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Seth Task
Hi Gang!

    I am so very honored to serve as the Chair of the AREA Advisory Board and look

forward to the year ahead.  I wish to thank Gail and everyone else who proceeded

her for the amazing jobs they all have done in making our small group the very

special organization it has become. Honesty, integrity, lifetime friendships, 

collaboration, and loads of wonderful, shared times makes AREA such a unique and

special organization. AREA is nothing without you and your participation and I look

forward to working with Carl, Suzanne, Hans, and all of you to continue to find

ways to better connect and make for your membership even more valuable.  

    We are still planning for the Cleveland Retreat in 2021, which will be followed

by Nashville in 2022with dates still to be decided. It is our special time of the year

and my job this year will revolve around making it so. Wishing you all a fantastic

start to your summer!

Seth

AREA REMEMBERS
Within the memories of Tucson, Denver 1, Denver 2, Seattle, Las Vegas,

San Antonio, New Orleans, Napa, Stowe, Santa Fe, Santa Barbara,

Newport, Boise are chronicled the history of our unique group. I want

to personally thank Seth for all he did in helping with arranging for our

14th  Annual Retreat, which has now been postponed. But all of the

careful planning has not been lost, as our next Retreat will be held in

that dear city as soon as events allow for that to occur. In the meantime,

please enjoy to the tribute to that fine community and I am looking 

forward to being with you at our virtual ZOOM Retreat next month

scheduled for July 13th. Gail and Seth are working in tandem to put on

a great program … See you then as begin to create some more. 

Carl Bosse

ADVISORY BOARD MEMBERS:
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A R E A  B O A R D

“All the news that fits.”

Comments from

A R E A M E R I C A S . C O M

Seth Task, Cleveland;  
Chair

Hans Hansson, San Francisco; 
Vice Chair

Our members are 110% committed to excellence in our

real estate profession.  Our mission encompasses:  

Sharing BEST Practices with our colleagues; treating 

all referrals with the utmost of care, honesty and 

integrity; and being involved in organized real estate 

for the betterment of our profession."

Seth Task
Cleveland, OH

sethtask@taskhomes.com
216-276-1626



   A home warranty leader since 1974, we’ve provided a 

well-balanced mix of home warranty coverage, price, and service with

genuine care to home owners in 25 states across the country,

including the District of Columbia. You can view our footprint here:

ORHP States Served

   We have experienced Account Executives ready to serve you by 

answering your questions, explaining available coverage, helping with

the rare service issues, sharing marketing tools, and more. You can

find your local representative here: ORHP Account Executives

   Thank you for the opportunity to create great business together!

Jeff Velez

Regional Vice President,

Old Republic Home Protection 

Southeast Region

orhp.com 

   I take great pride in announcing that Old Republic Home 

Protection is now a sponsor of Associated Realty of the Americas. 

   We were introduced to your organization by Craig Wilburn of

Gainesville, Florida, who extolled the virtues of becoming part of

the organization. Plus, I can attest to the value the agents in AREA

bring to their clients from personal experience. I referred a good

friend’s son to Kathryn Sanford. He is a first-time homebuyer 

looking in Mesa, Arizona. She was responsive and I look forward to

having her help him find a home.

   From this experience, I believe our relationship will grow to 

benefit us all because we have similar goals and beliefs about 

providing exceptional customer care. At ORHP, we believe home is

where the heart is. It’s the place where people, our mutual clients,

build a lifetime of memories to cherish. 

                    Our goal is to keep our clients happy in the 

homes that you help them purchase.

   When a covered home system or appliance fails, we repair or 

replace them quickly with friendly, efficiently service, saving clients

both time and money. And because you recommended the 

warranty to your clients, they look to you as their hero.

There’s a New AREA Sponsor
in Town

   4.  Emergency lodging and home

        deductible reimbursement

   This endorsement is from the

heart. Check them out and you will

see. And thank you OLD REPUBLIC

HOME PROTECTION for being a

very strong part in what makes

TEAM DYNAMO one of Americas

most prolific real estate sales teams.

   Sincerely,

   Craig Wilburn

   It was my distinct pleasure, along with several others, to have 

recommended Old Republic Home Protection to become an AREA

Sponsor. I, we, did so because of the wonderful service our clients

have received from this fine company over the years. Here is an

overview they are as they are being introduced to our community for

the very first time in the July issue of the AREA Newsletter.

   Old Republic Home Protection has been in business since 1974 and

is headquartered in San Ramon, California. The company offers home

warranty coverage to homeowners and real estate professionals in 25

states:

A Look at why we have been so successful!

   1.  Highest BBB rating of ”A+” for 20+ years

   2.  Multiple plans for homeowners and real estate professionals

   3.  Systems and appliances are covered regardless of age

A Private Message to All My Friends of AREA
BY CRAIG WILBURN

CraigWilburn
Gainesville, FL

craig@tdynamo.com
352-317-0707

https://www.orhp.com/view-a-current-brochure
https://www.orhp.com/find-your-local-account-executive
orhp.com


This is my fourth financial crisis. I

started my commercial real estate 

career in 1984. My first crisis began 

in 1989 when the San Francisco 

earthquake hit. I later experienced the

2001 Dot.com Boom and Bust market.

Then again the 2008 financial collapse.

And now an economic collapse initi-

ated by a global health crisis, COVID-

19.  

The good news for me is that I feel I

know what I need to do now to not

only save my business, but take 

advantage of the situation and grow it. 

Reflecting on the down markets I’ve lived through, my experience

with coronavirus reminds me more of a similar financial impact that we

had felt in 1989 with the earthquake. At the time, we were enjoying

a relatively strong financial marketplace when a natural disaster hit sud-

denly.  Being a broker in San Francisco, our market just stopped in an

instant.  We could not go back to our offices until buildings were 

determined safe to reenter.  We did not have the technologies we do

today to continue business  during the crisis. In fact,  I recall our cell

phone service was cut off, so we could only do calls on our landlines.

We could not communicate with our clients at all. We didn’t know the

what the impact would be on our clients, and we had no way to com-

municate. The overall fear was thinking maybe another, much larger,

earthquake would strike again. Everywhere you looked, you could see

our city was broken.  

   Uncertainty became the norm. The earthquake hit in October 1989,

but a perfect storm was about to occur as a serious national recession

(some called it a depression) began to unfold in 1990.  Now, the 

market was in serious trouble and all salespeople began to wonder

how they were going to survive.  

   I am a born and raised San Francisco native who never left the city.

But at the time, I had a young family  and couldn’t help but feel fear

and hopelessness.  We began to look for alternative places to live and

came close to moving to Seattle.  

   I was always a top producer wherever I worked. Instead of leaving

San Francisco and giving up, I began a reflection process and my 

natural instincts of drive and determination began to kick in.  

   Rather than throw my hands up, I decided to start my own firm with

partners who felt the same way.  Starboard officially opened its doors

in February of 1991.  That year, and the following two years, I had the

best years of my career. Most people thought we were crazy to start

a new brokerage company in the height of such a down market. We

all saw it as one very big opportunity.  

   What learned quickly as we approached landlords that they saw the

situation very different than we had. As a new company, we 

approached a building owner who had four significant downtown

buildings. We spent hours working on our first serious listing 

presentation to make sure it was perfect.  

IN A

DOWN
MARKET

Hans Hansson
San Francisco, CA
hans@starboardnet

415-765-6900



   When we get to the appointment, we expected and hoped for a

long meeting with a lot of questions and answers, but instead the

meeting lasted less than a half hour.  

   The owner cut it short and said he was giving us all four of his 

buildings as listings. We never opened our written presentation. When

we thanked him, we asked why he would give us a shot without us let-

ting us tell him our plans to get his buildings leased.  His response was,

“If you are crazy enough to start a business in this market, you are crazy

enough to get my buildings leased. You cannot afford to fail.”  

   Today, reflect on sales challenges you’ve had and what you did to 

overcome them. Let your natural determination kick in.  If you are sit-

ting on your hands, just waiting for something to happen, you will be

out of business (if you’re not already out of business as a salesperson).  

   Call up your existing clients, past clients and show you care. If you

can provide any assistance and help your clients right now, you will

grow your business in the future with them.  Calling new clients today

will also pay huge dividends in the future. New clients will pick up the

phone and answer your call. They too are desperate to figure out how

to survive this crisis. You as a salesperson need to be proactive and

help.  

   To date, as President of Starboard Commercial Real Estate, I have 

received only two calls from my vendors. My banker and my IT person

called to check in. We have received some emails from other vendors,

but that’s it.  

   You must call your clients. Don’t text or email.  They are tired of zoom

meetings and trying to keep up the explosion of emails. 

   The Bottom Line, Texters!

   Call your clients. If my firm is one example, then very few salespeople

are doing this. Be different. Bring back your drive. You will not only 

survive this crisis, but you will come out on top  and grow your business

by the time it’s over. 

Hans Hansson’s new, highly recommended, book for newcomers and
everyone else. “Great read!” “Perfect for new agents!”

STop Selling 
yourSelf SHorT

PURCHASE YOUR COPY HERE

http://hanshansson.com/


felt

Heart
SALUTE
TO ALL OF FRIENDS OF AREA

FROM KATY AND DON BULLOCK

   Ten years ago, we became members of  AREA at the request of an

old high school chum, Carl Bosse, with whom, in our younger years,

we, both, shared many a wonderous adventure together.

   Over these past, very wonderful years with AREA, Katy and I have

found this to be one of the finest group of folks we have ever 

encountered; and are so pleased to be considered not only members

but good friends of so many. For my part, working with Carl on many

fronts, we have produced a whole lot of business through Carl’s 

international contacts as well as mine, from around the world, and 

elsewhere, that have also involved a significant number of Florida

AREA members, as well as members, elsewhere, both commercial and

residential wherever they may be.

   So, we actually have the best of all worlds’ in my opinion: Honesty,

Integrity second to none; all the while, as we carry on with business on

a very high and principle level, sharing leads doing all we can to help

one another and being among the best friends we’ve ever had the

pleasure of joining with in work, fun and mutual love and respect.
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Christian Zarif

all of whom Katy and I consider some of our very wonderful and dearest friends. We will
miss each and every one of you this year on the occasion of the postponed 2020 AREA 
Retreat, while raising our glasses in toast to  all.

Don and Katy Bullock

Trinkie Watson Vicky Wilson

Chris WunderlichTerry Wunderlich

Tom Wescott Theresa WilsonCraig Wilburn

Judy Zeigler

Jay West



The City of Cleveland, is a major city
in the U.S. state of Ohio, and the
county seat of Cuyahoga County. The
city proper has a population of
381,009, making it the 53rd-largest city
in the United States and the second-
largest city in Ohio. Greater Cleveland
is ranked as the 33rd-largest 
metropolitan area in the U.S., with
2,057,009 people in 2018, however
the entire metropolitan area, which
includes Akron and Canton, had a
population of 3,515,646 in 2010 and is
ranked 15th in the United States. 
The city is located on the southern

shore of Lake Erie which has lent to the often used nickname, “The North
Coast”.  Cleveland is approximately 60 miles (100 kilometers) west of
the Ohio-Pennsylvania state border and a two hour drive from 
Pittsburgh, PA and Columbus, OH . It was founded in 1796 near the
mouth of the Cuyahoga River by General Moses Cleaveland. It became
a manufacturing center due to its location on both the river and the lake
shore, as well as being connected to numerous canals and railroad lines.
Cleveland's economy relies on diversified sectors such as manufacturing,
financial services, healthcare, biomedicals, and higher education, home
to the world famous Cleveland Clinic and Case Western Reserve 
University.  
   The city's major cultural institutions include the Cleveland Museum of
Art, the Cleveland Orchestra, Playhouse Square, and the Rock and Roll
Hall of Fame. The famed theatre district of Cleveland is the largest 

outside of New York City. Known as "The Forest City" among many other
nicknames, stemming from its incredible metro park system that forms
a continuous necklace around the city.  
   Due to its architecture, history, culture, food, and summertime
weather, Cleveland has recently been named one of the top travel 
destinations in the world by National Geographic, Travel Magazine, the
LA Times and The NY Times.

SPOTLIGHT: Cleveland

Seth Task
Cleveland, OH

sethtask@taskhomes.com
216-276-1626



When Insults had Class:

A member of Parliament to Disraeli:   
"Sir, you will either die on the gallows or of some  unspeakable disease. 

"That depends, Sir," said Disraeli, 
"whether I embrace your policies or your mistress." 

On the Lighter Sidewith Trinkie
Featuring Tahoe’s Trinkie Watson and her wit and wisdom.

Trinkie Watson
Lake Tahoe, CA

twatson@chaseinternational.com
530-582-0722

Dear Carl and Suzanne:

   Let me say how much I enjoy this group of fine professionals. I do 

believe things happen for a reason and running in to you a, while 

walking into Vince's Inaugural in San Francisco was definitely a right

place right time chance meeting. 

   I am truly honored that you, after the endorsement from Craig Wolfe,

working with Gail and the Membership Committee, extended the 

invitation to me to join as the Maryland connection. At the time, I wasn't

totally sure where the invitation for membership would lead me, but I

am incredibly thankful to "see" this group on the zoom calls and hear

what everyone is doing across the US and beyond. Being able to hear,

especially during this strange time of COVID, firsthand what others are

experiencing within the industry across the globe is invaluable to me. 

   The positive spirit and comradery 

coupled with the welcome I have 

received is so reassuring as our industry

continues to be in a constant state of

flux. I hear the words "rare air" a lot and

I look at this group and think how lucky

I am to be a member. So, I would like to

thank you, Craig, Suzanne, Gail and

everyone else for your support and al-

lowing me such a wonderful opportunity

to collaborate with the best of the best.

   Warm regards to all,

   Dee Dee Miller

MORE LETTERS WE LOVE TO PUBLISH

This letter was received in early June
from Dee Dee Miller, of Annapolis…
and, AREA would like to share this

Dee Dee Miller
Annapolis, 

deedee@LNF.com
443-995-2297

WHAT IS COST SEGREGATION?
    Cost Segregation is an application by which commercial 
property owners can accelerate depreciation and reduce the amount
of taxes owed. This savings generates substantial cash flow that
owners often use to reinvest in the business, purchase more property,
apply to their principal payment, or spend on themselves.

HOW DOES COST SEGREGATION WORK?
    Cost Segregation Services, Inc. (CSSI®), an experienced and 
qualified company, performs the engineering-based cost 
segregation study on your property. The study accelerates the 
depreciation of your building/renovation components into shorter
depreciation categories such as 5-, 7-, 15-year rather than 
conventional 27.5- and 39.5-year  schedules.
    These 5-,7-, 15-Year items now qualify for expensing in the first
year under Bonus Depreciation Rules.  Five and 7-year items might
include decorative building elements, electrical for dedicated 
computer equipment, and carpet. Fifteen year items might include
site utilities, landscaping and paving.
    This engineering-based cost segregation study results in a much
higher depreciation expense and significantly reduced taxable 
income for the property owner. Best of all, the U.S. tax code states
cost segregation can be applied to categories of buildings purchased
or built since 1986, including renovations, and there is no need to
amend your tax returns.

For further information, direct from the pros, please contact 
Vice-President David Deshotels, deshotelsd@cossegserve.com; 
or Na’Varo Johnson, expertmgmtpros@gmail.com.



   Whether or not you are aware, you probably know clients
or prospective clients looking for a way out of being a landlord,
but do not want the tax burden of capital gains and 
depreciation recapture that comes with a sale.
   Maybe they have reached retirement age, want to travel,
are tired of managing properties, and would like a passive 
income while deferring capital gains tax.
   Sure, a traditional 1031 will get them out of their current
property but puts them back into the landlord role on the new
property. There are many property owners doing nothing to
change their circumstances for that very reason, and they have
no interest in selling. 
   If you could show them an option that fits their needs, they
may be inclined to list that property!
   Delaware Statutory Trusts (DST) investments are recognized
by the IRS as like/kind real estate investments for 1031 and
1033 exchanges. They are similar in nature to T.I.C. investments
but provide more investor protection including non-recourse
financing.
   The properties are operating and leased prior to client 
investment. Income starts on the close date. The same rules
apply as conventional exchanges regarding use of an interme-
diary and 45/180-day exchange rules.. DST shares offer easy
division to heirs and retain step-up in basis at death. DSTs can
be used as the only exchange property or as a filler for unspent
“boot.”
   Exchanging a property with debt is an option. Many DSTs
include leverage that is passed to the buyer without 
qualification or loan application. Unlike a T.I.C., the investor
does not need to form an LLC or provide their own financing
or cash to replace relinquished debt. The process is much 
simpler and affords additional consumer protections. 
   Additionally, if the internal leverage in a DST purchase 
exceeds their debt requirement, the buyer obtains additional
real estate creating a new depreciation schedule. 
   An investor can sell one property and purchase several DSTs
to gain further industry and geographic diversification. 

A Summary of DST Features and Risks:
   •  Defer taxes on rental or investment property sale
   •  Provide steady monthly income from professionally 
       managed properties
   •  Avoid the need to add cash or qualify for debt to meet 
       exchange numbers. Leveraged DSTs can solve financing 
       problems

   •  Identify a back-up property in case a 1031 purchase fails
   •  Provide a “filler” to complete an exchange and avoid 
       boot.
   •  Eliminate day to day management of rental properties
   •  Help solve reduced income problems due to vacancy, 
       high tenant turnover, rent control and increasing expenses. 
   •  Provides simple estate planning. Shares are divided 
       among beneficiaries while retaining step up in basis.
   •  For those retiring and selling their business property, they
       provide tax deferral and income.
   •  For 1033 involuntary transfers sales via imminent domain
   •  Sell a single property and diversify into multiple real estate 
       sectors and locations, all while deferring taxes and 
       retaining step-up in basis at death
   •  DSTs are securitized investments. Investors must meet Ac
       credited Investor Requirements as defined by the SEC: In
       the United States, to be considered an accredited investor,
       one must have a net worth of at least $1,000,000, 
       excluding the value of one's primary residence, or have 
       income at least $200,000 each year for the last two years
       (or $300,000 combined income if married) and have the 
       expectation to make the same amount this year. The term
       "accredited investor" is defined in Rule 501 of Regulation
       D of the U.S. Securities and Exchange Commission (SEC).
Securities Disclaimers
   •  An investment in the Interests of the Trust involves 
       significant risk and is suitable only for Investors who have
       adequate financial means, desire a relatively long-term 
       investment and who will not need immediate liquidity for
       their investment and can afford to lose their entire 
       investment. 
   •  The Interests are subject to legal restrictions on transfer 
       and resale and Investors should not assume they will be 
       able to resell their interests.
   •  There is no public market for the Interests.
   •  Investors may not realize a return on their investment for 
       years, if at all.
   •  There are various tax risks, including the risk that an 
       acquisition of an Interest may not qualify as a Section 1031
       Exchange. 

How to unlock a Commercial listing that 
you may not otherwise have had!

Kirk Dobson and Chris Riel offer products and services using the following business names: David White & Associates – insurance and financial services | Ameritas Investment Com-
pany, LLC (AIC), Member FINRA/SIPC – securities and investments | Ameritas Advisory Services (AAS) – investment advisory services. AIC and AAS are not affiliated with David
White & Associates.  Representatives of AIC and AAS do not provide tax or legal advice and should not be construed as a recommendation.  Investors should consult their tax
advisor or attorney regarding their situation. 

A Memo From David White & Associates

Chris Riel CFP®
925-277-2683

criel@dwassociates.com
www.Rieladvisor.com

Kirk Dobson CFP®, ChFC, ChSNC 
925-277-2649

kdobson@dwassociates.com
www.Kirkdobson.com



Well Water Quality

   While most people in North America get their water from 

municipal water systems, there are also millions who rely on well

water at home. Water sourced from a well should be tested on a 

regular basis for contaminants such as bacteria and metals. If well

water coming from the tap tests high for lead, it could be that the

water in the well is too acidic, which causes lead to leach from pipes

and fixtures. An acid neutralizing system can usually alleviate this

problem without the need to replace pipes and fixtures. Other 

possible well water

quality problems can

be avoided by making

sure wells are located

away from septic

tanks, livestock, and

pooling water runoff.

Well maintenance

should be on a regular

schedule so that any

issues can be 

addressed before they

cause health problems

for the home’s occupants.

   Water quality can easily be tested for metals, bacteria and other

contaminants. Contact your local Pillar To Post Home Inspector for

more information about this and other added services available.  

   A water quality test can detect a range of issues with the in-home

supply.

   Municipal water systems are required to test and monitor drinking

water supplies to ensure safe and good-tasting water. But 

what happens once that water has been piped into towns, 

neighborhoods, and homes? Older homes may still have service

lines made of lead going into the home, which can cause lead to

leach into the water. The local water supplier should be able to 

confirm the presence of lead service lines for homeowners. Older

fixtures that contain lead, or lead that was used to solder pipe joints,

can also cause elevated lead levels. Whenever possible, pipes and

fixtures containing lead

should be replaced

with new materials. 

   Many homes built

before the 1960s have

galvanized steel pipes.

While galvanized pipes

do not create chemical

contaminants on their

own, they are 

susceptible to severe

corrosion which can

flake off and clog taps

and faucets. In some instances lead can build up inside galvanized

pipes, especially if the service line into the home is or was made of

lead. To be on the safe side, it is best to have all galvanized piping

replaced. 

  Another water quality concern is what are known as emerging

contaminants, which, if present in a home, usually occur in very low

level amounts. These fall into two general categories: health effects

and aesthetic effects. Emerging contaminants affecting health 

include detergents, pesticides, and medications. Other 

contaminants that don’t affect health may adversely alter water

taste, odor, and/or color. Home filtration systems are the most 

common means of reducing emerging contaminants. Options 

include faucet or pitcher filters, plumbed, and reverse-osmosis filters

that treat the entire home’s water supply. Any filtration system 

installed should be listed as meeting national standards for reducing

multiple contaminants.

Stephanie Bowling
Director of Marketing, Pillar To Post Home Inspectors Inc.

Water Quality in the Home
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EXAMPLES OF
ADS THAT
WORK
FROM AREA
MEMBERS

Well, that is not exactly what we had in
mind, so how about these?

Off to show property with 
my new PARKS branded
“COVID-19 Lunchbox!” 
Each box contains gloves,
masks, booties and hand 
sanitizer. Keeping Buyers and
Sellers safe one showing at a
time! 
#PARKS #TheHaganStoneGroup
#Responsibility #ThatsWhoWeR
— in 
Brentwood, Tennessee

Safety First!



    A San Francisco firm that operates a private 
network for real estate agents sued the National, 
California & San Francisco associations of Realtors
over a policy implemented May 1 aimed at reducing
the number of homes sold without being advertised
on a Multiple Listing Service. 
    In the suit, Plaintiff Top Agent Network (TAN) calls
itself “in effect, a private MLS and says the new rule
is intended to undercut. TAN’S entire business
model.” Filed in U.S. District Court in San Francisco
on Monday it alleges violations of federal and state
antitrust laws and contract law…
    More than 80% of homes put up for sale are listed
on an MLS, and the vast majority of them are con-
trolled by local Realtors associations, according to the
suit. SF Chronicle 5.12.2020.
    Subsequently, TAN filed a motion for an injunction
to stop NAR from implementing the “Clear 
Cooperation Policy”.  NAR filed a motion to block
TAN’s additional request for a temporary restraining
order against implementation the Policy. The court
denied TAN’s request for a restraining order.

This is a report on NAR’s Legal Action Funding:

    “NAR’s Legal Action Committee provides financial
assistance to support litigation of significance to the
Association, including matters relevant to the 
practice of real estate, the operation of real estate
associations, ownership and use of real estate, and
private property rights. Financial support provided
by NAR to litigants must be used exclusively to pay
the legal fees, costs, and expenses, incurred in 
connection with the litigation for which assistance is
requested and provided.”

Dennis Badagliacco
San Jose, CA

dennisb@legacyrea.com
408-218-1800

legal update

    1.NAR funded up to $65,000 for an Independent
        Contractor Case.  The Case is James Kennedy, 
        II v. Weichert Co…The plaintiff filed his action 
        claiming that Weichert had misclassified him as 
        an independent contractor instead of an 
        employee. The significance of the case is 
        obvious.  Should the plaintiff win our industry 
        may potentially have to restructure how we 
        operate.
    2.NAR provided funding of up to $140,000 for the 
        legal fees incurred by the Defendants in the 
        cases Design-works Homes Inc. and Charles 
        Lawrence James v. Boone Group, etc. The 
        plaintiff claims that posting of floor plans for his 
        homes violated his copywrites for designs. The 
        area MLS requires floor plans to be included 
        with the listings.
    3.NAR provided funding for $19,337.16 for the 
        legal fees incurred by Plaintiffs in the case 
        Kempa 3105, LLC, etc. v Sauk Village. Illinois 
        passed an ordinance requiring property owners 
        to apply for and receive a certificate of re-
        occupancy prior to the sale or rental of a 
        property. Again, the national implications are 
        obvious.

with Dennis Badagliacco past Chair of the Legal Advisory 
Committee of the NAR

REALTOR PROPERTY RESOURCE® DELIVERS ON-THE-GO ACCESS
TO AN ALL-ENCOMPASSING PLATFORM, AVAILABLE 
EXCLUSIVELY TO REALTORS® AND OFFERED AT NOT 
ADDITIONAL COST. EASILY ACCESSIBLE THROUGH 

DESKTOP, iOS OR ANDROID DEVICES.


