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say yes to success.

Positive culture. Better career.

You deserve a supportive and collaborative office culture. From
weekly communication, with up-to-date information, to business
planning activities, annual awards and plenty of recognition for
your achievements, you'll be plugged into a team that will help 2e;thhe support youdneed fromgyour brolkeralge.
your career thrive. Plus up your game with weekly webinars, nd the career you deserve. Give your loca

; ksh d Weichert Uni ) I ) Weichert office a call today or visit
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to help you stand out from the competition.
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PRESIDENT'S REPORT

BY MAUREEN FRANCIS

Many ways to get more involved in 2020

Spring, the season of hope and renewal, is upon us in
Michigan and there is no better time to acknowledge
the progress we have made so far this year and

forge ahead with enthusiasm and commitment.

We have begun this new year on the right foot

with a solid path in front of us going forward.

Over 100 attendees started the year off right by joining
us at the RPAC Fundraising Forum and AE Meeting in
Lansing. We were delighted to welcome Meagan Luce as
RPAC Trustee Chair and special guest Pete Kopf, 2020
NAR Realtor® Party Chair. This event continues to be
an essential one for members who want to learn and put
themselves in the best position as leaders in the industry.

\We have begun this new year on the
right foot with A SOLID PATH IN
FRONT OF US going forward.
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In late January, we came together at Achieve, which
was held this year at the beautiful Ann Arbor Marriott
Ypsilanti at Eagle Crest. For those of you who have
attended this event, you will surely agree that it is without
a doubt the premier event for Michigan Realtors®
members to network with some of the biggest industry
influencers while learning about real estate industry
trends, legislative developments and leadership. It was an
honor to stand alongside our newly elected officers and
directors as they were sworn in by Supreme Court Justice
Beth Clement. I will be joined this year by our President-
Elect, E'toile Libbett, and Treasurer, James Iodice.

The next step in staying on track and achieving your
goals for 2020 is to attend the upcoming
Broker Summit. Just a few weeks away
from now, this event is critical to all
Michigan Realtors®. It brings together
elite brokers and Realtors® from around
the state to discuss current real estate and
market trends that impact your bottom
line. You can expect engaging sessions on
risk management, tech and video. When
it comes to creating and implementing a
complete business strategy to propel you
forward, this event has it all with powerful
tips, tricks and insights into your industry.

2020 BROKER SUMMIT
Wednesday, April 29
The Inn at St. John’s, Plymouth

Visit www.mirealtors.com to register for all events.

Do you have what it takes to make 2020
a year like no other? With these events and
the support of Michigan Realtors® you do!
Take advantage of what this association
offers you, and what your colleagues can
offer you too. Share your skills and know-
how with others by volunteering in some
small (or big?) way this year. We're all in
this together and we can make big things
happen. We have many opportunities and
welcome you all to explore your potential.

Visit us at www. mirealtors.com for
resources to help you get started.



April 29,2020
Broker Summit
The Inn at St. John's, Plymouth

Are you a Broker, an aspiring Broker or a manager
looking to gain a competitive edge on the issues that
impact your brokerage? the Michigan Realtors® Broker
Summit brings together elite brokers and Realtors®
from around the state to address current real estate
and market trends that impact their bottom-line.

October 7-9, 2020
The Convention
Amway Grand Plaza Hotel & DeVos Place, Grand Rapids

For Michigan Realtors®, The Convention is the largest
gathering of real estate professionals, with over 1,200 in
attendance. Over 80 companies participate in the industry
tradeshow which showcases many products and services
involved in the day-to-day business of real estate.

LETTER TO THE EDITOR
By Bob Taylor

The proliferation of articles on the “industry disrupting trend” called
“iBuyer” always catch my attention. So, it is in response to the January
article in Michigan Realtor® that prompts this writing. However, it

is not because this is an industry disrupter, but because it is not.

All real estate agents are taught early in their careers that
all sellers want three things when selling and that one will
usually be more important than the other two. They are:

1. The most money
2. Aquicksale
3. Minimal inconvenience

Read Bob's full letter here:
https://www.mirealtors.com/Portals/0/Documents/
LettertotheEditorMarch20.pdf

Find Michigan Realtors® on your favorite
social networking sites:

00000
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CAPITOL REPORT

There is an early start for key Realtor® legislation this
year. This early start is welcomed considering that
the legislature and the Governor will soon be in the
middle of yet another budget negotiation. Last year’s
legislative session saw two rounds of budget negotia-
tions. The Governor vetoed approximately $1 billion in
funding from the first budget the legislature sent her
in September, and they could only come to terms on
a handful of items to restore before they broke for the
holidays. The budget took up some significant room on
the legislative calendar the second half of last year and, as
a result, the legislature passed the fewest bills since 1960.
Depending on who you ask, this might be a good thing.
Nonetheless, Michigan Realtors® is hard at work
trying to put some momentum behind a few timely is-
sues before the budget starts taking up significant time
and the 2020 elections bring policy making to a halt.

For all intents and purposes, this bill solidifies what we
have all known to be true when creating a commission
agreement — for a commission agreement with a seller or
buyer to be enforceable, the agreement must be in writ-
ing. And up until a couple of years ago, every real estate
professional understood that in order to establish a claim
for a commission, under the Statute of Frauds, the agree-
ment had to be in writing. This still holds true as a best
practice, but a ruling by the Michigan Supreme Court
in the case of North American Brokers, LL.C. V. Howell
Public Schools left the door open that a verbal promise
could be enough. In their decision, the court more or less
stated that because of previous case law, a verbal promise
can trump the Statute of Frauds requirement, and if the
legislature feels differently, they need to make that clear.
With SB 253, the legislature is looking to do just that.
The Michigan Senate recognized the importance
of protecting brokers and their clients by passing SB
253 in December by a vote of 33-0. The bill moved
on to the House judiciary committee where it also
received overwhelming support to make sure that the
law is clear and without exception. Given its track
record of support throughout the legislative process
and across both side of the aisle, the bill should have
a clear path to the Governor’s desk by March.
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BY BRAD WARD, VICE PRESIDENT
OF PUBLIC POLICY AND LEGAL AFFAIRS

The words from the old Rockwell song “Somebody’s
Watching Me” could not ring truer nowadays. You
should never assume that when you are out in public,
or as a real estate professional with clients in someone
else’s home, you have any type of privacy. Advances in
home security have brought us way past the days of
the nanny cam in the teddy bear. As such, Michigan’s
surveillance statues have lagged behind and put
homeowners at risk at breaking the law in attempt-
ing to keep their property and their family safe.

Under Michigan law, video monitoring of your
home has always been allowed so long as it wasn’t used
for “lewd and lascivious purposes.” Their words — not
mine. This is commonly understood as the homeowner
exception for security purposes. One could argue that
audio is also an aspect of monitoring. However, because
there is also separate section concerning audio record-
ing, requiring consent of at least one of the parties to
the conversation, there exists a question of whether the
homeowner exception applies to audio recording.

As you well know, new home security features now
include both video and audio surveillance and it has
never been easier and more affordable for homeowners
to secure their property with audio and video devices.
More to the point, there is no reason why a homeowner
should not have the full complement of audio and video
when protecting their private property. That said, we
are concerned that technology is outrunning the law
on this point, creating confusion within the real estate
market, and demanding a simple but important fix.

Representative Graham Filler (R- Dewitt) introduced
HB 5421 to harmonize Michigan’s audio and video
surveillance statutes to clarify that for home surveil-
lance purposes, a homeowner does not need to have the
consent for an audio recording, so long as it is not for
lewd and lascivious purposes. This change will also bring
the statute into line with current Michigan State Police
practices and protect seller’s during real estate showings.

Representative Filler chairs the House Judiciary
committee where his bill is referred. In February
Michigan Realtors® testified in support of HB 5421
highlighting the importance of clarifying the law
for buyers and sellers alike. The bill received over-
whelming support in committee and is now before
the Michigan House of Representatives. If the bill



passes into law, it will provide buyers and their agents
with a clear understanding that the private residence
they are visiting may be equipped with audio and
video recording equipment and that they don't have
an expectation of privacy in someone else’s home.

2020 ELECTIONS

This is an election year. It’s a year that
promises to stir passions, polarize
people, and make you want

to avoid social media. The
presidential election and na-

tional politics are set to take center
stage. It will drive most conversations and
promises to be nasty. However, in the middle of
the national conversation we also have important
Michigan elections impacting Realtors® right here.

The Michigan Realtors® Political Action Committee
(RPAC) is set to play an important role in this state
election by endorsing Realtor® champions on both sides
of the aisle to protect our business and private property
rights. RPAC works constructively to elect pro-Realtor®
candidates that understand our business and the impor-
tance of real estate to the state’s economy. You are not
going to agree with every endorsement that RPAC makes
and RPAC is not telling you how to vote. It is, however, M'Ch'ga N Rea |t0rs® |S ha rd
serving a meaningful guide to let you know where candi-
dates stand on our issues. Many, if not all, candidates un-

dergo a local association interview process to learn about at Work trylng {0 pUt some

Realtor® issues and explain their views on those issues.

And to clarify, RPAC support is through your voluntary Mo M E NTU M B E H I N D A

contributions to RPAC — not your dues dollars. Perhaps

most importantly, RPAC endorsement decisions are made FEW TI M E LY IS S U ES
by Realtors® across the state through their volunteer

work on committees at your local and state associations.

My intent here is to give you background and under- befO re ThG bUdget Sta rtS

standing on how these decisions are made. I also encour-

age a little civility when it feels like those around you may ta kmg Up S|g mﬂca nt t|me

not have any. The Realtor® party is strong, and we contin-
ue to be a bipartisan association that looks out for the best : :
interest of our members, their business, a vibrant real es- and the 2020 e|eCt|0nS brl ng
tate market, and the protection of private property rights. . .

Please follow along for breaking news through p0| |Cy makl ng {04 ha |t
our social media and E-news publications.
Additionally, be the first to receive legislative
Call for Action alerts on your mobile phone by
texting the word “REALTOR” to 30644. e
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Permissable Uses of Property —
Be Careful What You Say

BY GAIL A. ANDERSON

AND MELISSA A. HAGEN

06 MICHIGANREALTOR® MARCH 2020

Realtors® are often called upon to
answer questions about the possible
uses of a property that is being
offered for sale. When responding
to these types of inquiries, there are
any number of ways for Realtors®
to create potential liability for
themselves, one of which is to make
assumptions based upon the cur-
rent or prior use of the property.
An Illinois case decided last
summer provides a good illustra-
tion as to how this can happen. In
this case, a broker listed for sale a
below-grade condominium unit.
Before the listing, the unit had been
used as a convenience store called
“Stop & Shop Grocery.” The listing
broker created advertising materials
based upon old MLS listings which
indicated that the property was
zoned commercial. The broker also
looked at a Chicago zoning map
to verify the zoning. Unfortunately,
the map only showed the zoning
for the above-ground structure
and not the below grade space. In
the new MLS listing, the broker
described the property as a “[f]
ormer location of a Stop & Shop
Grocery” which would be “[p]
erfect for grocery, medical clinic,
fitness center, restaurant/bar . . ..
A potential buyer saw the listing
and contacted the broker for more
information. The buyer told that
broker that he was interested in
buying the space and renting it
to a grocer or other commercial
tenant. Eventually, the buyer and
his father toured the unit during
which time they saw refrigerators
and other fixtures that had been
left in the space by the operators
of the Stop & Shop Grocery. The
broker told them that Stop &
Shop Grocery had been operat-
ing at the property for over 30

”»

years but had recently vacated the
property. The broker added that
the space would be “great for a
grocery store” because of its layout.
After the tour, the buyer con-
tacted a potential grocery store
tenant. The potential tenant was
interested and, along with the buyer,
toured the space with the broker.
At that time, the broker once
again told the buyer that the space
“would be a great grocery store.”
Eventually, buyer purchased the
property for $600,000. However,
the lease transaction between the
buyer and the buyer’s prospective
grocery store tenant fell through
when the condominium associa-
tion failed to approve the tenant’s
lease conditions of an elevator and
signage. The buyer then began
lease negotiations with a second
tenant, which was a dog groom-
ing business called “Club Barks.”
Club Barks soon discovered that
the space was actually zoned
residential and could not be used
for a dog grooming business.
Upon learning the true zoning
of the space, the buyer tried to get
the zoning changed. The rezoning
failed because the condominium
association would not give its
approval which was necessary to
change the zoning. The buyer
stopped paying its condominium
assessments and eventually lost
the property through foreclosure.
The buyer sued the broker for
fraud and negligent misrepresenta-
tion. The Illinois court found that
the broker had misrepresented that
the space was suitable for, and could
be used as, a grocery store. The
court found that the broker was
liable for this misrepresentation in
large part because it was something
that the buyer himself could not
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.there are any number of ways

for themselves, one of which is to
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for Realtors® to create

POTENTIAL LIABILITY

MAKE ASSUMPTIONS

based upon the current or prior

USE OF THE PROPERTY.

have discovered since the correct
zoning could not be determined
from reviewing the zoning map.
Even though the broker’s misrep-
resentation appeared to have been
innocent, the broker was found to
be liable because the buyer could
not have discovered that the space
was not zoned for commercial use
through “ordinary prudence.”

In an earlier case, a broker
had listed a home with an office
addition that had been used as a
chiropractor’s office for many years.
The listing described several fac-
tors of the home’s interior, exterior
and amenities. It also contained a
list of several in-home businesses
as suggested uses for the home’s
office addition, including “dentist.”
A potential buyer who had driven
by the home and seen the “for sale”
sign contacted the listing office and
asked for a showing. During the
showing, the buyer asked the list-
ing agent whether the home could
be used as a dentist’s office. He
was assured that it could and soon
thereafter purchased the property.

The buyer spent the next several
months installing his dental equip-
ment and preparing his office for
his intended full-time practice. He
then received a notice from the
county zoning enforcement office

advising him that the home could
not be used for a dental office.
Apparently, the chiropractic office
had been a legal nonconform-
ing use. After a hearing, the
zoning board concluded, and a
court later agreed, that the use of
the property for a dental office
rather than a chiropractor’s office
constituted a change of use and
was therefore not a continuation
of the legal nonconforming use.
As in the more recent case, the
listing broker here argued that the
buyer could have easily discovered
the zoning information on his
own and therefore should not be
permitted to rely on the broker’s
misstatements. The court rejected
this defense, noting that in this in-
stance, the misrepresentation could
not have been discovered by simply
looking at the zoning ordinance.
Here, the buyer’s right to use the
property as a dentist’s office turned
upon a finding as to whether a
dentist’s office was the same “use”
as a chiropractor’s office. This find-
ing required a month’s deliberation
on the part of the county zoning
board of appeals. Since the answer
was not obvious, the buyer’s reli-
ance on the broker’s representation
was deemed to have been justified.
In a similar Idaho case, a holistic

health business known as “Path
to Health” hired a broker to help
it locate a property where it could
operate its business. The broker
showed them a condominium
unit designed for commercial
space. According to the owners
of Path to Health, the broker told
them that he had checked the
zoning and repeatedly assured
them that it would be fine.

After it purchased the con-
dominium unit, Path to Health
discovered that the property was
not zoned for commercial use

and that previous businesses had
operated under conditional use
permits that could not be trans-
ferred. While the buyer was able
to get its own conditional use
permit, it nonetheless sought to
rescind the transaction citing
concerns about future permits.
Path for Health sued the broker
for breach of contract, negligence
and breach of fiduciary duty. The
broker’s defense in large part was
based upon the buyer’s agency
agreement which explicitly pro-
vided that Realtors® have no duty
to investigate zoning. The trial
court relied on this language in the
buyer’s agency agreement to throw
out the case against the broker.
The appellate court held that the
trial court should not have thrown
out the case against the broker.
First, there was testimony that the
buyer’s agency agreement had not
been signed until after the buyer
had agreed to buy the property
(and after the broker had told
the buyer that the property was
properly zoned). Second, the court
held that just because the buyer’s
agency agreement made clear that
the broker did not have a duty to
investigate zoning, such language
“did not give the brokerage and its



PERMISSIBLE PROPERTY USE —

agents license to mislead clients
by providing false information.”
These cases illustrate a couple of
things. First, when listing property,
do not rely on old information.
Laws and ordinances change.
What may have once been a
permissible use, may no longer be
a permissible use. This is true even
if the use in question is the same
as the current use. The current
use may have been “grandfathered
in” when the applicable zoning
ordinance was amended. Do not
let potential buyers push you into
answering questions that you are
uncertain about. Remember, the

more complicated the zoning situ-
ation, the more likely the court is
to conclude that the buyers were
entitled to rely on the representa-
tions of the broker instead of
conducting their own investigation.
Second, if you represent a
buyer, remember that even if
your buyer’s agency agreement
specifically provides that you
have no duty to investigate the
property’s zoning classifications,
this will not protect you if you
voluntarily assume that obligation
by making representations as to the
permissible uses of the property.

Third, keep in mind that a zon-
ing ordinance is not the only thing
which may preclude certain uses.
Documents such as condominium
bylaws and restrictive covenants
may also restrict what buyers can
and cannot do with their property.
And, these restrictions may not be
consistent. For example, a zoning
ordinance may permit the use of a
property as a dentist office, but the
condominium bylaws may not.

How Will You?
Reach

your target audience

more than 32,000
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BY DAVE ZITTING

Why it has yet to meet the greater
needs of the housing consumer

Relationships matter in real estate,
and that will never change.

From Silicon Canal to Silicon Slopes to Silicon Prairie, tech cities continue to pop
up across the nation. As long as the consumercontinues to evolve and with them de-
mand them tech gurus, they will be there to respond. Although many sectors have
found success amidst this rise in tech, it seems others have tried and missed the
mark. , the reasons why a business or technology was not successful is not what we
are here to discuss and for time’s sake, we won't. But what I want to discuss is one
major area in technology that more than often gets overlooked: comradery.

As we all know, buying and selling a home is a very emotional transaction for more
than 85% of the nation’s housing consumer population(due to financial capabilities and
experience). emotion drives brokerages to specialization, which encourages consum-
ers to need a human connection and coaching, not just A.I. This is what many tech
gurus fail to recognize and easily overlook. However, we have been trained to expect
new and modern consumer experiences. Let’s call this Pre-Desire-User-Experience
(PDUx). The concept is easy to whiteboard, but much more challenging to deliver.

A Now SW o) Egpedlions

Simply put, consumers have a new set of expectations based on other contempoconsumer

experiences (think Amazon, Uber, Grubhub, Apple, Airbnb, etc.). The idea is to the consumer

with what they need and want at the moment or before they think they want it. If your

customer’s inner-speak is, “I need and want... and where do I start...?” the question then

becomes, how does the housing industry respond? Unfortunately, as a whole, we haven't.
When consumers buy and sell a home, they are required to complete this transac-

tion while navigating many different industries—real estate sales, real estate financing,

moving services, home products and services, security, energy and utilities, warranty,

insurance and more. Let’s refer to each of these industries as kingdoms, all of which

are vying for the consumer’s attention, but operate quite competitively and separate.
Today, most technology strategies are focused on staying within each of these vari-

ous kingdoms, and often the gurus themselves establish their careers within that sector.

The individual industries that make up the Housing Market are a somewhat esoteric

set of knowledge. And, more consideration needs to be on the actual result. We must all

ask the question, are we responding to our customer’s needs? We need to look beyond

the traditional Net Promoter Score and Social Surveys, asking, “Were you satisfied

with the lending experience?” What we need to ask is, “did you enjoy selling and buy-

ing a new home?” Unfortunately, that answer is most often unequivocally, “no.”



CA/(a/vwvji/wg/ﬁw @M

Housing consumers gauge met expectations based on two very straight forward out-
comes: Was it easy or difficult? And, was it fair> When consumers are forced to work
with multiple, disjointed industries to complete a single transaction, each of which is
complex, it makes it nearly impossible to meet these trained and ingrained expecta-

tions. This disjointedness also dramatically increases the overall cost of housing.

As a whole, regardless of what industry career path you operate within, you need to start
asking some new questions: Do you satisfy our client’s overall housing expectations? And,
are you doing it in a way that supplies delight when buying a home, while at the same time
providing PDUx and saving your customer money in the process? If you want to respond
positively to these questions, it may be time to expand your current technological strat-
egy. There is a way to come together as an industry to create this type of comradery, save
money and streamline processes while unilaterally making it easy for all parties involved.

The technology is here and readily available amongst all industry kingdoms. It’s
time that we work together to supply real estate professionals with predictable and
sustainable career experience, while at the same time finally meeting our clients’ over-
all expectations. We can delight them if we work together and think together.

Dave Zitting’s mortgage industry career launched in 1989, and within ten years, he was Co-Founder and

CEO of Primary Residential Mortgage, Inc. (PRMI). After a successful exit from PRMI, Dave, co-CEQ of Avenu
Technologies, Inc.,, became laser-focused on Avenu’s work to enhance the real estate sales process through
revenues and career opportunities for real estate agents. IntroLend, MoneyTips, and HomeKick are collaborative
technological platforms that create ease for the home buyer and new revenue streams for professionals.
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An essential part of an appraiser’s
valuation process is determining the
market information that is needed to
properly prepare an appraisal report
as well as the sources for collecting it.
This is referred to as the appraiser’s
“data collection process.” The old
adage “garbage in, garbage out”is a
fundamental thought paradigm when
planning the data collection process.
If the market information used by
the appraiser is not reliable, then the
results of the appraisal will not be
credible. Every appraisal report must
be based on reliable market informa-
tion about the subject property (i.e.,
the property which is the subject of
the appraisal), the market area the
subject property is located within and
the comparable properties used in
the approaches to develop its value.
When people read appraisal
reports, their attention often focuses
on the type of analyses done and
the conclusions reached. Very little,
if any, attention is given to the data
collection process followed. This is a
shortsighted focus, as the data collec-
tion process leads to the appraiser’s
analyses performed and opinions
developed. For example, when us-
ing the sales comparison approach,
the subject property is compared to
similar properties which have sold,
and the appraiser applies adjustments
to each of the comparable property
sales’ prices for any value-related dif-
ferences. The comparable sales used,
and adjustments applied is a small
part of the appraisal process and is
actually just the end-results of a part
of the data collection process plan.
The larger picture revolves around
decisions made for what data was
collected and to what sources were
relied upon for the information.

The data collection process
plan is shaped by first determin-
ing the appraisal problem for
each appraisal assignment.

THE APPRAISAL PROBLEM

Every appraisal report is a tool meant
to help solve a client’s appraisal
problem. Prior to determining a data
collection process plan, an appraiser
must first know what the client’s
appraisal problem is. At the onset

of every appraisal assignment, the
appraiser must identify the following
elements in order to fully understand
its client’s appraisal problem.

1. CLIENT AND OTHER INTENDED US-
ERS. The client is the party(s)
who engage the appraiser;
while other intended users are
others who may also rely on
the appraisal report. For exam-
ple, in a property assessment
dispute, an appraiser’s client
is typically the Petitioner
or Respondent (i.e., prop-
erty owner and municipality).
Other intended users include
the Michigan Tax Tribunal,
who will rely on both parties’
appraisal reports in determin-
ing the value of the property.

2. INTENDED USE. The appraisal
report’s intended use is the
purpose of the appraisal.
Intended uses may include
property assessment appeal,
determining tax exemption
benefits, collateral valua-
tion for financial institution
lending, divorce, merger and
acquisition, purchase or sale,
investment, insurance, noncash
charitable contribution and
a variety of other reasons.

STANDARD OF VALUE. The stan-
dard of value (i.e., type and
definition of value) provides
the measurements that the
appraiser’s opinion is devel-
oped on. Some of the common
standards of value include
market value for lending and
divorce, true cash value for as-
sessments, insurable value for
replacement purposes, and fair
value for financial reporting.

EFFECTIVE DATE OF APPRAISAL.
Commonly referred to as the
appraisal report’s “date of
value,” it provides the context
of market conditions that the
appraiser’s opinions are valid.
For example, December 31

is the effective date of value
for Michigan property as-
sessments for the subsequent
tax year (e.g., December 31,
2019 is the date of value for
2020 assessments). In many
assignments, such as for fi-
nancial institution lending, the
effective date is the date the
appraiser inspects the property.
Depending on the use of the
appraisal, the effective date
may be retrospective, contem-
poraneous, or prospective.

* A retrospective effective
date reflects a valuation
context of market condi-
tions and opinions which
precedes the current
market. Such as preparing
an appraisal today with an
effective date of December
31, 2016.



A contemporaneous
effective date reflects a
valuation context of market
conditions and opinions
which are the same as

the current market. Such

as preparing an appraisal
today as of today.

A prospective effective date
reflects a valuation context
of market conditions and
opinions which forecast
into the future. Such as
preparing an appraisal
report today, but as of a
time in the future when the
property is constructed per
plans and specifications.

RELEVANT CHARACTERISTICS OF
THE SUBJECT PROPERTY. This
includes physical, legal and

economic characteristics.

ASSIGNMENT CONDITIONS. These
are conditions required and
specific to each appraisal
assignment, such as client
requirements, assumptions and
extraordinary assumptions,
hypothetical conditions, laws
and regulations, jurisdictional
exceptions and other condi-
tions which directly affect the
appraiser’s scope of work.

Any of the above assignment
elements can cause the data collection
process to become extremely difficult.
For example, retrospective and
prospective effective dates provide
an additional degree of complexity
relating to collecting proper data.

A retrospective effective date of
December 31,2016 requires the
appraiser to mentally go back in time
and examine data which reflects the
context of market conditions back
then. It can be challenging to

find historic information and
emulate the decision-making

mind set of buyers and sellers.
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to the

to your clients!
800-444-3276

<&

Welcome

country.

Sun drenched days, breath-taking sunsets,
the beauty of nature in your backyard...
GreenStone Farm Credit Services’ country
home loans are specially designed for those
who live or dream of living in the country.

Contact your local branch to see how
GreenStone can bring financing home

After identifying the
appraisal problem, the next
step is identifying the proper
scope of work to solve it. An
appraiser’s scope of work
involves the type and extent
of research and analyses in
an appraisal assignment. An
appraiser’s scope of work
includes determining the
proper data collection process
plan. The data collection
process plan includes (1)
identifying the market
research information needed
and (2) the sources the
information will come from.

There are three categories
of market information the
appraiser needs to collect and
examine: (1) subject property
data, (2) market area data, and
(3) comparable property data.

SUBJECT PROPERTY DATA

Subject property data consists
of the relevant characteristics
associated with the ownership
and use of its land and
building improvements
categorized into physical, legal
and economic characteristics.
It’s important to understand
that not all features possessed
or present in the subject
property are relevant.
Appraisers analyze properties
and their markets to determine
which features are “relevant
characteristics.” Relevant
characteristics are features
which may affect a property’s
value or marketability.
Identifying relevant
characteristics is a judgment
by the appraiser and requires
competence in that type of
assignment, including the
specific type of property

and the market in which

DATA COLLECTION SCRUTINY——

wine cellars built underground
and not directly accessed
from the house, a wet bar and
fireplace in a basement, and
having more than one kitchen
in a single family home. That
doesn’t mean that these same
features may not be relevant
to a different property, in a
different market or under
different market conditions.
Relevance is measured within
the context of the property
type, market conditions and
the appraisal problem.

When collecting data about
the subject, the appraiser
collects information that’s
relevant pertaining to its
legal, physical and economic
characteristics. For example,
legal characteristics may
include information about
the ownership interest
of the subject property
(e.g., fee simple, leased
fee) building codes and
zoning ordinances. Physical
characteristics may include
information about building’s
size, overall condition,
location and site features.
Economic characteristics
may include information
pertaining to a property’s
vacancy, rent charged, and
operating expenses.

To be continued
in next issue... ®

Micheal R. Lohmeier, MMAO(4), PPE,
FASA, MAI, SRA, is the City Assessor for the
City of Novi. He has authored and taught
extensively on subjects involving real
estate, valuation, property tax, and stan-
dards of professional practices locally and
nationally. He s available for further ques-
tions relating to this article at 248.347.0493
or his email at Mlohmeier@cityofnovi.org

» GreenStone”

FARM CREDIT SERVICES

the property is sold. I've

read appraisal reports where
appraisers have identified a
wide range of physical features
which they noted as not value-
influencing (i.e., not relevant).
Some of these have included

www.greenstonefcs.com
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2019 Michigan RPAC Major Investors

HALL OF FAME

Mark Baker Randy Caltrider Robert Campau Dan Coffey Pat Combs Chris Courtney Chris Dean Ted Edginton

Lenawee County Greater Lansing Michigan Realtors® Southwestern Michigan Greater Regional Alliance Greater Metropolitan Greater Lansing Greater Metropolitan

¥
Dan Elsea Stu Elsea Beth Foley Yoshiko Fujimori Karen Greenwood Carol Griffith Carol Jones Sara Lipnitz
Greater Metropolitan Greater Metropolitan West Michigan Lakeshore Greater Metropolitan Greater Metropolitan Livingston County Greater Metropolitan Greater M

Bill Martin John McArdle Gordon McCann Michel Metzner Bill Milliken Jr. Nanci Rands Rick Reardon Gary J. Reggish

Michigan Realtors® Greater Metropolitan Greater Metropolitan Greater Regional Alliance Commercial Board Greater Metropolitan Jackson Area Greater Metropolitan

Cathy Sherman Bittrick Teri Spiro Johnna Struck Bob Taylor Furhad Waquad Dale Zahn

Greater Regional Alliance Greater Metropolitan Greater Metropolitan Grosse Pointe Greater Metropolitan West Michigan Lakeshore

PLATINUM R

MICHIGAN /
REALTORSe Oreater... (reacome

SOUTHWESTERN MICHIGAN WEST

g8 3 MICHIGAN
LAKESHORE ASSOCIATION
OF REALTORS"®

John North Teri Spiro

Greater Metropolitan
Greater Metropolitan Greater Metropolitan

Southwestern Mlchlgan West Michigan Lakeshore
Association of Realtors® Realcomp 1 Ltd.

ichi ®
Michigan Realtors Association of Realtors®  Association of Realtors®

GOLDEN R

<= !
Y
PN

Fs
Paula Arndt Mark Baker Robert Campau Pat Combs Matt Davis Debbie DeAngelo Ryan Eashoo
Central Michigan Lenawee County Michigan Realtors Greater Regional Alliance Battle Creek (Greater Metropolitan East Central
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GOLDEN R

—
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Karen Greenwood Daniel Jaqua Alan Jeffries David Ledebuhr Richard Linnell

Beth Foley

John McArdle Gordon McCann John Meesseman  Michel Metzner John Meyer Bill Milliken Jr.

n ‘

Gary ). Reggish Natalie Rowe Gary Scheitler Johnna Struck Debbie Zalewski

-

‘i L.

Nathan Boji

Sandra Bailey-Bristol Austin Black

Randy Caltrider

--
-
‘\l

Kathleen Coon

’(hrixDean

Andrga Esse

-

-7

ﬂ\‘\

X

Carol Genzink (Christopher Germain Steve Grilley

g8

Alex Milshteyn Al Morehart Pat 0'Brien Mark Oegema ~ RyanOgle

qud Lands ~ Carol Lukity

Robin Pompey Kimberly Pontius

Frank Rhames TomRich EricRopp Stacey Ruwe Kelli Sergent Rachael Veldkamp Steve Volkers Katie Weaver

4]

Rebecca Williamson Kathleen Wilson Jerry Yatooma JeffYoung
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TERLIN

James Addison Joseph Albaring Ingrid Anastasiu Timothy Anders Tammy Anders Linda Andrew Ryan At Jon Aucutt ChrlstopherAyers Michael Balsitis Judith Barker Lori Barnett
Grosse Pointe Ann Arbor Greater Regional Alliance | Alliance Southwestern Michigan outheaste Southwestern Michigan Greater Metropolitan n Greater Regional Alliance Gros: Greater Kalamazoo
Nicole Bartolomucci Michael Bass Doug Beiswanger Lori Bennett Karen Betzing Jerry Bobbitt Scott Bohlen Lisa Bohlen Patricia Boyd Mark Brace Judy Brasseur BJ Brick
ivingston Greater Regional Alliance Jackson Southwestern Michigan Greater Metropolitan Southeastern Border Livingston Livingston Southeastern Border Greater Regional Alliance Greater Regional Alliance Traverse Area

Dennis Bronson Paul Brooks Jack Brown Jeannette Brownson Todd Buckley Karin Buda Rob Buelow ~ PaulBunce Jeff Burke Kathy Byerly Kate Bylsma Donna Caumartin

Greater Kalamazoo West Michigan Lakeshore West Michigan Lakeshore Livingston Southwestern Michigan West Michigan Lakeshore egional Alliance Greater Lansing Jackson Area Greater Regional Alliance Greater Metropolitan

Mike Childress (inda Cogswell (arolyn(ollms A. Michael Conn Karol Cooley Jim Courtney Andrea Crossman
Greater Regional Alliance West Michigan Lakeshore East Central Greater Regional Alliance Greater Metropolitan t Michigan Lakeshore

Lisa Damron Emily Day Patricia Deason
Battle Creek (Greater Metropolitan Greater Metropolitan

Jim Fase Pat Fase Steve Fase
Greater Regional Alliance Greater Regional Alliance Greater Regional Alliance

Suzzette Deaux Renee DeKroub Anissa DeSanctis James Dewling luI|e D|az Matthew Diskin Lori Dolman Kimberly Dunham
Greater Kalamazoo Livingston Southwestern Michigan Livingston Greats t] North Oakland Greater Metropolitan Greater Lansing

L
.
JeﬁFIet(her Cindy Fowler Joshua Frazee Terry Frewen Anne Gain T.Scott Galloway Marie Gamber Sherri Garron Kimberly Gibbs Jeanee Gilson
Ann Arbor Southwestern Michigan Southwestern Michigan Greater Lansing Southwestern Michigan Greater Metropolitan Southeaster Border ivingston Jackson Area enawee (ounty
Jeanna Gooch Michelle Gordon Jamie Grace Heather Gradowski Beth Graham Scott Griffith Carol Griffith Harry Griffith Mark Hagan Debra Hall Barb Hampton Edward Hansen
East Central Greater Regional Alliance Traverse Area Southwestern Michigan Greater Lansing ivingston Livingston Livingston Traverse Area Traverse Area Eastern Upper Peninsula Greater Regional Alliance

i
Robin Heath larry Henney Tracey Hernley Matt Hodges Pete Holoway Cathy Hoppough Kate Houseman Dana Howell Karla Huitsing Wendy Huston David Jackson Lorraine James
Southeastern Border Grea opolitan Greater Lansing Traverse Area Greater Lansing Greater Regional Alliance Greater Regional Alliance Jackson Area Greater Regional Alliance Water Wonderland Greater Regional Alliance Greater Metropolitan

Beccy Janis

Traverse Area

Luke Jeffries Toni Jennings Stephanie Jones Terrie Junkin Tim Katerberg Robert Kaufman Nicole Kayser Kris Keegstra Chris Kemp David Klaft
Southwestern Michigan Greater Metropolitan Upper Peninsula North Oakland Greater Regional Alliance Southwestern Michigan West Michigan Lakeshore Greater Regional Alliance Greater Metropolitan (Grosse Pointe

Douglas Klassen Brian Klingel Aris Knitter Laurie Koelling Roger Kopernik Dennis Kozak Dean Kreps Kim LaForet Mark Lagrois Michael Lamb JackLane Ben Latocki

West Michigan Lakeshore West Michigan Lakeshore Wichigan Lakeshore Greater Lansing Water Wonderland Greater Metropolitan West Michigan Lakeshore Greater Lansing North Oakland Greater Regional Alliance Traverse Area Jackson Area
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STERLING R 2019 Trustees

 PattyLauten Etole Libbett James Littlepage Vickey Livernois Tom Lon Rick Loose  Jane Lowell Robert Mack

Barb Hampton
Eastern Upper Peninsula

Shana Maitland Rachel Major Renee Malburg d i Mark Marker ~ Leanne Marlow ~ WyattMartin Cindy Maurer ~ JoshMay Vi ce- Cha ir

Kristine McCarty Marianne McCreary Maria McGuire Shane McKenne Greg Miller Marsha Minervini Bryant Mitchell Lisa Moore i
North Oakland Greater Metropolitan Greater Kalamazoo Greater Regional Alliance Southeastern Border Meagan LU(E
Traverse Area
Chris Christensen

Antrim Charlevoix Kalkaska
Chris Dean

) Patt] Mullen ’ Joshya Nawrot ’ Ing_rid Nelson ) Bob Novosgd ’Adam Oberski Jer!nifgroliver ’ Adarp Paarlberg ) Tom Paarlbgrg Alexander Pqndoff (areater Laﬂsmg
Andrea Fitzgerald
Dearborn Area

Charlie Hoats
Commercial Alliance

Michele Papatheodore James Parsons Randall Patterson Dennis Pearsall Linda Pell Rebecca Perkins Walter Perschbacher Ann Peterson , DGantl eKI ‘Jaqua
East Centra (enval Michigan ~~~ Greater M Traverse Area Greater Regional Alliance West Michigan Lakeshore Greater Regional Alliance North Oakland Southwestern Michigan [eater Aalamazoo
. Ben Latocki
Jackson Area
Sara Lipnitz
- Greater Metropolitan
~ CarlPhalin AnnPorter BgthPrgssIer ) louisPri;e JenlferRa(heI Peter Rahm Dawn Rassel W|II|eRay  EricRaymo Gordon McCann
B o . _ - Greater Metropolitan
Alex Milshteyn
3 B Ann Arbor
REALTOR o™ . ‘, : ’ Adam Paarlberg
Greater Regional Alliance

James Reynolds Jason Rice Thomas Roberts (herie Robinson John Rockey  Julie Rockwell Thomas Roncell

2

Lisa Rossi-Brett Christina Rumsey  Mike Rundhaug  Leslie Ruppel David Ruwe Kimberly Ryan Wendy Ryder Donna Sanford

James Parsons llI
Central Michigan

Mary Rockwell
Northeastern Michigan

Natalie Rowe
Greater Kalamazoo

Anthony Schippa

Greater Metropolitan

Linda Shephard

Saginaw

Rachael Veldkamp

Greater Regional Alliance

Shari Veldman
Association Executives Council

Katie Weaver
Greater Metropolitan

~Tony Schippa Laura Schlecte Shelley Schoenherr Jasen Schrock Kristine Shacklette Sue Shangle  BrookeSines

~ Jodie Smith ~ FredSmith  RickSmith Kathy Smith (Christine Stapleton RickStein ~ SamSterk Jimmy Stevens Belle Stier Debbie Zalewski
Greater Regional Alliance Eastern Upper Peninsula Southeastern Border Greater Kalamazo faverse Area faverse Area Greater Regional Allance Greater Metropolitan ackson Area (reater Me[mpoman
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STERLING R

b Struck

Michelle Teitsma JgﬁThornton

Carl Vagnetti Dominic Vagnetti Mark VanDusen Gary Walter Brad Ward vMarkWehherIy ) Scott West

Carol Wight-Barr Lee Wilbanks (laire Williams Ron Williamson ~ Brian Yaldoo ~ JonZaia Mary Jane Tawacki JonZickert PamelaZimmerlee

Michigan Realtors® Political Action Committee (RPAC) is the premier grassroots force that exists in Michigan to promote the real
estate industry and a tradition of private property ownership. RPACinvestors are members working statewide. Together, they impact
hallot proposals that affect the industry and promote candidates for public office that understand our business interests. With
RPAC, Realtors® effectively advocate for less burdensome regulation of your business and strong support of property rights. We

:,5:La“[if’,z“:"‘f’“i;:E thank these leaders for investing i this powerful network that advances our issues at the federal, state, and local level.
| MICHIGAN
0 A
| 4
L[
[ ]
[
’
CORPORATE INVESTORS NAR PRESIDENT’S CIRCLE
GoldenR crysta| R Mark Baker Dan Elsea Shana Maitland Anthony Schippa
) ‘ } o Lenawee County Greater Metropolitan (Greater Metropolitan (Greater Metropolitan
Greater Regional Alliance of Realtors® Greater Lansing Association of Realtors® Melissa Botsford Debra Floor Rodney Martin Devon Smith
Traverse Area Association of Realtors® Greater Kalamazoo Association of Realtors® Greater Metropolitan Southwestern Michigan Jackson Area (Greater Metropolitan
) . Randy Caltrider Beth Foley John McArdle Teri Spiro
Real Estate Information Systems of Southwestern Michigan Mason Oceana Manistee Board of Realtors® Greater Lansing West Michigan Lakeshore Greater Metropolitan Greater Metropoitan
Commercial Alliance of Realtors® Ann Arbor Area Board of Realtors® Robert Campau Maureen Francs Gordon McCann Johnna Struck
o . Michigan Realtors® (Greater Metropolitan (Greater Metropolitan (Greater Metropolitan
Jackson Area Association of Realtors Greg Carlson Karen Greenwood John Meesseman Brenda Szlachta
. (Greater Regional Alliance (Greater Metropolitan (Greater Metropolitan Greater Metropolitan
Sterling R Maureen Culp Carol Griffith Michel Metzner Bob Taylor
Southwestern Michigan Livingston County (Greater Regional Alliance (Grosse Pointe Board
Central Michigan Association of Realtors® Eastern Thumb Association of Realtors® Heather Davis Jamie lodice Bill Miliken Jr. Furhad Waquad
Womerts Coundl Biminatam Bloamfield Vichiaan Realtors® Assocition Executive Councl West Michigan Lakeshore (Greater Metropolitan Commercial Board (Greater Metropolitan
omen's Louncil birmingham bloomrie Ichigan Realtors™ Association txecutive Counci Chris Dean Man Jeffries Alex Milshteyn Rebecca Williamson
Women's Council 275 Corridor Commercial Board of Realtors® Greater ansing Southwesten Hichigan Ann Arbor Area Board GreaterMetropoltan
fomen's Counc Lake i Cental Association of Realtors® Debbie DeAngelo Caron Koteles Riha EToile Libbett JeffYoung
Women's Council Lake Pointe Eastern Central Association of Realtors Greater Metropolitan Greater Metropolitan Greater Metropolitan West Michigan Lakeshore
Lenawee County Association of Realtors® Women's Council Lakeshore Renee Dekroub Richard Linnell Ann Peterson Dale Zahn
South Boarder Associaton of Realtors® Branch County Assocition of Realors® Livingston Greater Metropolitan North Oakland West Michigan Lakeshore
outheastern Boarder Association of Realtors ranch County Association of Realtors RyanEashoo Saralipnitz Rick Reardon Debbie Zalewski
Delta County MLS 5t. Joseph County Association of Realtors® EastCentral Greater Metropotan Jackson Area Greater Metropotan
) Ted Edginton George Lucas Gary ). Reggish
West Central Association of Realtors® Water Wonderland Board of Realtors® Greater Metopoltan Southwesten Michigan GreateMetrpolan

Gold, Silver, and Century Circle Investors can be viewed by visiting mirealtors.com/advocacy-initiatives
This tribute is intended for viewing only by members. This is not a public solicitation.
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BUSINESS & EVENTS

The Business & Events section provides a cost-
effective way for members and service providers to
advertise to over 32,000 Realtors® across the state

of Michigan. To have your business card sized ad

(2" x 3.5") featured in the next issue for only $200

for Michigan Realtors® members and $250 for non-
members, contact Joe Kras at 800.454.7842 or jkras@
mirealtors.com.

‘ NORTH BLOOMFIELD
PR OPETRTTIES

South East Michigan’s Prem1er
Property Management Company Since 1989

Let us take care of your client's investment homes!
We pay referrals!!

NOW HIRING REAL ESTATE AGENTS!! |

248.366.8484 | northbloomfield.com

What benefits do you see in your community from
placemaking engagement?

Being part of a project like this allows the community and Realtors® to come together on
adifferent level. By helping to make a beautiful, useful space for everyone to enjoy, the
community and our visitors can see first-hand that Realtors® live, work, play and enjoy our city.

Why did you choose this particular community partnership?
Bay City has been working towards revitalization for the past 3 years. In the late 707s, the
city dedicated the park to Bay County Realtors®, naming it“ Realtor Park, so the project was
perfect for ourinvolvement. The park is in the center of the main corridor leading in and out
of Bay City, but also in a neighborhood. We worked with other sponsors to add sidewalks,
benches and a beautiful sculpture.

Grant Recipient
Chamber of Commerce Foundation

Location
Bay City, MI

Completion Date
October, 2019

Funded in part by:

, MI GREAT PLACES, INC.
Lighter, Quicker, Cheaper
Shaping Neighborhoods and Cities Through !fy’acemckrrvg

Divison of ichigan Realtors*

www.mirealtors.com/LQC
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MBC

REAL ESTATE COMPANY

Office: 586.298.1229
Cell: 313.220.4018
k.cheeks@mbcrealestate.com

MBCREALESTATE.COM

KAI!IQIS KCEHREEKS, CIPS, MBA

Praedium Realty
Robin Stressman & Associates
www.mtpleasant.net

Robin Stressman
Broker / Owner

in@mtpleasant.net

Featuring Special Guest
Lisa MacGregor, CEO

Bay Country Realtor® Association
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Focused on Your Success

2820

Are you prepared for the next decade? The Realcomp Tools of the Trade REALTOR®
Expo 20/20 will provide you with new insight, perspective, and clarity.

Join us Thursday, April 16th from 8:00 a.m. to 4:15 p.m. at The Suburban Collection
Showplace in Novi for an unprecedented opportunity to see, hear, and interact with the
industry’s greatest minds and leading tech and service tool providers.

It’s the event the real estate industry looks forward to each year. Visit our website at

http://Realcomp.MovelnMichigan.com to learn more and register!

Real Data. Real Time. Real People.
Watch: http://bit.ly/real-realcomp to see our people and technology in action.

ata-driven, Results-focused MLS | www.facebook.com/realcompiimls | v | twitter.com/realcompmls

Phone: 866.553.3003
L ALCO M P Realcomp.MovelnMichigan.com | www.MovelnMichigan.com
D






