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1996 Renewal Time Approaches

In September, all persons holding a
Real Estate Broker or Salesperson
license will receive a renewal notice

along with a partially completed renewal {-

form for use in renewing their license for
1996, In order to receive this mailing

. without delay, please refer to the address |

on the back of your issue of this
“Commission Comment”. This is the
address which will be used to mail youor
renewal materials. If this is incorrect or
will be changing before early September,
please submit your change of address, in
writing, to the Real Estate Commission
as soon as possible. The Post Office must
also have the names of all persons
receiving mail at that address.

Renewal Application materials for

salespersons and brokers, along with the
proper fees and, if needed, proof of con-
tinuing education and errors and omis-
sions insurance, must be received in the

Office of the Nebraska Real Fstate

Commission, 1200 ‘N’ Street, Suite 402,
P.O. Box 94667, Lincoln, NE 68509, by

no later than 5:00 PM. (CST)
Thursday, November 30, 1995.
NO RENEWALS WILL BE

ACCEPTED UNLESS THEY ARE

ON THE COMPUTER PREPARED
FORMS WHICH HAVE BEEN SUP-
PLIED, AND ARE FILLED OUT
COMPLETELY AND SIGNED BY
THE LICENSEE. '

Any salesperson or broker who fails
to file an application for the frenewal of a
license and. pay the renewal fee by the
November 30 date, as provided in the
Nebraska Real Estate License Act, may
" file a late renewal application with ail

required information included and must:

pay, in addition to the renewal fee, the
sum of twenty-five dollars for each
month, or fraction thereof, beginning
with the first day of December; Provided

that such late application is filed before
July 1 of the ensuing year, i.e. by 5:00

P.M. (CDT) June 30, 1996.

Every individual licensee is responsi-

ble for the renewal of his or her own |

license. However, some firms have a
practice of holding renewals until they
have collected all the renewals of the
licensees with the firm and then submit-
ting them to the Commission all togeth-
er. There are two general approaches to
this “bundling” practice. One, all

renewals for the firm are collected, with

individual checks attached to each
renewal, and then all renewals for the
firm are sent, under one cover, to our
Office. Two, all renewals for the firm are

.collected with the firm writing one check

to cover the total amount needed to
renew all licensees in the “bundle” and
then they are sent, under one cover, to
our Office. Both practices can cause sit-
uations to occur where late penalty fees
can accrue, if the “bundled” renewals are

not sent considerably early, to allow for

the review and processing to take place
prior to November 30.

" In the first scenario, the licensee may
have turned his/her renewal and check
into the firm a month or more in advance,
The “bundle” arrives at the Commission
Office a day or two before the deadline
In processing, it is found that questions

" have not been answered; the form is

unsigned; proof of continuing education
or errors and omissions insurance is
needed; and/or an individual licensee’s
check is not correct. The individual

" licensee will owe a late penalty fee if the

correction cannot be made prior to
November 30 at 5:00 P.M.

In the second scenario, the licensee
had turned his/her check and form into
the firm a month or more in advance and
the “bundle” arrives at our Office on or
close to the deadline. Again, the review

- process finds that an individual applica-
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tion, or more than one, is incomplete or
proof of continuing education or errors
.and omissions insurance is needed. This
time, however, if the correction cannot
be made by the deadline, all renewal
applications covered by the single check
are late and the late penalty fee accrues
to all the renewal applications.

The processing of renewal applica-
tions, as the volume of renewals received
increases near the deadline, can be as
long as a week to ten days. This being the
case, the refurn of the individual applica-

“tion or “bundled” applications, by mail,

in and of itself, will cause Lite penalties

to occur. Therefore, we encourage each -
of you, and those of you who “bundle”, -
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The Nebraska Real Estate Commission often-

- solicits articles from outside experts or reprints

articles with permission. While we feel that these

articles may offer a broader perspective and will be

of interest to the reader, it should be remembered

that the views expressed are those of the author and
not necessarily those of the Commission.
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From the

DIRECTOR’S DESK

LICENSE MANUAL MAILED

- All current licensees should have received.the new Nebraska
License Manual sometime during the first or second week of
August. It was mailed to each licensee at the mailing addréss on
record with our office. The Manual will also be provided to each
new licensee at the same time as their license is issued. Second

_or subsequent copies for licensees and copies for non-licensees -
are available for $10.00 each. Anyone interested in purchasing
a copy should send a $10.00 check (Please do not send cash!)
made payable to the Nebraska Real Estate Commission with a
written request for the Nebraska License Manual.

All licensees and those purchasing the Manual, will be sent

'updates, when applicable, so that your Manual can be kept cur-
rent as the Statutes, Rules and Regulations, etc. are changed.

The' Manual should be a useful reference tool and, after

q becommg familiar with it’s contents, become a qulck and easy

reference to use in answenng questlons : '

RENEWAL TIME APPROACHES

Please take time to review the article dealin g _with the renew-
al of your license for 1996. We will be mailing the renewal doc-
uments in September. When you receive them, please review
themn carefully and make sure all information requested is pro-
vided & correct, the amount of your check is correct and that
‘you meet the deadlines set out.

I. would encourage you to renew early so that, if by chance
something is wrong with the renewal it can be returned to you.
and you will be able to return it to the Commission without
having to pay a late penalty fee or worse, be w1thout a license
on January 1, 1996 :

Uncertainty About Unrepresented

There seems to be either some uncertainty or confusion with
regard to providing the list of tasks to a customer. The Agency
Relationships Statute requires, in Sections 76-2421(3) & (4),
 that a licensee acting as an agent or subagent of a client give an
unrepresénted customer, ie. person not represented by a

(Continued on page 3)
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( Continued from page 2} _
licensee, a list of tasks the agent intends to perform with the

-customer. These sections also require a statement be given tothe

unrepresented customer indicating who the licensee represents,
i.e. their client. Guidelines from the Commission indicated that
brokers may place the tasks in the “Brokerage Relationships”
pamphlet. If you did not, then these must be given to an unrep-
resented customer as a separate written document.

Resident and Non-Resident Fees Equalized

For many years, the original and renewal license fees for non- -

resident licensees have been double that of resident licensees.

With this renewal cycle the fees will become equal. Those non- |

resident licensees who renew for 1996 will be charged the same
renewal fee as resident licensees, i.e. $75.00 for salespersons

and $100.00 for brokers. For any original license issued to a

non-resident on or after January 1, 1996, the license fee will
also be $75.00 for salespersons and $100.00 for brokers. These
- new fees are effective with 1996 licenses. Any licenses issued to

non-residents between now and December 31, 1995 will be

$150.00 for salespersons and $200.00 for brokers.

et

" Les Tyrrell, Director Nebraska Real Estate Commission

f Continued from page 1)

to mail your renewals early and not wait
until the last minute. ‘ '
It should also be pointed out that the

‘License Act provides that the issuance of

an insufficient funds check may be
grounds for denial or revocation of a
license - this includes the renewal of a
license.

REMEMBER:

LICENSE RENEWAL FEES
CANNOT BE COMBINED WITH
TRANSFER FEES OR EXAMINA-
TION FEES. PLEASE SEND SUCH
REQUESTS AND THE APPROPRI-
ATE FEE UNDER SEPARATE
COVER.
 RENEW EARLY! MAKE SURE
THAT THE APPLICATION IS
COMPLETED FULLY  AND
SIGNED. MAKE SURE YOUR .
CHECK IS ENCLOSED AND IN

|- THE CORRECT AMOUNT. IF
ACTIVE, DO NOT FORGET

ABOUT THE ERRORS &
OMISSIONS INSURANCE AND

- CONTINUING EDUCATION.

Offermg Brokerage Servnces Under
The Limited Agency Law

Licensees can spend a significant

- amount of time trying to recruit new
clients. Whether you are trying to obtain

a listing or you want to represent a buyer,
you are offering a brokerage service.
-Under the definitions of broker, associate

- broker, and salesperson in the Real
Estate License Act, your recruitment |

activities require a license and the new
Limited Agency Law applies to your
activities.

The practical question is what disclo-
sures must you make under the Limited
Agency Law when you are offering
brokerage services. Section 76-2421
requires, at the earliest practicable

opportunity durmg or following the first

substantial contact with a seller or buyer, -

that you 1) provide the person a copy of
the Commission disclosure pamphlet and
2) disclose in writing the brokerage
relationship you are offering or the party

- you are representing. When you- are

trying to sell your services, in most
instances, you are not representing any

party at that time. Therefore, you only

need provide them with the brochure and
explain the services you are offering
them. ' o

You do not need to tell a seller that

you are a buyer’'s agent, in most cases.
This interpretation is a change from the-
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interpretation in the Summer 1995
Commission Comment which said that a

licensee offering to perform a CMA for a

seller, for example, must identify
themselves.as a buyer’s agent.

This new interpretation does not
apply to the licensee who already has a
client with an interest in the particular
property which is not listed. For

-example, if you have a buyer agency
- relationship with a buyer interested in an
" identified home, and you approach that

seller in an attempt to also get a listing,
you would have to disclose the buyer
agency relationship, propose to list the
property as a dual agent, and obtain all

(Continued on page 7) -




1996 Group Errors &_'Omis'siOns Insurance

Insurance Policy Update

After a competitive bid process, the
Real Estate Commission has ~again
selected the Williams Underwntmg

Group, Inc. as the program administrator
for the group professional liability policy

underwritten by St. Panl Fire and Marine

Insurance Company.

~ While there are many cons1stenc1es_
with the previous group policy, effective

January 1, 1996, the group program will

include the following improverents:

1. Annual premium - Mlhcense
($4.00 savmgs/hcense)

2. Deletion of 25% limitation on

appraisal activities. If you are a |

licensed/certified appraisér and
also hold a real estate license, the
policy will cover your appraiser

activities per the terms and condi- | -

tions of the policy.

Other -Mandatory

Program State Conformity

Endorsement

For an additional fee an “Other
Mandatory Program State Conformity
Endorsement™ may be purchased, indi-
vidually. Such an endorsement allows
that any part of this policy applicable to
wrongful ‘acts committed in ady other

mandatory prograni state that-conflicts .

with that mandatory program state’s law
is automathaIly changed to conform to
that state’s law.

- Any Nebraska resident hcegs_eg who
has paid the additional preminm charged
for this endorsement conducting their
duties in the other mandatory program
state is automatically granted insdrance
coverage equivalent to that provided by
~ the other mandatory program state’s real

estate licensee professional liability
imsurance. -
Some states with mandatory insur-
ance programs consider the Nebraska
group policy sufficient to meet their
requirements even without this endorse-
_mert. Therefore, before you apply for
this endorsement, you should contact the

| states in which you have a non-resident .

_license and which require errors and
oniissions insurance coverage to verify a
need for this endorsement.

T¢ .apply - for' the “Conformity
Endorsement” fill in the information
requested in the enrollment form which
will be included with the renewal papers
mailed to you by the Commission and

include the additional premium of

$25.00 per state, as necessary. Williams
Underwiiting Group, Inc. will certify
your, coverage directly to the state(s) in
your behalf. - :

Optional Supplemental
Coverage Available

plemental (excess) coverage to Firms in
the followmg amounts

e

JLimits Deductible
$ 250,000/$ 750,000 $1,000
$ '500,000/$ 1,500,000 $2,500
$'1,000,000/$3,000,000 _ $5,000

! .
The Supplemcntal coverage is excess

over the $100,000/$300,000 ‘mandated _
primary coverage. The deductiblé only |

applies if the primary coverage doés not
respond to the claim presented and is not
otherwise  excluded ‘under . the
Supplémental coverage. This coverage is
subject to a separate application and
underwriting requirements of St.. Paul
Fire and Marine Insurance Company.

Meeting The License
Requlrements

Nebraska Statute’ allows that errors
"and omissions insurance may be
obtained through other
Insurance Carriers providing equivalent
policies. Complete information regard-
ing this option is available from the Real
Estate Commiission office and is made a

- part of the annual real estate license

renewal mailing. Verification of current

errors and omissions insurance coverage

must be kept on file at the Real Estate
Commissioh office. When enrolled it the

4

As in the past, St. Paul will offer sup- |

qualified |

state group plan verification is made

directly from Williams Underwriting
Group, Inc. to the Commission. When
enrolled in an equivalent insurance plai
it is the responsibility of the individual
licensee- to provide verification of such
coverage on the mandated certification
form to the Commission (please refer to
the renewal procedures included in your :
renewal mailing).

While it is important that you have
options regarding your source for errors
and omissions insurance. It is equally
important, particularly because of the

(difference in documenting coverage to

the Commission as discussed above, that
you can correctly identify on -your
renewal form the option you have exer-
cised as either the state group plan or an
equivalent plan. Please be aware that
for 1996 the only source and insurance
carrier of the commission-offered
state group errors and omissions
insurance policy is through Williams
Underwriting Group, Inc. with St

Paul Fire and Marine as the i insurance
earr €T,



Radon: An Introduction for Agents and Brokers
M.Sindy Felin, Environmental Law Institute*

and

Susie Shimek, United States Environmental Protection Agency**

(Editor’s Note: This article was written by
M.Sindy Felin of the Environmental Law
Institute and Susie Shimek of the United
States Environmental Protection Agency. The

Environmental Law Institute is an interna-.

tional, not-for-profit, research, training and
education organization in Washington, D.C.
“For information about the Institute, please
call 202-328-5150, For more information
. about the Environmental Protection Agency’s
Radon Program, call 1-800-SOS-RADON.)

. Home buyers are often concerned

. about the possibility of finding elevated
levels of radon in homes they are inter-

" ested in purchasing. The following infor-
- mation will assist brokers and agents in

helping home buyers and sellers under--

stand and deal rationally, wuh radon

‘What is radon?

Radon-is a colbrles_s and odorless
radioactive gas that is emitted from soil
by the decay of uranium and radium,
both naturally and commonly occurring
~ elements in the earth, Radon is found in
all parts of the country and enters houses
and buildings through the ground. Under
certain‘conditions, it can build up to high
levels that may be harmful to breathe.

How i¢ radon harmful?

Radon can cause lung cancer. When
_inhaled, it releases a dose of energy that
can damage sensitive lung tissue by dis-
rupting cellular DNA. Non-smokers
- exposed to radon can have their risk of
contracting lung cancer increase signifi-
cantly, while smokers have a greatly
increased risk of lung cancer if exposed
to radon; In all, it is estimated that
approximately 15,000 lung cancer deaths
in the United States each year could be
attributable to radon exposure.

How are_risks from radon
exposure measured?

In the best of all possible worlds, we

would be. able to measure exposure to .

radon in homes and correlate it to lung
cancer risk of residents. Unfortunately,
precise “measurements of long term
personal exposure to radon are not yet
scientifically feasible or practical for a
number of reasons. First, people move
often and spend different amounts of
time in their homes. Second, the amount
of radon in a home can fluctuate. It is

“therefore not yet possible to estimate

radon risk from studies of home owners:

Currently, the estimated health risk
that radon poses for the general popula-
tion is based on studies of miners
exposed to radon. Scientists have care-
fully analyzed this miner data to account
for differences between mines and
homes so that estimations ef risk take
these differences into account. Based on
the overall results of these analyses,
public health and medical organizations

such as the Centers for Disease Control

and Prevention (CDC), the American
Medical Association (AMA), and the
Environmental Protection Agency (EPA)
recommend that every home be teésted
for radon. EPA has taken the lead in
raising public- awareness concerning
radon by establishing a voluntary pro-
gram to warn people about its hazards.

How can rad levels be
measured in homes?

The processes of detecting and miti-
gating indoor radon is very straight
forward. Testing the home consists of
exposing a testing kit to the air for a
specified length of time and then having
a certified laboratory analyze the results.

Radon levels are measured in picocuries

per liter of air, or pCi/L. The level at

- which the EPA recommends mitigation

of homes is 4 pCi/L.. Methods of reduc-

ing radon levels include sealing off |-
common radon entry points such as

cracks in basement floors, floor drains,
sump pumps, and hollow-block walls,
reversing the direction of the flow of
radon by pressurizing the home, and
ventilating the soil surrounding the home
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to prevent the entry of radon.

Because radon is widespread and
high levels are relatively easy to correct,
EPA and many other organizations have
implemented an extensive educational
campaign to bring awareness of the issue
to the public and encourage all homes to
be tested and, if necessary, fixed.
Another route of public awareness is
Iegislation. Numerous states have passed

radon-related laws. Many are meant to

ensure proper cettification of profession-
als who test and correct for radon. Others
stipulate when the existence of radon
must be made known to home buyers
involved in real estate transactions.

| How should radon be
addressed in home purchase
and sales transactions?

The home purchase transaction is not
the ideal time to test for radon, but many
people choose to test during it. Although
it:is easier to test beforchand, radon
testing during transactions is relatively

‘hassle freg, and is getting more and more

common. With the help of many stake-

‘bolder groups such as the National
‘Association of Realtors, EPA has written

and puhlished a special booklet designed
to help deal with radon in home purchas-

-es and sales. It is called the Home Buyers
‘and Sellers’ Guide to Radon, and fs

available from many federal, state and
local agencies. You can also get infor-
mation about how to obtain this booklet
by calling the national radon hotline at
1-800-SOS-RADON.

‘'What should agents and
brokers know about radon?

To properly advise their customers
and clients, it is important for agents and
brokers to know the “radon basics” out-
lined in this article and the Home Buyers
and Sellers’ Guide. They should also
know where to find the radon experts in
their community. These experts can be

‘ (Continued on page 6)




Let’s Talk Trust Accounts

Reminder to Brokers...

Brokers are reminded that a copy of

* their agency policy must be on file in the

office. The Trust Account Examiner will

be requesting to see a copy of it at the
time of the trust account examination.

>—|—4>-—e—-<¢—i—-'4_

Brokers are also reminded that since
July 1, 1995, all written agreements for
brokerage services with sellers and land-
lords must be in writing. Agreements for
brokerage services with buyers and ten-
ants may be in writing, but are not

_tequired to be. Whenever a written
agreement is required, i.e. sellers and

landlords agreements or, in the case of

buyer or tenant agency used, a copy of
the written agreement must be main-
tained by the broker.
. In Neb. Rev. Stat. 76-2422, what is
- required to be in each agreemnent is set
forth. {See Nebraska License Manual,
“Agency Relatns™ section, pages AR-8
&9)
The trust account examiners wﬂl be
reviewing files to assure that written
dgreements, where required, are on file

and being maintained in accordance with |

statute and rule and regulation.-
o 2 s T £ o ]

“Bstimated” buyer and seller closing
cost statements must be signed by the |

respective buyer or seller. A copy of the

estimated buyer closing cost statement.

thust be maintained by the selling broker
in the transaction file. A copy of the esti-

. mated seller closing cost statement must

be maintained by the listing broker in the
transaction file. Refer to the newly dis-

tributed Nebraska Real Estate License

Manual, Title 299 Section, pages
299/Ch,5-2 & 299/Ch.5-3, Chapter 5
Section 003.10 and 003.11.

Pt P

In residential property management
situations, in order for the property
owner to hold the security deposits, all
parues havmg an interest in the funds
must so agreée in writing. This written
authorization may be covered in the
management agreement and lease agree-
ment or by a separate addendum to each
agreement. In the absence of any-written
authorization, security deposits, in tesi-

dential situations, are always held by the -

broker in the trust account. Refer to the

“Real Estate Trust Account Manual,” -

P 35
Pt Pt

- In commercial property management

sitnations only, the security deposit may

be used to pay the operating expenses of

the property owner, as long as the prop-

erty owner and tenant do not stipulate

‘that the security deposit is to be held in

the broker’s trust account. Refer to the
“Real Estate Trust Account Manual”,
page 35.

_b-—H)—-O—-(H—'ﬁ

In residential property management
situations only, the security deposit,
when maintained by the broker, cannot
be used to pay the operating expenses of
the property owner, unless, the property -
owner and tenant have given written
authorization to the contrary. The securi-
ty deposit, when held by the broker, -
should be separately identified in . the
bookkeeping system, to insure that the
security deposit, or any part thereof, is
not used to pay the éxpenses of the
property owner. Refer to the “Real Estate
Trust Account Manual,” page 35 and - -
page 42. -

b—_!—*)—-e*—(#—l—ﬁ

Correction: In the Summer 1995

-edition of the “Commission Comment”

in the “Let’'s Talk Trust Accounts”
section, Item 8 under Transaction Files -
states ‘Buyer “Final” Closing Statement

. (listing cownpany only). Item 8 should

read Buyer ‘“Final” Closing Statement
(listing company and selling company).

Pt Pt .

(C_onrinued from page 5}
located in Iocal health departments, state

health or environmental organizations,

not-for-profit organizations such as the
- American Lung Association, and busi-
nesses that specialize-in providing radon
testing or mitigation services and partic-
ipate in the EPA’s radon confractof
proficiency or radon measurement
proficiency programs. A more coinplete
list of these radon experts can be
obtained from your state radon office or
EPA’s Regional offices. Additional
valuahle information is available from
state radon hot lines and the national
radon hotline. )

The bottom line is that radon may be
a cause for concern, but is never a reason

" to panic. It is a “fixable” problem that, in

almost all cases, will not threaten or slow
a home sale.

*M.Sindy Felin is a research associate at
the Environmental Law Institute, internation-
al, not-for-profit, research, training and
education organization in’ Washinton, D.C.
The Institute participates with a number of
other not-for-profit organizations and EPA
as a radon cooperative pariner to help
encourage radon awareness. Ms. Felin
received her B.A. degree from Wesleyan
University. At the Environmental Law
Institute, she is actively involved in a number
of projects, including the examination and

| analysis of indoor air legislation and

regulation.

**Susie Shimek is a program analyst at

- the United States Environmental Protection

Agency in Washington, D.C. At EPA she
specializes in indoor air quality communica-
tion and outreach, with an emphasis on
radon issues. She has extensive experience
working with professional groups such as
real estate agents and brokers, public health
officials and school administrators, and has
organized seminars and workshops and
lectured frequently concerning radon and the
indoor environment.

The views expressed in_this article dre
those of the authors, and may not necessarily
represent the views of the Environmental Law

| Institute or the Environmental Protection
. Agency.




-( Continued from page 3)

required consents. It should be noted that

if a licensee has a buyer agency relation-
ship and that buyer becomes interested |
in a particular property that is not listed,
the licensee could approach that seller
disclosing they are a buyer’s agent and
complete the sale working with the
seller as an unrepresented custorner. .

The written acknowledgment on the
Commission’s disclosure brochure does
not have a preprinted wording for a
person “offering” a brokerage service.
The Commission will be rewriting the
disclosure form. Until new forms are
available, you can cross through the
printed wording, write in that you are
offering the service, and have the seller
" or buyer initial the change. For example,
if you are offering to list a property the |
form could be changed as follows:
“ has informed me that they are
previdig offering to provide brokerage
services to me as a : (check the box for
‘Client, as my agent’). . . AND is aetias
offering to act as a limited: (check the
box for ‘Seller’s Agent’).”

Should this contact, where services
are being offered, result in a listing |
contract would another disclosure docu-
ment need to be filled out? Since the
listing contract clearly identifies the
resulting brokerage relationship and
indicates the duties to be provided to the
seller, another disclosure document
would not be necessary. The “Brokerage
Relationships” acknowledgment form
coupled with the listing contract
establishing and acknowledging the
agency relationship would be adequate
to document the agency relationship
disclosure process. ' o




- Future Real Estate Exammatlons

The foIIowmg is the schedule of the
-dates on which the real estate licensing
examinations are - administered in
Nebraska, and the deadline dates for fil-
~ ing of broker and salesperson original
~ applications, retake applications, proof
of education and examination cancella-
tion requests for the
Examination Date. '

Examinations for ‘both salesperson

and broker applicants are administered
eleven times a year as set out.on this
schedule. The examination is adminis-

applicable |

" tered in Lincoln, North Platte and Omaha

on each Examination Date and “in

Scottsbluff on only the January, May and
September Examination Dates. All
applicants_for a.particular examination
will receive notice of the time and place
of the examination approximately one
week prior to that Examination Date.

Applications, proof of education,

and cancellation requests are due on

. the date of the deadline!

The Examination Date and the dead-
lines are subject to change by order of

the Nebraska Real Estate Commission.

- Affected applicants will be notified of

any changes in a timely manner.

Applications and other pertinent
information regarding the real estate
licensing and examination process may
be obtained from the Nebraska Real
Estate Comimission, P. 0. Box 94667,
Lincoln NE 68509-4667. Telephone
Number: (402) 471-2004. TDD users.
may use the Nebraska Relay Systcm at -
(800) 833-7352.

Real Estate Exammatlon Sd1edu|e 1995

. Broker
Examination Date  Original Application

September 16, 1995
October 21, 1995
November 18, 1995

August 1, 1995
September 5, 1995
- Qctober 3, 1993

alesperson Educauon
_ g!1_1_a_l Application Deadline

_All Re Cancelation
Appllggg Deadline

Angust 14, 1995
September 18, 1995
Octobér 16, 1995

Aungust 28, 1995
October 2, 1995

~ October 30, 1995

September 1, 1995
" October 6, 1995

November 3, 1995

September 5, 1995
October 10, 1995
November 7, 1995

January 20, 1996 December 5, 1995,  December 18,1995 Janvary 2, 1996 * January 5, 1996 January 9, 1996
'February 17, 1996 January 2, 1996 January 16, 1996 January 29, 1996 February 2, 1996 February 6, 1996
March 16, 1996 January 30, 1996 February 12, 1996 February 26, 1996 March 1, 1996 March 5, 1996
- April 20, 1996 March 5, 1996 March 18, 1996 April 1, 1996 April 35, 1996 April 9, 1996
May 18, 1996 April 2, 1996 Aprl 15,1996 .. . April 29, 1996 May 3, 1996 May 7, 1996
- Nebraska Real Estate Commission Bulk Rate
- PO Box 94667 - USS. Postage
Lincoln, NE 68_509—4‘6677 PAD
. Permit No. 212-
Lincoln, NE




