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PRESIDENT 'S MESSAGE

By
Paul Gradwell

My Friends:

Let's talk about training and education this month.

Your Association recognizes the fact that during this shifting market new
strategies are needed therefore, new educational opportunities are available
and being offered to all of us because of our New Educational Initiative.

Our school has new leadership, new ideas, new directions and new energy.
The new head of the education department is Lynne Wester hoff who was
introduced to you a few weeks ago. We are confident that under her new
leader ship each and everyone of us can grow by attending the courses and
seminarsthat are being offered. We must realize that it is not the number of
yearsthat we have invested in the business. Sometimesa " new" agent knows
mor e that someone who has been around for many years. Just think about
how both the computer and the Internet have changed not only our business
life but our livesin general. We must all realize that we grow when we say " |
do not know". By saying "I do not know" we acknowledge that we must
learn new things and get rejuvenated.

The education department will also be reinvented through the creation of an
Oversight committee chaired by Maureen Campbell. Maureen and her com-
mittee have spent and will continue to spend quality time in creating new
standards for instructors, new courses and new gover nance guidelines. We
thank her for this task that she has undertaken.

If you want to view, first hand, one of the new innovative course selections
that are available, just check out " Using Both Sides of Your Brain" on Sep-
tember 25th, 1:00-4:00 PM.

| know that you will likethe” NEW" NEW HAVEN REAL ESTATE SCHOOL.

Warm Regards,
Paul

Congratulations

The following members have been awarded
the 2007 Second Quarter Achievement
Award by the New Haven Association of RE-
ALTORS®, Inc. for being the High Produc-
ers during that period. Congratulations!
Award certificates will be presented at the
General Membership Meeting on Thursday,
Oct. 4th at Laurel View Country Club....or
mailed. All recipients were featured in the
Aug. 3rd issue of The Connecticut Home
Browser magazine, and also featured on
the Association Web Site

greaternhrealtors.com.
ReMax Right Choice

Carolyn Augur

Stacy Blake ReMax Right Choice
Chris K Canfield  ReMax Schoolside
Beth Cantor Calcagni Associates, Hmd.

Patrick R. Combs
Sharon Coughlin
Kathy Croteau
Stephanie Ellison
Gillian Goldrich CB, Woodbridge

Betsy Grauer Betsy Grauer Realty
Margarita Grignano Prudential Ct., Wall.
Dawn Hoydilla Prudential Ct., Wall.
James Hudgens Wm. Raveis, Milford
Wayne Hugendubel CB, Orange

Dorothy Karska-Piech Calcagni Associates, Ches.
Joan Kranyak Calcagni Associates, Ches.
Barbara Lehrer CB, Orange

Carol Loehmann  Calcagni Associates, Ches.
Lorie Maiorano Calcagni Associates, No.H.

Dan Combs R.E.

Calcagni Associates, Ches.
CB, North Haven

ReMax Right Choice

Vincent Masotta  H. Pearce, Wall.

James Porto CB, Milford

Ruth Ratner Keller Williams Realty
Toni Ross Weichert Realtors, Orange

Sandy Maier Schede Maier Real Estate

Eric Schuell ERA Seigel Realty
Warren Seigel ERA Seigel, WH

Michele Uss Wm. Raveis, Milford
Daniela Volo Calcagni Associates, Wall.
Stephen Votto Calcagni Associates, Hmd
Linda Wilson CB, Milford

James R. Wrzosek Classic Properties
See attached nomination form for requirements for
Quarterly " Awards"



PROTECT YOURHOME
Article courtesy of HouseMaster Home
Inspections, (800) 526-3939

(NAPS)--Although many of today'shomeshave
security systems, there are further steps aho-
meowner can taketo help prevent intrusion.
For example, making sureahome appearsoccu-
pied isan easy way to divert uninvited guests.
Invitationsto intrusion include noteson thedoor,
unshovel ed snow or an unmowed lawn, accu-
mulations of mail or newspapers, total interior
darknessbeforeanormal bedtimeand an empty
garage or carport with no vehicles present.

According to the expertsat HouseM aster, lead-
ersinthe homeinspection industry, making the
house appear lived in even when away by alter-
nating timed lighting and radiosand having neigh-
borspick up the newspaper or mail isacritical
security measure. To discourageintruders, also
keep doorsand windows|ocked, especially at
basement and firgt-floor levelsor wherethehome
isaccessiblefrom atree, porch or other struc-
ture. Inside doorsthat |ead to the basement or
garage should al so be kept locked.

To learn more, visit www.housemaster.com/
homedefects.
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Thank You

To the following companies who have extended their
generosity by Sponsoring Association Functions
Platinum Level Sponsor - $2,000 Gold Level Sponsor - $1,000

Allspect Home Inspections
Arbella Insurance Group
Bank of America, Harry Sessa
CCO Mortgage Corp.
GMAC Mortgage
Law Office of Edward C. Burt, Jr., PC
Law Offices of William M> Raccio LLC
People's Bank
Residential Home Funding
Tyler Cooper & Alcorn
Washington Mutual
Silver Level Sponsor - $500

Law Offices of Gregory T. Lattanzi, LLC

ChaseHomeFinance
FranklinMortgage, LLC

M W Financial Group, Ltd.

M. H. Schaefer I nspection Service
New Haven Register

TheReal Estate Book

Tiger Home& Building I nspections
WellsFargoHomeM ortgage

FIRST AMERICAN MLS TRAINING SCHEDULE
PLEASE NOTE: CLASSES & TIMES MAY CHANGE. YOU WILL BE CONTACTED IF YOUR
CLASS HAS BEEN CHANGED OR CANCELLED. THANK YOU!
Please fill out the form below and mail a $10.00 CHECK (PER DAY-$20.00 FOR 2 DAYS)
payable to GNHAR. There are a limited number of seats available! Thank you!

Thurs., Sept. 6, 2007 Advanced MLX 9:30-11:30 LIMIT 16
CMA 11:30-12:30 LIMIT 16

Thurs., Oct. 11, 2007 Basic MLX 9:30-11:30 LIMIT 16
CMA 11:30-12:30 LIMIT 16

Friday, Oct. 26, 2007 Advanced MLX 9:30-12:30 LIMIT 16
Prospecting Manager 11:30-12:30 LIMIT 16

Mon., Oct. 29, 2007 Designer Tools 10:00-12:00 LIMIT 16
1:00-3:00 LIMIT 16

(TWO (2) PER COMPUTER-OR YOU MAY BRING YOUR OWN LAPTOP OR NOTEBOOK)
ALL THE ABOVE CLASSES REQUIRE A $10.00 CHECK (PER DAY-$20.00 FOR 2 DAYS) AND A
24 HOUR CANCELLATION NOTICE IS REQUIRED

(CREDIT CARDS ARE NOT ACCEPTED).
SORRY, WE CANNOT ACCEPT ANY REGISTRATIONS WITHOUT A CHECK OR CASH!

MAIL CHECK TO: Greater New Haven Association of REALTORS,
Inc., 127 Washington Ave., West Bldg, Lower Level, North Haven,
CT 06473. ATTENTION: ROSEANN

NAME COMPANY  PHONE# DATE OF CLASS & TIME

LEARN HOW TO UTILIZE OUR MLS SYSTEM TO YOUR ADVANTAGE!
THERE'S SO MUCH MORE THAN INPUTTING AND SEARCHING LISTINGS!! SIGN UP TODAY
AND EXPAND YOUR KNOWLEDGE!
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Membership

News

By
Jeannie Mollica

YA A

The Association Office and Board of Direc-
torsregret toinform you of therecent death
of a fellow REALTOR®, Gregory J
Mulherin. Mr. Mulherin passed away on
Monday, July 30th. He was the owner and
manager of Gregory Mulherin Realtorsand
represented the George J. Smith Commer -
cial RE Agency for 25 years. Mr. Mulherin
was President of our Association in 1984 and
a contributing member since 1965. We ex-
tend our deepest sympathy to hisfamily and
friends.

Our deepest sympathy also goes out to Jean
Coggiullo of Wm. Raveis Real Estate,
Milford Office, who lost her husband Dr.
Joseph Coggiullo Jr.. on August 2nd. Our
sincere condolences to Jean and her family.

The following applications for member ship
have been received. Any member having any
comment, pro or con, on the qualifications
of these candidates should forward those
comments, in writing, to the Member ship
Committee in care of the Association Of-
fice.

DESIGNATED REALTORSAPPLICATIONS

Mary Cavallo d/b/a Listedmyhouse.com, 6
Way Rd., Middlefield - Full Membership

JamesT. Parisi, d/b/aJames Parisi, LLC, 9
Wildwood Circle, Middlefield - Full

Steve Nassar d/b/aKingdom Real Estate, 100
N. Cherry St., Wallingford - Full

Shawn SanMiguel d/b/aConsolidated Realty
Services, 116 Washington Ave., No. Haven -
full

David Reyad d/b/a Buyer's Capital, 452 Forest
Rd., West Haven - Full

Richard Subrt d/b/aWorld Savings, 2900
Westchester Ave., Purchase, NY - 2nd office
and 2 Adams Pl., Quincy, MA - 3rd office

-3-

Samuel Kaplowitz d/b/a Quest Realty Group,
114 Sherman Ave., New Haven - Full

Kevin Costa d/b/aKoss Real Estate, 1588
Whitney Ave., Hamden - Full

Deborah Battista d/b/a Domus Realtors &
Associates, LLC, 212 Blue Hills Rd., No.
Haven - Full

Avi Ron d/b/aSSG Real Estate, 381 Hubbard
St., Glastonbury - Board Only

REALTORAPPLICATIONS:

Mary JEdeen, Calcagni, Wall

Joash Arduini, Calcagni, No Haven
Brandon A Ranciato, First Choice RE
Krista T Cusano, Fischer Properties
Beth A Sansalone, Innovative Properties
Mohamed Taroua, Weichert, Hamden
Thomas Calello, Weichert, Hamden
Nancy A Paddock, MaxCom Realty
Frederika Johnson, J Redding Realty
Wade J. Caszatt, E. Drake Real Estate
DiannaHuebner, Weichert, Hamden
Janet Hayes, Weichert, Hamden
KateKlein, Wm. Raveis, Cheshire
Menachem Levitin, Prestige Realty
Dorothea Grant, C21 AccessAmer., NH
Robert D. Smith, C21 AccessAmer., NH
Traci L Paskiewicz, C21 Access Amer., Milf.
Anthony Jarvis, C21 AccessAmer., Wall.
GriceldaAvila, C21 AccessAmer., Wall.
Robin Patnaude, ERA Property World
Charles Kroopneck, ERA Property World
AnnaAvgoulas, ERA Fort Hale Realty
Carol Agin, CB, Woodbridge

Toni Levett, CB, Wallingford

Eric Pest, Ditchkus RE

Roberta Hoskie-Graham, Westville Realty
Jamie Coady, Prudential Ct, EH

Bruno T. Ciccone, Platinum Associates
Frank Jannotta, Sette Real Estate
Michael Harris, H. Pearce, Orange
Charlene Hopperstad, Barberino RE
Bontiveron Hoff, Homerun Realty
Patrick Mitchell, Buyer's Capital

Taurin Batts, GRL & Realtors

REINSTATED MEMBERSHIP:
Kerri Kelshall-Ward working for Westwood
Relaty, 141 W. EIm St., New Haven.

COMPANY CLOSED:
Wayne D'Amico d/b/aWayne D'AMico, PO
Box 426, Essex.

M.L.S. Update

By
Roseann Dorsey

CLOSED & MISSING PHOTOS
Letters will be going out for properties On De-
posit & Show and missing photographs. When
you receive the letter, you will have:

FOR PHOTOS: 5working daysto submit aphoto
to the MLS. You can do it in one of three ways:
1. Enter adigital photo directly from your com-
puter to the system.

2. Email, as an attachment, adigital photo file(s)
in".jpg" nolarger than 6 MB to rdorsey @snet.net
3. Photos may be mailed or delivered to the New
Haven Association (Attention Roseann).

FOR DEPOSITS: 48 hours to change the listing
status from Deposit or Show to Close.

CTMS WILL FINE $50.00 FOR FAILURE TO
COMPLY WITH THESE RULES.

If you have any questions, please feel freeto call
Roseann, (203) 234-7700.

NEW FORM FORNON MLSLISTINGS
ATTACHEDTOTHISNEWSLETTER

If alisting ISNOT for MLS, CTMLS has
created a form "NON-MLSLISTING
FORM AND Instructions to Withold
Listing from CTMLS. In the future,

instead of submitting the listing contract

to the Association, you can just fax this
form. YESIT ISREQUIREDAND THE
FORM ISAVAILABLEONLINE @
ctstatewidemls.com
A copy of the form is also attached in this
Realtor News

NEW HAVEN REAL ESTATE STORE
NEWS!

The Association Store has in stock the
following items to purchase:
Manual Pushbutton Lockboxes - $30.00
Realtor Attache Cases - $21.00
Sign Riders, $6.00, Sign Kits, $7.00, House
Shaped signs for Open Houses, $9.00 and A-
Frames, $34.00
Brochure Holders w/Lawn Stakes - $23.00
(All pricesinclude tax)

CREDIT REPORTS
You can run your credit reports through the
New Haven Association. These are Experian
Credit Reports. Cost is only $11.25 plus tax
($11.93). All correspondence is done by fax and
turn around time is 1 hour - Monday-Fri - from
when we receiveit. Any questions, please call
Roseann, (203) 234-7700.
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THE NEW HAVEN REAL ESTATE SCHOOL
127 WASHINGTON AVE., NORTH HAVEN, CT
(203) 234-3938 - ASK FOR LYNNE

NOW OFFERING:
CONTINUING EDUCATION

The following courses are currently scheduled for continuing education credits.
We also offer Continuing Education Elective Courses for Real Estate and Appraisal online.
For more information on updates to the schedul e and to access online courses, please visit our website at: www.greaternhrealtors.com

2008REAL ESTATE CONTINUING EDUCATION (CE)REQUIREMENTS

2008 License Renewal Deadlines:
v' Brokers: 3/31/08
v/ Salespersons. 5/31/08

You DO NOT SUBMIT Continuing Education Certificates with your 2008 renewal form or mail to the Department of Consumer
Protection unless requested.
Please retain original certificates for 3 yearsin the event you are selected for audit by the state.

NEW MANDATORY CLASSESFOR RENEWAL IN 200AREASFOLLOWS:

CURRENT ISSUESIN REAL ESTATEI 3hours
CURRENT ISSUESIN REAL ESTATEII 3hours
TWO (2 ELECTIVE COURSES Each 3hours

CURRENT CE CLASSES RUNNING:

SEPTEMBER COURSE TIMES INSTRUCTOR
17,19, 24, & 26 GRI 9-5p.m. All 4 days required
18* Basic Building Construction 9 — noon Joe Del aurentis
18* Current Issues in Real Estate | 1-4pm. Teresa Sirico
OCTOBER
1 How to do Business Brokerage 9 — noon Harold Kent
9* Current Issues in Real Estate | * 9 — noon Mike Sexton
9* Current Issues in Real Estate I1* 1-4pm. Mike Sexton
16* Current Issues in Real Estate I1* 9 — noon Teresa Sirico
16* Environmental Issues 1-4pm. Joe Del aurentis
18* Real Estate for the 55+ Crowd 1-4pm. Teresa Sirico
23,25 ABR & ELECTIVE 9—-4pm. Fred Southwell
24* Preparing the Buyer & Seller for Home I nspection 9 — noon Joe DelLaurentis
24* Current Issues in Real Estate | 1-4pm. Teresa Sirico
30 ABR ELECTIVE: FORECLOSURE

OPPORTUNITIESFORBUYER'S/CLIENTS 9—4 p.m. Fred Southwell
31 How to do Business Brokerage 1-4pm. Harold Kent
NOVEMBER
12 How to do Business Brokerage 9 — noon Harold Kent
13 Real Estate for the 55+ Crowd 1-4pm. Teresa Sirico
14* Current Issues in Real Estate I* 9 — 12 noon Teresa Sirico
14* Current Issues in Real Estate I1* 1-4pm. Teresa Sirico
28* Current Issues in Real Estate I* 9 — 12 noon Teresa Sirico
28* Current Issues in Real Estate I1* 1-4pm. Teresa Sirico
DECEMBER

12 Ethics & Dispute Resolution 1-4pm. Mike Sexton
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CONNECTICUT HOME BROWSER
MAGAZINE
Published by
The Greater New Haven Assn of
REALTORS®, Inc.

NOW OFFERINGA
NEW COMMERCIAL SECTION!!!

How do you market those small commercial
properties? Maybe a small ad in the Sunday
newspaper! Word of mouth! Flyers? We havea
better idea......... Advertise in our new "
Commercial Section” of the Ct. Home Browser.

We distribute over 11,000 copies of the maga-
zine bi-weekly to 21 areatownsand 17 Stop and
Shop stores........ AND THE ENTIRE ISSUE IS
ON LINE...Because we publish as a service to
you, our members, the cost is very low to you.

OUR NEW "COMMERCIAL SECTION" con-
sists of 9 blocks per page - COST TO YOU
ONLY $10.00 PP PER BLOCK. Your block,
whether you reserve one or nine, will show a
photograph and description of your listed prop-

If you haven't tried advertising in the Browser,
talk to the hundreds of REALTORS® who do,
after over nine years of successful publishing
many of our original clients are still using the
Browser to market their listings........

Call Joan Quinn, (203) 234-7700 VM 14 for more
information or visit our web site and have alook
at our current issue www.cthomebr owser.com

BEALTCRE

2007
GNHAR
Charity Golf
Tour nament

IFYOUHAVEN'T SIGNEDUPTO
PARTICIPATE INOURANNUAL GOLF
TOURNAMENT - PLEASEACT NOW!

Monday, September 17th
Laurel View Country Club, Hamden
$160.00 includes
Lunch, 18 holes of golf w/cart, player gift,

shotgun start, closet to the pin contest,
longest drive contest, hole-in-one-car,

cocktail hour, primerib dinner and

awards!!
AND ITSFORA GREAT CAUSE!
CALL (203) 234-7700

THEREALTORSCODE OFETHICS
Thisisathird of aseriesof articlesto bepublished monthly.
Each articlewill contain actual casehistoriesof problemsrelatingtoreal estateethics
which wer epresented to actual Hearing Panelsand decisonsmade.
Theseareactual quotesfrom the Codeof EthicsM anual and areboth interesting and

educational, | hopeyou enjoy them.

CASE INTERPRETATIONSRELATING
TOARTICLE 1
Case #1-5: Promotion of Clients I nterests

Client A gave an exclusive listing on a house to
REALTOR® B, stating that he thought $132,500
would be a fair price for the property. REAL-
TOR® B agreed and the house was listed at that
price in a 90-day listing contract. REALTOR®
B advertised the house without response, show-
ing it to a few prospective buyers who lost inter-
est when they learned the price. In a sales meet-
ing in his office, REALTOR® B discussed the
property, advised his associates that it appeared
to be overpriced, and that advertising and show-
ing of the property had proved to be a waste of
time and money.

After six weeks had gone by without a word
from REALTOR® B, Client A called REAL-
TOR® B's office without identifying himself
described the property, and asked if the firm was
still offering it for sale. The response he received
from one of REALTOR® B's nonmember asso-
ciates was. "We still have the house listed, but
there is little interest in it because, in our opin-
ion, it is overpriced and not as attractive a value
as other property we can show you."

Client A wrote to the Board of REALTOR® com-
plaining of REALTOR® B'saction, charging fail-
ure to promote and protect the client's interest
by REALTOR® B's failure to advise the client
of his judgment that the price agreed upon in the
listing contract was excessive, and by REAL-
TOR® failure to actively seek a buyer.

In a hearing on the complaint before a Hearing
Panel of theBoard's Professional Standards Com-
mittee, REALTOR® B's response was that Cli-
ent A had emphatically insisted that he wanted
$132,500 for the property; that by advertising
and showing the property he had made a diligent
effort to attract a buyer at that price; that in
receiving almost no response to this effort he
was obliged to conclude that the house would
not sell at the listed price; that in view of the
client's attitude at the time of listing, he felt it
would be useless to attempt to get Client A's
agreement to lower the listed price; and that he
had instructed his staff not to actively market
the property at that price.

The Hearing Panel concluded that REALTOR®
B was in violation of Article 1; that he had been
unfaithful in his obligations in not advising his
client of his conclusion that the property was
overpriced, based on the response to his initial
sales efforts; and in withholding his best efforts
to bring about a sale of the property in the inter-
ests of his client.

Case #1-6: Fidelity to Client'sI nterests

REALTOR® A managed an apartment build-
ing owned by Client B. In his capacity as
property manager, REALTOR® A received a
written offer to purchase the building from
Buyer C. REALTOR® A responded that the
building was not for sale. A few days later
Buyer C met Client B and told him that he
thought he had made an attractive offer
through his agent, and indicated that he
would be interested in knowing what price
would interest Client B. Client B answered
that he had received no offer through RE-
ALTOR® A and asked for the details.
Client B then filed a complaint against RE-
ALTOR® A with the local Board of REAL-
TOR® charging failure to represent and pro-
mote his interests. His complaint specified
that while REALTOR® A had been engaged
as a property manage, he had at no time told
him not to submit any offers to buy, and that
in the absence of any discussion whatever
on this point, he felt that REALTOR® A
should have recognized a professional obli-
gation to acquaint him with Buyer C's offer
which, he stated in the complaint, was defi-
nitely attractive to him.

REALTOR® A was notified of the complaint
and directed to appear before a panel of the
Board's Professional Standards Committee.
In his defense, REALTOR® A stated that
his only relationship with Client B was a
property manager under the terms of a man-
agement contract; that he had not been en-
gaged as a broker; that at no time had the
client ever indicated an interest in selling
the building; that in advising Buyer C that
the property was not on the market, he felt
that he was protecting his client against an
attempt to take histime in discussing a trans-
action which he felt sure would not interest
him.

It was the conclusion of the Hearing Panel
that REALTOR® A was in violation of Ar-
ticle; that in the absence of any instructions
not to submit offers, he should have recog-
nized that fidelity to his client's interest, as
required under Article 1 of the Code of Eth-
ics, obligated him to acquaint his client with
a definite offer to buy the property; and that
any real estate investor would obviously
wish to know of such an offer.
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NEW HAVEN ASSOCIATION OF REALTORS®, INC.
NOMINATION FOR “AWARDSPROGRAM” 2007

Name: Pleasecircle: 1QTR 2QTR _3QTR. 4QTR
Firm: FirsttimeWinner? Yes No

Address: Primary Board:

Town: Zip Code: Phone:

PLEASE COMPLETE THE FOLLOWING INFORMATION

Address Town Sales Firm List Firm MLSH#
Close Date

REQUIREMENTS FOR QUARTERLY “AWARD":

1 All Greater New Haven Association of REALTORSmembersareedigiblefor theaward. Pointsare
completed on listingscurrentlyin CTMLS. RENTAL STATUSLISTINGSCANNOT BE
USED.

2. Toqualify, you must earn 9 pointsper calendar quarter. 1 point isearned if you arethelisting

or thesellingagent on aproperty that closed duringthequarter. YOUWILL EARN 2POINTS
ONLY if you areboth thelisting and selling agent, DURING THE SAME QUARTER.
3. The Servicemust receivethisnomination form by the 10th of themonth following theend of the
quarter.
4, A full computer printout of each listing MUST be included to qualify.
5. TheDesignated REALTOR® or OfficeManager must sign thisform. APHOTOGRAPH OF
THE RECIPIENT MUST BE INCL UDED OR E-MAILED (ct-homebr owser @snet.net) FOR
PUBLICATION.

Date:
Signatureof Designated REALTOR®/Office M anager :
Mail or deliver - to bereceived by above deadlineto: (Faxed submissionswill not be accepted) @
“ Awar dsProgram”
New Ha"?n Assn of REALTORS®B, Inc. New Haven Association of REALTORS®, Inc.
127 Washington Ave. 127 Washington Ave., West Bldg, L L, No. Haven, Ct. 06473
West Bldg, L ower L vl ] Telephone: (203) 234-7700 ® Fax: (203) 234-3980

No. Haven, Ct. 06473 oo



CONNECTICUT MULTIPLE LISTING SERVICE, INC.
127 WASHINGTON AVENUE, 2™° FLOOR

NORTH HAVEN, CT 06473 12 | ——
P. (203) 234-7001 F. (203) 234-7151 =T MLS
T o s WWW.CTSTATEWIDEMLS.COM

NON-MLS LISTING FORM

Instruction to Withhold Listing from CTMLS

I/'we(Owner(s)) , affirm that we
have instructed you (REALTOR(S)®) ,

to withhold our property located at (Listed Property) ,CT
from the Multiple Listing Service (MLS) from (Date) / / until (Date) / /

My Listing Agent has explained and I understand that by instructing my Agent not to submit my property
to the MLS as required by the MLS Rules and Regulations my property will not be offered to other
REALTORS® to show and sell to their buyer clients.

My Listing Agent has further explained that by not submitting my property to the MLS, my property will
not be advertised on REALTOR.com, the most visited real estate website on the internet.

I further understand that by not submitting my property to the MLS, which is a major marketing tool, the
exposure of my property to the marketplace may be limited and that this limitation may result in fewer
offers to purchase.

Owner’s Name Participant’s Name

Owner’s Signature Participant’s Signature

No. & Street No. & Street

City, State, Zip Date  / / City, State, Zip Date  / /[

Owner’s Name

Owner’s Signature

No. & Street

City, State, Zip Date / /




Page 2
Instruction to Withhold Listingfrom CTMLS

CTMLSRulesand Regulations

4.1.1 Mandatory Property Listings. Listingsof the following types of prop-
erty located within the state of Connecticut taken by Participants on an Exclusive
Right to Sell/Rent or Exclusive Agency to Sell/Rent Listing contract shall, in accor-
dance with these Rules & Regulations, beinput into the Service system within forty-
eight (48) hours after all necessary signatures of Seller(s) and Participant, or his’her
authorized agent, have been obtained:

a) Single family homes, condominiums, town houses, co-ops, mobile homes for
sale, lease or exchange

b) Vacant lots and acreage for sale, lease or exchange

c) Two-, three-, and four-family residential buildingsfor sale, lease or ex-
change.

4.4 Exempted Listings. If aSeller refuses, on the Seller'sinitiative, to permit an
identified property to be Listed in the system, and if the Seller executesaNon-MLS
Listing Form with respect to that identified property, and if the Listing Broker delivers
the non-ML S Listing Form to the Service before the Deadline for Filing with respect
to that property, the Participant with which the Listing Broker is affiliated may then
taketheidentified property asan "Office exclusive', and the property shall not be
required to become a Listed Property or be included in any Service Compilation. The
NON-MLS Listing Form or other written confirmation must be signed by the Seller of
theidentified property and must meet the same Deadline For Filing imposed under
these Rules & Regulationsfor the sametype of Listed Property. If, inaListing Agree-
ment, the Seller and the Listing Broker agree to defer the filing of the property with
the Service to afixed ate in the future, or to adate in the future still to be determined,
the Listing Broker shall FileaNon-MLS Listing Form with respect to the property by
the Deadline for Filing.

NOTE: THE FINE FOR FAILURE TO COMPLY 1S $50.00
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PLEASE NOTE:
IFYOU OWN A SUPRA KEY LOCKBOX PURCHASED FROM THIS

ASSOCIATION - YOU MUST ATTEND b

A a7
Vel

()
Security J L 1ol
M orethan alockbox! B f:‘”[“'

On September 28, the Greater New Haven Association of REALTORS,@ I nc., isconverting to
Supra’spoint-and-beam iBoxes! BecausetheiBox alowsyou to enhance theway you do business,
weareholding aseriesof educational previewsto prepareyou for what’s ahead.

Thursday, September 6, 2007
Holiday Inn North Haven
201 Washington Avenue, North Haven

Here' swhat we' |l cover:
How theiBox workswith thelockbox key you aready have
How toincludetheiBox inyour listing presentations
What new lockbox keyswill be avail able and how they can boost your productivity and step
you ahead of your competition
How touse” The REALTORe’sbest friend” to stay on top of your businessany timeand
anywherewith no hasse, and no cradle!
How to put the Suprasystem to work for you, sending you emailswhen you’' ve had
showings, creating and customi zing showing and feedback reportsyou can useto advise
your sellers

Pleasemakesureothersin your company seethisnotice. Thisinformation will not ber epeated
at thekeybox event. Thereisno additional training or information session at the keybox event
unlessyou want to start using your PDA or smartphone asyour lockbox key. Free hands-on
workshopsrun continuoudly all day if you chooseto add eKEY serviceto your device.

Reserve your spot now. Previews start at 9, 11, and 1.

Log ontowww.supraekey.com.
Click the M eetingsand Wor kshopslink.
Select State and City from thedropdown list, and click Find.
Click Signup next to the preview timeyou prefer. WE || send you aconfirming email, thena
reminder.
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IFYOU OWNA SUPRA KEY PURCHASED FROM US,YOU MUST ATTEND BOTH DAY Si!!!
SEPT.6AND 28TH - SIGN UPNOW!!!!

Security
Greater New Haven Association

of REALTORSe Inc.

New SupraKeyBoxes!

The Greater New Haven Association of REALTORSe Inc., is
converting to Supra’s point-and-beamiBoxes! Weareholding an
exchange event to makeit easy for you to tradeinyour old gray
(AEIN) keyboxesand get started with the new.

Friday, September 28, 2007

Holiday Inn North Haven, 201 Washington Avenue, North Haven

Attheevent:

If you are an active member of theAssociation, youwill beabletotradeyour old gray AEII
keyboxespurchased from the Association one-for-onefor new blueiBoxes. Gray boxesfrom
any other Association will not be accepted for trade.

If youwould liketo useasmartphoneor PDA asyour lockbox key, thisisagreat timeto make
theswitchtoeK EY Service. Therewill befree hands-onworkshopsavailable during thisevent.

Timea Friday, Sept. 28

YOUMUST ATTEND IN PERSON TO RECEIVE NEW EQUIPMENT. 500 i | Afnh - miTo

We have reserved an appointment timefor you based on your last name. 515 aM | AREE - BARE
P ease check the chart to seewhereyour last namefallsaphabetically. 9:30 4M BARI - BRIM
If you cannot comeat thereserved time, try to trade appointmentswith 245 4M | BROD - CHay
another agent 1000 AM CHIC - CROM
' 10015 &AM CRO5 - DICE

; 10304M | DIFR- FERR
i you want to keep your DisplaykEY, Y045 AM | FEST-BOLD

here is your “what to bring” checklist oo at | cortern

¥ Your photo ID 1115 4M | HERP - I0SE
¥ Your old gray (AEII) keyboxes

1:00 PM JOY - LEHR
Plan to be at the exchange about an hour. EET =

130 FPM MASL - MORT

After theevent thegray boxeswill beout of war ranty, andwill no LASPM ) MOSE - PARI
200 PM_|_PARK - RANE

longer beapproved for useon your listings. If you cannot makethis T BT

event, please contact the Associ ation to make other arrangements. 530 FM SAFl - SMAL
21495 PM SMER - TEMC
3000 PM TERE - VOLD

/ ' _ o 315 PM | VOTT - 2227
_ et e s S 3:30 PM Closed




