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MIAAOR Membership
as of NOVEMBER 30, 2021
Designated Realtors® 46
Realtors®
527
Appraisers
3
Affiliates
44

"MIAAOR - Passionate Professionals, Building
Lasting Relationships”"

Merry Christmas to all of our Members and Congrats to the 2022 Leadership Team installed
at our 46th Annual Installation Banquet on 12.17.21

Officers

Jack Winnik President
Charlie Neal, President Elect
Stacy Witthoff, Secretary/Treasurer

Directors

1 Year Term Expiring 2022
Cathy Rogers
Tammi Vance
Sam Saad, RSN Rep.

2 Year Term Expiring 2023
Jennifer Drake
Helen Donaghy
Jacki Strategos

3 Year Term Expiring 2024
Craig Biddick
Geoff Farhringer
Doreen Herriman
Past President
Jim McGregor

Jacki Strategos, Realtor
of the Year

Rich Costante, RSN
of the Year

Kandy Sweeney,
Special President’s
Award

Check out the article in the paper here

Jim McGregor, Special
Thank You Award
from RSN

Marco Island Area Association of Realtors®
Contact: Jim McGregor, 2021 President, Marco Island Area Association of Realtors®
239.394-5616
I need to thank many colleagues for making this an amazing year on
Marco Island. Marco has never seen real estate values at their current
level. I believe Marco Island is a special place and this year’s statistics
highlight that many people share my viewpoint.
I want to thank my Board of Directors for their hard work, dedication
and their many volunteer hours. Thank you to all Committee Chairs &
the Committees Members. A special thank you goes to the MLS
Committee. They guided us through a two-year transition to a new
MLS system. Our new system, Flex, has proven to be the best mobile
MLS system in the real estate industry. As usual, Marco Island leads
the technology world.
The MIAAOR Staff, led by Kandy Sweeney, navigated the members
through another pandemic year. As the mask policies changed, so did
the association. Hosting meetings at local establishments proved to be
a great success until we were finally able to return to the association
building in April. Our Board attorney, Bill Morris, provided the legal
guidance through 2021.
As my term ends, I wish the best for the next President, Jack Winnick.
I hope we return to the “old” normal in 2022. Good luck, Jack. I know
you will be a great President.
The monthly statistics again prove to be unlike any year we have seen.
As inventory decreases the average days on the market continue to
decrease. Buyers realize they may only get one chance to make their
best offer.
Total inventory in November of 2021 was down 63% from November
2020. Total active properties this November was 227 as compared to
615 last year. The total number of closed sales was down 34% from 146
to 97.
The median sale price was up across the board for all property types
this month. Average days on market this November saw a huge
decrease for condos and lots down 65% and 71% respectively. Average
days on market for homes was only down 3% from 100 to 97.
BONUS STATS: Month to Month - Comparing November 2021 to October 2021
Total dollar volume sold was up 30% from $84M in October to $109M in November.
Days on market for lots were down 55% from 160 to 72. Days on market for homes were up 131% from 42 in
October to 97 in November.
Data courtesy of Marco Island Area Association of Realtors® Multiple Listing Service (MLS) for the period November 2020 and
November 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 – November 2021
Florida Realtor® Market Stats – Single Family Homes – November 2021
Florida Realtor® Market Stats – Townhouses & Condos – November 2021
Click Here for Digital Marco Island Real Estate Guide

Late December/January 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
January 5 Ethics & Business Practices 3 CES
January 6 Basic MLS

January 11 MLS Contact Management
January 20 FIRPTA & The Real Estate Transaction
January 26 PSA: Pricing Strategy Advisor
Remember, if you need CEs NOW you can always log into our CEShop link
here USE PROMO CODE JAN25 for 25% off in January

DID YOU KNOW?

Open permits and unpermitted improvements
are inspection issues and not title issues under
NABOR contracts?
We do.
That means any permit issues must be
addressed during the inspection period.

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

Speaking of NABOR Contracts, send me suggestions for
changes or additions to NABOR forms? 2022 is the biannual
revision year and we start considering change suggestions in
January. Cut off suggestions tentatively 1/3/2022

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

Merry

Merry Christmas
& Happy Holidays
from

The Island Title 5
Star Closing Team!

From Our Families to Yours, We wish you a Very Healthy,
Joy Filled, Wonderous Christmas Holiday Season filled with
all the Amazing Sights & Sounds of the Beach!
Merry Christmas from
Dawn, Sue, Billy, Lety, Ken, Julianne, Deric, Madeline & Tammy

LEADS

How to

Get People
to Pick Up
the Phone
You get a lead. You call and no one
answers. Frustrated, you move on.
Big mistake. Here’s a simple plan for
getting people to pick up the phone.

THE TRIPLE

#1

H

Hardly anyone picks up the
phone nowadays when they
see a strange number. It’s an
unfortunate truth. A lot of
agents know this, make one
call and then move on. “Big
mistake,” says Phil Sexton,
team leader for The Sibbach
Team at eXp Realty in Arizona. He says that the key is to
turn a cold call into a warm
call by using a system of calls
and text messages that allow
the lead to get to know you.
“This method, called the
Single-Triple-Single, is only
effective on high quality leads
that include names and contact information,” he says.
Here’s how it works:
When a lead comes in, Sexton
calls the phone number. “If
they don’t pick up, I don’t leave
a voicemail. I move on to the
triple,” he says.
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The first text message is
simply the person’s name
with a question mark—

Mark?
THE TRIPLE IS THREE
TEXT MESSAGES IN
A ROW.
The first text message is
simply the person’s name with
a question mark—Mark? The
second text message is an introduction: This is Phil Sexton
with the Sibbach Team at eXp
Realty. The third text message
explains why I’m reaching
out to them. “In that message,
I dangle a carrot,” he says.
“That means that I personalize that third text and offer
something that they’ll want to
act on quickly.”

Here’s an example of
the third text: I got your
email from our website saying
that you’re looking at properties in North Scottsdale
up to $800,000. I’m looking
at a home right now that our
team has on the market. It’s
at $850,000, four bedrooms,
three bathrooms. Are you in
town?
“I let that sit for a bit to
see if they’ll respond. A lot of
times, they do. Then, I call
again. That’s the last ‘single.’
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BY TRACEY C. VELT

If they don’t answer, I leave a
message. Something like: ‘Hey,
it’s 10 a.m., my guess is you’re
probably at work. I’m going to
try to catch you on your lunch
break. I’ll call back at noon. I’d
like to have a quick conversation about your timing,’” says
Sexton.

The key, he says, is to call
back at noon. “Most people
will pick up the phone because
you started to establish a
relationship. They are getting
to know who you are. You gave
them information about a
house they may be interested
in,” he says. But, if they don’t
answer, “which is rare,” says
Sexton, “I’ll take some steps

#2
The second text message is an
introduction:

This is Phil Sexton
with the Sibbach Team
at eXp Realty.

after that phone call to provide value to them. One thing
I may do is text them and
say, ‘I’m going to be in Desert
Ridge this afternoon at 3:30
p.m. to look at the property I
told you about. If you want to
meet there, here’s the address.
If not, I’ll take a quick video
of it and show you to see if it’s
your style.’ ”
Then Sexton will shoot a
video and attach it to a new
text message. “I’ll choose one
feature of the house, such as
a kitchen and pan around. I’ll
address them directly and use
their name,” he says. Then
Sexton asks a question, such
as, “Do you like the modern
look of the kitchen? Is that

your style? Let me know.
Thanks!”
At that point, if they tell
Sexton they are just looking
or they don’t respond, “I stop
contacting them. I respect
their wishes.”
The key, he says, is to make
personal contact and try to
build a relationship. “I want
the lead to feel familiar with
me, which makes them more
likely to work with me. All
these conversations are touchpoints that allow the lead to
get to know me.”#
Tracey C. Velt is a contributing editor for Florida Realtor®
magazine.

Afraid of the Phone?
Change Your Mindset
If you’re like most agents, you aren’t exactly
excited to pick up the phone and start calling
people, even if they’re warm leads or in your sphere
of influence. By reframing the conversation, you
may grow to like these conversations.
Here are some ideas for reframing:

#3
Here’s an example of the third text:
I got your email from our website
saying that you’re looking at
properties in North Scottsdale
up to $800,000. I’m looking
at a home right now that our
team has on the market. It’s at
$850,000, four bedrooms, three
bathrooms. Are you in town?

From This:

To This:

No one wants to hear
from me.

I have valuable
information to share.

They’re just going to
say no.

If they say no, I can
learn from them.

I hate the phone.

I can make money on
the phone.

What if they say___?

Planning helps me
answer any objection.

TAKE 5 VIDEO
How to Get Your Calls
Answered EVERY Time
It can be hard to get people to
answer calls from an unknown
number. That’s why Arizona
Realtor ® Phil Sexton developed
what he calls the Single-TripleSingle method—it’s a real
estate marketing method he says works because of its
personal touch and focus on relationship-building.

5

WATCH IT: floridarealtors.org/calls
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STRESS LESS

10

Ways
to Save
on Taxes
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Panicking about April 2022? Relax.
Use these strategies now to save
money, get organized and stress less.

Y

BY DINA CHENEY

“Your ability to deduct as much from your
tax bill as you can is a form of income,”
says Christie Perkins, an agent with Coldwell Banker Hartung in Tallahassee. “If
you’re not doing it properly, you’re losing
money or not taking advantage of extra
income.” Unfortunately,
tax planning can be a
challenge for real estate
professionals who don’t
have a steady income.
Read on for savvy strategies from experts to help
PERKINS
reduce your own tax bill.

SEPARATE YOUR ACCOUNTS

Choose a bank that provides downloadable, editable monthly statements, says
Perkins. Then, establish separate credit
cards and corresponding bank accounts
for personal and business expenses, she
advises. Pay each set of expenses from
each relevant account. In Perkins’ case,
she maintains three separate cards and
accounts: for personal, real estate sales
and rental properties.
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SEE YOUR ACCOUNTANT
STRUCTURE YOUR BUSINESS BEFORE TAX SEASON
FOR TAX EFFICIENCY
Meet with your tax advisor to make sure
your business is set up for tax efficiency,
recommends Jack Edwards, a CPA in
Lake Mary. For instance, Lisa Baltozer, a
broker associate with Better Homes and
Gardens Real Estate
Thomas Group, structured her business as a
Professional Limited
Liability Company, also
known as a PLLC or PL.
“By structuring as a PL,
EDWARDS
I can file my taxes as an
S-Corporation, which
saves on taxes,” she
explains. “I pay myself
payroll, which I choose
to do quarterly, and pay
income taxes through
my payroll. I can then
BALTOZER
take owner distributions from my account
without paying income taxes.” Although
setting up business entities involves some
up-front costs, annual fees and advice
from an attorney and accountant, in the
long run, the tax savings outweigh these
costs, Baltozer says.

The average accountant completes
200–300 tax returns per year and spends
two hours on each one,
says Sandy Botkin,
former IRS attorney
and author of “Lower
Your Taxes—Big Time!”.
That means your tax pro
won’t have much time to
BOTKIN
spend on yours. For the
smartest strategy, see your accountant
for tax advice between late April and
December—not during tax season.

TAXES

AT A
GLANCE

Set yourself up for tax
efficiency and save money
for taxes.
Take advantage of all
deductions, but only file
legitimate deductions.
Offset high-income years
by making big purchases
(like rental properties, a car
or a computer) and funding
retirement accounts.

SAVE FOR TAXES

Review your tax situation near the end
of the year to come up with a strategy,
Edwards suggests. Then, take the Safe
Harbor rules into account to avoid
estimated tax penalties, says Botkin.
Basically, if your adjusted gross earnings
were $150,000 or less this year, you must
pay 100% of last year’s taxes to meet the
safe harbor from estimated tax penalties,
he explains.
However, if your adjusted gross earnings were more than $150,000, the safe
harbor is to pay 110% of last year’s taxes,
which includes any FICA taxes that you
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TAXES

19
DON’T MISS THESE

DEDUCTIONS!
1. Business vehicle mileage
2. Buying or leasing a new car
3. Office rent
5. Office equipment
6. Internet and phone costs
7. Cell phones and tablets
8. Real estate software and
apps
9. Marketing and advertising
costs
10. Desk and franchise fees
11. Annual dues and
membership fees
12. Conventions, conferences
and training
13. Client gifts
14. Continuing education
15. Legal or professional
services
16. Small-business and E&O
insurance
17. Wages and benefits paid to
employees
18. Retirement plan
contributions
19. Interest on business loans
or business credit cards
SOURCE: fitsmallbusiness.com
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paid. Either way, save at least that much
money, earmarking it for tax time. New
real estate professionals often forget
this critical step, says Perkins. “For each
dollar you earn in commissions, remember to put a certain percentage in a tax
savings account,” she advises.

DON’T MISS ANY
DEDUCTIONS

Real estate professionals are missing out
on hundreds of millions of dollars in tax
deductions each year, Botkin estimates.
When filing, take advantage of every possible one, including less obvious expenses
like license and renewal fees, real estate
association dues, auto insurance, multiple
listing service dues and brokerage desk
fees.

government. “When you file each deduction, assume that you could be audited.”

TRACK EXPENSES AND
KEEP RECEIPTS

“Tracking expenses is not fun,” says
Baltozer, “but doing it correctly will
save you so much come tax time.” When
documenting deductions, keep detailed
records, Botkin suggests. For instance,
if expensing a restaurant meal, note the
name of your fellow diner, the restaurant,
the reason for the meal, the date of the
meal, the type of meal and how much you
spent. Also keep receipts, says Perkins,
who holds on to them for seven to eight
years. Since it’s difficult to find time
to keep detailed notes, consider hiring
a bookkeeper and opt for automated
tracking methods whenever you can. For
instance, Baltozer uses the Mile IQ app to
track her mileage.

BUT MAKE SURE EACH
DEDUCTION IS REASONABLE PURCHASE BIG TICKET ITEMS
TO OFFSET HIGH-INCOME
YEARS
“Don’t tempt the audit gods,” warns
Perkins. “There’s a big difference between
fraud and creative accounting, and you
have to be careful not to cross that line.”
In fact, she knows several top-producing
real estate agents who were audited and,
because they’d kept such detailed records,
ended up getting money back from the

To offset some of your income in a particularly lucrative year, consider making a
large purchase during that taxable year.

LEMONO/GETTYIMAGES.COM

4. Office supplies

