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April Membership Meetind - Bhard and asked to show a property that | didn't feel welcome
15 Policy and that the REALTOR® really wanted me to show that prop-
erty. We all understand that the better we work together, the
better we all come out.
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With that thought in mind, let s remember a few things that will
help to continue and expand that cooper ative spirit:

1. Let’s make sure that whenever and wherever we advertise a
property, we also list the MLS Number for quick reference
for our fellow REALTORS®.

2. Whenever possible, give the listing REALTORS" feed back
after showing their property.

Hope to see each of you at our next member ship meeting,
April 19, 12:30 at CCCC.


http://www.surrymls.com
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2006 NCAR Legislative Meetings
June 19-21, 2006

oy Sheraton Raleigh Capital Center
&@j Hotel
' 421 South Salisbury Street
Casag{%tggter Raleigh, NC
DOWNTOWN RALEIGH 919-834-9900

2006 Leqgislative Meeting Schedule
Please Note: All meetings/events are subject to change or cancellation. Please check back
for the most up-to-date information.

Hotel Information:

NCAR has arranged for a block of rooms at a rate of $99 for both single and double occu-
pancy. Room cut-off date is May 19, 2006. Please contact the Sheraton Capital Center Ho-
tel at 1-800-325-3535 or 919-834-9900.

PARKING PASSES FOR HOTEL GUESTS: The Sheraton will provide 1 complimentary
parking pass (for 1 car for each sleeping room). Complimentary passes will be given by the
hotel front desk at departure.

PARKING PASSES FOR DAILY ATTENDEES: Upon arrival to The Sheraton please bring
your parking ticket to the NCAR Information Desk to redeem for complimentary parking. No
passes will be given without parking ticket. Limited supplies available.

Overflow Parking: In the event the Sheraton parking garage becomes full, additional park-
ing is available in the Convention Center parking deck located one block behind the hotel on
Wilmington Street. From the Hotel, take Salisbury Street to Davie Street. Turn right onto
Davie and continue through 2 traffic lights. At 3rd traffic light, turn right onto Blount Street.
Proceed one block to next traffic light and turn right onto Cabarrus Street and then right onto
Wilmington Street. Convention Center parking garage is located on the right. Cont. page 3
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2006 NCAR Legislative Meetings
Directions & Parking Information

From East

Take Interstate 40 to Exit 298B (South Saunders Street). Keep right to McDowell Street. Turn
right onto Davie Street and then right onto Salisbury Street. The hotel will be on the left. *Note*
Please ignore the detour signs.

To access Sheraton Parking Garage from the Hotel Circular Drive, turn right onto Salisbury
Street. At the stoplight, turn left onto Davie Street and then left onto Gale Street. Parking
deck is the first on the left.

From North

Take State Highway 1 to Capital Boulevard. Proceed on Capital Boulevard which will become
Dawson Street. Turn left onto Hillsborough Street and then right onto Salisbury Street. The ho-
tel is on the left. *Note* Please ignore the detour signs.

To access Sheraton Parking Garage from the Hotel Circular Drive, turn right onto Salisbury
Street. At the stoplight, turn left onto Davie Street and then left onto Gale Street. Parking
deck is the first on the left.

From Raleigh-Durham International Airport

Take Interstate 40 East towards Raleigh and take Exit 298B (South Saunders Street). Keep
right and continue to McDowell Street and then turn right onto Davie Street. Turn right onto
South Salisbury Street to the hotel.

To access Sheraton Parking Garage from the Hotel Circular Drive, turn right onto Salisbury
Street. At the stoplight, turn left onto Davie Street and then left onto Gale Street. Parking
deck is the first on the left.

From South

Take State Highway 1 to Interstate 40 East. Proceed on I-40E and take Exit 298B (South
Saunders Street). Keep right to McDowell Street. Turn right onto Davie Street and then right
onto Salisbury Street. The hotel will be on the left. *Note* Please ignore the detour signs.

To access Sheraton Parking Garage from the Hotel Circular Drive, turn right onto Salisbury
Street. At the stoplight, turn left onto Davie Street and then left onto Gale Street. Parking
deck is the first on the left.

OVERFLOW PARKING:

In the event the Sheraton parking garage becomes full, additional parking is available in the
Convention Center parking deck located one block behind the hotel on Wilmington

Street. From the Hotel, take Salisbury Street to Davie Street. Turn right onto Davie and con-
tinue through 2 traffic lights. At 3rd traffic light, turn right onto Blount Street. Proceed one
block to next traffic light and turn right onto Cabarrus Street and then right onto Wilmington
Street. Convention Center parking garage is located on the right.

PARKING PASSES FOR HOTEL GUESTS: The hotel will provide 1 complimentary parking
pass (for 1 car for each sleeping room). Complimentary passes will be given by the hotel front
desk at departure.

PARKING PASSES FOR DAILY ATTENDEES: Upon arrival to The Sheraton please bring
your parking ticket to the NCAR Information Desk to redeem for complimentary parking. No
passes will be given without parking ticket. Limited supplies available. ncrealtors.org
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(March 21, 2006) -- Only 30 percent of home buyers were given representation disclosures last
year when they met with their real estate professional for the first time, according to the NA-
TIONAL ASSOCIATION OF REALTORS™, despite the fact that state law typically requires practi-
tioners to provide such documentation at the initial meeting.

NAR also reports that close to 50 percent of first-time buyers were not given disclosures at all or
had no idea whether they had received one.

Disclosures about representation are key, mainly because buyers who unknowingly provide the
seller's agent with information about their finances or personal situations will be at a disadvan-
tage during pricing and negotiations. Buyers who do not receive such disclosures might pay too
much for the home or be persuaded to waive contingency clauses and other protections.

Experts warn buyers that the lack of a buyer-agent agreement means that the practitioner is
probably representing the seller and looking to achieve a top-dollar sale.

One Silver Spring, Md.-based home buyer is currently battling a pair of practitioners from Wei-
chert, REALTORS?®, in court, because the buyer contends he signed a contract to purchase a
home at an inflated price because the practitioner that he believed was acting on his behalf was
actually the seller's agent. The buyer is looking to recover his $34,000 deposit and $300,000 in

punitive damages.
Source: The Washington Post, Kenneth R. Harney (03/18/06)

REALTOR
MAGAZINE ONLINE Handouts for Consumers

Nothing helps solidify your position as an experienced real estate professional more than provid-
ing accurate, comprehensive information on the real estate process to your prospects, clients,
and customers. That's where the Handouts for Consumers come in.

Use these ready-to-use, information-packed handouts to impress your clients. Personalize or
customize these handouts with your business contact information, or information specific to your
market. You also can use these resources as a basis for articles in your client newsletter or your
local newspaper.

Reprint permission language is already included in the footer of each page; all you need to do is
print and make copies.

http://www.realtor.org/rmotoolkits.nsf/files/handouts for consumers.doc/$FILE/handouts_for consumers.doa
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When buying or selling real estate, you may find it helpful to
have a real estate agent assist you. Real estate agents can
provide many useful services and work with you in different
ways. In some real estate transactions, the agents work for the
seller. In others, the seller and buyer may each have agents.
And sometimes the same agents work for both the buyer and
the seller. It is important for you to know whether an agent is
working for you as your agent or simply working with you while
acting as an agent of the other party.

[ ]
This article addresses the various types of working relationships

that may be available to you. It should help you decide which
relationship you want to have with a real estate agent. It will
also give you useful information about the various services real
estate agents can provide buyers and sellers, and it will help
explain how real estate agents are paid.

SELLERS
Seller's Agent

If you are selling real estate, you may want to "list" your prop-
erty for sale with a real estate firm. If so, you will sign a "listing
agreement" authorizing the firm and its agents to represent you
in your dealings with buyers as your seller's agent. You may
also be asked to allow agents from other firms to help find a
buyer for your property.

Be sure to read and understand the listing agreement before
you sign it.

Duties to Seller:

The listing firm and its agents must
® promote your best interests

® be loyal to you

e follow your lawful instructions

® provide you with all material facts that could influence your
decisions

® use reasonable skill, care and diligence, and

® account for all monies they handle for you.

Once you have signed the listing agreement, the firm and its
agents may not give any confidential information about you to
prospective buyers or their agents without your permission so
long as they represent you. But until you sign the listing
agreement, you should avoid telling the listing agent any-
thing you would not want a buyer to know.

Services and Compensation:

To help you sell your property, the listing firm and its agents will
offer to perform a number of services for you. These may in-
clude

® helping you price your property
® advertising and marketing your property

® giving you all required property disclosure forms for you to
complete

® negotiating for you the best possible price and terms
reviewing all written offers with you and

® otherwise promoting your interests.

For representing you and helping you sell your property, you
will pay the listing firm a sales commission or fee. The listing
agreement must state the amount or method for determining
the commission or fee and whether you will allow the firm to
share its commission with agents representing the buyer.

Dual Agent

You may even permit the listing firm and its agents to represent
you and a buyer at the same time. This "dual agency relation-
ship" is most likely to happen if an agent with your listing firm is
working as a buyer's agent with someone who wants to pur-
chase your property. If this occurs and you have not already
agreed to a dual agency relationship in your listing agreement,
your listing agent will ask you to sign a separate agreement or
document permitting the agent to act as agent for both you and
the buyer.

It may be difficult for a dual agent to advance the interests of
both the buyer and seller. Nevertheless, a dual agent must treat
buyers and sellers fairly and equally. Although the dual agent
owes them the same duties, buyers and sellers can prohibit
dual agents from divulging certain confidential information about
them to the other party.

Some firms also offer a form of dual agency called "designated
agency" where one agent in the firm represents the seller and
another agent represents the buyer. This option (when avail-
able) may allow each "designated agent" to more fully represent
each party.

If you choose the "dual agency" option, remember that since a
dual agent's loyalty is divided between parties with competing
interests, it is especially important that you have a clear under-
standing of

® what your relationship is with the dual agent and

what the agent will be doing for you in the transaction.

Continued Page 6
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BUYERS

When buying real estate, you may have several choices as to
how you want a real estate firm and its agents to work with you.
For example, you may want them to represent only you (as a
buyer's agent). You may be willing for them to represent both
you and the seller at the same time (as a dual agent). Or you
may agree to let them represent only the seller (seller's agent
or subagent). Some agents will offer you a choice of these
services. Others may not.

Buyer's Agent
Duties to Buyer:

If the real estate firm and its agents represent you, they must
® promote your best interests

® be loyal to you

e follow your lawful instructions

® provide you with all material facts that could influence your
decisions

® use reasonable skill, care and diligence, and

® account for all monies they handle for you.

Once you have agreed (either orally or in writing) for the firm
and its agents to be your buyer's agent, they may not give any
confidential information about you to sellers or their agents with-
out your permission so long as they represent you. But until you
make this agreement with your buyer's agent, you should avoid
telling the agent anything you would not want a seller to know.

Unwritten Agreements:

To make sure that you and the real estate firm have a clear
understanding of what your relationship will be and what the
firm will do for you, you may want to have a written agreement.
However, some firms may be willing to represent and assist you
for a time as a buyer's agent without a written agreement. But if
you decide to make an offer to purchase a particular property,
the agent must obtain a written agency agreement. If you do not
sign it, the agent can no longer represent and assist you and is
no longer required to keep information about you confidential.
Furthermore, if you later purchase the property through an
agent with another firm, the agent who first showed you the
property may seek compensation from the other firm.

Be sure to read and understand any agency agreement before
you sign it.

Services and Compensation:

Whether you have a written or unwritten agreement, a buyer's
agent will perform a number of services for you. These may

include helping you

e find a suitable property

® arrange financing

® |earn more about the property and

® other-wise promote your best interests.

If you have a written agency agreement, the agent can also
help you prepare and submit a written offer to the seller.

A buyer's agent can be compensated in different ways. For ex-
ample, you can pay the agent out of your own pocket. Or the
agent may seek compensation from the seller or listing agent
first, but require you to pay if the listing agent refuses. Whatever
the case, be sure your compensation arrangement with your
buyer's agent is spelled out in a buyer agency agreement be-
fore you make an offer to purchase property and that you care-
fully read and understand the compensation provision.

Dual Agent

You may permit an agent or firm to represent you and the seller
at the same time. This "dual agency relationship" is most likely
to happen if you become interested in a property listed with
your buyer's agent or the agent's firm. If this occurs and you
have not already agreed to a dual agency relationship in your
(written or oral) buyer agency agreement, your buyer's agent
will ask you to sign a separate agreement or document permit-
ting him or her to act as agent for both you and the seller. It
may be difficult for a dual agent to advance the interests of both
the buyer and seller. Nevertheless, a dual agent must treat buy-
ers and sellers fairly and equally. Although the dual agent owes
them the same duties, buyers and sellers can prohibit dual
agents from divulging certain confidential information about
them to the other party.

Some firms also offer a form of dual agency called "designated
agency" where one agent in the firm represents the seller and
another agent represents the buyer. This option (when avail-
able) may allow each "designated agent" to more fully represent
each party.

If you choose the "dual agency" option, remember that since a
dual agent's loyalty is divided between parties with competing
interests, it is especially important that you have a clear under-
standing of

® what your relationship is with the dual agent and

® what the agent will be doing for you in the transaction.

This can best be accomplished by putting the agreement in
writing at the earliest possible time.

Continued Page 7
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Seller's Agent Working With a
Buyer

If the real estate agent or firm that you contact does not offer
buyer agency or you do not want them to act as your buyer
agent, you can still work with the firm and its agents. However,
they will be acting as the seller's agent (or "subagent"). The
agent can still help you find and purchase property and provide
many of the same services as a buyer's agent. The agent must
be fair with you and provide you with any "material facts" (such
as a leaky roof) about properties.

But remember, the agent represents the seller—not you— and
therefore must try to obtain for the seller the best possible price
and terms for the seller's property. Furthermore, a seller's agent
is required to give the seller any information about you (even
personal, financial or confidential information) that would help
the seller in the sale of his or her property. Agents must tell you
in writing if they are sellers' agents before you say anything that
can help the seller. But until you are sure that an agent is not

a seller's agent, you should avoid saying anything you do

not want a seller to know.

Sellers' agents are compensated by the sellers.

www.ncrec.state.nc.us




