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~ CABR REALTOR®/Lawyer Committee Brown-Bag Forum on Short Sales:  March 1, 11:30 a.m. 
 

The Cincinnati Area Board of REALTORS®/Cincinnati Bar Association REALTOR®/Lawyer 
Committee is holding a Brown-Bag Forum on Short-Sales at the CABR office,  
14 Knollcrest Drive, Cincinnati, 45237. 
 

Monday, March 1 from 11:30 a.m. – 1:30 p.m. is your opportunity to share your 
experiences and ask questions on the short sale process. Individual lenders have 
different procedures for facilitating a short sale.  Agents must be flexible and able to 

navigate through each lender’s process.  Buyer representatives must be able to explain this process to 
their buyer clients.  A panel of CABR members who are knowledgeable in facilitating short sale 
transactions will provide insight into this sometimes complex process.  
 

Bring your questions, knowledge and your lunch (if you choose) and be prepared to participate in a 
discussion with the Short Sale panel and your peers.   
 

If you are interested in learning about how experts handle short sales, sign up for the March 1 Forum 
(code RLBB0301 listed under events).  
 

P Click here to register. 
 

 
~ Prospecting and lead Follow-Up for Success:  Wednesday, Feb. 24, 6 - 9 p.m. 
 

Find ways to enhance your prospecting skills and opportunities in today’s real estate 
environment.  Discover how the tried and true methods of communication, lead-
generation, sphere of influence, expired listings and for-sale-by-owners can help you 
create an effective plan-of-action for prospecting and follow-up.  Prospecting for success 
can lead to the efficient marketing of properties and better buyer and seller leads.   
 

3 hours CE credit—fulfills Ohio elective credit 
Fee: $30 CABR members/$40 non-members 
Instructor: Tim Burgess 
Where:  CABR Office/14 Knollcrest Drive/Cinti/OH  45237 
 

P Click here to register. 
 
 
~ Prepare Your Buyers to Buy - Get Them Ready to Qualify for the Home Buyer Tax Credit 
 

Get Buyers Ready to Buy – the CABR Realtor/Lender committee is encouraging all 
REALTOR® firms and Affiliate Lender members to host home buying training classes the 
weekend and week before MLS Super Open House Weekend March 20 & 21, 2010. 
 

CABR will provide members with a unique URL that will host YOUR seminar dates, times and 
locations.  As soon as the site is up and running, we will send out the information for adding your 
events to the site.   It is not too soon to make plans for your Home Buyer Class.   
 

The Realtor/Lender Committee will also be providing a short list of topics that must be covered in the 
events, so we can provide consistency to the media when we promote the classes.    
 

If you have questions, please contact Annette Chmiel at 842-3011 or achmiel@cabr.org.   Watch for 
an e-mail later this week with complete details.    



  
 

 
~ Accessibility for Commercial Real Estate:  Wednesday, Feb. 24, 9a - noon 
 

The Education Committee of the Commercial Real Estate Council of Greater 
Cincinnati presents this course created specifically with the commercial real estate 
practitioner in mind.  Realize how accessibility and inclusion can translate into 
profitability.  Learn from professionals able to help you become better equipped and 
knowledgeable about how to handle accessibility and visit-ability issues for your 
customers and clients. This course includes student interaction with a panel of people 
with disabilities sharing their experiences in accessing commercial properties of all 
types. 

 

3 hours CE credit—fulfills Ohio civil rights credit 
Fee: $30 CABR members/$40 non-members 
Instructor: Dr. Peg Gutsell 
Where:  CABR Office/14 Knollcrest Drive/Cinti/OH  45237 
 

P Click here to register. 
 
 

 
~ Short Sales and Foreclosures…What Buyer’s Representatives Need to Know:   
Friday, February 26, 8:30 a.m. – 4:30 p.m. 

 

The National Association of REALTORS® has 
announced a brand new Short Sales and 
Foreclosure Resource Certification.   
 

To help you earn this certification, the Cincinnati Area Board of REALTORS® is offering the required class 
“Short Sales and Foreclosures: What Buyers’ Representatives Need to Know” on February 26.  
Below, find the details about the course and how to earn the certification.   
 

For many real estate professionals, short sales and foreclosures represent the new "traditional" real 
estate transaction. This one-day, six-hour course is designed to help you evaluate all available options 
for distressed homeowners and identify the components of an effective short sale package. Take 
advantage of the reduced rate for this course and gain a competitive edge with this ABR® one-day 
elective course.  
 

• Understand why homeowners are in default 
• Define homeowner's options when facing default 
• Facilitate a counseling session for buyers who want to purchase a short-sale property 
• List the content of the short-sale package 
• Understand the importance of a complete short-sale package 
• Differentiate judicial foreclosure from non-judicial foreclosure 
• Describe the foreclosure process 
• How to work with a listing agent on an REO property 
• Facilitate a counseling session for buyers who want to purchase a foreclosed property 
• Recognize the signs of mortgage fraud and predatory lending 

 
6 hours CE credit—an elective credit for the ABR Designation Program – required for the NAR Short 
Sale/Foreclosure Resource Certification 
Instructor: Alec Hagerty, ABR, ABRM, CRB 
Where:  CABR Office/14 Knollcrest Drive/Cinti/OH  45237 
 
Fee: $75  
 

PLEASE NOTE:  The $175 application fee to receive your SFR certification is waived if you take this 
program before March 31, 2010.  
 

Questions – contact Annette Chmiel at 513-842-3011 or achmiel@cabr.org 
 
 P Click here to register. 
 



 
 
~ Establish Communication Parameters with Consumers According to Their Preference  

 
An important part of the home buying/selling  process is good communication. 
Unfortunately, some REALTORS®  are looked upon by many as failing their clients and 
customers in this area. But, don’t worry…communication “issues” are not difficult to 
correct. Begin by finding out the method and timing of the  consumer’s preferred 
method of communications and, the n…do it!  Don’t make the consumer chase you 
down.  Instead, be the one coming to them with the information they need in the 
manner they want it.  A commitment as simple as keeping them informed and i n touch 

can completely change their home buying/selling experience.   And, in some cases, it can be the difference in 
keeping or losing a customer.  
 

Just a few questions in your initial meeting will allow you to sort out most of the consumer’s 
preferences:  
 
1. “What is your communications preference?” (email, phone, text, etc.)  
 
2. “What time of day is best to reach you?”  
 
3. “Mr./Ms. Seller -  how much do you want to know about the marketing of your property, market 
updates, showing feedback and how often?” Note:  Some sellers want to know everything you are doing 
and some couldn’t care less or don’t wa nt to be bothered with “details .”   They just want to hear from 
you when there are results.  
 
4. “Mr./Ms. Buyer – do you want to be sent everything so you can so rt through all of the options or 
would you prefer me to hand select the ones I feel meet your requirements the most?” Note:   One 
person could think you are being selective for selfish reasons and others might think you are spamming 
them.  By finding out if  they want some hand -holding or if they are more DIY, you will give them exactly 
what they are looking for, no more, no less.  
 
5. “Mr./Ms. Consumer -  these are the hours you can expect to hear from me and these are the hours I 
am not available. You can exp ect to hear back from me within X hours, when you have a question.” 
Note:   This sets the parameters of when they can and cannot expect a return call, email or text.  It is 
also important to let the consumer know if you will be unavailable for a specific ti me and who, or if, 
someone is covering for you.  
 
 
~ The Road to Success is Pave d with Education –  Get Yours On line at the CE Shop!  

 
 

Cincinnati Area Board of R EALTORS®  Inc.  
Need CE? Don't Procrastinate! Enroll in online CE today!  

Simply visit our course catalog at:  
 

http://cabr.theceshop.com  
 

 

 
 
 

Archived issues of the CABR Tuesday News  can be accessed by going to www.cabr.org .  Click on the 
News  drop -down menu and then on the  Tuesday News  link.  
 
Sincerely,  
 
Cincinnati Area Board of REALTORS®  
email:  cabr@cabr.org   
phone:  513 -761 -8800   
web:  http://www.cabr.org   
Staff Directory:  http://www.cabr.org/phoneguide.htm  
 
CABR Member Savings Programs:  http://www.cabr.org/savings2.htm  


