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Doug Covill Leads Members on “Bridge to Success”
Calling on Members to walk with him
on the “Bridge to Success,” Doug Covill
was installed January 11 as the 94th
President of the Sacramento Association
of REALTORS®.
Doug’s “Bridge to Success” theme was
carried out through the sold-out luncheon, at which Barbara Harsch, Kathy
Fox, Neva Cimaroli, Michelle Kloss and
Kevin Nunn, among many others, were
also recognized.
Doug has been a full-time REALTOR®
in Sacramento for over 28 years. He has
served as President of the Masters Club and
on the Government Relations Committee,
Legislative Committee, Budget Committee,
the Political Action Committee, as an SAR
Director and representing SAR and Region
3 as a C.A.R. Director.
Barbara Harsch was honored for her
contributions as 2010 President. Doug
said, “You have brought forth much
positive change and growth for SAR.
We recognize the unyielding commitment, dedication, integrity and professionalism you have brought to your
presidency.”
The officers installed for 2011 were:
President-elect Patrick Lieuw, Secretary/
Treasurer Chris Little, Immediate Past
President Barbara Harsch and Past
President Charlene Singley. The 2011
Board of Directors includes: Erin
Attardi, Judy Covington, Kathy Fox,
Ron Greenwood, Jeff Jurach, Michelle
Lehman, Rob McQuade, Deniece RossFrancom, Ted Russert, Scott Short, Paula
Swayne, Dave Tanner, Mary Willett and
Linda Wood.

Neva Cimaroli of Folsom, the first
woman president of SAR in 1979, was
given the Lifetime Service Award. She
joined the Sacramento Association of
REALTORS® in 1955. In 1990, she was
named Folsom Woman of the Year. She
served as a member of the Board of
Trustees, Mercy Hospital Folsom, 198187. She was given the Distinguished
Service Award by Mercy Foundation
in 1995. The Emergency Department
lobby of Mercy Hospital Folsom is
named the Cimaroli Lobby in honor of
Neva and her late husband Sevy. She
is politically active in the Folsom area
and has always been highly respected in
REALTOR® circles for her political savvy.
She is also an active supporter of the
arts and the Folsom community.
Michelle Kloss received the President’s
Award. In presenting it, Barbara said, “Our
2010 President’s Award winner is one of
those people who has done a lot of work
behind the scenes. I have seen her at the
Mayor’s awards for volunteerism, raising
money to benefit the needy and at several other functions that are charity-related.
Where she shines is here at SAR on the
CanTree committee. With the help of her
colleagues she has spearheaded the Crab
Fest, Sip and Support and the CanTree at
the Secret Garden in Elk Grove. She directs
CanTree decorating. She is active in her Elk
Grove community. She is a credit to the
extended real estate profession and we are
lucky to have her.”

Master of Ceremonies Eric Rasmusson

2011 SAR President Doug Covill

New President Doug Covill recognizes and
thanks outgoing President Barbara Harsch

2010 REALTOR of the Year Kathy Fox

Kathy Fox is the 2010 REALTOR® of the
Year. She began her real estate career in
1978 and has had her broker's license since
2001. She has been a member of the

2010 Affiliate of the Year Kevin Nunn

Help support the scholastic pursuits of deserving students

St. Patrick’s Day
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& Silent Auction
Benefiting SAR Scholarship Program
Hosted by Coldwell Banker - Sierra Oaks

Wednesday, March 16, 2011
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12noon - 2:00pm
SAR Mack Powell Auditorium
2003 Howe Avenue, Sacramento

Cost: $10
For questions
que
and registration:
972-0212 ((Coldwell Banker - Sierra Oaks)

DONATE

Silent Auction Prizes
call Jodi Ash

223-8138

A traditional menu of corned
c
beef, cabbage with all the fixings
along with Irish soda bbread, and cloverleaf cookies make this
luncheon one you don’t want to miss. Your meal includes one
beer or cold drink and cchances to bid on a slew of fabulous
silent auction prizes.

Masters Club since 1998. Kathy has served
on the SAR Board of Directors, the Budget
Committee and as secretary-treasurer.
She chaired CanTree in 2003-2004 and
is still active on the committee. She was
the Orangevale meeting regional coordinator, 1994-1997 and currently chairs the
SAR Foundation Planning Committee.
She wrote a regular column on real estate
issues for the Sacramento Union; served
on the Board of Directors of the Fair Oaks
Chamber of Commerce 2001-2003, and
was honorary mayor of Fair Oaks in 1997.
She is also a Sunday School teacher, Bible
study leader and church volunteer.
Kevin Nunn, Comstock Mortgage, was
named Affiliate of the Year. He was recognized for his dedication to developing educational programs at SAR. Kevin serves on
the Mayor’s Green Task Force. He was crucial to developing the Energy Conservation
Opportunity Program (ECO) at SAR in 2010,
which will grant qualifying homebuyers up
to $2000 to improve the energy efficiency
of their homes. Not only is Kevin well-known
for his depth of knowledge of myriad loan
programs, he is also generous with his time
and will share knowledge even when he is
not part of the transaction. Kevin is often
consulted by housing agencies to assist in

Michelle Kloss receives 2010 President’s
Award
creating and explaining homebuyer programs, and to assist them in integrating
their programs with those of other agencies.
He may even let housing agencies know
when they are not aware of their own rules.
Those honored for “extraordinary
efforts to improve the programs and
services of SAR” were:

Association activities:
Rob McQuade, Erin Attardi, David Boliard

Political affairs:
Dave Tanner, Leigh Rutledge

Education programs:
Mary Willett, Deniece Ross-Francom

Civic Affairs:
Judy Schoer, Stephen T. Webb, Rico Rivera

Activities at the state level:
Leigh Rutledge, Tracey Saizan

Activities at the national level:
Dave Tanner
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Sacramento Association
of REALTORS®

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

Work-life Balance
DOUG COVILL
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PRESIDENT'S PERSPECTIVE

REALTORS® take vacations and take off
two days a week. I really admire some
REALTORS® I know who’ve built their
business to the point that they can
bring in a partner and take breaks.
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The mission of the Sacramento Association

“Work-life balance” is one of those
areas where many of us “say” better than
we actually “do.” My wife would be quick
to put me in the group of those who
don’t always balance work and family as
well as I would like.

As we are all increasingly plugged in,
when do our brains recharge? Do kids
get bored on long car trips any more?
They have movies, tunes, electronic
games and probably a lot more I don’t
know about.

What does our profession emphasize?
Top producers. Our companies, our colleges, our clubs – to say nothing of
our bank accounts – all glorify the top
producers.

Our electronics also make it increasingly easy not to be present. Do you
text or email someone else when you’re
face-to-face with someone? Bad if it’s a
client, worse if it’s family or friend.

In my experience, however, the most
successful REALTORS® are the ones
who do take time off. Very successful

This is one reason we are encouraged to put our phones away during
meetings at SAR. If you spend an entire

committee meeting on your phone, you
aren’t fully present even if you’re in the
room.
Look up “work-life balance” on the
NAR website and one of the first things
you’ll see is a list of things to do, such
as writing articles for your newsletter or
calling a potential client, when you have
just a few “empty” minutes. Maybe your
brain would like a break instead.
Think of yourself like a wheel. Some
of your spokes are work-related and
some are friends, family and recreation.
Break or bend too many spokes and the
wheel is no good.
It’s too easy in our profession to stay
busy all the time. I don’t think you can
truly be a top producer, however, with
spokes missing from your wheel.

of REALTORS® is to enhance the ability of its
Members to practice their profession ethically
and effectively, to serve the community and to
protect private property rights.

Here to Serve You
SAR Staff
Feel free to call us direct.
Nelson Janes – 437.1201
Executive Vice President
Daniel Allen – 437.1225
Manager of Information Technology
Caylyn Brown – 437.1227
Government Affairs Director
Brian DeLisi - 437-1214
Building Superintendent
Devyn Henry – 437.1226
Administrative Project Manager
Janelle Fallan – 437.1208
Director of Public Affairs/Commercial
Deborah Grinnell – 437.1209
Director of Meetings & Events
Chris Ly – 437.1210
Education Project Manager
Pat Lowell – 437.1206
Director of Professional Standards
Liliya Mishchuk – 437.1212
Meetings & Events Coordinator
Cale Nicholson – 437.1214
Auditorium Assistant
Aaron Truby – 437.1203
Staff Accountant
Tony Vicari – 437.1205
Public Affairs Project Manager
Judy Wegener – 437.1207
Director of Education/Communications
Greg Wilson – 437.1204
Director of Finance & Operations

Expanded GALLINA LLP Focuses on
Commercial Real Estate
Three area accounting firms with
expertise in construction and real estate
have recently merged into GALLINA LLP,
now the 19th largest firm in California.

said recently. The firm looks forward to
working with and “appreciates the support and involvement of the Commercial
Division of the Sacramento Association
of REALTORS®.”

“Being acutely aware of the current challenges faced by commercial
real estate, and with our longevity in
the Sacramento area, our partnerships
demonstrate our true commitment to
this region. GALLINA hopes to assist
the Sacramento commercial real estate
industry through these challenging
times with over 40 years of valuable
insight,” GALLINA partner, Mark Bellows,

“Although we have grown tremendously since the inception of the firm
and the accounting profession has
undergone significant changes, we continue to hold true to our character and
the growth that has permitted the firm
to contribute to the success of more clients over the years,” Sacramento-based
partner Crystal Ekanayake said.

FHA / VA / Conventional
CalHFA, HomePath, FHA 203K
Down Payment Assistance Programs
of California, Inc., a DIRECT LENDER

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

SAR Member Services
MetroList Administrative Center

916-505-0705
NMLS#261510

Sandy Marchman
209-639-7866
NMLS#266397

SAR Retail Center

Monday - Friday 7:30 am - 4:30 pm
Saturday 9:00 am - 2:30 pm
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Donna Fox
Branch Manager

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

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

GALLINA LLP was established in
Sacramento in 1972 and recently
merged with Burnett + Company LLP
and Zanoni & Co., LLP, an accounting
firm in Las Vegas. It is also known for its
expertise in a variety of specialty areas
such as cost segregation and tax credits
and incentives. Over 200 professional and support staff serve its national
and international clients from offices
in Roseville, Rancho Cordova, Walnut
Creek, San Bruno, San Jose, Novato,
Reno, Las Vegas and Seattle.

Jim Graham
916-591-6185
NMLS#241363

Pat Murphy
916-212-9451
NMLS#253074

Serving San Joaquin Valley

Hablo Español
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length, grammar and appropriateness.
Articles will be printed in SAR’s publications on a space available basis. Attempt will be made to
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REAL ESTATE FINANCE FORUM CHAIR

ABOUT THE MARKET

SCOTT SHORT

2011 Starts off with a Bang

The only good thing about interest
rates going up is the “fence sitting” buyers jump in to the market.
Normally December and January are
relatively slow months, but not this time.
We are experiencing a high volume of
borrowers wanting to buy now. Some of
the buyers trying to qualify for a home
loan are more challenged. Along with
the lenders’ tightening standards, we in
the lending industry are taking longer
to figure out creative solutions to help
more of your clients qualify. We are
seeing more credit-challenged, budgetchallenged, employment-uncertaintychallenged and house-challenged borrowers. This is the time your mortgage
professional needs to know how loans

SAR Member
Benefit of
the Month –
Information
Resources
Recently SAR launched several mobile
versions of its website. Now you can
view an optimized version of the website
on your Blackberry, Android, iPhone or
other mobile device.
As a real estate professional, SAR is
aware you are always on the go. During
any given work day you may be driving
with clients, viewing properties online,
giving a listing presentation or attending
a signing. That is why we provide current real estate information in a variety
of media.
Whether you are on the computer,
checking email on your phone or waiting for an appointment, information
from SAR is close at hand. We provide
statistical information, legislative analysis, event recaps and photos, lists of
new Members and upcoming classes in
the form of paper newsletters, weekly
emails, websites and social media.

were structured back in the early 1990’s.

than 90-day flip rule.” My sources inform
me that HUD is working on it (not sure
what “it” is going to look like when it
comes out). We have seen a majority
of the lenders that offer the program
retract from offering the program for
flips where the seller re-sells for greater
than 20% over their purchase price.

Almost every loan will need full
documentation of the following: three
months of bank statements (underwriters are scrutinizing the bank statements
for overdrafts and unusual deposits),
explanation letters for credit (especially
all inquiries), job status (state employees need a supervisor to write a letter to
address the borrowers’ furlough impact
now and in the foreseeable future),
motivation to buy (they are not just
buying a home for a displaced family
member who lost their home in foreclosure) plus other scenarios that defy the
imagination some days.

You will start seeing credit standards
increase for Fannie Mae loans, meaning
the cost of your credit score is going up
-- even for the 700+ crowd.
The Truth in Lending Act had a new
form go into affect on January 30, 2011.
Hopefully they are fixing issues, not
making new issues. (This will be the
subject of a future article.)

At the time of this writing, HUD/FHA
had not issued an extension for the “less

Occupancy issues are being scrutinized more and more by underwriters.
This is due to the many borrowers buying a home to supposedly live in but
they are really buying it for other family members to live in. Owner-occupied
home loans require only 3.5% down versus the 20% down required on investment properties.
The Mortgage Bankers Association
has predicted interest rates to reach
5.5% by the end of 2011. This is a more
realistic prediction than last year’s.
If you have any questions or comments, you can email me: Scott Short,
Comstock Mortgage at scott.short@
comcast.net or call 916-421-8559.

Golden
1
for

everyone!
There are a lot of great reasons to move to Golden 1
but the number one reason is… because you can! Now
anyone… yes, even you, can come on over to Golden 1.
Need more reasons? How about these:

• Free Checking! We still have it.
• Free Online Services! Mobile, text and online
banking. Bill Payment and online deposits, too!

• Auto Loans! Low rates. Enough said.
• Convenience! 84 branches, 28,000 free network ATMs,
extended Call Center hours and 24/7 online access.
Find out why more than 600,000 people just like you
choose to bank with Golden 1. Open your account today
at golden1.com, any Golden 1 Oﬃce, or by phone at
(916) 732-2900 or 1-877-GOLDEN 1 (1-877-465-3361).

Come On Over!

SM

Better Banking. Proven Service.SM

This credit union is federally insured by the National Credit Union Administration.
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EXECUTIVE VICE PRESIDENT

NELSON JANES

EVP EXCHANGE

Since you sell communities when you
help consumers buy and sell homes,
it’s good to note that Sacramento has
been ranked one of the top cities in
America for its quality of life by Money
magazine and Sperling’s.
The city's rich historical heritage,
commitment to quality of life and
abundance of trees and parkland
contributed to Newsweek magazine’s
naming Sacramento one of the ten
best cities in the United States.

We’re lucky to live here with the many
opportunities we have to enjoy the
outdoors and entertainment including myriad museums, galleries, historical attractions and theatres. Seasonal
festivals can be found every weekend
throughout the year. Farmers markets
are sprinkled throughout the area. The
wine growing regions of nearby Sierra
Foothills offer wine tastings and other
travel opportunities.
Newcomers continue to arrive seeking opportunity, sunshine and lower
housing costs than found in coastal
California.
Downtown and Midtown are seeing
a resurgence of fine restaurants, entertainment venues, galleries and unique
watering holes.

There are many great colleges and
universities in and around Sacramento
as well.
Over the years, high-tech companies have moved here, and now their
output places Sacramento at 21st out
of 100 other metro areas.
There are a thousand miles of Delta
waterways to play on, the American
River Parkway bike trail to ride on
and annual events like the worldfamous Sacramento Dixieland Jazz
Jubilee. Favorite summertime activities include River Cats baseball games
at family-friendly Raley Field in West
Sacramento.
Sacramento has become one of
California's main tourist centers. The
restored State Capitol, North America's

largest railroad museum, the expanded Crocker Art Museum, the Mondavi
Center and the Old Sacramento restoration are just a few of the City's many
attractions.
Then there is Folsom’s historic Sutter
Street, quaint Fair Oaks Village, Old
Town Elk Grove, Sutter’s Fort and
other reminders of Sacramento as
California's first charter city at the
heart of California history.
Today, Sacramento is a beautiful
place to live, richly diverse and surprisingly affordable. You have an easy sell
when it comes to helping your clients
find that Sacramento is a better place
to call home.

MASTERS CLUB CORNER
By Patti Martinez, Masters Club Steering Committee
We’re off and running into 2011 now
with lots of REALTOR® events to look
forward to in the coming year. Last year
was challenging, but it surely wasn’t
because the offerings through SAR were
limited. A plethora of classes, seminars
and workshops were offered. This year
will be no different.
Besides all of the classes offered
through SAR, the Masters Club has a
number of upcoming events that are
sure to help you garner new business.
In fact, the Educational Roundtables
that were just held were an outstanding

success! It was again a sold out event
and attended by new as well as seasoned agents. What a bargain to learn
all the tips of the “Masters” AND receive
a free breakfast to boot. I am a firm
believer in gleaning as much information as possible from those who have
already done it…..and rarely do you find
a successful REALTOR® who isn’t willing
to share their knowledge with anyone
who asks.
Speaking of things past….the deadline has now passed for submission of
Masters Club applications. However,

Finance your home
with a lender you
can trust.

Loaves and Fishes
Our REALTORS® did the prep and
serving shift at Loaves and Fishes on
January 31 and we only have two other
dates scheduled for the remainder of
2011. Please mark your calendars
for Monday, May 30th and Monday,
October 31st. This is a wonderful
opportunity to do charitable work and

SAR to Host Multi-Cultural, Multi-Chamber
Mixer in March

FIRST NORTHERN BANK
Dan Zimmerman
Real Estate Mortgage Loan Representative

FOLSOM REAL ESTATE MORTGAGE LOAN OFFICE
2360 E. Bidwell Street, Suite 100
   s    CELL
DZIMMERMAN THATSMYBANKCOM

www.thatsmybank.com

Apply Online Anytime!
Sign up for our automated Rate Watch Service.
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Mark your calendar for March 11.
This is the date for the Masters Club
Luncheon to be held at the Sheraton
Grand Hotel downtown. Invitations will
be going out soon. Everyone is invited.
Make sure you mail your check as soon
as invitations arrive, as space will be limited. It is always a fun and lively event.

Reserve Thursday, March 31 for our
next mixer. The venue has not been
determined as of this writing, but invitations will be going out with all pertinent
information very soon. The last mixer
at the Rail Bridge winery was a rousing
success with a silent auction and live
music. All of the proceeds from the
auction benefitted the SAR Scholarship
Fund.

#OMPETITIVE RATES
,OCAL UNDERWRITING DOCUMENTS AND FUNDING
#ONVENIENT ELECTRONIC OR LOCAL PAYMENTS ON MOST LOANS
&RIENDLY EXPERIENCED LOAN REPRESENTATIVES
-ANY LOAN OPTIONS INCLUDING OWNERINVESTMENTSECOND HOME PROPERTIES

Anytime LOANS

Masters Club Annual Luncheon

to serve those less fortunate. Our prep
shift is from 7:30 to 9:30 a.m. and the
serving shift is from 10:45 a.m. to about
1:30 p.m. If you’d like to be reminded of
these upcoming dates, please send an
email to SHarrold@golyon.com. Susan
Harrold is our new REALTOR® liaison and
she’ll be thrilled to put you on her list.

Masters Club Spring Mixer

&IRST .ORTHERN "ANK RECALLS THE MANY
DREAMS OF HOME OWNERSHIP WE HAVE
HELPED COME TRUE OVER THE YEARS &OR
GENERATIONS PEOPLE HAVE RELIED UPON
&IRST .ORTHERN "ANKS KNOWLEDGEABLE
REAL ESTATE LOAN REPRESENTATIVES FOR
GUIDANCE WHEN BUYING A HOME
(ERE ARE A FEW REASONS WHY
s
s
s
s
s

applications for the 2010 production
year may still be submitted for review
with a $100 late filing fee in addition
to the regular $65 Masters Club dues
assessment. The $100 late filing fee acts
as a gentle but firm motivator to submit
your application on time.

www.thatsmybank.com/dzimmerman

Sacramento REALTOR®

Member FDIC

Following their mission to promote and celebrate diversity, the SAR
Equal Opportunity/Cultural Diversity
Committee is orchestrating a huge,
multi-chamber mixer to drive a diverse
group of business professionals to the
SAR Mack Powell Auditorium for an evening of food, fun and fraternizing. The
mixer will be Thursday, March 24th
and will welcome members from many
local chambers including the Asian/
Pacific Islander, Black, Hispanic, Indus
Valley and Rainbow Chambers.

Where else would you be able to network with such a diverse group of business professionals all under one familiar
roof? This is just one of the many benefits of your SAR Membership – take
advantage of it.
Please save the date in your calendars.
This will be one event you’ll regret missing. Keep an eye out for more information in your SAR emails.
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SAR Scholarship Application is Now Available
Deadline for submission: Thursday, March 31 at 5:00pm.
SAR is proud of its 48-year tradition of supporting the educational aspirations of Sacramento area students. If you know a young person
who meets the minimum requirements listed below, encourage him/her to apply for our annual scholarship.

Minimum requirements:
Applicants must …
• Show evidence of acceptance and intention to enroll for Fall 2011 term at an accredited college or university
(or verification of current full-time enrollment if currently attending college or university).
• Submit a typed, 300-word essay describing your career objectives and the benefits to be gained from this financial award
• Have maintained - and document - a cumulative grade point average of 3.5 (includes high
school and all colleges attended).
• Be a resident of Sacramento County or the City of West Sacramento, California for at
least one year, or be a relative of a SAR Member or Affiliate and have a valid California
Driver's License or California State Identification Card.
For a copy of the scholarship application, visit www.sacrealtor.org.
If you have questions, call Devyn Henry at 916.437.1226.

Invest in RAF
and WIN!
The REALTOR® Action Fund is an investment to protect you and your business
from onerous government regulations
like point of sale requirements.
We are bringing back the fundraising
contests each office that invests the most
dollars per agent will be recognized at
March’s Main Meeting and receive an
award. To have your investment in RAF
count towards the contest it must be
made by Friday, February 18, 2011.
For this contest, offices are divided
based on size:
1-4 Agents
5-10 Agents
11-24 Agents
25-50 Agents
51+ Agents

ATTENTION
AFFILIATES
REALTORS® have the buyers!
You have the services!
Advertising in this publication
is the key!
Call Foley Publications

800.628.6983
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S A R E D U C AT I O N A L O F F E R I N G S
DATE

TIME

CLASS

COST

TOPIC

INSTRUCTOR

Feb. 18 –
March 25

12noon – 2:00pm

The Real Deal in
Social Networking

$310

SAR’s first hands-on class in social networking.
You must sign up for the full series to attend.

Michelle Ulrich

if paid by
•
Feb. 15
•
•
•
•
•

Create a marketing strategy and action plan
Facebook – you have it, now what?
Get Linkedin and get leads
Leave a trace with Twitter
Central social media management
Create on-the-scene videos, learn how to blog for money

February 22

1:00 – 4:00pm

Electronic Signatures

$20

• • Electronic signatures
• Legally binding for most real estate transactions
• Requires minimal computer savvy from clients
• Agents and clients can send from remote locations
• Works with zipForm and any type of uploaded document

February 24

12noon – 4:00pm

Navigating the Short
Sale Market with
US Bank

Free, pre-

• Economic forecast
• US Bank’s American Dream loan program
• Jumbo construction and lot loans
• How the short sale process works with US Bank
• How US Bank and Freddie Mac collaborate
• Update on HAFA
• How to effectively communicate with US Bank
Includes catered lunch and a chance to win one of five $50 gas cards

March 12

March 21-22

10:00am – 12noon - SATURDAY CLASS:
live review
License Renewal
for Brokers & Sales
Agents
12noon – exams

8:30am – 5:00pm

Certified Negotiation
Expert

registration
requested

$75
MUST
REGISTER
BY
MARCH 9

$169

According to the new DRE regulations, you must pick up the home study materials no later
than March 9. Also, the tests will be multiple choice rather than true/false. Also, you may
test on 15 hours worth of credit following the live review and take the remaining tests
online.
DRE Credit: 15 hours

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.

Sacramento REALTOR®

Duane Gomer
Seminars representative

• Professional Negotiators – what to 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
“win-win” approach leads to better outcomes for both parties
• Much more!

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.
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David Lovenvirth

* 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

FEBRUARY 2011

MARCH CALENDAR OF EVENTS
Monday

Tuesday

Wednesday
1

Main Meeting (A)
9:00 – 10:30am

2
New Member Orientation (B)

8:30am - 12:30pm

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

Commercial Loan Workouts Class (B)

8:30 – 10:00am

8

7

9

Regional Meetings*
8:30-9:30am

14

What Does the Purchase Contract
Really Say? Class (A)
9:00am – 12noon

Regional Meetings*
8:30-9:30am

MetroList Prospector – Course 1 (T)
9:00am – 12noon

NorCal Real Estate Expo Committee (B)
2:00 – 4:00pm

MetroList Prospector – Course 2 (T)
1:00 – 4:00pm

21

16
The Power of Analysis (A)
9:00 – 11:00am
St. Patrick’s Day Party and
Scholarship Fundraiser (A)
11:00am – 3:00pm

Certified Negotiation Expert (A)
8:30am – 5:00pm

Regional Meetings*
8:30-9:30am

Spanish for REALTORS Class (A)
9:00am – 1:00pm

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

Certified Negotiation Expert
(A) 8:30am – 5:00pm

Housing Opportunity
Committee (B)
2:30 – 4:00pm

MetroList Prospector – Realtist Tax
Information (T)

9:00am – 12noon

MetroList Prospector – Realtist Tax
Information (T)

1:00 – 4:00pm

Transaction Coordination Class
(A) 9:00am –2:30pm

10

11
Social Media Class (A)
12noon –2:00pm

29

18

17

RETI (A)
9:00am – 12:30pm

Women’s Council of REALTORS® Luncheon (A)
11:30am – 1:30pm

Public Issues Forum
9:30 – 10:30am

Asian Real Estate Professionals of America (A)
11:30am – 3:30pm

Social Media Class (A)
12noon –2:00pm

25

24
RETI (A)
9:00am – 12:30pm

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

Industry Update (B)
9:00 – 10:00am

Multi-Chamber Mixer (A)
5:00 – 7:00pm

30

Social Media Class (A)
12noon –2:00pm

SAVE THE
DATE
SAR March Main Meeting
Tuesday, March 1
9:00 – 10:30am
SAR Mack Powell Auditorium

Social Media Class (A)
12noon –2:00pm

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

23

22

28

GRI (A)
8:00am – 5:00pm

4
SAR Closed – Staff Meeting (B)
7:30 – 8:30am

Equal Opportunities/Cultural
Diversity Committee (B)
11:30am – 1:00pm

15

National Association of Res. Property
Managers (A)
10:00am – 2:00pm

3

Real Estate Finance Forum (A)
9:00-10:30am
CanTree Committee (B)
10:15-11:30am
CA Assn of Mortgage Professionals
event (A)
2:00-6:00pm

Realtist (A)
9:00 – 11:00am

National Association of Hispanic
RE Professionals (A)
11:30am – 2:30pm

Education Committee Meeting (B)
9:00 – 10:00am

Friday

Thursday

Speaker: BARBARA HAYES
President & CEO, Sacramento Area
Commerce and Trade Organization
(SACTO)
Masters Club Annual Luncheon
Friday, March 11
11:00am – 2:00pm
Sheraton Grand Hotel

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

Meetings subject to
change.
(A) Mack Powell Auditorium
(B) Board Room, 2nd Floor
(T) Training Room, 2nd Floor

31

(U) Upstairs
Regional Meetings*

8:30-9:30am

SAR Closed – Staff Development

Notary Seminar

1:00 – 2:00pm

8:30am-5:00pm

Fast turn times for quicker
commissions in your pocket.

t$MPTJOHIPNFMPBOTJOBTMJUUMFBTEBZT
t%JSFDUMFOEFSXJUIJOIPVTFCBOLJOHPQFSBUJPO
t$POTUBOUDPNNVOJDBUJPOXJUIMPBOVQEBUFT
t0õFSJOHBWBSJFUZPGMPBOQSPEVDUTJODMVEJOH')" $POWFOUJPOBM 
+VNCPBOE)JHI#BMBODFMPBOT

For quicker closings and
commissions call TODAY!
Jason Mata

Home First Mortgage Division
NMLS# 273080

916.218.7082
jmata@paramountequity.com

8781 Sierra College Boulevard | Roseville, CA 95661
FEBRUARY 2011

CA Dept. of Corp. #4170047
Intended for real estate professionals and not a solliciatation to the general public.
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NAR Introduces New Public Awareness Campaign:
Homeownership Matters
There’s a reason home ownership
is called the American Dream. People
aspire to home ownership for the financial and social benefits it conveys. Our
government supports home ownership
because it’s good for communities and
the nation’s economy.
In 2011, the Public Awareness
Campaign will continue to remind consumers that home ownership not only
benefits families, it also helps build
strong communities and creates jobs.
The newest campaign spot, “Book
Report,” includes TV, radio, print and
online materials that underscore the

value of home ownership in improving
academic achievement, creating stability and strengthening families.
To supplement the “Book Report” messages, the campaign has created a Field
Guide to the Benefits of Home Ownership,
available as a download on the Home
Ownership Matters campaign pages.
This brochure will also be included as an
insert in select magazine placements as
part of the national media buy.
Article printed with permission from www.
realtor.org.

This publication is seen by
6,500+ local members, to
advertise call:

7SQIPIWWSRW
PIEZIERMQTVIWWMSR
XLEX[MPPPEWXEPMJIXMQI
7XYHMIWWLS[XLEXLSQIS[RIVWLMTLEWEWMKRM½GERXTSWMXMZI
MQTEGXSRIHYGEXMSREPEGLMIZIQIRXGMZMGTEVXMGMTEXMSRLIEPXLERH
SZIVEPPUYEPMX]SJPMJI8LEX´W[L]JSVQSVIXLER]IEVW
6)%08367LEZILIPTIHTISTPI½RHXLIMVTMIGISJXLI%QIVMGER
(VIEQ8S½RHSYXLS[LSQIS[RIVWLMTGERFIRI½X]SY
XEPOXSEREKIRX[LSMWE6)%0836EQIQFIVSJ
XLI2EXMSREP%WWSGMEXMSRSJ6)%08367

800.628.6983

)ZIV]QEVOIX´WHMJJIVIRXGEPPE6)%0836XSHE]

(S[RPSEHEJVIIGST]SJXLI*MIPH+YMHIXSXLI&IRI½XWSJ,SQI3[RIVWLMTEX,SYWI0SKMGGSQFY]ERHWIPP

©2011 National
National Association
Association of
of REALTORS
REALTORS.®.®
©2011

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.
t)PNF-PBO(VJEF — a new interactive experience that will help you learn about
the process, loan options, and what you can comfortably afford.
t$MBSJUZ $PNNJUNFOU™— a one-page summary that explains key terms of your
loan in plain language.1
t.PSUHBHFMPBOPGmDFST — located nearby, ready to serve you when and where you
need us.
*GZPVBSFQMBOOJOHUPQVSDIBTFPSSFmOBODFBIPNF 
QMFBTFDBMMUPEBZGPSNPSFJOGPSNBUJPO
Roseville
/ Blue Oaks Blvd.
4BDSBNFOUP)PXF"WF
916.920.7000
916.784.2500

4BDSBNFOUP8BUU"WF
916.503.0506

&ML(SPWF
916.478.3900

3PTFWJMMF#MVF0BLT#MWE
916.784.2500

3PTFWJMMF%PVHMBT#MWE
916.782.8066
916.774.7600

:VCB$JUZ
530.751.8110

1

8

'PMTPN
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
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REALTOR® Volunteer and Mentor Program Seeks Nominations
REALTOR®
Magazine’s
Good
Neighbor Society is seeking entries for
Volunteering Works, a program that
matches REALTORS® who would like
to expand their community service
outreach with a mentor who is already
a successful volunteer leader.
For the third year, the Good
Neighbor Society is soliciting applications from REALTORS® who work
on small-scale charitable efforts that
have great potential for growth. Five
Volunteering Works applicants will be
selected to receive a year of one-onone mentoring from a member of the
Good Neighbor Society and a $1,000
grant as seed money to help implement improvements to their community program. The Good Neighbor

Society is comprised of past recipients of REALTOR® Magazine's Good
Neighbor Award.
Recipients will be selected based
on their dedication to the community through volunteer work and the
potential for their charitable work to
be expanded or improved with the
help of an expert mentor. Ideal candidates have been active in charity
work, can identify specific challenges
they would like to address and have
specific goals for the future of their
community service project. Applicants
must be NAR members.
Good Neighbor Award winner mentors on average spend more than 20
hours a week on volunteer work and
have built and led some of the most

effective charitable organizations in
the country. Since 2000, there have
been more than 100 winners and honorable mentions of the Good Neighbor
Award.
“These mentors can share their
insights as well as help motivate
other Realtors® to volunteer in communities,” said Craig Conant, Good
Neighbor Society Advisory Council
Chair and a 2001 winner of REALTOR®
Magazine’s Good Neighbor Award.
“The Volunteering Works recipients
get the benefit of their mentors’ many
years of experience building a nonprofit and dealing with the everyday
challenges of fundraising, recruiting
volunteers and building an effective
board.”

Volunteering Works is funded by
The Stuart & Jill Siegel Charitable
Foundation.
For a Volunteering Works entry form,
go to www.Realtor.org/gna and click
on “Volunteering Works.” The entry
deadline is Feb. 22, 2011. Recipients
will be notified in April.

Masters Club Annual Awards Luncheon
Friday, March 11, 2011
Sheraton Grand Hotel, 1230 J Street, Sacramento
$35 if paid by March 4; $50 after
Entrées:

Pan seared salmon filet with soy ginger glaze and scallion rice
Roast breast of chicken, basil polenta, balsamic poultry jus
Chef's artisanal risotto with local farm fresh vegetables (vegetarian)

Register with Lilly at 916.437.1212 or visit ims.sacrealtor.org

ATTENTION AFFILIATES
REALTORS® have the buyers!
You have the services!
Advertising in this
paper is the key!

Trust and Estate Lawyers
Johnson, Fort, Meissner, Joseph & Palley

Since 1979

John B. Palley – Lead Probate and Estate Planning attorney
t&TUBUF1MBOOJOH 5SVTU"ENJOJTUSBUJPO 1SPCBUF
t$FSUJGJFE4QFDJBMJTUJO&TUBUF1MBOOJOH 5SVTUç1SPCBUF-BX
#ZUIF4UBUF#BSPG$BMJGPSOJB#PBSEPG-FHBM4QFDJBMJ[BUJPO
t"73BUFECZ.BSUJOEBMF)VCCFMM
āąąą3JWFS1BSL%SJWF 4VJUFāĀĈ
4BDSBNFOUP $"ĉąĈāą
ĉāĆĉĂĀąĉĈă

ĂĂĀĀ#%PVHMBT#PVMFWBSE 4VJUFāąĀ
3PTFWJMMF $"
QBMMFZK!MBXPGGJDFJODDPN

Call Foley Publications

800.628.6983
FEBRUARY 2011
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ETHICS CORNER

SAR Offers Four Professional Standards Services to Members
The Association is charged with upholding the REALTOR® Code of Ethics in a
manner consistent with the policies and
procedures dictated by the National and
State Associations. These functions are
undertaken by the Grievance Committee,
the Professional Standards Committee,
SAR’s mediators and SAR’s ombusdmen.

The Grievance Committee:
• Reviews ethics complaints monthly.
• If the allegations in the complaint indicate there is a possible violation of the
Code of Ethics, the Committee may
move the matter to a hearing OR issue
a citation and fines if the matter fits the
citation criteria.

DECEMBER 2010
New REALTOR® Members
Tonia M. Burgess
Code 3 Realty & Mortgage, Inc
Janneh C. Frost
Trillium Real Estate
Patricia L. Hartman
Fast Track Realty
Vahid Hojjat
Runyan Real Estate Inc.

• Committee Members must attend
annual training and serve threeyear rotating terms by invitation,
after which they may be invited to
serve on the Professional Standards
Committee.

The Professional Standards Committee:
• Provides the panelists for ethics hearings (violations of the Code of Ethics)
and arbitration hearings (monetary
disputes).
• Meets when necessary; Chair and
Vice-Chair also serve on the Regional
Professional Standards Executive
Committee.

• Committee Members must attend annual training and serve a three-year term.

Mediation:
• A voluntary process in which disputing parties meet with a mediator to
create a mutually acceptable resolution of a dispute.
• SAR’s trained mediators may mediate ethics disputes, mediate prior to
an arbitration hearing if the parties
agree or mediate contractual disputes
between SAR members and a Client
or between a buyer and a seller (there
is a filing fee and hourly mediator fee
for mediations involving a client).

Ombudsmen:
• Can assist callers to SAR by answering
real estate questions.
• Acts as a mentor for the complainant.
• Can help the complainant prepare a
written ethics complaint and be their
REALTOR® representative at a hearing.
If you have further questions about
these services, please contact Pat Lowell,
Director of Professional Standards at
plowell@sacrealtor.org or (916) 43701206.

NEW SAR MEMBERS
Sophie C. Lambert
Coldwell Banker-Res R E Srv

New Designated REALTORS®

New Affiliate Members

Maria T. Ortega Velazquez
BHG Mason-McDuffie Real Estate

Keith M. Friedman
Pacific Realty Investment

Maricela Becerra
Maricela Becerra

Janell Y. Williams
BHG Mason-McDuffie Real Estate

Marilyn Gautschi
American Commercial Real Est.

Naomi R. Nolan
Sacramento Corporate Home

Emily P. Winfree
Coldwell Banker-Res R E Srv

Ronald C. Smith
Skyline Properties

Merritt R. Radford
Ferris Insurance

Deborah L.K. Zarka
Realty World Platinum

NAACP 2011 Swearing-in Ceremony at the State Capitol, January 25

Betty Williams, President, Sacramento NAACP;
REALTOR® Stephen T. Webb, Treasurer of the
Sacramento NAACP; REALTOR® Sandi Burden-Bradley,
Chair of the SAR Equal Opportunities Committee;
Janelle Fallan, SAR Director of Public Affairs

REALTOR® Sandi Burden-Bradley, Chair of the SAR Equal
Opportunities Committee; California Secretary of State
Debra Bowen; REALTOR® Stephen T. Webb, Treasurer of
the Sacramento NAACP; Janelle Fallan, SAR Director of
Public Affairs.

Sen. Curren Price, Los Angeles; REALTOR® Sandi
Burden-Bradley, Chair of the SAR Equal Opportunities
Committee; Cortez Quinn, Twin Rivers NAACP Board
Member and Aide to Assm. Roger Dickenson; REALTOR®
Stephen T. Webb, Treasurer of the Sacramento NAACP

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.

Call Today!

FREE

Competitive Bids
OFFERING TERMITE,
HOME INSPECTIONS &
PEST CONTROL

800.732.BUGS www.NATPC.com
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(916) 429-1205

Bob Machado
President
CPM, MPM

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

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

8856 Greenback Ln. Ste. B 1220 Melody Lane, Ste. 110
Roseville, CA 95678
Orangevale, CA 95662
916-781-7075
(916) 988-5300
(530) 677-7917
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Governor Brown’s Budget
Newly-elected Gov. Jerry Brown
released his proposed budget which
extends previous tax increases and makes
$12.5 billion in cuts to state programs to
close the $25.4 billion state deficit over
the next 18 months. Gov. Brown would
like the Legislature to approve his spending cuts prior to a special election on
extending tax increases. This proposed
special election could happen as soon
as June. The full state budget would be
passed after this special election. The
non-partisan Legislative Analysts Office
has reviewed this proposal and reports
it is a very good starting point. The plan
does not use the budget gimmicks of the
past several years which dug the state
into its current hole of over-projecting
revenue and borrowing from Program A
to pay for Program B.
Among the many cuts proposed, Gov.
Brown includes limiting Medi-Cal services to six prescriptions per month
(excluding life saving medications), ten
doctor visits per year, and setting a $5
co pay for services. Other cuts include
Cal Works, welfare-to-work, and cuts to
the CSU and UC.
Tax extensions in the special election include the one percent sales tax
increase and the ½ percent vehicle
license fee increase. These two extensions are expected to raise $5.9 billion.
Brown is also asking voters to continue
the ¼ percent income tax increase.
These are the current tax rates California

residents are paying, which were set to
expire at the end of June. The increases
were approved in a 2009 budget deal.

of years ago. This budget also does not
propose independent contractor withholding, which C.A.R. defeated twice in
the Legislature and once with a governor’s veto last year. Finally, the proposed
budget does not contain service taxes.

Much is still unknown about the vote
count needed to pass a proposed budget. In the November 2010 election,
voters passed Proposition 25, requiring
only a simple majority of legislators to
approve a state budget rather than the
previously required two-thirds supermajority. Some of the reductions Gov.
Brown has proposed, including cuts
to welfare and higher education, may
still require a two-thirds vote despite
Prop. 25, which states that laws can be
changed by a majority vote only after a
complete budget plan is approved. But
as proposed, the budget is passed after
the changes in law are made. These
details of Prop. 25 and the proposed
budget are still being sorted out, and it
may take several months to get a final
decision.

Service taxes, theoretically would
reduce the sales tax on goods but
expand taxes on all services. This would
have far reaching impacts on all residents, but especially the real estate
industry. Agent representation, home
inspections, home repairs, title and
escrow could all be considered services
under such a proposal (along with haircuts, legal services, and taking your pets
to the vet). If voters do not pass the proposed tax rate extensions, Gov. Brown
will have to fill in this gap. Any of these
items may interest his administration for
revenue generation.
These budget cuts and tax rate
extensions will be hard as Gov. Brown
was the first to admit. But California
needs to find a way to pull itself out
of the ever-perpetuating and growing
budget deficit. Despite this fact, passing the budget as proposed is far from
a guarantee. Democrats will be unhappy with the cuts to social services and
limits in service to Medi-Cal patients.
Republicans have come out against putting something on the ballot to extend
the tax increases. As the budget process
continues to unfold we will keep you
updated.

Gov. Brown’s proposed budget as of
this writing does not have a negative
impact on REALTORS® or private property
rights. There are no fees for monument
preservation recording, or any number
of other things that have been proposed
in past years. There is also no proposal
to change the mortgage interest deduction. While this is normally considered
a federal issue, the State has to comply
with federal tax code for the deduction
to stand in California and it wound up
on the state’s chopping block a number

locally grown mortgages

a partner for the life of your mortgage
purchase—reﬁnance—new construction
At Umpqua, we’ve never thought of ourselves as simply a bank. We’re more like neighborhood experts who can
answer questions, provide advice, and brainstorm about what you want and how to get it. And because a mortgage
is something that you’ll live with for a long time, we’ll make sure you get one that ﬁts, whether you’re a ﬁrst-time
home buyer or building a custom dream home.
Loan Programs:
Conforming / Non-Conforming
Fixed-Rate / ARMS1
First-Time Homebuyer
Jumbo Loans

Government / FHA / VA
Bond Programs2
USDA Rural Housing2
Manufactured Homes

Residential Custom Construction
Investment Property
HomePath® Mortgage3

Meet your dedicated Sacramento Mortgage Lending Team

Jeff Frazier

Lynn Pini Tibbetts

Joanne Cesar

AVP/ Area Manager

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

916-677-0617

916-667-4627

916-285-7507

Vicki Fenner

Steven C. Justeson

Tom Pifer

Rene Young

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

Mortgage Loan Ofﬁcer

916-622-8198

916-517-5308

916-740-5371

916-300-0769

916-984-2494

Danica Halverson

1-866-4UMPQUA (1-866-486-7782) www.umpquabank.com Member FDIC Equal Housing Lender
Loan products subject to credit approval. Other terms, conditions, restrictions & fees may apply. Full documentation, title & property insurance required. Flood insurance required if property is located in a
Special Flood Hazard Area. 1Annual Percentage Rate (APR) for Variable rate products may increase after consummation. 2Loan programs subject to agency availability and funding. 3HomePath is a registered
trademark of Fannie Mae.
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Marketing Pieces That Work
By Bob Corcoran
The last thing you want in this fragile
economy is to not get a strong return on
your investments. These days you can’t
afford to waste a penny. But one area
where I often see agents and brokers
toss loads of pennies (and big dollars)
down the proverbial toilet is with their
marketing pieces.
I regularly see flyers, brochures, postcards and door hangers fraught with
serious problems that render them
useless and a waste of cash. Simple
basics and the more intricate nuances
of persuasion are plainly and routinely
ignored.
Here are five tips to help you squeeze
out every cent from your marketing pieces:

1. Get specific and omit all generalities. One of the most common errors
I see in marketing materials is a lack
of specificity. On one level, I can’t tell
who the piece is meant to reach and on
another level, the copy is too generic.
The old saying in marketing goes, if you
aim to reach everyone, you won’t reach
anyone. I know, usually agents are looking to save money by only printing a one
“catch-all” tool, but that’s a mistake. If a
piece doesn’t scream to a specific person
in a very select demographic, it might as
well be kindling for your fireplace. The
first problem: a generic target, leads to
the second problem: a generic message.
So at the start, be specific with who you
want to reach, and then use the copy to
talk directly to that person’s most important needs and wants.

2. Make sure your headline grabs
people’s attention. We all know we
only have a few seconds to make either
a favorable or poor impression on those
we meet. The same holds true in marketing. Flip through a magazine and test
the ads—they either grab you immediately or leave you turning the page.
Now think about the ones that do get
your attention. Why did they? What’s
speaking to you? Now think about your
target (your very specific target from tip
number one above) and consider what’s
going to grab them by the lapels and
speak directly to them and give them
a reason to keep reading. When you do
this, you’re getting close to a marketing
piece that will yield big dividends.

3. Think value. Once you catch your
prospect’s attention with a powerful
headline, the next trick is to keep them
reading. Take time to explore what your
target values with respect to what you
can do for him or her. You’ve probably
known what WIIFM stands for: What’s
In It For Me? Folks want to know what
they’re going to get. Your copy should
tell them clearly and powerfully.
4. Tell readers what to do. This may
sound pretty basic, but you’d laugh at
how many times I see pieces that have
omitted this one vital element. It’s like
leading a reader down this wonderful
path, telling him everything he wants to
hear only to leave him standing there at a
fork in the road scratching his head. What
do you want him to do? Call? E-mail? Visit
your website? Tell him what to do and
how to do it or lose him forever.
5. Remember the letters AIDA. These
letters sum up a good marketing effort:
Attention, Interest, Desire and Action.
Get their attention, capture their interest, arouse their desire and give them an
action to take.
Let me hear from you. Have you polished your marketing pieces lately?
What’s working best for you? Do you
have a sample you can share? I’d love
to see them. Please send them to me,
along with any comments or questions
you have about this article, at Bob@
CorcoranCoaching.com.
Bob Corcoran is a nationally recognized speaker who is founder and
president of Corcoran Consulting Inc.
(CorcoranCoaching.com), an international consulting and coaching company
that specializes in performance coaching
and the implementation of sound business systems into the broker’s or agent’s
existing practice. © 2010, Bob Corcoran.
All rights reserved. For information contact FrogPond at 800.704.FROG(3764) or
email susie@FrogPond.com; http://www.
FrogPond.com.

Navigating
the Short Sale
Market with
US Bank
Thursday, February 24
12noon – 4:30pm
SAR Mack Powell Auditorium
Cost: Free, preregistration requested
Includes catered lunch and a chance to win one of
five $50 gas cards

Topics include:
• Economic forecast
• US Bank’s American Dream loan program
• Jumbo construction and lot loans
• How the short sale process works with
US Bank
• How US Bank and Freddie Mac collaborate
• Update on HAFA
• How to effectively communicate with
US Bank
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M L S S TAT I S T I C S
December 2010 Data for Sacramento County and the City of West Sacramento
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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

Cathy Stratton – Citrus Heights (95610, 95621)
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

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

Joe and 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)
916-923-6181x122

Renea Negri – Rio Linda, Elverta, North Higlands,
Antelope, Roseville (95747) 916-205-6415
Wes Richie – Sacramento (zip codes 95821,
95841,95842) 916-730-4533

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

Phil Sparks – Sacramento (zip codes 95831,
95822, 95818, 95816) 916-752-2086
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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.
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DENIECE ROSS-FRANCOM

MEMBER OF THE MONTH
4. How have you adjusted to changing market
conditions in the past couple of years?
As a manager, I’ve focused on getting
my agents trained in handling distressed
properties and working with them to
find effective and budget-friendly ways
to build their businesses

1. How long have you been a Member of SAR?
Since 2003 (I have worked in real
estate for 18 years.)
2. What did you do before you were in real
estate?
I worked in the area of women’s health.
I managed several Planned Parenthood
centers in Napa & Lake Counties.
3. What do you like best about being in real
estate?
a. All the great people I get to work with
b. Regardless of your experience or education, there is always something new
to learn.

5. What have been some of your favorite programs/committees/activities at SAR?
My favorite committees are, of course,
Education and Grievance. Two committees I have not served on, but really appreciate, are YPC and CanTree. I
admire both for the money they raise
for our community and for the fun social
events they provide us.
6. As a new SAR Board Member and former
Education Committee Chair, why do you devote
so much of your time to the Association?
Because it matters. I believe that
to be an effective REALTOR® you need
to stay current, which means access
to good education and information. I

also believe it’s very important that we
strive to improve our own communities.
This takes time, money, networking and
being involved. It is up to each of us to
do our share.
7. Technology has changed a lot in recent years
– how have you kept up-to-date?
I am not exactly cutting-edge. I have
no iPad or Smartphone yet. But, I do pay
attention to new technology and try to
stay reasonably current.
8. Words of wisdom for your fellow real estate
professionals?
This may sound corny and/or reflect
my age, but I’m a big believer in the
Golden Rule. In this market and this
economy we are all busy, stressed and
probably feeling a financial pinch. It is
still important to treat each other with
courtesy and kindness.
9. Hobbies or other activities?
My hobbies include gardening, jewelry-making, cooking and baking. My
favorite activity is spending time with

family. Wine tasting is a close second.
10. How long have you lived in Sacramento?
About 20 years
11. What are some of your favorite places to
visit?
San Diego, Fort Bragg, Hawaii, Napa –
mostly because my husband and I grew
up there, lots of memories and family.
12. What would you do if you weren’t a real
estate professional?
Good question, maybe tax preparation because that’s something else I
have training in. Let’s hope I don’t have
to find out!
13. What’s a good book you’ve read recently?
Emily Giffin’s Heart of the Matter and
Love The One You’re With. I love her
work.
14. What would people be surprised to learn
about you?
I was once in a parade dressed as a
duck handing out prophylactics.

SAR Welcomes New Staff
Member Brian DeLisi
Quadra Color, Inc. printing plant. For
nearly 13 years, Brian worked at Quadra
Color in a variety of capacities. He wore
many hats including desktop publisher,
prepress operator, building superintendent, handyman, estimator and courier.
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Brian’s interests include spending time
with friends and family, graphic design,
photography, music, playing guitar,
computers, outdoors and fly fishing.

Wednesday, April 6, 2011

9:00am - 4:00pm
Sacramento Convention Center
1400 J Street, Sacramento
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SAR is pleased to have Brian DeLisi
as our new Building Superintendent.
Brian brings to SAR an extensive background in building management, having been raised in Sacramento where his
father built and operated the successful

Brian says, “I’m happy to be part of the
Association, as this truly is a great place
to work. I’ve had the pleasure of working
with some amazing people in my short
time here. You get the feeling that you’re
part of a team that works hard for the
same goals and it definitely shows.”
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2011 NorCal
Real Estate Expo

2011 NORCAL REAL ESTATE EXPO REGISTRATION FORM
Register online at ims.sacrealtor.org or fax or mail registration form to SAR,
Attn: Lily Mishchuk, 2003 Howe Ave., Sacramento, CA 95825; Fax: 916-922-4103

Name

Company

Address

City
18

Email

REALTOR® Assn.

PAYMENT (required for registration): $

For Office Use Only
Date Form was received:

Account number
Expiration date

Check attached (Payable to SAR)

Security code

Signature
14
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L E G A L U P D AT E
The Brave New World of Short Sales
DAVE TANNER

by Dave Tanner, Real Estate Broker/Attorney, Hanson Law Firm
to accept the sale proceeds as full payment and to fully discharge the remaining amount of the indebtedness on the
first deed of trust or first mortgage.”

With the passage of Senate Bill 931, a
new section was added to the California
Code of Civil Procedure that should be of
great benefit to many short sale sellers.
The new CCP §580e provides “No judgment shall be rendered for any deficiency
under a note secured by a first deed of
trust or first mortgage for a dwelling
of not more that four units, in any case
in which the trustor or mortgagor sells
the dwelling for less than the remaining
amount of the indebtedness due at the
time of sale with the written consent of
the holder of the first deed of trust or first
mortgage. Written consent of the holder
of the first deed of trust or first mortgage
to that sale shall obligate that holder

TRAIN-theTRAINER
Bootcamp

So what does that mean? The short
sale seller generally does not need to
worry about a deficiency judgment as
long as the property being sold is a
one-to-four unit residential and is only
encumbered by a first deed of trust.
Approval by the short sale lender discharges the remaining indebtedness.
No need for the seller to negotiate a
release of liability from that lender.
But I said generally, so what does that
mean? The new law does not affect

liability of junior lienholders. A sold
out second may still be able to sue on
the note. The new law does not apply
to loans secured by other types of real
property. The short sale seller of a fiveplex is not helped. The only relief is to
short sale sellers of one-to four units.
Even if the note is covered by the new
law there are still two exceptions. The
first is for waste. Waste is a legal term
for damage done by a person legally in
possession that diminishes the value of
the property. A simple example would
be a short sale seller who, on the way
out, takes out the built-in appliances or
strips the lighting fixtures. The lender

can still come after them for damages.
The second exception is for fraud. If
the short sale seller committed fraud,
either through the original loan process
or through the process to induce the
lender to approve the short sale, the
lender will be able to come back against
the seller for any loss attributable to the
fraud, which in most cases would likely to
be found to be the entire unpaid balance.
So most short sale sellers will receive
relief from this law, unless it is shown
they have committed waste or fraud.
If you have any questions on this
article, contact me at Hanson Law Firm
at 916 447-9181.

Earn up to 5% Commission

Ask
our Babout
Fast roker
Prog Pass
ram!

Tuesday, March 8
9:00am – 3:00pm
SAR Mack Powell Auditorium
$45 if paid by February 25; $55 after
Register at ims.sacrealtor.org or contact Chris Ly
at 437-1210

Instructor: Amy Chorew, Chief Learning
Officer, Social Media Marketing Institute
Topics include:
• How to manage a classroom
• How to teach effectively during a webinar
• How to develop meaningful PowerPoint
Presentations
• What should you include in handouts
• Much more
Amy has more than fifteen years of
technology and training experience.
She is a nationally acclaimed instructor
highly experienced at helping managers and real estate agents maximize the
infinite opportunities that technology
offers them. Her knowledge of the latest technologies available along with
her unique ability to translate it all into
easy-to-understand language makes her
a consistently top-rated trainer throughout the country. Amy has authored hundreds of training courses for associations
and companies in the United States and
Canada.

Don’t miss out on the new
KB Home Northern California Broker Loyalty program.
Applicable to all KB Home Northern California communities (including Reno).
Each sale can earn you a higher loyalty percentage–sales at all communities
count and can add up!

Reward #1

Reward #2

3% commission
on 1st home closed.

4% commission
on 2nd home closed.

Reward #3
5% commission
on 3rd or more homes closed.

The Broker Loyalty Program ends on December 31.
How’s that for rewarding?

888-KB-HOMES

Amy Chorew

FEBRUARY 2011

Building quality new homes since 1957.

kbhome.com

Broker Cooperation Welcome. ©2010 KB Home (KBH). Payment of Broker Co-op and any bonus(es) requires Broker to accompany and register buyer on buyer’s first visit to a
Northern California or Reno-area KBH community and comply with Broker Co-op Agreement. Bonus offer is valid on each eligible sale on KB homes in Northern California or Reno,
and on contracts for full list price only. For Broker to receive bonus, buyer must sign purchase agreement between 9/16/10 and 12/31/10
2/28/11 and close escrow in time required under the
contract. Bonus(es) not transferable or exchangeable and cannot be combined with any other offers. Once client has closed escrow, Broker will receive bonus by mail. Bonus(es)
awarded only on non-contingent contracts. Cancelled sales are not eligible. Sales of model homes excluded. Broker must be legal U.S. resident and 18 or older, and an active, licensed
real estate agent in California. Other exclusions, qualifications, restrictions and limitations may apply. KBH reserves the right to extend, modify or discontinue contest at any time without
prior notice. For details on restrictions, qualifications and conditions, see sales representative. Exterior photos show upgraded landscaping/options
and may not represent communities’ lowest-priced homes. Interior photos show upgrades/options that may be purchased at predetermined stages
of construction for an additional cost and decorator items/furnishings not available for purchase from KBH. See sales agent for details. KB Home
Sales–Northern California Inc. (CA Real Estate License 01293543). SAC-89979
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NMLS# 246794
Loan Officer

916.730.2499

Chris Opfer

NMLS# 256253
Loan Officer - Elk Grove

916.709.3257

NMLS# 244146
Branch Manager

530.902.3725

Chad Focht

NMLS# 247260
Loan Officer - Elk Grove

916.798.1234

916.416.6453

NMLS# 256126
Loan Officer - Elk Grove

Amanda Rawls

916.730.8282

NMLS# 247866
Loan Officer

David Whiteside

916.223.2338

Anoosh Andy Hazegazam
NMLS# 249444
Loan Officer

916.929.8129

NMLS# 239965
Loan Officer

Laurie Adams

We have over 107 Years of combined
lending experience

Licensed by the Department of Corporations under the
California Residential Lending Act NMLS# 1141

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

916.929.2333

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

Beth Gewerth

David Heard

PRSRT STD
US POSTAGE
PAID
Permit No. 538
Sacramento, CA

916.240.3400

NMLS# 310117
Loan Officer

Bill Marr

916.207.6332

NMLS# 246802
Loan Officer

Ray Gin

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

SAR WEBSITE:
www.sacrealtor.org
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Sacramento condominium sales increased for the
month to 126 units. This figure is up 8.6% from the
116 units sold in November and up 10.5% from
the 114 units sold last year. REO property sales
accounted for 54.8% of all units sold while short sales
(23.0%) and conventional sales (22.2%) accounted
for the remainder. REO condo sales and short sales
decreased this month, 2.1% and 1.2% this month,
while conventional sales increased 32%. Noteworthy
of condominium sales, cash buyers accounted for
75 of the 126 (59.5%) units sold. The condominium
median sales price is down month-to-month with a
6.2% decrease from $85,250 to $80,000. This current
price is down 20% from the $100,001 median sales
price of December 2009. The total listing inventory
increased (1.1%) month-to-month from 716 listings
to 724 listings. Of these 724 listings, 176 (24.3%) were
listed as Active Short Sale Contingent, leaving the
actual Active Listing Inventory at 548 units.

Condominium Resale Market

The Total Listing Inventory has recently been split
up to more accurately display the current market.
Active Listings numbered 5,156 properties and Active
Short Sales Contingent showed 1,669. Active Short
Sale Contingent properties are short sale properties on
which initial offers have been made and are not entirely
“active.” After breaking down Total Listing Inventory,
we find that the Housing Market Supply figure is more
accurately reflected. The Housing Market Supply figure
for December was 3.4 Months – down 15% from the 4
Months Inventory of November. This figure represents
the amount of time – in months – it would take to
deplete the Active Listing Inventory (5,156) given the
current number of closed escrows (1,669). According
to MetroList® MLS data, the average home was 1,732
square feet. Of the 1,504 sales this month, 139 (9.2%)
had 2 bedrooms or fewer, 799 (53.1%) had 3 bedrooms,
459 (30.5%) were 4 bedroom properties and 107 properties (7.1%) had 5+ bedrooms.

Median Sales Price 2009 - 2010

From the table below, we can see that the median
sales price has been bumping along in the past two
years from the lowest price in eight years (Feb. 2009)
up to $194,000 median price in June 2010 and back
down to the current $179,000 median price. SAR
President Elect Doug Covill commented on the current market, stating “the interest rates are incredible,
the inventory is there; we are just waiting for confidence to return. Distressed properties are still dominating the market (43.6% of sales are REO).”

The median home sales price decreased .6% from
$180,000 to $179,000. Compared with the same month
last year ($187,500), the number is down 4.5%. The current year-end median sales price, however, posted a
positive trend for the first time since 2005. The year-end
median sales price for 2010 was $183,385, 1.9% above
the $180,000 year-end median sales price of 2009. The
$200,000 - $249,999 price range mode still accounts
for a majority (17.8% or 267 units) of the 1,504 total
sales this month, while homes under $100,000 totaled
196 (13%) units. Conventional financing continued
as the primary source of all home and condo sales
(584, 35.9%) with cash (454, 27.9%) and FHA financing
(468, 28.7%) making up the two other large categories. Conventional and FHA financing both increased;
6.8% and 2.1%, respectively. Cash financing on units
decreased 5.1% from November to December. VA loans
(43, 2.6%) and other financing (80, 4.9%) rounded out
the remainder. The other category includes CalVet,
contract of sale, creative, farm home loan and owner
financing. The median amount of days spent on the
market (from list date to opening escrow) was 47 – up
11.9% from the 42 median DOM of sales in November.

December posted increases month to month with
sales volume increasing 15.5% from 1,302 to 1,504
units. Making up these sales were 655 REOs (43.6%),
340 short sales (22.6%) and 509 conventional sales
(33.8%). These numbers have changes slightly month
to month with REOs up by 3% and conventional
sales down by 3.7%. The percentage of short sales
remained unchanged month-to-month.

Year ends with less total sales, but positive
trend in median sales price
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