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 by Mary Hall 2007 NRRAR President 

2007 promises to be an exciting, busy year!  NRRAR has  511 members 
as of our January meeting and we have many challenges ahead of us.  
With so many new Realtors,  this year  your local Board of Realtors is fo-
cusing on education and professionalism.   We have a great lineup of 
Committee Chairs and Co chairs who are enthusiastic and ready to serve 
YOU!   In 2007, look for an improved Aware-A-Van, providing opportuni-
ties to improve service to your buyers and seller and  increase your busi-
ness.  We'll see  an active Community Service Committee, making a dif-
ference in our area and providing Realtors ways they can give back;  their 
first project being the gift to Rose Howell in appreciation for her 25 years 
of service to this Board and made possible through your generosity.  Our 
Public Relations Committee plans to bring  fresh and fun monthly awards 
to those who demonstrate service above and beyond and model profes-
sionalism, along with regular articles for our local newspaper as well as 
our NRRAR Newsletter.  And speaking of our Newsletter, we hope to ex-
pand and improve this valuable resource so you can be better informed 
and better able to serve your buyers and sellers.   Fine programs are planned for us this year at our monthly 
meetings, where you can eat  lunch, network,  and catch up on the latest Board news.  Look for educational, 
motivational speakers there who can make a difference in your business.   We hope you will take advantage 
of these services, made possible by your fellow Realtors, and will become involved in YOUR professional 
organization  
 

 

By Mary Hall 
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2007 NRRAR Directors  
 Mary Hall  President 
 Susan Venters President-Elect 
 Marvin Raines Treasurer 
 Martha Cook 
 Linda Rawls 
 Rowland Bowen 
 Dianne Dunn 
 Marcia Werneke 
 Tom Greer 
 Jeff Medlin 

2007 MLS Directors 
 Ron Phillips  President 
 Rick Thompson Vice President 
 Darlene Spivey Sec/Treasurer 
 Nan Simcox   
 Marvin Raines   
 Tom Greer  
 Ron Maclean 
 Dianne Dunn 
 Bob MacDonald 
 Al Padgett 
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2007 NCAR State Directors 
Mary Hall 

Susan Venters 

2007 NRRAR Committee Chairs 
Membership    Sharon Seawell & Sandi Scott 
Education/Orientation  Joy Harsen & Debbie Travers 
Grievance    Joe Simcox 
Professional Standards  Ron Phillips & Barbara Jackson 
Ombudsmen    Marvin Raines 
Social     Mary Candace Lewis, Wendy Jones, Katy Roberts 
Community Service  Ann Little, Ric Fountain, Wayne Brazelton & 
      Debbie Hargett 

RPAC     Susan Venters 
Equal Opportunity   Bernie Mallon 
Realtor Partner   Tom Mitchell 
Legislative    Brenda & Mike Wilson 
Aware-A-Van   Leslie Wheat, Julie Marsden, Keever Carpenter 
     Linda Swindell, Danine Jaster 
Newsletter    Marcia Werneke & Cynthia Gustafson 
Mediation    Graves Vann & Arey Grady 
Public Relations   Billie Gaskins & Ruby Scheer 
Saftey Awareness   Mary Beth Simmelink & Ike Strawbridge 
Commercial Alliance  Margaret Rose   
Program    Susan Venters 



 

2006  
          

October 25, 2006 

 
TO BE READ:  
 Bea Anderson – Coldwell Banker Willis Smith  

Karen Britton – Coldwell Banker First Realty 
 Melissa Cade – Century 21 Zaytoun Raines 
 Ann Marie Lynn Haselhuhn – Keller Willliams Realty 
 Dale Kimbrell – Century 21 Town & Country Realty 
 Stewart King – Keller Williams Realty 
 Meagan Mead – Keller Williams Realty 
 Brandee Moyer – Keller Williams Realty 
 Elizabeth Powell – Real Estate Management 
 Patrick Rice – New Bern Real Estate 
 Dennis Vary – Weichert Olde South Associates 
 Chan Wilson – Assist-2-Sell  
 
 

 NOVEMBER 29, 2006 
 
TO BE READ: 
 Katherine Adolph – Coldwell Banker Willis Smith 
 Pam Cline – Weichert Realtors Olde South Associates 
 Ben Giacchino – Weichert Realtors Olde South Associates 
 Chris Hill – Assist-2-Sell 
 George Pfannenstiel – Weichert Realtors Olde South Associates 
 Donald Stewart – Keller Willliams Realty 
 Robin Stilley – Century 21 Zaytoun Raines 
 Danny Stroud – Assist-2-Sell 
 Randy Tappen – ReMax By The Water 
 John Wood – Pinnacle Inspection Services 
 
TO BE INDUCTED : 
 Bea Anderson – Coldwell Banker Willis Smith 
 Karen Britton – Coldwell Banker First Realty 
 Melissa Cade – Century 21 Zaytoun Raines 
 Cathy Campbell – First Flight Federal Credit Union 
 Dale Kimbrell – Century 21 Town & Country Realty 
 Meagan Mead – Keller Williams Realty 
 Kristi Metts – Coldwell Banker Willis Smith 
 Lynne Morrison – Keller Williams Realty 
 Carla Ann Musarra-Leonard – Century 21 Town & Country Realty 
 Elizabeth Powell – Real Estate Management 
 Richard Przybyszewski – Keller Williams Realty 
 Patrick Rice – New Bern Real Estate 
 Dennis Vary – Weichert Realtors Olde South Associates 
 Rosalie Vezzosi – Weichert Realtors Olde South Associates 
 Chan Wilson – Assist-2-Sell 
    

Welcome New Members 



     

2007 
       

 January 31, 2007 
 
To Be Read: 
 Steven Blumenberg – Keller Williams Realty  

Euel Brown – Land Concepts & Solutions 
 Cindi Devoe – Coastal Properties of N. C 

Tim Garrett – Century 21 Action Associates 
Teisha Glover – Keller Williams Realty 
Lysa Kosak – Kosak Realty 
Alice Maready – Neuse Realty East 
Marie Phillips – Bank of America Mortgage 
Nancy Stallings – Century 21 Zaytoun Raines 
Wes Taylor – Prudendial Clear Water Realty 
Judy Whaley – Weichert Realtors Olde South Associates 
 
. 

To Be Inducted: 
 Katherine Adolph – Coldwell Banker Willis Smith 
 Kim Bates – Keller Willliams Realty 
 Pam Cline – Weichert Realtors Olde South Associates 
 Ben Giacchiho – Weichert Realtors Olde South Associates 
 Bill Harmatuk – Keller Willilams Realty 
 Ann Marie Haselhuhn – Keller Williams Realty 
 Chris Hill – Assist-2-Sell 
 Stew King – Neuse Realty 
 Brandee Moyer – Keller Williams Realty 
 George Pfannenstiel – Weichert Realtors Olde South Associates 
 Erin Gould – Prudential Clear Water Realty 
 Don Stewart – Keller Williams Realty 
 Robin Stilley – Century 21 Zaytoun Raines 
 Danny Stroud – Assist-2-Sell 
 Randy Tappen – ReMax By The Water 
 John Wood – Pinnacle Inspection Services 
      
 
 
  

Welcome New Members 



 
 

Calendar of Events 2007 
 

February 
 8  Orientation    New Bern Chamber of Commerce 
 12-15  GRI 100 Series   Durham 
 22-23  CRB Course    Greensboro 
 28  NRRAR Membership Meeting Havelock Tourism & Event Center 
   (Guest Speaker-Town  
 
March 
 5-8   GRI 300 Series   Charlotte 
 14-16  ABR     Greensboro 
 27   Professional Standards TBD 
 28   Professional Standards TBD 
 28   NRRAR Membership Meeting 
 
APRIL 
 3-4   SRES (Seniors Real Estate Specialist) Greensboro 
 16-18  NCAR Midyear Legislative Mtgs Raleigh 
 26   Professional Standards TBD 
 27   Professional Standards TBD 
 TBD  NRRAR Spring Social 
 
MAY 
 30   NRRAR Membership Meeting 
 
June 
 27   NRRAR Membership Meeting   
  
  

See You There….. 



 

??? What’s in a Number??? 
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Sales Comparisons Year to Year 
January 1 thru December 31 

Year 

(Stats from NBBR MLS) 
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Price Comparisons - Homes Sold Jan 1 thru Dec 31  



 

Many people have called me a “numbers person” for some unknown reason, so when I read about 
how to compute market absorption rates, I enthusiastically calculated how many new graphs I could 
design for the newsletter. Don’t worry, I restrained myself. 
 
According to Zan Monroe of  The Monroe Company, one of the speakers at the 2006 NCAR Con-
vention, absorption rates demonstrate the supply and demand of any market at any given time. With 
all of the recent media hype about our falling real estate market, perhaps it is something we should 
take a look at. So an absorption schedule for our MLS would look like this: 
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Market Absorption Rates  
New Bern MLS 10/14/06  

    

Closed Transactions in Past 12 Months  6 Months  3 Months  
 Number closed 2320 1251 584 

Average Number of homes Sold Per/Month 193.3 208.5 194.7 
 Currently Active 1136 1136 1136 

Months Supply on Market 5.9 5.4 5.8 
    
    

    

   

   

6 MONTHS SUPPLY = BALANCED MARKET 
LESS THAN 6 MONTHS SUPPLY = SELLERS MARKET 
MORE THAN 6 MONTHS SUPPLY = BUYERS MARKET 
 

(CONTINUED) 



According to the previous schedule, we are just about in the middle of the road since the aver-
age of those numbers is 5.7. But our MLS covers a large region so perhaps we should break it 
down by area. (Remember, as with golf, high numbers are not good.) 
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But a “reasonable” analysis of this data shows faults. Faults such as the data in area 12: we may 
have the current active numbers but we are certainly lacking in much of the “closed” data. And in 
areas 18, 19 & 20, we are missing most of the data for active and closed.  
 
So in using Market Absorption Rates, as with any data, one must be careful in interpretation. Per-
haps we should use these figures in conjunction with our knowledge of the areas and markets we 
live and work in. On the other hand, it is a relief to see that we, as a whole, are in a balanced mar-
ket….whether the data is reliable or not. 
 
 
 
 



 
 
 
 
 
 

 The following article was pulled off of the Realtor.org website courtesy of Billie Gaskins, Public Relations 
Chair 
 
 
 

 

 

Chair Chat 

Public Awareness Campaign: Good Time to Buy  

 

 

 

 

 

 

                             

If you would like to view any of these ads please go to www.realtor.org and search: “Good time to buy” 

 
Many real estate markets across the country have recently experienced 
rising home inventories and stabilizing prices. In these markets, home 
buyers have increased negotiating power, but may be unsure of how to 
structure the best deal – they need a professional to help guide them 
through the transaction. 
 
“Good Time to Buy” emphasizes the value that REALTORS® bring to 
home buyers in this environment. Of course, every market is different, 
which is why the ads recommend that potential home buyers call a 
REALTOR® in their local market to learn more about what’s happen-
ing with real estate in his or her community.  
 

  

From Margaret Rose, Commercial Alliance Chair: 
 
At press time we are pleased to announce that Mike Barr of the NC Association of Realtors, and point 
man for the CCIM chapter for our state has indicated that the CCIMs will convene in New Bern in Sep-
tember; in conjunction with this meeting, the Intro course for the CCIM designation will be offered. The 
exact dates will be forthcoming, and we are all delighted to know that this group will experience our 
beautiful area in the early fall. While the course is challenging, the local attitude will be supportive for 
designation...for those who are so inclined. All of us will do what we can to welcome our hard working 
visitors to a gentle environment. 

Of course, there will be some “get ready and welcome duties”; if you want to help, give you name to 
Darlene and we will go from there. Darlene and I will keep you posted regarding the plans for this group 
to visit our town….how you can register for the course...and how you might just let them know how 
pleased we are to have the CCIMs with us. 

Margaret 



 Chair Chat     
(continued) 

 

The following information was provided by your Equal Opportunity Chairs:      
        Bernie Mallon and Gwen Morrison 



 Chair Chat     
(continued) 

From Joe Simcox your Grievance Committee Chair: 
Changes to the Code of Ethics and Standards of Prac tice  

(underscoring indicates additions, strikeouts indicate deletions) 
Preamble Revised 

Under all is the land.  Upon its wise utilization and widely allocated ownership depend the 
survival and growth of free institutions and of our civilization.  REALTORS® should recog-
nize that the interests of the nation and its citizens require the highest and best use of the 
land and the widest distribution of land ownership.  They require the creation of adequate 
housing, the building of functioning cities, the development of productive industries and 
farms, and the preservation of a healthful environment. 
 
Such interests impose obligations beyond those of ordinary commerce.  They impose grave 
social responsibility and a patriotic duty to which REALTORS® should dedicate themselves, 
and for which they should be diligent in preparing themselves.  REALTORS®, therefore, are 
zealous to maintain and improve the standards of their calling and share with their fellow 
REALTORS® a common responsibility for its integrity and honor. 
 
In recognition and appreciation of their obligations to clients, customers, the public, and 
each other, REALTORS® continuously strive to become and remain informed on issues af-
fecting real estate and, as knowledgeable professionals, they willingly share the fruit of their 
experience and study with others.  They identify and take steps, through enforcement of this 
Code of Ethics and by assisting appropriate regulatory bodies, to eliminate practices which 
may damage the public or which might discredit or bring dishonor to the real estate profes-
sion.  REALTORS ®having direct personal knowledge of conduct that may violate the Code 
of Ethics involving misappropriation of client or customer funds or property, willful discrimi-
nation, or fraud resulting in substantial economic harm, bring such matters to the attention 
of the appropriate Board or Association of REALTORS®. (Amended 1/00) 
 
Realizing that cooperation with other real estate professionals promotes the best interests of 
those who utilize their services, REALTORS® urge exclusive representation of clients; do 
not attempt to gain any unfair advantage over their competitors; and they refrain from mak-
ing unsolicited comments about other practitioners.  In instances where their opinion is 
sought, or where REALTORS® believe that comment is necessary, their opinion is offered 
in an objective, professional manner, uninfluenced by any personal motivation or potential 
advantage or gain. 
 
The term REALTOR® has come to connote competency, fairness, and high integrity result-
ing from adherence to a lofty ideal of moral conduct in business relations.  No inducement of 
profit and no instruction from clients ever can justify departure from this ideal. 
 
In the interpretation of this obligation, REALTORS ® can take no safer guide than that which 
has been handed down through the centuries, embodied in the Golden Rule, “Whatsoever 
ye would that others should do to you, do ye even so to them.” 
 
Accepting this standard as their own, REALTORS® pledge to observe its spirit in all of their 
activities whether conducted personally, through associates or others, or via technological 
means, and to conduct their business in accordance with the tenets set forth below. 
(Amended 1/07) 

 



 
Revised Standard of Practice 1-2 

The duties imposed by the Code of Ethics encompass all real estate–related activities and 
transactions whether conducted in person, electronically, or through any other means. 
 
The duties the Code of Ethics imposes are applicable whether REALTORS® are acting as 
agents or in legally recognized non-agency capacities except that any duty imposed exclu-
sively on agents by law or regulation shall not be imposed by this Code of Ethics on REAL-
TORS® acting in non-agency capacities.  
 
As used in this Code of Ethics, “client” means the person(s) or entity(ies) with whom a 
REALTOR® or a REALTOR®’s firm has an agency or legally recognized non-agency rela-
tionship; “customer” means a party to a real estate transaction who receives information, 
services, or benefits but has no contractual relationship with the REALTOR® or the REAL-
TOR®’s firm; “prospect” means a purchaser, seller, tenant, or landlord who is not subject to 
a representation relationship with the REALTOR® or REALTOR®’s firm; “agent” means a 
real estate licensee (including brokers and sales associates) acting in an agency relation-
ship as defined by state law or regulation; and “broker” means a real estate licensee 
(including brokers and sales associates) acting as an agent or in a legally recognized non-
agency capacity. (Adopted 1/95, Amended 1/04 1/07) 

 
New Standard of Practice 9-2 
 

When assisting or enabling a client or customer in establishing a contractual relationship 
(e.g., listing and representation agreements, purchase agreements, leases, etc.) electroni-
cally, REALTORS®  shall make reasonable efforts to explain the nature and disclose the 
specific terms of the contractual relationship being established prior to it being agreed to by 
a contracting party. (Adopted 1/07)  

 
Revised Standard of Practice 12-5 
 

REALTORS® shall not advertise nor permit any person employed by or affiliated with them 
to advertise listed property in any medium (e.g., electronically, print, radio, television, etc.) 
without disclosing the name of the that REALTOR®'s firm in a reasonable and readily ap-
parent manner.  (Adopted 11/86, Amended 1/07) 

 
New Standard of Practice 12-8 
 

The obligation to present a true picture in representations to the public includes information 
presented, provided, or displayed on REALTORS®’ websites.  REALTORS® shall use rea-
sonable efforts to ensure that information on their websites is current.  When it becomes 
apparent that information on a REALTOR®’s website is no longer current or accurate, 
REALTORS® shall promptly take corrective action. (Adopted 1/07) 
 

New Standard of Practice 12-9 
 

REALTOR® firm websites shall disclose the firm’s name and state(s) of licensure in a rea-
sonable and readily apparent manner. 
 
Websites of REALTORS® and non-member licensees affiliated with a REALTOR® firm 
shall disclose the firm’s name and that REALTOR®’s or non-member licensee’s state(s) of 
licensure in a reasonable and readily apparent manner. (Adopted 1/07) 

 
 
 
 



 
New Standard of Practice 12-10 
 

REALTORSÒ’ obligation to present a true picture in their advertising and representations to 
the public includes the URLs and domain names they use, and prohibits REALTORSÒ from: 
 

engaging in deceptive or unauthorized framing of real estate brokerage websites; 
manipulating (e.g., presenting content developed by others) listing content in any way 

that produces a deceptive or misleading result; or 
deceptively using metatags, keywords or other devices/methods to direct, drive, or divert 

Internet traffic, or to otherwise mislead consumers.  (Adopted 1/07) 
 
New Standard of Practice 12-11 
 

REALTORSÒ intending to share or sell consumer information gathered via the Internet shall 
disclose that possibility in a reasonable and readily apparent manner.  (Adopted 1/07) 

 
 
New Standard of Practice 15-2 
 

The obligation to refrain from making false or misleading statements about competitors’ 
businesses and competitors’ business practices includes the duty to not knowingly or reck-
lessly repeat, retransmit, or republish false or misleading statements made by others.  This 
duty applies whether false or misleading statements are repeated in person, in writing, by 
technological means (e.g., the Internet), or by any other means.  (Adopted 1/07) 
  

 
Revised Standard of Practice 17-4 
 

Where a listing broker has compensated a cooperating broker and another cooperating broker sub-
sequently claims to be the procuring cause of the sale or lease.  In such cases the complainant 
may name the first cooperating broker as respondent and arbitration may proceed without the 
listing broker being named as a respondent.  When arbitration occurs between two (or more) 
cooperating brokers and where the listing broker is not a party, the amount in dispute and the 
amount of any potential resulting award is limited to the amount paid to the respondent by the 
listing broker and any amount credited or paid to a party to the transaction at the direction of the 
respondent.  Alternatively, if the complaint is brought against the listing broker, the listing broker 
may name the first cooperating broker as a third-party respondent.  In either instance the deci-
sion of the hearing panel as to procuring cause shall be conclusive with respect to all current or 
subsequent claims of the parties for compensation arising out of the underlying cooperative 
transaction. (Adopted 1/97, Amended 1/07) 

 
Where a buyer or tenant representative is compensated by the seller or landlord, and not by 

the listing broker, and the listing broker, as a result, reduces the commission owed by 
the seller or landlord and, subsequent to such actions, another cooperating broker 
claims to be the procuring cause of sale or lease.  In such cases the complainant may 
name the first cooperating broker as respondent and arbitration may proceed without the 
listing broker being named as a respondent.  When arbitration occurs between two (or 
more) cooperating brokers and where the listing broker is not a party, the amount in dis-
pute and the amount of any potential resulting award is limited to the amount paid to the 
respondent by the listing broker and any amount credited or paid to a party to the trans-
action at the direction of the respondent.  Alternatively, if the complaint is brought 
against the listing broker, the listing broker may name the first cooperating broker as a 
third-party respondent.  In either instance the decision of the hearing panel as to procur-
ing cause shall be conclusive with respect to all current or subsequent claims of the par-
ties for compensation arising out of the underlying cooperative transaction. (Adopted 
1/97, Amended 1/07) 



Where a buyer or tenant representative is compensated by the buyer or tenant and, as a result, the 
listing broker reduces the commission owed by the seller or landlord and, subsequent to such 
actions, another cooperating broker claims to be the procuring cause of sale or lease.  In such 
cases the complainant may name the first cooperating broker as respondent and arbitration 
may proceed without the listing broker being named as a respondent.  Alternatively, if the com-
plaint is brought against the listing broker, the listing broker may name the first cooperating bro-
ker as a third-party respondent.  In either instance the decision of the hearing panel as to pro-
curing cause shall be conclusive with respect to all current or subsequent claims of the parties 
for compensation arising out of the underlying cooperative transaction. (Adopted 1/97) 

 
Where two or more listing brokers claim entitlement to compensation pursuant to open listings with 

a seller or landlord who agrees to participate in arbitration (or who requests arbitration) and who 
agrees to be bound by the decision.  In cases where one of the listing brokers has been com-
pensated by the seller or landlord, the other listing broker, as complainant, may name the first 
listing broker as respondent and arbitration may proceed between the brokers. (Adopted 1/97) 

 
Where a buyer or tenant representative is compensated by the seller or landlord, and not by the 

listing broker, and the listing broker, as a result, reduces the commission owed by the seller or 
landlord and, subsequent to such actions, claims to be the procuring cause of sale or lease. In 
such cases arbitration shall be between the listing broker and the buyer or tenant representative 
and the amount in dispute is limited to the amount of the reduction of commission to which the 
listing broker agreed. (Adopted 1/05) 

 
New Standard of Practice 17-5 
 

The obligation to arbitrate established in Article 17 includes disputes between REALTORSÒ 

(principals) in different states in instances where, absent an established inter–association arbitra-
tion agreement, the REALTORÒ (principal) requesting arbitration agrees to submit to the jurisdiction 
of, travel to, participate in, and be bound by any resulting award rendered in arbitration conducted 
by the respondent(s) REALTORÒ’s association, in instances where the respondent(s) REALTORÒ’s  
association determines that an arbitrable issue exists.  (Adopted 1/07) 

From Mary Beth Simmelink and Ike Strawbridge your Safety Awareness Chairs: 
 
 
What would happen if an agent from your office did not return for a scheduled appointment after showing a 
house out in the country as the result of a call in while on duty?  Would your Office Manager be able to tell the 
Police the make, model, and color of their car plus the license plate number?    
 
Please make it a priority to have each agent furnish this information to your Office Manager within the next 
week or two and keep the information on file.  
 
 Along with this information should be the name and number of a family member to call in the event of an ill-
ness or emergency.  Stay safe.   



 

 Chair Chat     
(continued) 

From Tom Mitchell your Realtor ® Partners Committee Chair: 
  
 

        
 
 
 

 
April     

 Partner of the Month 

UPS 
The industry leader in delivering more packages on time than any other carrier! 

Enjoy spring’s warm weather with a gift from UPS. During April, UPS will give a special gift to 
every NC REALTOR® member that opens a new UPS account and ships at least one Next 
Day Air Letter or Package within 30 days of the account start date.  Each new account 
holder that qualifies will receive a UPS branded outdoor Coleman 1/3 gallon jug!   

 

Don’t forget:  As a member of the NC Association of REALTORS®, you are entitled to special 
shipping discounts on UPS Air and International services.  Open an account to receive 
$1.50 off of a Next Day Air Letter, 10% off of a Next Day Air package, 10% off of a 2nd 
Day Air A.M letter or package, and 20% off of International Express letters or packages. 

 

UPS Delivers - International, overnight, ground. With one of the world's largest airlines and a 
global transportation network serving over 200 countries and territories, we can guarantee 
that your important shipments will get there when they need to.  UPS offers the most reli-
able express service available today and savings you can count on.   

 
To sign up for an account: Contact the UPS Association Program at  

1-800-325-7000.   
Mention you are a member of the North Carolina Association of REALTORS®. 

 
Learn more about all of the NCAR REALTOR® Partners by visiting www.ncrealtors.org or call Katie Sopcik at 1-800-443-9956 

 



 
 
 

NRRAR News 
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Just a Reminder 
The Neuse River Region Association of Realtors is proud to announce a new award that will 

be given at each of our board meetings. 
The “Power of One” award will be presented to one of our deserving members monthly.  If 
you know a member that has gone the extra mile, giving of himself or herself to help better 
our community, or just been there to support a friend…tell us the story…We will be accept-

ing nominations and the reason you feel this person needs to be consider via e-mail at 
bgaskins@carolinacolours.com.             Please don’t forget to vote!! 



�
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Using TEMPLATES in Microsoft WORD 
 

Many times in our business the need to create a special kind of document arises.  Did you know Microsoft Word offers a 
rich menu of templates to help us create almost any kind of unique document?  Below is a list of the various templates 
available in MS Word: 
 

Agendas 
Award certificates 
Brochures 
Business cards 
Calendars - 2006 calendars | 2007 calendars | 2008 calendars | More... 
Contracts 
Envelopes 
Expense reports 
Faxes 
Flyers - Event | Marketing | Real estate | More... 
Forms - Academic | Business | Community | More... 
Gift certificates 
Greeting cards - Friendship | Get well | Holidays | More... 
Inventories 
Invitations - Business | Event | Party | More... 
Invoices 
Labels - Gift | Media | Mailing and shipping | More... 
Letters - Academic | Business | Community | More... 
Lists 
Memos 
Minutes 
Newsletters 
Plans 
Planners 
Postcards - Human resources | Marketing | Real estate | More... 
Purchase orders 
Receipts 
Reports 
Resumes and CVs - Basic | Job specific | Situation specific 
Schedules 
Statements 
Stationery - Letterhead | Specialty paper 
Time sheets 
More categories - Address books | Analysis worksheets | Advertisements | More... 

 
To access any of these helpful forms, simple click on File, New, and then on the menu that pops up on the right side of your screen, 
click on Templates on Office Online.  The above list will appear.  Click on any of them, and you will be taken to new screen offering 
you a variety of selections which you can then download.  For example, under the listing of flyers you could click on the words Real 
Estate.  The next screen contains the words For Rent or Sale.  Click on that sentence, and you will be shown a selection of different 
kinds of real estate flyers.  Select one, and a sample flyer will appear.  If you like it, click on DOWNLOAD , and it will download to 
your PC, along with instructions on how to use the template.   
 
Try a few of these templates.  You might find it saves you a LOT of time in creating unique documents.  
 
 

Simple Computer Tips  
  Courtesy of 
        Bob Dumon 



 

Cinco de Mayo 
Spring Social 

 

 
 
 

Thursday, May 3, 5-8 pm  
New Bern Farmers Market 

 

Come shake your bon-bon with the NRRAR 
 and enjoy dinner from Arturo’s!   

 
We hope to see you there! 

 
RSVP to Darlene 636-5364 

Free for NRRAR members, $10 for guests 
 

 



 

NRRAR Member News 

 
 
 
! 



 
 
 
 
 
 
 
 
 
 
 
 
By Darlene Spivey 
Association Executive 
 
 
A little NRRAR History:  

 
This is my 20th year with the Association of REALTORS. We have come a long way from a borrowed 
desk, chair and lamp from Gray Wheeler and a rented office from Chuck Tyson. Marjorie Preis, now selling 
real estate at C-21 Action, was the first Executive Officer of the New Bern Board of REALTORS. The 
Board President was Marylus Menius with Kelso Wheeler. The Board accounting was done by a member at 
his home, before Marjorie was hired. I was hired as a part-time assistant to Marjorie and to help compile the 
MLS information. At that time we did not have a computerized MLS. 
 
1989 – The Board President was Joyce Long and The New Bern Board of REALTORS, Inc. had 143 
members and the first computerized MLS President was Janette Ward, we had 47 Participant offices with 
156 users. 
 

2007 – The Association President is Mary Hall and Neuse River Association of REALTORS, Inc. has 512 
members and the MLS President is Ron Phillips, we have 197 Participant offices and 643 users. 
 
At the last BOD meeting in January the directors voted to move forward with something that I am VERY 
EXCITED about. We should have a wonderful new website up and running by April. You will be able to 
pay your dues on-line, sign-up for CE classes on-line and much, much more! 
 
My last newsletter article was about “Change is not always bad” and in this business it is an ever changing 
one. Please know that Greta and I are here for you and want to know if you have any ideas that will make 
all our lives easier. Please share them with us! 
 
Stay tuned, I’m excited! 
 
 
 
 
darlene@easternncrealtors.org  
 
Darlene Spivey 
Association Executive 
 
 
 
 
 

 


