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SAR Masters Club Looks Toward a “Giant” Year
A sell-out crowd seemed to agree,
“Together we are giants!” as they
applauded 2012 Masters’ Club officers
and Members at the annual awards luncheon in March.
Baseball fan Erin Attardi, Dunnigan,
REALTORS®, was installed as President.
Other 2012 officers are Steve Galster,
Weichert, REALTORS®-Galster Group,
President-elect; Luis Sumpter, BHG
Mason-McDuffie RE, Secretary/Treasurer;
and Ted Russert, Lyon Real Estate,
Immediate Past President.
Doug Covill, immediate past president of SAR and a past president of
the Masters Club, installed the officers
and members of the steering committee: Andrew Avalos, RE/MAX Gold;
Judy Black, Coldwell Banker; Robyn
DeLong, Coldwell Banker; Joan Dunn,
BHG Mason-McDuffie RE; Kelli Foley,
Trillium Real Estate; Susan Harrold, Lyon
Real Estate; Meg Heede, RE/MAX Gold;
Lori Logan, Keller Williams Realty; Patti
Martinez, Lyon Real Estate; George
Mijares, GM Realty; David Sirsi, Connect
Realty; Dianne Slutsky, Sellstate Realty
First; Steve Streng, Streng Realty; Kellie
Swayne, Dunnigan, REALTORS® ; Marc
Traverse, Coldwell Banker; Linda Wood,
Dunnigan, REALTORS®.

Outgoing Masters Club President, Ted Russert, Lyon Real Estate, is
honored for his tenure and leadership

Newly installed President, Erin Attardi (left) congratulates Ann Worthington with Dunnigan, REALTORS® who
has met the production goals required for Masters Club
Membership for each of the past 25 years.

2012 Masters Club Steering Committee

The sponsors of the luncheon were: Big
Valley Mortgage, Vitek Mortgage Group,
Placer Insurance Agency, First American
Home Buyers Protection Corporation
and Twin Termite Pest Control and
Construction.
Each year, Masters Club Members must
achieve a level of excellence – in both
dollar volume and number of closed
transactions – to maintain Membership.
Masters Club REALTOR® education programs, networking opportunities, and
community service enhance the competency, professionalism and productivity
of its Members. To qualify, a REALTOR®
must have eight transaction ends and $3
million in production, or 25 closed ends.

Left to right are Mike Lippi, Patrick Lieuw and Jon Nastro.

Left to right are Jay Emerson, Virginia Eget, Elizabeth Velasco, Aileen De Leon and Tarra McCurdy.

Steve Galster, Erin Attardi, Luis Sumpter, Dianne Slutsky, Ted
Russert, Judy Black, Patti Martinez, Joan Dunn, Linda Wood,
Lori Logan, David Sirsi, Susan Harrold, Kelli Foley, George
Mijares, Meg Heede, Andrew Avalos, Kellie Swayne, Robyn
DeLong

2012 President
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April 2012 Marks 44th Anniversary of
Landmark 1968 Fair Housing Act
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2012 SAR Board of Directors
Patrick Lieuw
Chris Little
President
President-Elect
Paula Swayne
Doug Covill
Secretary/Treasurer
Immediate Past President
Barbara Harsch
Past President

Directors
Erin Attardi
Greg Bisi
Kevin Cooper
Judy Covington
Kathy Fox
Ron Greenwood
Michelle Lehman

Rob McQuade
Deniece Ross-Francom
Kellie Swayne
Marty Swingle
Dave Tanner
Mary Willett
Linda Wood

The mission of the Sacramento Association
of REALTORS® is to enhance the ability of its
Members to practice their profession ethically
and effectively, to serve the community and to
protect private property rights.

Here to Serve You
SAR Staff

Feel free to call us direct.
Nelson Janes – 437.1201
Chief Executive Officer
Daniel Allen – 437.1225
Manager of Information Technology
Caylyn Brown – 437.1227
Government Affairs Director
Luis Calderon - 437-1214
Building Superintendent
Brian DeLisi – 437-1210
Education Coordinator
Janelle Fallan – 437.1208
Director of Public Affairs/Commercial
Devyn Henry – 437.1226
Administrative Project Manager
Deborah Grinnell – 437.1209
Director of Meetings & Events
Pat Lowell – 437.1206
Director of Professional Standards
Chris Ly – 437.1210
Staff Accountant
Liliya Mishchuk – 437.1212
Meetings & Events Coordinator
Vladislav Tsykosh – 437-1229
IT Assistant
Tony Vicari – 437.1205
Public Affairs Project Manager
Judy Wegener – 437.1207
Director of Education/Communications
Greg Wilson – 437.1204
Director of Finance & Operations

Each year REALTORS® recognize the
significance of this event and reconfirm our commitment to upholding fair
housing laws as well as our commitment
to offering equal professional service to
all in their search for real property
Federal, state, and local laws make it
illegal to discriminate in housing based
on a person’s protected class. At the federal level, this means race, color, religion,
sex, national origin, familial status, and
disability. In California, housing discrimination is also illegal based on marital
status, ancestry, sexual orientation and
source of income.
The Regional Human Rights/Fair
Housing Commission (www.hrfh.org)
enforces federal and California fair housing regulations in Sacramento. SAR’s
own Nelson Janes has served as Chair
of the advisory board of the Human
Rights/Fair Housing commission. They
will probably miss him almost as much
as we will at SAR.
A representative of the HR/FH
Commission serves on the SAR Equal
Opportunities Committee. The HR/FH
Commission is also a sponsor of this
year’s Multi-Chamber Mixer, to help
emphasize the importance of fair housing to REALTORS®.
In the Code of Ethics, REALTORS®
promise not to deny “equal professional
services to any person for reasons of
race, color, religion, sex, handicap, familial status, or national origin or sexual
orientation.”

To think about what this means in your
work, take a look at the Fair Housing
Declaration, published by the National
Association of REALTORS®. Do you think
you live up to this? It is something for all
of us to think about.
I agree to:
• Provide equal professional service
without regard to the race, color, religion, sex, handicap, familial status,
national origin or sexual orientation
of any prospective client, customer, or
of the residents of any community.
• Keep informed about fair housing law and
practices, improving my clients' and customers' opportunities and my business.
• Develop advertising that indicates
that everyone is welcome and no one
is excluded; expanding my client's
and customer's opportunities to see,
buy, or lease property.

• Inform my clients and customers
about their rights and responsibilities
under the fair housing laws by providing brochures and other information.
• Document my efforts to provide professional service, which will assist me
in becoming a more responsive and
successful REALTOR®.
• Refuse to tolerate non-compliance.
• Learn about those who are different from
me, and celebrate those differences.
• Take a positive approach to fair housing practices and aspire to follow the
spirit as well as the letter of the law.
• Develop and implement fair housing
practices for my firm to carry out the
spirit of this declaration.
Be sure to come to the Multi-Chamber
Mixer on April 19 where you can learn
more and have fun, meet people and
win prizes while you’re there.

Sac PD Offers Vacant Home Safety
Tips at Public Issues Forum
The Public Issues Forum heard
from Sergeant Eric Walker with the
Sacramento Police Department in
February. Sgt. Walker spoke about the
prison realignment, which is moving
people from state prisons to county jails
in an attempt to reverse prison overcrowding, the State’s budget deficit, and
the issues local jurisdictions are facing.
Attendees also learned about home
safety for vacant properties: use a home
alarm if there is one, keep the lawn maintained, and ask for police volunteers to

drive by the home. If people are in a property, the REALTOR® should call the police,
he said. “You may need to sign a citizen’s
arrest form…If you don’t sign it, you’ve
wasted police time.”
He urged Members to take properties
off Craigslist. He recommended taping
their own business card inside the front
door of a listing so police would know
who to call if they need to. He told
Members never to identify a property as
vacant over the phone or on a sign.
continued on page 3

Celebrating 25 Years of Service

SAR Member Services
MetroList Administrative Center
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

Specializing in:
FHA / VA / Conventional • CalHFA
HomePath • FHA 203K • USDA
Down Payment Assistance Programs

SAR Retail Center

916.852.0000 • 2339 Gold Meadow Way, Suite 225 • Gold River, CA 95670

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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Nelson Janes

CHIEF EXECUTIVE OFFICER

April is Fair Housing Month and each
year we partner with the Regional
Human Rights/Fair Housing Commission
on an event that celebrates diversity
and SAR’s dedication to fair housing
policies for all. I hope that you will join
us on the afternoon of April 19, too.
Ever wonder who handles the aftermath of disturbing headlines about hate
crimes, discrimination, battling neighbors? Those are the kind of stories that

CEO EXCHANGE
SAR and Regional Human Rights/Fair Housing Commission
to Host Multi-Chamber Mixer
we generally avoid. Yet the Commission
interjects itself into numerous unpleasant situations “in order to achieve and
maintain harmony and realize equal
opportunity,” as stated in its Mission
when it formed as a non profit in 1963.
The Commission provides training on
federal and state laws that deal with
discrimination, disability and housing.
Its outreach programs include a tenant-landlord hotline, training for property managers and a Good Neighbor
Hotline. It is also a HUD Certified Housing
Counseling Agency, providing the counseling required of some first time homebuyers prior to their qualifying for a loan.

In 1981, the non profit became a government agency of the City and County
of Sacramento. Since then it has forged
agreements with all of the cities in the
county and with West Sacramento,
establishing satellite offices there and
in Citrus Heights, Rancho Cordova and
Elk Grove.
A court program is also run by the
Commission at the Carol Miller Justice
Center. Attorneys there provide dispute resolution services by conducting
numerous types of mediations including small claims and unlawful detainer
mediations and clinics.

Be sure to stop by Thursday evening,
April 19 to meet Commission representatives and to mingle with SAR
Members and members of multi-cultural Chambers. The more we understand
one another, the more smoothly our
lives and transactions run. I’m sure you
will learn something that evening while
having a good time.

SAR is Recipient of
an Innovation Grant
from NAR
The SAR Commercial Division has
been awarded an Innovation Grant
by NAR for its mentoring program.
Instituted in 2011, the mentor/advice
service is for novice commercial practitioners and those needing assistance
with a difficult or foreign transaction.
The objective is to provide our Members
with a mentor who can offer advice concerning marketing, sales, leasing, acquisitions, business ownership, management,
disposition of real property, or just basic
commercial real estate questions.
The SAR Commercial Division works to
provide the small and independent commercial brokers and practitioners with
resources similar to what can be received
at a traditional, large commercial brokerage and thereby help make them competitive in this challenging marketplace.
With the mentoring program, SAR
hopes to be viewed as an industry leader, providing relevant benefits for our
Members, prospective Members and the
community at large.
Mentoring sessions are private and confidential. They can be in-person at SAR
offices, or over the phone. Scheduling is
handled by Tony Vicari, (916) 437-1205
or tony@sacrealtor.org. Appointments are
available for SAR Members only.

Sac PD Offers Vacant
Home Safety Tips at
Public Issues Forum
continued from page 2
Sgt. Walker also suggested that
Members look themselves up on www.
spokeo.com to see how much of their
own information is public.
Public Issues Forum is the third Friday
of every month at 9:30am and is free
and open to all
SAR
Members.
Public and elected
officials are scheduled to speak on
topics of interest
to REALTORS® and
their clients.
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REAL ESTATE FINANCE FORUM CHAIR

A bout the M arket
Signs of Housing Recovery on the Rise

GREG BISI

materials, paint, lumber, lighting and
flooring as well as gutters, roofing and
vinyl siding.

While experts continue to warn that
housing has not yet hit bottom, a slew
of indicators suggests otherwise. The
latest is a stellar quarterly earnings
report from Home Depot, which is benefitting from hopeful owners sprucing
up for the spring selling season.
Home Depot reported a 32% increase
in net income for the quarter ending
January 29, exceeding Wall Street estimates. Top-performing store categories
included electrical supplies, building

Home Depot saw more shoppers, with
the number of transactions up 3.6%.
Shoppers spent more with the average
total sale up 2.4%. Meanwhile, the number of customers who spent more than
$900 in a visit rose 3% as those who
spent under $50 rose just 1.3%.
Good weather and pent-up demand
for improvements from recession-weary homeowners may help explain the
results. But an unmistakable sense of optimism underlies this activity. Yes, there are
always high hopes for housing at this time
of year. Yet people generally do not make
a big investment in their home unless

they feel they have equity and it is secure.
Among other hopeful signs:

people who buy homes tend to spend
money fixing them up.

• The job market is improving. Last
month, unemployment hit its lowest
level in three years. The unemployment rate has improved five months
in a row.

• New housing starts in January nearly
matched November’s three-year high.

• Homebuilder sentiment in February
climbed to its highest level in nearly
five years.
• Housing stocks are soaring. The
stock market isn’t always right. But it
often predicts developments six to
nine months down the road—and
companies that build houses have
seen share prices increase 60% since
October. Home Depot stock has rallied in similar fashion, in part because

• Sensing a turn, big investors are buying mortgage securities as eagerly as
they once sold them. “There is light
at the end of the tunnel,” Kenneth
J. Taubes, the head of United States
investment for Pioneer Investments,
told The New York Times. “The mortgage crisis is getting behind us, and
things are getting back to some semblance of normality.”
• State and federal authorities have
reached a $26 billion settlement with
big banks that is expected to provide
some mortgage relief and possibly
ease the foreclosure nightmare.
Yes, we’ve seen false bottoms before.
The foreclosure mess, especially, still
hangs over the market. But housing
downturns like this one end at some
point—and most people are surprised
when it happens. Keep an eye on mortgage rates. If they start to move up, it
may push buyers to act before they miss
the lowest rates on record—and then
higher prices would follow.

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.

Contact Greg Bisi at Mountain West
Financial, (916) 923-5900 with comments or questions.

• Know we work hard to help customers stay in their homes in times of financial difficulty.

Finance Your Home Purchase With
Wells Fargo Home Mortgage

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!

Rely on the strength and stability of a well-established lender.

Marketing/
Communications
Committee

• 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
Leo del Cid
Eric Engstrom
Gloria Mirazo Gregor Hiroko Bowlin
Ron Farrell
Steve Fontenot
Gary Hansra
916-548-7904
Branch
Manager
Sales
Manager
916-524-4700
800-406-9999
916-480-2216
916-743-5626
Contact Wells Fargo Home Mortgage today!
916-480-2220
916-955-3911

Michele Kesner
916-202-1495

Karin Kwong
916-834-1915

Ben Ludington
916-365-2209

Jessica Pantages

Malyna Phan

Marv Poyser

Hilary Mendonca
916-216-6717

Adam Us
Schaefer
Count On

COMMIT TEE
SPOTLIGHT

Anthony Nunez
916-849-7772

Gene Oxley
916-601-4899

Nathan Sibbet

Nick Smith

916-397-8967
916-480-2215
916-320-3952
916-780-2132
916-799-1561
916-485-5054
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.

Capitol City Branch
591 Watt Avenue, Suite 120 Sacramento, CA 95864

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

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

All great organizations are successful
because of their ability to stay in tune
with their Members’ needs and provide
them with what they want. It is no surprise that SAR developed a Marketing/
Communications Committee to keep
up on the latest and greatest for our
Members. In addition to brainstorming
ideas for better communications and outreach, the Marketing/Communications
Committee also creates and conducts
surveys to find out how to help the
Membership. With the help of the SAR
staff, this committee is able to survey
random groups of SAR Members and
get their thoughts on what works and
what doesn’t. A recent survey (results
highlighted below) went to over 500
REALTORS® asking their opinion on how
SAR is run, what they like, dislike, need
and don’t need.
Chair: Kellie Swayne; Members: Jamie
Rich, Alan Ercolini, Leon Williams, Michael
D. Williams and Jeffrey Kyle Groves. Staff
Liaisons: Judy Wegner and Janelle Fallan

2012 Membership
Survey Results
A recent survey of SAR Members finds
that “being part of a supportive community” is a strong need among REALTORS®.
The online survey was not conducted
anonymously in order to cross reference
demographic Member characteristics
continued on page 5
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Lyon Real Estate

JAY FEAGLES

Andrew Avalos Leverages Sales Background
as Short Sales Specialist
potential with short sales and took
a lot of training toward earning his
Certified Distressed Property Expert
certification.

“Treat every client like a family
member,” is the principle that guides
successful Andrew Avalos, agent
with Remax Gold, Elk Grove. Andrew
received his real estate license in
January 2009 after working in the
lending field since 2000. Why the
career switch? Andrew saw greater
potential rewards working for himself, and work hard he does. He started with open houses as a lead generating tool and worked with buyers. Early on, he saw great business

Prior to lending, he worked in sales
management for a large company.
It was there that Andrew realized if
he wanted to increase his income,
he needed to work for himself and
produce income based on his own
merits.
Andrew has now branded himself
a short sales specialist with a support team and his own leased office
space. He believes visibility in the
immediate community is a key to his
success, and continues to door knock

and be involved with Rotary, and
his two sons’ school, Merryhill. He is
very active in school activities, field
trips and even finds time to coach
baseball.
Andrew says every October he
reviews his year-end business and
starts a business plan for the next
year. He is constantly looking for
opportunities around him for new
business. “You always have to be
ready for change and willing to adapt
to it,” Andrew believes.
For fun and furthering his community connections, Andrew also
belongs to several wine clubs.

2012 Membership
Survey Results
continued from page 4
and develop a stronger understanding of
the different needs of the various subsets
of the Membership. The survey results
show Members highly value the intangible and difficult-to-quantify benefits
such as advocacy and ethics enforcement. An analysis of the survey results by
staff and the Marketing/Communication
Committee suggests several key areas of
improvement for the Association over the
next twelve months.
Your staff and elected leaders as well as
committee chairs and members will work on:
• Allowing Members to opt-in and/or
opt-out of communications and indicate their individual communication
preferences
• Developing mobile-optimized versions of its various websites and
Members’ only portals
• Establishing an Education strategy
linking the Conference, Main Meeting
and other events to Education goals
• Cautiously offering
Education solution

an

Online

• Endeavoring to welcome Members
into a supportive community.
The Association will work toward a
greater alignment between break-out
session topics and the issues facing the
real estate industry and will invite highly
sought speakers for our various half-, one-,
and multi-day conferences. Also look for
improvements in the Association’s use of
Facebook and Twitter, for example, and
the ability to customize the types of information that is sent to you.
The survey was conducted online
from December 2011 though January
2012. A random sample of 528 Members
was invited to participate with 221
responses (a 42% response rate), resulting in a 6% margin of error. Of respondents: 65% were REALTORS®, 25% were
Designated REALTORS® and 10% were
Broker Associate REALTORS®; 50% were
female, and 50% male; the median age
of respondent was 53 years, and the
median number of years as a Member
of the Association was 7.7 years. The
full survey report is available online via
the Association’s website at http://www/
sacrealtor.org.
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E thics C orner
CODE OF ETHICS ARTICLE 16
REALTORS® shall not engage in any practice or take any action inconsistent with exclusive representation or exclusive brokerage relationship agreements that other
REALTORS® have with clients. (Amended 1/04)
CASE INTERPRETATION: Case #16-10: Continued Contact With Potential Seller Who Enters Into an Exclusive Listing With Another REALTOR ®
Adopted November, 2011.) Reprinted from the Ethics and Arbitration Manual with permission from the National Association of REALTORS®.)

REALTOR® P and Ms. Q had been members of the church choir for several years
and had become social friends. One evening after choir practice Ms. Q mentioned
that now that her children were grown
and out of the family home, she and
her husband were seriously considering
downsizing. “I’m sure I can help you with
that,” said REALTOR® P, “I’m going away for
the weekend but I’ll get in touch with you
early next week.”
The following Monday evening
REALTOR® P called Ms. Q. After exchanging pleasantries, REALTOR® P turned the
conversation toward business. “I’ve identified some comparable sales to show you
and I’d like to come over and visit with you
and your husband to discuss listing your
home,” she said. After a lengthy pause,
Ms. Q shared with REALTOR® P that her
husband had been very anxious to get
started and over the weekend they had
visited several local real estate brokerages
and had listed their home with REALTOR®

B. “I hope you understand,” said Ms. Q,
“my husband makes all of our business
decisions and he was very impressed with
REALTOR® B and his plans for selling our
house.” REALTOR® P responded positively
telling Ms. Q, “I know REALTOR® B. He’ll do
a fine job for you. If there is ever anything I
can do for you in the future, never hesitate
to call me.” On that note, REALTOR® P and
Ms. Q ended their conversation.
The next afternoon REALTOR® B was at
the Q’s home placing his “For Sale” sign on
their front lawn. Ms. Q invited REALTOR®
B into the house for coffee. During their
conversation, she mentioned her conversation the evening before with REALTOR®
P, commenting, “I was so relieved that
REALTOR® P wasn’t upset that I didn’t list
with her. She was very gracious and even
suggested that I should call her if she
could be of assistance to us in the future.”
REALTOR® B said nothing about Ms. Q’s
remark, but after returning to his office,
filled out the paperwork necessary to file

an ethics complaint against REALTOR® P,
charging her with violating Article 16, as
interpreted by Standard of Practice 16-13.
At the hearing convened to consider
the complaint, REALTOR® B testified that
REALTOR® P had directly contacted his
exclusive client, Ms. Q, and after Ms. Q had
shared with REALTOR® P the fact that the
Q’s home had been listed by REALTOR®
B, had not immediately terminated their
telephone conversation. “Even worse,”
said REALTOR® B, “REALTOR® P told Ms. Q
that she should call her if there was ever
anything she could do for her. REALTOR®
P’s offer to be of assistance ‘at any time
in the future’ was simply a thinly-veiled
attempt to convince the Q’s to cancel their
listing with me and to list with her.

REALTOR® P, testifying in her defense,
noted that she did not know the Q’s
property had been listed by REALTOR® B
when she called Ms. Q; that when Ms. Q
informed her they had listed their property with REALTOR® B she had responded
courteously, professionally, and positively,
assuring Ms. Q that REALTOR® B would
do a good job for the Qs; and that her
offer was simply to be of assistance in
future real estate transactions, possibly
the purchase of a new home or condominium. “Once I learned that REALTOR B®
had listed the Q’s property, I ended our
telephone conversation as quickly and as
politely as I could,” concluded REALTOR®
P, “I certainly was not trying to interfere
in REALTOR® B’s exclusive contract with
the Qs.”

After giving careful consideration to the testimony of both parties, the Hearing
Panel concluded that REALTOR® P had not violated Article 16 as interpreted by
Standard of Practice 16-13, and that her offer to be of assistance in the future was
simply a polite way to end the conversation.

CEO Nelson Janes Leaving SAR to Lead the Greater Las Vegas AOR
After a full decade of leadership with the Sacramento Association of REALTORS®, Nelson Janes has accepted employment as the CEO with the Greater Las Vegas Association
of REALTORS®. Janes was CEO with the Greater Albuquerque Board of REALTORS® and the Philadelphia Board of REALTORS® before coming to the Sacramento Association of
REALTORS® in 2002. In the past ten years, under Janes’ leadership, SAR has grown from 3,613 total Members in 2002 to nearly 5,900 Members today. It is safe to say that he has
had a lasting impact on the community at large as well as the local real estate industry.
A heartfelt congratulations to Nelson Janes, our hardworking CEO, in his move
to the Greater Las Vegas Association of REALTORS®. SAR has prospered under his
direction for the past ten years, becoming the best in California. We all wish him
the best and hope he enjoys the Southwest. He will be deeply missed.
– Patrick Lieuw, 2012 President
In the five or so years that I have been an active volunteer at SAR, I have so much
appreciated Nelson's leadership. He has created and fostered an environment
where our elected leadership and other volunteer committee members can thrive.

Nelson arrived at SAR a week after my husband had passed away. I was SAR
Treasurer at the time. His handling of the situation was very much appreciated.
Watching him working the rooms at CAR and NAR was very enlightening. He made
sure he met everyone he could and, of course, he already knew a lot of people there.
His professionalism is outstanding. He did an outstanding job for us here both with
the Association and by his reaching out and meeting people in the community. He
will be greatly missed.
– Nancy Arndorfer, 2004 President

– Erin Attardi, 2012 Masters Club President
I cannot begin to express how fortunate I feel to have had Nelson as the AE
during my year as President, as well as all of my years served on the Executive
Committee. He was always available to discuss problems, concerns, or to just
brainstorm ideas, and his guidance was critical to me during my year as President.
In addition, he assembled a staff second to none in the State of California, and
probably the country. That is a clear testament to his great leadership and ability
to run a very successful association. He also became my friend and we shared a lot
of stories and laughs. That is what I will miss the most. I will always remember him
and be grateful that he was a very special part of my life. Good luck to you Nelson,
but we will miss you very much.
– Leigh Rutledge, 2006 President

Chuck Meng
Sales Manager
916-730-7919
cmeng@metlife.com

Nelson Janes (center), shown here with Caylyn Brown (left) and Eric Rasmusson (right) will
remain with SAR as its CEO through the end of April.

Lucinda Aguilar
Mortgage Consultant
916-955-8972
laguilar@metlife.com
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G O V E R N M E N T W AT C H
State Legislation: The Good, the Bad, and the Ugly
We are now in the second year of
the two-year legislative cycle and as
always there are numerous interesting policy discussions surrounding the
State’s budget, a ballot initiative to raise
more revenue to help balance the budget, and who should pay the majority
of this proposed new revenue. Many
other policy discussions are occurring
that don’t appear in the newspaper, yet
would have a big impact on real estate.
Last month this column highlighted
the City of Sacramento’s recently passed
climate action plan, and the extended
contentious negotiations to keep point
of sale out of this plan. Other local
jurisdictions throughout California have
not been so lucky, and have had point
of sale ordinances on their books for
years. Existing law prohibits required
energy efficiency retrofits from unreasonably or unnecessarily affecting the
home purchase process. What this actually means is left to interpretation, so we
are still fighting point of sale proposals
on the state and local level every year.
As REALTORS® who help clients through
the buying and selling process, you
understand how point of sale would
unreasonably affect the home purchase
process, even canceling transactions.
But, for people who write legislation for
a living, requiring a home energy rating
or a low flow toilet be installed before
a home can close escrow may sound

APRIL 2012

like a simple thing. For these reasons
the California Association of REALTORS®
has introduced Assembly Bill 1711
(Galgiani), which if passed will define
“unreasonable and unnecessary effects”
to include any additional upfront costs,
time delays, or retrofits where the cost
of implementation cannot be recovered
over the life of the retrofit. If passed, the
bill would essentially make point of sale
illegal. This bill could cause a contentious battle in the Legislature, but if
passed would be a big win for private
property rights in California. Everyone
wants to be green, but families’ budgets
are limited particularly in this economy.
And along with the helpful legislation
REALTORS® try to pass, there are always
the bad bills we must defeat as well.
This year is no exception. A bill currently
in the Senate would enact the Housing
Opportunity and Market Stabilization
(HOMeS) Act of 2012. It would require
a flat $75 per document recording fee
on every real estate related document
recorded. With at least three documents
in most transactions, this would increase
the cost of every real estate transfer by
at least $225. This proposal is a result of
the depletion of current housing bond
funds, and recognition of their undependability and expense. The affordable
housing community has been working
on establishing a permanent funding
source for affordable housing. C.A.R.

opposes this bill because it adds an
additional financial burden to all home
sales and places the entire responsibility
for funding California’s affordable housing and shelter needs on those who
sell, purchase, or transfer real property,
rather than on society as a whole.
For some time, analysts who watch
the State budget have suggested the
State should lower the sales tax rate and
expand it to include services, to increase
revenue for the State. A bill introduced
in the Assembly would do just that. The
current state sales tax is 6.25%, plus
any local additions on the sale of tangible personal property. Assembly Bill
1963 proposes to, among other things,
lower the existing sales tax to 4% and
extend that to all services except: necessary medical services, education,
automotive repair, tax preparation and
filing, licensed legal services, and services related to agriculture or livestock.
There are numerous elements in a real
estate transaction which would be considered services: title and escrow, pest
inspections, home inspections and use
of a REALTOR®. This would dramatically
increase the cost of buying a home for
consumers. C.A.R. is seeking to amend
this bill to exempt services related to
real estate from this measure. Shelter
and housing are just as much of an
essential service as medical care and
timely filing of one’s taxes.

While these are not the only bills that
C.A.R. is sponsoring, or opposing by any
means, they are the most notable. The legislative process has just begun, so it is certain they will all face many amendments in
committee and on the floor. Stay tuned for
more information on all of these,
and other measures.
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S A R E ducational offerings
DATE

TIME

CLASS

COST

TOPIC

April 13

9:00am - 1:00pm

Avoiding the Pitfalls
of the RPA

$15

A session within the RETI series

April 17

9:00 – 11:00am

Marketing to Investors $35
& 1031 Exchanges

April 18

April 20

April 24

April 24

April 25

11:30am - 1:00pm

9:00am - 1:00pm

12noon – 1:30pm

2:00 – 4:00pm

9:00am – 12noon

New Developments
and Guidance for
Key Deal-Making
Documentation

$10

Listing Agreements
and Disclosures

$15

Lunch & Learn –
Country Property &
Land Issues

$10

Social Media
Management and
Marketing

$29

Short Sale Seminar

$10

INSTRUCTOR

Deniece Ross• Courses are designed for new or returning agents • 15 great educational sessions • Taught by sea- Francom
soned SAR Members • Only $99 for the series if you pay by March 15; $110 after
Topics include:

Bill Angove

• 1031 Exchange Strategies  • Reverse Exchanges  • The Exchange Equation • Marketing to investors
using 1031
Topics include:
•"Free look"  • "As is" provisions • Non-refundable deposits • Liquidated damages • Time is of the
essence • Duties to disclose • Fatal flaws in documentation
A session within the RETI series

Dave Tanner

• Courses are designed for new or returning agents • 15 great educational sessions • Taught by seasoned SAR Members • Only $99 for the series if you pay by March 15; $110 after
Topics include:

Gil Albiani

• Country Homes - septic, pumps, prescriptive easements, lot splits, fences, environmental issues
• Land Sales - zoning, value, land divisions, use environmental issues, rezones, General Plan
amendments, Swainson’s Hawks, Wetlands etc.
Topics Include:

Sue Gibson

• Creating your own custom Facebook Business Page • Growing your Facebook Fan Base – fast
• Getting others to post and manage your Facebook page • Posting once and linking to all your
Social Media sites • Finding blogging material • Creating your own Facebook ad • Getting business
using Facebook ads • Getting your social media marketing done for you
Topics include:

Bob McManus

• Know how and what is negotiable now • Use techniques and guidelines to get your Short Sales
approved • Approach your homeowners with the right information • Know what the banks are
looking for from you • Have the bank send you referrals • Identify the right Short Sales to pursue
April 27

April 30

9:00am - 1:00pm

9:00am - 4:30pm

Structural Pest
Control, Life of an
Escrow

$15

Hands-On Tech Class

$99

A session within the RETI series

David Lovenvirth

• Courses are designed for new or returning agents • 15 great educational sessions • Taught by sea- Ted Evangel
soned SAR Members • Only $99 for the series if you pay by March 15; $110 after
Topics include:

Jeffrey Raskin

• Setting your computer up as an office • Receiving and sending faxes online • Utilizing a Portable
Document Format (PDF) writer program • Using a tablet computer, writing and getting signatures
directly onto your computer • Using the internet effectively (wi-fi, broadband, home, other...)
• Cleaning and backing up your computer • Using tech gadgets in your career • Using zipForm® 6
Effectively
All classes listed above are held at SAR's Mack Powell Auditorium. To register online, visit ims.sacrealtor.org.
Cancellation policy; if you can not attend a seminar for which you have registered, you may send a substitute/
Questions - contact Brian DeLisi or call 916.437.1210. (Please contact us for non-Member pricing.) Prices You will receive a full refund when cancelling 24 hours in advance. If you cancel less than 24 hours in advance, your
listed reflect early-bird fees.
registration fee will be forfeited
All prices listed are based on SAR’s early bird fee.

We do.

Providing lending solutions for all kinds of borrowers ... it’s what
we do. Solutions for unique property issues ... we do that.

Solutions for borrowers that don’t fit the mold ... we do that too! Because we are a local
portfolio lender, we can create solutions for most situations. What can we do for you?

Portfolio solutions for:
* construction
* acreage
* self-employed
* zoning issues

www.fivestarbank.com
8
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* permit issues
* condos, lofts, mixed-use
* ag loans
Loa
e
Hom

n

Julie Yarbrough
VP, Mortgage Division
o. 916-640-1504
m. 916-508-5626
jyarbrough@fivestarbank.com
NMLS 288648
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M AY C alendar of E vents
Monday

Tuesday

Wednesday

30

1
Main Meeting (A)
9:00 – 10:30am
Community Outreach Committee (B)
10:30 – 11:30am

WCR Luncheon (A)
11:00am – 2:00pm

MetroList Training –Prospector 7
Course 1 (T)
9:00am – 12noon
WCR Meeting (B)
1:00 – 2:00pm
MetroList Training – Prospector
Course 2 (T)
1:00 – 4:00pm

New Member Orientation (B) 21
12:30 – 12:30pm
MetroList Training
Prospector Course 1 (T)
9:00am – 12noon
MetroList Training
Prospector Course 2 (T)
1:00 – 4:00pm

10

Regional Meetings*
(A) 8:30 – 9:30am

11

Realtists (A)
9:00 – 11:00am
Equal Opportunity/Cultural
Diversity Committee Meeting (B)
11:30am – 1:00pm

16
The National Association of
Residential Property Managers
(NARPM) (A)
10:00am – 2:30pm

Executive Committee (P)
11:00am – 1:00pm

Young Professionals Council Forum (A)
9:00 – 10:00am
Young Professionals Council Committee
Meeting (B)
10:00 – 11:00am
WCR Luncheon (A)
11:00am – 2:00pm

23

18

Office Closed – Staff Development

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

Industry Update (A)
9:30 – 10:30am

31

RE/MAX Gold Yearly Legal Update
Event (A)

9:00am – 1:00pm

(A) Mack Powell Auditorium

25

24

30

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

(B) Board Room, 2nd Floor

Public Issues Forum (B)
9:30 – 10:30am
Asian Real Estate Association
of America (AREAA) (A)
11:30am – 3:00pm

NorCal Real Estate Expo –
Sacramento Convention
Center

Calendar
Information

Meetings subject to
change.

Budget Committee (B)
1:00 – 2:00pm

17

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

29

Office Closed
Staff Development
7:30 – 8:30am

CanTree Committee (B)
10:30 – 11:30am

9

22

28
SAR Closed for Holiday

RE Finance Forum (A)
9:00 – 10:30am

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

15

Regional Meetings*
(A) 8:30 – 9:30am

4

3

Regional Meetings* (A)
8:30 – 9:30am
National Association of Hispanic
Real Estate Professionals (A)
11:30am – 3:30pm

Regional Meetings* (A)
8:30 – 9:30am
Scholarship Fundraising Committee (B)
1:00 – 2:00pm
NorCal Real Estate Expo Committee (B)
2:30 – 4:30pm

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

2

8

14

Friday

Thursday

Board of Directors (B)
9:00 – 11:00am

1:00 – 2:00pm

Fast turn times for quicker commissions
in your pocket.
•
•
•
•

Closing home loans in as little as 15 days
Direct lender with in-house banking operation
Constant communication with loan updates
Oﬀering a variety of loan products including FHA,
Conventional, Jumbo and High Balance Loans
• FHA, 203K, VA, CalSTRS, Reverse, Conventional, Jumbo,
and Down Payment Assistance Programs

For quicker closing and commissions
call TODAY!
Linda Lee Pera
NMLS# 450246

916.218.7098
lpera@paramountequity.com

8781 Sierra College Boulevard I Roseville, CA 95661
Intended for real estate professionals and not a solicitation to the general public.
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Licensed by the Department of Corporations under the
California Residential Mortgage Lending Act - NMLS# 30336
Sacramento REALTOR®
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Median Price Up Slightly in February, Sales Follow
The median home sales price
increased in February to $163,000, a
1.9% increase from the $160,000 median sales price of January. The $200,000
- $249,999 price range still accounts
for the majority of the 1,394 total sales
this month (14.2% or 198 units), while
homes under $100,000 totaled 272
(19.5%) units. Closed escrows from conventional financing (487 units or 32.1%
of all sales) decreased 3%, cash buyers
increased 4% (512 units or 33.7%) and
FHA financing decreased 1.1% (404 or
26.6%). These numbers include the 128
condo sales this month. The average
amount of days spent on the market
(from list date to opening escrow) 69
days; the median DOM remained at 44.

escrows were up 16.1% from the 1,201
units sold February 2011. Making up
the closed escrows this month were 471
REOs (33.8%), 445 short sales (31.9%)
and 478 conventional sales (34.3%).
The Total Listing Inventory has been
split to more accurately reflect the current market. Active Listings numbered
2,194 properties, with 702 Active Short
Sales making up 31.9% of that number.
Active Short Sales Contingent properties totaled 2,447. Active Short Sale
Contingent properties are those short
sale properties on which initial offers
have been made and are not therefore
entirely “active.” Breaking down Total
Listing Inventory results in a more accurate Housing Market Supply figure. The
Housing Market Supply figure (inventory) for February was 1.6 months – a
20% decrease from January. This figure

Sales increased for the month to 1,394
units sold, up 8.1% from the 1,289 closed
escrows in January. Year-to-year closed

represents the number of months it
would take to deplete the Active Listing
Inventory (2,194), given the current
number of closed escrows (1,394). This
figure is down from the 4 months of
inventory that was available in February
2011. These low inventory levels are
resulting in more offers on individual
properties as well as properties selling
faster as buyers are making the decision
to buy rather than rent.

units. This figure is up 3.2% from the 124
units sold in January and down 2.3%
from the 131 units sold in February 2011.
REO property sales accounted for 35.2%
(45) of all units sold while short sales
(31.3% or 40) and conventional sales
(33.6% or 43) accounted for the remainder. The percentage of REO condo sales
decreased 24.7%, short sales increased
25.2% and conventional sales increased
19.1%. The condominium median sales
price decreased 8.9% month-to-month,
from $76,000 to $69,250. This current
price is down 12.3% from the $79,000
median sales price of February 2011. Of
the 407 units in the Listing Inventory,
189 (46.4%) were listed as Active Short
Sale Contingent, leaving the actual
Active Listing Inventory at 218 units. Of
these 218 units, 82 were listed as Active
Short Sales.

According to MetroList® MLS data,
the average home sold this month was
1,694 square feet. Of the 1,394 sales this
month, 135 (9.6%) had 2 bedrooms or
fewer, 762 (54.6%) had 3 bedrooms, 395
(28.3%) were 4 bedroom properties and
98 properties (7%) had 5+ bedrooms.
Condominium Resale Market
Sacramento condominium sales
increased slightly for the month to 128

Turn their dream home into a real address.
As your mortgage partner, we’ll consistently deliver on-time closings, choices of solutions and guidance
from our expert loan officers, so you can help your clients go from home seekers to homeowners.
Specializing in: FHA & 203K, VA, HomePath®, Conventional and Jumbo

Jill Hinkey

Mike Frank

Senior Mortgage Planner
Mobile

(916) 835-1317

Erika Pilimai

Senior Mortgage Planner
Office

(916) 746-8404

Roland Benson

Sales Manager

Office

(916) 746-8414

Brad Bauer
Mortgage Planner

Mobile

Sales Manager

(916) 715-7170

Mobile

Michael Johnson
Mortgage Planner

Mobile

(916) 217-0222

(916) 768-1578

Nicole Nelson
Mortgage Planner

Office

(916) 746-8414

imortgage 3013 Douglas Blvd., Suite 205 Roseville, CA 95661. Licensed by the California Department of Corporations CRMLA 4130969. Rate, terms and loan program availability are subject to change without notice. Consumer is subject to specific program
qualifications. This is not an advertisement to extend consumer credit as defined by section 226.2 of Regulation Z. Applicant must meet certain eligibility criteria to qualify for programs. Jill Hinkey NMLS 259878, Mike Frank NMLS 328707, Roland Benson NMLS
353144, Erika Pilimai NMLS 262430, Brad Bauer NMLS 323859, Michael Johnson NMLS 259850, Nicole Nelson NMLS 205863. All rights reserved 04/2012. imortgage NMLS ID 3096.
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DOUBLE PACKAGE DEAL

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

YOUR HOME AND TERMITE INSPECTION
COMPLETED WITH ONE PHONE CALL!!!
TERMITE INSPECTION

$95.00

HOME INSPECTION
STARTING AT

$349.00

PACKAGED DEALS
STARTING AT

$415.00
save $29.00

ORDER TODAY AT:

344-TWIN (8946)

Call Foley Publications

or

info@twintermite.com

800.628.6983

www.twintermite.com

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

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

Management Class 2nd Tuesday each month at 5pm • 1401 El Camino Ave., Ste. 200 • Sacramento, CA 95815
CALL 916-548-7712 TO RSVP

®!
REALTreOsiRduSal income!
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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.
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www.mmproperties.com
Sacramento REALTOR®

11

C ommunity O utreach C ommittee
Rebuilding Together
By Kelean Barragan, REALTOR®, Community Outreach Committee Member
A safe, healthy and efficient home
sounds pretty simple. But for many,
maintaining a home has become difficult. The expense of replacing drafty
windows, an old water heater or a leaky
roof can be overwhelming. A home can
deteriorate and become uninhabitable,
displacing the homeowner and affecting the neighborhood values.
Rebuilding Together Sacramento has
been helping homeowners in our area
since 1991. Throughout the year, they
help homeowners in need by installing
grab bars and wheelchair ramps to make
homes safer for senior citizens or the disabled. Every Spring since 2001, and every
Fall since 2005, the focus is on Rebuilding
Day. Working with sponsors like the
Sacramento Association of REALTORS®,
other volunteers and donations, they
rebuild homes and change lives.
About a dozen homes in a neighborhood in need are chosen for a one-day
“makeover”. Early in the morning, volunteer contractors, carpenters, electricians,

plumbers and dozens of general helpers
arrive and swarm the home. By 7:00 a.m.
the yard and house are covered with busy
workers doing a variety of tasks. During
the course of the day, the home is transformed! Old windows may be removed
and replaced with new efficient ones; the
exterior of the house repaired and painted;
the roof repaired or replaced; old appliances replaced with energy efficient ones,
and the yard cleaned up and refreshed – all
before the sun sets. The process is amazing. An added benefit is that the transformation inspires neighbors to get out and
improve their own yards and homes. The
homeowners are proud of their homes and
grateful for the help.

At the April 2011 Rebuild Day, SAR volunteers turned out in force. From left to right are Greg
Boudreau, Jennifer Odama, Chris Little, Doug Covill, Kelean Barragan and Ian Barragan.

This spring’s Rebuilding Day is April
28th. Ten to 15 homes in Oak Park
will be transformed in one day. SAR
will be sponsoring a home. However,
Rebuilding Together is always looking
for sponsors if your office would like
to take on a home. Or, you can help by
joining SAR at our sponsored home,

donating materials, lunch, office supplies, or talking to those you know in
construction fields about the need for
their talents. Everyone deserves a safe,
healthy efficient home. Information can
be found at: www.rebuildingtogethersacramento.org/get-involved. To join
the SAR crew, start by emailing Tony
Vicari at SAR at tony@sacrealtor.org.

ENERGY EXPERTS

St John’s Shelter
for Women and
Children
By Robyn Delong, REALTOR® and Member,
Community Outreach Committee
St. John's Program for Women and
Children is one of the many charities
that benefit from the generosity of SAR.
St. John’s Shelter was established in
1985 by St. John’s Lutheran Church to
provide emergency shelter for homeless women with children. From humble beginnings, St. John’s has grown
because the program works. Since 1985,
the program has provided a safe and
supportive haven to more than 25,000
homeless women and children.
In 2004, St. John’s moved to a larger
facility and is now able to provide daily
24-hour comprehensive services for up
to 90 days as families transition from
crisis to self-sustainability.
Services include mental health counseling, drug and alcohol recovery programs, employment services, housing
services, parenting classes, financial management classes and self-development
classes. At its new location, St. John’s has
implemented a Children’s Program to
specifically address the effects of homelessness on children.
Program participants begin their journey in the structured environment at the
shelter where they develop a Progress
Plan with weekly and monthly goals, as
well as community service requirements.
Residents are also required to attend
weekly classes and workshops on topics
such as job skills and training, parenting, fitness and nutrition, budgeting and
financial management, basic computer
skills, domestic violence counseling,
mental health counseling, and drug and
alcohol treatment programs. St. John’s
Shelter also offers a GED training program for its residents and alumnae. This
process gives residents the vision, hope,
road map and the tools to break the
cycle of dependence.

ENERGY EXPERTS

®

ACCREDITED
CONTRACTOR

In the next step, at Plates Cafe, they
build the work ethic, skills and references
to achieve long term employment. The
third step, Greenway Village, provides
them with the housing and ongoing
support to progress towards living independently. The final step culminates in
the participants becoming self-sustaining, supporting their families without
government assistance.
continued on page 15
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Jamie Rich

Dunnigan, REALTORS®

1. How long have you been a Member of SAR?
Since January 2011.
2. What did you do prior to becoming a
REALTOR®?
Prior to becoming a REALTOR®, I was
the Vice-President of a bay-area based
wireless company. I oversaw 75 retail
locations in Northern California and as
many as 500 employees. I always kept
a home in Sacramento and commuted
to Los Gatos where I lived during the
work week. In November 2009 I made
the choice to retire from the corporate
world. After taking a year off, I went
to work for Dunnigan, REALTORS® in
January 2011.
3. What do you like best about being in real
estate?
My favorite part of real estate is my
sense of confidence in what I am doing.
I offer clients an extraordinary experience in a huge, life-changing transaction. Watching buyers’ eyes light up
when they walk into the perfect home
and the gratitude my clients show in
return is extremely rewarding.
4. How do you deal with changing market
conditions in the past couple of years?
People ask me all of the time if I think
conditions will continue to change. I
always explain that there are no guarantees in real estate - focus on buying a
“home” not a house. I ask them to think
down the road at least five years and to
make sure they still envision themselves
in the same place. I also explain that
buying a home to quickly take the equity and “upgrade” into another home
can’t be on their radar in today’s market.
5. What have been some of your favorite programs/committees/activities at SAR?
Last year I was asked to get involved in
a new committee at the Association, the
Marketing/Communication committee.
It has been a great learning experience
for someone like me; a new Member. I
also recently attended my first Master’s
Club event. As a new Member of the
Association, I look forward to checking
out other programs and committees.
6. You mentioned that you are a current
Member of the Marketing/Communication
committee. What about that work do you find
rewarding?
The
Marketing/Communications
committee was created last year to try
and streamline committee communications and marketing efforts over the
next few years. Further, the goal is to
incorporate more Member feedback
into decision-making. It’s rewarding to
work on projects that will increase efficiency and empower Members to get
more involved.
7. How long have you lived in the Sacramento
area?
I’ve lived in Sacramento my entire
life. My parents still live in Curtis Park,
in the home where I was raised, I went
to McClatchy High School, Sac State for
my Bachelor’s, and the USC Sacramento
Center for my Master’s Degree. I currently live in Land Park. My brother is
in commercial real estate and lives in
McKinley Park, and my sister is in City
Planning in San Francisco.
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8. What are some of your favorite places to visit?
I spend as much time as I can in
Truckee, where we have a cabin. As
soon as I reach Donner Summit, I feel
calm and relaxed, no matter what time
of year. If I get on an airplane, I like it
headed to Europe. My favorite cities are
Prague and Paris, my favorite countries
are Belgium, Italy, and Germany…if I
had to pick a few.

since I first met Geoff Zimmerman,
owner of Dunnigan, REALTORS®, that
I wanted to end up in residential real
estate. Geoff is an amazing mentor…I
can’t imagine doing anything else at the
moment! My new career allows me to
see my friends and family more in one
month than I probably saw them in a
year while I was traveling for my last
career. I love my clients, the Dunnigan
Way, and the constant ability to learn
new things and help people accomplish
their real estate goals.

Broker

9. Hobbies or other activities?
Snow skiing, although this year was a
bit dry. I also enjoy tennis, working on
household projects with my dad, and
playing with my Cavalier King Charles,
Marley. I absolutely love to cook and
entertain in my home.
10. What would you do if you weren't a real
estate professional?
Good question. During my 2010 hiatus I thought about this a lot. I’ve known

11. Read any good books, seen a good movie or
heard a band lately?
Although my whole family likes to
read, it is my little sister who is the
book guru. She looks at her Kindle like
I look at my phone-constantly. Outside
of work, remodeling my home, cooking and taking care of my new puppy, I

haven’t hit the movies lately. Steve Job’s
book is up next....it’s been on my nightstand for the last month.
12. What would people be surprised to learn
about you?
A funny thing people wouldn’t
know about me is that I grew up picking worms. My grandparents owned
Truckee Worm Service. My brother and I
would get paid a nickel for each cup of
worms we picked and labeled. I would
then go out each morning with my
Grandmother to deliver them to all the
bait shops, 7-11’s, and hardware stores
around Lake Tahoe and Truckee. We
always heard that our worms caught
great big fish! We raised crickets too but
those grossed me out, I would throw
apples in their cages to feed them but
never liked to touch them!

PASS
EXPRESS

BROKER

PASS
At Standard Pacific Homes we know your time is valuable.

That’s why we created the Broker Express Pass. It’s the fastest way to register your clients and start earning
great commissions. Just follow three simple steps:

1) Contact our online sales counselor at NorCalOnline@StanPac.com or a sales center directly to
receive a Broker Express Pass and our Broker Registration and Referral Fee Agreement.*
2) Send us your clients with the completed Broker Express Pass.*
3) Sign and return by fax, mail or in person the Broker Registration and Referral Fee Agreement when
a contract is signed.*

Then just sit back and relax, and we’ll take care of your client and you’ll earn
3% commission when you sell a Standard Pacific home.**

866-815-2444

StandardPacificHomeS.com

*To be eligible for a sales commission from Standard Pacific: (1) be an active real estate licensee of the California DRE; (2) register client with online sales counselor or sales
center prior to client’s first visit, or accompany client, or provide client with a completed Broker Express Pass to turn in on first visit to a participating Standard Pacific Homes
Northern California community; (3) sign and return by fax, mail or in person the Broker Registration and Referral Fee Agreement at time client signs contract; and (4) client must close escrow per terms
of their contract. If client visits a community with a Broker Express Pass from one licensee and is accompanied by a different licensee, the commission will be earned by the accompanying licensee.
Client must agree licensee is their agent. Seller reserves the right to modify or discontinue this referral fee program at any time without notice. Not valid on existing sales. **Commission varies per
community and homesite and cannot be used with any other special offers. Commission excludes the value of any incentive provided by Seller, homesite premiums, decor items, options and upgrades
purchased. Other exclusions, qualifications and limitations may apply. Photos are of model homes. Hardscape, landscape and other items featured in and around the model homes are decorator
suggestions and not included in the base purchase price. California Department of Corporations RMLA License Number 413-1065. California Real Estate License NO. 01138346. Telephone 1-800325-5363. November 2011. ©Standard Pacific Homes 2011.
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NEW SAR MEMBERS

FEBRUARY 2012
New REALTOR® Members
Patricia L. Agheli
Keller Williams Realty
Michael R. Axford
Keller Williams Realty
Mitchell F. Banicevich
Century 21-Noel David Realty
Joanne M. Brandt
Back Real Estate
Patrick J. Campion
Keller Williams Realty
Richard L. Crosby
Jim Carr Real Estate
Joseph M. DeAnda
Capital West Realty, Inc.
Rowena B. Dizon
Keller Williams Rlty Elk Grove

Brandy Taliaferro
Fusion Real Estate Network

Veronica F. Hunter
Coldwell Banker-Res R E Srv

Frederick S. von Geldern
Lyon RE Downtown

Nichole S. Jaerger
Century 21-Noel David Realty

Roland C. Williams
Richard L. Vida

Andrew K. Jennings
Kraft Real Estate

Iulia Zavorotynskyy
Bridge Real Estate Company Inc

Hannah E. Jungkeit
PDF Commercial, Inc.

Norma A. Zendejas
Keller Williams Realty

Maria C. Kian
All Professional Realty, Inc

New Broker Associates

Brian Clark
BPE Law Group, P.C.

Anthony J. Koregelos
Prudential NorCal Realty

Stacy L. Hall
Keller Williams Realty

Keith Dunnagan
BPE Law Group, P.C.

Natasha R. Moldoveanu
Security Pacific Real Estate

Michael H Kuppenbender
TRI Outdoor Properties Inc.

Madison Orozco
Paula Willhite & Assoc. R.E.

Nicole Ervin
RE/MAX Gold Fair Oaks

Paul J. Giordano
Keller Williams Rlty Elk Grove
Danielle N. Grossi-James
Lyon RE Folsom

Ronda L. Kamka
Sierra Pacific Mortgage Corp.

Debra Winstead
Citibank

Margaret A. Melville
The Melville Group

Shila Singh
Paramount Realty Services, Inc

Nicole M. Hicks
Keller Williams Realty

Eve Kaiser
Stanford Mortgage

Alex Munn
BPE Law Group, P.C.

Manbirpaul Paul S. Dhillon
Prime Real Estate Services

Louis W. Schuette
Fusion Real Estate Network

Kerri C. Habel
RE/MAX Gold El Dorado Hills

Paul Hernandez
Crestone Mortgage

Paul H. Desmet
Courtesy Brokerage

Ketti L. Prout
Exclusive Realty and Mortgage

Justin G. Chappell
Citibank

Kevin Hayes
A.P. Mortgage

Sam Chan
Sam K. Chan

Elena Poznyak
Premier Realty

Chris Carter
Citibank

Robert Enos
BPE Law Group, P.C.

New Designated REALTORS®

Christopher Playdon
Courtesy Brokerage

Jeannie M. Garcia
John Roseberry

Steve Beede
BPE Law Group, P.C.

Anthony A Scotch
Century 21 Select Real Estate

Scott Papapietro
Keller Williams Realty

Carla Foreman
Keller Williams Rlty Elk Grove

Debra Alvarez
Orange Coast Title

Saeid Raoufi
Lyon RE Fair Oaks

Bertha Padilla
Paula Willhite & Assoc. R.E.

Earl Frank Fawcett
RE/MAX Gold Roseville

New Affiliate Members

Betty A. Hino
Parker Realty

John M. Parker
Parker Realty

Ryan A. Souza
Real Estate Source Inc

Robert E Walter
BlackPine Builders, Inc.

Golden Paciic Bank is ready to help your clients
purchase the home of their dreams!
We offer several types
of nancing...

TECHNOLOGY TIP
iPhone Slow Down?

By Chris Tellez, C.A.R Manager of Technology Training Programs
With all the wonderful apps available,
from utilities to productivity to gaming,
it’s not impossible to have your iPhone/
iPad get a little slower.

including FHA, VA, and USDA
Minimize the down payment and
maximize the purchasing power!

So how do you get your iPhone/iPad
back up-to-speed?


Specializing in niche
residential lending...

Follow these simple steps to restore
a little pep to your essential and revolutionary mobile device.

A true Portfolio loan product- investors
with more than 10 nanced
properties, unwarrantable condos,
hobby farms and more!

1. Double-click the Home button (the
circle button with the square in it).
2. Hold down on any one of the icons
until they begin to rock back and forth
and a red minus signs appear.

3. Press the minus signs for any apps
you're not currently using or won't
switch to anytime soon.
4. Double-click the Home button to get
back to your normal mode of operation.
Please note that this function is only
available on iPhone (3GS and later), iPad
and iTouch (3rd generation and later)
devices that are running iOS4 and higher.
Want to learn more iPhone/iPad tips
and tricks as well as some of the essential apps you should run as a REALTOR®?
Be sure to check out Chris’ session at
the upcoming Northern California Real
Estate Expo - REALTOR® Profitability and
Productivity with the iPad and iPhone.

Free Rent Survey
Beckie Bacal
Terry Conner
Todd Kaufmann

916.835.5672
916.367.3881
916.606.5858

Karl Maniglia
Aaron Meilich
Todd Vinther

916.549.5832
916.798.3000
916.955.9001

We’re ready to serve you and your client!

Contact Us Today!
Sacramento REALTOR®

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

THREE CONVENIENT LOCATIONS!

www.goldenpacificlending.com

Not just mortgages. Residential lending solutions.

(916) 429-1205

Bob Machado
President
CPM, MPM

HOUSES - DUPLEXES - CONDOS - APARTMENTS

916.414.0621
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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.

Member

FDIC

5896 South Land Park Dr.
Sacramento, CA 95822
(916) 429-1205

8856 Greenback Ln. Ste. B 1220 Melody Lane, Ste. 110
Orangevale, CA 95662
Roseville, CA 95678
(916) 988-5300
916-781-7075
(530) 677-7917
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L E G A L U P D AT E
Dave Tanner

DRE Allegations of Wrongdoing Expected to Increase

In case you have not noticed, the
California Department of Real Estate
(DRE) is becoming more aggressive in
disciplining brokers. There are several
reasons for this. The first is that there is
much documentation of gross misconduct by licensees in the past ten years.
During that time many new licensees
came into the business and not all of
them had good intent. Real estate fraud
became rampant due to the emphasis of
all interested parties, and especially the

by Dave Tanner, Real Estate Broker/Attorney, Hanson Law Firm
lenders, on simply doing more business
and not worrying about the outcome.
More enforcement by DRE was justified.
The second reason was as the new
licensee demand died off, DRE had
many employees no longer needed for
processing license requests. They could
now look into disciplinary matters that
previously might have simply been
placed aside due to limited resources.
The third reason is that as of January
1, 2012 it is the law that the primary
purpose of DRE is consumer protection.
That is no longer an additional duty of
a licensing agency. Issuing licenses is
now a secondary duty of a consumer

St John’s Shelter for
Women and Children

protection agency. The way consumers
get protected from the actions of real
estate licensees is greater investigation
and discipline by DRE.

you want to be. But filing a request for a
hearing gives you the time and opportunity to negotiate a fair and equitable
resolution with DRE attorneys.

Based upon all of the above, you
should expect that DRE “Accusations,”
the issuing of a statement of alleged
wrongdoing by a licensee, will significantly increase. We have seen that happening in the past few months and we
are sure that more are on the way.

So if you receive an Accusation from
DRE, you should immediately contact
an attorney experienced in DRE defense
and let them help you reach a satisfactory resolution. The longer you wait to
get started, the less chance you have of
achieving that goal.

If an Accusation is issued against a
licensee, the licensee has fifteen days
to file a request for hearing. That does
not mean you will be going to a hearing. A hearing is usually the last place

If you have any questions on this
article or any other aspect of real estate
law please contact Dave Tanner at 916
447-9181 or log on to our website at
www.HansonLawFirm.com.

locally grown mortgages

continued from page 12
St. John’s also offers an After-Care
Program, which was developed to assist
women and children on their road to
self-sufficiency after leaving the shelter
and completing the 90-day program. The
After-Care Program offers a continuation
of training, classes, and counseling to
help ensure that the program’s graduates successfully reintegrate into our
community. Graduates receive continued job training and placement services,
assistance in furnishing homes, transportation assistance, case management
assistance, and the support of a wide
network of successful alumnae.
If you would like to support the program
and have a great time with your mom or
another important woman in your life,
consider participating in their May 10th
afternoon benefit, A Mad Hatter's Tea
Party, to be held at Sacramento Memorial
Auditorium from 2 – 5 p.m. Tickets can be
purchased on-line at http://simplymadfortea.eventbrite.com
For more details about St. John’s contact
them at (916) 453-1482 or visit them online
at www.stjohnsshelter.org where you may
also be inspired by numerous success stories.

a partner for the life of your mortgage
purchase—refinance—new construction
A mortgage is something you will have for a long time, so we want to make sure that
you have the right one. Umpqua Bank Mortgage has a variety of home loan programs.
Call us today and ask about our current money saving promotions!
Loan Programs:
Conforming / Non-Conforming
Fixed-Rate / ARMS1
First-Time Homebuyer
Jumbo Loans

Meet your dedicated local Mortgage Lending Team

Dan Starelli

Lynn Pini

VP/Area Manager
NMLS # 297718

At the 2011 St. John’s Tea, Shelter alumna Rebecca Hahn was seated at the table
sponsored by SAR. Rebecca was excited
to visit with the REALTORS® and learn
about opportunities for homeownership.
Through her hard work, and with help from
NeighborWorks Home Ownership Center,
she became a homeowner early in 2012.
She is seen here with her children Valerie,
12 and Christopher, 13, in the kitchen of
their new home.

APRIL 2012

Government / FHA / VA
Investment Property
Bond Programs2
Manufactured Homes
2
USDA Rural Housing
HomePath® Mortgage3
Residential Custom Construction

Jeffrey Stevens

AVP/ Sales Manager
NMLS # 500711

Sales Manager
NMLS # 274488

916-803-8623

916-300-0667

916-563-1006

Frank Huck

Vicki Fenner

Danica Halverson

Mortgage Loan Officer
NMLS # 501200

Mortgage Loan Officer
NMLS # 486218

916-517-5308

916-622-8198

Danny Ponder

Renee Russell

Mortgage Loan Officer
NMLS # 230269

916-563-1758

Michael Bettencourt George Castillo

Joanne Cesar

Mortgage Loan Officer
NMLS # 238181

Mortgage Loan Officer
NMLS # 809234

Mortgage Loan Officer
NMLS # 474259

916-337-2159

916-714-8301

916-667-4627

Tom Pifer

Steven C. Justeson

Sam Muscarello

Mortgage Loan Officer
NMLS # 459457

Mortgage Loan Officer
NMLS # 191066

Mortgage Loan Officer
NMLS # 809521

Mortgage Loan Officer
NMLS # 500655

916-847-4666

916-740-5371

530-672-4607

916-300-0769

Rene Young

Duane Logan

Andy McInnes

775-284-2138

775-284-2140

Mortgage Loan Officer
NMLS # 217012

Mortgage Loan Officer
NMLS # 486793

916-774-3922

916-939-3002

Mortgage Loan Officer
NMLS # 354313

Mortgage Loan Officer
NMLS # 500780

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. 1Annual Percentage Rate (APR) for Variable rate products
may increase after consummation. 2Loan programs subject to agency availability and funding. 3HomePath is a registered trademark of Fannie Mae.
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Amanda Rawls

Chris Opfer

916.223.2338

916.724.5372

916.752.1960

NMLS# 239965
Loan Officer

Laurie Adams

Anoosh Andy Hazegazam Patty Gacutan
NMLS# 249444
NMLS# 262881
Loan Officer
Loan Officer

916.730.8282

NMLS# 247866
Loan Officer

David Whiteside

916.300.7545

NMLS# 262435
Loan Officer

Suzanne Nunez

916.207.6332

NMLS# 246802
Loan Officer

Ray Gin

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

916.905.5958

NMLS# 200900
Loan Officer

Aaron Clowes

916.798.1234

NMLS# 247260
Loan Officer - Elk Grove

Chad Focht

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

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

916.929.2333

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

916.416.6453

We have over 107 Years of combined
lending experience

916.709.3257

NMLS# 256253
Loan Officer - Elk Grove

NMLS# 256126
Loan Officer - Elk Grove

916.730.2499

530.902.3725

NMLS# 246794
Loan Officer

Beth Gewerth

NMLS# 244146
Branch Manager

David Heard

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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Paula Swayne accepts the RAF
Investment award for Dunnigan,
REALTORS®.

Finally, in the jumbo offices of 51+ REALTORS® the
finalists were Coldwell Banker Midtown, Lyon Real
Estate Sierra Oaks and Keller Williams in Elk Grove.
Coldwell Banker in Midtown won the award.

In offices of 25-50 REALTORS® the finalists were
Prudential Dunnigan, Dunnigan, REALTORS®
on Freeport Blvd. and Lyon Real Estate Land Park.
Dunnigan, REALTORS® on Freeport won.

In offices of 11-24 REALTORS® the contest finalists
were Capital West Realty Inc., Dunnigan, REALTORS®
and Weichert, REALTORS® - Galster Group. The winner
was Dunnigan, REALTORS® on American River Drive.

In offices of 5-10 REALTORS®, contest finalists were
Lyon Real Estate Corporate Office, Garcia Realty and
Trillium Real Estate. The winner was Garcia Realty.

In offices of 1-4 REALTORS®, contest
finalists were: Werking Realty, Tanner and
Associates, Little Real Estate Services, Chris Little accepts the RAF
Odama Realty and Regency Real Estate Investment award for Little
Services. The winner was Little Real Estate Real Estate Services.
Services.

Erin Attardi – California Golden R
Paula Colombo – Chartered NAR Golden R
Doug Covill – California Golden R
Judy Covington – California Golden R
Jim Day – California Golden R
Eva Garcia – California Golden R
Franco Garcia – California Golden R
Rosanna Garcia – California Silver Bear
Ron Greenwood – California Silver Bear
Luci Htain – California Golden R
Cherie Hunt – California Silver Bear
Larry Knapp – California Golden R
Patrick Lieuw – California Golden R
Chris Little – California Golden R
Rob McQuade – California Sterling R
Jennifer Odama – California Golden R
Sue Olson – California Golden R
Steve Ostrom – California Golden R
Leigh Rutledge – California Golden R
Tracey Saizan – California Golden R
Clay Sigg – California Golden R
Charlene Singley – California Golden R
Cathryn Snow – California Sterling R
Kellie Swayne – California Golden R
Paula Swayne – California Golden R
Marty Swingle – California Golden R
Dave Tanner – California Golden R
David Tran – California Golden R
Alan Wagner – California Silver Bear
Bruce Werking – California Golden R
Geoff Zimmerman – California Silver Bear

The RAF Committee recognized Major Investors in the
REALTOR® Action Fund:

The REALTOR® Action Fund Committee had their third-annual awards ceremony for offices investing the most money in
RAF at the March 6th Main Meeting. The REALTOR® Action Fund is non-partisan and supports getting REALTOR® friendly
candidates into office and keeps policies that harm private property rights or REALTORS® off the books.

REALTOR® Action Fund Honors Awarded
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