
   Because the goodwill                

  of those we serve is the  

 foundation of our success,  

  it's a real pleasure at    

 this holiday time to say  

   Thank You, Merry  

   Christmas  and we      

  wish you a full year        

    of happiness and        

    success for 2014. 
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DECEMBER CALENDAR 

 

12th 

Paragon TrainingñCustomizing Reports

        9:00am 

 

12thñ27th 

OFFICE CLOSED FOR LUNCH  

12:00pmñ1:00pm 

 

17th 

OFFICE CLOSED @ 10:30am 

 

19th 

OFFICE CLOSED UNTIL 2:30pm 

 

24th 

OFFICE CLOSED @ 12:00pm 

 

25th 

OFFICE CLOSED FOR CHRISTMAS 

CENTRAL MICHIGAN ASSOCIATION OF              CENTRAL MICHIGAN ASSOCIATION OF              

REALTORSÈ IS DEDICATED TO SERVING THE    REALTORSÈ IS DEDICATED TO SERVING THE    

COMMUNITY BY PRESERVING PRIVATE     COMMUNITY BY PRESERVING PRIVATE     

PROPERTY RIGHTS AND PROVIDING               PROPERTY RIGHTS AND PROVIDING               

EDUCATIONAL, ETHICAL, AND PROFESSIONAL EDUCATIONAL, ETHICAL, AND PROFESSIONAL 

SERVICES WHILE HOLDING THE REALTORÈ SERVICES WHILE HOLDING THE REALTORÈ 

TO A HIGH STANDARD OF ACCOUNTABILITY.TO A HIGH STANDARD OF ACCOUNTABILITY.  

 

 

 

 

See how the Northern Great Lakes    

REALTORS MLS website is growing. 

ADVERTISEMENT NOW AVAILABLE 

TO AFFILIATES ON THE 

WWW.NGLRMLS.COM WEBSITE! 

FIRST COME FIRST SERVE!  

CLICK HERE FOR ALL OF THE DETAILSCLICK HERE FOR ALL OF THE DETAILSCLICK HERE FOR ALL OF THE DETAILS!!!   

http://www.nglrmls.com  

 

http://www.cmiar.com/NGLRMLS_Website_Advertising_Info.pdf
http://nglrmls.com/
http://cmiar.theceshop.com/online-education/michigan/real-estate/broker-and-sales-license/continuing-education/courses.html
https://www.facebook.com/CMARealtors
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Diyonn Fahlman 
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Kevin Keating 
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Jim Parsons  
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Paul Alexander 

2013-2014 
LEADERSHIP 

MONTH SALES COMPARISONS 

 November 2012 November 2013 

Units Sold 79 81 

Average Sale $87,234 $93,987 

Total $6,891,500 $7,613,006 

WELCOME NEW AGENTS: 

Andrew Gilmour: Coldwell Banker MPR 

Steven Pearson: Coldwell Banker MPR 

Graham Bean: Coldwell Banker MPR 

Ryan Anderson: Century 21 Bowerman/Peake 

Jeff Burnham: HomeTowne Realty 

 

AGENTS ON THE MOVE: 

Carol Farnan: From Century 21 Bowerman/Peake 

to HomeTowne Realty 

 

BEST WISHES TO AGENTS MOVING ON: 

Brian Unruh: Coldwell Banker Superior 

Eileen Rush: Coldwell Banker MPR 

Pam Morningstar: Coldwell Banker MPR 

Nicole Dennison: Century 21 Bowerman/Peake 



2013 ANNUAL BANQUET CELEBRATION 

Congratulations Congratulations   
Melissa AllenMelissa Allen  

2013 REALTORÈ of the Year2013 REALTORÈ of the Year  

Congratulations Congratulations   
Paul AlexanderPaul Alexander  

2013 George D. Noch2013 George D. Noch  
Leadership AwardLeadership Award  

Congratulations Congratulations   
Bob WheelerBob Wheeler  

2013 Affiliate of the Year2013 Affiliate of the Year  

Passing of the Gavel Passing of the Gavel   
to 2013to 2013--14 President14 President  
Diyonn Fahlman Diyonn Fahlman   

Robin StressmanRobin Stressman  
Inducting the new Board Inducting the new Board   

of Directorsof Directors  

20132013--2014 CMAR Board of Directors2014 CMAR Board of Directors  

Lori Baxter, Central Real EstateLori Baxter, Central Real Estate  
Tricia Boerma, RE/MAX of Mt. PleasantTricia Boerma, RE/MAX of Mt. Pleasant  
Pam Janes, RE/MAX of Mt. PleasantPam Janes, RE/MAX of Mt. Pleasant  

Alaina Wills, Corporate             Alaina Wills, Corporate             
Settlement SolutionsSettlement Solutions  

Lori Carey, Four Stare MortgageLori Carey, Four Stare Mortgage  

Tammy Halfman, FirstbankTammy Halfman, Firstbank  
Sue Welling, Coldwell Banker SuperiorSue Welling, Coldwell Banker Superior  
Diyonn Fahlman, Weichert Realtors Diyonn Fahlman, Weichert Realtors   

Broadway RealtyBroadway Realty  
Barbara McKenzie, Coldwell Banker MPRBarbara McKenzie, Coldwell Banker MPR  

Amy Ervin, FirstbankAmy Ervin, Firstbank  
Theresa Rupert, FirstbankTheresa Rupert, Firstbank  

Michelle Moen & Alex, Isabella Michelle Moen & Alex, Isabella 

Mr. & Mrs. Barb McCollomMr. & Mrs. Barb McCollom  
John LeonardJohn Leonard  

Mr. & Mrs. Steven PearsonMr. & Mrs. Steven Pearson  
Coldwell Banker MPRColdwell Banker MPR  

Melissa Allen, Anne Johnson,Melissa Allen, Anne Johnson,  
Lori Rhynard, Pat LaClairLori Rhynard, Pat LaClair  
Century 21 LeeCentury 21 Lee--MacMac  

Kevin Keating 2012Kevin Keating 2012--20132013  
CMAR PresidentCMAR President  

Thank you for your hard work Thank you for your hard work 
and contributions, Kevin!and contributions, Kevin!  



CMAR Board of Directors Actions: October 2013 
 

 Motion to submit all MLS Listing Fields Recommendations from Task Force to NGLRMLS. Support, Pass. 
 Motion to approve the revised Mutual Release of Buy/Sell form. Support, Pass. 
 Motion to have Standard Forms Committee to review #6 in the Exclusive Right to Sell form and if may or shall should be used in 

#23. Support, Pass. 
 Motion to approve the recommended changes to bylaws with corrections. Support, Pass. 
 Move to revise current limit for comments at General Membership meetings to 3 minutes, per Robertõs Rules of Order. Support, 

Pass. 
 Motion to adopt the revised Lock Box policy as amended as an addition to CMAR Policy and Procedures with spelling and gram-

matical correction. Support, Pass. 
 Motion to have CMAR Broker Application fee of $100 be reviewed by Board of Directors and CMAR MLS setup fee of $100 be 

ended. Support, Pass. 
 Move to direct membership committee to do a benefit analysis and review broker application fee, Support, Pass. 
 Motion to select Jim Parsons to continue on for a second term as CMAR Representative to NGLRMLS, 2014-2015. Support, 

Pass. 
 Approval of New Members. Support, Pass. 

 Andy Gilmour, CB-MPR, REALTOR® member, subject to completion of orientation 
 Jessica Turner, Isabella Bank, Secondary Affiliate member 

 Motion to ask NGLRMLS to give an explanation of why each board can’t have different fields and have it brought back to this 
board. Support, Pass. 

 
See website for full monthly BOD minutes: http://cmiar.com/members/bodagendas.htm  

Firstbank 

Isabella Bank 

Coldwell Banker Mt. Pleasant Realty 

Michigan Office Solutions 

Isabella Community Credit Union 

Murphy & Associates Appraisers 

Corporate Settlement Solutions 

General Agency Company 

L. Giesken Consulting 

Coldwell Banker Superior 

Gateway Title 

Mt. Pleasant Abstract & Title 

Alma Abstract & Title 

Richmar Realty 

Academy Mortgage 

New Executive Mortgage 

Four Star Mortgage 

Century 21 Bowerman/Peake 

Century 21 Pioneer 

Century 21 Lee-Mac 

Chemical Bank 

Weichert Realtors Broadway Realty 

Brad Malley Well Drilling, Inc. 

Preview Properties 

Property Professionals 

HomeTowne Realty 

Moore Appraisal 

LaBelle Realty 

Williams Appraisal 

America’s Choice Realty 

A special Thank You to all sponsors of the 
2013 CMAR Annual Banquet Celebration 

http://cmiar.com/members/bodagendas.htm


Five Ways to Get Great Customer Service This Holiday Season 
by Nancy Friedman, The Telephone Doctor  

 

Tales of awful customer service are especially bothersome at this time of year. It 
seems everyone has a story or two. The retail clerk who doesn't know or doesn't 
care. The airline automated attendant system with endless loops before you         
encounter a human being. The angry fast food attendant who is mad at the world.   
Or even part-timers who may not be very well trained. You get the idea.  

It's easy to feel that the employment playing field has changed. For many businesses 
it's harder than ever to find really good team members. Sometimes it seems staff get 
hired because they're breathing, and not because they have the requisite skill set to 
be excellent with the public they were hired to serve. Knowing you can't change who 
that organization put in place to assist you, is there anything you as the customer are 
able to do? There sure are. Here are some reminders to help you get the level of customer service you should      
receive: 

1. Don't be shocked or put-off by obviously poor great service. You'll make it worse. Be realistic. In some cases it 
helps to lower your expectations temporarily. You may be dealing with a new hire that may have received very 
little training. They could have no experience. But there's hope. Read on. 

2. Understand that you can actually influence the type of service you get. The same way an angry customer can 
have negative emotions mirrored back their way, entering a service situation with a positive and upbeat            
demeanor can help influence the treatment you'll get back. We use this approach a lot. We were in Las Vegas 
and walked up to a visibly upset hostess. Instead of being insulted, demanding, or giving her back cold treatment, 
we said "Oh good! We're getting a cheery hostess who's going to take very good care of us!" She took a deep 
breath and we were rewarded with a big smile and helpful service. She may have just had the customer from hell. 
But she wasn't going to take it out on us. We weren't going to allow it. 

3. Plan how to win them over. In a perfect world it should be up to them to win you over. But for now, especially in 
the holiday season, the tables are often turned. Have a strategy and be ready to explain your situation clearly and 
confidently. You may need to exert some effort if you want a pleasant experience. 

4. Sometimes it takes a second effort. Realize that the last 
few interactions your service provider endured or experienced 
may have been brutal. Do what you can to establish a friendly 
atmosphere. Smile and be in a positive frame of mind. Take 
control of the situation. By the end of the transaction, you'll 
probably be having a far more positive relationship. Be obvi-
ously friendly and smiling. It is contagious. 

5. Accept the occasional situation where nothing works. 
Don't take it personally. And try not to get frustrated. Don't 
YOU be the bad guy. That salesperson or employee will be 
abrasive to the customers that follow you as he was to the 
ones before you. 

6. Before you enter into the next situation where you're    

depending on someone to provide you with service, think 

about ways you're able to affect the outcome. A customer   

definitely can influence the service they receive. Take more 

responsibility to radiate your own good mood and attitude and 

see if you're not treated better.  

CMAR Vision Statement:  

CMAR, a premier REALTOR SÈ Association, provides focused educational   

opportunities, enriched membership services, community involvement, 

and expansion of technology for its members and the public.  

https://www.insuremirealtors.com/


 

AT THE LAST 
NGLRMLS BOARD OF 
REPRESENTATIVES 
MEETING, THE         
FOLLOWING WAS     

DECIDED: 

 

The NGLRMLS Board of Representatives approved to: 

1. Make garage capacity a required filed for Residential 

2. Make possession data required for Land 

3. Make the field ñOccupantò required for Residential & Multi-Family 

4. Add SEV Year and make required 
 

These newly required fields will need to be filled in when you make any changes to your current listings and 
when you input a new one.  

 

The CMAR Board of Directors has appointed Jim Parsons for another 2 years as CMAR Representative for 
NGLRMLS.  
 

As part of the Members services provided on the NGLRMLS website, agents may now obtain reports show-
ing how often their listings are viewed on the siteôs listings search. The public performs over 100,000 
searches for property each month on nglrmls.com, and these statistics are now available for marketing or 
analysis. Simply use your Paragon Member Login on http://www.nglrmls.com and look under the Tools 
menu for Viewer Stats Reports. 

U P D A T EU P D A T E     

http://www.nglrmls.com/


MAR LEGAL LINES: Transaction Coordinator  

W ith the help of McClelland & Anderson, we are taking the most recently 

asked questions from our legal hotline and putting them in E -news. We will 

be featuring a different question each issue.     

Question: I am representing clients with the sale of their home. I       

received a call from someone who is interested in making an offer on my 

clientôs home. May I represent that potential buyer as a transaction         

coordinator?  

Answer: NO. A transaction coordinator does not represent either party, 

but is a neutral party. You cannot both be a transaction coordinator and list-

ing agent in the same transaction. In this circumstance, you could work 

with the buyer as a customer, rather than a client.  

App of the Month:  

Pulse News 

Pulse News allows you the ability to 

keep up with all major news sources. 

The user can also create niches, follow 

news media and sources based on       

lifestyle and categorize things to their 

liking. Very simple to setup. Pulse allows 

easy sharing to all 

major social sites.  
 

GET  

APP NOW!  

http://www.repurposedapps.com/apps/pulse-news
http://www.repurposedapps.com/apps/pulse-news
http://www.repurposedapps.com/apps/pulse-news

