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MEETING NOTES February 21, 2024Keeping in Touch – The Basics
Mail Item of Value * Email * Call/Text * Hand-Written Note * Social Media Snuggle * Pop-By
Pick 3 each month for each contact and watch your business grow!






15 Listings
8 Under Contract
15 Buyers Under Contract
21 Closed Transactions 
$800 SSL Fee starting Jan 2025
DATES TO REMEMBER
2/21 Sales Meeting 
2/28 1 HR CE Class Righting Wrong Addenda
2/23 Mastermind 
Canopy Mortgage Interest Rates
$500k SFR, 20% down, owner occupied, 740 credit score

This Week                             Last Meeting
Conv 30 YR            6.990             6.875
Conv 15 YR            6.500             6.000
FHA   30 YR            6.625	       6.250
VA     30 YR            6.625             6.125
Invest 20%             8.000	       8.000







STATISTICS: Market Analysis     UAR Market Analysis https://utahrealtors.com/realtors/market-statistics/  
1. Is anyone going to the meeting tomorrow for American Dream TV at the Grand America?
2. From my accountant—please see attachments if you have a legal entity where you receive income.
3. Mailers—the post office has been raising their prices every six months or so, and right now the cost to mail a marketing parcel is $3.23. When we first started this project it was $1.70. As prices continue to go up we are trying to adjust more of our mailers so they are light and flat as much as possible. Because this new price increase was a surprise to us, SSL has subsidized the mailing price for the February mailers and we’re only charging for the item and the postage, not the letter or the envelope. Going forward, expect that prices will be higher per piece.
4. New podcast opportunity – let me know if you’re interested in joining this project! This will be a fun way to market on social media. Our equipment is here, we should be able to unveil it next week!
5. New social media boosting club –  each week after Sales meeting anyone who wants to participate in a quick 15-30 minute session where we all go online and like, love and comment on each other’s social media posts. By taking some time to interact with all of our social media posts the algorithms will be able to lift our posts to more people in the public and in our spheres. This can be done in person and via Zoom. There is a spreadsheet you can fill out with your handles and if you have a post(s) to boost!

6. NAR Lawsuit Update: Copy Cat Lawsuit Filed in Utah

We saw our first copycat class action lawsuit in Utah filed Friday evening. Roughly 20 other similar suits have already been filed in other states. We wanted to make you all aware of it today.

Here is a link to the complaint. After reading the complaint, much of which was copied and pasted from other pending lawsuits, I wanted to emphasize some unique aspects of Utah that distinguish this case from others around the country. Our structure that has been set up in Utah through the Realtor® Boards is better suited to defend this type of lawsuit.

The main argument that is being made by the plaintiffs' attorneys in this and other cases is that the MLS offer of compensation is anticompetitive and inflates prices. They also argue that commissions are not transparent and not negotiable. Nothing could be further from the truth, especially here in Utah.

Buying and Selling real estate in Utah is efficient, transparent, and better organized for the consumer. Here are some considerations:

1) Brokerage fees in Utah have always been and always will be transparent and negotiable between the brokerage and their clients.
2) Unlike many other states that do not have buyer agency, Utah has had laws and rules in place for many years requiring seller and buyer agency to be established in writing before engaging in a transaction. This means, the scope of the agency and any brokerage fees are clearly defined in writing prior to engaging in the representation of either seller or buyer.
3) The most commonly used Utah agency agreements created by our local Realtor® organization are completely transparent about fees. On the listing side, they are clearly delineated, explained, and mutually agreed to. These agreements also clearly explain that the listing brokerage may share some portion of the listing brokerage fee with a cooperating broker; the seller must acknowledge and approve of this in writing. The seller is not forced nor required to pay the buyer’s brokerage.
4) Utah is one of a handful of states where the law allows for brokerages to incentivize the use of their services, which may include the rebating of fees (as allowed by any applicable lending guidelines).
5) Unlike many states, Utah has a form in place to help facilitate the negotiation of fees in the purchase contract (the Real Estate Brokerage Payment Addendum). This form allows the buyer to request the seller pay their buyer broker a mutually negotiated fee.
6) Utah Multiple Listing Services allow for the offer of $0 compensation as the buyer’s brokerage cooperative fee. Furthermore, contrary to this copy and paste lawsuit, this offer of compensation is visible to the public.
7) Buyer agents play a critical role in representing consumers throughout the complex process of purchasing real property far beyond simply locating a suitable property, as this complaint argues. Despite the advent of the internet with property search engines, due to legal complexities, financing challenges, negotiations, safety, and the myriad of due diligence requirements, real estate transactions are perhaps more difficult than ever before.

Our MLS system of cooperation and compensation is the envy of other nations who have more chaotic and uncertain real estate markets. This lawsuit brought by class action attorneys will ultimately hurt the consumer and make the transaction more costly, complicated and chaotic. In the end, the attorneys will win, and the consumer will lose.

We will keep you updated on this and the other similar frivolous litigation taking place around the country.
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