secrets Of Successful Lead Generation”
Todd Colthorp

Thursday, February 6 (9:30 a.m. — 2 p.m.)
“The Sales Process Uncovered”
(includes 4 hours con-ed)

Kevin Sidebottom

Thursday, February 13 (10 a.m. — 12 p.m.)
“Remine”
Realcomp Staff

Wednesday, February 19 (10 a.m. — 12 p.m.)
“Tax Appeal Process”
(includes 2 LEGAL hours con-ed)

Thursday, February 27 (10 a.m. — 12 p.m.)
“FEMA & The Flood Zone”

(includes 2 hours legal con-ed)

Karol Grove, Alpine Surveying

Location: NOCBOR To reqgister: nocbor.com

Preparing Fast
& Accurate CMA’s

Tuesday, February 25

Learn how to utilize the MLS and excel spreadsheets to your
advantage. You will learn how to prepare fast and accurate
comparative market analyses', including time adjustments for
valuation. Access to Realcomp and Excel required.

Instructor: Rick Bailey

9a.m.-12 p.m.
(includes 3 hours con-ed)

Course fee: $20 member/$30 non-member

Location: NOCBOR To register: nocbor.com

Jack Waller
2020 Con-ed

Tuesday, April 14
Wednesday, May 13
Thursday, June 11
Monday, August 17

Wednesday, September 9
Tuesday, October 13

9:30 a.m. — 3:30 p.m. (6 hours con-ed)
Course fee: $40 member/$50 non-member

Location: NOCBOR To register: nocbor.com

New Members & Realtors®
Code of Ethics Training

Jack Waller, trainer and President of NCI Associates,
will provide NOCBOR members the required 2 % hours of
ethics training. Your Code of Ethics training is free, however
to take advantage of the con ed credits there is a $20 fee.

Tuesday, January 14
Wednesday, February 12
Monday, March 16
Tuesday, April 7
Monday, May 18
Tuesday, June 16
Wednesday, July 22
Friday, August 7
Wednesday, September 16
Tuesday, October 20

All Realtors® MUST Complete 2 1/2 hours training
no later than 12-31-21

Classes begin at 8:30 a.m.
To register: nocbor.com

Location: NOCBOR To reqister: nocbor.com

Pre License Training
40 hours
January 14 - February 13, 2020

Tuesday & Thursday Evenings
6-10p.m.
classes for 5 weeks
@ NOCBOR

NCI ASSOCIATES

NOCBOR
4400 W. Walton Blvd
Waterford, Ml 48329

Register no later than January 10, 2020
with Visa/Mastercard
586-247-9800 or 586-247-9820 (fax)
$295 includes materials
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e-PRO Certification Course
Tuesday, May 7 & Wednesday May 8, 2020

Stay ahead of the digital curve with NAR’s e-PRO®
certification course. This two-day program helps you:

» Master advanced digital marketing techniques.

* Increase your ability to reach and convert customers.

« Create an online marketing strategy that drives business.
* Protect your business and safeguard client information.

Additionally, our new e-PRO® curriculum will cover the
importance of data privacy, the laws in place, and how to
implement best practices as outlined by the Federal Trade
Commission to protect client information from a data breach.
Protecting client information is not only good business — in
many cases, it’s the law. Completion of e-PRO® will not only
help you adhere to the law by keeping your client data safe,
but it will also protect the reputation of your company.

After you've completed the coursework, simply submit
your certification application online with a onetime
application fee ($149). For information on earning NAR’s e-
PRO® certification, visit epronar.com.

Time: 9:00 a.m. - 5:00 p.m.

Cost: *$315.00
Bring a Buddy: *$267.75

Instructor: Lori Chmura

Register at nocbor.com

Location: NOCBOR

Accredited Buyer Representative
Friday, January 17, & January 24, 2020
Friday, March 13 & 20
Friday, July 24 & 31

“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: *$310 (includes elective, materials & first year dues)
Bring a Buddy: *$263.50

Instructor: Lori Chmura R
Register at nocbor.com ACCREDITED BUYER
REPRESENTATIVE

Location: NOCBOR
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Seniors Real Estate Specialist
Friday, February 14 & 21
Thursday, April 9 & 16

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: *$300.00 (includes material and SRES Council annual

dues)
Location: NOCBOR

Bring a Buddy: *$255
Real Estate Negotiation Expert®
Thursday, August 20 & Friday, August 21

Instructor: Lori Chmura

Register at nocbor.com

This two day course is an interactive experience to help
negotiators elevate their game! The course examines all
types of negotiation formats and methods so that today’s
negotiators can play the game to win. A full spectrum of
tips, tools, techniques and advantages will be provided so
that negotiators can provide effective results for their client.
The second day of the course focuses on real-world field
scenarios to help negotiators apply the power tools,
technigues and tactics learned on the first day.
Understanding the tactics and techniques is one thing, but
learning how to recognize them being done and using them
effectively requires practice.

Time: 9:00 a.m. — 5:00 p.m.

Cost: *$300 (includes materials)
Bring Your Buddy: $255.00

RENE

Real Estate
NEGOTIATION EXPERT

Instructor: Lori Chmura
Register nocbor.com
*Qualifies for the NOCBOR interest free Education loan.

Location: NOCBOR

NOCBOR offers members
education interest-free
loans for one year to advance your
real estate knowledge!



Support Your
NOCBOR Affiliates

Akers, Joe (HiTech Real Estate)

Barnett, Larry (Attorney at Law)

Bartus, Barb (Michigan First Mortgage)

Brosnan, Brenda (Summit Funding)

Bruce, Cheryl (Seaver Title)

Buick, James (Team One Credit Union)
Chamberlain, Craig (Rouff Home Mortgage)
Davis, Ernest (Home King Inspection Service)
Dawson Michael (Union Home Mortgage)

Fox, Dana (Lake Michigan Credit Union-White Lake)
Franskoviak, Michael (Franskoviak & Company, PC)
Galvez, Joseph (John Adams Mortgage)
Gelbman, Mark (Caliber Home Loans)

Green, Brent (Lake Michigan Credit Union)
Hudson, Matt (First American Title Co.)

Jarvis, Beth (Title Connect)

Joandrea, Dan (Total Home Inspection)

Kandah, Alexander (Bank Of England Mortgage)
Katsiroubas, Mary (First National Home Mortgage)
Kirkpatrick, Mark (Floor Trends)

Kirkpatrick, Mark (XCEL Carpet Cleaning)

Kraft, Stacey Grava (Home Warranty of America)
LaPorte, Jeff (The Home Team Inspection)
Linnell, Richard (Linnell & Associates)

Lipson, Craig (Jet Directing Funding Corp.)
Morrow, Michael (LENDERFUL)

Mustola, Mark (Value Check Home Inspections)
Oates, Lynn (Envoy Mortgage)

Patterson, Randall (Pillar To Post)

Porritt, James Jr. (Attorney At Law)

Proctor, Michael (Michael Proctor)

Powsner, Carl (Lighthouse Title Co.

Rose, David (Rose Certification Inspections)
Sasek, Luke (Cutco)

Seaver, Phil (Seaver Title)

Siebert, Brian (First National Home Mortgage)
Silpoch, Brian (Transnation Title Agency, Metro Davison)
Spencer, Grant (Michigan First Mortgage)

St. Amant, Ron (Changing Places Moving)
Taylor, Cindy (University Lending Group)

White, Don (Genisys Credit Union)

Zetye, Lauren (Movement Mortgage)

Zuniga, Heidi (Metro North Federal Credit Union)

Legal Q& A

Q: I am a real estate salesperson purchasing a home for myself.
Can | act as a transaction coordinator in this purchase?

248-238-4449
248-625-2200
248-666-2700
248-515-3855
248-338-7135
248-508-0135
248-241-6211
248-288-4770
248-467-0257
248-884-6600
248-524-5240
248-705-8431
248-266-7809
248-484-7117
248-789-6371
586-226-3506
248-550-9492
248-633-8555
855-910-2700
248-220-3015
248-462-2393
248-330-1076
248-366-6215
248-977-4185
269-598-7171
248-909-9412
810-750-0000
248-218-0663
248-755-3422
248-693-6245
248-931-1018
810-606-0050
248-625-9555
616-295-5537
248-338-7135
855-910-2700
248-605-0600
248-721-6676
248-674-3937
248-891-8226
586-764-1826
248-840-0972
248-674-0491

A: No. According to agency law, a transaction coordinator is an
agent that represents neither the buyer nor the seller. Under these
circumstances, you are the buyer of this property and clearly cannot
hold yourself out as a “neutral” transaction coordinator.

Q: I represent a buyer who put in an offer on a home where there
were multiple offers. My client’s offer was not accepted. We have
reason to believe that my client’s offer was in fact the “highest and
best.” Are we entitled to see a copy of the offer that was accepted
by the sellers in order to verify that it was the “highest and best”
offer?

A: No. Moreover, it does not matter whether the accepted offer
was in fact the “highest and best.” As long as the sellers did not
engage in unlawful discrimination (for example, on the basis of
national origin), they were not required to accept the “highest and
best” offer or otherwise treat all offers equally. A “Primer on
Multiple Offers” prepared especially for buyers in this situation is
available on MR’s website.

Q: | represent a buyer who has made an offer of $150,000 on a
house listed at $180,000. The listing agent called and told me that
the sellers were rejecting the offer and that the sellers would take
no less than $170,000. My buyer then submitted an offer for
$170,000, which the sellers promptly accepted. Although everyone
in this transaction is happy, my broker believes that the listing
agent breached a fiduciary duty owed to the sellers by telling me
the bottom line price the sellers were willing to accept. Is my
broker correct?

A: Potentially, Yes. Michigan case law has held that a broker
representing a seller may not suggest to a purchaser that the seller
will accept less than the stated price. Harvey v Lindsay, 264 Mich
118 (1933). Under your circumstances, unless the sellers gave
their agent permission to disclose the minimum price that they
were willing to accept, the listing agent may have breached a
fiduciary duty owed to her sellers.

Q: | presented an offer from my buyer; however, the listing
agent told me that the offer was not valid since the buyer’s
signature was not witnessed. Does an offer to purchase real estate
require a witnessed signature?

A: No. There are no legal requirements for witnessed signatures
in a contract for the sale of real estate.

Q: I am a broker who has a salesperson who recently tendered
her resignation in writing to me. This agent owes me a substantial
amount of money in membership dues and MLS fees. | told the
agent that | would not be sending her license back to the state until
these obligations were met. Can | do this?

A: No. The Occupational Code states: If a real estate
salesperson is discharged or terminates employment with a real
estate broker by giving the employer a written notice of
termination, the real estate broker shall deliver or mail by certified
mail to the department, within 5 days, the real estate salesperson’s
license . . . . MCL 339.2507. If a salesperson or associate broker
has departed, a broker cannot impose any conditions upon the
release of the license.

Q: | own 100% of a corporation, which in turn owns an
apartment complex. The corporation has owned the property for
many years and the current taxable value is significantly lower
than the SEV. | am in the process of selling this property and the
buyer has asked that we structure this sale as a stock sale in order
to prevent the assessor from uncapping the taxable value. Will this
transaction result in an uncapping?

A: Yes. A sale of more than 50% of the ownership interest in an
entity will trigger the uncapping of the taxable value. (Such
transaction will also be subject to state transfer tax.)

Legal Hotline
800-522-2820
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Better
Stategy.
ter

Impact.

.. . Class Location: NOCBOR
Stay ahead of the digital curve with NAR’s 4400 w. walton Bivd.

e-PRO° certification course. Waterford, MI 48329

This two-day program helps you: Course Dates:
Friday, December 20, 2019 (9 a.m.-5 p.m.)

e Master ad d digital marketing techni )
asteradvanced cigital marketing techniques Friday, December 27, 2019 (9 a.m.- 5 p.m.)

e Increase your ability to reach and convert customers
e Create an online marketing strategy that drives business Cost: $315.00
¢ Protect your business and safeguard client information Bring A Buddy: $267.50/Person

Register today! Instructor: Lori Chmura, Middleton Real

After you’ve completed the coursework, simply submit your Estate Training

certification application online with a one time application fee. NATIONAL
) ) , . ASSOCIATION of
($149). For information on earning NAR’s e-PRO® certification, REALTORS® o
REALTOR
visit epronar.com. Official Certification

nocbhor.com to register!
Page 12



Migration

Americans are moving less than ever before. A mere 9.8% of
them changed residence in 2019, the lowest total since the Census
Bureau started keeping track of annual migration statistics, roughly
seven decades ago. Why? Young people aren’t moving as often as
in the past. This is true for both local moves, and those within
counties, as well as long-distance ones.

The Great Recession marks a clear dividing line. Before the
downturn, in 2006, 29% of those age 20-24 reported moving in the
most recent year. This year, only 20% did. Millennials, once the
most mobile generation of Americans, face greater barriers to
mobility, such as higher housing costs. Even renters, who tend to
move more frequently than homeowners, are moving at
significantly lower rates...19.7% this year, compared with 30.2%
in 2006.

The trend suggests more Americans will be staying put in the
near future. But note: The U.S. is still more mobile than most
developed countries, with only Finland and Norway posting
comparable rates of migration in Europe. (The Kiplinger Letter
11/27)

Second Home In Your Future?

Thinking about buying a vacation home? You’re not alone.
Second homes are highly sought after now as Americans’ net
wealth and disposable income soar to their highest levels on
record.

Not only are folks eating out more, buying RVs and luxury
goods, they’re increasingly looking for a place that they can get
away to. That trend has pushed real estate prices up quite a bit,
especially in hot markets such as Martha’s Vineyard, the Florida
Keys and ski destinations like Aspen, Colorado.

Properties remain relatively affordable in a number of regions.
For instance, homes in much of Maine, upstate N.Y., western
Pennsylvania and north Wisconsin can be picked up with a
mortgage that doesn’t strain likely buyers’ budgets too badly.

IT ONLY TAKES ONE CALL TO DO IT ALL!

Complete Home Inspection Services has a Full Staff to serve YOU!

Complete Home Inspection Services, LLC has performed over 10,000 home inspections since 2000.
We are CERTIFIED HOME INSPECTORS!
Certified in MOLD, TERMITE & SEPTIC!

* Rigorously Trained ¢ Ongoing Education ¢ Background in Construction

* Home Inspection
¢ Septic Inspection
* Well Inspection

¢ Water Testing

* Radon Testing

¢ Mold Testing

Scheduling/Pricing Online 24/7

888.632.4900

e Sewer Camera Inspection
* Termite Inspection

¢ Winterization

¢ De-Winterization

e Commercial Inspection
¢ Building Consultation
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How Are Franchises Faring? NAR Reveals The Numbers

Could brokers be abandoning the franchise model, electing
instead to remain independent under their own flags?

That seems to be the case, if the numbers published in the
September/October issue Realtor® magazine are any guide.

The latest data from the National Association of Realtors®
(NAR) shows that only 11% of all brokerages were affiliated
with a franchise company in 2019. That’s down slightly from
13% two years ago, as a writer for Realtor® magazine noted in
an article on working at a franchise.

The magazine says 42% of all Realtors® — meaning that
percentage of the NAR’s 1.2 million members who are agents
and brokers, are now affiliated with a franchise. That’s down,
only slightly, from 43% two years ago.

The latest figures are always interesting to delve into
because they offer a point of comparison for the industry.
Everyone has their own metrics that they use to make their own
business decisions and to reach their own goals. It’s in that spirit
that NAR’s latest survey, the Residential Franchise Report,
might be of use as some sort of rough benchmark.

For the study, the magazine polled 28 brands, from the
oldest, Century 21, started 48 years ago, to the newest, Pink
Realty, which launched last year.

The survey uses self-reported information by the companies
themselves and has not been independently verified, by NAR’s
trade journal.

Gains
Keller Williams

In terms of agents, Keller Williamsis number 1 with
153,904. But in terms of offices, Keller Williams has just 825,
which is only large enough to be ranked sixth in the nation.

The Austin, Texas-based outfit grew by 68 offices and 4,701
agents over the two-year period.

Berkshire Hathaway HomeServices

The largest gains belong to Berkshire Hathaway
HomeServices, which opened an additional 137 offices and
landed an additional 6,521 agents under its banner. The
company now has a total of 1,450 offices nationwide and
50,000 agents and brokers, according to the report.

RE/MAX

RE/MAX has the most offices of any franchiser, with 3,765.
Century 21 has the second most, with 2,174, followed by
Coldwell Banker Real Estate, with 2,165; Berkshire Hathaway
with 1,450 and Keller Williams with 825.

Page 14

Coldwell Banker/Realogy

But a closer look shows that Coldwell Banker,
headquartered in Madison, New Jersey, lost 35 offices and
3,808 agents over the two years since the bi-annual survey was
last conducted. And Century 21, also based in Madison and also
under the publicly traded corporate parent Realogy Holdings
Corp. along with Coldwell Banker, dropped 42 offices and
1,775 agents.

Exit Realty

Exit Realty took the biggest hit, though. It dropped 5,000
agents while adding 29 offices.

Losses

Despite losing offices, Coldwell Banker still has the second
most agents at 85,192, followed by RE/MAX, 62,664. Century
21 has 53,571 and Berkshire Hathaway Home Services has
50,000.

Besides Berkshire Hathaway, other big gainers in terms of
agents include RE/MAX with a net gain of 223; ERA Franchise
Systems gained 711 and Engel & VVolkers Americas gained 946
agents. Weichert Real Estate Affiliates lost 700 agents but
added 23 offices.

The New Kid

And what about the fledgling Pink Realty? The new kid on
the block has eight offices with 66 agents. By the way, the name
Pink has nothing to do with the women’s movement, though the
Colorado Springs-based company’s CEO is Monica
Breckenridge.

It’s just that pink is Breckenridge’s favorite color. She’s a
skin cancer survivor, and she has a strong interest in funding
breast cancer research. It’s also an easy-to-remember name,
she’s said in the past.

Other metrics

The poll results, as printed in the magazine and online, also
detail each chain’s franchise fee, on-going royalty fees, the
length of the agreement between the local broker and the homes
office, whether the contract is renewable and at what cost, and
the monthly charge for advertising.

The initial franchise fees vary from $1,000 to as much as
$35,000. Better Homes and Gardens Real Estate, Engel &
Volkers, Keller Williams, the Nest Realty Group, RE/MAX
and United Real Estate are among the ones charging the high
end franchise fees. But agents can join Realty Executives for a
mere $1,000.

Contracts range from as short as a year to up 10 years. Some,
but not all, are renewable.


https://magazine.realtor/for-brokers/franchise-report/article/2019/09/the-franchise-life
https://www.inman.com/2019/02/25/nar-launches-thats-who-we-r-realtor-ad-campaign/
https://magazine.realtor/for-brokers/franchise-report/article/2019/09/the-franchise-life
http://realtorm.ag/franchise
https://www.inman.com/tag/century-21/
https://www.inman.com/2018/04/30/monica-breckenridges-pink-realty-takes-franchise-model-nationwide/
https://www.inman.com/2018/04/30/monica-breckenridges-pink-realty-takes-franchise-model-nationwide/
https://www.inman.com/2019/08/12/keller-williams-makes-changes-to-franchise-agreements/
https://www.inman.com/2019/01/21/kw-nails-a-whale-no-1-berkshire-hathaway-agent-jumps-ship/
https://www.inman.com/2019/01/21/kw-nails-a-whale-no-1-berkshire-hathaway-agent-jumps-ship/
https://www.inman.com/tag/remax/
https://www.inman.com/tag/coldwell-banker/
https://www.inman.com/tag/realogy/
https://www.inman.com/tag/realogy/
https://www.inman.com/2018/07/30/exit-realty-names-first-cto-aims-to-enhance-agent-technology-experience/
https://www.inman.com/tag/era-franchise-systems/
https://www.inman.com/tag/era-franchise-systems/
https://www.inman.com/2019/06/07/engel-volkers-continues-rapid-expansion-with-oklahoma-office/
https://www.inman.com/2019/01/10/re-max-keller-williams-and-a-cash-buyer-among-top-ranked-franchises-of-2019/
https://www.inman.com/2018/04/30/monica-breckenridges-pink-realty-takes-franchise-model-nationwide/
https://www.inman.com/2019/08/13/better-homes-and-gardens-real-estate-expands-socal-presence/
https://www.inman.com/2019/09/03/watch-how-to-showcase-your-value-proposition/
https://www.inman.com/2019/07/31/united-real-estate-accused-of-removing-thousands-of-agent-websites/
https://www.inman.com/2019/09/03/watch-how-to-showcase-your-value-proposition/
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NOCBOR® Report

Covers the following northern areas of Oakland County: Auburn Hills, Bloomfield Twp, Brandon Twp, City of the Village of Clarkston, Springfield Twp, Fenton, Groveland Twp, Holly Twp, Holly Vig,
Independence Twp, Keego Harbor, Lake Angelius, Lake Orion Vlg, Orchard Lake, Orion Twp, Ortonville Vig, Oxford Twp, Oxford Vlg, Pontiac, Rose Twp, Sylvan Lake and Waterford Twp.

Residential November Year to Date

New Listings 468 399 -14.7% 7,092 6,816 -3.9%
Pending Sales 260 309 + 18.8% 4,156 4,193 +0.9%
Closed Sales 348 321 -7.8% 4,109 4,009 -2.4%
Days on Market Until Sale 36 38 +5.6% 34 38 +11.8%
Median Sales Price* $239,450 $245,000 +2.3% $235,000 $244,900 +4.2%
Average Sales Price* $294,273 $310,294 +5.4% $293,031 $302,008 +3.1%
Percent of List Price Received” 97.1% 97.0% -0.1% 97.8% 97.7% -0.1%
Inventory of Homes for Sale 1,304 1,089 -16.5% — — —
Months Supply of Inventory 3.6 2.9 -19.4% — — —
Condo November Year to Date

New Listings 76 63 -171% 1,086 1,095 +0.8%
Pending Sales 51 46 -9.8% 775 677 -12.6%
Closed Sales 60 40 -33.3% 752 668 -11.2%
Days on Market Until Sale 35 44 +25.7% 34 33 -2.9%
Median Sales Price* $142,250 $169,000 +18.8% $165,000 $177,250 +7.4%
Average Sales Price* $180,144 $196,338 +9.0% $195,922 $222,803 +13.7%
Percent of List Price Received” 96.8% 98.7% +2.0% 97.8% 98.1% +0.3%
Inventory of Homes for Sale 128 162 +26.6% = — =
Months Supply of Inventory 1.9 2.7 +42.1% — — —

* 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.

Median Sales Price - Residential Median Sales Price - Condo
Rolling 12-Month Calculation AllMLS — Rolling 12-Month Calculation AllMLS —
NOCBOR® Report == NOCBOR® Report ==
$300,000 $200,000
$175,000
$250,000
$150,000
$200,000 $125,000
$150,000 $100,000
$75,000
$100,000
$50,000
$50,000 $25,000
1-2003 1-2005 1-2007 1-2009 1-2011 1-2013 1-2015 1-2017 1-2019 1-2003 1-2005 1-2007 1-2009 1-2011 1-2013 1-2015 1-2017 1-2019

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.

Current as of December 9, 2019. All data from Realcomp Il Ltd. Report © 2019 ShowingTime.
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