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IMPORTANT NEWS

Agent Code

Sorry to Amber Swan for missing
her Agent Code in last month’s
newsletter! Call the Association
Office if you find yours in this
month’s issue and you will win

a free dinner at the next General
Membership Meeting!

If In Doubt Please Call Us!

Once you secure a listing, do you
have questions on what to do to
enter in MLS? Please call Ryan
at 608-785-7838 for help. We will
walk you through what you need
to do to comply with the rules
and regulations of MLS. This will
eliminate unnecessary fines. We
are here for you and would be
most happy to help!
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DESIGNATIONS /
CERTIFICATIONS

REALTOR

November — Designation Awareness Month

NAR established November as an important month in which to encourage
its members to start or complete an officially endorsed designation or
certification through NAR or one of its Institutes, Societies and Councils.

In today’s market, continuing education is your best way to stay ahead of
the competition. Now more than ever, successful agents must keep current
on issues, involving technology, changing legalities, and many other central
components of the business. NAR and its Institutes, Societies and Councils
offer advanced designation and certification programs to help members
remain up to date in such a dynamic environment.

REALTORS have access to advanced education designation and certification
programs, tailored to virtually every real estate specialty. Beyond building
skills, knowledge and productivity, these prestigious programs enhance the
professional image of REALTORS® and take you to the next level.

REALTORS who pursue professional designations have a distinct competitive
edge as a result of their increased expertise and marketability.

For a complete list of the official NAR family designations and certifications,
visit http://www.realtor.org/designations.

If you have questions, please contact Char at 608-785-7744

The tongue has no bones but it is strong enough to break a heart.
So be careful with your words.

THAT'S WHO WE [R

REALTOE
REALTORS® are mombaors of the Mational Association of REALTORS®
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4 Executive Report

Take a Deep Breath and Take Time to Enjoy the Holidays

By Char Glocke, Association Executive

The chaos of the holidays has begun! It is so important for all
of us to take a deep breath and make sure that we take time to
enjoy!

Due’s renewal deadline is on the horizon! Remember to pay
by December 1 by 5 p.m. or have it postmarked on that date
to avoid paying the late fee. If for some reason you did not
receive a statement, please call us immediately.

Please make sure that you complete your mandatory Code of
=& Ethics Course. Our goal is that everyone in our Association is
in compliance by December 31, and no one will have their services suspended.

Lance and | are off to San Diego for the NAR Convention. We will have lots to report
upon our return.

November is NAR Designation and Certification Month. How about including
attaining a designation or certification in your 2022 goals for the year. If you have any
questions, please call me and | will direct you to the proper source.

Our street is still closed in front of our office. If you have a need to stop by, just ring
the doorbell and we will be happy to help you. Otherwise, most everything can be
taken care of to assist you either by phone or virtually.

Have a blessed Thanksgiving. Don't forget that many will be alone and without friends
and family during the holidays. Please do what you can so they enjoy the holiday too!

Have a great month!

2021 WRA Legislative Report

Check out the WRA Legislative Report- 2021
included in this issue of the newsletter.
Topics include:

* Recently Passed Legislation

* RPAC at Work, Helping Homeowners

» Other Legislative Victories

+ Message from Amy Curler, 2021 RPAC Chair

Please take time to review.

Kristal membershipservices@larawebsite.com
Ryan mis@larawebsite.com

Char cglocke@larawebsite.com
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Announcements

Thanksgiving Holiday!

The Association Office will be closed on Thursday, November 25
and Friday, November 26 for the Thanksgiving Holiday.
Our normal office hours will resume on Monday, November 29.

Happy Thanksgiving!

Dues Renewal Time is Here

The Dues Renewal Invoices have either been delivered or
mailed. If you have not received your statement, please contact
the Association Office at 608-785-7744.

All payments for 2022 membership dues are due and payable
on October 1, 2021. A late fee of $275 is required in addition to
the annual dues’ payments received after December 1, 2021 or
postmarked by this date.

We encourage you to pay your dues online. This is not only the
easiest, but it saves the La Crosse Area REALTORS Association
credit card fees! Other ways to pay are by check, or phone the
Assaciation with your Credit Card information.

To pay your dues online, go to www.larawebsite.com and click
on the button “Pay Annual Dues Online.” It's the third button
down on the left side of our home page.

Sign Up For A Committee Today

The strength of our Association comes from our members.
Lance Dembraski, President — Elect is asking for your valuable
time. Now is the time for you to get involved. Email cglocke@
larawebsite.com  with your committee choice. Check out the
flyer in this issue of the newsletter.

Mandatory CE Requirements

All licensees must complete the required 18 credit hours of

CE by December 14, 2022. This includes newly licensed during
the biennium they first receive their license. If you have any
questions, please call Char at 608-785-7744.

How Well Do You Know the Code of Ethics?

Article 3 — REALTORS shall cooperate with other
brokers except when cooperation is not in the client’s
best interest. The obligation to cooperate does not
include the obligation to share commissions, fees, or to
otherwise compensate another broker. (Amended 1/95)

Need Information?

Check out the Association Web Site at www.larawebsite.
com for an update on Association activities, membership
information, professional standards forms, Open House
online form and so much more.

Happy Thanksgiving

As we express our gratitude,
we must never forget that
the highest form of appreciation
is not to utter words,

but to live by them.

- John F. Kennedy

All REALTOR®Required to Complete Ethics Training by December 31

NAR mandates all REALTORS to complete Code of Ethics training by December 31, 2021. NAR also mandates Local
Associations to enforce this mandated training. You must complete the 2.5 hours Ethics Class in order to renew your
membership for 2022. Course 4 of the 2019-2020 and Course 4 of the 2021-2022 WRA WI CE fulffills this obligation.

You can also go to www.larawebsite.com and click on NAR Code of Ethics Course and choose “For Existing Members.”
This course is free. A word of warning! Other providers will not fulfill this obligation.
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8 Member News

Did You Know That NAR Has a
Library & Archives for Your Use?

NAR Information & Services
« Founded 1923/the largest real estate library in the world
* 5 librarians on staff

Collection Features

» Residential, business, commercial, appraisal, and
management topics

» Archives dating to the 1800s

« 1,750 linear feet of physical material

* eBooks

+ Digital journals

» Print books, reports, and guides

» Historical images and documents

Services Offered

* Print collection

* Business letter templates
* In-depth research

» Topical guides

» 3Book collection

* Quick reference & article search, Association histories,
Skype orientations.

NAR Library is located at 430 N. Michigan Ave, Chicago, IL
60611 or visit online anytime at www.nar.realtor/library.

On the Move
REALTORMembership to Inactive

Emma Kostka from RE/MAX Affiliates to Inactive
Jeri Rask from eXp Realty, LLC to Inactive

Sarah Nokken from Century 21 Affiliated to
Inactive

Connie Mumm from Transaction Realty to
Inactive

Martin Vinson from Transaction Realty to
Inactive

REALTORMembership Transfer

Steven Devine from Inactive to eXp Realty, LLC

Chelsy Miller from Castle Realty, LLC to BHHS
North Properties

Richard Staff from Inactive to First Weber, Inc

Frances Lewis from Keller Williams Premier
Realty to Raven Realty, LLC

REALTOR&. Government Day

February 9, 2022

REALTOR
& GOVERNMENT DAY

Madison Concourse Hotel and Governor’s Club

It's time to lobby! The WRA's annual lobbying event, REALTOR ®& Government Day, is your chance to shape the laws
that affect you and your real estate business in Wisconsin.

The event kicks off with an issue briefing where you'll learn about pending laws and how they impact real estate. Next,
you'll move to the Capitol for lawmaker visits. You'll have the unique opportunity to meet in person with your state
lawmakers to lobby for or against these laws.

This is your chance to advocate for issues that impact the real estate industry, homeownership, and property rights
in Wisconsin. Your voice will be heard, and a better Wisconsin real estate market will follow.
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Smoke alarms that are properly installed and

((? maintained play a vital role in reducing fire deaths SPOKESPERSON
and injuries. If there is a fire in your home, smoke FOR THE ORGANIZATION

spreads fast and you need smoke alarms to give you time to get out.

‘e‘ Smoke alarms save lives
PRESIDENT IS \ )

It is important in creating the best public

Here’s what you need to know! impression of the Association that any
+ A closed door may slow the spread of smoke, heat and fire. Install statements regarding the activities of the
smoke alarms in every sleeping room and outside each separate Association or its public positions come
sleeping area. Install alarms on every level of the home. from an official source in the Association.
) This allows for coordination and clarity in
+ Smoke alarms should be interconnected. When one sounds, they the Association's message.
allsound. Our policy is to have the Association
» Large homes may need extra smoke alarms. President, or someone specifically
« Test your smoke alarms at least once a month. Press the test designated by the President in particular
button to be sure the alarm is working. situations, as the only spokesperson
. . for the Association. Our Presidents
+ There are two kinds of alarms. lonization smoke alarms are have spokesperson training and an
quicker to warn about flaming fires. Photoelectric alarms are understanding of the entire Association
quicker to warn about smoldering fires. It is best to use of both and how its parts fit together.

types of alarms in the home.
* When a smoke alarm sounds, get outside and stay outside.
* Replace all smoke alarms in your home every 10 years. If you are contacted by anyone, including

+ More about installation and maintenance of home smoke alarms. the media, for any report on the Association
or its activities, refer them to the

Association office and arrangements will be
made to respond.

— Source: National Fire Protection Association

L51135

Holmen
525 McHugh Road, #1

608.399.1711 - . in love with
La Crosse _ / your home.

300 2nd Street N
608.519.5082

Yy | lolmenrl Janesville | Kenosha |#a Crosse | Wauwa

Appleton | Arcadia i@ een Ba
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Vol. 43 No. 2 « November 2021 River City Realtor®



Member News

Why invest in RPAC?

The political process is the one we have.
menu.” Lawmakers have the power to make decisions on countless issues affecting real
estate. RPAC and our strong advocacy program help us be at the table where decisions

are made whether local, state or federal.

2021 Investors

“If you're not at the table, you're on the

- 18,000
RPAC Investors RPAC Investors STERLING R CRYSTALR - 16,000
$100-$249 $250-$499 RPAC Investors RPAC Investors - 14,000
Sarah Hemker Gretchen Clements $1,000 - $2499 $2,500-$4,999
Scott Ulik Damon Olson Mike Pietrek Steve Lillestrand
Chad Nielgeson Kathy Johnson Spenser Nickelatti - 8,000
Jim Gross Josh Neumann - 6,000
Dawn Johnson RPAC Investors Mike Richgels - 4,000

Dawn Levandoski

Cindy Gerke-Edwards

Eric Johnson $500-$999 Jackie Gerke-Edwards
Katy Wc_>od Char Glocke Al Iverson
Chris Richgels Mark Oldenburg Ryan Olson Total so far:
Sheryl Reedy Jillian Hugo
Cathy Fox $27’510

Kent Gabrielsen

RAC

REALTORS® POLITICAL ACTION COMMITTEE

éamg Dou

for making us one of the top-rated
title companiestin the Coulee Region!

T - 5 | P 1 .
r !/”!'\ o I '{, ..1 1| @ |

(o

www.newcastletitle.us

LA CROSSE | ONALASKA
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Copyright © 2019 by Multiple Listing Service, Inc. See FBS copyright notice.

La Crosse County Sold & Active Listings — October 2

SOLD/ACTIVE RESIDENTIAL LISTINGS CURRENT ACTIVE LISTINGS
0-2 3 4+ TWO CONDO TOTAL SINGLE CONDO
PRICE-CLASS/TYPE BDRMS BDRMS BDRMS FAMILY CO-OP UNITS FAMILY CO-OP
29,999.99 and under 0 0 0 0 0 0 1 0
30,000 - 39,999.99 0 0 0 0 0 0 0 0
40,000 - 49,999.99 0 0 0 0 0 0 0 0
50,000 - 59,999.99 0 0 0 0 0 0 0 0
60,000 - 69,999.99 0 0 0 0 0 0 0 0
70,000 - 79,999.99 0 0 0 0 0 0 1 0
80,000 - 89,999.99 0 0 0 0 0 0 0 0
90,000 - 99,999.99 0 0 0 0 0 0 0 1
100,000 - 119,999.99 3 0 0 1 0 4 1 0
120,000 - 139,999.99 3 5 0 0 0 8 4 0
140,000 - 159,999.99 1 1 0 0 0 2 6 1
160,000 - 179,999.99 3 6 1 0 1 11 9 1
180,000 - 199,999.99 1 6 0 0 1 8 12 0
200,000 - 249,999.99 4 15 12 2 2 35 10 4
250,000 - 299,999.99 1 12 3 0 1 17 7 4
300,000 - 399,999.99 1 12 8 0 1 22 31 5
400,000 - 499,999.99 1 4 6 0 0 11 13 1
500,000 and over 0 0 7 0 1 8 17 3
TOTALS 18 61 37 3 7 126 112 20
AVERAGE 192,507 253,068 398,435 184,167 268,025 286,294 334,119 312,400
MEDIAN 163,000 236,000 314,000 220,000 224,000 237,900 324,900 279,900
Unit Sales by Time on Market Unit Sales by Financing Type Property Type Volume Median Sold Price
DAYS RES  CONDO — TYP'\I/EI F;ES cciNDo OwnerT':iF;E F:)Es CC())NDO Residential 34,196,858 239,900
- ate Mt
311 _3:0 i; g e o o Private 0 0 Condo 1,876,175 224,000
61- 90 5 0 Cash ' 15 3 USDA 0 0 All 36,073,033 237,900
Conventional 81 2 VA 3 0
91-120 0 0 FHA 5 0 WHEDA 1 0
121or over 3 1 Land Contract 0 0
TOTAL SALES 119 7 Other 6 1 TOTAL SALES 119 7

THAT’'S WHO WE

REALTOR
REALTORS® are members of the National Association of REALTORS®

N\ | FirstAmerican Title"

will shape your clients last impression tomorrow.

EXPERIENCE
PROFESSIONAL
FIRST AMERICAN TITLE

FIRST AMERICAN TITLE 2850 Midwest Drive, Suite 103, Onalaska, WI 54650

PHONE 608.784.8888 | www. rstam.com/title/wi

©2021 First American Financial Corporation and/or its affiliates. All rights reserved. | NYSE: FAF

S
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Member News

Getting the Most Out of thBirectory

Our Fax/Phone/Email Directory is very successful. Here are a few tips
for you:

Legal Updates Available at WRA.org

At www.wra.org you can search legal updates for
the topic of your choice. This publication is emailed
to all members on a monthly basis. Important

When accessing the Directory, you can easily locate information
that is new or has been changed by looking for the information
highlighted in bold type.

If you do not see your personal information, send us an e-mail or
give us a call. Even if we have your information in our contact

database, we do not assume that you want information published.

New members’ information is not added until they submit a
Biography form (at Orientation). If you are a new member and
want your information in the newsletter prior to filling out a
biography form, give us a call or email the information to us.

information is covered in these updates. It's a great
resource and benefit of membership for you.

REALTORBest Practices/Tips

« Always meet new clients at the office or in
a neutral location, like a coffee shop

» Share your schedule with a colleague,
assistant, or family member

+ Communicate safety concerns on your
listing (poor cell phone signal, etc.)

» Do not overshare about your personal life

» Do not host open houses alone

» Check your cell phone battery and signal
before heading to an appointment

» Direct clients to walk in front of you when
touring a property, do not lead them

» Never go into attics, crawl spaces, or
garages where you could be trapped

“ Be positive. Pass it on.”

LOOKING FOR A LEN

THAT CAN DELIVER

« Same day Pre-Quali cations!

«Close on Time.

« Local Loan O cers that know the market.
* Zero to low down-payment loans.

* FHA, VA, USDA Rural & Conventional.

SUPREME
LENDING

Callodafor Mortgage Information

Todd Cejka Je Thompson

Branch Manager NMLS #2515 Loan O cer NMLS #256028

Cell: 608-386-3532 Cell: 608-397-4356

Todd.Cejka@SupremeLending Je rey.Thompson@SupremeLending.com

http://je reythompson.supremelendinglo.com/
3JEF ST Ghiaska \¥IlsBES

ToddCejka.SupremeLending.cd
3JEF ST Ghiaska \§/F5BG

ADVERTISEMENT. Offer not contingent on use of specific settlement service provider. EVERETT FINANCIAL, INC. D/B/A SUPREME LENDING N

RY 1D #2129 (ww.nmisconsumeraccess.org) 14801 Quorum Dr., #300, Dallas, TX 75254. 877-350-5225. Copyright © 2020. Not an offer or agreem

. Information, rates, & programs are subject to change without prior notice. Not available in all states. Subject to credit & property approval. Not affil
with any government agency.

Vol. 43 No. 2 « November 2021

River City Realtor®



Dates to Remember

SMTWTFE S SMTWTFE S
November — December T
7 8 9 10 11 12 13 5 6 7 8 9 10 11
3 Open House Deadline 3 p.m. 14 15 16 17 18 19 20 1 Open House Deadline 3p.m. 12 13 14 15 16 17 18
21 22 23 24 25 26 27 19 20 21 22 23 24 25
South Tour
South Tour 28 29 30 _ 26 27 28 29 30 31
10 Open House Deadline 3 p.m. 8  Open House Deadline 3 p.m.
North Tour North Tour
17  Open House Deadline 3 p.m. 15 (S)pe?] '_‘:_0“59 Deadline 3 p.m.
South Tour 27 outh Tour
. Open House Sabbatical
24  Open House Sabbatical P
North Tour
North Tour _ )
25 Thanksdiving D Office Closed 23  Association Office closed at noon
anksgivin ay — Ice Close . . .
26 ) g_ g i y 24 Christmas Eve — Association Office closed
Association Office Closed 29  Open House Deadline 3 p.m.
South Tour
Open House Directory: The Open House Directory must have at 30  Association Office closed at noon
least 6 ads or it will be cancelled that week. 31 New Years Eve — Association Office closed
Birthdays - November Birthdays - December
1  Jay Hoeschler 15 Mike Alesch 25 Mike Richgels 1  Cassandra 11  Dawn Faherty Sweeney
3 Timothy 15 Susan Timm 29  Mike Pietrek Krupicka 12 Jennifer 23 Frances Lewis
Zimmerman 18 Cindy Gerke- 29  Sandra Knutson 2 OwenBerg Oefstedahl 23 Kent Gabrielsen
5 SheriKlein Edwards 29  Steve Boris 2 E:;zableth Schwab 15 Erin qohnson 23 Ashley Erlckrs]?n
6  Dan Brodigan 19 Dawn Hougom 29  Austin Olson 2 Sheryl Reedy 15 Austin Siewert 24 Keegan K_ue
10 Patrick Wal 50 Mindv Durtsch 30 Dani Mal 3 Beelor 17  Sandra Bruce 24  Brenda Fisher
atrick Walz indy Burtsche ani Maiay 5  Rachel Cain 18 Jessica Church 26  Steven Devine
11 Bill Kessler 20 Jeremy Hoff 30 Bruce Bechly 5  Shane Peterson 19 Joseph Neumann 26 Cory Jahn
12 Kyle Zeliner 22 Darlene Torgerson 6  Kyle Weidemann 19  Alex Rodriguez 27  Steven Thao
12 Mike Hoppens 24 Lucas Eagon 6  Allison Elder 19 Mauricio Peterson 27  Mitchell Lown
13 Amber Lor 24 Michelle Starch 8  Tiffany Arnold 20 Cole Purdy 27  Angie Wilson
14  Linda Sherry 24 Tika Herritz 8  Travis Welch 21 Alan Iverson 29 Elizabeth Hall
9  Stephen Trussoni 21  Lance Dembraski 29  Amber Iverson
10 Thomas Rothering 21  Kelsey Neubauer 31 Benjamin Collins
10 Jason Teynor 23 Dominick 31 Dick Clements

Knight | Barry

TITLE GROUP

CERTIFID

o fo..T T %0 Stc E,Z, Z'F
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ie) Fair Housing Corner

BUILDING A
NATION OF NEIGHBORS...

“Are there high quality schools in the area?”

Key Points

« Many of the suits filed and cases that have gone to trial which
allege “racial steering” involve comments by sales associates
about schools.

« Professional testers often ask this kind of question to get a
response that they can use to show that the sales associate
attempted to influence the choice of housing.

Areas of Liability

If you make either complimentary or critical comments about
schools based on the race of the homebuyer and the racial
characteristics of the school population, you could be exposed to
charges of racial discrimination.

Actions to Take

» Provide the homebuyer only with reliable and authoritative
information, such as student-teacher ratios, expenditure per
pupil, percentage of students who go on to college, and the
number of National Merit scholars from the recent graduating
class.

* Refer the potential homebuyer to sources of
information, such as the school or the school
district's main office.

« Maintain the same type of information for each
school; never show favoritism for one school over
another.

* Never attempt to influence a housing choice with
either complimentary or negative general comments
about the school or give an estimate or opinion of
the racial, religious or ethnic composition of the
student body.

Suggested Response

“Our office does not maintain statistics regarding the
racial makeup of the student body in our market area.
To get the best answers to your questions, you should
contact either the school or the school district's main
office. Also, you might want to check with some of your
potential new neighbors about how they feel about the
schools their children attend.”

MLS Tour Boundaries

The current dividing line between
the North and the South Tour is 1-90.

Exceptions:

» Holiday Heights and Mayfair Addition
are North Tour North/South

« Burns, Bangor, Hamilton, and Monroe County Dividing Line
are North Tour is 1-90

« Washington and Barre are South Tour

« French Island is South Tour

« Dakota and Dresbach are North Tour

» La Crescent and Hokah are South Tour

Tour Information
Load Your Own Tours and Open Houses

Agents now can load their own tours and open houses
in Flex. If you have any questions, please call Ryan at
608-785-7838.

A\Y Merchants
Bank

We share your clients’
home dreams.

Finding a home that’s unique for your clients -
that's important. We're here to help them find
a financing option that makes sense.

Let’s build community together. Call today.

Tina Mueller

B.J. Hamilton
2QDODVND 2IEFHD &UHVFHQW 21ER®DODVND 2IEF

(608) 779-8222 (507) 895-9708 (608) 779-8294

Subject to approval. @
Member FDIC LENDER

merchantsbank.com
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Member News ER

That's Who We “R” Campaign

Showcase the expertise you bring as a REALTOR® by using the “That's Who We R” marketing assets developed by the National
Association of REALTORS™. Use the logo on your business cards, hang the posters in your office, or utilize the various audio
visual resources to make your marketing plan stand out.

One easy way to access the plethora of resources is through the Photofy App, available at no cost to NAR members. You

can add your own branding and then share the content through your various channels. With just a few swipes, you can set
yourself apart with your clients!

«  Logo and Design Use Resources «  Fair Housing Assets
+  Audio-Visual Resources +  The Photofy App

Security Check Reminder!

How secure are your passwords? Hackers will first try words like “password,” your company name, the software’s default
password, and other easy-to-guess choices. They'll also use programs that run through common English words and dates.
To make it harder for them to crack your system, select strong passwords — the longer, the better — that use a combination of
letters, symbols, and numbers. Change your passwords often.

State Bank

Great rate. Great experience.

Jacob Martin NMLS# 523832
VP Residential Lending

Eric Kirking NMLS# 1243663
Mortgage Loan Originator

Loans are subject to credit approval.

HOME {s) LOANS

Financial
_éveK 88A wz A% Az ,$Aze&d RA Réo
(K R A%a TAR,p AKe A RA & Z&|Z ,K v
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" Member News

Highlights from the “Profile
of Real Estate Firms”

* The typical residential firm had been operating for 16 years
(up from 14 years}, while the typical commercial firm had been
operating for 30 years (up from 23 years}.

» Firms typically generated 30% of their sales volume from past client
referrals, 30% from repeat business from past clients, 10% from
their website, and 10% through social media.

« The most common benefit that firms offered to independent
contractors, licensees, and agents was errors and omissions/
liability insurance at 42%.

» 38% of firms reported they were actively recruiting sales agents in
2021.

« Maintaining sufficient inventory, housing affordability, and
competition from nontraditional market participants were among
the biggest challenges cited for firms in the next two years.

If you want to read more, click here: https://cdn.nar.realtor/sites/
default/files/documents/2021-profile-of-real-estate firms-09-16-2021.pdf

Need a REALT®RIN?

If you have lost or misplaced your
REALTOR pin, stop by the Association
Office and we will give you a
replacement for free.

Somal Media for REALTORSFacebook

Plan on posting regularly, perhaps once a day
*  Budget the amount of time you want to spend on Facebook activities
*  Change your “Chat” status to offline when you are busy to avoid unwanted chats.

*  Engage with particular “Lists,” like your Locals, by selecting to view only their “News Feed”
when you have limited time.




We all wear many hats- | omlngb
a committee Is a'great way to be
iInvolved!

Dear Fellow Member:
As your President, | am looking forward to an exciting yeatr.

The strength of our Association comes from you. Real Estate is a constantly
changing business. Your input and special talent keeps us on the cutting edge.

Please join us and indicate your choice of Committee involvement below.
| am looking forward to working with you.

Lance Dembraski
President
La Crosse Area REALTORS® Association

| am willing to volunteer my valuable time in the following areas of interest:

Committee Application
In requesting appointment to an Association Committee | understand that any statemer
oral or written, on the Committeéfeactivities or positions taken, may be made only by
the Association President or someone who is a designee of the Association President.
agree to abide by this policy.
(check one or more of the following)

T Cultural Diversity & Housing Committeet La Crosse Speedway Event Committee

T Golf Outing Committee T Professional Standards Committee

T Governmental Affairs Committee (requirement-Member for 3 years)
T Holiday Social Committee T Recognition Committee
T Snow Bowl Committee

Name: (please print)

Please fax or email your response to: La Crosse Area REALTORS®
Association at 785742 or email membershipservices@larawebsite.com.
Thank you!















