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By: Kirk Goble

Hello again to all Colorado Chapter #:
members! Of course, the ongoing topic of
conversation is the economy and people

seem to either have no answers or all the
answers - and neither is co
ing much affect at fixing a
watch words seem to be “|
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PRESIDENT’S FROM PAGE 1

numbers at Grand Junction, we
have to place a renewed empha-
sis on members pre-registering
for the quarterly RLI meetings.
We have negotiated long-term,
multi-year contracts with both
of our host hotels in Denver and
Grand Junction to assure the
best room rates, meeting rooms,
meals, and the coffee and snacks
that we enjoy at our meetings.
The contracts prices are subject
to us meeting a minimum
number of rooms and meals,
otherwise there are contract
provisions that require us to pay
the difference up to 80% of our
contractual commitment. The
potential cost to the chapter

in Grand Junction was as high

as $2,300, something we canill
afford. Luckily, we had adequate
walk-ins and the rooms sold out
to other guests, so our penalty
was minimal, but a big wake-up
call nonetheless. In order to
clarify our meeting structure,
particularly with regard to
included meals, the Board of
Directors has adopted a new
meeting fee and registration
policy. Previously, we charged
$35 for marketing, $35 for meals,
and a fee for education based
on the presentation costs. Many
did not realize that meals were
included in those prices and
some elected to opt out of the
meals. There was a misunder-
standing that we were charging
$35 for lunch alone, when it ac-
tually included breakfast, lunch,
coffee, snacks, and the Cowboy
Auction and Reception. We
cannot provide these amenities
and services without adequate
planning. For example, the hotel
in Grand Junction planned lunch
for 15 (members who pre-regis-
tered) and we had 35 show up.
While they really stepped up to
provide for us, we can’'t continue
with those disparate numbers.

The new fee structure is $80

for the marketing and meeting
with meals and snacks included.
The fee will be $70 for all who
pre-register at least 10 days
prior to the meeting. As you can
see, this is not a price increase

The dates are set — so mark your calendar for: Thursday/Friday, June 11 & 12th.
Location: Montrose/Crawford/Paonia Area

Hotel, lunches, reception, etc.

Registration deadline is June 6. RSVP to Jim Nerlin at jim@nerlin.com.

as long as you register ahead

of time. Registration may be
made on our website at www.
coloradorli.com. We hope by
this policy to encourage much
better pre-registration so we can
meet our contractual obliga-
tions. PLEASE make plans and
registration well in advance of
each meeting - it will help with
planning and makes adminis-
tration and registration much
smoother for everyone involved.
Most members plan well ahead
on their calendars to attend
these valuable functions anyway
- the simple act of making your
registration arrangements ahead
of time will be huge help! | thank
you all in advance for your help
and cooperation in this endeavor

- it will truly make a difference
in our meetings and operations
(and save us some money!)

We have some excellent educa-
tion on tap for our next meet-
ings, also. In July we will have

an important legislative update.
With the increased emphasis

on regulation in our industry,
there has been much legisla-
tion considered and passed that
affects each and every one of

us in our business conduct and
operations. It is essential to
know about the changes that
affect you. We will also feature
an attorney panel to address is-
sues specific to land brokers. The
best way to operate properly and
stay out of trouble is to be aware
of the rules and changes. In

September, we will have a water
course to specifically address
issues affecting the Colorado
River - this should be fascinating
and informative. As always, we
will have our excellent marketing
sessions with package presen-
tations, have-wants, and the
successful cash board to pitch
buyers. Also, try to make the
upcoming Ranch Tour - there
are great activities and property
tours planned!

Thanks to all of the committee
members and leadership that

makes all of these things hap-

pen!

See you at the next RLI meeting!



By: Dave Banzhaf

Taking a line from one of my favorite
movies, “Field of Dreams”, | believe this
challenging market will be a catalyst for
us to build an even better Colorado RLI
chapter.

When | hear long standing members
gratefully acknowledge the business
that’s been referred to them from oth
BUILD IT AND THEY WILL COME

Taking a line from one of my favorite
movies, “Field of Dreams”, | believe this
challenging market will be a catalyst for
us to build an even better Colorado RLI
chapter.

When | hear long standing members
gratefully acknowledge the business
that’s been referred to them from other
RLI members, I'm reminded that net-
working is the lifeblood of our business.
| personally can't think of any group I've
been part of that offers such a success-
ful networking platform as our Colo-
rado RLI chapter. We currently have a
membership of 130 brokers. Each of us
brings a wide range of business experi-
ence and practices to the table. When

| hear that one of my fellow brokers on
the Western Slope asks for an 8% listing
commission and gets it, I'm taught a
valuable lesson about professional-
ism. When I'm told that another Ranch
broker only works with Buyers that sign
an Exclusive Right to Buy Contract, I'm
reminded that | must value my time.
Without exception, | benefit from at-
tending our quarterly meetings. Our
marketing sessions are designed to
showcase the finest Ranch listings in
the State and our Buyer sessions are
structured to identify active, qualified
Buyers throughout the State. Put the
two together and we make money. A
simple concept but one we need to in-
vest in and be an active part of at each
meeting.

As we think through the value of our
membership, it's good to spend time
reading the member benefits as adver-
tised on the RLI national website.

« Access to a national network of land
REALTORS® who share a deep com-
mitment to the land specialty

«Inclusion in a professional group
dedicated to building relationships,
building knowledge, and building
business

« Opportunity to earn the Accredited
Land Consultant (ALC) designation,
which demonstrates the highest
levels of professional competence,
expertise, and achievement

« Core education through the organiza-
tion’s Land University curriculum, as
well as on-going professional devel-
opment programs delivered through
a variety of channels, from online to
in person

- Legislative advocacy and a voice in
Washington through the National As-
sociation of REALTORS®

« Member-to-member networking that
results in open and candid informa-
tion exchange and increased produc-
tivity

« An array of information and resources
on land and real estate trends

« Individual online Member Profiles
on the organization’s web site that
increase market exposure

- Strategic alliances with related organi-
zations that expand members’ profes-
sional reach and visibility

« Participation in Alliance Programs
that provide discounts with listing
services, publications, information
resources, and other business service
providers, including the full array of
member benefits offered through the
National Association of REALTORS®
(www.REALTOR.org/RealtorBenefits).

In addition, members of RLI receive the
following discounts:

LAND VOYAGE

-50% discount on the monthly ($19.95)
or annual ($199.95) subscription price
of LandVoyage Internet Mapping Solu-
tions, which includes aerial photos,
USGS topo maps, satellite images, and
more. www.landvoyage.com/rli

- Strong chapter organizations that pro-
mote knowledge sharing and busi-
ness development at the local level

« On-going print and electronic commu-
nications that keep members current
on the latest organizational activities

- Invitations to participate in education
and networking meetings and confer-
ences, including the RLI National
Land Conference and the National As-
sociation of REALTORS® annual events

« Awards programs, such as Land
REALTOR® of the Year, that recognize
outstanding achievement and profes-
sionalism

- Leadership opportunities on both the
local and national levels

« Opportunities to build strong, mean-
ingful, and lasting professional and
personal bonds

SO THE QUESTION IS, ARE YOU MAXI-
MIZING YOUR RLI MEMBERSHIP SO
THAT YOU CAN PROSPER IN THESE
CHALLENGING TIMES?

ARE YOU ACTIVE AT THE CHAPTER
LEVEL? IF NOT, HOW WOULD YOU
LIKE TO GET INVOLVED?

At a Board level, we are committed to
providing greater member benefits to
our organization. You will see us sched-
ule interesting Continuing Education
classes that are relevant to our specialty.
Our marketing sessions will continue to
improve and our Ranch tours will con-
tinue to showcase our member’s excel-
lent listings. We believe it's important
for our attendance to increase at every
event we sponsor. Imagine a marketing
meeting of 80 -100 brokers rather than
the average of 40 we've experienced.

If each of you asks an interested friend
to each meeting, we can double our at-
tendance and opportunity to network.
We ask our membership to begin this
practice for the July meeting in Denver.
Our goal is to have 70 attendees at the
summer meeting. Help us achieve that
goal for YOUR benefit. We are “building
it”and we should all be proud of how
it's improving over time.



Note From Your Chairman
George R. Harvey, Jr.

I'll start off my Chairman’s report with

a review of the National Association of
REALTORS® meetings in Washington,
D.C. the week of May 11th and specifi-
cally about meeting with the National
REALTORS® Land Institute leadership.
The first item may not seem like a big
deal but it really is. For the first time
ever in the Code of Ethics under Real
Estate Brokerage Specialties, “land
brokerage” has been added to the list of
residential, commercial and recreational
properties as a specialty. A couple years
ago | talked to Michael Landreth about
that oversight and now it is official that
our 1.2 million members are on notice
that what we do as land brokers is spe-
cial, unique and deserves attention as a
specific category. (Effective 1/1/2010)

The trip to Washington, D.C. is about
Realtors® going to meet their two Sena-
tors and in Colorado, the seven con-
gress people that represent us. As land
brokers we are always on the look out
for legislation that may impact our busi-
ness. This year there is plenty. There is a
movement in Congress to remove the
word ‘navigable’from the Clean Water
Act which means that all water in the
U.S. would be regulated by the Federal
government and EPA, not just navigable
waters as the original law was written.

This would have a huge impact upon

all land, ranch and agricultural produc-
tion land. We are doing everything we
can do on a national level to fight that
change in the Clean Water Act. I'll be
sure to keep you posted.

In addition, the House members passed
a bill that would only allow seller
financing of one property every three
years without the seller being licensed
as a mortgage broker. As insane as

that sounds the intent was to protect
the public (sellers) from some kind of
abuse even though we are not exactly
sure what that abuse is; however, at the
moment it looks like this bill will not be
passed by the Senate. Can you imagine
the impact on our business? | hope to
point out some of these things that
you may or may not know about that
your National Association in conjunc-
tion with all of its lobbying and political
influence are trying to look out for you
the land practitioner.

In July you will have Rachel Nance, VP of
Public Policy for the Colorado Associa-
tion of REALTORS®, give you approxi-
mately a one hour briefing on state

laws that may impact our business as
land brokers. Bringing this information
to you | hope inspires more political
involvement on your part on a state and
national basis. Frankly | realize it’s a pain

in the ass,

but if you're

not there watching what government is
doing they will probably do something
you're not going to like.

Lastly, in my 25 years in the real estate
business in Telluride | have never seen
more challenging economic times

than right now. In my particular market
niche, | see it getting worse before

it gets better and lasting a couple of
years. Unfortunately | do not see it
returning to the good ole go go days
like 2003-2007. Whenever the economy
recovers | think it's going to lead to an
adjustment in our prices and the way
we do business. We're all going to need
to work together more than ever be-
fore, network more closely, market our
properties to each other more carefully
and probably the most difficult- making
sure our sellers price their properties to
the new market. This will be the single
biggest challenge we have over the
next 12-18 months.

Looking forward to seeing you in
Denver in July.

Sincerely,

George R. Harvey, Jr.




Marketing
Corner

July 16-17 in Denver - Your next
opportunity to take advantage of
Colorado RLI! As usual an excep-
tional class has been put together
for Friday. All the latest with the
real estate commission, CAR &
recent & pending legislation affect-
ing real estate.

Thursday is a full day of market-
ing & networking. Don’t miss the
opportunity to present your buyers
& listing to the best Land Brokers
around. Bring a list of all your buy-
ers to present at the buyer session.
Remember the key to success with
our buyer session is Follow up!

The Listings you present should be
on our package form (available on
our website) with a power point
presentation to enhance your list-
ing. Again, Follow up at and after
the meeting session is critical.

Last but not least take advantage
of the networking opportunity -
Make sure everyone knows who
you are, where you are from &
what you do.

See you in Denver!

RFCU Open For Business

REALTORS® Federal Credit Union (RCFU)
Open for Business!

Open 24 hours a day, seven days a week, the In-
ternet-based RFCU is designed to accommodate
Realtors® busy schedules. RFCU offers access to
thousands of surcharge-free ATMs nationwide,
secure online banking and bill pay, safe depos-
its, affordable loans and trusted advice.

Some of the benefits include money market
savings accounts, no-fee e-Checking with debit
cards, personal loans and credit lines, real estate
loans and credit lines, share certificates, 24-hour
online account access, and 24-hour Member
Care that offers support by phone or online.
RFCU offers competitive interest rates on both
savings and lending, and funds are federally
insured to at least $250,000 and backed by the
full faith and credit of the U.S. government.

While the credit union works in partnership with
NAR as a REALTOR Benefits® Program Partner, it
is totally separate from NAR, with its own board
of directors and management team. The credit
union (based in Rockville, MD) is a REALTOR®-
friendly, not-for-profit, fully independent legal
entity that is wholly owned by its members.
Directed by an elected volunteer board, REAL-
TORS® FCU offers its members real partnership
built through a unique understanding, common
goals, and innovative solutions. Committed to
improving the quality of life for members and

the greater community, REALTORS® FCU is the
first completely virtual credit union and serves
one of the credit union industry’s largest fields
of membership. Eligible members include

members of America’s largest trade association,
the National Association of Realtors® (NAR), that
represents over 1.2 million members involved
in all aspects of the residential and commercial
real estate industries.

Realtors® and their families are eligible to
become RFCU members, as are NAR staff and
the staffs of state and local Realtor® associations
and boards, and their families.

For more information regarding services, ben-
efits and membership requirements, visit RFCU’s
Web site at www.REALTORSfcu.org.
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Mountain Plains
Farm Credit Services

Proudly serving the men and
women who feed the world.

www.ifeedtheworid.com




