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STABILITY SINCE 1887

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

Paula Swayne

2014 President

“Alone we can do so little; together we can do so much.” —Helen Keller
Starting a new year is always exciting – setting new goals, planning fresh
starts – excitement is in the air. It is the one time of year when we seem to
collectively face our challenges and our fears with anticipation of positive
change.
This couldn’t be more evident than at the Sacramento Association
of REALTORS®. We are constantly challenging ourselves to create an
experience with our association of which our members can be proud. How
do we approach the demands we make upon ourselves on behalf of our
members? By working collaboratively we are able to make great strides
in continual improvements to services such as the Retail Center, the Mack
Powell Events Center, professional standards and the association itself.
I personally experienced this collaboration when meeting with the
Chairs and Vice-Chairs of the 2014 committees this past fall. I thought I
was going to ask for their opinions on how I could help them with their
goals in 2014. However, I discovered a willingness between the Chairs and
Vice-Chairs to share ideas with each other that far outweighed anything I
could have contributed. It was inspiring!
We have an opportunity to bring some of the most creative and caring
people together to raise the bar even higher for our association and its
members. Committee Chairs and Vice- Chairs are going to meet quarterly
to talk about our challenges and how to approach them as well as our
successes and how they came about. We will be able to learn from each
other and solve issues together.
Also, we will be zeroing in more on our Vision Statement, Mission
Statement and the Strategic Plan, taking advantage of those lofty goals
by referring to them constantly at our meetings as a reminder of the
purpose of our actions. We have been fortunate to accomplish many of
these goals much sooner than anticipated, so we will be reviewing them
and updating them on a constant basis. This can’t be accomplished on an
individual basis, but by collaboration among our members for continual
improvement.
I am proud to be a REALTOR®, and am constantly amazed by the passion
and caring our REALTOR® and affiliate volunteers give. This promises to
be a year of wonderful experiences, working together to carry on the
tradition of “Experiencing Extraordinary” for our members and the public.

Master your Business 2014
Educational Roundtables and Lunch

Sponsored by SAR Masters Club – Open to all SAR Members
Friday, February 7, 2014
9:00AM-1:00PM
$15 to attend if registered by January 31; $20 after
You won’t want to miss a moment of this year’s annual Educational Roundtables. You’ll
discover some pleasing changes. The program includes a light breakfast, keynote speaker,
breakout sessions, a panel discussion and lunch. All this for the low cost of $15 (if you pay by
January 31).
Keynote Speaker Ryan Lundquist will give us a snapshot of where the real estate industry
has been and a preview of where he sees it going. The four roundtables follow. Here is your
opportunity to discuss, reflect and share.
Each Roundtable group leader will give a report from the tips gleaned from the topic
discussed. The event will close with lunch and a panel of top producers answering your
questions and offering new information on the industry.
You may join three sessions, but you will be given the information from all 4 topics.
Topics for this year’s Educational Roundtables are:
		 1. Master Lead Generation
		 2. Master your relationship with Sellers
		 3. Master your relationship with Buyers
		 4. Preview Sacramento’s Master Plan

Attention MortgAge originAtors
Let’s Build Something Together
We are building something special at Freedom Mortgage.
We are aggressively seeking motivated mortgage
professionals to join our retail team.
if you are goal focused, thrive on competition, and have
the desire to win, then Freedom is the place you want to be.
• Over 4 Billion plus in Servicing!
• 14 Days to Funding
• Recognized as the Third Largest Ginnie Issuer

Founded in 1990, Freedom is a privately held, full-service
residential mortgage lender licensed in all 50 states.

Carl Streicher

Senior Vice President, Western Divisional Leader
Carl.streicher@FreedomMortgage.com
3586 Seaview Way • Carlsbad, CA 92008
Work: 856-626-2459
Fax: 866-375-2185
Cell: 760-805-9338

FreeDoM to sUCCeeD
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CEO EXCHANGE
CHIEF EXECUTIVE OFFICER

DAVE TANNER

Soaring to New Heights
Every year at this time, we attempt to recover from all the holiday festivities
and set our sights on the year ahead. This year is no different. Last year,
President Chris Little encouraged us to Build a Foundation for the Future. This
year, President Paula Swayne encourages us to use that foundation as our base
so that Together We Soar.
I think that the middle word in her theme is the most important. We can soar.
Who is this we?
Historically, more than three out of four residential real estate transactions
involve buyers and sellers being represented by different brokers. It seems
logical then that no one broker can soar without working together with other
brokers. One broker may be excellent at listing properties. Another broker may
excel at attracting buyers. Each has their own specialty but together they can
soar.
A successful real estate transaction requires many parties to close the escrow.
Lenders, title companies, escrow companies, pest control companies, appraisers,
home and other inspectors. Each of these performs an important function
in completing the transaction, yet each transaction needs most or all of
them working together to be successful. Each party is skilled at what
they do but it is only by working together that we truly soar.
Most of the members of SAR focus primarily on residential
listings and sales. But we also have a significant number of
members who focus on commercial transactions, property
management, appraisal or other specialties. It is by
working together in one association that we can muster
the resources necessary to support each of these specialties
with the benefits they need to help them to be successful.
Together we can soar.
I believe that SAR has the best staff of any real estate
association in the country, but it would have no purpose
without the members to support. We depend on the volunteer
members to work with staff to set policy and let staff know what
the members need. The volunteers are an important part of
making the association work. Both the staff and the volunteers
have their own responsibilities and capabilities. But it is in
working together that we can truly soar.
All the indicators are that 2014 will be a great year for
continued recovery in the real estate market as well as the
economy in general. As we go through the year let us
all look for opportunities to move our association and
industry forward so we can make sure that Together
We Soar.

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 consultants, so you can help your clients go from home seekers
to homeowners. We specialize in FHA & 203K, VA, HomePath®, Conventional and Jumbo loans.

Give our Roseville team a call today, and we’ll help your
clients find the right solution and help you secure more sales.

Jeani Buckmaster

Roland Benson

Brad Bauer

Lew Wehner

Branch Manager

Sales Manager

Loan Consultant

Sales Manager

NMLS ID 254991

NMLS ID 353144

NMLS ID 323859

NMLS ID 252274

Bruce Van Patten

Daniel Huffman

Jennifer Igou

Patricia Pickering

Loan Consultant

Loan Consultant

Loan Consultant

Loan Consultant

NMLS ID 632096

NMLS ID 821086

NMLS ID 310965

NMLS ID 413969

Michael Johnson

Nicole Nelson

Loan Consultant

Loan Consultant

NMLS ID 259850

NMLS ID 205863
Incredible employment opportunities available. Call today!
imortgage 3013 Douglas Blvd., Suite 205, Roseville, CA 95661. Rates, terms, and availability of programs are subject to change without notice.
Licensed by the CA Department of Business Oversight CRMLA 4131040. Corporate NMLS ID 174457. All rights reserved. 12022013.
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A bout the M arket
REAL ESTATE FINANCE FORUM CHAIR

Jessica Lombardo

Happy New Year! I’m excited to be the Chair of this year’s Real Estate
Finance and Affiliate Forum!
New this year is the addition of a Vice-Chair position, which will be held by
Aaron Meilich. Together Aaron and I can’t wait to share the presentations we
have lined up for SAR Members for 2014.
Here are some of the topics we will be offering:
• What is QM (Qualified Mortgages) and how will it impact the Lending and
Real Estate Environment?
• Lending and Real Estate Fraud Defined – Preserving our Industry
• Taking your Marketing to the Next Level
• The Life of a Loan – Detailing Each Step from Application to Closing
In addition to presentations we will continue to have updates from Fannie
Mae, Freddie Mac, FHA, appraisers, escrow and title, and other entities that
are involved in real estate transactions. Whether you’re a REALTOR®, loan
officer, appraiser, or other real estate professional, our goal is for the forum
to help you succeed in your business. The Real Estate Finance Forum is the
1st Thursday of the month at SAR from 9:00 – 10:30 a.m. Be sure to mark it on
your calendar as a recurring event. Our next forum is February 6th.
Since it is a New Year, many of you may be asking what financing will look
like for 2014. I believe we will see a lot more of the same. I anticipate more
regulation, slightly tighter guidelines, and interest rates increasing a bit but
staying below historic averages.  While the QM (Qualified Mortgage) changes
that will be implemented in January will have some impact on the industry,
it’s looking like the effect won’t be as hard at the originator or REALTOR® level
as many of us believed six months ago.
Our February forum will go into the details of QM, including the max debt
to income ratio, the ability to repay rule, the max 3% rule, and what the
industry has done to adapt since its January implementation.
Those of us who have been in the industry for the past seven years have
learned to quickly adapt to change. At the same time, we must continue
making our voices heard through SAR and any other trade affiliations. This
will ensure that our businesses can thrive, while protecting the consumer, for
many years to come.

Invest in RAF and WIN!
The REALTOR® Action Fund is an investment
to protect you and your business from onerous
government regulations, such as like point
of sale requirements.
We are bringing back the fundraising
contest. Each office that invests
the most dollars per agent will
be recognized at March’s Main
Meeting and receive an award. To
have your investment in RAF count

towards the contest, it must be made by
Friday, February 7, 2014.

For this contest, offices will be divided based on size:
1-4 Agents
5-10 Agents
11-24 Agents
25-50 Agents
51+ Agents

10

I n L egal T erms

Steve Beede

Choosing the Right Business Form
for your Real Estate Brokerage
One of the common questions asked of me by REALTORS® is what entity
they should use to operate their new real estate business. While some parts
of the answer are easy, the biggest part is “it depends.”
There are many forms under which someone can run a business: “Personal”
ownership exists in a Sole Proprietorship or a Partnership when one or
more persons own the business. However, each has a problem. Because
they are personally owned, the owners are fully liable for any claims that
are made against the business even if those claims were from actions of
their employees or independent contractor agents. In contrast is the use of
a business entity such as a Corporation or Limited Liability Company (LLC).
Business entities are like an artificial person. They are created on paper,
generally are owned by individuals, but have a separate life and liability which
is isolated from their owners. Each of these are created by filing “Articles”
with the Secretary of State. While there are significant differences between
these two forms of business entities, only one is useable by REALTORS® -the Corporation.
In 1937, California established the Business and Professions (B&P) Code to
regulate and protect private businesses and licensed professions, including
real estate brokerage. Any person or entity that performs real estate services
on behalf of another in anticipation of compensation is required to have
a real estate license and any business providing those services must be
operated by a licensed real estate Broker. In Partnerships, all partners must be
licensed brokers. The Bureau of Real Estate (BRE) will issue a Broker License
only to an individual or to a Corporation. There are no provisions in the
Code authorizing BRE to issue a license to an LLC.
If the business is to be operated as a Corporation, then the Corporation
must obtain a Corporate License from BRE and an Officer of the Corporation
must be an individual with a broker’s license (also called the “qualified brokerofficer”). In operating a corporate real estate business, a licensed broker must
still be in charge. Instructions for obtaining a corporate license are available
as form RE 218 from BRE.
In Summary, choosing which form of business to use depends upon many
factors. If someone has few assets and little to lose, they may choose to
operate as a sole proprietorship or partnership, covering their personal
risk through their Errors and Omissions and personal liability insurance.
However, someone who owns substantial assets outside of the business, may
want to use a corporation to protect their personal assets from liabilities that
arise from the business. While the corporation form brings with it additional
operation costs such as separate accounting and taxes, it may also provide
substantial operational benefits that offset the increased costs. Whichever
form you choose, be sure to get competent legal and accounting advice
before starting your business. Next month: Choosing your business name.
If you or your clients have any questions concerning this article or any
aspect of real estate or business, please contact me a BPE Law Group, P.C.,
916-966-2260, or by e-mail to sjbeede@bpelaw.com.
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G O V E R N M E N T W AT C H

JUDY COVINGTON

2014 RAF Chair

Will the State of California Withhold
Money from Your Paycheck?
Investing in the REALTOR® Action Fund is important, and is something I
personally make a point of doing each year.
As REALTORS®, we fight so many political battles that many SAR
Members never hear about because our political staff at NAR, C.A.R.,
and SAR defeat the bad proposals. For example, did you know that the
State of California attempted to balance its budget in part by requiring
independent contractors (that’s you!) to pay 3% out of every paycheck
in addition to normal quarterly withholdings? This was an effort by the
State of California to get an interest free loan from REALTORS® and other
independent contractors. At the end of the tax year, assuming quarterly
withholdings were correct, the additional 3% would have been returned.
Thanks to successful efforts by the California Association of REALTORS®,
this proposal was defeated not once, but twice.
We face issues like this every year. While not all issues seem as
egregious as that, they all would have a substantial impact on the
way we currently help our clients buy and sell homes. Locally,
we had a City attempt to require all REALTORS® get their own
business license, rather than the current system in which the
broker gets one business license that covers all agents
in that office. SAR was able to defeat that proposal
w i t h sound arguments on why, for tax purposes,
16
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F rom your R etail Center

An 11-watt light bulb? Are you kidding?
If you’re mostly familiar with incandescent light bulbs (what we generally think of as just a light bulb), 11
watts wouldn’t constitute a good nightlight. It certainly would not be bright enough to read or work by.
With the new LED bulbs, however, we need to think in terms of lumens.
A lumen is a measurement of light directly relevant to human beings. The lumen scale describes the
amount of light, or brightness, that the human eye perceives. All modern light bulb packaging shows the
number of lumens the bulb produces. An average 100-watt incandescent bulb, for example, produces
about 1,600 lumens.
A watt is a measurement of electrical power. A light bulb that is rated at, say, 200 watts uses more
electricity to produce light than a bulb rated for 100 watts. The benefit, however, is that the 200-watt
bulb produces significantly more light than the lower-rated bulb. The relative efficiency of different light
bulbs can be gauged by comparing how many lumens they produce for every watt of electrical power.
Approximately 90% of the energy consumed by an incandescent bulb is emitted as heat, a huge waste of
energy and your dollars.

Here are the primary lighting technologies
Incandescent
This is the original light bulb technology; it didn’t
change much for 100 years. Electric current passes
through a thin metal filament, creating light.
Unfortunately, most of the energy consumed
is wasted as heat. The federal government is
currently phasing out incandescent bulbs.
Halogen
Halogen bulbs are a form of incandescent lighting.
They do use less energy than standard incandescent
bulbs. However, compact fluorescent lights are
nearly three-times more efficient than halogen.
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LEDs that are bright enough to replace incandescents for household use – that is, producing the same
number of lumens as standard 40- or 60-watt bulbs – typically only use 9 to 12 watts. The U.S. Department
of Energy advises that consumers who want to replace a 60-watt bulb should look for an LED that
produces close to 800 lumens.
New technologies like LED and CFL bulbs use far less energy to generate the same amount of light. LED
bulbs save more energy than CFLs, and last up to 20 years.
The SAR Retail Center has a wide selection of LED and CFL lights. LEDs now come in more attractive
designs that mimic standard light bulbs. The Retail Center prices are extremely competitive, thanks to
special pricing from SMUD. Just don’t worry that you won’t get enough light with an 11-watt LED bulb. It
will produce 800 lumens of brightness and use one-fourth the energy of a 60 watt incandescent bulb. It
will also last up to 25 times longer.
Be sure to check out the LED and CFL fixtures and bulbs in
the SAR Retail Center. You’ll save energy costs and time.

now used in homes:
Compact Fluorescent Lamps (CFLs)
CFLs are fluorescent lamps designed to
fit into light fixtures formerly used for
incandescent lamps. Compared to
general-service incandescent lamps
emitting the same amount of visible
light, CFLs use one-fifth to onethird the electricity, and last much
longer. CFLs may cost more than
incandescents, but they typically save
over five times their purchase price in
electricity costs over their lifespan.

Light Emitting Diodes (LEDs)
Are the newest technology to
be introduced on a broad scale for
residential lighting. LEDs offer
significant advantages over incandescent
light sources, including lower energy
consumption, longer lifetime, physical
robustness, smaller size, and faster
on-off switching. LEDs tend to be more
expensive to purchase.
Sources: New York State Energy Research and Development Authority and San Francisco Chronicle
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S A R E du c ational offerings
DATE

TIME

CLASS

COST

TOPIC

January 9

9:00am – 12noon

Technology 101 –
Computer Basics

$45

Jeffrey Raskin
•  What are USB, VGA, HDMI and other essential cables?  •  What is an
operating system?  •  Setting up your computer with themes, backgrounds,
sounds & screen.   •  Using shortcuts like you’ve never seen before!  •   Different
types of internet browsers, downloading, where are my docs?  •  How to
connect my camera to my computer, uploading, developing pictures.
•  Cleaning and maintaining your computer. Virus protection, back up,
defragging  •  Finding programs and determining which ones you really
need.

January 9

1:00pm – 4:00pm

Creating a Paperless
Office with the
Computer, iPad and
Galaxy

$45

•  Sync the iPad, Galaxy and computer in the Cloud  •  Manage zipForm®
transactions in all devices  •  Docusign  •  Create a zipForm® contract in 3
minutes or less  •  Get real“live”wet signatures on all devices  •  Create a
systematic filing system for all real estate transactions  •  Short cuts & tricks   
•  Finding programs and determining which ones you really need.  •  Emails
-- web based vs. desktop?

Jeffrey Raskin

January 14

8:00am – 12noon

Essentials of
$25
Structural Pest Control
for RE Professionals

•  Contrasts termite inspections with home inspections - What’s included,
what’s not, regulatory guidelines, etc.  •  Covers the latest termite control
regulations  •  How to interpret termite inspections reports  •  How to make
the regulations work for you and your clients  •  Recognizing red flags
•  Certifications and clear reports  •  Re-inspections and structural repairs

David Lovenvirth,
North American
Home Services

January 24

12noon – 1:30pm

How to work with
Builders – Lunch &
Learn

$15

Topics Include:
•  Learn how to become a new home sales expert  •  Pick up tips on building
relationships with on-site sales staffs  •  Learn how to obtain listing referrals
from builders  •   Sharpen your knowledge and the dialogs you use with
buyers of new homes

Bob Thomas KTB Property
Management

January 29

12noon – 1:30pm

Mobile, Manufactured
& Modular Homes –
Lunch & Learn

$15

Topics Include:
•  Discover the difference between modular, manufactured, mobile homes
and coaches and trailers  •  Learn what role the Department of Motor Vehicles
plays in sales of mobile homes  •  Find out how you sell a mobile home for a
relative who has passed away  •   Learn how manufactured home financing
has evolved in recent years: FHA with only 3½% down --- conventional
financing with only 15% down  •  Discover aspects of mobile home
financing like minimum home size, maximum acreage, buyer’s credit score
requirements and debt ratios  •  Much, much more

Roland Benson,
Sales Manager,
iMortgage

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 registered,
you may send a substitute. You will receive a full refund when cancelling 24 hours
in advance. If you cancel less than 24 hours in advance, your registration fee will be
forfeited

INSTRUCTOR

Debbie Storey,
Lyon Real Estate

*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.

All costs listed are based on early bird SAR Member fees.

Get
Direct Access

to each local

RealtoR®

Ned Foley

Craig Foley

800.628.6983

In 2014, let
us help you
improve
your
purchase
sales !
foleypub.com
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F E B R U A R Y Calendar of E vents
Monday

Tuesday

Wednesday

3
MetroList Training –
Session I (T)
9:00– 11:30am
MetroList Training –
Session II (T)
1:00 – 4:00pm
Social Media Business Plans
(EC)
9:00– 11:30am

10

4

11
Regional Meetings* (B)
8:30 – 9:30am
Feng Shui Basics – Lunch &
Learn (EC)
12noon – 1:30pm

17

24
MetroList Training – Realist
Workshop (T)
9:00– 11:30am
MetroList Training –
Searching & CMA Workshop
(T)
1:00 – 4:00pm

Regional Meetings* (B)
8:30 – 9:30am

Real Estate Finance and
Affiliate Forum (EC)
9:00 – 10:30am

Office Closed for Staff
Development
7:30 – 8:30am
Masters Club Education
Roundtable (EC)
8:00am – 12noon

13

New Member Orientation (B)
1:00 – 4:00pm

Realtist (EC)
11:00am – 1:00pm
45 Hour License Renewal (EC)
1:00 – 4:00pm

19

20

Commercial Class (EC)
8:00am – 12noon

26
Office Closed for Staff
Development
1:00 – 2:00pm
HUD Training (EC)
6:00 – 8:00pm

27
Advanced Negotiation
Techniques for Listing
Agents (EC)
8:00am – 4:30pm

Advanced Negotiation Techniques for Listing Agents
(ANTLA®) Day 1
Cultural Factors in Real Estate (CFREN®) and Negotiating
Across Generations in Real Estate (NAGRE®) Day 2
Thursday, February 27 & Friday, February 28
9:00am - 4:00pm (check in time 8:30am both days)
SAR Mack Powell Event Center
Instructor: John Wenner, DREI, CNE National Speaker/Trainer,
Negotiation Strategist, Co-Founder Real Estate Negotiation Institute
This course is an extension of skills for CNE graduates.
Advanced Negotiation Techniques for Listing Agents includes
more advanced techniques and approaches to help sellers
choose an effective negotiation plan, and to help the listing
agent negotiate more effectively on their behalf.

14

21

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

WCR Luncheon (EC)
11:00am – 2:00pm

New Member Orientation (B)
6:00 – 9:00pm

25

7

6

12

18
Regional Meetings* (B)
8:30 – 9:30am
Property Management –
Lunch & Learn (EC)
12noon – 1:30pm

SAR Closed for Holiday

5
Commercial Class (EC)
8:00am – 12noon
New Member Orientation
(B)
8:30am –12:30pm

Main Meeting (EC)
9:00 – 10:30am

Friday

Thursday

Industry Update (B)
9:30 – 10:30am
Cultural Factors in RE
Negotiations (EC)
8:00am – 12noon
Negotiating Across
Generations (EC)
1:00 – 5:00pm

28

Calendar Information
*For Regional Meeting locations and times,
visit www.sarcaravans.org
or contact
Tony Vicari at
tvicari@sacrealtor.org or 437-1205.
(EC) Mack Powell Event Center  (B) Board Room, 2nd Floor
(T) Training Room, 2nd Floor  (U) Upstairs

Meetings subject to change.
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G O V E R N M E N T W AT C H
11
REALTORS® are considered employees rather
than independent contractors, and should
not have to purchase an individual business
license.
The City of Richmond is currently facing an
issue with a company known as “Mortgage
Resolution Partners” which would like to
see the City of Richmond take underwater
mortgages through their powers of eminent
domain (power normally saved for taking
property to build bridges and roads) and
refinance them at current values and rates,
leaving the occupant in the home with equity.
This program may sound too good to be true
and it is. Fannie Mae and Freddie Mac reported
they will not lend in areas that adopt programs
such as this.  And major banks including Wells
Fargo have sued the City over this program.
The City of Richmond is currently one vote shy
of enacting this program, but the final vote is
“soft,” meaning they could be easily persuaded
to support the program. While you may think
that Richmond is a long way from Sacramento,
Mortgage Resolution Partners has met with
elected officials in the Sacramento Region.
And these programs tend to spread quickly
once adopted for the first time.

Political involvement can also do good. A bill
signed into law last summer known as “BiggertWaters,” on its face did good things for the real
estate market – extending the National Flood
Insurance Program (NFIP) for five years.  NFIP faced
many short term extensions from Congress, even
lapsing several times. These lapses in coverage
made it difficult for people trying to purchase a
home and needing flood insurance to close escrow,
creating uncertainty in the real estate market.
In an area like Sacramento, flood insurance is
key. The Biggert-Waters legislation also attempted
to create more economic stability in the NFIP.
While good in theory, implementation we saw
that homeowners faced with unsustainable rate
increases to their flood insurance. NAR was quick
to act supporting a bill that will delay the flood rate
increases and working to find many co-authors for
the bill, building a wide base of support.
Paying into the REALTOR® Action Fund
is important, and should be viewed as an
investment in the political and financial future
of your business. The issues covered here are
only a sliver of the issues we worked on at
the local, state, and national level this year. I
invest in the REALTOR® Action Fund every year,
and ask that when you pay your dues, please
consider investing at least $148, or whatever
amount you can afford.

“Divorce Done Differently”

Family Law

Center

1722 Professional Dr. Sacramento, CA 95825

www.FamilyLawCenter.US
Call for a Free Brochure
916

488-5088

Carol Delzer

President, Senior Mediator
Collaborative Attorney
Family Law Certified Specialist
Licensed MFT #32661

Mark Johannessen
Attorney - Mediator
Collaborative Attorney
Family Law Certified Specialist
J.D., C.P.A. (inactive), M.B.A.

Patricia Clark

Attorney - Mediator
Collaborative Attorney

Divorce Mediation • Collaborative Practice
Divorce Representation
•
•
•
•

Divorce
Child Custody/Paternity
Child/Spousal Support
Property Division

•
•
•
•

LGBT Services
Business Valuation
Retirement Division
Legal Separation
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Decreased inventory marks winter season,
median sales price drops slightly
There were 1,417 new listings brought onto the
market in November. At the time of this report,
65 of the units had sold (closed), 517 units were
pending, 725 units were still active and 110 units
were either taken off the market or expired.
The Active Listing Inventory in Sacramento
County decreased 17.4% to 2,197 units, down
from the 2,659 units in October. Year-to-year,
the current number is 56.8% over the 1,401
units of November 2012. The current number of
listings is 123% above the all-time low (recorded
by SAR) of 984 in January 2013. The months
of inventory remained the same at 1.9 months
from October to November. Compared to a year
ago, this number has increased 111.1% from the
November 2012 time of .9 months. This number
is the length of time (in months) that it would
take to deplete the current inventory at the
current sales rate.
The month-to-month median sales price
decreased 3.4 % from $253,500 to $245,000.
The current level is 25.6% above the $195,000
median sales price of November 2012.
Reflecting the decreased inventory, sales
volume also decreased, down 17%, from 1,386 to
1,151 sales this month. The breakdown of sales
for November was 51 REOs (4.4% of all sales),
127 short sales (11%) and 973 conventional
sales (84.5%). Compared to one year ago, REO
(bank-owned) sales accounted for 11.6%, short
sales 35.4% and conventional sales 52.7%. Since
then, REO sales have dropped 62%, short sales
dropped 69.1% and conventional sales have
increased 60.3%. Compared with November
2012, however, the total sales volume has
decreased 24.3% from the 1,520 units sold.
Homes priced between $200,000 and $299,999
accounted for 37.2% (429) of the 1,151 sales this
month. Homes between $100,000 and $199,999
totaled 302 (26.2%) units and homes $99,999
and under totaled just 39 units (3.3%). This
month also recorded 37 sales between $600,000
- $999,999 and 6 sales over $1,000,000.

Month-to-month, closed escrows from cash
financing (315 units or 25% of all sales) increased
4.6%, conventional buyers decreased 5.6% (547
units/43.5%) and FHA financing increased 6.8%
(276 units/21.9%) sales. These numbers include
the 107 condo sales this month. The average
amount of days spent on the market (from list
date to opening escrow) increased from 27
to 29 days; the median DOM increased to 17.
In a breakdown of length of time on market,
67.2% (845 units) sold in 30 days or less. 20.2%
(254 units) sold between 31 and 60 days. The
remaining 12.6% (159 units) sold in 61 days
or more. The average price per square foot of
all sales recorded was $163.9/ft2. This data is
available in full on the MLS Statistical Summary
report featured at http://www.sacrealtor.org/
public-affairs/statistics.html.

Condominium Resale Market

Sacramento condominium sales decreased for
November to 107 units. This is down 9.3% from
the 118 units sold in October, but the same
as sold in November 2012. REO property sales
accounted for 6.5% (7) of all units sold, while
short sales (11.2% or 12) and conventional sales
(82.2% or 88) accounted for the remainder.
The condominium median sales price increased
month-to-month, up 8.2% from $116,500 to
$126,000. This current price is 37% higher than
the November 2012 ($92,000) median sales
price. The Active Listing Inventory decreased
8.2% month-to-month from 219 Active Condo
Listings (includes 26 Active Short Sales) to 201
(includes 14 Active Short Sales). The Total Value
of Closed Escrows was $15,087,060; this is down
9.6% from the October Total Value of $16,685,926
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Monthly Statistics

Current Month

Last Month

% of Total
Sales

Change % of Total

Last Year % of Total

Sales

Sales

Change

Listings Published this Month

1,417

1,993

-28.9%

1,455

-2.6%

Active Listing Inventory †

2,197

2,659

-17.4%

1,401

56.8%

198

202

-2.0%

161

Pending Short Lender Approval

580

707

-18.0%

1,940

-70.1%

Pending Sales This Month

908

1,079

-15.8%

1,006

-9.7%

Active Short Sale (included above)

4.4%

74

-31.1%

5.3%

176

11.6%

-71.0%

127 11.0%

51

157

-19.1%

11.3%

543

35.7%

-76.6%

973 84.5%

1,155

-15.8%

83.3%

801

52.7%

21.5%

1,151 100.0%

1,386

-17.0% 100.0%

1,520

100.0%

-24.3%

Number of REO Sales
Number of Short Sales
Equity Sales**
Total Number of Closed Escrows
Months Inventory

1.9 Months

Mo

1.9

1.9 Months 2

0.0% Months

0.9 Months 0.9

111.1%

$322,544,195

$379,293,530

-15.0%

$329,212,331

-2.0%

Median

$245,000

$253,500

-3.4%

$195,000

25.6%

Mean

$280,230

$273,463

2.5%

$216,587

29.4%

01/01/13 to 11/30/13
SAR monthly data, compiled

01/01/13 to 11/30/13
MetroList YTD data

1/1/2012
11/30/2013

Change

15,735

16,263

17,662

-10.9%

$4,281,012,604

$3,507,579,928

18.6%

$236,000
$263,236

$175,000
$200,065

34.9%
31.6%

Dollar Value of Closed Escrows

Year-to-Date Statistics
Number of Closed Escrows

$4,160,355,221 16886

Dollar Value of Closed Escrows

$236,000
$263,236
$4,482,899,416

Median
Mean

##########

Sales Volume
2,000
1,800
1,600

1,711

1,400

1,615 1,614

1,531

1,704

1,668

1,200

1,289

1,000

1,816
1,633

1,733

1,640

1,726

1,725

1,520 1,501

1,482

1,394

1,420

1,550

1,672

1,522

1621 1641
1405 1386

1,178 1,189

1151
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Mar.

Apr.

2012

May

June

July

Aug. Sept. Oct.

Nov.

2013

Median Sales Price

Inventory Volume

$300,000

4,500
4,000

$250,000

3,500

$200,000

3,000
2,500

$150,000

2,000
1,500

$100,000

1,000

$50,000

500
Aug.
Sept.
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Nov.
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Jan.
Feb.
Mar.
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May
June
July
Aug.
Sept.
Oct.
Nov.
Dec.
Jan.
Feb.
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May
June
July
Aug.
Sept.
Oct.
Nov.
2011

2012

$0

2013

Aug.
Sept.
Oct.
Nov.
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Apr.
May
June
July
Aug.
Sept.
Oct.
Nov.
Dec.
Jan.
Feb.
Mar.
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May
June
July
Aug.
Sept.
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Nov.

0

$0

2011
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† includes: Active, Active Release Clause, Active Short Sale, Active Short Sale Contingent, Active Court Approval and Active Court Contingent listings
** Owner Equity Sales, previously identified as Conventional Sales, represents all sales other than short sales or lender owned properties. The name has been changed to avoid confusion with sales involving
conventional financing for the new buyer
Based on Multiple Listing Service data from MetroList. © 2013 SAR.
Compiled monthly by Tony Vicari, Community Relations Manager, Sacramento Association of REALTORS® | www.sacrealtor.org | 916.437.1205
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BREAKDOWN OF SALES BY PRICE

1 House on Lot

Type of Financing/Days on Market

Total:

TYPE OF FINANCING

1,151

(1 House on Lot/Condo)
VA
5%

FHA
22%

252

Other †
5%

Cash
25%

177
137
39

28

37

92

60

85

82

47

40

21

11

37

6

Conventional
43%

Types of Financing Historical

DAYS ON MARKET

(% of Sales)

Cash

50.0%

Conventional

FHA

VA

91 ‐ 120 Days
3%

Other

45.0%

(1 House on Lot/Condo)
121 ‐ 180 Days
2%

181+ Days
1%

61 ‐ 90 Days
7%

40.0%
35.0%
30.0%

31 ‐ 60 Days
20%

25.0%
20.0%
15.0%
10.0%
5.0%
Nov‐13

Jul‐13

Sep‐13

May‐13

Jan‐13

Mar‐13

Nov‐12

Jul‐12

Sep‐12

May‐12

Jan‐12

Mar‐12

Nov‐11

Jul‐11

Sep‐11

May‐11

Jan‐11

Mar‐11

Nov‐10

Jul‐10

Sep‐10

May‐10

Jan‐10

Mar‐10

Nov‐09

Jul‐09

Sep‐09

May‐09

Jan‐09

0 ‐ 30 Days
67%
Mar‐09

0.0%

Type of Financing

Current Month Previous Month

(SFR, condo, PUD only)
Financing Method

# of
Units

% of
Total

# of
Units

% of
Total

Cash

315
547
276
61
59

25.0%

23.9%

0 - 30

46.1%

31 - 60

20.5%

61 - 90

4.7%

359
694
309
83
59

1,258

100.0%

1,504

Conventional
FHA
VA
Other †
Total

43.5%
21.9%
4.8%

LENGTH OF TIME ON MARKET
(SFR & Condo)
Days on Market

5.5%

91 - 120

3.9%

121 - 180

100.0%

181+
Total

* half-plex, 2-on-1, mobile home
† includes: cal vet, contract of sale, creative, farm home loan, owner financing.

# of
Units

Current
Month

% of Total
Last 4
Months

Last 12
Months

845
254
90
32
29
8

67.2%

73.4%

76.5%

20.2%

16.5%

13.0%

7.2%

5.7%

5.0%

2.5%

2.2%

2.3%

2.3%

1.5%

1.9%

0.6%

0.6%

1.3%

1,258

100.0%

100.0%

100.0%

Median DOM:
Average DOM:
Average Price/Square Foot:

17
29
$163.9

This representation is based in whole or in part on data supplied by MetroList. MetroList does not guarantee, nor is it in any way responsible for, its accuracy. Data maintained by MetroList does not reflect all real estate
activity in the market. All information provided is deemed reliable, but it is not guaranteed and should be independently verified. For the most current statistical information, visit www.sacrealtor.org

affairs / statistics.
Based on Multiple Listing Service data from MetroList. © 2013 SAR.
Compiled monthly by Tony Vicari, Community Relations Manager, Sacramento Association of REALTORS® | www.sacrealtor.org | 916.437.1205
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Serving the Sacramento Region since 1979.
Phil Adams, Senior Property Manager
DRE#00829023
30 years with M&M
Folsom, Granite Bay, Loomis, Orangevale
Cell: 916-591-0124
phil@mmproperties.com
Mike Baumgartner
DRE#01817169
2 years with M&M
Elk Grove, Galt, Wilton
Cell: 916-798-1118
michael@mmproperties.com
Ernest Alexander
DRE#01447338
6 years with M&M
Natomas 95833,95834,95835
916-717-0232
elalexander@sbcglobal.net
Renee Cabral
DRE#01720303
6 years with M&M
Sac 95829,95828, Elk Grove 95624
Cell: 916-281-7771
rcabral4@msn.com
George Dahdouh
DRE#01743736
5 years with M&M
Sac 95832, Laguna 95757, 95758
Cell: 916-271-3804
grdahdouh@yahoo.com
Cathy Galligan, Senior Property Manager
DRE#01196197
20 years with M&M
Carmichael, Citrus Heights, Fair Oaks
Sacramento 95628, 95842
916-923-6181 ext.168
cathyg@mmproperties.com
Jim Hall
DRE#01489815
6 years with M&M
Sac 95822, 95823, 95832
Cell: 916-716-3660
jim@mmproperties.com
Eric Kramer
DRE#01878520
2 years with M&M
Antelope, Roseville, Rocklin, Lincoln
Cell: 916-862-4181
E_Kramer@comcast.net

John Schenkenberger
DRE#01481301
3 years with M&M
Sacramento 95826, 95827, Rancho
Cordova
Cell: 916-708-2065
john@mmproperties.com
Barbara Lemaster, Senior Property
Manager
DRE#00984714
20 years with M&M
Apartments 16 units and greater
Cell: 916-833-9252
barbl@mmproperties.com
Jim Eitzen
DRE#01879149
3 years with M&M
Elk Grove and Laguna
Cell: 916-730-7498
jimeitzen@mmproperties.com
Joe Caballero
DRE#01870161
5 years with M&M
Speaks Spanish
Sacramento 95828, 95829, Elk Grove
95624
Cell: 916-628-5263
joecabo@yahoo.com
Susie Caballero
DRE#01744178
5 years with M&M
Speaks Spanish
Sacramento 95828, 95829, Elk Grove
95624
Cell: 916-213-8526
susie@mmproperties.com
Renea Negri
DRE#01254133
6 years with M&M
Rio Linda, Eleverta, North Highlands
Sacramento 94842, Antelope
Cell: 916-205-6415
reneanegri@aol.com
Wes Ritchie
DRE#01724001
6 years with M&M
Sacramento 95815, 95821, 95825, 95841
Cell: 916-730-4533
wesrtch@gmail.com

Cathy Stratton, Senior Property Manager
DRE#00755858
25 years with M&M
Citrus Heights, Orangevale, Fair Oaks,
916-923-6181 ext. 120
cathystratton@bmrealtor.com
Penny Jarrett
DRE#00899113
6 years with M&M
Carmichael, Sacramento 95864, 95825
Cell: 916-709-5930
pennyjarrett@comcast.net
Jan Windsor, Senior Property Manager
DRE#00904367
26 years with M&M
Carmichael, Fair Oaks, Sacramento 95864,
95825
Cell: 916-320-8408
windsorj@surewest.net
Geri Wells
DRE#00712747
6 years with M&M
Fair Oaks, Orangevale, Folsom
Cell: 916-849-5541
g.wells@comcast.net

Our sister management company,
Association Management Concepts
(AMC),1401 El Camino, Ste. 200, Sac
Ca 95815, 916-565-8080. Specializes
in managing homeowner associations
throughout the Sacramento Region.
Established in 1985. Brad Higgins, is the
president. Feel free to contact him regarding any issues about HOAs.(managing
homeowner associations does not require
a real estate license)
Brad Higgins, President
Since 1990
Folsom, El Dorado County
Cell: 916-3337-5893
brad@assocmc.com
Scott Bland
7 years with AMC
Handles Sacramento Association
South of HWY 80 to Elk Grove
916-565-8080 ext.322
Barbara Lemaster
20 years with AMC
North East of Sacramento, Placer County
916-565-8080 ext.128

Phillip Sparks
DRE#01125907
7 years with M&M
Laguna, Elk Grove, Sacramento 95823
cell 916-752-2086
papropertymanager@gmail.com

Steve Raya
9 years with AMC
Sacramento, South East and Downtown
916-565-8080 ext.318

Jeff Huang
DRE#01882324
Speaks Chinese
Folsom, El Dorado Hills,
Granite Bay, Cameron Park
Cell: 510-461-7283
mysteppingrocks@gmail.com

Chris Peters
4 years with AMC
Yolo County and Sacramento
916-565-8080 ext.306
Accounting Department: Mary Cullen,
Gretchen Burrill & Linda Nalbandian
Administrative Support: Cecia Dailey
Maintenance Division: Rolando Cuevas

Teri Chikami
DRE#01296754
Sacramento 95814, 95816, 95819
95822, West Sacramento 95831
Cell: 916-949-5171
teri9884@att.net

Receptionist for M&M and AMC Olivia G.
Customer services: Leslie Chapman,

Free Nuts & Bolts Property Management
Class for all of your clients! Learn from 32
years of experience to reduce stress and
keep a consistent cash flow. 2nd Tuesday
of every month, but June 2012, at 5pm.

Word is getting around about M&M Properties!
“Your good services have bolstered me into purchasing another property in Sacramento!”
“Absolutely a five 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.”

CALL 916-923-6181, ext. 110 TO RSVP

®!
REALTrOesRiduSal income!

Let our qualified property
managers make your life
simpler and more cost effective!
Contact the Property Manager
who lives closest today!
www.mmproperties.com
916-923-6183
1401 El Camino Ave., Ste. 200
Sacramento, CA 95815

ate
Want to cre ht of a career in
Ever thoug nagement?
a
property m
all!

Give me a

c

BRUCE MILLS

DRE# 01100901
Work: 916-923-6183 ext. 110
Cell: 916-548-7712
brucemills@bmrealtor.com

www.mmproperties.com
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MASTERS CLUB CORNER
By: Patti Martinez, Outstanding Life Member
Oh my goodness 2013 flew
by!  Seems like just yesterday
we were writing about
heading into the second half
of the year and saying it was
time to get serious about
contacting former clients,
friends, prospective clients,
our sphere -- anybody we
could think of who might
be ready to buy or sell real
estate. Heading into fall, we
knew it was a great time to
start “shaking the bushes”
to fend out those prospects
who may be sitting on the
fence just thinking about
buying or selling.
Now
here we are wrapping up
2013, and I hope you did
exactly that. Judging from
the available statistics, a tremendous number
of our SAR membership had an outstanding
year.
The dollar amount criteria for making
Masters Club was changed this year. This is
primarily because MetroList records showed
many agents had already reached the $3
million mark by mid-year. It was anticipated
that we would be way over the 10% standard
that has always been the benchmark for
making Masters Club. Over the years, the
criteria for qualifying has ranged from a low of
$3 to a high of $5 million. With values rising
and short sales diminishing, it was inevitable
that the bar needed to be raised. After much,
sometimes heated discussion, the Steering
Committee voted to make that increase midyear.
Applications are being accepted right now
and the absolute deadline for submitting
not only the application, but the supporting
documentation and check for your dues, is
February 7, 2014 at 4:30 pm. Every year there
are always a few late applications that come
in. We’ve heard a plethora of excuses. “I was
out of the country” (then you should have

submitted earlier). The secretary forgot to do
it for me (hey, you’re a professional REALTOR®,
follow up).   The list is endless.   Bottom line,
SAR has been accepting the applications for a
month now, so even if you have to wait until
your last escrow closes in December in order
to qualify, BE READY. Get your documentation
together with your check and send it in the
first week in January.
Masters Club had some wonderful events this
past year and we hope you had an opportunity
to participate. Many of our events are open to
all agents, and we highly encourage Masters
Club members to invite some of their fellow
agents. We have mixers at beautiful venues;
educational roundtables, breakfast at Del Paso
Country Club; volunteer Mondays at Loaves
and Fishes, and the always sold-out Masters
Club Golf Tournament held on Columbus Day
every year. Last but not least, the lively, fun and
entertaining luncheon honoring the outgoing
Masters Club president and introducing the
incoming president and board. This event,
held in March every year, is always a sold out
event as well. It’s a wonderful time to socialize
and meet some of the agents you had deals
with during the year.
The Masters Club Steering Committee is
always on the look-out for potential board
members. If you’d like to be considered and
are looking “to make a difference”, contact
our incoming President Luis Sumpter at
luis@luissumpter.com or current President
Steve Galster at steve@galstergroup.com
and let them know you’re interested.
We’re heading into 2014. Make this your
best year ever!
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ETHICS CORNER

CODE OF ETHICS ARTICLE 2
REALTORS® shall avoid exaggeration, misrepresentation, or concealment of pertinent facts relating to the property
or the transaction. REALTORS® shall not, however, be obligated to discover latent defects in the property, to advise on
matters outside the scope of their real estate license, or to disclose facts which are confidential under the scope of
agency or non-agency relationships as defined by state law. (Amended 1/00)
CASE INTERPRETATION: Case #2-13:
REALTOR® Buying and Selling to One Another are Still Considered REALTORS®
(Revised Case #9-23 May, 1988. Transferred to Article 2 November, 1994.
Cross-reference Case #1-20.)
REALTOR® A owned a home which he listed through
his own brokerage firm. The property listing was filed
with the Multiple Listing Service of the Board. REALTOR®
B called REALTOR® A and told him of his interest in
purchasing the home for himself. REALTOR® A suggested
a meeting to discuss the matter. The two agreed upon
terms and conditions and the property was sold by
REALTOR® A to REALTOR® B.
A few months later during hard rains, leakage of
the roof occurred with resultant water damage to the
interior ceilings and side walls. REALTOR® B had a roofing
contractor inspect the roof. The roofing contractor advised
REALTOR® B that the roof was defective and advised that
only a new roof would prevent future water damage.
REALTOR® B then contacted REALTOR® A and requested
that he pay for the new roof. REALTOR® A refused, stating
that REALTOR® B had a full opportunity to look at it and
inspect it. REALTOR® B then charged REALTOR® A with
violation of Articles 1 and 2 of the Code of Ethics by not
having disclosed that the roof had defects known to
REALTOR® A prior to the time the purchase agreement
was executed.
At the subsequent hearing, REALTOR® B outlined his
complaint and told the Hearing Panel that at no time
during the inspection of the property, or during the

negotiations which followed, did REALTOR® A disclose
any defect in the roof. REALTOR® B acknowledged that
he had walked around the property and had looked at
the roof. He had commented to REALTOR® A that the
roof looked reasonably good, and REALTOR® A had made
no comment. The roofing contractor, REALTOR® B had
employed after the leak occurred, told him that there
was a basic defect in the way the shingles were laid in
the cap of the roof and in the manner in which the metal
flashing on the roof had been installed. It was the roofing
contractor’s opinion that the home’s former occupant
could not have been unaware of the defective roof or the
leakage that would occur during hard rains.
REALTOR® A told the panel that he was participating
only to prove that he was not subject to the Code of Ethics
while acting as a principal as compared with his acts as an
agent on behalf of others. He pointed out that he owned
the property and was a principal, and that REALTOR® B
had purchased the property for himself as a principal.
The panel concluded that the facts showed clearly that
REALTOR® A, the seller, did have knowledge that the roof
was defective, and had not disclosed it to REALTOR® B,
the buyer. Even though a REALTOR® is the owner of a
property, when he undertakes to sell that property he
accepts the same obligation to properly represent its
condition to members of the public, including REALTORS®
who are purchasers in their own name, as he would have
if he were acting as the agent of a seller.
The panel concluded that REALTOR® A was in violation
of Articles 1 and 2 of the Code.

home lending, locally grown

good neighbors

make great lenders
Umpqua’s home lenders are local experts equipped with an array of options for your purchase,
refinance or new construction. Plus, we’ll stick with you every step of the way—because that’s
what good neighbors do.
Loan Programs:
Conforming / Non-Conforming
Fixed-Rate / ARMS1
First-Time Homebuyer Programs
Residential Custom Construction1

FHA / VA
State Bond2 / USDA Rural Housing2
Manufactured Home Programs
Jumbo / Portfolio Loans

Investment Loan Programs3
HomePath® Mortgage4
FHA 203(k) / Streamlined 203(k)
HomeStyle Renovation Mortgage5

Contact your friendly, local Sacramento Area Home Lender today.

Dan Starelli

Jeffrey Stevens

Michael Bettencourt

Lynn Pini

Kevin Nunn

AVP/Sales Manager
NMLS # 500711

Construction Sales Mgr
NMLS # 305826

Mortgage Loan Officer
NMLS # 238181

916-563-1006

916-774-3952

916-563-1028

916-337-2159

Adam Cone

Victor Day

Pat Driver

Vicki Fenner

Mortgage Loan Officer
NMLS # 857456

Mortgage Loan Officer
NMLS # 234001

Stephen Ellis

Mortgage Loan Officer
NMLS # 1023160

Mortgage Loan Officer
NMLS # 1040208

Mortgage Loan Officer
NMLS # 501200

Mortgage Loan Officer
NMLS # 963339

916-563-1758

916-984-2489

916-563-1758

916-563-1756

916-517-5308

530-332-2913

Frank Huck

Tom Pifer

Renee Russell

Dennis Shimosaka

Teresa Taresh

Mortgage Loan Officer
NMLS # 459457

Mortgage Loan Officer
NMLS # 500655

Mortgage Loan Officer
NMLS # 217012

Mortgage Loan Officer
NMLS # 247791

Mortgage Loan Officer
NMLS # 303463

916-677-0619

916-300-0769

916-774-3922

916-915-7955

916-939-3002

VP/Area Manager
NMLS # 297718

AVP/Sales Manager
NMLS # 274488

916-803-8623

1-866-4UMPQUA (1-866-486-7786) umpquabank.com

Mary Ellen Bird
Mortgage Loan Officer
NMLS # 619191

916-774-3953

John Haydock

Member FDIC Equal Housing Lender

Annual Percentage Rate (APR) for variable rate products may increase after consummation. 2Loan programs subject to agency funding and availability. Borrower income limits may apply. 3Investment
loan programs have certain qualifying restrictions. Consult your loan officer listed above for complete program details. 4HomePath is a registered trademark of Fannie Mae. 5HomeStyle is a
registered trademark of Fannie Mae. Consult a tax advisor regarding the deductibility of interest. 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. NMLS # 401867
1
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S AE Rthi
’ s cChristmas
s Corner Can T ree
Celebrating its 31st year, another incredible CanTree season harvested wonderful results for 2013.
Even amidst of a challenging housing market, there was no shortage of generosity on the part of SAR
Members. With donations still pouring in, we are happy to report that this year SAR has collected over
$90,000 for the Salvation Army.
For those who are unfamiliar with this program, the Christmas CanTree is a joint effort of the
Sacramento Association of REALTORS® and The Salvation Army to collect monetary donations for
Sacramento’s needy citizens. The “CanTree” aspect comes from SAR’s volunteer help in constructing
a giant Christmas Tree made of canned food. This monument was on display at the Sunrise Mall in
Citrus Heights for the month of December, providing much appreciated exposure for the Salvation
Army and the Christmas CanTree effort.
As a thank you to those who have whole-heartedly donated both time and money to this cause,
SAR has compiled this list of top donors, comprised of both business and individual contributions.
SAR and The Salvation Army thank you for your continued support.

Diamond Level - $10,000 & above
Lyon Real Estate ~ Fair Oaks
MetroList Services, Inc.

Platinum Level - $5,000-$9,999
Century 21 Select
Umpqua Bank Home Lending

Gold Level - $1,000-$4,999
American Pacific Reverse Mortgage Group
Coastal Pacific Mortgage
Coldwell Banker - Sac Metro
Comstock Mortgage
Prudential NorCal
RE/MAX Gold
Sacramento Delta Property Management
Young Professionals Network
WCR

Kathie Bell presents SAR’s check to Salvation Army’s Major Bill Dickinson

Silver Level - $500-$999
Dave Tanner
Jim Hanson

Bronze Level - up to $499
Cherry Creek Mortgage-Larry Challis
Crestone Mortgage
Disa Airola
Francisco Cuellar
Frank Garcia
Ilah Turner
Jodi Ash
Judy Schoer
Paula Swayne
Rosanna Garcia
Steffan Brown
Steven Folino
Tim Weisbeck
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A special thank you to our In-Kind Donors:
Annette Davidson
Barbara Harsch
Bernard Mnichowicz
Big Valley Mortgage
Bill McKnight
Bob Bussey
Bobby Campbell
Buffalo Wild Wings
Carolyn Durkee
Cathy’s Sassy Sauce
Century 21
Channel 13-Dave Bender
Charlene Marshall, Disclosure Save
Cheesecake Factory
Chris Clark
Chuck Manly

Sally Dunbar and Jill Chumbley Ottaway represent Lyon Real Estate – Fair Oaks, CanTree’s top
donating office

Clarksburg Wine Company
Coldwell Banker-Sac Metro
Comstock Mortgage
Crestone Mortgage
Daniel Eveland
Dave Tanner
David Boliard
Deno Kambas
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S AE Rthi
’ s cChristmas
s Corner Can T ree
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Des Lenz, American Pacific Reverse Mortgage Group
Disa Airola
Door-Mart Garage Doors & Chapman’s Legacy
Plumbing
Due Vigne Winery
Elephant Bar
Elevation 10 Winery
Eva Garcia
Francisco Cuellar
Frank Garcia
Gary Singley
Glenn Harada
Heidi Taylor
Helwig Winery
Karmère Winery and Vineyards
Holly Renfro
Ilah Turner
Izzy Y-Devine
Jacks Urban Eats
James Hanson
CanTree supporters enjoy breakfast at the CanTree Dedication.

Janet Cran
Jeanette Jewell, Staff World Services
Jodi Ash
Judy Schoer
Kyle Thompson
Larry Challis
Lisa Edward
Liz Schmidt
Lyon Real Estate Fair Oaks
Mahnaz Khazari
Massage Envy
MetroList Services, Inc.
Michael Pankow, Big Valley Mortgage
Michelle Kloss
Mikuni Taro
Miners Leap
Mona Gergen
Noodles & Company
Pat Murphy
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Paula Swayne
Pauline Sheppard
Penny McClure,
Big Valley Mortgage
Pet Food Express
Philip Duncan
Vitek Mortgage
Scott’s Seafood
Prudential NorCal
Red Hawk Casino
REMAX/Gold
Rob McQuade
Roger Florez
Ron Milani
Rosanna Garcia
Sacramento Delta Property Management
San Francisco Boudin Sourdough

SAR Retail Center
SAR Young Professionals Network
Steffan Brown
Steve Ross
Steven Folino
Studio 28, Inc.
Susan Neal
Swinerton Builders
Thomas Caruthers
Tim McGuire
Tim Weisbeck
Todd Taylor Winery
Twin Termite
Holly Renfo
Traci Bacchetti, Hold that Thought
Two Men and A Truck
Umpqua Bank Home Lending

AGENTS WELCOME

At All Lewis Apartment Communities

6

Luxurious Apartments, Villas and Townhomes

% Broker
Referral*

Antelope Ridge
Antelope
877.576.2678

Carmel at Woodcreek
Roseville
877.609.2678

Evergreen Park
Sacramento
877.613.2678

Homecoming at Creekside
North Natomas
877.611.2678

The Sycamores
Vacaville
877.620.2678

For more information on our broker program call Bob Karatz at 866.669.2230 or visit www.lewisbroker.com

www.lewisapartments.com
*Open to all licensed real estate agents, this incentive program pays: Referral of 6% of the gross total rent on 6+ month leases or $200 flat rate on 3-5 month leases. Prices and terms are
subject to change at any time without notice. The offer is available at all Lewis Apartment Communities. You must accompany your client on their first visit., non-accompanied visits receive
a $200 flat rate. No referral fee will be paid when agent/broker is acting as principal/tenant. Please see www.lewisbroker.com for a complete list of details and conditions. Expires 12.31.13
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STEVE BEEDE

S TA F F M ember O F T H E M O N T H
1. How long have you been an SAR
Member?
I was a Broker Member for
many years. We’ve been Affiliate
Members since 2012.
2. What did you do before you
became an Attorney?
I spent 17 years as a real estate
broker, investor, developer, and
property manager. Before that, I
was in marketing.
3. What is BPE Law Group, PC?
This is a law firm which I formed
in 1994. We focus primarily on real
estate litigation and transactions,
business and estate planning
4. What do you like best about the real estate business?
It is purely entrepreneurial. Every day, you get up and
go make it happen by calling on people, discovering
needs, and helping them fulfill their dreams
5. How have you adjusted to changing market conditions
in the past couple of years?
I saw the market crash coming starting in 2005 and
began focusing our practice on advising upside-down
property owners and their agents on best strategies
to either save the property or transition out with the
least damage possible. We’ve done over 6,000 such
consultations. The past few years, we’ve shifted to a
correcting market and are doing more residential and
commercial transaction work as well as helping many
REALTORS® form their own companies.
6. What advice would you give someone who is interested
in becoming a real estate attorney?
Study real estate law in depth and choose an area to
focus on. It is a very broad practice. Get involved with
REALTORS® and Board activities both for networking
and more importantly to learn about the issues of
greatest concern to them and their clients.
7. You have been actively involved in the Association for
a while. How does your participation benefit your business?
Being involved has kept us on the leading edge
of where the market is heading and provided an
opportunity to be part of the solution rather than just
reacting to market forces. The legal business, just like
the real estate business, is based upon earning the trust
and referrals of those who you come into contact with.
If you do good work for others, more work will follow.

8. What are some things you do in your off time?
(1) I play golf and on the Board of Directors of
North Ridge Country Club
(2) I’ve been a Member of Toastmasters for 36
years (slow learner)
(3) I play music and have been on drums or
bass for several rock bands
(4) My wife and I love to travel – recently went
to Italy
9. How do you balance your personal and business lives?
My wife, Ann, has also been a Broker and SAR
Member for over 25 years. She is with RE/MAX Gold.
As such, both of us are going all the time.
We find balance by having regular dinners together
and taking long drives in which we can just talk for 5-6
hours.
We’ve been married over 35 years…perhaps this is why
10. What are some of your favorite places to visit?
Without a doubt, our favorite place is Maui and the
Kaanapali area. We often consider moving there but
that will not happen with our kids and granddaughter
here and in Minnesota.
We also love travelling in Europe: France, Austria,
Switzerland, and Italy
11. What’s a good book you’ve read recently? What did
you like about it?
We’re always looking in the Bible since that truly is
the Good Book. Beyond that, my reading has run lately
from historical fiction such as Jeff Sharra’s Civil War and
World War series to practical books such as AARP’s
Guide to Retirement (yes, I’m close) to health guides
such as Younger Next Year.
The best marriage book: John Gottman’s “Secrets of
a Successful Marriage”
12. Do you have a favorite saying or expression?
I’m a fan of Zig Ziglar’s motto: “Help other people get
everything theyat want and you’ll get everything you
want”
13. What would people be surprised to learn about you?
(1) I did the first successful winter crossing of
Yellowstone National Park
(2) I was in a world-champion drum & bugle corps The 27th Lancers
(3) My wife and I met on an island in Boston Harbor
and talked about the children we’d have on the day
we met. We’ve been together ever since.
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NEW SAR MEMBERS
November 2013
New REALTOR® Members
Mohammed Abbas
Paramount Realty Services, Inc
Jessica Biller
Dunnigan, REALTORS
Lynne Costa
Lyon RE Natomas
Robin DeCristofaro
Keller Williams Realty
Christina Duncan
Kraft Real Estate
Patricia Feldhege
ZipRealty Inc.
Donald Gabriel
Elite Realty Services
Arlene Gorman
Keller Williams Realty
Jeffrey Grabarek
Lyon RE Natomas
Alexandra Grenz
Prudential NorCal Realty
Stephanie Holland
Intero Real Estate Services
Sandra Hristovski
Keller Williams Realty
Johnny Huynh
Lyon RE Elk Grove
Ji Jang
Fusion Real Estate Network
Tammie Jonsson
Morris Williams Realty
Gordon Lawson
Fusion Real Estate Network
Nephtali Lopez
Keller Williams Rlty Elk Grove
Kelly McGlothlin
Lyon RE Fair Oaks
Jillian Myers
Coldwell Banker-Res R E Srv
Sean O’Leary
Lyon RE Downtown
Valerie Owens
Connect Realty.com Inc.

Jennifer Patton
Seva Realty
Susan Payne
Weichert REALTORS Galster Grp
Christine Redlon
Coldwell Banker-Res R E Srv
Keith Ritter
Ramsey Real Estate & Dev
Roger Rossberg
Keller Williams Realty
Jonathan Sanders
Lyon RE Downtown
Thomas Scheer
Lyon RE Elk Grove
Haleh Shadabadi
Keller Williams Realty
Hyatt Simons
Coldwell Banker-Res R E Srv
Kerry Stainbrook
Summit Realty Group
Nicole Street
Prima Terra Inc.
Veronica Van Dyke
Keller Williams Realty
Annette Wise-Frangione
Keller Williams Realty
Gwendolyn Woods
Mid Valley Real Estate
Wei-Jan Yeh
Keller Williams Rlty Elk Grove
Richard Zeller
NewVision Realty Group

New Broker Associates
Debra Simons
Coldwell Banker-Res R E Srv

New Designated REALTORS®
Lavonna Hayashi
Hayashi Realty
Arthur McCoy
Arthur McCoy

New Affiliate Members
Nannette Boose
Security 1 Lending
Justin Chappell
Stearns Lending Inc.
Ken Cobler
Buzz Oates Group of Companies
Grant Gentry
JCL Mortgage
Wendy Gonzalez
Land Home Financial Services
Sonia Krietz
Stearns Lending Inc.
Amy Lerseth
Buzz Oates Group of Companies
Shelley Mellomida
Stearns Lending Inc.
Zackary Weinberger
Inszone Inc.
Marty Willett
Buzz Oates Group of Companies

S taff dire c tory
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

2014 SAR
Board of Directors
Paula Swayne
President
Ron Greenwood
President-Elect
Ed Anderson
Secretary/Treasurer
Chris Little
Immediate Past President

Directors
Kathie Bell
Kevin Cooper
Sue Galster
Franco Garcia
Jessica Lombardo
Brian McMartin
Chip O’Neill
Deniece RossFrancom
Anthony Scotch
Erin Stumpf
Kellie Swayne
Kyle Thompson
Tong Veu
JaCi Wallace
Linda Wood

SAR Staff

Feel free to call us direct.
Dave Tanner - 916.216.1941
Chief Executive Officer
Caylyn Brown – 916.437.1227
Government Affairs Director
Brian DeLisi – 916.437-1210
Education Coordinator
Devyn Henry – 916.437.1226
Director of Professional Standards & Administration
Deborah Grinnell – 916.437.1209
Director of Meetings & Events
Chris Ly – 916.437.1204
Director of Finance
Liliya Mishchuk – 916.437.1212
Meetings & Events Manager
Mindy Scheibler – 916.437.1220
Meetings & Events Coordinator
Tony Vicari – 916.437.1205
Community Relations Manager
Judy Wegener – 916.437.1207
Director of Education
Irene Ruan – 916.437.1203
Staff Accountant
Patricia Ano - 916.437.1220
Administrative Assistant
Spencer Williams - 916 437-1229
IT Specialist

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

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 2014, Sacramento
Association of REALTORS®. All rights
reserved.
Editorial Policy
The Sacramento Association of REALTORS®
(SAR) welcomes articles of educational
interest to its Members. Published articles
will feature the author’s name, title and
company; however, no direct compensation
will be paid to the author. SAR reserves the
right to edit submitted articles for length,
grammar and appropriateness.
Articles will be printed in SAR’s publications
on a space available basis. Attempt will
be made to publish submitted articles in a
timely manner; however, submission of an
article does not guarantee when, or if, it
will be published.

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.

SAR Retail Center
Carl Carlson – 916.437.1223
Director of Retail Operations
Victoria Dare - 916.437.1222
Marcus Arroyo - 916.437.1222

Sacramento REALTOR® Newsletter
Editor: Judy Wegener
Publisher: Ned Foley, Foley Publications
Design & Layout: Scott Arnold, Foley Publications
To Advertise: Foley Publications -1-800-628-6983

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

20+ Years of Real Estate Publishing Excellence!

