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President’s
Perspective

Word on the Street
REAL ESTATE NEWS BRIEFS

R

EALTORS® often
must work harder at selling themselves – their names,
faces, catchy slogans and
evidence of results – than
they do actually selling
real estate. Such is the life
of the most successful
real estate professionals.
They know that getting their image out there is essential for getting to the closing table. That’s why we’ve
filled this issue with useful personal marketing information designed to help you grow your business.
You’ll find tips on building better websites, networking, converting FSBOs, prospecting, listing and
more. Plus, several Mississippi REALTORS® share their
secrets to marketing success and provide clever, concrete examples of advertising that works.
Speaking of advertising….You won’t want to miss
the special insert inside this issue announcing a new
marketing tool for Mississippi REALTORS®: Real
Estate 4•1•1: The Mississippi Consumer’s Guide to
Homeownership. It’s a selling tool and so much
more. Helping consumers recognize that REALTORS®
are essential to the real estate transaction is a critical
part of our association’s strategic plan in 2005 (See
page 22 for a list of MAR’s strategic goals). This annual guide allows us to increase the REALTOR® profile in
communities around the state and offers useful consumer information on home buying and selling.
Advertising opportunities are available for REALTORS®, everything from yellow page-style directory
listings to business card size ads to full-page promotions. See the insert for details on how you can support
this new initiative and sell your services in the process.
In this issue we also salute those REALTORS® who
dare to dream and try new approaches to the challenges we all face in this profession: reaching new
markets, better managing our time, building better
communities and revitalizing our downtowns. In our
cover story, we profile four REALTORS® who have
turned big ideas into big successes.
And finally, I’d like to say thanks. Thank you to
many REALTORS® who took time to complete our
2004 Member & Reader Survey. The results reveal
overwhelming support for Real Estate LEADER magazine – and our association. We value your ideas and
suggestions for how we can serve you better in everything we do.
Nancy Lane, CCIM
President
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Housing market to post near-record levels in 2005
Home sales will be down from the high-water marks set in 2004 but are expected to see the
second-best year on record in 2005, according to the National Association of REALTORS®.
Existing-home sales are expected to decline two percent in 2005 from last year. New-home
sales are projected to be down 6.2 percent from 2004.
The 30-year fixed-rate mortgage is expected to rise modestly to 6.3 percent by the end of the
year and average 6 percent for all of 2005 compared with an average rate of 5.8 percent in 2004.
The national median existing-home price should increase five percent in 2005, with the annual price expected at $193,300. The median new-home price is forecast to rise six percent in 2005
to $232,100.
MAR opposes PSC action on preferred provider contracts
In response to complaints about lack of "competitive choice" among local telecommunications carriers, the Mississippi Public Service Commission has launched a proposed rulemaking
process that could adversely affect property owners. MAR opposes this effort and is leading the
Mississippi Real Estate Alliance (a group of real estate organizations) in a coordinated effort
against any measures that would limit property owners’ rights to enter exclusive preferred
provider contracts (PPCs) with telecommunications carriers.
MAR served as lead petitioner in filing opposition comments that argued any effort to ban PPCs
in multi-dwelling units would circumvent existing FCC rules and violate property owners’ constitutional rights. In practical terms, an order banning PPCs would negatively impact property owners and developers. MAR continues to monitor this issue. For the full story, visit www.msrealtors.org

LEGAL EASE
Do the right thing: Test your ethical IQ

I

f doing the right thing means you’ll lose money, will you still do the right
thing? The temptation to make a buck in a real estate deal can sometimes
cloud good judgment. Take this quiz and test your knowledge of
Mississippi License Law and the REALTOR® Code of Ethics.
QUESTION: It’s late on Friday afternoon when a well-dressed client walks into
your office and asks to list her house on MLS right away so she doesn’t miss
weekend buyers. She was recommended by a trusted friend, so
there’s no reason to verify whether she’s had an agreement with another REALTOR®, especially since you’re
working under a tight deadline, right? p YES p NO
ANSWER: No. You must ask whether she’s already represented by another REALTOR® and make every effort to determine whether she signed an exclusive agency agreement
(Article 16-9, REALTOR® Code of Ethics). A trusted recommendation and tight deadline do not justify this violation!
QUESTION: A well-known relocation company offers you an
attractive fee for compiling a market analysis on a particular
property. You’re told they’re considering a future transaction with
the property, but the company guarantees they’ll pay for your
analysis regardless of what they decide on the property. Should you
take their fee? p YES p NO

QUESTION: Finally, you’ve gotten a reasonable offer on a property you’ve had
listed for months, but now the loan officer tells you the appraisal won’t support
the loan. The two of you brainstorm for a minute and the loan officer recommends you get a new appraisal with his buddy who’ll "make the loan work."
Should you go with his suggestion? p YES p NO
ANSWER: No. Maybe you should get another appraisal, but to go with an
appraiser who’ll "make the loan work" just smacks of fraud. The corrupt loan
officer and appraiser will both go down, taking you with them.
QUESTION: A home you’ve listed for sale was widely reported as the site of a
murder-suicide 10 years ago. However, the property
owner claims he knows nothing and refuses to provide
any information about the incident on his property disclosure form. Should you disclose what you know to outof-state buyers who likely have no way of knowing the
property’s history? p YES p NO
ANSWER: Mississippi law is unclear on this point, but an
MAR proposed bill currently making its way through the
legislature would clarify that a natural death, suicide, or
homicide that occurs on a property are not material to its
physical condition, and therefore, do not have to be voluntarily disclosed (HB1470 & SB2927). Stay tuned for the
outcome on this proposed legislation n

ANSWER: No. This "market analysis" is nothing more than a broker price opinion, since it isn’t really being done in connection
with listing or buying the property. REALTORS® may not collect fees
for broker price opinions (Rule 1V. A7, Mississippi License Law).
QUESTION: Your client is a very determined little old lady who insists her
house will bring twice as much as your market analysis indicates. In frustration (and to avoid losing a client), you agree to list the house at her price,
thinking you’ll convince her to reduce the price after it has been on the market awhile. Any harm done? p YES p NO
ANSWER: Yes. Despite pleasing your stubborn client, the harm is in taking
the listing at a price you know is wildly unreasonable. This exaggeration
and misrepresentation of the property violates Articles 1 & 2 of the REALTOR® Code of Ethics. Tell the little old lady to call you if she decides to
become realistic.

New hotline attorney available to answer your legal questions:
MAR is pleased to welcome Ron Farris, partner with the
Jackson law firm of Cox, Farris and Turner, as our new
Legal Hotline attorney. Farris is a former state senator
from Hattiesburg. His current law practice specializes in
commercial and investment real estate law.

Farris

Call MAR’s Legal Hotline at 800-747-1103, ext. 25, for free and legal
information. Leave a detailed message, your name and number, and in
most cases our attorney will return your call the same day. Calls are
accepted between 8 a.m. and 5 p.m., Monday through Friday. Please read
terms and conditions at www.msrealtors.org.
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FOR THE COURSE OF
YOUR CAREER
BY JO USRY

Important updates made to MAR standard forms

I

f you are not using ZipForms, MAR’s standard forms, you may not be
protecting the interests of your client in the transaction as well as you
should. MAR’s forms are revised twice annually by a working group of
Mississippi REALTORS® who use them regularly. While minor changes were
made recently to numerous forms, the most substantive revisions were
made to the following forms:
Form F-1: Contract for the Purchase and Sale of Real Estate
• A sentence in paragraph 1 was revised to include homeowner’s insurance as an application requirement along with the new loan application.
• The option to check loan assumption as the mortgage being obtained
was eliminated but can be added to the special provisions section of the
contract if applicable.
• Language was added to the earnest money clause to be in compliance
with Rule IV D of the license law, indicating that the broker has the authority to provide the earnest money to the rightfully entitled party based upon
the terms of the contract. Any party who wrongfully terminates this contract
shall forfeit their right to any earnest money funds.
• A new paragraph was added titled Multiple Listing Service (MLS) that
provides the opportunity for the selling broker to submit the sale to the
appropriate MLS service for dissemination to the MLS participants.
• The proration paragraph was revised for clarity and replaced with the
following: All taxes, rents, and appropriate condominium or Property
Owner’s Association fees are to be prorated as of the settlement date. Seller
represents that all mortgage payments, escrow accounts and condominium
or Property Owner’s Association fees will be current at settlement date.
• The pre-closing inspections section was revised in its entirety.
Download the form at www.msrealtors.org to see the new language.
• The multi-paged counter-offer section was eliminated since many
members indicated they preferred to use the Counter Offer form already in
the Forms Library as Form F-14. Eliminating the counter offer section
allowed us to increase the font size of the entire contract and reduce the
total number of pages from seven to six.
Form F- 4: Exclusive Right to Sell Listing Agreement (MLS
Listing Agreement)
A line was added to the compensation section to allow for the payment
of an administrative fee for those brokerage firms that charge them.
Form 30: Change in Voter Registration County (new form)
In addition to the existing Voter Registration Form that is available as
Form 30A, the new Change in Voter Registration County form is now available for customers or clients who are moving from one Mississippi county
to another. n
Jo Usry is MAR’s Vice President of Professional Development. E-mail
her at jusry@realtorinstitute.org.
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Download ZipForms today
Take advantage of MAR’s ZipForm standard
forms. FREE PDF versions are available at
www.msrealtors.org. If you prefer electronic versions that can be filled in
on your computer screen, you can download the ZipForm software.
Your initial download will be FREE, then your renewal fee will be just
$59.95 annually

®

www.realtorinstitute.org
800-747-1103
Upcoming Classroom Courses
Home Inspection Pre-Licensing
Salesperson Post- License
Required CE: License Law
Required CE: Contract Law
Required CE: Agency Law
Salesperson Pre-License (Evening
Salesperson Pre-License
Appraisal Pre-Licensing
State Exam Review
GRI/CE: Technology Tour
GRI/CE: From Contract to Closing
GRI/CE: Standard Form For Dummies
(Contract Law)
Salesperson Post License
Broker Post License
Salesperson Pre-License
Salesperson Post-License
Broker A
Salesperson Pre-License
CE: Innovative Marketing Techniques
(Agency Law; REBAC elective)
Land 101
Salesperson Post License

Begins March 14 Jackson
March 21
Gulfport
April 1
Jackson
April 1
Jackson
April 1
Jackson
April 4 - May 2 Jackson
April 5 - May 15 Gulfport
Begins April 7 Jackson
April 22
Jackson
May 2
Jackson
May 2
Jackson
May 2
May 10-13
May 16-19
May 16-27
May 23-26
June 6-10
June 6-17

Jackson
Jackson
Jackson
Jackson
Hattiesburg
Jackson
Hattiesburg

June 9
June 13-14
June 13-16

Jackson
Jackson
Gulfport

CAPITOL WATCH
UPDATE ON LEGISLATIVE ISSUES IMPORTANT TO YOUR BUSINESS

M

ore than 200 Mississippi REALTORS® met
with their elected leaders on February 2
during REALTOR® Day at the Capitol to
lobby for two important pieces of real estate legislation. Here is a brief summary of priority issues on
which MAR is working in the 2005 legislative session:
Disclosure of non-material conditions –
House Bill 1470, Senate Bill 2927
Property owners must disclose a wide range of
material factors – everything from foundation
repairs to sewage systems – when they sell real
estate. But Mississippi law is rather murky regarding disclosure of factors that don’t physically impact
the property. Such non-material factors as death,
suicide, homicide or the presence of known sex
offenders create a gray zone where property owners
and real estate licensees struggle with what should
or should not be disclosed.
The current lack of clarity in Mississippi’s law
puts property owners and real estate licensees in
the untenable position of risking liability, regardless
of whether they disclose or not. MAR believes that
Mississippi law must be revised to relieve the burden on property owners and to adequately provide
the relevant information that consumers need to
ensure fair and informed property transactions.

MAR’s goal is to enact a law to clarify
Mississippi’s property disclosure law. There are two
versions of the bill making their way through the
House and Senate that make sure that certain factors are non-material, and therefore, are not
required to be disclosed voluntarily in property
transactions. At press time, both bills had passed
their respective chambers and were awaiting action
in the opposite chamber.
Penalties for practicing real estate without a license – House Bill 1057, Senate Bill
2697
Increasingly, Mississippi consumers are becoming targets of unscrupulous salespersons who either
do not hold a real estate license or who hold an outof-state license but have not properly affiliated with
a Mississippi real estate broker. State law requires
anyone engaging in the practice of real estate to
hold a Mississippi license. If a salesperson holds a
valid, current real estate broker’s license from
another state, then Mississippi law requires the nonresident broker to enter a formal cooperative
agreement with a Mississippi broker before engaging in the practice of real estate.
MAR’s goal is to create a greater deterrent to the
unlicensed practice of real estate in Mississippi by
strengthening statutory penalties for practicing real

2004 "Outstanding Legislators" honored
MAR named Representative Leonard Morris of Batesville,
Chairman of the House Committee on Medicaid, as its 2004
Outstanding Representative Legislator for his work in support of our 2004 legislative priorities and making REALTOR®-related bills a priority. His experience as a real estate
broker made him a knowledgeable speaker on the House
Morris floor about our REALTOR® bills, helping them to pass unanimously in the House last year.

estate without a license and requiring that licensees
show proof of licensure or a cooperating agreement
in order to receive a commission payment. The
Senate version of the bill (SB 2697) removed the
proposed increase in fines for practicing real estate
without a license but left in the proof of licensure.
MAR now supports the Senate version of this bill
with this acceptable amendment.
Other real estate bills to watch
MAR is monitoring the progress of three additional bills that impact real estate:
• SB 3007 requires tax assessors to assess
multi-family affordable housing according to the
actual net operating income. MAR supports this bill.
• SB 2538 addresses individual on-site wastewater disposal systems and provides flexibility in
choosing the most affordable system that meets
health department requirements. MAR supports this
bill as amended.
• SB 2020 allows a district attorney to evict tenant(s) for illegal drug activity on a property, with or
without the cooperation of a landlord. MAR has
concerns about this bill and is working with the bill
sponsors to address those concerns.
For the latest legislative update, log onto
www.msrealtors.org. n

The association honored Senator Stacey Pickering of Soso,
Chairman of the Enrolled Bills Committee, as its 2004
Outstanding Senate Legislator. Pickering sponsored our
homestead exemption bill on the Senate side in 2004. He
listened to his constituents and researched the issue, helping to build a strong case for the bill. Thanks to his willingPickering ness to ward off numerous attempts by other interests groups
to add unnecessary language to the bill, he was instrumental in getting our bill
passed.

Our 2005 champions
These legislative leaders are carrying water for us on our priority bills in the current session. We appreciate their continuing leadership.

Senator Nolan Mettetal
Sardis

Senator Merle Flowers
Southaven

Senator Walter Michel
Jackson

Rep. Jeff Smith
Columbus

Rep. Greg Snowden
Meridian

Rep. Jessica Upshaw
Diamondhead

Rep. Dirk Dedeaux
Perkinston
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Been
Been there,
there,
done
done that
that
REALTOR® Guest ColuMnists Share their Stories

To market, to market: Promote
your business with personality
By Chester Harvey, CRS
What does it take to have a
successful personal marketing
campaign? I have found from
the school of hard knocks that
there are several things to consider before you begin:
• Be yourself in your personal promotion. Don’t try
to be someone you’re not! If
you are a man who likes to
dress up with a coat and tie
everyday, or a woman who has
to be starched, pressed and
Chester Harvey, CRS, is Broker/Owner of high-heeled, then cater your
Chester Harvey REALTORS® in Ocean Springs. A advertising to let the client
REALTOR® since 1979, he markets his business know your personality. In my
case, I began my career saying
with humor and fun.
"If it isn’t going to be fun, then
I am not going to continue in this business." That was 25 years ago. I do
have fun and bring this attitude to my ads. Why else would I sit in a shopping cart with a sold sign, captioned "Shopping for a REALTOR®?" Just be
yourself and let your personality shine through.
• Be consistent. Carry your theme throughout your campaign. Use the
same type of personal promotional ad in different publications and mediums. I use the "Shopping for a REALTOR®" ad on oversized postcards,
newspaper publications, my website and even on my "Buy from me and
Move for Free" moving van. This consistency and stick-to-it-ive-ness will
brand you and keep the calls coming.
• Don’t be afraid to try something new. Why keep doing what
everyone else is doing? Be unique and original. At a seminar, you may find
an idea that would work for you. Why not bring it back to your own market? Find an idea that fits your personality and plan and use it. It is said that
imitation is the best form of flattery, so go for it. I wouldn’t suggest that you
use the same unique idea that someone else in your same market is using,
but if something hasn’t been done in your area, try it out.
• Be repetitive. I have found that to have a successful marketing campaign you need to give it three to five months of repetition for it to work. If
you want to brand yourself as the person to call when someone is "shopping for a REALTOR®," then you need to keep that image out in the public
view through different mediums and repeat it over and over again so that
it will stick. n
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And what have you learned?
Seasoned REALTOR® reflects on career success
By Richard L. Ridgway, CCIM
I turned fifty in October and celebrated thirty years in the real estate business. My brother talked me into getting my license while I was a senior in college and the rest, shall we say, is history.
What I’ve learned over the years is that success in this or any business
means you’ve determined what your skill set is, how it fits with your personality and how to use it to the best of your abilities. The greatest salesman, for
example, will typically crash and burn as a property manager. And the greatest
property manager may not have the mathematical and statistical acumen to
adequately prepare an appraisal or the farsightedness to be a developer or the
aggressiveness to be a builder. You get the point.
1. I believe it is imperative for each of us to have a clear personal assessment of ourselves: What are our strengths and weaknesses? Often the only way
to know the answer is to dive into a job and test the water. This is why I believe
there are so many licensees who drop out after their first year in the real estate
business: They just don’t fit.
2. The second critical component of a successful career path is to ask the
all-important question: Do I really love what I’m doing? People often say that
they envy me because I love what I do. Life is too short. If you’re not happy with
your career choice, change it.
3. Third, remain a student at all times. I commit myself to a minimum of
one week of education per year to further my skills. I’m not talking about continuing education for licensure, but hard core professional development. In
2004, I attended RealComm in San Francisco, a convention focused on
advanced, cutting-edge technology in real estate. In January, I asked a South
Florida-based friend and his CEO to critique my business plan in an effort to
learn from their years of experience. Doing better than you did last year means
not just working harder, but working smarter.
4. Fourth, respect that there is no substitute for hard work. Nothing. We
were made to work hard and work hard we should.
5. And finally, remember that work is not the most important thing in life.
People are. It is okay to have pride in a job well done, but if our sense of self
worth is caught up in our work or our wealth, then we have gone too far. We
should work hard at the office to facilitate our relationships. My wife and kids
know that I’ve worked hard for them, but I would never want them to think
that my work was more important than they are to me.
But enough about me….What have you learned? n
Richard L. Ridgway, CCIM, is president of Ridgway Lane
& Associates in Jackson and a past president of the
Jackson Association of REALTORS®. He is a partner in
the development of the town of Lost Rabbit and
Lakeland Commons, a 450,000 square foot regional
center anchored by Lowe's and Kohl's in Flowood.

Bagels, bananas
and business cards
There’s a better way to network
By Todd Hunt

N

etworking. It's the latest buzzword in business. Networking
lunches, networking seminars, networking after hours. People
descend on a hotel meeting room, scarf down all the shrimp and
strawberries, and leave the vegetable mini-wraps and melon balls. You
exchange business cards with anyone who has a pulse, and nobody calls
anybody back.
There's a better way to network, one that doesn't involve food of any
kind: getting involved with professional associations and your chamber
of commerce. Not just going to meetings, but working on committees.
I know, you hate working in groups. Me too. Ever since junior high
when we'd get assigned a couple partners to do a science project together. Nobody else did any work, so I'd bust my behind doing everything,
and we all shared the ‘A.’
But volunteering for committees is a great way to raise your profile
in the business community. Everyone knows that people don't buy real
estate from companies; they buy from flesh and blood REALTORS®.
People they trust. So dive into committee work with a smile, and get
known as someone who can be trusted.
I met some great folks in my previous life as a marketer. One fellow
owned a mailing house and chaired our association's newsletter committee. He volunteered to do the addressing and mailing (this was in the
old days, before newsletters were e-mailed). They went out every month
like clockwork, and we never worried about them being late.
When it came time for me to coordinate a big mailing project for a
client, to whom did I turn? The companies that ran big ads in magazines with color pictures of their mailing equipment? No, I used
my newsletter committee buddy because I knew and
trusted him.
That's not to say networking events
aren't valuable (what would chambers of
commerce do without them every month?).
It's just that some people don't grasp the concept of the elevator speech. You know – that 15-second
monologue that reveals what you do, why you're different from the competition and why anyone would want to give you their money.
I'm sorry, but "We clean carpets" or "We remodel kitchens" just
don't get my motor running. Others try to be cute... such as, "I help
CEOs sleep better at night." Sell mattresses, do you? Or, "I improve the
client's condition." Are you a fitness trainer?
I did hear one at a chamber networking breakfast that I liked a lot.
The enterprising fellow announced, "I help people find the house of
their dreams."
Much catchier than "I sell real estate," don't you think? n
Todd Hunt is a business humorist and speaker
who offers tips to improve communication and
make more money. Visit his website at
www.toddhuntspeaker.com.
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Get noticed,
get results
Powerful personal
marketing
strategies
that
work
By Sarah J. Schmidt

REALTOR® Melanie Mitchell of Starkville drives her marketing
message home with the use of a moving van.

A

t least eight out of every ten buyers and sellers will rely on the services of
a REALTOR® when searching for a home, according to the National
Association of REALTORS®. Of that number, the vast majority contact only
one agent before listing their house or engaging broker services. How can you
be the one they call first? Successful agents say effective personal marketing is
the only sure-fire way to get that first call.
Get your name out there
"No matter how much you advertise your properties, it’s your
face and name that people always recognize and remember," says
REALTOR® Vanessa Leech, broker with Leech Real Estate in
Vicksburg. She runs frequent print and electronic ads in all the
Leech
local media, including one in the weekly TV guide. "The top right corner of that inside
first page has become ‘my spot’," she jokes,
saying people always refer to that ad
when they call her.
REALTOR® Lynn DuPont, with
Re/Max Premier Group in Carriere,
gets similar responses
with a TV ad she runs on
the local charter channel. "It’s been my best
selling tool," she says.
"Not a week goes by that
someone doesn’t say
they saw me on TV."
Despite their undeniable effectiveness, media ads
can be costly, especially for small
firms or rookie agents. Leech estimates she spends close to $3,000
per month on advertising alone. DuPont says her total marketing
costs (including media advertising) account for about 75 percent of
her overall budget.
But both REALTORS® agree the return on their
advertising far surpasses the cost. Last year, Leech’s
sales topped $9 million – an impressive achievement considering she’s only been in business three
years. DuPont says her sales volume has nearly
tripled every year since she began in 1999. "It’s
unbelievable that every year has been a growth year,
but I attribute it primarily to marketing," she says.
Think creatively
Can’t spend that much on advertising? Then try
some other techniques to get your name out there.
Think creatively. That’s what people remember.
REALTOR® Melanie Mitchell, Broker/Coowner of Prudential Starkville Properties, used
M&M candies because her initials
are "M. M." Lynn DuPont rented a
billboard that said, "Guess Who’s
Selling Real Estate?" REALTOR® Doris
Hardy and her agents at CENTURY 21 Doris Hardy &
Associates in Columbus, built a five-foot tall gingerbread house last
Mitchell
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Christmas, complete with electrical lights and street lamps, handcrafted furniture and wall-to-wall carpeting. It’s the perfect dream home, and it’ll be on display every holiday season at the local library. The message: the REALTORS® who
built this dream home can help you find one of your own!
"I try to find something different that will set myself apart," says Melanie
Mitchell. As the co-owner of a new firm in Starkville, she now applies her creative energy to distinguish the company. Last summer, she and partner Judy
Webb bought a 15-ton moving van and painted their logo on the side with the
message, "Choose Prudential and use this truck for free!" When clients aren’t
using the van, Mitchell and Webb drive it in community events like the Christmas
parade, where they deck it in lights run by a generator in the back. They recently loaned it to the Lyons Club and the Junior Auxiliary to haul charity supplies.
"We’ve had great community response to the van, and we just love coming up
with new ways to use it," Mitchell says.
Once the creative juices start flowing, focus on things that help the client and
you’ll come up with some truly effective marketing ideas, advises Hardy. "We
went through an era in the ‘90’s when all the marketing was about us … how
good we were, how we were number one in sales, etc. Fortunately, that cycle has
come and gone," Hardy says. "Now, it’s all about how we can better serve the
customer: them, not us."
That point underscores the whole rationale
for personal marketing: to connect with people
who need your services now or in the future.
They’re more likely to connect if you show them
how you can help, rather than wow them with
the number of houses you sold last year. Hardy
recommends listening to the needs and wants of
your clients, then brainstorm ways to address
those needs. "If you can’t identify the needs of
your own clients, you’ll never come up with any
creative ideas for marketing to the potential
clients you’re trying to attract," Hardy says.
Visions of sugarplums lead
prospects to REALTOR®
Doris Hardy’s door
in Columbus.

Provide outstanding service
Some marketing ideas may be more effective or affordable than others, and of course the
same approach won’t work for everybody, but one principle always stands true:
No amount of marketing will overcome poor service. "You can do all the marketing in the world, but if you don’t have satisfied clients, it won’t matter,"
Mitchell stresses. Her work philosophy is to value every client and treat each
one with the same level of service, "no matter if they’re looking for a $30,000
starter home or a $300,000 mansion," Mitchell says.
Mitchell, Hardy and DuPont agree that service is the bottom line in any marketing plan. Personal marketing ensures you get that first call from potential
clients, and creative advertising positions your name positively in the public’s
consciousness. But customer service generates the return clients and referrals
that will grow your business well into the future.
Leech couldn’t agree more. One of the biggest complaints she hears from
new clients is that other agents didn’t return phone calls. "People value communication." Leech says. "And they don’t hesitate to find another REALTOR®
who’ll provide what I consider one of the most basic components of customer
service." n

Eight personal marketing
mistakes to avoid
1. Don't assume the future will duplicate the past. Last year's
clever marketing ideas may be ineffective today.
2. Don't follow the herd. What works for the top producer down
the hall might not be appropriate for you.
3. Don't stretch beyond your time and financial resources. It will
only lead to frustration.
4. Don't let market conditions dictate your marketing efforts.
Personal marketing should be done consistently, good times
or bad.
5. Don't stuff your plan in a file and forget about it. Your plan is
a blueprint for achieving your goals, not an end result.
6. Don't reuse the same plan year after year. You'll need to
expand your efforts as your business grows.
7. Don't bury your marketing message in industry jargon.
8. Don't focus on a laundry list of your professional credentials.
Source: National Association of REALTORS®

Evaluate your personal marketing plan
The world's greatest personal marketing plan can still be a flop if the
message is ill-conceived or the materials are poorly produced. Here
are six questions to ask yourself about your marketing materials:
1. Customer-driven or ego-driven?
2. Unique reflections of your personality and focus or
indistinguishable from countless others?
3. Strong emotional appeal or a resumé?
4. Targeted to a clearly defined market niche or general and
vague?
5. Focused on what you offer that benefits the customer or all
about you?
6. Professional and appropriate to your target audience, or junk
mail?
Source: National Association of REALTORS®
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The listing test: Do you pass muster?
If listing is the key to real estate success, you better be good at it.
Take this quiz to find out how you stack up.
1. When you encounter objections, what should you not do?
A. Have answers ready to address the most common objections.
B. Arm yourself with statistics and illustrate politely why sellers'
perceptions are inaccurate.
C. Argue each objection point-by-point and prove your prospect wrong.
D. Tell the truth in an attractive way.
2. How many times should you contact a FSBO before you give up?
A. Twice.
B. Once a month until the property sold.
C. Every day.
D. When the house has been on the market for at least 60 days without
selling.
3. Which items should a prelisting package not include:
A. A brochure that outlines your background¸ how long you've been
in the industry¸ and your business philosophy.
B. Letters from prominent people praising your services.
C. Information about your website.
D. Your full PowerPoint presentation that prospects can review before
your arrival.
4. When pricing a home, you shouldn't consider:
A. The property's condition.
B. How much you need to make this month and how this sale will affect
your bottom line.

C. The market conditions¸ whether you're in a hot or slow market¸ and if
values are rising or falling.
D. How the property stacks up against others currently on the market.
5. You should consider cutting your commission when:
A. You know the sellers are in a financial bind.
B. Never. You work hard¸ bring an expertise to the job¸ and deserve to get
paid what you're worth.
C. Sellers threaten to sell the property themselves if you won't cut your
commission by one percent.
D. Sellers show you that your competition has already agreed – in writing –
to reduce their commission.
6. As an agent of the seller you must:
A. Act in the best interest of the seller.
B. Disclose all relevant information on the sale to the seller.
C. Negotiate in good faith on the sellers' behalf.
D. All of the above.
7. What's the best way to build rapport during a listing
presentation?
A. Ask a great many personal question of the prospects.
B. Mirror the demeanor of the prospects and adapt to their personalities.
C. Invite them out for a meal.
D. Repeat back everything the prospects say¸ exactly as they say it.
8. A fee-for-service arrangement can include:
A. Charging an hourly fee to conduct an open house.
B. Charging for a CMA.
C. Charging for a consultation about how sellers can remodel or refresh
their home to prepare it for sale.
D. All of the above.
Answers:
1. C, You want to politely counter sellers' objections with facts, not get
into a combat situation.
2. D, Call FSBOS regularly to keep your name in front of them and
establish a relationship. But wait until the property has been on the
market a while and their frustration level has risen before asking
again for their business.
3. D, You want your prelisting package to give prospects an introduction
to your background and services. Save the full presentation for the
face-to-face appointment when you can walk prospects through your
marketing plan step-by-step.
4. B, The market and the house's condition are the main factors that
affect prices.
5. B, You work hard for your money. You should be able to make
a living and charge what you're worth.
6. D, All of these responsibilities, plus the timely transfer of money and
the requirement of due diligence are part of an agent's responsibilities.
7. B, A key to establishing rapport with anyone is to put them at ease by
creating a comfortable environment with similar demeanor.
8. D, If you want to offer a fee-for-service arrangement, break down the
steps of the marketing and selling process and assign an appropriate
fee for each service you're willing to provide to sellers.
Source: National Association of REALTORS®
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To prospect or not to prospect?
Answers every REALTOR® should know
Unless you have all the business you can handle already and don't
need any new clients, it's time to test your prospecting savvy.
Should salespeople prospect only when times are slow?
No. What's important with prospecting is to be consistent and do it every
day. Don't wait until you need business. Many experts suggest prospecting
one to two hours a day, either by phone or personal contact.
Is it okay to tell prospects you have a buyer for a certain type of
house even if you don't have such a client?
Never. The REALTOR® Code of Ethics forbids prospecting under false pretenses. Always be honest; if the prospect learns you were lying, you will lose
all credibility. Instead you might say that you have had several buyers in the
past who found a certain type of house appealing and that it is a very popular style at the moment.
Is it true that one out of every five FSBOs eventually uses a real
estate professional to sell their homes?
Yes. NAR found that 28 percent of FSBOs eventually used a real estate professional. Many FSBOs become frustrated because of the time involved in
showing homes and the expense of advertising. They also may realize that
the salesperson offers transaction knowledge that makes the sales process
easier.

Is 7:30 a.m. the
best time to
make cold calls
since most people are home
then?
No. The federal
Telephone
Consumer Act
prohibits telemarketing calls
before 8:00 a.m.
Many experts
believe that
Saturdays between 10:30 a.m. and 1:00 p.m. and weekdays between 7:30
and 8:30 are the best time to call prospects. And refer to Do-Not-Call rules
and regulations before dialing!
Is providing a market analysis report in return for an e-mail
address a more effective way to reach prospects than telling
them to look for the information on your website?
Absolutely. Websites allow prospects to remain anonymous; you acquire no
information that will allow you to follow up with them. Getting an e-mail
address also gives you an e-mailing list for future prospecting efforts.
Are homebuilders a good source of business for a salesperson?
Of course. Homebuilders are seldom experts in real estate sales and will
usually welcome a cooperative venture with an energetic salesperson.
Homebuilders often prefer to concentrate on building rather than sales.
Learn more about construction and building terms before approaching a
homebuilder for business.
Should you use codes to track the effectiveness of your
prospecting efforts?
Yes. Tracking responses with codes are the most effective way to determine
the success of your marketing effort. Be sure that you determine the source
of every response you get – calls, direct mail, walk-ins – and code them
into a database for later analysis.
Should salespeople stick to only one form of prospecting so that
they can track the effectiveness of the method more easily?
No. Crossmarketing – the use of mail, phone and face-to-face contact to
complement each other – is the most effective way to prospect. Experts
often suggest sending one to three direct mail efforts and then following up
with a phone call or a request for an appointment once you have built some
initial name recognition.
Source: National Association of REALTORS®
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Triple your
income in two
easy steps
By Terry Watson, ABR, CRS

N

o matter where I go, agents seem to ask me the same question:
How can I make more money, faster? Here are two simple ways to
accomplish that objective:

• Negotiate, negotiate, negotiate. Your ability to negotiate could be
the single most influential thing you can do to catapult your career.
Negotiation affects every facet of the real estate transaction yet so few
agents decide to master it. You can be a marketer extraordinaire but if you
can’t get the sellers to sign the listing agreement, then what’s the point?
I suggest that REALTORS® take at least two or three good quality negotiation classes per year. The average agent may take a class once every
seven years – or never. And they wonder why they are not top producers?
Why take classes every year? The same reason we go to church every
Sunday. We don’t get it the first go-round. The best negotiation class ever
written, in my opinion, is by Chester Karrass (www.karrass.com) and is
entitled Effective Negotiating. The best book ever written on the subject
is In Business As in Life, You Don’t Get What You Deserve, You Get
What You Negotiate also by Karass (Note: The book is provided when you
sign up for the class and used copies are available at Amazon.com.)
Another must read is the book Influence by Robert Cialdini. This book
has over a decade’s worth of research on how you get people to do things.
If you are in sales, consider this the sales bible. If you attended the above
seminar and read these books, I would not want to be sitting across the
table from you in any negotiation.
• Have a Generation X-friendly website. The average first-time
homebuyer is around 32 years of age (Generation X means you were born
between 1965 and 1980). Gen Xers brought technology to real estate and
they live on the web. And yet, so many agents lose a tremendous amount
of business because of a poor website. I believe 97 percent of real estate
websites are painful to visit and repel visitors like garlic to a vampire.
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“I believe 97 percent of real estate websites are
painful to visit and repel visitors like garlic to
Terry Watson, ABR, CRS
a vampire.”
Here is a list of seven things any good REALTOR® website should have:
1. A privacy policy. Without one, visitors often give bogus names on websites. The most common name entered on mandatory address books is
Mickey Mouse since consumers have no idea what will be done with their
personal information. I have personally typed the name Peter Parker more
times than you can imagine.

Terry Watson, ABR, CRS, is founder and president of
Watson World Inc., a real estate and leadership training
company. He is a Chicago-based veteran trainer, real
estate broker and nationally recognized speaker who will
speak at MAR’s Convention & EXPO on Sept.17. Visit his
website at www.terrywatson.com.

2. Proof of membership in the Better Business Bureau. The real estate
profession has never been at the top of the list when it comes to trust and
integrity. That’s why I suggest that every REALTOR® join the Better Business
Bureau and purchase their web logo and privacy policy logo. This provides
an unprecedented level of instant credibility for around $300.
3. Your phone number on the header of the home page and every subsequent page. It is unbelievably irritating to have to search for a phone
number. Also, make sure your site has a link that says "contact us." And
don’t list the phone number with a clever phrase like 1-800-CALL-ME without also listing the numerals. Sending Gen Xers back to kindergarten to go
on an unwanted treasure hunt to figure out corresponding letters and
numbers is a big mistake!
4. A humor section that can be e-mailed to a friend. Everyone loves a
good clean joke. And having a few jokes available on your website means
that your contact information can be sent around the world at no additional cost.
5. A recommended reading list with pictures of the books and links to
Amazon.com. Don’t hoard the knowledge! Educating consumers is a very
smart approach.
6. A real estate glossary of terms. This allows you to explain often confusing real estate language to the consumer.
7. Testimonials with pictures differentiating you from the competition. Learn from a good infomercial. Testimonials work!
Follow this advice and next you’ll want to know how to invest all the money you
are now making in real estate. Isn’t it about time you had a tax problem? n
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COVER STORY

By Sarah J. Schmidt

Too far-fetched. Wouldn’t work. Crazy idea. Sound familiar? They're the most common
ignored those fatal words, turned their crazy, far-fetched ideas into reality, and found

R

EALTOR® Doris Hardy, broker of CENTURY 21 Doris Hardy & Associates
in Columbus, attracts countless FSBO sellers as clients thanks to many
innovative ideas she’s implemented during 19 years in real estate. Her
ideas stem from one simple principle: be sensitive to the customer’s needs. "The
best selling techniques are those that
REALTOR® Doris Hardy
people feel we do for them, not to
them," Hardy says. She reaches
CENTURY 21 Doris Hardy & Associates
FSBO customers with information
Columbus
and services that directly benefit
19 years in the business
them. "Regardless of whether they
Reaching FSBOs with creative marketing
become a client on the FSBO, they
remember I was there to help even
when it wasn’t in my best interest, and they come back later on," Hardy reveals.
One of her most effective tools is a unique gift basket
made from a tennis shoe that she leaves at the FSBO’s
front door. "I buy $2.99 tennis shoes at Wal-Mart,
then fill them with office goodies (pens,
notepads, etc.),
and wrap them
in cellophane
gift baskets,"
Hardy explains.
She attaches a
clever note with
the punch line,
"Please allow
me to get my
foot in the
door." Another
giveaway
attracts sellers with
expired
listings.
For these,
Hardy
sends
On the cover: REALTOR® Doris
Hardy of Columbus doesn’t let
her selling sizzle fizzle.
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continued on
page 18

R

EALTOR® Jerome Kittrell, of Winstead Realty in
Meridian, spent years investing in Florida beach houses
and vacation homes. One, in particular, caught his eye:
a unique development in the Florida panhandle known as
Seaside. "The architecture reminded me of my grandmother’s
home, and the neighborhood was like the one where I grew
Kittrell up in Meridian," Kittrell explains. "My own kids never experienced that kind of life because our generation became so mobile. Seeing families enjoying life in Seaside, the way
I remembered it as a kid, made me REALTOR® Jerome Kittrell
wish we could have that back Winstead Realty
again." And thus, the idea for a new
Meridian
development was born, but it would
take Kittrell more than a decade to Two years as agent; 15 years as investor
Developing nostalgic neighborhood using
shape the idea into a plan.
"For years, I couldn’t get this new urbanism design
idea out of my head," Kittrell
laughs. "I talked to a lot of people, and every single one had the same response,
so I began to believe this could really work." Then he stumbled across a tract
north of Meridian that was perfect. "It had trees, it had a pond, it had rolling
hills – everything I’d imagined for this nostalgic neighborhood." Kittrell bought
it, knowing he was committing to his long-time pipe dream. Soon, however, he
connected with an engineering firm that put his ideas on paper.
Working with engineers at Eco Systems, an environmentally-conscious firm
based in Jackson, Kittrell’s idea blossomed into a million-dollar, 40-lot residential development called The Commons (www.thecommonsmeridian.com). It’s
one of the first "new urbanism" developments in Mississippi, mixing commercial
continued on page 18

Homes in The Commons in Meridian will resemble this one
in Seaside, a development in the Florida panhandle.

killers of a new idea. But four Mississippi REALTORS ®
success. Here’s how they did it....

W

hen REALTOR® Mike Peters, of Peters Real Estate in Jackson, bought
an old building near downtown Jackson he didn’t know exactly what
he’d do with it. "I was working on a project in Clinton at the time,
and somebody told me about this building, so I drove down and put a bid on
it, never expecting anything to come of it," Peters recalls. What eventually
emerged, under Peters’ innoREALTOR® Mike Peters
vative direction, is a cool spot
Peters Real Estate
now known as Fondren Corner
that combines retail and office
Jackson
space with residential apart22 years in the business
ments.
Planned Fondren Corner, unique
Peters got the idea for this
commercial/retail multi-use
mixed-use development from
sites he’d seen while vacationing in other cities. If it worked elsewhere, he reasoned it would work in Jackson, even though no one had tried it. He realized
he was onto something big when 100 applications arrived the first day the apartments were advertised – and that was only for 16 units. Ranging between 800
and 1,500 square feet and renting for between $950 and $1700 per month, the
apartments have never been empty.
The apartments are adjacent to a garden deck on Fondren’s top floor that
provides beautiful views of the city. Two floors of offices separate the apartments

Vicky D. King/The Clarion Ledger

continued on page 18

The renovated Fondren Corner building is located at the corner of
North State Street and Fondren Place in Jackson.

S

ome of REALTOR® Lynn DuPont’s best ideas come out of
nowhere. "I have plenty of good ideas," she says, "but
they don’t usually come to fruition until something
develops later to confirm my idea." That’s how the concept of
a virtual assistant evolved. She’d been working with the
Re/Max Premier
DuPont Group in the Lynn DuPont
Picayune area for five years and Re/Max Premier Group
had doubled or
Carriere
tripled her busiFive years in the business
ness every year.
Hired virtual assistant to handle marketing
Maintaining that
pace, while also
juggling her website management
and marketing
became overwhelming.
"I
knew I needed to
hire someone,
but I couldn’t
afford the time it
would take to
train and manage
another person,"
DuPont explains.
Then she heard a business speaker talk about the value of a virtual assistant, and
she started imagining how she might apply that in her real estate practice to
relieve her marketing woes.
A virtual assistant is an independent entrepreneur who provides administrative, creative and technical services much like a traditional office assistant. The
only difference is that a virtual assistant uses advanced technology for communication and data delivery, meaning the virtual assistant works from his or her
own office on a contractual basis. "What enticed me about the arrangement was
that she could do all those marketing things I’d been struggling with, which
would free me up to work with clients and sell real estate," DuPont says. "It just
made sense to hire someone who already knew how to do these tasks efficiently, rather than train someone new."
continued on page 18
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continued from pages 16 & 17
small red mailing tubes with a piece of thick rope knotted on one end
to look like a firecracker. A note on the inside reads, "Your listing has
fizzled. Call me to see how we can regenerate the spark."
Hardy says people respond to these approaches because they’re
so personal and creative. "Technology has given us the ability to
reach greater numbers, but it’s not very personal. We’re in an era

now that values a more relationship-driven marketing plan," Hardy
says. "Instead of technology defining the game, it’s providing the support for building customer relationships. It’s a much nicer way to do
business."

Kittrell with residential in a way that preserves the nostalgic feel of neighborhoods from decades past. Similar projects in Jackson and
Hattiesburg have also been successful, but Kittrell’s is the first in
Meridian. Lots in The Commons are selling at about $40,000. Homes
will average between 1,500 to 3,500 square feet and sell in the
$200,000 range. Now that he just broke ground on the first spec
homes in February, Kittrell sees his persistence and patience paying

off. "The seed for this idea was planted years ago, but it took a long
time for all the pieces to fall into place," Kittrell says.
His advice: "Don’t be afraid to try a new idea, and don’t get discouraged if it takes awhile to make it happen."

Peters from the bottom floor of shops and restaurants. The whole project
consists of 60,000 square feet, which has been filled to capacity since
the day it opened. Peters thinks it’s the convenience and architecture
of the downtown area that makes Fondren so popular.
Although buying and renovating an old building carries certain
risks, Peters says it’s not as risky as it seems when "you use sound

judgment and economics and get the right people advising you on all
the angles." Ultimately, he says, "you have to dive off the edge and be
prepared to grind out hard work to make it happen."

Hardy

DuPont

DuPont’s Chicago-based virtual assistant handles all of her marketing, including website management, electronic communications
with clients and other REALTORS®, electronic troubleshooting and
weekly feedback reports to clients as their homes show. "I’ve never
met her, but it’s like she’s in the next office," DuPont says. "Of course
I knew the value of having an assistant, but I’d never considered a virtual assistant until I heard that speaker. I thought the concept would

work great in real estate, especially for the technical marketing
expertise I needed at the time."
Want a virtual assistant of your own?
Visit the International Virtual Assistants Association website at
www.ivaa.org for more information.

Register by
August 1st
and SAVE!
Register at
www.msrealtors.org.

Rooted in
Real Estate

REALTORS®Enriching Mississippi's
Quality of Life

CONVENTION & EXPO
Sept. 14-17, 2005 • Natchez
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FOR THE
TECH OF IT

B Y M I K E D E L A M AT E R

12 tips for effective e-mail marketing
E-mail, when not overused and abused, can be an effective marketing and
communications tool for REALTORS®. It’s a timely, convenient and low-cost
means of reaching clients and customers on their terms. Here are some quick tips
to keep in mind before you press “send”:
1. Use the “subject” line to state the purpose of your message. Grab the recipient’s attention in five words or less. Avoid using exclamation points, dollar
signs or ALL CAPITAL LETTERS.
2. Keep your message brief and to the point. Value the person’s time on the
receiving end and you’re more likely to get a timely response.
3. Personalize your e-mail correspondence as much as possible. Nothing sends
the recipient’s fingers to the “delete” button faster than what is obviously a
generic, mass-produced message.
4. Include your complete “signature” (name, company, phone numbers, fax
number and website) at the bottom of every message.
5. Never change or remove the file extension of any attachment that you send
with an e-mail message. If you remove the extension – such as “.doc” – the
recipient's computer won't know which software to use to open that file.
6. Proofread your e-mail. Grammar, punctuation, spelling and proper business
etiquette are just as important in electronic communications as they are on
paper and in person.
7. Include a hot link in your e-mail messages, so recipients can go directly to
your website for more information.
8. Encourage recipients to forward your e-mails. Referrals are a great way to
get new business when a recipient passes on your information to friends, family and colleagues who may be interested.
9. Avoid fancy fonts, formats and designs. Every e-mail system is not the same,
so what looks great on your screen could be a complete disaster on the receiving end. Plain text, although not as pretty, will get past SPAM filters that might
block other mail formats.
10. Don’t joke. What may come across as humorous in person may not translate in an e-mail. You may not share the same sense of humor and you run the
risk of offending someone with different morals or cultural values.
11. Check your own e-mail regularly. Learn how to access your own e-mail
through your internet service provider's website, so you'll be in touch even if
you're out of town.
12. Most of all, never send unsolicited e-mails. Always ask permission before
adding a prospect to your e-mail list.

Schwartz,
Orgler
& Jordan PLLC
Attorneys at Law

15487 Oak Lane Drive, Ste 200 I
Gulfport, MS 39503
228-832-8550
2355 Pass Road, Suite B
Biloxi, MS 39531
228-388-7441

Mike Delamater is MAR’s Systems Administrator. E-mail him at
mdelamater@msrealtors.org.
Can-Spam Act e-mail requirements
The Can-Spam Act requires the following be included in any commercial e-mail:
• A legitimate return e-mail and physical postal address
• A clear and conspicuous notice of the recipient’s opportunity to “opt-out,”
that is, to decline to receive any future messages
• A mechanism that may be used or an e-mail address (active for at least 30
days after message transmission) to which a recipient may send a message
requesting not to receive any future e-mail messages from the sender
• A clear and conspicuous notice that the message is an advertisement or
solicitation
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COMMERCIAL
REAL ESTATE REPORT
BY BETH HANSEN

T

he Mississippi chapters of commercial institutes, societies and councils
and the Mississippi Commercial Association of REALTORS® have all hit
the ground running in 2005 with programs designed to engage and educate commercial real estate professionals. Here’s what’s going on in their
organizations:
IREM
The Mississippi Chapter of IREM, led by President Michael Johnson of
Jackson, began the year with a recruitment breakfast in January. Attendees
heard from National IREM Past-President David Lane, who spoke about the
benefits of IREM membership and designation programs and what the organization has meant to his professional development. The chapter is hosting current National IREM President Tony Smith in February and has programs
planned for the remainder of the year focusing on various property management topics.
RLI
Paul Goodwin of Jackson leads the Mississippi RLI Chapter, and its calendar includes meetings focusing on CRP programs, timber valuation and management and land listings. The group will visit Leland and Hattiesburg for
meetings focused on unique land development issues in those regions of the
state. The chapter will also host an ALC designation course and co-sponsor
another "Land 101" course with the Mississippi REALTOR® Institute.
CCIM
Mississippi CCIMs also have a number of educational events on their cal-

endar, sponsoring "CI Intro" in early March and making plans to hold "Site To
Do Business" training events as well. The chapter will host one of CCIM’s oneday courses in the fall, providing a unique opportunity for the CCIM Institute
education that is second to none in the commercial investment realm. A variety of chapter meetings and social events are also planned in various areas of
the state. The chapter is led in 2005 by President Brian Estes.
MCAR
Finally, the Mississippi Commercial Association of REALTORS® continues to
offer top notch continuing education programs with commercial emphasis
along with networking events in various areas of the state. Their commercial
information exchange, CCIMNet, continues to grow, and has developed into an
important source of information about available commercial properties in
Mississippi. The group monitors state and local issues that impact commercial
development and continues to work on development of standard forms for use
in commercial transactions. Russell Wilcox serves as MCAR’s 2005 President.
If you have an interest in any type of commercial real estate, you’re sure to
find a Mississippi group of active, like-minded professionals who would welcome your participation. For additional information about any of these groups,
feel free to contact me at 601-932-5241. n
Beth Hansen is MAR’s Director of Local Board Services and is Executive
Officer for MCAR, CCIM, CRS, IREM and RLI in Mississippi. E-mail her at
bhansen@msrealtors.org.

VETERANS’ HOME
PURCHASE BOARD
“Helping Mississippi Veterans Purchase Homes
With Mortgage Financing Since 1946”

FREE CONSULTING!
Fred Salvo Associates offers free insurance
consulting to all Mississippi REALTORS®.

30-Year Rate: 4.50%
15-Year Rate: 4.00%
Loan Limit: $195,000
0% down payment with VA loan guaranty
Mortgage rates are subject to change.

P. O. Box 54411
3466 Highway 80E
Pearl, MS 39288-4411
Phone: 601-576-4800
Fax: 601-576-4812
E-mail: vhpbinfo@vhpb.state.ms.us
Website: www.vhpb.state.ms.us
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• Individual Major Medical
• Group Major Medical
• Medicare Supplement
• Long Term Care
• Short Term Medical
Please contact us at the following:
Fred Salvo Associates
1583 E. County Line Rd., Suite B
Jackson, MS 39211
601.956.9217
www.fredsalvo.com

Headliners
Five new MREC commissioners appointed
In the first complete turnover of commissioners in the history of the Mississippi Real Estate
Commission, Governor Haley Barbour appointed four REALTORS® and a Desoto County developer to
serve four-year terms on the five-member Commission.
Developer Al Gilless of Southaven was appointed to serve the remaining term of the at-large seat
vacated by Crye-Leike broker Lynette Magee of Southaven, who resigned the seat in December. Gillis'
term begins immediately and runs thru mid-2007.
The other four new commissioners were appointed from a list of qualified REALTOR® candidates
whose names were submitted to the Governor by MAR. Appointed to terms that begin July 1, 2005
and run through mid-2009 are:

MEMBERS IN THE NEWS
15 named to 2005
LeadershipMAR class
Fifteen Mississippi REALTORS® have been selected as
members of MAR’s leadership development program:
Robert Andrews
Robert Andrews Realty/GMAC
Greenville
Drew Ballard
Century 21-Billy Haynes Realty
Southaven
Brandon Brown
T.L. Brown Properties
Brandon

Gary Murphree
Houston
First congressional district

Jennifer Decker
Hunter Realty
Tupelo
Dee Denton
Prudential-Good Earth Realty
Ridgeland

John M. Dean, Jr., ALC
Leland
Second congressional district

Michael Flannes
Nancy Lane Commercial Realty
Jackson
Douglas Goodwin
Crye-Leike Properties
Starkville

Larry Edwards
Jackson
Third congressional district

Deborah Ivy
ERA Real Estate Professionals
Clinton
Mark Cumbest, ALC
Pascagoula
Fourth congressional district

Anna Long
Lynn Pace Real Estate, Inc.
Cleveland

While it's unusual for more than two commissioner terms to expire in the same year, former
Governor Ronnie Musgrove appointed some current Commissioners to partial terms, resulting in
four commission seats becoming available at roughly the same time this year. Governor Barbour has
chosen to continue the concurrent terms with the four regular appointments he has made.
In addition to Magee, retiring commissioners are Bill Leech, Aberdeen; Patricia Burton,
Greenville; Noggin Wild, McComb; and Lenny Sawyer, Gulfport. MAR appreciates their dedicated and
distinguished service to the real estate profession.

Sarah McArthur
McArthur Real Estate, LLC
Gulfport
Patrick McKinney
McKinney Realty Inc.
D'Iberville
Keiko Palmero
Keiko Palmero & Associates
Gulfport
Pat Steward Pearce
Prudential Magnolia Realty & Associates, Inc.
Tupelo

Magee

Leech

Burton

Wild

Sawyer

Terry Phillips
Mississippi Real Estate Exchange
Oxford
Elaine Sones
Poplarville Realty
Poplarville
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ASSOCIATION NEWS
REALTOR® license plates raise $18,000 for
Habitat for Humanity in Mississippi
More than $18,000 has been donated to Habitat for Humanity in Mississippi
as a result of more than 750 REALTORS®' purchasing REALTOR® license plates around the state.
Communities that benefited directly included
Jackson, Leland, Hattiesburg and Tupelo. These
Habitat affiliates built and delivered 39 homes in
their communities. Additional funds are also committed to the Corinth-Alcorn
Habitat affiliate, and the grant will be distributed once they are in the process of
building their next home. Prentis County, Golden Triangle and Pearl River
County are slated to be the next recipients of REALTOR® car tag-related funds.
Thank you to the many REALTORS® who have supported this important
housing opportunity initiative. But we can do better! If you haven't purchased
your REALTOR® license plate already, drop by your local tax collector's office
today. Be sure to bring your business card with the REALTOR® logo on it for
proof of membership.

• 93 percent of respondents rated MAR services/programs as extremely
important
• 93 percent of respondents were either extremely satisfied or satisfied with
the MAR staff
• 96 percent of respondents are either extremely satisfied or satisfied with
the quality of MAR member communications
• 94 percent of respondents rated Real Estate LEADER magazine as either
good or excellent
• 72 percent of respondents chose either classroom or online courses
offered by the Mississippi REALTOR Institute as their primary source of real
estate education
• 75 percent of respondents were extremely satisfied with their fair share
investment
• 69 percent of respondents indicated they are more likely to vote for a
MARPAC-endorsed political candidate
• Biloxi/Gulfport rated as the number one MAR Convention & EXPO destination choice

MAR sets strategic goals for 2005
MAR’s executive committee and advocacy group chairs and vice-chairs met
in December to set the organization’s strategic goals for 2005. The seven goals
met with the full support of the board of directors at the February meeting:
1. MAR’s operational/financial/leadership platform is sufficient to support
mission and strategic goals.
2. Members are trained, competent, and professional in serving their
clients/consumers.
3. Consumers know REALTORS® are essential to the real estate transaction.
4. Mississippi REALTORS® are distinguished by their commitment to the
highest ethical standards.
5. MAR is the primary driver of real estate related policy, legislation and regulation in Mississippi and is effective in protecting its members.
6. Members are equipped to manage legal and other risks in their real estate
practice.
7. Members perceive value in all association services, programs and interactions; membership enhances their ability to be successful.

Top 10 MAR association benefits/services members utilized in 2004 (ranked
in order of popularity):
1. Mississippi REALTOR Institute Education
2. Real Estate LEADER magazine
3. MAROnline (www.msrealtors.org)
4. MARPAC
5. ZipForms (Standard Forms)
6. MARDigest (electronic newsletter)
7. Convention & EXPO (had it not been cancelled)
8. Legal Hotline
9. REALTOR® Day at the Capitol
10. Mississippi Living Network

'Smart Growth' conference set for May 17
In partnership with the Mississippi Economic Council, Mississippi Development
Authority and the Mississippi Municipal League, MAR will host a day-long smart
growth conference on May 17 in Jackson. The event is designed to convene the
state's legislators, planning and development experts, local elected officials, economic developers, REALTORS® and builders to explore how Smart Growth principles can enhance economic development and quality of life throughout
Mississippi. Topics to be addressed include: downtown and neighborhood revitalization, impact fees, economic factors, municipal and non-municipal growth
policies and housing strategies. Contact MAR at 601-932-5241 for details.
Survey says: MAR is valued by its members
Thanks to all of the members who completed our 2004 Reader & Member
Survey. Our report card was overwhelmingly positive and the constructive criticism we received will help us serve you better in the future. Here are some survey highlights:
• 91 percent of respondents are either extremely satisfied or satisfied overall with MAR
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And the winners are….
REALTORS® who took time to complete the survey were entered into a drawing for two weekend getaway packages compliments of Historic Natchez on the
Mississippi, host of the next MAR Convention & EXPO, Sept. 15-17, 2005.
Congratulations to our winners!

Sue Durbin
Owen & Company
Gulfport
Natchez Festival of Music Package ($1,100 value)

Ron Renfrow
Bailey Williams Agency
Corinth
Natchez Blues Festival Package ($900 value)

YOUR NECK OF THE WOODS
Local Board & AE Forum
In Mississippi, there are 20 local boards servicing REALTORS® in every corner of the state. Here’s what’s going on in their communities:
Biloxi-Ocean Springs
We held our very successful Awards Banquet for the
Million Dollar Club Award on March 1 at the Grand
Casino.
Clarksdale
No information provided.
Cleveland
No information provided.
Four County
We started the new year with a great outlook for
homes selling. Our new officers and committee
members are settling into their positions and are
learning more about the inter-workings of a local
board. Enthusiasm reigns.
Golden Triangle
2005 Board President Ann Davis, GTAR staff and
several other members enjoyed participating in
MAR’s REALTOR® Day at the Capitol in Jackson in
February. This year we are partnering with Habitat
for Humanity. Thanks to a $2,000 grant from REALTOR® license plate sales, we are off to a good start
and are working to provide additional funds and
hands-on workers. Congratulations to Doug
Goodwin who has been chosen to participate in the
prestigious LeadershipMAR 2005 class.
Greenville
Congratulations to the following: AE Paula Davidson
will attend NAR’s annual AE Institute in Vancouver in
March on a scholarship from MAR. Robert Andrews
was selected to participate in LeadershipMAR and
John Dean was appointed by the Governor as
Second Congressional District Real Estate
Commissioner beginning in July.
Greenwood
No information provided.
Grenada
No information provided.
Gulf Coast
Under the leadership of President Martin Jones, the
Gulf Coast Association is off and running. The Gulf
Coast Association is "Alive in '05". Our members
have stepped up to the plate with more than
$15,000 already contributed to MARPAC and more
than 100 members receiving Top Producer Awards.
Our Community Development Committee is working
on our Third Annual Charities Golf Tournament and

our Affiliate Committee is planning our first "REALTORS® Night Out".
Hattiesburg
The Hattiesburg Area Association began the year
with its annual Top Producer Banquet. We also
changed MLS vendors. 2005 President Dottie Farris
is working with the membership on a new strategic
plan for the association. MARPAC donations have
been coming in steadily and we now have the challenge to make or break our record on Sterling R
donations.
Jackson
The Jackson Association is making the switch from
a printed MLS Book to a CD-ROM based digest of
properties in lieu of a bi-weekly book. Jackson uses
Marketlinx as its MLS provider, giving Jackson MLS
members a complete internet and browser based
MLS system. JAR will begin offering classes in PDA's,
browser-enabled cell phones and devices, and
Pocket Real Estate in March.
Laurel
The Laurel Board would like to welcome five new
members: Chris Gavin, Woodlands Realty; Patsy
Higginbotham, Holston Real Estate; Marianne
Robertson, Boone Real Estate; Rhes Lowe, an
appraiser; and Lorann Paige, Magnolia State Bank,
an affiliate member. Each month the Laurel Board
will choose a project in our community. To date,
we’ve assisted the Salvation Army and the Domestic
Abuse Shelter.
Meridian
Community Projects are off to a great start. The
Tsunami Relief Efforts are still underway, Animal
Shelter and Care Lodge food drives have begun.
Thanks to affiliate members Terminator Pest Control
and Union Planters Bank for sponsoring free CE
already this quarter, and to Citizens National Bank
for hosting CE on June 23.
Natchez
The Natchez Board would like to welcome Sasha
Brown, Laurie Coffey and Michelle Bradshaw with
Coldwell Banker. We are getting prepared for the
2005 State Convention that will be held here in
Natchez. Our MARPAC contributions are ahead of
schedule this year. The Board distributed Beacon
Light Bulb to surrounding Senior Citizens in the
area.

North Central
It is our pleasure to announce that Terry
Phillips, Mississippi Real Estate Exchange, was
one of 15 REALTORS® statewide selected for the
LeadershipMAR Class of 2005. Congratulations,
Terry. We are very proud of you.
Northeast
Our new officers were installed by MAR President
Nancy Lane: President Jason Warren, Vice President
Jan Phillips, Secretary Shirley Curry, Treasurer Patti
Abernathy and directors Carla Lunn, Molly
Thompson & Norma Cother. "Quad and dues" were
four letter words in December, but now that it's
January, they don't sound so bad!
Northwest
The Northwest Mississippi Association of REALTORS® has seen tremendous growth over the past
two years. We celebrated reaching 1,000 members
in December. We are looking forward to what the
new year will bring with the addition of our new
Executive Officer Paul Shahan.
Pearl River
The Pearl River Board held its quarterly membership meeting on Jan. 7 and installed new officers,
board members and members. New officers are:
Jack Beith, President; Elaine Sones, Vice President;
Sherry Pullens, Secretary and Deborah Benoit,
Treasurer. MAR President Nancy Lane, CCIM
presided over the installation.
Southwest
No information provided.
Vicksburg/Warren County
Our 2005 leadership was installed on January 18 by
MAR President Nancy Lane, CCIM: President Bill
Williams; President-Elect George McMillin; Vice
President Jane Hamilton; Secretary Terri Ellis;
Treasurer Estella Mayfield; Past President Vanessa
Leech and directors, Bobby Bottin, Sandra
Hollingsworth, Dixie Breithaupt and Doug
Upchurch. The Real Estate Market Place, our official publication, is now in its sixth month of publication. Thank you to all the advertisers and sponsors for your support.
Local boards and association executives can
submit 50-word news briefs for publication in
the next issue of Real Estate LEADER by May 6,
2005. Send items for consideration to Angela
Cain, Editor, at acain@msrealtors.org.
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Successful REALTORS® who are extraordinary
MARPAC contributors
*As of February 3, 2005
Golden
$5000

Local Board MARPAC participation levels
As of February 14, 2005
Jesse Davis
Oxford

Larry Edwards
Ridgeland

Charlotte Sadler
Pascagoula

Crystal
$2500

Pam Beard
Vicksburg

David Stevens
Clinton

Marshall Holyfield
Gautier

Sterling
$1000

Jerry Brewer
Senatobia

Ann Davis
Columbus

Joan Ferguson
Hernando

Nancy Lane
Jackson

C.R.(Bob) Ridgway
Jackson

John Dean Jr.
Leland

Sue Gardner
Tupelo

Laura Miller
Meridian

Danette Shaw
Gulfport

Scott Brunner
Ridgeland

Dottie Farris
Hattiesburg

Don Halle
Gulfport

Tommy Morgan
Tupelo

Ellen Short
Tupelo

Dottie Collins
Greenville

Cathy Feltenstein
Meridian

Gwen James
Hattiesburg

Gary Murphree
Houston

Janice Shows
Madison

Special thanks to our local boards who met and exceeded their local participation and
fundraising goals in 2004. Let's make 2005 a banner year for MARPAC participation.
Now is the time to invest your fair share.

Biloxi-Ocean Springs

0%

Clarksdale

0%

Cleveland

0%

Four County

0%

Golden Triangle

30.1%

Greenville

3.4%

Greenwood

0%

Grenada

56.8%*

Gulf Coast

35.7%

Hattiesburg

39.8%

Jackson

39.9%

Laurel

47.5%

Meridian

70.6%*

MCAR

44.4%

Natchez

48%

North Central

2.0%

Northwest

19.8%

Northeast

59.7%*

Pearl River

62.3%*

Southwest

0%

Vicksburg

3.4%

Local AEs

14.3%

TOTAL Participation

31.8%

* denotes local boards that have exceeded 50% participation

Judy Taylor
Southaven

Ginger Whitwell
Southaven

Terry Winstead
Meridian
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100%

REALTOR RESOURCES
®

MAR Affinity Partners
A.B. Dick Southeastern
www.abdicksoutheastern.com
dustin@abdicksoutheastern.com
601-664-6777
(Dustin Carmean)
Sales and service of office equipment, including:
• Digital copiers (color & black/white)
• Printers (color & black/white)
• Fax machines
• Network Connected/Multi-functional
• Scanners
These products will be offered to MAR at a special
rate of 8% above dealer cost.
Venture Technologies
www.ventech.com
601-956-5440
Venture Technologies joins MAR as its newest affinity
partner, offering networking; telephony; managed
services; web design, development and hosting. Virusfree and SPAM-FREE e-mail and application hosting is
available through Venture's secure data center. Focus
on real estate – not on your network. Take advantage
of exclusive REALTOR® savings.
AmSouth Bank
www.amsouth.com
gloria.allenhill@amsouth.com
800-AMSOUTH
• Free personal checking (and more)
• Free telephone and internet banking
• No annual fee on fixed-rate credit cards,
installment loan discounts
• FREE safe deposit box for six months
Fred Salvo Associates
lynda@fredsalvo.com
601-956-9217
Fred Salvo Associates offers free insurance consulting
to all Mississippi REALTORS® to identify their specific
needs and offer quality solutions.
• Individual Major Medical
• Group Major Medical
• Medicare Supplement
• Long Term Care
• Short Term Medical
Hallmark Imports
www.hallmarktoyota.com or
www.hallmarkbmw.com
601-899-7231; 800-898-0785
Mississippi REALTOR®-only offer:
• Purchase of any new Toyota or BMW for dealer
invoice price plus six percent
• Purchase a vehicle from Hallmark in Jackson and
receive free local routine maintenance for the first
50,000 miles—at your hometown dealer.

Howard Computers
www.howard-computers.com/msrealtors
601-399-5025
(Stacey Pickering)
• Desktop & laptop systems customized for
Mississippi REALTORS®
• Build your own system by choosing components
that work for you
• Support Mississippi's economy by doing business
with a MS company

MAR Members-Only Services
Legal Hotline
800-747-1103 x25
• FREE and CONFIDENTIAL
• Available Monday-Friday, 8 a.m.-5 p.m.
• Leave a detailed message, your name and number,
and in most cases our attorney will return your
call that same day!
• Please read terms and conditions at
www.msrealtors.org

MAROnline
www.msrealtors.org
• Your round-the-clock REALTOR® resource
• Register for meetings and events
• Includes MAR’s at-a-glance info
newsletter, updated daily
• Standard real estate forms
• Download our Mississippi Managing Broker kits,
including customizable office policies & procedures in Word
• Minutes from previous MAR committee & Board
of Directors meetings

ZipForm™
Standard Forms Software
First software download FREE for MAR members.
Includes 27 newly revised, Mississippi-specific standard forms and contracts, plus three new commercial
contracts NAR-recommended software with a new
level of user-friendliness (including e-mail compatibility!) Download and register the software at www.msrealtors.org.

REALTOR® VIP Alliances
www.realtor.org/prodser.nsf?opendatabase
800-874-6500
Inclusive of NAR’s former REALTOR® Benefits Plus program, REALTOR® VIP is a comprehensive program of
insurance and financial solutions, preferred pricing,
and special publications designed to help you make
smart business decisions, gain the advantages of group
buying power, secure your future, expand your professional knowledge and enhance your success.

INFORMATION
CENTRAL
2005 Executive Committee
Nancy Lane, CCIM, President
nancylaneccim@earthlink.net, 601-362-7887
Pam Beard, CRB, President-Elect
pambeard@brokersouthgmac.com, 601-638-4505
Chris Wilson, First Vice President
chris@msrealtors.org, 601-649-1030
Janice Shows, ABR, Central Vice President
Jshowsrealtor@aol.com, 601-856-2222
Bob Leigh, Northern Vice President
bobleigh@midsouth.rr.com, 662-890-9696
Russell Wilcox, Secretary-Treasurer
rwilcox@woodlandsrealtygroup.com, 601-956-9833
Bruce Kammer, CRS, Immediate Past President
bruce@msrealtors.org, 601-798-7942
Gary Murphree, Ex Officio
garym@midsouth.com, 662-456-3945

Staff Directory
R. Scott Brunner, CAE, Chief Executive Officer
rscottbrun@aol.com, ext. 12
Jo Usry, Vice President of Professional
Development, jusry@msrealtors.org, ext. 14
William Fulton, Vice President of Administration
wfulton@msrealtors.org, ext. 13
Angela Cain, Vice President of Marketing
acain@msrealtors.org, ext. 11
Beth Hansen, Director of Local Board
Services/MCAR/CCIM/CRS/RLI
bhansen@msrealtors.org, ext. 15
Heather Burns, Meetings & Events Manager
hburnsgarcia@msrealtors.org, ext. 29
Brinda Boutwell, CE Course Advisor
bboutwell@msrealtors.org, ext. 45
Krissa Dobbins, Marketing Specialist
kdobbins@msrealtors.org, ext. 17
Della Wilson-Turner, Receptionist
dturner@msrealtors.org, ext. 47
Amy Thomas, Staff Accountant
athomas@msrealtors.org, ext. 16
Mike Delamater, Systems Administrator
mdelamater@msrealtors.org, ext.27
Jerri Clair, Executive Assistant & Facility Manager
jclair@msrealtors.org, ext.10
Jessica Truesdill, Pre-Licensing Course Advisor
jtruesdill@realtorinstitute.org, ext.46
Toll-free:800-747-1103
Tel:
601-932-5241
E-mail: mar@msrealtors.org
Web:
www.msrealtors.org
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Referral Advertising

Deborah Ivy, Broker

GODFREY & IVY REALTY, INC.
(601) 326-3333 office
(601) 927-3159 cell
(601) 926-1193 fax
divy@jam.rr.com
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LeadershipMAR Class of 2005

Referral Advertising

Thank you
MAR for a
great year!
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Referral Advertising
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THE LAST WORD
BY SCOTT BRUNNER ©

The customer is always…interesting
or, Breast pumps, FSBO signs and other needs we can’t meet

M

y parents taught me that you should treat people with kindness and
respect not because of who they are, but because of who you are. I’m
trying now to teach that to my kids. And I’m trying even harder to
practice it with my customers. Well, with some of my customers…bless their
hearts (present readership excepted, of course).
It’s not always easy.
Your MAR staff tries mightily, as the customer service gurus instruct, to find
a way to say "yes" when a member or student or random citizen has a need.
We strive to be courteous and empathize and call people by name -– and we
consistently aim to go out of our way to be helpful. We don’t always get it right,
but as often as Jo Usry gets flowers from a grateful REALTOR® Institute student
or I receive a note or e-mail message bragging on one of the other staffers, I
figure we hit the mark more often than not.
It’s a fact, too, that 99.9 percent all of the questions and requests we
receive at MAR are well-intentioned and sincere. (We suspect the remaining .1
percent to be prank calls from MAR past presidents.) Folks really want to
know what they don’t know. But sometimes, those requests can also be hilarious…or just plain strange.
At MAR, every phone call is an adventure.
Take for instance, the fellow who called us – the REALTOR® Association! –
to ask if we sold "For Sale By Owner" signs. Um…no sir, that’s not something
we can help you with.
Or the person who called to sign up for the deep-sea fishing excursion that
was part of our annual convention, then got miffed when we told him he’d
have to be registered for the convention in order to fish with us.
Or the REALTOR® Institute student who phoned, upset that we’d scheduled
a real estate pre-license course, as he put it, "smack in the middle of football
season!"
Or the caller who advised us that she wanted to get her license because
real estate had been a hobby of hers since she was a young girl.
Or the salesperson pre-license student who wanted us to assign him a broker to affiliate with – "hopefully someone in my area of the state," he added.
Or the student who called to say he missed taking the REALTOR® Institute
exam because, as he put it, "my girlfriend burned my trailer and my notebook."
Or the myriad REALTORS® and others who confuse us with the Mississippi
Real Estate Commission, then get agitated when we’re not able to help them
with renewing their license. We do give them MREC’s phone number, of
course. And wish them luck. They’re liable to need both.
My particular favorite request is one that has become legend among MAR
staff: the lady with the breast pump. If you fear this is going to be crass, hang
with me; it’s not so bad.
It happened several years ago, shortly after we moved into our offices on

Lakeland Drive. A woman phones to say she’s registered for the salesperson
pre-license classroom course that begins that evening in Jackson, and wonders if we might have a "secure place" in which to store her "$500 rented
breast pump" during class…. Oh, and a "private executive office" (her words)
where she can, um, express herself during breaks in the class.
When our receptionist – perhaps a bit too glibly, in retrospect – suggests a
stall in the ladies’ restroom, Ms. Breast-Pump gets testy and starts spouting the
Americans With Disabilities Act and other mumbo jumbo. Before it’s over, our
receptionist has promised the caller my (!) office after hours that week for her
own private use.
At MAR, we always aim to please…kindly, respectfully. I’d like to think it’s
because that’s who we are.
Scott Brunner is MAR’s CEO and the author of two books, Due South and
Carryin’ On…and Other Strange Things Southerners Do. E-mail him at
rscottbrun@aol.com.
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