








SA\/E NOW WITH HOMEBUYERS TAX

AVAI[LAILE EREE TO MEMBERS!

Just click the link and download your free copy today.

http://www.wwocar.com/pdf/KB-CC90E245-0651-4741-8E84-874D25EAFDF5.pdf
Looking to have multiple copies made to send out to your clients or

potential clients? The Real Estate Service Center can print full color cop-

ies for only 50¢ each! Contact us today and we can have them printed by
tomorrow.

As avalued member of the...

WESTERN WAYNE OAKLAND COUNTY ASSOCIATION OF REALTORS*®

we would like to offer you a special promotion on your
continuing education this February. “Love to Save”
gives you the opportunity to enjoy a 15% discount on
any online CE course taken through our online course
catalog!

Visit our course catalog:

Enroll in Online CE Today
SAVE 15%

Its fast, easy, and convenient!

Whats not to love?

Introducing
Foley Publications’new automated
turn page electronic newsletters.
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from page 4 O

at its core that an improvement in the local economy will positively
directly impact our members'market. You can find a link to the proj-
ect on the front page of wwocar.com.

Making Room for These Projects & Benefits

Just as your business has changed over the past few years, so
has WWOCAR's. For most of our members, they have seen their in-
come drop dramatically. Certainly for almost all of our members,
your workload has increased as well. WWOCAR is just like any other
business. As our revenues have dropped, so has our budget. That
doesn’t seem to match our talking about increasing programming
and services. Here's what we have done, and are continuing to do.

We reduced staff by more than 50%. We've renegotiated almost
every contract for services. We've dropped some services and those
services have been picked up by staff. We've reevaluated our servic-
es, deleting or curtailing the non-essential services so that we could
concentrate more on the programming that has the highest return
on investment (ROI) for our members.

You'll hear a lot about ROl if you spend any time around WWOCAR.
ROl is not a buzzword, it is the critical component that we consider
whenever we add, reduce or evaluate a service for our members.

| have a lot more to tell you about — advocacy, helping munici-
palities with some of their most urgent problems, partnerships that
bring more value to your dues investment and much more, but I've
run out of time and space. For a little more info about WWOCAR's
services, go to WWOCAR.com and follow the links to our abbrevi-
ated business plan.

My commitment to you this year is to make you aware of the great
services we have coming online, as well as letting you know about
our current offerings. Your volunteer leadership and a dedicated
staff have worked hard to develop unmatched member services
— to bring you a higher return on your investment in us and your-
self. This year, more than any previous year in recent memory, you
have unparalleled services available from MAR, NAR, and especially
WWOCAR, your association of choice.

BREAKING NEWS

Through the efforts of a dedicated volunteer group, WWOCAR
has won three major awards from the Michigan Association of
REALTORS®. WWOCAR has one the award for the largest amount
of contributions collected in Michigan for the REALTORS® Politi-
cal Action Committee (RPAC). We have also won the RPAC award
for the most improved association in the large board category,
plus an award for exceeding our goal. Please watch for the soon
to be released February Newsline for more details.

A special thanks go out to Tony Schippa (CB Preferred) and
Michelle Brant (MAR Field Rep) who have taken on the task all
year of getting the word out about the importance of RPAC.
Also, thanks go to Gary Reggish (Remerica United) and Roxanne

Fitzpatrick (KW Farmington Hills) that conducted the successful
holiday event/RPAC auction.

The monies collected from RPAC for both the state and federal
levels has been a key factor in REALTORS® being able to remain
in the real estate business. From housing incentives, neighbor-
hood stabilization programs, first time home buyer programs
and more, RPAC has been there to watch out for our interests.

THANKS especially goes to all WWOCAR members that saw
the value of WWOCAR and contributed in 2009. Please watch for
the March issue of the Newsline to see who all of these people
are.

REALTORS® DONATE $550K TO HAITI RELIEF AND
REALTOR® GOOD NEIGHBOR WINNER

The REALTORS® Relief Foundation of the National Association
of Realtors® is contributing $550,000 to the relief of victims of the
Haiti earthquake, and is calling upon its 1.2 million members to
help.

“Realtors® help build communities and there is no better time
than now to do that in Haiti,’ said NAR President Vicki Cox Golder,
owner of Vicki L. Cox & Associates in Tucson, Ariz.“Our thoughts
and feelings go out to the people made homeless by this disas-
ter. Realtors® have a history of helping people, as we did after
the 2004 tsunami struck South Asia and in 2005 when Hurricane
Katrina ravaged New Orleans and the Gulf Coast”

The Foundation is donating $500,000 to the Clinton Bush Haiti
Fund which is supporting earthquake recovery efforts with im-
mediate relief and long-term support to earthquake survivors.
The fund is headed by former U.S. Presidents Bill Clinton and
George W. Bush.

A $50,000 contribution has already been made to The Harvest
of Haiti, founded by a 2007 winner of REALTOR® Magazine’s Good
Neighbor Awards, Patrick Moore. Moore’s humanitarian outreach
program in Haiti supports orphans, delivers clean water and pro-

vides medical care to more than 3,500 people a year.

Moore, a sales associate with JoAnn Wine & Associates in Fort
Gratiot, Mich., is currently planning his 64th trip to Haiti on Janu-
ary 29. While in Haiti, Moore and his team will deliver six month's
worth of food to an orphanage in Anse Rouge as well as focus on
helping residents in communities in and around Port-au-Prince.

Part of the funding came from Lowe’s, a partner of NAR’s RE-
ALTOR® Benefits Program, who contributed $100,000 that was
matched by NAR. Lowe’s is a sponsor of the Good Neighbor
Awards.

Realtors® are being encouraged to donate to Haitian victims
through the REALTORS® Relief Foundation. All contributions will
flow through the Foundation, and no Foundation money will
go to NAR administrative costs. NAR members and others who
wish to make a donation should go to www.realtor.org/relief and
complete the contribution form.

The National Association of Realtors®, “The Voice for Real Es-
tate,” is America’s largest trade association, representing 1.2 mil-
lion members involved in all aspects of the residential and com-
mercial real estate industry.



Accredited Buyer Representative
Designation Gourse

May 18 & 19, 2010 9:00 a.m. - 4:30 p.m.
WWOCAR Offices, 24125 Drake Road, Farmington, Ml 48335

Earn the ABR Designation

DESIGNATION The Accredited Buyer’s Representative (ABR®) designation is the benchmark of
REQUIREMENTS excellence in buyer representation. This coveted designation is awarded by the Real
Estate Buyer’'s Agent Council (REBAC), an affiliate of the National Association of
o s o ST REALTORS®, to real estate practitioners who meet the specified educational and

e RN e NIl Practical experience criteria.
80% passing grade on the exam.
R e M |n addition, REBAC provides many membership benefits to help your business grow

have three (3) years in which to and keep you up-to-date and networked, with new enhancements added each year.
complete the other requirements.

T R X @ [he overall goals of the ABR® Designation Course are to:

the ABR® elective courses, ) ) )
ISR R Al © Prepare real estate professionals to thoroughly represent buyer-clients in real es-

on the exam. This course may be tate transactions and provide the quality of service and degree of fidelity to buyers

taken prior to completing the . .
ABR Designation Course. that sellers have customarily enjoyed.

ANS S A P
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UGN O o  Offer ideas and methods for building a buyer representation business.
completed transactions in which

ou acted solely as a buyer . . . .
Zepresentative fno AL égency)_ e Develop a self-customized tool for conducting a buyer counseling session.

Any transactions closed prior or
closed within three years after

SCAGEGE  FIRST YEAR MEMBERSHIP DUES TO REBAC INCLUDED

Maintain active membership with AT NO EXTRA COST FOR ALL STUDENTS WHO

REBAC and NAR. SUCCESSFULLY PASS THE ABR COURSE.
($110.00/year thereafter to maintain membership)

Designation Course Cost

Approved for 13-hours of Michigan Continuing Education and 2-hours of Legal Credit!
Topic Approval #: L18 & L5001 School Approval #: 303

ATTENTION WWOCAR MEMBERS:

**Members paying monthly €You may be able to take this course for FREE**!

membership fee:

Name: License #:
FREE! - |
Please fax completed form to: Office: Phone:
(248) 478-3150
Email:

WWOCAR Members:

$165.00 O Visa O MasterCard [0 Discover:

O EDUCATION PASS Expiration Date:

Non-Members:

$195.00 Signature:

Please call (248) 478-1700 or
register online at WWOCAR.com

e s eranespren LIMITED SEATING AVAILABLE!
-



February 25,2010 8:30 a.m.-5:30 p.m.
WWOCAR Offices, 24125 Drake Road, Farmington, Ml 48335

wooanr'” | Earn the SFR Certification

vy HUH!‘
T Designed for real estate professionals at all experience levels, the
REQUIREMENTS National Association of REALTORS® (NAR) Short Sales and

Foreclosure Resource certification, or SFR for short, gives you a

Be a member in good framework for understanding how to:
standing of the National

Association of REALTORS.

e Direct distressed sellers to finance, tax, and legal professionals
Complete this qualifying

core course. e Qualify sellers for short sales
View three 1-hour Webinars
available free of charge.

Submit application* to e Negotiate with lenders
REBAC

e Develop a short-sale package

e Tap into buyer demand

*$175 application fee waived ° Safeguard your commission
through March 31, 2010.

You may return the application to e Limitrisk
the SFR department via email, fax
or direct mail. e Protect buyers
Please see the application for the .
aeiiEE: infeiEiien. e As many agents can attest, your ability to close short sales and foreclosures

depends in part on your confidence in seeing these transactions through.
Begin building your confidence today with SFR!

Approved for 6-hours of Michigan Continuing Education and 2-hours of Legal Credit!
Topic Approval #: L1367 & L5142 School Approval #: 303

ARl ATTENTION WWOCAR MEMBERS:

VI N LUl €You may be able to take this course for FREE**!

membership fee:

FREE!

Please fax completed form to:
(248) 478-3150

Name: License #:

Office: Phone:

Email:

WWOCAR Members:

$79.00 O Visa O MasterCard [0 Discover:

[0 EDUCATION PASS Expiration Date:

Non-Members:

$99.00 Signature:

Please call (248) 478-1700 or **Subject to seating availability**
register online at WWOCAR.com

TR R LIMITED SEATING AVAILABLE!
.
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Earn the SRES Designation

This education-based designation addresses the fastest growing market in real estate.

Why are 50-plus clients moving? To be closer to grandchildren. To start that vineyard
they've always dreamed of. To address health concerns. The list goes on and on. Can you
speak to the unique motivation they have? Do you know how to counsel your client on

their options? This is the kind of distinction that can set you apart. You can be the hero.
SRES® Designation Course Learning Objectives:

e |earn about uses of pensions, 401k accounts, and IRAs in real estate transactions.

Gain an understanding of how Medicare, Medicaid, and Social Security impact 50+
real estate decisions.

Recognize mortgage finance & loan schemes and scams that victimize 50+ borrowers.
Identify key life stages, viewpoints, and transitions in relation to housing choices.
Recognize how a home can be adapted for safety, comfort, and aging in place.

Stay focused on the transaction and avoid inappropriate involvement in family matters.

Develop sensitivities to 50+ issues and priorities when counseling buyers and sellers,
showing properties, and managing transactions.

e Develop services that win and sustain client and customer relationships and position
you as a trusted real estate advisor.

e Master the vocabulary of the range of housing options for the 50+ market.
e | earn the application of federal laws for Housing for Older Persons Act (HOPA).

e Develop business building outreach methods for communicating & gaining 50+ market
share.

Approved for 12-hours of Michigan Continuing Education!
Topic Approval #: L1245 School Approval #: 303

ATTENTION WWOCAR MEMBERS:
€You may be able to take this course for FREE* *!

Name: License #:
Office: Phone:
Email:

O Visa O MasterCard O Discover:

O EDUCATION PASS Expiration Date:

Signature:

**Subject to seating availability* *
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