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COMMEMORATING THE
50TH ANNIVERSARY OF 
THE FAIR HOUSING ACT

There is no community without unity.  
There is no justice without equality.  
 
Our country’s vibrant mix of cultures is what 
makes us great and gives us strength. It makes us 
who we are.

April 2018 marks the 50th anniversary of the 
Fair Housing Act. We recognize that any progress 
made stands on the shoulders of generations that 
preceded us. People that marched in unwelcome 
cities, protested in contentious environments, 
challenged discriminatory practices, and fought 
quietly in legislative sessions and community 
gatherings. 

And we understand that there’s still work 
to do. Today we work to address continuing 
discrimination and to protect the LGBTQ 
community in the Fair Housing Act. We work for 
the day when everyone will have the opportunity 
to experience the American dream.

There is no America 
without diversity.

For more information, resources and to  
get involved, visit www.FairHousing.realtor
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Mississippi Home Corporation

Visit mshomecorp.com for more info

Mortgage Certificate 
Credit (MCC)

CUSTOMER
• Income between 

$48,300-$85,820 
• Looking for tax savings
• Needs more income 

each month

BENEFITS
• Federal income tax 

credit equal to 40% of 
annual interest on the 
mortgage loan

Smart Solution

CUSTOMER
• Income up to $80,000
• Needs cash for 

downpayment
• 30 year fixed rate 

mortgage

BENEFITS
• 3% down payment as 

2nd mortgage (Smart 
Solution Second) or

• 4% Cash Advance (Smart 
Solution Premium)

Mortgage Revenue 
Bond (MRB)

CUSTOMER
• Needs cash for 

downpayment
• Income between 

$48,300-$85,820 
• 30 year fixed rate 

mortgage

BENEFITS
• 3% Cash Advance

SCREEN TENANTS
COLLECT APPLICATIONS

FREE MEMBER BENEFIT

You will receive an application, credit report, 
criminal background check, and eviction report.
Applicants pay a $30 application fee. 

  Save Time
  24/7 Instant Access
  Reduce Liability

http://msrealtors.rentspree.com
info@rentspree.com | (323) 515-7757

rent
the future of leasing



President’s Perspective
Hello, Mississippi REALTORS®, from Gulfport! 
As I’m sure you’ve heard, this month marks the 
50th anniversary of  the Civil Rights Act of  1968, 
also known as the Fair Housing Act. How lucky 
we are to live in a country that took steps 50 years 
ago to protect the rights of  all citizens in selling, 
renting and financing residential dwellings.

In this issue, you will learn about members’ efforts to provide 
equal housing opportunity for all Mississippians. You will 
learn about the National Association of  REALTORS®’ 
Equal Professional Service (EPS) Model, which explains how 
standardizing your service to consumers and clients can be 
your best defense against an alleged fair housing violation. 
Our Diversity Task Force has been working hard on plans 
to celebrate the importance of  the 50th anniversary of  the 
Fair Housing Act, and we encourage all local associations to 
commemorate our commitment to fair housing this month and 
throughout 2018.

This year has been productive for our Standard Forms Advisory 
Committee (SFAC). Our General Counsel Ron Farris, with input 
from SFAC members, updated three critical forms from the 
MAR standard forms set, available this month at MSrealtors.org:

• F1 Contract for the Purchase of  Real Estate
• F2 Contract for the Purchase of  Real Estate Lots and 

Land
• F4 Exclusive Authorization and Right to Sell Listing 

Agreement

The following new forms were developed and are also available at 
MSrealtors.org: 

• Home Inspection Contingency Notification/Removal 
Addendum

• Wire Fraud Warning to Buyers and Sellers
• Seller Multiple Offer Notification
• Multiple Offer Notification to Buyer’s Agent/Buyer and 

Acknowledgment
• Compensation Agreement Between Mississippi Brokers

Our advocacy efforts in Jackson are also noteworthy. More than 300 
members traveled to Jackson in February to promote our legislative 
priorities to legislators and elected officials. The Mississippi 
REALTORS® worked tirelessly to educate Representatives, 
Senators, and members of  the Governor’s staff on the importance 
and need to produce more experienced, educated brokers. 
Although Governor Bryant surprised us when he vetoed HB 1476 
(Broker Responsibility Act), we were greatly encouraged that the 
message resonated with members of  the House and Senate—with 
more than two-thirds supporting the policy change. Please know 
the Mississippi REALTORS® remain committed to protecting real 
estate consumers, fostering an environment for small businesses to 
flourish, and addressing the needs of  the real estate industry and 
our members. I look forward to seeing you in person as I travel 
around the state this year!

\Sincerely,

 Karen Glass
 2018 MAR President

News Briefs
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Congratulations to 11 New Recipients of  
REALTOR® Emeritus Status

In 2017, the National Association of  REALTORS® (NAR)  approved 11 Mississippi 
applications for REALTOR® Emeritus status. This elite distinction reflects NAR 
membership for a cumulative period of  at least 40 years. Congratulations to the 
following Mississippi’s REALTOR® Emeritus Status recipients:

• Walter Becker, Jr., Mississippi Commercial Association of  REALTORS®
• Steve Bullard, Biloxi Ocean Springs Board of  REALTORS®
• Ernie Clark, Mississippi Commercial Association of  REALTORS®
• Mark Cumbest, Gulf  Coast Association of  REALTORS®
• Judy Glenn, Four County Board of  REALTORS®
• Sue Gregory, Grenada Board of  REALTORS®
• Hallie Phillips, East Mississippi REALTORS®
• Danette Shaw, Gulf  Coast Association of  REALTORS®
• Ellen Short, Northeast Mississippi Board of  REALTORS®
• Wayne Thornton, Vicksburg-Warren County Board of  REALTORS®
• Chris Wilson, Laurel Board of  REALTORS®

Sheila Nicholas is 2017 
REALTOR® of the Year at 

Central Mississippi REALTORS®

Last September, 
Central Mississippi 
REALTORS® 
awarded Ridgeland 
broker associate and 
REALTOR® Sheila 
Nicholas as REALTOR® 
of  the Year. CMR’s 
REALTOR® of  
the Year Nominating Committee 
specifically commended Sheila for her 
civic involvement and more than 30 
years of  mentoring other REALTORS®. 
Congratulations, Sheila!
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This year’s class members of LeadershipMAR completed their 
first retreat at the Plymouth Bluff Environmental Center in Colum-
bus. Using a combination of hands-on group activities, listen and 
lecture sessions, and project experience, class members worked 
collaboratively to sharpen their leadership skills. As featured in this 
photo, the 2018 class of LeadershipMAR includes the following:

• Tommy Payne, Mississippi Commercial Association of 
REALTORS®

• Amy Patterson, Northwest Mississippi Association of 
REALTORS®

• Teri Hawn, Southwest Mississippi Board of REALTORS®
• Stephanie Atkins-Arnett, Golden Triangle Association of 

REALTORS®
• Fran Boling, Northwest Mississippi Association of 

REALTORS®
• Amanda D’Angelo, Gulf Coast Association of REALTORS®
• Sean Hettinger, North Central Mississippi REALTORS®
• Jayne Robinson, Gulf Coast Association of REALTORS®
• Susan Brashier, Laurel Board of REALTORS®
• Amanda Polles, Central Mississippi REALTORS®
• Lee Boyette, Laurel Board of REALTORS®
• Sandy Lane, Northwest Mississippi Association of REALTORS®

Upon completing the first retreat, Sean Hettinger remarked, “What 
an amazing adventure LMAR 2018 has embarked on this year. In 
just a few days we went from strangers to friends. I implement-
ed changes that are already impacting how I run my business. I 
am counting the days to our next retreat!” Lee Boyette shared, “I 
found tools that I have used on a daily basis since the retreat. I also 
made many new friends, and they even helped me in a real estate 
negotiation that I am supposed to close next week!” Sandy Lane 
commented, “Within a few hours we had bonded as a group, which 
will last a lifetime! I was blown away how the first retreat could take 
your Education and Leadership to the next level. Looking forward 
to seeing how the LeadershipMAR 2018 class grows into productive 
leaders!”

2018 Class of LeadershipMAR Completes 
First Retreat at Plymouth Bluff Center
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MAR Names 2017 
Legislators of the Year

Senator Joey Fillingane
Republican, Senate District 41, Covington, Forrest, Jefferson 
Davis, Lamar, Smith Counties—was awarded the Mississippi 
REALTORS® Outstanding Senate Legislator Award for 2017. 
“In 2017, because of  Fillingane’s commitment to working 
with REALTORS®, Mississippi was the fourth state to pass the 
First-Time Homebuyer Savings Account Act,” said 2018 MAR 
President Karen Glass. Sen. Fillingane is pictured with Karen 
at our 2018 REALTOR® Day at the Capitol.

Representative Jeff Smith
Republican, House District 41, Lowndes and Monroe 
Counties—has been awarded the Mississippi REALTORS® 
Outstanding House Legislator Award for 2017.  “In 2017, 
Representative Smith authored H.B. 1601, The First-Time 
Homebuyer Savings Account Act. Representative Smith took 
the time to review the detailed study that demonstrated the 
economic and fiscal benefits this program would bring to 
Mississippi,” said 2018 MAR President Karen Glass. In this 
photo, Representative Smith is pictured with constituents Mike 
Davis, Kris Davis, and Stephen Jones.

Lesser Joins Mississippi REALTORS® 
as Marketing and Events Director 

Please join us in welcoming Taylor 
Lesser to Mississippi REALTORS®! 
On April 2, Lesser began her role as  
Marketing and Events Director. In 
this role, Lesser is responsible for the 
planning and execution of  Mississippi 
REALTORS® events, including our 
annual Convention & EXPO, in 
addition to the marketing efforts of  the 
Mississippi REALTORS® Institute.

RLI Confers Distinguished 
Service Award to John Dean

In March, the REALTORS® 
Land Institute (RLI) honored John 
Dean, ALC, a land REALTOR® 
of  Leland, Mississippi, with 
the 2017 Robert C. Meeks 
Distinguished Service Award 
during the RLI National Land 
Conference in Nashville, TN.

This award is presented by the 
National organization to an RLI 
member in recognition of  long-
term commitment and service to 
fellow Institute members, the land 
profession and member’s community. For over 35 years, 
Dean has represented the interests of  land brokerage 
professionals in numerous capacities at state, national 
and international levels such as National President, RLI; 
Vice-President, The International Real Estate Federation; 
President, Mississippi REALTORS®; and Chairman, 
Mississippi Real Estate Commission. As Principal Broker/
Owner, Dean’s firm continues a licensed four-state focus 
on marketing and management of  Investment Grade 
Farmland, which has resulted in peer recognition such 
as Mississippi REALTOR® of  the Year, Mississippi Land 
REALTOR® of  the Year and RLI Land REALTOR® of  
America.



8         Mississippi Real Estate LEADER / Spring 2018

More Than $75,000 Raised at MARPAC Drawdown
More than 200 Mississippi REALTORS® attended the 

January 31 MARPAC Drawdown at The South on East Silas 
Brown Street in downtown Jackson. This year, we introduced a 
new competition–the Lip Sync Throwdown–and the Northwest 
Mississippi Association of  REALTORS® Village Peeps got the 

crowd going with their performance of  “YMCA.” Mississippi 
REALTORS® raised almost $75,000 for MARPAC, and the 
following lucky winners split the Drawdown grand prize of  
$5,000—Ernie Clark, Bethany Culley, Ellen Short, Gena Nolan, 
and Cynthia Joachim.

MARPAC Drawdown Grand Prize winners included Ernie Clark, Bethany Culley, Ellen Short, 
Gena Nolan (pictured), and Cynthia Joachim (not pictured).

MAR’s Vice President of Governmental Affairs 
modeled the latest MARPAC golf shirt.

MAR First Vice President Keith Henley served 
as the emcee for the Lip Sync Throwdown 
event.

Amber Wood and Nita Martin of Central 
MS REALTORS® (CMR) prepared to take the 
stage.

Levi McCraney and friends rallied the Lip 
Sync Throwdown crowd.

Corie Haynes and 2017 MAR President David 
Griffith

First annual Lip Sync Throwdown winners--Northwest MS Association of REALTORS®’ Village 
Peeps--performed “YMCA.”
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REALTOR® Day at the Capitol
More than 300 Mississippi REALTORS® gathered at 

the Mississippi State Capitol on February 1 to participate 
in REALTOR® Day at the Capitol. Numerous Mississippi 
legislators spoke to members in the Capitol’s Supreme Court 

Chambers, including Gov. Phil Bryant, Lt. Gov. Tate Reeves, 
Secretary of  State Delbert Hosemann, and Speaker of  the 
House Philip Gunn. A Legislative Luncheon followed at the 
MAR building in Jackson with keynote speaker Philip Gunn.

Mississippi REALTORS® gathered at the Mississippi State Capitol.

Mississippi Commercial Association of REALTORS® (MCAR) members 
with Executive Officer Glenda Gilmer. 2018 MAR President Karen Glass

Lt. Gov. Tate Reeves Secretary of State Delbert Hosemann

Speaker of the House of Representatives Philip 
Gunn, who also served as the Legislative Lun-
cheon Keynote Speaker.

Gov. Phil Bryant addressed mem-
bers on issues pertinent to REAL-
TORS®.

Members posed for a group photo in the Supreme Court Chambers.



MILITARY 
RELOCATION 
CLIENTS: 
SERVING THOSE 
WHO SERVE US
Phil Riek, REALTOR®, 
Palm Harbor, FL 
Tuesday, May 22 
9:00-9:45 a.m. Central 
What you’ll learn 

UNDERSTANDING 
OUR PAST, 
REACHING FOR A 
GREATER PRESENT 
AND FUTURE
Mabél Guzmán, REALTOR®, 
Chicago, IL 
Wednesday, April 11 
9:00-9:45 a.m. Central 
What you’ll learn 

HAVE YOU MISSED ANY OF OUR 
PREVIOUS WEBINARS?

How I Close 75 Sides a Year Without Paying for Leads: Shay Hata, REALTOR®, Chicago 

The Four Pillars: Leigh Brown, REALTOR®, Charlotte, NC 

Search Engine Optimization Fundamentals: John Mayfield, REALTOR®, Farmington, 

MO 

Multiple Offer Madness: Matt Difanis, REALTOR®, Champaign, IL 

LOGIN TO THE MEMBER-PROTECTED SECTION OF 
MSREALTORS.ORG TO ACCESS ANY OF THE FOLLOWING:

REGISTER ONLINE NOW 

FOR OUR UPCOMING 

WEBINARS APRIL-JUNE:

msrealtors.org/hot-coffee-webinars/ 

REAL ESTATE 
TEAMS: CRITICAL 
CONSIDERATIONS 
FOR TEAM 
SUCCESS
Adorna Carroll, REALTOR®, 
New Berlin, CT 
Wednesday, June 20 
9:00-9:45 a.m. Central 
What you’ll learn 

How to provide equal professional 
service to all customers and clients 

The nuts and bolts of a military 
transfer in addition to the needs 
of relocating service members 
and their families 

Human resource and risk 
management considerations for 
running a successful team 
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Mississippi REALTORS® have exclusive access to 
Mississippi’s top-shelf  residential and commercial real 
estate forms, and they’re raising the bar in 2018 with 

major revisions going up in April.
The Mississippi REALTORS®’ Contract for the Sale and 

Purchase of  Real Estate, or “F1,” is the gold standard in transactions 
for both residential and commercial property. The 2018 revisions 
give this venerable form a make-over, featuring substantial revisions 
to inspection protocols, as well as simplification of  key provisions.

Inspection protocols have been simplified in the contract, with 
a new Home Inspection Contingency Notification/Removal 
Addendum coming online. The “no warranties” option remains, 
while inspection protocols change to cover multiple inspections, 
all governed by a contingency requiring satisfactory inspections 
conducted by the Buyer. Buyer will have ten (10) business days, 
or almost two (2) weeks, to conduct all inspections, including 
foundational or structural assessments, landscaping system or 
mold assessments, and the like. Before the tenth (10) business day, 
Buyers must complete their inspections and give the Seller a Home 
Inspection Contingency Notification/Removal Addendum on 
the new form. The blank for a Seller repair cap is gone. After the 
Buyer submits repairs to the Seller on the new form, the contracting 
parties work out an agreement on repairs by a specified deadline in 
the contract or the contract automatically terminates.

The Loan Contingency has been revised to provide an opt-
out check-off for transactions that don’t need it. Buyers have five 
(5) business days to make application for a loan, then have until 
Closing to finalize financing. The Property Description and 
Purchase Price provisions have also been simplified and updated. 
Earnest Money has been updated to cover jurisdiction and broker’s 
expenses and attorney fees when an interpleader is necessary. The 
Wood Destroying Insect Report (WDIR) section now tracks license 
law more clearly on the effect of  Property Condition Disclosure 
Statement (PCDS) amendments, and adds protection for brokers 
and agents against liability for unsatisfactory reports or missed 
conditions.

The Closing process has been streamlined with clarification of  
Closing Date and Closing Cost provisions and removal of  references 
to attorney title opinions. The Property Condition Disclosure 
section tracks Mississippi Real Estate Commission (MREC) changes 
to disclosure protocols. Receipt of  the Informational Statement 
for Mississippi Property Condition Disclosure Statement is 
acknowledged in every transaction, then check-offs cover scenarios 
for delivery of  the Property Condition Disclosure Statement.

Wire fraud is addressed for the first time directly in the 
contract as part of  Mississippi REALTORS®’ amped-up efforts 

at prevention. Mississippi REALTORS® statewide are reporting 
an uptick in fraudulent wire transfer schemes targeting real estate 
professionals. Hackers hack the licensee’s email account and obtain 
information about an upcoming real estate transaction and then 
use sophisticated fraud to intercept wires of  cash for closing. The 
new warning puts this issue front and center through multiple forms 
and augments REALTORS®’ omni-channel anti-fraud efforts. The 
new contract includes protection for REALTORS® against claims 
when fraud does occur, while the Wire Fraud Warning to Buyers 
and Sellers give members an anti-fraud specific leave-behind to 
enhance service quality. 

The Brokers and Salespersons section features a new general 
release of  licensees for any representations or reports including 
a disclaimer covering vendor recommendations. Check-offs for 
Attachments on the new Contract have been updated. Finally, the 
new F1 Breach section has been simplified and balanced to defer to 
any and all remedies available to all parties under law.

The Lots and Land Contract (“F2”) has been updated to reflect 
many of  the updates to the F1, and to further clarify key provisions 
specifically present in unimproved land transactions.

Two (2) new Multiple Offer forms are coming online as part of  the 
rollout. The Seller Multiple Offer Notification specifically addresses 
disclosure Sellers need to make to Buyers, while the Multiple Offer 
Notification to Buyer’s Agent/Buyer and Acknowledgment covers 
REALTORS®’ disclosure responsibilities to the Buyer and Buyer’s 
agent when a multiple offer scenario arises. 

Mississippi REALTORS® can be proud of  the 2018 form 
revisions. They represent REALTORS®’ commitment to be leaders 
in the Mississippi real estate community with form enhancements 
that are current, comprehensive and concise.

REALTORS® Enhancing 
Market with New Forms

Ron Farris, Esq., is general counsel to the Mississippi 
REALTORS®, and available to members through the 
Legal Hotline at 1-800-747-1103 Ext. 25. For 
other matters, he can be reached at Farris Law Group, 
PO Box 1458, Madison, MS 39130 or by email at 
ron@ronfarrislawgroup.net.

by Ron Farris

For a detailed summary of changes 
to the F1 and F2, please visit 
MSrealtors.org
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* Eligibility requirements apply. Please see a local loan originator for more information. This is not a commitment to lend. Mortgages are subject 
to approval. Interest rates are subject to change without notice & dependent on credit score.

It’s a good time to buy a home. Let our experienced lending professionals help you find
the perfect mortgage – one that meets your financial needs and goals. 

BancorpSouth offers expanded access to mortgage credit for low- to moderate-income 
borrowers with expanded eligibility in low- to moderate-income communities.

We make homeownership possible with reduced closing costs 
and a lowered down payment requirement.

Visit BancorpSouth.com/RightAtHome
to find the branch nearest you, or call us at 888-797-7711 today!

Get a Mortgage That Makes 
You Feel Right@Home®!
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Chris Adcock Carlene Alfonso Jim Atchison Ryan Byrne Kris Davis Dee Denton

Complete your Code of Ethics requirement by December 31, 2018 with one of our outstanding REALTOR® instructors. 

Mississippi REALTORS® Institute instructors are active real estate licensees and subject matter professionals at the top of their game.
When you want to learn from the best, choose MRI to Learn, Succeed and Prosper in 2018 and beyond!

For information about our outstanding classes and a current course schedule, visit realtorsinstitute.org.

Brian Estes Judy Freeman

Judy GlennAndrea Detrick

Linda Graham Lee Garland Corie Haynes Harry Hebert

Cynthia Joachim

Melissa KeyLisa Hollister Kaye Ladd Mike Madden Gerard Maher Mark Norwood

Gary Parker David Rorick Bo Smith
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Legislative Update
by Clarke Wise

Dear Mississippi REALTORS®:

As I write this column, we are less than two weeks from 
the conclusion of  the 2018 Legislative Session. By now, you 
have likely learned of  the Governor’s Veto of  the Mississippi 
REALTORS® #1 Legislative Priority (HB 1476/Broker 
Responsibility Act). Many of  you have expressed concern and 
questioned the Governor’s unilateral decision to veto this bill, 
and I don’t blame anyone for harboring those feelings and 
asking those questions. The veto came as a surprise to me as 
well. Despite our successful effort to educate legislators (as 
demonstrated by the 81-34 passage in the House and 49-2 vote 
in the Senate), and our multiple conversations and meetings 
with the Governor’s staff, the Governor opposed MAR’s effort 
to provide additional consumer protection through enhanced 
education and practical experience.

I am sure we will continue to have questions about “Why” 
the Governor vetoed the bill, and I hope we will receive some 

clarification; however, there are lessons learned and several bright 
spots we need to acknowledge. 

In my nearly five years in Washington, D.C., I was fortunate 
to work closely with Morton Blackwell, the Founder of  the 
Leadership Institute. Of  all the courses, political campaigns, direct 
mail campaigns, and other political involvement, I most associate 
Morton Blackwell with “The Laws of  the Public Policy Process.” 
This list of  45 rules serves as a constant reminder and motivator as 
I navigate the political process. Some of  my favorite rules include:

Rule 3. Don’t get mad except on purpose.
Rule 1. Never give a bureaucrat a chance to say no.
Rule 11. In politics, you have your word and your friends; go 

back on either and you’re dead.
Rule 12. Keep your eye on the main chance, and don’t stop to 

kick every barking dog.

First and foremost, the REALTORS®--YOU--should be 
commended for contacting and educating legislators on the 
importance and significance of  the Broker Responsibility Act. 
Because of  your willingness and effort to reach out to your 
legislators, we have established the groundwork for a State 
Political Program. And while that may provide little comfort 
for this session, I assure you this program will benefit the 
Mississippi REALTORS® moving forward (Rule 6. Give ‘em a 
title, and get ‘em involved.).

Second, perhaps the most significant element of  the journey 
to advance the Broker Responsibility Act, was the vote count 
for both the House and Senate. Many of  you may recall 
discussions about the probability of  certain polices passing 
both chambers, and even Speaker Gunn himself  described 
the challenges and questions the Mississippi REALTORS® 
would face in order to advance our top priority (Rule 38. In 
politics, nothing moves unless pushed.). Through the statewide 
survey taken by REALTOR® members, conversations with the 
Mississippi Real Estate Commissioners, and members from 
every local board across the state, Mississippi REALTORS® 

clearly defined the need to address broker responsibility AND 
the most direct solution to address the problem. Remember, 81 
House members, including Democrats, Republicans, members 
of  the Conservative Coalition, members of  the Legislative 
Black Caucus, and the Leadership of  the House, voted to 
support the Mississippi REALTORS® and our bill. On the 
Senate side, the support was even stronger when 49 Senators 
voted to support HB 1476 and send it to the Governor (Rule 
10. Sound doctrine is sound politics.).

One legislator even stated, “The REALTORS® are the 
only ones who care about this bill.” Just for context, they were 
saying that in disbelief  that the Governor would veto the bill 
as that legislator supported the bill. The vote count for HB 
1476 is a testament to the tireless work we put into shepherding 
the bill throughout the process. Those “Yes” votes did not just 
appear on record, they are a result of  the education campaign 
you helped lead (Rule 37. Don’t rely on being given anything 
you don’t ask for.) That is significant to note because some in 
opposition would provide the false narrative based on emotion, 
rather than quantifiable data. 

Rule 12. Keep your eye on the 
main chance, and don’t stop to 

kick every barking dog.
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Third, you have often heard me say that the success of  
the Mississippi REALTORS® is based on a harmonious 
relationship among lobbying, grassroots, and MARPAC 
participation. It may be difficult to analyze the situation so 
shortly after the fact, but I want you to be assured that MARPAC 
participation plays a role (Rule 21. An ounce of  loyalty is 
worth a pound of  cleverness.). Your support of  MARPAC is 
incredible. Period. I am constantly approached by other trade 
association representatives and even other REALTOR® 
government affairs professionals from other states to ask how 
we continue to exceed goals. The answer is simple--Mississippi 
REALTORS® have created an environment of  participation, 
demonstrated a record of  success, and built a sustained culture 
of  investment. Throughout the legislative session and through 
the end of  2017, when I would visit with legislators, most of  
those conversations would include a statement of  gratitude 
from the elected official noting, “The REALTORS® have been 
big supporters of  me,” and I always enjoy reminding them that 
our members demonstrate a commitment to improving their 
profession in a variety of  ways, and MARPAC helps deliver the 
message of  support (Rule 16. A well-run movement takes care 
of  its own.)

The path taken by the Mississippi Legislature has been 
unusually unpredictable. If  asked, most politicos would have 
expected to see a funding formula rewrite pass both chambers, 
an attempt to provide additional funding for roads and bridges, 

and perhaps even a state lottery. The common theme among 
these policies is that the House and Senate have not agreed on 
the same language or in some cases, even the policy concept. 
Our Broker Responsibility Act received broad bipartisan 
support in both chambers. Even though success with the 2018 
Legislative Priorities for the Mississippi REALTORS® seems 
limited, I would suggest we evaluate our progress not simply 
on bills passed or killed in one year, but instead take stock on 
the culture we have built and continue to nurture. We have an 
excellent platform to promote our policy, friends across the state 
with a history of  supporting REALTOR® priorities, and the 
commitment to improve our communities across Mississippi. 
As Morton once reminded me, Rule 27. Remember it’s a long 
ball game.

Let’s get to work.

All the best,
Clarke

Clarke Wise is MS REALTORS® Vice President of  
Government Relations. Email him at 
cwise@msrealtors.org.

As a true financial partner, Trustmark has helped 
individuals and families with home financing solutions 
for generations.  When your client is ready to take that 
step, we will be here to provide mortgage options for any 
situation or stage in life.  Discover why we are more than 
just another bank.  Call or visit us today to learn more.  
People you trust.  Advice that works.

A true financial  
partner can make  
dreams possible.

Trustmark - MS Association of Realtors - Leader Magazine
7.5 x 5 - HP4C

trustmark.com

Member FDIC
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Data breaches are becoming more and more common; that 
is an undisputed fact. The number of  people affected by 
data breaches seems to be growing as well, as several data 

breaches within the last year have touched people in the millions. On 
July 29, 2017, Equifax discovered a data breach that could possibly 
have affected 143 million customers. We must keep in mind that this 
was only a single data breach.

Consider the following statistics from 2016:
• 1,378,509,261 records breached†

• 1,792 separate breach incidents†

• 52.2% of  the breaches reported that the number of  records 
was unknown†

• 4.2% of  the databases used encryption†

These numbers are from two years ago, and don’t include the 
massive data breaches that occurred in 2017. After being shown the 
numbers, it is more than obvious that data breaches pose a threat to 
our busy lives. And busy we are. So busy that we probably don’t have 
time to keep up with who’s been hacked and if  we were involved. 
We’ve all got lives and jobs that we’re pursuing, after all. That’s why 
I’d like to show you a free tool that will alert you if  you have been 
involved in a data breach. 

HaveIBeenPwned.com (note: not a misspelling) is a free tool 
offered by Troy Hunt, a web security expert. Troy travels the globe, 

speaking and doing workshops for organizations, teaching about 
cyber security. This tool is a part of  his effort to arm and alert the 
masses of  these data breaches. If  you would like to sign up for this 
free tool, I’ve prepared a quick and easy guide at http://msrealtors.
org/data-breach.

The way this works is really quite simple. Normally, every service 
you subscribe to will request your email address. This tool works 
by monitoring disclosed data breaches for information containing 
your email address. If  a data breach is published and your email is 
contained in the breach, HaveIBeenPwned.com will send you an 
email letting you know that your data was compromised in a breach. 
If  you have multiple email addresses, I recommend signing up for the 
service in all of  them, so that you will be alerted for each one. Staying 
aware and prepared for these threats is key in today’s world.

† according to an annual report from BreachLevelIndex.com 
(http://breachlevelindex.com/assets/Breach-Level-Index-Report-
2016-Gemalto.pdf)

Free data breach monitoring solution

FOR THE TECH OF IT

Tyler Gorrell is MS REALTORS® IT Director. 
Email him at tgorrell@msrealtors.org

By Tyler Gorrell

 Your NAR Transaction Management Benefit includes this 
powerful suite of tools that provides features and shortcuts 
to get you to the closing table faster leaving time for you.

You already have it. 
All you have to do is use it.

Call 866-400-3034 for help getting started.

Manage your forms with 
ease and organization

Seamlessly track 
transaction activities 

Securely store every file in 
one easy-to-access place



As a member of  the Mississippi REALTORS®, you must 
complete at least 2.5 hours of  ethics training every two 
years, and the ethics training must meet specific learning 

objectives and criteria as established by the National Association of  
REALTORS® (NAR). The current two-year cycle is from January 1, 
2017, through December 31, 2018. Failure to meet the requirement 
will result in suspension of  membership for January and February 2018 
or until the requirement is met, whichever occurs sooner. On March 1, 
2019, if  your membership is still suspended and you haven’t completed 
your required ethics training, your membership will be automatically 
terminated.

The objectives of  the biennial ethics training are to analyze the 
Code of  Ethics and its concepts and to provide a clearer vision to the 
Pathways to Professionalism. If  you serve on local, state, or national 
committees, you are likely to have access to advanced ethics training that 
would examine hearing procedures pertaining to standard violations, 
arbitration, mediation and ombudsman services. Ethics hearing panel 
work involves fact finding, drawing conclusions based on the specific 

Articles alleged, and determining necessary discipline, if  it applies. In 
procuring causes of  arbitration, training would address factors such as 
no predetermined rule of  entitlement, appropriate and arbitrability 
parties, relevance and admissibility, communication and contact, 
conformity with state law and consideration of  the entire course of  
events to resolve contractual and specific non-contractual disputes.

The Mississippi REALTORS® are required to provide access to 
necessary ethics training programs in conjunction with other Boards 
and Associations. For a complete list of  Code of  Ethics training offered 
by the Mississippi REALTORS® Institute (MRI), including available 
online training, please visit www.realtorsinstitute.org.

Are you up to code?
By Jeanelle Marshall

Jeanelle Marshall is Director, MS REALTORS® 
Institute. Email her at jmarshall@msrealtors.org

Mississippi Real Estate LEADER / Spring 2018             17



The Mississippi Real Estate Commission (MREC) 
has filed new advertising and team rules with the 
Mississippi Secretary of  State’s Office. These rules 

become effective July 1, and all principal brokers and their 
licensees, including team leaders, must exercise diligence and 

care to ensure compliance with these administrative rules. 
Mr. Robert Praytor, MREC Administrator, will offer free 
training opportunities across the state to educate licensees on 
these rules. As training dates become available, we will keep 
members informed.

Rule 3.3 Advertising 
 
A. "Advertising" means the use of any oral, written, visual, printed or electronically generated 

advertisement by a real estate licensee or other person on behalf of a real estate licensee. 
 

"Advertisement" means any oral, written, visual, printed or electronic media advertisement 
and encompasses any correspondence, mailing, newsletter, brochure, business card, for 
sale or for lease signage or sign rider, promotional items, automobile signage, telephone 
directory listing, radio and television broadcasts, telephone solicitation and electronic 
media to include e-mails, text messaging, public blogs, social media-networking websites, 
and/or internet displays. 
 

B. A broker shall advertise in the name in which the license is issued. A broker may use a 
descriptive term after the broker's name to indicate the occupation in which engaged, for 
example, "realty", "real estate" or "property management". If advertising in any other form, 
a partnership, trade name, association, company or corporation license must be obtained 
prior to advertising in that manner. 

 
All advertising must be under the direct supervision and in the name of the Principal Broker 
or in the name of the real estate Brokerage Firm and must prominently display the name of 
the Principal Broker or the name of the Brokerage Firm in such a manner that it is 
conspicuous, discernible and easily identifiable by a member of the public. 
 
Principal Brokers are required to verify and determine that their name or the name of the 
Brokerage Firm is prominently displayed on all advertising and that the name of any real 
estate licensee or any approved real estate Team or Group is situated near the name of the 
Brokerage Firm.  The Broker or the Brokerage Firm must be identified by using the same 
size or larger print as that of a Licensee or a Team in all advertising.  All advertising must 
include the telephone number of the Principal Broker or the Brokerage Firm. 

 

C. No Principal Broker or licensee sponsored by said broker shall in any way advertise 
property or place a sign on any such property offering the property for sale or rent without 
first obtaining the written authorization to do so by all owners of the property or by any 
appointed person or entity who also has full authority to convey the property. 

 
D. When a licensee is advertising their own property for sale, purchase or exchange which is 

not listed with a broker, the licensee must indicate that he or she is licensed. The disclosure 
of licensee’s status must be made in all forms of advertising enumerated in Rule 3.3 (A), 
including the “for sale” sign.  

 
In addition to disclosing their licensed status in all advertisements, licensees are required 
to disclose their licensed status on all real estate contracts in which they have an ownership 
interest.  
 

New MREC Advertising and Team Rules

18         Mississippi Real Estate LEADER / Spring 2018



A licensee shall not advertise to sell, buy, exchange, auction, rent or lease property in a 
manner indicating that the offer to sell, buy, exchange, auction, rent, or lease such property 
is being made by a private party who is not engaged in the real estate business. No 
advertisement shall be inserted by a licensee in any publication where only a post office 
box number, telephone number, e-mail address or street address appears. Every licensee, 
when advertising real estate in any publication, shall indicate that the party advertising is 
licensed in real estate; whether on active or inactive status.

Source: Miss. Code Ann. §§ 73-35-35

Rule 3.5 Real Estate Teams or Groups  
 
A. A “Team or Group” shall mean a collective name used by two or more active real estate 

licensees who represent themselves to the public as being part of a single entity which is 
organized with the written approval of a Principal Broker to perform licensable real estate 
activity. To qualify as a “Real Estate Team or Group” the active real estate licensees must 
be working together and each must (a) work under the direct supervision of the same 
Principal Broker, (b) work together on real estate transactions to provide real estate 
brokerage services, (c) must represent themselves to the public as being part of a Team or 
Group, (d) must be designated by a specific team or group name, and (e) must conduct all 
real estate activity from the primary office or branch office where their individual licenses 
are displayed.

B. All Principal Brokers must have specific information on each Team operating within their 
Brokerage and must register each Team with the Real Estate Commission on forms 
provided for that purpose; to include a detailed list indicating all approved Team names, 
the name of the Team Leader, the name of the individual Team members and the name of 
any unlicensed employee(s) of the Team.  The working list(s) should indicate the dates that 
Team members are added to or deleted from any Team and should enable the Principal 
Broker and/or the Real Estate Commission to determine Team membership at any point in 
time. Adjustments to a Team should be filed with the Real Estate Commission within ten 
(10) working day of any change and should be on forms provided by the Commission.

C. All teams must appoint a Team Leader, who will be a Broker Associate with a minimum 
of one years’ real estate experience, and will have supervisory responsibility (under the 
supervision of the Principal Broker) over the Team members. The Team Leader may be 
subject to disciplinary action for violations of the Mississippi Real Estate Brokers Act by 
Team members under their supervision.

D. A Team Name may, with the written approval of the Principal Broker and the Team Leader, 
be used in any type of advertising.  Any individual whose name is displayed in any 
advertisement must be an active licensee who is sponsored by the Principal Broker.  All
advertising must fully comply with the guidelines established in MREC Administrative 
Rule 3.3.  Principal Brokers and Team Leaders must confirm that the name of the Principal 
Broker or the Brokerage Firm and their telephone number is prominently displayed on all 
advertising.  The name of the Team must be situated near the name of the Brokerage Firm
and shall be identified with the same sized or smaller print as that of the Brokerage.  

E. Neither team names nor team advertising should suggest that the team is an independent 
real estate brokerage. Team names must not include terms such as (a) real estate brokerage,
(b) realty, (c) real estate, or (d) company. 

Source: Miss. Code Ann. §§ 73-35-3 (4); 73-35-18 (3); 73-35-21 (d)
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Finding Equal
Housing
Opportunity in
Mississippi

Brenda Love, REALTOR® and broker-owner of Love Realty of MS

By Kristen Short

Fair Housing by the Book

Title VIII of the 1968 Civil Rights Act is also known as the 
Fair Housing Act. As real estate professionals, we can de-
fine the Fair Housing Act, which prohibits discrimination 

in the sale, rental and financing of dwellings. We can identify the 
classes that the Fair Housing Act protects—race, color, religion, 
sex, national origin, disability, and familial status. As REALTORS® 
we know that Article 10 of the Code of Ethics also prohibits dis-
crimination on the basis of sexual orientation or gender identity. 
We often include the Equal Housing Opportunity logo in our mar-
keting efforts to affirm our compliance with fair housing law and 
principles. Beyond the logo, however, how do we provide equal 
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housing opportunity to all Missis-
sippians? As REALTORS®, we do 
what we do best—we care about the 
needs of our clients; we search high 
and low for inventory when avail-
able properties are few; we counsel 
clients and are honest with them so 
that they are able to make informed 
decisions with respect to real estate; 
we advocate on our clients’ behalf 
with lenders; among other things. 
We care and we do this for all Mis-
sissippians—for the single parent 
who aspires to provide his or her 
loved ones with a stable home and 
start building equity; for the retired 
couple who need to downsize to 
accommodate their fixed income 
and budget; or for the family who 
lost their house in a foreclosure pro-
ceeding but want to be homeowners 
again.

Finding Home for the 
First Time in Vicksburg

For Brenda Love, Vicksburg     
REALTOR® and broker-owner of 
Love Realty of MS, helping her 
clients find a home and qualify for 
Vicksburg’s first-time home buyer 
down payment assistance program 
is her life’s calling. “I take the un-
derdogs,” Love shared. “I take the 
buyers who don’t know they can buy 
and show them how.” Love teaches 
the real estate portion of the city of 
Vicksburg’s 8-hour Homebuyer Ed-

ucation Program, required training 
for low- to moderate-income buyers 
to be eligible for the city’s down 
payment assistance program.

This program helps prospective 
buyers understand critical essentials, 
including readiness to buy a home, 
money management, understanding 
credit, the steps to obtaining financ-
ing, shopping for a home, and pro-
tecting one’s real estate investment. 
Buyers who want to hire Love obtain 
additional education with in-depth 
counseling in which Brenda helps 
them visualize and understand the 
following:

 } Their current credit score and 
eligibility for the Vicksburg 
down payment assistance pro-
gram or USDA financing

 } The components of a monthly 
mortgage payment, including 
principal, interest, taxes, in-
surance, and private mortgage 
insurance

 } Necessary steps to improve 
their credit score

Love credits the strength of her 
buyer representation business, which 
is 100% referral based, on the team 
she has built, which includes Ire-
al Rowan, Laura Gullett, and Tara 
Chambers, in addition to the lenders 
she works with. “I could not do what 
I do without the lender,” Love stress-
es. About her buyer clients, Love 

•	 Mississippi Home 
Corporation–sponsored 
Smart Solutions Premium. 
Provides a grant that is 
4% of loan amount with 
NO repayment and NO 
deed restrictions.

•	 Home Loan Plus - 
Mississippi Home 
Corporation–sponsored 
grant that is competitive, 
$25,000 over a 5-year 
period (with a deed 
restriction) that is forgiven 
after 5 years. 

•	 Affordable	housing	
program, grant amount is 
subject to change each 
year (has a 5-year deed 
restriction). 

•	 Home Equity Loan 
Program sponsored by 
the Federal Home Loan 
Bank of Dallas, which 
pays up to $7,500 in down 
payment and closing cost 
assistance.
Source: www.vicksburg.org/down-payment-

assistance-for-first-time-homebuyers

Features of Vicksburg’s 
Down Payment 
Assistance Program

Laura 
Gullett 
(from left), 
Brenda 
Love, and 
Ireal Rowan
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asserts, “If they’re serious. I’m serious. 
I believe I was called to do this [help 
first-time home buyers find homes in 
Vicksburg].”

HUD Homes and Homebuyer 
Education in Meridian: Opening 
Doors to Homeownership

In Meridian, real estate broker, 
REALTOR®, and 2018 East Mississippi 
REALTORS® (EMR) President Eric 
Jackson specializes in part in selling 
homes owned by the U.S. Department 
of Housing and Urban Development 
(HUD), which offers a $100 down 
payment sales incentive for qualify-
ing buyers who finance the purchase 
through FHA.

“These situations are very bitter-
sweet. The reason HUD owns these 
homes is that the previous owners lost 
them to foreclosure. Finding the best 
future owners is a challenge I enjoy.” 
Jackson, who is a HUD-registered 
selling broker, has sold HUD homes 
in Meridian for as little as $2,500 and 

as much as $200,000. Jackson explains 
that these homes open doors for 
buyers who can undertake the neces-
sary repairs as these properties often 
show signs of delayed maintenance 
or neglect. For Jackson, a critical 
component for successful real estate 
transactions involving HUD homes is 
education, and he and fellow brokers 
have helped create a Home Buyer 101 
Course that EMR offers each quarter. 
“The reality is that many people who 
attend this course may be one to two 
years from being able to buy a home,” 
says Betty Oltremari, EMR’s Associa-
tion Executive (AE). “But we believe 
strongly that homebuyer education 
is the key to providing equal housing 
opportunity in Meridian.”

Fair Housing: Providing Equal 
Professional Service to All
Consumers and Clients

You might be wondering how 
you can help provide equal housing 

 } For owner-occupants 
only	who	finance	the	
purchase through FHA.

 } Home	buyer	must	offer	
the full asking price for 
the home.

 } Home buyer will 
still need to pay the 
required earnest 
money--$500 if the 
purchase is less than 
$50K and $1,000 if the 
purchase price exceeds 
$50K.

Features of HUD’s $100 
Down Payment Sales 
Incentive Program

2018 Mississippi REALTORS® Central District Vice President Dorothy Thompson, 2018 East Mississippi REALTORS® President 
Eric Jackson, and 2018 Mississippi REALTORS® President Karen Glass
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opportunity in the markets you serve. 
One of the best ways—and a helpful 
risk-management tool should you 
ever experience a fair housing viola-
tion allegation—is to provide equal 
professional service to all consum-
ers and clients using the National 
Association of REALTORS®’ Equal 
Professional Service (EPS) Model. 
Introduced in the 1980s, it provides a 
solid foundation for providing equal 
service in compliance with fair hous-
ing laws.

The EPS Model is a set of policies 
and procedures designed to help 
its users provide the same level of 
service to all real estate consum-
ers. The model involves consistent 
practices in making the initial contact 
with consumers, gathering objective 
information about consumers’ needs, 
letting consumers set their own limits, 
offering a variety of choices, and 
keeping accurate records. 

The EPS model can and should be 
applied to all areas of marketing hous-
ing. The chances of facing charges 
of fair housing violations with no 
defense are drastically reduced when 
a salesperson develops a consistent 
approach to greeting people, showing 
homes, qualifying prospects, obtain-
ing listings, conducting open houses, 
keeping records, and following up 
with clients and customers. The EPS 
model can be described as consisting 
of four steps:

 
1. Systematic Procedures. Equal 
professional service means consistent-
ly providing the same level of service 

to all your clients and customers. If 
you develop a consistent approach to 
greeting people, qualifying buyers, 
showing homes, getting listings, con-
ducting open houses, keeping records, 
and following up with clients and cus-
tomers, you will find that fair housing 
practices come naturally to you. 

Using forms and checklists as well 
as asking standard questions of all 
prospects are advisable approaches to 
gathering data.

 
2. Obtaining and Using Objective 
Information. When you provide in-
formation that is free of assumptions 
and biases, and ask for information 
in a way that does not impose as-
sumptions and biases, you learn much 
more about your prospect’s needs and 
wants.

 
3. Letting the Customer Set the Lim-
its. For example, if you’re working 
with a buyer, you could ask yourself: 

 } Did the buyer identify the 
necessary and desired features 
of the home?

 } Did the buyer indicate the 
spending limit? 

 } Did the buyer know about 
meeting the financial qualifica-
tions to purchase?

 } Did the buyer express a prefer-
ence for one or more commu-
nities?

 } Did the buyer express a lack 
of preference for one or more 
communities?

 } Did the buyer express a prefer-

ence for any particular type of 
financing?

 } Did you ask the customer for 
all information necessary to 
search for a home? 

4. Offering a Variety of Choices. Pro-
viding a variety of choices based on 
a customer’s objective information is 
good business. Clients who have been 
presented a wide variety of choices 
are often the most satisfied with their 
selections and the agents they hired.

Mississippi REALTORS®: 
Stronger, Together

At the state level, Mississippi 
REALTORS®’ leadership formed a 
Diversity Task Force to celebrate the 
50th anniversary of the Fair Hous-
ing Act. As Chris Wilson, real estate 
broker and REALTOR® from Laurel, 
explains, “This task force promotes 
diversity in leadership and builds 
credibility in Mississippi’s growing 
diverse community. It helps Missis-
sippi REALTORS® better understand 
and meet the needs of its diverse 
membership. It also helps ensure that 
members know their responsibilities 
with respect to fair housing.”

The Task Force has applied for a 
Diversity Grant from NAR to produce 
a Mississippi-specific video, that will 
be informative, interesting, and have 
a real take-home message, and are 
planning a commemoration of the 
Fair Housing Act during Mississippi 
REALTORS®’ Summer Meetings in 
June.

1 2 3 4

YES

NONONONO

YES YES
Do I use
systematic
procedures?

Do I have
objective
information?

Has my
customer
set the 
limits?

Have I 
offered	a	
variety of
choices?
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2018 Major Donors
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Rev Up for the Spring Market
with These Free NAR Tools

Are you ready to ramp up your marketing efforts for 
a steady stream of  buyer and seller leads this spring? 
Wondering what free tools you have as a member in 

good standing with the National Association of  REALTORS®? 
Read on!

Free Research--Are you looking to bolster your listing 
presentation with pertinent statistics that help position you as 
the trusted real estate consultant whom sellers need to hire? 
The National Association of  REALTORS® (NAR) publishes 
free highlights for many of  its annual research reports, 
including its most popular Profile of  Home Buyers and Sellers. 
Visit www.nar.realtor/research to browse available surveys and 
reports and look for the URLs to “Download Highlights.”

Free eBooks by the Thousands--There’s no foolery 
here. NAR’s Library & Archives, which was founded 95 years 
ago, offers more than 3,000 eBooks that you can check out 
for free as an NAR member in good standing. Interested in 
learning high-performance habits that can help you achieve 
success for the long term? Want to close your next deal using 
a quantum negotiation mindset? Get yourself  to https://
naor.libraryreserve.com/10/50/en/Default.htm to see what 
electronic books you would like to access.

Free Customizable Handouts--REALTOR® Magazine 
Online offers more than 40 buyer and seller handouts that you 
can download as Microsoft Word files and customize with your 

contact information and logo. The following handouts are 
particularly helpful for REALTORS® of  all experience levels:

 } 7 Reasons to Work with a REALTOR®

 } Questions to Ask When Choosing a REALTOR®

 } How to Improve Your Credit
 } Before Putting Your Home Up for Sale
 } How to Hire a Remodeling Contractor

Free Articles--REALTOR® Content Resource is a repository 
of  hundreds of  magazine-style articles you can use, provided you 
adhere to HouseLogic’s Reprint Rights Policy. Each time you 
log into REALTOR® Content Resource, you can share up to 
5 articles via your website, blog, or e-newsletter. Choose from 
timely articles, written by award-winning journalists:

 } How to Use Comparable Sales to Price Your Home
 } 7 Tips for Staging Your Home
 } The 7 Most-Needed Repair Tips Every Homeowner 

Should Know
 } Budget Kitchen Remodeling: 5 Money-Saving Steps
 } Your Stress-Free Guide to Shopping for Home Loans
 } Make an Offer Like a Boss

Go to https://members.houselogic.com/start to get started.

By Kristen Short
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KEYNOTE SPEAKER 

Leigh Brown is a successful REALTOR®, forward- 
thinking CEO, creative author, honest coach, and 
kickin’ keynote speaker. With over 18 years 
experience in the Real Estate industry, Leigh has 
successfully led her team to be one of the top 
RE/MAX teams in North Carolina as well as the 
country. In addition to her impressive Real Estate 
career, Leigh is focused on training folks to do better, 
strive to be more, and to take the reins and lead! Her 
inspirational speeches have been lauded by 
audiences around the globe.
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MS Referral Network 
Join the 
Mississippi REALTORS® 

Referral Network 
MAR's newest member service and technology tool was designed for you 
to network with and refer business to your fellow Mississippi REALTORS'. It
only takes a few minutes to log on and fill out the questionnaire to add 
yourself to the referral network. The Referral Network also helps to identify 
members with expertise in various 
specialties and interests and experience in the political arena. 

To refer business to a fellow MS REALTOR': 
msrealtors.org/Member_Services/Referral.php. 

To add your name to the list for the Mississippi REALTORS' Referral 
Network, please take a few minutes to log in at this link: 
msrealtors.org/Member_Services/Profile.php. 

You will have to log in to the system using your last name and 
NRDS number. 

Mississippi Association of REALTORS® 
PO Box 321000 
Jackson, MS 39232-1000 
www.msreallors.org 


