
1970s…Into the 
future

The 1970s at the Sacramento Board of 
REALTORS® (SBOR) was a momentous time. 
Two big changes came to the organization, 
one in the form of technology and one in 
the form of leadership. Computers arrived at 
SBOR and in 1977 the MLS Board of Directors 
(BOD) signed on with Realtronics for a bro-
ker computer terminal system. President 
Chuck Manly oversaw SBOR's transition into 
the computer age. While it was not without 
bumps in the road, it ushered in the use of 
technology for REALTORS® .

The decade ended with another landmark 
occasion. Neva Cimarolli was elected as the 
1979 President of SBOR, the first woman to 
hold that position. A long-serving and active 
Member of SBOR, Neva was also the first 
women elected to the BOD by the general 
Membership in 1960. 

REALTORS® in the 1970’s encountered 
issues that  are very familiar to our Members 
today. This decade was a time of energy 
issues. SBOR Presidents talked about con-
cerns in the 1974 January edition of the 
Sacramento REALTOR® newsletter; “People 
are very concerned about their jobs, support-
ing a family, the gas shortage. There are more 
changes taking place now than at any other 
point in history.” 

Today we also face historic changes and 
a challenging market. From energy issues to 
dealing with new technology, SBOR contin-
ued to grow and adjust to a changing world, 
just as SAR does today.

Register today for the 
2008 Business and 
Technology Expo

The largest Northern California event 
focused exclusively on business technol-
ogy products and solutions for the real 
estate professional. 

Hosted by the Sacramento Association 
of REALTORS® in partnership with neigh-
boring REALTOR® Associations.

Friday, September 5, 2008
9:00a.m. – 3:30p.m. 
(with a special early-bird session at 

8:00 a.m.)

DoubleTree Hotel Sacramento
2001 Point West Way, Sacramento

$25 Association Members

$30 Non-Association Members

Lunch is included

REGISTER EARLY!
Register in August and you’ll have a 

chance to win $1,000.

Register online and receive an addi-
tional entry.

We’ve made some changes to make 
attending the Expo more convenient. 
The Expo at a new, central location – 
the DoubleTree Hotel in Sacramento, 
off Arden Way.  We are introducing an 
Early-Bird session 8:00-9:00 a.m. so you 
don’t have to miss a single educational 
session, and will have to give you addi-
tional time in our technology and fun 
filled Exhibit Hall. And we’re concluding 
the day a bit earlier, at 3:30 p.m.

If you haven’t registered yet, please 
do so today -- if you have, fantastic! We’ll 
see you on September 5th!

Sacramento Association 
of REALTORS®
2003 Howe Avenue
Sacramento, California 95825

SAR WEBSITE:
www.sacrealtor.org
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Get SOLD on Technology 
at this year’s EXPO!

Top 3 REASonS You SHouLD ATTEnD

1. nationally known speakers pro-
vide practical and comprehensive cover-
age of tools and technologies for real 
estate professionals. 

2. The latest Real Estate related 
products and services in one location.  
Not only see but experience what’s new 
with product demos, give-a-ways, and 
“show only” specials. 

3. You can’t beat the price!  $25 for 
a day of education, networking, prizes 
and lunch. 

hOW TO REGISTER
•Online at ims.sacrealtor.org
•Click on www.sacrealtor.org home 
page for Expo webpage and more 
info
•Drop o payment at SAR

Interested in being an Exhibitor?

please contact Deborah Grinnell at

916-437-1209 or dgrinnell@

sacrealtor.org.



The changes in the economy, 
both local and national, have forced 
REALTORS® to make changes of their 
own. In an attempt to offset the rise 
and fall of the economic tide, I have 
adjusted aspects in my life and encour-
age my fellow REALTORS® to do the 
same. All REALTORS®, seasoned veter-
ans and rookies alike, are at the mercy 
of our industry. Increased foreclosures, 
tighter lending standards, inflation and 
petroleum prices are just a few of the 
factors contributing to the current mar-
ket conditions. In these times, I stress 
the importance of finding a “balance” 
in your life. By “balance,” and without 
trying to sound too much like a self-
help guru, I mean finding time for and 
applying equal energy to each aspect 
of your life.  

At first mention of life balance, many 
are dissuaded from the yoga teacher-
sounding reference. In actuality, this is 
an essential life philosophy. Many of 
you carry on certain traditions or habits 
that help balance your life. These hab-
its, ranging from reading the morning 
paper to working out, help you identify 
yourself and stay healthy, both physi-
cally and mentally. The key similarity 
between any extra-curricular activity is 
that it will get you away from work. As 
much as we like to work, REALTORS® 
must also find room for time away from 
the office to reduce stress. Contrary to 

the current portrayal of business pro-
fessionals, we must keep in mind that 
there is more to life than work. Whether 
it is one day off or a week-long vacation, 
everybody needs their rest and recu-
peration. 

Another important attribute of a 
balanced life is health. Although we 
REALTORS® are often on our feet most of 
the day, there is still reason to exercise. 
Staying on your feet puts tremendous 
pressure on certain parts of the body 
that require special attention. In addi-
tion to your feet, your back and other 
joints also suffer from prolonged stand-
ing and a lack of exercise. The same risks 
apply to prolonged hours sitting at your 
desk. Poor posture and a lack of move-
ment also strain your body. Being a 
fairly active adult, I have felt the benefits 
of staying fit, exercising and stretching 
regularly. The benefits easily transfer 
into work, where I find myself better 
prepared for the day with an abundance 
of energy and reduced stress. While 
exercise is an important aspect of stay-
ing healthy, one mustn’t forget to main-
tain a relatively healthy diet. REALTORS® 
are too often tempted with an excess 
amount of (mostly) unhealthy foods. 
Remember to eat your vegetables but 
indulge in SAR donuts sparingly!

Switching gears, I’d like to touch on 
the reason everybody works: money. 
A majority of Americans strive to make 
more and more money as their ulti-
mate life goal and why not? Everything 
(excluding Sacramento’s median home 
price) is getting more and more expen-
sive. We are flooded by media telling us 
to buy more, dine out more and that 
our clothes are out of style (not mine).  
America has a craving for more. If we 
can afford it and in many cases, even if 
we can’t, we will still buy. As we mature, 
I think our desire for more subsides and 
we realize that what we already have is 

what we should hold onto. We realize 
family is important. The pride of seeing 
your children grow up to be successful 
young adults is important. Feeling a 
sense of self-worth and contributing to 
society; doing something that makes a 
positive impact on someone or some-
thing. Whatever that is for you, make 
sure you find it or do it. How much 
money you die with is not the sign of a 
life well spent. No pun intended.      

   To conclude, I’d like to ask Sacramento 
REALTORS® to try leading a balanced 
life. I would like nothing more than to 
see local REALTORS® flourish, physically, 
mentally and financially. Keep track of 
hours worked and, under normal cir-
cumstances, remember to go home at 
a certain time. Do not burn yourself 
out; you’ll only feel worse every day. 
Remember important things in life like 
family and work-free socializing. By bal-
ancing the aspects of life that are within 
your control, you’ll surely reap the ben-
efits of a successful and meaningful life. 
I’d say give it a try --  you may enjoy the 
results.     
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SAR Mission Statement
The purpose of the Sacramento Association
of REALTORS® is to enhance the ability
of its Members to practice their profession
ethically and effectively through ongoing
training and accountability.

Vision Statement
Our vision is to promote the highest level
of professionalism and ethics and to affect
changes in the real estate industry to benefit
our Members and the community at large.

Here to Serve You

Monday - Friday  7:30 am - 4:30 pm
Saturday 9:00 am - 1:00 pm

SAR Staff
Feel free to call us direct.
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Caylyn Wright - 916.437.1227
Government Relations Manager

SAR Member Services
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Director of Member Services
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Member Services

Robin Mayer – 916.437.1216
Member Services

Denise Stone – 916.437.1219
Member Services

Amelia Warrington – 916.437.1218
Member Services

Barbara Wells – 916.437.1220
Member Services

SAR Retail Center
Carl Carlson – 916.437.1223

Director of Retail Operations
Doreen Lambrite - 916.437.1224

Retail Center Specialist
Kimberly Mar – 916.437.1222
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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!

STABLE...SINCE 1887

David Heard
Branch Manager
530-902-3725

Beth Gewerth
Loan Offi cer
916-730-2499

David Whiteside
Loan Offi cer
916-730-8282

Jeff Frazier
Loan Offi cer
916-591-3268

Ray Gin
Loan Offi cer
916-207-6332

Maria Topete
Loan Offi cer
Habla Español
916-207-6332

Jim Marco
Loan Offi cer
916-765-0943

We have over 107 Years of combined lending experience
FHA, FHA 203K, VA, Cal Pers, Cal HFA, CONVENTIONAL and JUMBOS

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

916-929-2333

Life Balance

Support WCR’s Efforts to 
Help Troubled Youth
WCR Annual Golf Tournament
Monday, August 25
Teal Bend Golf Club, 
7200 Garden Highway

$120 per player – includes golf, cart, and 
a chance to win the $1,000,000 Hole-In-One 
Contest

  We are currently looking for tournament 
sponsors, along with gift donations for a 
raffle, which will be held during the awards 
ceremony. Sponsors are encouraged to put 
a team of four of their own together and join 
in the fun. Any way you choose to help us 
reach our goal in support of Stanford Home 
for Children would be greatly appreciated; no 
donation is too small. 

 If you have any questions regarding this 
event, please feel free to contact Izzy Y-Devine 
at (916) 568-7300, or e-mail idevine@home-
guard.com 



SAR, through its Commercial Division, 
offers all Members many ways to learn 
more about commercial real estate.

Commercial education is offered on 
the first Wednesday of every month, 
and sometimes more frequently, in the 
SAR Mack Powell Auditorium.  Recent 
classes have included Drafting a Letter 
of Intent, Using an HP 10B Calculator 
and CCIM’s Introduction to Real Estate 
Commercial Analysis.  Upcoming pro-
grams include Self-Directed IRAs and 
Negotiating a Lease.

All commercial Members are encour-
aged to register as such with NAR.  
The REALTORS® Commercial Alliance 
offers a wide variety of services and 
education to Members at www.realtor.
org/commercial. One example is the 
course, Fundamentals of Commercial 
Real Estate, intended for residential real 
estate practitioners and others who 
know little about commercial real estate 
and want to learn more.  The course 
explains the business and introduces 

many of the resources needed to pursue 
a commercial transaction or a career in 
commercial real estate.  NAR also offers 
webinars and an online convention. 

At www.commercialsource.com, 
Members can look at properties for sale 
or lease anywhere in the country, and 
post their own properties. 

For new Members whose business 
is largely commercial, a New Member 
Orientation is offered on the 4th Tuesday 
of every month at 10 a.m.  This orienta-
tion highlights the services SAR and 
NAR provide commercial practitioners. 
Tony Vicari handles the sign-ups for the 
Commercial Member Orientation, 
tvicari@sacrealtor.org. 

Commercial classes and other activi-
ties are announced in a twice-monthly 
emailed newsletter, the Commercial 
Report.  If you do not receive the news-
letter which is sent to all SAR Members, 
send an email to Janet Whitney, jwhit-
ney@sacrealtor.org. Member input is 
always welcomed, especially concern-

ing future class offerings.  To learn more 
about opportunities to participate, 
email Janelle Fallan, Director of the 

Commercial Division, at jfallan@sacreal-
tor.org. 

 

The rough and early wildfire season in 
California has been an urgent reminder 
that we all need preparedness plans 
for our families and businesses.  Two 
excellent sources of information are 
the Federal Emergency Management 
Agency (FEMA) and the American Red 
Cross websites.

At the Red Cross site you can…Get 
a Kit, Make a Plan, and Be Informed by 
taking the Be Red Cross Ready online 
educational presentation.

FEMA also encourages you to have a 
preparedness kit for your home. Stock 
up on non-perishable food and water to 
sustain you and your family for up to 72 
hours. Ensure that you have important 
papers, a first aid kit, supply of prescrip-
tion medicines and other specialty items 
in your preparedness kit. While creating 
a kit, remember to pack the items neces-
sary for your pets as well.

Learn more about preparing your 
kit at www.ready.gov/america/getakit/
index.html

Have flash lights and a battery-pow-
ered radio and keep extra batteries on 

hand should there be a power outage. 

It’s also important to create an emer-
gency plan. Know what to do if you have 
to evacuate or get separated. Make sure 
you know how to contact members of 
your family and have a contact number 
for someone out of state who knows 
where you are in the event of an emer-
gency. Have a designated place to meet 
family members. You may want to offer 
assistance to an elderly or disabled fam-
ily member or neighbor that may be 
alone and need help during an emer-
gency. Make your plans ahead of time 
and practice.

protect your Business

At the FEMA site, you can view a step-
by-step approach to emergency plan-
ning, response and recovery for compa-

nies of all sizes.  You’ll also find a stan-
dard checklist for business recovery.

Have emergency telephone numbers 
posted at work and at home.  Keep an 
updated list of addresses and preferred 
telephone numbers for each person at 
the office.

Consider having auxiliary power sup-
plies at home and at work.  An audible 
warning system could be useful, too, if 
your office is large.

Develop a strategy for securing 
records and important documents.  This 
could include off-site storage of regular 
backup tapes.

By thinking through a few precautions 
now, you will make a positive difference 
to those around you in an emergency.

EVP Exchange

3

Executive Vice 
President,

Nelson
Janes
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Our nationally known speakers will 
provide highly tailored advice on which 
technology solutions are best suited to 
the Real Estate professional’s particular 
situation.

Breakout Sessions:
Terry Watson 
– Avoiding 
Technology 
Roadkill:

Stop Wasting Money 
on Stuff that Doesn’t 
Work

Making sound and lasting technologi-
cal investments is essential in today's 
real estate market. In this fun and infor-
mative session, Terry will provide a solid 
list of what you should be doing now, 
and what you should stop doing tech-
nology wise.  He’ll also show how to 
use technology in your business - even 
if you’re not a geek; get the most from 
your website by using viral marketing; 
and he will highlight “free” technology 
offered by NAR of which most Members 
are not even aware.

Dick Betts – How 
to outSmart Your 
Smartphone

This class is an over-
view of what mobile 
technology can do 
for today’s real estate 

professional.  Technology is a very intim-
idating subject for most so learning 
what to focus on and implementing 
some of the new concepts is vital to 
maintain and continue building a real 
estate career.  We will review the ben-
efits of this wonderful real estate man-
agement tool – the Smartphone.  Put 
your office in the palm of your hand by 
taking advantage of mobile technology 
and all it has to offer – it is not as scary 
as you think! 

Bill Miller and 
Dave Howe 
– MetroList® 
update

Come attend 
the fast paced, 

information-packed “Bill & Dave Show” 
where you will catch-up on the changes 

to your MLS.  The changes are driven by 
both the demands of the market and 
the ever-changing needs of the Real 
Estate Professional.  MetroList® is com-
mitted to bringing each of its brokers 
and agents the tools and services nec-
essary to be successful in today’s and 
future markets.  Don’t miss this opportu-
nity to see and learn about the changes 
taking place at MetroList® and to make 
your job easier.

Keynote Session:
Dick and Shelby 
Betts – “Beauty 
and the Geek”

Using mobile 
technology in your 
real estate busi-

ness is not only smart, it is a necessity 
in today’s market.  Dick will explain the 
features provided by SmartPhones from 
the perspective of somebody who has 
been involved with training, speaking 
and developing mobile technology.  
Shelby, who is a working REALTOR®, will 
cover the practicality and simplicity of 

incorporating the concepts that Dick 
teaches.  Together they offer a down to 
earth approach to understanding the 
mysteries of mobile technology. 

They will discuss:  the new real estate 
client – the e-consumer – and what they 
expect of you as their agent; the avail-
able options in hand-held devices to 
keep you in step with today’s tech-savvy 
buyers and sellers; how a SmartPhone 
can help you stay on top of things when 
out of the office; must-have accessories 
to help you work smarter, not harder; 
and how to manage your transactions 
without being tied to your desk.

The REALTOR’S® choice 
in roof inspections 
since 1987!

Phone: (916) 721-6130
Fax: (916) 721-4508

Free 
Inspections!

continued from page 1

Get SOLD on Technology at this year’s EXPO!

Learn more about commercial opportunities

Be Prepared
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Masters Club Corner

Calling all golfers, hackers and 
wormburners!  Mark your calendar for 
Monday, October 13 for the Masters 
Club 29th Annual Golf Tournament.  This 
year’s theme is a spin on the tradi-
tional Oktoberfest – we’re calling it our 
Golftoberfest.

This is a fun event and a fantastic 
way to support our local charities.  Last 
year this event raised over $25,000 for 
our charities: Bishop Quinn Cottages, 
Breaking Barriers, Sacramento Crisis 
Nursery, Stanford Settlement, and 
Wellspring Women’s Center. 

This year our Golftoberfest will feature 
a pre-tournament continental breakfast 
and putting contest, with the shotgun 

start at 11:00 am.  Our affiliates will 
entice you by providing Oktoberfest 
themed food, beverages, goodies and 
entertainment at the greens, as well 
as circling the course in the beverage 
carts to help you wet your whistle.  The 
Polka Pavilion will feature beer gardens, 
traditional entertainment, German wine 
tasting, as well as our ever-popular cigar 
lounge and RPM racing booth.  

Bragging rights will be determined 
during the awards presentation imme-
diately following the dinner.  Don’t for-
get the shopping - our silent auction 
always features some great buys.  Come 
one, come all.  This event is a great 
way to support our community and you 
are guaranteed a great time participat-

ing in our biggest function 
of the year.   For information 
on being a sponsor, donat-
ing items for our auction or 
registration please contact 
Deborah Grinnell at 916-437-
1209 or dgrinnell@sacrealtor.
org.  Hope to see you there!

Can you join? Absolutely! SM *

Declining market limitations apply. ** Membership is open 
to anyone who lives or works in most of the immediate area.  

golden1.com

Better Banking. Proven Service.SM

A Golden 1 mortgage loan 
makes buying a new home 

more convenient

Contact �e Golden 1 today to learn about the many ways we 
facilitate real estate lending. Call one of our helpful Real Estate 
Loan O�cers.

Chris Wingate (916) 471-8980 (916) 397-1781

PEACE OF MIND 
With a Golden 1 �xed-rate mortgage loan, your interest 
rate will not change during the life of the loan.

SECURITY
Our Rate-Lock Protection Policy guarantees your 
interest rate for 30 to 60 days against any rate increases.

SELECTION
We �nance both owner-occupied second homes and 
non-owner occupied properties with a variety of home 
loans to �t your �nancial needs.

There’s no place 
like your own home

Masters Club 29th Annual Golf TournAment

GOOD 
NEWS 
FOR 2008 
MASTERS 
CLUB 
MEMBERS!

Taking into consideration that 
REALTOR® production is being signif-
icantly impacted by today’s challeng-
ing market, the Masters Club Steering 
Committee met recently to view statisti-
cal information and determine the crite-
ria for 2008 Masters Club Membership.  
Based on those statistics, the Steering 
Committee has reduced the qualify-
ing amount from $4 million (for 2007 
Membership) to $3 million in production 
(the sales price of the homes sold) and 8 
closed transaction ends.

We hope that all your hard work 
will find you among the Masters Club 
Members for 2008!  Watch the SAR web-
site this fall for application forms.

Clever 
Marketing 
Tip

“Back when I was a REALTOR®, I used 
to wear a tee shirt around that said “Real 
Estate Goddess.”  It made me look very 
approachable and funny to potential 
clients. People always felt comfortable 
asking me a question about our industry. 
I picked up more leads in that $15 shirt 
than any ad I ever placed or anything 
else I ever really did to get exposure.” 

Abby Shephard   

Senior Sales Associate, Current Market 
Specialist, First American

 If you have a unique marketing tip 
to offer, please email Judy Wegener at 
jwegener@sacrealtor.org.



One of the first steps to a success-
ful business is developing key relation-
ships. Once a relationship is established, 
it is very important to remain commit-
ted. Having said that, it is important 
to note the commitment between the 
Sacramento Association of REALTORS® 
and the Salvation Army. For twenty-
six years, these two organizations have 
raised money and collect canned foods 
for Sacramento’s needy.    

The Christmas CanTree is a statewide 
REALTOR® volunteer project that origi-
nally started as a canned food drive 
and has since grown tremendously. The 
Sacramento Association of REALTORS® 
locally sponsors the effort. Since 1983, 

SAR’s Christmas CanTree Project has 
donated over two million cans of food 
to feed the hungry in Sacramento. SAR 
raises money by Member fund-raising 
events throughout the year and, as 
many know, putting together a suc-
cessful fund-raiser takes loads of effort, 
cooperation and needs to be backed by 
a decisive and powerful committee.

The SAR Christmas CanTree Committee 
promotes the goals of CanTree and pro-
vides the maximum benefit to the needy 
in the community. The Committee’s 
REALTOR® and Affiliate Members solicit 
contributions of canned food, money 
and other items for charitable purposes. 
The Committee’s work enhances the 

REALTOR® image both within and out-
side SAR. 

SAR has partnered with the Salvation 
Army because of their well-established 
community organization and over 120 
years of service in Sacramento. The 
Salvation Army has implemented a 
computerized application and review 
process that is one of the most accurate 
in the area. This application enables the 
Salvation Army to eliminate duplications 
and more fairly distribute food to the 
greatest number of needy people. With 
the help of this SAR Committee, over 
35,000 local individuals are expected 
to benefit from the food and donations 
contributed to the CanTree. 

The Committee is definitely one that 
makes a huge impact within the com-
munity, whether it is on local needy 
families or on fellow SAR Members. If 
you have always wanted to be part of a 
Committee, but just don’t have the time, 
you can make a difference by donating 
to the Christmas CanTree this Holiday 
Season. Look forward to seeing more of 
this great Committee, led by Chair Steve 
Cassani, in action as the Holiday Season 
begins. 

The mortgage market continues to 
search for direction.  Interest rates are 
still very good but continue to be vola-
tile.  We are seeing intra-day interest 
rate changes both higher and lower, 
and, sometimes, several times per day.  

Normally, rate changes are the excep-
tion. Right now they seem to be the rule.  
Mortgage originators should have their 
finger on the lock trigger at all times.    

The investors that purchase loans 
after they are closed are still running 
scared.  Loan files are being reviewed 
with a fine tooth comb.  Some are even 
shipping closed loans back to the fund-
ing lender.  When that happens, fund-
ing lenders get tighter with what they 
will approve.  Therefore, we are having 
a more challenging time getting some 
borrowers approved.

Conventional loans that require mort-
gage insurance are changing as well.  It 

is not the conventional loan guidelines 
that are still changing; it is the mortgage 
insurance guidelines that are chang-
ing.  Mortgage insurers are reducing 
the loan-to-values on the loans they are 
willing to insure.  So be careful when 
you are writing an offer for a buyer who 
is using conventional financing and put-
ting less than 10% down.

I feel your pain everyone.  Be proactive 
with your buyers.  Get your buyers with 
your lender immediately.  Get all the 
bugs worked out before you put buy-
ers in your car or write offers.  Working 
with a seasoned mortgage professional 
in this market environment is a must.  I 

cannot stress enough that you know 
with whom you are working.

As always, make sure to check on 
underwriting and closing time lines 
before writing your contracts.  You 
want to allow enough time to get your 
escrows closed. 

The Real Estate Finance Forum meets 
the first Thursday of every month at 9:00 
A.M. in the SAR Mack Powell Auditorium.  
Please join us on Thursday, September 
4th for the next meeting.  Please email 
comments or suggestions to jimhan-
son@softcom.net
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About The Market

You earned it.
use it.

Display the 
REALTOR® “R”  logo 
on your business 
card and stationery.

Chair
Real Estate
Finance 
Forum

Jim 
Hanson

Committee of the Month – CanTree

please visit www.sacrealtor.org for more information or to regis-
ter for these events! 

September Main Meeting

Tuesday, September 9, 2008

9:00am - 10:30am

SAR Mack Powell Auditorium

Topic: Effective Business Planning for the Changing Market 
AND CanTree Kickoff

Business & Technology Expo

Friday, September 7, 2008

You won’t want to miss this special event.  The EXPO includes 
a trade show full of real estate related technology; nationally 
known speakers sharing on the latest high tech business tools 
to help you make the most of your business; and of course, fab-
ulous prizes and giveaways.  If you are interested in sponsoring 

or exhibiting please contact Deborah Grinnell at dgrinnell@
sacreatlor.org. Registration is now open visit www.sacrealtor.
org for more details. 

october Main Meeting

Tuesday, october 7, 2008

9:00am - 10:30am

SAR Mack Powell Auditorium

Topic: Legislative Issues in the State Capital

Speaker: Alex Creel, C.A.R. Chief Lobbyist

International REALToRS® Celebration

Thursday, october 2, 2008

If you are interested in sponsoring a table please contact 
Liliya Mishchuk at lmichschuk@sacrealtor.org. 

Save the Date August



I’m sure you have heard the ads recent-
ly on switching to Compact Fluorescent 
bulbs (CFLs). They are everywhere… 
radio, tv, internet.  But sometimes, the 
details escape us.  We do not realize 
what a difference one item can make to 
the world’s energy crisis.

Compact Fluorescent Bulbs:

•  Use about 75 percent less energy  
   than standard incandescent bulbs  
   and last up to 10 times longer. 

•  Save about $30 or more in electric 
   ity costs over each bulb's lifetime. 

• Produce about 75 percent less heat,  
 so they're safer to operate and can  
 cut energy costs associated with  
 home cooling. 

• Are available in different sizes and  
 shapes to fit in almost any fixture,  
 for indoors or outdoors fixture. 

SAR is doing our part to make pur-
chasing CFLs more affordable and con-
venient.   

 You now purchase CFLs in our Retail 
Center.  If you visit your local hardware 
store, a box of 4 light bulbs costs $14.99. 
However, as a REALTOR® Member ben-
efit, you can get a box of 4 individual 
CFL bulbs for only $2.00 (plus tax). 

All proceeds go to the Sacramento 
Association of REALTORS® Scholarship 
Foundation. Not only are you protect-
ing the environment, conserving energy 
and saving yourself money, but you are 
also helping educate our future doctors, 
lawyers, programmers, REALTORS®and 
others.

Contact Carl Carlson, Director of 

Retail Operations with any questions. 

916.437.1222 or 916.437.1223

SAR Retail Center Business Hours 
Monday - Friday 8:00am – 4:30pm
Saturday 9:00am – 1:00pm

The Commercial Division of SAR will 
launch its new website focused on com-
mercial real estate on September 1.  The 
site includes invaluable information and 
links for its Members as well as investors 
and Members of the public.  

The soon-to-be launched site will 

access a commercial property list-
ing database sponsored by NAR that 
offers information related to commer-
cial property listings from all 50 states 
(commercialsource.com).  Commercial 
practitioners may upload basic listings 
at no cost. More comprehensive listing 
information can be added at a nominal 

pricing.  NAR’s CommercialSource online 
marketplace platform is at the forefront 
of providing commercial Members with 
the ability to showcase our dynamic 
market to buyers and sellers across the 
country.

Besides access to the national com-
mercial real estate property listing data-
base, the new site includes an updated 
class and event schedule with registra-
tion links, a regional calendar of events 
(including the activities of other local 
commercial entities), details of and 
access to the many SAR Membership 
benefits, an SAR vendor directory, plus 
data and links for interested area inves-
tors. 

Another terrific feature of the site is 
the ability to register as a Commercial 
practitioner along with your area of 
speciality for the commercial practitio-
ner roster.  SAR staff receives numerous 
requests for help in locating a broker 
who specializes in a specific commercial 
discipline.  This feature will allow inves-
tors to find the individual that best suits 
their needs and easily make contact to 
initiate a transaction. 

We expect this site to be a valuable 
resource, and one that will provide com-
mercial brokers with a toolkit to assist 
them in their business success.  SAR has 
a record of over 1,000 of it Members 
who are either engaged in or are con-
templating a commercial real estate 
practice. 

Information about NAR’s commercial 
division is available at www.realtor.org/
rca.  SAR’s new commercial division site 
can be accessed on September 1 at 
www.saccommercial.org.
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FINANCING 
AVAILABLE 
FOR

“Excel National Bank achieves 

       #1 SBA lender status in 

                the Sacramento Region.”

Aaron BeckmanAaron Beckman Anna SanghaAnna Sangha Daljit BainsDaljit Bains

Become more Eco-Friendly

Save Money and Energy

Commercial Division Website Launches Soon

SAR Commercial Real Estate

Division website’s homepage.

Visit the site beginning Monday,

September 1.
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www.jtscommunities.com
*“Foreclosure pricing” means that the sales prices for new JTS homes are comparable to prices seen in foreclosure sales. It does not 
mean that the homes are bought or sold in foreclosure. All homes are to be sold by JTS Communities, Inc. or Regatta at The Rivers.
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PRICING
ENORMOUS Broker Co Ops

*

ALWAYS DEDICATED TO PARTNERING WITH THE BROKER COMMUNITY 

NO

QUICK MOVE-INS & 30 DAY CLOSES AVAILABLE!   

from the high $700,000s5
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PRIDE

DISCOVER THE 
DIFFERENCE!

Proudly serving 

REALTORS® and 

Homeowners in 

Sacramento, 

Placer, El Dorado 

& Yolo Counties 

Since 1981.

“Customer Satisfaction is Our Only Goal.”
Receive a $20 credit on your Termite 
Inspection Fee and/or a $50 credit towards 
any Termite Repairs by redeeming this ad.

Call Today 
1-866-245-4913 Toll Free

California State LicensePR0182

CALL TODAY
TO SCHEDULE

AN INSPECTION
(916) 969-7567

Risk Management* 
(DRE Mandated Course)
Instructor: Dave Tanner
Friday, August 15
9:00am – 12noon
Cost: $49
3 DRE credits

Buyer Brokerage*
Instructor: Dave Tanner
Friday, August 15
1:00 – 4:00pm
Cost: $45
3 DRE Credits

Escrow Coordination Seminar*
Instructor: Diana Turnbloom
Wednesday, August 20
8:30am – 12:30pm
Cost: $70
3 DRE Credits

In this 4-hour, power-packed class 
you will learn:
•    To locate the key parts of con
 tracts, title, tax and termite reports
•  Identify and prevent deal-killer   
 issues
•  Organize terms in an easy-to-  
 understand format
•  Understand who the team is and  
 effectively participate in problem- 
 solving
•  Create bullet-proof systems that   
 ensure each transaction is smooth.

Creating Legally Binding Contracts*
Instructor: Dave Tanner
Friday, August 22
9:00am – 12:00pm
Cost: $45
3 DRE Credits

Covers requirements necessary to create 
legally binding contracts in California 
and the special requirements for real 
estate contracts.

FhA: The Best & Fastest Mortgage 
Finance Option for Your Clients Today
Instructor: Donna Martin, Housing 
Program Officer
Friday, August 22
1:00 – 4:00pm
Cost: $10 
No DRE Credits
REGISTER EARLY – This class will sell out!

Topics include:
•  Flexible Underwriting  & Fast   
 Processing
•  Competitive Interest Rates
•  FNMA Appraisal Used
•  Gifts & Down Payment Assistance  
 with up to 105% CLTV
•  All Inclusive Home Repair   
 Mortgage for  Purchases
•  No Credit Score Required
•  Introducing FHASecure – a new   
 product from FHA

no-Traditional Sales 
Transactions*
Instructor: Dave Tanner
Friday, August 22
1:00 – 4:00pm
Cost: $45
3 DRE Credits

Shows you how to handle lease options, 
homes in foreclosure, land sale contracts, 
probate sales, short sales and REOs.

Introduction to the e-Pro 
Certification
Instructor: Floyd Arnold, ePro, GRI
Monday, August 25
9:00 – 10:30am
Free
To register call 1-866-377-6627 

Become a WInForms® Certified 
Trainer
Instructor: Jenny Cox, C.A.R.
Thursday, August 28
9:30am – 3:30pm
Cost: $199
To register, visit www.sacrealtor.org 
– education – list of all classes – and 
download class flyer.

Marketing with Microsoft – a one-
day CRS class*
Instructor: Pat Zaby
Monday, September 22
8:30am – 5:00pm
Cost: $120 
#You need not be pursuing your CRS 
Designation to take this class.

Topics include:
•  Release the power of Word,   
 PowerPoint, Outlook and Excel
•  Discover the power of Outlook to  
 manage your business
•  Create user defined forms
•  Mail merge for individual mes  
 sages
•  Maintain your customers
•  Organize your calendar and   
 appointments
•  Synchronize seamlessly to your   
 PDA
•  Much, much more

All classes listed below are held at SAR’s Mack Powell Auditorium. To register 
online, visit ims.sacrealtor.org. Questions - contact Traci Sarria or 

call 916.437.1210. (Please contact us for non-member pricing)

* This course is approved for continuing edu-
cation credit by the California Department of 
Real Estate. However, this approval does not 
constitute an endorsement of the views or opin-
ions which are expressed by the course sponsor, 
instructor, authors or lecturers. You must attend 
90% of the class & have proof of identification to 
qualify for DRE Credits.  

SAR Educational Offerings

PRIDE Industries 
Serves REALTORS® 
and the community

A number of Sacramento REALTORS® 
have found that PRIDE Industries of 
Roseville provides excellent document 
management services, as well as serving 
an important role in the community.

PRIDE Industries is among the nation's 
largest employers of people with dis-
abilities and is an innovative non-prof-
it organization, combining the best 
practices of business with a dedicated 
social mission. It is supported by SAR’s 
Community Relations Committee. 

SAR President-elect Charlene Singley 
uses PRIDE Industries both for shred-
ding and for delivering marketing mate-
rials.  “They have done an excellent job 
and are very reasonably priced.  I had 
a homeowner call and thank me for 
using their services. He recognized that 
the individuals had challenges and they 
were very efficient and pleasant.  I loved 
that call!”

Judy Schoer, another REALTOR® and 
Member of the Community Relations 
Committee, has been equally impressed. 

“They came to my office, a big help!  
Thirty boxes of files, including some 
binders were whisked away by a very 
pleasant young man.  I received a certifi-
cate after the shredding was completed.  
It was a win-win situation.” 

Other PRIDE document services 
include document imaging, virtual data 
storage, secure pickup and transporta-
tion, certificates of destruction and a 
variety of recycling services. 

PRIDE is a self-sufficient business with 
more than $100 million in annual rev-
enue, and it ranks as the 3rd largest 
manufacturing and service company 
in the greater Sacramento region. For 
more information, visit PRIDE online at 
www.prideindustries.com.



BRUCE MILLS
Work: (916) 923-6183 ext. 110 

Cell: (916) 548-7712
brucemills@mmproperties.com

REALTORS® – if you have any questions in reference to tenant/landlord situations please give me a call

That M&M made life as a landlord simpler and more cost effective. www.mmproperties.com

Phil Adams – Folsom, Eldorado Hills, Fair 
Oaks,Cameron Park,  916-923-6181x118

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

Renee Cabral – South East Sacramento (zip codes 
95828, 95829, Elk Grove 95624)
916-923-6181x152

Cathy Galligan – Carmichael, Fair Oaks,
Orangevale 916-923-6181x168

Jim Hall – South Sacramento- (zip codes 95823, 
95832, 95831) (Greenhaven/Pocket), Land Park (zip 
code 95818), Mid-Town (zip codes 95816, 95814), 
West Sacramento (zip codes 95691, 95605) 916-
923-6181x122

Kent Kincaid – Lincoln, Rocklin, East Roseville and 
Granite Bay 916-923-6181x131       

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

Wes Richie – Sacramento 95842, Antelope 95843, 
North Highlands 95660, Rio Linda 95673, West 
Roseville 95678

Cathy Stratton – Citrus Heights (95610, 95621) 
Foothill Farms (95841 Sacramento) East
Sacramento (95819) 916-923-6181x120

 

Linda Stover – College Greens (95826), Rosemont 
(95827) Rancho Cordova/Gold River (95670),
Anatolia (95742) Mather (95655) 916-548-7712

Geri Wells – Sacramento 95815, 95821,95825, 
95864 Arden Oaks/Arden Fair 916-849-5541.  

Jan Windsor – Carmichael 95608, Arden Oaks/
Arden Fair (95864,95821,95825 East Sacramento 
95819) 916-923-6181x132

Barbara LeMaster – Small Commercial,
Apartments (16 units or more) 
Sacramento County 916-923-6181x128

List of  property managers servicing the Sacramento Region 

Management Class 2nd Tuesday each month at 7pm
Work: (916) 923-6183 ext. 110 

www.mmproperties.com

REALTORS®!

Want to create residual income!

Ever thought of a career in

property management?

Give me a call!
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Rodney Carr
916-955-5575

Donna Fox
916-505-0705

Lorena Rucker
916-533-3762
Hablo Español

Jessie Mendez
916-870-6011
Hablo Español

Cindy Turner
916-531-9516

Licensed by the CA Dept. of Corporations under the Residential Mortgage Lending Act. Program guidelines and rates are subject to change without notice. 2006, Eagle Home Mortgage of California, 
Inc. All rights reserved. RML License # 607-2651

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

Specializing In
FHA / VA / Conventional
CalPERS, CalHFA
Down Payment Assistance Programs

“A Mortgage Banker”

PRIDE



By Judy Wegener, 

SAR Director of Education and 
Communications 

If you have attended SAR classes, you 
probably enjoyed the charismatic, pro-
fessional and highly knowledgeable 
instructor Dennis McKenzie.  Dennis 
passed away suddenly on June 14 due 

to complications during surgery.  He 
had served as an important part of SAR’s 
Education Department, sometimes 
teaching 8 times a year for us.  He would 
often drive from his home in Ferndale, 
teach at SAR, and then drive to Santa 
Clara to teach for their Association. 
His formidable stamina, quick wit and 
entertaining presence made him quite 
beloved by students. 

Dennis was on the forefront of educa-
tion, having written several books (listed 
on Amazon.com), served on DRE com-
mittees and taught for the California 
Community College system.  Several 
years ago, he approached me about 
teaching “How to Handle an Upside 
Down, Underwater Home Sale.”  With 
great enthusiasm and passion, he sold 
me on the idea of offering the class say-
ing it would soon be quite relevant.  I n 
spite of the fact we had yet to see any 
short sales or foreclosures coming our 
way. Dennis often filled the room when 
teaching this class, and frequently left 
students asking for more of his wisdom 
and inquiring about future classes with.

I know I am not alone in saying how 
much I will miss Dennis.  He was one 
of a kind, and many students greatly 
benefited from his gift for teaching and 
incredible knowledge of real estate.
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In Our Thoughts

NO
BAD

TENANTS

PROPERTY MANAGEMENT EVICTION SERVICES
Arbour Real Estate Management Inc. Law Office of Gary Link Inc.

HIGH REFERRAL FEES PAID
for owner clients

Full time property managers since 1975

777 Campus Commons Rd. Ste. 200
Sacramento, CA 95825

1-888-551-5114 x 84

Serving Sacramento area landlords since 1979
916

447-8101

33,500 +

10,000 +
trials

www.sacramentolandlord.com

1-800-553-8428

Lambert Munz

Customized
Craigslist Ads.
More information at:
www.PROPERTY-MANAGEMENT-RESOURCES.com

WWW.ARBOURPM.COM

Home Waranty

arbourpm@comcast.net

Networking 
and 
Education 
All in One

Please visit www.sacrealtor.org for more 
information or to register for these events! 

SAR September Main Meeting
Tuesday, September 9
9:00-10:30am
SAR Mack powell Auditorium

Join us for the September Main 
Membership Meeting where we will have 
a panel of speakers on Effective Business 
Planning for the Changing Market. Now 
is a great time to take out your old busi-
ness plan and make some adjustments 
according to the changes we are seeing in 
the marketplace.  Or if you do not have a 
business plan or a written set of business 
goals, this motivational session will give 
you the tools you need to succeed in this 
challenging market. 

The September Main Meeting is also the 
opportunity to recognize your newly 
elected SAR Officers and Directors, as well 
as kick-off the Christmas CanTree season.

SAR October Main Meeting
Tuesday, october 7
9:00-10:30am
SAR Mack powell Auditorium

The October Main Membership Meeting 
will focus on Legislative Issues in the 
State’s Capital. We will welcome C.A.R.’s 
Chief Lobbyist Alex Creel as our special 
guest speaker.

SAR november Main Meeting
Tuesday, november 4
9:00-10:30am
SAR Mack powell Auditorium

The November Main Membership 
meeting will be a Legal Update by Gov 
Hutchinson, Legal Counsel for C.A.R. A 
Don't miss this dynamic presentation by 
one of C.A.R.’s most knowledgeable, infor-
mative and entertaining speakers.

Dennis 
McKenzie



Continuing last month’s trend of 
increased sales, June marks the sixth 
continuous month of growing escrows. 

By the end of June, closed escrows 
reached home sales last seen in 
September 2003, a healthy increase 
in a market where monthly sales have 
remained under 1,000 units in all but 
one of the months. The 1,883 closed 
escrows in June marked a 13.8% increase 
over May’s 1,654 units. When compared 
to the same month last year, June 2008 
shows a promising 95.1% increase over 
the 965 units sold in June 2007. Bank-
owned properties still lead the market. 
According to MetroList® data, over 1,260 
of the 1,883 properties sold in June 
were listed as REO, making up over 67% 
of all transactions.   

As the volume of REO homes sold 
steadily increases, the median home 
price in some regions may decrease. 
The median sales price of home in 
Sacramento stood at $220,000 in June, 
4.5% below the May median sales price 
of $230,250. When compared to the 
same month one year ago, the June 
2008 median sales price reflects a 35.3% 
decrease from the $339,950 median 
price of June 2007. New listings for June 
2008 totaled 2,508, an 8% increase over 
May’s 2,262. After a period of declining 
inventory, June saw a 6.5% increase in 
the total listing inventory, with 8,414 
listings compared with May’s 7,902 list-
ings.

Activity in the current market is remi-
niscent of recent years. “This flurry of 
sales, caused by a surplus of compet-
itively-priced, bank-owned homes, is 
similar to the levels seen in 2005. The 
Sacramento market is on the verge of 
breaking the 2,000 unit/month level, 
something last seen during the boom-
ing years of 2004 and 2005,” notes 2008 
SAR President Alan Wagner. “The cur-

rent median sales price, on the other 
hand, reflects median prices of early 
2003. Despite stringent under-writing 
standards and as is homes for sale, this 
market is definitely a buyers market.” 
The same homes selling for $350,000 
1 or 2 years ago are now selling for 
30 to 40% less. Potential buyers who 
have taken the necessary financial steps 
to be pre-qualified are definitely reap-
ing the benefits of such a historic time 
in Sacramento real estate,” continued 
Wagner.

 

June 2008 showed a 6.3% decrease to 
4.5 months when compared with May’s 
figure of 4.8 months.

The month-end housing market sup-
ply figure continued a downward trend, 
showing a slight decrease from the pre-

vious month. The month-end housing 
market supply figure is calculated by 
dividing the total listing inventory by 
the number of closed escrows. This fig-
ure represents the amount of time – in 
months – it would take to deplete the 
total listing inventory given the current 
rate of sales. 

Condominium Resale Market
While single family home sales 

increased, the closed condominium 
escrows slowed in June, ending with 
101 sales. This figure marks a 13.7% 
decrease when compared to May’s 117 
condo sales. When compared to the 
same month one year ago, however, 
June’s sales reflect a 23% increase over 
the 82 closed escrows in June 2007. 
New listings declined for June, with a 

7.7% decrease to 181 new listings from 
May’s 196 new listings. The median sales 
price of a Sacramento condominium 
dropped for the month of June, falling 
to $137,200, a figure 9.7% below the 
May median sales price of $152,000.  
The current median price stands 39% 
below the $224,000 median price of 
June 2007. 

 

The above information, compiled 
by the Sacramento Association 
of REALTORS®, is collected from the 
MetroList® multiple listing service and 
includes data covering Sacramento 
County and the City of West 
Sacramento.
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Ethics Corner
CODE OF ETHICS 
ARTICLE 12

REALTORS® shall be honest and truthful 
in their real estate communications and 
shall present a true picture in their adver-
tising, marketing and other representa-
tions.  REALTORS® shall ensure that their 
status as real estate professionals is read-
ily apparent in their advertising, market-
ing, and other representations, and that 
the recipients of all real estate commu-
nications are, or have been, notified that 
those communications are from a real 
estate professional. (Amended 1/08)

CASE INTERPRETATION: Case #12-
17: use of Deceptive Domain name/
uRL (“uniform Resource Locator”).  
(Adopted May, 2001.)  Reprinted 
with permission from the National 
Association of REALTORS® Code of Ethics 
and Arbitration Manual.

REALTOR® X, a principal broker in the 

firm XYZ, was technologically savvy and 
constantly looking for ways to use the 
Internet to promote his firm and drive 
additional traffic to his website.

Being an early adapter to the Internet, 
he had registered, but not used, domain 
names that incorporated or played 
on the names of many of his com-
petitors and their firms, including ABC, 
REALTORS.®

REALTOR® X and his information tech-
nology staff concluded that one way to 
drive traffic to the firm’s website would be 
to take advantage of the search engines 
commonly used by potential buyers and 
sellers.  They realized that when poten-
tial buyers or sellers searched on key 
words like “real estate” or “REALTORS®,” 
lists of domain names would appear.  
When consumers searched the Internet 
for ABC, REALTORS®, one of the domain 
names that might appear would be 

REALTOR® X’s domain name, abcreal-
tors.com.

REALTOR® X decided to take advan-
tage of the domain names that he had 
previously registered, and pointed 
several that used, in various ways, the 
names of his competitors, including 
“abcrealtors.com,” to his site.

In a matter of days, REALTOR® X 
learned that he had been charged with 
a violation of Article 12 of the Code of 
Ethics by REALTOR® A, the owner of ABC, 
REALTORS®, alleging that his (REALTOR® 
X’s) use of the domain name “abcreal-
tors.com” presented a false picture to 
potential buyers and sellers and others 
on the Internet.

At the hearing, REALTOR® X defended 
himself, indicating that, in his opinion, 
use of the domain name was not adver-
tising or a “representation” to the pub-

lic but simply a convenient way for 
Internet users to find relevant websites.  
Moreover, “When web surfers reach my 
home page, there is no question that 
it is my site since I clearly show XYZ’s 
name and our status as REALTORS®,” he 
continued.  “These complaints are just a 
lot of sour grapes from dinosaurs who 
aren’t keeping up and who don’t realize 
that on the Internet it’s ‘every man for 
himself.’”

The Hearing Panel disagreed with 
REALTOR® X’s justification, indicating 
that while his use of a domain name that 
employed another firm’s name might 
not be precluded by law or regulation, 
it did not comply with the Code’s higher 
duty to present a “true picture.”

REALTOR® X was found in violation of 
Article 12, presenting an untrue picture 
in his representation to the public.

downeysavings.com

Great news! There are new, higher limits for conforming home loans.* 
And for a limited time, your buyers may be able to take advantage of Downey 

Savings’ low, fixed-rate home loans with the new loan amounts today!*

Plus, for non-conforming loan amounts, we still have a wide variety of portfolio loans available
including Interest-only and amortized ARM loans up to $3.0 Million.

Call today!

New Higher Home Loan Limits Are Here!
Available now at Downey Savings®

   Fully amortized loans with great, fixed rates

*Maximum loan amounts for Fannie Mae Conforming Loans vary by geography. Loans subject to approval. All rates, pricing, underwriting requirements and other requirements 
subject to change at any time without notice. **For home purchase transactions only. If, due to the fault or actions of Downey Savings, loan documents are not delivered in time to 
meet the contractual closing date, a $200 refund will be paid to the borrower after loan closing. Subject to a closing date not earlier than 30 days from receipt of a completed 
application and other required documentation. Changes in the closing date may void this offer. Other restrictions apply. ©2008 Downey Savings. All rights reserved.

Rising sales, falling prices; makes for a 
June market



September Calendar of Events

Monday Tuesday Wednesday ThursdaySunday Friday Saturday
1 2 3 4 5 6
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20

2726

19
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2524

17
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16

232221

14

7 8

15

302928

Education Committee (B) 
10:30 – 11:30am

Main Meeting (A)
9:00 – 10:30am

Video Seminar (T) 
9:30am – 12:30pm

Regional Meetings*

Video Seminar (T) 
9:30am – 12:30pm

Business & Technology Expo 
Meeting (B) 

2:00pm – 4:00pm

Metrolist Training (T)
8:30 – 11:30am
1:00 – 4:00pm

BTI (A)  
9:00am - 12noon

Regional Meetings*

Video Seminar (T) 
9:30am – 12:30pm

How to Package A Commercial 
Loan (A)  Time: TBD

IREM Meeting (B)
8:00 – 9:30am

SAR Closed 
1:00pm– 2:00pm

Housing Opportunity Committee 
Meeting (B) 

2:30pm– 4:00pm

Regional Meetings*

Power of Analysis Class (A) 
9:00am – 12noon

Video Seminar (T) 
9:30am – 12:30pm

Commercial REALTORS® New Member 
Orientation (B) 

9:30am – 12:30pm

Marketing with Microsoft 
Seminar (A) 

8:30am – 5:00pm
BTI (A)

9:00am - 12noon
New Member Orientation (B) 

12:30 – 4:30pm

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

CanTree Committee Meeting (B)
10:15 – 11:30am

Video Seminar (T)
 12:30 – 3:30pm

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

Young Professionals Council 
Forum (A)

9:00 – 10:00am

WCR Luncheon (A)  
11:00am – 2:00pm

Video Seminar (T)
 12:30pm – 3:30pm 

 

Listing Agreements (A)
9:00am – 12noon

RETI (A)
9:00am – 12:30pm

Legislative Forum (B)
9:30 – 10:30am

Real Estate Disclosures Class (A) 
1:00– 4:00pm

GRI (A)
8:00am - 5:00pm

Board of Directors Meeting (B)
9:00am – 11:00am

Video Seminar (T)
 12:30pm – 3:30pm

Business and Technology Expo
9:00am - 3:30pm

Doubletree Hotel Sacramento

Tax Laws Effecting Real Estate 
Class (A)

RETI (A)
9:00am – 12:30pm

Realtist (A)
9:00 – 11:00am

Equal Opportunity/Cultural Diversity 
Committee Meeting (B)

11:15am – 12:30pm
Video Seminar (T)

 12:30 – 3:30pm

SAR closed for Labor Day

Video Seminar (T) 
9:30am – 12:30pm

Community Relations 
Committee Meeting (B)

10:30 - 11:30am

Purchase Agreements Section 
3 0f 4 (A)

9:00am – 12noon
RETI (A)

9:00am – 12:30pm
Purchase Agreements Section 

4 0f 4 (A)
1:00– 4:00pm
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Meetings subject to change.

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

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

FEELING LEFT OUT?FEELING LEFT OUT?FEELING LEFT OUT?
Place your marketing message in the 
Sacramento Association of REALTORS®
monthly publication, and be seen by 
their 6,000+ members!

For advertising information Contact:  
Foley Publications, Inc.

800.628.6983
craig@foleypub.com
www.foleypub.com


