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An update from CEO
David B. Bennett 
CMLX1, RCE, CAE

PRO/CPRO contributed $10,000 

to the Real Estate Apprentice 

Foundation. They support 

underrepresented and underprivileged 

communities by helping people wishing 

to pursue a career as a real estate 

agent, creating a more diverse industry. 

The money will go to applicants to pay 

for things like training, technology, 

association memberships, MLS fees, 

cash to subsidize some of the startup 

costs related to licensing, as well as an opportunity to work for a real estate brokerage. The grant 

program is open to anyone that meets the general requirements to qualify to become a real 

estate salesperson. We can make a real difference in people’s lives! You can learn more about this 

program at RealEstateApprentice.com

In March, the Board of Directors of the Virgin Islands Territorial Association of REALTORS® 

voted to select PRO/CPRO to provide them with association management services. We were 

chosen from a pool of 40 candidates. Glen Richardson, PRO/CPRO President said, “Our 

association has always strived to ‘be the leader’ and this is certainly an extension of that.” We look 

forward to helping VITAR elevate their membership!

CEO’S UPDATE

What’s with all 
the crazy squares?
These QR codes take 
you directly to relevant 
web pages with your 
mobile device! Most 
smart phones require 
no special app, just 
point your camera and 
get instant access to 
more information.

Learn More. Earn More.
ABR  |  Wed., June 2 & Thur., June 3  |  8:00 a.m. to 5:00 p.m.

8 Hours CE | $60 for PRO/CPRO members

Now more than ever, buyers need strong and competent 

representation. This class is one step in earning the credentials that 

symbolize just that! Join dynamic and engaging instructor Brian 

Woods as he teaches you all about providing outstanding service to 

your buyer clients.

Check out all the professional development opportunities available 

for you at PinellasRealtor.org/calendar
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The Pinellas REALTOR® Organization and Central 
Pasco REALTOR® Organization (PRO/CPRO) 
is one of Tampa Bay’s largest professional trade 
associations, representing the interests of over 9,000 
real estate professionals in the Tampa Bay area. It 
was established in 2002 as the result of a merger 
between the St. Petersburg Suncoast Association of 
REALTORS® and the Greater Clearwater Association 
of REALTORS®, and merged with the Central Pasco 
Association of REALTORS® in 2018.

Q: I have a few family members  
who live in New York who are  
very interested in relocating to  
Florida. What guidance can I  
provide them that will help them  
make a decision one way or the  
other? 
A: Do they realize how hot and  
humid it gets here in the summer?  
All jokes aside, other than the typical factors that accompany a decision 
to move out of state, or really anywhere, there are also financial and 
tax implications. Some may believe they will save money by relocating 
to Florida due to us not having a state income tax. Potential movers 
will also need to consider state-level estate or inheritance taxes, and 
property taxes. An audit may accompany the move, especially for those 
in higher tax brackets. They should also consider if their cost of living 
will be lower or higher, and how often they will be traveling back “home” 
to visit. Flights for a family of four a few times a year adds up quickly! 
Things get even more complicated if they choose to hold onto their 
home in New York. For further info and details, search for “5 Financial 
Questions to Ask Before Packing Up” on FiduciaryTrust.com

Q: As part of my recent  
divorce settlement, I signed  
a deed to my ex-husband for  
a rental property. The  
mortgage is still in my name.  
I don’t want to be legally  
responsible for it, so what is  
the easiest way to transfer  
ownership and get the property in his name? 
A: Yikes. You already transferred ownership when you signed the deed, 
but you are still responsible for the loan. If you fail to make monthly 
payments, fail to keep insurance on the property, or fail to pay the 
property tax, the lender can sue you, foreclose on the property, or both. 
Your lender doesn’t have to transfer the loan to your ex just because 
he now owns the property. You can ask it to do so, but its unlikely they 
will since they are better off having the property and your good credit 
as collateral to make sure it gets paid back. Hopefully your ex remits 
rent payments to you to cover the mortgage. Foreclosure will result in 
your credit being damaged and leave you responsible for any deficiency 
between the amount owed on the loan and the value of the property. 
Depending on what your divorce judgment says on this issue, you may 
need to go back to the court to add appropriate protections. You may 
want to consult your divorce attorney as well as a real estate attorney 
on this matter.

COMMON Q&A
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Article 12 
Cited 26 times in complaints

Honesty in real estate communications

COMMON PROBLEM AREAS:

• Not keeping website info accurate

• Using copyrighted images without permission in 

communications, including social media posts

• Not making it clear in advertising material who 

your broker is, especially if it’s not you

Article 1 
Cited 21 times in complaints

REALTORS® owe a fiduciary duty to their clients and 

honesty to all parties

COMMON PROBLEM AREAS:

• Not presenting all offers up until the closing

• Overpricing a listing

• Disclosing confidential info about the seller, such 

as a bankruptcy filing

Article 15 
Cited 13 times in complaints

REALTORS® shouldn’t make false or misleading 

statements about other professionals or their 

business

COMMON PROBLEM AREAS:

• Filing false ethics complaints

• Repeating or republishing misleading statements 

in person, in writing, or online

• Not removing or clarifying misleading statements 

online

There were two articles that were NOT cited in any 

complaints in 2020 – articles 5 and 10. Article 5 is about 

REALTORS® disclosing their interest in a property or its 

value, and Article 10 is about REALTORS® discriminating 

against and denying service to people in protected classes.

Our Professional Standards department has been receiving 

a lot of calls regarding “Coming Soon” signs and pocket 

listings. Last year NAR’s Clear Cooperation Policy went 

into effect. In requires listings to be submitted to the 

MLS within one business day of public marketing. Public 

marketing includes things like coming soon signs, email 

blasts, digital marketing, etc. You can learn all about the 

policy, the do’s and don’ts, and download a quick reference 

guide for you and a handout for your clients at: 

StellarMLS.com/clearcooperation

Are you concerned about a Code of Ethics violation?

We recently reviewed all 68 ethics cases that were filed with us in 2020 and included the top three articles cited in those 

complaints. Note that not all were found to be in violation. Read on for an overview of these violations that can trip up even 

well-intentioned REALTORS®.

Learn more about Professional Standards at 

pinellasrealtor.org/professional-standards

PROFESSIONAL STANDARDS
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Risk Management

How do you cover yourself if a complaint or lawsuit is filed against you? Be 

proactive, not retroactive. Here are 10 tips for risk management that can help 

ensure that you have the info you need on hand and that nothing pertinent goes 

missing:

Document everything, keep a communications log.

Follow-up conversations by summarizing important info in email and send it to the buyer or seller to make sure that 

there is a record of what you communicated and when.

Give clients choices when it comes to service providers such as inspectors – don’t make the decision for them. 

Consider creating a disclosure with the companies you recommend and have clients sign to acknowledge the 

choices you present.

Email transaction milestones and reminders to clients.

Save all text messages and communications with clients and other agents.

Ask clients questions constantly, such as, “Do you understand?” or, “Do you have any questions?” Make an effort to 

get quiet clients to open up and reveal what they don’t understand about the process.

Be familiar with how state and federal laws/regulations apply to your business.

Stay up to date on legal changes. 

Use standard procedures with everyone, and 

review fair housing rules regularly.

Educate and set expectation, for example: 

explain the short sale process and pros/cons 

of purchasing one, review earnest money 

and what happens with a cancelled sale, etc.

pinellasrealtor.org    



PINELLAS MARKET STATS

Summary Statistics % change
year over yearMarch 2021 Feb. 2014

Closed Sales

Paid in Cash

New Pending Sales

New Listings

Pending Inventory

Inventory (Active Listings)

Combined Single Family Homes & Townhomes/Condos

March 2020

2448 2030     20.6%

1003   756     32.7%

2612 1587  64.6%

2452 2280     7.5%

3248 2158   50.5%

1772 4798      -63.1%

MONTHLY STATISTICS
March 2021

source: Stellar MLS Live Data 4/18/2021

Absorption rate estimates the rate at which active listings are 
selling in a given market. It’s calculated by dividing the number
of closed sales by the number of active listings.

A low absorption rate means that homes are selling slowly 
(suggesting a buyer’s market) while a high absorption rate 
means that homes are selling quickly (suggesting a seller’s 
market).
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PINELLAS STATS SUMMARY

Single Family Homes

Townhouses & Condos

FebruaryFebruary

2020 
MEDIAN PRICE SALES

$280,000 945

2021
MEDIAN PRICE SALES

$330,000 1,040

+17.9% +10.1%
YoY change YoY change

FebruaryFebruary

2020
MEDIAN PRICE SALES

$179,000 725

2021 
MEDIAN PRICE SALES

$210,000 821

+17.3% +13.2%
YoY change YoY change

JanuaryJanuary

2020
MEDIAN PRICE SALES

$265,000 851

2021
MEDIAN PRICE SALES

$309,450 946

+16.8% +11.2%
YoY change YoY change

JanuaryJanuary

2020
MEDIAN PRICE SALES

$175,500 544

2021
MEDIAN PRICE SALES

$225,000 653

+28.2% +20.0%
YoY change YoY change

MarchMarch

2020
MEDIAN PRICE SALES

$287,000 1,223

2021
MEDIAN PRICE SALES

$340,000 1,342

+18.5% +9.7%
YoY change YoY change

MarchMarch

2020
MEDIAN PRICE SALES

$188,000 807

2021
MEDIAN PRICE SALES

$226,000 1,106

+20.2% +37.1%
YoY change YoY change

Need more data?
Visit pinellasrealtor.org/stats for comprehensive 

monthly year-over-year reports and videos, including 

foreclosure and short sale figures. You’ll also find DAILY 

market snapshots of five Tampa Bay area counties!

Stats source: Florida REALTORS®
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Agent Exclusive Websites
Yes, you need a website! The best time to start your online presence was yesterday! A digital footprint is 
essential in your marketing mix. Our “Agent Exclusive” websites get you online fast without compromising 
professional appeal. 

Mobile-friendly • Modern • IDX-capable (MLS) • We’ll add your branding

Don’t let your prospective clients “bounce” away 
in frustration!  If you’ve ever visited a website on your 
smartphone only to be redirected to a stripped down 
“mobile version” or tried to navigate with endless 
pinching and scrolling, then you know how easy it is to 
lose a new contact.

Our websites feature the latest technology to 
automatically resize content to look its best on all 
devices. 

SPECIAL FEATURE: 
Friends and Family IDX Search Party  

Let your clients loop family and friends into their 
home search!  Homebuyers can read reactions and 
comments on home listings from the people they trust. 
Each Search Party member will need to register on 
your website to participate, meaning more potential 
leads for the future!

Special offer:  Save $50 on the setup fee through June 30!

$49 one-time setup fee (through 6/30/21, $99 after)

+ $65/month for hosting and IDX (MLS search capability)

Learn more at protechflorida.com/agent-websites

Call 727-216-3033 to speak with a website designer today!
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2021 Major Sponsors
We appreciate the support our Major Sponsors provide. 

To learn more about them, visit PinellasRealtorAffiliates.com/Major-Sponsors

Kim Bauer
kim.bauer@1800gotjunk.com

Pamela Tennant
pamt@accessrm.com

Gene Blake
info@diamondedgeinspections.com

Debbie Imus
debbie@liberatetampabay.com

Jackie McMahon
Jacklyn.McMahon@thirdfederal.com

Brian Brown
brianb@orhp.com

Elijah Ramsey
elijah@utilityhelpers.com

Sheila Marvel
sheila@inspectpom.com

BRONZE LEVEL

Tina Housdan
thousdan@allwestern.com Brian Hiatt

brianhiatt@amerifirst.com

Austin Abney
aabney@berlinpatten.com

Rhonda Pulver Smith
rhonda@lenderforlife.com

Michelle Chamo
michelle@fixmyslidingdoors.com

Deidre Gurney
deidre@yourtitlesource.com

Bryan Lovell
blovell@vandykmortgage.com

SILVER LEVEL

Andrew Castillo
andrew@titanroofcompany.com

John Barcelo
jbarcelo@valucentric.com

Bob Dorian
bdorian@tampabay.com

Samantha McDermott
samantha.mcdermott@iberiabank.com

Melissa Menikheim 
melissa@secinspection.com

GOLD LEVEL

Megan Willoughby
megan@firsttitlesource.com

Diana Schwarz
dianas@firsthomebank.com



PASCO MARKET STATS

Summary Statistics % change
year over yearMarch 2021 Feb. 2014

Closed Sales

Paid in Cash

New Pending Sales

New Listings

Pending Inventory

Inventory (Active Listings)

Combined Single Family Homes & Townhomes/Condos

March 2020

1447  1214    19.2%

445  318    39.9%

1318  1138   15.8%

1306  1300    0.5%

1943 1532   26.8%

777 2495    -68.9%

MONTHLY STATISTICS
March 2021

Absorption rate estimates the rate at which active listings are 
selling in a given market. It’s calculated by dividing the number
of closed sales by the number of active listings.

A low absorption rate means that homes are selling slowly 
(suggesting a buyer’s market) while a high absorption rate 
means that homes are selling quickly (suggesting a seller’s 
market).
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PASCO STATS SUMMARY

Single Family Homes

Townhouses & Condos

Need more data?
Visit pinellasrealtor.org/stats for comprehensive 

monthly year-over-year reports and videos, including 

foreclosure and short sale figures. You’ll also find DAILY 

market snapshots of five Tampa Bay area counties!

Stats source: Florida REALTORS®

FebruaryFebruary

2020
MEDIAN PRICE SALES

$237,500 832

2021
MEDIAN PRICE SALES

$275,490 829

+16.0% -0.4%
YoY change YoY change

JanuaryJanuary

2020
MEDIAN PRICE SALES

$229,900 645

2021
MEDIAN PRICE SALES

$265,000 780

+15.3% +20.9%
YoY change YoY change

MarchMarch

2020
MEDIAN PRICE SALES

$240,000 1,023

2021
MEDIAN PRICE SALES

$285,000 1,199

+18.8% +17.2%
YoY change YoY change

FebruaryFebruary

2020
MEDIAN PRICE SALES

$163,500 185

2021
MEDIAN PRICE SALES

$184,500 188

+12.8% +1.6%
YoY change YoY change

JanuaryJanuary

2020
MEDIAN PRICE SALES

$163,000 139

2021
MEDIAN PRICE SALES

$191,000 157

+17.2% +12.9%
YoY change YoY change

MarchMarch

2020
MEDIAN PRICE SALES

$161,000 191

2021
MEDIAN PRICE SALES

$186,500 248

+15.8% +29.8%
YoY change YoY change
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HOME BUYERS GENERATION TRENDS 

Home Buyers 
Marital Status

Married Couples
62%

Unmarried Couples
10%

Single Males
10%

Single Females
18%

The highest percentage of 
single female buyers was in 

the 66 to 74 age group.

The highest percentage of 
unmarried couple buyers were 

in the 22 to 30 age group.

Home Buyers 
Generation Trends

Gen Z
Ages 21 and under

2%
Silent Generation

Ages 75 to 95

5%

Millennials
Ages 22 to 40

37%

Gen Xers 
Ages 41 to 55

24%

Baby Boomers 
Ages 56 to 74

32%

This group is new to the report, which 
indicates that homeownership is 
important to this generation.

Millennials have been the 
largest share of buyers 
since 2014. 

Gen Xers continue to be the highest earning group of 
buyers with a median income of $113,300 in 2019.

Boomers expect to own 
their homes for the longest 

period of time of 20 years.

The Silent Generation were most likely to 
purchase in senior-related housing at 27%.

The most common reasons 
for recently purchasing a 
home differed between the 
generations. For everyone under 

the age of 66 years, the main 

reason for purchasing was the 

desire to own a home of their own. 

Among the 66 and older folks, 

the desire to be closer to friends 

and family was the top reason to 

purchase, followed by the desire 

for a smaller home.

Buyers who purchased their home 

through an agent:

88%

Buyers who interviewed only one 

agent during their home search:

34%

Buyers who said an agent’s 

honest and integrity were ‘very 

important’:

98%

Top 3 Things Buyers Think is Important in 
Agent Communication:

1. Calls personally to inform of activities+

2. Sends me postings as soon as a property is listed or 

the price changes

3. Sends me property info and communicates via text* 

Top 3 Sources of Downpayment

1. Savings*

2. Proceeds from sale of primary residence+

3. Gift from relative or friend*

+ this percentage increases as buyers age
* this percentage decreases as buyers age

Information from NAR’s 2020 Home Buyers and Sellers Generational Trends Report
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RACE AND HOMEBUYING IN AMERICA

The COVID-19 pandemic caused severe economic turmoil where millions lost their jobs and livelihood. However, the 

booming housing market was a welcome surprise amid the uncertainty. Home sale activity rose to its highest in 14 years, 

contributing significantly to the recovery of the economy. Homeownership has always been a way to build wealth. 

According to the Federal Reserve, the net worth of a homeowner is 40 times the net worth of a renter. In addition to 

tangible financial benefits, homeownership brings substantial social benefits for families, communities, and the country 

as a whole. Nevertheless, not all families have the same opportunities for homeownership. There are sizeable differences 

in homeownership across racial groups. Data shows that the net worth for minority groups is lower, partially due to the 

homeownership rates.

The following data is a snapshot of race and homebuying in Florida and America.

Homeownership Rates in Florida by Race

White Americans – 70% 
Varies from 49% to 78% across America

Asian Americans – 70% 
Varies from 26% to 77% across America

Hispanic Americans – 52% 
Varies from 23% to 71% across America

Black Americans – 47% 
Varies from 5% to 70% across America

Discrimination in Real Estate Transactions

Those who experienced “steering” 
towards or away from a specific 
neighborhood:

Hispanic – 34%

White – 34% 

Black – 30% 

Asian – 28% 

Black – 10% 
9% reported the discrimination to a gov. agency

Asian – 11% 
0% reported the discrimination to a gov. agency

Hispanic – 2% 
0% reported the discrimination to a gov. agency

White – 1% 
1% reported the discrimination to a gov. agency

Black – 34% 

Asian – 25% 

White – 14% 

Hispanic – 12%

Those who experienced 
discrimination based on race, color, 
religion, sex, or national origin:

Those who experienced 
discrimination in the type of loan 
product offered:

Share of Households That Can Afford to 
Buy the Typical Home in Florida

Asian Americans – 65%

White Americans – 58%

Hispanic Americans – 50%

Black Americans – 43%

Information from NAR’s 2021 Snapshot of Race and Home Buying in America

pinellasrealtor.org    



GARD RECAP/ADVOCACY UPDATE
Several hundred REALTORS® from across Florida 

participated in the virtual Great American REALTORS® 

Days held during the legislative session week in March 

in Tallahassee. During the meetings with your state 

lawmakers, REALTORS® advocated for the real estate 

industry and property owners’ interests on everything 

from rising property insurance costs to affordable 

housing.

Here is a quick look at the issues the Florida REALTORS® 

are closely watching during the 2021 Florida legislative 

session:

Workforce housing

In 1992, REALTORS® in Florida agreed to tax their 

industry with a new documentary stamp tax that would 

be used to help residents attain affordable housing. Since 

then, Florida REALTORS® has advocated for full funding 

from the trust funds to be allocated for affordable housing 

projects. During the 2021 legislative session, Florida 

REALTORS® mobilized over 200,000 members to email 

their state lawmakers to use the housing trust funds for 

housing and to oppose reducing state funds available for 

affordable housing programs by 66%, diverting all but 

one-third of the funds to environmental infrastructure 

projects.

Water quality and environmental funding

Water is the lifeblood of all Florida residents and visitors 

to our state. It forms the foundation of our communities 

and must be protected. In the virtual meetings with your 

state elected officials, Florida REALTORS® requested 

that they support the $625 million recommended 

by Governor DeSantis for beach restoration, springs 

restoration, and other important environmental projects.

Private property rights

The Internet has made it easier for homeowners to rent 

their property, expanding housing options for individuals 

who live in, or travel to, Florida. Florida REALTORS® 

continue to champion legislation that creates a statewide, 

uniform system of regulations for vacation rentals.

Business rent tax

The state sales tax rate on business rent currently 

stands at 5.5%. This tax creates a financial burden for 

any business that leases space. Lowering the business 

rent tax from 5.5% to 2% as proposed would provide 

Florida businesses with the capital to expand, hire more 

employees, improve benefits, raise salaries, or invest in 

their business in other ways. The savings to businesses if 

the tax is cut by 1% would be $324 million annually.

Rising property insurance costs

Property insurance costs are rising at alarming levels in 

many parts of Florida. These increased costs are making 

insurance unaffordable for many Floridians and the 

problem will likely get worse unless action is taken. To 

help address the problem, Florida REALTORS® supports 

legislation that creates a strong presumption in litigation 

brought against an insurer when an insurance policy 

awards attorney fees on the lodestar amount.

2021 RPAC  Investment 
Goal

The 2021 Total Goal is $228,662

As of April 1st, we have raised 
$52,308 or 23% of our goal.

Our participation goal is 25%, we are 
currently at 9.2%. 

For more information on 
RPAC, please visit: 
pinellasrealtor.org/rpac
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THE MOST REFINED NEW 
ADDRESS ON THE BAYFRONT

Artist’s Rendering of the Azure South

INTRODUCE YOUR CLIENTS TO SALTAIRE TODAY!

ON EVERY CLIENT’S MUST HAVE LIST 
LARGER RESIDENCES | ELEVATED AMENITIES | PANORAMIC VIEWS 

The only new residential tower currently under construction in downtown St. Pete, Saltaire offers your clients the luxuries of 
personalized services, elevated amenities and designer fi nishes. Open fl oorplans feature glittering walls of glass, oversized 
terraces and impressive owners’ suites – with sweeping bay and city views in every direction. The ideal 1st Street South location 
puts your clients steps from the new Pier district and everything that makes this walkable waterfront downtown the place to be.

From the developers of ONE St. Petersburg and The Ritz-Carlton Residences, Sarasota

BAYFRONT LUXURY RESIDENCES FROM THE $800,000s

SALES GALLERY OPEN DAILY
330 Beach Drive NE, St. Petersburg, FL 33701

SaltaireStPete.com  |  727-240-3840Artist’s Rendering of Azure South Bedroom Artist’s Rendering of Azure South Residence 

CONSTRUCTION UNDERWAY

Broker Participation is welcomed and encouraged. ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE SELLER. FOR CORRECT REPRESENTATIONS, 
MAKE REFERENCE TO THE FLORIDA CONDOMINIUM PROSPECTUS AND TO THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA STATUTES TO BE FURNISHED BY A SELLER TO A BUYER OR 
LESSEE. Prices, terms and availability are subject to change at any time without notice. Actual improvements, including furnishings, fi xtures, recreational facilities and amenities, may vary from 
those shown and views may not be available from all units. This is not an off er to sell or solicitation of off ers to buy the condominium units in states where such off er or solicitation requires prior 
qualifi cation. For New York Residents: THE COMPLETE OFFERING TERMS ARE IN A CPS-12 APPLICATION AVAILABLE FROM THE OFFER OR. FILE NO.: CPS20-0032. KT St Pete Bayfront LLC, 301 1st Street 
South, St. Petersburg, Florida 33701. This advertisement is a solicitation for the sale of condominium units in Saltaire Condominium: NJ Registration # 20-04-0010.



Real Estate Commission

Our industry is filled with acronyms for different organizations. It doesn’t hurt to have a refresh every so often to ensure you 

know where your dues and fees go, and who does what for you and your business. Here’s a reference guide to help identify 

the key roles these organizations play. Scan the QR codes to go to each organization’s website.

Department of Business and 
Professional Regulation 
DBPR

  

DBPR licenses and regulates a variety of businesses and 

professionals. Sales agents, brokers, appraisers, and 

inspectors are a few examples. Licensees pay a fee to 

DBPR to renew their license every 

two years.

myfloridalicense.com/DBPR

 

Florida Real Estate Commission 
FREC

FREC educates and regulates real estate licensees. 

Florida law contains rules real estate licensees must 

follow. FREC enforces these rules. There are seven 

members that make up the FREC, each appointed to 

a four-year term. DBPR is the parent organization of 

FREC. If a complaint is filed against a licensee, that is 

found to have probable cause, they may 

need to appear before FREC.

myfloridalicense.com/DBPR/
real-estate-commission

From NAR to DBPR
More Than Alphabet Soup
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Stellar MLS

The Multiple Listing Service (MLS) that PRO/CPRO 

members subscribe to is Stellar MLS. Each spring, 

members pay Stellar MLS an annual subscription fee. 

Stellar MLS provides not only Matrix, the property 

database, but other products and 

resources that help members do 

business.

stellarmls.com

Pinellas REALTOR Organization/
Central Pasco REALTOR Organization 
PRO/CPRO

Unlike governmental organizations, REALTOR® 

organizations are private. PRO/CPRO is your key 

connection to the REALTOR world. When you join 

PRO/CPRO, you also join the state association and the 

national association. PRO/CPRO provides a wide range 

of membership benefits and support services, and fields 

all ethics complaints against its members. If PRO/CPRO 

determines a violation of NAR’s Code of Ethics has 

occurred, it can issue anything from a warning letter to 

membership suspension. Members pay 

PRO/CPRO annual membership dues.

pinellasrealtor.org

Florida REALTORS® 
FR

FR provides a wide range of products and services to 

local boards and to all its members. One very impactful 

area that FR is involved with is advocacy. As the third 

largest REALTOR® organization in the country, there is 

strength in numbers. Members pay FR 

annual membership dues.

floridarealtors.org

  

National Association of REALTORS® 
NAR

NAR maintains the REALTOR Code of Ethics. It sets 

a core group of policies and procedures that every 

REALTOR® organization must follow, and lays the 

groundwork for each. NAR provides many services, 

resources, tools, and professional development 

opportunities for its members, in addition to powerful 

political advocacy activities. Members 

pay NAR annual membership dues.

nar.realtor

pinellasrealtor.org    



Note to Sellers Also Buying: 
A Closing Date Is a Closing Date
By Meredith Caruso, Associate General Counsel for Florida REALTORS®

Some homeowners jumped into today’s hot sellers’ market, fielded multiple offers, got top dollar and signed contracts 

within 48 hours. At the time, they may have considered their next home selection “a bridge we’ll cross when we come to it.” 

But sometimes there’s no bridge.

 

2020 was a heckuva year. Everyone’s daily routine 

had to be adjusted thanks to the pandemic. One thing 

that remained solid, however, was the real estate 

industry. The market, in a word, is HOT.

While this is a good thing, to be sure, the Legal 

Hotline has received an uptick in calls regarding 

sellers who eagerly list their home to get top dollar – 

but then, come closing day, they haven’t found a place 

to move. This can only lead to costly legal issues, 

which we all want to avoid.

So how can you help avoid this problem? I’ve said it 

before and I will say it again: PLAN AHEAD.

I get it, as an agent, securing a listing is “having a great 

day.” But in a time when properties are on the market 

less than 48 hours after several competitive offers 

come in, it’s important to have a frank discussion with 

your sellers about their plans. Do they have eyes on 

another property? What do they intend to do – buy 

or rent? Are they moving out of state? Do they have 

an agent they’re actively working with to find a new 

home? How far along in the process are they?

When should these questions be asked? I’d wager 

that they should be asked at the time the listing is 

taken and not 25 days into a contract.

Unfortunately, some sellers may be so pumped about 

the hot market and getting the best offer that they 

aren’t thinking about their long-term plans. As a 

18     REALTOR VIEW MONTHLY  • MAY/JUN 2021



listing agent, you should be incorporating these types 

of questions when you are taking the listing so you 

are on the same page as the seller.

If you’re representing the buyer, I’d suggest 

communicating regularly with the listing agent 

regarding the sellers’ progress on moving out. 

Schedule your walk through to occur the day before 

or the day of closing, and schedule it well in advance.

Sure, there are alternatives that might work in the 

event the seller is unable to find a new property to 

move to – however, those alternatives all involve 

cooperation of the parties. A seller may be able to 

get a specialized lease drafted that provides for the 

seller to rent back the property from the buyer until 

a new property is located. The parties can also agree 

to an extension of the closing date – but this may not 

work with buyers who are financing their purchase if 

the lender increases any loan costs as a result of the 

closing delay.

And, of course, both of these are more viable options 

if the sellers already are under contract on a new 

home or simply need a few more days to move out. 

The sellers who have no clue where they’re going? 

They may have a battle ahead.

So, at the risk of beating a dead horse, here is where 

taking some time in advance to map out the sellers’ 

intentions can negate a panicked call to the Legal 

Hotline when, two days before closing, you realize 

the sellers don’t intend to leave because they don’t 

have anywhere to go.

© 2021 Florida REALTORS®

pinellasrealtor.org    



Members had a busy spring 
networking, having fun, and giving 
back to the community!

Our Young Professionals Network held a go-karting for charity event at the Tampa Bay 
Grand Prix in Clearwater. They turned lots of fast laps and raised over $500 for the Pinellas 
Opportunity Council, who work to alleviate conditions of poverty in Pinellas County.
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The first Affiliate Expo of the year had a Mardi Gras theme and was held in February 
outside in the parking lot at PRO. Attendees enjoyed tons of giveaways, networking, and 
delicious Cajun food.

Affiliate Chairman Dylan Barrie said, “It was so nice to get out and see everyone in person! 
A lot of great connections were made and we’re looking forward to planning the next one.” 

Members worked to beautify both Pinellas 
and Pasco counties in April by cleaning up 
our adopted stretches of roads. These are 
held quarterly and we’re always looking for 
volunteers!

To get on the list, email: 
KSimmons@tampabayrealtor.com

pinellasrealtor.org    
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Artist’s Rendering of Manor Great Room

C L O S I N G S  C O M M E N C E  I N  2 0 2 2

Hyde Park House introduces the most opulent lifestyle ever to grace 

South Tampa’s scenic Bayshore Boulevard. Located within a short stroll 

of the neighborhood’s premier shopping and dining, timeless architecture 

and artistic interiors are complemented by incomparable services and 

amenities. Luxurious residences feature expansive terraces showcasing 

spectacular city and bay views from a prestigious address off ering your 

clients a carefree lifestyle of rare convenience, comfort and ease.

SALES GALLERY OPEN DAILY
Call to schedule your client’s private presentation

From the developers of ONE St. Petersburg and The Ritz-Carlton Residences, Sarasota

A limited collection of bayfront residences from the mid-$900,000s 

MOST GR ACIOUS BAY FRON T R ESI DENCES
Introduce Your Clients To South Tampa’s

Artist’s Rendering of Bedford Great RoomArtist’s Rendering of Lobby

142 W. Platt Street | Tampa, FL 33606 
Corner of Platt and Bayshore, across from Publix 

813-649-3700 | HydeParkBayshore.com

Broker Participation is welcomed and encouraged. ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE 
SELLER. FOR CORRECT REPRESENTATIONS, MAKE REFERENCE TO THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA STATUTES. TO BE FURNISHED BY A 
SELLER TO A BUYER OR LESSEE. Prices, terms and availability are subject to change at any time without notice. Actual improvements, including furnishings, fi xtures, 
recreational facilities and amenities, may vary from those shown and views may not be available from all units. This is not an off er to sell or solicitation of off ers to 
buy the condominium units in states where such off er or solicitation requires prior qualifi cation. For New York Residents: THE COMPLETE OFFERING TERMS ARE IN 
A CPS-12 APPLICATION AVAILABLE FROM THE OFFEROR. FILE NO.: CPS20-0035. KT Bayshore LLC, 142 W. Platt Street, Tampa, FL 33606.



Earn your 14 hours of CE for license renewal at your own pace for just $7!

How it works:

• Purchase a promo code for $7 at pinellasrealtor.org/ce

• Check your email to retrieve the promo code and click the link to 
The CE Shop

• Add the 14 HR CE class to your cart

• Enter your promo code and checkout to complete the 
transaction

You may complete this course at your own pace, but be sure to get it done before your license renewal deadline!

Scan to save!

14-4-7 
Sale!

Renew the easy way

4590 ULMERTON ROAD
CLEARWATER, FL 33762-4141


