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Expo Hits a Home Run
Northern California REALTORS® scurried from one session to another, taking in
as much as possible during the NorCal Real Estate Expo, May 24 at the Sacramento
Convention Center.
The Expo offered 25 classes taught by 20 different instructors and a total of 59 different education sessions. Five exhibitor training sessions rounded out the learning
opportunities. The exhibit hall and third floor hallways were loaded with more information from the 61 exhibitors.
“As chairperson of this years expo,” Judy Covington said, “I was constantly amazed
the excitement and dedication of the volunteer committee.
The staff, as always will go above and beyond their scope of
duty to make it happen.”
The Expo was hosted by 35 REALTOR® associations
from throughout Northern California, from the Del Norte
Association of REALTORS® to Bay East and from the Marin
Associate of REALTORS® to the South Tahoe Association, and
all points in between.

Several attendees from Sacramento shared what they learned:
• Barbara Harsch, REALTOR®: I learned that one can sync a PC
and an iPad and an iPhone or Droid by sending everything
to iCloud or the Google Cloud, which will mesh languages
so that one can access the information from any devise.
(“Paperless Home Sales” by Dominic Brandon).   There was
lots of cool tech stuff...lots!
• Steve Galster, REALTOR® and broker, attended the luncheon
with Steve Sax, world champion baseball player: Success
takes multiple failures and tremendous focus on a singular
purpose.
• Paula Swayne, REALTOR®: I discovered how "user friendly"
Google Plus is from Mike Mueller and am excited to give it a try!
• Sue Galster, REALTOR®: In the Top Ten Legal Topics by Dave
Tanner, I learned “NEVER, NEVER, NEVER give legal advice to
your buyers and sellers except to guide them to a knowledgeable real estate attorney.”
• Dennis Reibold, REALTOR®: I was able to use one of the nuggets that I learned at the
Expo today and got a new buyer prospect on the way home.
• Barbara Lebrecht, REALTOR®: I learned about some new niche lender products that
I had not seen before. It was a good format and very easy to move around from
booth to booth.
• Janelle Fallan, SAR Director of Public Affairs: In "Six Steps to Marketing Success," Paul
Fingerote said check your own web site for unfinished pages and typos. He showed
several examples from Sacramento REALTORS® of web pages that are incomplete.
Sue Gibson, teaching about Facebook pages, advised changing a "Testimonials" button to "Reviews" because that is current terminology.
“I would like to add a special thanks to the sponsors, exhibitors and the presenters and the fashion show ensemble,” Judy Covington said. The Expo sponsors were
MetroList, Umpqua Bank, Rapattoni, First Northern Bank, Macy’s, Comstock Mortgage
and C&D Appraisal and Review.
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The mission of the Sacramento Association

In my opinion, education is the key
to opportunity. That is certainly the
case in the United States and the
reason why so many people want to
come here, including my own family,
which came from Hong Kong.  I always
tried to stay as involved in my kids’
education as possible, serving on the
Principal’s Advisory Committee when
they were in high school. My kids certainly knew that they were expected
to go to college.
Real estate is one profession in
which it is not necessary to have

gone to college to be successful. But
SAR knows the value of higher education. Over the past 50 years, we
have given hundreds of thousands
of dollars to hundreds of local students to pursue higher education.
Yes, this year’s scholarship awards
are in their 50th year!

There is another way that education is a key in real estate. One of
the first questions to come out of
the mouth of a potential buyer is,
“How good are the local schools?”  Of
course, properties within the boundaries of good schools generally hold
their value much better as well.

The scholarship fund began as
a $600 program that gave $100 to
$200 scholarships for Sacramento
students attending American River
Junior College, Sacramento City
College, and Sacramento State College
(now California State University,
Sacramento). Since then, we have
expanded the scholarship program to
support students in a variety of other
fields at many different institutions.

Education is key to what SAR offers
its Members, too. Every week, there
are valuable classes that will help you
do better at real estate, no matter
what level of school you have reached.
We always work to make sure we are
offering the classes that you want and
need. With the broker tuition card,
your educational opportunities at SAR
are almost unlimited.

of REALTORS® is to enhance the ability of its
Members to practice their profession ethically

COMMIT TEE SPOTLIGHT

and effectively, to serve the community and to
protect private property rights.
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Education Advisory Committee
Every career in real estate begins
with education. The State of California
requires most applicants for a salesperson’s license to have taken three college-level courses. And every four years,
licensees are required to complete 45
clock hours of DRE-approved continuing
education. The Sacramento Association
of REALTORS® has your back when it
comes to education. The Education
Advisory Committee chaired by Sue
Frost guides the Association in planning
a full calendar of classes. The Committee
meets every month to plan topics, vet
speakers, and discuss emerging topics
in real estate knowledge. This is an open
Committee meaning any Member in
good standing may join who has indicated interest.
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Sue Frost, Chair
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SAR Retail Center

916.852.0000 • 2339 Gold Meadow Way, Suite 225 • Gold River, CA 95670

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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ETHICS CORNER
Do you or do your clients have a dispute?
What are your options when you
have a dispute?   As REALTORS®, you
know that you are subject to the
National Association of REALTORS®
Code of Ethics, which allows you or the
public to file a disciplinary complaint
against a REALTOR® Member of the
Association. A filed ethics complaint
could result in disciplinary action at
a due process hearing if a violation is
found. Furthermore, REALTORS® agree
to bring their monetary disputes to
the Association for arbitration.
While the industry is to be selfpolicing, hundreds of complaint calls
are handled yearly with less than 10
percent of these calls resulting in a
filed complaint. This absence of any
dispute resolution can leave a trail of
dissatisfaction and anger regarding
REALTORS® and the REALTOR® profession. To address early resolution of
disputes, SAR encourages the use of its
ombudsman and mediation services.

should the matter be successfully
mediated. (In arbitration, the panel
determines whether either of the parties will be refunded their deposit fee,
if requested.)  
Ethics mediation:  Any party (member of the public, another REALTOR®,
or a licensed real estate agent) may
request ethics mediation with SAR
Members by calling the Association
and filling out the appropriate request
form. Ethics mediation is an attempt
to resolve a dispute before it becomes
a written complaint.
Client or REALTOR®/Client Mediation:  
SAR also offers buyer/seller mediation
to clients of SAR Members or between
a client and REALTOR® where speci-

fied by a contractual agreement such
as the listing agreement. These are
provided by paid mediators, who may
or may not be Members of SAR. There
is a charge of $250 per party. This
charge pays for one half of the $115
filing fee and one hour of mediation
at $150/hour. If the mediation goes
beyond two hours, additional monies
will be owed for the mediator’s services. Since the purchase agreement
indicates that parties will mediate
their disputes, mediation is an excellent avenue for sellers and buyers to
try and resolve the dispute and there
is a legal precedent for mediating
prior to arbitrating. The very clear
advantage of mediation is that the

parties are in control of the final decision as opposed to arbitration where
someone else will decide who wins
and who loses.
We hope that you will find these services useful and that increased resolution of disputes will enhance the image
of the REALTOR®. If you have additional questions or comments regarding
these processes, please contact Devyn
Henry, SAR’S Professional Standards
Administrator, at (916) 437-1226 or by
email at dhenry@sacrealtor.org.

Ombudsman Service:
The Association has identified and
trained Members with a thorough
knowledge of the Code of Ethics
and the Standards of Care in the
Sacramento real estate industry, as
well as the willingness and patience
to help others, to provide ombudsmen services. When a phone call
from an SAR Member or client of a
Member comes into the Association,
the caller may be offered the ombudsman service. Staff then contacts an
ombudsman to call and advise/assist
the caller as needed. The ombudsman may help the complainant understand the issues involved and how
the issues relate to the Code of Ethics.
The ombudsman may advise the complainant on possible avenues of resolution or simply answer questions. If
the matter might be better resolved
in a meeting with the respondent, the
ombudsman may encourage the complainant to request ethics mediation
(more information on this below).   If
the complainant wishes to file a complaint, the ombudsman might assist
the complainant with the preparation
of written statements, if needed, and
an understanding of what the burden
of proof for a hearing might entail.
The ombudsman may also be the disputant’s REALTOR® representative at
any ensuing hearing. The complainant is assured of complete confidentiality during this process.

Mediation Services:
The Association has trained some
Members of the Professional Standards
Committee to provide mediation services. Mediators are impartial facilitators of resolution; they do not decide
innocence or guilt. Mediation is always
voluntary and confidential. The types
of mediation services offered by the
Association include the following:
Mediation Prior to Arbitration:  By
written request of both the complainant and the respondent to mediate
prior to a filed arbitration, SAR mediators are used to assist the parties in
finding a resolution to the dispute,
thereby avoiding the need for an
arbitration hearing. The parties are
then also assured of receiving some
of their arbitration filing fee back
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A bout the  M arket

GREG BISI

Preventing Identity theft

For the eleventh consecutive year,
identity theft surpassed debt collection and internet services complaints
as the most prevalent form of consumer
fraud, according to the Federal Trade
Commission, which received almost
251,000 identity theft complaints last
year. For the first time, "imposter scams"
- where imposters posed as friends, family, respected companies or government
agencies to get consumers to send them
money - made the top 10.

Many consumers associate identity
theft with email solicitations and computer firewall breaches, but checks,
credit cards and Social Security numbers remain targets as well. To protect
yourself from becoming a victim, follow
these tips to prevent identity theft.

Pay attention to your bank drafts
- Use just your first initial and last name
on printed checks. A check forger
won't know how you sign your checks,
but your bank will.
- Do not print your home phone number or Social Security number on your
checks. Use your work phone number.
Use a post office box or work address
instead of your home address.

- Order new checks from your bank
and pick them up at the bank, rather
than having them sent to your home
mailbox.

Protect your credit cards

Stash your Social Security Number

- When paying credit card bills, write
only the last four digits of the account
number in the check memo line.

- Do not carry your Social Security card
in your wallet. Memorize the number
and put the original card in a safe
place.

- Do not sign the back of your credit card
-- instead write, "Photo ID required."
- Photocopy both sides of your driver's
license, credit cards and other important contents of your wallet. In the
event it is stolen, you will know exactly what is missing.
- Keep a list of your credit card numbers and their toll-free customer ser-

- Use post office collection boxes for
outgoing mail, rather than your home
mail box.

• 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.

- Shred any trash that may contain personal information, including charge
receipts, credit applications, insurance forms, medical statements,
checks and bank statements, expired
credit and debit cards and direct mail
credit offers.
- You can opt not to receive direct mail
credit offers by calling 888-567-8688.

• 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.

If your wallet is stolen, you should
immediately:

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
Leo del Cid
Eric Engstrom
Gloria Mirazo Gregor Hiroko Bowlin
Joel Berliner
Ron Farrell
Steve Fontenot
916-548-7904
Branch
Manager
Sales
Manager
916-524-4700
916-769-7370
800-406-9999
916-480-2216
Contact Wells Fargo Home Mortgage today!
916-480-2220
916-955-3911

Ben Ludington
916-365-2209

- Do not write your PIN  on the back of
the card or on anything else in your
wallet.

Reduce your Mail and shred your Trash

• Trust our commitment to helping as many customers as possible enjoy the benefits of homeownership.

Karin Kwong
916-834-1915

Keep PINs and Passwords confidential

- Do not use easily available information,
like your birth date, phone number or
part of your Social Security number,
for PINS and passwords.

Rely on the strength and stability of a well-established lender.

Michele Kesner
916-202-1495

- If you believe your Social Security
number has been compromised, contact the Social Security Administration
fraud line 800-269-0271.

- Use different PINs for each debit and
credit card. If you have too many
to remember, consider reducing the
number of cards you carry in your
wallet.

Finance Your Home Purchase With
Wells Fargo Home Mortgage

Gary Hansra
916-743-5626

vice numbers so you can cancel cards
quickly if lost or stolen. Keep the list
in a safe place in your home, not in
your wallet.

Anthony Nunez
916-849-7772

Gene Oxley
916-601-4899

Jessica Pantages
916-397-8967

- File a police report to document the
theft and the wallet contents.
- Contact one of the national credit
reporting organizations (listed below)
to have a fraud alert placed on your
name and Social Security number. The
organization you contact is required
to contact the other two. If the thief's
purchases initiate a credit check, the
credit reporting organization can
alert the merchant. Placing a fraud
alert entitles you to free copies of
your credit reports.
- Equifax 800-525-6285
- Experian 888-397-3742
- Trans Union 800-680-7289

Malyna Phan

Marv Poyser

NathanUs
Sibbet
Count On

Adam Schaefer

Nick Smith

Jacob Warren

916-480-2215
916-320-3952
916-780-2132
916-234-0540
916-799-1561
916-485-5054
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.

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

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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- Close all accounts for missing credit
cards. Check your credit reports for
accounts opened fraudulently.
- File a complaint with the Federal Trade
Commission, which maintains a database of identity theft cases, online
at www.consumer.gov/idtheft . This
database assists law enforcement
agencies and helps the FTC learn
more about identity theft.
- Notify your bank if your wallet contained a checkbook or debit/ATM
cards.
For more information contact:
Greg Bisi at Mountain West Financial
916-923-5900.
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COMMERCIAL NEWS
Commercial Real Estate Education:
A Stepping Stone To Your Success
Commercial real estate is extremely
rewarding and challenging and very different than a residential practice. If you
are considering making this transition,
you need to educate yourself through
online resources, SAR’s many commercial educational opportunities, taking
designation classes (CCIM, IREM, SIOR,
etc) or through in-house training at a
reputable commercial real estate firm.

The SAR commercial staff is continually searching for new and innovative
programming ideas for our members.
To help serve you better, please e-mail
Janet Whitney at jwhitney@sacrealtor.
org if you have a specific class or instructor idea. We can help you find designation class offerings and on-line opportunities as well.

License requirements vary from state
to state. In California only a general
real estate license is required but you
must develop a specialty in commercial real estate through experience. In
other states, practitioners and brokers
must pass a test specifically designed
for commercial real estate agents. Either
way, commercial real estate is quite different than residential real estate and
attending specialty courses to garner
commercial expertise is the best way to
be successful.
Commercial real estate agents need
a very thorough understanding of the
commercial real estate industry prior to
representing clients. You need to develop significant expertise and become a
specialist in each area you want to practice (i.e. office space, industrial warehouse space, apartment complexes,
agricultural land, retail space, business
opportunities, etc.) You also need to
be keenly familiar with commercial real
estate licensing law, finance, real property ownership, contracts and leases,
agency law, transfer of title, negotiating
complex deals, and working through
the paperwork required for this detailed
transaction.
The SAR Commercial Division offers
commercial real estate classes each
month. You will find details in our biweekly e-newsletter. Commercial courses include topics covering forms review,
legislative initiatives, designation classes, 1031 tax-deferred exchanges, legal
updates, property specialties and much
more. While taking these courses alone
certainly will not qualify you as a commercial expert, they will help you learn
the terminology and concepts behind
the business and help steer you in the
direction you want to go. Networking
opportunities are an added bonus of
attending SAR courses.
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MASTERS CLUB CORNER

Dunnigan, REALTORS®

Erin Attardi

Personal touch builds Ann Worthington’s client loyalty
Ann was recently honored by the
Masters Club at the awards luncheon
in March for having met the qualifications and for having been a member for
25 years; a feat very few have achieved.
Most of her business is referral based.
Ann believes that her ability and care to
match not only the right home but also
the right neighborhood to her clients’
needs is why her clients loyally continue
to refer buyers and sellers to her. She
has thoroughly enjoyed working with
her clients, and many of them became
her friends through the years. A group
of them dubbed themselves "FOA's", or
"Friends of Ann." They gather and socialize on a regular basis and have done so
for several years.

Ann Worthington got her real estate
license at the urging of her family. As a
long-time Personnel Manager for Macy's
she never fancied herself a REALTOR®,
but spent some of her spare time searching for home listings on behalf of other
family members, and found them the
perfect homes without the assistance of
an agent. She thought, "Why not make
some extra money while I'm at it?" She
earned her license in 1986 and started her real estate career with Western
National. She then moved to Lyon Real
Estate, before settling in at Dunnigan,
REALTORS® for the majority of her career.

Ann recently announced her retirement.
One of the FOA's, Jean Lambert, said,
"We have a group of wonderful friends
because she went above and beyond and
put her personal touch on what others
might have viewed as 'just another deal.'
Pretty awesome customer service."

If you have ever worked with Ann,
you will know that in addition to being
a great REALTOR®, she has an incredible sense of humor. She might come
into the office dressed in costume and
bring her famous baked goods for all to
share. She wrote skits for the Dunnigan,
REALTORS® management to perform
during meetings and was also known to
use "JibJab" and put photos of her office
mates faces in little animated skits.

Indeed it is. Though she spent the
first few weeks of her "retirement" closing her last couple transactions, Ann
is excited to spend time in the Pacific
Northwest with her daughters.

Ann Worthington (left) shown with Kellie Swayne has met the notable distinction of
achieving Masters Club status for 25 continuous years.

Mark your Calendar
for these coming
Masters Club events:
Masters Club Golf Tournament
Monday, October 8

Masters Club Annual Breakfast
Friday, November 16

T ech  T ip

Loaves and Fishes Volunteer days:
July 30th
October 29th
December 31st

How to Become Paperless with
Adobe Acrobat
By “Tom” Huong Tran, Century 21 Landmark Network
Contracts, disclosures, forms after
forms! What is a REALTOR® to do with
so much paperwork filling up their desk
every single day?   Well, the answer is
simple: Get Adobe Acrobat (Standard or
Pro) 9 or later and this program alone
will change the way you operate your
business and it will take you a step
closer into becoming a paperless office.

the tools are just one click away. On
the top section, you will see a little icon
that resembles a typewriter. If you don’t
see the typewriter icon, choose Tools →
Typewriter → Show Typewriter Toolbar.
This will dock the typewriter icon on the
top section for easy access each time
you open a PDF document. Now with
this neat tool, I can type any verbiage
anywhere onto the PDF document.  

The biggest benefit to Adobe Acrobat
is that it allows you to digitally add
comments, notes, and contract terms
directly onto any PDF document, therefore you no longer have to use your
precious energy to hand write on any
documents. After you install the Adobe
Acrobat Program onto your computer,

I often type dates, buyer’s/seller’s
names and everything else you can
think of. This will save you time from
having to print the document onto
paper, hand write what you want to
write, and then scan the file back onto
a computer. Let’s save our valuable time

Prep and Serving shifts are both
available. To sign up as a volunteer for
one of these days, please contact Susan
Harrold at sharrold@golyon.com

and just simply type the words digitally
into our document and then move on to
our next tasks.

PDF document in a matter of clicks. Just
click on the top section button called
“Document” and then “Rotate Pages.”

Another added benefit to Adobe
Acrobat Pro is that it gives us the ability
to rotate PDF pages 90 degrees right
side or even upside down. I know you
have seen a document lying on the side
and then you have to rotate your head
just to read it. Do that no more, Adobe
Acrobat can rotate ALL pages of the

These are just a few of the many
benefits the program has to offer. For
a quick tutorial on how to use Adobe
Acrobat, you can download this free
PDF from Sac State. http://www.csus.
edu/atcs/tools/acrobat/index.stm

HIT ONE OUT OF
THE PARK!
Triple Play Savings
TERMITE + HOME + ROOF INSPECTION
COMBO PACK
HOMES

SAVE $85.00
2,001 to 3,000 sq. ft. $449.00 SAVE $85.00
3,001 to 4,000 sq. ft. $549.00 SAVE $85.00
up to 2,000 sq. ft. $449.00

4,000 + sq. ft. Call for Price

ONE CALL DOES IT ALL
prices effective April 2012

344-TWIN (8946)
or

info@twintermite.com
www.twintermite.com
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G O V E R N M E N T W AT C H
CAR Sponsored Short Sale Dual Tracking bill protects buyers and sellers
The California Association of
REALTORS® has sponsored AB 1745
(Torres) regarding dual tracking.   If
passed, this bill will prevent lenders
from foreclosing on a property after
having approved a short sale. C.A.R.
sponsored this bill because the banks’
current “dual tracking” procedure of
allowing both a foreclosure and a
short sale approval process to run
concurrently has resulted in families
losing their homes when a short sale
has already been approved. The current process has also caused problems for those in escrow on a short
sale property, to find it was sold as a
foreclosure days before they were to
close escrow.
Under current law, lenders can
pursue foreclosure on a property
while simultaneously entering a
short sale offer on the same property. Unfortunately there sometimes
is a disconnect at lending institutions
between the “right hand” working on
the short sale and the “left hand” processing the foreclosure. This disconnect has often led to a lender foreclosing on the property even after
having approved a short sale.
AB 1745 prohibits a lender from
recording a notice of sale if they have
approved, in writing, a short sale on
the same property. This measure will

JUNE 2012

still allow the lender to withdraw its
short sale approval due to a change
in the conditions under which the
approval was granted, provided the
same lender gives a written notice
explaining why the short sale approval has been withdrawn to the short
sale seller at least three days prior to
that withdrawal.

homeowners, and the buyers to allow
the transaction to take place. Finally,
short sales give borrowers the opportunity to start over. Many recent
foreclosures are due to unforeseen
circumstances, a job loss or medical
emergency. If at all possible, these
families should have the opportunity
to start over.

The California Association of
REALTORS® sponsored this legislation
for several reasons: short sales are
better than foreclosures, it is fairer to buyers and sellers, and short
sales give borrowers an opportunity
to start over. First, having a home
sold through a short sale rather than
seized through foreclosure is less
destructive to a borrower’s credit,
and it does not expose them to additional liability for the loan deficiency.
A foreclosure not only damages an
individual’s credit for many years, but
may even affect their ability to secure
employment now that employers are
more widely researching applicants’
credit. Short sales are less expensive
for lenders and less damaging to
communities where a bank owned
property may sit vacant for months.
Second, buyers and sellers generally
have waited weeks or months for a
response to a short sale offer. If the
lender has already approved a short
sale, it is only fair, both to the current

Thus far AB 1745 has received
great bi-partisan support.
It
passed unanimously out of
the Assembly Banking and
Finance Committee, as well
as the Assembly Judiciary
Committee. We will keep
you updated as this bill
works its way though
the legislative process.

Sacramento REALTOR®
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S A R E ducational offerings
DATE

TIME

CLASS

June 19

9:00am – 1:00pm

June 20

COST

TOPIC

INSTRUCTOR

C.A.R. Residential
$59
Purchase Agreement*

Learn how to create, modify, cancel or close a transaction
• Identify, explain, understand and remove contingencies

Gov Hutchinson

9:00 – 11:00am

zipForm 6
Professional

$20

ZipForm® 6 Professional automatically updates C.A.R. forms, eliminating
writing contracts by hand; it provides unlimited transactions accessible from
any computer; the program offers import/export transactions and is an ideal
system in an office environment with high-speed internet access. Learn about
all these and other features.

David Lovenvirth

June 20

11:30am – 1:30pm

Making Electronic
Signatures Work for
You

$20

• The difference between DocuSign & Digital Ink and the value of each
• Overview of how to use each application
• How do I authenticate a signer? Multiple signers?
• What forms/applications can these programs be used with?
• How to monitor transactions
• Signing and initialing signatures including client options
• Legal definitions & requirements of electronic signatures
• Accessing
• Sequencing signers

David Lovenvirth

June 26

9:00am – 12noon

iPad for Real Estate

$45

• Complete understanding of set up and navigation of the iPad
• Connecting multiple e-mails, calendar and contacts to your iPad
• Learn and understand the “iCloud” applications and the differences with Google Business
Premier
• Utilizing 3rd party applications to help you do business from your iPad
• Learning key applications like Keynote, Bookmarks and Expenses
• Complete synchronization on the “Google Cloud” for business

Kurtis Bieber

June 26

1:00 – 4:00pm

Wordpress for Real
Estate

$45

• How to create a site that will capture and guide the client
• Learn the basics of layout and design
• How to build “Links” and “Link Backs” with social networking sites
• How to encompass RSS feeds to capture quality indexing by Google
• How to properly “title” and “tag” your website to be visible in Google
• Blogging from WordPress

Kurtis Bieber

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

This course is approved for continuing education credit by the
California Department of Real Estate. However, this approval does not
constitute an endorsement of the views or opinions which are expressed
by the course sponsor, instructor, authors or lecturers. You must attend
90% of the class, pass a written exam and have proof of identification
to qualify for DRE Credits.
All costs listed are based on early bird SAR Member fees.

Sacramento Tree Foundation celebrates 30 years
This year marks the 30th anniversary of the Sacramento Tree Foundation
which makes this year's Tree Heroes
Awards Dinner that much more special. SAR was represented at the dinner
by President Patrick Lieuw and Board

Member Dave Tanner shown here with
Sacramento Tree Foundation Executive
Director, Ray Tretheway.
SAR is involved with a variety of local
charitable organizations that focus on
improving Sacramento Communities.

David Tanner, Brian Holloway, Patrick Lieuw and Christopher Little

The Sacramento Tree Foundation is just
one of those organizations. The Tree
Foundation focuses on growing healthy,
livable communities in the Sacramento
region by building the best regional
urban forest in the nation. They are cur-

rently leading the effort to plant 5 million trees within the region and SAR is
helping! Did you know that SAR offers a
coupon to Members good for up to ten
free shade trees? We're just doing our
part to help the community.

David Tanner, Ray Tretheway and Patrick Lieuw

Foley Publications, Inc. is proud to partner with the Sacramento Association of REALTORS®.
Together we provide a professional, monthly newspaper for the Association’s membership.
For advertising informaion, please contact Craig Foley or Ned Foley at
800-628-6983 or visit our website at www.foleypub.com.

20+ Years of Real Estate Publishing Excellence!
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J U LY C alendar of E vents
Monday

Tuesday
2

Wednesday
3

Friday

Thursday
4

6

5

SAR Closed – Independence Day
All day

10

9

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

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

12

11

13

Regional Meetings* (A)
8:30 – 9:30am

16
New Member Orientation (B)
12:30 – 4:00pm

Office Closed – Staff
Development
7:30 – 8:30am

Calendar
Information
*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.

17

18

20

19
Young Professionals Council Forum
(A) 9:00 – 10:00am

Regional Meetings* (A)
8:30 – 9:30am

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

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

WCR Luncheon (A)
11:00am – 2:00pm

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

23

MetroList Training –Searching & CMA
(T)
9:00am – 12noon

MetroList Training – Auto Prospecting
with Mapping (T)
1:00 – 4:00pm

Rental Housing Association of
Sacramento Valley Meeting (A)
8:00am – 1:00pm

27

26

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

Regional Meetings* (A)
8:30 – 9:30am

30
Duane Gomer’s Mortgage License
Origination – Continuing Education
8:30am – 4:30pm

25

24

31
Regional Meetings* (A)
8:30 – 9:30am

We do.

Providing lending solutions for all kinds of borrowers ... it’s what
we do. Solutions for unique property issues ... we do that.

Solutions for borrowers that don’t fit the mold ... we do that too! Because we are a local
portfolio lender, we can create solutions for most situations. What can we do for you?

Portfolio solutions for:
* construction
* acreage
* self-employed
* zoning issues

www.fivestarbank.com

JUNE 2012

* permit issues
* condos, lofts, mixed-use
* ag loans
Loa
e
Hom

n

Julie Yarbrough
VP, Mortgage Division
o. 916-640-1504
m. 916-508-5626
jyarbrough@fivestarbank.com
NMLS 288648
Sacramento REALTOR®
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Median price increases for April, sales volume drops
The median home sales price
increased for April to $169,000, a 1.9%
increase from the $165,900 median
sales price of March. The $200,000 $249,999 price range still accounts for
the majority of the 1,633 total sales
this month (15.1% or 246 units), while
homes under $100,000 totaled 269
(16.4%) units. Closed escrows from
conventional financing (576 units or
32.4% of all sales) decreased 1.8%,
cash buyers remained at 32% (569
units) and FHA financing decreased
slightly by .3% (482 or 27.1%). These
numbers include the 147 condo sales
this month. The average amount of
days spent on the market (from list
date to opening escrow) was 66 days;
the median DOM decreased to 29.

Sales decreased for the month to
1,633 units sold, down 4.2% from
the 1,704 closed escrows in March.
Year-to-year closed escrows were up
7.2% from the 1,524 units sold April
2011. Making up the closed escrows
this month were 491 REOs (30.1%),
498 short sales (30.5%) and 644 conventional sales (39.4%). Compared
with last month, REO sales are up 1%,
short sales are up 5.1% and conventional sales down 4.1%.
The Total Listing Inventory has
been split to more accurately reflect
the current market. Active Listings
numbered 1,539 properties, with 390
Active Short Sales making up 26.8%
of that number. Active Short Sales

Contingent properties totaled 2,536.
Active Short Sale Contingent properties are those short sale properties on which initial offers have been
made and are not therefore entirely
“active.” Breaking down Total Listing
Inventory results in a more accurate
Housing Market Supply figure. The
Housing Market Supply figure (inventory) for April was .9 months – a
18% decrease from March. This figure
represents the number of months
it would take to deplete the Active
Listing Inventory (1,539), given the
current number of closed escrows
(1,633). This figure is down from the
2.9 months of inventory that was
available in April 2011.

According to MetroList® MLS data,
the average home sold this month
was 1,746 square feet. Of the 1,633
sales this month, 152 (9.3%) had 2
bedrooms or fewer, 858 (52.5%) had
3 bedrooms, 508 (31.1%) were 4 bedroom properties and 115 properties
(7%) had 5+ bedrooms.

Condominium
Resale Market
Sacramento condominium sales
decreased for the month to 147 units.
This figure is down 4.5% from the
154 units sold in February and up
8.1% from the 136 units sold in April
2011. REO property sales accounted
continued on page 13

Peace of mind. It’s the best
housewarming gift you can give.
Streamlined, simple, quick and flexible – our loan process takes the stress and
uncertainty out of the home buying experience. With on-time closings, choices of solutions
and expert loan officers, we offer something that other companies can’t – confidence.
And that’s one gift that your clients will always treasure.
Specializing in: FHA & 203K, VA, HomePath®, Conventional and Jumbo

Give our San Diego team a call today and we’ll help your clients
Mike Frank
Roland
find the right solution
andBenson
help
Sales Manager
Sales Manager
you secureMobile
more
sales.
Office (916) 746-8414
(916)
768-1578

Brad Bauer
Loan Consultant

Mobile

(916) 715-7170

Michael Johnson
Loan Consultant

Mobile

(916) 217-0222

Nicole Nelson
Loan Consutant

Office

(916) 746-8414

imortgage 3013 Douglas Blvd., Suite 205 Roseville, California 95661. Licensed by the California Department of Corporations CRMLA 4130969. Rate, terms and loan program availability are subject to change without notice.
Consumer is subject to specific program qualifications. This is not an advertisement to extend consumer credit as defined by section 226.2 of Regulation Z. Applicant must meet certain eligibility criteria to qualify for programs. Mike Frank NMLS ID
328707, Roland Benson NMLS ID 353144, Brad Bauer NMLS ID 323859, Michael Johnson NMLS ID 259850 , Nicole Nelson NMLS ID 205863. All rights reserved 06/2012. imortgage NMLS ID 3096.
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APRIL 2012 Data for Sacramento County and the City of West Sacramento

List of property managers servicing the Sacramento Region
Phil Adams, Senior Property Manager
DRE#00829023
30 years with M&M
Folsom, Granite Bay, Loomis, Orangevale
Cell: 916-591-0124
phil@mmproperties.com
Mike Baumgartner
DRE#01817169
2 years with M&M
Elk Grove, Galt, Wilton
Cell: 916-798-1118
michael@mmproperties.com
Ernest Alexander
DRE#01447338
6 years with M&M
Natomas 95833,95834,95835
916-717-0232
elalexander@sbcglobal
Renee Cabral
DRE#01720303
6 years with M&M
Sac 95829,95828, Elk Grove 95624
Cell: 916-281-7771
renee@mmproperties.com
George Dahdouh
DRE#01743736
5 years with M&M
Sac 95832, Laguna 95757, 95758
Cell: 916-271-3804
grdahdouh@yahoo.com
Cathy Galligan, Senior Property Manager
DRE#01196197
20 years with M&M
Carmichael, Citrus Heights, Fair Oaks
Sacramento 95628, 95842
916-923-6181 ext.168
cathyg@mmproperties.com
Jim Hall
DRE#01489815
6 years with M&M
Sac 95822, 95823, 95832
Cell: 916-716-3660
jim@mmproperties.com
Eric Kramer
DRE#01878520
2 years with M&M
Antelope, Roseville, Rocklin, Lincoln
Cell: 916-862-4181
E_Kramer@comcast.net

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

Cathy Stratton, Senior Property Manager
DRE#00755858
25 years with M&M
Citrus Heights, Orangevale, Fair Oaks,
916-923-6181 ext. 120
cathystratton@bmrealtor.com
Penny Jarrett
DRE#00899113
6 years with M&M
Carmichael, Sacramento 95864, 95825
Cell: 916-709-5930
pennyjarrett@comcast.net
Jan Windsor, Senior Property Manager
DRE#00904367
26 years with M&M
Carmichael, Fair Oaks, Sacramento 95864,
95825
Cell: 916-320-8408
windsorj@surewest.net
Geri Wells
DRE#00712747
6 years with M&M
Fair Oaks, Orangevale, Folsom
Cell: 916-849-5541
g.wells@comcast.net
Phillip Sparks
DRE#01125907
7 years with M&M
Laguna, Elk Grove, Sacramento 95823
cell 916-752-2086
papropertymanager@gmail.com
Jeff Huang
DRE#01882324
Speaks Chinese
Folsom, El Dorado Hills,
Granite Bay, Cameron Park
Cell: 510-461-7283
mysteppingrocks@gmail.com
Teri Chikami
DRE#01296754
Sacramento 95814, 95816, 95819
95822
Cell: 916-949-5171
teri9884@att.net

Word is getting around about M&M Properties!

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

DRE# 01100901
Work: 916-923-6183 ext. 110
Cell: 916-548-7712

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

brucemills@bmrealtor.com

Steve Raya
9 years with AMC
Sacramento, South East and Downtown
916-565-8080 ext.318
Chris Peters
4 years with AMC
Yolo County and Sacramento
916-565-8080 ext.306

www.mmproperties.com

Accounting Department: Mary Cullen,
Gretchen Burrill & Linda Nalbandian
Administrative Support: Cecia Dailey
Maintenance Division: Rolando Cuevas

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

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

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

®!
REALTreOsiRduSal income!

ate
Want to cre ht of a career in
u
o
Ever th g nagement?
a
property m call!

“Your good services have bolstered me into purchasing another property in Sacramento!”
“Absolutely a five star rating! I’m impressed with your professionalism and promptness! When problems happen, I know that you
will handle them in a timely fashion with knowledge based solutions. I totally trust all aspects of your management.”

JUNE 2012

BRUCE MILLS

Give me a

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

Sacramento REALTOR®
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Member,
Community Outreach Committee

C ommu n ity  O utreach  C ommittee 
My Sister’s House Helps Asian, Pacific Islander Women

MarveLene Weyer

By Marvelene Weyer, Member, Community Outreach Committee

ing. They also provide domestic violence intervention services. Learn more about their programs
and outreach at www.my-sisters-house.org.

My Sister’s House is the first and only nonprofit
organization in this area to specifically identify
and address the unique needs of women and
children impacted by domestic violence in the
Central Valley’s highly diverse Asian and Pacific
Islander community.
My Sister’s House was established in Sacramento
in 2001. In 2003 they opened the first six-bed
safe haven for battered Asian and Pacific Islander
women and children. SAR, through the Community
Outreach Committee, has supported My Sister’s
House since 2011.
My Sister’s House provides Women at Work programs for domestic violence survivors of all ethnic
backgrounds. They have a 24 hour multilingual
hotline and provide community outreach and education on domestic violence and human traffick-

Since 2003, they have provided more than
12,262 bed nights of shelter to women and children. They have also responded to over 2,600
calls on the 24-hour multilingual helpline. They
made more than 200 presentations on domestic
violence and human trafficking to local schools,
organizations and churches and participated in
more than 50 community fairs educating more
than 10,000 people about domestic violence and
human trafficking.
My Sister’s House is fortunate to receive strong
support from the community. They rely on generosity and support of the community to keep the
doors open and available to victims of domestic
violence. My Sister’s House is a charitable nonprofit organization and your donations are tax
deductible. If you are not sure what to donate call
the business office at 916.930.0626 to hear about
specific needs. Your donations are greatly needed
and appreciated.

Facts from SMUD
on REO's and Short
Sales
ENERGY EXPERTS

Unlike other utilities, gas and electric bills aren’t reconciled in the transfer
title of a home. With the abundance of
homes in short sale, it is important to
ask your seller if the gas and electric bills
are current. Remember, once service has
been disconnected, the service cannot
be turned back on until the utility bill is
paid in full or a new owner has been verified with legal documentation.

Did you know?
Starting new electric service for an
REO under a bank’s name and tax identification number requires a foreclosure
form faxed to SMUD at 916-732-6640.
You can quickly start service under your
name and social security number by calling 1-888-742-7683. Setting up service
under your name holds you responsible
for the bill, but does not require the form
and may prevent delays if the service
needs to be reconnected right away.

Need Inspections?
If the electric service has been turned
off at a property for over one year, a safety inspection is required before SMUD
can turn the service back on. Pulling a
permit and scheduling an inspection can
be a lengthy process, so be sure to verify
with SMUD at least three business days
before requesting electric service.

This publication is seen by
5,800+ local members, to
advertise call:
ENERGY EXPERTS

®

ACCREDITED
CONTRACTOR
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Alliance Mortgage and
Marketing

EXPRESS

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

Sue Frost

Why did you join SAR?

How long have you been a member
of SAR?
4 or 5 years with my current company.

What did you do before you were a
Realtor?
I graduated from Pacific Union
College as an RN. My major was nursing
and physical education. After graduating I specialized in emergency nursing.
I have never been active as a realtor, but
I have worked closely with the realtor
community as a mortgage lender and
property investor. My career in mortgage lending began in November, 1983
and I have active experience in sales and
operations relating to loan origination
through servicing. I have been told my
highest and best skills are in marketing
and team building.

I wanted to acquaint myself with the
challenges that Realtors face in their
daily business practice. As a mortgage
broker, I felt that if I could understand
the Real Estate Profession I could better
serve Realtors that I work with.

What are some of your favorite places
to visit?

Broker

Leadership Academy, What is the most
enjoyable about that so far?
Legislative Day. The speakers were
dynamic. CAR is sponsoring some very
important bills and we can participate
as voting Realtor Party Members.

Lake Tahoe and Kauai.

Any hobbies or other activities?
Organic gardening and writing. I
serve as president of the Citrus Heights
Green Team and I am active within my
neighborhood association.

I would be an independent mortgage
broker and I would dedicate myself to
helping people achieve the dream of
home ownership.

Read any good books, seen a good
movie or heard a band lately?

If you could meet anyone, who would
it be and what would you ask them?

Books… Good to Great, Richest Man
in Babylon, The Ninth Wave.

Frederick Smith, Founder of Fedx. I
would ask if I could buy him lunch.

What would people be surprised to
learn about you?

How long have you lived in the
Sacramento Area?
Most of my life.

What would you do if you weren’t in
real estate?

I have been held at gun point twice, I
have climbed the highest mountain in
desolation valley twice (Pyramid Peak), I
am the luckiest person I know.

PASS
EXPRESS

What is on the horizon for SAR with
regard to Education?
The SAR has a reputation for featuring educational content that is timely
and that is presented in a professional
way. We are fortunate to have skilled
instructors who commit themselves to
excellence in their field and who deliver
information in a stimulating way. The
Education Committee is working hard
and paying attention to the feedback
we receive with course surveys and
members active participation. We are
currently discussing a new “Tech Series”
with basic to advanced content that is
flexible and can be accessed by interested Realtors at whatever level they
need help. The Tech Series will help
realtors gain the technical and hands
on knowledge to function from office
or road while utilizing their phone or
Ipad/Tablet. We have other great topics
emerging and ask that you let us know
if there are topics you would like for us
to consider.

BROKER

PASS
At Standard Pacific Homes we know your time is valuable.

That’s why we created the Broker Express Pass. It’s the fastest way to register your clients and start earning
great commissions. Just follow three simple steps:

1) Contact our online sales counselor at NorCalOnline@StanPac.com or a sales center directly to
receive a Broker Express Pass and our Broker Registration and Referral Fee Agreement.*
2) Send us your clients with the completed Broker Express Pass.*
3) Sign and return by fax, mail or in person the Broker Registration and Referral Fee Agreement when
a contract is signed.*

Sacramento Housing
Statistics

Then just sit back and relax, and we’ll take care of your client and you’ll earn
3% commission when you sell a Standard Pacific home.**

continued from page 10
for 32.7% (48) of all units sold while
short sales (29.3% or 43) and conventional sales (38.1% or 56) accounted
for the remainder. The percentage of
REO condo sales decreased 18.8%,
short sales increased 5% and conventional sales increased 19.8%. The
condominium median sales price
decreased 6.3% month-to-month,
from $80,000 to $75,000. This current
price is down 3.8% the $78,000 April
2011 median sales price. Of the 388
units in the Listing Inventory, 223
(57.4%) were listed as Active Short
Sale Contingent, leaving the actual
Active Listing Inventory at 165 units.
Of these 165 units, 42 were listed as
Active Short Sales.

JUNE 2012

866-815-2444

StandardPacificHomeS.com

*To be eligible for a sales commission from Standard Pacific: (1) be an active real estate licensee of the California DRE; (2) register client with online sales counselor or sales
center prior to client’s first visit, or accompany client, or provide client with a completed Broker Express Pass to turn in on first visit to a participating Standard Pacific Homes
Northern California community; (3) sign and return by fax, mail or in person the Broker Registration and Referral Fee Agreement at time client signs contract; and (4) client must close escrow per terms
of their contract. If client visits a community with a Broker Express Pass from one licensee and is accompanied by a different licensee, the commission will be earned by the accompanying licensee.
Client must agree licensee is their agent. Seller reserves the right to modify or discontinue this referral fee program at any time without notice. Not valid on existing sales. **Commission varies per
community and homesite and cannot be used with any other special offers. Commission excludes the value of any incentive provided by Seller, homesite premiums, decor items, options and upgrades
purchased. Other exclusions, qualifications and limitations may apply. Photos are of model homes. Hardscape, landscape and other items featured in and around the model homes are decorator
suggestions and not included in the base purchase price. California Department of Corporations RMLA License Number 413-1065. California Real Estate License NO. 01138346. Telephone 1-800325-5363. November 2011. ©Standard Pacific Homes 2011.
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NEW SAR MEMBERS

APRIL 2012
New REALTOR® Members
Sergey A. Avramov
Century 21-Noel David Realty
Mark L. Bennett
Home Tax Service of America

Sarah Liu
Elite Realty Services

Katie J. Simpson
RE/MAX Gold Fair Oaks

Elyssa G. Lowrey
RE/MAX Gold Fair Oaks

Mike Talamantes
RE/MAX Gold Natomas

Tajada O. Weldon
Connect Realty.com, Inc.

Christina Medina
Angel Lynn Realty

Janet L. Grahl
River Ridge Realty

Mohammad Naraghi
Keller Williams Realty

Tara Johnson
Platinum Mortgage

Gabriel Owens
Whisler Land Company

Julissa C. Kay
Cornerstone R E Brokerage

William J. Alston
Fusion Real Estate Network

Jerry Hernandez
MetLife Reverse Mortgage

David Trillo
PDF Realty, Inc.

Baldeep K. Sidhu
Sellstate Realty First

Andrea D. Lembach
Coldwell Banker-Res R E Srv

New Affiliate Members

Gavin T. Thames
Weichert REALTORS® Galster Group

Vincent M. Sapp
Davis & Davis Associates

Kristine D. Lee
The Melville Group

New Broker Associates

Lois B. Ranftle
Lyon RE Downtown

Melissa N. Reid
Connect Realty.com, Inc.

Sandra Lassa
Lyon RE Elk Grove

Christopher West
Christopher West

Aung Han
Villa Vista Realty, Inc.

George Pulvino
Connect Realty.com, Inc.

Nicholas J. Kral
Guardian Home Brokers Inc.

Sandra T. Vickrey
Realty World-Camelot Winters

Terry D. Wheeler
Terry D Wheeler

Calvin Wu
Real Estate Source, Inc

Bradley N. Meyer
Evans & Evans, Inc.

Sheryl A. Hartmangruber
Keller Williams Realty Elk Grove

Timothy J. LeFever
Home Tax Service of America

Linda K. Walker
Keller Williams Realty Elk Grove

Rebecca L. McLemore
Exit Realty West

Robert Harry Gillmore
Keller Williams Realty

Thy-Hien P. Le
Thy-Hien Le

Tia Y. Vang
New Era Real Estate

Larry M McGlone
Lyon RE Elk Grove

Loc Duong
iSmart Realty

Vijay Kumar
VK Global Realty

Jesus Trejo
Palapa Real Estate Services

Peggy J. Marsh
Prudential NorCal Realty

Susan D'Arcangelo
The Advantage Group

Thomas J. Brown
Thomas Brown

Daniel J. Thompson
Lyon RE Folsom

Timothy D. Magee
Redfin Corporation

Dumitru Cucicea
Dean Adams Residential R.E.

New Designated REALTORS®

Golden Paciic Bank is ready to help your clients
purchase the home of their dreams!
We offer several types
of nancing...

including FHA, VA, and USDA
Minimize the down payment and
maximize the purchasing power!


Specializing in niche
residential lending...

A true Portfolio loan product- investors
with more than 10 nanced
properties, unwarrantable condos,
hobby farms and more!

Free Rent Survey
Beckie Bacal
Terry Conner
Todd Kaufmann

916.835.5672
916.367.3881
916.606.5858

Karl Maniglia
Aaron Meilich
Todd Vinther

916.549.5832
916.798.3000
916.955.9001

We’re ready to serve you and your client!

Contact Us Today!
Sacramento REALTOR®

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

THREE CONVENIENT LOCATIONS!

www.goldenpacificlending.com

Not just mortgages. Residential lending solutions.

(916) 429-1205

Bob Machado
President
CPM, MPM

HOUSES - DUPLEXES - CONDOS - APARTMENTS

916.414.0621
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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.

Member

FDIC

5896 South Land Park Dr.
Sacramento, CA 95822
(916) 429-1205

8856 Greenback Ln. Ste. B 1220 Melody Lane, Ste. 110
Orangevale, CA 95662
Roseville, CA 95678
(916) 988-5300
916-781-7075
(530) 677-7917
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L E G A L U P D AT E
Delegation of Responsibility to Managers Authorized by DRE
Dave Tanner

by Dave Tanner, Real Estate Broker/Attorney, Hanson Law Firm
1. The licensee holds a restricted
license, or
2. The licensee is or has been subject to
an order of debarment, or

During the 2011 legislative session
SB 510 was passed which adds Section
10164 to the Business and Professions
Code effective July 1, 2012. This new
section allows but does not require brokers to designate office or division managers as responsible persons for compliance with DRE regulations.
A licensee cannot be designated as a
responsible person if:

3. The licensee is a salesperson with
less than two years full-time real estate
experience within the immediate past
five years.
To be designated, the broker must
agree to appoint the manager and the
manager must agree to accept the
appointment. This must be done in a
written contract. CAR form OMA will be
released in late May or early June and
may be used to create this relationship.

The next step is to notify DRE of the
appointment. The DRE form to accomplish this notification is being developed by DRE and is scheduled to be
released on their website on June 30,
2012. Beginning July 1 the notification
may be submitted to DRE.
If the manager is replaced or terminated, the broker must immediately
notify DRE in writing. If the broker fails
to notify DRE, the broker may be subject
to disciplinary action.
This new provision does not relieve
the broker of responsibility for the operations of the brokerage. That responsibility remains if the broker fails to

properly supervise. The new law adds
an additional level of responsibility that
managers have not had in the past. If
a licensee in an office with a designated manager violates DRE Regulations,
the Department can now discipline the
manager as well as the licensee and
the broker. Designated office managers
will need to be increasingly diligent in
supervising their licensees in order to
protect their own licenses.
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.

locally grown mortgages

You
earned it.
Use it.

a partner for the life of your mortgage
purchase—refinance—new construction
A mortgage is something you will have for a long time, so we want to make sure that
you have the right one. Umpqua Bank Mortgage has a variety of home loan programs.
Call us today and ask about our current money saving promotions!

Wear your
REALTOR® “R”
pin with pride.

Loan Programs:
Conforming / Non-Conforming
Fixed-Rate / ARMS1
First-Time Homebuyer
Jumbo Loans

Government / FHA / VA
Investment Property
2
Bond Programs
Manufactured Homes
USDA Rural Housing2
HomePath® Mortgage3
Residential Custom Construction

Meet your dedicated local Mortgage Lending Team

Dan Starelli

Lynn Pini

VP/Area Manager
NMLS # 297718

Jeffrey Stevens

Mortgage Loan Officer
NMLS # 474259

916-563-1006

916-337-2159

916-714-8301

916-667-4627

Frank Huck

Steven C. Justeson

David Osborn

Tom Pifer

Mortgage Loan Officer
NMLS # 191066

Mortgage Loan Officer
NMLS # 708652

Mortgage Loan Officer
NMLS # 500655

916-847-4666

916-740-5371

916-563-1762

916-300-0769

Rene Young

Duane Logan

Andy McInnes

775-284-2138

775-284-2140

916-803-8623

916-300-0667

Vicki Fenner

Danica Halverson

Mortgage Loan Officer
NMLS # 486218

916-517-5308

916-622-8198

Danny Ponder

Renee Russell

Mortgage Loan Officer
NMLS # 230269

916-563-1758

Joanne Cesar

Mortgage Loan Officer
NMLS # 809234

Sales Manager
NMLS # 274488

Mortgage Loan Officer
NMLS # 501200

Michael Bettencourt George Castillo
Mortgage Loan Officer
NMLS # 238181

AVP/ Sales Manager
NMLS # 500711

Mortgage Loan Officer
NMLS # 459457

Mortgage Loan Officer
NMLS # 217012

Mortgage Loan Officer
NMLS # 486793

916-774-3922

916-939-3002

Mortgage Loan Officer
NMLS # 354313

Mortgage Loan Officer
NMLS # 500780

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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916.724.5372

NMLS# 262881
Loan Officer

Patty Gacutan

916.300.7545

NMLS# 262435
Loan Officer

916.905.5958

NMLS# 200900
Loan Officer

Aaron Clowes

916.752.1960

NMLS# 239965
Loan Officer

Laurie Adams

Suzanne Nunez

916.730.8282

NMLS# 247866
Loan Officer

David Whiteside

650.605.3638

NMLS# 179038
Loan Officer

James Shergin

916.207.6332

NMLS# 246802
Loan Officer

Ray Gin

916.223.2338

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

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

916.929.2333

916.798.1234

NMLS# 247260
Loan Officer - Elk Grove

Chad Focht

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

Anoosh Andy Hazegazam
NMLS# 249444
Loan Officer

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

916.416.6453

NMLS# 256126
Loan Officer - Elk Grove

We have over 107 Years of combined
lending experience

916.709.3257

NMLS# 256253
Loan Officer - Elk Grove

Chris Opfer

Amanda Rawls

916.730.2499

530.902.3725

NMLS# 246794
Loan Officer

Beth Gewerth

NMLS# 244146
Branch Manager

David Heard

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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Walters sees California as headed into an uncertain future and wonders if the state will become
“Michigan on the left coast.” “One hundred years
ago”, he said, “Detroit had a bright future but took its
assets for granted.”

For much of its history, California has been able
to rely on “the next boom.” “There is no boom right
around the corner” this time, Walters said. “Maybe for
the first time, California will have to compete, not rely
on the next boom.”

Walters noted that 1.3 million jobs were lost in the
last recession and California still has more than two
million unemployed workers. He pegged the actual
unemployment rate as close to 20% and expects the
recession to be with us for years. He predicts previous employment levels will not return until 2014.

Newspaper columnist Dan Walters drew a sobering picture of California’s present and future at the
SAR May Main Meeting.

Dan Walters

Calling for a “rational tax system,” he noted that
schools and prisons are totally dependent on how
well a few individuals do, because of the state’s
reliance on income taxes. The personal income tax
makes up 62%  of the state’s general fund. He does
see the Occupy Movement having an effect, because
it is “easy to raise the taxes on the 1%... [which]
would make California even more dependent on the
wealthy.”

California needs a new mentality, Walters said – “
We’re not that special any more.” He sees the state as
suffering from a “structural deficit,” meaning “we can’t
make the system work. It is impossible to pass a truly
balanced budget.”

Walters decried the effects of gridlock, resulting in the state being “functionally insolvent.
“The full time industry of the capitol is excusemaking for failure,” he said. “We have a dense
regulatory structure, lousy highways, an uncertain water supply [and a] crumbling K-12 system,” he
said. For example, more than 50% of the students
who enter 9th grade in the Los Angeles school system do not graduate, he said.

The population growth rate has slowed and
immigration has stopped. However, California’s
population is 50% higher than it was 30 years
ago. In the same time, vehicular travel has
tripled and road capacity has not kept pace.
Walters called the condition of the state’s roads
and highways a political issue that has been
neglected.

“California used to be Kansas on the left coast
– now we’re Oz,” Walters said.   He noted that
whites are now less than 50% of the state’s population and described California as the most
complex society in the Western Hemisphere.
“That [trend] will continue and accelerate.”

Future uncertain for California
says Dan Walters
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