Connecticut Real Estate Salespersons and Brokers
Mandatory Continuing Education Courses
2006-2008 Cycle

EFFECTIVE September 6, 2006
All real estate licensees are required to take 12 hours of continuing education every two years.  For the CE cycle ending May 31, 2008 for salespersons and March 31, 2008 for brokers, 6 of the 12 hours must be taken in two mandatory courses, which are outlined below.
Schools are required to develop the two mandatory courses based on this outline.
All topics must be covered thoroughly.  Case study discussion can and should be supplemented with other appropriate examples.  Schools are encouraged to be creative in the development and delivery of courses, using the topic summaries and discussion as a guide.    
CURRENT ISSUES IN REAL ESTATE I (3 HOURS)
1.  Broker/Salesperson Relationship
· SUMMARY
· Only a broker can enter into a real estate transaction for a client.  Salespersons work on behalf of brokers.  Salespersons can not engage in the real estate business independent of the broker they work for.  Statute Section 20-311.
· A compensation rebate or referral fee can be given to a licensed broker or to a salesperson through her/his broker, but not to an unlicensed person engaging in the real estate business.  Regulation Section 20-328-8a (e).  Engaging in the real estate business means acting for another and for a fee.  Statute Section 20-311(3).
· A compensation rebate can be given to an unlicensed buyer or seller in a transaction, as long as the buyer or seller was not engaging in the real estate business in the transaction. Regulation Section 20-328-8a (e). 
· A referral fee can be paid to a broker licensed in another state.  Regulation Section 20-328-8a (e) and Commission Policy on Referral Fees.
· In a cooperative real estate transaction, compensation can only be offered to a broker (can not be offered to a salesperson without consent of broker).  Regulation Section 20-328-8a (g).  

· Salespersons must pay over any compensation received in a real estate transaction to the broker.  Regulation Section 20-328-8a (f).  
· When a salesperson changes broker affiliation, the salesperson must turn over all records obtained during the affiliation, and the previous broker must give the salesperson a written accounting of all transactions in which the salesperson was involved, outlining compensation that will be paid the salesperson.  Regulation Section 20-328-10a.
· CASE STUDY DISCUSSIONS
· Broker entered into a buyer agency agreement with Buyer.  Broker agrees to seek compensation through an MLS commission split from the seller’s broker.  Can Broker rebate a portion of the commission split to Buyer?  
· Yes; only restriction against sharing a portion of compensation is with an unlicensed person engaging in the real estate business.  
· Broker entered into a listing agreement with Seller.  Joe, a salesperson licensed in New York but not Connecticut, introduces Buyer to Broker.  Can Broker pay Joe a referral fee?
· Yes, referral fees are allowed as long as the person is licensed in either Connecticut or another state.  Note however that a referral fee can not be paid directly to a salesperson, but must be paid through the salesperson’s employing broker.
· Salesperson originally worked for Broker A, but is now changing affiliation and will be working for Broker B.  While working for Broker A, Salesperson had listed Seller’s property.  Can Salesperson take Seller’s listing to Broker B? 
· No, only brokers can enter into agency agreements, so Seller’s listing agreement is with Broker A, not Salesperson.  Broker A must give Salesperson a written outline of compensation that will be paid to Salesperson from pending transactions.
2.  Agency Representation
· SUMMARY
· Agency agreements must be in writing with a broker.  A written agency agreement creates a client-principal agency relationship.

· Salespersons working for a broker represent the clients of the broker.

· Agency disclosure is given to an unrepresented party (either buyer or seller that is unrepresented).  Agency disclosure notifies an unrepresented person of the fact that they are unrepresented; it does not create an agency relationship.  Statute Section 20-325d.
· Agency should be the first thing discussed with any prospective client. This includes discussing agency with prospective sellers at the first face-to-face meeting.

· Fiduciary duties are owed to a client.  A client is the person that has signed the written agency agreement (not agency disclosure).

· Personal information regarding a client and the client’s motivation to sell must be kept confidential.

· Limited service companies are legitimate business models and represent their client as an agent.  
· Dual agency/designated agency.  A brokerage firm representing both a buyer and seller (or landlord and tenant) must get both parties informed consent and permission to proceed with transactional representation.  This can be done in one of two ways.  Dual Agency Consent Agreement informs both parties that the brokerage firm and all salespersons working for the brokerage firm represents both parties and that there may be a conflict of interest.  Dual Agency/Designated Agency Disclosure Notice and Consent Agreement informs both parties that the brokerage firm is a dual agent and represents both parties, but then assigns separate salespersons to be the sole agent of each party.  
· CASE STUDY DISCUSSION
· Broker entered into a listing agreement with Seller.  Buyer views Seller’s property at an open house, and is not represented by another real estate agent.  Does Broker represent Buyer?  
· No, Broker would represent Buyer only if they enter into a signed buyer agency agreement.  
· Does Buyer have to be represented?  
· No, Broker can proceed in this transaction by representing Seller and working with Buyer as a customer.  
· Does Broker have to give any document to Buyer?  
· Yes, only required document at this point is an Agency Disclosure Notice, notifying Buyer that Broker represents Seller.
· ***INSTRUCTOR SHOULD BRING COPY OF AGENCY DISCLOSURE NOTICE TO CLASS AND DISCUSS WITH STUDENTS***
· What if Buyer wants to be represented by Broker?
· Broker must get consent of Seller and Buyer to dual agency or designated agency and must then enter into an agency agreement with Buyer.

· ***INSTRUCTOR SHOULD BRING COPIES OF DUAL AGENCY CANSENT AGREEMENT AND DUAL AGENCY/DESIGNATED AGENCY DISCLOSURE NOTICE AND CONSENT AGREEMENT TO CLASS AND DISCUSS WITH STUDENTS***
3.  Misrepresentation/Nondisclosure 

· SUMMARY
· An agent must disclose all material facts in a real estate transaction.  Regulation Section 20-328-5a (a).
· A material fact is a fact that is sufficiently significant to influence an individual into acting in a certain way, such as entering into a real estate contract. 
· An agent can be liable for:  
· fraudulent or intentional misrepresentation - intentionally making a false statement.
· negligent misrepresentation - unintentionally making a false statement, if the agent failed to use reasonable care in obtaining the information.
· innocent misrepresentation - unknowingly making a false statement.
· nondisclosure or concealment – not disclosing a defect that the agent is aware of.
Common law duties of disclosure.
· The Real Estate Commission can suspend or revoke a license for misrepresentation/nondisclosure.  Statute Section 20-320.  
· Facts related to whether a death or felony occurred on property, or whether a property occupant ever had a disease listed by the Public Health Commissioner, is not considered to be material and not required to be disclosed unless specifically asked for in writing).  Statute Sections 20-329 cc – gg.
· CASE STUDY DISCUSSION
· Salesperson works for Broker, who has entered into a listing agreement with Seller.  Seller tells Salesperson that neighbors are claiming an easement to cross Seller’s property to get to the beach.  Nothing is written about this claim in the Property Condition Disclosure report and neither Salesperson nor Seller tells Buyer.    Buyer views and purchases the property in the winter.  Come summer, numerous neighbors walk across the property.  Does Buyer have any recourse against Salesperson?
· Yes, an easement and even a claim of an easement would be considered a material fact. Salesperson has violated the state licensing law and common law by failing to disclose this fact. 
· Salesperson works for Broker, who has entered into a listing agreement with Seller.  Seller tells Salesperson that she is selling because the house was broken into numerous times and she was robbed.  Neither Seller nor Salesperson disclosed this fact to Buyer.  After Buyer purchases the property, a violent robbery occurs.  Does Buyer have any recourse against Salesperson?
· No, a fact related to a felony occurring on the property is not considered a material fact by law, and therefore does not need to be disclosed. Note that such a fact would need to be disclosed if Buyer had inquired about it in writing.
4.  Advertising  

· SUMMARY
· Advertising includes all communication meant to solicit the real estate business of the public, including online communication.  

· All advertisements must include the name of the broker.  Salespersons and/or teams of salespersons can not advertise listed property only in their name.  

· A broker must obtain permission to advertise property listed with another broker.  Advertising of real estate listed with another broker must state that the real estate is not listed with the advertised broker.
· When a broker advertises another broker’s listings on the Internet, the listings must be updated at least every 72 hours.

· Advertising on the internet must contain, on every page, the salespersons name, the broker’s name, the brokerage office address, all states where the licensee is licensed, last date that the property information was updated.  
Regulation Section 20-328-5a.
· CASE STUDY DISCUSSION
· For discussion on this topic, we encourage instructors to use specific examples of hard copy advertising and online web pages that have been found in newspapers and websites.  Share the advertising with the class, and inquire as to whether the name of the broker is included; if property being listed with another broker is advertised, inquire as to whether the ad states that the real estate is not listed with advertising broker.  For online web pages, inquire as to whether the salespersons name, brokers name, brokerage office addresses, licensing states, and update information are listed.  ***INSTRUCTOR SHOULD BRING ADVERTISING EXAMPLES TO CLASS***
5. Broker Lien Rights
· SUMMARY
· A real estate broker can file a lien on property for compensation owed in connection with a real estate transaction (residential or commercial).  Statute Section Sections 20-325 a (b) – (r). 
· To lien, the broker must have a written agency agreement and be owed compensation with no contingencies (except closing).
· A broker’s authorized agent can sign and file the lien on behalf of the broker.  Salespersons can not claim a lien, without broker authorization. 
· Liens are to be recorded in the town land records where the property is located.
· If broker represents a seller, the lien must be recorded before the closing.
· If broker represents a landlord, the lien must be recorded prior to the lease signing, or if the broker was not aware of the signing date then within 30 days after the tenant takes possession.  
· If broker represents a buyer or tenant, the lien must be recorded within 30 days of closing or lease signing.
· Broker must give the owner(s) of the property and the prospective buyer(s) or tenant(s) a notice of intent to claim a lien a minimum of three days before conveyance or lease and (2) prior to recording the lien.  The statute specifies by how and by whom notice is to be served.
· To enforce the lien, broker must sue in superior court within one year of recording the lien.  
· CASE STUDY DISCUSSION
· Ask the class to comment on the following scenario.  Salesperson represents Seller.  On the day of the closing, Seller withholds commission owed.  The next day, Salesperson files a broker’s lien against property that Seller sold. 
· Salesperson can not claim a lien, without Salesperson’s broker’s approval.  Broker must give Seller notice of intent to claim lien before recording a lien.  Lien again commission owed by Seller must have be recorded before closing, not after closing when Seller no longer owns the property.  
CURRENT ISSUES IN REAL ESTATE II (3 HOURS)
 
6.  Fair Housing
· SUMMARY
· It is ILLEGAL for a real estate licensee acting in the real estate business to discriminate against a person on the basis of a protected category.

· Combined federal and state protected categories are:
· Race, creed, color, national origin, ancestry, sex, marital status, age, lawful source of income, familial status, physical disability, mental disability, learning disability, and sexual orientation
· Refusing to represent, sell, or lease based on the fact of a person’s protected category would be discrimination.  
· Discrimination against a person with a protected physical, mental, or learning disability includes refusing to permit the person to make reasonable modifications at the person’s expenses and/or refusing to make reasonable accommodations in rules.  
· A real estate licensee can not participate in a client’s discrimination; in other words, a licensee can not follow the direction of a client that intends to discrimination against a person based a protected classification.

Connecticut fair housing law can be found at Chapter 814c of the Connecticut General Statutes.
· CASE STUDY DISCUSSION
· Salesperson works for Broker, who has entered into listing agreement with Seller.  Buyer, who is from the Middle East, views Seller’s property with her agent; Buyer’s agent calls Salesperson and states in a voice mail message that Buyer would like to make an offer.  Seller instructs Salesperson to correspond with Buyer or Buyer’s agent.  Salesperson does not return numerous calls from Buyer’s agent.  Eventually, the property is sold to a family from China.  Does this fact pattern indicate any fair housing violations?
· If Seller and Salesperson refuse to correspond with Buyer and Buyer’s agent due to the fact that Buyer is from the Middle East, they have both discriminated against Buyer on the basis of national origin and have violated fair housing law.  Upon hearing Seller’s instructions, Salesperson should have informed Seller that it is illegal to discriminate on the basis of national origin and that Salesperson could not participate in such discrimination.
· Landlord has a “no pet” policy for his apartment building.  Landlord refuses to rent to Tenant, whose young daughter is blind and has a seeing-eye guide dog.  Does this fact pattern indicate any fair housing violations?
· If the reason that Landlord refuses to rent to Tenant is related to the dog, Landlord has discriminated against Tenant on the basis of a physical disability.  Disability may be related to someone living with Tenant, not Tenant alone.  Refusing to make a reasonable accommodation to the “no pet” rule to allow a seeing-eye guide dog would constitute discrimination.

7.  Offers and Contracts
· SUMMARY
· A listing broker is obligated to present all offers to a seller as quickly as possible.  
· Buyer agents have the right to be present when their offer is presented to a seller.

· Contract addendums must be executed to be enforceable.
· An agent can be liable for what they write - the more creative you are, the more liability you incur for yourself and your client

· Use pre-printed contracts for their intended purposes only.

· Be clear about including
· Identification of the parties

· Identification of the property

· Dates; are they “on or about” or exact

· Contingencies

· Agents should not be writing
· Complex contingencies

· Option agreements

· Hold harmless agreements

· CASE STUDY DISCUSSION
· Broker enters into a listing agreement with Seller.  Multiple buyers view the property and are interested.  One buyer makes an offer.  Given that Broker anticipates that other buyers will make offers with the next view days, Can Broker hold the first offer until others can be presented to Seller simultaneously.   
·   No, an offer needs to be presented to Seller as quickly as possible.  Unless Seller has advised Broker to hold offers, Broker should immediately notify Seller of the offer and present it.

· Review a pre-printed contract with addendums.  Highlight to students information that must be filled in to make the contract addendum complete.  ***INSTRUCTOR SHOULD PROVIDE CONTRACT FORMS IN CLASS FOR STUDENTS TO REVIEW***
8.  Deposits
· SUMMARY

· A broker must keep deposit money in a separate escrow account.  Statute Section Sections 20-324k.
· The deposit money must be placed in the account with 3 banking days of the signing of the purchase and sale contract.
· The escrow account must be an interest bearing account, with interest being paid to the Connecticut Housing Finance Authority (unless a separate interest bearing account is set up for a client). Statute Section 8-365f.
· If escrow money is in dispute, the broker should deposit the money with the superior court. 
· CASE STUDY DISCUSSION
· Buyer and Seller sign purchase and sale contract.  Buyer deposits down payment money with Broker, who places the money in a brokerage escrow account.  After a home inspection on the property to be purchased, Buyer contends that there are structural problems with the property and therefore a contingency clause allows Buyer to terminate the contract.  Buyer requests that Broker return the deposit money.  Seller disagrees that there are any structural defects and views the contract as being in effect.  Seller requests that Broker pays the deposit money to him, per the liquidated damages clause in the contract.  Who should Broker give the deposit money to?  Does it matter who the Broker represents?
· It does not matter who the Broker represents.  The Broker should not give the deposit money to either party.  When the deposit money is in dispute, the Broker should deposit the money with the superior court and let the court make the determination as to who it belongs to.     
9.  RESPA
· SUMMARY
· RESPA stands for Real Estate Settlements Procedures Act, which is a federal law enforced by Department of Housing and Urban Development.  12 United States Code 2607.
· RESPA prohibits a real estate licenses from receiving a fee or other kickback for referring business to a real estate settlement service provider (“SSP”), such as a mortgage lender, title insurance company, home inspector, etc.).

· RESPA does allow a real estate licensee to receive a fee from an SSP as compensation for actual services performed or goods provided by the licensee.  The fee must be a flat fee, not percentage and not based on the success of a transaction.  The amount of the fee paid must not exceed to the market value of the services or goods provided.  
· A real estate licensee can receive money from an affiliated business owned by the licensee, as long as the money is related to the return earned from owning the business.  The licensee must also disclose to clients that there is an affiliation between the licensee and the business, and must not require that clients use the affiliate business.
· RESPA does allow SSPs to provide licensees with normal promotional or educational material.
· CASE STUDY DISCUSSION
· An attorney has season tickets to UConn basketball.  Can the attorney give a pair of tickets to a real estate agent that has referred business to the attorney in the past?
· No, this would be viewed as a kickback.
· A mortgage broker rents out desk space from a real estate brokerage firm.  The rent is based on the number of mortgage loans made from transactions generated by the brokerage firm.  Is this allowable?
· No, the brokerage firm can only receive a flat fee from the mortgage broker  that reflects that market value of the desk space.
· Can a real estate agent accept notepads to distribute to clients from a home inspector?

· Only if the notepads have the name of the home inspector on them and are meant to promote the business of the home inspector.

· A title insurance company sponsors a two-hour educational event at Foxwoods Casino, where the company pays all the costs related to invited real estate agents attending for three days.  Is this allowable?
· The title insurance company can provide educational offerings to real estate agents, but given that only two hours of the event is dedicated to education and the remainder is presumably recreational in nature, it would be a RESPA violation.
· Can a mortgage lender provide coffee and donuts at a real estate agent’s open house? 
· Only if the mortgage lender puts out a sign indicating that the food was from the lender and also puts out brochures or other material marketing the lender.
· A real estate broker owns an interest in a title insurance company.  Can the broker share in the profits of the company?
· Yes, as long as the broker discloses the ownership relationship to all real estate clients, does not require clients to use the title insurance company, and the profit share is based on the return from the business. 
10.  Electronic Signatures
· SUMMARY

· Electronic Records and Signature in Global Commerce Act (E-sign).

· Connecticut Uniform Electronic Transactions Act (CUETA).

· Applies to all forms of electronic contracting: including faxes and emails.

· Listing agreements, buyer representation agreements, leases in excess of one year and purchase contracts must be signed to be valid.

· “electronic signature” = an “electronic sound, symbol, or process, attached to or logically associated by a person with the intent to sign the record.” 

· The statement that “the parties agree to be bound by their faxed signatures” does not meet requirements for consumer transactions. 

·  Unless otherwise expressly provided for in the electronic record or agreed upon between the sender and recipient, the electronic record is deemed to be sent from the sender’s “place of business” and to be received at the recipient’s “place of business.”  If the sender or the recipient do not have a “place of business,” then the sender or recipient’s residence is considered to be the “place of business.”

· Consumers who are asked to contract electronically must be provided with a notice.  As you might imagine, the notice must meet certain requirements.  These are: 1) consumers affirmatively consent to the use of electronic records; 2) consumers receive a “clear and conspicuous” statement informing them of the right to receive records in paper or in non-electronic form, the right to withdraw consent regarding electronic transactions, and the process for requesting paper records; 3) consumers receive a statement of the “hardware and software requirements” for access to and retention of electronic records; and 4) consumers consent electronically in a manner that “reasonably demonstrates” that they can access the information.

· CASE STUDY DISCUSSION

· Buyer's Agent faxes an offer on a contract form. The contract form does not contain the required notices. Seller's Agent faxes the offer to Seller at the business center of the hotel where Seller is staying as Seller is on a business trip. Seller signs the offer and faxes it back to Seller's Agent. Seller's Agent delivers the fax received from Seller to Buyer's Agent personally. Later, Seller receives another, higher offer. Does Seller have the ability to claim that the first offer was not signed?

· Issues to be discussed: lack of notices required to have an electronic signature in a "consumer transaction." Was this a "consumer transaction"? Fax to business center of the hotel. Was this faxed to Seller's "place of business"? Delivery to Buyer. Delivery of faxed copy does not suffice if the fax was not properly executed at the start. Failure of the contract if it was not properly signed. Seller may very well be able to claim that her signature was not a proper electronic signature and therefore the contract was never signed meaning that there was no contract.

11.  Commercial Real Estate
· SUMMARY
· The real estate licensing laws, in general, apply to both residential and commercial real estate transactions.  There are a handful of differences between brokerage practices, when commercial real estate is involved, which needs to be discussed.   
· The statutory definition of a “commercial real estate transaction” is “any transaction involving the sale, exchange, lease or sublease of real property other than real property containing any building or structure occupied or intended to be occupied by no more than four families or a single building lot to be used for family or household purposes.”  Statute Sections 20-311(9).
· Working with out of state brokers and salespersons.  In general, a broker can not share compensation with a person not licensed in Connecticut.  However, compensation in a commercial real estate transaction can now be shared with a real estate broker licensed in another state, if the out-of-state broker works in cooperation with a Connecticut licensed broker.   The law requires that:
· the two brokers enter into a written cooperation agreement that outlines the compensation to be paid between the two and contains a statement that the out-of-state broker and its agents will comply with the laws of the State of Connecticut; 
· the out-of state broker must provide proof of licensure;
· the out-of-state broker must abide by Connecticut escrow laws; and
· any advertising of Connecticut property by the out-of-state broker must include the name of the cooperating Connecticut broker.  
Statute Sections 325l329 cc – gg. 
· In-state shared brokerage commissions.   A CIE (Commercial Information Exchange) does not constitute any offer to share compensation.   Shared compensation agreements must be in writing and negotiated between brokers.  
· Commercial lease commission rights.  A broker can protect a future commercial lease commissions by recording a Notice of Commission Rights in the land records the town where the leased property is located.   This will be binding on future owners of the property.    The notice must be recorded within thirty (30) days the lease signing and must state that the broker has a listing agreement providing for renewal commissions.  Statute Section 20-325k. 
· Timing of agency disclosure.    The requirement for agency disclosure applies to commercial real estate transactions just as it does to residential transactions.  An unrepresented party must be given an agency disclosure notice at the beginning of the first personal meeting with the unrepresented party.  Statute Section 20-325d.
· The form may be given to any employee of an entity and need not be presented to an officer, manager or LLC member. Once provided, it need not be given to every subsequent officer, member or employee of an entity.

· Signatures of listing agreements.   In order to create an enforceable compensation agreement, the agreement must be in writing and include 1) the signature of the party responsible for paying the brokerage commission (note: in a commercial real estate transaction, this party need not be record owner of the property), 2) a termination date; 3) the compensation arrangement, and 4) a notice of broker lien rights. 

· Confirm identity of person signing agreement.  If an agreement is to be executed by a corporation or other legal entity, the broker should confirm that the person signing the agreement has the power to bind the entity. 
 CASE STUDY DISCUSSION
· Commercial Owner wishes to enter into an agency relationship with Broker.  Who signs the listing agreement on behalf of the tenant?
· Broker should confirm that the person signing the listing agreement has the authority to bind Commercial Owner.  If Commercial Owner is a corporation, this is typically a corporate officer, whose title should be stated as part of the signature format. 
· Broker contacts Tenant on behalf of Commercial Owner to inquire about leasing commercial office space.  What must Broker do?

· At the beginning of the first meeting with Tenant, Broker must provide Tenant with an agency disclosure notice, notifying Tenant that Broker represents Commercial Owner.
· Out-of-State Broker contacts Broker about finding commercial property in Connecticut to lease for Out-of-State Tenant.   Can Broker agree to compensate Out-of-State Broker if a transaction is successful?

· Yes, as long as the two brokers enter into a written cooperation agreement that outlines compensation to be paid and that Out-of-State Broker will comply with Connecticut laws.  Broker must also obtain proof that Out-of-State broker is licensed and Out-of-State Broker must hold all monies involved in a transaction in escrow according to Connecticut laws.

12. Legislative and Court Case Update
The course must discuss recent legislation and court cases affecting the practice of real estate in Connecticut.  Over the two year cycle, this material must be kept up to date.
· SUMMARY
· Records Retention.  Real estate brokers are now required to hold records for seven years, including contracts, agency agreements and disclosures, and escrow and trust account checks and bank statements.  Seven years starts from the later of the time that:  (1) the real estate transaction closes, (2) funds held in escrow are disbursed, or (3) the agency agreement expires.  Retention can be in electronic format as long as a copy in paper can be made.  (Reference:  P.A. 06-12, effective October 1, 2006). 
· Eminent Domain.  The United States Supreme Court ruled that private property can be taken for economic development purposes and given to a private developer, even if the property is not blighted.  The Court held that the general benefit a community enjoys from economic growth is a permissible "public use" under the Takings Clause of the Fifth Amendment of the U.S. Constitution.  Kelo v. City of New London, 125 S. Ct. 2655 (2005).  The Connecticut legislature and many local municipalities are debating whether to restrict this type of takings in their jurisdictions.
· OTHER.  Law updates are provided twice a year the Connecticut Real Estate Instructors Seminar.  It is important to incorporate up-to-date changes and trends that licensees need to be aware of. 
· CASE STUDY DISCUSSION
· Broker enters into buyer agency agreement with Buyer.  Buyer never buys any property and agency agreement expires.  Does Broker need to keep a record of the agency agreement?
· Yes, for seven years from the time the agreement expired.
· If Connecticut or another state enacted a law that disallowed takings of private property for private development, which would take precedent, the U.S. Supreme Court’s interpretation of the U.S. Constitution or the state law?
· A state can enact laws that give greater rights to its citizens, so the state law would prevail. A state could not enact a law that would take away a constitutional right.

Compiled by Katherine A. Pancak, Center for Real Estate and Urban Economic Studies, University of Connecticut.

Special thanks to Linda St. Peter, CCIM, for contribution to the Commercial Real Estate Section and Eugene Marconi, Connecticut Association of Realtors®, Inc. for contribution to the Electronic Signatures section.  

Thanks to helpful reviews and suggestions from Christopher Ashe, Bruce Cagenello,

Terry Hastings, Robert Kennedy, Bunny Kyle, Laureen Rubino, Lana Ogrodnick, and John Sable.
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