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® Conference & Expo

" |

With the 2015 REALTORS® Conference & Expo taking place near you,
you can't afford to miss the real estate industry’s biggest event.

400 cducationsessions 20,000 REALTORs® and guests | 400 exhibitors

Get tips ranging from safety Meet agents, brokers and other Discover the latest products and

to new technologies to listing real estate pros from more than 50 services that can help improve
Q presentations. Plus, hear countries; they are very willing to business productivity from the

regulatory updates and share tips as to what works in their REALTORSP® Expo, the real estate

economic forecasts from markets - and referrals, of course! industry’s largest trade show.

Lawrence Yun, NAR's

chief economist.

BE HERE California REALTORS® can attend the four-day

B E ST REALTORS® Expo for free!

P a RT? Choose the “Expo-Only” pass option, and enter
u SANDIEGO15 in the promo code box.

- NATIONAL
Register today at ASSOCIATION of

REALTOR.OI'g/ConfeI'ence REALTOR REALTORS November1316 2015-NDIEGO
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IN MEMORIAM

CONTACT Us TODAY!

DANIEL (DANNY) F. NOVAK solutions@gometroretro.com

Telephone: 818-340-3060

Daniel (Danny) F. Novak, age 57, of Canoga Park, CA formerly of Stratford, Toll Free: 800-450-3660
passed away suddenly on June 15,2015 in his residence. Dan was born in Bridgeport
on September 15, 1957 and was the son of the late Frank and Muriel Timmons
Novak. Dan was the owner of One Call Maintenance, a service maintenance
company in California for many years. He enjoyed cooking and was an avid Nascar
fan, known as Nascar Dan to many of his friends in his adopted home of California.
He attended many Nascar races over the years, but his passion was attending the
Sprint Cup Race at the Auto Club Raceway in Fontana, CA. Dan is survived by,
two brothers, Robert Novak and his wife Bonnie of Fitzwilliam, NH and Douglas
Novak and wife Dee of Milford, eight nieces and nephews, Troy, Greg, Nadine,

N 4

Sara, Jessica, Frank, Thomas and Shannon, several aunts, uncles, cousins and SEUTHLAND RECIONAL

dear friends, Annette Howell, Dave (The Pollock) and Lori Lewandowski of CA. ASSOCIATION OF REALTORS®, INC.

In addition to his beloved parents, Dan was also predeceased by his loving sister, ;

Muriel Ann (Moo) Novak Atkins. A Memorial Service will be held on Thursday, RE ALT@R@ R K iP©MT
July 9, 2015 from 5:00 -7:00 PM at the Galello-Luchansky Funeral Home, 2220 b, : Y ¢
Main Street, Stratford. Inurnment will be private. Arrangements have been entrusted The Official Publication of SRAR

to the Galello-Luchansky Funeral Home 2220 Main Street Stratford. To celebrate
a life, please visit us at www.galellofuneralhome.com
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56 SAFETY

TIPS FOR REALTORS®

SHARE KNOWLEDGE, AWARENESS, AND EMPOWERMENT
WITH YOUR MEMBERS YEAR-ROUND

SAFENN

Keep a strong focus on REALTOR® Safety throughout the
year when you share these safety tips with your members every
week. You can post them on your website, add them to your
newsletters, or email them directly to your members.

Feel free to re-arrange the tips if you like. Regardless of
when you send them, these weekly tips will help remind our
members of the tenets of REALTOR® Safety: knowledge,
awareness, and empowerment.

Alltips are taken from NAR’s REALTOR® Safety Resource
Kit. Direct your members to your own association website or to
NAR’s safety web pages at www.REALTOR org/Safety for more
information on the important topic of REALTOR® safety.

Tip #1 Keep it light

Show properties before dark. If you are going to be working
after hours, advise your associate or first-line supervisor of your
schedule. If you must show a property after dark, turn on all
lights as you go through, and don’t lower any shades or draw
curtains or blinds.

Tip #2 Checking-in

When you have a new client, ask him/her to stop by your
office and complete a Prospect Identification Form (Find a
copy online at www.REALTOR org/Safety). Also, photocopy
their driver’s license and retain this information at your office.
Be certain to properly discard this personal information when
you no longer need it.

Tip #3 Don’t be too public

Limit the amount of personal information you share. Consider
advertising without using your photograph, home phone number
and/or home address in the newspaper or on business cards.
Don’tuse your full name with middle name or initial. Use your
office address—or list no address at all. Giving out too much
of the wrong information can make you a target.

Tip #4 Touch base

Always let someone know where you are going and when
you will be back; leave the name and phone number of the
client you are meeting and schedule a time for your office to
call you to check in.

Tip #5 Open house safety

Open house: it ain’t over till it’s over. Don’t assume that
everyone has left the premises at the end of an open house. Check
all of the rooms and the backyard prior to locking the doors. Be
prepared to defend yourself, if necessary.

Tip #6 Stranger danger

Tell your clients not to show their home by themselves. Alert
them that not all agents, buyers and sellers are who they say they
are. Predators come in all shapes and sizes. We tell our children
not to talk to strangers. Tell your sellers not to talk to other agents
or buyers, and to refer all inquiries to you.

Tip #7 Sturdy doors are key to home safety

Make sure that all your home’s doors to the outside are metal
or solid, 1 %" hardwood, and have good, sturdy locks.

Tip #8 Block identity theft

Contact the fraud department of any of the three consumer
reporting companies— Equifax®, ExperianSM and Trans
Union®—to place a fraud alert on your credit report. The fraud
alert automatically lets credit card companies and other creditors
know they must contact you before opening any new accounts
or making any changes to your existing accounts.

Tip #9 Keep track of colleagues

Have a check-out employee board at your office, listing
your name, destination, customer name, date and expected
refurn time.

Tip #10 Wear your REALTOR® ID

Always wear visible company identification such as a
badge. It is also best to drive a vehicle clearly marked with your
company name. These will be invaluable for identification if you
need to get assistance.

Tip #11 Bring up the rear

When showing a home, always have your prospect walk in
front of you. Don’t lead them, but rather, direct them from a
position slightly behind them. You can gesture for them to go
ahead of you and say, for example, “The master suite is in the
back of the house.”

Tip #12 Pick up some self-defense skills

The best way to find a good self-defense class is to learn
what is available, and then make a decision. Many health clubs,
martial arts studios and community colleges offer some type of
class. You can also ask your peers, friends and family if they have
taken a self-defense class that they would recommend.

Tip #13 You take the wheel

Whenever possible, take your own car to a showing. When
you leave your car, lock it.

Tip #14 Shield your computer from e-mail viruses

Computer viruses can impair and seriously damage your
computer. Viruses are often distributed via attachments in e-mail
spam. Never open an attachment from someone you don’t know,
and, if you receive a strange or impersonal-sounding message
from a familiar address, check with that person to make sure
that they really sent it.

Tip #15 Got cell service, everywhere?

When you're showing commercial property, thick walls and/
or remote locations may interfere with mobile phone reception.
Check in advance to be sure your phone is serviceable in the
area in which you are showing the property.

Tip #16 Choose flight over fight

While every real estate agent should take a basic self-defense
course, the primary goal in any threatening situation is to escape
from immediate danger and call for help.

Tip #17 “Who's calling?”

Install caller I.D. on your telephone, which should
automatically reject calls from numbers that have been blocked.
This will provide you with immediate information about the
source of the call.

Tip #18 Your trash is another man’s treasure

Just bought a new entertainment system? A bunch of empty
boxes out by the curb triggers an alarm to would-be thieves.
Instead of putting boxes out in plain sight, cut them down, and
stuff them in trash bags.

Tip #19 Hide personal information

Tell your sellers: DON'T leave personal information like
mail or bills out in the open where anyone can see it. Be sure
to lock down your computer and lock up your laptop and any
other expensive, easy-to-pocket electronics, like iPods, before
your showing.

Tip #20 Agree on an office distress code

Create a voice distress code, a secret word or phrase that is
not commonly used but can be worked into any conversation
for cases where you feel that you are in danger. Use this if the
person you are with can overhear the conversation, but you
don’t want to alarm them. Example: “Hi, this is Jennifer. ['m
with Mr. Henderson at the Elm Street listing. Could you email
me the RED FILE?”

Tip #21 Have your excuse ready

Part of being prepared to deal with a threatening situation
is having “an out.” Prepare a scenario in advance so that you
can leave—or you can encourage someone who makes you
uncomfortable to leave. Examples: Your cell phone or pager
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went off and you have to call your office, you left some
important information in your car, or another agent with buyers
is on his way.

Tip #22 Take two seconds when you arrive at your
destination to check out potential dangers:

*[s there any questionable activity in the area?

*Are you parked in a well-lit, visible location?

*Can you be blocked in the driveway by another vehicle?

Tip #23 You are not alone

If you encounter an individual while working late or alone
in your office, indicate to that person that you are not alone.
Say something like, “Let me check with my supervisor to see
whether she’s able to see you now.”

Tip #24 Your email is public

Don’t send any vital or private information via email. Keep
in mind that unlike websites, email is never secure.

Tip #25 Don’t get lost

If you are in an unfamiliar area, make mental notes of
landmarks, points of interest and intersections. And always
know the exact address of where you are going. If you must use
a GPS, then pull over and stop in a safe place first.

Tip #26 Careful with cash deposits!

If you periodically carry large deposits to the bank, be
especially aware of any strangers lurking around the office
parking lot. If you must transport cash deposits, use the buddy
system or arrange for a security service or police escort.

Tip #27 Lock up client keys

Be sure to use the lockbox property-key procedure that has
been established to improve real estate agent safety. A reliable,
secure lockbox system such as those made by NAR REALTOR
Benefits® Partner SentriLock ensures that keys don’t fall into
the wrong hands.

Tip #28 Shop online safely

When shopping online, check out a website before entering
your credit card number or other personal information. Enter this
information only on secure web pages with addresses that start
with “https” and have a closed padlock symbol at the bottom of
the browser window. These are signs that your information will
be encrypted or scrambled, protecting it from hackers.

Tip #29 Nothing personal...

When talking to clients and prospects, be friendly but still
keep your personal information private. This means avoiding
mention of where you live, your after-work or vacation plans,
and similar details.

Tip #30 Take two seconds as you walk towards your
destination to check out potential risks.

*Are people coming and going or is the area unusually
quiet?

*Do you observe any obstacles or hiding places in the parking
lot or along the street?

*[s anyone loitering in the area?

Tip #31 Be careful with keys

Don’t hand out house keys to friends, even if they are
trustworthy. Know the location of all your house keys all the
time. Never use hide-a-keys or leave the key under the doormat,
above the door, in a flowerpot, or anywhere outside the house.
You may think you’re being clever, but experienced thieves
know all the tricks. Also, keep your car keys and house keys on
a different ring if you ever use valet parking or leave your keys
with parking lot attendants or even at a repair garage.

Tip #32 From dawn till dusk

When showing a vacant commercial site, be aware of the
time of day you meet a client. Showing a property at dusk or
after dark, with no electricity on in the space you are showing,
is not advisable.

Tip #33 Thwart thieves

Remind your clients that strangers will be walking through
their home during showings or open houses. Tell them to hide

CONTIUED ON PAGE 5
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CONTIUED FROM PAGE 4
56 SAFETY

TIPS FOR REALTORS®

any valuables in a safe place. For security’s sake, remember
to remove keys, credit cards, jewelry, crystal, furs and other
valuables from the home or lock them away during showings.
Also remove prescription drugs. Some seemingly honest people
wouldn’t mind getting their hands on a bottle of Viagra, uppers
or downers.

Tip #34 Long-term thinking

Ifyou think it may be some time before a property sells (and
you may, therefore, be showing it often), get acquainted with a
few of the immediate neighbors. You will feel better knowing
they know your vehicle, and they will feel better about the
stranger (you) who frequently visits their neighborhood.

Tip #35 Don’t dial and drive!

Using a cell phone while driving can cause an accident. For
driving safety, purchase a hands-free phone kit for your vehicle.
And never attempt to take notes while driving - pull over and
stop in a safe place first.

Tip #36 Carry less

If you carry a purse, lock it in your car trunk before arriving
at an appointment. Carry only non-valuable business items
(except for your cell phone), and do not wear expensive jewelry
or watches, or appear to be carrying large sums of money.

Tip #37 Don’t get parked-in

When showing property or meeting someone, park your car in
front of the property rather than in the driveway. You will avoid
having your car blocked in, you’Il have an easier time escaping
in your vehicle, and you will attract lots of attention running
and screaming to your car at the curb area.

Tip #38 Monitor your financial accounts

Open your credit card bills and bank statements right away.
Check for any unauthorized charges or withdrawals and report
them immediately. Call if bills don’t arrive on time. It may
mean that someone has changed contact information to hide
fraudulent charges.

Tip #39 Take two seconds to pause and look around as
you enter your destination.

*Does anything seem out of place?
*[s anyone present who shouldn’t be there or who isn’t
expected?

Tip #40 Plan ahead with escape routes

Upon entering an open house property for the first time,
check each room and determine at least two “escape” routes.
Make sure all deadbolt locks are unlocked for casy access to
the outside.

Tip #41 Keep it professional

All of your marketing materials should be polished and
professional. Don’t use alluring or provocative photography in

advertising, on the Web or on your business cards. There are many
documented cases of criminals actually circling photographs of
their would-be victims in newspaper advertisements.

Tip #42 Best practices for model home showings

When a person comes through the office to view a model
home, have them complete a guest register that includes their full
name, address, phone number, email, and vehicle information.

Tip #43 Safe apartment living

Moving into an apartment? Have the locks changed when
you move in. (The maintenance crew can simply swap lock
cylinders with a random vacant apartment, a project that is free
and takes only a few minutes.) And just use your last name, or
if necessary last name and first initial, on your door or mailbox.
This keeps strangers from knowing your gender or how many
people live in your apartment,

Tip #44 Rely on good neighbors

Inform a neighbor that you will be hosting an open house,
and ask ifhe or she would keep an eye and ear open for anything
out of the ordinary.

Tip #45 Be prepared: pre-program!

To best prepare for an emergency, pre-program important
numbers into your cell phone. These may include your office,
your roadside assistance service or garage, and 9-1-1.

Tip #46 Beware of “phishers”

Don’t respond to emails requesting personal or private
information such as passwords, credit card numbers or bank
account numbers. Even if a message appears to be from your
bank or a trusted vendor, credible companies never request
private information this way.

Tip #47 Scam alert!

At an open house, be alert to visitors’ comings and goings,
especially near the end of showing hours. Police have reported
groups of criminals that target open houses, showing up en masse
near the end of the afternoon. While several “clients” distract
the agent, others go through the house and steal anything they
can quickly take.

Tip #48 Make your clients your “safety partners”

Inform clients who are selling that while you are taking safety
precautions, and that you’ve checked and locked the home before
leaving, they should immediately double-check all locks and
scout for missing items immediately upon their return, in case
you've missed any less-than-obvious means of entry.

Tip #49 Don’t use the “v word”

When describing a listing, never say that a property is
“vacant.” This may be an invitation to criminals.

Tip #50 Check suspicious emails

Before you act on an email request, check a list of the latest

email scams on the Federal Trade Commission’s website at
http:/fwww.ftc.gov/bep/menu-internet. htm.

Tip #51 When in doubt, shred!

Thoroughly shred all papers with personal information before
you throw them away. Shred unwanted credit card applications
and “convenience checks” that come in the mail, credit card
receipts with your account number, outdated financial papers
and papers containing your clients’ personal information.

Tip #52Public transportation should be for the public...
not from the public

[f'you plan on using public transportation, whether it’s from
aconvention or to an open house, Make sure that you are riding
in a registered taxi (before entry). Be aware that people may be
soliciting rides using their own vehicles. Ask yourself some
questions before entering.

*Can you definitively indicate that the vehicle you are about
to enter is a registered form of public transportation? (Look
for signs, symbols, or a phone number on the car to confirm
its validity)

*If in doubt, stay out

Tip #53 Be in charge

Whenever possible, be sure your cell phone has a full battery
charge or is in the process of charging. This is critical, especially
if you plan on leaving the house/venue.

Tip #54 People are not who they say they are

Even with the help of caller LD, you can never be too sure
you know who you are talking to. For example, if someone who
claims to know you gives you a call and starts to make unusual
requests on your behalf, then STOP TALKING. Scammers feed
of your reactions in order to compile additional information.
Hint: If the caller has no recollection of previous conversations,
then they are not who they say they are.

Tip #55 Have a lifeline

If you find yourself to be the last one in an open house and
your car is not in the immediate vicinity of the venue, then make
aphone call as you walk. Assailants will be less willing to attack
if you are in mid conversation with another person. Give your
best friend a call; they would love to hear about your day.

Tip #56 Be aware of adware and malware

Be sure that you don’t click on error messages with unfamiliar
logos that state “your computer has been infected with a virus”
or “Trojan found” These messages with unfamiliar logos will
tell you there is something wrong with your computer and to
download their protection service, when in actuality you are
downloading a virus and setting yourself up for information
loss.

CRISNet MLS

IS HARD AT WORK FOR YOU, THE MEMBER
SIMPLY USE THIS LINK TO SUBMIT YOUR
QUESTIONS OR SUGGESTIONS

http://www.srar.com/include/suggestion_box/?s=mls.

www.srar.com
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REALTOR ‘SERVICFE’
MORE ESSENTIAL
THAN EVER BEFORE

BY GAYE RAINEY, PRESIDENT, AND DAVID R. WALKER

SOUTHLAND REGIONAL ASSOCIATION OF
REALTORS®

SAVVY HOME BUYERS AND SELLERS
UNDERSTAND THEY NEED A TOP-FLIGHT,
EXPERIENCED REALTOR NOT TO FIND A
HOME—ANYBODY CAN DO THAT IN THIS
AGE OF THE INTERNET!—BUT TO PROVIDE
ASERVICE, TO FACILITATE THE TRANSACTION,
TO ENSURE THAT A COMPLEX PROCESS
PROCEEDS SMOOTHLY WITH FEW OR, IDEALLY,
ZERO PERSONAL, LEGAL OR FINANCIAL
COMPLICATIONS.

That was one of the central points made ina
panel presentation at the Southland Regional
Association of Realtors recent Realtor
Expo that urged real estate professionals to
build risk management practices into their
business model.

Realtors must know and explain what
each contract says, while also understanding
the implications of the peripheral issues that
inevitably arise in every transaction.

“When Realtors can blend it all together
... you wind up with happier clients,” said
Kathy Mehringer, who was one of the
panelists. “People can find their own home
without me, but what they need me for is
to facilitate the transactions, which keeps
Realtors central.”

Attorney Steven Spile stressed the
importance of all parties maintaining a
record at each step of a home purchase or
sale.

“The key takeaway,” he said, “is to make
sure to document it in writing, sending
regular emails summarizing what’s been
done.” Olga Moretti, a Realtor, attorney and
past SRAR president, focused on use of two
new disclosure forms that go into effect on
Aug. 1. Realtors will not be responsible for
filling out the forms, yet they must anticipate
delays and ensure that changes to documents
do not trigger additional three-day waiting
periods.

Realtor and attorney Jeff Kahn reviewed

2015 Realtor Expo—Risk Manag

legal issues and updates from the California
Association of Realtors.

Mehringer outlined six “best practices”
geared toward avoiding disputes. Avoiding
conflicts is the best way to guard against

* Realtors have an obligation to counsel
and advise their clients, which means they
need to have something in writing showing
they had discussions. Rather than allowing
automatic messages telling clients to simply

claims:

* Present all offers—In too many instances,
Mehringer said, offers from all buyers do not

make it to the seller.

“There are listing agents who feel when
they have an offer on the table they are not

language to tell clients they are available
to answer questions and explain what each
section of a contract means.

“My recommendation,” Spile said, “is to
go to the property, sit down with the client,
and go through every document.”

under an obligation to present other
offers,” she said. “But they are under an
ethical obligation to present all offers, unless

otherwise directed, in writing,
by the seller.” Sellers are
under no obligation to make
a counter offer, but presenting
all offers is very important.

“If21 offers are presented,”
she said, “get 21 sets of initials
as proof that all 21 were
presented.”

* Realtors need to always
treat people not on who they
are, but what their needs are,
Mehringer said.

* Avoid off market listings.
“I’m personally not a big
advocate of off-market
listings,” Mehringer said,
“because too often sellers
later claim they did not fully
understand the ramifications
of'such asale.” At a minimum,
Realtors need to get written
authorization from sellers
that acknowledges the listing
will not be available on the
local MLS. “Make sure it’s
the seller’s strategy and not
yours,” she cautioned real
estate professionals.

* Realtors can act as a dual
agent in California, so long as
they confirm it and document
every step.

* Realtors need to convey
information yet never act as
aclient. “Convey information
promptly and objectively to
the client, then let them make
the decisions.”

ement Panel

and a past president of the Southland Regional Association of Realtors, and Realtors Kathy Mebringer and Jeff Kahn.
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Inventory Statewide Still Limited
Median Price Highest Since 2007

California’s housing market momentum continued to be solid during May
with higher year-over-year home sales and prices for the fourth consecu-
tive month, the California Association of Realtors reported Tuesday.

And, not since October 2013 have home sales risen above the 400,000 mark for two
consecutive months, putting sales at the second highest level in nearly two years.
Closed escrows statewide of existing, single-family detached homes totaled a season-
ally adjusted annualized rate of 423,360 units in May.

The May figure was up 8.9 percent from a year ago and statewide sales so far this
year have outpaced last year by more than 5 percent.

“The spring home-buying season continues to be strong, especially in areas where

Lower interest rates and stabilizing home
prices over the past year combined to make
it easier for more Californians to purchase
a home in the first quarter of 2015, even
across many parts of Southern California.
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insufficient housing supply is less of an issue,” said C.A.R. President Chris Kutzkey.
“With mortgage interest rates edging up recently and an imminent increase in rates
by the Federal Reserve, housing affordability concerns will be heightened, but may
also prompt prospective buyers to feel a sense of urgency to enter the market.”

The median price of an existing, single-family detached California home edged up
in May from both the previous month and year for the fourth consecutive month. The
median home price was up 4.4 percent to $485,830 in May from a year ago; it’s at the
highest level since November 2007.

“A healthy growth rate in home prices is an essential ingredient to a sustainable
housing market recovery,”said C.A.R. Vice President and Chief Economist Leslie
Appleton-Young. “With the statewide median price increasing at a pace more in line
with the historical norms since late 2014, regional markets across the state are finally
showing sales improvements this year.”

www.srar.com



August 21, 2015
e 6:00 to 9:00 PM

REALTOR® Magazine
Young
Professionals
Network

SOUTHLAND REGIONAL

7232 Balboa Blvd | Van Nuys, Ca | SRAR LOUNGE | wf";\”uo“m

EP lnan Miwar

Come and mingle with other professionals in the real estate field.
Share ideas on how to build success and increase productivity

1 O INCLUDES TWO DRINK TICKETS
Per BEER or WINE
BRING CASH FOR MORE DRINK TICKETS
PERSON AND RAFFLE TICKETS

FOR MORE INFO: Michelle Gerhard | michelleg@srar.com |818-947-2271 | Facebook/YougRealEstatePros

* XK e

ES crow @ :** OLE) REPUBLIC HOME PROTECTION
Technologies

real information. real time

CHAGSE /Moo Aot
Franklin

gometroretro.com

PAOLA TARABOTTO

o o . ) Alistate.

| CAInsurance Agent #: 0191589 You're in good hands.

© 2015 Alltate Insurance Co.
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CANVA: A Free and Easy to Use Design Tool
by Richard Neville, 2015 Technology Committee

Design School

Create d deSign Use customn dimensions

- \ORK HRRD
& g A 1 %  DREAM IIIG_
Card Soclal Media Presentation Facebook Cover

EXECUTIVE s
Design at work

For Sale | _ ‘ _ is tough!

Canva for Work. Coming Soon.

Do you love to design your own marketing and property flyers? Well, unless you are a professional graphic designer and have thousands
of dollars in design software, probably not. Canva (http://canva.com) is an easy to use web-based software and mobile app that will help
turn your ideas into stunningly designed real estate flyers, event cards and social media images. This platform allows users to create
stylish graphic designs for free and with ease. Canva has thousands of free stock images and typographical designs for you to use in
your graphic designs. You are also able to upload your own images or use Canva’s premium images for $1 each. Canva revolves entirely
around intuitive controls such as drag-and-drop, so adding, removing, and editing elements on your canvas is almost a no-brainer.

First, Canva’s easy to use, real estate flyer templates. Canva currently has 30 pre-designed real estate flyer templates and roughly 100
blank template layouts. To begin, you choose to design a real estate flyer and then pick one of the layout templates Canva has available.
Once you have chosen your layout, you can start customizing it with your property photos and details. Start by, upload you photos
into Canva by clicking “Uploads” then click, “Upload your own photos™ and select the images from your computer, now you are able
just drag in your uploaded photos in the template and they will automatically replace the stock images. Editing the text is just as easy.
Double-click the text in the design and start editing. You are also able to add pre-designed typography elements to your designs that are
fully editable, if you need or want to add more text. Once you are finished with your designed template, you can download high quality
PDEF’s for printing or as an image to post online.

Next, Canva has event card templates that you can use for Just Listed mailers, Open House mailers, Price Reduction mailers, Just Sold
mailers, etc. The event templates are not necessary designed for real estate, but if you think out-of-the-box a little, use the templates for
their layout and typography since they are fully editable. The event card work the same as the property flyers, you can upload a picture
of your listing, then drag and drop it in place. Edit the text and then you are all set. There are several different template sizes, but you
can also create a custom size if you need to make them a specific size for services like, USPS’s Every Door Direct Mailer. Once again,
you can download the finished product as a high quality PDF or as an image to share online.

Finally, Canva created layout templates for posting on the major social media sites that will give you clean, polished look. Whether
you need a social media header/cover image, social media post or social media ad, Canva has you covered. The templates are made to the
perfect size for each social media platform, leaving them crisp and without any pixilation. Canva has templates for: Facebook, Twitter,
Pinterest, Instagram, YouTube and Google+. Once again, the templates are easy to use and great looking, just drag-and-drop your uploaded
images, edit the text and download the finished template. If you fall in love one with the pre-made templates and want to use the photo
that is in the template, you can, for $1 per image. The $1 per image is an amazing price for an image you can use over-and-over.

In Conclusion, Canva is an amazing tool for the clueless, and can come in handy for professionals too. It makes designing uniformly
easy for everyone, but it’s by no means aimed only at amateurs. The simplicity and richness of the tools will get you coming back to
create real estate flyers, event cards and social media posts. According to Canva’s developers, the current features are only 1% of what
they have in store for us, and now you can request an invite for the new Canva For Work.
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OWNER OPTIMISM AT 9-YEAR HIGH

BY GAYE RAINEY, PRESIDENT, AND DAVID R.
WALKER

SOUTHLAND REGIONAL ASSOCIATION OF
REALTORS®

THE NUMBERS 21 AND 47 FLASH INTO
PERSPECTIVE, BUT ONLY WHEN CONSIDERING
THE NUMBER 709.

Those three numbers illustrate what’s
happening in the San Fernando Valley’s
residential resale market and, in most
instances, in communities nationwide.

They also show why so many people
are more optimistic about their futures
than at any point since 2007.

The Federal Reserve Board’s recent
survey of the financial and economic
conditions of American households
found that individual overall perceptions
offinancial well being improved between
2013 and 2014, but their optimism
about future financial prospects soared
significantly.

And when people feel good about
their financial prospects, that typically
translates into additional home
purchases, especially as renters grasp

Disclosure Rules
Delayed to Oct. 3

The Consumer Financial
Protection Bureau recently
proposed a revised effective
date for new forms and rules
regarding disclosures and clos-
ing practices of residential real
estate transactions.

The CFPB initially proposed delay-
ing the effective date of the TRID
rule until Oct. 1. The most recent
proposed effective date would be Oct.
3.The original effective date was
Aug. 1.

The TRID rule requires additional
mortgage disclosure forms and a
more complex compliance apparatus
for lenders.

The Bureau stated that it believes
scheduling the effective date on a
Saturday may facilitate implementa-
tion by giving industry a weekend to
launch and test new systems.

www.srar.com
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the added value of owning a home.

Which leads us back to the numbers
in the first paragraph: 21 represents
the number for forclosure-related sales
during July throughout the San Fernando
Valley,

47 the number of short sales, where a
lender agreed to the sale of a property for
less than the outstanding loan balance;
and 709 the number of standard home

When people feel good...

owners had a simple choice—sell, often
at a loss, or risk losing everything.

While the first two numbers represent
the still-lingering effects of the Great
Recession, the improvements keep
coming fast and furious.

For example, “underwater” or “upside
down” properties—where the current
resale value of a property is less than
what the owner owes the bank—
are moving off the radar.
More than 250,000 homes

that typically translates into nationwide regained equity

additional home purchases

sales, where homes or condominiums
are purchased by households seeking a
safe harbor to raise a family, have some
fun, plant a garden, even as they enjoy
tax benefits and modest increases in
resale values. The first two numbers are
close to the lowest they been while the
third number is near its record high.
That’s a far cry from the days when
more than half of home sales were
distressed sales, transactions where

during the first quarter of
2015. There are still 5.1
million homes with negative
equity, representing 10 percent of all
mortgage properties, but rising prices
are lifting more homes every day, and
that’s yet another reason why owners
and buyers report optimism on the
rise.

HE T

Commercial R.E. Luncheon—Aug. 25

Leaders Share Steps to Success

Professionals will meet Tuesday, Aug. 25, to gain insight from a panel of
industry leaders on how to successfully navigate complicated commercial

real estate transactions.

Alan Reay
Atlas Hospitality
Newport Beach

The California Commercial Real Estate Luncheon and
Expo is presented by the Commercial and Investment
Division of the Southland Regional Association of Re-
altors and made possible by a grant from the National
Association of Realtors.

One of the speakers is Alan X. Reay, president of
Atlas Hospitality Group, a hospitality property broker-
age. After several decades of experience in the hotel
industry and in investment real estate brokerage, Reay
put together a plan, a team, and established his own
company. Before founding his own company, Reay was
the top producing hotel broker for a national real estate

brokerage firm based in California.
Other speakers include: Drew Arvay, DTZ San Jose; Laurie Lustig-Bower,
CBRE Los Angeles; John Jennings, Cushman & Wakefield San Diego; and Jared

Grant, Grant & Lewis Bakersfield.

For more information and a registration form go to www.commercialdataex-
change.com. The registration fee is $20. The Expo will be held from 10 a.m. to
1:45 p.m. on Tuesday, Aug. 25, at the Sportsman’s Lodge Event Center in Studio

City.
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Realtor of the Year
2015

Nomination Form

Do you know a REALTOR® member of Southland Regional Association that
has made significant contributions through their years of volunteer service
and commitment to the real estate industry? If so, the 2015 Awards
Committee needs to hear from you!

Eligibility Requirements
* Active and in good standing of SRAR for the past ten years or more
* Reputation for ethical conduct with the public and fellow members
* Faithful adherence to the SRAR policies and NAR Code of Ethics
* Service above and beyond the ordinary to the Association
e Service to the community that promotes the Association

Past Recipients

2014 Patti Petralia 2010 Bud Mauro 2006 Irene Reinsdorf
2013 Ana Maria Colon 2009 Winnie Davis 2005 Beth Peerce
2012 Olga Moretti 2008 Steve White 2004 Wendy Furth
2011 Lynn Rinker 2007 Jim Ezell 2003 Mary Funk

Please fill out the nomination information below and return by September 9, 2015 to Valerie Biletsky —
valerieb@srar.com or fax 818-786-4541.

Name of Nominee:

Company Name:

Reason for Nomination:

Your Name and Contact Information (optional):

WWww.srar.com Realtor® Report July/August 2015



2015 SRAR Affiliate of the Year Nomination

You are invited to participate in identifying candidates for the coveted “AFFILIATE of the Year” Award. The Affiliate of the
Year Award Committee would appreciate your recommendations for Affiliate members who have made significant contributions
to our Association through their years of volunteer service and commitment to the real estate industry.

All nominations submitted will be reviewed by the AFFILIATE of the Year Award Committee and judged according to the
following qualifications:

Eligible Candidates:
Active Affiliate members in good standing of the Southland Regional Association of REALTORS
(San Fernando and Santa Clarita Valleys)

Qualifications: Past S recipients have been:
1. Affiliate member in good standing. 2010: Steve Spile
2. Significant contribution to Association through committee service, for a minimum 2011 Steve Anderson
of at least 3 years, with special consideration for leadership positions held. 2012: Lela Leong
3. High business standards: 2013: April Kass
a. Demonstrates a high degree of cooperation with Association members. 2014: Arnie Garfinkel

b. Maintains high ethical standards.
4. Recipient may not be someone who has previously been selected within the past
5 years.

Please fill out and return the nomination form along with the resume and other pertinent materials
on your nominee. RETURN TO SRAR BY September 9, 2015 to the AFFILIATE of the Year

Award Committee, c/o Michelle Gerhard at SRAR, 7232 Balboa Blvd., Van Nuys, CA 91406,
Fax 818 786- 4541 or Email michelleg@srar.com .

NOMINATION FORM

Name of AFFILIATE NOMINATED:

Company:

Address:

The nominee’s record of SRAR & CAR service will be on file at the association:

Community Service:

Honors & Awards:

Reasons for nominating this candidate:

Signature of Nominator:

Company:

Telephone Numbers:

You can attach any other pertinent information

Realtor® Report July/August 2015 www.srar.com
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SOUTHLAND REGIONAL r 2 ’/
ASSOCIATION OF REALTORS®, INC. wa Q)

The 2015 Awards Committee is interested in your nomination of members
who have made significant contributions through their years of involvement.

All active members in good standing for a minimum of five (5) years are
eligible for this award.

Qualifications: Past Recipients
. . .. 2014 Diana Macintyre
+* Major Association Involvement o
. _ ) 2013 Vic Viereck
¢ Reputation for Ethical Conduct 2012 Gary Washburn
+* Faithful Adherence to SRAR 2011 Nancy Starczyk
Policies and NAR and Code of Ethics 2010 Brian Hatkoff

Please complete the following information and return by September 9, 2015 to Valerie Biletsky,
valerieb@srar.com or Fax 818-786-4541.

Name of Nominee:

Company:

Reason for Nomination:

Your Name and Contact Information (optional):

WWww.srar.com Realtor® Report July/August 2015



RESPONSIBLE REALTOR® APPLICANTS

(@ )
- FIRST POSTING SECOND POSTING
@ E——
'|— Anastasi, Scott Rose, William Victor AIlmun, Logan R. (lljrumen, (lonnie P Herron, Howard Q.
; The A Altman Apartments LLC Plan B Realty Litchfield Asset Management, Inc.
o gﬁﬂTAnusiuﬂBI}eghys ite 101 33? Fg:;]h‘iyll Rd. #100 1059S. Shenandoah St. #301 17621 Victory Blvd. 14531 Delano St.
ol orrance bivd., Jutie 1R Los Angeles, CA. 90035 Lake Balboa, CA. 91406 Van Nuys, CA. 91411
Redondo Beach, CA. 90277 Beverly Hills, CA. 90210
Baker, Jur;:es Roblen Fridkin, Gurg Ifuy Isobe, Ryotaro
: ; Zack James Baker Realty Gary Jay Fridkin (M Percy Blake Inc.
2;‘;":;":;0 Qirlf;:]r:le éggg’P;‘peme . 570 e . T Wi ok, 412 1499 Huniingon D, Ste. 500
Tarzana, CA. 91356 Northridge, CA. 91325 South Pasadena, CA. 91030
2615 Canada Blvd. #313 11141 Tampa Ave. e e e
Glendale, CA. 91208 Porter Ranch, CA. 91326 Bartels, David Rodger Frisch, Ronald Katz, Alex
Help-U-Sell Conejo Valley (alifornia Real Estate Brokerage Services  Alex Katz Real Estate
143 Triunfo Canyon #227 26951 Ruether Ave. #B2 4924 Balboa Blvd. #608

Singh, Pritam

Super Realtors

9017 Reseda Blvd. #215
Northridge, CA. 91324

Jimenez, Delia

Cobblestone Realty, Inc.

445 W. Palmdale Blvd., Ste. H
Palmdale, CA. 93551

Westlake Village, CA. 91361 Santa Clarita, CA. 91351 Encino, CA. 91316
Gonzalez, Jose Luis

Cal 1 Realty

25876 The Old Road #12

Stevenson Ranch, CA. 91355

Brogliatti, Raymond
Raymond Haley Brogliatti
6770 Jefferson St.
Yountville, CA. 94599

Lerner, Agie Ungar

Agile Property Management & Inc.
808 N. Maple St.

Burbank, CA. 91505

Leung, Pak Yin Yi, Kanguk
Star Max Universal, Inc. Kanguk Yi, Broker ErovokBs, FekV. guﬂerrez,G Gregorio A.

i i i ¢ V. Brooks regorio Gutierrez
10681 E. Foothill Blvd., Suite 210 19653 Crystal Ridge Lane Ao & 269 oy oo

Rancho Cucamonga, CA. 91730 Porter Ranch, CA. 91326

Northridge, CA. 91324 Canyon Country, CA. 91387

Mitchell, Jill E.

Jill Mitchell

5767 Kanan Rd. #688
Agoura Hills, CA. 91301

(astro, Martin

MCRES, INC.

425E. Colorado Street, Suite 565
Glendale, CA. 91205

Hera, Christyne Zakey
AccuRealty Plus
14545 Frior St., #210
Van Nuys, CA. 91344

REALTOR® APPLICANTS
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR JUNE 2015

ACTIVE INVENTORY EN ES CS WN ws SFV TOTAL  EXT
NEW LiStings .....ccovveevereennneeneresenneieisinnns cvvvenieens 119 180 156 00 220 000227 868.............. 524
Total Active LiStingS........covvreerrereenrererrereens 24 26 32 1 L1382 1,128
Average Days on Market...........cccoceeeeeeccciiieiee oo Wi 10 03 e DD e T2 (] P 85
Average List Price in Thousands ...............ccccucv....
Median List Price in Thousands ..........cccccocoveune.
BOMS ... cveenvennses 20 eerieeeiieenieeee 83 enevreerieeeen 2 oo A e 6 176 107
Average BOM Price in Thousands ..............c......... . .

BOM to Sale Ratio ........c.ccoveveveeeieicecicicicicice 33
EXDIFALIONS ...vvvcecieeecereeeeseeeesieesnnns— evvenseenies 12miieneiivenriees 1 e e 1 18 82 99

PENDING SALES
New ESCrows Opened..........cccoevvereerrrevceiiieiines ervvieeninns 09 e 127 i 94 169 10T (G| 443
Total YTD Escrows Opened..........ccccovveveveveivicnnnn .
New Open Escrows Average Days on Market ........ 8 [T | S 36 55
New Open Escrows Average List Price..................

CLOSED SALES:
New ESCrows ClOSed...........cccoovvvrvrieriiisisieieieine
Total YTD ESCrOWS ClOSEA .......eeveeveeeeeerriicisans eevieerens 80003 i 820 i 681 708 2,806 1,892
Volume of New Sales Dollars in Millions................ . . . . .030........ 191.574
Volume of total YTD Sales in Millions .................... 2,078.333........ 834.803
Average Sale price in Thousands ............c.cceveveee.
Median Sale Price in Thousands ..............c.cccvee.e. . .
COOP SABS.....eveeriirrreieeeeeneeseesenensnsnsnensereessinnes 00 92 69 1260120 4B
Percent of COOp SaleS ......c.ceveveveveiceecieieeieiae
Average Days on Market............cocevevevereevevenveens wovmneneens 1190 T 107 88 90
SaleS At LISt PHCE ...vvveeeeeeeeeeeeeereeeeeeeeeeenininins rerenerenneens B i T80 B 66 31
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 ...

............... 409

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR JUNE 2015

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 .............ceeeee. . ..453. L3101 406.1........... 3128 o 338.1........... 419.8

BOM t0 Sale Ratio ......coovvvvrerieeeeeees . ... 20. w348 16.2. s 279 e, 26.7 oo, 29.6
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 JUNE 2015

ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL SCVTOT EXT TOTAL
NEW LISHINGS vvve v 15
Total ACHIVE LISHNGS....occcveccvvrcvveec e 4.
Average Days on Market ..............ovveecivccrivvcccrsccns 108...
Average List Price in Thousa

5872, T433..

Median List Price in Thousands .525.0... ..560.0......... 699.0...
BOMS .o [N | N TN I S

Average BOM Price in Thousands... .300.1...

BOM to Sale Ratio................. T8 00 247 28 150

EXDITLIONS oo s 5

PENDING SALES
A O
Total YTD ESCIOWS OPENEM .....oocoeeoees v
New Open Escrows Average Days on Market
New Open Escrows Average List Price ...........oweee s

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

00D SAIES ..o 9

Percent of COOp SaleS ... 100.0...

Average Days on Market............oooccoiiies o 183..

SAES AL LIST PICE....coece i e 3

Percent of Sales at List PriCe...........ooovcviiciiir o 333...

Sales to Listing Inventory Ratio ... oo 214 ... A .
Final Sale to New Listing Ratio ... oo VX P 3330 195 91.4

CLOSED SALES TYPE
FOrRCOSUrE / RED ..vooo e T e
Seller Concessions ..

Short Sale...........
Standard ...
N 0
SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR JUNE 2015
ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL _SCVTOT EXT  TOTAL
NEW LISTNGS vovvvvvvveeeosveessseessessesssssenss ovvieeees | [L— P2 L 25

Total ACHIVE LIStNGS....occveee oo e O Qe 28 Qs B
Average Days on Market .........oocccccveveececcveesecriis e Qi O 64 89 64 19 B
Average List Price in Thousands .3490......... 3833...
Median List Price in Thousands .339.0.........369.0...

3 POV PPUOION | TSROSO | RUOIOY | NI | ST SRR I 3.
Average BOM Price in Thousands... +3250........403.0...
BOM to Sale Ratio................... 0. 0.
EXDITAHONS ...ovo s v L — L 1

PENDING SALES

N 0 N 0

Total YTD ESCIOWS OPENEQ. ..o v 0
New Open Escrows Average Days o et e 0
New Open Escrows Average List Price ... oo
CLOSED SALES:
New Escrows Closed
Total YTD Escrows Closed.........
Volume of New Sales Dollars in Millions................. ... 0.000...
Volume of Total YTD Sales in MillionS............cccocc vt 0.000... 22.934.......9.306...
Average Sale price in THOUSANGS ......occevvvrvrc v, 00.. ..3004........3285...
Median Sale Price in ThOUSANGS.........ccccvvvcrvvrcr o 00.. =3150........329.0...
000D SABS ..vvcvee s e 0
Percent of COOD SAIES ..vvccvvvvevvvccvecee s e 00..
Average Days on Market ...........c..ovoverivcciiocirins e 0
SlBS At LIS PICE....c.ooeooeeoc e i 0
Percent of Sales at List PriCe...........co..vvvocvccrcs 00..
Sales to Listing Inventory Rati0........cc..covvvrvcciess s 00..
Final Sale to New Listing Ratio ...........oocvvvveciircces o
CLOSED SALES TYPE
FOrEClOSUTE / RED ..o (I
Seller Concessions ... .0 .

Short Sale.. .0
Standard .... .0 0.
OINBT 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.

| CONSTRUCTION [  PROFESSIONAL SERVICES TERMITE INSPECTION

CROWN CONSTRUCTION

G.C. (bonded & insured) License # B 850720

WE PROVIDE FAST- PROFESSIONAL

HOME INSPECTIONS & RETROFITING

PROPERTY INSPECTIONS

RESIDENTIA INSPECTIONS/complete report /
estimate of cost if requested. Cond/ $150

RETROFITING

GAS SHUT-OFF VALVE / LOW-FLOW TOILET
WATER HEATER STRAPPING/ PRESSURE VALVE
AND OVERFLOW/ SMOKE DETECTORS/ BATTERY
AND HARD-WIRE/ G.F.1.C. / WATER HEATER
INSTALLATION/ INSPECTION AND CERTIFICATE OF
COMPLIANCE/ CARBON MONOXIED.

WE BILL ESCROW FOR RETROFITING WORK.
PLUMBING/ PAINTING/ CARPENTERY/

STUCCO/REMODELING/ ADDITION.
WE DO IT ALL

OFFICE (818) 646-0042

CELL  (818) 635-9910
E-MAIL: CROWN CANDO@GMAIL.COM

MAINTENANCE & REPAIRS

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

Exp. #11 (11-15)

GARY SCHIFF PLUMBING
Owner operated, Roto Rooter, Main Line Drain Cleaning.
Fast Reliable, inexpensive plumbing repairs. Water
heaters, garbage disposals, faucets, pressure regulators
and more. St Lic #683205.........c......... (818) 700-1079
Exp. #1 (1-16)

BUILDING REPAIRS & REMODELING

NEALS KEY MOBIL LOCKSMITH
Perfect Closing Gift Re Key
Clients Home For Peace Of Mind
Quick On Time Service Convenient Billing.
Neals Key 818-363-8010
Exp.#4 (4-16)

PROFESSIONAL SERVICES

CaRealEstateLawFirm.com- A Real Estate Law Firm
Evictions, Easement Issues, Buyer/Seller Disputes
Broker/Agent Liability, Quiet Title, and more
Call 818-639-2626

Exp.#2 (2-2-16)

ADVERTISERS: DON’T BE LEFT OUT!

It's Your Responsibililty as an Advertiser o Keep Track of Your
Ad's Expiration Date. Send in Your Renewal One Week Prior to
Expiration Date to Guarantee Continued Exposure and Results
From Your Reatror® Report Classified Ads.

www.srar.com

Realtor® Report

SMALL TIME HAULING & CLEAN-UP
Garage & House Clear-outs
Large & Small jobs
818-881-0073
Exp.#1 (1-1-16)

LICENSED LAND SURVEYOR
LOT LINES, LOT LINE ADJUSTMENT,
ARCHITECTURAL SURVEY,
CERT OF COMPLIANCE, FEMA ELEV CERT.
DAN MAY......coociiniiiiinins 661-776-5554

Exp. #1 (1-1-16)

PERMIT PLAN PERMIT PLAN
LEGALIZE ROOM ADDITION. BUILDING CODE
VIOLATION ALEX .. ..ooviiicinee (818) 497-3799

Exp.#1 (1-2016)

A.i. Transaction
Provider of quality transaction coordination & personal assistant needs
Angela lacobellis, TC-CAR Certified

818.624.8699 | aiacobellis.tc@gmail.com
Exp. #8 (8-2015)

ENCINODREAMSMILE.COM> SEDATION
JULIAN ZHNITSKY DDS > COMEDY
16311 VENTURA 818 990-0594

Exp. #8 (8-2015)

Ron’s Hauling Clean-Up & Tree Services
Licensed, Bonded And Insured - Lic.#694004
Serving The San Fernando Valley And Los Angeles
For Over 30 Years. (818) 266-4568
Services: House Trash Outs, Yard Clean Ups, Demos

Tree Services. Call Us, You’ll be Glad You Did!
Exp. #10 (10-2015)

Termite Inspection

* Fast report (fax or e-mail)

* Bill to escrow

* Free inspection if competitive bid
* All works fully guaranteed

* We will beat or meet other bid

Retrofitting Inspection

* Gas shut-off valve

* Water conservation
-Ultra low flow toilet
-Shower head
-Certificate of compliance

* Smoke detector

* Window safety glazing

¢ Carbon Monoxide Detector

EZ Pest Control, INC.

Lanard Prince

3

Park Regency
Welcomes

Carey Eckert

WWW.PARKREGENCY.COM/AGENTCENTER
f FACEBOOK.COM/PARKREGENCY

818-363-6116 \ 10146 BALBOA BLVD., GRANADA HILLS, CA 91344

BRE #01231306
July/August 2015




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.

STYL'N CONSTRUCTION, INC.

R.E.O./ Foreclosures

/ Email: Styln@earthlink.net
Styl'n Construction, Inc.

Hey Brokers - We Do It All!

+ Trash-Outs

« Initial Yard Clean-Up

« Initial Cleaning

« Emergency Preservation
« Pool Clean-Ups

« Monthly Services

« Lead Bids

« Retrofitting Bids

« FHA - HUD Lender Requirements
« Interior Paint

- Carpet - Vinyl - tile

« Exterior Paint

No One Has Our Experience Or Billing Terms!
STYL'N CONSTRUCTION INC.
9939 Canoga Avenue Unit“)”
Chatsworth, CA 91311
www.stylnconstruction.com

Office: (818) 407-1327 Fax: (818) 407-1462

DENNIS P. BLOGK & ASSOCIATES

The Number One Law Firm Specializing in

TENANT EVICTIONS

UNLAWFUL DETAINER

E 800 77 EVICT @
= (38428)

* Guaranteed rapids filings

* No office visit required

* Free telephone consultations

* More experience than any other law firm

* Lockout Management service available

FULL COLLECTION
SERVICES

Open Monday through Saturday

$125 (uncontested plus costs)

Licensed « Bonded & Insured « Lic. #806623 WWW. eVICt1 23C0m
REAL ESTATE TERMITE INSPECTION & FUMIGATION

$39 per month

100%
COMMISSION

GOLD STAR REALTY

We Offer:
Full Time Experienced Broker
Equipped Offices & Conference Rooms
Most Southland MLS Services
Friendly and Helpful staff

(818) 757-4567
20 YEARS IN BUSINESS

17815 Ventura Blvd., Suite 205, Encino

22 Realtor® Report
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NORDHAGEN AND
DAUGHTERS

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 compefitive bid

@ (omputer generated, emailed reports

# Recommended repairs performed by our company
# Llicensed, insured and bonded

800-933-7378  800-649-1922 FAX
818-886-3454  661-255-1902 FAX
661-254-2133

TERMITE INSPECTIONS & FUMIGATIONS

Affiliate member SRAR
Affiliate member REOMAC

Member PCOC (Pest Control Operators of California)
(A Reg. #FPR 2861

www.srar.com



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.

m HOME INSPECTION PACKAGING SUPPLIES

cer MOI e Leabs

THE PREMIERE ONLINE MARKETING SOLUTION
FOR REAL ESTATE AGENTS & BROKERS

\\ CALL TOLL-FREE o VST
\Y

888-277-9779 @ Point2.com

the most

knowledgeable
trustworthy group of professionals
the industry has to offer. But how do
you let clients know that? A

Tell them. Show them.
Wear your REALTOR® pin
with pride.

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

www.srar.com

"""Homelnspections

and Thermal Imaging

818-298-3405

IMHomelnspections.com
Y Same Day Reports

\ Full Color Photos

V High Tech Tools

..............
---------

GUARANTEE

L PUGHSEPRE - DCKED Y g

« FWEMISSANYTHING * N
(R WELLBUY YOUR HONEBACK J)

ADVERTISE

IN THE
REALTOR® REPORT

Make your ad

POP!

With Color!

*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) 947-2244

?ned by the SRAR
Graphics Department. Southland Regional does not constitute endorsement of the products or
services advertised in our publication, REALTOR REPORT, or on www.srar.com.

*Ads on srar.com may vary from display ad in content and form. Web ads are desi

Realtor® Report

TAKE THE STRESS
OUT OF MOVING!

- Boxes

- Packaging Supplies

- Trustworthy Moving/
Relocation Experts

- Professional Packers

Customize your
| & move with

....brings it all to you!

877.77.BOXES
877.77.26937

www.theboxpro.com

’

knowledgeable and

the most
trustworthy group of professionals
the industry has to offer. But how do
you let clients know that?

Tell them. Show them.
Wear your REALTOR® pin
with pride.

Only REALTORS' are members of the National Association of REALTORS"
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SouthlandiRegional

AssociationofiRealtorse Inc. (818) 947-2246

PRINT SHOP & GRAPHIC DESIGN SERVICES
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

e * COLOR COPIES

Fast Turn Around! Competitive Pricing!

AREA MEETING ANNOUNCEMENTS

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

. ] Chairperson: Brian Hatkoff, CCIM Co Chairman: Bud Mauro Realtor®
SL‘?,HS‘*E%‘%%) %%%gcglt?gay Phone: (818) 701-7789 Phone: (818) 349-9997 CELL: (818) 681-7343

: i Co Chairman: Valerie B. Miranda
Co-Chair: Rudy Leon Web: www.commercialdataexchange.com

P (618) £42.7839 Time: 8:30 A.M Location: El Cariso Golf Club Restaurant, “The 19th
One- - . . . . ” : S
Location: Lulu’s Restaurant - 16900 Roscoe Location: SRAR Auditorlum Flr(‘)"l’?/ 'at1 ?"1“%%::3?%'9iOA\é?d‘”géLTaEr- (t:? GE’)'(F(?':JS
Blvd., Van Nuys 7232 Balboa BIvd.,. Van Nuys 3 Entrance. [TG-482 D 3]
Time: 8:45am Now Includes Business Opportunities Time: 8:30 — 9:30 A.M. - EVERY FRIDAY

L p scv CARAVAN 2nd & 4th Fridays
OUTWEST Fridays - . -

Chairperson: Dean Vincent
Chairperson: Larry Gutierrez 818-802-8856 or MDeanVincent@RealtyExecutives.com
Phone: (818) 416-7077 Location: SRAR SCV Division
20655 Soledad Canyon Rd #33, Canyon Country 91351
Co-Chair: Steve Peterson Dates: 2™ and 4" Fridays of the month
Phone: (818) 914-2536 Time: Networking Starts at 8:15am
Meeting Starts at 8:45am
Education Chairman: Ron Henderson Upcoming Meetings:
Phone: (818) 999-2945 i 0 i o4
uly uly
Location: Weiler’s Deli August 14 August 28
22323 Sherman Way September 11 September 25
Canoga Park, CA 91303 October 9  October 23
) November 13 November Happy Thanksgiving

Time: 8:30 A.M. - 9:30 A.M. December 11 December Happy Holidays

Affiliate Networking, MLS Pitches, Caravan,
Guest Speakers




