
 
 
 

 
Mission 

We are a network of 
successful 

REALTORS® 
empowering women 

to exercise their 
potential as 

entrepreneurs and 
industry leaders. 
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Deborah Cobb 
Long & Foster  
Deborah.cobb@lnf.com  
 
President-Elect 
Marjie Eckerd 
Connor Jacobsen Realty 
Marjie.Eckerd@gmail.com  
 
VP, Membership 
Jean Dowding 
RE/MAX 1st Choice 
JeanDowding@remax.net  
 
Secretary 
Sue Sisson 
Connor Jacobsen Realty 
SueSis@gmail.com  
 
Treasurer 
Sandy Leigh Eigenbrode 
Ocean Atlantic Sotheby’s 
Sandy.Leigh1111@gmail.com 
 
Governor 
Sandi Bisgood 
Ocean Atlantic Sotheby’s 
Sandi.bisgood@oasir.net  

President’s Message 
 
Dear 2017 Members: 

Hard to believe we are in May and our visitors will all be returning soon. It has 

been a busy start to the WCR 2017 year.  Our membership drives were successful 

and we welcome all our new members and Strategic Business Partners.  Thank you 

to the Membership Team for all your effort and hard work.   

Our 1st Bowling Invitational was a lot of fun and for those who dressed up, you were 

great.  

 The Murder Mystery was a night filled with suspense as we tried to guess who 

among is capable of murder.   

        Bras Goes Hollywood is scheduled for June 7th at Ivy from 5:30-8:00.  There are 

still a few opportunities to Sponsor a Bra, email Beth Dorman at 

Beth@bethdorman.com for more information.  We will be working with Delaware 

Breast Cancer Coalition and The Beebe Foundation for this years’ event. 

 

Schedule of Events 

April 20th   Marc Cunningham – “9 Business Essentials for Every Real Estate 

Professional”  

June 15th    Karal Murray – “Does Your Business Have Bounce” 

July 20th     Gee Dunston CEU Session – “Bridging the Generation Gap” 

Sept. 19th    Bill Ward CEU Session, Module 3  Real Estate “Jeopardy” Documents 

Oct             Nicolle Surrate – We dedicate this month to Women (Date to Be 

Determined) 

Nov. 16th    Installation Dinner 

 

The Governing Board and Committee Chairs all appreciate your continued support 

and welcome any comments or suggestions.  We will be looking for volunteers for 

the Bras Goes Hollywood again this year so please save the date.   

 

Debbie Cobb 

WCR Sussex County Network President 2017 
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                                                     From our Strategic Business Partners 
 

Sussex County Association of REALTORS® 
 
As Sussex County has geared up for another exciting spring/summer season, SCAOR is eagerly 
anticipating a number of fun events and great connection opportunities.  We’re honored to be a part of the 
REALTOR® community, and have some fun happenings to share: 
 
On May 11th at 5PM, the SCAOR Affiliate’s Committee will be hosting an incredible FREE mixer, the 
“Spring Fling” at Ivy in Dewey Beach.  If you’ve been to a SCAOR Affiliates mixer recently, you know this 
is a fantastic time to unwind, relax and connect with fellow REALTORS®.  Chaired by WCR member, 
Cheryl Myers, our Affiliates are expecting this event to be our best yet.  We hope to see you there! 
 
Our newly formed YPS is planning some fantastic events for the summer season as well.  Keep an eye out 
for this group-because you just might see them taking part in Lewes’s Dragon Boat race this summer or 
hosting an expert agent mastermind panel in the fall.  One thing is sure:  This new group is going places, 
and you don’t want to miss being a part of it! 
 
Summer always seems to wind down too soon.  But this year, we have a cure for the weather changing 
blues:  We’re eagerly anticipating our Education Adventure in Puerto Rico!  This is your chance to know 
out your DE, MD and PA CE credits in style while enjoying the breathtaking accommodations of the 
Wyndham Grand Rio Mar.  If you haven’t already, call Dena at 302-678-5050 and lock in October 15-22nd’s 
Education Adventure. 
 
**Heads Up!  Already a REALTOR® but interested in taking that next step in becoming a Broker?  
SCAOR is looking into offering a Broker’s Course this September.  Keep an eye out for it, because it’s an 
exciting opportunity 
 
For more (and there’s “always” so much more happening) head to our website at scaor.com or give us a 
call at 302-855-2300. 
 
Andrew J. Mason, Communications Director 
Sussex County Association of REALTORS® 
andrew@scaor.com 
 
 

Does Appraisal Industry Lingo Confuse You? 
 

If you are a real estate agent that has come away from reading an appraisal wondering what the appraiser 
was talking about, you’re not alone.  I sat down with an appraiser recently and asked him to define some 
of the most common terms used in the appraisal report to help and supplemented this with research 
online.  I hope this is helpful to your business. 
 

COMMON APPRAISAL INDUSTRY LINGO TERMS 
Comps- Comps is short for Comparables. A comparable is a property included in an appraisal report and 
is part of the sales comparison approach. A comparable is a property that is similar to the subject property 
in physical characteristics such as gross living area, age, design, appeal, condition, location, price range, 
and amenities. It is a property that a potential buyer would also consider if the subject property were not 
available. 
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Amenities- Amenities are the benefits or positive features a property offers. These can be natural or man-
made. A natural amenity would be its view of a lake or something similar. An example of a man-made 
amenity would be a swimming pool. 
 
Gross Living Area- The gross living area (GLA) of a home is its above grade heated and cooled area. This 
DOES NOT include finished areas of the basement or other finished areas that you get to by going 
outside of the main living area. You cannot add finished areas over a detached garage to the grossing 
living area, nor can you add a he-shed or she-shed.  
 
Adjustments- Adjustments are the math calculations made to the comparables for buyer or market 
recognized differences in features and amenities between the subject and comparables. Generally 
speaking, if the comp has a feature that a buyer would pay more for, and the subject property does not 
have this feature, then a negative adjustment made to the sale. The opposite is also true for the comp not 
having a positive feature that the subject has, and a positive adjustment is made to it. 
 
Functional Obsolescence- This occurs when a built-in feature of the home has a negative impact on its 
marketability. The negative impact is recognized by buyers who will typically pay less for the property 
because it exists. An example of this would be a pass through bedroom that you have to walk through to 
get to another bedroom. This causes the occupants of the first bedroom to be disturbed when others 
access the adjacent bedroom. 
 
External Obsolescence- An external form of obsolescence occurs when something outside of the 
boundaries of the property negatively influences its value. Being located next to railroad tracks can be a 
form of external obsolescence if buyers would pay less for the property than they would a similar home 
that is not located next to railroad tracks. Another example would be property located next to a factory that 
produces a foul odor. 
 
Effective Age- The effective age of a property is the age it appears to be. A home may have been built 50 
years ago but with updates and renovations it may only appear to be 10 years old so this would be its 
effective age. 
 
Absorption Rate- This is a measure of supply and demand and it gives us an indication of how many 
months of inventory is available. It considers the number of homes currently listed for sale without any 
more being added and the rate of recent sales. Depending on the amount it can indicate whether there is a 
shortage or oversupply of homes on the market or if we are in balance. 
 
Sale- A sale is a recently sold property that is not necessarily a comparable. If it does not meet the 
characteristics of a comparable it is just a sale and should not be used as a comp. Even though it may be 
in the same neighborhood as the subject property it may not be comparable if it varies significantly in all 
other respects. 
 
Depreciation- Generally speaking depreciation is a loss in property value from any cause. Some of the 
forms of depreciation include physical, which occurs when the property ages and/or systems break and 
need repair or replacement. Functional depreciation occurs when the property value is reduced by a faulty 
floor plan. External depreciation occurs when factors outside of the property itself cause it to be worth less 
(see various forms of obsolescence). 
 
Sales Comparison Approach- The sales comparison approach is one of the three approaches to value in an 
appraisal. It compares recently sold properties to the subject in order to develop an opinion of value. 
 
 
 



Cost Approach- The cost approach is another of the three approaches to value that takes into 
consideration current construction costs, factor in depreciation, and includes the current market value of 
land that the house is located on. Cost estimates are typically obtained from local builder estimates or 
national cost services like Marshall & Swift Residential Cost Handbook. 
 
Income Approach- The income approach to value considers the income earning potential of the property. 
With this approach, the appraiser analyzes rent amounts as well as gross rent multipliers to develop their 
opinion of value. This approach is most accurate when reliable rental information is available. 
Arm’s Length Transaction- An arm’s length transaction is one in which both parties are not under any 
undue pressure and both are acting independently in their own self-interest. Common types of sales 
situations that may not be arm’s length transactions include foreclosure sales and/or sales in which 
divorce is involved. 
 
Sale Price to List Price Ratio- The sale price to list price ratio is exactly what it implies. It is a ratio 
comparing the final sale price of a home to the initial asking price. The higher the ratio (closer to 1.0) the 
closer the sale price was to the asking price. A slow market may have a lower number and a hot market 
may have a number higher than 1 if buyers continually bid up the price due to a lack of inventory and an 
abundance of buyers. 
 
Competitive Market Area- This term provides an alternative description of the area from which 
comparables can be pulled from. Most of the time this area is described as “neighborhood”, however that 
can be too restrictive. A competitive market area provides the chance to expand the search boundaries to 
other areas that are similar to the subject in school system, access to business centers, and comparable 
properties. Rather than being restricted to the subjects subdivision or nearby neighborhood appraisers are 
able to go to more distant areas that buyers would potentially look. 
----------------------------------------------------------- 
Jeff Baxter, Lori Martin, and Kathleen Barnes 
Jeff Baxter Mortgage Team with Fairway Independent Mortgage 
www.sjbaxter.com  
302-542-8250 
 

                                                        SCHELL BROTHERS 
 

2016 was an incredible year for Schell Brothers, resulting in the fastest and largest growth in the company’s 
13 year history!  And, we’ve continued the trend toward growth with an equally impressive first quarter.  
We couldn’t have done it without you, so thank you.  We have some exciting and unique new communities 
coming up and we wanted to share with you a sneak peek of what’s launching in the coming months:  
 
Truitt Homestead will be a 55+ community in Rehoboth Beach, 1 block off Route 1 on Shuttle Road. 
Offering low-maintenance living paired with built-in options for the future, Truitt Homestead will be a 
highly-amenitized and fun place to live where the homes, community, and amenities are designed for ease 
of living while providing for a social and active lifestyle.  
 
Tidewater Landing, a Carl M. Freeman community located off Robinsonville Road in Lewes, will feature a 
fantastic site plan, offering wooded lots.  
We are excited to be building in another community east of Route 1 – Governors.  Located next to 
Senators, we will be offering single-family homes and townhomes.  
 
 
 
 
 

http://www.sjbaxter.com/


We are currently looking for licensed and experienced Real Estate professionals to represent one of our 
new communities.  Listing Agents with Schell Brothers enjoy a generous annual bonus, a one-year gym 
membership at our state of the art fitness facility at our headquarters, and listing referrals. For 
consideration, send your resume to Kathryn.hanlon@schellbrothers.com.   
 
In addition, we recently introduced our Coastal Cottage series, which includes single-family homes 
designed specifically for the active-adult looking to downsize their home while achieving the functionality 
and flow of an open floor plan. These homes are sized perfectly for your clients interested in low 
maintenance living in a coastal community that’s full of social activities. The Coastal Cottage homes are 
currently offered at The Peninsula in Millsboro and Bayside in Fenwick.  
 
We view our relationship with you as a true partnership. That means we do all we can not only to build 
your clients the right home that fits their needs, but also to support you and your clients throughout the 
homebuilding process. We regularly hear from Realtors that the Schell Brothers team makes their work 
easier.   
 
We truly do love working with our realtors and to prove it, we pre-pay commissions.  When your clients 
purchase, you'll receive a 3% commission up front at time of contract – no waiting for settlement. 
Commission increases with each sale, up to 3.75%.  If you have clients interested in buying a Schell 
Brothers home, get started by registering them today.    
We look forward to working with you and your clients! 

 
KATHRYN HANLON – Schell Brothers 

 

8 Dating Rules That Apply to Real Estate 
 
So much of our lives are online nowadays. Our social lives happen in online communities as much or more 
than in friends’ basements or bars. We meet people with similar interests by joining Facebook groups or 
following someone’s story on Snapchat. YouTube is where we learn to do almost everything, from simple 
home maintenance tasks to cooking dinner for the family. 
 
Home shopping, like dating in the 21st century, almost always starts online as well. They’re both about 
finding the right one—and just like a matchmaker, house hunters turn to you to help them wade through 
the pool of eligible homes and find the one of their dreams. Here are eight ways online dating and home 
shopping are exactly the same and what your role is as the matchmaker. 
 
1. Knowing their price range is like knowing who is in their league. You have to help your client be as 
realistic as possible here. In the dating world, it’s a waste of time always going after people who you know 
won’t give you a chance. In a home search, there’s no point in lusting after houses you’ll never be able to 
afford. Be a good wingman for your client and only introduce them to prospective properties they have a 
serious chance with. 
 
2. Be sure they’re ready to move on. Buying a home is a long-term commitment; is your client ready 
for something long-term? Help your client get prequalified — it’ll show they’re ready to move on from 
their current home or apartment. In other words, make sure they’re over their last real estate love. Ask 
them for a sign they’re not just pretending to be ready to move on.   
                                                                                 
3. Don’t be superficial. Ever met a date who looked nothing like the online photo? Well, homes 
sometimes also look way better online than they do in person. Before agreeing to take them on a home 
tour, ask your client to name something not related to aesthetics that draws them to the home. Then you’ll 
know a deeper connection is possible. 
 
 



4. Don’t make decisions based on first impressions. After they meet in person, your client may think 
the house is as awesome as it appeared online. But encourage your client to take it slow before making a 
commitment. Keep them grounded by pushing them to do an inspection (or maybe more than one) to 
make sure the home isn’t hiding any dark secrets inside. 
 
5. Don’t second-guess your heart (or gut). Love at first sight is rare, but it happens. It’s possible your 
client will find the home of their dreams in the first property they see. If this is the case, don’t try and 
rationalize or talk them out of their decision. But do make sure they take the necessary precautions before 
jumping into this new real estate relationship. 
 
6. Ask if others see in the home what your client sees. Are you worried your client is being blinded by 
the twinkle in the windows and the sparkle in the backyard pool? But you think the home is just a pig 
wearing lipstick? Tell your client to bring their friends, parents, and others they trust to a second showing. 
They’ll see right through any facade and help your client avoid falling for the wrong house. 
 
7. Celebrate once they’ve sealed the deal. Once your client closes the transaction and walks down the 
aisle and into their new home, congratulate them and come to their housewarming party to show your 
support for their new status as a homeowner. 
 
8. Help them maintain a lifetime of happiness. Show your clients steps they can take to care for their 
home so they don’t fall on hard times. Give them resources to keep up with home maintenance and make 
sure they know never to ignore problems that may pop up. This will help your clients have an enduring 
home that comforts them and their families for years to come. 
 
From your friends at Acopia Home Loans 
Pamela Robichaud, Joseph Della Torre, Brandi Mason and Patricia LaRosa 
www.AcopiaHomeLoans.com  
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                                        New Members 
 
The Sussex County Network of the Women’s Council of REALTORS® is proud to 
welcome the following new members in 2017:  
 
Maureen Bovich                                           Long and Foster Real Estate 
Audrey Ellen Brodie                                     Weichert Realtors-First Class 
Cathy Candileri                                             Lakeview Realty Inc. 
Connie M Covey                                           Callaway Farnell and Moore 
Deniene Nicole Dailey                                 Sunrise Real Estate 
Erlene George                                               Primerica 
Ernie Hyett                                                   Hyett Refrigeration, Inc. 
Cecilia Jones                                                 Myers Realty 
Elizabeth Kapp                                             Long & Foster Real Estate 
Amy J Kellenberger                                      Sunrise Real Estate 
Jennifer N Lapinsky                                     Diamond State Realty 
Patricia LaRosa                                            Acopia Home Loans 
Michelle Leeuwen                                        Transamerica Agency Network 
Brandi Mason                                               Acopia Home Loans 
Kristy & Wes Mast                                       Pro-Spect Inspection Services 
Pamela Mattare                                            Long & Foster Real Estate 
Bill & Denise McCormick                           CK Capital Management Corp. 
Lynn C Morrow                                            Coldwell Banker Resort Realty 
Melissa Nalewaik                                         Keller Williams Realty 
Suzanne O'Brien                                          Coldwell Banker Residential 
Carolyn A Page                                            Keller Williams Realty Brokerage 
Phyllis F Parker                                           Callaway, Farnell and Moore, Inc. 
Richard Pollock                                           Union Home Mortgage Corp. 
Patricia Purdum                                           Creative Concepts Furnishing 
Trish Raber                                                  Waterstone Mortgage 
Pamela M Robichuad                                  Acopia Home Loans 
Shirley A Schwaeble                                     ERA Harrington Realty Inc. 
Rae Short                                                       Home Instead Senior Care 
Pete Sivils                                                      Sivils Service 
Jeremy Swerling                                            ITrip Vacations 
Ranee Thompson                                         Lakeshore Realty. LLC. 
 

     

 

 



 


