
Adam Coupal graduated from Jesuit High School and will be studying business 
at Loyola Marymount University. He plans on pursing a law degree as well. Adam 
received a $1,000 SAR Scholarship.

Chelsea Dascher is the daughter of SAR Member Markus Dascher. She graduated 
from West Campus High School in 2010 and is now pursuing a degree in government 
and politics from UC Santa Cruz with the goal of working for the FBI. Chelsea received 
a $1,000 SAR Scholarship.

Julia Derkach is the daughter of SAR Member Minslava Derkach. She 
graduated from Oakmont High School in 2010 and is now pursuing a 
degree in political science from Azusa Pacific University and plans on 
becoming a high school teacher. Julia received a $1,000 SAR Scholarship.

Joseph DeCicco graduated from Jesuit High School and will be attending Santa 
Clara University. He plans on becoming a business executive and may one day run for 
Congress. Joseph received a $1,000 SAR Scholarship.

Madison Kobliska graduated from Franklin High School and she will be 
majoring in kinesiology at Cal Poly San Luis Obispo. She would like to go 
on to work with athletes as a physical trainer. Madison is receiving a $1,000 
SAR Scholarship.

Sarah Jane Long is the daughter of SAR Member Shawnae Long. She 
graduated from El Sereno High School in January and spent the spring 
semester studying in Spain.  Sarah Jane will be attending UC Santa Cruz 
to study biology and linguistics, and plans on going into the medical field. 
Sarah Jane is receiving a $1,000 SAR Scholarship.

Meredith Lee graduated from John F. Kennedy High School. She is planning a career 
in the healthcare field and will be attending UC Davis. Meredith received a $1,000 SAR 
Scholarship.

Matthew Malone is the son of SAR Member Bonita Malone. He graduated from 
Elk Grove High School and is currently studying journalism at Sacramento State 
University. Matthew received a $1,000 SAR Scholarship.

Madeline Nicolaus is the daughter of SAR Member Diana Russell. She graduated 
from St. Francis High School and will be studying marketing at the University of San 
Francisco. Madeline received a $1,000 SAR Scholarship.

Yianni Petrucci graduated from Jesuit High School. He hopes to pursue a career as a 
physical therapist or as a radiologist and will be attending Santa Clara University. He 
received a $1,000 SAR Scholarship.

Abigail Scheid is the daughter of SAR Member Diana Scheid. She gradu-
ated from St. Francis High School. Abigail will be a business major at Santa 
Clara University and would like to pursue a career in the fashion industry. 
She received a $1,000 SAR Scholarship.

Austin Smotherman is the son of SAR Member Marla Smotherman. He 
graduated from Del Oro High School. Austin will be studying business at 
Southern Methodist University as well as pursuing his dream of playing on 
the PGA Tour. Austin received a $1,000 SAR Scholarship.

Ryan Stewart graduated from Pleasant Grove High School. His goal is to enter 
the Foreign Service after majoring in global affairs at George Mason University. He 
received a $1,000 SAR Scholarship.

Kelsey Vogt is the daughter of SAR Members Kris and Kellie Vogt. She graduated from 
Pleasant Grove High School and will be majoring film production at Biola University. 
She received a $1,000 SAR Scholarship.

Ryan Anderson is the son of SAR Member Keith Anderson and graduated 
from Jesuit High School. He plans on pursuing a career where he can help 
those in need and has been accepted to Regis University. Ryan received a 
$1,250 SAR Scholarship.

Peter Huynh graduated from Pleasant Grove High School. He will be attending UC 
San Diego and will go on to medical school and to serve in the Navy. Peter received a 
$1,250 SAR Scholarship.

Jarek Neczypor graduated from Jesuit High School. He plans on studying criminal 
Justice and has been accepted to Loyola University. Jarek received a $1,250 SAR 
Scholarship.

Abigail Bisi is the daughter of SAR Member Greg Bisi. She graduated from 
St. Francis High School and plans on studying neuropsychology, eventu-
ally earning her Ph.D. Abigail received the $1,250 SAR Young Professionals 
Council Scholarship.

Karli Quinn is the granddaughter of SAR Past President Gil Albiani and the daughter 
of SAR Member Jennifer Albiani-Quinn. She graduated from Pleasant Grove High 
School. Karli will be pursuing a career in Agricultural Sales and Marketing and has 
been accepted to Oklahoma State University. She received the $1,250 SAR Past 
President Scholarship.
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SAR Scholarship Trustees

C O M M I T T E E  P R O F I L E 

SAR is an organization known for 
charitable donations. We have been list-
ed in the Sacramento Business Journal’s 
Corporate Philanthropy – Direct Giving 
List for a number of years. The well-
known Christmas CanTree fundraising 
season benefits the local Salvation Army. 
Also notable is the SAR Scholarship 
Fund. For 50 years SAR has been offer-
ing scholarships to local high school and 
college students. A focus on real estate is 
helpful, but not necessary for applicants. 
The only criteria that applicants need to 
meet are 1) be a resident of Sacramento 
County or the City of West Sacramento 
(SAR’s jurisdiction) for at least one year 
and 2) show documentation of a main-
tained cumulative GPA of 3.5.

Who conducts the exhaustive 
selection process of recipients? The 
Scholarship Trustees, who oversee 
the SAR Scholarship Trust, a 501(c)(3), 

consist of longtime advocates Perry 
Georgallis, Peggy Adams, Judy Schoer, 
Sherry Rubly and Nick LaPlaca.  The 
SAR Scholarship Trustees pour over the 
applications each year, regrettably hav-
ing to turn down more than a few. The 
recipients and their families are invited 
to the June Main Meeting where the 
scholarships are awarded to the stu-
dents. This year $38,250 in funds were 
awarded to 30 hard-working students. It 
was truly a feel good moment for all in 
attendance. 

If you know or have children who 
will be going to college, remember the 
SAR Scholarship Trust their senior year. 
The application deadline each year is 
the last business day of March. Don’t 
miss out! Over the past 50 years, more 
than $500,000 in scholarships has been 
awarded to local students. 

SAR Scholarship Award Winners
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SIP & SUPPORT
Benefitting Christmas CanTree

Friday, August 10  |  6:00 - 10:00pm | SAR Mack Powell Auditorium |  $25
For more information, contact Lilly at lmishchuk@sacrealtor.org or 437-1212.

If you were fortunate enough to attend our June Main Meeting, you were probably 
awestruck by the outstanding accomplishments of our scholarship recipients. Most of 
the students selected had at least a 4.0 GPA, and one graduated high school with a 4.4 
GPA.  However, grade point average was not SAR Scholarship Trustees’ main selection 
criteria. Other considerations were community involvement and extra curricular activ-
ities, career goals and financial need. Many of us left the meeting feeling optimistic 

about the future, having been introduced to the talented, committed young people 
who soon will be positive influences on various aspects of society.

This year a group of volunteers spearheaded the scholarship fundraising activi-
ties. Fundraising Committee Members were Jodi Ash, David Boliard, Beth Harney, 
Phyllis Hayashi, Alyssa Lozano, Rico Rivera, Kathy Russell, Nancy Wegge and the 
Scholarship Trustees.

More 2012 SAR Scholarship Awardees continued 
in the August 2012 edition



At a strategic planning session last 
year, someone commented, “Our 
Members need to understand, their old 
normal isn’t coming back.” That is one of 
the reasons this newsletter is focusing 
on change.   

I am proud of how SAR works to help 
you keep up with change. Whether it’s 
classes on short sales or social media, 
SAR leaders are always trying to look 
ahead to see what will help you practice 
your profession.

Change is inevitable. I changed 
careers from engineering to real estate 
twenty-odd years ago and now we have 
a new CEO, Dave Tanner, to replace our 
CEO of ten years, Nelson Janes.  

REALTORS® who can’t adapt to change 
have had a hard time the past few years.  
Any real estate office that has kept doing 
things the way they always have is prob-
ably gone – for one thing, they are not 
getting the MetroList books any more.

We have just completed a strategic 
planning session with the Board of 
Directors. We learned a new abbrevia-
tion:  TTWWADI.  That stands for “That’s 
the way we’ve always done it!”   

At the June planning session, we con-
sidered changes on all fronts – envi-
ronmental, political, economic, techno-
logical and socio-demographic.  As our 
Members’ expectations and attitudes 
change, how do we continue to serve 
you? We considered how we deliver 
programs and services to stay relevant 
and to thrive.  

Late in 2011, a Membership survey 
told us a lot about what is important to 
our Members. Respondents were gener-
ally satisfied with the value of various 
services and products offered by the 

Association. They said they want advoca-
cy, education, products and information. 

“Being part of a supportive com-
munity” was prevalent throughout the 
survey responses and appears to be a 
very important benefit of Membership. 
REALTORS® are “people people” and it 
must occasionally get lonely out there 
for these independent contractors. Even 
more so, it is satisfying to staff and 
the elected leadership that respondents 
rated “advocacy” and “ethics enforce-
ment” so highly precisely because these 
are intangible and difficult to quantify 
against the dollars spent as dues.

We discussed at the June planning 
session how remarkable associations 
maintain clear goals and have a disci-
plined process to evaluate how prod-
ucts and services remain aligned with 
their mission and members’ document-
ed needs. I would like to think we are on 
a good path to do that.  

We should embrace and welcome 
change. It is always better.

P R E S I D E N T ' S  P E R S P E C T I V E

2003 Howe Avenue, Sacramento, CA 95825
(916) 922-7711

Fax (916) 922-1221 or Fax (916) 922-3904

MetroList
1164 W. National Dr. Suite 60

Sacramento, CA 95834
(916) 922-2234 or (916) 922-7584

2012 SAR Board of Directors
Patrick Lieuw Chris Little 
President  President-Elect
Paula Swayne Doug Covill
Secretary/Treasurer  Immediate Past President

Directors

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

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

SAR Staff
Feel free to call us direct.

Dave Tanner - 216.1941
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

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

SAR Retail Center
Carl Carlson – 916.437.1223

Director of Retail Operations
Doreen Lambrite - 916.437.1224

Retail Center Specialist
Kimberly Mar – 916.437.1222

Retail Center Assistant
Sacramento REALTOR® is published monthly 
by the Sacramento Association of REALTORS® for 
the benefit of its Membership. Advertisements and 
statements of fact and opinion are the responsibility 
of the authors alone and do not imply an opinion or 
endorsement on the part of SAR officers, Members 
or staff. All material copyright 2012, Sacramento 
Association of REALTORS®. All rights reserved.
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Editorial Policy
The Sacramento Association of REALTORS® (SAR) welcomes articles of educational interest to its 
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Barbara Harsch
Past President

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

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

Tanner named new CEO of REALTORS® Association
Following a nationwide search that 

included some 60 candidates, local 
REALTOR® David Tanner was named 
CEO of the Sacramento Association of 
REALTORS®.

 Dave replaces Nelson Janes, who left 
Sacramento in May to become CEO of 
the Greater Las Vegas Association of 
REALTORS® after ten years at SAR.

Patrick Lieuw, President of SAR, said 
“We had a number of excellent candi-
dates and are pleased that Dave Tanner is 
willing to switch roles from volunteer to 
executive.  Dave knows the Association 
and its Members and staff very well.”

“I look forward to the opportunity to 
work with the excellent staff at SAR to 
continue to provide high quality services 
and benefits to our valuable Members,” 
Dave said when Patrick made the 
announcement.  

Dave has been a real estate licensee 
since 1978 and real estate attorney since 
1981.  He has owned and/or managed 
residential and commercial brokerages 
for over 30 years. He was president of 
the San Jose Real Estate Board in 1995 
and of SAR in 2005.  Mr. Tanner most 
recently served on the Board of Directors 
and Professional Standards Committees 
at the Sacramento Association of 

REALTORS®, the California Association of 
REALTORS® and the National Association 
of REALTORS®.  As an attorney, he has 
served Of Counsel to the Hanson Law 
Firm focusing on broker risk reduction.  
He has been a valued SAR instructor, 
offering courses in ethics, disclosure, 
listing agreements and purchase agree-
ments, as well as regional professional 
standards training.

“I would also like to thank President-
elect Chris Little, who chaired the Search 
Committee,” Patrick said. “Chris and the 
committee put in a lot of time making 
sure they made the best choice possible.” 



Change is always a part of life.  Some 
people fear change, especially when 
things are going well for them.  Others 
hope for change, especially most peo-
ple in the real estate industry these 
days.  But wherever you are on the issue 
it is a certainty that change will occur.

A major change in my life was becom-
ing the CEO of SAR in June 2012.  I 
am certainly excited about this change 
and I am looking forward to all the 
things that lie ahead.  It is a very sig-
nificant change for me to move from 
REALTOR® to Association Executive but 
it is a change I feel I have been prepar-

ing for during my past 34 years in the 
industry.  I hope to be able to bring that 
preparation and experience to this new 
position for the benefit of SAR and all its 
Members.

I am also hoping for change in others.  
I am hoping to encourage Members to 
be more involved with the Association.  
If you have not served on an SAR com-
mittee in the past, I hope that you will 
give it a try.  I ask for your commitment 
to serve on one committee for one year.  
If you don’t feel a sense of accomplish-
ment by the end of the year, I will not 
ask you to do it again.

I am hoping that all Members will 
increase their financial contribution to 
the REALTOR® Action Fund.  If you have 
only given the minimum $49 this year 

I ask you to contribute the additional 
$148 to come up to the True Cost Of 
Doing Business level.  In my opinion 
every Member should be contributing 
at this level every year.  If you are already 
contributing at that level, I encourage 
you to consider becoming a major 
donor.  The real estate industry and 
private property rights are constantly 
under attack from sources that want to 
take away what we have.  Contributing 
as generously as you can will help our 
industry to effectively defend against 
these attacks.

Lastly, for now, I am hoping that you 
will increase your charitable giving.  
SAR is in the final phase of starting 
our Charitable Foundation.  They will 
be seeking financial support for their 

efforts.  But if you are not able to con-
tribute money at this time, you can still 
make a very significant contribution, 
your time.  Masters Club is always seek-
ing volunteers for their efforts at Loaves 
and Fishes.  But opportunities are there 
to contribute through Rebuilding 
Together, American River Cleanup and 
hundreds of other programs that are 
seeking people to donate one day, or 
even half a day, a couple of times per 
year.  I think most of us can agree we are 
certainly able to do that.

So I am asking each Member to make 
a change and become more involved.  I 
believe that once you have done it a few 
times, you will walk away feeling that you 
have received more than you gave.  What 
better feeling could you have than that?
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SAR Forms 
Charitable 
Foundation

A new charitable foundation at SAR 
will mean that many cash contribu-
tions to the Association’s activities will 
be tax-deductible – a benefit not avail-
able under the Association’s current tax 
structure.

The Foundation is waiting for IRS 
approval, which is expected some time 
toward the end of the year. 

REALTOR® Charlene Singley chairs the 
Foundation Board of Directors. “Forming 
the charitable foundation will be an 
important service that SAR will provide 
its Members.  I hope to have more good 
news for you about the Foundation 
towards the end of the summer. For 
activities like Sip-n-Support, CanTree, 
the Masters Club Golf Tournament and 
so many other things we do, this will be 
really significant,” she said. 

 The other members of the Charitable 
Foundation Board of Directors are: Kathy 
Fox, Vice-chair; Francisco Cuellar, Steve 
Galster, Barbara Harsch, Heather Pearce, 
Paula Swayne and Leon Williams. 

The Charitable Foundation is already 
funding a program with Rebuilding 
Together, Habitat for Humanity and the 
Sacramento Metropolitan Air Quality 
Management District.  The program 
does first-tier weatherization and con-
servation on owner-occupied low-
income homes, saving between one 
and three tons of greenhouse gas emis-
sions per home per year. The improve-
ments are performed at no charge to the 
homeowners, and are installed by volun-
teers trained by Habitat and Rebuilding 
Together.  The managing charities 
recruit and screen the recipients and 
volunteers.



Landscaping tips: that will let you 
keep your yard healthy and improve the 
appearance of your property. 

•  When mowing your lawn, leave some 
grass clippings where they fall. As 
the clippings decompose, they pro-
vide your lawn with nutrients, which 
means that you don’t have to apply 
as much fertilizer and keep your lawn 
more natural. 

•  Buy fast-growing trees if you want to 
plant trees for privacy reasons. There 
are number of different fast-growing 

trees available for sale, so you should 
have no problem finding the look that 
you would like. SMUD customers may 
be eligible for free shade trees. Call 
916-924-8733 to learn more, or talk to 
Carl Carlson in the SAR Retail Center.

•  Take some time to learn about different 
landscaping techniques. For example, 
anchor plants can be used to build 
continuity in your yard design. Plant 
texture is also important to create 
variations in your design. You can find 
quite a bit of free information online 
on this subject. 

•  Do not worry about taking plants 
out of your yard. Some plantings do 
not work as well as you originally 
thought after they are fully grown; 
so if you decide to remove those 
undesirable plants, your landscape 

may be become more aesthetically 
pleasing. In addition, you can replace 
such plants with something more 
appropriate for the space. Remember: 
removing the plant doesn't mean kill-
ing it. If you can't find a better space 
for it in your yard you can always give 
the plant away.

•  Consider investing in a drip style 
watering system. These systems are 
simple to install and will allow plants 
to be watered consistently. This also 
saves water, as the water is deliv-
ered in drips rather than through a 
sprinkler or hose which sprays water 
everywhere.

•  Know the precise measurements of 
your target work area before you 
head out to select your plants and 
materials. This makes it easier to know 

how much of every item you will 
need. This will help you save money 
and trips to the store. 

Finances: Choosing Credit Card for Travel
Travel reward credit cards are a great 

benefit only if you travel a lot. However, 
if you travel just once in a while, the 
benefit of such a reward credit card is 
offset by higher APR annual fees and 
other charges associated with the use of 
this type of credit card. 

These kinds of reward credit cards 
may be specific to airline travel. There 
are also times when the rewards can 
only be redeemed with just one par-
ticular airline. Still, the restrictions can 
be offset by additional perks like dis-
counts fees on auto rental, gas, hotel 
accommodations, or even purchases 
at retail shops. Before you choose the 
best rewards credit card for travel, you 
should assess how you are going to 
make use of it. 

Travel reward credit cards also offer 
cash advances that can be of great help 
when you are traveling. They also offer 
travel insurance in the occurrence of 
worldwide emergencies, which include 
medical evacuation, emergency expa-
triation, and lost luggage. These are 
extremely hard to resolve if you do not 
have enough pre-travel preparation and 
purchase of coverage.

A best rewards credit card for trav-
el may also offer points or discounts 
for every retail purchase you make. 
Although, there are some travel reward 
credit cards that do not offer discounts 
unless you are carrying over a balance at 
the end of the month. 

It is also a good rule to look at how the 
benefits are redeemed and any restric-
tions that come along with these ben-
efits. For example, your cash rewards. 
You do not have to wait until the end of 
the year to get your money from these 
travel reward credit cards. Be sure that 
they send the cash to you every twenty 
(or other amount) dollars as the amount 
is accrued. Moreover, those cards may 
offer round trip flights as the reward 
redemption value for every X amount 
of miles purchased with the card. One 
another important factor you should 
consider when choosing the best card is 
the charge for cash advances. 

Summer Heat and Your Pet
Summer may be a good season for 

your dog to be running around, exer-
cising, and going to parks for strolls. 
Don't forget that summer can also be 
bad for your dog if you don't keep 
your pet protected from the summer 
heat. Dogs are susceptible to the same 
afflictions as humans which include 
overheating, heat exhaustion, and heat-
stroke. Animals are also very vulnerable 
to sunburns or heat stress. The summer 
heat can also be especially difficult for 
animals who suffer from certain respira-
tory diseases. Remember, just because 
we as humans can cool ourselves down 
doesn’t mean that dogs can do the 
same. Look out for your dog and their 
health just as you would yours.

How to protect your dog? 
Don't leave your pet outside for too 

long without shade. The summer heat 
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Summer Tips

continued on page 5
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Visit the Welcome Home Center 
Call 866-333-5181  
7501 Chevelle Way, Sacramento
Just north of Gerber Rd. off Bradshaw

heat is onBring your clients to our premier  
active adult community in sacramento!

Sale
lennar’s

under the sun!
Hottest

Become a Lennar Agent VIP.  
Visit LennarAgentVIP.com/NC to sign up.

Earn a 3% BrokEr Co-op*

Don’t let your clients miss their 
chance to buy at Destinations.  
The Everything’s Included® homes at Destinations, Lennar’s community 
designed for active adults age 55 and better, have been selling 
quickly. Which isn’t surprising—these single-story homes include modern 
upgrades such as GE® appliances, the Lennar Solar Energy System** 
and Home Automation, all in a gated community with extensive 
amenities built around a spacious clubhouse. Bring your clients to  
the Welcome Home Center today before they’re gone. 

DeStinationS  
AT VInEyArD PoInT
• 996–1,314 sq. ft.
• 1-story floorplan
• 2–3 bedrooms 
• 2 baths
• 1–2 bay garage
From the mid $100s**
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Summer Tips

can affect dogs faster than it can affect 
humans. Dogs have thicker skin and 
hair, and thus can absorb more heat. 
Since they have fewer sweat glands than 
humans, they also don't easily release 
the heat through sweat. It is advisable 
to bring a water sprayer with you if 
you take your dog outdoors during the 
summer. Giving your dog water to drink 
is not enough. Spraying water on your 
dog's body can help their cooling pro-
cess immensely. Another very important 
piece of advice is not to leave your dog 
inside a parked car without a shade. Even 
with the windows down, the cars internal 
temperature can peek very quickly dur-
ing the summer. 

When you take your dogs out to exer-
cise, make sure to set a limit. It might 
also be a good idea to get your dogs 
some booties to protect their paws from 
the heat-soaked ground. Try to avoid the 
hottest hours as well. You can try exercis-
ing with your dog early in the morning 
or in the evening when temperatures are 
generally cooler. 

Finally, get your fleas and ticks treat-
ments ready, and groom your dog regu-
larly. More frequent bathing and a good 
grooming habit can help cool your dog 
down.

I hope these tips are helpful.

For questions contact Greg Bisi at 
Mountain West Financial 916-224-1022

By Jenifer Miller, REALTOR® with Keller Williams Realty & 2012 Chair of Community Outreach Committee

Volunteers of America (VOA) is a 
nationwide program dedicated to pro-
viding community level services to over 
2 million people a year.  They work with 
people to provide services that help 
with affordable housing, abused chil-
dren, at-risk youth, homeless, veterans, 
prisoners, former prisoners and sub-
stance abusers.

Volunteers of America was founded 
in 1896 by Ballington and Maud Booth.  
Ballington’s father was William Booth, 
the man who founded the Salvation 
Army; working with and for the com-
munity is deeply rooted in this family’s 
history.

Volunteers of America is one of the 
largest non-profit providers and devel-

opers of affordable housing in the 
United States.  They own and/or manage 
more than 16,000 affordable housing 
units that help over 25,000 people each 
year.  They are one of the largest provid-
ers for affordable senior housing, which 
includes assisted living and skilled nurs-
ing care for our seniors.   The organiza-
tion is the largest non-profit recipient 
of funding from the U.S. Department 
of Housing and Urban Development 
(HUD) to build housing for seniors and 
the disabled.

Volunteers of America has an impec-
cable track record for fund distribution, 
with 88 cents of every donated dollar 
going straight to the cause.  If you are 
unable to donate your time and volun-

teer, you can be sure that the money 
you donate is being used wisely and 
correctly.  

There are wonderful opportuni-
ties for volunteering right here in our 
own region.  The Greater Sacramento 
& Northern Nevada VOA has openings 
now and will work with anyone at least 
18 years old who is interested in volun-
teering; there are many ways to help. 

If you are interested in helping, 
there is information on their website: 
http://www.voa-sac.org/  or you can 
get information via email to: info@voa-
sac.org, or call (916) 442-3691.  Their 
local address is: 1900 Point West Way, 
Ste#270, Sacramento, CA. 95815.



If you’re holding an open house, pre-
viewing the property increases your 
familiarity with the home and the area, 
enabling a higher level of service to 
potential buyers. But that same familiar-
ity provides an opportunity to devise and 
implement a safety plan, which increases 
safety for you, your clients, and people 
attending the showing. These safety tips 
are primarily for holding an open house, 
but you may find them helpful for any 
showing appointment.

Make a list, check it twice
When you hold an open house, per-

form a pre-inspection on the property 
to eliminate any surprises.

• Check your cell phone reception.

• Verify operation of the lockbox.

• Determine where you’ll park. Select a 
place where you won’t get blocked in.

• Look for any potentially dangerous 
animals.

• Walk the perimeter of the house.

• Notice the type of fence. Is there a 
gate? Is it locked? Are there holes in 
the fence?

• Look at the shrubs. Do they provide a 
hiding place for someone?

• Be familiar with the garage door operation.

• Look for anything that seems amiss.

Don’t forget the basics

If you’re showing a home in the eve-
ning, consider outside and street light-
ing when selecting your parking loca-
tion. Also, be sure to tell several people 
where you’ll be (e.g., broker, spouse, 
friend, another agent).

Meet the neighbors
Take time before the open house to 

meet the neighbors. They’ll be curious 
about a house for sale on their street. 
They’ll want to know the asking price, 
see any upgrades and compare the list-
ing to their own home, so take advan-
tage of their inquisitiveness. Knock on 
doors of the houses on either side and 

across the street from the property and 
introduce yourself, identify your car and 
let them know when you’ll be showing 
the property. This not only increases the 
number of people who know where you 
are, but also puts you in front of poten-
tial clients and may give you inside 
knowledge about the area.

Yesterday, today and tomorrow
It may benefit you to make more 

than one trip to the house. Yes, it’s time 
consuming, but you’ll learn the property 
well and gain an overview of the area, 
especially if you go at different times 
of the day. Not only will you impress 
your customers with your familiarity 
of the home and area, the knowledge 
you gain during your previews makes 
it more likely you’ll know what to do 
if you end up in a bad situation. You’ll 
know if running out the back door gives 
you a means of escape or pins you in a 
fenced yard with a locked gate. If you 
don’t have time to make multiple visits 
by the day before your appointment, at 

least go once to locate the lockbox, take 
a quick look around, and let someone 
know you’ll be there.

Create your word track
Visiting the property also enables you 

to develop your “word track.” A word 
track is a planned or scripted verbal 
tactic used to draw someone’s attention 
away from you when you’re most vul-
nerable. For example, if you and a buyer 
approach a home via a dark walkway 
and he suggests that you lead the way, 
you can remark, “Hey, take a look at 
the new garage. According to the own-
ers, they had it renovated last month.” 
While he’s checking out the garage, you 
can negotiate the walkway, unlock the 
lockbox, and open the front door. By 
the time he returns or again focuses his 
attention on you, you’re standing in the 
home’s doorway and facing him.

It’s just a part of the business
Holding open houses is part of being 

a REALTOR®. You can increase the ser-
vice you bring to your clients by being 
more familiar with the area, neighbors 
and features of the house. Don’t let your 
focus on a potential sale or a hurried 
schedule distract you from being safe. 
Always be aware of your surroundings 
and develop a plan, just in case some-
thing goes wrong. 
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They Come to 
America…
To Buy Real Estate

E N E R G Y  E X P E R T S

E N E R G Y  E X P E R T S

ACCREDITED
CONTRACTOR

®

As the saying goes, “all real estate is 
local,” but that’s not necessarily true 
for real estate owners, who continue 
to come from across the globe to pur-
chase U.S. property. According to the 
National Association of REALTORS®’ 
2012 Profile of International Home Buying 
Activity, international purchases within 
the U.S. increased over the past year, as 
real estate in this country remains very 
attractive to foreign buyers.

Total residential international sales in 
the U.S. for the year ending March 2012 
equaled $82.4 billion in 2012, up from 
$66.4 billion in 2011. Total international 
sales were split evenly between non-res-
ident foreigners and recent immigrants.  

“With low prices and the strength of 
the dollar, foreign buyers recognize our 
country’s advantageous market condi-
tions,” said Alan Wagner, who is heading 
a task force at SAR on global real estate. 
“Foreign buyers understand the value of 
owning a home in the U.S. and can rely on 
a REALTOR® to help guide them through 
the often complex buying process. 
International clients also know home-
ownership has many benefits, both finan-
cial and social. REALTORS® have noticed 
that many recent immigrants view own-
ing a home as an important accomplish-
ment that brings stability, security and a 
sense of community.”

According to the report, international 
buyers came from all over the globe, 
but Canada, China (People’s Republic of 
China including Hong Kong), Mexico, 
India and the United Kingdom account-
ed for 55 percent of all foreign trans-
actions. Canada and China remain the 
fastest-growing countries in terms of 

Open House Safety
Andrew Wooten, President of Safety Awareness Firearms Education (S.A.F.E.).

continued on page 7
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continued from page 6

Flood Insurance

The United States House of 
Representatives recently passed a 
60-day extension of the National Flood 
Insurance Program (NFIP).  This tem-
porary extension enables the Senate 
to act on the NAR supported five-year 
reauthorization and reform bill by 
the end of June 2012.  The House of 
Representatives passed their version of 
the five-year extension several months 
ago.  The Senate was unable to act 
on the five-year extension until now, 
due to a number of factorswhich can 
be categorized as political rather than 
policy issues.  Locally, Congresswoman 
Doris Matsui is a champion of this five-
year reauthorization. She and her staff 
have devoted significant resources 
to the  extension, which has many 
updates that are vital the Sacramento, 
particularly in the Natomas region.

The short term extension was previ-
ously held up by Senator Tom Coburn 
(R-OK), who threatened to let the 

NFIP shut down yet again, unless his 
demands were met regarding fed-
eral tax dollars subsidizing vacation 
homes.  To meet these demands, the 
Senate agreed to a provision that cre-
ates a four-year phase out of rate 
subsidies on non-primary residences.  
The phase-out provision means that 
the flood insurance rate on some non-
primary residences would increase by 
25% per year until premiums reached 
the full (actuarial) cost.  While the first 
step increase is currently scheduled 
to take effect on July 1, 2012, the rest 
of the increases would not be fully 
phased in for a minimum of four years.  

Flood insurance rates are currently 
subsidized by the federal government 
to keep the program affordable for 
homeowners.  Recent increased use of 
NFIP through disasters like Hurricane 
Katrina and Hurricane Rita have put 
the program into a deep financial defi-
cit.  Senator Coburn believes second 

homes located in flood zones should 
have to pay for the full cost of the pro-
gram.

Although NAR strongly objected to 
mixing provisions of the larger reform 
bill with the temporary extension, the 
elimination of rate subsidies was a 
necessary compromise in the face of 
overwhelming bipartisan support in 
both the House and Senate for the 
provision.  The 60-day extension could 
not have moved forward without this 
compromise, which would have shut 
down the NFIP. The compromise now 
in place prevents a potentially cata-
strophic lapse of the NFIP for both the 
short and long-term.  Flood insurance 
is required by law to obtain a mort-
gage in more than 21,000 communities 
nationwide.  A lapse would have affect-
ed 1,300 transactions a day or nearly 
40,000 a month, a potentially devas-
tating blow to market recovery.  This 
impact would have been particularly 

severe in the Sacramento region where 
access to flood insurance is so impor-
tant.  NAR will continue to work with 
our Congressional allies to minimize 
the potential impact of second home 
insurance rate increases for flood insur-
ance as the legislative process moves 
forward, and work toward the ultimate 
goal of the five-year extension of NFIP.  

The Sacramento region has waited 
many years for the five-year extension 
of NFIP, and seen many short term 
extensions expire, sometimes with-
out a second short term extension 
immediately following, creating great 
uncertainty for those buying and sell-
ing homes.  When the five-year exten-
sion goes through, it will be thanks to 
Congresswoman Matsui who worked 
so hard for the Sacramento region on 
this important program. 

U.S. property purchases. Foreign buyers 
purchased homes throughout the coun-
try, but four states – Florida, California, 
Texas and Arizona – contained 51 per-
cent of the homes purchased. Florida 
has been the fastest growing destina-
tion of choice, accounting for 26 percent 
of foreign purchases. 

NAR offers a Certified International 
Property Specialist (CIPS®) designation, 
which prepares REALTORS® to serve the 
growing international market in their com-
munity by focusing on culture, exchange 
rates, investment trends and legal issues.   

Twenty-seven percent of REALTORS® 
reported having worked with interna-

tional clients in the past year. Fifty-two 
percent of REALTORS® reported that 
international transactions accounted 
for one to 10 percent of their total 
transactions, while 27 percent report-
ed that they made up more than 10 
percent of total transactions. 

SAR Members who are interested 
in learning more should get in touch 
with Alan, at alan@alanwagner.com; or 
Janelle Fallan, SAR Director of Public 
Affairs, at jfallan@sacrealtor.org. 

Taken in part from the National 
Association of REALTORS' 2012 Profile of 
International Home Buying Activity.

They Come to America…To Buy Real Estate
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DATE TIME CLASS COST TOPIC INSTRUCTOR
July 10  12noon – 1:30pm Increase your client’s 

purchase potential 
with Citibank - Lunch 
& Learn

$15 •  W.I.S.H. funds down payment assistance
•  HomeRun portfolio product (3 down, no MI, and no hits to the rate)
•  Citi's closing costs advantage for LMI borrowers
•  1/2% down FHA product
•  HomePath
•  HARP 2 (Home Affordable Refinance Program)
•  Citiquick processing type for affluent clientele 

Cindy Ruth

July 18  9:00 – 1:00pm Representing the 
Small or 1st Time 
Investor Part I

$35 •  Do you represent small or 1st time investors?
•  Are you a small or 1st time investor?
•  Should you be a small or 1st time investor?
•  Are you aware that the return on investment for duplexes and fourplexes have
   increased by 196% since the 2004-2005 market run-up?

•  Do you know how to evaluate the investment value of a small income property?
•  Are you able to compare the value and potential returns on small investment properties (i.e.    
   vacant land vs improved property)?

•  Can you compare today’s return on small investment properties to a “safe rate”? 

Gary Hancock, 
SAR Faculty Member 

July 19  9:00 – 1:00pm Representing the 
Small or 1st Time 
Investor Part I I

$35 •  Apply what you learned in the first class. Please bring your personal laptop
•  including the Windows Spreadsheet Application in EXCEL
•  We will search MetroList for ACTIVE AND SOLD properties and complete the
•  Annual Property Operating Data (APOD) Form in a group setting.
•  Evaluate the impact of financing leverage options
•  Practical application using the “unbuilt building” formula

Gary Hancock, 
SAR Faculty Member 

July 30  8:30am – 4:30pm Mortgage Loan 
Originators*

$149 Satisfies all National and State yearly renewal requirements with:
• Three hours federal law and regulations
• Two hours of ethics
• Two hours of lending standards for nontraditional mortgages
• One hour of Appraisal Analysis

About the seminar:
• Each student will receive “Compliance in Action”, a good reference book (130 pages)
• Course fee includes the $12 NMLS bank fee required
• Students taking home study courses of any kind must be on a computer eight
hours and must pass a NMLS approved exam. A real live class is of more value.
8 hours continuing education

Duane Gomer 
Company 
Representative 

S A R  E D U C AT I O N A L  O F F E R I N G S

REALTORS® shall cooperate with other brokers except when cooperation is not in the client’s best interest.  The obligation to cooperate does not include the obligation to 
share commissions, fees, or to otherwise compensate another broker. (Amended 1/95)

CASE INTERPRETATION:  Case #3-7: Time at Which Modification to Offer of Compensation is Communicated is a Determining Factor  
(Revised Case #22-7 May 1988.  Transferred to Article 3 November, 1994, Cross Reference Case #2-14.  Revised November 2001..)  Reprinted from the Ethics and Arbitration Manual with permission 
from the National Association of REALTORS®.)

CODE OF ETHICS ARTICLE 3

E T H I C S  C O R N E R

All classes listed above are held at SAR's Mack Powell Auditorium. To 
register online, visit ims.sacrealtor.org. Questions - contact Brian DeLisi 
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 regis-
tered, 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 registra-
tion fee will be forfeited All costs listed are based on early bird SAR Member fees.

*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 which are expressed 
by the course sponsor, instructor, authors or lecturers. You must attend 
90% of the class, pass a written exam and have proof of identification 
to qualify for DRE Credits. 

REALTOR® A listed Seller X’s home and 
filed the listing with the MLS. The prop-
erty data sheet indicated the compen-
sation REALTOR® A was offering to the 
other Participants if they were success-
ful in finding a buyer for Seller X’s home.

During the next few weeks, REALTOR® 
A authorized several Participants of 
the Multiple Listing Service, including 
REALTOR® C, to show Seller X’s home 
to potential buyers. Although sever-
al showings were made, no offers to 
purchase were forthcoming. REALTOR® 
A and Seller X, in discussing possible 
means of making the property more 
salable, agreed to reduce the listed 
price. REALTOR® A also agreed to lower 
his commission. REALTOR® A changed 
his compensation offer in the MLS and 
then called the MLS Participants who 
had shown Seller X’s property to advise 
them that he was modifying his offer of 
compensation to cooperating brokers. 
Upon receiving the call, REALTOR® C 

responded that he was working with 
Prospect Z who appeared to be very 
interested in purchasing the property 
and who would probably make an offer 
to purchase in the next day or two. 
REALTOR® C indicated that he would 
expect to receive the compensation 
that had been published originally in 
the MLS and not the reduced amount 
now being offered to him, since he had 
already shown the property to Prospect 
Z and expected an offer to purchase 
would be made shortly. REALTOR® A 
responded that since Prospect Z had 
not signed an offer to purchase and no 
offer had been submitted, the modi-
fied offer of compensation would be 
applicable.

The following day, REALTOR® C wrote 
an offer to purchase for Prospect Z. The 
offer was submitted to the Seller by 
REALTOR® A and was accepted. At the 
closing, REALTOR® A gave REALTOR® C a 
check for services in an amount reflect-

ing the modified offer communicated 
to REALTOR® C by phone. REALTOR® C 
refused to accept the check indicat-
ing that he felt REALTOR® A’s actions 
were in violation of the Code of Ethics. 
REALTOR® C filed a complaint with the 
Board’s Grievance Committee alleging 
violation of Articles 2 and 3 on the 
part of REALTOR® A citing Standard of 
Practice 3-2 in support of the charge.

During the hearing, REALTOR® C stat-
ed that REALTOR® A’s modification of 
the compensation constituted a mis-
representation through concealment of 
pertinent facts since he had not pro-
vided REALTOR® C with specific written 
notification of the modification prior to 
the time REALTOR® C began his efforts 
to interest the purchaser in the listed 
property. REALTOR® A defended his 
actions by indicating that timely notice 
of the modification of compensation 
offered had been provided to REALTOR® 
C by telephone prior to REALTOR® C 

submitting a signed offer to purchase. 
REALTOR® A also indicated that his mod-
ified offer of compensation had been 
bulletined to all Participants, including 
REALTOR® C, through the MLS in accor-
dance with Standard of Practice 3-2 
prior to the time that REALTOR® C had 
submitted the signed offer to purchase. 
REALTOR® A also commented that had 
REALTOR® C submitted the signed offer 
to purchase prior to REALTOR® A com-
municating the modified offer, then 
REALTOR® A would have willingly paid 
the amount originally offered.

Based on the evidence presented 
to it, the Hearing Panel concluded 
that REALTOR® A had acted in accor-
dance with the obligation expressed 
in Standard of Practice 3-2 based on 
changing the offer of cooperative com-
pensation in the MLS alone, even with-
out the courtesy phone calls, and conse-
quently was not in violation of Articles 
2 or 3.
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August Main 
Membership Meeting: 

Legal Update

A U G U S T  C A L E N D A R  O F  E V E N T S

Monday Tuesday Wednesday Thursday Friday

 1 2 3

24

17

109

16

2322

15

87

14

2120

6

13

3130292827

MetroList Training –Prospector 
Course 1 (T)

9:00am – 12noon

MetroList Training – Prospector 
Course 2 (T)

1:00 – 4:00pm

Main Meeting (A)
8:30 – 9:30am

National Association of Hispanic 
Real Estate Professionals 

(NAHREP)
11:30am – 2:30pm

Regional Meetings* (A)
8:30 – 9:30am

Duane Gomer Notary Seminar (A)
8:30am – 5:00pm

Duane Gomer 45 Hour License 
Renewal (A)

1:00pm – 4:00pm

Regional Meetings* (A)
8:30 – 9:30am

Duane Gomer’s Mortgage License 
Origination – Continuing Education

8:30am – 4:30pm

MetroList Training – Auto Prospecting 
& Mapping Workshop (T)

9:00– 11:30am

New Member Orientation (B)
12:30 – 4:30pm

MetroList Training – Realist Workshop (T)
1:00 – 3:30pm

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

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

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

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

WCR Luncheon (A)
11:00am – 2:00pm

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

Industry Update (B)
9:30 – 10:30am

Realtist (A)
11:00am – 1:00pm

CanTree – Sip & Support (A)
6:00pm – 10:00pm

Public Issues Forum (B)
9:30 – 10:30am

Regional Meetings* (A)
8:30 – 9:30am

*For Regional Meeting 
locations and times, visit 

www.sarcaravans.org 
or contact 

Tony Vicari at 
tvicari@sacrealtor.org or 

437-1205.

(A) Mack Powell Auditorium
(B) Board Room, 2nd Floor
(T) Training Room, 2nd Floor
(U) Upstairs

Meetings subject to 
change.

Calendar 
Information

HIT ONE OUT OF 
THE PARK!

Triple Play Savings

344-TWIN (8946)
or

info@twintermite.com
www.twintermite.com

ONE CALL DOES IT ALL
prices e� ective April 2012

HOMES 
up to 2,000 sq. � . $449.00  SAVE $85.00

2,001 to 3,000 sq. � . $449.00  SAVE $85.00
3,001 to 4,000 sq. � . $549.00  SAVE $85.00
4,000 + sq. � . Call for Price

TERMITE + HOME + ROOF INSPECTION
COMBO PACK

T E C H  T I P

By Jennifer Odama

Protecting Your Client’s Non-Public Information

It’s Saturday evening.  You and your 
clients just spent the day touring 10 
homes in six different zip codes.  Your 
clients decide to make an offer on 123 
Main Street, since they, like 23 other 
buyers, see that this property has “good 
bones with potential.”   You haven’t 
eaten anything all day and your brain 
feels fuzzy, but you push through to 
write up the offer.  Your clients hand 
you their earnest money check.  You 
swiftly make a photo copy, slide the 
copy behind the purchase agreement 
and scan the whole package to email to 
the listing agent.  

We email or fax offers all the time, right?  
But, how many of us conceal our client’s 

non-public information like their bank 
routing and checking account number 
before transmitting?  If your client express-
es concern watching you scan their ear-
nest money check, you might dig through 
your drawers for a black Sharpie pen to 
scratch out the bank routing and checking 
account numbers. Unfortunately, though, 
Sharpie pens weren’t created to hide text, 
but rather make text stand out.  So, the 
scanner or the fax machine that you just 
loaded your client’s offer package into 
shines a bright light onto each page, thus 
still making the numbers you scratched out 
visible.  What can you do?

There are several software programs 
that can easily solve this problem. One 

was mentioned in last month’s tech-
nology article, Adobe Acrobat (www.
adobe.com).  You would have to invest 
in the professional version, but there 
is a “redaction” tool that allows you to 
replace text with a black bar, perma-
nently removing the text from the PDF.  
Another program is Paperport standard 
version (www.nuance.com).  Paperport 
has an “eraser” tool that you just glide 
over the text and it makes it disappear.  
Tune in to this month’s tech tip video 
for detailed instructions on how to use 
these tools.

To view the Tech Tip video, visit 
www.sacrealtor.org.

Speaker: 
Gov Hutchinson, CAR 

Assistant General 
Counsel & Staff VP 

Tuesday, August 7 
from 9:00-10:30am 

SAR Mack Powell 
Auditorium

Gov will discuss the new 
real estate laws including 

those related to the 
distressed market.

800.628.6983

This publication
is seen by

5,300+
local members,

to advertise call:
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St. John’s Shelter Creates Better Tomorrows for Homeless Women 
and Children  

M E M B E R  O F  T H E  M O N T HS A C R A M E N T O  H O U S I N G  S TAT I S T I C S 

Sales volume picks up, low inventory creating challenging market

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

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. JMike Frank NMLS 328707, 
Roland Benson NMLS 353144, Brad Bauer NMLS 323859, Michael Johnson NMLS 259850, Nicole Nelson NMLS 205863. All rights reserved 07/2012. imortgage NMLS ID 3096.

Mike Frank
Sales Manager

Office (916) 746-8414

Roland Benson
Sales Manager

Mobile (916) 768-1578

Nicole Nelson
Loan Consultant

Office (916) 746-8414

Michael Johnson
Loan Consultant

Mobile (916) 217-0222

Brad Bauer
Loan Consultant

Mobile (916) 715-7170

continued on page 13

The median home sales price dropped 
slightly for May to $168,750, a .1% 
decrease from $169,000. The $200,000 
- $249,999 price range still accounts 
for the majority of the 1,816 total sales 
this month (14.9% or 270 units), while 
homes under $100,000 totaled 293 
(16.1%) units. Closed escrows from con-
ventional financing (673 units or 34.4% 
of all sales) increased 6.1%, cash buyers 
decreased 1.5% (617 units) and FHA 
financing decreased slightly by 2.9% 
(515 or 26.3%). These numbers include 
the 141 condo sales this month. The 
average amount of days spent on 
the market (from list date to opening 
escrow) was 59 days; the median DOM 
decreased to 27. 

Sales increased for the month to 1,816 
units sold, up 11.2% from the 1,633 
closed escrows in April.  Year-to-year 
closed escrows were up 10.1% from the 
1,650 units sold May 2011. Making up 
the closed escrows this month were 504 
REOs (27.8%), 546 short sales (30.1%) 
and 766 conventional sales (42.2%). 
Compared with last month, REO sales 
are down 7.6%, short sales are down 
1.3% and conventional sales up 7.1%. 

The Total Listing Inventory has been 
split to more accurately reflect the cur-
rent market. Active Listings numbered 
1,413 properties, with 325 Active Short 
Sales making up 23% of that number. 
Active Short Sales Contingent prop-
erties totaled 2,561. 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 accu-
rate Housing Market Supply figure. The 
Housing Market Supply figure (inven-
tory) for May was .8 months – a 11% 
decrease from April. This figure repre-
sents the number of months it would 
take to deplete the Active Listing 
Inventory (1,413), given the current num-
ber of closed escrows (1,816). This figure 

is down from the 2.5 months of inventory 
that was available in May 2011. 

Recently, certain zip codes have seen 
slight increases in median sales price. 
These areas are newer construction sites 
that were the first to decline when the 
market turned down. Natomas, newer 
Elk Grove and south Rancho Cordova 
(Anatolia) are spotlighted comparing 
January median sales prices to May:
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APRIL 2012 Data for Sacramento County and the City of West Sacramento

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.

Word is getting around about M&M Properties!

www.mmproperties.com

Let our qualifi ed property 
managers make your life 

simpler and more cost effective! 

Contact us today!
www.mmproperties.com 

916-923-6183 
1401 El Camino Ave., Ste. 200 

Sacramento, CA 95815

Phil Adams – Folsom, Eldorado Hills, Fair 
Oaks,Cameron Park,  cell: 916-591-0124

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

Renee Cabral – South East Sacramento (zip codes 
95828, 95829, Elk Grove 95624)
cell: 916-281-7771

Joe and Susie Cabrillo – Sacramento (zip codes 
95829, 95828, 95827) 916-213-8526 
916-628-5263

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)
916-716-3660

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

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

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

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

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

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

Jan Windsor – Carmichael 95608, Arden Oaks/
Arden Fair (95864,95821,95825 East Sacramento 
95819) cell: 916-320-8408

Barbara LeMaster – Small Commercial,
Apartments (16 units or more) 
Sacramento County cell: 916-833-9252

“Your good services have bolstered me into purchasing another property in Sacramento!”

“Absolutely a fi ve star rating! I’m impressed with your professionalism and promptness! When problems 
happen, I know that you will handle them in a timely fashion with knowledge based solutions. I totally trust all 
aspects of your management”

“You excel at resolving any confl icts or issues that come up, with your great skill in communication and 
diplomacy, and with your experience. We are extremely confi dent that our property and tenants are being well 
taken care of.”

“Our two rental properties were well maintained and rented with costs kept reasonable over many years. 
Thanks very much for all your help!”

List of  property managers servicing the Sacramento Region 

Work: (916) 923-6183 ext. 110 
REALTORS®!

Want to create residual income!

Ever thought of a career in

property management?

Give me a call!
Management Class 2nd Tuesday each month at 5pm • 1401 El Camino Ave., Ste. 200 • Sacramento, CA 95815

CALL 916-548-7712 TO RSVP



 

EXPER IENCE THE  ALP INE 

DIFFERENCE

©2012 A Division of Pinnacle Capital Mortgage Corp. | Equal Housing Lender       | NMLS 81395
Licensed by the Department of Corporations under the California Residential Mortgage Lending Act.

Lodi
1530 W. Kettleman Lane, Suite B  
Lodi, CA 95242 
Phone: 209.367.4232

Roseville
2281 Lava Ridge Court, Suite 210 

Roseville, CA 95661 
Phone: 916.789.1688

“Alpine Mortgage has my 
highest recommendation”

Mark Peek
Keller Williams Realty

“They ROCK!”
Stacy Moffat

SunCal Real Estate Group

“My GO TO lender!”
Jane Miller

Coldwell Banker

“...one of the elite lenders...”
Trish Bist
Re/Max

“VERY helpful!”
Murry Shane 

Re/Max

“...knowledge of an ever-changing market...”
Connie Mega

Coldwell Banker

“When I refer someone to Alpine I know 
they will be well taken care of.”

Lisa Granucci
G-7 Realty

“EXCELLENT and 
responsive care”

Merrilee Davidson
Lyon Real Estate

“Since I started working with 
Alpine Mortgage I could not have 

found a better partner.”
Greg McClure

Smart Click Realty



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

I have been with SAR for over seven 
years. My position is the SAR Retail 
Center Assistant. 

What did you do before coming to SAR?
I worked at the Disney Store at Arden 

Fair Mall.

What do you like best about working 
for SAR?

I enjoy the long days with my fellow 
staff members, as well as the benefits 
that come with working at SAR. 

How long have you lived in the 
Sacramento area? Where have lived 
before?

I have been living in Sacramento for 
almost 11 years. I moved here from the 
San Francisco Bay Area to attend college 
at Sacramento State.

What do you like/dislike about 
Sacramento?

Compared to the weather in the San 
Francisco Bay Area, I liked that Sacramento 
actually goes through all four seasons. 

However, after all my years in Sacramento, 
I do miss the constant cool misty weather 
of the San Francisco Area.

What are your hobbies or other activi-
ties?

I love food, shopping (I am a shoe 
addict), traveling, and going to the 
beach. I am blessed with amazing peo-
ple in my life and have the biggest joy 
spending time with them. I also like to 
do nothing; just relax and chill. 

Have you watched any good movies 
lately?

Surprisingly, I am not into movies as 
much as I used to be. Although, I am a 
sucker for chick flicks and movies that 
send me into analysis mode. 

Do you have a favorite restaurant in 
Sacramento?

Too many to mention! Although, my 
favorite types of restaurants are Asian 
and Italian. 

What would people be surprised to learn 
about you?

I am a triplet (one set of identical twin 
brothers and myself ). If you are wonder-
ing, yes my mom (and dad) survived it 
all and still are!
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EXPRESS

EXPRESS

Broker

PASS

PASS

BROKER

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.**

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:

*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 1-800-
325-5363. November 2011. ©Standard Pacific Homes 2011.

StandardPacificHomeS.com866-815-2444     

Public Issues 
Forum Recap
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continued from page 10

Sacramento Housing 
Statistics

Condominium Resale Market
Sacramento condominium sales 

decreased for the month to 141 units. 
This figure is down 4.1% from the 147 
units sold in April and down 2.8% from 
the 145 units sold in May 2011. REO prop-
erty sales accounted for 32.6% (46) of all 
units sold while short sales (31.2% or 
44) and conventional sales (36.2% or 51) 
accounted for the remainder. The per-
centage of REO condo sales decreased 
.3%, short sales increased 6.4% and con-
ventional sales decreased 4.9%. The con-
dominium median sales price increased 
3.2% month-to-month, from $75,000 to 
$77,425. This current price is down .7% 
from the $78,000 May 2011 median sales 
price. Of the 361 units in the Listing 
Inventory, 230 (63.7%) were listed as 
Active Short Sale Contingent, leaving 
the actual Active Listing Inventory at 131 
units. Of these 131 units, 32 were listed 
as Active Short Sales. 

Kerri Howell, Mayor of Folsom, and 
a member of the Sacramento County 
Regional Sanitation District spoke at 
the June Public Issues Forum.  She dis-
cussed the new waste water treatment 
plant that the State of California wants to 
require.  If the new plant goes through 
it would dramatically increase costs for 
current users, and for new connections.  
The Regional Sanitation District filed a 
lawsuit stating that what the State is 
attempting to require is unreasonable, 
and not based on sound science.  Mayor 
Howell does not expect resolution on 
this issue for another six months.

She also talked about the new annexa-
tion approved for the City of Folsom, but 
that the City does not plan to develop 
until the economy improves.  The City of 
Folsom also approved 300 units in a new 
subdivision, which she said was a signifi-
cant amount of development consider-
ing only 1200 permits were pulled in all 
of Sacramento County last year.

Public Issues Forum is the third Friday 
of every month at 9:30am in the SAR 
Board Room.  It is free and open to all 
SAR Members.
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New REALTOR® Members
Gloria L. Almeida
EDH Real Estate Services

Elizabeth  Andrews
American Dreamworks Realty

Brad L. Bitler
Coldwell Banker-Doug Arnold

Kellee A. Bradford-Davis
BHG Mason-McDuffie Real Estate

Yolanda M. Bradshaw
Dean Adams Residential R.E.

Randall T. Bragg
Coldwell Banker-Res R E Srv

Felemarie Buenviaje
DWJ Mortgage Corp

Sophan Chhun
Worley Real Estate

Cesar Gonzalez
Capital Equity Group

John Henderson
Riverpoint Realty

Michael P. Kluka
Keller Williams Realty

Darren Lau
First Realty

Theresa K. Luna
Weichert REALTORS Galster Grp

Jamal V. Malik
BHG Mason-McDuffie Real Estate

Manohar R. Mandadi
Real Living / Great West

Tajinder S. Mann
Keller Williams Realty

Carla M. Martin
Patty Gillette, REALTOR

Suzanna L. Martinez
Big C Realty

James B. Matessino
Connect Realty.com Inc.

Sabrina R. Mathews
Lyon RE Fair Oaks

Leah S. Miller
Keller Williams Realty Elk Grove

Judith A. Moraga
Century 21 M & M and Assoc.

Vitaliy M. Pshichenko
Keller Williams Realty

Daniel Scales
Big C Realty

Jed T. Setzer
Lyon RE LP

Vitaliy Shtefanitsa
Real Estate Source Inc

Belinda E. Smedley
Clear Horizon Real Estate

Tatyana Somova
Advanced Global Real Estate

Todd Souza
Lyon RE Sierra Oaks

Bing I. Supanich
Coldwell Banker-Res R E Srv

Marisa Van Gelder
Campbell Real Estate

Lawrence J. Viviano
Avalar R.E. & Mortgage Network

Adam D Wood
Davis & Davis Associates

Hong B. You
Keller Williams Rlty Elk Grove

New Designated REALTORS®
Sadie J. Benson
Commercial Capital Funding

Barbara K. Burgess
MBK N. CA Residential Inc

Rashpal S. Dhillon
RD Realty

Kambiz Elahi
Kambiz Elahi

Ernest Feliciano
Feliciano Realty

Rogelio T. Gulen
EDH Real Estate Services

Kevin D. Kading
Kevin Kading Realty

Gerard T. Kalt
California Buyers and Sellers

Simon S Kwan
First Realty

Keith L. McLane
Keith L. McLane

Marsha Richardson
Marsha Richardson

Andrew V. Topchiy
Andrew V. Topchiy

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.

Free Rent Survey

HOUSES - DUPLEXES - CONDOS - APARTMENTS

1220 Melody Lane,  Ste. 110
Roseville, CA   95678

916-781-7075

8856 Greenback Ln. Ste. B
Orangevale, CA 95662

(916) 988-5300
(530) 677-7917

5896 South Land Park Dr.
Sacramento, CA 95822

(916) 429-1205

THREE CONVENIENT LOCATIONS!

Bob Machado
President
CPM, MPM

(916) 429-1205
Visit us for a list of services,

FREE information & rental listings
www.HomePointe.com

THE CHALLENGE:
Client is a surgeon
Who needs a second home with 20 acres 
of alfalfa and a large arena to pursue 
their passion for training show horses.

Needs an $800,000 
residential mortgage.

 
WE HAVE THE SOLUTION.
Not just mortgages.  
Residential lending solutions.

www.goldenpacifi cbank.com
877.421.0322

NMLS ID #696891



Internal and external changes occur-
ring at the California Department of 
Real Estate (DRE) may increase the risk 
to licensees of being disciplined by DRE.

We previously wrote about Governor 
Brown’s proposal to eliminate DRE and 
place the responsibility for real estate 
licensees within the Department of 
Consumer Affairs (DCA).  There were 
many areas of concern with this pro-
posal.  As this article is written it appears 
the most likely scenario is that DRE 
will remain substantially intact but will 
become a Bureau under the DCA.  

Will it become the BRE?  This is con-
sistent with the legislative mandate 
of last year that the primary responsi-
bility of DRE is consumer protection.  
DRE formerly was under the Business, 
Transportation and Housing Agency 
which is slated for elimination.

The internal changes will likely have 
more direct impact on licensees.  

Essentially a perfect storm arose in 
the area of licensee discipline.  No one 
can argue that activities of a significant 
number of licensees during the past 
several years demonstrated a need for 
greater enforcement.  At the same time, 
the number of persons applying for new 

licenses decreased dramatically, allow-
ing for reallocation of assets from licens-
ing to enforcement.  The third aspect 
of the perfect storm was the legislative 
edict that DRE emphasize consumer 
protection.

At the CAR meetings in Sacramento 
in early May, Wayne Bell, Chief Counsel 
for DRE, advised that the Department 
had more than 4,200 active disciplinary 
matters pending against licensees.  That 
represents over one percent of all active 
licensees.  In an association such as the 
Sacramento Association of REALTORS,® 
with approximately five thousand 
Members, if that ratio were applied you 
could expect about fifty members to be 

the subject of an active DRE disciplinary 
matter.  If you do not know someone 
currently being investigated, the odds 
are you will soon.

In this aggressive disciplinary scenar-
io, every licensee would be well advised 
to keep the contact information for 
an experienced DRE defense attorney 
handy.  

If DRE calls and asks to discuss a 
transaction with you, the best course of 
action would be to discuss the matter 
with a knowledgeable attorney before 
making ANY statements to DRE.  Once 
you make a statement to a DRE repre-
sentative, that statement will be in the 

file and could be used against you if 
disciplinary action is initiated.  

While we encourage full cooperation 
with DRE in any investigation, you need 
to be fully aware of the issues and the 
risks to you before making any state-
ments which could result in an action 
being taken against you.

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

You may sign up online for a free 
monthly email legal update.
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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.

Lynn Pini
AVP/ Sales Manager
NMLS # 500711

916-300-0667 

Meet your dedicated local Mortgage Lending Team

locally grown mortgages

a partner for the life of your mortgage
purchase—refi nance—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!

Joanne Cesar
Mortgage Loan Offi cer
NMLS # 474259

916-667-4627 

Danica Halverson
Mortgage Loan Offi cer
NMLS # 486218

916-622-8198

Vicki Fenner
Mortgage Loan Offi cer
NMLS # 501200

916-517-5308 

Steven C. Justeson
Mortgage Loan Offi cer
NMLS # 191066

916-740-5371

Tom Pifer
Mortgage Loan Offi cer
NMLS # 500655

916-300-0769 

Rene Young
Mortgage Loan Offi cer
NMLS # 486793

916-939-3002

Conforming / Non-Conforming Government / FHA / VA  Investment Property
Fixed-Rate / ARMS1   Bond Programs2   Manufactured Homes
First-Time Homebuyer  USDA Rural Housing2  HomePath® Mortgage3 
Jumbo Loans    Residential Custom Construction 

Loan Programs:

David Osborn
Mortgage Loan Offi cer
NMLS # 708652

916-563-1762 

Dan Starelli
VP/Area Manager
NMLS # 297718

916-803-8623 

Michael Bettencourt
Mortgage Loan Offi cer
NMLS # 238181

916-337-2159 

Frank Huck
Mortgage Loan Offi cer
NMLS # 459457

916-847-4666

Jeffrey Stevens
Sales Manager
NMLS # 274488

916-563-1006

George Castillo
Mortgage Loan Offi cer
NMLS # 809234

916-714-8301

Renee Russell
Mortgage Loan Offi cer
NMLS # 217012

916-774-3922

Andy McInnes
Mortgage Loan Offi cer
NMLS # 500780

775-284-2140 

Duane Logan
Mortgage Loan Offi cer
NMLS # 354313

775-284-2138 

Danny Ponder
Mortgage Loan Offi cer
NMLS # 230269

916-563-1758

L E G A L  U P D AT EL E G A L  U P D AT E

Changes at DRE May Dramatically Increase Your Risk
by Christopher Hanson, Real Estate Broker/Attorney, Hanson Law Firm
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20+ Years of Real Estate 
Publishing Excellence!

For advertising informaion, please 
contact Craig Foley or Ned Foley 
at 800-628-6983 or visit our 
website at www.foleypub.com.

Foley Publications, Inc.  
is proud to partner with the 
Sacramento Association 
of REALTORS®.   Together we 
provide a professional, monthly 
newspaper for the Association’s 
membership.
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