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ESPECIALLY DESIGNED FOR SAR BROKERS:
Motivation through Management
Are you Pro-Active or Reactive?
Stop struggling to motivate associates and balance employee needs. Get
the skills you need to fine-tune employee performance and effectively manage situations through this informative,
humorous program. Explore delegating, building a team, managing career
cycles, evaluating performance and
coaching in a positive environment--it's
about real management tools for the
real work-a-day world! Find the motivation and perspective to establish a long
term, reputable management career by
utilizing communication techniques to
control rumors, build consensus and
solve problems.
Upon completion of the course, students will
be able to:
• Understand the management role
and forces that shape management
style
• Build on current basic skills needed
in order to effectively delegate and
formulate a vital sales team

• Describe the “Career Life Cycle”
through the introduction to decline
stages
• Analyze performance discrepancies
and address those issues utilizing the
art of coaching that encompasses the
confronting process and ultimately
improving performance
• Apply a Situational Analysis Process
in order to identify and analyze the
problem and work to a successful
conclusion
• Create an individualized performance
plan through the use of Performance
Coaching
• Checklist and application of the suggested skill requirements for nonexempt employees and independent
contractors
A Little Bit About Karel . . .
Karel brings meaning to mayhem
with her nothing but the truth approach
to business and life. An accomplished

Monday, September 20
1:30 – 4:30pm
SAR Mack Powell Auditorium
Cost: $25 (Members); $35 (Non-Members) if paid by 9-17-10
$30 (Members); $40 (Non-Members) if paid after 9-17-10
Broker Training Institute students receive 50% discount.
Instructor: National Speaker Karel Murray

author and humorist, Karel has made
radio and television appearances and
she enjoys local, regional, and national publication of her articles. In addition to Hitting Our Stride: Women, Work
and What Matters, she is the author of
Straight Talk: Getting Off the Curb. Karel is
a featured author in Extreme Excellence:
Dynamic Interviews with America’s Top
10 Performance Experts, and publishes
a monthly newsletter—Think Forward!®
read by thousands of subscribers. She
is the author of the CPR for Managers
Series and has created a weekly podcast
series where she interviews industry
experts on various topics.
Karel holds a BA in Human Resources
and has earned numerous designations
and certifications, including the prestigious National Speakers Association CSP
(Certified Speaking Professional) and the

Real Estate Educators Association DREI
(Distinguished Real Estate Instructor).
Her resume includes experience as a
human resources regional executive of
a large commercial insurance firm, as
an award-winning sales person, as a
manager of a top producing real estate
office, and now as owner of Our Branch,
Inc., a national and international speaking and training company.

Karel Murray

NAR MAKES CASE FOR HOMEOWNERSHIP IN USA TODAY
NAR fights back against an editorial that questions the value of owning a home
USA Today invited NAR to present a
viewpoint column written by President
Vicki Cox Golder.
Here are some points that Golder made:
• Owning a home has long-standing
government support in this country
because homeownership benefits individuals and families, strengthens our
communities and is integral to our
nation’s economy.
• Recent criticisms of the value of
homeownership are knee-jerk reactions
to today’s economic uncertainties.
• Specific government incentives for
homeownership in this country have
existed for more than 150 years. That’s
because homeownership helps fos-

ter communities, creates social stability, builds wealth over the long term,
and contributes significantly to the U.S.
economy.
• Homeowners pay 80-90 percent of
federal income taxes.
• One of the great bonds of trust
between the federal government
and the American people is the equal
opportunity to own their own home.
• Who wants to tell the next generation
that the American Dream of homeownership is gone?
• Academic studies have shown the
positive social benefits of homeownership, including lower juvenile delin-

quency rates, lower teen pregnancy
rates, and higher student achievement among children of homeowners
versus that of non-owners of similar
socioeconomic background.
• Homeownership is how many
American families begin to accumulate wealth. According to the most
recent data from the Federal Reserve
Board, a homeowner’s net worth is 46
times that of a renter’s. (Median net
worth of $234,200 for owners versus
$5,100 for renters.)
More talking points on the benefits
of homeownership are posted online at
www.realtor.org/talkingpoints (Realtor.
org password needed).

In addition, NAR’s Public Awareness
Campaign recently launched new television, radio, print and online materials
that remind the public that homeownership is the foundation of the American
Dream. Learn more about this new campaign, “What Matters Most,” at www.
realtor.org/awarenesscampaign, and
consider incorporating the campaign’s
messages and materials into your own
outreach efforts.
For more information contact Lucien
Salvant at lsalvant@realtors.org or call
NAR Public Affairs at 202/383-7515.

G O V E R N M E N T W AT C H
Being a Good Steward of Signs
Signs are a vital part of a REALTOR’s®
business, permitting you to advertise property for sale, and indicating
to interested clients what properties are available. The legality of
signs advertising property for sale
or lease comes from California Civil
Code Section 713.  A property owner,
or their agent, is allowed to advertise
the sale or lease of a property in plain
view of the public including directions to the property, the owner or
agent’s name, address and telephone
number.
Local governments have even more
power over sign regulations in the
real estate industry, because within

the bounds of what is required by
State statute, local governments are
permitted to regulate the display or
placement of these signs on public and private right-of-ways. The
Sacramento Association of REALTORS®
is lucky to have a great relationship
with local code enforcement departments.   We need to remain good
stewards of this relationship by not
abusing sign privileges.   Many local
jurisdictions throughout California
have regulations on open house
directional signs that are much more
stringent than what we have in the
Sacramento region.

To maintain this good relationship,
REALTORS® should use common sense
when placing signs. Open house signs
are never allowed in the public rightof-way (e.g. sidewalks, streets, etc.).  
A better practice is to put an open
house directional sign in a neighbor’s
yard with their permission, off the
sidewalk or street. This protects you
and your signs from being picked up
by code enforcement.
Another important thing to consider when placing open house directional signs is not using any more
than necessary.   When putting your
signs out, one is probably needed
at every turn, but three, fifty feet

apart from one another, might be
overkill.  Local governments frown on
this proliferation of signs, even if they
are only out for a few hours.   And it
does little when new sign ordinances
are proposed and we need to argue
against why there should not be limits on the number of open house
signs REALTORS® can use.
To maintain SAR’s wonderful relationship with local code enforcement
departments, the most important thing
we can do is use discretion and common sense when placing signs. These
things will make you a good steward of
the neighborhoods you sell.

MetroList

1164 W. National Dr. Suite 60
Sacramento, CA 95834
(916) 922-2234 or (916) 922-7584

We Have Our Ups and Downs

Barbara Harsch
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2010 President
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new releases. The market was fast and
furious. There were multiple offers and
sellers stopped fixing many things.
Appraisals were an issue as prices were
rising so fast that the comps could not
keep up.
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When I started in real estate in 1986,
things were predictable. If a house was
listed for $100,000 the offer would
come in at $96,000 and be countered
at $98,000.  Buyers and sellers accepted
the price.   Appraisals came in at value.  
Sellers fixed things. Pest reports were
cleared.   Prices rose at about 1-3% a
year. There were few multiple offers and
things went, for the most part, smoothly
with little drama.  Asbestos was the issue
at the time.   Would the seller remove
the popcorn ceiling? There were lots of
negotiations over that.  Most sales were
FHA; but if they were conventional, 20%
was put down.   FHA required many
repairs to older houses.
In 1989, prices started to rise dramatically.   Interest rates rose to 9%.  
New housing developments had people camped out to put in offers on

Then the Gulf War started, and offers
stopped coming in. New home builders
were caught with inventories of 50 or
so houses unsold. Subdivisions failed.
Buyers dwindled.  Prices dropped for the
next six or so years. The number of real
estate agents dropped precipitously.
SAR Membership declined from more
than 6,000 to under 3,000.   SAR rented
out space in its building.
Gradually, we came out of the slump
and prices started to rise in the later part
of the 1990’s and started booming again
in 2002. The same thing happened as in
1989.   This time, however, things were
different. The interest rate was in the
6-7% range.   People could buy more
expensive homes at the same payment
they would have had at a 9% rate.  Prices
soared.  Banks would now do 100% conventional loans.   Buyers seldom used
FHA, and sellers chose conventional

SAR Retail Center
Carl Carlson – 916.437.1223
Director of Retail Operations
Doreen Lambrite - 916.437.1224
Retail Center Specialist
Kimberly Mar – 916.437.1222
Retail Center Assistant

Monday - Friday  7:30 am - 4:30 pm
Saturday 9:00 am - 2:30 pm
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So now…there are an unprecedented number of foreclosures and short
sales abound. FHA is again the lender
of choice for first-timers and others.
Appraisals are again an issue. Multiple
offers proliferate at the lower price level.
Expensive homes are sitting unsold, and
financing is a big problem.
However, sales numbers are way up,
commensurate with numbers in 2005,
just at much lower prices. Things are
selling.   What is a bad market for sellers
is a good market for buyers.   But buyers and sellers still need REALTORS® to
guide them through the process.
Here at SAR, thanks to the actions
of the Board of Directors since the last
downturn, money has been consistently
put aside for our current “rainy day”.  SAR
is in good shape and can still provide all
the services, classes and political protection we have come to expect.
So today, “Go out and Sell a House!”

Who are Commercial REALTORS?
Every year, the National Association
of REALTORS® surveys its entire
Membership to determine the demographic and business characteristics of
REALTORS®.

work with commercial property owners, tenants and other users of space
such as brokers, property managers and
counselors to facilitate commercial real
estate transactions.

Commercial Members of NAR have
expertise in a wide variety of transactions across many property types. The
specialties that predominate are land
and investment sales.

Currently, there are nearly 1.1 million
Members of the National Association
of REALTORS® who account for almost
half of all U.S. real estate licensees.
Commercial practitioners make up
almost 80,000 of the total Membership
of the Association. These REALTORS®

The majority – 57 percent – of those
NAR Members who are commercial specialists hold a broker’s license. This is
more than twice the proportion of the
total NAR Membership in general that
holds a broker’s license.

Commercial Members of NAR have a
wealth of experience, with the typical
practitioner having been involved in
the commercial side of the business for
12 years. More than one-third of commercial Members have been involved
continued on page 3
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offers over FHA every time.  Many loans
were made to unqualified buyers, which
led to today’s market.
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EVP EXCHANGE

Executive Vice President

SAR is always interested in having
Members appointed to Commissions in
Sacramento. If you are interested, please
contact Caylyn Brown, Government
Affairs Director at 437-1227 for assistance.
Last month I became Chair of the
Regional Human Rights/Fair Housing
Commission.  I am excited about having
closer links between the Commission
and SAR. Through our collaborative
efforts, we can promote fair housing
and move toward having our elected
leadership reflect our Membership.
We also had a visit last month by
the National Association’s Director of
Diversity and Community Outreach,
Fred Underwood. He traveled from
Washington, DC to review the work of
our Equal Opportunity/Cultural Diversity
Committee under the Chairmanship of
Jennifer Odama.   We seem to be the
only local association in the country
that is working with our ethnic chambers and hosting their mixers here at
SAR.  This gives our Members an opportunity to get to know their members
better and to understand how they do
business.   Look for announcements of
these events which are generally free or
available at a nominal price of around
$10, in your weekly email update.

President Barbara Harsh and
President-Elect Doug Covill are focusing on ways to communicate with ethnic
communities in Sacramento and West
Sacramento. They are also brainstorming with other Members on ways to get
more SAR Members from those communities involved in leadership here at
the Association.

he returns to SAR in October.  At its conclusion, those of us in attendance will
be able to:

A diverse association leadership
ensures that all communities will benefit from SAR’s immense bank of knowledge and expertise.   REALTORS® also
gain a deeper market access, greater
consumer confidence and the creativity
that comes by including new perspectives.

• Explain the business benefits of
Membership and leadership in the
Association

Underwood forwarded the outline of
a workshop that he will present when

Nelson Janes

Diversity enriches our Association

• Create new diversity initiatives
• Develop ways to involve under-represented Members in Association
activities
• Identify new leaders

It’s interesting to note that we have
ethnic diversity, generational diversity
and a diversity of real estate disciplines
and specialties with which to work in
our Association.
Current programs and plans for next
year have two objectives. One is to

further understand and be involved
with our entire community. The other
is to better understand and serve our
Membership.   Having a two-pronged
objective makes planning and implementing the right programs more complex. Yet the outcomes will continue to
be well worth the effort.
Please get involved in this initiative
and be in touch with me at 437-1201
with any thoughts or ideas that you
may have.

Dreams can come true

Who are Commercial
REALTORS?
continued from page 2
in real estate since at least 1984. Twelve
percent have been involved in the business for five years or less. Most commercial Members work at relatively small and
locally based real estate firms.
The “typical” commercial Member
of the Association has a slightly different profile than that of REALTORS® as a
whole. Generally, commercial Members
are older, more likely to be male, and
also more likely to have obtained a higher-level educational degree.
If you are an SAR Commercial practitioner, be sure you are listed on the
SAR Commercial website, www.saccommercial.org.   If you are an SAR Affiliate
Member who serves commercial real
estate, you may list your firm as a vendor
on the site.

Correction
SAR regrets that we neglected to
include Judy Black among our list of
contributors to the SAR Scholarship
Fund in our July Sacramento
REALTOR®.

starting with YOU!
For quick pre-approvals and timely loan decisions,
you can count on Golden 1.
We make the home buying process easy and convenient.

• Variety of loan programs,

• Exceptional service
• Conforming loan amounts

including FHA and CalPERS
Home Loans

up to $417,000 (single-family
property) and nonconforming
loan amounts up to $1.5 million

• Competitive low rates
• Down payments as low as 3.5%
• Flexible underwriting

Contact Golden 1 today to learn about the many ways we facilitate real
estate lending. Call Jose Gonzalez at (916) 397-1781.

Can you join? Absolutely!

*

SM

golden1.com

EQUAL HOUSING

LENDER
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Better Banking. Proven Service.SM

* Membership is open to anyone who lives or works in most of the immediate area.
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ETHICS CORNER
CODE OF ETHICS: ARTICLE 7
“In a transaction, REALTORS® shall not accept compensation from more than one party, even if permitted by law, without disclosure to all parties and the informed consent of the
REALTOR®’s client or clients.”
CASE INTERPRETATION: Case #7-1: Acceptance of Compensation from Buyer and Seller
(Adopted as Case #8-3 May, 1988. Transferred to Article 7 November, 1994.) (Reprinted from the Ethics and Arbitration Manual with permission from the National Association of REALTORS®.)

Buyer A engaged REALTOR® B to
locate a small commercial property.
Buyer A explained his exact specifications indicating that he did not wish
to compromise. They agreed that if
REALTOR® B could locate such a property within Buyer A’s price range, he—
the buyer—would pay a finder’s fee to
REALTOR® B.
Two weeks later, REALTOR® B called
Buyer A to advise that Seller C had just
listed a property with him that met
all of Buyer A’s specifications except
that the listed price was a bit higher
than Buyer A wanted to pay. Buyer A
inspected the property and liked it, but
said he would adhere to his original

price range. REALTOR® B called Buyer A
three days later to say that Seller C had
agreed to sell at Buyer A’s price. The sale
was made and REALTOR® B collected a
commission from Seller C and a finder’s
fee from Buyer A which was not disclosed to Seller C, REALTOR® B’s client.
Several weeks later, Seller C learned
about the finder’s fee that REALTOR® B
had collected from Buyer A and filed a
complaint with the Board of REALTORS®
charging REALTOR® B with duplicity and
unprofessional conduct. The complaint
specified that when REALTOR® B had
presented Buyer A’s offer at less than
the listed price, he, the seller, was reluctant to accept it, but REALTOR® B had

convinced him that the offer was a
fair one and not likely to be improved
upon in the current market; and that
REALTOR® B had dwelt at length on
certain disadvantageous features of
the property in an attempt to promote
acceptance of the offer. The complaint
charged that REALTOR® B had actually
been the agent of the buyer while holding himself out as the agent of the seller.
Further, Seller C asserted that REALTOR®
B had never mentioned that he was
representing the buyer or intended to
be compensated by the buyer.
At the hearing, REALTOR® B’s defense
was that he had served both buyer and
seller faithfully; that he had not accept-

ed Seller C’s listing until after he had
agreed to assist Buyer A in locating a
property; and that in his judgment the
listed price was excessive and the price
actually paid was a fair price.
A Hearing Panel of the Board’s
Professional Standards Committee,
which heard the complaint, concluded
that REALTOR® B had acted in violation
of Article 7 of the Code of Ethics. His
efforts to represent the buyer and the
seller at the same time, and the fact
that he intended to be compensated
by both parties, should have been fully
disclosed to all parties in advance.

Going Green Can Save You Bunches
Did you know you can save hundreds
of dollars by making some simple changes? By using readily available resources,
you too, can make a difference.
While garbage and recycling is a
necessity in our daily lives, the best way
to save is to reduce the volume of garbage and recycled materials. By doing
this, you can reduce your waste by 50%
per year. Breaking down recyclables (e.g.
aluminum cans and cardboard) reduces
waste.
Other ways you can save is through
certain types of landscaping. You can
also save up to 50% by replacing annuals
with drought-resistant flowering perennials. Doing this saves the cost on the
plants along with the landscape services
you might use to plant them.
We use water up to 24 hours a day. For
this reason, an increase in water usage
adds up. To save, check your pipes for
leaks. By sealing leaks, you can poten-

tially save 35% of your water costs per
year.
Turning off electric devices not in use
is another great way to save energy and
your wallet. Set back thermostats, install
motion sensors rather than standard
light switches, and turn down water
heaters. Replace conventional light
bulbs with CFLs that last two to seven
years without having to change a bulb.
It may seem like common sense, but
coffee drinkers can save money by purchasing coffee in bulk from a store rather
than buying individual cups at a coffee
shop on a constant basis.
By going green, you save more green
in your pocket book and the environment. At a time when our environment
is at its most vulnerable, we can each
make a difference by doing quick and
simple things to improve our world and
lifestyles.

SAR Has Saved Your Green By Going Green
SAR is always finding new ways to stretch your dues dollars. Here is a list of ways we reduced costs
around the Association.
Then

Now

Savings

Tablecloths

Plastic
$1000/year

Fabric
$50 (one time purchase)

Landfill
$950/year

Waste
Management

Garbage pickup
$4,900/year

Garbage pickup with
boxes broken down
$3,400/year

Landfill
$1,500/year

Landscaping

Using annuals
Using drought-resistant $1,500/ year
$1,800 - $2,200/year flowering perennials
$300 - $700/year

Coffee and drinking Using a standard
water services
coffee and water
service

Comparing prices

$2,200/year

Water

With no conservation With conservation
87,000 gals/month
49,600 gals/ month

37,400 gals/
month

Electricity

With no conservation Installing motion
$180/month
sensors, set back
thermostats, using
CFLs, loweringwater
heaters temperatures

$150 OFF*
YOUR TERMITE REPAIR WORK
(*Job minimum of $1,000.00)
•

FREE competitive bids on other companies reports

•

All work done in-house!

•

Locally owned and operated with over 30 years experience

SERVING PLACER, SACRAMENTO,
EL DORADO AND YOLO COUNTY
CALL TODAY FOR A FREE QUOTE!

916-344-TWIN (8946)
www.twintermite.com
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C ommittee s P O T L I G H T
CanTree Committee/Kick-off
With the end of summer comes the
beginning of the 28th annual CanTree
season. SAR’s Christmas CanTree has
raised more than $2 million since its
1982 inception.   Funds raised benefit
the local chapter of the Salvation Army
and help needy Sacramentans during a
crucial time of year – the holidays. These
funds are made possible through the
selfless efforts of countless volunteers
who have tirelessly donated their time
and energy through the years.

The SAR Christmas CanTree Committee
provides the inspiration, planning and
people power for the major SAR sponsored CanTree fundraisers each year.
Led by Chair Tim McGuire and Co-Chair
David Boliard, this committee is backed
by nearly 20 passionate committee members. Current members include Jodi Ash,
Robert Campbell, Steve Cassani, Kathy
Fox, Michelle Kloss, Des Lenz, Chuck
Manly, Bill McKnight, Pam Poore,
Marie Richman, Steve Ross, Pauline
Sheppard, Alita Turner, Ilah Turner and
Tim Weisbeck.

We cannot forget, however, the life
blood of CanTree --   the offices and
Members who also arrange special
events to raise money or contribute out
of their own pockets.
If you are interested in supporting
this worthwhile cause, consider helping build a fifteen foot CanTree.   As
a way to bring attention to the work
of SAR and the Salvation Army, these
trees are strategically placed throughout the county. Previous locations have
been at Downtown Mall, the Sunrise
Marketplace, Marketplace at Birdcage,

Elk Grove and the Country Club Plaza.
Keep an eye on the weekly SAR email
blasts for information.
Attend CanTree’s exciting summer
event Sip and Support on August 13 at
Carvalho Winery in Clarksburg. The evening will also include dinner, dancing,
premium beer and wine and an auction.
Tickets are $40 in advance (before 8/8) –
pick up yours early to save $10.

L E G A L U P D AT E
Another New Law For Mid-2010 – Multi-lingual Loan Docs
by Dave Tanner, Real Estate Broker/Attorney, Hanson Law Firm
AB1160 was passed by the legislature
last year and requires non-exempt lenders
to provide multi-lingual loan documents
to borrowers when the loan secured by
residential real property is negotiated in
one of five designated languages. Those
languages are Spanish, Chinese, Tagalog,
Vietnamese and Korean. The law does
not apply if the borrower used their own
translator for the negotiations so in many
cases the easiest way to comply is to
have the borrower use their own person
to translate.

The law generally only applies to loans
negotiated by mortgage brokers since
banks, credit unions and thrifts and their
employees are exempt.
The law requires that the multi-lingual
loan docs be provided to the borrower
within three days after the borrower submits their application.
The effective date for implementation
of the requirement was set for the later
of July 1, 2010 or 90 days after the multilingual loan docs are published by either

the Department of Corporations or the
Department of Financial Institutions.  The
July 1, 2010 deadline has come and gone
and I can find no record of compliant
loan docs being issued by either of those
organizations. The status of the documents is not even mentioned on their
websites. So the new requirements are
not yet in effect.
If you are a mortgage broker negotiating loans in one of those five languages
you must comply with the law within
ninety days after the forms are released.

Publicity around the release of the forms
may be limited. You should check the
government agencies’ websites monthly
for the forms to ensure you do not violate
the law.
If you have any questions on this article or any other aspect of real estate law
please contact the Hanson Law Firm at
916 447-9181 or log on to our website at
www.HansonLawFirm.com.

MASTERS CLUB CORNER
by Linda Wood
Are you on Target?  To achieve Masters
Club status for 2010, you must have
a minimum of eight transaction sides
totaling three million dollars or 25 transaction sides.
Besides being a group of high producing, hard working REALTORS®, the
Masters Club has fun. We have some
great upcoming events and hope you
will join us.
Our next event is the ever heartwarming opportunity to feed the hungry at
Loaves and Fishes.  You can either prepare or serve lunch on Monday, August
30. If you would like to help, please
send an email to Patti@PattiMartinez.
net.   Anyone over the age of 14 is welcome to participate.
Come out on Monday, October 11
for our Ghoulish Golf Tournament at
Northridge Country Club.   This year’s
creative Halloween theme will give our
sponsors a chance to get imaginative
with their carts and booth, and will create a fun atmosphere for our players.
This is always an awesome event and
is our major charity fundraiser for the
year. All proceeds will benefit the following local charities: Wellspring Women’s
Center, Moral Values Program (MVP) and
The GreenHouse.
If you are interested in a sponsorship
or signing up to play, please visit our
golf tournament website at www.mastersclubgolf.com, or contact Deborah
Grinnell at (916) 437-1209 or dgrinnell@
sacrealtor.org. This tournament is open
to everyone. We look forward to seeing
you there.
Have you met Judy Black? She is featured this month and is an Outstanding
Life Member.   Prior to real estate she
spent most of her career in the Human
Resource and Vocational Rehabilitation
Counseling professions.  Approximately
19 years ago, her dad (who worked for
the State of Oregon Real Estate Division)
and her husband encouraged her to
become a REALTOR®.  They thought this
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would be a good fit for her and they
were right. Judy lives in Folsom and
is a Folsom Property and Relocation
Specialist.  She serves as an Ambassador
for the Folsom Chamber of Commerce
and volunteers for various community
events.  She's currently the President of
the Sacramento Chapter of the Women’s
Council of REALTORS®.  Judy believes it is
important to stay educated in this business and has earned many real estate
designations. Outside of real estate, her
life involves family and travel. She and
her husband Ken enjoy traveling the
world. She feels privileged to be able
to visit other countries to explore and
to be exposed to other life styles and
cultures.

Call
Today!

$25 Off
Your Next
Inspection*

∙ ONE POINT OF CONTACT – Call today to schedule your Termite and Home Inspection. Also
offering residential and commercial Construction and quality Pest Control service.
∙ SAVINGS – Save time and $$$ by scheduling your Termite and Home Inspections together.
Also offering FREE competitive bids and VERY competitive prices on repairs, treatments,
fumigations, pest control, and construction services.
∙ EXPERIENCE – Over 25 years in business as a leader in the industry.
∙ CUSTOMER SERVICE – We build our business around YOUR needs. Full service Termite,
Home Inspection, Pest Control, and Construction services available.
∙ QUALITY – A leader in the industry in Termite and Home Inspections, repairs, treatments,
and fumigations. Quality Pest Control at an affordable price.

800.732.BUGS

www.NATPC.com
* $10 off towards termite & $15 off towards home inspection.

Free Rent Survey
We provide a quarterly survey of asking rents for the Greater
Sacramento area including Sacramento, Yolo, Placer, and El
Dorado Counties. You can log on to our website and click on
Owner Services or email us at info@HomePointe.com in order to
be put on our quarterly emailing of the Survey. Many real estate
agents refer their clients to HomePointe for property management
and are rewarded with generous referral fees.

(916) 429-1205

Bob Machado
President
CPM, MPM

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

HOUSES - DUPLEXES - CONDOS - APARTMENTS
THREE CONVENIENT LOCATIONS!
5896 South Land Park Dr.
Sacramento, CA 95822
(916) 429-1205

8856 Greenback Ln. #A 1220 Melody Lane, Ste. 110
Orangevale, CA 95662
Roseville, CA 95678
(916) 988-5300
916-781-7075
(530) 677-7917
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S A R E ducational offerings
DATE

TIME

CLASS

COST TOPIC

August 17

12:00 – 1:30pm

Lunch & Learn
– Property
Management

$10

• Operating capital • Preparing and showing the rental • City and County required inspections Bruce Mills
• Serving notices • Deposit returns • Selecting the tenant – avoiding discrimination

August 30

8:30am – 4:30pm

NAR’s Short Sale &
Foreclosure Resource
Certification

$125

• Qualify sellers for short sales • Safeguard your commission • Evaluate all available options
for distressed homeowners • Counsel buyer-clients in the purchase of foreclosure properties
• Direct distressed sellers to finance, tax and legal professionals

September 10

9:00am – 1:00pm

C.A.R. Residential
Purchase Agreement

$59

• Familiarize yourself with the 2010 changes to the agreement • Learn how to create, modify, Gov Hutchinson
cancel or close a transaction • Identify, explain, understand and remove contingencies
• Complete all mandatory and recommended disclosures • Ensure all commissions are paid in
full and on time • Understand all of the important terms of the contract

Sept. 13-14

8:30am – 4:30pm

Certified
Negotiation Expert
(CNE)

$199

• Professional Negotiators – what they do differently vs average negotiators and how they John Wenner
get better results for their clients and themselves.
• Competitive Bargaining – understand the “tough” approach to negotiating, when to use it
and how to handle that highly competitive hard bargainer across the table.
• Collaborative Negotiating – learn collaborative negotiation techniques and why this “winwin” approach leads to better outcomes for both parties.

Sept. 20 – Nov. 8

9:00am – 12:00pm

Broker Training
Institute

$179

Class topics include: insurance requirements, writing a business plan and budget requirements, running a Brokerage from a legal perspective, sales and marketing, office logistics,
creating a manageable filing system and training and retaining high producing and ethical
agents.

All classes listed above are held at SAR's Mack Powell Auditorium. To register online, visit ims.sacrealtor.org.
Questions - contact Chris Ly or call 916.437.1210. (Please contact us for non-Member pricing.) Prices listed
reflect early-bird fees.
Cancellation policy: If you cannot attend a seminar for which you have registered, you may send a substitute.
You will receive a full refund when cancelling 24 hours in advance. If you cancel less than 24 hours in advance, your
registration fee will be forfeited.

INSTRUCTOR

Ginni Field

Various

* 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 SAR’s early bird fee

Reserve your foursome today.
You’ll have a ghoulishly good time!
For more information, visit
www.mastersclubgolf.com or
contact Deborah Grinnell
at dgrinnell@sacrealtor.org
or 916-437-1209.
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S E P T E M B E R C alendar of  E vents
Monday

Tuesday

Wednesday

Friday

Thursday
1

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

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

2

3

Cantree Committee (B)
10:15-11:30am
Video Seminar (T)
12:30 – 3:30pm

6

Main Meeting (A)
9:00 – 10:30am

7

8

Video Seminar (T)
9:30am – 12:30pm

SAR Closed – Labor Day

Community Outreach
Committee (B)
10:30 - 11:30am

Certified Negotiation Expert – Day 1 (A)
8:30am – 4:30pm
MetroList – Prospector 1 (T)
9:00am – 12noon
zipForm 6 Class (A)
9:00am – 12noon
MetroList – Prospector 2 (T)
1:00 – 4:00pm

13

14

20

Broker Training Institute – Week 1 (A)
9:00am – 12:30pm
New Member Orientation (B)
12:30 – 4:30pm
Motivation Through Management (A)
1:30pm - 4:30pm

27

SRES Designation Class – Day 1 (A)
8:30am – 4:30pm
Broker Training Institute – Week 2 (A)
9:00am – 12:30pm
MetroList – Topics for Experienced Agents 1 (A)
9:00am – 12noon
MetroList – Topics for Experienced Agents 2 (A)
1:00 – 4:00pm

15

Regional Meetings*
8:30-9:30am
Certified Negotiation Expert – Day 2 (A)
8:30am – 4:30pm
Video Seminar (T)
9:30am – 12:30pm
Lunch & Learn – Property Management (A)
12:00 – 1:30pm

22

21
Regional Meetings*
8:30 - 9:30am

Cultural Diversity Roundtables (A)
2:00 – 5:00pm

Video Seminar (T)
9:30am – 12:30pm

Housing Opportunity Committee
(B)
2:30-4:30pm

Regional Meetings*
8:30 - 9:30am

28

SRES Designation Class – Day
2 (A)
8:30am – 4:30pm

GRI (A)
9
8:00am – 5:00pm
Realtists (A)
9:00 – 11:00am
Masters Club Committee (B)
9:30 – 11:00am
Equal Opportunity/Cultural
Diversity Committee Meeting (B)
11:30am – 1:00pm
Video Seminar (T)
12:30 – 3:30pm
Young Professionals Council Forum
16
(A)
9:00 – 10:00am
WCR Luncheon (A)
11:00am – 2:00pm
Asian Real Estate Assocation of
America (A)
11:30am – 3:00pm
Video Seminar (T)
12:30 – 3:30pm

23

Video Seminar (T)
12:30 – 3:30pm

29
Office Closed for Staff
Development
1:00 – 2:00pm

10

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

Real Estate Training Institute –
Week 1 (A)
9:00am – 12:30pm
RPA Class (A)
9:00am – 1:00pm

17

(A) Mack Powell Auditorium

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

(B) Board Room, 2nd Floor

Real Estate Training Institute –
Week 2 (A)
9:00am – 12:30pm

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

24

Real Estate Training Institute –
Week 3 (A)
9:00am – 12:30pm

Meetings subject to
change.

Industry Update (B)
9:00 – 10:00am

30
Show Me the Money –
HAF Update (A)

9:00am – 12noon

Video Seminar (T)
9:30am – 12:30pm

home

has a new address.
Welcome to Bank of America Home Loans.
Where you will experience a new approach to lending. So you can choose the
mortgage that’s right for you and close it on time.
• Home Loan Guide — a new interactive experience that will help you learn about
the process, loan options, and what you can comfortably afford.
• Clarity Commitment™— a one-page summary that explains key terms of your
loan in plain language.1
• Mortgage loan officers — located nearby, ready to serve you when and where you
need us.
If you are planning to purchase or refinance a home,
please call today for more information.
Roseville
/ Blue
OaksAve.
Blvd.
Sacramento
/ Howe
916.920.7000
916.784.2500

Sacramento / Watt Ave.
916.503.0506

Elk Grove
916.478.3900

Roseville / Blue Oaks Blvd.
916.784.2500

Roseville / Douglas Blvd.
916.782.8066
916.774.7600

Yuba City
530.751.8110

1
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Folsom
916.817.8200

The summary is provided as a convenience, does not serve as a substitute for a borrower’s actual loan documents,
and is not a commitment to lend.
Borrowers should become fully informed by reviewing all of the loan and disclosure documentation provided.
Bank of America, N.A. Member FDIC. Equal Housing Lender © 2009 Bank of America Corporation.
Credit and collateral are subject to approval. Terms and conditions apply. This is not a commitment to lend.
Programs, rates, terms and conditions are subject to change without notice. AR82729 00-62-1323D 06-2009

Sacramento REALTOR®

7

ABOUT THE MARKET
US Treasury Turns Up the Heat
by Scott Short, First Priority Financial
The Treasury Department wants companies receiving federal incentive payments
for modifying troubled loans to sign an
agreement certifying they are in compliance with the Making Home Affordable
initiative’s more than 800 requirements.
Among other things, the document says
the servicer acknowledges that providing
false or misleading information to Fannie
Mae or Freddie Mac may constitute a federal crime (per Kate Berry’s article: “ Some
Servicers Sweat HAMP Certification” –
Mortgage Servicing News, July 2010, page
2).

sure, of which the HAMP (Home Affordable
Modification Program) is the largest and
best known. Better known to REALTORS®
is HAFA (Home Affordable Foreclosure
Alternative), the program under HAMP
designed to expedite the short sale process, providing incentive payments to both
the servicer and homeowners who complete a sale or deed in lieu transaction.

Updates on the loan front
FHA’s less than 90-day flip rule is seeing
a lot of appraisals coming in below sales
price. Several lenders have informed me
they are experiencing a great number
of flips that are not being disclosed up
front by the seller. Underwriters have to
spend a lot more time when this happens.

The next time you are negotiating a
short sale with a lender and their explanation of the process changes from start to
finish, you want to ask them about this
Treasury Department initiative.

As you may know, Making Home
Affordable is the umbrella program for the
Obama Administration’s various initiatives
to help troubled borrowers avoid foreclo-

Fannie Mae and Freddie Mac announced
that they will start participating in the
Home Affordable Foreclosure Alternative
program in August 2010.

One of the last lenders accepting nontraditional credit such as SMUD, PG&E,
phone, or car insurance changed their
policy early July 2010. Now one of the
owner-occupants must have an acceptable FICO score if the other owner-occupant-borrower does not have a credit
history or a FICO score.

More lenders looking for fraud or
something missed are running quality
control audits prior to releasing loan
documents to title. This is slowing down
the process. Part of the quality control
process is rerunning credit, looking for
new debt or undisclosed debt. If new
debt is found, the loan is returned to
underwriting. This can cause the loan
to be denied. Now more than ever, you
need to emphasize to your buyers the
importance of not incurring any new
debt until after the loan has closed. This
includes debt the lender knew about
but now the balance has increased.
Good Faith Estimates are causing a
lot of delays due to either lack of understanding by the loan officer or the many
lenders who interpret the federal law
differently.
California filed a lawsuit against
Fannie, Freddie and FHFA over their
opposition to a home energy improvement program backed by the Obama
Administration. (FHFA has directed
Fannie and Freddie to avoid participating in the program – aka PACE or AB
811) according to Rob Chrisman with
MortgageNewsDaily.com.
Interest rates are extremely low as of
mid-July. This is a two-edge sword, great
for buyers but also great for refinancing.
Lenders are buried with loans making
turn times longer. Lenders give purchase transactions more favorable turn
times than refinances.
The Fed downgraded its economic
growth projections to 3-3.5% from 3.23.5% for 2010 and increased the expected
unemployment rate. To sum up their comments, the Fed will not be selling any of
their over one-trillion dollars of Mortgage
Backed Securities (MBS) anytime soon,
and not without advance notice. In terms
of rates, the Fed will be on hold for the
foreseeable future. It remains a favorable
rate environment for agency MBS. In fact,
at this point no MBS will be sold until
after the Fed raises overnight rates, which
could be a while. The Fed is holding back
flooding the market with MBS meaning
this will help keep the mortgage interest
down according to Rob Chrisman with
the MortgageNewsDaily.com.
If you have any questions or comments,
you can email me, Scott Short, First Priority
Financial, at scott.short@comcast.net or
call  916-421-8559.

Month-to-month
and year-to-year
increase in sales
volume, median
price
June home sales increased 3.3% from
1,720 in May to 1,777. Year to year,
the current figure is 1.9% higher than
the 1,744 units reported in June 2009.
Conventional sales – non REO or short
sales – make up a majority (38% or 675
units) of all sales this month. This is 3.4%
more than the  632 REO units sold (35.6%)
Short sales round out the remainder
of sales, accounting for 26.4%, or 470
units, of the total. The median sales price
continued to increase, rising 2.1% from
continued on page 11
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M L S S tatistics
June 2010 Data for Sacramento County and the City of West Sacramento
MLS STATISTICS for


November 2007



Data for Sacramento County and the City of West Sacramento

Data for Sacramento County and the City of West Sacramento























Months 







 







 























  















 










  







 

 

 

 
 












































































 

 

 

 



























































































































































































































































































































































410
712
642
43
120
1,927

21.3%
36.9%
33.3%
2.2%
6.2%
100.0%

427
664
615
38
86
1,830

23.3%
36.3%
33.6%
2.1%
4.7%
100.0%

0 - 30
31 - 60
61 - 90
91 - 120
121 - 180
181+
Total

1,000
314
207
140
120
146
1,927

51.9%
16.3%
10.7%
7.3%
6.2%
7.6%
100.0%
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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 $50 credit** towards any Termite
Repairs by redeeming this ad.
SAVE UP TO $80 OFF INITIAL
PEST CONTROL SERVICE*
*Some restrictions apply
**Repairs above $375.00

C A L L T O D AY
TO SCHEDULE
AN INSPECTION
(916) 969-7567

List of property managers servicing the Sacramento Region
Phil Adams – Folsom, Eldorado Hills, Fair
Oaks,Cameron Park, 916-923-6181x118

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

Foothill Farms (95841 Sacramento) East
Sacramento (95819) 916-923-6181x120

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

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

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

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

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

Susie Cabrillo – Sacramento (zip codes 95829,
95828, 95827) 916-213-8526
Cathy Galligan – Carmichael, Fair Oaks,
Orangevale 916-923-6181x168
Jim Hall – South Sacramento- (zip codes 95823,
95832, 95831) (Greenhaven/Pocket), Land Park (zip
code 95818), Mid-Town (zip codes 95816, 95814),
West Sacramento (zip codes 95691, 95605) 916923-6181x122

Renea Negri – Rio Linda, Elverta, North Higlands,
Antelope, Roseville (95747) 916-205-6415
Wes Richie – Sacramento 95842, Antelope 95843,
North Highlands 95660, Rio Linda 95673, West
Roseville 95678
Phil Sparks – Sacramento (zip codes 95831,
95822, 95818, 95816) 916-752-2086

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

Cathy
Stratton
– Citrus
Heights
(95610,
95621) Ave., Ste. 200 • Sacramento, CA 95815
Management Class 2nd Tuesday
each
month
at 7pm
• 1401
El Camino

®!
REALTreOsiRduSal income!

ate
Want to cre ht of a career in
g
u
o
th
Ever
nt?
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BRUCE MILLS
Work: (916) 923-6183 ext. 110
Cell: (916) 548-7712
brucemills@mmproperties.com

Give me

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

That M&M made life as a landlord simpler and more cost effective.
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www.mmproperties.com
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JUNE 2010
New REALTOR® Members
Denise R. Attebery
1st American Realty
Richard G. Beath
Real Estate America
Michelle Bridges
ZipRealty Inc.
Steffan E. Brown
Coldwell Banker-Res R E Srv
Paula J. Cardoza
Coldwell Banker-Res R E Srv
Erik K. Compo
The Mortgage Group
Ronald J. Cordero
Prudential CA Realty
Kenneth L. Coulter
Keller Williams Realty
Anna C. Galindo
Lyon RE West Sacramento
Maria G. Garcia
Su Casa Realty
Steven M. Giguere
Avalar R.E. & Mortgage Network
Sandra Gonzalez Patino
Coldwell Banker-Res R E Srv
Hyrum W. Gray
J.A. Hunt Company
David N. Hayes
Realty World Platinum
Hilary A. Hollenbeck
Prudential Dunnigan R E
Lester Holmes
Riggins & Associates
Emily E. Hunt
J.A. Hunt Company
Joseph O. Johnston
Prudential CA Realty
Lesa C. Johnston
Prudential CA Realty
Sidney G. Katz
ZipRealty Inc.
Randy P. Kellogg
Lyon RE Fair Oaks East
Sandra D. Kerr
Coldwell Banker-Res R E Srv
Sue Lee
Windermere Dunnigan, REALTORS®
Vikki Lewis
Realty World Platinum
Nolan Lum
M & N Realty
My L. Ly
Capital Home Finance
Linda C. Marquez
Prudential CA Realty
Diane L. Masterpole
Trillium Real Estate
Sarah S. Mattson
Old Valley Homes
Jeffrey S. Moenning
Allied Group Financial Inc.
Sara Moody
ZipRealty Inc.
Carolynn A. Nevarez
Carol Pizzo, Broker
Lynda Niz-Alcala
Lyon RE West Sacramento
Richard Novoa Jr.
Century 21 M&M and Associates
Oleksandr Oliynyk
RE/MAX Gold Natomas
Amy E. Pardini
ZipRealty Inc.
Stephen L. Peterson
Cook Realty
Andrea A. Quyn
Century 21-Noel David Realty
Casey Q. Ressler
Keller Williams Realty
Martha A. Reyes
Century 21 All Professional
April I. Richardson
The ELF Group RE Services
Alma C. Rodriguez
Keller Williams Realty
Francisco J. Rolon
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NEW SAR MEMBERS
RJ Real Estate Services
Victor T. Roque
Realty World Platinum
Judy Rosier
American Realty Solutions
Lauren M. Schenke
Better Homes Realty-Folsom
Patrick M. Shea
Prudential CA Realty
Natalya F. Sidorova
Bridge Real Estate Company Inc
Kavita Singh
Century 21 Select Real Estate
Autar Singh
Real Estate America
Yelena Spitsyn
Lyon RE West Sacramento
Tserenchimed Thomas
Lyon RE Fair Oaks East
Andrey Tiskiy
Lighthouse Real Estate Group
Ana E. Trejo

People's Choice Brokers
Michele Tsihlas
Cook Realty
Donna M. Vanderhorst
Prudential CA Realty
Tony A. Vruvides
Coldwell Banker-Res R E Srv
Amber M. Williams
Lyon RE Natomas

New Broker Associates
Patricia S. Branch
Prudential CA Realty
Jesse A. Champion
Lyon RE Natomas
Ryan K. Watts
Maloof Properties

New Designated REALTORS®
Charles D. Brown
Charles Brown Real Estate

Kamalpreet S. Dhillon
Valley Properties
Athan N. Giwoff
GQ North
Jonathan A. Hunt
J.A. Hunt Company
Larry A. Matos
Century 21 M&M and Associates
Bill McGrath
Realty Solutions Group
William H. Misura Jr.
Misura, Broker
Eugene Morris
Tryus Real Estate Services
Jenae P. Peckham
Lender's Realty Inc.
Carol A. Pizzo
Carol Pizzo, Broker
Randall F. Rafoth
The Randall Group

Finance Your Home Purchase With
Wells Fargo Home Mortgage
Rely on the strength and stability of a well-established lender.
• Trust our commitment to helping as many customers as possible enjoy the benefits of homeownership.
• Expect us to work closely with you to explore and explain options that are right for your budget and goals.
• Know we work hard to help customers stay in their homes in times of financial difficulty.

Finance Your Home Purchase With
Wells Fargo Home Mortgage

Shop With Reassurance

Make a standout bid on the home you want. Ease uncertainty with our solid PriorityBuyer® preapproval, backed by our Wells Fargo Closing
GuaranteeSM.1

Contact Wells Fargo Home Mortgage today!

Rely on the strength and stability of a well-established lender.
• Trust our commitment to helping as many customers as possible enjoy the benefits of homeownership.
• Expect us to work closely with you to explore and explain options that are right for your budget and goals.
• Know we work hard to help customers stay in their homes in times of financial difficulty.

Shop With Reassurance
Make a standout bid on the home you want. Ease uncertainty with our solid PriorityBuyer® preapproval, backed by our Wells Fargo Closing

EricGuarantee
Engstrom .
Gloria Mirazo
Aaron Stroud
Branch Manager
Sales Manager
Sales Manager
Contact Wells Fargo
Home Mortgage
today!
916-480-2220
916-955-3911
916-834-6238

Kristin Ayule
916-390-4689

Hiroko Bowlin
916-524-4700

Kristi Bozzo
916-716-5673

Bob Capparelli
916-521-6767

Michele Kesner
916-202-1495

Karin Kwong
916-834-1915

Ben Ludington
916-203-0810

SM 1

Leo del Cid
916-548-7904

Ron Farrell
800-406-9999

Anthony Nunez
916-849-7772

Count On Us

Wells Fargo
Home
Mortgage
helpPantages
you find aMari
financing
that
serves your
immediate
Ricardo
Pacheco
Jessica
Parisi solution
Adam
Schaefer
Nathan
Sibbet needs
Nickand
Smithsets
GeneLet
Oxley
the stage for 916-705-8510
long-term financial
security.
916-628-1236
916-397-8967
916-480-2215
916-320-3952
916-780-2132
916-714-3742

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

1. Available on all qualified purchase transactions. Other terms and conditions apply. See a Home Mortgage Consultant for details. Credit is subject to approval. Some
restrictions apply. This information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo
Bank, N.A. © 2008 Wells Fargo Bank, N.A. All rights reserved. #62015 10/08-1/09
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Count On Us

Let Wells Fargo Home Mortgage help you find a financing solution that serves your immediate needs and sets
the stage for long-term financial security.

1. Available on all qualified purchase transactions. Other terms and conditions apply. See a Home Mortgage Consultant for details. Credit is subject to approval. Some
restrictions apply. This information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo
Bank, N.A. © 2008 Wells Fargo Bank, N.A. All rights reserved. #62015 10/08-1/09
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MAHNAZ KHAZARI

M ember  O F T H E M O N T H

1. How long have you been a Member of SAR?
For eight years
2. What did you do before you were in real estate?
I was working for the State of
California.
3. What do you like best about being in real estate?
Working my own hours, meeting and
assisting people to achieve their goals.

4. How have you adjusted of changing market
conditions in the past couple years?
I have taken the time to further my
knowledge of real estate changes. In
addition, I increased my marketing
activities.

7. Technology has changed a lot in recent years
– how have you kept up-to-date?
To the extent possible, I have tried to
keep up with the changes in technology by learning and applying the new
technology.

11. What are some of your favorite places to visit?
In California, I have enjoyed visiting
San Francisco and San Diego.  Oversees,
I have enjoyed visiting Iran, Singapore,
Thailand and Indonesia. I plan to visit
Argentina and Brazil in the future.

5. What have been some of your favorite programs/committees/activities at SAR?
My favorite program is the educational aspect. In addition, I have enjoyed
being part of the Education Committee.
SAR is a proactive organization, and I am
very happy to be a part of it.

8. Words of wisdom for your fellow real estate
professionals?
Be patient, be professional, provide
the best customer service, stay on top
of the changing market and laws, and
never compromise your principles.

12. What would you do if you weren’t a real
estate professional?
I would have probably continued
working for the State.

6. You took advantage of SAR’s Broker Tuition
Card during the past year. Would you recommend other Members do the same?
Of course.  By participating in this program, Members stay on top of the real
estate changes and regulations.

Month-to-month and
year-to-year increase in
sales volume, median
price

9. Hobbies or other activities?
Reading, traveling and listening to
music.
10. How long have you lived in Sacramento?
I have lived in Sacramento for the past
28 years.

13. What’s a good book you’ve read recently?
I have read a book called Human
Dynamics by Sandra Seagal and David
Horne.
14. What would people be surprised to learn
about you?
That I immigrated to the U.S. following the Iranian Revolution in 1979.

Ready for great commissions?

continued from page 8
$190,000 to $194,000. The current figure
is 7.8% higher than the $180,000 median
price last year. The $200,000 - $249,999
price range mode accounts for a majority (19.3% or 343 units) of the 1,777 total
sales this month, while homes under
$100,000 totaled 183 (10.2%) units.
The Total Listing Inventory has recently been split up to more accurately display the current market. Active listings
numbered 4,485 properties and Active
Short Sales Contingent showed 2,369.
Active Short Sale Contingent properties are short sale properties on which
initial offers have been made monthto-month the Housing Market Supply
figure changed slightly, from 2.4 months
to 2.5 months. This figure represents
the amount of time – in months – it
would take to deplete the Active Listing
Inventory (4,485) given the current number of closed escrows (1,777). According
to MetroList® MLS data, the average
home spent 60 days on market (from
the time it was listed to the time escrow
was opened) and was 1,751 square feet.
Of the 1,777 sales this month, 157 (8.8%)
had 2 bedrooms or fewer, 919 (51.7%)
had 3 bedrooms, 548 (30.8%) were 4
bedroom properties and 148 properties
(8.3%) had 5+ bedrooms.

Earn a quick 3% from KB Home!
Single-family homes at beautiful KB Home communities
throughout the Central Valley and Greater Sacramento area

AUGUST 2010

From the high $100s

From the mid $200s
•
•
•
•

•
•
•
•

1- and 2-story homes
1,604–2,597 sq. ft.
3–5 bedrooms, 2–3 baths
2-bay garages

1- and 2-story homes
1,323–2,209 sq. ft.
3–5 bedrooms, 2–3 baths
2-car garages

From Hwy. 65, exit Blue Oaks Blvd. heading
west. Turn right on Fiddyment Rd., left on
Parkland Way and left on Shorthorn Way to
sales office on right. (916) 543-0214

From Hwy. 99, exit Hammer Ln. heading west.
Turn left on Holman Rd., right on Gold Brook Dr.,
left on Cabin Creek Dr. and right on Pine Brook Dr.
to sales office on left. (209) 954-0501

Mossdale Landing in Lathrop

Oak Knoll Place in Live Oak

•
•
•
•
•

•
•
•
•
•

From the high $100s

Condominium Resale Market

Sacramento condominium sales
increased 40% from 110 last month to
154 this month. Compared with last
year, sales are up 32.8% from the 116
units sold in June 2009. REO properties
made up 36.4% (56) of all sales while
short sales accounted for 30.5% (47) of
the sales. Conventional sales rounded
out the remainder of the total, accounting for 33.1% or 51 sales. The condominium median sales price decreased
2.3% month-to-month from $108,000 to
$105,500. This current price is down 4.7%
from the $110,750 median sales price of
June 2009. The total listing inventory
decreased (1%) month-to-month from
695 listings to 688 listings. Of these 688
listings, 209 (30.3%) were listed as Active
Short Sale Contingent, leaving the actual
Active Listing Inventory at 479 units. This
calculates to a Housing Market Supply of
3.1 months, a 31.1% decrease from the
4.5 months figure last month.

Riverbend in Stockton

Springwood at Fiddyment Farm
in Roseville

From the mid $100s

2-story homes
1,729–2,591 sq. ft.
3–5 bedrooms
2.5–4 baths
2-car garages

1- and 2-story homes
1,323–2,218 sq. ft.
3–5 bedrooms
2–2.5 baths
2-car garages

From I-5, exit Louise Ave. and head west on
River Island Pkwy. Turn left on McKee Blvd.,
left on Johnson Ferry Dr. and left on Colonial
Trail to sales office on right. (209) 983-0357

From Hwy. 99, exit Pennington Rd. heading
west. Turn left on Luther Rd. to sales office on
right. (530) 695-2447

Hideaway at Treehouse

Sierra Vista in Lincoln

•
•
•
•

•
•
•
•

From the $300s

Opening for information in August

2-story homes and duets
1,319–1,941 sq. ft.
3–4 bedrooms, 2–3 baths
1- and 2-car garages

1- and 2-story homes
1,514–2,585 sq. ft.
3–4 bedrooms, 2–2.5 baths
2-car garages

From Hwy. 65, head east on CA-193 (McBean
Park Dr.). Turn left on East St., right on 12th St./
Virginiatown Rd., left on Sassafras Ln., left on
Hearthwood Ln. and right on White Pine Ln. to
sales office on left. 888-KB-HOMES

From Hwy. 50, exit Prairie City Rd. heading
north. Turn right on Iron Point Rd., right on
Outcropping Way and left on Bullion Ln. to
sales office on left. (916) 294-9574

Sandalwood in Sacramento—Coming soon!
2-story homes

•

1,346–2,308 sq. ft.

•

3–5 bedrooms, 2–3 baths

•

2-car garages

From Hwy. 99, exit Calvine Rd. heading east. Turn left on Elk Grove Florin Rd., right on Cobble Crest Dr. to sales office on left. 888-KB-HOMES

888-KB-HOMES

Building quality new homes since 1957.

kbhome.com

Broker Cooperation Welcome. ©2010 KB Home (KBH). Payment of Broker Co-op requires Broker to accompany and register buyer on first visit and comply with Broker Co-op Agreement. See Built
to Order™ options and upgrades offered at KB Home Studio. All options/upgrades require additional charges, may require ordering at predetermined stages of construction and are subject to change/
discontinuation anytime by KB Home. KB Home is not a custom homebuilder and Built to Order only applies to appliances/options available at KB Home Studio. Plans, pricing, financing, terms, availability
and specifications subject to change/prior sale without notice and may vary by neighborhood, lot location and home series. Additional charges apply for lot premiums,
options/upgrades. Buyer responsible for all taxes, insurance and other fees. Sq. footage is approximate. ARTIST’S CONCEPTION: Illustration and photos show upgraded
landscaping/options and may not represent communities’ lowest-priced homes. See sales counselor for details. KB Home Sales–Northern California Inc. (CA Real Estate
License 01293543). SAC-87272
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Ray Gin
NMLS# 246802
Loan Officer
916-207-6332

Since~1887

916-929-2333

Licensed by the Department of Corporations
under the California Residential Lending Act.

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

FHA, FHA 203K, VA, CalPers, CalHFA, CONVENTIONAL and JUMBOS

Anoosh “Andy” Hazegazam
NMLS# 249444
Loan Officer
916-223-2338

Laurie Adams
NMLS# 239965
Loan Officer
916-929-8129

Amanda Rawls
NMLS# 256126
Loan Officer - Elk Grove
916-416-6453

David Whiteside
NMLS# 247866
Loan Officer
916-730-8282

Chris Opfer
NMLS# 256253
Loan Officer - Elk Grove
916-709-3257

Beth Gewerth
NMLS# 246794
Loan Officer
916-730-2499

Chad Focht
NMLS# 247260
Loan Officer - Elk Grove
916-798-1234

David Heard
NMLS# 244146
Branch Manager
530-902-3725

We have over 107 Years of combined lending experience

STABLE...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!

STABILITY SINCE 1887

Sacramento Association
of REALTORS®
2003 Howe Avenue
Sacramento, California 95825
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Other comparisons between California and the
nation: California’s home sales trajectory diverged
from the national trend almost two years ago. Sales
in both California and the US bottomed out in late

A recent surge in affordability will probably not be
sustained. “California is doomed to low affordability,”
Mr. Singer said. It hasn’t always been that way. In
1974, he noted, the average annual wage in California
was higher than the nation, and the median housing
price was below the national average.

Member of the
Month

8

About the
Market

7

Although still in negative territory, annual job
growth in the Sacramento Region (which encompasses six counties) is in a much better position than
at the end of 2009, according to a report from the
Center for Strategic Research. CSER (formerly the
Sacramento Regional Research Institute or SRRI)
reports that the annual rate of loss in Sacramento
has been improving every month since January 2010
and is now 2.4 percentage points less severe than the
September 2009 low point of -6.2 percent. California
and the nation have been recovering more rapidly
than Sacramento in recent months.

The Sacramento housing market began to decline
and hit bottom long before other areas in California.
Now, the issue is the overall state of the economy
– no matter how good prices or interest rates are,
people who are unemployed or worried about their
jobs are not buying houses.

All areas in California are past “bottom.”   In
Sacramento, the bottom of the current market may
have been February 2009, when the median home
price was $167,000, down from a high of $392,750 in
August 2005. (The June 2010 median was $194,000.)

“If you’re looking at California real estate, the
long term odds are always in your favor,” Singer told
Members during the C.A.R. June meeting. He said
today’s first-time buyers can expect to build equity.

Mining the state of the economy for hopeful signs,
Executive Vice President of the California Association
of REALTORS® Joel Singer noted people recognize
that today’s market has long-term value.

Housing supply may once again be an issue.  
California will continue to grow, Mr. Singer said, and
is not producing enough new housing.  Considering
the lack of housing supply, the job growth recovery
and the bottoming out of home prices, purchasing
real estate in California real estate is a wise long-term
investment.

REALTORS® are also spending more time educating
themselves and learning how to do things better.
The number of investors in residential real estate is
almost at record levels, which Singer sees as another
sign of faith in the market.

Citing a few other positive aspects, Mr. Singer
noted that delinquency rates are leveling off, and the
REO share of the market is declining.  There won’t be
a flood of REOs into the market, although distressed
properties will be making their way through the market for the next two to three years.

2007, but statewide sales rebounded to pre-peak
levels by late 2008 and have been sustained since
then. In certain regions where distressed sales were
prominent, sales declined against record or near
record sales levels of a year ago.

Economists Look for Signs of Hope
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