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Affordable Housing Workshop- Tuesday, February 
11th @ the Winston Room, LJVM Coliseum: A forum 
set up by the City of W-S Housing and Neighborhood 
Development Department. Contact Monica Lett at 
727-8595. 
 
Review of City Regulations and Processes:  Development 
issues are at the top of the list and include engineering stan-
dards, the utility plan review process, and several other plan-
ning, inspections, and engineering department issues 

On the Alderman’s work plan for this year is to conduct 
a review of regulations and processes to remove unintended ob-
stacles and delays for businesses.  They want to identify regula-
tions that discourage businesses or increase costs through delays.  
The idea is to modify or reduce burdens of regulations and proc-
esses while still carrying out the public purpose that they serve.  
Certain groups have been specifically identified to be included in 
this project, including the Winston-Salem Chamber of Com-
merce, The Home Builders Association, and the C&I Division of 
The Winston-Salem Regional Association of Realtors. 
 The first “roundtable” with the chamber was held on 
November 19th , and the second was held Wednesday, December 
11th.  It is important to note that the priority issues that came out 
of those sessions were primarily building and development is-
sues.  In particular and issue that will be given attention is the 
“one stop shop” concept that came out or the Citizens Efficiency 
Review Commission Report.  I have presented our list of con-
cerns at both meetings and the Chamber has responded well to 
our list, stating in a recent newspaper article the high priority 
being given to our issues.   

I met with Paul Norby to cover the issues with Planning 
that were in the CERC report.  The item he feels would be bene-
ficial to both sides would be to digitize records in his department 
so they can be accessed online.  This would save him staff time 
and customers would not need to come to the department.  We 
plan to meet again soon.  We had a meeting with Aubrey Smith 
January 15th to review the Citizens Efficiency Review Commit-
tee (CERC) report.  Chris Hilton and Steve Kelley were both 
there and we covered several issues that would benefit the de-
partment as well as builders.  These items will be presented to 
the city during this process.  Since engineering has no acting 
director, a similar meeting with that department has not been set.  
I will continue to follow this process to make sure our industry is 
well represented on this important project. 
 

Boarding Houses: Recommendation from Alderman Gen-
eral Government Committee would change the definition 
of family from 4 unrelated adults to 2 
 A recommendation from the Winston-Salem Alder-
man Community Development/ Housing/ General Govern-
ment Committee is a UDO text amendment changing the 
definition of family from 4 unrelated adults to 2.  This is in 
response to serious boarding and rooming house problems 
that exist primarily in the southeast part of the city.  Some 
unintended consequences include making any residential 
property that has more than two unrelated individuals illegal, 
and raising legal questions about the definition of “family.” 
This could effectively raise rents for individuals renting 
houses throughout the county.  The Planning Board made a 
positive recommendation on the amendment, but also recom-
mended keeping the maximum number of unrelated adults at 
four (4).  This amendment will go back to the Aldermen com-
mittee in February.  I am actively seeking a solution to the 
issue that will address the concerns of the neighborhoods 
dealing with absentee landlords while not negatively impact-
ing the vast majority of housing that is not the problem. 
 
City of Winston-Salem Bulk Container Fees for Apart-
ments: Court cases indicate that the fee could be a consti-
tutionally unsound proposal for the City 

The City of Winston-Salem will be charging Apart-
ment complexes for bulk container pick-up starting January 
1st.  All other residential properties in the city will receive 96 
gallons of service once a week while apartments will not.  
Two representatives from the Property Management Division 
of the Realtors Association and myself have met with Alder-
men Merschel and Terry and other city officials.  The cases 
rejected the validity of providing garbage removal from sin-
gle family homes at no cost and charging apartment owners 
in that there was no rational basis for doing so. The courts 
indicated that the cost to remove trash from one single family 
unit was "substantially the same" as from one multifamily 
unit. The Courts further stated that the fact that the owner of 
the property made a "profit" was in and of itself not a rational 
basis for differing treatment. Specifically, the Court reasoned 
that should the municipality charge apartment owners, the 
cost would be passed on to the tenants. The Judge further 
reasoned that tenants in general "have smaller political clout 
and it is precisely those people who are not protected by leg-
islation such as this. The profit factor should not forfeit the 
rights of these tenants to equal treatment". 
 

 
 
 
 

Top Court Fair Housing Ruling Favors 
Broker (Source: NAR) In a unanimous 
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decision, the U.S. Supreme Court ruled 
that individual broker-owners are not 

personally liable for the acts of agents who 
commit fair housing law violations.  

 
The high court, in the case Meyer v. Holley, 

reversed a decision by the U.S. Ninth Circuit Court of 
Appeals in California, which had extended liability to 
owners and officers. In the case, a racially mixed cou-
ple sought to make the owner of Triad, REALTORS, 
personally responsible for the actions of one of its 
agents who allegedly had made disparaging remarks 
about the couple. 

"NAR is pleased that the Supreme Court 
adopted the position advanced by NAR in its amicus 
curiae (friend of the court) brief that traditional princi-
ples of vicarious liability apply in fair housing cases. 
As a result, the court found that innocent officers and 
owners of residential real estate corporations will not 
be held personally liable for the unlawful conduct of 
the corporation's employees or agents," said Laurie 
Janik, NAR general counsel. 

In Meyer v. Holley, an interracial couple al-
leged that they were discriminated against by a real 
estate agent, and brought a claim under the Fair Hous-
ing Act against the agent and the real estate firm for 
whom the agent worked. The couple also personally 
sued the individual owner and officer of the firm, 
claiming that he also was responsible for the agent's 
alleged conduct. 

The trial court applied well-recognized princi-
ples to dismiss the Fair Housing Act claims against the 
individual owner, holding that vicarious liability prin-
ciples permitted only the corporation, and not the indi-
vidual owner and officer of the corporation, to be li-
able for misconduct by the corporation's agents. 

The Ninth Circuit Court reversed the decision, 
concluding that traditional vicarious liability rules did 
not control with respect to the personal liability of cor-
porate shareholders and officers in Fair Housing Act 
cases, and that owners and officers may be liable 
"simply on the basis that the owner or officer con-
trolled (or had the right to control) the actions of the 
employee." 

In a 9-0 decision, the Supreme Court reversed 
that conclusion of the Ninth Circuit. The Supreme 
Court opinion, delivered by Justice Stephen Breyer, 
said that the Fair Housing Act has not "extended tra-
ditional vicarious liability rules in that way." 
 
How Much of a Role Does Zoning Play on 

Housing Affordabi lity? 
Two professors from Harvard and the Univer-

sity of Pennsylvania recently researched the question 
of how much zoning affects housing affordability and 
how close to costs are housing prices.  This paper ar-
gues that in much of America the price of housing is 
quite close to the marginal, physical costs of new 
construction. The price of housing is significantly 
higher than construction costs only in a limited num-
ber of areas, such as California and some eastern cit-
ies. In those areas, they argue that high prices have 
little to do with conventional models with a free mar-
ket for land. Instead, the evidence suggests that zon-
ing and other land use controls play the dominant role 
in making housing expensive. This paper was written 
for the conference on “Policies to Promote Afford-
able Housing” sponsored by the Federal Reserve 
Bank of New York and the New York University 
School of Law. 

 
City/County Planning Board Friday 
Morning Meetings for Developers: 

Planning staff continues to offer this 
service to developers submitting plans for 

review. Contact Glenn Simmons at 727-
2087. 

 
Union Cross/Southeast Area Plan Community 
Meeting- Thursday, February 6th at 6:30 pm at 
Southeast Middle School:  This is the first public 
showing of the draft Union Cross/Southeast Area 
Plan that has been in progress for over a year.  It 
will be a guide for future land use decisions in 
southeastern Forsyth County.  Contact Rosemary 
Deemer at 727-2087. 
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2004 OFFICER  & DIRECTOR OPENINGS 
 
Are you interested in serving as an Officer or Director for NCAR? If so, the WSRAR 
Board of Directors would like to know. Please call the Association office at 768-5560 
before February 14th, 2003 to indicate your interest in the following NCAR positions: 
 

• President-Elect  
• Treasurer  
• Regional Vice President - Regions 3, 6, and 9.  
• Finance and Budget Committee - Regions 3, 6, and 9  
• NC Real Estate Educational Foundation Directors - Regions 2, 6, 8, and two at-

large.  
• National Association of REALTORS® Directors - One Director and one Alternate 

Director to be elected. (Note: NAR notifies State Associations in August as to the num-
ber of Directors to serve on the NAR Board of Directors for the following year. The 
number of NAR Directors to be elected may change after August, 2003)  

• RPAC Trustees - Note: The RPAC Trustees are elected by the NCAR Board of Direc-
tors and not by the general membership. The following Regions are open for election:  

Region 3 - 2004-2006 
Region 5 - 2004-2005 
Region 6 - 2004-2006 
Region 9 - 2004-2006 

Two at-large positions will be filled by appointment of the RPAC Chair. Anyone inter-
ested should contact RPAC Chair Swayn Hamlet or RPAC staff liaison Susanne Streb. 

To receive applications for any of the above positions, please contact Donna Peterson, 
NCAR Executive Assistant, at 800-443-9956. 

TIP: Most buyers don't recognize the amount of time 
it takes a real estate professional to find a home for 

them because so much work goes on behind the 
scenes. Develop a list of the tasks you will perform 
for buyers and realistic estimates of the time each 
will take. --Julie Garton-Good, Garton Seminars, 

Lenore, Idaho 
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N.C. Existing Home Sales Shatter Records in 2002 
GREENSBORO, NC (January 28, 2003)— For the third year in a row, sales of existing homes in North 
Carolina shattered previous records and provided one of the only bright spots in an otherwise sluggish econ-
omy.  
According to statistics compiled by the North Carolina Association of REALTORS®, 81,228 residential 
units were sold in 2002, surpassing the previous year’s figures by eight percent. When combined with a 
three percent increase in the average sales price, total sales dollars for the year were up 11 percent to more 
than $14.6 billion.  
Resort communities across the state led the strong sales growth; with Brunswick County posting the largest 
percentage increase in sales (58 percent), followed by Wilmington, Asheville and Haywood County. With 
the exception of the Triangle, most areas of the state experienced at least moderate growth.  
“The strong sales growth in 2002 comes as no surprise,” said NCAR president Connie Corey. “Mortgage 
rates were historically low helping more families afford a home and the shaky stock market had investors 
looking for better places to put their money. What could be better than investing in real estate, which has 
provided a solid return for many Americans regardless of the ups and downs of our economy?” 
 
 

Get reprints of an article you wrote a local real estate 
or business publication and put them in the brochure 
boxes on your listing signs. Send more to your client 
list. If you can't write, hire a ghostwriter. --Paul 
Carlson, Lake Stevens, Wash.  
 
Stick with an advertising format for at least three 
months, better still six. Just at the point that you are 
sick of looking at it, customers are beginning to re-
member it.--Eleanor Mowery-Sheets, Dallas 
 
 Take time during the traditionally slow month of 
December to develop a marketing plan for the next 
year. 
 
In a drive-in line, buy the coffee of the person behind 
you and leave your business card with the free drink. 
--Denise Brophy, St. John's, Newfoundland  
 
 Use customer testimonials in your brochures. The 
praise of others often has more credibility than your 
own claims.--Ralph Roberts, Warren, Mich.  
 
Find a niche in that is truly underserved in your mar-
ket area and focus on that. You'll be more successful 
than pursuing the "hot" markets everybody wants.--
Hobbs/Herder Advertising, Newport Beach, Calif. 

 
Invite those who referred business to your annual 
client appreciation event. Make it a bash so they 
will want to refer next year so they can come 
again.--Mike Brodie, Dallas 
 
Put your business cards in the check-out card 
pockets of books about real estate in your local 
library.--Bill Dilny, St. John's Newfoundland  
 
Replace that paper business card with a CD busi-
ness card. At about the same size as a conventional 
card, you can provide music, a slide show about 
you, and a link to your Web site.--McEneanery 
Associates, Inc., Northern Virginia.  
 
In January, send last year's buyers a copy of their 
closing settlement statement for tax purposes.--Bill 
Barrett, Rochester Hills, Mich 

Bright Ideas For Personal Marketing 
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Below are highlights of the December Board of 
Directors meeting: 
 
• Approved the resignation of five REALTORS®   
• Approved the reinstatement of one REALTOR® 
• Approved one REALTOR®  transferring from 

another Association 
• Heard a report from the Governmental Affairs 

Director regarding the business regulatory proc-
ess review, bulk container fees, and the fiscal 
impact studies currently being conducted 

• Heard a report from the Treasurer on the 2002 
financials and also on a meeting with the CPA 
regarding restructuring MLS fees and Associa-
tion dues in order to reduce income tax liability 

• Recognized members going off the Board 
• Heard reports from the Division Heads 
• Approved of the 2003 Committee Lists 
• Approved the President signing the Application 

for Receiving 2003 REALTOR® Partners Non-
Dues Revenue 

MEMBERSHIP CHANGES 
 
Transfers: 
James Allison (Prudential Carolinas Realty)  
Karen Bennett (Keller Williams Realty) 
Tina Brabandt (Re/Max Realty Consultants) 
Zelda Bryant (Prudential Carolinas Realty)  
Sharon Fonville-Frye (Coldwell Banker Triad) 
Dan Handley (Cazacasa Services) 
Jan Harmon (Re/Max Realty Consultants) 
Martha Jenkins (October Realty)  
Sam Johnson (C-21 Mayfield & Hill)  
Nora Kirkman (Coldwell Banker Triad) 
Bonnie Leazer (C-21 Mayfield & Hill) 
Robin Lyerly (Prudential Carolinas Realty) 
 
New MLS Companies: 
Cazacasa Services (Neva Handley, Broker) 
Realty World Brantley & Associates (David 
Brantley, Broker) 
   
REALTOR® Transfering from Another Asso-
ciation: 
Al Engler (Carolina Farms) 
 
Resignations: 
Diana Brewster (Crowder McChesney & Associ-
ates) 
Shelby Hill (Shelby W. Hill Realty) 
Peggy Nichols (C-21 Nichols Realty) 
Bobbie Wear (Keller Williams) 
Jason Wear (Keller Williams) 
   
 
Membership Totals Report 
  (as of January 31, 2003)  
 
REALTORS®           1009 
Affiliates       77    
Institute Affiliates      11     
Public Service                      4     
Life Members                     27     
TOTAL                               1128 
 
Applied for Membership       22 
Non-Member Licensees        142 
MLS Participants                 1207 
C&I Participants                  102 
PMD Participants                     32  

OUR ONLINE 
REALTOR 

STORE IS NOW 
OPEN� 

 
Visit our website at www.wsrar.com (password 
REALTOR login WSRAR) and follow the link or 
bookmark www.wsrarrealtorstore.com to your 
favorites. Find all your Real Estate Marketing 
Tools And Supplies at our store Information 
Boxes/Tubes,REALTOR Logo Items, Business Card 
Magnets, Literature Displays, Key Boxes/
Lockboxes, Stickers,Automatic Measuring Devices, 
Calculators, Open House Tools, Riders, Signs, Pen-
nants, Videos, Real Estate Theme Clothing & Jew-
elry, Doorhangers, Client Cards, Top Producer & 
other software, Books, Advertising Specialty Prod-
ucts/Items and much, much more. 
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Housing Opportunities 
Housing Opportunity: Real-Life Solutions  
There's more than one answer to meeting the complex challenge of affordability. In an effort to ex-
plore a few of the many successful efforts nationwide, REALTOR® Magazine Online is offering a 
year-long series of case studies highlighting housing opportunity best practices.  
BY JANE ADLER 
 
Even as the level of U.S. homeownership hit a new record high of 68 percent in 2001, soaring home prices and flat 
wages are all too often turning the dream of homeownership into just that—a seemingly unattainable fairy tale.  
 
"I really need a house so I'd have enough room for my family, but I couldn't save up the downpayment," says De-
metria Kennedy, a hospital respiratory therapist in Savannah, Ga. Kennedy eventually received a grant from the Ne-
hemiah Corp. and bought her home. But her dilemma highlights one of the many factors that still stand between al-
most one-third of Americans and a home of their own.  
 
The most significant housing challenge today is affordability, according to the Millennial Housing Commission, a 
special committee established to analyze the country's housing needs In 1999, for instance, 28 million American 
households spent more than 30 percent of their income on housing, more than the federal government considers af-
fordable.  
 
And the rapid escalation of housing prices in the three years since has only made affordability an even more urgent 
problem, experts say. "The cost of housing has increased dramatically," says F. Barton Harvey III, CEO at the Enter-
prise Foundation, a nonprofit group that supports neighborhood revitalization programs nationwide. "There's a mis-
match between the cost of housing and income."  
 
Research by the National Association of REALTORS® shows that the median price of a home has rising from 
$133,300 in 1999 to $161, 400 in November 2002. Meanwhile, median household income has declined about 1 per-
cent from 1999 to 2001, going form $43,355 in 1999 to $42,228 in 2001. And while home prices still fall within in 
the two-and-one half to three times income guidelines used by NAR, they are inching toward the top of that range.  
 
Established programs such as block grants, property-based subsidies such as Section 8, rental vouchers, and the fed-
eral low-income housing tax credit have long be used as tools to provide rental housing for people with modest in-
comes. Still, in 1999 (the last year when statistics were available), approximately 1.7 million U.S. households lived in 
severely inadequate housing. And rental affordability for low- and moderate income families fell by 9.5 percent be-
tween 1985 and 1999, despite federal subsidies that served 4.8 million households in 1999, the Millenial Housing 
Commission found.  
 
Many other affordable housing programs focus on ways to increase homeownership--considered key to stabilize 
neighborhoods by most housing groups. Housing trust funds, for instance, purchase and retain ownership of the un-
derlying land in order to make a house more affordable. Land trusts work well buyers who understand the concept, 
but the homes can be hard to resell because owners don't share in the appreciation of the land prices, notes REAL-
TOR® Linda Norton, Coldwell Banker Residential Brokerage-Drake, in Ft. Collins, Colo. Banks offer mortgages 
backed by government subsidies with below-market interest rates. Cities provide their own money to rehab old 
houses for rent or sale. New houses are built by nonprofit organizations such as Habitat for Humanity and then sold at 
cost to eager buyers. National nonprofits like the Nehemiah Corporation and Newsong Buyers Assistance, as well as 
many states and municipalities provide downpayment assistance and credit counseling to struggling homebuyers.  
 
"There isn't one single answer to housing affordability; there's an array of solutions, but what works all depends on 
the local market," notes Kent. W. Colton a housing consultant in McLean, Vir., and senior scholar at the Joint Center 
for Housing Studies of Harvard University.  
 

(Continued on page 10) 



South East Forsyth County 
33D4, 33D5, 34A4, 34A5, 34B4, 34B5, 34C4, 34C5, 34D4, 34D5,35A4 ,35A5,35B4, 35B5, 
35C4, 35C5, 35D4, 35D5, 36A4, 36A5, 36B4, 36B5, 36C4, 36C5, 49D1 – 5, 50A1 – 5, 50B1 
– 4, 50C1 – 4, 50D1 – 4, 51A1 – 4, 51B1 – 5, 51C1 – 5, 51D1 – 5, 52A1 – 5, 52B1 – 5, 52C1-
C5, 51C1 – 5, 63D1, 64A1 
 
South West Forsyth County 
AREAS:47 & 48, 
29C4, 29C5, 29D3, 29D4, 29D5, 30A4, 30A5, 30B4, 30B5, 30C1, 30C2, 30C4, 30C5, 30D4, 
30D5, 31D4, 31D5, 32D4, 32D5, 33A4, 33A5, 33B4, 33B5, 33C4, 33C5, 45C1, 45D1, 45D2, 
45C2, 45D3, 31A4, 31A5, 31B4, 31B5, 31C4, 31C5, 32A4, 32A5, 32B4, 32B5, 32C4, 32C5, 
46A1, 46A2, 46A3, 46B1, 46B2, 46B3, 46C1, 46C2, 46C3, 46C4, 46D1, 46D2, 46D3, 46D4, 
46D5, 49A1 – 5, 49B1 – 5, 49C1 – 5, 61A1 – 3, 61B1 – 3, 61C1 – 3, 61D1 –3, 62A1 – 2, 
62B1 – 2, 62C1 , 62D1, 63A1, 63B1, 63C1 
 
North West Forsyth County, 
ALL of AREA 16 &17  
GRIDS: 4A2, 4B2, 4C2, 4A3, 4B3, 4C3, 4A4, AB4, AC4, 4A5, 4B5, 4C5, 18A1 – 5, 18B1 – 
5, 18C1 – 5, 29C3, 30D1, 30D2, 30D3, 30A2, 30A3, 30B2, 30B3, 30C3, 31A1 – 3, 31B1 – 3, 
31C1 – 3, 31D1 – 3, 32A1 – 3, 32B1 – 3, 32C 1 – 3, 32D1 – 3, 33A1 – 3, 33B1 – 3, 33C1 – 3, 
1C2, 1C3, 1C4, 1D2, 1D3, 1D4, 1D5, 2A2 – 5, 2B2 – 5, 2C2 – 5, 2D2 – 5, 3A2 – 5, 3B2 – 5, 
3C2 – 5, 3D2 – 5, 15C1 –5, 15D1 – 5 
 
North East Forsyth County 
ALL OF AREAS 19 & 20 
4D2 – 5, 5A2 – 5, 5B2 – 5, 5C2 – 5, 5D2 – 5, 6A3 – 5, 6B3 – 5, 6C3 – 5, 6D3 – 5, 7A3 – 5, 
7B3 – 5, 7C3 – 5, 18D1 – 5, 21A1 – 5, 21B1 – 5, 21C1 – 5, 33D1 – 3, 34A1 – 3, 34B1 – 3, 
34C1 –3, 34D1 – 3, 35A1 – 3, 35B1 – 3, 35C1 – 3, 35D1 – 3, 36A1- 3, 36B1 – 3, 36C1 – 3 
 
OTHER: 
Davidson County Davie County Stokes County Surry County Yadkin County Rockingham County Wilkes County  Alleghany 
County 
Beach  700 
Mountain 800 
Lake  900 
Other  999 
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IMPORTANT INFORMATION  
PLEASE POST 

MLS GRID FOR PLACEMENT IN HOMESPOTTER 

The following is the list of coordinates and their respective placement in our HomeSpotter publication. 
Please use this as a guide to determine the quadrant  that your listing will be placed in HomeSpotter.  All 
information is pulled directly from your data inputted into MLS. When mapping coordinates, please use a 
Forsyth County map. If you need further assistance please contact Stephanie or Susan at 768-5560. 
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HOT TOPIC - MOLD 
REALTOR® MEMBERSHIP MEETING 

 
    
 Program: What You Donít Know Can Hurt You 
 
 Speaker: Bruce Hatcher 
   Mold ID Services, Inc. 
 
 Date:  February 18, 2003 
 

Time:  5:45 p.m.  
 
Place:  Benton Convention Center 

 
 Cost:   WSRAR Members  -  No Charge 

 
     Guests - $20.00 
 

 
 

RSVP REQUIRED BY FEBRUARY 11th AT NOON FOR MEMBERSHIP MEETING 
 

RESPOND BY FAX 768-7295 OR EMAIL  wsrar@wsrar.com 
 

CANCELLATIONS NEED TO BE RECEIVED BY FEBRUARY 14TH  
 
 
 

Spring Festival of Homes 
April 5, 6, 12 and 13 

Homes open from 1:00 - 5:00 p.m. 
Sponsored by: 

The Home Builders Association of Winston-Salem, 
Winston-Salem Journal and Brad Ellison Appliances, Inc.  

Visit www.hbaws.org for more information or to enter a home 
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In healthy housing markets with solid property values, local governments may be able to use inclusionary zoning 
rules to encourage more affordable housing. Montgomery County, Md., for instance, has successfully used this 
method to create affordable units. Developers build a certain number of lower-priced homes then are compensated by 
being allowed to build more units in a project than zoning would otherwise have allowed. This approach has recently 
grown in popularity since state governments have less for money for housing options in the face of huge budget 
shortfalls. "If a market is strong, developers will support the idea," says John McIlwain, senior resident fellow for 
housing at the Urban Land Institute in Washington, D.C.  
 
Affordable housing programs are especially tricky in distressed areas, usually requiring not only direct government 
assistance, but also the leadership of local non-profit organizations. In Cleveland, for example, the Homeward Pro-
gram has helped rehab and sell approximately 1,100 homes. The program sells a renovated house for about $85,000. 
The $2,000 down payment is usually lowered by a grant. Banks waive closing fees. The city offers a partial property 
tax abatement. It's often requires all of these factors to make a home affordable to buyers with incomes in the $35,000 
range.  
 
The program was created with the support of charitable foundations, non-profit housing groups, local and state gov-
ernment, and community banks. "The challenge is to involve all the major players," says Rob Curry, executive direc-
tor of the Cleveland Housing Network, the non-profit group that runs the Homeward Program.  
 
Curry attributes a significant part of the program's success to the high-quality of the homes it offers. They don't re-
quire the kind of expensive repairs that can sink a new homeowner. Also key is a dose of pre-and post-purchase credit 
counseling for the home buyers. "We have a foreclosure rate of less than 1 percent. That is spectacular by any meas-
ure," Curry says. 
 
Counseling is also a big component of the downpayment assistance program at the Nehemiah Corporation of Califor-
nia. Program participants complete a homeownership education course prior to a home purchase. Online classes are 
offered for those unable to attend classroom sessions. Nehemiah also provides credit counseling for people who 
would eventually like to buy a home.  
 
"We help people improve their credit quality in order to make them attractive to lenders," Scott Syphax president and 
CEO of Nehemiah in Sacramento, Calif. The group has provided downpayment grants to 130,000 families nation-
wide, totaling more than $277 million. "Homeownership should be for everyone who wants it," says Syphax.  
 
Ultimately, each affordable housing program is shaped by the needs and the resources of a community. Funding and 
support take many forms and are drawn from a broad coalitions of government, non-profit groups, developers, plan-
ners, lenders. and neighborhood residents. REALTORS® are part of the mix, too. 
 
"The country has 850,000 REALTORS® ," says Jim Hamilton, 2003 board chairman of NAR's Housing Opportunity 
Program, an effort by the National Association of REALTORS® to promote affordable housing. "Just imagine if 
each of our members committed just one hour to the issue of affordable housing. That would make a difference." Al-
ready nearly 140 state and local REALTOR associations are operating successful housing programs.  
 
For example, the Illinois Association of REALTORS® has established a not-for-profit foundation, the Partnership for 
Homeownership, to assist first-time, low and moderate-income homebuyers. REALTOR® members provide free 
credit counseling. Since 1996, the Partnership has worked with the state and local governments to provide $103 mil-
lion in assistance to 1,626 program participants. 
 
Says Gary Clayton, CEO at the Illinois Association of REALTORS®: "Once you get people into the housing market, 
everyone benefits." 
 
 
 

(Continued from page 7) 
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1 Jennifer B. Davis 
 Angela L. Horner 
 Lisa Simmons 
 Barbara T. Simpson 
 Kenneth Tilley 
2 Faye S. Flippin GRI 
 Jennifer L. Gentry ABR 
3 Lisa M. Graham 
 Mark E. Hartsell 
 Janie Kye 
 Susie Speas 
4 Edward Wooton 
6 Linda M. Helsabeck GRI CRS 
 Keith Holcomb 
 Jeff E. Kintner CRS 
7 Bev Supple GRI CRS 
8 Rosemary K. Maguire 
 Chris Ramm 
10 Diane H. Potts 
11 Vicki F. Bell 
 Roy G. Fulk 
12 Sue M. Palas ABR 
 Terry Parks 
13 Jesse Hymes 
 Sandra H. Vetrano ABR 
14 Mark W. Hauser 
 Lee S. LaVallee CRS ABR 
 James V. Salzwedel GRI 
 Michael T. Turner 
15 Tonda T. Burr 
 Willis E. McKoy 
 Karin Mikkola 
16 James F. Eaton 
 Patricia W. Kinnamon GRI 
 

 
 
 
17 Deanna B. Avent 
 Tom F. Johnson GRI CPM 
18 Ralph L. Bunch 
 Barry D. Carlton 
 Sandy Dyson 
 Mary R. Howard 
 Rex A. Mackie 
 Angela S. Yarborough GRI 
19 Jean Humbert 
21 Terry W. Johnson 
 Terry Long 
22 Kathy Brockman 
 James Chandler 
 Rod Eller GRI CRS CRB 
 Fitzgerald Webster 
23 Angie Hart 
 Sharon A. Shealy 
24 Phyllis S. East 
 Bonnie Leazer ABR 
25 Wallace Angel 
 Patti Walters Armini 
 Frank D. Queen 
27 Alice M. Johnson GRI 
 Renae Johnson 
 Liz T. Rudisill GRI CRS 
28 Judy D. Hodge 
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Tempoô Product Enhancements By Darrin Edwards of Triad MLS 
Square Foot Ranges 

Square Foot Ranges are in development and will be implemented in Tempo™ soon.  At that time, Tempo™ will begin to 
display a range of square feet instead of the actual square feet on properties that are NOT “closed”.  The listing agent will con-
tinue to measure properties as accurately as possible and enter the actual square footage into Tempo™; however, the system will 
calculate and display a range.  Here’s how it will work: 

At the point of entry in the MLS system, the agent (after measuring the subject property to the best of his/her abil-
ity) will enter the actual square footage obtained from his/her calculation.  The MLS system will then display only a 
range1 of square footage until the property is closed. When the status is “Closed” the actual square footage the listing 
agent entered will be seen by users.   

  
  
1The range is determined by the following formula:  10% down then rounded DOWN to the nearest hundred and 

5% up and rounded UP to the nearest hundred. 
  
Example:  
Actual square feet determined by listing agent:    4092 
Range in MLS system would be displayed as:      3600-4300 
  
The range will be displayed on all listings with one of the following status:  Active, Pending, Pending AB, Contin-

gent, Contingent AB, Expired, Withdrawn, and Temporarily Off Market.   
  
CMA reports will not display the list price per square foot field on properties which are NOT “closed”. 

Please keep your eyes on the Triad MLS Welcome Screen for more information about this enhancement and others, when 
you logon to Tempo™. 

Also, as I mentioned last month, Triad MLS has contracted with First American Real Estate Services (FARES) to provide 
Realist®, a web-based system that integrates public records data with browser-based MLS systems such as Tempo™ .  Realist® 
is a full-featured tax product that we are providing as part of our MLS services at NO additional cost!  It provides full data 
searching and retrieval capabilities using property location information, physical property characteristics, owner name, APN or 
tax ID numbers, and radius searching, allows agents to customize individual reports and print mailing labels.  It also automati-
cally populates new listings with public record tax roll and characteristic data and includes an automated comparable search, and 
data export tool. 

 

Make Sure Your  Listing Gets in HomeSpotterMake Sure Your  Listing Gets in HomeSpotter  
 

After adding your photo to the listing by clicking the "submit" button, 
please remember to select a photo as the primary photo by clicking 
"set as primary photo". Without this step, your listing will not appear 
to have a photo on the property full sheet nor will it appear in 
Homespotter. For additional information on entering photos, please 
call Susan at 768-5560 or Triad MLS at 841-1337. 
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REALTORS®  

are Required to Complete Quadrennial Ethics Training  
 
Effective January 1, 2001 through December 31, 2004, and for successive 
four year periods thereafter, REALTORS® are required to complete quadrennial 
ethics training of not less than two hours and thirty minutes of instructional time. 
REALTORS® completing such training during any four year cycle shall not be re-
quired to complete additional ethics training in respect of this requirement as a re-
quirement of membership in any other board or association.  
 
A REALTOR® completing the New Member Code of Ethics Orientation during any four 
year cycle shall not be required to complete additional ethics training in respect of 
this requirement until a new four year cycle commences.  
 
Failure to complete the required periodic ethics training shall be considered a viola-
tion of a membership duty for which REALTOR® membership shall be suspended un-
til such time as the required training is completed.  
 
Every board and association is required to provide access to necessary ethics training 
programs either locally, in conjunction with other boards and associations, or through 
other methods (including, but not limited to, home study, correspondence courses, or 
internet-based instruction). Any training offered pursuant to this requirement must 
meet the learning objectives and minimum criteria established by the NATIONAL AS-
SOCIATION OF REALTORS® from time to time. 

Adjustable Mortgages at Record Low 
 

(January 31) -- Freddie Mac reports that the one-year, Treasury-indexed adjustable-rate mortgages averaged 
3.89 percent this week--the lowest the loan has been since the government-sponsored enterprise started 

tracking it 19 years ago. Even with the rock-bottom rates, ARMs accounted for just 13.2 percent of mort-
gage market as a whole--down from 13.8 percent last week--as borrowers opted instead for the stability and 

safety of long-term fixed financing, which also remained near historic lows.  
 

The 30-year rate slipped to 5.90 percent from 5.91 percent last week; and the 15-year mortgage, commonly 
used for refinances, fell from 5.31 percent to 5.28 percent. "Mortgage rates are currently in a kind of limbo 
with no impetus to drive the figures either up or down," stated Freddie Mac chief economist Frank Nothaft. 

"Risks seem to be pretty evenly balanced at this juncture in time."  
 

Source: CBSMarketWatch.com (01/30/03); Kerch, Steve 
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NCAR Partners 
 

Save money and support your local association by using these trusted REALTOR® Partners for 
all your business needs: 
 
Affordable Healthcare Solutions 
 Health insurance coverage at great group rates is now available from Affordable Health-
Care Solutions. With more than 25 years of experience in the field, AHS has a variety of plans 
to meet your needs. For a free rate quote, call (704) 947-9564. 
 
AFLAC 
 Fill the gaps in your primary health care plan with coverage from the world leader in acci-
dent and cancer insurance. AFLAC pays cash benefits directly to you, regardless of the other 
insurance coverage you have. Call (800) 474-6012 to get started today. 
 
Bankers Life and Casualty Company 
 Long-term care benefits with discounts and favorable underwriting options are now avail-
able to members and their families. To learn more about the No. 1 cause of financial disaster 
from certified long-term care consultants, call (336) 852-9061 or visit www.yourltcinfo.com. 
 
BTI 
 Take advantage of the latest technology and savings on all your telecommunications 
needs. Services include local and long-distance phone service, paging, personal 800 numbers, 
Internet, DSL services and more. Contact the BTI Association Department at (800) 444-2279 or 
at www.btitele.com. 
 
Cingular 
 NCAR has joined forces with this premier wireless service provider to offer you special 
programs and discounts designed for your busy lifestyle. Cingular has a wireless solution that is 
right for your business and your wallet. Call (336) 681-NCAR for more information. 
 
CommuniKate 
 This flexible communication system coordinates all your phone calls, e-mail messages 
and faxes through one toll-free telephone number. Streamline your communications and mar-
keting with CommuniKate from Webley Unified Communications. For more information, call 
(800) 760-7516 or visit http://ncar.callmykate.com. 
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SPECIAL VIP OFFERS 
Gift Certificates with Home Warranty 
New REALTOR VIP® Alliance Program partner American Home Shield is offering your buyers $50 sav-
ings certificates redeemable at ServiceMaster companies with the purchase of an AHS home warranty. AHS 
is a subsidiary of The ServiceMaster Co. The certificates can be redeemed at AmeriSpec, Furniture Medic, 
Merry Maids, TruGreen ChemLawn, ServiceMaster Clean, and Rescue Rooter. 
 
AHS home warranties help protect homeowners when specific home systems and appliances break down 
due to normal wear and tear. For the warranty, homeowners pay an annual premium and a fee for service 
visits. Additional charges may apply to certain repairs and replacements. 
 
Repairs can be scheduled 24 hours a day via the Internet or phone. 
 
The home warranties and gift certificates are also available to NAR members. 
 
For more information, call 866/627-7253 or click here. 
 

Alliance program news 
Earn discount points on your credit card 
If you're a REALTOR® Visa cardholder, you can now earn points redeemable for discounts on a variety of 
hotels, airline tickets, and cruise packages. 
 
BankOne Card Services (formerly First USA Bank) is offering TravelPlus Premiere for a $59 annual fee. 
The program lets you earn one point for every dollar you spend using your credit card. And you'll receive 
discounts on travel packages, gift certificates from select retailers, and Disneyland and Disney World theme 
park passes. 
 
For more information, call 866/847-2627 (866/VISA-NAR) or click here.  
 

Chrysler and Jeep® extend allowance 
REALTOR VIP® partners Chrysler and Jeep will continue to offer members and association staff a $500 
bonus cash allowance on the purchase or lease of select, new-model vehicles through 2003. 
 
The offer may be combined with several other Chrysler and Jeep incentive programs. To take advantage of 
the deal, present your business card or NAR membership card to the participating dealer and the dealership 
will verify your eligibility. 
 
Association staff should verify eligibility by having an association executive or human resources represen-
tative e-mail the staff member's contact information to Ann Bleck at ableck@realtors.org and copy kstaf-
ford@realtors.org no less than two business days before purchasing or leasing a vehicle. Verification infor-
mation will be provided to the dealership. 
 
For more information, call 800/247-9753 (800/Chrysler) or 800/925-5337 (800/925-Jeep), for Chrysler 
click here for Jeep information click here.  



All courses are NC Real Estate Commission Approved for  
Continuing Education 

2002 ñ 2003 Update and Elective Courses ñ 4 hours credit per course 
Check desired course(s): 
 

Date  Course   Time   Place    Instructor 
 February 19 Update      8:30 a.m. – 12:30 p.m.  LJVMC   Lawson Newton ٱ

 February 19 Ethics and Real Estate    2:00 p.m. –   6:00 p.m.  LJVMC   Jodi Tate ٱ
 March 20  Update      8:30 a.m. – 12:30 p.m. LJVMC   Cindy Chandler ٱ
   (This update is specially modified for commercial real estate agents) 
 March 20  Commercial Real Estate      2:00 p.m. –   6:00 p.m. LJVMC   Cindy Chandler ٱ

RE Brokerage II    
(This elective is specially modified for commercial real estate agents) 

 April 12  Update      8:30 a.m. – 12:30 p.m. LJVMC   Deborah Long ٱ

 April 12  Mold, Moisture & Mildew    2:00 p.m. –   6:00 p.m. LJVMC   Deborah Long ٱ

 April 23  Update      8:30 a.m. – 12:30 p.m. LJVMC   Vickie Ferneyhough ٱ

 April 23  Buyers, Brokers,      2:00 p.m. –   6:00 p.m. LJVMC   Vickie Ferneyhough ٱ
 May   8  Update      8:30 a.m. – 12:30 p.m. LJVMC   George Bell ٱ

 May   8  If You Were The Judge    2:00 p.m. –   6:00 p.m. LJVMC   George Bell ٱ
 May 28  Property Management    8:30 p.m. – 12:30 p.m. LJVMC   Kim Stotesbury ٱ

Pitfall or Profit 
 May 28  CMA to CYA     2:00 p.m. –   6:00 p.m. LJVMC   Kim Stotesbury ٱ

 June 5  The Forms Corner         8:30 a.m. – 12:30 p.m. LJVMC   Tom Mahlum ٱ

 June 5  Update      2:00 p.m. –   6:00 p.m. LJVMC   Tom Mahlum ٱ
 
 

Mark your calendar, select courses and return entire form with total payment 
 

Winston-Salem Regional Association of REALTORS®, Inc. 
Attn: Nancy Yarborough 
195 Executive Park Blvd. 

Winston-Salem, NC  27103 
Phone (336) 768-5560 Fax (336) 768-7295 

 
 
Name 

Type or print as appears on license 
Company 
 
Address  
 
City       State   Zip 
 
Phone   License#      E-mail Address 
   (Mandatory) 
 
Credit Card #         ٱ Visa ٱ MasterCard     
Expiration Date 

 
OR 

 
CHECKS MADE PAYABLE TO: 

W-S Regional Association of REALTORS®, Inc. 
Cost:  $35.00 per class:               Amount Enclosed 

 
DISCOUNT NOTE:  If taking 2 classes in one day you may deduct $10.00 from the total. 

MAKE A COPY OF THIS COMPLETE FORM FOR YOUR RECORDS 
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Corporate Express 
 Enjoy discounts previously reserved for large corporations with the world�s largest business-
to-business supplier of office and computer products. Start saving today by calling (888) CETODAY 
or by visiting www.CorporateExpress.com. 
 
MBNA America Bank 
 You�ll be proud to carry the only MasterCard credit card with the NCAR and REALTOR® lo-
gos prominently displayed. Issued by MBNA America® Bank, this program offers a low introductory 
annual percentage rate and no annual fee. You�ll also enjoy high credit limits, travel accident insur-
ance and a free year-end summary of charges. Call (800) 523-7666 and mention priority code ZV24. 
 
Outstaffing Inc. 
 Handle your staffing needs the smart way. You select the staff you need, decide on compen-
sation and manage employees. Outstaffing handles all the back-office details including taxes, unem-
ployment, payroll and benefits. Call (888) OUTSTAFF or visit www.outstaffing.com/ncar_index.htm. 
 
Pearl & Associates Ltd. 
 Pearl & Associates offers errors and omissions insurance coverage that is unmatched in to-
day�s marketplace. Pearl also offers major medical individual insurance options. Call (800) 289-8170 
or visit www.pearlins.com/realesta.htm. 
 
Principal Financial Group 
 As one of our nation�s leading financial service providers, the Principal Financial Group offers 
members customized financial planning services and a variety of wealth-building tools. Whether 
you�re interested in retirement, education, disability and life insurance, or investment help, we have 
the solutions you�re looking for. For a free, no-obligation meeting, call (800) 457-3546 and ask for 
Brad Smith at extension 3019 or Mike Garcia at extension 3029. 
 
Protective Dental 
 Underwritten by Protective Life, this program offers two plan options, your choice of dentists 
and a vision plan at no extra cost. For more information, call fax-on-demand at (800) 789-0696 and 
request document 602. 
 
RealFA$T 
 RealFA$T is the national leader in computer-generated real estate forms. Capabilities include 
the ability to e-mail contracts, enter multiple names with addresses and phone numbers, auto-fill, 
strikeouts, automatic calculations, and much more. Best of all, there are no restrictions on the num-
ber of computer installations. Call (800) 571-0277 or visit www.realfast.com. 
 
RE FormsNet 
 Formerly know as ZipForms®, this contract software offers e-mailing of contracts, integration 
between contact managers and other service providers, Internet accessibility, auto-fill, spell check, 
pull-down calendar and much more. Call (800) 383-9805 or visit www.zipform.com. 
 
Religent Formulator� 
 Create profession real estate forms quickly and cost-effectively with Formulator� contract 

(Continued from page 14) 

(Continued on page 18) 
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software. Features include e-mail, auto-fill, global strikeout, auto updates, clause library and many 
more. For a free demo copy, call (800) 336-1027 or visit www.formulator.com. 
 
Systel 
 As the largest dealer of Panasonic and RICOH office equipment in the state, Systel offers sig-
nificant savings on the purchase or lease of copiers, printers, and fax machines. To find a represen-
tative in your area, call fax-on-demand at (800) 789-0696 and request document 606. 
 
TASC/BizPlan 
 Increase your tax savings with BizPlan. Small business owners and self-employed individuals 
can deduct 100 percent of their family�s health costs by using this program. To see if you qualify, call 
(800) 422-4661 and press 7. 
 
UPS 
 UPS offers the most reliable express service available today and savings you can count on. 
NCAR members receive $1.50 off next day air letters, 10 percent off next day air packages and 20 
percent off worldwide express shipments. There are no enrollment fees or contracts to sign. Just call 
(800) 325-7000 and identify yourself as an NCAR member. 
 
 For more information, contact the partner of your choice at the telephone number or Web site 
address given. Be sure to identify yourself as a NCAR member to get the great discounts and quality 
service you deserve. Visit www.ncrealtors.org or call Paul Espinosa at (800) 443-9956. 

(Continued from page 17) 

2003 DUES BILLING 
 

NCAR DUES 
 A portion of your dues, $1.99, provides you a copy of the Tar Heel REALTOR magazine each 
month. 
 Dues payments to NCAR are NOT deductible as charitable contributions for Federal income tax pur-
poses.  Such payments, however, may be deductible as an ordinary and necessary business expense. NCAR 
lobbying dues are NOT deductible for income tax purposes.  The portion of NCAR dues attributable to lob-
bying expenses is $10.96, which is 14.61% for 2003. 
 
NAR DUES 
 Dues payments to NAR are NOT deductible as charitable contributions for Federal income tax pur-
poses.  Such payments, however, may be deductible as an ordinary and necessary business expense.  NAR 
lobbying dues are NOT deductible for income tax purposes.  The portion of your NAR dues attributable to 
lobbying expenses is $13.00, which is 20.00% for 2003. 
 Your 2003 NAR dues include an additional $20 mandatory assessment of all REALTOR members 
to fund a nationwide public awareness image campaign that includes TV network and cable ads highlighting 
the value a REALTOR brings to a transaction and stressing the importance of using a REALTOR.  The 
entire amount of this assessment qualifies as deductible dues. 
 
If you have any questions, please consult your business tax advisor/consultant. 
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December Existing-Homes Sales Rise, Annual Record Smashed 
 

WASHINGTON (January 27, 2003) � Sales of existing single-family homes rose strongly in Decem-
ber while 2002 easily set a new annual record, according to the National Association of Realtors®.  

 
There were a total of 5,563,000 existing-home sales in 2002, up 5.0 percent from the previous re-

cord of 5,296,000 in 2001. NAR began tracking the sales series in 1968. 
Existing-home sales increased 5.2 percent in December to a seasonally adjusted annual rate* of 

5.86 million units from an upwardly revised level of 5.57 million units in November.  
 

Last month's sales activity was 12.7 percent higher than the 5.20-million unit level in December 2001 
and was the third-strongest monthly sales pace on record. 

 
David Lereah, NAR's chief economist, said a combination of favorable market conditions has been 
contributing to record housing activity. "Exceptionally low mortgage interest rates are the primary 
factor in record levels of home sales," he said. "Interest rates are the lowest they've ever been in 

Freddie Mac's records, and looking at other sources we have to go back to 1965 to see similar mort-
gage rates." 

 
According to Freddie Mac, the national average commitment rate for a 30-year, conventional, fixed-
rate mortgage was a record-low 6.05 percent in December, down from 6.09 percent in November; it 
was 7.07 percent in December 2001. The average 30-year rate for all of 2002 was 6.54 percent, the 

lowest annual average since Freddie Mac started tracking interest rates in 1971. 
 

"Strong demand by first-time home buyers, fueled by the children of the baby boom generation and 
by immigration, along with a generally good job market and growing families trading-up to larger 

homes, also has been contributing to record home sales activity," Lereah said. 
 

NAR President Cathy Whatley said the momentum of home sales is expected to remain strong. 
"With favorable affordability conditions and an improving economy, home sales are projected to re-

main strong in 2003 and should come fairly close to record levels, but it's unlikely they'll top last 
year's record-smashing performance," she said. 

 
"Because the overall economy is expected to improve this year, mortgage interest rates should rise 

modestly," Whatley said. "For the near term, this means we have the most favorable housing af-
fordability conditions that can be expected all year. The only problem is a localized shortage of 

homes available for sale in many of the markets that have had a tight supply over the last year." 
 

Housing inventory levels fell 10.8 percent at the end of December with 2.06 million existing homes 
available for sale, which represents a 4.2-month supply at the current sales pace, down from a 5.0-

month supply in November. 
 

The national median existing-home price was $164,000 in December, up 7.1 percent from Decem-
ber 2001 when the median price was $153,100. The median is a typical market price where half of 

the homes sold for more and half sold for less. 
 

For all of 2002, the median price was $158,300, up 7.1 percent from a median of $147,800 in 2001. 
This is the strongest annual increase since 1980 when the median price rose 11.7 percent. 

(Continued on page 20) 
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Regionally, homes in the Midwest were reselling at an annual rate of 1.36 million units in December, 
up 12.4 percent from November; they also were 12.4 percent above December 2001. The median 

price in the Midwest was $137,300, up 4.6 percent from a year ago. 
 

Existing-home sales in the South rose 4.6 percent in December to an annual rate of 2.29 million 
units, and were 11.7 percent higher than December 2001. The median price of an existing home in 

the South was $155,200, which was 6.7 percent higher than December 2001. 
 

The home resale pace in the West rose 2.0 percent from November to an annual rate of 1.56 million 
units in December; the pace was 17.3 stronger than December 2001. The median existing-home 

price in the West was $215,200, up 11.3 percent from the same month a year earlier. 
 

In the Northeast, existing-home sales rose 1.6 percent from November to a pace of 650,000 units in 
December, and were 6.6 percent higher than a year ago. The median existing-home price in the 

Northeast was $173,000, up 11.1 percent from December 2001.  
 
 
 

(Continued from page 19) 

RPAC Breaks Participation, Fundraising & Contributions Records 
 

WASHINGTON (January 16, 2003) � More than 350,000 Realtors® contributed to the Realtors® 
Political Action Committee (RPAC) last year, which is a record 44 percent of NAR members.  

 
RPAC is again the largest political action committee in the country, having raised a record $6 mil-

lion in receipts and distributed a record $3.9 million in direct contributions to federal candidates this 
cycle (2001-2002). RPAC supported 30 U.S. Senate candidates and 422 candidates for the House 
of Representatives this past cycle. An astounding 432 out of these 452 candidates won their races, 
giving RPAC a 96 percent winning streak. RPAC's contributions were pretty evenly split between 

both parties, with 53 percent of contributions going to Republican candidates and 47 percent going 
to Democrats. 

 
"This record level of RPAC participation demonstrates that Realtors® are among the most politi-

cally active and engaged citizens in this country. We represent participatory democracy at its best," 
said NAR President Cathy Whatley. "RPAC's contribution breakdown of giving 53 percent to Re-
publicans and 47 percent to Democrats reflects the current partisan make-up of Congress. This 
shows that Realtor® values mirror those of America. It also serves to remind folks that Realtor® 
issues cross party lines. Our record RPAC success sends a clear message to both parties that 

Realtors® can't be taken for granted. We work with both Republicans and Democrats to promote 
the health of the real estate market."  

 
One of the major issues that sparked the record RPAC participation among members was their 
concern that big banking conglomerates might be allowed to enter the real estate business, she 

explained. Whatley also credited the tremendous work of 2002 RPAC Fundraising Chair Larry Von 
Feldt and 2002 RPAC Chair Dick Crosby.  

 
As part of NAR's Opportunity Race Program, RPAC sent direct mail pieces to over 325,000 Real-
tors® informing them of the RPAC-supported candidate in 88 House and Senate races, winning a 
total of 78, or 89 percent, of these races. In addition, RPAC spent $1 million in hard dollar inde-

pendent expenditures on behalf of select federal candidates.  
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