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MIAAOR Membership
as of December 31, 2021
Designated Realtors® 45
Realtors®
527
Appraisers
3
Affiliates
45

"MIAAOR - Passionate Professionals, Building
Lasting Relationships”

MIAAOR 2022 President Jack Winnik and CEO Kandy Sweeney attend Florida Realtors
2022 Mid-Winter Business Meetings January 18-20 in Orlando

Congratulations Jacki Strategos!!!
Our very own Jacki Strategos was recognized at the
Board of Directors Meeting along with the other 2021
Realtors of the Year across the state. Congrats Jacki!!!
_____________________________________________________________________________
Don’t Forget to Register for the Feb. 4 Pitch Plus Kickoff Party!
Lots of food and prizes, and a great networking opportunity for you to visit with members of
your Realtor Support Network! Click here to sign up before the Feb. 1 Deadline

Marco Island Area Association of Realtors®
Contact: Jack Winnik, 2022 President,
Marco Island Area Association of Realtors®
239.394-5616

Marco Island Real Estate Report: Year-end 2021
Arctic front boosts our already HOT Real Estate Market! Low
inventory continues to create multiple offer scenarios & bidding
wars and builders struggle to keep up with the demand.
Total inventory for 2021 was down 65% from 2020. Average
monthly inventory across all property types this year was 293 as
compared to last year’s 825. The total number of closed sales
was up 17% from 1434 to 1796. Total dollar volume was $1.8
Billion, up 60% from 2020’s $1.1B.
Condos saw the largest increase in number of closings. 842
sold in 2021 as compared to 593 last year.
Homes saw the largest increase in median sell price at $1.25M
this year as compared to last years $840,777. Homes also won
the largest increase in sales volume coming in at 66% higher
than last year.
Average days on market across the board for all property types
was down 52% from 2020 from 607 to 338.
Data courtesy of Marco Island Area Association of Realtors®
Multiple Listing Service (MLS) for the period 2020 and 2021. For
the purpose of this report, the following property types are measured: single family homes (RE1),
condos (RE2), and lots. Decimals rounded to the nearest whole number.
Stats are available on the 6th of the month for the month prior. We post them on Facebook and our MarcoRealtor.com
website. They are also posted as a link at the bottom of email flyers.

Real Estate Market Report - YEAR-END 2021
Florida Realtor® Market Stats – Single Family Homes – December 2021
Florida Realtor® Market Stats – Townhouses & Condos – December 2021
Click Here for Digital Marco Island Real Estate Guide

NAR and the Past,
Present and Future
of Fair Housing
Fair Housing, Fair Housing Act

By: Sehar Siddiqi

Published in RISMedia
Every year, in February, we celebrate Black History Month and the transformative
contributions Black Americans have made to this country. These achievements are
even more remarkable in light of how centuries of racial oppression have
hardwired racial bias into many facets of American life. Housing is no different.
Although discrimination in housing is now illegal, structural and implicit bias
continue to adversely affect Black Americans in their ability to achieve the
American Dream of homeownership.
It is well-documented how the National Association of REALTORS® (NAR) worked
in tandem with federal, state and local governments to prevent Black Americans
from buying homes in neighborhoods of their choice, thereby shutting them out
of opportunities to build the generational wealth that government programs
helped White Americans accrue. NAR and its predecessor organization codified
the real estate industry’s opposition to integration in its 1924 Code of Ethics,
supported redlining and racially-restrictive covenants, and opposed the 1968 Fair
Housing Act.
Over the decades, NAR has taken steps to rectify these harmful practices. Today,
NAR strongly supports the Fair Housing Act and has worked with the Department
of Housing and Urban Development(link is external) and private partners to promote
equal access to homeownership. NAR revised its Code of Ethics to require equal
professional service to all, without regard to race, color, religion, sex, handicap,

familial status, national origin, sexual orientation or gender identity. Just last year,
NAR’s board of directors voted to prohibit REALTORS® from making hateful
speech on those same bases; 2020 was also the year NAR officially apologized for
its historic actions, which denied homeownership to qualified Black Americans.

We have made progress, but 2020 exposed deep fault lines in America’s
communities. It is apparent that, for the health of this country, more needs to be
done than stopping present-day discrimination. The hard work of creating equal
opportunity requires REALTORS® to continue to engage with the historic
practices of the industry, and to consider how to remedy these wrongs.
Late in 2019, NAR unveiled its Fair Housing Action Plan(link is external), referred to as
“ACT!” for its emphasis on Accountability, Culture Change and Training. To

enhance accountability for fair housing violations, NAR is developing a self-testing
program for brokerages to proactively uncover and address fair housing problems.
NAR is also developing recommendations for states to strengthen fair housing
education and enforcement in licensure laws.
NAR is also introducing innovative approaches to fair housing training. In
November, NAR unveiled Fairhaven(link is external), an online simulation training that
puts REALTORS® in a fictional town where they must confront bias and
discrimination while working against the clock to close four deals. The training
provides customized feedback that learners can apply to daily business
interactions. In this innovative approach, Fairhaven puts learners in the role of a
client experiencing discrimination in a real estate transaction. NAR also rolled out
an implicit bias training video in the summer of 2020, which will be followed in
2021 with a three-hour classroom course on interrupting implicit bias in real estate.
NAR is engaged in culture change by highlighting REALTOR® fair housing
champions who have incorporated inclusivity into their business models. It is also
developing new resources for REALTORS® to engage with clients on the charged
topic of schools.
What’s next? NAR is finding ways to create and promote equal access to home
purchase and financing. NAR is exploring a variety of programs, such as targeted
downpayment assistance for the descendants of families adversely affected by
redlining and changing mortgage underwriting to take into account information
that can more accurately capture a homebuyer’s ability to afford a home.
REALTORS® are committed to serving all families who want to achieve the
American Dream of homeownership.
Sehar Siddiqi is NAR’s director of Fair Housing Policy and Valuation. For more
information, please visit www.nar.realtor.

11 REAL ESTATE MARKET TRENDS YOU
CAN LEVERAGE IN 2022
By Richard Westlund for Florida Realtor magazine

Know these 11 market drivers in today's real estate industry — and use
them to adjust and thrive.
To grow your business in 2022, you need to understand Florida’s fast-changing real estate
landscape. As the impact of the COVID-19 pandemic recedes, it’s time to think about finding new
opportunities to generate business by serving buyers, sellers and investors.

“This is the time of year when sales associates should be business planning,” says Budge Huskey,
president and CEO of Premier Sotheby’s International Realty in Naples. “After the hot market of the
last 18 months, associates will be facing a different environment and should think about how to gain a
competitive advantage.”
Here is a look at the trends that could create opportunities for your business this year.
While every local market in Florida is different, these big trends are likely to play out across the state.

1. Generate new listings from Boomers
Strong in-migration, combined with the natural growth of the millennial and Gen Z generations, means
demand for homes will continue to outpace the supply of homes for sale, says Huskey. “Sales
associates need to look at how to generate listings and focus on their relationships with current
owners,” he says. “That will be critical to generating more sales.”
Bernice Ross recommends reaching out to boomers, ages 55 to 75. “The boomers own 42% of
homes nationwide,” says Ross, CEO and president of BrokerageUP! Inc. and RealEstateCoach.com
in Austin, Texas. “Many face issues with their health, including mobility, which can impact their ability
to live independently. Since this generation controls so much of the single-family home inventory, a
huge proportion of these homes will be coming on the market in the next few years.”

To leverage this trend: Ross suggests looking for homeowners ages 60-plus with large or two-story
homes who may be ready to move to a single-story home or are interested in a “lock and leave”
lifestyle in retirement. “Look for older single homeowners, especially women, who may be unable to
maintain their properties due to financial or other constraints and may opt for a condominium.

2. Serve international buyers
For decades, Florida has been a favored destination for international buyers from Canada, Europe,
South America, the Middle East and even the Pacific Rim. That trend came to an abrupt halt in early
2020 with the COVID-19 travel restrictions. Now that borders are opening again, a surge of
international buyers is expected.
“Homes here are very affordable compared with other resort locations, especially considering the high
tax rates in Europe and South America,” says Steve Murray, senior advisor to Texas-based
RealTrends. “Florida is also the top state for wealthy individuals and families who want to acquire
residences outside their home countries.”
Canadians also are likely to return to the Florida market, adds Huskey. “Certainly, international
buyers, in general, will have a greater impact in 2022 than in the past two years.”
To leverage this trend: Reach out to prospects who have made online inquiries over the past two
years and invite them to visit your community. You can also cultivate relationships with international
residents who live here and may have family or friends who are ready to join them in Florida.

3. Offer iBuyer options
A growing number of buyers and sellers like the convenience of an iBuyer program, so Florida
brokers and sales associates can gain a competitive advantage by offering financing options. Zillow
axing its iBuyer program doesn’t change that. “More brokers will partner with companies to offer these
financial services, along with software to present the options,” says Murray. “A broker could get bids
from three companies and compare them with current listings.”
Ross agrees, noting that iBuyers are reshaping the contingent sale situation. “They turn a seller into a
buyer by providing a mortgage on the hew home, deferring payments until the owner closes on the
existing home. They earn their money on the spreads between purchase and sale, and some charge
an additional convenience fee.”
Jack Miller, president of T3 Sixty in Ladera Ranch, California, says large organizations like Ribbon,
Knock, Flyhomes and RealSure by Realogy are driving this trend. “Along with iBuyer options, there
are buy-before-you-sell financing programs, bridge loans and other mechanisms that reduce friction
in the transaction,” he says. “Consumers want to get on with their lives, and many will pay for that
convenience.”
To leverage this trend: Brokers and sales associates need to be “iBuyer equipped,” says Mike
Pappas, president and CEO of The Keyes Company in Miami. “That means being able to educate
consumers on the benefits and disadvantages of this option.”

4. Consider new construction
If the inventory of active listings is tight, consider reaching out to residential builders who are bringing
new homes to your local market. “This will be a good year to get involved with infill and boutique
residential and mixed-use developments,” says Huskey. “Builders are looking for buyers and may be
willing to give you the listing.”

To leverage this trend: Along with listing new homes, sales associates can help builders looking for
vacant or underused properties suitable for their next single-family or multifamily projects.

5. Look into institutional buyers
In some parts of Florida, institutional buyers like Blackstone and Tishman Speyer will be looking to
buy homes to rent for future income or flip for a rapid profit. “Everyone talks about institutional buyers,
but they are still a small percentage of the total market,” says Murray. “Sales associates should be
aware of their activities if they’re active in your market,” noting that these buyers tend to focus on
established neighborhoods, where a competitive market analysis can quickly determine potential
purchase and sale prices.
To leverage this trend: Reach out to an institutional buyer in your market and offer to help find
prospective sellers whose properties can be added to the portfolio.

6. Keep an eye on foreclosures
Ross expects an increase in foreclosures in 2022. Millions of homeowners faced a significant drop in
their take-home pay during the COVID-19 pandemic, she says. Others own homes and rental
properties as investments—but have gone without income for many months.
Because of the moratorium on evictions, there is a backlog of homeowners who have not paid their
bills,” says Pappas. “There will be an uptick, but not an onslaught like we saw in the last recession.”
To leverage this trend: Find homeowners who are behind in their payments but may still have
substantial equity due to appreciation. “You can advise them on selling quickly to clean up that past
debt,” says Pappas.

7. Get in on the green home trend
Everyone wants to live in a healthy environment—especially with today’s work-from-home lifestyle.
But not everyone wants to pay for upgrades like solar panels, energy-efficient appliances or other
green features, says Huskey. “A home’s health and safety features seem to be more important at the
upper end of the market,” he adds.
To leverage this trend: Highlight a listed home’s ecologically friendly features, including the benefits
of an indoor-outdoor lifestyle, Huskey says. You could also calculate the potential annual savings in
utility costs to make the listing more attractive.

8. Make affordability a priority
Gen Z and millennials are poised to enter Florida’s housing market—provided they can afford the
monthly payments. In the past two years, home prices have risen dramatically with no sign of a
downturn in 2022.
To leverage this trend: Explore financial support options for first-time buyers, including local or
regional assistance programs. “You should also look at all the factors involved in purchasing a home,”
adds Pappas. “For example, you might discuss increasing the deductible on a home insurance policy
to reduce the premium.”

9. Take inflation into account
From construction materials to home appliances and automobiles, supply chain shortages are
pushing up prices for consumers. A global energy shortage is also increasing the price of gasoline, oil
and natural gas. In other words, inflation returned to the U.S. economy in 2021.
While some economists expect these pressures to subside in 2022, real estate professionals need to
pay close attention to changes in the Consumer Price Index (CPI) as well as the Federal Reserve’s
actions that affect interest and mortgage rates. An inflation-related bump in mortgage rates would
make homes less affordable for buyers with limited incomes.
To leverage this trend: For buyers, you could highlight the “move-in-ready” features of a home that
minimizes the need for potential expensive upgrades. For investors, you could point out that
residential and commercial real estate properties values tend to keep pace with inflation, making
them attractive long-term assets.

10. Be mindful of increased regulation
Increased regulation and enforcement are on the rise, says Ross, including a big jump in the IRS’s
tax enforcement budget, and a stronger emphasis on following Fair Housing regulations. “For the real
estate industry, this means increased testers—people who pose as clients to test discriminatory
behaviors—and more prosecutions of violators.
To leverage this trend: “Having a systematized approach where every client is treated exactly the
same with the highest level of professional service is imperative,” says Ross.

11. Consider industry consolidation
Industry consolidation will accelerate in 2022, according to Miller. “More companies are being bought
up, including brokerages and real estate technology companies,” he says. “Private equity and publicly
traded companies are moving into the real estate industry, and that trend will accelerate this year.” As
a result, traditional brokers may be competing with sophisticated, wellfunded companies with deep pools of capital. “Your margin for error is lower,” he adds.
To leverage this trend: The influx of capital can allow brokers to cash out and retire from real estate
or look for another career opportunity. For sales associates, the potential benefits include a stronger
technology platform and tools.
In that regard, understanding industry consolidation—like the 10 other trends above—provides an
opportunity to leverage your knowledge and gain a competitive advantage to achieve your business
goals in the year ahead. #
Richard Westlund is a Miami-based freelance writer.

Feb Education
(Click link to register)

Please note that the classes that are being offered through our Partner Associations are not going to show up in
your membership portal. The association that scheduled the course will be responsible for reporting attendance
if it is for CEs. Feel free to reach out if you have any questions. Caroline's Email

Links in BLUE are live, in-person here at MIAAOR
Links in PURPLE are via ZOOM through MIAAOR
Links in GREEN are online via Partner Associations
2/8 Q1 Commercial PRO Series: Industrial
2/9 Optimizing Your Time for Better Results
2/10 Newly Licensed, Now What (3CE)
2/10 You Gotta Go! Tenant Eviction (3CE)

2/11 RPL Realtor Power Lunch – Condo Lending w/ Lake Michigan Credit Union
2/15 Riders for the As Is Contract Class (Non-CE)
2/15 ICE: Master Your Market with Sun Stats (2CE)
2/17 Construction Loan Financing (4CE)
2/22 MLS Listing Input
2/22 Global Real Estate Practitioner (8CE)
2/23 RPL Get Off the Lead Chasing Treadmill
2/23 Become a Private Real Estate Detective Through Understanding Public Records Searches
2/24 MLS CMA’s
2/24 RENE 8CEs
2/25 Foundations of Form Simplicity (2CE) & Optimizing Your Workﬂow w/ Form Simplicity (2CE) FREE
Remember, if you need CEs NOW you can always log into our CEShop link here USE PROMO CODE
EDGE for 30% off in February

OUR 2022 DESK TOP CALENDARS ARE HERE!. CALL JULIANNE AT
394-4888 TO PICK UP YOURS!

HAVE YOU FILED FOR YOUR

FLORIDA HOMESTEAD
EXEMPTION?
The March 1st deadline to apply for a Florida
homestead exemption is rapidly approaching.
If you purchased a new home in 2021, this is a
deadline you do not want to miss!

The Florida homestead exemption entitles homeowners to a deduction off their property’s
assessed value, which may result in several hundred dollars in tax savings. Florida residents
living in the dwelling and making it their permanent home before January 1, 2022, qualify for
the exemption. Additional exemptions may be available.
Application can usually be made in person, through the mail
or online. To ensure that all information is correctly filled out
and all required forms accounted for, it may be best to apply
in person.
For more information, contact the property appraiser or
county tax collector’s office in the county where the property
is located.

DAWNETTE NORGREN
Partner/CIO

Island Title

Marco Office:
1118 N. Collier Blvd, Marco Island, FL 34145

239-298-3129 - Cell
239-394-4888 Office
dmnorgren@it5star.com

Naples Office: By Appt Only
2335 Tamiami Trail N., Suite 407A, (Moorings Prof Bldg.)
Naples, FL 34103

Provided by an Independent Policy-Issuing Agent of First American Title Insurance Company
First American Title Insurance Company makes no express or implied warranty respecting the information presented and assumes
no responsibility for errors or omissions. First American, the eagle logo, First American Title, and firstam.com are registered
trademarks or trademarks of First American Financial Corporation and/or its affiliates.
AMD: 06/2021

©2021 First American Financial Corporation and/or its affiliates. All rights reserved. NYSE: FAF

DID YOU KNOW?
Lenders do not want to loan on furnishings.
Using a separate personal property sales contract can
avoid financing problems.
Drafting a personal property sales contract is
practicing law and outside a Realtor’s license
A bill of sale transfers ownership of personal property
at time it is given to a buyer and title companies cannot draft
a bill of sale?
Now you know.

Let us help you avoid problems with
your customers and closings!

Law Offices of William G. Morris, P.A.
247 North Collier Boulevard, Suite 202
Marco Island, Florida 34145
Telephone (239) 642-6020
wgm@wgmorrislaw.com

