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TEN MINUTES INVESTED IN THIS PLAN
CAN HELP YOU REACH A 2014 GOAL.

News from realtor.com® ‘

realtor.com

Author: Guest Contributor
Submitted: 01/15/2014
Submitted by: RE Technology

Try realtor.com®’s new online business planning tool!
It takes 5-10 minutes and immediately calculates the
key activities and daily actions you will need to take

-- based on your specific objective.

We worked with top agents who consistently set and achieve higher goals and enlisted
their help to build this. It considers how many new prospective customers these power agents
need to get to at least one closing per month. We also learned how they were handling leads
and the number of follow-up calls they make each day to reach ambitious but attainable
new business objectives. The result is a realistic, manageable activity plan customized for
you — and it includes links to free tools, webinars, downloadable applications and more
help to get you to your goal.

Try it and see how easy it is to break down a big task into manageable activities in
this simple but effective plan. Start Here.

AVOID LATE FEES: Membership Dues
Due by January 31

Why waste money with late fees? Pay your SRAR member-
ship dues before January 31 and avoid extra fees. Paying
after the 31st will result in a $30 late fee added to your
total. Those who have not paid their dues by February
20th will be shut off and forced to pay a reinstatement
fee, in addition to the late fee and dues -YIKES!!!

For your convenience, we offer several options to pay your dues: online in the
Members Only section, by mail or pay in person at either of SRAR’s two
locations (Van Nuys or Santa Clarita).

As a reminder, members of SRAR are offered an array of benefits that are
included in your dues. To name a few, there’s CloudCMA, Proxio Pro,
REALTORS Property Resource (RPR), RealistTax, TransUnion SmartMove,
HomesConnect, and RatePlug.

To learn more about these, and all your member benefits, visit us at
www.srar.com or contact Director, Member & Community Services, Joey
Lewis at 818-947-2256 or via email at joeyl@srar.com

MER0 RLTROFITTING

RETROFITTING COMPLIANCE « RIO & REHAD SEMACTES

Retrofitting &
Bank Rehabs

Competitive Prices
For Quality Work

General Contractor Since 1987

C. Lkomse #3050

800.450.3660

Call For A Bid Or Information

solutions@gometroretro.com

www. GOMetroRetro<om
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SOLAR PANELS AND OTHER SYSTEMS
-ARE THEY LEASED OR OWNED?

SUBMITTED BY KATHY MEHRINGER -2014 RISK
MANAGEMENT COMMITTEE

Trending indicates that homeowners are opting to lease many of the property systems (water softeners, water
purification, property alarms, integrated phones. etc.) rather than purchase them. For that reason you will find
that I have re-posted this message regarding Solar Panels and other leased systems insofar as they impact the real

estate transaction!

Whether or not the seller owns or leases all “Property Systems”
including energy savings solar panels is an important factor in the
contract negotiations between buyers and sellers. In order to assist in
the facilitation of this discussion/negotiation you may wish to review

While you will note that the example
below is geared toward solar panels
the discussion points are similar
irrespective of the type of “Property
System.” What is most important
is communication, whether the
brokerage firm represents buyer, seller
or is acting as dual agent, engaging in
frank and open discussion regarding
any and all matters affecting the
property is a wise course of action.
Enjoy the read!

1) Listing agents: When listing a
property with solar panels (or other
systems) ASK the seller if they are
owned or leased.

a. If these systems are leased request
a copy of the lease agreement.

b. Provide the lease agreement and the
terms of the agreement to the buyer by
way of an attachment to a counter offer
or contract addendum.

c. Amend Paragraph 8 “Items Included
In And Excluded >From Purchase Price”
of the Residential Purchase Agreement
to state that the seller does not own the
solar panels or other leased systems.

d. In addition. include verbiage that
requires the buyer to both qualify
for (within the timeframe specified
in paragraph 14B of the Residential
Purchase Agreement) and to assume
the existing lease agreement(s) unless

www.srar.com
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otherwise agreed in writing between
the parties.

e. Advise the seller that the buyer may
ask for a price concession equaling the
remaining balance on the lease OR ask
that the lease be paid off.

f. Bear in mind the buyer’s lender will
factor in any solar panel lease agreement
obligations when calculating ratios.

2) Buyer’s agents: When selling a
property with solar panels or other
systems, ASK the listing agent if they
are owned or leased.

a. If the agent says they are owned
include language in the purchase
agreement requesting proof of
ownership.

b. If the agent says they are leased
include a request for a copy of the lease
agreement as a term/condition of the
purchase agreement.

c. If leased the buyer should provide
the lender with a copy of the lease to
determine whether or not the payments
will affect the buyer’s debt/income
ratio.

d. Buyer should be advised to contact
the leasing company to determine what,
if any, steps need to be taken in order to
qualify for the lease.

e. Buyers may wish to negotiate a lease
pay-off as a condition of the purchase
agreement or some other concession.

f. Buyer should consult with their
lender with respect their obligations
under an assumed lease agreement.

3) The buyer should contact the
leasing company directly for additional
information.

For example: (i) “In the event wood
pest fumigation is required and should
the integrity of the solar panels be
compromised would warranty be
negatively impacted?” (ii) “Will the
leasing company inspect the panels
prior to close and after the fumigation
to insure everything is in good working
order?” (iii) “If there is damage to the
solar panels, which party is to be deemed
responsible for any necessary repairs/
replacement?”’

January/February 2014 3



ACTIVITY SURGES AS DISTRESSED SALES PLUMMET

BY ROGER HANCE, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS

Just as the Santa Monica Mountains are
parched and desperate for rain, the local
housing market appears poised to surge
forward as distressed sales vanish and
owners and buyers prepare to kick home
sales into a higher gear.

| With interest rates
expected to still be
favorable, albeit higher than
a year ago, all that’s needed
for the San Fernando Valley
market to expand is the
belief, willingness, and
confidence on the part of
owners that this Spring is
the right time to list their
< home for sale so they can
“Hlisukriisoen  move up, move down, or
simply improve the quality of their home.
Unquestionably, more sales will follow as buyers,
who remain plentiful, have a wider selection.
Despite new rules that test a buyer’s ability to
repay a loan and may slow sales while make it
harder for some families to win financing, the
extremely tight inventory remains the primary
constraint on local and statewide home sales.

In short, it’s time for existing owners to purge
any lingering uncertainty from Great Recession,
driving it out at the same speed that distressed
sales are falling lower and lower with each
passing month. Foreclosures Valleywide fell
during 2013 by 50 percent compared to the prior
year, which also came in half again lower than
2011. Rising resale prices buoyed thousands of
local owners above water, giving them positive
equity when just months earlier they owed
more than the then current resale value of their
home. Higher resale prices also translated into
few owners falling behind on loan payments
while encouraging others to begin long-delayed

IN SHORT, IT’S TIME FOR
EXISTING OWNERS TO PURGE

ANY LINGERING
UNCERTAINTY

FROM GREAT RECESSION

improvement projects. Foreclosures and short
sales are quickly falling off the radar screen
with the December statewide shortsale tally half
of what it was in 2012 to the lowest levels since
January 2009. Conversely, as distressed sales
plummet, traditional sales surge. While local
standard sales had fallen to as low as 40 percent
of'total transactions in September 2012, by fourth

quarter 2013 each month saw traditional buyers
capture 80 percent and higher of total closed
escrows. Rising resale prices helped underwater
owners, but they also limited interest of investors,
many of whom snapped up bargain-basement
priced properties with all-cash offers. As investors
pulled back, that cleared the way for traditional
buyers, thus speeding the return of today’s new
normal. 2014 will see resale prices move higher,
although the double-digit price increases of
2012 and 2013 will slow to single-digit gains.
Inventory is not expected to expand dramatically,
yet any increase will be welcome. It will mean
the troubles of the past have receded deeper into
memory and that buyers and sellers understand
the new realities. Housing is nearly back to where
it should have been all along — a place to raise
a family, plant a garden, make friends, and build
community. Welcome home!

4th Annual Commercial Day
KNOWLEDGE
EXPERIENCE REMOVES

THE TARGET ON
COMMERCIAL BROKERS

Commercial real estate transactions have
always been complex, complicated affairs, yet
in this modern age only knowledge, experience
and paying strict attention to due diligence
can protect owners, buyers, investors and
commercial brokers. The price for overlooking
a single detail can be devastating.

Take, for example, the purchase of a building
in downtown Los Angeles, said Ralph Odierna,
a veteran broker who spoke at the fourth annual
commercial day presented by the Commercial &
Investment Division of the Southland Regional
Association of Realtors. The educational event is
designed to propel commercial brokers to the next
level of expertise. The program was moderated
by Dennis Dishaw. Additional speakers included:
Heidi Prosser, Jeffrey Shore, Joyce Soriano-
McDowell, Matt Kuczkowski, and Gary A.
Aminoff. More than 120 real estate professionals
and investors attended. In Odierna’s example, a
buyer for a downtown building appeared with
$75 million cash, which in a prior era would
have meant a quick sale. In today’s post-9/11
age and with illicit drug money rampant, the
brokers had made a fatal mistake — they failed
to verify the source of the cash. “Thirteen months
later Homeland Security would not release the
funds. They couldn’t prove where the money
came from,” Odierna said. “It’s a different world
today. Terrorism and the source of funds is the
number one concern of Homeland Security. They
will track where every dollar comes from.” Not
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only must the source of huge sums be verified,
brokers also must know that transactions
emanating from some countries are prohibited.
Fines for dealing with banned countries can
be crippling. “Not all foreign buyers can be
your clients,” Odierna said. “There’s so much
money on the street from foreign clients, but be
cautious. Know that almost all cash deals out of
Mexico get red flagged.” Commercial brokers
who make mistakes can expect one outcome, he
said — A lawsuit. “Brokers have a target on their
breast,” Odierna said. “They are sued the most
in California, even more than doctors.” Avoiding
problems for all parties means performing due
diligence research on commercial transactions,
which was the focus of Matthew Rodda, another
expert speaker at the educational event. Changes
in rules and regulations that went into effect in
November require file reviews and certain tests
when specific types of commercial property are
involved. “Ninety-nine percent of lenders require
a Phase I ESA report,” Rodda said. “Most buyers
know about it, but if they don’t it’s your job to tell
them. If the buyer later wants to refinance or flip
the property, they will need it. ... Even in a cash

deal, a Phase 1 is critical.”

The report researches

a property’s history,

sometimes reaching back

to the late 1800s. It’s

particularly critical to

complete in Los Angeles,

he said. Many corner

commercial lots once

had gasoline stations;
plus, the city sits atop about
28 oil fields. Depending on the proposed new
usage, the lot may require expensive, extensive

Ralph Odierna

Realtor® Report
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remediation, especially if there’s a chance gasses

or vapors
m I m

could
=T leach up
Buitg Faudsi

to the
surface or
down into
ground
water.
! Testing is
A wise, but
Matthew Rodda “don’t
be dragged into investigations that are not
necessary,” Rodda said. “If ground water is at
15 feet, it’s a concern, but maybe not if it’s at 50
or 75 or 100 feet.” Vapor intrusion is the issue
de jour that is complicating a lot of commercial
projects, Rodda said. “As a landowner you have
a responsibility to protect inhabitants of that
structure. ... It cannot be dangerous to tenants
or employees.” The tougher standards are not
necessarily a “deal killer,” he said. Yet the extent
of'the risk can be determined only by considering
the source and scope of the contamination and
understanding the make up of the property and
surroundings. For example, oil wells once were
prolific throughout Los Angeles, with some wells
still pumping. Building above an oil field, which
is generally contained, is less a concern than
the possibility of a methane gas leak, a frequent
by-product of an oil well. Commercial brokers
need to know where oil fields are located and they
must understand the mitigation rules required by
Los Angeles City and County. It’s a lot to learn.
“Take commercial broker classes,” Odierna
advised commercial brokers. “You have to have
the knowledge to know what you’re doing.”

www.srar.com



EXPERTS PREDICT 2014 HOUSING MARKET

DEC6,2013 | BY: MICHELE LERNER | STORY PROVIDED
BY REALTOR.COM

The U.S. real estate market made a robust
comeback in 2013, surpassing expectations
of many economists, as the combination of
low inventories and historically low interest
rates caused home prices to rise and even
helped fuel bidding wars in some markets,
surpassing the expectations of many
economists. While positive trends, such
as increasing home values, are expected to
continue into 2014, mortgage rates are also
expected to rise in the coming year and
could put a damper on home buyers’ abilities
to afford new homes.

Looking back at some 2013 data can give
us a hint of the year ahead:

1. Inventory Should Gradually Stabilize
and Return to Traditional Seasonal Levels

The beginning 0f 2013 could be characterized
as the “year of low inventory” as buyer
demand ramped up and homeowners waited
for further price increases and evidence of a
solid economic recovery before putting their
homes on the market. The year began with a
significant shortage of inventory (reported by
realtor.com®), and then as early as February
the level of shortages started to decline
slowly. As 2013 comes to a close, inventory
is approximately the same as a year ago.
However, homes are selling faster than in 2012,
with the median age of the inventory down by
11 percent.

www.srar.com
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2. More Homeowners Are Likely to
Return to Positive Equity

Rising prices helped 2.5 million
homeowners who were previously
underwater regain positive equity status
during the second quarter of 2013. However,
approximately 7.1 million homes were
still in negative equity at that time and
an estimated 10 million homeowners, or
about 21.1percent of all homeowners with
a mortgage, remained “under-equitied,”
with less than 20 percent in home equity.
The good news is that prices are expected
to continue rising in 2014, which will lift
more homeowners into positive territory.
According to realtor.com®, median list
prices for homes in October rose 7.57
percent above the same month of 2012.

Euais
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3. Mortgage Rates Are Expected to Rise

Mortgage rates increased approximately
100 basis points in 2013 and are likely to rise
in 2014. The new chairman-designate of the
Federal Reserve, Janet Yellen, is expected
to continue the policies of Chairman Ben
Bernanke, including keeping mortgage rates
low by buying blocks of mortgage-backed
securities. However, the Fed has considered
tapering its bond-buying activity as the
economy improves, which could lead to a
slight increase in interest rates.

4. Foreclosure Activity Is Expected to Slow

Foreclosure sales are likely to play a minimal
role in the housing market in 2014. September
2013 was the 36th consecutive month with a
year-over-year decrease in foreclosure activity.
Foreclosure inventory has dropped to multi-year
lows, down nearly 33 percent since the end of
2012. Foreclosure starts were down 39 percent in
the third quarter of 2013 to the lowest level since
the second quarter of 2006.

5. Further Declines in Home
Affordability Are Expected

The National Association of REALTORS®’
Home Affordability Index, which compares
home prices with income, dropped to a five-
year low in 2013 as price increases outpaced
income growth. If the U.S. economy begins
to grow at a faster pace and incomes begin to
rise, though, the affordability index will slide
further from rising mortgage rates.

While no one can predict with certainty
what the housing market holds in store for
2014, a constant in real estate is always
that local markets vary widely in their
performance. National numbers can tell a
story about the economy in general, but
home prices, inventory and foreclosure
activity depend on local market conditions.
Contact a Realtor® in your community for
the most up-to-date information about your
market.

H
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7 TIPS TO GROW YOUR REAL ESTATE COMPANY
USING SOCIAL MEDIA

JAN 7,2014 | BY: SUZANNE ROY | STORY PROVIDED BY
REALTOR.COM

GUEST POST BY DAVE KERPEN, CEO OF LIKEABLE LOCAL

Gone are the days of using the Yellow Pages,
Valpak and direct mail to successfully market
your company. Today, savvy realtors use search
marketing, search engine optimization and
various social media platforms to market their
companies.

More than 1 billion people in the world
are on Facebook, including over 175 million
Americans—that is, every 1 in 2 American adults.
Twitter recently surpassed 400 million accounts.
LinkedIn boasts over 200 million users. Many
REALTORS® are trying to take advantage of
these trends, by using social networks to promote
themselves and broadcast their messages, but few
are fully reaping the rewards.

If you stop thinking like a marketer and start
thinking like a customer, you’ll understand the
secret to social media is in the “social” more than
in the “media.” It’s in being human, and being
the sort of person at a cocktail party who listens
attentively, tells great stories, shows interest
in others and is authentic and honest. To put it
simply, the secret is to be likeable.

Here are seven tips to be more likeable and
ensure great success using social media:

1. Listen first
and never stop
\ listening
\ Before your
first tweet, search
Twitter for people
talking about your
company and
your competitors.
Search using
words that your
prospective
. customers would
‘\“\ 1 say as well. For

example, realtors
should use Twitter and Facebook to search for
people using the words “looking for a realtor”
or “need to find a good house” in your town.
You’ll be surprised how many people are already
looking for you.

2. Don’t tell your customers to “Like” you
and “Follow” you, tell them why and how
they should

Everywhere you turn, you see “Like us on
Facebook” and “Follow us on Twitter.” Huh?
Why? How? Give your customers a reason to
connect with you on social networks, answering
the question “What’s in it for me?” and then make
it incredibly easy to do so. Note the difference

Realtor® Report

between these two calls to action: “Like our page
on Facebook™ vs. “Get answers to your real estate
questions on our Facebook page.”

3. Be authentic

Your customers don’t want to read impersonal
posts about the importance of keeping in touch
with their REALTOR®. Instead, be human and
be yourself. Are you sponsoring a Little League
team in your town? Share it with your fans! Know
a few real estate jokes? Tell them! Imagine how
much positive feedback you would get if you
asked: “Why didn’t the hipster realtor show the
oceanside mansion? ... It was too current.” Write
posts that show your company’s personality and
watch your online community begin to engage
and grow.

4. Why ask questions?

Wondering why nobody’s responding to
your posts on Facebook? It’s probably because
you’re not asking questions. Social media is
about engagement and having a conversation,
not about self-promotion. If a realtor posts on
Facebook, “Come in and see what’s on the market
today,” nobody will comment and nobody will
call to make an appointment. If that realtor posts
a question as simple as “What’s your favorite
shutter style?” people will be more likely to
comment online and engage with the company.
Better yet, if the realtor asks “What’s the best part
about home shopping?” think of the number of
people who will comment on the post and bring
attention to the company.

5. Surprise and delight your customers

Want to bring more attention to your company’s
social media pages and become more likeable
over all? Learn ways to surprise and delight your
customers on a regular basis. Offer contests and
raffles or encourage your community to join the
conversation for a chance to win local gift cards
that show off a town’s personality. Remember,
free is like magic and a delighted customer will
share their experience with friends and family.

6. Share pictures and videos to tell stories

People love photos. The biggest reason
Facebook went from zero to 1 billion users in
nearly 10

years (yes, Facebook will be celebrating its
tenth year this February!) is photos. Photos
and videos tell stories about you in ways a text
alone cannot. You don’t need a big production
budget, either. Use your smartphone to take
pictures and short videos of customers and cool
things around town. Then upload them directly
to Facebook, Twitter and LinkedIn. A picture
of a young couple in front of their new home is
Facebook gold. Try a video featuring testimonials
from your happy customers! A picture really is

January/February 2014

worth a thousand words — and a video is worth
a thousand pictures.

7. Spend at least 30 minutes a day and
use our new storytellit app to help!

Storytellit is a tool created by Likeable Local
which gives you great suggestions for highly
engaging posts and then automate and schedule
them to Facebook, Twitter, LinkedIN and Tumblr.
If you bought a newspaper ad or radio ad, you
wouldn’t spend five minutes on it or relegate it
to interns, so don’t do it with social media. Not
to mention, there’s a lot to learn, and

every week, new tools and opportunities across
social networks emerge. Spend real time each day
reading and learning, listening and responding,
and truly joining the conversation. The more time
and effort you put in to social media, the more
benefits your company will receive.

The tips listed above are critical to maintain
and grow an online community, but before you
even consider social media — I tell Likeable
customers — consider this: Facebook will help
magnify and multiply the conversations about
your company. Will you be happy about the
nature of those conversations?

Before you get involved with external
communications — online marketing, advertising
and social media — look internally at your
company. The secret to the most effective
marketing is so simple — just be likeable.

What do your customers say when they talk
about YOUR company with their friends and
family? Do they rave about easy communication,
effective listening and great results? Or, will they
have less than savory things to say?

Is your customer service immaculate? Are
there displays of community awards? What about
your company is remarkable? What about your
business is likeable?

Remember to follow the golden rule:
Would you yourself click the “Like” button,
the Follow

button, or Retweet button if you saw your
company or your content here? Would you
want to be friends with your company at a
cocktail party? Just how likeable is your
company?

our byai
w ocial medi
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Another great opportunity ~.— SOUTHLAND REGIONAL Forall SRAR opportunities
brought to you by... W ASSOCIATION OF REALTORS®, INC. visit srar.com/calendar
™

A series of four classes tought
by industry professionals that are essential to all REALTORS!

el e g eres
l

Class Date Time
1. Prospecting, Listings, & Marketing Saturday, March 1st 9:00am to 1:00pm
2. Buyers, Offers, & Financing Tuesday, March 4th 5:30pm to 9:30pm
3. “Contracts” featuring R.P.A. Thursday, March 6th 1:00pm to 5:00pm
4. Risk Management Wednesday, March 12th 1:00pm to 4:00pm

All classes held in the SRAR Van Nuys Auditorium

Take one course in the series or take them all and receive a bulk discount!
Pre-register and pay advance for the entire series to save more money!!!

Yes! Please sign me up for the “Professional Advant-Edge” classes March 1st - March 12th

o | am a member of SRAR pre-registering in advance at $65.00 for the entire series.

o | am a non SRAR member pre-registering in advance at $85.00 for the entire series.

o | wish to register for the classes individually and | will attend the class or classes checked below.

** NOTE: Pre-registration ends on Tuesday February 25th at 5:00pm.** ALL Registrations received AFTER February 25th with be the “at the door” price.
SRAR Members can pay for individual classes at $25 each (pre-registration) - $30 each (at the door)
Non - Members can pay for individual classes at $30 each (pre-registration) - $35 each (at the door)

o “Prospecting, Listings & Marketing “ o “Buyers, Offers & Financing”
Saturday, March 1st 9:00am to 1:00pm Tuesday, March 4th 5:30pm to 9:30pm

o “Contracts” (featuring the R.P.A.) o “Risk Management”
Thursday, March 6th 1:00pm to 5:00pm Wednesday, March 12th 1:00pm to 4:00pm

Make check payable to SRAR & mail with registration form to: SRAR 7232 Balboa Blvd Van Nuys, CA 91406 Attn: Vince
Call Vince at (818) 947-2268 to confirm receipt of your paid registration.

Print Name Member #

Address City Zip Phone (__)

TO PAY WITH CREDIT CARD FILL OUT THIS FORM WITH YOUR CREDIT CARD NUMBER & FAX IT TO (818) 786-4541
VISA/ MC/ AMEX / DISCOVER # ExpiratonDate ____ /___ (Mo. Yr.)
Amount $ Mandatory Signature

REFUND POLICY
24 — hours notice prior to course date. No refunds honored on or after course date. A $10 administration fee will be charged on all cancellations.
SRAR reserves the right to cancel/reschedule any course. If SRAR cancellation occurs, a full refund will be issued. (Pro Adv. 03 2014)

Like us on Facebook.com/SouthlandRegional & follow us on Twitter.com/SouthlandAOR for all the latest SRAR happenings!
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Broker/Owner/Manager Meetmg

Refreshments served

2014 RISK MANAGEMENT COMMITTEE
RlskFebruary2014@srar com

» February 24, 2014 | 1-3pm
@ R SRAR AUDITORIUM
SPEAKERS
. / i Kathy Mehringer:

RSVP T

= Reducing risk and avoiding conflicts

‘ ; 8 Steven Spile

Jeff Kahn

Olga Moretti: 4 -

New Laws
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RESPONSIBLE REALTOR® APPLICANTS

ing

FIRST POSTING SECOND POSTING a

Astram, Sam Mahfoud, Mark Jeknavorian, George Lawrence Pazooki, Arash S. Wilson, Douglas Alan W

Sam Astram Exit Homewell Realty George Lawrence Jeknavorian Arash Pazooki Hamptons West ()

554'S. San Vicente Blvd. #202 9411 Haven Ave. Ste. #200 22704 Ventura Blvd. #528 14400 Valerio St. #112 24226 Ventura Blvd. #105 n_
. ) I Woodland Hills, CA. 91364

Los Angeles, CA. 90048

. . . Lanoy, Venancio Duran Pihlgren, James Yano, Gary K.
Boguslavsky, Michael Mehrzai, Abdul-Nasir Realty Visions ,umﬂs Pihlgren GKY Reul&
Angeles Living Realty Nasir Realty 10653 Dilo St. 5237 Whitecap St. 15303 Ventura Blvd. Suite 900
17412 Ventura Blvd. #178 5265 Baza Ave. El Monte, CA. 91731 Oxnard, CA. 93035 Sherman Oaks, CA. 91403

Encino, CA. 91316

Rancho Cucamonga, CA. 91730

Woodland Hills, CA. 91364

Van Nuys, CA. 91405

Woodland Hills, CA. 91364

Leon, Raul Simha, Gal Zapata, Daniel J.
Divris, Peter Reuveni, Eric U. Iggzl}ﬁosn GMAX Properties Inc. California HEITG Sales
P th St. 13008 Montero Ave. 520 N. Brookhurst St. 118
%‘(’{Z'Sr&’mﬂe Mo, %ggérgﬁlzsmﬁ?:ﬂd%}f"e Group, Inc. ¢ erando, 0. 1340 Sylmar, CA. 91342 Ancheim, CA. 92801

Reseda, CA. 91335 Los Angeles, CA. 90720
Lora, Elizabeth

Eli Max Realty, Inc.

6360 Van Nuys Blvd. Ste. 237

Solomon, Bruce

3926 Wilshire Blvd. #200

NHS Neighborhood Lending Services

Love, Herbert Franklin
TDC/Pacific Properties
4223 Glencoe Ave.

Marina Del Rey, CA. 90292

Talai Shahir, Shirin
Shirin Talai Shahir
21900 Burbank BI. #300

Woodland Hills, CA. 91367

Van Nuys, CA. 91401 Los Angeles, CA. 90010 Nofal, Rosa Isela Vera, John Joe
2020 Realty Inc. John J. Vera
28481 Rancho California Rd. #109 10931 Chimineas Ave.

Temecula, CA. 92590

Orillo, Marc Romullus Santiago
West Coast Realty Group

209 W. Alameda Ave. #203
Burbank, CA. 91502

REALTOR® APPLICANTS

Milkovich, Lindsay Michelle / Redfin Corporation / Long Beach
Morrow, Janice Brenda / Bill Toth & Associates / Burbank
Munoz, Sandra A. / Century 21 All Moves / Granada Hills

Archer, Leah Kathleen / Empire Estates Group / Woodland Hills
Baker, Jeffrey / Rodeo Realty, Inc. / Encino

Bondale, Satish B. / Keller Williams Realty / Northridge
Carrasco, Antonio / Keller Williams North Valley / Porter Ranch
Casagrande, Julie / Strategic Realty Inc. / Agoura Hills

Cesar, Enrique Soler / Sunrise Dream Realty / Valencia

Choo, Helen / Viking Realty / Encino

Costino, Alsia Lorena / Rodeo Realty / Studio City

Dean, Kevin Patrick / Warner Center Realty / Calabasas
Dubron, Kerstin / iRealty / Valencia

Fluker, Shawn / Troop Real Estate, Inc. / Valencia

Gaspard, Marc / Keller Williams Realty / Northridge

Healy, Christine / Valencia Homes Realty / Valencia

Herrman, Fred Ordones / Bill Toth & Associates / Burbank

Hix Jr., Ronald Duane / C-21 Albert Foulad / Encino

Idroos, Ahamed Feraz / Prudential California Realty / Chatsworth
Jucobson, Julie Sadigurksy / Redfin Corporation / Long Beach
Julian, Steve / Century 21 All Moves / Granada Hills

Lim, Daniel Sanjava / Pinnacle Estate Properties / Northridge
Luco, Irene Y. / Genesis Realty / Irvine

Mallasch, Steven Phillip / Coldwell Banker / Calabasas

Marino, Patrice Marissa / Thrive Homes and Estates / Calabasas
Martinez, Ana Beatriz / Strategic Realty, Inc. / Agoura Hills

Nasser, Charles Martin / Visionary Real Estate Development, Inc. / Lancaster

Northridge, CA. 91326

Llicha, Rachel

First Capital Real Estate Group
21241 Ventura Blvd. #174
Woodland Hills, CA. 91364

Nielson, Yeisy Maghiana / The Real Estate Plaza / Granada Hills

Pastor, Alex Abraham / Casablanca Realtors & Investments / Northridge
Polanco, Victor Hugo Flores / The Real Estate Plaza, Inc. / Granada Hills
Porcell, Angela M. / Sapphire Investment Properties, Inc. / Valley Village
Portman, Nida / Coldwell Banker Greater Valleys / Granada Hills
Puorro, Jennifer L. / Sunset Group Realty / Encino
Richman, Ira Zin / Prudential California Realty / Chatsworth
Smith, Janet / Redfin Corporation / Long Beach
Stevens, Judy / Prudential California Realty / Northridge

Stevens, Steve Songsak / Prudential California Realty / Northridge
Thomas, Christine / Realty One Group Summit / Ventura

Timnak, Farahnaz / Troop Real Estate / Valencia
Tribe, Robert Keith / Rodeo Realty / Studio City
Vaysman, Larisa / Gold Star Realty / Encino
Washington, Yvonne Maudlin Boulin / 1st United Realty / Riverside
Williams, Clarence Olander / Dilbeck Realtors / Calabasas

Williams, William Wythe / Keller Williams Realty-Studio City / Studio City
Wood, Tara / HomeSmart NGG / Newhall
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR DECEMBER

ACTIVE INVENTORY EN ES CS WN ws SFV TOTAL  EXT TOTAL
NEW LiStiNgS «..covoveveiiiiieicieieieeeeeeeeeeeee e
Total Active LiStingS........ccccevevereerereeeeceiereinas
Average Days on Market............cccccevevevevererenenanns
Average List Price in Thousands ...............ccccucv....
Median List Price in Thousands ..........................
BOMS ...
Average BOM Price in Thousands ........................
BOM to Sale Ratio ........c.ccoveveveeeieicecicicicicice
EXPIrations .......ccocovvvviviviiiiceeeeeeee

PENDING SALES
New Escrows Opened............cccevevevecuererrccvinnae.
Total YTD Escrows Opened..........ccccovveveveveivicnnnn
New Open Escrows Average Days on Market ........
New Open Escrows Average List Price..................

CLOSED SALES:
New ESCrows ClOSed...........cccoovvvrvrieriiisisieieieine
Total YTD Escrows Closed..........ccccevevevevevevrerenee.
Volume of New Sales Dollars in Millions................
Volume of total YTD Sales in Millions ....................
Average Sale price in Thousands ............c.cceveveee.
Median Sale Price in Thousands ..............c.cccvee.e.
COOP SABS....evieceiciieeeee s
Percent of COOp SaleS ......c.ceveveveveiceecieieeieiae
Average Days on Market.............cccceeeeiicrennnen.
Sales at LiSt PriC......ccovvvveeecececeeeeeeee e
Percent of Sales at List Price............cccccccvvvivevennnne
Sales to Listing Inventory Ratio...
Final Sale to New Listing Ratio ...............cccccevevnanee

CLOSED SALES TYPE
FOrecloSure/RED.........cvvvveeeececceceeccce e
Seller CONCESSIONS ......vveveveecvceeeceeececeeececee e
ShOMt SA ...

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR DECEMBER

ACTIVE INVENTORY EN ES CS WN ws SFVTOTAL  EXT TOTAL
NEW LiStiNgS ...c.ovvviveieieeceecee e
Total Active LiStingS.....cccovveeeviereerieesriinns
Average Days on Market.............cccoeveverereriiennnnns
Average List Price in Thousands ...............cccu.....
Median List Price in Thousands .............ccccceueveeee.

Average BOM Price in Thousands ........................
BOM t0 Sale Ratio ......coovvvvrerieeeeeees
EXPIFtions .....c.coveveveieieeeeeceeee e

PENDING SALES
New Escrows Opened..........ccoovveevevecereevereccnnee.
Total YTD Escrows Opened...........ccccevevvevevevnnnee.
New Open Escrows Average Days on Market .......
New Open Escrows Average List Price..................

CLOSED SALES:
New ESCrows ClOSEd..........cocceevvveveieniiceeeeeinns
Total YTD Escrows CloSed...........cceevvveeeevevenenne
Volume of New Sales Dollars in Millions...............
Volume of total YTD Sales in Millions ...................
Average Sale price in Thousands .........................
Median Sale Price in Thousands ............c.ccceue.....
C00P SAES......cocviicveieceece s
Percent of Coop Sales ......cccvevevevevevereiecrcereine,
Average Days on Market.............cccoevevevirevirenennns
Sales at List Price......coovveeeeeceicecceec e
Percent of Sales at List Price...........cccoevvvvevevennnne
Sales to Listing Inventory Ratio...........c.ccccoeeeee..
Final Sale to New Listing Ratio............ccccccevueee..

CLOSED SALES TYPE
Foreclosure/REO.........coveveeeieecceeeceeeeeee
Seller CONCESSIONS .......vveveeeeeieeeeecieeer e
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SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR DECEMBER

ACTIVE INVENTORY AC ADUL CC NE SAU SR VAL SCVTOT EXT
NEW LISHINGS vvvvoeveeeceeeeesvee s 9

Total Active Listings........ .29... . L3t 68..... .
Average Days on Market ...............oooerivccrivccccosccnn 96 .. 120, SPUTR  I F
Average List Price in Thousa 5448 . L5167, 7228,
Median List Price in Thousands 4670 .. 4800........735.0...
BOMS ..o ST SO | JUOTISJSOR OSSN [— 2...
Average BOM Price in Thousands... .306.5... . 4390......... 810.0...
BOM o Sale Ratio.................. ..300...

EXDITLIONS oo s 1

PENDING SALES

New ESCIOWS OPBNED. ..o,

Total YTD Escrows Opened .........evvvevvcvern

New Open Escrows Average Days on Market

New Open Escrows Average List Price .............coo... ...

CLOSED SALES:

New Escrows Closed

Total YTD Escrows Closed ......

Volume of New Sales Dollars in Millions...
Volume of total YTD Sales in Millions ..
Average Sale price in Thousands ...
Median Sale Price in Thousands
000D SABS w.vveeeeeees e
Percent 0f 00D SIS ..voc.vvveecerccveercreesrees
Average Days on Market .
Sales at List Price..............
Percent of Sales at List Price
Sales to Listing Inventory Ratio.
Final Sale to New Listing Ratio ..............cc..coc..e..

CLOSED SALES TYPE
FOreclosure / RED ...ovooooe e
Seller Concessions ..

Short Sale...........
Standard ...
L
SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR DECEMBER
ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL _SCVTOT EXT _ TOTAL
NEW LISTNGS vovvvvvvveeeosveessseessessesssssenss ovvieeees | L T P L —

T0tal ACHIVE LISHNGS...vvcveee oo e eerenseensssenBennennsssnnnss 3o b 26
Average Days on Market .........oocccocveeeececcveeseeiris ceveeee 190 e Tl 67 e 68 B8 T
Average List Price in Thousands . L3 3724...
Median List Price in Thousands ..309.0.........365.0...
BOMS ..o
Average BOM Price in Thousands...
BOM to Sale Ratio................. 0.
BXDITAHONS ...ovecoesscssnes s v | e
PENDING SALES
New ESCTOWS OPBNED .....ooco oo v (R 0
Total YTD ESCIOWS OPENEQ. ..o v 3.
New Open Escrows Average Days o et e 0.
New Open Escrows Average List Price ... wevvevees L —— 0
CLOSED SALES:
New Escrows Closed
Total YTD Escrows Closed.........
Volume of New Sales Dollars in Millions................. ... 0330...
Volume of Total YTD Sales in MillionS............cccocc vt 2.947 ..
Average Sale price in ThOUSANGS ...c...occcvvvvvvis v 3300... .
Median Sale Price in ThOUSANGS...........covvvvccvrccr s 3300... 0.
000D SABS ...vvc v e 1 0.
Percent of COOD SIS ...ccccvvvevvrccvecvverrcs s 100.0... 0.
Average Days on Market ..............vvveeiivvccriinciiinss s 146... i}
Sales at LiSt PriCE......cccccoeevvoeses oo e 0 i}
Percent of Sales at List PriCe.......cc.cvvvvcvscrs i 0 0.
Sales to Listing Inventory Ratio. ..50.0... 0.
Final Sale to New Listing Ratio ............ccvvreciironccs vovrirs (- 0
CLOSED SALES TYPE
FOrEClOSUTE / RED ..o L — 0
Seller Concessions ... 0.
Short Sale.. 0.
Standard ... 0.
OINET ..o [ — 0
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REALTOR® RESOURCE CENTER

These advertisements are published as a convenience for Realtors®® Report readers. The publication of an adverfisement is not intended as an endorsement or recommendation of the services offered.

TERMITE INSPECTION & FUMIGATION

NORDHAGEN AND
DAUGHTERS

" “apvernisine ——l_EMPLOYMENT

MUST HAVE A SENSE OF HUMOR
Real Estate / Loans / Escrow, FULL OR PART TIME, LICENSED OR NOT
SPLITS T0 90%, ARE YOU MISERABLE ? OPTIONAL FLOOR TIME
FREE SEMINARS AND TRAINING, 44 YEARS AT SAME LOCAL
WHY NOT JOIN A HAPPY OFFICE?
NICK THE BROKER (818) 734;591 33

MAINTENANCE & REPAIRS

VACANT HOME CLEANING SPECIALIST
APPLE CLEANING/PAINT. FORECLOSURES, HAULING.
(661)298-2084JOHN/JUNECARPETSHAMPOO (818)929-9242

Exp. #9 (10-13)
HERNANDEZ PAINTING & DECORATING LIC # 57589 INSURED, 18 YRS EXP
WE'LL REPAIR AND FIX YOUR PROPERTY READY FOR SALE,PAINTING, CLEANING
REPAIRS, REFERENCES 818-895-3050 EMAIL: LUCY112350@HOTMAIL.COM

Exp. #3 (3-14)

HERNANDEZ CLEANING 18 YRS EXP. QUALITY WORK, FAST SERVICE
VACANT AND RESIDENTIAL HOMES CALL 818-916-2523, 818-723-8395
REFERENCES, LICENSED, INSURED EMAIL: ALMA1573@GMAIL.COM

Exp, #3 (3-14)

PROFESSIONAL SERVICES

NEED PHOTOS? PHOTOS FOR NEW LISTINGS IS $120. PORTRAIT IS $80.
WILL BE READY FOLLOWING DAY
EMAIL: benclee194@hotmail.com

Exp. #10 (10-17-14)

LICENSED LAND SURVEYOR

EXTERMINATING
COMPANY INC.

SRAR 2002 “ AFFILIATE OF THE YEAR"

YOU'VE TRIED THE REST. ..
YOU DEMAND THE BEST...

@ We do our OWN fumigations (No Sub-Contractor)
@ Salaried inspectors (NO COMMISSIONS)
@ FREE inspection if competitive bid

@ Computer generated, emailed reports
 Recommended repairs performed by our company
@ Licensed, insured and bonded

800-933-7378  800-649-1922 FAX

As a ALTOR®, belong to the
most knowledgeable and trustworthy
group of professionals the industry
has to offer. But how do you let clients

TERMITE INSPECTIONS & FUMIGATIONS

know that? LOT LINES, LOT LINE ADJUSTMENT, 818-886-3454 661-255-1902 FAX
ARCHITECTURAL SURVEY, 661-254-2133
Tell them. Show them. CERT OF COMPLIANCE, FEMA ELEV CERT.
Wear your REALTOR'’ pin DAN MAY......cviirriiinnn, 661 -772;[5352411 (1m) Mtiliate member SRAR
with pride. Affiliate member REOMAC
PERMIT PLAN PERMIT PLAN Member PCOC (Pest Control Operators of California)
LEGALIZE ROOM ADDITION. BUILDING CODE CA Reg. #PR 2861
VIOLATION ALEX .. .oeveevcrne. (818) 497-3799
Exp.#2 (2-2014)

200055 SN(E]H8)

Congratulations To Jim Sandoval
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JIM SANDOVAL

Park Regency would like to
congratulate Jim Sandoval.
Jim has beena top 10
producer in the company
since 2007 which happened to
be only his'second year in the
business. Last year he was #1
in the company exceeding $25
million-in productionand is
having another great year.

www.ParkRegency.com/AgentCenter

f Facebook.com/ParkRegency

=~ 818-363-6116 /10146 Balboa Bivd., Granada Hills, CA91344 E
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REALTOR® RESOURCE CENTER

These advertisements are published as a convenience for Realtors®® Report readers. The publication of an advertisement is not intended as an endorsement or recommendation of the services offered.

It’s a complete online marketing toolkit. 6

Customizable Websites Reports & Detailed Statistics As a REALTOR®, you belong to the
Unlimited Listing Syndication Automated Email Campaigns most knowledgeable and trustworthy
Single Property Sites Prospecting Tools group of professionals the industry
has to offer. But how do you let clients
. . . know that?

Experience Point2 Agent - Start your free 30-day trial today!
Tell them. Show them.
Wear your REALTOR® pin
with pride.

Only REALTORS® are members of the National Association of REALTORS®

Cd Sign up at: www.Point2Agent.com
® Call toll free: 1.888.277.9779

$39 per month

100%
COMMISSION

ADVERTISE

IN THE
REALTOR® REPORT

GOLD STAR REALTY Make your ad
We Offer:

Full Time Experienced Broker : ®

Equipped Offices & Conference Rooms With Color!
Most Southland MLS Services
Friendly and Helpful staff

*Place a display ad and see your
Company advertised on our website!

visit the “print shop” link for more information at:
www.srar.com
or call

(818) 757-4567
20 YEARS IN BUSINESS

17815 Ventura Blvd., Suite 205, Encino

(818) 947-2244

*Ads on srar.com may vary from display ad in content and form. Web ads are designed by the SRAR
Graphics Department. Southland Regional does not constitute endorsement of the products or
services adverfised in our publication, REALTOR REPORT, or on www.srar.com.

www.srar.com Realtor® Report January/February 2014 17
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These advertisements are published as a convenience for Realtors®® Report readers. The publication of an adverfisement is not intended as an endorsement or recommendation of the services offered.

oAt HOME MORTGAGE

THE LAW FIRM OF KATZ & BLOCK
DENNIS P. BLOCK & ASSOCIATES

The Number One Law Firm Specializing in

TENANT EVICTIONS
UNLAWFUL DETAINER

ENCINO
(818) 986-3147

* Guaranteed rapids filings

* No office visit required

* Free telephone consultations

* More experience than any other law firm
* Lockout Management service available

FULL COLLECTION SERVICES
FREE FORMS AND
TELEPHONE CONSULTATIONS
Open Monday through Saturday
Call after hours for our informational hotline
including free forms
OTHER AREA OFFICES:

LOS ANGELES VALLEY VILLAGE
323-938-2868 818-432-1980

TOLL FREE
800-77EVICT

www.evict123.com

FARGO | MORTGAGE
Ready to buy a home?

House-hunt with confidence using a PriorityBuyer® preapproval

If you’re planning to take advantage of today’s historically low interest
rates and attractive home prices, start with a PriorityBuyer® preapproval
from Wells Fargo Home Mortgage. We'll help you pinpoint your price
range before you begin your search.! This shows sellers and real estate
agents that you are credit-checked and ready to buy and allows you to
house-hunt with confidence.

Call your local Wells Fargo Home Mortgage office today!

San Fernando Branch, 818-838-2146
Encino on the Boulevard, 818-808-1038
Woodland Hills, 866-983-6777

1. A PriorityBuyer® preapproval is based on our preliminary review of credit
information only and is not a commitment to lend. We will be able to offer a loan
commitment upon verification of application information, satisfying all
underwriting requirements and conditions, and providing an acceptable
property, appraisal, and title report. Not available on nonconforming products or
for certain FHA transactions.
‘Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A.

Ml © 2012 Wells Fargo Bank, NLA. All rights reserved. NMLSR ID 399801.

LENDER AS952112 5/12-8/12

Southland Regional

Association’of Realtorse Inc.

(818) 947-2246

PRINT SHOP & GRAPHIC DESIGN SERVICES

odeled K¢ h Style Home

LISTED

20724 ROSCOE BIVD,
WINNETKA 9

Make Us Your Choice For All Your Printing Needs!

Our in-house graphic design team is standing by, so call today!

* ANNOUNCEMENTS
* BROCHURES

* BUSINESS CARDS
* NCR FORMS

* DOOR HANGERS
* ENVELOPES

* FLYERS

* POST CARDS

* LABELS

e LETTERHEAD

* COLOR COPIES

Fast Turn Around! Competitive Pricing!

18
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SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®, INC.
7232 Balboa Blvd.
Van Nuys CA 91406

Regular mail not fast enough?
Read REALTOR® Report on-line at www.srar.com

AREA MEETING ANNOUNCEMENTS

EAST NORTH Thursdays COMM. INVST. PROR 3" Tues of mo. R.E. NETWORK Fridays (expt. holidays)

- . Chairperson: Brian Hatkoff, CCIM Contact For Information: Bud Mauro

s ot e e o1 S e o

N Web: www.commercialdataexchange.com Location: El Carlso'Golf Club Restaurant, Thg 19th
Co-Chair: Rudy Leon Time: 8:30 AM Hole”. 13100 Eldridge Ave., Sylmar CA. Exit 210
Phone: (818) 642-7839 L Frwy at Hubbard, N. to Eldridge, E. to Golf Club
Location: Lulu’s Restaurant - 16900 Roscoe  50caton: SRAR Auditorlum Entrance. [TG-482 D 3]
Blvd., Van Nuys 7232 Balboa Blvd., Van Nuys Time: 8:30 — 9:30 A.M. - EVERY FRIDAY
Time: 8:45am
OUTWEST Fridays

Chairperson: Larry Gutierrez
Phone: (818) 416-7077

Co-Chair: Steve Peterson BUSINESS OPPORTUNITY 4' Tues of mo.
Phone: (818) 914-2536 “No Meeting for November and December”

Chairmain Emeritus: Jim Bevis
Phone: (818) 522-4113

Location: Denny’s - Garden Room
8330 Topanga Cyn. BHivd.
(Corner of Roscoe and Topanga)
Time: 8:30 A.M. - 9:30 A.M.

Topic: MLS Pitches, Caravan, Guest
Speakers




