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                                       On August 10-11the Central                     

      Michigan Association of  

     REALTORS will have a team at 

     the Gratiot County Relay for 

     Life. We need everyone’s  

     donations and help to make an 

impression at this charitable event. Currently we are     

selling luminary bags for $10.00 and feet for $1.00. 

Pledge sheets are available at the Association office. We     

encourage you to challenge your fellow agents and  

competitors to a contest as to who can get the most do-

nations.  All donations go directly to the Relay for Life. 

Volunteers to walk the track are needed. So mark your 

calendars sign up to participate and have a great time.  



2012 Summer Event Registration Form 
Wednesday, August 22, 2012 

Dow Diamond Stadium 
825 East Main Street · Midland, MI 

 

Game Time & Location: 7:00pm under the Pavilion 
Buffet dinner is available from 6:00pm-8:00pm 

Price: $20.00 per person, adult spouse/guest welcome 
Cost includes: game ticket, buffet dinner, unlimited non-alcoholic beverages  

and lots of entertainment. 
 

SPONSORSHIP 
Grand Slam Sponsors: $250 donation & receive 4 tickets 

Homerun Sponsors: $100 donation 
Sponsorship will be recognized on flyers, newsletter, tickets,  

banner, and at the game. 
Deadline for sponsorship: June 29th, 2012 

 

Sponsor Name:              
 

Donation Amount: $             
 

*TICKETS ARE LIMITED* 
Deadline for tickets: July 30th, 2012 

Join us for a fun evening under the pavilion at the ball field! 
 

Please return this section to CMAR office with Payment · All payments for tickets due by August 15, 2012 
Checks made payable to: CMAR 

 

Number of tickets:          
   

Name(s):                 
 

Address: 111 South Lansing Street, Mt. Pleasant · Phone: 989-773-2564 · Fax: 989-773-0193 · E-mail: office@cmiar.com  

Grand Slam  Home Run  SPONSORS   



   JULY               

 

12th 

PR Committee                  9:00am 

 

18th 

Summer Event Committee        8:30am 

 

19th 

Mid Year Committee Chair  

Meeting         9:00am 

 

23rd 

MLS Committee                  8:30am 

 

24th 

Forms Committee, Alma                 3:00pm 

 

25th 

50th Anniversary committee      9:00am 

 

26th 

New Member Orientation          10:00am 

CMAR Vision Statement:  

CMAR, a premier REALTOR È  Association, provides focused educational   

opportunities, enriched membership services, community involvement, 

and expansion of technology for its members and the public.  

Looking for YOUR help in planning 

our 50th Anniversary! 

Please summit any photos or                  

information you would like to see      

presented throughout the year and at 

the Annual Banquet.   

 

http://cmiar.theceshop.com/online-education/michigan/real-estate/broker-and-sales-license/continuing-education/courses.html
http://www.facebook.com/?ref=home#!/pages/Central-Michigan-Association-of-Realtors/190817080961483
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SALES COMPARISONS 

   June 2011    June 2012 

Units Sold             159   196 

Average Sale   14,563,950   19,599,460 

Total            91,597        99,997 

WELCOME  ABOARD… 

Joel PutnamúColdwell Banker MPR 

Josh Zamarronú- Central Real Estate 

Ian Rugglesú- Coldwell Banker MPR  

Local Fair Housing News 
 

In early 2012, the FHCWM      

successfully ended an almost     

five-year investigation against 

Craigslist, Inc. for allegedly     

publishing discriminatory           

advertisements on its website. 

Over the course of the investigation, the FHCWM 

identified over 100 west Michigan housing advertise-

ments that contained discriminatory statements on 

Craigslist sites. The Michigan Department of Civil 

Rights facilitated the resolution of the matters after 

Craigslist, Inc. agreed to adjustive action requested by 

the FHCWM. Specifically, Craigslist sites now inform 

housing providers that the use of the phrase “ideal for 

single/couple” may violate fair housing laws. The 

FHCWM anticipates that this resolution will help    

prevent future discriminatory advertisements. 



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 own a two -bedroom rental home. Can I restrict large families 

from leasing this property due to the houseôs limited capacity?  

Answer: Landlords can restrict the number of persons that may occupy a 

home or apartment and, in fact, many municipalities license rental units for a   
particular number of occupants. While it is appropriate to restrict the number of 

occupants, a restriction should never refer to ñlarge familiesò or a specific number 
of children.   

Board of Directors Motions 
July 2012 

¶ Motion to send Jim Engler to the MMEDA meeting to represent CMAR to address    
concerns. Support, motion carried. 

¶ Motion to sign an agreement with Supra. Increase MLS fees from $46 to $52.50. Supra will 
bill agents directly on an annual basis for the lock box key. One time activation fee of $50 
per key holder beginning 30 days after install. Support, motion carried. 

¶ Motion to contribute $7.81 per MLS participant to pay for Kevin McQueenüs            
consultation and completion of the Northern Great Lakes REALTORS-MLS Business 
Plan. Total CMAR contribution 183x7.81= $1429.23. Support, motion carried. 

¶ Motion to approve new members: Josh Zamarron, Central Real Estate, Ian Ruggles, 
Coldwell Banker MPR both subject to completion of orientation.  Affiliate member Carl 
Crawford, Certified Home Inspections of Michigan 

¶ Motion to send the President Elect and AE to the NAR Leadership training in Chicago, 
Aug 20-21. Support, motion carried. 

 

http://cmiar.theceshop.com/online-education/michigan/real-estate/broker-and-sales-license/continuing-education/courses.html


Update for the Northern Great Lakes REALTORS-MLS (NGLR-MLS) 

To date the NGLR-MLS has hired Kevin McQueen to prepare a business 

plan that will guide the LLC and help with marketing the MLS with the   

other MRA Boards.   

The Operating Agreement between the Associations has been proofed and 

sent to attorney for review. 

The MLS committee has completed merging the data forms for Residential 

and Land. They are looking for agents who specialize in commercial real     

estate to help with that data form.  If you are interested contact the             

Association. 

MLS Rules and regulations are at the very beginning of being merged.  

The 3 AEôs will be working on merging MLS Policy and Procedures 

The Board has reviewed several MLS vendors and will be making their      

decision this summer.  

They are still on track for a launch in the first quarter of 2013. Watch for    

future updates in the next issue. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

CENTRAL MICHIGAN ASSOCIATION OF REALTORS® IS     

DEDICATED TO SERVING THE COMMUNITY BY PRESERVING 

PRIVATE PROPERTY RIGHTS AND PROVIDING                        

EDUCATIONAL, ETHICAL, AND PROFESSIONAL SERVICES 

WHILE HOLDING THE REALTOR® TO A HIGH STANDARD OF                          

ACCOUNTABILITY. 



Selling Tips from 1,200 Great Sales Tips for Real Estate Pros 

6 Deadly Deal BustersñAnd How to Beat Them 

You work hard to get the purchase contract signed, but you can’t relax even then. 

Deal busters are lurking. Be ready. 

1. Property appraisal is too low. 

     Response: If buyers don’t have enough cash to make up the difference between the 

loan amount and the purchase price, work with the sellers to see if they’ll take 

back a seller-financed second mortgage. (Buyers may refuse to pay the price, but 

in a hot market that may not be the best response if the buyer wants the           

property.) Make sure the existence of seller financing is disclosed to the lender 

and won’t affect the buyers’ ability to qualify for the first mortgage. 
 

2. Repairs required in the contract havenõt been completed. 

      Response: Head off the problem by including a clause in the purchase contract that the seller will deduct 

an agreed-upon estimate of repairs rather than getting the work done. 
 

3. Seller say they canõt make the move-out date. 

      Response: If the buyers have the flexibility to stay put, suggest that the sellers agree to pay rent for the 

period they’ll remain in the house. 
 

4. Buyerõs canõt qualify for a large enough mortgage to buy the home. 

      Response: Insist that all buyers be prequalified before showing them homes. 
 

5. The buyer purchases a new car two weeks before closing. 

      Response: Explain to your buyer clients that big-ticker purchases before the loan is finalized can       

jeopardize their credit score and endanger the mortgage approval. (Its best to make this point as soon 

as the buyer’s purchase offer is accepted.) 
 

6. The inspector finds mold in the homeõs crawl space. 

      Response: Many buyers want to run at the first sign of mold, but most types of mold are benign for    

everyone except people with severe mold allergies, according to the U.S. Environmental Protection 

Agency. Urge the buyers to get a mold specialist to assess the type of mold, its extent, and the cost of 

any remediation before backing out of the deal. 



Contribution Category……………….…..Contributor 
 

Golden R—$5,000+……………...Denise Love– Coldwell Banker MPR 

Crystal R—$2,500+…………………………………………………. 

Sterling R—$1,000+..……...Jim Parsons– Century 21 Bowerman/Peake 

                   ......……….Marci Browne– America’s Choice Realty 

Gold Circle—$500……………..Paula Arndt– Weichert Broadway Realty 

Silver Circle—$200.……….………...Jim Engler- Coldwell Banker MPR 

Century Circle—$100………….……Larry Bean- Coldwell Banker MPR 

Have you invested in RPAC yet this year? 

 
The REALTORÈ Political Action Committee (RPAC) is 
the real estate industryôs ñinsurance policyò that can 
only be measured in the great progress we have made 

in defending our business from burdensome             

regulations and increased  taxation over the years. 

 
RPAC has made us a strong, united voice,                      

representing the over 22,000 REALTORSÈ in Michigan. 
We are confident that this will be another successful 
year and hope that members see the value in what 

RPAC does for the real estate industry.  

 
Many people contribute to RPAC during their dues billing cycle set by 
their local association. However, there are other ways to contribute and 
get involved; online at www.mirealtors.com, contributing at your local  
association or state RPAC fundraising event, or getting  involved with 
your local government affairs committee. With so much taking place in 

Lansing and in Washington D.C. that may affect our industry,               
contributing to RPAC and becoming involved in issues that affect your 

business is imperative to our industry. 

 

So, the question remains: Have you invested in RPAC this year?  

http://www.mirealtors.com

