
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Texas Real Estate Teachers Association Newsletter   

In this Issue: 

President’s Address       1 

Think 2012  2 

Real Estate Center     3 

So You Want…  4 

Myths that Muddle 5 

Attorney Commissions 6 

Memorials  7 

October 2011 
 

TRETA Annual Conference 2012 
Calling all TRETA Members! 

Please join us for the 2012 Annual Conference in Fort Worth! 

“I AM TRETA!” 

When: April 26 – April 28, 2012 

Where: Hyatt Place Fort Worth Historic Stockyards 

132 East Exchange Ave. 

Fort Worth, TX 76164 

 

Fort Worth is a great place to live and a great place to visit.  This issue of TRETA Talk will be dedicated 

to “Things to Do” that are within walking distance of the Stockyards Station and the Hyatt Hotel.  The 

Stockyards Station is where the convention will actually be held and it is next to the Hyatt Hotel.  The 

Stockyards Station exemplifies Texas by providing an exciting blend of old and new with Historic 

Walking Tours that visit the Texas Trail of Fame, The Texas Cowboy Hall of Fame and over 25 unique 

shops including a winery, art gallery and great restaurants that offer anything from ribs to enchiladas. 

     
The Stockyards area has a lot of fun activities to do at night as well.  There are numerous old time saloons 

for a quick gander or a take a seat in a saddle and sit a spell.  All are welcome.  You can get some country 

dancing in if that tickles your fancy – TRETA will be sponsoring country dance lessons if you are 

interested. 

       
Pearls Dancehall Saloon   Booger Reds Saloon   Filthy McNasty’s 
 

So come one, come all to this year’s Annual Convention in the Fort Worth Stockyards and have a hoop, 

hollering good time! 

 



 
 
 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Think 2012 
 
 

As 2011 comes to an end it is time to plan for 2012. In real estate education we tend to focus on the work 

ahead. This is as it should be. However, do not lose sight of your overall picture in life. A few things to 

keep in mind: 

 

First, work to become, not to acquire. The most successful people I know got to where they are by not 

focusing on success but rather on becoming the best they can be at what they do. Become the best and the 

success will follow naturally.  

 

Second, it’s not about us, it’s about them. “Them” refers to our students. Think of them first. Put their 

interests first. Let them know and feel that you are working hard in assisting them to reach their goals. 

 

Third, hold yourself to a higher standard. Not just law, but rather a higher ethical standard in your 

instruction. Students learn best from those they respect. A consistent set of values is best. The Golden Rule 

works! 

 

Fourth, knowledge is power. You have heard this before but it’s true. Continue your education. The real 

estate industry is always changing. The more you know the more you grow. Take classes, go to seminars, 

read and develop your knowledge because in the final analysis it is knowledge that you impart to those that 

have entrusted their real estate education to you. 

 

Fifth, develop long-term relationships. Agents that have been in the business for years are still doing 

business with the people they did business with decades ago. They are selling and re-selling to the same 

people, and their children, and their friends, and so on and on. It is the same in real estate education. 

 

Lastly, give something back to the community. Help those in need. Spend that little extra time with a 

struggling student, Share your knowledge with our newer educators and help develop their skills. Get 

involved in some sincere manner. 

 

It is so easy to lose ourselves in the day to day grind. Look at the big picture and lay the foundation for 

long-term success in real estate education and in life. May 2012 prove to be productive and joyful for you 

and yours.  

 

© 2011 Lloyd L. Hampton                         Reprinted with permission. 
 
 

Corrections: 
 

Two items need to be corrected from the last issue of TRETA Talks.  

 

1. In “New Educational Requirements” the statement concerning the first renewal of a salesperson’s 

license should be 90 classroom hours in the first two years after licensure. 

 

2. In “Revisions to the Texas Real Estate License Act” the first bullet point missed the mark! The 

change in the act makes it clear that real estate brokers and salespeople may no longer perform 

appraisals for the public unless they hold an appraiser’s license. Real estate licensees may perform 

CMAs or price opinions but not appraisals. Appraiser’s deal in market value and real estate agents 

deal with market pricing. Our thanks go out to TREC Administrator Douglas Oldmixon for this 

clarification and it’s great to know he’s reading TRETA Talk! 

 

3.  
 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

The Real Estate Center 
 
One of the most overlooked resources for real estate agents and educators in Texas is the Real Estate Center 

(The Center). This research facility is housed at Texas A&M University within the Mays business college. 

 

The Center’s website address is www.recenter.tamu.edu. Memorize this address! Make it a habit at least once 

per month to go to this site and surf around to see what’s new. The Center has articles, studies, reports, and 

presentations on any aspect of the real estate industry including residential, commercial, land, farm and ranch, 

law, taxation, and the list goes on and on! 

 

Following is a sampling on the information that may be found: 

 

RECON 

The free, twice weekly newsletter. Just enter your email address and click on subscribe. 

 

NewsTalk Texas 

An online magazine. Just click on any article of interest to catch up on the latest news! 

 

Tierra Grande 

The quarterly magazine sent to all licensees in Texas. Back issues are available. 

 

Catalog 

Articles, reports, studies, research, resources and more on hundreds of topics! 

 

The Blog 

The great minds at the Center share their knowledge, insight, and humor with us. 

 

Podcasts 

See and hear the latest news and developments in the industry. 

 

RSS Feeds 

To keep the information flowing! 

 

Market Reports 

Covering 25 major market areas in Texas with detailed analysis. 

 

Data 

Building permits, population, sales, listings, average and median prices, and more! 

 

Presentations                                                                                                                                    

Missed one of the Center’s presentations or just want to review the data presented? 

This was only a small sample. Check it out! This is sure to become one of your favorites! 

 

© 2011 Lloyd L. Hampton                                  Reprinted with permission. 
 

http://www.recenter.tamu.edu/


 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

So, You Want to Get Published? 
By Dr. Johnnie Rosenauer,  San Antonio College 

 
It has been my great fortune to be regularly published through most of my long career in higher education.  

Four books with multiple editions on three of them, and several dozen articles later, I am routinely asked 

by budding authors about how to get published. My response comes from no extensive research on the 

topic.  And it does not come from someone who is “forced” to write simply to keep employed.  The 

following ideas are based upon over three decades of writing practice and the corresponding lessons 

learned from that rather lengthy endeavor, plus considerable efforts in helping others beginning their 

writing journey.  I hope you find these insights useful in your own efforts. 

 

My first suggestion is that your writing be personal. In using this term, I mean that the idea, topic, or 

theme that you decide to write about must have a “pay off” to you.  Writing is hard work.  Make no 

mistake about that. At least it is for someone with my ordinary talents.  This is not meant to be self 

deprecating.  In truth, most of the learned colleagues that surround me in my professional life are better 

wordsmiths than I would ever hope to be.  But many of these very bright individuals are simply not willing 

to pay the price to become a published writer.  To overcome the challenges of creating something of value 

to others, select a topic that you have a strong passion about, one that means a great deal to YOU. 

 

It is important to point out that a writer cannot take suggestions for improvement too personally.  If 

someone says that your precious newborn is an “ugly baby,” it is pretty easy to take offense!   Taking 

constructive criticisms to heart can lead to defensiveness or such disappointment that the product does not 

survive first editing.   I have learned that if you seek competent, professional feedback, you should listen to 

that feedback.   There are some things that cannot be restated differently in my own writings.  But for the 

most part, it has been appropriate for me to acknowledge the editors in my life, respecting their ability and 

willingness to help me.   These people can range from talented friends with a skill for finding weak spots, 

to professional editors who work full time to make publications stronger.   

 

 For example one of my best critics is my friend Susan.   She is a south Texas transplanted New Yorker by 

way of Yale.   A most talented writer, she can take the informal, relaxed style most comfortable to me and 

whip it into a cleaner, tighter, better product.  She allows a few of what she calls “Johnnie -isms” to remain 

in the text but can seriously reshape and improve my words. Another is a bright young Grant Writer on 

Susan’s staff named Christine.  A former newspaper journalist, she can “cut to the chase” like few others 

that I know when it comes to eliminating the excess and focusing on the significant.  For example, 

Christine made 12 -15 recommendations on the first draft of this paper and I accepted most of them 

without question.    Likewise, my beautiful and talented wife Danell, can just about empty a “red pen” on 

some of my first blush writing efforts.  But nearly always the revised edition will be superior due to her 

sound criticism.  Get yourself a Susan, Christine, and a Danell in your life.  Then what the professional 

editors see will likely be much more likely to get their serious consideration for publication! 

 

 
Website Changes 

We are hoping to add a web page to treta.org where we can post news promoting publications or courses 

provided by our membership or sponsors.   As for now, TRETA has always discouraged individual self-

promotion through membership contact data.  We do see a need to be more aware of the latest available 

resources.  The web site is the logical place to do it.   Keep creating! 

Charlotte Goeters 

 

http://treta.org/


 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Myths That Muddle 

 

Over the years a number of myths concerning contracts and how they are to be handled have arisen. Check the 

following list and see if you have fallen under one of the “Myths That Muddle” In presenting these myths to 

your students make sure they understand that you are stating MYTHS and then the facts. We would hate for 

them to remember the myths and hope they remember the facts! 

 

Myth #1: Oral agreements for the sale (or leases over one year) of real estate are binding. 

Fact: The Statute of Frauds from the Texas Business and Commerce Code Chapter 26, Section 26.01 states: 

(a) A promise or agreement described in Subsection (b) of this section is not enforceable unless the 

promise or agreement, or a memorandum of it, is in writing; and signed by the person to be charged 

with the promise or agreement or by someone lawfully authorized to sign for him. 

(b) Subsection (a) of this section applies to: 

(4) a contract for the sale of real estate; 

(5) a lease of real estate for a term longer than one year; 

 

Myth #2: An offer becomes a binding contract when the last party signs. 

Fact: Notification of written acceptance must be communicated to the other side! 

 

Myth #3: Delivery of the signed contract is the only method of giving notification. 

Fact: Oral notification of written acceptance is adequate. 

 

Myth #4: Offers must be presented & negotiated one at time in the order received. 

Fact: You must present all offers unless the client has instructed otherwise in writing. 

 

Myth #5: You must negotiate only one offer at a time. 

Fact: You may negotiate as many offers simultaneously as the client chooses. 

 

Myth #6: Sellers must accept an offer that is full price with matching terms. 

Fact: Seller may counter any offer and is not required to accept any offer. 

 

Myth #7: During a negotiation you cannot open negotiation with another party. 

Fact: Until there is notification of written acceptance the seller may negotiate/accept other offers. 

 

Myth #8: Partial acceptance is binding for that part of the offer. 

Fact: If it’s not a total acceptance then it’s a rejection or counter offer. 

 

Myth #9: The agent must disclose the presence of other offers to other buyers or their agents. 

Fact: You may disclose the presence of other offers, but it is not required. TREC rules require that if you do let 

any prospective buyer know there are other offers in play you must let all the prospective buyers know. 

 

Myth #10: You should disclose the details and quality of offers to other buyers or their agents. 

Fact: You cannot disclose the details of any rejected offers, nor of any in negotiation, without permission from 

the offeror. 

 

This article is for informational purposes only and is not to be used in place of or considered as legal advice. 

Contact a competent real estate attorney with questions concerning specific situations. Mr. Hampton is a real 

estate broker, educator and consultant and is not licensed to practice law. 

 

© 2011 Lloyd L. Hampton                                              Reprinted with permission. 

 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Attorney Commissions: To pay, or not to pay… 
 
So… you have a listing and a lawyer brings you a buyer. Can you pay the lawyer a commission? The short answer is 

no. However, this has changed back and forth over the years so let’s look at the law. 

 

First, the Texas Real Estate License Act (TRELA), Section 1101.005 states: “This chapter does not apply to: (1) an 

attorney licensed in this state.” This means that a Texas attorney may provide real estate services to the public and 

charge them fees for those services without holding a real estate license. The public may pay the attorney 

compensation for such services, we cannot. Please note that until this year attorneys form any state were exempt 

from the license act but now it is only Texas attorneys! 

 

The Texas Real Estate License Act (TRELA), Section 1101.652(b)(11) makes it clear that an agent may be 

reprimanded, fined up to $5,000 and have his or her real estate license suspended or revoked when the 

licensee:“pays a commission or a fee to or divides a commission or a fee with a person other than a license holder 

or a real estate broker or salesperson licensed in another state for compensation for services as a real estate 

agent.” 

 

License holder in this law means a real estate license holder. This statement does not include an exception for 

attorneys. The license act has had this provision in it since it was first passed into law in 1949! Then around 1960 the 

act was amended to allow commissions to be paid to attorneys but then on 1989 it was changed back! 

 

We also have a Texas Supreme Court case that dealt with this issue. It is cited as Burchfield vs. Markham (294 S.W. 

2
nd

, 795, Texas Supreme, 1956). Here is a summary: 

 

Facts: 

A corporation hired a Texas attorney to locate a deep water plant site for purchase by the corporation. The attorney 

agreed that his compensation would be comprised solely of a sharing of fees with a real estate broker negotiating 

the transaction. The attorney then engaged a broker to locate an appropriate site, and the broker agreed to share his 

fee with the attorney so long as the attorney designated a licensed real estate broker to receive the fee on the 

attorney’s behalf. The broker found an appropriate site and the deal closed. The purchasers paid a commission to 

the broker. Although the attorney named another broker to receive the attorney’s portion of the fee, the original 

broker refused payment citing The Real Estate License Act’s prohibition on sharing fees with unlicensed persons. 

The attorney then sued the broker for one-half of the real estate commission received by the broker.  

 

Holding  
Although attorneys are exempt from the licensing requirements of The Real Estate License Act, the Act clearly 

prohibits a sharing of fees by real estate licensees with unlicensed persons. The agreement by the real estate broker 

to share his fee with the attorney was, therefore, unlawful and unenforceable.  

 

Sometimes a lawyer will ask that you rebate some of the commission to his or her client or to some other broker for 

the purpose of passing the funds along to the lawyer. This is also a violation as clearly established in Burchfield vs. 

Markham. 

 

Alternatively they may ask you to reduce your commission so that the buyer can afford to pay a fee to them. You 

may do so but it is not required. This may considered an interference with the contractual relationship between the 

listing broker and the seller. 

 

Keep in mind that you may share your commission with an attorney that holds an active real estate license or is a 

principal to the transaction. In these instances you may share your commission with them but it has nothing to do 

with the fact they hold a law license. You may, but are not required, to share the commission with them because they 

hold a real estate license or are a principal.  

 

Can we as real estate licensees pay a commission to an attorney? Again, the short answer is no, we cannot pay 

commissions directly or indirectly to attorneys for performing acts of brokerage.  

 

© 2011 Lloyd L. Hampton                             Reprinted with permission. 

 
 
 



Memorial - Margret “Midge” Wiedemer 
 

On Labor Day, TRETA lost a friend and its only Honorary Life Member, Margaret “Midge”  Wiedemer, who passed 

away peacefully from alzheimer’s complications at a nursing home near Mount Vernon, Virginia.  She is survived by her 

three sons, Dave, Jim and Bob, and three grandchildren, Seline, John, and Benson.  Midge was a native of Kansas City, 

Missouri.  She was a Freshman when her future husband, Jack Wiedemer was President of the Senior Class at Southwest 

High School.  She attended Kansas University for a year, then transferred to Wellesley College near Boston, 

Massachusetts, one of the “Seven Sisters” schools, the  women’s version of the Ivy League.  She earned both a Bachelors 

and then a Masters degree in Psychology in 1945 – unusual for a woman in that time and indicative of the high value she 

placed on education. She married Jack Wiedemer in 1948 – a marriage that lasted over 60 years until Jack Wiedemer 

passed away in 2009. 

 

Her TRETA Life Membership was hard earned.  Many TRETA members remember Jack Wiedemer, as a book author, as 

one of the early founders of TRETA,  as a past President, the editor and  chief author of TRETA Talk for many years, 

and as the administrator of the CREI program, which Wally Cater now carries on.   However, behind the scenes, Midge 

was actually a very key figure.  She was a tremendous help in editing Jack’s books, particularly in the early years, as he 

developed his writing skills – the royalty was always split evenly due to the work.  Her TRETA contributions were many 

and heavy.  She attended and acted as a registrar at all of the early TRETA meetings.  She helped with countless TRETA 

mail outs and letters, eventually to hundreds of members at a time.  She was always there and supportive of members  

both during the year and during TRETA conferences.  She never worried about the credit, she just did the work.  

 

The Wellelsey motto was:  “Non ministrare, sed minstere.”   Not to be ministered unto, but to minister.  She  never 

sought the limelight, but she was a quiet force.  She asked for little, but she gave much.  She will be missed.   Services  

have not yet been arranged, but they will be in Houston  at Memorial Drive Methodist Church, and most likely on a 

September Saturday. 

Memorial – Eddie Stockton 
 

Chester Edwin “Eddie” Stockton of Beaumont, a long-time broker, TRETA member and CREI, departed this life at the 

age of 56 on August 3, 2011 after a sudden illness. Eddie’s real estate sales and teaching career spanned over 30 years in 

Southeast Texas; he was President of Real Estate Education, Inc. in Beaumont and Sales & Training Manager for 

Coldwell Banker Southern Homes with offices from Northeast Houston to the Beaumont-Port Arthur-Orange area.  

 

Eddie’s colleagues and associates were quick to dub him the real estate “guru” of Southeast Texas. It was not unusual in 

a typical day for Stockton to field questions, often from competing brokers and agents, from Houston to Galveston to the 

East Texas Lakes area as the man with all the answers. Eddie’s expertise, heart for training, and desire to bring people 

together transcended company loyalties; he was respected across the region as a speaker, trainer, and/or officer for the 

many local Boards of Realtors, the Women’s Council of Realtors, as well as the Texas Assn. of Appraisal Districts, 

TAR, and Jefferson County Dispute Resolution Center. Some students travelled as far as West Texas for Stockton’s 

continuing education classes. 

  

Eddie’s brother Pat Stockton said, “Eddie was proud of every agent, young or old, their accomplishments large or small, 

and above all, their friendship and loyalty which he took very personally.” As word of Stockton’s death spread through 

the closely-knit real estate community, a Facebook group “We Love Eddie Stockton” was created and the headline made 

the local television news with articles following in the local newspapers. A memorial service was held for Stockton on 

Saturday, August 6 at Calvary Baptist Church in Beaumont which was attended by hundreds of friends, students, and 

colleagues from across Texas. When asked by the officiant, most in attendance stood in recognition of having been one 

of Eddie’s students in recent or not-so-recent years. 

 

Outside of the office or classroom, Eddie was first and foremost a family man. Known to family as “Big Ed,” “Fast 

Eddie,” “Unkie,” or “Pop Pop,” Eddie is fondly remembered for his great love, compassion, sense of humor and playful 

nature. Eddie is survived by his companion of many years Vickie Jones Stockton; daughters Britney Maxfield, Ashley 

Vazquez, and Kelsey Powell along with his four, adored grandchildren Alexa, Anna, Gavin and Westin; brother Pat 

Stockton and his wife Susan; sister-in-law Cathie Weatherly; nieces and nephews Amy Comeaux, Patrick Stockton, 

Amber Simmons, Jake Stockton, Courtnay Stockton, Bart Stockton, and Ben Stockton. He was preceded in death by his 

parents Nolan “Buddy” & Betty Stockton and his brother Larry Stockton. Memorial contributions may be made to St. 

Jude Children’s Research Hospital, P.O. Box 1000, Dept. 142, Memphis, TN 38148. 
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Keep Up to Date 
 

The real estate industry is always changing. New laws, 

rules, Code of Ethics, business models and advancing 

technology are just a few of the areas in which a 

professional educator must stay current. To that end, 

here are a few great resources for you to stay up to 

speed on the latest developments: 

 

Texas Real Estate Commission: www.trec.state.tx.us 

This is a website you should check out once a month. 

For example, TREC has posted a series of FAQs 

sorted by topic. Residential, commercial, property 

management, contracts, rules and law are just a few of 

the issues covered here. TREC Advisor, the bi-

monthly newsletter is posted here along with previous 

issues. Forms, copies of the Texas Real Estate License 

Act, TREC rules, news items and much more are 

available.  
 

The Real Estate Center: www.recenter.tamu.edu 

The Real Estate Center is housed at Texas A&M 

University. The resources found here are too 

numerous to count. Reports, research, studies, 

technical publications, data, booklets and so much 

more! This site you should also browse about once per 

month. All the publications posted here may be 

downloaded at no charge. 

 

The Texas Legislature Online: www.capitol.state.tx.us 

Ninety percent of real estate law is based upon state 

law. You can access and print any Texas law off this 

website at no charge.  

 

The Houston, Texas and National 

Associations of Realtors. 

www.realtor.com 

www.texasrealtors.com 

www.har.com 

For members of the Realtor Association these sites are 

invaluable. ZipForm software for contracts, Sentry 

software for telemarketing, legal resources, marketing 

ideas, publications, business information, the latest 

trends just to name a few. 

 

As educators we must stay current. You can better 

serve your students in a professional and informed 

manner. We live in the information age. Embrace it 

and share your knowledge to the benefit of all! 

 

© 2011 Lloyd L. Hampton Reprinted with permission. 
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