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Join Us Thursday, Jan. 4, 2018 

Rose Harms American Legion 

1540 13th Ave., Grafton 

 

8:30-9:00am: Networking w Affiliates 

9:00-10:15am: Roundtable Discussion 

 

Chris Carrillo, CEO of 

Metro MLS 

 

 

Start the year off right by joining us 

to hear about MLS important 

updates, ask questions and give 

feedback on what you’d like from 

your MLS. 

 

Thank you to Partnership Bank for 

sponsoring this meeting. 

  

   

The ORATOR 
 

ORA: The Voice of Real Estate™  

in Ozaukee County 

 

  

 

 

 

The ORA office  

will be closed: 

• Jan. 18-19 for WI AE 

Council Mtg and WRA 

Board of Directors Mtg 

• Jan. 26 & 29: Tina Off 
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HOLIDAY PARTY FUN! 

Over 100 people attended our Holiday Party Casino Fun 

on Dec. 7 where we raised $5754 for Tailwaggers 911!!  
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President’s Column 

Troy Bretl 
2017-2018 ORA President 
 

HAPPY NEW YEAR!!! Looks like we finished 2017 

very strong with total sales in Ozaukee County surpassing 

2016’s numbers by the end of November. The Median 

sales price rose almost $18,000 in 2017 versus 2016 in 

Ozaukee County. The median home price for me gets put 

into better perspective if you go back another year or two. 

2017’s median home price was $30,000 over 2015 and 

almost $35,000 over 2014. It must have been a good year. 

With 2017 in the books, we all look forward to 2018 

being even more prosperous than 2017. As we put 

together changes and modifications to our individual or 

team marketing plans and advertising ideas, we strive to 

improve on the ideas that worked and more importantly 

improve or possibly eliminate the ideas that didn’t work. 

This type of work can only improve our bottom line.  

Now with 2018 upon us I encourage you to put as much 

effort in to you and your family as you do your work. We 

all know that the sometimes daunting 24/7 demands of 

real estate can be exhausting. Here’s an idea – make a 

marketing plan for “ME”. Put some things on paper, 

whether it is 1 hour at the gym each day – set a specific 

time and commit to. If you have always wanted to create 

your own meditation practice – set the time aside each 

day and make it happen. If that elusive cooking class, 

painting class, yoga class or whatever it might be – it 

won’t happen by chance or coincidence – you need to 

make that happen.  

Another opportunity that is available to us all in 2018 is 

to become more involved in our Realtors Association. We 

need members help for our Holiday Party, Community 

Outreach, RPAC and more. Members are not asked to 

invest a tremendous amount of time and meetings only 

occur as needed. Another opportunity is to make a point 

of attending our first Association meeting of the year this 

Thursday Jan 4th. We will have Chris Carrillo, CEO of 

Metro MLS doing a brief presentation and a round table 

discussion answering your questions. 

Whatever plans you make both personally and 

professionally I wish you the greatest success. Let’s 

continue to work together as an Association filled with 

wonderful individuals that do our best to help home 

buyers and sellers and to also help each other. It is my 

intention that 2018 turns in to your best year yet. HAPPY 

NEW YEAR!! 
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Tim Knuth Jan. 2 

Tom Martin Jan. 5 

Michael Allen Jan. 12 

Lynne Palesse Jan. 15 

Nicole Bjornton Jan. 17 

Lew Herro Jan. 17 

Renae Wethered Jan. 17 

Shaun Olejniczak Jan. 19 

Kim Peterson Jan. 22 

John Mikkelson Jan. 23 

Debra Cronin Jan. 24 

Glen Moegenburg Jan. 24 

Ellen Wilde Jan. 24 

Alice Bush Jan. 26 

Sharon Niesing Jan. 28 

Susan Boos Jan. 29 

Kay Schmit Jan. 29 

Ken Bonneau Jan. 30 

 

 

 

 

Mark your calendar now 

for this very important 

REALTOR & Government 

Day on February 7, 2018  

Madison Concourse Hotel and 
Governor's Club  1 W. Dayton St. Madison 
 
WRA members only: Free for the first 300 
registrations  

It's time to lobby! The WRA's annual lobbying event, 
REALTOR® & Government Day, is your chance to shape 
the laws that affect you and your real estate business in 
Wisconsin.  
 
The event kicks off with an issue briefing where you'll 
learn about pending laws and how they impact real 
estate. Next, you'll move to the Capitol for lawmaker 
visits. You'll have the unique opportunity to meet in 
person with your state lawmakers to lobby for or against 
these laws.  
 
This is your chance to advocate for issues that impact 
the real estate industry, homeownership and property 
rights in Wisconsin. Your voice will be heard, and a 
better Wisconsin real estate market will follow. 

2018 tentative event schedule 

12:30 – 1:00 p.m. Registration 

1:00 – 1:15 p.m.   Welcome and overview of the day 

1:15 – 1:45 p.m.   Address by Gov. Walker (invited) 

1:45 – 2:45 p.m.   Issue briefing 

2:45 – 3:00 p.m.   Move to the Capitol 

3:00 – 4:30 p.m.   Hill visits 

4:30 – 5:30 p.m.   Reception 

Looking to carpool? Email Tina at tina@ozaukeera.com 
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7 Ways to Get Fired By Your Buyer Clients, If you lose their trust, you’ve lost the 

transaction, by Kellie Tinnin, training administrator with the Greater Albuquerque Association of Realtors. Reprinted from 

Inman News. Article image credited to 4 PM production / Shutterstock 

 

Real estate is a business of relationships. Real estate relationships, as in life, can be good and bad. The majority of 
homebuyers are satisfied with their homebuying experience; 89 percent would use their agent again or recommend him or 
her to others. Relationships that sour may be few and far between, but they do happen. These seven mistakes will send your 
buyers heading for the hills. 

Be unavailable 
Buyers should expect to hear from their agents regularly throughout the course of their real estate transaction. Slow or near-
extinct communication sends a message to your buyers that their transaction is not important to you. 

As Cara Ameer writes in “What does a real estate agent do all day anyway?,” being available is a major part of a real estate 
agent’s job. 
 
There are no official days off in real estate. You might have spans without any scheduled appointments, but there 
are always inquiries, emails and texts to respond to. Agents are “on” no matter where they are. In our instant-response 
society, there really is no waiting until tomorrow. 

 

Advocate for the wrong side 
When buyers purchase a home, they put their financial livelihood in the hands of their agent. As that agent, you are expected 
to negotiate on their behalf and represent their interests throughout the transaction. 
As Chris Dietz, global EVP of Leading Real Estate Companies of the World pointed out in an Inman Special report — “Do 
you have what it takes to be a top buyer’s agent?” — in the end, the buyer is the only one bringing money to the closing 
table. Their interests, which are innately at odds with those of the seller, matter too. 
Many buyers probably appreciate that the U.S. real estate industry provides a space for them in the workforce — because 
many other countries don’t. Protecting the transaction from conflicts of interest is what buyers expect from their 
agent. Compromising your buyers’ financial livelihood for the sake of your own paycheck will get you fired — and possibly 
result in an ethics complaint. 
 

 

Compromise their trust 
Real estate is a business built on trust and relationships. Buyers want to work with an agent they trust. It doesn’t matter if you 
are a top producer or if you are endorsed by the town celebrity — if you aren’t trustworthy, your reputation is not worth the 
cost of the postcard boasting your accolades.  
 

 

Ignore the relationship 
As is the case with many business relationships, buyers want to do business with agents they have a connection with. Not 
every buyer you come across during your real estate career is going to feel like you are a good fit to handle their business. 
There is plenty of business to go around. Dust yourself off, and move on. 
 

 

Half listen 
Inman’s report revealed that the ability to listen is the no. 1 skill most important to a buyer’s agent’s success. As one agent 
commented in the research: 

“Listen and empathize with [clients]. Provide them helpful/beneficial information so they can make confident decisions. 
Anticipate questions they may have and seek to answer or direct them where they can get good answers. Treat them like you 
would want to be treated. Don’t ‘sell them” truly care about them and their needs.” 

http://www.gaar.com/
https://www.nar.realtor/sites/default/files/documents/2017-profile-of-home-buyers-and-sellers-11-20-2017.pdf
https://www.inman.com/2015/10/26/7-costly-mistakes-real-estate-agents-make/
https://www.inman.com/2015/10/26/7-costly-mistakes-real-estate-agents-make/
https://www.inman.com/2017/07/24/what-does-a-real-estate-agent-do-all-day-anyway/
https://www.inman.com/2016/08/02/converting-leads-into-lifelong-clients/
https://www.inman.com/2017/03/29/its-1-a-m-are-you-up-id-like-more-information-about-your-real-estate-listing/
https://www.inman.com/2017/03/29/its-1-a-m-are-you-up-id-like-more-information-about-your-real-estate-listing/
https://www.inman.com/2017/07/24/what-does-a-real-estate-agent-do-all-day-anyway/
https://www.inman.com/2017/08/04/special-report-do-you-have-what-it-takes-to-be-a-top-buyers-agent/
https://www.inman.com/2017/08/04/special-report-do-you-have-what-it-takes-to-be-a-top-buyers-agent/
https://www.inman.com/2017/01/12/how-real-estate-agents-can-win-homebuyers-trust/
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Source: Inman Special Report: Do you have what it takes to be a top buyer’s agent? 

It sounds simple, but every buyer has different motivations and needs when purchasing a home. When buyers 
don’t feel heard, the agent loses their trust. When you lose your buyers’ trust, you have lost the transaction. 
 

Crumble when obstacles arise 
A buyer’s agent needs to be able to solve problems that arise during the transaction. Some buyer transactions are 
harder than others. Buying a home is like a puzzle. Every transaction is different, and each comes with its own 
unique set of pieces.  It’s the agent’s job to put all of the pieces of the puzzle together and solve problems that 
come along. 
 
 

Forget professionalism 
Showing up late for appointments, speaking poorly of other parties in the transaction or not being prepared are a 
few examples of lacking professionalism. A buyer may see an agent who demonstrates lack of professionalism as 
inexperienced or unprepared. With emotions running high, real estate transactions are susceptible to unhappy 
endings. But avoid these behaviors during your buyer’s transaction and you can have clients singing your praises. 
------------------------------------------------------------------------------------------------------------------------------------------------------- 
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President: Troy Bretl 

President Elect: Michelle Pries 
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Secretary: Ambur Vance 
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Stangl 
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WRA Regional Director: Mike Didier 

MLS Director: Howard Loeb 

 

 

Maureen Baumann  

Mark Brunner 

Kathy Bucholz 

Linda Chesak  

Adam Poehlman 

BJ Streiff 

Marietta Ticali 

Matt Zipter  

 

https://www.inman.com/2017/08/04/special-report-do-you-have-what-it-takes-to-be-a-top-buyers-agent/
https://www.inman.com/2017/08/22/how-to-ruin-your-buyers-agent-reputation-in-5-easy-steps/
https://www.inman.com/2017/10/04/professionalism-matters-business-isnt-casual-in-real-estate/

