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The Value of the Licensee

In a society where information is immediately available at the touch of a smart
phone, keyboard, or mouse, and much of it is freely offered, a real estate licensee must
develop an approach to distinguish his/her services from the competition. Note that the
word “services” is key to understanding the real estate industry. The age of technology
makes it easy to provide clients and customers resources, information, data
comparisons, and a multitude of other related real estate information and tools. There is
a plethora of online videos that teach the consumer how to find a house, negotiate a
contract, buy a house, calculate taxes, or any subject imaginable.
Whether it is a web cast, a video, a blog, or an informative email, customers and
clients have become accustomed to free help and information. In fact, it is expected as
part of the service whether you represent them or not. On the one hand, these sources
can be time-saving and helpful tools for the busy licensee as well as the public. On the
other hand, they may have misleading information or confuse the client or customer.
Knowing that all these tools will continue to be used, improved, “app-ed”, and expanded,
the licensee must find a way to distinguish him/herself as a leader in the industry and
become a licensee in which clients want to place their trust and their business.
The public can access some listing services and more and more data without the
need for a licensee. Some buyers/sellers elect to handle their own real estate needs
…continued on page 2
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Absolutely M
Must K
Know Section…Do you know the AMKs?
A real estate licensee,
approved school, or
approved instructor has
(1) month to notify the
Commission in writing of
any change in the
mailing address or
residence address or
email address.

A licensee shall not
advertise any property
for sale, rent, lease, or
exchange unless the
licensee has first
secured the written
permission of the owner
or the owner’s
authorized agent.

A person who brokers the
sale of a business must hold
an appropriate license issued
by the Commission if the sale
of the business involves the
transfer of any interest in real
property, (including, but not
limited to, leasehold or
ownership interest).
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The Value of the Licensee….
…continued from page 1

even though the competent licensee can add value by filtering the multitude of good
information from the bad, decipher the true needs of the client, and facilitate a successful
real estate transaction. The concept of value-added does not have to be tangible tools
and information. Value that cannot be tangibly measured is added to the transaction when
a licensee is able to negotiate a sale from an unmotivated seller or when the licensee
makes sure the seller obtains a termite inspection before closing on a home. The
intangible value that a licensee can add is service.
Some real estate companies offer discounted commissions, rebates, or a flat fee
to post listings. Because of the lower fee structure, these companies must focus on
volume instead of service and volume. Every company has its own culture, whether it is a
fast food company, an oil company, or a one-man real estate office. Long standing firms
continue business relationships for decades by being true to that culture and employing
ethical business practices.
So what is a conscientious licensee to do to stand out in the market?
Perhaps a review of the basic principles of the service industry would be helpful.
1. Real estate is a service industry.
2. As a service industry, relationships are key to continued business.
3. Relationships are built on trust.
4. Follow-up and doing what is promised cultivates trust and credibility.
5. Competency and professionalism create credibility.
6. Credibility creates more business.
7. Ethical business practices are part of the license laws and promote a good
reputation.
8. Good ethics are good business.*
While BRRETA and the Georgia Real Estate License Laws, Rules, and Regulations
require adherence to laws, regulations, and ethical practices, it is also up to the broker
and the individual licensees to create business, continue to increase sales and profitability
while maintaining professional business practices.
Going back to the basics of the service relationship can be a key to unlocking the door
to future business and standing out from the competition.
*©Excerpt with permission from JMRE Inc. article.

Focus on Terminology:

“Ethics”

To give one definition of ethics would not only be difficult but insufficient. Ethics
can be very personal and influenced by opinions. Webster’s dictionary defines ethics as,
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“a guiding philosophy; the discipline dealing with what is good and bad and with moral duty
and obligation; rules of behavior based on ideas about what is morally good and bad; the
principles of conduct governing an individual or a group (professional ethics); an area of
study that deals with ideas about what is good and bad behavior: a branch of philosophy
dealing with what is morally right or wrong; a belief that something is very important.”
http://www.merriam-webster.com/

The Georgia Real Estate License Laws, Rules, and Regulations require each
approved real estate course include adequate and appropriate time devoted to the
discussion of the ethical implications of the subject matter of the course. Ethics are
pervasive in life both professionally and personally. If a situation arises that causes
concern of an ethical nature, the licensee should discuss it with his/her broker.
Organizations of different industries often have ethical and professional standards
to help guide practitioners. The National Association of REALTORS® (NAR®) has a
written Code of Ethics and Standards of Practice and requires each member to complete
a course of training in ethics every time a REALTOR® renews his/her membership.
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Data is King
By D. Scott Murphy
Well if the old saying "Data is King" is true then Shane Moxley is the new king of the residential real estate
market in the metro Atlanta area. Shane is the founder of CompFlo Valuation Information Systems, an
Atlanta based firm which provides data to real estate professionals. He has taken the concept of Redlink
which was developed by a firm called The Market Data Center, and radically improved and enhanced it. I
recently had the opportunity to interview Shane.
What exactly are you doing?
"Simply put we are designing a "best in class" research application for appraisers. I've been a field appraiser
in the Atlanta Market for nearly 17 years. We designed this application to provide the best data available
and to do it as quickly as possible. Most appraisers I know are in a hurry, including me. Superior data and
time efficiencies are what drive our development process. After speaking with appraisers throughout the
country, I was able to determine that the Atlanta market was relatively unique in that it featured one of the
best contributory databases in the country. This was tremendously helpful to appraisers when trying to
evaluate potential comparables for selection in an appraisal report, however, there were issues with the

system we all knew as Redlink. The system itself had become static and there were (in my opinion) regulatory concerns with the
submission process. Given that the scope of work for an appraiser has increased exponentially over the last 8 years, my primary
objective was to assist the field appraiser in what has become a scavenger hunt for credible data. I think we have succeeded in
doing that with the new CompFlo application slated for release on November 1, 2013."
For those outside the metro Atlanta area or outside the appraisal field and are not familiar with the now defunct Redlink
product - what exactly are we talking about?
"Redlink was developed in the 1970's as a joint venture with the Appraisal Institute as a way for appraisers to contribute physical
data into a database that could be used by all its members. The product was only offered in 2-3 cities nationwide, Atlanta being
one. This allowed appraisers access to very detailed and reliable physical data for use in their appraisals."
How is this type of database superior to public records?
"Public records are developed on a county by county basis, each with different nuisances on how they determine gross living area.
As a matter of fact - if you look at your tax record it does not specific gross living area but gross building area or gross heated area.
These terms vary greatly from the true definition of gross living area used by appraisers. With CompFlo, the data reported is based
on a licensed appraiser who personally measuring the subject property using the ANSI measuring standards. Information such as
basement size, basement finish, quality and condition are not listed in most tax records but are available to the appraiser through
CompFlo"
Many of my readers are real estate agents - how will this help them and will they be able to get access to CompFlo?
"Well anything that will help improve appraisal quality will help agents. However, we are making provisions for agents to become
subscribers. Appraisers have been able to gain access to the multiple listing data for years its only right to create a way for agents
to have access to appraiser’s data. Furthermore, we want to make it affordable for everyone and the more members the lower the
cost."
Tell us about compliance
"From what I can tell most appraisers that were contributing data in the past were not redacting information from the front page
that could be considered to be confidential data. Specifically I'm speaking about the contract information and borrower. Since the
contract information and borrower names were sometimes not in the public domain, or readily accessible via other sources, its
disclosure without precaution could be considered to be a potential violation of USPAP and State Law post 2005. We've spent
considerable time and resources in an effort to ensure full compliance with USPAP and the regulatory environment for our
contributing users without the inconvenience of manual redaction. After engaging multiple attorneys, a state investigator, and local
USPAP instructors we've developed a submission and extraction process that when deployed in conjunction with our
confidentiality agreement, ensures that our users can upload data, and remain in full compliance with the regulatory environment."
What's taking us so long?
"We launched the CompFlo Application in August 2012 with approximately 2.4 million records. That was a fine start, however, we
found that the extraction of the data was tedious and time consuming. In addition the original system was capable of holding
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Data is King
By D. Scott Murphy
approximately 25 points of data. Once the data started to come in, we realized there was a vast amount of
non-confidential information that was readily available. So we decided to rebuild the entire system from
scratch to accommodate over 260 points of non-confidential data. This decision was made primarily to allow
the system to lend itself to export functions and eventually to auto populate the current UAD forms. We've
also completely automated the extraction process. Development of this technology has been painfully slow,
but it had to be done correctly. We are approximately 6 months behind on this release so I would offer a
sincere apology to the appraisers in the field who have waited so patiently. This is why Compflo has remained
free of charge for so long. I could not in good conscious charge our users until we could provide a system
capable of providing fresh and accurate data in a timely fashion."

What will the new system do?
"The new system is orders of magnitude superior to the old system. It still will remain simple and easy to use.
In addition to dimensions maps, deed transfers and tax records some of more notable improvements include
═════
the following:
Fresh Data: This had been our primary objective. We have accumulated nearly a million new records that are not in the legacy
system. Going forward we can project to add at least 1 million records annually in the northern Georgia region alone.
Automated Data Submission: Data submission now will be completely automated with the extraction and introduction of data
into the system with a 24-48 hours period. It should be noted that the submission process is USPAP | state law compliant and is
supported by the confidentially agreement provided to all users who participate in data submission.
Data Accuracy: The data accuracy is coming in above 98%. This is substantially better than the old system that sometimes
would move decimals around in the bathroom count or miss data points. Data that is flagged by our user base will be reviewed
within 24 hours for accuracy and correction. The old data record will remain in the system; however, it will be moved to a
"legacy" database and out of the general pool of data. This is for appraisers who may have to prove their source down the road
if they utilized a flagged record.
Enhanced search parameters: Thanks to UAD, users will be able to search for recently submitted records in a much more
granular format. Search parameters will include everything from year built and GLA to adverse locations and condition ratings.
Enhanced Sketch View: The old system had trouble picking up sketches and viewing them properly. The new system picks
up the sketch over 96% of the time renders the image perfectly. It should be noted that the sketch contribution is optional. For
users who do not wish to contribute sketches, they can opt out in preferences, however, they will not have access to sketches.
Enhanced Images: For records submitted after 2005, we are providing an image over 85% of the time. This is a substantial
improvement over the current system. "

Why is good data so important?
"I think most appraisers already know the answer to this, but it's important to acknowledge how regulated our industry has become.
Appraisals are subjected to field reviews and post closing reviews more than ever before and tax records are notoriously unreliable,
especially when it comes to GLA and basement. Inaccurate data can substantially compromise the integrity of an appraisal report
thereby subjecting the appraiser and their client to potential liability. When reading the USPAP "Scope of Work rule 3", we know
that "appraisers have broad flexibility and significant responsibility in determining the appropriate scope of work for an
appraisal" and that includes "the type and extent of data researched". Good data is crucial to credibility of any appraisal
report. I think any experienced appraiser would agree with me on that point."
What's next for CompFlo
"Our primary focus going forward will be to aggregate as much data as possible. The new extraction technology we will be
deploying next month will allow us to do this in an unprecedented fashion. In fact, we project a comprehensive statewide database
can be built within the next 12 months. In terms of development, we intend to focus on the work file export function to allow for auto
population of the UAD forms. In my opinion this is a game changer. Appraisers can expect to shave 45 minutes to an hour from
report prep time. This could shave 20-30 hours a month off of a fulltime appraiser’s workload. With that said we'll be careful to focus
on the core mission of the company to provide superior data in quick and efficient manner. We're not interested in overbuilding the
system and providing tools that either do not work or are simply not needed."
For more information on CompFlo you can visit their website at www.CompFlo.com.
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