
When we established Golden Real 
Estate over 11 years ago, I came up 
with two mottos for our company which 
appear on all our yard signs. The 
mottos also appear on our new-
est moving truck that we provide 
free to buyers, sellers and com-
munity organizations.  

I’ve written more than once 
about the second motto, 
“Promoting and Modeling En-
vironmental Responsibility,” 
but this week I want to focus on 
the first one, which is “Hometown Ser-
vice Delivered With Integrity.”  

I recall how easily those two value 
statements came to me back in 2007, 
and now I can testify as to how we have 
lived up to both of them in the years 
since and how important and relevant 
they feel so many years later.  

My own relationship to integrity de-
rives from my New England upbringing 
and specifically the influence of my 
somewhat aristocratic father, Abbott 
Pliny Smith II. Dishonesty or lying had 
no place in our home. I can still hear 
Dad telling me, “Just because other 
people steal apples doesn’t make it right 
for you to steal apples.”   

Dad taught me not to pretend to 
know things I didn’t know or claim to 
have experience I did not have. I re-
member one instance where following 
that advice really helped me. It was 
when I owned a typesetting company in 
New York called Journal Graphics. Be-
cause of my journalism training, I want-
ed to land the account with WNET to 
produce the transcripts for The MacNeil/
Lehrer Report. But I had no experience 
with transcription and no current clients. 

So I took the approach of actually 
transcribing one of their shows and 
delivering the transcript to the station 
the following morning with a cover letter 
to the executive producer saying I could 
do this every night overnight, including 
printing. A month later I was in the office 
of the woman in charge of transcripts, 
and she said, “Yes, and would you like 
to do Bill Moyers’ Journal, too?” 

I responded, “Let me do Bill Moyers’ 
show first, since it’s a weekly show, and 
once we’ve got that going smoothly, I’ll 
do the MacNeil/Lehrer Report, which is 
daily.” Then she asked if we’d do fulfill-
ment. Without hesitating, I asked her, 
“What’s fulfillment?” She explained that 
it involves fulfilling the mailed-in orders. 

“That sounds very clerical, so I’m sure 
we could handle it,” I said. She then 
asked if we’d hire the two elderly volun-

teers who were doing that job for 
WNET, and I said, “Sure.”  
     Within a few years, we were 
doing all the transcripts for ABC 
News, Oprah Winfrey (and count-
less other daytime talk shows), 
60 Minutes, CNN 24 hours a day, 
and all NPR programs. And it all 
started by demonstrating I could 
do the job, but also being honest 

about my lack of experience or clients. 
Fast forward to my real estate ca-

reer. In 2012, anti-Obamacare mass 
emails claimed that the Affordable Care 
Act included a 3.8% sales tax on the 
sale of every home. It was an outright 
distortion of a tax that applied only to 
investment income and only on Adjust-
ed Gross Income in excess of $200,000 
in a given year. The email was de-
signed, using false information, to whip 
up grass roots hatred of Obama during 
his 2012 re-election campaign.  

Recipients of the email were told to 
sell their homes before the tax took 
effect in January 2013.  The headline on 
my October 18, 2012, column was, “If 
You’re Selling Your Home Because of 
an ‘Obamacare Tax,’ You’ve Been 
Duped.”  

At first, I figured it must be an inno-
cent and unintentional misreading of the 
law, and I replied “All” to each email with 
the facts. But facts didn’t matter, and 
the emails continued in hopes of defeat-
ing Obama. This lack of integrity ap-
palled me, but now that lack of integrity 
is magnified by the use of social media, 
and the manipulation of voters contin-
ues unabated. Does it shock and dis-
may you as much as it does me?  

Another wake-up call for me was that 
at least one of my own agents who 
received the mass email did not want to 
respond to it with the facts because she 
didn’t want to “be political” and thus 
alienate prospective clients.  

One reason I was drawn 
to joining Rotary was its 
“Four-Way Test of the 
things we think, say or do.”  
I have published the Four-
Way Test before, but I’ll 
repeat it here, and I urge 
you to consider whether 
certain politicians would 
pass those tests of the 

things they think, say or do: “First, is it 
the Truth? Second, is it Fair to All Con-
cerned? Third, Will it Build Goodwill and 
Better Friendships? And fourth, Will it 
Be Beneficial to All Concerned?” 

Any Boy Scout can tell you that the 
Scout Law also includes telling the truth 
in the first of its 12 laws.  

Realtors subscribe to the Realtor 
Code of Ethics. Article 12 says that 
“Realtors shall be honest and truthful in 
their real estate communications and 
shall present a true picture in their ad-
vertising, marketing, and other repre-
sentations.” Sadly, however, I recently 
reported on one Realtor whose busi-

ness model includes misleading home-
owners with notes taped to their front 
door saying “I may have a buyer for 
your house.” Not only does that Realtor 
not have a buyer, but he admitted to me 
that when he gets one, he refers the 
buyer to another agent and earns a 
referral fee. So, within my industry I also 
confront a lack of integrity. 
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Get this column in your inbox every 
Thursday.  Send your request to 

Jim@GoldenRealEstate.com. 

Downtown Golden Townhome Listed by Carol Milan 

     Here’s an opportunity to own a sought after unit in a 
building close to the Colorado School of Mines campus 
on the corner of 11th Street in downtown Golden. The 
address is 1104 Maple Street. Front and double rear 
balconies provide stunning views of the foothills. Built in 
1996, this 2-bedroom, 3-bath townhome has been beau-
tifully maintained inside and out. The detached 2-car 
garage provides separate access to the main and lower 
levels of unit, which is unique to this unit. With this ac-
cess, the bottom level could be rented separately from 
the top level. Don’t miss this rare opportunity in the 
heart of Golden. Take a narrated video tour at www.GoldenTownhome.com, 
then come to the open house on Friday, Oct. 19th, 4 to 6 pm or Sunday, Oct. 
21st,  11 am to 1 pm.  Carol Milan can be reached at 720-982-4941. 

$635,000 

Price Reduced on Newer Northwest Denver Home 

    This gorgeous 3-bed, 3½-bath home at 
3932 Tejon Street in the Sunnyside section 
of Denver was built in 2004 and has over 
2,000 sq. ft. and everything you have been 
waiting for, plus a 2-car detached garage! It 
has gleaming hardwood floors, wonderful 
open layout, newly remodeled master bath-
room, and a built-in Murphy bed in the fully 
finished basement -- perfect for friends/family 
or roommates! You can walk to hot spots like 

Gaetano’s Italian restaurant and Illegal Pete’s just to name a few! You will enjoy 
everything Northwest Denver has to offer here, including breweries, shopping, en-
tertainment and more. Watch my video tour online at www.SunnysideHome.us, 
then call me at 303-525-1851 for a private showing. Open Saturday, 11am-2pm.  

$669,950 

If You’d Like My Political Take… 
    This column is about real estate, 
not politics, but, as you might sus-
pect, I have a lot to say about integri-
ty in politics. You’ll find that content at 
www.JimSmithBlog.com.  
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