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STABILITY SINCE 1887
Change is constantly happening all around us every day.  It’s nice to know that the lender 
you start your loan with today will be here to fund it at your closing...And be on time!

David Heard
NMLS# 244146
Branch Manager

530.902.3725

Scott Short
NMLS#225998
Loan Officer

916.997.4828

David Whiteside
NMLS# 247866
Loan Officer

916.730.8282

Thomas Engwer
NMLS# 240643
Branch Manager

916.532.8263

Debra Schottgen
NMLS# 251818
Sr. Loan Officer- Roseville

916.226.5176

Ray Gin
NMLS# 246802
Loan Officer

916.207.6332

Chad Focht
NMLS# 247260
Loan Officer - Elk Grove

916.798.1234

Chris Opfer
NMLS# 256253
Loan Officer - Elk Grove

916.709.3257

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

We have over 124 Years of combined lending experience

916.929.2333
Licensed by the Department of Corporations under 
the California Residential Lending Act  NMLS# 1141

Marc Thompson
NMLS# 282260
Loan Officer  - Davis

530.753.8800

Juliette Brossard
NMLS# 340020
Licensed in Hawaii

808.895.7256

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

Gary Timmons
NMLS# 420397
Sr.Loan Officer

916.225.7212

Jerry Hernandez
NMLS# 545489
Hablo Espanol
Loan Officer

916.549.2694
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P R E S I D E N T ' S  P E R S P E C T I V E
2015 PRESIDENT

Introducing Your 
2015 Board of Directors
Ron Greenwood
President

Ed Anderson
President-Elect

Franco Garcia
Secretary/Treasurer

Paula Swayne
Immediate Past President

Kathie Bell
Judy Black
Preston Collier
Sue Galster
Rosanna Garcia
Barbara Lebrecht
Anthony Nunez

Chip O’Neill
Deniece Ross-Francom
Douglas Dransfield
Erin Stumpf
Kellie Swayne
Judy Covington
Linda Wood

Directors

It is with a great deal of gratitude that I thank each and every one of you 
for allowing me to represent you in 2015 as the President for our great 
Association.  I will be one of over one hundred previous Presidents who have 
committed their time and energy over the years to effect positive changes 
and look for ways to help all of us grow and prosper.  Of course, I cannot say 
enough positive things about our out-going President, Paula Swayne.  She 
has been totally committed to her responsibility, working closely with her 
Committees and of course the Board of Directors.  Her energy and positive 
style have done so much to contribute toward making our Association even 
BETTER, focusing on more diversity and constantly looking to find ways for 
SAR to help serve our members better.  

This year (2015), I have chosen the theme “Waves of Opportunity.”  You 
are probably wondering how in the world how that relates to our business.   
Of course, the obvious is that my personal world over the past decade has 
been (pardon the pun) saturated with water.  I have been fortunate to serve 
both as an elected member of the Carmichael Water Board of Directors, plus 
serving on the Regional Water Authority (RWA) BOD, RWA Executive Board, 
and was elected Chair for RWA this past year.  And, believe it or not, I was able 
to do all that (and more) while still maintaining a healthy real estate business.  

What has amazed me are the doors to business opportunities that have 
opened by being active in the community and working with other dedicated 
and caring individuals.  I have learned that we CAN make a difference and 
local government is definitely where real positive things happen.  But, I have 
also learned that people tend to trust those who care and are not afraid to 
step forward and be a part of the solution.  There are so few professions that 
allow individuals the freedom to blend their work with their families and 
community.  I encourage each and every one of you to step forward to take 
advantage of those “Waves of Opportunity” that are all around us.  What a 
great opportunity to set examples to our families, friends and clients.  To 
demonstrate that we are not just about making sales, but also about caring 
and giving back to our community. 

I look forward to a very successful and prosperous 2015, and continuing 
the great traditions that the Sacramento Association of REALTORS® has 
created over the year.  I encourage you to be more than a REALTOR®, and to 
be an example to others of how we all owe back to this great country that we 
live.  I wish all of you and your families a very happy and prosperous Holiday 
Season and New Year.   



imortgage 3013 Douglas Blvd., Suite 205, Roseville, CA 95661. Rates, terms, and availability of programs are subject to change without notice. Licensed by the Department of Business 
Oversight under the California Residential Mortgage Lending CRMLA 4131040. Corporate NMLS ID 174457. All rights reserved. 12012014. Information contained herein is provided 
to assist real estate professionals and is not an advertisement to extend consumer credit as defined by section 1026.2 of Regulation Z and does not constitute legal advice.

 

Get the right answer . . . the first time!

Roland Benson
Sales Manager
(916) 768-1578
roland.benson@imortgage.com
NMLS ID 353144

Michael Johnson
Loan Consultant
(916) 217-0222
michael.johnson@imortgage.com
NMLS ID 259850

Brad Bauer
Loan Consultant
(916) 746-8420
brad.bauer@imortgage.com
NMLS ID 323859

Nicole Benson
Loan Consultant
(916) 746-8421
nicole.benson@imortgage.com
NMLS ID 205863

Nolan Matteucci
Loan Consultant
(916) 955-8715
nolan.matteucci@imortgage.com
NMLS ID 921064

Patricia Pickering
Loan Consultant
(916) 746-8431 
patricia.pickering@imortgage.com
NMLS ID 937802

Lew Wehner
Sales Manager
(916) 201-5138
lew.wehner@imortgage.com
NMLS ID 252274

Daniel Huffman
Loan Consultant
(916) 746-8410
daniel.huffman@imortgage.com
NMLS ID 821086

Joel Willis
Loan Consultant
(916) 521-8869
joel.willis@imortgage.com
NMLS ID 448897

imortgage Roseville (916) 746-8400

We have a loan for every home
. . . simple as that!®

mailto:roland.benson@imortgage.com
mailto:brad.bauer@imortgage.com
mailto:nicole.benson@imortgage.com
mailto:daniel.huffman@imortgage.com
mailto:michael.johnson@imortgage.com
mailto:nolan.matteucci@imortgage.com
mailto:patricia.pickering@imortgage.com
mailto:lew.wehner@imortgage.com
mailto:joel.willis@imortgage.com
http://www.imortgage.com/find-a-branch/california/roseville-branch
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CHIEF EXECUTIVE OFFICER

This is the time to look forward to 
the New Year with hope for the future 
for our country, our industry and most 
importantly our friends and families.

If you look at all the industry publications, 
you might think that 2015 is going to be 
the year of professionalism.  Look at the 
Fall 2014 Real Estate Bulletin published 
by CalBRE.  The Commissioner’s message 
is about increased Professionalism in 
the industry.  He talks about increasing 
Professionalism through increased 
education and training.

At the same time the National 
Association of REALTORS® (NAR) is 
initiating several actions in an effort to 
increase Professionalism.  Beginning with 
the next cycle of Ethics training, NAR 
has established a requirement that all 
REALTORS® must complete a 2 ½ hour 
Ethics course every two years rather than 
the currently State mandated four years.  
NAR has also approved establishing a 
Code of Excellence.  Once established, 
there would be a requirement to receive 
training on the Code of Excellence every 
two years as well. These are all laudable 
goals to be sure.  

One of the greatest ways to enhance 
the image of our industry would be to 
have every consumer do business only 
with REALTORS® that have received the 
highest levels of education and training, 
conducting their business in a manner 
consistent with the highest goals of the 
Code of Ethics and of applicable laws.  
Unfortunately, all too often this does not 
happen.  But I am not sure it is a lack 
of education or training that causes the 
gap between goal and reality.  In my 
opinion, it is after the business model 
that many of our industry have adopted 
without considering how it will be viewed 
by consumers and/or fellow REALTORS®.

I don’t think many, if any, of our members 
set out to develop a method of doing 
business that is disrespectful to others or 
ignores the reasonable business needs 
of the marketplace.  But frequently that is 
what happens, often in the name of some 
perceived efficiency.

I am always amazed by the time 
management trainers who tell you to 
block out a certain period of time in your 
day to return phone calls.  They tell you this 
will allow you to operate more efficiently.  
If you set up your schedule to only return 
calls between 12 and 2pm and I set up my 
schedule to only return calls between 3 
and 5pm, we are never going to be able to 
talk.  How is that efficient?  How is that in 
the best interest of our clients?

If you have developed a business 
model that does not allow you time to 
communicate directly with your clients 
or the other real estate professionals in 
your transaction, maybe you need to 
reevaluate your business model.  Have you 
allowed personal greed to take over and 
stop you from providing quality service?  
Was the consumer’s goal in hiring you 
to make you wealthy or was it to receive 
great service?  I am sure most of them are 
not that interested in making us wealthy 
at their expense.  If your business model 
emphasizes maximizing your income at 
the expense of providing great service, 
maybe it is time to reevaluate that business 
model.

I believe that most of the dissatisfaction 
with the way members of our profession 
conduct themselves is not the result of 
a lack of training, but rather a lack of 
compliance with the Golden Rule.  And 
when the mandated requirements 
currently being developed do not make 
the desired change in how many of 
our industry operate, are we not likely 
to see ever greater and more onerous 
requirements being established?  Would 
it not be better for those in the industry 
to simply evaluate the way each of us 
does business and focus on meeting the 
needs of others rather than ourselves?  If 
everyone would do that, we could make 
this the year in which the image of our 
industry was greatly enhanced by our 
own voluntary acts and the needs for 
mandated changes could be removed.  

Let each of us resolve to be truly 
Professional in all that we do and voluntarily 
make 2015 the Year of Professionalism.



good neighbors  
make great lenders

Loan Programs:

home lending, locally grown

Umpqua’s home lenders are local experts equipped with an array of options for your 
purchase, refinance or new construction. Plus, we’ll stick with you every step of the 
way—because that’s what good neighbors do.

Contact your friendly, local Sacramento Area Home Lender today.

Dan Starelli
SVP Regional Manager
NMLS # 297718 
916-803-8623 

Victor Day
Loan Officer
NMLS # 857456 
916-984-2489 

Frank Huck
Loan Officer
NMLS # 459457 
916-677-0619 

Kevin Nunn
Construction Sales Mgr
NMLS # 305826
916-563-1028 

Valerie Dreher
Loan Officer
NMLS # 252974
916-563-1762 

Tom Pifer
Loan Officer
NMLS # 500655 
916-300-0769 

Lynn Pini
VP Branch Manager
NMLS # 500711 
916-774-3952 

Pat Driver
Loan Officer
NMLS # 234001 
209-257-5450 

Matt Schimmel
Loan Officer
NMLS # 502301 
530-332-2898 

Jeffrey Stevens
VP Branch Manager
NMLS # 274488 
916-563-1006  

Vicki Fenner
Loan Officer
NMLS # 501200 
916-517-5308 

Dennis Shimosaka 
Loan Officer
NMLS # 247791 
916-915-7955 

Sue Chandler
Loan Officer
NMLS # 248720
707-452-2609 

Adam Cone
Loan Officer
NMLS # 1023160
916-563-1758 

Kelly Green
Loan Officer
NMLS # 916687
916-939-3003 

John Haydock
Loan Officer
NMLS # 963339
530-332-2913 

www.umpquabank.com   Member FDIC   Equal Housing Lender    NMLS # 401867
1Loan programs subject to agency availability and funding. Borrower income limits may apply. 2Investment loan programs available for up to 10 properties. 
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.

Conforming / Non-Conforming Government / FHA / VA Investment Property2

Fixed & Adjustable Rate (ARMs) Bond Programs1 Manufactured Homes
First-Time Homebuyer USDA Rural Housing1 
Jumbo Loans Residential Custom Construction

http://www.umpquabank.com
http://www.umpquabank.com/dstarelli
http://www.umpquabank.com/vday
http://www.umpquabank.com/fxhuck
http://www.umpquabank.com/knunn
http://www.umpquabank.com/vdreher
http://www.umpquabank.com/tpifer
http://www.umpquabank.com/lpini
http://www.umpquabank.com/pdriver
http://www.umpquabank.com/mschimmel
http://www.umpquabank.com/jstevens
http://www.umpquabank.com/vfenner
http://www.umpquabank.com/dshimosaka
http://www.umpquabank.com/schandler
http://www.umpquabank.com/kgreen
http://www.umpquabank.com/acone
http://www.umpquabank.com/jhaydock
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REAL ESTATE PROJECTIONS FOR 2015
Around this time each year, many 

of our clients start asking us for our 
opinion on what to expect in 2015.  
While we do not have any crystal 
ball to gaze into, we are directly 
involved in real estate and business 
matters.  Here are my insights on 
what issues may be affecting the real 
estate industry in the coming year:

Where are the Investors? The 
gradually improving economy has 
certainly lifted prices over the past 
several years, but as we’ve witnessed 
over the past six months, the 
increasing prices have moved many 
properties out of the affordable 
range for those investors who have 
played a major part in the market 
since the recovery started. While the 
home priced at $150,000 could make 
financial sense as a rental, this is not 
the case when that home now costs 
$300,000. The investor segment of 
the market has dropped down. We’re 
now seeing investors from higher-
cost areas, such as San Francisco, 
coming into the Sacramento market 
attracted by the comparatively low 

prices. Many project that this will 
create a new upward push on prices, 
but this will only occur if there is 
also an upward push of rents. Since 
rents, like sale prices, are a factor 
of supply and demand, it is unclear 
what forces would push rents higher 
merely because someone pays more 
to buy the property. For those of 
us who own rentals, this is all good 
news whether we want to hold or 
sell. Whether it will result in higher 
rents may be another story. Either 
way, we see this entry as causing 
more buyer competition at the $300K 
and below level. A similar effect will 
occur in multifamily properties and 
apartment complexes where return 
on investment may be substantially 
more attractive in the Sacramento 
area than elsewhere. One wild card 
for 2015 is whether the Obama 
Budget proposal to eliminate or 
scale back 1031 exchanges will 
gain any traction. We don’t think 
so, especially with a Republican 
controlled Congress.  
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Can Flippers survive? There will always be 
opportunity in any real estate market for flippers 
who make value-added improvements to 
property. My wife and I did this full-time for 13 
years and still acquire and improve properties. 
What is mostly gone is the opportunity to buy 
then sell for more without doing anything. 
Buying and improving is a form of investing 
regardless of whether the improved property 
is held for rental or flipped for profit. Buying 
and selling without improvement is a form of 
speculation that you can find someone who 
wants it more. In the current relatively flat real 
estate economy, this is unlikely to work.  But 
acquiring now and getting ahead of out-of-town 
investors might be a new opportunity.  

Can I still buy a home?  Yes, you can. The 
challenge for prospective home buyers today 
is qualifying for a loan. This has become harder 
as a result of new post-recession laws seeking 
to prevent the previous irresponsible lending 
practices that led to our market collapse in 
2007-09. Today lenders are more cautious. The 
Consumer Financial Protection Bureau (CFPB) 
imposed “Ability to Pay” rules requiring lenders 
to determine a prospective borrower’s actual 
capacity to pay by examining a number of 
minimum standards. While some would debate 
whether home ownership is worthwhile, the 
alternative is to commit to pay rent to someone 
else forever. Since home ownership may be 
the biggest asset you will ever acquire, using 
your money to pay off your loan makes more 
sense than spending your money to pay off 
your landlord’s loan. Perhaps most significantly, 

interest rates remain at all-time lows, but the 
Fed is expected to increase rates next spring.

Are Short Sales and Foreclosures over?  Not 
at all. In fact, foreclosures have been on the rise 
since last summer as lenders seek to reduce their 
inventory of non-performing loans. Most upside 
down owners who cannot afford to continue 
paying will be better off pursuing a Short Sale 
to avoid the potential deficiency judgment and 
higher debt forgiveness tax liability. However, 
with the improving economy, lenders will be 
looking closely at the Hardship Application 
and the Net Worth Statement. While a property 
may be upside down financially, that does not 
mean that the debtor is financially upside down. 
Understanding the strategy to guide your choice 
will be more important than ever in 2015. 

The State of the Economy - whether we’re 
talking about real estate, business, or investing, 
the over-riding concern will be the health of 
our economy. It is clear that trouble abounds 
in Europe, the Middle East, Asia, and Africa. 
While we are physically remote from their issues, 
economically we are tightly connected. Many of 
our products and resources come from foreign 
sources and we depend upon a balance of 
trade of them buying our products as much as 
we buy theirs. The critical issue will remain the 
cost of being the world’s biggest policeman and 
whether our military demands will expand in 
2015 as seems likely. Here at home, companies 
have been holding onto cash and not expanding. 
Meanwhile, the stock market continues reaching 
new highs. Is this sustainable? No one knows 
for sure. There’s lots of talk about a possible 
substantial downward market correction, but 
with increasing jobs and a stabilizing economy 
here at home, the prognosis for 2015 is 
continued economic recovery here in the U.S. 
with increasing instability outside.
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E T H I C S  C O R N E R

Case #1-2:  
Honest Treatment of All Parties
(Originally Case #7-2. Revised May, 1988. Transferred to Article 1 November, 1994. Cross-reference Case #2-18.)

As the exclusive agent of Client A, REALTOR® 
B offered Client A’s house for sale, advertising 
it as being located near a bus stop. Prospect C, 
who explained that his daily schedule made it 
necessary for him to have a house near the bus 
stop, was shown Client A’s property, liked it, and 
made a deposit. Two days later, REALTOR® B read 
a notice that the bus line running near Client 
A’s house was being discontinued. He informed 
Prospect C of this, and Prospect C responded that 
he was no longer interested in Client A’s house 
since the availability of bus transportation was 
essential to him. REALTOR® B informed Client A 
and recommended that Prospect C’s deposit be 
returned.

Client A reluctantly complied with REALTOR® 
B’s recommendation, but then complained 
to the Board of REALTORS® that REALTOR® B 
had not faithfully protected and promoted his 
interests; that after Prospect C had expressed 
his willingness to buy, REALTOR® B should not 
have made a disclosure that killed the sale since 
the point actually was not of major importance. 
The new bus route, he showed, would put a stop 
within six blocks of the property.

In a hearing before a Hearing Panel of the 
Board’s Professional Standards Committee, 
REALTOR® B explained that in advertising Client 
A’s property, the fact that a bus stop was less than 
a block from the property had been prominently 
featured. He also made the point that Prospect 
C, in consulting with him, had emphasized that 
Prospect C’s physical disability necessitated a 
home near a bus stop. Thus, in his judgment, 
the change in bus routing materially changed 
the characteristics of the property in the eyes 
of the prospective buyer, and he felt under 
his obligation to give honest treatment to all 
parties in the transaction, that he should inform 
Prospect C, and that in so doing he was not 
violating his obligation to his client.

The Hearing Panel concluded that REALTOR® B 
had not violated Article 1, but had acted properly 
under both the spirit and the letter of the Code 
of Ethics. The panel noted that the decision to 
refund Prospect C’s deposit was made by the 
seller, Client A, even though the listing broker, 
REALTOR® B, had suggested that it was only fair 
due to the change in circumstances.

C O M M E R C I A L  R E A L  E S TAT E  C O R N E R

Have You Ever Wondered What It Takes To Transition 
to Commercial Real Estate?

Brian Leung, Vice President of the Investment Services Group 
at Colliers International, recently discussed the transition from 
residential to commercial on a brief 
podcast with C.A.R. You can hear the 
story of his beginnings in residential and 
how he has achieved success through 
specialization and maintaining a healthy 
work/life balance.

Click this link to jump to www.realtor.org 
for the audio. 

http://www.realtor.org/audio/transitioning-to-commercial-with-brian-leung-of-colliers-international#
http://www.colliers.com/brian.leung


Important Progress on Levee Protection for Sacramento
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REAL ESTATE FINANCE FORUM CHAIR
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Happy New Year! I am honored 
and excited to be the Chair of this 
year’s Real Estate Finance and 
Affiliate Forum. I want to thank 
Ron Greenwood for this wonderful 
opportunity and appointing me to 
this position.  My Vice-Chair this 
year will be Bob Bussey. Together 
we look forward to bringing timely 
and informational presentations to 
the SAR membership.

For those who may not know 
me or I have not had the pleasure 
of meeting yet, I am a Home 
Mortgage Consultant at Wells Fargo 
Home Mortgage and have been 
originating loans now for 13 years.  
My wife Andi and our 12-year-old 
son Nico have lived in Folsom since 
2007.  Andi owns a salon called 
Aqua fx now going on 11 years 
and Nico is a great little Pee Wee 
Football player having played for 
the Folsom Vista Junior Eagles since 
he was 6-years-old. 

With the New Year upon us many 
of you may be wondering what 
will happen in 2015 in the world 
of finance.  Will credit continue to 
get tighter or will we seem some 
easing on underwriting guidelines?  
With Qualified Residential 
Mortgage rules now in place along 
with Tapering and Quantitative 
Easing will rates increase?  Will 

there be any new products to help 
serve minorities, young buyers, and 
low-and-moderate-income earners?  
These are just some of the topics we 
will be discussing this year at the Real 
Estate Finance Forum meetings.

Right now we are already seeing 
a great new financing option from 
Fannie Mae where qualified first-
time homebuyers can put as little 
as 3% down on their purchase.  This 
will help expand access to credit 
for homebuyers who don’t have a 
large down payment and gives them 
an additional option other than 
FHA.  These loans will meet Fannie 
Mae’s usual eligibility requirements, 
including underwriting, income 
documentation and risk management 
standards. These loans will require 
private mortgage insurance or other 
risk sharing, as is required on purchase 
loans acquired by the company with 
greater than 80 percent LTV.  Freddie 
Mac will be offering this product in 
March and unlike Fannie Mae, Freddie 
Mac is not limiting its product to 
first-time homebuyers.

Please join us at the February 5th 
Real Estate Finance and Affiliate 
Forum meeting where I look forward 
to seeing old friends, making new 
acquaintances, and staying current 
on all things finance in this ever-
changing industry. 
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SAR’s Christmas CanTree
Celebrating its 32nd year, another incredible CanTree season 

harvested wonderful results for 2014. There was no shortage 
of generosity on the part of SAR Members. With donations 
still pouring in, we are happy to report that this year SAR has 
collected over $90,000 for the Salvation Army – matching the 
same number as last year.

For those who are unfamiliar with this program, the 
Christmas CanTree is a joint effort of the Sacramento 
Association of REALTORS® and The Salvation Army to collect 

monetary donations for Sacramento’s needy citizens. The 
“CanTree” aspect comes from SAR’s annual construction of a 
giant Christmas tree made of canned food. This monument 
was on display at the Sunrise Mall in Citrus Heights for the 
month of December, providing much appreciated exposure 
for the Salvation Army and the Christmas CanTree effort. 
This is just one of the many occasions where the SAR CanTree 
Committee shines. Congratulations to the committee and 
their efforts this year.

2014 CanTree Committee
Kathie Bell, Chair
Chris Clark, Vice Chair
Jodi Ash
Liz Baeza
Del Barbray
Matt Bascherini
Christina Baucum
Bobby Campbell
Amber Coppedge

Scott Edwards
Wendy Gonzalez
Gary Hancock
Glenn Harada
Barbara Harsch
Julie Hintz
Mahnaz Khazari
Chuck Manly
Tim McGuire

Bill McKnight
Bernard Mnichowicz
Sean Safholm
Susan Neal
Anthony Nunez
Jeff Slodowitz
Tim Weisbeck

2014 CanTree Donors
As a thank you to those who have whole-heartedly donated 

both time and money to this cause, SAR has compiled this list 
of top donors, comprised of both business and individual 

contributions. SAR and The Salvation Army thank you for your 
continued support.

Diamond Level - $10,000 & above

Lyon Real Estate ~ Fair Oaks
MetroList Services, Inc.
 
Platinum Level - $5,000-$9,999

Century 21 Select 
Prudential NorCal Realty
 
Gold Level - $1,000-$4,999

American Pacific Reverse 
Mortgage Group
Coastal Pacific Mortgage 
Dunnigan, REALTORS®
RE/MAX Gold Natomas
Women’s Council of REALTORS®
 

Silver Level - $500-$999

Chris Little
Garage Door Specialists 
Janet and Don Cran
Jim Hanson
Luci Htain
Tim Weisbeck
 
Bronze Level - up to $499

Alice Eng
Barbara Harsch
Cherry Creek Mortgage
iMortgage
Eva Garcia
Elk Grove Regional Meeting
Judy Schoer
Kellie Swayne
Paula Swayne
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A special thank you to our In-Kind Donors:
399 Exchange 
Alice Eng
Amber Coppedge
American Pacific Promotions 
April Young
Annette Davidson, Chipman
Anonymous
Anthony Nunez
Barabra Harsch
Bernie Mnichowicz
Big Valley Mortgage
Bill McKnight
BJs Restaurant 
Bobby Campbell
Bruce Werking
Café Vinoteca
Carl Olson
Casa Robles High School
Catalyst Mortgage
Century 21 Select
Cheesecake Factory 
Cherry Creek Mortgage
Chris Clark
Chris Little
Christina Baucum
Chrysta Fisher
Chuck Manly
Cooper Vineyard
Dave Tanner
David and Michelle Lehman
David Bolce
Farmers Insurance Group
David Boliard
Del Barbray
Des Lenz
Dickey’s BBQ Pit
Donald Thompson
Dunnigan, REALTORS®
Ed Anderson
Eva Garcia
Extreme Martial Arts Center
Florez Bar & Grill
Frank Garcia
Gary Hancock
Gina Bojko

Glenn Harada
Golden 1 Credit Union Home Loans
Guild Mortgage
Hair by Laina
Holly Renfro
iMortgage
InterWest Insurance Services, Inc. 
Izzy Devine
Jackson Catering
Jeff Raskins
Jeff Slodowitz
Jim Hanson
Jodi Ash
Johnny Garlic’s
Judy Schoer
Julie Hintz
Kathie Bell
Kelly Frazee
Kevin Nunn
Lance Gerlinger
Land Home Financial
Leatherby’s Family Creamery
Liz Baeza
Luci Htain
Lyon Real Estate Fair Oaks
MaDonna Williams
Mahnaz Khazari
Marian with Appearances
Mark Davidson
Marvelene Weyer
Matt Bascherini
MetroList Services, Inc.
Michael Pankow 
Mikuni Taro
MillerCoors 
MK Finance Co.
Mona Gergen
New Found Health
Noodles & Company 
North American Title
Nothing bundt Cakes
Opa! Opa!
Paula Swayne
Placer Insurance Agency
Property ID

Prudential NorCal Realty
Re/Max Gold Natomas 
Red Hawk Casino
Sacramento Exchange Group
Salon Maxx
Save Mart 
Scott Edwards
Sean Safholm
Socotra Capital
Stanley Real Estate & Investment 
Studio 28 Skin & Hair
Sue’s Wine Cellars
Susan Neal
Susan Neal and Kelly Frazee
Taste of Tuscany
Texas West Bar-B-Que
Tim & Mona Gergen
Tim McGuire
Tim Weisbeck
Tom Miller
Traci Bacchetti
Twin Termite Home Services
Two on a String
Umpqua Bank Home Lending
Various
Vickie Rosalli, State Farm
Vitek Mortgage
Women’s Council of REALTORS® 
Wendy Gonzalez
Wendy Sohl
Whitney Oaks
Zinfandel Grille
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T E C H  C O R N E R 

An 11-watt light bulb? 
Are you kidding?

If you’re mostly familiar with incandescent 
light bulbs (what we generally think of as just 
a light bulb), 11 watts wouldn’t constitute a 
good nightlight. It certainly would not be bright 
enough to read or work by.

With the new LED bulbs, however, we need to 
think in terms of lumens. 

A lumen is a measurement of light directly 
relevant to human beings. The lumen scale 
describes the amount of light, or brightness, that 
the human eye perceives. All modern light bulb 
packaging shows the number of lumens the bulb 
produces. An average 100-watt incandescent 
bulb, for example, produces about 1,600 lumens. 

A watt is a measurement of electrical power. 
A light bulb that is rated at, say, 200 watts uses 
more electricity to produce light than a bulb 
rated for 100 watts. The benefit, however, is 
that the 200-watt bulb produces significantly 
more light than the lower-rated bulb. The relative 
efficiency of different light bulbs can be gauged 
by comparing how many lumens they produce 
for every watt of electrical power.  Approximately 
90% of the energy consumed by an incandescent 
bulb is emitted as heat, a huge waste of energy 
and your dollars. 

LEDs that are bright enough to replace 
incandescent bulbs for household use – that 
is, producing the same number of lumens as 
standard 40- or 60-watt bulbs – typically only 
use 9 to 12 watts. The U.S. Department of Energy 
advises that consumers who want to replace 
a 60-watt bulb should look for an LED that 
produces close to 800 lumens. 

New technologies like LED and CFL bulbs use 
far less energy to generate the same amount of 
light. LED bulbs save more energy than CFLs, and 
last up to 20 years. 

The SAR Retail Center has a wide selection of LED 
and CFL lights.  LEDs now come in more-attractive 
designs that mimic standard light bulbs.  The 
Retail Center prices are extremely competitive, 
thanks to special pricing from SMUD. Just don’t 
worry that you won’t get enough light with an 

11-watt LED bulb.  It will produce 800 lumens of 
brightness and use one-fourth the energy of a 60 
watt incandescent bulb.  It will also last up to 25 
times longer. 

Here are the primary lighting technologies now 
used in homes: 

Incandescent. This is the original light bulb 
technology; it didn’t change much for 100 years. 
Electric current passes through a thin metal 
filament, creating light. Unfortunately, most of 
the energy consumed is wasted as heat. The 
federal government is currently phasing out 
incandescent bulbs. 

Halogen. Halogen bulbs are a form of 
incandescent lighting. They do use less energy 
than standard incandescent bulbs. However, 
compact fluorescent lights are nearly three-times 
more efficient than halogen. 

Compact Fluorescent Lamps (CFLs). CFLs 
are fluorescent lamps designed to fit into light 
fixtures formerly used for incandescent lamps. 
Compared to general-service incandescent 
lamps emitting the same amount of visible light, 
CFLs use one-fifth to one-third the electricity, 
and last much longer. CFLs may cost more than 
incandescent, but they typically save over five 
times their purchase price in electricity costs over 
their lifespan. 

Light Emitting Diodes (LEDs) are the newest 
technology to be introduced on a broad scale 
for residential lighting. LEDs offer significant 
advantages over incandescent light sources, 
including lower energy consumption, longer 
lifetime, physical robustness, smaller size, and 
faster on-off switching. LEDs tend to be more 
expensive to purchase.

You can view the LED energy saving in a colorful 
add found elsewhere in this issue. Don’t forget 
to stop by the SAR Retail Center and check out 
all the LED choices available – all at special SAR 
Member pricing. 

Sources: New York State Energy Research and Development 
Authority and San Francisco Chronicle
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Here’s a bright idea:

  

 

Cost Savings of LED vs Incandescent 

Save Hundreds of Dollars using an LED Bulb

*

The average life span of an LED (light emi ng diode)
is roughly 25,000 hours - that’s over 22 years*! Watch
the savings add up when compared to other ligh ng 
op ons below:

The average life span of an LED (light emi ng diode)
is roughly 25,000 hours - that’s over 22 years*! Watch
the savings add up when compared to other ligh ng 
op ons below:

Find us at: 
2003 Howe Ave
Sacramento, 95825
916-437-1222
www.realtysupplycenter.com

Data Source: www.leds-news.blogspot.com     

http://www.realtysupplycenter.com
http://www.leds-news.blogspot.com
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Y P N  C O R N E R  

The Young Professional’s Network’s 
Annual Gala was a smashing success!

Our red carpet guests had a glamorous 
night, between enjoying the VIP Lounge, the 
photobooth, and awaiting the raffle prizes. 
The grand prize was a limited Bumgarner print 
donated and signed by local artist Michael Tate.  

A big thanks to our Platinum sponsor Golden 1 
Credit Union for their generous support.  
We couldn’t have had such a successful event without 
our other wonderful sponsors and donors:

Bloombooth Photo Booths
Blue Water Credit
Chase
Citibank
Coastal Pacific Mortgage
CORT Furniture
Cutco Closing Gifts
DJ Rico Rivera
First American
Home Smart
Hoppy Brewing
Intrinsic Insurance
Lagunitas
Landhome Financial
Law Office of Peter G. Macaluso
Masters Club
Metrolist
MGIC
Neighbors Financial
Paramount Equity
Pipeline Wizard
Property ID
RE/MAX Gold
Red Feather Photography
Sean Safholm
Socotra Capital
Standard Russian Vodka
Summit Funding
Yolo Brewing

The Gala was a triumphant event, ending with 
$8,000 in donations to the beloved CanTree.  That 
is double the amount received last year. Thank 
you for all of your contributions, we couldn’t have 
made it a success without you! 

YPN appreciates your support this year, and 
would love to have you join us on facebook. 

http://www.facebook.com/SARYPN
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PURCHASE WITH 
UP TO 95% FINANCING.1
No Private Mortgage Insurance (PMI) Required
Up to 30-year fixed-rate options2

Benefit from 150 years of hands-on professional service

Loans subject to credit and collateral approval. Financing available for collateral located in CA, OR, or WA. Restrictions may apply. Terms and conditions subject to change.
IMPORTANT INFORMATION ABOUT THE ECONOMIC OPPORTUNITY MORTGAGE LOAN:
1 You may be eligible for the EOM program if you meet one of the following requirements:  A) Your property is located within a designated census tract; or B) Your annual household income falls below these Area Median Income levels for the county where the

property is located:  •  Less than or equal to 120% of the Area Median Income for all California counties and certain High Cost counties in Oregon and Washington; or • Less than 80% of the Area Median Income for the non-High Cost counties in Oregon and
Washington. On purchase transactions and no-cash-out refinances, 95% financing is available on single-family residences (excluding manufactured homes), PUDs, and condominiums; 90% financing is available on manufactured homes and 2-unit properties; and
80% financing is available on 3-4 unit properties. On cash-out refinances, 80% financing is available on 1-2 unit properties, and 75% financing is available on 3-4 unit properties. Property must be owner-ooccupied.

2 This is a fixed-rate loan with fixed monthly principal and interest payments for 30 years. Loan amounts available on 1-unit properties up to $500,000 for purchase transactions. In certain high-cost counties in CA and WA higher loan amounts may be available.
Ask your Union Bank mortgage consultant for details. Minimum credit score requirements apply for loans over 90% LTV. Mortgage insurance is not required. Rates may fluctuate daily. Loan pricing can only be locked through a Union Bank mortgage consultant.
The interest rate in this payment example is based on a variety of assumptions and conditions. The following payment example is for illustrative purposes only and assumes a purchase transaction of an owner-occupied single-family residence with a 5% down
payment. Example: For a $285,000 30-year Economic Opportunity Mortgage loan, the monthly principal and interest payments for 360 months would be $1,529.94 based on an interest rate of 5.000% (5.065% APR) (effective 12/15/2014). Payment amount
does not include homeowner’s insurance or property taxes, which must be paid in addition to the monthly principal and interest payment. Please contact your Union Bank mortgage consultant to obtain current rate and loan terms.

©2014 MUFG Union Bank, N.A.   All rights reserved. Member FDIC. Equal Housing Lender. Union Bank is a registered trademark and brand name of MUFG Union Bank, N.A.

Roberta Young
Mortgage Consultant
NMLS ID #247874
916-870-6232
roberta.young@uionbank.com
unionbank.com/ryoung

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

mailto:roberta.young@uionbank.com
mailto:naz.batta@uionbank.com
http://www.unionbank.com/ryoung
http://www.unionbank.com/nbatta
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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

January 13 9:00 – 11:00am  How to Avoid 
Litigation Against 
Real Estate Agents

$25 •	 The 10 Most Frequent Claims against Real Estate Agents
•	 The 14 Things You Should Do to Avoid a Claim
•	 The 6 Things you Must Do if you Receive a Claim
•	 The 10 Major Steps in the Anatomy of a Legal Dispute

Time will be provided at the end of each Section for Q&A A detailed 
handout will be provided at the completion of the Class

Steve Beede, BPE 
Law Group

January 14 9:00am – 1:00pm SAR’s Residential 
Purchase 
Agreement (RPA) - 
Update

$25 •	 How to use the new RPA without costing your clients a bundle
•	 How to use the new RPA without jeopardizing the transaction
•	 How to use the new RPA without jeopardizing your license

David Tanner, 
esq. 

January 14 - 15 9:00am – 4:00pm Seniors Real Estate 
Specialist® (SRES®) 
Designation 
(12 Hours CE)

$245 
PDF/
Digital 
Materials 

$260 
Printed 
Materials

Topics Include:
•	 Identify the power of generational demographics
•	 Develop and maintain marketing skills
•	 Counsel local seniors rather than selling the family home
•	 Use team-building skills with other SRES® professionals
•	 Understand the implications of tax laws, probate and estate planning
•	 Create a unique marketing opportunity separating you from the 

competition

Sandee 
Schumann 

January 21 - 23 8:30am – 4:30pm Accredited Staging 
Professional® 
Designation 
(14 Hours CE)

2-day 
$295

3-day 
$1,795

14 Clock Hours of CA Continuing Education

Earn your Accredited Staging Professional® Designation - Become an ASP 
Home Stager.
•    Learn how to communicate with sellers so they say “yes” to having their 

home staged

ASP Training 
Team Member

 
All classes listed above are held at SAR's Mack Powell Auditorium. To register online, visit 
ims.sacrealtor.org. Questions - contact Brian DeLisi or call 916.437.1210. (Please contact 
us for non-Member pricing) Prices listed reflect early-bird fees.
Cancellation policy: if you cannot attend a seminar for which you have registered, you 
may send a substitute. You will receive a full refund when cancelling 48 hours in advance. 
If you cancel less than 48 hours in advance, your registration fee will be forfeited

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

All costs listed are based on early bird SAR Member fees.

Join the Pirates of the 
SAR-IBBEAN at the 

2015 CrabFest!
Date/Time: Saturday, February 21st | 5:30 - 10:30pm
Location: Citrus Heights Community Center 
		        (6300 Fountain Square Dr., Citrus Heights)
Cost: $50/person | Registration Deadline: February 13th

Please see flyer for more information or register online by 
visiting ims.sacrealtor.org or contact Lilly at 437-1212.

Sponsorship opportunities are also available.

http://ims.sacrealtor.org
http://www.sacrealtor.org/documents/events/2015_crabfest_flyer.pdf
http://ims.sacrealtor.org
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F E B R U A R Y  C A L E N D A R  O F  E V E N T S
          

Monday Tuesday Wednesday Thursday Friday

	 2 3 4 5 6Real Estate Finance & 
Affiliate Forum (EC)

9:00 – 10:30am
CanTree Committee (B)

10:30am –12noon
Legal Lunch – Commercial 

RE (EC)
11:00am –1:00pm

Internship Committee (B)
12noon - 1:30pm

New Member Orientation (B)
9:00am –12:30pm

Tax Strategies for the RE 
Pro (EC)

9:30am –12noon

SAR Intern Class (B)
2:00 – 4:30pm

Office Closed 
7:30 – 8:30am

Educational Roundtables 
(EC)

8:00am – 1:00pm

MetroList Mobile Workshop  
(T)

9:00 – 11:30am

MetroList Auto-Prospecting 
Workshop  (T)
1:00 – 3:30pm

Main Meeting (EC)
9:00 – 10:30am

Charity Research 
Committee  (L)
10:30 – 11:30am

Volunteer Coordinating 
Committee  (B)
10:30 – 11:30am

131211109

RPA Presentation (EC)
9:00am – 1:00pm

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

Marketing/Communications 
Committee (B)

2:30 – 4:00pm

Regional Meetings 
(Various)

Visit www.sarcaravans.org

Property Management 
Class (EC)

9:00am – 12:15pm
MPI Luncheon (EC)
11:00am – 2:00pm

NARPM Seminar (EC)
9:00am - 1:00pm

IREM/SAR Commercial Lunch & 
Learn (EC)

11:30am - 1:30pm

New Member Orientation (B)
1:00 – 4:30pm

Educational Course (EC)
9:00am – 12noon 

Masters Club (B)
9:30am – 11:00am

Equal Opportunity Committee 
(B)

11:30am – 1:00pm 

Pro Standards Training (EC)
12:30 – 4:00pm

RE Boot (EC)
8:00am – 5:00pm

Commercial Mentoring 
Group (P)

9:30 – 11:30am 

CalSAE (B)
11:30am – 1:30pm

Commercial Roundtables (B)
2:00 – 4:00pm

2019181716
Regional Meetings (Various)
Visit www.sarcaravans.org

Fund. of Trans. Coord. (EC)
9:00am – 2:30pm

Scholarship Fundraising 
Committee (B)
1:00 – 2:00pm

SAR Charitable Found. BOD
(B) 2:30 – 4:00pm

SAR Closed – President’s Day

Transaction Talk Workshop (EC)
9:00am – 12noon

SAR Intern Class (B)
2:00 – 4:30pm 

New Member Orientation (B)
6:00 – 9:30pm

Educational Course (EC)
9:00am – 1:00pm

YPN Advisory Committee  (B) 
10:00 - 11:00am 

WCR Luncheon  (EC) 
11:00am – 2:00pm

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

2726252423

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

MetroList Workshop I (T)
9:00am – 12noon

MetroList Workshop II  (T)
1:00 – 4:00pm

Educational Course (EC)
9:00am – 12noon

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

YPN Mixer (Offsite)
5:30 - 7:30pm

Broker/Manager Forum (B)
9:30 – 10:30am

Regional Meetings 
(Various)

Visit www.sarcaravans.org

Property Mgmt Class (EC)
9:00am – 12:15pm

AREAA Seminar (EC)
10:00am – 2:30pm

Housing Opportunity 
Committee (B)

10:30am – 12noon

*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.

Calendar Information
(EC) Mack Powell Event Center  

(B) Board Room, 2nd Floor
(T) Training Room, 2nd Floor  

(U) Upstairs

** closed meeting
*Various locations – Call for details

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

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

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

At Provident, we have the knowledge that comes with experience  
to help your buyers find the home loan that is right for them.

Choose Provident Bank Mortgage as your direct lender and you get the strength of an FDIC-insured, federally-
chartered bank, with the benefits of working with a local lender. Our loans are originated, underwritten and funded 
locally, and we maintain our own appraiser panel, with an emphasis on local appraisers in each market area. 

Find out why California 
Realtors® have relied on 
Provident Bank Mortgage 
for more than 50 years!

©2014 Provident Bank. All rights reserved.  M05 4113 0614

ROSEVILLE
2988 Douglas Boulevard

Suite 105
(916) 746-2500 

ELK GROVE 
9245 Laguna Springs  Drive

Suite 130
(916) 896-1402

www.PBMRetail.com 

The REALTOR® community is generous, but often 
times SAR is so busy doing good things in the 
community we do not take time to look back at the 
good work we have done.  SAR is an integral part 
of the Sacramento community, and is recognized 
for the significant positive impact the Association 
and its volunteers make in the region in so many 
different ways.  The Sacramento Association of 
REALTORS® Charitable Foundation and Scholarship 
Foundation donated over $300,000 to local 
charities and causes in 2013 and 2014.

In 2014 the Sacramento Association of REALTORS® 
gave over $164,000 to numerous different 
causes, including $90,000 to the Salvation Army 
through our Christmas CanTree program.  The SAR 
Scholarship Foundation Trust gave over $41,000 in 
college scholarships to local students.  REALTORS® 
also gave $33,000 to other non-profits including 
Rebuilding Together Sacramento, St. John’s Shelter 
for Women, and Wind Youth Services, among 
other causes.  The REALTOR’s® impact on the 
community goes beyond the money donated.  Our 
volunteers spend countless hours serving food 
at the Sacramento Food Bank , interviewing and 

selecting students for scholarships and planning 
and executing fundraisers for CanTree.

In 2013, SAR once again gave $90,000 to the 
Salvation Army. Local college bound students 
received $43,000 from the SAR Scholarship 
Foundation Trust.  Other charities who benefitted 
from SAR’s generosity were Family Promise, Mustard 
Seed School, and the River City Food Bank.

“As REALTORS® we sell the Sacramento community 
and lifestyle.  At SAR we believe a big part of this 
means giving back to our community and different 
charitable organizations.  I’m always impressed how 
a non-profit itself, SAR, can pull together volunteers 
excited and passionate about different charitable 
causes and work together to make such a profound 
difference in our community.  This aspect of the 
Sacramento Association of REALTORS® makes me so 
proud to be a Member and a REALTOR®” said Paula 
Swayne, 2014 SAR President. 

2015 is sure to be another wonderful year full 
of charitable giving in all different capacities from 
the volunteers at the Sacramento Association of 
REALTORS®. 

Generosity of the REALTOR® Community

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

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

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

At Provident, we have the knowledge that comes with experience  
to help your buyers find the home loan that is right for them.

Choose Provident Bank Mortgage as your direct lender and you get the strength of an FDIC-insured, federally-
chartered bank, with the benefits of working with a local lender. Our loans are originated, underwritten and funded 
locally, and we maintain our own appraiser panel, with an emphasis on local appraisers in each market area. 

Find out why California 
Realtors® have relied on 
Provident Bank Mortgage 
for more than 50 years!

©2014 Provident Bank. All rights reserved.  M05 4113 0614

ROSEVILLE
2988 Douglas Boulevard

Suite 105
(916) 746-2500 

ELK GROVE 
9245 Laguna Springs  Drive

Suite 130
(916) 896-1402

www.PBMRetail.com 

Sales volume drops 21.4% to 1,081 single 
family home sales, down from 1,375 in October. 
This is down 6.1% from the 1,151 homes sold 
November 2013. Month-to-month since July, 
sales have decreased 1,548 – 1,428 – 1,396 – 
1,375 – 1,081, respectively. This marks a 30.1% 
drop from July. Equity sales remain strong, 
accounting for 88.5% of all sales (957 units). 
Making up the remainder are 67 Short Sales 
(6.2%) and 57 REO sales (5.3%). For the month, 
REO sales decreased 13.1%, short sales increased 
3.3% and conventional sales increased .6%.

Of the 1,081 sales this month, 183 used cash 
financing, 507 used conventional (mortgage-
backed) financing, 271 used FHA (Federal 
Housing Administration), 84 used VA (Veteran’s 
Affairs) and 36 used Other* types of financing. 
The average DOM (days on market) for homes 
sold this month was 38, while the Median DOM 
was 25. These numbers represent the days 
between the initial listing of the home as “active” 
and the day it goes “pending.” Breaking down 
the Days On Market, there were 616 listings 
that sold between 1 – 30 days, 239 listings that 
sold between 31 – 60 days, 107 between 61 – 
90 days, 63 between 91 – 120 days and 56 sold 

after being on the market for over 120 days. 
See graphic of sales volume from July 2012 to 
present below.

The month-to-month median sales price 
decreased 2.6% from $272,000 to $265,000. The 
current level is 8.2% above the $245,000 median 
sales price of November 2013. The current figure 
is up 65.6% from the January 2012 low of 
$160,000. When compared to the all-time high 
($392,750/Aug. ’08), the current figure is down 
32.5%.

Active Listing Inventory in Sacramento County 
also decreased for the month, down 12.6% to 
3,002 (from 3,434 listings). Compared year-to-
year, the current number is up (36.6%) from 
the 2,197 units of November 2013. The months 
of inventory, however, ticked up 12% to 2.8 
months. 

A complete summary of the Sacramento County 
housing statistics, including condominium 
sales, a full zip code report and sales by type of 
financing, is available on SAR’s statistics page.

*Other financing includes 1031 exchange, 
CalVet, Farm Home Loan, Owner Financing, 
Contract of Sale or any combination of one or 
more.



M L S  S TAT I S T I C S

November  2014 

SINGLE FAMILY HOME RESALES 
Monthly Statistics Current Month % of   

Total 
Sales

Last Month Change % of   
Total 
Sales

Last Year % of   Total 
Sales

Change

Listings Published this Month  1,332 1,936 ‐31.2% 1,417 ‐6.0%
Active Listing Inventory † 3,002 3,434 ‐12.6% 2,197 36.6%
   Active Short Sale (included above) 161 177 ‐9.0% 198 ‐18.7%
Pending Short Lender Approval 310 333 ‐6.9% 580 ‐46.6%
Pending Sales This Month 960 1,124 ‐14.6% 908 5.7%
Number of REO Sales 57 5.3% 84 ‐32.1% 6.1% 51 4.4% 11.8%
Number of Short Sales 67 6.2% 83 ‐19.3% 6.0% 127 11.0% ‐47.2%
Equity Sales** 957 88.5% 1,208 ‐20.8% 87.9% 973 84.5% ‐1.6%
Total Number of Closed Escrows 1,081 100% 1,375 ‐21.4% 100% 1,151 100.0% ‐6.1%
Months Inventory Mo 2.8 Months  2.8 2.5 Months  3 12.0% Months 1.9 Months 1.9 47.4%
Dollar Value of Closed Escrows $317,306,470 $412,522,833 ‐23.1% $322,544,195 ‐1.6%
Median $265,000 $272,000 ‐2.6% $245,000 8.2%
Mean $289,778 $298,281 ‐2.9% $280,230 3.4%

Year‐to‐Date Statistics 01/01/14 to 11/30/14 01/01/14 to 11/30/14 1/1/2013
SAR monthly data, compiled MetroList YTD data 11/30/2013 Change

Number of Closed Escrows 14,469 14,896 15,735 ‐8.0%
Dollar Value of Closed Escrows $4,277,834,705 15550 $4,384,858,309 $4,160,355,221 2.8%
Median $267,263 ######## $267,263 $236,000 13.2%
Mean $294,365 $294,365 $263,236 11.8%$4,595,141,175

$0
 † includes: Active, Active Release Clause, Active Short Sale, Active Short Sale Contingent, Active Court Approval and Active Court Contingent listings

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

MLS STATISTICS for November 2014
Data for Sacramento County and the City of West Sacramento

 ** Owner Equity Sales, previously identified as Conventional Sales, represents all sales other than short sales or lender owned properties. The name has been changed to avoid confusion with sales involving 
conventional financing for the new buyer
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Type of Financing

(Single Family Home only) # of % of # of % of # of Current  Last 4 Last 12
Financing Method Units Total Units Total Units Month Months Months
Cash 183 16.9% 256 18.6% 616 57.0% 61.2% 63.5%

Conventional 507 46.9% 654 47.6% 239 22.1% 20.5% 18.6%

FHA 271 25.1% 312 22.7% 107 9.9% 9.4% 9.1%

VA 84 7.8% 89 6.5% 63 5.8% 4.7% 4.2%

Other † 36 3.3% 64 4.7% 44 4.1% 3.1% 3.3%
Total 1,081 100.0% 1,375 100.0% 12 1.1% 1.1% 1.2%

1,081 100.0% 100.0% 100.0%
 * half‐plex, 2‐on‐1, mobile home

Previous Month LENGTH OF TIME ON MARKET

Median DOM:
Average DOM: 38

$173.0

61 ‐ 90

25

Current Month

31 ‐ 60

 (SFR & Condo)

% of Total

Total

121 ‐ 180

 † includes: cal vet, contract of sale, crea�ve, farm home loan, owner 
financing.

                                                  MLS STATISTICS for November 2014
                  Data for Sacramento County and the City of West Sacramento

BREAKDOWN OF SALES BY PRICE  Type of Financing/Days on Market

91 ‐ 120

  Days on Market 

181+

0 ‐ 30

Average Price/Square Foot:

This representation is based in whole or in part on data supplied by MetroList. MetroList does not guarantee, nor is it in any way responsible for, its accuracy. Data maintained by MetroList does 
not reflect all  real estate activity in the market. All information provided is deemed reliable, but it is not guaranteed and should be independently verified. For the most current statistical 

information, visit www.sacrealtor.org/public‐affairs/statistics.html.

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

http://www.sacrealtor.org/public%E2%80%90affairs/statistics.html
http://www.sacrealtor.org


BRUCE MILLS
BRE # 01100901

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

brucemills@bmrealtor.com

www.mmproperties.com

Free “Nuts & Bolts” Property Management 
Class for all of your clients! Learn from 35 
years of experience to reduce stress and keep 
a more consistent cash flow. Check Website 
for yearly calendar for monthly Classes.

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

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

What people are saying about M&M Properties!
“Your good services have bolstered me into purchasing another property in Sacramento!”

REALTORS®!
We are expanding into 

Placer County and looking for 

motivated tech-savvy 

property managers

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

John Schenkenberger
BRE #0 1481301
3 years with M&M
Sacramento 95826, 95827, Rancho Cordova
Cell: 916-708-2065
john@mmproperties.com
 

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

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

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

Penny Jarrett
BRE #0 0899113
6 years with M&M
Carmichael, Sacramento 95864, 95825
Cell: 916-709-5930
pennyjarrett@comcast.net
 
Jan Windsor,  Senior Property Manager
BRE # 00904367
26 years with M&M
Carmichael, Fair Oaks, Sacramento 95864, 95825
Cell: 916-320-8408
jan.windsor@att.com
 

 Phillip Sparks
BRE # 01125907
7 years with M&M
Laguna, Elk Grove, Sacramento 95823
Cell: 916-752-2086
papropertymanager@gmail.com

Jeff Huang
BRE # 01882324
Speaks Chinese
Folsom, El Dorado Hills, 
Granite Bay, Cameron Park
Cell: 510-461-7283
jeffrents@gmail.com
 
Teri Chikami
BRE # 01296754
Sacramento 95814, 95816, 95819
95822, West Sacramento 95831
Cell: 916-949-5171
teri9884@att.net

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

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

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

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

Affiliated Company: 

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

Our sister management company, 
Association Management Concepts 
(AMC),1401 El Camino, Ste. 200, Sac 
Ca 95815,  916-565-8080. Specializes 
in managing homeowner associations 
throughout the Sacramento Region. 
Established in 1985. Brad Higgins, is the 
president. Feel free to contact him regard-
ing any issues about HOAs.(managing 
homeowner associations does not require 
a real estate license)
 Brad Higgins, President
Since 1990
Folsom, El Dorado County
Cell: 916-3337-5893
brad@assocmc.com

Scott Bland
7 years with AMC
Handles Sacramento Association
South of HWY 80 to Elk Grove
916-565-8080 ext.322
 Barbara Lemaster
20 years with AMC
North East of Sacramento, Placer County
916-565-8080 ext.128
 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
 
Accounting Department: Mary Cullen, 
Gretchen Burrill
Administrative Support: Cecia Dailey
Maintenance Division: Rolando Cuevas
 
Receptionist for M&M and AMC Olivia G.
Customer services: Lindsey Aker
 

Serving the Sacramento Region since 1979. 

“Absolutely a five star rating! I’m impressed with your professionalism and promptness! 
When problems happen, I know that you will handle them in a timely fashion with 
knowledge based solutions. I totally trust all aspects of your management.”

Your selected local Property Manager will be your single POINT OF CONTACT 
regarding all matters, starting with showing the property, signing the 

Lease, coordinating maintenance and maximizing your income.

mailto:brucemills@bmrealtor.com
http://www.mmproperties.com
http://www.mmproperties.com
mailto:phil@mmproperties.com
mailto:elalexander@sbcglobal.net
mailto:rcabral4@msn.com
mailto:grdahdouh@yahoo.com
mailto:cathyg@mmproperties.com
mailto:jim@mmproperties.com
mailto:E_Kramer@comcast.net
mailto:john@mmproperties.com
mailto:barbl@mmproperties.com
mailto:jimeitzen@mmproperties.com
mailto:susierents@gmail.com
mailto:joecabo@yahoo.com
mailto:reneanegri@aol.com
mailto:wesrtch@gmail.com
mailto:cathystratton@bmrealtor.com
mailto:pennyjarrett@comcast.net
mailto:jan.windsor@att.com
mailto:papropertymanager@gmail.com
mailto:jeffrents@gmail.com
mailto:teri9884@att.net
mailto:anna@mmproperties.com
mailto:karen@goodmangals.com
mailto:cheryl@goodmangals.com
mailto:dave@AppleAssetsAndPropertyManager.com
mailto:brad@assocmc.com


25

P O L I T I C A L  A C T I O N  C O M M I T T E E

REALTOR® Action FUN!

I received my SAR dues bill recently 
via email just like you, and as Chair of 
the Political Action Committee, I wanted 
to provide some quick info on how the 
REALTOR® Action Fund is worth saying 
“yes” to. I know that the additional 
$148 to RAF saves us money in the 
long run because this money is used 
to help keep point-of-sale requirements 
out of real estate in the Sacramento 
region, preserve the mortgage interest 
deduction for homeowners, and avoid 
other onerous regulations, like trying to 
withhold a portion of your commissions 
at close of escrow.

If this sounds like I am being an alarmist, 
please consider this: the real estate 
industry, and our ability to do business 
as we currently do is under attack by 
national, state, and local governments 
every year and this will only get worse 
as government budget deficits at all 
levels of government increase, and as 
jurisdictions work to implement the 
newly required greening.

The California State Legislature nearly 
passed a bill this year that would have 
created a new type of lien on personal 
property. Thanks to REALTORS® and the 
RAF, we were successful in stopping 
this legislation! It would have allowed 
an employee to place a lien on their 
employer’s personal property simply 
because that employee claimed they 
were owed wages. No proof that wages 
were actually owed was required, and 
the lien went on the employer’s own 
personal property. This legislation was 
defeated due to REALTOR® involvement 
in the political process.

Your contribution to the RAF of $148 
will help us fight another large unknown 
in state policy known as a service tax, 
which would have an incredible impact on 
our business. In California everyone pays 
sales tax, but some legislators believe 
this should be expanded to services. 
This would include title and escrow, 
pest inspections, home inspections; the 
list goes on and on.  This would add 
thousands of dollars to transactions for 

our clients, and I hope you agree with me 
that this one is worth fighting.

Tree proponents are pursuing a 
measure that would require a permit to 
remove, plant, or prune trees in the City of 
Sacramento.  SAR is working on behalf of 
REALTORS® and private property owners 
to ensure this extreme measure does 
not go into effect. Other jurisdictions in 
the Sacramento region are considering 
a drafted ordinance that would require 
well and septic inspections at the point-
of-sale. 

The National Association of 
REALTORS® was influential in getting 
legislation passed that fixed unintended 
consequences that caused flood 
insurance rates to unexpectedly 
increase by thousands of dollars for 
many homeowners in the United States, 
including many in the Sacramento Region. 
The new legislation creates a floor and a 
ceiling for future rate increases, which 
will provide predictability to families 
budgeting for their future.  

Please don’t sit back and think that 
someone else will pay to fight the crazy 
legislation that comes up every year. I’m 
hoping that the above list of issues that 
we’ve been fighting for you, shows that 
we need you to pay the $148 “True Cost 
of Doing Business” as a smart investment 
for your business. Money in the REALTOR® 
Action Fund is used to work on issues 
that would have a terrible effect on our 
ability to do business and gives you a 
better return on investment than “Just 
Sold” cards! RAF money works to get 
the right people into office who support 
private property rights, and have similar 
views as we do on defeating point of 
sale, maintaining the current mortgage 
interest deduction, and opposing 
independent contractor withholding.  

I know that many of my REALTOR® 
friends “get it” and understand that just 
because the $148 isn’t mandated like 
union dues, it is still required. I am proud 
to invest in the REALTOR® Action Fund 
every year, and I hope you will join me. 
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WEICHERT REALTORS® GALSTER GROUP

It has truly been an honor.
I have now served on the Masters Club 

Steering Committee for seven years. I have 
valued this time as a learning experience, 
an opportunity to build relationships as 
well as an occasion to give my time to 
praiseworthy events. 

Have you seen our new logo? Our logo 
is now surrounded with the words “Top 
Producers Giving Back”! The change was 
made to remind our REALTOR® community 
and to let the consumer know that we 
do much more than collect plaques, we 
actively participate in the betterment of 
Sacramento.

There are many great groups at SAR but 
none with a 40+ year history of doing so 
much. 

Masters Club helps to coach and educate 
all REALTORS® with our Educational 
Roundtables, raise money for needy 
charities with our Golf Tournament, award 

those monies at our Annual Breakfast with 
a community leader as our guest speaker, 
socialize with our peers with our cocktail 
parties and of course celebrate success 
with our annual awards luncheon.  

As the current Past President, soon I 
must say goodbye to a committee that 
I have enjoyed so much for so long. I 
sincerely thank you all for the opportunity 
to participate. As we move on and set our 
sights on new opportunities to serve, this 
opens the door for you to join the best 
committee at SAR.

I hope you will consider coming to 
our events and giving your time to their 
success. When you do, I know that you, 
too, will find it an honor to be part of such 
a great organization. 

Remember you can submit your 2014 
Masters Club application now. Don’t wait 
for the deadline on Friday, February 6, 
2015.

Marketing

successfully
represent

sellers

Technology

Friday, February 6, 2015
9:00am – 1:00pm
SAR Mack Powell Event Center
$15 before Feb. 6;  $20 at the door
Includes lunch

Hosted by SAR Masters Club
Open to all SAR Members

Attend this highly informative and stimulating program hosted by the SAR Masters Club. 
Take away exciting new ideas that you can apply immediately to your business. Arrive on 
time so you can hear the keynote address trends you can expect from the real estate 
market in 2015. You will also have an opportunity to attend three out of the four breakout 
sessions. The program closes with a lively panel discussion and lunch.  Be sure to join us 
for this once yearly educational event.  

SAR ANNUAL EDUCATIONAL ROUNDTABLES

     A G E N D A
9:00 - 9:30am        Keynote Speaker
9:30am - 12noon    Roundtables
12noon - 1:00pm Top Producer Panel 
 Lunch

S P O N S O R S H I P S

successfully
represent

buyers
Want to get your name in front of Top Producers, and up-and-coming Top Producers?
Contact Mindy, to secure your sponsorship today!



   
   
   
   
  

1-800-917-9000 • golden1homeloans.com

SM

Stronger
Together

Federally insured by NCUA. Equal Housing Opportunity.

http://www.golden1homeloans.com
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What is your job title and what are your job 
duties? 

Director of Facilities and Retail Operations. I have 
helped develop a superb Retail Center and all the 
affinity programs to benefit SAR’s Members. I also 
manage the SAR building – from the installation 
of our water coolers, to upgrading the restrooms, 
to minor repairs. I’m always seeking new ways to 
save costs. Next year we’ll see a huge savings in 
our electric bills through an upgrade to led lights 
inside and out. In addition, all offices will have 
occupancy sensors. 

What did you do before coming to SAR?

I retired for a short time and before that I 
managed retail stores, multi-million dollar 
operations. I served as store manager, district 
manager and California Sales Manager. 

You have been with SAR for a decade. Why 
have you’ve chosen to stay at SAR for this 
length of time?

I love working with REALTORS® and finding ways 
to make their jobs easier. 

Are there any new things in the works for the 
retail center?

We have had an on-line store since 2008 and have 
received orders from all but five states. The brick 
and mortar store is great, but we’d like to expand 
our online presence and ship merchandise to every 
state, every day. We want the RealtySupplyCenter.
com to comprise 30% of all our store sales.

How long have you lived in the Sacramento 
area? Where have you lived before?

I was born and raised in Sacramento. Working in 
retail, we moved a lot. From Fresno to Bakersfield 
to Los Angeles to Long Beach to Tacoma, WA 

to Federal Way, WA. Then we came back to 
Sacramento, went to Modesto, Orangevale, 
and now I live in the Pocket. My wife and I are 
done moving. We happily live one mile from the 
grandkids. 

What do you like/dislike about Sacramento?

I was born and raised in Sacramento. All of my 
family lives here. Because family is my number one 
priority, I love Sacramento.

What are your hobbies or other activities?

Boating and snow skiing. 

Have you watched any good movies lately?

Jobs – It’s a fascinating film and very interesting 
look at how Steve Jobs bucked the system.

Any favorite vacation spots?

Soda Springs and the Sacramento Delta.

Are you a fan of social media? Why or why 
not?

No. It takes up too much time in my opinion, and 
I like to visit with people in person.

Do you have a favorite restaurant in 
Sacramento?

Español Restaurant.

What would people be surprised to learn 
about you?   

In my 20s I used to love to drag boats. We had an 
18-foot Sanger with an L 88 (454 corvette 4 bold 
main motor) Bassett headers, Vertex Mag, and 
two 660 double pumper carburetors setting on a 
dual tunnel ram, 650 horse power.  I drove about 
104mph in the quarter mile.

We now have a “family” boat that is an 18-foot 
turnkey regal ski boat, and it is much safer.
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New Designated REALTORS®
Deborah Quinten
Creative Surroundings Real Estate

Darrell Roberts
Darrell Roberts

Hiroko Sugitani
Hiroko Sugitani, Broker

George Warren
Warren Land Co.

New Affiliate Members
Brandy Rayburn
Brandy Rayburn

Kevin Seva
Hi-Tech Mortgage Inc.

Charles Wood
Brite Ideas Home Staging

November 2014

N E W  S A R  M E M B E R S
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New REALTOR® Members
Burklene Abramyan
Lyon RE Natomas

Waiel Ahmed
Keller Williams Realty Elk Grove

Loay Al Kayssi
Paramount Realty Services, Inc

Michelle Baker
Lyon RE Fair Oaks

Djunaedi Basuki
Realty World-One Source

Erik Batres
Grobecker Real Estate

James Busch
Coldwell Banker-Res R E Srv

Mary Chiang
E.H. Realty & Investment

Yelena Dean
Coldwell Banker-Res R E Srv

Martha Dupont
Lyon RE Folsom

Tammy Ewing
Keller Williams Realty So. Placer

Virgil Flores
Town and Country Real Estate

Elisha Grow
Grow Properties

Ricardo Gutierrez
Angel Lynn Realty

Carmen Haneffant
McMahon Phillips Real Estate

Vanessa Junge
Lyon RE Downtown

Michael Mack
Lyon RE Folsom

Kristen McDonell
Miller Real Estate

Jenna Meyerstein
Palmer Real Estate

Sherry Mostoufi
Palmer Real Estate

John Mudgett
Turton Commercial Real Estate

Felicia Nevin
Keller Williams Rlty Fair Oaks/
Sacramento

Aleksandr Polishchuchenko
Keller Williams Realty

Juana Qian
Lyon RE Land Park

Felipe Robledo
Coldwell Banker-Res R E Srv

Partow Sabeteian
California Regency Realty

Bozorgmehr Sepehr
Keller Williams Realty Folsom

Justin Sorba
Charming Real Estate

Irina Soyarkov
Keller Williams Realty So. Placer

Laurie Stiles-Sisneroz
Esquire Real Estate Services

Karen Swain
Keller Williams Realty So. Placer

Drake Ussery
Keller Williams Rlty Fair Oaks/
Sacramento

Victoria Van Der Veen
Keller Williams Realty Natomas

Jared White
Keller Williams Realty Folsom

Jinfeng Zhao
Win Win Realty Services Inc

Darko Zivkovic
Keller Williams Rlty Fair Oaks/
Sacramento



Kathie Bell
Judy Black
Preston Collier
Sue Galster
Rosanna Garcia
Barbara Lebrecht
Anthony Nunez
Chip O’Neill
Deniece Ross-Francom
Douglas Dransfield
Erin Stumpf
Kellie Swayne
Judy Covington
Linda Wood
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SAR Staff
Feel free to call us direct.

Dave Tanner - 916.216.1941
Chief Executive Officer
Caylyn Brown – 916.437.1227
Government Affairs Director
Brian DeLisi – 916.437-1210
Education Services Coordinator
Lyndsey Harank – 916.437.1226
Director of Professional Standards & Administration
Deborah Grinnell – 916.437.1209
Director of Marketing and Events
Chris Ly – 916.437.1204
Chief Operating Officer
Liliya Mishchuk – 916.437.1212
Meetings & Events Manager
Mindy Scheibler – 916.437.1220
Meetings & Events Coordinator
Tony Vicari – 916.437.1205
Communications Manager
Judy Wegener – 916.437.1207
Director of Communications and Education
Irene Ruan – 916.437.1203
Staff Accountant
Patricia Ano - 916.437.1220
Member Concierge
Spencer Williams - 916 437-1225
IT Manager

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

Ron Greenwood	  
President 	

Ed Anderson
President-Elect

Franco Garcia	
Secretary/Treasurer 	

Paula Swayne
Immediate Past President

2015 SAR
Board of Directors

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

Directors

SAR Member Services
MetroList Administrative Center
Nancy Manly – 916.437.1217
Director of Member Services
Hunter Krueger – 916.437.1221
Services Specialist
Robin Mayer – 916.437.1216
Services Specialist
Denise Stone – 916.437.1219
Services Specialist
Amelia Warrington – 916.437.1218
Services Specialist

SAR Retail Center
Carl Carlson – 916.437.1223
Director of Facilities and Retail Operations

Marcus Arroyo - 916.437.1222
Retail Services Specialist

Tyler Dahm - 916.437.1222
Retail Services Specialist
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Foley at 800-628-6983 or visit our website at www.foleypub.com.

Foley Publications, Inc. is proud to partner with the Sacramento Association of REALTORS®.   
Together we provide a professional, monthly e-magazine for the Association’s membership.

2003 Howe Avenue, Sacramento, CA 95825
(916) 922-7711
Fax (916) 922-1221 or Fax (916) 922-3904

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

Carol Cunha - 916-437-1208
Commercial Division Director
Jaclyn Mamuzich - 916-437-1229
Web Designer & Developer
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