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REALTOR® Insight

Director’ Christmas Luncheon

December 12th was our Board of Directors Holiday
Luncheon at the Rockwell Springs Trout Club near
Castalia, Ohio. Commendation's were presented by
William, Aide to Representative Swearingen of District
89 to Jeff Berquist, Linda Armstrong and Scott Myers

to honor their service and dedication to the Firelands
Association of REALTORS®. We also welcomed in our
newest Directors, Phillip Bolte and Sara Riesen and

re-elected Steve Mack and Janet Herzog.
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Schedule of
Events:

January

1/1 Board Office
Closed, Happy New
Year!

1/15-1/17 Leadership
Academy, OR Columbus

1/16 FAOR Board of
Directors Meeting,
Board Office, 9:30 am

1/16 Committee Work-
shop, Board Office,
Noon

1/20 Board Office
Closed, Martin Luther
King Day

1/29 My REALTOR®
Party, Columbus

UNIONHOME

MORTGAGE

Save the date for
CE Class

When: April 8th
Time: 11:00 am—2:30
pm

Where: Sandy Ridge
Winery in Norwalk
RSVP to 419-668-9922
or email afergu-
son@unionhomemortga
ge.com

Weight Watchers
Meets at the Board Office on
Tuesdays 5:30 p.m.
Fridays at 10 a.m.
Saturdays 8:00 a.m.

Interested In Joining or need a
meeting place?

WeightWatchers.com

Up Coming Events

February
5 Fairway Independent Mortgage CE, Board Office, 10:30 am
12 2020 Economic Summit, Columbus Convention Center
13 Professional Standards Workshop, Board Office, 9:00 am
17 Board Office Closed, President’s Day
19 MLS Broker Meeting, Board Office, 10:00 am
20 FAOR Board of Directors Meeting, Board Office, 9:30 am
20 Brokers Meeting, Board Office, 10:30 am
24-27 RPAC President’s Circle Annual Conference, Miami, Florida

3 Ohio REALTOR Broker’s Summit, Columbus
12-16 NAR A.E. Institute, San Diego, CA
18 Reverse Raffle/ Soup’R Bowl, Board Office, 5:30 pm
19 FAOR Board of Directors Meeting, Board Office, 9:30 am
31-4/1 REALTOR Broker Summit, Hollywood, CA

sov

Looking for Soup-R Chefs to make your best pot of soup!
Get your Reverse Raffle Ticket now!

March 18th, 2020 @ 5:30 PM held at REALTORS Hall

o-R Bowl
& Reverse Raffle

All proceeds collected will directly benefit Firelands Charitable Foundation =



https://www.weightwatchers.com/us/find-a-meeting/1230299/ww-studio--firelands-association-of-realtors-sandusky-oh?utm_source=googlelocal
mailto:aferguson@unionhomemortgage.com?subject=April%208%20CE%20Class
mailto:aferguson@unionhomemortgage.com?subject=April%208%20CE%20Class
mailto:aferguson@unionhomemortgage.com?subject=April%208%20CE%20Class
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S FAIRWAY
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INDEPENDENT MORTGAGE CORPORATION

PEAK YOUR REVERSE
MORTGAGE LOAN KNOWLEDGE } )

. .

JOIN US FOR A WORKSHOP ON HOW THE HOME EQUITY
CONVERSION MORTGAGE (HECM) FOR PURCHASE (H4P)
LOANS MAY POTENTIALLY INCREASE YOUR ANNUAL
COMMISSIONS.

“Learn how buyers can increase their purchase power with a H4P

H.

E: February 5th, 2020

o 1030 A | o Previously unqualified customers may be turned
. : FIRELANDS REALTORS | into buyers
2710 CAMPBELL STREET SANDUSKY

-« Common Misconceptions of Reverse Mortgage

¢ Understanding the basics of a Reverse Mortgage

[/ﬂ FAIRWAY’ O RSVP, Contact Connie connie@faor.com OR 419.625.3802

INDEPENDENT MORTGAGE CORPORATION

Michele Razdrh
Loan Officer, NMLS# 265237

Direct: 440.315.4685
Office: 440.984.6580 Download the FairwayNOW app! -~
Fax: 440.370.9535 https://mtgpro.co/jolli v
michele.razdrh@fairwaymc.com

fairwayreverse.com/michele-razdrh/

315 N Leavitt, Suite 1 Amherst, OH 44001

© 2019 Fairway Independent Mortgage Corporation. NMLS#2289, 4750 S. Biltmore Lane, Madison, Wl 53718, 1-866-912-4800. Distribution to general public is prohibited. This is not considered an advertisement as
defined by 12 CFR 226.2(a)(2). All rights reserved. Equal Housing Lender.

EQUAL HOUSING
LENDER

3774247
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LEADERSHIP
ACADEMY

The Ohio REALTORS 2020
Leadership Academy class:
(top row, from left) Tanya
Blair, Sara DiFranco, Kristin
Granakis, Diane Harper, April
Hull, Jenna Koontz; (bottom
row, from left) Melissa Mariola
-Davis, Wayne Newland,
Melissa Sanford, Kimi Single-
ton, Amanda Talkington, Mark
Vittardi

By Anjanette Frye, Ohio
REALTORS President

Your Ohio REALTORS is
pleased to announce the 12-
member 2020 Leadership
Academy class. These REAL-
TORS are poised to embark
on an intense self-discovery
program focused on goal-

setting, communication, busi-
ness relationships and per-
sonal growth. Congratula-
tions to:

April Hull, Firelands Associa-
tion of REALTORS

Why do you want to be con-
sidered for the Ohio REAL-
TORS Leadership Academy:
Being considered would be a
great challenge for myself. |
find myself yearning to learn
more in our industry, meet
new people and step outside
the box. From everything I've
read and heard from others
who have been on the com-
mittee this seems like the
right step. | think this would
give me the confidence to

OWN YOUR
PRESENT.

EMPOWER

YOUR FUTURE.

Get started with this award winning program today at C2EX.realtor.

Congratulations!

2020 Class

take on roles in the future
with the community and our
Board that | may otherwise
not feel | would qualify for.
Three most significant chal-
lenges facing the real estate
profession today: 1) Low
inventory-shortage of homes,
older homes needing to
much in repairs, builders not
being able to build in a lower
price bracket. 2) Online com-
petition with listing homes. 3)
Ethics violations with our own
REALTORS.

This content is copyright 2019 Ohio
REALTORS. Read more at: https://
www.ohiorealtors.org/blog/1208/meet
-the-2020-ohio-realtors-leadership-
academy-class/

COMMITMENT
TO EXCELLENCE

NATIONAL
ASSOCIATION of
REALTORS*

REALTO!

OHIO

REALTORS®

DUZZ
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Ottawa County Holiday Luncheon

Thursday, December 19th
was the annual Ottawa Coun-
ty Realtor & Affiliates Holiday
Luncheon at the Catawba
Island Country Club. David
Freitag, EO of the Firelands
Association of Realtors pre-
sented Emeritus Awards to
Bernie Hammer, Sharon
Ohmes, Arlene Carr, Mary Ann
Gecsi and Margaret Lenthe.
Guests bring items for the
auction that benefits the Otta-
wa County Scholarship Fund
and Firelands Charitable
Foundation to help area or-
ganizations in need and toys
that are distributed to local
children.

District 89 Representative DJ
Swearingen joined us for the
luncheon and thanked the
Realtors for their support of
his campaign and said he
looked forward to continue
supporting Real Estate issues
that effect our industry.
Thank you to everyone that
attended and supporting this
event!
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Save the date!
March 18, 2020
5:30 PM
Board Office

Ohio's home sales activity remains stable in
November

The number of homes sold
across Ohio in November fell
slightly from the pace set dur-
ing the month a year ago, post-
ing a 1.4 percent decrease,
according to Ohio REALTORS.

“The Ohio housing marketplace
is continuing to display remark-
able resiliency, maintaining
stable sales activity and experi-
encing healthy, upward move-
ment in pricing,” said Ohio
REALTORS President Anjanette
Frye. “It's evident - based on
our activity levels throughout
the year - that Ohio’s consum-
ers understand and appreciate
that housing is a solid, long-
term investment.”

“Moving forward, we’re hopeful
that we’ll begin to experience
an uptick in the number of
homes being marketed for sale
in order to provide current and
would-be buyers even greater
opportunities to make the
American Dream a reality.”

Sales in November reached

11,672, a marginal 1.4 percent
decrease from the 11,833
sales recorded during the
month a year ago.

Through the first 11 months of
the year, sales activity has im-
proved slightly from the level
posted in 2018. Sales from
January through November
reached 142,156, a 0.3 per-
cent rise from the 2018 level of
141,715 sales.

November’s average home
price of $190,476 reflects a
6.5 percent increase from the
$178,832 mark posted during
the month last
year.

Around the state,
16 of the 18 mar-
kets tracked re-
ported upswings
in average sales
price in Novem-
ber, while nine
posted gains in
sales activity.

December 19, 2019

Data provided to Ohio REAL-
TORS by Multiple Listing Ser-
vices includes residential clos-
ings for new and existing single-
family homes and condomini-
ums/co-ops. Ohio REALTORS,
with more than 32,000 mem-
bers, is the largest professional
trade association in Ohio.

CLICK HERE to view a market-by
-market analysis of sales activity
throughout Ohio.

This content is copyright 2019 Ohio
REALTORS. Read more at: https.//
www.ohiorealtors.org/blog/1212/0hios-
home-sales-activity-remains-stable-in-

Firelands Association of REALTORS Charitable

Foundation

As we welcome in the new
year we also welcome the
opportunity to have our big-
gest year ever to give back to
our communities!

This new Decade will bring on
a new look on the Spring Char-
itable Foundation Fundraiser.

We will continue to have the
Reverse Raffle with a side-
board and a few other games.
But the main change is we are
having a “SOUP-R” Bowl!

We will be sending out sign-up
sheets shortly asking for your
Best Soup!

Also you will have the opportuni-
ty to be a Sponsor of this fun
event as well!

This past year our Charitable
Events have helped your local
communities and charities. We
were able to distribute $3,048
per County and will be able to
give the highest amount for
Scholarships in years!

Thank you for all your efforts in
helping give back to your com-
munities.

With your help these places:
Liberty Center in Fremont,
Sandusky Artisens Recovery

Community in Sandusky, Habitat
for Humanity of Ottawa County,
Salvation Army of Tiffin, and Belle-
vue Fish & Loaves, just to name a
few, have been able to benefit
from your generous donations!

If you have a favorite organization
and would like them considered
for contributions, contact your
County Foundation Member:
Mary Boldman—Huron Co.
Glenda Ward—Ottawa Co.

Jamie Ritchie—Sandusky Co.

Joy Berquist—Erie Co.

Donna Good—Seneca Co.

Thank you all for your support!



https://www.ohiorealtors.org/upl/media/nov19buzz2.pdf

What to Tell Clients About That Leaky Basement

August 12, 2019 | by Karen Springen

REALTOR Magazine

Whether you’re working with a buy-
er or seller, it’s important to guide
customers through steps to ensure
the foundational soundness of a
basement that tends to flood.

Susan Eichner and her husband,
Tom Considine, used to dread big
rainstorms. The resulting seepage in
the basement of their 1890 farm-
house in Highland Park, Ill., was
enough to require a Shop-Vac to
remove. Finally, after years of frus-
tration, the couple decided to reno-
vate the space and keep it bone
dry—forever. “If we're going to make
the basement nicer, we're also going
to make it waterproof,” Eichner says.

About 12 years ago, the couple hired
contractors to extend their down-
spouts, put in drain tiles, and install
two sump pumps with a battery
backup. (They also own a generator.)
Was the $9,000-or-so investment
worth it? “Absolutely—for resale and
for peace of mind,” Eichner says.
“When we sell our house, we can
say, ‘We had this waterproofing
done, and we’ve never had trouble
again.””

Alas, not all homeowners are proac-
tive about fixing a leaky basement.
As a real estate professional, here’s
what you need to know about your
listing and what to tell a seller or a
buyer about water in the basement.

What to Tell a Seller

Consider conducting a prelisting
inspection. It may cost your client
$300 to $600, but it could well be
worth it. “A lot of home inspectors
will do what'’s called a ‘walk-and-
talk,”” says Reuben Saltzman, owner
of Structure Tech Home Inspections
in Minneapolis and a director of the
American Society of Home Inspec-
tors. During a walk-and-talk, inspec-
tors flag all of the major items that
would come up during a buyer’s
home inspection so that sellers can
fix them in advance or disclose
them. It also gives sellers an oppor-

tunity to find the best professionals up front to
correct problems rather than rushing to find
anyone who is available—often at a higher
cost—after a buyer’s inspection, Saltzman

says.

Pay now—or pay more later. Tell your clients to
waterproof their basements before listing their
properties. “You're really adding value to the
house,” says Roy Spencer, president of Perma
-Seal, a Chicago-based company that has wa-
terproofed more than 400,000 homes. “You
can command a better dollar at resale. People
don’t want to buy a fixer-upper. They're going
to look at some other houses and say, ‘They
don’t need that work.”” Home buyers are sure
to request a discount because of a wet base-
ment issue. “To me, it’s just a no-brainer,”
Saltzman says of the transactional benefit of

waterproofing a basement.

Check for cracks. “If you have a poured con-
crete house and you're getting seepage in one
area, the odds are it's probably a crack,”
Spencer says. Hairline cracks are normal be-
cause concrete shrinks as it cures - that is, as
it hardens and dries over the first 90 days.
Thin, high-strength epoxy sealants that are
injected throughout the wall can fix smaller
cracks, Spencer says. (They essentially weld
the concrete back together.) But breaks more
than a quarter-inch wide indicate structural
problems that may require foundation repair.
“The scary stuff is when we see there’s been
so much moisture intrusion, there’s silt com-
ing in,” says inspector Steve Johnson, owner
of Beneficial Home Inspection Services in
Lake Villa, lll. “We can even put our fingers in
the crack.”

Disclose, disclose, disclose. Encourage your
sellers to be honest about the condition of
their basements in disclosure forms. If you or
your client misrepresent a wet basement as a
dry one, buyers can sue you later, says Bill
Gassett, a sales associate with RE/MAX Exec-
utive Realty in Hopkinton, Mass.

Don’'t assume a wet basement is hope-
less or wildly expensive to fix. “There
really is no problem that can’t be
fixed,” says Spencer, whose company
works on more than 150 basements a
day. “They’re not all big jobs. A lot of
times, we just go in and repair a crack.
Every house is different. So many peo-
ple avoid calling. The estimates are
free. It costs you nothing to find out
what the problems are.” For those who
decide to move forward with repair
work, job costs can range from $200 to
$20,000, with the average around
$3,000, Spencer says.

Do it right—with permits. Rules and
enforcement vary from city to city and
state to state. Visit or call your munici-
pality, and check its website for instruc-
tions. Some places, such as Chicago,
make it easy to find permit histories
online. “Especially if you're putting in
drain tiles and new pumps, the city is
going to want to know where that water
is going to,” Spencer says. “If they're
going to invest in this and do the right
thing, get it fixed permanently.” Water-
proof paint, for example, isn’t helpful
with big cracks in the basement’s foun-
dation.

Toss damp rugs. It's a good way to
prevent mold. “If you've got carpets
down there that have been wet, throw
them away,” Saltzman says. “You want
to be really certain you have a bone-dry
basement before you finish that off.”
You don’t want to finish a basement
before you waterproof it. Otherwise,
you can end up with leaks and mold.

Do not use automatic sprinkling sys-
tems that spray against the founda-
tion. And don’t overwater flower beds.
“You're concentrating the water
against your home,” Saltzman says.

Continue on Page 8



https://magazine.realtor/sales-and-marketing/sales-coach/article/2018/01/pre-listing-inspections-put-sellers-in-control
https://magazine.realtor/sales-and-marketing/sales-coach/article/2018/01/pre-listing-inspections-put-sellers-in-control
https://www.chicago.gov/city/en/depts/bldgs/provdrs/inspect/svcs/building_violationsonline.html
https://www.chicago.gov/city/en/depts/bldgs/provdrs/inspect/svcs/building_violationsonline.html

Continued: Leaky Basements

What to Tell a Buyer

Check out the “grading.” Ideally, the
house your buyer is considering purchas-
ing should sit on the highest part of the
lawn so surface water runs away from
the structure instead of toward it. Some-
times, homeowners add a swale—a shal-
low channel with sloping sides—to carry
water toward storm sewers or into the
backyard.

Ask the right questions. In nondisclosure
states, such as Massachusetts, sellers
don’t need to tell the buyers about water
issues in the basement—but sellers
must answer truthfully if buyers ask a
relevant question, Gassett says.

Pay close attention to “finished” base-
ments. The renovation work may be
covering up physical defects. “You may
still have an ongoing and active leak you
can’t see,” says Johnson. Unfinished
basements are easier to visually inspect
because cracks and moisture stains will
show.

Talk to the inspector about moisture
meters. These instruments can detect
moisture in wood, dry wall, and carpet-
ing. Variations throughout the basement
or house may indicate potential prob-
lems. “We’re looking for differences,”
Saltzman says. “Why is it higher in the
suspect area?” Today, these meters,
which can cost anywhere from $50 to
$1,000, are “pretty standard,” Saltzman
says. Typically, inspectors use them
without even being asked. (Some in-
spectors also use thermal-imaging cam-
eras to scan the house, but they detect
temperature differences that may not be
caused by moisture.)

Ask about warranties. Perma-Seal gives
a lifetime warranty, transferable to new
owners, for the life of the structure on
many repairs. (Sump pumps and me-
chanical devices have limited warran-
ties.) “Who wouldn’t be a little more
comfortable knowing they're buying a
house and there’s a problem, but it's

been fixed?” Johnson says. Find out if the
seller hired contractors who are licensed
with the state or who are members of pro-
fessional associations.

Use more than one certified inspec-

tor. “Get multiple people looking at some-
thing, rather than just one person who can
be trying to sell something that’s not nec-
essary,” Gassett says. Among other things,
they can distinguish between a normal
crack and a structural crack, says Spencer.

Learn about an area’s “water table.” The
level below which water saturates the
ground is critical: You don’t want a home
that’s essentially floating. That's why base-
ments are rare in places like Louisiana,
where the water is so close to the surface.
“If the water table rises, it comes up
through the floor,” says Gassett. “When
you’re coming out of the winter, and you've
got frozen ground and snow [and then
have] a good rain, you’ve got nowhere for
the water to go. It ends up seeping into the
house.” This type of house may need un-
derground French drains, filled with gravel.

Don’t assume the basement in a brand-
new house is waterproof. You can invest in
special new-home construction packages
that include the installation of a drainage
system around the perimeter, with two
sump pumps and a battery backup. (Sump
pumps typically cost $350 to $600 apiece,
Spencer says.) Without that failsafe, water
can build up. “If you lose electricity and
you have a sump pump [without a battery
backup], the basement could flood,” Gas-
sett says.

Check out the quality of the sump pumps
and battery backups. How long can the
sump pump operate if the power should go
out? “A lot of them won’t even run an
hour,” says Johnson. If you live in an area
with frequent, longer outages, or if you do
not want to run the risk of a battery that
fails, consider a generator. (They can cost
a few thousand dollars, though.)

Get the sewer line inspected. If it backs
up, it can cost $15,000 or $20,000 to
replace, Spencer says. So a $225 inspec-

tion is well worth it.

Look at doors and windows upstairs. If
they’re sticky, it can just be humidity -
but it can also be a sign of a structural
foundation problem that may trace back
to water in the basement, Spencer says.
A foundation that’s unsettled or sinking
can lead to an uneven house on top of
it.

Take care of the gutters. It's nice—but

not necessary—to use gutters with @
five-inch diameter instead of a four-inch
diameter, Johnson says, because “you
want more water to drain away from the
home.” Once you’ve bought a house,
clean the gutters at least once or twice
a year. Look for high-quality leaf guards,
which can be expensive but decrease
clogging. “I have pictures | can share
with you of trees growing out of the roof
because there’s so much debris with
those gutter-guard systems,” Saltzman

says.

Check underground drainage sys-
tems. Roots can clog them and wreak
havoc. “You can have chipmunks mak-
ing homes,” Saltzman says.

Look at the roof. Fold a paper in half to
make an A-line tent—essentially a sim-
ple, traditional roof. Think about how
easily water can flow off of it. Newer
houses may have complicated lines that
lead water to concentrate in a small
area, such as two valleys in front of the
house, instead of being evenly dis-
persed, Saltzman says.

Here’s to the lowly basement, now often
a place for man caves, flat-screen TVs,
wet bars, and ping-pong tables, but
once known as a place to store potatoes
and carrots and to hide out during
storms.

Karen Springen is a Chicago-
area freelance writer and
faculty member at North-
western University's Medill
School of Journalism.
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WE OFFER OVER $25,000 IN COVERAGE FOR YOUR
BUYERS ON EVERY GENERAL HOME INSPECTION!
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WE EVEN COVER THE SELLERS!

SiEE EEERESE P Q-G

$10,000 IN SELLER COVERAGE
WHEN WE INSPECT YOUR LISTING

GOOD THROUGH CLOSING

NOW WE EVEN COVER THE SELLERS WITH A
MECHANICAL & STRUCTURAL WARRANTY! FREE OF
CHARGE FOR THE TIME BETWEEN THE HOME
INSPECTION AND CLOSING!

CALL OUR OFFICE AT 419-484-4354 OR SCHEDULE ONLINE AT ERIEINSPECT.COM

Click on ad

to go to
Website!
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Fidelity National Title

Christopher D. Palmer

Branch Manager

402 Columbus Ave.
Sandusky, OH 44870

0 419-626-4475 F 419-626-8333
C 419-656-1209
E chris.palmer@fnf.com

www.ohio.fntic.com

“Neighborhood Service, Nationwide Resources”
“Trusted Everywhere, Every Day”

“Serving the Firelands Area for Real Estate needs since 1927”

» Low closing costs » First-time home buyers

» No pre-payment penalty » Conventional Loans

» FHA & VA Loans » Home Equity Line of Credit
» USDA Rural Development » Commercial Loans

» Home Improvement Loans

Contact our friendly and experienced mortgage staff for assistance today!

Or apply today on our website, www.vlfcu.org!

: VacationLand’ 800.691.9299 » www.vlfcu.org

Federal Credit Union 2911 Heyss Avande
) _ Sandusky, Ohio 44870
Your lifestyle. Your banking. Connected.

EQUAL HOUSING
LENDER
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Your full-service title
agency, from start to
closing.

We're a
committed to making closing experiences
transparent, positive and stress-free.

Let's work together.

Beth Dzurilla

Cell: 330-348-4133
bdzurilla@mutualtitleohio.com
14843 Sprague Rd Suite E
Strongsville OH 44136

www.mutualtitleagency.com

Affiliates

URAD

ADVERTISING OPPORTUNITIES!
Call Leslie @ 419.625.5787




Free Realtor CE in Norwalk April 8th 11 am—2:30 pm

Location: Sandy Ridge Winery 180 OH-61 Norwalk, OH—Lunch Provided!
Register 419-668-9922 or email aferguson@unionhomemortgage.com

Todd Lillo Visit our application website

Branch Manager . =
3 A anytime to qualify!

T 5:419668.9922

€. tlillo@un ionhomemort:

@ HorE | ALY
5 Uninn Hame W Cam. HHL5 2229 H
TCSIT 53 itess; vasos Harosi 44557 UNIONHOME

SaEE O LO00GE72.000 [MI224237 [RY MEF0HS MORTGASE RS A

BUY. BUILD.

REFINANCE.
We'’re Here For You.

First Federal

Kim Kincer

NMLS# 1408593

Branch Manager-Loan Officer
5502 Milan Rd.,

Betty Hoffman

[ ]
Bank of Ohio
Loan Production Officer
i 1660 W. Market St Suite A
Sandusky, Ohio 44870 THE RIGHT LOAN. THE RIGHT BANK. Tiffin, Ohio 44883
419-626-8900 419-443-8300
kkincer@firstfederalbankofohio.bank firstfederalbankofohio.bank bhoffmana@firstfederal bankofohio.bank

155

) Offices in: Sandusky, Tiffin, Shelby, Galion, Ontario, Mansfield, Mt. Gilead and Cardington |§Q.,!,CD

Aduertise here.

$25 for 1/6 page ADVERTISE

YOUR

For 2 months. Includes logo and BUSI"ESS
contact information, HE RE

or if you have your own
camera ready ad

to fit this size (2.95 H X 2.65 W)

Additional features:
Link to business website— $ 15
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Full page ad $100 for 2 months!

Aduertise here.

Includes logo and contact information,
or if you have your own
camera ready ad

to fit this size (8.78 H X 5.54 W)

Additional features:
Link to business website— $ 15

ADVERTISE
YOUR
BUSINESS
HERE
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Advertise Here!
1/3 page ad $50.00
for 2 months. Includes logo and
contact information. Or if you have

your own camera ready ad to fit
this size. (2.86 H X 5.54 W)

Link to business website $15.00

Advertise here.
$75 for 1/2 page

For 2 months. Includes logo and
contact information,
or if you have your own
camera ready ad to

fit this size (4.46 H X 5.54 W)

Additional features:
Link to business website— $ 15
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Reform of property tax appeal process passes

Ohio House

or not with your
property’s as-
sessed value as
determined by
your county audi-
tor, a local govern-
ment entity can file
a complaint chal-
lenging that value.
This means you’ll be
forced to spend time
and money defending
against these com-
plaints and, ultimate-
ly, may end up paying
more in taxes.

The Ohio House of Repre-
sentatives, by a 54-39
vote, approved a meas-
ure that will require local
government entities to
pass a resolution before
they can appeal commer-
cial and residential prop-
erty tax as well as man-
date that the affected
property owner is noti-
fied.

The measure, sponsored
by Rep. Derek Merrin (R-
Monclova Township), will
bring much-needed
transparency to tax chal-
lenges, notes Ohio REAL-
TORS Chief Executive
Officer Scott Williams.

House Bill 75, which has
the support of Ohio REAL-
TORS, establishes a uni-
form process of notifica-
tion to property owners
when a tax challenge aris-
es. Currently, Ohio is
among a handful of
states that allow a third
party to initiate com-
plaints against property
owners. As noted by the
Ohio Chamber of Com-
merce:

"The proposal would not
prohibit a school district
or local political subdivi-
sion from contesting
property values for tax
purposes, it would simply
allow a property owner
the opportunity to even
be aware that it is hap-
pening at all," Williams
said. "The often-repeated
question is if requiring a
resolution would be too

This means that,
whether you as a
property owner agree

December 13, 2019

time consuming and
inhibit an entity’s ability
to fulfill its responsibili-
ties. We believe it is
sensible to require a
political subdivision to
take the time to fully
consider any action that
would impact their tax-
payers, especially one
that may take money
out of a hard-working
property owner’s pock-
et. Requiring this addi-
tional action is not too
much to ask before ex-
ercising this authority.

"Any system of proper-
ty tax assessment
should guarantee a
property owner a level
of certainty regarding
their tax liabilities," Wil-
liams added. "Ohio’s
current tax complaint
system does not allow
for such certainty.
House Bill 75 represents
a positive first step in
reasserting that princi-
pal of taxation."

HB 75 moves to the
Ohio Senate for further
consideration.
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Coaching Corner: How many Peas are on your

plate?

Many moons ago, my sons pe-
diatrician strongly counseled
me around comparing my
twins, making sure that they
strongly felt their individuality.
Luckily, that was my philosophy
as well...and | do mean luckily
since two years later, my sec-
ond set arrived! Now, there
were daily opportunities to
compare -- who spoke first,
who crawled first, who walked
first...it was endless. | was able,
however, to see them as sepa-
rate little people, developing at
their own pace.

As they grew, they did not
grasp that same philosophy,
and the comparisons with each
other became probably my
most challenging piece of par-
enting. | knew we were in trou-
ble when they began counting
the peas on their plates, to
ensure that mom had not given
more to one than another!
Geez!!

Comparing is such a big topic,

and there are few of us hu-
mans that do not find our-
selves in the place of looking
at someone else and seeing
how we size up in compari-
son. It might be about how
they look, what they have,
their career success, their
children, etc. This list could go
on forever.

Now, here is the flip side --
what happens when you com-
pare and deem yourself supe-
rior in some way? Whoal! The
reality is this perception is
just as damaging!

Comparisons are not healthy
for anyone. Ideally, when we
NOTICE something about
someone else, we have the
opportunity for our own per-
sonal growth, and sometimes
inspiration can even come
about.

This week, | invite you to no-
tice when you find yourself in
a place of comparing. One fun

Nov. 15, 2019

way to do this is to bring back
some old math. Imagine the
symbols for “greater than,”
“less than” and “equal to,”
and determine where you see
yourself in situations. My
guess is that you will find
yourself in comparison mode
more frequently than you im-
agined.

Have fun with this, do not
judge yourself -- and for God'’s
sake, do not count your
peas!!!

This content is copyright 2019 Ohio REAL-
TORS. Read more at: https://

www.ohiorealtors.org/blog/1204/coaching-

corner-how-many-peas-are-on-your-plate/
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DON’T
STRESS!

Our Tech Helpline
is coming SOON
to support YOU.

DUZZ

OHIO

REALTORS’

Marilou Butcher Roth is the owner of The MBR
Group, a coaching and training company
working primarily with REALTORS who have a
desire to work and live from a more inspired
place. She is also the Broker/Owner of Group
REALTORS in Cincinnati.

Marilou is a member of the Ohio REALTORS
Board of Directors and past chairman of the
organization’s Communications Committee. Feel
free to contact Marilou to see if coaching is
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What’s new!
What to look for!

Our Monthly Newsletter is sent by email .

This change has allowed us to reach more people for less money. We now offer
Affiliates the opportunity to purchase advertisements in the newsletter.

If you are not receiving your emailed copy or for Brokers and Affiliates that would
like to receive a copy by mail every month please contact Leslie at the Board
Office (419) 625-5787 or Email: Leslie@faor.com

The Newsletter is now on

FAOR.Com!

On the “Member Side” under Members then Newsletters
For advertisement please Contact Leslie@faor.com

Coming Soon - Coming Soon
is now live. Forms are availa-
ble on our FAOR.COM

site. Log into the Member
side, Click on Forms, then
click on MLS Forms.

Held Status - If a listing can-
not be shown for any reason,
the listing must be in a Held
status. “For Sale” Sign  can-
not be in yard.

Kick Out Clause on Listing -
These listings must be in a
"Contingent" status....Not Ac-
tive

Marketing Remarks—for
remarks/information on the

home/property only. You can-
not have "Call John Doe to
schedule your showing today
or Call to see this listing today"”

Monthly Broker Open -
FREE first Tuesday of each

month. This is for open hous-

es held on the first Tuesday
- Please send information
regarding the listing & time
by the Friday before. Bro-
kers Opens for any other
time will cost $21.50 per ad.

ShowingTime - For assis-
tance please call
1.800.379.0057 or email
support@showingtime.com

Multiple Areas - If you want
to put a listing in more than
one area, there is a $25
charge per area. For listings
entered more than once:
when sold...you only sell out
one of the listings and with-
draw the others.

The Board of Directors re-
cently approved the recom-
mendation of the MLS Com-
mittee to modify the Primary
Photo rule as follows:

*New* Primary Photo

In order to maintain consisten-
cy in the Service, primary pho-
to as established is the front
view of the property. Any pho-
to set as the primary photo for
the property that is not the
front view of the property will
be removed. In the event of a
home having two front views
(i.e. water front home) the
listing agent may choose
which of the two views to use
as primary. If the alternate
view is used as the primary,
the photo of the front view of
the property must be set in the
second position. (Amended
2/18)

If you have any questions,
please feel free to contact the
MLS office at 419.625.3802



mailto:support@showingtime.com?subject=support%20help
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Welcome New Members!

New REALTORS®:
Jim Fernandez
New MLS Office:

New MLS Salesperson:

New Affiliate

New Appraisal Company:

Batdorf Real Estate, Inc.

The REALTOR® Insight is the official
publication of the Firelands Association of
REALTORS®, 2710 Campbell Street,
Sandusky, OH 44870.

The Firelands Association serves five
counties: Erie, Huron, Ottawa, Sandusky
and Seneca.

OFFICERS

Marcia Shockley, President

Alex Johnson, Vice-President
Janet Herzog, Secretary/Treasurer
David W. Freitag, CEO

DIRECTORS

Dave Amarante (2021)

Phillip Bolte (2023)

Monica Camarata ( 2021)

Frank Corder (2020)

Justin Ewell (2021)

Scott Myers, Past President 2019
Steve Mack (2023)

Sara Riesen (2023)

Joe Rudolph (2020)

Jamie Polter (2021)

OBJECTIVE

FAR’s REALTOR® Insight is published by
and for the education information and
benefit of its members and devoted to
news of the real estate industry and other
related and allied interest.

Advertisements of general interest are
accepted, but in no way should be con-
strued as an endorsement by the Firelands
Association of REALTORS®. FAR makes
every effort to ensure the accuracy of the
information published but assumes no
responsibility for damages due to errors

or omissions.

All copies for publication should be sent to
the Editor by the 20th of each month,
rates available upon request.

All copies submitted are subject to editing
at the Editors discretion.

Executive Officer/Publisher

David Freitag, CEO
E-mail: David@faor.com

MLS Director/Web Admin.

Connie Knerr
E-mail: Connie@faor.com

Admin. Assistant/
Newsletter Editor

Leslie Bixby
E-mail: Leslie@faor.com

We are required to maintain an
active email address for each FAR
member who uses our MLS system.
This email address is updated in the
National REALTOR database (NRDS)
and also for our email blasts with
important information that goes out
periodically.

If you have changed your email
address, have not received
email from us in some time or
just want to double check it,
please contact the Board Office
at 419-625.5787 or email your
current e-mail address to

connie@faor.com.

REA L‘T OR®
Insight

Newsletters are
now being
emailed. If you are
not receiving the
newsletter please
contact
Leslie@FAOR.com
and I will update

my email list.

Thank You!




Firelar
Realtor

2710 Campbel Street, Sondusky, OH 44870
Tel [419) 625-5787 + Fax (419) 625-3442
FrelondsMLS.com « FAOR.com

January 20th Closed
Martin Luther King Day

FAOR.COM D REALTURS)




