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All Aboard The CanTree Dedication
Celebrating its 28th consecutive year of giving to Sacramento’s needy, the 2010
Christmas CanTree once again lived up to its promise of hope. Mayor Kevin Johnson
praised the volunteerism of SAR REALTORS® and Affiliates, as well as the work of the
Salvation Army as he addressed the audience prior to lighting the Christmas Tree
at the December Main Meeting. Other officials in attendance were Mayor of the
City of Elk Grove Sophia Scherman and firefighters from the Sacramento Metro Fire
Department.
The audience in the packed auditorium stood and cheered as a check for $80,000
- raised entirely from SAR Member contributions and events - was presented by
Christmas CanTree Committee Chair Tim McGuire to the Salvation Army. With the
dedication and hard work of the event sponsors (listed below) and volunteers, the
fundraising target of $65,000 was far exceeded.
As always, there was some friendly competition between offices in the fundraising efforts this year and awards were distributed to the top offices in the Corporate,
Affiliate and REALTOR® office category as follows:
The 2010 SAR Christmas CanTree Corporate Sponsorship Award went to MetroList.
In the Affiliate Office category the winners were

Top Affiliate Offices – Des Lenz, Big Valley Mortgage; David Boliard, Coastal Pacific
Mortgage, Dan Starelli, Comstock Mortgage

4th Place Donor – Comstock Mortgage
3rd Place Donor – Coastal Pacific Mortgage
2nd Place Donor – Big Valley Mortgage
1st Place Donor – American Pacific Reverse Mortgage Group
The REALTOR® Office category winners were
4th Place Donor – Exit Realty West
3rd Place Donor – Century 21 – Select
2nd Place Donor – Coldwell Banker – Sacramento Metro
1st Place Donor – Lyon Real Estate – Fair Oaks
Congratulations!!
The real winners of our annual CanTree benefit are the thousands of needy
Sacramento families who are fed during the Christmas season and throughout the
year by the Salvation Army. SAR offers a warm “Thank You” to the Salvation Army and
to our generous 2010 sponsors!

“In-Kind” Donations
American Pacific Reverse
Mortgage Group
Barbara Harsch
Big Valley Mortgage
Bill McKnight
Bill Miller
Bobby Campbell
Century 21
Carl Carlson
Cathy Scharosch
Chuck Manly
Coastal Pacific Mortgage
Coldwell Banker
Country Club Plaza
Dave Bender and KOVR
Channel 13
David Boliard
Des Lenz
First Northern Bank
Gina Bertoli
Ilah Turner
Jodi Ash
Kathy Fox
Kris Lenz
Linda Pera
Mark Davidson
MetroList
Michael Pankow
Michelle Kloss
Mike Haden

Nick Toma
Nikki Chapman
Pam Poore
Pauline Sheppard
Peggy Coughlin
Penny McClure
Prudential NORCAL
Salvation Army
SAR
Signs by Tomorrow
Steve Cassani
Sunrise Mall
Terry Knight and KFBK
Radio
The Secret Garden
Tim McGuire
The Wagners
Tim Weisbeck
Twin Termite
Wells Fargo Home
Mortgage
John F. Otto Construction
Olsen & Fielding
Mayflower

Bronze (up to $499)
Disa Airola
Alice Eng
Peggy Coughlin
Crestone Mortgage
Human Rights Fair
Housing Commission

Top REALTOR® Offices – Mike Lippi, Coldwell Banker – Sac Metro; Dan Eveland, Century 21
Select; Sally Dunbar, Lyon Real Estate – Fair Oaks; Jeff Dominguez, Exit Realty West

7-Eleven
Clay Sigg
David & Judi Tanner
Tim Weisbeck
Women’s Council of
REALTORS®

Silver ($500-$999)
Judy Schoer

Gold ($1,000- $4,999)
Anonymous
Big Valley Mortgage
Century 21 Select
Coastal Pacific Mortgage
Coldwell Banker – Fair
Oaks
Comstock Mortgage
Exit Realty West
RE/MAX Gold
Sacramento Delta
Property Management
SAR on behalf of Young
Professionals Council

Salvation Army representative Major Jeanne Stromberg accepts SAR CanTree contribution presented by CanTree Committee Chair Tim McGuire

Platinum ($5,000-$9,999)
American Pacific Reverse
Mortgage Group
Coldwell Banker –
Sacramento Metro

Diamond ($10,000 & above)
Lyon Real Estate – Fair Oaks
MetroList Services, Inc.

Sacramento Mayor Kevin Johnson lights the Christmas Tree at the CanTree Dedication
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The mission of the Sacramento Association
of REALTORS® is to enhance the ability of its
Members to practice their profession ethically

SAR, simply put, is your bridge to success – but only if you take it.
Many of you who read this newsletter
already walk the SAR Bridge to Success,
but what about your fellow REALTORS®?
SAR has so much to offer you, but
you do have to take advantage. I am
surprised (but maybe I shouldn’t be)
when long-time Members don’t know
about basic benefits like the Broker
Tuition card, group health insurance,
free legal advice from C.A.R. attorneys or
discounts on color printing.
Those are just a few of the tangible
benefits, and there are so many other
steps on the SAR Bridge to Success.

When the Marketing Task Force presented the list of benefits to the Board
of Directors last year, even many of us
were surprised by the extent. If you’re
not sure what you’re getting for your
money, I encourage you to look at the
list on the SAR website. (benefits.sacrealtor.org)
Goals for 2011 include much more
outreach to Member offices. You can
help – every time you come to a program or class at SAR, share the information with your office.
Another goal promotes green issues
– working with the Sacramento Tree
Foundation and SMUD, more eco-sensitive products in our retail center, and
promoting energy efficiency of older
homes.
Increasing the diversity of SAR leadership is another goal. SAR built a Bridge
to Success for many Members when

it started the Leadership Academy in
2008. Becoming a leader at SAR may
take serious effort, and the bridge of the
Leadership Academy will definitely get
you on your way.
Organizations such as Realtists and
the Sacramento chapters of the National
Association of Hispanic Real Estate
Professionals (NAHREP) and Asian Real
Estate Association of America (AREAA)
are also important to our leadership
development. I look forward to working with them this year, getting to know
more of them, and getting them more
involved in SAR.
Every good business person should
reinvest in their business. SAR is the
perfect way to do that.
I am so thankful for the opportunity
to serve you this year and walk on the
Bridge to Success with you.

and effectively, to serve the community and to
protect private property rights.

February Main Meeting
Tuesday, February 1 (9:00-10:30am) Speaker: Carole Rodoni

Here to Serve You
SAR Staff
Feel free to call us direct.
Nelson Janes – 437.1201
Executive Vice President
Daniel Allen – 437.1225
Manager of Information Technology
Caylyn Brown – 437.1227
Government Affairs Director
Devyn Henry – 437.1226
Administrative Project Manager
Janelle Fallan – 437.1208
Director of Public Affairs/Commercial
Deborah Grinnell – 437.1209
Director of Meetings & Events
Chris Ly – 437.1210
Education Project Manager
Pat Lowell – 437.1206
Director of Professional Standards
Liliya Mishchuk – 437.1212
Meetings & Events Coordinator
Cale Nicholson – 437.1214
Auditorium Assistant
Aaron Truby – 437.1203
Staff Accountant
Tony Vicari – 437.1205
Public Affairs Project Manager
Judy Wegener – 437.1207
Director of Education/Communications
Greg Wilson – 437.1204
Director of Finance & Operations

The 2011 Real Estate Market--will it rebound,
retrench or re-dip?
• The 2011 Real Estate market
• From the foreclosures and short sales
markets to the luxury market-- which
are hot, which are not and why
• There is a New Wave of Real Estate-yes it's here, will it cause a tidal wave,
a ripple or a tsunami
Come find out, you may be surprised!
Carole Rodoni is a renowned speaker
on the economy and real estate and
is currently President of her own consulting company, Bamboo Consulting.
She was formerly President of Fox and
Carskadon Real Estate, Chief Operating

Officer of Cornish and Carey Real Estate,
and President of Alain Pinel REALTORS®.
Carole has shared her experience
and knowledge with REALTORS®, brokers and managers all over the state.
She writes for the Wall Street Journal
and has been a guest columnist for
the San Francisco Examiner. She also
is a frequent guest speaker on several
radio and TV programs across the Bay
Area. In addition she has been a speaker
and consultant for First American Title
Company for many years.
Carole has been featured in USA
Today, The Hawaii Star Bulletin, The Wall

Street Journal, The Philadelphia Inquirer
and The District 5 Diary just to name a
few. Carole personally owned Krames
Communications for 11 years, selling
it to Grolier Publishing in 1989 for $27
million.
Carole is definitely a workaholic. She
is results-oriented, bottom-line driven
and has spent her career turning troubled companies around and returning
them to profitability. She builds teams
of bright, competent professionals willing to take risks, accept challenges,
question, stretch, dare and dream.

FHA / VA / Conventional
CalPERS, CalHFA
Down Payment Assistance Programs
of California, Inc., a DIRECT LENDER

SAR Member Services
MetroList Administrative Center

2339 Gold Meadow Way, Suite 225
Gold River, CA 95670

Donna Fox

Nancy Manly – 916.437.1217
Director of Member Services
Lyndsey Harank – 916.437.1221
Member Services
Robin Mayer – 916.437.1216
Member Services
Denise Stone – 916.437.1219
Member Services
Amelia Warrington – 916.437.1218
Member Services

Branch Manager

916-505-0705
NMLS#261510

SAR Retail Center
Carl Carlson – 916.437.1223
Director of Retail Operations
Doreen Lambrite - 916.437.1224
Retail Center Specialist
Kimberly Mar – 916.437.1222
Retail Center Assistant

Monday - Friday 7:30 am - 4:30 pm
Saturday 9:00 am - 2:30 pm
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Members. Published articles will feature the author’s name, title and company; however, no direct
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length, grammar and appropriateness.
Articles will be printed in SAR’s publications on a space available basis. Attempt will be made to
publish submitted articles in a timely manner; however, submission of an article does not guarantee when, or if, it will be published.

JANUARY 2011

REAL ESTATE FINANCE FORUM CHAIR

ABOUT THE MARKET

SCOTT SHORT

Welcome to 2011

I am looking forward to a new and
exciting year in the real estate industry.
This area leads the nation in Energy
Efficient Mortgages. This is something
we should all be incredibly proud of. As
our industry embraces the enhanced
environmental awareness of our clients,
we must embrace all the great new
opportunities that are becoming available. Programs like the Energy Efficient
Mortgage give our clients the opportunity to increase the comfort, affordability, and dependability of their homes.
This presents a tremendous opportunity to make a positive difference for
our clients, while also benefitting the
community as a whole.
I for one have made some significant adjustments to support the benefits to my clients and community that
these opportunities provide. Most of
you know Kevin Nunn at Comstock
Mortgage. Kevin and I were very busy
last year working on projects supporting and promoting energy efficiency
and enhancing the understanding of
these opportunities within this industry and region. We developed some
innovative concepts in this area and I
have decided to coordinate my efforts
with him more directly on these projects. I am joining Kevin and Comstock
Mortgage to promote energy efficiency
financing awareness and opportunities
throughout this region. Our mission is
to support the real estate community
with all the great tools available –such
as special financing, utility rebates,
tax incentives and home ownership
is essential for healthy communities.
Good air quality and affordable energy
are also very important. Creating structures that support all of these goals is
something that our local region and
industry are better qualified to pioneer
than anyone, anywhere in this nation. I
will be sharing these new concepts and
approaches as 2011 unfolds.
The federal government has set aside
billions of dollars to promote energy
efficiency for existing home owners.
There are some unique opportunities to
integrate this into the purchase process
for your buyers. Not only can this allow
them to increase the comfort, affordability, and dependability of the home
they buy, but it can even allow them to
receive thousands of dollars in rebates
after closing.

December 2010 and March 31, 2011.
Your loan professional can check to see
if the condo your client is considering is
on the list. If not – you will need to get
it approved. Please note: inclusion on
the list is only one of the criteria that
must be met to qualify a condo for FHA
financing.

b) If a borrower wants to pay off a
debt to qualify but does not close the
account, FNMA still requires the payment to be included in the debt ratios
based on the most recent credit report.

Fannie Mae implemented a number of changes over the weekend of
December 11th, 2010.

c) Gifts are now allowed on Owner
Occupied (one unit) purchases without
the borrower investing five percent of
their own funds, even when the down
payment is less than 20 percent. (Do you
think they are trying to compete with FHA
here?)

a) Rounding up LTV’s. Fannie Mae used
to look at six decimal spaces. Now only
two decimal spaces are rounded up to
the next whole percent. This can create
many issues with pricing and loan structuring if not fully understood.

d) PMI (Private Mortgage Insurance)
has started to loosen their grip on what
they will allow and not allow. They are
still applying tighter rules than FNMA. It
is encouraging though, that they appear
to be loosening up a little.

3) Fannie Mae

e)
Short Sales – the Desktop
Underwriting, an automated approval,
cannot currently differentiate between a
foreclosure and a short sale, so the underwriter will need to manually underwrite
the loan and validate that it was a short
sale, not a foreclosure. Manual underwriting is not something all lenders allow
or provide due to increased liability. The
important take-away is a short sale generally allows a buyer to purchase again
sooner than a foreclosure.
Lenders are now requiring a functioning kitchen (stove has to be present and
working) on a conventional loan; owner
occupied or non-owner occupied (rental) – sounds like Fannie Mae is taking
continued on page 3
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Apply online today!

Enjoy these beneﬁts of a Golden 1 Auto Loan:

• Finance up to 100% of your purchase (including tax and license)
• With pre-approval, shop with conﬁdence and bargain for the
best deal

• Quick approvals! Apply at any branch or 24 hours a day, 7 days
a week online

• Earn points to use toward a lower rate on a future loan with
AutoMagicSM

&UXLVHRQLQDQGDSSO\WRGD\

December 2010 saw many changes
to lending:

1) Cal PERS (the Public Employee’s
Retirement System)
CalPERS decided to suspend the PERS
home loan program. Not enough members used this program. CalPERS had
implemented some changes in October
of 2009 that significantly reduced the
advantages of this program.

2) FHA Condos
December 7th was the date when pre2008 condo approvals would expire, a
last minute change by HUD allowed the
expirations to be phased out between
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Ask about
a discount
on auto
insurance!

Can you join? Absolutely! *
SM

golden1.com • (916) 732-2900
1-877-GOLDEN 1 (1-877-465-3361)

Better Banking. Proven Service.SM

*Membership is open to anyone who lives or works in most of the immediate area.
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EXECUTIVE VICE PRESIDENT

EVP EXCHANGE

NELSON JANES

Two Free Tools Added by C.A.R.
Beginning this month, C.A.R. is offering two free member benefits: zipLogix
Digital Ink™ electronic signatures and
zipVault™ document storage.

We’ve been talking about how SAR
“Has Your Back” in these challenging
times and how we are committed to
helping you succeed.
The California Association and the
National Association of REALTORS® have
the same goal in mind for you. And we’d
like to point out a few of their initiatives
that are supporting you in your businesses right now.

zipLogix Digital Ink™, which is free to
C.A.R. Members, is a digital signature
solution for signing both C.A.R. forms
and non-C.A.R. documents within zipForm® 6. Electronic signatures facilitate quick, easy interaction between
REALTOR® and client, and encourage a
paperless transaction. zipLogix Digital
Ink™ works seamlessly with zipForm® 6,
and lets REALTORS® eliminate the need
to print, fax, or drive across town to get
paper copies signed.
Features of the zipLogix Digital Ink™
program include:

• The ability to sign and upload nonzipForm® documents
• Text boxes that allow clients to insert
additional information on forms
• Address book which stores client
information
• Pre-defined signature, initial and date
fields for ease of signing
Also available now at no charge to
C.A.R. Members is zipVault™, a free document storage feature in zipForm® 6.
This new Member benefit allows you
to store unlimited transactional documents online for up to five years within
zipForm® 6 Professional transactions.
Some of the capabilities include document upload and delivery via web,
e-mail, fax or scanning directly to a specific transaction.

zipVault™ serves as a digital repository to save files for a specific transaction and includes the following benefits:
• Related transaction documents can
be stored with forms for 24/7 access
• Ability to specify a date-certain retention/deletion time
• May be used as a DRE compliance tool
Two Core Housing Issues Addressed by NAR
“As the leading advocate for housing
and home ownership issues, NAR firmly believes that the mortgage interest
deduction (MID) is vital to the stability
of the American housing market and
economy.
“The Mortgage Interest Deduction
(MID) must not be targeted for change”
states 2011 President Ron Phipps. “NAR
is actively engaged on behalf of the
nation’s 75 million home owners and 1.1
million Realtors® to ensure that the current deduction is not modified as was
recommended in the Deficit Reduction
Commission report recently released.
“Recent progress has been made in
bringing stability to the housing market
and any changes to the MID now or in the
future could critically erode home prices
and the value of homes by as much as 15
percent, according to our research. This
would negatively impact home ownership for millions of Americans, including
those who own their homes outright and
have no mortgage.
“Any further downward pressure on
home prices will hamper the economic
recovery, raise foreclosures and hurt
banks’ abilities to lend and likely tip the
economy into another recession resulting in further job losses for the country.
It will effectively close the door on the
American dream,” concludes Phipps.
On another vital front, NAR is urging
the mortgage lending industry to reassess and amend their policies so more
qualified home buyers can become
home owners.
“REALTORS® believe in a responsible,
sustainable model for home ownership,
and current credit policy restrictions are
not conducive to that model,” said Vicki
Cox Golder, outgoing President of NAR.
“The Federal Housing Administration,
Fannie Mae and Freddie Mac have a
mission to provide mortgage liquidity to qualified home buyers, including
low- and moderate-income families and
first-time home buyers. That mission is
being impaired by unnecessarily restrictive limits on the availability of credit,
and these extremely tight credit policies are significantly delaying a housing
market and economic recovery.”
Currently, FHA, Fannie Mae and Freddie
Mac account for more than 90 percent of
the mortgage market. Lenders refuse to
make loans unless FHA will insure them
or the GSEs will buy them. Stricter FHA
and GSE underwriting rules eliminate
many buyers with credit scores as high
as 750, and lenders are imposing credit overlays of their own, restricting the
availability of credit.
As part of its credit policy to increase
mortgage lending to qualified borrowers,
NAR is developing educational materials
for REALTORS® and consumers about credit issues, including the importance of good
credit, lender credit policies, and how to
find a fair and affordable mortgage.
continued on page 5
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Welcome to 2011
continued from page 3
a play out of the FHA playbook. Check
with your loan professional if you have
a transaction like this.

Rates:
Wow, did we experience a roller coaster on rates in December? One good outcome from this spike is that a lot of the
“fence sitters” jumped into the market,
creating a nice start to 2011.

Rob Chrisman, who spoke at the
December Real Estate Finance Forum,
stated that since October 2010, the
10-year US Treasury yield has gone up
about 85 basis points (from 2.4 to 3.35).
The crisis in Europe and the Fed’s $600
billion bond-purchasing program typically would move rates lower. But a pickup in world economic indicators, along
with concern over a growing US defi-

cit has instead produced the opposite
result: bond buyers now want a higher
return to mitigate the risk of future inflation and/or a weak dollar. Companies
from PIMCO to Goldman Sachs are raising their GDP estimates for 2011.
The FHA waiver for “Less than 90-day
flips” will expire in February 2011. This
was a one-year waiver. At the time of

this writing, no extension rumors were
floating from HUD. Make sure your
investors and home buyers are aware of
the potential expiration of this waiver.
If you have any questions or comments, you can email me: Scott Short,
Comstock Mortgage at: scott.short@
comcast.net or call: 916-421-8559.

License Renewal Programs are Changing
You may have heard rumors that DRE
has changed its licensing renewal regulations. To put your mind at ease, DRE
has not added any more hours to the
45 required to renew your license every
four years. Most of the changes are
designed to increase the difficulty of
continuing education correspondence
courses. These changes will take place
in early 2011.

5. You will no longer be able to take
short cuts or jump ahead when reading
the online course material. Courses will
be designed to require you to read and
test for no less than 45 clock hours.
6. If you do not pass a course exam, you

will have only one chance to retest. The
questions in the second exam will be different from those in the first. If you fail the
second exam, you must retake the course.
Since the real estate schools are
required to revise and lengthen their

courses, you can expect the cost of
renewal packages to increase. If you
plan ahead and allow sufficient time to
complete your home study or online
course, the impact of these changes
should be minimal.

Below is a brief list of what you can
expect the next time you take a home
study or online course.
1. All continuing education exams will
contain 90% multiple choice questions
and no more than 10% true/false questions. Previously, the tests were composed of mostly true/false questions.
2. Time limits on exams will be rigidly
enforced.
3. The practice questions included in
your home study materials will differ
from those used for the final exam.
4. You must plan further ahead when
ordering your home study materials. You will need to have the 45-hour
course material six days ahead of the
test dates.

EVP Exchange
continued from page 4
NAR is also working with FHA, the
GSEs, lenders and federal regulators to
encourage them to assess their credit
policies on a regular basis, and will urge
them to re-evaluate their policies regarding which home owners can qualify for
loan modifications, short sales, or deedsin-lieu of foreclosure to help more home
owners keep their homes or, when that is
not possible, help them begin to rebuild
their credit.
The three-tiered REALTOR® federation
is working overtime – just as you are –
on behalf of you and your buyers and
sellers.
We’ve got your back.
Facts and quotes reprinted with permission from C.A.R. and NAR.
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S A R E D U C AT I O N A L O F F E R I N G S
DATE

TIME

CLASS

February 18

9:00 – 11:30am

February 22

February 24

COST

TOPIC

INSTRUCTOR

Broker Price Opinions $30

•
•
•
•
•
•

What is a BPO and how are they used
Why should you do BPOs and how to get started
Finding BPO companies
General BPO guidelines
How to process once assigned a BPO
Much more

Bob Barrie

1:00 – 4:00pm

Electronic Signatures

$20

•
•
•
•
•

Electronic signatures
Legally binding for most real estate transactions
Requires minimal computer savvy from clients
Agents and clients can send from remote locations
Works with zipForm and any type of uploaded document

David Lovenvirth

9:00am – 1:00pm

US Bank and Freddie
Mac Presentation

Free, pre-

Details available at www.sacrealtor.org.

registration
requested

March 21-22

8:30am – 5:00pm

Certified Negotiation
Expert*

$169

• Professional Negotiators – what to do differently vs. average negotiators and how they Jeffrey Raskin
get better results for their clients and themselves
• Competitive Bargaining – understand the “tough” approach to negotiating, when to use
it, and how to handle that highly competitive hard bargainer across the table
• Collaborative Negotiating – learn collaborative negotiation techniques and why this
“win-win” approach leads to better outcomes for both parties
• Much more!
DRE Credit: 15 hours

All classes listed above are held at SAR's Mack Powell Auditorium. To register online, visit ims.sacrealtor.org.
Questions - contact Chris Ly or call 916.437.1210. (Please contact us for non-Member pricing.) Prices listed
reflect early-bird fees.
Cancellation policy: If you cannot attend a seminar for which you have registered, you may send a substitute.
You will receive a full refund when cancelling 24 hours in advance. If you cancel less than 24 hours in advance, your
registration fee will be forfeited.

* This course is approved for continuing education credit by the California Department of Real Estate.
However, this approval does
oes not constitute an endorsement of the views or opinions which are expressed
by the course sponsor, instructor,
structor, authors or lecturers. You must attend 90% of the class, pass a written
exam and have proof of identification to qualify for DRE Credits.
All costs listed are based
d on SAR’s early bird fee

MANY MORE CLASSES LISTED AT
WWW.SACRAMENTO.ORG/EDUCATION
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FEBRUARY CALENDAR OF E VENTS
Monday

Tuesday

Wednesday
1

Community Outreach Committee
(B)
10:30 – 11:30am

MetroList Prospector – Course 2 (T)
1:00 – 4:00pm

Regional Meetings*
8:30-9:30am
National Association of Hispanic
RE Professionals (A)
11:30am – 2:30pm

14
Education Committee Meeting
(B)
9:00 – 10:00am

3
Real Estate Finance Forum (A)
9:00-10:30am

New Member Orientation (B)
8:30am - 12:30pm
Tax Strategies for RE Professionals (A)
1:00 – 3:00pm

8

7
MetroList Prospector – Course 1 (T)
9:00am – 12noon

2
Preventing Problematic Commercial
Purchase Agreements (A)
8:30 – 10:00am

Main Meeting (A)
9:00 – 10:30am

Friday

Thursday

9
Lunch & Learn – Electronic
Signatures (A)
12:00 – 1:30pm

CanTree Committee (B)
10:15-11:30am

GRI (A)
8:00am – 5:00pm

4
Masters Club Roundtables (A)
8:00am – 12noon

10

11
SAR Closed – Staff Meeting
(B)
7:30 – 8:30am

Realtist (A)
9:00 – 11:00am

*For Regional
Meeting locations
and times, visit
www.sarcaravans.org
or contact
Tony Vicari at
tvicari@sacrealtor.org
or 437-1205.

Equal Opportunities/Cultural
Diversity Committee (B)
11:30am – 1:00pm

15

16

18

17

Regional Meetings*
8:30-9:30am

Young Professionals Council Forum (A)
9:00 – 10:00am

Broker Price Opinions (A)
9:00 – 11:30am

NorCal Real Estate Expo Committee
(B)
2:00 – 4:00pm

Women’s Council of REALTORS® Luncheon (A)
11:30am – 1:30pm

Public Issues Forum
9:30 – 10:30am

Meetings subject to
change.

Asian Real Estate Professionals of America (A)
11:30am – 3:30pm

21

SAR Closed – President’s Day

23

22
Regional Meetings*
8:30-9:30am

SAR Closed – Staff
Development
1:00 – 2:00pm

e-Signatures class (A)
1:00 – 4:00pm

Housing Opportunity
Committee (B)
2:30 – 4:00pm

25

24

(A) Mack Powell Auditorium
(B) Board Room, 2nd Floor

Industry Update (B)
9:00 – 10:00am

US Bank Presentation (A)
9:00am – 1:00pm

(T) Training Room, 2nd Floor
(U) Upstairs

28
MetroList Prospector – MetroList Pro (T)
9:00am – 12noon
MetroList Prospector – MetroList Pro (T)
1:00 – 4:00pm

SAVE THE DATES
Masters Club Roundtables: Friday, February 4, 2011
CanTree Crab Fest: Saturday, February 5, 2011

Fast turn times for quicker
commissions in your pocket.

t$MPTJOHIPNFMPBOTJOBTMJUUMFBTEBZT
t%JSFDUMFOEFSXJUIJOIPVTFCBOLJOHPQFSBUJPO
t$POTUBOUDPNNVOJDBUJPOXJUIMPBOVQEBUFT
t0õFSJOHBWBSJFUZPGMPBOQSPEVDUTJODMVEJOH')" $POWFOUJPOBM 
+VNCPBOE)JHI#BMBODFMPBOT

For quicker closings and
commissions call TODAY!
Jason Mata

Home First Mortgage Division
NMLS# 273080

916.218.7082
jmata@paramountequity.com

8781 Sierra College Boulevard | Roseville, CA 95661
JANUARY 2011

CA Dept. of Corp. #4170047
Intended for real estate professionals and not a solliciatation to the general public.
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MASTERS CLUB CORNER
by Larry Lenhart, Masters Club Steering Committee Member
Member Profiles
This month we are profiling two very
successful Masters Club Members, Tom
Reilly and Jeremy Tuchsen of Kraft Real
Estate. Both of these REALTORS® have
been friends as well as Masters Club
members for many years.
Tom is a native Sacramentan, a
REALTOR® for 13 years and a Masters
Club member for eight. He has worked
at Kraft for the last 10 years. Tom and
Jeremy are REO specialists with the
majority of their business derived from
handling foreclosed properties. As with
any long-term REALTOR®, Tom and
Jeremy both enjoy a loyal client base
who provide them with more traditional
transactions amid the hustle and bustle
of the REO world.
Jeremy hails from the Monterey Bay
area and moved to Sacramento 16 years
ago to begin a real estate career. He
mentored under Tom Reilly for a few
years and soon joined him as a partner
in 2004. Their REO business took off in
2008, and they now both put in an average of 60-70 hours weekly to meet the
needs of their clients.

Club Golf Tournament held at Northridge
Country Club on October 11.
Pearls of wisdom from Tom and
Jeremy to other REALTORS® include
making sure you have a willingness
to work hard. Both have had excellent
mentors who taught and coached them
through their early real estate years. In
the REO business they find too many
fellow REALTORS® not communicating
as often and in as detailed a fashion
as the transaction requires. The REO
process of working with asset managers and non-local escrow and title
firms requires understanding the details
of the paperwork and making sure all
the T’s are crossed and I’s are dotted.
Inaccurate and incomplete paperwork,
coupled with lender issues are the biggest headaches they deal with on a
day-to-day basis. Tom and Jeremy are

long-term SAR Members who exemplify
the professional and ethical code of
conduct required of all REALTORS®.
Special Events
The Masters Club Breakfast held at the
Del Paso Country Club on November
19th was a whopping success with
over 165 attendees. Geoff Petrie, general manager of the Sacramento Kings,
was the guest speaker who shared the
challenges and rewards of managing
a professional NBA Basketball team.
Masters Club officers and sponsors presented over $12,000 in funds raised
by the Masters Club Golf Tournament
to three very deserving charities: The
GreenHouse, Moral Values Program and
Wellspring Women’s Center.

noon. If you are not already a Master
Club Member, and you qualify for 2010,
please consider joining and being a
part of this highly professional group of
dedicated REALTORS®. All qualification
requirements and forms can be found
on line at http://www.sacrealtor.org/
masters-club/application-process.html.

Please be sure to attend the Annual
Educational Roundtables coming up
on February 4th from 8:00 a.m. – 12

Tom is an avid golfer, skier, wind surfer and mountain bicyclist. He enjoys
both domestic and international travel
with his wife. Jeremy, too, is an avid
golfer and mountain bicyclist, and prefers snowboarding.
Tom and Jeremy, with Jason Bolton
and Justin Russo, recently took home top
honors for the second year in a row as
the winning team at the recent Masters
Luci Htain, Erin Attardi and Linda Wood visit at the annual Masters Club breakfast

home

has a new address.
Welcome to Bank of America Home Loans.
Where you will experience a new approach to lending. So you can choose the
mortgage that’s right for you and close it on time.
t)PNF-PBO(VJEF — a new interactive experience that will help you learn about
the process, loan options, and what you can comfortably afford.
t$MBSJUZ $PNNJUNFOU™— a one-page summary that explains key terms of your
loan in plain language.1
t.PSUHBHFMPBOPGmDFST — located nearby, ready to serve you when and where you
need us.
*GZPVBSFQMBOOJOHUPQVSDIBTFPSSFmOBODFBIPNF 
QMFBTFDBMMUPEBZGPSNPSFJOGPSNBUJPO
Roseville
/ Blue Oaks Blvd.
4BDSBNFOUP)PXF"WF
916.920.7000
916.784.2500

4BDSBNFOUP8BUU"WF
916.503.0506

&ML(SPWF
916.478.3900

3PTFWJMMF#MVF0BLT#MWE
916.784.2500

3PTFWJMMF%PVHMBT#MWE
916.782.8066
916.774.7600

:VCB$JUZ
530.751.8110

1

8

'PMTPN
916.817.8200

The summary is provided as a convenience, does not serve as a substitute for a borrower’s actual loan documents,
and is not a commitment to lend.
Borrowers should become fully informed by reviewing all of the loan and disclosure documentation provided.
Bank of America, N.A. Member FDIC. Equal Housing Lender © 2009 Bank of America Corporation.
Credit and collateral are subject to approval. Terms and conditions apply. This is not a commitment to lend.
Programs, rates, terms and conditions are subject to change without notice. AR82729 00-62-1323D 06-2009
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M L S S TAT I S T I C S
November 2010 Data for Sacramento County and the City of West Sacramento

ATTENTION AFFILIATES

Trust and Estate Lawyers
Johnson, Fort, Meissner, Joseph & Palley

REALTORS® have the buyers!
You have the services!
Advertising in this
paper is the key!

Since 1979

John B. Palley – Lead Probate and Estate Planning attorney
t&TUBUF1MBOOJOH 5SVTU"ENJOJTUSBUJPO 1SPCBUF
t$FSUJGJFE4QFDJBMJTUJO&TUBUF1MBOOJOH 5SVTUç1SPCBUF-BX
#ZUIF4UBUF#BSPG$BMJGPSOJB#PBSEPG-FHBM4QFDJBMJ[BUJPO
t"73BUFECZ.BSUJOEBMF)VCCFMM
ĂĂĀĀ#%PVHMBT#PVMFWBSE 4VJUFāąĀ
3PTFWJMMF $"
QBMMFZK!MBXPGGJDFJODDPN

āąąą3JWFS1BSL%SJWF 4VJUFāĀĈ
4BDSBNFOUP $"ĉąĈāą
ĉāĆĉĂĀąĉĈă

Call Foley Publications

800.628.6983

List of property managers servicing the Sacramento Region
Phil Adams – Folsom, Eldorado Hills, Fair
Oaks,Cameron Park, 916-923-6181x118

Eric Kramer - Antelope, Roseville, and Rocklin
916-862-4181

Cathy Stratton – Citrus Heights (95610, 95621)
916-923-6181x120

Ernest Alexander – North and South Natomas
(zip codes 95833,95834,95835) 916-717-0232

Penny Jarrett – Sacramento (zip codes 95821,
95825, 95864) Carmichael 916-709-5930

Renee Cabral – South East Sacramento (zip codes
95828, 95829, Elk Grove 95624)
916-923-6181x152

George Dahdouh – Laguna (95757,95758) Galt
916-271-3804

Linda Stover – College Greens (95826), Rosemont
(95827) Rancho Cordova/Gold River (95670),
Anatolia (95742) Mather (95655) 916-548-7712

Joe and Susie Cabrillo – Sacramento (zip codes
95829, 95828, 95827) 916-213-8526
Cathy Galligan – Carmichael, Fair Oaks,
Orangevale 916-923-6181x168
Jim Hall – South Sacramento- (zip codes 95823,
95832, 95831) (Greenhaven/Pocket), Land Park (zip
code 95818), Mid-Town (zip codes 95816, 95814),
West Sacramento (zip codes 95691, 95605) 916923-6181x122

Renea Negri – Rio Linda, Elverta, North Higlands,
Antelope, Roseville (95747) 916-205-6415
Wes Richie – Sacramento (zip codes 95821,
95841,95842) 916-730-4533
Phil Sparks – Sacramento (zip codes 95831,
95822, 95818, 95816) 916-752-2086

Geri Wells – Sacramento (zip codes 95815,
95821,95825, 95864) East Sacramento (95819)
Arden Oaks/Arden Fair 916-849-5541.
Jan Windsor – Carmichael 95608, Arden Oaks/
Arden Fair (95864,95821,95825 East Sacramento
95819) 916-923-6181x132
Barbara LeMaster – Small Commercial,
Apartments (16 units or more)
Sacramento County 916-923-6181x128

-ANAGEMENT #LASS ND 4UESDAY EACH MONTH AT PM s  %L #AMINO !VE 3TE  s 3ACRAMENTO #! 
CALL 916-548-7712 TO RSVP

®!
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call
Give me a

BRUCE MILLS
Work: (916) 923-6183 ext. 110
Cell: (916) 548-7712
brucemills@mmproperties.com

REALTORS® – if you have any questions in reference to tenant/landlord situations please give me a call

That M&M made life as a landlord simpler and more cost effective.

JANUARY 2011
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ETHICS CORNER
CODE OF ETHICS: ARTICLE 12
REALTORS® shall be honest and truthful in their real estate communications and shall present a true picture in their advertising, marketing and other representations.
REALTORS® shall ensure that their status as real estate professionals is readily apparent in their advertising, marketing, and other representations, and that the recipients of all
real estate communications are, or have been, notified that those communications are from a real estate professional. (Amended 1/08)
CASE INTERPRETATION: Case #12-13: Advertising Including Information Based on Other
Brokers’ Transactions (Adopted November, 1994, Revised November, 1997.) Reprinted with permission from the National Association of REALTORS® Code of Ethics and Arbitration Manual.
Shortly after mailing his “Homeowners
Neighborhood Newsletter” to local residents, a complaint was filed against
REALTOR® B alleging he had engaged
in deceptive advertising in violation
of Article 12’s “true picture” mandate.
The complaint was reviewed by the
Grievance Committee which determined that a hearing should be held.
Appropriate notices were sent and a
hearing was convened.
REALTOR® A, the complainant, provided panel members with copies of REALTOR® B’s “Homeowners
Neighborhood Newsletter” noting that
REALTOR® B had compiled a list of 20
homes in an exclusive area of town,
titling the list “Recently Sold.” REALTOR®
A, the listing broker for two of those
properties, stated that he believed that
readers could conclude that REALTOR®
B, in advertising this way, had constructively claimed to have listed and sold
all of the properties on the list and that
such claims violated Article 12.

UN

In his defense, REALTOR® B acknowledged that his “Homeowners
Neighborhood Newsletter” was, in fact,
primarily an advertising vehicle and that
it did not have a regular publication
schedule. While it included news and
information, including tips on how to
make residential property more readily saleable and information regarding products and services offered by
REALTOR® B’s firm, its primary purpose
was to generate business for REALTOR®
B’s firm.

and sold by various participants in the
MLS; and that such use was consistent
with the local MLS rules and regulations.
The Hearing Panel accepted REALTOR®
B’s defense, holding that reasonable
readers would conclude that most
newsletters were, in reality, promotional
advertising pieces and, in any case, that
REALTOR® B’s newsletter had included
some items of “news”. Moreover, they
noted that if REALTOR® B had simply
listed the 20 transactions, titling them
as “recently sold” and had done nothing

more, then a reasonable reader might
have concluded that he was claiming
to have listed and sold those properties. However, since REALTOR® B had
included a footnote pointing out that
the properties on the list had been
listed and sold by various participants
in the MLS, the fact that REALTOR® B
had not included the names of each
listing broker could not be construed as
REALTOR® B claiming to have been the
listing broker in each instance or to have
“sold” each of the properties.

REALTOR® B defended inclusion of
the “Recently Sold” list, pointing out
that all of the properties on the list were
the subject of recent sales transactions;
that the period of time during which
the transactions had closed was clearly
stated; that the fact that the information
was taken from the local MLS compilation of historical data had been duly
noted; that a footnote at the bottom
of the page clearly indicated that the
properties on the list had been listed

DER THE

Blue Moon
2011 CANTREE CRAB FEST
SATURDAY, FEBRUARY 5, 2011

5:30 - 11:00PM

FOLSOM COMMUNITY CENTER 52 NATOMA ST., FOLSOM
TICKETS: $55/PERSON
To register at ims.sacrealtor.org or download flyer at www.sacrealtor.org

Registration deadline: January 28, 2011
Questions: contact Lilly at 916.437.1212 or lmishchuk@sacrealtor.org

Off
$25 ext
N
Your tion*
c
Inspe

Happy New Year from your friends at
North American Home Services!
OFFERING HOME AND
TERMITE INSPECTIONS
* $10 off towards termite & $15 off towards home inspection.

Call Today! 800.732.BUGS www.NATPC.com
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Allison Couchman and Doug Covill represented SAR at a recent luncheon at which the
Sacramento Business Journal recognized 21 local businesses for their philanthropic efforts.
Doug is President of SAR and Allison is Chair of the Community Outreach Committee. SAR
was recognized for the funds it donates to charity; for the philanthropic efforts of Masters
Club, CanTree and Young Professionals; for Members’ active involvement in the community
on their own and through organizations like Rebuilding Together, and for support of staff
by matching employees’ donations and allowing time off for charitable activities.

Free Rent Survey
We provide a quarterly survey of asking rents for the Greater
Sacramento area including Sacramento, Yolo, Placer, and El
Dorado Counties. You can log on to our website and click on
Owner Services or email us at info@HomePointe.com in order to
be put on our quarterly emailing of the Survey. Many real estate
agents refer their clients to HomePointe for property management
and are rewarded with generous referral fees.

(916) 429-1205

Bob Machado
President
CPM, MPM

Visit us for a list of services,
FREE information & rental listings
www.HomePointe.com

HOUSES - DUPLEXES - CONDOS - APARTMENTS
THREE CONVENIENT LOCATIONS!
5896 South Land Park Dr.
Sacramento, CA 95822
(916) 429-1205

8856 Greenback Ln. Ste. B 1220 Melody Lane, Ste. 110
Roseville, CA 95678
Orangevale, CA 95662
916-781-7075
(916) 988-5300
(530) 677-7917
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G O V E R N M E N T W AT C H
Assessment Questions?
The Sacramento Association of
REALTORS® has worked to develop and
maintain relationship with the County
Tax Assessor’s office. In the past, SAR
has enjoyed good professional relationships with County Assessors Roger Fong
and Ken Stieger. Mr. Stieger finished his
term in 2010 and retired after working
in the Assessor’s office since 1985, and
serving as the county’s elected Assessor
since 1999. He was accessible and helpful to SAR, coming to the Association a
few times each year to update Members
on assessment issues.
Upon the announcement of his retirement, Assistant Assessor Kathy Kelleher
filed to run for the office in a field
crowded with several other candidates.
While she was clearly the most qualified,
she didn’t consider herself a politician
and cautiously sought the support from

NOVEMBER 2010
New REALTOR® Members
Shelli A. Beck
Lyon RE Downtown
Jason S. Berry
Avalar R.E. & Mortgage Network
Sarah I. Bixby
Miller Realty Network
Heidi A. Bixby
Woods of California Real Estat
Gary Bradley
Lyon RE Natomas

politically savvy groups such as SAR.
She easily won.
Ms. Kelleher began in the Assessor’s
office as a college intern and worked
her way up. Her interest in assessment
issues and knowledge of the process
instantly comes across when speaking
to her.
Assessment issues are integral to the
real estate community. Over the years
REALTORS® have dealt with assessment
increases and decreases and have struggled along with the Assessor’s office
over reporting methodology. Access to
the most up-to-date information from
the Assessor’s office is vital to Members
being knowledgeable on property tax
issues affecting their clients.
Incoming Sacramento County
Assessor Kathy Kelleher is excited about

her new job and she plans to work
closely with the Sacramento Association
of REALTORS®. She hopes to communicate more directly with REALTORS®, who
will in turn be able to pass this information on to homeowners.
Ms. Kelleher’s first move to better communication was to invite SAR
to a stakeholders meeting on how to
improve the Assessor’s website for
REALTORS®, buyers and sellers. The
Assessor’s office already has one of the
best assessment websites in the area,
but they want to make it better. The
meeting was very valuable. Participants
discussed the value REALTORS® find in
social media like Facebook and Twitter
and suggested many applications the
Assessor’s office could use to distribute
information to the real estate community. We also spent time brainstorming

the top ten assessment related questions REALTORS® get from clients.
Ms. Kelleher and her staff implemented some of the ideas just days after
the initial meeting. Next time you log
into Facebook be sure to “like” the new
“Sacramento County Assessor” page
and you can stay up-to-date with the
latest tax assessment issues.
The meeting generated many ideas,
and we would like to enhance those ideas
with your input. We want to hear from
you. What are the most common assessment related questions you hear from
your clients? Ms. Kelleher would like to
add a new section to the website addressing these questions. Email your thoughts
on this, and other thoughts on improvements to the Assessor’s website to Caylyn
Brown at cbrown@sacrealtor.org.

NEW SAR MEMBERS
Shakira Brewer
Rick Otto and Associates
Keveron L. Bryant
Sara Gonzalez Realty Group
Manuel L. Cardoza
Lyon RE West Sacramento
Dora L. Carrion
Coldwell Banker-Res R E Srv
Othneil Cash
BHG Mason-McDuffie Real Estate
Shalee B. Coleman

AFFILIATES
Hit your target market
by advertising
in this publication!

Coldwell Banker-Res R E Srv
Kevin Conroy
Cornerstone R E Brokerage
Bridget H. Dempsey Bertera
BHG Mason-McDuffie Real Estate
John G. Gage
Lyon RE Sierra Oaks
Elizabeth T. Grijalva
Guardian Home Brokers Inc.
DeWana L. Hale
Code 3 Realty & Mortgage, Inc
Jennifer Hayden
Security Pacific Real Estate
Gilbert J. Herrera
Keller Williams Realty
Mary Hohenbrink
California Regency Realty
Ronald J. Howard
Pinnacle Real Estate Group
Patrick S. Libbee
Coldwell Banker-Res R E Srv
John J. Luebbert
Century 21-Noel David Realty
Steve M. Neves
Lyon RE Roseville
Adam W. Odabashian
Tri-Star Home Realty
Felipe Olvera Jr
Lyon RE Downtown
Igor Pekelis
Advanced Global Real Estate
Aaron A. Pina
Woods of California Real Estat
Maria C. Sario-Reyes

Majestic Corporation
Kishore K. Sherchand
Connect Realty.com Inc.
Joshua Van Horn
Odama Realty
Brent Vockrodt
RE/MAX Gold Fair Oaks
Sandy J. Wesley
Prudential NorCal Realty
Shirley E. Won
Realty Executives Galster Grp
Julie A. Worden
Guardian Home Brokers Inc.

New Designated REALTORS®
Harminder K. Chahal
Center Point Brokerage
Shane P. McAdams
Turtlestone Realty
Pete H. Schwieder
Pete H. Schwieder

New Affiliate Members
Randy Dobbins
Sign UP Sacramento
Matthew Miller
The Premier Lending Network
Ji Moore
Wells Fargo Home Mortgage

Call Foley Publications
for more information
about advertising
800.628.6983

www.foleypub.com
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Commercial classes planned in 2011
One of SAR’s most popular commercial
division instructors, attorney Bill Hunter,
will cover more aspects of leasing in 2011.
No two Bill Hunter courses are alike,
so commercial practitioners will always
benefit. Also, each course stands alone,
so it is never necessary for a commercial
REALTOR® to have taken other Bill Hunter
leasing classes.
In January, he will offer “Negotiating
Leases for Commercial Tenants.” Students
will learn how to effectively negotiate
their commercial leases, given the current
state of the business and protect their
side at the bargaining table.

The current recession has changed
the dynamics between commercial landlords and tenants. Tenants are concerned
about potential landlord defaults, including foreclosures. They want greater assurances that their interests will be protected
and that they will receive the "benefits of
their bargains." The impact of the recession will soon include new accounting
standards for tenants respecting commercial leases. How can a broker survive and
collect commissions for its services when
the FASB Exposure Draft will significantly
change "generally accepted accounting
principals?"

In February, Mr. Hunter will cover “Top
10 Purchase Agreement Traps for the
Unwary.”
Registration for all courses is at www.
saccommercial.org or www.sacrealtor.org.
The latest issue of Commercial
Connections from NAR guides commercial REALTORS® on efficiently running their
business. Gain tips on building profitable
relationships; benchmarking; and anticipating and surviving the changes in the
commercial landscape at http://www.
realtor.org/commercial/rca_publications

Visit www.saccommercial.org for classes
and current information on the commercial real estate market

November closes with decreased sales, increased cash buyers
A seasonally normal trend shows
decreased market activity, with monthly
sales volume dropping 2.9% from 1,341
units to 1,302 units. Making up these
sales were 551 REOs (42.3%), 294 short

sales (22.6%) and 457 conventional sales
(35.1%). These numbers have changed
slightly month-to-month with REOs up
5.7% and short sales and conventional
sales both down by 3.8%.

The median home sales price showed
little movement, increasing 0.3% from
$179,500 to $180,000. Compared with
the same month last year ($187,000),
the number is down 3.7%. The $200,000

Finance Your Home Purchase With
Wells Fargo Home Mortgage
Rely on the strength and stability of a well-established lender.
? Trust our commitment to helping as many customers as possible enjoy the benefits of homeownership.
? Expect us to work closely with you to explore and explain options that are right for your budget and goals.
? Know we work hard to help customers stay in their homes in times of financial difficulty.

Shop With Reassurance
Make a standout bid on the home you want. Ease uncertainty with our solid PriorityBuyer® preapproval, backed by our Wells Fargo Closing
GuaranteeSM.1

Contact Wells Fargo Home Mortgage today!

Eric Engstrom
Branch Manager
916-480-2220

Gloria Mirazo
Sales Manager
916-955-3911

Aaron Stroud
Sales Manager
916-834-6238

Kristin Ayule
916-390-4689

Hiroko Bowlin
916-524-4700

Kristi Bozzo
916-716-5673

Bob Capparelli
916-521-6767

Leo del Cid
916-548-7904

- $249,999 price range mode still
accounts for a majority (17.4% or 227
units) of the 1,302 total sales this month,
while homes under $100,000 totaled
185 (14.2%) units. Conventional financing continued as the primary source of
all home and condo sales (477, 33.6%)
with cash (417, 29.4%) and FHA financing (399, 28.1%) making up the two
other large categories. Conventional and
FHA financing both decreased, dropping 5.3% and 6.9%, respectively. Cash
financing, however, increased 12.6%,
possibly from an increase in investor
activity during the holiday season. VA
loans (42, 3%) and other financing (83,
5.9%) rounded out the remainder. The
other category includes CalVet, contract
of sale, creative, farm home loan and
owner financing. The median amount of
days spent on the market (from list date
to opening escrow) was 42 – up from
the 41 median DOM of sales in October.
. Active Listings numbered 5,225
properties and Active Short Sales
Contingent showed 1,704. Active Short
Sale Contingent properties are short
sale properties on which initial offers
have been made and are not entirely
“active.” The Housing Market Supply
figure for November was four months
– the same as October. This figure represents the amount of time – in months
– it would take to deplete the Active
Listing Inventory (5,225) given the current number of closed escrows (1,302).
According to MetroList® MLS data, the
average home was 1,755 square feet. Of
the 1,341 sales this month, 114 (8.7%)
had 2 bedrooms or fewer, 684 (52.5%)
had 3 bedrooms, 404 (31%) were 4
bedroom properties and 103 properties
(7.9%) had 5+ bedrooms.

Condominium Resale Market
Ron Farrell
800-406-9999

Steve Fontenot
916-934-6767

Ricardo Pacheco
916-628-1236

Michele Kesner
916-202-1495

Jessica Pantages
916-397-8967

Karin Kwong
916-834-1915

Mari Parisi
916-705-8510

Ben Ludington
916-203-0810

Malyna Pham
916-799-1561

Josh Merrill
916-217-7711

Adam Schaefer
916-480-2215

Anthony Nunez
916-849-7772

Nathan Sibbet
916-320-3952

Gene Oxley
916-714-3742

Nick Smith
916-780-2132

Capitol City Branch
591 Watt Avenue, Suite 120 Sacramento, CA 95864
Count On Us
Let Wells Fargo Home Mortgage help you find a financing solution that serves your immediate needs and sets
the stage for long-term financial security.

1. Available on all qualified purchase transactions. Other terms and conditions apply. See a Home Mortgage Consultant for details. Credit is subject to approval. Some
restrictions apply. This information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo
Bank, N.A. © 2008 Wells Fargo Bank, N.A. All rights reserved. #62015 10/08-1/09
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Sacramento condominium sales
increased for the month to 116 units.
This figure is up 3.6% from the 112 units
sold in October and down .8% from the
117 units sold last year. REO property
sales accounted for 56% of all units sold
while short sales (23.3%) and conventional sales (20.7%) accounted for the
remainder. REO condo sales increased
14% this month, while short sales and
conventional sales decreased, 3.3%
and 22.7%, respectively. The increase
in REO sales and decrease in conventional sales again points to the seasonal
trend of decreased seller activity and
increased investor buying. The condominium median sales price is down
month-to-month with a 3.9% decrease
from $88,750 to $85,250. This current
level is down 14.8% from the $100,000
median sales price of November 2009.
The total listing inventory decreased
2% month-to-month from 702 listings
to 716 listings. Of these 716 listings, 169
(23.6%) were listed as Active Short Sale
Contingent, leaving the actual Active
Listing Inventory at 547 units.

JANUARY 2011

Take Clients to
Camden Place and
Take Home 3% *

Brokers And Realtors, MBK is offering you a 3% referral fee* when your client purchases a home in the
charming new neighborhood of Camden Place in Citrus Heights. Priced to sell, these beautifully-crafted homes are in a prime
location and boast innovative floorplans and a variety of built-in, high-tech, energy-saving features. And with MBK Buyer Bonus
Days** in full swing, when your client purchases a new Camden Place home they will receive a free patio and garden area and free
upgraded flooring in addition to paying no closing costs and no HOA dues for one year.
Take advantage of this opportunity to take home 3%- bring your clients by Camden Place, today!
3% Co-Op and Buyer Bonus Days at Camden Place!
Camden Place in Citrus Heights
Single Family Duets &
Luxury Detached Patio Homes
987 – 1,793 sq ft
2 to 4 bedrooms
1.5 to 2.5 baths
From the $130,000s***
916-872-6161

Driving Directions:
SM

mbkhomes.com

From San Francisco: Take I-80 East and exit on
Greenback Lane / Elkhorn Blvd. Turn right on
Greenback Lane. Turn right on Auburn Blvd. Camden
Place is located on your left hand side between
Greenback Lane and Manzanita Avenue.
From Reno: Take I-80 West and exit on Greenback
Lane / Elkhorn Blvd. Turn left on Greenback Lane.
Turn right on Auburn Blvd. Camden Place is located
on your left hand side between Greenback Lane and
Manzanita Avenue.

Sales office open Friday - Tuesday, 9 a.m. to 5 p.m. *Broker must bring in this advertisement and accompany and register buyer on their first visit to Camden Place in order to receive any broker commission. No exceptions. Broker commission to be paid only upon close of escrow. The terms of this offer are effective on the date of publication and are subject to change or cancellation at any time without notice. Broker must hold a valid California real estate license as of the date of buyer’s registration and the close of escrow. **Available on select home sites. Not
available with any other special offers. HOA subsidy and closing costs are subject to loan program guidelines. Buyer may have some costs based on loan program chosen. Subject to loan
qualification. ***Prices effective as of publication date. Subsequent sales may have resulted in unavailability of any or all price levels. A portion of the advertised incentives may have been used
as a price reduction. Incentives based on buyer closing with MBK Homes preferred lender. MBK Homes reserves the right to modify price, plan, features and specifications without
prior notice or obligation. Square footage is approximate. Models do not reflect racial preference. Contact a MBK New Home Consultant for further details. License #00808253

AARON TRUBY

S TA F F M E M B E R O F T H E M O N T H
on to Sac State where I graduated with
a degree in accounting. I was working at
the Census Bureau before being hired
at SAR.

How long have you lived in Sacramento?

Why did you decide to pursue accounting?

Favorite restaurant: in Sacramento? Outside
Sacramento?

I am the Staff Accountant and I have
been employed here for coming up on
10 years.

I liked the structure that mathematics provided and seemed to be able
to follow it fairly easily in high school
and college. I also had an inclination
toward something business-oriented.
Accounting just seemed like the right
fit for me.

What did you do before you were hired at SAR?

What do you like best about working for SAR?

I attended community college in
Eureka and Santa Rosa before moving

I like that we are a smaller office and
that we have an excellent tight-knit
group from top to bottom.

How long have you been with SAR and what is
your position?

I’ve been in Sacramento for 17 years.
I grew up in Willits, California, home of
the Skunk Train and Seabiscuit.

I’d have to say that since I enjoy pizza
so much—Chicago style to be specific, that my favorite place to eat in
Sacramento is Zelda’s and outside of
Sacramento is Zachary’s.
What do you like/dislike about Sacramento?
What I don’t like, that’s easy—allergy
season!!! Other than that, I like the diversity of people and cultures in our city.

I also enjoy Sacramento’s proximity to
the ocean and mountains.
Hobbies or other activities?
I’ve recently been introduced to
the exciting world of RPM Indoor Kart
Racing – I highly recommend everyone
try it. I also go to the gym a lot to stay
physically active. Anyone wanna box? –
Let’s spar.
What would people be surprised to learn about
you?
I just learned how to swim. Actually,
don’t throw me in the water quite yet as
I’m still learning.

TECHNOLOGY TIP
Get Quick Responses with QR Codes
A QR Code (which stands for "Quick
Response") is a 2D barcode that has
been gaining a lot of popularity thanks
to smartphones. The code consists of
black modules arranged in a square
pattern on a white background and is
designed to be decoded at high speed.
Smartphone users with a correct reader
application can scan the image of the
QR Code to display text, contact information, connect to a wireless network,
or open a web page in the phone's
browser.
Why is this important? You can actually generate and print your own QR Code
for others to scan and use by visiting
one of several free QR Code generating
sites (such as http://www.qrstuff.com/).
These sites allow you to create your own
QR Code on the fly that you can then
print for such things as:

• Android phone users can login to your
WiFi network (complete with password)
• Have a Paypal “Buy Now” link for people
to make a quick purchase or donation
• Direct links to your social networking
profiles
• A direct link to a YouTube video (great
for showing an open house video at a
property)
The good news is that all of the technical specifications are standardized so
the QR codes can be read the same all
over the world and on all of the capable
smartphones. To make things even easier, the QR Code also contains its own
error correction data and orientation
calibration, which means it doesn't matter which direction that the QR code is
scanned from, the code can still be read.

• A simple message is displayed
• Send people automatically to your
website when they scan the code
• Create an SMS Message they can send
to you
• Have an email message ready to go
that they can just send you
• People can add your contact details to
their phone (VCARD)
• They can add an event to their calendar (VCALENDAR)
• Pop up a location in Google Maps

SAR Member Benefit of the Month
The SAR Real Estate Library is one of
our most underused resources. In fact,
you may not be aware of its existence –
so here's an update.
The library is located at the end of the
hall on the second floor and recently
underwent a complete face lift. It was
moved from a different room, recategorized and reorganized. New books and
CDs have been added including “Getting
to Yes,”“The Five Dysfunctions of a Team,”
and “The Joy of Selling”. Authors include
the popular Danielle Kennedy, Roger
Butcher and Tom Hopkins.
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Take advantage of all that the library
has to offer. Just bring a business card
to check out these valuable materials.
You can borrow books and CDs for three
weeks at a time. Watch for our online
list of library materials in the very near
future.
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L E G A L U P D AT E
DAVE TANNER

New Laws Passed in 2010

The Legislature fell far short of the
onslaught of new real estate laws
passed in 2009 but they did their best to
keep us on our toes. There are a couple
of laws that will change how we do business and a few that are just interesting
to note.
Senate Bill 183 establishes a requirement for carbon monoxide detectors to
be installed in all residential dwellings.
They must be installed in single family
residences before July 1, 2011 and in all
other dwelling units by January 1, 2013.
That same law also modified the TDS
and MHTDS in several ways. On page
one it added CO detectors and a place
to designate the number of remote controls in the list of items included in the
sale. On page two it added a comment
about installed CO detectors not necessarily being up to current code. It also
added two items at the bottom of page
two. One is the smoke detector certification and the other is the water heater
certification. The new form is required
for all transactions closing after January
1, 2011. For transactions where the new

by Dave Tanner, Real Estate Broker/Attorney, Hanson Law Firm
form is used the separate water heater
and smoke detector forms will not be
required. On page three a box is added
for a broker to check referring the buyer
to the attached form AVID. In my opinion that is the only entry a broker should
make on the form itself.

arisen with last year's bill prohibiting
advance fees. The law now makes clear
that entering into a listing agreement or
a buyer representation agreement will
not violate the law as long as the broker
gets paid at close of escrow.
Assembly Bill 2325 deals with the
problem of people advertising “Forensic
Loan Audits” for a fee. This new law
makes any audit of existing loan documents an activity covered by the
Foreclosure Consultant Act. Violating
that law can result in criminal penalties.

Senate Bill 931 provides that effective January 1, 2011 where a lender
approves a short sale on a first deed of
trust secured by residential property, no
deficiency judgment is possible. The
exceptions are whether the seller committed loan fraud or committed waste
regarding the property.

Senate Bill 1137 makes it a crime for
a broker to allow salespersons to originate loans without having the appropriate endorsement on their license. Each
salesperson must also notify DRE within

Assembly Bill 1762 clarified the interpretation of advance fees to eliminate
potential problems that could have

30 days of when they start originating
loans. Tthe broker must do the same.
Assembly Bill 1800 makes it a misdemeanor punishable by a fine of up to
$2,500 plus up to one year in prison for
each violation, to rent or lease to a third
party a property owned by another
without the owner’s consent.
Assembly Bill 1809 allows home
inspectors to include a HERS rating in
their report if requested by the person
ordering the report.
Approximately 20 other laws were
passed that may affect real estate or real
estate transactions but are likely of less
impact to most brokers than the laws
described here.

Earn up to 5% Commission

Ask
our Babout
Fast roker
Prog Pass
ram!

Young Professionals
Council:
Featured Committee
of the Month
The Young Professionals Council, or
YPC, has quickly become a driving force
behind many SAR events and fundraisers. From barbecues to bowling, the
YPC combines fun activities with worthwhile charities to make these events as
memorable as ever. This group consists
primarily of REALTORS® and Affiliates in
their 20s and 30s, but welcomes all SAR
Members who are “young at heart.” Your
time spent with this group will seem
more like fun than volunteer work – just
see for yourself!
In 2010, the YPC raised over $14,000
for different local charities. The BBQ/
Vendor Show raised $4,500 for the SAR
Scholarship Trust and Moral Values Project.
The Sacramento RiverCats July Mixer
gathered over $2,000 for Baby Elle and the
Bowling for the American Dream raised
$3,100 for the C.A.R. Housing Affordability
Fund. The YPC also orchestrated the 2nd
Annual Gala which raised nearly $4,800
for the Christmas CanTree. In addition,
this group has been instrumental in many
other SAR events, lending a helping hand
wherever and whenever needed.
With another year underway, the YPC
will no doubt be as busy as ever with
plans to trump last year’s events. Find
out how you can be a part of the planning by attending the monthly YPC
Forums, which feature a spotlight speaker and announcements of upcoming
volunteer opportunities. These forums
convene on the 3rd Thursday of every
month at 9:00am in the SAR Mack Powell
Auditorium. Contact Liliya Mishchuk at
(916) 437-1212 or lmishchuk@sacrealtor.
org for more details about becoming a
part of this great group.
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Don’t miss out on the new
KB Home Northern California Broker Loyalty program.
Applicable to all KB Home Northern California communities (including Reno).
Each sale can earn you a higher loyalty percentage–sales at all communities
count and can add up!

Reward #1

Reward #2

3% commission
on 1st home closed.

4% commission
on 2nd home closed.

Reward #3
5% commission
on 3rd or more homes closed.

The Broker Loyalty Program ends on December 31.
How’s that for rewarding?

888-KB-HOMES

Building quality new homes since 1957.

kbhome.com

Broker Cooperation Welcome. ©2010 KB Home (KBH). Payment of Broker Co-op and any bonus(es) requires Broker to accompany and register buyer on buyer’s first visit to a
Northern California or Reno-area KBH community and comply with Broker Co-op Agreement. Bonus offer is valid on each eligible sale on KB homes in Northern California or Reno,
and on contracts for full list price only. For Broker to receive bonus, buyer must sign purchase agreement between 9/16/10 and 12/31/10
2/28/11 and close escrow in time required under the
contract. Bonus(es) not transferable or exchangeable and cannot be combined with any other offers. Once client has closed escrow, Broker will receive bonus by mail. Bonus(es)
awarded only on non-contingent contracts. Cancelled sales are not eligible. Sales of model homes excluded. Broker must be legal U.S. resident and 18 or older, and an active, licensed
real estate agent in California. Other exclusions, qualifications, restrictions and limitations may apply. KBH reserves the right to extend, modify or discontinue contest at any time without
prior notice. For details on restrictions, qualifications and conditions, see sales representative. Exterior photos show upgraded landscaping/options
and may not represent communities’ lowest-priced homes. Interior photos show upgrades/options that may be purchased at predetermined stages
of construction for an additional cost and decorator items/furnishings not available for purchase from KBH. See sales agent for details. KB Home
Sales–Northern California Inc. (CA Real Estate License 01293543). SAC-89979
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Chris Opfer
NMLS# 256253
Loan Ofﬁcer - Elk Grove
916-709-3257

Chad Focht
NMLS# 247260
Loan Ofﬁcer - Elk Grove
916-798-1234

Amanda Rawls
NMLS# 256126
Loan Ofﬁcer - Elk Grove
916-416-6453

David Whiteside
NMLS# 247866
Loan Ofﬁcer
916-730-8282

Anoosh “Andy” Hazegazam
NMLS# 249444
Loan Ofﬁcer
916-223-2338

Laurie Adams
NMLS# 239965
Loan Ofﬁcer
916-929-8129

Bill Marr
NMLS# 310117
Loan Ofﬁcer
916-240-3400

Ray Gin
NMLS# 246802
Loan Ofﬁcer
916-207-6332

Since~1887

916-929-2333

Licensed by the Department of Corporations
under the California Residential Lending Act.
NMLS# 1141

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

FHA, FHA 203K, VA, CalPers, CalHFA, CONVENTIONAL and JUMBOS

Beth Gewerth
NMLS# 246794
Loan Ofﬁcer
916-730-2499

David Heard
NMLS# 244146
Branch Manager
530-902-3725

We have over 107 Years of combined lending experience

STABLE...SINCE 1887

Change is constantly happening all around us every day. It’s nice to know that the lender
you start your loan with today will be here to fund it at your closing...And be on time!

STABILITY SINCE 1887

Sacramento Association
of REALTORS®
2003 Howe Avenue
Sacramento, California 95825

SAR WEBSITE:
www.sacrealtor.org
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Space is limited. Register now and take advantage
of the early-bird fee of $10. For your convenience,
you may sign up at ims.sacrealtor.org or complete
the registration form available at www.sacrealtor.org. For more information, please call Lilly at
916.437.1221.

The morning will conclude with a presentation by a
group of successful Masters Club Members discussing how they built their businesses.. They will share
their tips for success and ideas you can use immediately to build for the best 2011 and beyond.

Elizabeth Axelgard – What kind of birds are we anyway? Quick and better ways to connect and relate.

Steve Ostrom – Smart Phone Applications for REALTORS®

Gina Borges-Valdez – Short Sales

FOR 2011 & BEYOND

YOUR FOUNDATION

BUILDING

ALL SAR MEMBERS WELCOME!

Space is limited. Please register early.

For more info call Lilly at 437.1212
122 or
lye
yeer.
visit www.sacrealtor.org for event flye
flyer.

Includes delicious catered breakfast

$10 if paid by Jan. 28; $15 afterr JJan. 28

SAR Mack Powell Auditorium

8:00am - 12noon (program at 8:20am)

Friday, February 4, 2011

MASTERS CLUB EDUCATIONAL ROUNDTABLES

Leigh Rutledge® – Getting Involved in Organized
Real Estate

Don’t miss these informative breakout sessions
presented by SAR top producers:

This year’s theme is Building Your Foundation for
2011 and Beyond! A new decade is upon us, and this
is a great time to reevaluate our strategies and hone
our skills for building strong future success.

The 32nd Annual Educational Roundtables are
scheduled for February 4, 2011. The morning event
will begin with a lavish catered breakfast at 8:00 a.m.
and will conclude with a panel discussion at noon.
Sponsored by The SAR Masters Club, this event is
open to all SAR Members and provides innovative
education and tools to help you be successful in an
ever-changing market.

Masters Club Annual Educational Roundtables
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