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For advertising informaion, please contact Craig Foley or 
Ned Foley at 800-628-6983 orvisit our website at:
www.foleypub.com.

Upcoming SAR Meetings & Forums
Upcoming SAR Meetings & Events

February 
Public Issues Forum
Date: Friday, February 19th Time: 9:30 – 10:30am
Location: SAR Boardroom
Speaker:  Darren Suen, Department of Water Resources
Topic:  Sacramento Flood Control

 
Broker/Manager Forum
Date: Friday, February 26th Time: 9:30 – 10:30am
Location: SAR Boardroom
Speaker: Ben Van der Meer, Sacramento Business Journal
Topic: New Sacramento Development & Construction

March
SAR Main Meeting
Date: Tuesday, March 1st   Time: 9:00 – 10:30am
Location: Mack Powell Event Center
Speaker:  TBD
Topic: TBD
 
Public Issues Forum
Date: Friday, March 18th  Time: 9:30 – 10:30am
Location: SAR Boardroom
Speaker: Sacramento County Assessor Kathy Kelleher and Assistant 
Assessor Christina Manley
Topic: Sacramento Assessment Issues

Broker/Manager Forum
Date: Friday, April 1st   Time: 9:30 – 10:30am
Location: SAR Boardroom
Speaker:   Bill Miller, MetroList Vice President
Topic: MLS Updates/Developments

April

http://www.foleypub.com


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

Ray Gin
NMLS# 246802
Loan Officer

916.207.6332

Matt Miller
NMLS# 332535
Loan Officer - Sacramento

916-548-9278

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

2033 Howe Avenue, Suite 110
Sacramento, CA 95825

Jerry Hernandez
NMLS# 545489
Hablo Espanol
Loan Officer

916.549.2694

http://www.masonmcduffie.com
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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
2016 PRESIDENT

“The future belongs to those who believe in the beauty 
of their dreams.” Eleanor Roosevelt

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. 10012015. 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!®

Be the One – It’s Your Time to Shine

Every enterprise begins with a dream.  In January, I challenged you to 
take some time to consider what you want for yourself, your business, 
your family and your leisure time in 2016.   I also touched on what steps 
you need to put in place to make it happen.

“A Goal is a Dream with a Deadline.” Napoleon Hill

One of the best ways to keep your dreams at the top of your mind 
is create a vision or goal board.  A vision board is a collage of images, 
pictures, and affirmations of your dreams, goals and things that make 
you happy.  It can also be called a dream board, treasure map or vision 
map.  Creating a vision board will help you stay focused and motivated 
to reach your goals by reminding you of the “why” behind your 
activities.  Attach the images and text to a poster board and display it in 
a prominent location that you will see every day.

There are many websites that offer online services to create vision 
boards that you can save to your computer desktop.  Try searching for 
“goal board” or “vision board”.

“If you don’t know where you are going, you’ll end up 
someplace else.”  Yogi Berra

Every person who has risen above the average has always had a 
plan to achieve their goals.  Goals provide focus and direction towards 
accomplishing your dream.  Goal setting not only allows you to take 
control of your life’s direction, but it also provides you with a benchmark 
for determining whether you are actually succeeding.  Your goals 
should be written down…specific, measurable, attainable, relevant and 
time bound. 

“Arriving at one goal is the starting point to another.”    
John Dewey

SAR is here for you…“Your Success is Our Success.”  Let me encourage 
you to take advantage of the many classes and programs that SAR has 
available for your growth and knowledge.



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. 10012015. 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.
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http://www.imortgage.com/find-a-branch/california/roseville-branch
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 INCREASE YOUR SALES AND CLOSING RATIOS 

BY OVER 30% IN 2016 WITH TRIO 
YOU KNOW THE PROBLEM
The average mortgage denial rate is over 
30%. This means disappointed customers, 
no sale, and no commission.

TRIO LEASE TO OWN FINANCING
Trio is a residential financing program that 
works like a car lease, but for single-family 
homes. Your buyers receive a one to five 
year lease financing option for newly built 
homes (five years or younger).

Increase your sales to first time 
homebuyers, Millennials, and those still 
impacted by the recession.

For over 14 years Trio has provided lease 
financing services transitioning families 
into owners.

GO TO WWW.THINKTRIO.COM/CLOSEMORE FOR FINANCING SOLUTIONS

Y P N  C O R N E R  

Stay connected and follow us at:

SARYPN @SAR_YPN www.sacrealtor.org/ypn

YPN Monthly Mixer
SAR’s Young Professionals Network 

(YPN) meets for their monthly mixer 
on the 4th Thursday of every month 
at 5:30pm. They rotate to a new, hip 
location each month and always offer 
a great opportunity to network and 
meet new colleagues. In January, the 
group met at the Midtown hotspot 
BARWEST and enjoyed delicious 
appetizers and sumptuous beverages. 
If you’ve never attended a YPN mixer 
before – consider yourself invited 
to the next one! It will be Thursday, 
February 25th at Vanguard (1415 L St.) 
from 5:30 – 7:30pm.

http://www.sacrealtor.org/ypn
http://www.facebook.com/SARYPN
http://www.instagram.com/sar_ypn
http://www.thinktrio.com/closemore
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Every year the National Association of REALTORS® Professional Standards 
Committee looks at the Code of Ethics and related documents to see if any changes 
are needed to reflect the current state of the industry.  If any changes are made, 
they become effective the following January 1.  There were a few changes made 
during 2015 that are now in effect.

Standard of Practice 12-5 was reworded to clarify that in social media, where 
room to disclose the broker may not be available, the requirement can be satisfied 
if the electronic message contains a link to the required information.

The Code of Ethics and Arbitration Manual was amended to emphasize the 
importance of Alternative Dispute Resolution such as Mediation.  Among other 
things, it requires the Presiding Officer of a Hearing Panel to announce at the start of 
a hearing that the opportunity still exists to resolve the matter through mediation.

If a party is found in violation of the Code, in addition to the traditional sanctions 
that may be imposed, the Panel may also order the party to cease or refrain 
from continuing the unethical conduct and to specify additional sanctions to be 
automatically imposed if the party violates the cease and refrain order within the 
designated period of up to three years.

If a party determined to owe money after an arbitration hearing fails to pay the 
award within the period specified, the prevailing party can request a show cause 
hearing before the Directors to determine if there is a valid reason the award has 
not been paid.  At that time the Directors may suspend the member, impose a 
payment schedule or take no action as they deem appropriate.  This is in addition 
to the option of judicial enforcement available to the prevailing party.

To be timely filed within the 180 days stated in the Manual, the complaint must be 
complete in all regards and must have all required payments paid before that date.

If you are found in violation of the Code and the sanctions imposed qualify the 
Respondent for publication on the C.A.R. member website, the publication shall be 
removed three years after the date of first publication.



St. Patrick’s Day
Luncheon & Silent Auction 

Wednesday, March 16, 2016 
11:00am - 2:00pm (lunch served at 11:30am)

SAR Mack Powell Event Center
2003 Howe Avenue, Sacramento

Cost: $20 if paid by Mar. 15, $25 at the Door
For questions or tickets: Call Chip O’Neill at 916.341.7834

fax registration form to 447.3611

A traditional menu of corned beef, cabbage with all the fixings along with 
Irish soda bread, and cloverleaf cookies make this luncheon one you don’t want to miss. 

Enjoy good food and the opportunity to network with friends and colleagues while 
supporting the SAR Scholarship Fund.

Benef i t ing SAR Scholarship Program
Hosted by Coldwell Banker Sierra Oaks & Sac Metro

Help support the scholastic pursuits of deserving students 

NAME COMPANY

ADDRESS

EMAIL

CITY

PHONE

R E G I S T R A T I O N  F O R M  -  St. Patty’s Day Party

ACCOUNT NAME ACCOUNT NUMBER

SIGNATURE EXPIRATION DATE                                                                  SECURITY CODE

METHOD OF PAYMENT:            VISA             MC             AMEX           DISCOVER   CHECK (payable to SAR Scholarship Fund               CASH      )                              AMOUNT ENCLOSED    $

The SAR Scholarship Foundation Trust is a 501(c)(3) organization with tax ID number 94-6129111. 
Your sponsorship/donation is tax deductible. For details, please consult a tax professional.

DONATE
Silent Auction Prizes

call Chip O’Neill
916.341.7834



1-866-4UMPQUA (1-866-486-7782)   umpquabank.com   Member FDIC   Equal Housing Lender    NMLS #401867

Jeffery Stevens
Branch Manager 
NMLS 274488 
CALL  916-563-1763

Adam Cone
Home Loan Officer 
NMLS 1023160 
CALL  916-606-5466

Lynn Pini
Branch Manager 
NMLS 500711 
CALL  916-774-3952

David Osborn
Sales Manager 
NMLS 708652 
CALL  916-563-1756

Frank Huck
Sales Manager 
NMLS 459457 
CALL  916-677-0619

Dana Krause
Home Loan Officer 
NMLS 915966 
CALL  916-397-8739

Kelly Green
Home Loan Officer 
NMLS 916687 
CALL  916-939-3003

Kevin Nunn
Home Loan Officer 
NMLS 305826 
CALL  916-563-1028

Matt Schimmel
Home Loan Officer 
NMLS 502301 
CALL  530-332-2898

Dennis Shimosaka
Home Loan Officer 
NMLS 247791 
CALL  916-915-7955

Pat Driver
Home Loan Officer 
NMLS 234001 
CALL  209-257-5450

Manjit Dhillon
Home Loan Officer 
NMLS 700483 
CALL  530-790-2174

Valerie Dreher
Home Loan Officer 
NMLS 252974 
CALL  916-563-1762

Vicki Fenner
Home Loan Officer 
NMLS 501200 
CALL  916-517-5308

Sasha Tkacheff
Home Loan Officer 
NMLS 876673 
CALL  916-862-0195

Tom Johnston
Home Loan Officer 
NMLS 1321633 
CALL  916-790-5718

Tom Pifer
Home Loan Officer 
NMLS 500655 
CALL  916-300-0769

GOOD NEIGHBORS  
MAKE GREAT LENDERS

•  Conforming / Non-Conforming
•  Fixed and adjustable rate (ARMs)
•  FHA / VA 
•  USDA Rural Housing 
•  First-Time Homebuyer Programs
•  State Bond Programs

•  Manufactured Home Programs
•   HomeReady™ Mortgage  

(Fannie Mae)1

•   Home Possible® Mortgage 
(Freddie Mac)2

•  203(k) Standard / 203(k) Limited

•  Jumbo / Portfolio
•  Physician Advantage Loan
•  Investment Loan Programs3

•  Residential Custom Construction
•   HomeStyle® Renovation Mortgage  

(Fannie Mae)4

Loan programs include:

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

Contact your friendly, local Sacramento home loan officer today.

home lending

1 HomeReady is a trademark of Fannie Mae. 2 Home Possible is a registered trademark of Freddie Mac. 3 Investment loan programs available for up to ten properties. 
4 HomeStyle is a registered trademark of Fannie Mae.

Loan products subject to credit approval. Other terms, conditions, restrictions & fees may apply. 

FLY-TEAM   1/16   HLD16Q1.17.18LO

http://www.umpquabank.com/jstevens
http://www.umpquabank.com/lpini
http://www.umpquabank.com/fxhuck
http://www.umpquabank.com/acone
http://www.umpquabank.com/dshimosaka
http://www.umpquabank.com/kgreen
http://www.umpquabank.com/knunn
http://www.umpquabank.com/mschimmel
http://www.umpquabank.com/pdriver
http://www.umpquabank.com/tpifer
http://www.umpquabank.com/vfenner
http://www.umpquabank.com/vdreher
http://www.umpquabank.com/dosborn
http://www.umpquabank.com/dkrause
http://www.umpquabank.com/mdhillon
http://www.umpquabank.com/stkacheff
http://www.umpquabank.com/tjohnston
http://www.umpquabank.com


10

L E G A L  U P D AT E
A
TT
O
R
N
EY

 S
TE

V
E 

BE
ED

E

SETTING AND ACHIEVING YOUR GOALS
Goal Accomplished: December 18th, the Debt Forgiveness Tax Relief 

was extended for 2015 and 2016. Government often gets lost in conflicting 
goals, but somehow, some important goals get achieved. We, too, face similar 
challenges in setting and achieving our goals in our businesses and in our lives. 
Here are some of the ideas I use in my professional and personal life to set goals 
and achieve them:

For your Business - Do a SWOT Analysis.

Almost every year, all of us at BPE Law sit down and analyze: 1) our Strengths; 
2) our Weaknesses; 3) our Opportunities; and 4) our Threats. This SWOT 
Analysis is used to determine how we’re doing and what we can do better. We 
then prioritize the results into goals and designate action items to get them 
accomplished. One of the most valuable parts of this process is finding out who 
is really engaged in growing the business and learning ideas and concerns that 
you may have never thought about.  Although I founded our firm over 20 years 
ago, I can trace most, if not all, of our growth to the lessons learned and the 
goals set and achieved through using the SWOT Analysis and to the new leaders 
of our company who have emerged through the process. 

For your Personal Life - Make a Bucket List

In 1996, my wife Ann brought a form back from a Joe Stumpf seminar. It was 
entitled “100 Things I want to do Before I Die.”  We’d never thought of doing 
this before and we’d never heard of the term “Bucket List.” So, we sat down 
separately and each listed those things which we wanted to do. Incredibly, we 
both picked raft the Colorado River as our #42 (we still haven’t done it).  As we 
shared these goals, we both realized that this could be a guide for building a 
wonderful life and helping each other achieve our dreams.  And so it has been.  
Towards the end of each year, we evaluate what we’ve accomplished and check 
them off the list... such as paragliding in the Alps, playing golf at St. Andrews, 
and playing with our grandchildren.  Then, over a glass of wine, we map out 
our goals for the coming year.  2016 includes going to Australia, going deep sea 
fishing, mountain biking down Northstar, and, of course, rafting the Colorado. 

Make your Goals SMART

If you’re like most people, when you get excited about something it’s natural 
to set high expectations and lots of goals.  Achieving them can be something 
else.  The best goals, however, meet five criterion; they are: 1) Specific; 2) 
Measurable; 3) Achievable; 4) Realistic; and 5) Time Bound. For example, if 
you’re 60 years old, setting a goal to walk on the Moon may not be SMART, but 
walking the Pacific Crest Trail might be doable.

Perhaps the best advice I have ever received on accomplishing your goals 
is this: “Make a Decision, the rest is just logistics.”  By setting a goal and 
deciding to achieve it, you will add excitement, vibrancy, and success to your 
business and to your life.

Steve Beede can be reached at sjbeede@bpelaw.com or by calling our office 
at (916) 966-2260.

mailto:sjbeede@bpelaw.com
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E T H I C S  C O R N E R

Article 1 

(Originally Case #7-6. Revised May, 1988. Transferred to Article 1 November, 1994.)

Case #1-5: Promotion of Client’s Interests

When representing a buyer, seller, landlord, tenant, or other client as an agent, REALTORS® pledge 
themselves to protect and promote the interests of their client. This obligation to the client is primary, 
but it does not relieve REALTORS® of their obligation to treat all parties honestly. When serving a 
buyer, seller, landlord, tenant or other party in a non-agency capacity, REALTORS® remain obligated 
to treat all parties honestly. (Amended 1/01)

Client A gave an exclusive listing on a house to REALTOR® B, stating that he thought $132,500 
would be a fair price for the property. REALTOR® B agreed and the house was listed at that price in 
a 90-day listing contract. REALTOR® B advertised the house without response, showing it to a few 
prospective buyers who lost interest when they learned the price. In a sales meeting in his office, 
REALTOR® B discussed the property, advised his associates that it appeared to be overpriced, and 
that advertising and showing of the property had proved to be a waste of time and money.

After six weeks had gone by without a word from REALTOR® B, Client A called REALTOR® B’s office 
without identifying himself, described the property, and asked if the firm was still offering it for 
sale. The response he received from one of REALTOR® B’s nonmember associates was: “We still have 
the house listed, but there is little interest in it because, in our opinion, it is overpriced and not as 
attractive a value as other property we can show you.”

Client A wrote to the Board of REALTOR® complaining of REALTOR® B’s action, charging failure to 
promote and protect the client’s interest by REALTOR® B’s failure to advise the client of his judgment 
that the price agreed upon in the listing contract was excessive, and by REALTOR® B’s failure to 
actively seek a buyer.

In a hearing on the complaint before a Hearing Panel of the Board’s Professional Standards 
Committee, REALTOR® B’s response was that Client A had emphatically insisted that he wanted 
$132,500 for the property; that by advertising and showing the property he had made a diligent 
effort to attract a buyer at that price; that in receiving almost no response to this effort he was 
obliged to conclude that the house would not sell at the listed price; that in view of the client’s 
attitude at the time of listing, he felt it would be useless to attempt to get Client A’s 
agreement to lower the listed price; and that he had instructed his staff not to 
actively market the property at that price.

The Hearing Panel concluded that REALTOR® B was in violation 
of Article 1; that he had been unfaithful in his obligations 
in not advising his client of his conclusion that the 
property was overpriced, based on the response 
to his initial sales efforts; and in withholding 
his best efforts to bring about a sale of 
the property in the interests of his 
client.
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BY CAYLYN WRIGHT
GOVERNMENT AFFAIRS DIRECTOR

G O V E R N M E N T  W AT C H

Darrell Steinberg for Mayor

The Sacramento Association of REALTORS® 
was the first organization to endorse Darrell 
Steinberg when he ran for City Council 24 years 
ago and the Association is now endorsing his 
race for Mayor of Sacramento.  Former Pro Tem of 
the California State Senate, Mr. Steinberg would 
bring a wealth of experience and knowledge to 
the City of Sacramento.

Senator Steinberg has deep roots in  
Sacramento; he and his wife purchased their 
first home in Tahoe Park and started their family 
there.  When Tahoe Park started having gang 
issues, the neighborhood organized, forming 
the Tahoe Park Neighborhood Association, and 
elected Darrell as their first President.  Later, he 
was encouraged to run for City Council, where 
SAR provided his first endorsement.  He later 
ran for State Assembly and then State Senate, 
becoming the first Sacramentan to serve as 
President Pro Tem in over 125 years. 

Senator Steinberg was influential in keeping 
the Kings in Sacramento.  He authored reform 
to the California Environmental Quality Act 
that allowed the arena to be fast-tracked and 
ultimately keep the Kings where they belong 

in Sacramento.  Golden One Center, which 
will house the Kings and many other events 
downtown, will prove to be an economic driver 
for our region and will help the transformation 
of our downtown by providing many new civic 
amenities. This project will benefit not just 
residents of the City of Sacramento, but the 
entire Sacramento Region.

The City of Sacramento is on the brink of 
transformation and has seen so many positive 
changes in recent years thanks to the leadership 
of current Mayor Kevin Johnson, the Sacramento 
City Council, and Sacramento City Manager John 
Shirey.  The downtown area is transforming.  
The City has a comprehensive housing policy 
for the first time in recent memory which 
provides for market rate, workforce, and rapid 
rehousing.  All of these are integrally important 
to ensuring Sacramento residents young and old 
are provided safe housing options.

The Sacramento Association of REALTORS® feels 
strongly that Darrell Steinberg is the candidate 
most capable of continuing to move the city in 
this transformative positive direction.



S A R  E V E N T S
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2016 Home & 
Landscape Expo

If SAR’s booth at the Home & 
Landscape Expo was set up outside, 
it may have been visible from space. 
The gleaming LEDs that adorned the 
booth gave attendees a real-world 
perspective on just how bright the 
new generation of LED products are. 
Led by SAR Realty Store Manager Carl 
Carlson and a few other dedicated SAR 
staff, volunteers were key to providing 
critical information to consumers not 
only on LED lighting products, but 
more importantly, the benefits of using 
a REALTOR® for their real estate needs. 
SAR would like to say THANK YOU to the 
volunteers who consistently go above 
and beyond! See all photos from the 
Expo on SAR’s Facebook page.

https://www.facebook.com/media/set/?set=a.10153702401496747.1073741913.124893601746&type=3
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2 0 1 6  I N S TA L L AT I O N

2016 Officers & Directors Installation Luncheon

Colleagues, friends and family filled the ballroom at the beautiful Northridge Country Club to 
honor the passing of the gavel from 2015 SAR President Ron Greenwood to 2016 President Ed 
Anderson. Ed’s theme for 2016, Be The One, encourages REALTORS® to take charge and be the one 
who makes a difference in the way they do business. This event also served as the installation of 
SAR’s Leadership and honored many with special achievement awards. It was truly a memorable 
event for all who attended.

Congratulations on your achievements!

2016 Officers
	 2016 President

Ed Anderson

2016 President Elect
Franco Garcia 

2016 Secretary/Treasurer
Linda Wood 

Immediate Past President
Ron Greenwood

2016 SAR Board of Directors
Jodi Ash
Del Barbray
Kathie Bell
Judy Black
Tom DiGiacomo
Robert Doucet
Douglas Dransfield
Sue Galster
Rosanna Garcia
Barbara Lebrecht
Anthony Nunez
Chip O’Neill
Deniece Ross-Francom
Erin Stumpf 
Kellie Swayne

2015 Awards
Political Involvement: 

•	Barbara Lebrecht
•	Deniece Ross-Francom
•	Kellie Swayne

Educational Excellence: 
•	Ryan Lundquist
•	Bob Thomas
•	Sam Yee

Civic Affairs:  
•	Chip O’Neill
•	Luis Sumpter
•	Stephen T. Webb

Local Association Activities: 
•	Jodi Ash
•	Del Barbray
•	Amber Coppedge

State Association Activities:
•	Judy Covington
•	Leigh Rutledge
•	Tracey Saizan

National Association 
Activities:

•	Leigh Rutledge 
President’s Award: 
•	Deniece Ross-Francom

Rising Star Award: 
•	Maurice Thomas

Lifetime Service Award:
•	Clay Sigg

Affiliate of the Year Award:
•	Anthony Nunez

REALTOR® of the Year Award:
•	Kellie Swayne

Click here to view the 
Facebook Installation album.

https://www.facebook.com/media/set/?set=a.10153701179026747.1073741912.124893601746&type=3
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1. How long have you been a 
Member of SAR?

I have been a member of SAR since 
1998.

2. What did you do before becoming 
a REALTOR®?

I owned an Independent Legal Service 
company.

3. What do you like best about being 
a part of the real estate industry?

I enjoy meeting and connecting with 
so many different people. I enjoy being a 
part of one of the biggest decisions in the 
lives of others. It is great to see the happy 
smile of a first-time home buyer when I 
hand them the key to their new home or 
a seller moving to the next phase of their 
life or an investor that has purchased 
their first investment property.

4. How have you adjusted to all the 
changes to the real estate industry in 
the past several years?

I think I have adjusted pretty well. 
When I first started, all the contracts had 
to have wet signatures and accepting 
documents via fax was brand new. Now, 
with all the new technology, I find I’m 
able to get tasks completed much faster.

5. What advice would you give 
someone who is interested in 
becoming a REALTOR®?

I would advise individuals to come 
into the industry with the mindset that 
this is a serious career and there is more 
to becoming a successful REALTOR® 
than just showing houses. It is a big 
ethical and legal responsibility. It’s very 
important that individuals coming into 
the industry understand the importance 
of continuous education.
6. What are some ways you have 
gotten involved in SAR?

I am currently the Vice-Chair for the 
Internship Committee.

7. What are the benefits of 
participating on an SAR committee?

I feel I’m able to give back to the 
community. By being a part of the 
Internship Committee, I feel that I’m able 
to help individuals understand and step 
into this wonderful world of real estate 
and become a great REALTOR® with the 
help of the mentoring program.

8. Why do you feel it is important for 
SAR to have an internship program?

The internship program allows 
individuals to experience true real estate, 
to understand what it actually takes to 
become a REALTOR®. Interns get to be 
a part of the behind-the-scenes action 
and experience all the hard work and 
dedication it requires to represent a real 
estate transaction. When the students 
are taking their college courses, they are 
preparing and learning how to pass the 
state exam. Once the state exams are 
passed and their licenses are in hand, 
the true world of real estate begins.

9. What’s a good movie you’ve seen 
recently? What did you like about it?

Creed - The movie showed that with 
dedication and hard work anything you 
set your mind to can be accomplished.

10. Do you have a favorite saying or 
expression?

“It Is More Blessed To Give Than To 
Receive.”

11. What is your favorite vacation 
spot?

Jamaica

12. What would people be surprised 
to learn about you?

I love to serve people, I love to see 
people happy. I do feel in my heart of 
hearts I am truly more blessed when 
I give than when I receive. I created 
a charity three years ago called “An 
Open Hand with An Open Heart” to 
collect sleeping bags for the homeless 
for Loaves and Fishes.
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Call | 800.628.6983
Surf | www.foleypub.com

Email | ned@foleypub.com

AFFILIATES:
Don’t miss this opportunity to improve 
your position and exposure to the 
Sacramento Area REALTORS®.

INTERESTED IN ADVERTISING?
Foley Publications, Inc. is proud to partner with the 
Sacramento Association of REALTORS®.

Together we prodice a professional, monthly e-magazine for 
the Association’s membership.

TARGETED & COST EFFECTIVE

S A R ’ S  S C H O L A R S H I P

Scholarship Applications are being 
accepted until March 31

SAR is now accepting completed scholarship applications from:

1.	Sacramento high school seniors with a GPA of 3.7 or higher

2.	High school seniors related to an SAR member with a GPA of 3.7 or higher living in CA 

The application form must be fully completed and received at the SAR office by 
the deadline of 4:30 p.m. on Thursday, March 31, 2016. 
Applications are now available online

Printed copies are available at SAR. Interviews will be in May. Awards 
are presented at the June 7th Main Meeting. For more info, contact 
Nichol (437-1220) or visit scholarship webpage.

http://www.foleypub.com
mailto:ned@foleypub.com
https://www.sacrealtor.org/documents/scholarship/2016_scholarship_app.pdf
mailto:nperez@sacrealtor.org
https://www.sacrealtor.org/about-us/sar-scholarship-fund
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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

JFebruary 5  9:00 - 2:00pm Educational 
Roundtables – 
Hosted by SAR 
Masters Club

$15 •	 Fast moving One Day Live Class
•	 Comprehensive Course Outline
•	 Official State Glossary
•	 Audio Download

Various Local 
Real Estate 
Professionals

February 13  7:30am – 5:00pm Duane Gomer – 
One Day RE Exam 
Prep

$160 •	 Fast moving One Day Live Class
•	 Comprehensive Course Outline
•	 Official State Glossary
•	 Audio Download

Duane Gomer 
Company 
Representative

February 23  1:00 – 4:00pm Duane Gomer – 
45-Hour License 
Renewal

$75   
(CD pricing) 
$85  
(text book 
pricing)

•	 Meets BRE requirements for 45-hours renewals
•	 Includes agency, ethics, trust funds, fair housing, risk management, 

consumer protection
•	 Instructions for exams will be given at seminar
•	 Please note: all testing will be done online

Duane Gomer 
Company 
Representative

February 25    12noon  - 1:30pm 

(Lunch & Learn 
Format)

Feng Shui Basics – 
Lunch & Learn

$15 
(by 2/23)
$20  
(after 2/23)

•	 Basic Principles and practical tips to use at home and work
•	 Learn about energy flow basics and ways to enhance it
•	 Learn how to identify and use positions of strength
•	 Learn how to use some of the basic Feng Shui cures

Mary Mieth

February 26  12noon  - 1:30pm

(Lunch & Learn 
Format)

The Offer is In: 
Selling Real 
Estate in a 
Conservatorships 
as well as Probates

$15  
(by 2/24) 
$20 
(after 2/24)

•	 Breaking down the sale from start to finish
•	 Understanding the roles of the probate attorney, executor and/or 

conservator
•	 When the judge/courts must be involved
•	 Realities of beneficiary interference or conservatee involvement

Tracy Potts, Esq. 
Founder, Legacy 
Law Group

March 3  9:00am – 2:30pm The Fundamentals 
of Transaction 
Coordination

$100 •	 Learn how the RPA lays the foundation for the transaction
•	 Understand how, when and why you use different disclosures
•	 Identify what paperwork is required from each party
•	 Discover how the escrow and lending process work together to close the 

transaction 

Wendi Molina

March 4  9:00am – 12:30pm Transaction 
Coordination 
2 – Beyond the 
Contract

$85 •	 Become more efficient and effective in your daily work flow
•	 Discover the attributes required to be a successful Transaction 

Coordinator
•	 Set boundaries with agents
•	 Feel more confident running your own Transaction Coordination business

Wendi Molina

March 9  12noon – 1:30pm Complex Deals: 
What You Don’t 
Know Will Hurt You

$20 
(by 2/29)

•	 Mixed Use & Scrambled Eggs - Who Pays the Electric Bill?
•	 The Residential to Commercial Conversion - Little House on the Prairie 

and the Disclosure Forms
•	 Layering - Ground Lease, Ground Sublease, and Space Lease
•	 Integrated Projects w/Multiple Developers and Owners - the Development 

Agreement, the REA, and the Lenders

David Durrett

March 10  9:00am – 12noon How to Think Like 
an Appraiser

$25 
(by 3/8) 
$35 
(after 3/8)

•	 What to say and not to say to appraisers
•	 What type of information to share with appraiser
•	 How to see properties like an appraiser does
•	 How to pull comps like an appraiser

Ryan Lundquist

March 22 9:00am – 5:00pm How to List and 
Sell Commercial/
Investment 
Property – 1 Day 
Course

$49
(by 3/18)

•	 How to calculate Cap Rates, Gross Rent Multiplier (G.R.M’s) & set up sheets 
•	 Terminology and tips for communicating with Investors and other C.I. 

Brokers 
•	 How to calculate return on Investment (R.O.I.) vacancy, expense factors 
•	 How to analyze and determine value using the income approach

Michael Simpson

March 29 10:00 – 11:30am Setting Goals 
and Making them 
Happen

$35
(by 3/25)
$45
(after 3/25)

•	 What are goals, where do they come from, and why it’s important to have 
them

•	 How to create powerful, SMART goals
•	 Seven different goal categories with examples in each category
•	 A seven step process for setting and achieving your goals

Brad Warren

March 29 1:00 – 2:30pm Lead Generation 
through Marketing 
and Networking

$35
(by 3/25)
$45
(after 3/25)

•	 You will learn at least 10 different ways to effectively lead    generate
•	 5-step planning process to guarantee that lead generation gets put into 

your planner and then accomplished
•	 You’ll create a 30-day action plan for generating more leads   including 

accountability

Brad Warren

 

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.

http://ims.sacrealtor.org


19

M A R C H  C A L E N D A R  O F  E V E N T S
          

Monday Tuesday Wednesday Thursday Friday

	 1 2 3 4

31302928

Real Estate Finance & 
Affiliate Forum (EC - E)

9:00 – 10:30am
Fundamentals of 

Transaction Coordination 
(EC - W)

9:00am – 2:30pm

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

Commercial RE Lunch & Learn (EC)
12noon - 1:30pm

SAR Office Closed
7:30 – 8:30am

Transaction Coordination 2 – 
Beyond Thunderdome

(EC)
9:00am – 12:30pm

Main Meeting (EC)
9:00 - 10:30am

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

SAR CanTree Committee (B) 
10:30am – 12noon 

1110987

MetroList – Course I (T)
9:00 – 12noon

WCR Board Meeting (B)
12noon – 1:30pm

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

Regional Meetings (Various)
Visit www.sarcaravans.org

Commercial RE Lunch & Learn 
(EC)

12noon - 1:30pm
New Member Orientation (B)

1:00 - 4:30pm
Regional Meeting Coordinators 

(P)
1:30 - 2:30pm

How to Think Like an 
Appraiser (EC) 

9:00am – 12noon
Equal Opportunity/Cultural 

Diversity Committee (B)
11:30am – 1:30pm 

1817161514

Regional Meetings (Various)
Visit www.sarcaravans.org

SAR Education Commitee (B)
9:00 - 10:00am

SAR New Member Orientation 
(B)

6:00 – 9:30pm

YPN Advisory Committee (T)
10:00 – 11:00am

WCR Business Luncheon 
(EC)

11:00am – 2:00pm

Commercial Advisory 
Committee (B)

3:00 - 4:00pm

BTI – Day 1 (B)
9:00am – 12noon

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

2524232221

MetroList – Course I (T)
9:00 – 11:30am

MetroList – Course II (T)
1:00 – 3:30pm

YPN Monthly Mixer (offsite) BTI – Day 2 (B)
9:00am – 12noon

Regional Meetings (Various)
Visit www.sarcaravans.org

Housing Opportunity 
Committee (B) 

10:30 – 11:30am
How to List & Sell 

Commercial Property (EC) 
8:30am – 5:00pm

SAR Offices Closed
1:00 – 2:00pm

Scholarship Learning Tree 
Reception (EC)
4:00 – 7:00pm

Regional Meetings 
Visit www.sarcaravans.org

Setting Goals & Making them 
Happen (EC) 

10:00 – 11:30am
Lead Generation thru Lead 

Generation (EC) 
1:00 – 2:30pm

*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
http://www.sarcaravans.org
mailto:tvicari@sacrealtor.org


20

A B O U T  T H E  M A R K E T
2016 REAL ESTATE & AFFILIATE FINANCE FORUM CHAIR
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How Long Do I Have To Wait Before I Can Buy Again?
With the New Year upon us, and Spring right around the corner, I’m seeing 

buyers coming out of the woodwork to get the loan preapproval process 
started.  With another year behind us since the “Great Recession,” there are 
more and more signs that people are ready to get back into home ownership, 
especially with rents expected to rise in virtually all major cities across the 
U.S. this year.  The question I get asked frequently by consumers is when they 
can buy a home again after experiencing a financial hardship.  With good 
reestablished credit and an acceptable credit history since their negative 
financial event, here are the various waiting periods at which lenders look:

Conventional:  (Fannie Mae/Freddie Mac)
Chapter 7 Bankruptcy:  2 years since discharge due to *extenuating 
circumstances and at least 4 years due to financial mismanagement.
Chapter 13 Bankruptcy:  2 years since discharge or 2 years from the 
dismissal date due to extenuating circumstances and 2 years since discharge 
or 4 years from dismissal date due to financial mismanagement.
Foreclosure:  3 years due to extenuating circumstances and 7 years due to 
financial mismanagement.
Short Sale:  2 years due to extenuating circumstances and 4 years due to 
financial mismanagement.
*Extenuating Circumstance:  A written statement from the borrowers with 
supporting documentation attributing the cause of the financial difficulties 
to outside factors beyond the borrowers’ control that is not ongoing and is 
unlikely to recur.

FHA:
Chapter 7 Bankruptcy:  2 years since discharge or less than 2 years, but not less 
than 12 months with extenuating circumstances.
Chapter 13 Bankruptcy:  2 years since discharge or at least 1 year of the payout 
period under the bankruptcy has elapsed with all payments made on time.
Foreclosure:  3 years or less than 2 years, but not less than 12 months with 
extenuating circumstances.
Short Sale:  3 years or less than 2 years, but not less than 12 months with 
extenuating circumstances.

VA:
Chapter 7 Bankruptcy:  2 years since discharge or between 12-23 months 
from the date the bankruptcy was completed with extenuating circumstances.
Chapter 13 Bankruptcy:  After all payments are made or at least 1 year of the 
payout period under the bankruptcy has elapsed with all payments made on 
time and the Trustee/Judge approves the purchase.
Foreclosure:  2 years or between 12-23 months from the date the bankruptcy 
was completed with extenuating circumstances.
Short Sale:  2 years from completion date.

Please join us at the Real Estate Finance and Affiliate Forum meeting held on 
the first Thursday of the month beginning at 9:00am.  



DECEMBER
M E M B E R  O F  T H E  M O N T HS A C R A M E N T O  H O U S I N G  S TAT I S T I C S 

Sales activity increases, 
inventory drops for holidays

21

*Other financing includes 1031 exchange, CalVet, Farm Home 
Loan, Owner Financing, Contract of Sale or any combination 
of one or more.
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INVENTORY VS SALES
2010 ‐ 2015
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Series1 Series2

Pending sales dropped off to 849, a 31.4% 
decrease from the 1,237 pending sales in 
November. Compared with December 2014, 
however, the current number is up 4.7% (811). 
The month-to-month median sales price jumped 
2.1% from $290,885 to $297,000. This figure is 
10.8% above the $268,000 median sales price for 
December 2014. The total dollar value of all closed 
transactions for the month totaled $508,723,362. 
This figure is 30.3% higher than the $390,353,522 
total last month and 31.7% higher than the total 
value of December 2014 ($386,253,993). The year-
end sales total is 17,578, up 11.4% from the 15,778 
sales at the same time of last year.

The total Active Listing Inventory decreased 
18% from 2,150 to 1,749 and the Months of 
Inventory remained decreased from 1.8 months 
to 1.1 months. Year-to-year, the current number is 
down 27.9% (3,002 units). 

The average DOM (days on market) for homes 
sold this month increased from 33 to 35 days. The 
median DOM increased 31% from 16 to 21. These 
numbers represent the days between the initial 
listing of the home as “active” and the day it goes 
“pending.” Breaking down the DOM, there were 
964 listings that sold between 1 – 30 days, 329 
listings between 31 – 60 days, 136 between 61 – 
90 days, 68 between 91 – 120 days and 74 sales 
that spent over 120+ DOM. 

Additional reports, including condominium sales 
and sales breakdown by zip code, are available on  
statistics page.

Sales volume for December surged 30.4% to 
1,571, a substantial increase from the 1,205 closed 
escrows in November. The current number is 3.3% 
above the 1,520 sales of October. Compared with 
December 2014 (1,313 sales), the current number 
is up 19.6%. Equity sales made up 90.9% of all 
sales (1,428 units) for the month. The remainder 
of sales were REO/bank-owned (57 units/3.6%) 
and Short Sales (60/3.8%). Other types of sales 
(auction, probate, etc.) accounted for 1.7% or 

26 sales. Both REO Sales (2.7%) and Short Sales 
(17.3%) decreased for the month. Equity Sales 
increased slightly, up .4%. Breaking down the 
financing, 225 sales used cash (14.3%), 750 (47.7%) 
conventional (mortgage-backed), 415 (26.4%) 
used FHA (Federal Housing Administration), 103 
(5.6%) used VA (Veterans Affairs) and 78 (5%) 
used Other* types of financing. The graph below 
compares market inventory and sales volume 
since May 2010:

https://www.sacrealtor.org/consumers/housing-statistics


M L S  S TAT I S T I C S

December  2015 

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  1,006 1,276 ‐21.2% 980 2.7%
Active Listing Inventory † 1,749 2,150 ‐18.7% 2,427 ‐27.9%
   Active Short Sale (included above) 60 74 ‐18.9% 142 ‐57.7%
Pending Short Lender Approval 200 232 ‐13.8% 284 ‐29.6%
Pending Sales This Month 849 1,237 ‐31.4% 811 4.7%
Number of REO Sales 57 3.6% 44 29.5% 3.7% 88 6.7% ‐35.2%
Number of Short Sales 60 3.8% 55 9.1% 4.6% 80 6.1% ‐25.0%
Equity Sales** 1,428 90.9% 1,090 31.0% 90.5% 1,145 87.2% 24.7%
Other (non‐REO/‐Short Sale/‐Equity) 26 1.7% 16 62.5% 1.3% N/A N/A N/A
Total Number of Closed Escrows 1,571 100% 1,205 30.4% 100% 1,313 100.0% 19.6%
Months Inventory Mo 1.1 Months  1.1 1.8 Months  2 ‐38.9% Months 1.8 Months 1.8 ‐38.9%
Dollar Value of Closed Escrows $508,723,362 $390,353,522 30.3% $386,253,993 31.7%
Median $297,000 $290,885 2.1% $268,000 10.8%
Mean $323,821 $324,096 ‐0.1% $294,177 10.1%

Year‐to‐Date Statistics 1/01/15 to 12/31/15 1/01/15 to 12/31/15 1/1/2014
SAR monthly data, compiled MetroList YTD data 12/30/2014 Change

Number of Closed Escrows 17,578 18,081 15,778 11.4%
Dollar Value of Closed Escrows $5,585,238,210 19,149 $5,709,364,361 $4,664,088,698 19.7%
Median $288,000 ######## $288,000 $267,263 7.8%
Mean $317,740.26 $315,766 $294,251 8.0%$6,093,961,572

$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. © 2015 SAR.
Compiled monthly by Tony Vicari, Communications Manager, Sacramento Association of REALTORS®  |  www.sacrealtor.org  |  916.437.1205

MLS STATISTICS for December 2015
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. 
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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 225 14.3% 243 20.2% 964 61.4% 65.1% 67.0%

Conventional 750 47.7% 525 43.6% 329 20.9% 18.9% 16.4%

FHA 415 26.4% 328 27.2% 136 8.7% 8.7% 7.6%

VA 103 6.6% 67 5.6% 68 4.3% 3.7% 4.2%

Other † 78 5.0% 42 3.5% 57 3.6% 2.5% 3.3%
Total 1,571 100.0% 1,205 100.0% 17 1.1% 1.1% 1.6%

1,571 100.0% 100.0% 100.0%
 * half‐plex, 2‐on‐1, mobile home

Previous Month LENGTH OF TIME ON MARKET

Median DOM:
Average DOM: 35

$190.6

61 ‐ 90

21

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 December 2015
                  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. © 2015 SAR.
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BRUCE MILLS
BRE # 01100901

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

brucemills@bmrealtor.com

www.mmproperties.com

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!”

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

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

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

Jim Eitzen
BRE # 01879149
4 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
9 years with M&M
Rio Linda, Eleverta, North Highlands
Sacramento 94842, Antelope
Cell: 916-205-6415
reneanegri@aol.com
 
Wes Ritchie
BRE # 01724001
7 years with M&M
Sacramento 95815, 95821, 95825, 95841
Cell: 916-730-4533
wesrtch@gmail.com

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

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

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

Jeff Huang
BRE # 01882324
3 years with M&M
Speaks Chinese
Folsom, El Dorado Hills, 
Granite Bay, Cameron Park
Cell: 510-461-7283
jeffrents@gmail.com
 
Teri Chikami
BRE # 01296754
3 years with M&M
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
1 years with M&M
Marysville & Yuba City
Cell: 480-824-8991
karen@goodmangals.com

Cheryl Goodman 
BRE # 01844071
1 years with M&M
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
2 years with M&M
Cell: 408-807-5698
dave@AppleAssetsAndPropertyManager.com

Our Sister company, Association Management 
Concepts, Inc. was conceived in 1989 with one main 
goal: to design and implement an HOA management 
firm that would dependably deliver premium full 
service management to HOAs throughout northern 
California.  AMC, Inc. has attained this goal and proudly 
offers services in  Sacramento, Yolo, El Dorado, Placer 
and Nevada Counties through the client centric team 
of professionals that have been assembled to not just 
manage your association, but to help you keep your 
association healthy, efficient, and cost effective. AMC, 
Inc. wants your homeowners association to thrive.  If 
you would like more information about AMC, Inc.’s 
services or would like a proposal for management of 
your HOA please visit their website at assocmc.com 
or contact President Brad Higgins at 916 337-5893 or 
916 565-8080, ext. 308.
 
AMC, Inc.
Brad Higgins, President
1401 El Camino Avenue #200
Sacramento, CA 95815
916 565-8080
800-464-4446
www.assocmc.com
 
AMC Managers:
Larry Brown
Scott Bland
Jennifer Fontana
Dennis Grimes
Cesar Hombrado
Kelly Kozicki
Barbara Lemaster
Chris Peters
Steve Raya
 
AMC Accounting Department
Mary Cullen, Supervisor
Gretchen Burrill
Chris Brown
 
AMC Marketing Department
Dawyne Williams, Director
 
AMC Administrative Department
Cecia Dailey, Supervisor
Lindsey Aker, Customer Service
Crystal Gladney
Diane Hyland
Crystal Wood

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.

Free “Nuts & Bolts” Property Manage-
ment 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

REALTORS®!
We are expanding into 

Placer County and looking for 

motivated tech-savvy 

property managers

mailto:brucemills@bmrealtor.com
mailto:phil@mmproperties.com
mailto:elalexander@sbcglobal.net
mailto:rcabral4@msn.com
mailto:grdahdouh@yahoo.com
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mailto:E_Kramer@comcast.net
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mailto:jimeitzen@mmproperties.com
mailto:susierents@gmail.com
mailto:joecabo@yahoo.com
mailto:reneanegri@aol.com
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mailto:cathystratton@bmrealtor.com
mailto:pennyjarrett@comcast.net
mailto:jan.windsor@att.com
http://www.mmproperties.com
http://www.mmproperties.com
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mailto:dave@AppleAssetsAndPropertyManager.com
http://www.assocmc.com
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Affiliates
Michael Freeman
First Priority Financial

Adriana Gonzalez
HomeGuard Inc.

Jane Isola
Mountain West Financial Inc.

Yuridia Lopez Chino
Steve Larson Insurance

Natale Peterson
First Priority Financial

Karen Taylor
Mountain West Financial Inc.

Kerry Thompson
DisclosureSave NHD

Oscar Vallejo
First Priority Financial

Andrew Vierra
First Priority Financial

Troy Watson
First Priority Financial

New Designated REALTORS®
YuWanda Johnson
YuWanda Johnson

Emily Nielsen
Vista Oaks Realty

Terri Ragan
Commerce Real Estate

Miguel Ramirez
Camila Investment Group Inc

New REALTOR® Members
Desiree Almodova
Keller Williams Realty

Anita Argumedo
BHHS Drysdale Properties

Yvonne Barron
Coldwell Banker-Res R E Srv

Wes Blackwell
HomeSmart ICARE Realty

Michelle Blackwell
Town and Country Real Estate

Joy Bloom
Keller Williams Realty Natomas

Joelle Bragg
Lyon RE Folsom

Steven Braman
RE/MAX Gold Sierra Oaks

Carol Calnero
RE/MAX Gold Sierra Oaks

Thomas Clinton
Keller Williams Realty Natomas

Roop Dhillon
Keller Williams Realty

Shawna Friesen
Lyon RE LP

Roger Gilleland
Intero Real Estate Services

David Golovin
BHG Mason-McDuffie Real Estate

George Gonzalez
Lyon RE Elk Grove

Jordan Hazell
Hazell Real Estate

Brandii Hollis
Premier Realty

Bryan Hope
Lyon RE LP

Mary Kampling
McMahon Phillips Real Estate

Dror Kedem
Keller Williams Realty Folsom

Kristopher Kramer
Coldwell Banker-Res R E Srv

Liudmila Lakeev
Advanced Global Real Estate

Tawana Lemus
Realty World-American River Properties

Paige Lieuwen
Coldwell Banker-Res R E Srv

Coleen Martin
Palmer Real Estate

Francine Martinez
Keller Williams Rlty Fair Oaks/
Sacramento

Lea McManus
Coldwell Banker-Res R E Srv

Cole Miller
Keller Williams Rlty Fair Oaks/
Sacramento

Melissa Miller
American Realty & Mortgage

Christopher Mitchell
Coldwell Banker-Res R E Srv

Kathleen Morse
Arthur Burk

Patrick Mullen
Real Estate Source Inc

Phuong Kevin Nguyen
Elite Realty Services

Marylynne Norman
Langdons Homebuyers Assistance

Colin O’Neill
SellState First Choice

Christina Parsons
Intero Real Estate Services

Theresa Pittman
Lyon RE Natomas

Jared Pontious
Reliant Realty

Mario Portolesi
Onyx Select Realty

Shaun Rowley
Porch Light Properties

Kevin Senser
Intero Real Estate Services

Geneva Smith
Keller Williams Realty

April Stewart
MAE Capital Real Estate and Loan

Nichole Taylor
HomeSmart Intrust Realty Group

Ricky Tedford
California Investment Properties

Truong Tran
Lyon RE Elk Grove

Chinh Truong
Assure Realty Corp.

Alicia Vierria
Capital Equity Group

Mi Vo
Elite Realty Services

Ibnaez Wahid
ERS Elk Grove

Joseph Wirsing
Professional Realty Associates

Casey Young
BHHS Drysdale Properties

Kateryna Zabara
Core Group Real Estate



Jodi Ash
Del Barbray
Kathie Bell
Judy Black
Tom DiGiacomo
Robert Doucet
Douglas Dransfield
Sue Galster
Rosanna Garcia
Barbara Lebrecht
Anthony Nunez
Chip O’Neill
Deniece Ross-Francom
Erin Stumpf 
Kellie Swayne

Sacramento REALTOR® is published 
monthly by the Sacramento Association 
of REALTORS® for the benefit of its 
Membership. Advertisements and 
statements of fact and opinion are the 
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the part of SAR officers, Members or staff. 
All material copyright 2016, Sacramento 
Association of REALTORS®. All rights 
reserved.
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