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2012 Real Estate
License Renewal
All Broker and Agent Real Estate licenses expire
October 31, 2012.You will need a total of 18
hours Continuing Education of which 6 hours
(2 hours each for 2010, 2011 and 2012) must
be a legal class. Confirm that you have all of
your CE credits by going to
https://www2.dleg.state.mi.us/colaLicVerify/.

If you still need 2012 Con Ed CMAR will be
holding a 6 hour Con Ed class on Sept 4th. Mark
your calendars and watch for the registration
announcements later this year. If you are
needing 1-5 hours use our CE Shop link,
http://cmiar.theceshop.com

and complete a course on line.

CMAR Vision Statement:
CMAR, a premier REALTOR® Association,
provides focused educational opportunities, enriched membership services, community involvement, and expansion
of technology for its members and the public.
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Board of Directors
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50th Anniversary Committee

9am

13th
♥ MOTHER’S DAY ♥

14th
MLS Committee

8:30 am

15th
Education Committee

Looking for YOUR help in
planning our 50th Anniversary!
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18th
Forms Committee in Alma

9am

Please summit any photos or
25th-27th
information you would like to Highland Festival (sign up to volunteer)
see presented throughout the
28th
year and at the Annual Banquet. Memorial Day — OFFICE CLOSED

WELCOME ABOARD…
Nicole Dennison-Century 21
Bowerman/Peake
Emma Fuller-HomeTowne Realty
Adam Vibber-Century Lee-Mac

2011-2012
leadership
PRESIDENT
Sandi Jeffery

NEW AFFILIATE MEMBER!

PRESIDENT ELECT
Kevin Keating

PAST PRESIDENT
John Leonard

TREASURER
Rick Arlt

SECRETARY

Cheryl Jindeel

DIRECTORS

SALES COMPARISONS
Apr 2011
Units Sold
65
Average Sale $81,382
Total
$5,289,838

Apr 2012
82
$74,117
$6,077,675

Leslie Walton
Susan Massaway
Cindy Rank
Carol Farnan
Maggie Murphy
Dianne Beard
Jim Parsons

AFFILIATE DIRECTOR
Sherri Downing

Update for the Northern Great Lakes REALTORS-MLS (NGLR-MLS)
As many of you are aware, the Central Michigan Association of REALTORS has joined with
Traverse Area Association of REALTORS and Northeastern Board of REALTORS to form a
Regional Northern Michigan MLS.
This collaboration of REALTOR boards and MLS operations grew out of discussions begun
in meetings for the Michigan Reciprocal Alliance [MRA], a data sharing partnership that has
existed for more than fifteen (15) years. The collaboration of partners noted that the MRA is
not a formally recognized organization or corporation registered in the State of Michigan but
rather an ad hoc conclave of boards and related MLS operations who only have signed
agreements of reciprocity between them.
Of the twelve boards of REALTORS that comprise the MRA a discussion and desire to
collaborate beyond the limitations of the MRA reciprocity agreements led the partner boards
to additional discussions about a proposed consolidated northern Michigan Multiple Listings
Service [MLS].
Currently this group has created a corporate entity called Northern Great Lakes REALTORSMLS, LLC to act as a vehicle upon which to build a Northern Michigan MLS. They meet on
an as needed basis to begin the work of formalizing the relationship. The critical goal will be
to form the nucleus of a combined regional MLS operation positioned to serve the northern
half of the Lower Peninsula of Michigan running from Mt. Pleasant to Mackinaw and
potentially include the Upper Peninsula at some time in the future.
Furthermore the reduction of costs and ease of use for members is at the core of this effort and
shall be realized by moving to a single regional MLS with aggregated property listings, Single
Sign On and a single MLS fee.
These goals also include the creation of a new brand for this regional MLS including a public
facing website that will give consumers access to all listings in the region. This brand will
extend to promotional and marketing efforts designed to stimulate non-dues revenue and
generate economic benefit for the partner organizations. This branding will benefit the partner
organizations by appealing to the consumer market which are more interested in Northern
Michigan properties rather than the smaller geographic areas currently represented by the
many smaller boards .
Target goal for full regional MLS establishment is set for January 2013.
To date the Northern Great Lakes REALTORS-MLS has appointed a Board or Directors,
created a very rough draft for a Business Plan and Operating agreement. They have watched
demonstrations for 3 MLS Vendors and reviewed contracts and have set a time line for a goal
of launching the new MLS in the first quarter of 2013. At this point the group is on target to
meet that goal.
Watch for updates each month in the newsletter as we move forward with this project.

With 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 a real estate broker and have a client who is
disputing a property tax assessment. My client wants to hire me to prepare a
market analysis to assist him in his assessment challenge. Is this something
that I can legally do?

ANSWER:

There is no requirement that a property owner present an
appraisal to a board of review or, for that matter, to the Michigan Tax
Tribunal (“MTT”). The MTT’s rule requires a party pursuing a property tax
appeal to file a “valuation disclosure” with the MTT. Rule 205.1252. There is
no requirement that the valuation disclosure be prepared by a licensed
appraiser. A licensed salesperson (as opposed to a broker) may not prepare
a market analysis for this purpose.

TECH for REALTORS®
During some recent reading in Popular
Science magazine we came across a
couple of technology ideas that would
make wonderful tools for executives
and REALTORS® alike.
One is a video camera with some
unique characteristics from Sony.

To learn
more

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.

Personal Growth Tips from 1,200 Great Sales Tips for Real Estate Pros
7 Steps to Get Out of a Slump
Even top salespeople got through slow periods. The difference is that they don’t let a
few lost sales get them down. Here are some suggestions on how to get back on
track fast.
1. Don’t waste time feeling sorry for yourself. Even if your slump is caused by factors you
can’t control, such as a downturn in the market or a family illness, your only
option is to redouble your efforts, says Danielle Kennedy is Selling the Danielle
Kennedy Way (Prentice Hall, 1991). If you now have to make 100 calls instead of
50 to get 10 listing, then just start making the 10 calls.
2. Get back in front of clients and the community. Something as simple as delivering
holiday dinners to the less fortunate or participating in a car wash to buy
equipment for the local soccer team give you a positive reason to contact
prospects and old customers.
3. Reevaluate your pricing and services compared with those of your competitors.
Reevaluation doesn’t necessarily mean cutting your commission; instead, maybe
you need to offer more sophisticated marketing plans or a password-protected
portion of your web site where clients can follow the progress of their
transaction.
4. Branch out. Send a letter offering consulting services to your clients on purchasing
real estate investments (use Remodeling Magazine’s “Cost vs. Value Report” at
www.things.remodeling.hw.net). Charge by the our to bring in income.
5. Get another perspective. Even if you’re experienced, you may have fallen into
unconscious bad habit that are hunting your listing or sales conversion rate. An
objective critique from a peer or your sales manager may help
you see something you didn't realize was a problem.
6. Shun those with a negative view. Being around a complainer or a
whiner will being you even further down.
7. Analyze what works, and then do more of it. Where is your current
business coming from? Referrals? Sign calls? Track your
business, and then concentrate more of your efforts on what
you do best.
“GOOD, BETTER, BEST. NEVER LET IT REST ‘TIL
YOUR GOOD IS BETTER AND YOUR BETTER IS YOUR BEST!”

RPAC
-Who is RPAC? REALTORS Political Action
Committee and it supports candidates who
support the Real estate Industry.
-What do they do? Represent Michigan
REALTORS in Lansing and all REALTORS in Washington DC to protect our interest
-Why do we need them? Having a PAC makes REALTORS a player in the political
process. NAR wants to be at the table when bills are introduced that effect the Real Estate
industry and the way you conduct your business. RPAC helps to open doors and encourages
lawmakers to keep an open mind about our issues. RPAC is also an advocate for home ownership.
-When can you contribute to RPAC? RPAC donations can be made all year long.You
can make a donation during dues renewal or make a pledge and make payments throughout the
year.

2012 RPAC
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– Broadway Realty
Silver Circle—$200.………………………………………….……….
Century Circle—$100………….………………………….………….

RUDE?
by Nancy Friedman, The Telephone Doctor
Seems as though most folks have something they consider rude. To some, it's something someone says.
To others, it's something someone did. Or maybe it's what wasn't said or what wasn't done. Happens all
the time. And we hear it all the time "wasn't that rude?"
Nancy's personal RUDE list:

1. Not returning a phone call or not having it returned on your behalf - The absolute king of the rudes!
Certainly we all get a lot of calls. (In most cases that's a good thing. Think of what would happen if your
phone never rang.) But when someone asks for a return phone call and it's ignored, that is RUDE! OK,
OK, there are folks I don't relish talking with too. But I have the call returned on my behalf and handled that
way. If it's someone I don't want to hear from again and rather they stop calling, we can nicely tell them
that. Who can blame them for continuing to call when we haven't made our feelings known?
(And if your voice mail message says, "Please leave a message and I'll return your call as soon as
possible" and then you don't, know what that makes you? A big fat fibber! If you're not planning on
returning some calls, then leave the part off that says you will return the call. Or tell the truth: "I may
or may not return your call!"

2. Chewing gum the phone - Or having anything else in your mouth but your tongue. (Oh yeah, chewing
gum in a face-to-face sales situation as well.) Social gum chewing is bad enough. Chewing gum or
chomping on candy while on a business call is RUDE.

3. Not sending thank you notes - When did we stop doing this? Seems as though most folks don't let
people know a gift was received. A handwritten thank you note is always appreciated. By the way, "form"
thank you notes are RUDE as well. If you are going to send a thank you note, jot it down on a note card handwritten - and mail it. It will be most appreciated. Don't have good handwriting? That's ok; just keep it
short. They'll see the words "thank you." (Email thank you's are LAZY, but at least acceptable.)

4. Not returning an email when asked for information - How easy can that be? DUH? Just hit reply and
make a comment.
5. Taking a cell phone call at a social event or restaurant and not removing yourself to a private area - NO
ONE, I repeat, NO ONE is interested in your private call. Letting your cell phone ring or taking a call in a
business setting is not only RUDE, but probably will lose the business for you. I love my cell phone; use it
a lot. But when I get a call, I move away from the people I'm with so as not to disturb them.

SEE NEXT MONTH’S NEWSLETTER FOR THE REMAINDER OF NANCYS RUDE LIST!

