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Designated Realtors® 46
Realtors®
532
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3
Affiliates
42
"MIAAOR United – One Together"

Ocktoberfest at MIAAOR Parking Lot

Wednesday, October 27
11:30-1:30

YOU MUST REGISTER - food tickets and drink tickets provided at entry.
$25 will be charged if you walk in and are not registered!
Sponsored by: GOLD SPONSOR: Island Title 5 Star Closing Team, LLC
SILVER SPONSOR: Gulf Coast Mortgage of Naples
BRONZE SPONSOR: 360 Photography
TABLE SPONSORS: New American Funding,
Home-Tech, Regions Mortgage, Kramer Kellerhouse
Chartered, Responsive Insurance, Vacasa
Hughes Exterminators providing tents (shade)
German Food Truck, Beer, Wine, Adult Beverages, Prizes, Photo Booth, Live &
Online RPAC Auction and FUN!! 50/50 Raffle to benefit St. Matthew’s House

We ask that you bring 2 food items for our St. Matthew's House FOOD DRIVE.

Noch ein Bier, bitte! All of this for FREE!

Top Needs: Tuna, Canned Veggies, Mac n Cheese, Canned Lunch Meat, Beans,
Rice, Pasta, Chef Boyardee, Kid-Friendly Snacks, Cereal

What's on the menu you ask?
Oktoberfest Plates
Brats, Sauerkraut, Schnitzel or Currywurst with Mashed Potatoes,
Sauerkraut or Red Cabbage
American Classics
Philly Grilled Cheese, Bacon Grilled Cheese, Angus Cheeseburger or Spicy
Chicken Burger with Crispy Shoestring Fries

Market Report for September 2021 – by Jim McGregor, 2021 President of Marco Island Area Association
of Realtors®

Remote Work Fueling Marco Island Area Real Estate Market
Marco Island Area Association of Realtors® said more people are seeking local amenities as American
employees embrace the “work from anywhere” concept
(Marco Island, FL, Wednesday October 13, 2021) – American
employees embracing the “work from anywhere” model boosted by
the pandemic are flocking to Marco Island and its surrounding areas.
Comparing September 2021 to September 2020, single family
homes median sales price increased 61%, condos saw prices rise
41%, and lots median sale price rose a staggering 107%!
“The Marco Island real estate market continues to thrive due to low
mortgage rates and a scarce amount of inventory,” said Jim
McGregor, 2021 President of Marco Island Area Association of
Realtors®. “Combine these items with the amenities Marco has to
offer and the ability for people to work remotely due to COVID-19,
and we have the perfect storm of rising prices and declining average
days on the market compared to one year ago.”
The MIAAOR reports 249 total active properties in September
compared to 700 last year at this time. Total inventory dropped 64%
from September 2020. Single family homes dominated the market,
followed by condos and lots. The average days on market for homes
decreased 66% to just 47 days while median sale prices hit $1.3
million.
“Home prices continue to escalate at a torrid pace as a broad
spectrum of buyers drive demand for a limited supply of homes,” said
Frank Martell, President and CEO of CoreLogic, in an interview with
DS News. “We expect to see the trend of strong price gains continue
indefinitely with large amounts of capital chasing too few assets.”
Remote workers appear to be fueling the Marco Island real estate
market. The 4th Annual State of Remote Work report by Owl Labs
shows 70% of full-time workers in the United States are working from
home during COVID-19. The report also shows people are saving on
average close to $500 per month being at home during COVID-19,
resulting in savings close to $6,000 per year. This is helping a
growing number of remote workers to explore opportunities to
relocate anywhere they want, including Marco Island and its
surrounding areas.
About Marco Island Area Association of Realtors®
The Marco Island Area Association of REALTORS® represents over 700 local real estate professionals. The
association provides valuable educational programs, services, events, and resources to its members and
subscribers.
*Data courtesy of Marco Island Area Association of Realtors® Multiple Listing Service (MLS) for the period September 2020 and September 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 – September 2021
Florida Realtor® Market Stats – Single Family Homes – August 2021
Florida Realtor® Market Stats – Townhouses & Condos – August 2021
Click Here for Digital Marco Island Real Estate Guide

*****************************************************************************
October 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
October 14 @ 2pm-4pm Flex MLS
Contact Management
ABR, Oct 14-15

October 14 Financial Abuse of Elderly & Disbaled (2CE)
October 15 @ 9am-11am Flex Listing Input & FloPlan
Sponsored by Island Title 5 Star Closing Team, LLC
GRI101 October 18-19
RENE 8CE, 10/18-19
October 21 @ 2pm-4pm Flex MLS Reverse Prospecting
Sponsored by Island Title 5 Star Closing Team, LLC
October 22 @ 9am-11am Flex Photo & Document Upload
Sponsored by Island Title 5 Star Closing Team, LLC
SRES, 10/25-26
GRI102, October 25-26
October 26 @ 9am - 11am FR/BAR Contract Changes w Attorney William Morris
Sponsored by Law Offices of William G. Morris, P.A.
October 27-28 ACE-Accredited Closing Expert (8CE)
October 28 @ 2pm-4pm Flex MLS CMAs
October 29 @ 9am-11am Flex Reports & Stats
October 29 RESS: BUYERS-Prospecting for and Qualifying Buyers (2CE)
RESS: BUYERS-Selecting and Showing Property (2CE)
RESS: Presenting the Offer / Negotiating (2CE)
FR/BAR As-Is Contract, 10/29
Remember, if you need CEs NOW you can always log into our
CEShop link here and use the promo code to the left

NAR Finds Connection Between Housing and Food Insecurity By Kerry Smith
38% of homeowner households and 66% of renter households have difficulty paying
for usual household expenses, including food, according to NAR’s study. “Housing
affordability and food sufficiency are inseparable to families’ balance sheets,” says
NAR VP Jessica Lautz.

WASHINGTON – Households burdened by housing costs are more likely to need food assistance, according
to a new analysis by the National Association of Realtors®’ (NAR) Housing Affordability and Food
Sufficiency report.
From June 23 to July 5, 2021, 38% of homeowner households (23.3 million) and 66% of renter households
(17.8 million) reported difficulty paying for usual household expenses, including food, rent or mortgage, auto
and student loans, medical expenses and utilities. Nearly six million households received free food offered by
food pantries, churches or other charitable organizations.
“Housing affordability and food sufficiency are inseparable to families’ balance sheets,” says Jessica Lautz,
NAR vice president of demographics and behavioral insights. “This report shows how critical it is for NAR to
continue its work to increase the access to stable and affordable housing in America.”
Of those households that spent more than 50% of their income on housing in 2019 – including one in three
renters – 25% received food stamps from the Supplemental Nutrition Assistance Program.
The percentage of gross monthly income spent on housing costs – a combination of mortgage or rent
payments, utilities, insurance and property taxes – is considered an indicator of housing affordability. In
general, households that spend more than 50% of their monthly income on housing are considered severely
burdened by housing costs.
What are Realtors doing? NAR is working with the federal, state and local governments to speed up
distribution of nearly $50 billion in rental assistance. These funds can cover up to a year-and-a-half of back and
future rent and utilities for struggling tenants, which will then provide relief to small housing providers. Nearly
half of all rental housing in America is a mom-and-pop operation.
NAR has also partnered with the Food Recovery Network (FRN) since 2019 to fight hunger and food
insecurity. FRN provides guidance and resources that ensure a number of NAR, state and local Realtor
associations are Food Recovery Verified. That designation allows the groups to recover surplus food from
various events and donate it to hunger-fighting non-profits. NAR and FRN extended the partnership this year
as the association again began hosting in-person events. Since June, NAR has donated 500 pounds of surplus
food from three national events.
NAR CEO Bob Goldberg and FRN’s Executive Director Regina Anderson spoke about the collaboration during
the association’s Leadership Summit, an annual gathering of state and local Realtor® association presidentselect and association executives.
“Last month alone, more than eight million households reported not having enough food to eat,” Goldberg said.
“The need is great, but so are the philanthropic spirit and actions of Realtors.”

MIAAOR is a drop off location for
our local St. Matthew’s House Food
Drive. Please check your cabinets
and bring in what you can!

Time for Acceptance? Make the
Most of this Provision

By Meredith Caruso, Florida Realtors Associate
General Counsel

The time for acceptance provision in
Florida Realtors contracts hasn’t changed
recently – but the market has. In a time
when sellers often receive multiple offers
in record time after listing their home, the
time for acceptance provision can become
important – and confusing.
ORLANDO, Fla. – Articles in Florida Realtors’
Legal Newsletter in the past addressed the time
for acceptance provisions that exist in all the
Florida Realtors contracts. However, this article
specifically addresses this provision in the
context of today’s hot market. Let’s walk through
the language regarding the time for acceptance,
what it means and the best ways to utilize this section of the contracts to best serve your buyers and
sellers.
Using the Florida Realtors/Florida Bar Residential Contract for Sale and Purchase (FR/Bar Contract),
the most popular form contract used by members, let’s take a look at the language concerning the
time for acceptance of an offer. Note that this article isn’t about counter-offers, although that is
covered in the same paragraph of the contract. This article solely focuses on the time for acceptance
language.
This is laid out in paragraph 3(a) of the FR/Bar Contract and the relevant portion states: “If not signed
by Buyer and Seller, and an executed copy delivered to all parties on or before
___________________, this offer shall be deemed withdrawn and the Deposit, if any, shall be
returned to the Buyer.”
Now let’s take a deeper dive into the language of this provision. What is it saying? What does it
mean? The buyer should enter a date into the blank line in the first sentence when completing their
offer. What is this date? It’s the date by which the seller should respond to the buyer’s initial offer. In
other words, this is the buyer saying, “Here is my offer, seller. If you want to take me up on it, respond
by this date.”
What does it not mean? This is not the date the parties have to have the contract wrapped up in a
neat package. Far too many calls to Florida Realtors Legal Hotline indicate that agents believe this
date is a deadline by which everything must be agreed to. That just simply isn’t correct. It is only the
date by which the seller needs to respond to the buyer’s initial offer.
Let’s look at an example: The buyer submits an offer to the seller on 6/15/2021. The buyer puts
6/25/2021 in the time-for-acceptance blank line as the date by which the seller needs to respond to
the buyer’s initial offer, i.e. time for acceptance date. The seller can either accept the terms included
in this initial offer or counter the buyer’s initial offer, but the seller needs to do so by the time for
acceptance date, i.e. 6/25/2021.

What happens if seller doesn’t respond by that time? As the contract states, “this offer is deemed
withdrawn.” What does that mean? It means that the buyer’s initial offer isn’t there for the seller to
accept any longer.

What if the seller wants to still accept the buyer’s initial offer?
A seller can do this, but they need to change the time for acceptance date. The seller also needs to
be aware that, in doing so, the buyer is under no obligation to continue negotiations. In other words, if
a seller is responding beyond the time for acceptance date, a buyer has to affirmatively acknowledge
the change in the time for acceptance in order for there to be a contract.
Let’s go back to our example: The buyer submitted their offer on 6/15/2021, with a time for
acceptance date of 6/25/2021. Say the seller responds on 6/29/2021. The seller’s response should
include a change to the date on the time for acceptance line. Assuming that is the only change, the
buyer would need to initial and date next to that change (and deliver it back to seller) in order for there
to be an effective contract.
In other words, when a seller responds past the time for acceptance date, it really becomes an offer
from the seller to the buyer. The buyer would have to agree to the change in the time under the
seller’s new acceptance date, as well as any other changes, in order for there to be “a deal.”

How do agents make sure they are assisting their customers the best with
regards to the time for acceptance?
If you’re a listing agent, it’s important to have a discussion with your seller about how they want to see
any offers that come in. Do they want to see offers as they come in? Do they want to wait to consider
all offers by a certain date and then consider their options? This is a really important question that
should be asked when you take the listing. If a seller wants to see offers as they come in and
consider them on a case-by-case basis, that is fine.
However, if they want to wait to consider all offers by a certain date, there is a “best practice” that can
be used here so that the seller isn’t potentially losing out on offers. First, get it in writing that your
seller wants to wait to consider offers by a specified date. Second, when entering the listing into the
MLS, state in the broker comments that the seller wants to consider all offers that are coming in and
indicate that buyers should be putting a time for acceptance beyond that date. Why? What good is it
for your seller who wants to handle considering offers that way if, by the time they get around to
considering those offers, many of them are past the time for acceptance? As mentioned above, while
the seller can still respond, why even have to go through the back-and-forth to make sure you have a
fully executed contract?
If you’re a buyer’s agent and deciding what date to put in this line, you should educate your buyer
about giving sellers a shorter timeframe in which respond, because it can do more harm than good.
Some buyers think that giving sellers a short timeline, such as two days to respond after the date they
submit the offer, “forces” the seller to respond quicker.
I will be blunt: That just isn’t true. A seller may still respond beyond that time for acceptance, but now
there is the inevitable back and forth between the parties to make sure any changes are accepted,
and you can define a clear effective date.
Since a seller can respond before the time for acceptance, why not build in additional time to avoid
that back and forth? Ask your buyer: How long are you willing to wait for a response from the seller?

You know that under current market conditions sellers often receive multiple offers, and it often takes
longer for sellers to consider them. Why limit your buyer’s offer by putting a time for acceptance date
that withdraws your buyer’s offer before a seller even considers it?
Realtors help buyers buy and sellers sell. You are there to guide the parties to a successful
transaction. Having educational conversations like the above with your customers can only further
serve them.
Give buyers the tools they need to make a thoughtful decision on what date to put in the line if you’re
the buyer’s agent. Walk sellers through how they want to consider offers at the very start of your
relationship so you can account for it accordingly.
If there is one thing all Realtors can agree on, it is that getting the parties to a successful closing is
key!
Meredith Caruso is Associate General Counsel for Florida Realtors
© 2021 Florida Realtors®
*******************************************************************************************************************

YOUR TRUSTED ATTORNEYS SINCE 2007

•
•
•
•

Real Estate Closings
Real Estate Litigation
Asset Protection/Estate Planning
Small Business Representation

Phone: (239) 963-1635
Fax: (239) 791-1208
Email: Sam@SaadLegal.com

2670 Airport Road South
Naples, FL 34112
www.SaadLegal.com

Contact Sam anytime at 239-784-5556

WHY YOU SHOULD CLOSE WITH PARADISE COAST!
•
•
•

•
•

Guaranteed Lowest Closing Fee
Unparalleled Service
Concierge Title Services™ for pick-up and delivery of
contracts, deposits, keys, commission checks & more.
RON Certified
Same Day Pay at closing

Once the contract is signed, we handle the rest!

SECURITY FOR
MOBILE DEVICES
No matter which platform you’re on, the security of your mobile device is
crucial. Smart devices store emails, messages, family photos, and personal
information. We also download apps, enabling us to shop online, manage
finances and post to social media.

Protect mobile devices with the same defenses used to protect your computer.
1. Antivirus

Install a reputable antivirus application
for your smart device.

2. Lock Your Screen

Use a numerical/alphabetical pin,
fingerprint or facial recognition settings
to unlock your screen and enable
automatic lockout based on inactivity.

3. Updates

Keep your operating system and
applications updated to ensure the most
recent security patches are installed.

4. App Downloads

Only install apps from your device’s
official store or platform. Read reviews,
note number of downloads, and check
out authenticity of the developer.

5. Permissions

Do not grant applications permissions
they do not need. For example, does a
mobile banking app really need access
to your photo gallery?

6. Storage

Some mobile devices have secure
folders to store sensitive applications
and data. Consider using this feature or
encrypt the entire device.

Dawnette Norgren
Partner/CIO

Island Title
239-298-3129
239-394-4888 dmnorgren@it5star.com
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