
Upcoming SKCAR events.Upcoming SKCAR events.Upcoming SKCAR events.Upcoming SKCAR events.    

April 17th Centennial Ball. 

Details on page 3. 

October 30th First Citizen’s 
Banquet. Paul Allen is this 
year’s recipient. This will be 
held at the downtown Seat-

tle Sheraton Hotel. 

License Law License Law License Law License Law 18.85 was 
signed March 14th, 2008 
after 4 years. The rules 
(WACs) now have to be writ-
ten which will act as guide-

lines for implementation.  

One of the changes is that a 
Designated Broker can han-
dle/manage other busi-
nesses such as property 
management and referral 

business.  

Salespersons will become 
brokers. This will allow the 
Dept of Licensing to go after 
the agents. Currently the 
DOL can only hold the bro-

kers accountable. 

Brokers can either be career 
brokers or go on to become 

managing brokers. 

One must have been a bro-
ker for 3 years and have 30 
more clock hours in order to 

become a managing broker. 

It was recommended that 
brokers attend the DOL com-
mission hearings where our 

input is vital. 

Implementation is expected 

to take place by July 2010. 

WARealtor.org has a link 
where you can view the pro-

posal. 

Electronic Signatures. Electronic Signatures. Electronic Signatures. Electronic Signatures.     

The NWMLS is still negotiat-
ing with vendors and trying to 

work out the software issues. 

CRB Designation.CRB Designation.CRB Designation.CRB Designation.    

Less than 1% of the Realtors 
in the state of Washington 
belong to the Council of Real 
Estate Brokerage Managers. 
25% of the CRB designees 
belong to the IBA which 
makes the IBA a formidable 
group of highly skilled and 

exceptional brokers. 

The CRB is hosting a class on 
Analyzing Your Company For 

Profit. Details are on page 2. 

Green and Sustainability Green and Sustainability Green and Sustainability Green and Sustainability 
Class Class Class Class has been approved by 
SKCAR. It is scheduled to be 
held on April 30th with 
Brenda Noones as the in-

structor. Cost is $59. 

NWMLS Downloads.NWMLS Downloads.NWMLS Downloads.NWMLS Downloads. 

IBA representative on the 
NWMLS Board, Doug 
Davis, reported that the 
Board is checking on the 
matter of increasing the 
number of downloads 
available. The IBA is push-
ing to have the download 
for Realtor.com not count 
towards our allotted 2 

downloads. 

Send an email to Doug Send an email to Doug Send an email to Doug Send an email to Doug 
Davis for concerns you Davis for concerns you Davis for concerns you Davis for concerns you 
want addressed with the want addressed with the want addressed with the want addressed with the 
NWMLS. Doug’s email ad-NWMLS. Doug’s email ad-NWMLS. Doug’s email ad-NWMLS. Doug’s email ad-
dress is dress is dress is dress is 
ddavis@hallmarkrealty.coddavis@hallmarkrealty.coddavis@hallmarkrealty.coddavis@hallmarkrealty.co

m.m.m.m.    

Commissions Commissions Commissions Commissions are being 
sent directly to agents by 
escrow companies. Escrow 
needs instructions from 
the broker in order to do 

so.  

Unfortunately the Dept of 
Licensing has no rules re-

garding commissions.  

As the broker, you can fill 
out the commission dis-
bursement form where the 
money is disbursed to the 
agent directly and the bro-
ker gets their share along 
with the agent’s share of 

the B&O tax. 
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Special points of inter-

est: 

• Ed Con 

• General Forum 

• Analyzing Your Company 

For Profit 

• The IBA needs you! Board 

and committee volunteer 
positions available. 

• IBA sponsored Principles 

and Practices Class asks 
your support to boost at-
tendance.  

• SKCAR Centennial Ball 

I N S I D E  T H I S  I S S U E :  

General Forum 1 - 2 

CRB Class 2 

Principles and Practices 
Class  

2 

New IBA Members 3 

Impact Your Sales 
Webinar Classes 

3 

SKCAR Centennial 
Ball 
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General Forum 

IBA Ed Con 

Thank you to all the sponsors and participants of  
this year’s IBA Education Conference for making 
this event a huge success!!  

Thank you Doug for another outstanding job!! 



Trust Accounts.Trust Accounts.Trust Accounts.Trust Accounts. 

Disadvantages of having one 
are the liability and account-

ability. 

Advantage is the faster reso-
lution of earnest money dis-

putes. 

NWMLS Forms Classes.NWMLS Forms Classes.NWMLS Forms Classes.NWMLS Forms Classes. 

Send requests to Doug Davis 
for specific forms classes 
you want formed. These can 
be created with a minimum 

of 15—20 attendees. 

Builders’ NonBuilders’ NonBuilders’ NonBuilders’ Non----Refundable Refundable Refundable Refundable 

Earnest Money. Earnest Money. Earnest Money. Earnest Money.     

These become refundable if 
the builder / seller is unable 

to perform. 

Short Sales Commission Short Sales Commission Short Sales Commission Short Sales Commission 

Issue.Issue.Issue.Issue. 

Banks will try to chisel the 
agent’s commission down as 

low as possible.  

SOC is owed the selling 
agent as published. The list-
ing agent may be held liable. 
The NWMLS is discussing 
how to address these issues 
along with the Right of First 

Refusal. 

Blogging.Blogging.Blogging.Blogging. You must declare 
that you are a licensed 

agent or Realtor. 

NWMLS Auto FinesNWMLS Auto FinesNWMLS Auto FinesNWMLS Auto Fines will be 
initiated on March 26th. This 
will go through an 
“education phase” for a few 
months to allow agents to 
become familiar with com-
monly abused rules and 

regulations.  

The list of fines is available 

on the NWMLS site. 

Craigslist Ads Craigslist Ads Craigslist Ads Craigslist Ads should have 
the brokerage number in 
order to comply with the one 

click rule. 

Owner Phone Numbers Owner Phone Numbers Owner Phone Numbers Owner Phone Numbers can 
be removed from the 
NWMLS listing information 
only with a letter from the 
seller and only the NWMLS 
can remove these phone 

numbers. 
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I B A  N E E D S  
Y O U R  S U P P O R T  
A N D  
IN V O L V E ME N T  

IBA General Forum (Continued) 

IBA sponsors an Advanced 
Practices Class which is a 30-
clock hour course required on 

an agent’s first renewal.  

Classes are held at Hallmark 
Realty along Lake Washington 
Blvd in Kirkland and is open 

to all IBA members. 

Please contact the IBA office 

for details and reservations. 

There are many ways to show 
your support and be involved 

in the IBA.  

IBA needs volunteers to serve 
as member of the Board or 
any of the following commit-

tees: 

• Membership chaired by 

Kelly O’Neil 

• Marketing—No Chairper-

son 

• Education chaired by 

Kristen Cramer 

• Finance chaired by Brian 

Graves 

• Programs co-chaired by 
Donna Wood and Eliza-

beth Erickson 

• NWMLS Relationship 

chaired by Doug Davis 

• Benefits chaired by Mar-

cus Tageant 

• Technology—Anne Ritten-

house 

• Special Events chaired by 

Doug Davis. 
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IBA PRINCIPLES & 
PRACTICES CLASS 

Analyzing Your Company For Profit 

This course uses case stud-
ies of current real estate 
brokerage companies for 
practical understanding of 
the relationship between 
Gross Commission Income, 
Variable Expenses, Fixed 
Expenses, and Profit. What 
are some current problems 
blocking profit? Identify 
these problems and create 
solutions through exercises, 
brainstorming and discus-

sion.  

This course studies the stan-
dard maximum percentages 
for differently structured 
companies that brokerage 
owners should heed when 
spending money on different 
line item expenses. The par-
ticipant will go home from 
this presentation with new 
energy, a new understanding 
of income and expenses, 

and new ideas on how to run 
his/her company more prof-
itably. List the reasons why a 
real estate company may be 
struggling to make a profit. 
Identify the reason(s) why 
his/her firm has too small or 
no profit. List possible solu-
tions for each type of profit 
blocking problem. Choose 
the correct line item ex-
pense maximum standards 
for his/her firm in order to 
make a profit. Mathemati-
cally calculate the financial 
risk analysis ratios to ana-
lyze the financial trends of 
the company. Recite rules of 
paying compensation to 
sales associates. Forecast 
income and budget ex-
penses for the next full year 
to guarantee a profit. List 
components that add value 
to a real estate brokerage 

company.  

April 14April 14April 14April 14----15151515    

SeaTac DoubleTree SeaTac DoubleTree SeaTac DoubleTree SeaTac DoubleTree  

$795  non candidate 
$595  candidates 

$495  designees 

 

Clock Hours Clock Hours Clock Hours Clock Hours 15 

 

Register online at Register online at Register online at Register online at 

www.warealtor.orgwww.warealtor.orgwww.warealtor.orgwww.warealtor.org    



IBA Newsletter  

• Chip McClelland of 
Washington Hawai i Washington Hawai i Washington Hawai i Washington Hawai i 

Properties, Inc.Properties, Inc.Properties, Inc.Properties, Inc. 

                            P  425.775.3900 

       F  425.775.3999     

       Chip@washhprop.com 

• Cory Porter of The Cas-The Cas-The Cas-The Cas-

cade Team REcade Team REcade Team REcade Team RE 

                            P  425.296.4569 

       F  425.996.9520   

Info@thecascadeteam.com 

 

• Jerry Strovas of Excep-Excep-Excep-Excep-
tional Real Estate tional Real Estate tional Real Estate tional Real Estate 

Group, LLCGroup, LLCGroup, LLCGroup, LLC 

                            P  425.222.0836 

       F  425.222.0838 

jerrystrovass@hotmail.com 

• Mark Haley of Haley Haley Haley Haley 

PropertiesPropertiesPropertiesProperties 

                            P  206.660.6412 

       F  206.772.2987 

mark@haleypropertiesonli

ne.com 
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WELCOME  2008 NEW  IBA MEMBERS  

Jeff Graves has agreed to 
offer his Webinar classes at 
$15.00 each which is one one one one 
halfhalfhalfhalf of his regular rate to all 
IBA members and their Asso-
ciates.  His program was ap-
proved at the November 8th 
Board of Directors meeting 
and introduced to the Gen-
eral Membership at our 
meeting last Thursday, Dec. 
12th.  He has taught literally 
hundreds of classes for Law-
yer’s Title when employed by 
them. He was used as the 
principal educator for both 
John L. Scott and Coldwell 
Banker Bain. He taught a 
class on Target Marketing at 

our Ed-Con two years ago.   

Jeff’s classes are about 45 
minutes long and are on spe-
cific subjects that Agents 
want to learn. They are not 
clock hour classes. When 
students take his classes or 
coaching he is available for 
follow up questions. Is that Is that Is that Is that 
unique or what? unique or what? unique or what? unique or what? The IBA be-
lieves that this is a HUGE HUGE HUGE HUGE 
benefit for all of us and for 
our Agents. His company is 
called IMPACT YOUR SALES IMPACT YOUR SALES IMPACT YOUR SALES IMPACT YOUR SALES 
NOWNOWNOWNOW!!!!        He has set up a spe-He has set up a spe-He has set up a spe-He has set up a spe-
cial page for IBA members cial page for IBA members cial page for IBA members cial page for IBA members 
www.impactyoursalesnow.cowww.impactyoursalesnow.cowww.impactyoursalesnow.cowww.impactyoursalesnow.co
m/iba/m/iba/m/iba/m/iba/. . . .  A list of available 
courses is available upon 
request. Email Brian at 
bgraves@bentleyproperties.c

om. 

Impact Your 
Sales Now  

Webinar Classes 



Contact: Joy Pardue 
PO Box 1158 
Lake Stevens, WA  98258 
Phone:  425.377.8183 
Email: 
joy@taskproperties.com 
 

Independent  Brokers  
Associat ion 

Members at LargeMembers at LargeMembers at LargeMembers at Large    

• Doug Davis                      
Hallmark Realty                    
P 425-822-1241                 
F 425-889-0607          

ddavis@hallmarkrealty.com 

• Wendel Draeger 
 Draeger Real Estate Com-

pany 
 P 253-630-1800 
 F 253-630-5460 
 wendel@draegernet.com 

• Elizabeth Erickson               
Gallery Homes Real Estate  
P 425-212-4300 x 301        
F 425-212-4304                
Erickson @ gallery-

homesre.com 

• Tom Fields                         
Fields Realty LLC                 
P 425-652-6262                  
F 425-614-1464                  

tom@fieldsrealty.com 

PresidentPresidentPresidentPresident    

Marcus Tageant                
Task Properties                 
P 425-377-8183                
F  425-740-0275               
marcus@taskproperties.com 

    

SecretarySecretarySecretarySecretary 

Melissa Lising 
Titan Real Estate 
P 425-296-5131 
F 425-296-5132 
melissa@titanres.com 
 
TreasurerTreasurerTreasurerTreasurer    
Keith Nelson 
Executive Real Estate, Inc. 
P 888-834-3973 
F 425-455-4286 
Broker@exre.com 
 
 
 
 

• Brian Graves                 
Bentley Properties                  
P 425-747-1901                  
F 425-747-4105                   
bgraves@bentleyproperti

es.com 

• Kelly O’Neil                           
Shannon O’Neil Associ-
ates  P 425-746-5656                 
F 425-746-6501              

ckoneil@aol.com               

• Anne Rittenhouse           
Rittenhouse Realty LLC       
P 206-714-0826                 
F 425-641-4091    

ritts@comcast.net 

• Donna Wood                    
Cornerstone Real Estate 
P 206-361-2200             
F 206-361-2655              
donna@cornerstone-

re.com 

    

WHO ’S  WHO  AT  THE  IBA 

“Keeping the 
Independent 
Broker … 

Independent.” 

Welcome to the Independent Broker's Association.  The IBA is open to all 
real estate brokers who are not part of a national or regional franchise organi-
zation. We represent 54 brokerage offices in western Washington, engag-
ing over 1,700 uniquely qualified real estate sales professionals.  Our commit-
ment to giving the real estate client the very best in truly independent repre-
sentation is enhanced through our regular meetings, special events and con-

ventions, clock hour classes, and seminars.   

We’re on the Web! 

www.nwiba.com 

You are cordially in-
vited to our next regu-
lar monthly meeting to 
be held Thursday, April 
17th at 10 am at the 
NWMLS office located 
at 11430 NE 120th St, 

Kirkland, WA 98034. 


