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T 
he Commission of Strata 

Corporations (CSC) has tak-

en a name and shame ap-

proach, in an effort to collect 

from delinquent corporations. The 

CSC took the unprecedented step of 

publishing the names of 36 such 

strata corporations each owing over 

$200,000 in outstanding annual 

fees to the Commission.  The list 

was published in the Sunday Glean-

er, October 16, 2016.  

 The value of the debt in one 

case is over $1,500,000.00 with 

o t h e r s  b e i n g  w e l l  o v e r 

$800,000.00.  The payment of an-

nual fees to the Commission is man-

dated by Section 4(5) of the Regis-

tration (Strata Titles) Act.  Twenty-

four of the 36 properties are located 

in Kingston and St. Andrew, four 

from St. James, Manchester and St. 

Catherine accounted for three prop-

erties each and two from St. Ann. 

 According to Ainsworth Nor-

ton, Manager of the CSC Inspec-

torate, a number of these corpora-

tions have been delinquent in filing 

their returns and paying their annual 

fees for more than five consecutive 

filing periods. 

 These fees, he explained, 

are essential to offset the expenses 

incurred by the Commission in moni-

toring and regulating strata proper-

ties.  The CSC is also responsible for 

facilitating the resolution of dis-

putes, usually between corporations 

and proprietors.   

 Mr. Norton intimated that 

this is not the first attempt by the 

CSC to address a range of outstand-

ing fees owed to the Commission.  

“In the past, the Commission has 

held a number of workshops and 

seminars geared towards empower-

ing PSPs to become compliant with 

the requirements of the Registration 

(Strata Titles) Act.  These education-

al fora have highlighted among oth-

er things, step-by-step guidance in 

the filing of Annual Returns and the 

overall management of the corpora-

tions’ accounts.  Ad hoc audits have 

also highlighted deficiencies in man-

agement.” he explained.   

 Chief Executive Officer of the 

CSC, Sandra Watson echoed similar 

sentiments, saying that “several in-

dividual notices have been sent to 

the delinquent corporations, the 

majority of which have been given 

scant regard or ignored.  “The PSPs 

have been given 30 days to clear 

their statutory arrears. If they do not 

comply, The Commission will have 

no other choice but to institute legal 

proceedings against them in order 

to recover the monies owed to it.”   

 

“    

” 

          

 Several individ-
ual notices have 
been sent to the   
delinquent corpora-
tions, the majority of 
which have been 
given scant regard 
or ignored 

- CSC CEO, Sandra Watson 

On page 4 
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T he end of the calendar year is always an opportune time 

to reflect on where we are and where we are going as an 

organization. 

 This year saw the operationalisation of two major initia-

tives.  In February we launched our Real Estate Training Institute 

which is the realisation of a long term goal of the Board.  The re-

sponse to the Institute, based course uptake and feedback, has 

been generally positive.  Thanks to all our lecturers and facilitators, 

but most importantly our first cohort of students who took this maid-

en voyage with us.  Thank you for your patronage which ensured 

that we were able to establish a launching pad for improvement and 

expansion of our course offerings. 

 In May the Real Estate Board assumed responsibly as the 

Registrar of Timeshare in Jamaica.  As we suggested in previous 

editions, we intend to roll out wide-scale public education and train-

ing initiatives in the upcoming calendar year.  We believe that 

Timeshare provides tremendous opportunity for evolution in the 

hospitality and tourism market and we are excited about the oppor-

tunities this can provide and how the Real Estate Board can contrib-

ute to that process.   

 The Commission of Strata Corporations continues to work 

tirelessly to assist the operations of Strata Corporations.  The new 

year will see continued efforts at helping strata corporations en-

hance compliance in their administrative procedures and decision 

making processes through the facilitation of Annual General Meet-

ings and proper record keeping and we also commit to pursuing 

legal avenues geared at increasing compliance and registration. 

 The organisation has jointly done the bulk to its planning 

for the upcoming year as encapsulated in the 2017-2018 Opera-

tional Plan.  Some of our major plans and goals for the next finan-

cial year include: 

  

 Supporting and working towards legislative amendments or 

new legislation that will strengthen the overall monitoring and 

regulatory capacity of both entities.  

 Upgrading our database and IT facilities to better serve our 

clients 

 Review of the organization to facilitate a single real estate regu-

latory entity  

 Continuation of our public education thrust across all media in 

an effort to improve knowledge and increase compliance.  

 

 In closing, I would like to use this opportunity to thank all 

our clients and stakeholders who engaged our services during this 

past year.  Our work as an organisation is almost entirely aimed at 

ensuring that our clients and the public, both of whose interest we 

attempt to balance in the fairest way possible, feel that we have 

served them as diligently and fairly as possible. 

 We wish you a safe holiday season and a productive 2017.         

Sandra Watson 

CEO, Real Estate Board/  

Commission of Strata Corporations 

CEO’s  

MESSAGE 
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 Strata properties have con-

sistently shirked their responsibility 

to file annual returns with the Com-

mission.  These are audited financial 

statements or properly kept ac-

counts pertaining to the previous 

year’s affairs, as well as documenta-

tion outlining the general operations 

of the Corporation over the past 

year, including meetings held and 

appointment of the Executive Com-

mittee.  

 The Commission of Strata 

Corporations was established under 

the Registration (Strata Titles) 

(Amendment) Act, 2009 to monitor, 

regulate and supervise strata corpo-

rations.  A strata corporation is a 

building or collection of buildings 

where individuals each own the in-

ner sections of the unit (a strata lot) 

but where there is also com-

mon property or shared areas with 

shared ownership (e.g. external 

walls, windows, roof, driveways).  A 

monthly maintenance fee is there-

fore usually required for the man-

agement and administration of com-

mon areas.  

Delinquent Strata  

Published 
Continued from Page 1 

REB Team addresses generational  

issues at HR Conference 

A 
t present, there are as many as four different 

generations co-existing in some workplaces. 

There are the Generations Traditionalist, Baby 

Boomers, Xers, and Millennials. There are lita-

nies of writings and research that suggested that there 

are generational differences and peculiarities that can 

lead to conflicts in the workplace which has the power to 

adversely affect productivity. With the current reality of 

the generational mix in the workplace and the magni-

tude of the claim, it is not something that organizations 

can just sweep beneath the carpet.  

 A plenary session at the Human Resource Man-

agement of Jamaica Association’s (HRMAJ) 36th Annual 

Conference, held at the Knutsford Court Hotel on Thurs-

day October 17 explored this issue.  The plenary, moder-

ated by noted Human Resource Expert and psychologist, 

Dr. Lechim Semaj featured a panel of - Dwaine Forbes, 

Corporate Planning Analyst; Ashleigh Chatto, MIS Coordi-

nator and Damian Wilson, PRO/Marketing Manager.  

 The Topic of the session was "Reflecting on Opti-

mizing Performance and Productivity across Genera-

tions (Baby Boomers, Generation X and Generation Y).  

Generations refer to people born within a particular era 

who experience similar political, social, economic and 

technological changes. 

 The panel shared their individual, current and 

previous work experiences, as well as findings from an 

internal survey which compared the three generations 

within the organisation.  This was done using the DISC 

assessment tool, a behavioral assessment tool that 

speaks to individual preferences and values. 

 Some of the findings shared by the panel include 

the fact that: 

 

 Many of the beliefs about generational predisposi-

tions, both positive and negative, are a matter of 

stereotypes; 

 A majority of respondents ranked the “Economic Val-

ue” very highly – meaning they are likely to act in a 

way which has some kind of value or ‘returns’ to 

them, economically or otherwise;  

 Most importantly, it showed that behaviours, values 

and attitudes very often cross generational lines, 

which are often inconsistent which the commonly 

held beliefs and stereotypes.  

The latter was supported by academic findings which 

indicate that ‘identifying these [generational] differences 

appear to present quite a challenge, and that there is 

little scientific evidence to suggest the generational dif-

ferences are prominent within organisations. 

 Other areas discussed include the role of man-

agement in managing personalities and potential con-

flicts, organizational culture, job security and organiza-

tional loyalty. 

 These findings, for the most part were supported 

by Dr. Semaj, who shared his own studies about atti-

tudes in the workplace and experiences of psychometric 

evaluation across generations. 

 In conclusion, it was felt that a manager’s time 

may be better spent managing talents and personalities, 

rather than generational issues or stereotypes.  

 

(left-right) Dwaine Forbes, Dr. Lechim Semaj, Ashleigh Chatto and Damian 

Wilson 
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 Daily updates & posts 

 Local & International Real Estate News 

 Photo updates of all REB/CSC activities and events 

 Real Estate Tips and Quotes  

  Information for dealers, developers & salesmen  

  Radio & TV Public Service Announcements  

 Videos  

  ...and much more 

www.facebook.com/Realestateboardja/ 

Real Estate Board/Commission of Strata Corporations  

Our Facebook page features include: 

A Buyers Guide to 

Strata Corporations 

This guide is an invalua-

ble resource that will as-

sist in navigating the intri-

cacies of living in a strata 

corporation. Contents in-

clude; advantages of liv-

ing in a strata, costs asso-

ciated with living in a stra-

ta & by-laws. 

Real  

Estate Board’s  

Buyers/Sellers Guide 

This guide is intended to 

provide general infor-

mation on a range of top-

ics relating to the  buying 

and selling of real estate 

in Jamaica including: 

types of properties, and 

major cost in land trans-

actions  

$300 each 
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                     For the first time, Real Estate Board/ 

                 Commission of Strata Corporations partic-   

              ipated in the Jamaica Property Expo 2017  

            which took place at the Jamaica Pegasus  

         Hotel, October 24-25.  The two-day expo  

       hosted displays from approximately 30 public  

     and private sector entities including the Victoria   

  Mutual Building Society, Jamaica National, The 

Housing Agency of Jamaica and the National Hous-  

  ing Trust.  The Agency distributed over 130 pieces  

     of literature and guides relating to housing devel- 

       opments, strata living and the Real Estate Train- 

         ing Institute.   

                          Here, Marketing Manager/Public  

              Relations Officer, Damian Wilson speaks  

                 to this visitor about the courses offered by  

                   the Real Estate Training Institute. 

 Senior and middle managers and select  

team members participate in a team demon- 

stration on problem solving, during an all-day  

Operational Retreat, October 12, 2017.  The  

purpose of the Retreat which was led by Cor- 

porate Planning Analyst, Dwaine Forbes, was to  

expose managers to various methodologies in strate-

gic/operational planning and to benefit from a collabo-

ration approach to tackling problems.  The session  

was also used to draft activities for the agency’s  

operational plan for the upcoming year, and  

featured presentations from the various depart- 

ments on their achievements, plans  

and projections. 

Corporate Affairs Manager,  
E. Elaine Gordon 

Supervisor - Registration, Information 
&Training (CSC), Shelly-Ann Joiles  

 

The Agency’s Social  

Engagement and Cor- 

porate Outreach (SECO) 

Team staged a series of 

special days to support its 

various welfare and staff 

activities.    

 Up first on Friday 

November 18 was Tie day, 

the following week, Friday 

November 25 was Glasses 

Day and Friday December 2  

2 was Hat day.  Here are  

a few of the creative and  

stylish looks from the  

various days. 
Senior Inspector, Anti-money  

Laundering, Pete Francis 
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T 
he REB/CSC Team em-

barked on its annual two-day 

Training Retreat, on Wednes-

day October 26 and Friday 

November 4, 2016.  Day-one which 

is customarily dedicated to personal 

development, featured two resource-

ful, knowledgeable and thought pro-

fessionals.   

 The first was Mrs. Venice 

Chin-See Parchment, Financial Ser-

vices Officer with BPM Financial Lim-

ited.  The colourful and dynamic fi-

nancial expert shared practical ad-

vise on money management, saving 

and investing.  The most creative 

element of Mrs. Parchment’s 

presentation was the use of loaves 

of bread to show the effect of infla-

tion.  According to Mrs. Parchment, 

$1000 in 2003 was able to pur-

chase 13 loaves of bread, while in 

2016 that same $1000 can now 

purchase only three such loaves.  

Therefore it is prudent to practice 

financial management that encour-

ages investment options that put 

your money to work, above the infla-

tion rate.  

 The second presenter for the 

day was Patrick Smith, a profession-

al banker and motivational speaker.  

Mr. Smith took a more holistic ap-

proach in his presentation.  The 

‘Man of God’ shared his own person-

al experiences of struggle and tri-

umph, while motivating the staff to 

seek out and accomplish great 

things through the will and power of 

Jesus Christ.  The ordained minister 

is a co-founder and chairman of 

SMILE - (Sharing Miracles in Loving  

Everyone) Outreach.     

 Day-two of the exercise was 

a team-building retreat at Club Riu in 

Mammee Bay, St Ann.  

Training Retreat focuses 

on Personal Development 

& Money Management 

 

 

 

 

 

◄ 

 

 

◄ 

 

 

 

◄ 

 

 

◄ 

Mrs. Venice Chin-

See Parchment 

presents a bread 

to John Brooks 

d u r i n g  h e r 

p r e s e n t a t i o n .  

The bread was a 

part of her 

demonstration on 

how inflation 

works   

Patrick Smith, the 

second presenter 

on day-on of the 

Training Retreat, 

makes a point 

d u r i n g  h i s 

presentation  

Team Members 

enjoy breakfast 

shortly after arri-

val at Club Riu, in 

Mammee Bay St. 

Ann - venue of 

this year’s Train-

ing Retreat 

The pool area is 

always a favourite 

location for rest 

and relaxation, as 

t h e s e  T e a m 

members show  
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I 
n accordance with the powers con-

ferred upon the minister by para-

graph 1 (2) of the fourth schedule 

of the Proceeds of Crime Act, the 

following order is hereby made:- 

 

1. This order may be cited as the Pro-

ceeds of Crime (Designated Non-

Financial Institution) (Real Estate Deal-

ers) Order 2013 

2. With effect from the 1st day of April 

2014, any person to whom paragraph 

3 applies is hereby designated as a 

non-financial institution for the pur-

pose of the Act 

3. This paragraph applies to any per-

son who is issued a licence under the 

Real Estate (Dealers and Developers) 

Act authorizing persons to engage in 

the practice of real estate business in 

the capacity as a real estate dealer 

 

What does this mean? 

Since Real Estate Dealers are consid-

ered ‘gate keeper’ to the financial insti-

tutions, all real estate dealers and their 

employees must abide by the relevant 

Section (s) of the Proceeds of Crime 

Act and its Regulation and any other 

relevant legislation(s). It therefore 

means that real estate practitioners 

must carry out the necessary due dili-

gence on their clients and take the 

necessary steps to mitigate any poten-

tial risk posed by a client and/or trans-

action. 

 

Role of a Real Estate Dealer 

A real estate practitioner’s Anti-money 

laundering (AML) risk is substantially 

reduced by the fact that the great ma-

jority of real estate transactions involve 

regulated entities such as commercial  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

banks, merchant banks and building 

societies which have AML obligations. 

However when a transaction is initiated 

outside the norm or in cases where 

certain risk factors are present, a real 

estate practitioner  faces an elevated  

chance  of encountering a possible 

money laundering scheme and should 

take measures to address the risk. 

 A real estate practitioner’s 

knowledge of how real estate transac-

tions normally progress and the result-

ing ability to recognize and evaluate 

whether deviation from the norm may 

signify the need for enhanced due di-

legence is an important way to help 

mitigate AML risk in real estate trans-

actions. This requires real estate deal-

ers and their employees to be aware of 

how real estate transactions may be 

used to launder criminal properties 

and the necessary steps required to 

detect and deter those activities. 

 Familiarization with the signs 

of money laundering activities in the 

real estate market will help real estate 

practitioners to: 

1. Identify potential money launder-

ing activities; 

2. Take appropriate steps to mitigate 

the money laundering risk; and 

3. If necessary, file the necessary re-

port with designated authority to help 

deter and mitigate the use of real es-

tate in money laundering. 

 

Risk factors can be grouped into the 

following categories; 

 

Country/geographic risk  

This risk may arise because the client 

or the source of funding originated in a 

jurisdiction where the AML regime is 

weak or there are high levels of corrup-

tion, or other criminal activities.   

 

Customer risk  

The main customer risk categories are:  

 Significant and unexplained geo-

graphic distance between the agent 

and the location of the customer. 

 Customers where the structure or 

nature of the entity or relationship 

makes it difficult to identify the true 

owner or controlling interest. 

 Charities and other non-profit or-

ganisations that are not subject to 

monitoring or supervision. 

 The use of intermediaries who are 

not subject to adequate AML/Counter 

Financing of Terrorism laws and 

measures and who are not adequately 

supervised. 

      Politically exposed persons (PEPs) 

such as CEOs and elected officials. 

 

Transaction risk  

This category of risk is associated with 

the factors related to the property;  

 Vague or questionable source of  

financing of the transaction or  parties 

to the transaction. 

 Speed of the transaction 

(transactions that are unduly expedited 

without a reasonable explanation may 

be higher risk). 

 Type of properties (residential or 

commercial, vacant land, investment, 

high-turnover properties, multi-unit 

properties for lettings/leases). 

 Successive transactions, especially 

of same property in short period of 

time with unexplained changes in val-

ue. 

 Purchases being made without 

viewing the property, no interest in the 

characteristics of the property. 

 Introduction of unknown parties at 

a late stage of transactions, e.g. ar-

rangements made between purchas-

ers. 

 Third-party vehicles (i.e. trusts) 

used to obscure true ownership of buy-

er. 

 Under- or over-valued transactions. 

Property value does not match the pro-

file of the customer.  

(Cont’d on the following page) 
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RIP                          . 
A client bought a new home and the broker wanted to send  
flowers for the occasion.  They arrived at the home and the owner 
read the card; it said “Rest in Peace”. 

The owner was angry and called the florist to complain. After he had 
told the florist of the obvious mistake and how angry he was, the flo-
rist said. “Sir, I’m really sorry for the mistake, but rather than get-
ting angry you should imagine this: somewhere there is a funeral tak-
ing place today, and they have flowers with a note saying, 
“Congratulations on your new home”. 

 

BUY-OUT                    . 
A very successful real estate broker had a meeting with his new son-
in-law. “I love my daughter, and now I welcome you into the family,” 
said the man. “To show you how much we care for you, I’m making you 
a 50-50 partner in my real estate office. All you have to do is go to 
the office every day and learn the business.” 
The son-in-law interrupted, “I hate office. I can’t stand agents.” 

“I see,” replied the father-in-law. “Well, then you’ll work in the office 
and take charge of some of the paperwork.” 

“I hate paperwork,” said the son-on-law. “I can’t stand being stuck 
behind a desk all day.”                          . 
                                                               
                                                               “Wait a minute,” said the  
                                                           father-in-law. “I just made you  
                                                          half-owner of my real estate  
                                       office, but you don’t like office and won’t  
                                                                 work in a office. What  
                                                                 am I going to do with  
                                                                 you?” 

 
                                                                “Easy,” said the young  
                                                                man. “Buy me out.” 

 

 

“I found happiness in my own 
back yard, but my neighbor 
claims it is on his side of the 
property line.” 

Financing risk is associated with the factors 

related to the funding and/or source of funding 

relative to a transaction.  

Potential elements contributing to financing 

risk include:  

 Location of client’s and/or customer’s 

source of funds. 

 Unusual sources, e.g. funds obtained from 

unknown individuals or unusual organizations. 

 Cash intensive transaction. 

 Cash deposits or money orders from unu-

sual sources or countries as identified under 

country/geographic risks. 

 Use of complex loans or other obscure 

means of finance, versus loans from regulated 

financial institutions. 

 Unexplained changes in financing arrange-

ments. 

 

HOW REAL ESTATE PROFESSIONALS CAN MITI-

GATE RISK 

The presence of a single risk factor or even a 

combination of risks does not necessarily 

mean that any or all parties are engaged in 

money laundering activities. By being familiar 

with these risk factors, and exercising sound 

judgement based on knowledge of the indus-

try, when a combination of these factors arise, 

real estate practitioners must know the proper 

course of action that is necessary. 

 

Know Your Customer/Customer Due Diligence 

This critical component of the role of a real 

estate dealer can be helpful in identifying and 

combatting money laundering activities. Know-

ing your client and understanding their interest 

and intended use for a property or proceeds 

from its sale will help in evaluating the situa-

tion where one or more risk arises.  

 It is therefore critical that; all Real Es-

tate Dealers require their clients to provide 

adequate and proper evidence of identity.  A 

business relationship should not be estab-

lished until the identity of the customer is satis-

fied.  Where one already exists and the client 

refuses to give follow-up information, the rela-

tionship should be terminated, unless advised 

otherwise by law enforcement authorities. 

 

◄◄ I’d like a no-interest loan.  
Since I have no interest in paying 
it back. 

Pete Francis 

Senior Inspector,  

Anti-money Laundering,  

Real Estate Board 
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E 
ven as he seeks to proceed with caution with 

regard to policy changes being considered for 

the real estate industry, Prime Minister Andrew 

Holness is of the view that Jamaica is ripe for 

the introduction of a secondary-mortgage market and 

reverse mortgages. 

 Speaking at the Annual Real Estate Symposium, 

hosted by the Realtors Association of Jamaica, Holness 

announced that the policy and institutional framework 

for a secondary-mortgage market and reverse mortgag-

es was being crafted by technocrats across various gov-

ernment agencies. 

The prime minister argued that the policy changes are 

needed to unlock the growth potential of the real estate 

market. 

  

REDUCED MORTGAGE RATES 
In making the case for a secondary-mortgage market, 

the prime minister pointed out that mortgage rates 

would be reduced significantly if mortgage lenders had  

 

 

 

 

 

 

 

 

 

 

the freedom to offer mortgage-backed securities to in-

vestors. 

 "We are now considering how to get more liquid-

ity into the mortgage market so that mortgage rates can 

come down even further. We are looking very closely at 

policy analysis towards developing a secondary-

mortgage market. That will ultimately have the effect of 

bringing down mortgage rates," he told realtors. 

 A secondary-mortgage market allows for the 

sale of mortgages on the financial markets. The sec-

ondary market is often used to reduce the risk to mort-

gage companies when homeowners cannot afford to 

pay their mortgage. 

 Holness, however, made it clear that the Gov-

ernment would be proceeding with caution given the 

risk of subprime lending. The 2008 global financial cri-

sis has been blamed on subprime loans, which were 

offered to people in the United States who did not have 

the means to repay them. The loans were packaged as 

mortgage-backed financial products and sold on the 

secondary market. The eventual default on the loans 

rocked financial markets and led to the near bankrupt-

cy of large banks and mortgage lenders, which had to 

be bailed out by the US Government. 

 "There are several protection models that have 

been developed for secondary markets, so we are look-

ing at those very carefully," Holness said. 

Turning his attention to the potential for the introduc-

tion of reverse mortgages to Jamaica, the prime minis-

ter pointed to the significant value of real estate in old-

er communities that have experienced deterioration in 

their housing stock. Reverse mortgages would allow the 

owners of these older homes to convert the equity in 

their home to cash. 

 Holness further announced to the realtors that 

drafting instructions had been issued for a Townhouse 

Act, which is expected to address issues of property 

upkeep and governance of common areas. 

 He also announced that regulatory changes that 

would see the merger of the rent board, the real estate 

board, the strata corporation, and other real estate reg-

ulators were also being considered. 

Originally printed in the Jamaica Gleaner. October 13, 2016  

MORTGAGE  MANIA   
Secondary And Reverse Markets  Being  

Considered For Jamaica 
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Trump Effect: That House you 
wanted got $16,000 more  
expensive since he won 
 

T 
he sharp jump in mortgage interest rates follow-

ing the November election is not only holding on 

but gaining. Add that to an already uneven hous-

ing recovery, and the resulting numbers are 

staggering. 

 Housing affordability was already weakening, 

thanks to fast-rising home prices, which has made it the 

least affordable time to buy a house since the Great 

Recession. 

 The average interest rate on the 30-year fixed 

mortgage moved from around 3.5 percent to as high as 

4.25 percent in the weeks following Donald Trump's 

election, thanks to a huge sell-off in the bond market. 

That pushed the average cost of a home higher by more 

than $16,400 "almost overnight," according to re-

searchers at Black Knight Financial Services. It now 

takes 21.6 percent of the median income to buy the 

median priced home, the highest share since June 

2010.  

 "The last time affordability ratios came close to 

this point (back in 2013 after a sharp rise in rates), 

there was an immediate reaction in terms of home price 

appreciation," said Ben Graboske, vice president of 

Black Knight Data & Analytics. "They didn't fall, but the 

rate at which they had been rising was basically cut in 

half, from 9 percent annually to less than 5 percent in a 

matter of months."  

 The difference today, however, is that the supply 

of homes for sale is so low that fierce competition is 

keeping high pressure on prices. The supply problem 

may even be exacerbated by rising rates because home-

owners who might have wanted to move will be dissuad-

ed by the fact that they'll have to give up the record-low 

rates they locked in during the refinance boom of the 

last few years.                                       

 "This will be an interesting balancing act in the 

market over the coming months, even more so given 

our recent research which showed that borrowers with 

low fixed interest rates are less likely to list their homes 

for sale," Graboske said.  

Source: CNBC, December 5, 2016.  Edited by Diana Olick   
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HUMAN RESOURCE 

Prepared by:  

Angela Williams 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 

 

Personal Development 101 
 

P 
ersonal Development is a lifelong process. It 

involves growth, learning new behaviours and 

improving your attitude. Personal development 

is necessary in the workplace because it leads 

to greater opportunities and healthier relationships.  

 Understanding your strength will help in your 

personal development and lead to higher levels of per-

sonal success and satisfaction. It is therefore important 

that you explore ways to capitalize on these strengths. 

One way of doing this is by using a “Strength Checklist”, 

which will help you become more engaged, productive 

and successful. 

 

Your checklist could include: 

 Problem solving skills; 

 Response to new situations; and 

 Communication 

Consider discussing with your manager/team leader, 

the importance of using your strength to your advantage 

and ways in which these strengths may be employed.  

 

This will help you to: 

 Identify your strengths and weaknesses; 

 Understand the strengths of your peers; 

 Find ways to use your strengths to achieve your 

goals 

 

Listening is another successful tool. You can improve 

your collaborative skills by being an engaged listener. 

This will: 

 Improve the communication process;  

 improve teamwork; and  

 Increase productivity 

 

Engaged listening will help you understand what your 

peers are trying to tell you. Connecting with your peers 

through communication is the “glue” that will build rela-

tionship among co-workers. The ability to communicate 

effectively will reduce stress and increase collaborative 

efforts with positive outcomes. 

 

Overcoming your fears and self-doubt 

Self-doubt and fear can inhibit opportunities in all areas 

of your life. It is important that you Identify and manage 

your fears. Learn techniques to help you push through 

and overcome when fear presents itself. 

 

Building a healthy relationship with money 

Establish money goals that will help you eliminate credit 

card debts and manage your anxieties associated with 

money. This can be achieved by identifying your core 

money beliefs and creating a plan to improve your 

“relationship with money”. Your money beliefs may in-

clude things like: 

 I deserve this 

 Money loves me 

 The more I have the more I can give 

 

These will help you to feel positive about yourself and 

improve the way you view money. 

 

Invest your money wisely 

Invest wisely to ensure that your money is not being 

eroded by inflation. It is not what you earn, but how 

much you save and invest from your earnings.  

 Speak to a qualified Financial Services Officer 

about the best way of saving consistently towards your 

personal goals. 

 

Finally, don’t just survive- thrive! 

Discovering your inner strengths will help you to survive 

the stress and pressure of today’s fast paced environ-

ment. Tapping into these strengths will empower you to 

become more confident to take control of your life. One 

popular poet’s quote on survival: My mission in life is 

not merely to survive, but to thrive; and to do so with 

some passion, some compassion, some humour, and 

some style”. 

 

Source: Professional and personal Development Presen-
tation topics—conscious connection coach 
http://consciousconnectioncoach.com/presentation  
Accessed: November 28, 2016  
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"Workplace stress" is the harmful physical and emotion-

al responses that can happen when there is a conflict 

between job demands on the employee and the amount 

of control an employee has over meeting these de-

mands. 

 

Every employee has, at some point, felt the pressure of 

work-related stress.  You may experience pressure to 

meet a deadline or to fulfil a challenging obligation. But 

when work stress becomes chronic, it can be over-

whelming — and harmful physically and emotionally. 

 

In the short term, a stressful work environment can con-

tribute to problems such as headache, stomach ache, 

sleep disturbances, short temper and difficulty concen-

trating. Chronic stress can result in anxiety, insomnia, 

high blood pressure and a weakened immune system. It 

can also contribute to health conditions such as depres-

sion, obesity and heart disease. Compounding the prob-

lem, people who experience excessive stress often deal 

with it in unhealthy ways such as overeating, eating un-

healthy foods, smoking cigarettes or abusing drugs and 

alcohol. 

 

STEPS TO MANAGE STRESS 

 

Track your stressors. Keep a journal for a week or two to 

identify which situations create the most stress and how 

you respond to them. Record your thoughts, feelings 

and information about the environment, including the 

people and circumstances involved, the physical setting 

and how you reacted. Taking notes can help you find 

patterns among your stressors and your reactions to 

them. 

Develop healthy responses. Instead of attempting to 

fight stress with fast food or alcohol, do your best to 

make healthy choices when you feel the tension rise. 

Exercise is a great stress-buster. Any form of physical 

activity is beneficial. Also make time for hobbies and 

favourite activities. Whether it's reading a novel, going 

to concerts or playing games with your family, make 

sure to set aside time for the things that bring you 

pleasure. Getting enough good-quality sleep is also im-

portant for effective stress management. Build healthy 

sleep habits by limiting your caffeine intake late in the 

day and minimizing stimulating activities, such as com-

puter and television use, at night. 

 

Establish boundaries. In today's digital world, it's easy to 

feel pressure to be available 24 hours a day. Establish 

some work-life boundaries for yourself. That might mean 

making a rule not to check email from home in the 

evening, or not answering the phone during dinner.  Cre-

ating some clear boundaries between these realms can 

reduce the potential for work-life conflict and the stress 

that goes with it. 

 

Take time to recharge.  To avoid the negative effects of 

chronic stress and burnout, we need time to replenish 

and return to our pre-stress level of functioning.  This 

recovery process requires ‘switching off’ from work by 

having periods of time when you are neither engaged  in 

work-related activities, nor thinking about work.  It is 

important that vacation days are used wisely. When pos-

sible, take time off to relax and unwind, so you come 

back to work feeling reinvigorated and ready to perform 

at your best. When you're not able to take time off, get a 

quick boost by turning off your smartphone and focusing 

your attention on non-work activities for a while. 

 

Learn how to relax.  Start by taking a few minutes each 

day to focus on a simple activity like breathing, walking 

or enjoying a meal. The skill of being able to focus pur-

posefully on a single activity without distraction will get 

stronger with practice and you'll find that you can apply 

it to many different aspects of your life. 

Workplace Stress 

Orkplace 
ellness 

Sources:   
 
Coping with stress at Work. American Psychological As-
sociation. http://www.apa.org/helpcenter/work-stress.aspx. 
Accessed: December 6, 2016 
 
Workplace stress - General. Canadian Center for Occupa-
tional Health and Safety. http://www.ccohs.ca/oshanswers/
psychosocial/stress.html 
Accessed: December 2, 2016    
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You are the lone female among the REB inspectors, how 
do your fellow inspectors relate to you as such? 
At first I felt strange being in a room of so much testos-

terone lol. But the guys have treated me very well and I 

have become a part of their team. I quite enjoy the way 

they refer to me as well-“the one likkle rose inside the 

Garden” 

 

Do you think that there is any difference in how you are 
treated by developers, whether negative or positive, based 
on being young and being female?  
The experience with developers I’ve dealt with thus far 

has been good. They have been respectful to me and 

relate to me in a similar manner as they would with my 

colleagues. Through observation though, there almost 

always seems to be a softer, gentler side in their ap-

proach. 

 

What is the job function of an inspector and what is the 
average inspection like? 
A site inspection’s purpose depending on the need can 

be either to ascertain the current state of the land, de-

termine whether a unit is fit (based on the board’s 

standard) for habitation or to determine if units are sat-

isfactorily constructed and required infrastructure are 

put in place. An average site inspection involves walking 

through the development and/ or units and making a 

detailed examination of what is present. We record our 

findings in the form of pictures which we later use to 

formulate our reports. 

 

Tell us about your journey to your current position i.e. 
previous jobs or previous positions in the REB. 
My first job after leaving college was at a renowned real 

estate dealer. I got employed in May 2015 where I did 

mostly filing and database management. Interestingly, 

before I left to become employed at REB, I was offered a 

permanent position that was created for me. Though 

grateful for the offer that day, I opted to take up my em-

ployment at REB. 

 

You are also known for having a creative and artistic 
side tell us about that? 
I love art! And not only drawing but all forms. I did the 

Visual arts at St. Catherine High School up to CSEC level 

and also was a member of the Spanish and drama club 

in my early high school years. It is my desire to one day 

be enrolled at the Edna Manley School of Arts or if not, 

at least work on my portrait skills lol. 

 

Do you have any other hobbies or anything else you like 
to do in your spare time?  
I’m no Toni Braxton but I do enjoy singing every now and 

then as well as dancing and writing poetry. Outside of 

that you can find me browsing the internet or making 

silly videos. 

 

What did you want to be when you were growing up and 
why? 
As a little girl I always wanted to become a Teacher, I 

loved children and thought I had a way with relating to 

them also I loved writing on the chalk board. In my teen-

age years though, I started thinking of becoming an art-

ist or an interior designer. 

 

How would your friends describe you? 
My friends would describe me as a crazy, jovial, fun-

loving kind of person. They would tell you that I am a girl 

of good morals and values and that I am also very much 

disciplined and hard working. 
 

                                                     (Continued on the next page) 

Chevelle Campbell  

Inspector, Real Estate Board  



 

The 2017 Real Estate Board/ 

Commission of Strata Corporations  

Wall Calendar is now available. 

 

Featuring 10 pages of hi-gloss,                   

professionally captured images and      

information  including: 

 The Real Estate Training Institute 

 Timeshare 

 Annual Returns 

 Real Estate Developments  

...and more 

 

Also includes important dates to remember  
such as payment deadlines for licences’ fees; 
public holidays, contact details, social media 

links and real estate quotes. 

 

Pick up your copy from the 
front desk while  

stocks last! 

◄◄ LET’S MEET …(Continued from previous page) 
 

Do you have any nicknames? How did you get them and 
what do they mean? 
My popular nick name is Cheveybones; some of my close 

friends call me bones. I kind of gave myself that name 

when I created my email address in high school because 

I thought it was fitting; my classmates took on to the 

name from then. It stuck with me throughout college to 

date. Other people will sometimes call me Chevelle 

Franklin, the name of the then Dancehall, now Gospel 

singer.  

 

What is your proudest accomplishment to date? 
My proudest accomplishment to date is learning to drive 

and then the cherry on top was getting my first vehicle. 

 

What is your favourite game or sport to watch and/or 
play? 
I love to watch track and field and I know we don’t partic-

ipate in it but I think figure skating is pretty awesome. I 

don’t play sports, I used to run but that’s a long story lol. 

 

List two pet peeves. 
I don’t like it when I take the time to put things in order 

and then someone messes it up and doesn’t put it back 

as it was. Another thing that annoys me is persons who 

behave superior to others and try to put others down. 

 

What was the last book you read and/or movie you 
watched? 
The last movie I watched was titled “My Girlfriend’s Boy-

friend” Starring Alyssa Milano. The last book I read was 

“The Devils Tear Drop” by Jeffery Deaver. 

 
What is your personal philosophy or philosophies in life? 
 All things are possible through Christ 

 Love your neighbour as you love yourself.  

 A new journey will always seem scary and challeng-

ing but after the first step, you’ll realize it’s not that 

bad. 

 

◄◄ REB Inspectors on location during photoshoot for 

2017 Calendar, Friday November 11, 2017.  Images 

captured by Dacx Photography  

The Real  Estate  Journal  



The Real  Estate  Journal  

Dwaine Forbes,  

Corporate Planning Analyst 

W 
hile success is something most people 

desire, despite hard work and big dreams, 

it still eludes many.  On the other hand, 

there are others who success seems to 

cling to. Everything they touch turns to gold. Having 

been on the wrong end of the success spectrum, I be-

gan drilling down into ‘success’ literature. Much of 

what I’ve read didn’t seem to be very useful.  For the 

most part were anecdotal, with people documenting 

their personal experiences. While these were fine, they 

did not provide a clear path towards success.  

 Success is indeed a formula that can be fol-

lowed.  But what is success?  According to Earle Night-

ingale, “Success is the progressive realization of a wor-

thy ideal”.  Simply put, it is working overtime towards 

and steadily achieving a goal.  Hence, this definition 

provides the first ingredient towards success, that is, 

having a clear goal.   Sanya Richards-Ross wrote on a 

piece of paper at age nine that she would become an 

Olympic Champion and handed it to her teacher. This 

goal was not realized until eighteen (18) years later. 

This illustrates the importance of having very clear and 

specific goals if one seriously desires success.  

 Recently, I came across some literature which I 

considered quite compelling, the book ‘What’s Your 

Genius? How the Best THINK for success in the New 

Economy’ by Jay Niblick et al, including celebrated au-

thor and and motivational speaker Tony Robbins.   The 

other element towards becoming successful was 

gleaned from a study led by Niblick that involved 

197,000 participants over seven years in twenty-three 

countries. It turned out that there are two basic traits 

required to be successful. They are self-awareness and 

authenticity. Self-awareness calls for having a deep 

understanding of self. This is not a superficial one. It is 

about having deep insights into what your talents and 

values are. Talents are things that we are naturally 

wired to do.  Our values are the things that motivate 

us. These can be better understood by doing a DISC 

Assessment, which is a psychometric tool which can be 

found and done online. The second part of the equa-

tion is to be authentic. This means, be true to your tal-

ents and values. The most successful people are said 

to have a high degree of self-awareness.  They are also 

highly authentic by putting themselves in positions 

where they are required to use their talents most of 

the time and get incentive from their values. Hence, 

they are always on a high. Things that do not fall in 

their talent catalogue, they basically outsource to fami-

ly, friends or consultants.  

 The study shed some light on the notion of 

strengths or weaknesses. The notion is that we do not 

have strengths and weaknesses according to Jay 

Nilick, but instead, we have talents and non-talents. 

How one uses either can result in strengths or weak-

nesses.  For example, if you are not using your talent, 

then that is a weakness. Your talent only becomes a 

strength when you are using it. The converse is also 

true. If I have a heavy reliance on your non-talents, 

then it is a weakness.  It becomes a strength when you 

rely on them minimally.     

 The people who tend to be very successful 

tend to have a deep understanding of their talents and 

push for opportunities to use those talents, with clear 

goals in mind. Therefore, if one is a ‘big picture’ think-

er, which is a natural talent, and engaged in activities 

that are routine and require attention to detail,  to a 

great extent, such a person may struggle towards suc-

cess.  

 What this information shows is that all of us 

can achieve success. However, having a goal without 

being self-aware and authentic, will only cause success 

to elude us.  

DISCOVER  
YOUR SUCCESS 


