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The 

Nebraska Real Estate Commission 

Proudly Presents 

And Cordially Invites 

Your Attendance At 

A Series of Educational Conferences 

NEBRASKA PUBLICATIO. 
Featuring The Noted Real Estate CLEARINGHOUSE NS 

Author, Teacher And Lecturer D£ C l 5 1976 
.NEBRASKA LIB 

LINCOLN, NE\~OMMISSION 
Robert W. Semenow · ,. 

Author of 

"Questions and Answers on Real Estate'' 

To Be Held At 

Omaha Sheraton-Fontenelle Hotel Thursday, June 7, 1962 

' Lincoln Hotel Comhusker Friday, June 8, 1962 

North Platte Hotel Pawnee Monday, June 11, 1962 

Grand Island Hotel Yancey Tuesday, June 12, 1962 
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Next Exam in Omaha 
On April 19 

The next regularly scheduled exam
ination for applicants for both brokers 
and salesmens licenses will be held 
in Omaha in the Sheraton North Room 
of the Sheraton-Fontenelle Hotel on 
Thursday. April 19. 

As usual, the Nebraska Real Estate 
Association will sponsor a one-day 
School of Review the day prior to the 
examination - Wednesday, April 18. 
This school will also be held at the 
Sheraton-Fontenelle Hotel and full 
information regarding it may be ob
tained by writing the Nebraska Real 
Estate Association, 1227 Sharp Build
ing, Lincoln. 

All applications for the April exam
inations must be on file in the office 
of the Real Estate Commis~ion, 6th 
Floor, State Capitol, by no later than 
Monday, April 9._ Applications and 
other informational material is avail
able by writing the Commission of
fice. 

Commissions Are Paid 
For Services Rendered 

COMMISSION COMMENT 

From The Director's Desk 
~f 

.; ... :.-

Buying a home is usually one of the most important transactions entered 
into by the average American couple duri~..:-tfle=:rourse of their lifetime. The 
licensee who is engaged in the real estate business and, therefore, the party 
who makes the arrangements for this transaction bears a heavy load of res
ponsibility. Some licepsees, whose experience and ability makes the average 
home sale seem rather simple and uncomplicated must remember that he is, 
in all probability, dealing with people who may view the same transaction 
with some fear and trembling. 

The licffi!Se~; by his manner and understanding;: Cffil·"help his clients over 
this rather difficult time. A real personal interest fo .the'~property and in the 
people involved can have a most beneficial effect. To be most helpful the 
licensee should have in mind the answers to practically any questions his 
clients might raise. 

Arthur Kroeger of Stanford University lists these 10 questions as those 
most frequently' asked·: 

1. When was the house built? 
2. Who wa~ · thc1 c61itractor that built the house? 
3. How many square feet of living area in the house? 
4. ,What !!!.~ tbe _.

1 
dim~";'!jVns of the rooms? 

5. What "t~rirJlk actual Siz~ of the lot? 
6. How much are the taxes? 
7. What do the utilities average? 
8. What is . the age of the furnace, hot water heater, etc? 
9. In what school district is the house located? 

10-. What is the neare~ church?. -.; ". 
To this list, of course, can be added many other questions which your 

experience has taught you to expect. Some successful firms have found that 
a check list of answers to the most commonly asked question.ls is a helpful 
tool to make certain the salesman is prepared for his attempt to make the sale. 

By his ease in handling the situation and his ability to assure -his clients 
by having simple .and honest answers to the many questions which are raised, 
the salesman builds confidence in himself and in his product which might 
we~I: ~ult in the ultimate difference:_ between success and failure in his real 
estate career. 

Educational Conferences 

We ar.e P.l~a~~d .to again announce a series of Educational Conferences to 
be held in various cities in Nebraska in June. It is especially gratifying to know 
the Mr. Real Estate-Robert W. Semenow- will again be with us. Other in
tere~tj~ f~~tu~~s for thes~ programs are no":' j~ the~\anning stage and will 
be ~itrioun~eCf 1n the next issue of the Comm1ss1on Cllimient. 

Every licensee should avail himself of the opportunity to participate in 
one of these Conferences and we would ·urge you to send in the reservation 
blank which is Joupd on page 8 of this publication right away. There is, of 
course, no. charge for your attendance at these Conferences. 

Where an exclusive listing agree
ment provides that the broker shall 
be entitled to his commission on a sale 
of the listed real estate where the 
sale is effected within a specified 
time, after ~tpe termination . of th~ _" _, _ 
listing, to a person' introduced to the he has, in fact, not rendered any ser
property by the broker, the provision. vice. Such contracts have been used 
is calculated to protect the -broker - by some brokers as the technical basis 
against the scheming :seller who see~ ·r upon which to sue to enforce payment 
to avoid parment thereof. Such pro: · of commissions where, strictly speak
visions are not calculated to enaole --a/f' ing, no services have been rendered 
broker to colle~t a commission where .ii. by the brokers and based u1J'on the. 

technical claim of the broker because 
of the above stated provision in the 
listing agreement. The practice of 
attempting to enforce such technical 
rights where there is, in fact no moral 
basis for it, tends to bJ;ing disrepute 
upon the real estate profession. 



COMMISSION COMMENT 

Time Is Of The EssenCe 
ROBERT H. PETERSEN 

Member Omaha Bar Association 
Counsel for Omaha Real Estate Board 

How m,my times have you seen the phrase "time is of the essenc0 of this contract" and quickly passed over it without really 
understanding what it means? 

By using lhe words '~time is of the essence" we are in effed saying that both parties agree that the time of pedormance 
is of great importance and they will each expect the other to pedorm on or before the date specified. 

Because of the fact that real estate brokers frequently work with contracts containing this provision, it might be in
teresting to explore it and give some thought to its implications. As a matter of fact, the idea of "time being of the essence" should 
bo considered even though it is not expressly made so in the contract. 

Gen·eral Rule 

The general rule of law where damages are sought, as in the case of any other contract, is that time is of the essence 
of contracts for the sale of land, although there is no particular provision in the contract expressly making it so, and although 
it does not otherwise clearly appear that it was the .intent of the parties that time should be of the essence. This is true both as 
regards the time fixe<l by the contract for the payment of the purchase money, and as to the time fixed for the making of the 
conveyance. 

A different rule applies where the action is cine for specific performance. This being an equity action, time is not ordinarily 
re_garded as of the essence of con:tracts for the sale of realty unless it is so stipulated by the express terms thereof, or it is necessarily 
so implied. In the ordinary case, pedormance of a contract for ·the sale of land within a reasonable time after the time named 
in the contract and substaD;tially according to the contract, regard being had- fur all the circumstances, is regarded as sufficient. It 
should be kept in mind that this situation would come about by the defendant in an action for specific performance raising the 
defense of non-performance by the plaintiff. For example, if .. A" promised to pay the consideration to "B" on March 1st but did 
not actually ten.der the purchase price until March 10th and upon "B's" refusal to convey brought an action against "B" to force 
him to convey the land, "B" would defend on the grounds of non-perforrnan,ce on March 1st. In all probability the courts 
would say that "A" had substantially complied with the contract and that "B's" .defense was without merit. 

Action For Specific Performance 

Even in action for specific performances, however, time will be regarded as of the essence where an intention that it shall 
be such is clearly set out in the contract. A court of equity is not at liberty to disregard the contract of the parties in this 
respect where deliberately made and clearly expressed, for the court will neither make a new contract for the parties nor violate 
that which they have freely an.d advisedly entered into. 

Although there is no stipulation of the parties that time shall be of the essence of a contract for the sale of land, it may 
be made essential by the proper action of a party who is not in in default and is ready to perform, if the other party is in deiau1t 
without justification. Under this rule of law, if either the vendor or the purchaser has improperly and unreasonably delayed in com
plying with the terms of the agreement on his side, the other party may, by notice, fix upon and assign a reasonable time for 
completing the contract, and may call on the defaulting party to do the acts to be done by him. The time thus allotted then becomes 
essential, and if the party in default fails to perform before it has elapsed, the court will not aid him in enforcing the contract. 

The right of the vendee in a land contract to assert, as a ground of defense or a ground for rescission, the failure of the 
vendor to perform within the time stipulated may be lost by acts and conduct on his part amounting to a waiver, as by failure 
to assert the objection at t!1e proper time, or other conduct indicating ·that he will n.ot insist upon strict compliance with the 
stipulation as to time of performance. A vendee of real estate wa.ives the right to rescind the contract for failure of the vendor 
to have his title perfected at the time provided for performance, if he acquiesces in the vendor's efforts to perfect the title after 
that date. 

Although the time for the payment of the purchase money is made of the essence of the contract, a default does not in, and 
of itself terminate the contract; the vendor may waive the default and render the contract enforceabl~ by the purchaser. Any acts 
by the vendor which show that he is still relying on the contract and that it is still a subsisting agreement, after such default, 
amounts to a waiver. 

A sincere broker who is trying to do a good job for his principal and his buyer will impress upon therri the importance 
of understanding their agreements. While he should never attempt to cite the law as it applies to real estate contracts, he renders 
his clients a real service when he takes the time to explain to them what will normally be expected of the parties in carrying 
out the terms of the contract. 
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~ COMMISSION COMMENT 

Dates for Schools and Examinations 
The Nebraska Real Estate Commission has announced the tentative schedule of examination dates 

for the year 1962. As has been customary in the past, the tests for both broker and salesman applicants will 
be given at the same time and place. 

Prior to each regularly-scheduled examination, the Nebraska Real Estate Association will conduct a 
one-day, pre-examination School of Review. 
. Applications and other pertinent information for the examinations may be obtained by writing the 
Nebraska Real Estate Commission, 6th Floor, State Capitol Building, Lincoln. 

Information concerning the School of Review may be obtained by writing the Nebraska Real Estate 
Association, 1227 Sharp Building, Lincoln. 

The following is a listing of the date and place of each school and examination. These dates are sub
iect to change by order of the Commission and all persons with applications on file will receive adequate 
advance notice of any changes in time or place. 

TOWN SCHOOL PLACE EXAM PLACE --
Omaha April 18 Sheraton-Fonttenelle April 19 Sheraton-Fontenelle 

Hotel Hotel 

Lincoln May 22 Cornhusker Hotel May 23 State Capitol Building 

North Platte June 20 Pawnee Hot.el June 21 Pawnee Hot.el 

Omaha July 11 Sheraton-Fontenelle July 12 Sheraton-Fontenelle 
Hotel Hotel 

Lincoln September 11 Cornhusker Hotel Sept.ember 12 State Capitol Building 

.... ######### .......... ~ ............... ~········ ... ••••• ... •• ............... ~········################################## 

Office Rules 
1. Office employees will daily sweep the floors, dust the furniture, shelves 

and showcases. 
2. Each day fill lamps, trim wicks and clean chimneys. Wash the win

dows once a week. 
3. Each clerk will bring in a bucket of water and a scuttle of coal for 

the day's business. 
4. Make your pens carefully. You may whittle nibs to your individual 

taste. 
5. This office will open at 7 a.m. and close at 8 p.m. daily, except on 

Sabbath on which day it will remain closed. 
6. Men employees will be given an evening off each week for courting 

purposes, or two evenings a week if they go regularly to church. 
7. Every employee should lay aside from each pay a goodly sum of his 

earnings for his declining years, so that he will not become a burden 
upon the charity of his betters. 

8. Any employee who smokes Spanish cigars, uses liquor in any form, 
gets shaved at a barber shop, or frequents pool or public halls, will 
give me good reason to suspect his worth, intention, inte~ty and 
honesty. 

9. The employee who has performed his labors faithfully and without 
faults for a period of 5 years in my service, and who has been thrifty 
and attentive to his religious duties, ~s looked upon by his fellowmen 
as a substantial and law abiding citizen, will be given an increase of 
five cents per day in his pay, providing a just return in profits from 
the business permits it. 

Be Worthy of Your Hire! 
'Copied from official rules of 

Cory Carriage & Wagon Works 
-April 5, 1872' 

Is Your Address 
Correct 

The Rules and Regulations of the 
Nebraska Real Estate Commission 
require every licensee to give im
mediate notice to the Commssion 
of any change in address, either busi
ness or residence. 

With files to be maintained on ap
proximately 5,400 licensees, it is im
perative that this requirement be met 
by every licensee who changes his 
address. 

Please check the address on this 
bulletin and, i f i t i s not correct, 
notify the Commission at once. 

Whom Do I 
Call Educated 

Whom, then, do I call educated? 
First, those who control circumstances 
instead of being mastered by them, 
those who meet all occasions manfully 
and act in accordance with intelligent 
thinking, those who are honorable in 
all dealings, who treat good-naturedly 
hold their pleasures under control 
persons and things that are disagree· 
a:ble and, furthermore, those who 
and are not overcome by misfortune; 
finally, those who are not spoiled by 
c;11ccess. -Socrates 



Examination Humor 
The following are examples taken 

from recent Nebraska examinations. 
The wording and spelling are the ap
plicants'. 
Define the Following Real Estate 
Terms: 
Q. Set Back 
A. Margin reserved as part of title. 
Q. Chain of Title 
A. A pice of property tbat has been 
brok up into lots & have separet title. 
A. A measurement 66 ft. 
A A surveyor has run a chain survey 
on this property and same is recorded. 
Q. Executor 
A. One that fills out your paper. 
A. A person in charge business from 
section in real estate settlement. 
Q. Accretion 
A. Land or property left to someone 
after the death of first party. 
A. The seller aguires on price off er
ed by buyer. 
A. Means the wear or depreciation. 
A. Is the process of taking something 
that isn't yours. To forge ahead and 
take possession. 
A. A statement or action to believe 
a certain thing. 
A. Is interest accumulated, Rents or 
to her use of property. 
Q. Power of Attorney 
A. The Right of the Court to appoint 
some one at a Foreclusure to satisfy 
a judgement. 
Q. Rectangul,ar Survey 
A. A measurement of 6 miles square. 
Q. Range 
A. A parreal of land 6 miles wide. 
Q. Eminent Domain 
A. Your right to ocupy land owned 
by you. 
A. Something that used for some 
thing else like a write of way. 
Q. Action of Specific Performance 
A. Action t a k e n about a specific 
transaction. 
A. Required to do something as a 
means by which a occupant intends 
for adverse possession. 
A. Where bouth parteys aggree one 
to sell the other to buy. 
A. Performing a duty to your prin
cipal with his main interest as your 
concern. 
Q. Escheat 
A. A term used in the transaction of 
Real Estate. 
A. Is the quanity of property that 
an heir has in an estate. 

Q. Right of Redemption 
A. Is the right to redeem or fore
close if a contract or mortgage is not 
fulfulled or intentio·ns are such. 

COMMISStON COMMENT 

Are You Selling A Fair Percentage? 
A Real Estate salesman to be successful should sell at least 3 out of 

4 of the properties he lists. Many are only selling one out of four. 

If your average is less than 75% you should take a new look at what 
you are doing. In the first place are you listing at a realistic figure, or 
do you just put down whatev:er the owner suggests and hope that by 
some miracle you will be able to make a sale. 

·Remember that you are the expert, or should be, you should know 
a great deal more about real estate values than the owner does and you 
should convince him of that fact. Tell him of comparable properties 
that are now for sale or have sold in the past few months. Ask him if he 
would pay as much as he wants to get, if he did not own it and was 
in the market for such a property. 

If he won't listen to reason and insists on too high a price then you 
should have the courage to refus·e the listing. A property listed too high 
could be worse than no listing at all. He will expect you to advertise it 
and hold open house and show it often, but unless he is in a position 
where he has to sell you will find the listing expiring and no sale. 

Under these conditions don't be afraid to say no. You can't afford to 
sit on a .. china egg" ·SO have the moral courage to be reasonably sure 

1that there is at least a 50-50 chance of making a sale before you take the 
Histing. 

Now suppose you have taken the listing at a fair price, it still will not 
sell itself. You will have to use all of your knowledge and skill to find a 
buyer. There is lots of competition, and unless you put forth an honest 
effort it still may not sell. Even those properties listed at market value 
do not all sell. Some can be sold within a short time, others will take 
many months of conscientious labor. 

It has been said in national meetings that it takes an average of 78 
days to sell a home and most real estate salesmen specialize in home 
sales, so do not expect to make a sale the day you list but you should 
expect to sell within 90 days or you should take another look at the 
property and price. 

One of the most effective ways to sell a home is to canvass the neigh
borhood. At least 20 people should be contacted whenever a home is 
listed. You will find that most neighbors are curious when they see a 
sign go up and when you call on them and tell them of the price and 
terms you will be welcome. You can always sugest that they may lmow 
of someone they would like to have for neighbors. You never know what 
will happen when you interview this many people. You may sell the 
listed home, you may list other properties or you may find new pros
pects for other homes you have listed, but one thing is sure and that 
is you are never wasting your time when you are out contacting people 
and letting them know you are in the real estate business. 

If you don't sell the property in a reasonable time you should make 
it a point to discuss what you have done and plan to do with the owner. 
Keep him advised of all contacts and send him copies of all ads run. If 
the owner knows you are working on his home he will be more suscep
tible to your suggestions for price changes, repairs or an easing of 
terms, but if you neglect him he will be unhappy and even if you make 
a sale he will pay you grudgingly feeling that you were lucky and he 
could have done as well without you. 

Intelligent Service is the key to a successful real estate business. 
Sit down and figure out how you can improve your service and then 
do it. - B. A. Weight in The Salt Lake Realtor 
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Service Sells Service 
One of the best ways to build a 

clientele is to diversify your contacts 
and requirements when dealing with 
other services; and talk freely of your 
profession. The more people who 
know of your services and your pro
fessional approach to solving their 
problems, the broader your prospect 
scope becomes. 

A telephone answering service .. after 
normal business hours can produce 
many positive leads, ·people may be 
freer with their names and numbers 
to the operator rather than a salesman. 

Keep in · touch with owners who 
have already been convincea of your 
professional ability; a call periodically 
or a visit when in the neighborhood 
will convince them you are really 
interested in them-we all have friends 
you know. 

One successful salesman makes it 
a point to be on hand when his clients 
move with his tool box ready to give 
a hand if needed. He makes a lasting 
impression and his personal interest 
may do _wonders in the fa.tore. 

Re~erriber, SERVICE sells service. 
-Portland Realtor 

COMMISSION ·COMMENT 

' 

Why Buy Ac"Home ? . 
~ . 

~-: Here Are Ten .Sound Reasons'. for 'fiorrie· Ownership: -
ECONOMY-Time tested statistic~ have proved that, all elements con

sidered, it is Qheaper to own: a home tha:q to. rent. Ifome renting 
provides mere shelter, while home purchasing' ··gives not only 
shelter, but at the same time builds up a valuable estate. 

INDEPENDENCE-More people have started on the road to financial 
independence through home ownership than in any other way. 

THRIFT HABITS-The purchase of a home imposes beneficial 'obliga
tions which encourage systematic saving. 

SECURITY-In time of stress, the home with or without a mortgage 
is a bulwark of safety and protection. 

CREDIT RATING-Home ownership gives you greater financial and 
credit rating in the business world because it is recognized as a 
fundamental principle of stability. 

_EST ATE-A home is the logical foundation upon which the thought
ful man builds his estate. This gives him peace of mind in the 
knowledge that. he has provided proper and adequate shelter for 
his family.- He and his wife are tenants by the entirety. 

SAFETY-You have the safest kind of investment in a home free and 
clear because you always receive dividends through its use and 
have the control of your investment completely under your own 
supervision. · 

DEVELOPMENT OF RESPONSIBILITY AND CHARACTER-The 
home owner feels greater responsibility with regard to his dwelling 
and the neighborhoo·~. Such responsibility makes the home owner 
a better citizen by increasing his interest in civic matters. 

. SAF~GUARDING CHIL,,:QREN-Through home ownership adequate 
and desirable play facili~ies are provided for the moral and physical 
development of· children und~r your own supervision, without fear 
of criticism or restraint. 

NEW· Ll'CENSEES. 
Ad Copy Ideas--

Following are quotes from the Real
tor's Ad W__riter featured in the 
Bro;ker's Institute "Real Estate Adver
tising." Economy and Value-Lead 
Lines-$10,000 to 25,000. 

The following firms and individuals have been granted new 
Nebraska real estate licenses by action of the Commission since 
the publication of the last issue of the "Commission Comment." 

FIRMS 

Arps, Snider, & Webb Investments, Inc. . .. : . . . . . . . . . . Lincoln 
The Douglas Company ............. : ......... ·. . . . . Omaha 
Dan Grafton Agency ..................... ·. . . . . . . . Lexington 
Guarantee Co. . . . . . . . . . . . . . . . . . . . . . . . . . . .. . . . . . . . . . Omaha 
M & H Investment Co . .......... · .................. :, Omaha 
Suburban Realty Co. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Lincoln 
Whitehead Agency . . . . . . . . . . . . . .. . . . .. . . . . . . . . . . . . Loup City 

RECIPROCAL BRQKERS 

Fleming, L. Wallace .. : . . . . . . . . . . . . . . . . . Countil Bluffs, Iowa 

Rozell, Ernest E., Jr. . . . . . . . . . . . . . . . . . . . . Elk Point, So. Dakota 

RECIPROCAL SALESMEN 

Davis, Wm. D., Jr . ..... , ... ...... ._ ........ : . . Kansas City, Mo. 

Mahnke., Arthur W . ...... "· . . . . . . .. .. . . . . . .... . . . . . . . Lusk, Wyo. 

Thomas, Daniel W . ...... · .................. Sioux City, Iowa 

Are you Budget Wise? 
. A Word to the Wives is Sufficient 

Buv Now So You Won't Be Sorry 
Later 

Life with Father will be Easier 
· When He has Reduced His Rent 

Ours Alone 
Termites Cost Extra 
Tired of Cracker Boxes? 
Woman Wanted who can Appreci

ate Value 
Open inf!, Sentences arid Bo du of Ad 

Lock the door against high rent and 
· mounting building costs now with 

the kev to your own home. 
Move into the wonderful new world 

of air conditioning. 
To the man with wisdom--:-You can

not afford to pa~_s this bv. 
Here is your cha"nce to buy a small 

house reasonably and decorate it 
the way you want it. 

Good home on fine lot. Good neigh
bors, too. 
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New Licensees by ExarTiinaiOn 
The following is a list of new licensees who successfully passed the exam·ination given at Lincoln on 

January 17th. 

Abrahamson, Norman A., 9224 Hickory, 
Omaha 

Baker, L. Wm., Sr., 3306 Dodge, 
Omaha t){W';_ 

Barnhart, Harold S., 7910 Howard, 
Omaha 

Breeden, James 0., 705 West 13th St., 
Cozad 

Burgess, Marvin R., Allen 
Buskirk, G. Clare, 4100 X St., Lincoln 
Carper., Charles L., 801 Fall Creek Rd., 

Lincoln 
Cedardahl, Gene L., 2909 Cedar Ave., 

Lincoln 
Failing, Robert M., 1217 No. 25th St., 

Lincoln 
Finn, June, 123 So. 37th St., Omaha 
Fischer, Robert M., 11038 Hascall, 

Omaha 
Fritz, Lurnir J ., Wilber 
.Ceschwender, Leonard W., 11029 Olin, 

Omaha 
Gifford, C. Arthur, 1915 No. Nye Ave., 

Fremont 
Gove, Charles R., 4736 No. 39th St., 

Omaha 
Hile, Joe E., 4725 South St., Lincoln 
Hiltner, John H., 2320 So. 14th St., 

Lincoln '' 

BROKERS 
Houtchen;S, Wilber F., 2734 So. 33rd St., Rotthaus, Harry E., 2949 No. 44th St., 

Lincoln Uncoln 
Hurley, Paul R., 1131 So. 99th St., Russell, Charles E., 1250 Butler Ave., 

Omaha Lincoln 
Kneifl, Frank J., 212 E. 16th St., So. Sioux Thull, Leo H., 219 So. 94th St., Omaha 

City Schomburg, David L., 1116 West Avon 
Krause, Ralph A., 837 No. 78th St., Lane, Lincoln 

Omaha Schroeder, Gerhardt E., 1816 Cleveland, 
Kuhl, Violet J.; ·5737 Gladstone, Lincoln Lexington 
Larson, Everett, 3730 Franklin, Lincoln Schultz, Richard K., 839 Mulder Drive, 
Lipe, Merle E., Route 3, Lincoln Lincoln, 
McBride, James S., Axtell Sempek, Donald L., 1604 So. 49th St., 
McKin,ney, Mrs. Deloris L., 3291 Randolph, Omaha ~ 

Lincoln Seng, Hubert C., 3601 Cleveland, 
Magnussen, Hans P., 318 So. 51st St., Lincoln, .. ~· lii\ 

Omaha Snider, Kenneth M., 2925 So. 44th St.; 
Magwire, Dean, 105 20th Drive, Norfolk Lincolni 
Means, Ronald L., 4842 Sahler, Omaha Stevens, John J., 5643 Erskin, Omaha 
Meyer, Lorenz, 5440 Sumner, Lincoln Stroesser, Joseph P., 4256 Maple, Omaha 
Meyerson, Leo, 5823 Hamilton, Omaha Tompkins, Harvey A., Box 204, Waverly 
Middletoq., Dorothy L., 4379 Mason, Weeks, Harnl~ H., 4121 No. 14th St., 

. Omaha ' i.l. ~~ .... Lincoln, 
Nicholls, Walter L., 525 So. 56th S:t.,_ 1=:- ; : ',\• .Williams.i,.-.,..Charles B., Jr., 2428 Crown Point 

Lincoln ' ,·.1 '·1 ' • ·
1 AVe., Omaha 

Norris, John A., Box 103, Axtell Willia.mS~ Shirley Ann, 2428 Crown Point 
R~demaker, .D. K., 4121 Spruce, Lincoln Ay_e., Omaha '-
Raskin, Bernard H., 1301 Marbee Drive, Wirth, A,rlo E., Hartington ' 

Omaha Wolters; John P., 10506 Westbrooke Drive 
Rossiter, Jam es B., Walthill Overland Park, Kansas 

_ ·: SALESMEN · ! . ;1E~ 

1700 L St., Lin~:ff,r.i~f~i'n, John c., 3911 Gertrude T~b~~; · L M~~ells, Henry, 3912 Polk, Omaha Blohm, Henry W., 
Bundy, Delores L., Gretna Omaha Neff, William F., 2805 Vande.11pyrg Ave., 

Cederdahl, Barbara L., 2909 Cedar, 
Lincoln, 

Cooley, Paul L., 1831 So. 25th St., 
Lincoh\ -

Copenhaver,, DQ_nald D.,, 4169 So. 62nd St., 

Omaha __ ~ 
Bra goo~ Lesl-ie- ~~; 58 0 Colby, Lincoln 
lfranke, Dolotesjf., 190 So. 40th St., 

Oma.Ha i _ 

Gibson, iitton, Jh;.¥i351 So. 56th St., 
Lincoln. 

Goettsche, John A., 3901 Himebaugh Ave., 
Omaha 

Jones, Selma H. , 3213_ Reed Dr. , Bellevue Qmaha 
Johnston, Leonard W., 404 So. 48th St., Nuss, Calvin E., 1144 Charleston, Lincoln 

Omaha Oliver, Lloyd H., 412 West 31st St., 
Kizlin, Edward W., 6011 No. 42nd St., Kearney 

Orriaha ------- ~·-·--::-:---:::-:::.- Parker; Ronald C., 1708- Monroe, Omaha 
Kimmel, Kenneth c., 1528 So. 121 St., :" r I Ponec, J~es -.'.F,., 3604 Vinton., Omaha 

Omaha RorabaugP., Roy C., 3903 Garfield, Lincoln 
Levitan,, Clifford A., 2504 So. 41st St., RungejCaugust Jr., Route 2, Columbus 

Omaha Sulli~_,_ John P., 214 So. 2nd St., Millard 
McArthy, Horner W., 2303 No. 53rd St., Tonniges, Adolph 0., 346 No. 1st St., 

Omaha Seward 
Magill, Harold E., 6345 No. 33rd St., Whinnery, Norman, T., 5835 Ohio, Omaha 

Omaha Yarwood, Howard C., Jr., 5064 Jackson, 
Methe, Albert E., 3919 Wright, Omaha Omaha 

Attend the Educational Conferences 



!r .:. ~'. , 
~c ··. 

8 COMMISSION -COMMENT 

. -

REGISTRATION FOR 1962 EDUCATIONAL CONFERENCES 

Nebraska Real Estate Commission 
6th Floor State Capitol Building 
Lincoln, Nebraska 

Gentlemen: 

I expect to be in attendance at the 1962 Educational Conference to be held at 

D Omaha, June 7 

D Lincoln, June 8 

I hold a D. Brokers License 

D North Platte, June 11 

D Grand Island, June 12 

D Salesmans License D I am an Applicant 

Name ________ ----------------------------. ------------------- -- ------------------------------------------------------------------------. -----------------------------

Address 

. . · 

MAIL YOUR REGISTRATION 

TODAY 
~ ---------

Don't Miss Thi~ Educational Opportunity! 

NEBRASKA REAL ESTATE COMMENT 

6th Floor State Capitol 

Lincoln, Nebraska 

BULK RATE 
U. s. Postage 

PAID 
Permit No. 212 
Lincoln, Nebr. 


