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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!
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2018 PRESIDENT
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““Resolve to Be Involved”

It is my great honor to be able to serve you all as 2018 President of the
Sacramento Association of REALTORS®. Since joining SAR back in 1992, it has
been exciting (and a little scary) to experience the ebb and flow of the real estate
industry over the decades. Looking back on the years, | can't help but notice
one thing: no matter where the market was headed or what the “new norm” was
(remember short sales?), the one constant in our industry was our Association.

| was introduced to SAR as an intern in the Fall of 1991. As anintern, we attended
a weekly class upstairs in the Boardroom. Bill Nunally (SAR President in 2000) was
our professor. During that semester, | attended meetings, used the library and
the store, and - most of all — began to feel at home in this building. | met friendly
people. Staff, REALTORS® and Affiliates alike all made me feel welcome. | was
licensed in January of 1992 and joined SAR right away. As | grew as a REALTOR®
and met many colleagues, | realized those in the “top tier” in the area were also
involved with SAR. Whether they were attending meetings and events regularly,
serving on a committee, running for a spot on the Board of Directors or serving
as SAR President, they all had one thing in common: they made an effort to
be consistently involved. This consistency is what inspired me to “resolve to be
involved” and | began showing up at networking opportunities and attending
events. | initially joined the Education Task Force (now known as the Education
Committee) and began participating in decision making that would benefit all
Members. A few years later in 2005, then SAR President Dave Tanner appointed
me to serve on the SAR Board of Directors as the MetroList® liaison. This led to
several more years of involvement serving on the BOD before | ran for Secretary/
Treasurer and then President-Elect, culminating with my current position.

This level of involvement certainly has its effect on time; you will have to work
harder and longer, but the results are that much more satisfying. Your colleagues
and clients may notice your newfound commitment and resulting absence of
time, but will also notice how you are always “on” and make your deadlines with
both clients and SAR. Sticking with my theme for the year, “resolve to be involved,
I implore you to throw your hat in the ring, test the waters, step up to the plate
(or any other “give it a try” saying) and make an effort to join your colleagues in
extra-curricular SAR activities. Below this article is a list of reqgular meetings that
are free and open to all SAR Members; these may likely be the first steps you take
before you are writing your own introductory article as SAR President.

In closing, | want to express how pleased | am to serve as your 2018 SAR
President and will strive for only the best for our great Association. If you see me
at a meeting or event, please do not hesitate to introduce yourself. | look forward
to meeting many new colleagues during this memorable year!

Monthly Main Meetings: meet on the 1st Tuesday of every month (excluding July and certain holiday conflicts) at 9am
here at SAR. First Main Meeting of the year will be February 6th.

Weekly Regional Meetings: meet on Tuesdays (except for the 1st Tuesday of the month and certain holiday conflicts)
beginning at either 8:30am or 9:00am at five different locations throughout Sacramento County. Find information on each
meeting at www.sacrealtor.org/caravans.

Real Estate Finance & Affiliate Forum: meets on the 1st Thursday of the month at 9:00am here at SAR. Covers all things
finance and keeps you up to speed with recent changes. Also — breakfast is served! First one of the year will be February 1st.

Public Issues Forum: meets on the 3rd Friday of each month at 9:30am here in the SAR upstairs Boardroom (yes, you can
come up here!). Open to all SAR Members. Covers important industry updates.

Broker/Manager Forum: meets on the Friday following SAR Board of Directors meetings, either the 5th or 1st Friday of
each month, at 9:30am in the SAR upstairs Boardroom. Open to all SAR Members, not just Brokers or Office Managers.
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LENNAR
New Homes in Greater Sacramento

21 ACTIVE COMMUNITIES | 8 NEW COMING SOON COMMUNITIES

Find your dream home from Lennar, with new home communities located in the most El Dorado Hills
desirable areas across Greater Sacramento. Whether you're looking for luxury, active adult, Elk Grove
Next Gen® multigenerational homes or a low maintenance single-story, we've got the home
for you. And, Everything's Included® - great features from top brands at no additional cost.

Natomas
Sacramento
Get up-to-date pricing and availability, special incentives, answers to your questions Roseville
and more from our Internet New Home Consultants for Sacramento:

888-216-2285 lennarsacramento@lennar.com Welcome Home Centers Open Daily

Ranch Cordova
Woodland
Start your dream home search today! Lennar.com/sacramento Plumas Lake

Q AN\ THOUGHTFUL follow Lennar Sacramento
EVERYTHING'S .
&< INCLUDED" Iﬂl TNHEHEO%W-I!-HIQAEOM@ DESIGN™ o 0 @ 6 @

Visit www.lennaragentvip.com/IN for a list of participating Inland/LA Division communities and their commissions. Commission is paid only if, as and when a purchase agreement closes and fully funds. Bonus subject to verification
of program enrollment and successful closing of escrow. For real estate professionals licensed to practice in CA who are (1) 18 years of age or older, (2) employed by or otherwise associated with an active real estate broker licensed to
do business in CA, and (3) enrolled in the Lennar VIP Rewards Program. In order to earn a broker co-op fee, broker must (i) pre-register client online at www.LennarAgentVIP.com/IN prior to client’s first Welcome Home Center visit
and (i) execute the Broker Co-Op Agreement during to client's execution of a purchase agreement AND broker must bring client into the Welcome Home Center and register them on client's first visit. The registration is effective
for a period of sixty (60) days from the date of registration. Seller will confirm the relationship with the buyer upon their visit to the Welcome Home Center. No commission will be paid when agent/broker is acting as a principal/
buyer or if the buyer is related to the agent/broker. Not valid if client has previously registered with Lennar or Lennar.com, whether individually or with a broker. See a New Home Consultant for more information. Pursuant to the Fair
Housing Act, housing is intended for occupancy by at least one person 55 years of age or older per unit. All maps are not to scale and are for relative location purposes only. Stated dimensions and square footage are approximate and
should not be used as representation of the home's precise or actual size. Any statement, verbal or written, regarding “under air” or “finished area” or any other description or modifier of the square footage size of any home is a
shorthand description of the manner in which the square footage was estimated and should not be construed to indicate certainty. Photographs are solely for illustrative purposes and should never be relied upon. Please see
your New Home Consultant and home purchase agreement for actual features designated as an Everything's Included feature, additional information, disclosures, and disclaimers relating to your home and its features. Lennar
Homes of California, Inc. License #728102. Lennar Sales Corp. California Bureau of Real Estate License #01252753. Copyright © 2018 Lennar Corporation. All rights reserved. Lennar, the Lennar logo, Next Gen - The Home

Within A Home, the Next Gen logo, Thoughtful Design, the Thoughtful Design logo, Everything's Included, and the El logo are registered service marks or service marks of Lennar Corporation and/or its subsidiaries. 1/18
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LEGAL UPDATE

PRESIDENT, BPE LAW GROUP, P.C
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New Beginnings - Who Moved My Cheese?

As we enter a new year, REALTORS® face a number of questions arising from President
Trump’s Tax Reform:

- What will its effect be on home prices in California?

- Will more people be moving out of California?

- Should | incorporate to seek “pass-through” tax status?
- Can the high stock market continue?

While the answers to these questions may not become clear for many months, the
one thing we can always be certain of is change. Sometimes the change is so profound
that we are forced to step forward onto “New Beginnings.”

In 1998, authors Ken Blanchard and Spencer Johnson wrote a very important book
for all of us. It is entitled “Who Moved My Cheese?”

*SPOILERS*

The story involves four characters who live in a maze. All is going well because they
have found a huge source of their favorite food - cheese. And so every day, they and
their friends all go down the same path to the reliable and predictable reward until one
day someone moved the cheese. Some refuse to change their ways and hope for the
cheese to reappear... they starve. Those who survive embrace the change and find the
new location for the cheese. So it is with us.

There are 7 lessons to be learned by anyone in business and especially by REALTORS®:
1. Change happens whether you like it or not — the cheese will get moved.
2. Anticipate Change - Be ready for the cheese to be moved. Have a Plan B.
3. Monitor Change - Stay aware of what’s going on in the world around you.
4. Adapt to Change Quickly — The quicker you let go of the past, the sooner you'll recover
5. Change — When the cheese is moved, you must move with it.
6. Enjoy Change - Savor the adventure and enjoy the new beginnings.
7. Be Ready to Change Quickly and Enjoy It Again — They keep moving the cheese.

The bottom line in business, particularly in the real estate business, is that we're always
confronted with change, whether we like it or not. Circumstances entirely beyond our
control, such as Tax Reform, fires, illness, competition, etc., can always occur to disrupt
our comfort zone just when we think we've made it. Whether or not the circumstances
we'll be dealing with in 2018 compel you to make a “New Beginning,” | encourage
you to enter this year with a sense of optimism and purpose, looking forward to new
opportunities to grow, prosper, and lead. Remember, the fears that you may have about
change may be much worse for your clients. To paraphrase Zig Ziglar, help them find
where the cheese has been moved to, and you'll find the cheese yourself.

The information presented in
this Article is not to be taken
as legal advice. Every person's
situation is different. If you are -
facing a legal issue of any kind, .
get competent legal advice in your l

State immediately so that you can
determine your best options.

‘ ‘



California Real Estate Inspection Association (CREIA)

Greater Sacramento Chapter

Go to www.sacchapter.com for a list of CREIA Certified
Inspectors in the Greater Sacramento area.

When choosing a CREIA Inspector from the list on our website,
you can be assured that this inspector adheres to the
CREIA Standards of Practice and California’s Business and Professions Code 7195-
7199 when performing a home inspection.
Certified CREIA Inspectors must complete at least 30 hrs of Continuing Education
each year, as well as pass the NHIE (National Home Inspector Exam), proctored at
an independant test center in order to become a Certified Member.

CREIA Inspectors cannot become certified over the internet!

When choosing a Home Inspector, do your own due diligence.
Many inspectors claim they inspect to the CREIA Standards of Practice, but are not
CREIA members.

INSPECTOR

LOOK FOR THE BADGE! CERTIFIED CREIA INSPECTOR
j-ffrﬂ_::.:"._-‘\.'\z?-. John Smith

ﬁ:ﬁ:-,.l 2 = Y,
Email us at creiasacchapter@gmail.com %&Eﬁ e ‘ Ji_‘

B

California Real Estate Inspection Association

Greater Sacramento Chapter P.O. Box 457 Roseville, CA 95661

CREIA Main Office 65 Enterprise Alisa Viejo, CA 92656
(949) 715-1768


http://www.sacchapter.com
http://www.creia.org
mailto:creiasacchapter@gmail.com
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Resolve To Be Involved

President Linda Wood has chosen for her theme for 2018: “Resolve To Be Involved.”
| sincerely hope you will take this to heart in all that you do, but particularly in your
relationship with SAR.

The four categories of involvement being highlighted are Advocacy, Education,
Networking and Community. There are several ways to increase your involvement in
each of these categories.

Advocacy. Become involved in political issues. Respond to Red Alerts from NAR or
C.A.R. Make your financial contribution to the REALTOR® Action Fund. The suggested
involvement is at least $149 per year. If you are just getting started that may be difficult
for you, but | believe everyone has the ability to contribute at least $20 this year. It can
be critical to the survival of our industry. Do it today.

Education. As a C.A.R. Member you can register and take your entire 45 hours of
Continuing Education online at www.car.org at no additional cost. You can also take
live courses at SAR designed to increase your job skills and make you more productive.
Nothing serves as a greater indicator of future success in the real estate industry than
a licensee with a firm commitment to education.

Networking. The other key factor to success is a licensee that networks at every
opportunity. At SAR you have many opportunities to network. On a monthly basis you
have Main Meetings, Forums, and various mixers. On a weekly basis you have Regional
Meetings on Tuesdays. But you also have opportunities at community events, education
classes and at committee meetings to network with other real estate professionals.

Community. SAR offers many opportunities to give back to the community. This can be
through involvement in events such as the Hmong New Year Festival, The Martin Luther
King, Jr march or the Tet Festival. It can also be through service such as American River
Cleanup, Rebuilding Together, the CanTree builds or service at food banks or thrift
stores operated by charities. You can also find your own opportunities for something
you are passionate about and get involved there.

Whatever else you do this year please follow President Linda’s urging and “Resolve To
Be Involved.



http://www.car.org

ABOUT THE MARKET

2018 REAL ESTATE & AFFILIATE FINANCE FORUM CHAIR

2018 Conventional Loan Limits and New
2018 Surcharge Recording Fee

Happy New Year! | am both honored and excited to be back as Chair of the 2018
Real Estate Finance and Affiliate Forum! My Vice-Chair this year will be Matt Gougé
of Mountain West Financial and together we look forward to bringing timely and
informational presentations to SAR’s membership.

For those that may not know me or that | have not had the pleasure of meeting yet,
| am the Business Development Manager for the greater Sacramento region at Land
Home Financial Services. After fifteen years of originating home loans, | am entering
into my second year of business development where working with REALTORS®, working
with community members, and connecting people are my passion. Matt Gougé is a
direct lender in Sacramento, working at Mountain West Financial. His business model
is mainly purchase business and he maintains this by supporting his REALTOR® partners
and delivering excellent service and on time closings time and time again. When he is
not at the office, Matt enjoys spending time with his 2 boys, Ryan and Ethan, and his wife
of 10 years, Katrina. On the weekends you'll likely find them at the baseball park or at a
wrestling tournament rooting for those red-head boys.

With the New Year upon us, many of you may be wondering what will happen in 2018
in the world of finance. Will credit continue to get tighter or will we see some easing
on underwriting guidelines? Now that the Fed has made its fifth rate hike in ten years,
what will our mortgage interest rates do since the Fed is planning to continue raising
rates gradually in 20187 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 and Affiliate Forum. Along with
current topics and trends from our monthly presenters, we will have a different main
speaker at each meeting both from within our Forum as well as from resources outside
of our Forum to help keep us informed and on top of our field.

Please join us here at SAR at 9am on February 1st for the first 2018 Real Estate Finance
and Affiliate Forum meeting where | look forward to seeing old friends, making new
acquaintances, and staying current on all things finance in this ever-changing industry.
Breakfast is served at 8:45am, so come early to enjoy the food and networking.

Association’s membership.

AFFILIATES:

INTERESTED IN ADVERTISING?
Foley Publications, Inc. is proud to partner with TARG ETED & COST EFFECT|VE

the Sacramento Association of REALTORS®.

Together we prodice a professional,
monthly e-magazine for the

QS}S}Q_ -

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

(all| 800.628.6983

Publications, Inc. Surf| www.foleypub.com

Email | ned@foleypub.com
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MASTERS CLUB CORNER

2017 PRESIDENT

Lessons from a Husband/Wife Team

How does a husband and wife team co-exist, thrive, and stay married in a bustling real
estate market? Recently, | had the opportunity to discuss these questions and more with
Leigh Rutledge and Bill Hambrick, a husband/wife team from Dunnigan, REALTORS®.

Neither Leigh nor Bill grew up in Sacramento, but for the past thirty years they have
resided here. Leigh grew up in Idaho and lived in North Carolina and Texas before
making Sacramento her home. Bill has always lived in Northern California, but came to
permanently call Sacramento home in 1982. They’ve been married for 25 years and have
been working together for the past ten. They have built their business through hard
work, integrity, staying connected with clients, and by networking.

AMBER STEADMAN ——=

Both Leigh and Bill are runners and are active in the running community. Leigh is on
the American River Parkway Advisory Committee and Bill is a former board member of
the American River Parkway Foundation. Collectable cars are another common interest
and this has become a source of business for them - clients looking for homes with
multiple garages often seek them out. Bill is involved with the Arden-Arcade Rotary and
The Sacramento Food Bank and Leigh is active in SAR, C.A.R., and NAR, and currently
serves as a Director at both C.A.R. and NAR. She has served on many committees at
SAR was a President in 2006. She is also an OQutstanding Life Member of the Masters
Club, and has made Masters Club every year for the past 29 years. Pretty impressive!
All of these activities help generate leads for them, including Leigh’s work within the
associations mentioned above. The C.A.R. and NAR meetings have become a nationwide
source of referrals as she meets REALTORS® while attending yearly events throughout
the state and nation.

Working together as a couple has its pros and cons, which one would expect.

The pros would include having a reliable and trusting partner to help carry the load.
Both have different styles and approaches and they play on the strengths of each other.
They work together to figure out who is best to handle any issues that arise. Now that Bill
is in real estate, he now truly understands how complicated and stressful this business
can be. Finding time off together is more difficult now than when Bill worked at AT&T,
when he worked Monday through Friday. Finding free time is sometimes problematic;
they have to be available for their clients (which in this business can be morning, noon,
and night). Having many common interests is helpful because it offers time together
doing activities they both enjoy. They often travel together to attend events in the
running world and are fortunate to have a cabin nearby where they can escape on a
whim to reflect and catch their breaths.

When asked what they like best about being in real estate, Leigh explained how she
loves that no two days or transactions are the same and enjoys learning something new
every day. Bill gets immense satisfaction by finding out what people want and need in
a home and then finding them the perfect home that fills their needs.

Do they have any advice for new REALTORS®? Yes! Go to work for a good, ethical,
strong broker — you'll never regret that. Next, get an education in real estate. Take
advantage of the (affordable) classes offered at SAR and work on obtaining designations,
such as the GRI (Graduate, REALTOR® Institute). Knowledge is power and it can keep you
out of trouble. Get out there and build your business through open houses, networking,
and staying in touch with your clients. Manage your time and your business. Run it,
schedule it, have goals and flat out “work it!”

This is great advice and | can see why Leigh and Bill have such a successful real estate
business. Here's to 2018 and to thirty consecutive years in the Masters Club!

()

MASTERS CLUB

SACRAMENTO ASSOCIATION OF REALTORS


https://www.nar.realtor/designations-and-certifications/gri-designation

GOVERNMENT WATCH

Changes to PACE That Will Impact Your Transaction
BY: Caylyn Wright, SAR Government Affairs Director

PACE (Property Assessed Clean Energy) loans are an issue and anyone selling real estate likely has a horror story
about them. These loans were created by the California Legislature mirroring a pilot program in Berkeley, with the
best of intentions to help homeowners improve the energy efficiency of their homes, but implementation of this
program has gone sideways.

Companies contracting with local jurisdictions throughout the Sacramento Region promised SAR that loans would
go to only energy efficient products and that they would ensure the amount paid during the life of the loan would
be offset by savings on energy bills. These companies also said they would make sure that people taking a loan out
on their property would have enough equity so they would not over encumber their property. This is not happening.

These loan products come with high interest rates and even higher pre-payment penalties that do not decrease
during the life of the loan. A Los Angeles Times article published this summer highlighted instances when loans were
given to homeowners who could not afford to repay them (CLICK HERE). The loans are secured by a property lien,
and if payments are missed, the homeowner can have their home repossessed.

Important changes to these programs are in the works and they will impact real estate transactions. This fall,
Governor Brown signed into law two measures that will fundamentally reshape and hopefully improve PACE
financing. The new law creates a consumer protection and regulatory framework that will enhance disclosures,
strengthen contractor oversight, and consider a homeowner’s ability to repay the annual assessment.

On December 7th the Federal Housing Administration announced that, beginning in January 2018, it will no longer
back new mortgages on properties with existing PACE assessments, signaling a reversal of a policy that was in place
since September 2016. The impact of this policy change is to remove a transferability option for buyers, sellers, and
those refinancing.

If you have a transaction that involves a home that has a PACE loan attached to it, it's best to identify this as early
in the transaction as possible. Doing this can negate a series of potential escrow issues and in the instance of FHA
loans, discussions between the buyer and seller can begin early and focus on what will be done about the existing
PACE loan before close of escrow.

BE A WINNING AGENT: DAY AND NIGHT
INTRODUCING VIRTUAL TWILIGHT

VIRTUAL TWILIGHT

Photography * Video * Drone * Virtual Tours ¢ Virtual Staging
3D Home Tours ¢ Floor Plans « Media Delivery

@ VHT"

STUDIOS VHT.com (800) 790-TOUR

©2017 VHT Studios, Inc. All rights reserved.



http://www.latimes.com/business/la-fi-pace-loans-20170604-story.html
https://vht.com/services/virtual-staging/?utm_source=Sac_Realtor&utm_medium=Web&utm_campaign=VirtualTwilight%20&utm_content=Jan_2018

2| 77 G
NS S i
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Join the SAR Christmas CanTree Committee for their 7th annual
CrabFest on Saturday, February 17th from 5:30 - 10:30pm. You can
enjoy all-you-can-eat crab, no-host cocktails, live and silent auctions,
tons of raffle prizes and dancing! Tickets are only $50 and there are still
several sponsorship levels available! Contact Madison in the Events
Department at mhall@sacrealtor.org for more information.

Register Online Here | View Sponsorship Options
Click Here for Photos from 2017!



mailto:mhall@sacrealtor.org
https://www.sacrealtor.org/events/cantree-crabfest/
https://sacrealtor.org/documents/events/2018/crabfest/sponsorship flyer for crabfest2017.pdf
https://www.facebook.com/pg/sacrealtor/photos/?tab=album&album_id=10154697210431747

FORA TERMITE INSPECTION

PLEASE CONTACT:
VICTOR MACIAS
916-670-9587
i | VICTOR@877TERMITE.COM
d,\.EBHAT!ye
j - THETERMITE GOY SPECIALIZE IN ESCROW TRANSACTIONS
;877 -TERMITE.COM 24-HR REPORT TURNAROUND
1997-2017 LICENSED GENERAL CONTRACTOR

@ [877] TER-MITE OR [877] 837-6483 ﬁ INFO@8T7TTERMITE.COM @ WWW.877/TERMITE.COM

BR. 3 LIC #PR5121 B GENERAL CONTRACTOR & C-39 ROOFING & WATERPROOFING LIC#771813


mailto:victor@877termite.com
mailto:info@877termite.com
http://www.877termite.com/
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SAR EDUCATIONAL OFFERINGS

DATE TIME CLASS COST MORE INFORMATION INSTRUCTOR

January 10 12noon - 1:30pm Lunch & Learn: $20 View |:|¥er Here Jeff Bangerter,
1031 Exchange, Tax William F. .
Attorney, & DST Webster, Esq., Bill
Expert Panel Angove

January 12 12noon - 1:30pm Lunch & Learn: The $20 View Flller Here Dylan Hyatt,
Probate Process Attorney
for the Real Estate
Professional

January 16 9:00am - 11:30am Tax Strategies for $10 View |:|¥er Here Maine Shafer
the Real Estate
Professional

January 18 9:00am - 12 Noon | Effective Real Estate | 525 View Flyer Here Ryan Lundquist
Blogging

January 20 8:30am - 5:00pm Duane Gomer's Exam | $150 View Flyer Here Duane Gomer
Prep Representative

January 24 9:00am - 3:30pm REALTOR® Bootcamp | $15 View Flllel' Here Various

see flyer

January 29 10:00am - 1:00pm | So, You Have a $30 View Flller Here Carl Medford
Listing... Now What?

February 2 10:00am — 12noon | zipForm®Training $10 View Flyer Here Fatima Sogueco
zZipForm® Plus & CAR. Representative
ZipTMS™

February 9 10:00am - 1:00pm | California’s Disclosure | $40 View Flyer Here Robert Bloom
Requirements

February 10 8:30am - 5:00pm Duane Gomer’s Exam | $150 View Flyer Here Duane Gomer
Prep Representative

February 23 10:00am - 12noon | Time Block Your Way to | $15 More Info Coming Soon TBD
Success

All classes listed above are held at SAR's Mack Powell Auditorium. To register online, visit
ims.sacrealtor.org. Questions - contact Patricia Ano or call 916.437.1210. (Please contact *This course is approved for continuing education credit by the California Bureau of

us for non-Member pricing) Prices listed reflect early-bird fees. 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 BRE Credits.

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.

Looking for an
Affiliate or REALTOR®?

Click Here to quickly find an Affiliate or REALTOR® by
name or category with our convenient search engine!



http://ims.sacrealtor.org
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=SAR&WebCode=IndSearch&utm_source=findarealtor&utm_medium=weblink&utm_campaign=Find%20a%20REALTOR
https://sac.rapams.com/documents/01_20_18_Commercial_1031X.pdf
https://sac.rapams.com/documents/01_12_18_Probate_Process1.pdf
http://bit.ly/2zY09ub
http://bit.ly/2A6HY6z
https://sac.rapams.com/documents/Exam_Prep_Jan-Jun_2018.pdf
https://sac.rapams.com/documents/01_24_18_Realtor_Bootcamp.pdf
https://sac.rapams.com/documents/01_29_17_So_You_Have_a_Listing.pdf
https://sac.rapams.com/documents/02_02_18_zipForm_Training.pdf
https://sac.rapams.com/documents/02_09_18_Disclosures.pdf
https://sac.rapams.com/documents/Exam_Prep_Jan-Jun_2018.pdf

FEBRUARY CALENDAR OF EVENTS

Monday Tuesday Wednesday Thursday Friday
1 SAR Closed 3
7:30 — 8:30am
Real Estate Finance & Affiliate SAR Toastmasters Club (T)
Forum (EC- W) 7:45 - 9:15am
9:00 — 10:30am
Broker/manger Forum (B)
9:30 — 10:30am
C.A.R. zipForms (EC)
9:00am — 12noon
5 SAR Main Meeting (EC) 6 7 8 9
X 9:00 — 10:30am X .
MetroList — Prospector Course Masters Club Steering Committee
I(T) CanTree Committee (B) B SAR T°a.5t““5?e’5 Club ()
9:00 - 12noon 10:30am — 12noon 9:30 - 11:00am 7:45-9:15am
WCR Board Meeitng (B) Volunteer Coordinating SAR New Member Orientation (B) Equal Opportunity/Cultural Sac Area RE Exchange Network (T)
11:30am — 1:30pm Committee (T) 9:00am —12:30pm Diversity Committee (B) 10:00am — 12:30pm
10:30 — 11:30am 11:30am — 1:00pm .
MetroList — Prospector Course CA.R. Class - All About Disclosures
I (TI)) Charity Research Committee Regional Professional Standards (EC)
1:00 — 4:00 Training (EC) 9:00am — 12noon
00— &50pm 10:30 - 11:30am 1:00 - 4:00pm
12 13 14 15 SAR Toastmasters Club (T) 16
Grievance Committee (B) 7:45-9:15am
Regional Meetings SAR New Member Orientation 10:00—11:30am Public Issues Forum (B)
Education Committee (B) Visit www.sarcaravans.org 100 _“23 opm WCR Business Luncheon (EC-W) 9:30 - 10:30am
9:00 - 10:30am VPN Adisory eeting (1) o 11:00am = 2:00pm Executive Committee (P)
2o Hiham Intern Class (B) Duane Gomer Training (EC) 11:00am — 1:00pm
2:30 - 5:30pm 1:00 — 4:00pm Strategic Planning
Commercial Council Meeting (B) C(fmm'tt,ee ®)
3:00 - 4:00pm 1:00 - 2:00pm
19 Regional Meetings 20 21 22 SAR T°;?;“_";Ff;: nﬁ'"" M 53
Visit www.sarcaravans.org S'AR Bo.D ®)
Marketing/Communications 9:00 — 11:00am
Committee (B) "
R . . Time Block Your Way to Success (T)
SAR Closed 10:30am — 12noon SAR New Agzg\be;.?glentatlon (B) NARPM Class (T) 10:00am — 12n00n
Presidents Day SAR (hariaa(;)ll)e( I;;:undation 00— =50pm 9:00 — 11:00am IREM - Lunch & Learn
12noon — 1:30pm
12:30 — 2:00pm IREM Board Meeting (P) Lead Generation (T)
Scholarship Fundraising 9:00 - 10:00am 1:00 - 3:00pm
Committee (T) WCR Bunco (EC
1:00 — 2:00pm 5:30 - 9:00pm
26 27 28 29 30
MetroList — Prospector Course Regional Meetings SAR Closed
1(T) Visit www.sarcaravans.org 100 - 2?0; m
9:00 — 12noon : P
MetrolList — Prospector Course Housing Op_p ortunity SAR Intern (lass (B)
il Committee 20— -
(M 10:30am — 12noon 2:30 - 4:30pm
1:00 — 4:00pm ’
SACRAMENTD

G
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| Calendar Information

*For Regional Meeting locations and times,  *yarious locations — Call for details (EC) Mack Powell Event Center

Visit www.sarcaravans.org ** closed meeting (B) Board Room, 2nd Floor
or contact -
Tony Vicari at (T) Training Room, 2nd Floor
tvicari@sacrealtor.org or 437-1205. Meet'ngs SUb]eCt to Change' (U) Upstairs

\
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ETHICS CORNER

Article 3

REALTORS® shall cooperate with other brokers except when cooperation is not in the client’s best interest. The obligation to cooperate does not
include the obligation to share commissions, fees, or to otherwise compensate another broker. (Amended 1/95)

Case #3-9: REALTOR®’s Obligation to Disclose True Nature of Listing Agreement
(Adopted as Case #9-32 April, 1992. Transferred to Article 3 November, 1994.)

REALTOR® A listed the home of Seller X and filed the listing
with the Board’s MLS categorizing it as an exclusive right to
sell listing. REALTOR® A did not disclose that there was a dual
rate commission arrangement on this listing, even though
the listing contract provided that, should the seller be the
procuring cause of sale, the listing broker would receive a
commission of $500.00, an amount intended to compensate
REALTOR® A for his marketing costs.

REALTOR® B, a cooperating broker, showed the property
several times. Eventually, REALTOR® B brought a signed
purchase agreement to REALTOR® A. REALTOR® A returned the
purchase agreement the next day, informing REALTOR® B that
the seller had rejected the offer. Several weeks later, REALTOR®
B learned that the property had been sold, and that the buyer
was Seller X's nephew.

Several months later, REALTOR® B met Seller X at a fund-
raising event. Seller X thanked her for her efforts, and told her
that, under “normal circumstances,” he might have seriously
considered the offer she had produced. When asked why the
circumstances surrounding this transaction were “unusual,’
Seller X responded telling her of his agreement “with REALTOR®
A to pay a $500.00 commission if Seller X found the buyer. And
when my nephew decided to buy the house, | jumped at the
chance to save some money.”

When REALTOR® B learned of this arrangement, she filed a
complaint with the Board of REALTORS® alleging that REALTOR®
A had violated Article 3 of the Code of Ethics. The Executive
Officer of the Board referred the complaint to the Grievance

Committee, and, after its review, the Grievance Committee
referred the complaint back to the Executive Officer indicating
that an ethics hearing should be scheduled.

At the hearing, REALTOR® B, in stating her complaint to the
Hearing Panel, said that REALTOR® A's failure to disclose the
actual terms and conditions of his listing with Seller X was a
misrepresentation. She explained that, had she been aware
of this arrangement, she might have decided not to accept
REALTOR® A’s offer of cooperation, since it might put potential
purchasers she would produce in a possibly unfair position.

REALTOR® A, speaking in his own defense, stated no
commission differential would have resulted if the buyer had
been procured by either the listing broker or a cooperating
broker so whatever other arrangements he had with Seller X
were personal and, as listing broker, it was his right to establish
the terms and conditions of his relationship with his client.

After careful deliberation, the Hearing Panel concluded that
while it was REALTOR® A’s right to establish the terms and
conditions of the listing contract, the existence of his “special”
arrangement with Seller X should have been disclosed as a dual
or variable rate commission, since without knowledge of it,
cooperating brokers would be unable to make knowledgeable
decisions regarding acceptance of the listing broker’s offer to
cooperate.

The Hearing Panel concluded that REALTOR A had in fact
concealed and misrepresented the real facts of the transaction
and was in violation of Article 3 of the Code of Ethics as
interpreted by Standard of Practice 3-4.

pr ~ |

Crestone Mortgage

Serving

8510 Madison Ave, Suite F

Fair Oaks, CA 95628 SUCY Velayas

MLO# 247078
Mobile: (916) 532-0802
or (209) 840-2530

Sacramento and

Office: (916) 536-9860

Fax: (916) 313-3469 the Greater Mother

Email: shaun@crestonemtg.com Lode since 2001

Website: www.crestonemtg.com .
Licensed by the Bureau of Real Estate 01843130

(=) NMLS-1433634



mailto:shaun@crestonemtg.com
http://www.crestonemtg.com

17

SACRAMENTO HOUSING STATISTICS

November sees seasonal drop
off in sales, median sales price

The median sales price for November decreased to $348,250, down 1.9% from $355,000 in October. Compared
with last year, the current figure is 7.2% above the $325,000 figure of November 2016. SAR recorded the highest
median sales price in August 2005, which was $392,750. The current figure is 11.3% below that figure.

November closed with a 7.5% decrease in sales, down from 1,510 in October to 1,396. Compared with the 1,434
sales of November 2016, the current number is a 2.6% decrease. Equity sales dominate the market, making up
97.6% (1,363) of the sales this month. REO/bank-owned and Short Sales made up the difference with 20 sales
(1.4%) and 13 sales (.9%) for the month, respectively. Types of financing used for the sales this month included
180 cash (12.9%), 792 conventional (56.7%), 283 (20.3%) FHA, 46 (3.3%) VA (Veterans Affairs) and 95 (6.8%) used
Other* types of financing.

st the Facts - November 201

Nov-17 Nov-16 Change Summary/Notes
% 6%
Sales 1,396 1,434 2.6% Sales down 7.5% \r/r;::t:; ioe;r;onth, down 2.6%
Median Sales Price| $348,250 | $325,000 | 7.2% Down 1.9% month to month
Active Inventory 2,216 2,047 8.3% Inventory up from 1,454 in January 2017
Median DOM 17 17 0.0% Up from 13 DOM last month
Avg.Price/Sart] s | s | woos | e rree o

Active Listing Inventory decreased, dropping 12.6% from 2,536 to 2,216. The Months of Inventory decreased
from 1.7 Months to 1.6. A year ago the Months of inventory was 1.4 and Active Listing Inventory stood at 2,047
listings (7.6% below the current figure). There were 1,512 listings published in November which was a 24%
decrease from the 1,989 listings published last month. “Listings published” signifies all listings that came on the
market for the current month. Of the 1,512 listings that came on the market for the month of November, 635
were still listed as active, 677 are currently pending sales, 91 were already sold and another 109 are either off the
market, expired or other.

The Average DOM (days on market) increased from 25 to 27 from October to November. The Median DOM
increased from 13 to 17.“Days on market” represents the days between the initial listing of the home as “active”
and the day it goes “pending.”69.5% of all homes sold this month (970) were on the market for 30 days or less and
89.1% (1,244) of all homes sold in 60 days or less.

The Average Price/SqgFt of all homes sold increased from $227.2 to $229 from October to November. Compare
these figures to five years ago (November 2012), where the Average Price/SqFt was $125.4, an 82.6% difference.
See all statistical reports here.

*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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MLS STATISTICS

November CA0N

MLS STATISTICS for November 2017
Data for Sacramento County and the City of West Sacramento

SINGLE FAMILY HOME RESALES

Monthly Statistics Current Month

Listings Published this Month 1,512

Last Month

1,989

Change

P AL A & B LRTORES

ALIRDIATION OF BIGLTONE

% of Last Year %of Total Change
Total Sales

1,331 13.6%

Active Listing Inventory 2,216 2,536 -12.6% 2,047 8.3%
Active Short Sale (included above) 17 18 -5.6% 26 -34.6%
Pending Short Lender Approval a4 54 -18.5% 100 -56.0%
Pending Sales This Month 1,020 1,230 -17.1% 1,246 -18.1% —

Number of REO Sales

20

11

34

2.4%

-41.2%

Number of Short Sales 13

11

37 2.6% -64.9%

Equity Sales** 1,363

1,488

93.4% 1.7%

1,340

Other (non-REO/-Short Sale/-Equity) 0

0

23 1.6% -100.0%

Total Number of Closed Escrows 1,396 1,510 -7.5% 100% 1,434 100.0% -2.6%
Months Inventory 1.6 Months 1.7 Months -5.9% 1.4 Months 14.3%
Dollar Value of Closed Escrows $537,437,077 $584,041,469 -8.0% $500,723,908 7.3%
Median $348,250 $355,000 -1.9% $325,000 7.2%
Mean $384,984 $346,782 11.0% $349,180 10.3%
Year-to-Date Statistics 1/01/17 to 11/30/17 1/01/17 to 11/30/17 1/1/2016

SAR monthly data, compiled MetrolList YTD data 11/30/2016 Change
Number of Closed Escrows 16,437 16,774 16,552 -0.7%
Dollar Value of Closed Escrows $6,150,248,554 $6,267,258,751 $5,700,763,331 7.9%
Median $340,000 $340,000 $315,000 7.9%
Mean $373,629 $373,629 $344,415 8.5%

2015

Sales Volume

Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec.|Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec.|Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov.

2016

2017

Median Sales Price
$400,000
$350,000
$300,000
$250,000
$200,000
$150,000

tincludes: Active, Active Release Clause, Active Short Sale, Active Short Sale Contingent, Active Court Approval and Active Court Contingent listings
** Owner Equity Sales, previously identified as Conventional Sales, represents all sales other than short sales or lender owned properties.

Inventory Volume

Based on Multiple Listing Service data from MetrolList© | 2017 SAR.
Compiled monthly by Tony Vicari, Director of Communications | Sacramento Association of REALTORS® | www.sacrealtor.org | 916.437.1205
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MLS STATISTICS for November 2017
Data for Sacramento County and the City of West Sacramento

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

TYPE OF FINANCING
1 House on Lot Total: 1,396 (1 House on Lot/CondSpsh

Other 13%

. VA 7%
:260 263 - FHA 3%
— I 20%

—

9 ©® ™ ™ ™ ™ ™ ™ ™ S & O &
R . T TS (O L S LT LY. LR
P O Y ,,)bc\b‘ q)%q\ b?‘q‘ @q‘ %@\ « S o
& g g g @ & g g g &
P L LSS S Conventional

Q
O O O O O O
Q N2 O $ S O 9
SV NG 57%

Types of Financing Historical DAYS ON MARKET
(% of Sales) (1 House on Lot/Condo)
i
Cash Conventional FHA  e====\/A e Other 91- 12:’ Days 121 - 180 Days
60.0% 3% 1% \ \
55.0% -_— 61 - 90 Days 181+ Days
50.0% - —_——
45.0% ———— = - =
40.0% ATy
35.0% v~ =zt .1
30.0% [MIOE— \
25.0% A . — — O\ A — |
20.0% Vil S. S & — A i
15.0% —=l e ——pr—=— [31-60Days ‘
10.0% 20% ’
5.0% mxﬁv&%ﬂ
0.0% — - — ~ o~ o~ o~ ™ o0 ™ om < < ht < wn wn wn wn o o o o ~ ~ ~ ~
TIFiYEiiyIITIIGIOIELIVTIIILITYIOLIGE 0-30 Days
< > 0 8 « 2 o0 8 £ ° 0 8% > 0 8% > 0 8 £ ° 0 8% g ° 0 70% ‘
Type of Financing Current Month | Previous Month LENGTH OF TIME ON MARKET
% of Total
. (Single Family Home only) # of % of # of % of (SFR & Condo) # of Current Last 4 Last 12
' Financing Method Units Total Units Total Days on Market Units Month Months Months |
Cash 180 12.9% 205 13.6% 0-30 970 69.5% 74.7% 75.7%
Conventional 792 56.7% 863 57.2% 31-60 274 19.6% 16.3% 13.9%
283 20.3% 302 20.0% 61-90 85 6.1% 5.1% 5.2%
46 3.3% 96 6.4% 91-120 45 3.2% 2.2% 2.5%
95 6.8% 44 2.9% 121-180 17 1.2% 1.1% 1.7%
Total 1,396  100.0% 1,510 100.0% 181+ 5 0.4% 0.6% 1.0%
Total 1,396 100.0% 100.0% 100.0%
* half-plex, 2-on-1, mobile home Current Last Month
tincludes: cal vet, contract of sale, creative, farm home loan, owner Median DOM: 17 13
financing. Average DOM: 27 25

Average Price/Square Foot: $229.0 $227.2

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.

Based on Multiple Listing Service data from MetroList© | 2017 SAR.
Compiled monthly by Tony Vicari, Director of Communications | Sacramento Association of REALTORS® | www.sacrealtor.org | 916.437.1205
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SAR NEW MEMBERS

December 2017

Affiliates

William Call
Prime Lending

Kaelee Cornell
Answer Home Loans

Kelly Fontes-Hyde
Chicago Title Company

Austin Howard

Big Valley Mortgage
Juan Lashley
Prime Lending

Alina Mukepadhay

North American Home Services
Anna Penkov

Prime Lending

Melissa Rawluk

Finley Home Services

Richard Sundquist
Richard Sundquist

Carolyn Sunseri
Golden State Finance Authority

Designated REALTORS®

Maximillian Diez
Movoto Inc

David Judd
RealHome Services & Solutions

Darryl Pace
Broker Direct Realty

Kenny Tan
Centermac Realty Inc

New REALTOR® Members
Kurt Barnes

Lyon RE Elk Grove

Shawnna Bell

Lyon RE Natomas

Sergey Brodskiy

Coldwell Banker Residential Br
Kaylie Cline

Land Catchers Investments

Dee Dahl
KTB Enterprises

Sarah Dalton
Coldwell Banker Residential Br

Roy Fitzgerald
NextHome Premier Properties

Jenna Floyd
Lyon RE Sierra Oaks

Agnes Guidice
Twin Rivers Capital

Ciara Hale

Weichert REALTORS Galster Grp
Sara Henderson

Keller Williams Rlty Elk Grove

Jeffrey Henrichs
Keller Williams Realty Natomas

May Huang

RE/MAX Gold Elk Grove
Andre Jackson

eXp Realty of CA Inc
Kristopher Karge
Premier Realty

Jasmine Lee
Coldwell Banker Residential Br

Michael Milo
Keller Williams Realty Folsom

Megan Mora
Orbit Realty

Kitae Nam
VK Global Realty

Estelle Nappier
The Key Agency

Chanh Ngo
RE/MAX Gold Elk Grove

Vaughn Patillo
Redfin Corporation

Brandon Peterson
Peninsula Gold

Amanda Prentice
NextHome Premier Properties

Chrystina Schlotthauer-Tovani
eXp Realty of CA Inc

Roxanne Springman
Allison James Estates & Homes

Michelle Van Schoick
Providence Properties

Oscar Varela
Steele Realty & Investments Co

Jonathan Woo
Warren Realty

SACRAMENTO
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SAR STAFF MEMBER OF THE MONTH —
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1. How long have you been working with SAR? What is your job title and duties?

| started working at SAR as the Meetings and Events Manager about three weeks ago.
| am the staff liaison to the Masters Club Steering Committee, so | will be working on
the Masters Club Awards Reception, Masters Club Golf Tournament, etc. | also assist with
planning all main meetings.

2. What did you do before you were hired on at SAR?

I graduated from CSU Sacramento in May 2017 with my degree in dietetics. During college,
| worked on campus (with SAR’s Madison Hall) as an event coordinator for three years.

3. What are some of the things you like about working at SAR?
| really enjoy the people that | get to work with, both staff and SAR members.

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

I moved to Sacramento in 2013 for college, but | grew up in Oakland. | also lived in the
beach town of Capitola, CA for four years.

5. What do you like/dislike about Sacramento?

There are so many things | love about Sacramento: the restaurants, the Farm-to-Fork
festival, the growing city, the river, the proximity to Lake Tahoe, the ability to bike
everywhere, the beautiful trees. My only complaint is all of the pollen in the spring!

6. What are some of your hobbies or interests?

My major in college was nutrition, so I'm pretty obsessed with food. | love cooking
new recipes, trying new restaurants, watching cooking shows, etc.

7. Have you watched any good movies or read any good books lately?
It's December so I've been watching all of my favorite Christmas movies.

8. Do you have any favorite vacation spots?

Anywhere with a beach and warm water. After | graduated from college | bought a one
way ticket to Maui and | ended up staying for four months!

9. What's your favorite restaurant(s) in the Sacramento area?
Zocalo, The Porch, Café Bernardo, Selland’s, The Rind, the list goes on...

10. What would people be surprised to learn about you?
I've taken flight lessons and | hope to get my pilot’s license one day.

SACRAMENTO
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1164 W. National Dr. Suite 60 Feel free to call us direct.
Sacramento, (A 95834 Dave Tanner - 916.216.1941
(916) 922-2234 or (916) 922-7584 Chief Excutive Offcer
Chris Ly — 916.437.1204
q Chief Operating Officer

2018 SAR Directors Patrifia Ani -916-437-1210
Board of Directors Jodi Ash Education Services Manager

Del Barb Lyta Chen - 916-437-1206
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resiaen Courtney Edwards Association Services Coordinator
q Brian Delisi - 916.437-1209
Demece Ross-Francom agiaGne:llztggrcia Director of Meetings & Events
President-Flect Cherie Hunt Madison Hall - 916-437-1211
Event Manager
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Nancy Manly - 916.437.1217
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Denise Stone - 916.437.1219
Member Services Manager

Judy Shrivastava - 916.437.1207
Director of Education & Graphic Services
Tony Vicari - 916.437.1205
Director of Communications

Spencer Williams - 916 437-1225
IT Manager

Caylyn Wright - 916-437-1227
Government Affairs Director

SAR Retail Center

Carl Carlson - 916.437.1223
Director of Facilities and Retail Operations

Elizabeth Scambler - 916.437.1222
Retail Services Specialist

Yvonne Ukabi - 916.437.1224
Retail Services Specialist

monthly by the Sacramento Association
of REALTORS® for the benefit of its
Membership. Advertisements and
statements of fact and opinion are the
responsibility of the authors alone and do
not imply an opinion or endorsement on
the part of SAR officers, Members or staff.
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Editorial Policy

The Sacramento Association of REALTORS®
(SAR) welcomes articles of educational
interest to its Members. Published articles
will feature the author’s name, title and
company; however, no direct compensation
will be paid to the author. SAR reserves the
right to edit submitted articles for length,
grammar and appropriateness.

Articles will be printed in SAR's publications
on a space available basis. Attempt will

be made to publish submitted articles in a
timely manner; however, submission of an
article does not guarantee when, or if, it
will be published.

The mission of the Sacramento
Association of REALTORS® s to
enhance the ability of its Members

to practice their profession
ethically and effectively, to serve
the community and to protect
private property rights.
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