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Your Preferred Community Lender

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!

David Heard

Thomas Engwer
NMLS# 240643
Branch Manager

NMLS#225998
Loan Officer

Scott Short

David Whiteside

Ray Gin

530.902.3725

916.532.8263

916.997.4828

916.730.8282

916.207.6332

Chad Focht

Chris Opfer
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916.709.3257

530.753.8800

808.895.7256
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Branch Manager
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NMLS# 282260
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NMLS# 340020
Licensed in Hawaii
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Loan Officer

916.549.2694

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

We have over 124 Years of combined lending experience

916.929.2333
2033 Howe Avenue, Suite 110
Sacramento, CA 95825
Licensed by the Department of Corporations under
the California Residential Lending Act NMLS# 1141
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PRESIDENT'S PERSPECTIVE
2015 PRESIDENT

RON GREENWOOD

Riding the Waves of Opportunity
WOW, this year is off to a GREAT START!!! We are already experiencing
not just a “Wave of Opportunity” but a virtual TSUNAMI. Our installation
at Northridge Country Club was a tremendous success. With a full house
of SAR Members and visitors from all of our neighboring Associations,
we all expressed a lot of positive attitudes and outlooks for the coming
year. I cannot begin to give enough thanks and deep appreciation to our
fabulous staff who made everything just perfect and that includes Liliya
Mishchuk, Judy Wegener, Deborah Grinnell, Lyndsey Harank, and Mindy
Flatt. The room was perfect in every way. Thank you all so much.
While it is still very early in the year, I am already seeing many of our
members active in many diverse ways. I was privileged to attend the
installation of Stephen T. Webb, sworn in as President of our Local Chapter
of the NAACP, and Asia Allen, installed as their second Vice President.
Congratulations to both Stephen and Asia as they assume these major
leadership positions.
We also had a number of REALTORS® devote the morning of Monday,
January 19 to walking in the MLK March. You may have noticed the sea
of blue balloons on the television news recap. This is only the beginning
of the contributions SAR members will make throughout the year. I will
make sure you are aware of other member accomplishments as I see or
learn of them.
A couple of other “ROLLERS” are coming our way, and you will not
want to miss them. If tickets are still available, I strongly encourage you
to attend our Annual Can Tree CRABFEST on February 21. I can’t believe
what a tremendous success that has become every year and how much
attendees enjoy this event. Then there is the MASTERS CLUB ANNUAL
AWARDS LUNCHEON on Friday, March 13. What a wonderful opportunity
this is for us to acknowledge the successes of our top producers. You do
not have to be a Masters Club member to attend.
Finally, the market is on FIRE, and I hope you are enjoying the incredible
business that is taking place right now. Remember, the key to enjoying
that success comes from having the right focus , giving back and helping
others. We owe it to one another, our friends, families, clients, and our
community. I look forward to working with you throughout this year and
the years to come as we work and learn from one another.

Roland Benson
Sales Manager
(916) 768-1578

We have a loan for every home
®
roland.benson@imortgage.com
.
.
.
simple
as
that!
NMLS ID 353144
Brad Bauer
Loan Consultant
(916) 746-8420

Nolan Matteucci
Loan Consultant
(916) 955-8715

brad.bauer@imortgage.com
NMLS ID 323859

nolan.matteucci@imortgage.com
NMLS ID 921064

Nicole Benson
Loan Consultant
(916) 746-8421

Patricia Pickering
Loan Consultant
(916) 746-8431

nicole.benson@imortgage.com
NMLS ID 205863

patricia.pickering@imortgage.com
NMLS ID 937802

Daniel Huffman
Loan Consultant
(916) 746-8410

Lew Wehner
Sales Manager
(916) 201-5138

daniel.huffman@imortgage.com
NMLS ID 821086

lew.wehner@imortgage.com
NMLS ID 252274

Michael Johnson
Loan Consultant
(916) 217-0222

Joel Willis
Loan Consultant
(916) 521-8869

michael.johnson@imortgage.com
NMLS ID 259850

joel.willis@imortgage.com
NMLS ID 448897

Get the right answer . . . the first time!
imortgage Roseville (916) 746-8400

imortgage 3013 Douglas Blvd., Suite 205, Roseville, CA 95661. Rates, terms, and availability of programs are subject to change without notice. Licensed by the Department of Business
Oversight under the California Residential Mortgage Lending CRMLA 4131040. Corporate NMLS ID 174457. All rights reserved. 01012015. Information contained herein is provided
to assist real estate professionals and is not an advertisement to extend consumer credit as defined by section 1026.2 of Regulation Z and does not constitute legal advice.
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CEO CORNER
CHIEF EXECUTIVE OFFICER

DAVE TANNER

Safety First
Normally we focus on REALTOR® Safety during the NAR designated REALTOR®
Safety Month. However the recent event in Elk Grove caused us to spotlight this
topic during February this year.
The business of real estate has some inherent risks. However they can and
should be minimized. Having to accompany someone to a vacant house should
not require you to put your safety at risk.
Let me tell you about a couple of experiences that I have encountered. A female
REALTOR® was returning to her office about 11:30am when she was grabbed
from behind and physically injured. The assailant grabbed her purse and took
off. Unfortunately for him when he rounded the corner of the building an officer
was there having his lunch. Thinking that a 20-something punk carrying a purse
looked suspicious, he stopped him and quickly made an arrest. When questioned
as to his target selection, his response was because she was a REALTOR® and they
are all rich. Sometimes the way we dress and the cars we drive are designed to
make us appear that way, but is that also inviting trouble?
Another female REALTOR® received a call from a man with a familiar story. He
was being transferred to the area and needed to buy a home. He did not want
to move twice so he wanted to buy a vacant home that he could rent until close
of escrow. He designated a specific area for the home. On the way to meet the
caller to see homes, the female asked a male agent to go with her. The two met
the caller at the designated location and told him to follow them to the first
property. Three blocks later they looked in the rear view mirror and he was not
there. They circled back and found him in a parking lot. They pulled in and he
said he had lost them in traffic. When they finally got to the first home, the female
REALTOR® got out of the car and walked to his car. He said he decided he did not
want to buy in that area and took off. I believe if she had not asked someone to
go with her, the best potential outcome was that she was merely robbed. Sexual
assaults and murder are not an unheard of outcome in those situations.
One of the best ways to avoid these issues is to never work with a potential
buyer that has not been prequalified with your lender. First, why would you ever
waste your time showing property to someone until you know they can buy it?
Second, if they give your lender enough info to get successfully prequalified you
can be fairly confident you know who you are working with. And, if something
still goes wrong at least you can identify them.
A male REALTOR® received a call on a Friday afternoon with a story similar to the
one above. He wanted to see vacant houses Saturday morning. This REALTOR®
strictly followed the above prequalification policy. He asked the party for info and
passed it to his lender. It could not be confirmed. He called the potential buyer back
and got more info and passed it to his lender. Still could not be confirmed. When he
called the party back again at the motel where he was staying he had checked out.
I assume he figured they were onto him and moved on the find a less wary target.
Don’t let yourself be an unwitting target. There is no commission large enough
to make it worth being sexually assaulted or killed. Think defensively at all times
and you should be able to pursue this career with a relatively high degree of safety.
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Friday, March 13
11am Registation | No-host cocktails
12 - 2pm Lunch and Program
Hyatt Regency, 1209 L St.
$40 by March 6

home sweet home lending
professional loan officers belong at Umpqua Bank
With more loan programs plus the support and financial strength of the bank, you’ll find there’s no
place like Umpqua for your career.
•

FNMA/FHLMC/GNMA direct

•

No overlays

•

Full suite of loan programs including
custom construction and renovation programs,
jumbo portfolio loans, manufactured home
programs and investment property loans

•

On FORTUNE magazine’s
“100 Best Companies to Work For” List

•

Local processing/regionalized operations

For more information about joining Umpqua’s team of home lending professionals, contact our local sales managers
LYNN PINI, NMLS #500711
VP, Branch Manager
6061 Stanford Ranch Rd, Ste. 200
Rocklin, CA 95765

JEFF STEVENS, NMLS #274488
VP, Branch Manager
1545 River Park Drive, Ste. 150
Sacramento, CA 95815

KEVIN NUNN, NMLS #305826
Sales Manager
1545 River Park Drive, Ste. 200
Sacramento, CA 95815

(916) 774-3952, Cell: (916) 300-0667
lynnpini@umpquabank.com

(916) 563-1763, Cell: (916) 467-2411
jeffstevens@umpquabank.com

(916) 563-1028, Cell: (916) 212-3097
kevinnunn@umpquabank.com

www.umpquabank.com Member FDIC Equal Housing Lender

Equal Opportunity Employer Loan products subject to credit approval NMLS 401867
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ATTORNEY STEVE BEEDE

L E G A L U P D AT E
DOCUMENTS RETENTION - WHAT MUST YOU KEEP
& FOR HOW LONG
Whenever a dispute arises concerning a real estate transaction, the first thing
the attorneys do is request a copy of your file. Why? Quite simply because all
real estate contracts are required to be in writing including any information on
which the contract is based. It is not uncommon for buyers, sellers, and agents
to have completely different recollections of what was said or agreed to and so
the broker’s file becomes critical.
For example, recently we were defending a seller and agent being sued
for failure to disclose an alleged defect. Yet there in the file were the e-mails
and inspections indicating that the buyer was fully aware of the defect and
waived any repairs. Absent a complete file, this fact might have gone unknown.
Therefore, your retention of documents is critical. But which documents must
you save and for how long?
The documents which real estate brokers must retain are primarily governed
by California Business & Professions Code Sec. 10148 which states in part: “A
licensed real estate broker shall retain for three years copies of all listings,
deposit receipts, canceled checks, trust records, and other documents executed
by him or her or obtained by him or her in connection with any transactions for
which a real estate broker license is required.” Failure to maintain such records
is grounds for license suspension or revocation by the Bureau of Real Estate.
A clarification effective January 1, 2015 will exclude text messages, instant
messages and tweets (unless designed to be retained or to create a permanent
record). The law does not exclude emails.
While the three-year period may be sufficient since the deadline for a party to
bring a claim against an agent is generally two years from close of escrow – that
is not always the case.
A buyer has four years from the date of discovery to bring a claim against a seller
for an undisclosed defect or some other contract breach. And very often, they
are looking to the broker’s file to find all of the communications. Thus, it is not at
all unusual for communications being expressed through the agents after close
of escrow and running beyond the two-year deadline for claims against agents.
Did those communications include some representation or agreement? If so,
they could trigger agent liability long after the deal has closed.
While not legally required, it is our recommendation that a more prudent
practice is to scan files prior to their destruction. C.A.R. offers free, unlimited
scanned document storage and retrieval through zipVault. The California Real
Estate Legal Alliance (CRELA) is developing a form which brokers can use to
get consent from their clients to convert paper files to electronic files, and then
destroy the paper files. But if there is any on-going controversy, it is best to retain
the complete file until after the dispute is fully resolved.
For over 20 years, the attorneys of BPE Law Group, P.C. have been advising and
representing property owners and real estate licensees in dealing with their legal
concerns and maximizing their opportunities. If you would like a consultation with
us, please call our office at (916) 966-2260.
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New Trends…in Real Estate Fraud
The SAR Public Issues Forum convenes every 3rd
Friday of the month at 9:30am in the Boardroom.
This Forum acts as a conduit of information to
SAR Members. In January, we heard from Tan
Thinh, Real Estate Fraud Investigator with the
Sacramento County District Attorney’s Office for
an update on new schemes in real estate fraud.
Some highlights are presented below:
The Sac County DA’s Office investigates
o Any real estate fraud cases in Sac County
that involve a recorded real estate
document (Grant Deed, Deed of Trust, Quit
Claim Deed, etc.)
They do not investigate:
o Outside Sacramento County
o Cases involving squatters, landlord/tenant
disputes, vacant property crimes, divorces, etc.
Red Flags include:
o Up-front Fees
o Transfer of title
o Advice not to contact lender
o Virtual offices
o Required cash payments
o Requests to sign blank documents
Tips:
o Get a receipt/copy of everything you sign
o Don’t ignore letters/calls from your lender
o Only make payments to your lender
o Don’t pay up-front fees
o Don’t transfer title

Real Estate Fraud Investigations and
prosecution take time:
o Average 2-3 years investigating and
prosecuting
o Investigators talk with victims, witnesses,
request records from banks, fill out search
warrants, etc.
Resources:
o
CA Bureau RE: www.bre.ca.gov
o
State Bar of CA: www.calbar.org
o
CA Secretary of State: www.sos.ca.gov
o
http://www.makinghomeaffordable.gov
A great slideshow was included with the
presentation. Don’t miss the next one! Here is a
schedule of upcoming Public Issues Forum dates
and speakers/topics:
•		 Friday, February 20, 2015 – Edie Lohmann
of FEMA discussing updates to BiggertWaters 12 and Darren Suen with DWR on
flood control in Sacramento
•		 Friday, March 20, 2015 – Sacramento County
Assessor Kathy Kelleher
•		 Friday, April 17, 2015 – Joe Wagoner,
Manager of the Sacramento Republic FC
•		 (May - TBD)
•		 Friday, June 19, 2015 – Ray Tretheway with
the Sacramento Tree Foundation
•		 (July no meeting)

Legal Update at the March Main Meeting
The morning of the first
Tuesday of the month should
be locked into SAR Members’
schedules as a “must attend”
for the Main Meeting.
Important announcements
are presented and, whether
inspirational or informative,
there is always a main speaker
Gov Hutchinson
scheduled to present. This
upcoming month features C.A.R. Assistant
General Counsel and Staff Vice President Gov
Hutchinson. Always a captivating speaker, Gov
provides a highly informative Legal Update,

explaining complicated and/or vague legal issues
in a practical (and sometimes humorous) manner.
Attendees are guaranteed to walk away with new
found knowledge on key issues. You and your
colleagues are always invited to attend – tell them
to bring a friend!
What: SAR March Main Meeting
Where: SAR Mack Powell Event Center
When: Tuesday, March 3rd from 9:00am - 10:30am
Who: Gov Hutchinson, C.A.R. Assistant General
Counsel and VP of Staff
Why: 2015 Legal Update on Key Real Estate Issues
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ETHICS CORNER

Case #12-6:

Misleading Advertising
(Reafﬁrmed Case #19-8 May, 1988. Transferred to Article 12 November, 1994.)
REALTOR® A’s business included real estate
brokerage, property management, and home
building. In one of his newspaper advertisements
of his home building activities, in which he
identified himself as a REALTOR®, there was
prominently featured the words, “Buy Direct
and Save.” REALTOR® B sent a copy of the
advertisement to the Board of REALTORS® as
the basis of a complaint that REALTOR® A in
his advertising was, through use of the quoted
phrase, seeking to take unfair advantage of
other REALTORS®.
At the hearing, it was brought out that
REALTOR® A’s properties had been listed with his
real estate ﬁrm and processed through the MLS.
He defended his advertising by asserting that it
was no more than reasonable for him to seek the

sale of houses in his subdivision through his own
brokerage ofﬁce to the greatest extent possible.
He was not able to show the Hearing Panel any
instances of reduced prices on direct sales even
though several such sales had occurred.
It was the conclusion of the panel that REALTOR®
A had violated Article 12. The panel’s decision
indicated that just because he engaged in home
building he could not be exempted from the
standards that apply to REALTORS® generally;
and that the phrase “Buy Direct and Save” in
his advertising was an attempt to convince
prospective buyers that a lower price would
be offered those purchasing direct rather than
through cooperating brokers when, in fact, he
had maintained the same prices and there was
no saving by buying direct.

SAR’S SCHOLARSHIP

Scholarship Applications are being
accepted until March 31
SAR invites qualifying high school and college
students to apply for an SAR Scholarship. Please note
some of the guidelines and documents needed:
1. The application form must be completed in full
and received in our office by the deadline of 5:00
p.m. Tuesday, March 31, 2015.
2. Copy of current official transcript from your
accredited high school, college or university.
3. Evidence of acceptance and intention to enroll
for Fall 2015 term at an accredited college or
university (or verification of current full-time
enrollment if currently attending college or
university).
4. A typed, 300-word essay describing your career
objectives and the benefits to be gained from this
financial award.
5. Applicant must have maintained - and document
- a cumulative grade point average of 3.5, includes

high school and all colleges attended
6. Applicant must be a resident and student of
Sacramento County or the City of West Sacramento,
California for at least one year, OR be a relative of a
SAR Member or Affiliate and have a valid California
Driver’s License or California State Identification Card.
Process
•		Applications for review are accepted until
March 31st at 5:00pm.
•		 SAR will contact potential recipients to schedule
15-minute in-person interview for Mid-May.
•		 Recipients are notified of scholarship awards.
Amounts revealed at the Ceremony.
Recipients attend Awards Ceremony, 1st Tuesday of
June at 9:00am. Application can be accessed here.

11

ABOUT THE MARKET
REAL ESTATE FINANCE FORUM CHAIR

ANTHONY NUNEZ

FHA Reduces Annual Mortgage Insurance Premiums
As our nation’s housing market continues to slowly improve, the Federal
Housing Administration (FHA) has reduced annual premiums by half of a percent
to mortgages with terms longer than 15 years effective January 26, 2015. It is
predicted that this move will save more than two million FHA homeowners an
average of $900 per year and prompt 250,000 new homebuyers to purchase
their first home over the next several years. Between January 26, 2015 and the
end of February, FHA could receive 150,000 requests for new case numbers for
those buyers who have a loan already in process. FHA case numbers already
assigned can be cancelled and a new FHA case number can be requested. Due
to the demand for the lower premium, please be aware that this process could
possibly delay the closing of your purchase.
This new reduction can also benefit existing FHA borrowers. It’s estimated that
over a million current FHA borrowers could benefit from the lower premium.
Borrowers who took out their FHA-insured loans in the later part of 2013 and in
2014 will be the best candidates for refinancing since the FHA raised its annual
premium to 1.35% after June 3, 2013 and requires borrowers to pay the premium
over the life of the loan. This, coupled with the low rates that we haven’t seen
since the first half of 2013, could make for a nice mini FHA refinance boom.
According to the Mortgage Bankers Association, during the week ending January
16th, FHA refinance applications rose 57% from the prior week.
MBA Chief Economist Mike Fratantoni noted that the reduction in premiums is
making FHA-insured purchase loans more competitive with conventional loans
guaranteed by Fannie Mae and Freddie Mac. If FHA-backed mortgages get a
lead on Fannie and Freddie loans, it could be short lived. The Federal Housing
Finance Agency (FHFA), which regulates Fannie and Freddie, has already said
it is considering reducing the guarantee fees Fannie and Freddie charge on
single-family loans. There is even a better probability that the FHFA will lower
the guarantee fees, the loan level price adjustment or adverse market fee.
All of this is a step in the right direction which can be attractive for first-time
buyers as well as low-income households by bringing them back into the
market. It looks like 2015 is off to a fantastic and positive start!
Please join us at the Real Estate Finance and Affiliate Forum meeting held on
the first Thursday of the month beginning at 9:00am.
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AROUND SAR

Rolling with the Waves of Opportunity
2015 SAR Officers and Directors
Installation Luncheon
The Northridge Country Club
served as the backdrop to the 2015
SAR Officer and Director Installation
Luncheon as over 200 attendees
reveled the beginning of a new year.
Immediate Past President Paula
Swayne delivered a heartfelt speech
that received a standing ovation for
a year well done. The passing of the
gavel to 2015 SAR President Ron
Greenwood marked his optimistic
outlook as his family, friends and
colleagues provided support.
Ron’s theme for this year, “Waves
of Opportunity,” set a positive
attitude for the year with hopes that
many opportunities, including a
recovering economy, will manifest a
successful year for all.
In addition to the passing of the
gavel, awards were presented to
Members for their outstanding
service during the year:
REALTOR® of the Year –
Linda Wood
Affiliate of the Year –
Ryan Lundquist
President’s Award –
Kathie Bell
Lifetime Service Award –
Brian Holloway
Rising Star –
Del Barbray
Delicious entrees topped off the
successful and joyous event while
a professional photographer
helped produce stunning images.
You can view these 100+ photos
by visiting www.facebook.com/
sacrealtor – maybe you were
captured in the moment.
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YPN Mixers Offer Fun Networking Opportunities
Looking to expand your business?
Join the Young Professionals Network
(YPN) - everyone is welcome!
Gala Update - YPN is pleased to
announce that the December Gala raised
more than double the amount in 2013.
With your contributions and support, we
were able to raise $9,042!
We hope you were able to join us in our
first mixer of 2015. We had a blast with
the SAR Masters Club at Oshima Sushi in
Midtown! There’s nothing like expanding
your network to start off the New Year.
Did you miss out? Update your calendar
with these upcoming events:
Mixers – every 4th Thursday
		
(unless otherwise noted)
Annual Vendor Fair and Barbeque – 		
		
Tuesday, May 5, 2015
(Would you like to be “in the know” as
soon as we create an event? Add us on
Facebook - SARYPN!)

SAR Stands with the MLK March/Parade
The Sacramento Association of REALTORS® was
proud to support the 34th Annual MLK Day March/
Parade. The event, organized by www.mlk365.org,
brought together communities and community
leaders in a march that ultimately started at the
Oak Park Community Center and then rallied with
thousands more at Sac City College. From there, the
event wound downtown past the State Capital until
it converged with another march coming from the
North area at the Sacramento Convention Center.
The destination served as a Diversity Expo where
marchers enjoyed a talent show, participated in
dramatic historical Civil Rights reenactments and
gained enrichment from engaging with individuals
who were part of the civil rights movement. In all,
an estimated 29,000 people participated in this
event.

14

MASTERS CLUB CORNER

PATTI MARTINEZ

MASTERS CLUB OUTSTANDING LIFE MEMBER

Let’s talk a little about “customer service.” I’m calmer now, so I can speak about this in
a normal tone of voice, which wasn’t the case earlier in the week.
A few personal experiences the past couple of days has left an indelible mark on me.
It all surrounds “customer service.” It started this week when I tried calling my cable
company to inquire about a radical price increase. After 30 minutes on hold, they hung
up on me. After going online and finding myself number 297 “in the queue,” I smacked
my computer and said forget it!
Then, I had good clients lose their heat a few days after escrow closed. No problem
you say, “just call the home warrant company,” right? Well, long story short, the home
warranty company sent someone out several days later who promptly said, “sorry, preexisting condition - g’bye!”
My clients had no heat for a week when temperatures dipped to the forties at night
and barely above 60o during the day. Unacceptable customer service.
Thank goodness my clients called me so I would have the opportunity to advocate
on their behalf. I say “opportunity” because once your clients see how important they
are to you and how hard you work to help them resolve a problem, you then become
their go-to REALTOR® forever. They love you!
You absolutely must, must, must become an advocate for your clients. Not just as
you proceed through the escrow but afterwards as well. When your clients call you
after escrow closes, do NOT wince and avoid their call, fearing the worst. Most of the
time they just need help and you’re the one who can assist them. Call them back right
away. Find out what the problem is and how you can help.
We routinely deal with title companies, lenders, pest companies, home warranty
companies and we’re very familiar with how everything works. Our clients are not.
Sometimes they just need an explanation as to why they received a refund check, why
they got a supplemental tax bill, or, in my particular case, how they contact their home
warranty company when they misplaced the information and were desperate.
There’s an expression about promising less and delivering MORE, rather than
promising everything but delivering nothing. I can promise you one thing. If you
plan on being in the real estate business for many years to come, become an advocate
for your clients. Call them before they call you. Follow up after they move in. Make
sure everything is good and they’re enjoying their home. They will most assuredly
appreciate it.
Follow Masters Club On-line through SAR’s website (under the Committees menu).
We have some wonderful exciting events planned for the year and look forward to
welcoming all new and returning Masters Club members.

UPCOMING EVENTS
Educational Roundtables at SAR 		
Friday, February 6th
Awards Luncheon at Hyatt Hotel 		
Friday, March 13th
Loaves and Fishes				Monday, March 30th
Network Mixer (always free!) 		
Thursday, May 14th

SAVE THE DATE

2015 Masters Club Annual Awards Luncheon
Date: Friday, March 13, 2015
Time: Registration 11am | Noon – 2pm Lunch and Program
(No – host cocktails)
Location: Hyatt Regency (1209 L St. Sacramento, CA 95814)

Join SAR’s Masters Club as we recognize our qualifying
Members who have achieved real estate sales distinction
and the leadership for the upcoming year! More information
to come!

Get a strong team to pull for you
We are proud to be part of the community and invite you to
discover how we may assist you with your mortgage needs.
Contact your local home mortgage consultant today.
1510 Arden Way, Suite 205
Sacramento, CA 95815
916-287-3911

Gloria Mirazo Gregor
Branch Manager
916-287-3911
NMLSR ID 450704

Hiroko Bowlin
916-524-4700
NMLSR ID 457660

Leopoldo del Cid
916-548-7904
NMLSR ID 450925

Ron Farrell
916-548-7462
NMLSR ID 448028

Hunter Finley
916-678-3857
NMLSR ID 950092

Gary Hansra
916-743-5626
NMLSR ID 280602

David Henderson
916-678-3848
NMLSR ID 1183120

Nikki Jaeger
916-905-2679
NMLSR ID 1036248

Michele Kesner
916-202-1495
NMLSR ID 459504

Karin M. Kwong
916-834-1915
NMLSR ID 448184

Anthony Eugene
Nunez
916-849-7772
NMLSR ID 448065

Gene Oxley
916-601-4899
NMLSR ID 448046

Malyna Phan
916-799-1561
NMLSR ID 451113

Mimi Pham
916-678-3851
NMLSR ID 642699

Nathan Sibbet
916-320-3952
NMLSR ID 450926

Jacob M.
Warren
916-234-0540
NMLSR ID 455242

This information is accurate as of date of printing and is subject to change without notice.
Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. © 2013 Wells Fargo
Bank, N.A. All rights reserved. NMLSR ID 399801 AS1036746 Expires 7/2015
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PURCHASE WITH
1
UP TO 95% FINANCING.
No Private Mortgage Insurance (PMI) Required
Up to 30-year fixed-rate options2
Benefit from 150 years of hands-on professional service
Roberta Young
Mortgage Consultant
NMLS ID #247874
916-870-6232
roberta.young@uionbank.com
unionbank.com/ryoung

Naz Batta
Mortgage Consultant
NMLS ID #955171
916-747-1980
naz.batta@uionbank.com
unionbank.com/nbatta

Loans subject to credit and collateral approval. Financing available for collateral located in CA, OR, or WA. Restrictions may apply. Terms and conditions subject to change.
IMPORTANT INFORMATION ABOUT THE ECONOMIC OPPORTUNITY MORTGAGE LOAN:
1
You may be eligible for the EOM program if you meet one of the following requirements: A) Your property is located within a designated census tract; or B) Your annual household income falls below these Area Median Income levels for the county where the
property is located: • Less than or equal to 120% of the Area Median Income for all California counties and certain High Cost counties in Oregon and Washington; or • Less than 80% of the Area Median Income for the non-High Cost counties in Oregon and
Washington. On purchase transactions and no-cash-out refinances, 95% financing is available on single-family residences (excluding manufactured homes), PUDs, and condominiums; 90% financing is available on manufactured homes and 2-unit properties; and
80% financing is available on 3-4 unit properties. On cash-out refinances, 80% financing is available on 1-2 unit properties, and 75% financing is available on 3-4 unit properties. Property must be owner-ooccupied.
2
This is a fixed-rate loan with fixed monthly principal and interest payments for 30 years. Loan amounts available on 1-unit properties up to $500,000 for purchase transactions. In certain high-cost counties in CA and WA higher loan amounts may be available.
Ask your Union Bank mortgage consultant for details. Minimum credit score requirements apply for loans over 90% LTV. Mortgage insurance is not required. Rates may fluctuate daily. Loan pricing can only be locked through a Union Bank mortgage consultant.
The interest rate in this payment example is based on a variety of assumptions and conditions. The following payment example is for illustrative purposes only and assumes a purchase transaction of an owner-occupied single-family residence with a 5% down
payment. Example: For a $285,000 30-year Economic Opportunity Mortgage loan, the monthly principal and interest payments for 360 months would be $1,529.94 based on an interest rate of 5.000% (5.065% APR) (effective 1/7/2015). Payment amount does
not include homeowner’s insurance or property taxes, which must be paid in addition to the monthly principal and interest payment. Please contact your Union Bank mortgage consultant to obtain current rate and loan terms.

©2015 MUFG Union Bank, N.A. All rights reserved. Member FDIC. Equal Housing Lender. Union Bank is a registered trademark and brand name of MUFG Union Bank, N.A.

Stronger
Together
1-800-917-9000 • golden1homeloans.com
Federally insured by NCUA. Equal Housing Opportunity.
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S A R E D U C AT I O N A L O F F E R I N G S
DATE

TIME

CLASS

February 10

9:00am – 12:15pm Property
Management Basics
– Class 2 (of 4)

COST

TOPIC

INSTRUCTOR

$40

•
•
•
•

Robert Thomas,
RMP, CRS, GRI

$85
Digital
Materials

•
•
•
•

“The Nuts and Bolts
of Your Documents”
February 17

9:00am – 2:30pm

The Fundamentals
of Transaction
Coordination

$95
Printed
Materials

February 18

February 19

9:00am – 12noon

9:00am – 12noon

Transaction
Talk Workshop
for REALTORS®/
Lenders/Escrow
Officers

$85
Digital
Materials
$95
Printed
Materials

45 Hour Continuing $75
CD
Education & Live
Pricing
Review
$85
Text Book
Pricing

zipForm® &
e-Signatures
Training

Management & rental agreements, addendums
3- day notices, 30 -, 60 -, & 90-day notices
C.A.R. forms vs. California Apartment Association vs. your own forms
Property management software - what’s available, their costs and how to make
your job easier
• How to run your company from your tablet

Wendi Molina
Learn how the RPA lays the foundation for the transaction
Understand how, when and why you use the different disclosures
Identify what paperwork is required from each party
Discover how the lending and escrow process work together to close the
transaction
• Set timelines for contractual obligations and contingency removals

•
•
•
•
•

Wendi Molina
Build a strong foundation needed to understand the transaction process
Learn how the contract affects the escrow process
Understand that COMMUNICATION is key in the escrow process
Identify the lender requirements regarding the RPAs
Understand the lender requirements (conditions) needed to assist your client
with a timely closing

• All students will receive the 3 hour mandatory courses of agency, ethics, trust Duane Gomer
funds, fair housing, risk management and two 15 hour consumer protection Company
Representative
courses by textbook or CD.
• Although this review is not mandatory to renew your license through the use
of our continuing education courses, it is Duane Gomer’s most popular course
• Instructions for exams will be given at the seminar

February 20

9:00am – 12noon

$20

•
•
•
•
•
•

Monitor transactions
Sign and initial signatures, including client options
Legal definitions & requirements of electronic signatures
Automatically update C.A.R. forms
Access unlimited transactions from any computer
Import/export transactions

David Metten

February 24

$40
9:00am – 12:15pm Property
Management Basics
– Class 3 (of 4)

•
•
•
•
•
•

Trust Account accounting – how to do the required triple reconciliation
How to get ready the audit
Property registration and inspections
Registering with the correct local authorities
Self-inspections and annual inspections
Inspection software and inspection forms

Robert Thomas,
RMP, CRS, GRI

“You Are Being
Audited, Are You
Ready?”
February 26

10:00 – 11:30am

Setting Goals
and Making them
Happen

$35

•
•
•
•
•

What are goals, where do they come from, and why it’s important to have them Brad Warren,
Business Coach &
How to create powerful, SMART goals
Seminar Leader
Seven different goal categories with examples in each category
A seven step process for setting and achieving your goals
The five Step Planning Process for scheduling the right activities into your
calendar to accomplish your goals

March 5

9:00 – 10:30am

Emerging Social
Media

$15

•
•
•
•
•
•

Overview of Instagram & Pinterest
Set up of accounts on both platforms
CalBRE compliance
Branding a social media account for your business
Creating visual content to engage clients
Developing a social strategy and achievable plan

Peter Delle

March 10

$40
9:00am – 12:15pm Property
Management Basics
– Class 4 (of 4)

•
•
•
•
•
•

Marketing with websites and social media to generate more calls
Marketing to REALTORS® , referrals and the public
Using newsletters, promotions, and special offerings
Money that goes right to the bottom line
Monthly maintenance programs
Fees: Late, NSF, application, maintenance company referral fees

Robert Thomas,
RMP, CRS, GRI

“Let’s Make Some
Serious Money”
March 24

9:00am – 1:00pm

Using the Updated
C.A.R. Residential
Purchase
Agreement

$25

Dave Tanner, Esq.
• How to use the new RPA without costing your clients a bundle
• How to use the new RPA without jeopardizing the transaction
• How to use the new RPA without jeopardizing your license
Think defensively and smartly. Attend this important class brought to you by SAR.

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 48 hours in advance.
If you cancel less than 48 hours in advance, your registration fee will be forfeited

*This course is approved for continuing education credit by the California Department of
Real Estate. However, this approval does 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.
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MARCH CALENDAR OF EVENTS
Monday

Tuesday

Wednesday
3

2
Main Meeting (EC)
9:00 – 10:30am
Charity Research
Committee (L) **
10:30 – 11:30am
Volunteer Coordinating
Committee (B) **
10:30 – 11:30am

WCR Board meeting (B)
12noon – 1:30pm

Comm. Asset Mgmt Class (EC)
8:00am – 5:00pm
Education Committee (B) **
9:00 – 10:00am
Searching & CMA Workshop (T)
9:00 – 11:30am
Realist Workshop (T)
1:00 – 3:30pm

16

New Member Orientation (B)
9:00am –12:30pm
SAR Intern Class (B) **
2:00 – 4:30pm

Regional Meetings
(Various)
Visit www.sarcaravans.org
Property Management
Class (EC)
9:00am – 12noon

23

18
SAR Intern Class (B)
2:00 – 4:30pm
New Member Orientation (B)
6:00 – 9:30pm

24
Regional Meetings
(Various)
Visit www.sarcaravans.org
RPA Presentation (EC)
9:00am – 1:00pm
Housing Opportunity
Committee (B) **
10:30am – 12noon

30

11

Real Estate Finance & 5
Affiliate Forum (EC)
9:00 – 10:30am
Emerging Social Media (EC)
9:00 – 10:30am
CanTree Committee (B) **
10:30am –12noon
Legal Lunch – Comm. RE (EC)
11:00am –1:00pm
Internship Committee **
12noon - 1:30pm

25
AREAA Seminar
10:00am – 2:30pm
Office Closed for Staff
Development
1:00 – 2:00pm

6

Office Closed
7:30 – 8:30am

12

Coldwell Banker Scholarship
Fundraiser (EC)
Masters Club (B)
11:00am - 2:00pm
9:30am – 11:00am
New Member Orientation (B) Equal Opportunity Committee
1:00 – 4:30pm
(B) **
11:30am – 1:00pm
Regional Coordinators Meeting
- QTR 1 (B)
1:30 – 2:30pm

Regional Meetings (Various)17
Visit www.sarcaravans.org
NARM Meeting (EC)
10:30am – 2:00pm
Scholarship Fundraising
Committee (B) **
1:00 – 2:00pm
SAR Charitable Found. BOD **
(B) 2:00 – 3:30pm

MetroList Course I (T)
9:00am – 12noon
MetroList Course II (T)
1:00 – 4:00pm

4

10

9

Friday

Thursday

YPN Advisory Committee (T)
19
10:00 - 11:00am
Marketing/Communications
Committee (L) **
10:00 - 11:30am
WCR Luncheon (EC)
11:00am – 2:00pm
Comm. RE: Agri. Income Property
Seminar (EC)
2:00 – 4:00pm
Commercial Committee **
2:30 – 4:30pm

13
Commercial Mentoring
Group (P)
9:30 – 11:30am
Masters Club Luncheon
(Offsite)
11:00am – 1:30pm

20
BTI (EC)
9:00am – 12noon
Public Issues Forum (B)
9:30 – 10:30am
WCR Bunco Night (EC)
3:00 – 11:00pm

27

26
SAR Board of Directors (B)
9:00 – 11:00am
CAMP Meeting (EC)
11:00am – 2:00pm
YPN Mixer (Offsite)
5:30 - 7:30pm

BTI (EC)
9:00am – 12noon
Broker/Manager Forum (B)
9:30 – 10:30am

31
Regional Meetings
(Various)
Visit www.sarcaravans.org

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

*Various locations – Call for details
** closed meeting

Meetings subject to change.
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Shop at the SAR Realty Supply Center
Don’t Be a Secret Agent!
REALTOR® Logo Shirts are on sale for all of
February. They are the best way to identify
yourself as a real estate pro.

Don’t deny your REALTOR® status!
Various sizes and styles in both men’s and
women’s.

Be a sweet REALTOR®
this Valentine’s Day
Sale on all corrugated heart-shaped
signs – 25% off.

Sweeten the Deal with these great signs!

Visit the SAR Realty Center Now at: www.realtysupplycenter.com

Find out
Realtors®
Provident
for more

why California
have relied on
Bank Mortgage
than 50 years!

At Provident, we have the knowledge that comes with experience
to help your buyers find the home loan that is right for them.
Choose Provident Bank Mortgage as your direct lender and you get the strength of an FDIC-insured, federallychartered bank, with the benefits of working with a local lender. Our loans are originated, underwritten and funded
locally, and we maintain our own appraiser panel, with an emphasis on local appraisers in each market area.

ROSEVILLE

ELK GROVE

Purchase or Refinance

2988 Douglas Boulevard 9245 Laguna Springs Drive
Suite 130
Suite 105

(916) 746-2500

■ Fixed

(916) 896-1402

www.PBMRetail.com
The Corporate Office for Provident Bank Mortgage is located at 3756 Central
Avenue, Riverside, CA 92506 (951) 686-6060. Provident Bank Mortgage
is an approved lender for HUD/FHA, VA, Fannie Mae and Freddie Mac. In
authoring this media, Provident Bank Mortgage is not acting on behalf of
or at the direction of HUD/Federal Housing Administration, the Federal
Government, The Department of Veteran Affairs, Fannie Mae or Freddie Mac.

& Adjustable-Rate Options
FHA, VA, USDA
■ Renovation Loans
■ Jumbo Loans
■ First-Time Buyer Programs
■ Downpayment-Assistance
■ Second Homes & Investment Properties
■ Second Mortgages ■ …and more!
■ Conventional,

This is not an offer for an extension of credit or a
commitment to lend. All applications are subject to borrower
and property underwriting approval. Not all applicants will
qualify. All loan products and terms are subject to change
without notice. Provident Bank Mortgage is a division of
Provident Savings Bank, F.S.B., NMLS #449980.

©2014 Provident Bank. All rights reserved.

M05 4113 0614
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Sales rebound for the holidays,
inventory shrinks
Sales volume rebounded for December,
increasing 21.5% to 1,313 single family home
sales. This is nearly an identical rebound from
the 21.4% drop from October to November
(1,375 sales down to 1,081 sales). This marks
an increase in sales after four months of
consecutive decline. Equity sales dominate the
market, accounting for 87.5% of all sales (1,145
units). The remainder of sales comprised of 80
Short Sales (6.1%) and REO sales (6.7%). For
the month, REO sales increased 26.4%, short
sales decreased 1.6% and conventional sales
decreased 1.4%.
Of the 1,313 sales this month, 202 used cash
financing, 661 used conventional (mortgagebacked) financing, 318 used FHA (Federal
Housing Administration), 100 used VA (Veteran’s
Affairs) and 32 used Other* types of financing.
The average DOM (days on market) for homes
sold this month was 41, while the Median DOM
was 26. These numbers represent the days
between the initial listing of the home as “active”
and the day it goes “pending.” Breaking down

JANUARY
the Days On Market, there were 709 listings
that sold between 1 – 30 days, 287 listings that
sold between 31 – 60 days, 160 between 61 –
90 days, 81 between 91 – 120 days and 76 sold
after being on the market for over 120 days. See
comparison of sales volume for 2013 and 2014
below.
The month-to-month median sales price
increased 1.1% from $265,000 to $268,000. The
current level is 7.2% above the $250,000 median
sales price of December 2013. The current figure
is up 67.5% from the January 2012 low of
$160,000. When compared to the all-time high
($392,750/Aug. ’08), the current figure is down
31.7%.n.
Active Listing Inventory in Sacramento County
decreased for the month, down 19.2% to 2,427
(from 3,002 listings). Compared year-to-year,
the current number is up (32.2%) from the 2,836
units of December 2013. Following this drop,
the current months of inventory decreased 35.7
% to 1.8 months. Additional statistics reports are
available on SAR’s statistics page.
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December 2014
MLS STATISTICS for December 2014
Data for Sacramento County and the City of West Sacramento

SINGLE FAMILY HOME RESALES
Monthly Statistics

Current Month

Last Month

Change

980

1,332

‐26.4%

1,073

2,427

3,002

‐19.2%

1,836

32.2%

142

161

‐11.8%

168

‐15.5%

Pending Short Lender Approval

284

310

‐8.4%

501

‐43.3%

Pending Sales This Month

811

960

‐15.5%

57

54.4%

5.3%

19.4%

Listings Published this Month
Active Listing Inventory †
Active Short Sale (included above)

% of
Total
Sales

88 6.7%

Number of REO Sales

80 6.1%

67

Equity Sales**

1,145 87.2%

957

Total Number of Closed Escrows

1,313 100%

1,081

Number of Short Sales

Months Inventory

1.8 Months

Mo

1.8

Last Year % of Total

% of
Total
Sales

Sales

Change

‐8.7%

631

28.5%

92

7.1%

‐4.3%
‐47.0%

6.2%

151

11.7%

19.6% 88.5%

1,051

81.2%

8.9%

21.5%

1,294

100.0%

1.5%

100%

2.8 Months 3 ‐35.7% Months

1.4 Months 1.4

28.6%

$386,253,993

$317,306,470

21.7%

$364,445,968

6.0%

Median

$268,000

$265,000

1.1%

$250,000

7.2%

Mean

$294,177

$289,778

1.5%

$281,861

4.4%

01/01/14 to 12/31/14
SAR monthly data, compiled

01/01/14 to 12/31/14
MetroList YTD data

Dollar Value of Closed Escrows

Year‐to‐Date Statistics

15,778

Number of Closed Escrows

$4,664,088,698

Dollar Value of Closed Escrows

$267,263
$294,251
$5,050,342,691

Median
Mean

17091

1/1/2013
12/31/2013

Change

‐7.3%

16,247

17,029

$4,780,703,102

$4,524,801,189

3.1%

$267,263
$294,251

$238,000
$264,504

12.3%
11.2%

########

Sales Volume
2,000
1,800
1,600

1,726

1,725

1,400

1,520 1,501

1,482

1,200

1,420

1,550

1,672

1,522

1621 1641
1405 1386

1,178 1,189

1,000

1151

1294

800

1244

1548
1475 1495 1465
1428 1396 1375

1309
1081

978

984

Jan.

Feb. Mar. April May June

600
400
200
0

Aug. Sept. Oct. Nov. Dec.

Jan.

Feb. Mar. Apr. May June

2012

July

Aug. Sept. Oct. Nov. Dec.

2013

July

Aug. Sept. Oct. Nov. Dec.

2014

Median Sales Price

Inventory Volume

$300,000

4,000
3,500

$250,000

3,000

$200,000

2,500

$150,000

2,000
1,500

$100,000

1,000

$50,000

500
Aug.
Sept.
Oct.
Nov.
Dec.
Jan.
Feb.
Mar.
Apr.
May
June
July
Aug.
Sept.
Oct.
Nov.
Dec.
Jan.
Feb.
Mar.
April
May
June
July
Aug.
Sept.
Oct.
Nov.
Dec.
2012

2013

$0

2014

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

0

$0

2012

2013

2014

† 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, Communications Manager, Sacramento Association of REALTORS® | www.sacrealtor.org | 916.437.1205
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Data for Sacramento County and the City of West Sacramento
MLS STATISTICS for December 2014
Data for Sacramento County and the City of West Sacramento

BREAKDOWN OF SALES BY PRICE

1 House on Lot
250

Type of Financing/Days on Market

Total:

TYPE OF FINANCING

1,313

(1 House on Lot/Condo)Cash
FHA
24%

235
183

27

26

35

15%

121

84

62

Other †
3%

VA
8%

81

73

50

23

18

42

3

Conventional
50%

Types of Financing Historical

DAYS ON MARKET

(1 House on Lot/Condo)

(% of Sales)

Cash

50.0%

Conventional

FHA

VA

Other

121 ‐ 180 Days
5%

91 ‐ 120 Days
6%

45.0%
40.0%

181+ Days
1%

61 ‐ 90 Days
12%

35.0%
30.0%
25.0%
20.0%
15.0%
10.0%
5.0%

Current Month

Previous Month

(Single Family Home only)
Financing Method

# of
Units

# of
Units

Cash
Conventional
FHA
VA
Other †
Total

% of
Total

202
661
318
100
32

15.4%

2.4%

183
507
271
84
36

1,313

100.0%

1,081

50.3%
24.2%
7.6%

Oct‐14

Dec‐14

Jun‐14

Aug‐14

Apr‐14

Feb‐14

Oct‐13

Type of Financing

Dec‐13

Jun‐13

Aug‐13

Apr‐13

Feb‐13

Oct‐12

Dec‐12

Jun‐12

Aug‐12

Apr‐12

Feb‐12

Oct‐11

Dec‐11

Jun‐11

Aug‐11

Apr‐11

Feb‐11

Oct‐10

Dec‐10

Jun‐10

Aug‐10

Apr‐10

Feb‐10

Oct‐09

0 ‐ 30 Days
54%
Dec‐09

0.0%

LENGTH OF TIME ON MARKET

% of
Total

Days on Market

16.9%

0 ‐ 30

46.9%

31 ‐ 60

25.1%

61 ‐ 90

7.8%

91 ‐ 120

3.3%

121 ‐ 180

100.0%

181+
Total

* half‐plex, 2‐on‐1, mobile home
† includes: cal vet, contract of sale, crea�ve, farm home loan, owner
financing.

31 ‐ 60 Days
22%

(SFR & Condo)

# of
Units

709
287
160
81
58
18

1,313

Current
Month

% of Total
Last 4
Months

Last 12
Months

54.0%

58.5%

63.1%

21.9%

21.2%

18.6%

12.2%

10.4%

9.3%

6.2%

5.4%

4.4%

4.4%

3.5%

3.4%

1.4%

1.1%

1.3%

100.0%

100.0%

100.0%

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

26
41
$171.7

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/public‐affairs/statistics.html.

Based on Multiple Listing Service data from MetroList. © 2013 SAR.
Compiled monthly by Tony Vicari, Communications Manager, Sacramento Association of REALTORS® | www.sacrealtor.org | 916.437.1205

Serving the Sacramento Region since 1979.
Phil Adams, Senior Property Manager
BRE # 00829023
30 years with M&M
Folsom, Granite Bay, Loomis, Orangevale
Cell: 916-591-0124
phil@mmproperties.com
Ernest Alexander
BRE # 01447338
6 years with M&M
Natomas 95833,95834,95835
Cell: 916-717-0232
elalexander@sbcglobal.net
Renee Cabral
BRE # 01720303
6 years with M&M
Sac 95829,95828, Elk Grove 95624
Cell: 916-281-7771
rcabral4@msn.com
George Dahdouh
BRE # 01743736
5 years with M&M
Sac 95832, Laguna 95757, 95758
Cell: 916-271-3804
grdahdouh@yahoo.com
Cathy Galligan, Senior Property Manager
BRE # 01196197
20 years with M&M
Carmichael, Citrus Heights, Fair Oaks
Sacramento 95628, 95842
916-923-6181 ext.168
cathyg@mmproperties.com
Jim Hall
BRE # 01489815
6 years with M&M
Sac 95822, 95823, 95832
Cell: 916-716-3660
jim@mmproperties.com
Eric Kramer
BRE # 01878520
2 years with M&M
Antelope, Roseville, Rocklin, Lincoln
Cell: 916-862-4181
E_Kramer@comcast.net
John Schenkenberger
BRE #0 1481301
3 years with M&M
Sacramento 95826, 95827, Rancho Cordova
Cell: 916-708-2065
john@mmproperties.com

Barbara Lemaster, Senior Property
Manager
BRE # 00984714
20 years with M&M
Apartments 16 units and greater
Cell: 916-833-9252
barbl@mmproperties.com

Phillip Sparks
BRE # 01125907
7 years with M&M
Laguna, Elk Grove, Sacramento 95823
Cell: 916-752-2086
papropertymanager@gmail.com
Jeff Huang
BRE # 01882324
Speaks Chinese
Folsom, El Dorado Hills,
Granite Bay, Cameron Park
Cell: 510-461-7283
jeffrents@gmail.com

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)

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

Brad Higgins, President
Since 1990
Folsom, El Dorado County
Cell: 916-3337-5893
brad@assocmc.com

Anna Matarazzo
BRE # 01913593
2 years with M&M
Carmichael, Citrus Heights, Fair Oaks
Cell: 916-905-4266
anna@mmproperties.com

Scott Bland
7 years with AMC
Handles Sacramento Association
South of HWY 80 to Elk Grove
916-565-8080 ext.322

Branch Office: Marysville/Yuba City
319 D Street
Marysville 95945

Barbara Lemaster
20 years with AMC
North East of Sacramento, Placer County
916-565-8080 ext.128

Karen Goodman
BRE # 01938211
Marysville & Yuba City
Cell: 480-824-8991
karen@goodmangals.com

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

Cathy Stratton, Senior Property Manager
BRE # 00755858
25 years with M&M
Citrus Heights, Orangevale, Fair Oaks,
916-923-6181 ext. 120
cathystratton@bmrealtor.com

Cheryl Goodman
BRE # 01844071
Marysville & Yuba City
Cell: 530-329-4418
cheryl@goodmangals.com

Chris Peters
4 years with AMC
Yolo County and Sacramento
916-565-8080 ext.306

Penny Jarrett
BRE #0 0899113
6 years with M&M
Carmichael, Sacramento 95864, 95825
Cell: 916-709-5930
pennyjarrett@comcast.net

Affiliated Company:

Jim Eitzen
BRE # 01879149
3 years with M&M
Elk Grove and Laguna
Cell: 916-730-7498
jimeitzen@mmproperties.com
Susie & Joe Caballero
BRE # 01744178
BRE # 01870161
5 years with M&M
Speaks Spanish
Sacramento 95828, 95829, Elk Grove 95624
Cell: 916-213-8526
susierents@gmail.com
joecabo@yahoo.com
Renea Negri
BRE # 01254133
6 years with M&M
Rio Linda, Eleverta, North Highlands
Sacramento 94842, Antelope
Cell: 916-205-6415
reneanegri@aol.com
Wes Ritchie
BRE # 01724001
6 years with M&M
Sacramento 95815, 95821, 95825, 95841
Cell: 916-730-4533
wesrtch@gmail.com

Jan Windsor, Senior Property Manager
BRE # 00904367
26 years with M&M
Carmichael, Fair Oaks, Sacramento 95864, 95825
Cell: 916-320-8408
jan.windsor@att.com

Apple Assets and Property Management
Dave Gardner, Broker
Santa Clara, Campbell
BRE #01947978
Cell: 408-807-5698
dave@AppleAssetsAndPropertyManager.com

What people are saying 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.”
Your selected local Property Manager will be your single POINT OF CONTACT
regarding all matters, starting with showing the property, signing the
Lease, coordinating maintenance and maximizing your 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

Accounting Department: Mary Cullen,
Gretchen Burrill
Administrative Support: Cecia Dailey
Maintenance Division: Rolando Cuevas
Receptionist for M&M and AMC Olivia G.
Customer services: Lindsey Aker

Free “Nuts & Bolts” Property Management
Class for all of your clients! Learn from 35
years of experience to reduce stress and keep
a more consistent cash flow. Check Website
for yearly calendar for monthly Classes.
CALL 916-923-6181, ext. 110 TO RSVP

®!
REALTpOanRdinSg into

We are ex d looking for
ty an
Placer Coun d tech-savvy
motivate
anagers
property m
BRUCE MILLS

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

www.mmproperties.com
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S A R G O V E R N M E N T A F FA I R S
BY CAYLYN BROWN
SAR GOVERNMENT AFFAIRS DIRECTOR

Will Your Services as a REALTOR® Be Taxed?
It’s been discussed as a possibility in California for years – a tax on services. There have been as
many varying ideas for how it could be implemented as organizations that have discussed it. But
until the start of the 2015 legislative cycle nothing official was proposed.
Senator Bob Hertzberg introduced Senate Bill 8 which would create a tax on services in California.
We will not know for some time what will happen with this proposal, but there are a few early
indicators. This legislation is currently in “spot bill” form, which means it’s drafted with highlights of
the proposal, but not the hundreds of pages of language we commonly see in sweeping legislative
reforms. As of this writing, SB 8 is not scheduled for a hearing.
Another significant indicator of this bill’s potential future is that Governor Jerry Brown campaigned
on a promise of no new taxes without voter approval. But Governor Brown did commend Senator
Hertzberg for his “great ideas”. This could indicate that this bill is intent on beginning a discussion
regarding tax reform with voters. But a final plan could end up at the ballot box.
SB 8 is a work in progress but, as currently drafted, the proceeds from the new service tax is
projected at $10 billion each year to public schools and universities, local governments, and a new
tax credit for low income workers. SB 8 will change the corporate tax structure and create new
incentives for business investment and a higher minimum wage. Another Democratic Senator
is already proposing raising California’s minimum wage to $13 per hour. The currently drafted
legislation would also provide an across the board reduction to personal income taxes. Families
earning $100,000 each year would pay one percent income tax, top earners could also see a
reduction.
Some services like health care and education are currently exempted from the initial draft, as
would be small business with annual sales under $100,000.
The California Association of REALTORS® opposes SB 8 because a service tax would put a
disproportionate burden on real estate transactions, because these transactions are so service
intensive. These transactions include using a REALTOR®, home inspector, structural pest control
inspector, brokerage and escrow services, disclosure reports… and the list goes on from there.
This early in the legislative cycle it’s difficult to tell where drafted proposals will end up. SB 8 is
generating a significant amount of discussion and would have a tremendous impact on the real
estate market in California.
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MEMBER OF THE MONTH
1. How long have you been a Member of
SAR?

LINDA WOOD

I joined as in intern in the fall of 1991. I
joined as a REALTOR® in January 1992.
2. What did you do before you became a
REALTOR®?
When I joined SAR, I was working at
Montgomery Ward on commission,
selling furniture. I didn’t quit that job
until June 1994. Prior to that, I was the
Operations Manager at Montgomery Ward’s
telemarketing center. My earlier years were
spent in the bank data processing field
setting up remote processing centers and
training staff.
3. What do you like best about being a
part of the real estate industry?
I really love working with clients to help
them navigate what can be a difficult and
stressful transaction. I also really enjoy all
of the friendships (REALTORS®, SAR Staff,
Affiliates) that I’ve made as a result of being
in this business.
4. How have you adjusted to changing
market conditions in the past couple
years?
I adjust to changing markets by making
it my responsibility to stay educated about
whatever is happening and to know the
inventory. There are always people that will
buy or sell. I just need to understand and
work with the market, whatever it is!
5. What advice would you give someone
who is interested in becoming a REALTOR®?
Take responsibility to educate yourself,
continuously. Take advantage of all that
SAR and your brokerage offers. Read, attend
seminars, attend the weekly marketing
meetings and tour properties. Become an
expert.
6. You are a very involved member of the
Association. Can you name some of the
committees you have served on?
CanTree, Education, Past C.A.R. Director,
Nominating,
Leadership
Academy,
Internship, SAR Director, MetroList Regional
Committee, MetroList Director
7. Why have you contributed so much of
your time and energy to the Association
throughout the years?

Once I started, I found it to be addicting.
Not only was it fun and a way to meet really
great people, it contributed to my personal
growth. I gained confidence and leadership
skills. I became much more comfortable
speaking to individuals, groups or the
public.
8. You were selected as SAR’s 2014
REALTOR® of the Year. How did that feel?
I was very surprised, honored and
humbled. This is an honor that I never
expected to receive. At the end of the day,
it motivated me to strive harder to live up to
the honor.
9. How do you balance your personal and
business lives?
I make sure to take a day off every week
where I do not schedule appointments
or go in to the office. I schedule time for
friends and fun. My business and personal
life often overlap because so many of my
friends are associates and/or clients.
10. What are some qualities that you value
in a person?
Cooperative,
trustworthy,
professional, responsible and loyal.

kind,

11. What are some of your favorite places
to visit?
Hawaii (especially the Big Island and
Kauai), San Francisco and Marin, Pacific
Grove, Amador County.
12. What is your favorite restaurant in
Sacramento?
I don’t have any particular one. I
love Mexican food. Favorite restaurants
include
Jamies, Stingers, Bibas,
Banderas and anywhere on the water.
13. Do you have a favorite saying or
expression?
“Success is what happens when
preparation meets opportunity,” and “Lack
of planning on your part does not create an
emergency on my part.”
14. What would people be surprised to
learn about you?
I was the church piano player from the
time I was 10 years old until I moved away
at 18. Not because I’m good – it was a tiny
church and we had no one else so I had to
step up and fill the spot. I’m also the oldest
of 5 siblings.
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NEW SAR MEMBERS
December 2014
New REALTOR® Members
Paul Cotter
Lyon RE Sierra Oaks

Sonya Dixon
RE/MAX Gold Roseville
Yaser Faily
Century 21 M & M and Assoc.
Antoinette Frieseke
Lyon RE Downtown
Ari Gorgani
Legacy Real Estate
Leanna Halldorf
Keller Williams Realty
Reymon Hernandez
Keller Williams Realty

Karen Strand
HomeSmart ICARE Realty
Erik Thorn
Keller Williams Rlty Fair Oaks/
Sacramento
Gerri Trujillo
Coldwell Banker-Res R E Srv
Mandisa Zeigler-Frye
Century 21 M & M and Assoc.

New Designated REALTORS®
William Sheridan
SFinvest, AMOÂ®

Dana Howell
Century 21 M & M and Assoc.
Matthew Jones
Redfin Corporation
Laura Krowel
Keller Williams Realty Folsom
Charles Maples
Keller Williams Rlty Elk Grove
Nicole McMillion
Keller Williams Realty
Cindy Pierman
Pierman Property Management
David Sawyer
Keller Williams Realty Folsom
Charles Sims
Re/Max Gold Midtown
Sameer Singh
Coldwell Banker-Res R E Srv
Hunter Sinkey
Fusion Real Estate Network
Deondra Smith
Coldwell Banker-Res R E Srv

New Affiliate Members
David King
Summit Funding Inc.
Patricia Mastracco
Patty Mastracco
Jennifer Sopinski
Blue Water Credit

S TA F F D I R E C T O R Y
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

2015 SAR
Board of Directors
Ron Greenwood
President
Ed Anderson
President-Elect
Franco Garcia
Secretary/Treasurer
Paula Swayne
Immediate Past President

SAR Member Services
MetroList Administrative Center
Nancy Manly – 916.437.1217
Director of Member Services
Hunter Krueger – 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

Directors
Kathie Bell
Judy Black
Preston Collier
Sue Galster
Rosanna Garcia
Barbara Lebrecht
Anthony Nunez
Chip O’Neill
Deniece Ross-Francom
Douglas Dransfield
Erin Stumpf
Kellie Swayne
Judy Covington
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 Services Coordinator
Lyndsey Harank – 916.437.1226
Director of Professional Standards & Administration
Deborah Grinnell – 916.437.1209
Director of Marketing and Events
Chris Ly – 916.437.1204
Chief Operating Officer
Liliya Mishchuk – 916.437.1212
Meetings & Events Manager
Mindy Scheibler – 916.437.1220
Meetings & Events Coordinator
Tony Vicari – 916.437.1205
Communications Manager
Judy Wegener – 916.437.1207
Director of Communications and Education
Irene Ruan – 916.437.1203
Staff Accountant
Patricia Ano - 916.437.1220
Member Concierge
Spencer Williams - 916 437-1225
IT Manager
Carol Cunha - 916-437-1208
Commercial Division Director
Jaclyn Mamuzich - 916-437-1229
Web Designer & Developer

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 Facilities and Retail Operations
Marcus Arroyo - 916.437.1222
Retail Services Specialist
Tyler Dahm - 916.437.1222
Retail Services Specialist

Sacramento REALTOR® Newsletter
Editor: Tony Vicari
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 e-magazine 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!

