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California Association of REALTORS® Update
The California Association's Board of
Directors met at the end of January and
numerous actions were taken that could
affect the way you do business.
Short Sales dominated most discussions. A new task force is working with
banks to standardize the process and to
make it quicker and more transparent.

Public Relations
C.A.R. will take out full-page ads
in major newspapers to bring public
awareness to the short sale situation.
The papers include the Los Angeles
Times, San Francisco Chronicle, San Jose
Mercury News, Sacramento Bee and the
San Diego Union Tribune.
The Communications Advisory
Committee met with C.A.R.’s new public
relations company. The 2011 focus will
continue to be centered around Your
piece of California - your peace of mind.
There will be more emphasis on the
positives of the home buying experience, and on how using a REALTOR® can
alleviate problems and help to avoid
negative outcomes.

Legislative
The California Association will reintroduce legislation that it sponsored
in 2008, AB 2259 (Mullin), that would
have protected a CID unit owner's right
to rent their unit, if that right existed
at the time the owner purchased. The
Governor vetoed that bill and a similar
one in 2010.

C.A.R. is supporting the following bills:
• SB 2 (Calderon) if amended to include
a requirement that short sale negotiators must be paid by the person
hiring them.
• SB 53 (Calderon), an omnibus bill
containing various real estate provisions including a DRE citation and fine
authority with a $2,500 cap on fines. It
also gives the DRE the ability to require
reporting of broker-owned escrows by
a licensee in excess of five per year; and
includes provisions allowing the DRE
to compel access to records.
• C.A.R. supports SB 6 (Calderon), a bill to
clarify the exemption from the appraisal law for valuation opinions (BPO's)
done under the authority of a real
estate license. Many large lenders may
require certification for REALTORS® to
complete BPOs. As a result, NAR’s
REALTOR® University is developing a
class for BPO certification.
The Association is seeking a sponsor
for legislation that would implement the
water conservation disclosure requirements enacted by SB 407 (Padilla) in the
2009-2010 legislative session.

Regulatory
The DRE will now allow agents and
brokers to place their nick names on their
business cards as long as their legal last
name appears on the card as well.

The Association hopes to clarify the
law requiring degree brokers to have an
undergraduate degree in real estate or
two years of general real estate experience. If legislative opportunities do
not present themselves in 2011, C.A.R.
will sponsor legislation to achieve the
change in 2012.
Carbon monoxide detectors must be
installed in every dwelling unit “intended for human occupancy” by July 1,
2011.
HUD has extended the 90-day
Flipping Rule.
A task force has been appointed to
work with the State Water Board on
the development of statewide septic
regulations.
C.A.R. is monitoring a project called
the Wetland Area Protection Policy and
Dredge and Fill Regulations which will
include a definition of the term "wetland" that could have significant effects
on how property owners can use and
develop their land.
The Federal Government is requiring
that a plan be submitted for high speed
rail between Sacramento and the Bay
Area by the end of 2011, with building
to begin in 2012.

Forms
The Housing Committee recommended that the Standard Forms Committee
place a reference to C.A.R.'s Buyers Guide

Under the Blue Moon –
2nd Annual Can Tree Crab Fest
continued from cover page
REALTORS® Members. Without the support of these volunteers, we certainly
could not have had such a successful
event. We thank them wholeheartedly.
Our generous sponsors were:
Platinum Sponsors
Big Valley Mortgage, Placer Insurance
Agency and Miller Coors
Gold Sponsors
American Pacific Reverse Mortgage
Group, MetroList Services, Prudential
NorCal Realty, Sacramento Credit Union
and Umpqua Bank
Thanks to many generous donations,
we had exciting raffle prizes, as well as
silent and live auctions. Everyone had
many opportunities to come away from
the Crab Festival with a prize and great
memories. Making the event even more
exciting was a $1,000 door prize drawing.
REALTOR® Paula Swayne was the lucky
winner of this fabulous prize.

2011 Crab Festival, you’ll have to wait
until next year to enjoy the festivities. In
the meantime, please support the many
other events sponsored by Member
offices supporting the Christmas
CanTree. We will be planning our 3rd
annual Sip and Support for this summer.
Check www.sacrealtor.org for upcoming
events throughout the year.
If you have questions about putting
on your own fundraiser for the Christmas
CanTree, or listing your fundraiser on the
SAR website, please contact Deborah
Grinnell, SAR Director of Meetings and
Events at 916-437-1209.

A most festive Crab Fest

The evening concluded with a packed
dance floor as many people enjoyed
the music of Haley O’Ryan and the All
Stars. Our own Bobby Campbell, Coastal
Pacific Mortgage, was on drums.
Our 29th year of CanTree has started
off with a bang. If you missed the

Friends from American Pacific Mortgage

to Common Interest Development within
C.A.R.'s standard forms.
The Standard Forms Committee
focused on property management forms.
Updates will be released in April with 13
forms being modified.
The DRE has new Appraisal Management
Companies Complaint Forms and encourages REALTORS® to use them as necessary.

New Services
Digital Ink is an electronic signature product that is now included in
REALTOR® dues.
ZipVault is an additional Member
benefit included in the 2011 dues.
This paperless storage system enables
REALTORS® to organize by transaction
and to store information for five years.

The REALTOR® Action Fund
The Committee reported on the success of the new Broker Involvement
Program. Of the respondents to the
most recent Call-to-Action, 42 percent
were directly attributed to the BIP.
The RAF Investment Recognition
Program has been revamped as a result
of the $49 REALTOR® Action Assessment.
Now contributing an additional $148 is
The True Cost of Doing Business. The
C.A.R. Silver Bear replaces the Sterling R
with a contribution of $448. The C.A.R.
Golden R is now given for a contribution
of $1,548.
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PRESIDENT'S PERSPECTIVE
I hear from some REALTORS® – fortunately, not too many – who have no interest in getting involved at SAR. After all,
their fellow REALTORS® are not potential
clients and they want to hang out with
people who can bring them business.
They may be successful, but they are not
making their community stronger.
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When we talk about SAR as “Your
Bridge to Success,” you may think of
education and networking.

Those of you who do give so much are
building strong communities. Whether
it’s raising money for the Salvation
Army through CanTree or pounding
nails for Rebuilding Together, or one of
the countless neighborhood projects
you do on your own with little recognition, you’re improving the image of
REALTORS® while you give back.

Have you thought about the importance of community service to your success? Just about every good business
person gives something back to their
community. And thank heavens we
don’t need the money or the clout of a
Bill Gates to make a difference.

of REALTORS® is to enhance the ability of its
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Here to Serve You

In a move to increase their capital
reserves and encourage private money
back into mortgages, HUD/FHA will
once again raise the MMI cost. On April
18 MMI goes from .90% to 1.15% for
30- and 15-year fixed loans with minimum down payment. (Since April 18 is
a Monday, your loan professional needs
to pull the case number on Friday April
15 to avoid this increase.)

On Friday, January 28th, HUD/FHA
extended the “Less Than 90-Day” flip
rule. Now trying to find a lender who
will allow the seller to resell for 20%+
over what they bought it for is becoming more difficult.

One positive outcome for homebuyers from this new change is that the
HUD/FHA system will automatically
cancel any uninsured case number
where there has been no activity for six
months since the last action except for:

Last October HUD/FHA increased the
Monthly Mortgage Insurance (MMI) cost
from .55% to .90% for a 30-year fixed
with a minimum down payment loan.
During that time, HUD/FHA also lowered the Up Front Mortgage Insurance
Premium (UFMIP) they finance into the
loan from 2.25% to 1%.

• Loans where an appraisal update has
been entered, and/or

• Appraisal information entered
• Firm commitment issued by FHA
• Insurance application received and
subsequent updates and
• Notice of Return and Resubmissions
Last action does not include updates
to borrower names and /or property
address (e.g. making changes to the
number of borrowers on the loan will
not reset the six-month time frame for
automatic cancellation).

FHA / VA / Conventional
CalHFA, HomePath, FHA 203K
Down Payment Assistance Programs
of California, Inc., a DIRECT LENDER

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

Donna Fox
Branch Manager

916-505-0705
NMLS#261510

Sandy Marchman
209-639-7866
NMLS#266397

SAR Retail Center
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Last action includes:
• Case number assigned

Specializing In

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

Monday - Friday 7:30 am - 4:30 pm
Saturday 9:00 am - 2:30 pm

• Loans where the Upfront Mortgage
Insurance Premium (UFMIP) has been
received

continued on page 3

SAR Member Services
MetroList Administrative 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

Thank you for your great efforts.

The Cost of Working with FHA is
Going Up Again

Members to practice their profession ethically
and effectively, to serve the community and to
protect private property rights.

We know we don’t just sell houses, we
sell communities. Healthy communities
are a direct result of what their citizens
will put back into them.

ABOUT THE MARKET

REAL ESTATE FINANCE FORUM CHAIR

The mission of the Sacramento Association

Many of you are generous with your
time and talent just because it’s the
right thing to do. But it does contribute to your success in the long run.
Several local elected officials who may
not always agree with us see how much
REALTORS® do for the community. They
don’t have to love us, but being willing
to listen is a huge gain. Our clients also
see what we do. Giving back builds trust
with our clients.

Serving San Joaquin Valley
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916-591-6185
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About The Market
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You will not have to track down the
last lender to release the case number
from up to a year ago. Now you only
have to worry about up to six months.
The reason I mention this is because
sometimes the last lender with the case
number may not respond very quickly
or at all. When this happens you may
have to involve FHA , potentially slowing down your closing.
Conventional lenders have suspended temporary buy downs on loans due
to the new TILA (Truth- in -Lending Act)
form. It does not adequately address
disclosure for this loan feature correctly.
The Mortgage Guaranty Insurance
Company (MGIC) recently announced
changes to minimum borrower contributions and gifts. Gifts and grants can
be considered borrower’s own funds for
the purpose of meeting the MGIC 3%
minimum borrower contribution when
the following requirements are met:

from grain-based foods toward eating
more meat. Meat uses more grain per
calorie and is more expensive. Food
prices have risen markedly lately and,
in some cases, are near 2008 highs. This
worldwide increase in food prices will
likely not have major inflationary implications in most advanced economies.
Food has a relatively low weight in CPI
baskets in those nations. In contrast,
however, food price inflation poses a
significant downside risk to economic
growth in many developing economies
where food accounts for more of the
consumption basket. Central banks in
some important developing economies
could end up tightening monetary policy too aggressively.

At the time of the writing of this
article, the recent move up in interest
rates wasn't unexpected, as the rate
markets have been technically bearish
since Halloween. What was a surprise
was the magnitude of the run-up. Many
analysts believe that we have already
seen the big jump in rates (unless the
world stops buying our debt). Although
rates are gradually expected to increase
for much of 2011, don't look for any significant increase. (information provided
from Rob Chrisman of www.robchrisman.com)
If you have any questions or comments,
you can email me, Scott Short, Comstock
Mortgage at sshort@comstockmortgage.
com or call 916-421-8559

• Property is located in a non-restricted
market
• Debt to income is less than or equal
to 41%
• Credit score is greater than or equal
to 740
• Loan instrument is fixed rate/fixed
payment for at least the first five years
• Property is one unit
• Property will be a primary residence
• Loan has no subordinate financing or
a soft second
If all the above requirements are not
met, gift or grant funds are considered only after the minimum borrower
contribution is met. (Consult your loan
professional for the rest of the guidelines.)

Credit Scores
One of the major lenders announced
that starting Friday, February 18, the recommended minimum credit score will
be increased to 740 for purchase and rate
and term refinance transactions would
loan-to-value ratio between 95.01% and
97.00%. Recent updates also addressed
the validity of credit scores.

Gas Prices
Oil prices are in the mid-$80 per barrel
range, and gasoline in many parts of the
nation is sitting at or above $3 per gallon
for regular unleaded. This is bad news
for anyone who uses transportation or
buys goods that are transported. What
do higher oil prices mean for folks in the
loan business? Higher oil prices appear to
be indicative of higher demand caused
by a recovering economy. In theory, this
demand will eventually help the real
estate market. Many will argue, however, that we still have the foreclosure
and inventory overhead keeping a lid
on values, and the higher oil prices will
have a negative impact on consumer
spending on other goods and services.
So higher energy prices may be a result
of a stronger economy, but they can also
slow an economy down. In fact, they can
contribute to higher inflation which can
then cause higher rates, causing another
drag upon economic growth.

Food Prices around the World

Golden
1
for

everyone!
There are a lot of great reasons to move to Golden 1
but the number one reason is… because you can! Now
anyone… yes, even you, can come on over to Golden 1.
Need more reasons? How about these:

• Free Checking! We still have it.
• Free Online Services! Mobile, text and online

banking. Bill Payment and online deposits, too!

• Auto Loans! Low rates. Enough said.
• Convenience! 84 branches, 28,000 free network ATMs,
extended Call Center hours and 24/7 online access.

Find out why more than 600,000 people just like you
choose to bank with Golden 1. Open your account today
at golden1.com, any Golden 1 Oﬃce, or by phone at
(916) 732-2900 or 1-877-GOLDEN 1 (1-877-465-3361).

Come On Over!

SM

Better Banking. Proven Service.SM

This credit union is federally insured by the National Credit Union Administration.

Alan Greenspan spoke in Southern
California in mid-February. One of his
big fears, in the current economic climate, is the price of food around the
world. As nations develop, they move
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CHIEF EXECUTIVE OFFICER

CEO EXCHANGE

NELSON JANES

Carole Rodoni Gives Dynamic Presentation
on the Economy

The “Main” Membership Meeting
happens on the first Tuesday of the
month at 9:00 a.m. in the Mack Powell
Auditorium. Terrific speakers bringing
information that you need, Starbucks
coffee, Ettore’s pasteries all free.
If you missed Carole Rodoni’s economic forecast at the February Meeting, you
missed a dynamic and highly entertaining
presentation. Ms. Rodoni, who has headed several major real estate firms, peppers
her economics with biting humor.

Rodoni prefaced her 2011 forecast
with a brief overview of what brought
us to this economy. Following the dot.
com bust in the early 2000s the federal
government wanted to stimulate the
economy by having homeownership
grow from 56 to 70 percent. As a result,
the market grew from five to seven million homes sold annually - one half of
those to investors.
Homes were appreciating 50 to 100
percent a year as compared with the
normal seven percent average appreciation. The sellers’ market, which usually
lasts about 18 months, lasted for five
years and the deepest downturn in real
estate history resulted.

Subprime loans in the marketplace
moved from 7 to 25 percent and then
were bundled and sold abroad. For
example, New Century which was publicly traded on the NYSE had a $50
billion portfolio of subprime loans. At
the same time, one in four Countrywide
loans was subprime.
Rodoni reported that we are now technically out of the great recession with a
2.5% growth rate in 2010. However, an
economy the size of the U.S. needs to
expand by five to six percent annually to
show signs of strong recovery.
But this has been more than a recession. We are at the beginning of a globally interrelated economic restructuring.

February Main Meeting Speaker Carole
Rodoni
Technology and the recession have put
people out of work and some of the
jobs will not be coming back. Some will
require retraining. Some will be new and
also require special training in the fields of
energy, biotechnology and other industries that will emerge. The next wave
of technology and electronic mobility is
being developed and will need additional
yet specialized employees.
In the national economy, big business
is doing well as reflected in earnings
reports and the movement of the stock
market above 12,000. Small businesses,
on the other hand, which hire 65 percent
of the work force, are saddled with regulations and unable to get business loans.
Seventy percent of the economy is
spurred by consumers. While Americans
are said to have a Black Belt in shopping,
unemployment remains at between 10
and 16 percent, straining personal budgets
and spending. Basically, it is going to take
longer than usual to get employment rates
back to a normal range – say 2015.
We will see energy and especially food
prices rise significantly in 2011 with
political turmoil and unusual weather
patterns challenging output. Given
more time than in past downturns, the
capital markets will correct themselves.
But expect slower growth in the future.
China is already emerging as a world
power, having just eclipsed Japan as the
number two economy after that of the
U.S. General Motors sells more cars in
China than it does at home.
While the real estate industry will continue to struggle in 2011, the local market will begin to improve. We will see a
move from foreclosures to more short
sales as another wave of resets hits this
year. Pensions and hedge funds will
invest in mortgages.
Some consumers, especially those in
the 25 to 45 age group, have been
jaded by the recession. They need to
learn to buy real estate as an asset that
builds wealth over time. They will need
to hold their properties for at least five
to seven years going forward. Lenders
and REALTORS® will need to match the
buyer to the loan product rather than
simply focusing on the interest rate.
For another informative Main
Meeting, check sacrealtor.org for news
of our next dynamic speaker on April 5.
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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 #12-26: Advertising Role in Sales After Changing Firm Affiliation
(Adopted May, 2010). Reprinted with permission from the National Association of REALTORS® Code of Ethics and Arbitration Manual.

REALTOR® P was a non-principal
broker licensed with XYZ, REALTORS®
whose forte was listing residential property. Noted prominently on REALTOR®
P’s website was the banner: “Sold by
REALTOR® P!” Under that banner were
addresses of nearly a hundred properties REALTOR® P had listed, and which
had been sold either through REALTOR®
P’s efforts or through the efforts of
cooperating brokers.
Seeking new opportunities, REALTOR®
P ended his relationship with XYZ and
became affiliated with ABC, REALTORS®.
REALTOR® P promptly revised the information on his website to prominently display the name of his new firm in a readily
apparent manner. He also continued to
display the lengthy list of properties that
he had listed, and which had sold, while
REALTOR® P was affiliated with XYZ.

His departure from XYZ had been on
good terms, so REALTOR® P was taken
aback to receive a complaint brought by
his former principal broker, REALTOR® D,
alleging that REALTOR® P’s website display of sold listings violated Article 12, as
interpreted by Standard of Practice 12-7.
At the hearing, the complainant noted
that Standard of Practice 12-7 provides,
in relevant part, “Only REALTORS® who
participated in the transaction as a listing broker or cooperating broker (selling
broker) may claim to have ‘sold’ the property.” “It was XYZ REALTORS®,” REALTOR®

D added, “that was the listing broker in
these transactions, not our former sales
associate, REALTOR® P. His advertising of
our listings and sales under the banner
of his new firm ABC, REALTORS®, is unauthorized and misleading to consumers
who will get the impression that ABC was
involved in these transactions when that
is simply not true.”
REALTOR® P defended himself and
his website pointing out that he had
listed each of the properties displayed
on his website, and the only thing that
had changed was his firm affiliation. He

directed the hearing panel’s attention
to the disclaimer at the end of the list of
properties that read, “Each of these properties was listed by REALTOR® P over the
past seven years. For much of that time, I
was affiliated with another firm.”
The hearing panel agreed with
REALTOR® P’s defense, noting that consumers would understand that some of
the sales had occurred while REALTOR®
P was affiliated with a different firm.
Consequently, REALTOR® P was found
not in violation of Article 12.

Active REALTORS®
Unite!
Rebuilding Together
is here again!
Mark your calendars – another
Rebuilding Dreams day is coming up.
On Saturday, April 30th Rebuilding
Together Sacramento will be repairing
13 homes in the North Sacramento
Area. SAR will again be a Community
Sponsor and will pair with an experienced contracting company to
help refurbish one of these homes.
Volunteers of all skill levels are needed
– there are various jobs to complete
throughout the day. From painting to
pruning, volunteers will be kept busy.
Just be ready to get your hands (and
bright green REALTOR® shirts) dirty.
Volunteers are required to sign up
via www.rebuildingtogethersacramento.org by completing and signing a volunteer application. This is
where you will be able to list your skill
level(s) and choose SAR as your volunteer group. Also, be aware that certain
build sites will have more volunteers
than others. Requests for help at different build sites that day are common – be prepared to extend a helping hand beyond the SAR build site.
For each build site there are usually
two shifts, A.M. and P.M., and they are
separated by a delicious lunch. Our
labor force often fades as the day progresses, so don’t rule out signing up
for the afternoon shift. You may be the
fresh energy that they need to finish
out the day! For additional info, please
contact SAR staff Tony at tvicari@sacrealtor.org.
If the 4/30 date doesn’t work into
your schedule, don’t worry. There is
another date planned for October and
SAR will be sponsoring another home.
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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

COST

TOPIC

March 18 –

9:00am – 1:00pm

Real Estate Training
Institute - Spring
Series

$99

•

Taught by 14 seasoned SAR Members

•

15 great education sessions including: Financing programs, Marketing & Networking,
Life of an Escrow, Listing Agreements

May 20

March 21-22

March 23

8:30am – 5:00pm

1:00 – 5:00pm

Certified Negotiation
Expert Designation

Spanish for Real
Estate Professionals

$169

$45

April 13

8:00 – 9:30am

Checklist for
Representing a
Commercial Tenant

•

Final session includes trends of the market with a panel of Top Producers

•

This session is ideal for new and returning agents

•

Competitive Bargaining – understand the “tough” approach to negotiating, when to use
it, and how to handle that highly competitive hard bargainer across the table.

•

Professional Negotiators – what to do differently vs. average negotiators and how they
get better results for their clients and themselves.

•

Collaborative Negotiating – learn collaborative negotiation techniques and why this
“win-win” approach leads to better outcomes for both parties.

•

Much more!

•

Learn communication strategies and basic conversational skills for getting to know
your Spanish-speaking clients, interviewing buyers, scheduling appointments, describing
property and neighborhood characteristics, and more.

•

Engage in role play and dynamic activities uning your new language skills in a low-stress
and fun environment.

•

Important cultural aspects and a glossary with common real estate terminology will be
provided.

if paid by
Mar. 21

$10

INSTRUCTOR

• Subleasing the tenant’s former premises
• Due diligence about the new premises
• The lease provisions most important to the tenant
• What to change in standard form leases
• Assurance of timely and proper build-out of improvements
• Ideas for negotiating the rents, including additional rent
• Tenant exit strategies the broker should understand
• What to demand regarding maintenance and repairs

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.

John Wenner

Nancy Zarenda

William Hunter

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

MANY MORE CLASSES LISTED AT
WWW.SACRAMENTO.ORG/EDUCATION

6

Sacramento REALTOR®

MARCH 2011

APRIL CALENDAR OF EVENTS
Monday

Tuesday

Wednesday

Friday

Thursday

1
Avoiding the Pitfalls of the
RPA (A)
9:00am – 1:00pm

SAVE THE
DATE
Tuesday, May 3, 2011
(Immediately following the May Main
Meeting in the SAR parking lot)

5

4

NorCal Real Estate Expo

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

Main Meeting (A)
9:00 – 10:30am

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

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

11
Education Committee Meeting (B)

18
CMetroList Prospector – Topics for
Experienced Agents (T)
9:00am – 12noon
New Member Orientation (B)
12:30 - 4:30pm
MetroList Prospector – Topics for
Experienced Agents (T)
1:00 – 4:00pm

New Member Orientation (B)
8:30am - 12:30pm

National Association of Hispanic
Real Estate Professionals (A)
12noon – 3:00pm

13

Closing the Gap Commercial
Real Estate Seminar
8:30 – 10:00am

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

25

26
1:00 – 2:00pm

Housing Opportunity Committee (B)

2:30 – 4:00pm

Listing Agreements and
Disclosures (A)
9:00am – 1:00pm

15

Join us to visit with 40 plus vendors,
offering opportunities to further your
knowledge and resources in your
business and everyday life. Don’t forget to bring your appetite for the BBQ
made by real estate’s finest young
professionals.

Public Issues Forum
9:30 – 10:30am
Structural Pest Control &
Home Inspections, Home
Warranties & Natural Hazard
Disclosures (A)
9:00am – 1:00pm

22

21
Industry Update (B)
9:30 – 10:30am

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

Financing Programs (A)
9:00am – 1:00pm

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

Meetings subject to
change.
(A) Mack Powell Auditorium
(B) Board Room, 2nd Floor

28
Certified Distressed
Properties Expert
Designation (A)
9:00 – 5:00pm

YPC’s 4th Annual Vendor Fair
and BBQ

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

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

27
SAR Closed – Staff Development

Regional Meetings*
8:30-9:30am

GRI (A)
14
8:00am – 5:00pm
Realtist (A)
9:00 – 11:00am
Equal Opportunities/Cultural Diversity
Committee (B)
11:30am – 1:00pm
Asian Real Estate Professionals of America
(A)
11:30am – 3:30pm

20

19
Regional Meetings*
8:30-9:30am

7

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

Checklist for Representing a
Commercial Tenant Seminar
(A)
8:00 – 9:30am

8:30-9:30am

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

(Sacramento Convention Center)
9:00am – 4:00pm

12
Regional Meetings*

9:00 – 10:00am

6

29
Marketing & Networking (A)
9:00am – 1:00pm

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

Certified Distressed Properties
Expert Designation (A)
9:00 – 5:00pm

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
MARCH 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 Roundtables Continue to Build
Educational Foundations
From smart phone apps to short sale
hints, the Masters Club 2011 Educational
Roundtables
gave
Sacramento
REALTORS® a quick review of current
and important topics, and how to Build a
Strong Foundation for 2011 and Beyond!
Steve Ostrom addressed smart phone
applications for REALTORS®. He believes
the best app for looking up properties
is REALTOR®.com. He tells all his clients
to put REALTOR®.com on their phones.
He also finds the Zillow mobile app and
foreclosurerader.com to be very useful.
By using foreclosureradar.com, Steve can
quickly check properties in a neighborhood that a client likes. By watching
foreclosures, he keeps an eye on shadow
inventory. He builds lists of potential
houses for individual clients. He noted
there are hundreds of apps for real estate
calculations. Steve uses YouTube for
looking up things he doesn’t know and
MobileMe for his calendar.
Elizabeth Axelgard’s presentation
was “What kind of bird are we anyway?
Quick ways to connect and relate with
clients.” She guided REALTORS® through
a process to sort themselves into one of
four personality types (Hawk, Peacock,
Dove, Owl). Look for hints around the
office for fellow-REALTOR® types. When
you meet clients, figure out what types
your clients are, too. Adjust your presentation accordingly.

• Hawks are business-like, organized
and to the point. If they blow up, they
will get over it quickly.

• The client has to request a short sale.
Let the bank tell the client whether or
not the client has to be delinquent.

• Peacocks seek recognition, are emotional and disorganized, snappy
dressers and easily bored. They talk a
lot about themselves.

• REALTORS® who want to do short
sales should research each bank on
their own to determine their policies
and procedures.

A panel discussion of four experienced
REALTORS® wrapped up the morning
under the guidance of Linda Wood panelists were Erin Attardi, Steve Galster,
George Mijares and Yuri Ramirez. Some
of their comments and recommendations were:

• Doves take their time and are more
touchy-feely. They tend to be nurturing. A lot of REALTORS® and teachers
are doves.

• Note in your file everything you do
and say.

• If your lender is not giving you leads,
get another lender. (Steve)

• Calendaring is hugely important with
short sales. Never miss deadlines.

• Owls are very detail-oriented, slow
to decide and low-maintenance.
Oriented towards charts and graphs,
they may teach their REALTOR® a
thing or two.

• Start early in the morning. Some people concentrate on their short sales
business between 5:00 and 7:00 a.m.

• We are lucky to belong to such a great
association. There are thousands of
years of experience in the room here.
What you learn from other agents is
amazing. (Erin)

Gina Borges-Valdez covered “From
Qualifying to Closing a Short Sale”. Gina
warned listeners at the start of her
presentation that short sales can be a
waste of time and a disappointment if
the REALTOR® is not prepared.
She
reviewed determining the buyer’s qualifications and the importance of building
loyalty, since it can take so long to close
a short sale. Among the many issues she
covered:
• Learn how much short sale experience the other agent has in the transaction.
• How important is it to the client that
the sale happens? Does the client
have a hardship?

Leigh Rutledge discussed organized
real estate. When she was new to real
estate, she was told not to bother with
the REALTOR® association because no
one there would buy a house from her.
Since then, however, she has sold houses through connections she’s made at
C.A.R. She also finds it much easier to
do a transaction when the other agent
is not only a REALTOR®, but someone
she knows. To help clients understand
the importance of doing business with
REALTORS®, rather than agents, she suggests referring to the Code of Ethics in
listing presentations. For REALTORS® who
have not been involved in SAR activities,
she recommends they start by going
to regional meetings (www.saccaravan.
org). Leigh, a past president of SAR,
reviewed the importance of the political
activities of SAR, C.A.R. and NAR.

• We can get bogged down in the sadness of some of the families with
whom we deal. I listen to self-help and
motivational tapes to stay inspired.
(Steve)
• There are a million ways to generate
leads. Find the ones you’re comfortable with and knock them out of the
park. (Yuri)
• Have a fact for every conversation.
Look at the SAR statistics and always
have a positive fact to drop into any
conversation. Then offer to email it to
the other party. (Steve)
We’d like to extend a special thank
you to our generous sponsors: Advanced
Integrated Pest Management, Essential
Home Staging and Cutco Closing Gifts.

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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MASTERS CLUB CORNER
By Susan Harrold
This month we are profiling a very
active SAR and Masters Club Member
since 1987- Leigh Rutledge of Dunnigan
REALTORS®. Leigh has been a REALTOR®
for 29 years and qualified for the
Masters Club the first year she arrived
in Sacramento in 1987. She moved here
from Austin, Texas.
She particularly likes Sacramento
because of her love of the outdoors. She
is an avid runner, skier and hiker. Leigh
sees the American River bike trail as a
perfect spot to take a break and enjoy
the scenery while getting her exercise.
Also, the Sierras are close enough for
weekend ski trips. Leigh puts travel at
the top of her list of activities and has
enjoyed recent trips to Berlin, London,
and Tokyo to run marathons and then
travel throughout the countryside.
Her successful real estate career has
been built on satisfied clients and a
strong referral business. She mails a
magazine to past clients and also sends
out just listed/sold cards to her database. These mailings are an integral
part of her business to stay in touch
with her clients and friends. She also
communicates by text, phone or email
when she needs direct contact.
Her pet peeve with her career is that
whenever you plan a trip out of town

that is when your business picks up. She
learned long ago that that is a law of the
universe. If you want to get busy, plan a
vacation.
Leigh has appreciated her real estate
career because it enables her to be her
own boss. She does not have to punch
a clock and would go insane if she did.
She loves that no two days are ever the
same for her as a REALTOR®. There is
never any boredom.
Here is an example of a fun day for
Leigh.
“I had the listing on a very nice home
and received an offer on it. During the
negotiations suddenly the offer turned
to be more about the "fish" than about
the house. The buyer offered to buy the
expensive Koi that were in the pond.
The seller's response was a hoot, ‘We
agree to sell Lemonade (solid yellow)
and Jack (red and white) as noted in
photo. Hot Lips (multi-colored), however, is not for sale as she is our buddy.’
The counter went on to spell out the
names of the remaining 12 Koi and who
would stay and who would go with the
seller. All complete with photos for identification purposes. See what I mean
about no two days being the same in
real estate, and why I never get bored
with this job?”

Leigh served as the SAR President in
2006 and now is very involved at the
state level as a C.A.R. Director and also
as an NAR Director. She realizes that the
volunteer efforts of SAR Members are
what keep the organization alive and
viable. As a participant in the Masters
Club Roundtables, Leigh demonstrated
the many ways Members can volunteer
for SAR. We are very fortunate to have
Leigh as a Member of our organization
with her dedication to the goals of protecting private property rights through
legislation on a local, state and national
level.
The Annual Educational Roundtables
event on February 4th was a great
success. Thank you to the presenters
Elizabeth Axelgard, Leigh Rutledge,
Steve Ostrom and Gina Borges-Valdez;
and our panelists Erin Attardi, Steve
Galster, George Mijares and Yuri
Ramirez. This was a terrific event to learn
from fellow REALTORS® and improve our
business.
Next month we will report on our
annual Masters Club Awards Luncheon.
Hope to see you there.

Trust and Estate Lawyers

Join us on our Facebook or Twitter pages by
April 30th, 2011, and be entered to win a free
ad in this REALTOR Association Publication!
®

Johnson, Fort, Meissner, Joseph & Palley

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

Let us help you reach out to your target market!
Free ad copy design and set-up included!

āąąą3JWFS1BSL%SJWF 4VJUFāĀĈ
4BDSBNFOUP $"ĉąĈāą
ĉāĆĉĂĀąĉĈă

ĂĂĀĀ#%PVHMBT#PVMFWBSE 4VJUFāąĀ
3PTFWJMMF $"
QBMMFZK!MBXPGGJDFJODDPN

Winners chosen at random. Contest ends 11:59 pm, 4/30/2011. Existing advertisers eligible to
win additional ad. Ad will be featured in June 2011 issue. No cash value.
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Get your Spring Training at the NorCal Real Estate EXPO –
April 6, 2011
We are thrilled to announce THE educational event of the year: The NorCal
Real Estate Expo! This year’s EXPO
is bigger and better then ever with
over 30 Northern California REALTOR®
Associations coming on board as cohosts with SAR for this exciting event.
The day will start off with a few earlybird sessions for those who really want
to have a full day of education. Then, formally kicking off the EXPO will be special guest speaker and former comedian
Jim Pelley speaking on “Embrace Risk,
Manage Change, and Laugh Often.”
A former stand-up comedian and contributing writer for the original Saturday
Night Live Show, Jim Pelley has left 'em
laughing for more than 24 years at more
than 2,156 top organizations in the U.S.
and abroad. He's brought his message of
how to smarten up by lightening up to
hundreds of thousands of people who
are high-tech, low-tech, and no-tech-at-

all. With his hilarious way of poking fun
at the frustrations of everyday life, Jim
demonstrates uproariously how to use
humor to become more creative, more
productive and less stressed.

for Beginners; Blogging 101; Advanced
Blogging; Smartphone Applications for
REALTORS®; The Mobile REALTOR®; Quality
Content Is The New SEO (Search Engine
Optimization); and Real Estate Auctions.

Break out session speakers include:
Carol Rodoni, Chris Tellez, Christopher
Hanson, Elizabeth Axelgard, Frank
and Brian (Think Big Work Small), Josh
Sharfman, Keith McLane, Kevin Nunn,
Scott Short, Linda Hainsworth, Mike
Mueller, Rick Geha, Rick VanderMyden,
and Steve Beede.

We’ll conclude the day's educational
sessions with our Closing General Session
“The Life of Your Dreams – Yes, You Can
Have It All!” presented by Rick Geha.

Breakout session topics include: The
2011 Economy: Will it Rebound, Retrench
or Re-dip?; 10 Short Sale Mistakes;
Energy Conservation Programs; How to
buy HUD homes; Legal Updates: Recent
Cases Impacting Real Estate Liability and
Marketing Upside Down Real Estate;
Growing Your Business; Know Your Client/
Personality Type; Lead Generation; Tech
Tools / Tech Savvy; Social Networking

The fun lasts all day as we will be
raffling great prizes throughout the
afternoon, and following the closing
general session we will have our Grand
Prize drawings, which include a $500
cash prize.
The event will conclude with a
Cocktail Reception and a Fashion Show
featuring area REALTORS® modeling
clothing from Macy’s.
In addition to all the great educational sessions, we will have an exhibit
hall filled with vendors ready to answer
your questions about their product and

services, and showcasing the tools you
need for a successful business.
So far we have the following Exhibitors:
AAA, American Pacific Reverse Mortgage
Group, Bank of America Home Loans,
Big Valley Mortgage, Buyers LeafGuard
Gutter & Water Harvest Systems, Chim
Chimney, Cutco Closing Gifts, eNeighborhoods, Farmers Insurance,Five Star
Bank, GeoInsurance,; Hanson Law Firm,
LivSac, Merced County Association of
REALTORS®, MetroList Services, PEMCO,
Price Law Group, Property ID, Rapattoni
Corp., Real Estate Risk Management, Inc.,
The RiverCats, Western Exterminator
Co., and more signing up each day.
If you are interested in having a
booth in our exhibit hall, please contact
Deborah Grinnell at 916-437-1209 or
dgrinnell@sacrealtor.org.
Please visit our website at www.norcalreexpo.com for the full event schedule. Register online today!

NorCal Real Estate Expo
Wednesday, April 6, 2011
8:30 a.m. – 4:00 p.m.
Sacramento Convention Center
Cost: $35 per person if paid by March 20, $45 after March 20
Your registration includes continental breakfast, boxed lunch, and snacks;
educational sessions and the Exhibit Hall; as well as entry into our $500 cash
prize drawing.
Raffle prizes will be given away throughout the day!
Please register today at ims.sacrealtor.org
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2011 NorCal
Real Estate Expo

Call Today!
800.732.BUGS www.NATPC.com

2011 NORCAL REAL ESTATE EXPO REGISTRATION FORM
Register online at ims.sacrealtor.org or fax or mail registration form to SAR,
Attn: Lily Mishchuk, 2003 Howe Ave., Sacramento, CA 95825; Fax: 916-922-4103

Name

Company

Address

City

Email

REALTOR® Assn.

PAYMENT (required for registration): $

Expiration date

Security code

Signature
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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.

Check attached (Payable to SAR)
For Office Use Only
Date Form was received:

Account number

Sacramento REALTOR®

Free Rent Survey

(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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2011 California Legislative Cycle
by Caylyn Brown, Government Affairs Director

The California legislature reconvened
in early January with many newly
elected freshman members in the
State Assembly and State Senate. In
Sacramento, Assemblyman Dave Jones
was termed out of the State Assembly
and was elected to serve as the State
Insurance Commissioner in November.
Former County Supervisor Roger
Dickinson was elected to the open
Assembly seat. Dr. Richard Pan was
elected to the 5th District where Roger
Niello was termed out. Ted Gaines was
just elected to the 1st Senate District
in a special election after Senator Dave
Cox passed away. A second special election will be held between the writing
and publishing of this column to fill the
4th Assembly seat previously held by
Mr. Gaines.
If this sounds like a lot of legislators it is. Currently drawn district lines
divides Sacramento County in many different districts. In the State Assembly,
Sacramento County has pieces of the 5th
District with Dr. Richard Pan, 9th District
with Roger Dickinson, 10th District with
Alyson Huber, and 15th District with
Joan Buchanan. In the State Senate,
Sacramento County has pieces of the
1st Senate District with Ted Gaines, 5th
Senate District with Lois Wolk, and 6th
Senate with District Darrell Steinberg.
The California Association of
REALTORS® would like to introduce five
bills in the new legislative session which
requires proposing an idea for legislation
to one of the eighty Assemblymembers
or forty Senators who believe the idea is
important enough to carry as a bill on
behalf of C.A.R.

C.A.R. would like to re-introduce the
anti-deficiency bill from last year, SB
1178 (Corbett, 2010). Anti-deficiency
rules protect a borrower from personal
liability on a purchase money mortgage
that goes into default and eventually
Judicial foreclosure. Many borrowers
do not realize the loan they get when
they purchase property has “purchase
money” protection, meaning the lender can only take back the property if
the borrower fails to make payments.
The lender cannot also seek additional
funds for any deficiency between what
the property may be worth, and what is
owed. Due in part to declining interest
rates, many purchase money mortgages
were refinanced and lost their characterization as “purchase money.” Should
a borrower in this situation face foreclosure, the lender can pursue the borrower for the difference between what the
property is worth and what is owed. If
this bill were to become law, borrowers
who refinanced their home sfor a lower
interest rate (without taking money
out) and are now facing foreclosure
would be protected from losing their
homes and owing their lender money.
In 2010, SB 1178 received strong bipartisan support from both houses of
the Legislature to later be vetoed by
Governor Schwarzenegger. Because we
now have a new Governor, it would be
wise to run this important homeowner
protection bill again to see if we can
gain the Governor’s signature.
According to the Brown Act, local government agendas must be made available to the public seventy-two hours
before a scheduled meeting. In the
Sacramento region these agendas are

available on city and county websites.
This process allows staff to review all
materials beforehand to ensure there is
time to react should there be anything
adversarial to real estate or private property rights. However, some jurisdictions
in California only post agendas at City
Hall, requiring individuals to drive to
City Hall to read through meeting materials beforehand. Some REALTOR® organizations have missed relevant hearing
items because of this practice. C.A.R.
will sponsor legislation which would
require local governments to post agendas on their websites (should they have
a website) seventy-two hours before the
scheduled meeting.
C.A.R. will also sponsor legislation
to change the Department of Real
Estate (DRE) citation and fine authority.
Currently, real estate licensees subject
to discipline for any violation must go
through the DRE administrative hearing
process. Notice of the infraction, no matter how minor, is then published in the
DRE bulletin. C.A.R. believes this should
be changed, allowing DRE to instead
issue a “civil citation” with a maximum
fine for minor infractions. Licensees
would be permitted to contest the citation through the current hearing process.
The action would not be published in the
DRE bulletin, unless there is a contested
hearing and judgment.
Under current law, the DRE is only
permitted to hold the broker of record
accountable for any misconduct of a
salesperson, even if the broker of record
has delegated supervisorial responsibility to an office manager. C.A.R. would
like to sponsor legislation to establish a
designated office manager requirement

for those licensees managing real estate
offices. Should this pass, a broker of
record would be permitted to appoint
an eligible real estate broker or sales
person to supervise branch office operations, provided that a contract detailing the duties and responsibilities to
be performed by the office manager is
delivered to the DRE.
Home Owner Associations (HOAs)
are required by law to provide specific
documents to prospective purchasers of
homes in a common interest development (CID). Current law prohibits HOAs
from charging an amount in excess of
what is “reasonable” based on the actual
cost of processing and producing these
documents. HOAs are increasingly delegating the production of these documents to outside third party vendors
or contractors. It was determined in
2007 in a 4th Appellate District Court
decision these third party vendors are
not subject to these same fee limitations. The delegation of responsibility by HOAs sometimes results in home
purchasers being forced to pay inflated
fees. C.A.R. is sponsoring legislation to
extend the existing fee limitation for
providing these documents to companies retained by HOAs, which will assure
that CID document costs are kept at a
reasonable level for homebuyers.
We are fortunate to have a State
Association as influential as C.A.R. which
can propose these ideas to move real
estate and private property rights forward in California, protecting both the
property owner and the REALTOR®. We
will keep you updated on the status of
these bills as they move through the
legislative process.

F E AT U R E D C O M M I T T E E

Regional Meeting Coordinators
SAR’s jurisdiction spans the entire
Sacramento County and includes
the City of West Sacramento. With
SAR Members located in areas like
Elk Grove or Folsom, regularly attending functions at SAR’s Howe Avenue
headquarters may be difficult. To keep
Members connected, SAR has traditionally sponsored weekly Regional
Meetings, formerly known as MLS
meetings.
Each Tuesday, excluding the first
Tuesday of the month, REALTORS®
have an opportunity to attend one
of five meetings held throughout the
county. These meetings differ in atmosphere and location, but adhere to the
same Regional Meeting policies. The
original purpose of these meetings
was for local REALTORS® to pitch listings in that particular area, increasing
exposure to their listings. In addition,
meetings now include information on
upcoming SAR events, frequently feature a guest speaker with an interesting and timely subject, and provide an
opportunity for SAR Members new to
the meeting to introduce themselves.
Each meeting is moderated by
REALTOR® and Affiliate volunteers
who help schedule speakers and
find coffee sponsors, among other
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things. Many Member have made the
Regional Meetings a regular weekly
activity. We urge you to do the same.

Information on all meetings, from
Folsom to Elk Grove, is listed on
www.sarcaravans.org. Here you will
also find instructions on how to add

your listing to the corresponding SAR
Caravan. For additional information,
please contact SAR staff Tony Vicari
(tvicari@sacrealtor.org).

locally grown mortgages

a partner for the life of your mortgage
purchase—reﬁnance—new construction
At Umpqua, we’ve never thought of ourselves as simply a bank. We’re more like neighborhood experts
who can answer questions, provide advice, and brainstorm about what you want and how to get it. And
because a mortgage is something that you’ll live with for a long time, we’ll make sure you get one that
ﬁts, whether you’re a ﬁrst-time home buyer or building a custom dream home. We offer a variety of loan
programs. Call your local loan ofﬁcer today!
Meet your dedicated Sacramento Mortgage Lending Team

Lynn Pini Tibbetts
AVP/ Area Manager

916-677-0617

Joanne Cesar

Danica Halverson

Vicki Fenner

Steven C. Justeson

Tom Pifer

Rene Young

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

916-667-4627

916-622-8198

916-517-5308

916-740-5371

916-300-0769

916-984-2494

1-866-4UMPQUA (1-866-486-7782) www.umpquabank.com Member FDIC Equal Housing Lender
Loan products subject to credit approval. Other terms, conditions, restrictions & fees may apply. Full documentation, title & property insurance
required. Flood insurance required if property is located in a Special Flood Hazard Area.
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NELSON JANES

S TA F F M E M B E R O F T H E M O N T H

How long have you been with SAR and what is
your position?
I started with SAR in April 2002 as the
Executive Vice President.
What did you do before coming to SAR?
I served as the EVP in Philadelphia and
Albuquerque. While in those cities, I also
helped develop Commercial Associations
that encompassed parts of Pennsylvania,
New Jersey, Delaware and all of New
Mexico, serving as their EVP as well.

What do you like best about working for SAR?
The people – this staff and the
Membership are a great collection of
individuals all striving to do better
than their best while enjoying what
Sacramento has to offer. Also, each of
my Presidents has been altruistic – truly
caring about the association and our
Members rather than having a personal
agenda. I can’t tell you how much that
helps us all – staff and volunteers- do
our jobs.
How long have you lived in the Sacramento
area? Where else have you lived?
We moved to Fair Oaks in June, 2002
and like the rolling hills and all that
there is to do outside there. Let’s see,
where else… I was born in Lexington,
Kentucky and with a Dad in the Army,
grew up there and in Durham, NC;
Fort Benning, GA; Birmingham, AL;
Levenworth, KS; Carlisle, PA; several cit-

ies in Germany including Heidelburg;
and Arlington, VA. Since Tyler (another
Army Brat) and I got married, we’ve
lived in Washington, DC; New York;
Reston, VA; Boston; Philadelphia and
Albuquerque.
Do you and your wife volunteer?
Tyler is very active in the Fair
Oaks Rotary , the Fair Oaks Village
Enhancement Committee and our
neighborhood association. I’ve enjoyed
volunteering at C.A.R., with the
Metro Chamber, California Society of
Association Executives, the Sacramento
Rotary Club and the Regional Human
Rights/Fair Housing Commission.
So while we get a taste of volunteering, I am constantly amazed by our
volunteers at SAR – independent contractors and affiliated professionals who
make the time to give so much to SAR
and the community.

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!

Gloria Mirazo
Sales Manager
916-955-3911

Aaron Stroud
Sales Manager
916-834-6238

Kristin Ayule
916-390-4689

Hiroko Bowlin
916-524-4700

Please tell us a little about your family.
Tyler and I were married in Washington
in 1967 and have three grown children
and four grandsons. Our eldest daughter is engaged to be married this year
and lives in Half Moon Bay so we are in
driving distance. Our middle child, Liz
Janes, lives with her husband and two
sons in Indianapolis. I mention her name
because you can “Google” her or look her
up on npr.com. She’s a singer/songwriter
and is touring in a few European cities
this month. Our son is married to the
daughter of one of Tyler’s closest friends
so we’re all just one big happy family.
They live in Austin with their two boys.
What are you hobbies or other activities?
I’m always reading something and I
like to exercise – go to the neighborhood gym, bike down to Lake Natoma
and row at the CSUS aquatic center.
Tyler and I enjoy our big dogs and taking them on walks and trips – we really
enjoy road trips and have driven up and
down the state numerous times.

Finance Your Home Purchase With
Wells Fargo Home Mortgage

Eric Engstrom
Branch Manager
916-480-2220

What do you like/dislike about Sacramento?
As the saying goes – what’s not to
like? It’s a manageable size, has an interesting history and museums, a great
deal of outdoor weather and things to
do such as hike and bike, swim and row.
And the people are open and genuine.
Sacramento is a very comfortable and
friendly place to live.

Kristi Bozzo
916-716-5673

Bob Capparelli
916-521-6767

Leo del Cid
916-548-7904

What would people be surprised to learn about
you?
During and right after college I worked
for what was then Time, Inc. in the
Washington Bureau and at their New
York headquarters in Rockefeller Center.
I really enjoyed reporting, writing and
editing. My first REALTOR® association
job was ostensibly to develop, write and
edit their publications – including a text
book. When you take an association
job, though, you end up doing numerous other things as well. That’s just
one reason why association work is so
interesting – the variety and the challenges that often stretch you into new
situations and disciplines.

SAR Member
Benefit of the
Month –
SAR’s RETI and
BTI Series

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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Thanks to the foresight of shrewd
Education Committee Members and
partnerships with talented SAR Member
instructors, SAR offers two outstanding
educational programs each year. For
new and returning agents, we provide
the Real Estate Training Institute (RETI)
each spring and fall. For new brokers and
for agents considering being brokers, we
host the Broker Training Institute (BTI).
One of the most valuable aspects of
these programs is that they are taught by
seasoned and successful SAR Members.
These instructors bring a diverse perspective along with local market knowledge
of the current industry since they live and
work in the Sacramento area. And, since
they represent a variety of brokerages,
Members are able to learn new ways of
approaching their businesses.
If you are a new or returning REALTOR®,
please consider attending the Spring
2011 RETI Series beginning on Friday,
March 18. Details are available at www.
sacrealtor.org.
MARCH 2011
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SAR Scholarship Fund Continues the Tradition of
Supporting Scholars
2011 marks the 49th year of awarding scholarships by SAR to deserving
Sacramento area students. The first
scholarships were awarded in January
of 1962 and the program was the first
of its kind to be offered by a real estate
association in Northern California.
The fund was initially a $600 yearly
program that provided $100 to $200
scholarships for Sacramento students
attending American River Junior
College, Sacramento City College,
and Sacramento State College
(now California State University,
Sacramento). Over the years, SAR
has expanded the scholarship program to support students pursuing

a career in any field at many different institutions across the United
States. Some of the students who
have received SAR Scholarships are
the children, nieces, nephews and relatives of SAR Members. Last year the
SAR Scholarship Foundation awarded
$28,250 to 26 outstanding local students and our goal this year is to meet
or surpass that number.
This year, more then ever the
Scholarship Foundation needs fundraising help. With a tough economy
many may question whether they are
able to donate to the Scholarship fund.
The question you should really be asking is how can I not donate? Education

is one of the most important gifts we
can give today’s youth and it is a gift
that benefits not only the student
but the entire community. The students who receive SAR Scholarships
to attend college will one day be your
clients, your co-workers, and our community leaders. An investment in their
future is an investment in your future.
The SAR Scholarship Foundation
Trustees, Chair Perry Georgallis, Peggy
Adams, Nick LaPlaca, Sherri Radovich
Rubly and Judy Schoer work tirelessly
to raise money for the Scholarship
Foundation, review applications,
interview candidates and most difficult, choose the Scholarship recipi-

ents. This year you will also be seeing
the Members of our new Scholarship
Fundraising Committee as they visit
Regional Meetings and other events
to raise money and awareness for the
Scholarship Foundation.
Become a part of SAR’s long and
wonderful tradition of supporting
higher education and help make 2011
our best year ever by donating to
the SAR Scholarship Foundation. We
would welcome and appreciate any
donation that you are able to make. To
contribute or for further information,
contact Devyn at (916) 437-1226 or
dhenry@sacrealtor.org.

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

Geri Wells – Sacramento (zip codes 95815,
95821,95825, 95864) East Sacramento (95819)
Arden Oaks/Arden Fair 916-849-5541.

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)
916-923-6181x122

Renea Negri – Rio Linda, Elverta, North Higlands,
Antelope, Roseville (95747) 916-205-6415
Wes Richie – Sacramento (zip codes 95821,
95841,95842) 916-730-4533

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

Phil Sparks – Sacramento (zip codes 95831,
95822, 95818, 95816) 916-752-2086

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

®!
REALTreOsidRuaS l income!

te
Want to crea t of a career in
Ever though agement?
an
property m

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.

MARCH 2011

www.mmproperties.com
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NEW SAR MEMBERS

JANUARY 2010
New REALTOR® Members
Sheri L. Alberg
Lyon RE Downtown
Lisa Allen
Fusion Real Estate & Home Loan
Linda Ellen Anderson
Stewart Real Estate Group
Kristine L. Beason
Prudential CA Realty
Darren D. Brewer
Security Pacific Real Estate
James E. Collins
Connect Realty.com Inc.
Samuel F. Cunningham
Jim Carr Real Estate
Lynnell A. Cuthbertson
Lyon RE Elk Grove
Michelle M. De Bord-Ridge
Atlantic & Pacific R.E. Inc.
Kathie M. Debord
RE/MAX Gold El Dorado Hills
Jesus Esparza
Vista Realty Sacramento
Donita F. Graham
RE/MAX Gold Fair Oaks

Joshua A. Hess
Coldwell Banker-Res R E Srv

Amiroop Singh
Sweet Homes

Jeffery S. Khan
Jeff Khan Pacific Commercial

Dale Jai Jett
Pacific National Lending Inc

Rachel M. Smiley
McMahon Phillips Real Estate

Jack Nolan
Nolan Real Estate

Omar Khamisa
People's Choice Brokers

Amelia C. Smithson
Coldwell Banker-Res R E Srv

Randy S. Omoto
Silicon Valley Capital Funding

Irina Kurudimov
Cook Realty

Monica D. Tarbuskovich
Davis & Davis Associates

John R. Roseberry
John Roseberry

Ianthe A. Lamb
Kraft Real Estate

Brian L. Tracy
Cook Realty

Nathan M. Schuh
Nathan Schuh

Terry M. Lipp
Lyon RE EDH

Phong D Tran
Henry Ung RE Group

Param J. Singh
Param Singh

Doyle D. Marler
ZipRealty Inc.

Gary D. Vanderhoff
Providence Properties & Invstm

Steve E. Woo
CorePlus Realty & Investment

Steven R. Mendiola
Clear Horizon Real Estate

Nina A. Visser
Executive Realty WCA

Jason Xiao
Perspective Real Estate

John B. Merritt
Connect Realty.com Inc.

Monika A. Weyer
Prudential Dunnigan R E

Roy P. Modar
BHG Mason-McDuffie Real Estate

Cynthia D. Woods
Realty Executives Galster Grp

Tinuke Olalere
Amity Real Estate Service

Parissa Yaghmaie
California Regency Realty

Kainoa J. Pistorius
Pinnacle Real Estate Group

Mei Yeung
Keller Williams Rlty Elk Grove

Jordan D. Prewitt
Realty Executives Galster Grp

Michaele M. Grant
Keller Williams Rlty Elk Grove

Tiffany M. Quinn
Neighborhood Real Estate Ser

Sonia Hanoum
SkyWest Real Estate

Jamie L. Rich
Dunnigan, REALTORS®

Siale P. Havili
PV Realty

Stephen L. Riggs
Lyon RE Sierra Oaks

Steven P. Henderson
Lochan Real Estate

Michele M. Salach
Henry Ung RE Group

New Affiliate Members
Azur Crnogorcevic
CRG Group Inc.
Sakib Crnogorcevic
CRG Group Inc.
Eric Engstrom
Wells Fargo Home Mortgage

New Broker Associates

Richard M. Fairall
Fairest of All Carpet Cleaning

David T. Cook Jr
David T. Cook, Broker

Gary R. Prudler
California Capital Mortgage Co

Michael R. DeBord
Michael DeBord Broker

Jason Rapeiye
CRG Group Inc.

Kenneth R. Hubert
All About Realty, Inc.

John Shank
Clear

The Year begins with seasonal norms, home values remain
affordable
After the holiday lull, the Sacramento
market is returning to normal activity, showing an uptick in pending sales
– making way for increased closed
escrows next month. Pending sales this
month totaled 1,333, 15.5% more than
the 1,154 pending sales in December.
Despite the positive trend in pending
sales, closed escrows decreased month
to month from 1,504 to 1,239 units
(17.6%). Making up these sales were 579
REOs (46.7%), 320 short sales (25.8%)
and 340 conventional sales (27.4%).
These numbers have changed month
to month with REOs up by 7.1%, short
sales up by 14.1% and conventional

sales down by 18.9%.
The median home sales price
decreased 5% from $179,000 to
$170,000. Compared with the same
month last year ($170,000), the number
is unchanged. The $200,000 - $249,999
price range mode still accounts for a
majority (15.5% or 192 units) of the
1,239 total sales this month, while
homes under $100,000 totaled 201
(16.2%) units. Conventional financing
continued as the primary source of all
home and condo sales (472, 35%) with
cash (422, 31.3%) and FHA financing
(338, 25%) making up the two other

large categories. The median amount of
days spent on the market (from list date
to opening escrow) was 47 – the same
amount of days on market as December.
The Total Listing Inventory has recently been split up to more accurately display the current market. Active Listings
numbered 5,004 properties and Active
Short Sales Contingent showed 1,333.
Active Short Sale Contingent properties
are short sale properties on which initial offers have been made and are not
entirely “active.” After breaking down
Total Listing Inventory, we find that
the Housing Market Supply figure is

more accurately reflected. The Housing
Market Supply figure for January was 4
Months – up 17.6% from the 3.4 Months
Inventory of December. This figure represents the amount of time – in months
– it would take to deplete the Active
Listing Inventory (5,004) given the current number of closed escrows (1,333).
According to MetroList® MLS data, the
average home was 1,732 square feet. Of
the 1,239 sales this month, 110 (8.8%)
had 2 bedrooms or fewer, 671 (54.1%)
had 3 bedrooms, 375 (30.2%) were 4
bedroom properties and 83 properties
(6.6%) had 5+ bedrooms.
continued on page 15

Finance your home with a
lender you can trust.
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FIRST NORTHERN BANK
Dan Zimmerman
Real Estate Mortgage Loan Representative

FOLSOM REAL ESTATE MORTGAGE LOAN OFFICE
2360 E. Bidwell Street, Suite 100
   s    CELL
DZIMMERMAN THATSMYBANKCOM

www.thatsmybank.com

Apply Online Anytime!
Sign up for our automated Rate Watch Service.
Anytime LOANS
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www.thatsmybank.com/dzimmerman
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L E G A L U P D AT E
DAVE TANNER

New Case Law Redefines Broker Liability in Short Sales

In October 2010, the California Court
of Appeals issued its ruling in the case
of Holmes vs. Summer regarding the
obligation of brokers to buyers in
short sale transactions. In this case,
the buyer of the short sale property
sold their house in order to complete
the purchase. Unfortunately, the purchase transaction was a short sale
that did not close, leaving the prospective purchaser without a home.

The Year begins with
seasonal norms, home
values remain affordable
continued from page 14

by Dave Tanner, Real Estate Broker/Attorney, Hanson Law Firm
The Court made a couple of what
can be best described as interesting
findings. First, the Court found that
the listing broker had a duty to tell the
buyer that the transaction was a short
sale and might not be approved or
able to close. Note that the Court said
the LISTING BROKER owed this duty to
the BUYER. It also held that the LISTING
BROKER needed to make this disclosure to the BUYER before they entered
into the contract. The Court also stated
that the LISTING BROKER should have
known that the BUYER was going to
sell their house as that is what most
buyers do, according to the Court.

It is relatively simple to comply with
the requirements of the Court, but it
will require a little care and ingenuity on the part of the listing broker.
When an offer is received on a short
sale, the listing broker should always
prepare a counteroffer to the buyer.
In that counteroffer, the buyer should
be placed on notice that the sale is a
short sale and that a document advising him/her of the specific problems
of closing a short sale is attached to
the counteroffer. CAR form Short Sale
Information and Advisory, SSIA, could
be used for this purpose.

By following these procedures, the
listing broker should be able to comply with the Court’s requirements and
eliminate the increased risk to brokers
created by this case.
If you have any questions on this
article or any other aspect of real
estate law please contact me, Dave
Tanner, Hanson Law Firm at 916-4479181 or log on to our website at www.
HansonLawFirm.com.

Earn up to 5% Commission

Condominium Resale Market
Sacramento condominium sales
decreased for the month to 111 units.
This figure is down 11.9% from the 126
units sold in December and up 30.6%
from the 85 units sold last year. REO
property sales accounted for 56.8% of
all units sold while short sales (22.5%)
and conventional sales (20.7%) accounted for the remainder. REO condo sales
increased 3.6% this month while short
sales and conventional sales decreased,
2.1% and 6.7%, respectively. The condominium median sales price remains
unchanged month-to-month at $80,000.
This current price is down 5.9% from
the $85,000 median sales price of
January 2010. The total listing inventory
decreased (8.1%) month-to-month from
724 listings to 665 listings. Of these 665
listings, 165 (24.8%) were listed as Active
Short Sale Contingent, leaving the actual
Active Listing Inventory at 500 units.

SAR to host multichamber mixer in
March
Following their mission to “promote and celebrate diversity,” the SAR
Equal Opportunity/Cultural Diversity
Committee is orchestrating a huge,
multi-chamber mixer to drive a diverse
group of business professionals to the
SAR Mack Powell Auditorium for an evening of food, fun and networking. The
mixer will be held on Thursday, March
24th from 5:30 – 7:30pm and will welcome members from many local chambers including, but not limited to, the
Asian/Pacific Islander, Black, Hispanic,
Indus Valley and Rainbow Chambers.
Where else would you be able to network with such a diverse group of business professionals all under one familiar
roof? This is just one of the many benefits of your SAR Membership – take
advantage of it.
All attendees will pay $10 at the door.
Please “Save The Date” in your calendars – this will be one event you’ll regret
missing! Keep an eye out for more information in you SAR emails.
MARCH 2011
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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 our Calabria community in 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.

How’s that for rewarding?
The Broker Loyalty Program extended through April 30.

888-KB-HOMES

kbhome.com

Broker Cooperation Welcome. ©2011 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 2/1/11 and 4/30/11 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’ lowestpriced 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-92511
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916.730.2499

Chris Opfer

Chad Focht

916.709.3257

916.798.1234

916.416.6453

NMLS# 256126
Loan Officer - Elk Grove

Amanda Rawls

916.730.8282

NMLS# 247866
Loan Officer

David Whiteside

916.223.2338

Anoosh Andy Hazegazam
NMLS# 249444
Loan Officer

916.929.8129

NMLS# 239965
Loan Officer

Laurie Adams

We have over 107 Years of combined
lending experience
Licensed by the Department of Corporations under the
California Residential Lending Act NMLS# 1141

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

916.929.2333

FHA, FHA 203K, VA, USDA 100% Financing, CalSTRS, CalHFA, CONVENTIONAL and JUMBOS

NMLS# 256253
Loan Officer - Elk Grove

NMLS# 247260
Loan Officer - Elk Grove

NMLS# 246794
Loan Officer

530.902.3725

NMLS# 244146
Branch Manager

Beth Gewerth

David Heard

PRSRT STD
US POSTAGE
PAID
Permit No. 538
Sacramento, CA

916.240.3400

NMLS# 310117
Loan Officer

Bill Marr

916.207.6332

NMLS# 246802
Loan Officer

Ray Gin

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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Cathie Eason and Bill McKnight

Jennifer Miller and Greg Boudreau

Dave Bender of CBS 13 News was our Master of
Ceremonies keeping things exciting as attendees

The 2nd annual CanTree Crab Fest was a smashing success, packing the Folsom Community Center
packed with 450 people.

Big Winner Paula Swayne is congratulated by Dave
Bender

Kelly Vogt, Clay Sigg and Sandi Sigg

continued on page 1

dined on delicious crab, pasta, bread and salad. Our
CanTree Committee arranged for additional volunteer help from AmeriCorps, Salvation Army, and Casa
Robles High School, as well as Members of the SAR
YPC Committee and other Sacramento Association of

Under the Blue Moon –
2nd Annual Can Tree Crab Fest
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